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Preface and 
acknowledgements

Economic activities can't be kept back by border and in this way we have to find interna
tional Solutions and answers. That s a difference to some former industrial waves. And 
that’s the reason why we organized IntEnt as an international worldwide Conference.

Borders and walls are falling overnight, many former borders will be reestablished within 
a matter o f days (if we look to Czechoslowakia or Jugoslavia or perhaps to the former 
Sowjetunion in these days) These are some of the most important events we have recently 
witnessed in Eastern Europe. But in the Western World the Situation is different Here 
borders and walls only exist - if they do at all - in the minds of the people We believe and 
hope that this conference-track is going to help to remove some of these imaginary 
boundaries for the whole world

Our world will have to be considered as what it is in reality: As an entity - as an interde- 
pendent economic, ecological and cultural area of many nations. And thus it is logical and 
consequent to discuss during this Conference the actual questions of entrepreneurship with 
qualified delegates from all over the world

We are convinced that within the coming decades the development of our world will be 
marked by exceptional progress in many quantitative and qualitative dimensions Interde- 
pendent spin-off effects o f these changes will reach far into all spheres of living. The world 
o f the füture, for example in thirty years, in which we and our children shall live, has not 
yet reached a concrete shape This is still a vision at the most. But in Order to bring this 
vision into line with reality, weil have to combine the scientific, technical and economic 
findings with the vision and bind these together.

The results o f scientific work as part of a policy have to be implemented mainly by 
means of private investment We are convinced, that we get a new wave of expansion in 
busmess slarl-up in the next time, not only by the German unification, also in connection
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with the European development: The effects of 1992 on the internal European market, to- 
gether with the opening up of markets in Eastern Europe

In recent years the University of Dortmund has followed the patterns of the structural 
and economic changes in our region. The University of Dortmund was founded in 1968, 
and at present has 22,000 students, 2,800 of whom are students of business-administration, 
economics and social Sciences - the largest single group Other subjects with large numbers 
of students are Information Science, mechanical engineering, electronics, and natural 
Science.

Since 1985 our university has experienced the highest growth rate among the fifteen 
universities o f North Rhine-Westphalia, one of the German federal States This applies to 
new students as well as to the total university attendance. In both cases we are by far the 
number one This is quite a success but it also implies great responsibilities towards our 
students. Therefore this Conference will play an important role in our academic life, as we 
shall integrate the results of the various Speeches and discussions into the training and edu- 
cation of our students This is an excellent investment in the fiiture, since qualified and well 
trained students are always requested in several parts of the economic institutions.

In spite o f the importance, business start-ups represent for the economical development 
only a few institutions in Germany as well as in Europe are engaged in detail with the in- 
fluence of the founder's character and training on the success of the enterprise The lack of 
sufficient entrepreneurial training, especially concerning German universities, should be 
ameliorated by corresponding programmes, as far as possible being supported by a unified 
Curriculum and a consensus of the essential contents Only a small number of universities 
have got as far as initiating research or offering courses on this topic.

Nor is there as yet a working chair of start-up management or entrepreneurship 
anywhere to be found at german universities. German management teaching is still 
structured according to fiinctions (procurement, production, marketing, Controlling and so 
on), or institutions (industry, trade, banking, insurance and so on) Courses specially 
designed to take account of developmental aspects (founding, mature phase, liquidation) 
are also lacking.

At the University o f Dortmund we intend therefore to combat these deficits by

- initiating a chair in entrepreneurship,
- creating a guest professorship in entrepreneurship for lecturers from abroad,
- building up an extra-mural entrepreneurial education centre.

Our basic idea is to set entrepreneurial education, through teaching and research, on a 
firm footing within the university. In addition, entrepreneurship education should be vigor- 
ously pursued outside the university on a commercial basis for a wide variety of target 
groups

We are introducing into the faculty of business administration a further specialization in 
the form of entrepreneurship So far no other german university has such a branch of 
managerial training The lectures in this new area will be open also to students o f engineer
ing and natural Science. To this end the university will inaugurate a professorial chair with 
assistant lecturers and administrative personnel

Over and above the Stadtsparkasse Dortmund, a bank institute together with the 
Deutsche Sparkassen- und Giroverband, a head bank Organisation, will be providing the fi
nancial backing for a guest professorship, the so-called 'Schumpeter-Chair' which is in- 
tended to be filled by guest teachers from abroad. They will have the opportunity of doing 
research and teaching in Dortmund for a period of three months to one year

In parallel to the entrepreneurial training about to begin within the university, we intend 
to set up something similar on an extra-mural basis Since the mid-80s there has been a
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spate of new firms founded in Dortmund In the technology park around the university 
numerous firms have gradually settled Altogether they have 3,000 employees.

The Entrepreneurial Education Centre, we plan, will offer courses for the following tar
get groups:

- prospective self-employers
- owners/managers of young businesses
- owners/managers of growing firms
- trainers working in industry or in chambers of commerce
- venture managers.

It still remains to work out curricula geared to each target group In doing this particular 
attention must be paid to

- educational background (engineering/versus business) and
- Professional experience

and the content varied accordingly.
Entrepreneurship education is an idea whose time has come in Europe! If we are indeed 

about to witness another wave of new firms in Europe we will certainly need it. For be- 
sides the political and economic conditions, if a newly business start-up is to prove suc- 
cessful the entrepreneur is o f crucial importance He must be

- innovative by nature
- capable of managing the economic and organizational structure of the enterprise and
- expert in his field o f business.

The training System we have had up to now has only fulfilled the third requirement - 
tuming out excellent engineers, scientists and information experts. We still train managers 
largely on the model o f the executive in the large established Company. Innovative and 
entrepreneurial aspects are still left completely out of account. This state of affairs dare not 
persist

Our responsibility to society, to every person trying to set up in business, with all the 
risks that involves for themselves and their families, demands of us that we provide such 
people with the best possible qualifications for the job.

Our special thanks go to all contributors of the book especially to stay in the time 
schedule with their feedbacks We also wish to thank Birgit Sieweke, Dirk Jakobs, Olaf 
Kurpiers and Hans Urbaniak for their untiring assistence when supporting the extensive 
layout process o f the book with their strong personal engagement

Dortmund, June 1993

Heinz Klandt 

Detlef Müller-Böling
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01 Entrepreneurship 
education:
A research agenda
Robert H. Brockhaus

Introduction

Many times I am asked, ’Can you teach someone to be an entrepreneur?' That is a very 
good question. I usually ask in retum, 'Can someone be taught to be an artist?’ The re
sponse back to me is 'Well yes, they can be taught about colour and about composition 
And yes, their artistic skills can be improved ' Then I ask, ’But can they be made into an- 
other Van Gogh, or Rembrandt, or Picasso9' The answer is 'No, that takes unique skills 
and creativity.1 The same answer is true for teaching entrepreneurship We, as 
entrepreneurship educators, can teach some skills We can teach about marketing, and 
about financing a small business, but we can not guarantee that anyone will be a successful 
entrepreneur. Entrepreneurship education is as important, in my mind, to people who want 
to be entrepreneurs as an artist’s education is to someone who wants to be an artist.

Despite this importance, few have studied entrepreneurship education from a research 
perspective. Even fewer have done empirical research and very few have compared a 
group that is receiving the entrepreneurship education to another similarly matched group 
that is not receiving the education
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Who are entrepreneurship students?

Some will be 'current entrepreneurs’-people who currently own their business. There will 
be those who have started their own business, others who have bought an existing 
business, still others will have bought a franchise business such as a McDonald's and there 
are those who have inherited their business from their parents. A fifth group of 
’entrepreneurs,' if 1 can use that term somewhat generically, are people who work for large 
corporations, but have decisions that they can make in an entrepreneuria! fashion. 
'Intrapreneurs' are such people who have the authority to be more innovative and Creative 
than the Corporation normally would allow.

You may also look at the current entrepreneurs in other ways For example, is the busi
ness a high growth business or a low growth business? Does it require highly skilled 
people with degrees or are very limited skills all that are needed? What about the level of 
education'’ Do these entrepreneurs have a high school diploma9 Can they even read? Do 
they have advanced degrees? What is their education in business? They may have an 
advanced degree in engineering, but absolutely no formal training in business.

Today it becomes even more complex as we talk about Eastem Europe, the former So- 
viet Union, and other places around the world that are not as fiilly developed in the capital- 
istic System as the Western world is. All of these could be students, sometimes mixed to- 
gether and sometimes separate and distinct.

I have just described people who currently are entrepreneurs, but we could also have 
people who are aspiring to be entrepreneurs. They could have very dissimilar backgrounds 
and intentions for their füture businesses. Other students could include managers o f intra
preneurs Some students could be trying to leam more about what their father or mother 
or brother or sister or spouse are doing in business so they could better appreciate the 
Problems Attendees may include bankers, insurance agents, and govemment officials who 
want to leam more about entrepreneurship in Order to provide assistance There also could 
be some students who have none of these needs, but simply want to get that 
'entrepreneurial Spirit' to be more Creative and innovative and risk taking in their own jobs.

What are the needs of the students?

Some desire knowledge about the entrepreneurial process They want to leam more about 
starting a business and different legal forms of ownership Others want to leam more about 
management; they want to leam something about accounting or marketing or personnel 
management Still others may wish to develop a skill for a business In South Africa, I was 
very intrigued to find that entrepreneurship training was actually teaching women to sew 
so that they could make garments that they could then seil Many of us would not think of 
providing that kind of training, but it is part of entrepreneurship Programs to be more 
Creative, to be more innovative, to learn how to develop ideas more fiilly might be another 
need of a Student group.

Who provides this education?

It may be a permanent faculty member or an actual entrepreneur who teaches at the uni- 
versity on a part time basis It could be a banker, an accountant, an attorney, or someone 
eise who is skilled in a particular area of expertise who conducts programs about that par- 
ticular area It may not even be a live person The instructor may be videoed for the stu-
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dents to watch on television. Or it could be team taught, where there are a variety of 
people with different resources and abilities that come in and collectively teach the dass 
Perhaps, there is no instructor Students could read the workbooks and send in 
assignments and have those evaluated and sent back.

How does this all occur?

Entrepreneurship is offen taught in a university for credit course at the graduate or under- 
graduate level. Or perhaps, it is a continuing education course that is not for credit but is 
open to the general Community. It could be a course put on outside of any educational 
institution but is sponsored by a bank, an accounting firm, or a governmental agency.

How long is the program?

In a university, a Student might major in entrepreneurship and spend three to four years 
studying entrepreneurship. In an academic area o f emphasis, the Student may just have a 
few courses in entrepreneurship. It could be an elective course that the person takes for 
one Semester. Sometimes it is a seminar that runs ffom one day, or part o f a day, to several 
weeks and may be not associated with the university. Maybe the education is provided by 
simply reading books or joumal articles that deal with entrepreneurship 

Another aspect o f the format is whether it is passive or whether it is experiential Passive 
would be reading a book, listening to a lecture, watching a video, etc A more experiential 
format would be responding to written cases. Some students leam by actually working 
with a small business or by providing Consulting Services The students involved in 
experiential leaming not only help the business, but they also leam o f problems and o f  
different types o f  Solutions. In a business Simulation exercise, students compete with each 
other's 'Companies' through the use o f Computer Simulation They make decisions for the 
business on marketing, production, pricing, etc Sometimes the students write business 
plans for businesses which they wish to Start. They may present the plans to a banker for 
review. In some cases, the students are actually required to Start a business

What are the outcomes?

The last, and perhaps the most important, part of entrepreneurship education is the out- 
come. What are the desired outcomes and how do we as educators measure them? On the 
one end are rather immediate teacher evaluations, such as, what do the students think of 
the teacher? What do they think of the content of the course? Was it an interesting, 
challenging, and useful format? Feedback in the more traditional form of examination is 
where educators can see how much knowledge or skill that the students are able to apply. 
These are immediate feedbacks

What about short term? Short term feedbacks might be the level o f  Student enrolment in 
the entrepreneurship classes. Is the enrolment going up or is the enrolment going down? 
Another might be requests for additional courses. On an intermediate basis, what are the 
intentions o f the students to act Are they seeking out Information after the course that will 
help them Start a business? Are they going to other Seminars, reading additional material, 
etcetera9

On a longer term basis for evaluation of one to five years, one of the outcomes would be
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the number o f Start ups. How many former students Start businesses? How many bought 
businesses? How many still have employee positions but are preparing themselves to Start 
a business. If we wait five to ten years, the outcomes would be the number o f Start ups, the 
survival rate, the reputation o f the businesses, the growth level in terms o f  the employees, 
in terms o f  sales, profit, etc How Creative are they in providing goods and Services?

Ten years or more after the course, questions of personal satisfaction are appropriate 
How satisfied are the entrepreneurs with their careers? Does this career make sense to 
them? Are they pleased they became entrepreneurs? Did they or their business contribute 
to society and the economy? Have they brought members of their family into the second 
generation of the business?

What is needed in entrepreneurship education research?

The research on entrepreneurship education tends to be on teacher, content, and format 
evaluations; the level of knowledge obtained by the students; the Student enrolment, de- 
mand for fiiture courses; and comparison of approaches of one Semester to another These 
studies add to our knowledge especially if there are a number of ones done in a similar 
fashion, but there still are many research needs that exist.

The primary need is for hypothesis testing research. There are some challenges I would 
like to offer to you and myself. First, I think we need to develop research methodology for 
measuring entrepreneurial education. There are very few research methodologies that are 
currently being used. 1 think that the research methodology should consider the Student, 
the Student needs, the type of the instructor, the format, and different outcomes over 
points in time. Case studies that are linked together to test hypotheses is good Research 
surveys need to have high validity and reliability. We should establish control groups so 
that we can compare those that receive the education or a certain aspect o f it against those 
who did not. An attempt must be made to control all extrancous variables. The studies 
should contain at least pre and post measurements. They should be longitudinal, continued 
over time to see how long those effects last and to measure other elfects that do not come 
into consideration until many years after the training

We also should examine what is taught to the audiences Do they need management 
education? Do they need information on entrepreneurial processes? Do they need technical 
skills? Do they need to be more highly motivated? And if so, at what point in the life cycle 
o f the business9 Is the business just starting up, perhaps even preventure, in the early 
stages o f growth or is the business more mature?

The research should also consider who does the teaching Research should attempt to 
evaluate which ones are the most effective in which Situation Perhaps those who have no 
formal education in entrepreneurship might be better teachers than those with advanced 
degrees. The impact needs to be measured of courses in entrepreneurship outside of the 
business school such as law, engineering, medicine, or non-university settings We should 
examine whether a common body of entrepreneurial knowledge exists And if it does, 
should all parties be exposed to that?

What is the learning style perspective of people who are interested in entrepreneurship? 
The format in which they leam most effectively may be different than that of typical stu
dents We know that entrepreneurs tend to be autonomous, self-reliant, have self-determi- 
nation, tend to be flexible as well as unpredictable, and have high energy levels.
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Summary

There are many challenges for us as entrepreneurship educators if we truly want to do the 
best job that we can in educating entrepreneurs. Hopefiilly, we could improve what we do 
if we took the effort to conduct entrepreneurship education research Entrepreneurship is 
of more interest today than probably at any other time And yet, there is very little known 
about entrepreneurship education ffom a research perspective. There are theories of 
education and leaming that other fields have developed for us that we can utilize in our 
own efforts We must combine the knowledge that we have about entrepreneurship with 
the ieaming theories in education. With the need for improved entrepreneurship education 
to meet the high demands of entrepreneurship education around the world, this is an 
exciting time for all o f us. The opportunity to focus our attention on entrepreneurship 
education must not be missed
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02 The state of
entrepreneurship education
Karl H. Vesper

Introduction

The purpose of this study was to update an earlier volume on entrepreneurship courses 
dated 1985. Since that time the number of universities with entrepreneurship courses 
identified has grown from around 250 to around 370, an increase of 48 per cent The 
number and variety o f courses within schools and of relevant books available have grown 
New lessons about what works well versus not so well in teaching entrepreneurship have 
been leamed. Highlights o f the survey findings will be given in this introduction after a 
brief description of how the information was compiled.

Füller results of the survey and descriptions of the courses and programs as well as list- 
ings of all the schools will appear in a forthcoming volume on Entrepreneurship Education 
which is being published by the Entrepreneurship Program at the University o f California, 
Los Angeles Contributors to the volume will automatically receive copies. Others can 
Order them The phone number is (310) 825 2985.

Method

First, deans were polled at 750 business schools and 226 engineering schools. Then fol- 
low-up contacts were made with professors who had been identified by deans as most 
knowledgeable about practices and plans concerning entrepreneurship education in their 
schools. Several rounds o f mailings plus numerous phone calls were used to seek out and 
rake in the information presented here.

Difficulties in defmition Surround the topics of entrepreneurship and small business En
trepreneurship here was taken to mean business entry, whether by start-up or acquisition
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and whether independently or within an established Organization Since start-ups invariably 
begin small there is an inevitable connection between entrepreneurship, as defined here, 
and small business However, there is a difference between the process of entry into inde
pendent business, which is a transient event, and management of an ongoing firm, which is 
a continuous rather than transient, albeit evolving, activity.

But the line between start-up and ongoing is not sharp, and drawing it requires judge- 
mental choices Inclusion o f small business management courses would roughly double the 
population covered in this study and that would make it both too large to handle with the 
available resources and much more cumbersome for readers. So choices of exclusion had 
to be made

These were sometimes difficult. Some courses called 'small business management' are 
included because their content appeared to concentrate on entry Others with the word 
'entrepreneurship' in the title were excluded because their content seemed largely focused 
on management o f going concems, though typically after some treatment of entry.

Almost all small business management texts and courses include start-up of small firms 
as one subtopic. Moreover, those schools which offer programs, as opposed to only one or 
two courses in entrepreneurship, invariably include at least one small business management 
course as part o f those programs, along with courses on various aspects of business entry 
To depict programs more fully I chose to include small business management courses 
when they were parts o f programs that concentrated on entry Those not part of programs 
were excluded. Undoubtedly some errors were made. For them I apologize and would 
welcome suggestions about how improve decisions about inclusion in the fiiture

General Undings

Descriptions were obtained and examined of 445 courses offered at 173 four year Colleges 
and universities both inside and outside the United States In addition, another 196 schools 
indicated on one round or another of the survey that they offered at least one course fo
cused primarily upon business entry. Total growth in entrepreneurship courses over time, 
depicted in the graph of figure 2.1 following, appears to have continued unabated since 
1967, two years before the first survey in this series began

40 0  
350 
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150 
1 0 0  
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Figure 2 1 Number o f schools with entrepreneurship courses versus time
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But the balance among nations has shifted because as the growth rate in the U S. flat- 
tened that o f other countries rose Of the total, approximately 85 per cent were offered at 
schools in the U S. and another 7 per cent were at schools in Canada Among the 
descriptions, however, are also courses offered in Australia (3 schools), Colombia, 
Finland, France, Germany, Ireland, Korea (3), Norway, Pakistan, Spain (2), Sweden (2), 
and the UK (3). Among the schools that appear to have courses but did not describe them 
still other countries are represented, and doubtless there are still other course-offering 
schools that were not unearthed at all. In the future it seems certain that entrepreneurship 
courses will crop up in countries discarding communist regimes, so that the future will see 
considerable fiirther extension of this growth curve in countries abroad

The total o f 369 universities includes at least three in liberal arts Colleges (Macalester, 
Mercer and St. Thomas). There are 32 universities with entrepreneurship courses in engi
neering schools and 17 with such courses in both business and engineering schools. Me- 
chanical engineering appears to be the most common non-business field, followed by 
industrial engineering Entrepreneurship courses were also found in one department of 
home economics (Cal State, Chico) and one school of nursing (North-eastem). Since these 
last two were discovered largely by chance, there are probably other schools outside 
business and engineering which also offer entrepreneurship not discovered in the survey.

Courses at both engineering and business schools in four universities, Camegie-Mellon, 
Michigan, North-westem and Stanford, are included among the descriptions In contrast to 
the growth trend among business schools, that in engineering schools seems to have been 
the opposite. While the number of business schools with such courses rose ffom 210 to 
351 since 1985, an increase of 67 per cent, the number identified in engineering schools feil 
18 per cent ffom 39 to 32. Only 13 (33 per cent) of the 39 engineering schools listed in 
1985 showed up in the 32 found in 1991, whereas 152 (72 per cent) o f the 210 business 
schools listed in 1985 showed up in the 351 of 1991.

Informal inquiry into how this happened seemed to suggest that a few engineering in- 
structors caught enthusiasm for entrepreneurship when the trend of increased interest was 
new, but in time they found that pursuit of that subject in their schools was not 
encouraged Some consequently dropped that activity Others continued it until they 
retired but then it was not picked up by new faculty. No change in this pattern has yet 
seemed to appear.

The split between undergraduate and graduate offerings in entrepreneurship appears 
skewed toward the former, with 37.6 per cent offering undergraduate entrepreneurship 
courses only, 23.7 per cent offering graduate only and the remaining 38.7 per cent offering 
the courses at both undergraduate level It appears that some schools combine 
undergraduates and graduate students in the same classes, but not always successfully 
From the report o f one school, the University of Sherbrooke, it appears that a substantially 
higher fraction of MBA course alumni end up venturing than undergraduate course alumni 
(9.3 per cent versus 2.6 per cent).

Faculty awareness of new Companies spawned directly from universities by students, 
alumni, faculty or research staff was explored in the survey by asking faculty how many 
such spin-offs they could identify They typically said from five to twenty in total Most 
numerous were Service start-ups by students Second most common were Service start-ups 
by alumni. Then came Service start-ups by faculty and manufacturing start-ups by alumni 
A few respondents said they knew of very large numbers The Wichita State reply indi- 
cated over 700 Student start-ups and that of Los Angeles State over 700 alumni start-ups 
Closest to those were the universities of Western Ontario and Concordia in Canada, which 
gave estimates for those categories of 40 to 100 start-ups Sherbrooke reported that from 
over 300 students came 135 projects and 26 start-ups

10



Participation of faculty themselves in start-ups varied with type of school. Of those at 
engineering schools 24 6 per cent said they had started a business and another 13.1 per 
cent said they planned to Start one ln business schools 47 5 per cent said they had started 
a business and another 20.4 per cent said they planned to Start one Among faculty at both 
types o f schools about 50 per cent said they feit the climate at their schools encouraged 
such activity and another 30 per cent or more feit the climate was at least neutral to it, 
while around 15 per cent indicated their schools discouraged it. Deans' responses 
conceming encouragement were divided in about the same proportions.

Entrepreneurship program schools

Schools which indicated that they offered four or more courses clustered in the area of en
trepreneurship and allowed students to take concentrations, majors or degrees in the 
subject arbitrarily defined in this study as 'Program Schools'. In total there appear to be 
about 51 o f these. Forty o f those schools which contributed descriptions of their courses 
and programs are:

No of
Courses Schools

14 Wichita
13 Swinbume
12 Calgary, DePaul, St.Thomas, UCLA, Wharton
11 North-eastern
10 U o f Southern Cal
9 Ball State
8 Babson, Baylor, James Madison, Maryland, Northeastem,

Rensselaer
7 Boston Univertsity, Fairleigh Dickinson, Rice 
6 Camegie-Mellon GSIA, Dartmouth, Johns Hopkins,

Lakehead,
5 Cal State Hayward, Case-Westem, Harvard, Johnson & Wales, McGill, 

Rutgers, Arizona, Illinois UC, Limerick 
4 ESADE, NYU, SMU, Manitoba, Texas Arlington, Wisconsin

Oshkosh

Many of these programs also include other activities such as Consulting outreach, ex
tension courses, evening programs, Speaker programs for the public, workshops, Student 
entrepreneurship clubs, research activities and publications.

More detailed and periodically updated information about some of the entrepreneurship 
programs can be gained from newsletters they publish Schools with such newsletters 
include:

Camegie-Mellon University
Case-Western University
Lyon, France
New York University (Stern)
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University o f California, Los Angeles (Anderson) 
University of Pennsylvania (Wharton)
University of Southern California 
Wichita State University

Course variety

The 'Standard' entrepreneurship course includes venture plan writing, Speakers, readings 
and cases. Among the courses described herein a total of 103 different books were named 
by respondents A most common second course to have is one on small business 
management, followed by further extension of venture planning and possibly corporate 
venturing Another fairly common type of course is venture financing. Only one school, 
however, (Rice) splits that topic into two separate courses, bank borrowing and venture 
Capital.

Some departures front these norms include the following Most of the departures occur 
in program schools, but with some notable exceptions. It appears, for instance, that only 
one or two schools offer courses on the following topics:

Corporate Creativity.(Chalmers, Harvard)
Entrepreneurial Acquisitions (Rice)
Entrepreneurship and Economic Development (Ajou, Calgary)
Entrepreneurship for Arts and Science Students.(Cal Hayward, Wichita) 
Entrepreneurship for Nurses.(North-eastern)
Entrepreneurship in Environment and Energy (Boston U)
Entrepreneurship under Business Policy label (So. Carolina)
Entrepreneurship under Managerial Economics label (So Miss.)
Governmental Entrepreneurship.(Helsinki)
Idea generation. (Bentley)
Internationalizing Ventures (Calgary)
Opportunity Identification.(Calgary)
Patents.(Chalmers)
Product Focus to exclusion of Services. (Arizona)
Services Focus to exclusion of products (McGill)

It seemed surprising that relatively few courses on new venture marketing were uncov- 
ered in the survey. A program school with such a course was Calgary and a non-program 
school with one was Hawaii. But most schools in both categories were without them. 
Venture finance courses, for instance, were much more common though the reason did not 
seem apparent

Pedagogical variety

Within the courses there are also frequently repeated elements and interesting exceptions 
Common elements include use o f  cases, Speakers, lectures, texts and particularly the 
writing o f venture plans, both individual and team, offen followed by judging panels 
including outside Professionals Also widespread, thanks to the efforts o f Wichita State, 
are Student entrepreneurship clubs Less frequent but still common to a number o f schools 
is the use of'live' cases and Videos of entrepreneurs featured in the cases
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More exceptional elements, offered by only one or two schools, included the following:

All dass ventures set in the same industry.(Dortmund)
Auctioning of Student ideas (Georgia Southern)
Business plan contest.(Arizona, Babson)
Computer Simulation.(Kennesaw State, Dortmund)
Creative hat contest.(SUNY Albany)
Entire dass works on one research monograph (Macalester)
Entrepreneurs offer opportunity ideas to students.(Arizona State)
Entrepreneurs lead discussion of their own cases (Georgetown)
Fourteen students to a venture team.(College of Charleston)
Get rieh quick books assigned (Georgia Southern)
Iconoclastic view of cases and business plans.(Carnegie-Mellon, Engrg.)
Incubator and dass integrated (Rensselaer)
Mentors assigned to students.(Arizona)
Patent search required of students (Queens)
Physical prototyping required (Queens)
Psychological tests extensively used (SUNY Buffalo)
Risk analysis approach to entrepreneurship.(Massachusetts Amherst)
Series o f assignments on entrepreneur interview,(Louisville)
Students work on tech. transfer of university ideas.(So Cal., Baltimore)
Time logs by students (Baylor, St. Michaels, Vermont)
Undergrads and grads combined in one course (Akron)
Videotaping venture negotiations. (Indiana Bloomington)

Exceptional curricular arrangements

Beyond conventional course types are still other arrangements This study side-steps many 
by not covering primary and secondary schools, community Colleges and vocational 
schools, among which considerable entrepreneurially-oriented teaching goes on. Extension 
courses and commercial programs for the public are also left out herein.

Some other unusual teaching activities within four year schools that are included, 
however, are the following:

Course o f US school taught abroad (Baylor)
Entrepreneurship as an EMBA course.(Cal. Irvine, Illinois UC)
Entrepreneurship as capstone course.(New South Wales, SUNY Stonybrook) 
Entrepreneurship injected into other courses (Edinburgh, Oregon)
Over 100 Speakers per year (So. C al)
Sixteen credit lockstep program.(So. C al)
Local area TV teaching of entrepreneurship.(Laval)
Remote teaching of entrepreneurship (U of New England)
Teaching entrepreneurs to teach (Price-Babson)

Experimentation

Of the 173 schools describing their courses in response to the survey 102 (60 per Cent) 
gave brief accounts of pedagogical experimentation Of those 60 (59 per cent) told of
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things tried that had worked out The other 42 (41 per Cent) told o f things tried that had 
not worked out (Bigger risk takers?) as well as things that had. Criteria o f  success are not 
often explicitly stated, but sudden satisfaction seems most frequently implicit.

Existent (Rutgers), but especially rare seems to be systematic application o f formal 
analysis to educational experimentation. Tracking of alumni outcomes is somewhat more 
widespread (Cleveland State, Marquette, Sherbrooke, Harvard, Lakehead, London) but far 
from universal and unfortunately not standardized so as to permit joint analysis A biblio- 
graphy on entrepreneurship education appears at the end of the forthcoming volume and 
despite a fair amount o f searching it includes only 37 entries

Other variety

Finally, here are still further examples suggesting the great variety of directions 
explorations in entrepreneurial studies have been taking

High School Outreach 
Summer camp.(Wichita State)
University students mentor high school students.(So Cal.)
(Free enterprise evangelism does this too, but with a Propaganda rather than educa
tional emphasis)

Recognition Activities
Recognition of outstanding entrepreneurs (Babson, So. Cal., Wichita)
Young entrepreneur of the year.(Wichita)
Alumni o f the year awards.(So. Cal .)
Unusual gifts for speakers.(Cincinnati)

Facilities
Dedicated entrepreneurship building. (Wichita State)
Student entrepreneurship resource centre (Limerick)

Start-up Results
Good count o f alumni Starts 200/135/26(Sherbrooke)
Six start-ups over $ 5 million (Cleveland State)

Information Clearing House
World-wide centre o f Student entrepreneurship clubs (Wichita State)

Higher Level Degree Programs
Masters degree in entrepreneurship.(Stirling, Swinebume)
Doctoral program in entrepreneurship.(Barcelona)

Resources
Dues paying advisory board (Brigham Young)
Funding Foundations Mentioned.(Kellogg, Price)
Increasing number o f endowed chairs
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Periodic Research Conferences 
Babson (Annual)
St Louis (Annual)
Ohio State (Every five years)

Looking ahead

In summary, some things, such as the basic entrepreneurship course and the upward 
growth trend of the field seem to continue largely unchanged over time But others, such 
as the variety in courses and pedagogy continue to develop new facets, so that the total 
array of offerings and techniques is now much broader than it was in earlier surveys.

When this study will be updated and in what form is not certain But since the changes 
seem likely to continue, particularly as entrepreneurship education expands globally, an 
update should come about at some point To that end, any additions, corrections or 
suggestions will be welcome.
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03 Toward an Organization 
model for entrepreneurship 
education

Robert D. Hisrich

Introduction

Since 1980 there has been an ever increasing interest on the part of educational 
institutions, governments, and businesses in the area of entrepreneurship 1t is no wonder 
that this interest is occurring as entrepreneurs and the new enterprises they create have a 
significant impact on the employment and economic development of every economic area 
It is estimated in the United States that small businesses contribute 90 per cent o f all new 
jobs and 70 per cent of all new products and Services According to the U S Census, 97 
per cent o f all nonfarming businesses are small and these account for 50 per cent o f all 
business employment. Eight out o f ten manufacturing Companies are small ones and these 
account for 25 per cent o f the total employment in the manufacturing sector.

In 1991, 1.3 million new businesses were started in the United States - a nine per cent 
increase over the 1.2 million new businesses started in 1980 More than half of these new 
businesses were ’micro businesses' employing no more than two people Most o f these 
businesses were financed by the entrepreneur (seif) then family and friends then the formal 
risk Capital market. Financing is a critical aspect of starting a new enterprise as it takes:

* $ 8,000 to Start a home based business,
* $ 50,000 to Start the same business in a prime office space;
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* $ 200,000 to Start a retail establishment such as a bakery, restaurant, or video Store; 
and

* $ 1 million to Start a small manufacturing Company.

In spite o f the high costs of start-up, the large number of new enterprises being created, 
and the importance of entrepreneurship and new venture creation in the well being of a 
country, it is estimated that nearly two out of three new businesses fail within the first five 
years of Operation Yet, little has been written on the role of one of the primary factors in 
supporting successfiil Start ups - the educational institutions Even though academic 
institutions and their programs have significant impact on the entrepreneurial experience 
and careers of degree and non degree 'students' and the new venture creation process, little 
attempt has been made to evaluate various institutional frameworks and to proffer an 
appropriate organizational model which can be culturized to fit for any educational 
institutional environment; which is the purpose of this paper.

Research background

While the preparation and cultivation of attitudes and attributes involved in entrepreneur
ship and enterprise creation should actually commence at the primary and secondary edu- 
cation levels where much individual growth and formation occurs, it is generally the third 
level - the College and university level - where most of the focus in the entrepreneurial area 
has occurred even though the effort at this Stage may be a mere rescue attempt and one 
that in many instances is too late. While institutions of higher education should address 
methods of developing entrepreneurial studies in the formal curriculum, having 
entrepreneurial events be a pari of the extra curricular activities of College life, and 
stimulating entrepreneurial activities in the leisure and vacation periods of the academic 
year, even these activities can be problematical Many individuals both within and extemal 
to the university feel that entrepreneurship and enterprise creation is an area that is not 
consistent with the main purpose and focus of the university institution. This view is 
consistent with the historical view of higher level education - knowledge should be 
pursued for its own sake and value and the application of that knowledge should be an 
independent event largely occurring outside the university structure. Programs and areas of 
study which appear to have too many pragmatic dimensions are offen not considered 
appropriate in an academic environment This has caused Professional schools, particularly 
schools o f business and management, to have difficulty in obtaining academic credibility 
and respectability in some institutional environments. In some institutions today, the 
recognition is parsimonious.

If the schools of management and business themselves have a problem, consider how big 
the problem is for the field of entrepreneurship, a field that as yet has no theoretical con- 
structs and a very short life span Entrepreneurship as a field of study not only has Prob
lems of appropriateness and credibility within the university community as a whole but 
within many of the schools o f business and management themselves It is no wonder that 
prior to 1973, the entire area of small business and entrepreneurship was largely absent 
from university curriculum in the United States The focus of the business and management 
schools in the country was the large scale enterprise

This focus changed in some schools in 1973 when the U S Small Business Administra
tion began funding Colleges and universities to assist small businesses and start-ups 
through Student research and report preparation This Small Business Institute (SB1) 
Program has grown until today some 450 schools are involved in the program doing
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between 7,000 - 8,000 cases on individual businesses each year This funding enabled 
higher education institutions to develop courses and be involved in the small business area 
when they otherwise would probably not have been engaged in this activity. Even though 
the establishment o f the SBI led to courses and Student projects and eventually to an 
annual meeting of the SBI Directors Association, it was not until the 1980's that the topics 
of entrepreneurship, new venture creation, and small business came into the limelight. 
Since that time numerous articles have been written in the field which have tended to 
concentrate in such areas as: the characteristics of entrepreneurs, new venture funding, and 
intrapreneurship Limited research has been done in the area of entrepreneurship 
education. Some of the more definitive studies in this area are indicated in table 3.1 and are 
discussed below

The first study evaluated Student behaviour after exposure to entrepreneurial education 
in a classroom setting Students enroled in a medium-sized midwestern, urban university 
dass titled 'Your Future in Business' designed to encourage and prepare students for en
trepreneurship were the subjects. Data was collected through mail questionnaires and tele
phone surveys o f all students that were enroled in the course ffom 1978-82. The data 
collected evaluated the type of students attracted to the course, their career choices 
following enrolment, the impact on those who subsequently began new ventures, and the 
contribution of the venture to the economy. Of the 1,855 students enroled, 129 
respondents started new ventures subsequent to course enrolment. 76 per cent of these 
respondents rated the course as having a significant effect on their venture start-up 
decisions. Although the resulting statistics do not demonstrate a casual relationship, the 
data does indicate that a relationship exists between entrepreneurial education and creation 
of new ventures (Clark, Davis and Homish, 1984).

In another study, measures of preferences, attitudes and intentions were assessed using a 
large sample o f business students. Student profile characteristics and psychological meas- 
ure o f independence were also obtained in an attempt to determine entrepreneurship inten
tions prior to an actual decision to Start up A total of 1,998 undergraduate and graduate 
business students at two different universities, one public and one private, comprised the 
sample. A questiormaire was developed, pretested and then randomly distributed by Pro
fessors or a graduate assistant to classes at the two universities Guidelines for administra
tion were provided and an almost equal number of questionnaires were completed from 
each university. While a very high level of intention to Start a new business was found (52 
per cent overall), an even higher level o f interest in course work was found (80 per cent) 
Analysis revealed statistically significant relationships between these high levels reported 
and Student characteristics such as full time students, day students, males, working for a 
small employer, and being a lower classman Entrepreneurship intentions were also 
positively related to a measure of independence and perceptions of entrepreneurs (Hills 
and Welsch, 1986).

A new venture development Office was established at the University of Calgary to 
solicit, evaluate and allocate ventures One hundred fifteen requests for venture assistance 
were received ffom local entrepreneurs ln their request, applicants had to provide 
substantial information on their ventures and be willing to trust graduate students working 
on their venture The experiment was extended to include a much larger number and more 
varied projects than originally planned due to the economically depressed nature o f the 
Calgary area 89 projects were conducted for 63 ventures through 12 different courses. 
Also a seed-capital Conference was held at the end of 1984 The projects completed were 
in such areas as: feasibility and product design, marketing research and strategy, new 
venture planning, and financial planning A follow up telephone study of 50 of the 63 dient
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- time saved or gained
- venture development knowledge gained
- significant new Information and analysis added
- contacts gained
- money raised
- employee changes
- changes in strategy
- net benefits gained to date.

entrepreneurs was conducted one month after year end Each entrepreneur was asked to
evaluate the program on each of the following dimensions:

Table 3.1
Selected studies on entrepreneurship education (1980-92)

* Clark, Davis and Homish (1984) - Relationship of education to new venture forma
tion and survival.

* McMullan, Long and Graham (1986) - Economic benefits of entrepreneurial edu
cation

* Hills and Welsch (1986) - Student characteristics and approaches and popularity in 
entrepreneurial courses.

* Cooper and Dunkelberg (1987) - Relationship of education to entrepreneurs career 
choice, needs and benefits.

* Shuman, Seeger and Teebagy (1987) - Relationship at education to entrepreneurs 
career choice, needs and educational history.

* Hills (1988) - Entrepreneurship education (objectives, course content and 
programs

* Sexton and Bowman-Upton (1988) - Teaching approaches to entrepreneurship.

* Block and Stumpf (1992) - OverView and future direction of research in entrepre
neurship education.

* Dalton and O'Cinneide (1992) - Aspects of entrepreneurship education in Ireland.

* Vozikis, McFarland, and Mescon (1992) - Focus of entrepreneurship education.

* Vesper (1992) - Aspects o f entrepreneurship education in the United States.

* Flisrich and O'Cinneide (1992) - Aspects of entrepreneurship education in Europe

Because the telephone interviews were conducted only one month after project comple-
tion, many entrepreneurs indicated they may not have fully realized the effects of the pro
gram, On average 31.5 hours o f direct contact with students and faculty per dient was
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spent Of the respondents interviewed, 47 provided a dollar estimate of the overall value 
added which totalled $ 1,751,650 Eliminating the three ventures that accounted for 77 per 
Cent of this total figure, gives an average value added per venture of $ 8,546 Respondents 
indicated that program involvement also had some influence in increasing employment by 
23.6 full time equivalents Also, $ 5,106,000 in capital had been raised in seven deals 
influenced by the program This experiment illustrates that a small investment can be used 
to: create a great deal of value added, generate employment, and facilitate generation of 
capital in community-based entrepreneurial ventures. While other benefits were realized by 
the students involved, the primary purpose of increasing the quality of entrepreneurial 
education was accomplished through the projects (McMullen, Long and Graham, 1986)

One article exploring the impact on entrepreneurial experience and careers o f students 
by academic institutions, found that 4,135 undergraduate and 20,250 graduate alumni sur- 
veyed ffom four Colleges (Bentley, Babson, Georgetown and Rensselaer) were practising 
entrepreneurs, ex-entrepreneurs or serious non-starters. While the author recognized that 
the alumni of each of the four schools were not homogeneous populations, significant dif- 
ferences were found among the graduates of the four schools along all five of the entrepre
neurial dimensions measured - demographic factors, entrepreneurial type, entrepreneurial 
role, career path, and time commitment The differences in entrepreneurial role were less 
pronounced than differences in the other four factors (Shuman, Seeger and Teebagy, 
1987).

Another paper compares the results o f previous research studies on the characteristics of 
entrepreneurs and their previous organizations before launching their venture with the re
sults of a survey of 890 entrepreneurs. The research involved a mail survey to members of 
the National Federation of Independent Business in 1979. A distinctive profile of an entre
preneur emerged - the entrepreneur usually came from families where parents own a busi
ness and usually have a higher level of education. The entrepreneur is no more likely to 
have foreign parents, leave school early or drift ffom job to job than a non-entrepreneur 
Career choices putting the entrepreneurs in particular jobs and giving them particular skills 
had an influence on becoming an entrepreneur but to a lesser degree than documented by 
previous research The authors suggest that whenever previous research is cited the nature 
of the sample should be noted. The authors feel that the field of entrepreneurial research is 
'complex, that narrowly-based studies must be interpreted with care and there is still much 
to leam' (Cooper and Dunkelberg, 1987)

Another paper addresses the issues involved in teaching entrepreneurship by focusing 
not only on what should be taught but how to teach it effectively The findings of a study 
replicating a previous study by the authors are presented A profile of the typical entrepre
neurship Student was developed and incorporated into the unstructured and posed 
Problems which required Solutions to be found under conditions of ambiguity and risk. 40 
students took the course which occurred at the end of the four course sequence of the 
entrepreneurship major The course did not have daily assignments, lectures or a detailed 
structure. Near the end of the Semester a Likert type evaluation instrument was used to 
determine if the course met its objectives. The results indicate that the course met its 
objectives o f being innovative The positive Student response to the novel teaching 
approach in the course indicates a strong Student preference for a different learning 
experience as the course provided a unique, positive, and enhanced learning experience 
(Sexton and Bowman-Upton, 1988)

Enumerating possible impediments which could explain the lack of acceptance of entre
preneurship courses is the focus of another article It also reports the results of a survey of 
leading entrepreneurial educators concerning educational objectives, Organization issues 
and course attributes One major impediment noted was that the 'non-industry, non-stage-
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of-the-business-life-cycle, non-size truths apply to all' thesis does not always apply due to 
fundamental differences between new ventures and large corporations. Other possible ex- 
planations were given concerning items hindering the development of entrepreneurship 
courses. The second part of the article presents the survey objectives and results. Objec- 
tives ofthe survey were to: ’determine educational objectives upon which entrepreneurship 
coursework is constructed; explore administrative and program development issues that 
shape the nature and success of entrepreneurship programs, and measure the perceived im- 
portance o f various entrepreneurship course attributesThe factors addressed in the study 
were hypothesized to afifect the effectiveness of efforts in entrepreneurship education 
Sixteen educators were queried with fifteen agreeing to participate Six of the respondents 
were interviewed personally or by telephone using a qualitative open-ended questionnaire 
A structured-response questionnaire was mailed to all respondents The most important 
educational objective cited by the respondents was an increase of awareness and under- 
standing of the new venture process by students. There was no Consensus on whether an 
entrepreneurship major should be offered The course features found (in Order of ranking 
in importance) are: Student development o f a new venture business plan, inviting guest 
Speakers and role model entrepreneurs; lecture, and assigned readings (Hills, 1988).

The aspects o f entrepreneurship education in one European country - Ireland - was the 
focus o f another article. Particular attention was given to the ränge of activities in the area 
of entrepreneurship at one Irish University - the University of Limerick - with various as
pects o f the Curriculum, training programs, and research being presented. A history of the 
development o f the program to its present Status was given (Dalton and O'Cinneide, 
1992).

Another paper examines the field of entrepreneurship education and research. The 
authors provide a hierarchy of criteria to be used in Order to evaluate the educational effec
tiveness o f the area. The hierarchy can also serve as a possible ffamework for firture re
search. The literature since 1985 was also reviewed for current research interests within 
the given criteria context. Later in the chapter the challenges unique to entrepreneurship 
education research are discussed in detail The area of entrepreneurship education research 
is also related and compared to the present general state of education research. Research 
questions were identified and the potential applications of these research fmdings discussed 
(Block and Stumpf, 1992).

Entrepreneurial intentionality and competences was the focus of another article. The 
authors first present a profile of the entrepreneur based on prior research (both normative 
or empirical) on the attitudinal and behavioural characteristics. Then the unique compe- 
tencies o f a successful entrepreneur in terms of skills (such as introducing ideas, 
intellectual skills, interpersonal skills, and organizational skills) and styles (characterized as 
being personal or organizational) are discussed. The article concludes by discussing the 
need for the entrepreneur to develop unique competencies in light o f the social, political, 
and economic context surrounding enterprise Creation (Vozikis, McFarland, Mescon, 
1992).

Another article discusses the results of deans of 750 business schools and 226 engineer
ing schools in the United States A total of 369 universities in the United States had at 
least one course in entrepreneurship While most were in the business schools, 3 respon
dents were in liberal arts Colleges (Macalester, Mercer, and St Thomas), 32 respondents 
had their entrepreneurship in the engineering schools, and 17 respondents had courses in 
both the business and engineering schools Entrepreneurship courses were also in one de
partment o f home economics (Cal State) and one school of nursing (Northeastern) While 
the number o f business schools offering at least one course in entrepreneurship increased 
from 210 in 1985 to 351, a 67 per cent increase, the number of engineering schools
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decreased frorn 39 in 1985 to 32, an 18 per Cent decrease These courses were more at the 
undergraduate than the graduate level with 37.6 per Cent of the sample offering 
undergraduate entrepreneurship courses, 23.7 per Cent offering graduate entrepreneurship 
courses, and 38.7 per cent offering courses at both the graduate and undergraduate level 
(Vesper, 1992).

A final article presents the results of a survey conceming entrepreneurship education in 
Europe. Many universities in the twenty four countries surveyed had recently started a 
program in entrepreneurship. Most universities and associations in the countries did re
search on entrepreneurship, followed by training courses, and then education courses - 
courses for which degree credit was given. Very few of the sample were involved in the 
actual enterprise creation process where the university, faculty, and/or Student shared in 
the sales and profits o f the new venture (Hisrich and O'Cinneide, 1992).

Basis for entrepreneurship education

The aspects of entrepreneurship education can in one sense be viewed in terms of what it 
takes to facilitate the decision to be an entrepreneur as well as the Steps in the entrepre- 
neurial process.

The entrepreneurial decision

Entrepreneurship education needs to take into account the way an individual decides to be 
an entrepreneur and form a new venture versus doing something eise A new venture is 
formed through a very personal human process that, although unique, has some common 
characteristics. Like all processes, it entails a movement from one thing to something eise - 
a movement from a present life-style to forming a new enterprise - as indicated in table 3 2.

The decision to leave a present career and life-style is not an easy one It takes a great 
deal of energy to change and create something new While individuals tend to Start busi- 
nesses from many areas, two work environments tend to be particularly good in spawning 
new enterprises: research and development and marketing Working in technology 
(research and development), individuals develop new product ideas or processes and leave 
to form new Companies when the new ideas are not accepted by the present employers 
Similarly, individuals in marketing become familiär with the market and unfilled customers1 
wants and needs and frequently Start new enterprises to fill these needs.

Perhaps even more incentive to leave a present life-style and overcome the inertia by 
creating something new comes from a negative force - disruption A significant number of 
Companies are formed by people who have retired, who are relocated due to a move by the 
other member in a dual-career family, or who have been fired There is probably no greater 
force than personal dislocation to galvanize a person into action

The decision to Start a new Company versus doing something eise occurs when an indi
vidual perceives that it is both desirable and possible The perception that starting a new 
Company is desirable results from an individual's culture, subculture, family, teachers, role 
models, and peers A culture that values an individual who successfülly creates a new busi
ness will spawn more Company formations than one that does not For example, the 
American culture places a high value on being your own boss, having individual opportu- 
nity, being a success, and making money - all aspects of entrepreneurship. Therefore, it is 
not surprising to find a high rate o f Company formation in the United States On the other 
hand, in some countries successfülly establishing a new business and making money is not 
as highly valued and failure is offen a disgrace
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Table 3.2
The entrepreneurial decision

CHANGE FROM FORMING A NEW
PRESENT LIFE-STYLE ENTERPRISE

* Work Environment ----------------- -— ■> * Desirable

* Disruption i . Culture
2. Subculture
3. Family
4. Teachers
5. Role Models
6. Peers

* Possible

1. Government
2. Educatioo
3. Support Mechanisms
4. Mentors

Source: Adapted from: Hisrich, Robert D and Peters, Michael P., Entrepreneurship: 
Starting Developing andManaging a New Enterprise, Homewood: BPI/lrwin, 2nd 
edition, 1992

Usually even an entire culture is not totally for or against entrepreneurship Many differ
ent subcultures that shape value Systems are operant within a cultural framework For ex- 
ample, there are pockets of entrepreneurial subcultures in the United States. While the 
more widely recognized ones include Route 128 (Boston), Silicon Valley (California), 
Dallas/Ft Worth, and the North Carolina Triangle, some lesser known but increasingly 
important entrepreneurial centres are Los Angeles, Denver, Columbus, and Tulsa These 
subcultures Support and even promote entrepreneurship and forming a new Company as 
one of the best occupations. No wonder more individuals actively think about becoming 
entrepreneurs and forming new enterprises in these supportive environments.

There are o f  course variations within these subcultures caused by family influences. 
Studies have indicated that a majority o f founders o f Companies had fathers and/or mothers 
who valued their independence. The independence achieved by being Company owners.
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Professionals, artists, or farmers permeates the entire family life, giving encouragement and 
value to the Company formation activity.

Encouragement to form a Company is further stimulated by teachers, who can signifi- 
cantly influence individuals regarding not only business careers but entrepreneurship as one 
possible career path Schools with exciting courses in entrepreneurship and innovation tend 
to spawn entrepreneurs and can actually drive the entrepreneurial environment in an eco
nomic area. A strong education base is almost always a prerequisite for entrepreneurial 
activity and Company formation in an area

Finally, role models and peers are very important in the decision to form a Company. An 
area with an entrepreneurial pool and meeting place where entrepreneurs meet and discuss 
ideas, problems, and Solutions spawns more new Company formation than an area where 
this does not occur.

While the desire generated from the individual's culture, subculture, family, teachers, 
role models, and peers must be present before any action is taken, the second pari o f the 
equation centres around the question: What makes it possible to form a new Company? 
Several factors - govemment, education, Support mechanisms, and mentors - contribute to 
the Creation of a new venture (see table 3.2). The govemment contributes by providing the 
inffastructure to Support a new venture. It is no wonder that more Companies are formed 
in the United States given the roads, communication and transportation Systems, Utilities, 
and economic stability available versus that available in other countries. Even the tax rate 
for Companies and individuals in the United States is better than in countries such as 
Ireland or England. Countries having a repressive tax rate, particularly on individuals, can 
suppress Company formation since a significant monetary gain cannot be achieved.

The entrepreneur must also have the education needed to make the Company formation 
possible Knowledge acquired from formal education and previous business experience 
makes a potential entrepreneur feel capable of forming and managing a new enterprise. 
While educational Systems are important in providing the needed knowledge of business, 
individuals still tend to Start successfül businesses in fields in which they have worked In 
fact, in many cases the idea for the new Company occurs while the individual is working in 
a particular business position Indeed, entrepreneurs are not born - they develop.

Support mechanisms also play a critical role in forming a new Company Mechanisms for 
helping to access a market, to obtain initial financing, and form the appropriate organ- 
isational form are important to facilitate new venture creation

Mentors are perhaps one of the most powerful influences making Company formation 
seem possible. To see someone eise succeed makes it easier to picture yourself doing a 
similar activity - better, o f course A frequent comment of entrepreneurs when queried 
about their motivation for starting their new ventures is: 'lf that person could do it, so can 
I!'

The entrepreneurial process

The decision to Start your own business should be considered in light of the entrepreneurial 
process'. The entrepreneurial process involves more than just problem solving in a typical 
management position An entrepreneur must find, evaluate, and develop opportunities by 
overcoming the strong forces that resist the creation of something new. The actual process 
itself has four distinct phases: (1) identify and evaluate the opportunity; (2) develop the 
business plan; (3) determine the resources required, and (4) manage the resulting 
enterprise created (see table 3.3). While these phases proceed progressively, none is dealt 
with in isolation or is totally completed before working on factors in a sequential phase.
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Identifying and evaluating a good opportunity is a most difficult task Most good busi
ness opportunities do not suddenly appear but rather result from an entrepreneur being 
alert to possibilities or from established mechanisms to identify potential opportunities For 
example, one entrepreneur asks at every Cocktail party if anyone is using a product that 
does not adequately fülfil its intended purpose This person is constantly looking for a need 
and opportunity to create a better product Since most entrepreneurs do not have formal 
mechanisms for identifying business opportunities, some sources such as consumers and 
business associates, members of the distribution System, and technical people offen provide 
a good idea for a new product or Service.

Regardless o f whether the opportunity is identified from consumers, business associates, 
channel members, or technical people, each opportunity must be carefully screened and 
evaluated. This evaluation of the opportunity is perhaps the most critical element o f the 
entrepreneuria! process as it allows the entrepreneur to determine whether the specific 
product or Service has both value to the consumer and to the new venture being created 
and the retums needed for the resources required. As indicated in table 3.3, this evaluation 
process involves looking at the length of the opportunity; the market for the opportunity, 
the competition involved, the value of the opportunity to the market and to the Organiza
tion; the risks and retums of the opportunity, and whether the opportunity fits the personal 
goals and capabilities o f the entrepreneur

A good business plan must then be developed in Order to exploit the opportunity 
defined This is perhaps the most difficult phase of the entrepreneurial process An 
entrepreneur has usually not prepared a business plan and offen does not have the 
resources available to prepare a good one. A business plan has three main sections, each of 
which has its own breakdown as indicated in table 3.3. A good business plan is not only 
important in assessing and developing the opportunity but is also helpful in determining the 
resources required and then managing the new enterprise created, the last two Steps in the 
entrepreneurial process

The resources needed to successfully meet the opportunity must carefully be assessed 
This process Starts with determining the resources needed and the existing resources of the 
entrepreneur and other individuals involved in creating the new venture Care must be 
taken not to underestimate the amount and variety of resources needed

From this determination, the resources needed (resource gaps) can be delineated and 
some suppliers o f these resources identified. Acquiring the needed resources in a timely 
manner while giving up as little control as possible is a most difficult Step This third Stage 
of the entrepreneurial process requires that the needs and desires of each potential supplier 
be determined along with the best possible approach for acquiring the needed resources.

The final Step in the entrepreneurial process - managing the enterprise - involves imple- 
menting the business plan by developing and managing a new enterprise This Step requires 
that the entrepreneur establish a management style and organizational procedures to guide 
the Operation and growth of the venture. A control System needs to be established along 
with a procedure for identifying the strengths, weaknesses, opportunities and threats to the 
firm (SWOT) as well as key variables to success on a regulär basis.
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Table 3.3
Aspects o f the entrepreneurial process

Identify and Evaluate 
the Opportunity

* Length of Opportunity

* Harket for Opportunity

* Competitive Analysis

* Value of Opportunity
to Harket and Enterprise

* Risks arJ Returns of 
Opportunity

* Hatch Opportunity vith 
Entrepreneurial Skills 
and Desires

Source: Adapted from: Hisrich, Robert D. 
Homewood: BPl/Irwin, 2nd edition, 1992

Develoo the 
Business Plan

* Section 1
* Introductory Page
* Executive Summary
* Table of Contents

* Section 2
1.0 Description of 

Venture
2.0 Industry Analysis
3.0 Production Plan
4.0 Marketing Plan
5.0 Financial Plan
6.0 Organizational Plan
7.0 Operational Plan
8.0 Summary

* Section 3 
Appendix A - Resumes
of Principles in 
Venture

Appendix B - Harket 
Statistics 

Appendix C - Harket 
Research Data 

Appendix D - Competitive 
Brochures and 
Information

Appendix E - Competitive 
Price Liste

Appendix F - Contracta 
and Leasas

Determine Resources 
Required

* Determine Resources 
Needed

* Determine Existing 
Resources

* Identify Resource 
Needs

* Determine Suppliers 
of Needed Resources

* Develop Approach to 
Suppliers

Manage the 
Enterprise

* Develop 
Management Style

* Implement Control 
System

* Develop 
Organizational 
Procedures

* Perform SWOT 
(Strengths, 
Weaknesses, 
Opportuni ties, 
Treats) Analysis 
on a Regular Basis

* Identify Key 
Variables for 
Success

vO
<N

and Peters, Michael P„ Entrepreneurship: Starting Developing andManaging a New Enterprise,



Generally, entrepreneurship education programs focus on three main areas: education in- 
cluding degree and non-degree courses and training, research, and practical applications.

Education including training

Entrepreneurship education is a fast growing area in Colleges and universities in the United 
States and Europe While many universities offer at least one course in entrepreneurship at 
the graduate or undergraduate level, a few actually have a major or minor concentration in 
the area. A sampling of U S Colleges and universities offering degrees in small business 
and ownership (entrepreneurship) is indicated in table 3.4 Since the area is so new the 
U S. Department o f Education has not yet separated entrepreneurship from small business 
and the statistics associated with entrepreneurship are not as accurate as other educational 
statistics in more established mature areas

While the courses in entrepreneurship vary by university, there is a great deal o f com- 
monality involved particularly in the initial one or two courses in this fietd of study. These 
courses tend to reflect the Overall objectives for a course in entrepreneurship. Sample 
course objectives indicated in table 3.5, tend to centre around skill Identification and 
assessment; understanding entrepreneurial decision making and the entrepreneurial 
process; understanding the characteristics of entrepreneurs and their role in economic 
development on a domestic and more recently on an international basis; assessing 
opportunities and coming up with an idea for a new venture, writing and presenting a füll 
scale business plan; knowing how to obtain resources; managing and growing the 
enterprise; and understanding the role of entrepreneurship in an existing Organization - 
intrapreneurship

The skills required by entrepreneurs can be classified into three main areas: technical 
skills, business management skills, and personal entrepreneurial skills (see table 3.6). Tech
nical skills involve such things as: writing, listening, oral presentations, organizing, coach
ing, being a team player, and technical know how.

Business management skills include those areas involved in starting, developing, and 
managing any enterprise Skills in decision making, marketing, management, financing, 
accounting, production, control, and negotiation are essential in launching and growing a 
new venture. The final skill area involves personal entrepreneurial skills. Some of these 
skills differentiate an entrepreneur from a manager Skills included in this Classification are: 
inner control (discipline), risk taking, being innovative, being change oriented, being 
persistent, and a visionary leader.

These skills and objectives form the basis of the modular approach to an entrepreneur
ship Curriculum indicated in table 3.7. By laying out modules, a course or sequence of 
courses can be developed depending on the needs, interests and resources at the particular 
university. These courses can be on a Semester or quarter basis This modular approach 
helps ensure that the most important areas of the field are covered in the courses offered 
whether on a quarter or Semester basis involving one or a series of courses.

Research

Research in entrepreneurship tends to be either practical or academic in nature Practical 
research focuses on the more ’how to' aspects of entrepreneurship and appears in many 
trade journals throughout the world Academic research is more exploratory and focuses 
on aspects o f the entrepreneur and the entrepreneurial and new venture creation processes

Aspects of entrepreneurship education
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These articles appear in academic joumals and attempt to expand our understanding of en
trepreneurs and the venture creation process with little attempt to offer practical 
suggestions for immediate use in the field This research area is more prevalent in Colleges 
and universities in the United States and Europe than any other.

Table 3 4
U S. Colleges and university degrees in small business management and ownership 

1989-90 Academic Year

Institution Total Bachelors Degree Masters Degree

Denver Technical

Degrees Total M F Total M F

College (CO) 
Callaudet

5 5 0 5 0 0 0

University (DC) 
University of

2 2 1 1 0 0 0

Miami (FL)
Buena Vista College

5 5 3 2 0 0 0

(IA)
North-eastem

4 4 0 0 0 0 0

University (MA) 
Ferris State

21 21 18 3 0 0 0

University (MI) 
University of

19 19 14 5 0 0 0

St. Thomas (MINN) 
University of

12 8 7 1 4 2 2

Montana (MT) 
University of 
Nebraska at

12 12 8 4 0 0 0

Omaha (NE) 
Marietta College

2 2 0 2 0 0 0

(OH)
Waynesburg

2 2 2 0 0 0 0

College (PA) 2 2 1 1 0 0 0
Bryant College (RI) 
Baylor

4 0 0 0 4 3 1

University (TX) 
Castleton

43 43 39 4 0 0 0

State College (VT) 
Lyndon State

1 1 1 0 0 0 0

College (VT) 
University of

4 4 4 0 0 0 0

Wyoming (WY) 5 5 3 2 0 0 0

No Ph D Degrees Granted in Field

Source: National Centre for Educational Statistics, U S Department o f Education, 
Washington, DC.
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Table 3.5
Overall objectives for a course in entrepreneurship 

Understand the role of new and smaller firms in the economy 

Understand the relative strengths and weaknesses of different types of enterprises 

Know the general characteristics of an entrepreneurial person 

Assess the student's own entrepreneurial skills

Understand the entrepreneurial process and the product planning and development 
process

Know alternative methods for identifying and evaluating business opportunities and 
the factors that support and inhibit creativity

Develop an ability to form, organize, and work in interdisciplinary teams

Know the general correlates o f success and failure in innovation and new venture 
creation

Know the generic entry strategies for new venture creation

Understand the aspects of and created and presented a new venture business plan

Know how to identify, evaluate, and obtain resources

Know the essentials of:
- marketing planning
- financial planning
- operations planning
- Organization planning
- venture launch planning

Know how to manage and grow a new venture

Know the managerial challenges and demands of new venture launch

Understand the role of entrepreneurship in existing organizations



Table 3.6
Types of skills required in entrepreneurship

Technical Skills
* Writing
* Oral Communication
* Monitoring Environment
* Technical Business Management
* Technology
* Interpersonal
* Listening
* Ability to Organize
* Network Building
* Management Style
* Coaching
* Being a Team Player

Business Management Skills
* Planning and Goal Setting
* Decision Making
* Human Relations
* Marketing
* Finance
* Accounting
* Management
* Control
* Negotiation
* Venture Launch
* Managing Growth

Personal Entrepreneurial Skills
* Inner Control/Disciplined
* RiskTaking
* Innovative
* Change Oriented
* Persistent
* Visionary Leader
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Practical

The practical aspects o f entrepreneurial education involves a wide variety of activities such 
as: Seminars and guest lectures by entrepreneurs, businesses on campus run by students; 
small business projects, each defined to help solve the practical needs of a small business, 
small business development centres involving training and counselling for small businesses; 
and enterprise development centres covering all aspects of entrepreneurship and new ven
ture creation.

Enterprise Development Centre model

One model for organizing the practical aspects of entrepreneurship education is the Enter
prise Development Centre (EDC) operating at The University of Tulsa (Oklahoma, USA). 
The EDC brings together the public sector (federal, state, and city govemments), the uni
versity sector (engineering and business schools), the private sector (businesses, venture 
Capital firms, financial institutions, potential investors, and entrepreneurs), and foundations 
in developing and forming new Companies. The EDC has been operating for five years 
with each of its separate sections - Venture Capital Exchange (VCE), Innovation Centre, 
Student Education/Entrepreneurial Development (SEED), Incubation Centre, 
Intrapreneurship Centre, and Small Business Assistance Centre - having its own budget 
and autonomy (see figure 3.1).

Intrapreneurship Centre

The Intrapreneurship Centre is involved in the process o f researching and helping estab- 
lished Companies create an intrapreneurial spirit and environment needed to facilitate the 
formation o f  new intrapreneurial ventures. Through this elfort established businesses have 
created and nurtured new ventures under the corporate umbrella While established Com
panies have the financial capability, marketing expertise, established distribution System, as 
well as other assets, their bureaucracy, organizational structure, mission Statement, and 
reporting System often stifle the intrapreneurial process The centre has assisted medium- 
sized Companies and divisions o f larger Companies in modifying their present activities to 
create the intrapreneurial environment for new venture launch. This was usually accom- 
plished through initial meetings with top management, obtaining their commitment to the 
program for the next three years, and their willingness to endorse the activities throughout 
the Organization Th e  next Step was delivering Seminars to managers in the Organization. 
These Seminars introduced the concept and importance of intrapreneurship, the character- 
istics o f the intrapreneur and the intrapreneurial environment, the product planning and de
velopment process, and the process for new venture creation that would be implemented 
Following this information dissemination, teams were formed around viable ideas and the 
process o f developing a business plan and due diligence initiated Then appropriate new 
ventures were launched.

Venture Capital Exchange

The second aspect of the Enterprise Development Centre, the Venture Capital Exchange, 
facilitates the Provision of the needed seed Capital for a new Company. Few entrepreneurs 
who have formed and grown a new venture have not experienced one of the biggest im
pediments to launching the project-insufficient financial resources While part of this start-
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up money always comes from personal savings, credit, friends, and relatives, there is 
almost always a need for more Capital to spawn and grow  a new Company. B ut where can 
this extra source o f fünds be obtained at the lowest possible cost and loss o f control?

Start-up Capital (frequently called seed Capital or first Stage financing) is, o f course, the 
financing stage with the highest risk and therefore the need for the highest retum on the 
Capital invested.

The largest and best source of seed Capital (first-stage financing) is the informal investor 
market (called angels) who want to invest Capital as well as their expertise in new ventures 
It is estimated that this market is at least $ 50 billion white the formal venture Capital 
industry is about $ 25 billion How do these angels find out about investment 
opportunities? Usually very unscientifically and haphazardly through informal contacts 
with friends, lawyers, accountants, and bankers The second aspect of the EDC, the 
Venture Capital Exchange (VCE), is an international referral Service bridging the gap 
between entrepreneurs seeking risk Capital and investors. The VCE: 1) identifies and 
profiles opportunities for risk Capital investment; 2) identifies and profiles active informal 
investors (angels), and 3) provides a timely, confidential, and objective referral Service for 
both parties In this way the VCE bridges the gap between entrepreneurs who have little 
guidance in finding their way through a maze of channels leading to informal risk Capital 
and angels who usually rely on very random events to find investment opportunities As 
such, the VCE provides a confidential computerized Information matching Service to 
entrepreneurs and investors
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Figure 3 1 Model of practical aspects o f entrepreneurial education at The University o f Tulsa (USA)



Table 3.7
Modular approach to entrepreneurship curriculum

Module 1: The Domestic and International Environment of 
Entrepreneurship

Module 2: Entrepreneurship: Entrepreneurs and Enterprise Creation

Module 3: Opportunity Analysis, Creativity, and Strategies for Entry

Module 4: From Idea to Business - The Enterprise Development Process

Module 5: Creative Financing and Resource Obtainment

Module 6: Developing the New Enterprise Business Plan

Module 7: Launching the New Venture

Module 8: Managing the New Venture

Module 9: Growing the New Venture

Module 10: Exiting the New Venture

Module 11: Entrepreneurship in Existing Business and Non 
Business Organizations

Entrepreneurs and Investors (angels) register on the System by filling out multiple-choice 
questionnaires, supplying basic Information about themselves and what they seek in a mate, 
and paying the $ 100 registration fee for being on the System for one year. All o f the In
formation supplied is on a strictly confidential basis.

Both profiles are entered into an IBM PC. Once the Computer program matches the two 
profiles, the VCE sends the investor the entrepreneur's outline of his idea, personal back
ground, 8-10 page minibusiness plan, and financial Information on a confidential or Com
pany identified basis. The process up to this can be completely confidential as there is 
nothing in the material specifically identifying the entrepreneur or his or her Company The 
names of both the entrepreneurs and investors on the System are never released

If after reading the information the investor wants to proceed fürther, then the VCE 
provides both the entrepreneur and the investor with each other's names and information 
on how contact can easily be made, so that the two can decide if they want to do business 
together. The interest in the VCE has been significant with 80 informal investors and 400 
businesses registered on the System from cities such as Houston, Dallas, Austin, Wichita, 
Kansas City, Minneapolis, Indianapolis, Tulsa, Oklahoma City, St Louis, Chicago, New 
York, Albuquerque, and Los Angeles. There have been over 7,500 first Stage matches 
made and equity Investments ranging from $ 17,000 to $ 287,000.
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Innovation Centre

The Innovation Centre, the third aspect of the EDC, facilitates the creation of new Compa
nies by providing both expertise and Capital in exchange for an equity Position in the ven
ture This assistance includes technological evaluation, entrepreneurial assessment, com- 
mercial feasibility studies, and product development and modification, resulting in a Com
pany being formed The Tulsa Innovation Centre is a privately owned for-profit Corpora
tion which assists in the creation of new business and commercializes technology through a 
university-industry-govemment partnership.

Funding for the start-up Companies selected is provided by two outside private venture 
Capital fünds o f $ 800,000 and $ 1.2 million which are managed by the board of directors 
of the Tulsa Innovation Centre. The Operation of the innovation centre is funded by a grant 
ffom the Tulsa Industrial Authority, a quasi-public entity

The Tulsa Innovation Centre has screened over 1,000 business proposals in various 
stages o f development and has become involved with eight Companies to date

Incubation Centre

The fourth aspect o f the EDC, the incubation centres, provide an overall environment for a 
start-up Company to survive and grow A new business incubator is an innovative System 
designed to assist entrepreneurs in the development of new firms. By providing a variety of 
Services and Support to start-up and emerging Companies, the incubator seeks to 
effectively link talent, technology, Capital, and know-how to leverage entrepreneurial 
talent, accelerate the development of new Companies, and thus speed up the 
commercialization of technology.

The new business incubator seeks to give form (structure) and substance (credibility) to 
start-up or emerging ventures by maintaining controlled conditions to assist in the cultiva- 
tion of new Companies The 'controlled conditions' include four types of support Systems: 
secretarial support, administrative assistance, facilities Support, and business expertise, 
including management, marketing, accounting, and finance ln addition, the incubator at- 
tempts to extend the networking capabilities of the entrepreneur through affdiations with 
the private sector, universities, government entities, and non-profit institutions The 
incubator System in the EDC has resulted in viable tenant Companies that generate 
economic development, technology diversification, job creation, profits, and successful 
products.

Small Business Assistance Centre

The fifth aspect o f the EDC is the Small Business Assistance Centre Its purpose is to de- 
velop and implement programs of management assistance and training designed to improve 
the equity, profit, sales, and growth potential of existing small businesses and potential 
new ventures, thereby developing jobs in the private sector The expertise of the faculty 
and students o f the College of Business Administration and School of Engineering in Co
operation with resources ffom the private and governmental sectors is utilized

Specifically, the Small Business Assistance Centre meets the needs of the small busi
nesses, assists potential entrepreneurs who are deciding whether to begin new ventures; 
provides start-up assistance to new ventures; provides assistance to existing small firms on 
specific business problems, such as developing business plans, improving sales, improving 
production and inventory control, and improving cash flow and profitability This assis
tance in management and operations in any small business areas is accomplished through
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in-depth counselling; transfer of Information; Provision of learning opportunities; 
advocacy, and applied research

Student Education/Entrepreneurial Development Centre

The final aspect o f the EDC is the Student Education/Entrepreneurial Development Centre 
(S.E.E.D.), S.E.E.D. is designed to provide Student education about the entrepreneurial 
process while providing an opportunity to earn supportive income by operating a business 
while attending the University of Tulsa S.E.E.D provides jobs, money, and experience for 
the students involved in the start-up, management, and Operation of business ventures.

The businesses are started and operated by students with the President of each business 
having bottom line responsibility with compensation being based on the performance of the 
business. Each Student business is carefully monitored with assistance being provided by 
faculty and staff members.

A percentage of the profits o f each business in S.E.E.D. becomes a part o f a reserve 
fand used to: finance growth of existing businesses; Start up new businesses, and provide 
university scholarships in the area of entrepreneurship S.E.E.D has an outside board of 
advisors composed of four prominent entrepreneurs in the Community, the President o f the 
university, the director o f the Student Union where the businesses are located, and the 
Bovaird Professor o f Entrepreneurial Studies and Private Enterprise The board meets 
twice each year to review Company performance and approve new business venture pro- 
posals.

Two businesses have been created to date: Hurricopy - a Company providing duplicating 
Services for administration, staff, faculty, and students, Hurriclean - a laundry and 
drycleaning Service with the actual cleaning being done by a laundry off campus.

General model

A more general model that can be culturized to operate in any university environment is 
indicated in figure 3.2. While the education, training, and research parts o f the 
entrepreneurship education program would be operating simultaneously, this model 
organizes the more difficult part of entrepreneurship education - the practica! part. 
Participants would include inventors, entrepreneurs, business employees, government 
employees, students, and faculty When an individual brings an idea or skill, the 
Entrepreneurship Centre would do technical evaluation, commercial feasibility studies, 
product development and modification, and entrepreneurial assessment as needed using 
faculty and students o f both the business and engineering schools as well as outside 
organizations.

Good ideas would be the basis for a business plan for the creation of a new venture The 
business plan would be presented to the established SEED Capital Fund if financing was 
needed. The university, faculty and students involved with the Company formation, as well 
as the inventor and entrepreneur could all share in the ownership and therefore the sales 
and profits of the new Company. The university would benefit from the potential down 
stream revenues that could be forthcoming as well as giving students an opportunity to 
gain experience while helping the impact of the 'local' economy.
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Figure 3.2 Operational model o f an entrepreneurship center



How can an area develop an entrepreneurship centre for spawning, developing, and grow- 
ing new Companies? While there is no magic formula guaranteeing success, four manage
rial issues - C2PE (Culture, Champion, Piecemeal, and Education) - will facilitate the tech
nical System development underlying the formation of an EDC.

Culture

An important aspect o f both intrapreneurship and entrepreneurship is the role o f network
ing and the Champion Given the diverse individuals and institutions involved in forming an 
EDC, a Champion is extremely important. This Champion must feel equally at ease and ac- 
cepted in the scientific, govemment, business, and university communities. Given the rela
tive positive position most universities have in an area, the Champion (and the EDC as 
well) is more easily housed there By being a part of a university, some potential turf 
protection problems can be avoided.

Piecemeal

In establishing anything radically new it is much easier to establish it in parts, achieve suc
cess, and then establish other parts. This is particularly the case because funds and Support 
are more easily obtained for parts o f a project than the whole This piecemeal formation 
also allows the Champion to demonstrate his/her ability. As one supporter commented, 
There are talkers and there are doers - 1 need to know that the Champion is a doer before I 
get involved.' The EDC concept in Tulsa started with a foundation funding the Venture 
Capital Exchange which was then followed by one incubator, the Small Business 
Assistance Centre, another incubator, the Intrapreneurship Centre, the Innovation Centre, 
and finally the Student Education/Enterprise Development Centre. The key to any 
piecemeal formation is the first piece - it must be one which fulfils a recognized need in the 
Community and achieves a great deal of exposure and Publicity. The VCE accomplished 
this nicely in the Tulsa area

Education

Finally, but not o f least importance, the community leaders in the public and private sector 
need to be educated about the EDC concept and how it will serve the needs o f the com
munity When something is new, a great deal of education is needed to overcome compla- 
cency and the resistance to change Of course, the resistance and risk is somewhat reduced 
when the concept is developed on a piece by piece basis One event that greatly facilitated 
the development of the EDC in Tulsa was a seminar sponsored by a local bank which fea- 
tured presentations by three experts from different parts of the country as well as the 
Champion This seminar helped educate the 120 leaders present by invitation only about the 
many aspects o f the EDC and their impact on creating new Companies and the Stimulation 
of economic development. Out of the seminar developed the seeds for the support and 
funding of the VCE and one incubator Other seminars followed including one featuring 
six successful well-known entrepreneurs in the city - the entrepreneurial lecture series 

While an EDC should not be developed in every area, in many instances it can be an ef- 
fective model for technology transfer and new Company formation. The challenge for the 
U S as a whole, as well as for each area within the United States, is to transfer technology 
to the marketplace, creating new ventures enabling businesses and the country as a whole

Implementing the general model
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to compete effectively in the hyper competitive international environment o f today and the 
füture This can be accomplished in many instances by establishing a centre that facilitates 
the new venture creation process by having available such aspects, where appropriate, as a 
Venture Capital Exchange, an Innovation Centre, an Incubator Centre, a Small Business 
Assistance Centre, a Student Education/Entrepreneurial Development Centre, and an 
Intrapreneurial Centre Through such an all-encompassing facilitating centre, entrepreneurs 
can be identified, trained, and provided with the needed financial, marketing, technical, and 
general business support to successfully create, launch, and grow new business ventures.

Summary and conclusions

In order for entrepreneurship education to have a definitive role in institutions of higher 
education, Colleges and universities must become much more innovative intemally These 
institutions must get closer to the world of business and foster internal interdisciplinary 
research and teaching The existing boundaries between disciplines and courses are signifi- 
cant barriers to creating a university climate that would stimulate creativity, innovation, 
and entrepreneurial activity. These activities and all teaching of the subject matter must be 
of high quality to minimize initial concerns and reactions

Improved linkages need to be developed between the Colleges and university and entre
preneurial and non entrepreneurial firms This will allow cross fertilization, the exchange of 
business and technical knowledge, intemships, continuing education, and perhaps maybe 
even enterprise formation

For successfül development o f entrepreneurial education at a higher level educational 
Institution, several ingredients are needed First, there needs to be confident, Creative, and 
imaginative students. The area must be attractive enough that the best most capable stu- 
dents choose to study and perhaps make their career in the area.

Second, there must be quality entrepreneurial faculty. These faculty members should 
have experienced the enterprise creation process and have the research output to demand 
the respect of colleagues in the business school as well as throughout the university. The 
potential educators in this emerging field must be found, rewarded, and developed through 
staff development programs.

Third, more research material, case studies, and Curriculum models must be fünded and 
shared Since some traditional learning methods may not be appropriate, new action 
leaming techniques need to be developed

Fourth, a procedure for role models and students networking with existing entrepre
neurs should be established. A so called Teaching Entrepreneurship Scheme should be de
veloped whereby some of the high calibre students work on projects under the joint su
pervision of the entrepreneur and the College professor The Student has full access to all 
Company Information and capabilities as well as the Information and Services of the uni
versity.

Fifth, a group of entrepreneurs from both large and small businesses and non businesses 
should be recruited to spend time on the campus The period of time for the entrepreneur 
in residence could be from 1/2 day to 1 Semester depending on the availability and capabil- 
ity of the entrepreneur

Finally, students visiting various types of entrepreneurial enterprises and meeting both 
successfül and not so successfül entrepreneurs should be arranged A real partnership with 
these enterprises should be established and joint projects undertaken whenever possible

There is indeed a formidable challenge facing educators today The formation of new 
enterprises is vital to the economic development and well being of a country. Yet, to estab-

39



lish a quality entrepreneurship education component and develop an enterprise culture in a 
College or university requires a new Creative imaginative approach that blends education, 
training projects, and enterprise development in innovative ways 

Can this be accomplished given the established norms and thinking processes that have 
become a part o f Colleges and universities today? The  placement of the discipline o f  entre
preneurship and enterprise formation within an academic structure presents an unusual 
Situation. Th e  field, to  a significant extent is still not well defined There is disagreement on 
what should be the course objectives and content. And, even those faculty w ho are inter- 
ested and involved in the area are not sure about the nature o f the discipline and its future 
Perhaps only through employing the entrepreneurial motto -  'It is easier to beg for forgive- 
ness than to ask for permission' -  will success be obtained

Notes

1 A developed Version of this process can be found in Stevenson, H. H., Roberts, M. J and 
Grousbeck, H. I., New Business Ventures and the Entrepreneur (Homewood, IL:
Richard D. Irwin, 1985), pp 16-23
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04 Entrepreneurship: A defi 
nition and research focus
William Naumes, Peter Frangipane and Michael Hudson

Abstract

This paper reports on the responses from participants at the meetings of the International 
Conference on Entrepreneurship Research and Teaching held at Cambridge, England and 
of the IntEnt'92 Conference at Dortmund, Germany The participants responded similarly 
to a questionnaire they were given They perceived a difference between entrepreneurship 
and small business management with much of the difference focusing on growth and 
creativity. They also feit that the focus for entrepreneurial research should be on the 
characteristics of the entrepreneur as well as the process by which entrepreneurs make 
decisions The participants indicated that more research needs to be done on the most 
effective means by which entrepreneurship should be taught They identified survey 
questionnaires, case studies and field research as the techniques which generate the most 
useful forms of research in the field of entrepreneurship.

Introduction

There has been considerable discussion conceming the definition, direction, and focus of 
entrepreneurial research recently. Several Conferences have been held where the topics 
have revolved around this theme, including the most recent Babson Conference, the 
Entrepreneurship Division of the Academy of Management, and the Cambridge and 
Dortmund Conferences referred to above. While it is clear that a considerable amount of
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research is occurring in the areas of small business management and entrepreneurship, it is 
also clear that there is considerable disagreement as to the direction that this research 
should take Even the definition of the term ’entrepreneurship' continues to be questioned.

Schumpeter (1934) generally has been credited with bringing the concept of 
entrepreneurial spirit and decision making to the fore He credits the French economist, 
Cantilion, with first coining the term, however They claimed that the key distinguishing 
factor o f the entrepreneur was the identification and willingness to bear economic risk. 
This focus was further developed by Broehl when he added that entrepreneurs bring a 
Creative effort to changes in the productive function Broehl (1982) further added that 
change and innovation set the entrepreneur apart ffom other managers. Drucker (1985) 
further noted that entrepreneurship involves opportunistic activities and vision. While 
others have used these terms and concepts, it is clear that no single definition has been 
presented, that somehow combines them in a manner that is acceptable to a wide variety of 
educators and practitioners. This appears to be a result o f an attempt to develop a 
definition based on the observations of the individual author, as opposed to surveying 
those involved in the field of entrepreneurship research and teaching.

There have been a variety o f definitions of the concept of the entrepreneur, 
entrepreneurship, and small business management in joumals and texts As noted, these have 
traditionally revolved around the research or teaching focus of the authors involved Rather 
than attempt to develop a consensus among different authors and researchers, each of the 
authors has typically tried to put forth a definition that meets the needs of a particular author, 
style or research focus. The same has been found in the definition of research methods and 
directions. While there is an extensive research literature dealing with entrepreneurship, most 
authors have been of the opinion that there approach should take precedence There has been 
little in the way o f attempts to determine from those in the field which methods and 
directions are more important or helpful than others.

This disagreement has serious consequences for the teaching of entrepreneurship. One 
questions how the field o f entrepreneurship can truly grow and gain academic respectability if 
those within the field cannot even agree on its definition The first attempt at developing a 
consensus on the focus and development of entrepreneurship definition and research was 
made at the Conference in Cambridge, England, in 1991 through the development and 
administration of a questionnaire. That questionnaire has been modified and is being 
administered to a wider body of people teaching in the area of entrepreneurship The 
administration and sharing of the results of the questionnaire will help to better define the 
field and focus research in areas in greatest need of exploration

This paper presents a hypothesis that consensus can be reached on the definition of 
entrepreneurship It also hypothesizes that a consistent focus on the means and goals of 
entrepreneurship research can be reached by educators and practitioners The paper reports 
on the ongoing efforts to reach consensus on both a definition of the field as well as those 
areas in greatest need o f research.

Questionnaire

A questionnaire was developed and administered to participants of the first annual 
International Conference on Entrepreneurship Research and Teaching Based on the 
comments from these respondents, two questions were added to the subsequent 
questionnaire and on question was slightly reworded to reduce confusion The additional 
questions are shown as numbers three and six in section two of the questionnaire as 
presented in appendix.
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The questionnaire was two part in nature. The first section consisted of background 
Information from the respondents The second section of the questionnaire consisted of a 
series of seven questions relating to the definition of entrepreneurship and the effectiveness 
o f entrepreneurship research. The seventh question was an open ended question designed to 
elicit assistance in the fjrther development of this questionnaire There were very few 
responses to question seven, other than to add a question dealing directly with 
entrepreneurial traits and characteristics This was done in the questionnaire administered to 
the participants o f the second Conference.

Sample

The sample surveyed consisted of those people attending the first two International 
Conferences on Entrepreneurship Research and Teaching The first was held in 1991 at 
Cambridge, England. There were seventy-seven people in attendance at that Conference. 
However, only fifty were still in attendance when the questionnaire was distributed Of these, 
twenty-three completed the questionnaire. The second Conference was held in Dortmund, 
Germany in 1992. Of the 100 people in attendance, sixty received a copy o f the 
questionnaire. Of these, there were twenty-five returned Two of the returns from the second 
Conference were deemed invalid, since they were not completed in their entirety. The data, 
therefore, consisted of fourty-six completed and useful questionnaires from a total 110 
distributed. This amounts to a response rate of 41 8 per cent.

The population consisted of representatives from the academic, govemment, and economic 
development sectors All had expressed an interest in developing the spread of 
entrepreneurship on a global scale The members of the two Conferences represented all parts 
o f the world The largest, single block came from the United States The second largest block 
of participants came from Western Europe.

Respondents to the questionnaire reflected the diverse nature of the Conferences Table 4 1 
presents a summary of the country or region of education of the respondents

Table 4 1
Country/ region of education o f respondents

Countrv/ reaion Total % of total

U S A . 15 33
Western Europe 15 33
Eastem Europe 3 6
South Africa 7 15
Australia 5 11
Others 1 2

Total 46 100

Survey Results

The first significant findings of the questionnaire was that the overwhelming majority of the 
respondents believed that there was a difference between entrepreneurship and small business
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management O f the fourty-six respondents, thirty-five answered that question in the 
affirmative Only eight respondents answered negatively. The remaining three respondents 
noted that they were from the eastem bloc and any small business person had to be an 
entrepreneur, since all small businesses were new and growing and involved risk taking and/ 
or creativity. That indicated that 38 or 82.6 per Cent of the respondents agreed that there was 
a difference between entrepreneurship and small business management There was no 
significant difference between the responses ffom the two Conference groups on the 
responses to this question

The response of those who answered that there was a difference indicated a clear 
agreement as to the definition of entrepreneurship. The responses clustered in four 
combinations o f characteristics These were:

- innovation/ creativity
- start-up/ new ventures
- growth/ opportunistic.

The respondents ffom both Conferences agreed three basic areas for entrepreneurship 
research. These were, in Order of preference:

- characteristics/ traits of the entrepreneur
- the entrepreneurial process
- effective teaching of entrepreneurship.

Additionally, the respondents from the second Conference, in Dortmund, Germany feit that 
research should also focus on economic development provided by entrepreneurs This 
additional topic was feit to be the result of the transformation that had occurred in Eastem 
Europe, and areas o f Affica It was also a result of the larger number of participants ffom the 
former Eastem bloc countries and from South Africa, attending the second Conference.

The respondents ffom both Conferences agreed on the importance of the types research 
methods, for the most pari. Both groups feit that survey methodology was the most 
important type of research This form scored 2.3 on the 5 scale This was followed by case 
research which scored 2.98 on the 5. scale. there was disagreement between the two groups 
as to the ranking and importance of conceptual research The first group ranked it fifth while 
the second group ranked it second, closely followed by case research The results listed in 
table 4.2 represent an average score for this method.

When asked to rank the usefiilness of data gathering techniques, the two groups were 
extremely consistent in the responses Ranked first was interview technique with a score of 
1.8 on the 5. scale. This was closely followed by questionnaires with a score of 2.23 on the 5. 
scale The remaining techniques trailed these two in scores.

The rankings and scores of the responses for this question are presented in table 4.2.

Table 4.2
Usefiilness o f research methodology and data gathering techniques

Research method rank score data eatherine techniaues rank score
Surveyes 1 2.30 Interviews 1 1.80
Case method 2 2.98 Questionnaires 2 2.23
Observation 3 3.15 Standardized instruments 3 3 04
Experimentation 4 3.18 Secondary sources 4 3.65
Conceptual 5 3.25 Projective tests 5 4.00
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The results o f the question dealing with the goals of entrepreneurship research were 
considerably different for the two groups The first group presented no strong differences 
between the five goals presented The second group did indicate a clustering of responses, 
however. Moreover, the rankings of the two groups differed for the five goals. The results of 
the two groups to this question are presented in table 4.3.

Table 4.3
Entrepreneurship research goals

Goal rank score rank score

Improve dec. 
mkg. effect.

1 2.74 5 3.72

Enhance econ. 
dev.

2 2.78 2 2.56

Improve teaching 3 3.00 3 2.97

Understand
entrepreneurs

4 3.05 1 2.50

Problem ident. 5 3.25 4 3.64

The responses to questions three and six were elicited only frorn the Dortmund group 
since these were the questions that were added afler the Cambridge Conference. Question 3 
was designed to determine which characteristics or traits should be the focus of 
entrepreneurial research. Question six was designed as a follow-up and reliability test for the 
second part of question 1.

The responses to question three generally were divided into categories in roughly equal 
proportions One involved the need to study leadership and management traits and 
characteristics of entrepreneurs. Another recommended focus involved the ability of 
entrepreneurs to become involved in Creative and innovative activities A third focus involved 
the issue of attitudes, values, and ethics of entrepreneurs A fourth direction was to study the 
risk taking characteristics o f entrepreneurs While these were the predominant characteristics 
and traits that were recommended for study, there were also a series of other traits listed by 
one or two respondents Interestingly enough, three respondents indicated that there was 
enough research in this area, already Two other respondents indicated that entrepreneurship 
process was a more important research topic than traits or characteristics.

The responses to question six followed very closely the pattern of responses to those of 
part 2 of question 1 from both groups Moreover, these responses were also similar to those 
from a small subset from the Cambridge Conference who added comments at the end of the 
questionnaire conceming there definition of entrepreneurship These were in response to the 
open ended question seeking additional comments conceming questions that were missing 
from or in the questionnaire Once again, these Statement contained some combination of the 
four characteristic combinations referred to above in the analysis of question one.
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Summary and conclusion

It is clear from these two samples that there is some consistency in the need for and focus of 
entrepreneurship research. Respondents represented a broad mix of academicians, 
administrators, researchers, and economic development specialists. They came from a variety 
of countries and cultures Overall, however, they agreed on several key issues.

First, it can be seen that the respondents feel that researchers need to get out into the field 
and relate directly with entrepreneurs. This is evidenced by the overwhelming acceptance of 
interview and case research techniques. Also, there is a strong feeling that we need to know 
and understand more about the ability o f entrepreneurs to develop and lead in new directions 
This understanding should, once again, come from direct interaction with entrepreneurs, 
through interviews and surveys.

There also appears to be a trend towards a convergence of ideas that we, as researchers 
and teachers, should be trying to help entrepreneurs develop themselves, their businesses and 
their economies more effectively This may be a response to the need for development o f the 
former eastem bloc and third world countries It may also be a response to the world wide 
economic malaise.

It is also interesting that, while there is disagreement as to a precise defmition of what is 
entrepreneurship, there is remarkable consensus as to what should go into such a defmition 
From these comments as well as contributions from the literature, it is clear that there is a 
concept that there is no clear cut distinction between entrepreneurship and small business 
management Rather, the defmition involves more of a continuum, depending on the focus of 
the research This Starts with the conception, Creative, and innovation stages through start- 
up, development, and growth stages to maturation, Conservation, and management phases

A definition of entrepreneurship, therefore appears to be 'those activities which combine 
resources in a Creative and innovative manner to develop new or growing organizations to 
create and improve wealth and value' Moreover, the entrepreneur is defined as someone 
'who accomplishes these goals through identification of opportunities in the environment, and 
is capable o f providing direction to others and persevering in his/her endeavours while 
understanding the acceptable level of risk necessary for success'

This paper has presented an initial attempt to determine the definition of entrepreneurship 
It has also tried to determine an appropriate focus and methodology for carrying on research 
in this field. While a Statement has been made, it should be made clear that this is a 
preliminary effort The contribution that we have made is to quantify the views of a small, but 
significant, group of practitioners, teachers and researchers in the field of entrepreneurship. 
Instead of simply presenting another prescriptive or normative view of these definitions, we 
have started the process of developing a true consensus within the field This type of research 
needs to be continued, Casting a wider net for inputs into these critical areas of defmition and 
focus.
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Appendix

Information Questionnaire for the Direction of Research at the 1992 Dortmund Research 
Conference for Small Business/ Entrepreneurship

Section 1 - Demographics

1. Country where you work?
2. Highest academic degree?
3. Country of education?
4 Country' of origin?
5. Sex: Male__  Female

6. Official title/ position
7. Have you ever owned a business?
8. What percent of your time do you spend on the following activities:

a. Teaching
b Research
c University service/administration
d Service outside university
e. Business/fee based consultancy
f. Other (please specify)

Total to equal 100%
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Section 2 - Participant data

' 1. On research, i.e., is it important to make a distinction between entrepreneurship and 
small business?

Yes No

If yes, what do you see as the major distinction?

2. What do you consider to be the three most important topics to be researched in 
entrepreneurship/small business?

a.
b.
c.

3. Which entrepreneurial characteristics or traits do you feel should be researched in Order 
of importance?

1.
2 .

3.

4. Please rank the following with regard to their usefulness in entrepreneurship/ small
business research? (1 highest, 6 lowest using each number once only)

Research Methods Data gathering techniques

Research survey _ Questionnaires
Research case _  Standardized instruments
Research experimentation _  Interviews

- Research Observation _  Secondary data (e.g : published 
resources, e tc)

Research conceptual _  Projective test
_ Research other - please specify _ Other - please specify’

5. Please rank the following goals of entrepreneurship/small business research?

_  To improve teaching
_  To enhance economic development
_  To create better understanding of the entrepreneur 
_  To improve decision making effectiveness
_ To assist in problem Identification
_  Other, please specify

6 Please present your definition of entrepreneurship

7. What items would you have liked to have seen included on this questionnaire?
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Please retum to either William Naumes or Peter Frangipane before the end of the Conference. We 
will be reporting on the results and comparison of this questionnaire with one completed last year in 
Cambridge.
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05 The Wisconsin Innovation 
Service Center
Debra Malewicki

Introduction

The purpose of this paper is to describe how the many facets of a university setting can be 
leveraged in regard to providing non-traditional innovation education for inventors and 
entrepreneurs; this paper is based on the experiences of the Wisconsin Innovation Service 
Center (WISC) at the University of Wisconsin-Whitewater.

Since 1980, WISC has assisted independent and small business inventors in estimating 
the marketability o f their new product or Service ideas and inventions Since its inception, 
WISC has evaluated over 3,300 ideas for products and Services. Research has been 
performed for small businesses and independent inventors from across the U S and some 
foreign countries as well as for university and private programs. As pari of the university, 
the overall role of WISC is to provide education on the innovation process, and thereby 
encourage the successfiil commercialization of new product ideas ln doing so, WISC 
focuses on linking university resources to current and aspiring entrepreneurs and inventors

Article

The increasingly important contribution small business makes to job creation and economic 
well-being is well known and, deservedly, efforts to encourage and assist entrepreneurs 
appear to be proliferating Yet, some individuals who do not possess nor who always care
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to develop the entrepreneurial skills necessary for successful business management 
nonetheless make solid contributions to economic development and warrant 
encouragement as well. The reference, in this case, is to the independent inventor; not only 
to the individual involved in university-class research, but also to the one sometimes 
labelled a workshop tinkerer or kitchen gadgeteer - those in whom creativity, in many 
instances, seems to have taken precedence over business sawy Independent inventors 
have historically been credited with the creation of numerous major technological 
innovations, as widely noted (Hannon, 1987; Port 1990)

It is for these individuals that the Wisconsin Innovation Service Center (WISC), a non
profit program at the University of Wisconsin-Whitewater, was created, offering 
preliminary analyses of the marketability of new product ideas to allow inventors to make 
more informed development decisions. Since 1980, WISC has evaluated over 3,300 new 
product ideas and innovative Service concepts Clients from across the U S and ffom some 
foreign countries approach WISC for market research assistance with a wide variety of 
product types.

The purpose of the WISC is to channel investment into commercially viable concepts by 
encouraging further development among inventors with promising new product ideas, and 
by dissuading inventors from investment in expensive patents and/or prototypes if the 
market potential for their particular ideas appears extremely poor According to a study by 
the U S. National Technical Information Service (1986), on the average at least ninty-five 
per cent of a product’s development costs are incurred after the idea screening stage. By 
having potential problems identified, and possibly solved, as soon as possible in the 
commercial development process, subsequent investment, if any, can offen be used more 
efficiently. WISC does not purport to make development decisions for its clients, only to 
assist them in making more informed choices

WISC-Operation

Market research does not need to be a complicated and expensive project at an early stage 
of product development. A vast amount of market Information that can be extremely useful 
in assessing the commercial viability of a new product is offen available to inventors at 
little or no cost, a point that WISC reports attempt to communicate The quality of 
WISC's idea evaluation Service lies in access to a network, built up over the years, of 
technical and specialized Consultants with a variety of expertise, as well as maintenance of 
an in-house Staff capable of performing quality secondary market research Reports include 
preliminary information concerning functional feasibility, degree of current competition, 
potential level o f need, and relevant demographic, societal, and industrial trends

Our perspective on 'Functional feasibility' addresses the question, 'Will this product work 
as intended'7' For simple consumer product ideas, this area may not be a major issue; but 
for complex products, it can constitute a major obstacle to further development.

In many instances, the workability of a design can be assessed on paper or via Computer 
prior to building a prototype Our Service utilizes technical assistance from many sources, 
including universities, technical schools, federal laboratories, and private Consultants Over 
the years, WISC has built up a network of over 300 outside technical Consultants on an ad 
hoc basis Not surprisingly, Consultants with various engineering backgrounds are utilized 
along with those with expertise in medical and scientific fields We once received a 
proposal in regard to a new method for moving icebergs ffom an individual in Milwaukee; 
having no Consultant in this field, we performed a technical literature search and uncovered 
a professor at the University of Newfoundland with the appropriate expertise who agreed 
to review the idea The abilities of our outside Consultants go beyond the strictly 'technical'
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in the sense that we also access individuals with ’specialty market' backgrounds; these 
Consultants include those from karate and cosmetology schools, and camping and fishing 
magazines, for a few examples As a result, outside Consultants offer information on not 
only functional feasibility issues, but on other market factors as well

Functional feasibility can be difficult to assess in instances where the proposed project is 
technologically complex, or in instances where a human reaction must be predicted For 
example, a few years ago WISC was presented with a self-defence device for women 
consisting of a breakable tube, to be pinned on a lapel, containing the pungent odor of 
skunk The product's alleged viability was based on the theory that if a woman were 
attacked, she would have only to crack this vial, releasing the odor, which would then 
throw the attacker off-guard long enough for her to escape Possible, of course, and 
technically feasible, but basically untestable within the scope of WISC's Service (This 
product was marketed, but apparently achieved extremely limited acceptance.)

Degree o f competition

From a competitive standpoint, WISC attempts to define what the Substitutes may be for a 
particular product, in a broad sense. Unfortunately, many inexperienced inventors 
mistakenly believe immediately that their new product ideas are completely unique and 
conclude that no competition exist, this is rarely, and perhaps never, the actual Situation

In one sense, competition consist of whatever provides similar benefits to the user, the 
emphasis here is not on product features or configurations, but on customer needs An old 
marketing axiom States that 'if you're selling drills, don't misled yourself into believing your 
Customers need drill, what they need are hole,' and any other current or potential methods 
of fulfilling this need constitute competition.

As many inventors know, most inventions are intended to solve problems or, in some 
cases, provide recreational enjoyment for the user. A competitive analysis can begin with 
investigating what other products or Services are oriented to solving the problem or, as 
mentioned, what eise provides similar benefits For most of our products, businesses 
Student researchers are used to perform the legwork research required to gather this 
information.

If the product idea is oriented to Consumers, WISC's initial competitive analysis may 
consist simply of visiting or contacting appropriate retailers and scanning relevant 
catalogues, noting the product features, packaging, display, pricing, and manufacturer of 
similar products. Information on the competition is also gleaned through literature searches 
and/or contacting competitive manufacturers and trade associations, such as the National 
Sporting Goods Association

The result of this type of research is WISC begins to leam the competition's strengths 
and weaknesses and can better assess the client's product relative to the existing market. 
From one perspective, a certain degree of competition may not be a negative factor; 
Substitutes may demonstrate that a market for the type of product does exist, and it does 
address a viable problem For example, the market for consumer recycling products is 
expected to grow to accommodate many product variations

Level o f need

If the client's product appears to be unique and the competition seems to be extremely 
limited, one possibility is that the degree of need for such products in not strong Assessing 
the level o f need in a detailed fashion is not possible with a preliminary, low cost 
evaluation; one difficulty we face is that most o f our products are kept in confidence, so
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W1SC staff can not question potential users directly about possible interest Most of our 
clients' products and Services, however, are intended to solve a problem, so we can direct 
research efforts toward assessing the extent of the relevant problem Although outside 
Consultants can contribute to Information on this, we also ask potential Customers if the 
problem the product intends to solve exists and, if so, if it exists to the extent they would 
be willing to pay for a solution We may also contact retailers and wholesalers for insight 
into the problem. We have found that discussing the details of a product or exposing 
proprietary Information is not always necessary at the preliminary research stage; interest 
in the product can often be partially assessed by discussing it in terms of benefits and, as 
noted, by the severity of the problem it addresses

Current and anticipated trends

Different types o f market environment trends, be they industrial, demographic, or societal, 
affect product demand to varying degrees. Although little can usually be done about them, 
research into the relevant current and predicted trends can help forecast the level of 
product acceptance.

Outside of a literature search, other sources for trend information used by our Service 
include govemment publications and trade association statistics and reports We collect 
information from the Automotive Information Council, the Electronics Industries 
Association, the National Sporting Goods Association, and the National Gardening 
Association, to name a few. We use market projections from those groups and apply them 
to our client’s inventions.

Understanding the Status of an industry assists is assessing the risk involved with 
pursuing particular types of products. If  a dient is developing a new solar energy product 
for home heating, for example, knowledge of current industry conditions would help in 
anticipating and addressing potential customers' concems. Sales of solar heating devices 
have declined drastically since 1985 as a result of a number of factors, including relatively 
low oil prices, the loss of tax credits, reduced federal research funds, and negative 
consumer perceptions about the industry due to charges of fraud, high prices, and poor 
quality Obviously, even a tremendous individual innovation in this product area will have 
to address these concems to be commercially viable The long-term picture for solar 
energy is somewhat more promising, given discussions on an energy policy at the federal 
level, resulting partially from the Gulf War and well-publicized oil spills Other positive 
factors include the points that global demand for energy is rising, the supply of recoverable 
fossil fuel is diminishing, and concem about the safety of nuclear energy is expected to 
continue Unfortunately it can be difficult to convince the marketplace to think in the long- 
term.

Demographic trends also generally impact product demand and are usually fairly easy to 
predict for the short-term Obviously, as the baby boomers age, a disproportionate 
segment of the population will be elderly, this in tum would imply increased demand for 
the types of recreational activities We caution our clients not to interpret demographic 
trends too simplistic ally. Although birth rates have been relatively low recently for 
American women (birth rate is the number per 1,000 women of child-bearing age), this 
statistic is not completely gloomy for manufacturers of baby items, given that the absolute 
number of births has been relatively high; it is important to note that babies born in recent 
years were spread out over a greater number of households, the average number of 
children per U S household was three for most of the 50’s and 60's, but was about 1.7 in 
the 80's (U S. Census, 1989). This is good news for manufacturers of high chairs, cribs, 
and other baby items that tended to be passed down from child to child in one family.
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We hope that our clients will be able to ’leverage' the Information our reports provide in 
that our research will suggest additional avenues to pursue for market insight As a result 
of initial research, our goal is to help the dient develop a feel for the level of need for the 
product in the market and decide whether proceeding with the next stages of development 
involves an acceptable level of risk.

Definition o f success

As mentioned, the goal of WISC is to encourage inventors to take the next Step in the 
development process or to encourage a reassessment o f the product if commercial viability 
appears poor. The success of WISC, therefore, is contingent upon the client's satisfaction 
with the Service and the credibility of the research report. We track satisfaction and 
development activities immediately aller receipt o f the report and one year later; based on 
our feedback, over ninety per cent of our clients are satisfied with their reports; those with 
favourable evaluations are usually encouraged to proceed and those with unfavourable 
reports usually pursue alternative ideas

The vast majority o f our clients, including those with potentially viable ideas, o f course, 
quickly find that the birth of the idea is certainly not close to half the battle. At WISC, 
however, we can oflfer Information only in regard to idea, and cannot judge the tenacity of 
clients to pursue it, which is the most important criteria for success, but we are also 
interested in saving an individual's money if further investment in a particular invention 
may not be wise This separates the WISC from many other private, as well as many other 
public programs, in that we offer information as to why the invention may not warrant 
development, rather than just oflfer rejections Of course, it is often not cost-effective for 
investors and businesses to explain their lack of interest in certain products, but it is part of 
WISC's role. Many inventions WISC has reviewed have reached the market, of course, 
with varying degrees of success. A Florida scientist joined with a larger California firm to 
successfully marked an improved time-of-flight mass spectrometer, a podiatrist licensed his 
new shoe design idea to Reebok; a Wisconsin inventor is profitably marketing a new snow 
removal device.

As note, WISC has evaluated a wide ränge of inventions, from sophisticated technology 
to simple kitchen gadgets Submissions to our Service, as would be expected, follow 
societal concems and events to a certain degree When energy Conservation is a populär 
issue, we receive a proportionately great number of energy saving devices, the 
overwhelming success of Trivial Pursuit inspired many game developers (This is an 
inventor's ’dream story’ in the sense that the game was supposedly rejected by the major 
industry players, forcing the inventors to raise Capital from friends and relatives and market 
the game themselves before their licensee finally took an interest, since the inventors have 
also supposedly collected millions of dollars in royalties, the story has a very happy 
ending.) The current concern with AIDS has caused many proposals for 'safer' needles to 
be submitted to our Service, and the nation-wide interest in recycling has spawned a wide 
variety of redesigns for kitchen garbage collection.

Sources o f inventor assistance

Based on dient feedback, WISC's clients are very satisfied with the Service, as noted and 
believe it helped them make a decisions about the development of their inventions; 
however, inventors with product ideas which appear to be commercially viable require 
assistance beyond early-stage market research if they are to ultimately introduce their 
products to the market successfully
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Based on WISC's research, there has not yet been an attempt to formally code and 
organize the vast array of informal and less visible source of assistance for inventors, 
particularly those available in the private sector.

When the inventors have an opportunity to interact, as they do as pari o f the WISC's, 
they share information on a wide variety of areas: Which patent attomey are most 
receptive to working with independent inventors? What manufacturers will do small runs? 
Which ones may help with prototype development? What Companies consider outside 
proposals? These questions represent only a small sampling of information inventors need, 
but even networking at inventor gathering often can not provide the specific information 
needed when it is most usefiil.

To address inventors' information needs, WISC is developing a comprehensive 
electronic database, funded by the U S. Department of Energy, with search capabilities by 
geographic region and by product category/industry. It will target both public and private 
resources capable of, and interested in, working with individual and small business 
inventors. Private resources are excepted to include not one intellectual property attorneys 
and various manufacturers, but also other inventors, distributors, and Consultants Quick 
access to this information is expected to reduce an inventor's product development time, 
an increasingly critical issue as product life cycles grow ever shorter, as well as reduce 
frustration levels. Updated information would be added weekly, with a complete overhaul 
scheduled on an annual basis.

Although this database would be beveloped initially for Wisconsin, DOE expects the 
information aquires over the course of development and testing, such as data collection 
methods and types o f information it include, to be valuable for similar development in 
other areas and to minimize time required for such efforts.

In contrast to efforts to assist inventors, our Organization is painfully aware of numerous 
'idea brokers' operating across the United States, which offer product evaluations to 
individuals, then entice them into paying additional exorbitant fees with the promise of 
marketing their inventions Typically, the inventor pays theses Companies ffom $400 to 
$600 and up for an initial evaluation, which is rarely valid and nearly always very 
favourable, the Companies then offers to proceed with development for anywhere ffom 
$3,000 to $5,000 or more After the second payment is received, little is usually done by 
these organizations Our Program recently worked with the Wisconsin Department of 
Justice to inhibit the activities of these Companies in Wisconsin; unfortunately, however, 
fraudulent invention development firms seem in no danger of becoming extinct in the near 
future, although the increasing activism of inventor organizations is making profitable 
operations of these Companies more difficult.

Many prestigious commentators have noted recently that the age of the technological 
breakthrough stemming from the independent inventor has long since passed, and 
invention has become entirely too complex for any single person to accomplish (Smith, 
1981; Rüssel, 1984). The director of the Patent and Trademark Office during the 19th 
Century is quoted (repeatedly) as stating, Everything that can be invented has been, so the 
patent office, should be closed ' In 1956 in American Capitalism, John Kenneth Galbraith 
wrote, 'There is no more pleasant fiction than that technical change is the product of the 
matchless ingeunity o f the small man forced by competition to employ his wits to better his 
neighbour Unhappily, it is a fiction Technological development has long since become the 
preserve of the scientist and the engineer. Most of the cheap and simple inventions have, to 
put it bluntly and unpersuasively, been made.'

According to a recent 'Products o f the Year' article in Fortune magazine (1985), 
however, inventions still pop out of garages and attics enough to keep the spirit of 
Alexander Graham Bell alive.' Not always 'high-tech' breakthroughs, certainly, but solid
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contributions to job Creation or retention.
As noted, WISC has performed invention evaluation for small business and independent 

inventors from across the U S. and some foreign countries, as well as for university- and 
private programs. Interest in the Wisconsin Innovation Service Center has increased 
steadily over the past several years, and nationally, the number of independent inventor 
organizations and networks has risen dramatically. Based on our experience, the spirit of 
independent invention remains strong, and the university has a role in seeing that it 
continues
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06 Emerging global 
opportunities for 
entrepreneurs
Alfred J. Hagan, Edward Sanford, Sheldon C. Snow and 
Terry W. Young

Article

There is a world-wide restructuring of growth policies in third world (TW) and command 
economies (CEs) Current growth strategies stress market-driven goals rather than 
political ideology. Countries are changing the structure of their political and economic 
philosophies to accommodate new industrial policies. The current problem facing these 
nations is how to fester, but more importantly, to sustain viable economic growth.

Privatization, though a potent catalyst, is insufficient to guarantee the internal 
development necessary to sustain free-market economies in these TW & CE nations. 
These nations are faced with the problem of how to fose long-term economic growth with 
a current desire for expanded entrepreneuria! activity.

Originally, multinational corporations (MNCs) often sought resources overseas. Today, 
a method for TW or CEs to begin their drive to sustained growth is to entice those MNCs 
with sufficient resources to join in a co-operative effort with local entrepreneurs and 
privatized state businesses in free markets. What this opens up is the opportunity for 
establishing new Strategie alliances between government, local entrepreneurs and MNCs 

A new formula is emerging in these alliances:

- governments have the opportunity to reduce unemployment and improve their 
world-wide competitive trade positions

- local entrepreneurs can secure expanded market opportunities and access to 
international Capital markets through joint venturing with MNCs while courting the 
approval of the local governments.
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- MNCs can be guaranteed improved security o f their assets through political 
stability. There is also the Option of increased access to local markets with the 
potential for higher retums through a more amicable legal and statutory 
commercial ffamework.

These new Strategie alliances can form a platform for the successflil emergence of a new 
industrial policy with privatized state enterprises. Privatization, per se, will not guarantee 
this type o f joint co-operation A recent study provides insight into the attitudes of US 
MNCs.

It is clear front our recent survey of US MNCs, that if MNCs cannot secure the political 
stability and legal ffamework necessary to reasonably protect the resources these firms risk 
in joint-venturing, they will not participate

Many mainstream economists have been sceptical about the concept of privatization as a 
solution to the problems of TW and CEs. This lack of enthusiasm by economists is not 
based on a preference for centralized economic planning or nationalization of industries. It 
is based on the belief that competition, not ownership, is what is needed in industrial 
policies to promote and sustain growth.

The simple global rush toward privatization is not an economic solution to ex- 
Communist institutional inefficiency as the inertia o f developing countries. It has proven 
insufficient to generate the desired growth. There is increasing concem for the introduction 
of new legal forms of ownership to replace failing forms of bureaucracy. Many view the 
change from state bureaucracy to corporate bureaucracy as offering no significant 
improvement. Private, personal ownership on the other hand injects entrepreneurial 
enthusiasm into the firm and promotes sustainable growth.

It is true that there has been a rise in the popularity of private ownership. This has not 
only been the case in the economic reforms of China, the defünct Soviet Union, and 
Eastem Europe. It has also been the case among the developing nations of Latin America 
such as Mexico and Brazil, as well as in industrialized nations like the UK.

In a rigidly controlled centralized market, there are no incentives to either conserve 
resources, minimize cost or maximize profits. Enterprises become mere appendages of the 
outreach o f  government bureaucracies. These state enterprises were restricted in their 
decisions conceming production, sales and prices Their primary task was simply to meet 
the social and production goals set by state planning agencies.

The whole privatization concept and its goals are a completely alien idea to the 
govemments of CEs. In recent years however, they have begun to manifest an appreciation 
for the fact that private ownership, by its very nature, is conducive to growth in their 
economies They have begun to manifest the Schumpeterian appreciation for 
entrepreneurial ownership as an absolutely necessary catalyst of economic growth

These govemments may still uphold some public ownership as a mainstay of some 
economic institutions However, they also encourage the simultaneous development of 
private activity in urban as well as rural settings This type of privatization process is 
tantamount to fostering the political and social goals of the government in providing public 
goods through private production Systems This new synthesis has energized the 
development of a new industrial policy that promotes sustainable growth.

The means by which this type of privatization takes place is accomplished through joint 
ventures o f established local business and entrepreneurs with MNCs attempting to expand 
their global markets. In this way, there is a coincidence of goals between private and public 
interests. Many govemments, in attempting to speed up their development now understand 
that unless managers, like entrepreneurs, have a direct personal Stake in the profitability of
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their enterprises, that national economic growth is not sustainable Price reforms are not 
enough.

Under a free market System, the government usually initiates privatization through some 
form of enlightened distribution or sale of existing state enterprises On the other hand, 
since very few people in ex-Communist countries have the financial resources to buy or 
subscribe to the securities of state-owned enterprises auctioned for sale, these 
govemments have exercised options such as:

- Sales to foreign MNCs or other investors groups This can bring the country at 
issue: scarce foreign exchange that can be utilized, idle resources for domestic 
investment, and, the increase of domestic consumption

- Mass distribution of some form of vouchers or certiflcates, as in the case of 
Czechoslovakia and Poland.

- Handing over the enterprise to existing management and workers. Though this 
has some appeal as a form of democratic capitalism, it can suffer ffom the fact that, 
in many cases, it means handing the enterprise over to former Communist 
appointees or, in the case of the Soviet Union, to the nomenclatura

An emerging link between privatization and competitive private enterprise is the tactic 
of joint venturing local entrepreneurs with multinationals seeking market expansion.

A recent study of US-based MNCs provides Support and additional insights into the 
attitudes of US MNCs toward Foreign Direct Investment (FDI) as it relates to changes in a 
nation's industrial policy. The results of the study evidence a continuing interest in 
investing in Western European countries, as well as a willingness to increase investment in 
Asian and Latin American countries under appropriate conditions. It also demonstrates an 
interest in increasing participation in Asian and Latin American countries (figure 6.1),
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Figure 6.1 Regions of interest for US MNCs
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Perlmutter's theory on managerial attitudes would suggest that these firms tend to be 
geocentric in their view of the world as a mere extension of their own domestic operations 

Our survey indicated that for the next ten years, the Companies that have previously 
invested in Latin American and Western Europe, not only plan to maintain their traditional 
footholds in these regions, but also plan to increase their current levels of investment Asia 
and Eastem Europe are being looked at as primary new arenas for FDI by most o f the 
respondents. This seems to be motivated by the possibility of opening up of new markets.

The Strategie objectives for investment abroad have changed dramatically for these 
firms Earlier concems about low cost production (see figure 6.2) have been replaced by 
new interest in market expansion and improved rate of retum on their investment Capital, 
(see figures 6.3 and 6.4)
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Figure 6.2 Rating of cost reduction as Strategie objective in FDI
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Figure 6.3 Rating of market expansion as Strategie objective in FDI
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Figure 6 4 Rating of ROI as Strategie objective in FDI

Severa! economic factors were identified as reasons for increased FDI by the US MNCs. 
Politico-Iegal environments strongly affect multinational Investments Firms are only
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willing to invest in a country where there is a strong perception of political stability. This is 
partly due to the demise of the old 'gun-boat diplomacy' mentality, where govemments 
were accustomed to using political and military pressure to protect the interests of the 
MNCs. The US government does not insure its investors' safety abroad. This laissez-faire 
policy undoubtedly forced MNCs to seek countries where they could minimize their 
political risks.

The currently improved clarity of foreign ownership laws and the newly relaxed 
requirements o f these laws are important in the decision to invest abroad Firms must be 
allowed not only to joint-venture, but also to be able to operate as wholly-owned 
subsidiaries. One of the many incentives for FD1 has been greater ffeedom from 
governmental constraints To attract new investment, firms must be able to remit or 
transfer their profits with ease.

The study indicates that globalization of demand rather than cost reduction now 
provides the primary impetus motivating multinationals to pursue joint ventures with Third 
World entrepreneurs

The past ten years have demonstrated a substantial increase in foreign investment on the 
part of firms seeking to reduce costs of manufacturing These Investments have taken firms 
to several Pacific Rim countries As the marginal benefits eroded from these Investments, 
many of these same firms transferred investment or simply expanded investments in Latin 
American countries with newly relaxed investment guidelines - still seeking lower cost 
production sites.

More recently the record shows a greater concern for expanding global market share 
This concern has induced firms to shift their investment interest to potential markets in 
former TW and CEs whose recent political/economic record indicates a potential for 
greater marginal growth rates than current markets will oflfer.

In recent decades, high costs of Capital and depressed markets in home countries have 
forced multinationals to consider new forms of foreign direct investment. Moreover, with 
the opening up of many TW and CEs, there is an increasing desire to take investment 
positions in these countries. The MNCs find themselves spread thin in terms of their 
managerial as well as financial resources.

Traditionally, foreign direct investment by MNCs was in the form of wholly- or 
majority-owned foreign subsidiaries These investment modes are currently being replaced 
by new forms of international investment, such as, mixed enterprises, joint equity ventures, 
and contractual co-operative arrangements The TW and CEs have adopted these non- 
traditional types of global investment as an integral part of their current growth strategies.

These changes have provided global opportunities for not only the MNC but also the 
local entrepreneurs. By sharing technology control and profits with local entrepreneurs, the 
MNCs can benefit from their partners' understanding of: local market conditions; access to 
local finance, links to the government; and, a willingness to share the risks Thus, if nations 
will foster industrial policies that will encourage these new Strategie alliances with 
entrepreneurs and MNCs, sustainable growth is achievable
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07 Attitudinal characteristics of 
male and female 
entrepreneurs in the United 
States and India
David V. Stimpson, Jonathan C. Huefner, Srinivasa 
Narayanan and Daniel Shanthakumar

Introduction

A description of entrepreneurs by the identification of clusters of attitudes that they hold in 
distinction from the attitudes of non-entrepreneurs has been described by Robinson 
(Robinson, Stimpson, Huefner and Hunt, 1991), This attitude assessment methodology 
includes the use of a measuring instrument called the Entrepreneurial Attitude Orientation 
Questionnaire, or EAO The EAO has been validated and found to be usefül in the 
differentiation of entrepreneurs in the United States Specifically, entrepreneurs have been 
found to have higher scores on the attitude clusters of Innovation, Achievement, self- 
confidence, and persona! control, than non-entrepreneurs The utility of this attitudinal 
approach to the description of entrepreneurs in preference to approaches based on 
Personality traits or demographic characteristics has been detailed by Stimpson, Robinson, 
Waranusuntikule and Zheng (1990)

While entrepreneurs and non-entrepreneurs have been found to difFer on these four 
attitude clusters, no attempt has previously been made to examine the possibility of gender 
differences on these dimensions. The present study addresses that issue by comparing the 
innovation, achievement, self-confidence and personal control attitudes of male and female 
entrepreneurs and non-entrepreneurs. Data were selected from male and female 
entreprenuers and non-entrepreneurs in the United States Additionally, a parallel set of 
data were obtained in India, to facilitate cross-cultural as well as intra-cultural 
Comparisons
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Research procedures

The EAO Scale (Robinson, et al., 1991) was shortened from seventy-five items to thirty- 
six items and 'purified' using factor analysis and discriminant analysis. No reduction in 
Test-retest reliability resulted from this process, and the long and short versions perform 
virtually identically in measuring the four attitude clusters. This short form of the scale was 
administered to subjects in a three factor design with culture (Indian or American), gender 
(male or female), and group (entrepreneur or non-entrepreneur) being the factors 

For purposes of this study an entrepreneur was defined as a person who has started a 
new business within the last five years and who presently is the sole owner of that 
business. This is consistent with the definition used in earlier studies by Robinson et. al 
(1991) and Stimpson et al. (1990). The current size of business for the entrepreneur 
sample ranged from five to thirty-five employees and the economic sectors represented 
included food Services, manufacturing, construction, Service, retailing and transportation.

Study 1: United States

In the United States, subjects were identified fforn lists of business owners obtained from 
the Chambers o f Commerce in several large cities Data were obtained by mail 
questionnaires which had a retum rate o f approximately twenty percent The usable sample 
included forty-six male entrepreneurs, 105 female entrepreneurs, thirty-three male 
managers and fourteen female managers Data were analyzed using two factor ANOVA S 
to examine gender and group differences on each of the four attitude clusters.

Results

The results o f the analysis o f the U S. data appear below in tables 7.1, 7.2, 7.3 and 7.4

Table 7.1:
Two-factor ANOVA of innovation scores of male and female entrepreneurs and non

entrepreneurs in the United States

Source d f Sum of Squares Mean Square F-Value P-Value

Group 1 1.395 1.395 5.267 .0228

Gender 1 .748 .748 2.825 .0944

Group ’  Gender 1 1.591 1.591 6.009 .0151

Residual 194 51.371 .265

Dependent: Innovation
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Table 7.2:
Two-factor ANOVA of achievement scores of male and female entrepreneurs and non

entrepreneurs in the United States

Source d f Sum of Squares Mean Square F-Value P-Value
Group 1 2.656 2.656 12.930 .0004

Gender 1 3.019 3.019 14.696 .0002
Group '  Gender 1 .643 .643 3.126 .0785

Residual 194 39.850 .205
Dependent: Achievement

Table 7.3:
Two-factor ANOVA of Personal control scores o f male and female entrepreneurs and non

entrepreneurs in the United States

Source_________________df Sum of Squares Mean Square F-Value P-Value
Group 1 7.132 7.132 32.500 .0001
Gender 1 .183 .183 .836 .3617
Group * Gender 1 .560 .560 2.553 .1117
Residual 194 42.570 .219
Dependent: Personal Control

Table 7.4:
Two-factor ANOVA of seif confidence scores o f male and female entrepreneurs and non

entrepreneurs in the United States

Source df Sum of Squares Mean Square F-Value P-Value

Group 1 .041 .041 .134 .7151

Gender 1 2.1 14 2.1 14 6.912 .0092

Group ’ Gender 1 .040 .040 .130 .7186

Residual 194 59.338 .306
Dependent: Seif Confidence

There is a significant main effect due to group (entrepreneurs are higher than non
entrepreneurs) for innovation, achievement, and personal control, but not for seif 
confidence There is a significant main effect due to gender (males higher than females) for 
achievement, and seif confidence, but not for innovation or personal control There is also 
a significant group by gender interaction for innovation, with female entrepreneurs higher 
than female non-entrepreneurs These relationships can best be summarized with a graph 
of means
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H  Male Ent 
B  Male Non-ent 
F~1 Female Ent 
E3 Female Non-ent

Figure 7.1 Mean scores of male and female entrepreneurs and non-entrepreneurs in the 
U S A.

The means in figure 7.1 show that entrepreneurs are higher than non-entrepreneurs on 
innovation (p< 05), entrepreneurs are higher than non-entrepreneurs and males are higher 
than females on achievement (p<01); females are higher than males on self-confidence 
(p<01); and entrepreneurs are higher than non-entrepreneurs on personal control
(p<0001).

Discussion

In the U S., male and female entrepreneurs are similar in that they both have higher scores 
on innovation, achievement, and personal control than non-entrepreneurs. This affirms the 
findings o f an earlier study (Stimpson, 1990) with regard to males and provides the 
additional Information that females are essentially similar to males on these dimensions.

The discovery that female entrepreneurs and non-entrepreneurs both have higher seif 
confidence scores than their male counterparts is a matter of considerable interest It may 
be that females in the Unites States need more seif confidence than males in Order to 
venture into the business world in either an entrepreneurial or non-entrepreneurial role 
This is, o f course, pure speculation, since these data are correlational, not cause and effect 
in nature. It is also worth nothing that male entrepreneurs and non-entrepreneurs have 
higher achievement scores than their female counterparts These gender difference have 
not previously been reported
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Study 2: India

In India, subjects were identified from a list of business owners from the Department of 
Industries and Commerce, Government of Tamilnadu, India Questionnaires were 
administered by graduate Student from the departments of psychology and sociology at 
Bharathiar University, Coimbatore, India Data were obtained from forty-four male 
entrepreneurs, fifty-three female entrepreneurs, fifty-one male white colour workers and 
fifty female white colour workers. Data were analyzed using two-factor ANOVA'S to 
examine gender and group differences on each of the four attitude clusters

Results

Results of the analysis of the Indian data appear in tables 7.5, 7 6, 7.7 and 7.8:

Table 7.5:
Two factor ANOVA of innovation scores of male and female entrepreneurs and non

entrepreneurs in India

Source df Sum of Squares Mean Square F-Value P-Value
Group 1 .241 .241 2.009 .1579
Gender 1 .132 .132 1.099 .2957
Group * Gender 1 1.233 1.233 10.259 .0016
Residual 204 24.517 .120
Dependent: Innovation

Table 7.6:
Two factor ANOVA of achievement scores of male and female entrepreneurs and non

entrepreneurs in India

Source d f Sum of Squares Mean Square F-Value P-Value
Group 1 .024 .024 .151 .6984
Gender 1 .071 .071 .446 .5051
Group - Gender 1 .186 .186 1.170 .2808
Residual 204 32.451 .159
Dependent: Achievement

Table 7.7:
Two factor ANOVA of seif confidence scores of male and female entrepreneurs and non

entrepreneurs in India

Source d f Sum of Squares Mean Square F-Value P-Value
Group 1 .641 .641 2.488 .1163
Gender 1 .185 .185 .718 .3976
Group * Gender 1 .037 .037 .142 .7068
Residual 204 52.583 .258
Dependent: Seif Confidence
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Table 7.8:
Two factor ANOVA of personal control scores o f male and female entrepreneurs and non

entrepreneurs in India

Source d f Sum of Squares Mean Square F-Value P-Value
Group 1 1.657 1.657 7.041 .0086
Gender 1 .363 .363 1.541 .2159
Group * Gender 1 1.375 1.375 5.841 .0165
Residual 204 48.019 .235
Dependent: Personal Control

These analyses o f the Indian data indicate a significant main effect due to group 
(entrepreneurs are higher than non-entrepreneurs) on personal control, but not on 
innovation, achievement, or seif confidence There are no significant differences due to 
gender and there are two significant group by gender interactions: on innovation, female 
non-entrepreneurs are higher than the other groups, and on personal control, male 
entrepreneurs are higher than the other groups. A graphic summary of the results appears 
in figure 7.2.

■  Male Eni 
H  Maie Non-ent 
F~1 Female Ent 
Q  Female Non-ent

Innovation Achievement Self-confidence Personal Control

Figure 7.2 Mean scores o f male and female entrepreneurs and non-entrepreneurs in India
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Figure 7.2, summarizing the Indian data, shows that entrepreneurs are higher than non
entrepreneurs on personal control(p<,02); female non-entrepreneurs are higher than other 
groups on Innovation (p<001); and male entrepreneurs are higher than the other groups 
on personal control (p< 02)

Discussion

These findings evidence that the EAO does not provide a particularly usefiil method for 
differentiating entrepreneurs ffom non-entrepreneurs in India Several other studies have 
recently shown some lack of portability o f psychological constructs among cultures 
Seybolt (1986) found work attitudes and motivation of managers in the PRC and the U S 
to be quite different. Scheinberg and McMillan (1989) investigating motivation to Start a 
business, rport substantial differences among eleven countries And Danbridge and Ford 
(1989) have reportet on cultural vatiations in entrepreneurial propensity.

It should prove usefiil to invest some effort, culture by culture, in the discovery of the 
attitudinal characteristics that distinguish entrepreneurs (both male and female) from non
entrepreneurs. The education and training of entrepreneurs could profit from the 
inculcation of attitudes associated with entrepreneurial behaviour.
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08 A Strategie matrix 
mechanism for assuring 
family business continuity
Joe Singer and Jerry Hamilton

Abstract

Perhaps the most critical factor associated with the continued Operation or extended 
life of the family-owned business, is succession planning. Survival could be 
significantly increased if owners and members of the succeeding generation (family 
and non-family) had a clear understanding of the main issues related to organizational 
positioning and continuity in operational planning This paper will present an 
alternative way of conceptualizing the Strategie planning process that is particularly 
applicable to the small family-owned firm Utilizing a matrix network that is based 
upon the two fundamental drivers of family businesses, their process technology and 
behavioural values, the author reviews, the dynamics of positioning the firm and its 
leadership for long-term effective growth

In addition to developing several interrelated aspects of the model for explaining 
and predicting the efficiency and effectiveness of family-owned business, the paper 
provides a demonstration appendix illustrating the practical application of the 
conceptualizing technique Seven distinct operational strategies are analyzed and 
policy positions are developed showing the most effective set of operating 
characteristics out o f which should flow a number of leadership planning and 
management decisions that represent action rather than mere reaction to economic 
growth and succession planning

71



Introduction

The process of crafting a long-term plan for the leadership and management transition 
of a family-owned business, is among the most demanding and difficult business 
challenges any family firm will ever have to face Fewer than one in three family firms 
will survive transition from first generation to second; only half of that third will 
successfülly experience the next succession Unless business owners and their families 
can meet the long-term challenge of developing shared understanding, open planning 
and communication and thoughtfully envisioning business viability, the successful 
continuity of their family business may never be achieved.

In today's world of ever increasing numbers of both family-owned firms and greater 
involvement of family members, the critical underlying need for Strategie planning is 
premised upon a fundamental re-examination of organizational management 
approach1. Organizational theory has long acknowledged the necessary repositioning 
of the traditional planning and control functions to a more family-participative and 
employee-centred focus; based clearly upon the challenges of knowledge work and 
the knowledge worker2 However, the classical management functions of organizing 
(or positioning for the family business) and family operational leadership approaches, 
have received little direct attention in empirical studies Much of the organizational 
effectiveness literature, like the planning literature, is principally devoted to large and 
manufacturing centred organizations3 Research questions regarding the 'One Best 
Mix' of leadership style and organizational effectiveness, at best, demonstrate minor 
implications for the small family-owned firm4.

One model, a 'super-positioning model, developed by Dr. David H. Maister of the 
Cox Consulting Group, is based upon the recognition of observable categories 
between 'business' and 'practice' (5). Dr Maister believes that a trade-off between 
family organizational values and the work delivery technology of the firm can lead to 
the proper alignment or positioning for success.

When viewing the family firm, one approach that has proven particularly beneficial 
centres on the relationship between family issues and business objectives (6) 
Professors Longnecker and Moore observe that while family dynamics and business 
practice exist for separate reasons, there is clearly an overlap between the nurturing 
drives of human development within the family and the business economic value goals 
which must be considered for a profitable enterprise (7). For example, efforts to 
balance and integrate family and business objectives may not always be easily 
accomplished There may be conflict between the amount of time one wishes to 
devote to the family and the amount o f time that the 'duties' the business System are 
taking (8).

What researchers do agree upon, however, is that effective administrative practice 
is founded on an understanding of all human relationships and family values, as they 
affect organizational design According to Donnelley, the success of family-owned 
businesses demonstrates that ignorance of the interrelationships involved, 'and not 
family participation per se, is the key factor in the success or failure of such firms'5. 
Through a shared understanding of the contribution that family values make to the 
firm's long-term leadership strengths, analyzing weaknesses in process technology, 
and implementing plans for achieving balance and continuity, are all aspects o f the 
owner-manager's problem in a family firm
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Strategie management planning

Although the growth and development o f small family-owned businesses is usually 
characterized by trial and error, emerging managerial approaches to organizing and 
operating have been derived from a new understanding of the importance of process 
technology and family organizational values as drivers in shaping successfül Service 
firms6. Figure 8 1 illustrates the spectrums of organizational positioning for family 
firms, both in terms of their special knowledge (process technology) as well as in 
terms o f the family values or organizational vision of the owners. Each of these two 
factors in combination, has a distinct impact on the structure and Operation of 
successfiil firms.

(X)
THE SPECTRUM OF FAMILY VALUE

Family Family Organization Business Business 
C entered Centered Centered Centered Centered 
Practice Business Organization Family Business

<Y)
THE SPECTRUM OF PROCESS TECHNOLOGY

‘ .......i .......... I l l I ”
Research Application Service Delivery Specialty 
Centered Centered Centered Centered Centered 
Speciality Research Application Service Delivery

Figure 8.1 Matrix continuum for organizational positioning

A small family-owned business firm's process technology, in this sense, refers to 
the particular technical/professional and/or knowledge Systems employed in the firm 
to do its work In a simplistic example, a firm where the owner or family members 
directly carry out the execution of the work, uses a different technology from a firm 
where the owners hand the execution of assignments or projects to specialists or 
work/product/project managers A firm that organizes work or customer Service 
around teams has a different technology from one that passes work along from 
department to department7.

Work process technology

When differences in knowledge or technology are analyzed comprehensively, they 
can be grouped in these basic categories.

Strong Idea firms, whether research or applications centred, are organized to 
deliver singulär expertise or innovation on work projects and Consulting service 
assignments of a unique or one-of-a-kind nature The process technology of Strong 
Idea firms is usually quite flexible, according to the nature of the dient, customer or
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assignment, and often depends on one or a few outstanding experts or family ’stars' to 
provide the last word

Strong Service firms are technologically and procedurally organized to deliver 
experienced reliable 'family name' Service, especially on complex, major assignments 
Their process technology is ffequently designed to apply comprehensive multi- 
discipline Services of the family firm to clients or customers who want to be closely 
involved (quality o f the relationship) in the process.

Strong Delivery firms are organized to provide highly efficient Service on more 
routinized customer assistance, product preparation or basic Service assignments; 
often to customers who seek more o f a product than a special Service. The process 
technology o f a delivery centred firm is designed to repeat prior 'name' Solutions over 
and over again with high product reliability, accompanying technical and personal 
family Service quality, cost and schedule compliance

While there are obvious combined areas where the difference between these 
process technologies may merge the progression is always the same. New ideas and 
product innovation in a family Service business, profession or knowledge discipline, 
originate in Strong Idea firms. As they become widely understood or more broadly 
adopted, they are then applied by Strong Service firms. Eventually, where the 
solution can be routinized, some or all of the work will move on to Strong Delivery 
centred or pure delivery firms where repetitive quality product or Service are turned 
out and efficiency is the key8

The different process technologies, when they are working best, require notable 
different family member and employee-centred, operating matrix type organizations, 
Staffing pattems, decision structures, etc.9. Technology, in a family-owned firm, 
influences:

- Choice or work process
- Product or project decision making - Staffing at the middle o f the firm and 

below
- Best markets
- The family value attributes of what you seil
- Pricing flexibility
- Best management style

Basic family organizational values

From the above it can be seen that a firm's process technology is the fundamental 
driver that shapes the family-owned firm. The second driver that shapes the 
successful organizations is the values of the owner(s) and family members leading the 
firm Although, as Figure 8 1 illustrates, there are five basic value positions for the 
Organization, in practice there are only two fundamental or effective differences in 
values:

Family Centred Business Family-owned firms, whether product or Service oriented 
business, see their business experience or calling as 'a way of life'. They typically 
organize around their specialized understanding and the pure Creative discipline they 
represent

Business Centred Family Family-owned business owners, practice their calling as ’a 
means of livelihood'. They have as their personal and family objectives more tangible 
rewards - e.g , what material ends are wanted from what they do.
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Successful family-owned firms clearly balance practice values and business values, 
but it makes an enormous difference which of the two is primary10. The choice looks 
like this:

Table 8 1
The spectrum of family-owned firms

FAMILY 
CENTERED 
BUS I NESSES 

75X

BUSINESS
CENTERED
FAMILY

Family Fanning 25%
20% Accounting Firms 80%
70% Architectural Firms 30%
20% Engineering Firms 80%
50% Interior Design Firms 50% 1
65% Retail/Services 35%
75% Law Firms 25%
80% Management Consultants 20%
50% Medical Practitioners 50%
15% Manufacturing Firms 85%
40% Wholesale/Distribution 60%

The basic difference in the two is that the bottom line in the Business Centred 
Family is usually Quantitative and comparable to the bottom line of conventional 
business; while the bottom line of a Family Centred Business Organization is first of 
all Qualitative - how the family members feel about the work they are doing, as well 
as the contribution they make to the industry and community.

It must be emphasized that there is nothing noble about either choice of values 
The choice is an entirely personal, largely selfish one, derived ffom how each family 
business owner views their mission in life and what they hope to get out of it, for 
themselves and their family, now and in the füture

Nevertheless, Family Organizational Values, in product or Service firms influences:

- Organization structure
- Organization decision-making
- Staffing at the top
- Family and non-family
- How you market
- Best clients or Customers
- Marketing Organization
- Profit strategy
- Compensation Systems
- Leadership style and succession

The different positions - Family Centred Business vs. Business Centred Family will 
lead to very different choices in each of these areas Either direction can produce 
quite successful results. What is essential, however, is that the firm's leadership know 
their values and not try to accommodate too many differences Any effort to 
compromise values will inevitably weaken some of these choices, and consequently 
weaken the firm
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The essence of this fundamental model for organizing and managing family-owned 
firms, is recognizing that these factors - process technology and values - form a 
matrix within which the differences between firms, and the appropriate strategies of 
different firms, become clear. The matrix produces six basic types of firms each of 
which will have a very different best strategies for the different considerations 
described above. (See the demonstration appendix) The matrix looks like this

P o s i t i o n i n g  t h e  f a m i l y - o w n e d  O rg a n iz a t io n

Strong
Delivery
Centered

A B

Strong
Service C D

Centered

Strong
Idea

Centered
E F

Family Business
Centered - — Centered
Business Family

Figure 8.2 Matrix of family organizational values

Methodology

The demonstration appendix for this exploratory paper was developed through the 
instructive and consultive efforts o f Brian J. Lewis of 'The Cox Group, Inc ,' 
Philadelphia, Pennsylvania Empirical testing was conducted over an eight-month 
period in 1991, utilizing focus groups and advisory panels from 'The Family Business 
Profit Network' and the 'National Association for Family Business ’

The empirical and experiential perspectives of panel members were incorporated 
into the seven example sets illustrating the 'best' mix of practical and appropriate
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strategies for each of the six positions (A through F) illustrated above For purposes 
of organizational balance and consistency, the family firm's operating strategies 

, (seven) should be consistent for its chosen position.
What can be seen from the model, perhaps for the first time, is a clear picture of 

why some firms succeed doing things one way, while others can be equally successfül 
doing things quite differently. What is also clear is that it will be very difficult to 
optimize performance and commitment for any firm that mingles too many of the 
different strategies

Those family-owned firms that have a clear notion about what they do best (their 
process technology) and a common set of goals (their family organizational values) 
have always succeeded best - for their owners, their family and non-family members, 
and their Customers

Conclusion

Strategie management planning has all too offen proven to be an impractical 
academic exercise for the small family-owned firm. Couched in the fundamental 
theorem o f planning control, classical management approaches offer little in the way 
of understanding or predicting behaviour for today's quality product and Service 
knowledge Organization and its family mission A more useful frame of reference for 
conceptualizing organizational effectiveness must examine the two most critical 
forces shaping not only the future o f  small family business firms, but in reality our 
modern industrial, energy, transportation, communication and municipal System in 
general.

The principal driving force for the small family-owned business will the process 
technology it develops and employs. From the Strong Idea firm to the Strong 
Delivery Organization; efficiency will flow from having the proper knowledge and 
technological focus to serve the customers or clients of the firm.

The modification, enhancement and application of the firm's process technology in 
the effective realization of organizational commitment will result from having a clear 
sense of family organizational purpose and value.
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I. Best Strateeies for: ORGANIZATION STRUCTURE AND DECISION MAKING

Strong
Delivery
Centered

Closely held as a proprietorship or Corporation 
by one or a few family members and siblings 
who manage a vertical Organization. Decision- 
making tends to be autocratic. Thrives as long 
as the foundeKs) stay closely involved. The 
Scottish farm or New York Tugboat Captain.

Investors owned by family members and non- 
family or Outsiders who delegate much of the 
operations and management. Decisions are 
largely based on a standardized process or 
S.O.P. Works well so long as the firm’s 
process/product does not become obsolete. Goals 
are more im portant than roles-entrepreneurial 
capitalism.

Strong
Service
Centered

Broadly owned by family member6 and 
structured as a partnership or as a Corporation 
functioning as a partnership. Organization 
decision making is by consensu6. Functions best 
when owners share sim ilar skill, knowledge, 
capability and goals.

Closely held family proprietorship, partnership, 
or Corporation with owners making decisions by 
majority rule. Decisions are clearly oriented 
toward meeting the long-term goals of the family 
and their successors. Family culture, norms and 
team-building dominate. Family holding 
Company with family govemance.

Strong
Idea
Centered

Owned by a single founder/sole proprietor or by 
Partners. Their ideas and creativity in 6ales and 
customer/client Service drives the firm, and few 
Organization decisions are  made.

A proprietorship or 6mall partnership (or closely- 
held Corporation functioning as a partnership). 
Organization decisions are tailored to maximize 
the application of one or a few original ideas. 
Family value6 and vision create the basis for a 
clear course of action and credibility.

Family Centered Business FAMILY VALUES Business Centered Family
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II. Best Strateeies for: CUSTOMER SERVICE AND DECISION MAKING

Strong
Delivery
Centered

Work is processed through departm ents or 
teams, headed by a family or non-family 
Principal-in-Charge in accordance with Standard 
details and specifications developed through 
experience. The PIC makes any necessary 
decisions. Success is achieved by delivering a 
good product over and over.

Work follows an assembly line process where 
established Standards are critically important. 
Since the product is Standard, the customer may 
deal with several family or non-family job 
captains over the course of the  project. Quality 
control is the key to customer satisfaction and is 
usually ensured by a family member.

Strong
Service
Centered

Customer orders/service is delivered through 
project teams or Studios centered around the 
founder or family m ember (the closer/doer), with 
a high degree of project decision-making 
authority. Strong, technically oriented non- 
family employees provide quality control input, 
but project success relies on the authority of the 
closer/doer6.

Work assignments are headed by Account 
Managers and delivered by departm ents whose 
family member department heads have quality 
control and final decision-making authority. 
Family interests are enhanced by a regulär 
review of customer accounts and product/service 
benefit to customers. Integrating generalists 
with fusion of general au thority  and family 
govemance.

Strong
Idea
Centered

The firm’s product/work process is delivered via 
personal attention or highly through flexible 
teams, organized around each job or type of 
account who take their custom er Service 
direction from the idea (founder) principal.

Projects of work products are delivered via 
stable teams (crew) or Studios, often organized 
around different product or customer types. 
Founding principal(s) m aintains complete 
authority. Heavy reliance on the bond of family 
relationships and the integraiing of specialists.

Family Centered Business FAMILY VALUES Business Centered Family

III. Best Strategies for: EMPLOYEE RECRUITMENT AND DEVELOPMENT

Strong
Delivery
Centered

Recruit experienced specialists who are 
committed to getting the job done efficiently. 
Financial compensation - base and bonus, (profit 
sharing), - tend to be higher th an  industry norm. 
Limited job security or advancem ent over a 
family member except a t top.

Hire and train  generalists or para-professionals 
to do maximum amount of the work via 
standardized procedures. Invest in training, not 
salary and benefits, to keep costs low, efficiency 
high. Factory-like family business culture 
(associates) culture with compensation hy job 
Classification, publishable benefit package and 
employee stock ownership plans.

Strong
Service
Centered

Recruit career-oriented specialists with strong 
sense of commitment to sales and Service. 
Reward via stability of eam ings, good benefits, 
pensions - average or below average salary. Goal 
is to retain experience via low tum over, 
possibility of continued advancem ent and 
acceptance over and among family members.

Hire experienced generalists comfortable in a 
family corporate-like structure as business 
requires. Higher pay, stock options and limited 
benefits. Family a t  top are  entrenched; less 
loyalty to non-family in event workload declines. 
Strong mentoring and leadership development of 
family members through "operations" board of 
directors.

Strong
Idea
Centered

Young bright family and non-family members 
should be attracted to the firm to be associated 
with one of the leader6 (founding gurus) of the 
business. Typically receive below m arket salary, 
minimal benefits, and move on afler a few years 
unless tapped to the inner family circle.

Recruit young bright individuals: (apprentice) 
interested in leam ing from the family. 
Compensation oflen below industry norm - 
attraction is working closely with interesting 
products or projects. Tumover is encouraged as 
family members develop experience, credibility 
and become true socialized successors

Family Centered Business FAMILY VALUES Business Centered Family
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rv. Best Strategiea for SALES PROMOTION AND TYPE OF CUSTOMER
1

Strong
Delivery
Centered

Best diente are volume uaere and organizations 
interested in reliable, proven repeat type 
Solutions. Seil the "familyV proven track record 
and prindpal(s) knowledge and understanding of 
how to get things done * "post-bureaucratic." 
Past diente will retum  becauee of the  family’s 
rapid response to needs, rapport w ith the 
foundeKs), and because they receive "undivided 
attention" and caring.

Best m arket is occasional or repeat customer 
unconcemed with originality and/or Customers 
looking only a t bottom line. Seil family 
traditions, proven product, standardized design, 
assembly line ("it will only take a minute and 
well have it  all done"); package deal. "Family 
tradition creates unquestioned bonds and mutual 
respect."

Strong
Service
Centered

Best m arkets are organizations and individuals 
with complex needs (JIT) who seek reliable 
Solutions and expect to be involved in  the 
purchase: consultive selling. High repeat 
business from well-satisfied past Customers. Seil 
doser/doer experience, family m ember technical 
skills and commitment to rem ain on top of the 
job with personalized, tailored approach, a 
genuine in terest in customer satisfaction.

Best m arkets are  major corporations and 
agendes with m ainstream  conservative values 
where the customer expects to delegate 
execution of the purchasing after making the 
selection. Seil proven family business track 
record, known or demonstrably competent 
family-business leadership and strength of the 
Organization. Emphasis upon quality, employees 
(associates), and Community roots.

Strong
Idea
Centered

Best Customers are those with unique, "one-of-a- 
kind" problems, or ’patrons’ with individual or 
corporate egos to satisfy. Customers are always 
the top derision maker, who may by-pass input 
from their Organization. The 6ales message is 
the reputation of the family "guru" leader, and a 
track record of successful innovation, spedalized 
knowledge and technical, and/or product 
Solutions to uncommon problems.

Best m arkets are usually Customers seeking the 
ideology and ethic of the family-owned business 
along with product or Service Solutions th a t have 
been successfully tested by others; e.g., a 
business community identity among corporations 
and institutions. They respond to 'sizzle' and 
messages like "innovation th at is cost effective 
and delivered with genuine caring.'
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V. Best Strategies for: MARKETING APPROACH & MARKETING ORGANIZATION

Strong
Delivery
Centered

FoundeKs) selKs) one-on-one; may frequently 
proactively take opportunities/solutions to past 
customers. Effective advertising and public 
relations campaigns keep the foundeKs) and 
family business name in front of its  m arket. 
M arketing staff develop a valid legitimizing 
profile and Supports these efforts.

M arketing is carefully planned and managed. 
Sales representatives find and sometimes close 
leads. Bidding opportunities are welcomed. 
Advertising promotes a Standard product/willing 
Service. Offen rely on heavy entertainm ent of 
prospecta. Blanket/well-defined coverage of 
conventions. Profit centers, product group/- 
delivery teams, headed by family members.

Strong
Service
Centered

M arketing relies on closer/doer/deliverer 
foundeKs); strong a t  finding and courting new 
customers. Facilitative/Consultive M arketing 
M anager (who may be a non-family member) 
encourages broad family participation in 
marketing, produces high quality brochures, 
publishes a customer newsletter, seeks regulär 
publications in both industry and user-oriented 
publications. Good record of customer 
endorsements, particularly by trade o t  user 
groups.

Centralized m arketing and sale, under a strong 
M arketing Director (VP), is responsible for 
preparing the m arketing plan. Frequent use of 
non-family birddogs to find leads, publication of 
articles/tapes oriented to meeting customer 
needs, targeted direct mail, customer parties and 
seminars, some advertising. Sales are closed by 
family members or non-family pnncipal6 who 
hand off work to customer/product Service teams. 
(Family holding Company model)

Strong
ldea
Centered

M arketing is generally unplanned, relies almost 
entirely on family reputation and traditions; via 
books and/or articles, Professional society 
awards, entry in prem ier product competition, 
frequent Speeches, and offen a community 
leadersh ip  on political role. Positive 
(connections) marketing staff, if any, only 
responds to inquiries ("State of Being").

Marketing is actively shared and planned, 
particularly in efforts to get to know 6pecific 
customers, seek Publicity and publication of 
articles in leading trade magazines, produce 
effective brochures, etc. A marketing 
coordinator "family rainmaker" will keep the 
program moving. ("State of Becoming")

Family Centered Business FAMILY VALUES Business Centered Family
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VI. Best Strategies for: PRICING AND REWARDS

Strong
Delivery
Centered

This family owned business specializes in 
producing a relatively Standard product over and 
over again. I t will do best charging a low fixed 
price - its profits come from efficiency. 
Maximizing organizational efficiency - reducing 
the costs of production - produces high m onetary 
rewards for the founderis) and non-family 
members alike. (Performance bonus and stock 
options).

This family business also Beeks high monetary 
rewards, but achieves them  by maximizing 
volume. Its standardized product and family 
supported flexible assembly-line process for 
delivering, thrives on volume. Thus, the firm 
can often bid low to keep volume up. Lump sum 
contracts and fixed pricing schedules are 
essential.

Strong
Service
Centered

Given the choice, this family busines6 will price 
all its work hourly, produdng steady cash flow 
with m oderate profits. Rewards here relate to 
family member security, employing many in the 
firm - increase in salaries, increase in benefit6, 
share in profits, and growth (succession) to 
ownership. Family togetherness, sharing, and 
closeness focusing on equity building, individual 
family member growth and leaming.

This firm maximize6 re tu m  by focusing on a 
small num ber of profitable Customers with whom 
they have developed a long-term m utual trust. 
Genuine caring is provided by family member 
team  leaders (value added). This firm can do 
well on lump sum/fixed fees, hourly rate  Service 
contracts or cost plus fixed fee. Rewards are 
high m onetary re tum s for the family members 
a t  the top-key leadership positions.

Strong
Idea
Centered

The essential reward for this family-owned 
business is, simply put, fame. W hat is most 
im portant is wide recognition of the family name 
and their unique customer Service ideas; because 
fame will bring new opportunities to develop new 
products/services. Economically, this firm will 
do best if i t  charges high rates based on 
perceived (family) value - not the cost - of the 
customer satisfaction it  delivers.

This firm, having more m arket-centered family 
business values, will seek m onetary rewards as 
well as fame. I t will strive to capitalize 
monetarily on the innovative ideas i t  develops 
via value-added premiums, royalties and the 
like. I t will not consider itse lf successful unless 
it creates wealth, as well as builds the family 
reputation and traditions.
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VII. Best Strategies for: LEADERSHIP AND MANAGEMENT

Strong
Delivery
Centered

Authoritative family monarch owner leads firm 
(family) and establishes environm ent th at 
attracts employees and Professionals willing to 
subordinate themselves to the family and 
implement, defined m anagem ent practices and 
policies. Some mentoring but succession leaders 
developed outside the business.

Family busineBs owner(s) delegate operations 
authority  to m anagers who structure rigid 
processes to keep the "assembly line” working. 
Confidence in future family leader is well 
communicated and dem onstrated to Customers 
and the industry.

Strong
Service
Centered

Broadly based collaborative m anagem ent with 
many equals. Can thrive on weak family 
leadership as long as all are committed to the 
goals. Consistent Organization m anagement 
provided by a facilitative family member 
overseer/delegator.

Owneris) establish leadership direction and 
assign strong m anagem ent au thority  to a CEO 
who is likely to be the most influcntial (or 
majority owner) among them . Continuity of key 
family executives is stressed with strong internal 
leadership development.

Strong
Idea
Centered

Strong family (sole operator) leadership based on 
ideas/value6 precludes the need for structured 
m anagement, relying rather on adm inistrative 
support. Family members and non-family 
members serve an im portant role (factotum) 
taking direction from the founding overseer.

Strong consultive leadership based on ability to 
draw ideas/creativity from others. M anagement 
is a coordinating and adm inistrative function. 
Family m embers serve a (player-coach) 
leader/problem solver role, integrating non- 
family specialists.

Family Centered Business FAMILY VALUES Business Centered Family
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09 Entrepreneurship education 
in the US: A contents 
analysis of the material of 
the SBA's national survey of 
entrepreneurial education

Uta Neumann and Heinz Klandt

Introduction

Porter and McKibbin1 identified entrepreneurship as one of the driving forces of the 
twenty-first-century economy, so one would expect a systematic, empirically based 
approach to research on entrepreneurship education to be a field of frequent activities But 
more than entrepreneurship research in general2, research on entrepreneurship education is 
still a neglected field3

In terms of number o f engaged universities the US are leading in academic 
entrepreneurship-education4 . As Vesper showed in some studies (1980, 1985 and 1990), 
fforn eight in 1967, up to 245 universities and business schools in 1984 established special 
entrepreneurship-courses or special programs5 and the number has been grown after that 
to some 300.

In October 1986 the US Small Business Administration, Center for Research in 
Vocational Education Institute for Enterprise Advancement as an affiliate of the National 
Federation of Independent Business published the 'National Survey of Entrepreneurial 
Education6 (3rd edition)', a collection of course descriptions, syllabi, and program 
announcements for selected Seminars and Conferences from 418 Organisation including 
high schools through two and four year Colleges and universities' ( see foreword of Louis 
R. Faoro there).

This unstructured material - around 3000 pages of syllabi, respectively brief descriptions 
- forms the basis of this study7 A structured database of all the courses (2,549 courses) 
described in the six volume documentation was created with a contents analysis With the 
help of data sheets ninety-eight variables were collected for the courses, transferred to a 
dbase mask on a PC and analysed with the help of the statistics Programme SPSS.
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Based on this material in this paper a presentation of the entrepreneurial education in the 
US is outlined in detail. The institutions offering courses and the courses themselves are 
evaluated on data sheets and analysed To this subject there are numerous findings 
existent.

Institutions

The analysis of the data about the suppliers shows that, in fifty US States, a total of 418 
organisations offer 2,549® courses Table 9.1 lines out the number of institutions and 
courses, absolute and per million of population

Seen in the absolute the most suppliers can be found in New York (thirty-one suppliers) 
while the highest number of courses is offered in California (259 courses). Per million of 
population the most suppliers exist in Colorado and the highest number o f  courses in 
Delaware

Course contents

The course contents were classified on the basis of a reference ffame for start-up and 
entrepreneurship research9. As a rule a course covers more than one object. The results of 
the analysis are displayed in table 9.2.

The by far most frequently covered topic is the foundation context, the most important 
single topic is the macro social environment
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Table 9.1
Number of institutions and courses, absolute and per million of population

States offerers offereni per courses courses per

absolute mill. of pop. absolute mill. of pop.
Alabama 6 1.49 29 7.21
Alaska 2 3.84 13 24.95
Arizona 5 1.58 35 11.07
Arkansas 2 0.85 24 10.17
California 26 0.99 259 9 3 3
Colorado 14 433 116 35.89
Connecticut 6 1.89 31 9.76
Delaware 2 3.19 42 67.09
District of Columbia 1 1.61 5 8.03
Florida 18 138 87 735
Georgia 11 1.84 124 20.75
Hawaii 2 1.90 2 1.90
Idaho 1 1.00 5 4.98
Illinois 20 1.73 131 1135
Indiana 8 1.45 28 5.09
Iowa 11 3.83 68 2337
Kansas 4 1.63 81 33.09
Kentucky 4 1.07 14 3.76
Louisiana 9 2.01 43 9 3 9
Maine 2 1.72 3 2.58
Maryland 13 2.96 95 21.64
Massachusetts 12 2.06 73 1234
Michigan 19 2.09 126 1336
Minnesota 12 236 112 26.72
Mississippi 2 0.77 2 0.77
Missouri 6 1.19 10 1.99
M ontana 2 2.42 13 15.76
Nebraska 5 3.11 10 6.23
Nevada 4 4.26 4 4.26
New Hampshire 1 1.00 1 1.00
New Jersey 7 0.92 51 6.74
New Mexico 2 138 4 2.76
New York 31 1.74 174 9.79
North Carolina 9 1.44 75 11.98
Nor*h Dakota 2 2.92 6 8.76
Ohio 19 1.76 79 733
Oklahoma 9 2.73 44 1333
Oregon 3 1.12 50 1830
Pennsylvania 18 132 79 6.66
South Carolina 8 2.40 16 430
South Dakota 1 1.41 1 1.41
Tennessee 6 1.26 26 5.46
Texas 26 1.59 85 5.19
U tah 2 1.22 4 2.43
Vermont i 1.87 4 7.48
Virginia 15 2.63 65 11.40
W ashington 14 3.18 80 18.15
W est Virginia 2 1.03 11 5.68
Wisconsin 12 231 107 22.41
Wyoming 1 1.96 2 3.93
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Table 9.2'° 
Course contents

Course contents absolute frequency frequency m  %  of cases 
(n = 1,559)

foundation contert 1,523 97.7
macro social environment 1322 97.6
legal/taxation sphere 1,422 91.2
markets 802 51.4
location/site 265 17.0
technology transfer 172 11.0
foundation potential 148 93
educationalAraining System 46 3.0
R  &  D  environment 37 2.4
natural environment 33 2.1
state of economy 17 1.1
incubaton 12 03
foundation  Company 1313 97.0
information and communication 1309 96.8
leadership 1,488 933
oiganisational structure 1,460 91.2
Capital structure 1,156 1 4 2
development 1,149 73.7
busmess purpose 1,070 683
branch of trade 1,031 66.1
financing 731 46.9
forms of foundation 375 24.1
innovation 219 14.0
Capital 108 6.9
tangible goods 46 3.0
foundation  infrm structure 721 46.2
foundation assistants 601 38.6
foundation support programmes 584 373
foundation instruments 28 18
foundation education Systems 11 0.7
foundation research 1 0.1
foundation success 469 30.1
foundation activity 427 27.4
surviving the activity 165 10.6
qualified foundation success 125 8.0
misc. foundation problems 466 29.9
foundation planning 448 28.7
venture Capital 39 2.5
founding of subsidiaries 2 0.1
founding person 4:>2 29.0
general issues 397 253
behaviour of pertons 386 24.8
charactenstics of petsons 370 23.7
micro social environment 86 5.5
founding team 13 0.8
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Levels of courses

The Integration of the courses into an academic degree is shown in table 9. 3

Table 9.3 
Course levels

course level absolute frequency frequency in %
graduation 495 319
non graduation 274 17.6
without leaving 
certificate

785 50.5

total 1,554 100.0

Overall time of all lessons

The overall time of all lessons for complete courses could not be established in 558 cases, 
for this reason only 1,001 valid cases exist. The times ränge from one hour to 1,100 hours. 
The mean is 28.5 hours, the median at nine hours and the mode is six hours. Compared 
with the highest number of hours (1,100 hours) low numbers of hours are more the rule, 
as one can derive from the Statistical measurements

As far as the number of Semesters is concemed there exist 1,264 valid cases of which 
1,236 take up one Semester Usually a course ends after one Semester.

Teaching methods

Table 9.4 presents the teaching methods in the sequence of their frequency More than one 
teaching method per course is common
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Table 9.4 
Teaching methods

Teaching method absolute frequency frequency in % 
(n=  1,559)

seminar 1,550 99.4
lecture 1,521 97.6
case study on paper 1,307 83.8
role models 1,142 73.3
private study through literature 677 43.4
preparing a paper 493 31 6
management/business games 474 304
presentation 468 30.0
Computer Support 150 9.6
real worid case study 145 9.3
working in small groups 133 8.5
role games 130 8.3
practical training 128 8.2
private study with Computer 95 6.1
project studying 87 5.6
excursion 71 4.6
multi media teaching Systems 68 4.4
video training 6 0.4
experience groups 5 0.3

The most common teaching methods are Seminar and lecture. The courses are still 
conducted in traditional styles.

Number of instructors

As far as the question of instructors is concerned there exist 728 valid cases and 831 
missing cases The Statements ränge from one person up to twenty-one, whereby the latter 
figure seems extraordinarily high. If one regards the most frequent value, then this is one 
person in 88.9 per cent of the cases (647 responses) The high numbers result from some 
courses consisting of a series of lectures held by differing lecturers Usually, though, a 
course is conducted by one person

Exams

Possible examination requirements consist of a written exam, a paper and an oral exam Of 
interest is the question, in how many cases exams have to be taken as a set or individually 
This is displayed in table 9.5.
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Table 9 5 
Exams

number of exams absolute frequency frequency in %
three exams 203 17.2
two exams 142 12.0
one exam 18 1.5
no exam 820 69 3
total 1 f 183 100.0

In 363 courses out o f 1,183 valid cases exams have to be taken at all. The remaining 
courses end without an exam, and are also identical with those participation courses that 
end without a degree.

Fees

The height of a fee is only stated in 548 cases Fees ränge front $ 1 up to $ 968, 
additionally there are thirty-four courses which are free of Charge The mean is $ 93 307, 
the median $ 27 and the mode $ twenty-five In view of such low values the fees probably 
represent nominal fees and certainly cannot be considered to be cost covering prices

Participants

The following were defined as possible participant classes (double naming is possible): 
students, self-employed entrepreneurs, managers, potential entrepreneurs and other 
participants. Table 9.6 shows the participants in the sequence of the frequency of 
responses

Table 9.6 
Participants

Participants absolute frequency frequency in %
self-employed entrepreneurs 894 57.5
students 595 38.3
potential entrepreneurs 579 37.2
managers 564 36.3
other partici£ants__ 90 5.8

It's worth remarking that the self-employed entrepreneurs form the largest group by far, 
while students are addressed about as frequently as managers and potential entrepreneurs 
The majority o f courses is targeted at self-employed entrepreneurs
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Resümee and conclusions

The rieh supply with entrepreneurship-education activities at universities, business 
schools and other organisations all over the US and the expected leading position of the 
US in this Seid - especially if compared with the German academic Situation - could be 
confirmed by the analysis of the material of "National Survey of Entrepreneurial Education' 
ffom 1986: more than 2,500 courses offered by 418 organisations could be identified 
California leads with 259 courses.

The course contents are defined mostly by aspects o f business environment (macro 
social environment, legal System, taxation) and internal business topics like Information & 
communication, leadership and organisational structure.

An average of 28.5 hours for the overall time of the courses was computed, usually a 
course ends after one Semester Seminars, lectures, case studies and role models are the 
most typical teaching methods

There is abroad supply, but there seem to be some deficits:

- the number o f entrepreneurship and small business courses has been grown up 
tremendously in the last years and is still growing, but nevertheless there are only a 
few formal programmes for graduates

- on the one hand a lot of entrepreneurship chairs (about 50) and chairs and positions 
in similar fields (additional 50) have been installed, but on the other hand an 
important amount of them are still vacant, as is demonstrated by the contribution of 
Katz".

- so it seems to be important to develop more doctoral programs in entrepreneurship at 
universities, to get these position occupied by specialized and qualified academics and 
to professionalize in this way and in the long ränge the entrepreneurship education 
industry.
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Innovative Unternehmungsgründung als Aufgabe, pp 143-170, Stuttgart Müller- 
Böling, D., Klandt, H. (1993), 'Empirische Gründungsforschung', in: Grün, O., 
Hauschildt, J. (E d), A uf dem Wege zu einer Realtheorie der Unternehmung/Ergebnisse 
empirischer betriebswirtschaftlicher Forschung, Stuttgart, Germany

10 Each of bold printed topics consist of the subtopics below it If a subtopic is referred in 
a course, it will be count in the topic. Multiple counts are possible.

11 Katz, J. A.(1991), 'The Institution and infrastructure of entrepreneurship, in: 
Entrepreneurship Theory andPractice, vol 15, no. 3, pp 53-67
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10 Entrepreneurs as learners - 
Beyond education and 
training

Bengt Johannisson

Points of departure

Considering the wide variety of definitions of entrepreneurship, any attempt to outline 
principles o f training and education for entrepreneurship must cope with the definitional 
issue Here entrepreneurship is recognized as the process by which a new-venture concept 
is realized in the marketplace The entrepreneur is an individual who personifies and 
orchestrates this genuinely Creative process. My definition focuses on how entrepreneurs 
operate their ventures, not on who they are and why they are in business (cf Stevenson 
and Jarillo, 1990)

The emerging venture is mainly an organizing endeavour, implying that the entrepreneur 
enacts new environments with the help of his or her personal network. This social focus 
means e g that new (Information) technology is of interest not per se but with respect to 
what new meaning it creates for actors in the marketplace The entrepreneur either upsets 
that which is taken for granted or which makes sense in ambiguous settings 1 hereby 
redefine within a subjectivist paradigm the distinctive competences that Schumpeter and 
Kirzner have ascribed to entrepreneurs

My definition of entrepreneurship has important implications for the practice and 
training of entrepreneurship First, contrasting e.g Casson (1982), decisions and choices 
are judged on the basis of their realization, i.e. the concrete actions Secondly,
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entrepreneurship to a great extent means recycling of resources into new patteras (cf. 
Binks and Vale, 1990). This innovative restructuring also includes market preferences. 
Thirdly, since the Creation and communication of meaning is an individual act, holistically 
integrated with the personal history and Contemporary existential conditions of the 
individual, entrepreneurial competences cannot be acquired through the administration of 
general knowledge based on calculative rationality The art of entrepreneurship is indeed 
personal (cf. Polanyi, 1983).

The proposed ffamework Supports the Statement, albeit often unreflected, that 
entrepreneurship and small-scale operations intersect The entrepreneur must expand his or 
her realm of understanding successively in Order to maintain control over the emerging 
venture. The moment of truth comes when the entrepreneur has to operate his/her business 
through other managers - a cognitive and emotional filter between the entrepreneur and 
the environment. First then are the true entrepreneurial competences, the organizing 
capabilities, revealed. The fact that, at least in Sweden, most owner-managers do not 
expand their workforce beyond ten employees indicates that their organizing competences 
are restricted. This also underlines that although entrepreneurial careers take off slowly, 
not all small owner-managed firms are run by entrepreneurs. E.g. the artisan firm focuses 
on preserving what is taken for granted, i.e. tradition, within the business worid Craftsman 
entrepreneurs neither can nor want to cope with the liability of tradition.

In recent years a major experiment conceming management training for owner-managers 
in small firms has been launched in Sweden The concept is to tap academic knowledge by 
building Strategie alliances which include academic institutions and recognized confidants 
of owner-managers such as bank managers and Company accountants Five universities 
have taken the initiative The training programme itself has, however, been in little demand 
and it has proven difficult to integrate the bankers and accountants into the activities 
Besides possible lack of formal competences, bankers and accountants seem to be 
reluctant to put their trust Capital at stäke. Experiences gained while running the 
Programme in Växjö, and confirmed in an independent evaluation, suggests that owner- 
managers appreciate both concrete and abstract programme units, e.g. 'Computer-Based 
Cost Accounting' and 'Leadership' 'Production Management and Logistics’, a domain 
certainly focused by most course participants in their work, was not well received. A 
possible explanation is that management techniques impose pre-fabricated cognitive 
structures on a reality which the entrepreneur wants to tailor to his/her own personality 
The most appreciated feature of the programme, though, was the spontaneous exchange 
with course mates. The purpose of this paper is to elaborate upon the implications the 
above outlined subjectivist approach to entrepreneurship has for training and education In 
section 2 I present some concepts within an action theory of entrepreneurship, positioning 
entrepreneurs with reference to artisan owner-managers and Professional managers In 
section 3 I propose some elements in a training strategy for entrepreneurs and in the 
concluding section I outline some implications of the proposed framework

An action frame of reference

The entrepreneur's distinctive competence is his/her capability of envisaging new realities 
and making them come true by active real-world experimentation. Such ’experiential 
learning' is valid for all Creative processes, whether in the arts, the scientific community or 
the market. In this context planning, i.e. optimizing and freezing an action repertoire based 
on forecasts, becomes dysfünctional for everything but routine issues, whether operative or 
administrative

9 6



Genuine action must be based on commitment. The entrepreneur mobilizes both 
emotional and cognitive resources when making choices, implying impressionistic decision 

t making (Brunsson, 1985) and 'fluid performance' (Dreyfits & Dreyfus, 1986). By balancing 
own competences and arising challenges, commitment is optimized and perpetuated - 
tumed into 'flow' (cf. Csikszentmihalyi & Csikszentmihalyi, 1988). This holistic-intuitive 
logic contrasts the sequential-analytic rationale characterizing Professional education.

While others see education and training as a potential for career change, entrepreneurs 
regard education to be a vehicle for concrete problem solving, intimately associated with 
the operational activities o f the venturing process. While most entrepreneurs have a limited 
basic education, albeit above the population average, they are keen on focused continuing 
education This suggests that training should be organized as close as possible to the 
natural context o f business operations, ideally applied as one dimension of economic 
exchange. Entrepreneurs leam through reflection-in-action (cf. Pirsig, 1974, Schön, 1983, 
Kolb et al., 1984, Dreyfus & Dreyfus, 1986, Reuber, 1990.

In Order to position the basic assumptions, it seems to be important to elaborate upon 
the differences between the entrepreneur and both the (traditional artisan) owner-manager 
and the Professional manager The latter categories have important features in common 
with entrepreneurs. Owner-managers in small firms can also apply a holistic view in their 
small-scale operations; practitioners typically reflect-in-action and may acquire genuine 
expertise. In table 10.1 I position the entrepreneur against the small-business owner- 
manager and the Professional manager with respect to some characteristics which in my 
mind should influence condition for entrepreneurial learning and training 

To begin with, the entrepreneur has an innate need to launch ventures This calls for 
independence in the act o f  creation as well as social interaction. Inasmuch as ventures 
Sediment over time into an entrepreneurial career the entrepreneur depends on both the 
environment and own history. In contrast, the owner-manager refrains from growth in 
Order to stay independent and the Professional manager accepts the role o f administrator 
solely to pursue the Professional career within or between corporations.
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Table 10.1
The entrepreneur, the artisan owner-manager and the Professional manager - a comparison 

ENTREPRENEUR ARTISAN PROFESSIONAL

MISSION Urge to create

LODESTAR Vision and action

ENVIRONMENT
ORIENTATION Inter-action

RISK Ambiguity
ORIENTATION management

TIME Synchronicity
ORIENTATION

FOCAL Social
RESOURCES

GENERIC Intuition
COMPETENCE

EDUCATION/ Organic, quali-
TRAINING fied practice

OWNER-MANAGER MANAGER

Independence Company career

Action Planning

Re-action Pro-action

Risk avoidance Risk reduction

Time as a buffer Time manage
ment

Physical Financial

Imitation Professional
experience

Formal and 
practical

Institutional-
ized

Running an artisan firm means long working hours albeit repetitive activities dominate 
Professional managers make, implement and evaluate, plans separated ffom the substantive 
production of goods and Services. Entrepreneurs combine visionary thinking and concrete 
action while enacting their revolutionary concept (cf. Mintzberg, 1988).

Changes in the owner-managed firm reflect changes in the commercial or institutional 
environment. This re-active behaviour contrasts the pro-active ideology characterizing 
Professional management. This is e.g. reflected in the main bulk of literature on strategy 
making where plans are imposed upon the environment Entrepreneurs cope with their 
environments by inter-actively redefining those which they deem to be negotiable While 
e.g new Customers may be identified and technology-in-use radically changed, the legal 
framework requires adherence

The owner-manager avoids risk taking by staying with familiär technology, products and 
markets The large Corporation copes with environmental uncertainty by attempting to 
reduce it, e.g by acquisitions of competitors or by signing long-term contracts The 
entrepreneur in contrast regards ambiguous settings as options which represent a potential 
for imposing own ideas upon others (cf. Johannisson, 1992).

As indicated above, the owner-manager sees hours invested in the business as a buffer, 
when times are bad greater but similar efifort has to be put into the operations The 
Professional manager considers time itself to be a precious resource which has to be 
planned separately The entrepreneur looks upon time as a continuum and the challenge is 
to synchronize own initiatives with changes in the environment in a favourable way.
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Resources appear in different forms (cf. Coleman, 1989) The petty bourgeoisie 
proprietor is tied to place and with a materialistic perspective vis-ä-vis resources while 
Professional managers focus the financial dimension of the enterprise Entrepreneurs 
combine internal and external resources flexibly through networking and consider financial 
surplus to be an indicator o f capability in the marketplace.

While the generic competence of the artisan owner-managed firm is to contribute to the 
institutionalization of traditions, the hired manager elaborates Professional practices and 
concepts Thus, the basic functions of the artisan owner-manager and the Professional 
manager by definition are enforced by an institutionalized education System. The generic 
dimension of entrepreneurship is the ability to mobilize intuitive competences by collecting 
and trading upon qualified experiences. These are unconsciously refined by both 
elaborating upon the own identity and by sensitively and critically 'reading' the 
environment This means on one hand identifying new niches and on the other disobeying 
established industry recipes, for example Formal training with respect to form and 
substance may very well counteract entrepreneurial activity.

Using the ffamework proposed by Argyris and Schön (1978) the differences between 
(Professional) management and entrepreneurial venturing can be further clarified The 
management perspective suggests that general (normative) management thinking is 
adopted as an 'espoused theory' by the firm The linkage between this theory and ’theory- 
in-use' is however offen vague, i.e. the normative/espoused ffamework remains abstract 
and works mainly symbolically as an instrument to legitimize the way the business is run 
In the entrepreneurial firm, again, any normative Statement is rejected (for good reasons) 
and the 'theory' o f the particular firm is generated out of the dialogue between vision and 
action. This making of a substantive 'local' theory is a slow and complex process which 
calls for founder-management or long-term employment.

My conclusion is that the practice of entrepreneurship must also be the generic training 
ground for entrepreneurship. I propose therefore the following points of departure for an 
educational strategy for entrepreneurs These issues will be discussed in further detail in 
the next section.

- Entrepreneurs should be provided with contexts for self-organized learning, not with 
training programmes which are planned in detail,

- Entrepreneurial training should be integrated with everyday business operations;
- The personal network of the entrepreneur should be mobilized during the learning 

process;
- Formal education must be actively mediated in order to become an integrated feature 

o f the entrepreneurial Company rationale

Contributions towards a training strategy for entrepreneurs

Entrepreneurship is action learning, i.e. qualified practice. Although the notion of action 
learning has further applications (cf. e g Revans, 1982, Schön, 1983, Lessem, 1984), it is 
generic to training of entrepreneurs with their involvement in continuous renewal 
processes in changing environments Artisan owner-managers as administrators of 
traditions and Professional managers with their conceptualized world can absorb formal 
training and education in addition to learning by doing
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Entrepreneurs should be offered training opportunities which provide experiences close to 
those in real life This experiential learning should include, among other features, small- 
scale initiatives and availability of mentors who can help the would-be entrepreneurs to 
reflect in action Elsewhere I have introduced the notion of ’entrepreneurial context' as the 
setting which seconds entrepreneurs when they organize their emerging ventures 
(Johannisson, 1988). The generic function of this context varies according to the actual 
phase of the venturing process (cf. figure 10 1) These functions are nevertheless the same 
whether the context is a Corporation, a local Community or a science/industrial park

The supportive context must be on the one hand restrictive and on the other permissive. 
The formal structure is necessary to transmit shared goals and Codes of conduct, 
encouragement must be given to initiatives, which, at least in the long run, may question 
these formal guidelines The paradox of both Order and disorder can be managed by 
separating the entrepreneurial function in time and space, e g  by allowing Creative 
employees to use Company resources after closing time or by creating special departments 
for innovative activities (cf. e g Peters & Waterman, 1982). In industrial districts, where a 
delicate web of business and social ties provides a tissue that can absorb a wide variety of 
entrepreneurial activities, the administrative and entrepreneurial logic may operate side by 
side Established entrepreneurs are expected to adhere to the rules while new 
entrepreneurs are allowed to disobey them

In a corporate context, hypocrisy is more overt and institionalized, implying that on the 
one hand the formal System is elaborate, on the other that managers turn a blind eye to 
employees exploiting social resources in venturing processes (cf. Peters & Waterman, 
1882, Quinn, 1988, StarT & McMillan, 1990).

Contextual leadership in support o f entrepreneurship obviously calls for special compe- 
tences, beyond Strategie ones for market operations In the innovative Corporation engaged 
in nurturing intrapreneurship there is a need for statesmanship with respect to corporate 
politics. Within the local Community which promotes business venturing, the 'social 
entrepreneur' operates as a figurehead, e.g. encouraging individual initiative, mediating 
concrete resources and providing legitimacy for the mobilization effort

Inlegrating everyday work and training

Entrepreneurs as creators of meaning in ambiguous situations have to apply a holistic 
approach to business venturing as well as to life in general Their existential motivation 
means among other things that they, separate, 'bracket', neither roles played nor 
experiences made in different settings According to the entrepreneurial 'logic', such 
Separation of acquisition and application of knowledge is artificial Learning is integrated 
with everyday entrepreneurial life, i.e the 'making' of new business.

Managing training contexts for entrepreneurs
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VENTURE Incubation 
PHASE

Take-off Growth Maturi ty Rejuvenation/
Closure

CRITICAL
1SSUES

State the 
business 
concept

CONTEXT Business 
SUPPORT ideas/

Mentors

TRAINING Creativity 
NEEDS

Establish
market
linkages

Legitima- 
cy and ini
tial market

Marketing

Organize
outsour-
cing

Production
capacity

Contract 
and trust

Refine
cost
control

Colle-
gial
exchange

Create Strategie
alliances/
Disinvest

Ideas/Second- 
hand market

Human Creativity
Resource
Management

Figure 10.1 The venturing process and contextual training

Our research into small business suggests that the introduction of new technology or 
new products is closely related to the basic exchange processes in the entrepreneurial firm. 
Thus dialogue with the Customers appears to be the major source of product development. 
Suppliers o f material, components, and machinery are the ones making the entrepreneur 
aware of alternative technology and production input.

Owner-managers in general seldom allocate personal time for formal training and 
education There are of course arguments such as high costs, lack of time and (assumed) 
indispensability as a leader of the operations However, this behaviour may also reflect an 
implicit awareness o f the need of integrating learning and the complexity of everyday 
experience in action. Our own research into successful Swedish entrepreneurship suggests 
that entrepreneurs are excellent listeners and take advantage of all opportunities to test 
their ideas concretely, not by explicitly asking for advice Their distinctive competence is 
the ability to organize a permanently chaotic environment into increasingly refmed patterns 
as the entrepreneurial career progresses

That the learning process o f entrepreneurs nonetheless is both a social and a technical 
endeavour has been recognized in e g industrial districts (cf. Pyke, 1990) Knowledge 
which sometimes is inaccessible in this 'organic' way can turn out to be of vital importance 
to the firm This Situation calls for a more deliberate training strategy, but one which must 
retain the linkage with everyday business life Many small firms, not the least
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subcontractors, have large and important customers. Appropriate development 
programmes should therefore involve both the large and the small firm. Such an approach 
has two major advantages: the established business-exchange relationship will be enforced 
and the larger firm's interest and capability in formal training will illustrate how at least 
some knowledge can be transferred in this manner Of course we also expect the large-firm 
participants to experience some hands-on leaming, which is very much needed in corporate 
settings (cf. Peters & Waterman, 1982).

Personal networking

Primary competences for entrepreneurship include self-confidence and ability to build and 
maintain social resources in terms of personal networks. These appear to be indispensable 
when leaming is achieved by trial-and-error. Entrepreneurs, as well as leaders (Bennis, 
1984), accept mistakes A very successful Swedish entrepreneur States: 'You learn by 
mistakes alone, successes oniy confirm what you already know.' Inappropriate actions 
appear as ’leftovers' in the experiential leaming process and may be recycled as usefiil 
experiences in new own projects or communicated to fellow entrepreneurs The personal 
network of the entrepreneur is in my mind the basic vehicle through which such 
experiences are coped with. This network actually reflects the way the entrepreneur 
organizes his or her existence. This argument is illustrated in figure 10.2. The personal 
network structuring the business concept at time ’t l ' will be different from the network 
when the venture is launched and the concept will also have changed when realized at time 
't2'. Subsequently the original venture will become obsolete and replaced by a new business 
concept. The transition is facilitated by actively maintaining the network and recycling the 
viable resources from the original venture (cf. time 't3').

CONCEPTUALIZATION FOUNDATION RE-ORIENT ATION

tl t2 t3 Time
Legend; •  * focal actor, the entrepreneur

O“ member of the entrepreneur's personal network 
—  —  —  m  einerging venture 

firm boundaries
+ + + + + « abandoned venture

Figure 10 2 Organizing the venturing process by personal networking 
Source: Johannisson, 1992, p 168, figure 1.

The entrepreneurial career thus evolves as a set of interlinked ventures where a 
considerable portion of the resources, including experiences, are re-activated through 
network management. This image of the entrepreneurial career resembles the notion of
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'adhocracy' as described by e g Mintzberg (1973) and the process characteristics are close 
to those depicted as a 'garbage can' by e g March & Olsen (1976). This organizing 
metaphor means that venture ideas are serendipitously generated and that resources 
controlled through ownership and networking are organized into the venture The 
entrepreneur adds to his or her generic competences by successively expanding the scope 
of the venture with respect to commitments in space and time (cf. Bjerke, 1989).

Inasmuch as entrepreneurial learning is a social process, the intermediary transferring 
competences must be legitimate in the eyes of the entrepreneur Colleagues as providers of 
advice are not surprisingly favoured, these represent or may mediate markets. With these 
peers entrepreneurs share the same world view and thus feel confident. Established 
entrepreneurs have a track record i.e have proven viability in the marketplace. That 
colleagues also make frank Statements, even about own mistakes, makes communication 
more to the point and more purposeful Exchange with entrepreneurial business colleagues 
is especially important when there is a need for double-loop learning, i.e changing the 
values and criteria for making choices (Argyris & Schön, 1978). Colleagues also help the 
entrepreneur to practice ’deliberated rationality' (Dreyfus & Dreyfus, 1986) and avoid 
getting stuck in a 'tunnel vision'.

A critical feature in the entrepreneurial (learning) career is then integration with qualified 
networks. Within an international project, the personal networking of (would-be) 
entrepreneurs has been studied. The Swedish ftndings (cf. e g Johannisson, 1990), suggest 
that:

- In the personal networks of entrepreneurs socially dominated ties are almost as 
frequent as professional/business linkages;

- Entrepreneurs who are about to launch a venture include more social ties in their 
networks and spend less time maintaining networks than colleagues already in 
business;

- Entrepreneurs typically build local networks: eight out of ten personal contacts live 
within a distance of one hour's drive by car;

- Woman entrepreneurs build more social networks and invest less time in developing 
new ties than their male counterparts;

- Cosmopolitan entrepreneurs invest relatively little time in network maintenance and 
relatively much time in developing new linkages,

- Academic entrepreneurs invest above average time in network management and their 
networks are relatively more social,

- Among new entrepreneurs network resources and business success are not correlated

The ftndings, on the one hand, enforce the fact that personal networks are generally 
crucial to emerging firms, and, on the other, underlines that the structure and function of 
network may vary due to entrepreneurial, venture and context characteristics Network 
resources seem to provide a necessary but not sufficient condition for entrepreneurial 
success. Considering the theme pursued in this paper it is interesting to note that even 
formally trained academic entrepreneurs seem to balance that experience with more 
socially oriented personal networks

Training complementary supportive management

Obviously the organic learning mode of entrepreneurs makes it difficult to develop 
measures which imply direct support An alternative strategy, then, is to provide the 
entrepreneurial firm with supplementary Professional management which can mediate and

103



implement the knowledge taught at business schools and in management programmes in 
general For about fifteen years we at Växjö University have offered a MBA Programme in 
Entrepreneurship and Business Development, including internship Düring one-and-a-half 
years the Student spends one or two days a week in a small firm where the general 
conceptual framework taught is applied to concrete problems as perceived by the Company 
management. The education is to a great extern a joint venture between the university and 
the individual firm: the lecturers visit each Company twice a Semester and the Master thesis 
treats a project defined jointly by the Company and the Student The university staff during 
the thesis period participates as a task force providing Consulting Services on request.

The MBA-Programme has proven it is possible to overcome both the owner-manager’s 
paternalistic leadership style and small-firm hesitance to recruit academics. Many students 
have become employed in the Company where they did internship Others are sons or 
daughters in family businesses where succession is hereby combined with an upgrading of 
management. The training strategy means that the entrepreneur can focus on combining 
vision and action and hand over planning issues to an academically trained manager. 
During the internship period of the MBA Programme we have also tried a 'tandem' model, 
in which the company's CEO or anybody eise in top management parallel joins the training 
Programme presented above in section 1. The evaluation of the experiment is that this 
double bridge between academia and practice is well worthwhile

Conclusions

The presentation above provides some lessons First, support of new entrepreneurs should 
not only concern the individual firm but the context and the exchange network of the 
emerging venture as well. The contents of this support will vary with the basic assumptions 
underlying firm formation In a recent study of business venturing we have applied four 
different firm-formation models and found that each can explain regional variations in 
start-up frequencies, with a small advantage to the market model In table 10.2 below we 
suggest appropriate support measures related to each model The incentives can all be 
looked upon as ways of enhancing the level of competences in the emerging firms In some 
cases the support concerns training incentives explicitly, but all suggestions should be 
considered inasmuch as training and operative activities must be combined in the 
entrepreneurial firm. The table points out that direct support is only one approach, and not 
necessarily the most efficient one Contextual support provides the emerging entrepreneur 
with needed discretion and the network approach integrates the firm in the market 

The discussion above has concerned self-selected entrepreneurs and the conclusion that 
formal training is inappropriate refers only to this category. The second lesson is then that 
if people with no entrepreneurial experience whatsoever are going to be brought to the 
starting-line, a more direct training strategy may very well be adequate ln Denmark an 
explicit educational model for business development has been adopted for unemployed, 
especially to those with a higher education, offen academic (cf. Tetschner et al., 1992). 
Nevertheless a contextual approach is used, i.e individual training is combined with 
concrete projects for local economic development While established entrepreneurs have 
an individualistic approach to learning, this category is well adapted to training through 
group activities where self-confidence is more easily built up Also, group and project 
work where both goals and action programmes are kept ambiguous provides training for 
venture management An Overall collective and systematic approach excludes neither 
individual initiative nor training for ambiguity management in some phases o f the learning 
process.
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Table 10.2
Firm formation models and alternative support strategies

Optional Support measures with different focuses
Formation
Model FIRM NETWORK CONTEXT

MARKET Encourage local 
market surveys

Sponsor subcon- 
tracting and 
extrapreneurship

Organize local trade 
shows and promote 
privatization

RESOURCE Subsidize rented 
premises

Organize private 
investors' net
work

Establish collec
tive R&D centre

MILIEU Encourage im
migrant intern- 
ships

Stimulate local 
organizational 
activities

Invest in leisure 
and cultural infra- 
structure

CAREER Establish a 
'marriage' 
agency for 
partnerships

Create a pool 
of role models 
and mentors

Promote an enter- 
prising community 
in the schools

Source: Johannisson; 1992a

The discussion above has concerned self-selected entrepreneurs and the conclusion that 
formal training is inappropriate refers only to this category The second lesson is then that 
if people with no entrepreneurial experience whatsoever are going to be brought to the 
starting-line, a more direct training strategy may very well be adequate In Denmark an 
explicit educational model for business development has been adopted for unemployed, 
especially to those with a higher education, offen academic (cf. Tetschner et a l , 1992). 
Nevertheless a contextual approach is used, i.e. individual training is combined with 
concrete projects for local economic development While established entrepreneurs have 
an individualistic approach to leaming, this category is well adapted to training through 
group activities where self-confidence is more easily built up Also, group and project 
work where both goals and action programmes are kept ambiguous provides training for 
venture management. An overall collective and systematic approach excludes neither 
individual initiative nor training for ambiguity management in some phases of the leaming 
process.

Lesson three: the timing of environmental influences and training activities in the 
venturing process is crucial for the making of a successfiil enterprise We have above 
presented normative management models, industry recipes and laws and regulations and 
how theses combine into a straight-jacket for genuine entrepreneurs. In other words, while 
owner-managers and Professionals accept environmental restrictions and appreciate 
available management tools to 'administer' challenges, entrepreneurs have to create their 
venture anarchistically First when the entrepreneurial venture has been designed should it
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be confronted with environmental restrictions and the need for minimum planning and 
further management technology. The contrasting approaches are outlined in figure 10 3.

The different logics have important implications In Sweden e.g. the training of founder- 
managers is based on the administrative logic, i.e. the would-be businessmen are 
impregnated with rules and principles (cf. figure 10 3 a). The major effect of many such 
courses on 'How to Start your own firm' is that a good number of the participants have 
come to realize that they are not suited for a career as independent owner-managers If in 
contrast entrepreneurs with a unique and mature venture concept are trained (cf. figure 
10.3 b), the ventures may very well be somewhat under-managed with respect to 
administrative routines while industry recipes and competitors' positions are generally 
disregarded.

a) The administrative logic

First, frame the legitimate 
arena

C
0
M
P
E
T
I
T
0
R
S

MANAGEMENT TECHNOLOGY

INDUSIRY RBCIPIES

b) The entrepreneurial logic

First, outline the proposed ven
ture without restrictions

Then, launch a project which 
meets the restrictions

L
A
W
s

INDUSTRY RBCIPIES

Then, consider the institutional 
setting

MANAGEMENT TECHNOLOGY

L
A
W
S

Figure 10.3 Principles of learning - contrasting logics
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A fourth conclusion is that any entrepreneurial training, just like the entrepreneurial 
process, must choose form and contents according to the personal characteristics o f the 
participants and their evolving ventures. My own experiences while trying to carefiilly plan 
educational pro-grammes for business as well as for social entrepreneurs have taught me 
that it is impossible to a priori design the training in any detail at all. By the time of the 
actual implementation of the plans, most entrepreneurs will have advanced to a different 
context. Indeed it is an ungrateful task to try to register both 'objective' educational needs 
and stated perceived subjective demands for training The lesson is that planning must be 
replaced by extreme flexibility over the course period 

A fifth and final lesson is that public measures should promote a great variety of small- 
scale new ventures. An initial minute scale offers the emerging entrepreneur an opportunity 
to grow with his/her firm Individuals must be given a chance to leam by doing The major 
threat to entrepreneurship is the favouring of size and growth in the economy and society 
at large. This 'ideology' is counterproductive if the aim is to create an indigenous 
entrepreneurial corps. The Contemporary public industrial policy in Sweden is dominated 
by measures with financial implications alone, including raising venture Capital for small 
firms. However, in a follow up of a study covering very successful Swedish owner- 
managers after 15 years, those family businesses where the original business concept had 
been pursued and where ownership control stayed within the family proved to be the most 
successful firms. The entrepreneurs have invested the time needed to build the theory of 
each particular firm. The making of entrepreneurial expertise is a comprehensive, indeed a 
life-long endeavour.
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11 Business plan as an 
educational tool in 
entrepreneurship training
As ko Miettinen

lntroduction

Planning might be one of the most misunderstood area of management practice, in large or 
small Companies. Within the specific context of entrepreneurship, there is a pretty strong 
Consensus among academic management writers that the time devoted to planning, prior to 
initiation, is somewhat unrelated to an entrepreneur's chances of survival or extern of 
success

Yet if one takes a look at the shelves of more populär business books, one might come 
away confused The one area of management practice generally and consistently thought 
by academics to be the least important to the prospective entrepreneur, planning, is also 
the area about which the most books are published There are a number of books that offer 
to assist in planning a new business. Writers know how to plan and write about planning 
better than anyone Writers also typically spend a good deal of their time sitting in rooms - 
not exactly hotbeds of commerce, unless one is dealing in words.

Many entrepreneurs that quickly went on to greater growth teil that they were relatively 
informal about planning But almost all who have demonstrated a keen awareness, either 
formally or informally, of the importance of certain key aspects of the planning process 
The general echo seems to be: well-planned and conceived doing, yes; an over-emphasis 
and reliance on Arabic numerals, no. Informed doing seems to be the best plan in practice 
Formal business plans have taken on a considerable role in the financing of start-up and 
early Stage firms Many university 'entrepreneurship' courses are dominated by their
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preparation and evaluation as well. Any formal approach to planning may involve certain 
risks, including excessive emphasis on the process. Both the minimal approach to planning 
and the fuli-blown approach may be effective, but under different circumstances both can 
be of little help or even harmful. It is commonly thought there are planners and doers 
Planners are known to find deep comfort in numbered shadows of reality They also think. 
In another room, behind the cluttered desk stacked with paper, are the doers - men and 
women trying to get something done. When one goes into business for oneself, it means 
naturally working both ends of the room.

What kind of thinkers are thinking entrepreneurs or would be entrepreneurs? Most 
economists prefer a vision of rational utility-maximising agents 'Rational' entrepreneurs all 
possess the same knowledge, all reason the same logical way, almost all notice the same 
threats and opportunities and pursue the same goals - or do they? Can most business 
planning be signified an intentional, deliberate, and intelligent activity, entrepreneurs 
consciously directing the firm's Strategie resource allocations to ensure the long term 
survival prospects of a venture'7

Schendel and Hofer placed entrepreneurship at the centre of strategy making They 
wrote, ’Any successful business begins with a ’key idea1 ... that product of the 
entrepreneurial mind’ (1979, p. 6). Further, to institutionalise entrepreneurial Strategie 
management, they devised a series of six complicated responsibilities to stress managerial 
rationality. Promises about the payoffs which would result from applying the over-arching 
comprehensive rationality, strategy formulation as analytical thinking process have offen 
failed to materialise even in the case of large Companies not to talk about small 
entrepreneurial ventures (Hurst, 1986, Pearce et al., 1987).

In addition to ’cognitive functionalism’ (Stubbart, 1989) with its central axioms about 
minds less rational approaches are needed: intentionally does not always guarantee that 
intentions are realised by action Intentional actions do not always achieve their object 
(Minzberg, 1978) ’Boundedly rational heuristic entrepreneur' may sound more believable. 
A ffame-work which could accommodate both 'smart' and ’dumb' reasoning is needed: a 
model o f both intelligent choices and occasional errors.

Brytting (1990) emphasises that the small firm typically receives its organising structures 
through two fundamentally different types of processes; one that is spontaneous, surprising 
and non-analytical, and another that is planned and analytical. The properties of 
'Spontaneity' includes not only pure Chance, but things like deliberate plans, and 
spontaneous, but nevertheless co-ordinated judgements based on a shared understanding 
of the firm He concludes that 'the small firm is only partly a rational phenomenon'.

Business plan perspectives

Formal business plans have achieved a dominating role in many university entrepreneurship 
courses Yet, relatively little objective analysis has been done on their contents or impact 
on investor decision making. The author reports here some findings from examination of 
thirty business plans submitted by undergraduate students teams in 1991 and 1992 They 
were prepared after an average ’start up your own business' course The business plan 
preparation was supported by two ’educational interventions' by the instructors. Both 
tutoring sessions took about an hour for each team. The preparation period took some 
four or five months before the final evaluation Assessment of these plans was carried out 
by a systematic diagnosis o f the plan documents themselves. A general modifiable frame of 
reference was given the teams to help them to get started and structure their work
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The first Observation is that all thirty plans have some kind o f stated Overall objective, 
presenting broadly and understandably what the Companies are trying to do. Only fourteen 
of the thirty, however, have a specific strategy, formulated and clearly explained, that 
appears rational and achievable. The other sixteen firms' documents only contain an 
implied strategy, not clearly indicating the overall approach they intend to take forward to 
achieve their overall objectives.

Table 11.1 indicates the Classification of the central Orientation o f the plans into three 
different emphases, allocated those that had mixed prorities on a weighted basis In forty 
percent, the central Orientation was the product itself While product emphasis can be a 
promising feature for a plan, this sometimes sounds like 'technology push'. Furthermore, 
sometimes the teams were more interested in a technology than in the end product itself or 
equalling these two different issues The teams’ purpose that they can do it better than 
anybody eise, but can forget to demonstrate that anyone wants it. Quite offen in the 
guidance sessions it came out that a product-oriented plan focuses so strongly on the 
attractiveness o f  the product that the plan omits critical elements o f attractiveness front a 
market perspective as well as aspects o f the team's capabilities to carry out 
implementation.

Table 11.1
Central Orientation of plan

Type of firm %

Product 40
Market 33
People 27
Total 100

One third of the thirty plans reviewed to focus on the market Many of these, however, 
indicate an overoptimistic or unrealistic rapid growth The plans do not convince the 
reader that the planned ventures have a clear competitive advantage in the marketplace, or 
why the new firm is going to be able to develop a particular share or to take a special 
Segment of the market

Twenty-seven percent of the plans concentrate on the people who are the team Some 
serious questions are still raised although people are no doubt one of the most important 
ingredients for the success of a new venture Some plans try to persuade that 'We are a 
superb team', trusting their own skills and flexibility to shiff as needed - in spite o f the 
product and their market. The teams sometimes seem to lack of commitment to the 
specifics of goal-oriented activities and awareness of the marketplace What is needed in a 
new business plan is a central orientation with clear elaboration of the selected thrust in 
both of the other identified dimensions

Starting a new business is basically an industrial experiment Implicit in the experiment 
are a number o f hypotheses (commonly called assumptions) which must be tested Some of 
the assumptions will turn out to be dead wrong or partially wrong, so a major purpose of 
the plan must be deliberately plan to reduce ignorance, so that important assumptions may 
be systematically replaced by Information Hence the plan must also be a design for
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leaming and should include specific goals set, and actions taken, to reduce uncertainty 
Each Step should challenge the team members to justify moving to the next stage of the 
plan on the basis o f new information learned in the previous Step The entire planning 
process can be considered a learning process, where the teams can also learn effectively 
even from failure

Deficiencies in plans

Analysis of the plans for possible deficiencies may reveal gaps in the details provided to 
support the formulated strategy Düring the first tutoring session more than a half lack 
emphasis on economic performance. This figure was then reduced to one third by the 
second session. They just do not mention profitability and/or growth in a significant 
accurate fashion. Profits often appear to be either a number game or too implicit. Profits 
are seldom a central point o f the teams' discussions of the firm they are trying to build.

In about half the cases, plans lack adequate discussion of the economic environment, the 
business climate and the degree of competition in the market, which is often 
underestimated. The plans generally reflect what the teams understand best, but they also 
reflect what the teams do not understand Too little attention is generally called to non 
technical aspects o f the business environment.

Especially in terms of the specifics o f the competition, in sixty per cent of the business 
plans the teams are unable to identify anyone who competes with the proposed enterprise. 
(This was reduced to about one third by the final assessment of the plans but still indicating 
that some of the teams did poorly their homeworks) These business plans communicate 
that the firm has come forth by the kiss o f a Muse, in a brand new marketplace that no one 
so far has ever entered This is very wishful thinking, and is usually incorrect and 
dangerous type of planning

A further common deficiency is that very many (about sixty per cent) o f  the business 
plans suggest that they are trying to do too much or too many different things at once 
Plans often give a list o f multiple product lines or Services at the outset. They list large 
numbers o f markets or market Segments that the firm will somehow attempt to enter and 
conquer, without really communicating priorities so as to demonstrate focus.

Functional planning deficiences

The marketing plan, the financial plan, the technology plan, and the management team 
were assessed and evaluated for moderate or significant deficiencies as four clusters o f 
functionally oriented plan components As table 11.2 indicates this rating identified 
inadequacies in all areas, even after the tutoring sessions , with marketing plans being seen 
as deficient in most cases.

The marketing plan should be an analysis o f the firm's opportunities in the marketplace 
It is supposed to cover the ongoing trends and opportunities in primary and submarkets to 
which the Company may seek to seil These trends and opportunities concern market 
Segments, customer's needs, buying patterns, regulation, demographics, iife-style, and 
other forces The position o f competitors, both direct and indirect should be included 
Analysis and recommendation o f pricing structures might be relevant as well as qualified 
Statements o f  market sizes, growth, and expected market shares. The sales plan follows 
often the marketing plan, but the writing o f  Orders is not automatic
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The marketing plans clearly indicated the way in which the teams collect and were 
planning to make use o f information: many of them almost take pride in ignoring formal 
market research being immensely intuitive, showing great faith in 'gut' feelings and 
demonstrating self-reliant and self-confident in the area of marketing Still in the final 
evaluation only thirty per cent of the cases have the teams developed a detailed sales plan, 
stating details on sales force - why, where, when. In thirty per cent of the situations a 
broad sales plan is implied but not in a very detailed way. fourty per cent of the cases do 
not contain any sales plan at all. Sales are presumably to be realised fforn a good product 
or Service aimed at a great market, but with no information provided as how the enterprise 
plans to get Customers to place Orders.

Table 11.2
Inadequate fiinctional plan in critical area (n = 30 plans)

Per cent of plans reviewed

Type of plan
Moderate
Deficiencies

Significant
Deficiencies

Total plans with 
inadequacies

Marketing plan 40 30 70
Management team 20 20 40
Technology plan 30 15 45
Financial plan 30 30 60

In terms of market research (table 11.3), ten per cent of the plans evidence no market 
data at all and sixty per cent only broad brush data to establishing existence of the market 
In twenty per cent of the cases there is adequate market information to a moderate extern 
The remaining ten per cent of the cases evidence detailed knowledge of potential 
Customers.

Table 11.3
Market research issues

Research issues %

No market data 10
'Broad brush' approach 60
Moderate amount of adequate market data 20
Plan indicates detailed knowledge of Customers 10

The next area of analysis is the skills composition of the management team Consisting 
of advanced students it is obvious that there is not much experience in the teams
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Production and R & D experience is represented and also some finance and accounting 
Marketing and sales are absent practically from all the teams Some of the teams have 
clearly seen this particular deficiency and are aiming at recruit sales people in their plans. 
Production plans are generally much better than marketing plans Let us turn to the 
financial aspects o f the plan (table 11.4) Financial planning is influenced by the 
opportunities of the new business, by the realities of the finance market, and by the choices 
of the management o f the Company Financial plans can be relatively short term: How will 
next year's business be financed? 1t is more regulär, however, to project financial data 
presented in the business plan five years into the future Financial projections are usually 
supposed to include things like the income Statement, the cash-flow forecast, the balance 
sheet, and the break even analysis

Table 11.4
Projected financial Statements included ( %  )

None -
Data not available -
One- to three-year income Statement 15
Four- to five-year income Statement 20
One- to three-year income Statement and balance sheet 35
One- to five-year income Statement and balance sheet 30

Total 100

The teams are well aware o f the fact that potential investors dealing with the business 
plans do not invest if the plans do not treat expected financial outcomes No team is 
promising more financial Information in a later Submission, which happening among many 
other business plans. In ten per cent o f the cases a one - to three - year income Statement is 
available and the teams know how to do it. ln sixty per cent o f the cases both multiyear 
income Statements and balance sheets are included in the business plans. Cash flow 
Statements were not demanded by the instructors and that is why they are included in only 
few plans, despite the fact that investors are usually more immediately concemed with cash 
flow than with any other financial parameter.

There are only a few proposals providing financial plans based on multiple sets o f  
assumptions reflecting alternative sales projections like 'pessimistic1, 'most likely', and 
'optimistic'. In all, the financial Statements were better presented than expected. Many of  
the financial Statements are not realistic in the other hand: costs, fiinds needed, and risks 
included are very often underestimated in the plans.

Conclusions and speculations

It is well recognised that there is relatively little relationship between projections and 
results for new ventures Yet the practice persists to evaluate performance based on 
adherence to business plans and projections, where virtually every aspect of a new venture 
is based on assumptions to be verified later on Working with the students especially
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provides thus the danger to go into business of planning instead of the real business and to 
use all right words o f a plan but little of the substance of the business.

Anyway, a fundamental purpose for planning new ventures requires explicit Statement 
Since ignorance is the main factor which explains the disparity between plans and actual 
performance for new ventures, a major purpose of the plan must be to reduce that 
ignorance whether the plan is prepared by a Student team or a real start-up team supported 
by investors. Further, the business plan process as well as the whole venturing process can 
be identified as a leaming process. While we are still interested in the numbers written in 
the plans and indicating the business outcomes, there is another principal measure to be 
taken into account: what has been leamed, and how effectively have plans been modified in 
response to that learning Planning for new ventures goes beyond merely learning 
reactively ffom unexpected experiences that occur. Proactive learning is necessary and 
possible - by identifying specific planning events which are designed to produce 
Information for the explicit purpose of learning

What should actually be included in the business plan in our experience are alternatives, 
allowing the teams to try to adapt within changing situations. An important aspect of 
planning for maybe entrepreneurs during the early days of their business is adaptability and 
the preparation for it.

The most important thought or planning that will go into a new business will be the 
choice of product or Service the teams will choose to deliver Second most important, 
intimately wrapped up in the first, may well be the alternatives and back-up options the 
teams consider - the 'what if s’. The what ifs are really an expression of how well the teams 
have been able to think the business through They involve the most important dynamics, 
inputs or out-puts affecting the business

The most important aspects of business planning for the prospective of new venture 
seem to Start with questions of what and how, not how much and how many The more 
options considered, the more alternatives thought through, barring the odd instance of 
trouble-free demand, the more likely the teams are to be better prepared for managing their 
businesses.

A strong control should be emphasised as well when under way - strenger than is 
usually prescribed for new ventures Control and the sort of feedback mechanisms that also 
serve the planning process are certainly something to be concerned about, but at the outset 
industry and the competitors and most of the Customers are of top priority In our 
experience it is possible to teach and learn something about entrepreneurship by business 
plans. Writing a business plan can well be planning to learn, although there are some 
Problems in getting across the traditional boundaries of classroom learning This can be 
done to a certain extern by specifying the cognitive and other abilities in terms of 
environments, where things really take place The Solutions of educational problems can 
not be found in our wishes and efforts, but by understanding our society and world around 
US

Moving back to the issue of 'managerial rationality' we could describe the learning 
occurring in the process of writing a business plan in terms o f ' a cognitive hierarchy', 
where the level of complexity and explanation varies from data to information, and then 
from knowledge/understanding to wisdom

It can been seen among some teams how understanding is composed of loose data and 
information to become organised information that is 'interpreted, processed according a 
point of view, preparing the receiver for appropriate action' It is information that has 
been given a context, internalised by the receiver, and integrated with experience, study, or 
intuition. 'Integrated knowledge relates bits and fields of knowledge to each other, which 
in turn enables one to use the knowledge to do something'
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Anyway, so far the record would seem to indicate entrepreneurship is still as tough a 
row to hoe as ever The majority of new businesses are still failing at an alarming rate The 
carriers o f the entrepreneurial spirit are people who make very personal choices We can 
teach entrepreneurship in our schools and universities, in terms of the nuts and bolts of 
what it takes to run a business, but the level of entrepreneurship will probably continue to 
have a great deal to do with the number of individuals who find themselves driven to 
accomplish on their own terms

The level of competition and opportunity in a society no doubt influences, if not dictate, 
the level of entrepreneurial activity But the entrepreneurial ethic is not rooted in a 
society's need to achieve but rather rooted in the need of the individual as a wilful agent 
capable o f making a difference And there we find once again the traditional entre
preneurial values of independence, self-determination and hard work, possibly far beyond 
any formal planning
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12 Entrepreneurial training in 
the UK: Past confusion and 
future promise?
Peter Rosa

Abstract

There are many 'believers' in the value of entrepreneurial and enterprise education and 
training in the UK, even though concepts of 'entrepreneurship1 and 'enterprise' are vague 
and confusing The paper analyses reasons for this confusion, and demonstrates that it is 
associated with several factors. These include heterogeneity of 'enterprise roles’ and the 
diversity of academic traditions underpinnning concepts of 'enterprise Also noted is the 
ambivalence of successive UK govemments in the 1980s to 'enterprise' education and 
training Policy tended to stress non intervention, leaving it to market forces to stimulate 
entrepreneurial attitudes and skills relevant to wealth creation. In terms of social policy and 
welfare, however, direct intervention was more permissible, particularly to alleviate the 
drastic effects o f regional unemployment following industrial restructuring The failure to 
clarify the differing roles o f entrepreneurial and enterprise education when related to 
wealth creation on the one hand and social welfare on the other is possibly a major source 
of confusion to practitioners. This failure arguably reduces the effectiveness of education 
and training, as it is not targeted enough to either camp to maximise benefits 

The post Thatcher era could lead to more targeted intervention to promote small 
businesses and 'effective' entrepreneurship, but there are few signs at present that the 
ambivalent attitude of government to enterprise education and training is changing
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Introduction

In discussing ways to implement small enterprise development through 'entrepreneurial' or 
'enterprise' education and training, it is common to assume that the general policy works, 
and that it is o f paramount importance to local or even national economic development. 
Gibb (1989), for example, discusses 'ensuring the design of effective training programmes 
for SMEs in Europe'. The choice o f the word 'ensuring' betrays that it is already 
predetermined that to produce such training programmes is worthwhile and essential The 
possibility that 'enterprise' Support and training may be a minor factor in determining 
business success compared to other factors (such as those that shape ’demand' for goods 
and Services in the economy (see Dawson 1990)), is seldom critically addressed

Ritchie has observed that the policy and research world of enterprise development and 
training is dominated by practitioners whom he categorises as 'believers' (Ritchie, 
1987,1989), who have ’faith’ in the revival of small businesses and the 'enterprise culture' 
He talks about 'educator-missionaries', and, of the Tesearcher as courtier' who:
'sermonizes about how Revivalism might give "birth to new enterprise' like some guru, 
prophet, priest, faith healer or similar advocate given the 'air' and 'grace' that 'befits a 
gentleman living at the courts of princes' like Castiglione originally observed.', (Ritchie, 
1989b, p. 19).

Such people, Ritchie argues, are particularly defensive towards 'analytical' and 'sceptical' 
researchers whom are usually viewed as more ’academic' than ’action based'(Ritchie, 1989, 
p. 5). As in many religious faiths, to question is to be heretical. When faith is also married 
to vested interest, Strategie issues are even less likely to be questioned, and hostility to 
change will be even greater. A priest who becomes an atheist either keeps his doubts to 
himself or rapidly does himself out o f a job This point is particularly pertinent when 
considering the spectacular rise o f the small business support network as a major Service 
industry in the UK (and elsewhere) (Lambshead and Moran, 1991, p. 1).

As in many religious faiths too, fundamental of the 'enterprise doctrine' and practice are 
imprecise, ambiguous and contradictory There is no single coherent scientific/academic 
body of theory to underpin 'enterprise development'. The historical beginnings o f the 
'enterprise' movement are shrouded in mystery There is no historical text book on the 
subject, and research to remedy this gap is extremely difficult as the researcher confronts 
the imprecise nature of what ’enterprise/entrepreneurial development, education and 
training' really are, and how they relate to concrete policy decisions offen formulated 
outside the arena of public debate In the absence of history, there is 'mythology', the 
influence of venerated ancestors (e.g 19th Century entrepreneurs who possessed the 'spirit' 
of enterprise that their descendants lack (Weiner 1985) and 'cult' prophets and 
prophetesses (Margaret Thatcher, Ronald Reagan, Anita Rodick). The successfiil
’entrepreneur in the UK has become the god or goddess of current UK political ideology, 
the leading actor in the theatre of the new economics' (Gibb, 1990, p. 3).

Faith is a poor Substitute for Strategie reasoning in fürthering the cause of economic 
development at national or local levels With faith alone the reasons for carrying out 
enterprise or entrepreneurial education or training are shrouded in confusion, and the 
inevitable consequence is a recipe for ad hoc development and implementation of 
indubitably well intentioned, but offen ineffective entrepreneurial and enterprise 
programmes and initiatives. This paper firstly analyses the causes of confusion, especially 
related to the UK experience in the Thatcher Years. It then reconstructs government and 
Opposition strategies of economic 'wealth creation’ as far as they relate to the roles of 
'enterprise development' in these processes. Discussion seeks to demonstrate that 
enterprise and entrepreneurial education and training would be much more effective if
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focused more clearly on any one of the alternative Strategie approaches to enterprise 
development

The elements of confusion

Whether one is a 'believer', 'sceptic' or just a detached 'analyst' in the Ritchie typology, 
some confusion accompanies the meaning of 'enterpriseVentrepreneurial' development, 
education and training. Amongst academics, practitioners and educationalists there are 
divergent views and interpretations on what these concepts really mean, and over the 
effectiveness of policy measures when these concepts are applied It is possible to 
differentiate several core reasons for underlying confusion and controversy. These are 
outlined below, and subsequently discussed in detail:

- The difficulty of defining concepts such as enterprise and entrepreneurship and of 
achieving consensus over definitions.

- The political advantages of loose and ambiguous concepts.
- Heterogeneity in theoretical concepts underpinning 

enterprise and entrepreneurial development
- Heterogeneity in policy roles and objectives of 

enterprise/entrepreneurial development, education and training
- Incomplete penetration of free market principles guiding local academics, policy 

makers and practitioners.

Difficulties o f defmition

■Enterprise' and 'entrepreneurship' are like other broad labels such as ’society', 'ecology', 
'religion', 'culture', people have 'notions' of what they mean, but few are able to 
satisfactorily articulate them. Such vagueness is unacceptable to people such as some 
academics, educationalists and local government officers and planners who have to 
professionally put boundaries on concepts to apply them usefülly, and to provide reference 
points so that different people can perceive and operationalise concepts surrounding 
'enterprise' and 'entrepreneurship’ in the same precise and measured way Academics in 
particular have completely failed to reach consensus on definitions, as most offering 
definitions have tended to value their own view of reality more than any need to achieve 
Standardisation. (Indeed in an academic sense the quest for holistic definitions tends to be 
sterile and unproductive (Rosa and Bowes, 1990)) Gärtner (1989) referring to 
'entrepreneurship' lists eight pages of definitions from the literature He notes 'that few 
studies employ the same defmition' (p. 53), that there is a lack of basic agreement (p 53) 
and that definitions are offen vague In many studies the ' entrepreneur' is not even defined' 
(P 48).

In the UK context definitional confusion is compounded by the fact that, as Gibb 
observes:

'there are fundamental conceptual differences in the use of the term entrepreneurial 
education in Canada and the USA compared with the UK These differences in 
concept are important because they are substantially reflected in the practice. Much 
of what is practised in this field in the UK educational System is labelled 'enterprise' 
rather than entrepreneurship education It does not necessarily embrace small 
business or indeed the entrepreneur It is substantially linked with the development 
of an Enterprise Culture within which the entrepreneur will flourish ' (Gibb 1989b,
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PP- 2,3).

In essense ’enlerprise' is commonly used in three different senses in the UK, only two of 
which relate directly to economic development. These are also detailed in figure 12.1:
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Figure 12 1 Enterprise development
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Enterprise as a business Organisation o f some type. There is a great diversity here, frorn 
one person seif employed business, to large corporations Some are even associated with 
types of businesses such as co-operatives, community businesses, ffanchises, and so on. 
With interest focused on an Organisation of some kind, the concept of enterprise 
development and education usually refers to the processes of starting businesses, and 
growing them and teaching people who run the businesses the necessary skills to survive 
and thrive in the business environment The ultimate achievement is developing a 'seed 
into a mighty oak' - when the small venture matures into a multi-million pound 
Corporation, creating significant wealth and employment This process of development can 
be enhanced in many ways by the 'right' kind of Support This may ränge from physical 
reforms as part of a package of legislation to create an environment where entrepreneurs 
may 'germinate' and 'flourish' by central government, to detailed consultancy to enhance 
aspects of a specific businesses performance at the local level, - to detailed training and 
education to provide the basic skills and expertise

Enterprise as a series o f personal skills and qualities vital to economic development. 
■Enterprise is the characteristic of people, groups and organisations which produces a 
disposition to self-realisation through achievement It encompasses the self-reliance to 
innovate, accept risk and act independently, if these are needed to complete tasks 
effectively. People and organisations showing enterprise have the drive, energy, creativity 
and leadership to see tasks through to completion by individual effort or successful 
teamwork.' (Cannon, 1991, p. 2).

Those whose notions o f enterprise development fall into this camp, tend to argue that 
the process o f developing small firms and businesses, is only the tip of the iceberg To 
ensure a supply of new businesses, you also must have a supply of people who want to and 
are capable o f starting and managing these businesses These people must have 
'enterprising' attitudes to want to Start the businesses in the first place Secondly they must 
possess the enterprising attitudes and competencies to enable the person to thrive in 
business once the firm has got off the ground

1t follows that the process of enterprise development and enterprise education is not so 
much the process of developing individual businesses, but the process of developing the (a) 
people who potentially and actually run these businesses, and (b) the people who may 
work in these businesses The main focus of enterprise therefore is the development of 
enterprising skills and competencies in people at all levels in society This is particularly 
important in the school and higher education Systems where traditional education has 
tended to stifle enterprising qualities

The creation o f an enterprise culture is often seen as an essential pari o f this process 
The 'enterprise' culture in this context is the creation of an educational and business 
Support environment where the enterprise skills and competencies can be instilled in people 
at all levels for the better development o f the society. In the UK context this means 
developing enterprise competencies and attitudes necessary to thrive nationally and 
internationally in today's complex and ever changing world, a world where Britain is 
commonly perceived to be slipping ever fürther behind our main industrial competitors

Enterprise as a series o f personal skills and qualities vital to good citizenship and the 
realisation o f the individual's fu ll potential. This view still acknowledges the necessity to 
develop enterprising skills and competencies throughout society but does not recognize as 
paramount the need to relate this to the industrial business environment Many teachers in 
primary, secondary and higher education see the development of enterprise not so much as 
an economic necessity, as a social necessity They would argue that enterprise is a quality
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(a) necessary to develop Creative responsible citizens; (b) necessary for people to realise 
their füll potential- to equip them for the varying demands of a complex, varied and ever 
changing world.

(Last year I gave an invited talk on enterprise development to a mixed group of local 
policy makers, practitioners and educationalists in Wales On being asked which of the 
three views of'enterprise' they identified most with, about one in five chose Option A:, a 
similar proportion chose B: and a clear majority chose C:, the one Option least related to 
economic development, and least in tune with Thatcherite economic principles)

Political advantages o f vagueness

We may speculate that it is the very vagueness of terms such as 'entrepreneurship' and 
'enterprise development' that are attractive for some politicians, policy makers and even 
some academics. Essentially vagueness is usefül when Propaganda is called for. The 
absence of definition enables untested beliefs to be disseminated with a minimum of 
argument and conflict. Forcefül assertion can readily become acceptable, especially if the 
vagueness of the overarching concept enables a person to read into it his or her own 
notions o f the truth. The vagueness of 'enterprise' has been to the advantage of both 
govemment and academics in the 1980's in their attempts in the UK to change the national 
culture. It is rare to find any definitions in UK Government publications during the 1980s 
that promoted the 'enterprise' message Some academics too, who intrinsically believe in 
the 'enterprise gospel’, also tend to exploit vagueness through assuming that 'enterprise' is 
too well known and accepted to require careful definition or justification

Heterogeneity in underlying theoretical concepts

The basic ideas linking economic growth to the development o f small firms and of 
promoting 'enterprise' were already being developed in the 1970s (See Mussati, 1990, p 7) 
- well before the Thatcherite era in the UK History may show that Margaret Thatcher 
acted more as a catalyst to their adoption worldwide, rather than as an instigator. For 
example the importance of small firms had long been appreciated by policy makers in 
Japan and the FDR, and was seen as a vital reason for their economic success by the 1970s 
(Neck 1987, p. 23) In the UK concern about the decline of small firms led to a major 
government report on small firms in 1971 (Bolton, 1971) Recession in the 1970s led to a 
growing appreciation of the poor state of British industry There was considerable 
Consensus that British industry was uncompetitive, with a decreasing supply of firms 
capable of producing the surplus the economy needed to invest in non-productive areas 
such as state welfare Both Mr Benn on the left of the labour party (then in government) 
and Mrs Thatcher on the conservative right (in Opposition) both advocated the revival of 
the market sector as a possible solution (Bacon and Eltis 1978, p 63).

The adoption of these ideas by politicians does not mean that they were novel ideas 
Many of the elements that underpin the concepts behind enterprise development and 
education already existed in different forms in the social Sciences. Enterprise development 
is predominantly a policy makers view of economic development It is characterised by an 
absence of easily recognisable academic roots, by ambiguity and much definitional 
uncertainty I hypothesise that this reflects the fact that enterprise development draws 
nebulously from several bodies of economic, sociological and educational theory, and is 
offen interwoven with elements of conventional wisdom Political need and circumstance 
primarily dictate which of these fundamental concepts are drawn upon to justify the policy
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being adopted What then are these fundamental bodies of theory'’ They include economic
concepts (detailed in figure 12 2):
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Figure 12 2 Economic concepts underlying enterprise development



Classical, neo-classical and modern monelarisl economic theories o f development: There 
are two fundamental basic ideas underlying these approaches

-  development as the gradual accumulation of Capital This was envisaged originally 
in terms o f  'physical' Capital -  money, labour and physical resources M odern neo- 
classical economists now acknowledge that 'human Capital' is a resource that should 
also be part o f  the equation. The  wealth of the nation is thus increased by the 
gradual and harmonious increment of physical and human Capital, accumulating in a 
state o f a general equilibrium o f competing economic forces.

- Laissez Faire' originating with early classical economists (Smith, Ricardo - see 
Meier and Baldwin 1964, p 20), that the most efficient use of resources is that 
when forces o f competition and the free market are given füll opportunity to operate 
unmolested by govemment Intervention. Economic growth and progress will be 
greatest in those countries where 'Laissez Faire’ policies are pursued with vigour.

Neo-classical economists (particularly Marshall: see Bateson et a l , 1988) developed 
Laissez Faire much further, inspired by Contemporary debates on Darwinian evolution and 
natural selection. Leave the economy alone, and enterprises will struggle for survival and 
ascendancy. In modern jargon, the leanest and fittest will survive. Modem monetarists are 
sophisticated variants of these 19th Century economic traditions (Smith, 1982)

The modern versions of monetarism inspire policies that are there to reduce govemment 
intervention in the processes of economic wealth creation and development. The role of 
govemment is to create an environment where competition can flourish, not to teil 
individuals, institutions of enterprises what to do. Encouragement of'enterprise education' 
is part of the overall policy to increase economic diversity and competition throughout all 
sectors, public as well as private Competitive forces will then raise efficiency, productivity 
and hence economic growth.

Schumpeterian economic theories. Entrepreneurship is not heavily stressed in the classic 
economic traditions, for those who run enterprises are merely part of the process of 
efficiency maximisation through the action of competitive forces Schumpeter, however, 
realised that the views of economic development as a balanced process of steady Capital 
accumulation were flawed. His alternative theories viewed economic development as 
taking place as a series of highly productive 'bursts', in which new technological 
discoveries and inventions provided a basis for rapid economic growth Crucial to this 
process was the entrepreneur, the being who instigated economic inpovation by seizing on 
inventions and new ideas and exploiting them commercially (see Meier and Baldwin 1984, 
pp. 87ff).

Schumpeter's theories on economic growth stress the dynamic and cyclical nature of 
development, with economic booms interspersed with economic depressions. Depressions 
are caused by the consolidation of entrepreneurial activity through the growth of 
corporations and bureaucracies, in which owners of firms cease to innovate, but become 
routine managers and administrators Tasks are delegated to teams of managers 
hierarchically controlled, and with routinised administrative roles and functions resulting in 
the progressive elimination of any sense of initiative As this process continues, 
entrepreneurial energy is progressively stifled until the next cycle of technological 
innovation and invention takes place The bureaucratic corporations are ill equipped to 
take advantage of these, so room is created for the next generation of entrepreneurs

Schumpeter's theories predict that as these cycles of boom and depression continue, 
there is a gradual deterioration of the whole entrepreneurial drive in people 
Entrepreneurial obsolescence takes place and infects the social institutions and ultimately
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the all important political institutions too. A Schumpeterian may argue that this Stagnation 
was what happened in the late 1970s in the UK Only by reviving the spirit of enterprise 
and by encouraging and reviving the entrepreneurial drive, skills and competencies could 
this near chronic Stagnation be reversed.

Economic theories o f human Capital. It was noticed by economists in the 1950s that a 
nation's wealth could not totally be accounted for through the accumulation of physical 
Capital alone The notion of 'human Capital' became firmly established as a major force in 
the early 1960s as ex colonial countries struggled for economic development Investment 
in education and health became regarded as essential pre-requisites o f economic 
development. It is no use having sophisticated equipment, complex organisations and so 
on if the people had not the knowledge to make use of them In the 1970s it became 
increasingly obvious that formal education was not necessarily the best route to 
development Critics noted that the supply of high level Professional jobs was limited in 
relation to the numbers coming out o f formal education expecting such jobs Nor was the 
link between economic growth and formal education that clear cut. Studies such as those 
by Robertson on Ghanaian female entrepreneurs demonstrated that education actually 
resulted in reduced business and trading activity (Robertson, 1984)

Parallel to this, human resource researchers were noting that in modernizing countries, it 
was not unusual to find high rates of unemployment existing alongside severe skill 
shortages (not unfamiliar in Wales and Scotland) Education, it became increasingly 
thought, should be much more vocational, technological and practical to resolve these 
Problems. Enterprise skills and competencies are, in this school of thought, essential skills 
associated with the need to flexibly respond to rapidly changing skill requirements. 
(Without this element o f changing conditions, the onus would be on solidly and 
unimaginatively replicating good practice - essential in many professions Would you feel 
comfortable with an ’enterprising' dentist or brain surgeon?)

Socio-cultural modernisation theories, (see figure 12.3) The idea that there are stages of 
human social development and growth, culminating in the most progressive Stage, modern 
Western capitalist democracies (Rostow, 1971). Underdevelopment is explainable in terms 
of people being 'behind' in this progression Doing something about it entails 'modernising 
them' Central to the overall approach are two notions (Long, 1976):

- That there are socio-cultural, psychological and economic obstacles and barriers to 
development for example people are underdeveloped because they are conservative, 
lazy, passive, unenterprising, dependent, unmotivated and so on.

- The idea of socio-cultural or psychological pre-requisites to development That is 
to say people first need to become Creative, innovative, dynamic, achievement 
orientated and so on Many of these modernizing qualities and attributes are inspired 
by the writings of Weber, who associated commercial success in Northern Europe 
and the USA with values drawn from their common Protestant heritage, and from 
the writings o f McClelland (1961)(who acknowledges his debt to Weberian idea), 
who advocated that a clear link exists between economic success and the 'need to 
achieve' The need to achieve in turn is heavily correlated with many attitudes and 
attributes that today would be considered 'enterprising' or 'entrepreneurial'.
Enterprise in this sense is a modern development of modernisation theory, in which 
'enterprising' skills, qualities and competencies are essential pre-requisites for
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economic and social development; while non enterprising characteristics are 
obstacles and barriers
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Figure 12 3 Modernization concepts underlying enterprise development
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Surprisingly there has been very little attention paid to the fact that entrepreneurship and 
Enterprise development can have not just one but several roles to play in a modern 
economy and society. Most studies tend to concentrate on one, and ignore the others 
Even where more than one role is identified, there have been few attempts to 
systematically explore the interrelationships between different roles.

Some primary roles for enterprise development are:

-Economic Development through Wealth Creation:
— Generating new industries. Storey (1982) points out that it is new firms rather 

than small firms that are vital for introducing innovation into the industrial base of 
a region High rates of new firm formation are thus likely to have a crucial effect 
on economic growth This is likely to be especially beneficial if new firms exploit 
innovations in high growth innovative sectors Insofar as new firms tend to Start 
off as small firms, promoting small firms is an important tool for encouraging 
economic development Some studies, however, have questioned the true value of 
small firms as innovators, arguing that large firms tend to succeed better as 
innovators (e g Oakey, 1979)

— Adding dynamism to the economy by introducing new competition by small 
firms to otherwise complacent large firms. This view was stressed by the Bolton 
Parliamentary Commission on Small Firms in 1972 and is a populär justification 
for promoting small enterprises. Its effectiveness is perhaps overstated as research 
shows that most small firms invariably compete directly with each other rather 
than large firms. The most effective competitors for large firms are other large 
firms

— The aggregate contribution o f small firms to GDP is significant in all countries. 
The more small firms there are the more the contribution will be. Proponents of 
this view can point to Japanese and German economic success based on a thriving 
small and medium firm sector (Brikau and Trinder, 1991) ln most countries in 
the world, especially third world countries, small enterprises are the most 
common unit o f production. They are also the most efficient users of resources 
(Nelson, 1987:1). It is not known, however, how far economic growth is due to 
the aggregate activities of small firms, or whether small firms increase because of 
opportunities created by economic growth due to other factors Proponents of 
dependency theory (e.g Frank, 1969) would argue, for example, that small firms 
only survive where multinationals allow them to

-Welfare:
-- Job Creation Population increase in many developing countries is resulting in 

the need to absorb an ever larger labour force. Tomecko (1990, p 17)) describes 
that in Kenya, for example, the wage and farming sectors lag far behind that of 
the informal sector, consisting of enterprises under 49 employees, in absorbing the 
growing active working population Economic restructuring in Western 
developed countries and most recently in Eastern Europe have resulted in massive 
unemployment in some Regions hitherto dependent on wage labour associated 
with traditional 'smoke stack' industries. Again small enterprises and seif 
employment have been regarded as important to absorb the unemployed, 
especially since the apparently promising findings of Birch (1979)

— Poverty Alleviation. By increasing employment and creating wealth the 
promotion o f small enterprises by implication reduces poverty In this sense small

Helerogeneity in roles fo r  enterprise development
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enterprise development as Harper points out, like all development, is ultimately 
'all about the reduction of poverty' (Harper, 1990, p 52) This Interpretation 
masks the fact that the relationship between small enterprise development and 
poverty alleviation has not been systematically and precisely focused upon. The 
reason for this may be that it is difficult to separate enterprise activities from other 
aspects o f economic life As Harper States: 'Small enterprise, at least for the poor, 
cannot be treated as a separate discrete activity: it is inextricably integrated into 
he web of economic activities which make up the daily struggle to maintain life. 
The same poor people in rural areas, for example, may in one year work as 
cultivators, hunters, gatherers, artisans, petty traders and wage labourers: any 
form of assistance which attempted to isolate these activities which can be defined 
as 'small enterprise' would be doomed to failure'
The role o f poverty alleviation is fürther complicated by the use of the word 
'enterprise' development in the sense of cultural qualities as prerequisites for 
entrepreneurial activity. The notion that a non enterprise culture contributes to 
underdevelopment and poverty is highly controversial and as yet based more on 
belief than hard evidence.

Incomplete penetration offree market principles

Most senior govemment oflficials and academics in the UK in the 1980s were educated 
during the 1950s, 1960s and 1970s, when orthodox strategies for local economic 
development stressed the value of planned intervention. The non-interventionist free 
market policies of the Thatcher Governments in the 1980s had to be implemented by these 
officials A similar Situation has now arisen in Eastern Europe and some African countries 
where free market policies are being legislated for at national level, but offen implemented 
at local level by the same officials who formerly pursued quite different policies 

ln these circumstances policies of planned intervention can coexist alongside national 
non-interventionist policies, all within the broad umbrella of the label 'enterprise 
development' - providing conflicting rationales and methods for promoting small 
businesses and furthering the cause of 'enterprise' education and training An example of 
this is the survival throughout the Thatcher years in the 1980s of national planning 
development agencies in Scotland (The Scottish Development Agency (SDA) and the 
Highlands and Islands Development Board (HIDB), which were set up by socialist Labour 
Governments in the 1960s These bodies were able to incorporate some aspects o f the 
Thatcherite agenda (e g small enterprise development and training, inner city regeneration) 
without having to sacrifice their planned approaches to the fiirtherance of economic 
development. The HIDB and SDA were recently replaced with twentthree Scottish Local 
Enterprise Councils (LECS), envisaged as flexible semi-autonomous development 
Companies run jointly by public and private sector representatives, with a remit to stimulate 
local enterprise and match more flexibly local development and training needs with 
govemment and private sector resources. The new LECs are much more in keeping with 
Thatcherite principles of stimulating rather than directing economic development The 
LECs, however, have succeeded in maximising continuity with the defunct development 
agencies by re-employing a high percentage of former SDA and HIDB officials. Planned 
intervention is still simmering underneath the surface of Creative enterprise
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Is there a method behind this confusion

From this analysis it becomes apparent why there has been so much confusion surrounding 
the whole area o f 'enterprise' and 'entrepreneurial' development, education and training 
These concepts form an eclectic approach to economic development, drawing from a 
variety of intellectual economic, sociological and socio-psychological traditions. These are 
not necessarily integrated with academic rigour, but can be loose interpretations and 
perceptions o f  these traditions by politicians formulating policy (for example how 
Margaret Thatcher perceived Adam Smith's ideas on 'Laissez Faire' is arguably more 
important in policy terms than the views of Adam Smith by any top economist). The 
emphasis of any particular tradition in the 'mix' o f ideas can also vary widely according to 
previous experience and political ideology. Local Government Officials trained as planners 
in the 1960s and 1970s still tend to pursue more Interventionist policies in promoting 
'enterprise' development and education, when allowed to. Policy needs, as demonstrated, 
are also divergent, and 'enterprise' policy, promotion and support can have a variety of 
roles, each ideally requiring specialist attention. Uncritical faith in entrepreneurial or 
enterprise development programmes is arguably in part a consequence of a failure to 
appreciate how different macro strategies of enterprise development effectively interface 
with specific needs. Such policy in the UK has never been described in a form that 
enterprise educationalists, trainers and practitioners can easily understand It is an open 
question whether Government in the Thatcher years could have speit out their policy on 
'enterprise', as many believe that it evolved in an 'ad hoc' manner around certain principles, 
rather than being rigorously planned.

An analysis o f 'enterprise' policy in the Thatcher years is thus a difficult exercise In 
hindsight 'enterprise' policy evolved, in practice, into two branches, one dealing with 
wealth creation and the other with 'welfare' The ’welfare' branch was implemented mainly 
through one Government Department, the Department of Employment (cynically labelled 
the Department o f 'Unemploymenf by many). Each had to contend with rival 
'Interventionist' views of 'enterprise' development, espoused particularly by the Opposition 
Labour Party Figure 12 4 outlines the policy of wealth creation. Firstly it should be noted 
that the first underlying assumption by both political parties is that economic growth is a 
norm and that demand is dynamic. Technological progress, social and political change are 
creating new economic and business opportunities all the time. If this assumption is not 
true, then there is little incentive to pursue 'enterprise development'. The emphasis would 
be in raising demand through (a) steady economic growth ( using traditional Keynesian 
principles o f economic management ) - or through redistributing wealth and curbing 
multinationals (guided by Marxist theories or by theories of structural dependency (see 
Frank, 1969, Foster-Carter, 1985, Long, 1976, chapter 4) More recently Dawson has 
argued, in evaluating the importance of the macro environment for small enterprise 
development, that:

' major attraction of the notion of small enterprise promotion is that it has been 
perceived as a way of helping the poor without infringing on the power of the rieh.
An analysis of the problem which suggests that the scope of small firm development 
is constrained not primarily by a lack of state assistance but rather by the power of 
large domestic and international corporations may well prove politically expedient' 
(Dawson, 1990, p. 40)
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Figure 12 4 Strategie policies for enterprise development in the UK for wealth creation
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Assuming sufficient potential demand, which both main UK political parties implicitly 
do, the next question is how to exploit it. Here views differ sharply. Figure 12.4 shows that 
the Thatcherite approach assumes that it is the free market that is the only efficient way of 
matching resources with opportunities This is because it is impossible for govemment to 
efficiently predict in an ever changing economic, political and social environment where 
the best new business opportunities are likely to be The 'interventionists' in contrast 
believe that business opportunities most likely to achieve high rates of economic growth 
canbe predicted in general terms - for example that they are most likely to lie in 
manufacturing, electronics, bio-technology, tourism etc).

The two approaches also have radically different Solutions on how to ensure that 
businesses with significant impact on wealth creation are introduced into the economy. The 
Thatcherite approach, as figure 12.4 shows, relies on competition to sort out high 
performance firms from the rest For the policy to work, there must be a continuous high 
rate of new firms starting to trade, to continually inject new diversity into the economy. If 
competition is to work, there must obviously also be a high rate of business failure An 
illustration o f this is provided by Reynolds and Maki (1990) in a study of the birth, death, 
expansion and contraction of US business establishments. Reynolds and Maki, 1990's 
study showed that the most prosperous regions in the US are associated not only with 
higher rates of new firm 'births', but also with higher rates of 'deaths'. This implies a 
’survival of the fittest' evolutionary process where competitive forces match opportunities 
with entrepreneurial talent. As in any

Darwinian environment, diversity and renewal are essential pre-requisites to 
evolutionary success Reynolds and Maki concluded (pp 90-91):

'The most important finding for public policy was the importance o f  high 
establishment and job birth and death rates to economic growth This was so 
pervasive that the analysis proceeded by combining both birth and death measures as 
indications o f  business establishment and job volatility. This was strong evidence 
that the process o f  economic change requires a substantial transfer o f resources 
(Capital, facilities, entrepreneurial and managerial talent) from one firm to another, 
from one industry to another Public policies that attempt to prevent such shifts by 
subsidising organisations and industry in decline may not only support non- 
competitive activity, they may retard the development o f more promising activities 
An adaptive economic System seems to require a substantial degree of volatility - 
business births and deaths, jobs created and destroyed The most suitable role for 
government entities may be to facilitate adaptation of the economic System through 
changes in business entities and jobs white minimising the social costs - interim 
unemployment, redeployment o f Capital and physical assets - associated with such 
transactions.'

Contrast this with the planned Interventionist approach in figure 12.4 The emphasis is 
on 'picking winners' Having targeted high growth sectors, new businesses in those sectors 
have to be ’nurtured', and much public sector investment must be spent before the full 
benefits can be realised Using 'the survival of the fittest' metaphor, what survives through 
competition may be tough weeds rather than productive fruit The interventionists, to use 
the 'gardening metaphor', would protect the fruit seedling until it was strong enough to 
survive and flourish. This is worth it as the end product is much better Unlike in the 
'competitive' approach, the interventionists see little merit in business failure. A failing 
business with proper support will live to thrive again one day The industrialist Sir John 
Harvey Jones on a televised recent visit to Poland, for example, condemned ’mindless'
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laissez-faire approaches He articulated the feelings of many industrialists in Britain in the 
1980s that:

'tough' free market approaches lead to the extinction of too many potentially good 
businesses A business can never retum if it leaves the market If it survives, 
however, it can always expand again when better times arrive Unfortunately 
business managers are not given sufficient time to re-adjust in times of recession or 
structural change. They are left to 'sink or swim' by policy makers, not realising that 
most will sink without trace.'

On contemplating the extinction of much Polish industry when exposed to the full wind 
of market forces, he stated: '1 am depressed. We are in a classic Situation where economists 
are playing with people's lives without understanding the problems (Harvey-Jones, 1991, 
BBC, 23 October).

The planned interventionist's case is illustrated further by Storey:

'Within an economy there are relatively few small firms which are both willing and 
able to grow and create a significant number of jobs. For example, amongst every 
100 northem English region manufacturing firms which started in business after 
1965, thirty per Cent ceased trading within three years, but amongst those surviving 
for sixty years, two firms at that Stage provided one quarter of all the jobs The key 
point is that in terms of job creation only a few firms matter, and it is only those 
firms which should become the focus of public policy’ (Storey, 1987, p. 325 - 
emphasis my own).

Smith (1982), in a critical discussion on 'monetarism' and its role in Thatcher 
Govemment's approach to industrial policy, also argues at length that in the German and 
Japanese post war economic miracles, government played a crucial and Interventionist role 
in its policy of industrial development: 'The Japanese example seems to undercut in a most 
decisive way, assertions to the effect that state Intervention inevitably has damaging 
economic effects, and that 'laissez faire' and the free market System offer the only hope for 
economic prosperity' (Smith, 1982, p. 231).

The role entrepreneurial and 'enterprise' education and training differs radically between 
the interventionists and non Interventionist approaches To the interventionists, it is lack of 
skills, particularly managerial skills, that prevent small businesses from growing to their füll 
potential. In times of change, it is lack of investment on retraining both in terms of 
managerial and work force skills that is the major cause of non survival Interventionists 
believe ultimately that the whole education System must be redesigned to 'Upgrade' Capital 
to enable people to have the technical background to participate fülly in the management 
and or work of high growth industries The main blockage is a ’supply' one, which only 
planned, orthodox, technical, entrepreneurial and managerial education and training, 
heavily planned and subsidised by the state, can produce results The German educational 
model with its stress on technological training and eduction is held up as an example to be 
emulated.

The non-interventionists, however, have supply problems of quite different kinds In 
theory education and training have a minimal role, as most wealth creation depends on 
enough businesses exploiting new potential demand As long as there is a plentifül supply 
of entrepreneurs willing to have a go (see figure 12 4), it does not matter if managerial 
incompetence produces failure If there is a market, someone with the necessary skills will 
eventually succeed in exploiting it. If skills are lacking. the enterprise and entrepreneurial 
private sector support industry will provide training as required for a price. If  there is no
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genuine demand for this training, the trainers will go out of business unless they learn to 
match Service to demand more efficiently.

In practice, however, there are two main areas of concern on the supply side. Firstly 
there may be too few entrepreneurs willing to test new opportunities Secondly dynamic 
volatile markets require flexible managers and workers to respond quickly to changing 
conditions, and able to acquire new skills quickly and efficiently. Significant inflexibility in 
attitudes and skills would handicap economic growth

The remedy for both these supply problems involves promoting an 'enterprise culture'. 
Gibb (1987, pp. 35-37) argues that the development of an 'enterprise culture' is no less 
than the development of entrepreneurial and enterprising attributes and competencies 
throughout society. These attributes draw heavily on ideas on post-Weberian socio- 
psychological pre-requisites for success in business and wealth creation (e.g achievement 
motivation, initiative, flexibility, creativity, independence, leadership etc - see Gibb, 1987, 
p. 11 for a füll listing) which must become institutionalised before significant social 
modemisation and development takes place 'Enterprising attributes' are the building 
blocks' o f the entrepreneurial culture. People can express enterprising attitudes in a 
multitude of personal, social and economic contexts. They become entrepreneurial when 
they are present to a marked degree and are focused on a particular task - usually a 
business task or context Government has a leading role to play in changing basic attitudes 
and beliefs, in creating a better climate in which such attributes and beliefs can be 
accepted

Gibb (1984, 1987, 1990) and in other papers sees government as having a leading role in 
promoting the enterprise culture through education and training policy. In particular 
government should, in Gibb’s view, change the education System to make it possible for 
people at all levels to train and enhance their entrepreneurial abilities and competencies. 
Programmes specifically targeted at the development of business skills, especially small 
business skills, are the 'front end' of this process of social engineering and educational 
change:

'In massaging entrepreneurial attributes, the role of education is potentially very 
important, and there is considerable overlap between the objectives of the education 
System and the development of enterprising persons. The focus and process of much 
of education as it currently Stands, however, may work against the nurturing of 
entrepreneurship. This process can be seen to operate particularly in the higher 
education and university sector and to a substantial degree in the business schools 
The potential for change in Support of enterprise education and small business 
training among all levels o f youth is enormous; there are a number of programmes 
which have already been actively been developed. A key factor in their ultimate 
success will be the degree to which they are clearly seen to develop the attributes or 
competencies associated with entrepreneurship The replacement of academic 
knowledge-based assessment criteria by competency criteria is still a challenge yet to 
be overcome
If the reinforcement o f  this trend in education and training seems to be desirable, it 
will need support from basic changes in the educational and training System, 
including the training o f staff, the changing o f  traditional attitudes to timing and 
subject content, the re-orientation o f rewards, particularly in the university sector, 
to encourage more flexible approaches, greater involvement with industry, 
development o f more multi-disciplinary approaches, and the re-orientation of 
traditional research values.' (Gibb, 1987, p 36).
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Is direct Intervention by govemment in promoting enterprise education and training as 
really essential to develop an enterprise culture as Gibb asserts? A 'laissez faire' 
govemment, it could be argued, could achieve most of its objectives without any direct 
intervention in education. This could be achieved by promoting the 'enterprise' message 
through normal channels of communication Business people can be honoured and set up 
as examples to follow. The monetary social rewards of successfül business ownership can 
be dangled as carrots to tempt employees to go it alone. The frustration of employment 
can be enhanced through changes in employment law For example employment law can 
be amended to favour employers in making 'safe' long-term jobs a thing of the past (short 
term contracts, squeezing pay, introducing appraisal, incentive pay), to ffustrate 
employees to an extern that starting a business is suddenly a more attractive prospect. As 
for flexible skills, human beings are naturally Creative and inventive, it could be argued, if 
they are given the opportunity do be flexible at work. The problem of ’inflexibility', 
therefore, is more to do with liberalising Systems of work than of educating or training 
enterprise competencies.

Those like Gibb who advocate govemment intervention to promote enterprise 
education and training, are 'targeted interventionists' in method, but are trying to operate 
within a non-interventionist 'laissez faire' Govemment strategy for industrial expansion. 
This might, at first, seem to be a difficult position from which to develop and carry out 
practical programmes of enterprise education and training, directly fünded by 
Govemment. In practice this has not proved to be so difficult. Indeed the 1980s saw 
considerable resources spent by the Thatcher Governments in carrying out a varied 
agenda of 'enterprise' education and training Many educational and training 
establishments in Universities, Colleges and in local govemment who have actively 
undertaken enterprise and entrepreneurial education and training in the 1980s have owed 
most o f their fimding to Govemment enterprise initiatives of one form or another. Is 
there a fundamental contradiction here in the Thatcher 'non interventionist' strategy9

A likely explanation is to be found in considering the role of govemment fünded 
enterprise initiatives. Most of them emanated from the Department of Employment, a 
primary dispenser o f welfare. Figure 12 4 shows that the competition policy of the main 
'wealth creation' strategy results in unemployment from uncompetitive businesses which 
have failed. In the early 1980s the industrial restructuring from the initial application of 
the competition policy, coupled with world recession, saw unemployment rise from just 
over 1 million to 3 million. Figure 12.5 outlines the Strategie policy options of coping 
with unemployment, options that were theoretically consistent with the free market 
monetarist policies o f which the 'wealth creation' strategies in figure 12 4 are a part As 
the theoretically ’correct' Option (i.e correct from the standpoint of monetarist doctrine - 
see Smith 1982) outlined in theorem 1 is politically unacceptable, and the solution of 
theorem 2 is a long term one, the pragmatic Option in 'theorem 3' were found to be timely 
and expedient Entrepreneurial training and the promotion of self-employment amongst 
the unemployed was a powerfül weapon to reduce the füll impact o f the unemployment 
figures Thus most o f the direct intervention by the Thatcher Govemment in fünding 
enterprise and entrepreneurial education and training was mostly conceived as a welfare 
measure, to buy time for the Overall non-interventionist strategy to work. By the end of 
the 1980s unemployment had declined appreciably and a record number ofjobs had been 
created, to keep pace with a growing active working population.
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ACADEMIC 
ROOTS OF IDEAS

THATCHERITE "LAISSEZ FAIRE" 
APPROACH:

THEOREM 1: UNEMPLOYMENT IS A 
VOLUNTARY STATE. ANYBODY 
WHO WANTS TO GET A JOB CAN 
DO SO BY LOWERING HIS/HER 
WAGE RATE LOW ENOUGH TO 
MATCH LABOUR DEMAND. 
OBVKXJS ANSWER OF SCRAPPING 
ALL WELFARE PAYMENTS IS 
UNACCEPTABLE FOR POLITICAL 
REASONS:THUS -------------------------

SOCIAL
MODERNISATION

THEORIES

THEOREM 2: THE LONG-TERM 
UNEMPLOYED ARE CULTURALLY 
INCAPABLE OF BEING 
SELF-RELIANT AND ENTERPRISING 
AS THEY HAVE BEEN SOCIALISED - 
INTO A -DEPENDENCY- CULTURE 
AFTER DECADES OF SOCIALIST 
CONSENSUS AND UNION POWER.

THEOREM 3, THE UNEMPLOYED _ 
ARE UNEMPLOYED ONLY IF THEY 
APPEAR AS UNEMPLOYED IN 
OFFICIAL STATISTICS. -

DIRECT AND 
FORCEFUL 

INTERVENTION BY 
GOVERNMENT IN 

ENTERPRISE 
DEVELOPMENT. 
EDUCATION AND 

TRAINING.

RECESSION AND INDUSTRIAL 
RESTRUCT1NG CAUSED HIGH 
UNEMPLOYMENT IN 1980s.

ASSOCIATED REMEDIES;
MAIN REMEDY IS THE SUCCESS OF 
MAIN WEALTH CREATION POLICY 
BASED ON FREE MARKET 
PROMOTION OF NEW ENTERPRISE 
THIS IS A LONG TERM SOLUTION 
WHAT ABOUT THE SHORT-TERM? 
SEE THEOREM 3.

CREATE AN "ENTERPRISE 
CULTURE" TO INSTILL A NEW SPIRIT 
OF ENTERPRISE IN THESE 
SOCIALLY DISADVANTAGED 
PEOPLE.

MASSAGE FIGURES/CHANGE 
DEFINITIONS

FREEZE MATERNITY BENEFITS AND 
DISCOURAGE FREE CHILDCARE TO 
PREVENT ’ ECONOM ICALLY 
INACTIVE- WOMEN WANTING TO 
JOIN THE ACTIVE LABOUR FORCE 
AND BE CLASSED AS 
-UNEMPLOYED*.

A TRAINEE UNEMPLOYED PERSON 
IS NO LONGER UNEMPLOYED IN 
THE FIGURES AND IS RAISING THE 
CHANCES OF FUTURE 
EMPLOYMENT. PROVIDE TRAINING 
SCHEMES FOR PROBLEMATIC 
CATEGORIES OR LONG TERM 
UNEMPLOYED PEOPLE, (e g. school 
Isavers).

ENCOURAGE ENTRY INTO 
SELF-EMPLOYMENT BY PROVIDING 
MASSIVE SUPPORT FOR START-UP 
PROGRAMMES, COUNSELLING, 
ADVICE AND FINANCIAL SUPPORT. 
NEW BUSINESSES BY THE 
UNEMPLOYED ARE UNLIKELY TO 
THRIVE AND GROW. BUT HAVE A 
REASONABLE CHANCE OF 
SURVIVAL.

EVERY PERSON WHO STARTS A 
BUSINESS:
- removes him/hers®lf from 
unempioyment figures

A PROPORTION ALSO:
- involve/amploy dependents in business
- otlicialty employ others

Figure 12.5 Strategie policies for enterprise development and education in the 
UK: For 'welfare' needs The Thatcher approach
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The post Thatcher era

'Darwinian' free market competitive strategies to match resources to new business 
opportunities work best when general market conditions are favourable. The early 1990s 
have been times of severe recession in the UK, and unemployment is creeping up again. 
There is less talk about 'enterprise', the enterprise culture, entrepreneurship, seif reliance, 
’pricing yourselves out of jobs', and other hallmarks of the rhetoric of the Thatcher years 
Majorism is still committed to free enterprise policies, but the Thatcherite taboos on 
planning and targeted Intervention are blurring. Michael Hesletine the Minister for Trade 
and Industry is said to be in favour o f selective intervention, and to be developing some 
kind of planned industrial policy The role of enterprise education and training in the UK is 
now unsure. There may well be a shift towards more orthodox entrepreneurial training, 
less geared towards instilling a ’spirit of enterprise’, and more targeted towards closing 
identified skill gaps in management competency. The recent growth of interest in business 
growth programmes at the expense of start-up programmes is perhaps a Symptom of the 
change in mood

Conclusion

This paper has demonstrated that there has been more faith than Strategie reasoning in the 
development and implementation of enterprise and entrepreneurial education and training 
in the UK during the 1980s. Indeed there has been considerable confusion, as 'enterprise' 
development is a woolly concept that encompasses several senses of meaning, a diversity 
of roles, and is underpinned by several distinctive and possibly incompatible academic 
traditions o f economic and social development

The Thatcher era saw the ruthless adoption of non-interventionist 'enterprise' strategies 
of wealth Creation, based on 'laissez faire' free market principles The paper contrasted 
this approach with alternative planned intervention approaches to enterprise 
development. The main lesson to emerge is that in their different ways, both kinds of 
strategy can work in achieving increased economic growth However the role of 
entrepreneurial and enterprise training in each strategy is quite different To maximise the 
effectiveness o f such education and training, the development of programmes and the 
delivery of training must be consistent with the requirements of the macro Strategie 
policy being adopted. Thus, for example, 'picking winners' in industries of high growth 
potential requires the upgrading of technological and managerial skills needed to thrive in 
such specialist sectors This kind of training is part of the 'nurturing' strategy of this 
interventionist policy. To train potential winners in this way would be wasted in the 
competitive non-interventionist free market strategies outlined in figure 12 4 The non
interventionist approach requires minimal direct government entrepreneurial training, but 
much training to be on offer when needed by individual firms. Catering for such 
unpredictable needs is a fiinction best carried out by the private sector sensitive to the 
needs o f specific 'training' Customers The emphasis on market volatility in the non
interventionist strategy makes any private sector consultancy or training particularly 
valuable for starting businesses

In the Thatcher years, most direct government funded enterprise Support and training 
was targeted on the unemployed Again the effectiveness of this training depends on 
awareness by the training developers and deliverers that their role is a welfare one rather 
than a 'wealth creating' one The failure by successive UK govemments to clarify 
Strategie objectives and how they can be fürthered by specific types of enterprise or
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entrepreneurial education and training has been a major cause of confiision, which has led 
to inevitable dilution of the effectiveness of enterprise training and promotion There is 
no evidence in the 1990s either that the UK government will be any clearer in defming 
the Strategie aims of its enterprise policy for the benefit of practitioners than it was in the 
1980s.
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13 Entrepreneurship education: 
Principles and consequences
Dietmar Rößl

Objective and reasoning

In the first chapter o f the present paper the specific requirements made and restrictions 
imposed on the educational program of the Department of Small Business Management 
are derived

This framework of requirements and restrictions results from the educational program 
being a part o f the Overall university education and ffom the makeup of the students at the 
Vienna University o f Economics in general and at the Department of Small Business 
Management in particular.

The second chapter of the paper deals with principal questions of defining the scope of 
the discipline 'entrepreneurship and small business management'. These questions result 
from the Overall structure of the education in business administration From an educational 
point of view the Integration of specialized university institutions into the existing ränge of 
specializations concerning lines ofbusinesses as well as functions asks to be justified In 
the next chapter we consider the effects of these restrictions on defining the subject 
matters of an entrepreneurship education within the Overall university education and on 
preparing the extensive subject matters for the students taking part in such an educational 
program

For further illustrations the educational program of the Department of Small Business 
Management of the Vienna University of Economics is briefly outlined. It is an attempt to 
master these subject matters in a greatly limited number of classes Finally the educational 
program which is based on these considerations is opposed to the expectations of the 
students as well as to the opinions ot graduates of this discipline The opinions of those
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graduates who founded or took over a Company after having concluded their studies are of 
special interest in assessing the educational program.

The department and its educational program within the framework of the university

After having concluded their basic studies the students have to choose specialized 
disciplines of the Science of business administration to continue their studies. The 
Department o f Small Business Management öfters such a specialized discipline within the 
branch of'business administration'. At the time being the students at the Vienna University 
of Economics can choose among twenty-one specialized disciplines which either reflect a 
function (as for example advertising, marketing, personnel, Organization) or a line of 
business (as for example insurance, trade, banking).

In some cases the requirements of the university severely limit a department in freely 
developing an entrepreneurship program (possibly conforming to market trends):

- As the educational program as a specialized discipline of the university education 
in business administration has to be integrated into the continuing studies, the 
requirements have to be met and the restrictions observed.

- Thus the educational program offered must comply with the following basic 
prerequisites which are typical for universities without tuition and admission 
restrictions:
— It must be possible to complete the program in two years.
— As the students have to study numerous other subjects beside what is 

offered in 'small business management', preliminary examinations on 
only four weekly classes in the specialized discipline of business 
administration are obligatory.

— Requirements beyond the above (as for example entrance requirements, 
additional examinations, the participation in particular courses) can only 
be recommended, but cannot be declared obligatory.

— As the students may write the obligatory diploma thesis also at another 
department with füll professorship, the diploma thesis cannot be
included as an integral part of imparting knowledge and spreading the subject 
matters.

-- Finally there is a diploma examination at the end of the studies, which 
consists o f a four-hour written examination and a final oral examination

These restrictions, for example, imply that the students cannot be forced to take more 
examinations than are generally planned Moreover, the written diploma thesis cannot be 
replaced by practising in a Company, even though this were thought to make sense

Some of the students of the Department of Small Business Management intend to Start 
or take over a Company, others think of taking on management positions in small and 
medium-sized enterprises or will be conffonted with SME-related problems in other 
organizations Still another group of students Starts out from the consideration that 
independent of their future Professional plans it is more expedient to leam something about 
all the problems of one type of enterprise than to specialize in a functiona! field. Thus the 
educational program cannot be limited to 'entrepreneurship education' only.

For this reason the educational program of the Department of Small Business 
Management is not only an 'entrepreneurship program'. It is to be characterized as a course 
of studies of 'small business management' which tries to integrate 'entrepreneurship 
education' to a large extern
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In Support o f 'small business management' as a specialized discipline o f the Science of 
business administration

Differentiating the sub-discipline 'entrepreneurship and small business management'. 
Questions o f defming the scope of the discipline 'entrepreneurship and small business 
management' are o f great importance, as for European universities it is still no matter of 
course to establish SME-oriented educational programs, although there are numerous 
successfül 'entrepreneurship programs' in the United States1.

On top of that specialized university institutions ask to be justified

-  front an organizational point o f  view conceming their integration into the 
existing ränge o f  already existing specializations and

- front an economical point o f  view conceming cost-benefit considerations

In the Science o f business administration we usually differentiate between the 
fundamentals o f business administration (management studies) and fiinctional as well as 
product-related approaches.

Every additional differentiation o f sub-disciplines increases definition problems and the 
danger o f  duplications as well as o f a fragmentation o f the discipline. Additional 
Classification criteria, however, aggravate the problems unproportionally. In Order to 
efficiently plan Science and research it is necessary to ensure that, on the one hand, there is 
no subject matter o f  a discipline which is not dealt with in any o f its sub-disciplines and 
that, on the other hand, there are no duplications which mean inefficiency due to parallel 
research which is not intended, but probable.

Beside the Classification criteria already mentioned, the following possibilities are among 
others being discussed and in some cases also made use of3 :

- Classification of business administration according to certain Company sizes
- Classification o f business administration according to phases in the 
development process o f enterprises (start-up, growth, etc.)

- Classification o f business administration according to different types of 
entrepreneurs (e g. the 'real entrepreneur1 or 'Schumpeter's entrepreneur' versus a 
small business administrator, management business, family business, etc.)

- Classification according to the geographic region of entrepreneurial activity 
(business administration of multinational enterprises, questions on Europe, 
questions on Eastern Europe, etc.)

-  Classification o f  business administration according to the entrepreneurs' objectives 
(profit versus non-profit organizations, social economy).

A  s p e c ia l  e d u c a t i o n a l  p r o g r a m  f o r  s m a l l  b u s in e s s  m a n a g e m e n t
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T h e  fo llo w in g  p o in te d  e x a m p le  i l lu s tra te s  th e  d e fin itio n  p ro b le m s . T h e  s ta r tin g  p o in t  a r e  m a rk e tin g  
P ro b le m s  o f  a  sm a ll b u t  g ro w in g  n o n -p ro f it  t ra d in g  C om pany  o r ie n le d  to w a rd  E a s te r n  E u r o p e  (e x p o r t  

p ro m o tio n )  a n d  th e  q u e s tio n  o f  a ss ig n in g  th is  fie ld  o f  r c s e a rc h  to  su b -d isc ip lin es :

Classification criterion

only "function": 
additionally "product": 
additionally "size": 
add. "phase of development": 
additionally "region": 
additionally "objectives":

form

e.g. marketing 
e.g. trade 
e.g. small 
e.g. growth 
E astem  Europe 
non-profit

Gelds of definitions

Figure 13.1 Definition problems with several Classification criteria of business 
administration

Limiting the scope o f the sub-discipline 'entrepreneurship and small business 
management'. In case of the sub-discipline 'entrepreneurship and small business 
management' due to the heterogeneity of the subject matters these definition problems can 
be solved only by considering the other existing educational programs offered:

- Functional limitation:
Due to the universalistic education requirements we must accept overlapping as far 
as central functions are concemed. To what extent an international Orientation is 
integrated depends on whether the smaller units are dealt with in other sub- 
disciplines ('foreign trade' or 'international management').
As the course o f studies of'small business management' cannot impart all what is 
imparted by several courses of studies of functions together, it is necessary to thin 
out the material in the functional areas SME's cannot be reduced to operative 
(Information) management, also they are not simply 'small large-scale enterprises' 
(everything is the same, only more trivial), thus each and every selection o f subject 
matters is necessarily arbitrary and is possible only in a pragmatic manner on the 
new pay background of the 'average relevance of the subject matters'.3

- Limitation according to the line of business:
SME's exist in all lines of businesses. Here the subject matters can be limited, when 
problems specific to size are sufficiently dealt with in line-related sub-disciplines 4

- Limitation according to the objective of the enterprise:
In case there is a sub-discipline 'public economy' and/or 'business administration 
of cultural institutions' small non-profit organizations can also be left out for 
pragmatic reasons.

The sub-discipline 'entrepreneurship and small business management’ is always running 
the risk of wanting to offer too many subject matters The possibilities of limiting the 
subject matters must therefore always be taken In order to improve such possibilities of 
limiting the subject matters, SME-related problems should - if possible - be explicitly dealt 
with in other sub-disciplines5 Normally parts of the subject matters conceming SME's 
have to be ignored even though they are not covered in other sub-disciplines This results 
in the fact that several - downright typical - SME-dominated areas are offen neglected in 
the Curriculum:
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- professions (Iawyers, doctors, etc.)
- farms
- Services
- non-profit organizations (as for example in the cultural area and in sports).

In Support o f the sub-discipline 'entrepreneurship and small business management' from 
educational and economic points o f view. As a rule general management implicitly defines 
a large-scale greatly hierarchically structured industrial enterprise producing consumer 
goods utilizing the mass-production System and being legally structured as a joint stock 
Company as their reference. It is therefore necessary to create SME-related sub-disciplines 
in Order to achieve a correcting effect. Otherwise only the large-scale enterprises would 
benefit from the university education in business administration

Even if general management are limited to the actually ’universally valid' Statements6, it is 
necessary to transfer the general Statements that are independent of size and thus very 
abstract to SME's7.

After having established8 such a specialized discipline its justification from educational 
and economic points of view can be derived from the actual demand: in 1987/88 appr 
fifteen per Cent o f the students at the Vienna University of Economics chose the course of 
studies of'entrepreneurship and small business management'9. Dependent on the respective 
branch o f studies the students have to enrol in one or two of these specialized disciplines. 
Taking into consideration the numbers of students in the individual branches this means 
that the above-mentioned course of studies covers appr nine per cent of the demand for 
enrolments in a specialized discipline. Thus the number of students who choose the course 
of studies offered by the Department of Small Business Management is above average10.

As far as the national economy is concemed the discipline 'entrepreneurship and small 
business management' is o f significant importance as it produces entrepreneurs who are 
trained in Strategie thinking: While only appr. 6.5 % of the graduates of the Vienna 
University o f Economics join an existing Company of the parents, the family, etc.11, 
thirteen per cent o f the graduates of the discipline 'small business management’ do.

Requirements made on the educational program - positioning the educational program of 
the Department o f Small Business Management at the Vienna University o f Economics

The central question o f positioning the educational program. When going through current 
data a comparatively widely accepted list of requirements can soon be made out12; offen, 
however, they cannot be considered in educational programs of business administration13:

- social competence (guidance of people / ability to solve conflicts)
- ability to cooperate and work in teams
- ability to cope with stress
- an analytic approach in analyzing problems and a synoptic, holistic approach in 
developing and assessing Solutions

- international mobility
- positive thinking
- openness and straightforwardness
- knowledge of languages
- knowledge of data Processing

On the one hand, qualifications that imply a versatile employability also in other areas 
than the one especially trained for are central requirements14 As SME's are less structured
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intemally, this flexible employability is particularly valid for graduates o f entrepreneurship 
and small business management programs. Our ’knowledge' being temporary results in the 
necessity o f  being able to independently produce knowledge, because the knowledge 
imparted today as 'true and relevant' can tomorrow in the reality o f the Professional life 
tum out to be not sufficient and possibly not relevant or even wrong15.

On the other hand, the SME-specific Situation requires a graduate to be promptly 
employable16. As a rule there is no time for leaming without already taking on 
responsibility.

This thesis is supported by empirical data of the research reported on below17: Due to 
the lack of institutionalized training programs in smaller enterprises the necessary further 
education is significantly more offen acquired in the spare time and at one's own expense18 
As far as the demand for further education is concemed there are, however, no significant 
differences.

This results in the principal problem of positioning entrepreneurship and small business 
management programs in the Seid of tension between

- training a universalistic ability to solve problems and
- imparting practice-related and immediately exploitable, but more quickly 

outdated knowledge and abilities in having a command of the instruments o f  
business administration.

The decision in positioning the educational program. We assent to Zeitel's opinion that 
managerial qualifications become more important also or especially for SME's19, as the 
managerial qualifications of the entrepreneurs as well as the employees of SME's offen did 
not keep pace with the changes in requirements Offen SME's as suppliers and 
subcontractors do not meet the managerial requirements made by their large-scale 
Partners.

Hence follows the special importance:

- o f the ability to systematically analyze problems concerning any given Situation in 
a quickly changing environment and on the basis o f this analysis

- o f the ability to independently in a Creative and heuristic process develop Solutions 
adapted to the specific Situation.

- Also of special importance is the ability to communicate one's analyses and 
approaches, as ('Schumpeter's') individual fighter offen can no longer meet the 
manifold managerial and technical requirements

This is not to deny the importance o f  knowledge which can be put into practice as 
quickly as possible20. But

- first o f all in view o f  the limited time available for a course o f studies of'small 
business management' at the university a decision must be taken either in favour o f  
'imparting knowledge' or of'enabling the students to independently produce 
knowledge' and

- secondly commercially successful training courses which purely 'impart know 
ledge' are already offered

- It can further be argued that the qualities required such as the ability to take 
decisions and the motivation for the task again hint at the special importance o f  
personal qualities, acquired skills are named only secondarily21.

- The heterogeneity of SME's, the resulting complexity of knowledge necessarily to 
be imparted from a practical point o f view and the quickly changing practical
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requirements speak against orienting the program toward immediately exploitable 
instrumental abilities.
A homogeneous course of studies of business administration for SME's that is 
oriented toward instrumental knowledge would - as Zeitei concludes - be a 
failure22.
In view of the limited time this heterogeneity can only be faced by making a choice 
which without the educational program being oriented toward a line of business can 
only be arbitrary.
But the potential market does not seem to be sufficient for programs oriented 
toward lines of businesses. Looking through current entrepreneurship programs in 
any case reveals that there are only attempts to differentiate lines of businesses 
within integrated programs23.

Moreover, a course of studies of 'entrepreneurship and small business management' is 
not exclusively addressed to (potential) entrepreneurs, but to all groups of people who deal 
with SME-related problems24:

- management o f SME's,
- activities in economic policy (govemments, lobbies, etc ),
- in administrative authorities (trade authorities, etc.) and
- in enterprises which are partners of SME's (Consulting Services, management 
training institutions, financial Services, large-scale buyers of Services and goods of 
SME's, etc.).

These arguments ask to concentrate on abilities that go beyond bureaucratic and 
technocratic performing skills and beyond having a command of the instruments of 
business administration25. From this point of view detailed and immediately exploitable 
knowledge o f facts becomes insignificant. This is, however, in no case thought to back a 
science-oriented education not relating to practice in the sense of the metaphor of the ivory 
tower.

Nevertheless, the ability to systematically analyze problems and on the basis o f  the 
analysis the ability to independently in a Creative and heuristic process develop Solutions 
adapted to the specific situations are the central educational requirements o f a course o f  
studies o f  small business management at the university.
With this principal positioning given the choice of subject matters and the didactic methods 
(e.g case studies) cannot eliminate, but reduce the danger of neglecting a relation to 
practice and routine.

Determining the subject matters. For the specific context o f the course of studies o f 
'entrepreneurship and small business management' at the Vienna University of Economics 
we found out that training the ability to combine modules of what has been leamed to 
completely new combinations in concrete situations is to be seen as the central educational 
objective. Therefore, the question by means of which subject matters

- the ability to apply general abstract Statements to concrete problems or Statements 
specific to certain cases to other concrete situations and also

- the ability to recognize the general abstract content of Statements that are specific 
to certain cases and thus

- the ability to independently produce knowledge is trained seems to be almost 
secondary
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Nevertheless it is o f course appropriate and obvious to develop and train these 
universalistic abilities within the ffamework of conditions specific to SME's.

Such specific conditions under which SME's operate and by which the subject matters 
can be Oriented are for example:

- dynamic aspects specific to development (start-up and shutdown of an enterprise, 
Problems of growth and shrinkage)26

- management in case of greatly limited and thus limiting resources (lack of know- 
how, limited Capital resources, small repertoire of methods and instruments of 
business administration, dependency on individual persons, etc.)

- importance o f interfacial management (interfaces between functional areas, 
relations between individuals as well as between enterprises, interfaces between the 
enterprise and the private life of the entrepreneur, etc.)

Consequences and realization

Beside the central educational objective of developing systematic and analytic methods of 
thinking and abilities to heuristically solve problems the educational program can only 
initiate individual further education in Order to meet a lot of other requirements:

- using specialized English literature to signalize the importance of knowing foreign 
languages

- supporting students in connection with exchange programs
- training the students' conduct by having them present case studies (sometimes with 
the entrepreneur concemed attending this presentation) - at least making them 
aware of the importance of a self-confident manner.

After a long discussion within the Department the educational program was changed 
according to this Orientation starting with the summer semester o f 1989:

- Subject matters which are quickly outdated or which anyhow compellingly require 
a specialist when needed in practice (e.g details of various legal problems)27 or 
which can easily be looked up (e.g. structures of the economy and of lines of 
businesses) were reduced

- The educational program was extended in exchange for less details. While before 
the reform in a practical course, for example, SME-specific forms of bookkeeping 
were taught, these forms are now seen only with respect to advantages and 
disadvantages conceming their information content for business administration. At 
the same time in this course, for example, the ränge of subject matters was 
significantly extended and now in principle comprises the complete operative 
information management which is partly gathered in project case studies.

- Systematic and analytic thinking and Creative problem solving was increasingly 
promoted by pushing the case study method:
While previously for simple, though offen arithmetically sophisticated examples 
single-valued results in the sense of right or wrong were looked for, now the 
algorithmic insolubility of real cases is discussed.
While previously exemplary structural data were presented to the students, the 
students must now themselves collect the information necessary for working on a 
case (e.g market size, market growth, distribution o f competitors according to size, 
intensity o f  competition, information on the Consumers' behaviour o f the relevant
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target groups) in a Creative and heuristic process. Quite a lot o f students fail
because o f  the necessary - formerly given - first Steps in the working process:
— Working on a project in groups / team management,
— Splitting up the problem into sub-problems,
— formulating the possibly helpful necessary information input,
— defining the sources that could offer the necessary information (statistics, 

specialists, etc.)

For the students who offen preferred to have recipes imparted and not the understanding 
of a problem, these changes were painful and in certain stages also frustrating. As a 
consequence of these changes which were repeatedly communicated also the makeup of 
the students changed afler a certain time-lag According to tendency the number of 
students interested in immediately exploitable instrumental knowledge decreased. The 
Claim formulated by this group to have the instruments of business administration28 
imparted in eight practical courses with twelve classes each in such a way that the 
knowledge is directly applicable can in any case not be satisfied without being limited to a 
few instruments.

The current Orientation o f  the educational program also leads to a limitation o f  the 
instruments dealt with The choice is, however, made by the students who choose 
instruments for and apply them to a given problem The central requirement is not the 
command o f  certain methods, but the ability to Orient oneself by the problem and 
independently identify and apply instruments offen only slightly known to the students in 
the beginning in Order to improve the quality o f a decision.

The central items o f this concept are the Integration of practitioners into several lectures 
and Seminars as well as the training of analytic thinking and heuristic problem solving by 
means of practical cases

This method is briefly illustrated by the example of the practical course 'marketing in 
SME's' In every semester the trainer and also participants win entrepreneurs to cooperate. 
At first the students practice the case study method by means of one up to two cases in 
literature Afferwards the participants work in teams on problems either given by the 
entrepreneur or identified by the students themselves. In regulär meetings with the trainer 
an analytical fVamework is developed. Hereby the role of the trainer should be restricted to 
guiding the students toward formulating the correct questions The team itself then 
concretely analyzes the problem and develops a proposal for a solution to the problem. At 
the end of the practical course the teams present their results This allows them to practice 
various presentation techniques. It is then the task of the trainer to guide the participants 
as moderator of a discussion or by setting up teams toward recognizing the general 
Statements o f the specific case and understanding the connection between the problem and 
the Steps of analysis applied.

In the beginning the entrepreneurs offen see their co-operation in these practical courses 
as doing the students a favour. As the work on the project goes on, they accept the 
students and their work and thus also the university's work more and more

The fact that entrepreneurs take part in the final presentations, although they already 
received a written report and that in case of newly emerging marketing problems they 
again offer to cooperate shows that the entrepreneurs also gain by the work o f the 
students33.
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Lectures:
L e c tu re s  a r e  f re e ly  o f fe re d  to  th e  s tu d e n ts  w h o  a re  a s k e d  to  a t te n d  th e  le c tu re s  reg u la rly , b u t  a re  
e x a m in e d  o n  th e  s u b je c ts  o f  th e  le c tu re s  o n ly  in  th e  fin a l e x a m in a tio n  o f  th e  c o u rs e  o f  s tu d ie s .

M a in  le c tu re  s p re a d  o v e r  tw o  S em este rs:
•  s m a ll  b u s in e ss  m an a g e m e n t 4  w eek ly  c la sses  p e r  s e m e s te r

Lectures of practitioners:
T h e s e  le c tu re s 29 in c lu d e  k n o w le d g e  g a in e d  th ro u g h  p ra c t ic a l  e x p e rie n c e . T h e  le c tu re r s  a r e  a n  
e n tr e p re n e u r ,  th e  lo n g -te rm  h e a d  o f  a n  S M E -s p e c if ic  fm a n c in g  d e p a r tm e n t  a n d  a  d a ta  p ro c e s s in g  
c o n s u lta n t.
•  E m p lo y in g  m a rk e tin g  in  S M E ’s 2  w e e k ly  c la sse s  p e r  s e m e s te r
* E m p lo y in g  fm a n c in g  in s tru m e n ts  in  S M E ’s  2  w eek ly  c la sses  p e r  s e m e s te r
* U s in g  d a ta  p ro c e s s in g  in  S M E ’s 2  w eek ly  c la sse s  p e r  s e m e s te r

Practical courses on case studies:30
A t  le a s t  tw o  o f  th e se  p rac tic a l c o u rs e s  m u s t  b e  c h o se n . B e fo re  b e in g  a d m it te d  to  w o rk  o n  p ra c t ic a l  
c a se s  a n  e x a m in a tio n  o n  s e le c te d  re le v a n t  l i t e r a tu re  h a s  to  b e  ta k e n .

Practical development-oriented courses:
* S ta r tu p  o f  a n  e n te rp r is e  1 w eek ly  d a s s  p e r  s e m e s te r
• S h u td o w n  o f  a n  e n te rp r is e  1 w eek ly  d a s s  p e r  s e m e s te r

Practical mstrument-oriented courses:J1
* I n s t r u m e n ts  o f  o p e ra t io n s  m a n a g e m e n t 1 w e e k ly  d a s s  p e r  s e m e s te r
* In s t r u m e n ts  o f  S tra teg ie  m a n a g e m e n t 1 w eek ly  d a s s  p e r  s e m e s te r

Practical function-oriented courses:
• F in a n c in g 1 w eek ly  d a s s  p e r  s e m e s te r
• P ro c u re m e n t /p ro d u c t io n 1 w eek ly  d a s s  p e r  s e m e s te r
• P e r so n n e l 1 w eek ly  d a s s  p e r  s e m e s te r
* M a rk e t in g 1 w eek ly  d a s s  p e r  s e m e s te r

Seminars:
B e fo re  a tte n d in g  a  s e m in a r  tw o  p ra c t ic a l  c o u rs e s  o n  c a se  s tu d ie s  m u s t  h a v e  b e e n  c o m p le te d .
•  T h e  su p p ly  is d e te rm in e d  b y  th e  d e m a n d  s o  a s  to  h a v e  10 p a r t ic ip a n ts  p e r ,s e m in a r  a t th e  m o s t .  T h e  

H e a d  o f  th e  D e p a r tm e n t  a n d  o n e  p r a c t i t io n e r  w h o  is s e le c te d  a c co rd in g  to  th e  sp e c if ic  to p ic  lo o k  
a f te r  th e  se m in a rs .
(5  s e m in a rs  2  w eek ly  c la sses  p e r  s e m e s te r )

* M o re o v e r ,  s tu d e n ts  i rre g u la r ly  p r e p a r e  s e m in a rs  a n d  w o rk s h o p s  o n  v ary in g  to p ic s  to g e th e r  w ith  
c n tr e p re n e u r s .
(p ro je c t  s e m in a rs  2  w eek ly  d a s s e s  p e r  s e m e s te r )

Diploma thesis:
T h e  d ip lo m a  th es is  d o e s  n o t h a v e  to  b e  w r i tte n  in  th e  sp e c ia liz e d  d is d p l in e  o f  b u s in e s s  a d m in is t r a t io n  

c h o sen  a n d  c a n  th u s  n o t  b e  in c lu d e d  as  a n  in te g ra l  p a r t  o f  te a c h in g . In  a c c o rd a n c e  w ith  th e  o b je c t iv e s  o f  th e  
u n iv e rs ity  as a  w h o le  th e  d ip lo m a  th es is  is s e e n  a s  a  s in g le  sc ie n tif ic  w o rk  a im in g  a t  g e n e ra t in g  S ta te m e n ts  
th a t  c la im  v a lid ity  fo r  a  b r o a d e r  fie ld . T h e r e f o r e ,  s im p le  r e q u i r e m e n ts  c o n c e rn in g  th e  th e o ry  o f  S cience m u s t 
b e  m e t.  A  p u re ly  casu is tic  w o rk  w ith o u t an y  im p lic a tio n s  g o in g  b e y o n d  th e  iso la te d  c a se  o n  g e n e ra t in g  th e se s , 
o n  ju d g in g  th e  v a lid ity  o f  S ta te m en ts , e tc .  is  n o t  a c c e p te d  .

* p r e p a r a to r y  c o u rs e  o n  m e th o d s  2  w e e k ly  c la sse s  p e r  s e m e s te r

Diploma examination:
T h e  fin a l e x a m in a tio n  a t th e  e n d  o f  th e  s tu d ie s  c o n s is ts  o f  e x a m in a tio n s  in  d if fe re n t  d isc ip lin c s . T h e  

d ip lo m a  e x a m in a tio n  in "sm all b u s in e ss  m a n a g e m e n t"  c o m p r ise s  a  4 -h o u r  w r i tte n  e x a m in a tio n  a n d  a n  o ra l 
e x a m in a tio n  o n  th e  e n ti r e  su b je c t m a t te r .

Figure 13.2 The current educational program
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Requirements made and opinions given on the educational program from the point 
of view of the students and graduates

The empirical research

On the problem concemed (requirements made on the educational program, the students' 
motives and development pattems of graduates of the course of studies of 
'entrepreneurship and small business management' at the Vienna University of Economics) 
there are no transferable investigations34 on the low level of abstraction aimed at. Though 
it was tried to use the principally relevant sociological and psychological attempts33 to 
explain the choice o f studies and the following developments in Professional life as 
theoretical input and a means for structuring the research, the present investigation is only 
explorative. The data analyses may thus be used only as pure descriptions of an isolated 
case or as basis for inductively generating theses.

In Order to gain more Information on the students, their motives and plans for the future 
as well as füture career pattems and assessments of the educational program offered in 
March/April 1992 students and graduates of the educational program 'entrepreneurship 
and small business management' were questioned

The sample of students:

- Questionnaires were submitted to ninety-two students who in the summer Semester 
of 1992 took part in at least one out of the eight practical courses offered and who 
had passed the first intermediate examination (one questionnaire was not usable). 
Appr. ninety per cent of the students of one year were reached36

The sample o f graduates:

- 335 (seventy-eight per cent) of the 429 students who concluded their studies in the 
discipline 'entrepreneurship and small business management' between 1988 and 
1991 were questioned by means of written questionnaires37. three questionnaires 
could not be delivered38 and seven questionnaires were not usable so that frnally 
181 questionnaires could be used for the analysis (evaluable retum fifty-five per 
cent)39.

Opinions on and resnlt o f the educational program from the points o f view o f students 
and graduates

Expectations. The data on the fields o f activities and on the motives show clearly that the 
reforms of the subject matters of the educational program changed the makeup of students 
choosing the discipline 'small business management':
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graduates students level of significance40
accounting/auditing 24% 8% ***
Information management 25% 17%
management 20% 31% a
education 8% 8%
entrepreneur 9% 49% ***
sales 17% 15%
organization/data processing 21% 15%
staff positions 7% 20% ***
marketing/public relations 21% 31% *

Figure 13.3 Fields of activities of the graduates and fields of activities aimed at by the 
students of the discipline 'entrepreneurship and small business management'

Furthermore, the present students of the discipline 'small business management' are 
ready to work significantly more than the graduates41 and speak considerably more 
languages42.

fo rm e r  s tu d e n ts

m o tiv e s i D W 3 n i IV SCW)
IS v  43'

(3-5) . V I V II 43
V t)

p e rc e n ta g e 3 3 % 6 7 % 2 5 % 7 5 % 8 % 1 7 % 8 3 %

in te re s t  in  su b je c t 7 2 % 8 0 % 6 7 % 8 1 % • 8 6 %  fl 9 0 % 7 4 % •

u se fu ln e ss 5 2 % 6 1 % 4 3 % 6 3 % • 7 9 %  • 7 1 % 5 5 % a
d e v e lo p m e n t
o f  p e rs o n a lity 7 % 7 % 7 % 7 % 7 % 4 % 8 %
c h a lle n g e 1 5 % 1 8 % 1 7 % 1 6 % 7 % 1 0 % 1 8 %
re c o m m e n d a t io n 7 % 1 6 %  o 9 % 1 4 % 0 % 3 % 1 5 % a
n e g a tiv e  se le c tio n 1 8 % 2 2 % 2 2 % 2 0 % 7 % 1 0 % 2 3 % a
p rev io u s  k n o w ie d g e 1 2 % 6 % 1 3 % 6 % 7 % 1 3 % 7 %
ea sy  s tu d ie s 5 % 4 % 7 % 4 % 0 % 0 % 5 %
p a re n ta l  C om pany 1 00% 0 %  -44 1 0 0 % 1 0 % 100% 4 5 % 3 1 %

c h o o se  S B M  ag a in 5 1 % 5 8 % 4 5 % 5 9 % a 6 9 %  o 7 6 % 5 2 % **

d u ra t io n  o f
s tu d ie s  (y ea rs ) 6 3 6.4 6 .3 6.3 6 .4 6 .4 6 .3

Figure 13.4 will be continued next page
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p r e s e n t  s tu d e n ts fo rm e r  a n d  p r e s e n t  
s tu d e n ts

m otives I 11 ‘ (t-2)45 V I v n  W 3 v m IX s «
S(8-9) su m  to ta l

p e r  Cent a g e 2 4 % 7 6 % 5 1 % 4 9 % 66% 3 4 % 1 0 0 %

in te re s t in  so b je c t 7 3 % 9 0 %  • 8 5 % 8 7 % 7 7 % 86% a 8 0 %
u se fu ln ess 8 2 % 7 4 % 8 0 % 7 1 % 5 8 % 7 6 % • • 6 4 %

d e v e lo p m e n t 
o f  p e rso n a lity 9 % 1 3 % 1 3 % 1 1 % 7 % 13% a 9 %
ch a llen g e 5 % 19% 1 5 % 1 6 % 1 7 % 1 5 % 1 6 %
re c o m m e n d a tio n 0 % 7 % 2 % 9 % 1 3 % 6% * 1 0 %
neg a tiv e  s e le c tio n 44 2 7 % 2 3 % 2 8 % 2 0 % 2 0 % 2 3 % 2 2 %
p rev io u s  k n o w le d g e 1 4 % 6 % 9 % 7 % 8 % 8% 8 %
e a s y s tu d ie s 5 % 1 % 2 % 2 % 4 % 2 % 4 %

p a re n ta l  C o m p an y 100% 0 %  -44 3 9 % 9 % 3 3 % 2 4 % a 3 0 %

c h o o se  S B M  a g a in 10 0 % 9 8 % 10 0 % 9 7 % 5 6 % 9 9 % * * • 68%
d u ra t io n  o f  
s tu d ie s  (y e a rs ) 4 3 4.4 4 .4 4 3 6.35 4 3 5 .47

Legend I 'Potential successors': group o f those graduates or students whose 
parents have a Company

II 'No potential successors': graduates o r students whose parents do 
not have a Company.

III 'Potential successors who failed': potential successors who did not 
take over the enterprise and who do not (or no longer) intend to do 
so (that is to say graduates who finally did not and will not take 
over the Company).

IV 'Actual successors and graduates without a parental Company': 
graduates without a parental Company and those who already took 
over the parental Company or still intend to do so.

V 'Actual successors': potential successors who already took over the 
parental Company or still intend to do so (that is to say graduates 
who finally took over or will take over the Company).

VI 'Entrepreneurs': those graduates or students who already set 
themselves up and those who intend to set themselves up after 
having acquired additional knowledge o f the line o f business and 
technical skills (no matter whether there is a parental Company or 
not).

VII N o  entrepreneurs': graduates or students who did not set 
themselves up and do not (or no longer) intend to do so.

VIII Former students (sample of graduates).
IX Present students (sample of students)
X General observation of the samples of graduates and students

Figure 13.4 Motives for choosing and general assessment of the discipline 'small
business management (SBM)' from the points of view of graduates and 
present students
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When - despite all methodical problems - the questioning of graduates and students 
conceming their motives for choosing the discipline 'entrepreneurship and small business 
management' is interpreted as shortened longitudinal study, several distinct changes 
become apparent which could bd traced back to the reform of subject matters as well as to 
the changes o f didactic methods in the summer semester of 1989:

- The percentage of potential successors is decreasing:
The clear Orientation toward 'enabling the students to independently produce 
knowledge' induced the students who are less interested in the ability to 
independently 'produce knowledge' to tum to other departments 
To one’s surprise this group is to a large extern made up of potential successors 
who are comparatively little motivated by subject matters. As a consequence 
the percentage of potential successors is decreasing (from thirty-three per cent to 
twenty-four per cent, a),
while the percentage of entrepreneurs is increasing (from seventeen per cent to 
fifty-one per cent, ***).

- An unproportionally high percentage of the potential successors is not 
intrinsically motivated:
Apparently potential successors are - due to the secure future they perceive and 
to the (wrong) opinion that on account of having grown up with an enterprise 
they already know everything - in general less interested in critically examining 
the subject matters48.
For twelve per cent (fife per cent) o f  the former (present) students whose parents 
have a Company this Company (possibly the wish/pressure o f the parents) is the only 
one o f ten given motives for choosing the discipline 'small business management' 
Beside the parental Company the potential successors name significantly less 
motives for choosing the discipline 'small business management'49.
While twenty-four per cent o f the former students have parents who own a 
Company and do not take over this Company, it is only four per cent o f the present 
students who do not intend to set themselves up although their parents have a 
Company50.

- The percentage of'potential entrepreneurs' is increasing:
The students are to a large extent made up of potential entrepreneurs and their 
percentage has been constantly increasing particularly in the last year 
seventeen per cent of the graduates of the years 1988-1991 can be identified as 
'entrepreneurs' This percentage constantly increased from fourteen per cent in 1988 
to twent-four per cent in 1991.
Among the present students fifty-one per cent 'intend' to set themselves up 
('entrepreneurial students'). Although appr. twenty-five per cent of these 
'entrepreneurial students'51 expect great initial students'52. problems when starting 
or taking over an enterprise, all of them would choose the discipline 
'entrepreneurship and small business management' again. This means that they 
defmitely have critical expectations of what such an educational program 
realistically can and what it cannot accomplish.
These 'entrepreneurs' have recognized the importance of an in many ways 
adaptable university education versus quickly outdated skills which can 
relatively easily be leamed on one's own or bought53 and they are to a great 
extent motivated by subject matters:
Ninety per cent (eighty-five per cent) of the 'entrepreneurs' chose the discipline 
'small business management' because of their interest in the subject matters offered
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and seventy-one per cent (eighty per cent) because of their practical exploit ability 
(usefiilness).
When comparing the motives it can be seen that this group is to a large extern 
intrinsically motivated, while the potential successors are rather extrinsic ally 
motivated

- The duration of the studies is not significally different for the two groups:
The engagement o f the potential successors in the Company of the parents 
seems to be neglectible54, as there is no difference in the mean duration o f  the 
studies, the higher Standard deviation possibly hints at the fact that some of  
them show above-average engagement in the parents' Company.

- The present students are better motivated:
The present students name significantly (o) more motives than the formet 
students for choosing the discipline 'small business management'. It can thus 
be concluded that the Department succeeded in positioning itself more clearly 
on the 'market' and thus also in 'upgrading itself.
The students questioned were on an average already in the 9th Semester o f their 
studies. Thus they know the course of studies and also the alternatives at the 
university very well From the fact that the students are extremely content with 
the educational program it can be concluded that the course of studies for the 
most part meets their expectations (motives). Although the educational 
program does not aim at immediately applicable knowledge, the students think 
that the subject matters are to a large extent exploitable in practice We thus 
conclude that the students have recognized that general abilities to perceive 
and solve problems - even though they have to be adapted to the respective 
Situation - are exploitable in practice

Career planning. Fifty-eight per cent of the graduates already had a clear idea of their 
profession before they started looking for a job. Twenty per cent of them already had this 
idea before starting their studies, fifty-eight per cent developed this idea during their 
studies and twenty-two per cent only at the end of their studies In comparison to the total 
average those graduates who already set themselves up or still intend to do so 
('entrepreneurs') significantly more offen have a clear idea of their profession and plan their 
career on a long-term basis55.

Employabilily. As far as the requirement made on graduates of a 'small business 
management' program to be immediately employable is concerned we must state that the 
educational program of the Department of Small Business Management only conditionally 
meets this requirement:

- Fiffy-two per cent o f the graduates say that they needed Professional training
- According to tendency training is more offen necessary in larger Companies56, but 

also in Companies with less than twenty employees the graduates are not 
employable without any further education57

Opinions. While the students have an extremely positive opinion on the educational 
program58, the graduates' opinion is clearly more critical: forty-four per cent of the 
graduates say that they would not choose this specialized discipline again and forty-eight 
per cent of the graduates say that they cannot make use of what they have learned The 
'entrepreneurs" opinion is, however, distinctly better: They more offen59 think that they can
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make use o f what they have learned, although it is precisely them who perceive the highest 
demand for further education60. Moreover, the 'entrepreneurs' would significantly more 
often choose 'small business management' again61.

As a rule the graduates questioned completed most of the course of studies of 'small 
business management' before the reform62. This group was hit hard by the changes, as in 
the practical courses they were not yet led toward thinking systematically and analytically 
and toward solving problems within the framework of SME-specific conditions in a 
Creative and heuristic way, while the diploma examination was already adapted to the new 
requirements after a short period of transition63.

When comparing those graduates who started studying 'entrepreneurship and small 
business management’ before the winter Semester of 1988/89 and those who started in that 
Semester and afterwards64 distinct differences can be seen.

These results may, however, not be overestimated, as the 2n<̂  sub-sample contains an 
unproportionally high number of successful students65 whose opinion on the studies 
chosen is better:

g ra d u a te s  w h o  s tu d ie d
p r io r  to a f te r lev e l o f

th e  re fo rm th e  re fo rm s ig n if ic a n c e

p e rc e n ta g e 7 6 % 2 4 %

in te r e s t  in
s u b je c t  m a t te r e 7 3 % 8 9 % *

p ra c t ic a l
e x p lo itab O ity 5 9 % 5 9 %
d e v e lo p m e n t
o f  p e re o n a lity 3 % : 8 %
c h a lle n g e 1 6 % 1 4 %
re c o m m e n d a t io n 13% 1 4 %
n e g a tiv e  se le c tio n 1 9 % 1 9 %

p re v io u s  k n o w le d g e 4 % 1 3 % «

e a sy  s tu d ie s 4 % 6 %

p a r e n ta l  C om pany 3 4 % 2 7 %

c h o o s e  S B M  ag a in 4 8 % 7 8 % • • •

d u r a t io n  o f
s tu d ie s  (y e a r s ) 6 .7 5 3 * * •

S ta n d a rd  d e v . 1 3 0 .8

Figure 13.5 Comparing the perceptions of the graduates before and after the reform of 
the educational program in 1989
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Finally it can be seen that those who would not enrol in the discipline 'small business 
management' again based their choice on completely incorrect assumptions:

c h o o se  S B M
ag a in

d o  n o t c h o o se  
S B M  again

lev e l o f  
sig n ifican ce

in te r e s t  in  
s u b je c t  m a t te r s 9 0 % 6 0 %

p ra c tic a l
e x p fo itab ility 6 4 % 5 0 % a
e a s y  s tu d ie s 1 % 9 %

Figure 13.6 Motives for choosing the studies of the graduates who are content and those 
who are not

Those graduates who would not enrol in 'small business management' again from the 
beginning identify themselves little with the discipline and are very insecure about their 
choice o f the specialized discipline: While those who would enrol in the discipline again are 
able to give a number o f reasons for their decision, those who now have a critical opinion 
on their choice name significantly66 less reasons for their original decision.

Those graduates who would not choose 'small business management' again did not 
choose the discipline because of an interest in subject matters or the practical exploit ability 
of the subject matters The only motive more frequently named by this group is the fact 
that they presume the studies to be easy

The unexpectedly long duration of studies of precisely this group shows that finally this 
expectation (to be able to conclude the studies without making great efforts) was not 
fulfilled either: While those graduates who would choose the discipline again completed 
the whole studies in appr. six years, those who would not choose the discipline again 
needed seven years67. More successfül students are naturally more content with their 
choice o f studies

Moreover, the more successfül graduates are also more content with what they have 
leamed. Th e  graduates' critical opinion in any case partly reflects a general frustration in 
Professional life:

- In particular those who were able to make use of what they have leamed in their 
Professional life are content with their choice of the discipline 'small business 
management', while those who took a job for which they were not prepared by the 
studies chosen naturally regret their choice68.

- The higher the starting salary is, the more content are the graduates with the 
education they received and vice versa The disappointment in the lower salary69 
and the discontentment with the job70 are projected on the education received
The discrepancy between the graduates' expectations and reality offen results in the 
practice giving them a shock71 on which they react by changing jobs and shifting 
the responsibility ffom themselves on to external circumstances
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C o n c l u s io n s  a n d  th e s e s

Some students o f earlier Semesters often chose the studies as 'practice-related school for 
entrepreneurs'. Due to the alternatives offered (e.g Hemstein, WIFI) and due to the 
makeup of students the Department of Small Business Management did not want to meet 
this Claim. The Department tried to fulfil the varying expectations and not to Orient itself 
completely by the requirements of an entrepreneurship education.

A final assessment o f the reform of the studies conceming subject matters and didactic 
methods is not possible yet, as the graduates questioned completed a substantial part of 
their studies before the restracturing and the sub-sample of those who studied afterwards 
contains an unproportionally high number of successful students.

The students accept the educational objectives and the didactic methods to a large 
extent. It must, however, be recognized that in view of the fact that the students are 
(basically) free to choose - after a certain delay in time - the supply creates a demand with 
those who feel that these subject matters and didactic methods appeal to them

It can be assumed that those who chose the discipline 'entrepreneurship and small 
business management' had prior to their decision considered Information on subject 
matters, educational objectives and didactic methods The Department itself helped spread 
Information on the conception of itself, its educational objective and the types of practical 
courses used within the university.

The educational program is located in the field of tension between the two extremes of 
’imparting knowledge' and 'enabling the students to independently produce knowledge'. 
The clear Orientation toward the second extreme induced students who are interested more 
in immediately exploitable subject matters to tum to other departments or other programs 
outside the university. This Orientation also kept students who are in general hardly 
motivated by subject matters away front the discipline 'entrepreneurship and small business 
management'

The group of those who are little motivated by subject matters is partly made up of 
potential successors. It can be concluded from the empirical data that the children of 
entrepreneurs are often pushed to choose a certain education of which the subject matters 
hardly motivate them:

For twelve per cent (five per cent) of the former (present) students whose parents have a 
Company this Company (possibly the wish/pressure of the parents) is the only one of ten 
given motives for choosing the discipline 'small business management'.

It is thus not surprising that those graduates whose parents have a Company, but who do 
not set themselves up are significantly more discontent with their choice of studies

The didactic method chosen (project case studies) forces the students to actively take 
part in the practical courses. Therefore, according to tendency the percentage o f students 
who are rather less motivated is decreasing As a consequence the percentage of potential 
successors is also decreasing, while the percentage of entrepreneurs is increasing This 
means that the Department succeeded in 'upgrading' the educational program and thus also 
the participants:
The present students are ready to work a lot harder for their studies To a large and above 
all increasing extent they consist o f potential entrepreneurs who have recognized the 
importance of an in many ways adaptable university education versus quickly outdated 
skills which can relatively easily be learned on one's own or bought
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Notes

1 The years of efforts made in this direction for example at the Dortmund and Lueneburg 
universities are a shining example for this Situation in educational policy In this 
Connection the Department of Small Business Management at the Vienna University of 
Economics which was founded already in 1936 and reestablished in 1956 is rather an 
exception.
The Situation in the United States with more than 300 universities offering 
entrepreneurship courses or entire entrepreneurship programs and almost 1000 
foundation chairs o f entrepreneurship education differs basically from the Situation in 
Europe (Weihe/Klenger/Plaschka/Reich 1991, 267f and the literature quoted in there).

2 Mugler 1984, 769.
3 In Order to grasp these relevant problems see Kahle 1986, 549.
4 In the sub-discipline ' small business management' trading Companies can for example be 

left out if there is a sub-discipline ' business administration of trading Companies'.
5 Mugler 1984, 773.

Size-related characteristics could for example be considered in the disciplines ' business 
administration o f trading Companies', '  international management', '  business 
administration o f tourism enterprises' etc.; also fiinctional sub-disciplines could relieve 
the sub-discipline ' small business management’ as far as the requirements made on the 
educational program are concemed

6 Loitlsberger 1983, 73.
7 Mugler 1984, 772
8 Estimating a potential demand is considerably more complex. Measuring the intention to 

consume a still unknown product is considerably more problematic in this case than with 
consumer products. Due to the fact that Services are associated with a concrete Situation 
of them being performed - which is completely unknown before the consumption - it is 
already more difficult to anticipate the intention to consume a Service In this case the 
measuring problem is aggravated by problems in communicating the product and by the 
fact that the product does not only depend on the Situation, but also increasingly on the 
persons involved (Likewise it is difficult to estimate the potential demand for a festival 
program of which the objectives are clear, but not the concrete dates, venues and 
especially actors, conductors and orchestras.)

9 Tholler 1988, 57ff
10 In 1987/88 there were only 17 specialized disciplines.
11 Tholler 1988, 57fT.
12 Author unknown 1990; author unknown 1991a; author unknown 1991b, Arbeitskreis 

1992.
13 Weihe/Klenger/Plaschka/Reich 1991, 231
14 Barthel 1990, 208f.
15 Weihe/Klenger/Plaschka/Reich 1991, 238
16 Kahle 1986, 554; Zeitei 1986, 779.
17 The way of choosing a profession of graduates of the discipline ' small business 

management' - demands and experiences; continuous research of the Department of 
Small Business Management, project Supervision: Roessl, D., project execution: 
Vosatka, K
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18 Level of significance: *** resp **
The level of significance relates to Chi-square or Fisher's exact test The error 
probability lies in case of 
a between 0.05 and 0.1,
* between 0.01 and 0.05,
** between 0.005 and 0 01 and 
*** below 0.005.

19 Zeitei speaks of the importance of a 1 science-oriented management’ (Zeitei 1986, 778).
20 Zeitei 1986, 779.
21 Otruba/Pelizon/Manner/Bleier/Hochreiner 1991, 70.
22 Zeitei 1986, 778f.
23 Weihe/Klenger/Plaschka/Reich 1991, 229.
24Mugler 1984, 774; Mugler 1986, 780; Kahle gives a narrower defmition o f the 

addressees (Kahle 1986, 546).
25 Mugler 1986, 780.
26 Mugler 1986, 781.
27 In some cases not of the same opinion Kahle 1986, 553.
28E.g. cost accounting, investment analysis, value analysis, SWOT analysis, analysis of 

Potentials, portfolio techniques, ratios, cash forecasting instruments, market research - 
techniques, balance sheet analysis, etc.

29 The results o f the examinations on two of these three lectures can be counted toward 
the diploma examination

30 In Order to identify the functional areas especially relevant conceming size compare, 
Kahle 1986, pp. 546-552.

31 These practical instrument-oriented courses must also be seen under the aspect o f 
training analytic thinking and Creative and heuristic problem solving

32 Mugler 1986, p. 781
33 Here we must hint at the fact that the entrepreneurs shall make their enterprises available 

only as objects of demonstration and provide the teams with the information they ask for 
if available The Department of Small Business Management neither promises a certain 
way of carrying out the project nor a certain input of time or work nor any result As the 
tasks are offen very complex and the teams’ qualification and readiness to work can only 
vaguely be estimated in advance, useful results cannot be promised
Also if  there are useful results from the point o f view o f the entrepreneur, as is 
frequently the case, the university or the trainer do not receive a n y 1 consultation fees’ 
Still business Consultants have already lodged protests.

34 On career planning, on the requirements made on graduates and on the courses of 
studies in general there are numerous investigations: Barth 1991; BMWF 1990a, BMWF 
1990b, Clement 1982; Grün/Tschirf/Michor 1991; Grün/Tschirf 1989, Tholler 1988.

35 For a survey of the attempts at explanation compare Seifert 1977 and Seifert 1990.
36 Owing to the lack of a formal enrolment for the specialized discipline ofTered by a 

department this number can only be calculated back from the numbers of graduates.
37 It was not possible to collect the complete data, as not all of the addresses were 

available The majority of the difference between 429 and 335 can be attributed to the 
graduates o f the discipline who have not yet concluded the complete studies and could 
thus not be identified as graduates in the centrally administered collection of addresses 
The rest can be attributed to changes in the data administration and concerns mainly the 
year 1988 We think that a systematic error caused by this choice of addresses can be 
excluded
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38 As many students change their domicile after having concluded their studies it must be 
assumed that many questionnaires were delivered (e g at the dormitory, the parents' 
domicile), but were not returned as undeliverable
This is supported by the unusually small number of undeliverable questionnaires, 
although for this data Collection it was expected to lie substantially above the values of 
other empirical projects (appr. ten er cent-fifteen per cent). Questionnaires received after 
April 28 could not be taken into consideration.

39 The evaluation o f the data has not been concluded yet. Therefore only the first results 
and their preliminary interpretation can be presented here.

40 see footnote 18
41 8per cent of the students want to work less than fourty-one hours per week, but thirteen 

per cent are ready to work more than sixty hours per week; the comparative figures 
conceming the graduates are seventeen per cent and seven per cent (level of 
significance: ä).

42 Almost fourty per cent of the students, but only fifteen per cent o f the graduates ' speak1 
(or leam) more than two foreign languages. eight per cent of the students, but twenty- 
four per cent o f the graduates speak only one foreign language (there is even one 
graduate who does not speak any foreign language at all) (level of significance: **).

48 Moreover, this group doubts that persons who themselves are no entrepreneurs can teil 
them anything new. (T h e  trainers have a university education and in addition various 
Professional qualifications -  e.g. as business Consultants, market and public opinion 
analysts -  and to a varying degree work in these fields.)
If free o f this arrogance, according to the author's own experience the most engaged 
students are to be found precisely in this group, too.

49 Sample o f graduates: 18 motives as compared to 2.1, level of significance a (t-test); 
sample o f  students: 2.1 motives as compared to 2.3 motives, statistically not significant 
due to the smaller sample.

50 Therefore the corresponding data of columns III to V are not shown for the sample of 
students.
Here the problem o f  comparing memories and reality (motives for choosing the studies) 
on the one hand and planning and reality (Professional expectations) on the other hand 
can be seen very clearly

51 Due to different research designs and the resulting differences of the respective 
populations it is difficult to compare these results with others Data collected in Lower 
Saxony, for example, reveal that thirty-four per cent of the beginners in ' economy' and 
twenty-two per cent of the graduates are interested in setting themselves up 
(Weihe/Klenger/Plaschka/Reich 1991, 65). These numbers are only conditionally 
comparable, as e.g the students of the discipline' auditing and taxation' are naturally to 
a large extern fiiture entrepreneurs, because this course of studies is clearly aimed at the 
profession of the tax adviser etc.

52 In comparison only four per cent of those students who do not want to set themselves 
up expect great initial problems when starting a job

53 An unproportionally high percentage of these graduates e g goes on to the doctorate 
(level o f significance: *). According to tendency the ' entrepreneurs' o f the sample of 
students also more offen (fifty-five per cent as compared to fourty per cent) aim at the 
doctorate

54 This is supported by the author's own experience: As the students whose parents have a 
Company are not informed about this Company in most cases it is impossible to use 
these enterprises for illustrating purposes in the practical courses.

55 Level o f significance as compared to the other graduates: **.
56 Statistically not significant.
57 Fourty-three per cent o f  the graduates working in Companies with less than 20 

employees say that they needed further Professional education
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58 Only one of those questioned regrets his decision to have chosen ' small business mana
gement' .

59 Statistically not significant.
60 Sixty-three per cent as compafed to fifty per cent (statistically not significant).
61 Seventy-six per cent as compared to fifty-two per cent (level of significance: **).
62 On an average the graduates concluded their studies only in mid-1990. The average 

duration of the studies being 6.35 years they, on an average, started their studies o f ' 
small business management' in the winter Semester of 1987/88.
At the Vienna University of Economics this duration of studies of the students enrolled 
in the specialized discipline ' small business management' is slightly above average The 
average duration of studies has been constantly increasing and was 6.2 years in 1990/91 
(Grün/Tschirf 1989, 20).

63 This hit especially those students hard who affer a longer duration o f studies only later 
on took their final examination (the Standard deviation o f the duration o f studies is appr. 
1.5 years).

64 It seems to be plausible to make such a division, as with probably few exceptions those 
students who started studying in the winter Semester of 1988/89 attended only one 
practical course o f the ' old type'.

65 The less successful students who started studying between 1988/89 and 1991 have not 
yet concluded their studies and are thus not included.

66 Level of significance: * (t-test)
67 Level of significance: a (t-test).
68 Seventy-five per cent of those who could make use of their knowledge are content with 

the course of studies o f ' small business management', while sixty-nine per cent of those 
graduates who work in other fields are not content with their choice of studies (***). 
Those graduates who now aim at the position of areal manager in a larger enterprise or 
who work in trade, chambers, insurances or tourism are especially discontent with their 
choice of studies. According to the fields of activities particularly those who work in 
purchasing, accounting/balance sheet accounting and personnel (***) are discontent 
with the discipline ' small business management'.

69 Those graduates who would choose ' small business management' again on an average 
eam ATS 1,200 per month more than those who regret their choice of studies (t-test er),

70 Almost sixty per cent of those graduates who are not content with their jobs would not 
enrol in the course of studies chosen again (er)

71 Rosenstiel/Nerdinger/Spieß, 1991, 239ff.
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14 Empirical concept for 
studying the educational 
requirements of 
entrepreneurship

Rüdiger Schubert

Summary

This paper attempts to show, how job requirements can be defined for the empirical 
research and for the derivation of training objectives for entrepreneurship education The 
paper is based on the role concept of Mintzberg who is characterizing the nature of 
managerial work by ten roles. These roles have to be transferred in some aspects for des- 
cribing the nature of entrepreneurial work Getting the entrepreneurial roles then these 
roles are analysed with the aim of identifying those qualification requirements which are 
essential for a successfül role performance Finally based on this knowledge a concept for 
the empirical analysis o f training objectives for entrepreneurship education is presented

Introduction and theoretical frame

Entrepreneurship education more and more is considered to be important for the success 
of the entrepreneur But empirical based Information about education objectives for the 
construction of appropriate Curriculums is missing One reason for that is the difficulty of 
defining qualification requirements

The following paper attempts to show, how training objectives for entrepreneurship 
education can be identified by empirical research 

The theoretical frame of the paper is derived from the general theoretical frame of 
entrepreneurship research (Klandt, 1984) Here the entrepreneur and his social
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environment are pointed out as independent eiements which are determining business 
activities and business success.

The paper only is focusing on business activities. Business activities are producing the 
success o f the enterprise. The  entrepreneur as acting person determines the business 
activities. Depending on his qualification his activities more or less are satisfying the 
specific requirements o f  the Situation. I f  the quality o f his activities can be improved by 
entrepreneurial education before he is starting the business, education has to be add as 
another independent element o f the System. The  following Illustration elucidates these 
relations.

Theoretical approach for studying training objectives

Definition o f training objectives

By training objectives shall be understood an intended training result. In relation to the 
human leaming process the effect of training can be observed as a behavioural change 
(Correl, 1972). So training objectives for entrepreneurship education have to be described 
as intended entrepreneurial behaviour. This means that the participants of training courses 
should leam entrepreneurial behaviour. They must be prepared to all the activities on 
which they will have to spend their time in the later business life. Therefore, approaches to 
the problem of finding training objectives for entrepreneurship education only can be based 
on the real requirements o f the entrepreneurial job.

Conceming to the degree of abstraction, three different levels o f training objectives can 
be discussed (Dubs at al., 1974):

- direction objectives: abstract description of aims, methods and 
values o f education;
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- information objectives: concrete description of the education by 
naming concrete aims and contents;

- planning objectives: concrete description of education plan and 
teaching units.

In the following, training objectives shall be discussed on the level o f information 
objectives. ■

Analysing training objectives in the form o f different job requirements

There are two main approaches to the problem of analysing the entrepreneur's job One 
can derive the characteristics of the entrepreneurial job by studying the literature about the 
entrepreneurial work or one can examine its characteristics by empirical research. Because 
theories, which are describing the entrepreneur's job, are missing, the only acceptable way 
which can provide appropriate results is to make an empirical research.

The bases for the research are the job requirements of the entrepreneur's daily work. 
According to this, the following questions result as central points of interest:

- How can job requirements be categorized?
- How can the identified job requirements be studied?

Generally job requirements are all necessary activities for starting-up and managing a 
new business According to the presented theoretical frame, activities are determined by 
the entrepreneur (subjective condition) and the entrepreneur's environment (objective 
condition).

Based on the four elements of the theoretical frame (initial idea, entrepreneur, activity, 
environment) four definitions of job requirements can be derived (Quaas/Raum, 1973):

- R I : requirements as intended start-up ideas, objectives and ways;
- R2: requirements as necessary start-up conditions or environment

conditions;
- R3: requirements as required human (subjective) conditions like

personal characteristic, abilities, skills, motivations etc.
Regarding to the point of view, personal requirements can be 
seen as psychological fünctions (recognizing, analysing, 
deciding and acting) (R3a) or as personal characteristics and 
structure of personality (R3b);

- R4: requirements as a description of necessary activities.

The usefiilness of these descriptions for the derivation of job requirements depends on 
the specific research intention Conceming to the aim of identifying job requirements for 
deriving training objectives, the definitions RI and R2 are not useful, because they are not 
related directly to business activities Directly related to business activities are the 
definitions R3 and R4. R3 is describing the human factor of work meanwhile R4 is defining 
the necessary working activities themselves. R4 is forming the linkage between the 
situational factor and the human factor of work and it must be the central point o f the 
analysis.

Identifying job requirements (R4) will give an impression of the entrepreneurial work. 
But for deriving training objectives the human factor cannot be neglected. Qualification 
requirements on the level of the working person (R3) have to be analysed, too. Concerning 
to the definition of training objectives as intended behavioural objectives the definition as
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psychological fünctions (R3a) is the useful one, because qualification requirements defined 
as personal characteristics (R3b) cannot be teached 

Resuming it can be pointed out that the analysis of training objectives is based on the 
analysis of required start-up activities (job requirements) and the required human 
qualification (qualification requirements) for performing these activities

Methodical problems o f the empirical research

In addition to the general problems of empirical research like validity, reliability, 
objectivity, and efficiency two special problems are connected with the analysis o f training 
objectives.

The problem of transposition is related to the transformation of job requirements into 
education objectives (Isenegger, 1972). This problem considers the danger that 
information can be lost or added by the researcher while formulating training objectives on 
the basis o f the collected data. Solving this problem the distance between the level of 
describing job requirements and the level of describing training objectives has to be 
minimized. This could be achieved by using a similar Classification System for describing 
job requirements and training objectives.

The problem of conclusion occurs while the process of conclusing training objectives 
based on the collected data (Volpert, 1974). This problem refers to the connection 
between the working person and the work itself. Regarding to this problem, it has to be 
installed a methodical bridge between the analysis of job requirements and the conclusion 
of qualification requirements ln other words, a direct linkage between job requirements 
and qualification requirements has to be found.

Discussing traditionell methods o f sludying training objectives

Looking to the methods of job analysis mentioned in the literature it can be recognized that 
they are not very useful for analysing training objectives The traditional methods of job 
analysis are suffering the following disadvantages:

- They are just looking to the working process and less to the worker himself
- The working process is divided into different fragmented working units.
- These methods usually are developed for analysing mechanical working activities. 

Analysing very complex, unstructured, fragmented, and mental working activities, is 
not possible.

- Mentioned categories ofjob requirements are not proved theoretically.
- They do not solve the problems of transposition and conclusion.

Concept for studying training objectives

These disadvantages of the traditional methods make it necessary to develop a new 
approach This approach has to catalogize training objectives and it has to show ways for 
studying the work of entrepreneurs
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T h e  f ir s t  S tep  w ill b e  t o  s h o w , h o w  j o b  r e q u ire m e n ts  c a n  b e  s tu d ie d  L o o k i n g  t o  th e  
c o m m o n  a p p r o a c h e s  f o r  a n a ly s in g  th e  w o r k  o f  m a n a g e r s ,  f o u r  d if f e re n t w a y s  o f  r e s e a r c h  
c a n  b e  id e n tif ie d  (R a m m e , 1 9 9 0 ): a n a ly s in g  th e  fu n c t io n s  o f  m a n a g e r s  ( o r g a n is in g ,  
p la n n in g  a n d  C o n tro llin g ) , th e i r  ta s k s ,  t h e  a c t iv i t ie s  o n  w h ic h  th e y  s p e n d  th e i r  t im e  a n d  
th e i r  ro le s .

Also the work of entrepreneurs can be parted into functions and tasks. Functions and 
tasks are realized by activities. So work just can be analysed completely by a concept 
which includes these three different approaches. In comparison to the traditional concepts, 
the main advantage of such an integrated concept is that it would record the wide field of 
job requirements. But the connection between work and entrepreneur (problem of 
conclusion) this concept does not realize.

Looking to the role concept as a fourth concept it seems that it could give a solution. 
Roles are describing expectations and requirements which are associated with a special 
job. Like every manager also the entrepreneur is conffonted with expectations and 
requirements by the group of persons he is dealing with, for example bankers, suppliers, 
clients, or his subordinates Those expectations are defining his role as entrepreneur and 
are forming the job requirements

A systematic description of managerial roles presented Mintzberg (Mintzberg, 1973). 
For describing the nature of managerial work, Mintzberg suggested ten different roles 
divided into three groups - three interpersonal roles, three informational roles, and four 
decisional roles

Mintzberg developed his role concept for describing the work of managers of bigger 
enterprises Now shall be shown, how these roles can be characterized by typical working 
activities for matching with the entrepreneurial job.

Interpersonal roles. Business activities are involving contacts with other persons The 
interpersonal contact is of key significance for the success o f the enterprise. Three 
interpersonal roles can be determined.

-The entrepreneur as figurehead:
One of the most basic and most simple role is the role of figurehead The 
entrepreneur is the head of his enterprise According to his Position and authority 
he must perform some duties o f a ceremonial nature Very seldom these duties 
belong to the central tasks of his job Nevertheless they are very important In some 
cases it is required by law that the entrepreneur is present - notably the signing of 
documents - and in other cases his participation is considered as a social necessity 
To the external world the entrepreneur is representing the enterprise and the 
enterprise's capacity will be measured by his appearance 
-The entrepreneur as leader
T h e  e n t r e p r e n e u r  a s  h e a d  o f  h is  e n te rp r is e  d e f in e s  th e  a tm o s p h e r e  in  w h ic h  h is  
O rg a n iz a t io n  w ill w o r k  a n d  h e  is  r e s p o n s ib le  f o r  th e  w o rk  o f  h is  e m p lo y e e s  H e  
d e te r m in e s  c u l tu r e  a n d  p h ilo s o p h y  o f  th e  e n te rp r is e .
The leader role is one of the most significant of all roles and permeates nearly all 
activities Surely, this role is less important during the initial process of starting a 
business But when the enterprise is improving its market posiiion and growing it 
can be expected that subordinates are coming on board and activities which make 
up the leader role are gaining more importance Regarding to the fact that in a small 
enterprise is no place for inefficiently working persons and that everyone has to do

Classification of job requirements
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his best, Staff management is essential for the success of the enterprise.
K e y  p u r p o s e  o f  th e  le a d e r  ro le  is, t o  e ffe c t an  in te g ra t io n  b e tw e e n  in d iv id u a l n e e d s  

a n d  o rg a n iz a t io n a l  g o a ls  T h e  le a d e r  h a s  t o  g iv e  g u id a n c e  a n d  m o tiv a t io n  to  h is  
s u b o r d in a te s .  A c tiv i t ie s  w h ic h  m a k e  u p  th e  le a d e r  ro le  a r e  h irin g , tra in in g , 
e n c o u r a g i n g  o r  c r it ic iz in g ,  o rd e r in g ,  p ro m o t in g ,  a n d  d is m is s in g  s u b o rd in a te s .  F o r  
m a in ta in in g  th e  liv e lin e ss  a n d  f le x ib ility  o f  a n  O rg a n is a tio n  a ls o  re c o g n iz in g  s t a f f  
P r o b le m s  b e lo n g s  t o  t h e  ta s k s  o f  th e  e n t r e p re n e u r  a s  le a d e r .
-The entrepreneur as liaison
Besides internal contacts management also requires to keep the enterprise in a close 
touch with the world outside. It is to suppose that entrepreneurs are spending a lot of 
time in talking with people who are not their subordinates. The liaison role is 
devoted to these interpersonal contacts with persons outside the enterprise.
T h is  r o l e  s e e m s  t o  b e  o n e  o f  th e  m o s t  im p o r ta n t  ro le s  o f  th e  e n tre p re n e u r .  S ta r t in g  
a  b u s in e s s  r e q u i r e s  m u ltip le  c o n ta c ts  t o  c u s to m e r s ,  s u p p lie r s ,  b a n k e r s ,  c o n s u l t a n c e  

e t c  B u i ld in g  u p  a n d  m a in ta in in g  a  n e tw o rk  o f  c o n ta c t s  c a n  in f lu e n c e  th e  s u c c e s s  
o f  t h e  C o m p a n y  d e e p ly .

Informational roles. Information can be seen as a strategical factor for the success of the 
young enterprise Activities like business planning, assessing risks and chances of business 
ideas, identifying problems and possibilities, or managing the running enterprise need a 
wide ränge of information.

By virtue o f his interpersonal contacts the entrepreneur is in the unique position to get 
information. On the one hand side he is maintaining a wide ränge of contacts to the world 
outside the enterprise, and on the other hand side he has the access to all internal 
information So in effect, he is the enterprise's nerve centre and the processing of 
information is a key pari of his job. All activities related to the reception and to the 
transmission of information are forming the second set of roles which is described by three 
roles.

-The entrepreneur as monitor:
The monitor role contains all activities which are oriented to the reception of 
information Because of the variety of his interpersonal contacts the entrepreneur is 
receiving passively a lot of unsolicited information, offen as gossip, hearsay, and 
speculation. Actively he is seeking information in Order to detect changes, to 
identify problems and opportunities, to build up knowledge about his milieu, or to 
be informed when decisions must be made.
As cat egories of information Mintzberg distinguishes internal operations, external 
events, analyses and reports, ideas and trends, and pressures.

-The entrepreneur as disseminator:
F o r  k e e p i n g  o n  r u n n in g  h is  O rg a n iz a t io n  th e  e n t r e p r e n e u r  h a s  t o  d is t r ib u te  a  lo t  o f  is  
in f o r m a t io n  t o  h is  s u b o rd in a te s  B u t  o u t  o f  th e  w id e  r ä n g e  o f  in fo rm a tio n  h e  h a s  g o t ,  
o n ly  s o m e  is  n e c e s s a ry  a n d  im p o te n t  to  k n o w  f o r  h is  s u b o rd in a te s  F o r  th a t  th e  
e n t r e p r e n e u r  h a s  t o  f i l te r  a n d  to  e q u a l iz e  in fo r m a tio n  a n d  to  p a s s  ju s t  th e  im p o r ta n t  
o n e .
It can be supposed that the role of the disseminator - like the role of the leader - is 
gaining importance with the growing enterprise and the delegation of work 

-The entrepreneur as spokesman:
The spokesman role is the countupart to the role ofthe disseminator. As formal
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a u th o r i ty  th e  m a n a g e r  h a s  t o  s p e a k  o n  b e h a l f  o f  h is  O rg a n iz a t io n . H e  h a s  t o  s e n d  

s o m e  in fo r m a t io n  t o  all k e y  in f lu e n c e rs  o f  th e  e n v iro n m e n t s u c h  a s  s u p p lie r s ,  
c u s to m e r s ,  g o v e m m e n t  a g e n c ie s ,  o r  th e  p re s s .  F o r  m a in ta in in g  h is  n e tw o r k  o f  

p e r s o n a l  c o n ta c t s  h e  h a s  t o  s a tis fy  in  s o m e  w a y  th e  d e m a n d  o f  in fo r m a tio n  o f  
in f lu e n tia l  p e o p le .
The quantity and the quality of information the entrepreneur has to transmit depend 
on the special aim of the contact But for being effective and gaining the respect of 
contacted persons the entrepreneur itself has to be up-to-minute.

Decisional roles. Every working activity also includes decision activities (Brinkmann, 
1983). By making decisions the entrepreneur underlies many influences and requirements 
out o f the decision Situation. Considering specific parameters of the decision Situation four 
roles describe the entrepreneur as decision-maker.

-The e n t r e p r e n e u r  a s  e n tre p re n e u r :
The most characteristic role of the entrepreneur is the role of the entrepreneur 
itself. Taking this role the entrepreneur acts as initiator and designer of new 
organizations as well as of changes in ongoing organizations. Generally this role is 
not initialized by pressing problems More decisions are purely voluntary and 
innovative ones. It depends on the entrepreneur himself when and why he is reflec- 
ting and initiating changes.
M a in  a c t iv i t ie s  o f  th i s  ro le  a re  p e rm a n e n t  s e a rc h in g  f o r  n e w  p o s s ib i l i t ie s ,  a n d  
s c a n n in g  th e  O rg a n iz a t io n  a n d  th e  e n v iro n m e n t w ith  th e  in te n t io n  to  d i s c o v e r  
o p p o r tu n i t i e s  o r  p ro b le m s . F o r  th a t  in fo rm a tio n  is  n e c e s s a ry  w h ic h  is  r e c e iv e d  in  th e  
m o n i to r  r o le  A f te r  d is c o v e r in g  a  p ro b le m  o r  a  o p p o r tu n i ty  th e  p h a s e  o f  d e s ig n in g  
a n d  d e c i s io n - m a k in g  b e g in s  a n d  a c t iv i t ie s  f o r  im p ro v in g  th e  S itu a tio n  m u s t  b e  

s ta r te d ,
This role seems to be the most important role of the entrepreneur In this role the 
entrepreneur is like the motor of his enterprise and he is maintaining its liveliness 
and flexibility.
-The entrepreneur as disturbance handler:
This role depicts the entrepreneur involuntarily responding to pressures produce by 
suddenly appearing problems which can lead to a negative development of the 
enterprise Such problems can be produced by unforeseen events like sudden 
market changes, production problems, Staff conflicts, or losses of resources. For 
preventing negative developments rapid interventions are necessary. The 
entrepreneur must act.

-The entrepreneur as resource allocator:
This role resumes all activities of managing resources. In contrast to the role of the 
entrepreneur here common decisions like allocation of money, time, material and 
equipment, or manpower have to be made 

-The entrepreneur as negotiator:
The negotiator role results form the fact that the entrepreneur has to make many 
decisions together with other people Negotiation is resource trading in real-time 
Typical negotiations which the entrepreneur has to participate are bargaining with 
suppliers and customers about price conditions, with bankers for financial Supports, 
or with subordinates about salaries The negotiator role offen is connected with the 
entrepreneur role because the entrepreneur must spend considerable time in the 
negotiator role for implementing his proposed changes.
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After having identified categories for describing job requirements the next question will be, 
to find a Classification for describing qualification requirements. Regarding to the problem 
of conclusion these categories also should serve to define teaching requirements. For that 
the taxonomy of training objectives presented by Bloom (1976) could be useful. Bloom 
describes in his taxonomy three main categories: cognitive objectives, affective objectives 
and motorical objectives.

For characterizing training objectives of mainly head working people, like entrepreneurs, 
just cognitive training objectives should be observed. The other categories seem less 
important. Instead of this another missing category should be considered, social skills. 
Entrepreneurs have to deal with a number of specific situations involving relationships with 
other people. For being effective in these relations - which means that a behaviour achieves 
its intended purpose (Sidney at al., 1973) - social skills are needed

These two categories of qualification requirements shall be discussed now.

Social skills. By social skills shall be understood all kinds of behavioural requirements 
which are important for dealing with other people. A person is acquiring social skills by 
socialization mainly during his childhood but later on the job, too. As leam able 
competencies social skills should be considered as a training objective for entrepreneurship 
education.

The derivation of special social skills (Brinkmann at al., 1982) is based on the model of 
communication consisting of transmitter, receiver and communication channel 
(Shannon/Weaver, 1949). In this model two dimensions of social skills can be identified: 
the communication channel and the relationship between the communicants

- The communication channel:
Skills summarized by the communication channel are skills required by different 
mediums and forms of communication. Handling different communication 
mediums such as telephone, Computer, or telefax are the most essential skills for 
communicating.
Common forms of communicating are verbal and written contacts. Looking to 
verbal communication face-to-face contacts and oral contacts have to be distin- 
guished. communicating by telephone is different from direct face-to-face com
munication. In direct interpersonal communication the communicants can 
see each other and interpret the behaviour of his partner. So facial expressions, 
gestures, and appearance are giving many additional hints about the other's mental 
attitudes, opinions etc While telephoning these hints are missing Skills needed for 
verbal communication are perceptual sensitivity, self-presentation, or handling 
unilateral or bilateral relationships.
Required by written communication are skills like structuring letters and reports or 
capacity o f expression.

- The relationship between the communicants :
The kind of social relationship between the communicants determines the way of 
communicating It is usual to describe the social relationship between the 
communicants by social roles Social roles are differing in internal or extemal 
relationships
Roles involved in internal relationships are depending on the direction of

Classification o f qualification requiremenls
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communication. Horizontal communication requires the role of a colleague and 
vertical or diagonal Communications those of a superior and of a subordinate 
(Sidney at al., 1973; Brinkmann at al., 1982). Assuming that the entrepreneur is his 
own boss the role of a subordinate can be neglected.
C o m m u n ic a t io n  in  d if f e r e n t  r o le  p o s i t io n s  re q u ire s  sp ec ia l sk ills  in  t r a n s la t in g  th e  
in fo rm a tio n  w h ic h  is  r e c e iv e d  o r  w h ic h  is  t o  tr a n s m it  b e c a u s e  e v e ry  ro le  p o s i t io n  
d o e s  h a v e  i t 's  r o le  s p e c if ic  r e p e r to i r e  o f  S y m b o ls, lik e  la n g u a g e  - s p e c ia lly  te c h n ic a l  
la n g u a g e  g e s tu r e  a n d  b e h a v io u r .  A c o m m u n ic a t io n  b e tw e e n  tw o  d i f f e r e n t  
p e r s o n s  o n ly  is  p o s s ib le  w h e n  th e y  a r e  s p e a k in g  th e  s a m e  la n g u a g e  S o  a c t in g  o u t  o f  
d if f e r e n t  r o le  p o s i t io n s  r e q u ir e s  th e  a b ili ty  o f  t r a n s la t in g  in fo rm a tio n  w h ile  h a v in g  
h o r iz o n ta l ,  v e r t ic a l ,  a n d  d ia g o n a l  r o le  r e la t io n s
Looking to extemal relationships a much wider ränge of necessary roles can be 
observed Typical roles which the entrepreneur is taking here are the role of a 
supplier, the role o f a seller, the role of a competitor, or the role of a business 
ffiend. Handling extemal relationships requires the knowledge about different 
roles and the flexibility in changing roles (Brinkmann a.o., 1982). Speaking with a 
wide ränge of persons out of different jobs, different social classes, and positions, 
requires translating skills for understanding the various languages of different 
roles

Cognitive skills. T h e  d e r iv a t io n  o f  c o g n i t iv e  s k ills  is  b a se d  o n  th e  a s s u m p t io n  th a t  e v e ry  
w o r k in g  a c t iv i ty  in c lu d e s  a n  a c t  o f  d e c i s io n  (B r in k m a n n  a t a l.,  1982) E v e ry  a c t  o f  d e c i s io n  
c a n  b e  d iv id e d  in to  d e c i s io n  S itu a tio n  a n d  d e c is io n  p ro c e s s  (K ir sc h , 1971). D e c is io n -  
m a k in g  is  in i t ia liz e d  b y  a  S itu a tio n  w h ic h  d o e s  n o t a g re e  w ith  a  p re fe r r e d  S i tu a tio n  (g o a l ) .  
T h e  t a s k  o f  t h e  d e c i s io n  m a k e r  is  t o  t r a n s f e r  th e  fo u n d  S itu a tio n  in to  th e  p r e f e r r e d  
S itu a tio n .

D e c is io n -m a k in g  in  th e  w o r ld  o f  y o u n g  a n d  sm all e n te rp r is e s  is  h a rd  b e c a u s e  o f  th e  
c o m p le x ity  o f  th e  e n t r e p r e n e u r 's  P ro fe s s io n a l  t a s k  fie ld s  T y p ica l c h a r a c te r i s t i c s  o f  h is  
b u s in e s s  S itu a tio n  a r e  in d e te rm n a t io n  o f  g o a ls ,  u n s t ru c tu r e d n e s s  o f  p e r c e p t io n  a n d  a c t io n  
f ie ld s , in  t r a n s p a r e n c y ,  s e lf -d y n a m ic  o f  th e  S ystem , e x p o n e n t ia l  p a th s  o f  d e v e lo p m e n t ,  
l im ite d  t im e  a n d  m a te r ia l  r e s o u rc e s ,  a n d  o n ly  p a r t ly  p o s s ib le  m a n ip u la t io n s  ( D ö r n e r  a t  a l.,  
1983; K la n d t ,  1990).

Regarding to different decision situations three kinds of problems can be identified 
(Dörner, 1976):

- Interpolation problems: Here the problem solver knows goals and 
possible manipulations. The only difficulty exists by choosing the 
adequate manipulation

- Synthesis problems: Goals can be defined exactly but possible ways 
of manipulation are unknown

- Dialectical problems: Dialectical problems are characterized 
that neither goals are defined nor manipulations are known

S o lv in g  th e s e  d if f e r e n t  k in d s  o f  p ro b le m s  r e q u ir e s  d if f e re n t c o g n it iv e  sk ills . B u t  c o m m o n  
to  a ll k in d s  o f  p ro b le m s  is  th e  n e c e s s i ty  o f  k n o w le d g e  a b o u t  th e  m e t S itu a tio n .

Knowledge is one element of cognitive skills Knowledge can be defined as the 
reminding of universals and specifics o f task fields, and the recording of methods and 
heurisms for problem solving (Bloom, 1973; Dörner, 1976). Bloom distinguishes 
knowledge of specifics, of terminologies, of ways and means of dealing with specifics, of 
conventions, o f trends and sequences, of classifications and categories, o f criteria, of
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methodology, o f universals and abstractions in a field, of principles and generalizations, 
and of theories and structures.

The second element is the ability of problem solving itself which is different for each 
kind of the above mentioned problems. So interpolations problems require skills like 
comprehension and analysis of the problem Situation and goals, production of a plan or 
proposed set o f operations, evaluating the effects of manipulations, acting, considering 
feedback, and reorientation if failed. For getting the necessary Information active search 
for Information is essential.

The solution ö f synthesis problems is not possible before known operations are 
transferred to the specifics of the present problem For this transferation the problem 
solver has to construct models and has to make analogies of the reality. In the case that it 
is not possible to estimate the effects of manipulations because of incomplete Information 
the solution of synthesis problems requires risk readiness.

Most difficult to solve are dialectical problems The scientific research up today does not 
give many hints which skills that could be Generally it can be said that at least skills on the 
level of the solution of synthesis problems are essential. Furthermore here are required the 
abilities of independent goal formulation and goal modification and a high degree on 
innovation and creativity.

It can be resumed that the required level of cognitive skills is determined by the degree 
of uncertainty about goals and possible manipulations

But cognitive skills are not only depending on Parameters like goals and ways of 
manipulation. Also other situational factors like time pressure, number of participating 
persons and their personal relations are to consider (Brinkmann at al., 1982).

If th e  d e c i s io n  p r o c e s s  is  in itia liz e d  b y  u n e x p e c te d  c h a n g e s  in th e  t a s k  fie ld  a n d  p r e s s u r e  
to  a c t o v e r c o m e s ,  a d d i t io n a l  sk ills  a re  r e q u ire d ,  lik e  s t r e n g th  o f  p u rp o s e  a n d  r e s t r i c te d  
s e a rc h  o f  S o lu t io n s  a n d  th e  re a d in e s s  t o  ta k e  s e c o n d -b e s t  S o lu tio n s  in s te a d  o f  fa i l in g  b y  
w a it in g  a n d  th in k in g  t o o  lo n g . F o r  b e a r in g  th e  t im e  p r e s s u re  w h ile  so lv in g  th e  p r o b le m  a  
h ig h  s t r e s s  t o l e r a n c e  is  n e e d e d

If in the decision process two or more persons are involved special skills for 
interpersonal problem solving are required Many persons do have many different opinions 
and imaginations about goals and possible manipulations. Here readiness for compromises 
and negotiating skills like convincing and persuading are important for solving the 
problem

Also the personal influence on decisions is important If the decision process is 
initialized by other persons and these persons also are determining important decision 
Parameters like goals then the decision maker has to orientate his decision to the needs of 
the other persons This requires loyalty and readiness to adaptation. If the decision maker 
has to initialize the decision making process by his own, because he is independent, 
readiness for taking responsibility is important

Entrepreneurial roles, job requirements, and qtialißcation requirements

After discussing entrepreneurial roles and training objectives now it shall be shown how 
the entrepreneurial roles can be related with job requirements and qualification 
requirements The following table illustrates some examples:
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Table 14.1
Examples o f entrepreneuria! j'obs, job requirements and qualification requirements

R o l e J o b  r e q u i r e m e n t s Q u a l i f i c a t i o n  r e q u i r e m e n t s

i n t e r p e r s o n a l  r o l e s

f i g u r e h e a d r e p r e s e n t a t i o n -  s o c i a l  s k i l l s
p a r t i c i p a t i o n t e c h n i q u e s  o f

s e l f - p r e s e n t a t i o n

l e a d e r s e l e c t  s u b o r d i n a t e s -  s o c i a l  s k i l l s
t r a i n  s u b o r d i n a t e s h a n d l i n g  o f  d i f f e r e n t
i n s t r u c t  s u b o r d i n a t e l e a d e r s h i p  s t y l e s
l<=ad s u b o r d i n a t e s m o t i v a t i n g
e n r i c h  j o b s p r o v i d i n g  a s u p p o r t i v e
h e l p  a n d  c a r e  a b o u t a t m o s p h e r e

s u b o r d i n a t e s d e l e g a t i n g
b u i l d  m o r a l  i n t a k i n g  p e r s o n a l  i n t e r e s t

C ompa ny i n  p e o p l e
a s s e s s  s u b o r d i n a t e s  
p r o m o t e  s u b o r d i n a t e s

r o l e  s p e c i f i c  l a n g u a g e s

s t a f f  p e r f o r m a n c e -  k n o w l e d g e
g i v i n g  O r d e r s l a b o r  r i g h t s
s t i m u l a t e  s u b o r d i 

n a t e s  t o w a r d  g r e a -  
t e r  p r o d u c t i v i t y  

r e v i e w  w o r k  
d e f i n e  r o l e s  and 

l i n e s  o f  a u t h o r i t y  
b u i l d  w o r k i n g  g r o u p s

l a b o r  m a r k e t

l i a i s o n r e p r e s e n t a t i o n  o f -  s o c i a l  s k i l l s
t h e  e n t e r p r i s e r o l e  f l e x i b i l i t y

c o n t a c t  p e o p l e I n t e r p r e t a t i o n  o f  r o l e s
b u i l d i n g  u p  a i n t e r - a n a l y s i n g  p e o p l e  a n d  t h e i r

p e r s o n a l  n e t w o r k b e h a v i o u r  ( j u d g e m e n t )  
r e c o g n i z i n g  s o c i a l  

C o n n e c t i o n s
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Role J o b  r e q u i r e m e n t s Q u a l i f i c a t i o n  r e q u i r e m e n t s

i n f o r m a t i o n a l  r o l e s

m o n i t o r t r y i n g  t o  r e c e i v e  
a l l  n e c e s s a r y  
I n f o r m a t i o n  

a c t i v e  s e a r c h  o f  
I n f o r m a t i o n

-  s o c i a l  s k i l l s
t r a n s l a t i n g  o f  i n f o r m a t i o n  
r e f l e c t i n g  a n d  e v a l u a t i n g  

o f  i n f o r m a t i o n  
h a n d l i n g  d i f f e r e n t

c o m m u n i c a t i o n  m e d i u ms  
( m a i l ,  t e l e p h o n e ,  

r e a d i n g  o f  r e p o r t s  a n d  
p u b l i c a t i o n s  e t c . )  

e v a l u a t i n g  t h e  s o u r c e s  o f  
i n f o r m a t i o n  a n d  t h e  
c o n t e n t s  o f  t h e  m e s s ag e

-  k n o w i e d g e
d i f f e r e n t  s o u r c e s  o f  

i n f o r m a t i o n

d i s s e m i n a t o r i n f o r m  s u b o r d i n a t e s  
a n d  P a r t n e r s  

e l e c t  i m p o r t a n t  and 
n e c e s s a r y  i n f o r 
m a t i o n

-  s o c i a l  s k i l l s
t r a n s l a t i n g  i n f o r m a t i o n  
f i l t e r i n g  i n f o r m a t i o n  
r e c o g n i z i n g  t h e  s p e c i f i c  

d e mand o f  i n f o r m a t i o n  
t r a n s m i t t i n g  i n f o r m a t i o n

spokesman i n f o r m  t h e  o u t s i d e  
e l e c t  i m p o r t a n t  

I n f o r m a t i o n  
m a n i p u l a t e

i n f o r m a t i o n  
p u b l i c  r e i a t i o n

-  s o c i a l  s k i l l s
t r a n s l a t i n g  o f  i n f o r m a t i o n  
r e c o g n i z i n g  w h i c h

i n f o r m a t i o n  i s  d e s i r e d  
p u b l i c  s p e a k i n g  
s e l f - p r e s e n t a t i o n  
w r i t i n g  p u b l i c a t i o n s

-  k n o w i e d g e
m a r k e t i n g  a n d  p u b l i c  

r e l a t i o n s
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R o l e J o b  r eq ui rer- .ents Q u a l i f i c a t i o n  r e q u i r  er.er.ts

d e c i s i o n  r o l e s

e n t r e p r e n e u r c r e a t e  a n  e n t r e p r i s e - k n o w l e d g e
b u s i n e s s  p l a n n i n g t e c h n i c a l  k n o w l e d g e  a bout
l o n g - r a n g e  p l a n n i n g h i s  p r o d u c t s
d e v e l o p i n g  i n n o v a t i v e e c o n o r . i c s

P r o d u c t s f i n a n c i a l  p l a n n i n g
s e a r c h i n g  a n d  r e c o g - b u s i n e s s  p l a n n i n g

n i z i n g  r i s k s  a n d l o n g - r a n g e  p l a n n i n g
p o s s i b i l i t i e s ( f o r  m o r e  s e e  r e s o u r c e  

a l l o c a t o r )
- d e c i s i o n  s k i l l s  

s o l v i n g  d i a l e c t i c a l  
P r o b l e m s  

r i s k  r e a d i n e s s  
g o a l  s e t t i n g  
d e v o l o p i n g  w a y s  of 

i n t e r v e n t i o n s  
i n i t i a t i v e  
r e s p o n s i b i l i t y  
c r e a t i v i t y  
i n n o v a t i o n

d i s t u r b a n c e  h a n d l e r r e a c t  q u i c k l y - k n o w l e d g e
( s e e  r e s o u c r e  a l l o c a t o r )

- d e c i s i o n  s k i l l s  
q u i c k  t h i n k i n g  
s t r e s s  t o l e r a n c e  
s t r e n g t h  o f  p u r p o s e  
f l e x i b i l i t y  a n d  r e a d i n e s s

f o r  a d a p t a t i o n s

r e s o u r c e  a l l o c a t o r s h o r t - r a n g e  p l a n n i n g - k n o w l e d g e  o f  e c o n o r . i c s
f a c i l i t y  p l a n n i n g a n d  b u s i n e s s
s t a f f  p l a n n n i n g a d m i n i s t r a t i o n
f i n a n c i a l  p l a n n i n g  
s u p p l i e r  s e l e c t i o n  
c u s t o m e r  a d q u i s i t i o n

k n o w l e d g e  o f  l a w

o r g a n i z a t i o n a l - d e c i s i o n  s k i l l s
p l a n n i n g s o l v i n g  o f  i n t e r p o l a t i o n

m a i n t a i n i n g  o f  t h e
p r o d u c t i o n  p r o c e s s  

C o n t r o l l i n g

a n d  s y n t h e s i s  P r o b l e m s

n e g o t i a t o r n e g o t i a t i n g - s o c i a l  s k i l l s
b a r g a i n i n g p e r s u a d i n g
d i s c u s s i n g c o n v i n c i n g  

a r g u i n g  
t r a d i n g

- d e c i s i o n  s k i l l s  
c o - o p e r a t i r . g
b e i n g  a b i e  t o  b e a r  a n d  t' 

w o r k  o u t  p e r s o n a l  
c o n f l i c t s  

t o u a h n e s s
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The advantage of the presented concept can be seen in the Integration o f job 
requirements and qualification requirements in one theoretica! concept, the role So the 
problem of transposition is solved The problem of conclusion seems to be solved partly 
because the qualification requirements are not derived directly out of a theoretical concept 
of human qualification. But the derivation is based on theoretical models So the 
conclusion from identified job requirements to training objectives at least is theoretical 
based and transparent.

Empirical analysis o f training objectives

After having developed a concept of job and qualification requirements the next question 
is, how this concept can be operationalized for the empirical research.

Method and sample. The first question is, which method for measuring training objectives 
should be used For studying the nature of work three main methods has been used by the 
researcher, the diary method, the Observation and the survey. The methods of diary and 
Observation have the great advantage that they will provide detailed recordings. But they 
are very time-consuming A survey is the simplest method. It is easier to get entrepreneurs 
to co-operate because co-operation will take little time. Furthermore, it allows to study 
large numbers. Considering that young enterprises are developing and therefore job 
requirements are changing, too, it is necessary to study the entrepreneurial job during a 
longer time period. Looking only to the daily work could lead to wrong conclusions 
because it is just reflecting the present state of the enterprise. For covering the wide ränge 
of start-up activities and later managing activities different States of the business start-up 
process have to be studied. This shall be done by surveys asking entrepreneurs for their job 
activities during different States of the developing enterprise. For receiving some more 
detailed Information about their actual daily work the survey method can be combined with 
the diary method.

Measuring roles. For measuring the reported roles in the business life they shall be 
characterized by typical activities and situational conditions which can be related with the 
role In the following, shortly some of the important activities and characteristics o f roles 
are resumed

- The figurehead role:
This role can be identified by activities like participating in public meetings, or 
signing of contracts and documents.

- The leader role:
The leader role is to discover by questions about the organizational structure of 
the enterprise, the number of subordinates in different departments, the 
vocational training of the subordinates, or the number of personal contacts with 
subordinates during a day For getting some more specific recordings, in a diary 
ftirther questions like objects of the contact or contacted persons can be asked

- The liaison role :
Here it is interesting to know which persons outside of the enterprise the 
entrepreneur is contacting, the frequency of contacts to special groups of persons 
and typical forms of contacts Also it should be asked if the contacted person is 
well known or unknown
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- The monitor role :
Although this role is a very important one and the entrepreneur spend considerable 
time to it, it is difficult to analyse The entrepreneur is bombarded with information 
during the whole day out o'f many sources without performing special searching 
activities. This cannot be measured directly. But indirectly questions about sources 
of information can help. Some hints also can be gained by the number o f contacts 
to persons inside and outside the enterprise When the entrepreneur is searching 
information actively this role can be observed directly.

- The disseminator role:
to this role can supply questions about contacts with subordinates and kind of 
contact (assessment, teaching etc ).

- The spokesman role:
This role is to observe by recording contacts and different kinds of contacts to 
persons outside the enterprise

- The entrepreneur role:
The entrepreneur role is related with unusual planning activities and 
considerations about chances and risks. For identifying the required knowledge the 
contents of these activities have to be recorded.

- The disturbance managet role:
While produced by unexpected and suddenly appearing crisis or problematical 
situations these Parameters can be used for identifying this role Additionally shall 
be measured the stress by asking for time pressure and pressure to act

- The resource allocator role:
T h is  ro le  c a n  b e  id e n tif ie d  b y  p la n n in g  a c t iv it ie s , th e  c o n te n ts  o f  th e  d e c i s io n s ,  a n d  
th e  s t r u c tu r e  o f  th e  d e c i s io n  S itu a tio n . H in ts  a b o u t  r e q u ire d  k n o w le d g e  a r e  s u p p l ie d  
b y  th e  s p e c ia l  t y p e  o f  p la n n in g  p ro b le m .

- The negotiator role:
The entrepreneur will take this role while he is making decision together with 
other persons For getting hints to the type of negotiating process it has to be 
recorded which persons are involved and if the standpoints are different or not

Final remarks

T h e  p r e s e n te d  p a p e r  s h o u ld  b e  s e e n  a s  o n e  S tep  to  a  c o n c e p t  fo r  m e a s u r in g  t r a in in g  
o b je c t iv e s  f o r  e n t r e p r e n e u r s h ip  e d u c a t io n .  I t  s h o w s  a  p o s s ib le  w a y  h o w  p s y c h o lo g ic a l  
m o d e ls  o f  h u m a n  b e h a v io u r  l ik e  th e  m o d e ls  o f  d e c is io n  m a k in g , p ro b le m  s o lv in g  a n d  s o c ia l  
sk ills , c a n  b e  in te g r a te d  in  o n e  c o n c e p t  f o r  a n a ly s in g  th e  e n tre p re n e u r ia l  w o r k .  N o w  n e x t  
S tep s  w ill b e  t o  im p r o v e  th is  c o n c e p t ,  t o  fo rm u la te  a  q u e s t io n n a ir e ,  a n d  to  t e s t  it in  th e  
p ra c t ic e  f o r  g e t t i n g  f i r s t  re s u l ts
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15 Entrepreneurship-training 
as an integral part of an 
engineering education at the 
Fachhochschule Lüneburg
Hermann J. Weihe

Introduction

In the past the Fachhochschule Lüneburg did not have a College in the classical engineering 
Sciences such as mechanical and electrical engineering Until now students have been 
instructed in the fields o f business administration, social work, civil engineering, 
architecture and civil engineering (water resources management, environmental 
engineering).

In planning the establishment of an additional College the following fundamental 
considerations were decisive:

- The middle-sized business of the region had a greater need for a broader based 
education in engineering than for another College in mechanical or electrical 
engineering

- Due to the competition in higher education for students, it seemed to make more 
sense to fill a gap than to make an additional me-too offer in classical engineering

- The interdisciplinary character of practical problems requires corresponding 
teaching concept.

- The shortage of engineers with management skills could be reduced
- The entrepreneurial and Creative impetus to become intra- or entrepreneur could be 

deliberately promoted
-  H ighly complex Systems demand a Systems engineer who finds his Professional 

satisfaction more in the further development o f such Systems than in traditional tasks.
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The result of these considerations was the planning of a College of Applied Automation 
Engineering

Placement of the College of Applied Automation Engineering

A degree program o f  eight Semesters includes two intemships (5th and Bth Semester). 
Specialized Professors in the fields o f electrical and mechanical engineering, data 
Processing and business administration ensure the interdisciplinary character o f  the 
concept.

Small classes of students are taught in seminar-like courses; fourty students are admitted 
each Semester, the normal size of groups in practical training courses is fourteen students 
The faculty has extensive Professional experience (averaging ten years) in higher 
management fimctions and is involved in the technology transfer activities o f the 
Fachhochschule Academic qualifications have to be demonstrated by a doctoral degree, 
activities at well-known research institutions and by the successful transformation o f recent 
scientific findings into practical applications.

The Curriculum aims at training Systems engineers who are able to develop automation 
processes.

In particular, Systems engineers would have to fulfil the following requirements:

-  D e v e lo p in g  c o n c e p t s  a n d  s t r a te g ie s  fo r  m a n u fa c tu r in g  S ystem s
- Recognizing automation possibilities
- A n a ly s in g  th e  s e l l e r s  m a rk e t  in  th e  fie ld  o f  a u to m a tio n  S o lu tio n s
- R e c o g n iz in g  a p p r o p r i a t e  S o lu tio n s
- Guaranteeing profitability and efficiency
- Determining capacity and quality requirements
- Negotiating successfully with suppliers
- Convincing the management o f the economic sense of the project
- Achieving acceptance by the Staff concemed
- Supervising implementation
-  Servicing the whole System in Order to ensure output quality and to maintain 

continuously a high level o f efficiency.

It is obvious that besides a conventional training in engineering, which represents the 
core of the Curriculum, a management and entrepreneurship component must be added in 
Order to fulfil these requirements successfully.

In addition the concept should include from the Start elements which give students an 
incentive to assume entrepreneurial responsibilities.

The Fachhochschule Lüneburg has, for the first time in Germany, advertised for a 
Professor to teach and research in the field of entrepreneurship

Unfortunately there has been little experience in Germany, or even none at all, on how 
to organise curricula and teaching environments in order to promote an interest in 
entrepreneurship among students

T h e  n e x t  c h a p t e r  w ill o u t l in e  s o m e  p re lim in a ry  re f le c t io n s  o n  h o w  to  e m b e d  a n  
e n t r e p r e n e u r s h ip  d im e n s io n  in a n  e d u c a t io n a l  c u r r ic u lu m  T h e  fo llo w in g  S ta te m e n ts  s h o u ld  
h o w e v e r  b e  u n d e r s to o d  m o re  a s  q u e s t io n s  th a n  a s  r e a d y -m a d e  a n s w e rs
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E d u c a t i o n a l  v a r i a b l e s

In a first approach it seems to be usefiil to examine individual variables regarding the 
possibilities to shape them and their probable effects on the promotion of Student interest 
in entrepreneurship.

The interrelations are illustrated. in a conceptual framework. In a further Step individual 
complexes o f variables will be investigated more closely.

Concept

The promotion of an interest in entrepreneurship cannot be achieved in an additive way It 
should be integral part of the curriculum and the whole conception of the Fachhochschule. 

The following illustration reflects the existing interrelations:

Framework
conditions

Competitive
Situation

Faculty
Profile

Supporting
network

Interest
in
Entrepreneurship

▲ Student
profile

Didacnc
concepts

Figure 15.1 Interest in entrepreneurship in a conceptual framework 

Faculty profile

In Order to guarantee success it is of central importance to find experienced entrepreneurs 
as teachers The more concrete their own experience of this environment, for which the 
students are to be prepared, the better the Chance for faculty to communicate and impart 
explicitly and above all implicitly contents and attitudes of entrepreneurship in a distinct 
and comprehensible way. The success of the teachers as entrepreneurs is an important role
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model for the students. Since such a background of experience is not necessarily typical for 
an academic career at Fachhochschulen, part-time lecturers will be relied upon to fulfil 
these requirements The establishment of a visiting professorship on a one-year rotation 
basis, for which experienced entrepreneurs could be chosen, would also be helpful.

Due to the distinctly interdisciplinary and team teaching concept the capability of 
teachers to work in teams is an essential precondition for successfiil teaching. A preference 
for teamwork signifies a predisposition towards the kind of leaming essential to imparting 
an orientation to entrepreneurship

Didactic competence and the readiness to keep a critical distance from the classical 
teaching pattems at Fachhochschulen could create a leaming environment which promotes 
entrepreneurship. A fairly experimental attitude which promotes independence, a readiness 
to assume responsibility and the capability to learn requires an adviser and Consultant more 
urgently than an university teacher in the traditional sense.

With regard to the insufficient equipment o f Fachhochschulen in general and the - in 
contrast to the teaching quality required - modest salaries, only the Creative entrepreneurial 
activity o f the faculty will provide a convincing solution to both problems, proving once 
again that every shortage is a great opportunity. Teachers as entrepreneurs in their own 
interest will surely have a positive influence on the teaching of entrepreneurship

L a s t  a n d  p e r h a p s  m o s t  s ig n if ic a n t, th e  f a c u lty  m u s t  c le a r ly  id e n tify  w i th  th e  
e n t r e p r e n e u r s h ip  o r ie n ta t io n  o f  th e  C o llege. O n ly  i f  th is  o r ie n ta t io n  is  s u p p o r te d  
u n r e s e r v e d ly  b y  a ll f a c u l ty  m e m b e rs  a n d  o n ly  i f  it is  t r a n s la te d  in  th e i r  d a y - to -d a y  a c t io n s  
c a n  th e  m is s io n  o f  t h e  C o lle g e  b e  fü lfilled .

Student proftle

The personal traits o f students have a lasting effect on the quality of leaming and teaching 
The students should be active, ready to run a risk, independent, committed and critical 
The Fachhochschule should attempt to attract students who at least think of themselves as 
the entrepreneurial type to apply for admission.

The emphasis put on entrepreneurship in the Colleges’ recruitment efforts should 
motivate those students to apply whose ambitions aim in the medium or long term at a 
self-employed Professional career.

It is surely desirable that the students already have a vocational training combined with 
concrete Professional experience, so that their career ambitions are realistic. Concrete 
experience during a period of salaried employment, with all the limitations and restrictions 
it implies, is a good motivation to pursue a career as an entrepreneur

If the students do have preliminary experience as entre- or entrepreneur, they would be 
able to develop these qualities in an optimal way.

A b o v e  a ll w e  h o p e  t o  a t t r a c t  s tu d e n ts  w ith  th e s e  c h a r a c te r is t ic s  b y  m e a n s  o f  a  t a r g e t e d  
r e c r u i tm e n t  p o l ic y  o f  t h e  F a c h h o c h s c h u le  T h e  a im  is  t o  s u c c e e d  in  m a k in g  th e  C o lleg e  
p u b lic ly  k n o w n  a s  a n  e d u c a t io n a l  In s t i tu t io n  w h ic h  h a s  s u c c e s s fu l ly  in te g ra te d  th e  
p r o m o t io n  o f  e n t r e p r e n e u r s h ip  in  i ts  c u r r ic u lu m

Didactic concepts

It will be highly important which implicit references are being made through the structuring 
of contents. Is it the life experienced in the world of a big Organisation or is it the 
comprehension o f  people assuming entrepreneurial responsibilities in small or medium- 
sized Companies ? Th e  choice o f contents implies certain expectations and attitudes, which 
are then perceived and accepted as unquestioned points of reference by the students.
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In the choice of a didactic concept it is important to favour those elements which 
promote an active and enquiring mind Students who are trained to adopt knowledge 
passively without reflection or criticism in Order to reproduce it word for word at a later 
date will behave similarly in their later Professional career. Independence and responsibility 
in the acquisition of knowledge should be the guiding principles for leaming

Concrete tasks should be taken out of the entrepreneurs' world in Order to practice 
entrepreneurial problem solving.

Practical tasks should as far as possible be put into the hands of students By setting up a 
supply infrastructure, organizing social events, critically surveying teaching and education 
quality, and creating a culturally attractive environment (to name just a few aspects) 
students could gain valuable experience.

The role models offered to the students should reveal a close orientation towards 
entrepreneurial practice. The more spontaneous the identification, the more effective it will 
prove to be.

The Organisation of special events which are out of line with the general expectations of 
engineering students could contribute to broadening horizons. Critical approaches to arts, 
politics and questions o f a philosophical nature could serve this purpose.

At last - and this for good reason - I would like to point out that courses will also be 
offered which impart a theoretical knowledge of entrepreneurship Whereas this is 
sometimes regarded as the main way of promoting entrepreneurship, in our point o f view it 
has only marginal significance. We expect that practical knowledge will follow fforn 
ambitions and not the other way round

Supporting network

The environment of the College, the Fachhochschule as a whole and the region with its 
local authorities, banking System, Companies, trade and labour associations, must Support 
this program with its firm orientation towards entrepreneurship

An advisory board which consists mainly of experienced and successfu! entrepreneurs 
could serve as a platform for the critical Support of all attempts to promote 
entrepreneurship Especially graduates could in the fiiture provide important feedback.

The more the faculty is known in public, the less problematic it will be to find 
appropriate faculty and guest Speakers First-hand Information is undoubtedly a better 
preparation for a career as an entrepreneur than well-meaning textbook knowledge.

A widespread network of supporters could provide opportunities for internship 
Semesters and traineeships. The future founders of Companies will thus profit from 
appropriate leaming environments.

This network should also offer support in the practical period of setting up one's own 
business. The encouragement and the experience of people with comparable backgrounds 
is surely of great advantage. The confidence to be able to rely on a group o f Promoters 
having the same interests may be helpful when making the high-risk decision in favour of 
starting up a new business.

Participation in the international scientific community will support the project This 
acquires special importance since the network Situation in Germany concerning 
entrepreneurship is completely undeveloped
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As already mentioned the placement of the College was determined by the idea to fill a 
market gap. This goal will be achieved by setting up an institution to train Systems 
engineers with a focus on intra- and entrepreneurship.

Such a solitary Standing in Germany, which at present it undoubtedly has, implies also 
disadvantages An ambitious idea needs surely many people to put it in practice if it is to 
develop its full potential Competition could be useful in this respect, as it would probably 
help to mature the concept. Discussion by various experts could make the tasks before us 
more transparent. Diversified offers by other institutions would increase acceptance by 
both students and politicians. Potential competitors may need convincing before they enter 
the field. The more students apply for a place in the program and the more convincing the 
results are, the easier this task will be.

In  O rd e r  t o  p la c e  q u i te  n e w  S e rv ic e s  o n  th e  e d u c a t io n a l  m a rk e t ,  a  t a rg e te d  a c q u is i t io n  
a c t iv i ty  h a s  t o  b e  d e v e lo p e d  A p r im e  ta rg e t  g r o u p  a re  m u ltip l ie r s  s u c h  a s  t e a c h e r s  a t  
te c h n ic a l  s c h o o ls ,  S tu d e n t  a d v is o ry  S e rv ic e s  a n d  C o n su lta n ts  a t  e m p lo y m e n t o fF ices. 
In f o rm a t io n  s h o u ld  b e  g iv e n  p re d o m in a n tly  t o  th e s e  g r o u p s

Framework conditions

The idea that entrepreneurship as both an attitude and a skill can be developed by means of 
a systematic teaching approach seems to be quite new in Germany. Even in the New 
Länder, where the economic development is severely hindered by a lack of entrepreneurial 
know-how, not a single institution of higher education intends to give special attention to 
the promotion of entrepreneurship. Obviously the possibility to teach entrepreneurship as 
an attitude and a skill still has to be convincingly communicated.

The outcome of the severe competition on world markets is primarily determined by the 
quality o f a Companies' engineers This requires entrepreneurial thinking and activity of 
each employee. But how can this requirement be fiilfilled if intra- and entrepreneurship is 
not being realised and developed as a key competence of engineers ? The new College at 
Lüneburg is to make a contribution here.

The economic region surrounding Lüneburg has great expectations regarding the 
establishment o f the new College. Especially the entrepreneurs of the region have strongly 
encouraged and supported the establishment of this College and contributed considerably 
to its authorization by the Department of Higher Education Their expectations have to be 
met and taken into consideration

Competitive Situation

Evaluation

There are obviously a great number of variables which have an influence on engineers 
Orientation towards entrepreneurship A check list could make the Situation more 
transparent:
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Figure 15.2 Variables of teaching result

At the College of Applied Automation Engineering at the Fachhochschule Lüneburg 
entrepreneurship is being efficiently taught as a key qualification within the framework of 
an interdisciplinary education of Systems engineers The first dass Curriculum concept and 
teaching results have made the Fachhochschule Lüneburg and its education in 
entrepreneurship a trade mark - a model for the entrepreneurship training of Systems 
engineers
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16 Post-Fordism or last way-out? 
Self-employment as an 
alternative strategy for 
unemployed persons

Hans-Jürgen Weißbach and Jane Wheelock

A comparison of trends in the Eastern Ruhr District and in the Tyne and Wear 
Region (North East England)

In this contribution, we want to compare some of the results of a short study which Hans- 
Jürgen Weißbach carried out in 1986 on the role of EC advisory schemes to stimulate self- 
employment in the Eastern Ruhr District and of a study made by Jane Wheelock in the 
Tyne and Wear Region in 1990 examining the impact of family structures on self- 
employment. Although the focuses of both studies were quite different, we can draw some 
conclusions ffom the comparison because the social backgrounds in both old industrialized 
regions have been very similar up to recently, while national ffameworks of regulations, 
social policy etc. are rather different. The conclusions we have drawn fforn the studies 
refer to the impact o f family structures and of collective initiatives on self-employment of 
unemployed persons, and to different male and female participation in self-employment.

While the industrial region of the Ruhr district found itself in a time of great structural 
change and high unemployment, an advisory Programme called ’BEFÖBI' financed by the 
EC was set up in 1986 to facilitate self-employment for unemployed people and 
employment initiatives in the Steel regions The aim of this Programme has been to fill the 
gaps in advisory spheres which were not covered by the Chambers of Commerce or by
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other programmes, due to the inadequate perspectives of those wishing to Start their own 
businesses, who often had been long-term unemployed or who lacked qualification and 
money While the Programme started, the researcher had interviewed fifteen job creation 
initiatives in Dortmund and in the surrounding area, as requested by the local Economic 
Development Office, to test the necessity for and the likely success of special advisory 
schemes for these initiatives

At the beginning of the scheme, most o f the initiatives were organised around non- 
profit-making bodies taking advantage o f jobs and training schemes made possible by the 
Employment Office (ABM jobs similar to the former British CP workers) Some of these 
bodies also claimed ffom the European Social Fund In the first phase of the Programme, 
some work initiatives (which were not classifiable as Standard legal business entities) were 
started, for example:

- a bicycle shop (inc. renewal and repair of used cycles)
- a  p la n n in g  o f f ic e  (w o rk in g  o n  to w n -  a n d  e c o -p la n n in g  p ro je c ts  in  c o - o p e r a t io n  w i th  

th o s e  a f fe c te d  b y  th e  p ro je c ts )
- a further education project, orientated mainly around qualifications for unemployed 

women and those wishing to retum to the employment market
- a woodworking co-operative
- an ecological garden centre, etc

T h e  s lo w  a n d  c o m p l ic a te d  fin a n c ia l  a n d  s o c ia l  c o n s o l id a t io n  o f  th e  p ro je c ts  a n d  th e i r  
p a r t ly  u n c le a r  p e r s p e c t iv e s  f o r  f u r th e r  d e v e lo p m e n t  o n  o n e  s id e , b u t m a in ly  th e  'c r e a m in g -  
o f f  e f fe c ts ' o n  th e  r e g io n a l  la b o u r  m a r k e t  b e c a u s e  o f  th e  im p ro v in g  e c o n o m ic  S i tu a tio n  o n  
th e  o th e r  s id e , h a v e  le d  t o  a  d e c l in in g  in te r e s t  o f  u n e m p lo y e d  p e r s o n s  in  c o l le c t i v e  j o b  
c r e a t io n  a c t iv i t ie s  w h ic h  a re  a im e d  a t s e lf - e m p lo y m e n t.  T h e  c r e a m in g -o f f  e f fe c t  w a s  m a in ly  
d u e  t o  th e  e x p a n s io n  o f  a t t r a c t iv e  S ta n d a rd  e m p lo y m e n t in th e  f ie ld s  o f  c o m m e r c e  a n d  
S e rv ice s , b u t  a ls o  d u e  to  n e w  s u c c e s s fu l  m o d e ls  o f  s e lf -e m p lo y m e n t in  th e  m o d e rn  S e rv ic e  
in d u s t r ie s  w h ic h  e n c o u r a g e d  p e o p le  t o  S ta rt th e i r  b u s in e s s  in d iv id u a lly , a n d  in  a  m o r e  
c o n v e n t io n a l  w a y  w ith  th e  s u p p o r t  o f  th e i r  b a n k e r s

In consequence, the advisory Programme has become more used by single persons 
(about 300 per year) trying to found a normal business, although they nevertheless do not 
meet of the conditions of normal advisory support by the Chambers, e.g. because of a lack 
of relevant qualifications or Capital funds One could thus suggest that the quality o f self- 
employment ideas and projects for which applications were made has deteriorated over the 
time

This trend does not refer only to the special advisory Programme applications to the 
BEFÖBI Programme, but obviously also to the whole City of Dortmund and to the region, 
as indicated by business registrations which show an increasing number of new pubs, 
boutiques etc., i.e of businesses for which no particular qualifications are necessary. But it 
is not likely that this trend really indicates a lower entrance barrier of unqualified persons 
to successful self-employment. Seemingly, the entrepreneurial potential o f the male 
generation from twenty-four up to forty-five years in Dortmund has been absorbed 
between 1985 and 1990 in business projects, mainly in qualified Services Many of these 
businesses would never have been created if people had not been unemployed Even 
people with good business ideas and good qualifications went into self-employment to 
some extent involuntarily - and often were successful. Nowadays, the chances of going 
self-employed involuntarily with the help of the BEFÖBI Programme are not as good as in 
the 1980s, due to the creaming-off, and to the fact that the best business ideas cannot be 
imitated Anyhow, the City does not try to influence the plans of the potential self-
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employed in a restrictive sense, because for many of them self-employment is the only 
alternative to unemployment.

Mainly females are not discouraged by this trend. A survey done in Dortmund ('Frauen 
und Existenzgründung' 1991) showed that in 1990 and 1991, forty per cent of those 
starting their own businesses were women. Most of them declared their reasons for taking 
this Step as unemployment, having no chance of progressing within their Professional 
career within firms (the so-called ’glass ceiling effect'), or even their spouse being long- 
term unemployed. What are the reasons for the fact that the number of women willing to 
Start their own business is still expanding, despite of lack of Capital, and the difficulties of 
moving directly front unemployment or out of the housewife Status into running a 
business? Consideration of statistics shows that women in Dortmund are still under- 
represented in the total workforce (due to the earlier dominance of mining and Steel 
industries and the lack of tradition of women working) Also, in the eastern Ruhr district 
there is a high percentage of women graduates concentrated in disadvantageous subjects 
(teaching, social professions e tc ) Because of the clearly limited spectrum of career 
pattems and the reduced choices in the workplace, women still see new possibilities 
opened to them through job creation projects and self-employment, whereas comparably 
similarly qualified men have not, since for them normal careers or, in the case of 
unemployment, bridging strategies are available in the workplace (via Unions, Welfare 
etc).

In 1991, having being involved in an academic exchange with Newcastle University in 
North East England, we studied the impact of the British government’s emphasis on small 
firm formation based on a policy of promoting the enterprise culture. This included the 
Enterprise Allowance Scheme which provides state benefit to those starting up new 
businesses. After more than five years of the scheme's existence, it was remarked that the 
businesses were not offen flourishing, nor were they in any way contributing to the further 
education o f  their participants There was a critique forming of the Scheme that it was 
merely a pressure valve for the State in that it reduced the unemployment figures. Local 
govemment and the voluntary sector took Steps to set up advisory Services with book- 
keeping and other basic management requirements in order to improve qualification levels, 
usually fünded by central govemment grants Seemingly, the quality of projects and the 
qualifications of the founders have improved within the last years However, it is still feit 
that the people o f the North East region are used to the culture of large undertakings, as in 
the Ruhr district a decade ago, so that little entrepreneurial spirit exists

A qualitative study undertaken by Jane Wheelock of the Business School in Sunderland 
Polytechnic was set up to identify contribution that family and informal networks made to 
new small businesses. She identified, as the Dortmund Study did, the spread of small 
businesses in the Service Economy, and interviewed businesses which had been set up 
during the previous ten years, including eight female-headed, eight male-, eight family 
businesses For Wheelock, the family of the business proprietor has a significant economic 
contribution to make in the region. This ’familial economic unit', as she calls it, means that 
the flexibility o f family enterprises plays some role in 'Post-Fordist' models of the deprived 
peripheral economy, where the familial economic unit (instead of technology) enable the 
smaller businesses to meet demands for cheap and more personalised products.

Wheelock explains that the flexibility within these small firms derives from the fact that 
they can call upon labour from the informal, formal and voluntary sectors, regarding the 
business itself as well as child care, other informal (unpaid) work and offen formal paid 
work in other firms to be necessities for the survival of the family business She cites the 
attractions of self-employment as pride, independence and the Integration of family and 
business life, with the disadvantages being long hours and low incomes. Dependence on
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larger firms was also visible in some cases, and although there were few complaints about 
the state supported advisory Services, private sector Services from banks in particular were 
heavily criticized.

These findings were not new 'to us since they were echoed in a Dortmund study of 
women setting up business ('Frauen und Existenzgrundung', 1991), where the women 
interviewed also complained of a lack of financial backup from banks and institutions 
coupled with problems regarding their accessibility to govemment funds and 
unemployment benefit.

Jane Wheelock stressed the crucial role that informal child care plays in the flexibility of 
the entrepreneur, a fact also echoed by the Dortmund study. Although there was not role- 
reversal in the Sunderland study, a shift in men's attitudes to domestic tasks and to child 
care could be seen. Many spouses (women and men) also undertook paid employment to 
enable the family to Supplement low business incomes Spouses therefore played enabling 
roles' in the formal as well as the informal economy.

Now, the results o f the studies allow us to have a comparative view on both regions:
Both regions are still suffering from high long-term unemployment of male workers 

from the core industries, while female unemployment has been reduced because of the 
increase o f the Service economy. But female are still underemployed in both regions, in 
Dortmund even female graduates. The discrepancy between obstructed or non-viable 
careers and a high, offen still expanding amount of education Signals a pressing problem 
for women which offen are solved by attempts to Start their own business even if they do 
not have an appropriate qualification Women play a more active part in the English family 
businesses than in Dortmund because they often have better skills in book-keeping, 
Computers etc. than males have, deriving in many cases from their traditional role as 
manager of household finances. For men who have been skilled or semi-skilled workers 
before, self-employment is accepted in Tyne and Wear despite low earnings because of the 
lack of alternative occupations, while it has become difficult for men in Dortmund to find 
suitable niches of self-employment in which at least as much as the normal regional wages 
can be eamed. region Women and men in both Britain and Germany who were 
interviewed offen said they had not chosen to go self-employed but were rather forced into 
the decision by circumstance, but the pressure is more heavy in England.

In the Ruhr district, individual and collective initiatives of relatively highly qualified 
women have been rather important for their integration in the workforce and into self- 
employment, with the problems for women entering self-employment somewhat reduced 
by a dense network of institutions from special advisory and training agencies to 
kindergartens. In North East England the increase of self-employment was based on poor 
opportunities for traditional employment, and the availability of govemment fünded self- 
employment subsidies, although the business viability was still also dependent on family 
networks. Düring the 1980s, better institutional conditions have been created by 
govemment interventions, but this may simply have increased competitive pressure in the 
small business sector In Dortmund, such a pressure has been feit during the last years, too 
The percentage of female founders of small businesses is about the same in both regions, 
perhaps their active role in England is even higher, due to female involvement in male 
established businesses.

What remains unclear is whether employment initiatives or family involvement are taking 
the roles of ’bridges' towards fully established lifetime self-employment or businesses. In 
the Eastern Ruhr district where job creation tools are highly developed and applications for 
advice and Support in founding one's own business are frequently made, the mobility 
chances to Standard employment inside or outside the region are much better, so that we 
can observe a high tumover of women from self-employment back to Standard work. In



the Engüsh North East, small businesses are often started when there are few possibilities 
for Standard employment, though the longer term viability of the business is unclear.

The 'level of professionalisation' within the small businesses in the Service sector is low 
in both regions, despite a high number of people with high school leaving certificates at 
least on the Ruhr, but it is increasing. About fifty per cent of the founders o f small Service 
firms have heightened their special competencies through their work on the job in 
Dortmund (As you may not know, you have to join a four hours course if you wants a 
license to open a pub in Germany.) Wheelock's study however indicated that training in the 
North East was often provided informally, sometimes by other family members.

The amount of structural change and Solutions to local employment market problems 
that small firms as well as employment initiatives are providing are hardly quantifiable. 
However, we suppose that they will be important elements of post-fordist economy in 
peripheral regions. Their role-model function for the growing flexibility of the regional 
economy is possibly more important than their contribution to the number of jobs They 
may contribute to improve the underdeveloped regional supply of Services as well as to 
spread commercial skills in regions which were dominated by manual industrial works.
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17 Methodological elements for 
an effective seminar to train 
entrepreneurs - A heuris- 
tical profile

Eckhard Steuer

Introduction

Teachers/trainers o f entrepreneurs are technical experts but often they are not fully 
qualified to teach and to train adults. To get a common understanding of a successful 
seminar for entrepreneurs, the participants of IntEnt 92 were invited to report about their 
teaching methods. They were invited to mark on a questionnaire (big wallpaper) their 
personal experiences with thirty-six methodological elements The profile was afterwards 
discussed in a work-shop.

1t was found that the IntEnt 92 participants can be divided into two groups:

- University teachers who offer lectures or short-termed Seminars to teach students 
without practical knowledge

- Technical trainers/consultants, who train and Support interested adults to become 
successful entrepreneurs in the region
Their long-termed qualification may be part of the credit they apply for.
The qualification aims that the participant structures his idea of business, presents 
to experts who assess the chance of success.
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R e s u l t s

Twelve participants did mark the wallpaper questionnaire The following are some 
essentials o f the Interpretation including some comments of the discussion in the 
workshop. As onJy twelve of ninety IntEnt 92 participants did mark no percentages are 
shown.

Rarely applied and difTicult

The traditional teaching approach rarely seemed to be taken up only exceptionally. 
Lecture, discussion, perhaps small-group-work are predominant. Activating methods as 
partner-interview (needs e.g. only twenty minutes, possible with all seizes of audiences) is 
unknown predominantly.

Homework is assessed as difTicult.
Pinboard is predominantly not applied As a consequence very rarely the group 

moderation technique is applied, which is highly participants activating
Because o f  the high technical effort and because of the poor offer o f marketable media it 

is not a surprise that the applications are only exceptionally o f video training, expert 
System, Computer aided instruction, interactive multi-medial leaming System.

Excursions seem to be unused by university teachers But excursions could be connected 
with interviews o f entrepreneurs whose good and bad experiences could illustrate and 
stimulate the füture entrepreneurs.

Asking for expectations at the beginning of a seminar and post-preparation of seminars 
seem to be unused by university teachers.

Well known and offen applied:

- Role play
- case studies
- expert interview
- role models (success stories)
- discussion
- exercise
- lecture
- small group work
- presentation (through participants)
- self-study.
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18 Teaching experiences using 
a business Simulation game 
as a tool for
entrepreneurship education
Heinz Klandt

Introduction

A business game ('EVa') simulating the start-up and early development phase (i.e three 
months o f start-up plus the first three years in monthly Steps) of a Software firm from the 
perspective of an owner manager (Szyperski, Klandt, 1990, Klandt, 1993b) was used for 
entrepreneurship education of a ränge of groups including business students, engineering 
students, employees, executives and real entrepreneurs (Klandt, 1991, Klandt 1993a)

A rough description of the Simulation game is given in figure 18.1.

- simulated: start-up and early development phase
- Software and System house
- variety o f decision areas:

purchases; production; sales, personnel, finance; location; information
- broad ränge offields of activity: merchandise, Services, products
- also qualitative decisions required (intuition)
- Strategie and operative decisions are required
- monthly decisions (one period = one month) demanded
- with a large number of periods (thirty-seven) and
- o f different possible decisions
(more than 100 per period, 4,000 in total);

- this allows for a repeated gearing in, after attained feed back
- rather realistic tax and accounting environment is given
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- decisions are requested under true time pressure
- basic feedback about the Company and its market is given free
- but additional information has to be requested and paid for
- game runs on IBM PC, AT, PS/2
- written in Turbo Pascal
- source code o f  about 10,000 lines o f code

Figure 18 .1 Description of the Simulation game

Using a deterministic model (identical inputs produce identical Outputs), the subjects 
play against the Computer Programme, not against varying competitors, since only this 
method leads to meaningful empirical results for comparisons between the players.

A standardised procedure was developed including some seventy pages of 
documentation, an introductionary speech and a eight to ten hour day of playing the game 
on the Computer with each player group consisting of one, two or three single players 
playing separately against the stand alone Computer System.

In this Situation the participants had to fill in two questionnaires: one - distributed at the 
Start of the game - related to their employment Status, their motives (need of achievement 
etc.) and in case of being self-employed to the structure (legal form, branch etc.) and 
performance (tumover, employees etc.) o f their firm, the second questionnaire was related 
to the evaluation of the game (is it realistic?, what should be changed ? etc ).

A third source o f information are the observations made by the game conductor 
(experimenter) including environmental factors (room Situation, equipment), Supports 
given by the game instructor, date and time of the event etc. Last but not least some 
thousand observations o f each player group were made automatically by the Computer 
System itself: each o f  the 4,000 decisions possible while playing the game was registered, 
the time o f  each monthly decision input and all States o f the simulated firm (performance 
indicators like profits, bankrupts) were recorded.

Major Undings

General Description

ln thirty-three Seminars (from 1988 to 1992) some 550 people have played the business 
game ' EVa’ . Most o f the participants were students (sixt-one per cent of the 511 valid 
answers) Apart from that thirty-two employees, managers, executives and eighty-nine 
entrepreneurs or other self-employed persons played the game (including part time seif 
employment: sixty o f them with forty hours a week or more engaged in seif employed 
activities). Twenty-seven per cent female players were recorded.
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Table 18.1
Self-employed activities (Part time incl.)

absolute in %

- have never been self-employed,
and do not plan to be 176 35.1

- plan to become self-employed 241 48.0
- have been self-employed before 9 1.8
- presently self-employed 76 15.1

Valid Cases 502 100

Missing Data 50

The participants were asked how realistic they considered the business Simulation game 
EVa to be and what their Overall evaluation of the game was.

Table 18.2
Do you consider 'EVa' to be realistic? (all cases)

absolute in %

very realistic 79 15.6
rather realistic 357 70.4
rather unrealistic 68 13.4
entirely unrealistic 3 0.6

Valid Cases 507 100

Missing Data 45
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Table 18 3
Overall evaluation of the game (all cases)

absolute in %

"EVa" is excellent 268 52.9
"EVa" is good 236 46.5
"EVa" is rather boring 2 0 4
"EVa" is absol. useless 1 0.2

Valid Cases 507 100

Missing Data 45

Sixty-eight per cent o f  the participants considered the business Simulation to be very or 
rather realistic and fifty-three per cent evaluated EVa as excellent, another forty-seven per 
cent as good, only 0.6 per cent had a negative impression on the business Simulation game 
after the experience o f  playing the game.

Self-employed entrepreneurs compared with other participants

When developing the business Simulation game one o f its basic ideas was that self- 
employed entrepreneurs would experience and play the game differently ffom other 
Professional groups

So one question was, whether the entrepreneurs evaluated the game in the same way or 
in a different way ffom the other groups.

With respect to the reality o f the game the entrepreneurs with eighty-five per cent versus 
eighty-six per cent evaluated the Simulation game to be as realistic as the comparative 
groups did 98 7 per cent o f  the entrepreneurs and 99 5 per cent o f the other participants 
evaluated the business game positively; but the entrepreneurs were a bit less enthusiastic 
about the game: only forty-three per cent versus fifty-five per cent evaluated the game as 
excellent

In the questionnaire a need of achievement scale (Klandt, 1984) was also applied to all 
participants. It was expected, that the entrepreneurs would reach higher scores on that 
scale than other groups which played the game
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Table 18 4
Is rEVa' realistic or artificial? 

(Self-employed cases versus employed cases)

self-employed employed
(part time incl.)
abs. % abs. %

very realistic 10 13.3 69 16.0
rather realistic 54 72.0 303 70.1
rather unrealistic 10 13.3 58 13 4
entirely unrealistic 1 1.3 2 0.5

Valid Cases 75 100 432 100

Missing Data 10 35

Table 18.5
Overall evaluation of the game 

(Self-employed cases versus employed cases)

seif employed
(also part time) employed

abs. % abs %

"EVa” is excellent 32 42.7 236 54.6
''EVa'' is good 42 56.0 194 44.9
"EVa" is rather boring 1 1.3 1 0.2
"EVa" is absol. useless 0 0 0 1 0.2

Valid Cases 75 100 432 100

Missing Data 10 35
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Table 18 6
Need of a achievement

val n Mean StdDev. Median

Groups in this study:
- all players 496 33.4 3 49 33.0

- not self-employed 417 33.1 3.52 33.0
- self-employed 79 34.6 3.03 35.0

- less successfül 17 34.2 3.01 35.0
- more successfül 1) 36.3 2.53 37.0

Comparative Groups1:
- R&D employees 264 31.7 4.26 31.7
- Business students A 95 32.5 5.08 33.0
- Business students B 93 29.7 4.64 -

- Middle Management 41 34.1 - -
- Interested in Entr. 59 34.2 4.10 34.5
- Entrepreneurs 77 36.9 5.1 38.0

‘Source: Klandt, 1984, p 68, 148

With respect to that scale the group o f entrepreneurs had a mean o f 34 6 points while 
the comparative group had a mean o f 33 1 points, which Supports the division between 
those two groups as to the expected higher need of achievement score o f the 
entrepreneurial group

But what about the directly observable behaviour of the participants?
The behaviour o f self-employed and not seif employed-players in terms of the number of 
decisions made during the game does not differ much Self-employed players are slightly 
less engaged in the personne] and purchase field, and more active in the acquisition of 
information (see table 18.7). Here a limited number of cases (n = 215) was analyzed.

Some indicators were developed with respect to measuring the performance of the 
players in the game It is possible to become bankrupt in the course of the game In that 
case the player receives another chance by starting a new game, as far as it is possible in 
the remaining time So, among other things, the participants may differ regarding:

* whether they go bankrupt, and, in that case, how offen they do so,
* how many games the player started;
* the maximum period reached in one of the games played in the given times.

Table 18 8 shows the differences between entrepreneurs and other players of the game 
taking into account the above mentioned indicators of performance; the average 
entrepreneur seems to take more risks than other players (a mean of 0.79 vs 0.37).
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Table 18.7
Average number of decisions made during the game

in real life
Field of 
Decision:

all
players

not seif 
employed

seif
employed

more less 
successful entr.

All Fields 413 420 414 439 283

Start-up 5 5 5 5 6

Personnel 98 100 93 125 55

Purchase 49 51 45 46 38

Marketing 122 125 121 132 81

Production 58 59 60 47 32

Finance 17 16 21 18 13

Information 64 64 69 66 58

Valid Cases 215 167 39 6 11

Table 18.8
Average game performance

other players self-empl.
entrepreneurs

in real life
more less 

successful 
entrepreneurs

Bankrupts 0.37 (376) 0.79 (70) 0.38 (8) 1.4 (16)

No of Games 1.34 (446) 1 44 (75) 1.3 (11) 1.8 (17)

Max. Period 32.76 (443) 30 23 (78) 31.6 (11) 21.9 (17)

(ln parentheses the number of valid cases)
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A most interesting question is, if the more successful real life entrepreneurs behave 
different and finally show a different game performance than those seif employed who are 
less successful in real life.
Some indicators of real life entrepreneurial success were collected by questionnaire 
distributed to each participant before the game The used indicators were number of 
employees, the yearly tumover and the yearly profit in both the year of start-up and each 
of the following five years. The following differentiation between more or less successful 
entrepreneurs is based on the tumover in the first complete year after the start-up Those 
with lower or equal 200,000 DM tumover were considered to be less successful and those 
with more than 200,000 DM as being more successful.

The group of less successful entrepreneurs reached a need of achievement score o f 34.2 
while the more successful entrepreneurs got a group mean of 36.3 (see table 18.6). That 
also means that there is a highly significant relationship between the level o f need of 
achievement and game performance (r = 0.15 ***).

Ninety-three per cent of the less successful entrepreneurs considered the Simulation 
game to be very realistic or rather realistic while only sixty-four per cent of the more 
successful entrepreneurs did so. Also the general evaluation of the game was more critical 
by the group of more successful entrepreneurs; only eighteen per cent evaluated the game 
as excellent while fifty-three per cent of the less successful group did so. But both groups 
gave (with only below one per cent votes for boring/useless in the less successful group 
and in the more successful group as well) a positive overall evaluation of the game. 
Referring to the average decision making behaviour during the game by groups of more or 
less successful real life entrepreneurs table 18.7 shows some remarkable differences 
(personnel, marketing), but these results are based only on a few cases.

One of the most fascinating questions in this study is, if entrepreneurs, who are more 
successful in real life, are also more successful at playing the business Simulation game.

A first answer is given by table 18 8 We can see that the group of more successful 
entrepreneurs in real life only had an average of 0.38 bankrupts when playing the game 
while real life less successful entrepreneurs, with 14 bankrupts had a rate of nearly three 
times that. Along with the fact, that the less successful entrepreneurs started more games 
(1.8 versus 1.3) and the maximum period reached in the best game was a level o f nearly 
thirty-two in the group of more successful entrepreneurs while it only came to twenty-two 
in the group of less successful real life entrepreneurs

A significant correlation can be found between real life tumover and the number of 
bankrupts in the Simulation game

The Relationship between real life success and game performance

Conclusion

As a conclusion based on these empirical results the business Simulation game 'EVa' 
seems to be a somewhat realistic model of the entrepreneurial world and therefore - at 
least partially - o f the entrepreneurial task So one can hope that playing this Simulation 
game is helpful for entrepreneurship education and training and may be utilized in the 
füture as a complimentary tool to other teaching methods.
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19 Computer based methods in 
entrepreneurship education: 
An overview
Rolf Alexander Teubner

Introductory notes

The objective of this paper is to give a brief overview about current uses of Computers in 
(entrepreneurial) education. It is mainly written for readers new to this research field with 
emphasis on the practical importance concerning the education of entrepreneurs this lec- 
tures tries to develop a 'taxonomic guide' to qualify existing Systems Three main issues are 
discussed: purpose, performance and technology

Electronic teachers for entrepreneurs?

The role Computers should play in education has been a topic in the scientific Community 
for years Recently first Systems are in practical use. The reasons for using such Systems 
are obvious: On the one hand, an increasingly complex and specialized world (offen 
denoted as 'Information-' or ’knowledge-society') stresses the need for continuous further 
development On the other hand, Computer Systems are flexible and cost efTective, 
computer-based teaching is accessible at any time, (nearly) any place and enables 
individual, self-responsible and anonymous studying
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These arguments are of great importance regarding the working Situation typical for en- 
trepreneurs/owner managers is taken into account:

- the need of accumulating broad knowledge, gather both management and technical 
skills

- the involvement in daily work creates difficulties in reserving fixed time for qualifica- 
tion

This Situation suggest that tackling the theme 'Computers in teaching' might be extraordi- 
narily fertile with respect to the entrepreneur's needs.

Purposes of teaching Software

There is a whole variety of acronyms Terms such as teachware, CAI (Computer assisted 
instruction), CBT (Computer based training), CBE (Computer based education) CMI 
(Computer managed instruction) are used - not always consistently Because each term 
(ideally) describes the special instructional task performed by the Systems it denotes, a look 
at the work of human teachers appears to be helpful to get a better understanding of what 
is meant Referring to the typical work a teacher does we take teaching as a superimposed 
concept. Whereas education and training can be identified as main teaching tasks. Unfortu- 
nately the terms 'training' and 'education' are frequently used synonymously in the context 
of computer-based teaching Because such a poor definition is a violation of the main prin- 
ciples of scientific language (i.e redundancy and richness) we want to adopt a differenti- 
ated use ofthose terms Figure 19.1 synoptically defines them by contrasting significant at
tributes.

education training

descriptive procedural
theoretical practical

abstract contextual
make the Student 

'learn by heart'
make the Student 
'learn how to do a 

job'

Figure 19 1 Contrasting education to training

Besides education and training Computer Software can provide instruments supporting 
teacher or Student, Services of this kind are often called 'job aids'.

These three possible products of teachware as a whole constitute an applicational point 
of view Technical terms indicating the purposes of CAI (Computer assisted instruction) 
are shown in figure 19.2 Computer based education denotes Systems which assist the 
Student to obtain knowledge Computer based training assists the Student in the practising 
and deepening of knowledge This can be done or accomplished, for example, by exercises 
or by simulating real world problems and making the Student solve them Computer 
managed instruction covers all tools that assist preparation, Organisation and 
administration of the teaching subject.
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C A I
Computer Assisted / Aided Instruction

C B E  C B T  C M I
Computer Based Education Computer Based Training Computer Managed Instruction 

Figure 19.2 Purposes of Computer assisted instruction

Performance of teaching Software

Another important dimension of teaching Software is the performance and internal repre
sentation ofthe teaching tasks Those tasks are in general:

- to transfer knowledge,
- to check attainment of lesson aims,
- to allow individual repetition and explanation

The presentation of knowledge by itself is not sufficient to identify a Computer System as 
a CAI System.; otherwise a word processing Software used to read a script would be quali- 
fied as a CAI program Therefore, a second criterion requires the verification that the Stu
dent has reached the teaching goals. Finally, based on the level of success of each Student 
the Software has to provide fijrther explanations and repetition adapted to the students 
needs

Conventional Systems

A strong but typical Classification on this layer of performance can be drawn by 
distinguishing 'conventional' and 'intelligent' Systems A metaphor for conventional CAJ 
Systems might be the 'electronic page turner' because knowledge is presented sequentially 
and the explanation facility only provides pre-stored answers and remedial comments 
Figure 19.3 summarizes these performance criteria of simple CAI

X transfer knowledge — -----» linear, fixed

X check success — -----► test questions,
exercises

X repeat /  explain •—----- ■> result triggered
branched off paths

Figure 19.3 Performance of simple CAI
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Limitations resulting from this kind of internal representation include the following:

- inability to understand the stibject being taught, as a consequence, these Systems can- 
not react on unanticipated responses

- inability to understand why the Student failed
- inability to 'leam' from experience of consultation.

As a result: Conventional CAI programs have little capabilities to adapt to the individual 
needs of the Student In Order to avoid those limitation mentioned CAI Software 'has to be- 
come intelligent'.

Intelligent Systems (ICAI)

While a simple CAI System only present predesigned lessons, an ICAI System has the 
ability to construct lessons tuned to the student's needs This flexibility is established by a 
lot of domain and pedagogical knowledge which are explicitly defined in two distinct 
knowledge bases.

The domain knowledge base enables the ICAI System to interpret the knowledge it pre- 
sents This is the basis for the ability of the System to evaluate the quality and correctness 
of the student's answers (by this it performs the ability of a 'diagnostic expert'). The 
pedagogical knowledge base covers the didactic knowledge (for example teaching 
strategies) the System needs to construct lessons. The main questions are: What knowledge 
shall be presented? When and how shall it be presented? To answer these questions the 
System has to have an impression of the student's knowledge level and abilities.The 
Information necessary to perform this feature are collected during the session based on the 
students actions. They are stored in a Student model.

Domain knowledge base, pedagogical knowledge base and Student model frnally give 
the ICAI System the capability to 'know what it does' in contrast to the simple CAI System, 
that only is able to 'tum pages in a book electronically', ICAI Systems can construct lessons 
based on the students know how and learning abilities

The question which now might arise is: How can those capabilities described be created? 
It is not possible to answer this question in detail in this paper. But this opportunity will be 
taken to mention the third important dimension for which teaching Software is offen con- 
sidered: the technological-methodical aspect of System development.

Technologies for CAI

Terms such as 'expert or knowledge based instruction System' or ’multimedia training Sys
tem' point out differences in the software-technological dimension of System development 
Principally the developer is free to choose a technology (at minimum one) to implement 
the CAI application But it can be stated that there are certain technologies more efficiently 
applied to perform certain tasks For example,

- knowledge based techniques are powerful to mediate knowledge by setting up a 
pedagogical dialogue

- hypertext and hypermedia is useful for handling non-linear knowledge references
- multimedia techniques öfter multiple presentation media and their integration
- spreadsheet programs as end-user tools are helpful in developing Simulation models
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and so on.
At least four factors have to be taken into account when Software tools for System 

development are selected. First the hardware the System will run on limits the use o f  tools 
which will affect in the end effects the capabilities o f the CAI application. Besides the 
decision for a technically feasible development Software package the purpose, the 
performance and the target group o f  the CA] System should also be taken into account.

The following two papers tackle these aspects in greater detail. They concentrate on the 
benefits provided by multimedia Systems and artificial intelligence.
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20 Artificial intelligence in 
entrepreneurship education
Susanne Kirchhoff and Rolf Alexander Teubner

Introduction

The first generation o f CAI applications - currently already used in practice - tried to simu- 
late a simple process o f knowledge transfer: present knowledge, ask questions and based 
on the success go on or repeat special themes The striking deficit o f  those simple CAI 
Systems is that they do not have any idea about the knowledge they present The second 
generation o f CAI Systems - described as intelligent ones (1CA1) - provides more flexible 
programs by giving them explicit domain and didactic knowledge By this, they are able to 
adapt to the students needs instead o f presenting only predetermined lessons (Teubner, 
1993).

It seems to be very promising to the authors to make use o f the progresses made in the 
research field o f artificial intelligence (AI) - especially in the development o f  expert 
Systems (XPS) - when going to implement an ICA1 application.

The central thesis of this paper is, that experiences in the field of expert System develop
ment are a very fertile basis for implementing intelligent Computer aided instruction 
Systems for teaching entrepreneurs.

There are two major arguments for this insight: A technical argument is that expert Sys
tem architecture is closely related to that one o f ICAI Systems A more practical argument 
aims at synergetic effects o f developing ICAI applications Expert Systems are widely em- 
ployed today and good knowledge models have been built for different problem classes
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and domain areas. Perceptions in expert System research on these fields are likely to reduce 
development expenses for ICA1 Systems.

We like to illustrate our main thesis by

first: Presenting expert and ICAI developments as a field of artificial
intelligence describing what they have in common
Presenting typical applications of expert Systems
showing the use of know how derived from XPS (and ICAI)
development for entrepreneurship education
Presenting selected Systems dealing with themes of entrepreneurial
interest

second:
third:

fourth:

Ai-Systems: XPS and ICAI

How are XPS and ICAI Systems intelligent

'Artificial Intelligence is the Science o f making machines do things that would require intel
ligence if done by man.'

This early definition of AI by Marvin Minski points out the fundamental feature o f intel
ligent in contrast to simple programs: 'They enable Computers to do things that normally 
only intelligent human beings are able to do' (Kurbel, 1989).

Expert Systems perform this by modelling the expert knowledge of a certain domain and 
simulating the reasoning of a human expert.

As a result XPS should be able to come up with the specific problem solving capabilities 
of a human expert in a limited and clearly defined domain area (Kurbel, 1989).

This performance in most cases is established by using the knowledge based technology 
The term 'knowledge based' stresses a structural aspect o f a Software System, the distinc- 
tion between knowledge representation and reasoning The performance o f expert Systems 
is so closely related to the knowledge based technology that the term 'knowledge based 
System' is often used synonymous for the term 'expert System'. Some authors therefore call 
ICAI Systems which are implemented knowledge based an 'instructional expert System' 
(Mertens et al., 1990).

ICAI Systems behave intelligent, since they do not only apply domain but also didactic 
knowledge for designing teaching lessons that they present to the Student By this they 
perform tasks o f a domain and pedagogical human expert, a teacher

System archilectures

Expert Systems. The main components of an XPS are the knowledge base that explicitly 
defines the knowledge and an inference engine, that applies the reasoning strategy to the 
knowledge. In Order to make the knowledge base more powerful, it is often given access 
to databases and / or conventional programs by interfaces. To make the reasoning process 
more transparent to the user, the use of knowledge has to be explained to him This is 
done by an explanation facility. A user interface manages the dialogue between end user 
(during the development also between knowledge engineer) and XPS A typical, simplified 
architecture as described here is shown in figure 20.1.
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user interface

inference engine explanation facility

data base 
interface

application
interface^

knowledge base

In te llig en t Com puter a id e d  in struc tion  Systems. Ideally, intelligent Computer aided in
struction Systems consist o f four components: a domain knowledge base, a tutoring model, 
a Student model and a user interface (see figure 20.4). ICAI Systems work with expert 
knowledge about domain and didactic methods. This didactic knowledge is managed by a 
tutoring component, a central element in the ICAI System architecture. It decides which 
knowledge has to be presented in which Situation and in which way. The knowledge base 
supplies the tutoring component with domain knowledge and the students model assists it 
in establishing a student-oriented teaching process. For this purpose information about the 
user, especially about his knowledge level, leaming behaviour and success are collected 
and managed in a Student model. Finally, the quality o f  each CAI System, intelligent or not, 
also depends on such aspects as user guidance, presentation techniques and the simplicity 
o f  handling the Software. Components, that provide these features are realized in a user
interface (Bodendorf, 1988).

X transfer knowledge 

X check success 

X repeat /  explain

X user information

tutoring
component

Student
model

domain
knowledge

Figure 20.2 Architecture of an ICAI System

What do XPS and ICAI Systems have in common? It becomes obvious that a well struc- 
tured XPS is able to perform important instructional tasks similar to those o f a ICAI Sys
tems: An XPS applies the knowledge represented in the knowledge base to a problem. 
Domain knowledge is also needed in a ICAI System. It serves as a knowledge resource but 
fiirthermore it is a basis for evaluating the students educational level and the correctness of 
his answers.

The explanation facility teils the user how knowledge is applied to the problem. By this 
it helps him to understand the problem solving process. In ICAI Systems the knowledge
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presentation is managet) by a didactic component. This module plans the instructional 
actions based on the students state o f knowledge modelied in a students model 

The realization o f  the knowledge transferred as planned by the didactic component is 
done by a user interface. The quality o f  the user interface is o f great importance for using 
complex Systems: Simple use and little acquaintance efforts are prior conditions for the 
practical use o f  both, XPS and ICAI Systems But especially during the development of 
ICAJ Systems special attention has to be paid to the user interface because: the Student has 
to leam the contents o f  the domain knowledge but not the use o f the System.

Applications of expert Systems

First o f  all the actual use o f  expert Systems shall be demonstrated Figure 20.3 shows 
world-wide existing expert System prototypes in different application areas.

Diagnoaia

Expartiaa S T O i  4.8%

Co rva ul tation 22.4«

Chacfcllat 4.2«

8alection 6.3«

Daaign 17.3«

Planning M .4 «

Front-End 2.»%

Halp |  0 .8 «

Inatruction ü l  14%

Daclaion S 1  2*

0 «  6 «  1 0 « 16« 2 0 « 2 6 « 3 0 «
Parcantaga

Figure 20.3 Applications o f  expert Systems (Mertens et al., 1990)

Diagnosis, consultation, design and planning are the dominant fields o f application Di- 
agnosis means: Inferring System malfünctions from observables, e g medical diagnosis 
Consultation Systems Support Consultants by giving advice to solve particular problems, 
e.g. in the field o f  investment consultation Design means: Conftguring objects under con- 
straints, e.g configuration o f Computer Systems according to user requirements. Planning 
Systems design actions, e.g planning complex laboratory experiments (Waterman, 1985).

The four above mentioned application areas are the most typical ones 1.4 per Cent o f 
the Systems are used in the field o f instruction: They mostly combine features o f  expert 
Systems and intelligent Computer aided instruction Systems^The low percentage underlines 
that instruction is still an unexplored field conceming development o f expert Systems In 
addition not a single instruction System is a running System, which is actually used in 
practice (Mertens et al., 1990) And moreover no System exists which has been especially 
developed for entrepreneurship education.

209



Expert System prototypes in the field of instruction up to now concentrate on

* management Science methods,
* data processing training and
* fault diagnosis o f technical machines (Mertens et al., 1990).

Nevertheless our thesis is: Systems, which combine features of XPS and ICAI Systems, 
can be used very efficient in entrepreneurship education_____________________________

In the following this thesis is illustrated.

How can expert Systems and intelligent Computer aided instruction Systems support 
high quality entrepreneurship education?

Figure 20 4 points out requirements for high quality entrepreneurship education with 
regards to didactics and contents.

Entrepreneurship education

Didactics Contents

* Orientation on the entrepreneur’s 
knowledge level

* Knowledge, which is 
not written in 
textbooks

* Testing the learning progress * Start-up specific 
knowledge

* Active learning => ’Playing through’ * Business knowledge
real situations * Technical knowledge

* Stimulating comprehension of the 
decision and problem solving process

* Knowledge of 
entrepreneurial skills

* Interdisciplinary teamwork * Knowledge from different 
domains => Holistic view

Figure 20.4 Requirements for high quality entrepreneurship education

Conceming didactics there should be an Orientation at the entrepreneur's knowledge 
level He should neither become overstressed nor stressed too few with respect to his 
motivation. Furthermore the entrepreneur's learning progress has to be tested Active 
learning means: the entrepreneur should be trained on real situations, he should 'play 
through' case studies Moreover it is relevant to stimulate comprehension of the decision 
and problem solving process as complex problems will offen occur in the later life o f the 
entrepreneur Last but not least the entrepreneur should be trained on interdisciplinary 
teamwork to multiply team start-ups and to Support the success of team start-ups.

With regards to the contents a high quality entrepreneurship education should teach 
knowledge, which is not written in textbooks, e.g experiences, heuristics, rules of thumb.

Moreover entrepreneurs have to acquire start-up specific knowledge (e.g. knowledge 
about public subsidiary programs, about the choice of legal form), business knowledge 
(e g. financial accounting), technical knowledge (knowledge specific to the branch of in- 
dustry in which the start-up takes place) and knowledge of entrepreneurial skills (e.g. per
sonne! management, management techniques, negotiation techniques). Quality entrepre
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neurship education enables the entrepreneur to integrate different knowledge types and 
knowledge ffom different problem domains. He has to learn a holistic view of entrepre
neurship. E.g. establishing a deed business plan integrates knowledge of finance, 
marketing, accounting etc.

Which o f  these requirements could be supported by the features o f XPS and ICA1 
Systems?

Didactics:

* ICAI Systems orientate on the entrepreneur’s knowledge level, because they contain a 
user (student) model.

* They are also provided with test units to control the learning success.
* Expert Systems enable to ’play through' real situations by running the System on 

different case studies.
* They also stimulate comprehension of the problem solving process, because they are 

provided with an explanation facility which explains the way of reasoning to the user.
* Interdisciplinary teamwork is neither taught by using expert Systems nor by using 

ICAI Systems. Instead teamwork can be supported by Simulation games, that often 
can be played by more than one player.

Contents:

* Expert Systems typically model knowledge, procedures and experience o f experts, 
which are not written in textbooks. (This knowledge is derived by interviews or 
Observation o f  experts ).

* It is possible to model start-up specific knowledge and business knowledge by an 
expert System, even knowledge o f entrepreneurial skills. (An expert System which 
gives advice in international negotiation already exists ) (Rangaswamy, 1989)).

* It would not be efficient to train technical knowledge o f a certain branch o f industry 
by the help o f an expert System The knowledge is too specified and addresses only a 
small user group, which would not justify the expensive development o f an expert 
System for instruction.

* A further feature o f  expert Systems is the Integration o f knowledge from different 
sources, e.g. ffom different experts in various problem domains or ffom experts, 
books and rules.

So, regarding didactics and contents the features o f XPS and ICAI Systems meet the 
most requirements o f  a high quality entrepreneurship education. Didactic requirements are 
met by both System types, contents are especially supported by expert Systems, because 
they typically model expert knowledge in a knowledge base

Examples for expert Systems and intelligent Computer aided instruction Systems 
applicable to entrepreneurship education

In the following chart examples for existing expert System prototypes in the field of 
instruction are Iisted, which might be applicable to entrepreneurship education (Mertens et 
al., 1990; Füller, 1989).

Not all o f  them combine features o f  XPS and ICAI Systems, e.g PROFITWISE is an 
XPS, on which an entrepreneur can learn about the reasons o f unprofitability.
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Expert Systems in the field of instruction

JA-TUTOR Financial Accounting (Switzerland)

ECONOMICS TUTOR Price-Demand-Theory (USA)

ICAAC Personnel Planning (USA)

MIRIAM Personnel Management (France)

PROFITWISE Ways to improve the profitability of a 
business (GB)

Figure 20.5 Examples for expert Systems in the field of instruction

bifego - Betriebswirtschaftliches Institut für empirische Gründungs- und Organisations
forschung e.V. at the University of Dortmund has developed two expert System prototyps 
(without features o f ICAI Systems), especially to Support start-up Consultants (Müller- 
Böling et al., 1989, Müller-Böling, Bröckelmann, 1989, Kirchhoff, 1990):

* The System REFOWEX Supports the choice of legal form of a start-up firm
* GEFOVEX helps the entrepreneur to establish a deed of partnership (business deed) 

with regard to the chosen legal form .

Though both are developed for business Consultants, we believe they could be used to 
Support a high quality entrepreneurship education. This should be demonstrated by having 
a closer look at the System REFOWEX

lite ra tu re  workshop in terview s da ta  bank

Figure 20.6 The structure of REFOWEX
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Figure 20.6 shows the structure of the expert System: Knowledge of different sources 
(literature, workshops, interviews, data bank) is integrated in the knowledge base 

The relevant criteria for the choice of a legal form (e.g. minimisation of tax bürden, li- 
ability) are derived front different experts (tax advisors, business Consultants, bankers, 
lawyers) to acquire a holistic view of the problem 

The user interface rules the dialogue between the user and the Computer. An important 
component o f the user interface is the help provided by the program. It explains technical 
terms (conceming the choice of legal form) which might be unclear to the user.

In the explanation facility the conclusions suggested by the System are justified. RE- 
FOWEX e.g explains why in a particular case the legal form of a limited liability Company 
has to be chosen (decision process)

So, in playing through several cases with the System (active learning) an entrepreneur 
can collect knowledge about

* relevant criteria for the evaluation and choice of legal form (in a holistic view),
* special legal forms,
* technical terms, and
* the decision process.

Summing up it might be said that expert Systems like REFOWEX or GEFOVEX or in
telligent Computer based instruction Systems or better a combination of the features of both 
are new, alternative and very promising methods to achieve a high quality entrepreneurship 
education
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21 Multimedia Systems as 
teaching-systems
Angelika Heinrike Heil

Introduction

The aspects o f communication which a PC of today works with, mainly text and charts, are 
just two aspects o f the bandwidth of media. Yet, a PC can do much more than this as the 
multimedia concept shows us.

The vague term 'multimedia' is getting more and more populär. Scientific periodicals are 
occupied with that theme, they report about new applications. At fair markets like the 
'Systems' in Munich or the 'CeBIT' in Hannover, multimedia also becomes the main 
theme.1 Both, theorist and practitioner are interested and engaged in it.

What hides behind 'multimedia'?

A short and often used definition of multimedia says that it is a 'Synchronized combination 
of text, charts, pictures, sound, animation and video on one screen'.

T o d a y  t h e  t e r m  m u lt im e d ia  is  S ta n d in g  fo r  'th e  m a r r ia g e  b e tw e e n  TV a n d  C o m p u te r ',  th e  
f u s io n  o f  a u d io  v is u a l e x p re s s io n s  w ith  d a ta  p ro c e s s in g  It d e s c r ib e s  a  c o n c e p t  h o w  to  
m a n a g e  t o  g e t  tw o  d if f e r e n t  m e d ia l e x p re s s io n s  to g e th e r ,  t o  in te g ra te  th e m  in to  o n e  
in s t r u m e n t :  th e  C o m p u te r .

But nowadays, every program that links two aspects of media is called a 'multimedia 
application', so one has to look carefully at the details The multimedia concept is more 
than a combination between charts, business charts and text on one screen, as we learn
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from the mentioned definition Multimedia rather means the combination of various types 
of information like text, picture, sound and video in just one application. Not only the re- 
production of the various types of information, but also the processing is very important.

The aims of multimedia are anibitious. It is not the task to get a few sentences on the 
screen or to control a video recorder by a PC. On the contrary, there should be the same 
possibilities for the production, storage and manipulation of moved charts and sequences 
of sound and pictures as they already do exist for the preparation of texts, charts and 
pictures. It would be perfect if both, pictures and sound, can be stored on the same data 
medium and be transported in the same network This possibility is already given 
conceming text and charts

Although a lot of people think so, you have to consider that behind the term of multime
dia does not hide an independent technology or a group of hard- or Software products. 
Multimedia is the point of intersection between other techniques. Consequently, the essen
tial renewal is the co-operation of the different techniques and therefore to establish them.

The method of multimedia Systems - hypertext

If you get into the details of multimedia, the question how the System works will raise 
without doubt.

In contrary to articles or essays, information is not treated as a sequence of text, but as 
independent objects The elements of multimedia - text, charts, pictures, speech, music, 
animation or video - are connected by so called 'hyperlinks'. Hyperlinks are references to 
associated information. So, a complex of knowledge is built Another characteristic of 
multimedia is interactivity. It is possible for the user to interfere into the expiration at any 
time and in difference to video or demonstration programs, he is able to jump from one 
link to another one. It's up to the user to get more details, for example if he wants to look 
at a chart explaining the text he read, or if he wants to hear a spoken explanation The 
handling of multimedia is similar to the handling of a lexicon Therefore, not the 
presentation of the contents of the element is interesting to us but its arrangement in the 
context This principle of connection between independent but related objects o f data is 
called 'hypertext principle'.3

H y p e r te x t  S y s te m s  a n d  p r in c ip le s  w ill b e  m a in ly  u s e d  to  a d m in is tr a te  a  g r e a t  a m o u n t  o f  
d if f e r e n t  e le m e n ts  o f  d a t a  in  a  f le x ib le  a n d  u s e fü l w a y .

So they are especially suited for;

* database in non-standard forms, which will serve to the management of multimedial 
information or to such information with structures not being strictly defined or being 
dynamic,

* tu to r ia l  S y s te m s , e  g  o n l in e  h e lp - s y s te m s  o r  f le x ib le  m u ltim e d ia l c o u r s e w a re ,
* n e w  fo r m s  o f  k n o w le d g e  re p re s e n ta t io n ,  w h ic h  a r e  e n a b le d  b y  th e  d e v e lo p m e n t  o f  in - 

t e r a c t iv e  h y p e r te x t  in te r f a c e s  f o r  k n o w le d g e - b a s e d  S y s tem s  (e x p e r t  S y s te m s) ,
* co-operative forms of working like it is in project-teams 3

In recent times, the hypertext principle is practised more and more in combination with 
multimedia The connection between both is often shown by the word 'hypermedia'
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M u ltim e d ia  a p p l ic a t io n s  s e t  a  h ig h  S ta n d a rd  to w a rd s  th e  h a rd w a re  a n d  th e  S o f tw a re  o f  a  
C o m p u te r  S y s te m  A lo t  o f  d if f e re n t d a ta  f o rm a ts  h a v e  to  b e  a n a ly z e d  in  v a r io u s  w a y s .  
T h u s , th e  b ig g e s t  p r o b le m  c o n c e m in g  m e d ia - in te g ra t io n  c o n s is ts  o f  th e  la rg e  a m o u n t  o f  
d a ta  w h ic h  is  c a u s e d  b y  d ig ita l  s o u n d  a n d  p ic tu r e  p ro c e s s in g  T h is  is  o n e  r e a s o n ,  w h y  m u l
tim e d ia  d id  n o t  g e t  th a t  in te re s t in g  in  fo r m e r  tim e s . U n til n o w , th e  p e r fo rm a n c e  o f  C o m 
p u te r  S y s te m s  h a s  b e e n  in s u f f ic ie n t to  d e a l w ith  s u c h  a n  a m o u n t  o f  d a ta  A fe w  e x a m p le s  
shall i l lu s t r a te  th e  S itu a tio n :

* Digital sound recording in CD-quality and Stereo causes a dataflow o f  10 MB per 
minute, corresponding to 170 KB per second

* Digital picture recording even demands 1.3 MB per picture Using the PAL video 
Standard with a transmission rate of 25 pictures per second, the dataflow grows to 
32.4 MB per second.

If you put up with worse resolution and worse quality conceming the colour o f a 
picture, the amount o f data may be reduced to a quarter (at about 8.1 MB/sec) indeed, but 
even by this reduction the amount of data still keeps too large for a computer's memory or 
its transmission channels. Yet, these problems seem to be almost unsolvable in the very 
near fiiture.4

Nevertheless, the idea behind media integration is not doomed to fail The compression 
of data represents a solution of the problem Single pictures and motion picture as well as 
sound contain, if they are digitalized, a lot of redundant data, so that the original size of 
these data can be compressed to a fraction. Several compression methods are in the state 
of development. While CD-I (Compact Disk - Interactive), DVI (Digital Video 
Interactive) and ADPCM (Adaptive Delta Pulse Code Modulation) are determined for the 
compression of audio-data, JPEG (Joint Photographie Experts Group) is considered to 
compress single digitalized pictures Last, but not least, MPEG (Motion Picture Experts 
Group) tries to realize the compression of motion picture.

H a r d w a r e  a n d  S o f tw a r e  r e q u i r e m e n t s

Applicabilities of multimedia

Multimedia does not only promise new applicabilities but, above all, a more efficient use in 
the existing application fields, for example in bureau-communication, in the manipulation, 
management and presentation of data and Information, in training and instruction. In the 
following, some aspects o f using multimedia are specified. A few of these aspects already 
have been mentioned within the scope of the hypertext conception:5

* training- and teaching-software (teachware, courseware),
* electronical presentation of information,
* help-systems, improved user-guiding-systems,
* storing to archives, database of pictures,
* visual communication,
* supervision.

Trainings of every kind and teachware/courseware represent a domain, in which multi
media already has an enormous significance In this context, rendering complex relations 
visible had a great importance ever since. Multimedia applications may contribute to the
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f a c i l i ta t io n  o f  k n o w le d g e  in  s c h o o ls  a n d  u n iv e rs i t ie s ,  th e y  m a y  b e  a p p lie d  t o  s im u la te  d a n -  
g e r o u s  p r o c e d u re s  o r  th e y  m a y  s u p p o r t  t h e  r e p a i r  S erv ice  in  a  r e p a ir  sh o p  ( l ik e  it is  r e a l iz e d  

b y  R e n a u l t )  o r  t h e  in s ta l la t io n  o f  a  n e w  to o l  (b y  d e sc r ib in g  th e  In s ta lla tio n  p r o c e s s  w ith  

s p o k e n  w o r d s  a n d /o r  m o tio n  p ic tu re ) .  H o w e v e r ,  u n til n o w , a p p lic a t io n s  c o n n e c t in g  te x t ,  
g ra p h ic s ,  a n im a tio n  a n d  s e q u e n c e s  o f  p ic tu r e s  o ffe n  re q u ire  w e ll e q u ip e d ,  e x p e n s iv e  
'le a m in g  s ta t io n s ',  w h ic h  c o n s is t  o f  m a n y  h a rd w a re  c o m p o n e n ts  a n d  w h ic h  c a n  h a rd ly  b e  
t r a n s p o r te d .  l n  O p p o s i tio n  to  th is ,  a  m u lt im e d ia  C o m p u te r  a llo w s  to  in te g ra te  v a r io u s  m e d ia  
in  o n ly  o n e  PC a n d , c e r ta in ly ,  t o  u s e  all th o s e  p o s s ib il i t ie s  w h ic h  re s u l t  f r o m  th is  In te g ra 
t io n .

Actually, the most important aspect o f multimedia applications lies in the sphere o f mul
timedial supported presentations. The presentation of a company's history, structure or 
philosophy as it is for example intended by the RWE AG in Essen, the presentation of 
products on fairs (called POI = Point of information) or the presentation of ideas, develop
ments and papers are some examples for the width of possibilities. In contrast to an 
isolated use of video, slide or foils, the Integration of text, graphics, pictures, video, music 
and voice admits a much more effective communication of information and advertising 
Another advantage is the ability to construct an interactive System In formet times, 
interested people had only the possibility to ask questions afler a company's presentation 
by video ended. Unfortunately, at this time a lot o f people had forgotten their questions 
and those questions to be asked are offen difficult to understand because of the missing 
context Nowadays it is possible to react immediately at the point of interest in Order to 
answer questions and to solve Problems and misunderstandings.

As one aspect o f multimedia, voice-processing is suitable to improve online help- 
systems In this case, the program provides the user with information corresponding to his 
Problems, telling him what to do. As an imaginable application, this could ameliorate the 
user-guiding-system in an expert System, in an interactive banking terminal or in 
electronical guide-books etc Multimedia also fits for the electronical documentation of 
replacement catalogues or for database of picture in several fields. The following examples 
can only give an extract of the various possibilities that the mentioned databases offer:

* calendar of cultural events,
* journey survey,
* museum guide,
* to support real estate agents,
* to support assurances and press agencies,
* video-microscopy.

Another field to be improved by multimedia is the whole sphere of communication For 
example, voicemail represents an enlargement of the well-known electronic-mail concep- 
tion Here, in addition to or instead o f written notes, spoken remarks can be sent to 
another person. Word annotation works in a similar way: Here, it is possible to make a 
spoken remark to any element (word, picture etc.) or position on a Computer screen 
Besides text and voice, multimedia includes pictures Certainly, it soon will be possible to 
send single digitalized pictures by electronic-mail or to connect pictures with text et vice 
versa.

A fürther applicability can be seen in supervision- and security-systems, on the one hand 
to control the production process, on the other hand to supervise buildings, restricted 
areas or the traffic on dangerous or busy roads
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The most interesting elements of the field 'multimedia learning Systems as instruments of 
education and instruction’ are represented by training-, teaching- and leaming-systems

Considering the Situation at the universities, it is getting more and more obvious, that 
the daily problems students have to get on with are characterized by overcrowded lecture- 
halls, by tutorial exercises with much too much participants and waiting-lists wherever you 
have a look. Because of these bottlenecks conceming almost every kind of capacity in the 
university (professors, assistants, rooms etc ), the study of economic and social Sciences 
gets more and more difficult in all aspects. This phenomenon is not restricted to the 
university o f Dortmund. Thus, all people being concemed do agree: The remedy of these 
Problems is a task of great interest. The question is now, if the multimedia conception is 
able to offer a solution to the Situation. A first attempt into this direction has been done by 
Prof Dr. Rainer Thome and his academic assistant Dr. Eric Schoop (business economics 
and business informatics, University of Würzburg). They have developed a hypermedia 
based information System called HERMES (Hypertextbasiertes oEkonomie-orientiertes 
Retrieval Multimedial Erklärter Sachverhalte). As in interactive teaching-, learning- and 
information-system based on optical data-mediums it is its task to enrich scientific 
education in the fields business economics, business informatics and business logistics. 
Besides its use as an electronic reference book, HERMES is appropriate for the first 
contact with unknown themes in the mentioned fields. Further, you can use it to check the 
knowledge of your own, restricted of course to the themes the System deals with.

A similar object in view pursues the program MILES (Multimediales Informations- und 
Lehrsystem), which is developed by Dr Wolfgang Wiemer, professor for physiology in 
Essen. At first, this System had been planned to support students of medicine. For example, 
a Student may recall a text about voice production and then, afterwards, select a video 
which shows the articulation in an optical and acoustica! way All these information is 
stored in the database of MILES. The aim of developing MILES had been to create a data
base System which is independent of its place of use Thus, a university professor should be 
in a Position to handle data of all kinds (text, picture, video etc.) individually, in every 
place where he is able to transport his Computer with a running program of MILES He 
should be able to störe and process these kind of data and to make it available to students 
in the form of teaching-programs or information database6

Further, multimedial teaching- and information-systems in the medical field are still in 
the state o f development.

On the basis created by MILES, Prof. Dr. Uwe Großmann of the technical College in 
Dortmund produced a program called SIB (Studien-Informationssystem Betriebliche 
Datenverarbeitung) In his lectures he uses the System regularly to instruct students of 
business economics The System includes a database, a Collection of examination papers 
and a text-book. The information which is offered by the System extends from lecture- 
oriented applications to overlapping fields of knowledge.

The department of empirical research in social and economic Sciences of the university 
in Dortmund is engaged in several fields One of its points of main effort is the training of 
persons who are interested in founding an enterprise. In this context arises the question, in 
what respect multimedia and especially multimedia teaching-systems may be used as an 
instrument o f entrepreneurship instruction. The contents of such an instruction can be de- 
scribed as extremely extensive. A list of themes would have to include accountancy, cost 
accounting, Controlling, taxes, marketing, production, investment and financing, personnel 
management, Organization, electronic data processing, logistics as well as statistics and

C o m p u t e r  B a s e d  T r a i n i n g  ( C B T )
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e m p ir ic a l r e s e a r c h  In  th is  f ie ld , th e  m u lt im e d ia  c o n c e p tio n  s e e m s  t o  g iv e  a n  e f f e c t iv e  S u p 
p o r t  c o n c e m in g  t w o  d i f f e r e n t  a s p e c ts

F ir s t ,  m o s t  o f  th e  m u lt im e d ia  a p p lic a t io n  c o n c e p tio n s  w ill p ro b a b ly  b e  d e s ig n e d  b y  S o ft
w a re  to o lk i t s  w h ic h  r e q u i r e  a n d  s u p p o r t  o b je c t-o r ie n te d  p ro g ra m m in g , p a r t ic u la r ly  i f  th e y  
w a n t  to  s u f f ic e  f o r  P ro fe s s io n a l  d e m a n d s .  T h u s ,  it is e a s ie r  fo r  th e  p r o d u c e r  o f  th e  a p p l ic a 
t io n  to  p r o g r a m  a n d  i l lu s t r a te  c o m p l ic a te d  re la tio n s  b e tw e e n  th e  in d iv id u a l f ie ld s  a n d  
S y s tem s  o f  a n  e n te r p r i s e  A n d , o n  th e  o th e r  s id e , th e  u s e r  p ro f i ts  f ro m  th e  w e l l - s t r u c tu r e d  
p r e s e n ta t io n ,  b e c a u s e  f o r  h im , th e s e  r e la t io n s  w ill g e t  m o re  e v id e n t,  to o .

Second, the combination of several media can be regarded as another advantage, espe- 
cially if one considers the amount of data. In Germany we say: 'A picture says (explains) 
more than a thousand words.' and we refer to the better clearness of a picture compared 
with the abstractness o f words and sentences Numerous tests and analysis prove: at least 
seventy-five per cent of the Information a person notices by simultaneously hearing, 
watching and acting with, remain in the memory of that person If the perception is 
restricted to ones eyes, this rate will be reduced to forty per cent, if it is restricted to ones 
ears, it will even go down to twenty-five per cent. By addressing various sense organs 
simultaneously, multimedia usually improves the efficiency of the leaming process. In 
addition, it is up to the user to decide, at what time he wants to learn and if he wants to 
repeat an exercise So, the moment as well as the speed of leaming are independent from 
other persons, e.g. from a professor or from other students.

Moreover, deficits o f those media traditionally used in education processes may be com- 
pensated by multimedia. The most important deficits represent:7

* limitation of data forms,
* narrow-mindedness of materials and application concepts,
* impossibility o f local adaptation,
* h ig h  p r o d u c t io n  e f fo r ts ,

* deficiency of materials.

L a s t  b u t  n o t  le a s t ,  a n o th e r  a s p e c t  h a s  t o  b e  c o n s id e re d  In  th e  c o u r s e  o f  th e i r  e d u c a t io n  
th e  'e n t r e p r e n e u r s  t o  c o m e ' w ill o f f e n  c o m e  in to  c o n ta c t  w ith  C o m p u te rs , s o  t h a t  th e y  a r e  
m o re  o r  le s s  f o r c e d  to  u s e  th is  in s t ru m e n t  In  d o in g  so , th e  r e s tr a in ts  c o n c e m in g  th e  p e r 
s o n a l u s e  o f  a  C o m p u te r  m a y  b e  r e d u c e d  B e c a u s e  e sp e c ia lly  m a n a g e r s  lo o k  o p e n - m in d e d  
a t  n e w  te c h n iq u e s ,  b u t  th e y  h a rd ly  u s e  C o m p u te rs  b y  th e m s e lv e s .8

The advantages mentioned up to here are at the same time valid in scientific instruction 
and in business-oriented fürther education But in business, add to this, that the costs for a 
stay and the running-time caused by external trainings will be omitted. Besides, the partici- 
pants may work up the lessons at the PC just when they have time to do so and in the 
course o f which they are nevertheless available in case of need

Remembering hypertext as the principle which the multimedia conception is based on, 
one can recognize that hypertext especially fits for complex-structured, large amount of 
data which has to be flexible to handle with and which has to be prepared for a graphical 
application surface, being suitable for the user. In other words, the multimedia conception 
is very suitable for instruction. By that, this conception is not designed to replace existing 
instruments, but to use its own advantages so that any disadvantages of different leaming 
conceptions may be compensated. Thus, training, self-instruction and CBT will be a com- 
plementary entirety.

It is because of all these reasons, why multimedia is forced at the department of 
empirical research A presentation ofthe department, its co-workers and its main points of 
interest exists as a ready-to-use-application Furthermore it is planned to support lectures
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and exercises in empirical research by multimedia applications In Order to achieve these 
aims, several separated program-modules shall be developed - for example in the form of a 
diploma-examination These modules shall concentrate on different fields in business eco
nomics, but at the same time the various modules shall be integrated under one surface. 
This surface and a first module (conceming the field of empirical research) are almost 
ready.

Future = multimedia?

The multimedia conception is an application of the future This is, last but not least, made 
clear by the activities o f the high-tech-industry, spending much efforts in multimedia Al
most every well-known Company like Apple, IBM, Intel, Microsoft, NEC or Sony investi- 
gates in Software and hardware components of multimedia 

As a summary, it has to be recognized that the multimedia conception yields chances and 
Problems The latter concerns in the first rank technical aspects, because the use of all 
possibilities of multimedia leads to an amount o f data which is difficult to process by the 
PC-systems of today On the other hand, the activities of various Companies show, that a 
solution to these problems can soon be expected. Once the technical and psychological 
(conceming the 'manager-syndrome') problems are removed, the applicabilities o f multi
media leaming Systems may be taken advantage of - for example to inform oneself or to 
work with the System whenever one wants to do so respectively one needs to do so. Al- 
though experience with continuous long-run utilization of multimedia Systems are not yet 
available, the applicabilities in Science, study and in company's further education do exist in 
any case.
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22 Perceptions of skills and 
qualities needed to be 
enterprising
Kate Murray and Hildegard Wiesehöfer

Abstract

This paper reports on some empirical research being undertaken at Derbyshire Business 
School. It compares the perceptions of the skills and personal qualities needed to be 
enterprising of business studies students in three institutions in the UK and three in the 
Netherlands The nominal group technique was used to ascertain a group view on: a 
definition of enterprise; skills and qualities needed to be enterprising; well known 
entrepreneurs who were seen as role models; constraints feit to be necessary to curb 
enterprise and normative views on enterprise Cross country differences are noted, as are 
differences between staff and students and between males and females.

T h e s e  v ie w s  w e r e  th e n  c o n tr a s t e d  w i th  th o s e  o f  s a m p le s  o f  sm all a n d  la rg e  b u s in e s s e s  
a n d  a s p i r in g  e n t r e p r e n e u r s  in  th e  U K  T h e  n o rm a tiv e  g r o u p  te c h n iq u e  w a s  a p p lie d  t o  

a s c e r ta in  th e  v ie w s  o f  sm a ll C o m p a n ie s  a n d  w o u ld -b e  e n tre p re n e u rs ,  w h e r e a s  te le p h o n e  
in te rv ie w s  a n d  w r i t t e n  S ta te m e n ts  w e r e  u t i l is e d  t o  o b ta in  v ie w s  o n  e n t e r p r i s e  la rg e  
C o m p a n ie s

A comparison was then drawn between students' perceptions regarding necessary skills 
and qualities to be enterprising, the views of their teaching staff, füture entrepreneurs and 
those responsible for training graduates in large corporations.
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B a c k r o u n d

The research builds on work carried out at Leicester Polytechnic and Leicester University 
by Chris Gore and Kate Murray. This work concentrated on identifying differing 
perceptions of enterprise of staff and students in the University and the Polytechnic, and 
between subject areas. One of the main conclusions of the study was that there were 
considerable differences between subject areas so that, for example, chemists across the 
binary divide had more in common in their views on enterprise than chemists, economists 
or surveyors in the same institution. There were also considerable differences between the 
subject areas about what skills and qualities were considered to be necessary to be 
enterprising. There was only universal agreement on the importance o f good 
communication skills. Given this wide disparity of beliefs about what is important for 
enterprise, we were interested to discover whether or not there was general agreement 
amongst students and Staff ffom one discipline area, but fforn different institutions, and 
different national and cultural backgrounds. The discipline area chosen was business 
studies because it is our area and enabled us to extend work already carried out in the 
teaching of business skills. It is intended to further extend the work, if it appears useful, to 
other countries so a wider perspective can be achieved.

Methodology

The sample of institutions was not random. The institutions involved were Derbyshire 
College of Higher Education, Wolverhampton Polytechnic, Leicester Polytechnic in the 
UK and Ichthus, West Brabant and Hogeschool Holland in the Netherlands. The survey 
work was undertaken by Ranald Macdonald, Dalvir Fredericks and Chris Gore as well as 
the authors. The students were all on Business Studies degree courses with a strong 
European or International component The staff were their teachers. The sample of 
students was stratified by gender as this had earlier been found to sometimes afftet the 
selection o f skills considered important - males stressing more active skills and females 
more reflective and consultative personal qualities. By stratifying the sample we could 
ensure the group view reflected any such differences if they existed. All students were füll 
time and so it was not necessary to stratify the sample for this attribute Earlier work had 
shown a very marked difference in attitudes from those with work experience, for 
example, many feit enterprise was discouraged at work or that enterprising junior staff 
were difficult to manage, (Gore and Murray, 1990) Staff were seen separately from 
students.

The nominal group technique was used with a semi structured questionnaire. The 
nominal group technique encourages everyone to contribute, as they write their ideas 
down prior to the discussion. The group size was between six and seven to enable 
everyone to contribute. The aim is to prevent a dominant person leading the discussion and 
the interviewer takes the role of a facilitator A questionnaire was developed after a 
literature search which showed skills, personal characteristics and cultural background 
were important. A pilot questionnaire was designed and fürther refined after an initial 
survey. It begins with a discussion on defmitions of enterprise and is followed by views on 
skills and qualities. It can be seen that once participants have identified a personal list of 
skills and qualities, these are then discussed and a group view emerges. Having noted 
these, participants are asked to rank skills and qualities which emerged as being important 
ffom the literature and subsequent pilot study. Thus a comparison of what different groups 
feit to be important was possible The cultural aspects are difficult to incorporate in a
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questionnaire or group discussion but were approached by seeking role models which 
encapsulated enterprise, and by asking for an assessment of the importance of enterprise 
both personally and at work. The discussions could then be widened out to more 
normative matters to try to ascertain the importance and acceptability o f enterprise in 
society.

In total 68 students were interviewed, 32 Dutch and thirty-six English 16 members of 
staff were interviewed. The discussions appeared to be enjoyed by the participants, partly 
because, somewhat surprisingly, it was not a topic that had been discussed in this way 
before despite the fact that, according to one participant, 'it went to the heart o f a business 
studies course'. It was difficult to keep the discussion to two hours a group. Six groups of 
aspiring entrepreneurs were interviewed, using the same methodology. The owners of four 
small businesses were interviewed using the questionnaire as a basis for the discussion. The 
views of five large Companies were collected, based on details provided by them. The 
choice of Companies was not random but an attempt was made to stratify the sample by 
industrial sector.

Findings

The concept o f enterprise

The defmitions or concepts of enterprise varied between a narrow view which 
concentrated on market orientated activity or profit making and a wider view which 
involved purposeful and co-operative behaviour by a number of people. Examples of the 
narrow definition were 'an Organisation producing goods and Services to meet objectives 
such as profit or employment 'or1 using strengths of individuals to form an Organisation 
which meets Customers' needs and has the purpose of profit'. The key words mentioned 
included profit and Organisation. Examples of wide defmitions were 'initiative directed 
towards a desired end', 'any Organisation with a purpose where people work together'. The 
key words mentioned included initiative, creativity, working together and stakeholders. All 
the UK students (six groups) adopted a wide definition whereas only 2 of the six groups of 
Dutch students used a wide definition. Both of these consisted of women. Staff defmitions 
of enterprise were all wide and included references to initiative, purposeful behaviour, 
working together and risk taking.

Personal qualities and skills

The split in the survey between skills and qualities was based on literature research, where 
views ränge fforn 'entrepreneurs are bom not made' (Hannah, 1984), that is, only personal 
qualities matter, to different modes of training are needed for different target groups of 
potential entrepreneurs (Curran and Stanworth, 1987), that is skills predominate. The 
middle approach of (Crombie, 1985), that both are likely to be important, adopted for the 
pilot survey, found this to be the approach taken by most people. However the split is 
important, and is taken up later, because people appear to believe skills can be taught or 
leamt whereas personal qualities are what one is born with. It is sometimes difficult to 
persuade people that qualities can be enhanced. It is crucially important that 
educationalists in the enterprise field are aware of this because previous research showed 
that educationalists were the only respondents to believe that skills and qualities could be 
taught or enhanced. Business studies students were unsure initially if any leaming in this 
area was possible (Gore and Murray, 1990).
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There was universal agreement about some of the personal qualities needed to be 
enterprising. Every group thought determination was ’most important'. Only two groups 
(one Dutch and one UK) did not think decisiveness was ' most im portantH ow ever apart 
front some agreement on the need for innovation, the other characteristics or qualities 
identified were quite wide ranging (see table 22.1). All groups agreed on the need for good 
oral Communications as a skill necessary to be enterprising Problem recognition and 
solving was identified as 'most important’ by half the Dutch groups but not by the UK 
groups. Some of the Dutch emphasised team working and effectiveness whilst none of the 
UK groups did Table 22 1 summarises these results and shows a wide variety of skills as 
being identified as important. There did not seem to be marked differences between males 
and females. Dutch males and females selected the personal qualities of determination and 
decisiveness as being most important to enterprise UK males and females selected 
determination and innovation as being most important to enterprise So cultural differences 
appeared to be more important in that in the Netherlands decisiveness prevailed over 
innovation. Again for skills, gender was not important The spread of skills selected was so 
wide that apart from oral communication skills there was little agreement 

Staff views varied but the Dutch selected innovation, decisiveness and determination as 
the most important qualities and team working, good communication skills and creativity 
as the most important skills. UK staff feit the most important qualities were decisiveness, 
risk taking and leadership. Independent thought was also suggested to be important. The 
skills they identified were problem solving and analysing team working, communication 
and financial awareness Creativity and creating and seizing opportunities were also feit to 
be important There seems to be a very similar approach taken by UK and Dutch staff

Table 22.1
The number of groups identifying the following as 'most important'

Personal aualities
Dutch
Max =6

UK
Max =6

Skills
Dutch
Max =6

UK
Max= 6

Determination 6 5 Team working 2 _
Innovation 2 4 Good Communication 6 -

Imagination - Problem recognition and 
solving

3 1

Decisiveness 5 2 Decision techniques 2 1
- - - Creative thinking 2 -

Pleasant personality 1 _ Creative and seize 
Opportunities

2 2

Enthusiasm 2 - - - -

Confidence - 1 Management of resource 1 -
Ambition 1 2 Effectiveness (get things 

done)
2 -

Initiative - 2 Ability to take risks 1 -
Charisma 1 - Seif motivation - 2
Economic insight 1 - - - -
Flexibility - 2 - - -

225



Research was carried out into views of a ränge of UK Companies, which included multi
international firms, small Companies and would-be entrepreneurs, to discover what 
essential skills and qualities they believe graduates should be equipped with to be 
successful in business These findings are summarised in tables 22.2 (large Companies), 
22.3 (small Companies) and 22 4 (aspiring entrepreneurs).

Views o f large Companies

It can be seen that some organisations concentrate on skills not qualities (BP and Ind 
Coope), but that most recognise the need for certain personal qualities as well as skills. 
The qualities associated with innovation and imagination are not looked for, neither are the 
skills o f creating and seizing opportunities, Creative ability or risk taking ability, nor the 
ability to manage resources These skills and qualities were identified by Staff and students 
as being necessary to be enterprising (if not as 'most important1), yet do not appear to be 
looked for by large UK Companies Leadership was mentioned by three of the five 
organisations but had not been identified by Staff or students as being essential to be 
enterprising although one Dutch group recognised Charisma as being important The 
Companies are all looking for team working, good communication and problem solving and 
recognition skills, as well as seif motivated graduates. Students interviewed agreed on 
communication skills but only two-thirds of the groups feit problem solving skills were 
important and only half the groups feit team working was very important. In the case of 
the last two skills the Dutch students seem more in tune with the requirements of UK firms 
than the UK students. The personal qualities Companies sought included determination, 
decisiveness and enthusiasm Students agreed but replaced enthusiasm with innovation. 
The views of staff on skills came closer to those of Companies with the exception of 
stressing creativity as being more important than problem recognition and solving The 
qualities staff feit were necessary to be enterprising, determination, decisiveness and 
innovation, were those of the Companies except again innovation was replaced by 
enthusiasm

Company views on essential personal quahties and skills
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Table 22.2
What large UK employers look for in graduates

Personal aualities BPI Prudential! WH Marks Ind.
Smith! &SDenceri Coooer.5

Determination + + _ + +
Flexibility - - - + +
Innovation - -

Imagination - - - + -

Decisiveness - + + + -

Enthusiasm - + + + *

Confidense _ + + + _

Ambition - + + - -

Hard work + + * -

Skills
Team work + + + + +
Good communication. + + + + +
Problem recogn & solv + + + + +
Data presentation + - - - +
Create & seize opport. - - - + -
Think creatively - + -

Manage resources - - + - +
Effectiveness - + + + +
Risk taking - - * -

Critical thought + - + + +
Seif motivation & others + + + + +
Literacy + - + - -

Attention to detail _ + . . _
Leadership - - + + +
Negotiation - - - -

1. Speech by Christopher King, Director of Administration BP Plc at a CNAA/Hatfield 
Polytechnic Conference 'Skills Development for the 1990s' 1.6.89.

2. Prudential Corporation Information front Personnel Department 1992.
3. H Smith - Personnel Departments 'Assessment of Graduate Recruits' 1992
4 Marks & Spencer - Commercial, Administration and Personnel Management 'Careers 

for Graduates 1992'.
5. Ind Coope subsidiary of Allied Lyons - Information from Personnel Department 1992.
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It was not possible to employ the normative group technique to ascertain perceptions of 
essential skills and qualities to be a successful entrepreneur However, the questionnaire 
was used as a basis for discussion with individual entrepreneurs, active in different sectors 
of industry. Two are manufacture.rs and two provide Services to various industries The 
views expressed may not be typical of the sector, because of varying market environments, 
Company sizes and structures. Further research is needed in this area to ascertain whether 
or not such variables affect the skills and qualities needed.

There was considerable consensus o f opinion between interviewees regarding the skills 
necessary to be a successful entrepreneur. Research skills, time management, process 
skills, communication and negotiating skills, confidence, problem solving and decision 
making skills were seen by all entrepreneurs as essential to be successful. Knowledge of 
markets, products and Services were emphasized by entrepreneurs but not by students or 
staff. These are not normally considered skills. Resource and financial management were 
considered by three out o f four interviewees to be important Those not considering them 
important delegated these fünctions to an Outsider. The need for foreign language skills 
was only considered important by a Company which is considering entry to other European 
markets and by another, which considers foreign language skills a resource. Team 
leadership and delegation skills were seen by two out of the four Companies as important 
skills, which may be the result of the structure of the firms questioned

The future entrepreneurs' -views •

Six groups were interviewed, three male and three female, each consisting of six or seven 
members. Each interviewee had reached the threshold of setting up in business, having 
been screened by govemment agencies for their suitability of becoming self-employed and 
to receive financial assistance. Everyone had received government sponsored training on 
essential skills to run a business, which they had utilised to produce their business plans 
Asked about the essential qualities to become a successful entrepreneur, both male and 
female groups agreed that determination and motivation are of prime importance All 
female groups also believed that persistence and dedication were signiflcant qualities o f an 
enterprising person, whereas the male groups feit that decisiveness, the ability and 
willingness to make decisions were of greater importance There was consensus on the 
importance of ambition and creativity, with two male and two female groups believing 
these to be essential qualities. Male groups also emphasised competitiveness, whereas 
more female groups than male groups believed common sense and imagination to be 
essential Leadership and team work were perceived by only one male and one female 
group to be essential to be a successful entrepreneur or an enterprising person. This may 
be due to the fact that most group members intend to set up either as sole traders or in 
partnerships, but was nevertheless surprising.

After discussing in groups the essential skills required to become a successful 
entrepreneur (see table 22 4), it was found that more male groups (3) perceived risk taking 
and risk analysis of prime important than female groups (2), whereas good communication 
skills were seen by all female groups as essential, but only by two male groups There 
appeared to be no difference in the perception of importance when it came to decision 
making and negotiating skills. Two out of three male and female groups found these to be 
important skills. Creative problem solving, confidence, team working were considered to 
be essential skills by two of the female groups, but only one of the male groups considered 
these important skills However, two of the three male groups believed that resource

The entrepreneurs' views on skill and qualities to be successful
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management skills were vital, whereas only one female group thought so When asked to 
rank the predefined skills, it was interesting to note that all groups feit the ability to create 
and seize opportunities as well as getting things done was very important, whereas critical 
thought was perceived as neutral. None of these had previously been identified by the 
groups The finding that leadership and delegation were not seen to be vital skills for 
entrepreneurs may be associated with the nature of the intended businesses, but was also 
confirmed in the discussion which followed about role models.

Value judgements about enterprise

The next section of the interview tried to ascertain the cultural background and 
respondents' normative views about enterprise. Drawing on the work of Gibb, discussions 
began by asking students and Staff to identify role models or famous entrepreneurs. They 
were asked to name role models who embodied the skills and qualities of an enterprising 
person, as defined previously by the group. Dutch students and staff all named the 
following:

- Jan Timmer - V P of Phillips
- Freddy Heineken
- Joop van den Ende - TV Production
- Van den Niewenhuizen - Begeman Group
- Van Oostuan - Volmach

whereas the list of people mentioned by UK staff and students contained:

- Richard Branson - Virgin Group
- Anita Roddick - The Body Shop
- Alan Sugar - Amstrad
- Donald Trump - American Property Developer
- Clive Sinclair - inventor of zx spectrum Computers and C5 electric 'car'.

The Role models o f Dutch students were considerably older than those mentioned by 
UK students. In addition to this, all UK role models came from the business environment 
and were founders of successfu! Companies, whereas the Dutch role models were from a 
variety of backgrounds and/or successfül as managers of existing Companies rather than 
entrepreneurs.

When asked whether they admired these role models, the majority of Dutch respondents 
replied that they respected, not admired, these people for their strong personality, their 
ability to create business opportunities and markets, their control over the environment and 
their power. In contrast to this, UK students admired the qualities of ’Get up and go' 
(Richard Branson), charisma (Donald Trump), self-motivation and dedication (Clive 
Sinclair) and wider concerns coupled with business success (Anita Roddick) It appears 
that Dutch students and staff respected their role models for the tangible successes they 
created, their power and authority, whereas UK students admired individuals for 
possessing the qualities to achieve this success It was not possible to establish views of 
role models in large Companies. Small firms, when asked this question, offen named 
founders o f larger organisations in their own industry. sector. The role models of 
interviewees about to set up their own businesses coincided with those of students and 
staff in the UK, with the exception of Michael Hesseltine. The discussion of role models 
also clarified why team work and delegation were not considered essential skills o f an 
entrepreneur or enterprising person, as interviewees believed that the media presented
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these successful entrepreneurs very much as 'their own people' , who do not extol the 
virtues of team work or delegation but do things in their own way

When asked ’how important is enterprise at work' ? respondents all feit it was essential 
that top management was enterprising but expressed reservations about how important it 
was lower down the hierarchy The Dutch students feit it was necessary if one was 
ambitious and wanted to be promoted but otherwise those further down the hierarchy did 
not usually need to be enterprising UK students suggested it varied and depended on the 
type of Company, the task being carried out or on the Stage of growth of the Company, 
only young growing Companies needing enterprising personnel. Staff feit enterprise was 
essential at all levels if the best results were to be achieved. Asked if they were personally 
enterprising, Dutch students all said ’yes' or 'of course' but two groups suggested it varied, 
with some seeming to be naturally more enterprising than others UK students, all except 
one group, said they were enterprising and the group responding ’no’ said they wanted to 
be enterprising The 'yes' responses were modified by comments like ’leaming to be', 'not 
yet reached full potential' All staff except one person, feit they were enterprising! Earlier 
research (Gore and Murray, 1992) showed that students and in some discipline areas 
(accounting, surveying, information technology, education) did not wish to be enterprising 
and did not believe it was very important.

Opinions about the importance of different economic environments varied. The recent 
collapse of planned economies in Eastern Europe led several groups to suggest that free 
market economies were essential for enterprise to flourish. One group of Dutch females 
feit women were not encouraged to be enterprising in the Netherlands Several groups feit 
EC competition policy would encourage people to be more enterprising. Every group feit 
there should be constraints on enterprise. Two UK groups thought some criminal activity, 
for example, large scale fraud, was very enterprising but needed to be curbed. Constraints 
necessary included ethical, legal, moral, religious and cultural Specific suggestions 
included curbs on pollution, and protection of Consumers. All groups thought enterprise 
was a good thing, except one male Dutch group who feit it could either be a good or a bad 
thing The bad element associated with the impact of business on the environment Staff 
had similar views to students, stressing that enterprise was a good thing as Iong as it was 
constrained. Environmental and social issues were considered important. Staff additionally 
mentioned obligations to developing countries and one suggested (Dutch) that the policy 
of the survival o f the fittest sometimes leads to a waste o f resources. A UK member of 
staff stressed the need for sustainable development.

Only two of the entrepreneurs believed that they were enterprising, the other two 
believing that they were content with ’ earning a living ' . A similar view was expressed in 
the group discussions with would be entrepreneurs Female groups believed themselves to 
be slightly more enterprising than male groups.

230



Table 22.3
The entrepreneurs views on skill and qualities required to be successful

Personal aualities M idil WoodworksZ DAX 5 BUSICOM i

Persistence + + + +
Motivation + + + +
Imagination + + + +
Confidence + + + +
Risk taking - + + +
Creativity * + + +

Tenacity + + - +
Flexibility - + + +
Flair - + - +

Skills
Research skills + + + +
Time management + + + +
Appropriate process 
skills

+ + + +

Communi cation + + + +
Negotiation + + + +
Confidence/
Assertiveness

+ + + +

Problem solving + + + +
Decision making + + + +
Financial managm. + + - +

Resource managm. + + + -

Foreign langu. skills + - - +
Team leadership + + - -

Delegation + - + -

1. Manufacturer o f fishing and other nylon lines, nine employees, established since 
1983.

2. Designer and m anufacturer o f  w ooden shelving Systems, one em ployee, established 
1988.

3. Software designer, one partner, established 1989.
4. Promotion design and translations, sole trader

Information based on individual interviews with owners/ founders
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Table 22.4
The fiiture entrepreneurs' view on essential skills and qualities

Personal Oualities Male Female
Max= 3 Max= 3

Determination 3 3
Motivation 3 3
Persistence 2 3
Dedication 2 3

Decisiveness 3 1
Ambition 2 2
Creativity 2 2

Competitiveness 2 1
Common sense 1 2
Imagination 1 2

Leadership 1 1

Skills
Good communication 2 3
Risk taking 3 2
Negotiating 2

Decision making 2 2
Process skills 2 2

Creative problem solving 1 2
Confidence/Assertiveness 1 2
Team work 1 2
Resource management 2 1

Leadership 1 1
Delegation 1 1

Student, employers and small firms'perception of skills and qualities

There appeared to be considerable consensus between students and staff on the one hand, 
and employers on the other (see table 22.5), with employers stressing the need for team 
work, good communication, seif motivation, effectiveness, critical thought and leadership 
as o f  paramount importance, and students and staff considering good communication, 
problem recognition and solving as important However, unlike employers, some students 
and staff believed that skills such as creating and seizing opportunities, Creative thinking 
and the ability to take risks were also important.

Entrepreneurs and would be entrepreneurs, too, stressed that communication skills are 
vital, but unlike large Companies, they believed skills such as risk taking, decision making 
and negotiating to be vital to be enterprising
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A similar picture emerges when comparing the perception of what are believed to be 
important qualities There is Consensus between employers and students/ Staff on the 
importance o f determination and decisiveness. However, unlike employers, Student and 
staff also believed innovation, ambition, initiative to be important for an enterprising 
person. As with percept'ons on skills, small firms and would-be entrepreneurs agree with 
large Companies, but also believe motivation, persistence, dedication, ambition and 
creativity to be very important to be enterprising.

Staff and Student perceptions in the Netherlands matched expectations of UK employers 
more closely than those of UK students and staff. However, staff and students in both 
countries considered a wider ränge of skills and qualities than the large and small 
Companies to be important for an enterprising person.

Issues Raised

There is as yet no prevailing paradigm to suggest how educationalists and trainers decide 
what skills to teach and personal qualities to develop. The work done so far indicates that 
Student and staff expectations and perceptions in large and small organisations vary. One 
explanation for this difference is that large Companies are looking for entrepreneurs 
whereas students, particularly those in the UK, are looking for entrepreneurial 
characteristics This may explain the greater consensus between Student and staff 
perceptions and those of small Companies and would-be entrepreneurs.

Educationalists need to decide just exactly what role they are preparing students to take 
up for the maximum benefit to be obtained.

Figure 22.1 and table 22.5 show the areas of agreement between the groups 
interviewed They show broad agreement about the need for the personal qualities of 
determination and decisiveness However, large Companies are looking for enthusiasm and 
confidence, as are entrepreneurs Staff and students did not stress these highly. This may 
be because they took them as ’given'. Figure 22.1 suggests large UK Companies are 
looking for abilities such as effectiveness and critical thought, usually associated with 
academic work, yet students and staff mostly ignore these It seems that inculcating 
traditional academic values may be what large Companies are looking for in graduates with 
management potential Small Companies considered persistence, motivation and 
imagination to be vital qualities

All parties interviewed agreed on the need for good communication skills. However, 
whereas large organisations stressed the need for team work, seif motivation and 
effectiveness, small firms considered research, time management, negotiating, decision 
making and problem solving skills very important Would-be entrepreneurs believed that 
the qualities o f persistence and dedication are vital and agreed that risks taking abilities are 
essential for an enterprising person

It appeared that the ränge of skills and qualities considered important by some students 
and staff spans the requirements of large organisations and small firms Staff and Student 
perceptions in the Netherlands matched expectations of large UK employers more closely 
than those o f UK students and staff! Large UK Companies concentrated on the skills 
necessary to work at the operational and lower managerial levels, whereas students and 
staff, as well as small firms and would-be entrepreneurs löoked for skills required at all 
three o f Ansoffs levels and so included Strategie decision making skills Presumably large 
organisations prefer to develop their own management styles to suit their corporate 
cultures.

An interesting matter which arose from the research was a view expressed by some 
respondents that personal qualities could not be taught and some were sceptical about the
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extent to which they could be enhanced The fatalistic approach of accepting that some 
people had the necessary talents and others did not was not uncommon Almost all 
accepted that skills could be taught but views did vary about whether or not certain items 
identified were skills or qualities. For example, creativity and the ability to think creatively 
or decisiveness and the ability to use decision making techniques These views may be very 
important because it is difficult to teach something if students do not believe it can be 
leamt. Work analysing the way people undertake certain tasks, for example the skills of 
argument, could be very useful in enhancing the effectiveness of skills teaching and 
ascertaining the personal qualities to develop.

Table 22.5a 
Personal qualities

Large UK Employers Small Companies Students/Staff

BP Prudential WH Smith Marks & Jod
Spencer Ctope

Personal Qualities

Determination
Flexibility
Innovation
Persistence

Midi Woodworks DAX BUSICOM UK NL

5 6
2 0
4 2
0 0

Imagination
Decisiveness
Enthusiasm
Creativity

2 0
2 5
0 I
0 0

Confidence 
Ambition 
Hard working 
Initiative

1 0 
2 0 
0 0 
2 0

Table 22.5b 
Skills

Large UK Employers

BP Prudential WH Smith Marks & Ind
Spencer Coope

Skills

Team work +
Good
Communications +
Data presentation +
Problem recognition 
and solving +

Creative thinking -
Manage resources -
Effectiveness -
Risk taking -
Create and seize 
oppommities -

Time management -
Critical thought +
Decision making •
Literacy +
Leadership -

Negotiation -
Seif motivation +
(& others)

Attention to 
detail -

Small Companies Students/Staff

Midi Woodworks DAX BUSICOM UK NL

+ + 0 2
+ + + + 5 6

+ 0 0
+ + + + 1 3

1 0
+ + + + 0 1

0 2
+ + + 0 1

2 2
+ + + + 0 0

0 0
+ + + + 1 2

0 0
+ + 0 0
+ + + + 0 0

2 0

0 0
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SKILLS:
Large Employers Small Companies NL Students UK Students

Communication skills

Problem recognition and solving

Team work

Seif -Motivation

Sffectiveness

□

Decision making

Self-Motivation

Effectiveness

Create and seize opportunities

Leadership

OUALITTES

Large EMployers Small Companies NL Students UK Students

Determination Determination

Flexibility Flexibility

Innovation

Decisiveness Decisiveness

Confidence Confidence

Imaginative Imaginative

Ambition Ambition

Figure 22.1
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The work does not show very great cultural differences between Dutch and UK 
students. There seems to be a greater emphasis in the UK on innovation and seif 
motivation, whereas the Dutch place greater stress on decisiveness and problem 
recognition and solving Additiönally, the Dutch seem to see entrepreneurial activity in 
terms of large, well established Companies whereas the British are chiefly concerned with 
setting up new businesses. It may be that the UK government policies towards new 
businesses over the last ten years have affected students' views on enterprise However, 
given that the majority will work for big businesses the perceptions of the Dutch may be 
more realistic. The work here could be usefully extended to other countries where the 
cultural differences could be expected to be greater. Comments in the financial press in the 
UK when the British Airways and KLM merger was being discussed included 'there are 
really very little differences in cultures. The Dutch may be keener on consensus. The Dutch 
style is a comfortable half-way house between the British financially driven Anglo-Saxon 
approach and the regulated Germanic System of supervisory boards' (Financial Times, 27 
November 1991) If an extension of the research were undertaken, it would be possible to 
ascertain the extent to which there is general agreement on the personal qualities and skills 
needed to be enterprising. Furthermore, it should be possible to get a better match between 
the needs o f increasingly international industry, small firms and the graduates being 
produced by higher education
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23 Role and importance of 
entrepreneurial 
internationalization:
The experiences of small / 
medium firms of mature 
sectors in Southern Italy
Antonio Minguzzi and Renato Passaro1

Introduction

The growing internationalization processes that appear from the recent economic scenario 
and the trends to a larger and larger globalization of the market, widely investigated by the 
scientific debate (Levitt, Porter, Ohmae), set the firms of every size and country to face the 
need to cope with international competition As it is known, in fact, also those firms who 
do not bring about planned and pre-arranged projects to enter the foreign markets, are 
compelled to defend themselves from the growing competition of those enterprises which 
organize their development strategies on a world-wide scale 

This dynamic, which force to the context also those enterprises oriented, so far, only to 
their local market, increases the interest in those researches which study the relations be- 
tween the variables influencing the firm's internationalization and the determinants of the 
entrepreneurial culture o f the people managing the enterprises themselves.

ln the economic-industrial reality of Southern Italy, one can observe specialized produc
tive areas (such as preserved tomato food, tanning of hides, olive's transformation, silk and 
coral manufacture, etc.) which are formed mainly by small and medium size firms with a 
high territory concentration In many cases these firms have achieved a high export tradi
tion that has placed them within an international productive chain. The increased competi- 
tive pressure due to the increase in the globalization pushes has emphasized the cultural 
deficiencies o f the internationalization model widely adopted (indirect exporting2) for 
those small enterprises, family run, which can appear structurally anomalous if compared
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to the world Standards of the enterprises with a high exporting Orientation. There is a 
growth, therefore in the interest o f analysing the relations between the firms' 
intemationalization problems (above all ffom the indirect intemationalization model point 
of view) and the settled characteristics o f an entrepreneurial culture which (on the basis of 
already carried out researches) has proved to have never developed its relations with 
foreign markets as a key to cultural leaming and improvement 

Moreover, the identification and breaking down of the relationship between 
intemationalization and entrepreneurial culture into its basic determinants, would allow us 
to implement education programmes aiming at raising the level of the managerial capacity 
component o f those firms which long for competitive success but which often, nowadays, 
in Southern Italy, undergo the difficulty of identifying the causes of their lack of 
competitiveness

The theoretical debate

The economic literature has given much importance to the role played by the entrepre
neurial figure in the enterprise growth paths Some scholars have analysed the role o f the 
entrepreneur as to the technologica! development (Schumpeter, 1934), some others have 
developed the role as to the birth of new firms (McLelland, 1971, Rothwell, Zegveld, 
1982) or to the economic growth (Leibenstein, 1968, Baumol, 1968).

Other contributions have studied the role of the entrepreneurial leaming in determining 
the firm development (Normann, 1977, Bolognini, 1986) and the entrepreneur education 
as to the development of the economic System (Leibenstein, 1968) and of small enterprises 
(Dollinger, 1991).

The growing attention given to entrepreneurial education and leaming process appears 
to be very justified, given the determining role that the entrepreneur may take on, at 
different levels and with different subdivisions, in the economic context, it can, in fact, 
determine innovator and evolutionary pushes as well as effects that hold back the 
development In economic Systems such as the Italian one, where the number of small size 
firms is very remarkable, the entrepreneurial evolution represents an important channel for 
the development o f the single enterprise and, consequently, of the whole national 
productive System.

Recent trends in the market's globalization processes and firm's intemationalization, by 
determining new competitive settings, compel the firms to measure themselves against new 
environmental contexts and new economic subjects. ln making reference to them, firms are 
oflfered the opportunity to learn, to open and develop new relationships (either of competi- 
tion or co-operation), to gather new information, to contact new Information sources 
Such opportunities augment both the cultural and Professional backgrounds of the 
entrepreneur (and the enterprise) and the possibility of developing new competitive 
advantages. In this scope, intemationalization processes become a mean, through leaming, 
for the firms cultural growth (Bartlett, GhoshaP, 1989, Rullani, 1990).

At the same time, the ability to refer to new environmental and competitive contexts, re- 
quires the enterprises to achieve a minimum cultural threshold, thanks to which a useful 
confrontation with new interlocutors is possible and without which the conditions of 
contact and further development of relationships would not exist

The relationship between the firm's intemationalization processes and the Professional 
and cultural leaming processes can be seen as a circular, 'virtuous relation' (unlike the vi- 
cious circle, in the 'virtuous circle' all components act synergical converging towards an 
improvement of the starting Situation), within which business culture and ability to refer to
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new environments (foreign markets) strenglhen each other
The critical point which might modify this 'virtuous circle' can be identified, on one 

hand, in the lack of a 'cultural capacity' such as to be able to Start the leaming process front 
the new sources o f knowledge and, on the other hand, in the presence of interna- 
tionalization forms which develop when there is a few number of contacts and o f direct 
tangible relations among the subjects. It is known, for example, that the 
intemationalization forms which develop a greater number of more intense relation are the 
Foreign Direct Investments (FDI) and the so called new forms of international Investments 
(joint-ventures, licensing, management and production-sharing contracts, international 
subcontracting and tumkey operations, joint production or distribution, etc ). The 
development of mercantile intemationalization forms such as export activities are, on 
general terms, at a lesser level as to the number and intensity of relationships among the 
economic subjects. Finally, the export activity must be distinguished into direct and 
indirect exporting, where the former is characterized by the presence of a greater and more 
intense volume of relations with the foreign market.

The enterprises o f smaller size can run into both factors which prevent or limit the start- 
ing of the leaming/intemationalization 'virtuous circle’. They in fact, among the other con- 
straints, (financial, dimensional, communicative), often show a low cultural capacity which 
tums into a cultural (and managerial) barrier for the development of relations with foreign 
economic agents. Such barriers increase with the increasing distance from the environ
mental and economic System where the potential interlocutor is inserted For this reason, 
the small size firms are often domestic market constrained Indirect relationships with for
eign markets can be developed (i.e. indirect jobbing, indirect export, etc ) but they, not al- 
lowing the development of a direct confrontation with the new environments, which are 
potential sources o f different and new values for the enterprise, are not relationship forms 
able to develop the firm cultural growth (in its wider sense) and evolution.

The firm evolutionary process based on the 'cultural component' leadership implies that 
the entrepreneurial training must be oriented not only towards the professional-managerial 
characteristics but also towards a larger development of a new business culture which 
should focus on the capacity to learn and develop relations with new subjects and new 
sources of knowledge.

All these conditions would allow us to Start the 'virtuous circle' between leaming and the 
inclination to research new opportunities which is a competitive advantage source and an 
economic growth factor for all firms.

Purpose and method of the study

This study has the aim of checking whether the intemationalization processes can be cul
tural growth factors for the firms, as much as they are expressed through the opening of 
relationships and exchanges which, in different ways and with different intensity, face dif
ferent cultural and entrepreneurial values The effects on the entrepreneurship can be ex
pressed through improvements of the 'business idea' (Normann, 1977) and, in general, 
through a greater firm capacity to face new events 

The procedures, through which the effects o f the leaming developed attending new envi
ronments are expressed, can be many. Only the facing of new types of customers who put 
Problems and needs different from those on which the prevailing business culture is fixed, 
represents a moment o f potential growth which can turn to real growth (evolution) if the 
firm is properly open to changes and has a proper cultural capacity (minimum cultural 
threshold), which enable it to develop an inclination to accept the innovations emerging
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from relationships, an inclination to self-criticism, and the ability to face and not to escape 
ffom situations which appear critical because not known. The more the ränge of economic 
and cultural Systems is numerous, to which the subject having relationships with belong, 
the more such opportunities become remarkable and numerous In fact, in this way, 
leaming chances are increased and the entrepreneur cultural and managerial capacity (and 
the enterprise competitiveness) are also increased

The establishment o f profitable exchange and confrontation relations is possible in devel- 
oping trade relations (manufacturer-customer, company-supplier) among subjects 
belonging to different cultural, economic and environmental Systems. In this study, we 
would like to check, first of all, how (if) the relations deriving from the development of 
exporting activities in a sample of small and medium size firms can affect the entrepreneur 
cultural and managerial evolution and, secondly, how (if) such evolution allows the firms 
to face, more efficaciously, the relationship with new markets and economic environments

Factors affecting the research

The theoretical reference scheme of the research is significantly conditioned by particular 
specificity which influence the economic environment where the sample enterprises are 
located (see figure 23.1). Such specificity, which have been emphasized in the economic 
debate for a long time, are characteristics o f the peculiar reality examined and must, 
therefore, be considered either to avoid evaluation mistakes as to the results coming out 
from the analysis, or to point out the possible homogeneity which such Situation might 
have with economic micro-environments located in other countries

In particular, the important specificities can be referred to:
a) Macro area - regional context - meant not only as productive district, but also as 

macro area (Southern Italy) considered as a whole. Such specificity derives from the fact 
that southem enterprises must face a ’constrainf due to operating in a less developed eco
nomic area if compared to other areas of the country (Northern Italy).

b) Micro area - local context - Another factor strongly influencing the research con- 
sists of the particular location characteristics of the economic sectors analysed The firms 
belonging to them, which show good exporting performances, show a high territory con- 
centration in limited areas Moreover, such territory concentration rarely determines the 
birth of economies extemal to the firm but internal to the area, and of co-operation rela
tionships among firms which, instead, characterize the industrial districts in other highly 
concentrated industrial areas Such specificity can be spread to the whole South also with 
reference to the presence of other enterprises industrial aggregates.

c) Firms size - Another specificity consists of the firms size variable In our area of in
vestigation, the firms observed are mainly of small or medium size, thus representing the 
exporting component o f Southern economy.

d) Mature sectors - I t  s e e m s  u s e fu l t o  p o in t  o u t  h o w  th e  t a r g e t  S o u th e rn  e c o n o m ic  
s e c to r s  a re ,  f o r  m o s t  p a r t ,  s e c to r s  th a t  c a n  b e  d e f in e d  a s  m a tu re .  W ith in  th e  s in g le  s e c to r s ,  
m o r e o v e r ,  w e  s h o u ld  d is t in g u is h  b e tw e e n  th e  s e c to r  s p e c if ic  m a tu r i ty  c h a r a c te r i s t i c s  f r o m  
th e  te c h n o lo g ic a l  c h a r a c te r is t ic s  o f  th e  s e c to r 's  p r o d u c t s  a n d  p r o c e s s e s ,  b e c a u s e  th is  
d is t in c t io n  in f lu e n c e s  b o th  th e  d e fm itio n  o f  th e  re la t io n s h ip  b e tw e e n  th e  d e m a n d  a n d  
s u p p ly  o f  S e rv ic e s  t o  e n te rp r is e s  a n d  th e  e c o n o m ic  p o lic y .

e) Entrepreneurial culture - A lot o f studies have already emphasized that the entre- 
preneurial culture characterizing the majority of Southern firms has values which do not 
encourage the firm evolutionary and learning development and, consequently, its success- 
fül international growth. We make reference, above all to the characteristics of being 
closed to changes and of individualistic behaviour, largely outlined by the related Italian
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scientific literature (Calvelli, 1990). This evidence, clearly acts as a 'constraint' on the firms 
international evolution.

f) Exporting activities aspects - Finally, it is important to emphasize that, as it is 
known, the intemationalization form preferred by Southern enterprises is the mercantile 
one, especially in its indirect form. In many cases, however, the exporting activity turns 
out to be the result of a productive decentralization process of those dealers (i.e. Buyers) 
who control the distribution channels and the products destination foreign markets. This 
implies that the leaming process coming out fforn the firms acting on foreign markets, is 
problematic and may cause a vicious circle limiting, again, the firm evolutionary process.

In many cases, it is possible to say that, by giving outside the commercial and 
distributive function, i.e. to independent operators, the exporting enterprises achieve a 
relationship with the foreign economic reality and environments poor in 'leaming', because 
they miss the opportunity to face new and differentiated realities.

Characteristics o f the sample firms

The sample examined consists of 53 firms belonging to the preserved tomato sauce (29) 
and the tanning of hides (24) sectors. The firms of the sectors investigated are, in both 
cases, located in Campania, in a very restricted area, thus determining a high economic 
specialization of the industrial area. The preserved food Companies are located between the 
provinces of Salerno and Napoli and are the Italian productive pole having the European 
leadership of the world-wide production and export o f such products. The tanning 
Companies are, instead, located at Solofra (province of Avellino) and represent the Italian 
productive pole, which is among the first world manufacturers of sheep and goat skins.

In 1991, the Campania preserved food firms were 163, the sample observed being 18 
per cent of the regional total amount. For the tanning sector, the examined firms are 16 per 
cent of the whole. Data come from a data-base, which is at the I R.A.T./C.N.R. (Research 
Institute on Service Activities of National Research Council) of Naples either for its own 
institutional research activities, or within the P F.I./C.N.R.4, with the aim of carrying out 
economic-business analysis and monitoring highly exports-oriented firms o f some 
industrial sectors, mainly located in Southern Italy. In particular, the tanning and preserved 
food firms sample studied was formed on the basis of interviews performed at two 
different moments. The first survey was carried out in 1988 and involved 42 preserved 
food and 47 tanning firms within the institutional research activity of I.R.A.T. In 1991, a 
second collecting Programme (still in progress) was started within the research Programme 
P.F.I./C.N.R. In Order to evaluate homogeneously the variables dynamics that we wanted 
to investigate, we have drawn, from the set of available data, a sub-sample of 24 tanning 
and 29 preserved food firms, coinciding with the sample previously selected, which 
presented the highest degree of structural homogeneity and exporting activity. The survey, 
whose results are reported here, has been carried out on this sub-sample.

The sample consists mainly of small and medium size firms, frequently family run, and 
highly exports-oriented. It must be pointed out, however, that the enterprises o f the exam
ined sample perform their exporting activity through indirect exporting procedures. that is 
using independent distribution channels and independent channels for marketing their 
products on foreign markets5. *

The questionnaires given to the firms at two different moments, were prepared taking 
into account different sections concerning, respectively, the entrepreneur, the firm activity 
and its quali-quantitative intemationalization level.

The purpose of this study being the evaluation of the relations existing, on terms of mu
tual influences, between intemationalization activities and entrepreneurial culture charac-
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teristics, the data collected have been worked out in Order to obtain a representative 
variable o f the entrepreneurial culture present in the sample and an exports Orientation 
indicator o f the observed enterprises.

Analysis results

On the basis o f the knowledge deriving from the monitoring activities developed, we have 
related the exporting experience of the firms examined to the exports sales revenue 
percentage, in Order to emphasize an Interpretation about the importance that the relation 
with foreign markets has, on terms of strategy, for the sample firms (figure 23.2). This 
remark derives from having observed that not all exporting firms mature, over the time, a 
Strategie path leading to a stable presence on foreign markets. Figure 23.2 shows, in fact, 
how the sample firms are placed in the four quadrants identified by the average values of 
the foreign export share as to total revenue (57 per cent) and by the average (21.7) of the 
exporting years o f the observed enterprises The high exports Orientation of the examined 
enterprises appears clearly.

I n  p a r t ic u la r ,  it  c a n  b e  o b s e rv e d  th a t  th e  f irm s  in  th e  t o p  r ig h t -h a n d  s id e  q u a d r a n t  r e p r e -  
s e n t  th o s e  f i rm s  w h ic h  h a v e  a  C o n so lid a te d  e x p o r t  O rie n ta tio n  (export Consolidated). O n  
t h e  c o n t r a r y ,  th e  f i rm s  in th e  to p  le f t- h a n d  s id e  q u a d ra n t  a r e  th o s e  w h ic h  r e a l iz e  a b ro a d  
m o r e  th a n  h a l f  o f  th e i r  s a le s  re v e n u e  b u t  h a v e  a  m o re  re c e n t  e x p e r ie n c e  in  b e in g  p r e s e n t  o n  
fo r e ig n  m a r k e t s  (export oriented). T h e  f irm s  in  th is  q u a d ra n t  m a y  e i th e r  e v o lv e  t o w a r d s  
f i rm s  w i th  a  m o re  C o n so lid a te d  p o s i t io n  o n  fo r e ig n  m a rk e ts ,  o r  s u f fe r  e x p o r ts ' f a i lu r e s ,  t h u s  
c o n s o l id a t in g  o n  th e  lo c a l m a rk e t  r e p r e s e n te d  b y  th e  lo w  r ig h t -h a n d  s id e  q u a d r a n t  
(domestic Consolidated) In  th e  lo w  le f t- h a n d  s id e  q u a d ra n t ,  fin a lly , th e r e  a r e  th e  p o te n t ia l  
e x p o r t in g  f i rm s  w h ic h  h a v e  le ss  e x p e r ie n c e  a n d  lo w  s a le s  r e v e n u e  q u o ta s  r e a l iz e d  a b ro a d  

(domestic oriented), th e s e  f irm s  c an  e v o lv e  h ig h w a rd s ,  th u s  b e c o m in g  s t r o n g  e x p o r te r s ,  
o r  to w a r d s  th e  lo w  r ig h t -h a n d  s id e  q u a d r a n t  w h e re  th o s e  e n te rp r is e s  w h ic h  a r e  in s te a d  
C o n s o lid a te d  o n  th e  h o m e  m a rk e t a re  p la c e d

Going on in our inquiry, we have built an index which could represent the entrepreneur 
culture, either on terms of cultural stock (entrepreneurial culture stock) or on terms of the 
entrepreneurial pattem opening to changes and cultural growth. Then, we have realized a 
cultural stock index which could take into account the general education level, the special- 
ized culture level, the foreign languages knowledge, the occupation of the father and the 
age of the entrepreneur6. On the other hand, an index of the entrepreneur opening to 
cultural changes has been realized in Order to point out the entrepreneur availability to 
identify the limits of his own culture, meant as the ability to self-criticism and, therefore, as 
a positive value of open-mindedness and widening of one's own cultural horizon7.

The usefülness o f this relation lies in the fact that the interaction between the cultural 
stock and the opening to changes represents a real cultural condition of dynamic type. Be
ing open to changes, in fact, is a multiplicative factor which increases the value of and de- 
velop the entrepreneur cultural stock, this takes on a special importance in an 
environmental context which, as previously indicated, turns out to be poorly advanced

Figure 23.4 shows the positioning of the sample firms on the basis o f the relation 
between the entrepreneurs weighted cultural stock indexes and the values of their opening 
to cultural changes This relation quantifies their entrepreneurial culture meant, 
conceptually, as a stock of knowledge and the availability to increase one's own 
Professional and cultural wealth

In figure 23.5 there are, with reference to the same variables, the sample firms divided 
as to the industrial sectors to which they belong The main evidence in comparing the firms
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of the two sectors seems to be the trend of the tanning enterprises sector to cover, mainly, 
the left-hand quadrants, in Opposition to a larger presence of the preserved food 
enterprises in the quadrants representing a greater opening to changes. Differences in the 
cultural stock between the two groups seems to be smaller and can be read as the 
positioning polarization as to the vertical axis

The reading o f the quadrants in figure 23.4 allows us also to evaluate how the first low 
right-hand side quadrant identifies the entrepreneurs with a low business culture and open 
to changes (17 per cent of the sample firms). They show an availability to changes fforn 
the very low cultural levels and therefore, an evolutionary process which must fill a long 
distance between the cultural capacity level present and the cultural capacity minimum 
threshold, (which can be identified with the cultural capacity average level of the sample 
firms), but which, having they a good opening to learning, can become faster.

In the low left-hand side quadrant there are the entrepreneurs with a low cultural level 
and no opening to changes (21 per cent). For these subjects, the two factors influence each 
other negatively, thus generating a barrier which presses the firm into a marginal position 
from which it is very difficult to emerge, unless some important events occur, which 
transform the business organizational and entrepreneurial Order (new partners entry, 
generation succession, crisis condition, etc ). In this case, the distance separating the 
entrepreneur cultural capacity from the minimum cultural threshold is remarkable and, 
because o f the poor availability to learning, the speed needed to recover such 
disadvantage, is very low.

35 per cent o f the enterprises show an entrepreneurial culture higher than the average 
together with a closing to changes (top left-hand side quadrant). These entrepreneurs are 
inclined towards a slow impoverishment of their own culture which, lacking conffontation 
and renewal, gradually becomes obsolete and not suitable to lead the business The 
quickness o f such gradual impoverishment increases with the increase of the changes 
phenomena, which, at different levels and with different procedures, influence the firm life 
(technological innovation, changes in the competitive scenario, changes in the reference 
economic environment, etc ). For these firms, the widening of the cultural gap over time 
becomes a problem of up-dating their own entrepreneurial and Professional culture. Being 
shut up to changes hinders the up-dating process, thus extending the gap over time.

The fourth quadrant, on the top right-hand side, includes 27 per cent of the firms of our 
sample and consists o f firms which have both a good cultural level and a high opening to 
changes. These are the enterprises for which the two variables act synergical, increasing 
their value one another. These entrepreneurs are not only ready and able to face and 
manage the dynamics o f the changes coming from outside, but are urged by them, thus 
taking up, according to the business needs and objectives, a position of continuos dialogue 
with the sources generating or transmitting the changes They follow, with a good stock of 
internal consistency, an evolutionary process of learning and adjustment to the extemal 
environment.

Next Step we have faced concerned the relation between the index combining culture 
and opening to entrepreneurial changes on one hand, and, on the other the export Orienta
tion evaluated on the basis of the relation coming out from figure 23.2 If, as we have 
already outlined, a firm intemationalization process is a transfer and cultural growth vector 
for the enterprises, as much as it allows the development of an evolution process through 
the exchange and confrontation with environments and subjects belonging to a variety of 
social, economic and cultural milieus different from one's own reference environment, the 
firms characterized by a strong conunitment in exporting activities should be mostly 
distinguished for the high values of the variables considered here

Figure 23.6 shows the position o f the examined sample firms on the basis o f the relation
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between culture8 and exporting activities9. The description of the various quadrants allows 
us to give shape to a conceptual reference framework of the first results of this study.

Starting ffom the low right-hand side quadrant and moving clockwise, we find the firms 
with a high culture and leaming index and a poor quantity of exporting activities These 
entrepreneurs have a sufficient quali-quantitative cultural störe to enter the foreign 
markets, which allows them to Start the 'leaming virtuous circle' urged by the new 
environment. They can therefore be defined as aware entrepreneurs, that is potentially able 
to establish a positive dialectic confrontation with new and different interlocutors. Their 
permanence on the local market is mostly a choice that they make on the basis o f the 
exploitation of the economic opportunities consistent with the business goals.

The second quadrant includes the enterprises which work mainly on home markets and 
have a poor cultural capacity Possibly, for these enterprises, the permanence on local mar
kets is a constraint determined by their scarce cultural inclination to approach new 
markets The limited per cent sales revenue volume exported by these enterprises, is got 
only through relations and situations (indirect exporting) which, allowing them to by-pass 
the barrier formed by the lack of a systematic research of contacts and access to foreign 
markets, do not bring any leaming to the firm These firms can therefore be defined as 
passive, meaning that their poor opening and leaming capacity force them to work on the 
home market, where they hold positions and behaviours which relegates them far ffom the 
possibility to evolve jointly, either on cultural terms or on new outlet markets.

The third quadrant includes those firms which have an exporting Orientation higher than 
the average, but which have, however, a low cultural capacity, since they are strongly shut 
up to changes. Though these enterprises work in contact with environments and subject 
which bear innovator values with respect to their own culture, they are not able to Start the 
'leaming virtuous circle', which, besides, could lead them also to a more efficient and 
profitable relationship with foreign markets They are therefore characterized by the ab
sence of any ability to receive Stimuli and to seize the opportunities deriving from having 
commercial relations on new markets These firms can be, therefore, defined short- 
sighted. The fact that they export a remarkable part of their sales revenue is due to non- 
systematic factors or to factor which, anyway, are not generated by an active behaviour.

Finally, the top right-hand side quadrant collects the enterprises which positively 
connect the exporting activity commitment to a high entrepreneurial culture. Such firms 
actively look for an expansion of their presence abroad, urged by their own cultural 
capacity (culture stock and opening to leaming) and are, therefore, the ones which succeed 
in starting the knowledge accumulation mechanism, which gradually strengthen their 
capacity to join new international markets. The capitalization of the leaming process 
results allows the Classification of these enterprises as advanced.

Next Step of the study has been to analyse the firms behaviour over an evolutionary path 
marked by exporting and cultural Orientations, in Order to acquire a more differentiated 
view of the interrelation, in the sample, between culture and international activity. The 
analysis has consisted basically of identifying how the firms final position was influenced 
by the cultural stock and the opening to changes variables on one hand, and the opening to 
exporting activities on the other, so that it has been possible to identify the firms different 
evolutionary paths.

Table 23 8 represents the different paths followed by the sample firms, together with 
the respective percentages of relative importance referring, either to the whole sample, or 
to each single quadrant The result has been that 24.53 per cent of them was in the same 
quadrant also as regards the variables making up figures 23 2 and 23 4, thus giving 
evidence of holding the positions acquired More interesting for the analysis is instead the 
evolution of the firms (75 47 per cent) which are in figure 23.6 in quadrants different from
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the one where they were in relation to the analysis previous variables (Figures 23.2 and 
23.4)10. These situations, in fact, indicate that an evolutionary (negative or positive) 
process has occurred, and that it was affected either by the firm international experience or 
by the entrepreneur's cultural attitude.

Moreover, the analysis of the dynamics of each enterprise belonging to the four different 
quadrants allows us, by assessing the evolutionary paths as to their connection to the vari
ables o f the study, to identify the possible intervention initiatives aiming at optimizing the 
growth of the firms themselves.

ln particular, the events when there is a dynamics in the firms positions between the 
quadrants o f figures 23 .2 and 23.4 towards the positions of figure 23.6, have been divided, 
among the events that could be grouped, into:

- positive paths (13.21 per Cent), because they go towards the advanced enterprises 
quadrant,

- negative paths (33.96 per cent) represented by those firms which are placed in the 
passive enterprises quadrant;

- stable paths (28.30 per cent) represented by those firms which, frorn a different 
starting quadrant, are going to be positioned in the short-sighted and aware firms 
quadrants, thus emphasizing growth dynamics of a more composite Interpretation.

In particular, for the 'advanced' quadrant there are four different dynamics which can be 
estimated as successful paths. To be more precise, 30 per cent of the 'advanced' firms 
combine an ’export Consolidated' activity (figure 23.2) and an 'uncultured/open' 
entrepreneur figure (figure 23.4) who, however, achieving a final advanced position, 
determines the occurrence of that 'learning virtuous process' which is influenced by the 
firm international activity. In the other cases, the 'advanced' position is obtained starting 
frorn 'export oriented' firms with 'cultured/open' entrepreneurs (20 per cent o f the 
enterprises in the quadrant), thus proving how culture and open-mindedness strengthen the 
enterprises opening attitude towards foreign markets. In 10 per cent of the cases, also 
'cultured/closed' entrepreneurs achieve an 'advanced' position because they become open to 
learning through the international experience Finaily, in this quadrant, 30 per cent of the 
firms consist o f enterprises coming frorn ’homogeneous' quadrants ('export Consolidated' 
and 'cultured/open') so classified ’static'.

In the 'short-sighted' and 'aware' quadrants of figure 23.6, which represent the cases 
when the different influence of the variables determine non-optimal results for the firms 
(because o f  cultural deficiencies in the 'short-sighted' quadrant and of lack of 
intemationalization in the 'aware' quadrant) the evolutionary paths are concentrated into 
two particular negative typologies (see table 23.8).

For 35.3 per cent o f the 'aware' enterprises, the starting quadrants were determined by 
conditions of'domestic oriented' linked to a 'cultured/open' entrepreneur. This brought to a 
Situation in which the high entrepreneurial culture present does not significantly interact 
with the foreign markets (because of the mostly homewards Orientation) and therefore can- 
not exploit the opportunity to be strengthened by the learning acquired through the 
intemationalization previously described

66.7 per cent o f the 'short-sighted' firms come, instead, “frorn the 'export Consolidated' 
group combined with a 'cultured/closed' entrepreneurship In this case, the result is 
determined, however, by the variables-mirror condition if compared to the preceding 
Situation In fact, the unsuccessful starting of the 'virtuous circle' due to 
intemationalization learning is determined by the closing to changes of the entrepreneur, 
who does not realize the cultural exchange potentialities, thus under-optimize the
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intemationalization experience of his firm

Condusions: implications for the entrepreneurial education

The analysis o f the firms origin and positioning determinants in the quadrants o f  figure 
23.6 allows us to draw some clear implications about specific cultural wants and 
international Orientation problems for the enterprises called short-sighted and aware.

As concems the education initiatives for the 'aware' firms, where there is a relative lack 
in the firms international presence with reference to the high entrepreneurial cultural level 
and learning capacity, it seems possible to fill the gap through the Organization o f  a joint 
supply o f training Services to develop managerial knowledge (for entrepreneurs), and of 
real Services to support the intemationalization development (i.e exports) and the 
international competitiveness (for enterprises) Given the characteristics and peculiarities 
o f  these enterprises, it is necessary for the interventions to focus on the Services o f the 
second tvpe. in order to Start the formative and evolutionary 'virtuous circle' (figure 23.7).

As regards the quadrant where there are the 'short-sighted' firms and where an entre
preneurial cultural lack occurs, the formative interventions should mainlv aim at the supplv 
of Services for trainine the entrepreneurial culture. and secondly at Services suitable to in- 
crease the managerial capacities and the exporting activity competitiveness In this case, 
the objective should be not only to increase the entrepreneur managerial knowledge, but 
also and chiefly, to make him aware o f the constraints enforced on to the firm by a poor 
availability to evolve the present entrepreneurship model or business idea through the 
confrontation with different realities. Education, above all, should increase the 
entrepreneur opening to changes, because such characteristic is a basic factor to hold and 
increase the firm competitiveness over times, such as the present and future ones, o f  
growing turbulence.

For the enterprises called 'passive' it is possible to assume that combined Services are 
needed, which gradually make the business environment approach either the minimum 
cultural threshold or the development o f  the first trade experiences with the international 
market, so that they are introduced to an evolutionary path 'tailored' on their own peculiar 
needs

To sum up, we would like to underline two points concerning the real nature of the firm 
evolutionary path, caused by the development of international relations, and the policy im
plications for the entrepreneurial education.

1) The positive relationship between learning and intemationalization is limited by the 
ways which the enterprise uses to contact the international markets Working in a context 
of international productive and trade exchanges does not ensure in itself the occurrence of 
processes of knowledge transfer and firm evolution The lack of a direct relation. not inter
mediate by other subjects, does not allow the learning and exchange process to take place 
The result of the case we have examined has been that the indirect exporting procedure 
limits the enterprises managerial and cultural evolution process

2) Entrepreneurial education Services can efficaciously allow the firms to fill in the gap 
which separates them from the minimum cultural threshold. so that they can profitably 
work on foreign markets. Such Services however, should be oflfered in a selective way, 
checking what the priority problems are, that the firms show in carrying out their own 
growth paths, in order to Start the most proper formative levers.

As to the resolutions, the result of these remarks is that the specialistic training for the 
firms of sectors with a high exporting Orientation should aim, jointly, at increasing the cul
ture and technological-managerial knowledge, but it should selectively and mainly play
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upon raising the entrepreneurial cultural training, meant as the entrepreneur capacity to in
ternet with the surrounding environment, or, altemately, upon the supply o f supporting 
Services for the firms internationalization processes (increase of the international competi- 
tiveness), in order to determine the 'leaming virtuous circle' and, indirectly, the entrepre
neurial cultural growth and firm evolution.

Notes
1 The authors carried out jointly the whole research but, in writing phase, Minguzzi wrote 

Introduction, 'Purpose and method of the study1 and 'Characteristics of the sample firms’, 
while Passaro wrote 'The theoretical debate', Tactors affecting the research' and 
Conclusions. They wrote together 'Analysis results'.

2 This approach, as it is known, being carried out through the introduction of independent 
dealers among the foreign firms and final Consumers, does not allow the firm to monitor 
fully and in real time the evolution of the final consumption market with the consequent 
difficulty o f defending itself from the competition growing competitive pressures.

3 See Bartlett, Ghoshal pp 77-78 and p 269.
4 The National Research Council (Consiglio Nazionale delle Ricerche, C.N R.) has started 

a research Programme on a national scale called Finalized Project 'Services and 
structures for the internationalization of Italian enterprises and development o f exports' 
(P.F.I./C.N.R.) This Programme lasts four years and, on the basis of a unitary co- 
ordination, involves researchers o f C.N.R., universities and private industry, in order to 
analyse the determinants of the Italian firms international competitiveness and the 
demand and supply o f real Services for firms internationalization.

5 As it is known, the exportation is defined indirect when it is not the manufacturing firm 
to look after the marketing and distribution of its product on foreign markets but the 
product is acquired by international dealers (import-export buyers, trading Companies, 
distribution chains), who look after its transfer and placing on foreign markets The large 
scientific debate on this subject has emphasized that this exporting typology, though it is 
a form of internationalization of the manufacturing firm, relegates the firm in a passive 
Position because of the lack of a direct contact with the final consumer. This, besides 
being a potentially unstable presence position on foreign markets, prevents the 
enterprises and entrepreneurs to learn from this experience in order to increase and 
evolve the entrepreneurial knowledge and culture.

6 The indicator of cultural stock used in figures 23.4 and 23.5 has been obtained by 
summing the scores assigned to the determinants of the general, specialistic and social 
education of the subjects interviewed about the entrepreneurial activity. In particular, 
data relating to:

- school-attendance level achieved,
- foreign languages known;
- father's occupation; 

have been worked out
To each of the answers, an increasing score has been assigned according to how these 
experiences/knowledge have positively contributed to determine, in the subjects, an 
inclination and capacity to carry out an entrepreneurial activity.
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Score assigned to the school education level achieved
ATTENDED SCHOOL SCORE
elementary school 1
low secondary school 3
high secondary school 6
university degree 10
post-university specialization (i.e. M B A ) 15

Score assigned to foreign languages knowledge
NUMBER OF LANGUAGES KNOWN SCORE
Italian 1
one foreign language 4
two foreign languages 8
three foreign languages 13

Score assigned to the occupation of the father's interviewee
FATHER'S OCCUPATION SCORE
entrepreneur 4
trader 4
Professional 3
artisan 3
farmer 2
employee/teacher 1
workman 1

Summing the values obtained by the interviewed subject, according to the answers given, 
we have got, for each entrepreneur, a score representing his cultural stock, stock 
resulting from the formative, family and/or social experiences made during his life 
Because of the high ränge existing between the minimum and maximum age of the 
interviewed entrepreneurs (27-61), we have noticed that data contained an inverse 
correlation between age and school-attendance level significantly due to the growth in 
the population average school attendance level, occurred in the last forty years. In Order 
to eliminate this phenomenon, the school attendance and linguistic knowledge values of 
the interviewees have been considered with reference to the age of the interviewees 
themselves, thus obtaining the weighted cultural stock index which shows a variable 
high homogeneity within the sample (figure 23.3).

7 The opening to changes index used in figures 23.4 and 23.5 has been obtained by 
summing the scores assigned to the interviewees after a series of questions about their 
inclination to modify and increase their knowledge Store and Professional behaviour. 
Since we did not think, in fact, that a stock value like the one obtained quantifying the 
cultural stock, was enough to achieve the purposes of the research, that is to measure, in 
the sample, the cultural learning generated by the firm internationalization, we have 
measured the availability to learn (opening to changes) in Order to point out the dynamic 
characteristics of such a cultural stock (Calvelli, 1990) This objective has been achieved 
working out the answers given by the entrepreneurs with reference to a series of 
questions scattered in the questionnaire but aiming at identifying a series o f positive 
(opening to changes) or negative (closing to changes) attitudes relating to: a) vocational 
training, b) updating on the conditions of one's own activity sector, c) firm expansion
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processes; d) public Intervention initiatives.
ln particular, we have summed the marks (from 1 to 10) assigned by the entrepreneurs to 
the above mentioned questions, placing before a positive or negative sign, according to 
groups of questions preordained on the basis of the above mentioned principles.

8 The variable representing either the entrepreneurs cultural stock and their opening to 
changes has been called entrepreneurial culture compound index and consists o f the 
algebraic ratio between the opening to changes index and the cultural stock weighted 
index of entrepreneurial culture. This variable allow us to quantify the entrepreneur 
capacity to be a means for transmitting the learning and increase of entrepreneurial 
culture.

9 The firms export Orientation has been measured through the export Orientation index 
that, for each firm, is the result of the product of the number of years for which the firm 
has been exporting, by the abroad sales percentage with reference to the firm total sales 
revenue. It also represents the relative importance of exports for the firm development.

10 It is usefül to remember that the study hypotheses and the variables representation 
System expects that, given the orientation of figures 23.2 and 23.4 quadrants, if an 
enterprise characterized for example, by export consolidation (top right-hand side 
quadrant in figure 23.2 and by a cultured/open entrepreneur (top right-hand side 
quadrant in figure 23.4 determines an advanced entrepreneur in figure 23.6 (top right- 
hand side quadrant), it means that the enterprises which hold their position between the 
origin and destination quadrants, represent an event of evolutionary static nature 
(positive or negative) as to the tested variables.
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Statistical appendix

Implicitiont iffeeting the »tipply «f «dneation itrvieai 
for the «airtpraneurthip development

Figure 23.1 Demand Services for firms internationalization: factors affecting the 
entrepreneurial education
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Tabie 23.1
Sample firms: school-attendance distribution level of entrepreneurs

%
Elementary school 20,75

Low secondary school 11,32
High secondary school 45,28

University degree 
Post-university

16,98
5,66specialization

100
Source: our computation

Tabie 23.2
Sample firms: foreign languages knowledge of entrepreneur

%

Italian 39,62

1 Foreign language 13,2
2 Foreign languages 26,41

3 Foreign languages 20,75

100
Source: our computation
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Table 23.3
Sample firms: entrepreneur father's occupation

'o

Entrepreneur 50,94
Trader 11,32
Farmer 11,32
Workman 9,43

Professional 1,89
Artisan 9,43

Employee/teacher 5,66
100

Source: our computation

Table 23.4
Sample firms: age ranges of entrepreneurs

%

0 - 30 11,32

31 - 40 28,3
41 - 50 24,53

51 e oltre 35,85

100

Source: our computation
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Table 23.5
Sample firms: distribution of the weighted cultural stock index

'o

0 - 1 3,77

1,1 - 2 15,09
2,1 - 3 11,32

4 and more 69,81

100
Source: our computation

Table 23.6
Sample firms: distribution of the opening to changes index

Index ranges %
(-30) and more 3,77
(-29) - (-20) 7,55
(-19) - (-10) 20,75

(-9) - 0 24,53
1 - 10 20,75
1 1 - 2 0 7,55
21 - 30 3,77

31 and more 11,32

100
Source: our computation
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Table 23.7
Sample firms: distribution of the entrepreneurial culture index

Index ranges %
(-30) and more 1,89
(-29) - (-20) 5,66
(-19) - (-10) 11,32

(-9) - 0 30,19
1 - 10 20,75
1 1 - 2 0 9,43
21 - 30 9,43
31 - 40 7,55

41 and more 3,77

100
Source: our computation

Table 23.8
Sample firms. Static and dynamic path.

F irm a  e v o iu o o n a ry  p a th 73.47%
P o sitiv *  p a th  ( * ) 1 3 ,21%

N e g a tiv e  p a th  (-) 3 3 .96%

S ta h le  p a th  ( m) 2 8 ,3 0 %

F irm s  s a c ic  p a th 24.33%

Sample firms • Path map

D e s t in a t io n E x p e r t  m a p  o r i f i a C o l t a r e  m a p  o r ig in % % P a th

( F l* .« ) (F » f. 2) ( F i*  4 ) N . S ub T O T
g ro u p

A d v a n c e d E x p o r t C o n so lid a ted U n c u l tu re d /o p e n 3 30.0 5.66 P o s itiv e  (♦)
A d v a n c e d E x p o r t O rie n te d C u l tu re d /o p e a 2 20.0 3.77 P o s itiv e  (+ )
A d v a n c e d E x p o r t C o n so lid a ted C u l tu re d /d o s e d 1 10.0 1.89 Positive  (♦)
A d v a n c e d D o m e sn c  Consolidated C u l tu re d /o p e a l 10.0 1.89 P o s itiv e  (* )
A d v a n c e d E x p o r t  C o n so lid a te d C u tiu re d /o p e n 3 3 0 ,0 5 .6 6 S ta u e

T o ta l  m b g r o n p I t 100,0 18,17

A w a r e D o m e stic  O n e n te d C u l tu re d /o p e a 6 35.3 11,32 N eg ativ e  ( - )
A w a r e D o tn e sö c  O n c a te d U n c u l tu ie d /o p e a 3 17.6 3.66 Stah le  ( - )
A w a r e D o m e sd c  O n e n te d C u l tu re d /d o s e d 2 ll.S 3.77 S u h le  ( - )
A w a re D o m e stic  C onso lidated C u h u r e d /d o s e d 1 5.9 1.89 S u h le  ( - )
A w a r e E x p o r t O rie n te d U n c u l tu re d /o p e n 1 5.9 1.89 S u h le  ( - )
A w a r e D o m e stic  C onso lidated C u l tu re d /o p e a l 5.9 1.89 N eg a u v e  (•)
A w a r e E x p o rt O rie n te d C u l tu re d /o p e a 1 3.9 1.89 N eg ativ e  ( - )
A w a re D o m e s tic  C o nso lida ted U n c u l tu re d /o p e n 2 11 .8 3 .7 7 S ta tic

T o ta l  m b  g i  s a p 17 J 00j0 32,08

S b o r t-o ig M e d E x p o r t C o n so lid a ted C u h u r e d /d o s e d 6 66.7 11.32 N eg a u v e  ( - )
S b o r t - s i f h te d E x p o r t O rie n te d U n c u h u re d /d o o e d 1 11.1 1.89 S u b k  ( - )
S b o r t - s ig b t e d E x p o r t  O r ie n te d C u l tu r e d /c lo s e d 2 2 2 .2 3 .7 7 S ta u e

T o ta l  m b  g r o n p 9 100 fi 16*90

P a s s iv a E x p o r t O rie n te d C u l tu re d /d o s e d 4 23.5 7.55 N eg a u v e  ( - )
P a ss iv e E x p o r t O rie n te d U n c u l tu re d /d o a e d 4 23.3 7.55 S u b k  ( - )
P * i s h e D o m e stic  O n e n te d C u l tu re d /d o s e d 3 17.6 3.66 S u b k ( - )
P a ss iv e D o m n t i c  O r ie n te d U n c u l tu r rd /c lo se 6 3 3 .S I I .  3 2 S ta tic

T o ta l  m b  g r o n p 17 7« JS 24.53

T O T A L 3 3 9 2 .4 3
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24 Entrepreneurs and 
managers in the tourist 
sector: The case of the 
Sorrentine-Amalfitane coast
Clara Stefania Petrillo

Introduction

The Italian hotel e itrepreneurship owes the positive results achieved so far mainly to the 
Position private income of the country, which is in the middle of the Mediterranean Sea, to 
its remarkable artistic, monumental, cultural and environmental wealth, as well as to the 
levels of inflation, which, in the 60' and 70's, were continuously high if compared to the 
ones recorded in the countries giving rise to the demand flows

Presently, however, the strong home and international competition, the gradual increase 
in importance of the demand versus the preceding dominion of the supply, the difficulties 
in keeping the traditional market shares or in acquiring new ones, mark a delay which is 
due above all to an enterprise culture deep-rooted in traditional holiday pattems, which do 
not take into account the new and original motives of the demand, trying to meet it only in 
its final expressions As a consequence of such an approach, the Italian tourist 
entrepreneurship has emphasized mainly the receptive aspect, thus neglecting the factors 
connected to the inter mediation, loisirs and complementary Services On one hand, this 
has endangered either the competitiveness of the receptive supply or the technica! validity 
and tourist functionality o f the receptive wealth, which has deteriorated and now requires 
to be urgently restructured and up-dated On the other hand, the management, during a 
decreasing stage of the demand 'spontaneous flows', has been forced to foster radical 
rationalization processes and to adopt modern business management techniques.

Moreover, the technological progress is not able to give a positive contribution to the 
sector productivity because of the nature of the Services offered by the receptive

258



enterprises, the ways in which the Services are offered and the predominance of man over 
machine. The economic efficiency and effectiveness of the System can be increased 
through the improvement of the Organization criteria, work methods and management 
techniques These instruments, however, can be applied to a limited degree because of the 
poor professionalism of the sector operators and the extreme fragmentation o f the 
business structures, thus stressing the productivity gaps between the tourist industry and 
the economy remaining divisions.

The structures providing hospitality Services form a productive section of remarkable 
importance which represents a typical example of fragmented industry, as much as it is 
formed by a myriad of small firms. The big international hotel chains, although present in 
the sector, cannot affect the management practices o f the enterprises belonging to the 
sector itself. Both the small and medium firms and the large trusts, though facing an 
international demand, act, in fact, on a market which has the characteristics o f a 
multidomestic sector, since the competition in each country is determined by local factors 
and is, therefore independent of the competition occurring in other nations. Consequently, 
they must modify and adapt their own action strategies and policies with reference to the 
peculiar internal situations, thus developing their own international strategy on the basis of 
a series o f local strategies.

The product offered by the single receptive enterprises1 is affected, first of all, by the 
size o f the firms structure: the large integrated receptive plants can live completely isolated 
from the surrounding environment whereas the medium-smal! ones need a very developed 
environment, not only from the tourist but also from the social-economic point of view, so 
that they can make use of all those differenziated and qualified complementary Services 
which a medium-small unit cannot provide.

As it is known, the natural endowment of a country - that is its natural, historical and 
economic characteristics - influences remarkably the prevailing type of tourism and 
receptivity, since it decisively affects the tourists' motives underlying their choices.

In fact, the so called 'typological choices', regarding the type of activity that tourists 
want or must undertake during their transfer (holiday or business, travelling or residential, 
for a congress or cultural updating) intervene in a continuous evolution, tuned in to the 
more and more sophisticated needs of the Consumers, upstream their locality choices

In particular, the geographical and cultural features of Italy - more than 7000 km of 
coast, numberless historical/archaeological, environmental and recreational resources - 
have always enforced, and continue to do it, a mainly prevailing 'holiday character' to the 
tourists flows both from home and from abroad; thus justifying, within a study having as 
its object Italian tourism, a greater interest in the analysis of the 'holiday' Strategie area 
rather than in other specialization typologies of the tourist supply.

On the other hand, every Strategie business area of the tourist sector shows specific 
features and competitive forces. This leads to the impossibility to define behaviour models 
and management principles having a general value.

The receptive structures of sea-resorts, for example, as well as the resorts which benefit 
from thermal resources which can be both defined as residential hotels, must meet the 
needs o f a relatively long stay and get organized to face a demand characterized by a 
strong seasonal concentration. If, in fact, during the high season the market is ruled by the 
supply - tourists fill up any hotel without being sensible to the characteristics of each one 
of them - during the low season, the demand, being largely greater than the supply, can 
turn to those hotels which better meet its expectations2. The crucial point, then, finds 
expression in the plants average utilization increase, with reference, above all, to the low 
season and taking into account the high season only for the constraints enforced by the 
congestion and overcrowding phenomena and for the problems caused by supplies and
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Staff availability. It is necessary, therefore, to choose the receptive dimension which 
ensures the best plants average utilization, even giving up the possibility to meet the high 
season demand peaks, in Order to avoid serious image problems or substantial change in 
the Customers' trend.

The main risk is, in fact, to change completely the environmental characteristics of the 
area, enforcing on the territory a tourist flow greater than its capacity In this way, the 
environment resources in the area where the activities take place would be 'exploited' by 
the tourist operators and the gradual destruction of the environment would inevitably 
imply a reduction in the area attractiveness, consumptions satisfaction and, therefore, in 
the development possibilities of the sector itself. For the tourist industry, in fact, the 
environment is not only the context in which the Service is offered, but also an integral 
part o f the Service itself, a critical factor in its supplying: the environmental characteristics 
o f an area have a determining influence on the motives of the tourists' choises, since, by 
giving expression to specific needs and requirements, they launch precise signals that the 
operators must understand and get done exploiting the natural environment not as a 
Position private income but as a Strategie factor.

For this purpose, it is absolutely necessary for the hotels management to become aware 
of the importance of exploiting and utilizing, for the enterprise's aims, the business 
opportunities offered by the environment and the territory where they must be integrated

Within the scope of what has been described, we thought it interesting to carry on a 
survey in one of the Italian areas with the highest tourist inclination such as the Sorrentine- 
Amalfitane area, which, both for its physical-morphological and economic characteristics, 
reproposes, in one way and on a smaller scale, the same tourist/receptive structure and the 
same problems of the Italian seaside tourism.

The hotel undertakings of this area, in fact, - which fall within a very widespread 
enterprise pattem having handicraft features and being essentially autochthonous - come 
out frorn a number o f factors among which the locality one is prevailing, their occurrence 
being allowed by a concomitant presence of factors such as environmental, human and 
financial resources In this case, the occasion 'tourism' becomes the focal point of the 
expectations, of the expression of new Creative abilities and of personal success.

The main objectives of this study have been the analysis o f the Organization and 
management aspects o f the receptive enterprises in the Sorrentine-Amalfitane area, the 
realized and potential Strategie actions more suitable for achieving, not only the most 
profitable results, but above all results which can create a greater financial and seasonal 
balance between the demand flow and the supply capacity.

The hotel entrepreneurship on the Sorrentine-Amalfitane coast

Survey melhods

The quali-quantitative analysis of the tourist/hotel supply on the Sorrentine/Amalfitane 
coast has been based on a sample survey supported by questionnaires whose structures 
was broken down into five basic parts, each one aiming at observing the various aspects of 
the hotel business management and Organization.

The first part concems general and dimensional Information and aims at measuring the 
capacity o f the unit considered, whereas the second part regards more specific aspects of 
the Organization and management. Within this scope, we have tried to emphasize the 
quali-quantitative composition of the Staff and the quality of the business relationships
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inside the firm, without neglecting the characteristics of the commercia! and financial 
fünctions.

The third part 'Competitiveness determinants' together with the fourth ’Strategies' try to 
survey the position o f the enterprise within the market and the policies and strategies 
carried out to find the customers and to reduce the gap between the low and high season 
attendances. The mentioned aspects have been analized either as to the contingent 
Situation or as to the füture perspective.

Finally, we thought it appropriate, in a fifth part, to collect information aiming at 
outlining the entrepreneurial profile of the managers of the single receptive units. The aim 
of this last survey was to identify their strength and weakness points as well as their ability 
to seize the opportunities offered by the territorial, morphological and climatic 
characteristics of the whole surrounding environment.

The sample - at first formed by 220 hotels selected at random and on the basis o f their 
dass out o f 301 hotels and later reduced because of not reliable questionnaires (with a 
final representativeness o f 64.8 %) - has been further subdivided according to the 
provinces, since this is the basis for a distinction between the Amalfitane coast, belonging 
to the Salerno province and the Sorrentine coast, belonging to the Napoli province.

The territory morphology, especially in its complex orohydrographical and coast 
Systems are factors which strongly affe« the location, the lay out and the aggregative 
character o f the human Settlements.

The Sorrentine versant, including the coast of the Naples gulf and its immediate hilly 
and piedmont hinterland, consists of a System of terraces and upland plains which have a 
more or less steep slope; the only examples of real city structures being Sorrento and Vico 
Equense, the remaining settlements being formed by hamlets spontaneous Systems on the 
hilly territory or in some inlets of the coast The Amalfitane versant, instead, including the 
coast o f the Salerno gulf and its immediate hinterland, shows a discontinuous and irregulär 
aspect with rocky groups which submerge into the underlying water, and hilly ridges 
which degrade joltingly towards small Coastal resorts The versant, rocky and inaccessible 
almost everywhere, is interrupted only by short beaches located at the streams' outlet. The 
Settlement structures o f this versant appear much more linked to the natural roughness: the 
settlement original nuclei are at the outlet of narrow and crooked deep valleys and widen 
like a fan near the sea, without a preordained plan.

Such physical-morphological configurations have decisively influenced the economic 
and especially the tourist-receptive development of the area itself: whereas, in fact, sity-six 
per cent o f the whole receptive supply is concentrated on the Sorrentine versant, with an 
average size for each hotel of fourty-nine rooms, on the Amalfitane coast the average size 
is twenty-seven rooms.

Moreover, the greater space availability enables the Sorrentine hotels to provide all 
those Services such as sport, recreational, congress and parking areas facilities, which are, 
on the contrary, very difficult, if not impossible to develop on the Amalfitane versant. The 
same basic differences are unavoidably reflected also in the flows source affecting the stay 
length: on both coasts, foreigners come mainly from Great Britain, the United States and 
France, even if the international tourist phenomenon takes on a decisively greater 
importance on the Sorrentine coast. The average tourist stay on the Sorrentine coast is 
longer than the one on the Amalfitane coast, since seventy-four per cent stops for a period 
ranging from one to two weeks, whereas on the Amalfitane coast sixty-nine per cent stops 
for a period shorter or, at the most, equal to one week3
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A first Interpretation of the results: the predominant enterprise cultures

From a first quali-quantitative analysis of the questionnaires4, it has come out that the 
typical hotel of the Sorrentine-Amalfitane coast is generally of a three Stars dass5, without 
a complex legal procedure (figure 24.1) and with both the managerial and most part o f the 
executive functions carried out by the proprietor and the members of his family6, in sixty- 
one per cent o f cases the hotel having been inherited from the parents or other relatives.

100% f

80% -j
2
|  60% -f

2 40% i
!

20% -i

0%
Sorrentine c. Amalfltane c. Total

JOINT STOCK COMPANY, LIMITED ■  UNUUITED PAPTNERTSHIP, SIMPLE 
LIABILITY COMPANY, STOCK LIMITED PARTNERSHIP
LIMITED PAPTNERSHIP

Figure 24.1 Distribution as the legal procedure

|— | ONE-MAN-COMPANY, 
PARTNERSHIP, FAMILY 
PARTNERSHIP

It is a one place location structure, open all year long, with the help of the members of 
the family Iiving there, which employees additional Staff only for the summer period. In 
figures 24.2 and 24.3, concerning the economic results declared by the interviewed 
enterprises, it is possible to observe how most of them declare a sales revenue ranging 
from 0 to 500 millions liras and a retum lesser than 100 millions, in this way confirming 
the small and medium sizes of the examined structures. Also the number of the enterprises 
which have a sales revenue higher than 500 millions and a retum higher than 200 millions 
(25,7%) is, however, remarkable7.

Figure 24.2 Sales revenue of the sample Companies (in million of Italian liras)
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Figure 24.3 Return of the sample Companies (in million of Italian liras)

Its Customers are 'devoted' ones, with a high coming back percentage8, mainly Corning 
from the Centre-North o f Italy and from abroad, present above all in August, while during 
the other months the structure is utilized only for the week-ends and by Customers coming 
from Campania itself or neighbouring areas

The management, therefore, is the typical one of the Southern family small enterprise, 
where the Southern entrepreneur-manager - forty-four years old on average, with a 
diploma (figure 24.4), and co-opted by the father/entrepreneur soon after the end o f the 
Scuola Media studies9 (first years of secondary school, figure 24.5) - concentrates on 
himself all the fiinctions, the only proxy accepted being the administrative one which is 
given to the public accountant, and Controls personally the activities, mainly executive, of 
the other members of the family He follows a decision power distribution pattem 
connected more to the idea of belonging to the family group than to an idea of 
professionalism This emphasizes the limits enforced upon the development possibilities by 
the enterprises, when, on the contrary, it would be necessary a more substantial 
contribution of highly qualified staff.

263



Figure 24.4 Age and cultural development

Figure 24.5 Professional and family training
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This is exactly the typical figure which confirms the model 'of the Southern entrepreneur 
of small and medium size local units, often manager and only key-actor of his own 
Company., intuitive, individualist and not so much inclined to develop around himself a 
shared System of values. The intuitive behaviour often makes also the enterprise decisions 
become devoid of a technical-scientific content, generating a back insecurity which leads 
to a slackening in the decisions and response times referring to external inducements. The 
adaptation to the environment is therefore pragmatically determined and is generally 
realized as a response resolving the problems met in the daily routine10'.

In fact, the most characteristic aspect identified in the analysis of the entrepreneurs is 
their extreme narrow-mindedness towards the environment: such an attitude has been 
evaluated through the analysis o f the values which lead the sample entrepreneurs in their 
activity and in the relationships with their public. A contradictory figure emerges, which is 
extremely kind and friendly with his own guests, but deeply suspicious not only o f the 
other rival entrepreneurs but also of all the other public with which he may come into 
contact.

The fifty-nine per Cent which denounces many difficulties in finding worthy 
collaborators and the lack of professionalism of the entrepreneurs of the sector, proves to 
be very narrow-minded towards those same competitors to whom he imputes a lack o f C o 

operation and an individualism of which he is however, the first representative11.
He is polemic towards the State of which 70,8% of the sample complaints, because it is 

absent or does not carry out efficacious actions, either for the existing Services and 
infrastructures management, or for the creation of new Services, or for a direct 
Intervention supporting and protecting the sector, such as, for example, a suitable 
promotion abroad of the image 'Italy' and/or financing and direct assistance to the 
operators.

He believes neither in courses of management specialization, which would be simply a 
distraction front the daily business activity, nor in training Services (figure 24.6), which - 
theoretical and useless because only the experience got on the field is the means to 
develop one's own professionalism - sometimes he does not even know the existence of, 
so that the only leaming form accepted is learning by doing.

Continuos up-datina 
1 7 , 9%

Daily working practice 
4 2 , 6%

Daily experience with 
3 9 , 5%

Figure 24.6 Main factors affecting Professional success

265



H e  is  s c e p t ic a l  a ls o  a b o u t  th e  b e n e f i ts  o f  in te rm e d ia ry  o p e ra to r s ,  w h o  m ig h t e n fo r c e  
th e i r  c o n d i t io n s ,  l im it in g  th e  e n te rp r is e  s p h e re  o f  a c t io n .  M o s t  h o te l -k e e p e r s ,  in  fa c t ,  
t h o u g h  s ta t in g  th a t  th e y  h a v e  e n te re d  in to  a n  a g re e m e n t  w i th  t ra v e l  a g e n c ie s  -  w h ic h  o f te n  

m e a n s  o n ly  t h a t  th e y  a r e  ir r e g u la r ly  s e n t  e x p la n a to ry  b r o c h u re  -  s h a v e  a  p a s s iv e  a t t i tu d e ,  
a w a i t in g  th e  t o u r i s t  f lo w s  a n d  b e in g  s a tis f ie d  w ith  th e  m e d io c re  r e s u l ts  a c h ie v e d ,  th a n k s  to  
a n  a d v e r t i s in g  c a r r ie d  o u t  b y  th e  C u s to m e rs  th e m s e lv e s  w h e n  th e y  c o m e  b a c k  t o  th e i r  
c o u n t r ie s ,  r a th e r  th a n  y ie ld in g  u p  p a r i  o f  th e ir  o w n  ’s o v e re ig n ty ' t o  th e  o u ts id e .

T h e s e  a r e  th e  s h o r t- s ig h te d - in e r t ia !  e n t r e p re n e u r s ,  w h o  re p re s e n t  th e  s o  c a l le d  'd o m in a n t
c u l t u r e ....... a  s t r o n g  c u l tu re ,  w h ic h , j u s t  f o r  i ts  h ig h  c o h e s io n  d e g re e  c a n n o t  b u t  r e p r e s e n t
a  b a r r ie r  a g a in s t  c h a n g e s  a n d  a n  o b s ta c le  f o r  d e v e lo p in g  a n  e n t r e p re n e u r s h ip  m o r e  r e a d y  
t o  s e iz e  t h e  in n o v a to r y  p u s h e s  C orn ing  f ro m  th e  e n v iro n m e n t12'.

O n  th e  o th e r  h a n d , h o w e v e r ,  a n o th e r  g r o u p  e m e rg in g  w ith in  th is  f f a m e w o rk  h a s  b e e n  
n o t ic e d ;  i t  is  tw e n ty  p e r  c e n t  o f  th e  s a m p le ,  th e  s o  c a l le d  'c o u n te r - c u l tu r e ',  w i th  a  d e g re e ,  
p re c e d in g  w o r k  e x p e r ie n c e s ,  o p e n  t o  e x te m a l  S e rv ic e s , w h ic h  c o u ld  b e  d e fm e d  
’c o m p e t i t iv e ' e s p e c ia l ly  f o r  w h a t  c o n c e m s  th e  m a rk e t in g  In  f a c t ,  b e s id e s  m a n a g in g  th e  
h o te l  w i th  m a n a g e r ia l  c r i te r ia ,  d e le g a t in g  a n d  e m p lo y in g  s p e c ia l iz e d  s ta f f ,  t r a v e l l in g  o f te n  
in  s e a r c h  o f  P r o fe s s io n a l  u p d a t in g  c h a n c e s ,  th is  ty p e  o f  e n t r e p re n e u r  t r i e s ,  m o r e  a n d  m o re ,  
t o  fill in  t h e  s e a s o n a l  g a p s  b y  c o n ta c t in g  a g e n c ie s , t o u r  o p e r a to r s  a n d  e v e n  a c t iv e ly  lo o k in g  
f o r  t h e  c o - o p e r a t io n  o f  o th e r  h o te l -k e e p e r s  o f  th e  a r e a 13.

In  g e n e r a l ,  h o w e v e r ,  th e y  a re  p e r s o n s  w h o  h a v e  b re a th e d  in  th e  fa m ily  c i r c le  a  
w id e s p r e a d  b u s in e s s  c u l tu r e  a n d  fo r  w h o m  fo u n d in g  a  C o m p a n y  -  o r  t a k in g  o v e r  a n d  
t r a n s f o r m in g  th e  fa m ily  o n e  -  is  a  v e ry  n a tu ra l  life  c h a n g e .  T h e y  a re  a  C o n s o lid a te d  fo r c e  
w i th  n e w  c h a r a c te r i s t i c s  w h ic h  m a k e  th e m  c o m p e ti t iv e  T h e y  le a m t  th e  j o b  f r o m  th e i r  
f a th e r s ,  e s p e c ia l ly  f o r  w h a t  c o n c e m s  th e  m a n a g e m e n t a n d  m a rk e t  a n d  th e n  s tu d ie d  a t  th e  
u n iv e r s i ty ,  t h u s  b e c o m in g  p la in tif f s  o f  a n  in n o v a to ry  d y n a m ic s

T h e  a n a ly s is  o f  th e  fo rm a t iv e  c h a r a c te r is t ic s  o f  th e s e  y o u n g  e n t r e p r e n e u r s ,  w h o  a re  

m o r e  o p e n  t o  c h a n g e s  a n d  o n  w h o m  w e  c a n  re ly  t o  h a v e  a  m o d e rn  a n d  d y n a m ic  
d e v e lo p m e n t  o f  th e  s e c to r ,  b r in g s  to  th e  c o n c lu s io n  th a t  f ir s t  o f  a ll, t r a in in g  S e rv ic e s  a im in g  
a t  in c r e a s in g  th e  e n te r p r i s e  c u l tu re  a re  n e e d e d  O n  o n e  h a n d , u n fo r tu n a te ly ,  th e r e  is  a  la c k  
o f  s u c h  S e rv ic e s  a n d  o n  th e  o th e r  h a n d , th e  e n t r e p re n e u r  is  d e e p ly  c o n v in c e d  th a t  a 
m e d iu m -s m a ll  s iz e  h o te l  m a n a g e m e n t d o e s  n o t  n e e d  a  k n o w le d g e  d if f e r e n t  f r o m  th a t  
w h ic h  is  n e c e s s a ry  t o  ru n  a  fam ily  b u s in e s s  so  th a t  h e  th in k s  h e  h im s e lf  h a s  a ll th e  
k n o w le d g e  n e c e s s a ry  f o r  a  s u c c e ss fu l m a n a g e m e n t o f  h is  a c t iv ity ,  th is  b r in g in g  t o  th e  
r e fu s a l  o f  f u r th e r  t r a in in g  a n d  s c h o o l T h e  g r e a te s t  e f fo r ts  s h o u ld  b e  th e r e f o r e  d i r e c te d  
to w a r d s  t h e  a c h ie v e m e n t  o f  a  b e t te r  b a la n c e  b e tw e e n  th e  th e o re t ic a l  s y s te m a t iz a t io n  a n d  
th e  t r a in in g  m o r e  s tr ic t ly  c o n n e c te d  to  th e  r e c e p t iv e  e n te rp r is e s  m a n a g e m e n t  p r o b le m s  
F o r  th e  t o u r i s t  o p e r a to r s  t r a in in g ,  it is  n e c e s s a ry ,  in  fa c t,  t o  g e t  t o  a  c o m p ro m is e  s o lu t io n ,  
w h ic h ,  t h o u g h  g iv in g  a  c e r ta in  p r e p o n d e ra n c e  to  th e  th e o re t ic a l  s tu d y ,  d o e s  n o t  n e g le c t  th e  

m a n a g e r ia l  a n d  o p e ra t io n a l  a s p e c ts ,  w h ic h ,  w i th o u t  a n y  d o u b t ,  h a v e  r e m a rk a b le  e f f e c t s  o n  
th e  d e v e lo p m e n t  o f  t h e  b u s in e s s  a c tiv ity .

V o c a t io n a l  s c h o o ls  f o r  th e  e x e c u tiv e  s t a f f  a re  n o t  la c k in g , b u t  o n  th e  m a n a g e r ia l  le v e l, 
th e  t o u r i s t  m a n a g e r s  t r a in in g  s h o u ld  b e  c a r r ie d  o u t  in  s ta te  o r  p r iv a te  u n iv e r s i t i e s 14, th e  
r a te  o f  g r a d u a t e s  a m o n g  th e  h ig h  leve l to u r i s t  m a n a g e r s  is  h o w e v e r  still lo w ,  b e c a u s e  th e  
u n iv e r s i ty  a n d  p a r a u n iv e r s i ty  tra in in g  in it ia tiv e s  c a r r ie d  o u t  in th e  p a s t  h a v e  n o t  a lw a y s  
c o m p le te ly  in v o lv e d  th e  e n te rp r is e s  o f  th e  s e c to r  o r  g r o u p s  o f  th e m . M o r e o v e r ,  a  p r o p e r  
s ta t e  u n iv e r s i ty  O rg a n iz a t io n  is  la c k in g , b u t  a ls o  th e  p r iv a te  in it ia tiv e s ,  w h ic h  a c t  in  a  v e ry  
c o m p e t i t iv e  S itu a t io n ,  s h o w  th e  s a m e  la c k  th e  to u r i s t  e n t r e p re n e u r  ta k e s  p a r t  t o  u n iv e r s i ty  
c o u r s e s  o r  t o  p r iv a te  in it ia tiv e s  o f  P ro fe s s io n a l  tr a in in g  o n ly  n o w  a n d  th e n  a n d  c o n s id e r  

th e m  o n ly  a s  a n  in te g r a t io n  o f  th e ir  d a ily  w o r k in g  e x p e r ie n c e 15.
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S o m e  r e m a r k s  c o m e  o u t  f r o m  th e  e x a m in a t io n  o f  th e  w in n in g  e n te rp r is e s ,  th a t  i s  th a t  
tw e n ty  p e r  C ent o f  t h e  s a m p le  o p e n  to  c h a n g e s ,  th e  s tr e n g th  p o in t f o r  re la u n c h in g  t h e  lo c a l 
to u r is t  a c t iv i t ie s  F i r s t  o f  a ll, s in c e  th e  s e c to r  is  b a s e d  o n  sm all o r  v e ry  s m a ll s iz e  
e n te rp r is e s ,  fa m ily  ru n ,  th e  in s tin c tiv e  se n s it iv ity , th e  a v a ilab ility  a n d  s p o n ta n e o u s  
c o l la b o ra t io n  o f  th e  fa m ily  n u c le u s  t o g e th e r  w i th  th e  f r ie n d lin e s s  o f  th e  h u m a n  r e la t io n s  
sh o u ld  b e  e m p h a s iz e d  in  o r d e r  t o  a c h ie v e  fa v o u ra b le  c o m p e ti t iv e  p o s i t io n s 16. T h e  c o n ta c t  
b e tw e e n  t h e  C u s to m e r s  a n d  th e  f ro n t- l in e  h o te l  s t a f f  is, in  fa c t,  o n e  o f  th e  fe w  d a t a  f o r  a  
q u a lita tiv e  ju d g e m e n t :  i t  p e r s o n if ie s  th e  f irm  a n d  is  th e  o n ly  ta n g ib le  th in g ,  s in c e  it  is  
m a in ly  o n  i t s  b a s is ,  t o g e t h e r  w ith  th e  s t r u c tu r e s  q u a l i ta t iv e  leve l - w h ic h  c le a r ly  a p p e a r s  
f ro m  th e  e q u ip m e n t ,  r o o m s ,  h a ll, s a lo n s ,  ty p e  a n d  s ta te  o f  th e  f i t t in g s  - th a t  th e  c o n s u m e r s  
e v a lu a te s  t h e  'q u a l i ty ' o f  th e  s t r u c tu r e  a n d  th e r e fo r e  o f  th e  S erv ice  o f fe re d .

These remarks are particularly worthy for the small size businesses, which not only 
should ensure the staff professionalism and efficiency but should enhance the family 
atmosphere, so that for the customers staying there, the hotel takes on the fiinction of the 
family. In this way these enterprises can succeed in creating a style which differentiales the 
whole concem in the eyes o f the customers: it is really a matter of 'industrializing' that 
'Italian way of life' which the foreign tourists so much admire and which is known also 
abroad thanks to the export of Italian hotel managers all over the world.

C o n s id e r in g  th e  s m a ll  s iz e  o f  th e  h o te l  e n te rp r is e s ,  th e  in d u s tr ia l iz a t io n  o f  th e  t o u r i s t  
S e rv ice s  c a n n o t  b e  c o m p le te ly  o b ta in e d  i f  th e  o p e ra t iv e  u n its  a c t  s h u t  u p  in  th e i r  
in d iv id u a lis m . T h e  a g g lo m e r a t io n  o f  sm all b u s in e s s e s  a n d  th e  b ir th  o f  in te r f irm  c e n t r e s ,  
w ith  t h e  p o s s ib le  p a r t i c ip a t io n  o f  th e  p u b lic  to u r i s t  O rg a n iz a t io n , w o u ld  le t  th e  e n te r p r i s e s  
t o  o u t s o u r c e  t h a t  g r o u p  o f  S e rv ic e s  w h ic h  it is  n o t  p o s s ib le  o r  c o n v e n ie n t  t o  re a l iz e  in  th e  
s in g le  b u s in e s s  s c o p e .  T h e y  c o u ld ,  in  p a r t ic u la r ,  p ro v id e  S e rv ice s  s p e c ia liz e d  in  s u p p ly in g  

th e  r e c e p t iv e  b u s in e s s e s ,  d is tr ib u t in g  th e  r e s e r v a t io n s  a n d  o f fe r in g  tr a in in g  a n d  a s s is ta n c e .
T h e  c r e a t io n  o f  ’p i lo t  r e c e p t iv e  p la n ts ' s e rv in g  f irm s  a g g re g a te s ,  w o u ld  fa ll w i th in  th e  

s p h e re  o f  a  S e rv ic e s  n e tw o r k  s u p p o r t in g  th e  e n te rp r is e s  o f  th e  s e c to r  a n d  a im in g  a t  s t a r t in g  
th e  e n t r e p r e n e u r s  v o c a t io n a l  tr a in in g  p r o c e s s e s  a n d  m a k in g  it e a s ie r  t o  in t r o d u c e  n e w  
o p e r a t iv e  t e c h n o lo g ie s  a n d  m o re  m o d e rn  m a n a g e r ia l  p h ilo s o p h ie s . S u c h  p la n ts  c o u ld  a c t  a s  
a  c o n s ta n t  a n d  c o n c r e t e  p e rm a n e n t  r e f e re n c e  p a t te m  fo r  th e  o p e ra to r s ,  s im p ly  p ro v id in g  
th e  w h o le  s u r r o u n d in g  re c e p t iv e  c o m m u n ity  w ith  s o m e  b a s ic  S e rv ic e s  A lo n g s id e  w i th  
th e m  c o u ld  c o m e  e i th e r  th e  a c t iv i ty  o f  th e  lo c a l a u th o r i t ie s ,  w ith  th e  s u p p ly in g  o f  s o m e  
b a s ic  g e n e r a l  S e rv ic e s , o r  o f  th e  lo c a l to u r i s t  o p e r a to r s  sy n d ic a te , w h ic h  c o u ld  c o - o r d in a te  
th e  m a n a g e m e n t  p o l ic ie s  a n d  S ta rt c o m m o n  in it ia tiv e s  c o n c e rn in g  th e  s u p p ly in g ,  
r e s e r v a t io n s  a n d  m a rk e t in g .

In  s h o r t ,  m a n y  s m a ll a n d  m e d iu m  s iz e  f irm s  lo c a te d  in th e  s a m e  a re a  a n d  p o o le d  
to g e th e r  t o  m a n a g e  th e  s p o r t ,  r e c re a t io n a l  a n d  c o m p le m e n ta ry  S e rv ic e s , c o u ld  p ro v id e  th e  
s a m e  S e rv ic e s  a t  th e  s a m e  p r ic e s  a s  a  la rg e  p la n t ,  th o u g h  p re s e rv in g  th e i r  o w n  ty p ic a l ly  
I ta l ia n  fa m ily  f e a tu r e s ,  a n d  th e  h u m a n , p e r s o n a l  re la t io n s h ip s  w h ic h  a re  p e c u l ia r  t o  th e m

In this way, the ecosystems balances, settlement networks, scenic values, mentality and 
enterprise cultural atmospheres which can fiinction as external elements that are neither 
renewable nor reproducible once destroyed, could be fully exploited Some distinctive 
features o f a place, though being there as simple physical or historical-cultural factors, 
suddenly become also economic values or conditions good enough to produce value. In 
fact, they develop synergys which must be positively exploited by encouraging and 
supporting the birth o f a qualified entrepreneurs generation, cadres and staff for local 
tourism, preserving, however, either the medium-small size or the family management, 
which is comfortable, hospitable and tied to the area tradition but which should be

C o n d i t i o n s  f o r  a  d e f e n s i b l e  a n d  l a s t i n g  d e v e l o p m e n t
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integrated, for the structures, reservations and m arketing in a netw ork inclu ding all 

enterprises.

Notes

1 The tourist-receptive product is a complex product, consisting of all those activities 
which the tourist does since he leaves his house until he comes back home. The main 
reason which induces a customer to tum to a hotel or a village, that is his need to stay 
ovemight, forms the so called basic Service, which, however, does not justifies the choice 
o f an equipment rather than another. For this decision, instead, the whole 'peripheral' 
Services play an important role because they make it easier to use the basic Service or 
increase its value. Finally, such fundamental Services, both basic and peripheral, are 
strictly connected among each other and form and qualify the so called 'global service', 
which is worked out and realized to meet the requirements of a specific segment of 
Customers. At the end, the product quality is expressed in a global way because the 
customer, in judging the Service provided, fuses the heterogeneous whole of the 
fundamental Services received into a single Service, without going into the details o f each 
Service used but expressing, instead, a global satisfaction.

2 In Order to acquire Customers, it is very important that the enterprise offers a Service 
which includes not only the several expectations of the customer, thus meeting the 
minimum characteristics expected by the customer, but which goes beyond what the 
customer is ready to receive at that moment In this way, the promise made when 
acquiring the package or receiving the advertising message is exceeded.

3 D'Anna R., Cappelli C., 1992,
4 For fürther details, please see the tables in the Appendix
’ Following the new Classification, confirmed by the 1984 Tourist Law, the present 

Statistical revelations classifies the receptive businesses into:
a) hotels (including motels, hotel villages and hotel-tourist residences) with:

-five Stars luxury and five Stars; four stars, three Stars, two stars, one star.
b) other receptive structures.

The previous Classification of receptive businesses followed other criteria and turned out 
to be:

a) hotel businesses:
- luxury hotels, I dass, II dass, III dass, IV dass.
- 1, II and III dass pensioni (guest-houses)
- lodging houses.

b) extrahotel businesses
6 The high percentage of family businesses influences negatively the data concerning the 

employed staff ( table 24.5) since, in most cases, the interviewees answered that they did 
not consider as employed, and consequently they did not want to declare the family 
members working in the business activity; eighteen per cent of the interviewees did not 
even want to answer to this question In many cases, however, data have been 
completed considering other questions, such as, for example, the number of the co- 
operating members o f the family, thus obtaining a higher degree of representativeness.

7 Such data, however, should be checked again through the business balance-sheet 
analysis. The high number of small and medium size firms, mainly organized as 
partnerships, made it difficult either the direct tracing of these balance-sheets or that 
through data bank or court.
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8 The repeaters phenomenon - which comes from the security need, the certainty of the
Services level, the pleasure to meet again friends and to find a family atmosphere without 
many acclimatization problems and problems o f starting new social relatios - affects the 
whole policy of Services and hotel staff as well as that directed to mantain the same 
Customers profile and to continue the relationship with them also outside the holiday 
period.

9 In fact, whereas 90.4 % of the sample declares that they have lived in Southern Italy,
61.4 % inherited the business from relatives, 23.3 % bought it from a third party and
15.4 % wass its founder.

10 The enterprise pattem outlined derives from the research activity developed by Calvelli 
within the Project 'Structure and Evolution of Italian Economy' by National Research 
Council (see in particular Calvelli A., 1990).

11 46.1 % o f the sample declares that they do not think there are perspectives favourable to 
co-operation forms among operators of the same sector, whereas 29.7 % attributes the 
failure o f any initiative undertaken to the lack of the co-operation spirit among the 
colleagues.

12 Calvelli A., 1990.
13 Syndicates or volunteer hotel chains such as, for example the 'Hotel-keeper Association 

of the Amalfi Coast' - useful for promotion and advertising actions, centralized 
reservations, supply assistance and outside management Organization - have a strong 
will to carry out co-operation forms which can contribute either to a reduction of the 
management costs or to a better distribution of tourists during the periods of the year 
and in the different receptive structures, or to the overcoming of the administrative, 
financial and operative deficiencies found during the local or central interventions 
supporting the sector enterprises activities. Such initiatives, for example, would allow 
the common realization of those structures, such as indoor common premises; sport, 
recreational and congress equipment, which otherwise could not be individually 
prepared because of the space limits enforced by a particular geographical configuration.

14 Presently, at university level for example, there are in Italy a post-degree specialization 
course (Bocconi, Milano), the Higher Studies Centre for Tourism in Assisi and various 
schools with special aims (Rimini, Bologna, Venezia, Trieste, Gorizia, Firenze, Napoli, 
Messina and others are about to be started).

15 Among the others, we remember the International School of Tourist Sciences in Rome, 
the School o f Commerce, Tourism and Services in Milan (with the Managerial Training 
Course on Tourist Disciplines), the Free Faculty of Tourist Sciences in Naples, the Free 
University of Tourist Sciences in Milan, The Academy of Commerce and Tourism in 
Trento, the Tourism School in Verona, the International Institute of Tourist Sciences in 
Florence.

16 Italian tourism, in fact, supported by natural attractions and one of the best cultural
heritage in the world, has always found in the open and friendly character of its people 
an appeal to international tourist flows. The successfu! formula is therefore the small 
size traditional firm which offers to the customer a family, friendly atmosphere and 
which is, however, managed through innovatory Systems, in co-operation, overcoming 
those individualistic attitudes of the dominant culture which, up to now, have kept it 
shut up from external novelties *
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Appendix

First results o f  the survey carried out over the periodMay-Oclober 1990

Table 24 1
Subdivision of the sample hotels examined as to the communes

N apoli % S a l e r n o %

Agerola 2 1,9 Amalfi 12 13,0
Massai ubrcnse 21 20.8 Conca dei Marini 2 2,2
Meta di Sorrento 1 0,0 Furore 1 1,1
Piano di SorTento 4 3.9 Maiori 13 14,1
Sant'Agnello 12 11.8 Minori 6 6,5
Sorrento 52 50,9 Positano 27 29,3
Vico Equensc 1 10,7 Praiano 14 15,2

Ravello 9 9,8
Scala 2 2,2
Vietri sul mare 6 6,5

Total 103 100 92 100

Table 24.2
Subdivision of the sample hotels as to the dass

Sorrentine c Amalfi tane
%

Total
%

coast coast

number of rooms 5.047 66.5 2.539 33,5 7.586 100
average o f  rooms/hotel 49,0 27.6 38,9
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Table 24 4
Distribution of the sample hotels as to the legal procedure

Sorrentine c. 
%

A m a lf i ta n e  c. 
%

Total
•/o

Joint-stock Company, 

lim ited  liability  Company, 

stock lim ited partnership

29,4 23,1 26,4

U nlim ited  partnership, 

sim ple  lim ited  partnership

39,4 25,3 32,6

One-man Company, 

partnership, 

fam ily  partnership

31,2 51,6 40,9

Total 100 100 100

Table 24.5
Staff o f the sample hotels

Sorrentine c. 

n. % average

Amalfitane c. 

n. % average

Total

n. % average

(Total) staff 1431 50,5 16 1400 49,4 16 2831 100 17
Permanent staff 822 48,7 866 51,3 1688 100
Seasonal staff 609 53,3 534 46,7 1143 100

Table 24 6
Opening period of the sample hotels

Sorrentine c. Amalfitane c. Total
•/• % %

4 months 1,0 0.0 0,1
5 months 3,0 0.0 2,1
6 months 4.0 4.4 4.3
7 months 21,2 30,0 25.4
8 months 27.3 11,2 19.8
9 months 4,1 3.4 3.7
10 months 4.1 1.0 2.8
11 months 2,0 0.1 1.1
all year long 33.3 48.9 40.7
Total 100 100 100
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Table 24.7
Reception capacity utilization rate of the sample hotels as to 

the season

-low season s

*/• utilization Sonentine  c Amalfilane c Total

% % %

0 2.2 1.1 1.7

0-19 17.4 31.0 24.0

20-49 47.« 46.0 46.9

50-99 32.6 19.6 26.2

100 0.0 2,3 U

T o t a l 1 0 0 1 0 0 1 0 0

- festivities

0 0.0 0.0 0.0

0-19 4.5 3.4 3.9

20-49 17.0 18.0 17.5

50-99 65.9 37.1 51.4

100 12.5 41.6 27.1

T o t a l 1 0 0 1 0 0 1 0 0

- high season
0 1.0 0.0 0.5

0-19 0.0 l.l 0.)

20-49 0.0 0.0 0.0

50-99 45.4 35.5 40.7

100 53.5 63.3 58.2

T o t a l 1 0 0 1 0 0 1 0 0

Table 24 8
Analysis of the sample hotels business performances

- Sales revenue (in millions of Italian liras)

Sorrentinc Amalfitane Total#/o

up to 100 41.7 43,7 42.7
101-500 37.5 32.2 35,0
501-1000 12.5 17.2 14,7

1001-5000 7.3 5.7 6.6
more than 5000 1.0 1.1 1,1
Total 100 100 100

Retum (in millions o f Italian liras)
negative 7.6 7.0 7.3
up to 100 66.3 65.9 66,1
101-200 18.5 16.5 17.5
201-500 4,3 5.9 5.1
more than 500 3.3 4.7 3.9
Total 100 100 100
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Table 24.9
Sample hotels Customers as to their Corning back percentage

°/* coming back Sorrentinc c. •/• Amalfitane c. % Total %

0-19 17,6 3.5 10,7
20-49 30.8 40.7 35,6
50-99 50.6 54.7 52.5
100 1.0 1.1 1.1
Total 7 00 700 700

Table 24.10
Sample hotels percentage as to the facilities offered

Additional or comforts facilities

Total ofthe sample of
Sorrenline c.

which
Amalfilanc c

Total

n. % % % %
Drawing room 79 40.5 55,7 44,3 100
Bar 77 39,5 46.8 53,2 100
Air-conditioning 58 29,8 44.8 55,2 100
Heating 156 80.0 53,9 46,1 100

Television 88 45,1 50.0 50.0 100
Wireless radio 32 16,4 52.4 65,6 100
Lift 107 54,9 56.1 43,9 100
Writing room 62 31,8 48,4 51,6 100
Nursery 32 16,4 31.2 68,8 100
Animais admittance 78 40,0 48.7 57.1 100
One's own health Service 18 9.2 72,2 27,8 100

General equipment
C atering

Exclusive restaurant 66 33,8 53,1 46.9 >00
Mixed restaurant 99 50,8 56.6 43,4 100
Total of reslaurants 165 84.6 55,1 44,9 100
Number of covers 21189 100 61,8 38.2 100
Room Service 142 72.8 45.8 54.2 100
Banquet Service 105 53,8 52.4 47.6 100

Transports
Guarded car park 79 40.5 59,5 40.5 100
Not guarded car park 67 34,4 44,8 55.2 100
Total car park 146 74.9 52.7 47.3 100
Number of car spaces 6156 100 71,5 28,5 100
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Cleaning

Cloth es internal 74 37.9 39,2 60,8 100
Clothes: externa 1 29 14,9 65.5 34,5 100
Clothes: mixed 36 18,5 63,9 36.1 100
Shoes: mechanical 6 3,0 83,3 16.7 100
Shoes: manual 55 28,2 56,4 43,7 100
Hairdresser’s 5 2,6 80,0 20,0 100
Barber's 5 2,6 60,0 40,0 100

Recreational and sports equipment

Bar 166 85,1 53,6 46,4 100
Snack-bar 69 35,4 59,4 40,6 100
Rustic restaurant 23 11,8 43,5 56,5 100
Dance-hall 18 9,2 66,7 33,3 100
Disco 16 8.2 62.5 37,5 100
Living room 122 62,6 50,8 49,2 100
T.V. room 165 84,6 52.7 47,3 100
Children games equipment 21 10,8 76.2 23,8 100
Solanum 94 48,2 43,6 56,4 100

' square metres 17105 100 49,3 50,7 100
Equipped gar den 55 28.2 52,8 47,3 100

' 'square metres 25630 100 75,9 24,1 100
Indoor swimming-pool 3 1,5 66,7 33,3 100
Outdoor swimming-pool 55 28,2 65,5 34,5 100
Tennis courts 10 5,1 60,0 40.0 100
Private beach 35 17.9 28,6 71,5 100
Number of bathing huts 277 33,6 66,4 100
Equipped port 7 3.6 42,8 57,2 100
Boats 10 5.1 25,0 75,0 100
Equipped Conference room 53 27,2 47,2 52,8 100
Number of seats 11910 63,8 36,3 100
Number of rooms 78 25,7 74.3 100

Table 24.11
Professional and family training of the sample entrepreneurs

F A TH E R 'S

occupation
PREVIOUS EXPERJENCES

None Self-employed 
work er

Employee Working with 
the father

Trader Artisan Entrepreneur Total

Employcc 22 2 6 0 2 0 0 32

Self-employed 
work er

13 2 4 0 2 0 1 22

Trader 17 0 3 0 4 0 0 24

Artisan 5 0 3 0 1 0 0 9

Entrepreneur 86 5 9 2 3 0 1 106

Total 143 9 26 2 12 0 2 193
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Table 24.12
Sample entrepreneurs. Age and cultural development

Degree High school 
(up to 18 years)

Secondary school 
(up to 13 years)

Total

Less than 30 3 30 5 38

31-40 4 33 7 44

41-50 8 35 15 58

More than 50 5 19 28 52

Total 20 117 55 192
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Germany's assistance in 
education and training of 
entrepreneurs and 
managers from the former
USSR

Alexej Schulus

Strategy of Germany's assistance.

lmportance o f assistance in this area

There are at least three reasons why such assistance is important:
Firstly, this type o f assistance requires some activity on behalf o f the assisted side. 1t is 

actually an assistance stimulating self-assistance. Secondly, this assistance in reality 
enhances the integration of Russia and other countries of the former USSR into world 
economy, which can be done only if there are enough specialists trained abroad Thirdly, to 
make sure that the changes have become irreversible, to achieve political stability, a critical 
mass o f people, occupying key political and economic positions, capable of new way of 
thinking and having westem experience, are necessary It is much more profitable for the 
West (and Germany) to invest hundreds of thousands of marks and dollars in the education 
of a new generation than to waste billions on another spiral of an arms race in case reforms 
in the former USSR fail.

Priority countries

It is obvious that Russia and two other major slavic countries - Ukrain and Belorussia,-
should be placed on top of the priority list Cooperation with Baltic States in the area of
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training managers and entrepreneurs also seems promising Though relatively small in 
seize, these countries can act as catalysts of new ideas in the relations with their slavic 
neighbours, as a link between East and West

Types o f assistance

There are four major groups of measures to be taken in this area. Firstly, this is training of 
managers, secondly, - training of entrepreneurs, thirdly, this should be a ’train-the-trainer 
program’, and number four - establishment of new institutes and centers in the former 
USSR.

Levels o f contacts

Cooperation between federal governments of the interested countries ensures an inter-state 
level for appropriate programs. Besides, Cooperation based on inter-regional relations 
(cooperation, for example, between Lands in Germany and republics or regions in Russia) 
should be also developed Most important, in my dpinion, should be direct links between 
Companies, univercities, funds, associations, etc.

Problems related to training managers

The process of training managers goes through the following 4 major Steps:

- selection of students out of a large number of candidates;
- basic training in Russia and other countries of the former USSR,
- educational programs in the Federal Republic of Germany,
- post-educational phase

Selection

Selection already now faces a number of problems. Firstly, major state-run enterprises, 
rather than small or medium-seize ones are the main source of students Secondly, 
regretfülly, selected candidates are oftenly far fforn being the best ones Even now only 
well-connected candidates are selected as students, and decisions as to who in particular 
should study abroad are made confidentially, behind closed doors. Thirdly, people still 
have to go through red tape to obtain all necessary documents to go abroad Bureauoratic 
obstacles are created by both - local officials as well as by German embassy employees.

Basic training

Basic training in Russia and other republics should focus on two priorities: 1. crash course 
of busuness German, 2 'philosophy' of market economy, it's spirit and underlying 
principles This second priority has direct bearing on the problem of changing mentality of 
a manager. Recent polling of managers of 1500 Russian enterprises by the Russian Union 
of industrialists and entrepreneurs indicates that even now majority of top-Ievel managers 
believe it 'unethical' to Charge their fellow-managers very high prices for their products, to 
demand immediate payment for sold goods from their colleagues who may be in a difficult 
financial Situation The majority of managers believe that it is still more 'unethical' to 
dismiss 'their' employees; most o f them would like to keep them on the pay-roll at any 
cost.
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After basic training in Russia most able students should be identified and sent to Germany 
by a joint German-Russian Commission. Various forms of training may be available in this 
case: week-long Seminars, two up to four week Seminars, short-term (four up to six 
weeks) and long-term (six ore more weeks) practical work. 'Leaming by doing' should be 
the main principal o f teaching. Practical forms of teaching should be given top priority, in 
combination, o f course, whith a possible interrim exchange of views and summaries.

Post-educational phase

After training in Germany students should take exams and be issued a certain certificate. It 
is very important that all interested sides - the German and the Russian sides, the Student 
himself - be informed about the results o f such examinations and conclusions made by 
examining boards. To find out of what practical use such training is, it seems plausible to 
poll full-course graduates three to six months after they complete their courses

Educational programs in Germany

Typical problems of entrepreneurs training

Initial phase

The main problem of training entrepreneurs is as follows: when a potential entrepreneur is 
starting his own business he is usually poor and can not afford taking a course in Western 
countries. Having set up his own business and accummulated some Capital, he is unlikely 
to leave his business unsupervized for a lengthy period of time. Active involvement of the 
Union of entrepreneurs of the industry might be a possible solution to this problem The 
Union could choose potential entrepreneurs and pay for their training in the form o f low- 
interest credits

Training prospects o f Russian entrepreneurs in Germany

Seminars by chambers o f commerce aimed at people willing to Start their own businesses 
or at beginners would be most attractive for young Russian entrepreneurs Familiarizing 
practical work in banks might be of great importance Finally, practical work in newly 
established Companies, for instance, in the former GDR, might be the most important part 
of training in Germany.

Return to Russia

Return to Russia tumed out to be a problem since many young people do their best to 
settle down in FRG Therefore to avoid such abuse of scholarships and charity of the 
Partners, before leaving students should sign a contract stipulating the duration of their 
stay abroad. If a Student fails to comply with such contract provisions, he shall retum his 
scholarship and travel allowance. *
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Seledion

S e le c t io n  o f  in d iv id u a ls  c a p a b le  o f  ’m u ltip ly in g ' w e s te m  e x p e r ie n c e  a c q u i r e s  s p e c ia l  
s ig n if ic a n c e . P o te n t ia l  'm u ltip ly e rs ' s h o u ld  b e  lo o k e d  fo r  f ir s t  o f  all a m o n g  y o u n g  
C a n d id a te s  o f  S c ie n c e , p o s t - g r a d u a te  s tu d e n ts .  I n te r -u n iv e rc i ty  r e la t io n s  in  th i s  c o n n e c t io n  
p ro v e  to  b e  m o s t  im p o r ta n t .  P u b l ic a t io n s  o f  y o u n g  s c ie n t is ts ,  th e i r  r e p o r t s  a t  in te rn a t io n a l  
C o n fe re n c e s  c a n  s e r v e  a s  c r i te r ia  f o r  s e le c t io n

Forms o f training

Six to twelve month long 'Research Fellowship' programs can be central in training 
Students can take such courses at various departments o f leading univercities and receive 
financial suppoet from various fünds

'Follow-up programs'

Trainers' should be from time to time invited to Seminars in FRG, they should also hold 
such Seminars for new 'multiplyers' in Russia and other republics. Talented 'trainers' then 
could be invited as ’visiting professors'. It would be also reasonable to continuously 
provide 'trainers' with new books and technical means for training

'Train-the-trainer' program
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26 Entrepreneurship in Russia: 
On from trading to 
technology
Roy G. C. Damary

'To achieve success you must buck the System.' Such might have been the motto for 
managers and entrepreneurs in the Soviet Union, during that seventy-four year 'experiment' 
which has created business conditions peculiar to Russia and the other inheritor States. 
Russia may have come back into existence as an independent nation on the 25 December 
1991, but the people are the product o f the US SR Old habits and old ways of thinking 
now have to be overcome.

To have some idea of the old Soviet Union, imagine a country in which to fulfil duties as 
a manager or to develop an independent business the prerequisite skill was to work around 
or in spite o f the System, or even exploit it. Salary differentials in this country were very 
small and goods in such short supply that the temptation to seek ffinge benefits was 
overwhelming. Only the most dedicated, many would say naive, accepted as reward simple 
Professional satisfaction in a job properly done.

A group o f civil servants was meant to manage the economy, meaning they had power 
over shortages, and the means of allocating and freeing resources They already had many 
Privileges (given to themselves by themselves), including better or top-quality apartments 
and country homes, a wide choice of food, consumer goods and travel The key for man
agers to manipulate the System, whetner to abuse it or to do a job well, was to further 
cultivate relationships with these people at all levels
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An elaborate game of pretence was played. Official data 'exaggerated'. Managers re- 
ceived raw materials without knowing the source, and delivered goods (to Moscow) with- 
out knowing the users. Everyon« knew the centrally planned economic System was failing 
but only the wisest realized the need to develop direct relations with other enterprises.

Open criticism eventually appeared, and the failure of the System recognized publicly, 
there was an aborted putsch, and, suddenly, it was all over, bar, of course, picking up the 
pieces.

As in any controlled economy there has always been a black market in the USSR and 
now in Russia. Prices and salaries matched each other in most basic necessities, but people 
do get bored with 'basic necessities'. The obvious opportunity: use contacts and kick-backs 
to siphon off goods ffom official channels and seil them clandestinely at huge mark-ups. 
This was once dangerous, but the first steps out of the old, controlled System have actually 
made black (or grey) marketing easier as private trading is legalized with few questions 
asked. Even the currency is now convertible, and dollars are available in the Street The 
dollar has become a parallel currency essential for many luxuries, although most products 
can be bought for 'wooden money' (as the Russians call the rouble), provided the buyer has 
enough of it. So another means of making money emerges: bring in goods from abroad, 
seil them in roubles at astronomical prices then recycle the roubles into dollars and into 
more goods.

To begin this cycle o f trading the requirements are primarily personal contacts with the 
old civil servants and the skill of knowing just how much is needed to pay them off for 
supplies, clearance or a cheap bank loan (with interest less than inflation). Once it has 
started, funds build up very quickly. The main besetting problems are dealing with the 
'Mafia', and protecting property and cars against vandalism bom of jealousy and the re- 
sentment by the great majority, who have neither the fortune nor the skills required to 
break out of the rouble economy and who are now unable even to provide the 'basic 
necessities’ of which the old System was so proud

No wonder that for most Russians, 'entrepreneur' and ’speculator' are synonymous. The 
trader/entrepreneur is doing well from the weakness of the economic System but is a long 
way from the Western ideal of an innovator recognizing and meeting a need, devoting his 
time and money to his business and eventually reaping the.fruits of success Yet it must be 
said that the trader of today, the cousin of the Second World War 'spiv' of the black 
markets, may be helpful, even essential, as a way out of a shortage economy One day, 
consumer choice will eventually appear and suppliers will need to market their goods and 
Services, instead of simply ’offering' them.

That day is still distant, partly because some of the conditions taken for granted in the 
West are not yet in place in Russian society They include the following:

- basic trust in Companies' and individuals' bona fides in business negotiations
- proper contract and property laws with a judicial System available for those cases 

when things go wrong
- reliable and effective banking Services
- reasonably stable currency so that money is worth holding and investing for longer- 

term reward
- a societal attitude that accepts the idea of business risk, taken within established rules 

without jealousy of the reward for success, or sanction or rejoicing over failure
- a civil Service, including customs officers, not prone to corruption.

Reasons for optimism that these conditions will eventually come are to be found in the 
numerous managers, engineers and a new type of civil servant who are interested in build
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ing businesses like 'proper' westem-style entrepreneurs. They are mostly 'simple Profes
sionals'. The fine level of mathematics, Science and technology in the former Soviet Union 
is no myth. It was directed, and focused, yet poorly exploited in commercial terms. Still 
the knowledge was and is there What is more, the authorities are now saying that the 
managers, scientists and engineers of the state enterprises should be developing new, com
mercial business within or outside their employers' establishment There is certainly power- 
ful motivation. The former modest but guaranteed Standard of living for managers, engi
neers and scientists has gone and will be replaced only by new activities like Consulting and 
the creation of new businesses.

There is great tolerance in Russia of employees devoting time to developing their own 
ideas and even to their creating legal entities to commercialize them. Western concepts 
like 'conflict of interesf have not really emerged in Russia. These too will eventually 
come.

The managers and technologists able to innovate in product and business terms are not 
necessarily the independently-minded people we think of as entrepreneurs in the West. 
Russians are accustomed to functioning within an enterprise. Where work under the old 
System was largely technical, there was a greater trust among colleagues. Teamwork was 
and remains the preferred mode of Operation. In any case, ideas need resources, and 
employers can provide these far better than the open market Russians are therefore feeling 
their way towards methods whereby their innovators in enterprises can develop in an 
entrepreneurial sense within their Company. This is not just reinventing 'intrapreneurship', 
but seeking original ways for both the employer and the employee to benefit front the 
creation of new business and possibly new legal entities to benefit from the innovation.

A n o th e r  d im e n s io n  o f  th is  d y n a m ic  S itu a tio n  is  th a t  th e  e n te rp r is e s  th e m s e lv e s  a re  b e in g  
p r iv a t iz e d ,  u s u a l ly  w i th  in it ia tiv e  ffo rn  w ith in  o n  th e  p a r t  o f  m a n a g e r s  M a n y  in n o v a to r s  
w ill f in d  a  f ü tu r e  w i th in  th e i r  C o m p a n ie s , w ith  th e m s e lv e s  o w n in g  a  s ig n if ic a n t p ie c e  o f  th a t  
C o m p a n y  a n d  m a n y  s h a r e s  b e in g  h e ld  b y  c o l le a g u e s  O th e r s  m a y  e n jo y  th e  e n h a n c e d  C ap ita l 
r e s o u r c e s  o f  o u t s id e  in v e s to r s  a n d  b e  c lo s e r  t o  a  t r a d i t io n a l  w e s te m  m a n a g e r  t h a n  to  a n  
e n t r e p r e n e u r .

But the main thrust of this paper is to emphasize that it is inappropriate to make a clear 
distinction in Russia between emerging entrepreneurs and new-style manag- 
ers/technologists. Both groups innovate; structures will develop to let the more independ
ent innovator take a Step away from his enterprise while somehow counting on it as a Part
ner and participant in the new business. This type of entrepreneur, aiming to build a busi
ness on innovation, probably technological innovation, is to be found and nurtured within 
the state-owned but to-be-privatized enterprises o f Russia He is not, like his Westem 
counterpart, to be found in a well-paid job that he is ready to quit to risk going it alone be- 
cause of personal taste and because he has sufficient funds behind him to do it Russian 
entrepreneurship is developing within the state enterprises

A m u s in g ly  e n o u g h ,  th e  m a n a g e r s  a n d  te c h n o lo g is t s  o f  th e s e  s ta te  e n te rp r is e s ,  a s  th e y  
a d ju s t  t o  a  w o r ld  o f  f in a n c ia l  a n a ly s is , c o m p e t i t io n  a n d  m a rk e t in g ,  C laim  th a t  o n e  o f  th e ir  
m a in  q u a l i f ic a t io n s  in  m a n a g e r ia l  sk ills  is  th e i r  a b ili ty  t o  s u rv iv e  a n d  e v e n  s u c c e e d  in  th e i r  
o w n  w a y  in  t h e  o ld  S y s tem !

These innovation-based entrepreneurs, perhaps one should say 'real' entrepreneurs, are 
highly educated They are well read in westem management and technological practice. 
They have studied western product brochures and even prices Their education includes 
notions o f accounting but of a very limited Soviet type with little emphasis on accruals or 
on the distinction between owners' equity and debt They will also know some economics, 
although the way it was taught to them was as a demonstration and explanation of the 
'failure' o f the capitalist System
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The main needs in the fresh education of the new entrepreneur include:

- an understanding of marketing. He has to imagine his country with a surplus of sup- 
ply, competing to offer the customer a choice. He may find that difficult, but he will 
be able to appreciate that he must think 'marketing' if he is to do business with the 
West.

- an appreciation of finance. First he will have to 'repair' his concepts of accounting and 
then go on to understand the importance of cash and the time value of money as well 
as the myriad of financial instruments he will eventually have in Russia and which he 
needs already for international trade.

- a knowledge of negotiation, not in the sense of rivals trying to beat each other, but of 
a customer, a partner or a supplier seeking to express a mutually rewarding 
relationship and to confirm the agreement in writing.

One of the dominant needs for entrepreneurs’ education in the West which may not ap- 
ply in Russia: leaming how to take a small firm through the stages of growth into a Corpo
ration. In principle, Russians already know a fair bit about large organizations!

S p e c if ic  S te p s  t a k e n  b y  th e  a u th o r  t o w a r d s  m e e t in g  th e  n e e d s  o f  t h e  e m e r g e n t  te c h n o l-  
o g y -b a s e d  e n t r e p r e n e u r  a re :

- a book in Russian published in Nizhny Novgorod by 'Yelin' and entitled 'Finance and 
the Entrepreneur'

- assistance in preparation of a book and cassettes published by the same firm and de- 
signed to teach English in a business setting

- adaptation of the new Webster University 'Entreprenariat' Programme to Russian 
needs in collaboration with a group of Russian enterprises formerly linked to the So- 
viet Ministry for Raw Materials Supply

-  a  p a r tn e r  s e a r c h  c o n s u l t a n c y  S e rv ice  f o r  R u s s ia n  C o m pan ies .

Problems abound, the largest being the need for some innovative financing as soon as 
convertible currency is needed But the desire to leam is present on the Russian side and is 
helping the most massive tum-round in economic thinking the world has ever seen.
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27 Main problems of
entrepreneurship in Poland 
in 1992

Bogdan Piasecki and Anna Rogut

Introduction

One of the first stages in the process of transformations of Poland's economy ffom a 
centrally planned to a market economy was the phase which is called 'explosion of 
entrepreneurship'1 There sprang up hundreds of thousands of new small firms, whose 
owners should be equipped with a comprehensive knowledge indispensable for a skilful 
management of firms in conditions of a market economy as soon as possible This poses a 
special challenge before the entire Polish System of education Drafting curricula and 
directions o f education of entrepreneurs and cadres employed in the entire organizational 
infrastructure of SME calls for in-depth studies, which should allow to identify the 
educational needs o f SME, as well as the most effective ways of satisfying them The 
present article sums up the findings of studies conducted hitherto and the didactic 
experience gained in this field by The Department of Entrepreneurship and Industrial 
Policy at The University of Lodz

Scale of the problem

The first major decisions aimed at reforming the centrally planned economy taken already 
at the beginning of the eighties and eliminating many legal barriers to market entries 
released quite rapid quantitative growth of small and medium-sized private firms
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I n  t h e  m id -e ig h tie s ,  d e s p i te  a  p r e v a i l in g  e c o n o m ic  S ta g n a tio n  th e  v a lu e  o f  p r o d u c t s  a n d  
S e rv ic e s  s u p p lie d  b y  th is  e c o n o m ic  s e c to r  t o  th e  m a rk e t  w a s  s te a d ily  in c re a s in g  b y  a b o u t  
e ig h t  t o  tw e lv e  p e r  c e n t  a n n u a lly  T h u s ,  it  w a s  a l r e a d y  in  th a t  p e r io d  th a t  th e r e  e m e rg e d  a n  

u r g e n t  n e e d  t o  e d u c a te  a n d  t r a in  m a n a g e m e n t  c a d r e s  f o r  th is  s e c to r  b o th  f o r  n e w ly  s e t  u p  
f i rm s  a n d  f o r  lo n g e r  o p e r a t in g  c ra f ts  a n d  t r a d e  f irm s , w h ic h  h a d  s u rv iv e d  th e  p e r io d  o f  th e  
c e n t r a l ly  p la n n e d  e c o n o m y  a n d  w h ic h , t o  a n  in c re a s in g ly  g r e a te r  e x te n t ,  h a d  to  a d a p t  th e i r  
s ty le  o f  m a n a g e m e n t  t o  th e  n o v e l c o n d i t io n s ,  a s  it w a s  a lre a d y  d u r in g  th a t  p e r io d  th a t  th e  
f i r s t  S y m p to m s  o f  th e  m a rk e t  e c o n o m y  b e g a n  to  a p p e a r .

At that time, that is in 1986, The Department of Entrepreneurship and Industrial Policy 
commenced regulär educational programmes for managers of small and medium firms, and 
for different units within the organizational infrastructure of the SME sector. The post- 
and undergraduate programmes were focused on problems of entrepreneurship and 
management of small and medium firms Most probably they were the first such 
programmes at Poland's universities

A major political upheaval occurred in Poland in mid-1989. As a result of the free 
elections, new democratic groupings linked with the Solidarity movement took over the 
political power. A period of rapid liberalization of the economic policy accompanied by a 
period of 'explosion of entrepreneurship' took place. Such period will probably appear in 
all the countries o f Central and Eastern Europe during the initial phase of transformations 
in the economies o f these countries from centrally planned to market economies In the 
case of Poland, its unquestioned source was the appearance of possibilities o f reaping 
extraordinary profits as a result o f deregulation on the entire economic System, 
administrative inefficiency, inexperienced political and economic elites, disequilibrium in 
many Segments o f the market. However, the causes of such 'explosion of entrepreneurship' 
should be also sought in the releasing of intellectual reserves of the society and in the 
disclosing of its financial reserves and savings

That period lasted about two years in Poland, that is tili mid - 1991 and in was clearly 
stifled by the exhausting of the society's financial reserves and by intensifying economic 
Problems of the country, a marked drop in the purchasing power of society, and Saturation 
of the market with goods imported from abroad for their most part It caused, however, 
that already in December 1991 there were operating about 1,500,000 economic units 
(without agriculture) including, first of all, small and medium private firms (in this number 
were self-employed persons) This is a level resembling the number of enterprises in the 
countries with a developed market economy preserving, of course, appropriate proportions 
due to the level of the country's economic development, its population, etc

This huge army of entrepreneurs - owners and managers of small and medium firms 
poses an unprecedented challenge before the entire System of education in Poland, whose 
present state and further development are additionally threatened by the present deep 
economic crisis, social problems and political instability.

In Order to elaborate an appropriate System of education and, to a large extent, to be 
able to exert an effective influence on the character and directions of assistance provided 
by various Western centres it would be necessary, first of all, to identify the needs of 
managers o f small and medium firms in Poland and compile their demographic-professional 
characteristics.

Demographie and Professional characteristics of an entrepreneur

In 1991 The Department of Entrepreneurship and Industrial Policy at The University of 
Lodz launched a series of studies, which aimed, among others, at supplying information
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The data gathered in the course of the studies2 indicate that today's entrepreneurs are for 
the most part persons with a higher education (over sixty-four per Cent), with forty-two 
per Cent of the respondents being graduates of technical universities. The second biggest 
group were entrepreneurs with the secondary school educational background (thirteen per 
cent). More detailed Information about educational characteristics of the respondents can 
be found in table 27 1.

about the educational background of the owners-managers of small and medium-sized
enterprises in Poland

Table 27.1
Educational background of Poland's entrepreneurs in 1992

Educational background Number of 
indications

%

Primary school 1 0,3
Basic vocational school 13 4,3
Secondary technical school 73 23,9
General secondary school 22 7,2
Higher technical school 128 42,0
Higher economic school 32 10,5
Higher legal education 19 6,2
Other higher education 17 5,6

Predominance of persons with higher education among entrepreneurs is also confirmed 
by the surveys o f our department:

- in the cities o f Lodz and Sieradz (1990), where entrepreneurs with a higher 
education constituted sixty per cent of the sample3,

- in the Administrative Province of Lublin (January 1992), where persons with 
higher education represented eigthy-four per cent of entrepreneurs encompassed by 
the survey4.

The limited scope of these surveys does allow to make any generalizations, all the more 
so as the studies performed by The Chair of Marketing at The University of Lodz show 
that persons with higher education made up seventy per cent of the owners of Service firms 
set up in 1988, however among the owners o f shops opened in 1987 the persons with 
higher education accounted for only thirty per cent, with the remaining owners being 
graduates of secondary schools5.

On the basis o f the available data, it is also difficult to draw any conclusions as regards 
correlations between the educational background of an entrepreneur, the choice o f an 
economic branch, and the concrete object of activity of a firm established by them.
The analysis of entrepreneurs' previous place of work before commencing work in the 
present firm reveals that the most numerous group of them were persons employed on 
managerial posts in the socialized sector (41.5 %), followed by persons who had been 
owners o f other private firms earlier (twenty-one per cent), and persons holding lower 
positions in the socialized economy units previously (19.6 %)2 The relevant data 
concerning previous employment of entrepreneurs can be found in table 27.2
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Table 27.2
Previous places of work of entrepreneurs in Poland in 1992

Place of work Number of 
indications

%

Owner (co-owner) o f another private firm 64 21 0
Agent 12 3.9
Manager in the socialized sector 127 41.5
Manager in the non-socialized sector 23 7 8
Rank and file employee in the socialized sector 60 19.6
Rank and file employee in non - socialized sector 11 3 6
Job abroad 8 2.6

A high share (one-fifth of the sample) of entrepreneurs having some experience in 
running their own business allows to assume that we are witnessing a steadily expanding 
process of leaming entrepreneurship in Poland. Operating one's own business involves 
seeking optimal Solutions without any certainty that a planned goal will be accomplished. 
That is connected with adopting a strategy partly based on the trial and error method, 
which may result in a failure of an entire undertaking. However, persons starting up their 
business again already possess quite a great deal of experience, which increases their 
chances for success.

A big number of entrepreneurs employed previously on managerial posts in the 
socialized sector points at quite common readiness o f this category of employees to enter 
the private sector, which may be both a result of their willingness and intemal readiness to 
set up a private business and of certain negative Stimuli inherent in the present environment 
o f a future entrepreneur (they may include an anticipated dismissal or a necessity of 
abandoning the position held at present). Still it would be necessary to conduct more 
comprehensive studies in Order to determine the motives guiding behaviours of this group 
of persons.

A predominant share of entrepreneurs employed in the socialized sector previously (over 
sixty-one per cent o f the population under survey) has its explanation in the formal-legal 
barriers connected with private business start-ups, which existed in Poland tili 1988

The results yielded by these studies are similar to those obtained in the cities o f Lodz 
and Sieradz, where almost eighty per cent o f the respondents had been employed in the 
socialized sector directly before launching their own businesses3, while among persons 
opening their private shops such origins were pointed at by as many as ninety per cent of 
the respondents4

The research findings presented here do not confirm the phenomenon observed in the 
Western countries, where a big initiative in starting up private businesses is displayed by 
former employees o f small firms (it could be pointed out here that tili 1989 the private 
sector in Poland had been composed almost solely of such firms) That may be due to 
many reasons and primarily to the fact that:

- a dynamic expansion of the private sector in recent years has not led as yet to 
hiring such a big share of labour by private firms as it happens in the Western 
countries,

- lay-oflfs taking place at the present time encompass mainly employees of large 
state-owned enterprises.
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As regards the age composition of Polish entrepreneurs the studies carried out by The 
Department of Entrepreneurship and Industrial Policy show that the owners o f private 
businesses are, as a rule, persons aged thirty to fourty (they represented, for instance, 33.3 
per Cent of the respondents in the Administrative Province of Lublin4).
Simultaneously, the Lublin survey allows to draw a conclusion that the second most 
numerous age group of entrepreneurs are those between fourty-one and fifty years of age 
(thirty per Cent o f the sample)

By comparison, the studies conducted by The Chair of Marketing among owners of 
private shops in Lodz in 1987 revealed that fourty per cent were persons aged thirty to 
fourty and thirty per cent those aged fourtyone to fifty5.

Both the studies o f our Department in The Administrative Province of Lublin and those 
of The Chair of Marketing show that the readiness to set up their own firms has increased, 
in particular, recently among young people under thirty years of age, who constituted 
almost fifteen per cent o f the owners of firms opened in the Lublin Province between 1989 
and 1991, twenty-six per cent of the owners o f private shops in Lodz, and twenty-three 
per cent of the owners o f new Service firms in Lodz established in 1988.

Motives behind setting up private firms

T h e  in s ig h t  in to  m o t iv e s  a n d  a s p i r a t io n s  o f  e n t r e p r e n e u r s  see m in g ly  o f  l i t t le  im p o r ta n c e  f o r  
e d u c a t io n a l  a n d  t r a in in g  p r o g r a m m e s  a l lo w s ,  h o w e v e r ,  t o  p r e p a re  a n  a d e q u a te  a c t iv i ty  
P r o g ra m m e  u s e fu l  w h e n  t r a n s la t in g  p o te n t ia l  e n t r e p re n e u r s h ip  in to  c o n c r e te  u n d e r ta k in g s .  
T h e  a w a r e n e s s  o f  g o a l s  g u id in g  p e o p le  s e t t in g  u p  th e i r  o w n  f irm s  is  im p o r ta n t  in 
d e te rm in in g  th e  s ig n if ic a n c e  o f  c o n c r e t e  p ro b le m s  in  th e  e n tire  d id a c t ic  p ro c e s s ,  s in c e  it  
m a y  b e  a s s u m e d  th a t  it is  p r im a r ily  th e  m o t iv e  o f  s e t t in g  u p  a  f irm  a n d  d e c id in g  t o  e m b a rk  
u p o n  a n  in d e p e n d e n t  e c o n o m ic  a c t iv ity , w h ic h  w ill la rg e ly  d e te rm in e  th e  d ir e c t io n  a n d  
m o d e  o f  s e a r c h in g  f o r  In fo rm a tio n  in d is p e n s a b le  f o r  c o n d u c t in g  s u c h  a c tiv ity .

The entrepreneurs interviewed by The Department of Entrepreneurship and Industrial 
Policy at The University of Lodz3 were most offen pointing at such motives of starting up 
businesses as:

-  n e e d  f o r  s e lf - fu lf i lm e n t  d e f in e d  a s  a  d e s i r e  t o  p e r fo rm  w o rk  a ffo rd in g  a  c h a n c e  fo r  
u s in g  o n e 's  k n o w le d g e  a n d  e x p e r ie n c e ,  la c k  o f  s a t i s fa c t io n  w ith  th e  p re v io u s  jo b ,  

la c k  o f  p o s s ib i l i t ie s  f o r  a c c o m p lis h in g  P ro fe s s io n a l  a m b itio n s ;
-  n e e d  f o r  c r e a t iv e n e s s  f o r m u la te d  as: a n  in a b ili ty  t o  p u t  in to  p ra c t ic e  o n e 's  o w n  

te c h n ic a l  S o lu t io n s  a n d  in n o v a tio n s  w ith in  th e  o rg a n iz a t io n a l  s t r u c tu r e  o f  a  
s o c ia l iz e d  e n te rp r is e ;

-  n e e d  f o r  i n d e p e n d e n c e  u n d e r s to o d  a s : a  d e s i r e  t o  a b a n d o n  b u re a u c ra t ic  s t r u c tu r e s  
o f  a  s o c ia l iz e d  e n te rp r is e ,  a  d e s ir e  t o  f r e e  o n e s e l f  f r o m  fu ti le  o ff ic e  w o rk ,  f r o m  a 
p a r a ly s in g  a tm o s p h e r e  in  th e  p r e v io u s  p la c e  o f  w o r k ,  in te rn a l r e v o l t  o r ie n te d  
a g a in s t  r e m a in in g  in  th e  p re v io u s  s e t  u p ,

-  n e e d  f o r  t a k in g  r is k  a n d  te s t in g  o n e s e lf ,  c o n v in c in g  o n e s e l f  th a t  it  is  p o s s ib le  t o  

s a t i s fy  th e  n e e d s  o n e  e x p e r ie n c e s ;
-  m a te r ia l  m o t iv a t io n  d e s c r ib e d  a s  a  d e s i r e  t o  a t ta in  d e s ira b le  m a te r ia l  S ta n d a rd  

a l lo w in g  t o  f r e e  o n e s e l f  f ro m  m a te r ia l  t r o u b l e s  a n d  s p e n d  f re e  t im e  a s  o n e  w is h e s  - 
n e c e s s i t y  o f  im p r o v in g  m a te r ia l  c o n d i t io n s  o f  th e  fam ily

T h e  q u e s t i o n n a i r e  f in d in g s  d o  n o t a l lo w  t o  d r a w  c o n c lu s io n s  c o n c e rn in g  th e  h ie r a r c h y  o f  
m o t iv e s  a ll th e  m o r e  s o  a s  a  d e c is io n  a b o u t  s e t t in g  u p  a  firm  is u su a lly  a c c o m p a n ie d  b y  

s e v e ra l  r e a s o n s  o p e r a t i n g  p a ra lle lly
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Taking into account, on the one hand, the present economic Situation of Poland - 
particularly the noticeable pauperization of the society, and, on the other hand, a relatively 
high level of education of a Statistical entrepreneur it seems that in the next few years there 
will be appearing significant differences in motivations of entrepreneurs between Poland 
and the countries with developed market economies. In as much as in the latter the 
dominant motives behind establishing one's firm are a desire to gain independence, derive 
a greater satisfaction from performed work, satisfy the need for creativeness, etc. the 
economic motive will most probably predominate in Poland. Taking into account the 
already launched and planned undertakings in the field of restructuring the economy, 
privatization and reprivatization it seems that a greater importance will be assumed by a 
motivation ensuing not so much ffom an individual's intemal needs but rather from certain 
major changes in life and Professional situations, with these changes assuming a character 
o f positive or negative Stimuli. Already our surveys in 19903 revealed that undertaking an 
independent economic activity in the 80's had been prompted in some cases by an inability 
to find a job in the socialized sector as a result o f one's involvement in the trade Union 
activity in that period However a pilot nature of those surveys caused that the existence of 
such phenomenon was only signalled Further surveys carried out in 19914-6-7 revealed also 
the presence of other Stimuli of a negative character such as:

- anticipating major changes in their Professional position by a part o f the 
management in socialized units (recalling from a position held, transfer to a less 
responsible post, dismissal);

- serious conflicts o f interests emerging among partners of earlier established 
partnerships with limited liability making it necessary for some of them to open a 
new firm.

The illustrative material collected through the case studies showed that positive Stimuli 
begin to play a little more important role. These are such as:

- succession;
- positive family models and continuation of family traditions;
- persuasion by colleagues, who started up their businesses earlier;
- getting married and opening already jointly with a spouse a private firm expected 
to lay the foundations for independence and self-sufficiency of a new family,

- emergence of a fashionable trend of establishing one's own firm, being independent 
and self-sufficient within one's immediate milieu,

- regaining the property (buildings, sites, machines, trade marks) taken over by the 
State Treasury in the past

Scarcity of collected information does not ailow to draw conclusions concerning the 
frequency with which particular motives occur and the importance of particular groups of 
needs for the development of entrepreneurship in our country. The findings o f our own 
and other Polish studies indicate, however, that alongside the traditional motivation 
(discussed above) an increasingly greater role begins to be played (omitting here, of 
course, a far-reaching liberalization of the economic law) by changes occurring slowly in 
social awareness, owing to which independence and entrepreneurship assume positive 
undertones and become desirable qualities.

As it was shown earlier a vast majority of entrepreneurs have a typical technical 
educational background Meanwhile, the habit or tradition of employing Services of 
specialist consultancy firms are completely missing from the Polish scene Hence it can be 
feared that the level of the present qualifications possessed by entrepreneurs may prove to 
be insufficient. At the present time it may not pose any bigger threat as yet, because small
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and very small firms predominate among all firms classified in the SME sector Still, it can 
be expected that many private firms will expand and increase the number of employees 
quite soon, which will inevitably involve changes in the mode of management. At such 
time a barrier o f an entrepreneur's competences may emerge Simultaneously, the present 
economic Situation of Poland, and especially instability of conditions in which firms 
operate, difficult access to extemal sources of financing their activity, deteriorating 
material Situation of the society, and so on will all be releasing an orientation at survival 
among entrepreneurs. Its consequence will be a big demand for an indispensable minimum 
of knowledge provided this knowledge is helpful in solving a firm's problems rapidly and 
effectively.

This is confirmed by the findings of the studies conducted by us recently. Seeking an 
answer to a question about the main barriers to the growth of small and medium firms 
these studies aimed at collecting also information about the needs of entrepreneurs in the 
field of training as perceived by them The survey carried out by our Department in the 
Lodz Region during the first quarter 1992 on a sample of ninety-seven entrepreneurs, 
owners o f small and medium-sized firms (employing from six to 100 persons) allows to 
identify, according to indications of the respondents, which Professional groups should be 
trained, which forms of training arouse the greatest interest, and which subjects should be 
given preference. The respondents were allowed to indicate more than one answer in each 
problem area. The results of the survey are shown in table 27.3.

Table 27.3

- Professional group, which should be encompassed by training: 
a/ persons embarking upon independent economic activity
b /  m a n a g e
c/ shop floor workers in production and Services 
d/  administration employees (accounting, purchasing, legal Services, etc.)

- Forms of training:
a/ short courses focused on one area of business (subject)
b/ longer courses covering several subjects
c/ problem-solving seminars
d /  c o u r s e s  la s t in g  o n e  o r  m o re  S e m e s te rs
eJ schools o f business (e.g MBA Programme)
fl retraining courses (acquiring new skills and qualifications)
g/ others

- Subjects of training:
a/ developing personal characteristics of an entrepreneur
b /  s o c io - te c h n ic a l  k n o w le d g e  u s e fu l in  o p e r a t in g  b u s in e s s e s
c/ legal determinants of business start-ups and conducting economic activity

29
3 4
10
21

35
6

2 5
4

15
16 
0

14
16

d/ accounting •
e/ corporate finance, credit applications, etc
fl application of civil and criminal law in running a firm (purchase, leasing, and 

other contracts)
g/ techniques and procedures of establishing co-operation with abroad 
h/ marketing

(labour law, licensing, etc ) 41
28
22

30
17
41
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This confirms our suppositions that entrepreneurs expect, first of all or perhaps solely, 
very practical Information, which means they seek Instruments that could find immediate 
application in their firms Thus, they are looking for Information, which in conditions of the 
developed infrastructure of the SME sector is offered, to a big degree, by specialized 
Systems o f economic and legal consultancy.

I t  is  q u i te  u n d e r s ta n d a b le  th a t  e d u c a t io n a l  a n d  tr a in in g  c e n t r e s  a r e  e x p e c t e d  t o  o f f e r  
p r o g r a m m e s  a l lo w in g  sm a ll f irm s  to  r e s p o n d  s u c c e s s fü l ly  t o  c h a l le n g e s  p o s e d  b y  th e  
m a rk e t  a n d  t o  th e i r  r a p id ly  c h a n g in g  e n v iro n m e n t i f  w e  t a k e  in to  a c c o u n t :

- v e ry  f r e q u e n t  le g is la t iv e  c h a n g e s  in  th e  s p h e re  r e g u la t in g  th e  e c o n o m ic  a c t iv i ty ;
- relatively high costs of consultancy accompanied by poorly developed network 

and low quality of Services rendered by Consulting firms;
- very small scale of operations characteristic for a vast majority of Polish firms 
classified in the SME sector, which hardly justifies forming separate units dealing 
with administrative-legal Services within their organizational structure;

-  d if f ic u l t  and unstable economic Situation o f  the country making small firms a d o p t  a  
strategy oriented rather at survival than growth.

These are the current needs of entrepreneurs in the field of consultancy that most 
training programmes seek to satisfy offering short, relatively cheap courses for 
entrepreneurs focused in most cases on a single subject area, which anyway enjoy the 
greatest popularity.

H o w e v e r ,  t h e  c h a r a c te r i s t i c s  o f  e n t r e p re n e u r s  d is c u s s e d  e a r l ie r  a n d  o u r  o b s e r v a t io n s  
s e e m  t o  in d ic a te  t h a t  re a l e d u c a t io n a l  n e e d s  a re  m u c h  b ig g e r  a n d  th e y  g o  b e y o n d  th e  
n a r r o w  c i r c le  o f  p u re ly  p ra g m a tic  is su e s . T h e s e  n e e d s  a re  n o t  a r t ic u la te d  t o o  s tr o n g ly ,  a s  
e n t r e p r e n e u r s  a re  s till  p a r t ly  u n a w a re  o f  th e m  a n d , in  p a r t ,  th e y  s im p ly  d o  n o t  h a v e  th e  
n e c e s s a ry  t im e  r e q u i r e d  to  S u p p le m e n t th e i r  e c o n o m ic  k n o w le d g e .

Entrepreneur education programes at the university of Lodz

Seeking to ensure a good educational background of entrepreneurs such educational needs 
have to be realized first of all through existing universities or newly established schools 
business.

As it has already been mentioned The Department o f Entrepreneurship and Industrial 
Policy conducts two forms of education and training for the present and future 
entrepreneurs and managers. One of these forms are one-year post-diploma courses 
addressed to the present entrepreneurs and the other is a three-semester (one and a half 
year) undergraduate specialization programme for students of economics in their third and 
fourth study years.

The participants of the post-diploma courses provided by us for four years now are 
graduates o f economic, law, and primarily technical higher schools being owners and 
managers o f small and medium firms. Tuition fees are charged for this form of training (at 
the present time the fees paid by one participant amount roughly to 120-130 per cent of 
mean wage in the national economy). The entire two-semester Programme consists o f 207 
hours grouped within five major subject blocks:

- Fundamentals o f small business Operation. 28 hours
Role of SME in economy, ownership structure, tasks and 
finance of local self-govemments, organizational-legal 
forms of SME.
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- Management
S m a ll f irm  m a n a g e m e n t ,  g o a ls  a n d  s t r a te g y  o f  O p e ra tio n , 

le g a l  r e s p o n s ib i l i t ie s  o f  th e  m a n a g e m e n t.
- Finance and credits

Legal relations with contracting parties (contracts of 
lease), legal-economic relations with banks (banking 
law, credit policy), finance and accounting in small firms, 
topical tax issues.

- Market
Legal problems of Stocks and bonds market, marketing 
research, marketing strategy of small firms, goods 
tumover, trade with abroad.

- Capital
P r iv a t iz a t io n  f o r m s ,  m o n e y -c a p ita l  m a rk e t ,  v a lu a t io n  o f  

a  f i r m 's  a s s e ts ,  C ap ita l d e c is io n s  o f  f irm s , e c o n o m ic  
e v a lu a t io n  o f  a  jo in t - v e n tu r e ,  b u s in e s s  p la n

-  S e m in a r s  a n d  C o llo q u iu m s 24 hours

44 hours

39 hours

58 hours

14 hours

A significant and specific characteristic of the course is the fact that lectures on law and 
economics are combined in subject blocks. An important part of all didactic activities are 
Seminars and colloquiums assuming mainly a form of meetings with practitioners running 
their own firms and providing a convenient platform for discussions on various practical 
issues o f firms.

The experience gained hitherto in running this course allows to formulate two remarks:

- Effectiveness o f training measured, among others, by the share of participants 
completing the whole cycle of learning in the entire number of participants is 
strongly correlated with the fact that participants cover the costs themselves 
Among participants whose fees are covered front the Labour Fund (persons sent by 
the employment Offices within the Programme of fight against unemployment and 
retraining of the unemployed) the share of those completing the course is quite 
insignificant

- If we wished to rely on participants' opinions when putting together the curriculum 
it would be necessary to build a programme composed of a maximum number of 
practical guidelines at the cost o f general theoretical Information, which is expected 
to fill in the gaps in the background knowledge observed among most 
participants. Such programme would be also very demanding for the teaching staff.

It has been also for four years now that our Department has been conducting lectures on 
entrepreneurship and small firm management for the students of The Faculty of Economics 
and Sociology at The University of Lodz. This is the so-called 'specialization' 
encompassing a teaching block, which is to prepare graduates not only to run their own 
firms but also to prepare cadres for the whole organizational infrastructure of SME, that is 
for the organs o f state administration and local self-govemment dealing with promotion of 
SME, training of managers and lecturers for this sector, preparing highly qualified 
personnel for consultancy firms, and so on

The cycle o f specialist lectures, within an M A seminar, consists of 207 hours (starting 
ffom 1993 it will encompass ca 400 hours) spread over three Semesters They include 
lectures on: start-up processes, corporate accounting for small firms, small business 
finance, socio-psychological problems of managing small firms, etc It should be noted that 
we have been observing a growing interest of students in this problem area for some time.
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Thus, in as much as in 1987 only eighteen students of the third year decided to choose this 
specialization their number rose to forty-five in this academic year This seems to be a 
testimony not only and not so much of a rising Standard of our Seminars and lectures but 
rather o f a growing interest in problems of entrepreneurship and specific problems of small 
business management in the Polish society. It is especially the latter problem that attracts 
the interest of our students, which must be due to the fact that quite a big number of them 
come from families with longer or shorter traditions in running their own businesses.

Owing to the undergraduate and postgraduate programmes offered by us, as well as our 
studies conducted for several years now and aimed at evaluating the state o f the SME 
sector we have established quite close relationships with a big group of entrepreneurs 
relatively well prepared to manage small and medium firms. This has been informal group 
(club) o f entrepreneurship leaders, and its main goal is updating and expanding the 
knowledge already acquired at the University Our Department organizes cyclical (usually 
once a month) meetings with eminent scientists and practitioners of economic life for this 
group of entrepreneurs These meetings aim not only at the enrichment of their knowledge 
as they also afford an opportunity to establish closer co-operation and social contacts. 
Obviously, this fünction should not be performed by the University but by organizations of 
economic self-govemment of SME So far, however, the 'formal' organizations of this type 
operate on a very small scale in Poland. Consequently, it can be expected that 'informal' 
organizations of this type established at the universities, schools o f business etc can speed 
up the process o f forming groups of entrepreneurs, activating the entire SME environment 
and, among others, popularizing the idea of business education in it.

Summing up

An urgent and perhaps one of fundamental problems determining the success and speed of 
the transformation process from a centrally-planned to a market economy started in Poland 
is the problem of creating a modern System of education for entrepreneurs and managers 
of small and medium firms. The processes already initiated of restructuring, privatization, 
and reprivatization (which is to be accelerated soon) are to pave they way for attaining by 
the Polish private sector a scale similar to that in the Western economies. As mainly very 
small and small firms will be prevailing in the SME sector for a long time, the System of 
education and training formulated with the needs of SME in mind should go in the 
direction of training a maximum number of entrepreneurs-managers, and thus this category 
of people who combine a Strategie role o f an owner and a tactical role of a manager.

The first Polish schools of business began to appear in the late 80's, and the entire 
process including the assistance from abroad for this purpose was accelerated in the 
second half o f 1989 following the 2nd Memorandum of Polish Government addressed to 
the Governments o f twenty-four highly developed countries ofthe world

However, the System of education for the needs of SME is still at the initial Stage of its 
development and it does not encompass big numbers of entrepreneurs as yet. Neither does 
it make a good use of the huge potential to be found in the Polish universities.
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28 Barriers to enterprise 
development

Marika Konecna

The role o f small enterprises in the economy is unique They represent an element of com- 
petition and counter monopolistic tendencies, provide consumers with a broader choice 
and push prices down Their great flexibility drives them towards innovations and 
structural changes. Small- and medium-sized enterprises can effectively meet individualized 
demand and specific needs Due to their flexibility and adaptability to change they are well 
equipped to deal with market fluctuations The experience of foreign countries has shown 
that, in the periods o f recession, they can partly outbalance the increase of unemployment.

In spite o f their flexibility and simple structures the SMEs have a number o f disadvanta
ges and have to surmount certain difficulties, such as limited access to Capital, higher unit 
costs due to the fact that the machines and equipment cannot be used to füll capacity, they 
do not enjoy quantity rebates when purchasing materials, the markets on which they ope- 
rate tend to be small, they cannot rely on their own research and development potential, 
they have limited means for advertising and promotion and most of them are not properly 
equipped to engage in foreign trade

For these reasons it is socially desirable to remove the existing barriers to small and me
dium enterprise development and provide assistance to start-ups and, in general, to enable 
these enterprises to play their important role in the economy.

Having these objectives in mind, this paper is focused on the analysis of barriers to small 
enterprise development The intention was to identify those barriers preventing the founda
tion o f these businesses and to propose measures and changes to be made with the view of 
remedying the Situation and the existing shortcomings
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Most Iaws and regulations were discussed and adopted under time pressure on the part 
of the deputies, many times caused by the respective Government department submitting 
the bill. This Situation makes it impossible to adopt effective measures, during the process 
of elaboration and discussion of Iaws in which non-governmental organisations should 
participate. Until principles are adopted which would provide for direct participation of 
those directly involved, it would be hardly possible to positively influence the elaboration 
and consideration of legislation otherwise than by indirect pressures, lobbying on the part 
of occupational organisations and similar means Perhaps the greatest shortcoming in the 
sphere o f legislation is the non-adoption of the bill conceming economic chambers still in 
May 1992 in the Czech Republic.

Entrepreneurial associations offered a negative evaluation to the adoption of the small 
enterprise /Gewerbe-/ regulation before the adoption of the law conceming Chambers. In 
addition, its late adoption towards the end of the year has made it impossible to implement 
the law in an uniform, immediate and effective manner There exist also a number of ob- 
servations conceming the law on small enterprises, both on the part of entrepreneurs and 
officials of the respective State administration. Entrepreneurial associations have proposed 
the law no. 455/91 to be amended.

Furthermore, the law of the National Council of the Czech Republic conceming the 
promotion o f small- and medium-sized enterprises was still in May 1992 missing. This law 
is expected to create a suitable legislative and institutional background for the promotion 
of small enterprises. Also, there is no long-term framework for the SMEs development 
which would include the necessary stability of the respective tools. The volume of 
resources which have been made available for these purposes are totally inadequate and 
this constitutes a further problem. The means obtained by the National Property Fund fforn 
private entrepreneurs in the framework of the 'small privatisation' in auctions o f small 
business units - plant and equipment, inventories and, exceptionally, land - have been used 
for the purposes of cancelling debts of State enterprises and recapitalisation of banks, 
rather than for the promotion of small enterprise development.

Further Iaws and regulations were adopted the implementation o f which has had a nega
tive impact on entrepreneurs and their activities. T o  mention an example, it is not possible 
to initiate legal proceedings in cases o f damaging or stealing the property which is subject 
to restitution, or the new law on bookkeeping which imposes mandatory double entry 
bookkeeping even on physical persons registered in the Company register -  what in a 
number o f  cases means that the entrepreneur in question has to hire an accountant. The 
amended ordinance conceming administrative charges has raised the Charge for registration 
o f  entrepreneurial activities fforn 120 CKR (for all registered activities) to 1 ,0 0 0  CKR 
for each activity and 2 ,0 0 0  CKR for each licensed activity (concession based activity).

Too offen, the representatives of individual ministries and other bodies of the State Ad
ministration cannot be denied positive attitudes and efforts to seek Solutions of partial Pro
blems conceming the promotion of small- and medium-sized enterprises To mention a po
sitive example, good results have been achieved during the implementation of the Active 
Employment Policy Programme in the area of small enterprise development that was 
prepared by the Federal Ministry of Labour and Social Affairs All three Ministries of 
Economy have developed programmes for the promotion of entrepreneurial activities 
However, it has been pointed out that, failing the fundamental legislative basis and a 
comprehensive System, these activities represent only partial and offen uncoordinated 
Solutions.
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Measures to be taken:

- to follow up the process of legislation and promote the adoption of laws designed to 
create a legal framework for'small private businesses

- to offer comments to all new legislation taking account of its impact on the small 
enterprises in respect of costs involved or administrative requirements.

- to contribute to the creation of a favourable climate in the area of the State admini
stration and to co-ordinate measures designed to promote small enterprise 
development.

Further barriers to small enterprise development can be found in the banking and credit 
areas. The availability of financial and investment resources is a fundamental condition for 
proper fünctioning of the market economy In no Western economy there is such a scarcity 
o f private business Capital as in the CSFR. Düring the last forty years it has not been 
possible to accumulate sufficient savings and family property. Consequently, the banking 
System should be in a position to supply the missing resources An analysis o f the banking 
activities has revealed a number of shortcomings

The first part o f them is connected with procedural and operational issues. The centrally 
planned economy abolished competition in the sphere of banking and a gap was created 
separating the Czechoslovak and the foreign banking Systems. At the present time there 
are 48 banking institutions in the CSFR plus a number of subsidiaries o f foreign banks. In 
spite of the relatively high number of both domestic and foreign banks, there is practically 
little competition on the banking market. There are problems in the payment System, in 
particular in respect o f payments to and from abroad which can be attributed, in most 
cases, to the lack of technical facilities. The solution of these difficulties, which are subject 
to frequent criticism on the part of entrepreneurs, is already under way The installation 
and Operation of a new Clearing centre o f the Czechoslovak State Bank and linking up of a 
substantial number of banks on the SWIP System is in a final stage

The second group of serious problems is connected with credits. Substantial problems 
are connected with the required guarantees for the awarded loans. It has been suggested 
that business can be started only by an real estate owner, as most banks require guarantees 
of this type. It is therefore highly desirable to establish a guarantee fund which would 
provide access to credit which would thus become avaiiable to those entrepreneurs who 
have nothing to offer as guarantee. In spite of the fact that banks Charge mostly lower rates 
of interest, the current rate of around fourteen per Cent seems to be excessive for most 
small- and medium-sized businesses and the impact of the debt Service is substantial. This 
is further aggravated by the existing debt structure Banks prefer short and medium-term 
loans. In a great majority of cases they are unwilling to grant credits for a longer period of 
time than four years For the purchase o f plant and equipment and other fixed assets such 
period is not sufficient and, in addition to that, fundamental rules for financing are not 
taken account of, as long-term Investments should not be covered by medium-term loans 
This Situation has already had negative impact in the framework of small privatisation It 
could have a marked adverse effect during the big privatisation by making it impossible for 
private entrepreneurs to participate and to submit 'competitive' privatisation projects. The 
value of equity transferred during this process is very high and privatisation cannot take 
effect without granting loans for periods of ten to fifteen years and awarding deferment of 
debt Service payments for a number of years

In addition to the above mentioned problem - that of non-availability of long-term cre
dits, short-term credits in the form of current account credits with an overdraft possibility, 
are also not avaiiable In this case, credit is taken when needed, up to the agreed amount.
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Interest is paid on the debit balance. At the present time it is necessary to keep on 
renewing short-term credits, to continue elaborating cash-flow forecasts, to submit new 
guarantees, including entries in land registers, etc.

Measures to be taken:

- establishment o f a guarantee fund (in addition to the existing Guarantee bank) which 
would provide partial guarantees for loans awarded to small- and medium-sized 
enterprises.

- to conceive a special type o f long-term credits to respond to the need o f submitting 
competitive privatisation projects by small- and medium-sized enterprises.

- when assuming guarantees is respect of credits, the Guarantee fund and the Guarantee
bank should give preference to long-term credits granted to small- and medium-sized 
enterprises.

- to introduce short-term current account credits and overdrafts.
- to introduce factoring for receivables o f small- and medium-sized enterprises, pro- 

tecting them against insolvency, in particular in cases o f secondary insolvency o f  their 
clients.

In respect o f the fiscal area it is necessary to have regard to the fact that 1992 is the last 
year of the old tax System before transformation. The present Support offered to small- and 
medium-sized enterprises in this area concemed especially the income tax (note: the 
present version of individual 'income' tax) i.e. deferment of tax payments, higher 
depreciation. Positive evaluation can be given to the general income tax reliefs in cases 
where certain conditions have been fulfilled. Therefore, the objective to be pursued is to 
maintain these concessions and to include in the proposed tax law such provisions and 
changes which would remedy the present shortcomings and inconsistencies.

Another shortcoming is to be emphasized: the excessive tax bürden o f small- and 
medium-sized enterprises in respect o f the 50 per cent wage-volume tax and 55 per cent 
profit tax Double taxation o f business Company partners also has a negative impact. In 
most foreign countries are unlimited Companies (partnerships) taxed in such a manner that 
income before tax, o f  the respective part o f  it, is included in the partners' tax assessment 
basis. This will be changed in new tax System. Business Companies are sometimes taxed 
according to their size - small- and medium-sized Companies enjoy lower rates (e.g small 
Companies in Great Britain pay 25 per cent and other Companies 36 per cent o f income 
tax). In the CSFR small enterprises enjoy no special treatment. All Companies will have 
income tax rate 45 per cent.

A possible positive contribution would be to enable businesses and Companies to offset 
former losses in the tax returns concerning profit taxes. The present provisions o f  the in
come tax regulations do not allow these deductions

In many cases entrepreneurs are affected by local charges and similar dues They are 
different in nature (dislocation Charge, Charge for using public space, Charge on spirits, 
Charge on advertising space) and the total amount to be paid can be quite substantial

In respect of the value-added tax, which is very complicated, it would be convenient to 
set, in conformity with the guidelines of the European Communities, a sufficiently high cei- 
ling on sales (6 Mil Kcs). Small enterprises with sales belotv this level would not be requi- 
red to pay this tax.

The present System of information provided to tax payers is also a cause of concern The 
tax office does not offer any Interpretation of the law. Certain interpretations made by the 
Ministry of Finance are made for 'internal ' purposes only Other information is provided in 
'official' language and cannot be understood by general public. In connection with the new
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tax System it would be desirable to Start, sufficiently in advance, an Information campaign 
and make sure that persons who would be called upon to collect taxes, would also be 
available to tax payers with advice how to meet their obligations (if only for one day a 
week after working hours).

Measures to be taken:

- To adopt provisions in the new tax law enabling to accumulate profit and strengthen 
the owners financial means in small- and medium-sized enterprises, in addition to that 
providing for tax reliefs in cases of using profit for investment.

- To prepare a broad Information and populär education campaign in Connection with 
the implementation of the new tax laws.

- To establish a special 'Information Service ' whereby selected officials would reply to 
telephone calls conceming tax laws One day a week tax Offices would introduce a 
visitors' days to be reserved for personal contacts.

After adoption of the law conceming tax consultancy, persons engaging in this 
profession should be properly trained and informed against payment of the corresponding 
fee.

Entrepreneurship education more and more is considered to be important for the success 
of the businesses But the previous educational System and management training in the 
CSFR does not content this objectives for small- and medium-sized enterprises. Nowadays 
some universities and training institutions try to change this Situation, but there are not 
many experience It is necessary set up changes of educational System in CSFR, first o f all 
in the field of business education and management training for SMEs. The aims are iden- 
tifying of qualification requirements and needs, of education objectives for the construction 
of appropriate Curriculums and changes in educational System and management training 
University o f Economics in Prague want develop modern educational methods for future 
managers of SMEs
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29 Characteristics of 
entrepreneurship in the 
post-socialist economy 
(Slovenia) and the demand 
for entrepreneurship 
education
Maks Tajnikar

Introduction

Entrepreneurship education is without doubt vitally important for the promotion of 
entrepreneurship in any country which would like to enhance the building o f  small and 
middle size Companies. This is especially true o f  all the States which are being established 
these days as a result o f the collapse o f the former socialist countries. Economic 
restructuring and reconstruction of these countries is, what 1 shall show later on the case 
o f Slovenia, to a large extern related to the rapid growth o f small and middle size 
Companies. In spite o f  the fact that the forms and the contents o f entrepreneurship 
education have already been completely defined in the countries where entrepreneurship is 
already well established and can as such serve as a model to former socialist countries, the 
specific characteristics o f  the entrepreneurial environment in these countries dictate certain 
specific features and give characteristic accents to the training o f entrepreneurs 

In this paper, I shall use the example o f  Slovenia to show the specifics o f the 
entrepreneurial environment in former socialist countries, the influence o f the environment 
on the making o f  entrepreneurs and on the building o f small and middle size Companies, 
and I shall also point out the specific characteristics o f the education o f entrepreneurs, 
which are conditioned by the environment in which the education is implemented Since 
Slovenia has in a short period of time made considerable progress in this field, its 
experience may be o f  some interest to other countries with a much less developed small
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business sector.

Characteristics of entrepreneurship and the small business sector in the Republic of 
Slovenia

The paradox o f the development o f small businesses in Slovenia

In Slovenia, same as in many other East European countries, the share of small businesses 
in the structure of the economy lags far behind the share the small businesses have in the 
developed countries Small Companies, those with up to fifty employees, employ 6.1 per 
Cent o f all the employed by the Slovenian economy. Since the legally independent sector of 
craftsmen and artisans which employs up to ten per Cent of all the employed in the 
economy also comes under the roof of small businesses, we may well assume that about 
sixteen to seventee per Cent of all the employed in the economy are employed in the small 
business sector. Although in some communities the share of small businesses may reach 
almost eighty per cent, which is the case in the developed economies, the share of small 
businesses is on average much smaller than the share they get in the developed economies

The result of this lack of small businesses is first, that there is very little competition in 
the sectors which are as a rule dominated by small businesses, and second, that new small 
businesses are easily established within this particular sector. The current practice proves 
this. Düring the two year period, since the liberalization of the legislation on the 
establishment of Companies, the share o f small businesses (its number) has increased to 
almost ninety-five per cent. The number of small businesses that have closed down is 
small, and it is estimated, that more than fifty per cent of the newly established Companies 
will live longer than 5 years

The paradox of this boom is that the profitability of these small businesses is extremely 
low. It is true that 6.1 per cent of the employees employed in the small businesses (with 
fewer than fifty employees) create 13.3 per cent of the tumover and thirty-eight per cent of 
accumulation and this means that the efficiency of small businesses is extremely high, but 
the rates of return are on average very low (no exact figures are available) and probably do 
not amount to one quarter of the bank interest rate on long-term Investments (approx. 15 
per cent). This is an exceptional result especially because we know that there is little 
competition in this sector as a result of economic recession. In Slovenia, the growth rate of 
Investments, however, has been negative for some years now.

The effects of the Situation are evident and are reflected in the structure o f the newly 
established small businesses Low profitability of small businesses and the increasing 
number of such businesses show that the majority of these businesses have been started for 
reasons of self-employment and in the fields whose main characteristic is low Capital 
intensity In the first case the founders of the business do not determine their return with 
regard to the Capital they have invested into the business but with regard to the pay they 
get as its employees. Their primary objective when starting up their Companies are high 
salaries (the result is high efficiency of the business and empirical research can prove it). 
Low Capital intensity is also a result of such an objective, i.e self-employment, and also 
explains why most o f the new businesses are started in the field of Services and trade 
Among the one hundred biggest private Companies in Slovenia, just a few are 
manufacturing units, the majority of them are Wholesale businesses (import/export 
included). This can by no means be considered a negative trend, especially not since the 
share that the manufacturing industry has in the Slovenian economy is far too large.
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As there is very little competition, the two main characteristics of the newly founded 
businesses are self-employment and rather primitive management. The fijndamental 
knowledge which an entrepreneur has in Order to Start a business is basically 
'technological'. The majority of these businesses have been created as a result o f the 
transfer of certain business fiinctions (sales and purchase) ffom the socially owned 
Companies to private hands. Businesses have been started without any business plans or 
clearly defined goals These businesses are run without any specific knowledge on 
marketing, personnel or finance. The inclination to low Capital intensiveness does not 
encourage the building of such small businesses which would use high technology. The 
Companies which have been established as such are manufacturing units or firms 
performing simple extra jobs (i.e. assembling in Computer operations) on the imported, 
technologically more demanding, assembly parts There is practically no correlation 
between small businesses and innovation.

Most of these new entrepreneurs believe that their Companies will continue to be 'mice'. 
The newly started small businesses do not possess enough strength to tum into 'gazelies'. 
Companies with potential for growth are established within the crafts sector. In the past 
craftsmen were those who were the only private owners o f Capital So activities performed 
within the crafts sector have by far outgrown the craftsmanship in the real sense of the 
world (manual work, low Capital intensiveness, guild Organization, etc.) Administrative 
restrictions have allowed for the growth of non-craft activities within this sector By 
spreading private sector all over the economic sector we see that the strongest Companies 
are built out o f this crafts sector. But the owners o f these Companies, who are not used to 
managing a big expanding Company, bring as a rule these Companies into difficulties. Lack 
of Professional knowledge on marketing, above all export marketing, Organization and 
finance, along with some subjective mistakes made by the owners have brought very many 
Companies, especially those with potential to grow, to the edge of bankruptcy.

Entrepreneurship as a  form of restructuring of socially owned Companies

A special aspect of building up small businesses is connected to the restructuring of the 
socially owned sector of the economy. Two things are characteristic of the process. The 
first is that as a result of restructuring there is a large number of redundant workers. It is 
not difficult to find potential entrepreneurs among them. They have ideas which could not 
have been realized in socially owned Companies Financial support, to which the redundant 
workers are entitled, has made it possible for them to Start businesses. Since financial 
assistance is conditioned and dictates the way in which Companies are constituted (i.e. 
training, preparation of business plans), the methods used in setting up these Companies 
can serve as school examples.

Small businesses are also started as a result of decentralization of big socially owned 
Companies The exclusively generic method of expansion of socially owned Companies has 
caused that many Companies have simply grown too big, and looking at it from the point of 
view of competition there is no logic in their structure. The market forces them into 
decentralization This is how small enterprises are started. This process is very important 
as Companies are formed on the principles of entrepreneurship (in a well organized way, 
employing external advisers), and enjoy all the characteristics of modern entrepreneurship. 
Since these enterprises are started by larger groups of entrepreneurs, who use the Capital 
of socially owned Companies, their main objective is not self-employment, and are in most 
cases highly developed manufacturing units with a potential to grow. Privatization of the

Weaknesses o f  sole proprietorship
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socially owned economy shall enhance the formation of such businesses.

Special forms o f entrepreneurship

Small businesses are started as a result of some special entrepreneurial projects too. Such 
forms of entrepreneurship are to be found in rural areas, among women, within the 
framework of certain Company incubator programmes, etc. Although these are the most 
precious forms of entrepreneurial activity, the number of businesses which are set up as a 
result o f such an activity is negligible.

Training of entrepreneurs as a response to the conditions existing in Slovenia

Marketing entrepreneurship training

The prime time for small businesses started about five years ago within the framework of 
the socially owned sector. Entrepreneurship found Support in the former govemment, and 
was, at least in Slovenia, closely related to the formation of the first consultancy firms 
established in the field of small businesses. These consultancy firms were the first to realize 
that there was a need for education of entrepreneurs. At first individual firms offered their 
own training programmes which soon tumed out to be inefficient and of poor quality. In 
1989 the idea of an entrepreneurship training centre was bom. The centre was opened a 
year later (Gea College Ljubljana) as an independent entrepreneurial project. Although 
some people, above all those ffom abroad, were of the opinion that such a school could 
not be set up as a profit centre, it so happened that at the beginning the demand was such 
that gave the needed impetus to the school. Contrary to all expectations the school, at least 
at the beginning, proved to be a successfül entrepreneurial project The programmes which 
sold best at that time were (marketing and finance in a small business, incubators, 
entrepreneurship, how to set up a small enterprise, how to make a small enterprise 
profitable) those which now after two years of running can simply not be sold any more. 
At the beginning the Customers were individuals who had Professional interest in 
entrepreneurship (advisers and established entrepreneurs) and not the newly made 
entrepreneurs. Socially owned Companies with their training firnds were also good 
Customers. Since they made up a relatively small group, the demand dropped quickly. 
Today we know that the school with its programmes tailored to individual Customers can 
not live.

But this does not mean that there is no need for such forms of entrepreneurship 
education. As I have already mentioned the newly formed entrepreneurs in the private 
sector lack the Professional knowledge needed for running businesses. The same is true of 
those entrepreneurs who have become entrepreneurs as socially owned Companies were 
decentralized (lack o f Professional entrepreneurial knowledge is least manifested by this 
group), the same problem is faced by craftsmen when they become entrepreneurs All these 
categories o f entrepreneurs do not come to school as an organized group, because the 
tuition fee amounting to approximately two monthly salaries per a training Programme is 
simply too high for them. If such a school is to prosper, two conditions have to be met. 
First, the govemment should subsidize the programmes by covering the fixed costs o f the 
school, and the variable costs are covered by the fee. And second, certain institutions in 
the society should Start promoting entrepreneurship, and the education of füture 
entrepreneurs should become part of their activities. Government funds for the 
unemployed, funds for promotion of regional development, agriculture, Science and
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technology as well as banks, bigger Companies, insurance agencies, economic and branch 
associations, venture funds, etc could Start to advance such activities Banks and venture 
funds are those which could require more knowledge and better managerial behaviour of 
entrepreneurs (i.e on international marketing, on financing of small Companies, on how to 
prepare a business plan, cash-flow analysis, etc.) This is why the training programmes on 
marketing, personnel, finance, quality, Computers in small businesses simply can not be 
sold without the assistance of the before mentioned institutions. Sometimes banks deny 
loans to entrepreneurs who have not been properly trained Banks themselves cover part of 
the training costs, and the rest is covered by the entrepreneur. Branch and Professional 
associations are those which could introduce training in the fields which the school is in no 
Position to develop. Some very successfül training courses have been prepared in this way: 
a course on how to set up a small shop, a tourist agency, a garage, or a private doctor's 
surgery.

There is no point in tuming the school into a state school Since its primary objective is 
to train people to become entrepreneurs, the school itself should keep its entrepreneurial 
character and its competitiveness It would be positive if the govemment could support a 
bit more such schools, then there would be more competition But our experience shows 
that small schools cannot hold out against competition and they are not able to maintain 
the high training Standards.

Special needs for training and structural changes

Judging by what has been said so far and the problems presented, we can see that the need 
for various forms of entrepreneurship education depends largely on the position which 
entrepreneurship enjoys in the economy. Training programmes related to the restructuring 
of socially owned Companies can serve as a typical example of such interdependence. 
Already with the first Steps taken along the privatization road, at the time when 
privatization was not yet legally regulated, the demand for training programmes on 
entrepreneurship and its incubators suddenly increased. Socially owned Companies had 
enough money to afford to pay for these training courses, and individuals saw in these 
programmes their way to privatizing parts of socially owned Companies. Once the 
possibilities were limited by law, the demand for such training courses dropped drastically. 
It is expected that the Law on Privatization shall be a tuming point. The govemment will 
favour such training programmes which will mean a better and a more Professional process 
of privatization of socially owned Companies

The banking System and the training programmes organized for the unemployed during 
which business plans are developed have been given special emphasis by the govemment 
which requires business plans for any financial resources that might be granted to help Start 
up businesses This high quality Programme has tumed out to be very much in demand 
among the institutional and individual customers alike During the training process 
entrepreneurs study and work on their own projects and thus succeed in understanding 
them better. Unfortunately, only the Programme, the duration of which is five weekends, is 
the one which is financially acceptable to entrepreneurs. In Order to carry out the 
Programme a large number of experienced teachers is needed but these are not easy to get. 
'Training the trainers’ is a precondition for successful education of entrepreneurs Only the 
govemment with the assistance of foreign experts and schools may help us overcome this 
drawback in a relatively short time.

By the disintegration of the craftsmen sector into Companies, also expanding ones, and 
into a real crafts sector a number of problems appear, which are related to training The 
trade and crafts sector asks for the rehabilitation of vocational schools, which are not

307



solely directed to the acquisition of trade and craftsmanship knowledge, but are in 
themselves part of preserving the cultural heritage of the country. The new entrepreneurs 
need in addition to the traditional knowledge also more and more managerial knowledge 
(on venture management)

This proves that promotion of entrepreneurship requires training of special groups for 
special purposes. At least at the beginning these groups can only be trained abroad. Later it 
may be possible that the trainers who have been trained abroad will Start training others. A 
very successfül educational pattem of training the trainers could be established if foreign 
consultancy groups included Slovenian trainers in the consultancy programmes, which they 
usually refiise to do. Such groups usually specialize in tum around management for small 
Companies, regional restructuring, incubators, entrepreneurship in public Services sector, 
and public administration, entrepreneurship, etc. With the development of post graduate 
courses, above all in co-operation with similar foreign programmes, some specialists could 
also be trained in Slovenia.

Trainers and entrepreneurs

One o f the major problems related to the education of entrepreneurs are trainers. Although 
most o f the trainers in Slovenia are graduates of the economics faculties, it has been 
proved that university Professors are not the best trainers of entrepreneurs They do not 
have practical experience and put too much emphasis on theory An entrepreneur does not 
need to know all the alternative methods used in Strategie planning. It is more important 
and practical for him to get trained in the one method which the trainer finds most 
appropriate for his particular business. Entrepreneurs who join training courses are not a 
homogenous group, their formal education varies. Our opinion is that it is not necessary 
for the university to get involved in the basic education of entrepreneurs because its 
additional programmes are to a large extern post graduate ones. People fforn practice 
cannot easily be made trainers since as a rule they are not familiär with the theoretic side of 
the subjects. Our experience teils us that the best trainers are those who have obtained 
their doctorate degrees, have at least for a few years worked in small businesses as 
Consultants, and have broadened their knowledge through contacts abroad Foreigners can 
help us fill this gap But such help may tum out to be inefficient if foreign and local experts 
do not work together on a Programme An entire Programme could hardly be run in a 
foreign language But in this way we could at least get our first trainers of future trainers. 
Universities should also join such projects It is widely known that university study 
programmes barely knew the word entrepreneur until recently. It is only now that the first 
graduate Programme on entrepreneurship is being designed.

Entrepreneurial literalure

One o f the major problems of entrepreneurial training is literature. Theoretical course 
books cannot be used for this purpose since most entrepreneurs are not inclined to serious 
study. Numerous foreign books cannot be used due to language barriers, foreign 
legislature and other country specific characteristics. So a simple translation does not 
suffice Foreign course books should be adopted to our local conditions. This is a 
demanding job and only the best teachers in entrepreneurial education can do it Although 
there are many papers in the field of entrepreneurship in our country, a real 
entrepreneurship manual has not yet been written.
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In Slovenia we have established that the most important aspect of promotion of 
entrepreneurship is the creation of entrepreneurship culture This also takes special 
training The entrepreneurial forums were introduced to Slovenia about a year and a half 
ago in order to promote business plan preparation, and public presentations of business 
projects. Various activities have taken place to promote entrepreneurship Business plans 
have become a trade mark of entrepreneurship and also fall into this category. All these 
forms have been tried out in Slovenia. Two years ago not even the biggest banks knew 
what a business plan was. Today every businessman knows about it. The public is 
increasingly aware o f the important role of the small business sector. The govemment has 
played a major role in this, because it has paid special attention to this sector in its 
Programme.

Nevertheless the profit motive has not yet been fully accepted by the society as a normal 
element and the principal motive of any economic activity. Entrepreneurs are offen 
accused o f being speculators, Company liquidation is still considered to be a socially very 
negative act. A change in the public opinion could be the result of a campaign which would 
inform people about entrepreneurship and enhance entrepreneurship education and thus 
finally convince those who still do not believe in it.

Training fo r  the entrepreneurship culture

309



30 Profile of the Bulgarian 
entrepreneur
Plamen Patschev

Introduction

The establishment o f private firms in Bulgaria was legally regulated for the first time since 
the Second World War in 1989. However, the real boom' started a year later - in 1990, 
when the country launched the radical social, political and economic changes The number 
o f private firms registered has surpassed 220,000 as data for December 1991 show (The 
respective numbers for December 1989 and December 1990 are 13,066 and 54,160.)

In Bulgaria and in the other countries o f the former Eastem bloc being in a transition 
period towards market economy, the private sector is expected to activate the 
entrepreneurial initiative and help the overcoming of the economic crisis typical for the 
transition period.

Having in mind the nowadays realities in Bulgaria, it would be expedient to analyze the 
characteristic features o f the entrepreneur from three points of view - as a 'socialist' person 
in a transition period, as a universal figure in the establishment and the development of the 
private firm and as a combination of the first two with typical for the Balkans socio- 
psychological features. Dwelling upon this problem we will take as evidence and will 
comment on the results o f the two most representative empirica! studies on this matter in 
Bulgaria1. It must be pointed out in the beginning that relatively young people with good 
education get oriented towards the private sector Three-fourth of all entrepreneurs are 
less than forty-five years old (three-fifth are younger than forty), 72 per cent of them 
having secondary Professional or higher education About one-third of them have passed 
different forms of additional training during the previous period, specializations abroad 
included One-fifth ofthe new Bulgarian entrepreneurs are women.
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The lack of possibilities for performing personal business activity and Creative spirit during 
the previous period has placed its serious consequences on the Bulgarian. A number of 
peculiarities o f the transition period must also be taken into consideration when analyzing 
the tasks o f the entrepreneurship; if not directly dependent, they are strongly influenced by 
the System o f values, thinking and behaviour of the individual in the conditions of the state 
economy.

That is why it is quite natural that 85 per cent o f the entrepreneurs come from the state 
sector and only 12.4 per cent are students, pensioners, people with free professions or 
unemployed The spheres of activities of the newly-established private firms correspond to 
the Professional experience of their founders in the state sector. More than 70 per cent o f 
the interviewees proclaim their present private activity to be identical or at least similar to 
the job they have had at the state-owned enterprise. The greater part of the interviewees 
possess managerial experience - more than 55 per cent have been managers of 10 to 300 
subordinates at their previous employment in the state-owned enterprises. 65 per cent 
confess that before starting their private business they have changed their employment in 
one to three state-owned enterprises.

A specific feature o f the new Bulgarian entrepreneur is their desire to combine for a 
certain period of time their work at the state-owned enterprise with their private activities. 
More than half of the interviewees answer that officially or secretly they have worked in 
both firms for a period of five to twelve months. However, more than half of them think 
that this fact is harmful for the activity of the private firm. What is more - 71.3 per cent 
share the opinion that under a 'liberal' legal regime allowing for a parallel employment in 
the two sectors they would have preferred to be in the private. These data show that this 
'combination' of activities is a result of the fact that only 44 per cent of the interviewees 
can eam the living of their families from the income of the private firm.

However, the socialist way of thinking still predominates in the opinions of the 
Bulgarian entrepreneurs about the economic policy of the state Thus, 80 per cent o f them 
approve the control over the salaries and wages, 62 per cent do not object to govemment 
subsidies granted to the enterprises in difficult financial Situation. 68 per cent want the 
state to intervene for the limitation of the differences in the incomes of the rieh and the 
poor, etc One third would approve the state to decide with branches of the economy are 
suitable for private firms' Operation and which are not This attitude towards the state is 
somehow stränge since only 15.6 per cent of the entrepreneurs have been helped by the 
state for the establishment of their firm It is evident that the stereotypes in the thinking of 
the past favouring the state leadership role in the economy have not been overcome.

This metamorphosis in the consciousness o f the individual can be best illustrated from 
economic point o f view by one of the answers according to which 68 per cent prefer 
'average income at moderate level of risk'.

We can conclude that the entrepreneur of the transition is still strongly influenced by the 
System of values and the way of thinking typical for the former period of central planning 
and socialist public life On the one hand, this fact probably maintains the socio-ethical 
equality during the change of the System (i. e the entrepreneur tries to keep the balance 
between his direct business interests and the imaginary criteria for 'public welfare'). On the 
other hand, the previous practices of the so-called 'double Standards' (bureaucracy, 
corruption in the state and party structures), the lessons taught by the shadow economy' 
and the ambition to liquidate the equality inherited from socialism can stimulate the 
appearance of some negative tendencies that could hamper the establishment of correct 
business relations having in mind some socio-psychological and national features o f the 
Bulgarian.

T h e  e n t r e p r e n e u r  d u r i n g  t h e  t r a n s i t i o n  f r o n t  s o c ia l i s m  to  m a r k e t  e c o n o m y

Although of'socialist type', but still entrepreneur

The theoretical problems of the entrepreneurship are not developed in Bulgaria but there is 
no clear cut opinion on this matter in the developed market economies as well That is why
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we will treat the entrepreneur here not only as a founder of a private firm but also as a 
person with specific business and psycho-physical features - readiness to undertake risk, 
innovative thinking, capacity for hard work for the prosperity of his firm, etc Below we 
will analyze the founders of private firms in Bulgaria on the basis of these criteria, thought 
to be typical for Western entrepreneurs as well.

The predominant motive of the new entrepreneur for entering the world o f business is 
the desire to be independent (93 per cent o f all answers). Second comes his wish to 
demonstrate his business and Professional qualities in front of his relatives, the society and 
himself (87.2 per cent) The higher income ranks third (80 4 per cent), then contribution 
for the revival o f the national economy (77.6 per cent) and winning popularity and respect 
(60.5 per cent) follow.

The share of those entrepreneurs who believe that the hard work is the prerequisite for 
every success is rather high (76 6 per cent), while only 6.1 per cent think that good luck 
and wide acquaintances are more important. The opinion that business needs courage 
(60.3 per cent) predominates compared to the opinion that 'sharp changes in life must be 
avoided' (24.6 per cent).

The Bulgarian entrepreneur is rather optimistic about his business (61 per cent); 21.1 per 
cent are more reserved as to the success o f their business.

The attitude of the interviewees towards new ideas is very interesting. 1t is Strange that 
the numbers of entrepreneurs relying more on innovation in business and those sticking to 
the traditional values are almost equal: 38.6 per cent and 39.4 per cent respectively. The 
second group believes that 'good ideas are those proven by the time' These two groups are 
balanced by 22 per cent of the interviewees who cannot define their opinion in favour of 
innovation or tradition.

The share of those relying on competition to stimulate the business initiative and private 
activity is extremely high - 92.7 per cent. The general optimism is dominant in the 
consciousness o f the Bulgarian entrepreneur (60.3 per cent) as well as the positive 
expectations for the future of their firms (60.9 per cent). About 80 per cent o f the 
interviewees declare good health and socio-physical balance.

Drawing the final conclusion based on the above results we can point out the availability 
o f features typical for the Western entrepreneurs - independence and the Professional 
manifestation, high working capacity and vigour, risk undertaking, courage for fight with 
the competition, etc Naturally, this similarity must pass the correction of the above 
mentioned 'socialist' remnants in the way of thinking and style of life taking into 
consideration some of the specific Balkan features o f the Bulgarian entrepreneur

Entrepreneurship and balkan spirit

This conclusion is probably rather curious but it hides some definite risks. This is mainly 
due to the existence of two opposite opinions about the Bulgarians in the country as well 
as in the neighbouring countries and in other European countries. The first opinion shared 
in the national folklore and in the present public life States that 'the Bulgarian is a man of 
enterprise'. However, a lot of people find a certain conservatism and inertness in this small 
Slavonic nation on the Balkans that place a negative sign on its entrepreneurial spirit

The data of the two studies do not give explicit proofs in favour of or against these two 
hypotheses.

Both questionnaires contain ’provocative' questions aiming at finding the attitude of the 
new Bulgarian entrepreneurs towards phenomena outside the norms of the so-called 
business ethics The answers show that 15.5 per cent are inclined to buy goods which they 
know in advance to be stolen. About 32 per cent consider hiding of incomes from the tax 
authorities quite acceptable. All 100 per cent approve entirely or in certain cases driving 
after drinking of alcohol which is a rather discouraging result. Their Statement that the 
maintenance of love affairs is not to be considered a misbehaviour (613 per cent) is rather 
confüsing, having in mind the traditionally strict understanding for marriage fidelity on the 
Balkans
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So, it is evident that the new Bulgarian entrepreneurs do not implement in the practice 
the business people they have proclaimed to follow The results of the interview show that 
about 90 per Cent consider themselves loyal and fair in their business relations 92 per cent 
think that they have a good sense of humour, 77 per cent consider themselves particularly 
enterprising and 66 per cent share the opinion that their partners have high esteem for 
them However, if we ccmpare this part of the answers, especially regarding 'honesty' (90 
per cent) and the declared aptitude to concealing taxes or unfaithfulness in marriage (32 
per cent and 61.3 per cent, respectively) we will feel the disparity.

The fact that 3 0 -4 0  per cent of the interviewees cannot give proper assessment o f their 
business and themselves also adds to this disparity. Thus, almost 17 per cent confess that 
they do not know their production process in details and 51.5 per cent consider the 
insufficient knowledge of foreign languages to be their primary shortcoming

Another contradiction is contained in the political commitment which 70 per cent o f the 
entrepreneurs declare. But only 0.5 per cent of them are ready to give financial Support to 
the parties they sympathize with On the other hand, the Bulgarian entrepreneurs are ready 
to grant financial support to students (34.1 per cent), orphans (32.2 per cent), poor people 
(21.8 per cent), research (10.4 per cent) and culture (1.1 per cent).

The definition of 'poverty' which the entrepreneurs give is also very curious. According 
to their opinion to be poor means 'to possess only the most needed things, no luxury' (35.8 
per cent), 'to possess only means for the Provision of food' (38.3 per cent) and 'to rely on 
outside help for the Provision of the living' (26 per cent)

The feature of the socio-psychological portrait of the Bulgarian entrepreneur that 
bothers me most is his devotion to 'ideas proven by the time' (39.4 per cent) as compared 
to 38.6 per cent aptitude to support 'innovation' and 22 per cent hesitating between the 
two options.

So, the development o f a reliable picture of the entrepreneurial spirit of the Bulgarians 
needs new methodology. It is the opinion of the author that national mentality is as 
important to the entrepreneurship as the availability (or lack) of industrial culture and 
traditions, political and economic stability, legal framework for the economic activities, 
control and Standards, etc. By the time normal and comparable with Western Standards 
conditions for the development of entrepreneurship are established in Bulgaria, there will 
always exist the temptation to explain different aspects of the entrepreneurial activity from 
the point o f view of national peculiarities

However, this conclusion cannot replace the feeling that the aptitude of Bulgarian 
entrepreneurs to abuse law, their behaviour which is a mix of stereotypes of the epoch of 
'primary accumulation of Capital' and of ready-make humanity of the socialism are result of 
their Balkan mentality.

Conclusion

The dynamic changes taking place in Eastern Europe will affect the entrepreneurial activity 
in this region further and further It is expected that the category 'entrepreneur' will acquire 
the shape and the characteristics it has in Western countries.

Let us hope that the delay in the entrepreneurial activity and the rudimentary 
entrepreneurial spirit of the individual, left after the collapse of the System of central 
planning, will be overcome in due course through the instruments of internal Stimuli of the 
countries in question and through a larger Western support and collaboration.
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Notes

The first study was effected in June - July 1991 by a research team of academic 
researchers and includes more than 1,000 small private firms in all sectors, evenly 
distributed throughout the territory of the country /for details see: Bulgarian Quarterly, 
3/1991, pp. 131-143
The results from the second study have not been officially published yet. It is carried 
out by a joint team of academic researchers and practitioners during the second half o f 
the same year. It is based on a detailed questionnaire sent to more than 1,500 private 
firms Only 400 answers are considered valid The author has participated as a 
representative of the Bulgarian Industrial Association. He thanks the other members of 
the team: Dr. Roumen Avramov, Dr. Svilen Purvulov, Dr. Ivalio Parchev, Mrs Bistra 
Anachkova, Mrs. Svetlana Todorova, as well as Prof. Derek Jones ffom the USA for 
their collaboration.
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Figure 30 1 Growth of the number of Bulgarian private Companies for the period 1989-91
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Figure 30.2 Subject o f activities of the private Companies

93% have up to 10 
employees

372% The owner is the only employee

44.8% up to 5 employees

11.0% 6 -10 employees

4.8% have up to 30 
employees

3.1% 11 -15 employees

13% 16 - 25 employees

0.47c 26 - 30 employees

2.2% have more 
than31 employees

0.9% 31 - 50 employees

0.57c 51 - 75 employees

0.87c more than 75 employees

Figure 30 3 Number o f employed and size of the Companies
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93%
87.2%

Figure 30.4 Motives of the entrepreneurs for starting their own business

51.6%
44%

27%

Figure 30.5 How the Bulgarian entrepreneur sees his shortcomings
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31 Research, training and 
experiences in the 
Hungarian entrepreneurial 
sector
Peter Szirmai

The historical background

Despite the fact that entrepreneurial activity has been legalized in Hungary since 1 January 
1982, from the early sixties and seventies we have had several cases of running these kinds 
of businesses. Düring that period we called it second form of economy or shadow (grey) 
economy A number of Hungarians had besides their legal job in the state monopolized 
economy, a second, unregistered source of income An example can be shown here 
regarding a fifteen year plan (1960-75) of housing, with an aim of building one million new 
flats, with two-thirds o f state and one-third of private construction industry participation. 
This plan has been implemented and around 1,030,000 flats have been built The rating of 
construction industry has, however, been reversed to one-third to two-thirds in favour of 
the private industry. ln other words this means that from Monday to Friday large 
construction Companies built 340,000 - 350,000 flats and on the weekends, by means of 
obsolete technology, Hungarians built 600,000 - 690,000 thbusand flats 

When the political leadership permitted private business in 1982, they believed nothing 
would really change except for legalizing the shadow economy.
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In 1982 frora one month to another thousands of new private businesses have been 
founded. Obviously, it was still a very underdeveloped form of activity with an unestab- 
lished tradition. Nevertheless, during one year 12,000 new ventures have been registered, 
most with poor accountancy knowledge and no legal experience

This means a deficit economy has been operating in Eastem Europe in the eighties 
where almost every alternative business found its position easily and no substantial efforts 
had to be made in order to become successful. Besides this most of the business has been 
focused as trade and Services, where minimal Capital was required.

In 1982/83 the govemment did not permit entrepreneurial associations and it was only 
later that the Hungarian Chamber of Commerce was founded together with a small busi
ness department.

T h e  b e g i n n i n g  o f  c h a n g e

On training needs

The entrepreneurial boom has been placed in Hungary in 1982-85 when more than 30,000 
private businesses were registered On the basis of the above mentioned facts the most 
urgent need has been registered in acquiring the knowledge of legal regulations. In this 
area the Small Business Department (SBD) has been organizing highly successful meetings 
with governmental representations for entrepreneurs on a monthly basis. The employees of 
the Ministries of Social Welfare, Finance and Justice also had the opportunity to study the 
opinions of private business people

These meetings have been of growing importance due to the fact that the govemment 
after 1985 became scared of the influence of private entrepreneurs Therefore, it tried its 
best to create obstacles to development of business through new taxes and punishment 
measures. Therefore, during 1985-88 the development stagnated, and by the end of 1988 
the businesses registered reached only 32,000. Nevertheless, in 1989 the Entrepreneurial 
Law introduction has been a positive motivational factor for private business. The SBD 
has also struggled politically and opposed the government's negative measures. In 1988 the 
SBD succeeded in Converting into the newly established independent Organisation, the Na
tional Association of Entrepreneurs (VOSZ)

Starting again

From 1988 the VOSZ began to actively Support business ventures in Hungary on a 
national basic. If had fought the counter-entrepreneurial efforts by all available means, 
including a 1 -year TV media advertizement campaign titled 'Here is the entrepreneur - we 
need him'.

The VOSZ also participated as one of the founders in the Hungarian Entrepreneurship 
Development Fund and the SEED Foundation, too It has been the author and one of the 
Sponsors o f the TV series titled 'The School of Business', which will be shown in twenty 
parts in the near füture on Hungarian TV Such organisations and ventures were designed 
to run all those functions VOSZ could not carry out directly, being an association with 
very specific purposes. The VOSZ also founded a Scientific Committee consisting of 
renowned advisors participating in the development of the VOSZ's economic policy. In 
1990 the Budapest University of Economics and VOSZ have created the Small Business 
Research Group at the University.
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The SBRG actively participates in the reform of the University's educational System In 
addition to conducting research, it has announced an entrepreneurial specialisation includ- 
ing the subjects o f business development, business planning, marketing, joint-venture 
organisations and business ethics, etc.

The educational materials have been prepared on the basis of active research in such ar
eas as Hungarian entrepreneurial credit System analysis. This involved interviewing sixteen 
banks conducting such Services in Hungary.

Furthermore, the SBRG developed a 4-year program for secondary school education. It 
also participates in conducting entrepreneurial activities in Hungary. It also actively takes 
part in training entrepreneurs through extemal organisations such as the International 
Management Center and the Social and General Sciences University

S m a l l  B u s i n e s s  R e s e a r c h  G r o u p  A c t iv i t y

The future

T h e  t r a n s f o r m a t io n  o f  p o lit ic a l  p o w e r  a n d  th e  n e w  le g a l r e g u la t io n s  h a v e  in c re a s e d  th e  
n u m b e r  o f  p r iv a te  b u s in e s s e s  t o  6 0 ,0 0 0  C o m p a n ie s  in  1991 w ith  a p p ro x im a te ly  3 5 0 ,0 0 0  
in d iv id u a l  e n t r e p r e n e u r s

Nevertheless, it is clear that there is no efficient way of getting out of the present crisis 
except for private business Support and an accelerated privatisation process. (The VOSZ 
always wanted to achieve a substantial ratio o f private property in the national economy).

One of the most important tasks is to introduce business education in Hungary with en
trepreneurial elements as a compulsory module at the secondary school level This is also 
where SBRG plays an active role. Besides this, a need is increasing for acquiring the expe- 
riences and knowledge of international marketing, law and management methods and 
styles This will increase in the near future

There is an important role played by the support ffom the PHARE and TEMPUS pro
gram Offices, and hopefülly, this co-operation will serve the interests of the transition to 
market economy
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32 The main directions of 
businessmen training and 
improvement of their 
Professional skills
Romualdas Razauskas and Gediminas Samuolis

Introduction

B u s in e s s  M a n a g e m e n t  is  n o t  o n ly  a  S c ie n c e  it is  a n  a r t ,  to o .  T h e  a u th o r s  o f  t h e  a r t ic le  a im  
a t in v e s t ig a t in g  o f  th e  f ir s t  p a r t  o f  th is  S ta te m e n t,  th a t  is t o  t ry  t o  e v a lu a te  t h e  s t r u c tu r e  o f  
b u s in e s s  S c ie n c e . T h is  q u e s t io n  is  o f  g r e a t  p ra c t ic a l  v a lu e  a s  it h e lp s  t o  s e t t le  th e  
p r o g r a m m e s  f o r  b u s in e s s m e n  tr a in in g  a n d  im p r o v e m e n t  o f  th e i r  sk ill a s  w e ll  a s  t h e  w o r k  o f  
th e  e d u c a t io n a l  S y s te m  in  th a t  fie ld .

What are we going to teach at business schools? What sort of education should a 
business manager have? Well-known Polish expert in management E Staroschiak used to 
ironize: '...you can't do well without a multiplication table, but this doesn't mean you 
should teach managers arithmetics '

Going along with the Statement above, it is very important to define what we are going 
to teach fiiture managers and what kind of knowledge they should get It is an urging 
question for Eastern European Countries, Baltic States included, which are going to enter 
Central and Eastern European markets On the other hand it is very important, because 
today almost ninety-five per cent of our production managers are technical engineers.

Business today requires broadminded people with wide ränge of knowledge It comes 
from the analyses of qualification structure and work of western managers. The authors of 
the article would like to speak about five different levels of businessmen education The 
Professional skills of a businessman can be evaluated according to these levels.

O n  th e  f i r s t  le v e l w e  u s u a lly  j u d g e  a b o u t  m a n a g e r 's  c o m p e te n c e  in  r u n n in g  th e  
e n g in e e r in g  a n d  te c h n o lo g ic a l  p ro c e s s  o f  th e  o b je c t  A  m a n a g e r  c a n n o t  S ta r t  o r  ru n  a  
b u s in e s s  i f  h e  d o e s  n o t  k n o w  th e  p e c u l ia r i t ie s  o f  a  te c h n o lo g ic a l  p r o c e s s  T h is  is  a  v e ry  
im p o r ta n t  m a t te r  e s p e c ia l ly  fo r  p ro d u c t io n ,  p ro c e s s  o f  p ro d u c t io n  a n d  m a rk e t in g  
m a n a g e r s .
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A businessman ought to know economics very well. Economic thinking and 
consciousness are very important criteria to every manager. These are the indispensable 
conditions for his work in this field. Economic thinking as well as economic consciousness 
and economic actions are not formed by ourselves. These things could be only developed 
by economic education, and this allows us to speak about the second educational level of a 
businessman.

N e a r ly  e v e r y th in g  m e n  d o  in  th e  m o d e rn  w o r ld  is  h e lp e d  o r  e v e n  c o n tro l le d  b y  

C o m p u te rs . V a r io u s  S y s te m s  o f  a u to m is a t io n  a s  w e ll  a s  m e a n s  o f  c o n tro l  a n d  in fo r m a t io n  
P r o c e s s in g  g iv e  a  g r e a t  h e lp  t o  a  m a n a g e r  in  h is  w o rk .  F o r  e x a m p le  J a p a n e s e  h a v e  a l r e a d y  
s ta r te d  t o  in t r o d u c e  a  P r o g ra m m e ,  w h ic h  is  c a l le d  'in fo rm a tio n a l so c ie ty '. T h is  is  in e v ita b le  
f o r  u s , t o o  A n d  th is  is  t h e  th i r d  e d u c a t io n a l  le v e l f o r  a  b u s in e s s m a n .

A manager does not have first-hand contacts with the process of production. In a well- 
balanced System a manager takes part in the process of production through his 
subordinates This is why the management o f production and business, as a matter o f fact, 
is the management of people. A manager is supposed to know people, their interests and 
needs. They should study the psychology of collective work and social psychology.

Business management is not only a Science, it is an art, too. A manager is supposed to 
have good manners and to be a person of culture. He should get a moral training, too.

And the fifth level concems ecology. With the intensification and increase of 
industrialisation in modern world very many environmental - ecological problems have 
arisen First at all those, who operate production, ought to feel the need for reducing 
negative human impacts such as conteination of atmosphere, ground waters, vail erosion, 
pesticide transfere to the waters, etc. Every manager should understand the importance of 
ecological problems. Businessmen training and improvement of these skills Programme 
ought to teach future managers ecological culture, too, this should be one of the most 
important points of the whole business training programme.

These are the main things which predetermine any businessmen's high Professional skills.
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33 A summary of workshop on 
Eastern Europe
Roy G. C. Damary and Marika Konecna

Participants in the workshop contributed views from Hungary, Czechoslovakia and Bul- 
garia, together with Western experience on entrepreneurship covering Poland and Russia 
Eastern Europe is in such a particular Situation that transfer of the Western experience in 
entrepreneurship or application of experience in the Third World of entrepreneurship re- 
quires the greatest care Moreover, there are differences from country to country, although 
they can be divided into two main groups (plus a third with Eastern Germany, which repre- 
sents a unique case not treated in this workshop):

- the central European group of Hungary, Poland and Czechoslovakia In these coun
tries there has been a longer experience of privatizing the economy. Hungary was the 
first to take the route towards privatization having begun in the 1970's; Poland began 
its transformation in the 1980's and only Czechoslovakia is relatively slow with the 
change to a free market economy beginning only after the Revolution in November 
1989. Nevertheless, all three countries have memories of the pre-communist era and 
have had a long tradition of an industrial and entrepreneurial base before the second 
World War. To some extent, Hungary and Poland have been privileged in terms of 
attention and investment from the West This group of three have fairly well estab- 
lished Iaws on ownership and business and there is considerable tolerance among the 
population for entrepreneurs and entrepreneurial success In all three, however, pri
vate firms are still very tiny, although there are many thousands of them
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- the Eastem European group consisting of Russia and the other former Soviet 
Republics, together with Bulgaria and Romania In these countries there is a wide- 
spread anti-entrepreneurial attitude expressed in jealousy, mistrust, vandalism of the 
signs of wealth and a perceived equivalence between entrepreneurship and black mar
keteering All three countries have an inadequate legal framework for private enter
prise. In the former Soviet Union it has been so long since private enterprise was al
lowed that there is no 'folk memory' left Bulgaria does not have an historical indus
trial base As for Romania, it was so totally destroyed by the Ceausescu regime, that 
the economy has to be built on ruins.

Another contrast between group 1 and group 2 is the level of salaries and costs There 
is already an Order o f magnitude between Western salaries and those of the Central Euro
pean group, but there is a fürther order of magnitude between that group and Eastem 
Europe Experiences in all these countries have reflected cross-cultural conflicts between 
Westemers and the beneficiaries o f training in entrepreneurship. Westemers tend to carry 
an attitude of ’we know best' and the cost and salary differentials easily give rise to 
perceived exploitation Generally the East Europeans are suspicious of motives of West 
Europeans offering entrepreneurship training

The demand in Eastem/Central Europe for entrepreneurship training is huge So far it 
has been offered by Westemers on the basis o f philanthropy linked to the business hope 
that 'taking a Position today will put one in a strong position when the economies tum 
round'. Westemers in the workshop hoped that an economic motive in their seeking to as
sist Eastem/Central Europe could be perceived as honourable. In current circumstances, 
anyone wishing to offer courses in Eastern/Central Europe has to be quite entrepreneurial 
to find an economic basis for them in the first place!

Despite the reservations expressed above, most Eastem/Central European countries 
look to the West, particularly the United States but also Western Europe, for their models 
in establishing a free enterprise economy and entrepreneurship. In fact they look so much 
to the West, they tend to ignore each other They also feel that any training in 
entrepreneurship must have Western instructors or at least a strong Western component 
both because local instructors are not available in sufficient numbers and because they lack 
credibility in the eyes o f the students. An additional complication in Eastem/Central 
Europe is that people who have become successful entrepreneurs are unwilling to share 
their experience publicly.

Although all participants perceive entrepreneurship as an important component of eco
nomic reform in Eastem/Central Europe, it must be remembered that the governments are 
so preoccupied with the theme of privatisation, i. e. disposing of the state-owned enter- 
prises, that they give relatively little attention to creating laws and an environment to en- 
courage the Creation of new ventures.

The workshop recommendations included:

- that Eastern European countries share their experience in entrepreneurship education, 
particularly on the basis of relations between their universities. They could even share 
policy development entrepreneurship between universities so as better to advise their 
governments

- local partners for all entrepreneurship training are needed for the translation and adap
tation of Western material

- a Western partner involved in training entrepreneurs should be willing to let go over 
time and allow courses to be run by local instructors The idea was mooted of an
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’alter-ego', a local instructor who could follow the course of a Western instructor and 
eventually take it over

- that preference be given to private or non-governmental institutions as partners for 
training entrepreneurs, includi'ng universities. Government blessing is very helpfül, but 
being too closely dependent on a given govemment runs the risk o f losing all 
influence if a govemment changes

- that counselling to entrepreneurs needs to be a component added to formal training
- that cultural differences have to be accepted in the short run and worked within as 

culture change will take at least a generation. Nevertheless, without an attempt now 
to change the culture will not change even within a generation.
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34 Entrepreneurship education 
in a new South Africa
Akbar A. 1. Boot ha

It is no secret that South African politics is going through a drastic change - an exciting 
change for many, uncertainty for some, high expectations for others. We are going through 
a revolution which we are conscious and aware of The fact that we are conscious and 
aware o f the profound changes taking place in South Africa, provides us with a unique op- 
portunity to manage these changes

The discussion amongst all people in our country these days is the changing South Af
rica. The question which preoccupies everybody is: 'What is going to happen afler the 
change?'

These changes will certainly have an impact on business International focus is on us. 
Sanctions are falling away, world markets are opening up for our products. Our entrepre
neurs will now have to compete with international businessmen, both intemally and exter- 
nally.

Against this background the following question arises. Are South Africans sufficiently 
equipped with the necessary skills and expertise to take on this world competition?

My answer to this question is yes, some South Africans are, but the majority are not. 
Our black population has not been equipped with the necessary skills to enter any 
competition Management education has been the right and privilege of those belonging to 
the white race

A lth o u g h  th e  S y s te m  o f  a p a r th e id  is  fa llin g  a w a y , th e  p o lic y  w ill le a v e  l e g a c ie s  o f  e c o 
n o m ic  a n d  e d u c a t io n a l  in e q u a li t ie s  a m o n g  th e  d if fe re n t ra c e s  o f  th e  c o u n t r y  A p a r th e id  
g a v e  r i s e  t o  g r o s s  in e q u a l i t ie s  o f  s k ills  b e tw e e n  th e  w h ite  a n d  b la c k  m e m b e r s  o f  th e  
s o c ie ty  E n t r e p r e n e u r s h ip  e d u c a t io n  h a s  b e e n  a lm o s t n o n  e x is te n t  in  th e  b la c k  c o m m u n ity ,
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which represents the majority of the South African population.
I believe that a democratic culture in a new South Africa with equal business opportuni- 

ties for all cannot be a reality until steps are taken to narrow the gap created by the dis- 
criminatory System of the past '

My discussion is organized as follows:
I will first deal with the background to apartheid education and its effect on black entre

preneurship in South Africa.
Thereafter I will briefly touch on entrepreneurship education in South Africa and point 

out its limitations in narrowing the gap created by apartheid
F in a lly , I  w ill p r o p o s e  c e r ta in  p o s s ib le  S o lu t io n s  t o  p ro b le m s  c r e a t e d  b y  th e  p a s t  s t r u c -  

tu re s .

The policy of the present government regarding black education was illustrated by Dr. 
H F Verwoerd in Parliament in 1953. 'Education must train and teach people in 
accordance with their opportunities in life, in accordance to the sphere in which they live... 
native education should be controlled in such a way that it should be in accord with the 
policy of the state'. (Dr. Verwoerd was the Minister of Native AfFairs when he made that 
Statement and later became the Prime Minister of South Africa).

The Statement o f Verwoerd came about as a result of the Eiselen Commissions report 
In January 1949 the Nationalist government, believing that schooling was an essential 
means in bringing about apartheid, set up a Commission on Native Education under the 
chairmanship of Dr. W.W.M. Eiselen. The main terms of reference were:

'the formulation of the principles and aims of education for Natives as an independent 
race, in which their past and present, their inherent racial qualities, their distinctive 
characteristics and aptitudes, and their needs under ever changing social conditions 
are taken into consideration.'

The Bantu Education Act was introduced, subsequent to the report, giving wide powers 
to the Minister. Syllabuses were adapted to the so called black way of life and black lan- 
guages introduced into the black schools

The control o f black schools was also slowly taken away from the missionary bodies and 
placed under the Department of Native AfFairs

1t is important to note that segregationist education did not begin with Verwoerd It had 
been established long before and existed even in the period of mission school predomi- 
nance Compared with whites the expenditure on black education was always low. In 1930 
the per capita e>penditure on white schooling was £ 22 and for black schools £ 2 In 1945 
it was £ 38 for whites and £3.10 Shillings for blacks

With the abolition of apartheid after President De Klerk's famous speech in February 
1990, Bantu education is still alive and kicking

In terms of the existing South African Constitution, education is defined as an own af- 
fairs White education falls under the Minister of Education and Culture, black education 
under the Minister o f Education and Training, coloured education under the House of 
Representatives and Indian education under the House of Delegates.

State expenditure on black education since 1970 has been steadily increasing Whereas 
expenditure on African education constituted 16 per cent of the total education budget in 
1969/70, it constituted 48 per cent of the total education budget in 1992. White 
expenditure decreased ffom 70 per cent in 1969/70 to 33 per cent in the 1991/92 budget 
This is a substantial change but the population figures must not be ignored when making 
this comparison The total African population according to 199! estimates was 29 million, 
in comparison with only 5 million whites
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However, it is encouraging to note that the Minister of Education and Culture 
announced in April 1991 that there would in the future be a single education System for the 
whole country, which would have to meet general acceptance

It is heartening to observe that South Africa is moving towards change and apartheid is 
becoming part of history. But, there is no doubt that a wide gap has been left between the 
white and black members of the society.

In 1990 only 37 per cent o f Black matriculants passed the examination and 8 per cent of 
those got matriculation exemption, entitling them to university entrance The figure among 
whites was 96 per cent pass and 41 per cent exemptions.

Business and management education from the basic school level has been almost non
existent in the black community.

The 1989 figures show 44 per cent o f black Standard 10 pupils took history as a subject, 
37 per cent took geography, but only 8 per cent enrolled for accountancy, 16 per cent for 
business economics and 10 per cent for economics A typical matriculation certificate of a 
Student out o f the Bantu Education System would look as follows: English (Standard 
grade), Afrikaans (Standard grade), Xhosa/Zulu/Tswana (higher grade), History (higher 
grade), Geography (higher grade) and Biology (Standard grade). This explains why there 
were (according to 1987 statistics) only 227 commerce graduates at universities amongst 
blacks compared with 4,188 in the education faculties and 2,273 in the arts faculties.

Looking at these statistics it is not surprising that black owned enterprises are estimated 
at less than 4 per cent of the total number of businesses in South Africa.

However, it should be remembered that it is not only the education System which has 
caused this but the whole System of apartheid Time does not permit me to discuss the 
Group Areas Act, and various other legislation measures which also played a significant 
role in bringing about the present state of affairs. I have emphasized only education as I am 
talking to educators

Now I would like to briefly touch on post matric management or entrepreneurship edu
cation.

The normal Bachelor of Commerce degrees offered at universities contribute little to
wards making entrepreneurs. A Student graduating with the B.Com degree is hardly 
equipped to go out into the world and open his own business The courses are very aca- 
demic and not integrated Although the Programme is offered over a minimum period of 
three years, graduates need to get additional qualifications and experience to make a 
success in the business environment.

Many of the larger universities have business schools offering post graduate courses 
such as the MBA The MBA was originally brought in from the United States and the 
American curricula or formula are sometimes rigidly adhered to, which does not help us 
meet South African challenges Furthermore business schools have been concentrating on 
management of large Organisation In this sense they have been producing good workers 
but not entrepreneurs.

In an interview with Business Day on 26 November 1991, Syd Catton, chairman of the 
Public Relations committee of the South African Board of Personnel practice said: 'South 
Africa has not succeeded in correlating supply and demand in any of its university courses. 
When attempts are made to do so, they are usually too historic to have any relevance and 
such research as is available, for example the Human Sciences Research Council, is not 
disseminated ' Mr Catton goes on to say, 'business schools generally fail to see themselves 
as in Service to the community'.

’lnstead of developing an awareness of how the integrated components of the business 
community fiinctions, they tend to be simultaneously out of touch with overseas de
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velopments and slow to react to local trends. At the same time the business 
community does not have a unified voice'

Even those business schools which commit themselves to meeting the needs of the com
munity have a hard time identifying what these are when trying to reconcile the agendas of 
the various bodies such as Sacob, Sakekamer, Fabcos etc.

Then we have the private business Colleges Business Colleges or commercial Colleges as 
they are known by many, have somehow been taken for granted; but they have been play- 
ing a very significant role in Management Development for quite some time now.

These Colleges have been offering several practical and cost effective options to people 
who are either not ready or able to take a full scale university degrees.

The institutional exams offered by many business Colleges are equivalent to matric plus 
three years, although these courses are compressed into one and two years. Fortunately, 
the market place has recognized the value of these courses and students coming out of 
these programmes are offen snapped up by commerce and industry.

In fact business schools attached to universities have in recognition of the importance of 
these short courses introduced programmes in direct competition.

Technical Colleges too are beginning to play a bigger role in commercial education. Be- 
tween 1986 and 1990 black Student enrolment at technical Colleges increased by 135 per 
cent whereas enrolment of white students decreased by 10 per cent. About 32 per cent of 
this enrolment is in commerce, which is encouraging.

Universities have in recent years begun establishing centres and institutions within busi
ness schools to improve management and entrepreneurship education. A good example is 
the Unit for Entrepreneurship and Small Business Management of the University o f Stel
lenbosch Business School.

There is also the Centre for Developing Business at the Wits Business School, the Small 
Business Advisory Bureau of the University of Potchestroom, just to name a few. These 
centres and units are in my opinion, playing a significant role in entrepreneurship education 
and training They offer short and medium term courses, which are of a practical nature.

The Centre for Business and Management at the University o f Bophuthatswana, of 
which I am Director, has been established with almost the same principles and objectives

The Bophuthatswana National Development Corporation, having realized that one of 
the greatest needs in the sub-continent is for trained and skilled managers and 
entrepreneurs, approached the University of Bophuthatswana to help address this 
particular problem.

A joint steering committee was set up in 1988 for the establishment o f the Centre under 
the chairmanship of Mr D O Lenamile, a member of the University Council

The centre was officially launched on 9 August 1990 following a donation by the 
BNDC

The Unibo Business Centre, as it is commonly known now, focuses on structured certifi
cate programmes, non-certificate programmes, Seminars and workshops and private sector 
requested programmes.

The centre has only four full time employees There are no full time lecturers in its em- 
ploy. Persons with appropriate qualifications and experience in the relevant courses are 
identified and appointed on a temporary part-time basis to present courses Although this 
System does place an additional strain on the existing full-time staff, it is found to be cost 
effective and ensures that students are at all times provided with appropriate expertise

We try to work closely with academics from our own university, other universities, as 
well as business executives and private Consultants There is one Programme, the Manage
ment Development Programme, which we are running jointly with the Unit for Entrepre
neurship and Small Business Management, University of Stellenbosch Business School
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There is another Programme, which runs jointly with the Rand Afrikaans University.
The Unibo Business Centre, like its other counterparts, exists in a semi autonomous 

relationship with the university. It is required to generate its own income or depend on 
private sector sponsorship for survival.

Notwithstanding their importance in narrowing the gap created by apartheid, these Cen- 
tres and units have a serious problem because they are treated like Step children. Govern
ment subsidies available to universities are not at their disposal Some of them, I am told 
even have to pay rent to the university for space occupied This makes the cost of certifi
cate and non certificate programmes very expensive; sometimes more expensive than an 
MBA degree Programme which is subsidized.

Having listened to these facts you will agree that something more must be done to create 
entrepreneurs in the black community and bridge the inequalities of skills created by apart
heid education and apartheid System as a whole In addition to this gap I have been refer- 
ring to we have a serious economic problem in our country.

Thevalue of our currency has been steadily declining, $ 1.30 for RI in 1980 to the pre
sent 35 U S Cents for one Rand We have a high inflation rate averaging about 15 per cent 
and high unemployment. According to Chris Stals, the Reserve Bank Governor, only fifty- 
five percent o f the total economically active population of thirteen million people is 
employed in the formal sector. It is estimated that more than 2 million people are 
unemployed and about four million eam some kind of living in the informal sector The 
low gold price is causing mines to retrench employees It has been reported by the 
Chamber o f Mines that fifly thousand mine jobs have been lost in the last 18 months.

Our neighbours, Mozambique, Angola, Zambia and Zimbabwe are impoverished and 
economically bankrupt. Our politicians, as well as those in our neighbouring States have, 
instead of concentrating on efificient govemment and economic stability, been 
concentrating on developing an ideology which has hopelessly failed

Part of the Solution to this problem, in my opinion, can be found in entrepreneurship de
velopment amongst blacks: Small Business Development We cannot depend only on large 
scale investment and the establishment o f big industries to solve the economic problems 
and create full employment People must be educated towards seif employment and move 
away fforn thinking like workers The slave mentality must disappear

Something must be done to develop entrepreneurs world wide but something more must 
be done in South Africa We must teach all people basic business and management skills. 
We must create an entrepreneurship culture in the community.

How do we achieve this?
I believe that the entrepreneurial educational institutions can play a major role in this:
Firstly they must unite to address the problem An association of South African small 

business training and educational institutions must be formed, perhaps under the auspices 
of an international body, to look at ways and means of creating an entrepreneurial culture 
in South Africa

As a united force with international backing we can exert pressure on the govemment to 
recognize the need for small business development and influence them to financially Sup
port these training institutions in a manner similar to the support which is being given to 
tertiary education Basic management and business education should also be encouraged at 
school level particularly at secondary schools. This is a certain way of creating an entrepre
neurial culture

Furthermore entrepreneurship educators must look at introducing courses in motivation 
and seif confidence in addition to the normal business courses People who have been op- 
pressed have certain psychological disadvantages and they must be helped to overcome 
these These courses would apply not only to the black population which has been disad-
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vantaged but all people How many people have you not come across with brilliant 
business ideas but have failed to implement them for not only the lack of know how but the 
lack of confidence?

Courses must be short so far äs the number of contact hours are concerned People, es- 
pecially adults, cannot afford to spend years studying full time at university. More use must 
be made of Consultants and successful entrepreneurs in training, to make courses more 
practical and perhaps even cheaper. The business community can play a big role in this by 
making their personnel available. There should be a proper mix between academics and 
private Consultants to make courses effective.

Furthermore, we all know that govemments are slow to react to needs and therefore the 
business community must take over in providing financial assistance for these courses. The 
business community must be made aware of the need for entrepreneurship education. This 
can only be done by the educational institutions if they speak with one voice - therefore the 
importance of an association

The international educational and training institutions also can play a major role in assist- 
ing to correct the balance. They have vast experience, well qualified personnel and 
financial strength. They could, firstly, make available to us their training programmes 
which have been developed over the years. They can come on lecture tours, (financed of 
course by their respective institutions) to help create the entrepreneurship culture. More 
important, they can play a big role in training the trainers. You have excellent research and 
training facilities. You have the expertise.

Share this with our training institutions Make your facilities available to us. Through 
your contacts with major foundations, South Africa's educators can be exposed to your 
Systems without any cost to them or yourself. 1t would be more beneficial if you provided 
training for one educator or trainer front South Affica then giving a scholarship for 10 pro- 
spective entrepreneurs.

The South African society has developed great respect for foreign programmes Let us 
endeavour to offer some programmes jointly in South Africa and have a closer link with 
one another

ln conclusion, I would like to say that the greater the involvement of the international 
community in South African entrepreneurship education, the greater our chance of 
success I therefore close by extending an invitation to you to hold a future Conference of 
this nature at my university, the university of Bophuthatswana. By you coming there and 
seeing for yourselves you will appreciate the problem much better than hearing about it 
10,000 kilometres away.
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35 A training concept for 
entrepreneurs

Johan Nortje

Preamble

This contribution will deal mainly with business skills training for entrepreneurs and 
mentor ship for newly established business persons, but will link this training to a total 
upliftment programine, which in essence will involve five other separate training phases as 
well

It will set out to establish a format for a training programme to develop the often 
ignored, but inherent ability of many of South Africa's population whom for want of a 
better education and training, have been relegated to what is commonly known as the 'lost 
generation', yet have remarkable inherent entrepreneurial ability

This 'Lost Generation', as this mass of illiterate, semi-literate, unskilled and therefore 
basically unemployable group has been called, must be uplifted from their predicament 
before this country can advance fürther along the road of industrial development and the 
achievement of full first world Status, while at the same time those with that special ability 
will be taught the additional skills needed for business and also helped to establish 
businesses.

Introduction

The 'Lost Generation', is a term we now know means those who have had little or no 
education, minimum or no skills training and thus are not productive members of South 
Africa’s economy, for they cannot be employed in any Situation except as basic labourers in 
labour intensive projects
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South Africa, with all its wealth in minerals and other assets has a vast problem with 
these uneducated and untrained masses, who through their unfortunate inability to 
undertake anything except the most basic labouring tasks, cannot conceive or contribute 
positively to the needs of a modern day industrial world, except in the most menial way, 
being illiterate and unskilled

South Africa has utilised these unskilled people most successfully in the past, when 
massive projects required their basic labouring skills, but unfortunately little consideration 
was given to their fuller development.

Today there is no legislation to prevent their rise, but nor are there any extended major 
Capital project requiring masses of unskilled labour The few projects available now require 
both literacy and practical skills for virtually the lowest category of worker, for projects 
today and in the füture, will rely upon far higher technical skills than their predecessors.

Thus this vast untapped source of potentially skilled labour needs only two requirements 
to enable them to become a vital and contributory force to South Africa's future industrial 
growth Requirements which are taken for granted by most people. That is simply the 
ability to read and write and to have a market related skill at their fingertips

However, notwithstanding this need, a vast proportion of this 'Lost Generation' have 
kept themselves and their families alive through inherent entrepreneurial skills from 
gardening, washing cars and selling goods in the Street.

They had the ability to see an opening or a gap in the market place and seized this 
opportunity thus capitalising on their ability A high majority of the 'informal sector', as this 
entrepreneurial group has now become known, is made up ffom previously unskilled and 
unemployed persons, who seized upon the only opportunity they had left, and become 
businessmen Many are totally seif taught, but they are earning a living, and becoming 
successfiil, some even prospering well.

What is needed in South Africa is a plan to capitalise on this ability and to ensure that 
many more people enter the entrepreneurial market, rather establishing formal enterprises 
than just being an informal business Operation To grow within this market most 
entrepreneurs will need both fünctional literacy and a market related skill, for what South 
Africa desperately needs is skilled entrepreneurs Entrepreneurs who can manufacture or 
construct and employ skilled persons themselves For to expand the nation's ability the aim 
must be towards first world Status for all its citizens

The plan in broad outline

The objeclive

The main objective of this document is to prove conclusively that in spite o f misgivings 
which academics, industrialists and businessmen may have, it is possible to capitalise upon 
the inherent entrepreneurial skills which this 'Lost Generation' possess It will also show 
there is a way to lift the entire 'Lost Generation' out of their oblivion and turn them into 
highly productive skilled workers, within a relatively short time span and at an acceptable 
cost In most cases this must first be achieved, because there are many thousands of the 
'Lost Generation' who need upliftment and from where many new entrepreneurs could 
emerge, compared to the all too few existing entrepreneurs who could also benefit from 
improvement in business skills
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The method

In essence this will be achieved by providing a total uplifiment programme, but with multi- 
entrance points which will allow any level of person to enter the programme at a point 
commensurate to their ability, be they a total illiterate, a semi-literate, a semi-skilled 
worker desiring to become a skilled worker, or even skilled workers and existing 
successfül entrepreneurs whishing to obtain a füll ränge of business skills.

The evaluation of trainees to identify the potential entrepreneur will be accomplished by 
daily monitoring of all trainees. All trainees will undergo assessment tests prior to their 
skills training in Order to determine direction. Thereafter follow up tests will be undertaken 
which will deal specifically with business ability and entrepreneurial potential.

The total upliftment programme will follow five separate phases designed for entry at 
phase 1, but as stated allowing for any phase entry as required excepting directly into the 
M  phase.

The five phases

The five phases are shown as follows:

- Phase 1: Functional literacy in the mother tongue
- Phase 2: Functional literacy in an official language
- Phase 3: Extended training in a market related skill
- 'B' Phase: Business skills training for selected persons with identified 

entrepreneurial potential
- Phase 4: Placement in industry and follow up for all skilled trainees and those 

'entrepreneurs' who did not achieve the top positions under the 'B' phase
- ’M1 Phase: Mentor ship and guidance for entrepreneurs commencing their own 

business. This is the only phase which cannot be entered direct.
- Phase 5: Further on-going development which will allow for continuous upgrading 

of all skills limited only by a trainees own ability

Figure 35.1 A diagrammatic presentation of a training concept for entrepreneurs
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Introduction

It is essential to understand that entrepreneurial ability is normally an inherent skill, bom 
into a person and cannot be readily taught. However what can be taught is the ability to 
capitalise on this inherent skill, so that the finer points of all aspects o f business are passed 
on to those with ability.

As there are no previous guidelines which can be used to estimate exactly what 
percentage of trainees will be identified as suitable candidates for this additional training 
Training centres must initially assume the figure will be between three per Cent to ten per 
Cent of the total available trainees Time alone will give a more accurate estimate of the 
numbers that should prodeed on this phase

It must also be realised that of any selected group, identified for this special training, 
again only an estimated three per cent to ten per cent will be a truly top entrepreneurial 
ability. These top few will be identified by various established methods.

Selection o f trainees

Trainees will normally be selected front the total upliftment Programme and so must come 
fforn graduates o f phase 3, which is the extended skills training phase. For this is the phase 
that provides a trainee with a needed market related skill, and if they have the 
entrepreneurial ability, they can now also attempt to ’go it alone' without any further tie up 
to the Programme.

However, not many will try this, especially if they can receive the additional training 
which will ftrmly ground them in business skills.

In addition for the top few achievers on this 'B' Phase, they have the exciting prospect of 
actually being financially assisted in Order to establish themselves as independent small 
businesses Therefore each of the proceeding education and training phases will be closely 
monitored throughout all stages to identify those who exhibit entrepreneurial potential, 
have leadership ability and are also totally reliable.

The monitoring of trainees will be undertaken as pari of the normal evaluation of each 
trainee, throughout their daily training, as well as their competency based evaluation 
testing.

Modified sections of established business games, as well as portions of free enterprise 
courses will be utilized as testing samples The trainees will be carefully watched to 
determine which of them have the potential to access any Situation, both form the Standard 
'artisan' related approach, specifically for their skill and also from a business angle This 
will involve simple tasks such as stock availability, material wastage, which reflects upon 
profitability and an acceptable level of production, again bearing directly upon profitability

This will be the normal procedure, for as stated, the skills training is in fact part and 
parcel o f the entire upliftment Programme, and thus even those who exhibit no inherent 
potential will have been exposed to simple business methods

The skills

The skills which will be taught to these selected trainees will consist of the full spectrum of 
skills needed to successfülly operate any business Obviously the emphasis will follow the 
traditional format of material, management, manpower, machinery, money and market But 
this is just the Start, for each facet of the foregoing will be broken down into the finer

Business skills training - the ’B' phase
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p o in ts .  T h is  w ill b e  c o m b in e d  w ith  e s ta b l is h e d  f r e e  e n te rp r is e  S y s tem  id e a ls  s u c h  a s  
q u a n t i ty  v e r s e s  q u a l i ty ,  in te rn a l  c a s h  f lo w , c o n s u m e r  c h a in  a n d  c o m p e t i t io n  to  n a m e  a  few .

Trainees will also be taught purchasing procedures, correct inventory levels, stock 
control, profitability, organizing manpower, management and marketing of their product, 
amongst other business related skills.

Exposure to talks ffom successful existing entrepreneurs, who have commenced their 
own operations, will form part of the course Here trainees will receive first hand 
knowledge and advice on various specific aspects ffom those that have experienced the 
struggle, but have emerged successful.

Mentor ship and guidance for entrepreneurs - the ’M' phase

Introduction

History teils us that most new businesses fail within the first two to three years, and this is 
what must be avoided at all costs.

The failure o f many businesses results ffom many factors, each contributing to become 
an overwhelming bürden to its owner, who eventually closes down

To negate and reverse this trend it will be vital to provide each of the newly established 
entrepreneurs with mentors, possibly ffom their financial backers, who can guide them 
over this initial period. For the best of the entrepreneurs will still make basic mistakes, 
such as tending to buy short runs when a longer run could increase profitability Obviously 
this type o f Situation must be coupled to available Capital, correct inventory levels and 
projected short and long term turnover, to name but a few pitfalls In short the new 
entrepreneur needs time to gain practical experience in the market place, under the 
watchfiil eye of his mentors.

Eligibility

This phase is not in the true sense a theoretical training phase, but a total practical work 
experience phase For in fact it is the initial establishment of the top few percent of the 
entrepreneurs course in their own business, as well as providing the necessary guidance for 
them until they are on a sound footing, while they are actually running their own 
enterprise.

It is  a ls o  t h e  o n ly  p h a s e  w h ic h  c a n n o t  b e  e n te r e d  d ire c tly  f fo m  th e  o u ts id e .  F o r  a l th o u g h  
it is  t h e  m e n to r  s h ip  p o r t i o n  o f  th e  P ro g ra m m e , d e s ig n e d  to  e s ta b l is h  p o te n t ia l  
e n t r e p r e n e u r s  in  th e i r  o w n  b u s in e s s e s ,  th is  fa c il i ty  m u s t  b e  r e s e r v e d  e x c lu s iv e ly  f o r  th o s e  
w h o  h a v e  f o l lo w e d  th e  to ta l  P ro g ra m m e  o r  a t  le a s t  a  s ig n if ic a n t p o r t i o n  o f  it.

For the training will have been sponsored by many different organisations, commercial 
and industrial concems, state organisations, community and social groups, as well as 
concerned individuals. These organisations will have fiinded the training, as well as helped 
to monitor it, through liaison committees and thus they will naturally be reluctand to assist 
any non-trainees to open up their own small business, be it an informal, or a more formally 
structured one •
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Business eslabhshmenl

This will be undertaken in the following manner:

-  T ra in in g  c e n t r e s  a n d  sm all b u s in e s s  d e v e lo p m e n t  c e n t re s  w ill, t h r o u g h  th e i r  
p la c e m e n t  p e r s o n n e l ,  w h o  t h r o u g h o u t  th e  u p l if lm e n t  P ro g ra m m e  w ill h a v e  b e e n  in  
c o n s ta n t  l ia is o n  w ith  m a jo r  c o m m e rc ia l  a n d  in d u s tr ia l  c o n c e m s , p e r s o n a l ly  
in t r o d u c e  th e  t o p  p o te n t ia l  e n t r e p r e n e u r s  t o  th e s e  o rg a n is a t io n s .

-  T h e s e  o r g a n is a t io n s ,  b e c a u s e  o f  th e i r  c lo s e  c o -o p e ra t io n  a n d  p re v io u s  a s s i s ta n c e  t o  
t h e  P r o g ra m m e ,  w ill n o w  b e  r e q u e s te d  to  h e lp  f in a n c e  th e s e  e n t r e p re n e u r s ,  b y  
m e a n s  o f  a  lo a n  o f  s u f f ic ie n t  m a g n i tu d e ,  t o  a l lo w  th e  fu ll e s ta b l is h m e n t  o f  th e  
p r o p o s e d  b u s in e s s

- A  fu n d  m u s t  b e  s e t  u p ,  r ig h t  f r o m  th e  S ta rt , b y  all o rg a n is a t io n s  c o n tr ib u t in g  t o  th e  
s p o n s o r s h ip  o f  th is  to ta l  u p l i f tm e n t  P r o g ra m m e  T h is  w ill b e  a  'R is k  C a p i ta l  F u n d ' 
e s ta b l is h e d  f o r  th e  p u r p o s e  o f  f u n d in g  th e  t o p  p o te n t ia l  e n tre p re n e u rs .

The mentors

It is proposed to draw mentors from participating organisations in the same manner which 
the Junior Achievement course, run by various universities nation wide, provides highly 
trained specialists as mentors and guidance councillors, for school students, during the 
short period they run their own small business. Therefore this mentor ship will include 
financial advisors, production and sales specialists as well as personnel, materials 
management and quality control experts to name but a few. Each newly established 
enterprise only requiring the correct number of mentors in accordance with its size and 
product.

The mentors will not be permanently based in the various businesses, but will rather act 
as Consultants, perhaps only visiting each of their particular charges weekly, o f later bi- 
monthly or monthly They will however be only a phone call away from all the 
entrepreneurs under their guidance, thus always being able to provide instant advice or 
recommendations.

Conclusion

The tiny country of Singapore is only twenty-seven years old as a nation, for it separated 
from Malaysia on 9 August, 1965. Yet today it is rated the fourth best place in the world 
to do business in, after Switzerland, Japan and Germany. It tied with the United Kingdom 
for sixth position in the world economic rankings, has an Overall economic growth rate of 
seven per cent and in 1988 its economy grew by eleven per cent This country's lists of 
achievements are endless. How has this small island, with basically no natural resources, 
which was forced into becoming an independent nation, been able to achieve such 
remarkable progress in just twenty-six years?

O n e  o f  th e  m a in  a n s w e r s  lie s  in  th e i r  to t a l  b e l i e f  in  d e v e lo p in g  th e ir  m o s t  a b u n d a n t  a n d  
o n ly  re a l  n a tu r a l  r e s o u r c e ,  th e i r  p e o p le  H e r e  e d u c a t io n  a n d  tr a in in g  a re  n o t  s e e n  a s  a  c o s t  
o r  a  n u is a n c e  v a lu e ,  b u t  a s  a n  in v e s tm e n t  in  h u m a n  C ap ital fo r  w h ic h  a n  e x c e l le n t  r e t u m  is  
g u a r a n te e d  a n d  c o n t in u a l ly  a c h ie v e d .  T h is  s im p le , b u t  s ig n if ic a n t p h i lo s o p h y  h a s  r e s u l te d  in 
t h e  h ig h  g r o w th  r a te ,  e x c e p t io n a l  p ro d u c t iv i ty  le v e ls , h ig h  S ta n d a rd  o f  liv in g , z e r o  in f la t io n ,  
h ig h  l i te r a c y  a n d  s k ills  le v e l, a s  w e ll a s  m a n y  o th e r  s ig n if ic a n t a c h ie v e m e n ts .
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Training for artisans always suffers, when times are hard, but even more so does training 
for those who need it even more and for whom there has never been any comprehensive 
training or upliftment Programme, the 'Lost Generation'. Likewise the training of potential 
entrepreneurs, never before attempted in the format outlined in this document must be 
undertaken, for this will also create the necessary base of an eventual middle dass business 
community, capable of creating large scale employment and job opportunities mongst their 
own people.

If this portion of the training is tackled with initiative by people and organisations with 
vision, the total training Programme, especially including the entrepreneurial phases, could 
enable South Africa, within a few years, to experience a similar phenomenon as great as 
the industrial revolution experienced in England in the 1800’s.
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36 More questions than 
answers
Jan B. Pretorias

Introduction

In South Africa, the interest in developing, promoting and taking part in Entrepreneurship 
runs high - maybe higher than the expertise had needed to realise expectations. It is vitally 
important for a developing country like South Africa to truly maximize its potential 
entrepreneurial material The Potchefstroom University for Christian Higher Education has 
for many years been the home of the Small Business Advisory Bureau (est 1961). (This 
institute has done marvellous work during the past years and has placed the emphasis on 
the training of small business managers and has only recently concentrated more on the 
entrepreneur as a distinct species).

The biggest challenge is not only to train or to teach entrepreneurs, but to identify the 
entrepreneurship at a nearly stage or, preferably, at a young age. The Department of 
Business Economics at the P.U. FOR C H E started a course in entrepreneurship in 1990 
with the main purpose being the teaching of the art of entrepreneuring

Defining entrepreneurship

It borders on embarrassment to have a subject included in a Curriculum without clarity on 
its definition. I have seldom come across any word or concept that is so enticingly clusive 
in its meaning, there are richness and mystery and exaggeration, all locked up in its 
meaning The impression gained, however, is that the term entrepreneurship is well and 
alive and is growing Everyone, from the astute academics to taxi drivers, will teil you 
what an entrepreneur is, but there are unfortunately, more variations than similarities in its
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meaning and Interpretation This is most likely the root of a further problem; because of 
the differences in viewpoints, more and more characteristics are being added to 
accommodate more and more features so that eventually almost any type of person, and 
not only the entrepreneur, may be described

Fewer characteristics should really be opted for instead of more, the numerous 
characteristics are actually clouding the issue and not clarifying it. The following 
description rather than defmition is considered and is being used here as the beacon o f this 
discussion:

This does not imply that the numerous other characteristics are not important; the 
description merely highlights and concentrates on fewer specific aspects and isolates 
creativity, innovation, perseverance and the proflt motive as possible distinguishing 
aspects The idea is to differentiate the entrepreneur from other human beings, e.g. 
managers; or, on the other hand, to identify managers with entrepreneurial traits Other 
characteristics such as managerial skills, internal locus of control, Orientation towards risk 
and honesty may all contribute towards and increase the probability of becoming a 
successfiil entrepreneur, but do not necessarily describe an entrepreneur (or assist in the 
identification of the latter at a young age).

A fürther source of confüsion is the question regarding small business owners/managers 
and Entrepreneurship. Clark and Louw (1991) has this to say which clarifies the issue to a 
large degree: Entrepreneurship is the initiation o f change, a Creative act, while management 
involves Controlling and planning within an existing structure This does not imply that 
entrepreneurs do not manage or that managers never initiate change - it simply implies that 
entrepreneurship and management are two different types of activities. Starting and 
running a small business, for instance, involves both entrepreneurship and management 
When you develop a new product, a self-shining shoe for example, you are initiating an 
innovative change and acting as an entrepreneur However, when you Start producing the 
self-shining shoe, you begin to act more like a manager - co-ordinating and Controlling the 
business Operation. You may of course, return to your entrepreneurial role later on: alter 
the design of the shoe, establish a new market, improve the production process or 
introduce an entirely new product (Clark and Louw, 1991, p 1).

The terms 'entrepreneur' and 'small businessman' are offen used synonymously in modern 
literature, sometimes even referred to as the 'small entrepreneur' {I C.S B -Bulletin (S.A.) 
p 4, May 1992}. However, not all small businessmen are entrepreneurs; nor, for that 
matter, are all entrepreneurs small businessmen. But usually the small business enterprise is 
the ideal habitat and setting for a typical entrepreneur, which may be the reason for the 
two concepts having been given synonymous meanings

Too offen the entrepreneur is seen as some 'super being' who possesses magical powers 
and performs or will perform miracles in the business world Farrell (1986, p. 49) puts it as 
follows:

'In reality, modern entrepreneurs are a fairly average lot As a group, they are not 
smarter than the rest of us, they are not less honest than the most of us, they are not 
neurotics and they haven't invented 2 Ist Century products beyond the grasp of mortal man 
Their pursuits ränge from starting a garbage collection service to baking bread. 
Entrepreneurs, like all other human beings, are motivated by the perception o f likely 
consequences of their action Entrepreneurs, like the bygone craffsmen who made and sold 
their own goods, exist on the most basic level of enterprise, where Customers are obviously 
the only means of survival.'
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T h e  a im  a n d  p u r p o s e  o f  t h i s  p a p e r

The purpose of this paper is to share the approach of one particular Department of 
Economics on the Southern tip of the African Continent with all those people and 
institutions who are chasing and trying to trap the elusive human being, called the 
entrepreneur. In doing so, it is hoped that fürther clarification may be given with regard to 
the approaches to and methods used in identifying, stimulating, and assisting entrepreneurs 
in a country which is awakening to the challenges of the twenty first Century, that is, a new 
South Africa.

The problem and the ideal

The ideal is to identify entrepreneurs at a fairly young age or to identify entrepreneurs 
within a different culture and with a dissimilar frame of reference 

The problem is to find suitable criteria that will isolate entrepreneurs at a better than fifty 
per cent probability.

Present methodology and approach to entrepreneurship training

Entrepreneurship as a subject

Almost eigthy per cent of the research work is presently interwoven into the presentation 
of a subject called entrepreneurship; The candidates taking this course are themselves the 
subjects of the study on entrepreneurship The approach covers the following aspects:

- Teaching (part A)
- Training (part B)
- Developing and coaching (part C)
- Creativity and innovation (part C)

Teaching

The teaching (part A) is mainly aimed at the nature and general characteristics of 
entrepreneurship and the text-book contains twenty chapters covering the following topics:

- Definition(s) of entrepreneurship
- Types of entrepreneurs
- Psychological characteristics of entrepreneurs
- Influence ofexternal factors on entrepreneurs
- Training of entrepreneurs
- Development of entrepreneurs
- Intrapreneurs
- The informal sector
- The importance of small business in South Africa
- Problems facing small business
- Privatization and deregulation
- Creativity
- The entrepreneur and the law
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- The entrepreneur and contracts
- The entrepreneur and administration
- Resources, creativity, opportunities
- Feasibility o f business
- The business plan
- Financial consideration.

(Kroon and Mollman, 1992)

Training

The training (part B) translates theory into practice and concentrates on practical business 
ventures that must be implemented; practical, not in the sense of being usefiil, but rather 
the physical act of doing it. Students are randomly divided into groups of four members 
and they then have to launch a business of any nature and submit their results at the end of 
the year. There are few rules/ conditions, but the students are dissuaded ffom launching 
projects which are too ambitious or too Capital intensive. Twenty worthwhile projects are 
in the developmental stage at the moment, ranging ffom a patent-worthy 'milk spike jug' 
to a down-to-earth cookie-shop.

Creativity and innovation

Students are made aware o f creativity and innovation (part C). This is somewhat difficult 
in a classroom Situation but the students are shown Videos on new products on the market 
and selected patented products and items from the East (e.g Taiwan) are also discussed 
and analysed Apart ffom the aspects mentioned above, the additional motive lies in the art 
of 'evaluating' products and/or ideas. Groups discuss and select products and have to 
report on why the other products have not been selected and give reasons for their 
particular choice This also enhances the important aspect of ’decision making', this is also 
practised by offering franchise options (selected ffom the Entrepreneur Magazine 
[U S A.)) as alternative business ventures Limited, but stimulating information, is usually 
given in these ads and the students are at liberty to make some assumptions and again 
defend their group's choice. Certain ventures are taken further, e.g. 'prepare a business 
plan and establish working Capital or owners Capital needed '

The students are particularly made aware of the mind as the most important instrument 
in Creative and innovative thinking A sixty-minute video comprising Cartoon drawings, a 
film on Disney World and forty five ads selected from award-winning advertising films of 
the 1987,1988, 1989 and 1990 Cannes film festival, are screened.

The cartoon films (Tom and Jerry/ Mickey Mouse) illustrate the 'anything goes' type of 
thinking The clips on Disney World show what the results of Creative thinking can be. 
Walt Disney had a vision and created out o f semi-marsh lands a vast metropolis of 
futuristic happenings and an idyllic life of fun and enjoyment. Before showing this film the 
students are asked to write down their thoughts and plans on a question put to them in the 
following manner:

- 'Design a play park '
- After about a one minute interval additional requests/information are added.
- 'You have $10,000 to design this play park '(1 minute).
- 'You have $1 Million dollars to design your play park' and then finally:
- 'You have $100 Million dollars to design the particular play park '
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They then report back on what their thought processes were and are especially made 
aware of the factors inhibiting their thought processes Their plans or the answers they 
submit are not really the issue, much rather the awareness of the barriers their own minds 
have created and thereafter the sb-called input-barriers.

With regard to the film and advertising work, the emphasis here lies on simulating 
Creative thinking/work by focusing on a small section in the outside worid The viewer are 
first required to think and are then given an example of how others have used their Creative 
thought processes Students are devided into groups of two to four and at the instructor's 
request view themselves as advertising agencies They then receive a particular 
assignment/commission for work and sit down and briefly discuss it and attempt to come 
up with ideas/concepts for the work The typical assignment may, for example be:

The African wildlife trust wants you to make a film to curb/prevent the ongoing killing 
of the elephant.' 'Air Canada want a film that will emphasize their air-crafl's spaciousness 
and luxuries; with executive businessmen as their particular market Segment.’ ’Sandvik 
(Pty) Ltd wants you to promote its product, comparing it with conventional sandpaper'

Lateral thinking

It is surprising how once the initial barriers inhibiting free thinking come down, what 
original and brilliant ideas come forward After contributions fforn the floor the actual 
advert/film is shown and briefly evaluated before going on to the next item. It is interesting 
to note that everytime the form of thinking Starts off 'vertically ' but eventually changes to 
what Eduard de Bono (1988) calls lateral thinking

Testing, evaluating and monitoring

A full-time contingent (fourty-eigth) and an after-hours group (fourty-four) are enrolled 
for the present course in entrepreneurship. The latter group consists almost, without 
exception, of full-time employed students Everyone agreed to be part o f a test program as 
well as evaluation-tests and to supply feedback and relevant Information on their career 
development and, lastly, to be aware that ’official' academic tests would also form part of 
the total program (M B A -students are also included on an ad hoc basis ).

The following tests have so far been conducted (1992):

- An attitude test with regard to entrepreneurship
- An evaluation test on the psychological characteristics of entrepreneurs.
- An evaluation test on relevant theory covering 'Intrapreneurs'
- A test/exercise on Creative and/ or lateral thinking
- A test on the relevant theory covered during dass
- Marks are awarded for group practical work

The following tests will still be conducted during the latter half of 1992:

- A fürther testing on Creative and/or lateral thinking
- A test on feelings regarding independence
- A test on feelings regarding risk
- A test on feelings regarding control
- A final test on the relevant theory covered during dass
- A repeat of the attitude test with regard to entrepreneurship taken at the 

beginning of the year to evaluate and measure improvement or disillusionment
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The most important aspect (monitoring of career deveiopment/longitudinal research) 
will take time All students participating will be monitored in years to come and should 
entrepreneurs evolve, their evaluation performances would be compared to real life 
performance and correlation will be sought with the various tests conducted during 1992.

Conclusion

Unemployment is a serious problem in many parts of the world and is becoming an urgent 
issue in South Africa (Pretorius, 1985, p. 78). The small business sector, and more 
specifically, the entrepreneur corps will have to play a major role in this regard as job 
creators. If  the typical entrepreneur can be identified and be encouraged in whatever way, 
the dividends in the form of employment generated should be high 

The University o f Potchefstroom is attempting to train entrepreneurs and this paper has 
attempted to illustrate their approach to this challenge The training at this institution goes 
hand in hand with research in this field with the ultimate aim of finding the vital juices 
which distinguish entrepreneurs from the rest of us. If it is at all possible, an attempt will 
be made to eventually formulate a battery of tests which may supply and identify 
candidates/applicants with a so-called E.Q (entrepreneurship quotient) ln the meantime, 
the present short-term strategy is to work with those who are willing and disclose a 
positive attitude and strive towards improving their entrepreneurial qualities.
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37 The Stimulation of entrepre
neurship amongst the youth 
with special emphasis on the 
activities of the Unit for 
Entrepreneurship
T. J. de Coning and G. J. P. Maas

Introduction

The present absorption rate of the formal sector in South Affica is about seven per cent. It 
declined fforn seventy-four per cent during 1965-70 to this present level (Sanlam Eco
nomic Review, 1991). If something drastic is not done, it is estimated that about forty per 
cent o f the total labour force will be unemployed by the year 2000 (Sanlam Economic Re
view, 1991). It is estimated that there are already six million unemployed people in South 
Africa (Small Business Forum, 1992).

If one takes into consideration that political and economic national stability is extremely 
dependent on workforce stability, then the above statistics are very alarming There may be 
various alternatives to stimulate employment e.g govemment incentives, training of busi
ness people, etc. The alternative that seems to be most cost effective is the Stimulation of 
self-employment It costs about R I00,000 to create a single job in the formal sector, and 
about R I,000 to create a new job in the informal sector (Small Business Forum, 1992).

In  O rd e r  t o  s t im u la te  s e lf - e m p lo y m e n t a n  a p p r o p r ia te  c lim a te  m u s t b e  c r e a t e d .  P e o p le  
m u s t  b e  e n c o u r a g e d  t o  n o  lo n g e r  r e g a rd  it a s  a  s in  t o  t a k e  r isk  a n d  S ta rt th e i r  o w n  b u s in e s s .  
T h e  S o u th  A f f ic a n  e c o n o m y  n e e d s  m o re  e n t r e p r e n e u r s  th a n  r is k  e v a d e rs

In  O rd e r  t o  c r e a t e  a n  e n tre p re n e u r ia l  c l im a te  o n e  n e e d s  t o  S ta rt f fo rn  th e  lo w e s t  p o s s ib le  

le v e l S u c h  a  le v e l c a n  b e  f fo rn  p r im a ry  s c h o o l  le v e l. I t  w o u ld  b e  a  w a s te  o f  t im e  a n d  r e -  
s o u r c e s  t o  s t im u la te  o n ly  a d u lt  e n t r e p r e n e u r s  M o re  p ro - a c t iv e  a c t io n s  c a n  b e  e x p e c te d  b y  
s t im u la t in g  e n t r e p r e n e u r s  f r o m  p r im a ry  s c h o o l  lev e l
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This task of creating an entrepreneurial climate at school level cannot be left only to the 
schools; there are various Organisation with more relevant experience that should be in- 
volved in such a process The Unit for Entrepreneurship and Small Business Management 
o f the University o f Stellenbosch is such an Organisation.

However, creating a climate conducive to entrepreneurship cannot take place unless a 
sound theoretical basis has first been established. The aim of this article is to establish such 
a basis. First, the concepts o f training will be discussed, with special emphasis on the de
velopment o f entrepreneurship. The focus then shifts to the leaming objectives and strate- 
gies pursued by the Unit for Entrepreneurship and Small Business Management. Finally, 
the current efforts o f the Unit in stimulating entrepreneurship amongst the youth will be 
discussed.

Entrepreneurial and management development

When analysing an operational description of an entrepreneur, one of the salient aspects is 
that this description contains a large management component: A person who has the ability 
to identify opportunities in the external environment, who can make innovative use of such 
opportunities; and, who has the necessary management abilities to activate, integrate and 
control the required resources Although it certainly cannot be postulated that all managers 
should also be entrepreneurs, the opposite is probably true, i.e. that all entrepreneurs ought 
to be managers too. The theoretical models which are used as a basis for management 
development should consequently also be taken into consideration in entrepreneurial 
development.

As a point o f departure, it should first be ascertained what the objectives of management 
development actions are In this regard Davies (1971, p.74) distinguishes cognitive, 
affective and psychomotor objectives. Cognitive objectives are related to Information and 
knowledge, while affective objectives emphasize attitudes, values, feelings and emotions 
Psychomotor objectives, on the other hand, entail muscle and motor skills, the manipula
tion o f materials and objects, or an activity which requires brain-muscle co-ordination.

Both Davies (1971) and Laird (1985) support a Classification of leaming objectives in 
management development programmes, especially in terms of the cognitive and affective 
domains They both make particular use of Bloom's taxonomy of leaming objectives in this 
regard (table 37.1).

Table 37 1
Bloom's cognitive and affective domains

Cognitive domain Affective domain
Evaluation Organisation and characterisation
Synthesis Conceptualising
Analysis
Application Evaluation
Perception Response
Knowledge Reception

Source: Davies (1971), p 75
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In the context ofBloom's taxonomy (table 37.1), knowledge is seen as the lowest objec- 
tive in the cognitive domain and evaluation as the highest. Likewise, as regards the affec
tive domain, the reception of Stimuli is considered as the lowest Order o f objective and 
Organisation and characterisation'as the highest level.

Especially when noting Laird’s (1985, pp. 105-108) more comprehensive description of 
Bloom's taxonomy, it appears that this taxonomy provides a sensible basis for entrepre- 
neurial development. In this more inclusive description, defmitions of the various levels of 
behaviour in both the cognitive and affective domains are provided (table 37.2).

Table 37.2
D e f in i t io n  o f  b e h a v io u r  in  te rm s  o f B lo o m 's  t a x o n o m y

C o g n itiv e  d o m a in A ffec tiv e  d o m a in

B e h a v io u r D e f in i t io n B e h a v io u r D e f in i t io n

K n o w le d g e R e c a ll in g  d a ta R e c e p tio n P a y in g  a t te n tio n ,  a w a re n e s s

P e rc e p t io n T r a n s fo rm a t io n ,  in te r 
p o la t io n

R e s p o n s e R e a d in e s s  t o  re a c t ;  
A g r e e m e n t  in  r e s p o n s e

A p p lic a t io n S p o n ta n e o u s  u se  o f 
a b s tr a c t io n ;
U s e  o f  a  c o n c e p t  in  a 
n e w  c o n te x t

E v a lu a tio n B e in g  a w a re  o f  v a lu e ; 
C o m m itm e n t ;  
C o n c e p tu a l is in g  o f  a  
v a lu e

A n a ly s is S u b d iv is io n  o f  System s 
o f  c o m m u n ic a tio n  in 
c o m p o n e n ts

O rg a n is a t io n O r g a n is a t io n  o f  v a lu e s  
in  a  System ; 
D e te rm in in g  th e  in te r -  
r e la t io n s h ip s  b e tw e e n  
v a lu es ;

S y n th e sis C r e a t in g  a s tru c tu re  o f 
p a t te rn s  o u t  o f  e le m e n ts  
f ro m  v a rio u s  so u rc e s

D e te rm in in g  d o m in a n t  
v a lu e s

E v a lu a tio n F o rm in g  o p in io n s  a b o u t 
th e  v a lu e  o f  id ea s , 

w o rk , S o lu tio n s , m a te ria ls

C h a ra c te r-
isa tio n

P e r s is te n t  fu n c tio n -  
in g  o f  v a lu e  S ystem ; 
A n  in d iv id u a l’s u n iq u e  
c h a ra c te r is t ic s

Source: Laird, 1985: pp 107- 108
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As regards the domains and behaviour according to Bloom's taxonomy (table 37.2), it is 
possible to analyse the required behavioural dimension in terms of entrepreneuria! devel
opment according to this taxonomy. This will subsequently be focused on, after which the 
emphasis will shift to suitable strategies to realize this behaviour.

For the sake of simple reference, indicators with regard to entrepreneur-directed behav
iour as empirically determined, are tabulated here in table 37.3.

In terms of Bloom's taxonomy, knowledge forms part of the cognitive domain, and as- 
pects of attitude form part of the affective domain In the light of this initial division, using 
Bloom's taxonomy as a point o f departure, it is subsequently possible to provide a clear 
indication of the Order o f leaming objectives as well as the behaviour which is aimed at 
after regarding the relevant aspects.

Table 37.3
Business characteristics as indicators of business behaviour

Knowledge and skills Aspects of attitude
Knowledge: Financial management Intent on: Performance

Marketing Growth
Broad general knowledge Innovation
of management Core focus: Extemal business

Skills: General management environment
(in the con- Financial management Comprehensive approach
text of ma- Manpower management
nagerial Marketing Internal locus of control
skills) Broad general skills 

in management

A s  r e g a r d s  c o g n i t iv e  a s p e c t s ,  in  th e  c o n te x t  o f  th e  e n tre p re n e u r ,  a ll th e  v a r io u s  o b je c 
t iv e s ,  r a n g in g  f ro m  k n o w le d g e  to  e v a lu a t io n ,  a r e  in v o lv e d  K n o w le d g e  o f  m a r k e t in g ,  fi- 
n a n c e  a n d  g e n e r a l  m a n a g e m e n t  w ill n o t  in th e m s e lv e s  r e s u l t  in  th e  r e q u ir e d  b e h a v io u r ,  
r a th e r  a  t h o r o u g h  u n d e r s ta n d in g  o f  e a c h  s e p a r a te  m a n a g e m e n t fie ld , a s  w e ll  a s  o f  b u s in e s s  
m a n a g e m e n t  a s  a  w h o le ,  is  r e q u ir e d  T h is  u n d e r s ta n d in g  n e e d s  to  b e  a p p lie d  b y  m e a n s  o f  
in te g r a te d  m a r k e t in g ,  g e n e r a l  p la n n in g ,  s u i ta b le  fin a n c ia l p la n n in g  a n d  c o n tro l ,  a s  w e ll  a s  
th e  u s e  o f  r e le v a n t  m a n p o w e r  m a n a g e m e n t  te c h n iq u e s  - a ll a s  in te g ra l c o m p o n e n ts  o f  a p 
p lie d  in te g r a te d  to t a l  b u s in e s s  m a n a g e m e n t  A t a  h ig h e r  le v e l, still in th e  c o g n i t iv e  d o m a in ,  

c o n t in u a l  a n a ly s is  is  r e q u i r e d  o f  th e  e f fe c t  o f , o r  r e s u l ts  o b ta in e d  b y  th e  a p p l ic a t io n  o f  s u c h  
a n  in te g r a te d  to ta l  in  a  b u s in e s s  m a n a g e m e n t S y stem  E v e n tu a l ly ,  a t a  still h ig h e r  le v e l ,  b u t  
s till in  th e  c o g n i t iv e  d o m a in ,  c o n c lu s io n s  a n d  s y n th e s is  o f  th e  re s u l ts  o f  a n a ly s is  e m e rg in g  
f ro m  th e  v a r io u s  d iv e r s e  c o m p o n e n ts  o f  s u c h  to ta l  b u s in e s s  m a n a g e m e n t a p p l ic a t io n  a re  
in v o lv e d ,  a n d  a f te r  th a t ,  e v a lu a t io n ,  a n d  i f  n e c e s s a ry ,  a d ju s tm e n t  o n  th e  le v e l o f  a p p l ic a t io n  
o f  m a n a g e m e n t  in  O rd e r  t o  o b ta in  o p t im a l  b u s in e s s  re s u lts .  In  s h o r t ,  r e g a rd in g  th e  c o g n i
t iv e  d o m a in ,  b o th  l o w e r  a n d  h ig h e r  O rd e rs  o f  o b je c t iv e s  a re  r e q u ire d  in  r e s p e c t  o f  th e  e n 
t r e p r e n e u r ,  a s  th is  is  t h e  o n ly  w a y  in  w h ic h  a  s u i ta b le  in te g ra te d  S ystem  a p p r o a c h  t o  m a n 
a g e m e n t  c a n  b e  e s ta b l is h e d .

As regards the affective domain, a persistent entrepreneur-directed value System ought 
to be instilled in the entrepreneur. In terms of Bloom's taxonomy (table 37.2), there should 
be an emphasis on a more internal locus of management, the intention towards achieve-
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ment and the establishment of growth From this basic value System a comprehensive gen
eral approach ought to emerge with the extemal environment as point of departure for two 
reasons. First, in Order to identify opportunities which can be exploited to the advantage of 
the business, and second, the entrepreneur must be able to keep pace with the position of 
key environmental factors, so that, where necessary, adjustments can be made timeously in 
the business itself in terms of the possible effect of such environmental factors To 
conclude, regarding entrepreneurial development in respect of the affective domain, 
objectives and behaviour of a higher as well as a lower order must be pursued 

In this section the emphasis was on arranging the objectives and behaviour which should 
be aimed at in entrepreneurial development according to the cognitive and affective do
mains. At the same time the order of objectives and the behaviour which should be pursued 
in terms of each domain, have been considered Subsequently the suitable strategies which 
should be followed to apply entrepreneur-directed behaviour regarding the domains are 
stressed.

Learning objectives and strategies pursued by the unit for entrepreneur-ship and 
small business management

Using the above theoretical review as a point of departure, the focus will now be on the 
development of suitable learning objectives and strategies for the various target groups of 
entrepreneurs. Learning objectives must especially be seen against the background of a 
hierarchy of objectives to be pursued (table 37.4).

Table 37.4
Hierarchy of objectives pursued by the Unit for Entrepreneurship and Small Business

Management

Lower level 1. To stimulate/sensitise members of the broad population t.o exer- 
cise entrepreneurship as an appropriate means of achieving per
sonal objectives

2. To guide persons who have already made the decision or are con- 
sidering to exercising entrepreneurship, in developing comprehen
sive business plans according to which the envisaged business 
concem can be brought into being and operated

Higher level 3. To equip persons who are already running a business to become 
true entrepreneurs. Entrepreneurs who will be intent on identify- 
ing opportunities, innovative in availing themselves of opportuni
ties and who will have the necessary management skills to inte
grale and manage the required resources optimally.

The main aim of learning objective number one is to acquire a favourable attitude to- 
wards the exercising of independent entrepreneurship by individuals Objective number 
two, on the other hand, has both an affective and cognitive dimension, as here the aim is 
specifically to instil a persistently entrepreneurial value System in the prospective entrepre
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neur and at the same time equipping the individual with the required knowledge and skills 
to prepare a suitable business plan for the proposed business venture. Objective number 
three probably poses the biggest challenges and potential problems. This could especially 
be ascribed to the fact that the target group is already practising business people, probably 
with established value Systems which are not necessarily o f an entrepreneurial nature. The 
challenge which is faced here, is to change already established attitudes and behavioural 
pattems of individual business people. The essential focus should be on both affective and 
cognitive domains.

Recommendalions regarding the atlainment o f learning objective number one: to sensitize 
the individual to the practice o f entrepreneurship

The concept o f exercising independent entrepreneurship is involved here. The aim is to 
incorporate the exercising of independent entrepreneurship as an alternative in the individ- 
ual's frame o f reference when he or she makes decisions about how to attain personal ob- 
jectives related to work Status. In terms of Bloom's taxonomy (table 37.2), what is in
volved is both making them aware of entrepreneurship and the evaluation of the entrepre
neurial alternative - in other words, cultivating a favourable attitude towards entrepreneur
ship.

According to the approach of Davies (1971, p. 75) group discussions, tutorials, role 
playing, case studies, brainstorming, independent study, leaderless group discussions and 
sensitivity training are especially suitable learning strategies for attaining the learning 
objectives in the affective domain As the type of activity involved here is suitable for a 
typical workshop Situation, which could with certain adjustments in the level be presented 
to pupils, students, housewives and persons who are already involved in the economy, it is 
recommended that:

- this activity should be accommodated by means of short workshops, and
- use should especially be made of group discussions and case studies as appropriate 

learning strategies

As regards group discussions, it is especially foreseen that with the use of teachers at 
schools as facilitators, the following topics ought to be dealt with:

- the necessity that more persons should enter the economy as independent entrepre
neurs;

- an operational exposition of the terms entrepreneur and entrepreneurship,
- an answer to the question whether entrepreneurs are bom or developed,
- to obtain agreement on the benefits involved in practising entrepreneurship, and
- setting guidelines for own development towards independent entrepreneurship

As regards case studies as a learning strategy, past experience has shown that persons 
who attend such a workshop, usually prefer making use of live rather than recorded case 
studies What is especially involved here, is submitting living proof o f the practice of suc- 
cessfül entrepreneurship to the group. ln terms of this approach:

- suitable prominent entrepreneurs ought to be identified to come and address the group 
in an informal fashion on the staied topics;
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- a trainer from a school ought to take the lead in highlighting that which the practising 
entrepreneur divulges to the group within a suitable framework for the group, in Order 
to reveal latent entrepreneurial potential; and

- the teacher should eventually put forth an appropriate algorithm in terms of which it 
can be ensured that the entrepreneurial alternative will form an integral part of the in- 
dividual's decision-making framework when he or she makes decisions about a fiiture 
career.

The above are not the only leaming strategies which can be adopted to attain this leam- 
ing objective However, in the opinion of the researcher the above strategies provide the 
most acceptable alternatives by which the specified leaming objective can be achieved.

Recommendations for attaining leaming objective number two: to guide persons who 
have already made the decision or are considering exercising entrepreneurship in devel- 
oping comprehensive business plans

Whereas leaming objective number one was, relatively speaking, a simple task, as it dealt 
mainly with sensitising persons with regard to entrepreneurship, leaming objective number 
two is highly complex. Its complexity can be ascribed to two main factors.

It cannot merely be accepted that persons who have already decided or are considering 
to Start their own business, are motivated by entrepreneurial reasons to proceed with such 
a Step. The primary task is therefore to ensure that prospective business people will, as far 
as practically possible, where aspects of attitude are involved, actually display entrepre
neurial attitudes

As regards the coniirmation of entrepreneurial motivation in prospective small business 
people, the problem mainly centres around the fact that these persons must be convinced 
that it is advisable to plan a new business venture with an entrepreneur-directed attitude. In 
the final analysis the question is therefore characterisation in the affective domain (table 
37.1), in terms of which prospective entrepreneurs must make a persistently entrepre
neur-directed value System their own. The attainment of such a higher-order affective 
objective requires profound introspection by the individual in Order to identify the specific 
aspects o f attitude where there are shortcomings

In order to obtain this affective learning objective, the strategies proposed in regard to 
attaining learning objective number one can be used, viz. group discussions and live case 
studies. By means of the topics which were dealt with in connection with leaming objec
tive number one, there should, in the first place, be success in making prospective business 
owners aware of the entrepreneurial alternative. Further, it can also be expected that pro
spective entrepreneurs should be convinced that it is better to Start new ventures with en
trepreneur-directed reasons as an incentive. Additional learning strategies should, how
ever, be used in order to attain the higher-order affective learning objective o f characteri
sation in terms of an entrepreneur-directed value System (table 37.5).
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Table 37.5
Prospective small business owners - suggested leaming strategies to attain leaming 

objectives in the affective domain

Objective Leaming Strategy

Cultivating awareness o f the 
entrepreneurial alternative

Group discussion

Evaluating the advisability of 
the entrepreneurial alternative

Live case studies

Organisation/Characterisation in
terms of a persistent, functional 
entrepreneur-directed value System

Deliberation

In Order to instil organisation/characterisation in terms o f  a persistent functional entre- 
preneur-directed value System in the individual, it is recommended that attainment o f this 
specific objective should be pursued by deliberation between trainer and Student Delibera- 
tion in this context can in terms of Davies's (1971, p 167) description o f  tutorials, be de- 
scribed broadly as a supervision tutorial, where there is close interaction between trainer 
and individual Student on an interpersonal level. Where pupils at this stage ought to have 
reached both the awareness and evaluation levels (table 37.5) it would probably be realistic 
to expect them to prepare their views on the advisability o f an entrepreneur-directed atti- 
tude. The trainer, on the other hand, ought to aim his preparation mainly on an evaluation 
o f  possible test results which have been achieved with regard to performance-motivation, 
growth-orientation, locus o f control and Gestalt (aspects o f attitude which are considered 
expedient in terms o f  the entrepreneur). Düring deliberation the emphasis should mainly be 
on reaching consensus about the desirability o f an entrepreneurial-directed attitude in 
terms o f  the aforementioned aspects and the trainer ought to guide the Student by means o f  
indirect questions in such a way that he himself realizes his own shortcomings in regard to 
the desirable aspects o f  attitude The results o f  the testing which the Student underwent, 
should give the trainer suitable indicators o f the direction that the discussion ought to take 
Düring the last phase o f  the counselling, it can be foreseen that the trainer ought to give 
relatively firm guidance in Order to suggest to the Student ways and means for bridging 
shortcomings which have been identified

It would be simplistic to expect that after these leaming strategies have been applied to 
business owners, their attitudes would in fiiture be entrepreneurial-directed without any 
further problems. However, at this stage it is realistic to expect prospective business own
ers to be able to characterize themselves in terms o f a persistent entrepreneurial-directed 
value System, and to carefully note their own shortcomings and be able to take the neces- 
sary actions in Order to overcome these shortcomings themselves

As regards the affective domain, the leaming strategies explained here, are considered as 
applicable for all prospective business owners, regardless o f their formal knowledge and

353



skills. A differentiation of leaming strategies can, however, be foreseen when the cognitive 
domain is entered

As regards the cognitive domain, it should be borne in mind that the eventual objective 
is to establish a suitable business plan according to which the prospective business can be 
founded and operated. The attainment of this objective cannot be directly pursued if the 
Student has not already acquired the necessary knowledge and skills. This includes:

- knowledge acquired in connection with marketing, finance and integrated business 
management; and

- skills regarding marketing, finance, manpower management and integrated business 
management

As regards the cognitive level (knowledge of marketing, finance and integrated business 
management), it is recommended that at the onset, the formal levels of knowledge and 
skills o f the Student should be established. These formal levels of knowledge have a par- 
ticular bearing on the necessary levels o f knowledge mentioned above. This can take place 
in various ways, as for example by means of pre-evaluation, during which the focus is on 
these specific areas If it can be ascertained that the Student does not have sufficient 
knowledge and/or skills in the necessary management fields, it is suggested that a combi- 
nation of leaming strategies be used to remedy the Situation

Consequently it is suggested that an algorithmic approach should be used to enable the 
trainer to determine the suitable leaming strategy or strategies applicable to a specific 
group (table 37.6).

In the first place, independent study can be used, where prospective entrepreneurs at- 
tempt each of the management fields in modular fashion by means of programmed leam
ing The purpose o f this is to acquaint pupils with the relevant terminology and the basic 
principles. This is followed, in terms of Bennet's (1984), management development model 
(table 37.5), by a Situation of classroom leaming, using leaming strategies such as lecturing 
and case studies to concentrate on developing the pupil's understanding o f management 
and decision-making processes regarding each of the aforementioned management fields 
separately, and then in an integrated System context

As regards the topics to be dealt with in the various management fields, the following 
are envisaged:

- the components o f an integrated marketing approach in which the potential consumer 
is central;

- breaking-even analysis, various forms of financial budgeting and control, as well as fi
nancial analysis, with the emphasis on management of trading Capital,

- Organisation of functions of the business, motivational techniques, basic principles of 
remuneration, and

- components o f an integrated Systems approach to business management, with the em
phasis on determining a mission, analysis of the environment, analysis o f strengths and 
weaknesses, establishment of comprehensive objectives, formulating a business stra
tegy, functional strategies and functional action plans, as well as the establishment of 
suitable control measures
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Table 37.6
Suggested algorithmic approach for the choice of applicable leaming strategies for pro- 

spective small business owners with regard to the cognitive domain

1t is envisaged that the Student will ideally have sufficient knowledge and skills in each 
of the aforementioned management aspects before the next phase, the Compilation of a 
business plan, is attempted.

The next phase, is the formulation of a suitable business plan. This is mainly considered 
a practical phase where a student-centred approach is usually used It is , however, fore- 
seen that in the initial Stage of this phase, the Student will by means of independent study 
be equipped with knowledge of the various Steps and components of formulating a busi
ness plan. This should be followed by a classroom Situation where the acquired knowledge 
is corroborated by means of Condensed lectures, and where a thorough understanding 
especially o f the analytic and decision-making processes involved in the formulation of 
such a business plan is instilled in pupils. The suitable leaming strategy for this purpose is 
the use o f  case studies on the formulation of business plans for the proposed ventures
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As regards the way in which these case studies are to be used, it is recommended that 
students study the case studies individually and then discuss them in group context, after 
which feedback is given by the groups. Düring this feedback, the emphasis is especially on 
the following:

- the extent to which all the components of business plan formulation were incorpo
rated; and

- general impressions of the comprehensiveness of the business plan and possible short- 
comings, as well as impressions of the validity of assumptions which were made.

As regards the actual formulation of business plans by students, it is foreseen that a stu- 
dent-centred approach should be employed with structured interaction between groups of 
students and the trainers Düring this phase it is foreseen that the trainer should mainly be 
available as advisor and sounding-board for students on an individual basis. Various rea- 
sons can be cited for the latter approach. First, the confidentiality which is involved in in
dividual business plans must be taken into account, which would make discussion o f these 
in group context undesirable. Second, there is the usual divergent nature o f business op- 
portunities which are investigated by individual groups of students, which could not be 
meaningfülly discussed in extended group context.

As regards prospective entrepreneurs, three phases can therefore be distinguished First, 
there is a phase during which the concentration is mainly on leaming objectives in the af
fective domain in Order to establish entrepreneur-directed attitudes in prospective entre
preneurs. The secondly phase concentrates mainly on establishing a basic knowledge and 
understanding of the relevant management fields with prospective entrepreneurs. The third 
phase is mainly student-centred, with the focus on the formulation of individual business 
plans

The unit's activities in stimulating entrepreneurship amongst the youth

Although the Unit’s primary focus is on adults it has a very important role in stimulating 
entrepreneurship amongst the youth as well The first reason for this is that the Unit has a 
wealth of experience regarding entrepreneurship and should share this experience with all 
relevant parties. Furthermore, due to the absence of entrepreneurship as subject in the 
school curriculum, the role the Unit can play is even more important The second reason is 
that the Unit can act as medium through which demands of the business and education 
sector can be communicated to each other Co-ordination of activities between these two 
sectors needs to be closer in order to stimulate entrepreneurship.

Against the above background, the Unit undertakes various activities which will be dis
cussed in the following paragraphs.

Young entrepreneurs competition

The aim of this competition is to promote entrepreneurial thinking and to stimulate imple
mentation of business ideas amongst the youth This programme was launched in 1988 in 
the schools o f the Northern suburbs of Cape Town. The competition has since expanded to 
its current size which includes the readership area of'Die Burger', a regional newspaper. In 
1992 300 pupils enrolled for this competition 

This competition is evaluated in three different categories, namely Standards 5 and 6, 
Standards 7 and 8 and Standards 9 and 10 Pupils must first submit an essay of about 2 to 3
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pages explaining their business idea All essays are evaluated and four per category are 
selected These 12 finalists are then required to formulate detailed business plans for their 
respective business ideas. Every finalist is provided with a comprehensive manual which 
helps them in formulating a business plan. The various business plans are then presented to 
a panel ofjudges who select the winners.

When evaluating this competition against the leaming objectives of the Unit (table 37.4) 
it complies with the guidelines of objective number 1 and 2. We assume that pupils possess 
the necessary knowledge and attitude (table 37.3) in Order to participate in this 
competition. Although information is provided prior to the Start of this competition it ap- 
pears to be insufficient Pupils without any formal knowledge offinance, marketing, human 
relations, general management and the formulation of business plans do, however, take 
part in this competition. Only background information regarding the competition and 
entrepreneurship in general is provided Participation is on a voluntary basis The question 
can thus be asked why pupils enter this competition? Is it due to the fact that they really 
want to become true entrepreneurs or is it due to the attractive prizes awarded to the 
finalists and schools? In this regard one can only assume that the prizes do play a major 
part when deciding to enter this competition.

Stimulating entrepreneurship once a year amongst a relative small number o f pupils 
simply cannot create the desired results, i.e. to create an entrepreneurial climate in which 
entrepreneurs can prosper and thus have a positive effect on the total economy. The fol- 
lowing alternatives may help to alleviate the problem.

- More detailed workshops regarding entrepreneurship must be presented The Unit, 
however, has not sufficient resources (manpower and financial) to undertake such a 
venture. Only a small portion of the total market can be reached in such a manner.

- The business sector can become more involved. They can formulate criteria for pupils 
to which they must conform to in Order to become true entrepreneurs. These criteria 
must be communicated to the education authorities The business sector can also 
provide general information to pupils on what they can expect when entering the 
business world and what to do in Order to cope in the business environment. The 
business sector can also be encouraged to temporarily employ more pupils during 
school holidays.

- Teachers can be trained in the subject of entrepreneurship which will help them to 
stimulate pupils to become entrepreneurs. Mechanisms must also be found to keep 
teachers abreast o f the latest development regarding entrepreneurship and the business 
world in general.

- Parents can be educated in entrepreneurship in Order to Support their children in be- 
coming entrepreneurs. The environment in which the previous generation grew up is 
totally different from today's turbulent environment

- The media should be encouraged to participate in stimulating entrepreneurship 
amongst the youth by providing information, transferring knowledge and illustrating 
actual examples o f successful child entrepreneurs

Many more alternatives can and must be identified The alternatives must, however, not 
be regarded as mutually exclusive but rather as mutually supportive. It is not a case of 
which is the best alternative to select, but rather which one can contribute towards stimu
lating entrepreneurship amongst the youth
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The Unit has no role in training teachers per se, but can act as facilitator to alleviate the 
gap as outlined in paragraph 4.1. The basic problem is that teachers are currently not 
trained to teach entrepreneurship and that some schools plan to implement entrepreneur
ship as a school subject in 1993

The Unit is presently planning a project in conjunction with a teachers' training College 
whereby firstly knowledge regarding entrepreneurship will be taught to aspirant teachers. 
The subjects to be discussed include the following: a general background regarding entre
preneurship, environmental analysis, intrapreneurship, financial and market feasibility, 
creativity, innovation and the formulation of a business plan. The programme will consist 
of theoretical input, case studies and group discussion. Secondly, the material and Infor
mation will be adapted to suit the needs of the school System The method of training 
adults and children differs and therefore the material must be adapted to suit the needs of 
the children Aspirant teachers should then possess the necessary skills, knowledge and 
material to implement entrepreneurship on school level.

The problem, however, remains that existing teachers are still not trained to implement 
entrepreneurship. Due to the fact that teachers have a higher education, they should be 
able to assimilate the necessary Information relatively quickly. But it must be remembered 
that there can be a gap between gaining the knowledge and gaining enough practica! expe- 
rience to present entrepreneurship as subject Entrepreneurship with its various disciplines 
and practical applications can be a complex subject. It is essential that entrepreneurship 
must keep up with environmental trends in Order to stimulate pro-actives. The education 
authorities have therefore a definite role to play in ensuring that every teacher involved will 
posses the necessary skills, knowledge and material to teach entrepreneurship

Presenting Seminars on entrepreneurship

It is envisaged that Seminars can be used as a tool to ensure some symbiotic relationships 
between teachers and the business environment. The aim of such seminars can be twofold 
First, to furnish business people and teachers with knowledge on how to be more entre- 
preneurial, and second, to act as forums where business people and teachers can share 
ideas on what each party expects from the other. Third, seminars can play an important 
role in stimulating the parents of pupils and thus can ultimately play a positive role in the 
total process.

The problem with presenting such seminars is first that they are relatively costly to pre
sent countrywide Second, it will require considerable effort to ensure that all teachers 
attend such seminars Third, the potential danger exists that the emphasis can be on the 
promotion of business effectiveness rather than on implementing entrepreneurship at 
school level.

Women entrepreneurship program

Programmes are presented to housewives who are interested in creating their own busi
ness Mothers are normally more involved in their children's schoolwork and therefore can 
positively influence their children's attitude towards entrepreneurship

Training o f teachers
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C o n d u s i o n

The activities o f the Unit are but a small effort in the total process of stimulating entrepre
neurship amongst the youth Various other parties are also involved in this process. This, 
however, occurs on a very fragmented basis. There need to be a better co-ordinated and 
integrated effort from every party. Energy must be combined and focused in order to 
achieve the necessary results.

One way of doing this is to create a forum on the Stimulation of entrepreneurship 
amongst the youth which will take place frequently, present plans and control the total 
process to achieve the required results (figure 37.1).

Figure 37.1 Parties involved in stimulating entrepreneurship amongst the youth

The relations between the various parties need to be interactive. There needs to be 
sharing o f Information, knowledge, etc. If co-ordination can be achieved between these 
parties, synergy can be achieved on the Stimulation of entrepreneurship Forums can be 
created for the different regions and a more workable co-ordinating unit can be created on 
provincial and national levels The different regions of the education authorities can be 
used as basis for creating different forums.

Although many training institutions are involved or active in South Africa, it is necessary 
to involve only those with theoretical and practical experience in the discipline of entrepre
neurship It must not become a process where the wheel is rediscovered Time and the cri- 
sis in the economy does not allow for experimentation Actions are urgently needed.

The question is therefore not whether to train or stimulate entrepreneurship amongst the 
youth but rather what must be done io stimulate entrepreneuria! actions and Orientations 
amongst the youth A sound theoretical basis already exists This is a tremendous help, but 
time now calls for actions to be taken
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38 The training of Southern 
African entrepreneurs in 
financial management
Johan Marx1

Background

Unemployment in Southern Africa has reached critical levels It is estimated that there are 
currently only seven new job opportunities being created for every 100 new entrants into 
thejob market. Owing to the high cost ofjob creation, the formal sector of the economy 
is unable to contribute to alleviating the problem of unemployment One way of 
overcoming the problem of unemployment is by encouraging entrepreneurship 
Entrepreneurship, particularly in the small business and retailing sectors with their low 
entry requirements, could play a significant role in the creation of jobs South Africa will 
have to change from a country of workers to a country of entrepreneurs. The promotion 
of entrepreneurship can only succeed if:

- there are sufficient marketing opportunities available to ensure the 
viability o f the new business ventures,

- there is affordable financing available,
- the entrepreneur is equipped with sound management knowledge and skills.
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The paper will deal with empirical research concerning:

- the training needs of Southern African entrepreneurs in financial management
- the way in which these needs are being satisfied at present by institutes 

associated with universities and development corporations and
- how these training needs could alternatively be satisfied

P u r p o s e  o f  t h e  p a p e r

An analysis of the training needs of Southern African entrepreneurs in financial 
management

The Department of Business Economics at the University of South Africa undertook empirical 
research with the objective of investigating the feasibility of introducing a small business 
management course by means of distance education.

The research consisted of two phases, namely, to determine the nature of:

- the need for training and education of Southern African entrepreneurs.
- entrepreneurship training and education offered by various institutes in 

Southern Africa Ancillary Services which were provided, such as financing, were 
also investigated The managers of thirty-one institutes were visited personally2 
and interviewed using a standardised questionnaire

This section will deal with the need for training and education of Southern African 
entrepreneurs. To determine the training needs of entrepreneurs a survey (by means of a 
mail questionnaire) was undertaken of 14,532 small business firms3.

The questionnaire used in the survey listed forty-three potential training needs4. The 
ranking of the ten training needs which were considered as most important is summarized 
in table 38 1 (in descending Order of importance).

Table 38 1
The ranking of the ten most important training needs of Southern African 

entrepreneurs

Ranking__________________Training need_____________Number of respondents
1 Computer literacy 537
2. Financial control 451
3. The formulation of a marketing strategy 439
4. The motivation of employees 371
5. Budgeting 366
6. Profit planning 363
7. Income Tax 331
8. Sales techniques 291
9. The analysis of financial Statements 279

10. Management Information Systems 277

The study also included an assessment of how the institutes experienced the training needs 
o f Southern African entrepreneurs ln this regard, the institutes ranked the functiona! areas of 
management for training purposes as follows:
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- financial management
- general management
- marketing management
- purchasing management
- operational/production management and
- administrative management

The training needs which featured among the top ten and which are directly related to financial 
management can be categorised as financial planning (which includes budgeting, profit planning), 
financial control (which includes the analysis of financial Statements) and income tax.

The Southern African entrepreneur devotes the majority of his limited time that he makes 
available for the financial management of his firm to the planning and control of cash flow, 
accounts receivable and stock management. Not all entrepreneurs are equally well trained in 
these areas Each of these aspects will now be dealt with

Training the entrepreneur in the management of cash flow requires an explanation o f the cash 
flow cycle and the influence of the time value of money on the cash flow cycle. Cash 
management strategies are based on the premise that the cash flow cycle should be as short as 
possible, requiring that accounts receivable (if any) should be collected as quickly as possible, 
stock levels be managed as efficiently as possible and accounts payable be paid as close as 
possible to the due date without damaging the credit-worthiness of the firm. Ultimately, these 
variables have to be catered for in the cash budget.

Training the entrepreneur in the use of the cash budget depends on the level of competence of 
the entrepreneur and his/her ability in the use of a personal Computer. The less sophisticated 
entrepreneur will have to be assisted initially by a consultant, involving practical sessions using 
pen and paper methods. The more competent entrepreneur could be trained in cash budgeting by 
means of a personal Computer and using spreadsheet programmes such as Lotus 1-2-3 or Quattro 
Pro

Training the entrepreneur in the management o f accounts receivable will also have to be done 
in a practical manner. In this respect he should be taught how to set credit limits, credit 
Standards, how to evaluate prospective debtors and how to monitor debtor payments. This 
training may begin by using the current accounts receivable of the firm as a point o f departure 
and explaining how the above-mentioned concepts may be applied to the benefit of the firm.

The management of stock requires that the entrepreneur should be made aware of the cost of 
carrying stock, ordering costs and the waiting period before newly purchased Stocks can be 
delivered. Intemal control measures aimed at preventing the loss of stock owing to employee 
dishonesty also need to be addressed The insurance of stock should simultaneously receive 
attention.

How the training needs are satisfied at present'

Several institutes associated with either universities or development corporations in Southern 
Africa assist the entrepreneur in improving his management knowledge and skills6.

Most of the institutes interviewed (sixty-four per cent of them) have been operating for longer 
than ten years Thirteen percent had been operating between two to six years, and twenty-three 
per cent for less than two years.

The aim o f these institutes is to equip the entrepreneur with management knowledge and skills, 
rather than the awarding of formal academic qualifications The priorities o f these institutes in 
rendering a Service to the entrepreneur are indicated in figure 38.1.
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Figure 38.1 The priorities of institutes involved with entrepreneurship training

The training of entrepreneurs in aspects o f management receives the most attention, followed 
by Consulting and financing The institutes indicated that financial management was the most 
important topic covered in their training courses. Other Support offered by the institutes are 
lobbying, the planning of shop fronts and layouts, as well as publications such as magazines, 
Information brochures and pamphlets.

The institutes follow a formal approach to the training which they provide mainly through the 
use of work sessions, formal lectures and Seminars The types and distribution of the training 
methods are shown in figure 38.2.

Training nielhod

P r e f e r e n c e »  ( % o f  r e » p o n d e n t » )

Figure 38.2 Training methods used by Southern African institutes involved in 
entrepreneurship

The respondents stressed the importance of a practical approach to the training of 
entrepreneurs In this respect, the use only of manuals to train entrepreneurs seemed undesirable 

The institutes which were consulted in the survey indicated that the entrepreneurs they dealt 
with had a need to acquire specific management knowledge and skills, rather than a formal 
academic qualification such as a BCom or MBA degree ln this regard, sixty-four per cent o f the
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respondents indicated that non-degree courses concerning specific topics of management or 
functional aspects of management would be the most successful in training Southern African 
entrepreneurs. Only ten per cent of the respondents were of the opinion that degree courses 
could be successfül in training entrepreneurs.

The length of entrepreneurship courses was also studied. The most populär were Seminars 
lasting ffom one to three days, followed by short courses of one to four weeks Other courses 
were either quarterly or annual programmes These preferences by the respondents are indicated 
in figure 38.3.

6 0 % ■  Annual c o u n e i 

□  Quarto rly 
couraaa

couraaa

□  1 - 3 d ay  
aaminara

Figure 38.3 The preferences of Southern African institutes involved in entrepreneurship 
concerning the length of courses

The methods of instruction used by the institutes are ranked as follows:

- lectures involving personal interaction between lecturer and the entrepreneur,
- a combination of seif study and lectures,
- do-it-yourself modules, and
- degree programmes or parts thereof.

The preferences for the above-mentioned methods of instruction are illustrated in figure 38 4.

sl
M a t f i o d  o f  i n a V u c ä o n

Figure 38.4 The preferences of Southern African institutes involved in entrepreneurship 
training concerning the methods of instruction
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How the training needs in financial management may alternatively be satisfied in 
Southern Africa

Several factors require that alternative ways of satisfying the demand for entrepreneurship 
training (including financial management) should be identified These include:

- time constraints o f entrepreneurs and the limitation of not being able to leave the 
business for a certain period to attend training courses or Seminars,

- the cost of training,
- academic institutions which are not geared to meet these needs,
- a lack of suitable Consultants and lecturers/instructors,
- the lack of proper school education (mainly in the case of black Southern 

Africans).

In view of the above-mentioned factors, the training needs of Southern African 
entrepreneurs in financial management may also be satisfied by utilising the following 
options:

- training by means of distance education,
- training by means of the mass media, such as radio, television and news papers,
- training and consultation by charted accountants,
- training and consultation provided by banks, and
- training provided by franchisers

Distance education

The general concept o f distance education involves studying by correspondence. The 
Student receives his tutorial matter after registration and studies at home in his/her own 
time and at his/her own pace A number of assignments (usually three or four) have to be 
submitted before certain due dates during the course of the year and these are used to 
determine whether the Student should be granted admission to the examination. Lecturers 
write their comments on each assignment submitted A tutorial letter is also posted to all 
students containing further comment on the assignment and a suggested soluticn to the 
assignment (if applicable). If Student numbers permit, group discussion classes are held 
The group discussion classes usually last three hours and are presented over two 
consecutive days Where Student numbers are too large, group discussion classes may be 
replaced by radio broadcasts during suitable hours of the day. A degree or diploma is 
awarded after passing the requisite examination.

Distance education could be used to train Southern African entrepreneurs, not only in 
financial management, but in all aspects o f entrepreneurship and management

The concept o f distance education may, however, have to be adjusted for the training 
of the entrepreneur As indicated earlier, the training will have to be of a practical nature 
To this end, the assignments could take the form of practical tasks which the entrepreneur 
must perform in his business or envisaged business7. Such practical tasks may, for 
example, include the drafting of pro-forma balance sheets and income Statements, as well 
as cash budgets. These documents could be used to determine the extent, nature and 
timing of financing needs of the business. Such an assignment could then be evaluated 
based on predetermined criteria.

Distance education for the training of the entrepreneur need not necessarily involve 
examinations and the awarding of degrees The successful completion of the course may 
be certified by a certificate of participation rather than by a degree
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Mass media

The mass media consisting of radio, television and the printed media may also be used to 
advantage in the promotion of entrepreneurship and the training of the entrepreneur.

For the use o f mass media to succeed in the promotion of entrepreneurship and the 
training o f entrepreneurs, however, will require sponsorships and an Organisation to co- 
ordinate a well planned programme. The most important benefits to be achieved by use of 
the mass media are the large number of entrepreneurs and aspiring entrepreneurs who 
could be reached and the subsequent low cost per person that could be achieved. The use 
of the mass media also overcomes the problem of the time constraints experienced by 
entrepreneurs.

Charted accountants

Charted accountants in Southern Africa are increasingly employing business Consultants 
to aid their clients in solving managerial problems in their firms. These Services, however, 
are costly and are aimed primarily at the formal sector of the Southern African 
economies.

The informal sector will be receiving attention shortly. The accounting firm Coopers 
Theron Du Toit and the National Industrial Chamber8 have embarked on a programme 
called "Business skills for South Africa" (BSSA) with the purpose of transferring 
fundamental business skills to emerging businesses in Southern Africa The programme 
consists o f twenty Seminars covering accounting and finance, marketing and marketing 
research, personnel and general management. The accounting and finance module covers 
the following topics:

- basic accounting,
- understanding financial Statements,
- the use of accounting techniques to increase profitability,
- debt recovery,
- cash management,
- the use of Computers, and
- taxation.

A feature of the BSSA programme not found in other training programmes is that 
delegates are offered mentorship from qualified business persons to ensure that the 
business skills which they have learned are implemented correctly in practice.

Banks

The gaining of management knowledge and skills by a bank's clients are beneficial to both 
parties since it tends to alleviate the risk of business failure. Currently four South African 
banks offer assistance in the form of booklets and Videos to the entrepreneur. They are:

- Standard Bank o f South Africa Ltd
- First National Bank Ltd
- Volkskas Ltd
- Trust Bank Ltd

The Standard Bank of South Africa Ltd assists the entrepreneur by providing business 
education courses and practical financial workshops through their Business Education
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Unit The bank also has a regional network of small business development managers 
(SBDMs) These managers:

- develop and secure banking relations with small businesses9 having growth 
potential

- advise on the type and amount o f finance required by a business
- assist the dient with the preparation of applications for credit facilities and
- provide financial ad vice to clients

Assistance of this kind contributes to the development of the Southern African 
entrepreneur, and many aspiring entrepreneurs should in füture stand to benefit frorn this 
assistance.

Franchising

An entrepreneur's lack of knowledge conceming accounting, financial management, 
marketing, personnel and other critical business fiinctions could be overcome by 
franchising. The franchiser normally provides training in these aspects o f management as 
part o f the benefits offered to franchisees.

Most South African ffanchisers are members of the South African Franchising 
Association. At present there are sixty members in the Association and their operations 
are classified in table 38.2.

Table 38.2
A Classification of the members o f the South African Franchising Association

Field of ODeration Number of members % of total
Cleaning Services 4 6.6
Estate agencies 5 8.3
Fast food & restaurants 18 30.0
Stationers 5 8.3
Personnel Consulting 1 1.6
Education 3 5.0
Personal Services 2 3.3
Vehicle maintenance 10 16 6
Clothing 3 5.0
Financing 1 1.6
Fumishers 1 1.6
Construction 4 6.6
Leisure 3 5.0
Total 60 100 0

Source: South African Franchise Association Handbook, 1991/92

In view of the figures provided in table 38.2, it is suspected that franchisees in the field 
of fast foods and restaurants have benefited most as far as their level o f management 
knowledge and skills (including financial management knowledge) are concerned.

Any new franchises entering the Southern African market in the future will make a 
valuable contribution not only to job creation but also to the training of those 
entrepreneurs wishing to enter the business world with little or no management skills

368



Summary

The paper dealt with empirica! research concerning:

- the training needs o f Southern African entrepreneurs in financial management,
- the way in which these needs are satisfied at present by institutes 

associated with universities and development corporations, and
- how these training needs could altematively be satisfied.

It appears fforn the surveys conducted among both institutes involved in 
entrepreneurship education and individual entrepreneurs that there is a need for training in 
financial management, particularly in the areas of financial planning and control.

The training of entrepreneurs by institutes associated with universities and development 
corporations in Southern Africa was described. All the institutes indicated that they 
include a module on financial management in their courses The institutes follow a formal, 
yet practical approach to the training of entrepreneurs and use mainly work sessions, 
formal lectures and Seminars during courses.

Alternative ways of training entrepreneurs were suggested. These include training by 
means o f distance education and the mass media, as well as training provided by 
chartered accountants, banks and franchisers

Notes

1 Department o f Business Economics, University o f South Africa, South Africa
2 The personal interviews were undertaken by a project team which had been set up for 

this purpose. The project team consisted of six members.
3 The acceptable questionnaires amounted to 1,499 or nearly 20 per cent ofthe sample.
4 The complete list of potential training needs are provided in annexure B
5 All Information provided in this section emanates from research undertaken by the De

partment of Business Economics at the University of South Africa (UN1SA). The 
findings of the research have not been published in a final report yet.

6 The names of these institutes are provided in annexure A.
7 The confidentiality o f such practical tasks will have to be ensured.
8 The National Industrial Chamber represents black Southern African industrialists.
9 The bank defines a small business as an individual, partnership, close Corporation, Com

pany or a co-operative, with total assets worth not more than R 1,5000,000, having a 
turnover of up to R 5 million per annum, employing up to 100 people, with borrowing 
requirements up to R 400,000 and which is engaged in, or has intentions of engaging in 
a commercial or manufacturing enterprise or the provision of a Service.

10 The Centre does not offer a course in entrepreneurship or small business management 
yet, but offers a retail management course using distance education (i.e correspon- 
dence course)

References

Marais, P. (1992), 'Only seven jobs for 100 new job-seekers', Pretoria News. 12, May 
Kotze, C., J. (1992) 'Training in a small 3rd world business environment.' ICSB SA 

Bulletin, vol 1, p. 6, May
Baxter, B (1992), 'Verbal Information provided to author', Potchefslroom

369



Cant, M., C. and Machado, R (1991), 'The changing environment and the dilemma of the 
Black entrepreneur’, Unisa Alumnus, vol. 13, no 9, December 

Fagan, S. (1992), Letter to author, 22 May, Durban, (Original copy in the possession of 
author)

Kietzman, M , L. (1992), 'Letter to author, 15 May', Johannesburg, (Original copy in 
author's possession)

Appendix A

Institutes associated with universities and development corporations involved in the 
training o f Southern African entrepreneurs

Institutes which provide consultation Services and/or training to the Southern African 
entrepreneur include the following:

Institutes associated with universities
1. The Small Business Advisory Bureau (SBAB) at the Potchefstroom 

University for C.H.E
2. The Unit for Entrepreneurship and Small Business Management at the 

University of Stellenbosch
3. The Institute for Small Business at the University of the Western Cape 
4 The Business Advisory Bureau at the University of the North
5. The Small Business Unit at the University of Transkei 
6 The Institute of Management at the University of Fort Hare 
7. The Unit for Small Business Development at the University o f the Orange 

Free State
8 The Small Business Unit at the University of Port Elizabeth
9. The Centre for Businessmen at the University o f Zululand
10. The Centre for Developing Business at the University of the 

Witwatersrand
11 The Centre for Business Economics at the University of South Africa 

(UNISA)10.

Development corporations and agencies

1. The Small Business Development Corporation (SBDC) The SBDC provides 
guarantees aimed at acquiring finance for entrepreneurs, and by training 
entrepreneurs by means of short courses and consultations

2 The KwaZulu Development Corporation
3 The Venda Development Corporation
4 The Ciskei Development Corporation
5. The Transkei Development Corporation
6 The Bophuthatswana National Development Corporation
7. The Qwa-Qwa Development Corporation
8 The KwaNdebele National Development Corporation
9. The Lebowa Development Corporation
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Appendix B

The list o f  potential training needs among Southern African small business firms which 
listed in the questionnaire

1. The planning of purchases
2. The use o f the Computer (Computer literacy)
3. Advertising
4. Budgeting
5. Marketing feasibility
6. Marketing strategy
7. Management information Systems
8 Accounting
9. Financial control
10. Financial feasibility
11. Quality control
12. Group behaviour
13. Commercial law
14. Income tax
15. Introduction to economics
16. Investment decisions
17. Office planning
18. Capacity planning
19 Legislation pertaining to small business
20. Cost accounting
21. Credit planning
22. Leadership
23. Licensing
24. Market research
25. Motivation
26 Negotiations with suppliers
27. Analysis of financial Statements
28. Training and development
29. Tracing suppliers
30. Personnel planning
31. Personnel selection
32. Personnel recruitment
33. Product and pricing policy
34. Production layout and planning
35. Productivity measurement
36. Time management
37. Trade unions
38. Sales technique
39 Transport economics
40. Stock control
41. The functioning of regional Service councils
42. Shop layout
43. Profit planning
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39 Towards understanding the 
entrepreneurial personality 
- A South African study
A. B. Boshoff and J. J. van Vuuren

Introduction

Work in the fielt) of entrepreneurship is, according to Bygrave (1989) done in terms of a 
relatively young paradigm Carsrud, Olm and Eddy (1986) state that a shortage of theory 
seems to exist in the entrepreneurship field This is confirmed by Smith, Gannon & Sapi- 
enza (1989). These views seem to summarize the prevailing Situation - a great deal of 
thorough research using sophisticated methodologies and techniques is needed to create a 
sound body of knowledge The importance of a systematically created body of knowledge 
can scarcely be overstated (Low & MacMillan, 1988) as it is to serve as a ffarne of refer
ence for work in this field, for instance, the huge and growing effort in universities which is 
aimed at the development of entrepreneurs (Vesper, 1985)

It seems as if research in the entrepreneurship field, can, firstly concentrate on the entre
preneur, his characteristics and behaviour, and secondly, on the entrepreneurial process A 
third focus can be on the factors enhancing or impeding the development of entrepreneurs 
and entrepreneurial activity. Several recent studies have been undertaken regarding the 
characteristics of entrepreneurs (Brockhaus, 1980, Begley & Boyd, 1987, Carland, Hoy, 
Boulton & Carland, 1984, Fernald & Solomon, 1987 and Hisrich, 1988). The results of 
earlier studies in this direction were summarized by Brockhaus & Horwitz (1985), and by 
Gärtner (1988) Brockhaus & Horwitz (1985, p 42) concluded: 'The literature appears to 
support the argument that there is no generic definition of the entrepreneur, or if there is 
we do not have the psychological instruments to discover it at this time' Furthermore, 
Gärtner (1988), came to the conclusion that while a large number of traits have been at- 
tributed to the entrepreneur, a clear picture of the entrepreneur in comparison with other
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occupational groups in the population is still to emerge. In a later review Boshoff, Bennett 
and Owuso (1992, p. 51) concluded: 'Our knowledge of the traits of an entrepreneur is 
consequently inadequate'.

Biographical and business variables of which the relationship with entrepreneurship have 
recently been investigated include age, marital Status, employment history, sex, education, 
type of new venture, Capital sources, membership of immigrant and of minority groups. 
The results seem to be mixed and contradictory, and meta-analyses of the results in the 
different areas are called for (Boshoff, et a l , 1992).

Significant, rigorously executed studies on specifically the interests of entrepreneurs in 
comparison with other groups were not found. Under these circumstances it was decided 
to try to find answers to two research questions:

1. Do successful and less successful entrepreneurs differ ffom each other in terms o f bio
graphical variables, personality traits and interests?

2. Do entrepreneurs differ ffom individuals in other occupational groupings, i.e. state 
employment and banking, in terms of biographical variables, personality traits and in
terests?

Method

Subjects

Three groups of subjects were included in the study. The members of the first group (N = 
77) were all employed by Central Government. Random sampling ffom officials attending 
a formal Organization training course was used to select the members of this research 
group. All the members of this group resided in a region known as the Pretoria- 
Witwatersrand-Vereeniging (PWV) area - the commercial and industrial hub of South Af- 
rica

Twenty six females and 51 males were chosen ffom 13 different State Departments. The 
mean (M) age o f the female members of the sample was 37.46 years with a Standard 
deviation (SD) of 9.04 and a ränge of 19 to 59 years. The M age of males included in this 
group was 38 92 years with a SD of 8 15 and a ränge between 25 and 60 years The age 
ränge of the total sample was between 19 and 60 years with a M age of 38.43 and a SD of 
8.43.

The second group included in the study comprised a number of bank officials (N = 70). 
This group was randomly drawn from employees in one banking institution. Employees 
ffom two regions of Operation of this banking institution formed the sampling frame The 
Pretoria region contained 13 and the Johannesburg region 11 branch Offices. Thirty two 
individuals ffom the Pretoria region and 38 ffom the Johannesburg region were included in 
the sample. The sample consisted of 37 females (M age = 31.54-SD = 7.79, ränge 20 to 
46 years) and 33 males (M age = 31.45, SD = 7.56, ränge 19 to 45 years). The M age of 
the total sample was 31.5 years with a SD of 7.63 and a ränge of 19 to 46 years.

A third group consisted of entrepreneurs The sampling ffame consisted of the owners 
of 10,500 privately owned businesses operating in the PWV area. These businesses were 
all classified as 'sound' by an Organization specializing in determining the creditworthiness 
of small businesses. The annual turnover o f these businesses did not exceed R5 million (ca. 
US $175 million), which is an accepted norm for classifying a business as 'small' in South 
Affican terms

A random sample of N = 482 was drawn ffom these businesses. One hundred and forty
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entrepreneurs (i.e. 29 per cent ) agreed to participate in the study. The M a8e of subjects 
in this group was 42.79 years with a SD of 9 83 and a ränge of 20 to 78 years This group 
was further divided into two subgroups i.e successful (N = 110) and less successful (N = 
30) entrepreneurs.

To be regarded as successful an individual had to own a business employing five or 
more people, the business had to have been in existence for three years or more, and had 
to have made a net profit over the three year period. Düring the last financial year these 
businesses should have recorded a retum on Capital invested of three or more percentage 
points higher than the risk-ffee return rate(interest paid on government bonds). The M age 
of this subgroup was 42.69 years (SD = 9 89, ränge 22 to 78 years). The group consisted 
of 105 males with a M age of 42.77,(SD = 10.07) and an age ränge of 22 to 78 years. Five 
females in the age ränge 35 to 47 years were included in this group.

The less successful entrepreneurs (N = 30) encompassed owners o f businesses which did 
not meet at least one of the criteria for a successful business. This subgroup had a M age 
of 43 17 years, (SD = 9.75, ränge 20-61 years). Twenty-nine males were included in this 
subgroup (M age = 43.31, SD = 9.89, ränge 20 to 61 years). The only female included in 
this subgroup was 39 years old

Measuring instrumenls

Three measuring instruments were employed in obtaining the desired Information. These 
were the 16 personality factor inventory (16 PF), the 19 Field Interest Inventory (19 FII) 
and a biographical questionnaire Personality traits were measured by means of the 16 
personality factor inventory (16 PF), Form B, which is based on the personality theory of 
Cattel (Cattel, Eber, & Tatsuoko, 1970). The designation of factors and characteristics 
measured by this instrument are shown in table 39.1

Table 39.1
Identification of personality traits measured by 16 PF

FACTOR SCALES

A SIZOTHYMIA
Reserved, Detached, Critical, Cool

CYCLOTHYHIA
Outgoing, Warnhearted, Easy-going, 
Participating

B LOWER SCHOLASTIC HENTAL CAPACITY 
Leaa intelligent, Concrete-thinking

HIGHER SCHOLASTIC HENTAL CAPACITY
Höre intelligent, Abstract-thinking, Bright

C LOWER EGO STRENGTH
Affected by feeling8, Eaotionally
less stable, Eaaily upset

HIGHER EGO STRENGTH
Eaotionally stable, Facea reality, Cala

E SUBHI SS IVENESS
Hunble, Hi Id, Obedient, Conforaing

DOHINANCE
Assertive, Independent, Aggressive, Stubborn

F DESURGENCY
Sober, Prudent, Serious, Taciturn

SURGENCY
Happy-go-lucky, Heedless, Gay, Enthuaiastic

0 WEAKER SUPEREGO STREHGTH 
Expedient, A law to hiaself, 
By-paaaea obligations

STRONGER SUPEREGO STRENGTH
Conscientious, Persevering, Staid, Rule-bound
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THRECTIA
Shy, Reatrained, Diffident, Ti»id

PARHIA
Ventureaone, Social ly bold, Uninhibited, 
Spontaneoua

I HARRJA
Tough-ninded, Self-reliant, 
Realiatic, Ho-nonsense

PREMSIA
Tender-ninded, Dependent, Ov«r-prot#cted, 
Sensitive

L ALAXIA
Truating, Adaptable, Free of jealouay, 
Easy to get on with

PROTEHSIOK
Su s ü’co-s , Self-opinionated, Hard to fool

H PRAXERHIA
Practical, Careful, Concentional, 
Regulated by external realities. 
Proper

AUTIA
Iaaginative, Wrapped up in inner urgencies, 
Careleaa of practical nattera, Bohenian

N ARTLESSHESS
Forthright, Hatural, Artless, 
Sentimental

SHREWDHESS
Shrewd, Calculating, Wordly, Penetrating

0 UHTROUBLED ADEQUACY
Placid, Self-aasured, Confident,
Serene

GUILT PROHEHESS
Apprehenaive, Worrying, Depressive, Troubled

Ql COHSERVATISH
Convervative, Respecting e8tabliahed 
ideas. Tolerant of traditional 
diff icultiea

RADICALISM
Experinenting, Critical, Liberal, Analytical, 
Free-thinking

Q2 GROUP ADHEREHCE
Group-dependent, A "joiner" and 
8 0und follower

SELF-SUFFICIEHCY
Self-aufficient, Prefera own deciaiona, 
Reaourceful

Q3 LOW IHTEGRATIOH
Caaual, Carele8s of protocol, Untidy, 
Fol Iowa own urgea

HIGHER SELF-COHCEPT COHTROL 
Controlled. Socially-preciae, Self- 
diaciplined, Conpulaive

Q4 LOW ERGIC TEHSIOH 
Relaxed, Tranquil, Torpid, 
Unfruatrated

HIGH ERGIC TEHSIOH
Tenae, Driven, Overvrought, Fretful

Source: HRSC Training Manual, 1992

Psychometric and other characteristics of this instrument can be found in the Human 
Sciences Research Council's Training Manual (1992)

The 19 Field Interest Inventory (FII) measures interests in 19 fields, as indicated in table 
39.2.
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Table 39.2
Fields of interest measured by the 19 FII

r Interest field

1 Fine arts
2 Clerical
3 Social work
4 Nature
5 Performing Arts
6 Science
7 Historica1
8 Public speaking
9 Nunerica 1
10 Sociabi1ity
11 Creative thought
12 Trave1
13 Practical (femal
14, Law
15 Sport
16 Language
17 Service
18 Practical (aale)
19 Business
20 Work - Hobby
21 Active - Passive

More Information on the kind of data obtained by applying the 19 Field Interest Ques- 
tionnaire can be found in Fouche and Alberts (1992)
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Biographical and business variables on which Information was obtained are presented in 
table 39.3.

Table 39.3
Biographical and business variables on which data was gathered 

Personal Information Business information

Sex
Marital status 
Population group 
Religious affiliation 
Education: School 
Education: Tertiary 
Father’s occupation 
Position in birth Order 
Socio-economic level of fanily 
Age
Language group

Industry 
Market served 
Previous occupations 
Source of Capital 
Turnover (per year)
Profit: Turnover-ratio
Investment: Own and other C apita l

Investment: Own Capital
Age of business
Number of employees
Return on investnent

The decision on which biographical variables to include in the data-gathering process, 
was partly based on an earlier study of South African entrepreneurs (Boshoff Bennett, 
Owuso 1992) The biographical variables were phrased into a questionnaire and pre-tested 
by administering it to 60 final year students in a personnel management course The 
feedback received from this group was utilized to modify and revise the biographical ques
tionnaire with regard to readability, as well as clarity of instructions and questions.

Data gathering

The three measuring instruments were applied to the group of state employees during one 
session of a training course in which these subjects participated.

The bank officials were divided into two groups One group completed the question- 
naires in one centre and the other group in another centre. Standard test procedures were 
adhered to in all cases

Due to the wide geographical dispersion of the entrepreneurs, the preciousness of time 
as a resource, and the need to obtain co-operation from as large and representative a sam
ple as possible, data was individually gathered from entrepreneurs. In Order to reach the 
large number of entrepreneurs within a short time period, a total of twenty-three field 
workers were trained in the application of the data gathering instruments Training was 
done in groups of three to four members, with sessions lasting approximately six hours.

After drawing a random sample of N = 482 entrepreneurs from the population of N = 
10,500, every entrepreneur included in the sample received a letter in which information on 
the research was provided and co-operation requested A tear-off sheet was provided on 
which willingness to co-operate in the research and a list of dates suitable to the entre
preneur for a visit by a field worker could be indicated. This rendered a positive response 
[indication of willingness to participate in the research and of dates for a visit by a field
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worker] from 82 entrepreneurs (17 per cent ), a negative response [i.e. an indication of 
unwillingness to participate] from 9 entrepreneurs (1.8 per Cent ) and no response front 
391 entrepreneurs (81 per cent )

Telephone contact was made with those individuals who had responded positively and 
an appointment for a visit by a field worker was set up. A follow-up letter was sent to non- 
respondents. This brought a response of willingness to participate from another 102 en
trepreneurs, bringing the total number of individuals who were willing to participate to 184 
(38.2 per cen t) Usable Information was obtained from one hundred and forty individuals 
(29 per cent o f the original sample) Taking into account the diffrculties associated with 
this kind of field research, the actual response rate was regarded as acceptable

Data was gathered by means of personal visits to the entrepreneurs' workplaces. In the 
majority of cases more than one visit, with a maximum of three, was necessary to gather 
information from the subjects. The arranged meetings between the field workers and re- 
spondents mostly took place after working hours

Results

All Statistical analyses were carried out by means of Statistical Analysis System (SAS, 
1985).

The first research question necessitated enquiry into the significance of the differences 
between the responses o f the respondents classified as successfül and less successful entre
preneurs The responses o f the two groups were distributed on discrete scales on the ma
jority o f the biographical and business variables, and were compared by means of Chi- 
squared. The results of these analyses are shown in table 39.4.

Table 39.4
Results of chi-squared analysis of response distributions of two groups of entrepreneurs on 

biographical and business variables

Variable Chi-squared P-
Place of birth 4.05 .40
Sex .08 .77
Marital Status 1.90 .39
Population group 4.72 .10
Religious affiliation 2.94 .57
Level of school education 2.50 .29
Level of tertiary education 8.90 .18
Occupation of father 2.99 .39
Position in birth Order 2.98 .56
Socio-econonic level of family 2.51 .64
Kind of business 5.95 .11
Industry 10.67 .15
Market served 3.47 .32
Previous occupations 7.19 .07
Source of Capital 17.35 .002
Tumover per year 40.95 .13
Percentage annual profit on tumover 43.61 .008
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From table 39.4 it seems as if the two groups of entrepreneurs differed significantly on 
only two of the 17 variables on which the two groups were compared. The more success- 
ful entrepreneurs tended to own businesses which were more profitable than those of the 
less successfül entrepreneurs. They also tended to use relatively more own Capital than less 
successfiil entrepreneurs did.

Differences between the two groups on variables which were measured by means of 
continuous (interval scales) were investigated by means of One-Way Analyses of Variance. 
The results are shown in table 39.5.

Table 39.5
Results o f One-way Analyses of Variance on responses of successfül and less successfül 

entrepreneurs (df= 1,138)

Biographical
Variables

F-value P-

Investment: own and other 
Capita l

10.75 .0013
Age of respondent 0.05 .8151
Age of business 4.39 .0380
Investment: own Capital 1.79 .1831
Number of employees 5.29 .0230
Return on investment 73. C8 .0001

(own Capital and debt), the age of the firm, the number of employees, and the retum on 
investment, are characteristics on which the two groups differed significantly.

These results seem to be in the expected direction, the larger the amount of Capital in- 
vested, the older the business, the larger the number of employees and the higher the re
tum on investment the more likely it was for the business to be successfül.

The scores of the two groups on the personality traits measured by the 16 PF were also 
compared by means of One-way Analyses of Variance. The results are summarized in table 
39.6.

Table 39.6
Results of One-way Analyses of Variance on scores of two groups of entrepreneurs on 

personality traits (df = 1,138)

Variable F £
Sizothymia - Cyclothemia 1.42 .24
Scholastic Mental Capacity .17 .68
Ego strength .44 .51
Submissiveness - Dominance .11 .74
Desurgency - Surgency .41 .52
Superego strength 4.61 .03
Threctia - Parmia .20 .66
Harria - Premsia .17 .68
Alaxia - Protension .10 .75
Praxemia - Autia 1.90 .17
Artlessness - Shrewdness .81 .37
Untroubled adequacy - Guilt proneness .98 .33
Conservatism - Radicalism .50 .48
Group adherence - Self-sufficiency .01 .90
Low integration - Higher self-concept control .18 .67
Ergic tension .03 .87
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From table 39 6 it can be seen that the scores of the two groups differed significantly on 
only one personality trait i.e superego strength The direction of the difference seems to 
be: less successful entrepreneurs (M_= 13.80, SD = 3.25) > more successfiil entrepreneurs 
(M_= 12.56, SD = 2.66)

Comparisons of the scores of the two groups of entrepreneurs on the fields of interest 
measured by the 19 Field Interest Inventory were done by means of One-way Analyses of 
Variance The results of these analyses are shown in table 39.7.

Table 39.7
Results of One-way Analyses of Variance on scores of two groups of entrepreneurs on 

fields of interest measured by 19 FII (df = 1,138)

FIELD OF INTEREST F p

Fine Arts 
Clerical 
Social work 
Nature
Perforaing Arts 
Science 
Historical 
Public speaking 
Nunerical 
Sociability 
Creative thought 
Travel
Practical-Female
Law
Sport
Language
Service
Practica 1-Male 
Bus iness 
Work-Hobby 
Active-Passive

2 . 3 7 . 1 3
0 . 0 0 . 9 8

. 9 4 . 3 3
. 0 7 . 7 9
. 1 0 . 7 5

3 . 7 5 . 0 5 5
2 . 4 5 . 1 2
0 . 0 0 . 9 6

. 3 1 . 5 8

. 2 1 . 6 5

. 0 3 . 8 6
3 . 8 2 . 0 5 3
2 . 6 8 .  1 0

. 0 5 . 8 2
. 8 3 . 3 6

2 . 8 0 . 1 0
. 0 1 . 9 2
. 3 0 . 5 8
. 8 0 . 3 7
. 2 0 . 6 5
. 0 3 . 8 7

From table 39.7 it can be seen that the scores o f the two groups of entrepreneurs did not 
differ significantly on any of the fields o f interest as measured by the 19 FII. Two near 
significant differences at the 5 per cent level, i.e on the scales for 'science' and 'travel' 
occurred

From the results presented so far it can be concluded that the two groups differed sig
nificantly on only one of the personality traits measured and on none of the fields of inter
est as measured by the 19 FII. The two groups also did not differ significantly with regard 
to the biographical variables on which data was gathered As could be expected, the two 
groups did differ in terms of 'business' variables The reason for this is obvious: the two 
groups were defined on the basis of the achievements of their businesses.

The results of the above analyses seemed to indicate that the successfiil and less success
fiil entrepreneurs (as defined in this study), could be treated as one group (set). This also 
seems to provide an answer to the first research question; the two groups were not differ
ent on the vast majority of the variables on which the two groups were compared. In sub- 
sequent analyses successfiil and unsuccessful entrepreneurs were treated as one group
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Further analyses were carried out to arrive at answers to the second research question.
To determine whether entrepreneurs differed from state employees and bank officials in 

terms of responses on the three sets of variables, One-way Analyses of Variance, followed 
by Tukey's ranges tests (in the case ofcontinuous scales), and Chi-squared (in the case of 
discrete scales used for all biographical variables except age), were carried out. An F-value 
of 24.7 (2,286) indicating a significant difference among the three groups at the p = .0001 
level was found for the biographical variable age Tukey's ranges test indicated that bank 
officials were significantly younger than the state employees as well as the entrepreneurial 
groups.

Other results obtained are shown in table 39.8.

Table 39.8
Results o f chi-squared and One-way Analyses of Variance on scores o f state employees, 

banking officials and entrepreneurs on biographical variables, personality traits and
interests

Biographical variables Chi-squared (df) p.

Place of birth 62.3
Sex 65.7
Harital Status 16.1
Population group 6.3
Religious Affiliation 67.6
School education 6.8
Tertiary education 34.0
Occupation of father 127.5
Position in birth order 7.7
Socio-econonic level 12.3
Language group 111.7

Personality traits F

Siiothysia-Cyclothysia 4.4

Scholastic Mental Ability 2.1
Ego strength 4.0
SubBisaivene88 - Doainance 5.0

Desurgency - Surgency 1.4
Superego strength 2.4
Threctia - Parsia 1.9
Harria - Pressia 15.3

Alaxia - Protension 11.1

Praxemia - Autia 3.7
Artlessness - Shrevdness .4
Untroubled adequacy - Ouilt 5.9
proneness
Conservation - Radicallsn .2
Oroup adherence - Self-sufficiency 3.5 
Low Integration - Higher self-
concept control .6

Ergic tension 1.6

(4) .000
(2) .000
(4) .007
(6) .393
(6) .000
(4) .147
(6) .000
(8) .000
(8) .461
(10) .264
(4) .000

286) P- Groups different (Tukey)

.01 Bankers > Entrepreneurs; 
Bankers) State

.13

.02 Entrepreneurs»State

.01 Entrepreneurs»State; 
Entrepreneurs» Bankers

.26

.26

.16

.0001 State >Entrepreneurs; 
Bankers» Entrepreneurs

.000 Entrepreneurs »State; 
Entrepreneurs »Bankers

.03 Entrepreneurs »Bankers

.67

.00 State >Entrepreneurs

.78

.03 Entrepreneurs > Bankers

.53

.20
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Interests

Pin« Art» .4 .70
Perforning Art« 1.8 .16
Language 1.6 0.21
Historlcal . .8 .46
Service 20.7 .0001 State >Entrepreneurs;

Bankers> Entrepreneurs

Interest fields F. (2.286) P- Groups different (Tukey)
Welfare work 10.9 .0001 State>Entrepreneurs;

Bankers»Entrepreneurs
Sociability 6.2 .002 Bankers»State
Public Speaking .9 .39
Law .4 .66
Creative thinking 3.0 .05 Entrepreneurs > Bankers
Science .1 .91
Practical - Haie 1.8 .16
Practical - Fesale 19.2 .0001 Bankers > Entrepreneurs;

State»Entrepreneurs
Huaerical 7.8 .0005 Bankers»State;

Entrepreneurs»State
Business 21.9 .0001 Entrepreneurs > Bankers;

Entrepreneurs»State
Clerical 12.4 .0001 Bankers»State; Bankers»

Entrepreneurs
Travel . 9 .41
Nature 5.2 .006 State»Bankers
Sport 2.9 .06
Work - Hobby 2.4 .10
Active - Passive 1.4 .26

A final line o f analysis was aimed at determining how accurately the variables on which 
the three groups differed significantly could predict membership of the three groups. This 
was done by means of stepwise discriminant analysis (Proc Stepdisc in SAS) followed by 
discriminant analysis by means of Proc Discrim in SAS.

As a first Step, the biographical variables on which the three groups differed significantly 
(age, place o f birth, sex, marital Status, religious affiliation, tertiary education, occupation 
of father and language group), were used to build a model of factors which could differen
tiale between the three groups. This was accomplished by means of stepwise discriminant 
analysis. The Proc Stepdisc procedure entered seven variables after eight Steps The vari
ables used in the model were, in order o f their contribution to the prediction: religious 
affiliation, sex, tertiary education, age, occupation of father, language, place o f birth Use 
of these variables yielded a Wilk's Lambda of .38 and an average squared canonical corre- 
lation o f .37.

The variables identified by this process were then used to classify the respondents into 
the three groups by means of discriminant analyses. The resulting Classification is shown in 
table 39 9.
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Table 39.9
Number o f  observations and percentages classified into different groups using biographical

variables

Pro» Group State enployees Bsnking officials Entrepreneurs Total 
in group

State enployees N 58 13 6 77
75.3 16.9 7.8

Banking officials N 10 55 5 70
14.3 78.6 7.1

Entrepreneurs M 28 13 99 140
20.0 9.3 70.7

From table 39.9 can be seen that while 75.3, 78.6 and 70.7 percent respectively of the 
state employees, banking oflicials and entrepreneurs were classified 'correctly' only 7.8 and 
7.1 per cent of the state employees and banking officials respectively, were classified as 
entrepreneurs. In absolute terms larger percentages of state employees and banking 
officials were classified correctly than was the case with entrepreneurs 

The same procedures (using the traits sizothymia - cyclothymia, ego - strength, submis- 
siveness - dominance, harria - premsia, alaxia - protension, praxemia - autia, adequacy - 
guilt proneness and ergic tension in the stepwise discriminant analysis) resulted in the vari
ables harria - premsia, alaxia - protension, ego - strength, sizothymia - cyclothymia (in O r

der o f contribution to variance) being retained in the model to classify respondents into the 
different groups This resulted in a Wilks' Lambda of .79 and an average squared canonical 
correlation of .11. The results of the discriminant analysis using these variables are shown 
in table 39.10

Table 39.10
Number o f observations and percentages of respondents classified into different groups by

means of personality traits
Fron group State enployees Banking Officials Entrepreneurs Total 

in group

State enployees N 35 22 20 77
% 45.4 28.6 26.0

Banking officials N 25 27 18 70
% 35.7 38.6 25.7

Entrepreneurs N 21 31 88 140
% 15 22.1 62.9

From these results, it seems as if personality traits had less power to classify respondents 
into their correct groups than was the case with biographical variables - as indicated by the 
values o f Wilk's Lambda, the canonical correlation coefficients, and the percentage accu- 
racy of Classification obtained A larger absolute percentage of entrepreneurs than of the 
other two groups were, however, classified correctly
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Similar analyses were done using scores on the fields o f interest as discriminators. The 
interest fields used in the stepwise discriminant analysis, were once again those on which 
significant differences were found between at least two of the respondent groups (i.e 
service, social work, sociability', Creative thought, practical-female, numerical, business, 
clerical and nature). The stepdisc procedure included business, Service, nature, clerical and 
social work in the model, which yielded values of .67 for Wilk's Lambda and .18 for the 
average squared canonical correlation. A Classification of respondents, based on this model 
is exhibited in table 3911.

Table 39.11
Number of observations and percentages classified into different groups by means of 

scores on fields o f interest
Pro« Group State eaployees Banking officials Entrepreneurs Total 

in group

State e»ployee8 N 40 21 16 77

X 52.0 27.2 20.8

Banking officials N 18 35 17 70

X 25.7 50.0 24.3

Entrepreneurs N 17 22 101 140

I 12.2 15.7 72.1

From these results, it can be seen that the accuracy of Classification of respondents into 
the three groups by means of scores on the fields of interests scales was not high - a 
relatively high value of Wilk's Lambda and a low canonical correlation coefficient as well 
as percentages o f respondents classified correctly, were obtained Entrepreneurs were 
again classified relatively more accurately than was the case with the other two groups.

A final analysis was done in Order to determine the discrimination ability of the three sets 
o f variables biographical, personality traits and interests - when used in combination 

The twenty-five variables on which significant differences had been found, were used in 
a stepwise discriminant procedure, which resulted in six biographical variables (religious 
affiliation, sex, tertiary education, age, father's occupational level and language group), 
three personality trait variables (alaxia - protension, ego strength, harria - premsia) and 
four fields of interest (business, Service, numerical and Creative thought) being included in 
the final discriminant model The value of Wilk's Lambda was .30 and the squared 
canonical correlation 45. Using these variables in a discriminant analysis the following 
pattem of Classification was obtained
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Table 39.12
Number of observations and percentages of Classification into groups

From Group State
employees

Banking
officials

Entrepreneurs

State Employees N 62 10 5
% 80.5 13.0 6.5

Banking officials H 10 54 6
% 14.3 77.1 8.6

Entrepreneurs N 12 8 120
l 8.6 5.7 85.7

It seems as if a relatively good prediction was obtained by means of the variables used as 
discriminators in this analysis. The discriminators that were chosen seem to yield a quite 
successfül Classification, especially for the entrepreneurs. The values obtained for Wilk's 
Lambda and for the canonical correlation are also quite satisfactory.

Discussion

The results obtained by means of the analyses described in the previous section seem to 
provide relatively clear answers to the research questions. With regard to the first research 
question, it seems as if the two entrepreneurial groups differed significantly from each 
other in terms of the success levels of their businesses. These significant difFerences exist in 
terms of variables which are commonly seen as indicators of relative success or failure of 
businesses i.e. profit as a percentage of tumover, source of Capital, retum on investment, 
number o f employees, amount of Capital invested and the length of time the business has 
been in existence. From these results, it seems as if the more successfül entrepreneurs 
tended to contribute a larger part of the Capital invested in their businesses than the less 
successfül entrepreneurs did. A finding that is possibly of more importance, is that the 
more successfül and the less successfül entrepreneurs differ significantly on only one out of 
sixteen personality variables i.e. superego strength and on none of the fields o f interest. It 
seems therefore as if successfül and less successfül entrepreneurs are quite similar in terms 
of the kind of people they are. It can also be concluded, that, in terms of other biographical 
variables like age, marital Status, religious affiliation, education and family background, 
entrepreneurs are entrepreneurs - they come in all biographical shapes and sizes.

The analyses carried out to determine whether the three groups (entrepreneurs, state 
employees, and bankers) differed significantly from each other in terms of biographical 
variables, personality traits, and fields of interest, yielded quite clear results. The differ- 
ences between the biographical background of entrepreneurs and that of the respondents in 
the other two groups can be summarized as: Entrepreneurs tended to be English-speaking, 
older, more likely to have been bom outside South Afiica, male rather than female, white, 
married, not formally affiliated to a religious denomination, either less likely to have had 
tertiary education or more likely to have had tertiary education, and had fathers who were 
themselves in business or did managerial work.

The results with regard to differences in personality traits and interests are summarized 
in tables 39.13 and 39.14.
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Table 39.13
Comparison of personality traits of entrepreneurs and banking officials

Entrepreneurs were: Entrepreneurs tend to be:
Higher Lower

Sixothynia- 
Cyclotheaia

Reserved, detached, critical, cool

Subnissiveness
-Doninance

Assertive, independent, aggressive, stubborn

Harria-
Pressia

Tough-ainded, self-reliant, realistic, no-nonsense

Alaxia-
Protension

Suspicious, self-opinionated, hard to fool

Praxeraia-
Autia

Iaaginative, wrapped up in inner urgencies, careless 
practical aatters, Bohenlan

Group
adherence-
Self-
sufficiency

Self-sufficient, prefers own decisions, resourceful

A similar table can be constructed to summarize the significant differences in terms of 
personality traits between entrepreneurs and state employees. This is shown in table 39.14.

Table 39.14
Comparison of personality traits of entrepreneurs and state employees

Entrepreneurs Entrepreneurs Entrepreneurs tend to be Bore:
higher on lower on

Lower Ego 
Strength - 
Higher Ego 
Strength Enotionally stable, faces reality, caln

Subsissiveness-
Doninance

Harria-
Preasia

Alaxia-
Protension

Assertive, independent, aggressive, stubbom

Tough ninded, self-reliant, realistic, no-nonsense

Suspicious, self-opinionated, hard to fool

Untroubled
adequacy-
Ouilt proneness Placid, self-assured, confident, serene
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The significant differences found on the scales measuring interests can be summarized 
as: Entrepreneurs tend to be more interested than both state employees and bankers in the 
field o f business, more interested than bankers in Creative thinking, and more interested 
than state employees in the numerical field. Entrepreneurs are on the other hand signifi- 
cantly less interested than both state employees and bankers in Service, welfare work and 
practical-female matters. They are also significantly less interested than bankers in clerical 
work These pattems seem to be intuitively correct as in line with some generally accepted 
characteristics o f the three kinds of occupations.

This study seems to have succeeded in providing, at least as far as the present respon- 
dents are concerned, some new insight into the entrepreneur as different front members of 
two other occupational groups.

The study has clear shortcomings. Causality could not be established due to the ex post 
facto nature of the present study. The variables on which significant differences between 
entrepreneurs and other groups were found can therefore not be used as predictors of, for 
instance, career choice. It is quite possible that having been a banker, or a state employee, 
or an entrepreneur could have influenced (changed) the respondents and could therefore 
have caused the differences which were found.

It seems as if longitudinal or experimental studies are needed to further tease out the 
role o f biographical, personality traits and interests in determining career choices, espe- 
cially as far as the choice between entrepreneurship and other occupations and careers are 
concerned.
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40 Business vaiues in the
republic of South Africa and 
the United States: A tale of 
two countries

William Naumes, Margaret J. Naumes and A. B. Boshoff

A bstract

This paper reports on a study of the vaiues of two samples of South Affican managers 
over a ten year period It then compares those vaiues to a group of US entrepreneurs, 
using the same instrument, the AJlport-Vemon-Lindzey Study of Vaiues, for both groups. 
The comparison with the early sample of South African managers noted similarities 
between the value Systems of the two groups The comparison with the most recent group 
of managers indicates a shifl in the vaiues of the South African managers There appeared 
to be little difference between the vaiues of the later group of managers on the basis of 
age This was similar to the findings in the US sample as well as the earlier South African 
sample There were differences in the strength of the vaiues, but less of a difference in the 
pattem of vaiues exhibited based on industry backgrounds The reasons for these shifts are 
discussed, including the potential impact on the education process in South Africa

Introduction

As the map of Europe continues to be redrawn and emerging nations leave behind their 
previous planned economies, increasing attention is being paid to the process o f teaching 
people how to be managers An important question is whether teaching techniques, or 
even US management doctrines and techniques, can be exported to meet this need One 
problem may be whether vaiues Systems in other countries are sufficiently similar to those
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embodied in US managerial practices In an increasingly trade oriented world, it is also 
important even for stay-at-home managers and business educators to understand where 
similarities - and differences -may occur.

Studies o f managers' personal values have a history Stretching back into the mid 1960's. 
Two traditional focuses have been the extent to which managers' values appear to be 
different from other groups within the Organization (see, for example, Guth & Tagiuri, 
1965), and whether values have changed over time (cf. Lusk, 1974). A third, more recent, 
focus has been on value patterns in different nations, including Japan (Howard et al, 1983), 
India and Australia (England, 1978, England and Lee, 1974), Greece and Germany 
(Naumes and Naumes, 1991). The present study concentrates on managers from the 
Republic of South Africa, both as how their values compare with traditional US patterns 
and as to how these have changed over time.

Methodology

Sample: The baseline for this research was provided by a study of managers in the 
Republic of South Africa (RS A) by Boshoff et al (1983) Because of the complexity of the 
South African economy and the pluralistic nature of the workforce, managers in the RSA 
face a challenging environment. Accordingly, the authors hypothesized that managerial 
values would be primarily pragmatically-oriented Using the Allport-Vemon-Lindzey 
Study of Values, this would translate to higher scores in the Economic, Theoretical, and 
Political value dimensions ln their 1983 study of 381 managers from all sectors of the 
economy, results were consistent with this hypothesis. In addition, there were only minor 
differences among managers from different sectors Age also did not appear to be related 
to scores on the Allport-Vemon-Lindzey value dimensions.

The current study utilized data provided by 126 managers enrolled in middle 
management courses through the business school of a South African University All have 
opted for an entrepreneurship-oriented track rather than a corporate management 
program, although all are currently employed by larger organizations, in the mining, 
agriculture/forestry, manufacturing, services/utilities/govemment, and retail/financial 
sectors. They ranged in age from twent-four to fourty-four years The managers were 
predominantly male (112 of 126), white, and Afrikaans, although all were fluent in English

The US sample consisted of 412 entrepreneurs, all heads of their own insurance 
agencies They were dominantly male (N=410) and white, with an average age of just 
under fourty-five years

Measure

The Allport-Vemon-Lindzey Study of Values is a self-rating instrument based on Eduard 
Spranger's six ideal 'types of men’ (1928) The questionnaire ’aims to measure the relative 
prominence of six basic interests or motives' (A-V-L Manual, p 3). These are the 
Theoretical ( '... the interests of the theoretical man are empirical, critical, and rational ... 
His chief aim in life is to Order and systematize his knowledge',); the Economic ( '... 
characteristically interested in what is useful .... This type is thoroughly 'practical'... '); the 
Aesthetic ( 'The aesthetic man sees his highest value in form and harmony.... He regards 
life as a procession of events; each single impression is enjoyed for its own sake'); the 
Social ( 'The social man prizes other persons as ends, and is therefore himself kind, 
sympathetic, and unselfish '); the Political ( 'The political man is interested primarily in
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pow er'), and the Religious ( 'The highest value of the religious man may be called unity. 
He ... seeks to comprehend the cosmos as a whole, to relate himself to its embracing 
totality.') (all quotes from A-V-L Manual, 1970, pp 4-5). Most individuals are, in fact, a 
mix of types, and, as confirmed by Guth & Tagiuri, people in different occupations tend to 
display different value pattems US businessmen, for example, tend to rank highest in 
economic, followed by political and theoretical values. (Manual, 1970; Guth & Tagiuri, 
1965, Brandon & Naumes, 1977).

Hypotheses

Two primary hypotheses were examined. First, it was expected that there would be no 
significant difference in the scores o f the two samples of RSA managers. This was based 
on previous findings (cf: England, Dhingra & Agarwal, 1974) that personal value Systems 
of managers are not prone to rapid change. For example, US data on managerial values in 
the 1960's displays similar pattems and strengths of values as managerial data from 1980s 
samples (Naumes and Naumes, 1991). The second hypothesis predicted that the 
entrepreneurially-oriented managers from the RSA sample would not have values 
significantly different from those of US entrepreneurs. The pragmatic focus of US 
managers/entrepreneurs, and those in the 1983 RSA study could be seen as useful traits for 
people whose task is to direct resource allocations, think strategically, and lead others. 
This would also imply that educational techniques and even materials could be successfully 
transported between the two countries.

Results

Analyses were performed on the South African 1992 data sample as a whole (114 useable 
responses) compared with the 1983 study, and on the responses of the male and female 
respondents separately Industry sub-groupings and age groups were also compared The 
latter two were the only variables from the earlier South African study to show any 
significant differences among sub-groups. Significance was determined at the .05 level for 
a two tailed test, using the Z statistic.

General Pattem of Managerial Values: The hypothesis that RSA managers would 
display pragmatic value patterns by scoring highest on economic, theoretical, and political 
values, and low on the other values measured, was again investigated, and the results were 
compared with the 1983 value pattems (table 40.1).

The hypothesis o f pragmatic value patterns was no longer supported, according to the 
1992 data. While economic and theoretic values still scored above the mean, the 1992 
sample had significantly lower scores on these values than the 1983 sample Religious 
scores had increased substantially, and significantly, from a mean of 35.2 % to a mean of 
40.6 %. The religious variable also displayed a Standard deviation similar to the other 
variables, while in the earlier study the Standard deviation was much larger The 
importance of social values has also increased significantly when the two samples are 
compared Given the forced choice nature of the questionnaire, an increase in one variable 
must be accompanied by decreases elsewhere, in this case in theoretical and political, 
although the score o f the 1992 sample on the theoretical value is still above the mean As 
shown in table 40.2, eleven of the variable pairs were significantly different from each 
other, the four exceptions being theoretical/political, theoretical/religious, social/aesthetic, 
and political/religious.

The 1983 sample consisted entirely of male managers. By 1992 there were a small
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number o f women managers enrolled in the entrepreneurship course of study The Allport- 
Vemon-Lindzey norms for the United States show significant differences between male 
and female subjects (Manual, 1970). Accordingly, the 1992 sample was analyzed by 
gender (table 40.3). Of the seventy-seven subjects whose gender was identifiable from the 
background Information, sixty-seven were male and ten female. Women were found to be 
significantly higher in social and lower in theoretical values. The female manager's relative 
lack of strength of the theoretical value, one of the pragmatic values characteristic of the 
male managers in both studies, is also consistent with pattems found in US research on 
male vs. female managerial values (Naumes and Naumes, 1991).

Managerial values across economic sectors

The 1992 study differed ffom its predecessor in the distribution o f  managers by sector As 
shown in table 40.4, mining was represented at a very low level, while agriculture/ 
forestry, unrepresented in 1983, had seven respondents The manufacturing managers were 
primarily in transport (twenty-one o f thirty per cent), and the Service Utilities sector, 
including broadcasting, was a larger proportion o f  the sample. As in 1983, there was a 
significant difference on the aesthetic scale between the mean scores o f the Service Utilities 
managers and those in retail/ finance. The analysis o f  the 1992 data showed significant 
differences between retail/ finance and manufacturing on three variables: economic, 
aesthetic, and social. In all cases, however, the pattems o f  the variables conformed to the 
group as a whole, ranking high in economic and low in social and aesthetic. These results 
seem to indicate that managers display consistent pattems o f values across sectors, in 
particular in ranking high in the pragmatic values o f economic and theoretical Orientation

Age differences in values were also studied for the RSA sample. The 1983 study had 
found one significant difference only, between the mean scores for social Orientation 
between managers aged thirty-six to fourty-five and those aged fourty-six to fifty-five 
years The 1992 study had proportionally fewer managers in older age groups than in 1983 
(table 40.5). Again, only one significant difference was found: between managers over 
fourty-five years and those aged thirty-six to fourty-five on the religious value Overall, 
therefore, there is little to no difference in either the pattern or strength of values across 
the different age groups This is consistent with the findings for the US sample which 
found no significant differences within the sample based on age (Brandon and Naumes, 
1977).

Finally, the value pattems of the total sample were compared with those of a sample of 
United States entrepreneurs The entrepreneur study was chosen for consistency with the 
theme of the Conference, and because the RSA managers were all enrolled in the 
entrepreneurship track of their management education program Comparability with the 
1983 group of managers, who were not selected specifically for their interest in 
entrepreneurship, was assumed, based on US pattems. The US entrepreneurship sample 
had been compared to a group of Professional managers also in the insurance industry, 
with only minor differences identified (Brandon and Naumes, 1977). In addition, the 
pattems and mean strengths of the entrepreneur's top three values are consistent with other 
studies of business managers, including Guth and Tagiuir (1965), A-V-L (1970), and 
Singer, Tagiuri (1975). The results of the RSA/ US comparison are shown in table 40.6 
Significant differences in the means were identified for the religious and political variables. 
A comparison of the male RSA managers with the virtually all-male US sample found the 
difference in the same two variables to be significant The South African managers scored 
higher on the religious Orientation in the 1992 sample, while the political value was
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significantly more important in the US data The pattem of values in the original 1983 
RSA study would appear to be more similar to the US pattem (tables 40.1 and 40.6)

Discussion

The most surprising finding of this study was evidence that change appears to be occurring 
in the values o f RSA managers, or at least o f those with an entrepreneurial focus. The 
significant differences ffom the 1983 sample, increased importance of religious and social 
values at the expense of political and theoretical, may be a reaction to the major political 
and societal events occurring in the Republic of South Africa. When a change as 
fundamental as the repeal of apartheid laws occurs, people may feel that old pattems no 
longer hold (the decline in importance of a 'theoretical ' Orientation), and power 
relationships can not be depended on (the decline in 'political '). People may, instead, look 
more to a ’supreme being ' as a source of Order or stability (a possible explanation for the 
increase in the 'religious ' values) The increased 'social ' Orientation can be seen as 
recognition of the importance of the gap, reported by Godsell (1983), between the values 
of senior black employees and their white male managers.

An additional agent o f change appears to be the inclusion of women managers in the 
1992 study While still a small sample, their values were nonetheless somewhat different 
ffom those of male managers, emphasizing a social over theoretical Orientation Similar 
differences have also been noted among female managers in the US (A-V-L Manual, 1970, 
Price & Stitt, 1979), in particular the decreased importance of the theoretical value

The value Orientation of managers of both sexes, however, is still dominated by the 
highly pragmatic economic value. This is true both in the Republic of South Africa and the 
United States It is also true across age groups in both RSA samples, and among managers 
ffom all sectors o f the economy This is consistent with the second hypothesis It is also 
consistent with the manager's role as a decision maker, as emphasized by Guth & Tagiuri 
(1964). The focus of management education, therefore, still needs to have a strong 
economic and pragmatic base, bounded by rationality about other considerations, in Order 
to assist managers — and present or potential entrepreneurs -- in their decision process 
South Affican managerial students would also appear to demand a focus on the ethical and 
social implications o f their role

The differences in findings of the 1983 and 1992 studies also highlights the need for 
continued research AJthough an individual's values are thought to change slowly, if at all, 
it is clear that the average values of a key component of South African society are 
changing These changes should be further analyzed, and tracked over time In addition, 
populär wisdom in the United States assumes that the rebels and 'flower children ' of the 
1960's and early 1970's have taken on traditional pragmatic values as they entered 
management, this may be borne out by the stability in value pattems of US managers over 
time However, women are increasing as a proportion of US managers, representing 
another force for change Further research, focused on potential changes, should also be 
conducted on the value patterns of US managers and entrepreneurs
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A ppendii

Table 40.1
Mean values for South African managers

1983 1992
Economic 49.9 (7.0) 48.6 (7.2)
heoretical 44.7 (6.4) 40.4 (6.3)*
Political 42.7 (6.4) 39.8 (6.1)*
Aesthetic 35.6 (6.9) 34.5 (8.6)
Religious 35.2(10.2) 40.6 (7.1)*
Social 32 1 (6.8) 36.1 (6.5)*

* p < .05

Table 40.2
Matrix indicating significant differences among means of value scores: 1992

Economic Theoretical Political Aesthetic Religious Social
Economic - * « * * *
Theoretical * - * *
Political * - * *

Aesthetic * * * - *

Religious * * - *

Social * * * * -
- not applicable 
* p < .05

Table 40 3
Mean values of male and female South African managers: 1992

Male Female
Economic 492 (7.0) 45 6 (5.4)
Theoretical 416  (5.6) 35.4 (7.1)*
Political 39.6 (5.5) 40.3 (5.4)
Religious 396 (6.8) 41.0 (8.4)
Social 35.2 (6.5) 39.7 (5.8)*
Aesthetic 34.7 (8 6) 38.0 (7.8)

* p < .05
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Table 40 4
Composition of samples by economic sectors

Kind of Organization N: 1983 N: 1992
Mining . 62 3
Manufacturing 176 30
Service Utilities 8Ö1 45
Retail/Financial 63 26
Agriculture/Forestry - 7

Table 40.5
Composition of samples by age groups

Age Group (years) N :1983 N: 1992
Below 26 3 2
2 6 -3 5 io F 35]
3 6 -4 5 150 58
4 6 -5 5 140 17
Over 55 2U -

Table 40.6
Mean values for south african and United States managers

RSA: 1992 US
Economic 48.6 (72) 47.7 (74)
Religious 40.6 (71) 35.8 (10.2)* II
Theoretical 40.4 (6.3) 40.1 (6.0)
Political 39 8 (6.1) 45.5 (7.3)*
Social 36 1 (6.5) 34.7 (7.2)
Aesthetic 34.5 (87) 36 2 (8.4)

* p < .05
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41 Utilizing Student resources 
at tertiary institutions in 
entrepreneurial Stimulation 
and education: A case for 
developing countries
Kobus Visser

Abstract

There are numerous approaches for promoting economic development through the 
growth and survival of local firms The Student Business Counselling Project at the 
University o f the Western Cape, South Affica, has been operating for two years. Its most 
important human resources are the students who do the actual case counselling. By 
incorporating senior commerce students at the university into business counselling, an 
important new area of knowledge (and a resource of almost limitless capabilities - where 
a strong mutuality of interest and advantage exists) is tapped

This is o f extreme importance in developing countries which have embarked on a 
market economy. Such countries (particularly those from the former Central and Eastem 
Europe affiliation) may have an abundance of technica! skills, but are at the same time 
inadequately endowed with managerial and entrepreneurial skills Whilst small-scale 
enterprises and entrepreneurs form the backbone of successfül market-oriented 
economies, these owners and managers have to be, inter alia, educated and trained in the 
skills required to successfiilly own and manage small businesses. As there are no tradi- 
tional infrastructures and networks existing in many of these developing countries, it will 
be expected of tertiary institutions to even make more important contributions in terms of 
their educational roles, until a generation of entrepreneurs has been established.

Whilst these institutions have, undoubtedly, provided their students with excellent 
education in technical skills, so too will they have to orientate their people in a culture of 
business and private ownership

In this regard universities (and other tertiary educational institutions) can optimally 
apply their Student resources to advise, consult and guide those people who have utilized
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(and will increasingly utilize) the recently-gained opportunities of freedom to establish 
their own small businesses The latter process can often be painful and disastrous, if not 
approached in the appropriate manner

Students, whilst studying Economics, Business Administration, Accounting, 
Engineering, etc., can form an invaluable link in the delivery System (e.g 
organizations/institutions which finance, advise, train, guide, educate) which must be 
present to assist and promote business start-ups in developing countries.

Th is  paper explains how the Programme originated, the role the university envisions for 
itself in Community upliftment and how the programme could be implemented at other 
similar institutions, both at a national and international level, particularly in developing 
countries.

Introduction

There are numerous approaches to promote economic development through the growth 
and survival o f  small-scale enterprise1. In this regard universities and other tertiary 
institutions2 have made a major contribution towards such extension Services

B y  incorporating senior undergraduate students (from various disciplines) into business 
counselling, an important area o f knowledge is tapped Students at tertiary institutions 
form a pool o f resources o f  almost limitless capabilities. It is vital that the knowledge and 
skills o f  these students be applied optimally.

I f  the argument is true that small-scale enterprise forms the root o f  economic 
development and the stability of society, then a System o f Service delivery3 should be 
established, or integrated, to create the basis for sound economic development. In this 
regard, tertiary institutions have an invaluable role to play.

Purpose and objective

The  purpose o f this paper is to explain methods o f  how scarce human resources at tertiary 
institutions, particularly, in developing countries can be applied to assist those persons 
w ho do not possess sufficient educational and technical qualifications in gaining easier 
access to the mainstream economy It will focus on how Student resources at tertiary 
institutions can be utilized in counselling and guiding individuals to initiate and operate 
small-scale enterprises

This paper reports on one recent innovative endeavour of providing entrepreneurial 
small business training and counselling to individuals who have been marginalised ffom 
the economy. It further argues that tertiary institutions should extend their activities 
beyond the scope of empowering only their registered group of students 
Such institutions will have to shed their ivory tower and elitist images by clearly informing 
their communities that they (tertiary institutions) are helpfül towards their respective 
communities by reinvesting through outreach programmes Such actions by tertiary 
institutions call for strategies of an Interventionist nature to address the problems of 
endemial unemployment in developing countries.

There are numerous examples of such outreach programmes I* is therefore important 
that tertiary institutions become part o f the Service delivery System o f  support and 
assistance to small business formation. Putting the argument differently, the scarce 
(hum an) resources at these institutions can and must be applied optimally
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In developing countries tertiary institutions are largely dependent on substantial 
taxpayers' subsidization through the treasury department of central govemments. 
Increasingly these taxpayers will expect a sound and proper retum on their Investment, as 
is the norm in developed countries. It would therefore be up to the management o f these 
institutions to state unambiguously that the taxpayer's investment in the youth of the 
country is neither squandered, nor wasted.

Concern for entrepreneurial skills development

The development o f entrepreneurial skills offen requires individual Support. Yet, the 
latter-mentioned activity (especially individual case-counselling) makes it a very costly 
exercise in the skills-transfer process. The Student counselling project, as argued in this 
paper, suggests a method of relatively inexpensive individual case-counselling 

In a recent publication, the Development Bank of Southern AfVica (1992, p. 17) 
asserted that individual counselling is a more effective method than group counselling. 
Individual counselling has emanated mainly as a result of practical problems relating to 
the size o f small firms. In many instances (especially in the case of sole proprietorships), 
when the owner leaves the business temporarily, most of the activities cease Accordingly, 
it became essential to provide in-situ advice and assistance 

In the past few years interest in, and the importance of, entrepreneurship has witnessed 
significant growth; especially since the world-wide demise of centrally-planned 
economies.

For instance, De Vletter (1992, pp. 3-4) reported that in Mozambique under colonial 
rule virtually all small-scale enterprises and skilled jobs were managed and held by the 
Portuguese, whilst the economy was almost exclusively controlled by Indians and 
Portuguese With the departure of the majority of the Portuguese population, 
Mozambique was leff with a ninetythree per Cent illiterate population and only twenty 
Africans in possession o f university qualifications.

Under the subsequent Marxist ideology of that country, private enterprise was 
tolerated, but not encouraged; De Vletter reported that the latter activity resulted in a 
drain of skills to surrounding countries. Both Systems denied people access to the 
economy. However, with the reintroduction of a market economy in Mozambique 
independent small business began to flourish 

Despite numerous similar success Stories, the starting of small firms, or micro- 
enterprise, is offen more an act of survival than innovation (Hobbs, 1987, p. 5).

Promoting entrepreneurship education and small business development from 
divergent scenario's

Since the demise o f the Soviet power bloc in the late 80's, those centrally - planned 
economies (previously defined as Second World countries) which were under the 
influence of the former USSR have all become pari of the Third World nomenclature 
Political and economical changes in Central and Eastern Europe have thus rendered the 
world Order, which assigned countries to a three-tier Status of First, Second and Third 
World, as ineffectual and passe.

Reference should rather be made to developed (or industrialized) countries, and 
developing countries. The fallacy of the syntax error of a three-tier world Order is o f a
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patemalistic nature, discriminatory, offensive and abusive by classifying people as second- 
rate and third-rate citizens.

Many countries with previously centrally-planned economies maintain that they are 
industrialized. Yet, the manufacturing industries of these countries are so obsolete that it 
has rendered them totally ineffective, unproductive and non-competitive against the 
market economies of westemized countries (cf. Willers, 1992).

Countries and regions now resorting under the umbrella of'developing' Status strive for 
the same goal, but will have to achieve this by different means For example, those 
regions and countries (such as Rumania, Hungary, Latvia, Lithuania, etc.) which recently 
discarded centrally-planned economies in favour of market-regulated economies have 
large pools of technically well-skilled and qualified people.

As these countries move through the painful transition of economic and political 
restructuring, more and more employees front large, unproductive factories will become 
redundant and displaced (Willers, 1992, p. 15). Valtr Komarek, former deputy prime 
minister o f Czechoslovakia and candidate for prime minister in the June 1992 elections, 
remarked that these countries have no (or very little) managerial skills and knowledge of 
starting and operating (small) businesses (The New York Times, 5 January 1992).

The argument is therefore that they need substantial support in creating, inter alia, an 
entrepreneurial culture. For instance, in Poland alone approximately 17 000 retail outlets 
had come into the hands of private ownership by September 1990 (Lipton & Sachs, 1990, 
p. 295). These new owners need training in the basic techniques of managing their 
businesses and these countries can be broadly classified as natural resource deficient 
(NRd).

Similarly, countries and regions which have loosely pursued the principles of a market 
economy (such as South Africa, Zambia, Zaire, Malawi, etc.) have allowed small 
businesses. For different reasons, the majority of the population of these countries 
operated as the peripheral (or informal) sector of the economy. The latter-mentioned 
group can be broadly classified as human skills deficient (HSd).

The very essence of these two scenario's (i.e. NRd and HSd) which lobotomized 
private (small) business formation is now making way for easier access to (and 
participation in) ownership, wealth creation, employment creation and wealth 
redistribution in developing countries.

The common denominator emanating from these divergent backgrounds is the need for 
the development, and support of, small-scale enterprise Similarly, central to all the above 
transformations the need for entrepreneurs as the innovators, risk-takers and idea creators 
prevails

With the collapse of centrally-planned economies in Central and Eastem Europe and 
Africa, the latent and suppressed entrepreneurship of the affected persons will play an 
important role in economic restructuring and economic recovery. Cronje, et al, 
concluded that small business start-ups and small business formations are o f the least 
expensive, yet most successful, ways of giving formerly disenfranchised persons access to 
the mainstream of the economy (1990, p 399).

Entrepreneurship and small business flourish in countries where particular economic 
and non-economic conditions are favourable (Burch, 1986, p 6) The result o f such 
favourable conditions manifests itself in the people who are motivated to maximise 
rewards The consequence is growth, a proliferation of goods and Services and general 
improvement in the quality of life. For example, in a comparison between the People's 
Republic o f China (Mainland China) and the Republic of China (Taiwan) the latter is an 
example o f prosperity (despite a lack of natural resources), whereas the former 
experiences shortages largely because of a System which is intolerant to innovation.
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D e f in i t i o n

The number of definitions on the entrepreneur virtually equate the number of authors on 
this subject. The subject area has been covered by economists, sociologists, psychologists, 
political scientists and many more (cf. Dunphy, 1988, pp 80-85, Nappi & Vora, 1980, 
pp. 22-27; Julien, 1989, pp 29-38) Brockhaus & Horwitz (1986, p 40) are of the 
opinion that literature is beginning to reflect that a generic definition of the entrepreneur 
does not exist.

Current literature freely and generally uses the term 'entrepreneur' synonymously with 
'small business owner'. In the true sense of the word this synonymity is not true Whilst 
not all entrepreneurs are small business owners, the opposite also holds true (Cronje et. 
al, 1990, p. 397).

Nevertheless, small-scale enterprise provides the ideal and natural habitat for the typical 
entrepreneur and this has resulted in the synonymous use of these two terms.
For the purpose of this paper the term entrepreneur is extended to include the person(s) 
classified as small business owner(s).

The unfounded threat by large firms

'The demise o f small business has been predicted for the last hundred years. It is again 
being predicted today. The small business should be even more important in the next 
decades, precisely because they are going to be decades of rapid change' (Drucker, 1978, 
pp 25 & 33).

Hisrich, in a thought-provoking review on the Status o f entrepreneurship, reiterated the 
classic mistake o f  govemments which developed economic policy around the establishing 
o f  large-scale business (often with tax incentives) as the driving force behind the economy 
(1988, p .l).

However, in the majority of instances when it was realized that large-scale enterprises 
alone could not create economic well-being it was expected of the State to take up the 
slack. Cases in point are post-war developments in the USA and UK. Similarly, economic 
growth and development in the fifties and sixties in South Africa resulted from large-scale 
enterprise and govemment spending.

Parallel to the above developments, tertiary institutions had also been immersed in the 
proclivity of preparing students as managers to fit into the organizational structure and 
positions in large-scale enterprise. Creativity, innovation, inventiveness and ingenuity 
hardly, if ever, featured in the course syllabi o f tertiary institutions (Meredith, 1984, p 
10-18)

Meredith's Statement is supported by Vosloo's contention that small and medium-sized 
enterprises (SME's) have been responsible for the majority of employment opportunities 
in both developed and developing countries (1992, p 5).

It has also been reported that there is an increasing disillusionment from commerce and 
industry at the mismatching of skills required by the business sector to the skills churned 
out through the number-crunching exercises by educational institutions (Visser, 1992, p 
1)
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Even though international experience indicates that any comprehensive strategy should 
contain a number o f objectives and programmes to Support entrepreneurship Stimulation 
and small business formation, the conceptual framework o f traditional models on 
entrepreneurship Stimulation and small business education do not include, nor do they 
provide for, the significant contribution o f  tertiary institutions (cf. Powell & Bimmerle, 
1980, pp. 33-36; Scott & Twomey, 1988, pp. 5-13).

Burch (1986, pp. 3-20) presented an entrepreneurship model which brings together all 
the components required for an ideal entrepreneurial economy. His model (see figure 
41.1) accommodates the role of tertiary institutions (e.g. universities) in two key areas: 
the Foundation component provides the environment and general support that help to 
foster entrepreneurship through inter alia education and training; the Collaborative 
Affiliation component is an intellectual endeavour representative of a tightly connected 
partnership with their goals of generating economic growth, employment creation and to 
introduce new technologies.

But, can society encourage entrepreneurs and small business formation? Many believe 
that tertiary institutions should play a role in this venture, as they can serve to decrease 
the failure rate o f new businesses as well as to increase Student awareness o f and to 
stimulate interest in entrepreneurial careers (Hüll, Bosley & Udell, 1980, p 11; Visser, 
1992, p. 6).

Schöllhamer and Kuriloff (1979, p. 1) stressed that some formal education can improve 
one's knowledge and experience and that marketing and finance are o f particular 
importance in small business. In this regard tertiary institutions have an integral role to 
play. Many (potential) entrepreneurs offen have good ideas, but they lack the basic 
managerial background and technical skills to implement them. By assigning one (or even 
a small group of students from different academic disciplines) to such a small business, it 
can be guided and assisted under the supervision of a mentor ship Programme.

T h e  r a t i o n a l e  a n d  r o l e  o f  t e r t i a r y  i n s t i t u t i o n s  in  t h e  e n t r e p r e n e u r s h i p  m o d e l

Figure 411 Entrepreneurship model
Source: Burch, J.G. (1986), 'Entrepreneurship', New York: Wiley. p. 13
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The basic thesis o f  a Student business counselling programme is that it might offer more 
advantages than the more traditional approaches towards entrepreneurship Stimulation 
and education.

In the majority of developing countries, population growth outstrips economic growth 
resulting in an ever-increasing unemployed population which is skewed towards the 
youth. Restructuring programmes of an economic nature in developing countries are 
aimed at industrial strategies which emphasise the development o f export-oriented 
industries and which utilize locally-processed raw materials and labour-intensive 
technologies.

Included in these strategies are the small-scale enterprise promotion based on local 
materials and labour. These participants generally lack expertise in management, 
marketing, costing and pricing, accounting and financial management as well as a lack of 
production management skills and Capital (Nelson, 1980, p 2).

However, due to the changing economy and job market the emphasis should (and 
must) also change fforn preparing students for large enterprises to include an 
understanding of, and preparation for, work in small firms. Thomas (1987, pp. 2-3) 
emphasises the importance of instituting new 'mentor ship' programmes and the further 
expansion of existing links between conventional Support groups and informal sector 
entrepreneurs.

A final argument in favour of involvement by tertiary institutions in business 
counselling draws on the fact that these institutions have access to a large number of a 
country's young leaders; but, little is done during their sojoum to utilize the vast 
development and build-up of skills and resources of these students outside of the 
academia.

Students and the needs for relevance

Since students today are much more concemed with the relevance o f  their education the 
most stimulating aspect o f  a Student counselling project is engendered by the students 
who participate in it.

In times o f high unemployment and low (or no) economic growth, educators will 
increasingly have to find acceptable answers to questions, such as: 'will these courses 
prepare me to make actual decisions when I am confronted with real problems?1 Students 
feel a need to test their knowledge through an exercise which requires Solutions to real 
Problems, not by a textbook case which may be static or even contrived and irrelevant.

Small-scale enterprises and their problems provide an excellent mechanism for 
satisfying this need for relevance In dealing with the problems of the business 
Community, students are given an early opportunity to test their ability to use problem- 
solving tools on these actual problem situations The ability of the students to integrate 
the various disciplines they have studied are also tested.

Participation in a Student counselling project, therefore, makes students more mature 
and prepares them for füll-time positions in the business world. Some of them may also 
decide to become small business entrepreneurs themselves This latter alternative is of 
extreme importance as the majority of students at our university come ffom a background 
of very little (and mostly no) exposure towards entrepreneurship and risk-taking (Visser 
& Huckle, 1991, p. 26).
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For a long time it has been recognised that small-scale enterprises are plagued by more 
than just money problems (Crotis, Jooste, Nortje, 1985, p. 11). Amongst others, studies 
by Hodgetts & Kuratko (1986, p.24), show that most small-scale enterprise failures are 
due to management deficiencies. Many new business ventures, for example, are begun by 
good craftsmen and technicians who lack the necessary management skills to compete in 
the business world.

Due to the lack of both sufFicient human and financial resources it is virtually 
impossible to reach a significant number of individual small-scale enterprise which would 
benefit fforn such management assistance. In this regard innovative methods have to be 
found to lever scarce resources.

Incorporating senior undergraduate students in business counselling presents the 
following mutual benefits:

- departments o f tertiary institutions participating in a Programme o f this nature are 
presented with a practical training ground to Supplement the academic theory

- tertiary institutions are provided with valuable - and measurable - Service 
opportunities which the communities they serve will appreciate. The increasing 
pressure o f social responsibility may well demand these institutions to provide and 
deliver non-traditional Services

- small-scale enterprise are being fumished with valuable counselling assistance 
they could not otherwise aflfbrd Similarly, as documented by Morse, Rohrer and 
Crawford (1985, p 4), such projects establish ’a positive Community attitude (which) 
is an essential element in attracting new firms to a community as well as in 
encouraging existing firms to expand'

- to the tertiary institutions in general, and the participating departments in 
particular, the importance of the counselling Programme lies in the retention and 
growth of these small-scale enterprises

- participating stafif members will find the small business arena and its problems 
fertile ground for case writing, new research ideas and publication.

T h e  b e n e f i c a t i o n  p r o c e s s

Factors motivating the implementation of the program

Some of the primary reasons for establishing a project of this nature (Visser & Huckle, 
1991, p 26) and which may be equally applicable in other developing countries were as 
follows:

- the majority of South Africans have grown up with no school or home tradition of 
business, innovation, or entrepreneurship

- the majority o f the Student population at this university have no notion o f themselves 
as ’resource Creators1

- they come from a background where their predecessors have been marginalised from 
the economic mainstream thereby precluding them from owning property, businesses 
and the ability to create wealth

- students from disadvantaged communities and economic minorities have had few 
role models to motivate and guide them in their career development
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The germina! idea for starting a Programme whereby the skills and knowledge of senior 
commerce students could be utilized and applied to assist and guide owners and managers 
o f small firms originated in 1988 when stafT members of two university departments 
(namely the Department of Business Economics and the Institute for Small Business) 
began eamest discussions on this integral theme.

These discussions formed the basis for a project assignment to a post-graduate Student 
in business economics in 1989 with the brief to investigate and report on the viability o f  
such a project.

The outcome o f this project report convinced the two departments to continue with the 
implementation of the Student Business Counselling Project (SBCP). Subsequently, the 
design and implementation of the project took place along four distinct patterns:

Firstly, at the beginning o f the academic year students selected for this Programme are 
being instructed in the methodologies o f personal interaction and communication These 
are very important components o f counselling as students have to consult regularly with 
small business owners; the basic tenet being that a sound working relationship o f mutual 
trust and understanding has to develop

Concurrently, students attend a series of lectures, of which the Curriculum is based on 
the functional areas of business (i.e. accounting, marketing, financing and general 
administration) within the entrepreneurial framework. The above mentioned sessions 
constitute ± thirty hours and consists of lectures, discussions, exercises, role-playing and 
field assignments.

These contact sessions are largely, but not exclusively, based on the extensive work 
done by Harper (1989) in the training o f Consultants for small business.
Secondly, the students are led through a series of exercises to conduct a SWOT-analysis 
(Strengths, Weaknesses, Opportunities and Threats) during the first few engagements 
with the dient The objective of this exercise is to set attainable and visible objectives for 
the small business owner Experience suggests that, sooner rather than later, owners of 
small firms become disillusioned with the lack of tangible results over the short-term.

Thirdly, university staff, who act as mentors and advisors to both Student counsellors 
and the small business owners, visit small firms to establish the need and type of 
managerial assistance. At this stage the Programme benefits are explained to the business 
owners and their co-operation is obtained

Fourthly, the students are assigned to small businesses During a six-month period of  
field visits (constituting fortnightly visitations o f  at least two hours each) students submit 
regulär progress reports to their mentors. Regular meetings between Student counsellors 
and mentors are held to discuss progress made in the preceding period, to identify 
Problems and to assess recommendations.

One o f  the major considerations o f a Programme of this nature refers to those small 
business owners participating in this project The businesses represent their livelihood and 
hence the importance o f  producing suggestions and recommendations o f quality for the 
small business owner that can be used, understood and implemented. (For a detailed 
explanation o f  the project, cf. Visser, 1992).

Even though the Programme may be regarded as being of an Interventionist nature, the 
project was developed to benefit both the small business Community and the students By 

' incorporating senior students at tertiary institutions, an important new area o f knowledge 
is tapped, a resource o f almost limitless capabilities where a strong mutuality o f  interest 
and advantage exists - a real quid pro quo, in other words, an even exchange.

E x p e r i e n c e  in  S tu d e n t  b u s in e s s  c o u n s e l l in g  a t  t h e  u n iv e r s i t y  o f  t h e  W e s t e r n  C a p e
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The Isolationist activities of (sometimes) divergent programmes in economic development 
necessitates the implementation of a contingency approach. Put differently, the (often) 
quantum multiplication of foreign donor programmes of a developmental nature - each 
pursuing its specific objectives - grossly ffagments the efficacy thereof.

Developmental work, particularly in small-scale enterprise, draws on the resources o f a 
vast array o f specialists ffom diverse professions and backgrounds To maximise the 
synergistic effect o f all these inputs it is imperative that a contingency approach be 
followed to identify all the participants o f  the Service delivery System.

There are two reasons for this approach. Firstly, it is well-known that real-life cases do 
not conform to the Parameters o f the academic calendar. Small firms encountering 
Problems in the holiday periods of tertiary institutions may require assistance ffom other 
Support groups, secondly, the results o f  suggestions by Student counsellors may only take 
effect once the Student is no longer in contact with the small business owner.

There are numerous organizations and institutions which would be in a position to 
assist tertiary institutions during vacation periods. Support can be elicited ffom Chambers 
of Commerce and Industries, Professional institutes of, for example, accountants, 
engineers, architects, quantity surveyors, psychologists, etc.

Having a network o f  strategies which ties with customers, banks, suppliers, etc., (i.e. 
the contingency approach o f a delivery System) greatly enhances the success rate o f  
enterprise.

T o w a r d s  a  c o n t i n g e n c y  a p p r o a c h

Extensive application of the concept of Student counselling in the Stimulation of 
entrepreneurship and small business formation

Although the concept o f Student counselling to small-scale enterprise may be foreign and 
innovative to many (developing) countries, all indications are that it fiinctions adequately 
and favourably (Devlin & Carlin, 1988, p 72; Nelson, 1980, p. 6, Mario & Schatz, 1980, 
P  1 2 ) .

There may be arguments against utilizing the skills of senior students at tertiary 
institutions to benefit the growth and development of the small business ffatemity in 
developing countries Yet, the concept does not have to exclusively draw on the 
resources of commerce students The challenge (if educators are serious about 
development) lies in the channelling of a multiplicity of skills and resources concentrated 
at tertiary institutions to assist small-scale enterprise.

For many years other (university) schools and faculties have been using the concept o f  
Student counselling For example, final year medical students do advanced clinical work in 
hospitals under the supervision of qualified medical Staff, final year dentistry students 
have been assisting communities in primary dental care; senior undergraduate students o f 
social work have been counselling drug abusers, alcoholics and inmates, the skills o f 
senior undergraduates in psychology have been put to good use in the preparation o f  team 
spirit amongst participants in team sports; students o f law have been advising 
disadvantaged individuals o f  their rights, undergraduates in occupational therapy and 
physiotherapy have been providing much-needed Services in hospitals, clinics and 
infirmaries. The list o f  examples is endless

406



Summary

The objective o f Student business counselling programmes, as a Community extension 
Service is to promote economic development through the growth and survival o f (new) 
small firms. In a study by Cant & Machado (1991, p. 10) they unambiguously state that 
small-scale enterprises form the root of economic development and the stability of 
society.

The task of entrepreneurship Stimulation and small business promotion in Central and 
Eastem Europe and Africa is infinitely larger than in South Affica. However, with the 
acceptance of South Africa back into the fold of Africa and the world, it may be beneficial 
and appropriate to institute exchange programmes of various kinds to stimulate small- 
scale enterprise formation in developing countries.

Tertiary institutions, therefore, have an important contribution to make. To reiterate: 
commerce students can be utilized to guide and assist with marketing, finance, purchasing 
and general management; accounting students can establish proper accounting Systems; 
law undergraduates can assist small firms in legal matters, such as the choice of business 
entity; students in (industrial) psychology can assist small firms in what must certainly be 
one of the most neglected areas of small business management, namely the personnel 
fünction and the methodology thereof, students with an engineering background can 
provide quality advice and guidance in production and manufacturing enhancement, 
especially as this may open new avenues of subcontracting between large and small firms, 
etc.

Tertiary institutions, by there very nature, are the captive markets and the homes of the 
intellectually and the academically-minded youth of a country These persons have a duty 
towards those individuals who do not have the means, financially or otherwise, o f 
improving skills to assist them with their endeavour to provide consumer and industrial 
goods, products and Services Failing such assistance will be an injustice to all

In development models tertiary institutions increasingly feature as one of the key 
components that work together to conceive of, and give birth to, new businesses.

Similarly, the failing of teaching staff o f tertiary institutions to trust their proteges in 
providing Service of immeasurable value is an indictment against their proficiency and 
aptitude as educators.

In conclusion, Student counselling for small-scale enterprise creates a synergism which 
is of benefit to both students and the community, it provides for opportunities of applied 
research and publication; strong bonds (links) are formed between educational institutions 
and the communities they serve, and, it provides for a forum through which tertiary 
institutions can shed their 'ivory tower’ image.

Notes

'The term small business will be used synonymously with small-scale enterprise and 
small firm. The size of the firm may differ from country to country in terms of 
quantitative guidelines, or Statistical definition For example, variables such as annual 
turnover, employment, asset value and even electricity usage can be applied 
collectively, or individually:

-Customary denominators refer to qualitative guidelines, or an economic definition, 
whereby firms are defined as small when:
— they are independently owned and managed,
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— they are not dominant in their markets,
— the owners are the decision-makers, risk-takers and risk-bearers, and
— the owners share the profit/loss.

2Tertiary institutions refer to educational institutions which are not compulsory for 
further education. Usually, it encompasses institutions such as universities (for 
academic education), polytechnic institutions (in South Africa these institutions are 
referred to as technikons) and technica! Colleges (for technical disciplines and 
vocational skills, etc ).

3The delivery System represents all the participants in the distribution channel which 
provide Service opportunities to the small business sector For example, financial 
institutions, non-govemment organizations, training institutions, universities, 
independent Consultants, Chambers o f  commerce and industry, govemment 
departments, etc., are all to some degree involved in the promotion o f small business 
development.
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42 A proposed career education 
mode! for secondary schools 
in Bophuthatswana
Michael Z. Mamabolo

Introduction

For many years, school leavers from Bophuthatswana in Southern Africa, have been 
struggling to bridge the gap between secondary education and the demands of the world of 
work Employers also found that these students lacked the necessary skills, and the author 
decided to embark on an empirical research project to uproot this problem 'As part o f the 
author's doctoral thesis entitled 'Career Education: A proposed model for secondary 
schools in Bophuthatswana', a possible solution to the problem of linking secondary 
education and the work arena is suggested The author has designed a career education 
model for secondary schools in Bophuthatswana; specially created to suit the specific 
needs for this country and based on his research findings conceming the private sector's 
perception of secondary education in Bophuthatswana, the theoretical basis o f career 
education and the Provision of career, vocational and technical education in various 
countries

This article firstly provides a brief outline of the author's research findings which form 
the background to the model. This is followed by a more detailed analysis o f the proposed 
career education model, after which specific guidelines for its implementation, certain 
implications as well as recommendations are made
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Findings concerning the Provision o f secondary education in Bophuthatswana

An analysis of secondary education in Bophuthatswana had indicated that, basically, the 
System is academically oriented The scope for a choice of subjects is limited to the three 
official languages (Setswana, English and Afrikaans), and other general subjects, whereas 
commercial subjects are offered at only a few middle and high schools.

The fact that the three official languages are compulsory for all middle and high school 
students, not only places a heavy bürden on students, it also tends to encourage students to 
choose easier subjects to counteract the workload of the languages. Clearly, the language 
policy needs to be reviewed.

Although there is an increase in the number of students doing technical/vocational sub
jects ffom 1986 to 1988 (1.5 per cent to 7.2 per Cent), this is still minimal. There are, 
however, only six technical/vocational institutes and three manpower centres in 
Bophuthatswana

Due to the high growth rate in the number of high school students (5.6 per cent in 
1989), many Standard 10 graduates enter the labour market in Bophuthatswana; yet the 
fact that many school-leavers front Bophuthatswana will find employment in the Republic 
of South Africa, implies that Bophuthatswana should also export competitive workers.

An attempt has been made by the Government to introduce modern technology into 
schools, but the long-standing shortage of, inter alia, school fumiture, classrooms, libraries 
and laboratories have adversely affected the Standard and quality o f education in the 
country.

There is, therefore, a need to re-evaluate the present Situation with a view to:

- innovating the secondary school education; and
- providing mechanisms by which secondary school education could be directly related 

to the world o f the workplace.

Findings concerning empioyers' perception o f the link between secondary school 
education and the world o f work in Bophuthatswana

Interviews with twenty-five personnel managers/labour relations officers in the Babelegi, 
Ga-Rankuwa/Mabopane and Rosslyn industrial areas, have shown that secondary school 
graduates lacked the skills needed by the labour market. Indications were that secondary 
schools in Bopthuthatswana urgently needed to establish a link between the secondary 
school Curriculum and the expectations of the world of work.

Most o f the respondents (68 per cent) indicated that the subjects offered at secondary 
schools do not prepare students adequately for employment Certain subjects were labelled 
as irrelevant to the needs of the private sector and it was recommended that more 
commercially and technically oriented subjects should be taught Nineteen respondents (76 
per cent) endorsed the idea that marketable skills should be infused into traditional subjects 
to prepare students for employment, although traditional subjects were still seen as the 
basis for general background knowledge.

All respondents mentioned the value o f infusing career education into the traditional 
subjects to prepare students for the labour market as well as for tertiary education. It was 
suggested that communication, marketing, and socialisation skills should be infused, as 
well as technical, artistic, basic economic, typing, machining, Computer and word 
Processing literacy, numeracy, presentation and management.

F i n d i n g s
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The majority o f respondents (84 per cent) supported the Statement that secondary 
school students should be exposed to the world o f work before they choose their careers. 
Some firms indicated their willingness to employ students during their school vacations in 
Order to orientate them to the ekpectations o f the labour market, while others agreed to 
educational visits by classes.

Findings on career education as a possible bridge between education and the world o f 
work

Career education was found to be individual-centred; since it aims at providing an 
individual not only with the knowledge required to pursue tertiary education but also with 
skills and values which are needed by the labour market All in all, it has been found that 
career education's goals and objectives in no way conflict with those o f  the various 
academic disciplines, but rather Supplement them While the aims and objectives of the 
academic disciplines are focused chiefly on aspects relating to the subject matter, career 
education goals and objectives will highlight the relevance of the subject to the leamer's 
own potential The Curriculum within career education encompasses the following areas of 
study which are all infüsed into the actual leaming material:

- The basic arithmetic skills in situations where one must conserve, spend, harter, build, 
or when solving immediate computational tasks.

- The basic communication skills in situations where one must persuade, defend, inspire, 
encourage or translate, as well as where one must communicate a given idea

- The basic scientific principles in situations where one must work with or modify 
existing environmental elements, as well as where one must replicate a known 
scientific formula.

- The basic social Science in situations where one must deal with current social 
attitudes, habits, and needs, as well as where one must articulate a synthesis o f the 
world's cultures.

- The basic physiological principles in situations where one must match psychomotor 
skills with ongoing maintenance, improvement, and task appropriateness o f those 
skills, as well as where one must achieve mastery over a given physical challenge.

A Curriculum that covers such a wide ränge of areas is truly pedagogically sound. Career 
education therefore has a specific Curriculum to follow as well as special teaching methods. 
Its main purpose should be to prepare all students for successful and rewarding lives by 
improving their basis for occupational choice, by facilitating their acquisition of 
occupational skills, by enhancing their educational achievements and by making education 
more meaningful and relevant to their aspirations.

The infiision strategy, as one of the delivery Systems of career education, is both cost- 
effective and time-efficient, in the sense that neither the school day nor the Curriculum is 
interfered with when the infusion process is implemented

Any educational innovation Stands the best chance of implementation when it is seen as 
growing out of or relevant to the cultural context of the region. The innovative potential of 
career education lies in making the curriculum more meaningful to the leamer. In career 
education, the leamer's self-concept, self-confidence, aspirations and needs are all brought 
into contact with reality
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Findings regarding career, vocational and lechnical educalion in various countries

Currently, a world-wide debate is ranging over the failure of secondary education to 
supply the private sector with students who have marketable skills

In the United States of America, each state has designed a career education mode!; some 
of which have now been abandoned, modified and/or adapted. Currently both career and 
technical/vocational education are utilised to address the youth unemployment problem.

The USA recognise that preparation for a career role must begin in early childhood, and 
continue throughout the individual's life. Their career education models are also 
characterised by adaptability to changing circumstances, and exposure to many directions 
in the labour market With the passage of time, the labour market began to pay attention to 
the Provision of technical/vocational education (Perkings Act of 1984).

The United Kingdom has established several youth training schemes to make an 
otherwise irrelevant secondary education, relevant.

The aim has been to create a better articulation between the content of schooling and 
subsequent application of acquired skills, attitudes and knowledge in the world of 
employment These attempts had not been without pitfalls. However, technical and 
vocational education in the United Kingdom received attention not only from educational 
institutions established for this purpose, but also fforn employers in the different industries 
and occupations. The growing tendency is that the Manpower Services Commission is 
becoming more involved with schools and the implementation of the Technical and 
Vocational Education Initiatives.

The United Kingdom has generally made it clear that careers education had not been 
introduced to solve unemployment; rather, there is a tendency to view careers education 
more as an opportunity to expose students to a variety of roles.The Taiwanese tend to 
emphasise vocational/technica! education in its System of education In 1990, 30 per cent 
of Taiwanese students were following an academic direction whilst 70 per cent were in 
vocational/technical education,

The System of technical and vocational education has played a vital role in training 
people to make the transition from rural to urbanised society. Taiwan offers its youth a 
career directed education - technical and vocational education.

Israel concentrates on specific aspects o f career education, namely, technical and 
vocational education The Organisation for Rehabilitation through Training has long taken 
the responsibility o f equipping youth with marketable skills. Here, the Kibbutz System 
plays an important role.

Israel uses technical/vocational education not only to prepare a skilled labour force, but 
also to prepare students with general education to maintain a balance between a 
technological approach and the general humanistic approach as well as to provide 
comprehensive educational opportunities by opening differentiation in technical/vocational 
education.

The Republic o f South Africa has joined the world-wide move towards career 
education. The HSRC Report (1981b) on Provision of Education in the RSA made specific 
recommendations regarding technical/vocational and career education The Department of 
Education and Training became the first department to implement the recommendation by 
designing a career education model which pays attention to the development of'skills and 
techniques' at primary school level The model consists of the technical moulding phase, 
the transition phase, the exploratory phase and the specialisation phase.

The first two phases (primary school) expose pupils to skills which they will need in 
their lives whilst also preparing them for and introducing them to the last two phases The 
exploration phase (junior secondary school) helps pupils to acquire knowledge and master
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the basic, general and trade-oriented skills. The specialisation phase (senior secondary 
school) allows pupils to obtain more specialised knowledge of either a single occupation or 
a group of related occupations. The model is still on an experimental basis.

According to the Central Statistics Services (1988), an imbalance in the Provision of 
technical/vocational education for the various population groups in the RS A, exists. Blacks 
are still left behind by other population groups in the fields of technical/vocational 
education.

When one looks at the various career education approaches of different countries, the 
conclusion is that, in developing a career education model for secondary schools in 
Bophuthatswana, the following should be kept in mind:

- The model should rectify the imbalance created by the over-emphasis on academic 
education, although care must be taken not to over-emphasise career education at the 
expense of the ideal of a general formative education

- There should be a close link between syllabus content and industrial applicability as 
well as a close contact between educational institutions and industry, so that the 
course content can be seen to be relevant and complementary to the work done in 
training schools and on-the-job training.

- Care should be taken not to introduce specialised vocational and technical education 
at too early an age, but rather during the middle and high schools to stimulate and 
promote technically-oriented thinking and creativity, to develop those faculties and 
abilities which are required for successfül implementation techniques.

- A special effort should be made to change the attitude of the community regarding 
their excessive interest in academic education. The community needs to adopt a more 
positive attitude towards a work-related education as against purely academic 
education.

Bophuthatswana is in a position to adopt, adapt and modify the various models used by 
the above- mentioned countries to develop a model suitable to the demands of the 
manpower requirements and the needs of the individuals.

The proposed career education model for Bophuthatswana

Ai ms and objectives o f the model

In developing a possible model, the basic aim of career education, namely, equipping the 
Student with the knowledge and skills (academic and technical) needed to become a 
productive member of society, is taken as point of departure. This implies that a balance 
should be maintained between academic and vocational/technical education To realise this 
aim, career education should develop an individuals füll potential through academic and 
other programmes The individual should also be exposed to work and life experiences by 
selectively infusing the essentials of these experiences into every lesson of every subject. 
The individual also needs to be equipped with daily living skills (life skills), personal-social 
skills, preparation skills and existing occupations Career education should expose the 
individual to the world of work and life experiences, through visits to and becoming 
acquainted with all kinds of careers practised in various environment Individuals can be 
assisted in their development by providing timely and effective school guidance, so that 
when they complete Std 10, leave or drop out before reaching Std. 10, they are either able 
to proceed to tertiary education, or are ready to seil their skills to the labour market
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The structure o f the model

Development. Although various approaches may be adopted - often depending on the 
scope or definition of career education - two main approaches, namely ’career education' as 
a subject and infusion, are cited. With an already overloaded curriculum, and the 
advantages o f the infusion process prevailed, and the last mentioned strategy was chosen.

As a point of departure, certain prerequisites were set; in that the model should be able 
to address the manpower needs of the country and the social development o f the citizens; 
while social, political and especially economic realities should not restrain the 
implementation of the model. The model must also be practical, it should be educationally 
sound and didactically implementable. It should necessitate minimum changes in terms of 
education structures, curriculum and other facilities lest it be too costly and unpractical. 
Finally, the existing teaching corps should be enabled to implement the model with minimal 
in-service training (assisted by books, manuals and other teaching aids).

The infusion approach could eventually bring about significant changes This is a 
strategy which recognises the wisdom of slowly permeating the whole curriculum, because 
curriculum change can occur only with the re-education of teachers. The career education 
elements should cut through every subject area or leaming area and should be regarded by 
teachers as an all-embracing factor in teaching. It should be clear that teaching is a 
purposeful involvement of an adult with a child and therefore not accidental The teacher 
cannot expect to arrive at a didactical design merely as an answer to the problem of the 
leaming Situation, but should create a specific purposefiilly constructed Situation.

A proposed school structure for infiision. For the implementation of the proposed infusion 
model for career education (figure 42.2), minor changes to the school structure of 
Bophuthatswana will become necessary. The envisaged amendments are indicated in figure 
42.1, which provides a representation of the proposed school structure in which the 
proposed career education model for secondary schools in Bophuthatswana could be 
implemented.

In figure 42.1, the numbers given on the vertical axis (from 12 to 25) represent the ideal 
age of students linked to their various educational achievements. For instance, students 
aged 12, 13 and 14 should be in Standards 5, 6 and 7 respectively. The clear, unshaded 
boxes in the diagram represent courses o f purely academic nature.

The dotted boxes representing the middle schools, high schools and Colleges indicate 
those educational levels where career education content should be infüsed into traditional 
subjects Broadly based career-oriented education should be offered at these levels to 
enable students ultimately to select a specific career. At middle schools, for instance, 
students should be given a choice of technically oriented subjects such as Technical 
Drawing

From middle schools, students can move into two broad directions Firstly, they can 
progress to high schools where they can choose between a technically/oriented direction 
with a view to obtaining a technical diploma, or an academic direction to obtain admission 
to College or university. Secondly, some students from the middle schools may be admitted 
directly into the various vocational institutions as represented by the shaded boxes. These 
students will then qualify for vocational diplomas and proficiency certificates At this level, 
Provision is also made for students who wish to do part-time study or 'hands-on' training 
by following an apprenticeship, as represented by the vertically lined boxes
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Proceeding from high schools, students may either continue with tertiary education at 
technical Colleges, universities, other training institutions, or enter the labour market 
Institutions like manpower centres will provide students with the much needed 'hands-on' 
training, while technical institutions continue to offer vocational/technical education. 
Technical high schools and technikons, in conjunction with the employment sector will 
also deal with apprenticeships.

The various arrows in figure 42.1 indicate the directions of the major, although not the 
only, routes o f progression, with some showing progress to the next level The double- 
edged arrows indicate re-entry at various educational levels The implication is that 
students may move from an academic stream to vocational/technical education, and vice 
versa. The arrows are also an indication that students who drop out at any level, may re- 
enter at that level and progress further. After obtaining a certificate or diploma at a 
technikon, a Student may continue with an academic Programme at a university

Basically, therefore, the proposed school structure aims at reducing early school 
dropout, by providing the necessary flexibility. This gives dropouts from one direction the 
opportunity to be re-admitted into another direction In addition, the dropouts may also 
enter the labour market and receive 'hands-on' training.

With these minimal adaptations and minor changes in the existing school structure, the 
proposed career education model should be implemented

A proposed infusion model. Figure 42.2 is a diagrammatic representation of the proposed 
infusion model (career education model) for secondary schools in Bophuthatswana It is a 
theoretical representation of how the needs of the world of work should be systematically 
selected and infused into the traditional subjects as offered in the middle and high schools 
o f Bophuthatswana

In implementing the model, the educational planner should firstly make a thorough 
analysis of the world of work and identify macro type of competencies needed by workers. 
(Job specific training as such is not regarded as part of career education.) The broad 
competencies may include positive attitudes towards work, numeracy, cognitive/thinking 
skills, communication skills, social competency, planning ability, negotiation skills, 
decision-making, time management, accuracy and leadership Once these broad 
competencies have been identified, it is necessary to analyse them in terms of knowledge 
and skills needed to gain competency in a specific area

Example: Competency in decision-making

Knowledge: How do persons make a decision?
They - need specific information

- need to analyse the information
- weigh alternatives
- choose the best alternative.
- evaluate the results.

Skill: They practice decision-making by selecting study directions, subjects and
also in daily activities.
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COMPETENCIES NEEDED BY THE WORLD OF WORK
EG. WORK ATTITUDES, NUMERACY, THINKING SKILLS, 

LITERACY, COMMUNICATION SKILLS, PLANNING ABILITY 

SOCIAL COMPETENCY, LEADERSHIP, NEGOTIATION SKILLS, 
TIME MANAGEMENT, ACCURACY, DECISION-MAKING SKILLS

PROCESS OF INFUSION
STEP 1: IDENTIFY COMPETENCIES NEEDED IN WORLD OF WORK 
STEP 2: ANALYSE COMPETENCIES IN TERMS OF KNOWLEDGE 

AND SKILLS NEEDED
STEP 3: IDENTIFY SUBJECTS WHICH COULD FACILITATE THE 

TEACHING OF THESE KNOWLEDGE AND SKILLS 
STEP 4: IDENTIFY SYLLABUS INFUSION POINT TAKING

THE DEVELOPMENT OF THE CHILD INTO CONSIDERATION
STEP 5: IMPLEMENT INFUSION AND EVALUATE OUTCOME

TRADITIONAL SUBJECTS
STANDARD 10 \ MATHEMATICS 

PHYSICAL SCIENCE
STANDARD 9 \

ECONOMICS 
DOMESTIC SCIENCE

STANDARD 8 ' LANGUAGES
STANDARD 7

\ HISTORY 
\ AGRICULTURE

STANDARD 6 \ TECHNICAL DRAWING
STANDARD 5 \ ART

Figure 42.2 A proposed infusion model

Based on the operationalization of the competency in terms of knowledge and skills 
needed, the planner can now proceed to identify key subjects which would best facilitate 
the realization of the competency Citing again the example o f decision-making, it could be 
argued that all subjects, and especially Mathematics and School Guidance could best be 
used to teach this competency.
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After the most suitable subject or combination of subjects have been identified, the 
planner should decide on the appropriate infüsion point(s). Many of the skills and 
knowledge to be acquired would span across subjects and school phases. The planner 
should ensure that in the infüsion process a gradual build up of skills and knowledge would 
lead to the final realization of the competency aimed at This infüsion process is not a 
single exercise, but a continuous process whereby the world of work is constantly 
monitored for major changes These changes find their way into education through the 
infüsion process so that the school remains relevant.

To base the above argument in practice, Mathematics as a subject could be used to 
demonstrate the purpose of this proposed model. The example of the Pythagoras theorem 
can effectively demonstrate the use of this model.

From such a lesson skills to be generated could fall into four categories:

(i) Basic numeracy skills which include adding and subtracting measurements, 
accuracy, speaking and listening.

(ii) Logical reasoning, planning ability and decision-making Questions such as
- How do people arrive at decisions?
- Why is the Pythagoras theorem important?
- How can it be applied in real life situations? 
could be asked to elicit feedback from students.

(iii) Integrative skills which include compiling data, co-ordinating data, research and 
consultation skills.

(iv) Social interaction to include group dynamics such as co-operation, Service, 
problem solving, sensitivity, role-playing and social awareness.

Given such a perspective, an individual's füll potential is realized through categories (i), 
(ii) and (iii) Social interaction capabilities (category (iv)) such as co-operation and 
problem solving accruing from the lesson facilitates the equipping of the individual with 
life skills

Students could also gain insight in how to apply the knowledge learned in their daily life. 
Insight in the theorem of Pythagoras could for example be of great use in marking out the 
foundations of their homes.

The students must be directly exposed to the 'world of work'. This can be done through 
educational tours and first-hand work experience. The main aim of educational tours (in 
which industries, hospitals, banks etc. are visited), is to make students aware of the 
availability o f various work opportunities in the labour market

Students should be offered opportunities to work during school vacations. This would 
enable students to acquire a realistic 'feel' of actual work; so that, through working, the 
Student is able to gain insight into the relevant and expected work values, work attitudes, 
levels o f productivity, punctuality, the importance of communication, the required 
behavioural pattems and observance of rules and regulations. The work experience would 
also assist the Student in making a proper choice of career, which would add to his/her 
self-esteem.

Taking a cue from the above, the infüsion strategy involves Student activity, Observation 
and expression - the ingredients of good teaching and learning.

Implementing the model at various secondary school phases.
(1) The middle school phase (Stds 5 - 7). Middle school students in Bophuthatswana are 
between the ages of twelve and fourteen At this stage, the students should be made aware
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of their persona! and social responsibilities towards the community within which they live 
as pari o f their academic programme.

(a) Curriculum. To develop an individual's full potential through academic programmes, 
the existing General Curriculum' for Standard 5 should be retained, except that students 
should be allowed to do only two languages.

(b) Educational tours. One of the aims of the model is to expose the students to the 
world o f work through educational tours The flaws in Bophuthatswana's existing 
education System do not only lie in its academic character but also in the fact that students 
remain in the classroom for almost the whole of their school career.

The middle school students should be purposefully exposed to the world of the 
workplace Organised tours to various industries and factories should be undertaken; in 
small, manageable groups. The American Office of Education designed an Employer- 
Based Model to narrow the gap which existed between the secondary education leavers 
and the expectations of industries. The main purpose of such an exercise should be to 
expose students to as many job opportunities as possible, so that by the time they reach 
Standard 10 they would be aware of the various career opportunities awaiting them.

(c )  W o rk  experience. In  Order to equip the individual m iddle school Student w ith  daily 

living experiences, personal skills, w o rk  attitudes and values, the Student need not 
necessarily Start w o rk in g  during the school vacations at this stage o f  his life. It  is sufficient 
for these students to visit industries, factories, institutions such as hospitals, banks, and 
other educational institutions.

(2) The high school phase (Stds 8 - 10). High schools in Bophuthatswana provide 
education for the 15 - 17 year-olds. Most dropouts are found in this age group, and are 
mostly due to economic reasons.

(a) Curriculum As with the middle school, students in the high school phase should 
have the widest possible scope of subject choices available to them Hence it is suggested 
that the study packages for Standards 8-10 should be adhered to. These study packages 
group subjects into the following career directions: Humanities, Science, Technical, 
Commercial, Agriculture and Housecrafl directions The subjects offered in these 
directions should be infused with the attitudes, knowledge and skills which will contribute 
to a programme of career development, and should be integrated with and reinforced by 
several educational tour experiences The positive attitudes of those educators who 
monitor these experiences could play a vital role as well.

(b) Educational tours High school students are also required to explore the world of 
work with a view to selecting the career direction which will not only interest them but 
which is also within their abilities Purposefül and well-planned educational tours, not for 
the whole school but for individual classes, are a partial solution to bridging the gap 
between an academically-oriented education and the demands of industry.

(c) Work experience. At Standard 9 and 10 level, arrangements should be made for high 
school students to be employed during their school vacations at factories and other 
employment institutions, to expose them to first-hand working experiences.
(3) The technical/vocational institutions phase. For the students who cannot cope with the 
demands of formal education, this model makes Provision in the form of outflows and re- 
entries. Students dropping out may either join the labour market and receive on-the-job 
training or can be admitted to manpower centres to obtain either a vocational diploma or 
vocationa! proficiency certificate Should these students later wish to be re-admitted into 
the formal education System, they should be able to do so

Care should be taken that a balance is maintained in the provision of technical/vocational 
education as represented by the shaded and vertically lined boxes in figure 42.1 The 
infiision process implemented at these levels may ensure that broad based career education
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continues to have its impact. Hence the infusion process should be implemented for 
technical diplomas, vocational certificates, vocational proficiency and in technical and 
other training institutions.

Implementation o f a career education model for secondary schools in Bophuthatswana

Some Steps to be taken before implementing the model. The proposed career education 
model for secondary schools in Bophuthatswana is not a radical departure from the 
existing Provision of secondary education in the country Bophuthatswana is a Third 
World country with its people still entrenched in academic education It is therefore 
necessary that some Steps be taken before the implementation of the career education 
model.

Firstly, although it is late in the day, it is, however necessary to convince people of the 
importance of technical and vocational education in a developing country. Concerted 
efforts should be made to reach all parties involved; by organising talks, seminars, 
Conferences and other means of communication. Not only is it vital that the people change 
their attitudes towards technical/vocational education; but more importantly, the teachers 
who are the vehicle through which the ideas of the importance of technical/vocational 
education should be conveyed, should be oriented and given in-service and general training 
in the implementation of the career education model for secondary schools in 
Bophuthatswana.

'Curriculum change' essentially implies 'people change', therefore, ample time is needed 
for teachers to gain new knowledge, insight, and skills related to a new programme 
emphasis. By means o f in-service training, teachers should adopt a new approach to the 
teaching o f  the traditional subjects, to enable them to infiise those skills necessary in adult 
life into every lesson taught. Colleges of education could play an important role in this 
regard Another important task would be to shift the emphasis in teaching from success in 
examinations to 'success in life'. It is useless to get distinctions in every subject in 
examinations and end up a hopeless failure in life.

In Order to succeed in changing both the teachers' approach and attitudes, Colleges of 
education, in-service training centres, in-service courses and universities should also be 
involved in producing teachers who would be ready to take up the challenge of the 
proposed education model The traditional chalkboard methods and the rote learning 
methods aimed at producing good examination results must be changed, in favour of 
methods producing good citizens who would lead a meaningful, fruitful and productive, 
enjoyable adult life.

Students, as receivers o f education, should be motivated and exposed to challenging 
academic and work experiences, to afford them opportunities which would facilitate their 
realistic choice of fiiture careers.

Ultimately, the infusion strategy is a deliberate, continuous process that will eventually 
provide a career focus for the total Curriculum if it is systematically carried out.

Suggested implementation guidelines for teachers. South Africa is currently facing a 
Situation where its education System is producing a surplus of certain categories of 
manpower, while there is an acute shortage in other categories (Engelbrecht and 
Nieuwenhuis, 1988, p 158). Bophuthatswana is experiencing the same problem. This is 
partly the result o f a System which has become too academically oriented, and partly 
because o f ineffective guidance and channelling
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The principle of correlation of subjects should be applied, since the knowledge received 
from the labour market and daily living experiences should be correlated with the subject 
matter taught.

When implementing the proposed career education model for secondary schools, one 
should take heed of the following two sets o f guidelines:

(1) Guidelines for middle schools
- Middle school teachers must emphasise growth and competency in the use of basic 

skills (figure 42.2), which are tools for the Student to achieve career goals and to 
enhance the ability to participate in social activities

- In exposing students to the job market, an effort should also be made to help 
students acquire the skills (figure 42.2), necessary for making a correct selection on 
the basis o f pertinent criteria.

- Düring the middle school years, students' attention must be focused on specific types 
o f careers. This will help the Student to realistically face decisions about füture 
educational requirements needed to achieve his/her career aspirations.

- In helping the Student to narro w  d o w n  the ränge o f  career possibilities, the teacher 
m ust also assist the Student to  select certain specific elements fo r specific 

exploration, gu ided b y the student's interest and potential.

The academ ic Program m e o f  the Student m ust, at all times, receive the serious attention 
o f  both the teacher, Student and the parents
(2) Guidelines for high schools

- Continuity o f purpose from the middle school to the high school must be maintained 
under all circumstances.

- The continuous refinement and application o f  basic skills as w ell as rem ediation o f  

those skills in w h ich  the Student m ay be deficient should be emphasised
- The high school teacher must emphasise the acquisition of marketable skills arising 

from the adolescent's need to become economically independent.
- By the tim e the Student reaches Standard 10, it can be expected that he/she should 

have already selected a specific career direction. The high school should, in tu m , 

offer the Student an opportunity to explore those career options available w ith in  the 
selected career direction.

- In the selection of specific careers, students will also have an opportunity to engage 
in the initial preparatory knowledge and skill-building experiences

The success of the implementation of the career education model for Bophuthatswana 
depends on the commitment of the teachers as well as on the active involvement of 
students, the private sector and the parents The teachers' resourcefulness could play a 
major role in the infiision strategy, to ensure the maximum success of the proposed 
education model.

Financial implicatiom

The proposed career education model for secondary schools in Bophuthatswana is quite 
cost-effective. All that is needed for its implementation, is that the schools in 
Bophuthatswana should be normalised This means that the pupil-teacher-ratio, the pupil- 
classroom-ratio and the per capita expenditure should be normalised. The implication is 
that the current ratios and the expenditure are not normal, for instance, in certain areas, 
especially the Odi and Moretele regions, there have been schools where a teacher handles 
fifty students in a Standard 10 dass, although the accepted pupil-teacher-ratio for both
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middle and high schools in the whole country is 1:35. The same problem occurs with 
regard to the pupil-classroom-ratio (Republic o f Bophuthatswana, 1986a, p 13) Full use 
should be made of the existing manpower centres as institutions where the non-formal 
education problem can be addressed, as well as where students who drop out, due to their 
inability to cope with the academic demands of high schools, could be channelled into on- 
the-job training

To implement this model, the Government of Bophuthatswana should provide the 
normal Services of budgeting for the erection of additional classrooms, the training o f more 
teachers, the Provision of career education resource materials and the equipping of middle 
and high schools with all the facilities necessary to support teachers in their educative 
activities Government has already embarked on the erection of an In-Service Training 
Centre at Mmabatho If the Centre is properly utilised, it could have an impact on 
providing teachers with methods and techniques of implementing the proposed career 
education model.

The University of Bophuthatswana, through the National Education Council, is already 
involved in the Curriculum development o f Colleges of education. This expertise could be 
employed in curriculum development for secondary education, should the need arise

An added expenditure may be that the Government of Bophuthatswana should subsidise 
the transport of students moving from schools to workshops, industries and institutions in 
an attempt to expose the students to as many career opportunities as possible As there are 
regulations governing entry into certain factories, it may become necessary for 
Government to demand that schools should secure written guarantees conceming the 
students' safety before such factories are visited.

Conclusion

If the proposed model for career education in Bophuthatswana is successfully implemented 
even to a modest degree, schools would have the opportunity of participating as a resource 
for ideas, as a resource of educational expertise and as an organising centre for educational 
activities and lifelong learning. Added to this, schools would not only promote learning but 
would also enhance the self-concepts of both the teachers and learners Once implemented, 
such a Programme enables students to take advantage of opportunities presented in the 
world beyond the school It will also equip them with the ability to pursue tasks to 
completion, the ability to communicate, the ability to think logically, the ability to grow 
personally and the ability to apply knowledge to reality Finally it is hoped that this model 
will bring the life of the school and its community into a closer relationship

Recommendations

Not only the Department of Education in Bophuthatswana, but possibly also other 
countries which are struggling to bridge the gap between secondary education and the 
demands o f the employment market, will find the proposed career education model of 
value. Although this solution is at this stage only embodied in the shape of a proposed 
model for secondary school education, it is hoped that its test in practice will prove it 
worthy of even wider implementation; in the interest of all those who have been frustrated 
by their inadequate schooling for so long
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43 Entrepreneurship:
Industry policy priorities 
and entrepreneurial 
education in Australia
Kevin G. Hindle and L. Murray Gillin

Abstract

Four fields o f national policy - general economic policy, industry policy, education pol
icy and specific research and development policy - are strongly interrelated Unfortu- 
nately, in Australia, policy makers in the four fields have not recognized that the disci- 
pline o f Entrepreneurship - with its emphasis on managing the innovation process - 
holds the key to effective co-ordination between the four vital policy areas The paper 
argues that innovation strategy, not cost reduction or research expenditure, is the key to 
developing successful, export-oriented products and world competitiveness. Viable in
novation strategy depends on the relationship between government, Capital availability, 
development Capital and industrial developers In turn, this relationship requires a cadre 
of entrepreneurial business managers educated not in the 'traditional' MBA mainstream 
but in the discipline o f Entrepreneurship, specifically focused on learning the practical 
skills involved in venture evaluation and management of the innovation process The 
paper concludes by describing the philosophy and performance of Swinburne University 
of Technology's School of Innovation and Enterprise, a school at the forefront of 
entrepreneurial education in Australia and thus a school with important implications for 
the nation's industry policy priorities.
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Macro economics versus micro focus: On specific entrepreneurial skills and issues

There is absolutely no argument among policy makers (or political parties) that Austra- 
lian industry needs to become 'world-competitive'. Unfortunately, there is precious little 
in the policy sphere to indicate that policy makers (and political parties) have any idea 
that achieving the goal will require a detailed industry policy based on a firm 
understanding of some critical relationships of which the relationship between entrepre
neurship and innovation is the most important.

In a recent analysis o f the 'value-added' concept to Australia's competitiveness, (Scott- 
Kemmis, 1991), it was concluded that the govemment is currently advised by neo-classical 
economic theorists who subscribe to a view of economics in which technological change is 
considered to occur outside the economic System, occurs only through Capital investment 
and neglects product and process innovation Policy makers (and political parties) seem to 
believe that the broad brush strokes of macro economic policy can paint over the network 
of cracks in the fragmented set of measures which are loosely and undeservedly known as 
Australia's 'industry policy'. The political policy makers believe that Australian industry can 
be made world-competitive without the need for a structured, detailed industry policy. The 
authors of this paper do not share the faith that macro economic settings - no matter how 
correct and desirable - can remove the necessity for a detailed industry policy.

In his master work, 'Capitalism, Socialism and Democracy', Joseph Schumpeter (1979), 
presented a challenging, controversial and stimulating analysis of the role of the entrepre
neur in the market economy and explained why, in his time, the entrepreneur had come to 
face an increasingly hostile intellectual environment By the late 1970's, in the 
industrialized westem countries, including Australia, the failure of macro economic policy 
to solve infrastructure problems marked the beginning of the end of the economic 
orthodoxy whose limitations Schumpeter had warned against. But Schumpeter's focus on 
the central role o f the entrepreneur as the agent of economically successful innovation has 
not yet been reflected in the prescriptions of economic, industry, and research policy 
makers in Australia.

The legacy of the financial excesses of the 1980's, the inability of ideologically driven 
macro economic theories to solve industry-specific and firm-specific problems and the 
unsystematic history of both industry policy and science/technology policy, in Australia, 
make it crucial to consider the relationships between five often misunderstood words - 
'innovation', 'entrepreneurship', 'research', 'development' and 'commercialisation'. The 
authors regard a thorough understanding of these relationships as the essential basis for 
producing a detailed industry policy for an Australia that seeks to be 'world-competitive'. 
The authors are not alone in this view.

Adam (1992) States:

'Our relatively poor performance in the commercialisation of Australian research, re- 
veals an underlying weakness in the coupling between research and conventional mar
ket intelligence Engineering development (and subsequent 'commercialisation' o f re
search) is not the most pressing requirement for Capital in a high-growth Company, 
since such a Company frequently spends large amounts of Capital on market-access 
and distribution networks, as well as manufacturing facilities Competent leadership 
skills in marketing and financial management are as important as engineering and 
R&D capabilities in high-growth Companies Large Companies, in industries with high 
degrees o f technical complexity, frequently possess this critical mix of complementary

E n t r e p r e n e u r s h i p  a n d  i n d u s t r y  p o l ic y  p r i o r i t i e s
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skills; small Companies rarely enjoy such a luxury. If Australia is to be successfiil in 
building opportunities, we will have to undertake (simultaneously) two quite distinct 
activities. In Companies with good marketing/financial leadership and management, 
we will have to insert new patentable technology, and in Companies with brilliant 
technology we will need complementary brilliance in marketing and finance. Board 
members with appropriate vision, experience and integrity, are required for small 
fragile Companies. Concurrently, we will need to expose a generation of young, 
talented Australians to Professional opportunities which will allow them to acquire 
leadership skills in engineering, development and commercialisation.'

There is a pressing need for Australia to decide on a ränge of Strategie businesses which 
we can develop and operate profitably for world markets and to adjust our scientific re
search funding, engineering development funding, economic policy and industry policy ac- 
cordingly.

Pappas, Carter, Evans and Koop (1991, pp. 2-5) in commenting on the decline in Aus- 
tralia's wealth, state:

' ... our Standard of living is set to fall unless we shift our wealth generation away 
from our traditiona! export base in natural resources to manufactured goods and 
Services, where world trade is growing fastest Innovation is a critical determinant 
of sustained export growth '

Understanding key relationships: 'entrepreneurship', ’innovation', 'research',
'development'and 'commercialization'

Entrepreneurship and Innovation. Hindle (1991, p 1) has observed

'Düring the late 1980's the Australian media - particularly the financial media - have 
been permeated by negative connotations of the word 'entrepreneur'. Entrepreneur is a 
difficult word to define but all positive connotations revolve around the concept of 
'making it happen'. In this perspective, the entrepreneur can be seen as a creator: one 
who turns a potential exchange into an actual exchange; one without whom the trans
action may never occur Extrapolating - in the case where the demand exists but the 
supply does not - the entrepreneur may actually create the supply as well as eflfect the 
exchange Thus, we arrive at the most positive concept of entrepreneurship: where 
the entrepreneur is defmed as a person intimately involved in the process of 
innovation management and implementation In this perspective, the entrepreneur is 
the Creative agent who converts a good idea or a perceived market opportunity into a 
commercial reality. Here, the entrepreneur makes something new happen He or she 
creates a viable business where none was before'.

He goes on to provide a concise technical definition of entrepreneurship (Hindle, 1991, 
P 10):

'Entrepreneurship is the activity of changing the parameters of prevailing economic 
behaviour within an industry by creating and operating a genuinely new venture, with 
high growth potential A 'genuinely new venture' is one where the mode of wealth and 
creation and delivery is generically distinct from existing combinations of production, 
distribution, exchange and competition which characterize the industry 'High growth 
potential' is where the pace of both sales growth and demand for supporting resources
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is, or is expected to be, at least three times as rapid as that currently experienced by 
established firms within the industry'

Research, development and commercialisation. Under Hindle's defmition of entrepre
neurship, 'innovation' is identified as the tool of the entrepreneur. Entrepreneurship is the 
management of innovation The process o f innovation management - which results in the 
creation of commercially viable new enterprises creating commercially viable new products 
- can be illustrated by the following equation (Gillin, Hindle & Shedden, 1991, p. 4):

R + D + C = Product 

or

Research + Development1 + Commercialisation = Product

It is appropriate to consider the elements of the equation individually, and particularly 
the TL, because it is this 'science' component of research that the media, funding authorities 
and policy makers usually consider as 'innovative' rather than the entrepreneurial compo- 
nents o f innovation: D' and 'C '. This misplaced emphasis produces poor policy and prac- 
tice

Table 43.1 shows that the emphasis in Australia's 'Research and Development' effort and 
expenditure is BIG on ’R' and small on 'd'.

Table 43.1
Australia's expenditure on R&D by type of research (1986-87)

Percent of Total Expenditure
Pure
Basic

Strategie
Basic

Applied
Re

search

Product
D'ment

Total

Business 0.1 0.6 11.9 24.0 36.6
General Government 2.7 6 7 18.1 7.3 34.8

Higher Education 104 6.9 8.0 1.8 27.1
Private (Non-profit) 03 0.8 0.3 0.1 1.5

TOTAL 13.5 15.0 38 3 33.2 100
Source: Australian S&T Data Brief 89-90 (Pappas Carter Evans & Koop, 1991)

The BIG TL small 'd' emphasis is wrong It takes no account of the need to bridge the 
development and commercialisation gap - the place where the entrepreneur operates - 
between bright ideas and salable products and Services. BIG 'R' small ’d' is the simplistic 
attitude that regards getting to the moon as a 'great achievement of Science' rather than 
recognising the reality that placing a man on the moon (or a new product into a new 
market) results from the triumphant combination of engineering development and the 
entrepreneurial management of innovation

Prominent examples that highlight the commercialisation effort required for advanced 
technology are Sarich's orbital engine, Pacific Dunlop's pulsar battery and T 

eletronics' pacemaker products 
All involved BIG 'C' and little V.
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T h e  ty p ic a l  C laim  o n  r e s o u r c e s  d u r in g  th e  v a r io u s  s ta g e s  o f  th e  g e n e s is  o f  a n  in n o v a t io n
is  r e p r e s e n te d  in  ta b le  4 3 .2 .

Table 43.2
Resource allocation in the innovation process

Research Development Commercialisation
Effort 2% 20% 80 - 96%
Funds
(Total = $10m)

0.2 2m 8 0 -9 .6

Time 1 year 4 years 6 - 1 0  years

Pappas, Carter, Evans & Koop report:

*What is rarely acknowledged is that commercialisation is far and away the dominant 
and major factor in the innovation process. It is in the commercialisation of an inven
tion that most o f the product effort is absorbed and the majority of funds expended. In 
fact, in a successful innovation, as little as 2 per Cent to 20 per cent o f the total effort 
is likely to be committed to invention [for which read 'research' or 'science']2. This will 
mean that o f the $10 million allocated to a particular project, as little as $200,000 is 
likely to be spent during the invention process and as much as $9.8 million on com- 
mercialising it In the ten years that it takes to bring the project to fruition, the inven
tion will typically be completed in one year and the commercialisation [for which read 
the entrepreneurial management of innovation]3 process may take up to ten years'. 
(Pappas, Carter, Evans and Koop, 1991).

What explains the misplaced emphasis? Perhaps it is history. In the 1950's and 60's most 
USA technological Companies strongly subscribed to the concept that 'research = profits' 
(a view otherwise known as 'technology push') in which new technology endeavours to 
find or create a market A major proponent o f this strategy was Bell Laboratories But 
they, like many others, have since rejected this philosophy for an emphasis on the 
development o f market driven products and Services as the way to increase profits. 
Seeking knowledge for its own sake, patenting research or rewarding ideas, are good 
things in themselves But, o f themselves, they do not produce profitable products, 
businesses, industries and world-competitiveness This only occurs when researched ideas 
are successfully commercialized As Pappas et al (1991, p. 17) state: 'The transistor (a Bell 
invention) was a significant discovery, but the major innovation successes in this industry 
stem from customer-driven follow-on innovation, such as miniaturisation and the 
portability o f radios'

Past over-valuation of 'research' and underestimation of the importance of commerciali
sation (through entrepreneurial management of innovation) by Australian govemments, 
and academics in the 1980's is probably derived from the outdated USA concept that 
investment in research will result in guaranteed and increased Company profits.

By contrast, the 1990s have commenced with a greater awareness of both the need for 
'market pull' on technology and the importance of innovation. Innovation is the total, en
trepreneurial process by which we tum a device into a product that is salable both in Aus- 
tralia and overseas Ultimately, the equation combining Research, Development, and 
Commercialisation can be reduced to the equation:
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Device + Marketing = Product

T h i s  e q u a t io n  (G ill in , H in d le  &  S h e d d e n ,  1 9 9 1 , p . 5 ) im p lie s  t h a t  in n o v a t iv e  p r o d -  
u c t /b u s in e s s  d e v e lo p e r s  a n d  e n t r e p r e n e u r s  n e e d  to  b e  a w a re  o f  a  h o s t  o f  m a r k e t in g  v a r i 
a b le s ,  e s p e c ia l ly  th e  g e n e r a l  m a rk e t 's  s iz e  a n d  g ro w th  ra te  a n d  th e  c o m p a n y 's  p a r t ic u la r  
p o te n t ia l  m a rk e t  s h a r e  a n d  g ro w th  ra te . O n ly  in  th e  l ig h t o f  d e ta i le d  m a r k e t in g  a w a r e n e s s  
c a n  r e s e a r c h  c a n  t r a n s c e n d  th e  S ta tu s  o f 'in te l l e c tu a l ly  in te re s t in g ' a n d  a c h ie v e  th e  S ta tu s  o f  
'p o te n t ia l ly  p ro f i ta b le '.

Technology: Distinguishing evaluation fro m  valuation

W h e n  o n e  e n te r s  th e  r e a lm s  o f  te c h n o lo g ic a l ly  s o p h is t ic a te d  n e w  p r o d u c ts ,  t h e  r e la t io n -  
s h ip s  d is c u s s e d  in  th e  p r e v io u s  s e c t io n  im p ly  tw o  d is tin c t a b ilitie s : t o  e v a l u a te  th e  

p ra c t ic a l  e f f ic a c y  o n  th e  n e w  te c h n o lo g y  a n d  t o  p la c e  a  d o l la r  v a lu e  o n  it. G e n e r a l ly ,  
A u s t r a l ia 's  s c ie n t if ic  a n d  e n g in e e r in g  s k ills  a re  fu lly  c a p a b le  o f  e v a lu a t io n :  t h e  a s s e s s 

m e n t  o f  a  p o te n t ia l  p r o d u c t 's  te c h n ic a !  fe a s ib ility . H o w e v e r ,  it  is  v ita l  t o  s t r e s s  th a t  t e c h 
n ic a l fe a s ib i l i ty  e v a lu a t io n  ( 'w ill it  w o rk ? ')  a n d  c o m m e rc ia l  v a lu a t io n  ( 'w ill p r o d u c t s  a n d  
b u s in e s s e s  e m b o d y in g  th e  t e c h n o lo g y  b e  p ro f i ta b le ? ')  a re  d is tin c t a c t iv i t ie s  r e q u i r in g  d if 
f e r e n t  sk il ls  a n d  e m p h a s e s

A u s t r a l ia 's  m a jo r  p o l ic y  a n d  p ra c t ic a l  p ro b le m s  lie  in th e  a re a  o f  t e c h n o lo g y  v a lu a t io n  : 
i.e . a s s e s s m e n t  o f  t h e  c o m m e rc ia l  fe a s ib i l i ty  o f  a  b u s in e s s  o r  p ro je c t ,  in v o lv in g  a  g iv e n  
te c h n o lo g y ,  c o n v e r te d  t o  a  p r o d u c t  o r  p r o d u c t s  I s  th e  t e c h n o lo g y  re a d y  t o  c o m m e rc ia l iz e ?  
D o e s  it  r e q u i r e  f u r th e r  R & D ?  A re  a d d it io n a l  m a rk e t  r e s e a rc h  a n d  p r o d u c t  d e v e lo p m e n t  
n e c e s s a ry  o r  ju s t i f ia b le ?

In  O rd e r  t o  a p p r a i s e  t h e  e c o n o m ic  a t t r a c t iv e n e s s  o f  a  t e c h n o lo g y  w h ic h  m a y  s till r e q u ir e  
s o m e  a d d it io n a l  R & D ,  a  n u m b e r  o f  c o m p lic a te d  is s u e s  m u s t b e  c o n s id e r e d  P e r h a p s  m o s t  
im p o r ta n t ly ,  o n e  m u s t  e s t im a te  th e  p ro b a b il i ty  o f  c o m m e rc ia l  s u c c e s s  T h is  e n c o m p a s s e s  a  
r ä n g e  o f  im p o r ta n t  i s s u e s ,  m a n y  o f  w h ic h  c a n n o t  b e  q u a n tif ie d  T h e s e  in c lu d e :

o  T h e  q u a l i ty  a n d  e x p e r ie n c e  o f  th e  r e s e a r c h  p e rs o n n e !  
o  T h e  q u a l i ty ,  q u a n t i ty  a n d  a v a i la b il i ty  o f  r e s o u rc e s .  
o  C o m p e t i t iv e  o n - g o in g  r e s e a rc h  
o  C r i t ic a l  f la w s  in  t h e  R & D  a n d  th e  p ro je c t  a s  a w h o le  
o  T h e  t a r g e t  m a r k e t ( s )  f o r  th e  e n d -p ro d u c t( s )  o r  p ro c e s s (e s ) .

-  S iz e  o f  t h e  m a rk e t( s ) .
-  I s  t h e  p la n n e d  le v e l o f  r e s e a rc h  su ffic ie n t?
-  W ill th e  in v e s to r s  g e t  a  s u i ta b le  r e tu m  o n  in v e s tm e n t  in  th e  R & D ?
- Structure, conduct and performance of the competition
- D o e s  th e  p r o d u c t /p r o c e s s  fill an  e n d -u s e r  n e e d  o r  w a n t?
- Hence, will it seil (given that it will function as intended)?

R e s o lu t io n  o f  a ll th e s e  i s s u e s  m u s t  b e  in c o rp o ra te d  in to  a  p ro je c te d  c a s h  f lo w  a n d  in te -  
g r a te d  b u s in e s s  p la n  w h ic h  p r e s e n t s  a  b a s e  c a s e  sc e n a r io ; a n  a c t io n  p la n  w h ic h  r e f le c ts  th e  
r is k s  in h e re n t  in  t h e  p ro je c t ,  y e t p ro v id e s  a  r e a lis t ic  w in d o w  in to  f i i tu r e  e v e n t s ;  in 
p a r t ic u la r ,  f u tu r e  f in a n c ia l  r e tu m s

D o in g  th is  r e q u i r e s  a p p r o p r ia te  e d u c a t io n :  an  e d u c a t io n  in  in n o v a tio n  a n d  e n t r e p r e n e u r 
sh ip .

P r o v is io n  o f  th a t  a p p r o p r i a t e  e d u c a t io n  is v ita l t o  n a tio n a l in d u s try  p o l ic y  a n d ,  th r o u g h  
it, t o  th e  d e v e lo p m e n t  o f  w o r ld - c o m p e t i t i v e  p ro d u c ts ,  b u s in e s s e s  a n d  in d u s t r ie s  A n  a p p r o 
p r ia te  e d u c a t io n  in  t h e s e  a r e a s ,  fe a tu r in g  th e  c e n tra l  ro le  o f  in te g r a te d  b u s in e s s  p la n n in g .
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in v o lv e s  s u b s ta n t ia l ly  d if f e r e n t  e m p h a s e s  f f o m  th e  'S ta n d a rd ' M B A  p ro g r a m s  o f  tr a d i t io n a !  
b u s in e s s  s c h o o ls  p r o v id in g  s u c h  a n  e d u c a t io n ,  f o c u s e d  o n  su c c e ss fu l c o m m e rc ia l i s a t io n  o f  

n e w  te c h n o lo g y  a n d  m a n a g e m e n t  o f  h ig h -g r o w th  in n o v a tiv e  e n te rp r is e s  is  t h e  m is s io n  o f  
t h e  w o r ld 's  f ir s t  g r a d u a t e  S c h o o l  o f  I n n o v a t io n  a n d  E n te r p r is e

O n ly  a r t i c u la te  w e l l - e d u c a te d  e n t r e p re n e u r s  w ill h a v e  th e  c a p a c ity  t o  g e n e r a t e  a n d  e x e -  
c u te  t h e  in n o v a t io n  s t r a te g ie s  w h ic h ,  a s  th e  n e x t  s e c t io n  w ill a rg u e ,  a re  g o in g  to  b e  v ita l  to  
A u s t ra l ia 's  a b ili ty  t o  b e  w o r ld - c o m p e t i t iv e .  T h e  p o te n t ia l  im p o r ta n c e  o f  t h e  S c h o o l  o f  
I n n o v a t io n  a n d  E n t e r p r i s e  t o  th e  n a t io n  w ill b e  d is c u s s e d ,  b e lo w , in  s e c t io n  3

Innovation strategy not cost reduction or research expenditure is the key to successful 
export oriented products and  world competitiveness

C o m p a r e  d i f f e r e n t  n a t io n s ' p r iv a te  b u s in e s s  e x p e n d i tu r e  o n  R & D  a s  a  p e r c e n ta g e  o f  G D P , 
d e m o n s t r a te s  th a t  A u s t r a l ia  h a s  a  f a r  lo w e r  in v e s tm e n t  in  h ig h  te c h n o lo g y  in d u s t r i e s  th a n  

o th e r  s m a ll  O E C D  c o u n t r ie s  (S ta lk e r ,  1 9 9 2 ) . M o re o v e r ,  S ta lk e r 's  a n a ly s is  o f  1 9 8 9  O E C D  
f ig u r e s  f o r  v a lu e  a d d e d  a s  a  p e r c e n ta g e  o f  G D P  f o r  a  n u m b e r  o f  in d u s t r ie s  s h o w s  m o s t  
c o u n t r ie s  c o n c e n t r a t e  a  f a r  h ig h e r  p r o p o r t io n  o f  th e i r  r e s e a rc h  a n d  d e v e lo p m e n t  d o l la r  th e  
h ig h  te c h n o lo g y  in d u s t r i e s  th a n  A u s t ra l ia  H e  id e n tif ie s  an  a d d itio n a l e le m e n t  o f  a  n a t io n 's  
in te rn a t io n a l  c o m p e t i t iv e  a d v a n ta g e  a s  th e  fu n d a m e n ta l  c o m m itm e n t o f  a  C o m p a n y  to w a r d s  
a c h ie v in g  s u c c e s s  in  e x p o r t  m a rk e ts  f o r  i ts  p r o d u c t s  - n o t  ju s t  r e g a rd in g  e x p o r t  a s  a  
m a rg in a l  c o s t  a f t e r th o u g h t .

P a p p a s  e t  a l. ( 1 9 9 1 )  h a v e  c o n c lu d e d  f fo m  a  s tu d y  o f  s o m e  n in te e n  A u s t r a l ia n  e x p o r te r s  
th a t  a n  e le m e n t  o f  p r o p r ie t a r y  p r o d u c t  o r  p r o c e s s  a d v a n ta g e  h a s  p la y e d  a  k e y  ro le  in  c o m 
p e t i t iv e  s u c c e s s .  R e s e a r c h  a t  th e  S c h o o l  o f  In n o v a t io n  a n d  E n te r p r is e  is  c u r r e n t ly  e v a lu a t-  
in g  a n  o b s e r v a t io n  b y  A u s t r a d e  th a t  C o m p a n ie s  w h o  d e v e lo p  o p p o r tu n i t ie s  w i th  o n ly  a  n a 
t io n a l  m a r k e t  in  v ie w , s e ld o m , i f  e v e r ,  m a k e  th e  c o n v e r s io n  in to  e x p o r t  m a rk e ts .  T h e  re la 

t io n s h ip  b e tw e e n  a  c o m p a n y 's  v is io n  f o r  e x p o r t  s a le s  a t  in itia l s ta r t -u p  a n d  s u b s e q u e n t  s u c 
c e s s  in  t h e  n a t io n a l  a n d  o v e r s e a s  m a rk e t  p la c e  m a y  b e  c r itic a l t o  A u s t ra l ia 's  f u tu r e  e x p o r t  
in c o m e .

T a b le  4 3 .3
Exports of goods and non-factor Services: 1965-86

(% of GDP) (% of GDP) 1965 % of GDP) 1986
Small Countries
A u s tra l ia 15 16

S w e d e n 2 2 33

F in la n d 2 0 2 7

C a n a d a 19 2 7

S p a in 11 2 0

B e lg iu m 4 3 6 9

A u s t r ia 2 5 3 7

N e th e r la n d s 43 54

D e n m a rk 2 9 3 2

S w itz e r la n d 2 9 3 7

Large Countries
U n ite d  S ta te s 5 7

J a p a n 11 12

S o u r c e  W o r ld  B a n k ,  1 9 8 8
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Y e t to n ,  D a v is  a n d  S w a n  (1 9 9 1 ) ,  o b s e r v e d  th a t  th e r e  a r e  tw o  im p lic a t io n s  o f  th e  f ig u re s  
d is p la y e d  in  ta b le  3 O n e  is  th a t  A u s t ra l ia  a lre a d y  h a s  a  n u m b e r  o f  s ig n if ic a n t ,  in te m a t io n -  
a lly  c o m p e t i t iv e  m a n u fa c tu r in g  firm s. T h e  o th e r  is  th a t  th e s e  f irm s  d o  n o t  e x p o r t  n e a r ly  
e n o u g h  o f  th e i r  to ta l  p ro d u c t io n  T h e  U S ,  U K  a n d  S w e d e n ,  h a v e  a  h ig h e r  p r o p o r t io n a le  
n u m b e r  o f  f i rm s  w h ic h  b o th  e x p o r t  f ro m  th e i r  h o m e  b a s e  a n d  p r o d u c e  o v e r s e a s .

B r o a d - b r u s h ,  m a c r o - e c o n o m ic  p re s c r ip t io n s  f o r  s o lv in g  A u s t ra l ia 's  p r o b le m s  o f  w o r ld -  
c o m p e t i t iv e n e s s  t h r o u g h  in c re a s e d  e x p o r t  a c t iv ity  a re  f u n d a m e n ta l ly  c o s t  c e n t r e d  T h e y  
b e g in  w i th  th e  a s s u m p t io n  th a t  th e  m a jo r  S tep  in  c u r in g  th e  p ro b le m  is  a  r e c o m m e n d a t io n  
t o  l o w e r  f i rm s ' c o s t  c u r v e s  a n d /o r  ra is e  t h e  q u a lity  a n d  re lia b ili ty  o f  th e i r  p r o d u c t s .  T h is , 
p lu s  a  l im ite d  p r o g r a m  o f  'r e s e a r c h ' g r a n ts ,  a rg u e  th e  m a c r o -e c o n o m ic  p o l ic y  p re s c r ib e r s ,  
w ill b e  e n o u g h  t o  m a k e  s u c c e s s fu l  e x p o r te r s  o u t  o f  d o m e s t ic a l ly  o r ie n te d  firm s .

O th e r s  -  in c lu d in g  th e  a u th o r s  o f  th is  p a p e r  - a rg u e  th a t  c o s t - c e n t r e d ,  m a c ro  
p r e s c r ip t io n s  a r e  t o o  s im p lis t ic  t o  b e  s u c c e s s fu l w i th o u t  c a re fu l a t t e n t io n  to  th e  n u m e ro u s  
f a c to r s  (o u t l in e d  in  p r e c e d in g  s e c t io n s  o f  t h e  p a p e r )  w h ic h  a r e  a ll a s  im p o r ta n t  a s  o r  m o re  
im p o r ta n t  th a n  in p u t  c o s t  le v e ls  in  d e te rm in in g  in te rn a t io n a l  c o m p e t i t iv e n e s s  T h is  is  n o t  to  

s a y  th a t  a n y  p a r t i c u la r  b ro a d -b r u s h  p re s c r ip t io n  b a s e d  o n  a n  o v e rv ie w  o f  th e  w h o le  
e c o n o m y  is  e i th e r  w r o n g  o r  u n d e s ira b le .  H in d le ,  fo r  o n e ,  is  a n  e n th u s ia s t ic  s u p p o r t e r  o f  th e  
L ib e r a l  P a r ty  o f  A u s t r a l ia 's  'F ig h tb a c k ! ' p ro g r a m  o f  r e fo r m s  (H e w s o n  e t  a l .) .  B u t  w e  a rg u e  
th a t  s u c h  b ro a d ly  fo c u s e d  re fo rm  p re s c r ip t io n s ,  v a lu a b le  a s  th e y  a re ,  a r e  o n ly  in itia l s te p s :  
n o t  t h e  c o m p le te  p a th  t o  s u c c e s s .  In  s h o r t ,  th e y  a re  n e c e s s a ry  b u t  n o t  s u f f ic ie n t  T h e r e  is  
n o  e s c a p in g  th e  n e e d  f o r  a  d e ta i le d  in d u s try  p o lic y  c o n ta in in g  a  s t r o n g  c o m m itm e n t  t o  
a d d re s s in g  th e  in t r ic a te  i s s u e s  in v o lv e d  in th e  m a n a g e m e n t o f  in n o v a tio n .

S u c c e s s fu l  in n o v a to r s  k n o w  th is  e v e n  i f  p o lic y  m a k e rs  d o  n o t.
G ill in  a n d  H in d le  ( 1 9 8 8 )  d e m o n s t r a te d  th e  im p o r ta n c e  w h ic h  s ix  s u c c e s s fu l ,  e n t r e p re -  

n e u r ia l ,  e x p o r t in g  A u s t r a l ia n  C o m p a n ie s  p la c e d  o n  d e v e lo p m e n t e x p e n d i tu r e s  w h e n  s e e k in g  
e x p o r t  o p p o r tu n i t i e s  A n a ly s is  o f  th e i r  R  &  D  e x p e n d i tu r e  s h o w s  a  v e ry  s t r o n g  e m p h a s is  

o n  d e v e lo p m e n t  ( r a th e r  th a n  r e s e a rc h )  a n d  a  h ig h  c o n c e n tr a t io n  o f  e f fo r t  o n  b o th  p r o d u c t  
a n d  p r o c e s s  in n o v a t io n  in  o v e rc o m in g  th e  d e v e lo p m e n t g a p  b e tw e e n  a p p lie d  r e s e a r c h  a n d  
c o m m e rc ia l  s a le s  I n  e v e r y  c a s e ,  it w a s  m a rk e t-p u ll  o n  th e  te c h n o lo g ic a l  d e v e lo p m e n t  th a t  
m a d e  th e s e  e n t r e p r e n e u r s  s u c c e s s fu l b o th  in  th e  n a tio n a l a n d  o v e r s e a s  m a r k e t  In p u t  c o s t s  
s c a r c e ly  r a te d  a  m e n t io n

G illin  a n d  H in d le  ( 1 9 8 8 )  c la ss if ie d  th e  s u c c e s s  f a c to r s  n o m in a te d  b y  th e  s ix  s u c c e s s fu l  
c h i e f  e x e c u t iv e s  o f  t h e  C o m p a n ie s  ju s t  d is c u s s e d .  P a p p a s  e t  al ( 1 9 9 1 )  h a v e  id e n tif ie d  a  
n u m b e r  o f  o b s ta c le s  t o  s u c c e s s fu l  in n o v a tio n .  T a b le  4 3 .4  c o m p a re s  G illin  a n d  H in d le 's  s u c 
c e s s  f a c to r s  w i th  P a p p a s  e t  a l . 's  'o b s ta c le s '.  T h e  s u c c e s s  f a c to r s  a r e  r a n k e d  in  o r d e r  o f  im 
p o r ta n c e  b y  th e  u s u a l  S y s te m  o f  w e ig h te d  a v e ra g e s  b u t  th e r e  w a s  u n iv e r s a l  c o n s e n s u s  in  
th e  G illin  a n d  H in d le  r e s e a r c h  th a t  all c a te g o r ie s  a re  in te r r e la te d  a n d  v e ry  c lo s e  t o  o n e  
a n o th e r  in  im p o r ta n c e  T h e  c o m p a r is o n  d e m o n s t r a te s ,  v iv id ly , th a t  th e r e  a r e  v i ta l  is s u e s  

w h ic h  a n  in n o v a t io n - o r ie n t e d  in d u s try  p o lic y  m u s t a d d re s s  w h ic h  a re  s im p ly  n o t  c a p a b le  o f  
b e in g  s u b s u m e d  b y  e c o n o m y -w id e  p r e s c r ip t io n s  s u c h  a s  l a b o u r  m a rk e t  r e fo r m ,  in p u t  c o s t  
r e d u c t io n  a n d  s h if ts  in  g e n e r a l  t a x a t io n  p o licy .

In n o v a t io n  is  a  v e ry  s p e c if ic  a c t iv i ty  c o v e r in g  a  v e ry  g e n e ra l  f ie ld . I t  r e q u i r e s  s p e c if ic  
p o l ic y  a t t e n t io n  in  a ll b u s in e s s  a re a s :  m a rk e t in g ,  m a n a g e m e n t,  te c h n o lo g y ,  f in a n c e .  A n d  
in n o v a t io n ,  a b o v e  a ll, d e m a n d s  f i in c tio n a l In te g ra tio n  o f  a ll b u s in e s s  a r e a s  S in c e ,  in  a  p a 
p e r  o f  th i s  s c o p e ,  w e  c a n n o t  d e a l w ith  e v e ry  is su e  ra is e d  in  ta b le  4 3  4 , w e  w ill c o n c lu d e  
o u r  s u m m a ry  o f  th e  a r e a s  w h ic h  a n  in n o v a tio n -o r ie n te d  in d u s try  p o l ic y  n e e d s  t o  a d d re s s  
w i th  a  c o n s id e r a t io n  o f  th e  re la t io n s h ip  b e tw e e n  g o v e rn m e n t ,  C ap ita l a v a i la b il i ty , 
d e v e lo p m e n t  C ap ita l a n d  th e  im p o r ta n t ,  s p e c ia liz e d  ro le  o f  in d u s tr ia l  d e v e lo p e r s
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Table 43 4
Comparisons of success factors and obstacles in innovative venturing

Business
Area

Gillin &  Hindle, 1988 
Success factors in innovation

P.C.E. & K., 1991 ob
stacles to innovation

Marketing ( 1 )  T e c h n o lo g ic a l  p u s h  p lu s  n ic h e  fe e d 
b a c k

( 2 )  Id e n t i f ic a t io n  o f  n o n  v u ln e ra b le  
n ic h e  m a rk e ts
( 3 )  D e v e lo p m e n t  o f  n ic h e

(1 )  P o o r  m a rk e t  a c c e s s
(2 )  L o w  m a rk e t  s h a r e .

( 3 )  In a c c u r a t e  ju d g e m e n t  
of: m a rk e ts ,  C u s to m e r s  
a n d  c o m p e t i to r s .
( 4 )  R a w  re ta il  c o s t s

Management ( 1 )  A  te a m -b u ild in g  p r o d u c t  C h am p io n
( 2 )  B u i ld in g  o rg a n is a t io n a l  s t r u c tu r e  to  

s u i t  e n t r e p re n e u r ia l  b e h a v io u r .
( 3 )  M a n a g e m e n t  s ty le  ( a u to c r a c y  d is -  
g u is e d  a s  d e m o c ra c y ) .
( 4 )  S ta b i l i ty  a n d  e n d u ra n c e  o f  th e  e n 
t r e p r e n e u r ia l  le a d e r

( 5 )  B a la n c e  a n d  b r in k m a n s h ip
( 6 )  T h e  e n t r e p r e n e u r  g e t t in g  o u t  a t  th e  
r ig h t  t im e

N o t  d e a l t  w ith .

Functional
Integration

( 1 )  C a r e f u l  c h o o s in g  o f  t h e  'n u m b e r  
t w o ' e x e c u t iv e  in  th e  O rg a n isa tio n .
( 2 )  R e s p o n s iv e n e s s  t o  fe e d b a c k .

( 3 )  A w a r e n e s s  o f  sy n e rg y  a n d  S tra teg ie  
th in k in g
( 4 )  C r o s s in g  b o u n d a r ie s  b e tw e e n  fu n c 
t io n a l  a r e a s

N o t  d e a l t  w ith .

Technology ( 1 )  C h o o s e  te c h n o lo g y  w h ic h  d e v e lo p s  
w i th  t h e  m a rk e t .
( 2 )  S ta y  o n e  S tep  b e h in d  th e  le a d in g  
e d g e
( 3 )  G u a r d  a g a in s t  a c q u is i t io n  o f  u n p r o 
d u c t iv e  r e s o u r c e s
( 4 )  A v o id  u n n e c e s s a ry  p e r fe c t io n is m

(1 )  T e c h n ic a l  f a i lu r e
( 2 )  T e c h n ic a l  s h o r tf a l l
( 3 )  L im ite d  a w a r e n e s s  o f  
p ro c e s s  t e c h n o lo g y  a n d  
la b o u r  c o s ts .

Finance ( 1 )  D e b t  a v e r s io n

( 2 )  A c c o u n ta b i l i ty  is  m o re  im p o r ta n t  
th a n  a c c o u n t in g
( 3 )  U n d e r s t a n d in g  fu n d in g  re q u ire -  
m e n ts .

( 1 )  In s u f f ic ie n c y  o f  a v a i l-  
a b le  d e v e lo p m e n t  C ap ita l
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The relationship between government, Capital availability, development Capital and in
dustrial developers

In  th e  G illin  a n d  H in d le  r e s e a rc h  ( 1 9 8 8 ) ,  a n  a d d it io n a l  g e n e ra l  f a c to r  id e n tif ie d  b y  o n e  
C E O  (w h ic h  c a u s e d  c o n s id e ra b le  s u rp r is e  t o  th e  o th e r  C E O  r e s p o n d e n ts )  w a s  th e  
'G o v e r n m e n t  A s s is ta n c e  F a c to r ' in w h ic h  in te r e s t  a n d  a s s is ta n c e  o f  g o v e rn m e n t  a g e n c ie s  
w a s  s e e n  a s  a  k e y  in g re d ie n t  o f  e n t r e p re n e u r ia l  s u c c e s s  T h e  C E O  fo u n d  th a t  "big b r o th e r  
h a v in g  a  g e n u in e  in te r e s t  in  l i t t le  m e ' w a s  a  h u g e  a n d  v a lu a b le  S tim u lu s  A n o th e r  
r e s p o n d e n t  c o m m e n te d  'D o n 't  g iv e  u s  R  &  D  g r a n ts ;  g iv e  u s  s a le s  O rd e rs ’. T h e  fe e lin g  w a s  
t h a t  m a n y  g o v e r n m e n t  in i t ia tiv e s  in A u s t ra l ia ,  t o  d a te ,  h a d  b e e n  c lu m sy , u n c o o r d in a te d  a n d  
m o r e  rh e to r i c a l  th a n  p r o d u c t iv e  o f  n e w  c o m m e rc ia l  p r o d u c t s  b e c a u s e  A u s t ra l ia n  g o v -  
e m m e n t  b u y e r s  ( u n l ik e  th o s e  in  th e  U S A )  s im p ly  w o u ld  n o t  S u p p o r t lo c a l e n tr e p re n e u r s ' 
p r o d u c t s  A ll a g r e e d  th a t  a n  e x t r a  s u c c e s s  f a c to r  c o u ld  b e  s u p p o r t  b y  g o v e rn m e n t  th r o u g h  
O rd e r  p la c e m e n t .  th is  w o u ld  in it ia te  m a rk e ts  a n d  s t im u la te  c o m p e t i t io n  a n d  a c t iv ity .

P o r t e r  ( 1 9 9 1 ,  p . 6 2 0 )  a s s e r ts  th a t  'G o v e r n m e n ts  c a n n o t  c r e a t e  c o m p e t i t iv e  in d u s tr ie s ,  

f i rm s  m u s t  d o  s o ' H e  a r g u e s  th a t  G o v e r n m e n t  s h o u ld  f o s te r  a n d  e v e n  a m p lify  th e  f o r c e s  
a s s o c ia t e d  w ith  c o m p e t i t iv e  a d v a n ta g e  n a m e ly : 'f a c to r  c o n d i t io n s ,  f irm  s t r a te g y ,  s t r u c tu r e  
a n d  r iv a lry ;  d e m a n d  c o n d i t io n s ,  a n d  r e la te d  a n d  s u p p o r t in g  in d u s tr ie s '.  S u c h  a c t io n  w ill 
'c r e a te  o p p o r tu n i t i e s  a n d  p re s s u re s ,  f o r  c o n t in u e d  in n o v a tio n ' T h e  J a p a n e s e  G o v e rn m e n t  
u n d e r s ta n d s  th is  b e t t e r  th a n  a n y  o th e r  'B y  s t im u la t in g  e a r ly  d e m a n d , c o n f ro n t in g  in d u s tr ie s  
w i th  th e  n e e d  f o r  f r o n t ie r  t e c h n o lo g y  th r o u g h  s y m b o lic  c o - o p e r a t iv e  p ro je c ts ,  e n c o u r a g in g  
r iv a lry ,  e s ta b l is h in g  p r iz e s  t o  h ig h lig h t a n d  r e w a r d  q u a l i ty ,  th e  fa c e  o f  in n o v a t io n  a n d  u p -  
g r a d in g  is  a c c e le r a te d '

U p g r a d in g  o f  a n  e c o n o m y  re q u ir e s  th a t  a m p le  C ap ita l is  a v a i la b le  a t  lo w  re a l c o s t  a n d  is  
a l lo c a te d  e f f ic ie n tly  th r o u g h  b a n k in g  a n d  C ap ita l m a rk e ts  t o  In v e s tm e n ts  w ith  th e  h ig h e s t  
p ro d u c t iv i ty .  A  p a r t ic u la r ly  im p o r ta n t  d im e n s io n  t o  b e  c o n s id e re d  is  a c c e s s  t o  s e e d  C ap ita l, 
(G ill in , H in d le  &  S h e d d e n ,  1 9 9 1 ). l a n  S h e d d e n  h a s  f a b r ic a te d  a  s tr ik in g  a n a lo g y :

'C o m p e t i t iv e  in d u s tr ia l  d e v e lo p m e n t  h a s  s t r o n g  p a ra l le ls  w ith  th e  c h ic k e n  in d u s try  
E a c h  re l ie s  o n  a  b a la n c e d  e f fo r t  in  all i t s  s ta g e s  S e e d  C ap ital fills  a  ro le  n o t  d is s im ila r  
t o  im p r e g n a t in g  e g g s ,  k e e p in g  th e m  w a rm , h a tc h in g  th e m  a n d  lo o k in g  a f te r  th e  c h ic k s  
in  th e i r  e a r ly  d a y s .  V e n tu r e /M e z z a n in e  C a p i ta l  f e e d s  th e  y o u n g s te r s  u p  t o  th e  s ta g e  
w h e r e  th e  la rg e  C o m p a n ie s  h a rv e s t  th e  fu lly  g r o w n  c h ic k e n  T o  f in a n c e  o n ly  th e  la te r  
s t a g e s  o f  in d u s t r ia l  g r o w th  b e c a u s e  t h e  e a r ly  s ta g e s  a re  t o o  h a rd  is  a s  u n lik e ly  t o  
r e s u l t  in  r e n e w e d  e c o n o m ic  g r o w th  in  A u s t r a l ia  a s  is  th e  c o n t in u e d  v ia b ili ty  o f  a  
c h ic k e n  fa rm  w ith  n o  h a tc h e ry '.

T h e  f in a n c ia l  p r e s s  a n d  th e  1991 In d u s t r i e s  C o m m is s io n  d ra f t  r e p o r t  o n  A v a ila b le  

C a p i ta l  ( I  C . R e p o r t  18 , 1 9 9 1 )  r e f e r  t o  'V e n tu r e  C a p i ta l ' a s  i f  it w e re  o n e  e n t i ty  c o v e r in g  all 

p h a s e s  o f  p r o d u c t  d e v e lo p m e n t  a n d  th e  in n o v a t io n  p r o c e s s  T h a t  th is  is  n o t  t r u e  le a d s  t o  
m a n y  m is c o n c e p t io n s  o f  th e  d e v e lo p m e n t  p r o c e s s  a n d  th e  p a r t  f in a n c e  p la y s  in  it.

F r o m  th e  t im e  a  n e w  id e a , S e rv ice  o r  p r o je c t  is  s p a w n e d ,  th e r e  is  a  d e v e lo p m e n t  g a p  
w h e re  s e e d  C ap ita l is  n e e d e d  t o  e v a lu a te ,  r e s e a r c h  m a rk e ts ,  e s ta b l is h  C o m p a n ie s , m a k e  
p r o je c t s  s tu d ie s ,  p r o d u c e  p ro to ty p e s ,  o p e r a t e  p i lo t  p la n ts ,  a n d  lo o k  fo r  m a jo r  R in d in g  T h is  
c o v e r s  t h e  in te r f a c e  b e tw e e n  th e  'D ' a n d  ’C ' o f  th e  in n o v a t io n  e q u a t io n ,  p r e s e n te d  p re v i-  
o u s ly  O n ly  a f te r  th is  m e ssy , h ig h ly  t e c h n ic a l ,  d if f ic u lt  s e t  o f  a c t iv i t ie s  is  a d e q u a te ly  fü n d e d  
is  th e r e  th e  p o s s ib i l i ty  o f  p ro d u c in g  s o m e th in g  m o s t  v e n tu r e  c a p i ta l i s ts  w o u ld  fe e l c o m fo r t -  

a b le  in  f u n d in g  W h ile  th e  M I C 4 s c h e m e  p la y e d  lip  S e rv ic e  t o  th e  n e e d  fo r  th is  s e e d  C ap ital, 
v e ry  fe w  o f  t h e  v e n tu r e  C ap ital f i in d s  in  A u s t r a l ia  in v e s te d  in  s u c h  a c t iv it ie s .  T h is  is  n o t  

s u rp r is in g ,  s in c e  th e y  w e re  b a n k e r s  a n d  b u s in e s s  m e n , n o t  in d u s tr ia l  d e v e lo p e r s
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I a n  S h e d d e n  ( 1 9 9 2 )  d ra m a tic a l ly  p u ts  th e  c a s e  f o r  p o l ic y  t o  a d d re s s  th e  n e e d  f o r  d e v e l
o p m e n t  f i in d in g :

' I f  th e  n a t io n 's  a c k n o w le d g e d  d e v e lo p m e n t g a p  is  n o t  fu n d e d  e ffe c t iv e ly  fo r  th e  n e x t  5 
y e a r s ,  A u s t r a l ia  w ill c o n f irm  i ts  r o le  o f  to u r i s t  p a r a d is e  a n d  r e s o u r c e  e x p o r te r  t o  th e  
w o r ld ,  a t  th e  b o t to m  o f  th e  to te m  p o le  in  th e  W es te rn  w o r ld ;  a  th i r d  w o r ld  c o u n try  
w h e r e  y o u  c a n  d r in k  th e  w a te r  T h e  b u ild in g  b o o m  w ill th e n  b e  c a u s e d  b y  b u ild in g  
m o r e  t o u r i s t  r e s o r t s  a n d  o u r  e d u c a t io n  c a n  c o n c e n t r a te  o n  tr a in in g  o u r  c h i ld re n  to  b e  
g o o d  s e r v a n ts  a n d  c o o k s 1.

T h e  c o s t s  r e q u i r e d  to  fu n d  th e  d e v e lo p m e n t g a p  - i .e . ,  th e  t r a n s f e r e n c e  o f  t e c h n o lo g y  
in to  m a r k e t  d r iv e n  p r o d u c t s  - a re  u s u a lly  o f  a  d ire c t  n a tu re ,  e .g . ,  th e  s c r e e n in g  o f  o p p o r -  
tu n i t i e s  a n d  p r o to t y p e  d e v e lo p m e n t  T h e re  is  a ls o  a  lim it t o  h o w  m u c h  a  s in g le  in d u s tr ia l  
d e v e l o p e r  c a n  in v e s t  a n d  c o n tro l  e ffe c tiv e ly  in  b r id g in g  th e  d e v e lo p m e n t g a p  A  ty p ic a l 

r ä n g e  f o r  a n n u a l  b u d g e t in g  o f  p o te n t ia l  d e v e lo p e r s  in  1 9 9 2  is.

-  $  2 5 0 ,0 0 0  t o  1 m ill io n  o n  s c r e e n in g  a c t iv i t ie s  $  1 t o  10  m illio n  in  s e e d in g  e a r ly  s ta g e  
p r o je c t s ;

-  $  1 m ill io n  t o  $  10  m ill io n  in  s ta r t - u p  fiin d s
-  i.e . a  t o t a l  o f  $  1 .2 5  t o  11 m illio n  p e r  a n n u m  T h e  h ig h e r  f ig u re s  w ill o n ly  b e  e f fe c -  

t iv e ly  h a n d le d  b y  v e ry  e x p e r ie n c e d  d e v e lo p e r s  B y  c o n tr a s t ,  th e  v e n tu r e  c a p i ta l i s t  in - 
v e s t s  p r im a r i ly  t h r o u g h  e q u i ty  in  a n  e s ta b l is h e d  (a lb e i t  y o u n g )  c o m m e rc ia l  C o m p an y .

S u c c e s s f i i l  in d u s tr ia l  d e v e lo p e r s  a re  v e ry  r a r e  in  A u s t ra l ia ,  b u t  s o m e  d o  e x is t .  M a n y  h a v e  
d i s a p p e a r e d  s in c e  t h e  s to c k  m a rk e t  c ra s h  o f  1 9 8 7 . M o s t  o f  th e  s u rv iv o rs  a r e  in  a  'h o ld in g  
p a t t e m ' b e c a u s e  o f  la c k  o f  f i in d s  M a n y  h a v e  fo u n d  s u rv iv a l p a t te rn s  th a t  m a k e  th e m  p r o f 

i ta b le ,  a n d  th e y  a r e  d e s p i t e  a ll t h e  d iff ic u ltie s , s till d e v e lo p in g  n e w  o p p o r tu n i t ie s .  T h e r e  a re  
p r o b a b ly  b e tw e e n  3 0  a n d  5 0  a c tu a l ly  o p e ra t in g  a t  p re s e n t ,  a n d  s o m e  a t  le a s t  c a n  d e m o n -  
s t r a te  t h a t  th e y  a r e  p re s e n t ly  p ro f i ta b le  a n d  w ill, in  th e  m e d iu m  te rm , m a k e  s u f f ic ie n t  la rg e  
g a in s  t o  m a k e  th e i r  o r ig in a l  in v e s tm e n t  h ig h ly  p ro f i ta b le  T h e r e  is  a ls o  a  r e s e r v e  o f  tr a in e d  
a n d  e x p e r ie n c e d  ta le n t  t h a t  w ill o n c e  m o re  e m e rg e  f r o m  th e  s h a d o w s  i f  a n d  w h e n  fu n d in g  
is  a v a i la b le .

N e i th e r  th e  s u p e r a n n u a t io n  f i in d s  m a n a g e r s  n o r  th e  g o v e rn m e n t  i t s e l f  w a n t  g o v e rn m e n t  
c o e r c io n  o r  m o r e  b u r e a u c r a t i c  in te r f e r e n c e  t ry in g  to  f o r c e  C ap ita l in to  s e e d  a n d  d e v e lo p 
m e n t  f i in d in g  S o ,  th e  o n ly  s o lu t io n  o f f e r e d  is  t o  'le a v e  it t o  m a rk e t  f o r c e s ' T h is  i s  ta n ta -  
m o u n t  t o  c o n c e d in g  th a t  n o th in g  w ill b e  d o n e  b e c a u s e ,  a s  th is  p a p e r  h a s  in d ic a te d ,  th e  
m a c r o - f o c u s e d  p o l ic y  p r e s c r ip t io n s  a r e  s im p ly  t o o  b ro a d -b r u s h  to  e m b ra c e  th e  d e ta i le d  a n d  
s e n s i t iv e  r e la t io n s h ip s  b e tw e e n  in n o v a tio n ,  e n t r e p re n e u r s h ip  a n d  th e  d e v e lo p m e n t  g a p .

M a s te r ly  in a c t iv i ty  w ill n o t  w o r k  F o r c e  w ill n o t  w o rk  T h a t  m a k e s  th e  ta s k  o f  c re a t in g  a  
d e v e lo p m e n t  C ap ita l p o l ic y  w ith in  an  in d u s try  p o l ic y  v e ry  h a rd  in d e e d  B u t  t h e r e  is  n o  e s -  

c a p in g  t h e  u r g e n t  n e e d  f o r  s u c h  a  p o lic y . A n d  th e r e  is  a t  le a s t  o n e  e x a m p le  o f  s u c c e ss f ii l  
p a r tn e r s h ip  b e tw e e n  g o v e rn m e n t ,  a c a d e m ia  a n d  in d u s try  in  th is  a re a

D ü r in g  t h e  p a s t  s ix  y e a r s ,  t h e  In d u s t ry  R e s e a r c h  a n d  D e v e lo p m e n t  B o a r d  h a s  a s s is te d  
th e  c r e a t io n  a n d  g r o w th  o f  s o m e  th r e e  h u n d re d  sm a ll C o m p a n ie s , n o w  e m p lo y in g  s o m e  
s e v e ra l  t h o u s a n d  p e o p le  a n d  g e n e r a t in g  o v e r  $  1 ,0 0 0  m illio n  s a le s  T h is  a c t iv i ty  h a s  b u ilt 
o n  s c ie n t i f ic  s t r e n g th s  in  th e  C S IR O  a n d  o u r  u n iv e r s i t ie s  a n d  h a s  led  t o  t h e  f i r s t  e m e rg in g s  
o f  a  n e w  A u s t r a l ia n  e n g in e e r in g -d e v e lo p m e n t  c u l tu r e  M a n y  o f  th e s e  sm a ll C o m p a n ie s  h a v e  
b e e n  p r o v id e d  s e e d /v e n tu r e  f i in d in g  b y  th e  s u rv iv in g  M IC  o rg a n is a t io n s  a n d  w ill g r o w  to  
r e s p e c ta b le  b u s in e s s e s  w i th  s t r o n g  e x p o r t  s a le s  T h e  IR & D  B o a r d  s c h e m e  h a s  b e e n  
o p e r a t in g  f o r  o n ly  s ix  y e a r s ,  a n d  c o n s id e ra b ly  m o re  t im e  is  n e e d e d  f o r  f u r th e r  g r o w th  o f
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m a n y  m o re  sm a ll C o m p a n ie s . P r o d u c t  d e v e lo p m e n t  c y c le s  a re  s h o r te n in g  b u t  it s till ta k e s  
s o m e  fo u r te e n  y e a r s  f o r  n e w  S c ien ce  t o  g r a d u a te  in to  a  p ro f i ta b le  p r o d u c t .  S o ,  IR & D  
B o a r d  {U nding w ill re m a in  a  v ita l c o m p o n e n t  o f  e n g in e e r in g  p r o d u c t  a n d  p r o c e s s  

d e v e lo p m e n t  f o r  s o m e  y e a r s  t o  c o m e  in A u s t ra l ia
T h e  I R & D  B o a r d  s c h e m e  re s e m b le s  w e l l - in te n t io n e d  m a c ro  e c o n o m ic  p o l ic ie s  in  th is  r e -  

s p e c t :  it  is  n e c e s s a ry  b u t  n o t  s u ff ic ie n t T h e re  is  a n  u r g e n t  n e e d  f o r  a n  in n o v a t io n  In v e s t
m e n t C ap ita l s t r a te g y  a s  p a r i  o f  in d u s try  p o lic y . W h ile  th e r e  a re  s u g g e s t io n s  a s  t o  h o w  th is  
m ig h t b e  d o n e 5, th e r e  is  n o  s c o p e  in  th is  p a p e r  t o  g o  b e y o n d  th e  n o rm a t iv e  S ta te m e n t  th a t  
w e  o u g h t  -  in d e e d  m u s t  h a v e  -  s u c h  a  p o l ic y  U n le s s  A u s t ra l ia  la u n c h e s  a  c o h e r e n t  in d u s 
tr ia l  d e v e lo p m e n t  p r o g r a m  in  th e  n e a r  f ü tu r e ,  t o  p ro v id e  th e  n e w  n ic h e  S e rv ic e  a n d  m a n u 
fa c tu r in g  in d u s t r ie s  t h a t  w ill d o m in a te  th e  e a r ly  y e a r s  o f  n e x t C en tu ry , w e  f a c e  a  b le a k  fu -  
t u r e  in d e e d  T h e  1 9 8 0 's  h a v e  le ft a  f e e lin g  a m o n g  m a n y  th a t  in d u s tr ia l  d e v e lo p m e n t  th is  is  a  
r is k y  a n d  d if f ic u lt  f ie ld , f o r  w h ic h  A u s t ra l ia  h a s  l i t t le  c o m p e ti t iv e  t e c h n o lo g y  a n  fe w  e x -  
p e r ie n c e d  a n d  c o m p e te n t  in d u s tr ia l  d e v e lo p e r s  T h e  a u th o r s  o f  th is  p a p e r  b e l ie v e  th a t  b y  
s p r e a d in g  th e  r is k  a n d  h a v in g  c o m p e te n t  d e v e lo p e r s  carefU lly  m a n a g e  th e  d e v e lo p m e n t  th e  
in v e s tm e n t  w ill b e  r e la t iv e ly  lo w  r isk  a n d  re la t iv e ly  h ig h  r e tu rn

B u t  w e  a re  in  a  m in o r ity .
F in a n c in g  f o r  la rg e  a n d  w e ll  e s ta b l is h e d  b u s in e s s e s  is  p o o r ly  e n o u g h  c a t e r e d  f o r  a t  p r e 

s e n t  A s  o n e  g o e s  fu r th e r  b a c k  a lo n g  th e  d e v e lo p m e n t  c h a in , a v a i la b il i ty  o f  C a p ita l b e c o m e s  
in c re a s in g ly  s c a r c e  T h e  b a n k s  a re  in  c r is is .  L a r g e  C o m p a n ie s  a re  r e t ic e n t  a b o u t  fu n d in g ,  
e s ta b l is h in g  o r  m a n a g in g  a n y  v e n tu r e s  o r  n e w  b u s in e s s  c o n c e p ts  w h ic h  c o v e r  th e  d e v e lo p 
m e n t  g a p  ( b e tw e e n  id e n tify in g  a  n e w  p ie c e  o f  te c h n o lo g y  o r  a  n e w  b u s in e s s  c o n c e p t  a n d  
e s ta b l is h in g  it a s  a  v ia b le  a n d  g r o w in g  b u s in e s s )  th a t  lie  o u ts id e  th e i r  c o r e  b u s in e s s e s .  G o v 
e rn m e n ts  a n d  th e i r  p o l ic y  a d v is o r s  a re  c o n te n t  w i th  a  b ro a d -b r u s h  a p p r o a c h  a n d  a  b lin d  
fa ith  in  'm a r k e t  fo r c e s '.

T h e  d e s i r e d ,  'w o r ld - c o m p e t i t iv e ' f u tu r e  b e g in s  t o  lo o k  lik e  th e  u n d e s i r e d ,  in t r o v e r te d  
p a s t:  lo n g  o n  r h e to r i c  a n d  h o p e  b u t  s h o r t  o n  re a l i ty  a n d  C apital.

A m id s t  th e  g lo o m , o n e  l ig h t s h in es . I t  i s  a  g r o w in g  n u m b e r  o f  p r o g r a m s  c o m m it te d  t o  
th e  im p o r ta n c e  o f  e d u c a t io n  in te c h n o lo g y -m a n a g e m e n t  a n d  e n t r e p re n e u r s h ip

Entrepreneurship, national policy and education

I n d u s t r y  d e v e lo p m e n t  is  n o t  p r im a r ily  a  m a t te r  o f  re s e a rc h ,  o r  g o o d  S c ie n c e , o r  g o o d  b a n k 
in g  o r  g o o d  b e a n  c o u n t in g  I t  is  a b o u t  th e  c o m b in a t io n  o f  e n g in e e r in g  d e v e lo p m e n t  a n d  
g o o d  b u s in e s s  p r a c t i c e  -  in  s h o r t ,  th e  m a n a g e m e n t  o f  in n o v a tio n

I n d u s t ry  p o l ic y  m u s t  th e r e f o r e  f o s te r  th e  c o m m e rc ia l  a p p lic a t io n  o f  r e s e a r c h  t o  m e e t  m a 
rk e t  n ic h e s  b y  in n o v a t iv e  e n g in e e r in g  F o s te r in g  s u c h  d e v e lo p m e n t r e q u ir e s  t h e  a v a i la b il i ty  

o f  s e e d  C ap ital w h ic h  h a s  b e e n  s in g u la r ly  u n a v a i la b le  in A u s t ra l ia ,  a n d  g r e a t e r  s u p p o r t  f o r  
e n t r e p re n e u r ia l  e d u c a t io n

In  f o s te r in g  R  &  D  in v e s tm e n t  b y  C o m p a n ie s  th a t  s e e k  t o  in n o v a te  a n d  w in  g r e a t e r  s a le s  
v o lu m e s  a n d  e x p o r t  O rd e rs , in d u s try  p o l ic y  s h o u ld  fo c u s  o n  in c e n tiv e s . F o r  e x a m p le  R  &  D  
g ra n ts  b a s e d  o n  a  p e r c e n ta g e  o f  g ro s s  s a le s  f ro m  th e  C o m p a n ie s  s h a r e  in  g o v e r n m e n t  p r o 
c u re m e n ts  o r  a s  a l lo w a b le  R  &  D  e x p e n d i tu r e s  o b ta in e d  fro m  in c o m e  ta x  r e d u c t io n s  b a s e d  
o n  e x p o r t  in c o m e  f r o m  c o m m e rc ia l is in g  n e w  p r o d u c ts  a n d  S e rv ic e s  T h e  p o l ic y  n e e d s  to  
r e w a rd  th o s e  w h o  a r e  s u c c e s s fu l  in th e  m a rk e t  p la c e  T h e s e  p ro c e s s e s  d e m a n d  t h e  in p u t  o f  
m a n a g e r s  sk ille d  in  r e la t in g  r e s e a rc h ,  e n g in e e r in g  a n d  c o m m e rc ia l is a t io n  th r o u g h  e f fe c t iv e  
in n o v a t io n  H o w e v e r ,  th e  a v a i la b il i ty  o f  t r a in in g  a n d  a w a rd  p ro g r a m s  f o r  m a n a g in g  in n o 

v a t io n  a r e  l im ite d  a n d  it w ill b e  s o m e  t im e  b e fo r e  th e  e f fe c t iv e n e s s  o f  th e s e  p r o g r a m s  c an

438



b e  m e a s u r e d  in  t e r m s  o f  n e w  v e n tu r e s ,  n e w  jo b s  o r  n e w  e x p o r t  in d u s tr ie s  R e le v a n t  in d u s -  
t r y  p o l ic y  m u s t  in c o r p o r a te  a  m a jo r  in i t ia t iv e  t o  fo s te r in g  re le v a n t e n tre p re n e u r ia l  
e d u c a t io n  b a s e d  o n  m a n a g in g  g r o w th  a n d  c h a n g e  a n d  in p a r t ic u la r  th e  m a n a g e m e n t o f  
in n o v a t io n

U n f o r tu n a te ly ,  A u s t r a l ia 's  la c k  o f  a  d e ta i le d ,  c o h e r e n t  in d u s try  p o lic y  is m ir ro re d  in  th e  
g e n e r a l  l a c k  o f  e d u c a t io n a l  a t te n t io n  to  i s s u e s  o f  S c ie n c e , te c h n o lo g y , e n tre p re n e u r s h ip  a n d  

in n o v a t io n .  F o r tu n a t e ly ,  s o m e  s ig n if ic a n t,  s p e c if ic  e d u c a t io n a l  in it ia tiv e s  a re  u n d e rw a y .

T h e s e  h a v e  b e e n  a n a ly s e d ,  r e c e n t ly ,  b y  P r o f e s s o r  F r e d  J e v o n s  a n d  h is  c o l le a g u e s  in  a  r e 
p o r t  t o  t h e  N a t io n a l  B o a r d  o f  E m p lo y m e n t ,  E d u c a t io n  a n d  T ra in in g  a n d  th e  D e p a r tm e n t  o f  
I n d u s t ry ,  T e c h n o lo g y  a n d  C o m m e rc e ,  ( J e v o n s  R e p o r t ) ,  e n tit le d ,  S c ie n c e  a n d  T e c h n o lo g y  
I s s u e s  in  M a n a g e m e n t  E d u c a t io n  T h e  s tu d y  a im e d  to  fin d  o u t  h o w  w ell A u s t ra l ia 's  fo rm a l  
m a n a g e m e n t  e d u c a t io n  c o v e r s  i s s u e s  r e la te d  t o  S c ie n c e  a n d  te c h n o lo g y  (S  &  T ) . A ll M B A  

p r o g r a m s  a n d  a  s e le c t io n  o f  g r a d u a te  d ip lo m a s  a n d  B a c h e lo r  o f  B u s in e s s  c o u r s e s  w e r e  
s u rv e y e d  re v e a l in g  th a t  l i t t le  c o h e r e n t  a t t e n t io n  is  g iv e n  to  S & T  is s u e s  in  g e n e r a l  
m a n a g e m e n t  e d u c a t io n  H o w e v e r ,  J e v o n s  a n d  h is  te a m  w e re  h e a r te n e d  b y  a  s e le c t io n  o f  
s p e c ia l is t  p r o g r a m s  w h ic h  d id  a d d re s s  th e s e  i s s u e s  a n d  th e  r e p o r t  c o n ta in e d  b r i e f  d e s c r ip -  
t io n s  o f  th e m .  J e v o n s  w r o te :  P e rh a p s  th e  m o s t  r e m a r k a b le  o f  th e  s p e c ia lis t  p ro g r a m s  is  th e  
M a s te r  o f  E n t e r p r i s e  In n o v a t io n  a t  S w in b u m e  I n s t i t u t e  (n o w  U n iv e rs i ty )  o f  T e c h n o lo g y . '

T h e  n e x t  s e c t io n  o f  t h e  p a p e r  p r e s e n ts  a n  o v e r v ie w  o f  th e  e n tity  w h ic h  h o u s e s  th i s  'm o s t  
r e m a r k a b le ' p ro g r a m .

The school of innovation and enterprise

Precise mission

T h e  S c h o o l  o f  In n o v a t io n  a n d  E n te r p r i s e  ( S I E )  h a s  a  p re c is e  m iss io n : t o  te a c h  a n d  n u r tu r e  
e th ic a l  A u s t r a l ia n  e n t r e p r e n e u r s 6.

S IE  is  a  n e w  a n d  v i ta l  p o s t - g r a d u a te  in s t i tu t io n  p ro v id in g  re s e a rc h ,  c o n s u lta n c y  a n d  d e -  
g r e e - a w a r d  e d u c a t io n  f o r  th e  b u s in e s s  c r e a t o r s  a n d  m a n a g e r s  o f  to m o r ro w  I t  h a s  s t r o n g  
in te r n a t io n a l  a f f i l ia t io n s  - e s p e c ia l ly  w i th  A m e r ic a ’s le a d in g  s c h o o l o f  e n t re p re n e u r ia l  e d u 
c a t io n ,  B a b s o n  C o l le g e ,  B o s to n ,  M a s s a c h u s e t t s  ( a  C o llege  ra n k e d  in th e  t o p  2 0  o f  
A m e r ic a n  b u s in e s s  s c h o o ls ) .  B u t  S I E  is  th e  f ir s t  g r a d u a te  s c h o o l  in th e  w o r ld  d e d ic a te d  
e x c lu s iv e ly  t o  e n t r e p re n e u r ia l  e d u c a t io n  b a s e d  u p o n  th e  p r a c t ic e  o f  in n o v a tio n .

F r o m  P ro fe s s io n a l  c o m m e n ta to r s  t o  th e  m a n  in t h e  S tree t, th e  A u s tra lia n  p u b lic  is  a w a r e  
o f  th e  c r i t ic a l  e c o n o m ic ,  s o c ia l a n d  p o li t ic a l  im p o r ta n c e  o f  d e v e lo p in g  n e w  b u s in e s s e s  

c r e a t e d  b y  g e n u in e  e n t r e p r e n e u r s 7. U n le s s  A u s t r a l ia  c a n  b u ild  d y n a m ic  n e w  v e n tu r e s  a n d  
in n o v a t iv e ly  r e ju v e n a te  i ts  t r a d i t io n a l  e n te r p r i s e s ,  th e r e  c a n  b e  n o  q u e s t io n  o f ‘w o r ld - c o m -  
p e t i t iv e n e s s ’ o r  s u s ta in e d  n a t io n a l  d e v e lo p m e n t  T h e  v e ry  su rv iv a ! o f t h e  n a tio n a l e c o n o m y  
is  in  j e o p a r d y  H o w e v e r ,  c o m m it te d ,  e th ic a l  a n d  e ru d i te  e n tre p re n e u r s  d o  n o t m a te r ia l iz e  
f r o m  th e  e th e r  a n d  c a n n o t  b e  m a d e  b y  le g is la t io n ,  w is h fu l th in k in g  o r  t r a d i t io n a l  m a n a g e 
m e n t  e d u c a t io n .

T o d a y ,  w o u ld - b e  e n t r e p r e n e u r s  n e e d  t o  a c q u i r e  g e n e r ic  e x p e r t is e  a t  a  r a te  m o r e  ra p id  
th a n  ‘e x p e r i e n c e ’ a lo n e  c a n  p ro v id e  T h e y  r e q u i r e  a  f o c u s e d ,  P ro fe s s io n a l e d u c a t io n  A ll 
t o o  m a n y  p a y  lip  S e rv ic e  t o  A u s t r a l ia ’s  n e e d  f o r  g e n u in e ,  e th ic a l e n t re p re n e u rs h ip  A ll t o o  
f e w  u n d e r s ta n d  th e  u n iq u e  re q u ir e m e n ts  o f  e n t r e p re n e u r ia l  e d u c a t io n 8

T o m o r r o w ’s e n t r e p r e n e u r s  a im  to  c r e a t e  A u s t r a l i a ’s e c o n o m ic  d e s tin y
T h e  S c h o o l  o f  I n n o v a t io n  a n d  E n t e r p r i s e  a im s  t o  c r e a te  t o m o r r o w ’s e n t r e p re n e u r s
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-  T o  c r e a t e  a  r ä n g e  o f  c o m p re h e n s iv e ,  p o s t - g r a d u a te ,  d e g re e - a w a rd  p r o g r a m s  a n d  s p e 

c ia l - p u r p o s e  s h o r t  c o u rs e s  w h ic h  e q u ip  s tu d e n t s  w ith  th e  u n d e rs ta n d in g ,  s k il ls  a n d  e x -  
p e r ie n c e s  r e q u ir e d  to  m a n a g e  th e  in n o v a t io n  p ro c e s s  in  n e w  v e n tu r e  c r e a t io n ,  c u r r e n t  
v e n tu r e  im p r o v e m e n t  a n d  d e v e lo p m e n t o f  n e w  A u s tra l ia n  p r o d u c ts  a n d  e n te r p r is e s  c a -  
p a b le  o f  o p e r a t in g  su c c e ss fü lly  in th e  g lo b a l  m a rk e tp la c e .

-  T o  p ro v id e  a  r e s e a r c h  c e n t re  o f  in te rn a t io n a l ly - r e c o g n iz e d  e x c e l le n c e  in  th e  f ie ld  o f  
E n t r e p r e n e u r s h ip

-  T o  a p p ly  t h e  r e s u l t s  o f  r e s e a rc h  to  th e  im p r o v e m e n t  o f  A u s t ra l ia n  b u s in e s s  p ra c t ic e ,  
t h e  te a c h in g  o f  e n tre p re n e u rs h ip  a n d  t o  th e  d e v e lo p m e n t  o f  g o v e m m e n t  p o lic y .

-  T o  p ro v id e  in te rn a t io n a l ly - s u p e rv is e d  d o c to r a l  r e s e a rc h  d e g re e s  in  th e  d is c ip l in e  o f  
E n t r e p r e n e u r s h ip .

-  T o  b le n d  r e s e a r c h  w ith  a c a d e m ic  a n d  p r a c t ic a l  t e a c h in g  in  O rd e r t o  t r a n s f e r  th e  c o n -  
c e p t s  a n d  s k ills  o f  e n tre p re n e u rs h ip  a n d  th e  w e a l th  c r e a t io n  p ro c e s s .

-  T o  a c t  a s  a  f o c u s  f o r  th e  s tu d y  a n d  p r o m o t io n  o f  w e a lth  c re a t io n  in  A u s t ra l ia  a n d  to  
b e c o m e  th e  r e c o g n iz e d  c e n tre  fo r  e n t r e p re n e u r ia l  s tu d ie s  in  A u s t ra l ia  a n d  E a s t  A s ia .

-  T o  d e v e lo p  a n d  m a in ta in  c o m b in e d  a c a d e m ic  a n d  p r a c t i t io n e r  n e tw o r k s  b e tw e e n  p a r 
t i e s  in te r e s te d  in  th e  is su e s  o f  in n o v a t io n  m a n a g e m e n t,  w e a l th  c r e a t io n  a n d  e n t r e p r e 
n e u r s h ip  in  A u s t ra l ia  a n d  o v e rs e a s .

- To generate the skills base and synergies required to effectively direct accumulated 
Capital, scientific and other innovations, and human resources into the creation o f  pro
ductive, value added, world competitive Australian enterprises, products and Services.

- To provide private-sector, public-sector and non-profit organisations with a pool o f 
entrepreneurial expertise and a wide ränge o f  training and Consulting Services centred 
on transferring the skills involved in managing the process o f innovation

- To promote an understanding of the process o f new business and wealth creation in 
the Australian community and to highlight the significant role played by this process in 
both the quality o f  life and the Standard o f living enjoyed by Australians

Educational philosophy and practice

A s  e s ta b l is h e d  n a t io n a l  e d u c a t io n a l  in s t i tu t io n s ,  S w in b u m e  U n iv e rs i ty  o f  T e c h n o lo g y  a n d  
i ts  F a c u l ty  o f  E n g in e e r in g  a re  p a r t ic u la r ly  r e n o w n e d  f o r  th e  e x c e l le n c e  o f  th e i r  t e r t ia ry  d e 
g r e e - a w a r d  c o u r s e s  a n d  c o - o p e ra t iv e  e d u c a t io n  p r o g r a m s  w ith in  in d u s try .  T h e  S IE  f irm ly  
a d h e r e s  t o  th e  e s ta b l is h e d  S w in b u m e  t r a d i t io n  o f  e x c e l le n c e  in a p p lie d  e d u c a t io n  a n d  th e  
I n s t i t u t i o n ’s  g r o w in g  re p u ta t io n  fo r  p u re  a n d  a p p lie d  re s e a rc h  A t th e  s a m e  t im e , S IE  is  a  
to ta l ly  n e w  a n d  d is t in c t  e n tity , d e d ic a te d  to  o f f e r in g  a  d y n a m ic  a l te rn a t iv e  t o  th e  

e s ta b l is h e d  p a r a m e te r s  a n d  p a t te rn s  o f  m a n a g e m e n t  e d u c a t io n  w h ic h  p re v a il  in  th e  m a jo r i ty  
o f  e s ta b l is h e d  b u s in e s s  s c h o o ls  ( in c lu d in g  S w in b u m e 's  o w n  F a c u lty  o f  B u s in e s s ) .

S I E ’s e s s e n t ia l  p h i lo s o p h ic a l  a n d  m e th o d o lo g ic a l  d is t in c t io n  is  w e ll i l lu s t r a te d  b y  
c o m p a r in g  th e  e s ta b l is h e d  M a s te r  o f  B u s in e s s  A d m in is t r a t io n  (M B A )  d e g r e e  o f f e r e d  b y  
't r a d i t io n a l ' b u s in e s s  s c h o o ls  w ith  th e  S c h o o l  o f  In n o v a t io n  a n d  E n te r p r i s e ’s  M a s te r  o f  
E n t e r p r i s e  I n n o v a t io n  ( M E I )  d e g re e  T h e  v e ry  n a m e  'B u s in e s s  A d m in is t r a t io n ’ c a r r ie s  a n  
im p lic it  a s s u m p t io n  th a t  th e  c o re  e d u c a t io n  o f f e r e d  w ill d r a w  i ts  m e th o d s  a n d  e x a m p le s  
f r o m  th e  r e a lm  o f  e x is t in g  firm s  o p e r a t in g  in  m a tu r e  m a rk e ts .  O n  th e  o th e r  h a n d , th e  
M a s te r  o f  E n te r p r i s e  I n n o v a tio n  d e g re e  e n d e a v o u r s  t o  e q u ip  s tu d e n ts  t o  m a n a g e  n e w  
v e n tu r e s  ( o r  c h a n g e  e x is t in g  p ra c t ic e  in e s ta b l is h e d  e n t i t ie s )  in  m a rk e ts  c h a r a c te r iz e d  b y  
ra p id  g r o w th .  T h e r e  is  a t r in ity  o f  e m p h a s is  o n  g r o w th  m a n a g e m e n t,  c h a n g e  m a n a g e m e n t  
a n d  in n o v a t io n

Broad goals
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S I E  is  d e s ig n e d  a s  a  s e lf - c o n ta in e d  g r a d u a te  s c h o o l  d e d ic a te d  to  e x c e l le n c e  in  e n t r e p r e -  
n e u r ia l  e d u c a t io n  I t  is  e n t i r e ly  in d e p e n d e n t o f  b o th  S w in b u r n e ’s  F a c u lt ie s  o f  B u s in e s s  a n d  

E n g in e e r in g .  I t  d o e s  n o t  re ly  o n  ‘s e rv ic e  s u b je c t ’ t e a c h e r s  a n d  i t  is  n o t  in a n y  w a y  ‘ in  t h r a l l ’ 
t o  e i th e r  B u s in e s s  o r  E n g in e e r in g  a s  a  ‘m o th e r ’ d is c ip lin e . In  p a r t ic u la r ,  th e  r e la t io n s h ip  
w i th  th e  F a c u l ty  o f  E n g in e e r in g  h a s  i ts  r o o ts  in a d m in is tr a t iv e  h is to ry  - n o t  in te l le c tu a l  p re -  
d is p o s i t io n .  S I E  is  b u i ld in g  i ts  o w n  F a c u lty  ( s e e  b e lo w )  o f  fu ll a n d  p a r t - t im e  P ro fe s s io n a l  
e d u c a to r s  d e d ic a t e d  to  t e a c h in g  th e  m a n a g e m e n t o f  in n o v a tio n  to  p r a c t is in g  m a n a g e r s .  I ts  
f u l l - t im e  a c a d e m ic  s t a f f  c o m b in e  h ig h -c a lib re  a c a d e m ic  c r e d e n t ia ls  in  b o th  te a c h in g  a n d  
r e s e a r c h  w i th  e x te n s iv e  e n t re p re n e u r ia l  e x p e r ie n c e .  I ts  p a r t - t im e  s t a f f  a r e  a ll e n t r e p r e -  
n e u r ia l ly  s u c c e s s f u l  p r a c t i t io n e r s  w h o  e i th e r  h a v e  s u b s ta n t ia l  te a c h in g  e x p e r ie n c e  o r  u n d e r -  
ta k e  a  s p e c ia l  F e l lo w s  P r o g r a m  (s e e  b e lo w )  d e s ig n e d  to  e n a b le  th e m  to  im p a r t  th e i r  p ra c t i-  
c a l  k n o w le d g e  o f  in n o v a t io n  a n d  e n te rp r is e  a s  e f fe c t iv e  c o m m u n ic a to r s  a n d  s k ille d  in s t ru c -  
to r s .

S u b s ta n t ia l  o v e r s e a s  a n d  A u s t ra l ia n  e x p e r ie n c e  h a s  d e m o n s t r a te d  th a t  th e  fo rm , c o n te n t  

a n d  e f f e c t iv e n e s s  o f  e n tre p re n e u r ia l  in s t ru c t io n  is e n h a n c e d  b y  e m p h a s is in g  c e r ta in  
te a c h in g  m e th o d s .  S I E  is  c o n s ta n t ly  re f in in g  a n d  d e v e lo p in g  its  in s t ru c t io n a l  te c h n iq u e s  
a n d  c o u r s e  c u r r ic u la  ( s e e  b e lo w ) .

Organisation and activities

F ig u r e  4 3  1 F u n c t io n a l  O rg a n iz a t io n  c a r t
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S IE  h a s  a  s t r o n g  c o m m itm e n t  t o  r e s e a r c h  in  E n t r e p re n e u r s h ip  a n d  a s s o c ia t e d  d is c ip l in e s  

T h e re  a r e  c u r r e n t ly  th r e e  P h  D . th e s e s  in  p ro g r e s s :  a  c o m p a r is o n  o f  A u s t r a l ia n  a n d  U n ite d  
S ta te s  v e n tu r e  C ap ita l; a n  e v a lu a t io n  o f  in n o v a t io n  in A u s tra lia n  m a n u f a c tu r in g  in d u s try ,  
a n d  a n  a n a ly s is  o f  a  p ro c e s s  f o r  c o m m e rc ia l i s in g  h ig h  te c h n o lo g y .

S I E  p u b lis h e s  I n n o v a t io n  a n d  E n t r e p r e n e u r s h ip  R e s e a r c h  M o n o g ra p h s ,  a n  a d  h o c  s e r ie s  
e m b ra c in g  a  w id e  r ä n g e  o f  to p ic  c a t e g o r ie s :  in c lu d in g : p u re  a n d  a p p lie d  r e s e a r c h  in  E n t r e 
p r e n e u r s h ip ,  c a s e  s tu d ie s ;  te a c h in g  m a n u a ls  a n d  m a te r ia ls  R e s e a r c h  p a p e r s  in  t h e  s e r ie s  a re  
o f te n  o f  in te rn a t io n a l  S ta n d a rd  a s  e v id e n c e d  b y  th e  r e c e n t  a c c e p ta n c e  o f  a n  I & R  M o n o 
g ra p h  f o r  p u b l ic a t io n  in  th e  p r e s t ig io u s  in te rn a t io n a l  s c h o la r ly  p e r io d ic a l ,  T h e  J o u rn a l  o f  
E n t r e p r e n e u r s h ip  a n d  R e g io n a l  D e v e lo p m e n t  a n d  th e  p u b lic a tio n  o f  a  n u m b e r  o f  a r t ic le s  in  
th e  p ro c e e d in g s  o f  N o r th  A m e r ic a n  a n d  E u r o p e a n  C o n fe re n ce s  o n  E n t r e p r e n e u r s h ip .  I t  is  

h o p e d  t o  S ta rt a  j o u m a l  -  i f  r e s o u rc e s  a r e  e v e r  s u f f ic ie n t t o  e n s u re  a  r e g u lä r  p u b l ic a t io n  o f  
w o r ld  S ta n d a rd . A u th o r s ,  u n d e r  th e  a u s p ic e s  o f  th e  s c h o o l,  re g u la r ly  p r e s e n t s  p a p e r s  a t  
m a jo r  in te rn a t io n a l  C o n fe re n ce s .

A n  S I E  r e s e a r c h  in v e n to ry  is  a v a ilab le .

Innovation and entrepreneurship award programs

A t t h e  h e a r t  o f  t h e  S c h o o l  o f  I n n o v a t io n  a n d  E n te r p r is e  a re  i ts  c o r e  p o s t - g r a d u a te  p r o 
g ra m s  s p e c if ic a lly  d e v o te d  to  th e  a c a d e m ic  d is c ip lin e  o f  E n t r e p re n e u r s h ip .  T h e y  rä n g e  
f ro m  G r a d u a te  C e r t i f ic a te  t o  M a s t e r ’s  le v e l A n  o v e rv ie w  a n d  s u m m a ry  o f  e a c h  c o u r s e  
w ith in  th e  M a s te r s  D e g r e e  a n d  G ra d u a te  D ip lo m a  p ro g r a m s  a re  p ro v id e d  a s  A p p e n d ix  o n e  
o f  th is  d o c u m e n t

M aster o f  Enterprise Innovation Degree. T h is  m a y  b e  r e g a rd e d  a s  th e  S I E ’s ‘f la g s h ip ’ 
p r o g r a m . I t  is  th e  w o r ld ’s f i r s t  M a s t e r ’s  d e g r e e  b y  c o u r s e  w o r k  in  t h e  d is c ip l in e  o f  E n t r e 
p re n e u r s h ip  I t  in v o lv e s  th r e e  y e a r s  p a r t - t im e  s tu d y  a n d  p ro v id e s  a  c o m p r e h e n s iv e  e d u c a -  
t io n  in  a ll a s p e c t s  r e q u ir e d  to  m a n a g e  a  m e d iu m  to  la rg e  s c a le  e n te rp r is e  o p e r a t in g  in  v o la -  
t i le  g r o w th  m a r k e t s  I t  is  in te r e s t in g  to  n o t e  th a t  s o m e  o f  th e  c u r r e n t  s t u d e n t s  in  th e  
p r o g r a m  a re  a l r e a d y  th e  h o ld e r s  o f  M B A s  f ro m  r e s p e c te d  u n iv e rs i t ie s  T h e  S I E  n o w  h a s  
a p p ro x im a te ly  f iv e  a p p l ic a n ts  f o r  e v e ry  a v a i la b le  p la c e  in th e  p ro g r a m

Graduate Diploma in Entrepreneurship and  Innovation. T h e  G r a d u a te  D ip lo m a  in  E n t r e 
p re n e u r s h ip  in v o lv e s  tw o  y e a r s  o f  p a r t - t im e  s tu d y  a n d  is  p r im a r ily  a im e d  a t t h e  p e r s o n  w h o  
m u s t  a c q u i r e  th e  c o n c e p tu a l  f r a m e w o rk  a n d  p ra c t ic a l  a c u m e n  n e e d e d  to  s u c c e s s f i i l ly  p la n , 
la u n c h  a n d  m a n a g e  a  n e w  s m a l l- s c a le  v e n tu r e  a s  a n  e n t r e p re n e u r  in  h is  o r  h e r  o w n  r ig h t o r  
a s  a n  ‘ in t r a p r e n e u r ia l ’ m a n a g e r  in  C h arg e  o f  a n  in n o v a tiv e  re s p o n s ib i l i ty  c e n t r e  w ith in  an  
e s ta b l is h e d  O rg a n is a t io n  A t th e  c o r e  o f  th e  c o u r s e  is P ro v is io n  o f  th e  th e o r e t i c a l  a n d  
p ra c t ic a l  s k ills  r e q u ir e d  to  p ro d u c e  a  c o m p re h e n s iv e  b u s in e s s  p la n  in te g r a t in g  m a rk e t in g ,  
o r g a n is a t io n a l  b e h a v io u r  a n d  fin a n c ia l  p la n n in g  in to  a  f le x ib le  c o r p o r a t e  s t r a te g y .  T h e  
s e c o n d  y e a r  o f  th e  G ra d u a te  D ip lo m a  c o n ta in s  th e  s a m e  s u b je c ts  a s  th e  f ir s t  y e a r  o f  th e  
M a s te r s  p r o g r a m

Graduate Certificate o f  Enterprise Management. T h e  G r a d u a te  C e r t i f ic a te  o f  E n te r p r i s e  
M a n a g e m e n t  is  a  v e ry  in n o v a t iv e  p r o g r a m  - e s p e c ia lly  w ith  r e s p e c t  t o  t h e  w a y  it is  d e liv -  
e re d  T h e  s tu d e n t s  d o  n o t  c o m e  to  th e  s c h o o l ,  th e  s c h o o l g o e s  t o  th e  s tu d e n t s  - in  th e i r  
w o r k p la c e  I t  is  a  fu l ly -c re d e n tia l le d  S w in b u r n e  a w a rd  c o u r s e  c o m p r is in g  f o u r  in n o v a tio n  
m a n a g e m e n t  c o u r s e s  - m a rk e t in g ,  o rg a n is a t io n a l  b e h a v io u r ,  f in a n c ia l  p la n n in g  a n d  c o r p o 

Research and docloral programs
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r a te  s t r a te g y .  E a c h  c o u r s e  r e q u ir e s  a  m in im u m  o f  tw e lv e  a n d  a  m a x im u m  o f  tw e n ty  f o u r  
s tu d e n t s  a n d  c a n  b e  d e l iv e re d  in th e  w o r k  p la c e  i f  th e y  a re  all e m p lo y e e s  o f  th e  s a m e  

O rg a n is a tio n .  E a c h  c o u r s e  c o m p r is e s  f o r ty - tw o  c o n ta c t  h o u r s  o f  d a s s  t im e  - w ith  c a s e s  a n d  
m a te r ia ls  c u s to m iz e d  to  b e  re le v a n t  t o  th e  p r e c is e  m a n a g e r ia l  n e e d s  o f  th e  p a r t ic ip a n ts  
w i th o u t  s a c r if ic in g  a n y  a c a d e m ic  r ig o u r  C la s s e s  a re  d e liv e re d  in  tw o  in te n s iv e  th r e e - d a y  
( tw e n ty - o n e  c o n ta c t  h o u r )  b lo c k s  s p a c e d  a t  in te rv a ls  o f  b e tw e e n  fo u r  t o  e ig h t w e e k s  In  
th e  in te rv a l ,  s t u d e n t s  c o n d u c t  an  in te n s iv e ,  s u p e r v is e d  fie ld  p ro je c t  o f  d ire c t  p r a c t ic a l  
r e le v a n c e  a n d  fin a n c ia l  b e n e f i t  t o  th e i r  O rg a n is a tio n .

Technology focused  management award programs

Graduate D iploma in Management. T h e  s c h o o l  p ro v id e s  th is  g e n e r ic  g r a d u a te  d ip lo m a  
p r o g r a m  s e r v in g  th e  s p e c if ic  n e e d s  o f  p e o p le  w h o  h a v e  te c h n o lo g ic a l b a c k g r o u n d s  a n d  
h a v e  r e c e n t ly  a s s u m e d  d u t ie s  r e q u ir in g  m a n a g e m e n t  o f  te c h n o lo g y -b a s e d  r e s p o n s ib i l i ty  
c e n t r e s

T w o  s u b je c t - s p e c i f ic  g r a d u a te  d ip lo m a s  a r e  a ls o  p ro v id e d  T h e y  are :

Graduate D iploma in R isk Management.

Graduate D iploma in Project Management.

Non-crward general and customized training courses.

S I E  p r o v id e s  a  w id e  r ä n g e  o f  m a n a g e m e n t  t r a in in g  c o u rs e s ,  e d u c a t in g  s t a f f  a t  all le v e ls  a n d  
in  m a n y  d is c ip l in e s  t o  p r a c t i c e  in n o v a t io n  t o  im p r o v e  p e r fo rm a n c e  C lie n ts  r ä n g e  f r o m  

s o m e  o f  A u s t r a l i a ’s  la rg e s t  o rg a n is a t io n s  s e e k in g  e x te n s iv e  c u s to m iz e d  p r o g r a m s  t o  in d i-  
v id u a ls  a t t e n d in g  a  o n e - d a y  S ta n d a rd  c o u rs e .

BHP-Swinburne fellow s program

S I E  r e c e n t ly  h o s te d  i ts  s e c o n d  F e l lo w s  P r o g r a m  ( s p o n s o r e d  b y  B H P  -  A u s t ra l ia 's  la rg e s t  
C o m p a n y ) in  w h ic h  P r o f e s s o r  B ill B y g ra v e  o f  B a b s o n  C o lle g e  h e a d e d  a  te a m  te a c h in g  
p r a c t is in g  e n t r e p r e n e u r /m a n a g e r s  h o w  t o  im p a r t  th e i r  k n o w le d g e  b y  b e c o m in g  g o o d  te a c h -  
e r s  T h e  F e l lo w s  P r o g r a m  is  p la n n e d  a s  a n  a n n u a l  e v e n t  - o n e  o f  a  s e r ie s  o f  s p e c ia l is t  S em i
n a r s  -  f e a tu r in g  in t e r n a t io n a l^  p ro m in e n t  s c h o la r s  - w h ic h  S IE  h o p e s  t o  d e v e lo p

Consultancy

S I E  C o n s u l t in g  o flfers  e x p e r t i s e  in t e c h n o lo g y  t r a n s f e r  a n d  th e  c o re  m a n a g e m e n t d is c ip l in e s  
o f  m a r k e t in g ,  f in a n c e ,  o r g a n is a t io n a l  b e h a v io u r  a n d  c o rp o ra te  s t r a te g y  D ü r in g  its  
e v o lu t io n  s in c e  1 9 8 5 , t h e  s c h o o l  h a s  p r o v id e d  n u m e ro u s  e d u c a tio n a l ( a s  w e ll  a s  g e n e r a l )  
c o n s u l t a n c ie s  t o  a  r ä n g e  o f  p u b lic  a n d  p r iv a te  in s tru m e n ta l i t ie s  (a  lis t o f  r e f e r e n c e s  c a n  b e  
s u p p lie d  o n  r e q u e s t )

S I E ’s  d i s t in c t iv e  c o m p e te n c e  in  c o n s u l t a n c y  s t r e s s e s  tw o  e le m e n ts .

-  D e d ic a t io n  t o  e f fe c t iv e  s k ills  t r a n s f e r  b e tw e e n  S w in b u rn e  a n d  th e  c o m m e rc ia l  w o r ld
- Cost-effective Provision o f products and Services based on problem solving through 

the profitable application o f innovation
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Every Organisation needs allies S IE  networking can assist clients’ corporate perform
ance through alliances with associated Companies, establishment of joint ventures and de
velopment o f  effective corporate Communications.

The facu lty

F u l l - t im e  a c a d e m ic  a n d  a d m in is tr a t iv e  s t a f f

S I E  can provide clients with a diverse ränge of additional resources: from mainframe
Computer power, to specialist Software and technica! Systems; to secondment of specialist
staff.

P r o f .  L  M  G illin , P r o f e s s o r  
M r K .G .  H in d le ,  P r in c ip a l  L e c tu r e r  
D r  B  K . J o h n s o n ,  P r in c ip a l  L e c tu r e r  
M r  B  I r o n s ,  S e n io r  L e c tu r e r  
M r  J. L e g g e ,  L e c tu r e r

M s  J. W h i te ,  S c h o o l  A d m in is tr a t io n  M a n a g e r

P a r t - t im e  ‘P r a c a d e m ic ’ te a c h in g  fe llo w s

M r  I. S h e d d e n  (M a n a g in g  D i r e c to r  S h e d d e n  P a c if ic  L td )
M r  B  B a ll  ( V e n tu r e  C a p i ta l i s t ,  A d v e n t  M a n a g e m e n t  G ro u p )
D r  B  W h a n  ( D i r e c to r ,  V ic to r ia n  In n o v a t io n  C e n t r e )
D r  J  B a i le y  ( D i r e c to r ,  C la rk  H u m m e rs to n  B a i le y  F o r m e r  F o u n d e r  a n d  D i r e c t o r  o f  th e  
C e n t r e  f o r  t h e  D e v e lo p m e n t  o f  E n t r e p re n e u r s ,  C h is h o lm  I n s t i tu te  o f  T e c h n o lo g y )

M r  P . P a s c o e  ( B a r r i s te r  a t  L a w )
M r  R . W h e e ld o n  ( C o n s u l ta n t ,  N E C )
M r  K . T a n t ,  S e n io r  L e c tu r e r  in F in a n c e ,  M o n a s h  U n iv e rs ity .

O n e  o f  t h e  f e a tu r e s  o f  s e c o n d  a n d  th ird  y e a r s  in  t h e  M E I  p ro g r a m  is  th a t  e v e r y  c o u r s e  is  
t a u g h t  b y  a  tw o - p e r s o n  te a m  w ith  th e  a c a d e m ic  c o m p le m e n te d  b y  a  p r a c t i t io n e r  w h o  is  a  

m a s t e r  o f  th e  s u b je c t  m a t te r  o f  th e  c o u r s e

Conclusion: Demand, supply and the future

S in c e  1 9 8 5 , w h e n  th e  G r a d u a te  D ip lo m a  in  E n t r e p re n e u r ia l  S tu d ie s  w a s  in t r o d u c e d ,  a c t iv i-  

t ie s  h a v e  g r o w n  s o  th a t ,  in  1 9 9 2 , S IE  h a s  b u d g e te d  f o r  th e  fo l lo w in g  S tu d e n t lo a d :

M a s te r  o f  E n t e r p r i s e  In n o v a tio n
G r a d u a te  D ip lo m a  in  E n t r e p re n e u r s h ip  &  In n o v a t io n
G r a d u a te  D ip lo m a  in M a n a g e m e n t
G r a d u a te  C e r t i f ic a te  in  E n te r p r is e  M a n a g e m e n t
R e s e a r c h  S tu d ie s :  P h  D

R e s e a r c h  S tu d ie s :  M a s te r s

4 7  s tu d e n t s  
5 0  s tu d e n t s  
9 5  s tu d e n ts  
4 0  s tu d e n t s  
5 s tu d e n t s  
5 s tu d e n t s
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The school’s programs are heavily in demand Both the Masters and Graduate Diploma 
programs have many more applicants than there are places on offer. The academic and 
Professional Status o f  applicants is rising dramatically.

C o n s t r a in t s  u p o n  c o n s o l id a t io n  o f  a c h ie v e m e n ts  a n d  fu r th e r  d e v e lo p m e n t  c o m e  f r o n t  th e  
s u p p ly - s id e  o f  t h e  m a r k e t  S I E  is  o p e r a t in g  o n  a  s c a le  w h ic h  e x c e e d s  th e  lim its  s e t  b y  p u b 
lic  s e c to r  f u n d in g  p ro v is io n s .  T h e  c u r r e n t  S tu d e n t n u m b e rs  a re  o n ly  b e in g  s u p p o r te d  b e -  
c a u s e  o f  t h e  w i l l in g n e s s  o f  th e  a c a d e m ic  s t a f f  o f  th e  s c h o o l to  u n d e r ta k e  h e a v y  te a c h in g  
a n d  a d m in is t r a t iv e  lo a d s  a n d  th e  g e n e r o s i t y  a n d  c o m m itm e n t o f  F e l lo w s  w h o  p r o v id e  th e i r  
S e rv ic e s  o n  a n  h o n o r a r y  b a s is  o r  f o r  a  n o m in a l fee . T h e  p h y s ica l a n d  S u p p o r t  r e s o u r c e s  
a v a i la b le  t o  th e  s c h o o l  a r e  r e s t r i c te d  a n d  d o  n o t  re f le c t th e  d e m a n d  f o r  p la c e s  in  S I E ’s 
a w a r d  p r o g r a m s  a n d  th e  n a t io n a l  im p o r ta n c e  o f  e n tre p re n e u r ia l  e d u c a t io n .  T h e  m o s t  c r it i-  
c a l n e e d  is  s im p ly : s p a c e  T h e  s c h o o l  w o u ld  b e n e f it  e n o rm o u s ly  f ro m  b e in g  h o u s e d  in  o n e  
in te g r a te d  c o m p le x  r a th e r  th a n  d is p e r s e d  a m o n g  v a r io u s  e n c la v e s  o f  S w in b u m e ’s  f r a g 
m e n te d  a n d  o v e r - c r o w d e d  H a w t h o m  c a m p u s .  W h ile  e x t r a  r e v e n u e  f r o m  c o n s u l t a n c y  a n d  

s p e c if ic  s p o n s o r s h ip s  o f  p a r t ic u la r  p r o g r a m s  ( s u c h  a s  B H P ’s g e n e r o u s  s u p p o r t  o f  t h e  F e l 
lo w s  P r o g r a m )  a r e  b e g in n in g  t o  b e n e f i t  th e  s c h o o l ,  th e r e  is  n o  d o u b t  th a t  SL E’s  f u tu r e  d e 
v e lo p m e n t  w ill b e  c o n d i t io n a l  u p o n  i t s  a b ili ty  t o  a t t r a c t  su b s ta n tia lly  in c re a s e d  s u p p o r t  a n d  
r e s o u r c e s  in  t h e  n e a r  f ia tu re  -  e i th e r  f r o m  g o v e rn m e n t  o r  th e  c o r p o r a te  s e c to r ,  o r  h o p e fu lly ,  
a  c o m b in a t io n  o f  t h e  tw o .

G iv e n  t h e  r e c o m m e n d a t io n s  o f  t h e  J e v o n s  r e p o r t  t o  v ig o ro u s ly  s u p p o r t  in i t ia t iv e s  lik e  
t h e  S I E  ( J e v o n s  R e p o r t ,  p . 2 8 )  a n d  th e  u n iv e r s a l  lip  S erv ice  g iv e n  to  A u s t ra l ia 's  n e e d  t o  b e -  
c o m e  'w o r ld  c o m p e t i t iv e ',  t h e  O u tlo o k  is  n o t  a s  b r ig h t a s  it s h o u ld  be .

S p e a k in g  o f  th e  U n i te d  S ta te s  in  1 9 8 3 , V e s p e r ,  in h is  m a s te r ly  s tu d y  o f  e n t r e p r e n e u r s h ip  
a n d  n a t io n a l  p o l ic y  r a i s e s  t h e  t h o r n y  p ro b le m s  a b o u t  a c q u ir in g  p u b lic  a n d  p r iv a te  r e s o u r c e s  
f o r  e n t r e p r e n e u r ia l  e d u c a t io n :

'. . .it appears that there is a fairly strong case amidst the data for the value o f  Profes
sional education as a support for entrepreneurship, especially for engineering and Sci
ence training, but also for training in business National policies clearly can play an in- 
fluential role in these fields They have done so substantially in engineering and Sci
ence through research programs and various types o f fellowships But they have not 
done so in business education, presumably because the government has assumed that 
business can take care o f  itself in the free enterprise System. In fact, however, the Sys
tem does not leave the enterprise to be free .And existing business typically is not 
particularly inclined to support programs for the development o f entrepreneurs which 
would, after all, simply introduce more competition, something businesses do not de- 
sire, even though it may be good for the economy as a whole. Hence there may be a 
national-interest role for policies that strengthen the entrepreneurial component o f  
business education, as a counterpoint to the business community's support o f  estab- 
lished business-oriented business education.' (Vesper, 1983, pp. 47-48)

This paper has argued beyond 'may be' We have argued that there definitely is a na
tional-interest role for entrepreneurial education and that the School o f Innovation and En
terprise has a central part to play because its phiiosophy and programs are totally com- 
mitted to the principles which should guide the establishment of an industry policy which 
addresses national priorities. But we are not holding our breath waiting for either govem- 
ment or industry to deliver a coherent policy framework which embraces an adequately 
funded entrepreneurial education System

T h e  p r o b le m s  a r e  le g io n  a n d  th e  o u t lo o k  le s s  th a n  ro sy .
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-  U n ti l  g o v e m m e n t  a c c e p ts  th e  n e e d  f o r  a  d e ta i le d  in d u s try  p o lic y  e m b ra c in g  th e  in - 
g r e d ie n t s  w e  s u g g e s te d  in  p a r t  o n e  o f  th is  p a p e r ,  it is  u n lik e ly  th a t  g o v e m m e n t  w ill d o  

a n y th in g  w ith  th e  J e v o n s  R e p o r t 's  r e c o m m e n d a t io n s  b u t  p u t  th e m  o n  th e  sh e lf .
- The publicly fünded System has indicated it will not increase its Support for the school. 

Unless a major private sector Sponsor can be found to Support its development, the 
SIE will have to cut back rather than increase its activities. As indicated by Vesper, 
(1983, pp 47-48), the private sector is generally more willing to Support traditional 
rather than entrepreneurial education.

-  E x i s t in g  a c a d e m ic  f ie fd o m s  - th e  t r a d i t io n a l  b u s in e s s  s c h o o ls  a n d  e n g in e e r in g  d e p a r t 
m e n ts  c o n ta in  m a n y  s t a f f  w h o  a r e  a c t iv e ly  h o s t i le  t o  e n t re p re n e u r ia l  e d u c a t io n ,  
r e g a rd in g  i t  a s  u n n e c e s s a ry  a n d  a  d ra in  o n  r e s o u rc e s  w h ic h  w o u ld  ( th e y  b e l ie v e )  
o th e r w is e  b e  a p p lie d  in  m o r e  t r a d i t io n a l  a re a s .

-  P e o p le  g e n u in e ly  q u a lif ie d  ( b o th  a c a d e m ic a l ly  a n d  b y  v ir tu e  o f  th e i r  c a p a c i ty  t o  p e r 
fo r m  in  th e  'r e a l  w o r ld ')  t o  te a c h  e n t r e p re n e u r s h ip  a re  r a r e  a n d  h a v e  le s s  to l e r a n c e  f o r  

th e  s t r i c tu r e s  o f  th e  p u b lic ly - f u n d e d  te r t ia ry  e d u c a t io n  System  in  A u s t r a l ia  th a n  d o  
m o s t  a c a d e m ic  Staff. F o r  in s ta n c e ,  m a n y  o f  S I E 's  fu ll - t im e  fa c u lty  h a v e  p r o v e n  a b i l i ty  
t o  e a r n  m u c h  m o re  m o n e y  in  p r iv a te  p r a c t ic e  th a n  a c a d e m ia  c a n  e v e r  p a y  T h e y  lo v e  
th e i r  w o r k  b u t  lo v e  in  a  c o ld  c l im a te  e v e n tu a l ly  f r e e z e s  a n d  th e  ic e  b re a k s .

A t  the moment, though the Situation is brittle, the ice has not cracked
D e s p i te  a ll c o n s t r a in ts ,  S I E  fa c e s  th e  fü tu r e  w ith  h o p e  b e c a u s e  i ts  g r e a te s t  r e s o u r c e  is  

u n d im in is h e d :  t h e  c o m m itm e n t  a n d  e n e r g y  o f  i ts  S ta ff  a n d  s tu d e n ts .  B u t  h o p e  w ill n o t  
s p r in g  e te rn a l .  T h e  f a te  o f  a  u n iq u e  a n d  v ita l In s ti tu tio n ,  th e  w o r ld 's  f ir s t  g r a d u a t e  s c h o o l  
e x c lu s iv e ly  d e d ic a te d  t o  e d u c a t io n  in  e n t r e p r e n e u r s h ip  a n d  in n o v a tio n ,  h a n g s  in  th e  b a la n c e  
b e tw e e n  a  g o v e m m e n t  a n d  p r iv a te  s e c to r  th a t  d r if t  in  an  in d u s try  p o lic y  v a c u u m ;  g o o d  a t  
th e  r h e to r i c  o f 'w o r l d  c o m p e t i t iv e n e s s ',  b u t  b a d  a t  fa c in g  th e  n e c e s s i ty  o f  g e n u in e  c o m m it 

m e n t  t o  f r a m in g  a n d  fu n d in g  p o lic ie s  w h ic h  c a n  c o n v e r t  r h e to r ic  t o  re a lity .

Notes

1 Note 'development' can be defined as the 'application of research to real market oriented 
Problems'

2 A u th o r s ' in s e r t
3 A u th o r s ' in s e r t .
4 T h e  M a n a g e m e n t  In v e s tm e n t  C o m p a n y  S c h e m e  w a s  e s ta b l is h e d  in  1983  b y  g o v e m m e n t  

o n  th e  r e c o m m e n d a t io n  o f  th e  E s p ie  R e p o r t  (1 9 8 3 )
5 Ia n  S h e d d e n  ( 1 9 9 2 ) ,  h a s  p u t  f o r w a rd  a  p ro p o s a l  f o r  an  A u s tra lia n  In d u s t ry  D e v e lo p m e n t  

F u n d  S u c h  a  F u n d  c o u ld  b e  a d m in is te r e d  b y  a  T e c h n o lo g y  D e v e lo p m e n t C o u n c i l ,  s e t  u p  
u n d e r  th e  a u s p ic e s  o f  th e  I n s t i tu t io n  o f  E n g in e e r s ,  A u s tra lia ,  c o m p r is in g  e x p e r ie n c e d  
in d u s tr ia l  d e v e lo p e r s  a n d  w ith  o n e  o r  tw o  m e m b e rs  n o m in a te d  b y  th e  I n s u r a n c e  In d u s t r y  
S u c h  a  c o u n c i l  c o u ld  n e g o t ia te  a  s c h e m e  fo r  p ro v id in g  a n d  m o n ito r in g  a  s e e d  C ap ita l 
in i t ia t iv e  a n d  p ro v id e  a  f o r m u la  f o r  t h e  a s s e s s m e n t  o f  p o te n t ia l  d e v e lo p e r s .  G o v e r n m e n t  
n e e d  p la y  n o  p a r t ,  a p a r t  f r o m  e n c o u r a g in g  th e  in d u s tr ia l  d e v e lo p e r s  a n d  th e  S u p e r  F u n d s  
t o  e n te r  in to  d ia lo g u e  A p p r o p r i a te  ta x  in c e n tiv e s  w o u ld  n e e d  to  b e  a v a i la b le  t o  t h e  F u n d

6 A  d e ta i le d  d is c u s s io n  o f  th e  a m b ig u it ie s ,  in c o n g ru i t ie s  a n d  d e fm itio n a l p r o b le m s  in v o lv e d  
in  u s in g  th e  w o r d  ‘e n t r e p r e n e u r ’ a s  a  te c h n ic a l ly  p re c is e  e c o n o m ic  t e rm  is  p ro v id e d  in: 
H in d le ,  K . ( 1 9 9 1 ) ,  ‘E n t r e p r e n e u r s h ip  A  C o n c is e  T e c h n ic a l D e f in i t io n ’, I n n o v a t io n  a n d  
E n t r e p r e n e u r s h ip  R e s e a r c h  M o n o g r a p h s ,  S w in b u rn e  In s t i tu te  o f  T e c h n o lo g y ,  S c h o o l  o f  

I n n o v a t io n  a n d  E n te r p r is e ,  N u m b e r  9 1 - 0 7 - 0 1 ,  S I T . P r e s s ,  H a w th o rn ,  V ic to r ia
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7 S e e ,  H in d le ,  K e v in  a n d  G illin , M u r r a y  (1 9 9 1 ) ,  ‘G o v e rn m e n t  I n v o lv e m e n t  in  E n t r e p r e 
n e u r s h ip  a n d  N e w  B u s in e s s  C re a t io n  in  A u s t ra lia  A  Q u a n t i ta t iv e  A n a ly s is  o f  P u b l ic  P e r -  

c e p t io n s  a n d  O p in io n s . ’ I n n o v a t io n  a n d  E n t r e p re n e u r s h ip  R e s e a r c h  M o n o g r a p h s ,  S w in -  
b u m e  I n s t i t u t e  o f  T e c h n o lo g y ,  S c h o o l  o f  In n o v a t io n  a n d  E n te r p r is e ,  N u m b e r  9 1 - 0 5 - 0 1 ,  
S .I .T .  P r e s s ,  H a w t h o m ,  V ic to r ia  T h e  p a p e r  h a s  b e e n  a c c e p te d  f o r  in te rn a t io n a l  p u b lic a -  

t io n  in  T h e  J o u rn a l  o f  E n t r e p re n e u r s h ip  a n d  R e g io n a l  D e v e lo p m e n t
8 E n t r e p r e n e u r s h ip  (w i th  a  C ap ital ’E ')  is  a  d is tin c t a c a d e m ic  d is c ip lin e  in  i t s  o w n  r ig h t  In  

1 9 8 9 , t h e  A m e r ic a n  A c a d e m y  o f  M a n a g e m e n t S c ie n c e s  a c c o rd e d  in d e p e n d e n t  S ta tu s  t o  
E n t r e p r e n e u r s h ip ,  p la c in g  it o n  th e  s a m e  a c a d e m ic  fo o t in g  a s  s u c h  e s ta b l is h e d  m a n a g e r ia l  
d i s c ip l in e s  a s  M a r k e t i n g  a n d  O rg a n is a t io n a l  B e h a v io u r

References

A d a m , C . ( 1 9 9 2 ) ,  'A  P e r s p e c t i v e  o n  G ro w th ',  Engineering Round Table, C a n b e r r a ,  A p ril 
E s p i e  e t  a l, ( 1 9 8 3 ) ,  D eveloping High Technology Enterprises fo r  Australia. A report pre- 

p a red  by the High Technology Financing Committee fo r  the M inister fo r  Science and  
Technology, A u s t r a l ia n  A c a d e m y  o f  T e c h n o lo g ic a l  S c ie n c e s , C lu n ie s  R o s s  H o u s e ,  191 
R o y a l  P a r a d e ,  P a rk v i l le ,  V ic to r ia ,  A u s t ra lia

G ill in , L .M . &  H in d le ,  K .G .  (1 9 8 8 ) ,  'K e y  S u c c e s s  F a c to r s  in  A u s t ra l ia n  N e w  V e n tu r e  
M a n a g e m e n t ',  Frontiers o f  Entrepreneurship Research, B a b s o n  C o lle g e ,  U S A  

G illin , L .M  ( 1 9 9 2 ) ,  'E n tr e p re n e u r s h ip  C u r r ic u la  in  A u s t ra l ia n  U n iv e r s i t ie s ',  
Jnternationalizing Entrepreneurship Conference, C a m b r id g e ,  U K , Ju ly  

G ill in , L .M .,  H in d le ,  K . G ,  a n d  S h e d d e n , I. ( 1 9 9 1 ) ,  'F o s te r in g  In n o v a tio n :  A n  In te g ra l  
C o m p o n e n t  o f  I n d u s t r i a l  P o lic y ',  Proceedings o f  the Target 2000 Conference on De- 
fen ce  Industry Spin-O ffs fo r  the 2Is t Century, T h e  In s t i tu t io n  o f  E n g in e e r s ,  A u s t ra l ia  

a n d  th e  S t r a t e g i e  &  D e f e n c e  S tu d ie s  C e n tre ,  A u s t ra l ia n  N a tio n a l  U n iv e r s i ty ,  C a n b e r r a  
H a r tw e l l ,  M . a n d  L a n e ,  J  ( 1 9 8 9 ) ,  Champions o f  Enterprise. Australian Entrepreneurship 

1788-1990, F o c u s  B o o k s ,  S y d n e y
H e w s o n ,  J . ,  F is c h e r ,  T . ( 1 9 9 1 ) ,  A c c e s s  E c o n o m ic s  a n d  O th e rs ,  Fightback! Taxation and  

Expenditure Reform s fo r  Jobs and Growth. The Liberal and National Parties' p lan  to 
rebuild  a n d  reward Australia, P ir ie  P r in te r s ,  F y s h w ic k ,  A C T , N o v e m b e r  

H in d le ,  K .,  a n d  W h ite ,  J . ( 1 9 9 1 ) ,  'T h e  M a rk e t  S h a re  o f  E n t re p re n e u r ia l  E d u c a t io n :  Im p l i
c a t io n s  a n d  Im p e r a t iv e s ',  Innovation and Entrepreneurship Research Monographs, 
S w in b u r n e  I n s t i t u t e  o f  T e c h n o lo g y ,  S c h o o l  o f  In n o v a tio n  a n d  E n t r e p r e n e u r s h ip ,  
N u m b e r  9 1 - 0 7 - 0 2 ,  S . I .T .  P r e s s ,  H a w th o m , V ic to r ia  

H in d le ,  K . a n d  G ill in , L .M  (1 9 9 1 ) ,  'G o v e rn m e n t  In v o lv e m e n t  in  E n t r e p r e n e u r s h ip  a n d  

N e w  B u s in e s s  C r e a t io n  in  A u s t ra l ia  A  Q u a n t i ta t iv e  A n a ly s is  o f  P u b lic  P e r c e p t io n s  a n d  
O p in io n s . ' ,  Entrepreneurship & Regional Development, 3 , p p . 3 7 9 -3 9 3  

H in d le ,  K e v in  ( 1 9 9 1 ) ,  'E n tr e p re n e u r s h ip :  A  C o n c is e  T e c h n ic a l D e fin i t io n ',  Innovation and  
Entrepreneurship Research Monographs, S w in b u rn e  U n iv e rs i ty  o f  T e c h n o lo g y ,  S c h o o l  
o f  I n n o v a t io n  a n d  E n te r p r i s e ,  N u m b e r  9 1 -0 7 - 0 1 ,  S .I .T .  P r e s s ,  H a w th o m ,  V ic to r ia  

H in d le ,  K .G . ,  M i t t a g ,  R  a n d  G illin , L .M  ( 1 9 9 2 ) ,  'A  T e s t  o f  th e  V e n tu r e  C a p i ta l  H y 
p o th e s i s  A p p ly in g  a n  A m e n d e d  T h e o ry  o f  B u s in e s s  P la n n in g  to  th e  S u rv iv a l  a n d  
D e v e lo p m e n t  o f  a n  In s o lv e n t  E n te r p r is e  ', Innovation and Entrepreneurship Research 
M onographs, S w in b u r n e  U n iv e r s i ty  o f  T e c h n o lo g y ,  S c h o o l o f  In n o v a t io n  a n d  E n t e r 
p r is e ,  N u m b e r  9 2 - 0 5 - 0 2 ,  S .I .T .  P r e s s ,  H a w th o m , V ic to r ia ,  1 9 9 2 , P a p e r  d e l iv e r e d  t o  th e  
1 9 9 2  B a b s o n  E n t r e p r e n e u r s h ip  R e s e a r c h  C o n fe re n c e ,  IN S E A D , F o n ta in e b le a u ,  F r a n c e ,  

J u n e

4 4 7



I  C . R e p o r t  18 , ( 1 9 9 1 ) ,  I n d u s t r y  C o m m is s io n ,  Availabilily o f  Capital, Industry Commis
sion Report No. 18, A u s t ra l ia n  G o v e rn m e n t  P u b lis h in g  S e rv ic e , C a n b e r r a ,  D e c e m b e r  

J e v o n s ,  F . ,  D o w lin g ,  F .B  a n d  S a u p in , M  (1 9 9 2 ) ,  Science and Technology Issues in M an
agement Education. A Report to the National Board o f  Employment, Education and  
Training and the Department o f  Industry, Technology and Commerce, D I T A C ,  A u s t r a 
lian  G o v e rn m e n t  P u b l i s h in g  S e rv ic e ,  C a n b e r r a  

J o n e s ,  B a r r y  ( 1 9 8 2 ) ,  Sleepers, Wake!, O x fo rd  U n iv e rs ity  P r e s s ,  M e lb o u r n e  
K a s p e r ,  W o lfg a n g  ( 1 9 8 4 ) ,  'P ro d u c t iv i ty  G ro w th  a n d  R e ju v e n a tio n  o f  A u s t r a l ia n  C a p i ta l i s m  

-  in  m e m o ry  o f  J o s e p h  A . S c h u m p e te r ’s lO O th B ir th d a y  ', Economic Papers, T h e  E c o 
n o m ic  S o c ie ty  o f  A u s t ra l ia ,  v o l 3  n o . 4 , D e c e m b e r ,  p p . 9 -1 9 .

M c M u lle n ,  W .E . &  L o n g ,  W . (1 9 8 7 ) ,  'E n tre p re n e u r s h ip  E d u c a t io n  in  t h e  N in e t ie s ',  
Journal o f  Business Venluring, v o l. 2 , p p  2 6 1 -2 7 5  

P a p p a s ,  C a r te r ,  E v a n s  a n d  K o o p  (1 9 9 1 ) ,  Innovation in Australia, Industry Research and  
Development Board, A u s t r a l ia n  G o v e rn m e n t  P r in t in g  S e rv ic e  

P o r te r ,  M  E . ( 1 9 9 1 ) ,  The Competitive Advantage o f  Nations, M c M u lla n  P r e s s  L td ,  L o n 
d o n

R y a n , F e r g u s  ( 1 9 8 9 ) ,  Report o f  lnquiry - Victorian Economic Development Corporation, 
O r d e r e d  b y  th e  L e g is la t iv e  a s s e m b ly  t o  b e  p r in te d  n o . 3 9 , P a r l i a m e n t  o f  V ic to r ia ,  J e a n  
G o r d o n  G o v e rn m e n t  P r in te r ,  M e lb o u r n e

S c h u m p e te r ,  J  A . ( 1 9 7 9 ) ,  Capitalism, Socialism and Democracy, G e o r g e  A lle n  &  U n w in ,  
L o n d o n ,  (F i r s t  P u b l i s h e d ,  H a r p e r  &  R o w , N e w  Y o rk ,  1 9 4 2 )

S c o t t - K e m m is ,  D . ( 1 9 9 1 ) ,  The Value Added by Professional Engineers to the Economy, 
IE A u s t . ,  A P E S A , a n d  C e n t r e  f o r  T e c h n o lo g y  a n d  S o c ia l C h a n g e ,  U n iv e r s i ty  o f  W o l lo n -  
g o n g

S h e d d e n ,  I. ( 1 9 9 2 ) ,  Business Concept fo r  an Australian Industry D evelopment Fund, u n -  
p u b lis h e d

S ta lk e r ,  R . ( 1 9 9 2 ) ,  'R e v ie w  o f  1 9 8 9  O E C D  R e s e a r c h  S ta t is t ic s 1, Engineering Round  
Table, lEAust, C a n b e r r a

T h o m p s o n ,  R  ( 1 9 8 8 ) ,  'B u s in e s s  P la n s : M y th  a n d  R ea lity ',  N ation’s Business, v o l .  7 6 ,  n o . 
8 , A u g u s t ,  p p  1 6 -2 3

T h u r s to n ,  P . ( 1 9 8 3 ) ,  ’S h o u ld  S m a lle r  C o m p a n ie s  M a k e  F o rm a l P la n s ? ',  H arvard Business 
Review, S e p te m b e r - O c to b e r

T im m o n s ,  J A . ( 1 9 8 0 ) ,  ’A  B u s in e s s  P la n  is M o r e  th a n  a  F in a n c in g  D e v ic e ',  H arvard  
Business Review, M a r c h - A p r i l

T im m o n s ,  J  A . ( 1 9 9 0 ) ,  New Venture Creation. Entrepreneurship In  The 1990s, T h i rd  

E d i t io n ,  I rw in ,  H o m e w o o d ,  I l l in o is
V e s p e r ,  K .H . ( 1 9 8 3 ) ,  'E n tr e p re n e u r s h ip  a n d  N a tio n a l  P o licy ', Heller Institute fo r  Small 

Business Policy Papers, M o n o g r a p h  s p o n s o re d  b y  th e  G ra d u a te  S c h o o l  o f  I n d u s t r ia l  
A d m in is t r a t io n ,  C a r n e g ie - M e l lo n  U n iv e rs ity ,  W a l te r  E . H e lle r  I n te rn a t io n a l  C o r p o r a t io n  
I n s t i tu te  f o r  S m a ll B u s in e s s

V e liz , C . ( 1 9 8 8 ) ,  'T h e  C lo s in g  o f  th e  A u s t ra l ia n  M in d ',  IPA Review, F e b ru a ry - A p r i l  
V e liz , C . ( 1 9 8 8 ) ,  'A u s t r a l ia n  U n iv e r s i t ie s  M o r e  is B e t te r ',  IPA Review, M a y - J u ly  
Y e t to n ,  P . ,  D a v is ,  J  &  S w a n , P  (1 9 9 1 ) ,  Going International, R e p o r t  o f  A u s t r a l ia n  

M a n u f a c tu r in g  C o u n c i l ,  A G S M

448



44 Internationalizing 
entrepreneurship:
Education and program: An 
Australian perspective
John Saee

'E n t r e p r e n e u r s h ip  is  t h e  a c t  o f  b e in g  a n  e n t r e p re n e u r ,  a  d e r iv a t iv e  o f  th e  f f e n c h  te rm  
e n t r e p r e n d r e ,  w h ic h  m e a n s  t o  u n d e r ta k e ,  t o  p u r s u e  o p p o r tu n i t ie s ,  to  fu lfil n e e d s  a n d  w a n ts  
t h r o u g h  in n o v a t io n  a n d  s ta r t in g  B u s in e s s ' (J . G  B u rc h ,  1 9 8 6 ).

Introduction

A u s t r a l ia n  t e r t i a r y  in s t i tu t io n s  a n d  to  s o m e  e x te n t  A u s t ra l ia n  e n t r e p re n e u r s  h a v e  in  r e c e n t  
y e a r s  b e e n  s u c c e s s fu l ly  in te rn a t io n a l iz in g  e d u c a t io n  a n d  tr a in in g  in th e  A s ia n  p a c i f ic  r e g io n  
a n d  o th e r  p a r t s  o f  th e  w o r id

E x p o r t  e d u c a t io n  b y  A u s t ra l ia n  in s t i tu t io n s  w a s  p a r t ic u la r ly  s tim u la te d  b y  to d a y 's  s o c ie ty  
th a t  r e g a r d s  e d u c a t io n  a s  a  s t e p p in g  s to n e  to  f u tu r e  o p p o r tu n i t ie s .  N o t  o n ly  is  th is  o p in io n  

e v id e n t  in  A u s t r a l i a n  s o c ie ty ,  b u t  it is  a ls o  g a in in g  c u r re n c y  w o r ld -w id e .
E x p o r t  o f  e d u c a t io n  S e rv ic e s  a r e  m o s t  c o m m o n ly  c o n c e iv e d  o f  a s  s tu d e n t s  c o m in g  to  

A u s t r a l i a  t o  s tu d y  b u t  th e y  c a n  a ls o  in c lu d e  c o r r e s p o n d e n c e  c o u rs e s  f o r  o v e r s e a s  s tu d e n ts ,  
t h e  th e  e le c t r o n ic  t r a n s m is s io n  o f  l e c tu r e s  a n d  c o u r s e s  o v e rs e a s ,  a n d  A u s t r a l ia n  
e n t r e p r e n e u r s  t r a v e l l in g  p e r s o n a l ly  o v e r s e a s  t o  p ro v id e  v a r io u s  fo rm s  o f  e d u c a t io n .

E d u c a t io n  o f  e x p o r t s  c a n  b e  p ro v id e d  b y  th e  fo rm a l s e c to r  a n d  th e  n o n - f o rm a l  s e c to r .  
T h e  fo rm a ]  s e c to r  c o m p r is e s  p u b lic  a n d  p r iv a te  s e c o n d a ry  s c h o o ls  a n d  u n iv e r s i t ie s  a n d  
C o lle g e  o f  T e c h n ic a l  a n d  F u r th e r  e d u c a t io n  ( T A F E )

T h e  n o n - f o r m a l  s e c to r  is  m a d e  u p  o f  p r iv a te  C o lleges  a n d  in s t i tu te s  w h ic h ,  in th e  m a in , 
p ro v id e  c o u r s e s  in  c o m m e rc e  a n d  re la te d  s u b je c ts  a n d  E n g lish  la n g u a g e  b u t  a ls o  o f f e r  a 
w id e  r ä n g e  o f  o th e r  s u b je c ts  T r a d i t io n a l ly ,  th e  fo rm a l s e c to r  h a s  a w a r d e d  s u c c e s s fu l  
s tu d e n t s  w i th  s t a t u to r y  r e c o g n iz e d  e d u c a t io n a l  q u a lif ic a tio n s  H o w e v e r  it is  b e c o m in g
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in c r e a s in g ly  c o m m o n  f o r  e a c h  s e c to r  t o  p ro v id e  c o u r s e s  le a d in g  t o  o ff ic ia l  o r  u n o ff ic ia l  
q u a l if ic a t io n s .

D i r e c t  e a m in g s  f r o m  th e  fu ll- fe e  p a y in g  o v e r s e a s  S tu d e n t p r o g r a m  f o r  1 9 8 9  w e re  

$ 1 7 4 ,3 0 9 ,8 6 8 ,  a  s e v e n ty - f iv e  p e r  C ent in c r e a s e  o n  r e v e n u e  e a m e d  in  1 9 8 8  w h ic h  w a s  
e s t im a te d  a t  $ 1 0 0  m illio n .

T h e  B u r e a u  o f  I n d u s t r y  E c o n o m ic s  ( B IE )  s u g g e s te d  th a t  s tu d e n t 's  n o n - tu i t io n  
e x p e n d i tu r e  (w h ic h  in c lu d e d  e x p e n d i tu re  in  A u s t ra l ia  b y  fo re ig n  s tu d e n t s  o n  i te m s  s u c h  a s  
l iv in g  e x p e n s e s )  in  1 9 8 8  a s  p ro b a b ly  e q u iv a le n t  t o  tu i t io n  e x p e n d i tu r e  in  t h a t  y e a r .  O n  th a t  
b a s is ,  in  1 9 8 9 , A u s t r a l ia ’s to ta l  fo re ig n  e x c h a n g e  e a m in g s  f ro m  th e  e x p o r t  o f  e d u c a t io n  
S e rv ic e s  c o u ld  b e  a lm o s t  $ 3 5 0  m illion .

F u r t h e r  s ta t i s t ic s  o n  re v e n u e ,  n u m b e r  o f  s tu d e n t s  b y  e a c h  e d u c a t io n a l  s e c to r ,  s tu d e n t 's  
c o u n t r y  o f  o r ig in  a n d  c h o s e n  d is c ip lin e s  o f  s tu d ie s  b y  o v e r s e a s  s tu d e n t s  a s  d ia g ra m a t is e d ,  
a r e  a p p e n d e d  t o  th is  s e m in a r  p a p e r

International Development of programmes of universities and Colleges here-after to 
be known as IDP: a historical perspective

T h e  I D P  c o n c e p t  w a s  f i r s t  e x p re s s e d  in  1 9 6 0  in  a n  a g re e m e n t  b e tw e e n  th e  A u s t r a l ia n  v ic e -  
c h a n c e l lo r 's  c o m m it te e  a n d  th e  th e n  D e p a r tm e n t  o f  E x te r n a l  A fFairs  w h ic h  f o r m e d  ED P 's 
p r e d e c e s s o r ,  t h e  A u s t ra l ia n -A s ia n  U n iv e r s i t ie s  C o -o p e ra t io n  S c h e m e  (A A U C S ) .  T h e  
c o n c e p t  w a s  b a s e d  o n  th e  b e l ie f  th a t  b y  w o r k in g  to g e th e r  A u s t ra l ia n  i n s t i tu t io n s  c o u ld  
m a k e  t h e i r  m o s t  e f fe c t iv e  c o n tr ib u t io n s  t o  th e  d e v e lo p m e n t o f  e d u c a t io n  in s t i tu t io n s  
o v e r s e a s .

S in c e  1 9 6 9  I D P  h a s  b u i l t  i ts  r e p u ta t io n  p r im a r ily  in  S o u th e a s t  a n d  th e  S o u th  p a c if ic . 
W h ils t  t h e  C o m p a n y  o f f e r s  i ts  S e rv ice s  t o  c o u n tr ie s  in  o th e r  p a r t s  o f  th e  w o r ld .  T h e  

re g io n a l  O ffice  n e tw o r k  e n a b le s  c lo s e  c o n ta c t  t o  b e  m a in ta in e d  b e tw e e n  I D P  a n d  i ts  c lie n ts .  
T h e  n e tw o r k  is  a  f irm  e x p re s s io n  o f  ID P 's  lo n g - te r m  c o m m itm e n t  t o  o v e r s e a s  e d u c a t io n  
a s s is ta n c e

IDP, a n d  its Overall Services as well as ils international marketing management strategies 
profile

I D  P . (w h ic h  S ta n d s  f o r  th e  In te rn a t io n a l  D e v e lo p m e n t  P r o g ra m  o f  A u s t ra l ia n  U n iv e r s i t ie s  
a n d  C o l le g e s )  is  A u s t r a l ia 's  in te rn a t io n a l  e d u c a t io n  O rg a n isa tio n . I t  d r a w s  o n  A u s t ra l ia 's  
e d u c a t io n  r e s o u r c e s  t o  a s s is t  in d e v e lo p in g  o v e r s e a s  e d u c a t io n  in s t i tu t io n s  a n d  e d u c a t io n  
S y s te m s , p a r t ic u la r ly  t h r o u g h  h u m a n  r e s o u rc e  d e v e lo p m e n t;  t o  f o s t e r  in te rn a t io n a l  
e d u c a t io n  a n d  e n t r e p r e n e u r s h ip  a n d  to  p ro v id e  In fo rm a tio n  a n d  c o u n s e l l in g  a b o u t  

A u s t r a l ia n  e d u c a t io n  o p p o r tu n i t ie s .  T h e s e  a c t iv i t ie s  a re  s u p p o r te d  b y  a n  o f f ic e  n e tw o r k  
w h ic h  e x te n d s  t h r o u g h o u t  A s ia  P a c if ic  r e g io n

ID P  p la y s  a  n u m b e r  o f  s ig n if ic a n t ro le s  w i th  a im s  t o  c o n tr ib u te  c o s t - e f f e c t iv e ly  t o  
e c o n o m ic  a n d  s o c ia l  d e v e lo p m e n t  T h is  is  c a r r ie d  o u t  th ro u g h  p ro v id in g  a s s i s ta n c e  t o  
in c r e a s e  th e  e f f e c t iv e n e s s  o f  e d u c a t io n  S y s tem s  o v e r s e a s  a n d  p a r t ic u la r ly  t e r t i a r y  e d u c a t io n  
in s t i tu t io n s  a n d  in d iv id u a ls  t o  S u p p o r t e d u c a t io n  d e v e lo p m e n t A n d  a ls o  fa c i l i ta t in g  th e  
e n ro lm e n t  o f  o v e r s e a s  s tu d e n t s  in  A u s t ra l ia n  e d u c a t io n  in s t i tu t io n s .

A u s t r a l i a 's  e d u c a t io n  in s t i tu t io n s  c o m p r is e  o f  s o m e  s ix ty -f iv e  u n iv e r s i t ie s  a n d  h ig h e r  
e d u c a t io n  le v e l C o lle g e s  o v e r  2 3 0  C o lleges  o f  T e c h n ic a l a n d  F u r th e r  e d u c a t io n  ( T A F E ) ,  
a n d  m a n y  E n g l is h  l a n g u a g e  C o lleg es , b u s in e s s  C o lleg es  a n d  s e c o n d a ry  s c h o o ls  I D P 's  re a d y  
a c c e s s  t o  th e  r e s o u r c e s  a n d  e x p e r t is e  o f  th e s e  in s t i tu t io n s  e n a b le s  it t o  d e l iv e r  a  
c o m p r e h e n s iv e  r ä n g e  o f  S e rv ice s .
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In  c o n ju n c t io n  w i th  t h e  I P D  , s o m e  3 0 0  p r iv a te  a n d  p u b lic  te r t ia ry  in s t i tu t io n s  in c lu d in g  
b u s in e s s  C o lle g e s  h a v e  s u c c e s s fu l ly  e x p o r te d  th e i r  e d u c a t io n  a n d  t r a in in g  p ro g r a m m e s  
a b ro a d

ID P  c o r e  p r o g r a m  is  s u p p o r te d  b y  an  a n n u a l a l lo c a t io n  in th e  A u s t ra l ia n  a id  b u d g e t  a n d  
a im s  to  s t r e n g th e n  th e  te a c h in g ,  r e s e a r c h  a n d  a d m in is tr a t iv e  c a p a c i t ie s  o f  h ig h e r  e d u c a t io n  
in s t i tu t io n s  in  d e v e lo p in g  c o u n tr ie s .  In  1 9 8 9 /  9 0  th e  a l lo c a tio n  w a s  8.1 m illio n  w ith in  ID P 's  
to ta l  b u d g e t  o f  $ 4 4  m illio n .

O v e r  t h e  p a s t  tw e n ty  y e a r s  o r  s o ,  h u n d re d s  o f  A s ia n , P a c if ic  a n d  A u s t r a l ia n  a c a d e m ic s ,  
s c ie n t is ts  a n d  t e c h n o lo g is t s  h a v e  p a r t ic ip a te d  in  th e  p ro g r a m  in  a  w id e  r ä n g e  o f  d is c ip lin e s . 
S p e c if ic  a c t iv i t ie s  in c lu d e ;  s e c o n d m e n ts  o f  A u s t ra l ia n  S ta ff  to  p a r t ic ip a t in g  in s t i tu t io n s ;  
v is i t in g  a d v is o r y  a s s ig n m e n ts  b y  A u s t ra l ia n  s ta f f ,  s h o r t  c o u r s e s  le d  b y  A u s t r a l ia n  s ta ff; 
f e l lo w s h ip s  f o r  o v e r s e a s  s t a f f  te n a b le  in  A u s t ra l ia ;  s tu d y  v is its  t o  A u s t r a l ia  b y  o v e r s e a s  
s ta f f ;  j o in t  r e s e a r c h ;  a n d  p r e p a r a t io n  a n d  p u b lic a t io n  o f  te x t  b o o k s  a n d  m a n u a ls  T h e  
g r o w th  o f  th e  c o r e  p r o g r a m  n e tw o r k  o f  in s t i tu t io n s ,  C o n su lta n ts  a n d  a c a d e m ic s  h a s  
p ro v id e d  t h e  f r a m e w o r k  w i th in  w h ic h  I D P 's  S e rv ic e s  h a s  b e e n  p ro g r e s s iv e ly  d e v e lo p e d  

e s p e c ia l ly  t h o s e  r e la te d  t o  th e  P ro v is io n  o f  A u s t ra l ia 's  h ig h e r  e d u c a t io n  r e s o u r c e s  o n  a  c o s t  
r e c o v e r y  b a s is .

F o r  p r o s p e c t iv e  o v e r s e a s  s tu d e n ts ,  ID P  p ro v id e s  a c c u ra te  a n d  c o m p re h e n s iv e  
in fo r m a t io n  o n  s tu d y  o p p o r tu n i t i e s  in  A u s t ra l ia ;  a  rä n g e  o f  m a te r ia ls  o n  A u s t ra l ia n  
e d u c a t io n  in s t i tu t io n s ,  th e i r  c o u r s e s  a n d  e d u c a t io n  S e rv ice s; c o u n s e l l in g  o n  s tu d y  o p t io n s ;  
a s s is ta n c e  w i th  e n ro lm e n t  p ro c e s s in g ,  p re  d e p a r tu r e  O rie n ta tio n  s e s s io n s  In  a d d i t io n  ID P  
in  a s s o c ia t io n  w i th  A u s t r a l ia n  e d u c a t io n  in s t i tu t io n s ,  u n d e r ta k e s  c o n t r a c t s  f o r  a  r ä n g e  o f  
S e rv ic e s  r e la t in g  to  in te rn a t io n a l  d e v e lo p m e n t  a s s is ta n c e  p ro je c ts .  T h e s e  in c lu d e  S e rv ic e s  o f  
p ro je c t  d e s ig n ,  d e v e lo p m e n t  a n d  m a n a g e m e n t s u c h  a s  id e n tif ic a tio n  o f  p r o je c t  p o s s ib i l i t ie s ;  
p r e p a r a t io n  o f  t e n d e r  p ro p o s a ls ;  p r e p a ra t io n  a n d  m a n a g e m e n t o f  p r o je c t s  f o r  o v e r s e a s  
g o v e m m e n ts ,  p r e p a r a t io n  a n d  m a n a g e m e n t o f  c u l tu ra l  re la t io n s  p ro je c ts  a n d  S u p p o r t f o r  

o v e r s e a s  a c t iv i t ie s  o f  A u s t ra l ia n  e d u c a t io n  in s t i tu t io n s .
T h e r e  a r e  te c h n ic a l  a s s is ta n c e  p ro je c ts  in  f ie ld s  s u c h  a s  in s t i tu t io n a l  a n d  S y stem  

d e v e lo p m e n t ;  e d u c a t io n  p la n n in g  a n d  m a n a g e m e n t;  c u r r ic u lu m  d e v e lo p m e n t  a n d  
e v a lu a t io n ;  c o u r s e  d e s ig n ;  e d u c a t io n  t e c h n o lo g y  a n d  lib ra ry  d e v e lo p m e n t

T r a in in g  p r o g r a m s  a r e  a v a i la b le  f o r  s u c h  p e o p le  a s  a c a d e m ic  s ta f f ,  e d u c a t io n  
a d m in is t r a to r s ,  p r o v id e r s  o f  te c h n ic a l  S e rv ic e s , E n g lish  la n g u a g e  s p e c ia l is ts ,  l ib r a r ia n s  
P r o g r a m  m a y  r ä n g e  f r o m  in d iv id u a l p o s tg r a d u a te ,  fe llo w s h ip  to  s h o r t  c o u r s e  c o u r s e s  f o r  
s t a f f  A n d  th e r e  a r e  S e rv ic e s  r e la t in g  to  t r a in in g  p a c k a g e s  s u c h  a s  s e le c t io n  a n d  p la c e m e n t;  
h e lp  w i th  t r a v e l  a r r a n g e m e n ts ,  v is a s  a n d  m e d ic a l c h e c k s ; O r ie n ta tio n s  t o  A u s t ra l ia n  

c o n d i t io n s ;  a n d  a s s is ta n c e  w i th  a c c o m m o d a t io n s .
ID P  h a s  e s ta b l is h e d  th e  E n g l is h  la n g u a g e  C e n t r e  o f  A u s tra lia  (E L C A )  in  B a n g k o k  a n d  

s im ila r  c e n t r e s  th r o u g h o u t  s o u th  e a s t  a n d  e a s t  A s ia  m a y  a ls o  b e  e s ta b l is h e d  I D P 's  h a s  a ls o  
d e s ig n e d  a n d  im p le m e n te d  E n g l is h  la n g u a g e  p ro g r a m s  I t a ls o  p r o v id e s  c o n s u l ta n c y  
S e rv ic e s  o n  th e  t e a c h in g  o f  E n g l is h  a n d  in s t r u c to r  t ra in in g  p ro g r a m s ,  a n d  r e c r u i t s  s u ita b ly  
q u a lif ie d  a n d  e x p e r ie n c e d  E n g l is h  la n g u a g e  in s t r u c to r s  t o  w o r k  in  in s t i tu t io n s  o v e r s e a s .

T h e y  d e s ig n  a n d  a d m in is te r  s p e c ia l  p u r p o s e  E n g lish  c o u rs e s  s u c h  a s  s c ie n t if ic  w r it in g ,  
r e p o r t  w r i t in g ,  S e m in a r  a n d  C o n fe re n c e  p a r t ic ip a t io n  b o th  in  A u s t r a l ia  a n d  o v e rs e a s .  
A r r a n g e m e n t  o f  c o n s u l t a n c y  S e rv ic e s  a re  a v a i la b le  in  sp e c if ic  a r e a s  s u c h  a s  c u r r ic u lu m  
d e v e lo p m e n t ,  w r i t i n g  c o u r s e  m a te r ia ls  a n d  a p p lic a t io n  o f  in s tru c t io n a l  m e th o d o lo g ie s  I t  
a ls o  h a s  r e a d y  a c c e s s  t o  p la c e  a n d  S u p p o r t E n g lish  la n g u a g e  in s t r u c to r s  in  a p p r o p r ia te  
p o s tg r a d u a t e  c o u r s e s  in  A u s t ra l ia n  in s t i tu t io n s  a n d  p la c e  a n d  S u p p o r t g r o u p s  in  a p p r o p r ia te  
E n g l is h  c o u r s e s  in  A u s t ra l ia ,  in c lu d in g  g e n e r a l  E n g lish , E n g lish  fo r  a c a d e m ic  p u r p o s e s  a n d  
E n g l is h  f o r  o c c u p a t io n a l  p u r p o s e s

A  n e w  t e s t  o f  E n g l is h  la n g u a g e  p ro f ic ie n c y ,  th e  In te rn a t io n a l  E n g l is h  L a n g u a g e  T e s t in g
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S y s te m  ( I E L T S )  h a s  b e e n  d e v e lo p e d  b y  I D P  in  p a r tn e r s h ip  w ith  th e  B r i t is h  c o u n c i l  a n d  h a s  
b e e n  a v a i la b le  s in c e  O c to b e r  1 9 89 .

T h e  n e w  t e s t  is  d e s ig n e d  to  a s s e s s  e f fe c t iv e ly  th e  E n g l is h  la n g u a g e  s k ills  a n d  th e  E n g l is h  

l a n g u a g e  t r a in in g  n e e d s  o f  e a c h  c a n d id a te  in  th e  k e y  s k ills  o f  l is te n in g , s p e a k in g  a n d  
w r i t in g .

I E L T S  is  b a s e d  o n  a n  e x te n s iv e  re v is io n  o f  th e  B r i t is h  c o u n c i l s  e x is t in g  E n g l is h  
l a n g u a g e  T e s t in g  S e rv ic e  ( E L T S )  w h ic h  h a s  b e e n  in  O p e ra tio n  s in c e  1 9 8 0  T h e  n e w  te s t  is 
b ro a d  in  s c o p e ,  a l lo w in g  f o r  s c r e e n in g  o f  s tu d e n t s  w is h in g  to  e n te r  E n g lish  m e d iu m  h ig h e r  
e d u c a t io n  a n d  a ls o  c e r ta in  g e n e ra l  t r a in in g  p ro g r a m s ,  in c lu d in g  T A F E  a n d  u p p e r  s e c o n d a ry  
s c h o o l  c o u r s e s

I D P  a d m in is te r s  IE L T S  th r o u g h  s u b s id ia ry  C o m p a n y  IE L T S  A u s tra lia .  ID P  is  a ls o  
e x p e r ie n c e d  in  o th e r  a r e a s  o f  E n g l is h  l a n g u a g e  te s t in g  a n d  c a n  s c re e n  g r o u p s  o f  c a n d id a te s  
f o r  E n g l is h - m e d iu m  s tu d y  o v e r s e a s  a n d  r e c o m m e n d  a p p r o p r ia te  p e r io d s  o f  p r e p a r a to r y  
E n g l is h  la n g u a g e  tr a in in g .  I t  c a n  a ls o  p ro v id e  E n g l is h  la n g u a g e  te s t in g  S e rv ic e s  t o  o th e r  
s p e c if ic  o b je c t iv e s .

T h e  a p p o in tm e n ts  S e rv ice  a s s is ts  o v e r s e a s  g o v e m m e n ts  a n d  e d u c a t io n  in s t i tu t io n s  t o  
r e c ru i t  a n d  a p p o in t  A u s t ra l ia n  a c a d e m ic  a n d  a d m in is tr a t iv e  s ta ff . T h e  S e rv ice , w h ic h  is  
o f f e r e d  o n  a  c o s t  r e c o v e r y  b a s is  is  s u p p o r te d  b y  ID P 's  n e tw o rk  o f  C o n s u lta n ts  a n d  a  
r e g i s te r  o f  e x p e r t i s e  ID P  o f f e r s  th e  fo l lo w in g  S e rv ic e s  t o  in s t i tu t io n s  in  th e  r e g io n  w h ic h  
s e e k  t o  a p p o in t  s t a f f  f r o m  A u s tra l ia  s u c h  a s  s e a r c h e s  f o r  a n d  P ro v is io n  o f  n a m e s  a n d  
c o n ta c t  a d d r e s s e s  o f  p o te n t ia l  c a n d id a te s .  D r a f t in g  a n d  p la c e m e n t  o f  a d v e r t i s e m e n ts  in  
s e le c te d  m a jo r  n e w s p a p e r s  o r  jo u r n a l s  a n d  c i rc u la t io n  to  a p p r o p r ia te  A u s t ra l ia n  
in s t i tu t io n s .

D is t r ib u t io n  o f  in fo r m a tio n  p ro v id e d  b y  th e  o v e r s e a s  e m p lo y in g  in s t i tu t io n  t o  
p r o s p e c t iv e  a p p l ic a t io n s  S e le c t in g  o f  A u s t r a l ia n  m e m b e rs  o f  in te rv ie w s  p a n e ls .  P r o v is io n  
o f  v e n u e s  a n d  lo g is t ic a l  s u p p o r t  f o r  th e  c o n d u c t  o f  in te rv ie w s  in A u s t ra l ia  P r e p a r a t io n  a n d  
f o r w a r d in g  o f  in te rv ie w  r e p o r t s  g ib in g  d e ta i le d  a s s e s s m e n ts  o f  a p p lic a n ts  In  c o l la b o ra t io n  

w i th  r e le v a n t  A u s t ra l ia n  a n d  o v e r s e a s  a u th o r i t ie s ,  s e le c t io n  a n d  a p p o in tm e n t  o f  s t a f f  f o r  
a c t iv i t ie s  s u p p o r te d  b y  th e  A u s t ra l ia n  a id  b u d g e t .

ID P  r e s p o n d s  t o  th e  n e e d s  o f  A u s t ra l ia n  in s t i tu t io n s  a n d  c h a n g e s  in p o l ic y  a n d  p r a c t ic e  
in  e d u c a t io n  b o th  o v e r s e a s  a n d  in A u s t r a l ia  b y  o rg a n is in g  w o rk s h o p s ,  S e m in a rs  a n d  
C o n fe re n c e s  w h ic h  p r o v id e  a  fo ru m  fo r  o p in io n  a n d  d e b a te . ,  in fo rm a tio n  e x c h a n g e  a n d  
c o l le c t iv e  a c t io n .  A ls o  b y  P u b lish in g  e d u c a t io n a l  m a te r ia ls  s u c h  a s  te x tb o o k s  a n d  c o u r s e  
m a n u a l ,  p r o c e e d in g s  o r  w o r k s h o p s ,  d i r e c to r ie s  a n d  b ro c h u re s  o n  c o u r s e s  a n d  in s t i tu t io n s  
a n d  b y  fo s te r in g  l in k s  b e tw e e n  A u s t ra l ia  a n d  o v e r s e a s  e d u c a t io n  in s t i tu t io n s  b y  a r r a n g in g  
v is i ts  f r o m  o v e r s e a s  e d u c a t io n  p o lic y  m a k e rs ,  a c a d e m ic s  a n d  a d m in is tr a to r s .

A t t h e  r e q u e s t  o f  A u s t ra l ia n  g o v e rn m e n t ,  th e  in te rn a t io n a l  d e v e lo p m e n t p r o g r a m  o f  
A u s t r a l ia n  u n iv e r s i t ie s  a n d  C o lleg es  ( I D P ) ,  in a s s o c ia t io n  w ith  Q a n ta s  h a s  e s ta b l is h e d  
A u s t r a l ia n  e d u c a t io n  c e n t r e s  in  a  n u m b e r  o f  lo c a t io n s  in  th e  A s ian  p a c if ic  r e g io n .  T h e  
C e n t r e s  o f f e r  a  c o m p le te  S e rv ice  o n  A u s t ra l ia n  e d u c a t io n ,  p ro v id in g  in fo r m a t io n ,  
c o u n s e l l in g  a n d  a p p l ic a t io n  p r o c e s s in g  to  o v e r s e a s  s tu d e n t s  a s  w e ll a s  S u p p o r t  f o r  th e  
p r o m o t io n  a n d  r e c ru i tm e n t  o f  A u s t ra l ia n  e d u c a t io n  a re  r e p r e s e n te d  th ro u g h  A u s tra l ia n  
e d u c a t io n  c e n t r e s  h ig h e r ,  te c h n ic a l  a n d  s e c o n d a ry  e d u c a t io n  a n d  in s t i tu t io n s  o f f e r in g  n o n 

fo rm a l  c o u r s e s  in  E n g l is h  la n g u a g e  b u s in e s s  a n d  s p e c ia l s tu d ie s .
A u s t r a l ia n  e d u c a t io n  c e n t r e s  a r e  th e  o n ly  s u c h  c e n t r e s  e n d o rs e d  b y  th e  A u s t ra l ia n  

g o v e r n m e n t  a n d  all S tu d e n t e n q u ir ie s  r e c e iv e d  b y  th e  A u s t ra l ia n  d ip lo m a tic  m is s io n s  a re  
r e f e r r e d  t o  th e m .

The Services for overseas students are free, impartial and comprehensive information on
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the Australian education System, a wide ränge of publications and audio-visual materials 
including directories on Australian education and institutional handbooks, brochures and 
video tapes, counselling on study options; a computerised Information system-cou-search- 
using the latest technology to provide accurate course listings and descriptions; Processing 
o f applications to institutions; assistance with visa applications; Seminars, interviews and 
pre-departure Orientation; English language testing, and assistance with travel 
arrangement

IDP's support fo r  member subscribers

The Services for Australian subscribers are a network o f overseas Offices to support the 
recruitment activities o f Australian education institutions, attractive Office facilities and 
interview rooms, display and storage of institutional materials; arrangement of advertising 
campaigns, Seminars and Student interview schedules for individual institutions or groups 
o f institutions; publication of directories and materials on Australian education, generic 
representation at education exhibitions; publications and briefmg papers on overseas 
education Systems and institutions, assistance with visits to education institutions, 
ministries and agencies; market and promotional advice; in application processing Service, 
including verification o f Student credentials and issues of acceptance advice forms if 
required, English language testing, and supervision of off-shore tests, examinations and 
courses.

Services for govemments and other agencies include Services for sponsored Student 
programs including selection, placement, pre-departure Orientation and travel 
arrangements Also there is assistance with documentation including visa application, 
collection o f fees for transfer to government agencies and commissioned research.

Why do overseas students choose Australian as their education destination?

O v e r s e a s  s tu d e n t s  in d ic a te d  th a t  a  v a r ie ty  o f  f a c to r s  w h ic h  in f lu e n c e  th e i r  r e a s o n s  fo r  
c h o o s in g  A u s t r a l i a  T h e s e  in c lu d e  th e  a w a r d  o f  a  s c h o la r s h ip  t o  s tu d y  in th is  c o u n try  
(H a r r i s  e t  a l, 1 9 9 0 )  T h a t  is  th e  s tu d e n ts  a r e  d ire c t ly  o f f e r e d  a  p la c e  a t  a n  A u s t ra l ia n  

I n s t i tu t io n  v ia  w a y  o f  p e r s o n a l  a c h ie v e m e n t  a n d  a  p a id  a g re e m e n t .
A u s t r a l i a  it w o u ld  s e e m , is  c o n s id e re d  to  h a v e  re la t iv e ly  lo w  c o s ts  o f  l iv in g  a n d  s tu d y  

e x p e n s e s .  in  f a c t ,  6 2  9  p e r  C ent o f  o v e r s e a s  s tu d e n t s  b e lie v e  th e  c o s t  o f  s tu d y  in A u s t ra l ia  
w a s  le s s  th a n  o r  e q u a l  t o  th e  c o s t  o f  s tu d y  in  o th e r  c o m p a ra b le  c o u n tr ie s  ( S te a d m a n  e t  al, 
1 9 9 0 )  T h i s  is  a  d e f in i te  a d v a n ta g e  w h e n  o v e r s e a s  s tu d e n t s  a n d  th e i r  fa m ilie s  a re  
c o n s id e r in g  a n  in te rn a t io n a l  e d u c a t io n  a s  m a n y  o f  th e s e  s tu d e n ts  a re  f r o m  w o r k in g  d a s s  

fa m ilie s  a n d  th e  m a jo r i ty  o f  f in a n c ia l s u p p o r t  c o m e s  f ro m  re la tiv e s .  A n d  y e t  a n o th e r  s tu d y  
u n d e r t a k e n  b y , t h e  I D P ,  o n  b e h a l f  o f  A ID A B  (A u s tra l ia n  In te rn a t io n a l  D e v e lo p m e n t  A id  
B u r e a u )  in d ic a te s  th a t  e d u c a t io n  fe e s  a n d  th e  S ta n d a rd  o f  liv in g  in  A u s t ra l ia  is  n o t ic e a b ly  
h ig h e r  th a n  th a t  in  o th e r  c o m p a ra b le  c o u n tr ie s .  ( B r o w n e  e t  a l)

T h e  h ig h  S ta n d a rd  o f  e d u c a t io n  in A u s t ra l ia  d r a w s  o v e r s e a s  s tu d e n t s  t o  th is  c o u n try .  
S ix ty  o n e  p e r  c e n t  o f  o v e r s e a s  s tu d e n ts  b e lie v e  th e  q u a l i ty  o f  d e g re e  p ro g r a m s  b e in g  
u n d e r ta k e n  in  A u s t r a l i a  w a s  b e t te r  th a n  o r  e q u a l t o  th a n  in  c o m p a ra b le  c o u n tr ie s  
( S te a d m a n  e t  a l, 1 9 9 0 ) .

T h e  r e s t r i c t e d  a c c e s s  t o  te r t ia ry  e d u c a t io n  in th e ir  h o m e  c o u n try  h a s  f o r c e d  s tu d e n t s  to  
s e e k  e d u c a t io n  in  a  f o r e ig n  c o u n try .  F o r  e x a m p le  th e  c o u n try  m a y  o f f e r  o n ly  o n e  o r  tw o  
te r t i a r y  in s t i tu t io n s  w i th  l im ite d  p la c e m e n ts ,  o r  th e  S tu d e n t m a y  live  in a  r e m o te  a r e a  n o t  in 
lo s e  p r o x im i ty  t o  a n  In s t i tu t io n .  T h u s  A u s t ra l ia  w o u ld  b e  v ie w e d  in a  p o s i t iv e  lig h t a s  it
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öfters many universities, Colleges of advanced education and private tertiary institutions 
from which they can choose from.

T r a v e l  c o s t s  a re  lo w e r  th a n  o th e r  e d u c a t io n  p ro v id e r s  a n d  t im e  d i f f e r e n c e s  b e tw e e n  

A u s t r a l ia  a n d  th e  s tu d e n t s ' h o m e  c o u n t r ie s  a re  le s s  ( I n d u s t r y  C o m m is s io n ,  p  2 6 )  T h e  lo w  
in c id e n c e  o f  t r a v e l  c o s t s  th u s  a c t s  a s  a  g re a t  b e n e f it  f o r  A u s t ra l ia  a s  a n  e d u c a t io n  
d e s t i n a t io n

Research Undings on export of education

A u s t r a l ia n  T r a d e  C o m m is s io n  ( A u s t r a d e )  in  its  s u rv e y  in to  e x p o r t  e d u c a t io n  r e v e a l e d  th a t  
A u s t r a l ia 's  e d u c a t io n  a n d  tr a in in g  s e c to r  e x p e r ie n c e d  s u b s ta n t ia l  g r o w th  in  r e v e n u e  f r o m  
tu i t io n  f e e s  f r o m  o v e r s e a s  fu ll p a y in g  s tu d e n t s  in  1 9 8 9  A t th e  s a m e  t im e  o v e ra l l  o v e r s e a s  
fu ll f e e  p a y in g  S tu d e n t n u m b e rs  in c re a s e d  t o  4 2 ,0 0 0  in  1 9 8 9 .

T h e  s u rv e y  a ls o  f o u n d  th a t  th e  re v e n u e  d e r iv e d  f ro m  tu i t io n  fe e s  f r o m  o v e r s e a s  s tu d e n t s  
a n d  th e  n u m b e r  o f  o v e r s e a s  fü ll f e e  p a y in g  s tu d e n ts  s tu d y in g  a t  A u s t ra l ia n  i n s t i tu t io n s  h a s  
in c r e a s e d  s ig n if ic a n tly  e a c h  y e a r  s in c e  th e  S ta rt o f  th e  fu ll f e e  p a y in g  S tu d e n t p r o g r a m  in  
1 9 8 6 . R e v e n u e s  f r o m  tu i t io n  fe e s  in 1 9 8 9  w a s  $ 1 7 4  m illio n , c o m p a re d  w i th  $ 1 0 0  m ill io n  
f ro m  tu i t io n  fe e s  in  1 9 8 8  a n d  $ 2 5  m ill io n  in  1 9 8 7 . M o s t  r e v e n u e  g r o w th  in  1 9 8 9  w a s  
r e c o r d e d  in  th e  t e r t ia ry  a n d  s e c o n d a ry  s e c to r s ,  w ith  r e v e n u e  e a m in g s  in  th e  t e r t i a r y  s e c to r  
in c r e a s in g  b y  a lm o s t  3 0 0  p e r  c e n t  to  $ 6 3  m illio n  T h e  e d u c a t io n  s e c to r  e x p e c te d  e x p o r te d  
e a m in g s  f r o m  tu i t io n  fe e s  f o r  1 9 9 0  w a s  in  e x c e s s iv e  o f  $ 2 7 0  w h ile  th e  n u m b e r s  o f  fü ll f e e  
p a y in g  s tu d e n t s  in  A u s t ra l ia  in 1 9 9 0  w e r e  e x p e c te d  to  r e a c h  6 0 ,0 0 0 ,

Australian government's policy on fu l l  fe e  paying overseas students

D riv e n  b y  th e  d e s ir e  t o  in te rn a t io n a l is e  e d u c a t io n  a n d  tr a in in g  a s  a  m e a n s  o f  g e n e r a t in g  
re v e n u e s ,  A u s t ra l ia n  g o v e m m e n t  in it ia te d  n e w  p o lic y  in  1 9 8 6  a llo w in g  u n iv e r s i t ie s  a n d  
o th e r  e d u c a t io n a l  in s t i tu t io n s  t o  ö f te r  p la c e s  t o  o v e r s e a s  S tu d e n t a t  fü ll c o s t .  W h ile  n o  
lim its  w e r e  p la c e d  o n  th e  n u m b e r  o f  fü ll f e e  p a y in g  o v e r s e a s  s tu d e n t s  w h o  c o u ld  b e  
a c c e p te d ,  th e  g o v e m m e n t  p u t  in  p la c e  g u id e - l in e s  a im e d  a t p re v e n t in g  th e  d i s p la c e m e n t  o f  
A u s t r a l ia n  s tu d e n t s  in  th e  fo rm  o f  s p e c if ie d  m in im u m  c o u r s e  f e e  f o r  fü ll f e e  p a y in g  
o v e r s e a s  s tu d e n ts .  A t  th e  s a m e  tim e , o v e r s e a s  S tu d e n t v is a  p ro c e d u r e s  w e re  s t r e a m lin e d  to  
a s s is t  in s t i tu t io n s  in  m a rk e t in g  th e i r  c o u rs e s .

T h e  e f f e c ts  o f  th e s e  c h a n g e s  w a s  a  d r a m a t ic  in c re a s e  in  s tu d e n ts  n u m b e r s  w i th  S tu d e n t 
a r r iv a ls  m o re  th a n  d o u b l in g  b e tw e e n  1 8 9 6  a n d  1 9 8 9 . In  p a r t ic u la r ,  th e  n u m b e r  o f  s tu d e n t s  

e n te r in g  A u s t ra l ia  t o  s tu d y  n o n - fo rm a l  c o u r s e s  in c re a s e d  sh a rp ly
A u s t r a l ia 's  im m ig ra t io n  p o lic ie s  r e g a rd in g  o v e r s e a s  s tu d e n t s  u n d e rw e n t  v a r io u s  a n d  

f r e q u e n t  c h a n g e s  f r o m  1 9 8 7  o n w a rd s  T h e s e  c h a n g e s  a ro s e  f ro m  c o n c e rn s  th a t  t h e  'e x p o r t s  
o f  e d u c a t io n ' s e c to r  w a s  b e in g  e x p lo i te d  b y  s o m e  s tu d e n ts  a n d  in s t i tu t io n s  I t  w a s  fe i t  b y  
m a n y  in  th e  in d u s t ry  th a t  th e  re la x e d  r e g u la t io n s  in  th e  e a r ly  p a r t  o f  1 9 8 7  a l lo w e d  'n o n  
g e n u in e ' s tu d e n t s  p r im a r ily  in te r e s te d  in  w o r k in g  a n d /  o r  o v e r s ta y in g ,  t o  e n te r  A u s t r a l ia  
w ith  r e la t iv e  e a s e  S tu d e n t  v is a  r e g u la t io n s  a n d  p ro c e d u r e s  w e re  t ig h te n e d  a n d  th e  b o n a  
f id e s  o f  s tu d e n t s  w a s  a s s e s s e d .  h o w e v e r ,  t ig h te n in g  re g u la t io n s  w e re  n o t  j u s t  a im e d  a t 
s t u d e n t s  C o n c e r n s  th a t  s o m e  in s t i tu t io n s  w e re  t a r g e t in g  ’w r o n g ' o r  'n o n - g e n u in e ' s t u d e n t s  
led  t o  s t r i c te r  m ie s  b e in g  im p o s e d  o n  in s t i tu t io n s  th ro u g h  th e  D e p a r tm e n t  o f  E d u c a t io n ,  
E m p lo y m e n t  a n d  T ra in in g  ( D E E T )

T h e  n u m b e r  o f  s tu d e n t s  c o m in g  f o r  E n g l is h  L a n g u a g e  In te n s iv e  C o u r s e s  S tu d e n ts  
( E L I C O S )  a n d  o th e r  s h o r t  c o u r s e s  fe il s ig n if ic a n tly  fo l lo w in g  th e  t ig h te n in g  o f  e n t ry  

p r o c e d u r e s  G e n e ra l ly ,  in s t i tu t io n s  in th e  fo rm a l  s e c to r  w e re  n o t  a f fe c te d  e x c e p t  w h e r e
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th e y  o f f e r e d  n o n  fo rm a l  c o u r s e s  s u c h  a s  E n g l is h  la n g u a g e  tra in in g .
T h e r e  w a s  a  d r a m a t ic  r e d u c t io n  in  S tu d e n t a r r iv a ls  f r o m  p e o p le s  r e p u b lic  o f  C hina (P R C )  

f fo rn  o v e r  2 0 ,0 0 0  in  1 9 8 9  to  an  e x p e c te d  fe w  h u n d re d  in  1 9 9 0 . W h e r e a s  u n d e r  p r io r  e n try  

r e q u i r e m e n ts  a b o u t  f ife  p e r  c e n t  o f  a p p ü c a t io n s  f r o m  th e  P R C  w e re  re je c te d ,  th e  r e je c t io n  

r a t e  in c r e a s e d  t o  a b o u t  n in e ty - f iv e  p e r  c e n t  d u r in g  1 9 9 0 .

Cost and benefit-analysis of overseas students in Australia

In broad terms, the benefits to Australia from the education Services come fforn the 
financial income o f educational institutions and the expenditure of students on goods and 
Services in Australia, less the cost o f providing the exports of education are similar to 
those from the export o f other goods and Services However, there are also some 
important differences

O n e  s e t  o f  d i f f e r e n c e s  a r is e s  f ro m  th e  f a c t  th a t  m o s t  f o r e ig n  c o n s u m e rs  o f  t h e  S e rv ice  

r e s id e  in  A u s t r a l i a  w h ile  th e y  a re  e d u c a te d .  T h is  m e a n s  th a t  th e y :

-  C o n s u m e  g o o d s  a n d  S e rv ic e s  w h ic h  m a y  b e  p r ic e d  a t  le s s  th a t  th e i r  re a l c o s t  
( t r a n s p o r t ,  h e a l th ,  c h i ld re n 's  e d u c a t io n  e t c . )  a n d  in  s o m e  c irc u m s ta n c e s  m a y  a d d  to  
c o n g e s t io n s ,

- Contribute to taxation and tariff revenues when they consume ancillory goods and 
Services.

-  M a y  o b ta in  j o b s  a n d  a f fe c t r e m u n e ra t io n  a n d  e m p lo y m e n t o p p o r tu n i t ie s  fo r  
A u s t r a l ia n s  , a n d  m a y  o v e r s ta y  th e ir  a l lo w e d  t im e  a n d  c o m p ro m is e  A u s t ra l ia 's  
im m ig r a t io n  p ro c e s s e s .

T h e  o t h e r  m a in  d if f e r e n c e s  f r o m  c o n v e n t io n a l  e x p o r t s  a r is e  b e c a u s e  o f  th e  h is to ry  o f  

g o v e r n m e n t  in v o lv e m e n t  in  th e  P ro v is io n  o f  d o m e s t ic  e d u c a t io n .  I n s t i tu t io n s  in  t h e  s e c to r  
a r e  u n u s e d  to  h a v in g  to  s u p p ly  p la c e s  in  r e s p o n s e  t o  m a rk e t  f o r c e s  T h e y  m a y  b e  b a d ly  
o r g a n is e d  t o  t a k e  a d v a n ta g e  o f  n e t b e n e f i ts  a v a i la b le  f r o m  c a te r in g  to  f o r e ig n  d e m a n d  
B e c a u s e  in s t i tu t io n s  c a n n o t  k n o w  w h a t  v a lu e  d o m e s t ic  s tu d e n ts  a t ta c h  t o  p a r t ic u la r  
c o u r s e s ,  i t  is  p o s s ib le  t h a t  th e y  a c c e p t  fo r e ig n  s tu d e n t s  a t  t h e  c o s t  o f  a  p la c e  t o  a  d o m e s t ic  
S tu d e n t w h o  m a y  h a v e  v a lu e d  it m o re  h ig h ly . T h is  m e a n s  th a t  p ro v id in g  p la c e s  t o  f o r e ig n  
s tu d e n t s  in  s o m e  c ir c u m s ta n c e s  m a y  c r e a t e  n e t  c o s ts .

Substantiality of export marketing Australian education

W o r ld - w id e  e x p o r t  e d u c a t io n  is  a  m u lti-b il l io n  d o lla r  in d u s try .  I t  is  e s t im a te d  th a t  A u s t ra l ia  

a lo n e  g e n e r a t e s  a ro u n d  a  b il l io n  d o l la r  in  th e  fo r m  o f  e x p o r t  e a rn in g  f ro m  o v e r s e a s  
s tu d e n t s  ( J  D a w k in s ,  1 9 9 2 ) . T h e  m a rk e t  f o r  e d u c a t io n  S e rv ic e s  is  an  in te rn a t io n a l  o n e  a n d  
is  o f  c o n s id e r a b le  s iz e  T h e  fo l lo w in g  ta b le  i l lu s t r a te s  th e  g e o g ra p h ic a l  d is t r ib u t io n  o f  
o v e r s e a s  s tu d e n t s  e n ro l le d  in  v a r io u s  c o u n tr ie s
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T a b le  4 4 .1
N u m b e r  o f  p o s t - s tu d e n t s  e n ro l le d  b y  c o u n try

C o u n t r y 1 960 1 9 7 0 1 9 8 0 1 984

U S A 5 3 .1 1 4 4 .7 3 2 5 .6 3 4 2 .1

F r a n c e 2 7 .1 3 4 .5 114  2 1 3 3 .8

U S S R 2 7 .9 6 2 .9

G e rm a n y 2 1 .7 2 7 .8 6 1 .8 7 6 .9

U K . 12 .4 2 4 .6 5 6  8

C a n a d a 7 .3 2 2 .3 3 2 .3 3 2 .6

A u s t r a l ia 1.9 5 .9 8.1 1 2 .0

O th e r 8 6 .9 2 0 6 .4 2 5 9 .6 2 5 5 .2

T o ta l 2 1 0 .4 4 9 4 .1 9 2 0 .5

S o u r c e :  H a r r i s  a n d  J a r r e t t ,  1 9 9 0

O v e ra l l ,  it  is  e s ta b l is h e d  th a t  in  1 9 8 9 , o v e r  o n e  m illio n  s tu d e n t s  w e re  s tu d y in g  a b ro a d .  
H e r e  in  A u s t ra l ia ,  in  1 9 9 0  th e r e  w e re  7 0 ,0 0 0  o v e r s e a s  s tu d e n t s  s tu d y in g  in  A u s t r a l ia n  
e d u c a t io n a l  in s t i tu t io n s .  O f  th e s e  4 4 ,0 0 0  w e r e  fü ll - fe e  p a y in g  o v e r s e a s  s tu d e n t s .  O f  th e  
4 4 ,0 0 0  s o m e  2 1 ,0 0 0  w e re  e n ro l le d  in  fo rm a l  s tu d ie s  in  p u b lic  in s t i tu t io n s  s u c h  a s  
s e c o n d a ry  s c h o o ls ,  T A F E  C o lleg es  a n d  u n iv e r s i t ie s .  T h e  re m a in in g  2 3 ,0 0 0  f e e -p a y in g  
s tu d e n t s  u n d e r to o k  re la t iv e ly  s h o r t ,  n o n - f o rm a l  c o u r s e s ,  m o s t ly  in p r iv a te  in s t i tu t io n s .  
T h e s e  s tu d e n t s  c o n c e n tr a te d  in  E n g lish  a n d  b u s in e s s  s tu d ie s  b u t  a ls o  s tu d ie d  a r e a s  s u c h  a s  
a v ia t io n ,  c o m p u t in g  a n d  th e  a r t s  (D a w k in s ,  1 9 9 0 ).

A s  a t  J u n e ,  1 9 9 0 , th e r e  w e re  9 7 0  in s t i tu t io n s ,  b o th  p u b lic  a n d  p r iv a te ,  o f f e r in g  c o u r s e s  
a p p r o v e d  b y  th e  d e p a r tm e n t  o f  e m p lo y m e n t,  e d u c a t io n  a n d  tra in in g  fo r  fü ll f e e  p a y in g  
o v e r s e a s  s tu d e n ts .  O f  th e s e ,  4 8 4  w e re  p r iv a te ly  fü n d e d  C o lle g es  o f fe r in g  c o u r s e s  in  a r e a s  
s u c h  a s  s e c re ta r ia l ,  b u s in e s s  o r  re l ig io u s  s tu d ie s  a n d  E L IC O S .

O v e r s e a s  s tu d e n t s  c a n  s p e n d  m o n e y  o n  A u s t r a l ia n  e d u c a t io n  b o th  a b r o a d  a n d  in 
A u s t ra l ia .  O n e  fo rm  o f  e x p e n d i tu r e  o f f s h o re  is  o n  c o u r s e s  p ro v id e  b y  A u s t r a l ia n  
in s t i tu t io n s  o u ts id e  A u s tra lia . F u r th e r m o re  b e f o r e  a r r iv in g  fo r  A u s t ra l ia n -b a s e d  c o u r s e s ,  
s tu d e n t s  m u s t  p a y  v is a  fe e s  t o  th e  A u s t ra l ia n  g o v e m m e n t  a n d  m a y  p u r c h a s e  t r a v e l  t o  
A u s t r a l ia n  w i th  Q a n ta s .

The great bulk of students expenditure, however is on fees and goods and Services 
provided in Australia. (N B : additional statistics regarding expenditure on education fees 
and goods and Services can be viewed in the appendix )

Wider costs and beneflts inherent in export marketing of education

The presence o f students in Australia can have effects beyond immediate effects in markets 
for the goods and Services that they require:

Balance o f  payments

S o m e  c o m m e n ta to r s  n o te d  a b o u t  b e n e f its  t h a t  th e  e x p o r t s  o f  e d u c a t io n  p ro v id e  t o  th e  
b a la n c e  o f  p a y m e n ts .  M a n y  w o u ld  a rg u e  th a t  in  a n y  a s s e s s m e n t  o f  th e  d e s i r a b i l i ty  o f  
p a r t ic u la r  a c t iv i t ie s ,  s p e c ia l  w e ig h t  s h o u ld  b e  g iv e n  t o  th o s e  w h ic h  e a m  fo r e ig n  e x c h a n g e .  
A  c o ro l la ry  is  th a t  in c re a s e  S u p p o r t s h o u ld  b e  g iv e n  f o r  e x p o r te r s ,  e sp e c ia lly  in  e s ta b l is h in g
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in d u s t r i e s  s u c h  a s  e d u c a t io n

I f  f o r e ig n  e x c h a n g e  is  g iv e n  n o  s p e c ia l  w e ig h t ,  b e n e f its  f ro m  p ro v id in g  g o o d s  a n d  
S e rv ic e s  d o  n o t  v a r y  a c c o rd in g ly  t o  w h e th e r  th e  e x p e n d i tu r e  w a s  d e r iv e d  f r o m  fu n d s  f ro m  
a b r o a d  o r  in  A u s t r a l ia

Immigration issue

S tu d e n ts  c a n  o v e r s ta y  th e i r  v is a s  T h is  c a n  p r o d u c e  c o s ts  if, a s  u n d o u b te d ly  o c c u r r e d  in  th e  
e a r ly  s t a g e s  o f  t h e  d e v e lo p m e n t  o f  th e  in fo rm a l  s e c to r ,  th e  Im m ig ra tio n  p r o c e s s  is 
c o m p r o m is e d  a n d  ille g a l im m ig ra n ts  a d o p t  th e  g u is e  o f  s tu d e n ts  

F r o m  a  b e n e f i t  c o s t  p e r s p e c t iv e  t h e  p ro b le m  o f  o v e r s ta y  s u g g e s ts  tw o  q u e s t io n s :

-  A t  w h a t  le v e l o f  t e m p o r a r y  im m ig r a t io n  d o  w e  b e g in  to  a t t r a c t  a  le v e l o f  n o  
b o n a f id e  S tu d e n t s u c h  th a t  th e  g a in s  f r o m  e x p o r t in g  to  g e n u in e  s tu d e n ts  a re  
e x c e e d e d  b y  th e  c o s t s  a s s o c ia te d  w ith  th e  o v e rs ta y e r s .  ?

- What are the least costly method of Controlling temporary immigration, where costs 
are measured in terms o f administrative resources and discouragement o f bona fide 
students?

S tu d e n ts  in  A u s t r a l ia  m a y  a lso  w o r k  In  p r in c ip le  th is  c o u ld  c a u s e  d is p la c e m e n t  o f  
d o m e s t ic  w o r k e r s .  I t  c o u ld  a ls o  b e  a n  in d u c e m e n t  fo r  th o s e  w ith  d is h o n e s t  m o t iv e s  t o  
c o m e  to  A u s t r a l ia  w i th  l i t t le  in te n t io n  to  s tu d y  T h is  c o u ld  a g a in  h a v e  th e  e f f e c ts  o f  
u n d e rm in in g  im m ig r a t io n  p r o c e d u r e s

Non-tangible benefits fro m  enrolling overseas students

S o m e  o f  th e  m o s t  f r e q u e n t ly  m e n t io n e d  b e n e f i t s  f ro m  e d u c a t io n  e x p o r ts  o c c u r  w h e n  
s tu d e n t s  r e tu m  h o m e  T h e s e  b e n e f i t s  a re  g e n e r a t e d  fro m  b o th  füll fe e  p a y in g  o v e r s e a s  
s tu d e n t s  a n d  s tu d e n t s  w h o  b e n e f i t  f r o m  a s s is ta n c e  th ro u g h  a id  p ro g ra m .

Trade and  commercial benefits

S tu d e n ts  m a y  a c q u i r e  b r a n d  lo y a l t ie s  t o  A u s t r a l ia n  p r o d u c ts  f ro m  th e  e x p e n d i tu r e  in  th is  
c o u n t r y  w h ic h  m a y  im p ly  g r e a te r  f ü tu r e  d e m a n d  th a n  w o u ld  o th e rw is e  h a v e  b e e n  th e  c a s e  
S im ila r ly , th e r e  m a y  b e  in c re a s e d  fa c i l i ta t io n  o f  t r a d e  b e tw e e n  c o u n tr ie s  a s  a  r e s u l t  o f  
p e r s o n a l  a n d  in s t i tu t io n a l  r e la t io n s h ip  d e v e lo p e d  h e re  by  in d iv id u a ls  a b le  t o  f a c i l i ta te  o r  
in f lu e n c e  t r a d in g  l ia is o n s  w i th  A u s t ra l ia  in  th e  fü tu r e  

A u s t r a l ia n  e d u c a te d  p e o p le  m a y  a ls o  in f lu e n c e  th e  d e v e lo p m e n t in  th e i r  h o m e  c o u n tr ie s  
o f  S ta n d a rd s  a n d  r e g u la t io n s  w h ic h  a re  c o m p a t ib le  w ith  A u s tra lia n  S ta n d a rd s  

T h is  h a s  in  th e  p a s t  p r o v e d  t o  b e  o f  c o n s id e r a b le  v a lu e  to  A u s tra lia n  e x p o r te r s

International relations/diplomalic benefits

S o m e  c o m m e n ta t o r s  h o ld  t h e  v ie w  th a t  A u s t ra l ia  b e n e f i ts  p o litic a lly  f ro m  h a v in g  a n  a c t iv e  
o v e r s e a s  S tu d e n t p o l ic y .  T h e  G o ld r in g  C o m m it te e ( ie . ,  R e p o r t  o f  th e  c o m m it te e  o f  r e v ie w  
o f  p r iv a te  o v e r s e a s  S tu d e n t p o l ic y )  r e v e a le d  th a t  th e r e  w e re  m a n y  p e o p le  in  s e n io r  
g o v e r n m e n t  a n d  p o li t ic a l  p o s i t io n s  in  o th e r  c o u n tr ie s  in th e  re g io n  w h o  h a v e  s tu d ie d  in 
A u s t r a l ia  a n d  w h o s e  a t t i t u d e  t o w a r d s  A u s t ra l ia  w e re  g e n e ra l ly  m o re  fa v o u ra b le  a s  a  re s u l t
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Cultural and educational benefits

T h e  p r e s e n c e  o f  o v e r s e a s  s tu d e n ts  in A u s t ra l ia n  in s t i tu t io n s  is  s a id  t o  p ro v id e  a n  
e n r ic h m e n t  o f  th e  e d u c a t io n a l  e n v iro n m e n t.  A u s t ra l ia n  s tu d e n t s  b e n e f i t  b e c a u s e  th e y  a re  
e x p o s e d  to  a  d iv e r s e  rä n g e  o f  p e o p le ,  c u s to m s  a n d  id e a s ,  a n d  g a in  a  m o re  in te rn a t io n a l  
p e r s p e c t iv e .

A g a in  th e  e v id e n c e  is a n e c d o ta l ,  b u t th e r e  is  a  w id e s p r e a d  v ie w  th a t  A u s t r a l ia n  s tu d e n t s  
a n d  in s t i tu t io n s  b e n e f it .

T A F E  Q u e e n s  la n d  lis te d  s e v e ra l b e n e f its ,  in c lu d in g  c u l tu ra l  e x c h a n g e ,  o v e r s e a s  
r e c o g n i t io n  o f  a w a r d s ,  c o n d u c t  o f  a d d it io n a l  c la s s e s  w h ic h  w o u ld  o th e r w i s e  b e  
u n e c o n o m ic ,  a n d  in c re a s e d  re s p o n s iv e n e s s  o f  in s t i tu t io n s  t o  e s ta b l is h  n e w  c o u r s e s  t o  m e e t  
lo c a l a n d  o v e r s e a s  d e m a n d .

Additional potential benefits and costs o f overseas Student studying in Australia are 
articulated below:

T a b le  4 4 .2

Benefits Costs

Private
1 Enriched educational experience 

for some Australian students
2 Enhanced future exports

3 Regional increases in employment 
and income

Institutions
4 Revenue from fees

5 Increased Student numbers which 
exploit economies of scale - 
particularly at the postgrad level

6 Increased research output

Government
7 Revenue from fees and taxation

8 Aid allocation tied to Australian 
institutions

9 Reduced unemployment benefits as 
employing expands

Society (additional to the above)
10 Foreign exchange eamings (fees, 

trade, tourism)
11 Enhanced international under- 

standing and goodwill
12 Immigration of trained manpower

1 Qualified Australian students 
may be crowded out

2 Standards diluted of admissions 
procedures are widely variable

3 Increased racial prejudice may 
occur

4 Excessive numbers of students 
in some courses and unis

5 Foregone research output by 
academic stafif

6 Bureaucratic and support 
Services req'd for overseas 
students which are not fully 
covered by fees

7 Possible subsidisation (medical 
transport, education of children) 
funded by Australian taxpayer

8 Need to respond electorally to 
to some of the above

9 Expenditure effects of the 
additional expenditures 
associated with overseas 
students

S o u rc e :  H a r r i s  a n d  J a r r e t t ,  1 9 9 0
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Potential benefits and costs of overseas Student study for the developing countries are as 
follows:

T a b le  4 4 .3

Benefits Costs

Private
1 G r e a t e r  a c c e s s  t o  h ig h e r  e d u c a t io n ,  

p a r t ic u la r ly  t o  p o s tg r a d  c o u r s e s  n o t 
a v a i la b le  a t  h o m e

2  B r o a d e n e d  e x p e r ie n c e
3 O n -g o in g  c o n ta c ts  a n d  c o l la b o ra t io n

Institutions
4  F e w e r  u n d e rg ra d e  s tu d e n t s  m a y  re lie v e  

d o m e s t ic  r e s o u rc e  p r e s s u r e s

5 S t a f f  t r a in e d  to  h ig h e r  le v e is  a s  re s u l t  
o f  o v e r s e a s  p o s tg r a d  t r a in in g

Government

Society

6  S a v e d  e x p e n d i tu re  o n  h ig h e r  e d u c a t io n ,  
e sp e c ia l ly  i f  fu n d e d  b y  a id

7  E n h a n c e d  in te rn a t io n a l  u n d e r s ta n d in g

8 P r o d u c t iv i ty  in c re a s e s  t o  a  g r e a te r  
d e g r e e  th a n  o th e rw is e ,  e s p e c ia l ly  in 

r e s p e c t  t o  p o s tg r a d  s tu d y

1 P r iv a te  c o s t s  o f  tu i t io n  a n d  
liv in g

2  In c o m e  fo r  e g o n e  w h ile  s tu d y in g

3 W e a k e n e d  b y  s h o r t - t e r m  a n d /o r  
lo n g - te r m  lo s s  o f  b e s t  s tu d e n ts  
o v e r s e a s

4  G o v e rn m e n t  fu n d in g  m a y  re m a in  
lim ited  a s  p r e s s u re  t o  e x p a n d  
lo c a l e d u c a t io n  b u d g e t  r e d u c e d

5 M a y  a l lo w  d e s ir a b le  d o m e s t ic  
r e fo r m s  to  b e  p u t  o f f

6  D e p e n d e n c e  m a y  b e  m a in ta in e d
7  M a y  p ro m o te  in e q u a li ty
8 L o s s  o f  f o r e ig n  e x c h a n g e  m a y  

w o r s e n  b a la n c e  o f  p a y m e n ts
9  L o s t  o u tp u t  d u r in g  t im e  

o v e rs e a s

S o u r c e :  H a r r i s  a n d  J a r r e t t ,  1 9 9 0

Promotional campaign

O v e r s e a s  p r o m o t io n  h a s  b e c o m e  in c re a s in g ly  im p o r ta n t  b o th  in te rm s  o f  a , a t t r a c t in g  
o v e r s e a s  s tu d e n t s  a n d  b ,  p ro v id in g  in fo r m a tio n  re le v a n t  t o  s tu d e n ts  n e e d s

T e r t i a r y  in s t i tu t io n s  in  th e i r  a t te m p ts  t o  c a p tu r e  th e i r  m a rk e t  s h a re s ,  h a v e  d e v e lo p e d  
m a rk e t in g  s t r a t e g i e s  a im e d  a t o v e r s e a s  m a rk e ts  

W h ils t  e x p lo r in g  d e ta i le d  m a rk e t in g  s t r a te g ie s  a s  a d o p te d  b y  in d iv id u a l t e r t i a r y  a n d /o r  
t r a in in g  in s t i tu t io n  m a y  b e  fa s c in a tin g ,  h o w e v e r  d u e  to  c o n s t r a in ts  o f  s p a c e  a n d  t im e  h e re ,  I 
o n ly  w is h  t o  f o c u s  o n  b ro a d  p ro m o t io n a l  s t r a te g ie s  b e in g  w id e ly  a d o p te d  b y  th e s e  
in s t i tu t io n s
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O v e r s e a s  p r o m o t io n  b y  A u s t ra l ia n  e d u c a t io n a l  e x p o r te r s  h a s  tw o  o b je c t iv e s  T h e  f i r s t  is  
th e  m o r e  g e n e r a l  a im  o f  ra is in g  th e  a w a r e n e s s  o f  A u s t ra l ia  a s  a n  e d u c a t io n a l  e x p o r t e r  a n d  
d iv e r t in g  p o te n t ia l  s tu d e n t s  a w a y  f ro m  o th e r  d e s t in a t io n s ,  in  p a r t ic u la r  th o s e  in  th e  
n o r th e m  h e m is p h e r e  t o w a r d s  A u s t ra l ia n  e d u c a t io n a l  o p p o r tu n i t ie s .  T h is  is  a  f o r m  o f  
'g e n e r ic ' p r o m o t io n  o f  A u s t ra l ia n  e d u c a t io n a l  o p p o r tu n i t i e s  a n d  in s t i tu t io n s  a s  a  w h o le .

T h e  s e c o n d  is  th e  s p e c if ic  ta s k  o f  C o n v e r t in g  th is  a w a r e n e s s  in to  e n ro lm e n ts  a t  p a r t ic u la r  
A u s t r a l ia n  in s t i tu t io n s .

I n s t i tu t io n s  m e e t  th e s e  o b je c t iv e s  in  a  v a r ie ty  o f  w a y s  M a n y  ta k e  p a r t  in  j o in t  p r o m o t io n  
c o - o r d in a te d  b y  A u s t r a d e  a n d  th e  A u s t r a l ia n  E d u c a t io n  C e n t r e s  (A E C s ) .  S o m e  a r e  d i re c t ly  
r e p r e s e n te d  o v e r s e a s ,  o th e r s  e m p lo y  p r iv a te  a g e n t s  t o  r e p re s e n t  th e i r  in te r e s ts  a n d  to  
r e c ru i t  s tu d e n t s  I n te rv i e w s  o r  le c tu r e s  a r e  c o n d u c te d  b y  th e  S ta ff  f ro m  s o m e  in s t i tu t io n s  
in  o v e r s e a s  c o u n t r ie s  M o s t  in s t i tu t io n s  u s e  a  c o m b in a t io n  o f  th e s e  m e th o d .

S tu d e n ts  in  o th e r  c o u n tr ie s  in te n d in g  t o  s tu d y  a b ro a d  w ill s e e k  In fo rm a tio n  f r o m  a  

v a r ie ty  o f  s o u r c e s  o n  th e  s tu d y  p o s s ib i l i t ie s  a v a i la b le  t o  th e m  In  th e  c a s e  o f  s tu d y  
o p p o r tu n i t i e s  in  A u s t ra l ia ,  th is  c o u ld  c o m e  f r o m  A E C s  e d u c a t io n  a g e n ts ,  e m b a s s y  o r  
d ire c t  f r o m  in s t i tu t io n s  th e m s e lv e s  W o rd  o f  m o u th  a d v ic e  is  s a id  t o  b e  im p o r ta n t

Direct representation

In overseas markets there are a large number of private agents who specialise in promoting 
educational institutions and their courses and recruiting students These agents work 
within a consultancy arrangement and usually represent a small number of institutions and 
are generally rewarded on a Commission basis paid by the Student, institution or both.

Agents can also arrange visa, travel and Services for a fee paid by the applicant. Agent 
may represent institutions from a number of countries.

The E L I C O S  association expressed the view that private agents' commissions paid by 
Australian institutions ränge from seven per cent to twenty per Cent of course fees the 
association also indicated that while most public sector Colleges are paying their agents ten 
per cent of the course fee for which each Student recruited, the vast majority o f private 
Colleges were paying their agents fifteen pe cent

State government promolional activities

S o m e  S ta te s  a r e  in v o lv e d  in  th e  d ire c t  p r o m o t io n  o f  e d u c a t io n  S e rv ic e s  in  o v e r s e a s  
m a rk e ts .  T h e  N e w  S o u th  W a le s  G o v e rn m e n t  e s ta b l is h e d  th e  E d u c a t io n  E x p o r t  A d v is o ry  
C o u n c i l  ( E E A C )  in  1 9 8 9 , o n e  ro le  o f  w h ic h  is  t o  d e v e lo p  s t r a te g ie s  t o  s t im u la te  th e  

m a r k e t in g  o f  e d u c a t io n  S e rv ic e s  t o  o v e r s e a s  s tu d e n t s .  I t  a c t s  t o  c o -o rd in a te  a n d  m a r k e t  th e  
in d u s try .

T h e  r e c e n t  N e w  S o u th  W a le s  E x p o r t  E d u c a t io n  In d u s try  T a s k  F o r c e  R e p o r t  
r e c o m m e n d e d  a  fe a s ib i l i ty  s tu d y  o f  s p e c ia l is t  m a rk e t in g  a r ra n g e m e n ts  f o r  th e  N .S .W 's  
e d u c a t io n  e x p o r t  in d u s t ry  a n d  s u p p o r t  f o r  e d u c a t io n  b y  th e  fu n d in g  o f  lia is o n  o f f ic e r s  f o r  
N o r th  e a s t  a n d  S o u th  E a s t  A sia .

Austrade

A u s t r a d e  p r o v id e s  a s s is ta n c e  t o  p ro v id e r s  o f  e x p o r t  o f  e d u c a t io n  th ro u g h  i ts  e d u c a t io n  a n d  
t r a in in g  e x p o r t  d e v e lo p m e n t  p r o g r a m  a s  w e ll  a s  th r o u g h  th e  e x p o r t  m a rk e t  d e v e lo p m e n t  
g r a n t  s c h e m e

Current promolional activities
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, B e t w e e n  1 9 8 6  a n d  J u n e  1 9 9 0  A u s t r a l ia n  e x p o r te r s  o f  e d u c a t io n  w e re  a b le  t o  u s e  
A u s t r a d e 's  e x p o r t  s u p p o r t  p ro g r a m  in  S o u th  E a s t  a n d  N o r th  A s ia n  m a rk e ts  b y  s u b s c r ib in g  

t o  t h e  e d u c a t io n  a n d  t r a in in g  e x p o r t  d e v e lo p m e n t  p ro g ra m . In  o th e r  m a rk e ts  A u s t r a d e  
p r o v id e d  s u p p o r t  o n  a  f e e  f o r  S e rv ic e  b a s is .  T h e  p ro g r a m 's  a im  w a s  t o  f a c il i ta te  e n t ry  in to  
w o r ld  m a r k e t s  P a r t i c u la r ly  th o s e  w h e re  d e m a n d  f o r  e d u c a t io n  e x c e e d e d  d o m e s t ic  c a p a c i ty  
t o  s u p p ly ,  a n d  t o  in c r e a s e  a w a r e n e s s  in  o t h e r  c o u n tr ie s  o f  A u s t ra lia 's  c a p a b il i ty  a s  a  
c o m p e t i t iv e  s u p p l ie r  o f  e d u c a t io n .

Export market development grant scheme

U n d e r  th i s  s c h e m e  g r a n t s  a re  p ro v id e d  to  s m a ll  t o  m e d iu m  s iz e d  e x p o r te r s  to  s e e k  o u t  a n d  
d e v e lo p  o v e r s e a s  m a rk e ts .  A u s t r a d e  p r o v id e s  c a s h  g r a n ts  b a se d  o n  e lig ib le  e x p e n d i tu re s  
in c u r r e d  o n  e x p o r t  p ro m o t io n  o n  th e  p r e c e d in g  y e a r .  c h a n g e s  w e re  m a d e  to  th e  s c h e m e  in  

1 9 9 0 . T h e  n u m b e r  o f  p a y m e n ts  is  n o w  l im ite d  t o  8 . T h e  m in im u m  e x p e n d i tu re  th r e s h o ld  
w a s  in c r e a s e d  f r o m  $ 1 0 ,0 0 0  to  $ 3 0 ,0 0 0  w i th  e x p e n d i tu r e  a f te r  th e  f ir s t  $ 1 5 ,0 0 0  e lig ib le  f o r  
r e - im b u r s e m e n t .  T h e  m a x im u m  g r a n t  w a s  in c r e a s e d  to  $ 2 5 0 ,0 0 0 (  w ith  a  e x p o r t  c e i l in g  o f  $ 
tw e n ty - f iv e  m ill io n )  a n d  th e  g r a n t  r a t e  r e d u c e d  t o  f if ty  p e r  c e n t  o f  e lig ib le  e x p e n d i tu r e  
S m a ll e x p o r t e r s  c a n  g r o u p  to g e th e r  a n d  C la im  a s  a n  A p p ro v e d  T ra d in g  B o d y

Australian international development a id  bureau (AIDAB)

T h r o u g h  A ID  A B , A u s t ra l ia  a s s is ts  d e v e lo p in g  c o u n t r ie s  in  s tr e n g th e n in g  th e ir  h u m a n  b a s e  
t h r o u g h  a  r ä n g e  o f  e d u c a t io n  a n d  t r a in in g  p r o g r a m  P r o g ra m s  in c lu d e  th e  E q u i ty  a n d  M e r i t  
S c h o la r s h ip  S c h e m e  (E M M S ) .  T h e  s p o n s o r e d  t r a in in g  p ro g ra m  a n d  v a r io u s  e d u c a t io n  a n d  
t r a in in g  a c t iv i t i e s  in  in d iv id u a l c o u n tr ie s  I n  a d d i t io n ,  m a n y  d e v e lo p m e n t p ro je c ts  p ro v id e  

v a lu a b le  P r o fe s s io n a l  tr a in in g  f o r  c i t iz e n s  o f  d e v e lo p in g  c o u n tr ie s ,  th is  t r a in in g  is  
u n d e r t a k e n  in  t h e  d e v e lo p in g  c o u n try  a s  w e ll  a s  in  A u s tra lia .

M a n y  s tu d e n t s  t r a in e d  in  A u s t ra l ia  t a k e s  u p  k e y  p o s i t io n s  in  g o v e m m e n t  a n d  b u s in e s s  o n  
th e i r  r e tu r n  h o m e .  W ith  th e i r  P ro fe s s io n a l  q u a l i f ic a t io n s  a n d  la n g u a g e  sk ills  d e v e lo p e d  in  
A u s t r a l ia  M a n y  s tu d e n t s  o n  r e tu r n  p la y  n  im p o r ta n t  ro le  in  m a jo r  d e v e lo p m e n t  Co
o p e r a t io n  p r o je c t s  T h e  s tu d e n ts  p la y  k e y  ro le s  in  p ro je c ts  f iin d e d  b y  A u s t ra l ia  a n d  
in v o lv in g  A u s t r a l ia n  C o m p a n ie s

D ü r in g  1 9 9 2  th e  E q u i ty  a n d  M e r i t  S c h o la r s h ip  s c h e m e  w ill s e e  a lm o s t  3 0 0 0  s tu d e n ts  
f r o m  m o r e  th a n  th i r ty  d e v e lo p in g  c o u n t r ie s  s tu d y in g  in  A u s t ra lia

I t  is  i n s t r u c t iv e  t o  n o te  th a t  u n d e r  th is  s c h e m e ,  w o m e n  re c e iv e  h a l f  o f  th e  s c h o la r s h ip s
M o s t  s c h o la r s h ip s  a re  f o r  s tu d e n t s  f r o m  th e  A s ia /P a c if ic  re g io n ,  b u t  s o m e  A fr ic a n  

c o u n t r ie s  a r e  in c lu d e d  T h e  s c h o la r s h ip s  c o v e r  fu ll tu i t io n  fe e s  u s u a lly  f a re s  t o  a n d  f ro m  

A u s t r a l ia  a n d  liv in g  a l lo w a n c e s

Education and training export development program

Internationalizing Australia's training and education

C o tt r i l l  ( 1 9 8 9 )  S ta te s  th a t  th e r e  is  s o m e  u r g e n c y  a b o u t  m a rk e t in g  a c t iv it ie s  i f  A u s t ra l ia  is  t o  
m a k e  t h e  b e s t  u s e  o f  t h e  lim ite d  t im e  s p a n  th a t  e x is ts  o r  an y  c o m p e ti t iv e  a d v a n ta g e s  
A u s t r a l i a  still h a s  in  h ig h e r  e d u c a t io n

J a p a n  a n d  K o r e a  h a v e  re c e n t ly  s ta r te d  t o  p u t  in to  p la c e  th a t  in v e s tm e n t  in h ig h e r  
e d u c a t io n  w h ic h  w ill t a k e  th e m  to  th e  f o r e f r o n t  o f  r e s e a rc h -  a  r e p e a t  o f  w h a t  th e y  h a v e  
d o n e  in  m a n u f a c tu r in g  C o t t r i l l  a ls o  m a in ta in s  th a t  c o m p e t i t io n  f ro m  A m e r ic a  a n d  th e  U K

461



is superior in certain design features as eil as in the ränge of the education Services on 
offer These superior features can include Provision of within home country language and 
course studies serving a consortium of foreign country institution. The overseas country 
consortia may also offer credit transfer for studies between member institutions, and 
speedy admission procedures.

In  M a la y s ia  a  c o n s o r t iu m  o f  n o r th e rn  B r i t is h  u n iv e rs it ie s  h a s  g a in e d  a  d o m in a n t  m a rk e t  
P o s i t io n  f o r  th e s e  r e a s o n s
In  I n d o n e s ia ,  th e  U S  is  m o r e  a t t r a c t iv e  th a n  A u s t ra l ia  t o  In d o n e s ia n  o r g a n is a t io n s  s e n d in g  
s tu d e n t s  a b r o a d ,  o r  t o  In d o n e s ia n s  g o in g  a b ro a d  

In  1 9 8 7  th e r e  w e r e  le s s  th a n  1 ,0 0 0  I n d o n e s ia n s  u n d e r ta k in g  fo rm a l s e c o n d a r y  o r  t e r t i a r y  
c o u r s e s  o f  s tu d y  in  A u s t ra l ia .  In  th e  U S  in  th e  s a m e  y e a r  th e r e  w e re  1 0 ,0 0 0  In d o n e s ia n  
s tu d e n t s  d o in g  t e r t i a r y  c o u r s e s ,  o f  w h o m  7 ,0 0 0  w e re  u n d e rg ra d u a te .  A  p a r t i c u la r  s ta te ,  
C a l ifo rn ia ,  w a s  t h e  m o s t  a t t r a c t iv e  w i th  4 ,0 0 0  s tu d e n ts  (A a n e s o n , 1 9 8 8 ),

F in a lly ,  e x p o r t  e d u c a t io n ,  a s  n o te d  e a r l ie r ,  h a s  e n o rm o u s  e c o n o m ic ,  s o c ia l ,  p o l i t ic a l ,  
c u l tu ra l  a n d  d ip lo m a t ic  b e n e f i ts  f o r  A u s t r a l ia  m a d e  p o s s ib le  th r o u g h  th e  in i t ia t iv e s  o f  

g o v e m m e n t ,  p u b l ic  a n d  p r iv a te  t e r t i a r y  in s t i tu t io n s .  T h u s  w e  m u s t  d e v e lo p  S tra te g ie  
p la n n in g  t o  m a n a g e  th e  p ro c e s s  o f  in te m a t io n a l is in g  A u s t ra lia 's  t r a in in g  a n d  e d u c a t io n  
p r o g r a m s  in  a n  e f f e c t iv e  m a n n e r .

C o n s is te n t  w i th  th i s  S tra te g ie  g u id in g  p r in c ip le ,  w e  m u s t r e le n t le s s ly  p u r s u e  a  h ig h  
d e g r e e  o f  a c a d e m ic  e x c e l le n c e  w h ils t  m a in ta in in g  o u r  S e rv ice s  w ith  in te g r i ty ,  s e n s i t iv i ty  
a n d  a n  o p e n  m in d  C o n d u c t  o f  o u r  r e c r u i tm e n t  c a m p a ig n  m u s t  b e  p e r fo r m e d  in  a n  e th ic a l  
a n d  r e s p o n s ib le  m a n n e r .  M u tu a l  o b l ig a t io n s  o n  th e  p a r i  o f  b o th  S tu d e n t a n d  th e  in s t i tu t io n ,  
a re  t o  b e  m a d e  e x p lic i t  in  c le a r ,  c o m p re h e n s iv e  a n d  a c t io n a b le  c o n t r a c t  ( B r o w n e  o p - c i t )  
T h is  a c t  c o v e r s  b o th  p a r t ie s  in  th e  e v e n t  t h a t  s h o u ld  f i i tu re  c o n fu s io n  o c c u r ,  th e r e  is  a 
c o n t r a c tu a l  a g r e e m e n t  th a t  c a n  b e  c a l le d  u p o n  f o r  d o c u m e n ta t io n  o f  b o th  p a r t ie s ' 
a g r e e m e n ts .  O n ly  s u c h  a  c o h e r e n t  p o l ic y  w e  w o u ld  c o n tin u e  to  a c h ie v e  a  p r o f i t a b le  f i i tu r e  
f o r  A u s t r a l ia  o n  a  lo n g - t e r m  b a s is

Finally, it would be deemed necessary to provide Austraüan social study curriculum in 
addition to English lessons for overseas students (i.e. prior to their undertaking tertiary 
education) at least for a period of six months in Order for international students to gain a 
sound understanding of the Australian social System, including culture, government 
structure and legal System. Australian academic staff involved in international education 
may also be required to undergo cultural Orientation on international students cultural 
heritage(s) in order to become effective educational Service providers Infrastructural 
support, including accommodation, library and Computer facilities should be expanded in 
Order to better cater for international students
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Figure 44.2 Full fee  paying Student enrolment growth in Australia
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Tertiary TAFE Secondary ELICOS Special Studies Other

Figure 44.3 Revenue figure for 1989 by sector (compared to 1988)
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Fig u re  4 4 .4  1989 füll fee Student numbers by sector (com pared to  1988)
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Total number of full fee tertiary students in 1989: 6.699

Figure 44.5 Country of origin of full fee paying students undertaking tertiary studies in 
1989 ’

Figure 44.6 Country o f origin of full fee paying students undertaking TAFE studies in
1989 ’
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Total number of full fee secondary students in 1989: 3.490

Figure 44.7 Country of origin of full fee paying students undertaking secondary studies in 
1989

PR China 42.4%

Japan 20.8%

RO Korea 8.6%

Europa 3,8%

Hong Kong 4.2%

Indonesia 5.7%
Taiwan 6,4%

Total number of full fee ELICOS students ln 1989: 24.835

Figure 44.8 Country o f origin of full fee paying students undertaking ELICOS studies in
1989
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PR China 33,1%

Thailand 12,7%

Taiwan 3,6%

Malaysia 3,6%

Japan 3,9% 

RO Korea 5,2%

Philippines 1,2% 
Singapore 1,3% 

Middle East 1,4%

NewZeeland 2,1%

Hong Kong 8,6%

Indonesia 7,5%

India 6,3%

Total number of full fee Special Studies students in 1989: 4.318

Figure 44.10 Markets for institutions' promotional activities in North Asia during 1989
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Indonesla 14,1%

Figure 44.11 Markets for institutions' promotional activities in Oceania & South East 
Asia during 1989

FR Germany 5,8%

Figure 44.12 Markets for institutions' promotional activities in Europe during 1989
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(Industry Estimates)

1989
(Survey Results)
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Total 1989 revenue: $174.309.868 
Projected 1990 revenue: $278.334.189
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Figure 44.13 1989 revenue and projected 1990 revenue by state
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Figure 44.14 1989 Student enrolments & projected 1990 enrolments by state
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Figure 44.15 Disciplines studied by full fee paying students fforn the peoples' Republic of 
China in 1989
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Figure 44.16 Disciplines studied by full fee paying students firom Japan in 1989
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N u m b e r o f  S t u d e n t s

f rc m  Heng Kong ... 1 ^ 9  .

Tertiary TAFE Secondary ELICOS Special Studies Other Offshore

Figure 44.17 Disciplines studied by full fee paying students from Flong Kong in 1989
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Figure 44.18 Disciplines studied by full fee paying students from Malaysia in 1989
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45 Teaching entrepreneurship 
to mixed-discipline Student 
groups at the University of 
Western Australia
David Hilditch

At the University of Western Australia, Entrepreneurship is taught in the Faculty of 
Economics and Commerce Two courses are available, both similar in content and struc- 
ture and each of one Semester (thirteen weeks) duration. One course is offered in the 
undergraduate Programme in the Department of Management and the other is an MBA 
elective in the Graduate School of Management The latter course was designed in 1980, 
whilst the undergraduate course was established in 1986 in the Department of Electrical 
and Electronic Engineering, but was delivered by the Department of Management The 
initiative taken by the Head of Department o f Electrical and Electronic Engineering to in- 
clude Entrepreneurship in the engineering Curriculum was in response to the increasing 
need for Honours students to understand the processes of commercial exploitation of intel- 
lectual property and to leam how to establish new ventures. The Western Australian 
Government through its Department of State Development was very supportive and pro- 
vided a grant of $30,000 to assist the establishment of the course The decision to deliver 
the course in the Department o f Management was made after the Faculty of Economics 
and Commerce included Entrepreneurship as a management elective at second or third 
year undergraduate level The principle objective of this paper is to outline the 
methodology used in teaching Entrepreneurship in the undergraduate programme and to 
comment upon students' leaming experiences.

The first Student intake was highly differentiated with enrolments front three Faculties. 
The course now has a reasonably predictable Student mix comprising 75 per cent 
Economics & Commerce students, 15 per cent Engineering students and 10 per cent 
Science students, with total enrolments of around 100. See figure 45.1.
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STUDENT ENROLMENTS

DISCIPUNE

B. Commerce 

B. Economics 

B. Engineering 

B. Eng. Hons 

B. Science 

M. Science 

Pg. Dip. Science 

Other

TOTAL

1989 1990 1991 1992
47 77 75 59
18 11 9 13
24 9 8 0
14 5 5 5

0 0 0 3

3 3 2 2

5 3 7 1

1 0 1 1

112 108 107 84

Figure 45.1 Discipline by Student enrolments (1989-92)

Another significant variable in the Student mix is the year of study This ranges from first 
year Commerce to postgraduate level Biotechnology, but the majority are second and third 
year Economics & Commerce students See figure 45.2.

YEAR OF STUDY

First year 

Second year 

Third year 

Fourth year 

Masters 
Pg. Diplome 

Other

TOTAL

STUDENT ENROLMENTS

1989 1990 1991 1992

2 6 2 4

32 37 43 28

31 45 40 42

38 14 13 6

3 3 2 2

5 3 7 1

1 1

| 112 108 j 107 84

Figure 45.2 Year of study by enrolments (1989 - 1992)
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The Entrepreneurship course has no prerequisites; students enter at the point where it 
fits their Overall study plan. The course is designed to ensure that no category o f  students 
is disadvantaged (particularly engineering and Science students) through a lack of 
knowledge o f  some o f  the basic business skills such as marketing and finance. There is not 
a detailed approach to the teaching o f business skills; the main emphasis is to get students 
to use more o f their right brain attributes; to be Creative, innovative lateral thinkers, 
working together and leaming from each other.

The course has evolved over the past six years after commencing with a fairly typical 
format derived from a leading business school in the USA. Many of the case studies were 
North American and publications originated in the USA. In recent years however there has 
been a marked uptum in research in other countries, including Australia, and the course 
has been adjusted to introduce as much new content as possible, including published 
Australian case studies. Multi-media is also an important factor; classes include Videos, 
guest Speakers, project presentations and experiential exercises.

Students are continuously assessed. They are required to submit two individual assign- 
ments (30 per cent), a business plan (40 per cent) and sit a final examination (30 per Cent).

The two individual assignments are case studies and are equally weighted. Students are 
given about 10 days to complete each assignment which focuses on a particular aspect of 
entrepreneurship studies. For instance, in 1992 Case Study No 1 required students to de- 
termine whether or not a ’window of opportunity' was correctly identified by an entrepre
neur setting up a new venture and whether a 'sustainable competitive advantage' existed. 
Case Study No. 2 required students to analyse the marketing strategies employed by an en
trepreneur beyond start-up.

The major assignment is the preparation o f a business plan for a new venture. In the first 
week o f  Semester, teams o f four or five students are randomly selected, whilst ensuring 
that at least one engineering and/or Science Student is allocated to each team Tutorial 
preferences are also taken into consideration. Students are required to generate an idea o f  
their own (a product, not a Service) and to write a business plan which has to be presented 
at the end o f  Semester in both written and oral form. Over a period o f  approximately 
twelve weeks each team is required to make decisions, resolve Problems and deal with 
intergroup conflict in very much the same way that any group o f Professionals involved in 
a start-up Company would, o f necessity, work together to write a business plan. Each 
Student is expected to be responsible for preparing a discrete section o f  the business plan 
e.g., marketing, or manufacturing, or financial analysis etc. and to provide regulär 
feedback to team members at weekly progress meetings.

In practice, students generally allocate duties and responsibilities on the basis o f their 
particular interest or skills, which usually results in a sustainable commitment to progress 
the business plan in an orderly way through its several stages, aided by tutor Support and 
encouragement. All students are encouraged to think and act entrepreneurially, and focus 
on the process rather than be concemed about picking winners. To stimulate real time 
thinking, students are required to own the venture in the first instance, in equal 
proportions, and to determine an equitable basis for ongoing participation, management, 
and/or subsequent divestment.

The emphasis on a product also ensures that students have to consider alternative manu
facturing strategies or licence arrangements.

In 1992 there were seventeen business plans. These varied from very simple low 
technology products with little or no research and development to high technology 
Products with intensive research and development programmes and consequent long lead 
times to a market entry position. See figure 45.3.
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UNDERWATER SUNGLASSES 
AUTOMATIC FERTILISER 
ZIPPED TOWELS 
REFREEZABLE ICE PACK 
BIOMETRIC ATM 
GENEALOGICAL CHARTING 
SOLAR SHOWER 
ROOFRACK LOCKING DEVICE 
EDUCATION CASSETTES 
BUMPER BEEPER 
MULTI GLOVE 
POWER WRENCH 
AUTOMATIC SHEEP SHEARER 
VELCRO STRAPS 
IRON SAFETY HOLDER 
CURRY PUFFS

Figure 45.3 List of business plans (1992)

After the initial idea generation stage, students are required to submit a one page 
proposal o f their new venture for approval Thereafter students are expected to meet at 
least twice each week, once in the tutorial session and once in their own time 

Progress reports also have to be prepared and submitted at the end of each week 
through to week nine. Tutors review progress, discuss difficulties, and provide help and 
guidance There are usually three teams in each tutorial and this has generally proved to be 
an Optimum number for tutors to manage

Students sometimes take time to settle into their roles. Invariably they do not know each 
other, group dynamics and behaviour pattems vary. Some teams work very well together 
ffom commencement of the business plan whilst others take more time to settle and some
times never really become fully focused on the task Occasionally a team requires tutor 
intervention, usually to resolve inequitable work loads resulting ffom absence or low moti
vation At any time prior to the business plan Submission date, students in each team can 
apply for a redistribution of the final grade to take account of inequities, provided all stu
dents agree. In four years, this Situation has occurred only twice ■

In week twelve each team has to make a ten minute oral presentation of their business 
plan to a group of'potential investors1. Teams are graded on clarity and timeliness of the 
presentation, use o f visual aids, credibility and overall appeal 10 per Cent o f the total 
allocation of 40 per cent for the business plan is awarded for the oral presentation 
Students are required to submit their business plans in written form in week thirty These 
are evaluated on product choice and application, content and structure, supporting data, 
and presentation style Generally, students' business plans are of an extremely high 
Standard, well researched and presented. Overall results in the course in the three year 
period 1989 to 1991 have been normally distributed with a mean of 67.2 per cent (Grade 
B) and a Standard Deviation of 5.7 per cent. Few students gain a high distinction (above 
80 per cent, Grade A+) and only occasionally do students fail the course (See figure 
45.4).
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GRADES

Figure 45.4 Overall grades (1989-1991)

The course is evaluated each year by students and is rated well in comparison to other 
mainstream management units. Student - course compatibility usually scores highest, in 
1992 the highest ranked response was 'This course is relevant to my future' The business 
plan is considered by most students to be one of the most valuable learning experiences

It is evident that the undergraduate Entrepreneurship course at the University of 
Western Australia provides students the opportunity to broaden their learning experiences 
and enables them to meet new challenges with confidence and vigour They are afforded 
ffeedom to be Creative, innovative and to challenge the Status quo This conditioning is 
essential for business survival in the 1990's. As Daniel Muzyka States (1992, INSEAD):

'Entrepreneurship is a response to what is happening in the World At the moment 
there is a lot of restructuring going on - which creates both problems and opportuni- 
ties. Also people are disgruntled about corporations and want to be able to choose 
less conventional directions'.

Finally, it is perhaps worth commenting on two other variables which may have some in- 
fluence on the structuring of the entrepreurship course in the future; female participation 
and overseas Student enrolments. Between 1989 and 1992 females accounted for 22 per 
Cent to 33 per cent o f ttal Student enrolments. (See figure 45.5).

120

1989 1990 1991 1992

Figure 4 5.5 Female participation by enrolments (1989-92)
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There is no significant evidence of increased female participation in the course, despite 
global trends of increasing numbers of women entrepreneurs (Robert Hisrich, 1992,

, 'Entrepreneurship') particularly those women retuming to the work force later in life This 
suggests that female graduates at the University o f Western Australia do not see en
trepreneurship as an initial career choice. However more research is needed to validate this 
argument.

Secondly, overseas Student enrolments have shown a steady increase, from less than 1 
per cent in 1989 to 17 per Cent in 1992 (See figure 45.6).

120 
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40 

20  

0
1989 1990 1991 1992

Figure 45.6 Overseas enrolments (1989-92)

Most overseas students are from South East Asia and of Chinese descent. The impact of 
this variable was evident for the first time in 1992 particularly in the preparation of the 
business plans. In the füture there will be adjustments to the course outline to include the 
internationalisation of entrepreneurship, with specific focus on the Pacific Rim economies, 
particularly Singapore, Hong Kong and Malaysia.
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4 6  Training the hidden 
entrepreneur
Dianne L. W. Wingham

A bstract

The key message in this paper is that there is an inherent problem with the continuing 
reliance upon the traditional methods and Systems of providing functional training in the 
operational aspects of a business or profession. Progression through the hierarchy, earned 
by competent Professional practitioners, often leaves them with the perception that they 
are becoming less qualified to perform the tasks included in their job description In short, 
they are suffering from a view held, and which enjoys wide support, that management is 
the natural environment of Engineers, Doctors and Teachers and Care-givers among 
others, who have reached the peak of their profession This perception is fatuously based 
on the assumption that through interaction in the workplace, specialists will develop 
substantial management skill

A commonly reported problem with the training undertaken by skilled entrepreneurs, is 
that they are 'trained' to undertake the operational aspects of the business, but remain 
relatively unskilled in the management of organisations and the people therein This view is 
stressed by the fmdings of a recent study of Directors of Childcare Centres These centres 
are set up at community instigation, and substantially regulated by Government with 
contributions from users calculated on the capacity of the user to pay The participants in 
the study, represent a number of small 'businesses' which are currently subject to external 
fünding, and are therefore not perceived as needing to make a profit in terms o f return on 
investment The criteria for selection of a Director are such, that most are being operated 
by managers with little or no management training In short, the fundamental perception 
reported, was that Directors, who had all undergone rigourous training in the Provision of
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safe care to children under the age of five years, were not trained in even the most 
fundamental aspects of the major component part of their job, Management In their 
ignorance of the role of manager, they were also unaware of the complexity of the 
management tasks before them

Failure to bridge the skills barriers was also a major contributor to the perception 
among Directors, that they had plateaued in their career growth and development, and 
these issues are highlighted within the data gathered in the two studies undertaken. The 
paper which resulted from the reported perceptions of plateauing has already been 
published, and it is the management skills deficiency which is to be addressed in this paper.

In tro d u ctio n

Considerable attention has been given over time, to determining training needs of small 
business owners/managers, based on reported perceptions. Interest in the process of 
growth through interaction to bring about change, is not purely academic, with 
organisational interest in the subject reflected in behavioural changes being sought through 
the adoption by management of motivation training and skills based management 
processes. However, almost all of these studies have focused on the training needs of the 
clearly identified group of small or medium size firms and entrepreneurs in business for 
quantifiable profit. The group which is increasingly demonstrating need, is the community 
based partially fiinded Service provider, which is substantially regulated by governments at 
all levels The Provision of childcare is just such a business

Tre n d s

It appears that traditional approaches to childcare Provision have dictated that the 
Directors of childcare centres, must have extensive experience within the 'caring role' The 
person is a highly trained and experienced 'technician' selected for a position based on this 
demonstrable quality. It is then implied in the job description, and expected by the 
Consumers, that these are the basic skills requirements for the person who will then 
undertake the management role, (for which no training has been given on or off the job). 
Despite the considerable volume of research into the links between job satisfaction and the 
acceptance of role, little or no attention is paid to the either determining the level of 
administrative skills required by Directors, or in recognising the changing nature of the 
role (from hands-on care Provision to management administration) This latter activity 
generally forms the total co-ordinating tasks. As such, the skills needs and the gap 
identified are the focus of this paper, as together they are the principal contentious issue in 
the Provision of increasing levels and of quality child care in the community, as greater 
numbers o f women enter the labour market

Expectations which are held, and taken to the job by directors, are identified in the 
following list [with emphasis added],

That the job should have the following characteristics and values:

- Mentally challenging work with which the individual can cope successfiilly
- Personal interest in the work itself
- Rewards for performance in line with personal aspirations that are just and 
understood, (from knowledge of the job)

- Work which is not too physically (or mentally) tiring
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- Working conditions which are compatible with the individual's (understood) 
physical needs and work goals,

- High self-esteem on the part of the employee, (based on a perception that the task 
is within their skills and ability)

- Help in attaining interesting (compatible) work pay, (promotions) and in 
minimising role conflict and ambiguity;

(Locke, 1976)

Research hypothesis

The hypothesis developed in the first study, to test the perceptions of the Childcare 
Directors that their level of training was inadequate is identified below:

- H l : The level of training in management skills will significantly and positively 
relate to the Directors' perception of their ability to manage the centre, (to the 
extent of the identified expectations see above)

The positive and significant correlation (which is taken to validate Hypothesis 1) means 
that there is a strong likelihood that Directors who perceive deficiencies in their training, 
will also perceive difficulties in adequately performing the tasks of the role.

Deflnitions

Levels of job satisfaction were studied and the extent to which they were positively related to 
the level of job competency reported The meaning as defined by Locke (1976) is used to focus 
this study on a validated conceptual defmition of the phenomenon being measured, while other 
terms have also been defined to clarify the analysis

-  J o b  sa tis fa c tio n :
'A pleasurable or positive emotional state resulting from the appraisal of one's job or 
job experience'

To ensure that this defmition is perceived in isolation from the concepts of morale and job- 
involvement, while acknowledging the impact of each, the defmition of these States is 
provided, and included to clarify the parameters of job satisfaction in this study

-  M o r a le  :
'An attitude of satisfaction with, desire to continue in and a willingness to strive 
for the goals of a particular group or Organisation'.
(Viteles, 1953)

-  J o b  -'in vo lvem ent':
'To be preoccupied, or to be absorbed fully by the job or aspects o f the complex 
interrelationship of tasks which form the job’.
(Source: Collins Dictionary)

1t can be seen that an element o f each is essential for a worker to experience job 
satisfaction, yet neither perception is job satisfaction Directors were seen as highly
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committed, yet this was not perceived as job satisfaction, and this in tum was defined for 
the studies.

- Commitmenl:
'The strength o f an individual's Identification with and involvement in an 
Organisation.'
(Porter et al., 1974)

Generally, in the qualitative and quantitative data collected, Directors expressed 
substantial commitment levels to the concept of Child Care, and somewhat less 
commitment to the particular Centre under their govemance Largely, this was explained 
in interview as a lack of faith in the Committee rather than in the staff of the Centre

- Small Business:
'1s defined by the Beddall Report (1990) as being a business which is independently 
owned /managed, with the principa! decision making functions resting with the 
owner or managers'

Currently the Centres continue to exist due to substantial govemment funding, 
increasingly there is dependence upon seif fimding activities. a change in govemment may 
conceivably result in extensive pruning of external funding, and increasing reliance upon 
entrepreneurial input.

- Entrepreneur:

'Although directors do not satisfy the requirement of being an innovator 
(Schumpeter, 1934), and accepting the view of Churchill and Lewis (1986) that there 
is generally no accepted defmition or model o f what an entrepreneur is or does, the 
term is used within the context of this study to indicate the person managing a small 
business, within the guide-lines of the Beddall Report (1990), and recognising the 
reliance upon the Director for the continuation of the Service, through reliable 
unding bases'

This research is conducted on the basis o f the definitions given.

Limitations

This study was based on the responses to a questionnaire distributed to all Directors of 
Commonwealth Funded Childcare Centres in Western Australia, and as such represents 
the perceptions o f a discrete group within one industry in the community. Other qualitative 
sources o f data derive from a follow-up study which consisted of open ended discussions 
with randomly selected members of this group representing sixty per cent of the initial 
respondents

Although the component parts o f  the questionnaire are extensively validated, 
conclusions have been drawn and Claims posited, these are in relation to the particular 
sample, and no direct Claims were made about the ability to generalise outcomes across 
the industry, the study is based on an attempt to incorporate findings related to Directors 
o f  childcare centres with the major current approaches to synchronous research into 
identified training deficiencies among small firms.
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Signiftcance

The initial response rate to the questionnaire, which was sixty-seven per cent, was deemed 
to be acceptable, and it is believed that this survey provides an important indication of the 
inadequacy of the training of childcare directors, and effect of this inadequacy on the 
reported job satisfaction levels

What does emerge with the analysis o f gathered data, is the similarity between the 
structure and identified skills needs of the Centres studied, and the small businesses which 
provide goods and Services to the community, operating within uncertain budget 
constraints, subject to meta-shifts with changing political fortunes Ostensibly this is an 
ideal model for observation of the needs of the small business in generic terms.

According to Holland (1989) performance is a fimction of ability and motivation 
(Performance = F[ Ability * motivation]). The absence of either, may explain a low 
performance levels Further, Holland describes ability in terms of a combination of 
aptitude, training and experience: {Ability = [Aptitude * (training + experience)]}. As high 
performance levels and ability are of such signiftcance to Directors, the relationship of the 
inadequate training and job satisfaction which reflect the level of confidence with which 
Directors approach management tasks is not difficult to widerstand (Given the needs 
identified ffom those posited by Locke (1976) This high need to achieve, is among the 
factors identified (Boyd and Gumpert, 1983) as a significant Stressors in small business 
managers. (It is rated second as a significant satisfier by seventy-three per cent of 
directors)

Skill utilization

O'Brien and Dowling (1981) used regression analysis to demonstrate that skill-utilization 
was the strongest predictor ofjob satisfaction as established by O'Brien (1980). Also, that 
the job attributes o f skill-utilization, influence and variety, may be found to be associated 
with higher levels o f job satisfaction. Clearly the directors of childcare centres are not 
using their Professional skills, and they can not be assured of their influence levels, or 
introduce variety of activity to a job whose skills are alien to their experiences and 
expertise They clearly, but to differing levels, do not possess the skills required to 
administer the centres as efficient managers.

General job satisfaction

The areas of influence on the motivation levels of directors were identified Overall feeling 
toward the current job was investigated through the process o f requiring Directors to 
relate their own feelings to each of the satisfaction levels. It is worth noting that there 
were no respondents who reported total dissatisfaction with their present job In 
discussion, seventy-three per cent identified lack of performance fluency as negatively 
impacting on the perceptions of satisfaction. More than sixty-six per cent of the sample 
reported deriving substantial satisfaction from their job, if a non-specific global measure of 
job satisfaction is used, with none reporting dissatisfaction Other items were found to 
have varying levels of impact on the levels of global job satisfaction

Respondents ranked the skills based need for information and knowledge of their role as 
follows. From most to least important:
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Table 46 1
Knowledge of the application of management issues

A lik e r t- ty p e  sc a le  w a s  u se d  f o r  re co rd in g  the sk ills  b a se d  tra in in g  req u irem en ts  o f  
d ir e c to r s  o f  g o vern m en l fu n d e d  ch ild -ca re  cen tre s  (one rep resen tin g  the lo w es t th rou gh  
to  s ix  th e h ig h est)  c o l la te d  respon se . The l is t  p r o v id e d  Inform ation  on  tw o  levels , f i r s t l y  
the k n o w led g e  o f  th e va lu e  o f  the skill, a n d  su b seq u en tly  the in d iv id u a l p ro f f ic ie n c y  level.

- a) Trade unions 1 2 3 4 5 6
-j)  General admin 1 2 3 4 5 6
- c) Reward Systems 1 2 3 4 5 6
- d) General training
- f) Employment

1 2 3 4 5 6

legislation 1 2 3 4 5 6

- g) Wage application 1 2 3 4 5 6
- h) Hiring 1 2 3 4 5 6
- i) Firing 1 2 3 4 5 6

- j)  Accounting 
- k) Occ.health and safety

1 2 3 4 5 6

legislation 1 2 3 4 5 6
-1) Taxation 1 2 3 4 5 6
- b) Mentoring 1 2 3 4 5 6
-1) Parent counselling 
- m)Performance

1 2 3 4 5 6

evaluation 1 2 3 4 5 6

-k ) AIDS
- e) Childcare training

1 2 3 4 5 6

update 1 2 3 4 5 6

Indications from this study are supported by literature which indicates that there is a 
growing interest in competency based in training in management and human resource 
management in small business Hornsbey and Kuratko (1990) suggest that this may be the 
result of the increasing importance being placed on human resource management practices 
in small firms Amba-Rao and Pendse (1985), McEvoy (1983); Hoy and Vaught (1980); 
Burke (1979); and Smith (1977), view human resource management problems as a major 
barrier to business success. Also, they maintain that small firms will continue to have 
Problems in the area of human resources management until they change their attitude to 
this aspect of their business and recognise the contribution it makes to the overall viability 
of the business This can only be achieved through initiating a comprehensive training 
Programme

Independent training options

Results o f  the initial survey showed the mean length o f service in childcare as six years, the 
mean age o f the respondents as thirty-fours o f age, (therefore well within the exploratory 
phase o f their careers), with the average current period of tenure at the Director level, as 
2 5 years As all the centres are still operating, and they are effective in their provision of  
Service,while also satisficing in relation to their Staffing issues, clearly some o f the
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respondents have developed their own sources of Information and skills training Training 
is actively saught be Directors who acknowledge the deficiencies of their technical 
training, and recognition of management skills deficiency has caused the majority of 
directors to enrol in courses to offset this problem Where these courses are available, an 
added deterrent to course attendance is the need (due to the ratio of Staff to children 
requirements) for the Director to be on the premises most if not all of the time Therefore 
attendance at evening classes is used to suppliment skills development.

Directors, should have adequate and appropriate skills, which reflect both the changing 
childcare Provision laws, and the extensive, compounding employment legislation

Implications

Data relating to the impact of training needs on the levels of satisfaction were analysed 
using the Savery (1989) System of summing the scores of respondent satisfaction levels 
from the different items (expressed as a ranked percentage of the responses) This 
indicated the ffequency of participant selection of the upper levels of the Likert-type scale, 
expressing the strength of perception of the variable in relation to her own job. The 
variables are ranked by participants to reflect their personal perceptions and values, 
indicating ranked preferences the combined scores as a percentage of responses on the 
very important segment of the scale

Table 46.2
Ranked satisfaction variables

Rank
Variable Score

1 Interest and challenge in work itself 78%
2 Possibility for good performance 76%
3 Security of employment 73 %
4 Access to reliable management skills 72%
5 Responsibility 72%
6 Feeling of achievement 70%
7 Opportunities for advancement 64%

The variables are ranked by the participants to reflect their personal value. Issues found 
to be substantially significant in the seif assessment of performance rating higher than 
personal gain in the majority of responses

M inding the kids

Day care centres are springing up around the country to take care of children while 
parents are at work (Benway et al., 1987), these are small businesses which have evolved 
due to an identified need However, due to the nature of the role which is seen as over- 
seeing the care of children, the selection of Directors, into the principle executive 
management position, is made on the basis o f demonstrated Professional training and 
competency in the Provision of childcare with no indication of the extern or specialised 
needs o f the administrative component.
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Difficulties identified

, The identified deficiencies reported by Directors in this study are twofold, the first of 
which is seen as being imposed through lack of management skills training This is a 
problem commonly to be found among the large number of industries in which the cost of 
training Provision cannot be determined only in financial terms, because of the dependence 
upon unique skills o f each member. A further problem relating to the skills acquisition for 
Directors, is the emphasis among available management training courses, which are largely 
reflective profit maximisation Further difficulties result front perceived differences 
identified (Flisrich and Brush, 1984, Chaganti, 1986, Bowman and Hisrich, 1986 Chusmir, 
Koberg, and Mills, 1988) between the gender based differences in the ways in which 
managers determine strategies This difference reduces the opportunities for Directors (the 
respondents were all women) to develop reliable role models from among small business 
researched The Service Provision in small business is not as well served by training groups 
as is the product oriented industry.

ln conclusion

Job satisfaction results from the perception that the current job fülfils or allows the 
fulfilment of important personal job values, providing that those values are congruent with 
identified needs. And while needs are 'objective' in that they exist regardless of what the 
person wants, values are ’subjective' in the sense that they are 'in consciousness' (Locke, 
1976).

Certain value judgements relating to job features are made by the Directors to identify 
discrepancies in their perceived objective and subjective levels of satisfaction, these were 
identified in the initial survey, and were the basis of a substantial part of the qualitative 
data gathering approach of the interviews Interesting work and the possibility for good 
performance, ranked highly among the respondents, with efficiency and relationships 
alongside them This study hoped to capture insights such as these, and use them as a basis 
for identifying the particular unmet training needs of the Directors.

Outcomes

Outcomes of the study which have been achieved are the inclusion of several management 
units in the basic training course, and although this is a Step toward professionalising the 
Director's role, it concentrated largely on the accounting, financial and accountability 
aspects o f management Although McEvoy in the 1984 study identified that small business 
managers allowed accounting, finance, marketing, and production to take precedence over 
human resource management, Hess (1987) found that they also ranked human resource 
management as the second most important management activity, and the on-going training 
needs to enable Directors to assimilate these skills are not currently being dealt with 
These needs can only be met through the establishment of structured training programmes 
which teach people management skills, and give a perception of management activities 
which recognise the discrete tasks and responsibilities o f the role of the Director as these 
relate to the recent literature on small business

Qualitative data gathered to Support the responses to an extensive mailed questionnaire 
which formed the basis of the original study of these hidden entrepreneurs adds 
significantly to the perception that the Directors have undergone a transition in their role,
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from hands-on caring to entrepreneurial administration, and that the System has been slow 
to recognise the peculiar needs of the group, and to respond through the application of 
skills based training in management.
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47 Self-directed learning for 
enterprise education and 
training
Michael J. Christie

Abstract

This paper examines the importance of an education model for small enterprise education 
and training based on self-directed learning. The education model examined is that devel- 
oped by Knowles. The arguments contained in this paper on this model are significant 
given the importance of small enterprise education, and training to national economies 
The research area - namely, the application of education programme development models, 
has been neglected by small enterprise educators and researchers.

A framework of the Knowles education model is developed for use by small enterprise 
in this paper. The framework is then reviewed in terms of the literature on small enterprise 
education and training The literature identifies problems of small enterprise education, and 
training and the Knowles education model is put forward as a means o f Solutions 
alternative method to these problems

The paper concludes with a framework for developing further teaching methods, and re- 
searching small enterprise education and recommends that the Knowlesan model be used 
by policy markers, teachers and trainers for improving the learning process and achieving 
more effective outcomes
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Introduction

The purpose of this paper is to determine an education model for small enterprise educa- 
tional training participants Knowles’ education model is selected for examination for use in 
the small enterprise The paper argues strongly that Knowles' educational model would 
provide a number o f Solutions to the problems encountered in small enterprise education 
and training Knowles model would also provide method of evaluating education and 
training programmes. Finally, the model of Knowles provides a framework for document- 
ing the education process

Training consists of different schools or combinations of these. The schools are:

(1) Behaviorally based,
(2) Humanistic,
(3) Conservative, and
(4) Socialistic (Brundage, 1980, Elias and Merriam, 1980).

This paper will examine the humanistic approach to education and training and its 
appropriateness to the small enterprise sector. The definition of humanist training includes 
both adult control over the leaming process with the teacher being the facilitator (Elias and 
Merriam, 1980, pp 131-135), The humanist school was selected due to its emphasis on 
the adult leamer and its use of self-directed leaming enterprise. It is the author's view that 
the humanist school best suits the needs of small enterprise owner/manager The small 
enterprise requires individuals who are highly self-directed (Homaday and About, 1971, 
McClelland, 1961, McMullan and Long, 1987). The assumption of this paper is that an 
andragogical1 education model will provide more effective means to improve economic 
contribution of the small enterprise sector.

This paper argues the effective andragogical education may well be the means of 
producing more efficient and effective small enterprise owner/managers.

Present problems and issues

Research on small enterprise education is relatively weak in the area of education Pro
gramme development models most desired by small enterprise. Previous studies have not 
concentrated on the education Programme development methodology. Instead they have 
included questions on the type of presenters, timing of programmes, physical facilities, ac- 
creditation and the marketing of programmes (Bailey, 1980, Meredith, 1984, Williams, 
1985).

Small enterprise education and training evaluation is still in the early stages of develop
ment Researchers like Romano (1988), and Curran and Stanworth (1989) have identified 
the lack o f research in educational models for small enterprise Little research has been 
carried out beyond this point

Research into small enterprise education and training is of two types The first are de- 
scriptives studies that identify problems with small enterprise education and training 
(Curran and Stanworth, 1989, Gibb, 1987, McMullan and Long, 1987). The second are 
evaluative studies: These evaluative studies to date have either been input or output. 
(Bailey, 1980, Meredith, 1984, Williams, 1985) The more recent evaluative studies 
(McMullan, 1988, Wyckham, 1989) have examined the success rates of small enterprise 
start-ups after an education or training Programme Small enterprise education and training
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evaluation is lacking an education model that deals not only with input and output issues, 
but also the process of leaming

Definitions

These comprise small enterprise, education, training, adult leaming, education Programme 
and development (process model).

S m a ll en terp rise

The definition of a small enterprise has both qualitative and quantitative components 
The Wiltshire Committee (1973, p. 7) used the following qualitative definition: 'A business 
in which one or two persons are required to make all the critical management decisions: fi- 
nance, accounting, personnel, purchasing, processing or servicing, marketing, selling, with- 
out the aid of internal specialists and with specific knowledge in one or two fiinctional ar
eas'.

The small enterprise owner/manager is a person who makes all major management deci
sions in a small enterprise and has equity Capital at risk in the enterprise (Perry, 1985, p. 
24).

Quantitative definitions of 'small enterprise' vary between countries and by industry sec- 
tors. In Australia the quantitative definition of small enterprise for the manufacturing 
industries is fewer than 100 employees, while non-manufacturing sectors are fewer than 20 
employees (Reynolds, Savage and Williams, 1989, p 3) In a study by Williams (1987, p. 
63) the average size of new small firms in Australia was 4 5 people, with 2.1 as 
owner/managers.

E d u ca tio n

Education is defined by Hoyle (1973, p 231) as: 'the process by which human beings 
(alone in groups, or in institutional settings) seek to improve themselves or their society by 
increasing their skills, their knowledge, or their sensitiveness. Any process by which indi- 
viduals, groups, or institutions try to help human beings improve in these ways'.

Education for the individual is a process of improvement. Education usually has broader 
goals than training (Knowles, 1980, Meredith, 1984, Nadler, 1970).

T rain ing

Training is part of education, usually towards specific objectives (Glaser, 1962) Nadler 
(1970, p. 40) defined training as 'those activities which are designed to improve perform
ance'. The activities are normally defined to relate to a particular work activity. Small 
enterprise management is not one single work activity but a combination o f interacting 
work activities

A d u lt le a m in g

Adult leaming is viewed as transforming (modifying, releaming, updating, replacing) 
knowledge, skills, strategies, and values through experience (Brundage, 1980, Cropley, 
1977, Hart, 1975, Knowles, 1986, Mezirow, 1978) For small enterprise education and
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training participants this means that leaming is a constant life event. Small enterprise edu- 
cation and training is a constant life event from starting the enterprise to improving, ex- 
panding and exiting the enterprise

E d u ca tio n  P ro g ra m m e  d eve lo p m en t (o r p r o c e s s  m ode!)

Education Programme development (or process model) consists of an organized sequence 
of events which usually includes such elements as needs assessment, Programme design, 
implementation, evaluation and redesign (Boyle, 1981 and Knowles, 1980) Education 
Programme development provides an integrated educational model The Integration of 
educational Programme development is brought about by the connection between the dif
ferent component parts such as evaluation and redesign Figure 47.1 below is of a model of 
education Programme development based on Knowles education model2 (Knowles, 1980).

------------ }  Needs Assessment

1
Programme Objectives

l
Programme Design

1
Programme Implementation and Activities

Programme Evaluation

l
------------------Programme Redesign

Figure 47.1 Model of education Programme development

Figure 47.1 outlines the Steps in education programme development and how the Steps 
are integrated The Steps are: assessing the needs of participants in the programme; 
defming the objectives o f the programme, design of the programme; then implementing the 
Programme with its activities; finally the evaluation of the programme and the re-design. 
The re-design step then links back to the needs assessment, thus completing the integration 
of the model All of these Steps are jointly decided between teacher or facilitator and the 
learner or participant

The definitions described provide a framework for developing a model o f education in 
small enterprise The next section will examine Knowles' education model within small 
enterprise.
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Knowles education and Programme development model as applied to small 
enterprise

Knowles (1980, p 117) States that traditional education consists of the teacher or trainer 
or Curriculum committee deciding in advance what knowledge or skills need to be taught 
(Gibb, 1987 and Meredith, 1986). These are then organized into logical units, selecting the 
most efficient means for transmitting the content (lectures, readings, laboratory exercises, 
films, tapes, etc ), and then developed into a plan for presenting these content units This is 
known as the content model

The theory developed by Knowles consists of the teacher (or facilitator or Consultant or 
change agent) preparing a set of procedures for involving the learners This process, for 
small enterprise consists of:

1) establishing a climate conducive to leaming,
2) creating a mechanism for mutual planning,
3) diagnosing the needs for learning,
4) formulating Programme objectives (which is content) that will satisfy needs,
5) designing a pattem of learning experiences.
6) conducting these leaming experiences with suitable techniques and materials,
7) evaluating the learning outcomes, and
8) re-diagnosing leaming needs to redesign the education or training Programme

This model is also known as the 'process model'.
The difference between the two models is that content is concemed with transmitting 

Information, and skills. The process model is concemed with providing procedures, and 
resources for helping learners acquire Information and skills. The process model unlike the 
content model, requires the individual learner to make major decisions on the process and 
direction of leaming

Front this process model a small enterprise education model based on Knowles can be 
developed A suggested model follows in figure 47.2.
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Design Elements 
' of the 'Process Model'

Process Activities
For Small Enterprise Learners

1. Climate Mutuality, respect, collaboration, informal between
educator and small enterprise participants

2. Planning Mechanism for mutual planning between educator and
small enterprise participants

3 Diagnosis of needs Mutual self-diagnosis between educator and small
enterprise participants

4, Formulation of Objectives Mutual negotiations between the educator and small
enterprise participants

Sequenced in terms of readiness to learn to leam and 
ability to solve problems

Experimental techniques, inquiry

Mutual re-diagnosis of needs and mutual measurement 
of the above

Mutually carried out between the educator and small 
enterprise participants

Figure 47.2 Design elements o f Knowles' Education Model for Small Enterprise 
(Adapted from Knowles, 1980, p.l 16)

The details of figure 47.2 consist of the design elements of the process model and the 
process activities for small enterprise education and training programmes. The first process 
in small enterprise education or training Situation is to establish the 'climate' where a 
mutual process o f learning can occur between the educator and small enterprise 
participants. This climate consists of mutuality, respect, collaboration and is informal 
between the facilitator and learners Once the climate is established where such mutual 
exchange can occur, the following Steps occur, First is establishment o f mechanisms for 
mutual 'planning' between educator and participants The following Step is the diagnosis an 
of needs that may be derived from personal needs, small enterprise problems, and previous 
experience. The next Step is for the educator and participant to formulate the Programme 
'objectives' This is then followed by 'design' and 'activities' The design Step is a series of 
activities sequenced in terms of readiness to learn and problems. Activities use 
experimental techniques and inquiry. After the activities have been conducted, educator 
and participant can evaluate and re-design the programme All of these steps are based on 
a mutual exchange between the small enterprise educator and participant 

The process model provides for the small enterprise participants to work with the educa
tor The content model for small enterprise participants has the educator decide in advance 
what knowledge or skills are needed to be taught. The following section on education,

5. Design

6. Activities

7. Evaluation

8 Redesign
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training and evaluation identify problems that can be possibly overcome by the process 
model.

Problems within small enterprise education and using Knowles as model

Knowles' model as has been explained, is a systematic approach to the mutual development 
of education programmes by educators and participants working together. The problems 
that have been identified in the literature review of small enterprise education and training 
are discussed below. Knowles' model is used to explain Solutions for the problems 
presently encountered in small enterprise education and training

Lack of methodological direction in small enterprise education and training was 
identified in research by Clark (1986); Curry and Brown (1978), Hribar (1979); Lynas and 
Ormond (1986) and Romano (1988). The researchers investigated whether there are 
appropriate education and training programmes in the field of small enterprise education 
In addition, those studies point to a lack of education and training evaluation and 
underdevelopment o f research on learning strategies for small enterprise. Romano (1988) 
found that there was little methodological coherence across the different research areas of 
small enterprise education, training and evaluation. Romano (1988, p. 139) explained the 
lack of methodological coherence in the terms of there being 'no articulated theory 
pertaining to small enterprise education and training'. Romano (1988, p 140) believes this 
lack o f an articulated education theory to be due to the 'preoccupation of offering the 
correct information but neglect to report the success of the recommended information.' 
Knowles education model provides a framework for the educator and participants to de- 
velop, deliver and evaluate the education Programme jointly.

The Knowlesan education model provides an articulated education theory. The model 
meets the needs of participants by mutual development of the education or training Pro
gramme between the educator and participants. Further the model evaluates and re-designs 
the education Programme. The Knowlesan education model provides a methodology that 
may overcome many of the problems in small enterprise education and training The role of 
the Knowles' education model in providing possible Solutions to such problems in small 
enterprise is now discussed.

The Knowlesan education model provides a systematic, co-operative and integrated 
learning process between the teacher and learner The model may be a possible solution to 
the problems identified in the literature. Some of the problems identified in the literature 
review on small enterprise education and training are:

1) the targeting of appropriate educators and teaching material with participants (Bailey, 
1980, Curran and Stanworth, 1989, Gibb, 1987, Louckes, 1988, Meredith, 1984, 
Williams, 1984), and

2) the educator's assumptions about the needs of participants (Gibb, 1987);
3) teaching focuses on fiinctional skills rather than management competencies (Gibb, 

1987);
4) training programmes are needed to be industry specific and motivation oriented 

(Louckes, 1986, Meredith, 1987a and b, Patel, 1986);
5) cultural values and traits (Meredith, 1986) are not necessarily taken into account with 

training programmes,

This paper argues that the above problems can be more effectively dealt with by mutual 
negotiation between the educator and the participants The mutual negotiation is carried
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out on the needs assessment, training objectives, design implementation of activities, 
evaluation and re-design of the education Programme

Within education institutions there is a gap o f resources and qualified educators to small 
enterprise needs (Meredith, 1984) Knowles' model may be a method to reduce this gap 
between educator and small enterprise. In Knowles' model learning becomes a greater re- 
sponsibility of the participants, with educators being facilitators rather than teacher 
directed. This greater responsibility on the participants to leam increases the role of 
independent learning and problem solving.

Gibb (1987) argued that education institutions eroded the creativity of small enterprise 
owner/managers Knowles (1980) argued that the creativity of participants was enhanced 
by self-directed learning such as found in the Knowlesan education model

There is little research on course content, learning strategies and performance of partici
pants (Curran and Stanworth, 1989). The Knowlesan model has the components of course 
content, learning strategies and performance of participants that can be linked to research.

Industry specific training programmes (Louckes, 1986, Meredith, 1986, and Patel, 1986) 
using the Knowlesan education model would provide a number of benefits These benefits 
are that the Programme would be specific to the problems of the participants, rather than 
general business problems. Additionally the Knowlesan model allows for participants to 
control the training programme with the educator.

Programme development and assumptions about the learners needs offen occurs before 
a programme commences (Meredith, 1986, Gibb, 1987, Patel, 1986). In contrast, the 
major part o f  programme development within Knowles education model occurs during the 
Operation o f a programme - that is between educator and participants.

Opportunities exist in small enterprise education for the application of Knowles' educa
tion model, especially in distance education; continuing education, trainer/adviser pro
grammes; entrepreneurial training, small enterprise awareness; and small enterprise self- 
employment programmes (Curran and Stanworth, 1989). Needs of learners are met more 
eflfectively when they have control and are self-directed. The Knowles' model achieves this 
through the participants' control of the learning Curran and Stanworth (1989) went fürther 
to recommend that delivery of education programmes be carried out by non-formal educa
tion institutions. The Knowlesan model provides a method for formal and non-formal edu
cation institutions to deliver effective programmes (Knowles, 1980, p 26).

In conclusion, the Knowlesan model provides a method of fürther developing small en
terprise education and training One of the major advantages of Knowles' education model 
is that it provides a systematic method for education programme development The other 
advantage is that Knowles' model allows the small enterprise owner/ manager and educator 
to have mutual control over the learning

Conclusion and recommendation

This paper has dealt with findings of the humanistic adult learning model of Knowles as 
applied to small enterprise education and training Knowles' model offers to small enter
prise education and training the theory and methods of education programme 
development. Programme development based on the Knowlesan model has two important 
demands The first demand is that the process of needs assessment, programme objectives, 
design, implementation, activities, evaluation and re-design is met in programme 
development The second is that control of the process is mutually agreed between the 
trainer and small business owners.
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T h is  p a p e r  o n  sm a ll e n te rp r is e  e d u c a t io n  a n d  tra in in g  id e n tif ie d  a  n u m b e r  o f  p ro b le m s  
th a t  c a n  b e  s o lv e d  b y  K n o w le s ' m o d e l T h e  b e n e f it  o f  th e  K n o w le s a n  e d u c a t io n  m o d e l  f o r  

sm all e n te rp r is e  is  th a t  it  p ro v id e s  s y s te m a tic  S tep s  fo r  P ro g ra m m e  d e v e lo p m e n t .  T h e  
K n o w le s a n  m o d e l  a ls o  p r o v id e s  fo r  S ta n d a rd is a tio n  o f  th e  le a m in g  p r o c e s s  a n d  th e r e f o r e  
a l lo w s  f o r  m o re  a c c u r a te  m e a s u re m e n t  o f  o u tc o m e s .

T h e  r e c o m m e n d a t io n  o f  th is  p a p e r  is  th a t  p o l ic y  m a k e rs ,  e d u c a to r s  a n d  t r a in e r s  a d o p t  a n  
e d u c a t io n  P r o g ra m m e  d e v e lo p m e n t  m o d e l .  E d u c a t io n  P ro g ra m m e  d e v e lo p m e n t  l ik e  th e  
K n o w le s a n  m o d e l  p r o v id e s  a  m e th o d o lo g y  fo r  im p ro v in g  o n  th e  l e a m in g  p r o c e s s  a n d  
a c h ie v in g  m o r e  e f fe c t iv e  o u tc o m e s .

Notes

1 Andragogical is defined as the leaming of adults (Knowles, 1980, p 49).

2 This is also known as the Knowlesan andragogical education model. For this paper the 
term used will be Knowles' education model or process model.
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48 The incident method - 
An alternative way of 
studying entrepreneurial 
behaviour

Theresa Lau

Abstract

There have been very few instruments developed specifically for research in entrepreneur
ship (Wortman, 1987). In this paper, the three most common approaches to study 
entrepreneur are viewed and examined Firstly, the study on effects of entrepreneur from 
the economist's point of view. Secondly, the psychological and sociological approach of 
which the personality and/or demographic data of entrepreneurs are analyzed Thirdly, the 
study of entrepreneurship by looking at how entrepreneurs act. It is argued in the paper 
that the 'how' method is more appropriate and meaningful for managerial research since it 
focuses on the understanding of actua! managerial practices and it can provide guidance 
and training for the would-be entrepreneurs

Incident question method is presented in the paper as an alternative approach to study 
the behaviour of entrepreneur The Validation of incident questions are explained Thirty- 
five executive MBA students were used in developing and establishing the test-retest 
reliability of the incident questions Twelve middle/senior managers who are planning to 
Start up their businesses are also included in the validation process
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I n t r o d u c t i o n

With reference to the existing literature, it is always difficult, though not impossible, to 
make a clear distinction between entrepreneurial firms and small business ventures. Car
land, Hoy, Boulton & Carland, for example, tried to use the logic of Schumpeter, 1934, 
Glueck, 1980 and Vesper, 1980, to conceptually distinguish the two groups in terms of the 
Principal characteristics: innovative behaviour and Strategie management practices 
(Carland, et al, 1984) And, based on the same definition, they examined the characteristics 
of 77 small business owners and found that the two groups, i.e. entrepreneurs and small 
business owners, as identified by a panel of experts, were statistically distinct in innovative 
behaviour as well as cognitive styles (Carland, et al, 1988). In another study, Begley & 
Boyd suggested to use founders to represent entrepreneurs as distinguished front 
non-founders, who are the chief executive officers of the small business firms, because they 
found the two groups are different in their personal and firm characteristics (Begley & 
Boyd, 1987). In fact, the way that we define the two groups of people differently are 
attributed to the different approaches we use in examining the characteristics of 
entrepreneurs. In other words, small business owner/managers might also be 
entrepreneurial if they display all the characteristics of a typical entrepreneur. Similarly, 
organizational managers might be regarded as entrepreneurial if the same set of 
characteristics are found One example of such definition could be referred to Pinchot's 
concept of intrapreneur - ’those who take hands-on responsibility for creating innovation of 
any kind within an Organization' (Pinchot, 1985). Pinchot did express explicitly that 
'creating innovation' is the main characteristics of entrepreneur and the only difference 
between intrapreneur and entrepreneur in general is whether this specific individual is 
within or outside the Organization. In general, all past research studies seem to suggest that 
in Order to identify entrepreneurs from non-entrepreneurs we should examine the 
characteristics o f an individual to see whether they are consistent with the common set of 
characteristics as revealed and confirmed by various research findings in the study of 
entrepreneurs. However, a review of literature does not provide us a clear and conclusive 
remarks on what those common characteristics are At least, there are three most common 
theoretical and methodological approaches used in researching the characteristics of entre
preneurs. Firstly, the trait approach, building on the earlier psychological work on 
entrepreneurs by McClelland and his associates, focuses on personal disposition of 
individuals and the personality theory underlying individual behaviour, which could then be 
identified as entrepreneurial or non-entrepreneurial (McClelland, 1961). Secondly, the 
demographic approach attempts to use demographic Information to arrive at the profile of 
a typical entrepreneur so that comparison could be made with reference to individual's 
personal characteristics such as birth order, role models, age, education level, work habits, 
etc. Examples o f this approach can be found from Hisrich, 1986, Brockhaus, 1982. 
Thirdly, Robinson, et al review critically both approaches and suggest the attitude theory 
as an alternative to the study of entrepreneurship (Robinson, et al, 1991). They argue 
conceptually and theoretically that attitude is a better approach to the study of 
entrepreneurship than either personality or demographics, because of its closeness to 
behaviour-specific, rather than characteristic-specific They then develop Entrepreneurial 
Attitude Orientation (EAO) scale and test the predictive value with owners of new 
businesses and white collar non-management personnel and confirm its reliability to be 
within acceptable Standards Attitude approach is of no doubt more close to represent the 
behaviour of entrepreneurs and therefore a better alternative to predicting 
entrepreneurship However, in identifying entrepreneurship within the Organization, i.e 
intrapreneurship, the more desirable approach is to examine directly and analyze how the
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managers behave The major constraint o f such approach is its practicability when it is 
implemented. As a consequence, an alternative is to use real incidents to simulate the 
behavioural environment so that managers could respond specifically to that environment 
The results of these responses are then analyzed with reference to the entrepreneurial 
attributes that are found common in research findings This paper is therefore written to 
present both the theoretical framework and the empirical evidence of how the incident 
method is developed and tested to study entrepreneurship in general and intrapreneurship 
in specific

Problems with trait and demographic approaches

As indicated in many studies, both trait and demographic approaches attempt to identify, 
measure and analyze either personality characteristics or personal characteristics of indi- 
viduals so as to determine the latent entrepreneurial spirit of any specific individual and to 
distinguish entrepreneurs from others, e.g. small business owner/managers The pioneering 
work of McClelland and his associates on the study of entrepreneurs' need for achievement 
(nAch) and the subsequent effort of many other researchers in exploring the psychological 
characteristics of entrepreneurs, e.g. locus of control, risk taking, problem-solving style, 
innovation, etc. provide a very strong support on predicting entrepreneurship by measuring 
the traits as described and prescribed (See Brockhaus, 1975, Brockhaus and Horwitz, 
1986, Collins and Moore, 1970, Hornaday and Aboud, 1971, Sexton and Bowman, 1985). 
However, a number o f fundamental problems with this approach have been identified by 
Robinson, et al, 1991 All these problems are related to (i) conceptual deficiency when 
applying psychology in entrepreneurship research, (ii) inappropriate application of 
traditional psychology to current interactive model of human behaviour; (iii) lack of con- 
vergent validity because different instruments are used to measure the same concept.

Demographic approach to the study of entrepreneurship is based on the assumption that 
people with similar backgrounds possess similar underlying stable characteristics and, as a 
result, it is possible to predict entrepreneurship in unknown population if some demo
graphic characteristics are found common among them. Past research of this type have 
been focusing on the study of such variables as family background, previous working expe- 
rience before start-up, socio-economic Status, age, education level, birth order, etc (See 
Brockhaus, 1982, Hisrich, 1986, Hisrich, 1988, Gasse, 1985, Sexton & Auken, 1982). The 
problems of using demographic variables to predict entrepreneurship are many In the criti- 
cal review of this approach, Robinson et al have pointed out three major deficiencies 
(Robinson, et al, 1991). First, this approach is limited to its static nature. Entrepreneurs 
react to a specific circumstance, not a given set of demographic characteristics Second, 
demographic characteristics are used as Surrogates for personality characteristics when 
entrepreneurship is explained and analyzed And as a result, it is subject to the same criti- 
cism of the personality approach. Third, it does not stand up to previously established cri- 
teria for the evaluation of social Science research and theory There are conflicting results 
in predicting entrepreneurship by means of birth order, education level, or parental heritage 
(Bowen & Flisrich, 1986, Deivasenapathy, 1986, Hisrich, 1990).

T h e  tw o  tr a d i t io n a l  a p p r o a c h e s  fo r  s tu d y in g  e n tre p re n e u rs h ip  h a v e  c o m e  to  a  l im it  th a t  
th e y  m ig h t  n o t  b e  a b le  t o  e x p la in  a n d  p re d ic t  e n tre p re n e u r ia l  b e h a v io u r  s a t i s f a c to r i ly  a n d ,  
t o  a  c e r ta in  e x te rn ,  th e y  c o u ld  n o t  b e  a p p lic a b le  t o  th e  d y n a m ic  n a tu re  o f  e n t r e p r e n e u r s h ip  
d e v e lo p m e n t  ln  a d d i t io n ,  w e  c o u ld  n o t  a s s u m e  th e  S itu a tio n  w ith  w h ic h  th e  e n t r e p r e n e u r s  
in te r a c t  f r e q u e n t ly  a re  h e ld  t o  b e  s ta b le  A s  a  c o n s e q u e n c e ,  a  m o re  b e h a v io u ra l  O r ie n ta t io n  

a p p r o a c h ,  w h ic h  c o u ld  o v e r c o m e  th e  d e f ic ie n c ie s  o f  th e  a b o v e  tw o  a p p ro a c h e s  a n d  in c o r -
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porate the idea of interaction and reaction o f entrepreneur to specific situations, should be 
suggested as an alternative to enhance our understanding on entrepreneurship

Behavioural approach - attitude theory/incident method

Building on the attitude theory from the discipline of social psychology Robinson, et al 
developed the EAO attitude scale (Entrepreneurial Attitude Orientation) as an alternative 
way to predict entrepreneurship (Robinson, et al, 1991). They argued conceptually and 
theoretically that attitude approach is more close to the measurement of entrepreneurial 
behaviour because attitudes are less stable than personality traits and they will change both 
across time and across situations through interactive processes with the environment. 
Moreover, based on empirical studies by Ajzen, and Ajzen and Madden, Robinson et al 
argued fürther that attitude instruments tend to account for more of the variance in a par- 
ticular set of behaviour than do personality disposition or trait-based instruments (Ajzen, 
1982, Ajzen & Maden, 1986) The EAO attitude scales are then empirically tested in 
Robinson's study and its reliability is found within acceptable Standards

The attitude approach does offer a better alternative for the study of entrepreneurship 
However, once we ask the basic question of who the entrepreneurs are and how they are 
distinguished from other individuals, we are still tempted to answer by indicating their per
sonal qualities and profile, while attitude approach will only provide an indirect inference 
on the behaviour o f entrepreneurs To really understand the entrepreneurial behaviour re- 
quire a more direct examination on the activities undertaken by entrepreneurs ln other 
words, to quote from Gärtner, we 'should focus on what the entrepreneur does and not 
who the entrepreneur is’ (Gärtner, 1988). The pioneering work of Mintzberg's study on 
managerial behaviour might be one of the possible methods of studying entrepreneurship, 
especially entrepreneurship within the Organization, i.e. intrapreneurship (Gärtner, 1988, 
Mintzberg, 1973) Gärtner even proposed to replace the word entrepreneur for manager, 
and entrepreneurial for managerial so that Mintzberg's research Statement in the study of 
managerial work could be followed in the study of entrepreneurship (Gärtner, 1988) In 
fact, it is strongly believed that not only the conceptual framework but also the methodo- 
logical approach in the study of managerial work could be valid in the study o f entrepre
neurship since it is the direct measurement of entrepreneurial behaviour, rather than infer
ring entrepreneurial behaviour from traits, demographic data and attitudes towards some 
hypothetical Statements.

A review of literature in the methods of studying managerial work suggest that there are 
two main approaches being actively pursued by researchers: (i) direct Observation (Guest, 
Walker and Turner, 1959, OTMeill and Kubany, 1959, Randomsky, 1967, Mintzberg, 1973) 
and (ii) diary method (Carlson, 1951, Dubin and Spraym 1964, Horne and Lupton, 1965, 
Steward, 1967). Direct observation requires a trained researcher to go along with 
entrepreneurs, or CEOs in the case of Mintzberg’s study, and record all the detailed 
activities done in a period of time in accordance with what the researcher observes Based 
on these observed records, analyses could then be conducted as to identify the real 
behaviour of the entrepreneurs or managers. Diary method reduces the bürden of the 
researcher by shifting the responsibility o f recording daily managerial activities to the 
managers and as such, its reliability would depend heavily on how honest and frank the 
managers are in filling the diary records and how complete and accurate it would be in 
writing the diary, However, diary method could generate more Information from larger 
number of respondent (managers), as the research instrument, i.e. the diary record forms, 
could be standardized and it would therefore be more cost effective
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Both Observation and diary methods are in fact the two major strategies in assessing the 
overt behaviour of individuals and therefore are the better approach than trait, 
demographic and attitude approaches in the study of entrepreneurial behaviour. Moreover, 
they could basically be categorized under the case study research method (See Kazdin, 
1982) In the review of case study research methods, Yin indicated that case study 
research method is preferred when (i) the type of research questions to be addressed is 
more of ’how' and ’why'; (ii) it does not require control over behavioural events; (iii) it 
focuses on Contemporary events (Yin, 1984). In view of the fact that studying 
entrepreneurial behaviour requires close examination of the actual behaviour of individual 
entrepreneurs, on which the researcher should not have any control and should be varied 
frorn individual to individual, the case study research method is therefore considered to be 
a more desirable approach with regard to those conditions. However, using Observation 
and diary methods as the data collection means might not be cost effective if a large 
number o f entrepreneurs, either within or outside the organizations, are required to be 
covered in the study. In addition, it is more difficult to maintain consistency for analysis 
when data relating to entrepreneurial behaviour are collected case by case through 
observation and diary We therefore propose an alternative - incident method, which 
combines the advantages of survey method and case study method in studying 
entrepreneurial behaviour According to the classifications of the type of case methods in 
the area o f training and leaming Situation, incident is close to decision case, which is 
defined by Simmons as the case 'requires the leamer to analyze a Situation, exercise 
judgement and make suggestions as to what to do in the circumstances described' 
(Simmons, 1975) In contrast to a case, Chimezie and Osigweh said 'an incident is short, 
precisely written and contains a lesser number of complex issues' (Chimezie and Osigweh, 
1989). Similarly, Tixier and Berridge classified this method under different name in the 
management training area and called it the consultancy method, 'in which very realistic and 
topical material can be presented to students as a means of simulating 'sharp-end' situations 
and inculcating suitable attitudes and beliefs, offen of a deterministic nature' (Tixier and 
Berridge, 1985). Based on the concept of decision case and/or consultancy method used in 
the area o f management training and development, we develop a number of incidents 
through actual Company consultancy experience. All the incidents are written with 
reference to entrepreneur attributes with theoretical basis and empirically tested evidences. 
The behavioural responses o f entrepreneurs for each incident are then analyzed to see the 
degree of entrepreneurship that the respondents display The detailed description of the 
development o f this method is presented in the following sections

Development of behavioural incidents

In Order to predict entrepreneurship from its behavioural pattem, we try to identify some 
common entrepreneur attributes with reference to past research studies. As a result, fiffeen 
attributes are listed as the bases in developing the incidents. For example, in reviewing the 
entrepreneurial behaviour in large Organization, Reilly and DiAngelo emphasize on the 
attributes of adaptive-orientation, future orientation and modification of Standard operating 
procedure as they are vital to the success in the organization's continuing development 
(Reilly and DiAngelo, 1987). Innovation and risk taking are two significant attributes most 
offen mentioned in research studies that are found to be common among entrepreneurs 
(See Schumpeter, 1934, McClelland, 1986). Donaldson uses case study to support that 
both the attributes o f autonomy and innovation are important to entrepreneurs 
(Donaldson, 1985). Smith and Miner do support the difference between entrepreneurs and
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managers in terms of personal innovation, and apart from that, they also find difference in 
terms of feedback of results, and seif achievement (Smith and Miner, 1984) The findings 
of Sexton and Bowman confirm that risk, autonomy and change are the characteristics for 
entrepreneurs but conformity is found to be negatively related to entrepreneurship (Sexton 
and Bowman, 1986). In Begley and Boyd's study, business founders are differed from 
non-founders in N-Ach, risk and ambiguity tolerance (Begley and Boyd, 1987) In other 
words, entrepreneurs are more flexible and would not like to conform to formality These 
characteristics are also confirmed by Schere's study that in terms of complexity and 
novelty, entrepreneurs are found lower in score than managers (Schere, 1982) It is 
believed that entrepreneurs tend not to prefer complexed Systems and formal structure. In 
addition, they are more independent, and preferring support (Homaday and Aboud, 1971). 
Another major attribute that distinguishes entrepreneurs from other individuals is the 
behaviour of detecting opportunities. Stevenson and Jarillo make the proposition very 
clear that ’firms which make a conscious effort to lessen negative consequences of failure 
when opportunity is pursued will exhibit a higher degree of entrepreneurial behaviour' 
(Stevenson and Jarillo, 1990). Behaviour that leads to the emergence of informal internal 
and extemal networks and that allow the allocation and sharing of resources so as to 
facilitate the development and exploitation of Organization opportunities are also 
conceptually assumed to be the entrepreneurial behaviour. There are also a number of 
research studies in support of the importance of'networks1 for entrepreneurs (Birley, 1986 
and 1989, Jarillo and Ricart, 1987). When comparing the 'locus of control' of 
entrepreneurs with non-entrepreneurs, Pandrey and Tewary find that entrepreneurs have 
more internal locus o f control In summary, we identify fifteen attributes from the past 
studies and they are listed as follows:

(1) Innovation vs stabilization

(2) Informal structure vs. formal structure

(3) Reliance on informal methods (or seif) vs formal System

(4) preferring changes vs Status quo

(5) Using loose budgetary control vs. tight budgetary control

(6) Exploiting opportunities vs. reacting to problems

(7) Reliance on network vs. depending on given resources

(8) preferring no hierarchy vs hierarchy

(9) Working alone (independent working style) vs. with others

(10) More risk taking vs. risk aversion

(11) More concemed on immediate result vs long term result

(12) More Integration vs. more specialization

(13) More informal control vs formal control

(14) More loose control vs. more tight control

(15) preferring flexibility in management vs. formal management technique
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Based on the attributes, we collect Company incidents which fall into the category of 
possible entrepreneurial behaviour within the Organization through our consultancy experi- 
ence All behavioural responses are real possible responses during discussion with Compa
nies staff when engaged in consultancy activities As a general rule in assessing behaviour, 
a response definition should be designed to meet three criteria: objectivity, clarity, and 
completeness (Hawkins and Dobes, 1977). Objectivity refers to observable characteristics 
of behaviour or environmental events, clarity means the definition should be so 
unambiguous that it could be read, repeated, and paraphrased by observers; completeness 
means that the boundary conditions of the definition must be delineated so that the 
responses are enumerated. All thirty incidents are developed and generated in such a way 
that the three criteria are met ln order to make the analysis consistent, there are five 
possible behavioural responses to be chosen by respondents for each incident. The 
responses are arranged in random order and are used to measured the entrepreneurial 
attributes as described After the respondents complete the incident form, the choices are 
placed in the continuum scale of fifteen attributes so that a five point scale score could be 
calculated. For example, if the respondent chooses (A) as the behavioural response to an 
incident which is used to measure the attribute of 'innovation', in which (A) choice is 
placed in the middle point o f five point scale, he will be scored three in this attribute. All 
the other behavioural responses for each incident are calculated in the same way. As a 
consequence, a total score o f 150 would be given to an individual if his behavioural 
responses to thirty incidents are perfectly entrepreneurial. The degree of entrepreneurship 
would then be ranged from the value of 30 to 150. In the following sections, this method is 
tested with regard to its validity and reliability, using the sample of some executive MBA 
students and some middle to senior managers who are either in the process o f setting up or 
planning to set up their businesses

Validation of behavioural incidents

Testing the validity o f  behavioural responses

Although the behavioural incidents were written with actual consultancy experience and 
developed on the basis of entrepreneurial attributes as reviewed in the previous section, 
and, in addition, all possible choice actions in response to the decision situations were also 
fülly discussed with managers, an attempt is made to test its validity on how those choices 
are arranged in the five point attribute scale. To achieve this objective, twelve middle to 
senior managers who are planning to Start up their business and in the process o f setting up 
their business were identified to be our pilot test sample. Those people were chosen as 
representative of entrepreneurs group and were asked to express their opinion on the 
choice responses to each incident. The criteria of selecting this group is based on (i) they 
are widely recognized by their colleagues and associates to be entrepreneurial with regard 
to their managerial style, daily contacts, and innovative activities undertaken in the 
Companies; (ii) they are about to set up their business and have definite plan to form the 
Company of their own and according to the review of existing literature and those studies 
relating to Organization life cycle, the small business founders tend to be more 
entrepreneurial than Company managers and small business managers, especially at the 
Company creation and formation stage (See Vesper, 1982, Gärtner, 1988, Begley and 
Boyd, 1987, Flamholtz, 1986, Churchill, 1983, Chell and Haworth, 1988) All the selected 
managers and would-be business owners were given an opportunity to study carefully the 
incidents and they were then asked to rank the five behavioural choices on an open-ended
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attributes scale in accordance with their knowledge and experience on how those incidents 
should be handled and how entrepreneurial the behaviour would be classified with 
reference to the attributes scale if they are handled in the choices as given The relation of 
their mean rankings and our prescribed rankings were then analyzed The results from the 
Spearman's rank-order correlation test for each incident indicate an overall high 
consistency, i.e. our prescribed rankings on each behavioural response along the five point 
continuum attribute scale are highly related to the mean ranking by managers and 
would-be business owners. The detailed breakdown of Roh (Rank correlation coefficient) 
for each incident are summarized in table 48.1. It is apparent from the statistics that our 
ranking for seventeen incidents on the behavioural responses from more entrepreneurial to 
less entrepreneurial are pretty close to what the managers and would-be business owners 
perceive. The ranking of behavioural responses of 8 incidents are of medium significance. 
Only five incidents might require fiirther modifications and certainly improvement could be 
made if there are follow up discussions with participating managers.

Table 48.1
Summary of Roh for 30 Incidents

Number of Incidents_______ Roh_________Significance
17 incidents 0.9 -1 .0  High Significance
8 incidents 0 7-0 875 Medium Significance
5 incidents < 0.7 Low Significance

Testing the validity o f  incidents

In Order to test how valid the incidents are used to reveal entrepreneurial behaviour 
within the Organization, firstly, we asked the executive MBA students , who hold the 
managerial positions in organizations of both public and private sector with at least five 
years experience, to complete the behavioural responses of thirty incidents in a controlled 
classroom environment so that their responses could be immediate as to reflect their 
possible behavioural pattern Since there is a very careful selection process when the 
students are admitted to the Programme, it can be comfortably assumed that they have 
homogeneous background in terms of age, education, years of experience, relevance of 
managerial experience, etc As a result, the variable of personal background could have 
less impact on the behavioural responses. The score of each participating Student was then 
calculated according to the five point attribute scale and the total score could be arrived at 
by adding up the sub-score of fifleen attributes, representing the entrepreneurial score of 
the Student Secondly, they were also asked to complete a self-assessment form in terms of 
the fifleen five point attributes scale to see how they perceive themselves. The total seif 
assessed score could also be calculated and used to compare with the score derived from 
the incident responses The t-test (with the t value at 1.185) shows that there is no 
significant difference at 0 1 confidence level between the scores of students generated from 
incident method and from selfassessed method When the breakdown of each attribute is 
analyzed, we find no difference between the two methods of behavioural assessment in 
nine attributes while the t-values of other six attributes measurement show that there is 
difference in using the two methods.Table 48 2 shows the t-values of each attributes
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Table 48.2
The t-Test of Attribute Scores

Attributes t-Value Probabilitv Significance*

Formal Control 1.350 0.1857 no difference
Hierarchy 1 479 0.1481 no difference
Networking 1.435 0 1602 no difference
Management skills 2.751 0.0093 difference
Risk taking 2.975 00053 difference
Working style -3.140 0.0034 difference
Integration -3.008 0.0048 difference
Result-orientation -0.724 0.4740 no difference
Degree of control 0.849 04016 no difference
Opportunistic -0.311 0.7576 no difference
Formal Structure 2.739 0.0096 difference
Budget control 4.572 0.0001 difference
System conformity 0.000 - no difference
Innovation 0.976 0.3360 no difference
Status Quo/Change -2.182 00359 difference

Entrepreneurial 
Score (overall) 1 185 0.2440 no difference

(* Level o f significance is 0.1)

With reference to the Overall score of entrepreneurial behaviour, the test of incidents by 
means of comparing its validity against the respondents' seif assessment method did 
confirm that they are within acceptable Standards Since there is no reason to believe that 
students in the executive MBA dass would conceal the answer to self-assessment method, 
nor to the behavioural responses to the incident method, we could comfortably assume 
that the incident method is a true measure of what it is supposed to be measured, i.e. 
validated by the self-assessment method. The score derived from the behavioural responses 
to the incidents could be a good indicator o f the degree of entrepreneurship for those 
managers within the organizations On the other hand, self-assessment method is also a 
reliable method to be used to detect entrepreneurship of managers if the process is 
administered effectively. However, incident method is still preferable to self-assessment 
method because there is less chance to be contaminated by the respondents and their 
environment once it is used not in the case of students but in the case of practising 
managers within the Companies.

Measuring entrepreneurship

After testing the validity of behavioural responses to the incidents and the validity of attri
butes used as bases for developing the incidents as well as behavioural responses in the 
first two stages, we try to measure whether the entrepreneurial behavioural score could be 
used to distinguish the more entrepreneurial managers (i.e intrapreneurs) from less 
entrepreneurial managers in the third stage The sample used is the same as it is used in the 
last two stages Executive MBA students are, in general sense, less entrepreneurial as
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j u d g e d  b y  th e  r e s e a r c h e r s ,  c o m p a re d  w i th  th e  s e c o n d  g ro u p  o f  m a n a g e r s  w h o  a re  a b o u t  t o  

s e t  u p  th e i r  b u s in e s s  w i th  in n o v a t iv e  id e a s  A t - t e s t  is  c o n d u c te d  to  a n a ly z e  th e  S ta tis tic a l 
s ig n if ic a n c e  b e tw e e n  th e  e n t r e p re n e u r ia l  s c o r e s  o f  tw o  g ro u p s  o f  p e o p le  T h e  t- v a lu e  o f  

- 1 .9 3 3  is  c a lc u la te d  w i th  th e  im p ü c a t io n  th a t  th e y  a re  s ig n if ic a n tly  d if f e r e n t  a t  0 .1  le v e l 
(c r i t ic a l  v a lu e : 1 6 8 1 4 ) .  I t  is  th e r e f o r e  in te r e s t in g  to  n o te  f ro m  th e  r e s u l ts  th a t  b e h a v io u ra l  
r e s p o n s e s  t o  th e  in c id e n ts  d o  a c h ie v e  th e  p u rp o s e  o f  d is tin g u is h in g  m o re  e n t r e p re n e u r ia l  
m a n a g e r s  f r o m  le s s  e n t r e p re n e u r ia l  m a n a g e r s .

Conclusion and limitations

Throughout the paper, the literature on the study of entrepreneurship is briefly reviewed 
and it is argued that behavioural approach is a better method to the study of entrepreneur
ship than traits and demographics Under the category of behavioural approach, incidents 
method is developed and presented as an alternative to attitude approach Thirty incidents 
were created from consultancy experience They are the records of direct observations and 
discussion with Companies' managers and therefore represent quite well the possible behav
ioural pattem of managers Moreover, all the incidents were developed on the bases of 
entrepreneurial attributes which were identified from past research studies. The incidents 
were then validated with a sample of thirty-five executive MBA students, who hold the 
managerial position at the middle to senior level, by seif assessment method and were 
within reasonable Statistical significance The behavioural responses were also tested with 
a sample of twelve would-be business owners, who represent a group of people with a 
higher degree of entrepreneurship, and the results indicate a fairly high consistency because 
their rankings on the responses were in line with the pre-designed rankings along the 
five-point attribute scale. Finally, it is confirmed that the behavioural scores could be used 
to differentiate the more entrepreneurial group from less entrepreneurial group with 
acceptable Standard of Statistical significance 

The incident methods to the study of entrepreneurship as reported in this paper is 
another step further to explore the possibility of using actual behaviour to detect the 
degree of entrepreneurship in contrast to the traditional approach of using traits and 
demographics, and it is also suggested as a further extension of the attitude theory This 
method, as indicated in the literature review and the preliminary tests, does rest on a solid 
conceptual and empirical basis. The advantages of using this approach are also obvious 
because of its direct relevance to managerial behaviour, which is open to change and 
subject to be influenced by training and development However, there are still 
improvements and modifications to be made to make the instruments more applicable to 
the study of entrepreneurship. First, the number of incidents should be increased to 
enhance its representation of entrepreneurial behaviour Second, analyses should be made 
to examine the possible relationship among entrepreneurial attributes as some of them 
might be overlapped and are measuring the same thing. At the exploratory stage, we could 
only identify as many attributes as possible and tried to develop incidents to match the 
attributes, but once more research data are generated, analysis could be conducted to 
examine the interrelationship of attributes and to improve their validity Thirdly, further 
research could be done to test the applicability of this instrument in different industries, for 
managers at different levels and different functions, and in different cultures
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49 Entrepreneurship in Nepal - 
Some observations on entre- 
preneurial characteristics 
and other Undings
Rudolf Gut hier

Abstract

Altogether 239 entrepreneurs answered a pencil-and-paper instrument to assess Personal 
Entrepreneuria! Characteristics (PECs) It can be categorically stated that the PECs scale is 
not an indicator allowing differentiation of successful from less successfial entrepreneurs. 
NBC entrepreneurs, i.e., entrepreneurs trained by the New Business Creation method of 
entrepreneurship development scored higher than entrepreneurs of the control group This 
result seems to show that they know better the kind of answers expected of them.

In the context of a developing country the question about differentiating between suc- 
cessful and less successful start-up entrepreneurs seems not so relevant, as long as the 
latter can maintain their enterprise and thus eam a living for themselves, for family 
members and probably offer jobs to others. Both groups may need promotional Support.

112 ofthe 151 entrepreneurs that started after NBC training between 1985 and 1991 re- 
ported that they make already a profit (despite adverse economic conditions). The present 
investment has grown by one category or more in the case of sixty-five of those 
entrepreneurs

NBC entrepreneurs are less long in business (average slightly more than four years) than 
control group entrepreneurs (average more than six years) They have a shorter track 
record and hence fewer loans from banks and other sources They also have a slightly 
better family background than the control group entrepreneurs They thus had been in a 
better position to mobilize family funds to finance the start-up of their venture

The result that only thirty-eight per cent of the NBC group started with loans from 
banks surprises very much The project worked under the assumption that it had done the 
utmost to link start-up entrepreneurs with the banks Bank staff sit in the selection panel,
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they are presenting their bank and loan procedure during the training and finally they are 
represented during the presentation of the participants' business plans 

As more than eighty-four per cent state they would like to have a loan in the future we 
may deduce that it is not the entrepreneurs unwillingness but rather obstacles established 
by the banks preventing potential clients from obtaining them 

There seems to be a relationship with the IndCol score and the success of entrepreneurs 
Relatively more Internal entrepreneurs are shown to be successfiil. However there is a 
negative relationship between the IndCol scale and the PECs scale. But even if the IndCol 
scale were used for selection of future entrepreneurs some potentiaily successfiil founders 
might be excluded. Therefore also this instrument is not of much use in the setting of 
SBPP's activities

Certain entrepreneurial characteristics occur more offen with some other characteristics 
depending on the entrepreneur's personality. It appears that a typology of entrepreneurs 
could thus be developed.

Introduction

The Small Business Promotion Project (SBPP), a joint project of HMG1 of Nepal and the 
Federal Republic o f Germany, developed and adapted an improved approach towards 
assistance in the creation of new enterprises. This approach is known as NBC (New 
Business Creation) method of entrepreneurship development It is replicated intemationally 
by the Deutsche Gesellschaft für Technische Zusammenarbeit (GTZ) GmbH under the 
CEFE (Creation of Enterprises, Formation of Entrepreneurs) brand name.

The method was first applied at the end of 1984 to train future entrepreneurs in 
Pokhara. Since then thirty-four regulär NBC training programmes have been conducted 
with 629 participants2.

The author o f this paper is a practician and not a researcher. He presents his findings 
with the intention of drawing the attention of researchers towards the importance of devel- 
oping entrepreneurs and enterprises in developing countries and towards the wealth of data 
available that need Interpretation These data give indications for the need of further re
search in the field

PECs seif rating questionnaire as instrument to predict success

D P S. Bhawuk developed a set of questionnaires in Nepalese and applied it to a group of 
151 entrepreneurs trained in regulär NBC programmes and to a control group of 88 entre
preneurs having characteristics similar to the NBC group’s, The control group entrepre
neurs had been small business consultancy clients of SBPP, but they had never attended an 
NBC training His report is based on primary data collected from February to April 1991 
in various semi-urban locations of Nepal2
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The set of questionnaires contained a paper-pencil-test (PEC Scale) which had been 
originally developed by McBer and Company4. The PEC scale contains 70 behavioural 
Statements which have to be answered with either:

Based on the answers, values for thirteen characteristics and a correction factor are 
calculated. The Statements are contained in the appendix in their sequence The method of 
calculation of the characteristics and of applying the correction factor is also shown there

McBer States:

'The seif rating questionnaire was developed to provide a self-assessment on the 
thirteen competencies identified as selection criteria A person notes the degree to 
which each of the Statements is a self-description. There are five items reflecting each 
of the thirteen competencies (and five Statements which provide a correction factor) 
Because of its vulnerability to faking, this instrument was intended for self-assessment 
in entrepreneurship training programs rather than for screening'.

As the test was here used with existing entrepreneurs its application was insofar 
different from McBer's application where the test was predominantly used with future 
entrepreneurs

Table 49.1 summarizes the findings, i.e., the sample mean score of the thirteen 
characteristics for both the NBC and the control group of entrepreneurs It shows that 
there is congruence in the ordering of the thirteen characteristics between the two samples 
The thirteen characteristics are listed from 1 to 13 in descending Order of average sample 
score We see that in all competencies the NBC group scores higher The ränge of 
Standard deviation of the 13 characteristics for the NBC group is 2 to 2 65 and that for the 
control group is 2.14 to 2 97

Based on the ränge of Standard deviation in table 49 1, it can be stated that the NBC 
group seems to be slightly more homogeneous Also they achieve in all cases higher PECs 
scores. The difference is more than 5 in the following cases:

2 Information seeking
4 Commitment to work contract
5. Persistence
6 Use of influence strategies
7. Problem solving

12 Sees and Acts on Opportunities

These differences may be explained by the selection procedure; potential entrepreneurs 
have been selected showing these characteristics, or by the training itself Which of the two 
explanations is correct must be left unanswered here. The differences in the scores of NBC 
group entrepreneurs and those of the control group require further analysis to make a 
Statement on their significance. An attempt has been made below, more is to be found in 
the appendix.

always = 
usually = 
sometimes =

5
4
3
2rarely

never
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Table 49.1
Personal entrepreneurship characteristics' sample mean score for NBC & Control groups

SAMPLE MEAN SCORE

CHARACTERISTICS NBC CONTROL

SAMPLE SIZE
GROUP
151

GROUP
88

1 . EFFICIENCY ORIENTATION 20.25 19.91

2. INFORMATION SEEKING 20.08 19.39

3. CONCERN FOR HIGH QUALITY 
OF WORK 19.73 19.26

4 . COMMITMENT TO WORK 
CONTRACT 19.28 18.53

5. PERSISTENCE 19.13 18.51

6. USE OF INFLUENCE STRATEGIES 18.79 17.91

7. PROBLEM SOLVING 18.07 17.38

8. SYSTEMATIC PLANNING 17.67 17.33

9. INITIATIVE 16.79 16.60

10* ASSERTIVENESS 16.58 16.42

11‘ SELF-CONFIDENCE 16.46 16.22

12* SEES fc ACTS ON OPPORTUNITIES 16.26 15.57

13‘ PERSUASION 15.97 15.83

Front table 49 1 Bhawuk concluded that 'Nepalese entrepreneurs are strongest in 
efFiciency Orientation, information seeking, concem for high quality o f work, commitment 
to work contract, and persistence, in that Order The Nepalese entrepreneurs seem to 
perceive themselves to be weak in persuasion, seeing and acting on opportunities, seif 
confidence, assertiveness, initiative, and systematic planning'.

Successful and less successful entrepreneurs

A test was carried out to evaluate whether a relationship exists between the PECs scale 
and successful entrepreneurs. Entrepreneurs that confirm working profitably have been 
selected front both groups (table 49 2) A further selection was made selecting front the 
profitable group those whose investment has grown by one category in the case o f initial 
investment groups 1 to 6 or contain other indications of growth (initial investment group 7 
- see table 49.7) The so selected group of entrepreneurs has been termed successful (table 
49 3) The remaining entrepreneurs have been termed less successful This group includes, 
in addition to weaker enterprises, recent start-ups and enterprises reporting profits (65) but 
no investment growth

1t should be noted that having NBC graduates starting-up and operating for several 
years providing income to the entrepreneur, to their family and employees is already a 
success The study does also not enquire about further enterprises the entrepreneur may 
run
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Table 49 2 
Profitable enterprises

CONTROL
GROUP

NBC GROUP BOTH

NO PR O F IT 24 28 52

P R O F IT 57 1 1 2 1 6 9

OTHER 7 11 18

Table 49.3
Successful enterprises - entrepreneurs reporting both profit and growth

CONTROL
GROUP

NBC GROUP BOTH

P R O F IT  AND 37 67 1 0 4
INVESTMENT
INCREASED

TOTAL 88 1 5 1 2 3 9

From above tables we can learn that relatively more NBC entrepreneurs report profits 
(74.2 per Cent) than those from the control group (64 8 per cent). When it comes to 
making profit and reporting growth then the difference is not as important (NBC 44 4 per 
cent - CG 42.0 per cent) maybe due to the fact that NBC entrepreneurs are not as long in 
business as those of the control group

Table 49.4 compares the PECs scores of entrepreneurs termed less successful of both 
the Groups with each other, Table 49.5 does the same with the successful ones.
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Table 49.4
Entrepreneurial characteristics of less successful entrepreneurs

LESS SUCCESSFUL CONTROL GROUP NBC GROUP

NUMBER OF RESPONDENTS 51 84

AVERAGE STD AVERAGE STD

INITIATIVE 16.569 2.926 17.012 2.767

OPPORTUNITY SEEKING 15.471 2.913 16.762 2.142

PERSISTENCE 18.804 2.642 19.226 2.957

INFORMATION SEEKING 19.294 2.746 20.238 2.580

HIGH WORK QUALITY 19.392 2.319 19.845 2.378

WORK COMMITMENT 18.118 2.888 19.488 2.270

EFFICIENCY 19.608 2.434 20.393 2.405

SYSTEMATIC PLANNING 17.431 2.592 17.643 1.950

PROBLEM SOL VING 17.569 2.483 18.310 2.488

CONFIDENCE 15.941 2.675 16.738 2.842

ASSERTIVENESS 16.333 2.777 16.857 2.503

PERSUASION 15.882 2.541 16.262 2.426

INFLUENCE STRATEGIES 18.059 2.947 18.726 2.049

CORRECTION 17.353 2.400 17.179 1.760

OF ALL

AVERAGE 17.575 1.765 18.269 1.414

MAX 21.490 1.893 22.060 1.714

MIN 13.176 2.229 13.905 2.091

STD 2.404 0.515 2.376 0.645
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Table 49.5
Entrepreneurial characteristics o f successful entrepreneurs

SUCCESSFUL CONTROL GROUP NBC GROUP

NUMBER OF RESPONDENTS 37 67

AVERAGE STD AVERAGE STD

INITIATIVE 16.649 3.786 16.507 2.944

OPPORTUNITY SEEKING 15.703 2.470 15.627 2.503

PERSISTENCE 18.108 2.649 19.015 2.295

INFORMATION StEKING 19.514 3.176 19.881 3.262

HIGH WORK QUALITY 19.081 2.465 19.582 2.661

WORK COMMITMENT 19.108 2.128 19.030 2.521

EFFICIENCY 20.324 2.144 20.060 2.698

SYSTEMATIC PLANN1NG 17.189 1.915 17.701 3.129

PROBLEM SOLVING 17.108 2.480 17.761 2.993

CONFIDENCE 16.595 2.842 16.119 2.783

ASSERTIVENESS 16.541 2.909 16.239 2.792

PERSUASION 15.757 2.898 15.612 2.362

INFLUENCE STRATEGIES 17.703 2.415 18.701 2.522

CORRECTION 17.027 2.573 17.701 2.299

OF ALL

AVERAGE 17.644 1.608 17.834 1.875

MAX 21.919 1.880 21.896 2.016

MIN 13.324 2.372 13.463 2.242

STD 2.494 0.627 2.465 0.678
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Table 49.6
Entrepreneurial characteristics - Difference between successfül and less successfül

entrepreneurs

DIFFERENCE SUCCESSFUL - LESS SUCCESSFUL ENTREPRENEURS

CONTROL GROUP NBC GROUP

NUMBER OF RESPONDENTS 88 151

AVERAGE STD AVERAGE STD

INITIATIVE 0.080 0.861 -0.504 0.177

OPPORTUNITY SEEKJNG 0.232 -0.443 -1.135 0.361

PERSISTENCE -0.696 0.006 -0.211 -0.662

INFORMATION SEEKING 0.219 0.430 -0.357 0.682

HIGH WORK QUALITY -0.311 0.146 -0.263 0.283

WORK COMMITMENT 0.990 -0.760 -0.458 0.251

EFFICIENCY 0.716 -0.290 -0.333 0.293

SYSTEMATIC PLANNING -0.242 -0.677 0.059 1.180

PROBLEM SOLVING -0.461 -0.003 -0.548 0.505

CONFIDENCE 0.653 0.168 -0.619 -0.058

ASSERTIVENESS 0.207 0.132 -0.618 0.289

PERSUASION -0.126 0.357 -0.650 -0.063

INFLUENCE STRATEGIES -0.356 -0.532 -0.025 0.473

CORRECTION -0.326 0.174 0.523 0.538

OF ALL

AVERAGE 0.070 -0.157 -0.436 0.461

MAX 0.429 -0.013 -0.164 0.302

MIN 0.148 0.143 -0.442 0.151

STD 0.090 0.112 0.089 0.033

Table 49.6 gives a comparison between successful and less successful entrepreneurs of 
the control and the NBC group The figures contained in the table are the difference of 
PECs scores o f successful and PECs scores of less successful entrepreneurs (table 49 5 - 
table 49 4). Negative figures in the table show that less successfül entrepreneurs have
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achieved higher average PECs scores than successful entrepreneurs. Positive figures show 
that successful entrepreneurs attained a higher average score.

Successful entrepreneurs o f the control group achieve a slightly higher average score 
than less successful entrepreneurs. With the NBC group it is just inverse and that almost 
by 0.5 It therefore can be clearly stated that higher average PECs scores are not 
necessarily an indicator of success.

As the answers reflect social (and leamed) desirability, stated and actual behaviour may 
not match. There is one other explanation based on the correction factor which is much 
higher for the NBC group (0.5). If the correction factor had not been used then the 
average score for the control group would have been higher and the difference less

In any case it can be categorically stated that the PECs scale is not an indicator allowing 
differentiation of successful ffom less successful entrepreneurs.

It must be recalled that above discussion is based on average scores and that actual 
entrepreneurs, successful and less successful, score much higher and much lower than the 
average scores discussed. Therefore only a band of PECs values for successful (and less 
successful) entrepreneurs could be applied to evaluate entrepreneurial qualification.

People that score outside the band may not be suitable to become entrepreneurs. But as 
some characteristics can be developed by training and experience even this Statement may 
not be true.

Above finding is in line with Statements contained in the final report of McBer and 
Company. They state about their experience in India:

Tleither the seif rating questionnaire nor the business situations exercise differentiated 
the more successful entrepreneurs. On both of the instruments the two groups had 
virtually identical overall scores In view of the similar disappointing results with the 
pilot sample from Malawi, it seemed doubtful that these instruments would prove 
usefiil for selection. They may be yet of value in training programs where they can be 
used to help students or trainees to understand and recogniz.e the competencies'

In a country like Nepal where many new enterprises are needed to employ a growing 
number of people entering the labour market every year many additional entrepreneurs 
have to Start up Once they have created an enterprise, the enterprise may remain small or 
it may grow. In both cases it provides employment and income to the entrepreneur and to 
his/her family and other people Surely one would wish to promote rather the more suc
cessful than the average entrepreneur. In a country where the entrepreneurial Orientation of 
the majority of the population is not yet developed it may be not wise to differentiale the 
future successful from the 'average' entrepreneur and not to promote the latter also.

The necessary task is rather to awaken entrepreneurial motivation and to develop skills 
in a broad spectrum of the population and not only in those from traditional business com- 
munities but from all sectors, urban and rural, men and women.

The question in a developing country is: 'Who can Start and run an enterprise?'. To dif- 
ferentiate between average entrepreneur and successful entrepreneur appears like an inap- 
propriate Obsession in the given context

Examinalion o f  the answering pallern

The comparison of the PECs above creates the (wrong) impression that there are no major 
differences between entrepreneurs trained by the NBC method and entrepreneurs which 
belong to the control group The characteristics of the two groups have been shown to be 
similar, Both groups are in the Nepalese context belonging to the 'modern' sector.
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Responses given on the seventy items were as shown below (in per cent)

NBC Group Control Group Both Groups

always 24.9 23.1 24.3
usually 36.9 37.4 37.1
sometimes 23.1 22.8 23.0
rarely 8.1 8.4 8.2
never 7.0 8.2 7.4

The response usually is most frequent for both groups Differences are unimportant for 
the responses usually, sometimes, and rarely. Response always is more offen used by the 
NBC Group and response never more offen by the control group. There is room for Inter
pretation of these results This will be done in the appendix.

Investment pattern of NBC group and control group entrepreneurs

Quite a good number o f the sampled Nepalese entrepreneurs started with an investment of 
less than Rs. 50,000 (NBC 47 per cent and control group 40 per cent - see table 49.7). 
The next category of initial investment is Rs. 51,000 to Rs 200,000 (NBC 36 per cent and 
control group 38 per cent) There had been relatively few that could invest more than Rs. 
200,000 (NBC 16 per cent and control group 22 per cent)5.

Table 49.7
Beginning investment

BEGINNING
INVESTMENT
(IN RS THOUSAND)

NBC GROUP CONTROL
GROUP

NO. % NO. %

<10 20 13 7 8

11 - 25 24 16 16 18

26 - 50 27 18 12 14

51 - 100 32 21 20 23

101 - 200 23 15 13 15

201 - 300 5 3 10 11

>300 20 13 10 11
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Table 49.8 
Present investment

PRESENT
INVESTMENT
(IN RS THOUSAND)

NBC GROUP CONTROL
GROUP

NO. % NO. %

<10 13 9 2 2

11 - 25 8 5 8 9

26 - 50 25 16 8 9

51 - 100 21 14 16 18

101 - 200 32 22 23 26

201 - 300 12 8 9 10

>300 36 22 22 25

The comparison of the table 49.7 with table 49.8 shows that present investment is at an 
average higher than initial investment The average annual inflation rate for the period 
preceding the study was close to 10 per cent annually. It certainly does not account for 
most ofthe increase The initial investment and the present investment ofthe entrepreneurs 
were grouped in categories 1 to 7 (lowest to highest). The table below shows the growth 
in investment by categories. Negative numbers indicate that the investment has decreased

Table 49 9
Growth of investment of NBC entrepreneurs by number of categories

GROWTH OF INVESTMENT BY NUMBER OF CATEGORIES

GROWTH -3 -2 -1 0 1 2 3 4 5
6NUMBER 2 1 4 75 34 12 9 6 1

TOTAL 7 75 65

65 ofthe 151 NBC entrepreneurs report that their investment has grown by at least one 
category. 75 entrepreneurs state that the investment category has remained the same, 
which should not surprise as the sample contains a good number of recent start-ups Only 
seven indicate that their investment is now less than at start-up In four cases one of the 
two investments was not given, so that no Statement can be made It needs to be 
mentioned here that amongst those who report no growth of investment are also those in 
the highest category which is open ended and encompasses all investment above Rs 
300,000
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Loans and small entrepreneurs

Sample Size Successfiil in %
NBC Entrepreneurs 151 68 45
Control Group Entrepreneurs 88 37 42
Total 239 105 44

The total sample is 239 entrepreneurs, 151 entrepreneurs started after NBC training and 
88 belong to an equivalent control group which did not receive start-up training Of the 
sample 105 are described to be successfiil; 134 are less successfiil.

Of the 239 entrepreneurs 108 have currently a loan (table 49 11) The percentage is 
higher for the control group than for NBC entrepreneurs It surprises in any case that only 
40 per cent o f NBC entrepreneurs work with credits from banks or other sources and 34 
per cent (table 49.11) with loans from banks only.

If we come to those described as successful the picture changes not very much Only 44 
per cent (table 49.11) of successful NBC entrepreneurs have loans from banks and other 
sources compared with 68 per cent of the successful control group entrepreneurs. Only 37 
per cent (table 49 12) o f successful NBC entrepreneurs but 51 per cent of successfiil 
control group entrepreneurs have currently loans from banks.

Could that be caused by the banks' inability to pick winners?

The fact that thirty-one per cent of the less successful NBC entrepreneurs have loans 
(table 49.12) might prove that this is the case. However, one should not forget that the 
sample o f (so-called) less successful entrepreneurs contain those that just have started and 
may become ultimately also successfiil.

NBC entrepreneurs have less loans than control group entrepreneurs. Reasons for this 
might be:

1. NBC entrepreneurs come from less affluent background and have hence less access to 
credit

2. They are in business for a shorter duration of time and have hence less track record 
with banks.

3. Maybe they need less loan than the control group as they have more finance.

These cases will be considered.
Table 49,10 below shows that reason 1 is not valid. NBC entrepreneurs describe their 

economic condition in childhood as more favourable than control group members.
This Statement is based on the answer to the item:

14. Parent's Standard of living while you were growing up:
Poor = 1, Lower-middle-class = 2, Middle-middle dass = 3,
Higher-middle-class = 4, Rieh = 5

The values shown as 'Economic Condition' in table 49.10 are the averages of all answers 
expressed in figures
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Bhawuk States:

'In the NBC group, 50 per cent of the entrepreneurs said that they came from a middle 
middle-class family while 38 per cent said that they came from lower middle-class In 
the same group, 9 per cent of the entrepreneurs said that they came from a poor 
family, while 3 per cent said that they came from upper-middle and rieh dass 
In the control group, 33 per cent of the entrepreneurs said that they came from a 
middle middle-class family while 47 per cent said that they came from lower middle- 
class. In the same group, 20 per cent of the entrepreneurs said that they came from a 
poor family, while nobody claimed to have come from upper middle- or rich-class. ... 
We can say that entrepreneurship is a middle-class or poor-class phenomenon in 
Nepal'.

Reason two seems to be most important and reason three seems to have some 
justification. NBC entrepreneurs are for less time in business than control group 
entrepreneurs and they perceived themselves of higher dass origin than control group 
entrepreneurs. This might be a consequence of the selection process. Because of their 
slightly better family background they seem more often in a position to finance their 
venture from family funds without having recourse to loans from banks or other sources 
compared to control group entrepreneurs. The importance of joint family finance to small 
business start-ups seems to be a very interesting topic which has not yet been investigated 
in Nepal.

Table 49.10
Economic condition in childhood, years in business, and access to credit

No Loan Now

Economic Condition Years in Business

CG (NO LOAN TO START) 2.26 5.07
NBC (NO LOAN TO START) 2.53 3.63
CG (LOAN TO START NOT FROM BANK) 
NBC (LOAN TO START NOT FROM BANK)

1.50 6.50
2.20 5.80

CG (LOAN TO START FROM BANK) 2.27 5.55
NBC (LOAN TO START FROM BANK) 2.61 3.72

Loan Now

Economic Condition Years in Business

CG (NO LOAN TO START) 2.00 6.38
NBC (NO LOAN TO START) 2.36 5.73
CG (LOAN TO START NOT FROM BANK) 1.75 5.13
NBC (LOAN TO START NOT FROM BANK) 2.44 4.44
CG (LOAN TO START FROM BANK) 2.13 7.13
NBC (LOAN TO START FROM BANK) 2.40 4.63

1 = poor; 2 = lower middle dass; 3 = upper middle dass; 4 = rieh

Middle dass (economic condition approx. 2.25 to 2.75) are obviously in a position to 
raise finance from their family to Start and operate a new venture They are also the ones 
that may obtain finance from banks Below lower middle dass and lower middle dass have 
more difficulties in raising funds from banks They may have to raise funds from other 
sources. This is clearly to be seen in the case of the control group entrepreneurs
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Table 49.11
Loans from banks and other sources

NBC Entrepreneurs........................
Control Group Entrepreneurs..........
Total...................................................

.............. Sample Size

...............................151

................................88

.............................. 239

Loan Now 
60 
48 

108

Percentage
40%
55%
45%

NBC Entrepreneurs........................
Control Group Entrepreneurs.........
Total..................................................

................. Successful

................................68

................................37

.............................. 105

Loan Now 
30 
25 
55

Percentage
44%
68%
52%

NBC Entrepreneurs........................
Control Group Entrepreneurs.........
Total..................................................

.........Less Successful

................................83

................................51

.............................. 134

Loan Now 
30 
23 
53

Percentage
36%
45%
40%

Table 49.12 
Loans from banks only

NBC Entrepreneurs........................
Control Group Entrepreneurs.........
Total..................................................

............................. 151

.............................. 88

............................. 239

Loan Now 
51 
40 
91

Percentage
34%
45%
38%

NBC Entrepreneurs........................
Control Group Entrepreneurs.........
Total..................................................

.............................. 68

...............................37

............................. 105

Loan Now 
25 
19 
44

Percentage
37%
51%
42%

NBC Entrepreneurs........................
Control Group Entrepreneurs.........
Total..................................................

.............................. 83

.............................. 51

.............................134

Loan Now 
26 
21 
47

Percentage
31%
41%
35%
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Loans at start-up and Success

Tab le  4 9 .13
Lo a n s  n o w  and at start-up

NBC Entrepreneurs 
Control Group Entrepreneurs 
Total

Sample Size 
151 
88 

239

Loan Now 
51 
40 
91

Loan To Start 
72 
52 

124

Successful Loan Now Loan To Start
NBC Entrepreneurs 68 25 33
Control Group Entrepreneurs 37 19 24
Total 105 44 57

Less Successful Loan Now Loan To Start
NBC Entrepreneurs 83 26 39
Control Group Entrepreneurs 51 21 28
Total 134 47 67

58 (38 per cent) NBC entrepreneurs and 42 CG (48 per cent) entrepreneurs started with 
loans from banks. 14 NBC (9 per cent) entrepreneurs and 10 CG (11 per cent) 
entrepreneurs started with loans from other sources. Thus 79 NBC (52 per cent) and 36 
CG (41 per cent) entrepreneurs started without any loan 

Of those 105 that are currently described as successfiil 33 (49 per cent) NBC 
entrepreneurs and 24 CG (65 per cent) entrepreneurs had started with a loan ln that 
number 9 successfiil NBC entrepreneurs (13 per cent) and 6 CG entrepreneurs (16 per 
cent) started with loans from sources other than banks Thus of the successfiil 
entrepreneurs 36 per cent of the NBC group and 49 per cent of CG have started with loans 
frorn banks and 51 per cent of the NBC group and 35 per cent of the CG with no loan at 
all
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Success and Loa ns

currently without loan

successful presently loan success 
+ loan

success 
+ no loan

no success 
+ loan

no success 
+ no loan

CG NL 7 0 0 7 0 20

NBC NL 29 0 0 29 0 39

CG OS 0 0 0 0 0 2

NBC OS 4 0 0 4 0 1

CG LB 5 0 0 5 0 6

NBC LB 5 0 0 5 0 13

Sub-Total 50 0 0 50 0 81

currently with loan

CG NL 6 8 6 0 2 0

NBC NL 6 11 6 0 5 0

CG OS 6 8 6 0 2 0

NBC OS 5 9 5 0 4
°

CG LB 13 32 13 0 19
°

NBC LB 19 40 19 0 21
°

Total 105 108 55 50 53 _______ü J
CG =  Control Group; NL =  No Loan (from Banks or Other Sourccs) to Start Up
OS =  Other Sources than Banks for Loans for Start Up; LB =  Loan from Bank to Start Up

Success and Loans



Of the 105 successful entrepreneurs 14 that currently have no loan had a loan at start- 
up. Of the 55 successful entrepreneurs having a loan now 43 had also a loan at start-up 
Again the question is why cannot banks pick winners?

The result is alarming SBPP has representatives from banks involved in the selection of 
candidates and in the training itself Banks are thought especially instrumental at the Stage 
where candidates present their projects. Therefore it surprises that not more entrepreneurs 
Start their businesses with loans from banks. From the Statements above the conclusion 
may be drawn that loans from other sources are an alternative to bank loans - but not a 
very important one. There may be one exception which has not been investigated during 
Bhawuk's research: 'Which role plays financing within the joint family?'

Statements aboul entrepreneurs currently not having loans

The following Statements are relative to entrepreneurs that currently have no loan:
50 o f these entrepreneurs are shown as successful Of them 29 NBC and 7 CG entrepre

neurs started without any loan at all 4 NBC entrepreneurs had loans from other sources 
and 5 NBC and 5 CG entrepreneurs had loans from banks.

The success of those who started out with a loan, have no loan now, and are classified 
as successful (NBC = 9; CG = 5) must be rated even higher than that of those still having a 
loan, as they have between launching the business and now settled their loans.

Loans in the future and problems with loans

Table 49.14 shows that 201 entrepreneurs want bank loans in the future. This is indicative 
of the need for fmance of small entrepreneurs. 91 (87 per cent) of those currently having 
loans from banks and other sources (NBC 51; CG 40) would like to take loans from banks 
in the future. 110 (84 per cent) of those currently not having loans (131) would also like to 
have loans from banks in the future There seems not to be a great difference and an 
indication that almost twice as many entrepreneurs would like to take loans than currently. 
1t appears that even those that started without loan and also currently have no loan would 
like to access loans from banks However there are hurdles to be overcome that merit 
further investigation

530



Table 4 9 .1 4
Lo a n s  in the fiiture and problems w ith loans

LOAN T O  START P R O B L E N S L O A N  NO U LOAN IN FU TURE

A U

CG  (N O L O AN T O  ST A R T ) 0 1 8 26

NB C (NO L O AN T O  ST A R T ) 0 0 11 72

C G  ( L O A N  NO T F R O N  BA NK ) 9 8 8 10

N B C  ( L O A N  N O T  F R O N  BA N K ) 9 6 9 10

C G  ( L O A N  F R O N  B A N K ) 31 2 0 32 43

N B C  ( L O A N  F R O N  B A N K ) 4 0 2 9 4 0 50

A U 124 65 108 201

N o  L o a n  N o w

LO AN T O  START P R O B L E N S LO AN N O U L O AN IN FU TURE

CG (NO L O A N  T O  S T A R T ) 0 0 0 19

NB C ( N O  L O A N  T O  S T A R T ) 0 0 0 61

CG (L OA N N O T  F R O N  B A N K ) 2 1 0 2

N B C  ( L O A N  N O T  F R O N  BA N K ) 5 3 0 5

CG ( L O A N  F R O N  B A N K ) 11 4 0 8

N B C  ( L O A N  F R O N  BA N K ) 18 9 0 15

H a v i n g  n o  L o a n 36 17 0 110

L o a n  N o m

LOAN TO  ST AR T P R O B L E M S L O AN NO U L O AN IN FU T U R E

CG (N O L O A N  T O  S T A R T ) 0 1 8 7

NB C ( N O  L O A N  T O  ST A R T ) 0 0 11 11

CG ( L O A N  NO T F R O N  BA NK ) 8 8 8 8

NB C ( L O A N  NO T F R O N  B A N K ) 9 3 9 5

CG 31 16 32 25

NB C 40 20 4 0 35

H a v i n g  L o a n  N o w 88 4 8 108 91

Most o f those reporting having had problems with the banks had them when starting up 
(about 50 per Cent) Amongst the problems with the banks ranks the prevalent acceptance 
of additional payment to the banks' staff which had been variously reported in the past The 
problems seem to become less if the loan is taken afler start-up
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Internal - external score

Table 49 15
Relationship between PECs and the internal/extemal scale of successful entrepreneurs

N B C
NO.

IN T/ EX T PE CS
SC OR E

12 E 1 8 .8 46

15 E 18 .615

22 I 2 0 .3 85

2 6 I 19 .615

3 6 I 15 .8 46

3 9 I 17 .6 92

4 0 I 17 .0 00

41 I 19 . 0 7 7

4 3 I 17.231

5 2 1 18.154

5 6 I 19 . 0 7 7

5 8 I 19 . 0 7 7

5 9 I 18 .4 62

6 3 I 18 . 3 0 8

6 4 E 2 1 . 4 6 2

N B C INT/EXT P E CS
NO. SC OR E

68 I 16 . 8 4 6

71 I 18 . 9 2 3

72 I 16 . 9 2 3

80 I 18 . 6 9 2

82 I 17 . 6 9 2

87 I 18 .6 15

90 E 1 8 . 5 3 8

94 I 18 .1 54

121 I 18 .1 54

122 I 18 . 8 4 6

131 I 18 . 9 2 3

139 I 18 . 1 5 4

141 I 18 . 6 1 5

145 E 1 7 . 8 4 6

149 I 1 9 . 6 9 2

NBC entrepreneurs 12, 15, 22, 26, 36, 39, 40, 41, 43, 52, 56, 58, 59, 63, 64, 68, 71, 72, 
80, 82, 87, 90, 94, 121, 122, 131, 139, 141, 145, 149 are the most successful 5 o f the 30 
entrepreneurs listed above (table 49.15) are external (17 per Cent), 25 of them are internal 
As 24.5 per cent o f all the NBC entrepreneurs have been shown to be external, it may be 
stated that amongst the more successful entrepreneurs are less offen externals This result 
is to be expected 3 of the NBC entrepreneurs above belong to the bottom 15 on the PECs 
score 10 are below average, 15 above average and 2 are amongst the top 15 as far as 
PECs scores are concemed

Entrepreneurs with the 15 highest and the 15 lowest scores on the PECs seif rating 
questionnaire are shown below (table 49.16) with their Intemal/External rating There is 
only one external amongst those with the lowest score and two amongst those with the 
highest score. If PECs were an instrument to predict entrepreneurial success then one 
would expect a low number of external amongst those scoring highest which is - as 
expected - the case Then also one would expect a relatively higher number o f externals 
amongst those having low PECs scores - which is not the case 24.5 per cent o f all NBC 
entrepreneurs have been shown to be external Here we find in both cases only about 10 
per cent. There seems to be no correlation between PECs scores and internal/external 
rating
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Table 49.16
Relationship between the internal/external scale and highest and lowest PECs scores

L A S T  1 5 F I R S T  1 5

N B C I N T E R N A L / N B C I N T E R N A L /
N O . E X T E R N A L N O . E X T E R N A L

1 I 1 1 I

7 I 1 7 I

3 5 I 2 2 I

5 5 E 3 3 I

7 2 I 3 7 I

8 2 I 4 9 I

8 2 I 6 2 E

8 3 I 6 9 I

8 7 I 7 5 I

9 3 I 7 6 I

1 1 3 I 7 7 I

1 2 8 I 9 2 I

1 3 2 I 1 0 8 I

1 3 5 I 1 1 0 I

1 3 9 I 1 2 0 E
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Table 49.17
Relationship between various PECs as found comparing PECs scored

R E L A T I O N S H I P

V E RY
CL OS E

CL OS E M E D I U M D I S T A N T V E RY
D I S T A N T

R E M A R K S

1 2,10,11 12 8 , 9 3 , 5 , 6 , 1 3 4 . 7

2 12 1,10,11 8 , 9 3 , 6 , 1 3 4 , 5 , 7

3 13 5 , 6 , 9 1 . 2 . 4 . 7 . 8 ,1o,il - - G R O U P  2

4 5 3 , 6 , 7 , 1 3 8 , 9 1,2,10,11,
12 - G R O U P  3

5 6 3 , 4 , 7 , 1 3 1 , 8 , 9 2,10,11.
1$

G R O U P  3

6 3 , 1 3 4 , 5 , 7 , 9 1,8,10,11 2,12 * G R O U P  2

7 4 , 5 3 , 6 8 , 9 , 1 3 1,2,10,11.
1$ - G R O U P  3

8 - 1,9,10,
11 2 , 3 , 5 , 6 , 1 2 .

13
4 , 7 -

9 8 1,13 2 , 3 , 4 . 5 . 6 , 7
i6,h,i5

10 2.12 1,11 8 , 9 3 , 6 , 1 3 4 , 5 , 7 G R O U P  1

11 2,10,12 1 8 , 9 3 , 5 , 6 , 1 3 4 , 7 G R O U P  1

12 - 2,10,11 1,8 9 . 1 3 3 , 4 , 5 , 6 , 7 G R O U P  1

13 * 3 , 8 , 9 1,2 . 4 . 5 , 7  10,11,12 - G R O U P  2

The numbers above are the entrepreneurial characteristics that result fforn the completed 
PECs test:

1. = Initiative
2. = Sees and Acts on Opportunity
3. = Persistence
4. = Information Seeking
5. = Concern for High Quality of Work
6. = Commitment to Work Contract
7. = Efficiency Orientation
8. = Systematic Planning
9. = Problem Solving

10. = Self-Confidence 
1 1 =  Assertiveness 
12. = Persuasion
13 = Use of Influence Strategies

The table above suggests that within a group of entrepreneurs sub-groups (types) exist. 
Such sub-groups have a tendency to score certain characteristics more uniformly and are 
thus distinguished from other groups
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The table would allow more interpretations than those given here and could be a point 
of departure and topic for further research It suggests that there is not the entrepreneurial 
character as such It seems there are various combinations of characteristics leading to en
trepreneurial behaviour maybe depending on environmental factors Such types could be, 
e g., the arduous worker and the agile entrepreneur.

It is interesting to note that the characteristics 3, 4, 5, 6, 7, 13 - persistence, information 
seeking, high work quality, high commitment to work contract, efficiency, influence - are 
closely related to each other and account for the highest score. They occupy the first six 
places in the table 49.1.

1, 2, 10, 11 and 12 score lowest and are listed in the last five places of table 49 .1 They 
seem to be closely linked - initiative, opportunity, self-confidence, assertiveness, persua
sion. There are specific linkages between 1 and 8 - initiative with systematic planning

4, 5 and 7 (information seeking, concem for high quality of work, efficiency Orientation) 
are distant from 1, 2, 10, 11 and 12 (initiative, sees and acts on opportunity, self- 
confidence, assertiveness and persuasion).

3 (persistence) is distant front 12 (persuasion) so as to convey the opinion that you need 
either o f the two characteristics/skills

6 (commitment to work contract) is distant from 2, 10, 12 (seeks and acts on oppor
tunity, self-confidence and persuasion).

8, 9 and 13 is another linkage - systematic planning, problem solving, influence strategy.

Notes

1 HMG = His Majesty’s Government
2 From 1986 up to 14 October 1991, 35 other New Business Creation (NBC) workshops 

had been conducted for a variety of clients that are not considered here.
3 Biographical and psycho graphical profile of Nepal entrepreneurs: A study on entrepre

neurship in Nepal by D P S Bhawuk and Arjun K. Udas, International Training Institute, 
published by Small Business Promotion Project, Kathmandu, November 1991

4 The Identification and assessment of competencies and other personal characteristics of 
entrepreneurs in developing countries. Final report. Project No. 936-5314. Entrepreneur
ship and small business development. Contract No. DAN-5314-C-00-3065-00. 
Submitted to the United States Agency for International Development, Washington, 
D C 20523 By Richard S Mansfield, David McClelland, Lyle M. Spencer Jr. and Jose 
Santiago of McBer and Company, 137 Newbury Street, Boston, Massachusetts 02116. 
April 1987

5 Exchange Rate 1991: US $ 1.- = 36 NRs, DM 1 = Rs 20 The exchange rates were lower 
at the time of the start-up of most of the enterprises The NRs 50,000 - quoted represent 
approximately an investment of US $ 1,500 to 3,000.
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Appendix

Entrepreneurship characteristics Statements

1, I look for things that need to be done.

2. I like challenges and new opportunities

3 When faced with a difficult job, I spend a lot of time trying to find out a Solution

4 When starting a new job or project, I gather a great deal of Information.

5. It bothers me when things are not done very well.

6. I give much effort to my work.

7. I find my ways to do things faster.

8. I plan a large project by breaking it down into smaller tasks

9 I think of unusual Solutions to problems

10. I feel confident that 1 will succeed at whatever I try to do

11 I teil others when they have not performed as expected

12. I get others to Support my recommendations

13. I develop strategies to influence others

14 No matter who I am with, I am a good listener

15. I do things that need to be done before being asked to by others

16. I prefer activities that 1 know well and with which I am comfortable

17 I try several times to get people to do what I would like them to do.

18 I seek the advice of people who know a lot about the problems or tasks I am 
working on

19 It is important to me to do a high quality of job.

20. 1 work long hours and make personal sacrifices to complete jobs on time

21. 1 am not good at using my time well

22. I think about the advantages and disadvantages of different ways of accomplishing 
things
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23 I think of many new ideas

24 I change my mind if others disagree with me.

25 If I am angry or upset with someone, I teil that person.

26. I convince others of my ideas

27 I do not spend much time thinking about how to influence others

28 I feel resentful when I do not get my own way.

29. I do things before it is clear that they must be done.

30 I notice opportunities to do new things.

31. When something gets in the way of what I am trying to do, I keep on trying to
accomplish what I want.

32 I take action without seeking information

33. My own work is better than that of other people I work with

34 I do whatever it takes to complete a job

35. It bothers me when my time is wasted.

36. I try to think of all the problems I may encounter and plan what to do if each 
problem occurs.

37. Once I have selected an approach to solving a problem, I do not change that 
approach

38 When trying something difficult or challenging, I feel confident that I will succeed

39 It is difficult for me to Order people to do things.

40 I get others to see how I will be able to accomplish what I set out to do.

41 I get important people to help me accomplish my goals

42 In the past, I have had failures

43. I take action before it is clear that I must

44 I try things that are very new and different from what I have done before.

45. When faced with a major difficulty, I quickly go on to other things

46 When working on a project for someone, I ask many questions to be sure I
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understand what the person wants

47. When something I have been working on is satisfactory I do not spend extra time 
trying to make it better

48 When working on a project for someone, I make a special effort to make sure that 
person is satisfied with my work

49 I find ways to do things for less cost.

50. I deal with problems as they arise, rather than spend time trying to anticipate them.

51 I think of many ways to solve problems

52 I do things that are risky.

53. When I disagree with others, I let them know

54. I am very persuasive with others

55. In order to reach my goals, I think of Solutions that benefit everyone involved in a 
Problem

56. There have been occasions when I took advantage of someone,

57. I wait for direction from others before taking action

58. I take advantage of opportunities that arise.

59. I try several ways to overcome things that get in the way of reaching my goals

60. I go to several different sources to get information to help with tasks or projects

61. I want the Company I own to be the best of its type

62. I do not let my work interfere with my family or personal life.

63. I get the most 1 can out of the money 1 have to accomplish a project or task

64 I take a logical and systematic approach to activities.

65. I f  one approach to a problem does not work, I think of another approach 

66 I stick with my decisions even if others disagree strongly with me

67. I teil people what they have to do even if they do not want to do it.

68 I cannot get people who have strong opinions or ideas to change their minds

69. I get to know people who may be able to help me reach my goals
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70. When I do not know something, I do not mind admitting it. 

The thirteen characteristics are calculated as follows:

Statements Competency

1 + 15 + 29 + 43 - 57+  6 = Initiative

2 - 16 + 30 + 44 + 58 + 6 = Sees and Acts on Opportunity

3 + 17 + 31 - 45 + 59 + 6 = Persistence

4 +  18 -3 2  + 46 + 60+  6 = Information Seeking

5 + 19 + 33 -4 7  + 61 + 6 = Concem for High Quality of Work

6 + 20 + 34 + 4 8 -6 2 +  6 = Commitment to Work Contract

7 -2 1  + 35 + 49 + 63 + 6 = Efficiency Orientation

8 + 22 + 36 - 50 + 64 + 6 = Systematic Planning

9 + 23 -3 7  + 51 +65  + 6 = Problem Solving

10-24  + 38 + 52 + 66+  6 = Self-Confidence

11 +25 - 39 + 52 + 67+  6 = Assertiveness

12 + 26 + 40 + 53 - 68 + 6 = Persuasion

13 -2 7  + 41 + 54 + 69+  6 = Use of Influence Strategies

14- 28 - 42 - 56 + 70+  18 = Correction Factor

Corrected characteristics score = individual characteristics score - correction

The correction ranges from 0 to 7 based on the following lf  the correction factor score is:

24 or 25 subtract 7 from each competency score
22 or 23 subtract 5 from each competency score
20 or 21 subtract 3 from each competency score
19 or less subtract 0 from each competency score
PEC score = Sum of corrected characteristics scores.

Response interpretations fo r  bolh groups

1t is not really possible to give interpretations for the responses given to the Statements 
The following listing rather gives an insight on the value System (or on the perception of
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the desirability of those values) of the two groups of entrepreneurs Interpretations seem 
possible only in comparison with responses of other groups of people 

The following overview shows the most frequent responses to the Statements 
together with the average values to the responses (always = 5 to never = 1)

Average above 4.5
No. Statement Average

61 always 4 766
6 always 4 615
19 always 4.569
70 always 4.540

Average above 4.0
No. Statement Average

49 always 4410
7 always 4.377

69 usually 4.322
63 always 4.310

1 always 4.259
31 usually 4.251
51 usually 4.222

4 usually 4.197
48 usually 4.197
15 usually 4.163
16 usually 4.159
18 usually 4.151
65 always 4.151
41 usually 4.142
64 always 4.134
22 usually 4.113
10 usually 4.100
59 usually 4.092
55 usually 4.084

2 usually 4067
23 usually 4 038
36 usually 4 038

Average above 3.5
No. Statement Average

60 usually 3 941
50 usually 3.937
40 usually 3 929
34 usually 3.921
35 always 3.916
26 usually 3 795
20 usually 3 766
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3 usually 3.757
8 usually 3.741

13 usually 3.732
58 usually 3.728
11 usually 3.715
44 usually 3.703
38 usually 3.690

5 sometimes 3.665
46 usually 3.644
53 usually 3.628
14 usually 3.510

0
No. Statement Average

37 usually 3.473
67 sometimes 3.444

9 sometimes 3.418
66 sometimes 3.372
54 usually 3.335
27 usually 3.318
68 sometimes 3.247
25 sometimes 3.234
17 sometimes 3.213
30 sometimes 3.209
33 usually 3.155
42 sometimes 3.075

.5
No. Statement Average

39 sometimes 2.954
24 sometimes 2.950
62 usually 2.946
29 usually 2.883
56 sometimes 2.849
28 sometimes 2.787
57 sometimes 2.787
43 never 2.745
52 sometimes 2.703
12 sometimes 2 653

.0
No. Statement Average

21 sometimes 2.347
47 never 2.054
45 never 1.866
32 never 1.565
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Always was answered for the following Statements in the percentage given.

Statement No Respondents
61 82%
70 70%

6 67%
19 66%
49 56%

7 50%
63 47%

is given as response in majority or i

Statement No. Respondents
26 63%
40 60%
10 58%
55 57%
38 56%
15 55%
31 53%
48 53%
22 53%
37 53%
34 52%
50 51 %
60 51 %
69 50%

4 50%
64 50%
46 50%

2 50%
36 49%
59 49%
58 48%
65 48%
44 48%
13 47%
53 47%
23 47%
41 47%

; was given as response in majority

Statement No Respondents
56 60%
42 50%
12 47%

542



No Statement had a majority of 'sometimes' responses.

Never was given as response in majority or near majority for following Statements:

Above findings can be compared with the frequency of responses in percent o f the total 
sample. Frequency of less than 47 per cent are not represented.

Items that were most often answered with always are:

6 1 1  want the Company I own to be the best of its type. (79 per cent)
70. When I do not know something, I do not mind admitting it (70 per cent)

6. I give much effort to my work (64 per cent)
19 It is important to me to do a high quality ofjob. (63 per cent)
49. I find ways to do things for less cost (54 per cent)

7. I find my ways to do things faster (48 per cent)
1. I look for things that need to be done (44 per cent)

The items below are answered almost equally with almost (a) and usually (u), 35 is also 
equally answered with sometimes (s) as well

69. I get to know people who may be able to help me reach my goals. (a 45 per cent, 
u 44 per cent)

16. I prefer activities that I know well and with which I am comfortable (a 41 per 
cent, u 41 per cent)

35. It bothers me when my time is wasted (a 33 per cent, u 32 per cent, s 31 per cent)

Always is rarely used for the following items:

45 When faced with a major difficulty, I quickly go on to other things.
56 There have been occasions when I took advantage of someone 
12 I get others to support my recommendations.
21 I am not good at using my time well 
32. I take action without seeking Information.

Some of the items above are negative items, therefore the Statement is not surprising 
The answer to 12 which is not a negative item shows a facet of Nepalese entrepreneurs 
which needs further reflection 

The answer usually is most frequent for the following items:

26 I convince others of my ideas (61 per cent)
40 I get others to see how 1 will be able to accomplish what I set out to do. (57 per 

cent)
10 I feel confident that 1 will succeed at whatever I try to do (56 per cent)
55 In Order to reach my goals, I think of Solutions that benefit everyone involved in a 

problem (54 per cent)

Statement No 
32 
45 
47

Respondents
67%  
54%  
51 %
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38 When trying something difficult or challenging, I feel confident that I will succeed 
(54 per cent)

15. I do things that need to be done before being asked to by others (53 per cent)
31. When something gets in the way of what I am trying to do, I keep on trying to 

accomplish what 1 want (51 per cent)
48 When working on a project for someone, I make a special effort to make sure that 

person is satisfied with my work. (51 per cent)
22 I think about the advantages and disadvantages of different ways of accomplishing 

things (51 per cent)
37. Once I have selected an approach to solving a problem, 1 do not change that ap

proach (51 per cent)
34. I do whatever it takes to complete a job (50 per cent)

Usually is still the most frequent answer for the following items:

60. I go to several different sources to get information to help with tasks or projects 
50 I deal with problems as they arise, rather than spend time trying to anticipate 

them
69 I get to know people who may be able to help me reach my goals.
59. I try several ways to overcome things that get in the way of reaching my goals.
64. 1 take a logical and systematic approach to activities.
46. When working on a project for someone, I ask many questions to be sure I un- 

derstand what the person wants
4. When starting a new job or project, 1 gather a great deal of information.
2. I like challenges and new opportunities

36. I try to think of all the problems 1 may encounter and plan what to do if each 
problem occurs

59. I try several ways to overcome things that get in the way of reaching my goals 
58. I take advantage of opportunities that arise.
44. I try things that are very new and different from what I have done before.
65. If one approach to a problem does not work, I think of another approach
53. When I disagree with others, I let them know
13.1 develop strategies to influence others.
23 1 think of many new ideas
41.1 get important people to help me accomplish my goals.
18. I seek the advice of people who know a lot about the problems or tasks I am 

working on.
54. I am very persuasive with others.
51.1 think of many ways to solve problems.

8. 1 plan a large project by breaking it down into smaller tasks.
3. When faced with a difficult job, I spend a lot of time trying to find out a 

solution.
20. 1 work long hours and make personal sacrifices to complete jobs on time
1 1 1  teil others when they have not performed as expected
27. 1 do not spend much time thinking about how to influence others.
33. My own work is better than that of other people 1 work with.
14 No matter who I am with, 1 am a good listener
29. I do things before it is aware that they must be done
43 I take action before it is clear that I must
62. 1 do not let my work interfere with my family or personal life
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Only items 45 and 32 had few usually answers. They are negative items. Sometimes is 
preferred as answer in more than 50 per cent of the items for:

56. There have been occasions when I took advantage of someone.

It is the most frequent answer for the following items:

42. In the past, I have had failures.
12 I get others to Support my recommendations 
39. It is difficult for me to Order people to do things.
28. I feel resentful when I do not get my own way.

5. It bothers me when things are not done very well.
68 I cannot get people who have strong opinions or ideas to change their minds 
25 If I am angry or upset with someone, I teil that person 
24. I change my mind if others disagree with me.
52. I do things that are risky.
57 I wait for direction ffom others before taking action.
30 I notice opportunities to do new things
66 I stick with my decisions even if others disagree strongly with me 
17 I try several times to get people to do what I would like them to do.
21 I am not good at using my time well.

9. I think of unusual Solutions to problems.

The following items are rarely answered with sometimes:

69. I get to know people who may be able to help me reach my goals 
19. It is important to me to do a high quality ofjob 
6 1 1  want the Company I own to be the best of its type

6. I give much effort to my work.

Rarely is never the most frequent answer. The highest percentage of this answer is 28 
per cent for the following item:

21. I am not good at using my time well

Item 62 is insofar remarkable that all answer possibilities receive similar percentages

62. I do not let my work interfere with my family or personal life.

The variety o f answers to this question shows the ambiguity of the family Situation of 
the Nepalese entrepreneurs. This shouid receive further attention.

Rarely is rarely an answer in the following items:

40 I get others to see how I will be able to accomplish what I set out to do 
8 I plan a large project by breaking it down into smaller tasks 

26 I convince others of my ideas
59 1 try several ways to overcome things that get in the way of reaching my goals 
20 I work long hours and make personal sacrifices to complete jobs on time 
10 1 feel confident that I will succeed at whatever 1 try to do.
1 1 1  teil others when they have not performed as expected
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35. It bothers me when my time is wasted
60. I go to several different sources to get Information to help with tasks or projects
55. In Order to reach my goals, I think of Solutions that benefit everyone involved in a 

problem
36. I try to think of all the problems I may encounter and plan what to do if each 

problem occurs
58. I take advantage of opportunities that arise.
31. When something gets in the way of what I am trying to do, I keep on trying to ac- 

complish what I want
64. I take a logical and systematic approach to activities.
63. I get the most I can out of the money I have to accomplish a project or task 
16. I prefer activities that I know well and with which I am comfortable 
23. I think of many new ideas
41.1 get important people to help me accomplish my goals
22. I think about the advantages and disadvantages of different ways of accomplishing 

things
4. When starting a new job or project, I gather a great deal o f Information 

50. I deal with problems as they arise, rather than spend time trying to anticipate them
48. When working on a project for someone, I make a special effort to make sure that 

person is satisfied with my work.
2. I like challenges and new opportunities.

65. If one approach to a problem does not work, I think of another approach
51.1 think of many ways to solve problems
69. I get to know people who may be able to help me reach my goals
49. I find ways to do things for less cost.
18. I seek the advice of people who lcnow a lot about the problems or tasks I am 

working on
70. When I do not know something, I do not mind admitting it.

7. I find my ways to do things faster
1 I look for things that need to be done.

15 I do things that need to be done before being asked to by others.

Rarely is never answered with 6, 19, 61:

6. I give much effort to my work.
19. It is important to me to do a high quality of job
61.1 want the Company I own to be the best of its type

Never is answered most frequently (more than 50 per cent) for items 32 and 45 and then 
for 47 (49 per cent) and 43 (28 per cent).

32. I take action without seeking information
45. When faced with a major difficulty, I quickly go on to other things 
47. When something I have been working on is satisfactory I do not spend extra time 

trying to make it better.
43. I take action before it is clear that I must

Items 32, 45, and 47 are negative. Only the high number of never answers to item 43 
surprises It may hint at conservative attitudes among some of the entrepreneurs

546



Never is seldom given for items 67, 8, 50, 42, 5, 20, 53, 46, 30, 54, 58, 44, 13, 38, 16, 
60, 11, 34, 48, 70, 3, 40, 64, 15, 4, 35, 26, 18, 10, 69, and not at all for 36, 2, 1, 51, 55, 
49, 63, 31, 19, 23, 41, 65, 22, 59, 7, 6, 61. The items 39, 5, 57, 33, 43, 62, and 50 have 
two maxima They merit further scrutiny.

The items below are answered almost equally with always (a) and usually (u); 35 is also 
equally answered with sometimes (s) as well.

69. I get to know people who may be able to help me reach my goals (a 45 per cent, 
u 44 per cent)

16 I prefer activities that I know well and with which 1 am comfortable (a 41 per 
cent, u 41 per cent)

35. It bothers me when my time is wasted. (a 33 per cent, u 32 per cent, s 31 per cent)

Always is rarely used for the following items:

45. When faced with a major difficulty, I quickly go on to other things.
56. There have been occasions when I took advantage of someone.
12 I get others to support my recommendations
21. I am not good at using my time well.
32 I take action without seeking Information.

Some of the items are negative items, therefore the Statement is not surprising. The an
swer to 12 which is not a negative item shows a facet of Nepalese entrepreneurs which 
needs further reflection.

Never is seldom given for items 67, 8, 50, 42, 5, 20, 53, 46, 30, 54, 58, 44, 13, 38, 16, 
60, 11, 34, 48, 70, 3, 40, 64, 15, 4, 35, 26, 18, 10, 69, and not at all for 36, 2, 1, 51, 55, 
49, 63, 31, 19, 23, 41, 65, 22, 59, 7, 6, 61.

The items 39, 5, 57, 33, 43, 62, and 50 have two maxima They merit scrutiny

Item-wise comparison o f  the two groups

The differences in the PECs score between NBC group and CG do not appear very impor
tant. At the level o f the items, differences appear and are quite characteristic Here the 
NBC group of entrepreneurs and the control group are different and from their different 
responses - it seems - conclusions can be drawn Compare in the appendix: Differences 
between NBC group and control group.

Each response corresponds to a value from 1 = never to 5 = always (see above). For 
each Statement the average value for the NBC group and the control group has been calcu- 
lated The difference of the values for the NBC group and the control group are contained 
in the table and expressed as percentage of the values of the NBC group.

Negative values show that the control group has give higher values to the Statements 
Positive figures indicate that the NBC group has given higher values to the Statements

The control group gave considerably higher values to the Statements 62, 42, 47, 19, 66, 
28, 40 and 11. The NBC group gave higher values to Statements 58, 17, 52, 9, 33, 56, 13, 
59, 23, 60, 15, 18, 41, 12, 36, 57, 45, 2, 35, 30, 69, 4, 29, 3.

The control group has given 24 times higher values than the NBC group, the NBC has 
given 46 times higher values

The differences are more than expected and may be due to either selection or training of 
the NBC group of entrepreneurs. Therefore they need detailed analysis 62, 42, 47, 28 
where the control group scores higher are negative items so that theoretically they should
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be answered with lower score to arrive at higher PECs value. In addition 42, 28 are 
reducing the correction factor

Therefore the Statements where the control group scores importantly higher in real 
terms are 19, 66, 40 and 11. To this should be added the negative Statements to which the 
NBC group gave higher values: 56, 57 and 45.

The NBC group values the are the negative values 62, 42, 47, 28 and 58, 17, 52, 9, 33, 
13, 59, 23, 60, 15, 18, 41, 12, 36, 2, 35, 30, 69, 4, 29, 3.

If we compare the Statements in which the control group values are higher with the 
Statements where the NBC group gets higher values then certain differences between the 
group should become visible

Discussion o f responses to Statements

Items 19 and 62 are much less often answered with always by the NBC group and items 2, 
18, 55, 23, 58, 35 much more often when compared with the control group.

19. It is important to me to do a high quality ofjob.
62. I do not let my work interfere with my family or personal life.

The slightly higher tendency of the control group to answer always on item 19 may 
mean that they are somewhat more concerned about the quality of their work than the 
NBC group

Item 62 is a highly controversial negative item. Its wording in English and in its 
Nepalese translation are confusing Somebody who wants the family to be separated from 
his/her work may be tempted to answer either always or never. The NBC group answers in 
any case less ffequently always or usually and more ffequently with sometimes, rarely or 
never compared with the control group.

In Nepal the value of the family is still much higher than in the west and often the family 
relationship is also closely interwoven with the business. Because of the possible confusion 
and of the different social structure all kinds of responses for this items may have been re- 
ceived.

2. I like challenges and new opportunities.
18. I seek the advice of people who know a lot about the problems or tasks I am 

working on.
55. In Order to reach my goals, I think of Solutions that benefit everyone involved in a 

Problem.
23. I think of many new ideas.
58. I take advantage of opportunities that arise.
35. It bothers me when my time is wasted.

Above items to which NBC group entrepreneurs answered more often with always than 
the control group could be a consequence of their training. They project an image of them- 
selves of being more open, innovative and co-operative. The answers given to item 58 
show a much higher preparedness to use opportunities of the NBC group always and usu
ally (18 per cent) than the control group. Item 35 is discussed below
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35. It bothers me when my time is wasted
55. In Order to reach my goals, I think of Solutions that benefit everyone involved in a 

problem
27. I do not spend much time thinking about how to influence others
37. Once I have selected an approach to solving a problem, I do not change that ap- 

proach.
36 I try to think of all the problems I may encounter and plan what to do if each 

problem occurs.

Item 62 has been discussed above For item 35 the NBC group is more often sometimes 
bothered and less often usually than the control group One could think they are somewhat 
less bothered with time constraints

Item 55 draws considerably more always and therefore less usually ffom the NBC group 
than frorn the control group. It seems an indication of a more co-operative disposition of 
the NBC group which is also shown in the answers to some other items.

Item 27 is again a negative item and the answers may be confused Influencing is neces- 
sary for success. So one also should spend some time on this. The NBC group answers 
much more often with sometimes, rarely or never Item 37 might mean that the NBC 
group entrepreneurs are more likely to change their approach (see below) Item 70, 39, 13, 
59 are discussed below. The answers given by the NBC group in the case of item 36 fall 
much more often in the category of always and usually than those of the control group It 
appears that NBC entrepreneurs are more problem conscientious and appreciate the value 
of planning.

Items 36, 59, 15 are much less often answered with sometimes by the NBC group and 
items 12, 68, 37, 45, 70 much more often when compared with the control group.

59. I try several ways to overcome things that get in the way of reaching my goals.
15 I do things that need to be done before being asked to by others.
12 I get others to Support my recommendations
68 I cannot get people who have strong opinions or ideas to change their minds.
37. Once I have selected an approach to solving a problem, I do not change that ap

proach.
45 When faced with a major difficulty, I quickly go on to other things.
70 When I do not know something, I do not mind admitting it

Item 36 has been discussed above Item 59 is less often answered this way because it is 
more often answered with always and usually. It seems to be an indication of flexibility on 
the part o f the NBC group entrepreneurs. The same Statement can be made for item 15 
showing intent o f being autonomous

Item 12 is discussed below. Item 68 is a negative item which is open to 
misinterpretation NBC group seem to believe they can change sometimes the minds of 
people with strong opinions more often than the control group.

In item 37 NBC group answers more often with sometimes and less often with usually 
showing thereby that they are somewhat more flexible than the control group. Item 45 is 
negative but closely related with item 37 NBC group answers less often never and more 
often sometimes than the control group Again an indication for more flexibility. Though 
they seem to have a little bit more difficulties in admitting not knowing something.

U s u a lly  is m uch less often used by the N B C  group w ith items 62, 35, 55, 2 7 ,  3 7 , 7 0 , 39
and m uch m o re  w ith  13 , 3 6 , 59 when compared w ith the control group.
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13. I develop strategies to influence others.
9. I think of unusual Solutions to problems 

62. I do not let my work interfere with my family or personal life 
42. In the past, 1 have had failures 
39. It is difficult for me to order people to do things

The reaction to item 13 shows the NBC group entrepreneurs intent on influencing 
others to a much higher extern then the control group They also say more often that they 
go for unusual Solutions

As said earlier item 62 is controversial Therefore no clear Statement can be made. NBC 
trainees report less failures than the control group Therefore they can answer rarely more 
often then the others. NBC group reports somewhat less problems to order people to do 
things.

Never is much less often used by the NBC group, especially in items 12, 52, and 33 
there are considerable differences

12. I get others to support my recommendations.
52. I do things that are risky.
33. My own work is better than that of other people I work with.

NBC graduates either seem to appreciate the need for the support o f others or are really 
more dependent on others; they answer less often never and more often sometimes They 
seem to have a tendency of taking on more risks, the other answers to this items show this. 
And they seem to be much more confident about their quality of work

Q u estio n  tech n iqu e

Bhawuk stated in his report:

The response of the entrepreneurs to items 8 and 9 of IndCol scale and 21, 27, 37, 47, 
62, and 68 of PEC scale were checked at the end individually by either of the researcher to 
confirm that the entrepreneurs understood the items correctly. These items are negatively 
worded and it was found that some of them had problems understanding them However, 
no explanation was offered for any item by the researchers and the entrepreneurs were 
encouraged to read the item again and interpret it the way they wanted.

An exception was made for item number 62 of PEC scale and the following scenario 
was given to clarify the item:

'Imagine it is after work hours, say 5.00 p m in the evening. You are ready to close 
down for the day A customer walks in and has some important business with you He 
would take about an hour You have planned to go out with your wife this evening, 
say for a cinema Would you ask the customer to come back tomorrow or cancel the 
Programme with your wife?' In case of item 62 of PEC scale, therefore, it could be 
said that the response was to this scenario which clothes the idea contained in the item 
in behavioural terms.'

R a re ly is much less often used by the N B C  group w ith items 13 and 9 and m uch m ore
w ith  6 2 , 4 2 , 39 when com pared w ith the control group
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'The PEC scale has 70 items and respondents are required to express their agreement 
or disagreement with the items on a five point scale: always to never. The seventy 
items are grouped into fourteen factors of five items each. Thirteen of these are called 
entrepreneurial characteristics and the fourteenth factor is used as a correction factor 
to cover for social desirability element which comes into play while subjects are 
responding to the items The characteristics are: efficiency orientation, information 
seeking, concem for high quality of work, commitment to work contract, persistence, 
use o f influence strategies, problem solving, systematic planning, initiative, 
assertiveness, self-confidence, seeing and acting on opportunities, and persuasion.'

Statements about entrepreneurs currently not having loans

The following Statements are relative to entrepreneurs that currently have no loan:
To Start their businesses, 5 entrepreneurs of the NBC group and 2 of the CG took a loan 

frorn sources other than banks, 18 (12 per cent) NBC group entrepreneurs and 11 (13 per 
Cent) CG entrepreneurs had then loans frorn banks 4 of the NBC group (nos 23, 87, 121, 
141), had a loan frorn sources other than banks when starting They are now classified as 
successful One (no 136) is classified as less successful.

5 NBC group entrepreneurs had a loan from the bank and are now classified as success- 
fül (nos. 12, 42, 55, 91, 93); 13 had a loan and are now classified as less successful (nos. 1, 
5, 6, 9, 26, 27, 33, 44, 48, 79, 95, 100, 105) ln this context we should not forget that 
some are still Starters

Comparing the results, it may be possible to state that sources of finance other than 
banks seem to be in a better position to identify projects with potential than banks 

The success of those who started out with a loan, have no loan now, and are classified 
as successful (NBC = 9, CG = 5) must be rated even higher than that o f those still having a 
loan, as they have between launching the business and now settled their loans

11 CG entrepreneurs had a loan from the bank for launching their enterprises and 5 are 
shown as successful (nos. 17, 24, 26, 34, 65), 6 of them are less successful (38, 39, 53, 54, 
56, 64)
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Closing
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50 Content of entrepreneurship 
courses versus needs of 
entrepreneurs - 
Record of Thursday 
breakout session
Karl H. Vesper

Article

This session centered around the question o f how entrepreneurship education differs from 
business education in general and how the answer depends Who the students are makes a 
difference, as do the purposes they have for education An employee taking time out to 
Start a part-time venture may want specific Information about how to fill out forms, 
whereas a füll time university Student may be more interested to learn what the career op- 
tions associated with entrepreneurship are and what it is like to pursue them Starting a 
business raises different difficulties than running one afler it is already going

Conventional business courses, such as accounting, finance, marketing, operations and 
human relations, include Information of Utility to entrepreneurs but sometimes give insuffi- 
cient attention to aspects of special interest to entrepreneurs How to protect ideas, for 
instance, may in part be covered by business law courses covering patents, but those 
courses usually are elective and they also usually do not include the perspective of an 
entrepreneur who may not be able to afford large legal expenses Protective strategies such 
as maintaining secrecy or simply moving ahead on additional new ideas before competitors 
can copy them are usually not even mentioned, let alone developed in detail in law courses. 
Thus that task is left for entrepreneurship courses.

Dealing with failure in a venture is similarly left to courses that specialize in ventures 
Some instructors find it helpfu! to bring as visitors to entrepreneurship classes some people 
who have failed in their ventures1 This can give students some feeling of what it is like to 
fail, both as information helpfül in deciding whether to venture and as inspiration to avoid 
such failure if they do venture
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Ethics also is a topic worthy of special attention in entrepreneurship courses both 
because the subject is worth more treatment in the Curriculum and entrepreneurs face some 
types of ethical problems unique to them

Motivation and a proclivity to take action as opposed to doing stafF work that simply 
produces studies is another need of entrepreneurship that school should pay attention to 
Social norms and the culture from which an entrepreneur comes may, however, impose im- 
portantly different initial conditions on this task A Black South African, for instance, who 
has been taught that he or she is incapable o f many things may benefit ffom training to 
counteract that, whereas a German who may have been socially taught that entrepreneur
ship, although within the individual's capability is, nevertheless, not really as respectable a 
form of work as employment in a big Company may benefit from a different kind of 
’reprogramming' Social norms, educational policies and welfare arrangements of the per- 
son's country may all be important influence to consider.

What should be taught in connection with the notion of risk is open to question. It can 
be seen that there are different kinds of risks an entrepreneur may face and different ways 
of dealing with it. But what an entrepreneurship course should teach about it is not clear 
so far

How an entrepreneur should deal with dependence on others is another issue. Some may 
be 'Starters' only and others capable of going from inventor to 'Starter' to 'runner' of a 
Company Students bent upon entrepreneurship should perhaps be acquainted with such 
notions as the 'mad inventor syndrome' which is characteristic of a person who has a good 
idea but cannot let go of it enough even to let it be transformed in to a business success.

Entrepreneurship should be viewed as beginning well before someone Starts a venture. 
What they do and leam prior to start-up can bear importantly upon their ability to carry 
out the venture. Prior contacts and prior knowledge should both be seen as part o f the 
’expeditionary equipment'

An entrepreneurship course can importantly contribute time for students to explore and 
leam, as opposed to being directively taught. It is both possible and effective to teach with 
an approach which simply puts students on their own to pursue ventures and take the 
leaming that comes to them in that process. The minimum constraints for such a teaching 
approach include the following

A The course must have a specifled beginning and ending date
B Students must be required to complete a project.
C They must be required to communicate the results of that project

These results will likely include written and/or oral presentations, but other forms 
such as prototypes or actual business operations may also be suitable.

D There has to be a grade or certification of acceptable completion

Other than those four elements nothing eise is necessarily required in an 
entrepreneurship course Most instructors, however, choose to add further elements, such 
as lectures, texts, cases, visitors, and interactions with the instructor at intermediate as well 
as end points of the term Competition among teams on the project has by some instructors 
been found to be an effective stimulant to the course and to leaming

Entrepreneurship education can be viewed as concerned with leaming special ways of 
thinking, as opposed to acquisition of particular types of knowledge. Creative thinking is 
one type Acquisition of experience, including that of failure, can help add these qualities

It remains for each instructor to figure out what combination of instructional elements 
are suitable for different students, different points in venture development, and different 
cultures For students it may even be important to 'unlearn' some things they have been
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taught before2. Achieving the acquisition of a formal degree may not be an appropriate 
indicator of success Making money may also not be the most helpfül goal A more ap
propriate injunction for the Student may be to ’enjoy what you are doing and the money 
will come'.

Notes

1 Incidentally, it was noted that failure rates may vary considerably from one country to 
another In Sweden and the US the rate appears to be about ten per cent per year In the 
UK it was reported that eighty per cent fail in five years. In South Africa the figure given 
was eighteen per cent in ten years Checking this out and explaining it might be a 
worthwhile research study.

2 The Illusion that you can plan' was said to be one of these
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F G F: Förderkreis Gründungs-Forschung, e. V. Germany

eUpro*2xng(6/93)

"ELIDA":
E ntrepreneurship 
Li terature 
Da tabase

References to more than 9,000 Publications:

* Entrepreneurship
* Business Start-up
* New Ventures Creation
* Small Business
* Innovation
* Venture Capital

Foerderkreis Gruendungs-Forschung, e.V.,
c/o  Prof. Dr. Heinz Klandt, Universitaet Dortmund, 
D-44221 Dortmund, Germany
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ELIDA: Entrepreneurship Literature Database

Entrepreneurship Literature Database "ELIDA"

To improve the infrastructure for research and education opportunities 
in the field of entrepreneurship and business start-ups, the FGF ("Foer- 
derkreis Gruendungs-Forschung" what means "Centre for Research
support in Entrepreneurship and Business Start-up"), a not for profit 
Organization, has built up a literature database (references) on that 
specific subject.

*  Today more than 9,000 Items from monographs, contributions and arti- 
cles in scientific and business Journals, Conference proceedings, working 
papers are included:

* Referring to:
- Entrepreneurship
- Business Start-up
- New Ventures Creation
- Small Business
- Innovation
- Venture Capital
- Genetic Approach in Management;
- Corporate Venture Capital
- Venture Management

*  Each entry includes following fields:
- Author(s)
- Title (and Short Title)
- Specification (location where published; kind ofpublication: 

i.e. doctoral thesis, working paper, joumal article; page  # #  etc)
- Year o f publication
- Language used
-Additional Keywords (systematic and free)

* about 50% in English, 50% in German language;
* on going Collection o f new sources (some 2,000 p.a.);
* 'ELID A" can be used under dBASE III plus, DBxl and similar dBASE- 
compatible Software.
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F G F: Förderkreis Gründungs-Forschung, e. V  Germany

Time-unlimited user license for Installation on your own IBM- 
PC/AT/PS2 with harddisk (you need about 7 Megabytes for data) is 
offered to scientific institutions for 550,--DM (or $350 or 275,—ECU).

The FGF also öfters fhe utilisation of the database to students, researchers and 
Professors interested by mail at a cost basis; please send us informally your work
ing title , keywords, descriptors, authors or/and timespan ; price o f research 
depends on efforts and results from 50,-D M  (few items found) up to 100,-D M  (at 
max. of 500 items found); output on floppy-disk or paper as you wish.

* Possible data retrieval approaches in that Service are (access keys 
under dBASE-surface "LITE");

a) by author
-  single author
- two ’and’ linked authors

b) by all words in title
-  single word
- two ’and’ linked words
- two ’or’ linked words
- up to two ’and’ and to two ’or’ linked words simultaneously

c) by Publishing date
- period can be defined (e.g. from 1986 - 1988)

d) by key words
- single word
- two ’and’ linked words
- two ’or’ linked words
- up to two ’and’ linked words simultaneously

* Possible data output formats:
-  reference listformat
- index-card formal

*  Possible output media:
-  paper
- floppy disk (5 1/4 " or 3 1/2 ")

- as a dbaseflle (*.dbf)
-  as an ASCII file (*.asc) (for further wordprocessing)

Cooperation with other institutions (European and overseas) engaged 
in the field of entrepreneurship is wanted.
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*  Example A (output format: "List")
KEYWORDS: BUSINESS and PLAN in field'TITEL"

Demmler, L. Frank
/Business Plan/
The Business Plan
The^Enterprise Corporation of Pittsburgh, 1984

Dible, Donald H. (Hrsg.)
/Plan and Finance/
How to Plan and Finance a Growing Business 
Entrepreneur Press, Fairfield, CA., 1980 
1980

Gevirtz Don
/Entrepreneur’s Manifesto/
Business Plan for America: An Entrepreneur’s Mani
festo
Putnam’s, N.Y., 1984 
1984

Haslett. Brian; Smollen, Leonard F.
/Business Plan/
Preparing a Business Plan
in: Pratt,Stanley; Morris, Jane K. (Hrsg.),
"Guide to Venture Capital Sources", Venture Econo
mics Inc., Wellesley, MA., 1970 
1970

* Example B (output format: "Card”)

1865

Szyperski, Norbert

/U  nternehmensentwicklung/
Kritische Punkte der Unternehmensentwicklung

in: ZfbF: Zeitschrift für betriebswirtschaftliche
Forschung, 27(1975), S. 366-383
1975

Standort: FGF
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Entrepreneurship Monographien

FGF Entrepreneurship-Research Monographien

Band 1:
Bohlender, Claudia; Klandt, Heinz

Entrepreneurship im Europäischen Binnenmarkt: 
Gründungs-Forschung und Ausbildung in Spanien. 
Köln, 1989 (90 pages; 38.50 DM) - in German -

Band 2:
Weihe, Hermann J.; Klenger, Franz; Plaschka, Gerhard;
Reich, Frank-Rainer

Unternehmerausbildung - Ausbildung zum Entrepreneur. 
Eine Studie zur Situation der Aus- und Weiterbildung 
von Unternehmensgründern.
Köln-Dortmund, 1991 (320pages; 59.00 DM) - in German -

Band 3:
Klandt, Heinz (editor)

Entrepreneurship and Business Development.
Aldershot (UK), et al, 1993 (about 350pages; £ 39.50) 
(co-operatively published with Avebury Publishers) -in English -

Band 4:
Klandt, Heinz

".EVa" - Das Computer-Planspiel für Unternehmer und solche, die 
es werden wollen.
Köln-Dortmund, 1993 (64pages; 25.00 DM) - in German -

Band 5:
Klandt, Heinz; Müller-Böling, Detlef (editors)

IntEntg2 : lnternationalizing Entrepreneurship Education and 
Training. Proceedings o f the lnlEntg2  Conference, Dortmund 
June 23-26, 1992.
Köln-Dortmund, 1993 (570pages; 75.00DM) - in English -
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This volume represents different views from five continents on entrepreneur
ship education and training: 50 contributions by authors from North America, 
Western and Eastern Europe, Africa, Australia and Asia are included.

A broad bench of experiences and reflections by academics and practical 
experts engaged in teaching entrepreneurship are shown; first perspectives 
and steps to an empirically based and more systematic approach to research 
on the educational needs of entrepreneurs, adapted teaching methods, 
supportive organisational structures, and the measurement of efficiency of 
courses and programmes are described.

Key contributions are given by senior researchers like Robert H. Brockhaus, 
Bengt Johannisson, Asko Miettinen, Robert D. Hisrich and Karl H. Vesper.

Förderkreis Gründungs-Forschung e. V. 
Entrepreneurship-Research

c /o  Universität Dortmund, D-44221 Dortm und, Germany

Unverb. Preisempfehlung 
DM 75,00

(Sfr 70; ÖS 550; US $ 50)

ISBN 3-9802285-3-3 
ISSN 0936-790X


