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BACKGROUND TO THE RESEARCH

In January 1996, a Working Group on Youth Entrepreneurship was estab-
lished with co-ordination provided by Human Resources Development Canada.
The Working Group on Youth Entrepreneurship is composed of three Sector
Council organizations: the Canadian Council for Human Resources in the Envi-
ronment Industry, the Canadian Professional Logistics Institute, and the Forum
for International Trade Training

Early in 1996, the Working Group initiated a process to undertake research to
support effective entrepreneurship skills development. The Working Group
perceived that a number of needs existed in the area of youth entrepreneurship
development and believed that, through new research activity, these needs could
be addressed and a variety of benefits realized. The perceived challenge and
benefits were as follows.

If the research could achieve these target outcomes, the potential benefits should
be:

• enhanced synergy, partnership, collaboration, and alignment among various
and disparate activities throughout Canada as a consequence of these activities
working in pursuit of common outcomes;

• improved self-assessment by individuals to help determine the relevance and
potential benefit of entrepreneurship training programs;

THE POTENTIAL BENEFITS

The target outcomes for the research were:

• to build a consensus National Guideline for Youth Entrepreneurship Education
and Training identifying the core factors generally regarded as highly corre-
lated with entrepreneurial initiative and success;

• if possible, to build a Framework for a Training Plan based on the proposed
National Guideline for Youth Entrepreneurship Education and Training;

• to develop a plan (a) for a joint consultation/negotiation with potential na-
tional partners, (b) to harmonize national initiatives and enable shared learning
and experience, and (c) to establish effective partnerships at the national and
international levels;

• to develop a framework for a Candidate Recruitment Process; and

• to develop a Competencies Guideline identifying and defining the key ele-
ments of an entrepreneurship education or training plan.

THE CHALLENGE
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• improved ability of organizations to recruit and select candidates who stand to
benefit most from participation in the programs offered;

• improved ability of individuals and organizations to assess the impact of
training programs and efforts related to the entrepreneurship development of
participants;

• improvements in the establishment and operation of national partnership
efforts in support of youth entrepreneurs;

• improvements in the sharing of knowledge, information, and experience
among partnership groups; and

• to bring some order (but not too much) to some of the chaos that seems to be
prevalent in the field of entrepreneurship education and training in Canada.

The Working Group contracted the Canadian Foundation for Economic
Education (CFEE) to undertake the research. CFEE worked in collaboration with
officials from Human Resources Development Canada and the Sector Councils
and a network of leaders in entrepreneurship education and training.

This publication, which is the result of the research, is designed as a working
tool to provide a platform to discuss the challenges, solutions, and benefits
related to fostering entrepeneurial success. It summarizes the research and
focuses on the highlights of the research findings.

Fax Back Forms are included in the Appendices because we want your
feedback on this report. We are also interested in learning more about the youth
entrepreneurship education and training initiatives under way across the coun-
try. And we would like to share that information with others who might be
interested.

Our contacts in the field have confirmed that this research effort was both
needed and wanted. Many people involved in youth entrepreneurship education
and training are not aware of the various other efforts and activities that exist. As
a result, opportunities for exchange, collaboration, and efficiency are being
missed.

From our discussions with individuals across the country, we have con-
cluded that there is widespread support for the notion of a national guideline.
There is a desire for more information sharing, increased partnership, improved
alignment of goals and objectives, and greater sharing of resources, ideas, and
information about “what has worked and what hasn’t.”

Recognizing that no individual or group is bound by a set of established
target outcomes, we nonetheless believe that an effort to establish a national
consensus on a number of key areas pertaining to youth entrepreneurship
education and training is highly desirable. Indeed, there is a high level of interna-
tional interest in whatever progress Canada is able to make in this direction. The
following, then, represent our proposals to those Canadians and international
authorities working in the area of youth entrepreneurship education and train-
ing. We hope that this report of our research serves to stimulate discussion so
that all of us can continue to improve our collective efforts to improve youth
entrepreneurship development across Canada and throughout the world.
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EXECUTIVE SUMMARY

The Canadian Foundation for Economic Education was asked to undertake
research to achieve the target outcomes described on page v.

We have achieved the following through our research and consultation
efforts involving leading experts in the field of entrepreneurship education and
training across Canada and from other nations.

1. We have proposed a National Guideline for Youth Entrepreneurship Education and
Training that we believe will stand as a consensus achievement.

We have included within the proposed Guideline, the delineation of stages of
entrepreneurship development. These stages are:

• Formative stage
• Developmental stage
• Start-up stage
• Growth stage

We have found widespread support for this delineation.

We have concluded that the most important factor related to success is the
existence of a “desire” or “passion” that motivates a person to act.

We have drawn a distinction between “attributes” and “attitudes.” Attributes
are the factors that lie largely within that relate to how a person feels about
him/herself and his/her potential. Attitudes relate more to how a person acts.

We have grouped these factors of desire, attributes, and attitudes into a
classification called “internal factors.” We see the internal factors as those
relating primarily to one’s regard for self and the manifestation of such
feelings in how one acts. These internal factors will be the primary focus at the
formative stage of entrepreneurial development.

We have developed a second category called “external factors,” which we see
as those related primarily to interactions with others and with the environ-
ments within which one learns, works, and plays. They relate to how one
learns about, and takes action in, his or her living environments. Within this
category, there are two key factor groupings—”learning” and “vision”—which
deal with how one learns, what is learned, and how that learning can be
applied in setting goals, creating a vision for future initiative, and accepting
risks that may be associated with potential accomplishment. This category
embodies the “strategic skills” associated with establishing goals and a vision
for initiative.

The final category is that of the important tactical skills that are key to plan-
ning, launching, operating, and expanding an entrepreneurial venture. First,
there is the level of skill development that will precede actual start-up. Efforts
related to “learning,” “vision,” and the development of “pre-start-up tactical
skills” comprise the developmental stage of entrepreneurship development.
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The next phase of skill enhancement is focused upon the skills important to
actual start-up and operation of the venture. Not surprisingly, this constitutes
the start-up stage of entrepreneurship development. Finally, there are those
tactical skills that will be important to an entrepreneur who is seeking to
expand a venture and achieve significant growth. The tactical skills associated
with this stage of development are the focus for the growth stage of entrepre-
neurship development.

Altogether, and summarized within the report, these factors appear to have
widespread support as those that are most highly correlated with success. It
must be emphasized, however, that all factors identified are not prerequisites
for success and all are not needed by an individual to be successful. Rather,
they stand as the key target outcomes for those individuals, programs, and
initiatives that hope to enhance the potential for entrepreneurial success
among youth.

2. We have developed a proposed Youth Entrepreneurship Training Framework
that identifies key activities and learning opportunities that should help in
achieving the target outcomes established in the National Guideline. The
Training Framework we have developed should assist both those who cur-
rently offer programs in the area of youth entrepreneurship and those who
plan to do so (or may plan to do so) in the future.

3. We have developed a framework to support the development of both local
partnerships and a national partnership model. There are many local partner-
ship activities under way and planned, and there is a very strong desire, and
need, for some umbrella national partnership to help connect the local part-
nerships and enhance efficiency, effectiveness, sharing, and complementarity
of effort.

4. We have proposed a Framework for a Candidate Recruitment Process. Our
conclusion is that, to date, most efforts in this area have been quite traditional
and independent and have assigned relatively little priority to creating
unique, innovative efforts to recruit candidates.

5. We have developed a proposed Competencies Guideline based on the National
Guideline for Youth Entrepreneurship Education and Training. We believe the key
value of the proposed Competencies Guideline will lie in its ability to serve as a
catalyst to future discussions and debate. It should help to provide a focus for
such discussions/debate while providing guidance and assistance to those
working in the area of youth entrepreneurship education and training.

It is not intended as an edict carved in stone. It is an effort to facilitate in-
creased collaboration, co-operation, and synergy among Canadian educators
and trainers working in the area of youth entrepreneurship development. We
are not aware of any other effort in the world to date that has tried to develop
a Guideline and Competencies Guideline such as these, which have been the
focus of this research. We are encouraged by the common perception of
“need” for such research, the widespread willingness to co-operate, and the
extraordinary degree of consensus.
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Based on our research, we believe the following initiatives are needed, and
would be welcomed, by those participating in youth entrepreneurship education
and training. We make the following recommendations.

Recommendation #1. Produce a concise presentation of the National Guideline
with a much more concise preamble and circulate it
widely as a working tool.

Recommendation #2. Convene a national forum to discuss the findings of this
research effort and to help chart a course, and build an
action plan, for the future. Encourage the active participa-
tion of entrepreneurs in this forum.

Recommendation #3. Work toward developing a national partnership based on
the model proposed.

Recommendation #4. Utilize the national partnership to help develop, co-
ordinate, and improve candidate recruitment efforts.

Recommendation #5. Develop validated instruments enabling:
• the assessment of an individual’s entrepreneurship

development based on the key factors presented in the
National Guideline.

• self-assessment by individuals to determine interest in,
and potential for, entrepreneurial initiative.

Recommendation #6. Develop a model for “business planning” based on the
various planning stages and needs.

Recommendation #7. Research the extent to which needed curriculum, re-
sources, strategies, and related technologies currently exist
or need to be developed to support education and training
efforts to achieve the target outcomes established in the
National Guideline.

Readers should be aware that application of the Guidelines proposed will
depend to a large extent on the aims and target audience for each individual
entrepreneurship education or training program. Some programs will have
specific objectives and, therefore, may focus on only certain components of the
Guidelines. Others will have a target audience that will mean only certain compo-
nents are relevant. It is certainly not to be assumed that all programs should
cover all of the factors and elements proposed. Programs will focus attention on
the appropriate components.

Furthermore, it should not be assumed that an individual requires knowl-
edge, skill, and ability in all of the areas proposed in order to be a successful
entrepreneur. We have identified the various factors and elements seen as impor-
tant and correlated with success—not essential for success. In the same way that
program developers will have to focus on those components of the Guidelines
seen as relevant to their education and training efforts, individuals will also have
to focus attention on those elements most relevant to their individual needs.

It is hoped that these Guidelines will support both the program deliverers and
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those individuals seeking entrepreneurship education and training and assist
with the decisions, choices, and priorities that will need to be determined. We
also hope that a large number of individuals and organizations will take the time
to review, and respond to, the Guidelines proposed. For those of you who choose
to do so, a review form is provided at the end of this report, and we look forward
to your comments. In all cases, we wish you success with your entrepreneurship
education and training efforts.
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NATIONAL GUIDELINE

FOR

YOUTH ENTREPRENEURSHIP

EDUCATION AND TRAINING
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INTRODUCTION

The first challenge was to develop what was originally termed an “entrepre-
neurship skills model.” The term “skills” has very specific connotations, and we
suggest that it does not provide the opportunity to capture the range of impor-
tant factors that are commonly regarded as correlated with entrepreneurial
success. Therefore, we have suggested the title National Guideline for Youth Entre-
preneurship Education and Training, which leaves the range of possible factors
broad enough to capture all that we believe should be included. Other possible
titles naturally exist, and we welcome any thoughts and suggestions. For our
purposes, we will refer to the National Guideline for Youth Entrepreneurship Educa-
tion and Training.

Before we move on to discuss the rationale behind the proposed Guideline,
we want to emphasize a number of key points.

• We believe, and recognize, that anyone can consider the option of being an
entrepreneur. What we have done here is to identify the key factors that appear
to be highly correlated with success. We do not mean to imply that these
factors are essential, nor are they intended to exclude or dissuade anyone from
exploring the entrepreneurial challenge.

• The “building blocks” that begin on page 6 reflect building blocks in our
analysis and lead to our conclusions. They should not be seen as building
blocks for an entrepreneur. They are not a series of stepping-stones in entrepre-
neurial development. They are thinking and analytical building blocks serving
as the basis for our conclusions.

• The Guideline we are presenting is not intended to describe what an individual
must have before setting out as an entrepreneur. Skills and so forth can, in
many cases, be developed and honed along the way. The Guideline does draw
attention to those factors seen as most important.

• The primary target audience for the Guideline is those who will help to create
and implement programs to help people who are interested in developing their
entrepreneurial capability. The Guideline has not been designed as a document
for those who are exploring the entrepreneurial option—although they could, if
they wished, certainly use it as a reference.

• Although the Guideline will serve to provide a focus for the development of key
areas (attributes, skills, and so on), it is important to highlight the vital role
often played by mentors and role models in addition to those who provide
instruction and training.

• Although the Guideline emphasizes the key role that “environments,” “commu-
nities,” and “cultures” play in either encouraging or discouraging entrepre-
neurship development, our conclusions should not be interpreted as prescrip-
tive. Every community and societal grouping will make independent and

IMPORTANT NOTES AT THE OUTSET



3

FRAMEWORK FOR YOUTH ENTREPRENEURSHIP SUCCESS

collective decisions that will influence the potential for entrepreneurship
development. Though many may regard efforts to nurture entrepreneurship
development as desirable, we acknowledge that there are those who think
otherwise.

We have concluded that cultural and environmental conditions are very
important and closely linked to entrepreneurship development. We have also
identified environmental conditions and attributes that tend to be supportive
of entrepreneurship development. But, obviously, each community will have to
decide whether or not such conditions and attributes are desirable in light of its
priorities and beliefs.

We will now present the rationale and “building blocks” behind the pro-
posed National Guideline for Youth Entrepreneurship Education and Training. The
Guideline itself is presented at the end of this section.
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In the course of our research, we have:
• contacted directly many of those who are regarded as leaders and authorities

in the field of entrepreneurship in Canada and in other nations;
• made extensive use of the Internet to seek out new, “most current” information

as well as to extend our network of contacts;
• implemented a detailed literature search; and
• drawn upon the books and periodicals generally regarded as leading works in

the field.
It is important to summarize some of the key research findings that have

influenced our recommendations. Whenever something is “built,” the construc-
tion entails a series of building blocks. In building our recommended Guideline,
we have used a number of “building blocks” to form the basis for the Guideline's
structure. These are not presented in any specific order, which is consistent with
the fact that proportionately little material associated with entrepreneurship is
linear in nature. They are, however, presented within the context of certain
groupings. These groupings relate to the general structure developed for the
Guideline.

The Guideline is constructed around (a) the various “stages” associated with
entrepreneurship development and (b) the various “factor categories” that
appear to be the best organizational groupings for the success factors we have
identified.

The following are the general stages associated with entrepreneurship
development.
• The Formative Stage: This relates to the various factors that influence the

development of the desires, attributes, and attitudes that we have found to be
most highly correlated with entrepreneurial success.

• The Developmental Stage: This relates to the learning and skill development
that equip and prepare an individual to consider the start-up and launch of an
entrepreneurial venture.

• The Start-up Stage: This refers to the specific skills and supports that are
required by an individual during the start-up, launch, and initial operation
stages of a new venture.

• The Growth Stage: This refers to the specific skills and supports that are
required by a successful entrepreneur who is looking to advance an initial
start-up venture to a period of growth and expansion.

Various education and training programs may focus on one or more of these
stages. Certainly there is no restriction as to which individuals or organizations
are responsible for any particular stages of development. However, as a general
view, it is likely that family, community, and school cultures (with related pro-
grams, activities, experiences) contribute significantly to the formative stage.

In most cases, colleges, universities, enterprise centres, and so forth (with
keen attention to skill and knowledge development) make significant contribu-
tions to the developmental stage. Colleges, universities, professionals (and their
associations), industry associations, and various community organizations and
institutions are similarly frequently involved in assistance to the start-up stage.

Entrepreneurs, once established, will then tend to draw upon a wide range
of resources to assist them in preparing for growth. These resources may include

BACKGROUND TO OUR RECOMMENDATIONS



5

FRAMEWORK FOR YOUTH ENTREPRENEURSHIP SUCCESS

the groups mentioned above as well as others, including mentors and other
experienced entrepreneurs.

As you will see below and on the next page, there are various factor catego-
ries to consider within these various stages.

Before we move on to the general structure of the proposed Guideline, it is
important to re-emphasize that the building blocks we will present are not
intended as a prescription for an individual’s entrepreneurship development.
Rather, they are the building blocks associated with our findings, thinking, and
analysis. They are the cornerstone for the Guideline.

Therefore, we do not want anyone to mistakenly think that a person needs to
“build” all the factors we are about to discuss in order to be a successful entre-
preneur. Possessing a certain portion of these proposed factors may well enable
success. But our goal was to identify all the factors that appear to be most highly
correlated with success—not all the things a person has to have in order to be
successful. These building blocks stand as the foundation for our conclusions
regarding key success factors, not as the prescription for what you need to be an
entrepreneur.

Although “success” obviously means different things to different people and
can be applied to a very wide range of endeavours, for the purpose of this report
we are regarding “success” as the successful creation, planning, start-up, and
operation of a business venture. The attributes, attitudes, and skills associated
with entrepreneurship, and as they are presented here, can be applied to all kinds
of endeavours, business and otherwise. We recognize, however, that the priority
concern of immediate users of this report is on new business ventures and related
job creation success. Hence, we have focused particular attention on the factors
most highly correlated with the successful creation, planning, start-up, and
operation of a business venture.

• The Environmental Factors—The “Community/Culture”
- the environments within which we live, work, and play and the extent

to which they encourage, or enable the development of, entrepre-
neurial initiative

• The Internal Factors
- Seed (Want): the heart of our entrepreneurial potential, that is, the

desire, want, engine that motivates a person to be an entrepreneur
- Attributes (Why): the internal factors that influence one’s regard for

oneself; those that are introspective, intrapersonal, and that can be
developed (these tend to relate to the motivations underlying a per-
son’s actions, a person’s potential for taking initiative, and why a
person might be willing to take initiative)

- Attitudes (How): the internal values that drive entrepreneurs that are
often environmentally determined and that can be developed (they
tend to relate to how one acts and the nature of one’s actions)

THE GENERAL STRUCTURE FOR THE PROPOSED GUIDELINE

Formative Stage:
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 •The External Factors
– Learning: the willingness and ability of a person to acquire informa-

tion, knowledge, and experience from the world around him/her

- Vision (Strategic Skills): how a person sees the world and envisions
what is possible/desirable in the world around him/her

• Skills (Start-up Tactical):
- the skills that are important to developing a business plan and estab-

lishing, launching, and operating a business

• Skills (Growth Tactical):
- the skills that are important to moving a successful business into a

period of growth and expansion

It is important to note that this document is not intended to identify those
features that are unique in some way to entrepreneurs. The elements proposed in
this Guideline are those to look for in an individual if one is looking to assess the
individual's chances of entrepreneurial success (this can pertain to self-assess-
ment or assessment by others).

The following are the building blocks on which we have based our conclu-
sions. The various building blocks relate to the structure for the proposed Guide-
line in the following way.

• Building Block #1 relates to environmental factors.
• Building Blocks #2–12 relate to internal factors.
• Building Blocks #13–19 relate to external factors
• Building Blocks #20–39 relate to skills.

As we will discuss in a moment, one of the most essential factors related to
entrepreneurial success is the existence of a true want or desire to be an entrepre-
neur. People who are successful entrepreneurs usually have one or more domi-
nant reasons for wanting to be an entrepreneur.

For there to be a want, it seems logical that there must be a reason. There
must be a reason for a person to want to act, to take initiative, to be an entrepre-
neur.

It is our conclusion that this concept of reason relates to the community and
the cultural context that exist in our lives. A reason to be an entrepreneur, to

Developmental Stage:

Start-up Stage:

Growth Stage:

THE “BUILDING BLOCKS” FOR OUR RECOMMENDATIONS

Building Block #1: The Fertility of the Ground—The Environmental Factors
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want to take entrepreneurial initiative, will arise from the various environments,
experiences, and educational opportunities that are afforded to an individual.
Our research has shown that there is overwhelming support for the fact that
many of the factors we have concluded are most essential for entrepreneurial
success can be either taught or nurtured. Previous assumptions that entrepre-
neurs are “born, not made” were based on the fact that, in the past, the only
nurturing environment was usually that of the household of an entrepreneur.
Our schools, workplaces, policymakers, and so forth did not assign a priority to
ensuring that entrepreneurship and its related “characteristics and skills” were
nurtured and encouraged. Indeed, one could argue that most of our environ-
ments have historically been counter-productive in encouraging the develop-
ment of entrepreneurship.

The research is full of evidence that the school systems have focused pre-
dominantly on “left-brain” development and reward. Hence, more academically
inclined students have been rewarded and encouraged, whereas “right-brain”
dominated individuals (somewhat more prone to entrepreneurial initiative) have
experienced less reward and encouragement.

Our workplaces have historically been more oriented to “convergent”
thinking rather than “divergent” thinking. Workplace environments placed
greater emphasis on conformity than on creativity and individual expression.

Our public policy for many years tended to focus more on the concerns of
our larger enterprises than on the needs of and requisite conditions for our
smaller businesses.

Times have now changed. Workplaces are changing. Policy priorities are
shifting. Schools are changing. Training programs exist, and are being developed,
to assist the development and success of our entrepreneurs. These changes have
provided further evidence of the fact that entrepreneurs can, indeed, be assisted,
nurtured, and developed. We are now at a point (including this project) to
determine what works and what doesn’t and how intervention efforts can be
more focused and successful.

But the key point is to ensure that the focus regarding the potential for
entrepreneurial success is not placed solely on the profile and potential of the
individual. The community (in its broadest sense—family, school, neighbourhood,
workplace, province, region, nation) will influence the extent to which an indi-
vidual acquires the seed—the reason to be an entrepreneur, from which will evolve
the want and the desire. The community will establish the environment that will
encourage or discourage entrepreneurship; plant the seed for initiative or blow it
away; till, fertilize, and nurture the ground for the seed to take hold or erode the
foundation for development; support and assist or inhibit and frustrate.

It would be unrealistic for those communities and regions of Canada that are
anxious to encourage and develop more entrepreneurs and entrepreneurial
initiative to rely on the fact that an increased number of people will simply
choose to be entrepreneurs. There has to be encouragement, incentive, a ration-
ale. In short, there has to be a reason for a person to want to be an entrepreneur.
Part of that reason will come from within, a result of the internal factors to be
discussed later. The other part will come from the external environment and the
conditions that are conducive to and supportive of entrepreneurial initiative.

It is our conclusion that even if a training program is successful in develop-
ing entrepreneurial skills in an individual, the chances of success are significantly
enhanced if the community environments are entrepreneurial, and significantly
diminished if they are not.
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To that end, we have included in the proposed Guideline an outline of the
attributes we believe are characteristic of a community (any specific environ-
ment) that would be conducive to and supportive of entrepreneurial initiative.

If communities and environments are successful in providing “reasons” to be
an entrepreneur, the next key factor appears to lie within the individual. Our
research shows that one of the most important factors correlated with entrepre-
neurial success is the importance of an inner “drive,” “spark,” “desire,” “want”—
or any one of a number of other words that are used to refer to what turns a
person on to wanting to be an entrepreneur.

In research work undertaken by George  Solomon and Erik Winslow, a group
of successful entrepreneurs were asked to define “success.” Answers included
the following:*
• “Doing what I like to do. Spiritual well-being and providing for myself.”
• “Control over my own destiny. To be able to go where and when I want.”
• “Feelings of worthiness, providing a valuable service and being in demand.”
• “Being happy with myself, doing things I enjoy.”
• “Freedom of time and money.”
• “Do what I’m doing and feel proud about it. Telling my parents and having

them be proud, also.”
These responses are typical of other similar research findings. There is

something inside that makes these people want to be entrepreneurs and take on
the hard work associated with being an entrepreneur. In various ways, under
various circumstances, the seed is planted. Some argue that the seed must be
innate. The research shows otherwise.

When assessing a person’s potential for entrepreneurial success, it is impor-
tant to look for some sign of that seed—the desire, the want, to be an entrepre-
neur. There needs to be an internal motivator—what is sometimes called an
“intrinsic driver.” This leads us to consider those internal factors that relate to
“self” and the influences they have on determining whether or not we develop a
personal desire to be an entrepreneur and are willing to act on that desire.

The following six building blocks relate to internal factors that we are classi-
fying as “attributes,” the internal motivators underlying a person’s actions and
why a person may be drawn to entrepreneurship and become an entrepreneur.
Much of the research in this area focuses on a person’s regard for self and how
people view themselves, think about themselves, and perceive their personal
potential. Attributes lie more in the affective domain relating to how we feel,
most particularly, about ourselves and our potential.

Goethe said: “The greatest evil that can befall a person is that he should
come to think ill of himself.” Our research makes it clear that a factor very
positively correlated with entrepreneurial potential and prospects for success
relates to what individuals think about themselves and their potential. The areas
of concern that appear to be of most relevance to entrepreneurship are the
following:
• internal locus of control
• self-confidence

* Solomon, "Toward a descriptive profile of the entrepreneur,” p. 168.

Building Block #2: The “Seed”
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• self-efficacy
• self-esteem
• self-actualization
• self-awareness

These six building blocks are relevant to the recommendations we are mak-
ing with respect to the key attributes.

The notion of “intrinsic motivation” (or intrinsic driver, as it was referred to
earlier) brings us to the concept of “internal locus of control.” Locus of control
(the subject of study by Julian Rotter and Herbert Lefcourt)* refers to “where
people believe the influences in our lives are centred. ”An internal locus of
control is consistent with the belief that a person has a significant ability to
influence the outcome of events in life. A person with an internal locus of control
will tend to believe that he/she can overcome obstacles in life and is able to
influence environments and events that will ultimately influence outcomes and
the chances for success.

The research indicates that it is not such that a person has either an internal
or external locus of control. Rather, people will lean in a certain direction, and
people who are more entrepreneurial will tend to lean more significantly toward
the internal locus of control.

Ultimately, an internal locus of control will lead to a person acting in re-
sponse to, or being driven by, the things that he/she sees as most meaningful and
important. This is one of the primary motivators behind the entrepreneur’s
frequent aspirations for independence from systems that tend to control and
impose priorities and goals that are set by others. It is also consistent with the
notion of the inner “seed” discussed earlier and “personal passion, ” which we
discuss on pages 13 and 14.

Our conclusion is that the more a person leans toward having an internal
locus of control, and a belief system that he/she can influence events and out-
comes in life, the more likely it is that the person will be entrepreneurial and
have “what it takes” to work toward entrepreneurial success.

A bias toward an inner locus of control will tend to be consistent with, and
manifest itself as, demonstrations of self-confidence that, in turn, tend to be
accompanied by a reduced fear of failure.

This, again, is consistent with the belief that one is able to influence events,
conditions, and outcomes. As with the inner locus of control, self-confidence
relates largely to how we see ourselves and our potential.

Our research noted the importance of not confusing self-confidence with
bravado. Evidence of self-confidence can be somewhat subtle, and a certain level
of cockiness in an individual may well mask personal insecurities.

* As cited in "Psychology” by Dr. Don Morgenson. In Your Home Office and Small Business Program. Kitchener, Ont.: Global Lifeskills Inc., 1995, p. 26.

Building Block #3: Internal Locus of Control

Building Block #4: Self-Confidence
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Our evidence shows, and various bodies of research have shown, that self-
confidence may be somewhat overestimated as a significant factor for entrepre-
neurial success. Self-confidence may well be more of an indicator of some of the
other more important internal factors correlated with the likelihood of entrepre-
neurial success. For example, it may be that self-confidence is more a manifesta-
tion of self-efficacy. Indeed, work by David McClelland has shown that self-
confidence was not a significant factor in distinguishing highly successful entre-
preneurs from average entrepreneurs.* Although he acknowledges that self-
confidence is necessary, its importance should not be overestimated. Assessment
efforts may be more effective if concentrated on other factors.

There has been a great deal of research in this area. Work by Albert Bandura
refers to self-efficacy as “a collection of beliefs concerning our ability to perform
behaviours that will result in outcomes we most fervently desire.”** It is noted
that the single most important determinant of self-efficacy is the accumulation of
personal accomplishments. This fact makes it clear that it is possible to influence
self-efficacy by enabling people to establish goals and successfully attain them.
Helping people to establish short-term modest goals and providing opportuni-
ties for success make it possible to elevate the challenge of the goals and further
enhance self-efficacy as greater challenges are overcome and accomplishments
are realized. This further draws attention to the importance of setting goals—
something that is addressed in a later building block.

A self-efficacy scale has been developed by Walter Mischel (1981) and the
following items are from that work.*** They help clarify the notion of self-
efficacy. Respondents were asked to rank their level of confidence on a scale from
10 to 100 with respect to how they felt they could handle the following situations.
• “Attend a social gathering at which there is no one that you know.”
• “At a social gathering, approach a group of strangers, introduce yourself and

join in the conversation.”
• “Complain about poor service to an unsympathetic sales or repair person.“
• “In a public place, ask a perfect stranger not to do something that annoys you,

such as cutting in line, talking during a movie, or smoking in a no-smoking
area.”

• “Ask neighbours to correct a problem for which they are responsible, such as
making loud noises at night or not controlling their pets.”

The Webster’s New World Dictionary defines efficacy as the power to produce
effects or intended results. Self-confidence is an attribute that would appear to be
“closer to the surface,” whereas self-efficacy seems to relate more to a deeper
inner belief that there is a power to succeed/achieve. Some speculate that self-
confidence may be more transient and may apply to a person in some situations
and not others, whereas self-efficacy is more pervasive and continuous. Self-
efficacy provides a person with a feeling that he/she can handle most situations,
including most of those described above. There is also the possibility that a
person demonstrating self-confidence may lack self-efficacy in areas potentially

* “Characteristics of successful entrepreneurs” by David C. McClelland. In The Journal of Creative Behaviour, vol. 21, no. 3, 1987, p. 226.
** As cited in "Psychology” by Morgenson, p. 28.
*** Ibid, p. 30.

Building Block #5: Self-Efficacy
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important for entrepreneurial success, but it is unlikely that a person with a high
level of self-efficacy would not also demonstrate self-confidence.

Our research, therefore, leads us to conclude that it is preferable to focus
more on self-efficacy than on self-confidence as likely to be a key factor corre-
lated with potential for success. Self-confidence would be a factor correlated with
self-efficacy.

Whereas self-efficacy is concerned more with a person’s perception of his/
her ability to achieve results, self-esteem is more concerned with a person’s level
of self-respect and the extent to which a person believes that he/she is worthy of
the accomplishments that are realized in all aspects of life.

Self-esteem would appear to be an important internal factor, particularly as it
relates to the initial “seed” and passion for entrepreneurship. A high regard for
one’s own self-worth would appear to be logically associated with motivations
related to what the person individually assesses to be important. It would ap-
pear, then, that a high level of self-esteem should contribute to the capacity for
passion as well as to valuing personal goals and achievement. Nathaniel Branden
(Honouring the Self, 1983) notes a number of behaviours that should serve as
indicators of high levels of self-esteem.*
• “The individual’s face, manner, way of talking and moving project joy in being

alive . . . a simple delight in the fact of being.”
• “The individual is able to speak of accomplishments or shortcomings with

directness and honesty.”
• “The individual is comfortable in giving and receiving compliments, expres-

sions of affection, appreciation, etc.”
• “The individual is open to criticism and comfortable about acknowledging

mistakes.”
• “The individual’s words and movements have a quality of ease and spontane-

ity.”
• “There is harmony between what the individual says and does and how he/

she looks, sounds, and moves.”
• “The individual exhibits an attitude of openness to and curiosity about new

ideas, new experiences, new possibilities in life.”
• “The individual is able to see and enjoy the humorous aspects of life, in self

and in others.”
• “The individual projects an attitude of flexibility in responding to situations

and challenges, a spirit of inventiveness and even playfulness.”
• “The individual preserves a quality of harmony and dignity under conditions

of stress.”
It appears evident that a person who believes that he/she is worthy of

success is likely to be in a position to demonstrate increased passion in the effort
to achieve success, and, since passion is so overwhelmingly important, it leads us
to conclude that self-esteem is an important factor to consider as an element
associated with the opportunity for entrepreneurial success.

* As cited in "Psychology” by Morgenson, p. 21.

Building Block #6:  Self-Esteem
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Self-actualization refers to the development of one’s personal abilities and
living up to one’s potential. In other words, it involves putting talents into action
and applying talent and skills to endeavours in efforts to achieve goals. Self-
actualization is also linked to ambition and what a person believes he/she is
capable of achieving. Self-actualization will obviously influence one’s willing-
ness to act, the goals that one chooses to set, and one’s passion and commitment
based on one’s own expectations of the chances for success.

Much work has been done in this area by Abraham Maslow.* Maslow’s work
notes the difference between “deficiency needs (things a person lacks)” and
“metaneeds (the things that a person needs to feel self-fulfilled and fully devel-
oped as a person).” Self-actualization is a metaneed. It relates to what one aspires
to rather than basic needs. Obviously, the notion of  “dreams” relates to self-
actualization as does the setting of personal goals. One’s dreams, goals, aspira-
tions, and ambitions will be an indicator of a person’s concept of self-actualiza-
tion.

Maslow identifies six degrees of need priority. They are:
1. Physiological needs (air, food, water, etc.)
2. Need for safety and a sense of security
3. Need to belong
4. Need for love
5. Need for self-esteem
6. Need for self-actualization

Therefore, self-actualization is somewhat of a more complex need. Maslow
also provides an outline of the characteristics of self-actualized people.**
• Clear in perceptions of reality and willing to accept ambiguity
• Self-accepting, feeling little or no guilt about oneself
• Fanciful thinkers and behaviours are spontaneous
• Problem-centred as opposed to self-centred
• Objective about life and enjoy solitude
• Behave independently but not rebelliously
• Enjoy life and love
• Experience powerful ecstatic moments when on the brink of something new
• Socially involved
• Respect people and are completely democratic in their attitudes toward others
• Rich sense of humour and play and lack hostility to others
• Don’t allow society or culture to control them—they have an internal locus of

control
One of the key factors for entrepreneurs is the way in which they tend to

define personal success in terms of a sense of self-actualization. This is evidenced
by the list on page 8 of how successful entrepreneurs defined success. A desire
for self-actualization, then, combined with an internal locus of control appear to
be factors highly associated with entrepreneurs, and they, too, will influence
passion, commitment, and dedication to efforts to achieve personal success.

* As cited in "Psychology” by Morgenson, p. 33.
** Ibid, p. 33–34.

Building Block #7: Self-Actualization
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An important challenge facing any potential entrepreneur is to be totally
honest with oneself. There will be a need to accurately and honestly assess
personal strengths and weaknesses. There will be a need to set goals and deter-
mine those objectives that are truly important to the individual. It will be impor-
tant to acknowledge when mistakes have been made and changes are necessary.

All of these, and other challenges, will make it necessary for the individual to
have a strong sense of self-awareness—a knowledge of personal strengths,
weaknesses, needs, aspirations, ambitions, traits, skills, and so on. And these
personal assessments and observations should be consistent with those made of
that individual by others.

Building blocks #3–#8, then, are related to our conclusions and recommenda-
tions regarding key attributes. We will now turn to those building blocks related
to attitudes. Attitudes, although internal in origin, tend to manifest themselves in
our actions. They are frequently conveyed to others by how we do things and can
often be observed. They fall more in the domain of conation, which focuses on
how we act/behave.

There is probably no term that comes up more frequently in discussion with
those who work in the field of entrepreneurship training and development than
“passion.”

Passion stems from the inner “seed”—the drive, desire, want. It manifests
itself in a variety of ways and through various indicators. And this inner drive
leads to other desirable factors such as commitment and perseverance.

As Don Morgenson states,* the intrinsic drive is not associated with some-
thing such as an external financial reward. (This is consistent with the widely
held belief that entrepreneurs are not motivated by money but by other motiva-
tors such as the goal of accomplishment.) Rather, it is the pursuit of intrinsically
rewarding goals that are compelling to the individual. Such an intrinsic drive is
different, not surprisingly, from the notion of “extrinsic drive.” Extrinsic drive
relates to the extent that our actions are motivated by others and external forces.

The key factor is that most people who work with entrepreneurs, or who are
entrepreneurs, talk in one way or another about passion as one of the factors
most highly correlated with success—and it is seen as one of the most essential
elements. There has to be some form of inner motivation that manifests itself as
passion, which makes a person willing to do all that is likely to be necessary for
entrepreneurial success.

A person who casually selects entrepreneurship from a number of educa-
tion/training/occupation options will tend to have an uphill battle in efforts to
achieve success. He/she may develop what it takes as time goes on, but unless
there is a passion linked to what the person wants to do, the chances of success
are diminished.

On the basis of our experience, discussions, and research, we conclude that
there is an essential need for what we are calling “a personal passion” related to

* As cited in "Psychology” by Morgenson, p. 26–27.

Building Block #8: Self-Awareness

Building Block #9: Passion
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what the individual is looking to do. Some people in the field actually said to us
that if a person has the passion, they can help give him/her virtually everything
else—this element of passion is seen as that important.

Motivated by this inner passion and bias toward an inner locus of control, an
entrepreneurial person tends to be focused on action. There is wide consensus on
the notion that entrepreneurs are doers—they act.

And the willingness to act appears to stem from a number of sources. But,
most important, it appears to stem from the “seed”—the want/desire to do
something or accomplish something—combined with the inner locus of control
that makes them believe they can do it.

Now, entrepreneurs are certainly not the only ones who act. The distinction
appears to come from the way in which they act and the focus of their activity.
Entrepreneurs will act in the most determined and committed manner when
they are doing the things that they, and not others, see as important and worthy
of passion. Their actions also tend to focus on change, which brings with it the
notion of challenge and the opportunity for accomplishment.

In summary, entrepreneurs will take the initiative to act as agents of change,
persevere in their actions, and be committed to achieving the target outcome as
long as they are driven by the passion and intrinsic forces that enable them to
believe they are achieving what they see as important. Note that this does not
restrict entrepreneurial initiative to business start-ups. It would be possible to
create such a condition in most any kind of endeavour.

Furthermore, it must be acknowledged that non-entrepreneurs can also act
with perseverance and commitment. It is the motivation behind the action and
the focus of the action and its resultant accomplishments that tend to distinguish
the entrepreneur from the non-entrepreneur.

Therefore, assessments cannot look for perseverance and commitment in
isolation, although these traits are important. More important will be the causal
attributes underlying the perseverance and commitment and the degree to which
actions are undertaken that are aligned with personal passion and goals.

The desired end point of initiative and action is accomplishment. This, again,
is not exclusive to the domain of entrepreneurship. Others, considered to be non-
entrepreneurs, may also seek accomplishment. Again, the distinguishing features
tend to be the passion behind the efforts leading to accomplishment, the extent to
which the accomplishment is, in and of itself, the sought-after reward, and the
extent to which accomplishments are aligned with strongly held personal beliefs,
values, and priorities.

Relatedly, although many people other than entrepreneurs seek achievement
and accomplishment, it is important to assess the degree of drive, motivation,
and incentive underlying the desire to achieve. A person employed in a position
with a company may well seek accomplishment in that position, both for the
reward of the accomplishment and the personal benefits that might be generated
(promotion, higher salary, and so forth).

Building Block #10: Willingness to Act—Initiative, Commitment, Perseverance, Focus
on Change

Building Block #11: High Drive/Motivation for Accomplishment
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The question is whether the person, left to his/her own and, without a
corporate context or assigned set of responsibilities and tasks, would seek out
opportunities to achieve. Is the person reliant on external motivators and condi-
tions to generate the desire and incentive to achieve? Or is there an inner drive,
based on intrinsic controls, that leads the person to seek out opportunities for
accomplishment? The latter is more likely to be found within the make-up of the
entrepreneur. Therefore, the distinction lies more in the need to achieve rather
than the desire to achieve or the willingness to achieve.

David McClelland has done a great deal of work related to the “high drive
for accomplishment” or “low need for status.” In his work, he has developed a
list of the characteristics and behaviour styles that tend to be associated with
people with a high need for achievement. People with a high need to achieve
tend to:*
• usually pick the moderately difficult task when given the choice of hard, easy,

or in-between tasks. This offers enough challenge to be interesting and provide
a sense of accomplishment but is not so hard as to be discouraging.

• be optimistic in terms of the chances of achieving success.
• consider themselves capable of achieving success.
• be quick to accept personal responsibility for their successes.
• be willing to delay pleasure and gratification to achieve their success.
• keep their eyes focused on long-term goals while achieving short-term goals.

An interesting point noted by a number of authorities, including Dr.
Morgenson, is that “people with a high achievement motivation also enjoy
receiving concrete feedback about the progress they have made, though they
may make a show of not needing such external evaluations.”**

Another interesting fact stems from the work done by David McClelland and
David Winter in India where they demonstrated that it is possible, through
training programs, to help people develop greater achievement motivation.***

Related to the first point in the above list, the work of Nicholas Hobbes****
refers to the “just manageable difficulty” where a person with high achievement
motivation will tend to seek out tasks that are just difficult enough to test per-
sonal abilities and competencies. Once the tasks are accomplished, the person
will then increase the level of difficulty associated with the next tasks selected.

In summary, entrepreneurs cannot lay exclusive claim to attitudes such as the
desire to achieve. Entrepreneurs can, however, be distinguished by the extent to
which they exhibit a need to achieve and by the degree to which the incentive for
accomplishment is internally generated as opposed to externally generated. The
entrepreneur, based on his/her passion and internal locus of control, will tend to
seek out opportunities for accomplishment and will seek the sense of reward
found in achieving personal goals.

Once again, the willingness to work hard is not an attitude that entrepre-
neurs can claim exclusive ownership of. Many people work hard. The impor-
tance of including this in our discussion here is, once again, to acknowledge that

Building Block #12: Willingness to Work Hard

* As cited in "Psychology” by Morgenson, p. 23.
** Ibid, p. 24.
*** Ibid.
**** Ibid, p. 28.
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there are some factors that are as important to entrepreneurship as they are to
other areas of endeavour (perhaps even more important). The problem arises at
times when some people assume that entrepreneurship is a ticket to Easy Street.
Do the work, set up a business, have it succeed, hire a manager, and spend six
months a year down south.

The fact is that entrepreneurship generally requires as much work as most
other career options (and, in most cases, more). Many of those we contacted
strongly emphasized that those selecting candidates for programs, and assessing
their chances for success/benefit, should look for candidates to clearly demon-
strate a willingness to work hard. It was one of the factors mentioned most
commonly, along with others such as the need for passion. In more than one
case, an effort is made to ensure that prospective candidates are required to do
quite a bit of work to apply in order to demonstrate that they are willing to put
forth the effort.

Unlike the willingness to work hard, which is related to attitude, the capacity
to work hard is related to physical and mental health. Entrepreneurs in the start-
up stage particularly will need to retain their health and energy. Entrepreneurs
are often quoted as saying they “worked twelve hours a day for ten years” before
they took a holiday. It will be important to be able to deal with stress, recognize
the need to take breaks from work, and maintain a balance between work and
family.

Our research confirms that there is a high likelihood of failure for entrepre-
neurs who venture into areas that they do not understand, for which they have
little experience, or for which they were unprepared.

Even for those entrepreneurs who are quite knowledgeable in their specific
area, change is ongoing and there will always be new things to know, learn
about, consider, and so on. It is therefore important that a person who wishes to
be an entrepreneur demonstrate a willingness to learn and not adhere to the
belief that a little knowledge is a good thing or that he/she “knows it all.”

Entrepreneurship, like life, is a constant learning experience, and the entre-
preneur who is unwilling to learn in a continual fashion will usually find success
to be fleeting, if it is achieved at all.

In virtually all cases, entrepreneurs will require basic literacy and numeracy
skills. They will have to prepare and interpret written information. They will
have to prepare and interpret quantitative information including charts and
graphs. Books and records will have to be maintained. There will be dealings
with lawyers, accountants, government officials, and so forth, all of which will
require basic language and numeracy skills. Furthermore, to learn additional and
new information, as noted in the point above, an individual will need to have the
basic tools and skills to be able to learn and handle the basic communication and
financial affairs of the business.

Building Block #13: Willingness to Learn

Building Block #14: Readiness to Learn
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Our research and interviews lead us to conclude that it is absolutely essential
that an individual have a certain degree of knowledge relevant to the specific
area in which he/she is planning to start a business. This relevant knowledge is
necessary in order to understand the true nature of an entrepreneurial opportu-
nity, the nature of existing and potential competition, the potential problems and
pitfalls that might arise, the requirements of the business plan, and so on.

Our research and interviews indicated that it is important for an entrepre-
neur to be able to transfer knowledge and experience from one circumstance to
another. That is, a person should be able to draw on previous knowledge ac-
quired from a wide range of endeavours and activities and apply that knowledge
to evolving conditions, problems, challenges, and opportunities. The capacity to
solve problems and respond to change will be related to the degree to which a
person can pull together, and draw upon, all previous knowledge and experi-
ence. This is particularly true in the many instances in which the unforeseen will
arise and totally new circumstances occur. Since entrepreneurs, as agents of
change, frequently embark on totally new experiences, there is often a lack of
precedent. Past experience will serve as the key tool to analyze and determine
appropriate action.

Vision is an integral strategic ability highly correlated with entrepreneurial
success. It entails looking toward the future, establishing a vision for what is
possible, creating ideas for what is needed or wanted, foreseeing a strategy that
could realize such a future, and assessing the risks associated with goals and
targets that are established.

Our research has led to the conclusion that four key areas assessed to be very
important factors influencing entrepreneurial success are the following:
• goal orientation
• creativity
• opportunity orientation
• willingness to assume risk

All of these relate to what is important in a person looking to be a successful
entrepreneur—a change agent—a builder of the future—a creative destructor—a
dream maker. The following provides a more detailed elaboration of each of
these.

Our research concluded that having a goal orientation, that is, a willingness
to set goals as well as an ability to set effective goals, was an important contribut-

Building Block #15: Relevant Knowledge

Building Block #16: Capacity to Transfer Knowledge and Experience to
        Unpredictable Circumstances

BUILDING BLOCKS RELATED TO VISION STRATEGIC SKILLS

Building Block #17: Goal Orientation
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ing factor to entrepreneurial success. The entrepreneur will have to establish
effective personal goals as well as goals for the business—both short-term and
long-term. In addition to its importance vis-à-vis the business, goal orientation
also relates to factors such as self-actualization and self-efficiency. There is
extensive research related to goal setting and the criteria related to effective
goals. Locke and Latham (1990) identified the following principles for goal
setting that will serve to enhance self-efficacy:*
• set specific, behavioural and measurable goals (frequent, small, specific)
• set performance, not outcome, goals (although long-term goals are important,

focusing on short-term goals and day-to-day obligations will help in the
attainment of those long-term goals)

• set difficult but realistic goals (although easy goals are not rewarding, impossi-
ble goals will frustrate)

• set positive, not negative, goals (work toward something, not to avoid some-
thing)

• set short-term as well as long-term goals, thus enabling the attainment of
short-term goals to generate a sense of accomplishment

• set definite time spans for the achievement of goals
It is important to have or develop an awareness of the purpose of goals and

how they can serve as a powerful tool related to accomplishment.

The entrepreneur will have an obligation to maintain a future vision, seek
out new opportunities, monitor the competition, and decide upon the need/
rationale for any directional change in the business.

As a result, there is the belief that there is a need for creativity on the part of
the entrepreneur—an ability to think in new ways, associate the previously
unassociated, create something not produced before, in short, an ability to
envision something new and create it. The entrepreneur will require an ability to
be creative, to see opportunities, see things (opportunities) that others do not,
generate ideas for how to respond to perceived opportunities, create effective
ways in which to acquire and use the necessary resources, maintain an opportu-
nity focus within the venture, and, in general, maintain a spirit of creativity and
innovation.

Many organizations do not operate in a manner that the research shows is
conducive to creativity. For example, the work by Teresa Amabile** focuses on
the conditions that tend to kill creativity. These include:
• surveillance and close monitoring
• evaluation forcing people to worry about what others think of them
• competition that creates environments where people are against people and

there is a win/lose condition—one succeeds, another fails
• overcontrol where people are told how to do things

In most cases, the entrepreneurial person will not be content in such environ-
ments. Amabile goes on to identify three components that are necessary for
creativity:***
• expertise in the field

Building Block #18: Creativity

* As cited in "Psychology” by Morgenson, p. 29–30.
** Ibid, p. 8–9.
*** Ibid, p. 31–32.
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• set of creative skills such as persistence at problem solving, divergent thinking,
willingness to take risks, ability to break from a fixed cognitive orientation

• driven by intrinsic versus extrinsic rewards
J.P. Guilford notes that creative thinking is significantly associated with

abilities such as:*
• “fluency—the ability to generate large numbers of possible solutions to prob-

lems”
• “flexibility—the ability to shift from one problem-solving strategy to another”
• “originality—the ability to see unique or different solutions to a problem”

It is an asset for an entrepreneur to have a divergent cognitive style enabling
the consideration of a variety of possible solutions. This also assists the “capacity
to plan” discussed later on.

It is generally believed that entrepreneurs have a right-brain bias enabling
them to entertain conditions of ambiguity, think more divergently, view things
more holistically, and so on. This differs from a left-brain bias, which tends to
have abilities related more to linear, logical, problem-solving skills.

There is, of course, a massive amount of research material related to creativ-
ity—how to nurture/encourage creativity and how to assess creativity. Roger Von
Oech’s books, A Whack on the Side of the Head and A Kick in the Seat of the Pants are
good reference books. There is a great deal of work by Edward de Bono and
others.

Creativity is an open-ended skill that can be developed continuously. Train-
ing and education programs can focus on means to help develop and apply
creative skills, which include:
• thinking in new ways—not of what is, but of what might be
• associating the previously unassociated (for example, hiking and global satel-

lite positioning systems)
• seeing the need for something not produced before (for example, a candlestick

urn for cremation ashes)
• seeing opportunities that others do not (for example, cut-rate airline, Internet

browsers)
• generating dozens of ideas to respond to perceived opportunities, not just one
• seeing problems as opportunities in disguise (for example, poor quality lumber

becomes chipboard)
• being flexible in approaching problems and considering more than one solu-

tion and avoiding the belief that there is only one right answer
• innovating and using new and existing technology in new ways
• recognizing patterns as they are forming (detection of trends, changes)
• thinking of things others have “left behind”
• finding new uses for old things
• thinking about why something isn’t working
• belief in one’s ability to be creative
• breaking with habits and routine
• asking new questions
• role playing
• daydreaming and brainstorming
• using criticism constructively
• looking past the obvious
• exploring details for new, relevant information
• overcoming conventional restraints and constraints to thinking

* As cited in "Psychology” by Morgenson, p. 30–31.
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Regardless of the ability and skill set of a potential entrepreneur, no entrepre-
neur is an entrepreneur without an opportunity—a need, a want, or a problem
that can be addressed with an idea and established venture.

An entrepreneur needs to be able to apply knowledge, experience, vision,
and creativity in order to identify opportunities as they exist and as they arise.
An entrepreneur will need to be able to assess opportunities and determine
which ones are worthy of pursuit. He/she will need to be able to rank potential
opportunities in terms of their potential viability and their suitability to the skill
set of the entrepreneur. Furthermore, the entrepreneur will have to maintain an
opportunity orientation throughout the life of the venture in order to be able to
respond to change, adapt, and exploit new opportunities.

Most people who are entrepreneurial do not have access to more or better
information than others. What they do have is a willingness and ability to
“observe” and use information effectively. They will see what others see and
think differently. One of the most important of these perceptual differences is the
ability to see problems as opportunities and recognize opportunities as they are
evolving from change and conditions that others might assess as chaotic. An
entrepreneurial person, then, will tend to have a personal commitment to oppor-
tunity identification—seeing opportunity as it lies all around us, as it is generated
by problems and change, and as it evolves from the dynamism of market condi-
tions. To summarize, opportunity orientation will entail an ability to:
• see problems as opportunities and find solutions that, if focusing on a business

venture, people will be prepared to pay for (for example, people having
trouble finding their way around the Internet can now hire others on the
Internet to find information for them)

• learn to recognize trends where others see random or chaotic conditions or
behavior (for example, the Internet and World Wide Web are in a highly
volatile, chaotic state; what patterns, needs, wants will emerge?)

• identify “needs” as they are evolving and changing
• identify “wants” as they are evolving and changing
• identify “problems” as they are evolving and changing
• analyze the consequences of any changes occurring or planned for any com-

munity of any size
• identify smaller niche markets within larger markets (for example, micro

breweries)
• identify changes in tastes, preferences, and trends as they are evolving (for

example, preference for mountain bikes)
• apply newly created technology to new, innovative, productive uses (for

example, cellular phones and fax machines on planes)
• analyze the failure of others to assess mistakes to determine if success is

possible (for example, dry photocopier found on patent books by Haloid
Corporation, which is Xerox today)

Entrepreneurs have to be willing to accept a certain degree of risk in order to
be an agent of change; to start something new; to invest time, money, and re-
sources; to put image and reputation on the line; and to overcome obstacles.

Building Block #19: Opportunity Orientation

Building Block #20: Willingness to Assume Risk



21

FRAMEWORK FOR YOUTH ENTREPRENEURSHIP SUCCESS

Our research highlights a number of key points. First, entrepreneurs risk
more than money. In fact, for many of them, money is less a risk than are their
self-image, self-esteem, and self-respect. They are putting their ideas on the line.
They also usually have the welfare of others (for example, employees) as a
concern. It would be incorrect to focus solely on the notion of “financial risk”
when considering the nature and make-up of the entrepreneur.

Second, entrepreneurs, by and large, are not high risk takers. They are not
gamblers. This goes back to earlier points such as the “just manageable diffi-
culty.” Entrepreneurs seek sufficient challenge to be rewarding but not an exces-
sive challenge that will frustrate and disappoint. Entrepreneurs will not want to
gamble and risk losing control of the odds and outcome.

Third, an entrepreneur who is sufficiently equipped and prepared for his/
her venture may well be assuming less risk than others perceive. The preparation
should have demonstrated a good chance for success, or the well-prepared
entrepreneur should not be proceeding. The development of an entrepreneur
should prepare him/her sufficiently to be able to effectively analyze the viability
of a new venture and make a reasonable calculation of its chances for success.

Therefore, it is generally agreed that entrepreneurs are willing to accept
moderate, calculated risk to achieve their personal goals and a sense of personal
accomplishment. In general, they are willing to take risks because:
• they recognize that they cannot achieve their goals without taking some risks
• their knowledge and experience reduces their risk factor (for example, some-

one with extensive and successful experience in the restaurant business takes
less risk in starting a new restaurant than someone with no prior experience)

• they have a clear idea of the “worst case scenario” and they are able to live
with that eventuality

• they don’t rely on luck—they say, “the harder you work, the luckier you get”
• should they fail, they will build on their failure as a valuable learning experi-

ence; it won’t be the end of their world, as it might be for others
• they know how to manage risk (for example, they tend to assume that “any-

thing that can go wrong will go wrong,” and plan accordingly, thereby trying
to minimize the extent to which things do go wrong)

• they are confident in their own abilities and their ability to access others who
can compensate for their own shortcomings

• they find that overcoming risk to achieve a personal goal is intensely satisfying
Therefore, skill development related to “willingness to assume risk” will

entail developing abilities to:
• appreciate what the “risk” is related to any particular action or decision and be

able to assess the potential costs and benefits
• weigh costs and benefits to assess whether a risk is worth assuming
• develop ways to reduce, avoid, or eliminate risk
• compare the associated risk, costs, and benefits of one decision/action with

those of alternatives
• develop back-up and alternative plans to minimize potential risk factors
• assess one’s personal risk tolerance, and determine whether the risks associ-

ated with a specific decision/action fall within that area of personal risk/
tolerance

• assess the extent to which various risk factors, if realized, might affect others
• recognize that knowledge, experience, research, and so on can reduce risk
• recognize that, although knowledge, experience, research, and so on can
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reduce risk, risk will never be eliminated, and timely decisions will need to be
made

The following is a proposed “risk strategy” that could be provided to those
who are planning to assume risk by implementing an entrepreneurial venture.

Step 1: Identify the risks that are involved
• What is at risk?
• What factors, circumstances generate the risk?

Step 2: Assessment of the levels of risk
• What are the probabilities of the risk being realized?

Step 3: Assessment of the implications
• What would be the impact if any of the risks were realized?

Step 4: Establishing priorities
• What are the most significant risks to be concerned about?
• How would the risks be ranked from most important to least impor-

tant?

Step 5: Strategic options
• For each risk identified, which of the risk strategy options are

possible, how could they be achieved, and what cost or actions
would be necessary?

Step 6: Risk plan
• In light of the considerations in Steps 1 to 5, what steps and actions

will be taken to deal with the risks?

Step 7: The “worst case scenario”
• What would be the ramifications for the organization in a worst case

scenario?

Step 8: Judgment and decision
• Are the risks, and risk strategy, acceptable?

The discussion regarding skills will cover those associated with the stages of
start-up and growth. In addition, though, we have made a distinction between
two kinds of skills. The first set includes skills that most entrepreneurs will need
to have or develop themselves to varying degrees. These reflect the entrepreneur
as “champion” of his or her venture—firing the imaginations of potential inves-
tors and customers, motivating the employees, and keeping all the “ducks lined
up.” They include:

• capacity to plan
• communication
• marketing

Risk Strategy

BUILDING BLOCKS RELATED TO SKILLS: AN OPENING COMMENT
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• interpersonal
• basic management
• quantitative analytical ability
• personal effectiveness
• team building and leadership

The second set are the skills that an entrepreneur can more realistically access by
hiring others who have already acquired the expertise. They include:

• specialized management talent
• advanced planning
• specialized marketing advice and services
• record keeping
• legal
• accounting
• research
• technical
• financial/financing
• information management
• specialized knowledge/talent

It is generally agreed that of the two sets, the first is by far and away the
most important set of skills requisite to entrepreneurial success. And, of these
skills, the first four—the capacity to plan, communication, marketing, and inter-
personal—are seen as the most important of all. Furthermore, although both sets
of skills are important ultimately to all ventures, entrepreneurs in the start-up
stage of development will need to pay particular attention to the set of skills that
are more important for them to have than hire.

As the skills represented here—especially in the second set of blocks—are
also often taken to represent key management skills, it may be helpful at this
point to draw a distinction between the manager/administrator and the entre-
preneurial manager, for they are not interchangeable terms.

Jeffrey Timmons, of Babson College, writes in New Venture Creation (1985, Ir-
win, p.181): “ . . . we maintain that a vibrant, growing, entrepreneurial company
cannot afford to emphasize the competencies and skills required for administra-
tive efficiency, maintenance tasks, resource ownership, and institutional formali-
zation. Rather, the organizational and managerial skills called for by the entre-
preneurial mission require that greater emphasis be placed on the competencies
and broken-field running characteristic of the entrepreneurial manager . . . ”

The skills below may well be the skills required for effective management,
but in that they are being developed and exercised by entrepreneurs, they take
on a somewhat different meaning. Entrepreneurs seek to break new ground and
may be out of their element as managers. The extent to which a venture may be
threatened by poor management practices is perhaps more a function of the
entrepreneur’s failure to hire a qualified manager than it is the fault of the
entrepreneur for not becoming a skilled manager him/herself.

One of the most significant findings in our research came from discussions
about new work under way at Harvard and new approaches to teaching plan-
ning as reported by such people as Tom Bryant of the Bourgoyne Centre for
Entrepreneurship at Brock University in St. Catharine's, Ontario, and Randy

Building Block #21: Skill to Have: Capacity to Plan
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Vandermark of the British Columbia Institute of Technology in Burnaby, B.C.
Increasingly, they are discovering that there may be a fundamental flaw in
previous suppositions about entrepreneurship and the “business plan.”  An
overwhelming amount of time and effort in entrepreneurship training and
education programs focuses on the skills associated with developing a full-
blown, detailed business plan. Many programs cover this activity in an extraor-
dinary amount of detail; in fact, many focus almost exclusively on this compo-
nent of the entrepreneurial process.

Recent work and thinking are coming to the conclusion that this emphasis, at
least at the outset of an individual’s entrepreneurship experience, may be mis-
placed. The emphasis on a detailed business plan may well stem more from the
preoccupation of those who provide funding to new entrepreneurs.

These prospective funders (banks and other lenders as well as potential
investors) yearn for detail, forecasts, and evidence of planned success (or at least
the ability to pay back or a desired rate of return). The majority of entrepreneurs
that we have worked with over the years, and in some cases contacted recently,
have usually played down the role of the business plan in guiding the actual
operation of the venture.

The concern evolving is that the pressure to develop a detailed plan may
well have a negative effect on a new business start-up or on the newly emerging
entrepreneur. An entrepreneur, as is widely known, will often have to change
course, make modifications, take new directions, or organize things differently
than planned. At the outset, entrepreneurs need flexibility to accommodate all of
the things that don’t go “as planned.”

The more detailed and rigid the planning effort, the more constrained the
entrepreneur may be in responding as needed.

The consequence of this is that it may be the case that what an entrepreneur
really needs is more of a general framework or plan outline—particularly at the
early planning stages—rather than a very detailed, specific plan.

Similarly, it is noted that the process of detailed planning is a very linear
function; therefore, as much as a detailed plan may be desirable and necessary
for those providing funds, producing such a plan may well be a talent outside of
the skill set of most entrepreneurs. The skill that may be more suited, and that
may be more applicable, is “the capacity to plan” and to develop an ongoing
ability to plan a response to changing circumstances and evolving opportunities.
With a general framework of a plan, and an effective capacity to plan, the entre-
preneur may be better able to succeed in getting the business up and running.

It is when the business is established and starts to become focused that the
more detailed plan would be needed and of great assistance. Depending on the
breadth of the planning skills of the entrepreneur, it may be that the entrepreneur
will do better to use the expertise of others in the development of the more
detailed plan.

This thinking lends itself to what is sometimes referred to as “Ready, Fire,
Aim”—do your preparation thoroughly enough to be ready to launch, but not so
specifically that your hands are tied. Establish the venture, and then formulate
the very specific goals, directions, and plan.

The work of individuals such as Randy Vandermark still assumes the need
for a detailed business plan at the start-up stage for a business but suggests that
there is another route by which to get there. Rather than defining one planning
process, it may be more appropriate to address planning in developmental
stages:
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The Visionary Plan (Developmental): At this stage young people are able to
conceptualize what they want to do without getting hung up on the operational
details. They work on this plan to sharpen their focus. They should be able to:
• prepare a general framework or loose plan
• conceptualize what must be done without getting hung up on the operational

details
• work on this plan to sharpen focus

The Concept Plan (Developmental): A lot of the “dreaming” and “blue-skying”
will be over at this point. It’s time to start tightening up the plan and getting
down to how the business is actually going to be set up and operate. There is no
need to go into all of the day-to-day operational details; instead, look at how to
overcome some of the potential problems and achieve established goals. This
stage involves:
• tightening up the plan and how the business is actually going to work
• partnering/consulting with someone else in the development of the more

detailed plan
• looking at how to overcome some of the potential problems

The Detailed Plan (Start-up): With the preliminary planning done, it’s necessary
to get down to the nitty gritty details of an actual start-up plan. This level of
planning includes the ability to:
• plan a response to changing circumstances and evolving opportunities
• prepare thoroughly enough to be ready to launch but not so specifically that

one’s hands are tied
• work with others to produce an actual detailed preparation for start-up and

chart a course toward established goals

Strategic Plan (Growth): An established venture with an experienced entrepre-
neur at the helm will require ongoing strategic planning, which is part of the
entrepreneur’s continuing search for opportunities. The strategic plan is more
than a long-term business plan, which tends to project current conditions into the
future. This latter is more of a tactical stance. The entrepreneur should be antici-
pating more of a quantum shift than just selling more of the same product or
preparing a shift in product lines. What is required is more of an entrepreneurial
vision—closer to the visionary plan above than to the detailed business plan.

Where the skills of a manager could handle this projected future, the skills of
an entrepreneur are required to respond to a market place that never stays the
same. A true strategic plan—an attempt to anticipate where the market is going—
has the entrepreneur working shoulder to shoulder with an outside consultant.
Consultants may well be able to forecast future conditions, and they may suggest
strategies to meet those conditions to describe “best practice”—what is being
done—but the entrepreneur’s skill involves developing strategy for what should
be done. The entrepreneur needs to be able to:
• provide continuing guidance at a strategic level
• provide the vision and key strategic elements of the plan
• access outside consultants who can provide market projections and advice
• co-ordinate planning
• retain the perspective of “broad opportunity” throughout the process
• keep the strategy focused
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• sell employees on completed plans and on the process of continuous strategic
planning

Respondents including Mitch Lenko, Director, Centennial College Centre for
Entrepreneurship in Scarborough, Ontario, and Rick Spence, Editor, Profit Maga-
zine, consider communication skills to be paramount. Others place communica-
tion among the top three skills in terms of priority. All agree that, to be success-
ful, an entrepreneur must be able to articulate and communicate his or her
vision/dream/venture and to LISTEN to the responses/research/advice offered
in respect of it. An entrepreneur must be able to communicate his or her passion,
vision, and commitment in order to create the emotional momentum that a
venture, especially in its early stages, requires.

The entrepreneur should have the ability to speak/present effectively, both
one-on-one and to small and large groups of people, and conduct effective
meetings with employees and clients. Effective telephone skills are considered
one of the most important of all the practical business communication skills.

As for writing skills, the greater these are developed the better; however,
most agree that it is more important to recognize the importance of properly
prepared, error-free written communications than to be able to create them
oneself. In short, if one cannot write or spell well, one must hire someone who
can.

Since all ventures require research, the ability to read quickly and effectively
will provide an entrepreneur at any stage of development with a significant
advantage by saving time and reducing the cost of having others do research in
his/her stead.

Without marketing, one may have an orchestra and a composition, but no
music. Marketing skills are relevant to the formative, developmental, start-up,
and growth stages and include the ability to:
• appreciate the importance of marketing to the success of the venture and

budget accordingly
• undertake basic market research
• delegate professional market research
• understand the elements of marketing, including

• identifying target market—the potential customers
• describing the target market in terms of age, sex, income, buying habits,

location
• identifying competition
• determining competitive advantage (for example, quality, price, service,

distribution)
• test marketing product or service
• adjusting product or service to potential customer’s needs
• pricing product or service
• determining and implementing distribution strategy
• determining and implementing promotion strategy
• selling

Building Block #23: Skill to Have: Marketing

Building Block #22: Skill to Have: Communication
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Among respondents, most recognize the area of marketing as being highly
specialized, requiring virtually a full-time commitment along with extensive
training. Although marketing is also a skill most likely to be hired, the lead
entrepreneur is also recognized as ex officio head of marketing. He/she is seen as
the person who must “sell” the venture in its early stages and articulate its goals
as it continues to grow.

In very small fledgling ventures at start-up, the entrepreneur may very well
be required to take on marketing full time. In such cases, as offered by George
Pineau of the Victoria County Adult Education and Enterprise Training Centre in
Lindsay, Ontario, it is critical that the entrepreneur have a grounding in the four
Ps: Price, Product, Promotion, and Placement. In larger and more developed
ventures, it is critical that the entrepreneur understand the importance of engag-
ing professionals and support them with his/her own efforts and devote the
attention and budget to marketing that it requires.

Tom Truesdale of the Scarborough Student Venture Centre in Scarborough,
Ontario, is among many who feel that people skills are critical to entrepreneurial
success. This somewhat intangible concept is often cited as critical to successful
team building, selling, and communicating.

Interpersonal skills include the ability to:
• assess the abilities and personalities of others
• be sympathetic and empathetic
• bring out the best in others
• anticipate concerns before they arise
• be genuine in praising, supporting, rewarding others
• trust the abilities of others
• know when to be firm; when to nurture; when to collaborate
• be self-aware in relating to others

Basic management skills include the ability to:
• use financial terms correctly and appropriately (accounts payable/receivable,

cash-flow statement/projection, asset, depreciation, liability, profit, loss,
expense, operating loan, collateral, margin, balance sheet, and so on)

• prepare budgets
• control cash (paying bills, making loan payments, keeping sufficient cash on

hand, and so on)
• interview and hire staff
• train staff in business fundamentals (operating cash register, keeping records,

and so on)
• pay and supervise staff
• perform administrative duties (government forms, conforming to by-laws,

Workers' Compensation, and so on)
• interact with customers
• control inventory
• set and supervise schedules (hours of business, work shifts)

Building Block #24: Skill to Have: Interpersonal

Building Block #25: Skill to Have: Basic Management
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• anticipate potential problems; develop policies and strategies to deal with
them

Many of these skills are identified in A Framework for Management Skills and
Competency Standards and Guidelines for Small Business Owner/Operator/Entrepre-
neur, Prepared for The Sector Councils Steering Committee, 1985, p. 21–23.

This skill includes the ability to:
• add, subtract, multiply, and divide numbers and calculate percentages
• conceive of numbers and what they represent, quickly and practically
• quickly estimate quantities and costs (for example, materials)
• visualize costs and potential revenues for planning purposes

We prefer to describe organizational skills in terms of personal effectiveness
in order to draw a distinction between someone who might be viewed as a well-
organized person and someone who appears to be disorganized but who is,
nevertheless, very effective. For example, entrepreneurs often maintain very
messy desks. To some, this appears to run counter to effectiveness. Yet these
entrepreneurs often claim that they “know exactly where everything is,” and,
furthermore, their effectiveness is decreased by having others “organize their
offices.”

Personal effectiveness includes the ability to:
• schedule time and use it effectively
• set priorities
• deal with problems/challenges in order of priority
• make decisions—define problem/set criteria/list alternatives/decide
• access appropriate information/documents/people quickly
• meet deadlines
• use business tools effectively, as needed—telephone, fax, computer

Entrepreneurs often develop this skill as they go along. During start-up, they
may find themselves running in circles, something they can’t afford to do when
heading a company involving hundreds of employees.

Respondents including Ron Champion of the Centre for Creative Technology
in Waterloo, Ontario, support a virtual consensus that effective team building is
another key to entrepreneurial success. In many cases, especially where someone
has been a high achiever in individualized learning situations, the notion that
working in a team is both important and effective can be foreign and difficult to
accept.

Team building involves communication and interpersonal skills, but it has
more to do with the ability to:
• recognize one’s own strengths and weaknesses

Building Block #26: Skill to Have: Quantitative Analytical Ability

Building Block #27: Skill to Have: Personal Effectiveness

Building Block #28: Skill to Have: Team Building and Leadership
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• identify partners/employees/consultants who complement one’s own
strengths and weaknesses

• select people who are committed, interested, and capable of undertaking the
task at hand

• make hard decisions; lead by example
• demonstrate vision; remain focused on goals
• balance personalities and egos in building a team that will work together

effectively
• empower team to “own” the challenge/problem/project
• suspend judgment and desire for control
• encourage creative thinking and innovation
• act in supporting role, as needed
• credit team with success
• treat failure as valuable research and development

Ron Foxcroft, a successful entrepreneur, says, “I like to surround myself with
people who are smarter than I am . . . Nothing thrills me more than putting
together an effective team and then standing back and watching them work.”

Whereas entrepreneurs need to work on developing virtually all of the skills
represented in Building Blocks #21 to #28, the consensus is that many of the
following skills, which are associated with successful business ventures, can be
accessed—by hiring others who have the needed expertise.

Once again, attitude plays a role here. A highly motivated, committed, and
focused entrepreneur can make greater use of a moderately developed skill, for
example, the capacity to plan, than someone expert in planning but neither
motivated nor committed. Therefore, different entrepreneurs will require differ-
ent degrees of expertise in the experts they hire.

In accessing people with the skills represented in this section, the entrepre-
neur’s starting point is the ability to:
• recognize his or her own abilities and limitations. This is no small thing. Many

entrepreneurs fail to recognize their own limitations and in trying to do every-
thing bring their venture down around their ears. They must first understand
that success depends on every job being done as well as possible, and that
usually means hiring someone who is specialized in that area.

• describe the skills required for a specific position. Whoever is hired must have
a clear job description, and the entrepreneur must have a good understanding
of the specific skills that job requires, even if he/she does not possess them.

• identify and secure a person for that position. This will involve the entrepre-
neur’s use of networking, research, communication, interviewing, and deci-
sion-making skills. The ability to delegate without interfering cannot be over-
stated.

Most entrepreneurs in the pre-start-up developmental stage will access some
outside help in preparing their business plan—especially the financial and
marketing sections. That said, in most cases entrepreneurs will be at or beyond
the start-up stage before they will hire others as described in the following.

BUILDING BLOCKS RELATED TO SKILLS THAT CAN BE ACCESSED/EMPLOYED
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An entrepreneur may well manage his or her own business at start-up and,
perhaps, for some time beyond that point. However, since many entrepreneurs
lack well-honed management skills, they are well-advised to bring in a seasoned
manager sooner or later, a person who will:
• have experience in managing a similar type and size of business
• consider management to be a career unto itself
• demonstrate entrepreneurial management skills, such as creative problem

solving
• be comfortable working within the parameters set out by the entrepreneur

Entrepreneurs operating a business that is well into the growth stage will
need to know the nature and importance of advanced planning, especially as it
relates to strategic planning. Most entrepreneurs would involve consultants in
the preparation of a strategic plan but would take a hands-on role both in prepar-
ing the plan and in co-ordinating the involvement of their employees in the
preparation and implementation. This strategic planning process could include
developing mission statements, goals, strategies for growth, and strategies to
meet new competition and identifying future strengths and weaknesses. Ad-
vanced planning skills are also necessary to prepare and execute complex finan-
cial and legal matters related to securing growth capital, mergers, and possibly
going public.

Solid marketing advice is critical at the pre-start-up stage of a venture, and
the skills of a full-time marketing person may well be required shortly after start-
up. A marketing specialist should be able to generate and execute a marketing
plan, which will include:
• identifying the target market (the potential customers)
• describing the target market in terms of age, sex, income, buying habits,

location (domestic or international)
• identifying competition
• determining competitive advantage, for example, quality, price, service,

distribution
• test marketing product or service
• adjusting product or service to potential customer’s needs
• pricing product or service
• determining and implementing distribution strategy
• determining and implementing promotion strategy
• selling

Building Block #31: Skill to Access/Employ: Specialized Marketing Advice and
         Services

Building Block #30: Skill to Access/Employ: Advanced Planning

Building Block #29: Skill to Access/Employ: Specialized Management Talent
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At the start-up stage, an entrepreneur needs to recognize the importance of
keeping clear and complete records of all business and financial transactions—
receipts, invoices, and so on. One of the first roles to outsource or employ would
likely be that of a professional record/bookkeeper who would be responsible for
receivables, payables, receipts, invoices, contracts, employee files, and so on.
Entrepreneurs involved in growing their ventures will already be convinced of
the importance of recordkeeping but rarely do it themselves.

Professional legal advice can be critical at the growth stage and simply a very
good idea at the pre-start-up stage (depending on the type of venture). The
entrepreneur’s legal counsel should be involved in:
• reviewing and/or negotiating major contracts, leases, purchasing agreements
• preparing partnership agreements
• incorporating a business
• matters pertaining to copyright, patents, and intellectual property
• determining potential liability related to products or service
• dissolving partnerships
• mergers and acquisitions

One respondent remarked, “entrepreneurs don’t need to be trained account-
ants, but they need to know when they’re being taken advantage of.” Entrepre-
neurs need to be able to look over the shoulder of an accountant and have a
fundamental understanding of what they see:  they should know the difference
between a balance sheet and a cash-flow projection, for example. But, perhaps
most important, they need to be able to identify an accountant who has the skills
and experience relative to the type of business they are in.

A part-time accountant may do the job of the bookkeeper in a small firm and,
therefore, would need the skills related to the duties set out in Building Block
#32. As a business grows, the need for a full-time, in-house accountant may
become evident. In addition to managing the company’s day-to-day finances,
this person should:
• participate in all senior management meetings
• provide cash-flow projections as well as all other financial documents
• prepare a firm for the financial implications of international trade and contract

negotiations
• oversee development of new business plans
• undertake all matters related to taxation, including developing a tax strategy

Research will help determine the viability of the venture; rigorous research
will reduce risk even further. Research skills can be bought, but the entrepreneur

Building Block #32: Skill to Access/Employ: Recordkeeping

Building Block #33: Skill to Access/Employ: Legal

Building Block #35: Skill to Access/Employ: Research

Building Block #34: Skill to Access/Employ: Accounting
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must be able to articulate the direction and focus of the research. He/she must
also be able to interpret the outcomes and be willing to live by them (notwith-
standing overwhelming gut feeling). A skilled researcher will be able to:
• determine the type of research required by a project, initiative, or venture
• collect, review, evaluate, and summarize data quickly and efficiently
• access a vast network of contacts
• effectively use computers, the Internet, libraries, and human resources

The need for research never ends, but in more advanced ventures, research
will tend to be the responsibility of the marketing and/or the R&D departments.

According to Randy Vandermark of the British Columbia Institute of Tech-
nology, technical skills should be developed as needed and no faster. They
should also be of the type needed and no more. For example, entrepreneurs who
need to know how to type a letter on a computer need not attempt to learn
everything any computer can do.

An entrepreneur at the start-up and growth stage of a venture may need to
hire people with technical skills specific to the business. For example, if one is
producing hand-crafted figurines of Anne of Green Gables, one will need
craftspeople who can paint, produce molds, and so on. Entrepreneurs who chose
ventures that track their own interests and abilities may well have advanced
specific skills themselves. In general, however, at start-up and beyond, many
entrepreneurs will need to access people who can:
• set up and/or operate a computer network
• teach others how to use computers for spreadsheet and word-processing

applications
• operate and maintain audiovisual equipment, such as LCD projection units
• operate and maintain the physical plant, such as an office building or ware-

house

An entrepreneur may well need to hire a financial specialist who, in addition
to the skills that accountants may bring, may have experience in:
• economic forecasting—predicting trends, markets (domestically and globally)
• investment analysis
• sourcing venture capital
• managing venture capital

In the age of information, the skill of information management is moving to
the top of the list of skills that entrepreneurs need to either cultivate in them-
selves and/or buy in the person of experts. In particular, entrepreneurs—forma-
tive or seasoned—will want to make use of the Internet to seek out information
relevant to their ventures. Locating, extracting, and assembling this information
can be a full-time job requiring both technical and research skills. An experienced

Building Block #37: Skill to Access/Employ: Financial/Financing

Building Block #36: Skill to Access/Employ: Technical

Building Block #38: Skill to Access/Employ: Information Management
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researcher may qualify to manage information in the broader sense, where it
involves:
• extensive use of the Internet
• sourcing relevant industry information on an ongoing basis (trade magazines,

research reports)
• disseminating information to those who need to have it, when they need to

have it
• public relations—press releases, damage control from bad press, making the

most of good press.
Entrepreneurs ignore new and readily available information at their peril—

their competition is almost certainly to be making use of it.

Of all the factors most likely to affect the ultimate success of a venture, few
are more important than the entrepreneur’s access to the knowledge and talent
needed for the specific industry the venture addresses. In short, if the entrepre-
neur is going to open a restaurant, his/her likelihood of success increases the
more that talent, experience, and ability can be brought into the business. For
example, the business will need a maitre d', a chef, and so on. Most businesses
will require specific skills and talents. The entrepreneur will be challenged to
apply effective recruiting and team-building skills to bring the needed talent
together.

It is important to pause here for a moment and emphasize, as is likely
obvious, that these factors that will comprise a proposed Guideline, are not
isolated and independent. They are, in most cases, interdependent and highly
associated. It would be wrong to consider these factors in isolation. Instead, it is
important to explore the interrelationships and interdependencies as they ulti-
mately manifest themselves in unique ways in individuals. There are qualitative
and quantitative aspects to the various factors, and they will come together in
individuals much like a tossed salad. Discerning the quantity and quality of each
factor may be difficult until there is some actual demonstration, evidence, experi-
ence on which to make a judgment.

Therefore, the assessment of a person’s entrepreneurial potential and inclina-
tions, which we will look at later, will be, at best, a somewhat imprecise activity.

Based on these building blocks, we propose the following as the key compo-
nents of a National Guideline for Youth Entrepreneurship Education and Training
representing the factors that are most commonly perceived as correlated with
entrepreneurial success.

Building Block #39: Skill to Access/Employ: Specialized Knowledge/Talent

SUMMARY
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The Environmental Factors: The “Community/Culture”—Establishing a reason
to be an entrepreneur
The following are proposed as the attributes important to a community that encourages,
values, nurtures, assists, and recognizes entrepreneurs and their endeavors.
• Members of the community are engaged in the life of the community
• There is a sense of “community vision,” which is established, understood by members

of the community, accepted by the community, and continually challenged
• There is a commitment to identification of opportunity
• There is a sense of community self-awareness
• There is a strong commitment to learning
• There is a commitment to self-determination as a community
• There is a commitment to purposeful activity
• There is a recognition/celebration of entrepreneurial initiative, spirit, and success
• There is a commitment to shared decision making
• Opportunities are provided for the development of entrepreneurial characteristics and

skills
• There are models of/support for entrepreneurial ventures
• There are frequent and visible cues supporting the desire for and feasibility of entrepre-

neurial initiative

The Internal Factors: The “Seed,” Attributes, Attitudes
The internal factors are those relating primarily to one’s regard for self and the manifesta-
tion of such feelings in how one acts.

• Seed: Demonstration of the desire, want, or sense of reason that motivates a person
to want to be an entrepreneur

• Attributes: Internal Locus of Control, Self-Confidence, Self-Efficacy, Self-Esteem,
Self-Actualization, Self-Awareness

• Attitudes: Passion, Willingness to Act (Initiative, Commitment, Perseverance,
Focus on Change), High Drive/Motivation for Accomplishment, Willingness to
Work Hard

The External Factors: Learning and Vision Skills
The external factors are those relating primarily to interactions with others and with the
environments within which one learns, works, and plays. They relate to how one learns
about, and takes action in, their living environments.

• Learning [Knowledge]: Willingness to Learn, Readiness to Learn, Relevant
Knowledge, Relevant Experience, Capacity to Transfer Knowledge and Experience

• Vision [Strategic Skills]: Goal Orientation, Creativity, Opportunity Orientation,
Willingness to Assume Risk

Tactical Skills
• Skills One Should Have: Capacity to Plan, Communication, Marketing, Interper-

sonal, Basic Management, Quantitative/Analytical, Personal Effectiveness, Team
Building and Leadership

• Skills One Can Access/Employ: Specialized Management Talent, Advanced
Planning, Specialized Marketing Advice/Services, Recordkeeping, Legal, Account-
ing, Research, Technical, Financial/Financing, Information Management, Special-
ized Talent

NATIONAL GUIDELINE FOR YOUTH

ENTREPRENEURSHIP EDUCATION AND TRAINING

Formative Stage:

Start-up Stage and Growth Stage:

Developmental Stage:
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The first section of this report presented a proposed National Guideline for
Youth Entrepreneurship Education and Training, which essentially establishes the
desirable target outcomes for those individuals and organizations working to
assist youth entrepreneurship development.

This section focuses on what can be done to try to achieve the target out-
comes established in the first section and looks at the features that should be
considered for entrepreneurship instruction and development activities in order
to maximize complementarity with the target outcomes set forth in the Guideline.
The proposed Training Framework has been designed to assist those who are
reviewing or creating programs to support youth entrepreneurship.

“Entrepreneurs are born, not made.” That was the general belief during past
decades when little work was done to try to develop entrepreneurs. Indeed, even
today, many programs at the post-secondary level struggle for recognition and
status because of lingering doubts about the effectiveness of entrepreneurship
education and training.

Work by L.M. Gillin at Swinburne University of Technology in Australia, E.
McMullen at the University of Calgary, Babson College in the United States,
Durham University Business School in England, and many others has clearly
illustrated the potential to develop entrepreneurial behaviour and skills in youth.

Once again, it is important to highlight the crucial role that attitudes and
attributes play in the field of entrepreneurship and entrepreneurship education
and training. Traditional teaching methods (for example, Socratic) have been
shown to be less than effective in achieving instructional goals with youth. As the
proposed Guideline shows, there is much more involved in the nurturing, devel-
opment, and training of entrepreneurs than a straight transfer of knowledge.

To effect change through entrepreneurship education and training, we
suggest that there are a number of key components to be considered in the entire
training/education package. These are as follows:
• the environment within which teaching/training will be provided and learning

will take place
• the resources and strategies/methodologies used in delivery/teaching/

training
• the content/curriculum selected/emphasized in the teaching/training pro-

gram
• the evaluation techniques and procedures used in assessment of impact,

change, and outcomes
• the instructor/trainer

Let's examine each of these key components that will influence the success of
entrepreneurship education and training initiatives.

KEY FEATURES OF ENTREPRENEURSHIP INSTRUCTION/
DEVELOPMENT ACTIVITIES
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• Participants can influence: Ideally, participants in the program would have an
opportunity to influence the environment in which training/instruction will
occur. This is consistent with many of the target outcomes, including assuming
responsibility, being able to take control of events in one’s life, being able to
enact change, taking initiative, being creative, and so forth.

• Trust: The environment should be one of extreme trust, which is conducive to
taking creative risks, feeling a sense of support, building teams, and so on.

• Sense of unpredictability: The environment could have a sense of unpredict-
ability about it so that new twists, turns, and circumstances are presented to
participants who have to respond to changes in this somewhat unpredictable
environment.

• Changes in venue: Similarly, changes in venues can be constructive by chal-
lenging participants to transfer knowledge and experiences to varying learning
environments. The changing environments can trigger new perspectives,
change learning routines/patterns, and so on.

• Sense of innovation versus conformity: The environment should convey a
sense of openness and welcome new thoughts and innovation rather than
exuding a sense of conformity.

• Group interaction and divergent thinking: The environment should encour-
age group interaction, team work, challenge, mixed viewpoints, and more,
thus presenting a more divergent than convergent context.

• Humour and spontaneity: The environment should allow room for humour
and spontaneity rather than persistent serious concentration.

• Some room for chaos and confusion: The environment should be able to
accommodate chaos and confusion, at times challenging participants to cope
within such an environment and seek patterns out of the chaos and forcing
them into different perspectives and thinking circumstances. The environment
should provide these kinds of variabilities so that instructors, and participants
themselves, can determine the environments within which they are most
comfortable and able to work.

• Team-based: Although a certain degree of individualized instruction is desir-
able/needed in any program, our research leads us to conclude that team-
based activity appears to be better at achieving the targeted results and involv-
ing participants in learning experiences that have a closer correlation with real-
world situations. Participants develop skills in working with others, complete
projects as a team, learn from others, encounter disputes, encounter more
ambiguity, have increased opportunity for divergent thinking and shared
ideas, and so on.

FEATURES OF THE LEARNING ENVIRONMENT

FEATURES OF THE RESOURCES AND STRATEGIES
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• Project-based: Teaching methods that seek to engage participants in activities,
involve them in action, assign tasks for accomplishment, and so forth will tend
to have advantages over more passive learning activities (for example, reading,
self-study/research). Although these other learning modes will play a role as
well, they should not exclude or take precedence over the more project-based
participant learning.

• Minimize focus on “right answers”: Effective entrepreneurship resources and
strategies should challenge participants and focus on goals, but they should
also allow the student to enjoy frequent and clearly identifiable accomplish-
ments. There should be short-term goals that can relate to a participant’s area
of personal strength and where the probability of success is high. Once accom-
plishments have been made, new, more challenging goals can be established.

• Community integration: No area of instructional activity has a greater need, or
a more positive potential, for community integration than entrepreneurship
education and training. Entrepreneurs need to be hunters in their environ-
ments. They need to learn about their environment—they need to study it,
examine it, turn it upside down, and look for what is wrong, what is needed,
what can be done. In short, they hunt for opportunities.

Entrepreneurship programs can enable participants to learn from entrepre-
neurs in their community. They can see what has been done well in their
community. They can identify needs—problems—in the community and find
ways to improve existing solutions. They can observe changes and they can
identify opportunities. Bridges of all sorts can be built between the school and
the community. And not only can the community be a fertile learning ground,
but students can also make a contribution to the community through their
research, discoveries, and activities.

• Mix the methodologies: Educators and trainers will need to try to shake up
the way participants view the world. To do this, they will have to employ a
variety of teaching/training methods and resources to reach participants who
learn differently, expose them to variety and change, lead by creative example,
and keep learning minds from hitting a rut.

• The “unexpected”: Parts of the program should surprise participants—shake
up them and their thinking. This should reinforce the fact that the world is not
always as you expect it to be. Participants can also learn that they do not have
to accept the world as they see it and expect it to be. Things can be different.

Surprise can bump linear thinking off its course. It can lead the learner to a
new road, a new thought, a new discovery. Furthermore, surprise keeps the
spark alive, it keeps the mind sharp.

Entrepreneurship is fun and exciting, and the program should be, too. Research
has shown the correlation between what they call the “aha” experience and the
“ha ha” experience. Fun, excitement, and humour encourage innovative
thinking. It leads the mind down new and often wacky paths. However,
frequently down such pathways lie insight, new perspective, new ideas, and
the potential for new initiatives. Fun, humour, and excitement are powerful



FRAMEWORK FOR YOUTH ENTREPRENEURSHIP SUCCESS

39

learning tools and motivators and should be an integral part of any program in
entrepreneurship.

• Frequent feedback: Entrepreneurs benefit from, and appreciate, ongoing
assessment of their progress and accomplishment. Since they are motivated by
a sense of accomplishment, they appreciate feedback that helps to indicate
whether they are on track or need to alter course. Ideally, feedback will be
frequent and provide a persistent source of directive information.

• Learning from failure: Most successful entrepreneurs failed at some point
along the way—in one way or another. At the same time, entrepreneurs usually
do not talk about their failures as failures. They will usually talk of them as
learning experiences and stepping-stones to eventual success.

The effective entrepreneurship program will help participants foresee potential
future problems and failures. Most important, though, participants should
learn how to deal with and learn from failure and how to make every venture a
positive one whether it succeeds or not.

• Appropriate for target audience: An education or training program should
ensure that the outcomes established in the content/curriculum are appropri-
ately correlated to the needs of the target audience. It would be inappropriate
to focus upon teaching the tools and skills of pre-start-up to those who have
had little in terms of formative development.

• Selecting the blend: The content/curriculum can contain a mix of target
outcomes including knowledge, attitudes, attributes, and skills. The selected
blend should be carefully matched with the needs of the target audience.

• Right and left brain: Content/curriculum targets should not focus solely on
left-brain-related target outcomes but should strike a mixture of emphasis
appropriate to the target audience.

• Non-linear opportunities: Content/curriculum should provide opportunities
for non-linear learning to challenge participants to seek out interrelationships,
associations, or entirely new perspectives. Some things “shouldn’t fit,” and
participants should have to determine if they really do or if they have any
relevance.

• Creative in design: The way in which content/curriculum is designed and
presented can convey a sense of the spirit and intent of the program.

• Relevant: The content/curriculum should emphasize practicality and rel-
evance so that there is a continuous sense of perceived value.

• Continuous application: Content/curriculum should be continuously applied
to real-world scenarios, case studies, current problems and opportunities, and
so forth, forcing practical, applied thought and furthering relevance.

FEATURES OF THE CONTENT/CURRICULUM
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• Challenging: The content/curriculum should continually challenge partici-
pants, make them think, make them work, test their limits, and push their
limits.

• Adaptable to needs: To the maximum extent possible, participants should be
in a position to utilize and tailor program material according to their indi-
vidual needs if they have a focus for their existing or planned endeavours.

• Varied: A variety of evaluation techniques and tools should be utilized includ-
ing such methods as self-evaluation, peer evaluation, group evaluation, project
activity, and portfolio assessment.

• Appropriate to target outcomes: Assessment tools/methods cannot assess only
knowledge outcomes if, in fact, outcomes include targets in the areas of atti-
tude, attribute, vision, and so on.

• Appropriately designed: Developing effective assessment and evaluation
instruments is a skill, and care should be taken to use tools that are designed
by those with abilities to design and validate test/assessment instruments.

• Skillfully utilized: It is easy to implement a valid assessment tool incorrectly,
use it inappropriately, or use it to assess outcomes for which it was not de-
signed. Care should be taken to implement assessment procedures as designed
and that tools are used for their intended purpose.

• Effective: There are many “pop” quizzes and so forth related to entrepreneur-
ship (“Have you got what it takes?”; “Are you an entrepreneur?”). Many of
these have not been validated by study and research and should not be used
for conclusive results. They can be used to generate inquiry, provocative
thought, and self-reflection, but they should not be used as test instruments for
final conclusions.

• Creative: As with most dimensions of entrepreneurship training/instruction, it
helps to demonstrate by creative design and application. Apply the same kind
of spirit in evaluation and assessment that is sought in the programs. To the
extent that teachers/trainers can work toward developing new, innovative
assessment tools and methodologies, this should be encouraged and sup-
ported.

• Open to interpretations and challenge: Even the best assessment tools should
stand up for reflection and possible exceptions in the interpretations of results.
Teachers/trainers should continually look for anomalies, possible exceptions,
mistakes, and so on in order to prevent drawing inappropriate conclusions
about a candidate, closing doors that should be kept open, or altering assess-
ments/expectations of a candidate that, for some reason, may be unjustified.

FEATURES OF THE EVALUATION INSTRUMENTS
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• Role models in the classroom: Ideally, the teacher/trainer would demonstrate
the attributes, attitudes, vision, and skills associated with entrepreneurship.
Many of the best teachers and trainers do this and, as such, serve as role
models for those in the program.

• Self-selected: Although providing instruction/training in the area of entrepre-
neurship can be extremely enjoyable and rewarding, it requires a great deal of
preparation, time, and commitment to do effectively. To provide effective
instruction, and to serve as a possible role model, those providing instruction
should want to do it, just as the entrepreneur should want to be an entrepre-
neur. Conscripted instructors seldom achieve desirable or optimal results.

• Mentors in the classroom: Beyond serving as a possible role model, some
teachers/trainers may have the capacity to serve as effective mentors. This
involves a more direct relationship with participants and will depend on the
instructor’s ability, time, and desire to serve in this role.

• Risk taker: Although an instructor may demonstrate many of the abilities of
the entrepreneur, there may be no more important one than the willingness to
take risks in the classroom. This is related to the need to change the learning
environment from past traditions, to use new resources and methods, to
challenge systems and bureaucracies, to challenge participants continually, to
use methods they have never used before, to take on challenges they have
never taken on before, and so forth.

• Committed: No, not on temporary leave from an institution, but committed to
the participants. Experiences show that an effective entrepreneurship instruc-
tor will fully engage students who will seek more knowledge, advice, and time
than in most other teaching/training environments. Teachers/trainers will
have to be able and willing to devote the time and interest that their successful
efforts will generate so as not to disappoint and deflate the spirits and attitudes
they are igniting in youth.

• Networker: To implement an entrepreneurship program effectively, draw to-
gether resources, partners, and expertise, and link participants to opportunities
and sources of effective advice and counsel, the teacher/trainer will have to be
an able networker within the entrepreneurship field and the local community.

• Able to relinquish control: The process of developing entrepreneurs will
necessitate providing participants with certain degrees of control over meth-
ods, environments, outcomes, and more. Instructors who have a need/desire
to maintain strict control over the learning environment, process, and out-
comes may find themselves limited in what they can achieve with their partici-
pants.

• Able to handle divergence and creativity: Many education and training efforts
in the past were linearly focused and sought to present certain information,
determine the extent to which learners understood/applied it, and then award

FEATURES OF THE INSTRUCTOR/TRAINER
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grades according to tests that usually focused on knowledge and understand-
ing. In an entrepreneurship class, the instructor will want participants to come
up with new and better ways, new right answers, challenges to the status quo,
and so on. Instructors will have to be skilled in handling a wide array of
responses, viewpoints, and ideas and in responding/guiding/evaluating
appropriately.

We believe that education and training efforts related to entrepreneurship
development should give thought and consideration to these issues as programs
are designed, created, developed, and implemented. They constitute an impor-
tant part of the Training Framework.

Our research and experience clearly demonstrate that how one goes about
efforts pertaining to entrepreneurship development is as important as, or more
important than, what one is trying to impart. The five factors discussed above
will play a significant role in determining whether efforts are successful in
achieving their established target outcomes.

Features of the Learning Environment

• Participants can influence
• Trust
• Sense of unpredictability
• Changes in venue
• Sense of innovation versus conformity
• Group interaction and divergent

thinking
• Humour and spontaneity
• Some room for chaos and confusion

Features of the Resources and
Strategies

• Team-based
• Project-based
• Minimize focus on “right answers”
• Community integration
• Mix the methodologies
• The “unexpected”
• Frequent feedback
• Learning from failure

Features of the Content/Curriculum

• Appropriate for target audience
• Selecting the blend

•  Right and left brain
• Non-linear opportunities
• Creative in design
• Relevant
• Continuous application
• Challenging
• Adaptable to needs

Features of the Evaluation Instru-
ments

• Varied
• Appropriate to target outcomes
• Appropriately designed
• Skillfully utilized
• Effective
• Creative
• Open to interpretations and challenge

Features of the Instructor/Trainer

• Role models in the classroom
• Self-selected
• Mentors in the classroom
• Risk taker
• Committed
• Networker
• Able to relinquish control
• Able to handle divergence and

creativity

SUMMARY
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Increasingly, there is a desire among organizations to work in partnership to
achieve goals and objectives. This interest stems from a number of factors includ-
ing cost savings, efficiency, concern for overlap/duplication, and desire for a
unique role. Whatever the motivations, the fact that there is an increased interest
in partnerships is a very positive evolution for youth entrepreneurship develop-
ment. It is important to consider the roles that can be served by the various
partners working together in support of youth entrepreneurship development.

Partners can fulfill a variety of roles at the various stages of entrepreneurship
development. A partner can play a role in terms of:

T raining
I nformation and advice
M entoring and role-modeling
E xperience

F acilities
O pinions and assessment
R esources (including funding)

Goal:

POTENTIAL ROLES FOR PARTNERS

To create a national partnership for youth entrepreneurship in Canada to en-
hance the quality of service and programs provided to support youth entrepre-
neurship development in Canada.

Objectives:

A national partnership for youth entrepreneurship in Canada would:
• provide effective intercommunication among those participating in the part-

nership
• enhance each partner’s awareness of the programs, resources, and activities of

the other partners and increase sharing and exchange
• reduce (eliminate, we hope) duplication, overlap, and conflict among pro-

grams in Canada focused on youth entrepreneurship
• increase the collaboration between/among partners to enhance services

provided to young entrepreneurs
• improve the ability of organizations to plan for future programs and resources

to support youth entrepreneurship
• improve the ability to evaluate and assess programs and their effectiveness by

sharing information on what has worked and what hasn’t and why
• provide a database of contacts and information in Canada related to youth

entrepreneurship to improve the potential for research

CREATING A NATIONAL PARTNERSHIP FOR YOUTH ENTREPRENEURSHIP IN CANADA
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National Guideline Training Plan Partners’ Programs Gaps & Needs
(To be developed and
detailed based on the
proposed Framework)

Formative: The Training Plan Each partner would identify It would then
• Seed would identify what the programs, services, become clear
• Attributes needs to be done to help resources it has related to what initiatives
• Attitudes youth move through the delivering and supporting are needed and

various stages of the Training Plan. which could help in
Developmental: entrepreneurship building a complete

• Learning development. Training Plan to
• Vision ensure that youth’s
• Tools (Pre- needs are met and

        Start-Up) that they are provided
with opportunities

Start-Up Tools to improve their
entrepreneurship

Growth Tools development.

It would undermine the partnership development process to specify the
action plan for a national partnership. It will be vital that the partners build the
plan. Once again, though, it is possible to provide a suggested framework for the
roles that partners might serve within the national partnership.

We have proposed a National Guideline identifying the key factors we believe
are associated with entrepreneurial success. We have also provided a structure to
the Guideline that delineates the various stages of entrepreneurship development:

• Formative
• Developmental
• Start-Up
• Growth

We have also developed a proposed Youth Entrepreneurship Training Frame-
work. The structure, Guideline, and Framework would provide a possible context
for the development of the partnership. That is, if consensus is achieved on our
proposals, the structure, Guideline, and Framework could serve as a focus for the
development of the National Partnership Model and the subsequent action plan.
For example, consider the following:

POTENTIAL FRAMEWORK FOR THE PARTNERSHIP

Through building this framework, partners would:
• identify the extent to which their programs, resources, and so forth address the

needs of the National Guideline and a national training plan,
• recognize what others are doing,
• recognize areas of potential overlap/co-operation,
• consider any revisions/additions they might want to make to their programs,
• identify needs and gaps that currently exist in terms of training initiatives to

support youth entrepreneurship, and
• plan future initiatives.
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“What if you gave a party and nobody came?”
This is a scenario we fear in many of the things we do in life. It can be par-

ticularly devastating for those who are motivated by the inner passions and drive
of entrepreneurial people—as discussed in relation to our proposed Guideline.

Many people who provide programs to support and assist entrepreneurs are,
indeed, very entrepreneurial themselves. In fact, it is highly desirable that they
exemplify such traits so as to be able to provide effective programs and instruc-
tion and, to the greatest extent possible, serve as role models and mentors for
participants.

Given the fact that most of the people we have consulted in our research are
very entrepreneurial themselves (a clear component of their success in the field),
they are motivated and inspired by many of the same factors. They have identi-
fied a need. They have generated an idea and a plan. They have mobilized
resources and secured funding. They have, in essence, offered up a “product” to
the market.

They will aspire to succeed and will be further motivated by accomplish-
ment. To “fail” in attracting suitable applicants (suitable in terms of numbers and
profile) would be a true setback for the entrepreneurial person.

To meet their goals and derive a sense of accomplishment, those who offer
programs will want to:
• attract candidates to their programs,
• select candidates who will benefit from their programs, and
• provide and assess the impact of programs that make a meaningful contribu-

tion to entrepreneurial development.
The proposed Candidate Recruitment Process Framework is intended to

guide organizations in terms of effective recruitment considerations and strate-
gies.

Our research has led us to identify the following areas of consideration that,
in themselves, provide a framework for our report focusing on the candidate
recruitment process.

• General Factors to Consider
• Criteria for Assessing Recruitment Efforts
• Possible Recruitment Strategies
• Developing a Recruitment Strategy

• Specification of program’s target outcomes
What does the program offer? What will it try to achieve?

• Profile of target candidates
Who needs (would benefit most from) this program? Why would they apply
to this program?

INTRODUCTION

CANDIDATE RECRUITMENT PROCESS FRAMEWORK

GENERAL FACTORS TO CONSIDER
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• Avenues to reach prospective candidates
Where are prospective candidates located? By what avenues can they be
reached?

• Vehicles to reach prospective candidates
What devices/techniques can be used within these avenues?

• The message to prospective candidates
What would prospective candidates want to hear? What will you tell them?

• The application
How will interested people apply? What do you want to learn from the
application?

• The timetable
When should applications be received? By when will they be reviewed and
candidates notified?

• The selection process
Who will be involved in candidate selection? How will candidates be
selected?

• Notification process
How will selected candidates be notified? What information will be offered
to applicants who are not selected?

• Ready to begin
Is there any other information to be gathered from selected candidates? If so,
why? How will this additional information be obtained?

• Hits
Did information reach the primary target audience(s)? Were applicants from
the primary target audience(s)?

• Fairness
Did information reach all who should have had a chance to apply? Was every
applicant provided with the same opportunity for selection?

• The net
Was the “recruitment net” cast widely enough to garner sufficient applicants,
candidates, and participants?

• The fit
To what degree was the target number of participants achieved and to what
degree do they fit the profile of initial participant targets?

• Cost-effective
Was the cost per applicant appropriate or most cost-efficient? Was the cost per
participant appropriate or most cost-efficient? Are there opportunities for
increased efficiency?

• Time-efficient
Was the time required to reach prospective applicants appropriate? Was the
time required to review and select candidates appropriate? Are there opportu-
nities for increased efficiencies?

• Budget
Was the budget assigned to recruitment appropriate? Were funds wisely
allocated?

CRITERIA FOR ASSESSING RECRUITMENT EFFORTS
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• Back up
Was there a back-up plan in place in case initial efforts to secure participants
fell short? If the back up was used, was it effective?

• Counsel and research
Was counsel sought from others who may have insights regarding avenues and
vehicles by which to reach prospective candidates?

• Full disclosure
Did candidates receive all the information that was needed? Did candidates
receive all the information that was wanted?

• Technology
Were technology tools used to full advantage? Were technology tools misused
in any way?

• Technologically appropriate
Was the technology used appropriate for the target audience? Did technology
help or hurt in terms of reaching prospective candidates?

• Partnerships
Were there opportunities to partner with other groups in terms of recruitment
efforts? Were all potential partnerships exploited?

• Language
Was information available in the appropriate languages? Was the information
provided at an appropriate language level?

• Interest
Did recruitment efforts address people’s interests? Were recruitment efforts
themselves interesting in design and presentation?

Our research efforts revealed that, in most cases, there was not a great deal of
sophistication involved in designing and implementing recruitment procedures.
Activities were extremely varied in terms of approach and evidence of success. It
was emphasized that there are no standard recruitment procedures. Recruitment
efforts vary considerably based on the program and the profile of target candi-
dates.

It was further emphasized that it is important to reach prospective applicants
on their turf. Make sure you go to them. Don’t make them come to you. This is
very important in achieving the established goal of equity and fairness.

The vehicles should focus on what prospective applicants read, watch, buy,
visit, and so on. For example, a program designed for unemployed Canadians
promoted the program through an insert with unemployment insurance cheques.

The following is a summary of the various recruitment techniques, vehicles,
and strategies that we discovered through our research. They could all be consid-
ered by those who are involved in planning recruitment efforts.
• Referrals from entrepreneurs, schools, community organizations, family

members, other training centres, and so on
• Advertising in local papers/community weeklies
• Notices, flyers, posters, and so on in community centres
• Notices in churches and via church groups
• Notices, posters, and information distributed via schools, community colleges,

and universities
• Radio announcements—public service and paid advertising

POSSIBLE RECRUITMENT STRATEGIES
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• Past participant referrals—”word of mouth”
• Notices, including newsletters, through related cultural groups and commu-

nity organizations
• Development and distribution of flyers/leaflets/posters
• Drawing upon the databases of relevant organizations
• Local boards of trade and chambers of commerce
• Information via various youth clubs and organizations (for example,

YM/YWCA)
• Listings in school calendars and programs
• Media coverage—stories/features on the program
• Notices/contacts through relevant social service agencies
• Notices/contacts through municipal economic development agencies
• Contacts through government initiatives such as “Community Futures”
• Notices in government publications and circulars
• Notices in classified ad sections (especially if aiming for groups such as the

unemployed)
• Television—public service or paid advertisements on commercial and/or cable

stations
• Notification via various web sites

To develop an appropriate recruitment strategy, one could list the possible
strategies down the vertical axis of a grid and the criteria across the horizontal
axis (a sample grid appears on the next page). Rather than listing all criteria,
planners could note the most important criteria. Each of the possible strategies
could then be assessed according to each of the selected criteria. An assigned
scale from “+5” to “-5” could be used for evaluation with “0” as indifferent or
not relevant.

Although this would not generate a specific “should do” outcome, it would
enable a thorough review of options and enable developers to review correla-
tions with established priorities.

DEVELOPING A RECRUITMENT STRATEGY
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COMPETENCIES GUIDELINE

FOR

YOUTH ENTREPRENEURSHIP

EDUCATION AND TRAINING
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There is significant and widespread agreement on the competencies that
need to be developed in order for individuals to enhance their chances of success
as practicing entrepreneurs. This is true in spite of the fact that widely diverse
initiatives targeting equally diverse learners are often developed completely
independently of each other. Perhaps of most significance is the agreement
among representatives of these programs that certain competencies, although
seen as very important outcomes of any such training program, are often not
included in their own program’s mandate.

As a synthesis of the observations, practical experience, and recommenda-
tions of the leaders in the field of entrepreneurship training, this Competencies
Guideline can serve an important role in offering guidance to the revision of
existing programs and for the creation of new initiatives. Taken in the spirit in
which it has been prepared, it may prevent needless “reinvention of the wheel”
at minimum. At best, it will help advance the field of entrepreneurship education
and training in Canada.

The following format tracks the sequence of factors identified in the National
Guideline for Youth Entrepreneurship Education and Training. It should not be seen
as starting with areas of greater importance and proceeding to those less impor-
tant. Similarly, the competencies identified can be taught or otherwise presented
in a program in a variety of contexts and through a variety of activities. For
example, one can actively teach creativity in the context of problem solving
without conducting a single, stand-alone lesson on “creativity.”

Therefore, although the Competencies Guideline can be used as a checklist of
specific outcomes it should not be assumed that each outcome, or section of
outcomes, necessarily needs to represent a separate, stand-alone component
within a course of study or training program.

The following, then, is a proposed Competencies Guideline, identifying the key
elements that should be considered by those who are offering/developing
programs to support youth entrepreneurship education and training.

The External Factors: Vision (Strategic) Skills

1. Goal Orientation
Goal orientation is seen as a requisite for accomplishment in virtually every

field of human endeavor, but it is particularly apropos of entrepreneurs. Entre-
preneurs are primarily motivated by a desire to achieve their goals. Therefore,
their success depends on their ability to set goals and to focus on achieving them.
Goal setting is an important and learnable skill. Goal orientation is considered
one of the most important skills that a graduate of a program ought to be able to
demonstrate. It can be said that the failure of a venture is often tied to an entre-
preneur’s inability to set achievable goals. Being goal-oriented includes the
following abilities, ranked in order of importance from very important to impor-
tant.

COMPETENCIES GUIDELINE FOR YOUTH ENTREPRENEURSHIP

EDUCATION AND TRAINING

Developmental Stage:
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An individual who is goal-oriented is able to:
• set positive goals
• set definite time spans for the achievement of goals
• set short-term as well as long-term goals
• set specific, behavioral and measurable goals (frequent, small, specific)
• set difficult but realistic goals
• set performance goals in preference to outcome goals

2. Creativity
Innovation implies creativity. As innovators, entrepreneurs tend to be crea-

tive in their approaches to solving problems and meeting new challenges. Some
individuals appear to be more creative than others, but everyone can learn to be
more creative. In order of priority, from very important to important, entrepre-
neurs should be able to:
• demonstrate new ways of thinking, not merely about what is, but of what

might be
• take a creative approach to problem solving
• associate the previously unassociated (for example, hiking and global satellite

positioning systems)
• describe conventional restraints and constraints to thinking
• demonstrate innovative thinking by using new and existing technology in new

ways
• describe patterns as they are forming (detection of trends, changes)
• conduct brainstorming sessions
• describe problems as opportunities in disguise
• generate dozens of ideas to respond to perceived opportunities, not just one
• break with habits and routine
• describe the need for something not produced before

3. Opportunity Orientation
Successful entrepreneurs are opportunity oriented. They are able to identify

needs, wants, problems, and challenges in terms of potential markets. All of the
following abilities are important, with the most important listed first. An “oppor-
tunity-oriented” entrepreneur is able to (in order of priority):
• identify needs, wants, and problems as they are evolving and changing
• identify smaller niche markets within larger markets
• identify changes in tastes, preferences, and trends as they are evolving
• recognize trends
• describe problems as opportunities
• apply newly created technology to new, innovative, productive uses
• analyze the consequences of societal or technological change
• analyze the failure of others as R & D for a possible new venture
• recognize that the window of opportunity is relative to the skills and knowl-

edge of the specific entrepreneur

4.  Willingness to Assume Risk
In many ways, perhaps the least tangible skill successful entrepreneurs

demonstrate is their willingness to assume risks. In some ways, the willingness
to assume risk can be seen as a personal attribute in that some people just seem
more willing than others. However, willingness to assume risk is closely tied to
the entrepreneur’s understanding of what the risk entails and how the risk can
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be managed. Risk tends to involve unknowns, and as these become “knowns”
through research and experience, the risk is reduced and one will be more
inclined to assume it.

It is important to understand that entrepreneurs work hard to control and
manage risk through research, experience, and knowledge about their proposed
venture. It is equally important to understand that entrepreneurs are quite
different from gamblers in this respect. Gambling implies luck, and entrepre-
neurs tend not to rely on luck. Their willingness to assume risk includes the
ability to (in order of priority):
• use knowledge and experience to reduce risk
• develop back-up and alternative plans to minimize potential risk factors
• compare the risk of one decision/action with that of alternatives
• treat failures, should they occur, as valuable learning experiences
• assess personal risk tolerance
• weigh costs and benefits to assess whether a risk is worth assuming
• access the skills of others to reduce risk
• manage risk
• identify the risk associated with a particular action or decision
• work hard to reduce risk
• describe the “worst case scenario”

Tactical Skills One Should Have

5. Capacity to Plan and the Stages of Planning
At the early stages of venture development, an entrepreneur tends to “blue-

sky,” to dream large and exciting dreams. These dreams and visions of success
play a vital part in building the passion and commitment that will be necessary
to carry the entrepreneur through the often trying and laborious process of
bringing the venture to fruition. Although it is not a formal planning process, we
describe this as the “visionary” stage of a planning process.

As the possibility of planning a real venture around these dreams looms
larger, the entrepreneur begins to plan somewhat more formally, doing market
research to find out whether these dreams have any basis in reality. Not yet a
full-blown, detailed plan, the “conceptual plan” is comprehensive enough to take
the entrepreneur to within a few steps of the start-up stage of the venture.

In order to make sure that the venture can be capitalized and realized, the
entrepreneur needs to produce a full and “detailed plan.” Many entrepreneurs
have neither the skills nor the patience to produce such a plan and will draw on
the expertise of others to get the job done. Nevertheless, it is crucial that the
entrepreneur remain intimately involved with the planning process so that the
vision is not lost in the process but not so fixated with detail as to lose the vital
momentum required to launch the venture.

The Visionary Plan (Developmental): At this stage, entrepreneurs should be able
to visualize the venture without getting hung up on the operational details. A
visionary plan would include preparing a general framework or loose plan and
would draw on the entrepreneur’s ability to (in order of priority):
• identify a clear entrepreneurial opportunity

Start-Up Stage and Growth Stage:
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• describe an innovative idea that will address that opportunity
• demonstrate research to support the viability of the idea
• develop a rudimentary cash-flow projection
• describe the personnel requirements

The Concept Plan (Developmental): A lot of the “dreaming” and “blue-skying”
will be over at this point. It’s time to start planning how the business is actually
going to be set up and how it will operate. There is no need to go into all of the
day-to-day operational details, but the planning should look at how to overcome
some of the potential problems and achieve established goals. With professional
help, if necessary, an entrepreneur should be able to (in order of priority):
• describe and explain the market opportunity the venture will address
• explain how the product or service will work and how it is innovative
• demonstrate extensive research to support the viability of the idea
• identify competition and describe strategy for meeting or beating
• generate a detailed marketing plan; describe strategic advantage
• generate a plan for growth, indicating potential problems and solutions
• develop a detailed cash-flow projection and financial plan
• prepare a concise two-page executive summary of the venture
• describe the personnel requirements and identify candidates
• detail the operational plan including start-up dates

The Detailed Plan (Start-up): Before launching the venture, the entrepreneur
should have a formal, written detailed plan prepared to present to prospective
investors, including financial institutions and venture capitalists. Although this
plan will lay out the blueprint for start-up and early growth of the venture, the
entrepreneur must not be lulled into thinking it will work every time or that it
will not need to be changed. Even the best plans are usually changed—often
dramatically—when the inevitable unexpected dynamics of the marketplace hit
after start-up. Nevertheless, the detailed plan offers an excellent guideline to the
launch and growth of the venture. However, many entrepreneurs will employ
outside experts to help them with their detailed planning. The entrepreneur
needs to have the capacity to plan—if not the time, patience, or skills to actually
put the plan together. At the very least, the entrepreneur needs to be able to
understand and describe the importance of each of these segments of a detailed
plan (in order of priority):
• Detailed description of proposed venture; why/how it will work
• Detailed description of market opportunity, with statistical support
• Complete financial plan
• Background and history of entrepreneur/business
• Executive summary
• Accounting and legal plan
• Management plan, including names and résumés of team
• Detailed production and operational plan
• Appropriate appendices
• Succinct conclusion
• Table of contents
• Cover page
• Environmental statement
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Strategic Plan (Growth): An established venture with an experienced entrepre-
neur at the helm will require ongoing strategic planning, which is part of the
entrepreneur’s continuing search for opportunities. The strategic plan is more
than a long-term business plan, which tends to project current conditions into the
future. This latter is more of a tactical stance. The entrepreneur should be antici-
pating more of a quantum shift than just selling more of the same product or
preparing a shift in product lines. A strategic plan is more of an entrepreneurial
vision—closer to the visionary plan above than to the detailed business plan.

Where an experienced manager could manage this projected future, the skills
of an entrepreneur are required to respond to a marketplace that never stays the
same. A true strategic plan—an attempt to anticipate where the market is going—
has the entrepreneur working shoulder to shoulder with an outside consultant.
Consultants may well be able to forecast future conditions, and they may suggest
strategies to meet those conditions to describe “best practice”—what is being
done—but the entrepreneur’s skill involves developing strategy for what should
be done.

In that strategic planning is most often the domain of an established venture,
rather than in the start-up stages, it is not critical. But it would be a valuable
addition to any program if the entrepreneur emerged and was able oversee and
understand the importance of the strategic planning, to be able to (in order of
priority):
• provide the vision and key strategic elements of the plan
• provide continuing guidance at a strategic level
• keep the strategy focused
• retain the perspective of “broad opportunity” throughout the process
• sell employees on completed plans and on the process of continuous strategic

planning
• access outside consultants who can provide market projections and advice; co-

ordinate planning

6.  Communication
Of all the skills an entrepreneur must demonstrate, none is more important

than communication. And the ability to articulate the vision and communicate
passion and commitment is most important of all. Passion will overcome what
may be lacking in presentation skills, but it is paramount that an entrepreneur be
able to sell his or her concept, especially in the initial stages. The entrepreneur
need not necessarily be able to write, spell, or compose a proper business report,
provided that he or she understands and respects the importance of these com-
munications being proper and correct. That being the case, others who possess
these appropriate skills can be hired to ensure proper standards are met.

Therefore, an entrepreneur should be able to (in order of priority):
• articulate and communicate his or her vision/dream/venture
• communicate his or her passion, vision, and commitment
• listen to the responses/research/advice offered in respect of it
• speak/present effectively, both one-on-one and to small and large groups of

people
• build and maintain networks
• use the telephone effectively
• conduct effective meetings with employees and clients
• describe properly prepared, error-free written communications
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7.  Marketing
Marketing is the key to any successful venture.  In any program of entrepre-

neurial studies it is likely that most of the course time will be spent in this area.
It can take a great deal of time to research a prospective venture thoroughly and
yet more time to produce prototypes, if applicable, and to test market a product
or service. The importance of marketing to a venture cannot be overemphasized,
but this does not necessarily imply that the individual entrepreneur need de-
velop the skills of a professional marketing analyst/promotions wizard. Entre-
preneurs tend not to have the special expertise marketing requires and will likely
draw on the skills of professionals eventually. Nevertheless, at the early stages of
a venture, they must have the rudimentary ability to (in order of priority):
• identify the target market—potential customers
• determine competitive advantage: Price? Quality? Service?
• adjust product or service to potential customer’s needs
• sell the product, the service, or the venture itself
• describe the target market in terms of age, sex, income, buying habits, location
• identify competition
• price the product or service
• conduct test marketing
• determine and implement promotion strategy
• identify and access sales outside expertise
• develop a strategy for growth
• determine and implement distribution strategy
• identify and access marketing specialists

8.  Interpersonal Skills
No entrepreneur succeeds in isolation. Successful entrepreneurs will need to

develop interpersonal skills. Although few programs may have the scope or
resources to address this area of skills with a dedicated course, it is important
that they are addressed in a specific way within the context of other activities.
An entrepreneur should be able to ( in order of priority):
• bring out the best in others
• demonstrate trust in the abilities of others
• demonstrate self-awareness in relating to others
• praise, support, reward others
• anticipate concerns before they arise
• assess the abilities and personalities of others
• act firmly or to nurture or collaborate as appropriate
• sympathize and empathize

9. Basic Management
Lack of effective management is cited often as the reason for the failure of a

venture, yet the skills of a good manager are quite different from the skills
required to be an entrepreneur. It is often a wise entrepreneur who recognizes the
expertise of a professional manager and hires one to run his or her operation
when the business is large enough to accommodate the cost. Nevertheless, at the
early stages of a venture, an entrepreneur will likely have no choice but to
manage his or her own business, and to that end an entrepreneur needs to be
able to (in order of priority):
• interact with customers
• control cash
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• use financial terms correctly and appropriately
• prepare budgets
• anticipate potential problems; develop policies and strategies to deal with

them
• interview and hire staff
• train staff in business fundamentals
• control inventory
• pay and supervise staff
• set and supervise schedules
• perform administrative duties

10. Quantitative/Analytical
The marketplace can create circumstances where an entrepreneur’s ability to

“think on his or her feet” can make the difference between an opportunity
realized or a contract lost. Entrepreneurs develop the ability to “guesstimate”
numbers quickly, to visualize quantities and costs, and to have a good sense of
whether a deal has the potential for profit. Accountants and financial advisors
can play a critical role in detailed “number crunching,” but it is a great asset if an
entrepreneur has the ability to:
• conceive of numbers and what they represent, quickly and practically
• add, subtract, multiply, and divide numbers and calculate percentages
• visualize costs and potential revenues for planning purposes
• determine break-even point in venture
• quickly determine potential for profit or loss
• quickly estimate quantities and costs
• review and explain the bottom line of a financial statement

11.  Personal Effectiveness
Much is made of “being organized,” but often the term “organized” conjures

up a picture of neatness, when what is really required is effectiveness. One
person’s confused mess can be another’s effective workplace. Many entrepre-
neurs thrive in a milieu of apparent chaos and yet are able to get everything done
that needs to get done when it has to be done. This is critical as the marketplace
acknowledges few excuses. Meetings cannot be missed; deadlines must be met.
Regardless of how they go about doing these things, an entrepreneur should be
able to:
• set priorities
• schedule time and use it effectively
• deal with problems/challenges in order of priority
• make decisions—define problem/set criteria/list alternatives/decide
• meet deadlines
• access appropriate information/documents/people quickly
• use business tools effectively, as needed—telephone, fax, computer

12. Team Building and Leadership
Some entrepreneurs claim their success turns entirely on their ability to build

teams and let them do the work. Team building is not the same as team playing.
The entrepreneur will always be the leader and as such often is not effective
within a team. The entrepreneur builds the team and empowers it to succeed.
Team-building and leadership skills include the ability to (in order of priority):
• demonstrate vision; remain focused on goals
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• describe one’s own strengths and weaknesses
• make hard decisions; lead by example
• encourage creative thinking and innovation
• select people who are committed, interested, and capable of undertaking the

task at hand
• credit team with success; treat failure as valuable research and development
• identify partners/employees/consultants who complement one’s own

strengths and weaknesses
• empower team to “own” the challenge/problem/project
• balance personalities and egos in building a team that will work together

effectively
• suspend judgment and desire for control
• act in supporting role, as needed

Your comments, opinions, and recommendations related to this proposed
Competencies Guideline will be welcomed. Over time, there will undoubtedly be
opportunities for review and revision. If this does occur, and you would be
interested in possibly participating in the consultative process, please let us
know.

We hope you find this Competencies Guideline to be of assistance to you in
your efforts.
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APPENDICES

SURVEY NETWORK

FAX BACK FORMS
• REVIEW OF  PROGRAMS

• GENERAL REVIEW/COMMENTS
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SURVEY NETWORK

PROGRAMS REPRESENTED: BEST PRACTICES

Networks of Leaders

The following were contacted as part of our survey of leaders. Most of them submitted completed
response forms, but in a number of cases their input was taken verbally, by phone, or they submitted it in
a summary form by letter or fax. This list does not include others who were contacted but were unable to
offer input.

Elaine Smith
PEP Project
Mt. Allison University
Sackville, New Brunswick  E0A 3C0
Tel: 506-364-2528

Tom Bryant
Bourgoyne Centre for Entrepreneurship
Brock University
500 Glenridge Avenue
St. Catherines, Ontario L2S 3A1
Tel: 905-688-5550; ext. 4372; Fax: 905-685-8866
E-mail: tbryant@peregrine.bus.brocku.ca

Peter Sheppard
Nipissing University
Canador College
60 Commerce Court
North Bay, Ontario P1B 8G4
Tel: 705-474-7600 ext. 6555

Graham Clayton
Confederation  College of Applied Arts and Technology
1450 Nakina Drive
Thunder Bay, Ontario P7C 4W1
Tel: 807-475-6473  (home: 807-344-6599)
Fax: 807-623-7250

Mac Taylor, Director
Kiwanis Enterprise Centre
10805 14th St.
Dawson Creek, BC V1G 4V6
Tel: 604-782-5745

William E. Jennings
Frontenac Secondary School
789 Bath Road
Kingston, Ontario, K7M 4Y3
Tel: 613-389-2130; (home: 613-542-9155)

Helen Bobiwash
Zoongamig Business Services Corporation
P.O. Box 177
28 River Road
Massey, Ontario P0P 1P0
Tel: 705-865-2526
Fax: 705-865-2942
E-mail: bobiwash@msdcorp.com

Yvon Gasse
Director, Centre for Entrepreneurship and PME
University of Laval
Pavillon Palasis-Prince
Quebec, Quebec
G1K 7P4
Tel: 418-656-7960
Fax: 418-656-3337

Gary Ryan
Y - Enterprise Centre
5 Job Street
St. John’s, Newfoundland A1E 1H1
Tel: 709-739-9933
E-mail: yec@public.nfld.com

Karen Theriault
Executive Director
Mentortech Corporation
University of Toronto
35 St. George St., Room 254
Toronto, Ontario, M5S 3H5
Tel: 416-978-8508
E-mail: karen@itrc.on.ca
Web: http://www.itrc.on.ca/mentortech/

Lynne Allen
Manager, Target Markets
Ministry of Economic Development, Trade & Tourism
Hearst Block, Room 714
900 Bay Street
Toronto, Ontario M7A 2E1
Tel: 416-326-5822
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Ed McMullan
Professor of Entrepreneurship
University of Calgary
Faculty of Management
Venture Development Group
2500 University Drive, NW
Calgary, AB  T2N 1N4
Tel: 403-220-6117
Fax: 403-282-0266

Mitch Lenko, Director
Centennial College Centre of Entrepreneurship
Centennial College of Applied Arts & Technology
Progress Campus, Room 306-H, Progress Court
Scarborough, Ontario M1K 5E9
Tel: 416-289-5000 ext. 2609

Jean Lemoine
Business Development Bank of Canada
5 Place Ville Marie, Suite 600
Montreal, Quebec  H3B 5E7
Tel: 514-496-8358

Randy Vandermark
Marketing Department
British Columbia Institute of Technology
3700 Willingdon Ave.
Burnaby, BC V5G 3H2
Tel: 604-432-8317

David Johnson
Durham University Business School
London, England
Fax: 0044 191 374 7482

L.M. Gillin
Swinburne University of Technology
John Street
Hawthorn, Victoria, 3122
Australia
E-mail: mgillin@swin.edu.au

Paul D. Reynolds
Marquette University
Tel: 617-235-1200

Carol Rusak
Running Start
Northwest Enterprise Centre
Thunder Bay, Ontario
Tel: 806-475-6412

Ross Humby
Build a Business
Confederation College
Thunder Bay, Ontario
Tel: 807-475-6212

Michel Besner
Start Your Own Business (liberal translation)
CEGEP André Laurendeau
LaSalle, Quebec
Tel: 514-364-3320 ext. 132

Jay Krysler
Senior Advisor, Research and Analysis
Alberta Economic Development and Trade
Edmonton, Alberta
Tel: 403-427-6641

Smita Joshi
Curriculum
Department of Education
Newfoundland and Labrador
Tel: 709-729-5187

Gary Angst
Ministry of Economic Development, Trade and Tourism
Entrepreneurship Development Seminars
Tel: 416-326-5827

Jim Sourges
The Entrepreneurship Centre
Regional Municipality of Ottawa Carlton
Tel: 613-560-6065
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Name:_______________________________________________________________________________________
Position:_____________________________________________________________________________________
Organization:_________________________________________________________________________________
Address:_____________________________________________________________________________________
_____________________________________________________________________________________________
Telephone:___________________________________________________________________________________
Fax:_________________________________________________________________________________________
E-mail:______________________________________________________________________________________

We are interested in obtaining feedback from those who are involved in entrepreneurship education
and training efforts. Specifically, we would like to know the extent to which your program addresses the
areas identified in the proposed Competencies Guideline. To that end, we have developed a response form
to simplify your review and feedback.

In addition to providing us with information about existing programs, the responses provided will be
a useful planning tool for those who are developing new programs. This information will enable us direct
people developing new programs to those with experience, existing curriculum and resources, and so on.

Please indicate on the pages that follow the extent to which your program addresses the competen-
cies identified. Is the competency addressed:

(a) as a stand-alone unit of study,
(b) as a component of a unit of study,
(c) indirectly, across the curriculum, or
(d) not at all.

If the competency addressed is a stand-alone unit, please provide the name of the unit/course.

You can mail or fax your responses to any of the following:

Canadian Council for Human Resources Forum for International Trade Training
in the Environment Industry 155 Queen Street, Suite 608
700 - 4th Avenue S.W., Suite 700 Ottawa, Ontario K1P 6L1
Calgary, Alberta T2P 3J4 Tel: (613) 230-3553; Fax: (613) 230-6808
Tel: (403) 233-0748; Fax: (403): 269-9544

Canadian Professional Logistics Institute Canadian Foundation for Economic Education
33 Yonge Street, Suite 710 2 St. Clair Avenue West, Suite 501
Toronto, Ontario M5E 1G4 Toronto, Ontario M4V 1L5
Tel: (416) 363-3005; Fax: (416) 363-5598 Tel: (416) 968-2236: Fax: (416) 968-0488

REVIEW OF PROGRAMS (Please photocopy)
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 Competency Area Degree of Attention

 (a) (b)        (c)        (d)
Stand-alone unit Unit component Indirectly Not at all

1. Goal Orientation ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

2. Creativity ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

3. Opportunity Orientation ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

4. Willingness to Assume Risk ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

5. Capacity to Plan and the Stages
of Planning ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

The Visionary Plan ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

PROGRAM REVIEW—RESPONSE FORM
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Competency Area Degree of Attention

 (a) (b)        (c)        (d)
Stand-alone unit Unit component Indirectly Not at all

The Concept Plan ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

The Detailed Plan ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

Strategic Plan ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

6. Communication ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

7. Marketing ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_____________________________
_____________________________

8. Interpersonal Skills ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

9. Basic Management ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________



70

CATCHING THE WAVE

Competency Area Degree of Attention

 (a) (b)        (c)        (d)
Stand-alone unit Unit component Indirectly Not at all

10. Quantitative/Analytical ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

11.  Personal Effectiveness ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________

12. Team Building and Leadership ❏ ❏ ❏ ❏

If (a), provide name of course/unit:
_______________________________
_______________________________
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GENERAL REVIEW/COMMENTS

We would appreciate it if you would take the time to complete and return the following review form
indicating your general reactions to this report.

Name:_______________________________________________________________________________________
Position:_____________________________________________________________________________________
Organization:_________________________________________________________________________________
Address:_____________________________________________________________________________________
_____________________________________________________________________________________________
Telephone:___________________________________________________________________________________
Fax:_________________________________________________________________________________________
E-mail:______________________________________________________________________________________

You can mail or fax your responses to any of the following:

Canadian Council for Human Resources Forum for International Trade Training
in the Environment Industry 155 Queen Street, Suite 608
700 - 4th Avenue S.W., Suite 700 Ottawa, Ontario K1P 6L1
Calgary, Alberta T2P 3J4 Tel: (613) 230-3553; Fax: (613) 230-6808
Tel: (403) 233-0748; Fax: (403): 269-9544

Canadian Professional Logistics Institute Canadian Foundation for Economic Education
33 Yonge Street, Suite 710 2 St. Clair Avenue West, Suite 501
Toronto, Ontario M5E 1G4 Toronto, Ontario M4V 1L5
Tel: (416) 363-3005; Fax: (416) 363-5598 Tel: (416) 968-2236: Fax: (416) 968-0488

 (Please photocopy)
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REVIEW FORM

1. What is your overall assessment of this report?

❏ Excellent ❏ Good ❏ Fair ❏ Poor

2. How useful do you think this report will be to:

Very  useful Useful Little use No use

• Program developers ❏ ❏ ❏ ❏
• Program instructors ❏ ❏ ❏ ❏
• Students ❏ ❏ ❏ ❏
• Government officials ❏ ❏ ❏ ❏
• Others: ❏ ❏ ❏ ❏

3. Do you plan to make use of this report?

❏ Yes ❏ No ❏ Maybe

If yes, what use will you make of this report?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

4. Are there any omissions in this report?

❏ Yes ❏ No

If yes, what was missed?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

5. Do you disagree with any specific parts of this report?

❏ Yes ❏ No
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If yes, please indicate your areas of disagreement.
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

6. What do you think are the greatest strengths/advantages of this report?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

7. What do you think are the greatest weaknesses of this report?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

8. What recommendations would you offer with respect to what should be done with this report?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

9. Would you support the proposed National Guideline for Youth Entrepreneurship Education and Training
as an appropriate national guideline?

❏ Yes ❏ No

If no, why not?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

10. Would you support the proposed Competencies Guideline as an appropriate guideline for youth entre-
preneurship education and training?

❏ Yes ❏ No
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If no, why not?
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________

11. Would you like to be added to the database of those who will receive ongoing information related to
the guidelines and possible other related efforts?

❏ Yes ❏ No

12. Would you be interested in participating in a national forum focusing on youth entrepreneurship
education and training?

❏ Yes ❏ No

13. Other Comments:__________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________
__________________________________________________________________________________________



Contact one of these organizations:
WORKING GROUP ON YOUTH 
ENTREPRENEURSHIP

Canadian Council for Human Resources phone: (403) 233-0748
in the Environment Industry fax: (403) 269-9544
700-4th Avenue S.W., Suite 700 e-mail: cchrei@netway.ab.ca
Calgary, Alberta T2P 3J4

Canadian Professional Logistics Institute phone: (416) 363-3005
33 Yonge Street, Suite 710 fax: (416) 363-5598
Toronto, Ontario M5E 1G4 e-mail: vdeyglio@istar.ca

Forum for International Trade Training phone: (613)230-3553
155 Queen Street, Suite 608 1-800-561-3488
Ottawa, Ontario K1P 6L1 fax: (613) 230-6808

e-mail: dhollweck@fitt.ca
RESEARCH & DEVELOPMENT

Canadian Foundation phone: (416) 968-2236
for Economic Education fax: (416) 968-0488
2 St. Clair Avenue West, Suite 501 e-mail: cfee968223@aol.com
Toronto, Ontario M4V 1L5
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