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ABSTRACT

in this paper, we have conceptualized the
entrepreneurial process as comprising of three
stages - the decision to become an entrepreneur,
which field to pe an entrepreneur in, and the

actual creation of an eorganization.

Each stage makes certain demands on an
entrepreneur. This paper examines some of these

demands.

The entrepreneur h;s to cope with the demands
of the entrepreneurial process. For this, he
requires certain motives, abilities and attitudes,
This paper attempts to derive propositions regarding
what motives, abilities and a;tiﬁndes an entrepreneur
may require. It also briefly tries to explain how

these qualities may-develop in an entrepreneur,



INTRODUCTION*

India‘'s development is fraught with several
messy problems such as inequity in the distribution
of resources, lack of education, poverty, poor heailith
and sanitation, social conflicts ana 80 on. Surmounting
these proplems requires many creative solutions tailored
to the Indian context. In a country such as ours, any
effort at devcloping such solutiongs must be institutional,

nbt indivicual.

More oft=n than not, such institutional efforts
are initiated anc built py one or a few persons whom
we call entrepreneurs. Entrepreneurs are individuals
or a group of individuals who create and maintain or
aggiandize an organization. Despite the acknowledged
importance of these individuals, there is little, if any,
systematic research en the kind of people they are,
their motives, abilities and attituGes. The few studies
that are available on this, fail to provice us with an
understanding of why these motives, abjilities and atti-

tudes are 1mportant'to an entrepreneur.

This paper attempts to understanc what motives,
apilities anc attitudes an entrepreneur may require,
given the cemancs mace on him Dy the entrepreneurial

process.

*The author is deeply indebted to C.M.Ramesh, for his
invaluable ideas anc editorial assistance.



THE ENTREPRENEURIAL PROCESS

The entrepreneurial precess may be cenceptualized
as a three stage process. in the first stage, a persen
takes the decision te beceme an entrepreneur. In the
second, he Qould decide en the field in which he wants
te start an erganizatien. And in the third stage, the
entrepreneur would begin and coentinue the process of

building the erganizatien.

1. Stage I: The decisien to be an entrepreneur

The first step towards beceming an entrepreneur

is deciding to be ene.

Seme people acknewledge that becoming an entre-
preneur is a lucrative prepositien. Seme believe it
would previde them with the freedem to pursue their
ideas. Many peeple express a desire to become entrepre-
peurs for ene er ether reasan. Yet few among them

finally take the decision te be an eéntreprenéur.

why is this se? Apparently there may be several
blecks that restrict entrepreneurial start-ups. In
this cection ef the paper, we will examine what these
bleocks may be_and the metives, abi’ities and attitudes
that an entrepreneur may require, te evercome these

bloecks.
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one bleck to entrepreneurship may be the reluc-
tance te ferege cemferts that the self and family
enjoys. 1n the course of werking as an empleyee
in an erganizatien, a persen may be getting a

salary and perquisites that allew him to live

comfortably. If he wants te beceome an entrepreneur,

he may have te ferege these comferts. And there

is likely teo be a reluctance te de se.

what metives, abilities er attitudes in a persen

are likely te counter this reluctance?

A streng urge te create something

what érives a persen to leave his cemfoerts and
become an entrepreneur may be the urge te create
semething new. Perhaps the persen, in the course
ef his work experience, develeps a procuct er
service, which he believes could profitably
expleit a strongly felt neec¢ in the publiic. He
may find his employer unwilling te experiment with
it. But he remains strengly cenvinced ef its
feasibility. Uncer these circumstances, he may
think @f starting his ewn erganizatien te implement

his ideas.

Jain andé Ansari (1988) studied the persenal ana

situatienal characteristics ef 29 entrepreneurs



in the manufacturing secter. They found that

the urge te implement neéw ideas was a majer
inducer of entrepreneurial activity. There is

ne research evidence en how this urge develeps

in én individual. We interviewed two éntrepreneurs
in the social develeopment secter. The data from
these interviews Buggests that this urge may

have developed threugh clese asseciation with
sther entrepreneurs. These entrepreneurs seemed
te have had immense faith in the capabilities

of our respondents. At thelr instance, the
respendents develeped an urge tc create sanething

of their oewn.

1.12 A strong discemfert with authority figures

Another quality that may enable a person te leave
comforts ana becom:2 an entrepreneur is the streng
discomfort he feels with author ity figures. This
may be indirectly evicent in the dissatisfactien

he feels in any empleyee pesitien.

Cellins, Moere anc Unwalla (197C) stuciec the life
stories ef 110 entrepreneurs in the manufacturing
sector ef Michigan State. Many of their respondents

reported dissatisfying work experiences prier te



pbeceming entrepreneurs. A TAT analysis ef 40
entrepreneurs indicated that this dissatisfacti@n
arose from a discomfert with authority figures.
They were unwiiling to submit te authority anc
unable te accept it. Jain and Ansari (1988) alse
report that 10 ef the 29 entrepreneurs they
stucied, had¢ dissatisfying job experiences prier
to becoming entrepreneurs. Perhaps this may have
aricen eut of a discemfert with autherity figures.
Their data, hewever, previces ne evicence in this

regard.

cellins an¢ his ceolleagues trace this discomfert
with autherity te the childhoed experiences of
the entrepreneurs. They feundc that many ef their
responcents did not have stable and relisble
parental (especially tather) figures during
childhoecd. To these entrepreneurs, the father
was either a failure er a remeote figure whe
rejectec them. This Gissatisfying experience
with an authority figure became a generalized

discomfeort with all authority figures.

Hornaday and Bunker (1970) provide cerroborative
evidence in their study ef 20 entrepreneuvrs from

beth manufacturing anc service sectors. Structurad
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interviews indicated that 18 of the responcents
reacted strongiy égainst their father whe, they
feit, hac previdec inadequate financial er emotienal
support. This may have reculted in a ciscomfort
with authority figures, which motivated the entre-
preneurs to leave their jebs and start their ewn

erganization.

our interviews of twe entrepreneurs also seem te
indicate that discomfert with authority figures

may hzve been one of the factors which made them
entrepreneurs, Both the entrepreneurs left heme
follewing difierences with their fathers. We may
infer that this reflects a Giscemfert with autherity

figures.

the need¢ for status er recognitien

The need for ststus oOr recognitien within cne's
community, where the community has a trenc ef
entrepreneurship, may also induce a persen to leave

cemferts anc become an entreprenéur.

sociological stulies have provicec seme evidence
ef this (Owens and Nandy, 1677; Papenek, 1973}.
owens and Nandy studied‘the entrepreneurs of the

Mahisya cemmunity. Wwhat intriguec them was that



the members ef this community, within a few years,
had deminated the Hewrah light engineering industry
as entrepreneurs. Examinatien ef the traditiens

of the Mahisya community revealed that entrepreneurs
were given & high status while non-entrepreneurs
were given a relatively lew status in the community.
Youth were expeosec to visible symbels indicative

ef an entrepreneur's success = like high land
ownership, big heuses - and tolc to emulate them.
Thus, the youth were stroangly motivat=d to become

entrepreneurs. -

This was als=o true of the Memans of Pakistan.
papanek (1973) found that business entrepreneurs

in this community earnec higher status than non-
entrepreneurs. This actec as a motivater for youth

te become entrepreneurs.

The neeG fer status may arise out ef the status
deprivation that the entreprenzur's family and/er
cominunity faced in the past. The Mahisyas whom
Owens and Nandy studied, shared a belief that they
had sriginally been Kshatriyas. .Latcr the Brahmins
ereded their status anc reducec them te being
agricultural labeurers. The members shared a streng

need te reestablish the cemmunity's former (high) status.
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There dees net seem t& be any literature on
whether entrepreneurs are adaptive. Yet, the
interviews @f twe entrepreneurs suggaest that
adaptapility is impertant. One of them had
faced times when he obtained fead, shelter and
clothing from his frienas. He hac also faced

times when such cepencence was not necessary.

adaptability seeins L9 develop fellowing experiences
ef fluctuating fortunes during early life. The
entrepreneurs we interviewed haa exper ienced

beth poverty and comfert during their childhoed

an¢ youth. They hac learnt te face both with
equanimity. EXposurs Lo elders cuch as granc-

father or mether, whe faced these times with equg-
nimity, may have contributed te the develepment

of acaptapility. Celiins, Moore and Unwalla (1970)
previde excerpts of interviews with 110 entrepreneurs,
seme of which incicated that the families experienced

shifting fertunes.

So far we have discussed one possible bleck te
pecoming entrepreneurs - the reluctance te leave
comfarts, even temporarily, fer a life @of material

and physical discemfert.

There may be ether blecks. Feor instance, seme

persens msy L3 plagued by deubts apeut their



1.21

11

capabilities. They may have convinced themselves
that beceming an eatrepreneur is a tough job,
perhaps beyend them. Others may fear failure -~
what would people say if they failed? what would

happen te their carefully built reputatien?

what metives, abilities or attituces does a

person need te ceunter these dounts or tears?

Self-confidence

A person whe becsmes an entrepreneur is likely te
ba self-confident i.e. he may have an immense
faith in his aopility te selve preblems. He may
pelieve that he 1is bigyer than his preblems. He
may believe that through his efferts, he can
change his envirenment. So he believes, he can

be a successful entrepreneur.

A number of studies have reported that entrepreneurs

are confident peeple {(deBane, 1985; Hagen, 1962;
Jain and Ansari, 1988; Rae and Mehta, 1978;

stevensen and Gumpert, 1985).

Self-conficence appears te develep following
childhoec anc¢ adult experiences which enhance a

person's self-worth. To quete Hagen (1962), a
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persen *...must be valued highly = leved, nurtured
dependably - by his parent of the oppesite sex.
Unless the attituce eof the parent ef the same

sex is teoe adverse, this sex - satisfying variatien
alone may be sufficient te cenvince him that he is

impertant encugh te be anle te achieve” (p.140).

other childhoeé experiences of dealing with the
envirenment capably can alse pessibly develep a
cenfidence in ene‘'s abilities. Cellins and his
colleagues (1970) repert that many eof their respen-
dents were forced, because of peverty, te deal with
their environment. Some had to negotiate for a
place feor the family te stay. OSome had te take

up jebs te earn enough te survive. These experiences
were successful ones, They may have developed the
feeling that ene ceuld selve ene's preblems. This

may be reflective of the feeling of self-ceonfidence.

Summary: Se far we have discussed the metives, abilities
and attitudes which enable a persen te leave a jeb and
become an entrepreneur. Almest simultaneously, this
persen has te decide en which field te make an entry into.

The choice of the specific field te enter may be dictated
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by a familiarity with seme key aspects of the eperating
envirenment ef the field er by his tastes er inclina-
tiens. we are, hewever, cencerned with the metives,
abilities ana attituces which enacle a persen te choese
a field. The next sectien @f this paper elaberates en

this.

2. Stage II: which field should ene make an entry inte?

our cencern, expressed at the beginning ef the
paper is with develeping erganizatiens te help selve our
ceuntry's messy preblems. Thoeugh these organizatiens
de have te oe financially viable, many {(e.g. veiuntary
erganizatiens) are not meant to Dbe meney-making. The
entrepreneur cannet expect teo gyenerate material gains
fer himself threugh these erganizatiens. This is a feature
in centrast te starting an erganizatien in the business

field.

Many peeple weuld e reluctant te enter the social

develepment field fer this reason.

Despite that, persons whe de enter this field as '
entrepreneurs are likely te need¢ a strong altruistic
metive er an urge ta previde help te the needy. Ceupled
with this, they are pessibly net strongly metivated

teward material acquisitien.



This urge to be helpful is likely te ceme abeut
in a persen if he has ceme in close centact with pewerful

rele medels ef that kind.

our data from interviews with twe entrepreneurs
in social develepment indicate this pessibility. One
of the entrepreneurs sald he was strongly influenced by
Gandhi's service ideals. This may have influenced him
te work tewards rehabilitating refugees from Pakistan.
Thgother entrepreneur seems te have pbeen strengly influen-
ced by Vineba Bhave. He joined the Bheodan mevement and

subsequently werked tewards giving land te the landless.

Summarys; In this section we have discussecd the imper-
tance of the altruistic metive for persons choesing te
enter the seocial develepment field. Those whe have a
stronger acquisitive motive may be drawn to the business
field. Once the persen decides on which field te enter

he starts creating his erganizatien.

3. Stage I1l: Creating an erganization

‘The precess ef creating an arganization can be
considered te have twe impertant features.
1. The entrepreneur's expesure te enermeus risks.
2. A gcarcity ef reseurces under which he has te

eperate,



In this sectien ef the paper, we will examine these
features and the demands they make en an entrepreneur,
in some detail. Then we will derive the metives,
abilities and attitucdes that an entrepreneur would
require te meet these demands. we will alseo briefly
leok at hew these metives, abilities er attitudes may

have ceme abeut.

*TERAM BARANBHAI LIBNAF
ciaW SSTETUYE OF WAWNAGRAS e
3.1 Expesure te risks ot A ibhEe B0

while creating an erganizatien, an entrepreneur
makes a number ef assumptions. Fer instance,

he assumes a certain demand fer the preduct er
service. He assumes that gevernment regulations
in respect ef his preduct er service will remain
the same. He assumes that reseurces will be

easily available. and se on.

The entrepreneur is epen to the chance that
these assumptiens will be preved wreng. Fer
instance, he may have everestimated the demand
fer his preduct er service. This may lead te a
situatien where cests outstrip returns. He may
then get wiped eut. This illustrates that the

entrepreneur is expesed te a let of risk.

If the entrepreneur is te survive and succeed,

he needs te minimize these risks. And te minimize
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these risks, he needs te keep himself infermad

absut his eperating envirenment.

Certain metives, abilities er attitudes ceuld
facilitate the precess of keeping informed. what

ceuld these be?

The ability te develop and utilize a netwerk of

centactss

An entreprensur needs te develep several centacts
in stakehelder eorganizatiens such as financial
institutiens, the gevernment and se en. This
weuld previde him with infermatien en the peliciea
ef these erganizatiens and the likaly changes in
these. This may alse enable him to influence the
pelicies such that they are advantagecus to him.
Alternately, it gives him time te respend to these

changes.

Therefere anh entrepreneur needs the ability te
develep and utilize a wide netwerk @f centacts.

Fer this, they may need the ability te relate with
ethers effectively. Hernaday and Bunker (1970)
interviewed 20 entrepreneurs frem the manufacturing
and service secters. They found that entrepreneurs

rated themselves high en the ability‘to relate
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‘etfectively with ethers. It is likely that this
enabled them te develep centacts. Our interviews
indicated that the respencents had a wide netwerk
eof contacts. Evidently, they had the ability teo

relate effectively with ethers.

There is ne research evidence on hoew this ability
develeps. Our interviews alse de net previde a

clue.

3.12 A willingness te de any jeb

A willingness te de any jeb means that the entre-
preneur is willing te make a sales call, repair a
machine,take delivery of raw materials, clean the
premises, ancd se oNn. Deing these things himself
can previde him with useful infermation abeut the
steps necessary in the performance of tasks withi>
the erganizatien. It can also previde him with
information on the stakehselder oerganizations er

the clients.

Fer instance, if the entrepreneur works on the
shop~ficer, he gets an idea of the activities
involved, the time taken by the activities, the
sequence necessary. and so on. This infermatien
ceuld be a useful means of contrelling his empleyees

in the future.
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If the entrepreneur makes the sales calls himself,
fer instance, he is likely te leéarn about wiat
type of peeple buy his preducts and what type ef
people den't. He will learn how they make their
decisions, what their prierities are, and se on.
1f he fellewsup en sales, he may get infermatien
on the response te the preduct, what he can do te

make it mere useful or attractive, and se oan.

we see frem these examples that willingness to de
any jeob keeps the entrepreneur infermed and thereby

minimises his risks.

Some stucies (e.g. Owens anc Nandy, 1977) have

founc that entrepreneurs from som2 communities are
willing te de even manual labeur. Owens and Nandy
report that entrepreneurs from the Mahisya community
initially werk at the machines themselves. It is
likely that they ebtain infermation on the machine -
its design and maintenance requirements, the kinds
of activities and the ameunt eof time required te
precess an erder. This quality is pessibly what

is referred te as hands-en functiening.

A likely source ef this willingness te de any jeb

may be the backgreund ef the entrepreneur's cemmunity.
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Fer instance, Owens and Nandy repert that the
Mahisyas were traditienally agricultrral labeurers
whe respected manual labeur. This early respect
for labeur explains their willingness te de any
jeb as entrepreneurs. It partly explains their

ability te survive and succeed as entrepreneurs.

Aneother source csulc pe the exposure te pewerful

rele medels such as Gandhi, who respected any )eb.

3.13 Aalertness
Alertness is a state of readiness, which is
characterized by an epenness of all senses to the
envirenment. Alertness enables an entrepreneur te
absorb a let ef infermatien, while meeting a client
or a supplier or in any ether situatien. It alse
enables an entrepreneur te be sensitive to anema=
lies in the infermation so ebtaned and te seek
clarificatiens. This reduces the pessibility eof

his being misinfermed.

There dees net seem te be literature te suppert
this prepesitisn. It is alse net clear how this
ability develeps. Hewever, eur interviews indicate

that expesure te dangeroeus situatiens er situations
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that threaten the survival eof a persen can develep

this alertness.

Fer instance, one of eur respendents said that

the éxperience ef participating in the underground
mevement in varieus capacities, demanded a total
alertness ef his facultiea. 1t was a greal res-
ponsibiiity te pretect the lives of the peeple whe
were underground. He did net want that threugh

his failure, these peeple get caught by the Briti-

shers ané lese their lives. This demanded alertness

of all his faculties = the price ef stupidity was

high.

Scarcity ef resources

when an entrepreneur creates an erganization, he
usually starts with limited resources. He has
limited space, limited meney and few, if any,

people werking fer him,

The entrepreneur must therefore learn te manage
with scarce resources. He must aiso be able te
generate acdditienal resources. Managing with
scarce resources implies using existing resources
preductively. Waste er inefficiency in reseource
utilizatien must be minimized. Each resource

must be used te the maximum pessible extent.
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what are the metives, ablilities and attitudes

that may help in these endeaveurs?

willingness and ability te werk hard

The entrepreneur must be willing and able te
werk hard. He may need te be willing te spend

whele days and nights in creating the erganizatien.

This is essential because the entrepreneur eften
has no cne in his employment at this stage. All

the activities then have te pe initiated and com-
pleted by him. He has te persenally attend te
preblems or issues arising within the erganizatien.
He alse has te persenally attend to the demands ef
his external envirenment. Unless he werks harg,

he weuld net be able te attend te all these demands.

Many studies have incicated that entrepreneurs

are harcdwerking (Altaf, 1983; Barmash, 1969; deBene,
1985; Jain and Ansari, 1988; smith, 1967). Our
interviews alse previde evicence that entrepreneurs

work haréd during the creation eof the organizatien.

This ability te werk hard has been traced te
certain practices at heme. Altaf, for instance,

feuné that aneng the Pakistani entrepreneurs he
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studied, leisure had been reduced er completely
eliminated juring their childheed. As children,
they had te spend time learning te read and then

py-heart the Holy Quran. The faster they learnt
it, the mere the status given te the family.
Children thereby learnt t9 wark hard and net

wasta time.

willingness te ¢o any kind ef job

An entrepreneur needs to be willing te de any kind
of job, be it the repairing ef machines, buying
of materials, meeting suppliers er crecitoers er
clearning the work space. This is again because

initially, he has few, if any, emplwoyees.

Unless he attends te all these activities, the
erganization may take lenger te become speratienal.
Thus costs may exceed the budget. This weuld mean
that reseurces have been used inefficiently. There-
fore, at least before the erganization starts
generating resources through its eperatiens, the
entrepreneur must be wiliing te de any kind of jeb.
If all reseurces are used up before the erganizatien
becemes eperational, the entrepreneur may have te
give seme cenvincing explanatiens, befeore reseurce-

previders release mere reseurces,
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3.23 Resourcefulness

An entrepreneur also would require to be resource-

ful., That 1s, he must be able to use existing
resoﬁrces in novel ways, for new purposes. He

must be able to convert problems into opportunitier.
This may enable him to save the cost of invest ing

in new items and thereby enabls him to manage with

SCarcae resources,

Jain and Ansari's (1988) study of 29 successful
entre;reneurs in the manufacturing sector, providcs
some interesting examples, For instance, when M.
K.M.Mappillai, founder of MF, started manufactur ing
balloons initially, he faced a problem. It was
difficult to remove the sand particles that stuck
to the balloons, as they dried in the sun. Instead
of throwing away the balloons, he started salling
than as sand-rattle balloons., This is an illustra-
tion cf how resourcefulness can save costs and

enabla the entrepreneur to manage with scarce resourced.

Resourcefulness or creativity is likely to develop
in environments that promote self-discovery, permit
exploration of the environment, provide early access

to numerous role models, provide accesa to cultural
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stimuli in the chosen field, and reward creative
behaviour (Khaniwalla, 1984; Walberg et.al., 199},

The ability davel and utilize a wide netwaor

Qf contacts
An entrepreneur needs to develop and utilize a

network of contacts. This would be beneficial in
several ways, some of which we explored earlier.
First, these contacts would be a source of material
or human resources. Second, they could enable access
to resource-providers. FPor instance, they could
provide advicqon whom to approach for resources at
reasonable terms, when and how to approach them and
so on. They could also put in a word in the entre-

preneur’s favour, to the resource-providers.

Some studies provide evidence for this. Owens and
Nandy (1977) studied aspects of the Mahisya commun Ly
that enablei several membars to become entreprensursa
in the Howrah light engineering industry. They
found that one of the enabling factors was a netwark
of contacts between Mehisya entrepreneurs. This
network often provided material assistanca to an
entrepreneur during the days of starting an organi-
sation and later., Similarly merchants in Pallavaram



got access to credit with no interest obligations
through their relatives who were alreacy establishel
in the business (Mines, 1973). Our interviews
jndicate that entrepreneurs in soclal development
also have & wide netwark of contacts. For one of
them, these contacts were 2 useful source of material

resources and space to set up his organization.

3,25 An ability to communicate persuas ively

The entrepreneur must bae able to cammunicate
persuasively with potential rescurce providers,
i.e., he must be able to convince them that his

needs are genuine.

For instance, sJppose an entrepreneur reguires

funds for purchase of some equipment which is

more expensive than alternate equipment available
for the purpose. To persuade the resource - pro-
viders such as financial institutions, that the
equipment is necessary, the entrepreneur must convey
jts benefits in a langusge they understand. Ha
must also communicate the benefits that he thinks
the resource-provider will be interested in. Only

then is it likely that he will get the resources.

There appears to be no research avidence on how

pecpls develop into persuasive communicators.
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However, early participation in debates or
dramatics pay have helped. The entrepreneurs

we interviewWed appear to be clear and persuasive
comunicators. ©One of them had actively partici-
pated in several djebates, as a member of Changers
Club - an informal association of socialistic
youth. He balieved that these debates sharpened
his analytical skills. Also, an extensive reading
of English classics provided him with a greater
cmand over the language. It is likely that both
these factors cnabled him to become a persuasive
comunicator. The other entrepreneur wrote and
developed dramzg to communicate certain messages
to slum=-dwallers. This experience of trying to
@ducate slum~dvwellers through dramas both reflected

and developed his communication abilities,

3.26 Persistence
The third stage of the entrepreneurial process is

likely to be long drawn out. It may take several
years before the entrepreneurs® arganization takes
root. During this period, the entrepreneur is

likely to face a2 number of obstacles. He may have

to go through innumerable anxiletles and frustrationi,.
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For instance, the government may delay sanction
ot a license, the financial institutions may turn

down his request for funds, and so on,

Despite all this, the entrepreneur must keep

going. Therefore he is likely to be persistent.

Barmash's (1969) study of self-made men provides
evidence of this guality in the entrepreneurs. More
recently, Jain and Ansari {19383) provide several
examples of persisteance among the entrepreneurs thay

studied,

It appears that this persistence is relatei to a
deep conviction In the product, and in the entre-

preneur’s own capabilities.

Sumgparys In this sectlon, we have looked at some of the
motives, abilities and attitudes that enable an entrepreneur
to create an organizatlon. We have not touched upon the
qualities required for successful management of the arga-

nization, We will endeavour to discuss it in a subsequent

P3per .«

CONCLUS ION
1, This paper has conceptualized the entrepreneurial
process as comprising of three stages - the decision to
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be an entrepraneur, the decision on which field to
entar and the actual creation of the arganization. Each
stage makss certain demands on an entrcprencur. To
cope with these demands, the entrepranceur requires
certain motives, abilities and attituies. Thils paper
has attempted to derive propositions on what some of

the motives, abilities and attitudes are likely to be.

Any one of these motives, abilities or attitules
is not enough to become a successful entresreneur. An
entrepreneur has to go through all the three stages of
the entrepreneurial process. Therefore he has to cope
with the demands of all the three stages. Therefore,
he would require a combination of the qualities discussed

to be successful.

The more of these qualities he has in combination,
the more likely he is to succeed in the entrepreneurial

attempt.

2. It ray be arguel that pany of the gqualities discussed
are common to both effective managers and entrepreneurs.
This is possibly true. Howaver, what may distinguish

an entrepreneur from a manager are some of the entxy

stage qualities, It is likely that the entrepreneur will

have a stronger urge to create something new and a stronw <
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discomfort with autharity figures than would a manager.
This hypothesis requires to be tested.

3. This paper has briafly attemptel to understand
how these abilities, motives and attitudes develop. The
evidence indicates that some of the gualities are deve~

loped through exper ience.

Therefore it seems to be reasonable to talk of
developing these entrepreneurial qualities through

training programmes,



43

REFERENCES

1. Altaf, 2. (1983) Pakistani entrepreneurs; Their
development characteristics and attituaces.
lLondon and Canberra: Croom Heim.

2. Barmash, I. (1969) The seif-mace man. Lendon:
Cellier - Macmillan.

3. Cellins, Q.F., Mgere, D.G., and Unwalla, D.B.
(1964) The enterprising man. East lansing:
MSU Business Stucies.

4. deBone, E. {1985) Tactics: The art and sciesnce
¢f success. Lendoen:; Fentana.

5. Hagen, E.E. (1962) On the theory of seocial
change. Hemewoed, Illinois: Dersey Press Inc.

6. Hornaday, J.A., and Bunker, C.S. (1970) The
nature 9f the entrepreneur. Personnel Psychology,

23{1)s 47-%4.

7. Jain, G.R., and ansari, M.A. (1988) Self-made
impact making entrepreneurs. Ahmedabad:
sntrepreneurship develepment Institute,

8. Khandwalla, P.N. (1984) Faurth eye: Excellence
through creativity. Allahabac, etc.: A.H.
Wheeler and Ce.

9. Mines, M. (1973) Tamil muslim merchants in India‘'s
industrial development. 1In Singer, M. {(ed.)
Entrepreneurship and medernization ef eccupa-
tional cultures in Seuth Asia. Duke University.

10. Owens, R. and Nandy,A. (1977} The new Vaishyas.
Bemibay etc. : Allied Publishers,

11. Papanek, H. {(1973) Pakistan's new industrialists
and usinessmen; Fecus ©n the Memsns. 1In
Singer,M. (ed) Entrepreneurship anc mecernizatisn
of eccupatienal cultures in Soeuth Asia, Duke
University.




12.

13.

14,

15.

Rae, T.V. and Mehta, P. (1978) Psycholegical
facters in entrepreneurship. In Rae, T.V.
and Pareek, U. Develeping entrepreneurships
A handboek. New Lelhi; learning Systeas.

smith, N.R. (1967) The entrepreneur and his firms
The relatienship petween type ef man and type
ef company. East lansing Michigan: MsSU.

Stevenson, H.H. and Gumpert, D.E. (1985) The heart
of entrepreneurship. Harvard Business Review,

63(2), 85-94.

Wwalberg, H.J., Rasher, S.P. and Parkersen, J.
{1979) childhoed and eminence. Journal ef
Creative Behavisr, 13; 225-231.

NP5 TR TR
iﬁﬂnﬁnﬁﬁu
APPROVAL
%

ORATTE / BOHAKSR
PRTICE

SOy, -1

VI Aam SAPAMI 0

W BT IR 4
A il - s M T 18 -



