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The Venture Center Program has developed an interesting entrepreneurship educational model that serves the need of local small business as well as the development of future enterprises. 

The model was divided into two stages: Entrepreneurship and Small Business development. For the Entrepreneurship stage, we found the need of personal business skills development and for the Small Business stage, we found the need of basic business support in start up. 

The challenge of an educational program like this is, to narrow the gap between business theory and business reality, for that reason, the approach developed in this program was based on providing a platform for entrepreneurial activities and tasks, for skills enhancement and development. The entrepreneurship stage, was based on the personal business skills enhancement. The specific skills we found important in doing business in Mexico are: negotiation skills, communication skills, persuasion skills, risk administration & time administration. For Small Business stage we focused on providing access to basic information commonly needed when starting a company in Mexico: financing contacts & information, advising and consultation in legal incorporation of business and data base business information access and consultation. The idea of these two stages is that, in order to have a sound entrepreneurship program, it is important to provide support in the business aspect of developing a new enterprise as well as the person who is in the endeavor of starting a business. By providing first, the enhancement of basic skills needed to start up a business, we think the probabilities of success in the Small Business stage are increased and the chances of default on a project are diminished.

Another important task that has being applied in this program is the concept of “Business Couching”. By this we mean that, each project is treated individually from the others, all business projects go through an initial interview where the path of the project is decided as well as an analysis of the person behind it. Not all business projects have the same need nor the person developing it have the same skills, therefore we try to tailor made each project and activity individually. 

We believe this model is essential and easy to adapt for any educational institution with the intentions of starting  its own Entrepreneurship & Small Business Educational Program.

Introduction.

One of the most important challenges of any educational program aiming to develop Entrepreneurs  is to narrow the gap between business theory and business reality and actual implementation in behalf of students of entrepreneurial activities learned in business and entrepreneurial educational programs. The Venture Center Program, an entrepreneurship educational program developed by I.T.E.S.M. (Instituto Tecnológico y de Estudios Superiores de Monterrey), has the purpose of narrowing this gap of business theory vs. business reality and the acquisition of entrepreneurial experience through the interaction of students with companies or business start up activities of student’s business projects, all this based on the characteristics of the Mexican economy, market conditions and government small business policies. The program emphasizes in two basic areas of development, Teaching and Learning Entrepreneurial skills and Small Business start up support.

Mexican economy, market conditions for entrepreneurs and government policies.

Mexico’s economy is made up of 90.79% Micro Business (Table 1) which are business with 10 or less employees (Table 2), of the total Micro Business in Mexico, 72.66% operates in the commercial sector, 6.79% in the Industrial sector and the rest 20.55% in the Services sector.
Entrepreneurial activity is promoted by the private sector through Incubators and by government through financial support from its agencies like NAFIN, BANCOMEXT, FIRA, CONACYT, CIMO, Secretary of Economy and other government  programs and funds. Private Sector (Banks and Financial Institutions) financial support  has little, almost no participation. 

Mexican entrepreneurship education and capacitation.

Government has made few programs for business education and capacitation, the majority of the programs providing capacitation and consulting are offer by a few private companies, government self-educating web sites and private consultants. Since 1997, the Mexican government implemented for the first time, a nation wide system of information for small business through its web base program: Mexican Business System of Information (SIEM), that has provided a platform for small business consultation and information of wide variety of subjects related to small business to those who have internet access. 

Of the principal Mexican universities, a few have an Entrepreneurial Educational Program or courses. The ones that have either one or both, emphasis of its programs and courses is manly concentrated in the development of a business plan or in some instances, the creation of an original product or companies that most of the time are unmarketable. This leaves the average entrepreneur with few opportunities of developing knowledge and competencies for the small business market.

The average Mexican entrepreneur goes through the process of  starting up a business with little or no support. Also, the process of starting up a business sometimes takes up to 20 different incorporation activities or requirements to fulfill with different agencies, although recent changes in this area, suggest that government should return approval or rejection the following day of submitting all documentation, it is still a long process to endure. 

Another indicator to take in account is that, according to CANACO (National Chamber of Commerce) 30 percent of the Mexican GDP (Gross Domestic Product) comes from informal commerce. It was estimated that in the year 2000, business start up registration was up 9.8% and informal start up was 13.6%, there are many factors for this, one of the main reasons is taxes, some micro business profits would come down to almost nothing after taxes, another factor is labor laws and government requirements. Overall, entrepreneurs have to face a tough beginning on a business venture.

Teaching and Learning Entrepreneurial

The process of teaching and learning entrepreneurial in Mexico is a challenging endeavor. Misconception between the concepts of entrepreneur and small business tend to confuse the fact that “Not all owner-managers are entrepreneurs, nor are all small business entrepreneurial and not all large business are enterprising” (David A. Kirby, 2002), therefore, little attention has being taken on improving the ‘Holistic’ Entrepreneur (Stevenson & Lundstrom, 2002) based on each person’s entrepreneurial attitudes, aptitudes and abilities and more attention has being provided to SME-Extension Policies (Stevenson & Lundstrom, 2002) based on start-up financing and support services.

To fulfill the challenges of teaching and learning entrepreneurial, we have selected objectives based on the situation the Mexican market has to offer and divided this objectives in to Attitudes, Aptitudes and Abilities. Based on the Oxford Dictionary, by Attitudes we mean, a way of thinking and behaving towards business endeavors, by Aptitudes we mean, natural skills in business related tasks and by Abilities, the mental capacity required to do business, more or less, basic business management knowledge.

The Objectives to developed in the Venture Center Program are:

· Attitudes Objectives:

· Self Discipline
· Risk administration
· Change management
· Time administration
· Aptitudes Objectives:

· Communication skills

· Organization skills

· Decision making

· Persuasion skills

· Abilities Objectives:

· Planning and goal setting
· Negotiation
· Marketing
· Finance
· Management
Some of these objectives could be set in other areas than the ones selected. For example: for Negotiation, instead of set it as an Ability, one could argue for it as an Aptitude, or even an Attitude in some cases, all depending on the view of its meaning, either as a natural skill or a develop skill obtain through life’s experiences, the purpose of this is, to establish the understanding that all entrepreneurs have different necessities and therefore, approaches to teaching and learning technical skills of managing a business and  enhancing or developing personal skills are different in every entrepreneur and should be address in relation to its necessities and adaptable to each case as possible.

Teaching and Learning Small Business start up

The process of teaching and learning Small Business Start-ups resides in the support offered to entrepreneurs, from the Venture Center Program. Support is based on providing access to basic information commonly needed when starting a company in Mexico: 

· financing information support

· contacts & business information

· advising and consultation in legal, accounting and financing

· data base business information access and consultation.

The Mexican government has provided different resources for financing projects, therefore providing information and advise on how to access this resources is more important that trying provide financial aid for Start ups. Usually, this resources are accessible but hard to understand its functioning and responsibilities acquired when obtained.

As part of the support provided in the program, an Incubator was developed, the Incubator model is simple and it has two alternatives for participation: Real Incubator and Virtual Incubator. Both options operate in three stages, Pre-Incubation (6 months period), Incubation (6 –12 months period) and Post-Incubation (6 months period). 

Developing Entrepreneurial  and Intrapreneurial Skills.

To develop skills, a “hands on” approach through activities and tasks is presented by offering services to local companies and Start up ventures on the following Areas of the Venture Center: Business Development Area, Incubator Facility and Web Portal Incubator. 

A. Business Development Area

This area provides a learning experience to students by offering business support to companies that require assistance on specific projects, where students apply their business knowledge and creativity as a method of enhancing or developing their Intrapreneurial skills. The projects to support, are provided by companies that are willing to participate with students. This of course, is less expansive for companies too. So, specific services are offer to companies by the program and are provided in a timely manner and with quality. The services are:

· Personal Informational Advising and Consultation . 

This service provides business information to companies though the investigation and research by the students on specific topics. Businessman may submit inquiries by visiting the offices of the Business Development Area where students or a coordinator will received the inquiry solicitation. Topics requested usually range from business data base research to information about local and international organizations or companies. The information requested is usually investigated on the internet, data bases, international yellow pages or similar. The policy in this service is that, if the specific information is not found or requires a higher degree of knowledge, information about where the information may be provided is supply to the business in less than 48 hours. A team of professors and consultants are part of team that helps students forward inquires that involves a higher degree of expertise.

· Virtual Informational Advising and Consultation

This service is much similar to the Personal Informational Advising and Consultation Service with the difference that inquiries are submitted though email and all responses are presented in the same manner. The policy in this service differs only in the time of response of 24 hours and that contents of inquiries are manage in the same way regarding the expertise require in the investigation solicitations.

· Business Matching and Prospect research.

This services requires students to investigate possible business opportunities. Companies may request directly the investigation of possible business prospects or opportunities.

Also, students are constantly researching and matching information acquire in their investigations. Data bases, specialized internet web pages and business associations, organizations and chambers of commerce are some of the sources for obtaining this kind of information. 

Once a match or possible interest of business is found, students proceed in providing a platform for the first meeting or consolidation of business interest in behalf of the parties involved. If company allows it, students may participate as support staff in behalf of the Business Development Area in this first meeting and further negotiations.

· Electronic Data base research

This service is provided to businessman through the compilation of electronic resources selected by the students from an on going research in the internet and electronic data bases obtain from different sources as trade fairs, investigations and studies. Students have the role of investigators and researches, Data bases assemble from this tasks are used by other services, like the Virtual and Personal Informational Advising Consultation and Business Matching and Prospect research.

· Bibliography research and consultation

This services provides students with the opportunity of Investigation and research through non electronic means of information. Students form a list of selected topics found in news papers, books and specialized magazines that may not be found in other sources as internet and others.

After the conclusion of 400 hours of service in the Business Development Area and accomplishment of other requirements, students obtain a certification of service as Student Business Adviser that will help enhance their curriculum.

This Area also provides support to Incubating projects of the Incubator Facility and Virtual Incubator Areas with the same services provided to companies. 

B. Incubator Facility

The Incubator facility works as most Incubators there are, it provides services shared by different Start up companies like Internet access, secretary services and also they share costs of common office bills, and equipment like fax, computers, phones, etc. Start up companies pay a monthly bill of rent and that includes some of the bills shared in the facility. Phone and Photocopies are pay individually as each company uses those services.

Incubating companies also have access to consulting and advising at a lower rate by an agreement the program has made with local consultants and advisers to specific needs each project has.  

The Couching Program was design to provide a close follow up of the companies activities and provide some basic advise. The Couching Program provides a personal supervisor to each specific project. Supervisors may be local recognized businessman or consultants that may provide a couple of hours of their time for free to oversee the Start Up company activity and offer ideas and experience to the process. 

C. Web Portal Incubator. (http://emprendetec.itesm.mx/)

The Web Portal Incubator is still an ongoing project that will provide guidance of activities and support for Start Up companies through the Internet with out the facilities conveniences. On the web Portal you will find internet courses, links and other information that can support Start Up activities. A small fee will be charge for the usage of the portal’s services.

Entrepreneurial Attitudes, Aptitudes & Abilities.

The task of developing Entrepreneurial Attitudes, Aptitudes & Abilities are related with the activities provided in the Business Development Area, Incubator Facility and Web Portal Incubator. 

Students with the interest of developing Intrapreneurial skills and to enhance their curriculum, can achieve it by participating in one or more activities of the Business Development Area. This area links students with company’s projects and provides them with “on hands” activities. 

Much investigation is still needed to correlate what specific activities enhances specific entrepreneurial skills. However, we have notices the following correlation of activities and entrepreneurial skills improvement:

· For the activities carry out in the Business Development Area students have enhance their Intrapreneurial skills of communication, self discipline, persuasion, decision making, negotiation, organization, time administration and research skills.

· For the activities carry out in the Incubator and Virtual Incubator Area students have enhance their Entrepreneurial skills of Self Discipline, Risk administration, change management, organization, time administration, decision making, planning and finances.

Overall, progress and confidence of student’s entrepreneurial capabilities and skills have increase for their participation in this program. 

The interaction of students with businessman and business projects offers scenarios in which students that had no previous professional experience are presented with an opportunity otherwise difficult to accomplish in a classroom. 

It is important to recognize that this program requires a high degree of flexibility and adaptability in all of its areas and services. Entrepreneurs as people, have different profiles of aptitudes, attitudes and abilities, it is important that each one recognizes their weakness and strengths and in that manner, be able to identify opportunities and threats in relation to the way and form they perform their activities. Measurement of their entrepreneurial profile can be accomplish by applying entrepreneurial tests. There are many different kind of tests available on the internet or entrepreneur books on the market, we recommend one that can provide sufficient information on the skills consider as important to measure.

Conclusions.

This is an on going program an investigation for ways entrepreneurs and intrapreneurs students can acquire experience and the achievement of business projects. Also, the program provides a bridge for entrepreneurs and businessman to interact and provide enrichment of the program. There are different activities that intrapreneurs can provide to businessman and businessman can provide experience to the process of entrepreneurs. There is not a definitive way of developing an entrepreneurial and small business educational program, market considerations and level of government and private sector involvement, plays a big roll in the success of a this kind of programs. Economy and market characteristics defines the way entrepreneurial program performs and should be taking in account. Mexican economy and its market conditions take part in the way this program has being set up and its performance, the same should be take in account in any other part of world.
Table 1. Number of  Business and Sectors in Mexico  (Source: Sistema de Información Empresarial Mexicano)

	Business Size:
	Micro
	Small 
	Medium
	Large
	TOTAL

	Number of Business per Sector

	INDUSTRIAL SECTOR

	Agricultural
	177
	115
	42
	4
	338

	Mining
	148
	37
	34
	36
	255

	Manufacturing
	24.957
	9.271
	4.867
	2.219
	41.314

	Construction
	9.532
	2.798
	593
	92
	13.015

	Total Industrial 
	34.814
	12.221
	5.536
	2.351
	54.922

	  

	COMMERCIAL SECTOR

	Commercial
	372.414
	11.806
	3.878
	1.487
	389.585

	Total Comercial 
	372.414
	11.806
	3.878
	1.487
	389.585

	  

	SERVICES SECTOR

	Communications
	3.565
	792
	209
	290
	4.856

	Services
	101.703
	10.362
	1.681
	1.371
	115.117

	Total Services 
	105.268
	11.154
	1.890
	1.661
	119.973

	  

	Total 
	512.496 
	35.181 
	11.304 
	5.499 
	564.480 


	


Table 2 (Source: Sistema de Información Empresarial Mexicano. http://www.siem.gob.mx)
	Size Classification made by number of employees

	SECTOR / SIZE 
	INDUSTRIAL 
	COMMERCE 
	SERVICES 

	MICRO BUSINESS 
	0 - 10 
	0 - 10 
	0 - 10 

	SMALL BUSINESS 
	11 - 50 
	11 - 30 
	11 - 50 

	MÉDIUM BUSINESS 
	51 - 250 
	31 - 100 
	51 - 100 

	LARGE BUSINESS
	251 & UP 
	101 & UP 
	101 & UP 
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