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Abstract

A critical examination of the assumptions underlying entrepreneurship education indicate a potential shift in the tools and pedagogy is needed to maximize the impact of the field loosely called entrepreneurship on our target populations. A new set of assumptions more consistent with the observed career paths and employment opportunities available for entrepreneurship and small business students is needed to make small business and entrepreneurship a viable academic and practical discipline.

The primary goal of this paper will be to discuss key issues surrounding this emerging chasm and to provide an approach to getting the best of both worlds in the entrepreneurship education programs, not only in the United States, but also in the global community. A preliminary differentiation defines small business and entrepreneurship based goals at founding that include: wealth creation potential, family concerns, job creation, and desired independence in the firm. This method suggests that small business is initially concerned with income substitution with a reasonable return on capital, a desire for family participation or considerations, low (less than 20) job creation, and high independence and ownership control. The entrepreneurial model suggests significant wealth creation rather than salary, lower family considerations, significant job creation potential, and a willingness to give up "control" to investors to grow the firm significantly. This basic model is extended to a ten factor model in the paper.

Introduction

According to Vesper and Gartner (1997) a review of courses in entrepreneurship education clearly shows that starting new ventures and small business management are the two most offered and pervasive courses. One difficulty with such findings is that we have no way to differentiate between such courses. Plaschka and Welsch (1990) suggested that family concerns, income goals, independence, and job creation are tools to be considered in developing programs. Lumpkin and Dess (1996) have suggested that the move from small business to entrepreneurship terminology was at least in part due to the widening application and appeal of a word-entrepreneurship- suggesting innovation, job creation, and success.

This fascination with terminology has suggested that small business is in some way entrepreneurship "light" and is not as critical to study despite the overwhelmingly large numbers of small firms. Related to this is David Birch's use of the terminology of gazelles (high growth) and mice (little or no growth) which produces a simplistic, but common view that expresses these goal based differences. Smilor as noted in Kaplan (2003) uses a lifestyle entrepreneur definition for what we call small business and growth entrepreneurs for our entrepreneurial model.  The following discussion shows that everyone who engages in an entrepreneurial act is an entrepreneur, but widely differing goals and objectives must be considered in course design and in the field of entrepreneurship education to meet the needs of our target audiences. 

Defining Entrepreneurial Activities and Key Differences among Entrepreneurs

A few scholars have suggested that entrepreneurship programs should be differentiated from small business programs (Gibb, 1993; McMullan & Long, 1987), which stems largely from the lack of a clear conceptualization of entrepreneurship.  For the purpose of this paper the authors adopt Babson College’s definition of entrepreneurship as “a way of thinking and acting that is opportunity obsessed, holistic in approach and leadership balanced…regardless of the resources currently available and executing on [the] opportunity for the purpose of wealth creation in the private, public and global sectors.”

The lumping together of different categories of entrepreneurial activities into one big category has the potential to reduce the reliability of research and impacts of teaching in this field. When studies of small firms, under 20 employees, for example show entrepreneurs do not use business plans, do not embrace strategic planning, or do not know any venture capitalists does that mean that we are teaching the wrong things?  This paper suggests that these firms may be the lifestyle, mice types of firms mentioned previously. They are doing what they want based on their goals and objectives. They do not have a business plan because their growth goals are for stability, income for income substitution, high family involvement, and independence. If that is the case, only firms with another set of goals and objectives would be concerned with the research issues.

Failure to separate firms based on entrepreneurial goals can lead to false conclusions. Brawer (1998) “while creating revenue may be an important objective, it is not always the “primary” reason for entrepreneurial activities.  Should we consider micro business, home based business, small business, family business, growth businesses, and corporate ventures all the same in our research and education efforts? Brawer (1998) has shown that a difference in values exist when academics and entrepreneurs approach commercialization projects. Academic values relate to teaching and research and are not as motivated to go to market and capitalizing on the opportunity as the entrepreneur.

For individual models of difference, the best early work was by Glueck (1980), Vesper (1980), and the ongoing work by Carland et al. (1982, 1984, 1988, 1992). This work helped create a conceptualization that differences do exit and that identifying and stating them would improve research and could even influence public policy related to small firms. Lafuente and Salas (1989) used the Cooper and Dunkleberg (1984) entrepreneurial tendencies model based on paths to business ownership. This model used founders, purchasers, inheritors, and founding teams as ways to differentiate firms. Lafuente and Salas showed that risk-oriented firms have superior growth and profitability when compared to their more lifestyle, family, and managerial categories.  They base their findings on: firm behavior, expectation on work, personal characteristics, type of firm, and performance (p.27). This international finding is consistent with U.S. research and is another indicator that some continuum or classification may be useful. 

In another international sample of firms from Sweden, Wiklund, Davidsson, and Delmar (2003) studied small firm owners and their motivation to expand. The findings suggested that “non-economic concerns may be more important than expected outcomes.” This idea is consistent with our overall concept that differentiation is needed. The Swedish focus on beliefs and attitudes toward expanding a business clearly show there are different views, but also dismisses the idea, that they must be “irrational”. This research focuses only on firms with under 50 employees and does not try to identify the growth entrepreneurs or gazelles in the Birch model. Carland et al (1988) also suggest family businesses are different based on the desire to remain independent and provide ways for family involvement as opposed to more business-oriented needs. 

Stewart et al (1999) defined entrepreneurs as owners who focus on profits and growth and utilize strategic planning when compared to small business owners who focus on stability. They suggest that there are differences that need to be addressed in entrepreneurship education which include “protecting” entrepreneurial types from their own risk, taking propensities, and enhancing the innovativeness of the small business types. Carland, J. et al (1984) suggest the critical factor distinguishing small business and entrepreneurial owners is innovation, with entrepreneurial types showing more innovative combination of resources for a profit, while small business focus on stability. Peter Drucker has gone so far as to say that most small businesses are incapable of being innovative and therefore not run by entrepreneurs. His ideas appear based on the lack of resources available to most small firms. 

Development of a Model for Differentiation
The previous research has suggested two ways of differentiation to create a full continuum model. The base model we will build on is the Conceptual Model by Carland et al (1988). 
Table 1.

Carland et al Conceptual Model
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They expanded their ideas in Carland, J.A. and Carland, J.W. (1992) by presenting an entrepreneurial index to add to their 1988 model to add an “index of the strength of the relative entrepreneurial preferences” of responding business owners. This research appears to show a continuum does exit and that consideration of even more differentiation factors could result in a better definition of entrepreneurial propensity. The expanded model could include factors such as Lumpkin and Dess (1996) definitions at founding: wealth creation potential, job creation, family concerns, and desire for independence. The greater the entrepreneurial propensity of the person the greater the goal of wealth creation, job creation, and the lower the family concerns and desire for independence. If we can agree that different objectives exist, we can then try to develop a model to help us in research and teaching. 

Based on the research cited in this paper, the model proposed includes the continuum model idea but includes the following descriptors that could be tested and used for developing research and teaching models. The descriptors include:

1. Personality characteristics


2.
Managerial Style

3. Innovativeness



4.
Desire for wealth creation

5. Desire for job creation


6.
Desire for family involvement

7. Desire for independence


8.
Desire for growth

9. Desire for profits



10.
Risk Propensity

These can all be tested and the resulting model would look similar to the Carland et al model but with 10 instead of 3 factors.  If in our program development we could address these factors, potential entrepreneurs could be counseled and offered courses based on what is best for their particular mix of factors. As “small business” types became more confident, experienced, and had access to greater resources they may change their propensity and this could be addressed with continuing education and training efforts. If reality for the higher growth entrepreneurs showed a need for operational information, they could likewise come back for training. 

Table 2.

Weaver-Solomon Model Conceptual Model of Entrepreneurial Propensity

	Factor
	Micro/Part-time Business    Small Business    Family Business    Entrepreneurial    Venture



	Personality Characteristics
	

	Managerial Style
	

	Innovativeness
	

	Desire for wealth creation
	

	Desire for job creation
	

	Desire for family involvement
	

	Desire for independence
	

	Desire for growth
	

	Desire for profits
	

	Risk propensity
	


Developing a Model Program

The growth in entrepreneurship and small business is well known and has been cited repeatedly, but some of the highlights from the literature include:

· An increase from 16 colleges and universities in 1971 to over 2200 teaching such courses in 2002.

· 70%+ of individuals express a desire to open a business “someday”

· 30% to 40% of incoming freshman report interest in the field

· Over 180 Chairs and Professorships in the field in 2002 

Podmolik (2002) in an article in Crain’s Chicago Business cites evidence that clearly shows that new programs are demand driven and colleges and universities need to develop programs to meet this demand.

Content Analysis of Current Texts in Small Business and Entrepreneurship 

The authors contacted a leading publisher of textbooks for the list of the most popular, in terms of book adoptions at two and four-year colleges and universities.  Based on that data obtained, copies of the textbooks were obtained for both small business management and entrepreneurship.  Content analysis was conducted for both small business management and entrepreneurship to ascertain what topical chapters were presented in the textbooks.  The results of the content analysis are displayed in Tables 3 and 4.

As shown in Table 3, for small business management texts, the topical chapters most frequently covered (see total ‘5’ column) included but were not limited to: The Business Plan, Organizing and Selecting the Legal Form of Operation, Franchising, Financial Management & Recordkeeping, Financial Analysis (Cash Flow, Planning for Profit), Location, Human Resource Management, Marketing Plan, Pricing, and Promotion.  As one can see, the authors believe that the students and potential small business owners were interested in small business management, the issues are more internally operational in scope and deal with ensuring the management of the business is addressed.  Growth or wealth creation is secondary to stability and sound management practices.  Small business owner-managers are focused on the day-to-day issues affecting the viability and survival of the business.  Creativity and innovation, growth, and market expansion are not topics of concern to individuals starting out in their small business.  It is interesting to note that according to the US Small Business Administration’s Office of Advocacy (http://www.sba.gov/advo/stats/sbfaq.pdf) almost 80 percent of all small businesses are proprietorships.  As such the need for a business plan to manage the business and/or secure external funding is probably non-existent.  Yet one of the most frequently included text chapters’ deal with creating a business plan.  In fact, no treatment of government laws and regulations impacting small business is addressed.  

As shown in Table 4, for entrepreneurship texts, the topical chapters most frequently covered (see total ‘5’ column) included but were not limited to: Discussion on Theory of Entrepreneurship, Business Plan, and The Financial Plan; and the additional frequently included topics (see total ‘4’ column) were:  Recognizing and Creating Opportunities, Industry Analysis/Analyzing Market and the Customer/ Environmental Scanning, Entrepreneurial Revolution, Analyzing Structure-Legal Risks and Issues, and Sources of Capital/Venture Capital.  As one can see, the authors believe that the students and potential entrepreneurs interested in entrepreneurship issues would be more focused on the theory of entrepreneurship, securing capital, some treatment of creating and identifying opportunities, and an analysis of the external factors impacting the firm including legal and marketing factors.  Unlike the small business management text, growth or wealth creation is important but the various popular authors cannot agree in large part on a consistent curriculum or text coverage.  Some authors even include family business and legal issues.

Table 3

Small Business Textbooks and Topics

	Author(s) Title of Book/
Chapter Subjects
	Effective Small Business Management Scarborough & Zimmerer  (2000)
	Small Business Management
Siropolis (1990)
	Small Business Management
Hatten (2003)
	Small Business Management: 
An Entrepreneurial Emphasis
Longenecker, Moore & Perry (2003)
	Effective Small Business Management
Hodgetts & Kuratko (2001)
	Total Across All Five Textbooks

	The Business Plan
	1
	1
	1
	1
	1
	5

	Organizing and Selecting the Legal Form of Operation
	1
	1
	1
	1
	1
	5

	Franchising
	1
	1
	1
	1
	1
	5

	Fin. Mgmt. & Recordkeeping
	1
	1
	1
	1
	1
	5

	Fin. Anal.(Cash Flow, Profit Plan)
	1
	1
	1
	1
	1
	5

	Location
	1
	1
	1
	1
	1
	5

	Human Resource Management
	1
	1
	1
	1
	1
	5

	Marketing Plan
	1
	1
	1
	1
	1
	5

	Pricing
	1
	1
	1
	1
	1
	5

	Promotion
	1
	1
	1
	1
	1
	5

	Role of Small Bus. in  Economy
	
	1
	1
	1
	1
	4

	Start or buy a Business
	1
	
	1
	1
	1
	4

	Inventory Control
	1
	1
	
	1
	1
	4

	Risk Management/Insurance
	1
	1
	1
	
	1
	4

	International Opportunities
	1
	
	1
	1
	1
	4

	Tech./Computers & Small Bus.
	1
	1
	
	
	1
	3

	Business Law & legal Issues Affecting a Small Business
	1
	
	1
	
	1
	3

	Family Business
	1
	
	
	1
	1
	3


Key 5= Most Frequently Included as a Topical Chapter; 4 = Frequently Included as a Topical Chapter; 3= Generally Included as a Topical Chapter

Table 4

Entrepreneurship Textbooks and Topics

	Title of Book/
 Author(s) Year
Chapter Subjects
	Launching New Venture
Kathy Allen (2003)
	Entrepreneurship: A Contemporary Approach
Kuratko and Hodgetts (2001) 
	Entrepreneurship
Hisrich & Peters (2002) 
	Entrepreneurship: Strategies and Resources
Marc Dollinger (2003) 
	New Venture Creation
Timmons
   (1999)
	Total Across All Five Textbooks

	Discussion on Theory of Entrepreneurship
	1
	1
	1
	1
	1
	5

	Business Plan
	1
	1
	1
	1
	1
	5

	The Financial Plan
	1
	1
	1
	1
	1
	5

	Recognizing and Creating Opportunities
	1
	1
	
	1
	1
	4

	Industry Analysis/Analyzing Market and the Customer/ Environmental Scanning
	1
	1
	
	1
	1
	4

	Entrepreneurial Revolution
	
	1
	1
	1
	1
	4

	Analyzing Structure-Legal Risks and Issues
	1
	1
	1
	1
	
	4

	Sources of Capital/Venture Capital
	
	1
	1
	1
	1
	4

	Technology/Computers and Small Business
	1
	1
	
	
	1
	3

	Business Law & legal Issues Affecting a Small Business
	1
	
	1
	
	1
	3

	Family Business
	1
	
	
	1
	1
	3


Key 5= Most Frequently Included as a Topical Chapter; 4 = Frequently Included as a Topical Chapter; 3= Generally Included as a Topical Chapter

As shown in Table 5 below, a comparison of the most frequently and frequently topical chapters in small business management and entrepreneurship yield some interesting trends.  Both small business management and entrepreneurship cover business plans, financial planning, marketing issues, and legal issues.  Unfortunately the similarity of topical coverage seems to indicate that there is less agreement among scholars, teachers, and more importantly authors of entrepreneurship texts as to the basic cornerstones of the field and what entrepreneurs and students of entrepreneurship need to know in order to have a firm grasp of the essential knowledge core needed to succeed as an entrepreneurial venture.

Table 5

A Rank Order of the Most Frequently and Frequently Cited

Entrepreneurship Textbook Chapter Topics

Versus

Small Business Textbook Chapter Topics

	Entrepreneurship Textbook

Chapter Topics 
	Small Business Textbook

Chapter Topics

	Discussion on Theory of Entrepreneurship
	5
	Organizing the Business (Selecting the Legal Form of Operation)
	5

	Business Plan
	5
	The Business Plan
	5

	The Financial Plan
	5
	Financial Management & Recordkeeping
	5

	Recognizing and Creating Opportunities
	4
	Financial Analysis (Cash Flow, Planning for Profit)
	5

	Industry Analysis/Analyzing Market and the Customer/ Environmental Scanning
	4
	Franchising
	5

	Entrepreneurial Revolution
	4
	Location
	5

	Analyzing Structure-Legal Risks and Issues
	4
	Human Resource Management/ Managing Staff
	5

	Sources of Capital/Venture Capital
	4
	Marketing Plan
	5

	
	
	Pricing
	5

	
	
	Promotion
	5

	
	
	Role of Small Business in the Economy
	4

	
	
	Starting or Buying a Business
	4

	
	
	Inventory Control
	4

	
	
	Risk Management/Insurance
	4

	
	
	International Opportunities
	4


Key:  5 = Most Frequently Included as a Topical Chapter; 4 = Frequently Included as a Topical Chapter

Success Magazine Survey 

The survey of the Success magazine top 50 programs shows the following are the most taught courses. It is clear from Table 6 that the basics are small business management and entrepreneurship courses, with the financing course and field courses also used extensively. For programs looking to build a program or to expand a program this table is a guide for justifying new courses and examining the competition.

Table 6.

Predominant Courses Found in Entrepreneurship Curriculum

	Success Top 50
	Percent
	National Survey
	Percent

	New Venture Financing
	88
	Small Business Management
	35

	Business Plan
	73
	Entrepreneurship
	25

	Intro to Entrepreneurship
	71
	New Venture Creation
	15

	Small Business Management
	58
	Technology & Innovation
	7

	Small Business Consulting
	42
	Venture Capital
	6

	New Venture Growth Strategies
	40
	Family Owned Business
	6

	Technology Development
	40
	Creative Management
	4

	Family Issues
	38
	Franchising
	2

	Entrepreneurship & e-Commerce
	35
	
	

	Second Business Plan Course
	35
	
	

	International Entrepreneurship
	33
	
	

	Entrepreneurship Marketing
	29
	
	

	Corporate Entrepreneurship
	25
	
	

	Entrepreneurship Law
	23
	
	

	Creativity
	21
	
	

	Small Business Negotiations
	21
	
	

	New Product Development
	19
	
	

	Entrepreneurial Internship
	19
	
	

	Small Business Strategy
	17
	
	

	Franchising
	15
	
	

	Third Business Plan Course
	13
	
	

	Social Entrepreneurship
	11
	
	

	Entrepreneurship Simulation
	4
	
	


The next section presents a description of a new program that is based on this benchmarking work and on the differentiation model in the previous sections.

A Model of Program Development

This section outlines a new program designed based on the continuum/propensity model (Table 2 from the Development of a Model for Differentiation section). Rowan University is a medium size (9500 student) regional university located near Philadelphia, Pennsylvania and Atlantic City, New Jersey. A significant donation to the University was a catalyst to propel Rowan into starting a college of engineering and to focus on technology and entrepreneurship as key strengths. The $100 million US dollar donation led to other donations and to the creation of the Rohrer Chair of Entrepreneurial Studies in 2002. This chair was charged with creating a “model” program that could serve the region and gain national recognition by using a clean slate approach to development. A study of the Success Top 50, the Survey of Entrepreneurship Education, and the work by Vesper and Gartner were all used to build the model. (see Weaver et al 2002).

The result was preparation of an Entrepreneurship Specialization consisting of 9 course options, a concentration in the College of Business and a Technology Entrepreneurship Certificate program with the College of Engineering.  The program is based on the proposition that entrepreneurship is a multi-faceted concept and that to meet the University needs, a program had to be developed that captured this variety and demand.

First, we accepted the idea that entrepreneurial propensity and activity is at least in part value and goal based. This differentiation model led to a two track program that attempts to create the products most appropriate for both the small business oriented individuals and the growth entrepreneurial oriented students. Guiding concepts for the program include:

· Students can take any mix of courses that fits their needs

· No entrepreneurship course has any other entrepreneurship course as a prerequisite

· College of Business majors must complete 60 hours prior to enrollment

· Non College of Business students have NO business prerequisites

· All courses are team based, and interdisciplinary teams are expected

· Certificate Programs would be used to avoid internal bureaucracy and extended to all colleges on an as requested basis

· Experimentation in design and pedagogy are basic

Negroponte (2003) best stated the ideas behind the Rowan position when he stated “our biggest challenge is stimulating creative culture in finding ways to encourage multiple points of view…..different perceptions are more important than IQ…..and the antidote to compartmentalization is being interdisciplinary.” 

The resulting program is shown in Figure 1.  The program starts with the Entrepreneurship and Innovation course focused on developing opportunity recognition. Creativity, innovation, and opportunity analysis are used as a base to develop “new eyes” to view the environment. The students start to find what they want to do, how big their dreams are in a visualization exercise, and start to get a view of the world that is different than they may be used to in normal classes. All business students in Entrepreneurship are required to take this course to help define their individual area of interest for their later courses.

The next decision is to take the Small Business Management or the New Venture Development course. Students primarily interested in the small business/family business arena take the Small Business Management course. This course is designed for the lifestyle, retail, service, and family business ideas students want to develop. They will typically go on to take the Family Business or Franchising related courses as electives. These courses provide the overview to get started, find and use family and debt sources, and employ a mini version of a business plan.

Entrepreneurial track students move from the Entrepreneurship and Innovation course to the New Venture Development course that is focused on developing a full-scale opportunity analysis and business plan. This course is also a requirement for the new Technology Entrepreneurship Certificate program since the technology-focused ideas from the engineers will often form the basis for a business plan team. This course assumes the goals of high growth, wealth creation, and innovation for example inherent in our model developed in the first part of this paper. Significantly more competitor analysis, staffing plans, deal structure, and strategic planning is involved in this course than the Small Business Management. Elective courses would include Financial and Legal Aspects, Managing Growth, and Technology Entrepreneurship. The idea is that they need to know more about growth, teams, financial alternatives, intellectual property, and strategic analysis than the small business oriented individuals.

Both tracks bring their attitudes and goals to the final required Management Consulting Field Study course. This course uses live consulting projects managed by the Center for Innovation and Entrepreneurship. The field projects bring all the students together in teams to show what they have learned and to transform that knowledge into performance based deliverables for their clients. The approach is similar to the Small Business Institute model that began in the United States in the early 1970s. 

By “specializing” based on their own interests and coming together with students from multiple majors and backgrounds the Consulting course is an excellent capstone model.  The distinctions between the tracks allow the program to address the core concerns of each group. If a student creates an idea that has significant growth potential, they will take the growth course with other growth-oriented students. If there was a “large” family business in their future they may want to also take the Financing and Legal Aspects course for more ideas and ways to handle succession, growth, and financing alternatives. These are only a small number of the decision criteria we hope they will use. This is a new program and it will take 5 years to determine if the students take advantage of the options. The first offering of the Small Business Management course clearly showed the “aspiring/test drivers” and the entrepreneurs had very different views and needed additional specialization. 

The overall goals include: providing alternatives to meet individual goals, to develop an interdisciplinary outlook, enhancing critical thinking, acquisition of knowledge, and providing quick start opportunities.

Figure 1

New Model at Rowan University


Conclusions

The model proposed in Table 2 is an expanded model of the original works that have been discussed since 1980. It is time to decide what the field is really about. This paper hopes to provide a target that can be used to add, delete, or modify the descriptors and differentiation factors in a continuum model. The hope is that the leading organizations such as the International Council for Small Business and related international groups can make this a priority in the entrepreneurial education interest groups. A series of “summit” sessions on defining the field at various meetings around the world could be a way to bring these issues to the forefront. If an organization the reader is involved in would like to participate, please contact the authors and we will arrange a format, workshop, and summarize the results at the next meeting. Small business is a viable and worthy topic, micro business is viable and worthy topic as are all of the other types of programmatic themes highlighted in the continuum. Jobs, even one at a time, and income are desirable goals in all parts of the world. Significant job creation and wealth building are equally, not more, desirable. Remember the world looks different, depending on your unique situation and point of view. We need to create a “big tent” strategy that recognizes the best of all types of entrepreneurial propensities. 
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