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The specific purpose for your Ww,xmw ew with an enlre-
preneur is to gain information and wm,@wm zbout the entrepre-
eur’s Teasons, Rm%mwmw approaches and motivations for
starting and owning a business, so as 0 T_&m you sharpen
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el
your own ideas about ﬁwm entrepreneur is and what he
she does.

using the
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enpral purpose is to give you practice

E
way fo gather informa-

gon and imy

You wil
listener ar
Jotting dos
reasons is more effeciive when
than statements such as “highly motivated individual” in

ke an interested
Twenty Questions.”
of motivations or

o back over your noies

other words, learm as many s junwm CS A5 YOU Can.

DNTERVIEWING AN ENTREPRENEUR

If you and the interviewes
using a small tape recorder, thi
later. However, taping interviev
than it solves, so you will Wmﬁ.ﬁ_
vour instincts on this matter.

Information-gathering
able skill for entrepréneurs
n a short w e u% talking to obi
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include the following steps:

» Define the purpose of the interview.
identify specific questions you would S
od, as well as general areas of information vou would

S know more aboul. the moﬁwwmmw on of closed-end g
ons (How did you get the idea for your venture?) and ¢
mgﬁwm& ones {Could you tell me mwoﬁ .73 will help to
the interview focused, vet will allow . :
ments and insights.
¢ Approach the person 07 persons you
make an appointment to sce them,

Explain why vou want to see them, a
mate on how much time you will nesd,
Be prepared to listen, as well as to ask.
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After the interview has been completed,

more important steps t¢ take:

s Write the inferviewee a n ote to thank him or her fc
his is more than a courtesy; it will also hel
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interviewee to remember vou favorably if you wa

contact that person again.
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> what vou did leam

“hyrong

perience? Was it helpful?

How important was it fo starting your company?

2 Fow did you start vour venture?
¢ How did you spot the opportuniiy?
@ What were your goals? ‘ k
* Fow did you evaluate the opportunity in terms of {
critical elements for success?  The competition?  The
marke? ) )
© e Did you find or have patiners? What kind of planning di

YO ¢ Mw What kind of financing?

RETRENEURIAL MIND

rite down the information in
be w&ﬁmmm to you later on. Make a note
o

“right way” to structure an interview.
has several merits, however. 1t is

'y experience? In hindsight,

s or marketing experience?

he

INTERVIEWENG AN ENTREPRENEUR

e DA you write a start-up business plan of any kind? Tell
about ik
How much time did it take from ¢

day of business? How many hours a day did vou spend

gi,_.,.

&

he m@;mm@moﬁ to the first

working on it?
¢ How much capital did it take? How long did it take to

reach a positive cash flow and breskeven sales vojun
during that early

5

Tell e about the pressures and ¢
survival period.
¢ What outside help did you get from experienced advisors?
Lawyers? Accountants? Tax experts? Patent lawyers?
What was vour family situation at the time?
* What did you perceive fo be your own strengths?
nesses?
= What did you perceive to be the strengths of your venture?
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Weaknesses?

3. Once you got going, wha

¢ What were the most & T and proplems o
solve as you began to grow rapidly?

* When you looked for key people as partners, advisors or

managers, were there any personal atiribufes or attitudes
W

- [
you were especially v:mﬁju because ;i knew they would
fit with you, and were important to success? Were {(or are}

there any attributes among pariners mﬁmm advisors that you
would definitely try to avoid?

¢ Have things become more predictable?
¢ Do you Mumﬁ& more, the same or
10w than umﬁu arly years?
¢ Do you now feel more managerial and less entrepre-

ss time with your
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@ In terms of mﬂu. future, do you plan to harvest? To main-
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g5 you find personally rewarding and
as an m?wmuw neur?  What have been the
rewards, risks and trade-offe
@ 3%@ should try to be an 34@@%‘%_5% Can you give me
» T q} h
any ideas there?

A advic m~ 2ot
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¥ aavic ﬁ_ur.ﬂ vou give an SEDINING entreproneur?

ome ernfre-

I\ mﬁmmm

As a venture accelerates
growth, and realizing ev

tencies to manage that gr
new ventures that flourish
entrepreneur who is also a

ager. For instance, an INC. m ,
the top 100 s miﬂw? showed that the majority of their found-
ers were still the CEGs amﬂmﬁi M\;mmmm later when they had
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o7, even ol mulhion or

These and other data seem 1o defy provious
entrepreneurs can start but

innovative companies, The trut

between. But one thing is app

skills required for a vibrant, gro

pany cannot be primarily m%ﬁzmm:m

on maintenance, resource own

alization. To grow & new venture that continues to innovate
; .

and exert a competitive edge call

ope effectively with a high lev f chenge, chaes and
uncertainty. !

1 For mjﬁf& useful view of Em m @rv f development of a firm and
the required management n%m , V. Kroeger, “Man-
mmuﬂsri P SEﬁ,ﬁmi and the M lifornia Management
Review, vol. 17, no. 1 (Fall 1574}, pp. 4147,
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