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 What sets entrepreneurs apart? What is “an entrepreneurial mindset”? 
 Motives (and risk propensity) (note that in this class, we only focus on explicit motives) 

 Ones you understand your motives better: GRIT 
• Consistency of Interest 
• Perseverance of Effort 

 Entrepreneurial decision-making logic (entrepreneurship-in-action) 
 Entrepreneurs AND intrapreneurs 



What sets entrepreneurs apart? 
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Today’s goal 

Better understanding the entrepreneurial personality  
(cfr. psychological characteristics school) and the entrepreneurial mindset

Take a piece of paper or your smartphone, and write down 3 words that 
pop up in your mind when you think about “entrepreneurship”  



“THE” entrepreneur 
The common themes
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But it’s also about
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Fact: no single formula 

Contrary to what is said out there:
 There is no ‘one size fits all’ 

approach to entrepreneurship…
 Nor is there a simple secret 

formula that can be applied in 
the entrepreneurial venture

 We have unique personality characteristics and motivations that 
influence the way we set goals and channel the energy to reach 
them



The “secret” might be… 

 Understand your personality and motivations 

 As such: 
 Be more FOCUSED in your goal setting
 Have the ENERGY to reach these goals 

 Important! 
 You will be better able to reach your goals if you 

understand your motives and personality 



Motives defined

 Internal state that impels people to goal directed actions: it 
orients, selects and energizes an individual’s behavior

 Key feature: be satisfied/avoid dissatisfaction

 McClelland, a well-known psychologist (1917-1998) 
Three main types of motivational needs:

1. Need for Affiliation
2. Need for Power (dominance) 
3. Need for Achievement 



Im
press

Connect

Achieve



Motives orient behavior

 What did you see?
 The nice car or the terrace?



Motives orient behavior 



#1 Need for Achievement

 Primary incentive is the desire to ‘do something better’ 
 People with high need for achievement seek to excel and do 

better than ‘the previous attempt’ (can be in small steps!!)
 Important: it is done for ‘its own sake’
 Both becoming an entrepreneur and business success are 

facilitated if you have a strong need for achievement
 … by fixing goals that they think they can achieve (with a 

moderate risk)
 Open for both positive and
negative feedback



#2 Need for Power

 Desire to have an impact on others, and the world at large
 By controlling them, impressing them, or otherwise influencing 

them 
 Individuals high in need for power can choose careers in which 

they can have an impact on others such as in politics, teaching or 
entrepreneurship!

 Entrepreneurs with high need for power are expected to change 
the world, by bringing innovations and creating value

 They take high risks … 
(they want to get noticed) 



#3 Need for Affiliation

 Need for establishing, maintaining and restoring warm affective ties 
with others 

 Also include “friendship” between nations, regions,  groups, …
 People high in affiliation are usually very socially-engaged: make more 

phone calls, pay more visits, write more letters
 They also tend to avoid interpersonal conflicts
 They are expected to emphasize organizational goals 
aligned with it, like caring for the employees
 Risk aversive
 …Even at the cost of other dimensions 
such as growth or  profitability 
 … but are more prone to bribing

http://www.google.be/url?sa=i&rct=j&q=&esrc=s&frm=1&source=images&cd=&cad=rja&docid=QHwers7HhrQXoM&tbnid=3Ztm-q_3BpATBM:&ved=0CAUQjRw&url=http://50dhs.net/blog-hebergement-web/parrainez-vos-amis-et-obtenez-jusquau-100-de-reduction-sur-votre-pack-hebergement-web/affiliation/&ei=iIScUcCDNuSp0AWqooDACA&bvm=bv.46751780,d.ZGU&psig=AFQjCNGzPDqI65Aj7GFysjS_UMbAnKwRLw&ust=1369298435711732


On which motive(s) would they score the highest? Why?  

Former AB Inbev-CEO 
Carlos Brito (2005-2021) Jamie Oliver, top-chef  

Gordon Ramsay, top-chef  

Oprah Winfrey 

http://upload.wikimedia.org/wikipedia/commons/9/97/Carlos_Brito_(AB_InBev).jpg
http://en.wikipedia.org/wiki/File:Jamie_Oliver_retouched.jpg
http://commons.wikimedia.org/wiki/File:Gordon_Ramsay.jpg


On which motive(s) would you score the highest? 
Search for examples! 
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 2 minutes discussion with your neighbour

 Class discussion! 
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 What sets entrepreneurs apart? What is “an entrepreneurial mindset”? 
 Motives (and risk propensity) (note that in this class, we only focus on explicit motives) 

 Ones you understand your motives better: GRIT 
• Consistency of Interest 
• Perseverance of Effort 

 Entrepreneurial decision-making logic (entrepreneurship-in-action) 
 Entrepreneurs AND intrapreneurs 
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GRIT 

 TED talk Angela Duckworth --
https://www.youtube.com/watc
h?v=H14bBuluwB8

 Write down words that grab 
your attention 

 What is GRIT, according to the 
speaker? 

https://www.youtube.com/watch?v=H14bBuluwB8
https://www.youtube.com/watch?v=H14bBuluwB8


GRIT – consists of two dimensions
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Consistency of Interest Setting goals and pursuing them – ‘not just 
for a week or a month, but for many years’ 

Perseverance of effort Setbacks do not discourage you, you finish 
what you start 
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GRIT – the importance of a Growth Mindset



Growth mindset
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Failure is 
not

a permanent condition! 
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 What sets entrepreneurs apart? What is “an entrepreneurial mindset”? 
 Motives (and risk propensity) (note that in this class, we only focus on explicit motives) 

 Ones you understand your motives better: GRIT 
• Consistency of Interest 
• Perseverance of Effort 

 Entrepreneurial decision-making logic (entrepreneurship-in-action) 
 Entrepreneurs AND intrapreneurs 



IMAGINE 

You want to START A BUSINESS 
or 

you are AN EMPLOYEE and want to START 
WORKING on AN INNOVATIVE IDEA

WHICH STEPS WOULD YOU TAKE?



Normally

Presenter
Presentation Notes
One of the mechanisms that might explain a positive relationship between a problem solving attitude and performance, is how the business is developed. 

The “traditional” way of looking at it, is by trying to make “the future as predictable as possible”. 

How can an entrepreneur predict the future? By  
- Executing market research, executing an external analysis 
- Developing market strategies, cost-benefit analysis, budget prediction
THUS: By writing a business plan, defining what you want to achieve (for example, want you want to achieve in for example 2 years (what/when)), and then make sure you have all the necessary resources to achieve this goal. You might for example hire a team with marketing experts. 

This is how business creation and development are taught in business schools around the world.  



Presenter
Presentation Notes
However, in practice, you see that many entrepreneurs just work with what they have. They face many choices, and take the route that at that moment, seems most logical to them. 

You might say that they “go with the flow”, and do NOT start from a given end. Instead, they start with the means they have and examine which end goals might be possible with these means. 



http://www.google.be/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&docid=aZvA_d2J552ScM&tbnid=ntcWWIml65_rtM:&ved=0CAUQjRw&url=http://blog.janicehardy.com/2009/05/unpredicitablethats-what-you-are.html&ei=g7zoUrqbGeLP0AXJtIAg&bvm=bv.60157871,d.d2k&psig=AFQjCNHshYPz9mcj4vGFyeTMfHTuvbPHxQ&ust=1391070585515392
http://nesncom.files.wordpress.com/2012/11/6a0115709f071f970b017c32105fb5970b.jpg


Causation vs. Effectuation

Presenter
Presentation Notes
The difference between these two “schools of thought” is very crucial. 

It was Sarasvathy who used the critiques of many early scholars (such as Simon and March), who formulated critiques on assumptions of rational choice, pre-existent goals, etc. 

She argued that there exists another “logic of thinking”, and called it “effectuation”. Effectuation inverts the logic of causal reasoning. 

She uses a simple metaphor to understand the difference between effectuation and causation: 
(2001, p. 245): 

Imagine a chef that is asked to cook dinner for a host. 

The causational process would mean that the host chooses a menu, upon which the chef shops for the necessary ingredients and cooks the meal. Hence, the end is given and predictable, and the focus is on acquiring, and selecting between, the means to achieve the end. (= you focus on selecting between means to create the given effect) 

The effectual process would mean that the host asks the chef to imagine possible menus based on the available means in the kitchen: available ingredients and utensils. Hence, the means are given and the focus is on what can be achieved with them. (= possible EFFECTS with these means) 


http://www.google.be/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&docid=_8Ym21H8LSikyM&tbnid=klWHu6_pO7iAvM:&ved=0CAUQjRw&url=http://www.minds-in-bloom.com/2010/12/gingerbread-man-recipe-in-pictures.html&ei=xQTpUoGVKMGh0QXqn4GQCg&bvm=bv.60157871,d.d2k&psig=AFQjCNHD_rMEIPPbx_i0cjrFmD1oEhKzEA&ust=1391089190737382


Effectuation: 5 Principles

Presenter
Presentation Notes
Sarasvathy uses five core principles to further explain effectual thinking. 

Affordable loss principle 
Lemonade principle 
Pilot in the plane principle 
Bird in the hand principle 
Crazy quilt principle 



Bird-in-hand principle
• Look at the means you have 
• Start with 

• Who am I? 
• What do I know? 
• Who do I know? 

• Do not try to attain a certain goal; focus on the means you have to 
define your goal 

5 Principles (1)



Affordable Loss principle
 At each step, ask yourself: 
 What can you afford to loose
 Rather than what your expected return is

 Allows you to experiment
 Relatively easy to change your course of action

 « Controlled » risks

5 Principles (2)



 Almost every industry analyst and business reporter I talk to observes that 
eBay's strength is that its system is self-sustaining -- able to adapt to user needs, 
without any heavy intervention from a central authority of some sort.  So people 
often say to me - "when you built the system, you must have known that 
making it self-sustainable was the only way eBay could grow to serve 40 
million users a day." 

 Well… nope. I made the system self-sustaining for one reason: Back when I 
launched eBay on Labor Day 1995, eBay wasn't my business - it was my hobby. I 
had to build a system that was self-sustaining… …Because I had a real job to go 
to every morning. I was working as a software engineer from 10 to 7, and I 
wanted to have a life on the weekends. So I built a system that could keep 
working - catching complaints and capturing feedback -- even when Pam and I 
were out mountain-biking, and the only one home was our cat. 

Pierre Omydiar



Crazy quilt principle
 Building a network of self-selected stakeholders 
 Importance of “being engaged” 

 Co-creation of the new market 
 As such, you « control » the context (less uncertainty) 

5 Principles (3)



Lemonade principle
 Make lemonade out of lemons 
 Leverage surprises, you are not “afraid” of them 
 Be flexible 
 Don’t be focused on “what if” scenarios; changes 

provide opportunities 

5 Principles (4)



Presenter
Presentation Notes
Precies twintig jaar geleden werd Viagra voor het eerst verkocht, met de minder blitse naam “sildenafil citrate”, verwijzend naar de chemicaliën die in het pilletje zitten. Voordat het op de markt kwam, waren de oplossingen voor erectieproblemen niet erg prettig. De Britse wetenschapper Dr. Nicholas Terrett - een van de mensen die viagra heeft uitgevonden en die op het patent wordt genoemd - vertelt dat vroegere methodes “allerminst leuk” waren. Je kon bijvoorbeeld bepaalde “medicijnen in je plasbuis stoppen”, of een “prothese in je penis laten implanteren.”

En toen was er opeens “een medicijn dat je heel gemakkelijk oraal kon innemen, gewoon een pilletje,” voegt Terrett toe. Het zal je niet verbazen, maar deze methode was populairder dan een goedje inbrengen via je plasbuis. Nadat het op de markt werd gebracht, zijn de diamantvormige pillen in de eerste paar weken voorgeschreven aan om en nabij 40.000 mannen.

Viagra was niet alleen bedoeld om erectiestoornissen te verhelpen. Peter Dunn en Albert Wood, wetenschappers van het farmaceutische bedrijf Pfizer, hebben het goedje voor het eerst ontwikkeld in 1989 onder de naam UK-92480. Het werd in eerste instantie gemaakt om hoge bloeddruk en pijn in de borstkas (door een tekort aan bloed dat naar het hart wordt vervoerd) te behandelen. In 1991 raakte Terett erbij betrokken, en werd er een patent aangevraagd voor Viagra als hartmedicatie.

Precies om de bovenstaande reden beschrijven veel media de ontdekking van Viagra als hulpmiddel voor je pik als “een gelukje.” Maar volgens Terrett wisten ze al vanaf de eerste medische proef dat het misschien wel een medicijn zou kunnen zijn voor erectiestoornissen.

De wetenschappers van Pfizer - gevestigd in de Britse plaat Sandwich - ontdekten dat het mechanisme dat de bloedstroom in het lichaam reguleert en naar het hart stuwt “overal in het lichaam aanwezig is. Als we dus een medicijn konden ontwikkelen die dat mechanisme een handje zou helpen, dan zouden we een hele hoop aandoeningen kunnen behandelen. Bijvoorbeeld complicaties in de luchtwegen, maagklachten… en dus erectiestoornissen,” zegt Terrett. Toen er een proef werd gedaan met een aantal gezonde vrijwilligers in South Wales, bleek Viagra veelbelovend te zijn in het behandelen van een erectiestoornis. Veel veelbelovender dan wetenschappers in eerste instantie hadden verwacht.

“In die tijd werden er onderzoeken gedaan die uitvogelden hoe het biochemische mechanisme in het erectieproces precies in elkaar zat,” schrijft onderzoeker Ian Osterloh in Cosmos magazine. “Dit hielp om te begrijpen hoe het medicijn de effecten van seksuele stimulatie kon vergroten door de bloedvaten in de penis te openen. Omdat UK-92480 toch niet effectief bleek te zijn om pijn in de borstkas te behandelen, besloten we om het middel uit te proberen bij mensen met een erectiestoornis.”

Deze medische proeven kregen “fenomenale reacties” van de meerderheid van de medische kandidaten. Daardoor werd de toekomst van dit middel al snel duidelijk, vertelt Tarrett. In maart 1998 keurde de Amerikaanse FDA (Food and Drug Administration) het gebruik van Viagra als middel voor erectiestoornissen goed. In datzelfde jaar in juni, riep Newsweek het medicijn uit tot “de populairste nieuwe medicijn dat we over de hele wereld ooit hebben gekend.”
Sindsdien levert Viagra Pfizer meer dan 1 miljard dollar per jaar op. Dat heeft twee redenen: Viagra biedt een oplossing voor iets waar veel mensen een heleboel om geven en er zijn er een reeks vernuftige markertingcampagnes op los gelaten. Dorothy Wetzel, die de marketingafdeling bij Pfizer in het leven riep, was coördinator van de eerste ronde advertenties. Dat was een foto van een ouder koppel waaronder stond: “Let the dance begin.” Er was een ook een reclame op televisie waar de toenmalige presidentskandidaat Bob Dole in verscheen.

Wetzel vertelde me dat het doel was om “een balans te vinden tussen het zijn van een verantwoordelijke zorgaanbieder, en het representeren van waarheden die inherent zijn aan menselijke seksualiteit.” Eén van die waarheden, zegt ze, is dat “het vermogen om op seksueel gebied te presteren een kernwaarde is voor hoe een man zichzelf ziet.” En als we Matt en het internet mogen geloven, is dat inderdaad zo.
Wetzel denkt dat de pillen zo iconisch zijn geworden omdat “pillen en seks altijd al een prominente rol hebben gespeeld in onze cultuur. Denk bijvoorbeeld aan anticonceptie, en hoe dat symbool stond voor vrouwenemancipatie.” Bij Viagra werkt dat ook zo. Viagra beloofde een soort “Peter Pan-fantasie,” waarin mannen voor altijd hun “eigen, vitale zelf konden zijn.”





Pilot-in-the-plane principle
 You are in control of your destination 
 You can (co-)create the future 
 If you can control the future, you don’t need to 

predict it! 

5 Principles (5)



“entrepreneurship is … an act of innovation that involves endowing 
existing resources with new wealth-producing capacity” (Drucker, 1985) 



5 Principles
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Thank you! 



EXTRA - Video – Steve Jobs  
 YOUR TIME IS LIMITED | Steve Jobs | "Don't waste your life living someone else’s”
 https://www.youtube.com/watch?v=7222tn_0UOA

 Take a piece of paper or your smartphone 
 Write down the words that grab your attention 
 What’s this video’s message about? 

 Class discussion 
 ‘Follow your heart’ will you follow dogma’s?  
 ‘Every day counts, every day can be your last’ grab opportunities to improve the world 
 ‘Now, you are ‘the new’. You will gradually become ‘the old’  what will be your contribution to society? 

 ‘You need others’  your network is like a patchwork, interact and use it!  see video posted as preparation for this class 

https://www.youtube.com/watch?v=7222tn_0UOA
https://www.youtube.com/watch?v=7222tn_0UOA
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