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Chapterr 7 

Summaryy and Conclusions 

Thee dissertation addressed two objectives. A first objective was to develop a general model of 

small-scalee business success, which should coherently relate to the empirical literature. The 

aimm of the detailed literature review was to propose an approach to entrepreneurship that is 

explicitt in its theoretical assumptions and that integrates perspectives of different disciplines. 

AA second objective of the dissertation was to test predictions derived from the general model 

off  small-scale business success empirically using data of a longitudinal study. Therefore, the 

proceedingg chapters all concern success factors of small and medium sized enterprises. 

AA general model of business success 

Thee dissertation started with a detailed literature review that guided the development of 

thee Giessen-Amsterdam model of small business-owner's success (Figure 1). There are two 

importantt assumptions of this model. First, it assumes that success is determined by actions, 

whichh are guided by goals and strategies. This implies that business owner's personality, 

humann capital, and environmental conditions are not directly related to success but should 

workk via goals and strategies on success. There is some empirical evidence of this prediction 

(Heronn & Robinson 1993b; Rauch & Frese 2000; Frese, Krauss & Friedrich, 2000). Of 

course,, both goals and strategies may be misplaced in a certain environment. Therefore, 

environmentall  conditions moderate the effect of goals and strategies on success (Rauch & 

Frese,, 1998; Risseeuw & Masurel, 1993). The model differs from the theoretical stance of the 

ecologicall  approach, which assumes that environmental conditions generate variations in the 

numberr of founding and survival of small businesses (Aldrich, 1990). The model however, 

assumess that the individual business owner has an impact, he or she may for example choose 

thee right moment to start the business. 

AA second assumption of the model is that the individual business owner impacts on the 

firm'ss success. This assumption is controversial because some authors called for the firm 

levell  of analysis (Covin & Slevin, 1989; Lumpkin & Dess, 1996), and some others for the 

populationn level analysis (Hannan & Freeman, 1984). However, the level of analysis issue 

(Kleinn & Sorra, 1996) has a slightly different function in entrepreneurship research because 

companyy size determines which level of analysis is the adequate one. In small-scale 

businesses,, the founder/owner is typically the main decision-maker, and he determines 
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actions,, strategies and priorities existing. Thus, the individual level of analysis can profitably 

bee used to study success in small firms (Frese, van Gelderen, & Ombach, 2000). In large 

firms,firms, the right level of analysis of variables that determine success is the organizational 

level. . 

Furtherr considerations 

Thee most important contributions of the literature review can be summarized in six 

generall  conclusions. First, one needs to incorporate the knowledge of different disciplines 

(e.g.. psychology, economy, sociology) to describe small business success because no single 

disciplinee can explain entrepreneurship on its own. Second, personality characteristics of 

businesss owners are important for business success. Need for achievement and locus of 

controll  are related to the emergence of entrepreneurship; characteristics related to success are 

needd for achievement, locus of control, and risk-taking. However, much of the research on 

businesss owner's personality can be criticized for empirical and theoretical reasons. 

Empirically,, there are very few longitudinal analyses, small sample sizes, and methodological 

misinterpretationss of results. Theoretically, much of the advances that have been made in 

personalityy research in the last 20 years has been overlooked in entrepreneurship research 

(Rauchh & Frese, 2000). There are at least three important issues that must be considered in 

entrepreneurshipp research. First, a general trait can predict behavior, such as starting up a 

businesss only through certain mediating processes (Epstein & O'Brian, 1985). Moreover, the 

interactionn between personality characteristics and situational conditions predicts behavior 

betterr than any of these factors alone (Magnusson & Endler, 1977). Finally, specific measures 

off  personality characteristics and attitude belief processes show a better prediction of 

behaviorr then general personality traits (Fishbein & Ajzen, 1975; Bandura, 1997). Therefore, 

aa more sophisticated approach to studying business owners' personality is called for including 

taskk domain analysis, moderators, mediators, and process issues. 

AA third conclusion is that human capital of business owners is related to success, 

althoughh this relationship is small. However, human capital studies typically use proxy 

measuress of skills and knowledge, even though expertise research has shown that it is not the 

lengthh of experience but rather the depth of experience that has an influence on expertise 

(Sonnentag,, 1996). Using more direct measures of skills and knowledge may result in 

increasedd explained variance. Moreover, the small relationships found in the literature 

suggestt that one should look for moderators that influence the human capital-success 

relationship.. Finally, studies on human capital of business owners hardly ever address the 
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questionn of how human capital leads to business success. However, knowledge about these 

mechanismss is necessary to develop a full theory of human capital. 

AA forth conclusion is that goals and strategies are important because these are central 

factorss determining business success. However, research usually does not clearly differentiate 

betweenn goals and strategies. Moreover, different components of strategies are not carefully 

distinguishedd and therefore, many strategies have not been studied, such as human resource 

development. . 

AA fifth conclusion is that there is a need to look more into interactionistic models that 

hypothesizee contingent relationships (Frese, 2000). The small correlations found in the 

empiricall  literature generally suggest that moderators should be included into further models 

off  small business success. For example, the relationship between planning and success is 

dependentt on environmental conditions (Rauch & Frese, 1998; Risseeuw & Masurel, 1993). 

AA final conclusion is that much more and much better research needs to be done in the 

fieldfield of entrepreneurship research. Compared to other areas on work and organizational 

psychologyy the methodological quality of entrepreneurship research is relatively weak (Low 

&&  McMillan, 1988). There are very few longitudinal studies. However, the quality and 

usefulnesss of a theory of entrepreneurship success is dependent on the identification of 

patternss of causality. Another issue is the low response rate. Frequently, questionnaire studies 

leadd to 10-40 percent response rates. Biases in response rate may occur (eg. entrepreneus in 

timee preasure are not responding). Moreover, methodological misinterpretations are common 

(e.g.,, non-significant findings based on small sample sizes are interpreted as null findings), 

analysiss is often not up to date, and reliabilities and inter-correlations of variables are not 

reported.. Finally, broad normative generalizations are common based, for example, on studies 

includingg surviving enterprises only. Given the methodological quality in this area, 

Davidssonn (2000) concluded that entrepreneurship research caused a lot of harm for 

businessess and policy practice. 

Thiss dissertation reflects an attempt to improve the quality of small-business success 

researchh for several reasons. First, an explicit theoretical framework is presented that guides 

thee hypotheses and research questions. Second, perspectives of different disciplines were 

integratedd proposing an inter-disciplinary approach to entrepreneurship. Consequently, the 

operationalizationss of the variables were not all based on psychology, but often reflected 

methodss common in entrepreneurship research. By using concepts customary in 

entrepreneurshipp research this dissertations also tries to increase implications for 

professionalss working in the field of entrepreneurship. Third, the dissertations used a 
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longitudinall  design in an attempt to identify causal pattern of small business success. Finally, 

thee study tried to increase response rates by using a careful procedure to approach business 

ownerss selected for the survey. 

Personalityy characteristics of business owners 

Thee fist set of variables presented was about the relationship between personality 

characteristicc of business owners and success in three different samples- Ireland, East 

Germanyy and West Germany. Achievement orientation consisted of need for achievement, 

self-efficacy,, and internal locus of control and was consistently related to business success in 

alll  three samples. Moreover, the relationship between achievement orientation and success 

wass mediated by business panning. This mediator was positive in Germany and negative in 

Ireland. . 

Thee results on personality-success relationships are interesting because these 

relationshipss are discussed controversial (cf. the discussion by Gartner, 1988). This 

dissertationn supports positive relationships between achievement orientation and success in 

threee different samples. One reason for the controversy about the personality-success 

relationshipp is that studies frequently used broad trait measures that were not related to the 

taskk of business owners and thus, lead to unstable results (Rauch & Frese, 2000). Fishbein 

andd Ajzen (1975) have argued for specific measures to be good predictors of behavior. This 

dissertationn analyzed personality variables, which are closely related to the domain of 

entrepreneurship.. Need for achievement is a concept which is related to entrepreneurship 

becausee entrepreneurs must perform well at challenging tasks, they must take responsibility 

forr results and must seek feedback on their business' performance (McClelland, 1986). 

Internall  locus of control and self- efficacy are also closely related to the domain of 

entrepreneurship.. Internally controlled business owner's belief that they are in control of 

businesss outcomes instead of chance events. Brockhaus (1980) showed that successful 

entrepreneurss had significantly more internal control believes than unsuccessful 

entrepreneurs.. The same is true of self- efficacy (Baum, 1995). Thus, domain specific 

personalityy measures are related to business outcomes. The mediation model supported in this 

dissertationn leads to another important consequence. There are relationships between 

personalityy and success. However, these relationships are not direct, but come about because 

achievementt orientation affect planning. Thus, business owner's personality leads to the use 

off  strategies, which then in turn leads to business success (Baum, 1995; Goebel & Frese, 

1999;; Frese, Krauss, & Friedrich 2000). 
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Furtherr considerations 

Ann important limitation of the analyses on personality characteristics of business owners 

iss their cross-sectional character. Therefore, one does not know whether there are causal 

effectss between achievement orientation and success. Probably both causal paths are 

operative.. Success may lead to larger enterprises that make the introduction of more formal 

proceduress necessary. Moreover, prior success may increase achievement orientation. On the 

otherr hand, achievement orientation may lead to the use of strategies (preparing a detailed 

businesss plan at start up) that are culturally successful. The start-up business plan was 

preparedd before we measured business success and therefore, it is likely that this is the 

mechanismm that leads to success. However, this does not imply that there are long-term 

effectss of personality on business success. As the enterprise is successfully and growing, the 

businesss owners' impact on company's policy, culture, and strategies becomes smaller and 

consequently,, the effect of business owners' characteristics on success becomes smaller as 

well. . 

AA second limitation may be the measurement of the dependent variable. Unfortunately 

theree was no hard data available on profit rates and sales. Additionally, every single measure 

iss prone to errors, which can be due to tax structure, industry type, memory problems, or 

reportingg biases. Unfortunately, such a bias is even higher when using a cross-country design. 

Onee way to reduce this problem is to use multiple measures of success (Frese, van Geldern, & 

Ombach,, 2000) and in the analyses on business owner's personality they were combined into 

ann overall success index. 

Humann Capital Theory 

Thee results of this dissertation indicated support for human capital theory (Becker 

1975).. Human capital of small business owners had effects on changes in business success. 

However,, these effects were not direct but come about because of the presence of moderators 

andd mediators. Environmental hostility, growth orientation, and focused strategy moderated 

thee effect of human capital. Action goals/action plans and growth orientation were mediating 

thee effects between human capital and success. 

Thee results on the effect of business owner's human capital on success replicate other 

studies.. Analyzing seven studies quantitatively, Rauch and Frese (2000) found an average 

correlationn of .09 between human capital and success. However, this relationship is not high 

enoughh to make human capital the decisive factor for business success. The fact that human 

capitall  produces consistently small and positive correlations with success leads to the 
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consequencee to look for moderators that impact on this relationship. This study provides 

evidence,, that the effect of business owner's human capital is contingent on environmental 

hostility,, focused strategy and growth orientation. Human capital is important in hostile 

environmentss probably because it helps the owner to anticipate scarce resources and 

decreasingg profits and to increase business's maneuverability. Similarly, human capital is 

importantt for using a focused strategy because knowledge and skills are required to develop 

thiss strategy successfully. Finally, human capital is required for growth orientation because it 

helpss to use the right strategies for growth. Thus, this dissertation showed that the effect of 

humann capital is contingent on moderator variables. 

Thee mediation model for action goals/ action plans and growth orientation was 

supportedd for the relationship between human capital and success. However, the mediation 

wass not complete indicating the presence of multiple mediation. The mediation model 

providess knowledge to two fields. First, the identification of such mediators helps to 

understandd the link between human capital and success. Studies on human capital of business 

ownerss seldom analyzed the mechanisms through which human capital leads to business 

success.. It is difficult to observe human capital directly. Therefore, it important to look at 

processess that are an outgrowth of skills and knowledge. The effects of human capital are not 

directt (Herron & Robinson, 1993b), but human capital affects action goals/action plans. 

Second,, the mediator model suggest that the inclusion of psychological process variables 

increasess the predictive power of a prediction of small business success (Frese, Krauss, & 

Friedrich,, 2000). The advantage is that measures of action goals/action plans are 

conceptionallyy nearer to behaviors of business owners. Gartner (1988) argued that behavior 

approachess would be a productive perspective for research in entrepreneurship. 

Additionall  Remarks 

Ass common in entrepreneurship research, this dissertation used proxy measures and 

thus,, did not measured really skills and knowledge of business owners but rather experiences. 

Unfortunately,, there is no specific knowledge test for entrepreneurs. However, one study 

showed,, that cognitive ability of business owners was positively related to small-scale 

businesss success and that this relationship was mediated by action process characteristics 

(Frese,, Krauss, & Friedrich, 2000). Possibly, more direct measures of skills and knowledge 

couldd produce higher predictions of small business success than common measures used in 

humann capital research. 
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AA further comment must be made about the mechanisms through which human capital is 

functioning.. This dissertation proposed a mediator model. However, there are other potential 

mechanismss through which human capital leads to success. For example, the effect of human 

capitall  could be due to selection processes. This argument would imply that business owners 

withh high human capital set up firms with high a-priory chances of survival. While this 

dissertationn did not address this mechanism there is at least one study supporting this position 

(Bruederll  et al. 1992). Moreover, a higher intelligent quotient might lead to more learning 

andd to more human capital. Thus, intelligence might be the construct behind human capital. 

Somee limitation should be mentioned with regard to the dependent variable. The 

relationshipss hypothesized on the effect of business owner's human capital were confirmed 

whenn predicting business success; business owner's satisfaction was not predicted well by 

humann capital. However, the latter variable is probably influenced by what owners want to 

achieve.. Owners who do not want to achieve high growth may well be satisfied with a 

stagnatingg enterprise and may think of it to be successful. Therefore, satisfaction is an 

importantt variable in its own right (Cooper & Artz, 1995). A weakness of the measurement of 

thee dependent variable is that there was no hard data on cash flow and profit in both waves 

althoughh these measures are frequently used in entrepreneurship research. On the other hand, 

thee measures on business success were closely related to sales and sales growth in wave two, 

indicatingg a certain amount of validity for success measurement used. 

Businesss Owner's Planning 

Numerouss of books and article have taken it for granted that planning is of particular 

importancee for small firm's performance (see Ryans, 1997). However, empirical results on 

planning-successs relationship did not lead to consistent results (Rauch & Frese, 2000). In a 

meta-analysis,, Schwenk and Shrader (1993) found small and positive relationships between 

planningg and success and concluded that third variables might moderate this relationship. One 

goall  of this dissertation was to take up Schwenk and Shrader's (1993) argument and to 

analyzee the moderating effect of environmental conditions on planning-success relationships. 

Twoo sets of results supported a contingency view of planning-success relationships, with 

environmentall  conditions being important moderators. A first set of analyses compared three 

differentt cultures- Ireland, West Germany, and East Germany. Results indicated that the 

relationshipp between planning and success is moderated by cultural conditions. In West 

Germanyy as well as in East Germany detailed planning was positively related to success. In 

Ireland,, detailed planning was negatively related to success. I interpreted these results against 
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thee background of differences in cultural values of uncertainty avoidance. Germany is a 

countryy with high levels in uncertainty avoidance while Ireland is the country with the lowest 

levelss in uncertainty avoidance in Europe (Hofstede, 1991). One way to reduce uncertainty is 

too plan well (Thurston, 1983). Therefore, Germany is a country in which people plan and in 

whichh planning is called for. Business owners who plan in Germany satisfy cultural 

expectationss and are, therefore, successful. In Ireland, planning has littl e fit  with people's 

expectations.. Planning has also disadvantages since it is an investment in terms of time and 

moneyy and since it carries the risk of inflexibility . For those reasons, planning might be even 

negativelyy related to success in a culture where planning does not meet people's expectations. 

AA second set of results was about planning-success relationships analyzing data from the 

longitudinall  study in Germany. In both waves environmental hostility and uncertainty (i.e. an 

unfavorablee environment) moderated the relationship between planning and success. 

Additionally,, there were significant contemporaneous moderator effects with detailed 

planningg predicting changes in success in unfavorable environments. It is interesting that the 

interactionn effects were consistently found in cross-sectional and in longitudinal analyses. 

Thus,, planning only helps in a particular (hostile, uncertain) environment. Possibly, planning 

iss important in such an environment because one anticipates decreasing demands and 

decreasingg profits, one makes better use of scarce resources and one explores alternatives to 

increasee business' maneuverability. The results on direct relationships between planning and 

successs pretty much reflect inconsistencies found in other studies. There was a positive 

relationshipp between detailed planning and success in wave one. However, planning was 

positivelyy and non-significantly correlated with success in wave two and there were no direct 

effectss of planning in longitudinal analyses. Thus, planning is sometimes helpful and 

sometimess not. It may be interesting to speculate whether sophisticated planning is 

particularlyy important for newly founded enterprises, for example to raise money and to 

attractt customers. 

Furtherr Considerations 

Onee limitation is that I did not measure "culture" directly. The interpretation is based on 

dataa from Hofstede (1991) who gathered the data more than 20 years ago. An inclusion of 

measuress of cultural values would have resulted in a much stronger interpretation. 

Ann additional comment must be made about the planning measures used in this study. 

Theree is already a vast body of research on planning. However, studies on small business 

planningg used different concepts of planning. There are two general approaches to planning. 
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Economicc approaches conceptualize planning as a business/ management activity. Thus, a 

writtenn business plan is to be prepared that consists sometimes of 50 pages and more. The 

psychologicall  approach defines planning as a characteristic of a person. This dissertation used 

bothh approaches. In one measure, business plans were evaluated and their quality was rated. 

Thiss measure is closely related to the economic approach of planning. A second measure of 

planningg asked business owners how they want to reach their yearly targets and the plans to 

reachh these targets was rated. This measure is more closely related to the psychological 

conceptt of planning. Results of this dissertation showed that the measure of business plans 

hadd more power to explain business success. In a further development to the study reported 

here,, Frese et al. (2000) developed a psychological typology of process characteristics in 

small-scalee enterprises in which they differentiated between complete planning, critical point 

strategy,, opportunistic strategy, reactive strategy, and habits. One result was that a reactive 

strategy,, which implies no planning at all, was negatively related to small business success. 

Thiss could be shown to be a causal process (van Gelderen & Frese, 1998) and was replicated 

inn four studies in Africa (three of them published in Frese 2000; Frese, Krauss, & Friedrich, 

2000).. These results indicate that a psychological approach on planning can indeed improve 

ourr knowledge on small-scale business success. 

Effectss of Human Resources Strategies 

Resultss of the dissertation indicated that human resource management positively affects 

small-scalee business success. Moreover, these effects were moderated by business owner's 

andd employee's human capital. 

Studiess on larger companies have shown that human resource management is an 

efficientt strategy related to company performance (Artur, 1994, Huselid, 1995; Youdt, Snell, 

Deann & Lepak, 1996; Welbourne and Andrews, 1996). Therefore, my study speaks for the 

generalizabilityy of the findings to small companies. With respect to small-scale enterprises 

however,, the literature on personnel issues is more conceptual than empirical/ data based 

(Hornsbyy & Kuratko, 1990). This is surprising because small firms are a unique source for 

studyingg human resource management for theoretical and practical reasons. Theoretically, 

smalll  firms show more variation in dependent and independent variables. The dominant 

researchh method in human resource management is sending questionnaires to human resource 

professionals;; therefore samples of firms were selected that have a human resource 

department.. In addition, samples of large enterprises limits variance in performance as well 

sincee these enterprises have survived their early years are, as a result, in a better position to 
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continuee survival (Welboume & Andrews, 1996). Practically, human resource management 

mightt be an efficient strategy especially in small-scale enterprises. In small enterprises, there 

iss typically low labor productivity combined with lower than average wages (Mulhern, 1995). 

Employeess have to work in various areas because task differentiation is low. At the same 

time,, improving company's effectiveness by rationalization is hardly possible due to a limited 

numberr of employees and limited financial resources. Consequently, improving employee's 

effectivenesss by an optimal utilization of their knowledge, skills and motivation is an 

importantt strategy for small-scale enterprises. 

Analysess on human resource management further indicated that the effect of human 

resourcess management on changes in business success was contingent on human capital of 

businesss owners and employees. Human capital of business owners is moderating the effect 

off  HRM on business success probably because better-educated owners are able to introduce 

neww ways of leading people and they are more receptive to ideas and initiatives of employees. 

Employees'' human capital is important because better-qualified employees can meaningfully 

contributee to decision making and learn firm specific skills more quickly. In summary, human 

resourcee management is a useful strategy in small-scale enterprises when there is high human 

capitall  in the firm. 

Additionall  comments need to be made concerning the human resource management 

measure.. In this study, the small business owner was asked about human resource strategies 

appliedd in his firm. Therefore one does not know whether business owner's intentions are 

reallyy translated into behaviors of personnel management. Possibly, future research about 

humann resource management should include employee measures. This may result in a more 

accuratee picture of personnel practices in small firms. 

Finall  remarks and conclusions 

Manyy shortcomings have already been mentioned. However, there are two limitations 

concerningg all analyses reported in this dissertation, which need to be discussed more in 

detail.. First, an important limitation is that analyses are based on owner-reported data rather 

thann on observation of behavior. Therefore, the results presented in this dissertation are 

somewhatt far from business owner's behavior and its causal relationship with business 

success.. A potential bias concerns business owners that may have intentionally or 

unintentionallyy provided inaccurate information. However, self-reported data also have 

advantagess because there is higher construct validity on subjective data compared to objective 

dataa (Smith, Gannon, & Sapienza, 1989). For example, it is difficult to observe business 
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owners'' goals and targets directly because they may be represented only internally. Therefore, 

anyy attempt to observe owners' goals must accept loose and incomplete definitions of the 

constructt of goals. On the other hand, self-reported data can provide accurate information on 

owners'' goals and targets, although these intentions may not always reach realization. 

However,, it is useful to study such intentions because intentions drive business owner's 

behaviorr (Birch, 1988). For those reasons subjective data was a useful source of information 

inn this dissertation. 

AA second limitation is that successful enterprises were over-represented in two ways. 

First,, enterprises were already existing at the time of wave one. Enterprises that failed prior to 

thatt time-point were not included in the study. Second, the longitudinal analyses included 

survivingg enterprises only. The reason behind this bias is simple; In 1997 - the second wave-

588 enterprises could not be identified again (experimental mortality 29%). They may have 

moved,, may have changed companies' name, or may have gone bankrupt. Since I did not 

knoww exactly about the whereabouts of these enterprises they were excluded from further 

analyses.. Consequently, business survival was not used as a dependent variable in this study. 

Sometimess one can assume that this bias makes it less likely to confirm the hypotheses 

proposed.. For example, given that business owners with low human capital have to close 

downn their company earlier than business owners with high human capital, business owners 

withh high human capital were over-represented as well. Since this results in reduced variance 

off  both dependent and independent variable correlation coefficients are reduced as well. 

Thus,, the results can be seen as a conservative representation of the human capital-success 

relationship. . 

AA strength of this dissertation is the longitudinal design, which allowed to hold prior 

levelss of success constant. This means that the predictors used can explain changes in 

businesss success. By using different times of measurement and different sources of 

informationn (interview and questionnaire) percept-percept problems were reduced. Thus, 

analysess presented in this dissertation reflect a conservative way of looking at relationships 

betweenn variables. 

Thee empirical results of this dissertation supported the assumptions of the Giessen-

Amsterdamm model of business owner's success (Figure 1). Goals and strategies are found to 

bee of central importance for business success. They represent the actions through which 

businesss success is accomplished. The right way of planning, HRM, action goals and action 

plans,, and growth orientation are leading to changes in success. But where do these goals and 

strategiess come from? Chapter 3 showed that achievement orientation leads to the use of 
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strategiess that are successful. Chapter 4 indicated that high human capital leads to more 

growthh orientation and to better action goals/ action plans. This result confirms recent 

empiricall  results of other studies. The relationship between owner's personality and success 

iss mediated by strategy (Baum, 1995, Frese, Kraus, & Friedrich, 2000). Similarly, the 

relationshipp between human capital (and/or competencies) and success was found to be 

mediatedd by strategies (Heron & Robinson, 1993b; Baum, 1995; Frese, Krauss & Friedrich, 

2000).. Based on these results one can conclude that characteristics of business owners relate 

too business success only through certain mediating processes. Thus, models of small-scale 

businesss owner's have to include mediator variables, which results in a much better 

predictionn of small-scale business success. 

Thee dissertation further highlights, that it is useful to study contingency theories in 

small-scalee enterprises (Sandberg & Hofer, 1987). Testing contingencies in large enterprises 

resultss in a high degree of error variance because different sub-units differ highly from each 

other.. Small-scale businesses are more coherent than large organizations and, therefore, 

contingencyy theories can be tested better. Results of empirical analyses indicated that 

environmentall  conditions moderate the effect of strategies on success. This is in accordance 

withh the Giessen-Amsterdam model and with empirical findings in the literature (Covin & 

Slevin,, 1989; Zahra, 1996). The dissertation indicated further that moderator effects appeared 

quitee consistently in every set of results presented. Important moderators identified were 

environmentall  conditions, cultural context, strategies, goals, and human capital. There were 

onlyy very few direct effects on business success. Thus, small business success is a complex 

phenomenonn and simple assumptions about direct relationships do not reflect business reality. 

However,, other moderator variables, which had not been studies in this dissertation are 

possiblyy important in predicting business success, such as for example motivation of business 

ownerss (Herron & Robinson, 1993a). It might be useful to develop a classification of 

moderatingg variables, which should be validated in further studies. I think, that the 

moderatorss identified in this dissertation can be fruitfull y used to develop such a 

classification. . 

Finally,, the dissertation highlighted the importance of using a longitudinal design, which 

iss seldom done in entrepreneurship research. Early efforts in entrepreneurship research had 

goodd reasons to use explorative case studies or cross-sectional studies to gain a first picture of 

thee field. However, developing a theory of small-scale business success requires to establish 

causall  linkages among variables (Low & McMillan, 1988). The analyses on business 

planningg presented in this dissertation provide a good example for the importance of using a 
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longitudinall  design (Rauch & Frese, 1988). Planning was related to success in wave one. 

However,, can we now conclude that planning has effects on small-scale business success? Of 

coursee not and results of longitudinal analyses indicated that there is no lagged effect of 

planningg on success. Results indicated that planning has contemporaneous effects on success 

inn uncertain and hostile environments. This means, that business owners are more successful 

whenn they plan more in uncertain and hostile environments, while in a non-hostile or certain 

environmentt those owners who plan less are more successful. On the other hand, it is possible 

thatt planning is more important for newly founded enterprises, for example to get government 

supportt of to raise money. To test this proposition empirically, one needs to collect first wave 

dataa already at the stage of business formation, because many business start-ups are likely to 

faill  very early. Thus, doing a longitudinal study requires to develop some hypotheses about 

thee correct time points. Live cycle theories may indicate good time points for a longitudinal 

study.. Dodge and Robbins (1992) for example tested a four-stage model that differentiated 

betweenn business formation, early growth, later growth, and stability. 

Thee dissertation provides practical implications for professionals in the field and 

businesss owners. First, business owner's characteristics are important, although not sufficient 

forr small-scale business success. This implies that selecting, supporting, and funding only 

potentiall  entrepreneurs with high achievement orientation and high human capital would be a 

badd practice. A bank may for example very well provide capital to a business owner with low 

humann capital, because he might be as successful as the highly educated business owner is. 

Theree are two important reasons justifying this argument. First, the effect of human capital is 

dependentt on the strategy used and on environmental conditions. Thus, the lowly educated 

businesss owner may very well be successful when using broad strategies and/or maneuver in 

favorablee environments. Second, the business owner can compensate a lack of human capital, 

forr example by setting high and specific goals and by introducing the right way of planning. 

AA long-term political intervention would imply to strengthen the education system, 

becausee human capital is important for small business success and therefore, for economic 

growth.. However, any attempt to increase potential business owner's characteristics is 

difficul tt to realize. Personality is relatively stable and it is expensive and time consuming to 

increasee human capital. Thus, both human capital and personality can not be easily changed 

inn the short term. However, characteristics of successful business owners affect goals and 

strategiess and they can be more easily changed and are, therefore, more useful intervention 

points.. Useful intervention points are goals, strategies, and actions because these can be used 

too compensate lacking achievement orientations or human capital. Start-up programs should 
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advisee potential business owners in business planing because planning helps to become 

successful.. However, at the same time owners must learn that planning is not always a useful 

approachh to business success because it helps only in certain situations. Therefore, owners 

mustt learn to scan environmental conditions adequately to apply planning accordingly. Other 

usefull  intervention points for training programs are growth goals, action goals/ action plans, 

andd personnel management. 

Obviously,, the set of analyses presented here can not answer all questions and can not 

deall  with the complexity of all issues of small business success. Entrepreneurship is an 

interestingg research area at an interface between business and psychology. However, much 

moree research is needed about the causal processes that lead to success. 
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