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Abstract

Thisisarticleisaliterature review of four entrepreneurship journal published between 2000 and 2008. A content analysis of
the literature review is categorized in four competencies to be included in entrepreneurship education processes. The article
use Pratt (1998) teaching model to identify the teaching perspective that best fit each competency. The article elaborate
teaching content from empirical research and suggest a sequence of how to present entrepreneurship content to new

students.
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Introduction

As capitalism emerged as the Western world's
dominant economic system, entrepreneurial activity has
become a magjor source of upward social mobility, job
creation, and economic growth (Carsrud & Brannback,
2007; Reynolds 2002). Having more countries achieving
stable democracies and adopting free market policies, the
ability to create businesses has become crucial for modern
nations to compete globally. To take advantages of the new
global scenario, governments commission initiatives to

increase the number of people able to start new businesses
and compete internationally.

Every month, the major entrepreneurship
journals come up with new valuable information about
entrepreneurship. However, the field increasingly stores
information about how entrepreneurship happens but little
is know about what can and ought to be taught from that
new knowledge. Few scholars researching entrepreneurship
adopt training perspectives that allow others to distinguish
what is a trainable content from what is not.
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The purpose of this article is to examine literature
published after year 2000 in four entrepreneurship journals
to identify teachable entrepreneurial content and use adult
education literature to inform how to teach it. Teachable
content is defined as the knowledge, skills, and attitudes
(KSA) that a person needs to perform effectively in afield
of practice (Gatewood, 2004). The field of practice in this
case is the creation of new firms. The research question
guiding this study is twofold: first, what are the mgor
research themes within the major entrepreneurship journals
and second, how can these themes and findings be
tranglated into something that can be taught.

M ethod

Before searching the extensive literature looking
for teachable content about entrepreneurship, what
teachable content means need to be further explained. In
this section, teachable content in terms knowledge, skills,
and attitudes are explained. The section finishes
establishing searching criteria to narrow the literature
review.

Knowledge, Skills, and Attitudes (KSA)

Traditionally, organizational psychologists used
the categories knowledge, skills, and abilities (KSA) to
label different types of learning outcomes. However,
because the term ability usualy cannot be well
distinguished from the term skill, Blanchard & Thacker
(2005) proposed a dlight change in the acronym. Blanchard
& Thacker (2005) argue that the difference between skills
and ability use to be that skills are acquired through
education and abilities through genes. Since, the hereditary
origin of abilities did never find scientific support, (p.7)
Blanchard & Thacker propose to use the “A” to refer to
attitudes instead of abilities.

The acronym KSA then stands for knowledge,
skill, and attitudes. Knowledge includes three level of
information processing. In the basic level, information is
stored for future uses (declarative). In the second level,
information is organized for effective retrieval (procedural),
and in the third level information finally is understood for
opportune and optimal application (strategic). The highest
level of knowledge is the strategic level and includes the
others two (Kraiger, Ford, and Salas, 2003).

Skills refer to the capacity to perform a set of tasks
(Dunnette, 1976). A human’s skillfulness is reflected when
the person is able to carry out observable rationa actions. A
person may have the knowledge about what and when to do
something but still be unable to do it. For instance, a man
may have knowledge about public speeches, be sure that he
can do it, and still remain speechless right after he arrives to
the podium. Skills imply actions, and actions imply control
over the body. Skills have a great dea to do with bodies.
The two levels of sKills acquisition are compilation (lower
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level) and automaticity (higher level). In the compilation
stage a person needs to think about what is doing while
performing. A person who masters the skill and uses it
often reaches automaticity. For instance, after three months
of driving a car, people can perform without thinking in
pedals, mirrors, or blinking.

The last letter of KSA stands for attitudes.
Attitudes are people beliefs that support or inhibit behavior
(Oskamps, 1991). The beliefs that a person holds about
something determines their paradigm. Attitudes affect
motivation and motivation affects how much effort a person
iswilling to make to achieve agoal.

When someone masters a group of KSA’s related
to a specific domain, we say the person is competent in that
domain. Competent people are able to fulfill assigned tasks
in the domain they master. For instance, a carpenter
receives a purchase order to produce a furniture in caoba
(caoba is an exotic fine tropica wood). To fulfill the
request, the carpenter needs knowledge to distinguish
different types of woods. Needs skills related to cutting,
shaping, varnishing, sanding, etc. And also needs the right
attitude to appreciate the importance of details, enjoy his
job, and pursue customer satisfaction. The level of
competency of the carpenter will be determined by the
combination of different KSA involve in the domain of
carpentry.

Searching criteria

Four journals were selected to examine: Journal of
Small Business Management (JSBM), Journa of Business
Venturing (JBV), Entrepreneurship Theory and Practice
(ETP), and Technoentrepreneurship. All articles published
between 2000 to mid-2008 from the four publications
selected were examined using the words entrepreneurship,
entrepreneurial, entrepreneur, and entrepreneurs to narrow
down the search. 414 articles were found in this first stage
when typing the words entrepreneurship, entrepreneurial,
entrepreneur, and entrepreneurs in the four journals. A
second stage included reading the abstracts of those 414
articles to determine whether they contained useful KSA to
teach to nascent entrepreneurs.

From the 414 abstracts identified in the first stage,
55 articles were considered to contain KSA following the
searching criteria. Those 55 articles were scanned to
explore their finding in depth. Scanning is the principle
method used to examine and analyze the literature (Lupica,
1985). Scanning has four basic steps: identifying materials
to scan, establishing criteria for selecting the most relevant
materials, establishing a database, and identifying issues
(Renfro & Morrison, 1983). In this study, scanning was
used to locate KSA on the literature.
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Selection Criteria

Five journals were review looking for teachable

content. In order to constitute teachable content, research
had to inform at some extent about how to start or run a
business or contain information translatable into learnable
KSA. Ideas, concepts, models, skills' description, tips,
processes, entrepreneurial experiences, etc. are some
examples of the type of information | was looking for on
the literature. Some articles found in the journals escaped to
the domain of entrepreneurship and other contain
information not able to be translated into KSA.
Four types of content was not consider trandatable into
KSA: () content related to economic systems or innovation
systems implemented by countries because these findings
do not inform about creating or running businesses. For
instance, “this study presents preliminary findings on the
relationship between economic development and the
prevalence of family vs. non-family firms in the United
States (Chang et a 2008, p.1)”. Economic development is
not a factor controllable by the teacher or the entrepreneur,
(b) content about family businesses were excluded because
family businesses happen in a different context that pure
entrepreneurship. The inter-kin issues that surround family
owned business is not present in typical entrepreneurial
settings and research questions in family business articles
are dightly different than entrepreneurship. To answer how
to teach family business, another similar research might be
pursued. (¢) Content about internationalization or corporate
entrepreneurship was excluded when not referring to small
businesses because mature firms fall out the scope of this
article. Lastly, (d) conceptual articles were excluded too
when conclusions are made without support on real cases,
empirical data, or are explanations of cognitive dynamics
with not clear practical applications. In general, articles
were further reviewed when the audiences to whom were
written were nascent entrepreneurs or entrepreneurship
instructors. Papers that aimed to explain the phenomena
conceptually were in general useless in terms of relevant
content to be taught to nascent entrepreneurs. Most articles
in the journals reviewed were typically written having in
mind other researchers and/or policy makers, which is
useful to set further research but not to develop curriculum.

Analysis

Content analysis was used to categorize the
literature. In content anaysis, codes, themes, and
overarching themes are used to organize the findings.

First Sage. The first stage proceeded scanning the
selected 55 articles to recognize KSA. While reading the
articles, a topic or theme was assigned to classify each
article. After assigning a topic or theme to each article,
preliminary overarching themes were created to collapse set
of codes. These overarching themes aspired, after a

J. Technol. Manag. Innov. 2008, VVolume 3, Special Issue 1

posterior depth analysis, to become entrepreneurial KSA.
Eleven preliminary overarching themes were created:
Industry Knowledge, Starting Up, Venture Financing,
Growing, Commercialization, Opportunity recognition,
Opportunity exploitation, Networking, Team Building, HR
Best Practices, and Legitimacy. These preliminary
overarching themes represent KSA identified in the
literature that an entrepreneur should manage to start and/or
run a business. Industry knowledge refers to relevant
knowledge about a specific market, product, or customer
needs that enable entrepreneurs to start a business. The
theme Starting Up includes the activities that constitute the
gestation process and allow the acquisition of the critical
resources to create the nascent organization. Developing
prototypes, purchasing materials, renting/buying
facilities/equipment, investing own money, committing full
time to the venture, hiring employees, and engaging in
promotional efforts are activities related to new firm
formation (Newbert, 2005). The theme Venture Financing
includes all researches about leveraging money to start a
new business. Financing can come from venture capitalists,
banks, relatives, or friends. The theme Growing refer to the
process of stabilizing the business right after gestation
activities were performed and how the business achieve
surviving. The theme Commercialization refers to sales
strategies typically used by new business. Opportunity
Recognition refers to the special talent that entrepreneurs
have to identify opportunities. Opportunity Exploitation
refers to the specia talent that entrepreneurs have to exploit
opportunities. Networking refers to the skill of building
social capital. Social capital is the sum of actual and
potential resources embedded within, available through,
and derived from the network of relationships possessed by
individual entrepreneurs (Liao & Welsch, 2005). Team
Building refers to the process through which shared goals,
interdependence, trust, commitment, and accountability are
building among a team work. The theme Legitimacy refers
to the acceptation that customers and stakeholders develop
toward the new venture and the spread of knowledge about
a new venture and its products. HR Best Practices referred
to the adoption of formal HR practices aong with the
development of the new venture. Legitimation means that
people are knowledgeable users of the product or service
offered by the new venture (Aldrich and Fiol 1994).
Legitimation is high when the activity becomes so well
known that it is taken for granted (Hannan and Freeman
1989).

Second stage. A second analysis was performed to
collapse some of the eleven preliminary themes into more
general  overarching themes. The generd theme
Opportunity Recognition absorbed opportunity recognition,
opportunity exploitation, and industry knowledge. The
general theme Business Creation absorbed Venture
Financing and Starting Up. All these activities are
considered part of the business gestation process (Newport,
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2005). The general theme Networks absorbed Networking,
Team Building and Legitimacy because the literature
associates these skills to the identification, building,
maintaining, and exploiting of persona relationship.
Entrepreneurial team member aways emerge directly or
indirectly from the entrepreneur network of acquaintances
(Chowdhury, 2005; Forbes et a. 2006; West, 2007).
Growing and commercialization become the general theme
Business Devel opment.

Results

Four genera themes were created to frame
entrepreneurial competencies or KSA: (a) networks (b)
opportunity recognition, (c) business creation, and (d)
business development. In the following sections each theme
is described to present results of the literature review. The
order in which each genera theme is presented follows the
order that entrepreneurial competences should be acquired.
Research shows that entrepreneurship poses rich networks
and using these networks they set up organization to exploit
opportunities. After opportunities are found, entrepreneurs
develop their businesses to make the business growth.

Networks

The concept of network management can be equal
to social capital management. Socia capital encompasses
structural capital, relational capital, and cognitive capita
(Nahapiet, and Ghoshal, 1998). Structura capital refers to
the number of people included in anetwork and how distant
they are, from the node and from each other. Relational
capital refers to the frequency of the interactions between
the members of the web. Cognitive capital refers to the
diversity of people participating in the network. Liao and
Welsch (2005) found that the general public had similar
levels of socia capital, lower levels of relational capital,
and relatively higher levels of cognitive capital than nascent
entrepreneurs. However, entrepreneurs were much better at
converting social capital into relational capital, concluding
that successful entrepreneurs use their networks intensively
to access resources, influence norms, change practices, and
develop trustfulness.

Entrepreneurs need to combine their abilities to
start a business (Gartner, 1985). Their need more skills than
an individua would likely to have on their own. Ensley et
al., (1998) suggests that team heterogeneity is an important
factor for firm performance. However, Chowdhury (2005)
showed that heterogeneity is not as important as
commitment and integration of team members.
Commitment and integration can be homologated to the
concept of cognitive comprehensiveness. Cognitive
comprehensiveness is related to the capacity of team
member of balancing similarities and differences in a
productive ways. Cognitive comprehensiveness has been
found to have a positive influence on sales growth and
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profit growth (Simons et al., 1999). Highly cognitive
comprehensiveness facilitates the wuse of diverse
perspectives on team problems, a variety of potentia
solutions, and a variety of criteria to make complex and
innovative decisions. Comprehensiveness goes beyond
complementary of functional business background.
Business background has shown to not significantly
contribute to cognitive comprehensiveness or team
commitment. Technology-based ventures teams need to be
especially proficient interchanging ideas productively
(West and Meyer, 1997).

The composition of the entrepreneurial team is
strategic. Forbes et al. (2006) found that, when
entrepreneurial teams are created, known candidates have
more chances to be selected. However, is not the functional
background what predominates the choice of a new
member, but how well the new member would fit the
values, norms, and systems of the organization being
created (Sapienza et al., 1991). Page (2007) found that new
venture success depends much on how the founding team
collectively understands its world, estimates effects of
action, makes decisions, and alocates appropriate
resources. Page (2007) researched two structural
characteristics of collective cognition (differentiation and
integration) and found that both are strongly related to firm
performance.

Opportunity Recognition

The second set of KSA's developed from the
literature is related to the entrepreneurs’ ability to identify
and exploit opportunities. Opportunity is the chance to
introduce innovative (rather than imitative) goods, services,
or processes to an industry or economic marketplace in
exchange of resources (Schumpeter, 1950). Kirzner (1979,
1985) introduces the theory of entrepreneurial aertness
proposing that entrepreneurs have a special talent to
identify opportunities.

Maximum return on investment happens when
opportunities match with the right decisions about resource
allocation. To make optimal alocation decisions,
entrepreneurs need to understand the dynamic of the game
(the industry), the processes through which resources are
transformed (suppliers of raw materials or information),
and the corresponding value of benefit created to the
customer (ability to fulfill needs, wants, and fears as well as
the willingness to pay) (Kirzner, 1979).

Shepherd and DeTienne (2005) found that
opportunity identification and innovation have similar
foundations. Both are based on prior knowledge and
interchange of information. Entrepreneurs with higher prior
knowledge of customer problems identified more
opportunities and opportunities with higher degrees of
innovation. People who possess industry knowledge and
interchange ideas with others identify more opportunities
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and produce more origina ideas. Another factor, such as
the individual’s socia network, has aso been related with
the identification of opportunities (Aldrich & Zimmer,
1986; Granovetter, 1985; Singh, Hill, Hybds, & Lumpkin,
1999).

In the same way that specific human capital and
information  acquisition  affects the discovery of
opportunities, the manner in which an individual transforms
and combines exiting knowledge also affects opportunity
identification (Corbett, 2007). In order to discover
opportunities, entrepreneurs must know the industry and the
market as well as possess the cognitive abilities to
synthesize information and identify opportunities (Shane &
Venkataramen, 2000). Gaglio (2004) supports this finding
by showing that counterfactual thinking and mental
simulations are two cognitive tools that help entrepreneurs
think creatively and develop the ability to identify
opportunities. “Counterfactuals and mental simulations
have tremendous value in helping human beings create a
better future, not only by correcting past mistakes, but by
imagining even more desirable futures (p.548)".

Business Creation

In highly interconnected and fast business
environments, customers need certainties about the capacity
of their supplies to fulfill their demands. To build a
reputation is a critical entrepreneuria challenge. New
venture gestation is not only a process characterized by the
acquisition and transformation of resources but also a
process of acquiring organizational legitimacy. At the same
time that entrepreneurs obtain resources to survive, they
need to gain the trust of customers that do not know them.
Entrepreneurs that finally achieve legitimacy will respond
to competitive threats successfully (Baum and Oliver, 1992;
Stinchcombe, 1965).

Shepherd and Zacharakis (2003) suggests that to
build legitimacy in the three dimensions (product,
organization, and management), priority should be given to
help customers become knowledgeable about the product,
followed by customer knowledge about the organization.
Although such actions still will build cognitive legitimacy,
less attention should be given to building customers
knowledge on the entrepreneurs themselves, rather
attention should be diverted to the product the
entrepreneurs have to offer.

Developing cognitive legitimacy in the product
can be expensive and may be beyond the financia
capabilities of typical resources constrained in new venture
startups. It may be better to allow another firm to pioneer
the new product and then enter once the product has
obtained a sufficient level of cognitive legitimacy. Schaanrs
(1994) proposes that pioneers typically fail. Successful
companies are those that follow. Alternatively, a new
venture could share the pioneering effort with a partner or
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with an implicit agreement that encourages another firm
pioneer to join the new project.

Delmar and Shane (2004) confirm prior findings
that the creation of social ties to externa stakeholders, the
establishment of routines to transform resources, and the
creation of legitimacy are survival enhancing for new
ventures. They aso emphasize that the creation of
legitimacy is a particularly important part of this process.
Their evidence suggests that completing business plans and
establishing a legal entity early in the life of a new venture
are advantageous to new ventures because these activities
facilitate the transition to other firm organizing activities.
Initial survival depends heavily on undertaking legitimating
actions.

Van Auken (2005) surveyed 88 high tech small
businesses to assess their knowledge about bootstrapping
financing methods. Nascent entrepreneurs showed not to be
familiar with the potential advantages of bootstrap
financing. Results suggested that providing training about
bootstrap financing would be beneficial for nascent
entrepreneurs.  Understanding  the  importance  of
bootstrapping can help entrepreneurs to formulate strategies
acquiring aternative sources of capital especially when
traditional sources are unavailable or difficult to acquire.

Bettignies and Brander (2007) examine the
entrepreneur's choice between bank finance and venture
capital. Their research suggests that this choice should be
subordinate to the venture capitalist's ability to provide
managerial advice. The ownership transferred to the VC
weakens the entrepreneur's incentive to provide effort.
Therefore, the choice between venture capital and bank
finance should consider the trade-off between venture
capitalist (VC) productivity and the entrepreneur's effort
dilution. “Higher levels of VC productivity favor the use of
venture capital finance. Thus, we expect to see venture
capital finance in cases where the VC can provide high
levels of managerial value-added (p.826)”.

Howorth and Moro (2006) advise entrepreneurs
about developing stronger forms of trust with bankers. A
good relationship with bankers would require less effort
spent on providing information for bank monitoring and
lower requirements for collateral, which is often a sticking
point in demand for finance. From the bank’s point of view,
trust mitigates adverse selection and moral hazard, reduces
screening, and monitoring costs.

Financing the venture is one of the various
gestation activities identified by in the literature (Newbert,
2005). Entrepreneurs should learn about the other stages
involving in the creation of a new business but they should
notice that specific industries and products involve different
stages. Entrepreneurs do not engage randomly in various
gestation activities. Newbert (2005) found that certain
commonalities exist in the process of new firm foundation.
However, this process can differ in complexity depending
on market dynamism and technological level of the venture.
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Velocity of a market's growth, for instance, would reduce
the complexity of the gestation process. The higher the
growth of the market, the fewer components the gestation
process will have.

While no empirical studies test the relationship
between new firm foundation experience and the
probability of successful forming a new firm, studies do
report a negative relationship between new firms formation
experience and venture performance (Jo & Lee, 1996;
Westhead & Wrtght, 1998, Colombo & Delmastro, 2001).
Knowledge about the industry should not be confounded
with previous experience as a business founder, especially
when referring to high tech entrepreneurs (Newbert, 2005).
Previous experience has shown to have a satistically
significant negative impact on start up success for high tech
entrepreneurs (Newbert, 2005). Prahalad and Bettis' (1986)
argument might help to understand this apparently
contradiction. Prahalad and Bettis (1986) posit that nascent
entrepreneurs with past experiences may be inclined to
reuse successful past initiatives. However, the repertories of
tools and ideas that top management used to make strategic
decisions in the past can be inappropriate under different
conditions (p.493). Prior founding experience may be either
unimportant or even detrimental to success in dynamic
markets.

The negative relationship between new firm
formation experience and success may be indicative of a
learning effect not yet conceptualized. Entrepreneurs might
benefit from training to become aware about their espoused
theories (Argyris & Schon, 1974). Entrepreneurs need to
learn to incorporate reflexively their past experience.
People tend to keep using the ideas that brought success to
them. However, as Newbert (2005) showed, it can be
detrimental when not done reflectively.

Business Devel opment

After entrepreneurs have recognized the
opportunity for business and have finally put the
components in place, the next step is to make the business
grow. In order to succeed in developing their businesses,
entrepreneurs use al their KSA to: disclose new
opportunities, opening new markets, attracting new
customers, and leveraging resources from their persona
ties. One of the strategies entrepreneurs use to grow and
consolidate their business is to conquer new markets. New
ventures that enter in early stages of industry development
have greater profit potential (DeCastro and Chrisman,
1995) but also greater mortality risks (Mitchell, 1991).
Timing of entry and performance depends on the conditions
of the external environment facing the new venture
(McDougall et a., 1994). A way to save resources for small
business when exploring a new market is mimicry. Mimicry
refers to the degree to which new ventures imitate the key
practices of other competitors or other firms from related
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industries. Small businesses use to enter a high-technology
industry by reverse engineering the technology of the
market leader’s or imitating the leader’ s marketing strategy.
The level of mimicry that a new venture exhibits may have
a significant effect on its performance (Levesque and
Shepherd, 2004 p.32). However, there must be an
acknowledgement that different markets demand different
entry strategies. For instance, emerging and developed
economies require different entry strategies (p,32).
Levesque and Shepherd (2004) propose a mathematical
model to evaluate when to approach the market as well as
the level of mimicry that entrepreneurs should implement.
To teach this model to entrepreneurs could be an important
skill to increase likelihood of consolidates their businesses.

Another challenge for small businessis to compete
with larger companies and be able of commercialize their
innovations. Successful commerciaization of new product
requires (a) understanding of the market, (b) customer
involvement in the development of products, and (¢) an
attractive market that matches the product (Jolly, 1997,
Mohr et a., 2001). Pellikka and Lauronen (2007)
researched 12 small healthcare technology firms located in
Finland to better understand and describe the process that
firms go through to commercialize new products. Results
showed that half of the firms commercialized intuitively,
without awritten plan. Pellikka and Lauronen (2007) report
a five stage process: idea development, business concept
design, market launch, business development, and
maintaining. The first four stages are issues typically
present in nascent entrepreneur. Idea development starts
when the idea of innovation is conceived and ends with a
structured view of the product and profitability calculations.
During this phase, close cooperation with customers
provide information that can be exploited in the
commercialization process later. Share expenses during the
pilot projects and product development was usual.
International conferences were found to be important
channels to gather information about the market. Business
concept design starts with the decision to pursue research
and design activities and the search for distributors. Market
launch implies promotion of the new product. In this stage,
distributors have a key role to estimate market size and
target demand. A major challenge during this phase is to
collect useful information about market dynamics,
customers, and distributors. Business development implies
the search for new markets. Since gaining a successful
market position requires extra resources, to accelerate
growth firms use to look for partnerships. Finding
motivated and committed partners is a challenge. The
smallest partners can be the better choice. They are more
agile and motivated to operate with the innovation, which
could become a competitive advantage.

An entrepreneur's hallmark is perseverance,
resilience, and permanent self-motivation. Until the
business has secured minimal resources to survive,
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successful entrepreneurs push themselves harder than
typical worker. Delmar & Wiklund (2008) studied the role
of moativation in business growth. They hypothesized that
small business managers growth motivation has a unique
influence on firm outcome measured in sales and number of
employees. Data were gathered using telephone interviews
from a Swedish sample of 1893 small firms. Results
showed that growth motivation is an important predictor of
growth concluding that the motivation of managers affects
firm outcomes. This research also found that motivation is
partially affected by previous outcomes but remains
relatively stable over time. Namely, entrepreneurs may be
affected by past failure but their ambition for growth
remains despite bad experiences. This research supports the
idea that perseverance is an important characteristic of
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successful entrepreneurs and entrepreneurs should learn
how to maintain motivation and ambition for growth.

The size of a business may lead managers to
believe the firm is powerful enough to ignore competition.
Staying tuned with customer needs is the best strategy to
gain market share against more consolidated companies.
Pelham (2000) researched small manufacturing firms
regarding significant factors related to performance
funding. Their research showed that that market orientation
has the strongest positive relationship with measures of
performance. The most influential market orientation
elements are fast response to negative customer
satisfaction, creating value for customers, and fast detection
of changes in customer product preferences.
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Discussion of Findings and Implicationsfor Teaching

Competency Knowledge Skills Attitudes
Person-organization fit Manage socia relations Using social networks
Cognitive comprehensiveness Evaluate different perspectives
Human Capital (flexibility)

Management Balance collective cognition Interchanging ideas productively
with partnersin an existing
organization

Make optimal resource allocation decisions Interchanging ideas productively Spouse theories challenging
. with people in ano existing
?;%cgrtﬁ?gg organization

Industry knowledge
Combine information productively at individual level
Think counterfactually
Business Planning Trust facilitation
Establishing alegal entity Spouse theories awareness

BUSINESS Identifying legitimating actions Reflective action

. bootstrapping financing methods Reliance assessment

creation : . .
Pros and cons of different sources of financing
gestation activities
Research skills
New entry strategies Perseverance
Market assessment Resilience
Mimicry self motivation

BUSness Reverse engineering growth motivation

d Commercialization and promotion of new products Customer orientation

evel opment

Finding the right partner for growth

Market orientation

Creating seductive narratives for
business
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Table 1 presents a summary of the teachable

content (i.e.,, KSA's) identified in the literature. The KSA’s
are grouped into four competencies. network, opportunity
recognition, business creation, and business development.
These four competencies are related in some way to the
research published on entrepreneurship journal. This is
finding is very unique in term if being the first in extracting
KSA from empirical research. According to what was
found on empirical research, these four overarching
competencies or KSA should be included as part of
entrepreneurship education process.
After identifying KSA’sin the major academic journas, the
question of how these KSA’s could be taught and evaluated
is still unanswered. To answer this question, different
teaching perspectives can to be examined in light of the
benefit of learning different KSA through different
contexts. The best perspective should be determined
considering different factors, such as. (b) the subject matter
to be taught, (a) whether children or adults are being taught,
and (c¢) what the professor understands as their teaching
perspective. For instance, teaching bootstrapping methods
can be easier than teaching balancing collective cognition.
Therefore, different teaching perspectives should be used
considering the content. Whether children or adults are
being taught , Knowles (1973) proposes differences
between adults and children as learners by understanding
maturity level. As humans mature, they become more
independent and self- directed, accumulating a growing
reservoir of experience which is a rich resource for
learning. Here the intersection of adult learning and
entrepreneurship in converged to understand the variables
of socia roles, demand for the immediacy of knowledge
application, and internal motivation.

In the same way the audience may impact
effectiveness of teaching practices, the instructor’
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commitments influences too. As an instructor, being more
committed either with learners, contents, or contexts
determines the teaching approach to be adopted (Pratt,
2005). Educators committed to the learning that is
occurring with the students primarily aspire to help their
students gain confidence, self-esteem, and dignity. They do
not care much about schedules or programs, they focus on
the student. Educators committed to disseminating content
feel a strong devotion to the discipline they practice. They
feel passion about chemistry, nursing, or literature and
expect learners to become dedicated to the field too.
Educators committed to the context of learning aim to place
learning in authentic framework of practice (Pratt, 2005).
They think that significant learning only happen when
practiced in real world. The different commitment professor
adopt determine the teaching perspective they implement.
Pratt (2005) describes five qualitatively different teaching
perspectives. The five perspectives are: (a) transmission, (b)
apprenticeship, (c) developmental, (d) nurturing, and (€)
social reform. Transmission is perhaps the most traditional
and long standing perspective on teaching. Educators using
this perspective believe that knowledge and procedures can
be effectively transmitted to learners. Teachers using the
apprenticeship perspective aim to embody the skills of their
community of practice in their students. The developmental
perspective looks to model ways of being. Professor using
this perspective permanently challenge the ideas and
paradigms hold by their students. In the nurturing
perspective, educators seek to increase self-efficacy among
students. Professor using this perspective teaches from
complete acceptation of the human being the have in front.
The focus is increase self confidence in the student. In the
social reform perspective, educators promote a better
society through the understanding and use of socid
contexts.
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Table 2 presents the 38 KSA’ s and suggests which teaching perspective and would be the most appropriate considering
the nature of the KSA promoted.

Content Most effective Teaching
perspective(s)
Person-organization fit Transmission
Make optimal resource allocation decisions Transmission
Industry knowledge Transmission
Combine information productively at Developmental
individual level
Think counterfactually Developmental
Business Planning Transmission
Establishing alegal entity Transmission
Identifying legitimating actions Transmission
bootstrapping financing methods Transmission
Pros and cons of different sources of Transmission
financing
gestation activities Transmission
Research skills Apprenticeship
New entry strategies Transmission
Market assessment Apprenticeship
Mimicry Transmission
Reverse engineering Apprenticeship
Commercialization and promotion of new Transmission/App
products
Finding the right partner for growth Nurturing
Market orientation Transmission,
Manage social relations Apprenticeship, Developmental,
Social Reform
Cognitive comprehensiveness Developmental

Balance collective cognition

Interchanging ideas productively with people
in ano existing organization

Trust facilitation

Spouse theories awareness

Reflective action

Reliance assessment

Using socia networks

Evaluate different perspectives (flexibility)

Interchanging ideas productively with
partnersin an existing organization
Spouse theories challenging
Perseverance

Resilience

self motivation

growth motivation

Customer orientation

Apprenticeship Developmental
Apprenticeship, Developmental,
Nurturing
Apprenticeship Developmental
Nurturing and Social Reform
Apprenticeship Developmental
Developmental
Transmission Developmental
Apprenticeship Developmental
Apprenticeship Developmental
Nurturing
Apprenticeship Developmental

Developmental Nurturing
Developmental Nurturing
Developmental Nurturing
Developmental Nurturing
Developmental Nurturing
Developmental
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Conclusions

From 414 papers scanned and 55 analyzed, four
overall competencies including 37 different KSA have been
identified. As the introduction of this article proposed, most
of the research reviewed aimed to feed entrepreneuria
theory rather to inform entrepreneurship curriculum. Any
attempt to identify teachable content from the literature has
to be through the author’s interpretation of what could be
valuable content. Most empirica research found on
entrepreneurship literature is not directly related to
entrepreneurial action. Few articles address entrepreneurs
or entrepreneurship educators needs clearly. Content
related to knowledge was much easier to find that content
related to skills or attitudes needed to succeed as
entrepreneur. A possible explanation is that scholars
researching entrepreneurship tend to be more competent
with the elaboration of ideas than practicing skills or
conceptualizing attitudes.

The contribution of this paper isto provide a set of
KSA able to be taught that have support on empirical
research rather on subjective intuition of experienced
entrepreneurs or professors. Another important innovation
provided by this article is to bring adult education literature
to observe that not all entrepreneurship content should be
taught using the same teaching perspective. In addition,
entrepreneurship education curriculum should be elaborate
considering the best sequence to provide entrepreneurial
skills to new students. Start teaching network or business
creation can be more effective that start teaching business
creation or business growth to students who do not manage
the previous set of KSA.
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