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The NDSU Extension Service partici-
pates in an on-going entreprencurship
program called “Be Your Own Boss,”
which teaches junior high school youth
aged 11 to 15 how to start businesses.

Although the format of the program
varies from county to county, it typically
is divided into four three-hour sessions.
The intent of the program is to guide
youth through the steps of starting their
own businesses. They learn how to con-
struct an entrepreneur profile, develop
time-management strategies, creare busi-
ness plans, conduct marketing research,
assess financial needs, compile records,
and promote their efforts through adver-
tising. County extension staff conduct
some of the course lectures and recruic
community experts to conduct others.

This report explores the impact of the
“Be Your Own Boss” program. First, who
attends the programs? McClelland (1987)
stated that people with high achievement
motivation will be attracted to the busi-
ness world because it provides them with
risks, personal achievement, unambigu-
ous feedback in the form of profits, and
specific accomplishments. We developed
a profile of youth who attended the pro-
gram to see if they already were entre-
preneurs or were interested in becoming
entrepreneurs.

Second, what factors account for
differences in participants’ business
knowledge and interests? Researchers find
that adult entrepreneurship is a product
of childhood socialization experiences.
McClelland (1987) found that a coun-
ty’s economic success is linked to its
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emphasis on achievement, especially as
this emphasis is conveyed to the country’s
youth. Winterbottom (1958) indicated
that children who have been encouraged
and are expected to achieve outside their
home at an early age demonstrate higher
achievement motivation than those who
are encouraged at later stages of develop-
ment. The optimal time for parental
encouragement appears to be between the
ages of six and eight. Bowen and Hisrich
(19806) suggested that parents who are
supportive and encourage independence,
achievement, and responsibility enhance
children’s interest in becoming entrepre-
neurs. Promoting an entrepreneurship
orientarion among the young can have
long-range results.

Third, do young entrepreneurs
differ from young nonentrepreneurs?
Researchers have attempted to identify
personality traits that differentiate people
who start businesses from those who do
not. McClelland (1987) reviewed the
research literature on entrepreneurship
characteristics and found that some of the
most frequently named traits were confi-
dence, perseverance, energy, resourceful-
ness, creativity, foresight, and initiative.
If certain personality characteristics are
related to entrepreneurship, program
leaders should encourage the develop-
ment of these characteristics or target
people who already possess these charac-
teristics as potential workshop members.
Miller (1987} suggested universities in-
corporate these characteristics into their
curricula to produce graduates with
entrepreneurial interests.




The Study

The program evaluation began
during the fall of 1991. Part of the
evaluation included a survey, which was
distributed in three phases to program
participants. First, the instructor gave an
initial ques-tionnaire (pretest) to the
participants before the course began.
Second, after the participants completed
the course, the instructors distributed a
postcourse ques-tionnaire (posttest).
Third, a follow-up questionnaire was
mailed to the participants three months
after they completed the program.

The initial questionnaire included
items about the participants’ past business
experiences and their business knowledge
and interests. Other items focused on
their personality characteristics, personal
interests, extracurricular activities, work
experience, grades, future goals, and dem-
ographic background. We also included
questions about the participants’ percep-
tions of their parents’ financial status,
parental support, and parental/sibling
modeling of entrepreneurship.

The programs were conducted in
counties throughout the state in July and
August, 1991, with 77 youth enrolled.
All 77 of the youth completed the pretest,
27 youth completed the posttest, and 24
youth completed the follow-up question-
naire. One-half of the participants were
male (52 percent) and one-half were
female (48 percent). The ages of the
students ranged from 9 to 15, and nearly
one-half of the students were 11 or 12
years old.

Profile of Program Participants

Most of the youth in the program
were not entrepreneurs before they
started the program. Twenty-four percent
of the participants had started a business
before the program. Of these, 83 percent
had started their businesses with someone
else. The types of business starts varied,
with nearly as many enterprises as there
were entrepreneurs, although most in-
volved either sales or services.

Most of the pretest participants (80
percent) were either “interested” or “very
interested” in starting a business during
the next one or two years. That percent-

age remained nearly the same for the
posttest (83 percent) but declined in the
follow-up (60 percent). While the pro-
gram may ignite some of the youths’
interests in business, retention of
business interests was a critical element.
The program participants were given
a list of business types and asked to mark
their level of interest in each. The largest
percentage of the youth were “interested”
or “very interested” in starting businesses
that involve working with animals (80
percent). Other categories, in descending
order, included using a computer (71
percent), providing entertainment or
recreation (67 percent), working with
children or the elderly (62 percent), sell-
ing or retailing (61 percent), and starting
businesses that involve organizing or
managing (57 percent). Fewer were
interested in more physically demanding
businesses involving cleaning or painting
(47 percent), making or manufacturing
(38 percent), building or constructing (38
percent), repairing or fixing (31 percent),
or moving or transporting (21 percent).
The profile of a typical program
participant was a youth who had not
started a business, who was definitely
interested in starting a business, and
who held a variety of business interests.

Program Impacts

The program’s impact was assessed by
repeating the pretest measures of business
knowledge and interest on the posttest
and follow-up surveys. Respondents were
asked on the follow-up survey if they had
actually started a business in the interven-
ing months since the workshop. Despite
the small number of respondents, the
results were consistent.

The program increased the number
of participants who possessed business
knowledge of eight basic activities: (1)
developing business ideas, (2) deter-
mining costs, (3) estimating prices, (4)
obtaining loans, (5) keeping records, (6)
advertising, (7) selling to family and
friends, and (8) selling to people other
than family and friends. A substantial
percentage of the youth (47 to 80
percent) already knew how to perform at
least seven of the eight basic activities
before the program. The only activity
about which few of the participants (28
percent) reported knowledge was dis-
cussing loans (Figure 1).
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Figure 1. Percentage of participants who reported business knowledge (pre-, post-, and follow-up surveys)
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Following the program, the percent-
age of youth who knew how to perform
any or all of the eight knowledge areas
increased. After the program, most par-
ticipants indicated that they knew how o
sell to nonfamily membets {96 percent),
sell to family members (89 percent),
develop business ideas (82 percent), ad-
vertise (75 percent), and keep records (75
percent). However, many of the youths
still had difficulty with the financial com-
ponents of business, such as obtaining
loans; and the percentage who reported
knowledge of pricing (roughly 67 per-
cent) remained unchanged.

After the program, knowledge im-
provement was greatest in developing
new ideas, selling to nonfamily members,
obtaining loans, and determining costs.
The percentage of the participants who
indicated knowledge in these areas in-
creased by 35, 24, 22, and 20 percentage
points, respectively, after the program.
Smaller gains in knowledge were in sell-
ing to family members and determining
prices, partly because many already knew
these business skills. The percentage of
the youth who understood these business
skills increased by only 9 poincs after the
program.

Youth who already had started 2
business before the program and those
who had not started one both reported an
increase in business knowledge, although
starters gained more business knowledge
than did nonstarters. Starters and non-
starters already knew an average of 4.6 of
the eight business knowledge areas before
the program. However, starters’ knowl-
edge base increased to an average of 6.7
areas after the program compared 5.6 for
the nonstarters. And, during the follow-
up survey, the knowledge areas of starters
expanded to an average of 7.0 compared
with 5.6 for the nonstarters. The partic-
ipants who had started businesses before
the program may have understood the
need for some of the knowledge the
program covered.

The program’s impact on heightening
the participants’ interest in starting a
business was less clear. On the pretest,

41 percent were “very interested” in
starting a business in the next one or two

years. On the posttest, 54 percent said
they were “very interested,” but only 20
percent gave this response on the follow-
up survey.

Lirtle change in interest level was
evident in youths’ interest in 12 types of
business activities on the pretest, posttest,
and follow-up surveys. The workshops
seemed to have a limited effect on in-
creasing what appears to be already high
levels of interest in starting a business.

Comparing Youth Entrepreneurs
with Nonentrepreneurs

We compared three groups of partic-
ipants: (1) those who had started busi-
nesses before the program (“starters”), (2)
those who had not started a business but
were interested in doing so (“interested
nonstarters”}, and (3} those who had not
started a business and were not interested
in doing so (“less-interested nonstarters”).
The analysis included 74 participants: 18
starters, 18 interested nonstarters, and 38
less-interested nonstarters. Three of the
original 77 participants did not answer
the classificatory items on the question-
naires and were therefore dropped from
the analysis.

The three groups’ levels of six person-
ality characteristics associated with entre-
preneurship were measured on a set of 23
semantic differential scales, indexed to
form six personality factors. We found
support for the notion that entreprencurs
typically have high levels of drive, need
for achievement, need for control, risk
taking, and independence. Starters had
slightly higher scores on independence
and need for control. Interested nonstart-
ers had slightly higher scores on drive,
need for achievement, and risk. No dif-
ferences were found among the three
groups in level of confidence. Less-in-
terested nonstarters had lower scores for
each characteristic than did starters or
interested nonstarters.

These personal characteristics may be
related to the types of parental support
the youths received from their families.
The youths rated the degree to which
their parents encouraged certain
behaviors or characteristics related to
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entrepreneurship. Starters and interested
nonstarters tended to report that their
parents provided them with more
independence, support for achievements,
responsibility, and support for attempted
activities than did less-interested
nonstarters.

The youths were asked to list their
personal interests such as favorite subjects
and hobbies. Starters reported substan-
tially less interest than nonstarters in
science. Science was the favorite school
subject for 47 percent of the starters
compared with 78 percent and 80
percent of the interested nonstarters and
less-interested nonstarters, respectively.
Starters were less likely than nonstarters
to report that they received “mostly As”
in school. Eleven percent of the starters
said they were A students compared with
50 percent of the interested nonstarters
and 39 percent of the less-interested
nonstarters. Starters were somewhat more
interested in skill-based hobbies such as
photography or computers, although the
differences among the groups were not
significant (Table 1).

Starters were more likely than non-
starters to participate in selected extracur-
ricular activities. Starters and interested
nonstarters participated in an average of
one or two sporting activities, particularly
baseball, basketball, and gymnastics,
whereas less-interested nonstarters par-
ticipated in an average of less than one
sporting activity. The level of participa-
tion in nonsports extracurricular activities
among the three groups did not differ.
However, starters were twice as likely to
participate in 4-H than nonstarters. This
finding may result from the program’s
connection to the Extension Service and
the means by which the program partic-
ipants were recruited.

The percentages of the three groups
who had worked either for family or
nonfamily for pay did not differ. About
seven out of 10 of all the youths had
worked for their families for pay and
about eight out of 10 of all the youths
had worked for someone other than their
families for pay.

Participants reported about career,
educational, and residential goals. Starters




Table 1. Percent of “Be Your Own Boss” program participants by selected

variables.
Non-starters

Selected Variables Starters Interested Less-interested X2
Favorite hobbies

Collecting 7 17 17

Athletics 20 28 25

Skills-related 73 56 58 1.48
Favorite subject in school

Science 47 78 80-

Other 53 22 20 5.66*
Grades in school

Mostly As 11 55 36

Less than As 89 45 64 4.08"
QOccupational preference

Professional/managerial 71 50 39

Technical/production 29 50 61 3.64"
Educational preference

College 100 78 84

No college 0 11 12

Don't know 0 11 4 4.54
Residential preference

Farm/small town 56 35 44

Large town/city 44 65 56 1.49
Financial status preference compared with family’s financial status

Want more money 83 71 78

Want same or less money 17 29 22 0.82
Worry about family having enough money today

Worry 62 56 32

Don't worry 38 44 68 432"
*ple 0.1

were more likely to hope for professional
or managerial jobs when they grow up
(71 percent} than were either the inter-
ested or less-interested nonstarters (50
percent and 39 percent, respectively).
Starters were somewhat more likely to
identify college as an educational goal
(100 percent) than were the interested or
less-interested nonstarters (78 percent
and 84 percent, respectively). The three
groups differed litde in the size of com-
munity in which they hope to reside.
Starters and nonstarters both hoped to
live in a state other than North Dakota,
although somewhar more starters ex-
pressed this than did nonstarters. This
may be related to the fact that more of
the starters and interested nonstarters had
lived outside of North Dakota at some
time in their lives (31 percent and 33

percent, respectively) than had less-
interested nonstarters (8 percent).

The three groups’ preferred financial
status, compared to that of their families,
did not differ. However, the starters and
interested nonstarters worried more abourt
their families” having enough money
today (G2 percent and 56 percent, re-
spectively) than did the less-interested
nonstarters (32 percent).

A comparison of the parental back-
ground for starters and nonstarters
showed little difference in fathers’ edu-
cational achievement, a slightly grearter
tendency for starters than nonstarters to
have fathers in occupations other than
farming and to have mothers with a
college education, and a slight tendency
for starters to have mothers who were
homemakers. Starters and nonstarters
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did not differ in the percentage who
have parents who own a business and/or
who have started a business. Parental
modeling does not appear to be impor-
tant in creating youth entrepreneurs.
Overall, contextual factors, such as
support, household structure, and family
background, seem to have limited
impact on youth entrepreneurship,
perhaps less impact than individual
factors.

The youth entrepreneurs seem to be
somewhat unique in terms of personality
and personal interests. The level of in-
volvement slightly favors entrepreneurs
across a range of school- and nonschoeol-
related acrivities. The goals of entrepre-
neurs appear to be slightly more ambi-
tious than those of nonstarters. These
differences are all consistent with the
stereotypical entrepreneur, but none of
the differences are compelling. Among
the youth who participated in the pro-
gram, the differences between entrepre-
neurs and nonentrepreneurs are modest.

Conclusions and Implications

Several implications may be derived
from the findings of this study. First, as
noted above, the “Be Your Own Boss”
program effectively increased the business
knowledge of its participants. Many of
the participants started businesses after
the program. Although many of the par-
ticipants reported some level of knowl-
edge and many had started businesses
before the program, their knowledge
levels increased after the program, and
several of the youths started businesses
after its completion. The continued
follow-up contact between the partici-
pants and the program facilitacor may
be key to encouraging new businesses.

Second, the program may have been
less effective in increasing the partici-
pants’ interest in business. The program
may need to actively recruit youth who
already are interested in business or who
have entrepreneurial characteristics.
Nevertheless, the program should not be
limited only to youth who already have
shown business motivation. Our exam-
ination of how personality, personal




interests, level of extracurricular activity,
career ambitions, and educational goals
create a youth entrepreneur indicates that
the differences between entrepreneurs
and nonentrepreneurs are not entirely
compelling. Youth who do not previously
display entrepreneurial characteristics
may still become outstanding business
starters.

Third, entrepreneurship programs,
such as “Be Your Own Boss,” while re-
quiring flexibility, also need a degree of
consistency across the state. When we
began this research project, we antici-
pated a larger number of participants
and programs. But we found that county
extension staff had little time available to
devote to such a time-intensive program.
Standardized programming, tailor-made
to the local setting, should be developed,
and additional volunteer assistance should
be used on the county level. If entrepre-
neurship is to be an important compo-
nent of economic development and if the
Extension Service is to be more active in
economic development, then Business
Specialists who can further develop and
manage the program must be involved.

Fourth, our study was exploratory.
We were unable to use control groups;
therefore, we cannot say that changes in
the youths’ behavior occurred because of
the program. This would require addi-
tional controlled research. Do the youth
who participate in the entrepreneurship
programs start businesses later as adults?
If so, do they start businesses art a dif-
ferent rate than youth who have not par-
ticipated in such programs? Are some
programs more effective than others?
How do the entrepreneurial activities
of program participants compare with
non-participants? To answer these ques-
tions, additional follow-up studies must
track youths who participate in entre-
preneurial programs.

For additional information on “Be
Your Own Boss” programs scheduled in
your local area, contact your county ex-
tension office or call Geraldine Bosch
at the NDSU Extension Service Youth,
Family, and Community Development

office, (701) 237-7253.
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