


ROUTLEDGE S T U D I E S IN 

ENTREPRENEURSHIP 

edited by 
STUART BRUCHEY 

ALLAN N E V I N S PROFESSOR EMERITUS 

COLUMBIA UNIVERSITY 

A ROUTLEDGE SERIES 



This page intentionally left blank 

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text



THE FORMATION OF 
ENTREPRENEURIAL 

INTENTIONS 

David F. Summers 

Routledge 
Taylor & Francis Group 

NEW YORK AND LONDON 

ROUTLEDGE 



First published by Garland Publishing, Inc. 

This edition published 2011 by Routledge 
711 Third Avenue, New York, NY 10017 
2 Park Square, Milton Park, Abingdon, Oxon, OX14 4RN 

Copyright © 2000 by David F. Summers 

All rights reserved. No part of this book may be reprinted or 
reproduced or utilized in any form or by any electronic, mechani-
cal, or other means, now known or hereafter invented, including 
photocopying and recording, or in any information storage or 
retrieval system, without written permission from the publishers. 

Library of Congress Cataloging-in-Publication Data 
Summers, David F., 1948-

The formation of entrepreneurial intentions / David F. 
Summers 

p. cm. — (Garland studies in entrepreneurship) 
Includes bibliographical references and index. 
ISBN 0-8153-3733-7 (alk. paper) 

1. Entrepreneurship. I. Title. II. Series. 

HB615 .S953 2000 
658.4'21—dc21 

00-026418 

Publisher's Note 
The publisher has gone to great lengths to ensure the quality of 
this reprint but points out that some imperfections in the original 
may be apparent. 



Table of Contents 

LIST OF TABLES xii 
LIST OF FIGURES xiii 

CHAPTER I - INTRODUCTION 1 

Statement of Problem 3 
Purpose of Study 4 
Theoretical Foundation 4 
Significance of Research 10 
Definition of Terms 12 
Chapter Summary 14 

CHAPTER II - LITERATURE REVIEW AND 
DEVELOPMENT OF RESEARCH MODEL 
AND HYPOTHESES 15 

Ability of Entrepreneurial Intentions to Predict 
Entrepreneurial Behavior 16 

The Intentions-Behavior Relationship 
Application of the Assumptions and 
Conditions Necessary to Ensure the 
Predictive Value of the Intentions-
Behavior Relationship to Entrepreneurial 
Intentions-Behavior 19 

The Nature of Intentions and Introduction of 
Intentions-Based Models of Entrepreneurial 
Behavior 23 

v 



Vi Table of Contents 

Ajzen's Theory of Planned Behavior 25 
Shapero's Model of the Entrepreneurial Event 28 
A Comparison of the Ajzen and Shapero Models 30 

Development of Research Model and Hypotheses 31 
Perceived Desirability and Entrepreneurial 
Intentions 35 
Propensity for Proactive Behavior and 
Entrepreneurial Intentions 39 
Entrepreneurial Self-Efficacy and 
Entrepreneurial Intentions 40 
The Moderating Effect of a Trigger Event 49 

Chapter Summary 52 

CHAPTER III - METHOD 55 

Sample 55 
Procedure 57 
Measures 58 

Entrepreneurial Intentions 58 
Perceived Desirability 59 
Propensity for Proactive Behavior 59 
Entrepreneurial Self-Efficacy 60 
Trigger Event 61 
Self-Efficacy Assessment 61 
Breadth and Positiveness of Past 
Entrepreneurial Experience 62 
Social Support 63 

Chapter Summary 64 

CHAPTER IV - RESULTS 65 

Correlations 65 
Hypotheses 65 

Results of Path I Analysis 74 
Results of Path II Analysis 78 
Results of Path III Analysis 79 

Chapter Summary 83 

CHAPTER V - DISCUSSION 87 

Hypothesized Relationships 87 
Hypothesis 1 87 



Table of Contents vii 

Hypotheses 2a, 2b and 3 88 
Hypothesis 4 89 
Hypotheses 5, 6a, 6b and 7 90 
Hypothesis 8 93 
Implications for Research Model 94 

Post Hoc Power Analysis 94 
Implications of the Study 97 

Theoretical Implications 97 
Practical Implications 100 

Limitations of the Study 101 
Directions for Future Research 104 
Chapter Summary 106 

APPENDIX 109 

REFERENCES 119 

INDEX 127 



This page intentionally left blank 

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text

ABC
Typewritten Text



Preface 

For over twenty years I have been fascinated with the idea of being 
an entrepreneur. I have owned my own wholesale and retail mer-
chandising firm, been an independent real estate agent, developed 
a management consulting business, and taught "would be" entre-
preneurs the joy and skills of starting a business. In all these years, 
however, I never really knew why someone would choose to be in 
business for themselves. For me, the thought of being independent 
and the chance to build something of value combined with a 
unique set of life's circumstances influenced my decision. I wanted 
to know if others felt the same way. This desire led me to focus my 
dissertation on finding out what personal and situational factors 
most influence the entrepreneurial decision. 

The basic research model for the dissertation was based on the 
logic of my own experience that people would start a business if 
they first thought that starting a business was a good idea. Second, 
they thought that they had the necessary skills, knowledge, abil-
ity, opportunity, and resources to be successful. Third, they were 
willing to take action to get what they wanted. And, finally, they 
had some event take place in their life that ultimately triggered the 
decision. The research focused on one hundred and twenty five 
individuals in which about half were in the process of making the 
entrepreneurial decision to become independent real estate agents 
and half were seeking career advancement in non-entrepreneurial 
avenues. The overall findings supported the underlying logic of 
the research model. 

The research suggested that people formed the intentions to 
start a firm when they had a positive attitude toward entrepre-
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X Preface 

neurship. Positive attitudes were enhanced by encouraging sup-
port from people important to the potential entrepreneur such as 
family, friends, and mentors. In addition, positive past entrepre-
neurial experiences fostered positive attitudes. People were also 
more likely to form intentions to start a firm if they thought they 
had the necessary skills, ability, knowledge, opportunity, and 
resources. The research confirmed that people who were inclined 
to take action to control their environment so they could get what 
they wanted were likely to start new businesses. Finally, the entre-
preneurial decision is often triggered by some life changing event, 
such the loss of a job, marriage, or just the realization that the 
career had stalled. 

In the final analysis, I learned that most entrepreneurs are just 
like me and want to start a business for the same reasons. Know-
ing this helps me encourage others to follow my footsteps and dis-
cover the thrill of entrepreneurship. 
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