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Objectives: This paper seeks to advance the understanding of how entrepreneurs use communication in the start-up phase of the business. The challenge of communication (ChoC) is for the entrepreneur to communicate so well as someone wants to have more and continue the relation; maybe as a business partner or as a financier. The aim of this paper is to capture entrepreneurs communicative skills using a framework of leadership theories focused on the dimensions i) other orientation, ii) openness and iii) adaptation.

Prior work: From previous research we know that entrepreneurs often suffer from liability of newness as they lack track record for the business (Stinchcombe, 1965; Aldrich & Fiol, 1994; Aldrich, 1999; Shepherd, Douglas & Shanely, 2000). With this situation they have to “draw on alternative forms of communication” (Aldrich & Fiol, 1994:652) and think strategically (Hitt et al., 2001). This could be done using a story-telling strategy (Lounsbury & Glynn, 2001; O`Connor, 2002) or a talking strategy (Wickham, 2006). Mattsson (2007) identified six categories of communicative strategies; to go i) from no one to someone, ii) from small to big, iii) from inexperienced to experienced, iv) from one role to another role, v) from alone to a network member and vi) from silence to communication. The category “from silence to communication” is the one that is further developed in this paper.
Leadership skills are often seen to be involved when the entrepreneur is leading others. However, leadership skills could also be used to lead you as an entrepreneur in interaction with others.

Approach: To meet the aim of the paper five case studies in the southwest of Sweden have been performed. The data collection includes interviews and structured observations based on the design of Mintzberg (1973) as well as a newly developed record for the communicative behaviour.

Results: The results of the study show that the entrepreneurs often adapt to the situation and act in order with the co actor’s interest. However, they also withhold their standpoint when they find that it is necessary. Some entrepreneurs are both other oriented and opened to input from others.

Implications: There will be practical implications for entrepreneurs, entrepreneurial education and business incubator activities. A focus on communication behaviour might enhance the possibilities for entrepreneurs to attract potential stakeholders earlier than they else should.

Value: Contribution; to the entrepreneurs strategic communicative behaviour as empirical research is limited, a developed record to capture communicative behaviour in structured observations.
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INTRODUCTION  

This paper seeks to advance the understanding of how entrepreneurs use communication in the start-up phase of the business. The challenge of communication (ChoC) is for the entrepreneur to communicate in a way that will make the counterpart to want more and continue the relation; maybe as a business partner or as a financier. 


From previous research we know that entrepreneurs often suffer from liability of newness as they lack track record for the business (Stinchcombe, 1965; Aldrich & Fiol, 1994; Aldrich, 1999; Shepherd, Douglas & Shanely, 2000; Lounsbury & Glynn, 2001). As this is the fact they have to “draw on alternative forms of communication” (Aldrich & Fiol, 1994:652), act as if the business is already ongoing (Gartner et al., 1992) and think strategically regarding communication (Hitt et al., 2001). However, it is not fully clear how they shall accomplish this. Entrepreneurs communicate their visions and intentions in business plans (Delmar & Shane, 2004; Karlsson, 2005). They communicate to get credibility and to get finance. One way to think strategically regarding communication, is to use a story-telling strategy (Lounsbury & Glynn, 2001; O`Connor, 2002) or a talking strategy (Wickham, 2006). Another way to do this could be to “do a duckling” (Mattsson, 2007a) – act cool on the surface and paddle like never before down below. Mattsson (2007a; 2007b) identified six categories of communicative strategies namely to go i) from no one to someone, ii) from small to big, iii) from inexperienced to experienced, iv) from one role to another role, v) from alone to a network member and vi) from silence to communication. The last category “from silence to communication” is the one that is further developed in this paper.


To manage a start-up versus to manage an established business calls for a different set of skills (Stevenson & Jarillo, 1990). If someone is going to be an entrepreneur multiple skills are required (Roodt, 2005). Since different activities (Delmar & Shane, 2004; Hormozi, 2004; Karlsson, 2005) are involved in the start-up process the skills have to match these activities. For example activities with a more instrumental character require both technical skills (Timmons 1994) and financial planning skills (Hiam & Olander, 1996) while activities with a more relational character acquire communication skills (Roodt, 2005) and leadership skills (Conrad & Poole, 2002). Leadership skills are often seen to be involved when the entrepreneur has employees. However, leadership skills could also be used in the start-up phase to lead you as an entrepreneur in interaction with for example potential stakeholders, potential business partners and employees. 


The aim of this paper is to capture entrepreneurs communicative behaviour and communication skills using a framework of leadership theories focused on the dimensions i) other-orientation, ii) openness and iii) adaptation. 



This paper contributes to previous research in several ways. First, it advances the understanding of how entrepreneurs use communication in the dimensions other-orientation, openness and adaptation in the start-up phase of the business. Several activities in the start-up phase are of a relational character (Aldrich & Fiol, 1994; Gaglio, Cecchini & Winter, 1998; Lounsbury & Glynn, 2001; Mattsson, 2007a). Since communication has been seen as important in every step of business development (Roodt, 2005) it also deserves to be highlighted in advancing the understanding of entrepreneurial strategies in the start-up phase.


The paper proceeds as follows. First a framework, that involves a discussion of the concepts other-orientation, openness and adaptation, is presented. Afterwards the method with details of the data collection and data analysis is described. The five cases, with examples of communicative behaviour for each entrepreneur, are presented, followed by a discussion of the empirical and theoretical analysis. Finally conclusions, implications and future research are discussed.

THEORETICAL FRAMEWORK 
“Communication is not just about relating information. It is also about eliciting action on the part of the receiver. It is not so much about getting people to know things as about getting them to do things” (Wickham, 2006: 324). The challenge of communication (ChoC) is for the entrepreneur to communicate so well as someone wants to have more and continue the relation; maybe as a business partner, as a financier or as an employee. 


Communicative skills and communicative capabilities are often discussed in the leadership literature and seem to be involved when individuals are leading other individuals. However, leadership skills could also be used to lead you as an entrepreneur in interaction with others. In the following a framework is presented that involves a discussion of the concepts i) other-orientation , ii) openness and iii) adaptation. Communication has been seen to be important in every step of business development, especially in the early entrepreneurial phases (Roodt, 2005). 
Other-orientation

Other-orientation is the opposite of self-orientation and is expressed in behaviour when the entrepreneur is conscious about others. This consciousness does not mean that an individual is selfless and completely other-oriented (Wiemann, 1977). He/she is successful in accomplishing there own goals in a way that they wish (ibid.). Further, other-orientation is an interpersonal skill that is not only used in special situations. Katz (1955:34) stated early that; “Real skill in working with others must become a natural, continues activity, since it involves sensitivity not only at time of decision making but also in the day-by-day behavior of the individual…Thus, to be effective, this skill must be naturally developed and unconsciously, as well as consistently, demonstrated in the individual’s every action.” 


Other-orientation is related to both empathy, moral and values. To be able to understand the feelings and perceptions of other people it is important with empathy (Wiemann, 1977; Yukl, 2006). Empathy includes for example communicating effectively and expressing appreciation (Yukl, 2006) and has also been seen as one of four leader qualities that creates trust (Bennis & Goldsmith, 1997). Leaders who want to see the world as other individuals see it and experience it are the ones that people tend to trust (Hughes, Ginnett & Curphy, 2006). There is also a moral dimension in other-orientation. Gardner (1990) means that leaders should treat others as ends in themselves, not as objects or means to the leaders ends. Hart, Carlson & Eadie (1980) talk about ethical responsibility and mean that leaders have to strive for a balance between self and the interest of others. Good communicators keep the interest of others as well as self in mind (Littlejohn & Jabush, 1982). This means that common goals as well as individual goals are important. “Week altruistic values are often seen as greedy and selfish” (Hughes et al., 2006). 

It is not so common to see the caring of others to be a characteristic of the entrepreneur in the entrepreneurship literature. However, Wickham (2006) points out that the entrepreneur is not selfish. The entrepreneur has a responsibility for stakeholders as an example and will act in order to serve for their interests. 


Other-orientation is central in interpersonal communication and therefore it is involved in the present study. The concept of other-orientation will be used to capture expressions of interest for others both in the interaction observed and expressions that are intended to share interests.

Openness

The concept of openness has been used with variety in the leadership literature. Some examples are openness to change (Howell & Higgins, 1990; Wanberg & Banas, 2000), openness to innovation and new ideas (Caldwell, 2003; Blumentritt, 2004), openness to face conflicts (van Dierendonck, Le Blanc & van Breukelen, 2002) and openness to information exchange (Maccoby, 1995). Altogether the openness attitude or the openness studied within leadership behaviour is something that is related to entrepreneurship characteristics. It is also something that has to do with being positive and open to new experiences.


Openness to new experiences has been studied in the leadership literature (Hughes et al., 2006; Yukl, 2006) since the roots is in personality traits and are incorporated in the five-factor model, “big five” (Goldberg, 1990). The factors comprising the Big five are; 1) extraversion, 2) agreeableness, 3) conscientiousness, 4) emotional stability and 5) openness to experience. The ´openness to experience´ factor (also known as intellectance) involves being imaginative, artistic, non-conforming and autonomous (ibid.) but also to be curious, open-minded and learning oriented (Hogan, Curphy & Hogan, 1994). The factor ´openness to experience´ has further been seen to be a constantly recurring personality variable that is positively linked to successful performance (Jordan & Cartwright, 1998) and has also been identified as being able to explain a majority of the variance in behavioural outcomes (John & Srivastava, 1999). Kickul and Neuman (2000) found for example that openness to experience was a reliable predictor of emergent leadership behaviour.


In entrepreneurship literature characteristics of a successful entrepreneur has been, among other things, to be receptive to new ideas, to be an information seeker and to be eager to learn (Wickham 2006) witch is related to being open. Openness is also positively related to perceived ability and personal investment (Sing & DeNoble, 2003) and individuals who are highly open also prefer an entrepreneurial career due to the perceived satisfying lifestyles (Brice, 2006).


Openness has to do with curiosity and information seeking. Rogers (1987:59) developed a test to measure communication openness and states that “Open communication behaviours involve asking for information, listening to information, and acting on information received” and this is also the behaviours involved in the present study. 

Adaptation

Adaptability is a concept that has its roots in biology and relates to the ways in which living systems achieve fit (Stoica & Schindehutte, 1999). Adaptation has been used in several studies in the leadership literature. Some examples are adaptation related to; leadership training (Askling & Stensaker, 2002; Kutschera & Bird, 2005), choices of strategy (Watkins, 2004), changes in technology (Rosenbloom, 2000) and the organizational evolution (M(a) Valle, 2002). Adaptive behaviour is seen as an important skill for leaders (Hughes et al., 2006) and adaptive thinking has been studied related to the changing of products and/or processes (Kirton, 1987). A derailment profile of leaders was found to have to do with a leader’s inability to adapt to new managers, businesses, cultures or structures (Hughes et al., 2006). Altogether the adaptation is related to the contingency model (Fiedler, 1967) that proposes leaders to act in a flexible manner related to the situation.


Also in the entrepreneurship literature we find this flexible behaviour/adaptive behaviour as an important entrepreneurial skill (Shane, 2003; Timmons & Spinelli, 2003). Entrepreneurs are “adaptive – able to change directions as the real opportunity and the best way to exploit it evolves” (McGrath and McMillan, 2000:3). In the small business context adaptation has been referred to as being the entrepreneurs’ willingness and ability to change or adjust the business concept as the venture develops (Stoica & Schindehutte, 1999). 


In the present study adaptability or adaptation is studied as a behavioural flexibility that is involved in communication. The contingency approach is obvious, as both the leadership and entrepreneurship literature show. The adaptation is often related to a strategic perspective a market-view with a change in products or processes. However, it is important for entrepreneurs to see communication as a strategic tool (Mattsson, 2007) since it can have long term consequences.  “The competent communicator is capable of adapting his behaviour as the situation… changes…” (Wiemann, 1977:211). 

METHOD

To meet the aim of the paper and enhance our empirically based understanding of entrepreneurs´ communication behaviours, this study is based on five case-studies in the southwest of Sweden including interviews with seven entrepreneurs and observations “shadowing” five of the entrepreneurs in their daily work. It is the observations that are focused in this paper. In the study, entrepreneurs with different attributes, regarding growth orientation, have been included, in order to expose variance. They also have different types of experiences whereas two of them have limited LoN because of their experience from previous start-ups with both failure and success scenarios. 


The first two respondents, Alan (at Software) and Bridget (at Digital) have growth intentions that are highly growth oriented as they focus on a three year exit for their involvement in the business. They have experiences from previous start-ups, failures as well as success scenarios. Christine and Carla (at Event, Christine is the one observed) are also highly growth oriented, not regarding fast growth with exit but with a focus on staying with their business and being a part of their businesses development. Donny (at Picture) and Erling and Edwin (at Strategy, Erling is the one observed) are slow growth oriented. They focus on creating networks and cooperation’s with other business actors. 


The data was collected during autumn 2006 and spring 2007. In-depth interviews were conducted with the six entrepreneurs. The interviews were carried out as stories focused on the business start-up and further development. The entrepreneurs were, among other things, asked to recall their growth orientation, how they started their businesses, what did they do to communicate their intentions, what activities and which actors were central etc. The interviews were tape-recorded and transcribed word for word to capture every nuance in the stories. The interviews lasted from 1 to 1½ hour. The observations were conducted during three days on each firm “shadowing” the entrepreneurs and observing them in their daily work. The observations were structured according to Mintzberg´s (1973) design. In every observation carefully notes were taken in four different records. Both activities and communicative behaviour was observed. Mintzberg´s (1973) design was used capturing activities in chronology, contact and mail records. The fourth record was developed, in the present study, with the purpose to capture communicative behaviour – communication record. The communication record is especially focused in this paper. 


The analysis of the empirical material was conducted stepwise. After the transcriptions of the interviews the step was to listen to the tapes ones more i) to make margin notes of expressions and ii) to identify general patterns in the expressions of all the interviews before concentrating on each one of them. After the observations was conducted a full case description including both interviews and observations was written for each case. This was conducted to compare the whole cases with one another. Finally, the last step was to match the empirical findings with the frame of reference.

COMMUNICATIVE BEHAVIOUR IN FIVE NEW STARTED BUSINESSES

Alan

Software started as a research idea. Alan, who is the managing director, got the suggestion to take contact with a researcher and innovator and they started together to develop the business. This process started in the spring of 2005 and in December 2005 they registered their formal business as a legal entity. During 2006 Alan initiated a contact with a former board colleague who was involved in an incubator. The colleague was interested, they made a presentation for him and this gave them the opportunity to get finance from the incubator and also a location in the incubator area near a university. The business idea is to develop advanced technical products in the software area. From two persons and one product in the start they went to five employees, ten students working with projects and 18 products in the beginning of 2007. Alan has a higher education in business economics and experience from both start-ups and liquidation of a business.


Alan’s growth intentions were from the start to get an exit after three years. He wanted to create a business and then sell out his share of the business. He still has the same growth intentions for the business. The focus is on product development and getting a continual raise in turnover and revenue.


Alan is focused on his intentions in conversations both with financiers and employees. He means that ;


“Everything is about that you present it in the right way”

He is other-oriented in different ways. He confirms the people he interacts with. It could be a journalist, an employee, a potential employee or a financier. He also shows people respect in difficult situations. He sees other people and pays attention to what they say. Some examples of this are expressions like:


“That was a good question”


“What you said was really good”

He apologizes when he thinks he has done something wrong and he is helpful and thoughtful. He cares for others in the interactions. Alan asks questions, listen to the answers and acts upon the responded. He often asks about tasks performed in the business and if others have suggestions of doing things in different ways. He is open to others suggestions and incorporates them in his work. He adapts both in discussions together with part-owners and in special situations but doesn’t hesitate to highlight his intentions.


“Of course we shall not work with it if you don’t like it, but let us try to solve this”

Bridget

Bridget started Digital in the beginning of 2005 as a fusion of two separate product ideas and previous businesses and the planning process of the start was approximately one year. The ownership of the business is shared with seven others. The business idea is to develop digital components in an electrical product. From the start they were six employees and two years later they are ten full time employees and five consultants occupied with full time work. Bridget has a master of science in engineering and has experience as a leader and owner of several previous businesses. She could be called both a serial and a parallel entrepreneur as she has experience from both start-ups and previous liquidations. She is also engaged in more than one business at the same time. From the start Bridget’s growth intentions were to develop a business and sell her share in about three years. It was an exit intention from start. Beside this the focus was on getting a developed new product at the end of 2005. Two years later the exit intention is still present but now she also have an obvious growth intention in economic terms. She also has a vision that they will outsource in the future.


Bridget is focused on results and eager to get others with her. She often delegates work during conversations with colleagues and employees both while she is having coffee break and while walking to a meeting. She talks with a lot of humour in her voice and means that listening is one way to reach results.


“We shall not talk so much, we shall listen”

Other-orientation is showed both in interaction with colleagues, financiers and employees. 


“We have had them with us in risky projects before; it is a matter 


of goodwill to have them with us this time as well”

She apologizes when something has gone wrong or she has not had the time to call and she also expresses her awareness when individuals are in a difficult situation.


“it will be harder for them, it is better to do it in this way”


“you have a double role and that is not so simple, we know that”

Bridget is open in a sense that she asks questions both about techniques and about general comments. She wants to have comments about tasks and she wants to discuss with others different ideas. She also listens to the comments and act upon them. Further she is adaptive in conversations as well as concerns in specific situation.


“It is not fully in line with what we were thinking from the beginning 


but it must be allowed to rethink”

Christine

Christine, who is the managing director of Event, and Carla, planned their business during the completion of an engineer project for education purpose 2002/2003. After this time they gradually developed their business from part time involvement to full time involvement in the summer of 2004. In February 2004 they got the opportunity to move into an incubator related to a university where they still are located. In the beginning of 2006 they formally started Event as a legal entity. Their business idea is to develop and construct electrical components and products. They both have a formal higher education in engineering and experiences from different types of enterprises. 


The growth intentions were from the start to develop a born global business as they early understood that the market in Sweden was too narrow. They needed to go abroad from the start. Both Christine and Carla were focused on product development. Carla saw a possibility to employ personal so she didn’t have to work with things that were dull, as she expresses it. Today the growth intentions have changed a bit from the start. Christine can now see a future business with five to ten employees in Sweden and about ten to twenty employees abroad while Carla is content with being able to focus on product development and earning her living. 


Christine goes straight to the point in her communication but she is also sometimes quiet which a way to communicate is also. She is other-oriented in a way that she apologizes when she thinks something is wrong. It could be that she has not had the time to answer an e-mail or that she thinks that she was rude the last time she met a person. She also is supporting other colleagues within the incubator. The openness is expressed in asking questions, listening and acting upon the comments that she gets. She informs Carla about all the things she is doing during the day and is eager to discuss alternative ways of solving problems. 


“Shall we sell it to him or give it to him and ask him to promote it?”

The adaptation is mostly connected with the testing of the product that they are developing.
 

Donny

Donny formally started his business Picture in the beginning of 2006. The business is located in an incubator related to a university which Eric is very happy for. He means this have given him the opportunity to get legitimization, a place to meet customers on that isn’t in his own home, become someone in a context and get a lower cost situation in the emerging phase of the business. His business idea is to supply customers with pedagogical e-learning programs for different needs. He has a higher education in computer pedagogy and also practical experience as a teacher.


Donny’s intention was from the start to let the business grow slowly and see if his idea was something to earn one’s living by and something to build upon. His vision was to see himself in a position earning his living but also developing something that could encompass different co-operative partners. Approximately one year after the formal start of the business he still have the same vision but now the growth intention also incorporates the employment in the future. He sees co-operative partners as the first step in the growing process of the business.


Donny has a special skill in listening and he is always trying to find constructive solutions when he sees a problem. 


“I see before me that we can…”

Donny confirms and supports other individuals in meetings which are expressions of other-orientation. His expressions are that he cares about others and sees them. 


“it is really good”, “the thing you said was good I think”

Further he also says that he is ready to help if it is needed. He often asks questions about tasks that could help him in his business and he is open for the feedback he gets. He listens carefully and takes notes when he gets the feedback. Afterwards he acts upon the feedback. Donny is adaptive in his communication and since he is focused on problem solving he also is ready to adapt in this dimension.

Erling

Erling started, in small scale, a business 2003 beside his work with estates and in January 2006 he moved into an incubator located near a university and started his co-operation with Edwin. The planning of a mutual start of a business took place during almost one and a half year before the start-up. They work as partners under the same trade mark Strategy but with customers of their own. The business idea is to provide strategic help (for example strategic analysis, market analysis) for businesses in various environments. Erling and Edwin have higher education in market communication and leadership and have former experience from both teaching and work as leaders. 


Erlings’s early growth intention was to build up a bureau with a maximum of ten employees and be able to bring in competence when they needed to. This extra competence could for example be students who would be engaged for temporary work says both Erling and Edwin. Erling also sees a future with a networking strategy where you give and take within the network. Both Erling and Edwin are talking about being able to earn their living on the business idea. After almost one year together their growth intentions are similar regarding the network ambition and finding new cooperative partners. However, they both talk about getting work done on their own. While Erling wants to focus on what he does the best and use a niche strategy to keep up the good work Edwin talks about being grateful to earn his living and wants to focus even more on creating cooperative partners. 


Erling thinks a lot about others and is there to help when he, for example, can do a work for a former colleague. However he is not always satisfied with the payment for the work. The other-orientation is further expressed when he is concerned about a colleague that has a lot work to do.


“we can be in touch again when you are not having such a busy time” 

Erling is open; he asks questions, listens and takes advice from for example partners to the financiers. He is also adaptive and changes directions after suggestions form others.


“I will hold a low profile and let you drive in your direction”

ANALYSIS

Based on the observations both similarities and differences regarding the communicative behaviour have been identified. 

Behaviours of other-orientation have been expressed during the three days on each firm in the following ways; to confirm, to be respectful, to pay attention, to apologize, to be helpful and act caring, to share outcomes and to be supportive. 


All five of the entrepreneurs behave other-oriented although not in the same way. Alan and Donny confirm the people they interact with. Expressions like “That was a good question” is frequent during the observations. To express appreciation is also what Yukl (2006) would say is an empathic behaviour. Alan and Donny also pay special attentions to what the people they interact with say. To make apologizes is behaviours that Alan, Bridget and Christine show during the observations. This could be seen to pay respect to other people. Both Alan and Bridget are respectful when other people are in difficult situations and talk to them in an understanding way. To show empathy with others has been seen as being one of four qualities that creates trust (Bennis & Goldsmith, 1997). Alan and Erling are helpful in their behaviours during the observations. Alan seems to feel good about being helpful while Erling is unsatisfied with the payment he gets for the extra work. To be other-oriented is not to be selfless (Wiemann, 1977). It is important for the entrepreneur to keep in line with her/his own goals and intentions. Bridget, Donny and Erling are supportive with the people they interact with and Bridget is also showing a more moral dimension of being other-oriented. She expresses the intention to share outcomes with some of the people that she has been working together with in former risk projects. This could be one way to strive for balance between self and the interest of others (Hart, Carlson & Eadie, 1980) and also show that common goals as well as individual goals are important. 


Openness has to do with curiosity and information seeking. Rogers (1987:59) developed a test to measure communication openness and states that “Open communication behaviours involve asking for information, listening to information, and acting on information received”. An entrepreneurial characteristic is to be receptive to new ideas, to be an information seeker and to be eager to learn (Wickham 2006) and this is also the results of the observations. All five of the entrepreneurs ask questions, listen and act on the responded. Both Alan and Bridget ask questions often. They are open to suggestions and incorporate them in there work. Christine and Carla are sharing the same office and therefore it is natural for Christine to involve Carla in her actions. Christine is eager to discuss with almost everything with Carla. Donny has a special skill in listening. He listens, asks the one he is talking with to explain further what he/she is meaning (if he doesn’t understand), takes notes of the expressed and acts upon it. Also Erling asks questions, listens and acts. The interaction between Erling and Edwin is not so frequent although they share the same office. An explanation of this could be that they work with their own clients and therefore don’t have the same interaction as Christine and Carla have.  


To be adaptive as an entrepreneur is to be “able to change directions as the real opportunity and the best way to exploit it evolves” (McGrath and McMillan, 2000:3). To be a competent communicator is also to be flexible.  “The competent communicator is capable of adapting his behaviour as the situation… changes…” (Wiemann, 1977:211). The adaptation is related to the contingency model (Fiedler, 1967) that proposes leaders to act in a flexible manner related to the situation. The entrepreneurs in the study are able to adapt their behaviours in different situations. Alan as well as Bridget adapt both in discussions together with part-time owners and in special situations but doesn’t hesitate to stand up for their intentions. Bridget also proposes a rethinking behaviour “It is not fully in line with what we were thinking from the beginning, but it must be allowed to rethink”. Christine is occupied with the products they are developing and shows her adaptation in connection with the testing of the products. Alan, Bridget and Donny are focused on problem solving and are adaptive in this area as well. Erling is adaptive and willing to change directions after suggestions from other. 


All together the entrepreneurs in the study are other-oriented, opened and adaptive but not fully in the same way. Alan and Bridget are highly growth oriented and strongly focused on results. They are also focused on problem solving and have developed businesses with employees in a relatively short time. They also have experiences from starting businesses before. This might have an impact on their communication behaviours. In the observations also Alan and Bridget were the ones with more interactions with different groups of people and it gave more opportunities to see the interaction. Although Donny is driving his business on his own he had several interactions during the observations. Donny is also focused on problem solving in his communication. “I see before me that we can…”.


It is important for entrepreneurs to see communication as a strategic tool (Mattsson, 2007a; 2007b). Mattsson (2007a) identified six categories of communicative strategies namely to go i) from no one to someone, ii) from small to big, iii) from inexperienced to experienced, iv) from one role to another role, v) from alone to a network member and vi) from silence to communication. The last is the one that has been focused in the present study. The category was identified from entrepreneurs’ expressions of what they do to communicate their business idea and growth (ibid.). 

CONCLUSIONS, IMPLICATIONS AND RESEARCH CHALLENGES

The aim of this paper has been to capture entrepreneurs communicative behaviour and communication skills using a framework of leadership theories focused on the dimensions i) other-orientation, ii) openness and iii) adaptation. The results of the study show that the entrepreneurs are both other-oriented and opened to input from others. The entrepreneurs both adapt to the situation and act in order with the co actor’s interest. However, they also withhold their standpoint when they find it necessary. The communication record developed in this study has been a first step to capture communication behaviour in a structural way. The challenge of communication (ChoC) is for the entrepreneur to communicate in a way that will make the counterpart to want more and continue the relation; maybe as a business partner, a financier or as an employee.


The results will have implications for entrepreneurs learning to focus on their communication in the start up phase of their businesses. Communication has been shown to be important in every step of a business development, especially in the start-up phase of the business. There will also be practical implications for both entrepreneurial education and business incubator activities. A focus on communication behaviour might enhance the possibilities for entrepreneurs to attract potential stakeholders earlier than they else would.


Research challenges is to further the understanding of strategic communication in the start-up phase of the business by relating entrepreneurial communicative behaviour to different factors in the entrepreneur’s background and the present situation. This could be previous experience, previous education, growth orientation, business characteristics etc.
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