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Abstract. There is no such thing as the standard starter; however, there are many types of start-up firms and business activities. There are certain factors that are found at the initial stage of start-up firms which are likely to affect the entire course of the business and its success over a period of time. This article defines the determinants of success of start-ups in retail and whole sale sectors in Interior Sindh, Pakistan. After an overview of the literature on both the definition of success and the success factors of new firms, I studied the new firm characteristics related to success that primarily focuses on first year sales of the firm. I have taken the sample of approximately 150 such firms, with almost the same initial investment and around same business age of almost one or two years. Where as , the entrepreneur’s initial time investment in business, family business background, education level, risk taking behaviour; start-up’s ownership structure and its consistency and location have no significant impact on the success of a business. Making Business Plan before starting the firm; prior business experience held by entrepreneur, starting the firm with entrepreneur own idea and possessing more inner locus of control over environment indicate positive impact on success .Factors like employment experience of owner being in retail industry, his being below thirty years of age, or being bachelor have negative impact on the success of the business. 

1 Introduction

Start-ups became a popular topic of research after Birch (1979) concluded that small firms create more new jobs than large firms. Starting new small business has even become a plausible option for the (long term) unemployed. Due to this job generation effect it is no surprise that many authorities such as SMEDA are created in Pakistan which are trying to stimulate successful start-ups. This can be done in two ways: increasing the absolute number of independent entrepreneurs (Klomp et al.1997), or increasing the chances of survival of the new firms. The SMEDA mostly prefer to opt for the first strategy. We know that many start-ups only persist for a short time. It also happens in Sindh Pakistan. Of the initiatives which do survive, few offer a substantial number of jobs (VNO 1994), so a policy to increase their number via a well-targeted strategy of information and guidance seems to be appropriate. There is a further argument for such a strategy. In Pakistani Culture, failure as a new entrepreneur has a negative connotation; it can even have a stigmatizing effect. Also people in Sindh (Pakistan) prefer government or private jobs especially in matters of marriages and social image over businessmen.

Starting up and success of a new business is something different from each other. The survival or success of new firms is also more essential to Sindh as well as Pakistan’s economy, which is underdeveloped and discourages people to assume risk, than merely the presence of a large number of new firms. Karachi, the hub of economic and financial activities and the most developed city of Pakistan and Capital city of Sindh Province, attract a lot of entrepreneur and money there, which leaves the rest of Pakistan back in initiation of the new firm .But how can the chance of success be increased? In this contribution we start from the fact that not all new firms are alike and that this will affect the success of new firms. There is no such thing as the standard starter; there are many different types of starters, firms and business activities. In some sectors, market growth is higher than in other branches. Some entrepreneurs work full-time in their new firms, others are very cautious and have a full-time job as well. Some immediately start full-time, with a large order, and as a result employ personnel directly from the start. The chances of success for this type of starter would seem to be more favourable than for a starter still holding a full-time job. It is clear that these differences between starters, new firms, and activities will affect the success of the new firm. However, it is still not sure which factors influence the success of new firms in Interior Sindh. Insight into these factors may help potential starters to reconsider their chance of success, to try to reduce their drawbacks or even to change their business plan. Insight into the determinants of the success of new firms and their employment effects may also be beneficial for start-up policies.

The main objective of this contribution then is to search for determinants of success of new firms. 

2 The success of new firms: a review of the literature

No study has yet been conducted in Pakistan in such a way,  Many international  studies have been devoted to the identification of success factors of new firms (Wever 1984; Bleumink et al. 1985; Storey 1994; Van Praag 1996; Woud 1997; Nerlinger 1998).  However, when the reports concerned are studied carefully, it becomes clear that the outcomes are much less straightforward as might have been expected. Certainly, many explanatory factors have been identified, but different authors frequently arrive at different results. As a consequence, drawing general conclusions from the findings of the various researchers is far from easy. Although most researchers use the same factors, the importance they attach to them often differs markedly. The reason for this could be a difference in focus: some researchers deal with new firms, others concern themselves with new entrepreneurs. Some researchers concentrate on specific sectors, others include a much broader scale of activities and as a consequence quite different competitive contexts. Some studies originate from the US, others deal with the Determinants of new firm success 137 markedly different Interior Sindh context. The question arises whether the results for a country such as the US or UK or even India can be compared with those for Interior Sindh, given the differences in the start-up context. Finally, the concept “success” is often operationalized in quite different ways. Frequently used operationalizations of new firm success are profit, return on investment or a substantial income generation for the entrepreneurs and their families. Other indicators used include value added, the growth of turnover, or the number of employees. Behind most of these operationalization lurks a particular type of starter – the Schumpeterian starter, someone who consciously strives for (innovative) growth and maximum profit. But one starter is not the same as another: the retired consultant will view profits in quite different terms.
Mostly trend in Interior Sindh is that starters try to arrange some form of self-employment. Starters such as these are not about to take on more personnel efforts in order to achieve an even greater turnover. They do not want to grow: for them an acceptable income is enough. After all, the main motives to start a firm are the challenge and the wish to be independent (see Shapero 1983; Schutjens et al. 1996). Another trend is to stay small by using an interdependent network of specialized firms (Taylor 1999), which prevalence at large scale in interior Sindh, because peoples do not have much convenient opportunities to increase or network of same business.  So the link between values added the personnel growth or turnover on the one hand and firm success on the other is not as straightforward as it seems. The meaning of success in terms of profit differs considerably between entrepreneurs and firms. People in Interior tend to conceal their financial information, so it is very difficult to get exact information. 

Success is often operationalized merely in terms of the survival of new firms (see Van Praag 1999). Limited data availability forces researchers to use the following definition of ‘death rates of new firms’: the percentage of firms from a particular year that, after a certain period, no longer exist, or are no longer listed in company registers. But in using this indicator one runs the risk of unjustifiably perceiving many firms as ‘failures’. Starters selling their businesses because they have received a highly lucrative offer will hardly be considered failures. The reverse is also the case. Question marks can also be set against firms which are considered successful only because they are still registered. In Interior Sindh majority of firm are unregistered or not registered at time of commencement, so we can not have much information of opening of new firms or their failures, other than we can personally get by using personal contacts and conducting a survey.

In the brief review of literature various factors about the success of firms have been classified into three groups, namely those associated with the entrepreneur, the firm, and other external factors, respectively.

2.1 Entrepreneur-associated factors

Traditionally the characteristics and background of entrepreneurs are drawn on to explain the success or failure of entrepreneurship. Implicitly, these factors mainly relate to human capital theory (Becker 1975). According to Cooper (1982) the strengths and weaknesses of the starters are themselves the strengths and weaknesses of the firms. As Busstra and Verhoef (1993), he comes to the conclusion   that relevant experience contributes in an important way to success. Different authors, for example Cooper (1982) and Stuart et al. (1990), report that specific entrepreneurship or management experience is a clear precondition for success. Van der Meer et al. (1984) too attach considerable value to these factors, although according to Van Beest et al. (1997) ‘work experience’ has no influence on success. Complementary factors associated with the success of firms are the importance of the skills of the entrepreneur in acquiring, building up and maintaining a healthy file of clients (Blom 1993; Smallbone 1990). Smallbone concludes that if an entrepreneur begins from a situation of being unemployed, the chance of failure is greater. Storey (1994) and Van Praag (1996) also find that the ‘level of education’ of the starter explains to an important extent why the one starter succeeds and the other fails.

This factor was taken up in the study by Van Beest et al. (1997), but differences in level of education were not significant in accounting for the success of the starter. There are various viewpoints with respect to demographic characteristics of starting entrepreneurs. While Cressy (1994) observed a positive relationship between age at start-up and the success of the firm, Wicker et al. (1989) found no convincing evidence that demographic characteristics play an important part in explaining the failure of firms.

Research on the extent and manner of preparation by would-be entrepreneurs for their entrepreneurship has mostly been undertaken to identify opportunities which stimulate qualitatively high value entrepreneurship and prevent failures.

 Some studies on the above discussion have drawn the following conclusion. Van Oudsheusden et al. (1987) concluded that the support of starters through information and advisory bureaus had positive results. Busstra et al. (1993) added that few aspiring entrepreneurs follow a specific start-up course, but those who do improve their chance of success. These researchers also concluded that having a business plan was no guarantee of success, as Henniger et al. (1993) also found. Br¨uderl et al. (1996) demonstrated on the basis of an extensive retrospective study that in fact the number of months, the type of preparation, and the making of a business plan could all have a positive influence on the chances of success.

American researchers in particular relate the success of an enterprise to the type of entrepreneur. To differentiate types they often use complex psychological models. After McClelland (1961) had associated entrepreneurship with the ‘need for achievement’, many people searched for the prototype of the ‘entrepreneurial personality’. Rotter (1966) developed a typology based on the extent to which people feel that they are in control of their environment. Others have sought for differences in entrepreneurial behaviour, defined by Chell et al. (1991) as ‘the striving for growth and renewal’. Miner (1993) and Bellu (1993) proposed five ‘role requirements’ together with five motivation patterns in their ‘task role motivation theory’. And behind Smith’s distinction between the ‘craftsman entrepreneur’ and the ‘opportunistic entrepreneur’ (1967) lies a complex of personality characteristics too. The ambition of entrepreneurs plays an important role, Determinants of new firm success both in their striving for growth in turnover and in their ideas about taking on personnel (Stigter 1998). In empirical research however, Wicker et al. (1989) were unable to establish a clear connection between motivation factors which, in contrast, Keasy et al. (1991) found to be important factors. Even  Busstraetal. (1993) came to the surprising conclusion that the least successful starters allowed themselves to be governed by ‘pull factors’ rather than ‘push factors’ to a greater extent than their more successful colleagues. Also under the six categories of failure factors distinguished by Berryman (1983), an important place is accorded to the behaviour of the entrepreneur. A connection is made here with the literature emphasizing the motivation and objectives of an entrepreneur in specific stages of the new firm. In this literature the research by Donckels et al. (1987) is particularly interesting because it shows that certain attitudes important in the start phase can actually be a hindrance in the later development of a firm.

2.2 Firm-associated factors

The characteristics of the firm and its economic activities may also affect success. According to the organizational ecology approach, specific founding characteristics (size, the presence of a business partner, start-up capital) will determine future firm growth (Stinchcombe 1965; Bruderletal. 1996). With respect to size some authors point to scale economies in large firms that may enhance success, while others question this size effect as transaction cost theory states that the relation between size and production costs follow a U-shaped pattern due to increasing coordination costs in larger firms (Williamson 1981). Many researchers (Cooper1982; Keasy et al. 1991; Storey 1985; Audretsch 1990) empirically found a positive relationship between the size and success of new firms. First there is the amount of start-up capital.. However, Wagner (1994) reported that in fact the higher the capital intensity, the greater is the chance of failure. Geroski (1991) even comes to the conclusion that small starters have a relatively high chance of survival. Others (Berryman 1983; Storey 1985; Keasy et al. 1991; Cressy 1994) choose a financial approach and point out the importance of a healthy financial basis for the success of firms. In addition to that Bruderletal. (1996) emphasize the importance of having someone to consult with, such as a business partner. Flerackers (1997) finds a clear connection between the ownership structure of a firm and its chance of success, measured by employment growth. Wagner (1984) points out that the relationship between the R&D intensity and success or failure is not straightforward. Although intensive R&D efforts can improve the market opportunities and thus the success, they can also lead to increased business risks. While Storey (1985) asserts that the faster a firm grows (growth rate) the greater the chance of the failure of the firm, Dunne and Hughes (1994) find that slowly growing firms are terminated more frequently than fast-growing firms.

2.3 ‘External’ factors to firms and entrepreneurs

The competitiveness and success of new firms is highly related to the type of activities. Some sectors, like retail, can be characterized by almost perfect competition. Other sectors enable product or market differentiation which may enhance profitability and even success. In the realm of industrial organization emphasis is put on the variation of market conditions in specific sectors of the economy. In general, causal factors that are considered incentives or impediments to growth include: (expected) profits, market growth, capital cost, economies of scale as well as behaviour of incumbent firms with respect to excess capacity and pricing strategy (Siegfried et al. 1994). Wagner (1994) states in general terms that the level of market concentration relates to the chances of the termination of firms. Sandberg et al. (1987) have further unravelled the market characteristics and have examined the relation between several market factors and firm success. They mention dynamism, entrance thresholds, competitive structure, product heterogeneity, and the growth of the market. Without going into further details, it is worth noting that here too other researchers (Eisenhardt et al. 1990) came to some extent to other conclusions. Van Wijk (1994) and Keasy and Watson (1991) signal a positive relationship between the success of firms and national economic growth. Also incidental factors which lie beyond the influence of the entrepreneur and the firm (strikes, calamities) can have an effect on the survival, the success and the failure of the firm. These are mentioned here merely to indicate the diversity of factors. In regional science new firm growth is often attributed to aggregate regional factors, such as urbanization and agglomeration, availability of space, good accessibility or dense infrastructure networks (Reynolds et al. 1994;Storey 1994). The idea that region – or location – matters to growth derives from two popular conceptions in geography: the resource-based view and the lifestyle view. The resource-based view stresses the importance of good regional starting conditions for new firms. According to the now somewhat dated incubation theory, (certain parts of) larger agglomerations provide a more favourable breeding ground for the creation of (traditional) firms which, on achieving success, would then spread out into other parts of the city or to areas outside it (Leone et al.1975). More recently, several empirical studies show that firms in accessible rural areas grow faster than in both urban and remote rural areas, due to agglomeration diseconomies in cities – lack of space, congestion – and the inaccessibility of the periphery respectively (Storey 1994; Keeble 1993). However, the exact regional effect on growth is still unclear, as Westhead (1995) found the opposite in his matched pairs study controlling for sector, government assistance and firm age. The lifestyle approach of Illeris (1985) and others assumes that there are differences in the value that (regional) communities attach to certain types of new firms. The traditional countryside brings forth many new firms, but these mostly fall within the category of ‘self-employment’. Sometimes it is even argued that new rural entrepreneurs are less committed to material rewards due to a less economist view on life (Blackburn et al. 1993). Innovative, fast-growing small firms are more likely to be encountered in the big cities.

3.  Success and Success factors: the empirical research

3.1 The sample and Research methodology

In this study of the determinants of new firm success, the field survey was conducted on a hundred and fifty one firms (stated their operations one or two years ago) from June 2006 to December 2006, with almost the same initial investment, in Retail and Whole sector across the cities of Interior Sindh: Sukkur, Khairpur, Larkana, Shikarpur, Nosheroferoz, NawabShah and Ghotiki.  Initially a survey was conducted to identify the new start-up firms later on appropriate references were used to convince the starters; respondents of the survey, to fill the questionnaires, probing about the success factors (refer Table 1). The references played a very pivotal role in getting positive response from the respondents, otherwise responses and their rate might have been conservative and poor. Since success factors of start-ups varies from sector to sector, only retail and whole sale sector was chosen to enhance the reliability of determination of success factors. It is almost impossible to get appropriate information about failure start-ups in the region, because entrepreneur in the region tend to conceal their business information especially causes of the failure of their start-ups or provide biased information about their firms. Failure in business labels the entrepreneur as failure in society and here people are more social image conscious, so they assume less risk and remain conservative in terms of disseminating their personal and business information. It was not possible for us to compare the success with failure of the start-up in terms of determination of success factors. So we operationalized the success as “The First Year sales”, simply the more the first year sale of the start-up, the more successful the start-up, which is reasonable hypothesis for the firms, in the same sector, having the same initial investment. Sales were preferred over profit as the indicator of success, because profit measuring techniques in the firms were not consistent. 
3.2 The operationalization of success factors
Because of the multiplicity of success indicators in the literature reviewed, it is difficult to obtain a straightforward picture of where the empirical research should be directed. We are particularly interested in those factors that fit our conceptual idea about entrepreneurs: persons who take risks in operating on the market and whose income is determined by the financial performance of their market activities. The literature overview in Sect. 2 showed that entrepreneurial, firm and external factors can help to explain this performance. According to this categorization we summarize the success factors most frequently mentioned, followed by an operationalization of these factors.

a- Entrepreneur-associated factors

Six broad success factors can be identified: the extent of personal effort put into the new firm, extent of the preparation for the start-up, work experience, extent of inner locus of control, the degree of risk taking, and education or training level of the starter( Refer to Table 1)

It is usually assumed that starters who only invest a few hours per week into their new firm achieve less success than full-time starters. With respect to start-up locus of control over his or her life, it is assumed that people who start their own firms want to control their own life and to be independent associated with entrepreneurship (‘people want to be their own boss’) have more chance of success than people with less positive attitudes: the unemployed who have been persuaded into entrepreneurship. The ambitions an entrepreneur has with respect to growth also influence the actual growth chances. The risk assuming ability of entrepreneur plays very vital role in shaping the success or failure of start up, it is mostly proved that moderate risk takers are more successful. Furthermore, it is logical to expect that a good preparation for the start-up is the half work done. Also people who start up a firm in a sector in which they have already built up broad work experience and have well experienced employees in the sector seem to have more favourable prospects than people with little work experience starting up in an unfamiliar area. And finally, it is assumed that present-ay starters who want to achieve success must have a reasonably good education because they have to be able to deal with so many different and changing demands.

b- Firm-associated factors

Most mentioned in literature are factors relating to a business partner, the input of start-up capital, the ownership structure of the firm, and its consistency. Success chances also seem to depend on the business situation at the time of start-up. The size of the start-up capital is important, but also the turnover level and the input of employees right after the start.

c- External factors

The market conditions in specific sectors and regional location factors may affect firm success. The more favourable these conditions (for example, the type of business activities and its market structure), the greater the chances of success would be. But our sample is limited up to retail and wholesale sector.  

Also the location of the new firm in terms of a favourable production may influence its performance. The number of firms in our study is limited, so that the geographic factor cannot be taken up in much detail, so location has categorized either main city or not. Table 2 shows the operationalization of these success factors in variables used in the analysis of firm success. Of course, some of these factors are highly interrelated. For example, a rich and extensive work experience may reduce the necessity for a thorough start-up preparation. And a strong motivation often goes hand in hand with great personal effort.

Table#1

	Operationalization of success factors

	Factors 
influencing firm                          success
	Operationalization

	Entrepreneur- 
	E-1 Number of hours invested in a week  at the start of the Business

	associated factors
	E-2 Business Plan( in 2 categories: made it or not)

	
	E-3 Employment history (activities prior to the start) and its relevance to the start up(in 2 categories: Yes or not)

	
	E-4 Family business background(in 2 categories: Yes or No)

	
	E-5 Age at start up (in 2 categories:Upto thirty years or Above )

	
	E-6 Prior experience for running business ( in 2 categories: Yes or No)

	
	E-7 Education level( in 2 categories: Up to matric or Above)

	
	E-8 Idea Pioneer of starting the business( Self or some one else)

	
	E-9 Risk taking behaviour( in 4 categories)

	
	E-10 Locus of control( inner or outer)

	
	E-11 Marital Status( in 2 categories: Single or Married)

	
	

	Firm-associated 
	F-12 Structure of ownership( in 2 categories: Sole proprietorship or Partnership)

	factors
	F-13 Number of partners

	
	F-14 Consistency in the structure of ownership( in 2 categories: Yes or No) 

	
	

	External factors
	Ex-15 Business Type(Retail, Wholesale)

	
	Ex-16 Location( in 2 categories: Main city or outside)


4. Results: the analysis of success factors

The factors noted in the literature which are commonly associated with the success of new firms and for which data were collected through the field survey in interior Sindh (Refer Table 1) were related to the success indicator ‘First year sales’. After an exploratory bivariate analysis, I turned to a multivariate model which modelled the success on all operationalzed success factors (Refer Table 1). From the model the insignificant repressors were excluded to get the final model (Refer Table 2) which can precisely and sufficiently determine the success factors predict the success. It is found that starter’s initial time investment in start-up, family business background, education level and risk taking behaviour; and start-up’s ownership structure and its consistency and location have no impact on the success of business. 

Since F-statistics of the multivariate regression model (Refer Table 2) is very strongly significant at p-value of 5%, the model strongly determines and can predict the success within given success factors. There is no sign of significant multicollinearity and autocorrelation in the model, as both f- stats and t-stats of all repressors are strongly significant and D-W stats is 1.9. 

Table 2     Result of Model

	
	
	
	
	

	
	
	
	
	

	Variable
	Coefficient
	Std. Error
	t-Statistic
	Prob.  

	
	
	
	
	

	
	
	
	
	

	C
	569015.5
	145190.7
	3.919089
	0.0001

	E-2
	131448.1
	57302.04
	2.293951
	0.0233

	E-3
	-188274.1
	88047.17
	-2.138332
	0.0342

	E-5
	-253944.4
	88404.55
	-2.872526
	0.0047

	E-6
	178963.6
	60469.71
	2.959557
	0.0036

	E-8
	199380.8
	60722.25
	3.283488
	0.0013

	E-10
	197297.6
	33950.57
	5.811318
	0.0000

	E-11
	-306163.5
	60684.45
	-5.045172
	0.0000

	E-15
	-229219.2
	65161.67
	-3.517699
	0.0006

	
	
	
	
	

	
	
	
	
	

	R-squared
	0.490099
	    Mean dependent var
	813211.9

	Adjusted R-squared
	0.461372
	    S.D. dependent var
	469287.2

	S.E. of regression
	344415.9
	    Akaike info criterion
	28.39484

	Sum squared resid
	1.68E+13
	    Schwarz criterion
	28.57468

	Log likelihood
	-2134.810
	    F-statistic
	17.06066

	Durbin-Watson stat
	1.911522
	    Prob(F-statistic)
	0.000000

	
	
	
	
	

	
	
	
	
	



Having the business plan increases, on average, the sales by Rs 131228 (β of E-2).Starter’s work experience in the same business reduces, on average, the sales by Rs 188274 (β of E-3). starter aged up to thirty years achieves, on average,  Rs 253944(β of E-5) lesser sales than that by starter aged above thirty; starter’s prior experience for running the business increase, on average,  the sales by Rs 178963 ; (β of E-6).The sales, on average,  will be increased by Rs 199380(β of E-8), if starting the business is starter’s own idea,  The one unit change in  extent of locus of control, varying from outer to inner and  transformed in the model  in four number scale from 1 for the lowest(highest) inner(outer) locus of control to 4 for the highest(lowest)  inner(outer) locus of control, leads, on average, to change first year sales by Rs 197297  (β of E-10). The sales will be reduced, on average, by Rs 306163(β of E-11), if starter is single  or unmarried. The sale of retail start-up has, on average, Rs 306163(β of E-15) lesser sales than wholesale start-up.  

Conclusion:

There has not been a single study conducted to find the success determinants of the new firms before this in Interior of Sindh, Pakistan. The society here being a low paid predominantly poor, socially under developed where entrepreneurs are not so familiar with modern managerial skills, requires Entrepreneurial culture, fast development and survival of new firms to cope with undeveloped economical and social situations. The retail and whole sale sector, largely informal sector which employs a huge number of the poor and unskilled people in this region, is a magnet for new firms

The success indicator: ‘sales in first year’, was chosen and modelled on the operationalzed success factor to predict the success within given determinants of success. 

The Model reveals: 

1-Success Factors

Entrepreneurial 

· Having Business Plan
· Prior experience of running any business except retail and Whole Sale sector
· Idea Pioneering
· Inner locus of control
2-Neutral Factors
Entrepreneurial:

· Number of hours invested in a week 

· Family business background

· Education level

· Risk taking behaviour

      Firm associated:

· Structure of Ownership

· Consistency in structure of Ownership

· Number of Partners

      External: 

· Location of the start-up

     3-Negatively correlated  Factors 

Entrepreneurial:

· Work experience only in the Retail and Whole Sale sector. 

· Age below thirty years

· Marital status as single or unmarried. 

     External: 

· Retail Start up

The model given in Table 2 is useful for the creditors, Small Business agencies, Banks and entrepreneurs to predict the success, First year sales, of a start-up in retail and whole sale sector of Interior Sindh, Pakistan. 

I got some astonishing results which is not in conjunction to the prior studies done in western world about the success determinants of small business. Starter’s work experience in the same sector in which he is going to do his business has negative impact over the success but prior experience in the business has positive impact this is in line with the findings of Cooper (1982) and Stuart et al. (1990), which report that specific entrepreneurship or management experience is a clear precondition for success.  But it is widely drawn and accepted in many studies that the work experience has either positive or neutral effect on the success of the start up. Higher education of starter does not seem to have any impact on the success; the education level has not shown any significant impact on the success because the Retail and Whole sector in Interior Sind, Pakistan is still informal and predominantly controlled and owned by less educated entrepreneurs. This factor was also taken up in the study by Van Beest et al. (1997), which concluded that differences in level of education were not significant in accounting for the success of the starter.  Number of hours invested in a week (measures the intensity of starter’s commitment with the start-up and efforts to make it more successful) is not determinant factor of the success nor is the risk taking behaviour, although it has been drawn in many entrepreneurial studies conducted in developed countries that the starter’s commitment with his business and risk taking behaviour are strong determinants of the success of his business. Possessing family business background by a starter has no impact over the success of his start-up, it is quite strange result and contrary to many findings supporting the argument that family business background is one of the pillars in the start-up firm.   

It seems that unmarried starter has lesser potential to elevate the success of the start-up than that has married starter; and starter aged above thirty years are more successful than starter aged up to thirty years, however, starters above thirty are mostly married so it is confusing to bifurcate the impact of each factor on the success. The Higher the inner locus of control possessed by the starter, he will achieve the more success in his start-up. Starting the business with sound preparation and making business plan tend to boost up the level of success of the start-up. This is in conjunction of study conducted by Chell et al(1991). 

None of firm associated factors showed any impact on the success of start-up. Start-up in the sample was either sole-proprietorship or partnership. It is found that ownership mode of the start-up of and its consistency and number of partners are irrelevant to the success of the start-up. 

 I can therefore put forward following key points for policy measure targeted to entrepreneurs in Sindh, Pakistan.

· The importance of thorough preparation with sound business idea and plan seems to be key determinant of success. This creates the need that government should provide facilities through institutes like SMEDA to entrepreneurs for increasing their level of preparation.

· Matured and experienced entrepreneur with higher inner locus of control have greater potential to be successful. The government can provide facilities to find mentor, preferably an experienced entrepreneur who actively guides the entrepreneurs and may also help them to achieve the inner locus of control.
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