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xv

Entrepreneurship is a fast-growing and ever-changing discipline. People of all ages, backgrounds, 
and nationalities are launching businesses of their own and, in the process, are reshaping the 
world’s economy. The purpose of this book is to open students’ minds to the possibilities, the 
challenges, and the rewards of owning their own businesses and to provide the tools they will 
need to be successful if they choose the path of the entrepreneur. It is not an easy road to follow, 
but the rewards—both tangible and intangible—are well worth the risks. Not only may you be 
rewarded financially for your business ideas, but also like entrepreneurs the world over, you will 
be able to work at something you love!

New to This Edition
This edition includes many new features that reflect this dy-
namic and exciting field of study.

●● This edition features separate chapters on “Forms of Busi-
ness Ownership” and “Buying an Existing Business.” In 
addition, we have reorganized the chapter on buying a 
business using a five-step process: the search stage, the 
due diligence stage, the valuation stage, the deal stage, 
and the transition stage. As members of the Baby Boom 
generation retire, the opportunities for you to buy a busi-
ness are vast. This chapter covers the details of various 
valuation methods to help you determine the value of a 
business you might purchase.

●● Almost every one of the real-world examples in this edi-
tion is new and is easy to spot because they are accompa-
nied by an icon. These examples allow you to see how entrepreneurs are putting 
into practice the concepts that you are learning about in the book and in class. 
These examples are designed to help students remember the key concepts in the 
course. The business founders in these examples also reflect the diversity that 
makes entrepreneurship a vital part of the global economy.

Preface
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●● We have integrated discussions of social media into 
almost every chapter, including how entrepreneurs 
use social media in a wide range of applications, rang-
ing from attracting investors and screening potential 
franchises to getting feedback from customers about a 
business idea and using it as a powerful, efficient mar-
keting tool.

●● We have updated the chapter on “Ethics and Entre-
preneurship: Doing the Right Thing.” This chapter 
provides students with a framework for making ethi-
cal decisions in business and with the opportunity to 

wrestle with some of the ethical dilemmas that entrepreneurs face, including the controver-
sial issues surrounding employers’ responses to employees’ postings on social media sites. 
Encouraging you to think about and discuss these issues now prepares you for making the 
right business decisions later.

●● We have updated Chapter 10, “E-Commerce and the Entrepreneur,” to reflect the mul-
tichannel approach that businesses use to meet their customers wherever and whenever 
they want to shop. This chapter also includes coverage of the latest search engine optimi-
zation techniques and the steps business owners can take to avoid becoming victims of 
cybercrime.

●● This edition provides expanded and updated coverage of important topics such as using the 
Business Model Canvas to refine a business idea, attracting capital using crowdfunding, 
identifying the keys to selecting the ideal location for a business, developing a process for 
hiring the right employees, creating a company culture that inspires employees to achieve 
their full potential, and others.

●● To emphasize the practical nature of this book, we 
have updated the content of the very popular “Hands 
On: How To . . .” feature, which selects a concept from 
each chapter and explains how to put it into practice in 
your own company. These features include topics such 
as how to “Make Social Media Work for Your Busi-
ness,” “Create a Culture of Creativity and Innovation,” 
“Build a Successful Global Company,” “Make Your 
Small Business a Great Place to Work,” and many 
others.

●● Another feature that is popular with both students 
and professors is “You Be the Consultant.” Every 
chapter contains at least one of these inserts describ-
ing a decision that an entrepreneur faces while ask-
ing you to play the role of consultant and to advise 
the entrepreneur on the best course of action. This 
feature includes the fascinating stories of how entre-
preneurs came up with their business ideas (includ-
ing Bill Mitchell, who began tailoring clothing for 
his college friends, which led him to start Billiam 
Jeans, a company that creates custom-made jeans for 
clients). Other topics explore deciding whether an 
entrepreneur should purchase one of the first outlets 
from a new franchise operation (John Rosatti and 
Lee Goldberg and BurgerFi), developing a strategy 
for providing “second mile service” to customers as 
a way of setting a company apart from its competi-
tion, understanding the psychology behind popular 
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pricing strategies, helping an entrepreneur choose a location for his company’s next re-
tail store (Fan Bi, cofounder of custom shirtmaker Blank Label), and using social media 
to market a small company’s services (Jeff Platt and SkyZone, an indoor wall-to-wall 
trampoline park franchise). Each one poses a problem or an opportunity and includes 
questions that focus attention on key issues to help you hone your analytical and critical 
thinking skills.

●● This edition includes 10 new brief cases that 
cover a variety of topics (see the case matrix that 
appears on the inside cover). All of the cases are 
about small companies, and most are companies 
that you can research online. These cases chal-
lenge students to think critically about a variety of 
topics that are covered in the text—from develop-
ing a business strategy and building a brand to 
protecting intellectual property and financing a 
business.

●● The content of every chapter reflects the  
most recent statistics, studies, surveys, and 
research about entrepreneurship and small 
business management. Students will learn how 
to launch and manage their businesses the 
right way by studying the most current con-
cepts in entrepreneurship and small business 
management.

Entrepreneurship has become a major force in the global economy. Policy makers across the 
world are discovering that economic growth and prosperity lie in the hands of entrepreneurs—
those dynamic, driven men and women who are committed to achieving success by creating and 
marketing innovative, customer-focused new products and services. Not only are these entrepre-
neurs creating economic prosperity, but as social entrepreneurs many of them are also striving to 
make the world a better place in which to live. Those who possess this spirit of entrepreneurial 
leadership continue to lead the economic revolution that has proved time and again its ability 
to raise the standard of living for people everywhere. We hope that by using this book in your 
entrepreneurship or small business management course, you will join this economic revolution 
to bring about lasting, positive changes in your community and around the world. If you are in-
terested in launching a business of your own, Essentials of Entrepreneurship and Small Business 
Management is the ideal book for you!

This ninth edition of Essentials of Entrepreneurship and Small Business Management intro-
duces students to the process of creating a new venture and provides them with the knowledge 
they need to launch a business that has the greatest chance for success. One of the hallmarks of 
every edition of this book has been a very practical, “hands-on” approach to entrepreneurship. 
We strive to equip students with the tools they will need for entrepreneurial success. By combin-
ing this textbook with professors’ expertise, students will be equipped to follow their dreams of 
becoming successful entrepreneurs.

Solving Teaching and Learning Challenges
Now in its ninth edition, Essentials of Entrepreneurship and Small Business Management 
has stood the test of time by presenting in an organized, concise manner the material needed 
to launch and manage a small business successfully in a hotly competitive environment. In 
writing this edition, we have worked hard to provide plenty of practical, “hands-on” tools and 
techniques to help you make your business ventures successful. Many people launch busi-
nesses every year, but only some of them succeed. This book provides the tools to help stu-
dents learn the right way to launch and manage a small business with the staying power to 
succeed and grow.
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●● Each chapter offers several insights 
from successful professionals, empha-
sizing concepts and valuable skills that 
students will explore in depth in the 
chapter.

●● Each chapter includes a chapter sum-
mary (organized by learning objec-
tives), discussion questions, and 
“Beyond the Classroom” questions 
that are designed to engage students 
and help them develop their analyti-
cal and critical thinking skills. On 
MyLab Entrepreneurship are flash 
cards for students to use to test 
their knowledge of key terms used 
throughout the book.

●● Each chapter also includes a “Hands 
on: How to . . .” feature that provides 
students with practical insight into 
problems that entrepreneurs often face.
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●● This edition once again emphasizes the importance of conducting a feasibility analysis and 
creating a business plan for a successful new venture. Chapter 4, “Conducting a Feasibility 
Analysis and Designing a Business Model,” offers comprehensive coverage of how to con-
duct a feasibility study for a business idea and then how to create a sound business model 
for the ideas that pass the feasibility test. This content will enable students to avoid a com-
mon mistake that entrepreneurs make: failing to define and test a viable business model 
before they launch their businesses.

●● This edition features an updated, attractive, full-color design 
and a layout that includes an in-margin glossary and learning 
objectives and is designed to be user friendly. Each chapter be-
gins with learning objectives, which are repeated as in-margin 
markers within the chapter to guide your students as they study. 
Attention-grabbing graphics help visually-oriented students learn 
more effectively.

●● Chapter 3, “Inside the Entrepreneurial Mind: From Ideas to Real-
ity,” explains the creative process entrepreneurs use to generate 
business ideas and to recognize entrepreneurial opportunities. This 
chapter helps students learn to think like entrepreneurs.

●● Chapter 10, “E-Commerce and the Entrepreneur,” serves as a 
practical guide to using the Internet as a marketing and business 
tool and offers helpful advice for engaging successfully in mobile 
commerce. The Internet will be at the core of many of the busi-
nesses students will start, and they must have a solid understanding 
of the pitfalls to avoid and how to build a successful e-commerce 
strategy.

●● Chapter 14, “Sources of Financing: Equity and Debt,” gives 
students a useful overview of the various financing sources that 
are available to entrepreneurs with plenty of practical advice for 
landing the financing they need to start or grow a 
business. In the difficult search for capital, many 
entrepreneurs take the first financing that becomes 
available, even though it often proves to be a poor 
choice. This chapter enables students to identify 
multiple sources of financing and evaluate the ones 
that are best for their particular situations.

●● On MyLab Entrepreneurship, MediaShare for Busi-
ness provides a robust video library and a powerful 
interface that help you connect course concepts to 
the business world.

●● On MyLab Entrepreneurship, students can complete 
Auto-graded and Assisted-grading writing ques-
tions that cut down on your grading time so you can 
spend more time teaching.

MyLab Entrepreneurship
Reach every student with MyLab
MyLab is the teaching and learning platform that empowers you to reach every student.  
By combining trusted author content with digital tools and a flexible platform, MyLab  
personalizes the learning experience and improves results for each student. Learn more 
at MyLab Entrepreneurship.
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Deliver trusted content
You deserve teaching materials that meet your own high standards for your course. That’s why 
we partner with highly respected authors to develop interactive content and course-specific 
resources that you can trust—and that keep your students engaged.

Empower each learner
Each student learns at a different pace. Personalized learning pinpoints the precise areas where 
each student needs practice, giving all students the support they need—when and where they 
need it—to be successful.

Teach your course your way
Your course is unique. So whether you’d like to build your own assignments, teach multiple sections, 
or set prerequisites, MyLab gives you the flexibility to easily create your course to fit your needs.

Improve student results
When you teach with MyLab, student performance improves. That’s why instructors have chosen 
MyLab for over 15 years, touching the lives of over 50 million students.

Developing Employability Skills
In a recent survey by the Cooperative Institutional Research Program, 85 percent of college fresh-
men say that the main reason they decided to go to college is to secure a better job when they 
graduate. Whether you plan to pursue a career in entrepreneurship or some other field, the lessons 
you learn in your entrepreneurship course and from this book will help you secure a better job 
because the principles of entrepreneurship apply to every avenue of life. Whether you choose to 
start your own businesses or work for someone else in a for-profit or nonprofit organization, the 
skills you will learn in this course with the help of this book will be extremely valuable to you. 
Recent surveys show that employers value the following skill sets in the people they want to hire, 
and your course and this book will help you develop and enhance your abilities in these areas:

●● Critical Thinking and Problem Solving. Every successful entrepreneur must engage in 
critical thinking and problem solving. Launching and running a successful company is 
a perpetual exercise in these areas. In this book, you can hone your critical thinking and 
problem-solving skills by tackling the “You Be the Consultant” and the “Beyond the 

Classroom” features that appear in every chapter. In addi-
tion, if one of the course requirements is to prepare a busi-
ness plan, you will learn firsthand how to think critically 
and solve problems.

●● Communication Skills. Successful entrepreneurs are 
good communicators. This book and the assignments you 
complete as part of the class will enhance your written 
and verbal communication skills. As part of entrepreneurs’ 
search for capital, they must create well-written, coherent 
business plans and pitch their ideas to potential lenders 
and investors. Chapter 5, “Building a Solid Strategic Plan 
and Crafting a Winning Business Plan,” teaches you how 

to write a plan that not only will help you 
build successful businesses but also will 
convince potential lenders and investors to 
put up financing for them. This chapter also 
explains how to make a successful business 
plan presentation. If the class involves de-
veloping a business plan (and perhaps par-
ticipating in a business plan competition), 
you will learn important written and oral 
communication skills.
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●● Teamwork. Research shows that businesses started by multiple founders 
have higher success rates than those started by solo entrepreneurs. Even if 
you choose to start businesses on your own, you will learn very quickly to 
rely on the help of other people to build it. In other words, you will learn the 
power of teamwork and collaboration. Chapter 17, “Building a New Venture 
Team and Planning for the Next Generation,” will help you learn these skills.

●● Leadership. One of an entrepreneur’s most important skills is leader-
ship. Effective leaders create a vision for their companies, convince other 
people to believe in and commit to it, develop a plan to implement the 
vision, and sustain the effort to accomplish it. Chapter 17, “Building a 
New Venture Team and Planning for the Next Generation,” explains the 
behavior of successful leaders. Building a company will test and improve 
your leadership skills.

●● Creativity. Whatever their business, employers are seeking creative talent. In Chapter 3, 
“Creativity and Innovation: Keys to Entrepreneurial Success,” you will learn about the 
creative process and how to enhance both your personal creativity and the creativity of the 
people in your business. Throughout this book and course, you will experience the incred-
ible creativity that entrepreneurs demonstrate.

●● Ethics and Social Responsibility. One of a company’s most valuable assets is its reputation.  
A company’s reputation is critical to its success, but it also is quite fragile. One employee acting 
in an unethical fashion can destroy a company’s good reputation. Employers seek employees 
in whom they can have confidence to do the right thing when faced with an ethical dilemma. 
In Chapter 2, “Ethics and Social Responsibility: Doing the Right Thing,” you will learn basic 
principles of ethics and social responsibility. Often, entrepreneurs and employees fall into ethi-
cal traps that are cloaked in the garb of mundane decisions. This chapter will help you avoid 
these traps by making you aware of the issues and how to address them.

You may choose to use these skills in your own businesses or in someone else’s business or 
nonprofit organization; either way, these skills are essential to your success. Moreover, it is only 
through the aggregate of your educational experiences that you will have the opportunity to de-
velop many of these skills that employers have identified as critical to success in the workplace. 
As you can see, in this course, and specifically in this book, you will have the opportunity to 
develop and implement these skills.

Instructor Teaching Resources
Supplements available to instructors 
at www.pearsonhighered.com

Features of the supplement

Instructor’s Manual ●● Chapter-by-chapter summaries
●● Additional examples and activities not included in the 

textbook
●● Teaching outlines
●● Sample syllabus
●● Case and chapter matrix
●● Solutions to all questions and problems in the book

Test Bank More than 1,500 multiple-choice, true/false, and short-
answer questions with these annotations:

●● Difficulty level (1 for straight recall, 2 for some analysis, 
3 for complex analysis)

●● Type (multiple choice, true/false, short answer, essay)
●● Learning outcome
●● AACSB learning standard (Written and Oral Communi-

cation, Ethical Understanding and Reasoning; Analyti-
cal Thinking; Information Technology; Interpersonal 
Relations and Teamwork; Diverse and Multicultural 
Work; Reflective Thinking; Application of Knowledge)
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Supplements available to instructors 
at www.pearsonhighered.com

Features of the supplement

Computerized TestGen TestGen allows instructors to:
●● Customize, save, and generate classroom tests
●● Edit, add, or delete questions from the Test Item Files
●● Analyze test results
●● Organize a database of tests and student results

PowerPoints Slides include all the graphs, tables, and equations in the 
textbook.
PowerPoints meet accessibility standards for students with 
disabilities. Features include but are not limited to:

●● Keyboard and Screen Reader access
●● Alternative text for images
●● High-color contrast between background and fore-

ground colors

This title is available as an eBook and can be purchased at most eBook retailers.
Essentials of Entrepreneurship and Small Business Management, 9/e, has stood the test of 

time and contains a multitude of both student- and instructor-friendly features. We trust that this 
edition will help the next generation of entrepreneurs to reach their full potential and achieve 
their dreams of success as independent business owners. It is their dedication, perseverance, and 
creativity that keep the world’s economy moving forward.
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Special Note to Students
We trust that this edition of Essentials of Entrepreneurship and Small Business Management will 
encourage and challenge you to fulfill your aspirations as an entrepreneur and to make the most 
of your talents, experience, and abilities. We hope that you find this book to be of such value that 
it becomes a permanent addition to your personal library. We look forward to the day when we 
can write about your entrepreneurial success story on these pages.
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Jack C. Massey Chair in Entrepreneurship
Belmont University
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