YES Survey on Strategic Entrepreneurship
To be returned via email to secretariat@yes.be


Please fill in the following blanks

	1.    Name the country in which your firm operates: 
	


	2.    Year of the firm’s establishment: 
	


3.    Total number of employees (for part-time employees please convert to full-time 
	equivalents e.g. 10 part-time employees on a 50% basis equal 5 full-time employees):
	


4.   Sector(s) of the firm (please name: e.g. food, furniture, electronic components, software, advertising): 
	


	5.   Would you describe your firm as mainly a manufacturing or a service company?...

(please tick  one)                       Manufacturing 
             Service 


B. DECISION-MAKING PROCESSES 

In this section, we refer to the processes that your firm might follow when making very important (strategic) decisions. As strategic decisions we define these decisions which are expected to have important consequences for your firm’s future success. Examples of such decisions might include: building of a new factory, new product/service introduction, expansion of production equipment, internal reorganization, modernization of production equipment, merger or acquisition, joint venture/strategic alliance, etc.

Please evaluate the following sentences by circling the appropriate number

	1.1. To what extent do the decision-makers in your firm search relevant information (concerning competition, industry trends, customers, suppliers and collaborating firms at home or abroad) in making very important (strategic) decisions ?


	not at all
	
	
	
	extensively

	1
	2
	3
	4
	5


	1.2. To what extent do the decision-makers in your firm analyze relevant information (concerning competition, industry trends, suppliers and collaborating firms at home or abroad) before making very important (strategic) decisions ?


	not at all
	
	
	
	extensively

	1
	2
	3
	4
	5


	1.3. How important are in your firm quantitative techniques (e.g. budgeting) in making very important (strategic) decisions?


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


	1.4. How would you describe the decision-making process in your firm concerning very important (strategic) decisions?


	very analytical
	
	
	
	very intuitive

	1
	2
	3
	4
	5


	1.5. In general, how effective are the decision-makers in taking into consideration relevant information (concerning competition, industry trends, customers, suppliers and collaborating firms at home or abroad)? 


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


	1.6. To what extent do senior managers in your company rely on pure judgement in making very important (strategic) decisions?


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


	1.7. In your company, how much emphasis do senior managers place on past experience in making very important (strategic) decisions ?


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


	1.8. On many occasions, decision-makers do not have enough information, and must make decisions based on a “gut-feeling”. To what extent do senior managers of your firm rely on their “gut-feelings” when making very important (strategic) decisions? 


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


	1.9. Usually in your firm, are decision makers concerned with their own goals, or with the goals of the firm when making very important (strategic) decisions? 


	Own goals completely
	
	Both goals equally
	
	Firm goals completely

	1
	2
	3
	4
	5


	1.10. Usually in your firm, are decision makers open with each other about their interests and preferences for the very important (strategic) decisions?


	not at all
	
	
	
	very much

	1
	2
	3
	4
	5


C. ENTREPRENEURIAL STYLE and FIRM ENVIRONMENT

C.1. Please circle the numbers in the following scale which best describe your reaction to the item. Circle number “1” if the statement on the left hand side of the scale best describes your reaction to the item.  Circle number “5” if the statement on the left hand side of the scale best describes your reaction to the item. Circle numbers “2” through “4” depending upon your best estimate of an intermediate position.  The same guidelines apply for the next question (C.2) in this section and for questions D1 and D2 (last page). 
With regard to the activities of my firm in the marketplace, we generally ...
1. Favour the marketing of tried and
1       2       3       4       5
        Favour Research & Development, 

    tested products or services




        technological leadership and 









        innovations
2. Favour low risk projects (with

1       2       3       4       5
        Favour high risk projects (with 
    normal and certain rates of return)



        chances of very high return)

In general, we believe that owing to the nature of the environment it is best to achieve the firm’s objectives in the marketplace via ...

3. Cautious and incremental behaviour
1       2       3       4       5
        Bold and wide-ranging behaviour
In dealing with its competitors in the marketplace, my firm ...
4. Typically responds to actions which
1       2       3       4       5
        Typically initiates actions to which

     competitors initiate





        competitors then respond

5. Is very seldom the first firm to

1       2       3       4       5
        Is very often the first firm to

    introduce new products/services, 




        introduce new products/services,

    administrative techniques and




        administrative techniques and
    operating technologies





        operating technologies
6. Typically seeks to avoid competitive
1       2       3       4       5
        Typically adopts a very competitive, 

    clashes, preferring a ‘live-and-let-



         ‘beat-the-competitors’ posture

    live’ posture
When confronted in the marketplace with decision-making situations involving uncertainty, my firm typically adopts a …
7. Cautious, ‘wait and see’ posture in
1       2       3       4       5
        Bold, aggressive posture to

    order to minimize the probability




        maximize the probability of 

    of making costly decisions




        exploiting potential opportunities

How many new lines of products/services has your firm marketed in the marketplace in the past 5 years?
8. No new lines of products or services
1       2       3       4       5
        Very many new lines of products or








         services
9. Changes in product or service lines
1       2       3       4       5
        Changes in product or service lines

     have been mostly of a minor nature



         have usually been quite major
C.2 Please circle the numbers in the following scales which best describe your firm’s orientation 

In general, the operating management philosophy in my firm favors: 

1. Highly structured channels of                   
1       2       3       4       5
        Open channels of communication with                                                                                                              

    communication and a highly                                                                          important financial and operating

    restricted access to important                                                                         information flowing quite freely

    financial and operating                                                                                   throughout the firm 

    information 

        

2. A strong insistence on a uniform              
1       2       3       4       5
        Managers’ operating styles allowed to                                                                                                      
    managerial style throughout the                                                                     range freely from the very formal to 

    firm 


                                                                                the very informal 
3. A strong emphasis on giving           
1       2       3       4       5
        A strong tendency to let the expert in 

    most say in decision making                                                                          a given situation have the most

    to formal line managers 

                                                                  say in decision making, even if this 

                                                                                                                            means temporary bypassing of 

                                                                                                                            formal line authority 

4. A strong emphasis on holding                    1       2       3       4       5
        A strong emphasis on adapting freely
    fast to tried and true management                                                                  to changing circumstances without too

    principles despite any change                                                                        much concern for past practice 

    in business conditions 

5. A strong emphasis on always 
               1       2       3       4       5
        A strong emphasis on getting things 
    getting personnel to follow the 



                       done even if it means disregarding

    formally laid-down procedures                                                                       formal procedures 

6. Tight formal control of most 
               1       2       3       4       5
        Loose, informal control; heavy 
    operations by means of                                                                                  dependence on informal 
    sophisticated control and                                                                                relationships and the norm of 

    information systems                                                                                       cooperation for getting work 

                                                                                                                            done 

7. A strong emphasis on getting 
               1       2       3       4       5
        A strong tendency to let the  
    personnel to adhere closely                                                                        requirements of the individual’s

    closely to formal job descriptions                                                                  personality define proper 

                                                                                                                            on-the-job behavior 

C.3. Please evaluate following sentences using  the scale given

	The following sentences refer to your firm’s emphasis on cost reduction

and marketing activities. Please evaluate your firm’s emphasis on 1-4

relative to your competitors 
	much

lower

than

compe-

titors
	                  much

                    higher

                   than

                   compe-

                   titors

	
	   1        2        3        4        5


1. My firm’s effort on reducing production costs is: 


                           
2.
My firm’s effort on improving processes in order to reduce 

    quality- control costs is:     



                                         
3. My firm’s investment in marketing activities is: 


                           
4.
My firm’s investment in after-sale services is:


                           
C.4.   Please evaluate the following sentences using  the scale given
	In relation to the following measures, my firm’s

performance in the marketplace compared with that of my 

direct competitors is …
	much

inferior
	                  much

                    superior

	
	   1        2        3        4        5


1. Sales growth






                           
2. Market share 






                           
3. Return on investment 





                           
4. Profitability 






                           
5. Overall satisfaction with performance relative to objectives set
                           
 D. EXTERNAL ENVIRONMENT

Please evaluate the following sentences by circling the appropriate number.
  (1 means that the sentence on the left is valid, 5 that the sentence on the right is valid)

D1. With regard to the activities of my firm in the marketplace ...
1. Our firm must rarely change its 

1       2       3       4       5
        Our firm must change its 

    competitive practices to keep up 




        competitive practices extremely

    with the market and competitors




        frequently (e.g. semi-annually)

2. The rate at which products/services are
1       2       3       4       5
        The rate of obsolescence is very 
    becoming obsolete in the industry is very



        high (as in e.g. some fashion goods

    slow (e.g. basic metal like copper)



        and semi-conductors)
3. Actions of competitors are quite easy
1       2       3       4       5
        Actions of competitors are 
    to predict (as in some primary industries)



        unpredictable
4. Demand and customer preferences
1       2       3       4       5
        Demand and customer preferences

    are fairly easy to forecast (e.g. for



        are almost unpredictable (e.g. high
    milk companies)





        fashion goods)

5. The production/service technology is
1       2       3       4       5
        The modes of production/service 
    not subject to very much change and 



        change often and in a major way 

    is well established (e.g. in steel 




        (e.g. advanced electronic

    production)






        components)

D2. The environment in the marketplace within which my firm functions is ...
1. Very safe, little threat to the survival 
1       2       3       4       5
        Very risky, one false step can mean 

     and well being of my firm 




         my firm’s undoing

2. Rich in investment and marketing 
1       2       3       4       5
        Very stressful, exacting, hostile,

    opportunities 






         very hard to keep afloat

3. An environment that my firm can 
1       2       3       4       5
         A dominating environment in which 

    control and manipulate to its own 



         my firm’s initiatives count for 

    advantage, such as a dominant firm



         little against the tremendous 

    faces in an industry with little 




         political, technological and 

    competition and few hindrances




         competitive forces

E. PERSONAL CHARACTERISTICS 

E.1.   Please evaluate the following sentences using  in the scale given
	
	never
	                  always

	The following statements refer to how you might behave when you are at work 
	   1        2        3        4        5


1. I do my best work when my job assignments are fairly difficult
                           
2. I try very hard to improve on my past performance at work

                           
3. I take moderate risks and stick my neck out to get ahead at work
                           
4. I try to avoid any added responsibilities on my job


                           
5. I try to perform better than my co-workers                                  
                           
6. I cannot easily forget about my work when I’m on holiday                   
                           
E.2 Please fill in the following blanks

	1.   Gender: 
	


	2.   Your position in the firm:
	


	3.   Number of years that you work in this position :
	


	6.   Please report your level of education (e.g. high school, some college, bachelors degree, masters degree, PhD degree :
	


	7.   Please report the function of the company that you command more specialisation and experience (marketing/sales, production management, design/engineering, accounting/finance, personnel management): 
	


	9.   Please provide the number of levels between you and the CEO:
	


	10. Is the present CEO (or managing director) the founder of the company at the same time?(YES/NO) :
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