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Why are intentions interesting to those who care about new venture formation? Entrepreneurship is a way of thinking, a way of thinking that emphasizes opportunities over threats. The opportunity identification process is
clearly an intentional process, and, therefore, entrepreneurial intentions
clearly merit our attention. Equally important, they offer a means to better
explain—and predict—entrepreneurship.
We don’t start a business as a reflex, do we? We may respond to the conditions around us, such
as an intriguing market niche, by starting a new venture. Yet, we think about it first; we process the cues
from the environment around us and set about constructing the perceived opportunity into a viable business proposition.
In the psychological literature, intentions have proven the best predictor of planned behavior, particularly when that behavior is rare, hard to observe, or involves unpredictable time lags. New businesses
emerge over time and involve considerable planning. Thus, entrepreneurship is exactly the type of planned
behavior (Bird 1988; Katz and Gartner 1988) for which intention models are ideally suited. If intention
models prove useful in understanding business venture formation intentions, they offer a coherent, parsimonious, highly-generalizable, and robust theoretical framework for understanding and prediction.
Empirically, we have learned that situational (for example, employment status or informational
cues) or individual (for example, demographic characteristics or personality traits) variables are poor
predictors. That is, predicting entrepreneurial activities by modeling only situational or personal factors
usually resulted in disappointingly small explanatory power and even smaller predictive validity. Inten-
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tions models offer us a significant opportunity to increase our ability to understand and predict entrepreneurial activity.
The current study compares two intention-based models in terms of their ability to predict entrepreneurial intentions: Ajzen’s theory of planned behavior (TPB) and Shapero’s model of the entrepreneurial
event (SEE). Ajzen argues that intentions in general depend on perceptions of personal attractiveness,
social norms, and feasibility. Shapero argues that entrepreneurial intentions depend on perceptions of
personal desirability, feasibility, and propensity to act. We employed a competing models approach, comparing regression analyses results for the two models. We tested for overall statistical fit and how well
the results supported each component of the models. The sample consisted of student subjects facing
imminent career decisions. Results offered strong statistical support for both models.
(1) Intentions are the single best predictor of any planned behavior, including entrepreneurship.
Understanding the antecedents of intentions increases our understanding of the intended behavior. Attitudes influence behavior by their impact on intentions. Intentions and attitudes depend on the situation and
person. Accordingly, intentions models will predict behavior better than either individual (for example,
personality) or situational (for example, employment status) variables. Predictive power is critical to better post hoc explanations of entrepreneurial behavior; intentions models provide superior predictive validity. (2) Personal and situational variables typically have an indirect influence on entrepreneurship
through influencing key attitudes and general motivation to act. For instance, role models will affect entrepreneurial intentions only if they change attitudes and beliefs such as perceived self-efficacy. Intentionbased models describe how exogenous influences (for eample, perceptions of resource availability)
change intentions and, ultimately, venture creation. (3) The versatility and robustness of intention models
support the broader use of comprehensive, theory-driven, testable process models in entrepreneurship
research (MacMillan and Katz 1992). Intentional behavior helps explain and model why many entrepreneurs decide to start a business long before they scan for opportunities.
Understanding intentions helps researchers and theoreticians to understand related phenomena.
These include: what triggers opportunity scanning, the sources of ideas for a business venture, and how the
venture ultimately becomes a reality. Intention models can describe how entrepreneurial training molds
intentions in subsequent venture creation (for example, how does training in business plan writing change
attitudes and intentions?). Past research has extensively explored aspects of new venture plans once written. Intentionality argues instead that we study the planning process itself for determinants of venturing
behavior. We can apply intentions models to other strategic decisions such as the decision to grow or
exit a business. Researchers can model the intentions of critical stakeholders in the venture, such as venture
capitalists’ intentions toward investing in a given company. Finally, management researchers can explore
the overlaps between venture formation intentions and venture opportunity identification.
Entrepreneurs themselves (and those who teach and train them) should benefit from a better understanding of their own motives. The lens provided by intentions affords them the opportunity to understand
why they made certain choices in their vision of the new venture.
Intentions-based models provide practical insight to any planned behavior. This allows us to better
encourage the identification of personally-viable, personally-credible opportunities. Teachers, consultants, advisors, and entrepreneurs should benefit from a better general understanding of how intentions
are formed, as well as a specific understanding of how founders’ beliefs, perceptions, and motives coalesce
into the intent to start a business. This understanding offers sizable diagnostic power, thus entrepreneurship educators can use this model to better understand the motivations and intentions of students and
trainees and to help students and trainees understand their own motivations and intentions.
Carefully targeted training becomes possible. For example, ethnic and gender differences in career
choice are largely explained by self-efficacy differences. Applied work in psychology and sociology tells
us that we already know how to remediate self-efficacy differences. Raising entrepreneurial efficacies will
raise perceptions of venture feasibility, thus increasing the perception of opportunity.
Economic and community development hinges not on chasing smokestacks, but on growing new
businesses. To encourage economic development in the form of new enterprises we must first increase
perceptions of feasibility and desirability. Policy initiatives will increase business formations if those initiatives positively influence attitudes and thus influence intentions. The growing trends of downsizing and

