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Entrepreneurship

Critically evaluate a range of entrepreneurial traits, motivations and characteristics using appropriate academic models and theories, further supported by examples of proven and successful entrepreneurs
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Entrepreneurship is a process of managing, developing, and creating a new business venture, to achieve organisational goals and generate profit (Diandra and Azmy, 2020). The paper evaluates the entrepreneurial traits, motivations, and characteristics responsible for the success of business ventures. With the help of established theories and models in academic arenas, this analysis draws from Meslows's hierarchy of needs, McClelland's Acquired Needs Theory, as well as Big Five Personality Traits and Social learning theory, to assess how psychology and behaviour impact the phenomenon of entrepreneurial success. This analysis explores deeply entrepreneurial personalities and the multiple external influences.
Maslow's Hierarchy of Needs theory was proposed by Abraham Maslow in his 1943 paper "A Theory of Human Motivation in the journal Psychological Review (Maslow, 1943). It is a conceptual framework through which the progression of entrepreneurial traits may be understood from basic survival needs to self-actualisation and transcendence. Relating to entrepreneurship, this hierarchy can be applied to illustrate the changing needs and traits of entrepreneurs. The base of the hierarchy is psychological needs, which surround financial and security needs and basic business needs such as revenue, customer service, and operation. At this stage, entrepreneurs are more characterised by resilience, resourcefulness, and flexibility (Trivedi and Mehta, 2019).
According to Maslow's Hierarchy of Needs theory, entrepreneurial traits progress from baseline survival needs to self-actualization. At the physiological level, entrepreneurs are all about financial stability and basic business needs; this concept was exhibited by Ray Kroc, founder of McDonald’s, implemented by providing a consistent, low-cost product. The safety stage Emphasis to ensure a sustainable business model and ensure less risk, for example in Conrad Hilton, Expansion Hilton Hotels, when economic crisis struck. Howard Schultz built Starbucks’ culture around strong relationships with its customers and employees at the love and belonging stage. The esteem stage is linked to personal branding, and gaining recognition think Richard Branson, who used his charm to grow the Virgin Group. At self-actualization, Tony Hsieh of Zappos transformed customer service finding passion and purpose (Lonn and Dantzler, 2017).
The traits defining this stage are creativity, vision, and entrepreneurship. The final one is transcendence needs where people want to leave a legacy, give back to the community, and inspire others through philanthropy or social entrepreneurship, and inspiring others to one's entrepreneurial journey. At this level, entrepreneurs are altruistic, socially responsible, and exhibit leadership qualities. The same path was taken in hospitality by Hilton Hotels founder Conrad Hilton. Then he began with one hotel to meet basic needs for accommodation, growing globally through positive cash flow and a strong service culture. Though he was already rich through his father's inheritance, he now built on that wealth to expand Hilton to a global hospitality giant, making it the lasting entrepreneurial success (Stier, 2024).
David McClelland was a psychologist who Proposed this theory on human motivation. He researched the concept of motivation and how it relates to individual 10 personalities. The theory focuses on three needs in people's life experiences: the need for achievement, the need for power, and the need for affiliation (Lumen, 2020). Therefore, within the entrepreneurial traits, this theory explains the significant psychological drivers that help account for the success of entrepreneurship.
A strong need for achievement is characterised by the desire for an excellent state, managed risk, and especially challenging goals with a subsequent focus on achieving them. Such personalities can be commonly viewed as resilient, strategic thinking, and innovative, like entrepreneurs. The need for power is often associated with the need for control, influence, and acknowledgement. Entrepreneurs with this need are usually those trying to dominate the market, exhibit confidence and assertiveness, and hold a strong personal brand. The need for affiliation means the need for social relationships or bringing groups together for purposes of collaboration and mutual support. Entrepreneurs who have this need are most focused on creating powerful teams, facilitating partnerships, and making great working environments. 
Businessmen like Richard Branson and Howard Schultz provide communication, empathy, and leadership through their business practices. Branson's approachable leadership style at Virgin Group puts a premium on employee feedback and extends to customer interactions. His empathy is seen in Virgin’s employee-first policies — unlimited vacation days, for example resulting in a positive workplace culture. As the former CEO of Starbucks, Schultz exemplified empathy and leadership to introduce health care benefits and college tuition assistance for employees, further establishing a people-centred business model. These organizations are both based on building brand loyalty and strong company culture through relationship building, teamwork, and positive employee experiences; major components of McClelland’s need for affiliation. (Sanders, 2023).
There is also evidence that entrepreneurs have more need for achievement and power than non-entrepreneurs. However, there must be a balance between these needs so that one can emerge as a successful entrepreneur. The desire for more achievement leads to burnout and excessive risk-taking, while too much need for power may represent poor decision-making. On the other hand, an intemperate need for affiliation can help establish a culture of networking towards being more inclusive. These needs interact with each other and influence entrepreneurial behaviour instance, entrepreneurs would be inclined to innovate and grow a business if they have high achievement and power needs; conversely, if they have high affiliation and achievement needs, they would focus on building businesses with social responsibility and sustainability. Self-awareness from McClelland's Acquired Needs Theory gives entrepreneurs an insight into their strengths and potential weaknesses (de Andrade Baptista et al., 2021).
The self-awareness stemming from McClelland's Acquired Needs Theory makes it more favourable for entrepreneurs as they can balance their potential flaws. Howard Schultz the ex-CEO of Starbucks — is a great case in point of need for affiliation; he has put forward a heavy focus on his employee relationships and customer relationships. The need for affiliation is often showcased in the hospitality industry, as can be seen by one of the early founders of hotels, Isadore Sharp of Four Seasons Hotels, who emphasized guest satisfaction and staff happiness. According to Arogundade and Akpa (2023), entrepreneurial training exploits this theory to develop skills in terms of achievement, power and affiliation for long-term business sustainability.
The factors to determine the Big Five Personality Trait Theory were developed by D. W. Fiskein in 1949. These determinant factors are openness, conscientiousness, extraversion, agreeableness, and neuroticism, correlated to entrepreneurial success (Darby, 2022). Openness breeds innovation, conscientiousness promotes discipline and risk avoidance. Extraversion helps with networking and leadership; agreeableness fosters collaboration and good relationships. While neuroticism can be negative, at moderate levels it augments resilience and adaptability. Entrepreneurs who scored highly in traits of openness, conscientiousness, and extraversion were more likely to lead successful businesses and disrupt the marketplace, which indicated that, overall, personality factors play a significant role in entrepreneurial behaviour, decision-making, and success over the long term. The framework helps entrepreneurs turn strengths to their advantage and reduce weaknesses to make better results.
Openness is the ability to be innovative which specifically includes a quality of being curious and adaptive. Entrepreneurial personality holds such openness, which makes entrepreneurs innovate and disrupt markets. Steve Jobs and Elon Musk are great examples of entrepreneurs who never stopped looking for new ideas or questioning what was conventional. Elon Musk's interest and desire in space and space travel are an outward manifestation of the openness trait (MPP, 2020). Conscientiousness is marked by organisation, self-discipline, and responsibility together in business operations helping entrepreneurs to solve and manage risks effectively. Extraversion defined by assertiveness, sociability, and energy, helps entrepreneurs network, market, and lead in style. People like Richard Branson and Howard Schultz fall high on the extraversion end for entrepreneurship; they used their charms, enthusiasm and confidence to build massively influential brands and galvanize teams. In particular, Branson, founder of Virgin Group, has long been known for his larger-than-life, risk-taking personality and an extremely social leadership style that contributed to his creating a global brand. In the same way, Schultz, ex-CEO of Starbucks, leveraged his friendliness and passion to establish an effective business culture and customer focus (Renko, 2017).
Also, both entrepreneurs are highly agreeable, with empathy, cooperation and benevolence. Schultz, for example, sought to create a company culture that emphasized the well-being of employees, taking the controversial step of implementing benefits for part-time employees, including healthcare coverage. Similarly, Branson’s leadership style has collaboration and employee input at its core, creating a culture of teamwork and innovation. These characteristics added to their entrepreneurial success by enhancing customer commitment, employee involvement, and brand image (Ok, and Eniola, 2024).
Adherence to Holacracy (a flat organizational structure) by Tony Hsieh, along with core values like Deliver WOW Through Service and Create Fun and A Little Weirdness (Ferrazzi, 2024), collectively reflect important Big Five Personality Traits of successful entrepreneurs. His high agreeableness—characterized by empathy, cooperation and teamwork—allowed him to establish a solid company culture and focus on customer satisfaction. Also, his willingness to learn and openness to experience led him to challenge existing norms of the business world and develop creative solutions within e-commerce. Through the creation of this unique, people-first workplace, Hsieh illustrated how elements of entrepreneurship directly influence organizational performance.
Neuroticism is characterised by anxiety. Anger, and vulnerability feelings, which may hinder entrepreneurial development if it is left unchecked. However, at moderate levels, neuroticism could make entrepreneurs work harder and stick to their entrepreneurial management when confronted with failures. Research studies indicate that entrepreneurs score higher on openness, conscientiousness, and extraversion than non-entrepreneurs.
The interaction between Big Five Personality Traits impacts entrepreneurial effectiveness. A person with personality dimensions of high openness and conscientiousness will be effective in an innovative industry. While those with high extraversion and agreeableness will be highly effective in service-oriented businesses. This personality trait theory enables entrepreneurs to identify their strengths and weaknesses, inform business tactics, and enhance decision-making skills (Ercan, 2017). It develops complementary skills for balancing their personality and enables entrepreneurs to build effective teams and adopt market conditions according to customer needs. In summary, the Big Five personality traits are important determinants of an individual's behaviour, success, and resilience. This is through the entrepreneurs identifying and tapping into the strengths and advantages in the personalities to optimise strategies in business through employing an efficient team and as well as finding ways to spur innovation in the future (Arpaci and Kocadag Unver, 2020).
The Social Learning Theory (SLT) by Albert Bandura, suggests people learn new behaviours by observing and imitating others. This theory was proposed in 1977, through which people can learn each other's behaviour by attention, retention, reproduction, and motivation (McLeod, 2024). This theory addresses how people learn new behaviours, attitudes, and knowledge by observing and imitating others. SLT, in the interpretation of entrepreneurial traits, is how entrepreneurs acquire their skills and characteristics through observation, experience, and social interactions. Entrepreneurial traits acquired through risk-taking, innovation and leadership, are attained either from successful entrepreneurs, mentors, or role models (Ahn, Hu, and Vega, 2020).
The main four processes that assist in the production of observational learning are as follows, In Attention, entrepreneurs pay attention to the effectiveness of the models and observe their strategies and behaviours. In retention, entrepreneurs retain what they have observed and remember the terms of behaviour images. Once they can recall the pieces of information cognitively in their mind, it helps them if they go over the experience. In Reproduction, entrepreneurs reproduce the behaviours which they have learnt by experimenting with the new skills. Lastly, in Motivation, entrepreneurs reinforce their learning rewards, feedback, and self-efficiency.
SLT emphasises the part of self-efficiency in entrepreneurial development. Self-efficiency is the confidence an individual has that they can accomplish something or handle difficulties. Entrepreneurs with high self-efficiency would be riskier, more innovative and more likely to be resilient during adversity. Research has that entrepreneurs who observe the examples of successful role models reveal increased risk-taking personalities, enhanced creativity and innovation, improved management and leadership skills, and greater resilience and adaptability (Kwon, and Telzer). An example of an entrepreneur who demonstrates SLT in action is Sara Blakely, founder of Spanx. In early 2012, Blakely as the sole owner of Spanx, was valued at $1 billion (Stefon, 2020). Social Learning Theory (SLT) is well exemplified by Sara Blakely’s entrepreneurial journey with the critical factor being to observe and learn from role models. Her father, a trial lawyer who encouraged his daughter to take risks and learn from failure, was another role model. Other lessons, such as those learned from Debbie Fields (founder of Mrs Field’s Cookies), inspired her resilience and innovation. Blakely repeated this behaviour when she gambled her savings (in 2000, it was $5,000 in personal capital) to start Spanx, showing she was experimental enough to take risks with well-calculated consequences. Her success as a businesswoman only fueled her desire as she would go on to scale the business into a billion-dollar company by 2012 (Stefon, 2020).
This evaluation has taken a closer look at different entrepreneurial traits, motivations, and characteristics through the framework of dominant academic models and theories that include Maslow's Hierarchy of Needs, McClelland's Acquired Needs Theory, Gig Five Personality Traits, and Social Learning Theory. These frameworks offer valuable insights for explaining the complex play of factors driving entrepreneurial success. The analysis summary shows that entrepreneurs are motivated by different needs, personality strengths, and learning from role models and experience. By integrating these theories and examples, this assessment contributes to a comprehensive understanding of entrepreneurial traits, motivations and characteristics.
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