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Executive Summary

This study aims to provide insights into the motivations of entrepreneurs from the baby boomer generation (born between 1946 and 1964) for starting a business in the hospitality industry, filling the gap identified in the existing literature about entrepreneurial motivations.

After a thorough review of the literature on entrepreneurial motivations in general and on specificities of the baby boomer generation and the hospitality industry, the push/pull model of entrepreneurial motivations was chosen as the basis for a set of assumptions. While some entrepreneurs are pushed into self-employment due to a lack of attractive alternatives, others are pulled into business ownership by expectations of rewards such as independence, profit and self-fulfilment. 

For this exploratory research, we assumed that those who are pushed into entrepreneurship would be profit oriented and measuring the success of their business objectively, in terms of monetary rewards. To study pull motivations, we distinguished between intrinsic and extrinsic drivers. Entrepreneurs pulled by extrinsic factors were believed to be profit and growth oriented, whereas those pulled by intrinsic factors were expected to demonstrate lifestyle motivations and a subjective measure of success. 

In order to test the validity of these assumptions, a qualitative research approach was chosen to generate insights on the motivational drivers of the respondents. Twenty-eight interviews were conducted and analysed, and the respondents were classified into the different categories put forward in the assumptions. While the assumptions were validated, the findings showed several interesting discrepancies. 

Even though money as an initial driver proved to be strongly dominant, with duration of the venture, motivation seemed to gravitate away from profit orientation to lifestyle orientation. Reasons for this phenomenon lie in the financial situation of the entrepreneur, the nature of personal goals set prior to the venture and the pleasure of newly gained independence. Moreover, particularities of the hospitality industry, such as high involvement of the business-owner and personal engagement with clients seem to have a strong influence.
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Motivations of Baby Boomer Entrepreneurs in the Hospitality Industry

1. INTRODUCTION
In recent decades there has been a shift in the way entrepreneurship is perceived by society (Zimmerer and Scarborough, 2008); the importance of entrepreneurship as the driving force for development and job creation is now widely recognized (Hisrich, 1990). The significance of entrepreneurship is supported by academic researchers’ rising interest in the matter and mirrored in statistics provided by the EU. SMEs (Small and medium-sized enterprises)
, which account for 99% of businesses in the European Union, provide two-thirds of all private sector jobs (European Parliament, 2009). The favourable conditions for entrepreneurial activity result from the high amount of uncertainty faced by today’s economy (Cooper, 2003). According to Marchesnay (1991) it is indispensable to study the different profiles of entrepreneurs in order to fully understand howsmall and medium-sized businesses function. A great number of researchers have focused on the personality traits and motivations of small business owners in general (McClelland, 1961). However, Walker and Webster (2007) have identified a lack of research concerning age as a determining variable for engaging in entrepreneurial activity. Furthermore, the field of hospitality has been widely neglected, providing little information about characteristics and motivations of business owners in the hospitality sector (D’Andria, 2008). In order to compensate for this lack of research, this research paper intends to provide insight into the motivations of entrepreneurs from the baby boomer generation for starting their own business in the hospitality sector at a later stage in life. Baby boomers are particularly interesting when studying entrepreneurial motivation, as they represent the aging generation between work and retirement.

2. CONCEPTUAL REFERENCE

2.1 Defining the Entrepreneur  

The concept of entrepreneurship is defined as the result of a complex and multidimensional process (Marchesnay, 2000; Bruyat et Julien, 2001) formed by socio-cultural perceptions and influences (D’Andria, 2008). While some authors don’t necessarily view entrepreneurs as founders of organizations (Shane and Venkataraman, 2000), this paper will adopt the definition of Bygrave (1994), who defines an entrepreneur as “someone who perceives an opportunity and creates an organization to pursue it”. The entrepreneur is regarded as an initiator, possessing certain character traits and capacities which enable him to exploit an idea while creating a new enterprise (Hernandez, 1999). Expecting a certain return on investment, entrepreneurs do not solely value monetary remuneration but are also interested in social recognition and a sense of accomplishment (Marchesnay, 2007). Several researchers make a distinction between entrepreneurs and small and medium sized business owners (Deakins, 1996). While entrepreneurs mainly focus on innovation, growth and maximizing profits (Stevenson and Gumpert, 1991), small business owners are primarily concerned with the development of personal aspirations, pursuing an occupation which combines work and family needs and desires (Carland et al., 1984). Describing the entrepreneur as a leader with an autonomous drive to create, Schumpeter recognized the important role of the owner-manager in SMEs early (Schumpeter, 1934). This strong dependency of SMEs on the owner-manager is inversely proportional to the size of the business (Julien, 1998). This paper will use both terms interchangeably even though Julien (1998) describes the strategic management of SMEs as predominantly informal, intuitive and lacking long-term vision and planning. Overall, one can say that the personal values of the entrepreneur are decisive for the development of the business (Bayad, Boughattas and Schmitt, 2006). 
In short, the entrepreneur is a creator of value, taking a variety of risks to achieve a desired outcome of personal or materialistic goals. He is the main driver of his business, taking strategic direction and decisive action based on individual circumstances.
2.2 Personal Traits of Entrepreneurs

When researching about motivations of entrepreneurs it becomes evident that people differ in their willingness to pursue entrepreneurial opportunities depending on their personalities. The list of entrepreneurial traits mentioned in literature is a long one: commitment and determination, creativity, initiative, character strength, confidence, leadership, technical competences, desire for responsibility, efficiency, high level of energy (Johnson, 2001). The themes that have received most attention, however, are independence (Kirby, 2003), need for achievement (McClelland, 1961), locus of control (Rotter, 1966), high tolerance for risk (Palich and Bagby, 1995) and self-confidence/self-efficacy (Bandura, 1997). According to McClelland (1961), entrepreneurs are individuals who have a strong need to achieve, which leads to higher success in business performance. Entrepreneurs are also usually expected to possess an internal locus of control (Littunen, 2000), in that they believe that a person’s own actions determine the results obtained; by contrast, individuals with an external locus of control consider the rewards in life as being uncontrollable. Yet, business owners cannot be described as looking for uncalculated risk. Several researchers link risk-taking propensity to the organizational context and to a person’s perceptions of the situation, which is in turn determined by personal learning and experience (Palich and Bagby, 1995). Researchers have created various typologies in order to classify entrepreneurs in different categories according to such interindividual differences (Julien and Marchesnay, 1996) including types of growth objectives for the PIC and CAP entrepreneurs
 Marchesnay, 1997()
.
Thus, it has become evident that no single entrepreneurial profile exists and that the personality of an individual greatly determines their willingness to actively pursue entrepreneurial opportunities. The elements retained regarding the profile of baby boomer entrepreneurs in the hospitality industry are the need for achievement, locus of control, risk-taking, self-efficacy and determination.

2.3 Motivation for Business Start-ups

As explained in the previous section, motivations for business venturing largely depend on the personality of the entrepreneur. Motivation 
 is described by Bolton and Thompson (2004) as the driving force of an entrepreneur. The decision to engage in a business venture is triggered by a combination of personal motivations and external variables, often referred to as intrinsic and extrinsic factors (Carter et al., 2003). With regards to the personal environment, the support and role of the family is decisive (Morrison, 2000). A model often used to describe the motives of people entering small and medium sized business ownership is the push and pull model (Schjoedt and Shaver, 2007). Push factors are motivations that force people to become engaged in self-employment such as redundancy, unemployment, job frustration, limited opportunities for advancement (glass ceiling), insufficient income or the inability to combine work and family life. Reluctant entrepreneurs, those faced with unemployment or low-paying jobs, find their motivation to start a business rather in their financial needs and are less interested in growing the size of their firms (Stanworth and Stanworth, 1997). Pull factors, on the other hand, refer to motives such as the need for self-actualization, desire for independence, achievement, power or social status, the exploitation of a perceived opportunity and financial incentive (Segal et al., 2005). According to Longenecker, Moore and Petty (2006), people are pulled into entrepreneurship by the expectation of rewards such as profit, independence and personal fulfilment. It is generally a combination of both types of factors which trigger the decision to start a business (which McClelland et al. (2005) refer to as the “critical incident”). However, it has been found that pull factors are dominating (Shinnar and Young, 2008) and that entrepreneurs who have been pushed into entrepreneurship are generally less successful (Amit and Muller, 1995). Based on this model, one can identify two types of entrepreneurs. Opportunity-motivated entrepreneurship refers to the identification of a market opportunity and the notion that individuals are “pulled” into entrepreneurship. On the contrary, necessity-motivated entrepreneurship implies the choice of entrepreneurship as a last resort, and thus that individuals are “pushed” into small business ownership because of a lack of attractive alternatives (McMullen, Bagby and Palich, 2008). This paper will analyse whether baby boomers in the hospitality industry are more opportunity- or necessity-motivated, hence “pushed” or “pulled” into entrepreneurship. The reasons which appear most frequently in various studies identifying the main drivers for business creation are independence, job satisfaction, flexibility to balance job and family life, personal challenge, need for personal development and approval from family and friends (Birley and Westhead, 1994). Even though financial success is often mentioned as a reason for seeking self-employment (Katz and Green, 2007), several research studies from the early nineties have shown that, overall, personal reasons for starting a company prevail over financial ones (Birley and Westhead, 1994). This goes hand in hand with entrepreneurial research identifying the strong desire for self-fulfilment once financial security of the business is obtained (Walker, Wang and Redmond, 2008). Consequently, one can observe a pool of reasons for business ownership which differs greatly among individuals, as illustrated by Figure 1. 
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Figure 1: Summary of main drivers for entrepreneurial activity 

2.4 Baby Boomer Entrepreneurs

A report by the APCE (2009) states that in 2006, 16% of new businesses in France were created by persons aged over 50. The ageing baby-boomer generation can be seen as one of the greatest challenges the world faces today (Kautonen et al., 2008). Born between 1946 and 1964, the boomers are slowly reaching retirement. They grew up in times where the economy was prosperous and offered them opportunities their parents had not known. Highly individualist, boomers believe that they can achieve anything and have high expectations for life. Described as workaholics, they highly value hard work, which to them is equal to financial success (Glass, 2007). The ageing baby-boomergeneration, slowly reaching retirement, can be seen as one of the greatest challenges the world faces today (Kautonen et al., 2008). A study released in 2006 by the Ewing Marion Kauffman Foundation has shown that individuals between 55 and 64 years old have been the group most likely to engage in entrepreneurial activity (Fisher, 2006). Aiming to continue to work in order to maintain their lifestyles and having the shape to take up new professional challenges, many baby boomers consider pursuing self-employment or small business ownership (Parker and Rougier, 2007). In order to examine their motivations for entrepreneurship, the push/pull model can be applied. 
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The cost of living is constantly rising, which “pushes” some boomers into self-employment. Due to longer life expectancy, people need to support themselves longer than previous generations (Greenwood, 2006) and some baby boomers have not saved enough to maintain their standard of living during retirement (Tremblay, 2008). Those who are still partaking in organizational life are often faced with job dissatisfaction resulting from age-related discrimination and difficulties in finding a new job (Taylor and Walker, 1997). Another group of senior entrepreneurs is composed of those who see entrepreneurship as a means of finding a meaningful occupation after their children have left the house and do not have any financial pressure (Monge, 2008); they are therefore “pulled” into self-employment (Greenwood, 2006). Several authors agree that starting one’s business at an age above 50 has several advantages with regard to the personal and professional dimension attained (APCE, 2009) and higher chances of success (Morris and Mallier, 2003). Not only do they have higher disposable income to invest in a start-up, but they can also look back on a lifetime of experience and extended networks (Weber and Schaper, 2004). To conclude, baby boomer entrepreneurs are either pushed or pulled into business ownership depending on their perception of their personal situation in terms of money, time and generational experiences (see Figure 2). 


Figure 2: Summary model of push and pull motivations of baby boomer entrepreneurs

2.5 Entrepreneurs in the Hospitality Industry

Despite its significance for national economies and the rising academic interest in small businesses, there is little research on the motivations and profiles of entrepreneurs in this particular economic sector (Schuckert, Peters and Fessler, 2008). Characteristics of the tourism sector are independence (Ferrier, 2002), the dominance of very small scale businesses often run by families, a highly personalized management, a majority of personal sources of capital and low barriers of entry (Thomas, 1998). The role of the business owner is of paramount importance in the small tourism sector, since much of the business performance depends on their perceptions (Morrison and Teixeira, 2004). A study by Morrison and Teixeira (2004) supports the idea of the “amateur” entrepreneur, which has been confirmed by many authors who identified the hobbyist approach of the owner, the necessity for multi-skilling, the limited resources available, the limited possibility for economies of scale, the dependency on externalities and a weak position of power within the industry (Heffernan and Flood, 2000; Lynch, 1999; Morrison et al., 1999; Pechlaner et al., 2004). Furthermore, Morrison and Teixeira believe that the smallness of a business can result in a competitive advantage, in that it enables personalized service and flexibility in response to the constantly changing external environment and customer tastes. With regard to motivation, a study by Szivas (2001) shows that primary reasons for entering self-employment in the tourism industry are the desire to own a business, an improved quality of life and the perception of the tourism industry being pleasant to work in. Szivas’ study also mentions higher level of control over one’s work, higher job satisfaction, improvement of the physical environment and increase in the standard of living. As it has been evident for entrepreneurs in general, a great number of studies support the prevalence of non-economic reasons for business start-ups in the hospitality industry and the priority of lifestyle motivations over financial success (Thomas 1998). In the tourism sector, possibilities of growth are often rather limited and entrepreneurs often take over already existing businesses (D’Andria, 2008). According to Reijonen (2008), this group of business owners in the tourism industry generally does not actively pursue a strategy of growth. Overall, it is evident that the hospitality industry is regarded as an industry easily accessible for entrepreneurs and giving them the opportunity to better achieve a work/life balance. Small hospitality business owners seem to be mainly motivated by lifestyle considerations without the drive to grow their businesses large.

2.6 Perception of Success 

The perception of success of one’s business, once it has been established, is an interesting way of measuring whether the initial motivations are still persistent. Success is directly linked to personal characteristics and to the reasons an individual decided to engage in small business ownership (Buttner and Moore, 1997). Motives and attitudes towards the business and criteria for the measurement of success depend on the goals entrepreneurs set for themselves (Reijonen, 2008). The success of a business can be measured either objectively, through financial performance, or subjectively, from the perspective of the small business owner (Reijonen, 2008). Subjective criteria include personal satisfaction, lifestyle, pride in one’s job and goal achievement (Walker and Brown, 2004). Komppula et al. (2004) define the measures of success among tourism entrepreneurs as good quality of life, making a reasonable living and satisfied guests.
2.7 Conclusion

As stated above, baby boomer entrepreneurs are either pushed or pulled into business ownership, depending on their personal traits, the perception of their situation with regard to the environment and their financial and familial situation. While some boomers are necessity driven, motivated by push factors such as the need of ensuring income due to difficult employment situation, discrimination or the fear of insufficient pensions to maintain their standard of living, others are primarily opportunity driven into self-employment (pull factors). Extrinsic pull factors are the desire to exploit an identified market opportunity, innovation, and the desire for social status and power, while intrinsic pull factors are mainly the desire to stay active, engaging in a meaningful occupation and thus pursue self-realization on the entrepreneurial level. Since studies have found that lifestyle motivations strongly influence the creation of tourism businesses, it can be assumed that a majority of senior entrepreneurs in the hospitality industry will be mainly driven by the fulfilment of personal ambitions and desires, placing less importance on growth and profit maximization. These lifestyle entrepreneurs are believed to evaluate the success of their businesses through the fulfilment of their personal aspirations, guest satisfaction and the joy in business ownership (Assumptions III & VI). On the other hand, entrepreneurs whose motivation to open a business is necessity will be rather profit oriented and measure their success objectively by looking at the financial statement (Assumptions I & IV). Finally, opportunity driven entrepreneurs who are motivated by extrinsic factors will also be mainly interested in profit maximization and a desire for growth, while displaying lifestyle motivations with regard to the pleasure and status achieved from being an entrepreneur (Assumptions II & V). This is summarised in Figure 5.
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Figure 5: Summary model of the motivation of baby boomer entrepreneurs to open a business in the hospitality industry
3. ASSUMPTIONS

I.
If baby boomer entrepreneurs are motivated to engage in entrepreneurial activity in the hospitality industry because of push factors (necessity driven), profit orientation without the desire to grow are of higher importance to them than lifestyle indicators

II.
If baby boomer entrepreneurs are motivated to engage in entrepreneurial activity in the hospitality industry because of extrinsic pull factors (opportunity driven), profit orientation and growth are of higher importance to them than lifestyle indicators.

III.
If baby boomer entrepreneurs are motivated to engage in entrepreneurial activity in the hospitality industry because of intrinsic pull factors (opportunity driven), lifestyle indicators such as personal goals, work/life balance and self-fulfilment in the job will be more important to them than profit maximization and growth.

IV.
If baby boomer entrepreneurs are necessity driven and thus rather profit oriented, they will measure the success of their business objectively, in terms of financial performance rather than subjectively.

V.
If baby boomer entrepreneurs are opportunity driven because of extrinsic factors and thus rather profit oriented, they will measure the success of their business objectively, in terms of financial performance and the possibility for growth, while also displaying lifestyle motivations and subjective measurement related to the pleasure of business ownership.

VI.
If baby boomer entrepreneurs are opportunity driven because of intrinsic factors and thus rather lifestyle oriented, they will measure the success of their business subjectively, in terms of personal satisfaction, quality of life, pride in one’s job, customer satisfaction and a reasonable living rather than looking at the financial performance.

4. METHODOLOGY

Due to the lack of knowledge about the motivations of baby boomer entrepreneurs in the field of hospitality, an exploratory research approach was chosen. This research method aimed to generate insights about the motivation of individuals with this particular entrepreneurial profile and to test our assumptions. Exploratory research is of particular interest to find out “what is happening; to seek new insights; to ask questions and to assess phenomena in a new light” (Robson, 2002). 
Sample profile: Entrepreneurs who started a business in the hospitality industry after the age of 50 (see Table 3). The sample was not limited to a particular geographic area. However, although the types of businesses varied, they were all related to the hospitality industry. Sample size: A total of twenty-eight senior entrepreneurs were interviewed until the data reached saturation and no new insights, issues or themes emerged (Glaser and Strauss, 1967).
Sampling method: All interviewees were identified through recommendation. In order to ensure a representative sample size, convenience sampling was chosen (Saunders et al., 2007). The heterogeneity of the sample does not allowed any results’ generalisation to an entire population.
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1Male52Restaurant4 monthsGermanyNoYes

2Male59Ice Café9 yearsGermanyYesYes

3Male54Restaurant1 yearGermanyYesYes

4Male60Bar9 yearsGermanyYesYes

5Female54Restaurant3 yearsGermanyNoYes

6Male53Bakery Chain4 yearSwitzerlandYesNo

7Male59Catering4 yearsUKYesYes

8Male49Lunch platesprojectSwitzerlandNoNo

9Male64Consulting11 yearsUSANoYes

10Female55Hotel5 yearsLatviaNoNo

11Male50Dotcom1 yearSwitzerlandYesNo

12Male49Restaurant6 monthsMonacoNoYes

13Male65B&B3 yearsFranceNoNo

14Male62Hotel chain12 yearsUSANoNo

15Female57Restaurant3 yearsSwitzerlandNoNo

16Female61Café4 yearsSwitzerlandNoYes

17Male58Pastry1 yearSwitzerlandYesYes

18Female53Meterie3 yearsSwitzerlandYesNo

19Female58Restaurant5 yearsSwitzerlandNoNo

20Male54Hotel3 yearsFranceYesNo

21Male52Restaurant1 yearSwitzerlandYesYes

22Femaleover 56Restaurant6 yearsSwitzerlandNoNo

23Male58Restaurant7 yearsGermanyYesNo

24Male55Hotel/Restaurant4 yearsFranceYesYes

25Femaleover 55Gest House5 yearsMoroccoYesNo

26Male53Consulting2 yearsPeruNoYes

27Female52B&BprojectCanadaNoNo

28Male56Restaurant6 yearsSwitzerlandNoNo

 Table 3: Overview of general background information of the research sample 

Interview Guide: In order to reduce bias and ensure consistency between the different interviews, structured, open-ended questions were designed in an interview guide and asked to each participant. The first section was composed of basic questions relating to the person’s personal and professional background, demographic information and the type of business created (see Table 3). The second section of the interview guide aimed to identify the motivation of the individual to engage in an entrepreneurial venture, the perception of his personal situation and the macro environment.

The interviewees were also asked about their desire for growth and the factors which they considered the main indicators of success. Questions were purposely designed as open questions to produce detailed responses. It was especially interesting to note which responses were given priority over other factors by being mentioned first. The questions were adapted to the respondents based on their relevance and the order of the questions was modified according to the flow of the conversation. Additional questions were occasionally asked to guide the conversation, clarify certain answers or explore a subject further (Merton et al., 1990). Because of the semi-structured nature of the questions and of the need to ensure a discussion, the conversations were recorded (with permission of the participants). Interview transcripts were produced after each interview, directly translating the conversation from French and German into English. 

One-on-one interviews were conducted, by telephone or face-to-face depending on the availability of the interviewees and their geographical proximity. The advantage of telephone interviews was that personal bias was reduced, as facial expression and body language did not entice any (Saunders et al., 2007). The interviews lasted between 30 and 50 minutes.
The limits of the methodology used for this research need to be mentioned. First of all, the interviewees were identified through word-of-mouth instead of random sampling. Secondly, open-ended questions have the disadvantage of producing different quantities of data depending on the willingness of the interviewees to provide extensive answers. Thirdly, respondents often wandered off-topic, and the questions asked to bring the discussion back on track might have influence the answers.

5. ANALYSIS AND RESULTS

The hypotheses were analysed and grouped by theme to better understand the proposed model:

· Assumptions I & IV “necessity-driven” entrepreneurs

· Assumptions II & V “opportunity-driven” entrepreneurs motivated by extrinsic factors and measuring their success mainly objectively 

· Assumptions III & VI “opportunity-driven” entrepreneurs motivated by intrinsic factors and measuring their success subjectively. 

In order to verify the assumptions and to classify the respondents into different categories, each interview transcript was analysed in a separate evaluation grid; this allowed the identification of the main motivators for each interviewee and facilitated comparison between the participants. A conclusion was drawn in a table after each evaluation to identify if entrepreneurs in this sample were driven by push or pull motivations, whether they were profit or lifestyle oriented and if they measured their success objectively or subjectively. 
5.1 Assumptions I & IV

Different push motivators played a decisive role in the decision to open a business. We tested whether people pushed into business ownership are primarily profit oriented and consequently measure the success of their businesses objectively in terms of monetary aspects.

5.1.1 Push Motivations

Out of the twenty-eight entrepreneurs participating in this research, ten had clearly been pushed into self-employment; they defined their main reasons for business ownership as primarily related to dissatisfaction in their previous job or business. This often resulted from a lack of appreciation and respect for their work or the frustration of having to follow a clear direction given by superiors.

“When the management of the hotel changed and also the control over the restaurant, all of a sudden I had to justify everything I did to other people, who did not appreciate my work the way I hoped they would. I got a lot of pressure and over time I started, for the first time to dislike coming to work. ” (Respondent 12)

Other senior entrepreneurs also mentioned discrimination with regard to their age and the impression not to be of value anymore to the company; they felt that their age would prevent them from finding another challenging and meaningful job. Some were also frustrated by unacceptable working conditions and the feeling that the time and effort put into the job were in imbalance with the financial rewards.

“I had a lot of work in my previous job, very long hours and the pay just didn’t correspond to the effort put in anymore. Now I also have a lot of work but at least I work for myself; that is different.” (Respondent 1)

For those who had reached a high position in a company which was rather specialized in a very particular area, the risk of not finding another job in the same position was the main driver to open a business. This was especially pressing for those reluctant about moving to a different geographical area. Others indeed opted for self-employment because their considerable effort to find employment in the original area of specialization did not prove successful and no other option seemed to be emerging. 
Moreover, seven of the ten entrepreneurs felt a strong need to ensure an income for the years to come, both for themselves and their family. This was mainly due to the fact that they felt too young to retire and to the fear of not being able to ensure a certain standard of living in the future.
5.1.2 Testing of Assumptions I & IV

According to the literature review, entrepreneurs who were pushed into business ownership would be rather profit oriented and consequently measure the success of their businesses objectively, by looking at the financial statement. A positive balance sheet was indeed a strong indicator of success and a cause for personal satisfaction for these ten entrepreneurs.

“It’s the profit I make that shows me how successful my business is.” (Respondent 26) 
	Respondent
	Profit
	Measurement
	
	Respondent
	Profit
	Measurement

	1
	Yes
	Objectively
	
	18
	Yes
	Objectively

	3
	Yes
	Objectively
	
	26
	Yes
	Objectively

	15
	Yes
	Objectively
	
	9
	No
	Subjectively

	16
	Yes
	Objectively
	
	12
	No
	Subjectively

	17
	Yes
	Objectively
	
	19
	No
	Subjectively


Table 4: Verification of assumptions for entrepreneurs pushed  into business ownership

The interviews also confirmed that entrepreneurs who started a business out of push motivations do not wish to grow their businesses in the future (see Table 4). Reasons were mainly related to age constraints and the feeling of being busy enough with the business the way it is. Only two entrepreneurs, respondents 2 and 26, envisioned developing their businesses further if they had the opportunity to do so.

To conclude, for this sample of senior entrepreneurs, assumptions I and IV have been confirmed in all but three cases (Respondents 9, 12, 19; see section 10.1): in general, push motivators for entrepreneurial activity are accompanied by an orientation towards profit and, consequently, an objective measurement of success.

5.2 Assumptions II & V

Several extrinsic pull motivators were said to be determining factors to engage in entrepreneurial activity. We tested whether those individuals are primarily profit oriented and consequently measure the success of their businesses objectively in terms of the profit generated. Lifestyle motivations and subjective measurement of success were assumed to be present as well, more specifically the pride and joy of developing a business. 

5.2.1 Extrinsic Pull Motivations

Another group of ten entrepreneurs were pulled into business venturing mainly by drivers found in their environment. All of them had identified a market opportunity and wanted to seize it. These opportunities mainly consisted of a good location, a need in the market for a certain product, or the recognition of the hospitality industry as a strong sector with possibilities of growth.

“The architect was Norman Foster. Worldwide it is the only restaurant that he built and designed. Then the location in St. Moritz, the opportunity and the concept itself really persuaded me.” (Respondent 21)

A majority of the businesses created by this type of entrepreneurs were based on the intention to realize an innovative idea. A strong desire for independence was another reoccurring theme for all of the interviewees. The social power and status that come with the creation of a business seemed to be a significant by-product which drove individuals towards the development of a business as well.

5.2.2 Testing of Assumptions II and V

We assumed that entrepreneurs who are pulled into entrepreneurship because of extrinsic factors feel a very strong desire for profit maximization and growth, and would thus measure the success of their businesses rather objectively in terms of revenues and expansion of the business. However, we also assumed that they would have lifestyle motivations and personal measures of success. Their main reasons to develop a business proved to be indeed strongly linked to the expectation of financial rewards. Interestingly, most of these entrepreneurs were not emotionally attached to their businesses and were willing to sell their companies in order to invest in something new. This is related to what Julien and Marchesnay (1997) refer to as the CAP type of entrepreneur. 
“It’s the financials that make a business successful. It’s very important. As this is an investment, I look at the numbers At the end of the day that’s the goal of investing in something: to get the maximum return. (Respondent 20)

Other entrepreneurs decided to create their own business to have something to pass down to their children, thus securing their future financially. Eight of ten respondents clearly expressed a strong interest in growing their businesses in the future; respondent 26 would consider expanding if an opportunity arose, while respondent 23 was more reluctant to grow his business because of a previous failure. Respondents also mentioned lifestyle motivations resulting from the pleasure of being an entrepreneur. 

“It is very fulfilling for me. I really live it to the fullest.” (Respondent 24)

With regard to the measurement of success, objective criteria were very important. However, personal satisfaction from a positive balance sheet was accompanied by the pleasure of being independent and having the possibility to develop one’s business. 
	Respondent
	Profit 
	Measurement
	
	Respondent
	Profit 
	Measurement

	4
	Yes
	Objectively
	
	14
	Yes
	Objectively

	6
	Yes
	Objectively
	
	20
	Yes
	Objectively

	7
	Yes
	Objectively
	
	21
	Yes
	Objectively

	8
	Yes
	Objectively
	
	23
	Yes
	Objectively

	11
	Yes
	Objectively
	
	24
	Yes
	Objectively


Table 5: Verification of assumptions for entrepreneurs pulled into business ownership by extrinsic factors

Thus, for this sample of senior entrepreneurs, assumptions II and V have been confirmed (see Table 5). Entrepreneurs pulled into business ownership by the identification of an opportunity in the macro environment feel a strong desire for growth and profit maximization. Their businesses are more ambitious than those of the first group of entrepreneurs. Consequently, measurement of success is significantly linked to financial rewards. Lifestyle motivations play a minor role and are a result of independence and of the pleasure of developing one’s own businesses.

5.3 Assumptions III and VI

Personal motivators, which are intrinsic in nature, also played a decisive role in the decision to open a business. We tested whether individuals predominantly pulled into business ownership because of personal factors are primarily lifestyle oriented and consequently measure the success of their businesses subjectively in terms of personal rewards.

5.3.1 Intrinsic Pull Motivations

A third group of eight baby boomer entrepreneurs took the decision to open a business after the age of 50 purely out of personal motivations. These intrinsic pull factors were mainly related to the desire for self-fulfilment and the desire to engage in a pleasant activity while ensuring a reasonable living. Passion for the job and a strong drive to be creative were powerful motivators for entrepreneurs who had previously worked in the hospitality industry. Another decisive factor was the newly acquired free time after children had grown up and left the house or after retirement from a previous employment. For the respondents in one of these situations, opening a business represented an opportunity to stay active while doing something they liked. Other motivations had a greater scope and went beyond immediate personal gratification. A recurring theme was the high value placed on interpersonal relationships and exchanges. One respondent felt the need to achieve something meaningful in her life, not only for her personal benefit but also for the people living in the country where the business was situated.

“I also wanted to do something for the country because I have a great deal of affection for the country and its people and I find that if I was welcomed there with such generosity I wanted to give back part of that.” (Respondent 25)

For many respondents whose previous occupation was not related to the hospitality industry, the primary objective was the possibility to reinvent themselves. Finding self-fulfilment in an area which used to be a hobby presented a new challenge. Finally, independence was a factor all of the respondents felt very strongly about. For them, independence went hand in hand with the liberty of taking decisions based on personal preferences and following individual desires. 

“Independence has no price.” (Respondent 25)

5.3.2 Testing of Assumptions III and VI

Contrary to the entrepreneurs pulled by extrinsic influences, individuals who were pulled into business ownership because of intrinsic motivations were assumed to be mainly lifestyle-oriented and to place less importance on the economic success of their businesses as long as a reasonable living could be assured. All the interviewees in this category confirmed that personal goals and pleasure in doing their job overrode economic reasons. Entrepreneurs whose partner was also actively involved in their business pointed out that being able to combine work and family life was a big motivation to open a new business.

“That’s his passion and the reason we wanted to open our own place. Also, this enables us to work together and spend more time with each other.” (Respondent 5)

When asked what indicated the success of their businesses, all the respondents mentioned subjective measurements such as the achievement of personal goals. For most of them, the pleasure and happiness of their clients were the main drivers for personal satisfaction and indicators of success. 

“I am not very materialistic. So the numbers are not at all important. For me it is really the human relationships that count. Satisfaction is the most important; that people leave happy and satisfied. And this brings personal satisfaction as well.” (Respondent 27)

Guest satisfaction leads to another important source of personal contentment for the lifestyle entrepreneur: the recognition received through positive feedback. This appreciation replaces the importance of financial rewards and is a source of pride for the business owner.
	Respondent
	Lifestyle
	Measurement
	
	Respondent
	Lifestyle
	Measurement

	2
	Yes
	Subjectively
	
	22
	Yes
	Subjectively

	5
	Yes
	Subjectively
	
	25
	Yes
	Subjectively

	10
	Yes
	Subjectively
	
	27
	Yes
	Subjectively

	13
	Yes
	Subjectively
	
	28
	Yes
	Subjectively


Table 6: Verification of assumptions for entrepreneurs pulled into business ownership by intrinsic factors

Assumptions III and VI were therefore confirmed for this sample of entrepreneurs: all the respondents pulled into entrepreneurship by intrinsic factors started a business because of lifestyle motivations and measured success rather subjectively, through the satisfaction of personal aspirations (see Table 6). Overall, we demonstrated that the push/pull model of motivation can generally be applied to baby boomer entrepreneurs in the hospitality industry: the assumptions verified in this research showed that entrepreneurs are either pushed or pulled into business ownership and that their way of measuring success is in line with their original motivation for engaging in a business. While the literature only differentiates between push and pull motivators, the subdivision of pull factors into intrinsic versus extrinsic drivers proved to be adequate for this sample (see Figure 7).  
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Figure 7: Theoretical verification of the model of the motivation of baby boomer entrepreneur to open a business in the hospitality industry
6. DISCUSSION

Even though the assumptions could be theoretically validated and most entrepreneurs classified into one of the identified categories, a few respondents show significant irregularities. Respondents 9, 12 and 19 especially stand out. After exploring the reasons for these discrepancies, we will discuss their meaning with regard to the relation between monetary rewards and change of mentality of the entrepreneur. We will then examine the importance of independence as a driving factor and the influence of the particular traits of the hospitality industry on the motivation of the individuals in this sample.
6.1 Discrepancies of three respondents 
The three respondents were pushed into self-employment for the following reasons: : age-related discrimination combined with fear of not being valuable to the company in the future (9), dissatisfaction due to a lack of recognition (12) and fear of not being able to find a similar position in a different company and need to ensure an occupation (19). However, they did not display the typical profit orientation found in this type of entrepreneur: they valued self-realization in terms of creativity, pleasure and passion and measured the success of their businesses the achievement of personal goals and the creation of guest satisfaction.
“I only do what I want to do. I teach at the university, I consult and I represent only the hotels I own a part of myself. No, I don’t want to grow. I am a hotelier, I am a Lausannois and this is my passion. I love doing what I do.” (Respondent 9)

“I want to be able to do what I want to do and get my personal satisfaction out of this job. It’s actually not a job for me but rather a passion, my hobby and my life. Of course I have to survive but the financial success is not the most important factor for me. I never worried about money as long as I am doing what I am passionate about. I don’t think you become a cook if you want to become rich.” (Respondent 12)
“This has certainly nothing to do with the financial success. Success is to see that the guests come back, that word-of-mouth is working, we have some articles in the newspapers and that the restaurant is full. It is important that the guests feel good when they come to eat in our restaurant.” (Respondent 19)
6.2 Reasons for the discrepancies 
There appears to be three reasons for these discrepancies: the respondents’ financial situation before opening a business, their newly gained independence and the satisfaction of pursuing an occupation in the hospitality industry. 
6.2.1 Importance of Profit with Regard to Entrepreneurial Motivation

For the three cases mentioned above, financial aspects only play a minor role in their decision to open a business. None of these entrepreneurs felt pressured to make money, as all of them had accumulated a reasonable amount of wealth beforehand and were not required to support themselves or their family with their business. Consequently, they could focus on attaining their goals and pursue their passion for the industry. 

6.2.2 Inconsistency in Motivations of Pushed/Profit Oriented Entrepreneurs

The interdependence nature and fluidity of motivational factors can be observed in the answers of several other respondents as well. Many had clearly been pushed into business ownership mainly because of economic reasons and the need to secure an income, and yet they also mentioned lifestyle factors as motivational drivers. This inconsistency may be explained by several factors. Firstly, respondents most likely presented themselves favourably during the interview (Paulhus 1991, Mick 1996), and quality of life, self-actualization and personal satisfaction are more “acceptable” reasons for starting a business than financial motivations. Secondly, there might have been self-justification biases due to the retrospective nature of self-evaluation (Cassar, 2007) Thirdly, while four of the interviewees were in the start-up phase of developing their business, the remaining twenty-four had been operating their businesses for up to twelve years; their motivation might therefore have changed over time (Cassar, 2007). For example, it became clear that, for the respondents who had initially opened a business in order to secure an income, other, more lifestyle oriented motivational factors became more important once a certain level of financial security had been attained. 
6.2.3 Application of Need-Based Theory and Motivational Changes

According to Stephens (2000), once a low-level need is met, a new set of needs emerge. One can thus assume that, once an entrepreneur’s goal of satisfactory monetary rewards is attained and they are able to provide for their most pressing needs, such as food and shelter, they will develop higher needs. This automatically leads to the objective of reaching self-fulfilment through creativity and personal satisfaction with work and life in general. One can therefore assume that necessity driven baby boomer entrepreneurs are primarily motivated by maintaining their standard of living or saving money for their retirement; this is supported by other researchers (Walker and Brown, 2004). 

6.2.4 Goal Setting and Needs in the Case of Opportunity Driven Entrepreneurs

The goals opportunity driven entrepreneurs who were pulled into business venturing because of either intrinsic or extrinsic factors had set for themselves also determined how they measured their personal success. Entrepreneurs who had identified a market opportunity and strove mainly towards business development and profit maximization found self-fulfilment in the development of their business. They did not want to solely secure an income, but to fulfil their goals of esteem and self-realization by being a successful entrepreneur. 
6.2.5 Profit as an Essential Driver for Personal Satisfaction

There nevertheless is a connection between personal satisfaction and financial rewards, as is attested by examples of unsuccessful businesses and the fact that missing financial rewards negatively influence the personal satisfaction of the owner. For instance, respondent 10 was pulled into entrepreneurship by intrinsic lifestyle motivations, namely the desire to engage in a meaningful occupation after the children left the house. As a stay-at-home mother, she had no financial pressure before opening a business with her husband. After the project turned out to be overly ambitious, with over one hundred guest rooms and very low occupancy due to the difficult economic situation in the country, the financial factors became the main indicators of success. This shows that personal satisfaction is linked to the financial success of the business: an ailing business results in personal dissatisfaction and frustration.

6.3 The Role of Independence

This section aims to investigate the role of independence in motivational changes. According to several studies, independence is by far the most frequently mentioned motivator for self-employment. In the literature, independence as a driver for engaging in a business venture is mentioned solely in relation to pull factors (Glancey et al. 1998; Segal et al., 2005). However, this research demonstrated that both necessity and opportunity driven entrepreneurs highly value independence and the ability of being one’s own boss: while those pulled into entrepreneurship derive their desire for independence from intrinsic factors, necessity driven entrepreneurs develop their need for independence over time, because of outside influences such as discrimination from superiors or a lack of recognition. One could argue that the desire to break free from supervision amplifies their longing for independence and leads to the decision of taking one’s destiny into one’s own hands.  
6.4 Particularities of the Hospitality Industry and their Implications for Motivation

The literature defines the tourism industry as service intensive and focusing on the relationship with the clients (Zehrer, 2009). Furthermore, a high level of personal effort and involvement of the owner-manager is observed (Morrison and Teixeira, 2004). Nonetheless, most authors identify the ability to combine family and work life through self-employment as a main driver to engage in this particular industry (Morrison and Teixeira, 2004). Indeed, among our interviewees, twelve benefit from the active support of their husband or wife. However, other interviewees pointed out that their commitment did not allow them to spend a sufficient amount of time with their families. The respondents’ answers consistently emphasised the large time commitment required by the hospitality sector. 
Another particularity of the hospitality industry is the limited possibility of making money. On the other hand, the respondents (especially the opportunity driven entrepreneurs who were pulled into business ownership by expectations of high profits) said that the hospitality industry as having a lot of potential for growth and business development. This contradiction stems from three factors. First, the potential for development is strongly related to the type of business: restaurants and hotels offer rather limited possibilities for growth to small business owners because they are often already existing businesses which are difficult to expand (D’Andria, 2008), but that is not the case of other businesses such as catering businesses or dotcom companies, since they do not depend on physical assets. Secondly, goals seem to play an important role: while some entrepreneurs do not have the desire to expand their business, others primarily want to pursue a strategy of growth and profit maximization. Lastly, an entrepreneur’s ability to make further investments in the company depends on the availability of capital. These constraints help explain why lifestyle motivations gain importance over time: because entrepreneurs are aware of these constraints, they minimize monetary goals and strive for other sources of satisfaction, as long as they can provide for a reasonable living. Other entrepreneurs might have misperceived the opportunities to make money prior to engaging in this industry, notably the business owners who pursued a career in a different field before starting their business and therefore lacked experience in the hospitality industry. This hobbyist approach of the owner-manager seems to be another specificity of the hospitality industry. 
6.5 Conclusion of the Discussion

From the discussion one can conclude that In general, entrepreneurs are looking for a reward for the time and effort they invest in their business endeavour and for the risks that accompany their ventures. However, with personal involvement, risk tolerance and the satisfaction of being independent, the importance of money is reduced. As they develop their business, other factors such as the pleasure of being independent, pleasure in the job and personal satisfaction become the main drivers for entrepreneurs, provided their business provides them with a satisfactory income. 

7. FURTHER RESEARCH
Further research on this topic should aim to confirm the assumptions tested in this study by conducting a quantitative assessment of the motivations of senior entrepreneurs in the hospitality industry. Secondly, the change in perception from the nascent entrepreneur to the established business owner should be dedicated further research. Therefore, motivations of entrepreneurs who are in the beginning of opening a business need to be identified and isolated from the pool of more advanced entrepreneurs. This would also enable researchers to compare motivations of successful business owners to those who did not succeed. Moreover, it would be worthwhile to explore possible gender differences. Research has shown tendencies of women baby boomers to be much less driven by financial success, placing higher importance on relational aspects, engagement with clients and desire to provide an environment in which guests feel especially welcome. 
8. LIMITATIONS
This exploratory study has its limitations. The small size and heterogeneity of the sample prohibits the drawing of conclusions for all baby boomer entrepreneurs in the hospitality industry. Entrepreneurs participating in this study came from a variety of cultural backgrounds and ran different types of businesses in different geographical locations where laws and regulations might positively or negatively influence the entrepreneur’s decision to open a business. Furthermore, the use of retrospective and the resulting recall biases associated with questioning entrepreneurs who have already established their business leave a lot of room for assumptions about how and if motivations have changed over time. Also, the study could not take into account businesses that had already failed. It might be possible that business owners who were not successful were subject to different motivational factors. Another limitation is the qualitative nature of the research method which may cause misinterpretation and personal bias of the authors concerning the coding of the interviews and the several ambiguities accompanying open-ended qualitative research studies in general (Malhotra et al., 2002). Moreover, interviews were not analysed using specific software as it was not appropriate for this type of study. The focus was to understand the sense of the motivations in depth and word associations generated by software would have generated misleading results.

9. CONCLUSION 

The goal of this paper was to investigate the motivation of baby boomer entrepreneurs in the hospitality industry. Based on the push/pull model of motivational triggers, an initial set of assumptions was established relating the initial trigger to subsequent motivation and measures of success. Based on these assumptions a broad picture of two diametrically opposed concepts of profit orientation and lifestyle orientation emerged. Exploratory research confirmed the initial hypotheses and established a strong correlation between push triggers and profit orientation. Pull triggers, on the other hand cannot easily be associated with a single motivational factor. Depending on whether the pull originated from extrinsic or intrinsic drivers it can be associated with both profit and lifestyle orientation. Pull triggers from extrinsic drivers indicate profit orientation whereas pull triggers from intrinsic factors point to lifestyle orientation. As a result of these three correlations, the overall trend suggests that profit orientation dominates motivation for entrepreneurs in the hospitality industry. Moreover, the time factor seems to play an essential role in assessing an individual’s motivation in the hospitality industry. Over time, motivation seems to gravitate away from profit orientation towards lifestyle orientation. The strong prevalence of this trend in this research effort suggests that the hospitality industry is particularly prone to the interwoven nature of different motivational factors and their development over time. 
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Need for self-actualization


Sense of belonging and giving back to society
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H III
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� The European Commission defines an SME as “a very small business that employs less than 10 people, a small enterprise between 10 and 49 and a medium-sized enterprise less than 250” (European Commission, 2003).





� � Translation of original French quotation  PIC: ownership, financial independence, compatible changes/CAP: growth, independence, low attachment to longevity 


� defined as “enthusiasm for doing something” by Cambridge Dictionary, 2008






Resp1

				Respondent 1



				Basic information														 

				Age when started				52				Career change				No

				Gender				Male				Previous occupation				Employed

				Marital status				Married				Job				Cook

				Children				No				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				Yes

				Investment				Own + family				Years of experience				35

				Employees				2				Think about it before?				Yes

				Location				Berlin				Level of involvement				very high



				Decision making				"I am a total realist; even a little too strict maybe"

				Could life be better?				"My life would be easier with regards to free time"

				Desire to grow				Maybe



				Perceptions

				Personal traits				"You have to be a little crazy", "very ambitious, hard-working and persistent", "consequent, strict, otherwise you won’t be successful", "very creative"

				Hospitality industry				Creative industry, "a cook is an artist", long working hours, little free time

				Personal environment				Wife working with him in the restaurant, no children

				Macro environment



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction: "Not appreciated the way you would like to because you are still an employee", Standard of living, ensure pension: "have a good life in the coming years"

				Pull motivations				Passion, self-actualization: "I am very creative. I can follow and live my passion, do what I love to do and this is great", independence: desire to "be one's own boss"

				Profit Orientation				Profit maximization: "I cannot hide that one thinks that with one’s own business comes the financial success"

				Lifestyle Orientation				Job as a pleasure, personal goals to provide quality food to guests

				Objective Measurement				Financial success: "We are not yet successful", "a good day is a day on which we make the average turnover", "a good day would be a day on which we can cover expenses with a little bit of profit but all guests leave happy", "I cannot exist only from 3 happy guests", "I know where to save money, how to calculate costs"

				Subjective Measurement				Recognition: "Of course we are successful because of the feedback", pride in job, guest satisfaction and profit go hand in hand: "middle is the best"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Dissatisfaction in previous position due to a lack of recognition and the limitations of creativity. Desire to ensure income in the future and raise the standard of living in the coming years. Pull motivations relate to the choice of profession in general and play an important role, are however not decisive for the decision to open a business				Profit oriented entrepreneur who stongly associates business ownership with financial success. Desire to yield a profit in order to secure a standard of living in the future is the main motivation to open a restaurant. Pleasure in the job, creativity and self-actualization can be regarded as means to achieve the economic goals more easily. 						Objective measurement of success through the attaining of economic goals. Guest satisfaction is important but goes together with the financial success as one is related to the other. Personal goals such as the need for recognition and pride in the job are linked to the financial success of the business. 



												 





Resp2

				Respondent 2



				Basic information														 

				Age when started				50				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Ice Café

				Children				1				Family tradition				No

				Type of business				Ice Café				Hospitality backgound				Yes

				Investment				Own				Years of experience				40

				Employees				2 + 6 extras				Think about it before?				Yes

				Location				Berlin				Level of involvement				very high



				Decision making				Confident about abilities that he was sure "it is high quality and cannot go wrong"

				Could life be better?				"No, I love my life today"

				Desire to grow				Sold other businesses to be around his family all the time: "I don’t want to grow my business at my age"



				Perceptions

				Personal traits				willingness to achieve: "You have to want it", drive, confidence, creativity

				Hospitality industry				"constantly in touch with people", "you meet so many people, you can talk to the clients, this is what I like about it"

				Personal environment				Moral and professional support from wife and son who are personally involved in the business as well

				Macro environment				Good location 



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				independence: "I always wanted to have my own business", "I loved this job so much that I wanted to do something for myself", passion: "I was so sure and so passionate", a long-time dream, self-actualization: "drive to always do something new, come up with new products"

				Profit Orientation

				Lifestyle Orientation				Quality of life: combining work and family life (support from wife and son): "we spend a lot of time together here", "my previous business went very well, but I had 3 at the same time. Now I wanted to focus on one business where I can always be around and really be there 100%", job as a pleasure, no growth, reasonable living

				Objective Measurement				Reasonable living to support family: "Of course I do it for the money as well, if we have a good season, at the end of the day it is great if there is something left"

				Subjective Measurement				Customer satisfaction: "I want to see people happy", creativity as a personal source of satisfaction: "this is my source of success", joy, quality of life: "The most important thing is to have my family here with me. This is my life (I live here). 

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: strong drive for independence pulled him into entrepreneurship. Sees job as a means of self-actualization with the possibility to create new flavors and high quality ice creams. Wants to live his passion for the job.				Lifestyle entrepreneur: Closing down of other successful businesses in order to spend more time with the family who is also involved in the business. Spends all day in the Café. Ensure a reasonable living by yielding some profit to support the whole family. 						Subjective measurement of success: Even though the money is also an important factor, the personal satisfaction from the creation of new products is the main source of success. Customer satisfaction and the possibility to be around people and the family is resulting in a better quality of life for the entrepreneur.







Resp3

				Respondent 3



				Basic information														 

				Age when started				53				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Divorced				Job				Chef

				Children				1				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				Yes

				Investment				Own				Years of experience				30

				Employees				2				Think about it before?				Yes

				Location				Berlin				Level of involvement				very high



				Decision making				"Most of the time I had a feeling. Here as well, I had a good feeling"

				Could life be better?				"Yes, 1000%", extremely frustrated because of missing business, restaurant was empty when this interview was conducted

				Desire to grow				"I do not want to stay here, I will sell the restaurant and do the same somewhere else"



				Perceptions

				Personal traits				Passion for the industry, "you have to really want it and be persistent", self-assured, defensive, is placing failure of business on the environment and not on personal wrongdoing

				Hospitality industry				"I have always done that and I cannot do anything else", "If you work in hospitality you have to work with a lot of passion"

				Personal environment				No personal responsibilities: divorced, grown daughter, "I had no support"

				Macro environment				"The people have money and they expect a lot but they don’t want to spend it", "no eating culture here, people don’t know what is good"



				Motivations

				Dimension				Example

				Push motivations				Failure in previous venture, ensuring employment: "I sold my other restaurants because I wanted to leave and work in another country. But it didn’t work out, then I saw this restaurant", "I wasn’t successful after leaving Berlin", securing of pension: "don't know how long I will still be able to work these long hours"

				Pull motivations				Passion for the industry, however did not come across due to frustration about missing business: "heart has to play an important role", independence: "I wanted to be my own boss", "I couldn’t work for anyone else"

				Profit Orientation				Business has to yield profit: "I work all day, have no business and if you have a restaurant that doesn’t work it is really frustrating"

				Lifestyle Orientation				Pleasure in the job (30 years of experience) but only if financially rewarded 

				Objective Measurement				Financial success: "There must be a financial reward for the effort put into it", number of tables/guests: "if you know at 20h you have 15 tables reserved, this is what it’s about. Now I don’t even know if I will have one table or two", "financial success is not everything but it is very important"

				Subjective Measurement

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Failure of previous venture forced him to come back to Berlin and open a new restuarant in order to ensure employment, savings for retirement and keep the standard of living. Dissatisfied about previous business. Pull factors were mentioned, such as independence and passion for the industry, however frustration was felt as the current business is not successful either.				Profit orientation: Economic reasons are the basis for running a restaurant. As the financial success is missing, frustration takes over any personal reasons for being an entrepreneur. Financial success seems to be a driver for pleasure in the job. Intention of selling this restaurant as it is not profitable.						Objective measurement of success: Success of the restaurant derives from number of guests and tables sold during the day and the financial success that results from this. Profit is regarded as a means to compensate for the time and effort invested in the business. The fact of having no business results in personal dissatisfaction and frustration. 







Resp4

				Respondent 4



				Basic information														 

				Age when started				51				Career change				No, still working

				Gender				Male				Previous occupation				Employed

				Marital status				2nd Marriage				Job				Real Estate

				Children				2				Family tradition				No

				Type of business				Bar				Hospitality backgound				Yes (cook)

				Investment				Own				Years of experience				10

				Employees				2				Think about it before?				No

				Location				Germany				Level of involvement				low



				Decision making				"Stomach plays a role, that’s for sure but it has to be calculated as well, otherwise it is not going to yield any profits"

				Could life be better?				"Nice little business which brings in a little bit of money"

				Desire to grow				"Always looking for other opportunities to invest"



				Perceptions

				Personal traits				"Entrepreneurial thinking", "risk taking", "make something out of the opportunities"

				Hospitality industry				"It’s a full time job. You have no time for the family", "You have to know the hospitality industry in order to make it work, to know what it is all about"

				Personal environment				"opened the bar for my girlfriend (to have an occupation) and as a communication base for our clients", not personally involved in operations, works in his other business full-time

				Macro environment				Looking for opportunities, "location is very important"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Opportunity: "Not a dream" to have a bar, good location for the business to be successful, independence:"driving my own destiny",  "I quickly realized that money can be made more easily"

				Profit Orientation				Economic reasons are main driver, no emotional attachment with the business: "After we separated, I didn’t know what to do with the bar, didn’t have time to take care of it myself because I still had my other job. So now I am renting it out", has 2 other hospitality businesses which are running parallel to his job, looking for growth in terms of new investments

				Lifestyle Orientation

				Objective Measurement				"Profit" as main indicator of success, "reason to invest into a business", "otherwise I wouldn’t do it"

				Subjective Measurement

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Identification of an economic opportunity due to the good location of the bar and the idea of inviting business partners for meetings in the bar instead of his office. Strong desire for independence. Social status and power from owning a bar and taking business meetings there.				Profit oriented entrepreneur: Economic reasons are clearly the main driver to own a business. No intention to get personally involved in the business after seperation from his partner (now renting it out). Engages in business ownership for growth and profit maximization.						Objective measurement of success: Profit is the only factor mentioned indicating the success of a business and the only reason to be investing in a business.







Resp5

				Respondent 5



				Basic information														 

				Age when started				51				Career change				No

				Gender				Female				Previous occupation				employed

				Marital status				Married				Job				Waitress

				Children				1				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				Yes

				Investment				own + family				Years of experience				25

				Employees				5				Think about it before?				Yes

				Location				Berlin				Level of involvement				very high



				Decision making				"Together with my husband. We look at what makes most sense in terms of value for the restaurant and for our clients"

				Could life be better?				"No, it is much harder. Before it was easier. You work 8 hours, sometimes a little bit more but you have less worries and much more free time. Now since we have the restaurant we have much less free time and more worries"

				Desire to grow				"No, we are very happy with the size of the restaurant. I wouldn’t want it any bigger as it is already enough work like this. And I would rather have this restaurant full all the time"



				Perceptions

				Personal traits				"Patience", "willingness to achieve", persistent "fight every day to win clients", "believe in the concept and stick with it", "motivated", learn from mistakes

				Hospitality industry				Passionate industry, long hours, joyful industry to work in

				Personal environment				Supporting her husband who is the Chef, opening a restaurant together

				Macro environment				"The location had to be right", saw an opportunity in the North of Berlin 



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Self-actualization: "extremely interested in food", "loves to try new things", passion: "that’s his passion and the reason why we wanted to open our own place", independence: "now he is his own boss", the location was right (opportunity), "a dream for both of us"

				Profit Orientation

				Lifestyle Orientation				Work/life balance: "enables us to work together and spend more time with each other", Personal goals: "my husband’s passion for cooking drove us"

				Objective Measurment				"of course it is great if they feel that they like to pay what they had because they enjoyed it. Otherwise we cannot survive"

				Subjective Measurement				Pride in the job, recognition: "Now he (…) can show his talent", "when you see that the people come back regularly, that is what makes it worthwhile and that is also where the joy comes from", "The most important thing is that the customers are happy and that they come back. No matter how much they spend", personal satisfaction from pleasing customers (customized dishes): "That’s what he likes, because these guests trust him and his taste. This is a source of joy for him", reasonable living

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pulled into entrepreneurship by husband's desire to realize himself as a cook and being able to live out his passion more fully. Long-time dream to be independent and have the possibility to share a passion with the guests. 				Lifestyle orientation: Ensure a reasonable living while having the opportunity to balance work and private life as both partners are equally involved in the business. Job is a pleasure for them and even in difficult times both engage even more in the business.						Subjective measurement of success: Building relationships with the guests and the resulting personal satisfaction of being recognized by satisfied guests is most important. Pride of being able to deliver creative dishes and having clients pay for it because they enjoyed the food as it enables them to pay for their bills. 







Resp6

				Respondent 6



				Basic information														 

				Age when started				48				Career change				Yes

				Gender				Male				Previous occupation				Entrepreneur

				Marital status				Divorced				Job				Communication tools

				Children				?				Family tradition				No

				Type of business				Bakery chain				Hospitality backgound				No

				Investment				investors				Years of experience				0 in hospitality

				Employees				120				Think about it before?				Yes

				Location				Switzerland				Level of involvement				medium



				Decision making				"Based on strategic facts"

				Could life be better?				"There is always hope that life could be better"

				Desire to grow				Strong desire to grow "from 4 to 100 stores in the next couple of years"



				Perceptions

				Personal traits				"resilience", "risk taker - people who are risk averse cannot start a business", "curiosity"

				Hospitality industry				"The hospitality industry was not of interest to me, it was purely strategic thinking"

				Personal environment				"I was going through a divorce, so it wasn't the right kind of support"

				Macro environment				"I wanted my new business to have recurring customers; not to be impacted by India or the Chinese because you cannot fight against quantity"



				Motivations

				Dimension				Example

				Push motivations				"I felt at unease being employed, "I was not compatible with civil servants making decisions, there was no consistency"

				Pull motivations				Strong desire for Independence: "The main reason for me to start a new business is to be self-employed", individualist: "great difficulty to be told by someone else what to do and how to do it", "liberty" of having an own business, joy of being an entrepreneur: "was entrepreneur before", opportunity: "recurring customers, not impacted by China or India", status, achievement

				Profit Orientation				Profit maximization and growth: "concerned about the way you want your business to be run in order to be able to grow"

				Lifestyle Orientation				Job as a pleasure: "I was an entrepreneur before and I have come back to what I like doing", "I got what I wanted and this is my independence"

				Objective Measurement				"For the investors the financial success is important", "if you are in a starting-up mode (…) you have to look at things that are going to be sustainable: brand, company culture"

				Subjective Measurement				Personal achievement: "I did it for my personal satisfaction", "I am a creative person and I created something of value to me", "financial success is not that important to me"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Serial entrepreneur with a string drive for independence and business creation.  Strong desire to open a business which would ensure a high standard of living. Desire for independence as a result of dissatisfaction experienced.				Profit oriented entrepreneur with a desire to engage in a business in order to quickly grow the business. Personal goals are strongly linked to the expansion and profitability of the venture. Lifestyle motivations are present in the desire to achieve self-realization and independence while taking pleasure in the job.						Objective measurement of success related to the long term value of the company in terms of brand recognition and the company culture in order to grow the business. Personal satisfaction through achievement of creating something of value is dependend on the success of the business. Personal satisfaction through the joy of being an entrepreneur and pride of creating something of value for himself.







Resp7

				Respondent 7



				Basic information														 

				Age when started				50 (first with 25)				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Catering

				Children				2				Family tradition				Yes		hotel

				Type of business				Contract Catering				Hospitality backgound				Yes		EHL

				Investment				own + bank				Years of experience				30

				Employees				120				Think about it before?				Yes (at 23)

				Location				UK				Level of involvement				medium		strategic



				Decision making				"Certain amount of intuition, backed up with extensive technical and experimental knowledge", "financial decisions are based on ROI", on people: "understanding the motivation of people and their commitment to excellence"

				Could life be better?				"I never regret having my own business"

				Desire to grow				"Yes for growing existing businesses, but not in starting new ones", "terminate the business once I wish to finish involvement in the investments"



				Perceptions

				Personal traits				"My love for helping other people"

				Hospitality industry				"Knew a lot about hospitality as I had grown up in it", "advantage over others", "with more experience you will be better qualified", "what I love about the industry now is being an employer and giving people the opportunity to be excellent in their job"

				Personal environment				"Important that my wife agreed how much of our joint wealth we (…) invest"

				Macro environment



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Joy of being an entrepreneur: "to do more of the things I love doing", achievement: "finding the right partners who respect my knowledge, experience and investment", independence, being his own boss: "continue to be a master of my own destiny"

				Profit Orientation				Profit maximization: "I tend to think about how to keep those businesses profitable", securing retirement: "now I am nearly 60 and I am less secure financially" "capital growth is important to allow investment in new businesses and retirement"

				Lifestyle Orientation				"doing what I love to do"

				Objective Measurement				"Obviously reaching and maintaining profitability is the most important as without this there is no business", "retention of clients", "winning new business on a quality platform", "having a business that someone else would buy", "being recommended as an excellent employer"

				Subjective Measurement				Personal satisfaction of being an excellent employer and giving people the opportunity for development

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Serial entrepreneur who's main desire is to develop businesses in order to make money. Desire to be independent and ensure a high standard of living, social status and power.				Profit orientation: Economic reasons are clearly dominant factors for opening a business. Desire to run profitable businesses, further develop and expand existing businesses. Serial entrepreneur who is looking for securing retirement and the achiement of his goals. Lifestyle motivations of doing what he loves to do. Pleasure of creating new businesses.						Objective measurement of success: profitability is the most important indicator and the main reason for a business to exist. In order to reach profitability, retention of clients, and employees are important factors. Intention to sell businesses afterwards supports this as the entrepreneur is not personally attached to the business. Personal satisfaction from being an excellent employer, giving people the possibility for development.








Resp8

				Respondent 8



				Basic information														 

				Age when started				49				Career change				Yes

				Gender				Male				Previous occupation				employed

				Marital status				Divorced				Job				Marketing Mgr

				Children				1				Family tradition				No

				Type of business				Lunch boxes				Hospitality backgound				No

				Investment				own				Years of experience				0

				Employees				not yet				Think about it before?				No

				Location				Switzerland				Level of involvement				medium



				Decision making				"I think I have a good feeling , so a lot of times I take decisions based on my perception. But of course I try to eliminate the risks"

				Could life be better?				business is not yet open

				Desire to grow				"Oh yes, sure, to grow it and then to sell it afterwards"



				Perceptions

				Personal traits				"creativity and good sense", "lazy", "try to do things as simple as possible", logical thinking, risk averseness

				Hospitality industry				"It’s a business of good feeling", "it is an industry in which you can just walk in with a good sense and you don’t need ten years of studies to be successful in it. Not like in technology or finance"																						 

				Personal environment				"I have no family around so this doesn’t play a role"

				Macro environment				"I saw something in Paris and think that this can work in Switzerland", "the trays that I want to deliver exist in France already"



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction: change of Director, "relationships in the company were different", "proportion of work became much higher", ensure occupation: "It is easier to start a business than to find a job", "difficult to find the same job somewhere else", "too specialized in one area", : "it's not the dream of my life", "if you have your own business you are the slave of your clients"

				Pull motivations				Identification of a market opportunity, joy of it: "have fun", need for achievement, power and status: "I would like to prove that I can be creative"

				Profit Orientation				No desire to "own" the business: "I am lazy",  not personally bound to the business, wants to sell the idea, "get a little extra money to invest in something new", strong desire to create new concepts

				Lifestyle Orientation				"I did not want to have a company, I want to create concepts and put them on the market", "I am more excited about the creativity than launching a business"

				Objective Measurment				"Of course the basic is to invest some money and have a return", "if the business is financially successful, you have the personal satisfaction as well"

				Subjective Measurement				"the personal satisfaction would be the most important", "to have fun with this", "life is too short to be sad", recognition, pride of having created a concept

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pulled: Identification of a market opportunity, the need for recognition, status, the desire to make money and a personal challenge as well as the joy of creating a new concept are main drivers. Push factors such as dissatisfaction are secondary because he has already attained a very high standard of living				Profit oriented entrepreneur: Purely economic reasons even though creativity plays a center role. Not emotionally involved in the business. Personal satisfaction from bringing creative concepts to the market. No desire to own a company. Aim is to have fun, realize himself on an entrepreneurial level and generate a profit in order to be able to invest in a new project.						Objective measurement of success in terms of return on investment. Personal satisfaction comes partly from the financial success. 
Even though the subjective measurement of success is stated to be most important, namely fun of creating a new concept, pride in the accomplishment and the recognition that comes with this, it became evident that all these factors seem to be strongly linked to the financial success.







Resp9

				Respondent 9



				Basic information														 

				Age when started				53				Career change				No

				Gender				Male				Previous occupation				Employed

				Marital status				Divorced				Job				Hotelier

				Children				2				Family tradition				Yes

				Type of business				Consulting				Hospitality backgound				Yes		EHL

				Investment				Own				Years of experience				34

				Employees				4				Think about it before?				Yes

				Location				USA				Level of involvement				medium/high



				Decision making				"I analyze situations thoroughly", ". I ask for good advice and seek advice of respected people and I mix it all up and make a decision"

				Could life be better?				"Not at all. I think I am very blessed. My life is my hobby and things go the right direction"

				Desire to grow				"No, because I am busy enough"



				Perceptions

				Personal traits				"I had excellent credentials", "well regarded and well respected, a hard working person and got along very well with people and financial institutions trusted me", passionate

				Hospitality industry				"That’s the only business I know a little bit about. It’s like a hobby; I have the passion for it. Otherwise I would not have made my career"

				Personal environment				"My son is a banker, my daughter is a lawyer, I have no wife, I have a very nice house, I have a good life, I travel all over the world. I only do what I want to do. I teach at the university, I consult and I represent only the hotels I own a part of a hotel myself", extensive experience in the industry, classical hotelier career, from kitchen, front desk to GM and VP of Marriott

				Macro environment



				Motivations

				Dimension				Example

				Push motivations				Securing an occupation in the long term: "I was getting up in age, I was seeing that working for other people and other hotel companies was no future. What if the corporation decided to get rid of you or decided to transfer you to tomorrow to another country? I knew that my life was short lived if I stayed with the company and I decided to take my life in my own hands"

				Pull motivations				Desire for independence and self-actualization: "I always wanted to do what I wanted to do. I did not want to work for anyone else anymore"

				Profit Orientation

				Lifestyle Orientation				Passion for the industry and job as a pleasure: "My life is my hobby", no desire to grow, "I am a hotelier, I am a Lausannois and this is my passion. I love doing what I do"

				Objective Measurement

				Subjective Measurement				"It’s really the personal accomplishment, the passion, the fun of it", "You take the financial success for granted. If you have to worry about it you don’t make it. I have always made good money and never worried about it", "Quality of life: "I have a very nice house, I travel all over the world, I have made enough money, I teach, I consult"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pushed into entrepreneurship in order to secure an occupation. Age as a barrier for progression and the uncertainty of not being valuable to the company in the future. Desire to stay in one place and not being forced to move to another country.				Lifestyle entrepreneur: Personal goals of taking pleasure in the job and the passion for the industry are dominating. Life as a hobby.						Subjective Measurement of success: Because he does not need to worry about the money, personal satisfaction and pride of his personal accomplishment, and the pleasure of working in the business, enjoying a high quality of life are the main factors to measure success. 







Resp10

				Respondent 10



				Basic information														 

				Age when started				50				Career change				Yes

				Gender				Female				Previous occupation				Unemployed

				Marital status				Married				Job				Engineer

				Children				2 daughters				Family tradition				No

				Type of business				Hotel				Hospitality backgound				No

				Investment				own + friends				Years of experience				0

				Employees				11				Think about it before?				Yes

				Location				Latvia				Level of involvement				very high



				Decision making				"Look at the big picture", "it has to make economical sense as well"

				Could life be better?				"Difficult question", "sometimes I think it would be easier to be doing something else"

				Desire to grow				No, "enough for a place like Latvia and this business"



				Perceptions

				Personal traits				"Logical thinking", "positive attitude", "sociable" 

				Hospitality industry				"We were not really thinking about it before but the opportunity was there"

				Personal environment				Daughters are grown, stay-at-home mom before husband engaged in the business

				Macro environment				"The economic situation in Lativa is not good and especially for tourism and now we are sitting without guests", "beautiful piece of land", "like to live here"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Happy stay-at-home mother, staying active, meaningful occupation: desire to fill the gap after daughters left the house, "I had no job and didn’t know what to do and it was a great chance for me to do something", "was thinking about it for a long time", "We bought this land, it is an ecological area. We wanted to go fishing and go there for holidays"

				Profit Orientation

				Lifestyle Orientation				hotel situated in an ecological area surrounded by lakes, retreat for the family

				Objective Measurement				Number of clients: "A good order for a banquet or a seminar ", "if we have more guests, it will be more successful", "If we talk about the business, the financial aspect is number one"

				Subjective Measurement				Customer satisfaction: "If we talk about the result of our business, the pleasure of our guests is number one"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Did not need to work when she stayed at home to raise children. Business as a means to engage in a meaningful occupation after the children left the house. Opportunity to stay active, filling the space that emerged in her life, no financial pressures.				Lifestyle Orientation: Bought the land surrounded by lakes as a retreat for the family when the idea of the business came along. Profit orientation developed later, when business was not successful.						Subjective measurement of success: Was looking for a better quality of life, moving to an ecological area. No interest in a business at first.  Personal satisfaction from engaging in an occupation and having satisfied clients. The financial factors are now the main indicators of success, namely the number of guests, because the business is not successful. Increasing number of customers is directly related to a more successful business







Resp11

				Respondent 11



				Basic information														 

				Age when started				49				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				dot com

				Children				3				Family tradition				Yes

				Type of business				Social Network for food				Hospitality backgound				No

				Investment				venture cap.				Years of experience				0

				Employees				7				Think about it before?				Yes

				Location				Switzerland				Level of involvement				Medium/High



				Decision making				"This is my second dotcom business so a lot of experience comes into play as well. So a lot of decisions are made intuitively because I know in many cases how things should be done"

				Could life be better?				"No, my life is amazing. I create a company in an industry that I love. It’s really great and I would have in no way the interest of changing what I am doing"

				Desire to grow				"Of course, what are you thinking? We will do a big thing with this project"



				Perceptions

				Personal traits				"Have an idea first of all and to really want it and then be persistent, have a vision and a lot of energy", "determined", "persistent", "get carried away by your idea", willingness to achieve, self-confidence

				Hospitality industry				"I was very frustrated when I was looking at different sites that talked about restaurants on the web"

				Personal environment				"I am a serial entrepreneur", "when I got married I already had my business"

				Macro environment				Opportunity for a social network about food, "I wanted a site that is similar to facebook, where people create their profiles and suggest their favorite restaurants (Facebook of tastes)"



				Motivations

				Dimension				Example

				Push motivations				 

				Pull motivations				"The search for independence. To be my own boss", "I was passionate and more intelligent than the others"

				Profit Orientation				"I am a serial entrepreneur", not personally attached to the business, open businesses and sell them later, growth and profit maximization

				Lifestyle Orientation				"I am happy to be self-employed and to do what I want to do. It is not interesting for me to work for someone else", "To create something that I could identify with."

				Objective Measurement				"It’s the value of the company. When you create a business you are interested in the value that you create", "The numbers show you how much value the company has. If you want to sell it later. How many subscriptions, how many log-ins and log-outs, these are the the indicators for a dotcom business"

				Subjective Measurement				"My life is amazing. I create a company in an industry that I love"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Strong desire to be independent and take his own decisions. Serial entrepreneur taking pleasure in the creation of businesses, having the opportunity to achieve something. Identification of a market opportunity, innovation and the desire to make money.				Profit oriented entrepreneur: looking for profit maximization and growth of the business. Satisfaction of being self-employed as a result of independence and a high standard of living and the ability to make money for himself. Pleasure of creating something he can identify with.						Objective measurement of success: purely based on economic factors related to the financial value of the company, the number of subscriptions, log-ins and log-outs. Desire to sell the company at a maximum price. Pesonal satisfaction from the status attained and the pride of being an innovative entrepreneur.







Resp12

				Respondent 12



				Basic information														 

				Age when started				49				Career change				No

				Gender				Male				Previous occupation				Employed

				Marital status				Married				Job				Chef

				Children				1				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				Yes

				Investment				Own				Years of experience				32

				Employees				7				Think about it before?				Yes

				Location				Monaco				Level of involvement				very high



				Decision making				"I follow my heart and my passion. Sometimes a little bit too much. But I also try to take a step back and think whether this makes sense"

				Could life be better?				"I am enjoying it very much because I can finally be my own boss. Life is very good right now"

				Desire to grow				"No, I am more than busy with this restaurant"



				Perceptions

				Personal traits				"I am very energetic; people would sometimes think I am crazy", "love my job", "extremely passionate about food", "very ambitious" "able to take some risk"

				Hospitality industry				"I love this industry because it is about what people enjoy most", "It’s a very creative industry", ". I sometimes feel like a kid playing with Lego, putting all these different blocks together, seeing if they match or not", "brings people together"

				Personal environment				Wife is also involved in the restaurant, support from family

				Macro environment				Difficult to open a restaurant in Monaco



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction: "I had to justify everything I did to other people, who did not appreciate my work they way I hoped they would. I got a lot of pressure and over time I started, for the first time to dislike coming to work", "extremely difficult to stay as motivated if every time feedback was negative", discrimintation: "I almost felt as if they were trying to get rid of me and it probably would have happened if I didn’t take the decision to leave"

				Pull motivations				Independence: " I always had the dream to have my own restaurant and be my own boss", Self-actualization

				Profit Orientation

				Lifestyle Orientation				Passionate about the job: "I like to bring pleasure to people with what I am doing", personal goals such as creating new dishes, building relationships with clients, personal goals: "To do what I like to do without any limits"

				Objective Measurement

				Subjective Measurement				Guest satisfaction: "That people appreciate what we are doing and that they come back because they enjoyed the food and the atmosphere and they will come back with their friends and tell others that they had a great meal", pride in the job, personal satisfaction from following a passion: "I never worried about money as long as I am doing what I am passionate about", "I don't think you become a cook if you want to be rich"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Main motivation to start a business in order to secure employment after dissatisfaction and discrimination experienced in the previous job due to a change of management. Desire to stay in the area but few opportunities of employment at the same level.				Lifestyle entrepreneur who is pursuing a passion for the industry, taking pleasure in the job. Personal goals of creating different dishes, surprising and satisfying his guests while having the possibility for self-actualization.						Purely subjective measurement of success: Personal satisfaction coming from the work itself, the ability of being creative and recognition of satisfied customers who spread positive word-of-mouth. Takes pride in his job, aiming to build lasting relationships with the guests. Higher quality of life from the possibility for self-fulfillment. 







Resp13

				Respondent 13



				Basic information														 

				Age when started				62				Career change				Yes

				Gender				Male				Previous occupation				employed		retired

				Marital status				Married				Job				Director of export

				Children				3				Family tradition				Yes

				Type of business				B&B				Hospitality backgound				No

				Investment				Own				Years of experience				0

				Employees				0				Think about it before?				No

				Location				France				Level of involvement				very high



				Decision making				"It is always a questions about what could be interesting for our clients", "investments in the apartments to make them better seemed to make more sense for our guests so we have decided to go ahead with this idea and do some renovations"

				Could life be better?				"I don’t think so because I am really satisfied and happy with how things are at the moment"

				Desire to grow				"No, for the reason that we cannot expand the house any more", restrictions



				Perceptions

				Personal traits				"open-minded", "open in the heart because you welcome people at your home",  "open towards different cultures" and "being hospitable"

				Hospitality industry				"it comes naturally, it lies in our family", 2 daughters graduated from EHL, "very open-minded and value the external dialogue", desire to meet people and cultures

				Personal environment				"We bought a big house for us and our family", children live in other countries, rent out their apartments to guests

				Macro environment



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Pursue passion: "We want to meet new people and love the experience to have foreigners staying with us and talking to them", "really the aspect of hospitality that drove us into this project", spare time after children left the house, relieved from financial pressure, stay active

				Profit Orientation

				Lifestyle Orientation				non-economic reasons: "this is not a business to make money with", "we are able to live well without having to have a business", pleasure of receiving people: "meet people from all over the world and stay in touch with them"

				Objective Measurement

				Subjective Measurement				Personal satisfaction: "It is the desire to feel good in my skin", lifestyle, recognition, pride and guest satisfaction: "It really makes us happy to read the golden book with all the positive comments of guests we had staying with us", "financial success doesn't have any importance to us"

								 

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: desire of accomodating guests, building relationships and learing about new cultures. Having a meaningful occupation after retirement, staying active and engaging in a joyful occupation after having more time and no financial worries				Lifestyle entrepreneur: No economic reasons inolved as other sources of income are securing standard of living. Sees job as a pleasure with the opportunity to meet people from all over the world.						Subjective measurement of success is solely based on subjective aspects, such as the personal satisfaction from the relationships built, pride in the job and customer satisfaction







Resp 14

				Respondent 14



				Basic information														 

				Age when started				62				Career change				Yes

				Gender				Male				Previous occupation				employed

				Marital status				Yes				Job				business dev.

				Children				Yes				Family tradition				Yes

				Type of business				Hotel Chain				Hospitality backgound				No

				Investment				Own				Years of experience				0

				Employees				now 1000				Think about it before?				Yes

				Location				USA				Level of involvement				high		not operational



				Decision making				"I try very hard to calculate and to get the real actual data and then make the decisions according to the data"

				Could life be better?				"It would be less risky. And I would have more free time. And maybe less pressure"

				Desire to grow				"The goal has been to acquire one or two new hotels per year. We are opening about 1 hotel each year and I would like to keep doing that"



				Perceptions

				Personal traits				"analytical", "exerience", "ability to surround myself with good people", "risk taking", confidence

				Hospitality industry				"family background", opportunity for growth

				Personal environment				"I wanted to have something to pass on to my children that they can continue", "my family wanted me to stay in my job (…) make sure we had a secure income"

				Macro environment				"pure luck", "an opportunity that came along my way"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Independence: "I always wanted to have my own business", "I wanted to be self-employed", "I can be more independent and take decisions on my own", more opportunities to make money, achievement: "I thought I would do a better job being self-employed than working for someone else", quality of life for his children, pass something on to his children

				Profit Orientation				"I always wanted to create jobs that was my ambition", "I felt that by cutting the cost and growing the revenue, the hotel could be very profitable"

				Lifestyle Orientation

				Objective Measurement				"maximum amount of profitabilty is extremely important", "all the businesses have to make money in order to survive", "growing revenue and elimination of wasteful spending" are the two most important things

				Subjective Measurement				"Guest satisfaction and employee satisfaction" are also important

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Opportunity for growth in the hospitality industry, idependence as a means of maximizing return. Strong drive to achieve, gain power and status as an entrepreneur, looking for a challenge and high quality of life for his children				Profit oriented entrepreneur: very strong desire for growth, and profit maximization. Philosophy of cutting a maximum amount of costs in order to drive up profitability. Desire to pass a successful business on to his children. Pride from creation of jobs.						Objective measurement of success: Defining the success of a business through its profitability. Also mentions guest and employee satisfaction but it is not the first priority as a key to his business' success results from an intensive cost cutting strategy







Resp15

				Respondent 15



				Basic information														 

				Age when started				54				Career change				Yes

				Gender				Female				Previous occupation				employed

				Marital status				Married				Job				Administrator

				Children				2				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				Yes

				Investment				Own				Years of experience				had a restaurant when she was younger

				Employees				5				Think about it before?				Yes

				Location				Switzerland				Level of involvement				very high



				Decision making				"Of course you have to calculate the risk. This is necessary. I cannot say that I want to do this and that without thinking logically about it"

				Could life be better?				"No, that’s what I wanted. I can take my own decisions"

				Desire to grow				"Oh no, not at my age. No"



				Perceptions

				Personal traits				"ambitious", "hard-working", "stong will to achieve"

				Hospitality industry				"I really like the interaction that one can have with different people and the exchange that is going on"

				Personal environment				"No, the family didn’t play an important role"

				Macro environment				"I had to find the right establishment"



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction: "I had a lot of work in my previous job, very long hours and the pay just didn't correspond to the effort put in", "towards the end I was not (happy) at all", "work was too much and too exhausing"

				Pull motivations				Independence: "I wanted to be independent", "now I also have a lot of work  but at least I work for myself"

				Profit Orientation				Economic reasons of having a profit that corresponds to the effort put in, "the satisfaction coming from the fact that you have attained your objectives"

				Lifestyle Orientation

				Objective Measurement				Financial success is "highly important", the primary factor is "the revenue of course", "If you see that your revenue is decreasing, that is an indication that something is not going well and you have to find a solution to make it better"

				Subjective Measurement

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Dissatisfaction in previous employment due to imbalance beween time, effort and pay (insufficient income), limited opportunities. Desire to be independent in order to take her own decisions result from this dissatisfaction
				Profit orientated: Goal of maximizing profit and personal satisfaction achieved through the attaining of objectives. Effort has to be economically rewarded. 
						Objective measurement of success through the revenues generated by the business. The profit is the main indicator of success







Resp16

				Respondent 16



				Basic information														 

				Age when started				57				Career change				No

				Gender				Female				Previous occupation				employed

				Marital status				Divorced				Job				Migros

				Children				1				Family tradition				No

				Type of business				Café				Hospitality backgound				Yes

				Investment				Own				Years of experience				38

				Employees				3 extras				Think about it before?				Yes

				Location				Switzerland				Level of involvement				very high



				Decision making				"At my age I have no interest in taking big decisions. I want to be calm and not having to take decisions all the time", "I have to do everything myself"

				Could life be better?				"No I am very well. And not so many things have changed because this is what I have always done"

				Desire to grow				"Oh no, listen, at my age…" 



				Perceptions

				Personal traits				"Courage, willingness to achieve and character strength. It is important to be able to accept some drawbacks as well"

				Hospitality industry				"My parents chose this for me. But I was always very well", "always new things to learn", "very interesting", "it does change, people change", time consuming: "you always have to be there, free time has become very limited"

				Personal environment				A lot of time after the divorce and a grown daughter

				Macro environment				"A woman at my age doesn't find a good position anymore in a company"



				Motivations

				Dimension				Example

				Push motivations				Discrimination because of the age, limited opportunities: "When you reach 50, you are not valuable anymore to a company", dissatisfaction: "they wanted to move me to a different position which didn't interest me" 

				Pull motivations				Independence: "a liberty that one has to pay for as well"

				Profit Orientation				Economic reasons are important, satisfaction from "having a little extra at the end of the month"

				Lifestyle Orientation				Job as a pleasure: "I am very well", engaging in personal contact with clients

				Objective Measurement				"Without the numbers you cannot work", "satisfactory to have a little extra at the end of the month"

				Subjective Measurement				"first of all it is important to be welcoming and make guests happy", "if you don't have any clients you will not make money either"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Driven into entrepreneurship by push factors such as discrimination and limited opportunities due to age and dissatsfaction with the previous job, entrepreneurship as a means to ensure employment. Independence is regarded as a benefit but demands a lot of effort and personal investment				Profit orientation: economic reasons drive personal satisfaction as the profit at the end of the month is important. 						Objective measurement: the financial success drives the personal success. The numbers are the basis. In order to achieve a profit, the welcoming of guests is crucial as without satisfied guests, financial success will stay behind as well







Resp17

				Respondent 17



				Basic information														 

				Age when started				57				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Patissier

				Children				No				Family tradition				No

				Type of business				Tea Room				Hospitality backgound				Yes

				Investment				Own				Years of experience				35

				Employees				No				Think about it before?				Yes

				Location				Switzerland				Level of involvement				very high



				Decision making				"We decide based on what is best for the business. With the many years of experience I know what to offer to clients and how to present my creations"

				Could life be better?				"My life is maybe better but financially it is not better. We are in the nature, it’s beautiful up here and we don’t get up anymore at 1 in the morning to go to work"

				Desire to grow				"Oh no, not at all, no no no"



				Perceptions

				Personal traits				Passionate: "I love the kitchen, the pastry", risk averseness: "you have to take risks in life"

				Hospitality industry				Ability to be creative: "it's the fabrication of food, it's presentation and creation. That's what is important"

				Personal environment				Working together with his wife, having more time, not needing to get up as early as before in the morning, moved to a small village surrounded by nature

				Macro environment				"We saw this tea room already 4 years ago but (…) we had to wait for the right opportunity"



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction with previous job: "I couldn't take it anymore", "I simply had enough and couldn't deal with managing my employees anymore", need to ensure employment and income for retirement

				Pull motivations				Independence: "I wanted to be completely independent", passion for engaging in the job: "I love the kitchen, the pastry"

				Profit Orientation				"When I was employed and saw what I could produce for someone else I thought that I could very well produce it for myself"

				Lifestyle Orientation				Balance in life: having more time, being in the nature

				Objective Measurement				"Both, customer satisfaction and money are important because both things go together. But the economic factors are still the most important ones", "If you have financial problems you cannot work well either"

				Subjective Measurement				Customer satisfaction, personal satisfaction to create 

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Dissatisfaction in previous job, wanting to escape from the responsibility of a big bakery and managing employees, looking for complete independence and the ability to produce and create for himself, securing income  for the future. Passion for the job in general, however not the main factor for opening the business				Profit orientation: Economic reasons are most important, desire to earn money solely for himself with his creations and the need to ensure income for the future, while having less worries in terms of personnel and more time for himself. Decisions are made based on what is best for the business. 
						Objective maesurement of success: The financial success is the most important as it is considered to be a motivator in order to enjoy work and being able to be creative. Customer satisfaction is a driver for profitability








Resp18

				Respondent 18



				Basic information														 

				Age when started				50				Career change				Yes

				Gender				Female				Previous occupation				employed

				Marital status				2nd marriage				Job				Florist

				Children				6 (combined)				Family tradition				Yes

				Type of business				Meterie				Hospitality backgound				No

				Investment				Own				Years of experience				0

				Employees				No				Think about it before?				Yes

				Location				Switzerland				Level of involvement				very high



				Decision making				"We do calculate the risk", "we think whether an investment makes sense for us or not, "everything that touches the restaurant is of priority", "the guests will come more often and we also have more money that comes in"

				Could life be better?				"It could be more quiet" but "we wake up with a different state of mind", "very motivated to reach the goals", "less free time, less time for yourself", "we are always together and can look after the grandchildren"

				Desire to grow				"No, this would take away the charm that this place has"



				Perceptions

				Personal traits				"hard working", "ability to stay calm", "clear vision", "persistent", "willingness to give 100% every day"

				Hospitality industry				"we both love to be with people. To talk to different people, share my thoughts, have this exchange with other people. I wanted to create something that would give me satisfaction"

				Personal environment				Working together with her husband, 6 children "we can look after their children", "they appreciate knowing exactly that we are there all the time"

				Macro environment				Couldn't find a job in Tessin "one of the poorest areas in Switzerland", moved away when the opportunity  came up



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction, ensuring employment: "My husband didn't find a job", "difficult to find jobs", "he was not happy", "impossible to find a job in agriculture in Tessin", "he was driving trucks but was not happy", "he couldn't take it anymore"

				Pull motivations				"It was a dream of both of us", independence: "you know exactly that responsibilities will be much higher but also the satisfaction that comes with it", "we wanted to be independent"

				Profit Orientation				Securing an income, think whether an investment makes sense for the business "when the tables look welcoming, people will feel more comfortable here. The guests will come more often and we also have more money that comes in"

				Lifestyle Orientation				Personal goals/satisfaction: "I wanted to create something that would give me satisfaction", "we want the people coming to our restaurant to feel good"

				Objective Measurement				"This would come second", not main reason for success but also very important

				Subjective Measurement				"When I see the people leaving our restaurant happy, with a full stomach and the tell me "Madame, we will come back"". 

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Forced to find an alternative when husband was desperate and couldn't find a job as an peasant, securing employment and income, strong dissatisfaction as a truck driver. Desire for independence resulting from dissatisfaction as it was easier to open a business than finding a job. They were forced to move to another area in Switzerland to secure income
				Profit orientation: looking for a source of income, securing pensions and raising the standard of living. Strong desire for independence as a result of dissatisfaction of their difficult living situation. Economic reasons play a very important role and are the main contributers to personal satisfaction. Lifestyle factors have gained in importance over time.						Objective measurment of success in terms of income is very important. Word-of-mouth and returning customers are crucial for the success. Desire to provide an environment for people to feel comfortable and leave satisfied as they will come back more often which also brings in more money. Developed subjective measurement after living standard was raised.







Resp19

				Respondent 19



				Basic information														 

				Age when started				53				Career change				Yes

				Gender				Female				Previous occupation				Teaching

				Marital status				Not married				Job				Director

				Children				No 				Family tradition				No

				Type of business				Auberge				Hospitality backgound				No

				Investment				own+bank				Years of experience				0

				Employees				5				Think about it before?				Yes

				Location				Switzerland				Level of involvement				high



				Decision making				"adapted more a style of management where it becomes clear that we are the bosses and we give the direction. It is a pity and I don’t like it but we have to"

				Could life be better?				"It would definitely be better because the hours are extremely long", "I don't have much time for myself anymore since I have this restaurant", a lot of pressure from the investment and responsibilities that come with this business

				Desire to grow				"No, it is already big enough"



				Perceptions

				Personal traits				"self-confidence is extremely important", "capacity to stay aligned with my goals", "aesthetic taste", "ability to adapt to different clients and situations", "being hospitable is extremely important", "ability to make guests feel particularly welcome"

				Hospitality industry				"knowing that I was a very good cook and I like everything that has to do with gastronomy and nutrition", "ability to be creative" in order to surprise the guests

				Personal environment				No family, unhappiness with changes in previous job, partner who takes care of "front of house"

				Macro environment				"had a sum of money that I wanted to invest in a building", "things happened very quickly" (2 months)



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction in previous job: "My professional environment changed", "The Bologna declaration resulted in (..) a fusion of the school that I was directing with two others", "when the conditions changed I did not want to stay and I left", ensure employment: "the position I held was very important and I couldn't see myself starting in the CHUV as a nurse", "my life could be much calmer, but at my age I need to work"

				Pull motivations				Passion for the industry: "I like everything that has to do with gastronomy", "liberty to do whatever I like to do and I am able to be creative"

				Profit Orientation

				Lifestyle Orientation				Job as a pleasure, higly involved in the restaurant: "Me and my partner work 150%", no growth

				Objective Measurement

				Subjective Measurement				Recognition, personal satisfaction: "Success is to see that guests come back, that word-of-mouth is spreading, we have some articles in the press and the restaurant is full", guest satisfaction: "it's important that guests feel good when they come here", "this has certainly nothing to do with the financial success"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Dissatisfaction in previous job due to political changes(maybe even laid-off), perception of not being able to find a similar position in the same field, pressure of having to work at her age in order to ensure an income and the desire to invest in a building				Lifestyle orientation: Non-economic reasons prevail over financial success, no growth, achievement of personal goals and the pleasure of cooking in order to make guests happy. Ability to be independent and creative. Spare time of not having a family, reinventing herself in the job						Subjective measurement of success without placing importance on the profit. Pride of being recognized as a Chef by guests and the media. Seeing the job as a source of personal satisfaction, making guests leave satisfied, wanting them to come back and spread positive word-of-mouth. Joy of being a Chef







Resp20

				Respondent 20



				Basic information														 

				Age when started				51				Career change				Yes

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Entrepreneur

				Children				3 children				Family tradition				Yes

				Type of business				Hotel				Hospitality backgound				No

				Investment				from own company				Years of experience				0

				Employees				10				Think about it before?				Yes

				Location				Paris				Level of involvement				low		not operational



				Decision making				"I look at whether a project is promising or not, the return on investment. I always look at the pros and cons before making a decision", "does it male financial sense"

				Could life be better?				No", I go to Paris much more often"

				Desire to grow				"Yes, it's very possible. I would like to do that"



				Perceptions

				Personal traits				"persistent", goal oriented, willingness to achieve

				Hospitality industry				"It’s a very strong sector, with a lot of opportunities for development"

				Personal environment				"It was a little bit for my son" (at EHL), "I was thinking that he could one day take care of it and do what he wants with it"

				Macro environment				"I have developed businesses for 30 years", opportunity: "hospitality industry has been in my mind for a while"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Opportunity: "It's a very strong sector, with a lot of opportunities for development", achievement as an entrepreneur, status, independence, ensure a high quality of life for his son

				Profit Orientation				growth, profit maximization:"To get the maximum return"

				Lifestyle Orientation

				Objective Measurement				"It's the financials that make a business successful", "I look at the numners, in the end of the day that's what the goal is of investing into something"

				Subjective Measurement

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Entrepreneur who has developed several businesses, power, achievement. Identification of an opportunity for investment and growth. Maximum profit in oder to pass something on to his son 				Profit oriented entrepreneur: Desire to grow the business, invest in new ones in order to get the maximum return. Purely driven by financial success, not pesonally involved in the operations.						Objective measurement of success: by looking at the return on investment and the profit generated by the business







Resp21

				Respondent 21



				Basic information														 

				Age when started				51				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Restaurant

				Children				2				Family tradition				Yes

				Type of business				Restaurant				Hospitality backgound				Yes		EHL

				Investment				Own				Years of experience				35

				Employees				25				Think about it before?				Yes

				Location				St Moritz				Level of involvement				High



				Decision making				"I am very spontaneous"

				Could life be better?				"No, I really love what I am doing"

				Desire to grow				"Not at the moment", only if a new opportunity comes up



				Perceptions

				Personal traits				"alertness", "curiosity", "open-mindedness", "drive to achieve", "hunger for learning", "creative", "persistent", "a little bit stubborn", "try to always keep the good sense (economically), "have fun", "ability to see the potential of new ventures", risk taking

				Hospitality industry				Extensive experience in the industry: "my horizon has grown due to everything that I have seen in my career", "the learing process never stops", "possibility to live and work in different countries", "interesting and exciting"

				Personal environment				Growing up in a hotelier family, support from the family, time: "My wife and I had more time now that our daughters have moved out"

				Macro environment				Environment that lives from tourism and international clientele (St Moritz), contact with suppliers, opportunity (restaurant designed by Norman Foster)



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				self-actualization: "the ability to create something", exploitation of an opportunity "take over a restaurant built by Norman Foster", "the opportunity and the concept really persuaded me", personal development: "create", status/power of owning a restaurant in St. Moritz, spare time after children left, support: build something together with his wife

				Profit Orientation				Profit maximization: "And of course money should come in as well", "I am able to see the potential of new ventures and my horizon has grown a lot due to everything that I have seen in my career. I see a project, a location and I have a very good feeling to know whether this could work or not", "The money has to be right and it should be fun"

				Lifestyle Orientation				Job as a pleasure: "it's fun, I really love what I am doing"

				Objective Measurement				Financial success is "very important", "The effort has to be honored in some way", taking the second place: "financial success would come after the first two points" (happy guests and employees)

				Subjective Measurement				"Employees have to be motivated and happy (..), have fun; that is the basis", "then it is important that the clients are satisfied", "a full rstaurant is the reward for all the effort", "happy guests and happy employees, then everything is great"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Exploitation of an opportunity by taking over a restaurant built by a star architect. Innovation to create something new. Social status and power coming from owning this restaurant in St.Moritz.				Profit oriented entrepreneur: Economic reasons for investing into restaurants. Through his personal background and extensive experience in the industry he is able to identify potential ventures. Desire to grow or develop a new business. Lifestyle orientation from the possibility to have fun, personal pleasure of being surrounded by young people, working together with his wife						Objective/subjective measurement of success: Guest and employee satisfaction are most important factors, however finacial success is the key element and the former two only the means to achieve the actual goal of yielding a profit. Subjective measurement through pride, joy and the recognition received. Personal satisfaction from engaging with customers, having fun and being actively involved.



		 





Resp22

				Respondent 22



				Basic information														 

				Age when started				over 50				Career change				Yes

				Gender				Female				Previous occupation				S-employed

				Marital status				Divorced				Job				Charity

				Children				No				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				No

				Investment				own				Years of experience				0

				Employees				12				Think about it before?				No

				Location				Zürich				Level of involvement				High



				Decision making				"Both is possible", "if the decision is made intuitively I still think about if it makes sense"

				Could life be better?				"No, not at all", "very exciting for me", "my horizon opened up"

				Desire to grow				"No, it is great the way it is"



				Perceptions

				Personal traits				"curious", "courageous", "take some risk", "observing"

				Hospitality industry				"like a hobby for me", "I love to cook, I love to eat well and the wine world is fascinating to me", "wine grows in the most beautiful areas", "I get to know different people", "I really think it is a wonderful industry"

				Personal environment				Divorce: "it was the right moment because I had a lot of space in my life"

				Macro environment				"It was an opportunity that came up and I had to decide very quickly"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				"It was the opportunity that the restaurant became available", finding a meaningful occupation after divorce, filling a gap: "I had a lot of space in my life", passion for the industry: "like a hobby"

				Profit Orientation				took over restaurant without debts "very important for me"

				Lifestyle Orientation				She sees the job as a pleasure, giving her the ability to learn about the "fascinating" world of wines and hospitality, no desire to grow, ability to meet "different people from the industry"

				Objective Measurement				The financial aspect "is also important", "goes hand in hand", "I also had sleepless nights"

				Subjective Measurement				Praise and recognition: "I get a lot of compliments and praise from guests and the media", employee satisfaction: "It is very important to me that the employees are happy to work here for me", personal satisfaction: exciting, learning experience

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Engaged in a business in order to find a meaningful occupation after having separated from her husband and to overcome the gap in her life (no children). Passionate about the hospitality industry, turning a hobby into an occupation. 				Lifestyle entrepreneur: No desire to grow, job is considered to be a hobby opening up the personal horizon. Pleasure in being able to travel and still her thirst for discovering the world of wines. Fascination about the industry is a main driver. Profit is important to be free of worries, seems to be very careful (not a risk taker)						Subjective measurement of success: Personal satisfaction from praise and recognition. Pride in the restaurant is nourished by positive feedback. Satisfaction from the ability to learn, travel and meet different people. Improvement in the quality of life having found an occupation she is passionate about. However, financial success is important in order to establish all of the above.








Resp23

				Respondent 23



				Basic information														 

				Age when started				51				Career change				Yes

				Gender				Male				Previous occupation				S-employed

				Marital status				Divorced				Job				Interior design

				Children				2 children				Family tradition				Yes

				Type of business				Restaurant				Hospitality backgound				No

				Investment				Own				Years of experience				0

				Employees				8				Think about it before?				No

				Location				Berlin				Level of involvement				high



				Decision making				"Some that I take intuitively…other things have to be decided more objectively"

				Could life be better?				"Yes", "the time and effort are immense", "Social contacts are difficult to maintain", "quality of life suffers a lot"

				Desire to grow				"No", "I tried it once to open a second restaurant but I burnt my fingers with it"



				Perceptions

				Personal traits				"determined", "dynamic", "willpower", "high level of discipline", "fun to achieve"

				Hospitality industry				"I completely underestimated what I got myself into", "I was naive in the beginning like other people who have no clue about gastronomy", "great industry (..) because of the contact with people, "ability to make people happy"

				Personal environment				"Lucky that my children are grown up because I would not have any time for family"

				Macro environment				"I got into it by accident", saw an opportunity for a furniture shop combined with a restaurant, opened a restaurant thinking "it would run by itself"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Exploitation of an identified market opportunity: new business idea (dropped it when he realized how much involvement was demanded in a restaurant), passion:"we do this with all our hearts", "self-realization is much easier", independence: "nobody tells me what to do"

				Profit Orientation				Economic reasons: "never a dream", "We thought “hey, let’s open a restaurant” thinking that it would run by itself", "closed the other business… restaurant was more fun and brought more return", opened a second restaurant unsuccessfully: "restaurant is extremely successful but the other one not at all" (still pays debts)

				Lifestyle Orientation				Contact with people, recognition

				Objective Measurement				"Most important to have the necessary income to pay for all expenses", "the economic situation is the most important.", "the financial statement has to look right"

				Subjective Measurement				"Fun, joy and appreciation are also important"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: No original intention to own a restaurant. Desire to successfully exploit a market opportunity. Misperception of the restaurant generating money by itself due to lack of knowledge about the industry. Status and power from running a successful restaurant have been strong initial drivers.				Profit oriented entrepreneur: Economic reasons played a central role when starting this restaurant. Closed down previous business as restaurant was more interesting financially but also personally having developed a passion for the job. Tried to grow by opening a second restaurant which failed financially. Lifestyle orientation over time. Takes pleasure in the job, engaging with clients and the ability for self-realization.						Objective/subjective measurement of success. Profit is most important. Recognition and appreciation are important factors which come with running a successful restaurant. Fun and the pleasure in the job are resulting from this and bring additional personal satisfaction. Subjective measurement has become very important over time. Fun and joy of being involved in the business and the ability to satisfy his clients.







Resp24

				Respondent 24



				Basic information														 

				Age when started				51				Career change				No

				Gender				Male				Previous occupation				S-employed

				Marital status				Married				Job				Restaurant

				Children				2				Family tradition				Yes

				Type of business				Hotel/Restaurant				Hospitality backgound				Yes

				Investment				own/bank				Years of experience				35

				Employees				15-20				Think about it before?				Yes

				Location				France				Level of involvement				High



				Decision making				"I am very spontaneous", "I don’t calculate the risk",  "decisions based on the needs that seem to be most pressing at the moment"

				Could life be better?				"Yes of course it could. Because here in France the system is so complex and difficult…", "We always have to fight against administration"

				Desire to grow				"Yes of course. Creating something new, always evolving, that’s what I love"



				Perceptions

				Personal traits				"determined", "I have the conviction, ideas and originality", "passion"

				Hospitality industry				"If you don't have the passion, you shouldn't even think about starting a business in this industry because there are so many constraints"
"industry of entertainment", "changes daily", "always something new to learn and to discover", "The beauty of the industry is to meet so many different people, make new contacts, travel"

				Personal environment				"No, that was not the first motivator"

				Macro environment				difficulties with the political and legal environment



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Identification of an opportunity: "I saw a great opportunity. It is very well situated and I thought that it would be a great project to develop", "To fill my life with something satisfactory and positive.  I wanted to be independent from others and to be able to take my own decisions", self-actualization through the success and development of his businesses, Innovation: create something new

				Profit Orientation				Serial entrepreneur, strong desire for growth: "I like to raise a business and sell it afterwards", maximization of profits: "I want to grow as an entrepreneur and develop a business that would be profitable in the long-run"

				Lifestyle Orientation				"It is very fulfilling for me"

				Objective Measurement				"enables me to see the next month ahead", "pay a lot of attention to the numbers"

				Subjective Measurement				"Closeness with the customers", "We have to take care of the client and make him leave satisfied. I am persuaded that the contact you have with the clients is the most essential. People need to have a relationship, they need to be taken care of and this is how the business stays alive"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: exploitation of an opportunity for a profitable business, self-fulfillment throught innovation and the social status attained fom the development of businesses				Profit oriented entrepreneur: strong desire to grow, no emotional attachment with the business, would like to sell it and create something new. Self-fulfillment in the job and a strong passion for the hospitality industry.
						Objective measurement of success: Profit keeps the business alive, closeness to customers ensures running of the business, that's why customer satisfaction is important. Subjective measurement in a sense of goal achievement and pride. Personal satisfaction from the job itself.







Resp25

				Respondent 25



				Basic information														 

				Age when started				over 50				Career change				Yes

				Gender				Female				Previous occupation				S-employed

				Marital status				Divorced				Job				Lawyer

				Children				2				Family tradition				No

				Type of business				Guest House				Hospitality backgound				No

				Investment				own				Years of experience				0

				Employees				5				Think about it before?				No

				Location				Morocco				Level of involvement				High



				Decision making				"I definitely calculate the risk but at the end of the day I listen to my intuition. If I feel the deal I will go for it."

				Could life be better?				No. "My life without this business would have been so boring. It’s been a very enriching experience."

				Desire to grow				Possible: "I would like to develop what exists. What I would do is to sell the house and buy a farm outside of Marrakesh and turn it into an ecological farm and organize excursions from there."



				Perceptions

				Personal traits				Persistent: "don’t take no for an answer", "extremely independent", determined: "I hate to lose"

				Hospitality industry				"Bringing people together is my forte; it’s the human relationship side"

				Personal environment				"Purely my personal motivation. I did it for myself", separated, inheritance

				Macro environment				Opportunity: "Only when I went to Morocco that I realized the potential there"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Self-actualization/desire to accomplish something meaningful: "care about what you have been able to accomplish; really accomplish. It’s not the money that you made. And those where the values that pushed me into this", engagement in sustainable development: "wanted to do something for the country because I have a great deal of affection for the country and its people ", independence: "has no price", conservation of peronal values: "I could no longer practice law and conserve my integrity as a lawyer in the legal system"

				Profit Orientation

				Lifestyle Orientation				"This hotel business over there has given me this incredible “ouverture d’esprit”", "enriching experience", "meeting people", Job as a pleasure: "I could very easily, in one little building, combine several passions with working and living; so this was all benefit" 

				Objective Measurement				not a priority

				Subjective Measurement				Personal satisfaction: "The people that come to the house and every week look at me team and me and say “we would never have seen Morocco like that had we not met you”. And they go away and they say that Muslim people can be very, very nice", "The priority is the service to the clients. I wanted this house to be a place of exchange and tolerance", "To bring people of very different cultures and religions together"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Desire for a meaningful occupation and the wish to accomplish something of value and durability for the country and its people while staying independent. Self-actualization and reinvention of herself combined with the pure joy of this business				Lifestyle entrepreneur: Non-economic reasons. Achievement of personal goals and the ability to combine several passions with this business. Sees this venture as a truly enriching experience 						Subjective measurement of success from joy and personal satisfaction of meeting different people, pride from the ability to help people and providing a platform for cultural exchange and tolerance, bringing people together. Success is not linked to financial success but the attained quality of life and satisfaction of the guests and overall recognition from other people.







Resp26

				Respondent 26



				Basic information														 

				Age when started				51				Career change				No

				Gender				Male				Previous occupation				employed

				Marital status				Married				Job				GM

				Children				2				Family tradition				No

				Type of business				Consulting				Hospitality backgound				yes		EHL graduate

				Employees				1				Years of experience				25

				Investment				own				Think about it before?				No

				Location				Peru				Level of involvement				low



				Decision making				"My decisions are logic and based on the facts and numbers such as the profit and loss. The feasibility is important"

				Could life be better?				"No, it's a great addition"

				Desire to grow				"Yes, definitly, but I doubt that there will be much more demand"



				Perceptions

				Personal traits				confidence from experience, risk taking

				Hospitality industry				"It’s what I have been doing since 1977. It is a bit difficult to change the industry"

				Personal environment				"I did not want to leave Peru" because of his 4 children and wife

				Macro environment				"Since there was no consultant I thought it would be a good idea to try this. 
I felt that there was an opportunity in the area of consultancy."



				Motivations

				Dimension				Example

				Push motivations				Dissatisfaction/discrimination: "I had to quit my job because I had problems with the children of the owner but did not want to leave Peru", "Here in Peru there are not so many opportunities in the hospitality industry to find a different job as General Manager"

				Pull motivations				Independence: "Being self-employed brings the independence from the hotel", "not needing to report to anyone or get orders from another person"

				Profit Orientation				Ensure income: "Easy way of securing employment and an income for my family"

				Lifestyle Orientation

				Objective Measurement				"My decisions are logic and based on the facts and numbers such as the profit and loss", "It’s the profit I make that shows me how successful my business is"

				Subjective Measurement



				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Push: Main motivation was to ensure employment after having to leave his previous job. Reluctant to leave the country and having a family support, the need for an alternative income was very pressing. Desire for independence is a symptom from dissatisfaction				Profit orientation: entrepreneur looking for profit maximization in toder to ensure income for this large family. More difficult to find a job than to open a business. Decision-making based on facts and would like to grow the business if possible but little demand						Objective measurement of success: Success of the business is clearly measured through the profit generated









Resp27

				Respondent 27



				Basic information														 

				Age when started				52				Career change				Yes

				Gender				Female				Previous occupation				Employed

				Marital status				Married				Job				Administration

				Children				2				Family tradition				No

				Type of business				B&B				Hospitality backgound				only husband

				Employees				not yet				Years of experience				0

				Investment				Own				Think about it before?				Yes

				Location				Canada				Level of involvement				high



				Decision making				"Risk is part of life", "I take decisions very intuitively and spontaneously", "also take the consequences"

				Could life be better?				"No, that’s in me. That is really what I want to do"

				Desire to grow				Yes: "I m sure that there will be another evolution afterwards, for sure"



				Perceptions

				Personal traits				"tenacity", willingness to achieve, "carelessness", self-confidence, "transparent in the relationship with others", risk taker, "stay true to your values "

				Hospitality industry				Impersonal welcoming in big hotel chains, "Bringing people together to discuss and meet with each other has always been a theme in my family"

				Personal environment				moving to Canada, two grown boys, husband who comes from a hospitality background

				Macro environment				Loss of values in society because of globalization, loss of the human factor



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Self-actualization: "I could finally do what I wanted to do", "I want to do something new and I think that everyone has a destiny and I wanted to realize this", opportunity after children left the house: "relative independence of my children", independence: "be independent and to have the liberty to take decisions and do things the way I want to do them", staying active, meaningful occupation

				Profit Orientation

				Lifestyle Orientation				Job as a pleasure: "Bringing people together to discuss and meet with each other has always been a theme in my family", personal goals: "apply the human factor in everything we do", bringing people together, contribution to cultural exchange: "ability to mix cultures and relations"

				Objective Measurement

				Subjective Measurement				Personal satisfaction of following her interest: "What I really love is to get closer to people and bring people together", guest satisfaction: "I want the people to feel happy", recognition and pride: "great recognition if they leave and they talk to others about their positive experience ", no financial interest: "not materialistic", "numbers are not at all important", "human factor that counts"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Self-actualization plays an important role and the realization of personal interests. Independence in doing what she wants to do after children left the house. Means of staying active.				Lifestyle orientation: Personal goal to revitalize long lost human values, meeting different people and engaging in human relationships while contributing to cultural exchange. 						Subjective measurement of success: Personal satisfaction through human relationships and the satisfaction of clients. Higher quality of life due to recognition and pride in the job add on to this while the materialistic aspect is not at all a concern. No need to make money with the business.







Resp28

				Respondent 28



				Basic information														 

				Age when started				50				Career change				Yes

				Gender				Male				Previous occupation				Employed

				Marital status				Married				Job				Management

				Children				2				Family tradition				No

				Type of business				Restaurant				Hospitality backgound				No

				Employees				5 + extras				Years of experience				0

				Investment				Own				Think about it before?				Yes

				Location				St.Moritz				Level of involvement				very high



				Decision making				Intuition: "It’s mainly the stomach that decides"

				Could life be better?				"If you had a normal job you could go to bed early. But what we do we do with a lot of pleasure and it’s a very intensive but also great time"

				Desire to grow				No: "we want to keep the way it is"



				Perceptions

				Personal traits				"Courageous", "clear vision", creativity, persistance to follow through

				Hospitality industry				Exchange with different cultures: ", it becomes very exciting to meet these people in your own restaurant", "cannot really make a lot of money", "close to people"

				Personal environment				international career (very happy and independent), wife is very involved in the restaurant, support from family

				Macro environment				"difficult to make money in the restaurant industry in Switzerland", "small margins"



				Motivations

				Dimension				Example

				Push motivations

				Pull motivations				Passion: "I always found it to be very fascinating", pleasure: "I want to have fun in my life", challenge and self-actualization: "to find something new in (...) life, something challenging and more fulfilling", innovative concept

				Profit Orientation

				Lifestyle Orientation				Relationship with clients: "you can engage in very interesting conversations with the clients and people come from different place in the world", "our personalized, small and highly uncomplicated restaurant"

				Objective Measurement				automatically also leads to the financial success

				Subjective Measurement				Personal/customer satisfaction: "When I have a good night and I go home content. This does not include the financial aspect. What is important for me is to look into the faces of my guests and see them happy and smiling when they come in and ideally also when they leave"

				Verification of Hypotheses

				Dimension 1				Dimension 2						Dimension 3

				Pull: Successful international career looking for a new challenge in life and a way of self-fulfillment. Passionate about the industry, the ability to be creative and to stay active. Support from family and personal development				Lifestyle orientation: no desire to grow the business, personalization and customer contact are main reasons. Desire for cultural exchange and meeting people from all over the world. Job as a pleasure, highly involved in the business wanting to be surrounded by young people and have fun						Subjective measurement of success: Pride, joy and personal satisfaction from relationship with satisfied clients. Financial success as a by-product, however not a reason to open a business in the hospitality industry (small margins). 







Push



		Respondent		Push Motivations												Profit Oriented Entrepreneur												Objective measurement

		1		Push: Dissatisfaction in previous position due to a lack of recognition and the limitations of creativity. Desire to ensure income in the future and raise the standard of living in the coming years. Pull motivations relate to the choice of profession in general and play an important role, are however not decisive for the decision to open a business												Profit oriented entrepreneur who stongly associates business ownership with financial success. Desire to yield a profit in order to secure a standard of living in the future is the main motivation to open a restaurant. Pleasure in the job, creativity and self-actualization can be regarded as means to achieve the economic goals more easily. 												Objective measurement of success through the attaining of economic goals. Guest satisfaction is important but goes together with the financial success as one is related to the other. Personal goals such as the need for recognition and pride in the job are linked to the financial success of the business. 

		3		Push: Failure of previous venture forced him to come back to Berlin and open a new restuarant in order to ensure employment, savings for retirement and keep the standard of living. Dissatisfied about previous business. Pull factors were mentioned, such as independence and passion for the industry, however frustration was felt as the current business is not successful either.												Profit orientation: Economic reasons are the basis for running a restaurant. As the financial success is missing, frustration takes over any personal reasons for being an entrepreneur. Financial success seems to be a driver for pleasure in the job. Intention of selling this restaurant as it is not profitable.												Objective measurement of success: Success of the restaurant derives from number of guests and tables sold during the day and the financial success that results from this. Profit is regarded as a means to compensate for the time and effort invested in the business. The fact of having no business results in personal dissatisfaction and frustration. 



		15		Push: Dissatisfaction in previous employment due to imbalance beween time, effort and pay (insufficient income), limited opportunities. Desire to be independent in order to take her own decisions result from this dissatisfaction
												Profit orientated: Goal of maximizing profit and personal satisfaction achieved through the attaining of objectives. Effort has to be economically rewarded. 
												Objective measurement of success through the revenues generated by the business. The profit is the main indicator of success



		16		Push: Driven into entrepreneurship by push factors such as discrimination and limited opportunities due to age and dissatsfaction with the previous job, entrepreneurship as a means to ensure employment. Independence is regarded as a benefit but demands a lot of effort and personal investment												Profit orientation: economic reasons drive personal satisfaction as the profit at the end of the month is important. 												Objective measurement: the financial success drives the personal success. The numbers are the basis. In order to achieve a profit, the welcoming of guests is crucial as without satisfied guests, financial success will stay behind as well



		17		Push: Dissatisfaction in previous job, wanting to escape from the responsibility of a big bakery and managing employees, looking for complete independence and the ability to produce and create for himself, securing income  for the future. Passion for the job in general, however not the main factor for opening the business												Profit orientation: Economic reasons are most important, desire to earn money solely for himself with his creations and the need to ensure income for the future, while having less worries in terms of personnel and more time for himself. Decisions are made based on what is best for the business. 
												Objective maesurement of success: The financial success is the most important as it is considered to be a motivator in order to enjoy work and being able to be creative. Customer satisfaction is a driver for profitability




		18		Push: Forced to find an alternative when husband was desperate and couldn't find a job as an agriculturer, securing employment and income, strong dissatisfaction as a truck driver. Desire for independence resulting from dissatisfaction as it was easier to open a business than finding a job. They were forced to move to another area in Switzerland to secure income
												Profit orientation: looking for a source of income, securing pensions and raising the standard of living. Strong desire for independence as a result of dissatisfaction of their difficult living situation. Economic reasons play a very important role and are the main contributers to personal satisfaction. Lifestyle factors have gained in importance over time.												Objective measurment of success in terms of income is very important. Word-of-mouth and returning customers are crucial for the success. Desire to provide an environment for people to feel comfortable and leave satisfied as they will come back more often which also brings in more money. Developed subjective measurement after living standard was raised.



		26		Push: Main motivation was to ensure employment after having to leave his previous job. Reluctant to leave the country and having a family support, the need for an alternative income was very pressing. Desire for independence is a symptom from dissatisfaction												Profit orientation: entrepreneur looking for profit maximization in toder to ensure income for this large family. More difficult to find a job than to open a business. Decision-making based on facts and would like to grow the business if possible but little demand												Objective measurement of success: Success of the business is clearly measured through the profit generated





		Respondent		Push Motivations												Lifestye Entrepreneur												Subjective Measurement

		9		Pushed into entrepreneurship in order to secure an occupation. Age as a barrier for progression and the uncertainty of not being valuable to the company in the future. Desire to stay in one place and not being forced to move to another country.												Lifestyle entrepreneur: Personal goals of taking pleasure in the job and the passion for the industry are dominating. Life as a hobby.												Subjective Measurement of success: Because he does not need to worry about the money, personal satisfaction and pride of his personal accomplishment, and the pleasure of working in the business, enjoying a high quality of life are the main factors to measure success. 



		12		Push: Main motivation to start a business in order to secure employment after dissatisfaction and discrimination experienced in the previous job due to a change of management. Desire to stay in the area but few opportunities of employment at the same level.												Lifestyle entrepreneur who is pursuing a passion for the industry, taking pleasure in the job. Personal goals of creating different dishes, surprising and satisfying his guests while having the possibility for self-actualization.												Purely subjective measurement of success: Personal satisfaction coming from the work itself, the ability of being creative and recognition of satisfied customers who spread positive word-of-mouth. Takes pride in his job, aiming to build lasting relationships with the guests. Higher quality of life from the possibility for self-fulfillment. 



		19		Push: Dissatisfaction in previous job due to political changes(maybe even laid-off), perception of not being able to find a similar position in the same field, pressure of having to work at her age in order to ensure an income and the desire to invest in a building												Lifestyle orientation: Non-economic reasons prevail over financial success, no growth, achievement of personal goals and the pleasure of cooking in order to make guests happy. Ability to be independent and creative. Spare time of not having a family, reinventing herself in the job												Subjective measurement of success without placing importance on the profit. Pride of being recognized as a Chef by guests and the media. Seeing the job as a source of personal satisfaction, making guests leave satisfied, wanting them to come back and spread positive word-of-mouth. Joy of being a Chef











Pull Intrinsic



		Respondent		Pull Motivations												Lifestyle Entrepreneur												Subjective measurement

		2		Pull: strong drive for independence pulled him into entrepreneurship. Sees job as a means of self-actualization with the possibility to create new flavors and high quality ice creams. Wants to live his passion for the job.												Lifestyle entrepreneur: Closing down of other successful businesses in order to spend more time with the family who is also involved in the business. Spends all day in the Café. Ensure a reasonable living by yielding some profit to support the whole family. 												Subjective measurement of success: Even though the money is also an important factor, the personal satisfaction from the creation of new products is the main source of success. Customer satisfaction and the possibility to be around people and the family is resulting in a better quality of life for the entrepreneur.



		5		Pulled into entrepreneurship by husband's desire to realize himself as a cook and being able to live out his passion more fully. Long-time dream to be independent and have the possibility to share a passion with the guests. 												Lifestyle orientation: Ensure a reasonable living while having the opportunity to balance work and private life as both partners are equally involved in the business. Job is a pleasure for them and even in difficult times both engage even more in the business.												Subjective measurement of success: Building relationships with the guests and the resulting personal satisfaction of being recognized by satisfied guests is most important. Pride of being able to deliver creative dishes and having clients pay for it because they enjoyed the food as it enables them to pay for their bills. 



		10		Pull: Did not need to work when she stayed at home to raise children. Business as a means to engage in a meaningful occupation after the children left the house. Opportunity to stay active, filling the space that emerged in her life, no financial pressures.												Lifestyle Orientation: Bought the land surrounded by lakes as a retreat for the family when the idea of the business came along. Profit orientation developed later, when business was not successful.												Subjective measurement of success: Was looking for a better quality of life, moving to an ecological area. No interest in a business at first.  Personal satisfaction from engaging in an occupation and having satisfied clients. The financial factors are now the main indicators of success, namely the number of guests, because the business is not successful. Increasing number of customers is directly related to a more successful business



		13		Pull: desire of accomodating guests, building relationships and learing about new cultures. Having a meaningful occupation after retirement, staying active and engaging in a joyful occupation after having more time and no financial worries												Lifestyle entrepreneur: No economic reasons inolved as other sources of income are securing standard of living. Sees job as a pleasure with the opportunity to meet people from all over the world.												Subjective measurement of success is solely based on subjective aspects, such as the personal satisfaction from the relationships built, pride in the job and customer satisfaction



		22		Pull: Engaged in a business in order to find a meaningful occupation after having separated from her husband and to overcome the gap in her life (no children). Passionate about the hospitality industry, turning a hobby into an occupation. 												Lifestyle entrepreneur: No desire to grow, job is considered to be a hobby opening up the personal horizon. Pleasure in being able to travel and still her thirst for discovering the world of wines. Fascination about the industry is a main driver. Profit is important to be free of worries, seems to be very careful (not a risk taker)												Subjective measurement of success: Personal satisfaction from praise and recognition. Pride in the restaurant is nourished by positive feedback. Satisfaction from the ability to learn, travel and meet different people. Improvement in the quality of life having found an occupation she is passionate about. However, financial success is important in order to establish all of the above.




		25		Pull: Desire for a meaningful occupation and the wish to accomplish something of value and durability for the country and its people while staying independent. Self-actualization and reinvention of herself combined with the pure joy of this business												Lifestyle entrepreneur: Non-economic reasons. Achievement of personal goals and the ability to combine several passions with this business. Sees this venture as a truly enriching experience 												Subjective measurement of success from joy and personal satisfaction of meeting different people, pride from the ability to help people and providing a platform for cultural exchange and tolerance, bringing people together. Success is not linked to financial success but the attained quality of life and satisfaction of the guests and overall recognition from other people.



		27		Pull: Self-actualization plays an important role and the realization of personal interests. Independence in doing what she wants to do after children left the house. Means of staying active.												Lifestyle orientation: Personal goal to revitalize long lost human values, meeting different people and engaging in human relationships while contributing to cultural exchange. 												Subjective measurement of success: Personal satisfaction through human relationships and the satisfaction of clients. Higher quality of life due to recognition and pride in the job add on to this while the materialistic aspect is not at all a concern. No need to make money with the business.



		28		Pull: Successful international career looking for a new challenge in life and a way of self-fulfillment. Passionate about the industry, the ability to be creative and to stay active. Support from family and personal development												Lifestyle orientation: no desire to grow the business, personalization and customer contact are main reasons. Desire for cultural exchange and meeting people from all over the world. Job as a pleasure, highly involved in the business wanting to be surrounded by young people and have fun												Subjective measurement of success: Pride, joy and personal satisfaction from relationship with satisfied clients. Financial success as a by-product, however not a reason to open a business in the hospitality industry (small margins). 









Pull Extrinsic

		Respondent		Pull Motivations												Profit Oriented Entrepreneur (+lifestyle)												Objective Measurement (+subjective)

		4		Pull: Identification of an economic opportunity due to the good location of the bar and the idea of inviting business partners for meetings in the bar instead of his office. Strong desire for independence. Social status and power from owning a bar and taking business meetings there.												Profit oriented entrepreneur: Economic reasons are clearly the main driver to own a business. No intention to get personally involved in the business after seperation from his partner (now renting it out). Engages in business ownership for growth and profit maximization.												Objective measurement of success: Profit is the only factor mentioned indicating the success of a business and the only reason to be investing in a business.

		6		Pull: Serial entrepreneur with a string drive for independence and business creation.  Strong desire to open a business which would ensure a high standard of living. Desire for independence as a result of dissatisfaction experienced.												Profit oriented entrepreneur with a desire to engage in a business in order to quickly grow the business. Personal goals are strongly linked to the expansion and profitability of the venture. Lifestyle motivations are present in the desire to achieve self-realization and independence while taking pleasure in the job.												Objective measurement of success related to the long term value of the company in terms of brand recognition and the company culture in order to grow the business. Personal satisfaction through achievement of creating something of value is dependend on the success of the business. Personal satisfaction through the joy of being an entrepreneur and pride of creating something of value for himself.



		7		Pull: Serial entrepreneur who's main desire is to develop businesses in order to make money. Desire to be independent and ensure a high standard of living, social status and power.												Profit orientation: Economic reasons are clearly dominant factors for opening a business. Desire to run profitable businesses, further develop and expand existing businesses. Serial entrepreneur who is looking for securing retirement and the achiement of his goals. Lifestyle motivations of doing what he loves to do. Pleasure of creating new businesses.												Objective measurement of success: profitability is the most important indicator and the main reason for a business to exist. In order to reach profitability, retention of clients, and employees are important factors. Intention to sell businesses afterwards supports this as the entrepreneur is not personally attached to the business. Personal satisfaction from being an excellent employer, giving people the possibility for development.
Objective measurement of success: profitability is the most important indicator and the main reason for a business to exist. In order to reach profitability, retention of clients, and employees are important factors. Intention to sell businesses afterwards supports this as the entrepreneur is not personally attached to the business. Personal satisfaction from being an excellent employer, giving people the possibility for development.




		8		Pulled: Identification of a market opportunity, the need for recognition, status, the desire to make money and a personal challenge as well as the joy of creating a new concept are main drivers. Push factors such as dissatisfaction are secondary because he has already attained a very high standard of living												Profit oriented entrepreneur: Purely economic reasons even though creativity plays a center role. Not emotionally involved in the business. Personal satisfaction from bringing creative concepts to the market. No desire to own a company. Aim is to have fun, realize himself on an entrepreneurial level and generate a profit in order to be able to invest in a new project.												Objective measurement of success in terms of return on investment. Personal satisfaction comes partly from the financial success. 
Even though the subjective measurement of success is stated to be most important, namely fun of creating a new concept, pride in the accomplishment and the recognition that comes with this, it became evident that all these factors seem to be strongly linked to the financial success.



		11		Pull: Strong desire to be independent and take his own decisions. Serial entrepreneur taking pleasure in the creation of businesses, having the opportunity to achieve something. Identification of a market opportunity, innovation and the desire to make money.												Profit oriented entrepreneur: looking for profit maximization and growth of the business. Satisfaction of being self-employed as a result of independence and a high standard of living and the ability to make money for himself. Pleasure of creating something he can identify with.												Objective measurement of success: purely based on economic factors related to the financial value of the company, the number of subscriptions, log-ins and log-outs. Desire to sell the company at a maximum price. Pesonal satisfaction from the status attained and the pride of being an innovative entrepreneur.



		14		Pull: Opportunity for growth in the hospitality industry, idependence as a means of maximizing return. Strong drive to achieve, gain power and status as an entrepreneur, looking for a challenge and high quality of life for his children												Profit oriented entrepreneur: very strong desire for growth, and profit maximization. Philosophy of cutting a maximum amount of costs in order to drive up profitability. Desire to pass a successful business on to his children. Pride from creation of jobs.												Objective measurement of success: Defining the success of a business through its profitability. Also mentions guest and employee satisfaction but it is not the first priority as a key to his business' success results from an intensive cost cutting strategy



		20		Pull: Entrepreneur who has developed several businesses, power, achievement. Identification of an opportunity for investment and growth. Maximum profit in oder to pass something on to his son 												Profit oriented entrepreneur: Desire to grow the business, invest in new ones in order to get the maximum return. Purely driven by financial success, not pesonally involved in the operations.												Objective measurement of success: by looking at the return on investment and the profit generated by the business



		21		Pull: Exploitation of an opportunity by taking over a restaurant built by a star architect. Innovation to create something new. Social status and power coming from owning this restaurant in St.Moritz.												Profit oriented entrepreneur: Economic reasons for investing into restaurants. Through his personal background and extensive experience in the industry he is able to identify potential ventures. Desire to grow or develop a new business. Lifestyle orientation from the possibility to have fun, personal pleasure of being surrounded by young people, working together with his wife												Objective/subjective measurement of success: Guest and employee satisfaction are most important factors, however finacial success is the key element and the former two only the means to achieve the actual goal of yielding a profit. Subjective measurement through pride, joy and the recognition received. Personal satisfaction from engaging with customers, having fun and being actively involved.



		23		Pull: No original intention to own a restaurant. Desire to successfully exploit a market opportunity. Misperception of the restaurant generating money by itself due to lack of knowledge about the industry. Status and power from running a successful restaurant have been strong initial drivers												Profit oriented entrepreneur: Economic reasons played a central role when starting this restaurant. Closed down previous business as restaurant was more interesting financially but also personally having developed a passion for the job. Tried to grow by opening a second restaurant which failed financially. Lifestyle orientation over time. Takes pleasure in the job, engaging with clients and the ability for self-realization.												Objective/subjective measurement of success. Profit is most important. Recognition and appreciation are important factors which come with running a successful restaurant. Fun and the pleasure in the job are resulting from this and bring additional personal satisfaction. Subjective measurement has become very important over time. Fun and joy of being involved in the business and the ability to satisfy his clients.



		24		Pull: exploitation of an opportunity for a profitable business, self-fulfillment throught innovation and the social status attained fom the development of businesses												Profit oriented entrepreneur: strong desire to grow, no emotional attachment with the business, would like to sell it and create something new. Self-fulfillment in the job and a strong passion for the hospitality industry.
												Objective measurement of success: Profit keeps the business alive, closeness to customers ensures running of the business, that's why customer satisfaction is important. Subjective measurement in a sense of goal achievement and pride. Personal satisfaction from the job itself.









Basic Info

				Respondent		Gender		Age		Type of Business		Time of operation		Location		Business experience		Hospitality experience		Operational involvement		code		think before

				1		Male		52		Restaurant		4 months		Germany		No		Yes		Very high		Push		Yes

				2		Male		59		Ice Café		9 years		Germany		Yes		Yes		Very high		I Pull		Yes

				3		Male		54		Restaurant		1 year		Germany		Yes		Yes		Very high		Push		Yes

				4		Male		60		Bar		9 years		Germany		Yes		Yes		Low		E Pull		No

				5		Female		54		Restaurant		3 years		Germany		No		Yes		Very high		I Pull		Yes

				6		Male		53		Bakery Chain		4 year		Switzerland		Yes		No		Low		E Pull		Yes

				7		Male		59		Catering		4 years		UK		Yes		Yes		Low		E Pull		Yes

				8		Male		49		Lunch plates		project		Switzerland		No		No		Low		E Pull		No

				9		Male		64		Consulting		11 years		USA		No		Yes		Medium		Push		Yes

				10		Female		55		Hotel		5 years		Latvia		No		No		Very high		I Pull		Yes

				11		Male		50		Dotcom		1 year		Switzerland		Yes		No		Medium		E Pull		Yes

				12		Male		49		Restaurant		6 months		Monaco		No		Yes		Very high		Push		Yes

				13		Male		65		B&B		3 years		France		No		No		Very high		I Pull		No

				14		Male		62		Hotel chain		12 years		USA		No		No		Low		E Pull		Yes

				15		Female		57		Restaurant		3 years		Switzerland		No		No		Very high		Push		Yes

				16		Female		61		Café		4 years		Switzerland		No		Yes		Very high		Push		Yes

				17		Male		58		Pastry		1 year		Switzerland		Yes		Yes		Very high		Push		Yes

				18		Female		53		Meterie		3 years		Switzerland		Yes		No		Very high		Push		Yes

				19		Female		58		Restaurant		5 years		Switzerland		No		No		Very high		Push		Yes

				20		Male		54		Hotel		3 years		France		Yes		No		Low		E Pull		Yes

				21		Male		52		Restaurant		1 year		Switzerland		Yes		Yes		High		E Pull		Yes

				22		Female		over 56		Restaurant		6 years		Switzerland		No		No		High		I Pull		No

				23		Male		58		Restaurant		7 years		Germany		Yes		No		Very high		E Pull		No

				24		Male		55		Hotel/Restaurant		4 years		France		Yes		Yes		Very high		E Pull		Yes

				25		Female		over 55		Gest House		5 years		Morocco		Yes		No		Medium		I Pull		No

				26		Male		53		Consulting		2 years		Peru		No		Yes		Medium		Push		No

				27		Female		52		B&B		project		Canada		No		No		Very high		I Pull		Yes

				28		Male		56		Restaurant		6 years		Switzerland		No		No		Very high		I Pull		Yes





Hospitality

		Hospitality Industry - particularities and reason for engagement

				Respondent		Code		Quote

				1		Push		Creative industry, "a cook is an artist", long working hours, little free time

				2		I Pull		"constantly in touch with people", "you meet so many people, you can talk to the clients, this is what I like about it"

				3		Push		"I have always done that and I cannot do anything else", "If you work in hospitality you have to work with a lot of passion"

				4		E Pull		"It’s a full time job. You have no time for the family", "You have to know the hospitality industry in order to make it work, to know what it is all about"

				5		I Pull		Passionate industry, long hours, joyful industry to work in

				6		E Pull		"The hospitality industry was not of interest to me, it was purely strategic thinking"

				7		E Pull		"Knew a lot about hospitality as I had grown up in it", "advantage over others", "with more experience you will be better qualified", "what I love about the industry now is being an employer and giving people the opportunity to be excellent in their job"

				8		E Pull		"It’s a business of good feeling", "it is an industry in which you can just walk in with a good sense and you don’t need ten years of studies to be successful in it. Not like in technology or finance"

				9		Push		"That’s the only business I know a little bit about. It’s like a hobby; I have the passion for it. Otherwise I would not have made my career"

				10		I Pull		"We were not really thinking about it before but the opportunity was there"

				11		E Pull		"I was very frustrated when I was looking at different sites that talked about restaurants on the web"

				12		Push		"I love this industry because it is about what people enjoy most", "It’s a very creative industry", ". I sometimes feel like a kid playing with Lego, putting all these different blocks together, seeing if they match or not", "brings people together"

				13		I Pull		"it comes naturally, it lies in our family", 2 daughters graduated from EHL, "very open-minded and value the external dialogue", desire to meet people and cultures

				14		E Pull		"family background", opportunity for growth

				15		Push		"I really like the interaction that one can have with different people and the exchange that is going on"

				16		Push		"My parents chose this for me. But I was always very well", "always new things to learn", "very interesting", "it does change, people change", time consuming: "you always have to be there, free time has become very limited"

				17		Push		Ability to be creative: "it's the fabrication of food, it's presentation and creation. That's what is important"

				18		Push		"we both love to be with people. To talk to different people, share my thoughts, have this exchange with other people. I wanted to create something that would give me satisfaction"

				19		Push		"knowing that I was a very good cook and I like everything that has to do with gastronomy and nutrition", "ability to be creative" in order to surprise the guests

				20		E Pull		"It’s a very strong sector, with a lot of opportunities for development"

				21		E Pull		Extensive experience in the industry: "my horizon has grown due to everything that I have seen in my career", "the learing process never stops", "possibility to live and work in different countries", "interesting and exciting"

				22		I Pull		"like a hobby for me", "I love to cook, I love to eat well and the wine world is fascinating to me", "wine grows in the most beautiful areas", "I get to know different people", "I really think it is a wonderful industry"

				23		E Pull		"I completely underestimated what I got myself into", "I was naive in the beginning like other people who have no clue about gastronomy", "great industry (..) because of the contact with people, "ability to make people happy"

				24		E Pull		"If you don't have the passion, you shouldn't even think about starting a business in this industry because there are so many constraints"
"industry of entertainment", "changes daily", "always something new to learn and to discover", "The beauty of the industry is to meet so many different people, make new contacts, travel"

				25		I Pull		"Bringing people together is my forte; it’s the human relationship side"

				26		Push		"It’s what I have been doing since 1977. It is a bit difficult to change the industry"

				27		I Pull		Impersonal welcoming in big hotel chains, "Bringing people together to discuss and meet with each other has always been a theme in my family"

				28		I Pull		Exchange with different cultures: ", it becomes very exciting to meet these people in your own restaurant", "cannot really make a lot of money", "close to people"





Macro

		Environmental Perceptions

				Respondent		Code		Quote

				1		Push

				2		I Pull		Good location 

				3		Push		"The people have money and they expect a lot but they don’t want to spend it", "no eating culture here, people don’t know what is good"

				4		E Pull		Looking for opportunities, "location is very important"

				5		I Pull		"The location had to be right", saw an opportunity in the North of Berlin 

				6		E Pull		"I wanted my new business to have recurring customers; not to be impacted by India or the Chinese because you cannot fight against quantity"

				7		E Pull

				8		E Pull		"I saw something in Paris and think that this can work in Switzerland", "the trays that I want to deliver exist in France already"

				9		Push

				10		I Pull		"The economic situation in Lativa is not good and especially for tourism and now we are sitting without guests", "beautiful piece of land", "like to live here"

				11		E Pull		Opportunity for a social network about food, "I wanted a site that is similar to facebook, where people create their profiles and suggest their favorite restaurants (Facebook of tastes)"

				12		Push		Difficult to open a restaurant in Monaco

				13		I Pull

				14		E Pull		"pure luck", "an opportunity that came along my way"

				15		Push		"I had to find the right establishment"

				16		Push		"A woman at my age doesn't find a good position anymore in a company"

				17		Push		"We saw this tea room already 4 years ago but (…) we had to wait for the right opportunity"

				18		Push		Couldn't find a job in Tessin "one of the poorest areas in Switzerland", moved away when the opportunity  came up

				19		Push		"had a sum of money that I wanted to invest in a building", "things happened very quickly" (2 months)

				20		E Pull		"I have developed businesses for 30 years", opportunity: "hospitality industry has been in my mind for a while"

				21		E Pull		Environment that lives from tourism and international clientele (St Moritz), contact with suppliers, opportunity (restaurant designed by Norman Foster)

				22		I Pull		"It was an opportunity that came up and I had to decide very quickly"

				23		E Pull		"I got into it by accident", saw an opportunity for a furniture shop combined with a restaurant, opened a restaurant thinking "it would run by itself"

				24		E Pull		difficulties with the political and legal environment

				25		I Pull		Opportunity: "Only when I went to Morocco that I realized the potential there"

				26		Push		"Since there was no consultant I thought it would be a good idea to try this. 
I felt that there was an opportunity in the area of consultancy."

				27		I Pull		Loss of values in society because of globalization, loss of the human factor

				28		I Pull		"difficult to make money in the restaurant industry in Switzerland", "small margins"





Decisions

		Decision Making

				Respondent		Code		Quote

				1		Push		"I am a total realist; even a little too strict maybe"

				2		I Pull		Confident about abilities that he was sure "it is high quality and cannot go wrong"

				3		Push		"Most of the time I had a feeling. Here as well, I had a good feeling"

				4		E Pull		"Stomach plays a role, that’s for sure but it has to be calculated as well, otherwise it is not going to yield any profits"

				5		I Pull		"Together with my husband. We look at what makes most sense in terms of value for the restaurant and for our clients"

				6		E Pull		"Based on strategic facts"

				7		E Pull		"Certain amount of intuition, backed up with extensive technical and experimental knowledge", "financial decisions are based on ROI", on people: "understanding the motivation of people and their commitment to excellence"

				8		E Pull		"I think I have a good feeling , so a lot of times I take decisions based on my perception. But of course I try to eliminate the risks"

				9		Push		"I analyze situations thoroughly", ". I ask for good advice and seek advice of respected people and I mix it all up and make a decision"

				10		I Pull		"Look at the big picture", "it has to make economical sense as well"

				11		E Pull		"This is my second dotcom business so a lot of experience comes into play as well. So a lot of decisions are made intuitively because I know in many cases how things should be done"

				12		Push		"I follow my heart and my passion. Sometimes a little bit too much. But I also try to take a step back and think whether this makes sense"

				13		I Pull		"It is always a questions about what could be interesting for our clients", "investments in the apartments to make them better seemed to make more sense for our guests so we have decided to go ahead with this idea and do some renovations"

				14		E Pull		"I try very hard to calculate and to get the real actual data and then make the decisions according to the data"

				15		Push		"Of course you have to calculate the risk. This is necessary. I cannot say that I want to do this and that without thinking logically about it"

				16		Push		"At my age I have no interest in taking big decisions. I want to be calm and not having to take decisions all the time", "I have to do everything myself"

				17		Push		"We decide based on what is best for the business. With the many years of experience I know what to offer to clients and how to present my creations"

				18		Push		"We do calculate the risk", "we think whether an investment makes sense for us or not, "everything that touches the restaurant is of priority", "the guests will come more often and we also have more money that comes in"

				19		Push		"adapted more a style of management where it becomes clear that we are the bosses and we give the direction. It is a pity and I don’t like it but we have to"

				20		E Pull		"I look at whether a project is promising or not, the return on investment. I always look at the pros and cons before making a decision", "does it male financial sense"

				21		E Pull		"I am very spontaneous"

				22		I Pull		"Both is possible", "if the decision is made intuitively I still think about if it makes sense"

				23		E Pull		"Some that I take intuitively…other things have to be decided more objectively"

				24		E Pull		"I am very spontaneous", "I don’t calculate the risk",  "decisions based on the needs that seem to be most pressing at the moment"

				25		I Pull		"I definitely calculate the risk but at the end of the day I listen to my intuition. If I feel the deal I will go for it."

				26		Push		"My decisions are logic and based on the facts and numbers such as the profit and loss. The feasibility is important"

				27		I Pull		"Risk is part of life", "I take decisions very intuitively and spontaneously", "also take the consequences"

				28		I Pull		Intuition: "It’s mainly the stomach that decides"





Happiness

		Happiness - Could life be better with without this business?

				Respondent		Code		Quote

				1		Push		My life would be easier with regards to free time. You have to know that working together for 16h is not easy. 

				2		I Pull		No, I love my life today.

				3		Push		Yes, 1000%.

				4		E Pull		Nothing has changed that much, I have a nice little business which brings in a little bit of money. 

				5		I Pull		No, it is much harder. Before it was easier. You work 8 hours, sometimes a little bit more but you have less worries and much more free time. Now since we have the restaurant we have much less free time and more worries. 

				6		E Pull		There is always hope that life could be better. I got what I wanted and this is my independence. I pay half the price. Sometimes it is very tough and difficult but you are independent. So you accept that and make the most out of it. When it is negative sometimes you are wondering why you are not sitting in an office doing someone else’s job.

				7		E Pull		I have made many decisions, some wise, some less wise. I never regret however having my own business.

				8		E Pull		Has not opened the business yet

				9		Push		I think I am very blessed. My life is my hobby and things go the right direction. I don’t think about what could or could not be done. I am just doing fine.

				10		I Pull		This is a difficult question. The economic situation in Lativa is not good and especially for tourism and now we are sitting without guests. So, yes, sometimes I think it would be easier to be doing something else but at the same time I wouldn’t know what to do. I like to live here and have guests to take care of. It’s a beautiful piece of land. But it is not always easy. 

				11		E Pull		No, my life is amazing. I create a company in an industry that I love. It’s really great and I would have in no way the interest of changing what I am doing. 

				12		Push		I am working very long hours because this is the beginning. But I am enjoying it very much because I can finally be my own boss. Life is very good right now, I am excited to make this restaurant a personal success. I am lucky to be living in one of the most beautiful places in the world.

				13		I Pull		Many things have changed. It is difficult to say whether my life could be better without our business. No, but I really love what I am doing. I like to answer emails of our guests, who ask very specific questions. My life would be different, but better, I don’t think so because I am really satisfied and happy with how things are at the moment. 

				14		E Pull		It would be less risky. Risk would be a lot less, definitely. And I would have more free time. And maybe less pressure. 

				15		Push		No, that’s what I wanted. I can take my own decisions.

				16		Push		No I am very well. And not so many things have changed because this is what I have always done. I was always in this business. It’s always the same thing. Well, its not really always the same because it does change, people change.

				17		Push		My life is maybe better but financially it is not better. We are in the nature, it’s beautiful up here and we don’t get up anymore at 1 in the morning to go to work. But that was never a problem 

				18		Push		It could be more quiet. What changed is the feeling when we get up in the morning. We wake up with a different state of mind today. We are very motivated to reach the goals that we have with this project. But it is true that you have much less free time, less time for yourself.

				19		Push		It would definitely be better because the hours are extremely long. And the investment and responsibilities that come with a project like this, I could have a life much calmer. I can do whatever I like to do. I have the liberty to take decisions and I am able to be creative in the kitchen because I have a lot of clients who value this and like to be surprised.

				20		E Pull		No, I go to Paris much more often. This is great. My life is very good. 

				21		E Pull		No, I really love what I am doing and of course, looking back on my career there are a few things that I would have done differently but it’s always afterwards that you know that. But most of it I would do the same way.

				22		I Pull		No, not at all, it is very exciting for me. I do a lot of wine trips and travel to different vineyards, to do wine tastings, etc. My horizon really opened up. I am learning so much, professionally. This is the great difference. I learn a lot through this restaurant, I get to know different people from the hospitality industry

				23		E Pull		The time and effort is immense. I don’t have 2-day weekends anymore, today I work 6 days out of seven and never less than 12 hours. So the quality of life suffers a lot. Social contacts are extremely difficult to maintain. Of course the social aspect also comes with the guests but this is a different relationship. So if you ask me whether life could be better without gastronomy, I would say yes. I am lucky that my children are grown up because I would not have any time for family

				24		E Pull		Yes of course it could. Because here in France the system is so complex and difficult that people always automatically think that the patron, by principle is a guy wants to exploit others. It’s the way of thinking but this does not help us to evolve this industry. We always have to fight against administration.

				25		I Pull		No. My life without this business would have been so boring. I love the contrast. I am at ease in any place. It’s been a very enriching experience. 

				26		Push		No, it’s a great addition in my life

				27		I Pull		No, that’s in me. That is really what I want to do: “Apporter un plus toujours”.

				28		I Pull		It depends. If you come home from a long night at 6 in the morning, of course you are a little bit tired. And if you had a normal job you could go to bed early. But what we do we do with a lot of pleasure and it’s a very intensive but also great time.





Characteristics

		Character traits

				Traits mentioned		push		intrinsic		extrinsic		total

				ambitious/ willingness to achieve/determination
		5		4		8		17

				hard-working		4		1		1		6

				persistent		3		3		3		9

				creative		1		2		3		6

				crazy		2						2

				confidence		4		3		3		10

				passion		4				1		5

				entrepreneurial thinking						1		1

				risk taking/ courage		3		3		5		11

				identify opportunities/ idea						4		4

				patience				1				1

				resilience						1		1

				curiosity				1		2		3

				good sense				1		2		3

				experience		1				1		2

				people sense/ hospitable		1		4				5

				positive				1				1

				energetic		1				1		2

				open minded				1		1		2

				analytical/observing				1		1		2

				cope with drawbacks		2						2

				clear vision		2		1				3

				adaptability		1						1

				goal oriented						1		1

				values				2				2






