Entrepreneur Consultancy

a starting startup consultancy

Interview with M. Driesen
By E. Engelsman

What better place to start a business than in the Amsterdam docks? Drs. Mar-
tijn Driesen is one of the starting companies operating from an old warehouse
refurnished to a center for starters. It offers a splendid view over the harbour
from which the VOC once started as the first Dutch venture firm.

The e-scan

The productthat Martijn developedis dubbed“e-
scan”. It measures persongsychologicalprofile
againstthat neededto succeedn a type of busi-
ness. For example, a good interestin what cus-
tomersreally wantis quite importantto raisea s-
tartups chance®f successA twentyminutesques-
tionnairehasto be answeredafter which the soft-
warecancreatethe profile.

Financersoften wonder: Do the businessplanand
the businessman combine?In otherwords, is the
personwho haswritten the businessplan also the
personto carry it through? Martijn’s claim is that
while the businessplan measuregjualities of the
productidea, the e-scanoffers insightin the qual-
ities of the entrepreneurBut the e-scanis a larger
conceptthanthe disk carryingthe software. After

the assessmentyhich resultsin a brief description
of the persons betterand wealer capabilities,the
entrepreneucan consulta careercounselorto im-

prove his wealer points,for exampleby following

personakffectivenesscourses.With hindsight,the
productcleverly fills a niche: It offers a kind of

careercounselingfor peoplewho wantto startfor

themseles,i.e.,thosewithouta futureemployer.

Business networ k

It is interestingto note how Martijn is running his
business. Distribution and salesof the software
have beenleft to EasyStarta compary which sell-
s husinessplan software, and banksor chambers
of commerce respectiely. Furtherconsultingre-
sulting from thetestresulthave beenoutsourcedo
careercounselorsto which Martijn offersthe nec-
essarytraining and support. Traineesare hired to
examinetheneedto supportspecificbranchesf in-
dustrydifferently This network of partnersallows
him to concentratéurtheron productdevelopment.
Ratherthankeepingcontrolof theentireconcepthe
distributesresponsibilitiego his businesspartners,
thuscreatinga larger supportplatform.

Martijn stresseghe importanceof early customer
contactsaswell. Throughfrank discussionswith
his prospecire customersthe chambersof com-
merce,he found out that they would like the self-
assessmentapability of the product. His initial
planwasto let the startersfill in the questionnaire
atthechambes counteybut they werent suresuch
anapproachwould work.

Essentialpart of a businessplan, apartfrom the
productidea, is the marketing plan. This part de-
scribeshow the productwill be sold anddistribut-
ed to its users. For example, massdistribution of
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Starter of the year 1998

Businesglancompetitionsareprobablythe bestway to starta business The competitvenesof the participants
theaccesso expertknowledge,andof coursethegrandprizeto kick off your companieundingmaleit theideal
catalystfor startingyour business.

De Baak,the managemententerfor Dutch employer unionsVNO-NCW, togetherwith Think Tank, a network
organizationwith interestin entrepreneurshimrganizea businessplan contest. This contest,the largestin the
Netherlandsis now heldfor the seventhtime. Thewinnerof the competitionwill receve FI 15000,-
Starterswho want to participatehave to write a businessplan in which attentionshouldbe paid to suchissueg
ascompaly goalsandervironmentanalysis. During the competitionthe contesterganaddress helpdeskwith
expertsfrom KPMG, ING, andlawyersfor assistancaith the contentsof their plans.

The competitioncanstill be entereduntil October16th, 1998. During the awardssessionthe six finalists will
presenttheir plans, after which the jury, chairedby Drs. J.C.Blankert, chairto VNO-NCW will appointthe
winner.

For moreinformation,seehttp://www.debaak.nl/starter/

a productrequireseaseof useandlimits the price s anddifferencesbetweenentre-andintrapreneur
of the product, Corversely by tamgeting the prod- ing? Clearly, intrapreneurseekthe freedomto ex-
uctto specificniches,directsalesmayincreasehe plore new optionsanduncharterederrains. They
maigins on the product. The financingpart of the are often lessinterestedn commoncareertracks,
businesglanis thenderived from rough estimates which often involve more cautiousbehaiour and
of market sizesof the marketing planandthe costs risk avoidance.A strongdifferencebetweerentre-
to developandmanufcturethe product. and intrapreneuringis that intrapreneursdesirea
secureincome and the comfort of a team. En-
trepreneur@aremoredriven by their internaldesire
to build and sell their own product, characterdo
which Martijn refersas“Eigenheimers”(the word
losesits meaningin an English translation). For
new businessievelopmento be successfult is im-
portantthattop managemergupportsheteam,not
only in words, but alsoin developmenttime and
mong. Teammembersshouldnot have the same
opinions. Rather conflicting views may enhance
thefinal quality of the productthroughdiscussions
in thegroup.Althoughthee-scarcouldalsobeused
to assesintrapreneursiMartijn thinksthatit would
bebetterto positionanewn productwhichfocusesn
teamcharacteristicsatherthantheindividual traits.

What about Twinning?

Martijn is enthousiastiaboutTwinningasamethod
toimprove startingconditionsfor entrepreneurdde
also emphasiseshe needto malke studentsaware
duringtheir studyof the possibility of eitherwork-
ing for anemployer or becominganemployerthem-
seles.As atraineronacourseonentrepreneurship,
he is actively involved in this perceptionchange
processStudentsareaspecificallyimportantgroup
with startingpotential,comparedo emplo/eeswith
guaranteedndhigherincomes.Although counter
intuitive, researchhasshavn thatthe numberof s-
tartupsincreasesn aneconomicrecessionwhile it
decreasein booming periods. An explanationis
thatemployeeswho risk losing their jobs may very
well take therisk of startinga busines®f their own
aswell.

Research

Apartfrom beingan entrepreneuMartijn is alsoa
researchemworking on a Ph.D.thesisundersuper

Intrapreneurship

Intrapreneurshigpecomegnore commonin the X-
ootic working ervironment,aslargercompaniese-
alizetheimportanceof productinnovationandnewn
businessdevelopment. What would be parallel-
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vision of Prof.Dr. Zwart, RijksUniversteitGronin-
gen. Actually, the e-scanconceptoriginatedfrom
researchhe performedfor his mastersthesis. His
Ph.D. thesis discusseghe importanceof the en-
trepreneurgharacteon the succes®f a new com-
pary. The quantitatve datarequiredfor founding



histheoriesareobtainedasa sideeffect of his busi-

nessby askingentrepreneurto volunteerin ques-

tionnairesrelatedto his research.

New opportunities

E-scanwill becomeavailablein autumn1998.This
is not areasorfor Martijn to sit backandrelax. In

fact, he hasplenty of new ideason which he can
concentrateFurthermoreGreekbankshave shavn
interestin the product, so researctwill be carried
outto adaptthee-scarto theMediterranearmulture.
We canexpectto hearmorefrom Martijn Driesenin
thefuture.

Martijn wasthewinner of theaudienceaward
of the“Starter of theyear” contestheldin
1997.His entrancein this competitiorwas

partly a learningexperienceandpartly a
clever moveto establishhis specificbusiness.

Couldthere be a betterwayto promotean

entrepreneurassessmemroductto an

audienceof finances, commece chambes,
andentrepreneus themselvethana business
plan competition?
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