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Entrepreneurs are often praised as visionar ies. But vision alone isn't enough 
to ensure success. In the article "Biases, Misperceptions, and the 
Introduction of Pioneer ing Products," (Entrepreneurship Theory and Practice, 
Winter 2002) Susan Houghton and Mark Simon found that entrepreneurs 
evaluating new opportunities tend to overestimate demand, underestimate 
competition, and misjudge the need for more assets to make the opportunity 
a success. 

Similar ly, in "Opportunity Evaluation Under Risky Conditions" 
(Entrepreneurship Theory and Practice, Winter 2002), Maw Der Foo, Hean 
Tat Keh and Boon Chong Lim found that entrepreneurs assessing 
opportunities tended to be overconf ident about their  knowledge, draw big 
conclusions from small samples, be over ly focused on the future, and 
underestimate r isk because they believe they can control events. 
Entrepreneurs are prone to jumping quickly into the market. But this focus 
on the future-while often praised as the epitome of entrepreneur ial r isk-
taking-leads many to neglect manager ial lessons from the past. 

When launching a new idea, entrepreneurs will always be r isk-takers. But 
"going for it" may not be enough to ensure success. Be realistic, expect 
competition, and don't pin your hopes on the product or service alone-develop 
the other assets needed for success. Since many r isks associated with a 
pioneer ing opportunity are beyond your control, f lexibility and responsiveness 
are probably more important than optimism alone. 

 
 


