
Advice to Entrepreneurs
and Small Business

Full text available at: http://dx.doi.org/10.1561/0300000090



Other titles in Foundations and Trends® in Entrepreneurship

Developments in Strategic Entrepreneurship
B. Casales Morici and I. Zander
ISBN: 978-1-68083-710-0

Taxes and Entrepreneurship: A Literature Review and Research Agenda
Donald Bruce, Tami J. Gurley-Calvez and Alex Norwood
ISBN: 978-1-68083-678-3

Returnee Entrepreneurs: A Systematic Literature Review, Thematic
Analysis, and Research Agenda
Jan Henrik Gruenhagen, Per Davidsson and Sukanlaya Sawang
ISBN: 978-1-68083-664-6

Entrepreneurship as Trust
Tomasz Mickiewicz and Anna Rebmann
ISBN: 978-1-68083-642-4

The Evolution of Entrepreneurship as a Scholarly Field
Hans Landstrom
ISBN: 978-1-68083-626-4

Financing Entrepreneurship and Innovation in China
Lin William Cong, Charles M.C. Lee, Yuanyu Qu and Tao Shen
ISBN: 978-1-68083-598-4

Full text available at: http://dx.doi.org/10.1561/0300000090



Advice to Entrepreneurs and Small
Business

Kevin Mole
Warwick Business School

University of Warwick
UK

kevin.mole@wbs.ac.uk

Boston — Delft

Full text available at: http://dx.doi.org/10.1561/0300000090



Foundations and Trends® in Entrepreneurship

Published, sold and distributed by:
now Publishers Inc.
PO Box 1024
Hanover, MA 02339
United States
Tel. +1-781-985-4510
www.nowpublishers.com
sales@nowpublishers.com

Outside North America:
now Publishers Inc.
PO Box 179
2600 AD Delft
The Netherlands
Tel. +31-6-51115274

The preferred citation for this publication is

K. Mole. Advice to Entrepreneurs and Small Business. Foundations and Trends® in 
Entrepreneurship, vol. 17, no. 2, pp. 154–231, 2021.

ISBN: 978-1-68083-759-9
© 2021 K. Mole

All rights reserved. No part of this publication may be reproduced, stored in a retrieval system, 
or transmitted in any form or by any means, mechanical, photocopying, recording or otherwise, 
without prior written permission of the publishers.

Photocopying. In the USA: This journal is registered at the Copyright Clearance Center, Inc., 222 
Rosewood Drive, Danvers, MA 01923. Authorization to photocopy items for internal or personal 
use, or the internal or personal use of specific clients, is granted by now Publishers Inc for users 
registered with the Copyright Clearance Center (CCC). The ‘services’ for users can be found on 
the internet at: www.copyright.com

For those organizations that have been granted a photocopy license, a separate system of payment 
has been arranged. Authorization does not extend to other kinds of copying, such as that for 
general distribution, for advertising or promotional purposes, for creating new collective works, 
or for resale. In the rest of the world: Permission to photocopy must be obtained from the 
copyright owner. Please apply to now Publishers Inc., PO Box 1024, Hanover, MA 02339, USA; 
Tel. +1 781 871 0245; www.nowpublishers.com; sales@nowpublishers.com

now Publishers Inc. has an exclusive license to publish this material worldwide. Permission 
to use this content must be obtained from the copyright license holder. Please apply to now 
Publishers, PO Box 179, 2600 AD Delft, The Netherlands, www.nowpublishers.com; e-mail: 
sales@nowpublishers.com

Full text available at: http://dx.doi.org/10.1561/0300000090



Foundations and Trends® in Entrepreneurship
Volume 17, Issue 2, 2021

Editorial Board

Editors-in-Chief

Albert N. Link
University of North Carolina at Greensboro
United States
David B. Audretsch
Indiana University
United States

Editors

Howard Aldrich
University of North Carolina

Sharon Alvarez
University of Denver

Per Davidsson
Queensland University of Technology

Michael Frese
National University of Singapore

William B. Gartner
Copenhagen Business School

Magnus Henrekson
IFN Stockholm

Michael A. Hitt
Texas A&M University

Joshua Lerner
Harvard University

Jeff McMullen
Indiana University

P.R. Kumar
Texas A&M University

Maria Minniti
Syracuse University

Simon Parker
University of Western Ontario

Holger Patzelt
TU Munich

Saras Sarasvathy
University of Virginia

Roy Thurik
Erasmus University

Full text available at: http://dx.doi.org/10.1561/0300000090



Editorial Scope
Topics

Foundations and Trends® in Entrepreneurship publishes survey and tutorial
articles in the following topics:

• Nascent and start-up
entrepreneurs

• Opportunity recognition

• New venture creation process

• Business formation

• Firm ownership

• Market value and firm growth

• Franchising

• Managerial characteristics and
behavior of entrepreneurs

• Strategic alliances and
networks

• Government programs and
public policy

• Gender and ethnicity

• New business financing:

– Business angels
– Bank financing, debt, and

trade credit
– Venture capital and

private equity capital
– Public equity and IPOs

• Family-owned firms

• Management structure,
governance and performance

• Corporate entrepreneurship

• High technology:

– Technology-based new
firms

– High-tech clusters

• Small business and economic
growth

Information for Librarians

Foundations and Trends® in Entrepreneurship, 2021, Volume 17, 4
issues. ISSN paper version 1551-3114. ISSN online version 1551-3122.
Also available as a combined paper and online subscription.

Full text available at: http://dx.doi.org/10.1561/0300000090



Contents

1 Introduction 3

2 Perspectives on Advice 6
2.1 Defining Advice . . . . . . . . . . . . . . . . . . . . . . . 6
2.2 Major Perspectives on Advice . . . . . . . . . . . . . . . . 7

3 The Demand for Advice (Attraction) 17
3.1 Capability Gap . . . . . . . . . . . . . . . . . . . . . . . . 18
3.2 Competitive Benefits . . . . . . . . . . . . . . . . . . . . 21
3.3 Barriers . . . . . . . . . . . . . . . . . . . . . . . . . . . 22
3.4 Confidence of Decision Maker . . . . . . . . . . . . . . . . 23
3.5 Relationships . . . . . . . . . . . . . . . . . . . . . . . . . 25

4 Seeking Advice Problem of
Navigating the Market 28
4.1 Informal Peer Networks . . . . . . . . . . . . . . . . . . . 28
4.2 Formal Advice . . . . . . . . . . . . . . . . . . . . . . . . 29
4.3 Relationships and the Advice Process (Engagement) . . . . 31
4.4 Delivery Mechanisms . . . . . . . . . . . . . . . . . . . . 32
4.5 Trust . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 34

Full text available at: http://dx.doi.org/10.1561/0300000090



5 What is the Effect of Advice (Exit) 39
5.1 However, it is Possible to Assess the Amount of

Publication Bias . . . . . . . . . . . . . . . . . . . . . . . 41
5.2 Social Impact . . . . . . . . . . . . . . . . . . . . . . . . 44

6 How Does the Advice Process Change
Businesses (Extension) 46

7 Reflections on the Future of
Studies of Business Advice 48
7.1 What We Know . . . . . . . . . . . . . . . . . . . . . . . 48
7.2 Gaps . . . . . . . . . . . . . . . . . . . . . . . . . . . . . 53
7.3 Controversies . . . . . . . . . . . . . . . . . . . . . . . . 54

8 Conclusion 55
8.1 Limitations . . . . . . . . . . . . . . . . . . . . . . . . . . 57

References 58

Full text available at: http://dx.doi.org/10.1561/0300000090



Advice to Entrepreneurs and Small
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Kevin Mole
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ABSTRACT

Concerns about the quality of business’s management and
productivity has increased the salience of advice for poli-
cymakers. For policymakers, possibilities exist to develop
advisory services and improve business practices bringing
wider benefits to the economy and society. For academics,
the problem of advice has become more important as it
relates to firm development. Major perspectives on advice
have developed in isolation from each other, in particular
the psychology of advice taking and the managerial and
economic perspectives. Hence it may be time for a re-think.
The appraisal will be timely, as it reviews the literature on
advice to entrepreneurs and to small firm managers. There-
fore, the objective is to review the literature on advice to
entrepreneurs and small business managers. In order to take
advantage of the iterative potential that different perspec-
tives would bring, this narrative literature review will need
to understand these through the eyes of the advice seekers
and the context within which they operate. Having identified
and defined advice, the review discusses the different per-
spectives and the implications under five different headings
that reflect the customer journey in the advice process from
the initial “attraction” to advice, to the implications for

Kevin Mole (2021), “Advice to Entrepreneurs and Small Business”, Foundations and
Trends® in Entrepreneurship: Vol. 17, No. 2, pp 154–231. DOI: 10.1561/0300000090.
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businesses of consistent advice-taking. Implication for future
research are presented.
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1
Introduction

Entrepreneurship is risky, with most enterprises ending in failure. Con-
sequently, those who find success in entrepreneurship are asked for their
advice for the next generation but above the aphorisms lurks a large
industry of business advice both from the private sector and public
support (Amezcua et al., 2013; Cravo and Piza, 2019). Government
maintains a strong interest because advice can help develop the busi-
nesses that constitute the supply side of the economy. This review of the
business advice literature outlines our understanding of a process that
occurs in 90% of businesses but has varying effects. Around nine out
of 10 businesses take advice, predominantly before they begin trading
(Bennett, 2014; Rotger et al., 2012), with an expectation that advice
augments the business capabilities usually through improvements to
the business management (Chrisman and McMullan, 2004). However,
the understanding of advice is often too narrowly conceived with the
concept of advice as an input into the decision-making process rather
than a more complex process (Ma et al., 2020; Strike et al., 2018).
This narrative literature review presents a comprehensive background
of the business advice literature. Whilst the narrative review takes a
less formal approach than other types of literature review such as the

3
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4 Introduction

systematic (e.g., Tranfield et al., 2003), this narrative literature review
allows sources literature from a wide range of sources. Requiring a
greater knowledge of the area the narrative literature review can help
critically assess the approach taken in a topic area (Hart, 2018). Draw-
ing on the wide-ranging literatures on business advice from economics,
psychology, management and sociology this narrative literature review
considered advice as a five part process from seeking advice (attraction),
the navigation of the market, the engagement with the adviser, the exit
of the adviser and, finally, an extension.

This review focuses on the CEO advice taking process, generally
concerned with strategic decisions (Arendt et al., 2005). The review
examines the case where advisers provide strategic advice to the top
management of the firm (Hjalmarsson and Johansson, 2003). In addition,
the review has relevance to the strategic entrepreneurship (e.g., Hitt
et al., 2002) and the small business and management literatures (e.g.,
Storey and Greene, 2010). Whilst incubators and accelerators include
advisory processes (e.g., Cohen et al., 2018), these lie outside the scope
of the review. Also outside the scope is advice taken as part of equity
investment in so-called “smart money” (e.g., Sorensen, 2007; Wright
et al., 1997). In addition, although the review mentions the influence
of gender and ethnicity within sociological studies of advice the review
does not do justice to the wide ranging issues emphasized by researchers
studying ethnicity and gender (e.g., Kremel, 2016; Robson et al., 2008)
The definition of advice used in the rest of the review derives from
the strategic advice seeking literature (Alexiev et al., 2010; Van Doorn
et al., 2016) to suggest

Advice seeking. . .is defined as the pursuit of recommenda-
tions from others either inside or outside the organization on
the best course of action to take when faced with important
strategic decisions (Alexiev et al., 2020, p. 2).

Whilst the recipient of the advice may be an SME manager, a
business owner or a new firm founder, in the rest of the review we refer
to the person as the entrepreneur. This captures the argument that those
in the CEO position in a small firm may gain their position through

Full text available at: http://dx.doi.org/10.1561/0300000090
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the virtue of their endeavors to understand a market opportunity, not
necessarily for their management capability (Hmieleski and Baron, 2009;
Nightingale and Coad, 2013).

The review suggests that the process of business advice could be
divided into attraction, engagement, exit and extension. Far from being
a simple input into the decision-making process, advice is a strategic,
human process consisting of several stages (Ciampa, 2006; Garvin and
Margolis, 2015). Essentially, this story concerns unfulfilled promise
because pinch-points in the advisory process are overlooked and need
to be rethought and considered more effectively in a more convincing
of advice-taking.

The first section describes the different perspectives that have dis-
cussed business advice from economics, psychology, sociology and man-
agement and their different attentions to aspects of the topic. Next,
the review turns to the attraction of advice and the reasons why en-
trepreneurs seek advice. Then, the review examines the navigation of the
business advice market, subject to market failures (North et al., 2011;
Storey, 2003). Following, the review considers the engagement in the
adviser–entrepreneur relationship. Thereafter, the review examines the
impact of advice. The process completes by considering the extension
to advice in terms of longer-term effects. Finally, the review considers
what we know, what gaps exist and highlights controversies in business
advice before concluding.
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