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Knowing on€’s entrepreneurial self is an asset as
critical as having the financial resources to start or
grow a venture. The Entrepreneurial Edge measures

the competencies needed for entrepreneurial
success and provides a robust understanding of
those competencies that are imperative to ones

accomplishment in any endeavor that can benefit from
an entrepreneurial understanding or perspective.

A revision of the original Entrepreneur Edge™, this assessment was
developed to fill the gap in the entrepreneur world. Whereas most books,
speakers, and entrepreneurial shows focus on developing a great idea,
garnering expert support, or securing capital, the Entrepreneurial Edge
focuses on the individual and how to better understand oneself.

Being entrepreneurial is a mindset, a willingness to seek
opportunities that others don't see and capitalizing on them in order
to create something new and valuable. Being entrepreneurial means
seeking out these opportunities with passion, a critical eye, and
discipline. Entrepreneurial individuals are constantly alert to new

opportunities, preferring to look at the business world with an eye
towards change and disruption, they ask “What can | do differently
from others?” in order to be successful.

Innovation is no longer reserved for business start-ups; it is now a
necessity for all organizations, big and small. Organizations who were
once leaders in their industry have failed due to their refusal to consider
new opportunities. Consequently, organizations are now investing
more time and money into innovation, paving the way for individuals
who identify as being entrepreneurial to succeed within the boundaries
of a traditional organization. These individuals are more commonly
taking on the role of intrapreneurs, and are responsible for bringing an
entrepreneurial mindset into the organization.

The Entrepreneurial Edge helps individuals understand how to reach
their entrepreneurial aspirations whether it be for the success of their
own business or within another organization. With two different report
options available, Intrapreneur Report and Entrepreneur Report (coming
Summer 2019), both individuals and organizations can measure the
competencies needed for entrepreneurial success.

Y Before your organization comes to this crossroad, ask yourself:

Market
Innovate

"—>

Renew

{ Are we in danger of being disrupted? }
{ What are my competitors doing? }
{ Do we have the right people in house? }
{ Who can lead us through change? }
{ Can we be doing things smarter? }
Fail Feel unprepared for the challenges ahead?

The Traditional Business Life Cycle
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Introduce the Entrepreneurial Edge
to your organization today.



4" The Entrepreneurial "\
N Edge Experience

Combining the author teams decades of entrepreneurial experience along with data collected from over one thousand
entrepreneurs and intrapreneurs and backed by a rigorous analytical process, the Entrepreneurial Edge was created.
The Entrepreneurial Edge Model is made up of two components: The Action Modes and Innovation Cycle.

7 Action Modes

Competencies are arranged along four skill sets that entrepreneurial individuals actively make use of in order to succeed.
These four skill sets or Action Modes are as follows:

, \ Managing Self , \ Creating Strategy
1 Managing your behavior during 2 Creating and executing a

times of uncertainty successful strategy
Adaptable | Risk Tolerant | Stress Motivated Organizationally Oriented | Planning | Visionary
, \ Leveraging Mindset ’ \ Building Relationships
3 Maintaining the proper mindset throughout 4 Engaging others to reach common goals

the innovation cycle
Driven | Innovative | Optimistic Considerate | Managing Others | Team Building

77 The Innovation Cycle
Innovation within organizations can be broken down into four distinct stages:

INNOVATING

This stage lasts from the time
an individual begins developing
an idea up to the point of launch.
They must generate novel ideas,
develop their vision for their
innovation, and begin to make
the preparations needed for a
successful launch.

MARKETING

This stage begins with the release of
a product or service. An individual
must work tirelessly to promote their
product or service. Listening to their
users (stakeholders, customers,
employees), they must be
prepared to quickly adapt to
market or internal demands.

Once an idea has achieved
acceptance, they may now look
at all of the information they have

gained from their success and
look ahead towards expanding their
innovation. They must strategically
plan for their growth and may need to
bring others in to help.

This stage begins once growth

and sales have leveled off. Many
organizations risk stagnation or a
decline in acceptance or profitability
and some may choose to spinoff their
venture into its own business. The best
remedy is a renewing of entrepreneurial
ideas to create new success.
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With two different report options available, Intrapreneur Report and Entrepreneur Report (coming Summer 2019),
both individuals and organizations can measure the competencies needed for entrepreneurial success.

s } Intrapreneur Report

In a fast-changing world, innovation is a necessity for any business.
Companies and employees looking to build entrepreneurial skills can
benefit from the Entrepreneurial Edge’s Intrapreneur Report.

The Intrapreneur Report is tailored for those looking to innovate within
an organization. Find out what each of the entrepreneurial competencies
mean from an intrapreneur perspective. Advice and tips within the
report have been tailored to intrapreneurs, ensuring users know exactly
how to leverage their strengths and develop their competencies as an
intrapreneur.
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¢ Entrepreneur Report

Learn what competencies you will need to start, grow, and renew your
own business. Whether you are about to launch a company or are trying
to find how to grow a business, the Entrepreneurial Edge’s Entrepreneur
Report is your guide to success.

The Entrepreneur Report has been tailored to entrepreneurs. Working
with entrepreneurship experts with more than 20 years of experience
coaching entrepreneurs, the Entrepreneur Report includes key advice for
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clients are given tips on how they can leverage strengths and improve
areas in need of development. These tips are organized in the four
stages of the innovation cycle, which means the results from the
Entrepreneurial Edge can be utilized regardless of the current lifecycle
stage of the respondent’s company or organization.

The final page of the report provides an opportunity to create an Action
Plan to guide respondents to success with clear, detailed goals.
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Benefit
fromth

Entrepreé
Edge

4 } Organizations and Intrapreneurs

In a fast-changing technological environment, innovation is a necessity
for any business. Organizations can utilize the Entrepreneurial Edge to
assess current or prospective employees to help them recognize those
individuals that have the competencies needed to inject innovation.

’4 } Coaches and Consultants

Coaches and consultants can use this as part of their toolkit when
working with clients on development, coaching, and consulting. The
Entrepreneurial Edge helps coaches and consultants provide an edge to
their clients through a deeper self-understanding, a model of innovation
success, and resources to create training plans that can increase their
client’s chances of succeeding. For coaches who work with leaders
concerned about the health of their business, this assessment shines a
light on the competencies needed for staying relevant.

L } Incubators and Venture Capitalists

Investing in an entrepreneur or team of entrepreneurs is expensive.
Often, it is hard to gauge whether someone has the competencies
to succeed in the entrepreneurial space. Whether deciding which
entrepreneurs to take on or finding out how best to foster growth
and help an individual pursue entrepreneurial success, both incu-
bators and venture capitalists can benefit from the results of the
Entrepreneurial Edge.
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4 } Entrepreneurs

Whether an individual is launching their business or looking to

take the next step in their start-up’s growth, entrepreneurs will find
tremendous value in the Entrepreneurial Edge. Entrepreneurs can
identify and leverage their entrepreneurial competencies to succeed
at each stage of the innovation or business cycle. It also allows one
to look ahead to see where they’re headed and which competencies
they may want to develop before they get there. It will highlight their
strengths so that they can see where they’re doing well and how they
can leverage those assets.

74 } Potential Entrepreneurs

For those aspiring to start their own venture, the Entrepreneurial Edge
can be a valuable tool in helping an individual understand what will be
needed to take the leap into pursuing entrepreneurship. They can find
out what skills they should rely on to move forward or what skills to
build to increase their chances of success.

4 } Educators

For professors or instructors in business schools, entrepreneurship
studies, or any field that benefits from a deeper understanding

of innovation and entrepreneurism, the Entrepreneurial Edge

can be an invaluable resource for them and their students. The
Entrepreneurial Edge provides a framework that can be the basis
of an instructional curriculum, a self-development exercise, or

a deep dive into the challenges and necessary skills needed for
entrepreneurial success.



s } Entrepreneurial Edge Pricing (Token =$1)

Intrapreneur Report

Certification Kit

(Required - Includes training videos and one report)

Entrepreneur Report r J

40 Tokens 40 Tokens 85 Tokens
Additional Talent Tools And Solutions from MHS Assessments
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