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ABSTRACT, 

In recent years, a lot of research has been conducted on entrepreneurial decision-

making. On the one hand, there is a more planning-based causation approach, and 

on the other hand, there is the effectuation approach which is more adaptive and 

flexible. A lot of antecedents have already been explored, however, the influence of 

the antecedent ‘’gender’’ has received less attention. Researching the gendered effect 

of the use of the causation and/or effectuation decision-making style will give an 

understanding to the role of gender and can enhance the accuracy and relevance of 

entrepreneurial theories and practices. Interviews were conducted to receive data 

from male and female entrepreneurs to get an understanding of their thinking and 

behavior in their entrepreneurial process and to see if they rely more on the 

effectuation or causation approach. The results showed that females do tend to rely 

more on the effectuation framework when considering the affordable loss and bird 

in hand principles. However, for males the use of the different decision-making styles 

is more balanced compared to their female counterparts, indicating a greater 

flexibility in their decision-making styles. The study also contributes to academic 

discourse by questioning the idea that decision-making styles are separate. It 

highlights the importance of combining distinctive styles and considering the context 

in future research. 
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1. INTRODUCTION 
Studies indicate a growth in entrepreneurship in Small and 

Medium Enterprises (SMEs) (Brindley, 2005). A lot of 

definitions of entrepreneurship exist. Some people see 

entrepreneurship as a process of successful organization, while 

others view it as a process of building skills and mindset (Diandra 

& Azmy, 2020).  

Entrepreneurship can be seen from different viewpoints. Some 

studies define entrepreneurship as something that starts with 

action and creating a new organization (Barot, 2015). Other 

studies argue that entrepreneurship involves experimentation 

because people realize that success cannot be determined in 

advance from existing principles (Kerr et al., 2014). However, 

the final aim of the definition of entrepreneurship is to stimulate 

job creation which in turn fosters economic growth (Barot, 

2015). 

In today’s business world, the role of decision-making in the 

entrepreneurial process has become important (Jamin, 2024). In 

the turbulent environment of a venture's startup phase, many 

challenges exist (Araújo et al., 2021). Understanding how 

entrepreneurs act and behave in their entrepreneurial process is 

essential. Therefore, it is also important to understand how to 

deal with the challenges in the early turbulent stages of the 

process (Araújo et al., 2021; Ehsani & Osiyevskyy, 2022). One 

of these challenges is uncertainty, which heavily influences 

entrepreneurial decision-making.  

For new ventures, it is important to make informed decisions 

about things like creating opportunities and entering new markets 

(Buccieri et al., 2023). Research into decision-making styles in 

entrepreneurship has been growing, showing that there are 

differences between experts and beginning entrepreneurs (Perry 

et al., 2012).  

Studies on entrepreneurial decision-making distinguish between 

planned and emergent strategies. According to Mintzberg and 

Westley (2001), strategy-making as a planning task can be seen 

as an approach that is rational (‘’think first’’) and the emergent 

strategy can be seen as action-oriented (‘’doing first’’). 

According to Brinckman et al. (2010), prior research suggests 

that a planning-based approach improves venture performance. 

However, he also mentions that this is less significant for newer 

businesses, who are in the early uncertain stages of their process. 

Decision-making and acting in uncertain situations is part of the 

creation of a new venture (Jamin, 2024). These uncertain 

situations influence entrepreneurship (Townsend et al., 2018) 

and thus decision-making in the entrepreneurial process. 

The planning-based approach relies on prediction. Planning is 

used to predict the future and prepare for the challenges of the 

future (Blatstein, 2012). Planning-based approaches specify 

goals and write down steps to achieve these specified goals 

(Delmar & Shane, 2003). This means that planning gives firms 

more control over how to achieve the goals. The planning-based 

approach can be seen as the causal decision-making approach. 

On the other hand, there is the emergent or flexible approach, 

which can be seen as the effectual decision-making approach. 

Contrary to the causal approach, the effectual approach does not 

use a predefined plan which is followed (Sarasvathy, 2001). 

Maine et al. (2015) mention that previous research suggests that 

effectuation is associated with creating opportunities in situations 

where the venture's future is uncertain. 

Sarasvathy (2001) argues that expert entrepreneurs navigate 

uncertainty by employing an emergent decision-making 

approach known as the effectuation approach, particularly during 

the unpredictable early stages of starting a business. Effectuation 

involves starting with available resources, forming partnerships, 

taking calculated risks, and leveraging contingencies. This 

approach contrasts with causation, the traditional method used by 

managers in established organizations, which relies on 

predetermined goals and existing knowledge. While causation 

focuses on controlling the future through prediction, effectuation 

challenges this by following a non-predictive method. 

While both women and men can engage in entrepreneurship, 

scholars assume that men and women are inherently different 

from each other (Ahl, 2006). Gender shapes the entrepreneurs’ 

perceptions (Shinnar et al., 2012), which in turn affects the 

entrepreneurial process. Crow et al. (1991) and their results also 

suggest that there are gender-related differences in certain 

aspects like value systems, weights of decision issues, and final 

decisions. This means that gender influences decision-making 

processes. 

Furthermore, Yang et al. (2020, p.2) mention that “results show 

that the entrepreneurs’ gender influence the mediated effect of 

causation and effectuation.” Yang et al. (2020, p.2) also mention 

that “Female entrepreneurs enhance the positive effect of 

effectuation, while male entrepreneurs weaken the negative 

effect of causation.” This means that the gender of an 

entrepreneur can influence the effectiveness of the decision-

making approaches (effectuation and causation) in achieving 

success and thus that gender influences their use of the 

approaches. 

Many studies have seen that entrepreneurs not only use one of 

the approaches but also often mix the effectuation and causation 

decision-making styles. However, we do not always understand 

why they do this. Grégoire and Cherchem (2020) pointed out that 

in their extensive review of effectuation theory, there is lack of 

direct evidence or clear ways to measure the exact processes that 

explain these phenomena. They argue that, mentioned by Arend 

et al. (2015), future research should progress beyond simply 

describing what expert entrepreneurs do in uncertain situations 

and instead focus on explaining why their decisions and actions 

are effective, efficient, and superior to alternatives. Grégoire and 

Cherchem (2020) emphasize the need for thorough investigation 

into the antecedents and consequences of effectuation (and 

causation). This gap makes the observations less reliable and less 

useful for theory. It shows the importance of having better 

explanations about the situations and reasons why entrepreneurs 

choose one decision-making style over another. Even though 

various antecedents affecting entrepreneurial decision-making 

have already been explored, the influence of the antecedent 

“gender” on this process has received notably less attention. 

According to Cowden et al. (2023), future research is called for 

to engage in a more fine-grained investigation into how gender 

influences the effect of each of the effectuation components on 

performance. Therefore, future research can provide much 

greater detail to the gendered effect of effectuation (or causation) 

by looking at gender as a spectrum and by measuring feminine 

and masculine tendencies. Based on these future research 

suggestions this study aims to investigate the following research 

question: ‘’What is the gendered effect of the usage of the 

effectuation and/or causal decision-making style in the 

entrepreneurial process?” 

When researching how gender affects decision-making styles in 

entrepreneurship, it is crucial to understand the biological 

differences between males and females. These differences have 

played a big role in shaping how society sees and expects men 

and women to behave. In this study, it is important to mention 

that nowadays, people recognize that gender is not just male or 
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female, but there are also non-binary identities. However, for this 

research, the focus lay on the difference between males and 

females based on biology because this allowed for more targeted 

exploration of the research question. 

The research question created an understanding of the role of 

gender in entrepreneurial decision-making. In this way, valuable 

insights were created into the decision-making process and 

approaches of both male and female entrepreneurs in their 

entrepreneurial decision-making process. 

2. THEORETICAL FRAMEWORK 

2.1 Effectuation and causation 
As explained, two decision-making approaches exist. These are 

called effectuation and causation. The planning-based approach 

can be seen as the causal decision-making approach. Causation, 

the traditional approach, is action oriented. Defined goals 

determine the subsequent actions, and the choice of which people 

will be involved in the entrepreneurial process (Frigotto & Della 

Valle, 2018). Also, in this approach, predictive tools are used to 

predict future events and consequently prevent uncertainties. 

Causal models assume that the state of affairs can be somehow 

predicted (Frigotto & Della Valle, 2018). 

On the contrary, the effectuation model is an approach that 

models decision-making under ignorance (Frigotto & Della 

Valle, 2018). The effectuation approach emphasizes the 

behavioral strategies people use to act in situations of 

uncertainty. In this research there is awareness of the idea that 

effectuation is not really seen as a theory, because as described 

by for example Grégoire and Cherchem (2020), effectuation 

would be rather seen as a mode of action. Also, as cited by 

Grégoire and Cherchem (2020), Sarasvathy (2008, p. 61-62) sees 

effectuation as a ‘’pragmatic logic for acting upon the world 

rather than as a positivist theory to be tested and proved to be 

true or false.’’   

Effectuation focuses on what can be controlled in an uncertain 

future. It suggests that if you can control a situation, you don't 

need to predict it (Sarasvathy, 2008). This reduces the reliance 

on predictive data. Because effectuation is flexible in nature, the 

entrepreneur can shape and adjust goals over time (Pfeffer & 

Khan, 2018). 

According to Mäkimurto-Koivumaa and Puhakka (2013), 

uncertain situations are not solved by causation-based 

forecasting but based on the effectuation approach which tries to 

control the present. Because new ventures operate in uncertain 

situations (Loch et al., 2007), the effectual approach is especially 

used during the uncertain and unpredictable stages of the new 

venture process. 

The processes can be comprehended through five principles: 

Bird in Hand: Effectuation starts with its existing means and 

focuses on the creation of one or more possible outcomes with 

these means (Sarasvathy, 2001). Entrepreneurs are means driven. 

This means they use what is already available rather than aiming 

for what is out of reach. Entrepreneurs have an open and flexible 

mindset, considering different possibilities (Mäkimurto-

Koivumaa & Puhakka, 2013). On the other hand, causation 

processes choose a predetermined goal and then focus on 

choosing between means to achieve that goal (Sarasvathy, 2001). 

The goal determines the actions and who to involve in the process 

(Frigotto & Della Valle, 2018). 

Affordable Loss: Entrepreneurs manage risk by investing only 

what they can afford to lose rather than focusing on potential 

gains (Sarasvathy, 2008). Decisions are guided based on 

minimizing downside rather than maximizing upside (minimax 

criterion). Entrepreneurs focus on affordable loss by 

considering low-cost strategies to face potential worst-case 

scenarios, rather than only pursuing strategies that will bring the 

highest expected returns, on which the causation approach 

focuses (Frigotto & Della Valle, 2018).  

Lemonade: Entrepreneurs see unexpected events as opportunities 

to come up with new ideas and to exercise control of the 

emergent situation (Sarasvathy, 2008). This means that 

entrepreneurs control the state space, rather than estimating it. 

Controlling the state space is done by creating collaborative 

action (Mäkimurto-Koivumaa & Puhakka, 2013). Contrary, the 

causal approach believes that the future can be understood as a 

natural continuation of the past, where patterns and trends from 

previous experience can help us predict what happens in the 

future (Frigotto & Della Valle, 2018). Also, as explained by 

Brettel et al. (2012), unexpected events are avoided to quickly 

reach their predetermined goals. 

Crazy Quilt: Entrepreneurs foster partnerships and increasing 

networks to help create future opportunities (Frigotto & Della 

Valle, 2018). Frigotto and Della Valle (2018) also mention that 

entrepreneurs establish pre-commitments with a wide range of 

stakeholders, relying on the natural self-selection of those who 

will become partners or competitors. Uncertainty will then be 

reduced (Brettel et al., 2012). Contrarily, the causal approach 

only establishes relationships with stakeholders if it is necessary 

(Frigotto & Della Valle, 2018) and uncertainty is avoided 

through analyzing the market and competitors (Brettel et al., 

2012). This means that entrepreneurs using the causal approach, 

use competitive advantages and try to refuse outsiders as much 

as possible (Sarasvathy, 2001). 

Pilot in the Plane: Entrepreneurs focus on the actions they can 

control and guide their businesses towards achievable goals and 

new opportunities (Sarasvathy, 2008).  In uncertain 

environments, new opportunities are developed (Banu & Md. 

Uddin, 2023). The effectuation approach believes “that if the 

future is in control, then there is no need for prediction” (Banu 

& Md. Uddin, 2023, p.82). On the contrary, causation focuses on 

controlling the future through prediction (Sarasvathy, 2008). 

2.2 Gender 
Studies show that male and female entrepreneurs may differ in 

their entrepreneurial activities. These differences result from for 

example differential access to resources and support (Powell & 

Eddleston, 2013). Female entrepreneurs have a lack of access to 

human, financial and social resources and this encourages them 

to pursue work-family synergies, from which they benefit 

(Powell & Eddleston, 2013). 

According to Brindley (2005), evidence shows that in the last 

decades, entrepreneurship is growing. Today, the term 

‘’entrepreneur’’ is no longer primarily associated with males. 

Nowadays, women are free to express their ideas and 

dissatisfactions which is different from a long time ago where 

women were only seen as a mother who had to take care of the 

kids and the household (Narayanasamy et al., 2011). Women's 

growing power and autonomy are noticeable across different 

areas in life, including entrepreneurship (McClelland et al., 

2005). However, there is still uncertainty in women's capabilities 

as successful entrepreneurs (McClelland et al., 2005). There is 

more interest in gender differences in business decision-making 

under risk due to the increased participation of females in the 

workforce (Powell & Ansic, 1997). 

Gender plays a significant role in shaping entrepreneurs’ 

perceptions, and it affects the entrepreneurial process (Shinnar et 
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al., 2012). Gender biases make it more difficult for women to 

succeed in business because the business world mostly focuses 

on men. This hinders women trying to start and grow their own 

businesses (Marlow & McAdam, 2013). Scholars have 

researched the role of gender in creating new ventures, 

highlighting the diverse barriers women face in starting the 

process of creating a business (Hentrich, 2022), which have 

always been a popular topic in women’s entrepreneurship 

research (Wu et al., 2019). Motherhood is one of the barriers and 

it affects the involvement of women in entrepreneurship by 

shaping their family and household situation (Brush et al., 2009). 

Researchers mention that females still follow some feminized 

working patterns, because they try to balance their work with 

their family responsibilities (McAdam, 2013). Due to this, many 

think that this lowers the value and growth potential of the 

businesses of women. 

Also, as mentioned by Wu et al. (2019), data from World 

Development Report 2012 show that in many societies, women 

are usually expected to take care of household and children more 

than men, leading them to do more housework and take care of 

family members. Consequently, they experience work-family 

conflicts because the time spent on family related activities 

cannot be spent on activities within work (Greenhaus et al., 

1985). Despite the startup environment being challenging for 

mothers (Startbase, 2021), the conflicts between work and family 

responsibilities motivate women to begin their own businesses. 

This is because women see the flexibility and need to take care 

of their children as motivators (McGowan, 2012).   

Another thing that can   be seen as a barrier for females is their 

entrepreneurial finance. Entrepreneurial finance is a 

matchmaking process where entrepreneurs present their business 

ideas and investors choose the best ones to fund and support 

(Denis, 2004). A study conducted by Díez-Martín et al. (2016) 

shows that having access to finance for entrepreneurship is very 

important. However, there are still some resource providers such 

as venture capitalists and bank officers who have masculinized 

images of successful entrepreneurs (Nelson et al., 2009). This 

disadvantages women entrepreneurs who are seeking business 

finance. This thus means that women face big challenges in 

getting venture capital funding. Research by Brush et al. (2014) 

shows that only 2.7% of companies in the USA who have a 

female CEO, received venture capital funding. Adding to this, 

women face other disadvantages such as higher loan denials and 

higher interest rates than men (Muravyev et al., 2009).   

Studies show that male and female entrepreneurs may differ in 

their entrepreneurial activities. These differences result from for 

example the already mentioned differential access to resources 

and support (Powell & Eddleston 2013). 

When entrepreneurs use the effectuation approach to grow their 

businesses by combining resources, research suggests that 

female entrepreneurs tend to make more efficient use of their 

existing resources compared to males, which enhances the 

positive impact of effectuation indirectly (Yang et al., 2020).  

Conversely, research has showed that male entrepreneurs who 

typically have access to larger resource pools than females 

(Kanze et al., 2018), seek to diminish the negative impact of 

causation (Yang et al., 2020). To counteract these negative 

effects of causation, they strive to introduce more novelty into 

their resource combination activities than women.  

Another example in which male and females differ is their 

approaches to risk (Cliff, 1998). Prior research has suggested that 

there are differences in entrepreneurs' perceptions between 

women and men when evaluating risk (Karmarkar, 2023). 

Gender differences in risk attitudes can help understand why they 

behave differently in social situations and achieve different 

economic outcomes (Dohmen et al., 2011). According to 

Dohmen et al. (2011), female entrepreneurs have a greater 

sensitivity towards risk than men. The fact that women are more 

sensitive to risk than men, is reflected in all aspects of their 

decision-making, like the choice of profession, their investment 

decisions, and their decisions about what products they buy 

(Eckel & Grossman, 2008). 

Gender differences in attitudes towards uncertainty are also 

observed in decision framing (Karmarkar, 2023). Various studies 

explore the reasons behind these differences to gain a deeper 

understanding of how gender influences entrepreneurial 

decisions. Fehr-Duda et al. (2006) noted gender differences in 

decisions about financial domains, as well as the decisions which 

involve gains and losses with varying probabilities. Powell and 

Ansic (1997) found that women exhibit lower tolerance for 

financial risk than men, regardless of familiarity, ambiguity, or 

framing. They also found that men are more likely to utilize 

external information sources like financing (Coleman, 2000). 

The heightened risk aversion in women may stem from their 

tendency to experience emotions more intensely (Brebner, 2003). 

Fujita et al. (1991) also mention that women have more negative 

effects than men because women have a greater effect intensity 

than men. As a result, when faced with risky decisions, women 

tend to overweigh the probability of losses, making them more 

risk averse. Women tend to be more risk-prone toward losses and 

men tend to be more risk-prone towards gains (Schubert et al., 

1999).  Also, women will less likely invest in more resources 

than is affordable. They limit costs because they are alert to 

potential risks. This strengthens the impact of the effectuation 

approach (Yang et al., 2020).  

2.3 Propositions 
Research on the use of effectuation/causation and its antecedent 

‘’gender’’ already exists. Examples are the research conducted 

by Yang et al. (2020), who conclude that females enhance the 

positive impact of effectuation and that males, in opposition, seek 

to diminish the negative effect of causation. Adding to this, they 

also conclude that women who are alert to risks enhance the 

influence of the effectuation approach, which means they would 

rely more on that approach. 

However, there is limited existing research on this topic that can 

give a real answer to the research question. Looking at the 

already existing knowledge on the decision-making approaches 

effectuation and causation and the antecedent gender in the 

entrepreneurial process, some propositions regarding the 

research question were made. These show the tendencies of men 

and women to choose one approach over the other and its 

reasons. 

In the literature, there is debate about if there are really five 

principles within the effectuation and causation approach. For 

example, Brettel et al. (2012) indicate that there are only four 

principles that are important to use. Investigating the differences 

between male and female entrepreneurs revealed significant 

differences in their processes. As mentioned, literature highlights 

challenges for women, which lead to different behaviors and 

strategies compared to men. Literature showed key differences 

between male and female which include access to external 

(financial) resources, approaches to risk and attitudes toward 

uncertainty. 

The "bird in hand" approach aligns with women's tendency to 

rely more on their existing resources due to fewer available 

resources (Brush et al., 2009) (McAdam, 2013) (Kanze et al., 

2018). Similarly, the "affordable loss" principle corresponds to 

women’s greater financial risk aversion (Powel & Ansic, 1997) 

and men's preference for using external information sources like 

financing (Coleman, 2000). 
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Given that these are the key differences according to literature 

and that these differences align with the “bird in hand” and 

“affordable loss” principles, this study focused only on these two 

principles. These principles best explained the gender-specific 

differences in decision-making. It provided a clear understanding 

of how male and female entrepreneurs make decisions. Other 

effectuation principles, while valuable, did not directly address 

these core gender differences. 

According to Dohmen et al. (2011), female entrepreneurs are 

more risk averse than men and women have limited access to 

resources compared to male entrepreneurs (Kanze et al., 2018). 

Female entrepreneurs are more likely to manage risk by focusing 

on minimizing potential losses rather than maximizing potential 

gains as a means of managing risk effectively (Schubert et al., 

1999). This cautious approach is particularly evident in their 

decision-making process, where they are more likely to invest 

only what they can afford to lose. Thus, research suggests that 

women are more attuned to the financial implications of their 

decisions and are less willing to take on excessive risk. 

Therefore, the affordable loss principle aligns closely with their 

risk management and resource constraints.  

Proposition 1a: Female entrepreneurs tend to rely more on the 

effectuation framework when considering the affordable loss 

principle of the effectuation model.  

With typically larger resources pools compared to female 

entrepreneurs (Kanze et al., 2018), and a higher tolerance for 

financial risk than women (Powell & Ansic, 1997), men tend to 

pursue strategies that aim for the highest potential returns 

(Sarasvathy, 2001), which is consistent with the expected returns 

principle of the causation framework. Unlike female 

entrepreneurs who prioritize minimizing potential losses, male 

entrepreneurs are more focused on maximizing potential gains 

and are willing to take on greater risks to achieve their objectives. 

This preference for high-risk, high-reward strategies is often 

driven by their confidence in their ability to navigate 

uncertainties and take advantage of opportunities (Sarasvathy, 

2001). Therefore, their tendency for taking risks aligns with the 

causation principle related to maximizing upside potential and 

thus taking actions to get the highest expected returns. 

Proposition 1b: Male entrepreneurs tend to rely more on the 

causation framework when considering the expected returns 

principle.  

According to Brush et al. (2014) and Muravyey et al. (2009), 

women are faced with challenges in accessing external resources 

and financing. The challenge of motherhood introduces 

additional responsibilities and time constraints in women 

entrepreneurship (Brush et al., 2009) (McAdam, 2013). Due to 

these challenges women entrepreneurs tend to prioritize 

leveraging existing resources, such as their skills, networks, and 

personal savings to start and grow their business. By 

emphasizing the utilization of existing means to create 

opportunities, women entrepreneurs can overcome resource 

constraints, adapt to uncertain environments, and balance their 

family responsibilities effectively. Therefore, the bird in hand 

principle closely aligns with the challenges of females. 

2a: Female entrepreneurs tend to rely more on the effectuation 

framework when considering the bird in hand principle of the 

effectuation framework 

On the other hand, men may be more inclined to pursue 

predetermined goals and seek external resources to achieve them. 

This preference is influenced by their greater access to resources 

and financing compared to female entrepreneurs (Kanze et al., 

2018) (Nelson et al., 2009), without facing the same level of 

challenges related to balancing work and family responsibilities 

(McAdam, 2013). Therefore, the principle of choosing a 

predetermined goal and then focusing on selecting between 

means to achieve that goal aligns with the causation framework. 

2b: Male entrepreneurs tend to rely more on the causation 

framework when considering the goal-driven principle. 

3. METHODOLOGY 

3.1 Research design   
The research design is shaped by the research question, 

supported by the theoretical framework and propositions. In line 

with recommendations and suggestions for future research, this 

research followed a qualitative research design, particularly 

semi-structured interviews, to gain richer insights by examining 

the dynamics of the role of gender, thus providing a more 

comprehensive understanding of the entrepreneurial process of 

both male and female. The semi-structured interview gave clear 

instructions and helped provide reliable and comparable data 

(Stuckey, 2013). This allowed for in-depth exploration of the 

gendered effect of the usage of the effectuation and/or causation 

decision-making styles of entrepreneurs.  

Since the topic focused on relatively new and less explored areas, 

the approach involved inductive qualitative research. This 

method involved generating fresh data, analyzing it, and 

reflecting on the emerging themes suggested by the data 

(Saunders et al., 2019). Therewith this research includes primary 

data collection, of which ethical approval was requested at the 

ethics committee BMS of the University of Twente. 

The dual aim of the study is to explore and to explain. Initially, 

the research question needs exploring how gender influences the 

use of the effectuation or the causation approach. Then, there is 

explanatory focus which involves analyzing insights to explain 

the role of gender in influencing the use of the decision-making 

style aiming to explain the effect of gender in this. 

This research contributes to already existing research. This 

existing research is bigger research about the effectuation and 

causation decision-making styles of entrepreneurs within an 

incubator program. The work of Jamin (2024), who also did 

research on this topic, also contributes to the bigger picture, and 

gave a lot of inspiration to this research. This also means that 

some of the data in this research has been cited from his work. 

Me, and some other students from the bachelor study IBA 2024 

now also added to this research by investigating some new topics 

within the bigger topic, which is in this case, the role of gender 

in the use of effectuation and/or causation in the entrepreneurial 

process. 

3.2 Sampling  

For the sampling method, a nonprobability sampling technique is 

used. This means that the probability of each individual being 

chosen for the sample is unknown and a focus needs to be used 

in selecting the sample (Makwana et al., 2023). Purposive 

sampling was used to choose individuals based on their relevance 

to the research (Makwana et al., 2023). As mentioned, bigger 

research in this field is already going on. The work of Jamin 

(2024), which contributes to broader research, already consists 

of a lot of data regarding male entrepreneurs. That is the reason 

why in this research, only female entrepreneurs from the 

Netherlands were interviewed. Adding to this, these female 

entrepreneurs are from different companies. This, to receive data 

from different angles and perspectives. The already existing 

research and the work of Jamin, to which this research adds, also 

considers the impact of incubators in the decision-making 

process. That is why also in this research there was focus on 

interviewing female entrepreneurs who are in an incubator 

program. 
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The first time, around fifteen female entrepreneurs within an 

incubator program were contacted. Only four responded, of 

which two wanted to participate and two did not want to 

participate. Around a week later, a gentle reminder was sent to 

the ones not responding to ask again if they wanted to participate. 

Still not everyone responded. However, one more female wanted 

to contribute to the research. Then, a second round of contacting 

female entrepreneurs took place. Also, in this round it was hard 

to find participants. After mailing some gentle reminders to these 

females, there were some responses. Finally, after contacting 

about 35 females in total, there were five females that wanted to 

contribute to this research by participating in the interview.  

As mentioned, me and some other students contributed together 

to the already existing research. That means that this research 

also used data collected by others.  In this research it was aimed 

to create a balanced sample of men and female which resulted in 

a sample that consisted of seven females and 11 males. Among 

the females, the majority were notably young, with two of them 

around 40 years old and the rest of them were between 20 and 25 

years old. They were active in different fields such as fashion, 

biochemistry, healthcare/medical technology, and technology 

sectors. 

The male entrepreneurs also had businesses within different 

branches including medical technology, IT sectors and cultural 

sectors. Like their female counterparts, the majority of males 

were younger, aged between 20 and 35 years old and the rest was 

older than this. Because there was no opportunity to get all the 

exact ages of every respondent (partly because data emerged 

from the interviews Jamin (2024) did), some of the ages were 

determined by checking their LinkedIn profiles. Data related to 

the participants can be found in table 1 in Appendix 10.2. 

3.3 Data collection  
To gain information and insights, semi-structured interviews 

were conducted. Semi-structured interviews can be defined as 

“interviews that consist of a dialogue between the researcher and 

interviewee, guided by a flexible interview protocol and 

supplemented by follow up questions, probes and comments” 

(DeJonckheere et al., 2019, p.1).  

The interview questions are inspired by the work of Jamin. The 

interview protocol of Jamin consists of some different parts. 

These consist of the idea phase, the pre-startup phase, the startup 

phase, and the post-startup phase. Every phase has some specific 

questions. Also, questions based on the effectuation theory are 

included. 

To investigate the mentioned research question, some specific 

questions about the variable gender were added to the already 

existing interview questions of Jamin. Questions to see how 

gender intersects with the entrepreneurial process and decision-

making, were asked. This research went along with the idea of 

Grégoire and Cherchem (2020), that effectuation can be seen as 

a mode of action and not as a theory. Because of this, the added 

questions gave an understanding of the actions of entrepreneurs. 

Are their actions more planning-based (causation) or more “go 

with the flow” (effectuation)? That is where the added questions 

are based on. The interview questions used in the interviews can 

be found in Appendix 10.1. 

The interviews were conducted online or in real life, depending 

on what suited the best. The interviews took about 30 minutes to 

an hour and were recorded with the consent of the people being 

interviewed. The recordings were used to code and analyze the 

interviews afterwards and then to compare men and women in 

their decision-making processes. 

 

3.4 Data analyzing 

The study used an inductive method to thematic analysis to 

analyze the data collected from the semi-structured interviews. 

Inductive coding, a part of thematic analysis, involved analyzing 

the data without trying to fit it into predetermined coding frames 

(Braun & Clark, 2006). Thematic analysis was used to analyze 

and report patterns of the gendered effect of the usage of the 

effectuation and/or causation approach.  

With the consent of the people being interviewed, the interviews 

were recorded so that the analysis was based on correct and 

reliable data.  The data was written down and then the data was 

analyzed. This written data was uploaded to MAXQDA software 

to conduct the thematic analysis. The data was conducted using 

the Gioia method. This is a qualitative method for developing 

grounded theory which meets the standards of rigor required by 

top-tier journals (Magnani & Gioia, 2023). The data gave an 

understanding of the experiences and behaviors of the 

entrepreneurs. This involved looking for themes and patterns. 

The Gioia method allowed for a structured and clear way to show 

the data. The approach involved developing data analysis in a 

structured way of deriving inductive 1st order (informant-based) 

codes, abductive 2nd order (researcher-based) themes and 3rd 

order aggregate dimensions (Magnani & Gioia, 2023). These 

dimensions contributed to the theory of effectuation/causation. 

4. RESULTS 

4.1 Female entrepreneurs  
The following discusses the results emerged from the interviews 

with female entrepreneurs. Both the means driven/bird in hand 

(vs goal driven) principle and the affordable loss (vs expected 

returns) principle emerged from the interviews. 

4.1.1 Female entrepreneurs; means driven (bird in 

hand) 

The bird in hand principle emerged from the female 

interviewees. It shows the use of existing resources and turning 

the existing resources into a business goal or outcome. First, the 

entrepreneurs adjusted a lot to the availability of resources. 

They had to adjust based on the resources at hand and that means 

they focus on steps they can take with what they already possess. 

“But we got a lot of advice to try to get as much free money as 

possible. Subsidies and grants, and usually those do come with 

strings attached. So, you have to sort of either pivot a little bit in 

your business plan and your strategy or take on collaborators 

that you would not have partnered up with otherwise. So, there's 

definitely times where we adjusted based on the available 

resources that we had around.” (F1). Making maximum use of 

resources is another thing where the focus was laid on. It 

emphasizes the leveraging of existing means and resources to 

create opportunities. “So, I sort of adopted this mentality that no 

help is more expensive than help. So, we sort of within our team 

pride ourselves in not knowing much but knowing who to ask for 

help from. And really putting in the pieces of the puzzle and using 

as many resources from our environment as possible.” (F5). 

Founders also spotted opportunities based on existing 

knowledge and experience, which shows them relying on their 

existing means. “And when we found out, we thought, well, this 

is so unique, and this can contribute to both research and drug 

development in so many ways. Because if you can recognize and 

bind something, you can both assess the status of the disease, but 

you could also develop it as a therapy. We just have to do 

something with this. Because society might benefit from this. And 

that is why we are now working on a start-up” (F1). Lastly, 

female entrepreneurs were seeing where it would end and were 

thus going with the flow, which aligns with the effectuation 
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approach. “But over the years, you have to adjust your 

proposition. You have to tune in very well to the market where 

you are asked. But we did all of that on the fly. I can't say that 

from day one, our tip on the horizon was already determined.” 

(F7). Remarkable here is there was no clear goal from the 

beginning. They were flexible, kept their options open and were 

going with the flow.  

Table 1: Data structure; female entrepreneurs 

1st order codes 2nd order themes 3rd order 

dimension 

Adjust to availability 

of resources 

Means driven 

(bird in hand) 

Effectual 

decision-making 

Being flexible 

Make maximum use 

of resources 

Seeing where it 

would end 

Spotting an 

opportunity based on 

existing 

knowledge/resources 

No clear initial goal 

Idea about future is 

not ready yet 

   

This table was made and used for the 2nd order theme “means 

driven (bird in hand)”. It shows what first order codes belong to 

this theme and to what 3rd order dimension the theme belongs. 

For the other themes, a similar approach was applied. The 

complete tables of both male and female which includes all the 

other themes too can be found in Appendix 10.3 and Appendix 

10.4. 

4.1.2 Female entrepreneurs; affordable loss 

Also, the affordable loss dimension emerged from the data from 

the female interviewees. It explains their view of risk and 

resources. Entrepreneurs were using financial support to invest 

in their business. Examples are using awards and grants. “So, 

because money is always scarce, you would first set up very small 

mini tests with people in other research groups. And if you get 

some data from that, you can apply for grants. So, then you are 

not dealing with individual investors or large groups who have a 

lot of money and have to give away a lot of shares.” (F1). They 

are thus focusing on only investing what they can afford to lose 

rather than taking on high risks. Adding to this, entrepreneurs 

were trying to get as much free money as possible which shows 

their consideration of low-cost strategies. This involves using 

grants to which they apply for and using awards they won from 

challenges. “So, we were always not pushed, but we got a lot of 

advice to try to get as much free money as possible. Subsidies 

and grants, and usually those do come with strings attached." 

(F5). Something noticeable was that a lot of the interviewees 

were willing to make affordable personal sacrifices. This 

shows their willingness to face temporary personal and financial 

difficulties to achieve the long-term success of their ventures. It 

involves investing personal savings, hard work without 

immediate compensation and making sacrifices. “And in the end, 

luckily, it's just about hard work and doing smart things. Hard 

work has increased the turnover. But it really took us the first ten 

years of this company to cover costs.” (F7). “And we also 

invested ourselves, me and my co-founder, with our personal 

money so we can keep going.” (F3). Lastly, the interviewees 

focused on their costs and expenses. They were considering 

their finances. “But in terms of how I managed the finances of 

the company, it really helped me sort of be more cost effective 

and more conscious about managing our burn rates. And always 

making sure that there is a plan B, well, a plan B to the plan B to 

the plan B. And just be conscious of the fact that money does run 

out and you have to be careful how you focus on the spending 

zone.” (F5). This contributes to the use of low-cost strategies of 

the affordable loss principle and them being attuned to the 

financial implications of their decisions. Some of the 

interviewees who had an interest in getting funding had 

difficulties in getting this funding because they could not meet 

the requirements. As a consequence, they were relying more on 

the affordable loss principle. “Well, we were aware that as a  

startup, you don't have funding and it's very, very hard to get 

funding. Even after three years, we still didn't get any funding 

and we are working on it, but it's very difficult. We won some 

awards to get some financial support because, yes, we won the 

prizes. So, we made use of that amount of money. And we also 

invested ourselves, me, and my co-founder, with our personal 

money so we can keep going.” (F3). 

4.1.3 Female entrepreneurs; goal driven 

Contrary to the bird in hand principle, there is the goal driven 

approach which aligns with causation. Also, this came out of the 

interviews. First of all, some of the entrepreneurs had a clear 

initial goal from the start and used methods with clear goals 

“So, the OQR, as I mentioned, is every 100 days. So, for three 

months, we have these specific goals for different categories. And 

we try to achieve those goals. We set very specific tasks, 

deadlines and so on. So, every three months, we re-evaluate the 

method.” (F3). Some of them also had clear goals for the future, 

so they had clear goals for the following years. “And generally 

speaking, what we want is that within two or three years to be 

able to expand to other countries besides the Netherlands. So, in 

five years’ time, the goal is to be established on the Dutch and 

German markets, as well as other smaller markets like 

Switzerland, Belgium, but also in the UK.” (F5). Lastly, 

decisions are based on business guidelines. They mentioned 

that these business guidelines define the company and help them 

stay on track. “The first thing is making sure that it aligns with 

our guiding policies. So, together with the whole team, the co-

founders, and our advisor, we sort of created this guideline 

framework in which we operate as a company. And those three, 

four guidelines really define our company and help us stay on 

track with whatever decisions we make.” (F5). This shows them 

following a process of selecting means to achieve the goal and 

basing decisions on that. 

4.1.4 Female entrepreneurs; expected returns 

On the other hand, female entrepreneurs also made decisions 

which are more based on the expected returns principle. This 

behavior focuses on expected benefits from their actions. 

Entrepreneurs make use of external financing. By using and 

relying on external financing they try to get the highest expected 

returns and not only invest what they can afford to lose. 

Examples were bank loans and borrowing money from the 

university. “Currently we have two CLAs. One we got earlier on 

in our journey. And last year, at the end of the year, we also 

secured a bigger CLA through the innovation funds North 

Holland of 300,000 euros. And now we are actually running a 

bridge round between our pre-seed and our seed for another 

200,000 to 300,000.” (F5). Some entrepreneurs were spending 

money to make money. This shows that they were not afraid to 

spend money if in return they could get high expected returns.  “I 

was never sort of afraid to spend money if I knew it was going to 

have a big impact.” (F3). Another thing that some entrepreneurs 

did was making decisions based on financial risks. They also 

used a risk formula for that. By using this formula, they focus 
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on assessing potential gains against the risks involved, aiming to 

maximize the expected returns. “And for every decision making, 

you have risk. And you should consider that we have a special 

formula that you can consider in every situation of the risk 

assessment, that we should consider the probability of that risk 

and the effect of that risk, you know? You should multiply all of 

these. So, we should consider all these items.” (F2).  

4.2 Male entrepreneurs  
The following discusses the results emerged from the interviews 

with male entrepreneurs. Both the means driven/bird in hand (vs 

goal driven) principle and the affordable loss (vs expected 

returns) principle emerged from the interviews.  

4.2.1 Male entrepreneurs; goal driven 

Some interesting things came out of the data of the male 

entrepreneurs. The most notable and most common finding was 

them having a clear goal/plan in mind. Most of the males set a 

clear goal with a plan to achieve it. They were very strict on the 

process of achieving the goal and put everything aside to achieve 

the goal. “I think the biggest thing is that you have to be very 

clear about your goals. We're very strict about it. We make new 

goals every month and every week. But we still also have a six-

month goal. We put everything aside to achieve that goal. And 

that also means that there are quite drastic choices that need to 

be made to achieve that goal.” (M10). Entrepreneurs were 

defining a clear direction and emphasizing its need. The 

entrepreneurs knew their goals and had a clear plan with a well-

defined direction and purpose. "Well, we have a clear point now, 

we know exactly how that no-code platform at the back is 

completely drawn. So, what we want to build is really on paper 

now.” (M7). On top of this, founders were searching and 

selecting partners based on predefined plans and planned a 

growth path. “So, we are now really looking at which larger, 

long-term projects with strategic partners we should undertake 

to achieve sustainable growth for the future. Growth costs a lot 

of money, so that means you need to find strategic assignments, 

partners, and things to prepare for that.” (M4). 

4.2.2 Male entrepreneurs; expected returns 

Also, the expected returns principle emerged from the data which 

shows them pursuing strategies to get the highest expected 

returns. Entrepreneurs were borrowing money to invest in their 

business with the expectation that the returns on the borrowed 

capital would outweigh the costs of generating higher returns. “I 

recently borrowed money. So, my thoughts have always been 

simple. You can make a lot of money. And I went to that man. We 

agreed on the amount. And we made it happen a few weeks later.” 

(M9). Additionally, male entrepreneurs focused on calculating 

expected financial outcomes/returns. This involves assessing 

the financial impact of business decisions to ensure that 

investments and resource use align with expected returns. "And 

so many choices depend on that, if we are unsure whether we are 

going to hire a new software developer or whether we are going 

to hire a sales manager or marketing, or I don't know what? Then 

we always calculate this first to see whether we can handle that 

without needing new loans or investments or so on.” (M2). When 

plans are established, an obvious next step is searching for 

stakeholders to commit the amounts necessary for the 

execution of the plan. Interviewees showed that they were 

trying to secure financial resources essential for their startups' 

growth. They also mentioned the importance of having a plan 

with prepared data before approaching investors. “So, we were 

able to demonstrate that there are really parties that want to 

work with us, but we still have to take a few steps. In addition, 

we also raised the Rabo innovation loan at the time, which was 

150.000 euros.” (M7). 

4.2.3 Male entrepreneurs; means driven (bird in 

hand) 

As explained, a lot of the males interviewed had clear goals and 

a plan to achieve the predetermined goals. However, there were 

also some entrepreneurs who are acting more based on the bird 

in hand principle and were focusing on their available means. A 

lot of the founders were using their own knowledge base to 

make decisions. They used their own understandings of the 

market and technology to make decisions without the need for 

external sources. "And then we sit down every week to simply 

evaluate where we stand as a company, what we should and 

shouldn't do. And then we spar with each other to see if we still 

feel on the same page or are we drifting a bit. And we now 

actually do that completely independently. So, we don’t need 

coaching or input from the Gas Factory anymore.” (M4). 

Interviewees were leveraging existing skills and resources at 

hand. "I am a business Administration commercial, with 

entrepreneurial experience. Person x is an industrial engineer, 

so he was very good at explaining and writing down those 

processes and is quite blunt, so he also gets straight to the point 

in customer conversations.” (M1). This also meant that they 

sometimes had to adjust to their available resources, which 

shows them relying on their existing resources. Entrepreneurs 

were defining only rough visions while leaving the details 

open. Founders defined rough visions based on their broad 

market trends and aspirations, but they recognized that it was 

necessary that the path to achieving these visions remains 

flexible.  “And that changes the whole plan also. I think we can 

of course put a point on the we also have horizons. We want to 

build a no-code platform. Just draw the whole way out makes no 

sense.” (M7). Entrepreneurs were also actively leveraging 

existing networks for opportunity creation & identification, 

which involved using existing contacts to share knowledge and 

obtaining access to important resources or potential clients. “He 

has an extremely large network through his father, but also built 

up through his studies, which allowed us to sit at the table with 

interesting parties.” (M1). 

4.2.4 Male entrepreneurs; affordable loss 

Evident from the data, male entrepreneurs also act based on the 

affordable loss principle. They were willing to make affordable 

personal sacrifices. Examples are investing personal savings, 

long working hours and accepting lower standards of living to 

reinvest in the business. “So, we simply kept our salaries very low 

for four years to reinvest everything in the growth of the 

company.” (M4). There were also deferred financial 

expectations.  They seemed less focused on prioritizing expected 

profits, being more willing to give up short-term financial gains 

in favor of building a more substantial, long-lasting business. 

“So, in the beginning, we had no idea what the revenues would 

be from the company before we started.” (M6). At the beginning 

phase of the startup, entrepreneurs were investing limited, small 

amounts of money, time, and effort to minimize the costs, and 

focus on activities that enhance business growth and 

development. “But in the beginning, buy a container of gloves, 

yes or no. That kind of thing, that's how we started.” (M6). 

Adding to this, entrepreneurs seemed resourceful as they were 

actively finding unused resources in the local environment. 

“Eventually, we received a subsidy, which saved us. Otherwise, 

we couldn’t afford it.” (M6).  

4.3 Additional findings  
Some interesting additional findings were noticed that can 

contribute to this research. Female entrepreneurs were 

collaborating with other companies which shows them having 

partnerships. “Yes, we have some partnerships with some service 

providers. We have partnership with three companies and for 
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sharing the customers” (F2). Female founders also engage with 

customers to get feedback and improve their products. “And for 

the customer, we even went a bit further. Meaning that we had 

interviews with the target group. And now, we are planning user 

testing with the minimum viable product that we have to make 

sure that the features we provide are necessary and of enough 

value for the people that will use it.” (F3). Engaging and 

collaborating with others helps create future opportunities. 

Looking for guidance as a startup, which all the entrepreneurs 

did, also helps in increasing networks as entrepreneurs leveraged 

incubators’ large networks. “Novel-t, helped us with preparing 

the opportunity of connecting with the investors, with the 

organizations, with the people, mentors, something like that.’’ 

(F2). Adding to this, some female entrepreneurs were analyzing 

competitors and did use market analysis to see what the market 

trends were. “So we're looking at okay, where is the biggest gap 

in the market? “ (F1). Lastly, entrepreneurs were expecting the 

unexpected. “Yeah, we have kind of a motto that we use, expect 

the unexpected. Because being an entrepreneur, you are never 

100% ready for everything that will come. And also, if you wait 

for the perfect moment, the perfect moment will never come.” 

(F3). This shows them relying on the crazy quilt principle which 

aligns with effectuation. 

The findings of the male entrepreneurs brought some interesting 

additional data too. Carrying out market research to assess the 

viability and potential of their business idea within the market 

was something that some male entrepreneurs did. “So, at first, I 

wanted to make sure that this is a good business case, not in 

terms of validating, but just to see what is out there. Do some 

market research, do some competitor analysis.” (M5). 

Entrepreneurs were also co-creating businesses with customers 

and were engaging with stakeholders to create and pursue 

opportunities. This refers to interacting with market players to 

look for opportunities together. "Look, it's just nice to have 

people around you, to have partners around you, to have 

collaborations around you. And also, collaborations that can get 

you somewhere." (M3). Entrepreneurs were embracing 

unforeseen developments and opportunities and were 

adapting plans to accommodate unforeseen events. "We had 

been building the whole thing for almost a year, and nobody 

could do it. Then I simply made the choice, I saw that hand 

tracking was being released. It was super experimental at that 

time. No idea if it would work well enough. I thought those 

controllers, that's definitely not going to be it. We had previously 

thought, well, everyone can do that. Turns out that's not the case, 

so then you have to switch." (M7). This shows them being 

flexible and seeing unexpected events as opportunities.  

Lastly, also all male entrepreneurs were part of an incubator 

program which means they were seeking guidance as a startup. 

Incubators especially helped in connecting with others and 

gave advice and recommendations. “They guided the way to 

investors. I did all kinds of advice work for investors and 

startups. “ (M11).  

4.4 Remaining results  
Some codes did not necessarily fit into a 2nd order theme but 

were interesting for the research. There were some 

contractionary results regarding keeping relationships/balancing 

personal life and work. On the one hand, females had difficulties 

in keeping relationships when being a founder which may show 

the need for time management and support mechanisms to 

address it. But, contractionary, some other females’ 

relationships did not suffer. “But it's not that my personal 

relationships suffer or anything.” (F4) “And yeah, the effect that 

it has on my relationship with them is that I get to see them less 

than I would like to. Obviously, it's hard to balance.” (F5). 

The use of an incubator which provides valuable networking, 

gives advice, and educates were also important outcomes from 

the interviews for both male and female as discussed earlier in 

the “additional findings” section.  It can lead to collaborations 

and helps entrepreneurs make better decisions. “So, the 

incubators are good people, and they bring you into contact with 

a lot of other people.” (F1). “So, they were always there to ask 

us critical questions so we could make the right decisions.” (F3). 

Someone also mentioned a “no female-friendly world”.  This 

suggests that female entrepreneurs might face additional 

challenges compared to their male counterparts, impacting their 

decision-making processes. “What I was also told, and these are 

the figures from a few years ago, is that only 2% of female 

founders get funded. So, 2% of the founders who are women get 

money. So that's an alarmingly low number. I have to say that 

that was also something that shocked me for a moment. I had this 

shock of, what am I getting myself into?” (F1). 

Younger entrepreneurs often have fewer obligations and 

more flexibility, allowing them to take risks more freely and see 

everything as an opportunity. “I think it just allowed me to be 

more free with my decisions and to not, well, you can experiment 

a lot when you're in your 20s. I think it really allowed me to take 

everything on as an opportunity and not as a fight necessarily.” 

(F5). 

5. CONCLUSION 
The research question "What is the gendered effect of the usage 

of the effectuation and/or causal decision-making style in the 

entrepreneurial process?" is directly addressed by the study's 

findings. The findings of this study suggest a slight gendered 

influence on the use of effectuation and causal decision-making 

styles in the entrepreneurial process. Weighing the use of the 

affordable loss principle against the expected returns principle 

and weighing the use of the means driven (bird in hand) vs the 

goal driven principle has the following results.  

Female entrepreneurs: 1) affordable loss vs. expected returns: 

70% vs. 30% and 2) means driven (bird in hand) vs. goal driven: 

65% vs. 35%. 

Male entrepreneurs: 1) affordable loss vs. expected returns: 55% 

vs. 45% and 2) means driven (bird in hand) vs. goal driven: 57% 

vs. 43%. 

The data supports proposition 1a: Female entrepreneurs tend to 

rely more on the effectuation framework when considering the 

affordable loss principle of the effectuation model, as 70% of 

female entrepreneurs favor the affordable loss principle, which 

aligns with effectuation. The data does not fully support 

proposition 1b: Male entrepreneurs tend to rely more on the 

causation framework when considering the expected returns 

principle. Although a considerable proportion of male 

entrepreneurs favor expected returns (45%), it is not a majority. 

Instead, 55% favor affordable loss, indicating a preference 

towards effectuation. 

The data does support proposition 2a: Female entrepreneurs tend 

to rely more on the effectuation framework when considering the 

bird in hand principle of the effectuation framework, with 65% 

of female entrepreneurs relying on the means driven (bird in 

hand) principle, which aligns with effectuation. The data does not 

fully support proposition 2b: Male entrepreneurs tend to rely 

more on the causation framework when considering the goal 

driven principle. Although 42% of male entrepreneurs favor the 

goal-driven principle, it is not a majority. Instead, 58% favor the 

means driven (bird in hand) principle, also indicating a 

preference towards effectuation. 
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Overall, the findings suggest that while female entrepreneurs 

lean more heavily towards effectuation, the findings show a more 

nuanced picture for male entrepreneurs. Female entrepreneurs 

who are more consistently aligned with the effectuation 

framework, emphasize risk minimization, and leverage existing 

resources which is likely due to their greater risk aversion and 

resource constraints. On the contrary, male entrepreneurs show a 

more balanced approach between effectuation and causation, 

showing a greater flexibility in their decision-making styles. This 

balance reflects their relatively higher risk tolerance and better 

access to resources compared to females. This nuanced 

understanding highlights that both genders value risk 

management and resource use, although the degree and manner 

differ. The gap in decision-making styles between genders may 

be smaller than previously reported, emphasizing the importance 

of recognizing these subtle differences in entrepreneurial 

practices. The study also contributes to academic discourse by 

questioning the idea that decision-making styles are separate. It 

highlights the importance of combining different styles and 

considering the context in future research. 

6. DISCUSSION 

6.1 Discussion 

Interviews were done to gather data from entrepreneurs that 

explain the gendered effect on the use of the effectuation and/or 

causation decision-making style in the entrepreneurial process. 

As mentioned in the conclusion, there are some considerable 

results. These results, shown as percentages, show the 

differences between the use of the causation or effectuation 

approach between male and female. 

 

In chapter two, according to literature, the role of gender has an 

effect on the entrepreneurial process and their decision-making. 

Male and female entrepreneurs have different tendencies 

towards the use of a decision-making style. On the one hand, 

the results align with the literature saying that female 

entrepreneurs tend to rely more on the effectuation approach 

considering the affordable loss principle (Schubert et al., 1999). 

In addition, the results align with the proposition suggesting 

female entrepreneurs tend to rely more on the effectuation 

framework considering the means driven principle based on 

them having more challenges in accessing external resources 

and financing (Brush et al., 2014) (Muravyey et al., 2009). 

However, the result that male entrepreneurs also rely slightly 

more on the effectuation framework shows a contradiction with 

the literature that mentions that male entrepreneurs rely more on 

the causation framework considering the expected returns 

principle (Sarasvathy, 2001). It also shows a contradiction with 

the proposition suggesting male entrepreneurs tend to rely more 

on causation considering the goal driven principle based on 

their greater access to resources (Kanze et al., 2018) and them 

having less challenges related to balancing life and work 

(McAdam et al., 2013). 

 

The fact that there are contradictions with the literature means 

that the reliability of the findings might be influenced by 

(additional) variables. These variables should have some 

attention as they might have played a role in what the outcomes 

are of this research. The factors that could have had an 

influence on the outcomes and need attention are discussed 

below. 

At first, based on the literature and propositions, there was only 

focus on the affordable loss (vs expected returns) and bird in 

hand (vs goal driven) principle. However, the data from the 

interviews also shows that for both male and female 

entrepreneurs the principles crazy quilt (partnership) and 

lemonade (leveraging contingencies) emerged which could 

have had an influence on their use of the affordable loss and 

bird in hand principles and consequently on their decision-

making styles. An example is that there were a lot of female 

entrepreneurs that collaborated with other companies which 

shows them having partnerships. This could have had impact on 

the outcomes as having partnerships may reduce risks 

(affordable loss) and make them rely on their existing resources 

(bird in hand). This means that future research should consider 

incorporating these other principles in the analysis too. Focus 

should lay not only on the affordable loss and bird in hand 

principles but also on the crazy quilt and lemonade principles as 

they might have influenced the outcomes. This will give 

insights into how these principles affect the decision-making 

process of entrepreneurs. 

It is very likely that the incubator played a big role in the 

decisions that entrepreneurs make. As mentioned by the 

interviewed entrepreneurs, the incubators make the 

entrepreneurs leverage their network and help them in 

connecting with others which makes them rely more on the 

effectuation framework considering the crazy quilt principle. 

Incubators provide a lot of mentorships. It not only consists of 

theoretical advice but also contains practical skill development. 

Mentors provide insights into how to solve problems and into 

how to make decisions (Awonuga et al., 2024). Analyzing the 

interviews it also showed that some of the entrepreneurs made 

more use of the incubator program than others. This means the 

incubator's role might have influenced the outcomes. Future 

researchers should thus take being part of an incubator program 

into consideration as a control variable when researching the 

role of gender in their decision-making styles. 

Adding to this, age can impact decision-making styles too. 

Studies indicate that older people are less likely to take risks 

compared to their younger counterparts (Frank & Seaman, 

2023). They thus might be more cautious in their decision-

making and prefer to make decisions that are more safe and less 

risky. This means that age may have affected the outcomes and 

this control variable needs attention in future research. 

Another thing which could be important to consider is that the 

entrepreneurs were active within different branches. It could be 

possible that branches influence decision-making as each 

industry has unique challenges, requirements, and 

environments. Therefore these elements should be addressed as 

they might have had an influence on the outcomes. 

Lastly, the findings that on the one hand, relationships didn’t 

suffer for some interviewees and on the other hand, some 

interviewees had difficulties in keeping relationships because of 

being a founder may need more attention. It shows differences in 

stress factors and time management. These factors could have 

also played a role in their decision-making processes. It should 

be addressed more to get a better understanding of the influence 

of other factors like this on the decision-making of entrepreneurs.  

6.2 Theoretical contribution 
This research can give more understanding on the gendered 

effect of the use of decision-making styles in the entrepreneurial 

process. The finding that female entrepreneurs favor the 

affordable loss principle aligns with and supports existing 

literature stating that women are more risk-averse (Dohmen et 

al., 2011) and prefer minimizing potential losses (Schubert et 

al., 1999) and thus rely more on the effectuation framework. 

These findings contribute to the existing literature as it 

reinforces literature by providing empirical evidence that 

women focus more on minimizing potential losses as a means 

of managing risk effectively (Schubert et al., 1999). This 
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reinforces the idea that women are thus more inclined to use the 

effectuation framework as a risk management strategy. 

The finding that males also tend to use the affordable loss 

principle (55%) adds complexity to the literature that suggests 

male focus more on expected returns (Sarasvathy, 2001). It 

shows that while they might be less risk-averse than females 

(Powell & Ansic, 1997), they still consider risk management 

important, which challenges and refines existing literature. The 

findings of this research shows that future research should need 

to review and update current ideas about how male 

entrepreneurs take risks. 

The results show that both females (65%) and males (57%) prefer 

the means driven approach. This suggests that leveraging 

existing resources is a common strategy across genders. This 

finding is on one hand consistent with literature emphasizing 

women's use of personal skills and networks due to resource 

constraints (Brush et al., 2009), which thus supports existing 

theories about women’s entrepreneurial strategies. But the 

findings also show that men, despite having better access to 

resources (Kanze et al., 2018), still value using existing 

resources. This adds nuance to the literature and shows some 

contrast with them relying more on the causation framework 

because of their larger access to resources (Kanze et al., 2018) 

and because they face the same challenges related to balancing 

work and family responsibilities (McAdam, 2013). It shows that 

they do not prioritize this principle as much. This contradiction 

highlights the need to potentially update current theories about 

male entrepreneurial behaviors.  

6.3 Practical implications 
While gender differences in entrepreneurial decision-making 

slightly exist, the gap might be smaller than previously reported 

by literature, with both genders valuing risk management and 

resource utilization. This insight can influence how 

entrepreneurial support programs are designed, suggesting that 

risk management training and resource leveraging should be 

emphasized for both men and women. Recognizing the different 

needs and decision-making styles of male and female 

entrepreneurs can help incubators tailor their support services 

more effectively. Specifically, incubators can provide targeted 

training and mentorship that focuses on both effectuation and 

causation principles, preparing entrepreneurs to adopt a 

balanced approach. By doing this, incubators can help 

entrepreneurs manage the challenges of the entrepreneurial 

process successfully. 

7. FUTURE RESEARCH AND 

LIMITATIONS 
First, the plan was to get data with a group of people. But due to 

circumstances that were out of control, it was not possible to get 

all the desired data from this group. As a consequence, the data 

used was limited to a number of entrepreneurs that were 

interviewed. Also, the short time frame of this research 

contributed to the limited number of interviewees. The small 

number of interviews still gave in-depth and quality data. 

Another thing that can be seen as a limitation is the fact that these 

interviews were held with entrepreneurs in only the Netherlands. 

To address these limitations, future researchers could contribute 

to this research by including more entrepreneurs from different 

countries to get a more diverse and bigger database which is more 

accurate and more validated.  

Also, looking at what is discussed in the discussion, future 

research should explore the influence of other principles, such as 

the lemonade principle (leveraging contingencies) and the crazy 

quilt principle (forming partnerships) too. This would provide a 

fuller picture of how different aspects of effectuation/causation 

influence entrepreneurial behavior. Also, the other additional 

factors discussed such as the use of an incubator program, age 

and the branches they are active in, should be taken into 

consideration in future research. 

Looking at the theoretical contribution, the results indicate that 

future research should review and update current ideas about how 

male entrepreneurs take risks, as the findings suggest that they 

might also prioritize risk management more than previously 

thought. 

By addressing these limitations and exploring these future 

research avenues, researchers can build on the insights provided 

by this study and contribute to a more nuanced understanding of 

the role of gender in entrepreneurial decision-making. 
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10. APPENDIX 

Appendix 10.1 

Interview Questions 

Introduction 

I am a student in the bachelors program in Business Administration at the University 

of Twente. For the completion of my bachelor degree, I am conducting research on 

the gendered effect of the usage of the causation and/or effectuation decision making 

style of entrepreneurs. 

The interview consists of a number of open questions and will take about 30-60 

minutes. There are no wrong answers and you can always ask for clarification if 

something is not clear. With your permission, I will make an audio recording of the 

interview so that I can transcribe it later. To ensure anonymity, names that may be 

mentioned will be removed from the research report and the transcript of the 

interview. Do you have any questions before I begin the interview? 

Introduction of Entrepreneur and Company: 

- Can you briefly describe your entrepreneurial background and the company 

you are currently working on within the incubator? (Age, education, work experience, 

industry/core business, founding year, current entrepreneurial phase, etc.) 

- When did you first come in contact with the incubator? 

Idea & Pre-startup Phases: 

- Was the initial goal clear from the start, or was it more like "see where this is 

going to end"? 

- What role did the incubator play in the assessment of the opportunity? 

- How did your financial background influence your initial resource planning 

when starting your business? 

- Have you ever adjusted your business goals or objectives based on the 

resources available to you at the time? If so, how did you approach this decision-

making process? 

Startup & Post-startup Phases: 

- What did the process of starting the company look like?  

https://doi.org/10.1080/00472778.2020.1790292
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- What were you considering when you made business decisions? 

- How do you make decisions when it comes to potential risks and returns? 

- How much reliance did you place on predictive models (for example, market 

analysis, competitive analysis, and customer analysis)? 

- How did partnerships influence your business or decision-making? For what 

purposes are they used? Do you have any specific examples? 

- How did you deal with unexpected problems or events? Can you think of any 

examples? 

- To what extent did you have a clear goal for the future? What did this look 

like? 

- How did finances shape your approach to developing your business? 

- How did your financial situation when you started influence your use of the 

incubator’s resources? 

- Can you share your experience in accessing external financing for your 

business, including any -challenges or advantages you have encountered in securing 

funding from investors or financial institutions? 

- How do you manage financial risks? Do you tend to focus more on avoiding 

potential losses or more on maximizing potential gains? 

- How do you balance your family responsibilities with the demands of running 

a business? Have these responsibilities influenced your decision-making process in 

any way? If so, in what ways? 

- How has your age affected your decision-making process when starting your 

business, especially in terms of how you weigh risks and what decision-making 

strategies (effectuation/ causation) you have adopted? 

Influence of the Incubator: 

- To what extent did you use a planning process (business plan/model) 

throughout the development of the startup? Can you explain to me to what extent the 

incubator program imposed that on you. 

- How do you evaluate the role of the incubator during the startup process? 

- Can you cite specific instances where the incubator's guidance, resources, or 

mentorship influenced your decision-making. 

- What was the most pivotal moment of influence by the incubator in your 

view? 
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- Can you reflect on how satisfied you are overall with your experience with the 

incubator? (Was it supportive, or neutral or did you feel hindered in certain instances? 

Can you illustrate this with examples?) 

- Can you provide examples of how the incubator's support has been tailored to 

your financial needs? 

-  Is there anything else you would like to add? 

- What external partnerships has the incubator facilitated for your startup? 

- How has being part of the incubator connected you to the broader 

entrepreneurial ecosystem? 

- Looking back, how do you think the institutional context of the incubator has 

overall influenced your decision-making style? 

- What aspects of the incubator’s support and connections do you feel were 

most pivotal in shaping your approach to business decisions? 

Finalization 

- Thank the entrepreneur for cooperating. 

- Tell him/her he will receive the transcript in a few days. 

- Ask if the entrepreneur is interested in receiving a (digital) copy of the thesis 

once finished. 

Appendix 10.2 

Table 1: Interview participants 

Respondent Position Data collection 

F1 Co-founder Online videocall 

F2 Co-founder Online videocall 

F3 Founder Online videocall 

F4 Founder Online videocall 

F5 Co-founder Online videocall 

F6 Co-founder Online videocall 

F7 Co-founder Online videocall 

M1 Founder Online videocall 

M2 Founder Online videocall 
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M3 Founder In-person 

M4 Founder In-persoon 

M5 Founder In-person 

M6 Founder In-person 

M7 Founder In-person 

M8 Founder In-person 

M9 Co-founder Online videocall 

M10 Co-founder Online videocall 

M11 Co-founder Online videocall 

 

Appendix 10.3 

Table 2: Data structure; female entrepreneurs 

1st order codes 2nd order themes 3rd dimensions 

Getting as much free money 
as possible 

Affordable loss Effectual decision making 

Willing to make affordable 
personal sacrifices  

Using financial support 

Considering the finances 

Changing the financing plan 
from getting investments to 
bootstrapping 

Can’t avoid losses 

Conscious about burn rates 

Very low initial investment 

Difficulty to get external 
financing  

Adjusting to availability of 
resources 

Means driven (bird in hand) 

Being flexible 

Idea about the future is not 
ready yet 

Make maximum use of 
resources 

Seeing where it would end 

Spotting an opportunity 
based on their own existing 
knowledge and experience 

No clear initial goal 

Collaborating with other 
companies 
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Engaging with customers Commitments and self-
selected partnerships (crazy 
quilt) 

Incubator helps you 
connecting with others 

Using incubators large 
network 

Seeking guidance  

Engaging with stakeholders 
to create and pursue 
opportunities together 

Learning from something 
unexpected 

Leveraging contingencies 
(lemonade) 

Expecting the unexpected 

Being open minded in case 
of obstacles 

Gathering and incorporating 
customer feedback 

Making use of external 
financing 

Expected returns Causal decision making 

Trying to apply for grants 
because money is always 
scarce 

Spending money to make 
money 

Using a risk formula 

Making decisions based on 
financial risks 

Business guidelines has 
influence on decision 
making 

Goal driven 

Goal is clear 

Goals have influence on 
decision making 

Clear goals for the future 

Having a mission and vision 

Using a method with clear 
goals 

Guidelines that define 
company and helps stay on 
track 

Competitor analysis Market research and 
competitive analysis Using predictive models 

Looking for trends/market 
gaps  

Market analysis to see the 
potential 
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Appendix 10.4 

Table 3: Data structure; male entrepreneurs 

1st order codes 2nd  order themes 3rd  order dimensions 

Being willing to make 
affordable personal sacrifices 

Affordable loss Effectual decision making 

Deferred financial 
expectations  

Investing limited, small 
amounts of money, time and 
effort 

Finding unused resources in 
the local environment 

Limiting stakeholders’ 
commitments to levels that 
are uncritical to them 

Not borrowing any money 
from the bank 

Using their knowledge base 
to make decisions  

Means driven (bird in hand) 

Spotting an opportunity 
based on their existing 
knowledge and experience 

Leveraging existing skills and 
resources at hand 

Defining only rough visions 
while leaving the details 
open 

Leveraging existing networks 
for opportunity creation and 
identification 

Adjust to the availability of 
resources 

Seeking guidance from an 
incubator  

Commitments and self-
selected partnerships (crazy 
quilt) Engaging with potential 

clients to identify 
opportunities 

Exposing MVP to potential 
clients early on 

Co-creating business with 
customers 

Engaging with stakeholders 
to create and pursue 
opportunities together 

Co-creating business with 
stakeholders 

Trust-based flexible 
stakeholder agreements and 
commitments 
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Searching for right people 
with right knowledge 

Partners participate in 
decision-making process 

Strategic flexibility in 
response to market 
uncertainty 

Leveraging contingencies 
(lemonade)  

Accepting/gathering and 
incorporating unforeseen 
customer feedback 

Adapting plans to 
accommodate unforeseen 
events 

Actively exposing the 
company to outside 
influences  

Embracing unforeseen 
developments and 
opportunities 

Learning along the way 

Defining a clear direction and 
emphasizing its need 

Goal driven  Causal decision-making 

Basing actions upon 
expectations and predictions 

Searching and selecting 
partners based on 
predefined plans 

Defining and satisfying 
organizational needs 

Developing an extensive 
business plan 

Always having a plan to not 
operate under critical 
situations 

Having a clear general goal 

Analyzing financial viability Expected returns 

Searching for stakeholders to 
commit the amounts 
necessary for the execution 
of the plan 

Calculating expected 
financial outcomes/returns 

Borrowing money 

Carrying out non-systematic 
competitor and competitive 
positioning analysis 

Market research and 
competitive analysis 

Carrying out market research 

Acquiring resources through 
market contract-based 
agreements 
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