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While it is understandable that entrepreneurs are primarily focused on identifying and developing their ideas for a 

new product or service, eventually it becomes necessary to nestle those ideas inside a legal entity that will serve as 

the structure for launching a new business.  While entrepreneurs are often put off by the notion of having to deal 

with attorneys and “legal stuff”, those who are committed to building a sustainable company realize that finding 
and engaging an experienced, thoughtful and creative legal advisor is extremely important.  Many entrepreneurs 

rely heavily on suggestions of their peers for recommendations of prospective lawyers and the experiences of 

colleagues can certainly provide useful information.  However, forming a strong and reliable team of professional 

advisors is so “mission critical” that entrepreneurs should settle on a process to follow that covers several key 
features: identifying and understanding the legal advice that the entrepreneur will need during the launch phase; 

orderly exchange of information between the entrepreneur and the prospective attorney to determine the quality of 

fit and sketch out the scope of the initial activities and projects if the engagement moves forward; several 

conversations between the parties to assess “personal chemistry” and the ability and willingness of the attorney and 
his or her firm to take on the engagement and structure the relationship in a way that fits the entrepreneur’s 
financial situation; and negotiation of formal engagement letter that lays out the scope and terms of the attorney-

client relationship.  If the business involves multiple founders, the attorney should be able to counsel the group on 

prospective conflicts of interest to ensure that the specific needs and expectations of each founder are taken into 

account upon formation and organization of the new business.  Finally, the entrepreneur should get a sense of how 

the attorney intends to build and manage the attorney-client relationship and grow to become a trusted business 

counselor of the entrepreneur. 

 

Every new business must deal with various legal and regulatory requirements; however, technology-based 

companies looking to grow and expand must be particularly mindful of the potential problems and issues in this 

area.  While many entrepreneurs believe they can do their own contracts and use “self-help” books to form and 
organize their business, an experienced, thoughtful and creative attorney can be invaluable member of the launch 

group for any fledgling business.  While the role of counsel varies depending on the specific type of business and 

related activities, good legal advice will be essential in each of the following situations: 

 

 Selection of the proper form of legal entity for the new business and completion of formal legal requirements to 

properly form and organize the chosen entity. 

 Advice to the founders and other senior managers on their ongoing legal duties and responsibilities to current 

and former employers and practical assistance in helping the founders make the transition from their current 

employment activities without violating any general legal or contractual duties they might have to their 

employers. 

 Preparation of shareholders’ agreements among the founders and among the founders and outside investors. 
 Preparation and negotiation of key contracts between the company and its vendors, customers, employees and 

consultants. 

 Development and implementation of strategies for perfecting and protecting the company’s intellectual property 
rights. 

 Advice regarding compliance with statutory financial reporting and other disclosure requirements. 

 Advice regarding compliance issues in other substantive legal areas, including laws and regulations pertaining 

to taxation, labor and employment, real estate, antitrust and competition and securities offerings. 
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While experienced attorneys will generally have some general background in handling each of the listed situations, 

the rapid changes in legal and regulatory requirements typically dictate the use of a team of attorneys with collective 

expertise covering each of the areas of importance to the company.  This may include specialists in areas such as 

real property, tax, employment, and intellectual property.  In addition, as the company expands it operations into 

foreign markets, assistance from local counsel in each country or region may be necessary.  Coordination of the 

legal team is an important issue and should be supplied either by the principal contact at the company’s outside law 
firm or an attorney on the company’s payroll acting as the chief legal officer on the senior management team.   

 

Recommendations for good attorneys can be obtained through bankers, accountants, or consultants.  The founders 

can also contact the local chamber of commerce and/or trade associations.  However, the selection process is really 

quite personal, and the founders should always carefully consider the personality and competence of each candidate 

for the outside counsel position.  The selection process generally includes an initial interview and an exchange of 

information about the proposed business, the principals who will be involved in the business (i.e., persons who will 

participate as owners, managers, employees and consultants), and the services that can be provided by the attorney 

and his or her firm.  This information, which is generally collected before, and during, the initial interview meeting 

will be used to accomplish several things, including assisting the participants in addressing the issues that typically 

must be considered when starting a new business or purchasing or restructuring an existing business; identifying the 

specific legal issues that are relevant to the particular line of business and/or type of business entity; filling out 

various forms which may be required in order to apply for business licenses and preparing and filing required 

documents with regulatory authorities, including articles of incorporation, a certificate of limited partnership or 

articles of organization for a limited liability company; identifying potential conflicts of interest; establishing client 

files and billing procedures; and preparing a business plan and offering circular. 

 

A variety of techniques may be used for collecting information; however, the best method combines a 

comprehensive questionnaire, with additional questions at the initial meeting with the attorney.  With respect to 

proposed business activities, the founders should be prepared to provide a detailed description of the planned 

business, including the types of products and services which are to be provided by the business, the geographic 

regions in which the business will be conducted and the nature of the customer base; in the case of existing 

businesses, a brief description of the history of the business; a summary of any known prohibitions on the type of 

legal business entity which can be used to conduct the proposed business (e.g., state prohibitions on organization of 

banks and insurance companies into limited partnerships); and a description of any known economic or legal risks 

which may be associated with the business, including product liability, potential tort liability due to the hazardous 

nature of facilities provided or the services to be performed, known scarcity of raw materials and other inputs 

needed for production activities, or intense and aggressive competition. 

 

In addition, the best attorneys will seek information regarding each of the principals of the business, even those 

persons you will not be representing in connection with the launch of the business.  This information allows the 

attorney to check for any potential conflicts that need to be resolved prior to the time that the representation is 

formalized.  It also will allow the founders to make the proper choices regarding the management of the business, as 

well as the form of business entity that will be most compatible with their individual financial situations.  

Information that should be collected includes: 

 

 General information regarding each of the founders, including names, residence and mailing addresses, home 

and business phone numbers, e-mail and social networking addresses, facsimile numbers, social security 

numbers, birthdates and marital status, and any familial relationships among principals; 

 A description of the business and education background of the founders, which is often provided in the form of 

a resume; 

 The proposed division of ownership interests among each of the founders, as well as the percentage of the 

business which is to be owned by persons or groups other than the founders, such as outside investors or future 

employees; 

 The amount and form of contribution to be made by each of the founders to the initial capitalization of the 

business, including cash, physical assets, services or other items; 

 A description of the manner in which it is intended that the founders are to be involved in day-to-day operation 

and management of the business, either on a full-time or a part-time basis; and 
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 A description of the financial objectives of each of the founders with respect to participation in the business, 

including any desire for near-term cash income or for long-term capital appreciation and, if possible, summary 

information regarding the financial and tax situations of each of the founders.  

 

While much of information exchange during the initial meeting is from the founders to the attorney, this is the time 

for the founders to carefully assess the apparent competencies of the attorney and his or her ability to become and 

remain a trusted business counselor for the founders and the business they are seeking to launch and operate.  

Among the questions that the founders should consider are the following: 

 

 Does the attorney have the time to take on representation of the business? 

 Will other attorneys be involved in the representation and, if so, who will do most of the work?  

 How is the personal chemistry with the attorney?  Do the founders get a sense that they can trust the attorney 

and that he or she listens to their needs and problems? 

 Is the proposed fee arrangement acceptable? 

 Is the attorney willing to take the company’s financial constraints into consideration? 

 Has the attorney made a commitment to keep the founders up to date on the progress of the work and the 

associated costs? 

 Does the attorney have sufficient substantive experience to handle all the problems that might arise for the 

company?  Does the attorney have experience in the particular industry? 

 Is the attorney able to provide referrals to other business partners, such as investors or bankers? 

 

All participants should use the initial meeting to determine and clarify the goals and expectations of the founders, 

including the desired result and the timetable for completion.  If these goals and expectations are unrealistic, they 

need to be adjusted well before the engagement begins.  The attorney also needs to be realistic about whether or not 

he or she is competent to handle the work and whether he or she will be able to take on the particular project in light 

of other client responsibilities.  Before the meeting ends, the founders should specify what, if any, additional 

information they would like to receive from the attorney before making the final engagement decision.  If additional 

material, such as a list of similar transactions or references, will be delivered, the date of delivery should be agreed 

upon at the meeting.  In turn, a schedule should be established for the founders to deliver further documents that 

might be useful to the attorney in understanding the project.  If appropriate, the attorney might schedule a visit to the 

founders’ place of business to assist in searching for the necessary documents and get a better idea of how the 
business operates in a real time.  Once the initial meeting is over, the attorney will generally draft a brief letter or e-

mail to the founders summarizing the meeting and confirming any delivery deadlines or contingencies to the 

engagement.  All in all, it is clear that the founders and the attorney should be prepared to invest an appropriate 

amount of time in collecting and reviewing the information needed in order to achieve agreement on the legal 

matters that should be addressed during the course of the representation. 

 

Once the founders have agreed upon legal counsel for the new venture, steps must be taken to formally establish the 

attorney-client relationship.  Both the founding group and the attorney will want to enter into some form of 

agreement for services, such as an engagement letter, that sets out the scope of the services to be provided; specific 

fee arrangements, including hourly billing rates of attorneys who will be working on client matters and special 

exceptions such as fixed fees or “fee caps” for specific projects; the duties and obligations of the client with respect 
to being truthful and cooperative and relaying current developments relating to the engagement; the duties and 

obligations of the attorney to keep the client informed about the progress of matters handled during the engagement; 

billing procedures for fees, costs and expenses, including retainer arrangements; rights and procedures for 

termination of the engagement; and remedies in the event that the client breaches its obligations to the attorney. 

While founders often view engagement letters as boilerplate contracts, the engagement process should be seized by 

both sides as an opportunity to delve into the scope and terms of what inevitably turns into a significant relationship 

and achieve a meeting of the minds regarding the goals of founders and their expectations regarding the services to 

be performed by the attorney (see Table 1.6). 
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Table 1.6 

Matters to Consider Regarding Scope and Terms of Attorney-Client Relationship 
 

• Who specifically will be the client of the attorney?  Attorney-client relationships may be created with business 

entities and/or with one or more of the individual founders of the entity and identification of the client is an 

essential step in identifying potential conflicts of interests. 

• What are the goals of the founders with respect to the proposed engagement? 

• What are the expectations of the founders with respect to the specific role the attorney will play with respect to 

achieving the company’s goals? 

• What are the most significant risks and challenges that may undermine achievement of the goals set by the 

founders? 

• What are the specific tasks and activities that will be expected of the attorney during the course of the 

engagement? 

• Are there any areas of law and/or specific tasks or activities that are outside the competence of the attorney?  If so, 

the attorney should discuss alternative sources of services in order to achieve the client’s goals. 
• What are the major responsibilities of the founders and the company with regard to the engagement?  Among 

other things the founders and company should expect the need to fulfill certain duties relating to payment of bills 

on time; providing certain information to the attorney; completing specifically identified portions of the work 

which is the subject of the engagement; and keeping the attorney informed about the company's address, telephone 

number and whereabouts so that the attorney can fulfill his or her duties. 

• What is the schedule, if any, for completion of the work, including any significant deadlines? 

• What will be the fee arrangements and billing procedures, including responsibility for expenses incurred by the 

attorney in the course of performing the services? 

• What will be the understanding of the parties with respect to procedures for discharge and withdrawal from the 

engagement? 
 

Assuming the attorney has the requisite skills and experience to advise the founders on each of the matters 

mentioned above (e.g., selection of the proper form of entity, preparation of agreements among the founders and 

among the founders and outside stakeholders; contract drafting and compliance requirements), the actual terms of 

engagement may provide that the attorney will render “outside general counsel services” to the selected legal entity 
and the engagement letter will typically enumerate specific tasks and activities such as business/legal advice, 

securities law compliance and preparation of offering documents, contract review and negotiation, employment 

matters, corporate governance counseling, management of intellectual property rights and selection and oversight of 

outside counsel handling litigation matters.  The engagement letter should identify the attorney who will be 

principally responsible for managing the engagement and he or she should be the person that the senior managers of 

the entity can turn to for advice on how to address a specific legal or business issue.  Other attorneys working with 

the “principal attorney” may be involved in providing certain services under the engagement letter; however, the 
principal attorney must be committed to staying involved with the engagement and carefully monitoring the work of 

all attorneys involved and making sure that the work adheres to mutually agreed schedules and budgets and that the 

overall relationship is proceeding as expected. 

 

One important matter to consider at the outset is the possibility of actual and potential conflicts of interest that may 

restrict their ability to render independent advice and guidance to the business and/or its founders.  A number of 

situations may create concerns including provision of financial assistance to the client or payment of the client’s 
legal fees by another party; however, when an attorney is involved in launching a new business the most common 

issues evolve around representation of multiple clients—for example, two or more of the founders or the founders 

and the separate legal entity selected for operation of the business (see Table 1.7). 

 

Attorneys are often chosen based on a prior, presumably favorable, experience that one of the founders had with the 

attorney.  While an existing relationship is generally a good thing in terms of communication, prior representation 

also raises, at a minimum, the appearance of favoritism in the event of disputes among the founders.  Generally, if 

an attorney is requested to undertake or continue representation of multiple clients that have potentially differing 

interests, careful consideration must be given to the possibility that the attorney’s judgment may be impaired, or his 
or her loyalty divided, if the attorney continues or accepts employment.  For example, in those cases where the 

interests of two or more founders may differ during the organization of the new legal entity, the attorney should 
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determine and make clear with each participant the identity of the participant whose interest the attorney is actually 

representing during the organization period.  The attorney may act as an impartial representative during the period of 

organization, provided that the attorney fully discloses any present or former relationship between the attorney and 

any of the founders.  If the attorney actually serves as an impartial representative during such period, the attorney 

may not thereafter represent any of the founders in any dispute that arises concerning such matters.   
 

Generally, lawyers are prohibited from concurrently representing clients with conflicting interests except with their 

informed written consent. Typically, informed consent requires that full disclosure must be made to the client(s) of 

the specific circumstances in which a conflict may arise and the actual or reasonably foreseeable adverse effects of 

those circumstances upon the representation. Then, the client(s) must execute an explicit acknowledgement and 

waiver of any identified conflict and affirmatively consent to the proposed representation.  Prudent counsel will 

clearly advise each of the founders that they have rights, and should avail themselves of the opportunity, to consult 

their own separate counsel to protect their individual interests in forming and organizing the business.  Even if a 

waiver is granted at the beginning of the relationship, the attorney should carefully monitor potential problems as 

time goes by to determine whether an unforeseen conflict arises that will necessitate revisiting the propriety of the 

joint representation. 

 

Table 1.7 

Matters to Consider Regarding Prospective Conflicts of Interest 
 

• Is there a pre-existing relationship between the attorney and one of the clients? 

• Does the proposed scope of work for the engagement raise the possibility that the attorney will be advising more 

than one of the clients on issues as to which the interests of the clients may conflict? 

• Has the attorney clearly and specifically discussed actual and potential conflicts of interest with all of the clients at 

the same time and in the same manner? 

• Has the attorney prepared and sent a disclosure and waiver letter to each of the clients and obtained their written 

consent for waiver of any conflicts? 

• Is the attorney mindful of the need to continuously analyze for potential conflicts of interest as the engagement 

plays out and more facts come to the attention of the attorney? 

• Is the attorney mindful of the need to continuously analyze for potential conflicts of interest whenever a new client 

appears on the scene?  Examples include additional founders of a new business and/or new officers and employees 

of an organizational client who may be hired by the founders. 

• Does the attorney have a practice of preparing clear illustrations of potential conflicts of interest as part of the 

disclosure process that leads up to solicitation of waivers?  Attorneys should prepare a model disclosure package 

for common agreements and transactions such as preparation of a buy-sell agreement for the founders of a 

corporation and preparation of partnership and operating agreements for partnerships and limited liability 

companies. 

• Does the attorney have a list of reliable and competent attorneys who can be recommended to clients as resources 

for effective independent representation? 

• Does the engagement include the possibility of a transaction between the attorney and the firm other than the 

routine fee-for-services arrangement? Special care should be taken to insure that the terms of the transaction are 

fair and reasonable to the client and the client has had an opportunity to seek the advice of independent counsel. 

• Is the attorney expected to serve as a director and/or officer of an organizational client?  While an attorney can 

bring legal expertise to his or her role and serve as a mediator among other principals of the organization, the 

client and the attorney must be mindful of issues surrounding loss of attorney-client privilege, board 

independence, insurance coverage and the overall effectiveness of the attorney-director's participation on the 

board. 

• Does the attorney insist upon new and additional waivers as facts and circumstances change even if a waiver has 

already been obtained at the beginning of the engagement? 

• Does the attorney regularly and consistently include clauses in contracts that highlight the need for the signatories 

to seek advice of separate counsel? 

• Does the attorney have procedures in place in advance to deal with conflicts and disputes that may arise among 

clients that may eventually be based on facts and circumstances that raise concerns of a conflict of interest at the 

beginning of the relationship?  Even if there is a valid waiver in place the attorney should not sit idly by if discord 

breaks out among clients; however, the clients need to be reminded about the limits of the attorney’s ability to take 
sides in any dispute. 
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Once the attorney-client relationship is up and running, both parties can take steps to increase the efficiency of the 

engagement and keep legal fees in check. For example, attorneys with experience in representing new businesses 

should be able to provide the founders with checklists and questionnaires that they can use to become familiar with 

the important legal and business issues in a specific transaction before they come in to meet with the attorney. This 

can save time and makes the drafting go much quicker. Moreover, the founders are then in a better position to 

respond to issues raised by other parties. The attorney should also make an effort to collect as much information 

regarding the proposed business and its principals as he or she can at the outset of the relationship.  In turn, the 

founders should take the initiative in keeping the attorney informed about their business and the industry in which 

they are involved. In so doing, the attorney can give the founders an early warning on potential legal issues that 

might create trouble for the business if left until a later date.  For example, the founders should make an effort to 

ensure that the attorney is able to have a good understanding of the products and/or services that the company will 

be offering and the customers within the company’s target market so that the attorney can formulate advice with 
respect to compliance with all relevant government rules and regulations, such as environmental laws and product 

testing and safety standards, that must be satisfied in order for the company to quickly and efficiently pursue its 

strategy. 

 

Building and Managing Attorney-Client Relationships 

 

The following article provides guidance to attorneys on how to effectively build and management client relationships.  

While written for attorneys, founders may find the discussion useful in making their own assessments regarding the level 

of attention they are receiving from their attorney and whether the attorney is doing all that he or she can to provide value 

to the founders and their business. 

 
While it may seem that the hardest part of any client relationship is actually convincing the client to engage you there is 

obviously far more to it than simply signing the services agreement or engagement letter.  You must pay careful attention to 

diligently and competently completing the agreed services and must also learn and apply basic principles of client 

management to fulfill your professional responsibilities to the client and earn the trust of the client so that additional work will 

be available to you in the future.  The best practice development and marketing program in the world will ultimately fail if 

you are not able to maintain client satisfaction.  Hundreds of books and articles have been written on client management; 

however, it remains all too common for clients to complain that their attorney is not responsive to their needs.  So, it is 

important for you to adhere to some basic rules calculated to build and retain a loyal client base.  First of all, make sure that 

you are always available and accessible to your clients.  Second, make an effort to know and understand the client’s business 
and use that knowledge to provide legal advice that is accurate and practical.  Third, make an effort to humanize the attorney-

client relationship and make clients more comfortable with the law firm environment.  In that regard, while clients should be 

treated respectfully and professionally, you should also look for opportunities to personalize the relationship by recognizing 

the unique styles, interests and needs for the persons you are working with.  Fourth, look for ways to help clients improve and 

expand their own “toolbox” for managing their businesses.  For example, as you build your own network of potential referral 
sources you’ll run across non-lawyer advisors and consultants who may be willing to collaborate with you in creating 

seminars and other programs for your clients on important topics such as negotiation skills, networking, marketing and 

advertising, insurance, budgeting and small business planning.  Finally, don’t be afraid to seek out the opinions of your clients 
regarding the services that they are receiving from you and your firm.  This is an area where your firm should be able to help 

you by creating a formalized feedback program that collect and analyzes information from your clients that is relevant to 

assessing whether or not you are being an effective business counselor. 

 

Client communications are an essential element of the attorney-client relationship and you should always keep the client 

reasonably informed about the status of pending matters and consult with the client concerning decisions that need to be made 

about the matter.  When consulting with the client, don’t assume that the client knows the law or all the background about 

discussions you may have been having with attorneys for other parties.  You need to make sure that you explain the issues to 

the extent reasonably necessary to permit the client to make informed decisions.  You also need to stay in touch with clients to 

monitor the level of service and client satisfaction.  Client communications can also serve as a vehicle for informing the client 

about events and resources that may ultimately lead to expansion of the engagement.  For each client, you should develop a 

strategic program that incorporates your standards for responsiveness, communication and added value.  Many firms publish 

newsletters for distribution to clients or send their clients periodic updates covering changes in the law that might be 

applicable to the client’s business.  In addition, firms should not ignore the value of in-house marketing, or “cross-selling,” 
designed to educate clients about the skills of other attorneys in the firm.  Ideas in this area include seminars at the firm’s 
offices that provide opportunities for the client to meet other attorneys. 

 

Source: A. Gutterman, Business Transactions Solutions (Eagan, MN: Thomson Reuters Westlaw), §§ 3:1 et seq. 
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The founders should continuously monitor and assess the quality of the services they are receiving from their 

attorney.  Since founders can generally not be expected to know and understand all of the metrics that should be 

considered in evaluating the level of satisfaction on the client side of the attorney-client relationship, it may be 

useful for them to develop their point of reference by looking at the types of questions that law firms typically pose 

to client in surveys of client satisfaction (see Table 1.8).  These surveys, which are now usually done online, include 

an established set of questions and the opportunity for clients to provide addition comments. Law firms use different 

types of methods for eliciting responses in their survey.  For example, some questions ask clients to provide a rating 

of their satisfaction of the overall representation and specific aspects of the representation such as the ability of the 

attorney to listen to the client’s needs and clearly and patiently explain the issues relevant to a particular case or 
project.  Law firms also collect information regarding how clients became aware of the firm and the criteria that they 

used in selecting the firm.  Other areas of inquiry in law firm surveys include the competence of office staff and the 

quality and utility of the information that the firm makes available to clients on its website.  The questions taken 

from a review of the firm’s own survey should be supplemented by specific promises the founders may have 
received from the attorney at the beginning of the client engagement.   

 

Table 1.8 

Questions for Assessing Client Satisfaction in Attorney-Client Relationship 
 
 Overall, how satisfied are you with your representation by the firm? 

 Which attorneys primarily worked on your case? 

 What was the timeframe in which you were an active client? 

 How did you learn of the firm? 

 What criteria did you use when selecting us as your counsel? 

 Please indicate how well each of the following statements describes your representation by the firm: 

 Was qualified and knowledgeable about the law pertaining to my case 

 Listened to me and understood my needs 

 Worked closely with me to provide guidance for reaching my goals 

 Clearly and patiently explained the steps to be taken in connection with my case and the timetable for 

completing all necessary actions 

 Clearly explained what they would be doing for me and followed through on their commitments 

 Was accessible when needed 

 Returned correspondence in a timely manner 

 Acted in my best interest 

 Provided a knowledgeable point of view on how the courts tend to rule in similar case situations 

 Had the ability to plan effectively for litigation or an alternative course of resolution 

 Made complex information easier to understand 

 Kept me involved and up to date on the status of my case 

 Did you feel that more or less of your case should have been handled by more senior attorneys and why? 

 Did you feel that the office staff was knowledgeable? 

 Did you feel that the office staff was courteous? 

 Did you feel that the office staff was professional? 

 Did you look at the firm's website?  If you did look at the firm's website, what did you find helpful about it? 

 In your opinion, what should we do in order to make our website more helpful; were there any items you were 

looking for that you could not find? 

 What did you feel your attorney did very well? 

 How do you feel you could have been better served by the firm? 

 Did you feel that the fee advance was adequately explained to you and as set forth in the fee agreement and, if not, 

what suggestions would you have for improvement? 

 Did you regularly receive bills for your case and were you easily able to understand your bill and the status of 

your account as set forth on your billing statement and, if not, what suggestions would you have for improvement? 

 Did you feel the firm was reasonably priced for the services provided and, if not, what suggestions would you 

have for improvement? 

 How likely would you be to use the firm in the future if you need legal representation? 

 How likely would you be to recommend us to a friend or colleague? 
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__________ 

 
This is an excerpt from the 2015-1 Edition of the Growth-Oriented Entrepreneur’s Guide to Entrepreneurship and you can get 

your full copy of the Guide and/or other sample chapters and publications on growth-oriented entrepreneurship by contacting the 

Growth-Oriented Entrepreneurship Project (www.growthentrepreneurship.org).  Copyrighted © 2015 by Alan S. Gutterman.  All 

the rights of a copyright owner in this Work are reserved and retained by Alan S. Gutterman; however, the copyright owner 

grants the public the non-exclusive right to copy, distribute, or display the Work under a Creative Commons Attribution-

NonCommercial-ShareAlike (CC BY-NC-SA) 4.0 License, as more fully described at http://creativecommons.org/licenses/by-

nc-sa/4.0/legalcode. 
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mission the Project is involved in the preparation and distribution of Guides for Growth-Oriented Entrepreneurs covering 

Entrepreneurship, Leadership, Management, Organizational Design, Organizational Culture, Strategic Planning, Governance, 

Compliance, Finance, Human Resources, Product Development and Commercialization, Technology Management, 

Globalization, and Managing Growth and Change. 
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