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ABORIGINALS URGED TO TAKE CONTROL > 

What does it take to succeed in business? 

Countless volumes have been written on what makes a business-
person successful. While each has its own angle, most acknowledge 
that it's a combination of key traits. According to one expert on the 

subject, it takes a mix of intuition, 
wisdom, creativity, innovation, 
entre reneurial giftedness and 
mail gerial talent. 

Larisa Shavinina, an interna-
tionally renowned professor of 
management at the Université du 

Québec en Outaouais, points out 
that the brightest names in business 
can pull from an array of entrepre-
neurial tools at their disposal. 

"When Michael Dell decided to 
expand his young computer compa-
ny internationally, they told him he 
was out of his mind," she says. Yet 
Dell's first international expansion 
was to the United Kingdom in 1987 

and the business was profitable from 
its very first days. 

According to Shavinina, all but 
one of the 22 reporters at the press 

conference announcing Dell's expansion 
predicted failure. They said it was a bad 
idea, that the direct business model was 
an American invention that would not 
work in other countries. Even Dell 
employees believed it was silly. 

So what does Dell's success say about 
leadership? In his own words, the lesson 
is "believe in what you're doing. If you've 
got an idea that's really powerful, you've 
just got to ignore the people who tell 
you it won't work, and hire people who 
embrace your vision." 

Shavinina says that it was also tough 
going for other business superstars, like 
Sony's Akio  Monta.  

Monta  could not find American 
distributors for Sony products—the 
same line of products that later included 
Sony's ubiquitous (and profitable) 
Walkman. "Sony's Walkman is one of 
the best examples," says Shavinina. "It 
emerged despite strong market research 

see page 7 - Market research 
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Finding success in business requires a 
combination of key traits, says one expert. 

CanadExport to go electronic! 
Starting in November 2006, CanadExport will be moving to an electronic format distributed by email. 
Like the paper edition, the new CanadExport will provide trade news and events, advice and market intelligence 

to exporters every two weeks. But it will also have expanded content, be delivered on a more timely basis and 
contain live links that connect exporters to websites including InfoExport, Invest in Canada and ExportSource. It 

will also link to trade commissioners directly. 
Current subscribers should watch this space for further details or send their name and subscriber number by 

email to canad.export@international.gc.ca  to be on the new mailing list. We're confident that you will enjoy and 
profit from the new CanadExport. 
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