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Abstract

Most tech start-ups fail in the first 2 years since inception. Research attributes this to economic climate, team issues, product market fit or asymmetric capital information. What if predictable information related to start-ups success or failure are related to entrepreneurs’ profile and pre-determined bias? This research design intends to investigate hypothesis related to correlation between tech entrepreneurs’ motivation profile, cognitive biases, and the overall financial company outlook. We present a research design and formulate hypotheses that are going to be investigated in a longitudinal study on 250 European tech entrepreneurs.    
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Business model innovation is often approached by start-ups as a significant competitive advantage, that improves financial performance and assure market survival. But many tech companies fail to achieve the desired performance (CB Insights, 2021). Creating a new product, service or business model innovation causes fundamental changes to the way a company delivers its value proposition, which comes with its fair share of risk, uncertainty and ambiguity, a burden that needs to be managed.

The widest used business model innovation framework (Osterwalder A. &., 2010) is studied in every pre-accelerator, and every tech start-up knows the essential elements of a successful innovative business model. But many innovation processes either fail or do not obtain financial support from external sources of the firm (external sources of funding – investment funds, angel investors, grant bodies, innovation communities, etc.) or internal (allocation of the budget corresponding to such investment versus maintaining the status quo). 

Why do we rationally know what to do but we fail to do it, almost every time?

Our research questions the fact that entrepreneurial decisions are mainly based on non-rational factors, explained by behavioural theory or concepts that relate not only to financial logic, but mostly to psychology. We are still governed by our non-rational primitive brain, even if Venture Capital firms and finance professors tell us different.
Existing literature in the field of entrepreneurial decision-making argues that entrepreneurs who have a specific cognitive model (high trust in their ability) manage to achieve superior performance as compared to entrepreneurs who lack such a perception of personal effectiveness. (Ladd, 2021)

Our research design, part of a doctoral research, explores possible relationships between the financial performance of start-ups that have adopted innovative business models, the various sources of funding for innovation proposed and cognitive-decision models that have led to the adoption of the innovative business model or the choice of a specific source of funding for these models.

Using notions of neurofinance, emotional finance and cognitive psychology, the paper aims to identify heuristics of important entrepreneurial financial decisions and the impact of non-rational aspects, including intrinsic biases and motivation profile of investors or decision makers, on the financial performance of tech startups that have engaged in risky endeavours, such as that of an innovative business model.

We will start the research design by looking at researchers' approaches to the non-rational way of making important decisions, in a risky and unpredictable environment, such as innovation of business models, and the importance of biases and entrepreneurial motivation profile in adopting such model.

In the second part of the research paper, we will look at various sources of financing for innovative business models and biases or cognitive processes that affect the choice of entrepreneurs relative to them. To do this, we will look at a sample of companies that are participating in pitching and grant competitions inside European Innovation & Technology Institute programs. The tech start-ups have innovative offering towards healthcare sector and food sector. We aim to track their evolution of financial indicators over a minimum of 2 years. A special category here would be women led tech startups.
In the third part of the research paper, we will consider applying the principles of behavioral economics and analyse the behavioral entrepreneurial profile and heuristics and the financial performance of the companies analysed.
The research is focused on SMEs (according to their European definition, which account for 99% of all businesses in Europe (European Commission, 2003)), unlike most studies that analyse the performance of innovative business models from the perspective of large, publicly listed performance companies. 

Our research aims to clarify how tech start-up owners (the entrepreneurs) build and communicate their value proposal, how they manage (or mostly not) to avoid behavioural or decision-making biases, all these aspects dramatically affecting overall financial performance and business success potential. 
RESEARCH OBJECTIVES

The main objective of the research proposal would be to create a theoretical model necessary to entrepreneurs to make financing decisions for innovating their business model and to communicate the value created by them to investors, in a manner that avoids behavioural or decision-making biases, and ensures that the financial performance indicators pursued are achieved.

Objective 1: Defining and characterizing innovative business models in terms of how entrepreneurs take financing decisions for that purpose, related to the  value created and perceived by the entrepreneur

Objective 2: Identify the main defining elements for the behavioural profile and biases used by entrepreneurs that determine their financing decisions of innovative business models

Objective 3: Perception of value created by innovative business models, from a rational (financial indicators) and non-rational point of view (decision-making process based on emotions, cognitive biases and the motivational profile of the entrepreneur)

Objective 4: Testing for correlations between entrepreneurial motivational profile, entrepreneur cognitive biases, access to funding and business model performance (based on biases and behavioral factors)

Objective 5: Develop a methodology to help entrepreneurs, financiers and investors identify the skills needed to finance innovative business models, going beyond the cognitive biases that may arise in the process.

The study also aims to analyze the course of entrepreneurs who, although they  initially obtained funding, did not achieve the successful implementation of the innovative business model,  thus going beyond the limitations of research that, for the most part, focus on successful entrepreneurs .(Rauch & Frese, 2007)

Objectives 1-4 are objectives that serve the academic purpose and aim to contribute to the literature by examining the link between behavior biases, the entrepreneurial profile, the innovative business model, and its chances of obtaining funding that leads to medium-term financial performance.

Objective 5 aims to bring value to practitioners and investors. This group would benefit from understanding the decisional behavior and could make better, inclusive financing decisions. The model could provide predictive counselling to entrepreneurs to successfully implement the business model innovation process.
APPROACHES AND METHODS TO BE USED

The contribution to the literature will be achieved through two approaches.

First, by introducing the concepts of decision-making biases, emotional reasoning, motivational profile, and the principles of neurofinance and emotional finance in the process of financing and communicating the value created by business model innovation, the research aims to contribute to a new behavioral finance research direction.  We aim to develop a theoretical model that guides human decision-makers, in making business decisions as rational as possible, consciously taken in a context of risk and uncertainty, impacting the company’s financial performance. Such research could also help with properly communicating the potential value created by business model innovation, in marketing campaigns, attracting investment funds or shareholder communication, so that behavioural biases that may lead to erroneous financial decisions would be reduced.

Second, we will analyze these factors in start-ups and SMEs, thus contributing to the development of research linking business model innovation with this category of companies, most globally relevant by the job potential created. (OECD, 2019)

The paper will be organized as a critical literature analysis, on existing research of business model innovation and financial performance impacting factors, the rational and non-rational decision-making of entrepreneurs and other decision makers, and the way in which messages, related to the value created by the business model and the risks perceived as associated with them, are transmitted, and received. The analysis was carried out in the form of a qualitative content analysis of the articles published in the literature.

We will continue with the exposition of research hypotheses and describe the proposed research model.

Regarding addressing objectives 3 and 4 of the research paper, we aim to use case studies techniques, performing structured interviews with managers of SMEs who have introduced innovative business models and obtained funding, followed by testing the correlation between their tendency towards cognitive biases, the way they have communicated, internally and externally, the value proposition, the financial performance achieved and their motivational profile. 

In this doctoral research proposal, we want to deepen the role of human characteristics and capital in making investment financing decisions in new business models.

We aim to conduct an empirical study to investigate research hypotheses, with a quantitative and post-positive approach, in which we will first identify the hypotheses based on a detailed analysis of the existing literature in the field and test them on the database with information obtained from entrepreneurs.

The proposed research method will be mixed:

3.
in the form of an exploratory study based on which we will build an experiment. Such a research design is recommended when phenomena are complex and understood only partially, so it is suitable for investigating the proposed multi-dimensional hypotheses, to understand the role of decision-making biases in financing innovative business models.(Yin, 2009)

followed by:

4.
 the quantitative analysis of a representative sample of companies proposing innovative business models in national and international funding competitions. 

The research analysis unit will be the contractor or the person on the team with the responsibility to interact with the financiers or investors. It will go through a series of questionnaires, psychometric testing, and interviews to determine possible cognitive biases and entrepreneurial profile from a behavioral perspective. 

The entrepreneurs’ sample that will be interviewed (questionnaires, case study and Reiss Motivation Profile) will be at least 200 cases, that will be followed through a period of 2 years for positive or negative financial business outcomes.

The variables considered relevant for the analysis of innovative business models, which will be the subject of the analysis, are presented in the table below:

	Variable
	Cognitive Size
	indicator

	Cognitive bias
	optimism
	1. Prospects for developing the innovative business model
2. Entrepreneurial capacity 

	
	Planning error (planning fallacy)
	1. Touch Goals
2. Time Frame

	Entrepreneurial motivational profile
	16 basic desires
	Reiss Motivation Profile (RMP) assessment

	

	Type of funding
	
	

	Financial performance
	Financial performance indicators
	


Since we aim to eliminate bias from entrepreneurial decision-making process, we will use Reiss Motivation Profile as a psychometric testing that will be administered to entrepreneurs. The 16 fundamental motives from the Reiss Motivation Profile (RMP) bypass the linguistic bias intrinsic to the Five-factor Model (FFM) of personality (Costa & McCrae, 1992). Also, literature reviews believe that only 5 factors may not be enough to express all the individual differences amongst people. 
Bias elimination will also be ensured via administering the psychometric test via an online platform, guaranteeing subject objectivity when taking the test.
Reiss Motivation Profile’s 16 Basic Desires is a statistically valid indicator of a person's individual basic desires, motives, and values. “When you know your own basic desires, it is possible to develop true value-based happiness and improve your performance in many areas of life” (Reiss, 2015). 16 Basic Desires is the only tool that has been developed through empiric testing. That is why it is the only test that can truly predict behaviour in natural environments.
According to Steven Reiss research, the 16 Basic Desires are:

· Power: Striving for influence, success, achievement, guidance

· Independence: Striving for freedom, self-sufficiency, autarky

· Curiosity: Striving for knowledge, truth

· Acceptance: Striving for social acceptance, affiliation, positive self-value

· Order: Striving for stability, clarity, good organization

· Saving: Striving for accumulation of material goods, property

· Honor: Striving for loyalty, moral integrity

· Idealism: Striving for social justice, fairness

· Social Contact: Striving for friendship, joy, humor

· Family: Striving for a family life, nurture of own children

· Status: Striving for prestige, wealth, title, public attention

· Vengeance: Striving for competition, fight, repayment

· Esthetics: Striving for beauty and arts

· Eating: Striving for food and "dishes"

· Physical Activity: Striving for movement, fitness

· Tranquility: Striving for relaxation, emotional security
This study aims to associate the 16 basic desires with entrepreneurs’ behavioural and decision- making process.
The method of data collection will be based on interviews, Reiss Motivation Profile survey and questionnaires. 

Testing of research hypotheses will be done through an experiment that identifies how decisions are made - using conjoint analysis. This analysis is a suitable technique to break down decisions into component parts and to analyse the cognitive process behind them. It simulates real-time decision-making and minimizes errors that are inherent in post-hoc studies (retrospective bias). In the experiments carried out with the conjoint analysis, respondents are presented with a series of hypothetical profiles that vary based on multiple combinations of the specific attributes investigated, based on which they decide. (Franke, Gruber, & Harhoff, 2008)
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Figure 1 Conceptual Franework of Drivers of Innovative Tech Startups
Business model innovation has been considered a strategic priority since 2006 when, in a global report involving 765 CEOs and executives, it emerged that those companies involved in business model innovation had higher (Pohle & Chapman, 2006) operating profit margins and those involved in generating innovative services and products or in operational innovation had retained their margins during the 5-year period in which the study was conducted.
Innovative business models from diverse perspectives have been analyzed in the literature from multiple perspectives, but we note the proposed classification of the adapted below: (Martins, Rindova, & Greenbaum, 2015)
	Strategy current
	Definition of business model
	Sources of change
	Ideation
	Result of the business model innovation process

	Rational positioning
	Optimal design of activities and systems in an organization that manages major interdependencies
	External shocks
	Optimization of components based on economic rational analysis of their relations
	Business repositioning for contextual and strategy compatibility 

	Evolutionary learning
	Optimal design of activities and systems in an organization that manages major interdependencies
	Uncertainties caused by external shocks
	Nonspecific process of entrepreneurial knowledge and discovery that produce an entrepreneurial hypothesis
	Evolutionary design with gradual integration of small changes

	Cognitive
	Cognitive structures that organize managerial interdependencies
	Schematic change processes:
Analog thinking
Combination of concepts
	Using concepts to transfer knowledge needed to reorganize or modify the classic business model
	A reconfigured business model incorporating an activity and relationships structure for which the potential to create value in a fundamentally different context has been demonstrated


Approaching the subject from a cognitive perspective makes sense to link the field of research to innovative business models with elements of behavioral psychology, cognitive biases and neuro-economy.
INNOVATIVE BUSINESS MODELS AND COMPANY PERFORMANCE

In research to date, it has been recognized that an innovative business model has a positive effect on value creation, value propositions and value capture. For , the business model is the main driver of the organization's performance and an opportunity that can lead to a competitive advantage. In an empirical study of the Australian pension fund industry, they identified a positive correlation between the innovative business model and the operational performance of the sample analysed.(Teeec, 2010)(Hartmann, Oriani, & Bateman, 2013)

High risks and uncertainty are commonly associated with an innovative business model. Companies that start on this road must assume certain bottlenecks and barriers. An innovative business model can allow a company to operate an unoccupied niche, serve a latent market need, or open a completely new market. Research in the field demonstrates increased performance of innovative business models or increased potential to use innovative technologies through such a business model (Chesbrough & Rosenbloom, 2002).(McGrath, 2010)(Zott & Amit, Business Model Design: An Activity System Perspective, 2010)

The resources needed to develop an innovative business model are not only in the form of financed capital, but also in the form of human capital, necessary technology or other intangible resources owned by the company. A skill required for entrepreneurs to successfully implement an innovative business model is to recognize opportunities, whether it is to identify timely resources or new business opportunities. The resources required for such a process will be recomposed in a complex process to produce something that did not exist previously(Shane, Locke, & Collins, 2012) (Baker & Nelson, 2005)

To support the implementation of an innovative business model, entrepreneurs need to attract potential investors or sources of funding by presenting comprehensive information on financial projections. Cognitive biases on the part of the entrepreneur are also expected to occur in the process of communicating this information. Cognitive biases may take the form of a sub-assessment of financial or business risks, the period necessary to recover the initial investment or the overestimation of the chances of obtaining a necessary market share. The literature in the field draws various conclusions about the link between cognitive biases and the financing decisions of an enterprise: from not identifying any correlation, to being positively or negatively influenced, especially when the entrepreneur is in the company of well-informed potential investors.  (Adomdza, Åstebro, & Yong, 2016)(Adomdza, Åstebro, & Yong, 2016)(Lee, 2016)(Schwardmann, 2019)

As such, it can be concluded that this would be an area with additional research potential. 

Regarding the link between the performance of a business as a result of obtaining funding and entrepreneurial cognitive biases, and here previous research exposes various conclusions: from the existence of a negative relationship between the optimism of the entrepreneur and the performance of the company, when he manifests a medium-high level of cognitive bias, to a positive correlation between optimism and the performance of the company or between trust and performance .(Åstebro, 2007)(Scheier, 2001)(Compte, 2004)

Similarly, considering the conflicting results of existing research, this might be an area with additional research potential for the analysis of potential correlation between the performance of the innovative business model, its source of funding and the cognitive or emotional biases of entrepreneurs.

INTERSECTION WITH BEHAVIOURAL FINANCE

Behavioral finance theory rejects the assumption of investors' rational behavior and explains observations, experimentally picked up, from financial markets, through principles related to psychology. The irrationality of certain behaviors can be attributed to behavioral biases, which are cognitive or emotional, which can lead to erroneous or irrational financial decisions.

Over the past five decades, researchers have identified various biases, so the field of behavioral finance research is based on a wide collection of evidence demonstrating the inefficiency of human decision in the face of confusing economic and financial circumstances. Some researchers refer to biases as (Pompian, 2011) heuristics, while others classified biases according tocognitive or emotional criteria. Proponents of behavioral finance believe that investors make seemingly irrational or illogical decisions when spending and investing, and that the vast majority of these decisions are actually based on emotion or inspiration.(Gigerenzer & Gaissmaier, 2011)(Tversky & Kahneman, 1974)(Shane F. , 2005)(Montier, 2002)(Sewell, 2007)

A special section of behavioral finances is the one related to the impact of emotions in making important financial decisions. Emotional finance is a discipline that aims to 'examine the role of emotions, conscious or unconscious, in making financial decisions'. This paradigm takes into account the "inherent uncertainty of the investment process and forward-looking decision-making processes inevitably release both feelings of anxiety and enthusiasm". The same researcher explains how emotional finances differ from the concepts of neo-classical and behavioral finances by the "inability to recognize emotions and their role" in the investment process, which he calls "emotionally charged".(Toffler, 2014)

While classical financiers assume that financial decisions are rational, behavioural finances recognize that investors are subject to bias and errors of judgment, but there is room for learning to eliminate these biases and rationalize decisions, emotional finances see markets as virtual groups whose behaviors reflect certain unconscious drivers, needs, emotions of other participants, who also face the ambivalence and uncertainty of the invested process. (Moosa & ramiah, 2017)

According to research, emotional finances can explain the appearance of bubbles ((Toffler, 2014),as a consequence of a powerful emotional speculative process. A study of the perceived emotions of entrepreneurs in a risk context identifies as possible research directions the impact of emotions on certain steps of the entrepreneurial process, why not applicable to an innovative business model with successful potential.(Brundin & Gustafson, 2013)

One possible direction of research would be whether there is a repetitive pattern of behavioural bias or repeated mistakes by investors or entrepreneurs, in the context of an innovative business model that could become less and less prevalent as the market matures.

COGNITIVE BIASES AND BUSINESS FINANCE

Cognitive bias is defined as an error of reason and perception that causes the rational deviation of decision-making and perception of reality. From a psychological perspective, people are predictably irrational, governed by emotions and not just by logical decision-making, which can influence their decision-making. (Kahneman, Lovallo, & Sibony, 2011)

Cognitive biases such as inherent error(planning fallacy),over-optimism or over-confidence have been identified as having to do with company funding. To attract a financier or investor, the entrepreneur makes persuasive efforts to provide them with relevant information about the potential of the proposed innovative business model; it is therefore assumed that there is a risk of involuntary lysing and cognitive biases that govern his perception of his business model. In the incipient stages of development and implicitly financing an innovative business model, the entrepreneur is very dependent on the support he can get from any participants in the decimated ecosystem. On the other hand, they have the means to make a rationally informed decision in relation to the premises of the firm's future profitability when they want to invest in it, so that investors, in turn, are faced with decisions with a high degree of uncertainty, so they could also be subject to cognitive biases. A current example would be cryptocurrency fever, which has led to a frequent emergence of innovative business models in this area, and possibly to herd behavior (Adomdza, Åstebro, & Yong, 2016)(Nagy, Pollack, Rutherford, & Lohrke, 2012)(Zott & Huy, How Entrepreneurs Use Symphonic Management to Acquire Resources, 2007) of potential investors. Moreover, not all innovation processes are driven by pressures in the internal or external environment or by elements related to the psychology or cognitive decision-making of entrepreneurs. Booms in biotechnology, media, digital, have prompted changes to the business model just because that area was of interest to a lot of people. If a company (example Tesla) announces that it will invest in blockchain or cryptocurrencies, or bio-pharma, etc., then there is a possibility that the price of its listed shares on the stock exchange will rise sharply. That's why herd behavior frequently occurs in capital markets, and many other firms have abandoned traditional projects to engage in such entrepreneurial spree in   (Wang, Wang, Yang, & Huang, 2021) high tech fields.

An entrepreneur's ability to successfully convince potential investors or financiers so that they give confidence and legitimacy to the innovative business model depends on how they project their image (impression management) credibly to these potentially interested third parties.(Nagy, Pollack, Rutherford, & Lohrke, 2012)

The managerial implications of understanding these biases are very important. Studies have identified that an overconfidence of a manager can generate positive business performance, while excess optimism produces the opposite effect. At the same time, not all cognitive biases have negative effects, and factors such as gender, character traits, interest in personal development have a significant impact on psychological cognition, which may require a system of scientific evaluation of the match of personal characteristics versus performance objectives of the transformation or innovation process in which the company engaged.(Wang, Wang, Yang, & Huang, 2021)

Research in this field validates the dependency relationship between an SME's ability to remain competitive and its ability to develop knowledge-related assets (creative human capital and creative capabilities), the integration of complex products and technologies and operating in international markets, which puts us in touch with the field of research into innovative business models.(Alvarez & Iske, 2015)

Research Hypothesis 1: Cognitive biases positively influence the decision to fund an innovative business model.
ENTREPRENEURIAL MOTIVATION PROFILE AND ITS ROLE IN OBTAINING  FUNDING

The link between funding and the profile of an entrepreneur, who engages in a risky approach such as innovation of the business model, can be explained by concepts belonging to the theory of behavioral finance, which psychologically presents the cognitive decision-making process that influences individual behavior in making financial decisions.(Ricciardi, 2008)

An entrepreneur with specific profile will most likely exhibit a form of behavioral bias, either in relation to the understanding of the concept, manifested emotions, or elements of the psychology of the masses.  The entrepreneurial profile was originally defined in the literature as a mix of three factors, namely risk orientation, innovative spirit, and proactivity, from which a whole research trend has developed that disproves, develops, or adjusts the model. From a behavioral finance point of view, a risk-oriented entrepreneur may have a greater capacity to obtain external funds to finance innovative businesses. An innovative entrepreneur will be focused on identifying creative solutions to problems in the company's external environment, including innovation of the business model and identification of alternative sources of financing. A proactive entrepreneur will be able to identify resources, including financing, to a greater extent (even indebtedness) than competitors, to bring innovative business services, products or models to the market.(Van Der Wijst, 2012)(Miller, 1983)(Lumpkin & Dess, 2001)

The entrepreneurial profile can be defined not only by the three factors proposed by Miller, but also by various psychometric tests or personality traits.  Literature research validates, in wide-ranging papers, the predictive role of personality traits in entrepreneurial research. The results of the meta-analysis carried out support the hypothesis that personality traits have an influence on entrepreneurial behavior, related to the development of new businesses and their success. Traits that have correspondence in activities vital to entrepreneurship, such as (Rauch & Frese, 2007) self-efficiency, pro-active personality, innovative spirit, and the need to win are positively correlated factors with entrepreneurial behavior.

Literature retains several reasons for which SMEs fail to obtain external financing: information asymmetry between creditors and SMEs, moral hazard on the part of creditors in a context of international financial crisis, etc. Asymmetric information between creditors and SMEs regarding the potential and repayment capacity of the latter results in high assessment and monitoring costs. The moral hazard on the part of creditors leads to the demand for additional guarantees or the setting of financing-lifting costs, which are difficult for SMEs to sustain. Such suspicions or cognitive patterns on the part of creditors may cascade to other informational or trust asymmetries between them and SMEs, and lead to the rejection by creditors of financing which, otherwise, they would have accepted.  (Bratis, Laopodis, & Kouretas, 2015)(Stiglitz & Weiss, 1981)(Zambaldi, Aranha, Lopes, & Politi, 2009)(Haron, Binti Said, & Jayaraman, 2013)(Effect of the Number of Banking Relationships on Credit Availability: Evidence from Panel Data of Spanish Firms, 2007)

On the other hand, entrepreneurs, in the absence of information or experience to manage relationships with financial institutions, may face failed interactions with financial institutions in an attempt to obtain financing. Although(Tucker & Lean, 2003) equity financing seems to be the most widely used source of financing by hi tech start-ups, (Harel & Kaufmann, 2016) they also face difficulties not only in accessing bank financing, but also such  equity financing, due to a lack of funding history or an opacity of the information transmitted. As we talk about SMEs investing in innovative business models with increased associated risks, such difficulties are increasingly present. Uncertainty and asymmetric information are amplified in these cases, especially since investment in innovation is often intangible, cannot be traditionally assessed before it is launched into the market, and cannot be used as collateral. (Bhaumik, Fraser, & Wright, 2015)

Although many studies have been devoted to funding models, far fewer deal with the demand for funding for SMEs' innovation, and we can conclude that this would be a thorough research direction. According to him, the theories of asymmetric information that analyse the factors that determine the demand for financing, along with other observed factors, such as size, age, growth rate and the industry in which the company operates, only manage to explain a percentage between 10 and 30% of the observed variations in the way SMEs actually make financing decisions.(Bhaumik, Fraser, & Wright, 2015)

An important factor, which reveals a potential direction of research, could be entrepreneurial cognition, subject ignored in most studies, probably because of the difficulty of attaching a direct function to this variable. In the context of the need for financing, entrepreneurial cognition is linked to the entrepreneur's perception of available financing options (internal vs. external financing, indebtedness versus equity financing, etc.). . (Xiang & Worthington, 2015)

The study to explore entrepreneurs' perception of funding options and the impact of funding decisions, identifying a direct correlation between the entrepreneur's perception and decision, regardless of other objective factors, the type of company size or field of activity. An entrepreneur who perceives as difficult access to external sources of funding will be discouraged from seeking such funds.(Rafael, Gavous, Kaufmann, & al, 2017)(Xiang & Worthington, 2015)

Most studies on entrepreneurial cognition are focused on analyzing how entrepreneurs understand the chances of success of a project and perceive its degree of risk. According to this perception, an entrepreneur forms an opinion on the extent to which he will invest and develop his business. A cognitive bias of the entrepreneur therefore affects how this entrepreneur perceives and self-assesses his ability to access funding, relative to the options he sees available. For example, a cognitive bias can lead to positive delusion, which causes the entrepreneur to under-assess the risks, and thus over-invest, or vice versa. In the context of the need to finance the innovative business model, entrepreneurial cognition relates to the entrepreneur's perception of the funding options available.(Kahneman, Lovallo, & Sibony, 2011)(Kahnemann & Lovallo, 1994)(Hmieleski & Baron, 2009)(Tversky & Kahneman, 1974)(Taylor, 1989)(Kahnemann & Lovallo, 1994)(Hmieleski & Baron, 2009)
Based on the 16 core motivations from Reiss Motivation profile, we will hypothesise that entrepreneurs that are successful in obtaining business model innovation financing share similar personality traits that are appreciated by investors: 

· High Need for Power -  need to lead and control
· High Need for Independence – self trust in business success
· Low Need for Tranquility – resistance to stress and changing environment

· High Need for Vengeance – competitive spirit
 Research Hypothesis 2: The entrepreneurial motivation profile has a positive influence on the chances of obtaining the financing of innovative business models.

INFLUENCE OF THE TYPE OF FINANCING ON THE COMPANY'S PERFORMANCE

Obtaining financing has a positive influence on the company's performance when carried out to a moderate extent, as opposed to situations where the firm is not indebted or is indebted to a burdensome extent. For an entrepreneur, the opportunity to access the financing of an (Campello, 2006) innovative business model is an important part of its role within the entity and is vital to facilitate access to further investment. More than half of companies access at least one form of external financing, the most common being bank financing (but it is on a downward trend between 2008 and 2018 although the financial environment has very good financing and lending costs). SMEs are increasingly turning to alternative sources of financing: alternative online (OECD, 2020) financing, leasing, factoring, in many countries the financing process being transformed through financial innovation and Fintech. Venture capital volumes increased as a share of the SME financing structure from 0.4% in 2015 to 20.9% in 2018 . Financing is an important obstacle to the development of(OECD, 2020)fast-growing firms compared to traditional ones.

External financing from venture capital funds can have a positive influence on the company's performance. The increase in the company's performance may also come because of the investor providing additional information, as the resource available to the company, as a guide in its evolution. An entrepreneur with a confident attitude to his ability to innovate the business model and use for this purpose all available resources, from financing to external expertise and know-how, is more likely to achieve financial performance in the medium term.(Raude, Wesonga, & Wawire, 2015)

The study from a sample of SMEs in Israel found that, contrary to the general opinion, SMEs that obtain financing of innovation have the same success rate in attracting funds from complex sources (private equity, mezzanine funds, crowdfunding, etc.) as from traditional sources such as bank loans. Contrasting even more with the generally valid opinion, most CEOs (76%) respondents stated that they were willing to raise funds to finance innovation in exchange for the disposal of a substantial part of the company. (Rafael, Gavous, Kaufmann, & al, 2017)

While the results of this study may have a strong cultural and regional component (Israel is known as Start Up Nation, where entrepreneurship is much higher than in other regions), we ask ourselves the question, useful to the present research, if not the often-stated problem of difficult access to funding sources has created a cognitive bias of excessive pessimism, in terms of the ability to obtain the intended funding. Such a bias could, according to the study cited above, make 1 in 2 CEOs do not consider access to external funding, and the other would only pursue financing in exchange for the disposal of part of the capital (equity financing).

Choosing one type of financing over another can be based on entrepreneurial cognition, such a choice can be beneficial or destructive to the company.

Research Hypothesis 3: Accessing funding and its source have a positive influence on the performance of the company with an innovative business model in the medium term.

DECISION-MAKING ON THE ADOPTION OF A NEW BUSINESS MODEL

While it is difficult to demonstrate a direct link between the efficiency with which an entrepreneur correctly makes decisions about an idea of business innovation and its eventual success, it has been identified in the literature that entrepreneurs with a high level of self-efficiency cognitive profile are more likely to go through a decision-making process leading to the discovery, confirmation and rejection of defining assumptions for the construction of a new business model.(Ladd, 2021)

Such a process consists, in fact, of a series of cognitive acts. Achieving this goal requires the entrepreneur to analyze both creatively and analytically the key assumptions that support the innovative business model. The entrepreneur's willingness to engage in such a cognitive endeavor – and the likelihood of achieving such a positive impact – depend on his (Garbuio, Dong, Lin, & Tschang, 2018) self-efficiency. The term is defined as a person's confidence that, by carrying out a particular activity, it will improve its chances of achieving a favorable result (. Entrepreneurial self-efficiency focuses on the entrepreneur's confidence that he can carry out a range of activities that will lead to the design of a new business model.  (Bandura, 1977) (Ladd, 2021)

Conclusions
The research design complex structure aims to develop new streams of research for the impact of entrepreneurial profile and entrepreneur cognitive biases on innovative start-up financing. The research could bring value to venture capitalists, accelerator and incubator managers and other stakeholders of the entrepreneurial ecosystem to better target their actions and message towards the optimum entrepreneur profile, instead of applying a one-size-fits-all approach.
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