
Annual	EDA	Spring	Seminar 



The	seminar	aims	to	explore	the	
opportuni1es	for	developing	

prac1cal	local	policies	and	programs	
to	support	high-growth	

entrepreneurship.	
	



Pressing	Ques1ons	

•  What	is	‘local	high-growth	entrepreneurship’?		
–  What	are	‘gazelles’	and	what	underlies	this	concept?	

•  Why	should	we	pay	aBen1on	to	local	high-growth	
entrepreneurs?	

•  What	is	the	connec1on	between	local	high-growth	
entrepreneurship	and	economic	development?	

•  What	are	the	key	features	of	a	high-growth	entrepreneur?	
•  How	can	a	high-growth	entrepreneur	be	iden1fied?		

–  Do	they	look	different	to	any	other	kind	of	entrepreneur?		
•  What	role	can	state	and	local	governments	play	to	support	

high-growth	entrepreneurship?	
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STATE BRANCHES

WESTERN AUSTRALIA WESTERN AUSTRALIA

Western AustraliaWESTERN AUSTRALIA

The	EDA	has	branches	in	each	State	and	Territory	and	sometimes,	the	State	branch	will	need	to	appear	together	with	the	logo.

In	such	instances,	the	branch	name	should	appear	as	per	the	examples	below,	which	uses	consistent	font,	sizing	and	colour	to	
the	EDA	brand,	but	importantly,	is	separate	to	the	logo.

The	State	name	should	appear	
right-aligned	and	in	line	with	
the	logo	text.	It	should	be	a	
separate	element	from	the	
logo	with	a	space	between	it	
and	the	bottom	of	the	logo.

The	State	name	block	should	
not	be	joined	to	the	logo	and	
the	colour	should	not	be	a	non-
EDA	palette	colour.	The	text	
should	never	be	centred	or	left	
aligned.

Do	not	use	odd	fonts	or	
colours.	The	alignment	must	
be	right	aligned	to	the	logo	text	
and	must	be	proportional	to	
the	logo	text.

The	State	name	can	be	boxed	
or	not.	The	only	colours	and	font	
to	be	used	are	as	specified	on	
pages	6-8.	The	font	size	should	
be	similar	to	the	‘ECONOMIC	
DEVELOPMENT	AUSTRALIA’	
text.

CORRECT WRONG

CORRECT WRONG

✔ ✘

✔ ✘



12:30PM	 Arrival	and	Registra6on	
Coffee	and	tea	served	on	arrival	

1:00PM	 Welcome	
		 Simon	White,	Chair,	EDA	(WA)	
1:15PM	 Panel:	The	experience	of	high-growth	entrepreneurs	

A	panel	of	entrepreneurs	describing	their	experiences	in	star6ng	their	new	venture.	
		 Tom	Young,	Udrew	

Robyn	Haines,	Ecowater	Services	

Robyn	Hukin,	Zoodata	

Sam	Payne,	ATc	Salt		
		 Panel	Chair:	Ms	Michelle	Chafin,	Program	Manager,	Centre	for	Entrepreneurship,	Cur1n	

University	
2:45PM	 AIernoon	tea	
3:15PM	 Panel:	Suppor6ng	local	entrepreneurship:	what	works,	what	doesn’t	work,	what	we	don’t	

know	
		 Professor	Tim	Mazzarol,	Winthrop	Professor,	Faculty	of	Arts,	Business,	Law	and	Educa1on	

(FABLE),	University	of	Western	Australia		

Glenn	Taylor,	Chair,	Centre	for	Entrepreneurship	

Angela	Doyle,	Business	Advisor,	Business	Founda1ons	

Greg	Riebe,	Chair,	Perth	Angels	
		 Panel	Chair:	Simon	White	
4:40PM	 Conclusion	and	thanks	
5:00PM	 Debrief	

Drinks	and	refreshments	also	available	
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Hunting Gazelles – the illusive quest for 
high growth firms

Professor Tim Mazzarol – UWA Business School

UWA Business School 1 SEPTEMBER 2017 tim.mazzarol@uwa.edu.auEDA Workshop
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Where is the attention and why?

Small firms, 90.8%

Medium firms, 3.9%

Large firms, 0.3%High growth firms, 
4.0% Gazelles, 1.0%

Small firms Medium firms Large firms High growth firms Gazelles

Lots of attention here

Too little attention here

Source: ABS 2017
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However, research from the USA suggests that High-Growth Firms are more 
likely to be around 25 years old and represent between 2% and 3% of all 
firms, but they account for almost all of the private sector employment and 
revenue growth in the economy.  

Defining “Gazelles” 

• High Growth Firm

“An enterprise with an average annual growth rate 
greater than 20% per annum, over a three-year period, 
and with ten or more employees at the beginning of the 
observation period”. 

• “Gazelle” Firm

“An enterprise less than five-years old with an average 
annual growth rate greater than 20% per annum over a 
three-year period with ten or more employees at the 
beginning of the observation period”. 

Growth is measured by both number of employees and 
turnover.

Sources: OECD 2010; Acs, Parson & Tracy 2008 
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Jobs and Growth

Research suggests:
• A few rapidly growing firms generate a disproportionately large 

share of all net new jobs.

• “Gazelles” are younger and if they survive and grow their impact is 
significant.

• Most impact comes from a few “Super Gazelles”

• “Gazelles” are not restricted just to high-tech industries.

• More “Gazelles” in an industry helps to stimulate growth across
that industry.

However: 
• New start-ups grow at the expense of previously growing ones.

• High-Tech (i.e. biotech) start-ups will grow strongly but then meet 
technical and market risks that often reverse this growth.

• High Growth Firms can be negatively impacted by:
– Competition from large established firms

– Legal action by competitors designed to slow them down or destroy

– Changes in government regulation and policy

– Sudden downturns in the economy or industry sector

Sources: Henrekson & Johansson 2010; Bos & Stam 2013; Davilia et al. 2015; Hendrickson et al. 2015.
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Myth Busting Policy for “Gazelles”

Myth #1 – That all high-growth firms are young and small
• The average high-growth firm is 25 years old and employs >10 people.

• The average age of their owners is around 40 years.

Myth #2 – That most high-growth firms are high-tech
• High-growth firms can be found in all industries.

• They can be low-tech, mid-tech as well as high-tech.

Myth #3 – Universities are a key source of high-growth firms
• Very few high-growth firms emerge from university spin-outs.

• The role of universities is more indirect than direct.

Myth #4 – Most high-growth firms are VC backed
• Venture capital backs only 2% to 4% of high-growth firms.

• Most firms rely in traditional debt financing and retained profits.

Myth #5 – High-growth firms experience linear growth
• Growth is rarely straight line and is usually ‘lumpy’.

• Many experience long periods of little or no growth.

Myth #6 – High-growth firms grow organically
• Most high-growth firms grow via acquisition or alliances.

Myth #7 – High-growth firms are the same wherever they are located
• Significant differences can be found across regions.

• Regional and industry differences therefore do matter to high-growth firms.

Source: Brown, Mawson and Mason 2017
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Recommendations for Policy Supporting 
High-Growth Firms

1. Look beyond high-tech
• High-tech sectors contribute only a small proportion of high-growth 

firms and relatively fewer jobs.

• Recognise that “innovation” can be found in all industry sectors 
and is not dependent on technology.

2. Consider timing of interventions
• High-growth firms need support “just-in-time” and at critical stages 

of their life-cycle.

3. Focus on relational and peer-based support
• Of more value to high-growth firms is good advice and support 

from “peers” rather than money or government funding. 

• Peer-to-peer mentoring and networking is critical.

4. Assist with ownership change
• High growth firms need ownership and leadership change such as 

management buyouts or generational succession.

5. Focus on appropriate financing for high-growth firms
• High growth firms need a wide range of financing options of which 

VC and IPO are only a small proportion. 

• Most of the funding-equity gap lies in the $1m to $10m range.

Source: Brown, Mawson and Mason 2017
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Government 
Policy 

Regulatory 
Framework & 
Infrastructure

Funding & 
Finance

Culture

Mentors, Advisors 
& Support 
Systems

Universities as 
Catalysts

Education & 
Training

Human Capital & 
Workforce

Local & Global 
Markets

Strategic 
Networks

Industry 
Clustering

Information, 
Knowledge & 

Absorptive 
Capacity

Social Capital 
Building

Gazelles

Domain I
Policy, Public Goods & 

Money

Domain II
Enterprise Society

Domain IV
Globally Competitive

Domain III
Knowledge-based 

Economy

Source: Mazzarol, Clark and Reboud 2017

Economic Gardening within the
Entrepreneurial Ecosystem



• Regulations		

o can	be	very	industry/sector	specific	

o can	be	many	regulators	in	the	same	space	(confusing	and	time	consuming)	

• lack	of	focus	and	clear	growth	strategy	(scale,	product	development,	value	growth)	

o need	to	identify	customer	base	and	strategy	to	access	

o manage	and	grow	cash	flow	

o access	right	skills		

o profile	customer	needs	

o market	access	

• burn	out	and	poor	life	balance	

• don’t	know,	what	they	don’t	know	(need	support	and	advice	sometimes)	

	



Leadership	
Entrepreneurial	evolving	to	managerial		

People	
Culture	of	innova2on	and	improvement	

All	people	serve	customers	through	
and	within	a	system	

Systems	

Customer	

Sa4sfac4on	

“A business is an entity that 
obtains and retains 
customers - period.” 

Creation 
Passion 
Energetic 
Value Proposition 

Improvement 
Consistent 
Positive 
Responsive 

Innovative 
Nimble 
Excited 
Dynamic 
 

Culture 
Reliable 
Responsive 
Evolving 
 

Delivery 
Cash flow 
Feedback 
Improvement 
 

HR 
Dashboard 
Inventory  
Marketing and Sales 
 

SUPPORTING LOCAL, HIGH-GROWTH ENTREPRENEURSHIP 

GLENN TAYLOR



EDA	(WA)	SEMINAR	ON	SUPPORTING	LOCAL	HIGH-GROWTH	ENTREPRENEURSHIP		
SUMMARY	OF	KEY	TAKEAWAYS,	SUCCESSFUL	BUSINESS	ATTRIBUTES	AND	BARRIERS	
By	Katie	Bawden	
Concepts	and	key	takeaways	

• Economic	gardening	

• Entrepreneurial	ecosystem	

• Triangle	of	customer	satisfaction	(leadership,	systems	and	people)	

• Start-up	and	spin	offs	

• Gazelles	business	–	high	growth	SMEs	

o Hard	to	identify,	better	if	they	self-select	

o Create	around	50%	of	all	new	jobs	

o Not	just	start-ups.	Can	be	over	25yrs	old	but	depends	on	market	potential	and	

leadership	

• Investment		

o types:	angle,	venture	capitalist	banks,	crowd	funding	

o investors	offer	more	than	just	money,	they	can	offer	access	to	their	networks	and	

business	advice		

o many	business	grow	through	acquisition	

• business	support:	

o advisors,	incubators	and	accelerators	(later	sometimes	refer	to	as	an	incinerator)	

o programs/tax	incentives:	online	Business	Model	Canvas,	New	Enterprise	Incentive	

Scheme	(NEIS),	early	stage	innovation	company	(ESIC);	Business	Foundations,	Curtin	

Ignition	Program,	Small	Business	Development	Corporation	(SBDC)	

	
Successful	business	attributes	

• Business	that	have	a	clear	economic	driver	(i.e	what	creates	them	value)	

• Traditional	Business	plan	vs.	game	plan	

• Business	leaders		

o benefit	from	having	a	mentor	and	networking	with	other	businesses	

o should	invest	training	in	themselves		

o look	up	and	step	back;	and	

o find	the	right	“mix”	of	work	and	life.	

• Right	people,	right	time	

o start-ups	need	energy	

o stable	businesses	need	the	right	culture	

• Continue	to	meet	their	customers’	needs	through	“innovation”	in	their	context.	Whether	

that	is	new	products,	systems,	new	marketing,	business	improvements	etc.	

• Businesses	generally	need	time	to	incubate	and	to	be	nurtured	to	strengthen		

• The	right	processes	and	systems	are	vital	to	ensure	consistency	of		staff	capabilities	and	

good	business	management	

• Don’t	replicate	other	business	models	but	ask	the	same	questions	

	
Business	Barriers	


