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This comparative study of American and lItalian family-
owned firms focuses on two key aspecis of family business
management: succession and governance. This study also
explored the impact of generation on these variables. This
comparison revealed that nationality seems to be more
significant than the generation of the family business in
succession and governance decisions and preferences.
This article examines the significant differences
between the two countries in terms of governance in fam-
ily-owned firms, particularly around the presence of family
members on the board. Study results concerning the reso-
lution of differences over managing the family business
indicate that very different styles of conflict resolution are
favored by family firms in the two countries. The article
concludes with suggestions for future directions in practice

and research.
I family-owned businesses represent a large portion of

the economy.' Therefore, understanding succession
and governance strategies in both countries can be useful
in pinpointing successful survival strategies and areas for
improvement. Thus far, comparative studies involving dif-
ferent countries are relatively rare in this field. Corbetta and
Tomaselli,? for example, conducted a study of Italy and
Spain. Such studies have tended to focus on two relatively
similar countries.

This article seeks to enlarge the scope of comparison
to include a larger economy like that of the United States.
Its objectives are twofold: to analyze succession and gov-
ernance strategies across generations in small- to medi-
um-sized family-owned firms in ltaly and the United States;
and to compare these findings from the two countries to
determine where there are similarities and differences in
these strategies.

italy was selected because of the significant vitality
and innovation of Italian family businesses in creating busi-
ness district networks, as well as their important contribu-
tion to the national economy. From a more pragmatic
standpoint, the opportunity for data collection in Italy was
greatly enhanced by the support of a leading business
school in Milan, with good introductions to the otherwise
closed circle of Italian family businesses. Generalizations
about succession and governance will, of course, be limit-
ed by the comparison of only two countries. This limitation

taly and the United States are two countries in which

will be mitigated by the commonalties of the two countries
with other cultures in certain areas such as entrepreneurial
spirit, traditional reliance on family business for economic
independence, and desire to continue the presence of the
family in the business. Findings in succession and gover-
nance could then be extended to other emerging
economies, particularly in Eastern Europe and Latin
America, where the resurgence of entrepreneurial spirit is
a relatively recent phenomenon.

What Is Currently Known

Family-controlled companies are the prevailing form of
enterprise throughout the world.? By some estimates and,
depending on the definition of the family firm used, 90 per-
cent to 95 percent of all businesses in the United States are
family-controlled.* In ltaly, it is estimated that the majority or
approximately 63 percent of privately held companies in
ltaly are family-owned.® This is a conservative estimate if
we consider that, with the exception of state-owned and
international corporations, almost every other private busi-
ness in ltaly is family-based. This includes large concerns
such as Fiat, Pirelli, Benetton, and Olivetti. In a study con-
ducted by Corbetta and Tomaselli,® for example, 86 percent
of their sample of privately owned businesses are family-
owned.

Perhaps the most important organizational achieve-
ment for the owners of these firms is the continued survival
and success of his or her vision.” However, evidence of the
myriad problems facing family businesses can be found in
an examination of family business mortality rates. Dyer®has
noted that family businesses have short life spans—about
24 years—which is also the average tenure of the founder
in the firm. More than 70 percent of businesses do not sur-
vive to the third generation.® Few family businesses survive
beyond the third generation,' where the founder represents
the first generation. Within the next five years, the leader-
ship of 42 percent of family businesses will change (28%)
or begin to shift (14%), as the present CEO retires or semi-
retires.” This is true in Italy as well, where approximately 30
percent of ltalian entrepreneurs are age 50 to 59, and
slightly fewer are over 60."

Researchers in the field of family business agree that
succession is the most important issue that most family
firms face.” Succession constitutes the central issue that
must be addressed for the family business to survive and
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be passed on through generations.' Barach and Ganitsky'
note, “Successful succession of CEOs is a crucial goal for
family firms: without the next generation’s leadership and
direct management, the firm cannot survive as a family
firm.” Several researchers estimate that less than one-third
of family firms survive to the next generation.” To keep the
firm under family ownership and direction, succession
becomes a vital strategic issue. Addressing the issues and
concerns raised by succession can be a difficult process.”
Failure to appropriately prepare for succession has been
cited as a major impediment to survival.'* Other authors
contest this perspective, finding no empirical evidence of
the connection between written succession plans and fam-
ily business survival."

Does research reveal similar challenges facing ltalian
family firms? Significant research on family firms in Italy is
relatively recent. In particular, studies of succession pat-
terns have been mainly centered on conceptual models.
Preti's model® relates different succession matrixes to
son’s and father's expectations of the process. However,
there has not been substantial empirical research on suc-
cession and governance issues in ltaly until recently. The
most complete work to date was conducted by the Bank of
ltaly with a sample of over 1,200 industrial firms with at
least 50 employees.?'. This research revealed that 46 per-
cent of Italian industrial firms are directly controlled by an
entrepreneur or by a few people related by family ties.
Direct control by the entrepreneur or by his or her family
members is more widespread in small- to medium-sized
businesses, in those that deal with the traditional sectors
{e.g., textiles or clothing) or in the specialized sectors (e.g.,
mechanics). Barco, Bianco, and Cannari®# analyzed 300
businesses with a number of employees ranging from 20 to
500. The businesses controlled directly or indirectly by an
entrepreneur or by his or her family members represented
almost 80 percent of the total.

Most ltalian businesses are family firms where “legal
control of voting stock is held by one or a few families who
are either related in some way, or share a certain degree of
affinity or alliance™ According to the Bank of ltaly survey,>
58 percent of those companies are directly owned by one
person, by a group of family members, or by a few share-
holders who are mutually bound by agreements. One-third
of those companies are indirectly controlled by parent com-
panies, and at least half of them are estimated to be owned
by families.® In addition to owning the businesses, these
families manage the businesses and participate in gover-
nance in some way (e.g., serving as a board member). The
same patterns of ownership are reported in Spain,® indicat-
ing that the findings presented here could be extended to
other Latin countries with similar cultural characteristics.

Concerns about governance issues in Italy and the
United States have centered on the overlap of ownership,
governance, and management roles and how this can limit
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the board of directors in its decision-making role. Current
thinking and research indicate that it is important for the
board of directors take a more active role in corporate
management issues. An active board of directors can play
a key role in the future development of the business.” In
addition, the board plays a strong role in creating a suc-
cessful management succession transition.

A study by Barca, Bianco, and Cannari® revealed that
in 300 firms having between 30 and 500 employees, there
are boards of directors in 69 percent of these firms. In a
survey of 73 ltalian family-owned businesses, Corbetta and
Tomaselli®® found that 88 percent of the firms had a board
of directors, and 84 percent considered them useful. There
was evidence of a strong correlation between the presence
of a board of directors and the firm’s competitive position.
In the majority (60%) of these firms, the boards are made
up of inside members, mostly family members. In the rest
(40%}), there are outside members on the board, some-
times more than one outsider. These results are similar to
those found by Schwartz and Barnes,* while Ward and
Handy's sample* revealed a much higher incidence of out-
side boards.

According to a study conducted by Corbetta and
Tomaselli,* outside directors appear to be involved in “oper-
ational” boards of directors, where business issues are
addressed. Their involvement is less frequent in parent com-
pany boards, such as family-type holdings, where the key
issue is the family-firm relationship. The same study found
that the owning families controlled nearly half of their family
firms by means of a parent company, and not directly. Often,
the owning families controiled a number of firms through one
parent company. This form of hierarchical group is wide-
spread in Italy because of its financial advantages.

The same study also found that; in terms of the size of
the board, 19 percent of the 63 family firms with a board of
directors had two or three members. Most family business-
es (60%) have boards made up of four to seven members,
which is considered a good number to represent the share-
holders’ various interests and to guarantee the best work-
ing conditions.* In the remaining 21 percent of the family
firms, the board of directors was made up of more than
seven members. Larger boards were more prevalent in
larger firms (83% of boards with more than seven mem-
bers are found in those firms with more than 250 employ-
ees), and also when outside members are present (83% of
boards with more than seven members were found in firms
with outside directors). Such a correlation between board
size and the size of the firm, and between the board size
and the presence of outside directors, has also been iden-
tified in other studies.® The similarities of these factors
between the United States and ltaly are further reinforced
by the parallel historic evolution of family business, with a
large number of new companies founded in the boom
years of the 1950s and 1960s.
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The Study

This study identifies key variables affecting succession and
governance strategies in family firms in the United States
and ltaly. It was constructed around the assumptions and
hypotheses presented below.

Succession Patterns

Succession strategy for family business involves numerous
steps, from the selection, grooming and training of heirs to
“pacifying the excluded.™ This study concentrated on three
aspects of succession: intention, encouragement, and suc-
cession planning (including estate planning), since these
are the most determinant and recurrent elements at the
early and final state of the succession process and those
most influenced by cultural values. It was expected that
Italian family firms would be more inclined to pass the busi-
ness on to family members than would firms in the United
States. Families tend to be tighter knit in Italy,*” and extend-
ed families are the norm. Family life in the United States,
meanwhile, tends to revolve around the nuclear family, not
the extended family. In addition, finding managerial jobs
outside of the family business is more difficult in Italy than
in the United States (unemployment in ltaly is 11.5%—and
even higher among young people in their 20s, while it is
only 4.5% in the United States). Therefore, family members
tend to stay in the family business in ltaly to have a career.

The generation of the firm was expected to play an
important role in the attitude towards succession because
the concerns and interests of the entrepreneur change
with each successive generation. This would, therefore,
affect succession and estate planning patterns in both
countries.

It was also expected that early generations in both
countries would encourage family members to join and
participate in the business to greater degree than later
generations. When the business is started and the family is
still young, there are fewer candidates among family mem-
bers to work in the business and help out. The company
still has to be built, and the owner is less selective about
whose help he or she receives. Later on, when the compa-
ny has been built, is larger and more stable, and the fami-
ly may be larger, there is room for a more exclusive per-
spective. Employing family and nonfamily members who
have the necessary skills to help the business grow
becomes of primary importance. Employment in the family
firm will, therefore, become more selective as the compa-
ny grows older.

Hypotheses Regarding Succession
H1A:The intent to pass ownership to the next genera-

tion will be stronger for Italian family firms than
American family firms.

H1B:The intent to pass on ownership of the family firm
will be stronger in the earlier generations than in later
generation for both the United States and Italy.

H1C: Italian firms tend to encourage more participation
in the business from family members than do U.S. firms.

H1D: Early generations in both countries would tend
more to encourage family members to join and partici-
pate in the business compared to later generations.

H1E: Italians firms would tend less to have a formal
written succession plan than would U.S. firms.

The legal and fiscal requirements in the United States
seem to be more demanding and complex than in ltaly—
there is more incentive in the United States to carefully plan
for your estate in order to take full advantage of financial
loopholes. In ltaly, particularly among entrepreneurs, the
culture is traditionally more oriented toward secrecy and
keeping family decisions private. The presence of closely
knit extended families and the general propensity to avoid,
if not evade, taxation further reinforce the tendency toward
less formal succession arrangements.

H1F: The propensity to have a formal succession plan
will increase with each successive generation.

With subsequent generations, more successors are avail-
able. Therefore, there is a greater need and opportunity to
select the most qualified and appropriate successor(s), as
previously discussed. The size of the business itself may
contribute to this formalization of the businegss via a business
plan. In addition, when there is more wealth available, the
need to formally indicate who will get what increases. Aiso,
increased size, wealth, and age of the business augments
the pressure to respond to the more complex needs of the
business via specialized roles or functions. This requires for-
mally specifying who will do what in the business.

Governance Patterns

This study of governance aspects of family business focus-
es on two key aspects of family business. The first is the
more formal aspect of the presence and composition of the
board. The second issue is the more informal question of
how differences in managing the business are resolved.

It was assumed that the presence of a board of directors
would be higher in the United States than in ltaly. This
assumption was based on the fact that family firms in the
United States have been advised to create a board of direc-
tors for the past 20 to 30 years by an ever-growing cadre of
consultants and advisors to family firms. The presence of con-
sultants and advisors who advocate such formalized gover-
nance structures is a more recent phenomenon in Italy.
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It was also assumed that differences in managing the
business would be handled in a straightforward manner in
the United States. Americans have a reputation for being
pragmatic and putting business first. ltalians, on the other
hand, would tend to place family values first over business.
Hence, when faced with differences of opinion, it was
assumed that ltalians would tend to act in a way that would
keep the family harmony intact.

Hypotheses Regarding Governance

H2A: The presence of the board of directors would
tend to be higher in the United States than in ltaly.

H2B:The number of board members will increase with
each successive generation both in ltaly and in the
United States.

H2C: The number of family members on the board is
expected to be higher in Italy than in the United States.

H2D: Due to the closeness that exists among family
members in ltaly, a less confrontational method of
resolving differences in the business would be the pre-
dominant choice.

Sample

The survey in the United States was initiated by
MassMutual Insurance Company® in Boston and was con-
ducted by the Gallup Organization. The ltalian survey was
initiated and conducted by a major business school in
northern ltaly and a university in the northeastern United
States. The Mlalian study was translated from the
MassMutual survey, with the objective of comparing results
of the surveys from the two countries.

To conduct the Iltalian survey, 4,100 questionnaires
were sent to CEOs of manufacturing firms with more than
10 employees and with revenues between 5 and 300 billion
lire (from $3 million to $180 million ). The list of firms was
randomly compiled from Dunn and Bradstreet directories.
Of the 269 firms which responded, 252 were family-owned.
The MassMutual survey had to be adapted to eliminate
some U.S. specific guestions.

The American sample was drawn from comprehensive
lists maintained by Survey Sampling, Inc. Businesses were
screened for family ownership and were then selected on
a random basis from lists of business owners when they
met the criteria of having 10 or more employees, annual
revenues exceeding $2 million, and having been founded
10 or more years ago.

The ltalian and American samples were determined to
be statistically homogeneous in terms of size {chi square =
0.766), and in generational distribution (chi square = .064).
Data on the specific industry in which the company operates
were not considered relevant for the purpose of this study
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and were not collected in the MassMutual original survey.
They are small- to medium-sized businesses, with very few
exceeding $50 million in revenue. They are composed of
family-owned firms that conform to the following definition of
a family firm. That is, firm which meets any one of the fol-
lowing criteria:

1. Other family members work in the day-to-day oper-
ation of the business.

2. The owner intends to pass on his or her ownership
position to a close relative(s).

3. The owner considers the firm to be a family busi-
ness (self-described).

Methodology

Using the results of the two surveys, the researchers con-
ducted a descriptive and a comparative analysis of the two
samples. The determination of statistically significant simi-
larities and differences was based primarily on the use of
chi square analysis, given the discrete nature of the data
collected.

Results

Three aspects of succession—intention, encouragement
and succession planning (including estate planning—were
examined.

Intention in Succession

H1A: The intent to pass ownership to the next generation
would be stronger for Italian family firms than for American
family firms. Overall, this hypothesis was not confirmed. It
is strong in both countries. This confirms the overall impor-
tance of succession in family-owned firms. There is no sta-
tistically significant difference in intention to pass on own-
ership to the next generation between the United States
and Italy. However, the respondent’s generation seems to
affect intention to pass ownership on, as indicated in the
results to hypothesis H1B.

H1B: The results of this analysis indicate that in both
countries there is a statistically significant difference in the
impact of the respondent’s generation on intention to trans-
fer ownership to the next generation (Exhibit 1). There is a
stronger indication of an intent to transfer ownership to a
close family relative among the first generation ltalian
respondents than in the United States (65% United States
versus 79% ltalian). However, in the second generation,
there is a stronger indication of intent to pass ownership in
the United States than in ltaly (79% U.S. versus 56%
Italian). In the third generation, the intent is stronger in the
United States than in italy {(84% U.S. compared to 62%
italy). The tendency in the U.S. sample, therefore, is an
increase in the intent to pass on ownership, while the
inverse is true in the ltalian sample.
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Exhibit 1
Intention to Pass Ownership to Close Relatives:
United States v. ltaly by Generation
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In response to the question “Do your plans involve sell-
ing the business, passing it on to someone outside the
family, or keeping your options open,” the researchers
found a statistically significant difference between the
responses in the Italian sample and those in the U.S. sam-
ple. In the United States there is a greater propensity to sell
or liquidate (24%), versus 16 percent in the Italian sample.
In the U.S. sample, there is also a greater propensity to
pass the business on to nonfamily members (24%), while
only 10 percent of the Italian sample reflected that intent.
Keeping the options open was a popular choice among
both U.S. (52%) and ltalian (74%) respondents. There was
a statistically significant difference between the United
States and ltaly in terms of the intention to keep options
open by generation. The trend increases constantly in Italy,
but decreases constantly in the United States (Exhibit 2).

Encouragement in Succession

H1C: The researchers expected ltalian firms, more than
American ones, to encourage the next generation of fami-
ly members to participate in the business. The findings
revealed that there is a greater tendency in ltalian firms
than in American firms to encourage the next generation of

family members to participate in the business. (88% in Italy,
versus 79% in the United States) (Exhibit 3).

H1D: It was assumed that early ggnerations would
tend more to encourage family members to join and par-
ticipate in the business than would later" generations. The
study results, however, indicate no statistically significant
difference among generations in the U.S. sample. However,
in the ltalian sample, there is a significant statistical differ-
ence among generations (chi square = .028). Ninety-nine
percent (99%) of the respondents in the first generation
encourage family members to join and participate in the
business; 90 percent in the second generation; and 65 per-
cent in the third.

Succession Planning

H1E: ltalians would tend less to have a formal written suc-
cession plan than would U.S. firms because the legal and
fiscal requirements in the United States seem to be more
demanding and complex than those in Italy. Such legal and
fiscal complexity would be added incentive to American
family firms to develop a formal written succession plan.
The results indicate that there is a very strong statistically
significant difference between the United States and ltaly
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Exhibit 2
Current Plan for the Future of the Family Business
(in the case where passing ownership to a family member is not contemplated):
United States v. Italy

Sell

Passing ownership to someone outside the family
Keep options open

Total

Chi square = .0025

United States Italy

79  (24%) 10 (16%)
78  (24%) 6 (10%)
166  (52%) 47 (74%)
328 (100%) 63 (100%)

in terms of a written succession plan. The hypothesis is
confirmed—only 8 percent of ltalian respondents have
written succession plans versus 45 percent in the United
States.

H1F: This hypothesis proposed that the propensity to
have a formal written succession plan will increase with
each successive generation was not confirmed. Indeed,
there is a significant difference by generation among U.S.
respondents. These findings, however, indicate that there
is a significant decrease in the percentage of written suc-
cession plans in the U.S. sample, especially between the
second and third generations (from 47% to 37%). The
direction of this trend is the opposite of the prediction. The
researchers thought that the older the generation, the
greater would be the need or inclination to have a formal
succession plan. In the U.S. sample, 51% of the respon-
dents in the first generation had a formal succession plan.
Forty-seven percent had one in the second generation;
and only 37 percent in the third. In the ltalian sample, there
was no statistically significant difference among genera-

tions. The vast majority of respondents did not have a for-
mal succession plan, regardless of the generation.

Estate Taxes

There is a strong statistically significant difference between
the United States and ltaly in terms of awareness of their
estate tax liability (Exhibit 4). In both countries, 15 percent
of respondents have no idea of their estate tax liability. In
italy, 50 percent of respondents have some idea of their
estate tax liability, while only 26 percent of respondents in
the United States have some idea. Finally, 35 percent of
respondents in ltaly have a good idea of their estate tax lia-
bility, while 59 percent of American respondents have a
good idea. There is no statistically significant difference
among generations, in the United-States or in Italy, in the
awareness of estate tax liability.

Findings to the question as to which tax (income tax,
capital gains tax, and estate taxes), most concerns respon-
dents, showed no statistically significant difference between
the two countries’ responses. In ltaly, 53 percent of respon-

Exhibit 3

in the Family Business:
United States v. Italy

Encouragement/Discouragement of Children Participation

Chi square = .045

United States Italy
Strongly / somewhat encourage 662 (79%) 79  (88%)
Strongly / somewhat discourage 178 (21%) 11 (12%)
Total 840  (100%) 178 (100%)
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Exhibit 4
Awareness of Estate Tax Liability:
United States v. ltaly

Respondents indicated they had:
No idea

Some idea

Good idea

Total

Chi square = .00001

United States Italy
152 (15%) 32 (15%)
261 (26%) 108 (50%)
569 (59%) 76 (35%)
1009 (100%) 216 (100%)

dents are most concerned with income tax, compared to 48
percent of American respondents. Thirty-five percent of
ftalians are most concerned with estate taxes, compared to
35 percent of American respondents. Finally, 12 percent of
ltalian respondents are most concerned with capital gains
taxes, while 17 percent of American respondents made this
choice. There is no statistically significant difference
between generations in the choice of tax that most con-
cerns respondents in ltaly. In the United States, there is a
statistically significant difference across the generations.
Income tax as a concern stays constant across genera-
tions, (35% first generation, 36% the second, 29% the
third). Capital gains as a concern decreases across gener-
ations, with 41 percent the first generation, 28 percent the
second, and 31 percent the third. Finally, estate tax as a
concern increased across the generations, with 25 percent
the first, 29 percent the second, and 38 percent the third.

Governance

The researchers examined whether these family firms had
a board, the size of the board, the number of family mem-
bers compared to nonfamily members on the board, and
how these family firms manage conflict over governance
issues.

H2A: First, the researchers found no statistically signif-
icant difference between ltaly and the United States in
terms of whether they have a board of directors. Seventy-
one percent of ltalians responded yes, they have a board
of directors, and seventy-four percent of American respon-
dents have a board of directors. The existence of a board
of directors is not affected by the generation of the busi-
ness in either country. However, in the first generation of
family firms in ltaly, fewer firms have a board (64%), com-
pared to 75 percent in the second generation, and 73 per-
cent in the third. In the United States, the numbers are
almost identical across generations (71%, 74%, and 75%).

There is a statistically significant difference between gener-
ation and number of board members in both countries, with
a trend for larger number of board members as they move
toward the third generation and above.

H2B: Beyond the first generation, the number of family
members on the board in the United States and in Italy
tends to increase. Significantly, the first generation is usu-
ally limited to one or two family members. However, after
the first generation, these numbers increase substantially.

H2C: The researchers found a statistically significant
difference between the two countries in terms of the num-
ber of family members on the board. However, they were
unable to determine a clear direction in the trend. They did
find that the median number of family members who are
board members is three family members, regardless of
generation of the business. .

H2D: There is a statistically significant difference
between ltaly and the United States in the way in which the
family group resolves differences over managing the busi-
ness (Exhibit 5).

Not only does the overall chi square indicate a differ-
ence, but in addition, the researchers detected substantial
differences in the response “discuss the issue and the
owner decides how to handle the matter.” This response is
more frequently chosen in the United States, whereas
“overlook the differences and wait for things to work out on
their own” and “accept the differences and learn to live with
them” were more frequently chosen in ltaly. This finding
would confirm a more conciliatory and less confrontational
attitude in the Htalian sample.

Summary and Conclusions

In this comparative study of ltaly and the United States,
two aspects of family business functioning were examined:
succession and governance. The impact of generation on
these variables was also explored.
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Exhibit 5
Resolution of Differences over Managing the Business
(Comparison of Responses in %):
United States v. ltaly

United States Italy
Discuss the issue and reach an agreement by consensus 48 46.5
Discuss the issue and vote on a resolution 6 8.5
Discuss the issue and owner decide 34 22
Overlook the differences and wait for things to work out 2 5
Accept the differences and learn to live with them 18

Chi square = .0366

Some significant differences and similarities were
detected with regard to succession. The intention to pass
ownership to the next generation is, overall, the same in
the United States and in ltaly. However, Italians are more
inclined to have this intention in the first and third genera-
tions. Another significant finding is that Americans are
more amenable to selling or to passing the business on to
nonfamily members. Americans aiso have a greater ten-
dency to plan for succession. As far as estate taxes are
concerned, Americans are far more aware of their tax lia-
bilities than are ltalians in family firms.

This study of governance indicates there are significant
differences between the two countries. The differences
arise around the presence of family members on the
board, but not on the existence of the board itself. In look-
ing at the issue of resolving differences over managing the
family business, Americans were more inclined to discuss
the matter and let the owner decide, whereas Italians were
more prone to overlook the differences and wait for things
to work out by themselves.

Overall, throughout the study, nationality seems to be
more significant in succession and governance decisions
and preferences than does the generation of the family
business. The fact that this study was limited to the United
States and Italy makes it difficult to generalize the findings
on succession and governance of family business to other

countries. However, since nationality seems to play an
impartant role, the findings could be tentatively extended to
other cultures with similar characteristics. For example,
given the strong family unity component of Latin cultures,
the higher tendency of ltalian family businesses to encouir-
age the next generation to take over, or the more concilia-
tory way of resolving differences could be extended to
other Mediterranean and Latin American countries. This
could be particularly valuable for American companies and
professionals trading or operating with family business
counterparts in these geographicat areas.

This study was a first attempt at comparative research
on family businesses across different cultures. Therefore,
several directions can be suggested for future research. The
research could be extended on a longitudinal basis, follow-
ing up with similar data collection at regular intervals of two
to three years. This would allow researchers to detect possi-
ble trends and variations on the same issues. The sample
could also be more accurately stratified by size (small versus
medium and large companies) to assess potential differ-
ences in succession and governance patterns.

Finally, the same variables could be more accurately
investigated by adding more questions concerning, for
example, selection criteria for heirs, and the use of family
councils and retreats to resolve differences and conflicts
among family members.

Endnotes

1. Bank of Italy, Proprieta, Modelli di Controllo e riallo Cazione Nelle Imprese Industriali Italiane, Rome,
1994; G. Corbetta, “Patterns of Development of Family Businesses in Italy,” Family Business Review 4,
no. 8 (1995), pp. 255-265; M. C. Shankar and J. H. Astrachan, "Myths and Realities: Family Businesses’
Contribution to the U.S. Economy. A Framework for Assessing Family Business Statistics,” Family

Business Review 2, no. 9 (1996), pp.107-119.

54 NEw ENGLAND JOURNAL OF ENTREPRENEURSHIP

Reptoultggisomperiisdisirsrimsiesplyfighe owner. Further reproduction prohibited without permission. 8



Zanzi and Dumas: Succession and Governance Across Generations: A Comparative Study

2. G.Corbetta and S. Tomaselli, "Board of Directors in ltalian Family Businesses," Family Business Review
9, no. 4 (1996), pp. 403—421.

3. A.G. Lank, Key Challenges Facing Family Enterprises. Lausanne, Switzerland: IMD Publication, 1995.

4. Shankar and Astrachan, "Myths and Realities: Family Businesses’ Contribution to the U.S. Economy. A

Framework for Assessing Family Business Statistics.”

G. Corbetta, Le Imprese Familiari. Caratteri Originali Varieta e Condizioni di Cviluppo. E..G. E. A. S.p.A.

Milan, 1995, pp. 3 and 5.

G. Corbetta and S. Tomaselli, "Board of Directors in Italian Family Businesses."

J. L. Ward, Keeping the Family Business Healthy. San Francisco: Jossey-Bass, 1987.

W. G. Dyer, Cultural Change in Family Firms. San Francisco: Jossey-Bass, 1986.

R. Babl, “All in the Family,” Business News 2 (1984), pp. 8—11.

10.  Ward, Keeping the Family Business Healthy.

11.  S. Nelton, "Major Shifts in Leadership Lie Ahead," Nation’s Business (April 1997), p. 60.

12.. G. Corbetta, and D. Montemerlo, "Managing Succession in Italian Small- and Medium-Size Family
Businesses,” FB.N. Newsletter, no. 20 (May 1998), pp. 8—10.

13. Ward, “Keeping the Family Business Healthy”; |. S. Lansberg, "The Succession Conspiracy," Family
Business Review 1, no.2 (1988), pp. 119-143; and W. Handler, "Succession in Family Business. A
Review of the Literature," Family Business Review 7, no. 2 (1994), pp. 133-157.

14.  J. Applegate, "Keep Your Firm in the Family," Money 23 (1994), pp. 88—91.

15.  J. A.Barach and J. B. Ganitsky, "Successful Succession in Family Business," Family Business Review
8, no. 2 (1995), pp. 131-155.

16. R. Beckhard, and W. G. Dyer, “Managing Continuity in a Family-Owned Business,” Organizational
Dynamics 12, no. 1 (1983), pp. 5-12; J. R. Emshwiller, "Handing Down the Business,” Wall Street
Journal (May 19, 1989), p. B1; and Lansberg, "The Succession Conspiracy."

17. K. A.Farguhar, Employee responses to external executive succession: Attributions and the emergence
of leadership. Unpublished doctoral dissertation, Boston, MA: Boston University, 1989; and R. Vancil,
Passing the Baton. Boston, MA: Harvard University Press, 1987.

18.  W. Handler, Managing the family firm succession process: The next-generation family member’s expe-
rience. Unpublished doctoral dissertation. Boston, MA: Boston University's School of Management,
1988; Beckhard and Dyer, "Managing Continuity in a Family-Owned Business."

19.  J. H. Astrachan and T. Kolenko, "A Neglected Factor Explaining Family Business Success: Haman
Resource Practices,” Family Business Review 7, no. 3 (1994), pp. 251-262.

20. P Preti, L'Organizzazione della Piccola Impresa. Nascita e Sviluppo delle Imprese Minori. E.G.E.A.
S.p.A., Milan, 1991. N

21.  Bank of taly, Proprieta, modelli di controllo e riallocazione nelle imprese Industriali ltaliane.

22. F. Barca, M. Bianco, and L. Cannari, Ownership Structures and Market for Firms’ Control. Bologna: Il
Mulino, 1994.

23.  G. Corbetta, Le Imprese Familiari. Caratteri Originali Varieta e Condizioni di Sviluppo, p. 403

24.  Bank of ltaly, Proprieta, modelli di controlio e riallocazione nelle imprese Industriali ltaliane.

25.  Barca, Bianco, and Cannari, Ownership Structures and Market for Firms’ Control.

26. M. A. Gallo, "Family Business in Spain: Tracks Followed and Outcomes Reached by Those Among the
Largest Thousand," Family Business Review 8, no. 4 (1995), pp. 245-254.

27. J.L.Ward, and J. L. Handy, "A Survey of Board Practices," Family Business Review 1, no. 3 (1988), pp.
289-308; J. W. Lorsch and E. Maclver, Pawns or Potentates. Boston: Harvard Business School Press,
1989; and A. Demb and F. F. Neubauer, The Corporate Board. New York: Oxford University Press, 1992.

28.  D.J.Jonovic, "Outside Review in a Wider Context: An Alternative to the Classic Board," Family Business
Review 2 no. 2 (1989), pp. 125-140; and J. L. Ward, Creating Effective Boards for Private Enterprises.
San Francisco: Jossey-Bass, 1992.

29. Barca, Bianco, and Cannari, Ownership Structures and Market for Firms' Control.

30. Corbetta and Tomaselli, "Board of Directors in ltalian Family Businesses."

31. M. A.Schwartz and L. B. Barnes, "Qutside Boards and Family: Another Look," Family Business Review
4, no. 3 (1991), pp. 268-285.

32.  Ward and Handy, "A Survey of Board Practices.”

33.  Corbetta and Tomaselli, "Board of Directors in ltalian Family Businesses."

o

00N>

SUCCESSION AND GOVERNANCE ACROSS GENERATIONS 55

Repriyehed M Permirsrsir B thd Topyright owner. Further reproduction prohibited without permission.



New England Journal of Entrepreneurship, Vol. 2 [2015], No. 2, Art. 6

34. J. M. Nash, "Boards of Privately Held Companies: Their Responsibilities and Structure," Family
Business Review 1, no. 3 (1988), pp. 263-270.

35.  Corbetta and Tomaselli, "Board of Directors in ltalian Family Businesses"; Schwartz and Barnes,
"Qutside Boards and Family: Another Look"; and Ward and Handy, "A Survey of Board Practices.”

36.  D. Jaffee, Working with the Ones You Love. Berkeley, CA.: Conari Press, 1990.

37.  Corbetta, Le Imprese Familiari. Caratteri Originali Varieta e Condizioni di Sviluppo, P. 54.

38.  Massachusetts Mutual Life Insurance Company, 1995 Research Findings of American Family Business.
Boston.

NEjE

Alberto Zanzi is an associate professor of management at Suffolk University. He teaches in the areas of
family business, organizational behavior, international business, and management consulting. Dr. Zanzi
received his B.S. and MBA from Utah State University and his Ph.D. from the University of Southern
California. He has been a research scholar at the Harvard Business School, a graduate of the NTL
Institute and a visiting professor at Bocconi University in Milan, Italy. His work has appeared in the Journal
of Management Studies, Journal of Organizational Behavior, Business Forum, Journal of Management
Education, and Journal of Management Issues.

Colette Dumas is an associate professor of management at Suffolk University. She received her Ph.D.
from The Fielding Institute in Santa Barbara, California. Dr. Dumas’s book Counseling the Entrepreneur
was published by the Institute of Canadian Bankers in Toronto, Canada. She has been awarded major
grants from research funding agencies, including the prestigious Social Sciences and Humanities
Research Council of Canada, to study the challenges faced by family-owned businesses. Her numerous
articles have appeared in Family Business Review, Journal of Leadership Studies, International Journal
of Value Based Management, Entrepreneurship Theory and Practice, International Journal of Economic
Development, and Journal of Humanistic Psychology.

56 NEw ENGLAND JOURNAL OF ENTREPRENEURSHIP

Reptoultggisomperiisdisirsrimsiesplyfighe owner. Further reproduction prohibited without permission. 7 10



