
If you're interviewing an entrepreneur, for school or business, here are 25 key questions (plus a few supplementaries) that you might profitably ask:

How did you get started in this business?
Did you found the company?
Is this your first business? (If not, ask what the others were, and what happened to them.)
Were you exposed to entrepreneurship as a child (say, from family members or friends)?
How did you finance your business? What have been your most effective sources of financing over the years?

What are the revenues of the business? (They may or may not answer this.)
How many employees do you have? Full- or part-time? (This gives you some idea of the company size in case they didn't answer the revenue question.)
What is an average workday like for you?
Who are your customers? What are your most significant products or services?
How has your market changed in the past few years? How has your business changed to keep pace?

How have sales grown in the last few years? (gives you an idea of how successful the business is.)
Is the business profitable? What kind of profit margin does it have? Is that pre-tax or after-tax?
What are the most crucial things you have done to grow your business?
What plans do you have now to expand your business further?
What systems have you used to automate your business to give you more time for business planning and development?

What outsiders have been most important to your business success? (e.g., bankers, accountants, investors, customers, suppliers, mentors, etc.)
Do you have a business plan? A marketing plan? When was it last updated? (gives you some idea of how sophisticated their planning process is)
How do you market your products or services?
What has been your most effective marketing tactic or technique?
What’s the worst business advice you’ve ever received?
What three pieces of advice would you offer entrepreneurs starting out today? (asking for three is a lot, but it forces your subject to dig deeper than just saying , “Just do it,” or “Hire good people.”
How long do you plan to keep operating this business? Do you have an “exit” strategy for getting out of the company?
If you were to start another business, what might it be? 
Do you believe business has any obligation to make the world a better place?
How does your business “give back” to the community or to society?

More questions:

1. Are you willing and able to bear great financial risk?
1A. Do you have financial backing to fund the vision and team for at least twelve months?
2. Are you willing to sacrifice your lifestyle for potentially many years?
2A. Are you able to manage your time effectively and wear multiple operating hats?
3. Is your significant other on board?
3A. Do you have a board or advisors who you consult with and seek guidance from?
4. Do you like all aspects of running a business?
4A. Which aspects do you dislike and which are you weakest at? Do you have partners and/or advisors to compensate? 
5. Are you comfortable making decisions on the fly with no playbook?
5A. Have you created a playbook to sit alongside your business model?
6. What’s your track record of executing your ideas?
6A. What’s the track record of execution among other players in this space?
7. How persuasive and well-spoken are you?
7A. What’s the need that you are trying to solve? Who’s the community you are trying to serve? Can you craft a concise definition for both?
8. Do you have a concept you’re passionate about?
8A. Equally important… Is it a concept that others can become passionate about (employees, users, etc)?
9. Are you a self-starter?
9A. Is the business a self-starter? In other words, is there a clear, short-term monetization path; or, will you need to fund the business through that point?
10. Do you have a business partner?
10A. Do you have a technical partner? Or, if you are technical, do you have a business partner?
Other Types:

1. Whose goals are these anyway?
Are you opening a business because your spouse, parents or good buddy from school is pressuring you? Are you making decisions based on somebody else's expectations? If you are, you're in trouble.

2. How important is it for you to be in control of your time?
If losing control over your life is going to make you miserable, don't start a 24-hour answering service or any other business where you can't tell customers "we're closed." The more successful you are, the more quickly you'll be sick of the whole deal.

3. Are you sure you have enough money?
Here's the dilemma. You're successful; you sell a lot of widgets. Yippee! But it takes you 30 days or 60 days or, worse yet, 90 days to collect payment. In the meantime, you run out of widgets, and you can't afford to make more. You're not doing any business, but you still have overhead. Moreover, you're disappointing your enthusiastic, new customers who will shop elsewhere. Next stop, bankruptcy. So scare up lots of working capital, and get that home-equity line of credit in advance -- just in case.

4. Are you certain you're charging enough to make a profit?
If you offer cut-rate prices, you can be really, really busy digging yourself into a hole out of which you simply can't climb. Without proper pricing, the more customers you get, the more money you lose.

5. Are you relying too heavily on word of mouth?
All your friends are telling their friends about your new business. That's great. But just talking up the business isn't good enough. If you don't spend money and energy marketing steadily and intelligently, you won't have customers over the long haul.

6. Have you lined up customers who are willing to pay in advance?
Otherwise, you're going to find yourself financing your customers. And trust us, you can't afford that.

7. Are you making smart hiring decisions?
Just because your best friend's husband is out of work, doesn't mean he'll make a great sales manager. Here are two rules of thumb: Hire people who are good at what you're not, and hire people who are just as smart as you are.

8. Can you bite your tongue?
Don't dis your ex- (or soon to be ex-) employer. In times like this, you need all the friends you can get, so don't make them the enemy. If you haven't left yet, don't make your departure an unpleasant surprise. If you're already unemployed, give your former boss an opportunity to be your first paying customer. After all, you understand his business, and in your new role, you might be able to offer him a deal he can't resist.

9. Have you considered a partner?
Look for someone who shares your ideas and whose talents complement yours. A partner can give your company more resources and abilities and reduce your personal financial risk.

10. Can you let your head, not your heart, rule?
When it comes to business, don't fall in love with your new company. Keep some perspective on your operation's strengths and shortcomings. Be realistic enough to recognize the signs of real trouble in time to bail.

