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OVERVIEW
When starting a business, one needs guidance in order to go through all regulatory procedures and
formalities. Disadvantaged adults (such as ethnic minorities, people with limited education,
migrants, refugees and asylum seekers) may need particular support in understanding and
complying with relevant regulation since they might be less familiar with the relevant institutions
and agencies in the country they reside. In addition, a lack of proficiency in the host-country
language or a lack of knowledge of the local business environment may mean they have less
confidence in dealing with relevant bureaucratic processes. This module will present the basic legal
framework for starting a business and will provide information on the procedures that need to be
followed in order to set up your own business idea. Upon completion of the module, you will be
able to better understand administrative and legal procedures and be more familiar with support
services and institutions in the business field.
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TOPIC 1.1: BUSINESS TYPES
A type of business identifies how you take part in the business field that you choose. Your
personal characteristics and your existing network often guide you into a suitable type of
business. There are four main types of businesses:
1.1.1 MANUFACTURING
Manufacturers are businesses that use raw materials, such as leather, waste material, wood,
cloth or metal and make new or different products out of those materials. Some examples of
manufacturing businesses are shoemakers, dressmakers, furniture makers, paper producers
and farm equipment manufacturers. If you know how to produce a product and have the skill to
make something that is in demand and valuable to customers, you may want to go into
manufacturing.
1.1.2 SERVICE PROVISION
Service providers are people whose businesses sell a particular service, such as transportation,
tourist tours, hairdressing, banking, deliveries, construction, repairs, cleaning, painting, nursing,
etc. If you enjoy working with people and satisfying their specific needs, providing services may
be your preference.
1.1.3 WHOLESALE
Wholesalers are businesses that buy large quantities of certain goods from manufacturers and
resell those goods to retail outlets, who then resell them to individual consumers. If you are
familiar with companies that make and sell their goods in bulk and you are good at establishing
relationships with retailers, you may want to be a wholesaler.
1.1.4 RETAIL
Retailers purchase ready-made goods from wholesalers or suppliers for resale at a profit. Some
examples of retail businesses are grocery stores, appliance stores, clothing stores, stationery
shops, computer and mobile phone shops, etc. If you like meeting different people and you
have access to a good location to open a shop, retailing may be a good option for you.
ACTIVITY 1: IDENTIFY YOUR BUSINESS FIELD & TYPE
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 1.2 ACCESS TO EMPLOYMENT DEPENDING ON LEGAL STATUS
Under European Union (EU) law, one of the fundamental freedoms is “the right to engage in
work and to pursue a freely chosen or accepted occupation” (Article 15 (1) of the Charter) as
well as equal treatment as regards the working conditions between non-EU nationals and EU
citizens (Article 15(3) of the Charter). Under this framework, you have the right to work in an EU
country provided that you hold a resident permit and work permit. Irregular migrants are not
allowed to be employed and sometimes the cost could include the deportation to their home
countries (Employer Sanctions Directive, 2009/52/EC). The access to labour and employment
sectors depends on the status of each individual.
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1.2.1 ASYLUM SEEKERS
If you are an asylum seeker you can have effective access to the labour market if the decision on
your asylum case has not been taken within nine months of the asylum application. This means
that while you are awaiting for the final decision on your asylum application (asylum seeker) you
do not have the right to work.
However, the conditions for granting access to the labour market must be in accordance with
the national law of each EU country (Article 15 of the Reception Conditions Directive
2013/33/EU) since each EU country applies different laws. In some European countries, asylum
seekers cannot be self-employed so starting a business would not be an option.
1.2.2 RECOGNISED REFUGEES AND BENEFICIARIES OF SUBSIDIARY PROTECTION
If you are a recognised refugee or recognised as being in need of subsidiary protection you have
the right to take up employment and to be self-employed (based on Article 26 (1) and (3) of the
Qualification Directive, 2011/95/EU). You also have access to vocational training under the same
conditions as nationals. You are also allowed to receive “necessary social assistance” equal to
that provided to a national in the host member state (based on the Article 29 of the revised
Qualification Directive).
1.2.3 NON-EU CITIZENS
If you are a third-country national and you hold a work permit you can have access to labour
market and social security under the same working conditions nationals have. Discrimination on
the basis of race or ethnicity in the context of employment and when accessing goods and
services as well as the welfare and social security system is prohibited (Racial Equality Directive,
2000/43/EC). You are protected from unjustified dismissals (Article 30), and you have the right to
fair and just working conditions, as well as the right to rest and to be paid annual leave (Article
31). Article 16 guarantees the freedom to conduct business. The Charter also provides for the
protection of health and safety at work (Article 31).
1.2.4 EMPLOYMENT FRAMEWORK IN GREECE
Asylum Seeker
In Greece, if you are an asylum seeker (an applicant requesting international protection), and
you have completed the procedure for lodging your application for international protection, and
you possess a valid “applicant for international protection card” or “asylum seeker’s card” then
you have the right to access salaried employment or the provision of services or work. If you are
an asylum seeker, you do not have the right to be self-employed or start your own enterprise. If
you are a pre-registered asylum seeker, you cannot access legal employment, until you
complete the procedure for fully lodging your asylum application. Note that to be legally
employed, your asylum seeker’s card must be valid, therefore do not forget to renew your
asylum seeker’s card as it expires.
According to Greek law, asylum seekers have the same labour and insurance rights as Greek
nationals. These refer to basic salary, family allowances, hours of work, overtime, annual leave,
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minimum age of employment, apprenticeship and training, employment injury, maternity,
sickness, unemployment and pension.
To work legally, you must have a tax number (ΑΦΜ) and a social security number (AMKA).
In Greece, a recognised refugee or a beneficiary of subsidiary protection who holds a valid
residence permit, has access under the same conditions as Greek nationals to:
·salaried employment;
·provision of services or work;
·exercise an independent economic activity.
Note that to be legally employed, the residence permit must be valid!
Recognised refugee or beneficiary of subsidiary protection
If you are a recognised refugee or a beneficiary of subsidiary protection, you have the right to
establish commercial and industrial companies or work as a freelance professional. For every
profession there are specific requirements.
If you wish to establish a business you need to pre-register with the Insurance Association of
Self-employed Workers (OAEE) and the “Chamber”. There are different Chambers in Greece for
industry and commerce, for traders, for small and medium industries and others. Finally, you
need to submit the relevant forms for starting a business at the Tax Office.
Note that you will need specific advice and guidance to do this. A labour counselor of an OAEE
office, a non-governmental organisation, a professional accountant or lawyer can provide you
with this assistance.
Non-EU Nationals
In Greece, third-country nationals who are legally residing in the country and hold a work permit
can have access to labour market and social security under the same working conditions as
Greek citizens have. This means that all those who have legal documents can be employed or
start their own business. The law makes an exception only for the agricultural sector where it
allows illegally residing third-country nationals to work in order to address the urgent needs of
the agricultural holding.
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1.2.4 EMPLOYMENT FRAMEWORK IN BULGARIA
Third-country nationals may carry out activities on the territory of the Republic of Bulgaria only if
they reside on a legal basis on the territory of the country, which shall be certified by the
relevant residence permit or residence and work permit issued by the Ministry of the Interior, or
after issuance of a permit by the Executive Director of the Employment Agency to work or to
carry out freelance activities.
A permit for access to the labour market is not required for foreigners with long-term or
permanent residence in the Republic of Bulgaria, or with rights equivalent to their rights through
the right of asylum granted to them or with international protection granted in the Republic of
Bulgaria under the Asylum and Refugees and Members of their Families Act.
Third-country nationals may carry out professional activity if:
1. They have a short-stay visa in the Republic of Bulgaria, except in cases of seasonal
employment for up to 90 days;
2. They have a permit for long-term residence in the Republic of Bulgaria on the basis of Article
24, paragraph 1, items 2, 6-8,10,14,16,19 and 20 of the Law on Foreigners in the Republic of
Bulgaria.
Extra information in English:
European Council of Refugees – Bulgaria https://asylumineurope.org/reports/country/bulgaria/overview-legal-framework/
Law on Aliens in the Republic of Bulgaria - https://www.mfa.bg/upload/646/06-Foreigners-Actbg-en.pdf
Act on Asylum and Refugees in Bulgaria https://aref.government.bg/sites/default/files/uploads/english/ASYLUM%20AND%20REFUGEES%
20ACT_20.pdf
Finding a job in Bulgaria for migrants, refugees, third country nationals https://migrantlife.bg/articles/finding-job-bulgaria
Start a business in Bulgaria - https://psc.egov.bg/en/psc-starting-a-business
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1.2.4 EMPLOYMENT FRAMEWORK IN ITALY
Asylum Seeker
In Italy, asylum seekers can start working after two months have passed since they formalised
their asylum request, even if, in the meantime, they have not received any answer. They have
the opportunity to carry out both subordinate work and self-employment activities, both
individually with VAT, and in partnership with others.
Recognised refugee or beneficiary of subsidiary protection
In Italy, holders of a residence permit as refugees or beneficiaries of subsidiary protection, have
the opportunity to carry out any type of work, both subordinate and self-employed, like Italian
citizens.
Non-EU nationals
In Italy, third-country nationals must have a residence permit. All residence permits allow you to
carry out a work activity, like Italian citizens and under the same conditions, with the exception
of the residence permit for study purposes, which allows you to carry out only subordinate work
for a maximum of 20 hours per week and permit for tourism. In order to carry out selfemployment activities, holders of these types of permit must convert it into a self-employment
permit.
EU citizens
EU citizens can work in Italy even without a residence permit. After having obtained a job, they
can obtain a residence permit.
The regulatory framework for carrying out self-employment activities in Italy
Self-employment activities in Italy are distinguished between:
• entrepreneurial activities (for example, craft, agricultural and trade activities)
• freelance professions
• autonomous activities
To start an independent business of any kind, a series of obligations are required by law, to
know which it is advisable to contact the Chamber of Commerce or a qualified accountant.
In general, it is necessary:
- to choose the Activity Code: depending on the type of activity to be carried out, it is necessary
to choose between the activity codes provided for by the current legislation.
- to choose the Tax Regime: according to the expected annual turnover, it is possible to choose
specific tax regimes from which different accounting obligations may arise.
- to fill in the Business-Start Declaration
- to submit for a VAT number
- to subscribe to a specific form of social security managed by INPS or by other sectoral social
security institutions;
- to register with INAIL, compulsory insurance against accidents at work and occupational
diseases;
- to make the Certified reporting of the start of the business (SCIA) to the Municipality.
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Business activities are distinguished between regulated and unregulated activities.
The former can only be exercised if you have certain qualifications or certifications. If the
professional title for the business you want to start has not been obtained in Italy, this must be
recognised by the competent ministry. If you do not have the professional title, you must obtain
it by attending an ad hoc training course. To find information on available courses, it is advisable
to contact the competent offices in your region of residence.
https://www.anpal.gov.it/centri-per-l-impiego
https://it.wikipedia.org/wiki/Centro_di_formazione_professionale
Unregulated entrepreneurial activities, on the other hand, can be exercised freely. Freelance
workers are those for the exercise of which it is necessary to possess certain requirements and
be registered in special registers or lists (for example: notary, lawyer, accountant, doctor,
architect, engineer). Autonomous activities include the provision of intellectual services for
which there is no regulation, while the registration in a professional register is not required.
For further information:
https://integrazionemigranti.gov.it/it-it/Dettaglio-approfondimento/id/33/Immigrazionecome-dove-e-quando
https://www.portaleimmigrazione.it/APR_PDS_Lavoro_Autonomo.aspx
https://www.fi.camcom.gov.it/promozione-e-assistenza-alle-imprese/nuoveimprese/cittadini-extracomunitari-e-lavoro-autonomohttps://www.vi.camcom.it/it/aprire-unattivita/stranieri/Imprenditori-extra-UE.html
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1.2.4 EMPLOYMENT FRAMEWORK IN SPAIN
Asylum Seeker
Asylum seekers can work after the first six months since their asylum application, if their
application has not been decided yet. After these six months, they are automatically granted
authorisation to work, without any further processing. This period is indicated on the so-called
"white sheet" that is given to every asylum seeker at the beginning of the asylum process.
This working permit expires after three months - which means nine months after the petition
was filed. At this point there are two options: either the application has been rejected, or the
case will continue to be studied. If they continue studying the case, they will give you the "red
card", which also authorises you to work everywhere in Spain.
If you want to start your own business as an asylum seeker, you can do it during the three
months that you have the work permit with the white sheet and during the time you have the
red card.
Recognized refugee or beneficiary of subsidiary protection
Once you are recognised as a refugee or beneficiary of subsidiary protection, you will receive a
residence permit (“NIE”) that authorises you to work throughout Spain. This NIE must be
renewed after 5 years. Under these conditions, you will be able to start your own business
without any problem.
If you come from Venezuela to Spain, you have to know that it is considered a special case. You
will not be considered a refugee, but you will be granted residence for humanitarian reasons. It
lasts for one year and also grants you permission to work during this time (so you can also start
your own business). After this year, you have to renew the residence for humanitarian reasons if
you want to continue wokring under this scheme.
Non-EU citizens
If you are a national of a third country, you can obtain a work permit in different ways: social
roots, labor roots, family roots, or through an EU family card. In any of these conditions, you
have free access to the labour market, so that you can work as an employee or create your own
business like any other Spanish citizen.
IMPORTANT:
- In all these cases, it is important to have a valid residence card. Without it, your main
identification document would be the passport of your country of origin, without which you
won't be able to work legally.
- These conditions may change at any time, so we recommend consulting the following sources:
CEAR Spain - https://www.cear.es/
ACNUR Spain - https://www.acnur.org/es-es/acnur-en-espana.html
Ministry of Work and Social Economy - https://www.mites.gob.es/
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1.2.4 EMPLOYMENT FRAMEWORK IN CYPRUS
Asylum Seeker
Asylum seekers can start working in the following sectors, one month after they submitted their
asylum application and given that they have registered at their District Labour Office, to help
them find a job and thus, request a work permit. Asylum seekers can work in the following
sectors:
- Agriculture/Farming/Fishing/Animal shelters/hotels
- Processing
- Waste Management
- Tourism (Kitchen Assistants/Cleaners etc)
- Trade/Repairs (Gas Stations/Fish Market Workers etc)
- Services (Food Delivery, Outdoor Cleaners, Advertisements Distributors, Dry Cleaner workers)
For updated information visit: http://www.mlsi.gov.cy/mlsi/dl/dl.nsf/page5j_en/page5j_en?
OpenDocument
Recognised refugee or beneficiary of subsidiary protection
Refugees or persons with subsidiary protection status face no limitations in the sectors they can
be employed, and thus, can be employed in all job sectors, similar to their Cypriots and
European counterparts.
EU citizens
EU citizens face no limitations in employment, however, they must apply for a Registration
Certificate (also known as yellow slip), and for a social insurance number once they've secured
employment. This application must be submitted within 4-months after entering Cyprus at the
local Immigration Branch of the Police.
Non-EU citizens
Below are the various types of permit third-country nationals can request to reside in Cyprus.
For more information on the conditions tha need to be met and fields of work allowed for
students visit: http://www.mlsi.gov.cy/mlsi/dl/dl.nsf/page5h_en/page5h_en?OpenDocument
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1.2.4 EMPLOYMENT FRAMEWORK IN THE UNITED KINGDOM
Asylum Seeker
Those who are claiming asylum in the UK are not usually allowed to work whilst their claim is
being considered. However, they are eligible to be provided with accommodation and support
during this time if they do not have access to these essential resources.
The Home Office may grant permission to work to asylum seekers whose claim has been
outstanding for more than 12 months through no fault of their own. Under this policy, those
who are allowed to work are restricted to jobs on the shortage occupation list published by the
Home Office. Asylum seekers may volunteer while their claim is being considered.
Applications for permission to work from asylum seekers should be made by writing to UK Visas
and Immigration (UKVI) and should include this information:
* full name of the applicant, date of birth and nationality
* Home Office reference number
* a statement setting out the request for permission to work
* contact details for the applicant and legal representative (if they have one)
For more information, visit: https://www.gov.uk/government/publications/handling-applicationsfor-permission-to-take-employment-instruction/permission-to-work-and-volunteering-forasylum-seekers-accessible-version
Non-UK Nationals
There are a variety of work visas for non-UK nationals to work in the UK:
https://www.gov.uk/browse/visas-immigration/work-visas. These visas are divided into various
categories:
long-term work visas
short-term work visas
investor
business development and talent visas
other work visas and exemptions.
There are also opportunities for specific jobs to sponsor visas for non-UK nationals.
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TOPIC 1.3: STEPS TO SET-UP A BUSINESS
1.3.1 CHOOSE A BUSINESS STRUCTURE
The business structure you choose influences everything from day-to-day operations to taxes
and how much of your personal assets are at risk. You should choose a business structure that
gives you the right balance of legal protections and benefits.
There are many types of business entities defined in the legal systems of various countries.
These include:
Sole proprietorship: Sole proprietorship is a type of business with only one owner. The owner
has complete authority over every aspect of the business. A sole proprietorship is not a
separate legal entity – it's considered an extension of the owner. Examples of sole proprietors
include small businesses such as, a local grocery store, a local clothes store, an artist, freelance
writer, IT consultant, freelance graphic designer, etc. Business owners may also be eligible for
tax deductions, such as health insurance. Unlike a limited liability company, a sole
proprietorship is not required to meet ongoing requirements such as shareholder meetings and
voting or election of directors. On the downside, since it is not a separate legal entity from its
owners, the owners will be personally liable for the debts, liabilities, and obligations of the
business.
Partnership: Alternatively, a business partnership, as its name implies, means that two or more
people are held personally liable as business owners. It is the simplest form of business
structure for a business with two or more owners. You don't have to go at it alone if you can find
a business partner with complementary skills to your own. It's usually a good idea to add
someone into the mix to help your business flourish. In a general partnership, all parties share
legal and financial liability equally. The individuals are personally responsible for the debts the
partnership takes on. Profits are also shared equally. The specifics of profit sharing will almost
certainly be laid out in writing in a partnership agreement. A partnership shares a lot of
similarities with a sole proprietorship. For example, the business does not exist as a separate
legal entity from its owners, and therefore, the owners and the entity are treated as one person.
Corporation: If you want to separate your personal liability from your company's liability, you
may want to consider forming one of several types of corporations. Although each type of
corporation is subject to different guidelines, this legal structure generally makes a business a
separate entity from its owners, and, therefore, corporations can own property, assume liability,
pay taxes, enter contracts, sue and be sued like any other individual.Almost all large businesses
are corporations, including Microsoft Corp., the Coca-Cola Co., and Toyota Motor Corp. Some
corporations do business under their names and also under separate business names, such as
Alphabet Inc., which famously does business as Google.
Limited liability company: One of the most common structures for small businesses is the
limited liability company (LLC). They are very popular because they provide the same limited
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liability as a corporation, but are easier and cheaper to form and run. An LLC provides its owner
or owners with limited liability. This means that you—the LLC owner—are generally not
personally liable for any debts incurred by your LLC business or most business-related lawsuits.
Because you're not personally liable, creditors or people who file lawsuits against your LLC can't
collect against your personal assets like your personal bank accounts, personal car, or home.
They are limited to collecting from your LLC's assets, like your LLC's bank account. LLCs
ordinarily provide their owners with pass-through taxation. The profits (or losses) the business
incurs pass through the business to the owner's personal tax return. Such profits are taxed at
the owner's personal tax rates. Αn LLC can be used for a business of any size—from one-owner
operations to businesses with many co-owners. LLCs are also the most common legal entity
used to own rental and commercial property.
To learn about business structure, visit the website https://www.investopedia.com/.
1.3.2 MAIN COMPONENTS OF SETTING UP A BUSINESS
Choose a business name
It’s not easy to pick the perfect name. You’ll want one that reflects your brand and captures your
spirit. You’ll also want to make sure your business name isn’t already being used by someone
else.
Find a space for your business
Whether you are planning to open a retail shop or a business that will provide any kind of
service, you need to find a place to host your activity. In order to proceed with the establishment
of your business you need to rent the place and have a rental contract which is necessary for
the registry of your business.
Register your business
Once you have chosen where the company will be based you must register it with the host
country’s Chamber of Commerce.
Obtain a tax identification number
You must then apply for the tax identification number at the relevant tax office.
Open a bank account
A small business checking account can help you handle legal, tax, and day-to-day issues. The
good news is it’s easy to set one up if you have the right registrations and paperwork ready.
Books & Accounting
An accounting log and receipt books need to be ready and you must use the company stamp to
imprint the accounting log of every single page of receipts books.
ASSESSMENT ACTIVITY TO TEST THE KNOWLEDGE AND SKILLS GAINED IN THIS UNIT:
Please refer to the RADIAL Activities Booklet to complete this activity.
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OVERVIEW
In this unit, you will first become familiar with essential concepts like entrepreneurship, green
entrepreneurship and business financial/environmentally sustainability before diving into the
preliminary steps you need to take to refine a business/initiative idea based on the local and
European labour market needs. This unit will support you in gaining a basic understanding on how
entrepreneurship can become a way for you to create your own idea/business/initiative based on
the principles of sustainability and green entrepreneurship, as well as help you identify potential
limitations and alternatives solutions to help you turn your idea into reality. With the conclusion of
this unit, you will become familiar with the concept and the importance of Market Research Analysis,
as well as ways to conduct it, prior to heading to the next unit where you will be introduced on how
to develop a business plan.
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TOPIC 2.1: MARKET RESEARCH ANALYSIS
2.1.1 INTRODUCTION
By now, you have probably already written down some draft ideas for your business. Now, it is
the right time to explore whether your idea fills a gap or a need in the market, should it be
turned into a business. To do so, it is important to test your idea with potential customers, to
gain a proper understanding of the market you wish to enter, as well as identify market
opportunities and clientele. Before you head into the next unit (Business Plan), is best to first
test a couple of business ideas you have to help you refine how your business will be perceived
by the local market. To do so, let’s explore some main components of Market Analysis.
2.1.2 DEFINITION OF MARKET ANALYSIS
A market analysis is an essential part of transforming an idea into a business. A market analysis
is the process of testing the attractiveness and the dynamics of the market/field that you wish to
enter within a specific industry. In this topic, we will avoid complicated tools and methodologies,
as we aim to approach this stage through accessible and effective practices.
2.1.3 ELEMENTS OF A MARKET ANALYSIS
The main elements that should be analysed in a market analysis include:
a) Market trends; past, current and future
Explore the local and global trends of the field you wish to enter. This will help you understand
how the field has evolved in the past decades, how it currently fares and what’s the forecast for
the following years. Ensure that these trends are explored at a local, national and regional level.
b) Market segmentation
Market segmentation is the division of your target audience into multiple groups of potential
clients. By identifying a diverse range of potential clients it will inform the way you produce,
promote, sell and market your product/service. Market segmentation can be based on
demographics (age, gender, ethnicity), purchasing power, needs, priorities, common interests
and/or behavioural criteria.
Market segmentation has many benefits, including:
Stronger marketing messages
Targeted digital advertising
Attracting the right clients
Identifying niche markets
Product development informed by target groups’ needs
Differentiating brand from competition
c) Target group: who will buy your product/service
It is important for every business to be clear on who it wants to target with their product/service.
In a world of intense customisation, exploring and defining your target group(s) is essential. This
is very important as it will later inform the nature, language, medium and intensity of your
marketing strategies, branding message and your product/service development to better meet
your audience’s profile and needs.
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2.1.4 TOOLS AND PRACTICES TO CONDUCT A MARKET ANALYSIS
a) SWOT Analysis
SWOT Analysis is a simple but effective tool to use to outline the Strengths, Weaknesses,
Opportunities and Threats of your business idea. The aim of this analysis is to collect critical
information for a business’ marketing strategies and responsiveness to internal and external
factors.
Strengths and weaknesses include internal factors that can negatively or positively impact your
business. These are elements that are considered to be under control by a business, and can
include staff shortage, lack of expertise, clear and targeted goals, inadequate capital,
dependence on one supplier etc. Opportunities and threats on the other hand, include external
factors that can have an impact on your business. To better identify, analyse and respond to
these, businesses should rely on collecting external data of the market they operate in, be
informed on market trends and developments or disruptions that can impact their enterprise.
Examples of opportunities may include: bankruptcy of main competitor, expansion of
service/product to new markets. Examples of threats may include: changes to tax regulation,
restrictions of a pandemic, supply disruption, price increase of raw materials.
b) Competitor Analysis
A competitor analysis can be conducted at any stage. For the purposes of this unit, we suggest
you carry out a competitor analysis of your business idea(s) prior to launching your business.
This means, that you need to take the time to explore your competition, identify the main
players, research their marketing strategies, identify their target group(s) and innovative aspects.
By collecting this information and profiling your competitors, it will help you to better
understand the strengths and weaknesses of your business in relation to your competitors, and
how to better position your business in the market.
c) Market Research Focus groups
A focus group is another way to conduct a market analysis about your idea, service, or a
product. A focus group is a group of selected people who are invited to participate in a
facilitated discussion in order for a business analyst, or a business person to collect various
consumer perceptions. A focus group allows for controlled interviews to take place and the
collection of valuable impact prior to the roll out of a business, a new product, a strategic
decision or anything else related to a business.
Put together several focus groups of 5-7 people in each and collect information about how they
perceive your idea, your product/service, your target audience, your branding image and
message, as well as their understanding of the market you wish to enter.
Focus groups are flexible, while allowing the facilitator to follow a pre-defined a line of
questioning relevant to the topic at hand, and utilise qualitative data through the interaction
with the participants.
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Main elements:
Participants to feel comfortable to contribute and interact openly.
Participants to meet pre-determined criteria (e.g. demographisc of target group, gender etc.)
The moderator’s questions/statements should encourage a natural exchange.
Participants to be given the floor to speak equally.
ACTIVITY 1: COMPETITOR'S ANALYSIS
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 2.2 GREEN ENTREPRENEURSHIP
2.2.1 TYPES OF ENTREPRENEURSHIP
Before diving deeper into the parametres you should consider before deciding on a green
entrepreneurial idea to develop, it is useful to become familiar with the four basic types of
entrepreneurship that are most popular:
Intrapreneurship: The practice of a corporate management style that entails risk-taking and
the adoption of innovative approaches within a large organisation. A person who undertakes
this, is called ‘intrapreneur.’
Social entrepreneurship: The act of designing and implementing ideas at an individual, startup company, group or organisational level with the aim to design, fund and implement solutions
to issues pertaining to culture, environment and the society. A social enterprise must have a
social mission. Some countries have a specific legal framework about social enterprises. For
example, a social enterprise in Cyprus, must invest 80% of its profit to its cause, allowing it to
have a profit of 20%.
Green entrepreneurship: The practice of specifically designing, developing and applying
problem-based entrepreneurial ideas to environmental and social issues.
Digital entrepreneurship: The practice of developing an internet-based business or idea,
without investing in physical space to operate the.
For the purposes of this Entrepreneurship e-course, you will become familiar with the third type
mentioned above, namely, Green Entrepreneurship.
Note that if you decide to set up a non-governmental non-for-profit organisation (NGO) through
which to implement your idea, the legal framework does not allow profit-making. All money
made during the NGO’s operations must be re-invested in the organisation and its social
mission.
2.2.2 GREEN ENTREPRENEURSHIP
Green Entrepreneurship refers to the design and development of an idea and its
transformation to practical implementation as an initiative or as a new business with the aim to
tackle an environmental need or address an environmental problem. The process to developing
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a business under the umbrella concept of Green Entrepreneurship requires a solid green
entrepreneurial orientation, which refers to ‘the combination of initiative and environmental
orientation.’ [1]
While the language surrounding Green Entrepreneurship might sound complex, its realisation
doesn’t necessarily need to be too. To demonstrate that, you will be introduced to one Green
Entrepreneurship idea that has turned into a successful initiative.
2.2.3 A CASE STUDY: ZERO FOOD WASTE CYPRUS
As its name suggests, this initiative aims to reduce the amount of food waste that ends up in the
landfills every year. According to the United Nations (UN) Environment Programme [2], about
one third of the food produced for human consumption every year gets lost or wasted.
Specifically, fruit and vegetables have the highest rate of waste in comparison to any other food.
The issue of food waste transcends local and national boundaries, and indicates an inadequate
global distribution of food as well as an unnecessary overwork of earth’s resources. With this in
mind, the green entrepreneur – Alexia Kalourkoti - who has been running ZFWC, has sought to
find a local solution to this problem. A team of volunteers gathers once a week at a local
farmers’ market in Nicosia, Cyprus, and collect all the fresh produce that would otherwise end
up in the landfill if local farmers fail to sell it. The collected produce then gets distributed for free
to locals, migrants and asylum seekers who are in need of or can’t afford to buy fresh fruit and
vegetables. Recently, this idea was also adopted on the north part of Cyprus by another team of
volunteers, essentially overcoming the political division barriers of the island.

Image 1: Volunteers of ZFWC during distribution
Source: https://www.facebook.com/ZeroFoodWasteCyprus

ZFWC was primarily established as a green idea, however, the way it has been implemented has
expanded its scope to also provide humanitarian support to people in need, and as a
bicommunal initiative by the two separated communities in Cyprus, creating a sense of common
care and collaboration for the environment.
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This concept is applied as a non-for-profit initiative and is successful due to the dedication and
commitment of a team of volunteers. Because of this idea, hundreds of kilos of fresh produce
are saved and given to people in need every week.
ZFWC website: https://zfwcy.org/
ACTIVITY 2: A CASE STUDY: ZERO FOOD WASTE CYPRUS
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 2.3: LABOUR MARKET RESEARCH
2.3.1 A SUCCESSFUL ENTERPRISE
Does a Green Entrepreneurship idea need to turn into a for-profit business? Does it need to
have a physical space for its operations? Does it need to have permanent staff to run its every
day-to-day work?
Luckily, there are no restrictions when it comes to Green Entrepreneurship. An idea can become
a private business to make profit, it can have an online presence and/or a physical location for
its operation. However, it can also be a local initiative or a non-for-profit organisation run either
by permanent staff or volunteers. The shape of an idea may vary, and this is what we will explore
in this section.
There are two conditions that must be thought of carefully before materialising a Green
Entrepreneurship idea:
a) It must be financially sustainable
b) It must have an environmental aim and fill a gap in the market
In this section, we will break down these three conditions to understand exactly what we need
to consider to ensure that an idea is financially and environmentally sustainable while filling a
gap on the market.
2.3.2 FINANCIAL SUSTAINABILITY
The first word that crosses our mind when we hear the term ‘financial sustainability’ is the word
‘money.’ However, money may or may not be a necessary component when realising a green
entrepreneurship idea. This is clearly demonstrated in the ZFWC example that the only
requirement for its success is the devotion of its volunteers and a number of people to whom
the fresh produce is distributed to.
a) Location: In the era of digitisation of businesses, procedures and working from home, having
a physical location for a business or an initiative you want to run will largely depend on the
specifics of the idea you have. Consider this when putting together the main components of
your idea and how you wish to implement it in practice.
b) Online Presence: To make your initiative, brand or business available to as many people as
possible, it is important that you or someone who will be working with you can undertake the
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task of creating a digital identity. A digital identity comprises a logo, social media pages creation
and maintenance and channels of communication for individuals who are interested in what
you do and wish to reach out.
c) Workforce: While examining the green ideas you have, it is also important to consider the
setting of your operations. At this stage, write down the daily workload in terms of workforce
and time required to conduct your operations successfully for every idea you are considering.
d) Legal status: Based on the time, resources and the ideas you have, ensure that you take
into account the legal status of your idea, as well as potential legal limitations you may face in
the country you reside. To help you decide, consider whether you can invest full-time or
whether it will be a side work you will be doing. After doing so, consider whether you wish to
make profit out of this idea and examine which options are available for this option such as
registering as a private business. Other options include registering as a non-governmental nonprofit organisation, a social enterprise or just leading an ad hoc initiative. These options have as
a primary goal to address social issues, and thus, the level of profit varies extensively.
e) Resources: Once you have determined the aforementioned parametres, it is important to
analyse the resources you have in your disposal (physical location/online presence, the number
of people you need to hire or recruit as volunteers to run operations successfully based on the
anticipated workload, and whether it will be a for-profit or non-profit business) in order to
assess its financial sustainability short and long term.
In the likely event that you conclude that you lack resources to materialise your idea into a
business, consider the following to increase your access to resources:
Crowdfunding: Crowdfunding is the practice of receiving small amounts of money by
individuals who want to help you achieve a specific goal. People use crowdfunding to fund their
education, the launch of a product they want to develop or the funding of a business idea.
Those who contribute are often given special benefits such as a discounted product, a discount
card for the business’ services or some other kind of benefit once the business is up and
running or the product is released.
Small business loan: A more conventional way to secure funding is through a small business
loan. These loans are offered to small and medium size enterprises (SMEs) to support them
financially in launching a business, expanding or renovating. If you need capital for your idea,
visit local banks and ask them about the conditions to be eligible for a loan.
Investors/Sponsors: Whether you seek money to start a private business or a local non-profit
initiative, seeking investors to support you financially is another option. If you involve investors
to open a private business, you can ask interested individuals who are willing to invest in your
idea to become shareholders of your company, and share a portion of the profit. In the event
you are running a non-profit local initiative, you should seek local companies who wish to
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to support local social and environmental initiatives like yours as part of their Corporate Social
Responsibility Strategy. Their contribution can be a one-off to help you buy essential equipment
to start the idea, or it can be a more stable cooperation. To encourage such contributions by
local companies, ensure them that during your initiative’s operations their financial support will
be promoted and advertised.
Partners: Doing everything on your own may feel overwhelming. Seeking a partner with a
different set of skills and background is another alternative to help you kick-off your idea. It is
important, however, that you have the same vision and goal for your business, and especially to
have a common understanding when it comes to the environmental aspect of your cause.
2.3.3 ENVIRONMENTALLY ORIENTED IDEA FILLING A MARKET GAP
As described before, Green Entrepreneurship has an environmental cause at its core. In this
context, the entrepreneur conducts a local field and desk-based research to identify potential
gaps in the local, national or regional market when it comes to environmental solution-based
businesses, and therefore, sticks with an idea that is both innovative and promising to succeed,
and can be financially sustainable in the long-term.
The environmental issues that require solutions are infinite, however, below, you can see some
current environmental issues that you can consider when brainstorming for an idea.
Fast Fashion
Repurposing materials
Create a version of a non-reusable item into a reusable one*
Deforestation
Single use plastic waste
*An example of creating a product that replaces the use of non-reusable products by offering a
reusable alternative, is the All Matters menstrual cup (https://www.allmatters.com/). This
business has multiple causes at its core, but its main objective is to reduce waste created by
disposable period products every month. By creating a reusable menstrual cup, the company
addresses the issue of waste production from period products by offering a durable and
reusable alternative, while also tackling period poverty and menstrual hygiene.
2.3.4 ENVIRONMENTALLY-FRIENDLY VS GREEN ENTREPRENEURSHIP BUSINESS
Note that an environmentally sustainable business is not the same as a Green Entrepreneurship
business. The first refers to different practices adopted by a business to make it as
environmentally friendly as possible, for example, by running on reusable energy (e.g.
photovoltaic system), using reusable items, or by repurposing items from preventing them from
ending up in the landfill. Additionally, a green industry business is one the uses sustainable
materials to make its products, and uses a non-traditional business model by prioritising the
minimisation of a company’s environmental impact over the maximisation of profit.
Once these conditions are thoroughly examined and you decide which Green Entrepreneurship
idea you want to materialise, then you shall begin to develop a Business Plan. For more
information on how to build a business plan, head to Unit 3 - Create a Business Plan.
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2.3.5 FIND YOUR PASSION – MAP YOUR IKIGAI
Ikigai, a unique term, expresses the important Japanese concept of achieving a better and more
fulfilling life. Japanese language dictionaries define Ikigai as something to live for, the joy and
goal of living, a life worth living, and the happiness and benefit of being alive (Kumano,2018).
According to Kumano, Ikigai is eudaemonic well-being, as it “entails actions of devoting oneself
to pursuits one enjoys and is associated with feelings of accomplishment and fulfilment”.
Life and professional coaches, businesses looking for more innovative and cohesive teams, as
well as business and leadership magazines are using the concept of Ikigai to help individuals
discover their purpose – an activity that will make one wake up and be happy about performing
it.
The Ikigai exercise in the next section was first created as part of the PASSIOΝPRENEURS
Erasmus+ project and aims to help people find their niche in having a job that they love doing.
The
Passionpreneurs
Trainer’s
categoryid=10
Passcode: passionpreneurs2021

Guide:

https://e-trainingcentre.gr/course/index.php?

How to map your Ikigai:
Start by examining the infographic below, before starting to answer to the questions. This line of
activities is useful to help you refine the areas of interest to those who can also be profitable if
you wish to create a for-profit green entrepreneurship business.

Image 2: A guide to Ikigai
Source: Passiopreneurs

Additional tips:
Tip 1: Find a purpose you strongly believe in. People discover their passions or “ikigai” through
several ways, such as going through life-changing experiences (both positive and negative), deep
inner reflection, by chance, or by an inner determination to make a change.
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Tip 2: Stop thinking and start doing. If you are someone with many passions or you’re waiting
for the right moment, there is no perfect time or age to pursue your passion.
Tip 3: Speak to people with similar passions and interests, and to those who have been there
and done that. You may be surprised by the complementary ideas they will share with you, the
opportunities to collaborate and even the mistakes they will share with you from their journey
(which you can learn from).
Tip 4: Accept that setbacks are normal. Recognise setbacks as normal and learn from them,
dust yourself off and keep moving forward.
ACTIVITY 3: MAP YOUR IKIGAI!
Please refer to the RADIAL Activities Booklet to complete this activity.
ASSESSMENT ACTIVITY TO TEST THE KNOWLEDGE AND SKILLS GAINED IN THIS UNIT:
Please refer to the RADIAL Activities Booklet to complete this activity.

Additional Readings:
EU Action Plan on the Integration of third-country nationals: https://eur-lex.europa.eu/legalcontent/EN/TXT/?uri=CELEX:52016DC0377
Green Entrepreneurship
https://ied.eu/blog/green-entrepreneurship-sustainable-development-forbusiness/#:~:text=Green%20entrepreneurship%20is%20the%20activity,bring%20a%20solution
%20to%20them.
Market Segmmentation: https://www.qualtrics.com/uk/experience-management/brand/marketsegmentation/?rid=ip&prevsite=en&newsite=uk&geo=CY&geomatch=uk
Market Research Focus Group: https://www.thebalancesmb.com/what-is-a-market-researchfocus-group-2296907
The Entrepreneurship Competence Framework:
catId=738&langId=en&pubId=8201&furtherPubs=yes

https://ec.europa.eu/social/main.jsp?

What is Green Entrepreneurship? http://gggi.org/site/assets/uploads/2019/04/GGGI-Guide-toGreen-Entrepreneurship-in-Kiribati-Chapter-2-What-is-Green-Entrepreneurship-1.pdf
Competitor’s Analysis Guide: https://www.aha.io/roadmapping/guide/templates/competitoranalysis
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OVERVIEW
The main objective of this unit is to show you how to create a business plan step by step and how to
make it appealing for potential investors and/or sponsors.
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TOPIC 3.1: WHAT IS A BUSINESS PLAN AND WHY DO YOU NEED IT?
A business plan is a comprehensive document that explains what a business will do, how and
what the goals are.
All entrepreneurs should put together a business plan before they get started. Why? There are
several reasons:
1. First and foremost, the process of creating a business plan gives an entrepreneur the
opportunity to think through every aspect of their business and make sure that their time,
energy and money will be well invested in bringing their idea into fruition.
2. When you’ve gotten past this stage and are in the process of launching your business, you
will be incredibly busy. Every day, you’ll be faced with lots of important decisions and
challenges. Your business plan will provide a valuable road map to support you through that
difficult first part of the journey.
3. You will need to convince others that your idea is a good one. Those people may include
potential business partners, skilled employees you’re hoping to work with and investors.
Your business plan should prove to them that your company will be successful and provide
a good working environment.
TOPIC 3.2: WHAT ARE YOUR IDEA’S STRENGTHS, WEAKNESSES, OPPORTUNITIES AND
THREATS?
Think about your company’s competitiveness and position in the marketplace via a SWOT
(Strengths, Weaknesses, Opportunities, Threats) Analysis.
1. Think about your strengths:
What are your assets?
What is your strongest asset?
How is your business different from our competitors?
What unique resources do you have access to?
Do you have a sustainable competitive advantage?
What is your unique selling proposition?
Does your business have any exclusive relationships with suppliers or distributors?
Where do your sales and marketing teams excel?
What skills do your employees have that our competitors’ employees don’t have?
Can you easily get additional capital, if we need it?
Do you have a strong customer base?
What things do our customers say you do really well?
2. Think about your weaknesses:
In what areas do you need to improve?
What expertise do you lack?
In what areas are your competitors better than we are?
Is there too much reliance on one client?
How much debt does your company have?
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What complaints do you regularly hear from our customers?
What objections do you most often hear from potential customers?
Do we have any technology or equipment that needs to be updated?
Are you understaffed?
Do you have any cash flow problems?
Are your profit margins lower than your competitors’?
3. Think about the opportunities:
What current trends might positively affect your industry?
Is there talent available that you could hire?
Is there a need in the industry that you are not meeting, but could?
Can you package our products/services differently and set a higher price?
Do your competitors have any weaknesses that we could take advantage of?
Is your target market changing in a way that could help us?
Is there a niche market that you are not currently targeting?
Do your customers ever ask for something that you don’t offer, but could offer?
Could you attract your competitors’ customers by offering something they don’t?
4. Think about the threats:
Is there anyone who’s not currently a direct competitor, but could become one soon?
Are your employees happy and supported, or could they easily be poached?
What happens if a manufacturer or supplier runs out of materials you need?
What if a natural disaster strikes?
Is your website secure, or do you run the risk of being hacked?
Are your competitors planning on expanding or offering new products/services soon?
Is your target audience shrinking?
ACTIVITY 1: SWOT ANALYSIS
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 3.3: WRITE A BUSINESS PLAN THAT’S APPEALING TO INVESTORS
A business plan is not a sales tool or the place to elaborate a marketing strategy. A business
plan is used to convince readers that your business idea is viable, but through objective facts
and logic rather than hyperbole. When writing your business plan, think about the intended
audience. Just as you would tailor your CV and cover letter before applying to a particular job,
you might want to consider tailoring aspects of your business plan to appeal to readers with
different priorities. It is important to know your audience and respond to their needs.
When investors review a business plan they won’t just be considering if they should invest, but
also when and how they could exit the business. Your business plan should include financial
projections that make it clear when the business will become profitable. Similarly, if your
ultimate goal includes going public, buying out investors or selling the company, this should be
included. For a greater chance of receiving investment, make sure you include an in-depth
analysis of the existing and potential markets for your idea.
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TOPIC 3.4: A STEP-BY-STEP GUIDE TO WRITING A BUSINESS PLAN
The following steps will take you through the process of putting together your business plan,
while helping you to understand if and how your idea could become a profitable business.
Sample Business Plan: Ethnic Food Restaurant Business Plan – Zara Restaurant and Lounge
Source: https://www.bplans.com/ethnic-food-restaurant-business-plan/
3.4.1 EXECUTIVE SUMMARY
The first section of your business plan is the executive summary. Think of this as the hook. It’s
your chance to infect the reader with excitement about what you have to offer. The executive
summary should include only the most important information from each of the sections that
follow. You should explain briefly:
What your business will do and how
The market for your idea
What the growth potential is
What you need to make it happen (if you are applying for funding)
Sample Executive Summary
Problem
Town A consumers are seeking variety and new experiences. Location is clearly important, but
so is atmosphere and distinctiveness. Our marketing challenge is thus to stand out from our
competitors, not only as the "new" restaurant, but as one that offers consistently high quality
food, menu variety, and a unique atmosphere.
Solution
Our concept combines variety, ambiance, entertainment and a superior staff to create a sense
of ‘place’ in order to reach our goal of overall value in the dining/entertainment experience. We
offer fair profits for the owners and investors, and a rewarding place to work for the employees.
Market
Instead of building a business around a preconceived concept, we conducted market research
and built a concept around our consumers. Our market analysis identified the following key
drivers as areas of opportunity to service A’s restaurant customers:
1.Menu Variety: Ethnic restaurants are increasing in Town A. The proliferation of international
cookbooks, food magazines, TV cooking shows and imported goods offers ample evidence that
America, as a whole, is currently on an international tasting spree. In fact, eating places that
identify themselves as ethnic establishments numbered nearly 78,000 in 1999 and recorded
sales of 30.5 million Euro. Our research results do not identify any single ethnic style of
restaurant as desired, but rather suggest that incorporating strong multi-ethnic influences in the
menu selection will be popular. Again, variety is the underlying element for this concept.
2. The Dining Experience: Customer satisfaction with food and service has been and continues
to be of utmost importance, but our findings indicate that the décor, lighting, bar, and other
options to improve the dining experience are also factors in customer decisions. Zara takes all
these factors in consideration for the design of this cosmopolitan restaurant.
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3. Reasonable Prices: This was no surprise given the economic tide. Although the restaurant
industry as a whole has seen growth in 2002/2003, customers are demanding value for their
dining dollar. Zara’s menu is priced at a mid-tier level, with no entrée over 20 Euro. In addition
we have an extended Tapas and Appetizer selection priced between 3.50 – 9.50 Euro, allowing
budget dining in a full-service restaurant.
Competition
The top ten town A restaurants shared two things: cozy, hip interiors and reasonably priced,
regionally specialised menus. Only one of them offered traditional "southern" cooking. And half
of them were located in Midtown. Our competitors are heading in the right direction, but only
Zara is based on sound market research in the local market.
Why Us?
Zara will be an inspiring restaurant, combining an eclectic atmosphere with excellent and
interesting food. The mission is to have not only a great food selection, but also efficient and
superior service – customer satisfaction is our paramount objective. Zara will be the restaurant
of choice for a mature and adult crowd, couples and singles, young and old, male or female.
Expectations
We estimate total start-up costs at 66,500 Euro, including 43,000 Euro in pre-launch expenses
and 23,500 Euro in pre-launch assets.
Funding includes 11,000 Euro owner investment, 20,000 Euro in partner investment, plus a
Redevelopment Grant for 13,000 Euro, Accounts Payable of 3,000 Euro, and a business loan of
19,500 Euro.
3.4.2 BUSINESS OVERVIEW
This section should include an overview of your business, including a description of your brand,
values and mission. You should answer the following questions:
What will your company do?
How will you deliver it?
Why is there a need for your product or service?
What does your brand stand for?
Who are your customers?
How will you reach them?
What have you done so far? For example, have you got a website or any social media
channels? Have you started trading?
How will your company be structured?
Do you have any existing partners or shareholders and if so, what is their stake in the
business?
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Sample Business Overview
Problem Worth Solving
Where do you go in town A that caters to the young but mature adult crowd? Where do you
have a client or business partnership meeting when presentation is everything? Town A is filled
with refined trendy fashion forward technology workers who need somewhere to go. They want
to go to a trendy place to sit and have a drink and relax with like-minded people. Get a really
good meal with people who appreciate good food. Businesses need somewhere to make a
reservation when their success is dependent on showing the client they know how to give them
the treatment they deserve. A lot of clients equate that with respect. It’s the difference between
landing an account and having them go with someone else.
Our Solution
Zara will be an inspiring restaurant, combining an eclectic atmosphere with excellent and
interesting food. The mission is to have not only a great food selection, but also efficient and
superior service – customer satisfaction is our paramount objective. Zara will be the restaurant
of choice for a mature and adult crowd, couples and singles, young and old, male or female.
3.4.3 MARKET & CUSTOMER RESEARCH
The aim here is to demonstrate that a market exists for your idea. To do this you need to
include data on the size of the market, explain relevant trends within the market, and show
where your business fits within that landscape. Some key elements to include are:
The size of the overall market for your product or service.
The size of any niches within the market.
Where your business fits.
Whether the market is stable or growing.
Whether it is a new or mature market.
What trends exist and what drives them.
Customer research depends on the stage you are at.
What are the needs of the costumers? What are their motivations?
If you are already trading and have existing customers, how have they responded to your
product? Is your audience growing?
Alternatively, have you created a prototype and engaged with potential customers to see
their reactions?
Have you conducted focus groups to explain your idea and discover if there is appetite for
it?
Whatever your method, this section needs to demonstrate that you have done the research and
proven there is demand for the business you want to create. Understanding your customer will
also give you a clear idea of the size of your audience, which will in turn inform your sales
forecast.
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Interacting with potential customers also offers a vital opportunity for you to refine your
offering. Feedback from focus groups and one-on-one conversations could give you the insights
needed to make tweaks that will improve your chances of success. Be prepared to discover and
respond to new opinions and perspectives. Although it can be hard to hear criticism, no matter
how well intended, making changes now will make all the difference when it comes to launching
your business.
Sample Market & Customer Research
Market Segmentation
Zara’s Restaurant & Lounge intends to cater to a wide customer base. We want everyone to feel
welcome and entertained. We have defined the following groups as targeted segments that
contribute to our growth projections:
The Business Person
Downtown A Couples
The Destination Customer
High-End Singles
Tourists
These particular market segments are 25-45 years old, have disposable income, and are seeking
upscale, trendy, and comfortable restaurant options. These are the types of people who
frequent other restaurants and bars in the area. They are likely to spend more on experiences
they perceive as unique, cosmopolitan, and sophisticated. They are also the most open to trying
something new, foodwise, and will embrace our international fusion cuisine.
Target Market Segment Strategy
The Business Person: They work hard all day and often stay overnight in a strange city. They
need a competent establishment that helps impress clients and prospects. Afterward, they want
to relax and use the money they are making (or is expensed by their company). They spend the
most on drinks, food and tips. Zara’s cosmopolitan flair and comfortable atmosphere will be
perfect for sophisticated business people, whether they live in and around town A or are here
for work.
Downtown A Couples: The restaurant will have an intimate, romantic, enticing adult
atmosphere that suggests "date." Zara’s will be the best date location in town. These young
midtown couples are generally very successful working professionals. In most cases, they are
budgeting to eat out on a regular basis, as they don’t have the time to prepare food at night.
The Destination Customer: A is a very ‘sectioned’ city, and consumers often look only in their
own neighbourhoods for restaurant options. Zara will break these habits, using marketing to
draw customers from outside the main city limits. Zara will be a destination restaurant. Our
Destination Clients tend to be new suburbanites that miss the excitement of the inner city. They
have disposable income, and will spend quite a bit on such outings. Zara’s will be especially
appealing to married suburban couples indulging themselves with a "date night" downtown,
away from the kids. Many of these consumers are new to town A from larger cities, accustomed
to dining within the city and at non-franchised restaurants.
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High-end Singles: We will attract them with our eclectic atmosphere and layout. Our
international menu, striking decor, entertainment and events, excellent service and engaging
clientele will confirm the feeling of being in "the in place" in town A. These are the individuals
that pride themselves on socialising and dining at the premier locations – The Image Seekers.
Tourists: Town A attracts many vacationers during the summer months of May through
September. Zara’s will be a destination dining locale, with its attractive atmosphere, international
menu, and lounge. A large percentage of the tourist population are vacationing singles, are here
to socialise and be entertained. This is especially true for the tourist population that visit for
sporting and social events – they are not interested in family establishments.
3.4.4 COMPETITOR ANALYSIS
Knowing who you are up against is essential to winning any competition. And understanding
other companies operating in the same space can help you to refine your approach. What’s
more, demonstrating to potential investors that you are familiar with the competition and can
clearly differentiate your offering will help them to feel confident that you and your business are
a good investment.
This section should include who your biggest competitors are, what they offer and
their strengths and weaknesses. Don’t just think about existing players. If your idea is
addressing a gap in the market, other entrepreneurs like you may have also recognised the
opportunity. Anticipating new competition and explaining how you will respond will prepare you
for success when this does eventually happen.
You should also take note of what others are charging for similar products or services. This
information will give you an idea of what customers are happy to pay and what the range is.
Your pricing strategy should take into account your brand positioning, as well as customer
perception of what constitutes value for money, and how much quality costs.
Sample Competitor Analysis
Competitor Analysis
Below are excerpts from our competitive analysis study.
1. The Kitchen (Direct Competitor)
We were able to draw some conclusions from this analysis that helped define the concept and
positioning for Zara: 1) Keep the menu pricing modest but offer superior food quality and
presentation. We plan to keep the menu prices under 15 Euro; 2) Midtown is a prime restaurant
location. One Midtown Kitchen is in an obscure location but has thrived as one of the more
successful restaurants in the area; and 3) The customer base in this segment of town A is ready
for after-hours dining, and is willing to travel to establishments that accommodate their needs.
2. Lunaci (Direct Competitor)
This restaurant is a main competitor for Zara’s, a casual dining restaurant that has evolved to be
a great success story for the midtown district. This restaurant served to validate 1) the tapas
concept appeal for midtown customers; 2) the evolving need for after-hours dining; 3) tapas as a
good food concept for after-hours dining (smaller portions, cheaper price); 4) the appeal of live
entertainment.
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3. Cumulus (Indirect Competitor)
This restaurant has grown in popularity over the years, and has gained popularity as a
destination restaurant that can cater to business professionals as well as the local residents.
The menu is somewhat formal for this market segment, but the bar attracts a good crowd.
During this study it was evident that some patrons came exclusively to sit at the bar, without any
intent of dining in the restaurant.
Cumulus is more of a formal dining restaurant and meets a certain need within the community,
but is not considered a direct competitor of Zara. It has some very special elements that have
helped it succeed over the past 3 years, which Zara can benefit from.
4. Cheesecake Factory (#1 Restaurant Comparison):
Although Cheesecake Factory is outside of Zara’s restaurant district and not considered a direct
competitor, it was beneficial to analyse the most profitable restaurant in town A to understand
what contributes to their success. Cheesecake Factory offers several key elements that would
also benefit Zara: 1) Customer Satisfaction through moderate pricing and high-quality food; 2)
Location selection to benefit from core customer demographics, situated in a busy/popular area
for both business and residential traffic; 3) Exceptional Service, from the Valet, to Hosting, to
Wait, Bus, and Bar staff; and 4) Menu Variety, offering a broad array of menu items.
5. Swing Restaurant (Indirect Competitor):
This restaurant is not in our market district and therefore not a direct competitor, although we
do consider it an ‘indirect’ competitor. Swing incorporates some of the characteristics that we
have mapped out for Zara. Those elements are: 1) A Tapas and Entrée menu – realising that
customers want varied meal size and variety; 2) A club type atmosphere to entice the single
scene and to drive bar sales.
Swing validates some of the elements uncovered in our market research as to what the new A
diners are looking for. This serves as a true validation that the timing is right for the Zara
Restaurant & Lounge concept.
Failed Restaurant Analysis : Mumbo Jumbo
Mumbo Jumbo was a restaurant attraction in the downtown core, a strong competitor that was
severely impacted by the financial crises. Research has been conducted on this restaurant back
in 2011 and compared it to this current analysis in 2021. Several factors led to the closing of this
restaurant.
Location
This was a very cosmopolitan restaurant located in a core business community. The restaurant
was hidden in cross streets and away from the general street traffic. This was a destination
restaurant and a secondary selection for the general customer base in this area.
Lesson Learned: As part of this analysis, we have determined that the downtown core is not a
good fit for the Zara concept. We will limit our site selection to the core midtown district and the
upper downtown district. Midtown is town A’s major growth district and is developing the
residential infrastructure in pace with the business infrastructure.
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Customer Segment:
Town A’s downtown core is not ready for this type of restaurant. A’s downtown core is a
business district, and residential development for this area is at the Genesis state. The primary
customer base is the business person and tourist. The largest percentage of this customer
segment will be looking for a restaurant in which to conduct business or a family establishment;
Mumbo Jumbo would not be a primary selection in either case.
Lesson Learned: Zara’s target market demographics are perfectly in alignment with the
midtown profile. Midtown has a business core as well as a residential core. We will look to the
business core for our primary daytime business, but to our residential core for our dinner and
after-hours patronage. In addition, the business core will look to Zara as a place of socialiσation
for dinner and after-hours unwinding. Mumbo Jumbo depended on the business segment for
their lunch and dinner profits, and customers who would travel from outside the downtown
district to eat at the restaurant – there was no static dinner segment.
3.4.5 PRODUCT & SERVICES DESCRIPTION
In the Products & Services section of your business plan, you will clearly describe the products
and services your business will provide. Keep in mind that highly detailed or technical
descriptions are not necessary and definitely not recommended. Use simple terms and avoid
industry buzzwords. On the other hand, describing how the company's products and services
will differ from the competition is critical. And so is describing why your products and services
are needed if no such market currently exists.
Key questions to answer:
Are your products or services under development or existing (and on the market)?
What is your estimated timeline for bringing new products and services to the market?
What makes your products or services different? Are there competitive advantages
compared with offerings from other competitors? Are there competitive disadvantages you
will need to overcome? (And if so, how?)
Is price an issue? Will your operating costs be low enough to allow a reasonable profit
margin?
How will you acquire your products? Are you the manufacturer? Do you assemble products
using components provided by others? Do you purchase products from suppliers or
wholesalers? If your business takes off, is a steady supply of products available?
Sample product & services description
Our Advantages
Besides the lessons learned listed above, Zara’s competitive edges are:
The owners’ thorough understanding of opening and running a restaurant
An extraordinary contemporary restaurant design
International menu with featured menu changes every 4 months
Unique, 3-Tiered spatial layout
Chef Co-op program to allow new entrants, trainee and featured chef
Chef/Management Stock Incentive Program
Inner and Outer City Marketing campaign (i.e. "Come to Town" promotions)
Employee Training, Incentive and Retention program
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3.4.6 MARKETING & SALES PLAN
A strong marketing plan is the difference between success and failure. When you first start, it is
important to focus on determining the most effective channels and platforms for reaching leads
and converting them into customers. Money spent on marketing needs to bring a return on
investment. A smart marketing plan includes targeted testing and a continuous feedback loop to
refine and improve your efforts. Rather than taking a scattergun approach and spending a little
of your valuable time and money on each channel, pick the most important for your business
and concentrate on that.
The following elements should be included in an effective marketing plan:
Detailed customer profiles. Determine who your customers are, what their personal goals
and needs are, and use these insights to deduce where you can reach them. Starting with a
very targeted approach will ensure your efforts are effective. No matter how universal you
may believe your product to be, you won’t be able to use the same language and channels
to reach a teenager and a pensioner. Be specific about who you are talking to and how.
Which channels will you utilise? It can be tough to know where to start. If you’re not sure,
focusing a part of your marketing budget on search engine optimisation (SEO), pay per click
search engine advertising (PPC) and email marketing is a good strategy. These channels
have proven to be effective time and again for a broad range of businesses and will reach
most customer segments.
How will you announce your launch? Are there any opportunities to engage the press?
Do you have any personal contacts, an existing database or professional network that may
be helpful in publicising your business?
Your marketing plan should also include a budget and details of how you will measure success.
Sample Marketing & Sales Plan
Marketing Plan
Zara Restaurant & Lounge’s Marketing strategy will be to promote our electric food, superior
service, and exciting concepts to draw in the local repeat customers. Marketing initiatives will
concentrate on the following:
Building & Signage
The most important Marketing tool that we have is the exterior of our building, our new sign and
our website. We budgeted a great deal into the renovations and decor to generate the aesthetic
appeal of Zara.
Customer Service
In our years within the restaurant industry, customer service has always been the major draw
for the dining clientele. Food and atmosphere is far out-shadowed by superior customer service
that turns a new customer into a repeat customer.
Management will demand the wait-staff provide the very best in quality services to the
customer, making certain that they are content and satisfied with their dining experience. Waitstaff are thoroughly trained, and every 90 days they undergo a performance appraisal. This is
part of our Employee Manual & Operations Manual guide.
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Advertising & Promotion
Our Advertising & Social Media plan call for targeting customers directly through local
publications is aimed at, respectively, singles, couples, and destination customers.
Management recognises the key to success at this time of initial opening is extensive media
promotion. This must be done aggressively in order to accomplish our service goals. A healthy
budget is allocated for the first year. A primary part of the budget is allocated to create the
media and customer buzz for the month prior to opening and the next three months after the
grand opening.
Promotional Campaign
The best way to reach our potential customers is to develop an intense advertising campaign
promoting our Zara concept of "Spice of Life." In addition to standard advertising practices, we
will gain considerable recognition through newspapers, Facebook, Twitter, Instagram, public
announcements, paid website promotions/blogs about our services. Consumers will be
encouraged to visit our website to be greeted with a flash media intro that highlights the
restaurant, past happenings, upcoming attractions and our dynamic menu.
Our periodic customer surveys and weekly menu item sales evaluations will help us to
understand which method of advertising is working and what is not; basically, who we are
reaching. Our goal is to understand our customer, measure the success of our direct marketing
and media activities, and redirect advertising as effectively as possible.
Sales Plan
Our strategy is simple: we intend to succeed by giving our customers a combination of delicious
and interesting food in an appealing environment, with excellent customer service, whether on
their first visit or their hundredth. Our marketing strategies are designed to get critics and initial
customers into our doors. Our sales strategies must take the next step and encourage
customers to become repeat customers, and to tell all their friends and acquaintances about
the great experiences they just had at Zara. New restaurants often make one of two mistakes:
they are unprepared or underprepared for opening, and initial poor service, speed, or quality
discourages customers from returning, or they spend all of their efforts at opening, and are
unable to maintain the initial quality customers expect on return visits, decreasing word of
mouth advertising and leading to poor revenues.
Zara’s sales strategy requires consistently high-quality food, service, speed, and atmosphere. We
can accomplish this by:
Hiring employees who genuinely enjoy their jobs and appreciate Zara’s unique offerings
Continually assessing the quality of all aspects mentioned above, and immediately
addressing any problems
Interacting with our customers personally, so they know that their feedback goes directly to
the owners
Evaluating food choices for popularity, and keeping favourites on the menu as we rotate
seasonal foods and specials.
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3.4.7 OPERATIONS & MANAGEMENT & ORGANISATION DESCRIPTION
This section covers all the practical elements that are needed to make your business work. What
to include in here depends entirely on the type of business you are establishing. Nonetheless,
the following bullet points will help make sure you’ve considered all the operational
requirements for your company:
Who are you and why are you starting this business? Before explaining your company
structure and describing your team, it is a good idea to describe yourself, your skills and
your motivation. Start-up investors are often interested in the people behind the idea as
much as the idea itself.
Do you have any employees? Will you be employing anyone in the near future? Here you
need to account for salaries you will be responsible for, as well as demonstrating you have
the skills you need on board to achieve success. However, don’t go overboard. More salaries
means greater responsibility and risk. Start-up job descriptions are often very broad for this
reason.
If you’ve never started a business before, showing you have experts on hand who can
support you, whether as board members, mentors or co-founders, will reassure investors
and others.
Do you have, or will you need, a physical space? Whether an office or a shop front, you
should explain what, why, where and how much it will cost to acquire and maintain. If
location is important to your success, for example if you are opening a restaurant, you need
to explain why you have chosen the location and include an analysis of similar businesses in
the area.
Do you have, or will you need, any suppliers or partners? Include a list and explain
how they are connected to the business.
A risk assessment is a vital part of the puzzle. Take this opportunity to think through
any challenges that could prevent your business from operating. How would you overcome
them and what would you do to mitigate the risk of them happening? For example, if you are
sourcing materials from another country, what happens if borders are closed and the
product cannot be shipped?
Are there any legal considerations or regulations you need to adhere to? You should
also include details of your insurance policy.
Have you acquired, or are you in the process of acquiring, a trademark, copyright
or patent? Include the status of your application if relevant.
Sample Operations & Management & Organisation Description:
Restaurant Location
Midtown A is the location selected for the Zara concept. The outlook for the future of town A’s
Midtown district is exceptionally positive and the most progressive development area in the city.
Developers are infusing over $50 billion in commercial, residential, and retail development.
Zara’s will benefit from town A’s desire to revamp the midtown district with a 13,000 Euro
renovation grant for restoring and renovating the 100-year-old property we plan to lease.
The market has been carefully selected and tested for the necessary demographics and retail
traffic necessary to meet the goals laid down for profitability. The busy midtown
commercial/residential location has been chosen based on a successful demographic model
and a traffic count of more than 13,000 cars daily.
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Operating Criteria
The restaurant will be located in Midtown A. The restaurant will service lunch, dinner, and afterhours dining during the week and weekends. The restaurant will operate during peak service
time to take advantage of street traffic, and after-hour patronage from the entertainment
facilities in the area. Service will be available during the following hours:
Lunch: Monday to Saturday, 11 a.m. – 2:30 p.m.
Dinner: Monday to Saturday, 5:30 p.m. – 12 midnight
Sundays: Market brunch takeout only.
Key Metrics
Our Metrics are
# of customers who come to drink
# of customers favourite food
cost of making the most popular dishes vs price
# customers who tweet or retweet about our restaurant
# of returning or frequent flyer customers
# of Facebook page views and links and website shares
Ownership & Structure
The restaurant will start out as an LLC corporation, owned by its founders, ZH and PS. Mr. S will
function as the General Manager and Executive Chef, and Mr. H as Managing Partner.
Mr. H and Mr. S have a long-standing professional relationship in the restaurant industry.
Responsibilities
In addition to the management of day to day operations, both managers, as principals within the
company, will oversee menu development, purchasing, portioning, pricing and inventory control,
including approval of all financial obligations of the company. They will plan, develop, and
establish customer service policies and objectives, and write, explain, and enforce an employee’s
manual for all employee-related policies.
Responsibilities for hiring and firing employees lie solely with the two operations managers, and
any decisions in these areas will be made jointly.
3.4.8 FINANCIAL PROJECTIONS AND NEEDS
Your business plan needs to include detailed financial information that shows the current
financial state of the company, what it will cost to run your business, what income you expect to
make, and when you predict the company will start generating profit.
It is imperative that the financial information you include is thorough and detailed, especially if
you are seeking investment. You need to know your numbers and be able to answer questions
about them. If you don’t feel you have the expertise to do this well, you should either work with
an accountant to produce the documents you need, or seek a partner who has the skills to take
care of this side of the business.
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The following documents should be included in this section:
Balance sheet: This will show the current financial state of the company. Have you ordered
any stock or committed to paying rent, for example?
Income statement: This projects the expected income and expenditure for a specific
period.
Cash flow: This shows how cash flows through the business and ensures that key
payments, such as salaries, will be paid.
Operating budget: How much will your business cost to run? This will include everything
from salaries to utility bills.
Break-even analysis: As the name suggests this will determine how long it will take for
your business to become profitable.
When projecting income for the years ahead make sure that you have taken market readiness
into account. If you are launching a particularly innovative product or are entering a slowmoving market, the rate of sales may be slower. This should be accounted for in your business
plan as it will have a significant impact on the overall financial health of your business.
Sample Financing Projections & Needs
Sources of Funds
We will be getting the money to start Zara from the Following Sources:
Zander Hunte – $6,000 Euro
Peter Smith – $5,000 Euro
5 investors (yet to be determined) – 20,000 Euro
Midtown Revitalization Grant – 13,000 Euro
Long term Loan – 19,500 Euro
Accounts Payable – 3,000 Euro
Totalling – 66,500 Euro
ACTIVITY 2: DEVELOP A LEAN BUSINESS PLAN
Please refer to the RADIAL Activities Booklet to complete this activity.
ASSESSMENT ACTIVITY TO TEST THE KNOWLEDGE AND SKILLS GAINED IN THIS UNIT:
Please refer to the RADIAL Activities Booklet to complete this activity.
Additional readings:
https://www.euruni.edu/blog/writing-business-plan/
https://www.bplans.com/sample-business-plans/
https://www.sba.gov/business-guide/plan-your-business/write-your-business-plan
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OVERVIEW
Self-employment requires a completely different attitude than that of an employee. The objective of
this didactic unit is to help assume the right attitude, which comes from real skills, also described as
soft skills. They are called soft skills, because they don’t affirm knowledge or technical skills, but
rather the character of a person, in the way in which the work is approached and therefore they are
applicable in any sector of activity.

UNIT 4: STARTING AS AN ENTREPRENEUR

TOPIC 4.1: THE ENTRECOMP FRAMEWORK
4.1.1 INTRODUCTION
The European Entrepreneurship Competence Framework (EntreComp) was created by the
Council of the European Union [1] (2018), and was described as the "ability to act on the basis of
ideas and opportunities and transform them into values for others [...] It is based on creativity,
critical thinking, problem solving, initiative and perseverance, as well as the ability to work
collaboratively in order to plan and manage projects that have cultural, social or financial value".
The Joint Research Center (JRC) of the European Commission considers entrepreneurship as
one of the key skills to successfully tackle the labour market’s challenges today, regardless of
whether you choose to work on your own or in a group. This is because today's market is
characterised by continuous technological innovation and constant and fast changes, for which
it is considered essential that people are able to move with an enterprising spirit, seize new
opportunities and develop innovative ideas.
Precisely for this reason the European Commission encourages policies that favour the
development of entrepreneurial skills, starting from school. What we will see here will therefore
be useful both if you actually decide to work on your own, or if you choose to move forward as
an employee.
4.1.2 THE SKILLS OF AN ENTREPRENEUR
The JRC has developed a Competence Framework, called “Entre Comp”, which divides
entrepreneurial skills into three large areas, for each of which specific skills are identified.
1 - The area of ideas and opportunities
2 - The area of identifying and managing resources
3 - The area of transition into action
In the figure below you can see which skills fall under each area:
Image 1: Entrepreneurship
Competence Framework
Source: [ibid]
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Each of these skillsets can be acquired or developed at different levels: there is a basic,
intermediate, advanced and expert level.
The image above is taken from the JRC publication. In the table "EntreComp Overview", below,
you will find the description of the different levels.

LEVELS OF PROFICIENCY

IDEAS & OPPORTUNITIES

Area

Competence

Foundation

Intermediate

Advanced

Spotting
opportuniti
es

Learners can find
opportunities
to
generate value for
others.

Learners
can
recognise
opportunities
to
address needs that
have not been met.

Learners can seize and
shape opportunities to
respond to challenges
and create value for
others.

Creativity

Learners
can
develop multiple
ideas that create
value for others.

Learners can test and
refine
ideas
that
create
value
for
others.

Learners can transform
ideas into solutions that
create value for others.

Vision

Learners
can
imagine
a
desirable future.

Learners can build an
inspiring vision that
engages others.

Learners can use their
vision to guide strategic
decision-making.

Valuing
ideas

Learners
can
understand
and
appreciate
the
value of ideas.

Learners understand
that ideas can have
different
types
of
value, which can be
used in different ways.

Learners can develop
strategies to make the
most of the value
generated by ideas.

Ethical and
sustainable
thinking

Learners
can
recognise
the
impact of their
choices
and
behaviours, both
within
the
community
and
the environment.

Learners are driven by
ethics
and
sustainability
when
making decisions.

Learners act to make
sure that their ethical
and sustainability goals
are met.
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LEVELS OF PROFICIENCY

RESOURCES

Area

Competence

Foundation

Intermediate

Advanced

Selfawareness
and
selfefficacy

Learners trust
their own ability
to
generate
value
for
others.

Learners can make the
most of their strengths
and weaknesses.

Learners
can
compensate for their
weaknesses
by
teaming
up
with
others and by further
developing
their
strengths.

Motivation
and
perseveranc
e

Learners want
to follow their
passion
and
create value for
others.

Learners are willing to
put effort and resources
into
following
their
passion and create value
for others.

Learners can stay
focused
on
their
passion and keep
creating value despite
setbacks.

Mobilising
resources

Learners
can
find and use
resources
responsibly.

Learners can gather and
manage different types of
resources to create value
for others.

Learners can define
strategies to mobilise
the resources they
need to generate
value for others.

Financial
and
economic
literacy

Learners
can
draw up the
budget for a
simple activity.

Learners can find funding
options and manage a
budget for their valuecreating activity.

Learners can make a
plan for the financial
sustainability of a
value- creating activity.

Mobilising
others

Learners
can
communicate
their
ideas
clearly and with
enthusiasm.

Learners can persuade,
involve and inspire others
in
value-creating
activities.

Learners can inspire
others and get them
on board for valuecreating activity.
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LEVELS OF PROFICIENCY

INTO ACTION

Area

Competence

Foundation

Intermediate

Advanced

Taking
the
initiative

Learners are willing
to have a go at
solving
problems
that affect their
communities.

Learners can initiate
value-creating
activities.

Learners can look for
opportunities to take
the initiative to add or
create value.

Planning and
management

Learners can define
the goals for a
simple
valuecreating activity.

Learners can create an
action
plan,
which
identifies the priorities
and
milestones
to
achieve their goals.

Learners can refine
priorities and plans to
adjust to changing
circumstances.

Coping with
uncertainty,
ambiguity
and risk

Learners are not
afraid of making
mistakes while trying
new things.

Learners can evaluate
the benefits and risks
of alternative options
and make choices that
reflect
their
preferences.

Learners can weigh
up risks and make
decisions
despite
uncertainty
and
ambiguity.

Working with
others

Learners can work
in a team to create
value.

Learners can work
together with a wide
range of individuals
and groups to create
value.

Learners can build a
team and net- works
based on the needs of
their
value-creating
activity.

Learning
through
experience

Learners
can
recognise what they
have learnt through
taking part in valuecreating activities.

Learners can reflect
and
judge
their
achievements
and
failures and learn from
these.

Learners can improve
their abilities to create
value by building on
their
previous
experiences
and
interactions
with
others.
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In this teaching unit, we will focus on some of the essential skills for an entrepreneur, who has
to take the first steps in the market, namely:
•
Learning through experience
•
Work with others
•
Coping with uncertainty, ambiguity and risk
•
Planning & Management
ACTIVITY 1: IDENTIFY YOUR ENTREPRENEURIAL SKILLS
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 4.2 LEARNING THROUGH EXPERIENCE
4.2.1 INTRODUCTION
If you want to be an entrepreneur, you must keep in mind that you will never know everything
you need and want: the market is constantly evolving, technologies are developing, regulations
change and therefore there will always be something new to learn.
An entrepreneur must keep up to date and be willing to continually learn new things and learn
them on the job. How?
For example:
✔ Read the newspaper or watch the news to be informed about current affairs and changes
taking place at (geo)political, legal and market level
✔ Consult specialised magazines of your sector
✔
Subscribe to a trade association, which communicates the most important news to its
members through newsletters or conferences
✔
Consult experts on specific issues, such as the accountant, the labour consultant, the
Information Technology (IT) officer
✔ Learn from other entrepreneurs
✔ If necessary, attend up-skilling courses
✔ Learn from your mistakes and don't give up when faced with a challenge
Many entrepreneurs say that the secret to success is to never give up and to learn from your
mistakes. It is necessary to be motivated and have perseverance. Making the decision to start is,
after all, the simplest thing. Maintaining it over time is much more difficult: it costs effort,
sacrifice, and it takes time and energy.
Image 2: Entrepreneurship
Source: Fondazione S. Carlo
Onlus
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TOPIC 4.3: SKILL: COPING WITH UNCERTAINTY, AMBIGUITY & RISK
4.3 INTRODUCTION
Moving on, one of the most important skills for an entrepreneur is knowing how to deal with
risks and uncertainties.
An entrepreneur is continually confronted with uncertainty, risk and ambiguity. The
entrepreneur makes investments, but the results may differ from what was expected. It may
happen that unexpected expenses occur, that customers delay in paying what is due, that the
turnover does not correspond to what was expected.
But every month, the entrepreneur still must pay their collaborators' salaries, the rent and the
expenses for running the business. If you've been thinking about setting up your own business
to earn more money and have more free time, be aware that most entrepreneurs work more
than their employees, precisely because they have greater responsibilities. In some moments it
could happen that the expenses are greater than the earnings, especially in the initial phase of
your undertaking.
Of course, you will also have to overcome this uncertainty through technical and managerial
skills: you will have to organise yourself financially, manage relations with banks in order to have
enough credit, and make provisions.
However, there are aspects of being an entrepreneur that are strongly linked to emotions and
must be addressed through soft skills. It is about learning to manage your state of mind, so as
to not risk being overwhelmed by the anguish that uncertainty may entail. Once again, it is about
working on yourself to develop the necessary fortitude and the right attitude.
Here we offer you some ideas that may be useful.
4.3.1 CLARIFY YOUR PURPOSE
To maintain determination over time, even when the situation becomes difficult and requires a
considerable sacrifice, it is extremely important to have a clear understanding of why you have
decided to start your business. And the stronger the reason, the easier it will be for you to
maintain determination. For some, it may be ambition or the difficulty of finding a job in your
sector; the idea of being able to guarantee themselves and their family a certain standard of
living; the need to organise their time better than what would be possible with an employee job.
Whatever the reason you started, always keep it in mind and remember it well in moments of
greatest difficulty. The more detailed, clear and profound your why, the easier it will be for you
to stay on course.
4.3.2 NEGATIVE EMOTIONS; HOW TO OVERCOME THEM
You are not a robot. In times when things get difficult it is normal to feel discouraged, to be
afraid, to be tempted to give up. The important thing is to not get trapped by negative thoughts.
Focus on the present and on what needs to be done to improve the situation. Remember that
many successful entrepreneurs have been through mistakes, failures, and tough times. They
were successful precisely because they managed to go further.
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4.3.3 TAKE ACTION TO SOLVE PROBLEMS
The greatest risk for an entrepreneur is to procrastinate, to avoid acting out of fear of making a
mistake. To avoid this, define priorities, make an action plan and face the situation day by day,
doing what needs to be done.
4.3.4 TRANSFORM SELF-CRITICISM TO SELF-IMPROVEMENT
Many in our society equate their identity with their job and if they fail to succeed, they consider
it a personal failure. Always keep in mind that you are much more than your job and your
company. Self-critical thinking, if an end in itself, greatly increases the risk of depression. If you
have realised that you have done something wrong, consider it an opportunity and work hard
every day to improve yourself.
4.3.5 TAKE CARE OF YOURSELF
Many entrepreneurs have a tendency to only focus on work, neglecting everything else. They
spend many hours at work and when they stop, they keep thinking about it. Emotional and
physical health generates energy, clarity, and the ability to concentrate. This is why it is
important to develop healthy lifestyle habits. Make your health a priority, develop good eating
habits, and get regular exercise. All of this will help you feel good and manage stress related to
your business more effectively.
4.3.6 MAINTAIN HEALTHY RELATIONSHIPS
Relationships are a fundamental aspect of our life. Your spouse, your family and your friends
can help you in moments of difficulty. It is important to share the challenges you face, but avoid
venting your frustrations on others, and maintain a respectful and collaborative spirit.
ACTIVITY 2: WHAT’S YOUR PURPOSE?
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 4.4: COLLABORATION (WORK WITH OTHERS)
As an entrepreneur, you will find yourself dealing with a lot of people: partners, employees,
suppliers, customers. The quality of your work and the results you will achieve will depend on
the type of collaborations you will be able to activate.
Collaborating with others isn't always easy. There are people different than us, each with their
own character, desires and goals, and perspectives. You may encounter difficulties both with the
people you like and are closest to you, and with people you don't particularly appreciate, and
who you may not have chosen, but with whom you are still forced to work with.
In the first case, the difficulty could consist in finding the right detachment and the distance that
every collaboration requires. In the second, in managing the negative emotions and feelings that
those people arouse in you.
As an entrepreneur - personally responsible for your company - it is in your best interest to
learn how to manage in the best possible way your relationship with others and with the
members of your team.
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Mistakes, misunderstandings, lack of information, rude tones, conflicts, blame, envy,
happen frequently when working together. Avoiding them is almost impossible. It is
about training what is called our emotional intelligence, precisely because it tests and
cultivates our relationship with emotions.
Communication, assertiveness and empathy, willingness to listen, self-control, self-awareness,
recognition of one's own value and the value of others are key to dealing with relationships at
work, as well as in your personal life.
The really important thing, to train one's relational skills, is to always keep open the willingness
to work on oneself, learning from one's mistakes and using the reactions of others towards us
as a mirror, able to tell us if we have been more or less effective and what are the areas on
which we can still improve.
4.4.1 MANAGE CONFLICTS AT WORK
Even if we are part of a single group (e.g. an organisation), within that group there are different
individuals, each with their own background. It is easy to say that we all work together towards a
single goal, but in most cases this ideal of harmony collides with the reality of facts. The point is
not to avoid conflicts or to think they shouldn't exist. Rather, it is about learning to manage them
constructively. Leadership, effective and active listening and emotional communication are the
four cornerstones for constructive management of conflicts and relationships, in business, as
well as in your personal life.
4.4.2 SHARPEN YOUR LEADERSHIP
Being a leader means being able to keep the business needs in balance with those of the
people who work within a particular enterprise. In every work group, there is always a
fundamental conflict:
On the one hand, the one that arises from the need to keep the balance when it comes to the
relationships between people (maintain a good working environment) and the well-being of
workers and on the other hand, it is also important to navigate and reach business objectives,
such as the production of goods and services within certain timeframes, respecting job roles,
rules and procedures. Leadership is therefore, a function of balance between the different
needs on the table. A good leader must be able to recognise and take them into consideration.

Image 3: Leadership as a function of balance between the different elements at play
Source: https://en.wikipedia.org/wiki/Functional_leadership_model
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Being a good leader involves inspiring and mobilising others, getting them to do what is
necessary, making them fulfil their potential.
Power can be imposed. The fact that you are an entrepreneur makes you a boss towards your
employees or collaborators, but it doesn't make you a leader. A leader is someone that people
follow not only because they have power over them (authority), but for reasons that have to do
with inspiration, competence, mentorship and charisma.
4.4.3 COMMUNICATE EFFECTIVELY
Effective communication allows you to convey information, engage and inspire others, answer
their questions clearly, be convincing and persuasive.
Communication is key; not in just what we say, but also what we don't and what we choose to
do or not. Paul Watzlawitck, one of the most important scholars of interpersonal
communication, used to say that “One cannot not communicate[1].”
Even the simple act of ignoring someone, staying silent and not answering them, is still a
communicative act and sends a message to those on the other side. It can mean, for example, "I
don't care what you say", or "I don't want to have anything to do with you," or "I'm not willing to
do what you ask me, but I don't have the courage to tell you," or "I don't know the answer to
your question."
If you want to communicate effectively, you will therefore need to take care not only of what you
say, but also of how you say it and more generally of your behaviour. Blaise Pascal said: "Before
convincing the intellect, it is necessary to touch and prepare the heart."
To do this, choose your words carefully, pay attention to the way you speak (the tone, the
volume of your voice, the speed with which you express yourself, the pauses) and also your
gestures, facial expressions, gaze, and smile. These are in fact the three main elements of
communication. Let's go over them in detail.
a) Verbal communication
Words are important and the way we use them can have very different effects.
Words also have an evocative effect; they arouse positive or negative emotions, and we have to
take this into consideration to make communication more effective. There are words and
expressions that arouse annoyance and activate a defensive reaction, and words that
encourage and arouse in the other person an opening towards us.
Generally speaking, we suggest that you:
• Express yourself positively
• Speak in the first person and take responsibility, for example by saying "I got angry because..."
and not "you made me angry because..."
• Ask for feedback: “if I understand correctly, you told me that...”
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b) Paraverbal communication
Part of the paraverbal is everything that has to do with the use of the voice, therefore the
volume - high or low - the tone, the rhythm – fast or slow - the pauses we do or do not.
You can turn up the volume if you find that others are struggling to hear you. You can change
the pace to emphasise on your speech. Slow down if you realise that you are talking like a
"machine". Introduce pauses if you want to capture the attention of listeners on what you are
about to say.
Generally speaking, those who speak very quickly transmit anxiety, those who speak too slowly
convey insecurity and annoy the listener.
c) Nonverbal communication
All facial expressions, gestures, posture, our way of moving in space and being more or less
close to others are part of non-verbal communication.
These are expressions that have a very strong impact on others, because, together with the
paraverbal, they transmit our emotions and our intentions and at the same time generate
emotions, positive or negative, to the other person. The more you are aware of your emotions
and the way you express them, the more you are able to become effective in your way of
communicating.
4.4.4 PROVIDE AND RECEIVE FEEDBACK – ENSURE THE CONCLUSIONS ARE CLEAR TO ALL
PARTIES
It is important that the feedback always consists of observations founded on specific situations,
which can help the other to be more aware. For example, on how one acted, on what happened,
on the results one produced, on the difference between what was said and what was
accomplished.
Feedback can be positive, when our observation aims to point out a positive, or negative
behaviour or result in the opposite situation.
In both cases, the feedback must have the purpose of helping the interlocutor to understand
something better and not to make judgments, whether positive or negative, on the person who
would otherwise risk feeling offended and would most likely find it difficult to accept our
observations.
4.4.5. BE OPEN TO LISTENING TO OTHERS
We are often convinced that we are right, and it is normal: we see things from our point of view,
and we often take it for granted. Studies on communication and perception, however, show that
each of us sees reality through filters. There are filters made up of our values, our culture, a
capacity for attention that is always selective and partial. It is important to learn to ask questions
and listen to others. It is important to use a good dose of humility, even if we are the boss.
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Humility is what allows a boss to listen carefully to what their collaborators have to say, which
allows them to recognise an error, which in turn facilitates the acceptance of negative feedback.
As a result, this makes us want to seek continuous improvement, and the capacity to apologise
when necessary. In essence, it allows us to recognise the value of a proposal made by others.
ACTIVITY 3: ASK THE OPINION OF THOSE WHO KNOW YOU BEST
Please refer to the RADIAL Activities Booklet to complete this activity.
4.4.6 PLANNING & MANAGEMENT
There is a final skill that has to do with the "Into Action" area of the EntreComp, namely Planning
& Management. Since it is a fundamental function for business management, which also
requires technical skills, we will address it in the next teaching unit: Unit 5: Business
Management & Evaluation.
ASSESSMENT ACTIVITY TO TEST THE KNOWLEDGE AND SKILLS GAINED IN THIS UNIT:
Please refer to the RADIAL Activities Booklet to complete this activity.
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OVERVIEW
The purpose of this unit is to foster skills and knowledge associated with business management. As
a result, you will be able to develop critical skills for a wide range of professional situations and
longevity of their personal business plan. By providing a foundation in business management skills,
your ability to take initiative and leadership in a wide array of circumstances will be developed.
In order to do so, this unit will teach you to analysebusiness and management issues from the
perspective of a number of social science disciplines. This interdisciplinary approach is essential to
approaching problems from a broad perspective and thinking critically about the most effective
method to establishing and implementing solutions. This unit will be mainly focussed on
development of a hypothetical business that you have to manage, in order to practically engage
with the many interconnected and constantly changing aspects of management.
Moreover, this unit will assist you in formulating and developing arguments on management issues
in a logical manner. Communication skills are essential to incentivising and organising participation
in projects, as well as conveying information related to the intentions, actions and outcomes of a
business project.
In order to support communication skills needed to coordinate the project on a macro-level, it is
essential to be able to critically evaluate claims made on a range of management issues. Attention
to detail and project participants is necessary to support thorough oversight of project progression
and differing opinions must be mediated from an analytical perspective.
Finally, it is important to understand aspects of business and sociology relevant to managing
organisations effectively. This unit will assist you in fostering interpersonal skills needed to adapt
and interact effectively in high pressure situations with lots of moving pieces, people with different
roles, characters and perspective.
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TOPIC 5.1 PROJECT MANAGEMENT
INTRODUCTION
Project management is the application of processes, methods, skills, knowledge and experience
to achieve specific project objectives according to the project acceptance criteria within agreed
parameters. Project management has final deliverables that are constrained to a finite timescale
and budget.
5.1.1 TIME MANAGEMENT - CREATE INTERNAL INFRASTRUCTURE
Decide on a hypothetical entrepreneurial project (ex. a school, a restaurant, an application, etc)
and develop a business plan using a timeline with a breakdown of costs, resources and
timeframe and the internal infrastructure required to accomplish each task. It may be beneficial
to research business plan examples before and throughout embarking on this initial stage of
the project.
You must apply planning & organisational techniques to develop concrete timeframes in which
each task should aim to be completed: Tasks should consider the following tasks as examples of
the level of detail required in their plan:
development of a business plan
a budget for production costs of a product
presentation of business plan to customers, investors, etc
the hiring process
marketing campaigns
the project schedule
5.1.2 RESOURCES MANAGEMENT & EFFICIENCY
As resource management and efficiency are key to business management, the internal
infrastructure must also be developed to specify the costs (inputs and outputs) during each
element of project development.
You must also apply knowledge to exploit local and available resources to the best of your
ability. This requires detailing how you will monitor the success of each stage of the project and
mechanisms for how you will ensure that each stage progresses at the anticipated pace.
5.1.3 ELEMENTS OF AN EVALUATION PLAN; SHORT- & LONG-TERM PLANS; BUILD
CONTINGENCY PLANS
When detailing the funding, coordination, hiring and monitoring elements, you must consider
challenges you may face in organising this. Whilst critically evaluating anticipated challenges, you
must recognise essential skills required to have in order to adapt to overcome challenges posed
to the design and implementation of the project. You should develop contingency plans in detail
in order to explain how you aim to overcome challenges on a practical level.
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TOPIC 5.2 HUMAN RESOURCES
INTRODUCTION
Human resources (HR) is the division of a business that is charged with finding, screening,
recruiting, and training job applicants, as well as administering employee-benefit programs.
5.2.1 RECRUITMENT
As communication, interpersonal skills and evaluation skills are essential in the recruitment
process, these will be applied on a practical level.
As a first step to recruitment, is to outline the role of each position needed initially in the
company as shown below.
Using a table format, you will then describe the ‘soft skills’, experience, qualifications and
practical skills that are necessary for each position.
Example: Job Opening: Receptionist
Job role

Soft skills

Practical skills

Experience

Qualifications

Receptionist

Communication,
organisation,
interpersonal
skills, attention
to detail, active
listening, can
work in a fastpaced
environment

Technological
competency, data
entry,
multitasking,
adequate writing
capabilities

Prior
experience as
an assistant,
receptionist or
in HR,
preferred, but
not required

High school
education and
preferably
university level
education in a
humanities or
social science
field

Interview questions to assess candidate’s potential:
How do you keep up in a fast-paced work environment?
What makes a good receptionist?
What is your experience with multi-phone lines?
What security protocols do you follow?
Tell us about a time when you had to manage an upset individual in the reception.

ACTIVITY 1: CREATE A JOB OFFER
Please refer to the RADIAL Activities Booklet to complete this activity.
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5.2.2 ELEMENTS OF PARTNERSHIPS
In this section, you will be introduced to some basic elements of partnerships that you need to
have answers to before you begin interviewing applicants. Hiring an individual is a mutual
relationship, and both parties need to have a clear picture of the circumstances under which
they will be working, the requirements, the benefits, the flexibilities and the nature of the work
culture.
For a business owner/initiative leader, it is important to define the work culture the wish to
create. As an aspiring entrepreneur, think about the type of office culture you wish to facilitate
and why. You can consider the following:
Is it possible for people to work from home when they do not need to come to the office for
a meeting or take time off as they like, if they meet the deadlines?
How accessible is the manager of the company and how responsive are they to the requests
of the employees?
As a result, it is very important that you decide in advance about the elements of the social and
physical environment that cultivate the work culture that you wish to create. Consider day-today schedule for an employee and how you will ensure a positive work culture can support
collaboration, communication, work ethic and other traits you hope your company will embody.
It’s also useful to create a survey to assess to what extent your employees are satisfied with the
culture and think about how you can maximise satisfaction whilst optimising quality of work and
profits.
5.2.3 REGULATING DATA COLLECTION FOR BUSINESSES: GENERAL DATA PROTECTION
REGULATION (GDPR)
When discussing business development in Europe, it is essential to have a conversation about
Europe’s General Data Protection Regulation (GDPR)[1], a law which has changed how
businesses collect and share data. The GDPR can be best described as a set of rules that
influences how massive technology companies gather and manage data and the users they
gather it from.
ACTIVITY 2: GDPR
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 5.2 RISK MANAGEMENT
INTRODUCTION
Risk management is the process of identifying, assessing and controlling threats to an
organisation's capital and earnings. These risks stem from a variety of sources, including
financial uncertainties, legal liabilities, technology issues, strategic management errors and
accidents.
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5.3.1 OFFICE POLICIES & HANDBOOKS; MEASURING & ASSESSING RISKS
Any business—no matter how large or small—should develop a policy and handbook that would
prevent and assess fair mediation of disputes in the future as an important element of risk
management. The process of risk management outlined in the infographic below highlights the
process of identifying a risk, assessing the risk, controlling the risk, and finally reviewing the
controls placed on the risk.

Image 1: Risk Management Process
Source:
https://corporatefinanceinstitute.com/resources/knowledge/str
ategy/risk-management/

SELF-LEARNING ACTIVITY: THE BASICS OF RISK MANAGEMENT
Please refer to the RADIAL Activities Booklet to complete this activity.
5.3.2 SAFETY INSPECTION
Another element of risk management is ensuring that the business meets the national safety
regulations. Each business should develop preventative policies that would be enacted detailing
how the business would uphold safety inspections to comply with required national regulations.
Additionally, there should be pathways for employees to voice complaints about their safety and
have their complaints heard in a fair and respectful environment.
5.3.3 DISPUTE RESOLUTION
Dispute resolution is key to conflict management and as such is an important element of risk
management for businesses. Dispute resolution refers to the process of resolving a dispute or
conflict between parties. For example, this may arise in a business among employees within a
business or with third parties. As an entrepreneur or business owner, it is important to be
familiar with the notion of dispute resolution should such a situation arise.
ACTIVITY 3: DESIGN A RISK MANAGEMENT PLAN
Please refer to the RADIAL Activities Booklet to complete this activity.
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TOPIC 5.4 BUSINESS ENVIRONMENT
INTRODUCTION
The business environment is the sum of all factors external to the business firm that greatly
influences its functioning. It covers factors and forces like customers, competitors, suppliers,
government, and the social, cultural, political, technological and legal conditions. Market
environment and business environment are marketing terms that refer to factors and forces
that affect a firm's ability to build and maintain successful customer relationships.
ACTIVITY 4: ENVISION YOUR COMPANY’S BUSINESS ENVIRONMENT
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 5.5 ACCOUNTING
INTRODUCTION
Business management necessarily involves accounting. Accounting refers to the system of
recording, summarising, and analysing an economic entity's financial transactions. Effectively
communicating this information is key to the success of every business. The following section
will outline important elements of accounting for businesses.
5.5.1 ACCOUNTING FOR BUSINESSES
Businesses vary and can fall into different categories. This section will highlight three types of
businesses: service businesses, merchandising businesses, and manufacturing businesses.
A service business generates revenue by providing services. Instead of delivering a tangible
product, a service business might provide expertise in a certain area, offer advice, or contribute
a professional skill set to the consumer. For example, law firms, salons, and restaurants are all
examples of service businesses. A service business could be as small as a one-person tutoring
service, for example, or as big as a large-scale accounting firm.
A merchandising business purchases goods from a wholesaler and resells them to the
consumer. In this way, such a business buys products from other businesses and sells them to
consumers. These types of businesses might generally be larger, such as a large department
store.
A manufacturing business creates a tangible output. It converts basic raw materials or parts
to make something final that is sold to consumers. Manufacturing businesses would be
responsible for creating things like cell phones, beverages, or cars.
5.5.2 FINANCIAL & MANAGERIAL ACCOUNTING
All businesses require accounting to maintain and report financial information[1]. Business
accounting can be divided into two categories: financial accounting and managerial accounting.
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Managerial accounting is not governed by Generally Accepted Accounting Principles (GAAP)
reporting rules in the same way financial accounting is. Managerial accounting refers to reports
produced by managerial accountants for internal users of the business’ financial information.
This includes business owners, managers and employees. The reports produced by managerial
accountants can help managers within the business plan for the future of the business.

Image 2: Users of Accounting Information
Source: https://www.coursehero.com/sg/principles-of-accounting/nature-of-business-and-accounting/

TOPIC 5.6 MARKETING FOR BUSINESSES
INTRODUCTION
Marketing for businesses refers to building awareness of your organisation and brand to
potential customers. Sales refers to turning that viewership into a profit by converting those
potential customers into actual ones.
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While larger businesses may have a designated marketing team, for small and independent
business owners, it can be difficult to know how to start marketing the business in order to
reach a broader range of consumers. Marketing involves more than publicity; it is also about
building relationships between businesses and consumers. The suggestions below provide
some ideas for how to get started with marketing for small businesses.
5.6.2 MARKETING TIPS[1]
- Create a marketing plan for your business
- Research the market of your business
- Define your target audience
- Define the features of your product or service
- Create marketing materials that you can share online and in person
- Build a website for your business
- Prepare an elevator pitch to be used at in-person networking events
- Register for conferences in your field of business
- Introduce yourself to other local business owners or join a networking group
- Rent a booth at a local trade show
- Add an ad in your local newspaper
- Use stickers or magnets to advertise on your car
- Create social media (Facebook, Twitter, LinkedIn, Instagram, etc) for your business
- Consider ways to advertise online
- Create an email opt-in on your website and send regular emails to your list
ACTIVITY 5: PRACTICE MARKETING FOR A SMALL BUSINESS
Please refer to the RADIAL Activities Booklet to complete this activity.
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OVERVIEW
The main objective of this unit is to show how the knowledge that was shared in the other units can
be used in a practical way through real-life stories of migrant entrepreneurship.
Before this unit, the legal framework of entrepreneurship was introduced, followed by a unit on how
to work on a business idea and develop a business plan, learned about entrepreneurship, as well as
how to conduct business management and evaluation responsibly and successfully.
Now, it is time to put all the acquired knowledge together with a holistic approach and relate it with
daily entrepreneurship challenges to complete this course. This is a good opportunity for you to
refresh the previous units, review the most important points and absorb the key concepts.
In this unit, you will learn about successful entrepreneurship stories with diverse protagonists. Each
of them has a different cultural background and a different business idea, giving visibility to a
diverse range of entrepreneurs. In this way, there will be a diverse viewpoint, so it will be easier for
you as a learner to identify yourself with another person. Also, it is important for each learner to see
how many different paths can be taken to get into the field of entrepreneurship depending on the
limitations and opportunities in your wider environment. Thus, this unit aims to encourage and
motivate you to start thinking about implementing your own business idea.
At the same time, brainstorming will be used constantly to gather your own ideas. You will come up
with different ideas for entrepreneurship related to different kinds of businesses, so you will think
about which one would fit better with your personality, background and capabilities. Through this
discussion, you will reflect about yourself, your skills, the kind of business you would like to start,
and how to make the first steps.
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TOPIC 6.1: STORIES OF ENTREPRENEURSHIP
6.1.1 INTRODUCTION
We are used to hearing a lot about successful businesses and brands, but, do we really know
their origin? How are these ideas developed?
What we usually don’t see is that every big business comes from big effort and strategy. Even
though success is easier for some because of their access to resources, social status and
background, it doesn’t mean it is impossible for the rest to succeed as entrepreneurs.
If you want to run your own organisation or initiative (whether big or small), we want to give you
some inspiration to encourage you to achieve your goals and overcome the obstacles that many
come across in their journey to entrepreneurship.
ACTIVITY 1: ANALYSE A SUCCESSFUL ENTREPRENEURSHIP JOURNEY
Please refer to the RADIAL Activities Booklet to complete this activity.
ACTIVITY 2: THE CHALLENGES OF A NEW ENTREPRENEUR - HOW TO OVERCOME THEM
Please refer to the RADIAL Activities Booklet to complete this activity.
ACTIVITY 3: QUIZ
Please refer to the RADIAL Activities Booklet to complete this activity.
TOPIC 6.2: ENTREPRENEURSHIP CHARACTER TRAITS
Reviewing what we learnt in previous units, below are some additional reasons as to why people
with a less privileged background, such as people with insufficient education due to hardship;
those living in rural communities, as well as ethic groups that may have been neglected by the
state can make great entrepreneurs. The points below have been put together as the main
characteristics of individuals with an immigration background that have succeeded as
entrepreneurs:
6.2.1 WELL ACQUAINTED WITH PATIENCE AND RESILIENCE
For some people, the journey to entrepreneurship is complicated. They often have to overcome
various difficulties in their daily life that other people might not face. Some might lack resources
such as money, limited access to education, internet, and basic goods; for example, people who
live in rural areas. For others it might be poverty, or any kind of disability that complicates their
access to some basic needs, and consequently, making it even more challenging for someone to
develop their own business.
For other people like asylum seekers, the journey to safety requires patience and resilience.
Escaping dangerous environments, crossing borders meant to be uncrossable, days upon days
of travel — the hardships start before those people even reach the host country, bolstering
their ability to handle uncomfortable situations with grace and hardiness. Their patience and
resilience have been tested and strengthened in ways that lend well to the uncertainties of
entrepreneurship.
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6.2.2 IDENTIFYING NICHE MARKETS
Competing in existing markets is tough for start-ups. Thus, it is a good starting point to consider
that most successful entrepreneurs try to identify new niche markets. Immigrants are
particularly good at that. Coming from a different community can be a source of inspiration to
identify potential niches that can thrive as businesses in a new community.
6.2.3 SERVING EXISTING CUSTOMERS DIFFERENTLY
Another option for entrepreneurs to succeed is to provide more appealing offers to existing
markets and customers. Thinking differently is an attribute highly valued by clients. The different
background, experience and knowledge that you might have, gives you an advantage in the
entrepreneurial mindset when it comes to thinking out of the box.
6.2.4 EMBRACING RISK
Entrepreneurial activities and overcoming social difficulties have something in common: the
outcome is uncertain for the entrepreneur. In both cases, these activities and difficulties add up
potential costs and benefits but in the end, enterpreneurs are prepared to make a leap of faith.
For immigrants, for example, it is reasonable to assume that they know their home country
better than their potential host country. Leaving family and friends behind to seek better
opportunities abroad is an indication that they are prepared to engage in activities that have the
potential to improve their income even if the outcomes are hard to predict. In short, immigrants
are a self-selected group of risk takers. The uncertainty associated with starting a business is
less of a deterrent for them.
TOPIC 6.3: STORIES FOR INSPIRATION
We already studied some real stories of entrepreneurship businesses. Now it is time to study
stories of people who became famous for their entrepreneurial ideas. Going as far back as the
19th century, these individuals succeeded in diverse fields of work that provide inspiration for
other wanna-be entrepreneurs to follow:
6.3.1 HAMDI ULUKAYA — CHOBANI
Hamdi Ulukaya was born in a farmer family in Turkey. In 1994, he moved to the United States to
study. Once he was there, he decided to buy a kraft yoghurt factory which was closing and
founded Chobani. There, he produced and sold the Turkish yoghurt that he grew up with in his
hometown, keeping the business of the kraft yoghourt with his roots.
6.3.2 JAN KOUM — WHATSAPP
Coming from a disadvantaged rural area in Ukraine, Jan Koum had to migrate with his family to
the United States during his teenage years being a computer enthusiast. He dropped his
university studies and had diverse jobs in technological business. He eventually worked together
with some computer programmers, finally being able to found WhatsApp in 2009. The company
succeeded so much that, after five years, it was bought by Facebook.
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.6.3.3 INGVAR KAMPRAD - IKEA
Ingvar started by selling matches in the streets when he was a child. Later, he realised that by
buying the matches in wholesale price, he could get more money while selling the matches at a
lower price. This is how he started having a business-oriented viewpoint. Later, his father gave
him money for performing well at school, and little by little he started selling different items,
finally founding the furniture shop IKEA.
6.3.4 TONI KO — NYX COSMETICS
Toni Ko grew up in a family of entrepreneurs, working in her family’s cosmetics business until
she was 25. Realising she wanted to leave the family business, Ko started her own cosmetics
brand with the goal of selling good quality cosmetics at an affordable price: NYX Cosmetics.
During the financial crisis of 2008, a lot of people looked for affordable prices more than ever
before. This was the moment when NYX grew increasing their sellings and becoming an
important brand in the cosmetics world.
ACTIVITY 4: REFLECTION ON ENTREPRENEURSHIP
Please refer to the RADIAL Activities Booklet to complete this activity.
CONCLUSION
This unit aimed to inspire you to refine your own Green Entrepreneurship idea by presenting
the stories of successful individuals. To complete this unit, it’s useful for you to also think of new,
alternative ways on how to make your own idea a reality.It’s difficult for anyone to run a
business, but it is even more complicated when you don’t have the support or the means which
would help you to reach your goal. Many entrepreneurs are self-determined. They thrive by
overcoming obstacles, by finding success where others fail.
ASSESSMENT ACTIVITY TO TEST THE KNOWLEDGE AND SKILLS GAINED IN THIS UNIT:
Please refer to the RADIAL Activities Booklet to complete this activity.

ADDITIONAL READINGS:
https://ymcb.eu/category/stories/
https://www.aeidl.eu/en/news/what-s-new-at-aeidl/5963-stories-of-migrant-entrepreneurs-who-madeit.html

