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Entrepreneurship and Skills

Basic concepts of entrepreneurship

Entrepreneurship is:
• the study of how new businesses are created;
• the actual process of starting a new business.

An entrepreneur is someone who has an idea and who works to create a product or service that
people will buy, by building an organization to support those sales.

A modern entrepreneurship definition is also about transforming the world by solving big problems;
initiating social change, creating an innovative product or presenting a new life-changing solution. It is
about building a life on your own terms. No bosses. No restricting schedules. No one holding you back.

entrepreneur
≠

professional manager



Entrepreneurship and Skills

It focuses on profits and produces more of the products that
generate cash. Success is determined financially.

It focuses on setting up a business in a creative industry. Success
is measured by the creativity of the products/services.

Refers to setting up a business and operating as an independent
owner-entrepreneur.

Refers to focused, responsible and creative work at the service of
an enterprise. Entrepreneurial way of thinking and attitude.

Businesses owned by women have traditionally focused on food,
fashion and other services, but this has been changing.

It has an impact on social, cultural and economic progress of the
society. Youth are more likely to prefer self-employment.

It tries to recognise social problems and achieve social change by
employing entrepreneurial principles, processes and operations.

The Internet has lowered the cost of many businesses to simply
hosting and domain fees. Resources are usually free or low cost.
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Opportunistic 
entrepreneurship

Creative 
entrepreneurship

External 
entrepreneurship 

Internal 
entrepreneurship

Female 
entrepreneurship

Youth 
entrepreneurship

Social 
entrepreneurship

Internet 
entrepreneurship



Entrepreneurship and Skills

Entrepreneur's role in the economy 

An entrepreneur is the person who sees a problem in the world and immediately focuses on
creating a solution. They are the leaders that strike out on their own to improve society. Whether
they are creating jobs or new products, they constantly take action to ensure world progress.

Entrepreneurs create 
jobs

Entrepreneurs take on the 
risk to employ them-
selves. Their ambition to 
continue their business'
growth eventually leads 
to the creation of new 
jobs. As their business 
continues to grow, even 
more jobs are created.

Entrepreneurs create
change

Entrepreneurs dream big 
and some of their ideas 
will make worldwide 
changes. They might 
create a new product that 
solves a burning problem 
or take on the challenge 
to explore something 
never explored before.

Entrepreneurs give to 
society

Entrepreneurs are some 
of the biggest donors to 
charities and non-profits 
for various causes. Some 
seek to invest their 
money in creating 
solutions to help poorer 
communities have access 
to things we take for 
granted like clean drinking 
water and health care.



Entrepreneurship and Skills

Reasons people choose to become entrepreneurs

They want 
flexible work 

hours.

They are 
unemployed.

They are 
risk-takers.

They do not fit 
into the 

corporate
environment.

They do not 
want a boss.

They are 
curious.

They want to 
change the 

world.

They are 
ambitious.



Entrepreneurship and Skills

Business ethics and corporate social responsibility

Business ethics are moral guidelines for the conduct of business based on notions of what is right
and fair. Most business people rely upon their own consciences in making business decisions,
falling back upon their own moral and religious backgrounds for guidance.

Corporate social responsibility is a business philosophy, which stresses the need for firms to
behave as good corporate citizens, not merely obeying the law but conducting all their activities
in a manner, which avoids causing environmental pollution or exhausting finite world resources.

Help out and make societal contributions.

Expecting financial or other benefits for socially 
responsible behaviour.

Meeting societal expectations and stakeholder pressure.



Entrepreneurship and Skills



Entrepreneurship and Skills

Entrepreneurial skills

The aim of entrepreneurship education and training is to develop entrepreneurial capacities and 
mind-sets that benefit economies by fostering creativity, innovation and self-employment. 

While 
entrepreneurship 

provides benefits in 
terms of social and 

economic growth, it 
also offers benefits in 

terms of individual 
fulfilment, with 

breaking through the 
barriers of class, age, 

and gender. 



Entrepreneurship and Skills

Skills and competences

What is a skill?
An ability and capacity acquired through 
deliberate, systematic, and sustained 
effort to smoothly and adaptively carry 
out complex activities or job functions 
involving ideas, things, and/or people.

What are competences?
A cluster of related abilities, knowledge, 
and skills that enable a person to act 
effectively in a job or situation. It indicates 
sufficiency of knowledge and skills that 
enable one to act in a variety of situations. 



Entrepreneurship and Skills

Entrepreneurial skills

We can group skills into three categories.

Soft skills

Interpersonal or people 
skills are difficult to 
quantify and relate to a 
person's personality and 
ability to work with 
others. They include good 
communication, critical 
thinking, empathy, and 
conflict resolution.

Hard skills

Quantifiable and 
teachable skills include 
specific knowledge and 
abilities required for a job, 
like accounting, computer 
programming, and data 
analysis. Some can be 
learned on the job, others 
are first learned in a 
classroom and then 
refined through practice.

Transferable skills

They apply to many 
different career fields and 
include soft skills like 
critical thinking and 
problem solving, or hard 
skills such as writing and 
math ability.

You can easily list hard skills on a resume, while soft skills may come across more clearly during 
an in-person job interview.



Entrepreneurship and Skills

Entrepreneurial skills

There is no established, simple definition of the entrepreneurial skillset. However, successful 
entrepreneurs seem to have certain traits in common. We can group these into four categories:

• Personal characteristics – optimism, vision, initiative, desire for control, drive, persistence, 
risk tolerance, resilience, stress management.

• Interpersonal skills – leadership, motivation, communication, listening, empathy, ethics,  
negotiation, people management.

• Critical and creative thinking skills – creative thinking, critical thinking, problem solving, 
experimenting, recognising opportunities. 

• Practical skills – goal setting, planning, organising, decision making, financial skills, business 
knowledge. 

Entrepreneurs have different motivations, tastes, strengths, and weaknesses. Starting and 
running a business requires many skills so it is essential that you identify the ones you already 
have, and others you may need to work on or learn.

What do you enjoy doing?
What gets you compliments 

in a work setting?
What have you done at 

your previous jobs? 



Entrepreneurship and Skills

Characteristics of an entrepreneur

Wants 
financial 
success.

Takes 
risks.

Has a
need for 

achievement. 

Has 
business

experience.

Works
hard.

Sacrifices 
employment 

benefits.

Has a self-
employed 

parent as a 
role model.

Has a good 
network of 

professionals.

Has an 
internal 

"Locus of 
Control".

Has 
integrity.

Has family
support.

Has self-
confidence.

Is 
independent.

Adapts to 
change.

Has 
determination.



Developing entrepreneurial skills

It has never been easier than today for anyone to learn entrepreneur skills that can propel 
them into building a successful business. It is time to choose courses, buy books, get a mentor 
and start opening your mind. 

Take a different 
path.

Entrepreneurship and Skills

Work in sales.
Help others 
with their 
business.

Volunteer to 
lead.

Manage your 
own finances.

Learn from a 
mentor.

Get involved 
with other 

entrepreneurs.

Take on 
challenges.

Delay 
gratification.

Start a small 
business.

Practice 
communication 

skills.

Keep learning.



Entrepreneurship and Skills

Self-assessment tests

There are many ways to test what 
entrepreneurial skills you already 
possess and which you need to 
work on some more. 

We have prepared a few practical 
examples of self-assessment tests 
that can help you find out if you 
have the needed skills of an 
entrepreneur. 



Thank you!

Entrepreneurship and Skills
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2.1 What is innovation?

“The process of translating an idea or invention into a good or service that  creates 
value or for which customers will pay. To be called an innovation, an idea must be 
replicable at an economical cost and must satisfy a specific need. Innovation involves 
deliberate application of information, imagination and initiative in deriving greater or 
different values from resources, and includes all processes by which new ideas are 
generated and converted into useful products. In business, innovation often results 
when ideas are applied by the company in order to further satisfy the needs and 
expectations of the customers.” (http://www.businessdictionary.com/definition/innovation.html) 

https://pixabay.com/nl/photos/innovatie-

business-informatie-561388/

http://www.businessdictionary.com/definition/innovation.html
https://pixabay.com/nl/photos/innovatie-business-informatie-561388/


2.2   15 experts on what innovation 
actually means: innovation is for:

60% having an idea
60% executing an idea
40% addressing a real challenge
40% adding value to the company
40% adding value to the customer
27% different perspectives / thinking
13% moving forward
13% definition not important
7% addressing new market

https://www.inc.com/nick-skillicorn/9-defining-characteristics-of-successful-
innovation.html

https://www.inc.com/nick-skillicorn/9-defining-characteristics-of-successful-innovation.html


2.3 What makes an idea innovative? 
(Check list of things).

A product or an idea becomes innovative when it stands out from the rest
and truly makes the customers' lives easier. A successful change that can
convert knowledge and ideas into benefit – in the form of new or improved
products / services is capable of being innovative.
https://econsultancy.com/what-makes-something-innovative/

https://econsultancy.com/what-makes-something-innovative/%0d


2.4 Steps to develop a business idea?

1. Consider and analyze the relevant markets
2. Note down your ideas and expand them
3. Carry out competitive analysis
4. Model your business
5. Create/design/sketch your mockup and then test it
6. Execute a market survey
7. Develop your final product
8. Gathering customer feedback and measuring your business results

https://canvanizer.com/how-to-use/how-to-develop-your-startup-idea

https://canvanizer.com/how-to-use/how-to-develop-your-startup-idea


2.5 How can I measure this idea? 
(Instrument to measure a business idea)

2.5.1 First method of measurement of ideas to innovation

2.5.1.1. Definition of the reference point for the idea

2.5.1.2. Popular method of quantitative evaluation of ideas, references of users, 
and their preference

2.5.1.3. Equivalence between the methods practiced by users and the physical –
mathematical methods presented by the theory S.I.T.© ®

2.5.1.4. Definition of Ideal Idea = 0.00 iur

2.5.1.5. Innovation manager’s dilemma – solved!

2.5.1.6 End of the First Method – Basic Concepts

The other four methods



3 Target group analysis

3.1 What Is Target Audience Analysis And Why Do We Need It?
3.2 Planning The Analysis
o Getting Familiar With „Your“ Product/Service
o Defining Target Audience

1. Demographics
2. Psychographics

o Classifying Target Audience (DMU)
1. Users
2. Influencers
3. Decision Makers
4. DMU Roles In The Content Marketing Funnel

o Creating Personas
o Identifying Pain Points

1. Surveys
2. Social Networks
3. Keyword Research
4. Niche Forums
5. Quora
6. Reddit
7. Competition Research

o Research And Analysis Are Done, What Now?

https://www.wikihow.com/Write-a-Target-Market-Analysis

https://www.wikihow.com/Write-a-Target-Market-Analysis


1 Identify your target market

The first step is to decide who you wish to target for your product or service.
Certainly, it would be great if the entire world wanted what you have, but that
is not realistic. For example, if you manufacture car parts, then your target
market is going to be those people who own or work on cars. But if you are a
musician specializing in children’s music, then your target market will be
parents of small children, or perhaps the children themselves.
Identifying your target market will help you later decide how to advertise and
maximize the value of your marketing resources.

2 Use a variety of available resources
Many sources are available online from a variety of reliable, government
sources.



3 Study your target market demographically
By identifying your target market, you will be able to focus your marketing resources
and increase your overall profits. The goal is not to exclude anyone, but rather to
pinpoint your most likely customers. Demographic characteristics include age, gender,
marital status, family size, income, education level, occupation, race, and religion.

4 Describe your target market psychographicaly
Psychographic information tells you about your audience's attitudes, beliefs,
emotions, and values. It generally answers the question of “why?” Why do people buy
what they do? Why do or don’t they return to a particular store? Psychographic
research includes your target market's family stage, hobbies and interests, type of
entertainment they engage in, and lifestyle.



5 Understand your target market behavioristicaly

Behavioristic information helps you understand why someone purchases one
product or service over another. It includes how often your target market buys the
product, how much or how many they buy, if there was a specific occasion for
using it, and how long it took them to decide to buy that product. Using Internet
sources, behavioristic marketing can be a powerful tool by individually targeting
potential customers.

• Determine how important brand or company loyalty is to your target market.
• Find out if your audience most heavily values convenience, a good price, or

quality.
• Discover how your target market usually pays for your product or service via

market surveys.
• Ask if your customers prefer face-to-face interaction or an online store.
• For this sort of data, you may conduct your own research or hire a marketing

research firm for assistance.[

https://www.wikihow.com/Write-a-Target-Market-Analysis


Thank you!

Module 2
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Type of Businesses (The Constitution of A Company)

Individual Businesses: Individual businesses are ‘‘a type of enterprise that does not have a legal
personality and that the partners are responsible for all assets against third parties’’.

Companies (Partnerships): It is possible to define the company as two or more people coming
together by combining their labor or goods with a contract in order to reach a common commercial
purpose.

Ordinary Partnership
Collective Partnership
Commandite Company (Limited Partnership). 

Joint Stock Companies: In the Turkish Commercial Code, the joint stock company is defined as the
company whose capital is certain and divided into shares, and is solely responsible for its assets due
to its debts.



✓ Limited Partnership Divided into Shares: Limited partnership divided into shares which is also

referred to as limited partnership association, shareholder company or an shares commandite

company.

✓ Limited Company: A limited company is established under one trade name by one or more real or

legal persons. The main capital is specific and this capital is composed of the total capital shares.

✓ Cooperative Company: ‘‘The purpose of the cooperatives is to provide and protect the specific

economic interests and especially the needs related to professions and livelihood of their partners’’.

✓ The Concepts of Holding Company and Group of Companies: “Holding is a group of companies

formed by taking over company’s management and control through having the majority of stocks of

other companies by a company’’.



Business Idea

Firstly, entrepreneur

must have a business

idea that is suitable to

his / her knowledge and

skill level and that can

be successfull.

Entrepreneurial

Abilities and

Tendencies

Entrepreneur must

have entrepreneurial

abilities such as desire,

self-confidence,

problem solving and

leadership and

entrepreneurial

tendencies to succeed

by realizing the

business idea.

Knowledge and

Skills of 

Management and

Communication

To succeed of

entrepreneur by

implementing his/her

business idea depends

on notably the

managerial

knowledge, and then

communication

knowledge, skills and

experience.
Situation of Resources:

Entrepreneur must have resources to

establish a business such as capital,

raw material, human, nature.

Having sufficient quantity and

quality of these resources will be

determinant in the success of the

entrepreneur



Legal Issues that Entrepreneur Need to Know

• Tax office start-up documents

• Signatory circular from the notary public

• Residence document

• Identification card copy

• Declaration of work

• Statement of employment

• Insured identification card copy

• Insured residence document

• Tax Office taxpayer document

• Open a file documents in District Labor Office 

• Employee notification list

• Chamber of commerce and industry, registration documents



Legal Issues that Entrepreneur Need to Know

• Certificate of chamber of commerce and industry

• Registration documents of chamber of merchants and craftsmen

• Registration member form to chamber of merchants and craftsmen

• Certificate of registry to chamber of merchants and craftsmen

• License (certificate of registry)

• Business license application form for non-sanitary enterprises

• Joint report on opening enterprise- determination and detection of class

• Operating license

• Industrial registry certificate

• Annual business chart



Follow The Process and Changes Related to the Social Security System

The work to be done to protect the health and safety of the personnel and the measures to be 

taken will prevent the huge material and moral losses. 

Ensuring and increasing competitiveness

The competitors of enterprises may be companies producing similar goods and services, as

well as substitute goods and services sector or complementary sectors. However, except for

those producing similar goods and services, they are indirect competitors for the enterprise

and should be taken into account because of their impact on the structure of competition.

Increasing cooperation opportunities

It is needed to make collaborations with associate to competitors or similar sectors.



Stock Management: Stock management aims to determine the amount of optimium investment made to

stocks. Two cases arise when investing in stocks; the first situation is the inadequacy of stocks.

Creation of Customer Loyalty: Brand loyalty is that the consumer has a positive attitude towards a

certain brand and intends to choose the same brand in the future.



Thank you!

Short name of the module
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Marketing and Branding

Successfully interacting with consumers is a crucial part of doing business today. Customers

enjoy and expect a personalized experience, and delivering just that will set you apart from your

competition.

According to The American Marketing Association,

marketing is the activity, set of institutions, and processes

for creating, communicating, delivering, and exchanging

offerings that have value for customers, clients, partners,

and society at large.

Marketing is the sciences that will take you to success. It helps you to identify 

the needs of a customer by providing valuable products to customers.

Introduction to marketing



Marketing and Branding

Marketing Models

Business to Consumer (B2C) Business to Business (B2B) 

OBJECTIVE: to make a consumer interact with your brand and become a customer.

Outbound Marketing Inbound Marketing

Attract the consumer in 

an incisive manner.

People's attention in a 

natural way; offering 

experiences.

4 stages

Attraction: creation of relevant content.

Conversion: offers in exchange for information.

Education: personalized treatment.

Closing: transform the newest 

customer into a loyal brand promoter. 



Marketing and Branding

The 7 Ps of Marketing Mix
Product:

-How can my product respond to the wants

and desires of current or potential clients?

-How can I improve my product?

Price:

-Are my clients able to pay for the product?

(Consider the means of your clients and price

offered by the competition)

Personnel:

-Does each employee adequately represent the

enterprise and its image? For example:

-Knows the product(s) and the price(s)

Place:

-Is my product easily accessible to

customers?

-How might I be able to get nearer to my

customers?

Promotion:

-What means do I have at my disposal to

inform the public of my product and its quality?



Principles of Marketing: the basic principle of the marketing mix is the relationship

between price, promotion, product and place (distribution).

During the internationalization of your products be aware that :

Your finale price may be distorted by local 

government.

Your marketing and advertising efforts

may change due to law, cultural norms etc.

Your product will be adjusted due to cultural 

and socioeconomic differences. 

Your distribution process will be impacted 

by the availability of customer channels. 

Marketing and Branding



Branding is at the core of your marketing strategy, so branding 

must come first. 

It is your branding that will keep 

your customers returning for 

more.

Branding is the foundation

upon which you will build

consumer loyalty. It is what

generates a timeless

connection.

It is your branding that 

makes you unique.

Competition is fierce, there are

companies who offer

comparable or even the same

exact products and services

that you offer.

Marketing and Branding



Marketing and Branding

Brand Awareness & Brand Love

Being loved has very little to do with size, budget or marketing prowess; in fact the most critical

ingredient is passion and of course the attributes here below:

A brand personality 

A foundation of authenticity 

A unique Brand Experience

A genuine customer connection

A social conscience 

Do not forget to include in your strategy this attributes and you will build more than a sell

you will have a partner that will be supporting you all the way up!



Marketing and Branding

SWOT diagram:

Source: http://www.sixsigmatrainingfree.com/swot-
analysis.html 

STRENGHTS

• advantages of your 

organization

WEAKNESSES

• areas within a company 

which need to be 

upgraded

OPPORTUNITIES

• external factors that may 

contribute to your 

organization

THREATS

• potential problems 

caused by external 

factors



Marketing and Branding

It is time to put in practice what we have learned!

Case study: when giving to society gives you even more!



Thank you!

Marketing and Branding
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5.1 Webmarketing

5.1.1    What is webmarketing?

Web marketing refers to a broad category of advertising that takes many different 
forms, but generally involves any marketing activity conducted online.

5.1.2     Types of webmarketing
5.1.2.1  Display advertising
5.1.2.2  Search engine marketing
5.1.2.3  Search engine optimization
5.1.2.4  Social media marketing
5.1.2.5  Email marketing
5.1.2.6  Referral marketing
5.1.2.7  Affiliate marketing
5.1.2.8  Inbound marketing
5.1.2.9  Video marketing

5.1.3  How is a web marketing plan developed and implemented? Steps to build an online 
campaign. 



5.2   Facebook-marketing

5.2.1    What is Facebook Marketing

Facebook marketing refers to creating—and actively using—a Facebook page as a 
communications channel to maintain contact with and attract customers. Facebook 
actively provides for this, allowing users to create individual profiles or business pages 
for companies, organizations, or any group attempting to develop a fan base for a 
product, service, or brand.

5.2.2 For what kinds of customers is Facebook marketing effective?

5.2.3    How is a Facebook marketing campaign developed?



5.3 User-generated marketing

5.3.1    What is User-Generated marketing

Any marketing campaign that allows consumers to create advertising content or 
otherwise participate in the marketing process can be considered user-
generated marketing. This strategy has become increasingly easy to use and 
popular with the advent of Internet technologies, involving social media, 
recommendation sites, and content sharing tools.

5.3.2    Who uses User-Generated marketing

5.3.3    Developing a User-Generated Marketing Plan



5.4 E-commerce marketing

5.4.1    What is e-commerce marketing?

E-commerce marketing is the practice of guiding online shoppers to an e-commerce website and persuading 
them to buy the products or services online. E-commerce marketing can include practices like: 
• Search engine optimization to help a website to rank higher in organic search engine listings
• Affiliation with better-known websites through referral marketing or banner advertising
• Retention of current customers through email marketing

5.4.2   What kind of customers are effectively marketed to with e-commerce marketing?

5.4.3    How is an e-commerce marketing plan developed and employed?



5.5 Pay-per-click marketing 

5.5.1   What is pay-per-click marketing?

Pay-per-click (PPC) is a method of purchasing targeted advertising space on Internet platforms that 
takes advantage of organic search terms. Advertisers pay the owners of a web space, such as a 
search engine results page or a specific webpage, a certain amount of money each time an Internet 
user clicks on their specific ad. This takes many different forms and has evolved since the 
technology was first introduced at a 1998 TED conference by Idealab founder Bill Gross. Search 

engines like Google and Bing are some of the most prolific providers of PPC space.

5.5.2   Who uses pay-per-click marketing?
5.5.3   Implementing a pay-per-click campaign

http://www.ted.com/speakers/bill_gross.html


5.6 Behavioral marketing 

5.6.1   What is behavioral marketing?

As opposed to direct marketing, where advertisers send the same message to everyone—and expect a 
large portion of those people to reject the message—behavioral marketing takes online information and 
uses it to tailor the message to the user. Behavioral targeting uses web analytics, computer applications 
and cookies, browsing and search history, and IP addresses, to create user profiles of individual consumers. 
With that information, the website’s ad server will then generate relevant and targeted content or 
advertisements that appeals to their interests.

5.6.2   Who employs behavioral marketing?

5.6.3  How is a behavioral marketing plan developed and employed?



Thank you!

Module 5 Promotion & 
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Why financial plan?

Due to the fact that operating activities are prudential, the effects of future events
on the enterprise are tried to be estimated from today. This is mandatory for
efficient use of resources.

Financial Planning
It expresses that the all kinds of fund inflows and outflows which will come out
during operating activities connect to a program in advance, and it is the one of the
most important duties of financial manager.



Types of Financial Planning

It is possible to classify financial plans according to the purpose of 
construction and the time it covers.

✓ Financial plans by goals

• Ordinary financial plans
• Extraordinary financial plans

✓ Financial plans by time 

• Short term financial plans
• Medium and long term financial plans



Commercial Documents

Invoice and Documents as Invoice

• Dispatch notes
• Invoice
• Consignment invoice
• Documents as invoice
• Expense voucher
• Self-employed invoice
• Producer receipt

Other Commercial Documents

• Documents that must hang
• Negotiable instruments
• Instruments
• Receipts
• Accounting receipts
• Payrolls



6.3. Types of Tax and VAT

Types Of Tax

• Income tax
• Corporate tax
• Value added tax

• VAT as sort of gross product
• VAT as sort of income
• VAT as sort of wage
• VAT as sort of consumption

• Private consumption tax
• Stamp tax
• Motor vehicles tax
• Property tax



Cash management involves in

▪ Estimating,
▪ Collecting, 
▪ Making Payments, 
▪ Financing of İnvestments of Cash Level Desicions in The Way of Regularity 

and continuity of The Operations of The Company.



Cash flow cycle is a time period between the time of payment to

be made to suppliers for raw materials, materials or equipment and the time
of collection from the customers.

The longer the cash flow cycle, the higher the risk of a cash crisis.



The sources of finance which offered to enterprise in order to meeting the cash needs

which are required for company estalisment and operation is important for the

development of the enterprise.

Financial Resources

• Immidate environment
• Angels
• Credit cards and bank loans
• Venture capital
• Factoring
• Leasing
• Initial public offering



Thank you!

Short name of the module
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1. Definitions of Risk

2. Risk Management Process

3. Risk Analysis prior to 

Entrepreneurship

4. Management of Financial 

Risks

5. Management of Operational 

Risks

6. Management of Strategic 

Risks

7. Management of External 

Environment Risks



Risk Management

1- Definitions of Risk

The term risk is a French term and

coming from the word “risqué”.

Dictionary means: “the possibility of

occurrence of an event that could

lead to a loss, a loss, a danger.”

Risk

Danger

ThreateningDamage

Personality 

characteristics

Uncertainty

Earnings, 

Income

Unsolicited results

Opportunity



• The term of risk management was first introduced in the United States in the late 

1950s.

• Risk management also brings with it the possibility planning. It is a repetition of “if 

what happens” , “if happens” questions continuously. 

• Risk management was taken into consideration in the first period of the year with 

insurance. At first, insurance and risk management were used interchangeably. 

Risk management is now perceived in three different ways (Greene, 1997: 66): 

- A broad perspective; risk management and manager appear to be an entrepreneur 

who takes over the risk of profit and loss. 

- Narrow perspective; from this point of view, risk management appears as an insurer.

- Central perspective; It is a synthesis of the above two perspectives. 

2- Risk Management Process



2- Risk Management Process

The risk management process consists of five interdependent process steps:

1. Risk Identification: The definition of risk means the identification of the risk.

1. Subject analysis

2. Dangers listing

3. List the causes of danger 

2. Risk Assessment and Calculation: When risk is defined, risk managers should 

evaluate it. 

1. Very important risks

2. Important risks

3. Non-Important risks

3. Preferring Between Alternative Risk Correction Tools: Once  the risk is 

defined and evaluated, the next step is to decide the approach to be used in the 

fight against the risk and the technique to be used for each. Four scales are 

available to choose the best possible alternative. These are: the degree of risk, 

being economic, timing and limiting the resources to be used (Drucker, 1996: 389-

390):



2- Risk Management Process

The risk management process consists of five interdependent process steps:

4. Implementation of the Preferred Alternative: 

5. Evaluation and Control: When chosen alternative has been implemented, it 

should be monitored whether the chosen solution style is functioning and whether it is 

expected.

The risk management process can be presented in a range of coordinated activities.

7R and 4T 

• Recognition - identification or recognition of risk

• Ranking - Ranking or valuation of risk

• Responding - responding to significant risks

• Tolerate - to tolerate

• Treat - intervene (action)

• Transfer – to transfer

• Terminate - termination

• Resourcing - allocating resources to controls

• Reaction - reaction plan

• Reporting - reporting and monitoring risk performance

• Reviewing - review of the risk management framework



3- Risk Analysis prior to Entrepreneurship

a. Sector Analysis

i. Market Access Barriers Analysis: The general problems of 

entrepreneurs about marketing are below;

• Do not make large expenditures to create a market,

• Non-employment of qualified marketing staff

• Entrepreneurs who are owner-managers also deal with marketing 

activities.

• It is not difficult to predict how highly qualified the marketing staff willing 

to work in SMEs will be compared to the opportunities offered by large 

enterprises.

• It would be wrong to limit the target markets of small businesses to 

domestic only.



3- Risk Analysis prior to Entrepreneurship

a. Sector Analysis

ii. Bargaining Power Analysis of Suppliers: Suppliers refer to businesses 

where the producers obtain the necessary inputs to ensure production. 

According to Porter, suppliers will have a good bargaining power when:

• If suppliers are producing products / services which are important for the 

enterprises in the sector and have few substitutes,

• If changing suppliers for businesses in the industry will be very costly,

• If suppliers can go horizontally in industry, supply costs will increase and 

the competitiveness of enterprises in the sector will decrease.

• Case for textile sector



3- Risk Analysis prior to Entrepreneurship

a. Sector Analysis

iii. Bargaining Power Analysis of Customers: Intense competition is 

expected in a sector where the number of buyers is limited. Some factors 

affecting the bargaining power of buyers;

• The presence of a small number of large buyers in response to a large 

number of small to medium sized textile producers in the market,

• Buyers make high purchases in a single order,

• The purchase of a majority of a manufacturer's production by a single 

customer

• Buyers to easily change the manufacturer at any time without difficulty.



3- Risk Analysis prior to Entrepreneurship

a. Sector Analysis

iv. Replacement Product Analysis: Substitute goods or services can be 

defined as the goods or services produced by enterprises in an industry 

branch to address similar customer needs.

v. Competitive State Analysis in Existing Market: According to Porter, one 

of the five powers (the competition between existing competitors in the 

industry) is the main factor that determines the profitability of the enterprises 

in the sector. According to Porter, the main factors determining the 

competition in the sector and playing a role in the formation of the 

competition; 

• number of competing enterprises, 

• supply & demand balance, 

• sector growth rate, 

• fixed costs / total costs, 

• idle capacity in intervals, 

• product differences, 

• increases in costs, 

• concentration and balance, 

• differentiation of competitors, 

• obstacles to exit from the sector 

• the level of idle capacity.



3- Risk Analysis prior to Entrepreneurship

b. Location Analysis:

• The second important issue that is included in the economic analysis carried

out during the establishment of the new enterprises is the selection of the

geographical location where the enterprise will carry out the production works

or the products where the products will be produced.

• There are three main issues that need to be addressed in the establishment

phase of an enterprise. These are;

• Selection of the most appropriate business size or production capacity,

• Selection of the most appropriate production technology or production

management,

• The most appropriate business is the choice of establishment location.

• It is of the utmost importance to determine the position of the enterprise to

continue its production between these 3 decisions, which are mentioned

during the establishment of a business.



3- Risk Analysis prior to Entrepreneurship

b. Location Analysis:

• A- Stages and Principles in Selection of Establishment Location:

• The selection of establishment location of a business or factory is a problem of

3 stages;

1. Selection of the area where the plant will be installed. This may be a

region with common characteristics of the country: Aegean Region,

Marmara Region, Black Sea and Eastern Anatolia Region.

2. Selection of the territory (province or district) within the region.

3. Selection of the location or place of the site in the selected province or

district.

• Businesses can often have three characteristics in terms of location:

a. Enterprises for the source of raw materials

b. Consumer or market-oriented businesses

c. Establishments with different location



3- Risk Analysis prior to Entrepreneurship

b. Location Analysis:

• B- Factors Affecting Choice of Establishment Place: Factors or elements

affecting the choice of establishment location are examined in two groups.

• First, the factors affecting the selection of establishment region; and

• second, the factors affecting the location and territory.

1. Factors Affecting Region Selection:

Factors to be considered in the regional

analysis can be listed as follows.

a. Market availability in terms of demand

and distribution opportunities,

b. Current and future status of raw

materials and auxiliary materials,

c. Subsidiary companies,

d. Transportation in terms of types,

densities and costs.

e. Reaching to energy and fuel soruces in

terms of densit or their costs,

f. Labor resources in terms of quantity,

quality and wages,

g. Climatic conditions that may affect the

activities of the factory and the life of the

personnel,

h. Water and waste disposal plants.

i. Restrictive or incentive factors

determined by the law



3- Risk Analysis prior to Entrepreneurship
2. Factors affecting the location and territory:

• The factors in the selection of establishment regions or candidate locations and

location (land) are much more complex in terms of diversity and relationships

between regions than in territory selection.

1. Transportation

2. Labor supply, current population and development

trend

3. Developmental structure and behaviors

4. Social structure and behavior

5. Energy and water resources

6. Proximity to supply sources

7. Transportation facilities and costs

8. Living conditions

9. Price existing factories and social facilitieslevels in

land, construction, clothing, food and other issues

10. Locations of existing factories and social facilities

11. Municipal services

12. Waste disposal facilities

13. Topographic structure of the land

14. Worker-employer relations

15. Charge levels

16. Population structure; work rate, education and

occupational status

17. Public facilities; road, airport, passenger

terminals

18. Technical staff and executive facilities

19. Training and research institutions

20. Climate

21. Taxes



4- Management of Financial Risks

a. Market and debt risks: Market risk; the risk that the financial portfolio will be

affected by the volatility in market prices, such as commodity prices, parities

and interest rates. Market risk must be managed especially for financial sector

companies.

a. Interest Rate Risk

b. Exchange Rate Risk

b. Instruments of Payment: It is possible to distinguish two types of non-cash 

and cash equivalents. 

c. Credits, interest rate and financial markets

d. Operational Capital and Cash Flow: The cash enter into and out of your 

business within a certain period of time is called cash flow.



5- Management of Operational Risks

• Operational risk refers to the situation of direct or indirect loss due to failures in

internal processes, errors or fraud of employees, or inconsistencies of the

system in the enterprise. When we elaborate the basic components of

operational risk, the following five basic elements are encountered:

• Personnel risk

• Technological Risks

• Organizational Risk

• Legal Risks

• External Factors



5- Management of Operational Risks

a. System design: System Design can be termed as the process of designing

the architecture, components, modules and interfaces of a system that will be

established in accordance with predefined and defined requirements.

• System design, pre-design and detailed design are carried out in two

stages.

1. In the preliminary design, definitions are developed on how the

system can be delivered to the specified goals and objectives.

2. In detailed design; Modules created in the preliminary design phase

are subdivided into sub-modules and these modules are described

in detail.

b. Human Resources: is a management approach that deals with “human".

HRM is based on two basic philosophy:

1. Efficient use of manpower in line with the firm's goal

2. To meet the needs of the employees and to ensure their

development



5- Management of Operational Risks

c. Supply chain and Production: Procurement activity is in the form of

procurement of material inputs, supply of financing, supply of personnel and

supply of services. The need for outsourcing after the specialization of

technology is the supply chain. Factors that enable the use of outsourcing are;

1. Globalization,

2. Quick change,

3. Technological developments,

4. Increasing the competition.

d. Sales and Marketing: Marketing is called the activities carried out until the

time when products or services reach the customer. Sales are activities to

change a product in exchange for money or something.



5- Management of Operational Risks

e. R&D and Know-how management:

• R&D (Research & Development) is called to obtain new information that will

enable the development of education, science and technology or to produce

new materials, products and tools with the existing knowledge, to produce

new projects based on information systematically, to create processes and

services or to develop existing ones.

• There are 3 activities in the Research and Development process

1. Basic Research

2. Applied Research

3. Experimental Development

• Know-how is the information or trade secret that a company or person has

on a product or method, which is considered a secret, how to do a job in the

best / easiest way.

f. Brand management: The American Marketing Association defines the brand as

a name, sign, symbol, design, or a combination of all of the products and services

of a vendor or group of vendors and makes a difference for competitors



6- Management of Strategic Risks

a. Administration and Organization: All of the activities for the establishment

of the business determined in planning and the relations between the jobs

selected, persons and work places to reach them are called organizations.

b. Short, medium and long term strategic decisions: Decisions related to risk

vary depending on whether the risk is related to long, medium or short term

targets. Strategic decisions are often related to long-term purposes.

c. Corporate Governance: Corporate governance is built on four main

principles: fairness, transparency, accountability and responsibility.



7- Management of External Environment Risks

a. Globally Changing Trends: The developments in the economic, social,

cultural, legal and technological areas in the century we live led to the

globalization of the markets and the change in the formal and dimensional of

international competition by eliminating the borders between countries.

b. Customer Requirements: Market research, customer satisfaction surveys

and other feedback tools should be used to find out the current and future

needs and expectations of customers and their perception of existing products

and services.

c. Legal Regulations: Sustaining companies' assets, sustainable growth,

income stability, reducing costs of losses, prevention of surprises, social

responsibility and compliance with legal regulations reveal the need for risk

management in companies.

d. Competitors: Competitors, which are an important risk factor for the

enterprise, are of great importance for the sustainability of an enterprise.



7- Management of External Environment Risks

e. Sectoral Changes: Sales of some businesses, profits and hence the prices

of stocks show a large fluctuation for various reasons.

f. Economic And Political Risks: Financial risks that businesses become face;

market risk, liquidity risk, credit risk and operational risks. Political risk lies

within systematic risk in the literature. This risk, which is caused by the factors

affecting the market, affects all securities in the same direction and is

reflected in a similar way to all companies. Political developments will bring

about various scenarios that may arise. The possible scenarios that a country

in this position will face are listed below

• Restructuring of debts,

• Implementation of austerity policies,

• Devaluation

• Implementing policies promoting foreign direct investment,

• Converting foreign debts to non-repayable investments in the country

owed by the creditor.



Thank you!

Short name of the module
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8.1.  Foreign Trade Elements

8.1.1. Basic Foreign Trade (IM/EX)

Desires : Winter/Apple , Summer/Orange , Phones/cars

8.1.1.1 Basic concepts for Foreign Trading

Importing: Goods or services of foreign origin that

importers bring into a country. 

Exporting: Goods or services to sell any other country.

No one is born as an exporter
and not everyone can make
export.

legal tax payers. 

exporter association

customs consultant

chambers

articles of association



8.1.  Foreign Trade Elements

EXPORT TYPES:

Unconditional Export

E-Export

Pre-approved Export

The goods related to the registration

Credit Export

Consignment Export

Export of Imported Goods

Free zone exports

Export by Commercial Rental

Exports to be Performed through Clearing

No-valued export (Free Export) 

Transit Trading or Re-Export

8.1.1.2 Qualifications for Foreign Trade Manager/staff

Language Skills

Logistic & Financial Management

Determination & sustainability

Empathy & interdisciplinary «Is it possible to export without knowing a foreign
language? Yes ! «



8.1.  Foreign Trade Elements

8.1.1.3 Foreign Trade Road Map

Determination of 
export products

Assignation of 
target markets

Searching for
customers and
opponents

Creating
export strategy

Registering your
trade mark

Forming an 
export team

Assignation of customs
consultants,banks,etc

Arrangement
production & finance
& logistic sources

Examining
export



8.1.  Foreign Trade Elements

8.1.1.4 Pricing Strategies for Exports

PRICE = Products' costs + Local transport and freigt shipment costs + Profit + 
Currency Differences + Customs Costs + Insurance Costs

8.1.2. Foreign Trade Documents

Commercial Documents
Pro Forma Invoice
Commercial Invoice
Packing List
Weight List

Official Documents

Certificate of Origin
Consular Invoice
Healt Certificate
Phytosanitary CertificateInsurance Documents

Insurance Policy
Insurance Certificate

Financial Documents
Bond
Bill of Exchange

Transportation Documents
Bill of Lading
International Consignment Note (CMR) 
Railroad Transportation Document
Airway Transportation Document
Others..



8.1.  Foreign Trade Elements

8.1.3. Payment Methods

Cash-In-Advance
Open Account
Cash Against Goods (Consignment)
Documentary Collections D/C (Cash Against
Documents)
Letter of Credit
Others



8.1.  Foreign Trade Elements

8.1.4. Types of Delivery INCOTERMS 2010

Delivered at Terminal (DAT), Delivered Duty
Paid (DDP), and Ex Works (EXW). 

DAP Delivered at Place
FCA Free Carrier
CPT Carriage Paid To
CIP Carriage and Insurance Paid To

FAS Free Alongside Ship
FOB Free on Board
CFR Cost and Freight
CIF Cost, Insurance, and Freight



Terms:

8.1.  Foreign Trade Elements

Carnet
Certificate of Conformity
Customs-Bonded Warehouse
Foreign-Trade Zones (FTZ)
Free In
Free In and Out
Freight Forwarder
RoRo
ETA and ETD
FCL or LCL
Demurrage
IMCO Charge
Partial Shipment
Ramp
Seal
Volumetric Weight

8.1.5. Contract Preparations (Commercial 
Agreements)

Misunderstanding Risk
Violations of Liability
Poor Quality
Nonpayment
Transport Risks
Privacy Risks
Financial Risks
Legal Risks
Administrative Risks
Deadlock

Risks:



8.1.  Foreign Trade Elements

United Nations Convention on Contracts for the International 
Sale of Goods (Vienna Sales Convention ) 

May 2016, 85 states CISG and
4,500 + 

The top 6 countries:
Germany (534), China (432), The Russian Federation (305), The Netherlands (268), 
Switzerland (212) and the United States (183).



8.1.  Foreign Trade Elements

1) Identities of Parties
2) Date and Location
3) Subject and Expected Benefit
4) Value and Currency
5) Delivery Type
6) Payment Method
7) Violation of the Convention
8) Warranties
9) Ownership Records
10) Force Majeure
11) Unexpected Hal
12) Intellectual Property
13) Notifications
14) Compensation and Criminal Conditions
15) Integrity of the Convention
16) Severability
17) Applicable Law
18) Dispute Resolution

Elements of Contract



Proforma Invoice

1. Info/Adress of Seller and Buyer
2. No & Date
3. INCOTERMS 2010
5. Date of the estimated loading date.
6. Currency
7. The quantity, definition, unit price, total price, weight of 
the products
8. Cost items to be added to the price. (packaging for
transportation, transportation costs, certification, bank 
charges and insurance)
9. Article showing the necessity to accept the invoice as a 
whole
10. Clause about the special rules and application
information for the buyer's own country
11. Property requirement.
12. HS (HTS) CODES
13. Business and sector-specific trading statements, codes,
14. Origin of Products
15. Dimensions and Units of Measurement
16. Bank information
17. Applicable Law and Vienna Purchase Agreement
18. Signature



8.2. Competitive Intelligence
and Target Markets

Theoretical Export Competitive Intelligence

Sun Tzu, 
Know yourself, know your opponent, know the area and get out of all battles.

The main thing is to win without fighting. To cope with competition has become
a ”being or not to be” issue.



Hypher Competitive and its Effects

Information  stored in the world is 
growing 4 times faster than the
world economy. 

The amount of information stored
in 2013 was around 1200 exabytes. 

Book/cover the surface of the US 
as 54 layers.

Strategic and tactical decisions can be made on the basis of developments
throughout the world through the establishment and operation of international
marketing, commercial information and intelligence system, and sustainability, and
determination of target markets, measuring performance in existing markets and
achieving sustainable profitability based on INFORMATION BASED in foreign trade

8.2. Competitive Intelligence
and Target Markets



Target market research ?

Sustainable profitable export
Growing markets
Profitable Markets
Competitive markets
Easy-to-enter markets.

The following items should be identified to assign the target
market(s);

HS CODE detection
Growing markets in the world
Competitors
Markets with growth trends

8.2. Competitive Intelligence
and Target Markets



8.2. Competitive Intelligence and
Target Markets

HS Codes and matrix study

“Harmonized System” or simply “HS” is a multipurpose international product nomenclature
developed by the World Customs Organization (WCO).

HS CODES comprise about 5,000 commodity groups xxxx.xx.xx.xx.xx



8.2. Competitive Intelligence and
Target Markets

DATA

MATRIX/TABLE



Target Market Report / Parameters

2016 İTHALAT 

TUTAR (0,05)

SON 1 YIL 

İTHALAT 

DEĞİŞİM ($) 

(0,20)

SON 1 YIL 

İTHALAT 

DEĞİŞİM (%) 

(0,15)

SON 5 YIL 

İTHALAT 

DEĞİŞİM($) 

(0,20)

CARİ AÇIK 

(0,05)

BİRİM 

FİYAT ($) 

(0,05)

EKONOMİK 

BÜYÜME 

(0,15)

İTHALATÇIYA 

UZAKLIK (KM) 

(0,05)

UYGULANA

N VERGİ 

(0,05)

PAZARA 

GİRİŞ 

ZORLUK 

(0,05)

SKOR

Romania 5,5 93,7 86,8 58,5 76,3 27,1 19,0 77,0 96,6 81,0 50,4

Indonesia 8,5 97,7 100,0 67,1 76,0 15,9 20,5 9,7 89,5 52,1 49,0

Viet Nam 37,5 100,0 58,2 72,0 77,5 0,0 22,7 11,6 86,2 56,8 47,9

Greece 10,1 94,8 70,4 61,0 76,5 33,4 15,7 76,1 96,6 67,9 47,9

United States of America 133,0 41,2 45,8 54,9 100,0 0,0 15,9 8,7 91,7 95,8 47,0

Poland 18,7 92,6 54,5 63,4 76,3 34,8 17,7 46,3 96,6 87,4 46,1

Israel 6,4 90,8 57,8 47,6 76,4 0,0 16,9 100,0 94,8 72,6 45,9

Czech Republic 7,4 90,0 52,4 56,1 75,8 51,7 16,7 44,7 96,6 85,8 44,2

Malaysia 7,3 90,4 54,6 65,9 76,4 20,6 19,5 11,4 100,0 87,9 44,0

Jordan 6,7 91,8 63,2 56,1 76,4 27,0 15,9 94,1 82,6 37,9 43,9

United Kingdom 57,4 86,2 47,0 50,0 78,3 45,8 15,4 26,0 96,6 96,3 43,7

Australia 37,8 98,8 56,9 47,6 77,8 50,5 17,2 7,1 96,7 92,1 43,7

Germany 76,3 83,8 46,5 43,9 78,3 44,9 14,7 37,4 96,6 91,0 43,4

Austria 15,7 89,1 48,6 50,0 76,4 62,3 14,4 45,9 96,6 90,0 43,2

Thailand 7,1 92,1 63,8 57,3 76,0 0,0 17,0 12,9 76,4 75,8 43,2

Switzerland 11,6 89,7 50,2 45,1 76,6 88,6 14,4 37,4 95,9 83,7 42,9

Italy 30,2 91,8 51,2 51,2 76,7 43,1 13,4 45,4 96,6 73,7 42,8

France 43,1 89,5 48,7 47,6 77,6 51,0 14,4 31,5 96,6 84,7 42,7

Korea, Republic of 14,6 90,8 52,3 54,9 76,1 36,8 16,5 11,7 93,7 97,4 42,4

• Product Importing value in a year
• Product Importing value change in 1 year (Last year)
• Product Importing value percent change in 1 year (Last year)
• Product Importing value percent change in 5 years (Last 5 years)
• Product balance of foreign trade
• Product Unit Price
• Product Customs tariff in relevant country 
• Product buyers’ distance to suppliers and Turkey
• Competetiveness of markets 
• Ease of doing business

Other 42%

USA.
29%

UAE.
6%

Japan
5%

Germany
4%

UK
3%

S.Arabia
3%

Spain
3%

France
3%

Canada
2%



Determination

8.2. Competitive Intelligence
and Target Markets
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After
evaluating all
parameters
and data, it 
comes to
decision to
determinate
target
countries. 



8.3. International Free Trade Agreements

WTO (World Trade Organisation) shows us 
FTAs simultaneously. 



8.4. Case (Good & Bad Practises)

X company: Good Practise (Georgia) / Advance payment
Y company:  Bad Practise (Turkey) / Low costs for transport
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Business Plan

An introduction to business plans

Business owners find plans useful at all stages of their companies' existence. A business plan is 
a written description of a business' future, a document that tells what an entrepreneur plans 
to do and how they plan to do it. 



Business Plan

Action plan

A business plan will help 
you pull apart the pieces 
of starting a business and 
examine each piece by 
itself. It can help move 
you to action by breaking 
down a seemingly 
insurmountable task into 
many smaller, less 
intimidating tasks.

Road map

It is very easy to lose sight 
of your objectives and 
goals, but a business plan 
can help keep you 
focused. It is an invaluable 
tool to help move you in 
the direction you want to 
go. It can also serve to 
help others understand 
your vision.

Sales tool

A well-written business 
plan can serve to sell 
people on the benefits of 
proceeding with your 
business concept. It is the 
tool to convince investors,  
suppliers, customers, 
family members, or even 
yourself, to support your 
business idea.

Purpose of a business plan 

A company’s business plan is one of its most important documents. It helps an entrepreneur 
identify potential problem areas and look for possible solutions. It represents an action plan, a 
road map, and a sales tool for a business.  



Benefits of a business plan 

The most important reason to write a business plan is that it requires an entrepreneur to engage 
in a rigorous and thoughtful process that is essential before starting a viable venture. 

It requires you to answer hard questions about your venture:
• Why is there a need for your product/service? 
• Who is your target market? 
• How is your product/service different from other competitors'? 
• What is your competitive advantage? 
• How profitable is the business and what are the cash flows? 
• How should you fund the business? 

Business Plan



Business Plan

Benefits of a business plan 

When writing a business plan for investors, you should make sure that:

• The business plan looks professional: the 
reader most likely has a huge pile of plans 
they need to go through and cannot afford to 
waste time on something that does not look 
serious enough. Make sure that the plan is 
nicely formatted and does not make a bad 
first impression. 

• The executive summary is short, accurate 
and appealing: the executive summary is 
nothing more than an extended elevator 
pitch. In 5 minutes, the reader must be able 
to understand who you are, what you do, 
how big the business can get, how much 
money it is going to cost and how much 
money you need from them. 



Business Plan

Business plan types 

Plans differ widely in their length and appearance, the detail of their contents, and the varying 
emphases they place on different aspects of the business. There are many types of business 
plans, such as: feasibility plans, annual plans, internal plans, operations plans, growth plans, etc.

Most common business plans include: 

• Start-up plan – a standard plan that explains the steps for a new business

• Miniplan – can serve as a valuable prelude to a full-length plan later on

• Working plan – has to be long on detail but may be short on presentation

• Annual or operational plan – tells investors where the company expects to be in 365 days

• Strategic plan – is about the strategy the team must carry out to achieve intended goals

• Growth plan – focuses on specific areas of the business

• Electronic plan – is very handy for presentations to larger groups of people



Business Plan

Structure of a business plan 

There are three primary parts to a business plan:
• Business concept – discussing the industry and the particular product or service
• Marketplace section – analysing potential customers and describing the competition
• Financial section – containing income and cash flow statements, and other financial ratios

You should be updating you business plans whenever things change. Plans are about the future 
and it is important to keep them fresh. 

Elements of a business plan: 
• an executive summary
• a company overview
• description of the products
• market and industry analysis 

as well as a marketing plan
• an operations section 
• an organisational structure 

and management team
• financial projections



Business Plan

Executive summary 

The executive summary should be a maximum of 2 pages. Being succinct has great benefits when 
trying to capture the attention of investors. It should address the following elements of the plan:

• Concept description: Summary of the essence of the business.

• Opportunity: Why is this a good opportunity? What is the compelling need?

• Product/service: Description of the product/service. How is it to be produced?

• Value proposition: Who is the target market? What are the benefits to the market?

• Marketing strategy: What are the key elements of the marketing strategy?

• Competitive advantage: Who is the competition? 

• Management: Who is the management team and why will they be successful?

• Finances: How large will the company become? When will it breakeven?

• Funding: How much funding is required? What is the exit strategy?



Business Plan

Company overview 

The company overview is a brief one-page description of the company you have founded or want 
to found. It should tell us what you want to accomplish with your venture.

Upon reading this section, the reader should have a good idea of where an entrepreneur is and 
where they plan to take their business. An entrepreneur should, in this section, try to answer the 
following questions about the present and future status of their business:

QUESTIONS ABOUT THE PRESENT QUESTIONS ABOUT THE FUTURE

What is the name of the company? Where are you going with your company?

Does the company already exist? What are your main goals for the company? 

Where is the company located? Do you plan to keep it small or grow it big?

Do you have any plans for expansion? What is your exit strategy?

How is the company organised? What is the exit strategy for your investors?

Is it a sole proprietorship, partnership, 
corporation?

Will you sell to a larger company, go public, 
or buy out investors?



Business Plan

Product and service

A production plan is usually included if the business is involved in manufacturing a product. It 
contains information that allows for budgeting for such costs as labour and materials. In non-
manufacturing companies, this section would cover new service development.

This is where you should begin to sell your big idea by generating some excitement about the 
product/service. You need to be factual, but also enthusiastic. 

Features: should have descriptions of all the 
important attributes, info about customer service or 
tech support, info about production, delivery, and 
packaging, info about payment terms and prices.

Benefits: should describe the benefits to the target 
market, advantages or profit gained from using this 
product or service. Think about the impact on the 
target market's feelings and finances. 

Stage od development: should briefly describe the 
current status of the product or service, the stage of 
the product in its lifecycle. 



Business Plan

Market and industry analysis

This section dispassionately describes the market a company will enter and the industry in which 
it will compete. The description may cover new products and developments in the industry, 
outlook for the industry as a whole, and overall economic trends.

Market size and growth: define the market in 
which a company is competing. The size of the 
market can be determined in numbers of 
customers, units sold or money value. 

Trends: you should determine the trends that 
are driving the market. Think about how the 
market is changing. Even negative trends can 
represent opportunities.

Target market: this section is devoted to the 
analysis of the specific market segment that 
represents the best point of entry for a 
business. The focus is on the consumer of the 
particular product/service.

Industry structure: describe how the industry 
as a whole is organised, where and how the 
goods/services are produced and delivered 
to customers. 

Competitive environment: talk about the 
elements companies in the marketplace 
compete on (quality, price, new product 
introductions, customer support, etc.), and 
about the degree of rivalry among competitors.

Opportunity: this section should succinctly 
describe what the opportunity is and why it is 
attractive. This is a key section of the plan; it 
must make the case that there is attractive 
opportunity for the venture.



Business Plan



Business Plan

Marketing plan

The right marketing plan turns a good business into a great business. This section describes the 
company’s customer base, products or services, and marketing and sales programs. The latter is 
supported by conclusions drawn from the market analysis. 

E-commerce: you should think about brand 
building through affiliate programs and email 
marketing, about websites to provide 
information. 

Communication strategy: it is critical that 
businesses inform their target market about 
the availability of the product/service, and 
that they continue to communicate the 
benefits.

Sales strategy: describe how the products will 
be sold and who will do the selling.

Revenue model: you should include a table 
that forecasts revenues over the next 5 years.

Target market strategy: describe the target 
market and provide a profile of the consumer 
that is being targeted. 

Channel strategy: describe how the product 
will reach customers. Potential channels can 
include distributors, wholesalers and retailers. 

Positioning: you should prepare a statement 
that positions your product in the minds of the 
target customers relative to the competition. 

Pricing strategy: you can decide among many 
different pricing strategies, such as commodity 
pricing, prices set by the market, pricing based 
on competitor's price, value pricing, etc.



Business Plan

Operations plan

Operations is defined as the processes used to deliver products and services to the marketplace 
and can include manufacturing, transportation, logistics, customer and technical service. 

Operations strategy: you should include a more 
colourful and evocative description of how you 
will use operations to add value for the 
customers. It should include discussions about 
the process for producing and delivering the 
product/service, about benefits for customers in 
the target market, and about coordination with 
vendors and strategic partners.

Scope of operations: describe which operations 
will be done in-house and which will be 
subcontracted. When writing this part of the 
business plan, you should consider the following 
elements: production, product development, 
customer service, warehouse and shipping, tech 
support, installation, warranty service, and 
repairs.



Business Plan

Management

The quality of a 
company's management 

team can be the most 
important aspect of a 

business plan.

Present the strengths of 
the company's team by 
highlighting experience, 
achievements, and past 

performances. 

Key areas include 
management's ability to 

provide planning, 
organizational skills, and 

leadership.



Business Plan

Competitive advantage

The purpose of the competitive analysis is to determine: 

• the strengths and weaknesses of the competitors within a market;

• strategies that will provide an entrepreneur with a distinct advantage;

• the barriers that can be developed in order to prevent competition from entering the market; 

• any weaknesses that can be exploited within the product development cycle.

The following are potential competitive advantages to consider:

• Intellectual property

• Agreements with customers or suppliers

• Long-term contracts

Strong competitive 
advantages

• Control of costs   • Location

• Control of prices           • Excellent management

• Control of channel      • Expertise

Credible competitive 
advantages

• First to market  • Brand

• Development lead-time • Service

• Quality               • Relationships

Difficult competitive 
advantages



Business Plan

Financial projections

Every business plan should include the following financial projections:

• Income statements by years for the first 5 years, as well as by months for the first 2 years

• Balance sheets by years for the first 5 years

• Cash flow by years for the first 5 years, as well as by months for the first 2 years

• Break-even analysis

• Financial comparisons from the plan to peer companies in the chosen industry

• Assumptions in the form of detailed descriptions of all the financial forecasts



Business Model Canvas (BMC)

BMC was developed by Alexander Osterwalder and Yves Pigneur in response to a need for a 
commonly understood business model concept. It is a tool that fosters understanding, discussion, 
creativity, and analysis of a business. It helps entrepreneurs create value for their business.

Entrepreneurs need to scan their environment to identify possible threats, big opportunities, and 
fill in the blind-spots. The following areas need to be mapped around a company's BMC:

• Market forces – key customer issues in the particular business arena, such as growing or 
shrinking segments, customer switching costs, or changing jobs.

• Key trends – key trends shaping the business arena, such as technology innovations, regulatory 
constraints, or social trends.

• Industry forces – key actors in the business space, such as competitors, rising value chain 
actors, and new or fading technology providers.

• Macroeconomic forces – macro trends, such as global market conditions, access to resources, 
and high or low commodities prices.

Business Plan



Business Plan

KEY PARTNERS: 

Key partnerships 

and alliances to 

strengthen or 

grow your 

business, reduce 

risk.

KEY ACTIVITIES:

What do you 

need to do to 

operate 

successfully?

VALUE 

PROPOSITION:

What is your offer 

that solves a 

customer's problem 

or satisfies a 

customer need? A 

bundle of benefits.

CUSTOMER 

RELATIONSHIPS:

Are you building, 

maintaining or 

strengthening 

relationships with 

your customers?

CUSTOMERS 

SEGMENTS:

Who are your 

customers?

What are their 

needs?

KEY RESOURCES:

What physical, 

financial, 

intellectual or 

human resources 

do you need?

CHANNELS:

How will you 

communicate 

with and reach 

your customers?

COST STRUCTURE:

What will all this cost?

REVENUE STREAMS:

What value do customers place on your offer –

what will they pay?

Building blocks of BMC

Nine basic building blocks that show the logic of how a company intends to make money.



Business Plan

Good practices in entrepreneurship

Success and failure are intimately connected. Success one day can easily be followed by failure 
the next day.

There are six crucial areas of activity that determine whether a business will live or die.

• Marketing – the ability to determine and sell the right product 
to the right customer at the right time. 

• Finance – the ability to acquire the money you need, and 
account for the money you receive. 

• Production – the ability to produce products and services at a 
high enough level of quality and consistency over time. 

• Research and development – the ability to continually innovate 
and produce new products, services, processes and responses 
to the competition. 

• Regulation – the ability to deal with the requirements of 
government legislation at all levels. 

• Labour – the ability to find the people you need, establish 
personnel policies, training and organisational development. 



Thank you!

Business Plan
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Attracting funding

Importance of Capital in Entrepreneurship 

“Entrepreneurs are not necessarily motivated by profit, but 

consider it a standard to measure achievement or success”  

J. Schumpeter



The business initiater should have:

• In depth knowledge about the community around it and 

related to it; 

• Good knowledge and understanding of the labor market as a 

whole and in different levels; 

• Skills to maintain and update a list of professions.

• Good knowledge of local employment opportunities; 

• Good communication and presentation skills;

• Good reputation in its community.

The mobilization of resources should take priority when starting any initiative. 

Attracting funding



Microfinance institutions fill a needed gap within the financial

services industry by offering small loans, or micro-loans, to people

unable to access to conventional loan services.

Microfinance 
institutions

Access to financial services
enables existing businesses to
grow and provides the starting
capital for starter businesses.

They vary in size and function with some organizations focusing

entirely on microfinancing, while others work as extensions of large

investment banks.

▪ Traditional banks

▪ Informal institutions 

o Self-help groups, credit 

associations, families, 

individual money lenders.

▪ Semi-formal institutions

o Microfinance financial intermediaries (MFFIs). 

▪ Formal institutions

o Microfinance banks (MFBs).

o Microfinance oriented banks (MFOBs).

o Microfinance sensitive banks (MFSBs).

MICROFINANCIAL INSTITUTIONS



Attracting funding

Venture Capital Investment Trust

Focus on high-risk/high-return opportunities in very specific type of early-stage

investment which is ideal for young start-ups.

Demand a proper business plan and they will evaluate the project in terms of

expertise and innovation. After an investment is made, the fund charges a

management fee. They usually are around 2%, and some funds may not charge a

fee.

Venture capital funds are investment funds that manage the money of investors who seek private

equity stakes in start-up and small- to medium-sized enterprises with strong growth potential.

Their process

Raise money by investors Seek for business models Review of business plans

Select high-growth potential projectsFund charges a management feeThey have a seat in the board 



Crowdfunding

Crowdfunding is a finance technique operating by platforms on Internet to match investors and

borrowers for projects of common interest. It is used mainly to finance specific projects/ideas (as

opposed to firms).

Innovation: entrepreneur does not need an intermediary

(e.g. a banking institution), to seek funding and can source

directly the savings of a large audience.

Lenders contribute in two ways:

- Small donations, without financial consideration or a non-

financial but tangible compensation.

- Financial contribution, they expect some financial return.

Their process

Choose the 

Crowfunding

Platform

Pre-screening of 

the viability of the idea
Write your

Business Plan.

Budget proposal 

with timeline

Social networks to 

attract lenders/investors

The process is 

fast and can 

last 30 days. 



Business Angels

There are no defined profiles for this type of

investors, but we can catalogue them in several

groups:

❖ Entrepreneurs or managers of experienced

companies that want to give their knowledge to

young entrepreneurs.

❖ Savers (or people who have obtained

considerable amounts of money in other

businesses) and who want to invest their money.

A Business Angel is a person (not a company) who brings their money, experience and contacts to new 

companies created by entrepreneurs in order to obtain a shareholding and a future profit.

Characteristics of business angels:

➢ Participate in companies in the development or

expansion phase.

➢ They get involved in the business trying to

provide the maximum possible value.

➢ Invest in sectors they know.

➢ Their participation usually ranges between

25,000 and 250,000 euro, although there is no

common denominator stipulated in this regard.

➢ They usually maintain anonymity before third

parties.



Small business grants/Government grants and subsidies

Incentives for entreprenerus 

Government agencies provide financing such as grants and subsidies that may be available for your business.

Generally, most grants require you to match the funds you are being given and this amount varies greatly,

depending on the granter. For example, a research grant may provide you only with 40% of the total cost.

Generally, you will need to provide:

▪ A detailed project description.

▪ An explanation of the benefits of your project.

▪ A detailed work plan with full costs.

▪ Details of relevant experience and background on key managers.

▪ Completed application forms when appropriate.

Check your area on the

county and municipal level

and/or CSO because most

communities have some

sort of local programs to

help minority entrepreneurs

get extra help to build

businesses.

Most reviewers will assess your proposal based on the following criteria: Significance,

Approach, Innovation, Assessment of expertise and Need for the grant.



Human Resources

The hiring of experienced

professionals with track records of

excellence within their area of

expertise ensures that the mission

and goals of the company will be

carried out efficiently and with

competence.

The success of an organization is 
heavily reliant on the talent and 

strength of its employees. 

Educational Resources

Perhaps the greatest thing an

entrepreneur can do when

establishing a new business is to

gain as much education possible.

Educational resources can be found

through professional trade

associations that are geared toward

her industry, her local chamber of

commerce as well as the Small

Business Administration.

Get your knowledge for free!

Physical Resources

Whether a small home

business or a retail operation

with multiple locations, every

organization must have the

appropriate physical resources

to survive.

It is important for an

entrepreneur to realistically

assess his needs before

making any purchases.

There may be a free 

local spot for your 

start-up!

Incentives for entreprenerus 

Other subsidies



EUROPEAN UNION FUNDS

The European Commission supports access to funding for

businesses through local financial institutions in EU

countries and partners countries.

These institutions determine the exact financing conditions

– the amount, duration, interest rates and fees. The

following are some of the EU programmes that support

SMEs:

European Fund for 

Strategic Investments

Competitiveness of Enterprises and 

Small and Medium-sized Enterprises.
EU Finance for Innovators 

EU Programme for Employment 

and Social Innovation 
Cultural and Creative Sector 

Guarantee Facility 



Stage light your future campaign

Now since we have learn about different

sources to get funds we are going to study

one case in order to help you to understand

the concepts that we have previously

explained.

Please go to your handbook an at the end of

the module you will find the description and

instructions.

Ana’s Designer Artefacts



Thank you!

Attracting funding
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Key Aspects for trainers

General knowledge about the Entrepreneurship Environment 

Principal obstacles
Bureaucratic obstacle

Undercapitalization

Education system 

Inadequacy of know-how

For the entrepreneur, the next logical question is crucial
Which skills will be changing the game the most? 

Leadership Critical thinkingCommunication and negotiation

Creativity Flexibility



Key Aspects for trainers

The material for the training programme

➢Learning material (Presentations).

➢Practical usage material
(Training Manual for trainers).

➢Theoretical material
(Guidelines for training material  sessions).   

✓The learning material in the interactive platform. 
✓ Structure: Cover, Content, and the Thanks.
✓ English version as well some resources adjusted to 
the language of the countries.

✓It has practical insight about each 
module methodology. 
✓Summarize each module.
✓Approach of the different activities.

✓It has the extended version of the modules’ learning
material including the instruction for the practical activities.
✓Structure: Cover, Index ,objectives, Content (Theoretical
part and practical activities with instructions).



Key Aspects for trainers

Top Tips for Effective Presentations

1. Show your Passion and Connect 

2. Tell them why this lesson is important

3. Know the need of your audience

4. Focused on your audience’s response

5. Keep it simple

6. You smile and make eye contact

7. Create stories on your own

8. Use your voice effectively 9. Use your body too 

10. just remember to enjoy



Key Aspects for trainers

Tips for Creating a Participatory Environment

Ask trainees to share something 
unique about themselves

Invite students to start some of the classes

Find out “What’s new?” 

Build feedback into your course. 



Thank you!

Key Aspects for trainers


