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I. Introduction 

I.1. About this Manual 

This is a manual on how to teach entrepreneurship to students and other beneficiaries. It is 

developed for trainers/teachers from schools, consultants, parent teacher associations, relevant staff 

from the ministry of basic education (curriculum unit, education officers), school management unit 

etc., who will be able to teach to students and other beneficiaries about entrepreneurship. Trainers 

may prefer to read it through before providing their first training and then they may use this manual 

as a reference. 

This training is developed by taking into consideration the expectations of young students who 
usually: 

 prefer practical implementations instead of long formal trainings. 

 do not prefer long training sessions. 

 are impatient to implement what they learn. 

 have limited resources to open a business. 

This training does not include instructions on teaching official rules and regulations. It is a well-

known fact that a business should get registered and comply with the rules and regulations in effect 

in any country. However, many entrepreneurs, especially at the start-up level, do not register their 

businesses and pay taxes in many countries. In this sense, it is suggested to the trainer that s/he 

should advice students to register their business and follow the rules and regulations in effect, when 

they start their business. 

I.2. Topics 

Following core skills will be the focus of the training. Specifically, one of the important skills, financial 

skill, will be underlined throughout the training, without expecting from students a sophisticated 

budget or business plan preparation. To introduce financial skills, two metaphors will be used: 
“business tree” instead of balance sheet, and “money plan” instead of cash flow. 

 Generating Business Idea 

 Marketing 

 Benefiting from Balance Sheet 

 Doing Business Plan 

 Managing Cash Flow 

 Taking and Paying Loans 

 Recording Records 

 Profits for Personnel Use 

I.3. Tree Metaphor 

When it is needed, a tree metaphor or alternatives can be used to make lessons more attractive and 

understandable. Simplified version of tree metaphor1 is shown in Figure 1 and detailed versions are 

provided in Annex-1: Business Tree. It is suggested that the trainer uses metaphor as part of training, 

if s/he has enough time to use it. 

                                                                 
 

1 This metaphor, related concepts, explanations, examples, drawings and attachments were developed by Emil Tin (LORIKA 
Foundation, 2007) and are used under the licence of Creative Commons Attribution-Non-commercial-Share Alike 2.5 license. 
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Figure 1: Simplified Tree Metaphor 

Using the tree, as shown above, the trainer can easily visualize many business concepts. Table 1 can 

provide you with straight-forward metaphors for many business concepts: 

Table 1: Metaphors and Business Concepts 

Tree  Business Withering  Loss 
Seeds  Ideas Drought  Difficult Times 
Water  Money Flowers  Marketing 

Branches  Activities Fruits  Results 
Roots  Sources Soil  Market 

I.4. Storify 

People, including young ones, like to hear stories. Using a story to explain the topics is usually 

preferred to make topics much easier to understand and remember information. 

Our hero name is “Kutu”. She is student at the school. Kutu lives in a deprived region, where income 

poverty is high. Sometimes, the trainer is faced with the unexpected. Therefore, when the need 

arises, the trainer can add new events to Kutu’s story. In other words, improvisation is recommended 

when the trainer needs, if it can help her/him in the trainings. 

 

Figure 2: Kutu 

I.5. How to Facilitate 

To provide this training, it is advised to the trainer to do what Albert Einstein said: “I never teach my 

pupils; I only attempt to provide the conditions in which they can learn”. It means that the trainer 

should behave a little differently from a traditional trainer. The trainer should open the space for the 

students to discover and learn by themselves, instead of just transferring her/his knowledge to the 

students. 
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The trainer should not only focus on training topics but also on the mood of the students. For 

instance, if the energy in classroom is decreasing, the trainer should give a break, introduce a game, 

play an energizer, etc. In this sense, the trainer should find the appropriate teaching style in 

accordance with expectations of students. Always make sure the students are following along. Look 

around the room at students when you are talking – see if anyone looks confused, and if they do, ask 

if they have any questions. If the discussions seem to take longer than expected, kindly remind that 

they could extend this discussion to the Q&A session. However, try not to discourage the students 

when directing them towards the Q&A session. 

In general, too formal or informal styles are usually not recommended. Please remember that being 

formal does not mean that the trainer cannot be friendly or play with students when s/he provides 

the training. 

Each student has a different background, expectations, learning styles, etc.; so, please do not assume 

that the students like the same thing as you like. That is why, as the trainer, do not forget to: 

 Vary the Tools: To attract students’ attention, use different ways of tools such as telling a 

story, playing a game, energizer, etc. These types of tools can create a positive atmosphere 

among students. They increase energy of the classroom and teach something. They usually 

build up team spirit. They create opportunities for shy students to express themselves. On 

the other hand, these types of tools should not create unnecessary competition, excitement; 

nor should they be overly complex. 

 Use Flip Chart: It is a good tool to focus attention and explain things. 

 Individual and Group Works: It is recommended to use both types of works. 

 Discussion: Ask questions to students to open a discussion in the classroom. Instead of 

“yes/no” questions, prefer questions which starts with “how” and “why”. 

 Breaks: Breaks are important times for refreshing. 

If the number of students is high, it is a good idea to make groups of 4-5 people. During many 

activities you can ask the students to form groups (if you have 20 students, ask them to form 4 

groups with 5 people in each group). During in-class exercises and discussions, it will be easier to ask 

the smaller groups to discuss ideas and concepts, and have one person from each group share those 

ideas with the entire group of people. 

I.6. Length 

It is recommended that the training program should last for 5 days (25 hours). Based on the local 

circumstances, programs can be rearranged. The program and time set aside for activities are 

guidelines, not rules. If you finish a discussion earlier than the scheduled time, that is fine – open the 

floor to questions and discussions, and move on to the next topic. 

If the trainer needs to change programs, s/he should keep in mind that too much shortening or 

enlarging a program may decrease the training performance. For instance, longer classroom 

trainings would be beneficial for teaching the skills people need; on the other hand, longer classroom 

training may also cause decrease the concentration and willingness of students. 

I.7. Program 

Two types of program (for trainers and students) are provided in Annex-2: Training Program. 

Differences between the two programs are summarised in Table 2. Trainer program includes student 

program, except for outdoor practice. Additional information for trainers is given in light blue colour 

in this manual and indicated with light blue * symbol in the presentation. 
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Table 2: Comparison of Programs 

 Trainer Program Student Program 
Theoretical Knowledge More Less 
Games Similar Similar 
Energizers Similar Similar 
Implementation Classwork Outdoor 
 

I.8. Materials 

The following materials can be used during the trainings. Trainer might change materials in 

accordance with the local conditions. 

 Flip chart and flip chart papers 

 Board and board marker 

 A packaging tape (Figure 4) 

 A marker pen for each student (Figure 5) 

 Cereal grains (0.5 or 1 kg) such as maize, sorghum, been, rice, etc. 

 Papers (A4) 

 “Documents for Folder” for each student. 

 “Figures for Training” for each group. 

 A notebook and pen for each student. 

 Candies: Number of candies should be the same or more than the students (Figure 3). 

Colours of candy packages should be as much varied as they can be. For instance, if there are 

20 students; a box or plate should consist of 4 green-packaged, 4 yellow-packaged, 4 red-

packaged, 4 orange-packaged and 4 blue-packaged candies. 

 A small box or plate (Figure 3). 

 
Figure 3: Sugar and Plate 

 
Figure 4: Packaging Tape  

 
Figure 5: Marker Pen 
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II. Welcome 

Goal: It is aimed to provide students with a clear over-view of the training, and give them a chance to 

say “hello” to each other. 

This is the most important part of training. This is the first time the trainer will meet with students 

(First impression is important in real business life. For instance, when a new potential customer 

enters the shop, s/he prefers to see everything is ready and employee of business have positive 
approach to her/him). That is why all training materials to be used during the training should be 

ready at their desks before the training. 

Take the first few minutes of the training to introduce yourself to the students. Explain the purpose 

of the training. Provide an overview of through the timetable. Go around the room and have all 

students introduce themselves. Ask them to simple questions such as their names, what they hope 

they will learn at the training, etc. Make sure every student has a chance to introduce herself/himself. 

As the training takes place in a limited time frame, it will be useful to quickly determine the minimum 

rules everybody should comply with. Allow students to discuss and reach a consensus on training 
rules. Then, one of the student should write the rules on the flip chart paper. This paper should be 

hanged on the wall as long as the training duration. 

Some of rules are stated below: 

 All mobile phones to be on silent mode. If they have to, they should make their phone calls 
outside of the class. 

 No talking while the trainer is talking. 

 No talking while a participant is talking. 

 Everyone should participate and everyone’s opinion counts! 

 No one should criticize others – there may be more than one right answer to a question or 
possible approach. 

 If something is unclear, please ask a question. 

 What we discuss in the group is confidential. 

 We are on time, etc. 

Icebreaker activity will be used to welcome and warm up the conversation among students. 

Icebreaker: Who’s in the Box? 

Support Materials: A box, papers and pens. 

Duration: 5-10 min. 

Description: Participants are asked to write their names with a nickname they gave to themselves 

on a piece of paper. The trainer collects these papers from participants into a box; however, each 

participant should tell their “nickname” and name before throwing the paper into the box. They form 

a U-shape, the trainer walks around the group and asks a participant to draw a paper from the box. 

The participant reads the “nickname” and the name written on the paper s/he selected and tries to 

guess the person. 
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III. Entrepreneurship & Business World 

Goal: The purpose of this section is to provide students what is an entrepreneurship and a business 

as well as how to use business tree, which is a metaphor to be used. 

Learning Outcomes: At the end of the section, the following four key points will be understood: 

 What is entrepreneurship? 

 Characteristics of entrepreneurs. 

 What is a business? 

 How to use a business tree? 

III.1. What is Entrepreneurship? 

The word “Entrepreneurship” is derived from the 13th century French verb entreprendre, which 
means “to undertake” or “to do something”. By the 16th century, the noun entrepreneur, had emerged 
to refer to someone who undertakes a business venture. Although there is no one definition of 
entrepreneurship, the term thus refers to the following: 

 Entrepreneurship is a mind-set. It covers an individual’s motivation and capacity, to identify an 
opportunity and pursue it in order to produce new value or economic success. It takes creativity 
or innovation to enter and compete in an existing market, to change or even to create a new 
market. 

 The process of identifying opportunities in the market place, arranging the resources required to 
pursue these opportunities, and investing the resources to exploit the opportunities for long 
term gains. It involves creating wealth by bringing together resources in new ways to start and 
operate an enterprise. 

Engaging in entrepreneurship shifts people from being “job seekers” to “job creators”, which is 
critical in countries that have high levels of unemployment. It requires a lot of creativity, which is the 
driving force behind innovation. 

III.2. Characteristics of Entrepreneurs 
Entrepreneur refers to the person and entrepreneurship defines the process. In other words, 
entrepreneurship is the activity which is being carried out by the entrepreneur. There are lots of 
different definitions of entrepreneur, such as: 

 An entrepreneur is any person who creates and develops a business idea and takes the risk 
of setting up an enterprise to produce a product or service, which satisfies customer needs. 

 “An Entrepreneur” is an owner or manager of the business enterprise who makes money 
through risk or initiative. 

In this section, it is important to underline that all entrepreneurs are business persons, but not all 
business persons are entrepreneurs. 

1) They are Risk Takers 

Entrepreneurs are calculated risk takers who will to risk time and money on unknowns, but they also 
make plans and keep resources for dealing with “unknown unknowns” in reserve. In other words, an 
entrepreneur will evaluate a risk all ‘if’s and ‘but’s before jumping to a conclusion. 

2) They are Goal Oriented 

Entrepreneurs are all about setting goals and putting their all into achieving them; they’re 
determined to make their business succeed and will remove any encumbrances that may stand in 
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their way. An entrepreneur must have a goal and an objective, which is specific, measurable, 
attainable relevant, and time bound (SMART). 

 Specific: Great goals are well-defined and focused. 

 Measurable: A goal should have a measurable outcome. 

 Attainable: The goal should not be beyond reach. 

 Relevant: Goals should be achievable based on the current conditions and realities of the 
business climate. 

 Time-Based: Business goals and objectives just don’t get done when there’s no time frame 
tied to the goal-setting process. 

3) They are Resilient and Self-Motivated 

Entrepreneurs view failure as an opportunity for future success, and if they don’t succeed the first 
time, they will continue to try and try again until it does succeed. They do not need someone who 
motivates them or forces them to be efficient and productive. 

4) They are Planners 

Entrepreneurship is about building a business from the start with limited resources (including time, 
money and personal relationships). Besides defining a marketing strategy or a business plan, there 
are many other things to plan ahead. Successful entrepreneurs are good planners, they make a 
decision about the future in terms of what to do, when to do, where to do, how to do, by whom to do 
and using what resources. They plan their activities and accounts as best as they can for unexpected 
possibilities. 

5) They are Adaptable and Flexible 

Entrepreneurs follow market needs/dynamics and adapt themselves to the change. Market needs are 
dynamic: changes are a recurring phenomenon. Successful entrepreneurs welcome all suggestions 
for optimization or customization that improves their products/services and satisfies client and 
market needs. 

6) They are Listener and Learner 

Entrepreneurs know that the most important part of learning is listening. They know their 
products/services and the market dynamics inside and out. They do listen to other people and 
analyse their ideas in line with their own perspective in which create an informed decision making 
process. 

7) They are Creative Thinkers 

Entrepreneurs have the creative capacity to recognize and pursue opportunities. Creativity leads to 
innovation, which leads to improvement one way or the other. Creative thinking leads entrepreneurs 
to success through; 

 Looking beyond the present and imagine possible futures for the business 

 Driving their business in new directions 

 Creating new ideas gives a competitive edge over the competition 

 Thinking up new and fresh innovative ways to improve their business and/or product 

 Fostering innovation 

 Acting quickly and able to seize opportunities 

 Pushing boundaries and thinking out of box 

http://www.growth-hackers.net/define-a-marketing-strategy-startup/
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8) They are Networkers 

The ability to network is one of the most crucial skills any entrepreneur could have. An entrepreneur 
knows that business relationships can lead to new customers, improved management skills and the 
discovery of new ideas. 

9) They are Able to Sell. 

Whether you’re a born extrovert or introvert, as a founder/CEO, you’ll find yourself always selling. 
You’ll be selling your vision to prospective partners and funding sources. You’ll be selling prospective 
recruits on why they should quit their day jobs and join this start-up they’ve never heard of. You’ll be 
selling your products and services (yes, you’ll probably be personally closing at least the first few 
sales). You’ll be selling your employees on why they should remain calm and stay with the ship when 
the seas inevitably get rough. 

III.3. Doing Business 2018 

The Doing Business (World Bank) document provides objective measures of business regulations and 
their enforcement across 190 economies and selected cities at the subnational and regional level. It 
measures business regulations. It can be used as a tool for improving conditions for developing 
entrepreneurship. 

Game: Select Your Favoured Colour 

Support Materials: Sugar, box. 
Duration: 5-10 min. 

Description: While students are sitting at their chairs, the trainer offers sugar to students (Figure 3. 

After that, the trainer groups student according to colours of sugar package. Each group consists of 4-

5 students according to total number of students. For instance, if there are 20 students, group them 

to form 4 groups with 5 people in each group or 5 groups with 4 people in each group, etc. 

III.4. What is a Business 

All businesses provide something that others want to pay for. Some businesses buy things and sell 
them again at a higher price, for example a shop. Other businesses produce things, for example by 
growing fruits or making furniture out of timber. Another type of business provides a service which 
others need, like building a house or grinding grain into flour. 

Trees and Business 

A tree starts from a small seed. If you choose a good seed and a proper place to plant, it can grow into 
a healthy tree over time. In a similar way, a business starts with from an idea. If you choose a good 
idea, it can grow into a healthy business. A tree must have water to survive. The roots draw up the 
water from the soil, so the branches can be healthy and grow. A business must have money to 
survive. Money can come from different sources, like your own pocket or loans, and can be used for 
things like stock, cash or tools. If you take care of a tree, it can give nice fruits. If you take care of your 
business you can give good results. 

Kutu 

Read story aloud to introduce Kutu to students: 

Kutu is a young girl. She is 17 years old. One day Kutu is walking home from the market, 

thinking about how to get money to help her family. ‘Maybe I may sell beadwork at the 

market?’ she wonders. ‘Many people here wear beadwork. I could buy some beads and make 

earrings and necklaces. Then I could bring them to the market and sell them’. After talking to 

a good friend about her idea, she decides to try. She has 2 (hundred GMD) to start with, and 

uses them for buying beads. 
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Business Tree 

Business tree (Figure 1) is a metaphor that can be used by trainer to teach business life to students. 

The different roots and branches of the business tree show the different sources and uses of money 

in your business. At each branch and root, you note the value. You can place a number of beans or 

pieces, or write a number. It is the value that you should show, not the amount of animals or other 

goods. For example, if we have some vegetables they might have a value of five, and we would place 

five pieces (or write five) on the business tree. 

When using the business tree, it’s not necessary all the branches and roots are in use. A tree starts 

small with only a few branches. 

Explain that you’re now going to use the business tree on the flip chart to understand Kutu’s 

business. You’re going to place pieces (or drawings) on the business tree to show how money has 

been spent and where it came from. 

 Cash 

On the business tree, Cash shows the amount of cash in the business. Cash is the money you have in 

coins and bills. Is there any cash in Kutu’s business? Not anymore, because she used them all for 

buying beads. 

 Stock 

On the business tree, Stock shows the value of the stock in your business. Stock is the things you’re 

going to sell, like vegetables, beads, etc. Note that it’s not how much you can get when you sell the 

stock, but what you paid for it. Is there any stock in Kutu’s business? Yes, she used the cash of 2 for 

buying beads. We place 2 pieces on the Stock branch. 

 Owners Cash 

On the business tree, Owners Cash shows the money you have invested in your business from your 

own pocket. Once you have placed money on this root, you will not need to move it again. Where did 

the money in Kutu’s business come from? From Kutu’s pocket. So we place 2 on Owners Cash to show 
that Kutu invested 2 into the business. 

 Profit 

On the business tree, Profit shows the amount of money the business has made since it started. If you 

buy something for 3, and sell it for 4, you have made a profit of 1. In the same way, if you buy 

something for 5, but sell it for only 3, you have a loss of 2, and the profit goes down by 2. When you 

make a profit, more money come your business and make it grow. Profit is root on the business tree 

because it is a source of money. Is there any profit in Kutu’s business? Not yet! It hasn’t made any 

money yet. 

Balance between Roots and Branches 

You cannot spend more money than you have. Big branches require big roots. The business tree is 

always balanced in this way. If you count the total amount at the roots, it must be the same as the 
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total amount at the branches, no matter what has happened in your business. This is no mystery, 

because it is just the same money we’re describing in two ways. We’re explaining where the money 

came from, and what they’re being used for. Show how this is true in the example with Kutu. There’s 

2 at the roots, and 2 at the branches. 

Exercise 

In this exercise, the trainer shows how to fill business tree, according to Kutu’s decisions. 

1 

Kutu invested 2 and used them for buying 
beads.  3 

Kutu buys new stock of beads for 2. 

Stock:2 / Owners Cash:2 Cash:1 Stock:2 / Profit:1 Owners Cash:2 

2 

Kutu creates beadwork from all the beads, 
and then sells the beadwork for the price 
of 2 (Profit of 1). 4 

Kutu sells beads that cost her 1 for the 
price of 2 (Profit of 1). 

Cash:3 / Profit:1 Owners Cash:2 Cash:3 Stock:1 / Profit:2 Owners Cash:2 

 

Now, it is groups turn. The trainer reads each item, below, step by step. Each group tries to fill its 

tree, according to each step. After each step, the trainer shows the correct tree at the screen. 

1 

Cash:3 Stock:1 / Profit:2 Owners Cash:2 
3 

Kutu sells all her beads for 2 (Profit of 1). 

Kutu sells beads that cost her 1 for the price of 
1. 

Cash:5 / Profit:3 Owners Cash:2 

Cash:4 / Profit:2 Owners Cash:2 
4 

Kutu uses all her cash to buy more beads.  

2 
Kutu buys new beads for 1. Stock:5 / Profit:3 Owners Cash: 2 

Cash:3 Stock:1 / Profit:2 Owners Cash:2 

IV. Profit vs. Loss 

Goal: The purpose of this section is to show the concept of profit and loss, and when they happen. 

Learning Outcomes: At the end of the section, students will learn: 

 What causes of profit and loss? 

 When they will happen? 

 How to use business tree to show profit or loss? 

Profit means the money a business has made and loss means the money a business has lost. When we 

talk about these concepts, we may specify particular time (or sales) or since the business started. A 

firm might have made both profit and loss along its life, but in the end, the total result is either a 

profit or a loss. 

 Loss 

On the business tree, Loss shows the amount of money the business has loss since it started. 

Kutu 

Read Kutu’s story aloud to the students: 
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“Kutu put 2 into the business when she started, and has made 1 in total profit since she started. She 

has a stock of beads that she paid 3 for, and no cash. She now works to turn the beads she bought into 

nice necklaces for selling, and then goes to the market. But she can’t get a good price for her 

beadwork that day. However, she needs money for buying food, so she has to sell them, even though 

the price she gets is not very high. She sells all the beadwork for 1.” 

Ask students whether Kutu made money, or lost money? Why? Kutu lost 2 because she bought the 

beads for 3, and sold them for only 1. The previous profit in the business of 1 disappears and turns 

into a loss of 1. 

Exercise 

Now read each event below aloud, and work together with students to update the business tree, 

either at the tables or by bringing volunteers to the flip chart. Make sure everyone understand that 

the tree is always balanced, even when we have a profit or loss. The total amount at the branches is 

always the same as the total amount at the roots. Remember that there should never be money on 

both Profit and Loss at the same time on the business tree. 

The trainer reads each item, below, step by step. Each group tries to fill its tree, according to each 
step. After each step, the trainer shows the correct situation and moves the next step. 

1 

Kutu has been running her bead business 
for a little while.  10 

Cash:1 Loss:1 / Owners Cash:2 

Cash:1 Stock:1 / Owners Cash:2 Kutu uses the last cash of 1 to buy beads. 
Kutu buys beads for the cash of 1 she has 
left.  

11 
Stock:1 Loss:1 / Owners Cash:2 

2 
Stock:2 / Owners Cash:2 

Kutu have a good day at the market, and 
sells all the beadwork for 2 (Profit of 1). 

Kutu sells all the beads for a price of 2. 
12 

Cash:2 / Owners Cash:2 

3 
Cash:2 / Owners Cash:2 

Kutu buys new beads for 2, and sells 
them for 3 (Profit of 1). 

Kutu buys new beads for 1, and sells them 
for a nice price of 2 (Profit of 1). 

13 
Cash:3 / Profit:1 Owners Cash:2 

4 
Cash:3 / Profit:1 Owners Cash:2 

Kutu buys new beads for 3, and sells 
them for 5 (Profit of 2). 

Kutu buys a bigger amount of beads for 2. 
14 

Cash:5 / Profit:3 Owners Cash:2 

5 
Cash:1 Stock:2 / Profit:1 Owners Cash:2 Kutu buys new beads for 4. 
Kutu sells stock worth 2 and gets 3 (Profit 
of 1). 

15 
Cash:1 Stock:4 / Profit:3 Owners Cash:2 

6 
Cash:4 / Profit:2 Owners Cash:2 

Kutu sells beads she paid 2 for, but gets 
only 1 (Loss of 1).  

Kutu buys a new stock of beads for 3. 

16 

Cash:2 Stock:2 / Profit:2 Owners Cash:2 

7 

Cash:1 Stock:3 / Profit:2 Owners Cash:2 Prices are still low at the market, and 
Kutu sells the rest of the stock and gets 1 
(Loss of 1). Kutu sells all the beadwork, but only gets 2 

(Loss of 1).  

17 
Cash:3 / Profit:1 Owners Cash:2 

8 
Cash:3 / Profit:1 Owners Cash:2 

Kutu uses 3 for buying beads, but can 
only get 2 when selling them (Loss of 1). 

Kutu uses 2 of the cash to buy new beads. 18 Cash:2 / Owners Cash:2 

9 

Cash:1 Stock:2 / Profit:1 Owners Cash:2. 
On the way to the market, Kutu loses all 
the beads, and never finds them (Loss of 
2). 
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Better quality of product satisfies customers. Increased customers mean that increase sales, 

increased shares in market and consequently increased profits. 

There must be enough people who are able and willing to pay for your products and services or the 

business will not make a profit. 

Business plans show you if the business can expect to make a profit in the future. It shows what 

money to expect to come into and out of the business. For instance, if your costs are expected to be 

high, there would be need to increase prices. 

A business plan makes it possible to access a bank loan because most banks are interested in 

knowing the expected sales, costs and anticipated profits as well as cash flows before offering a 

loan. 

You need to do everything to find out who your customers are and what they need and want in order 

to satisfy them improve your sales and make a profit. You need to find out; 

 Products/services your customers want. 

 Price your customers are willing to pay. 

 Location of your business in-order to reach your customer (Place). 

 Promotion to use to inform your customers and attract them to buy your products or 

services. 

Profit is net income. Total earnings after expenses are considered. Profit is the money a business 

makes after accounting for all expenses. Making profit is the goal of every for-profit company. 

V. Credits 

Goal: The purpose of this section is to show the importance of credit and its effect on profit and loss. 

Learning Outcomes: At the end of the section, students will learn: 

 What are the benefits and risks of credits? 

 When should one do it and avoid it? 

 How to use a business tree to show credits? 

When you allow a customer to pay later, we say you have given the customer a credit. The customer 

now owes your money. You ‘own’ the right to be paid later. You can also get a credit from a supplier. 

This happens when you get some goods but are allowed to pay later. 

Kutu 

“Kutu buys beads for 3 and creates some beautiful earrings out of them. Then she goes to the weekly 

market to try to sell them. A woman Kutu knows well comes by and likes the earrings very much. She 

is interested in buying, and after some negotiations, she agrees to pay 3 for some beadwork that cost 

Kutu only 1 to make! It is a good deal for Kutu. However, the woman tells Kutu that she will only buy 
them if she can take the beads now and pay next week. Kutu accepts, because she knows the woman 

and the price is good.” 

Ask participants if Kutu has more cash than before? No! Did she make a profit? Yes! She made a profit 

of 2, even though she didn’t get the cash yet. The profit is made in the moment she makes the sale, 

because she knows customer is supposed to be paid later. 



 

Page 18 of 70 

 Credits to Customers 

On the business tree, Credit to Customers is indicated by a small drawing of a customer at one of the 

branches. Credit to Customers shows the total value of credits the business has given to customers. 

 Credits from Suppliers 

On the business tree, Credits from Suppliers is indicated by a small drawing of a supplier at one of 

the roots. Credits from Suppliers shows the total value of credits the business has gotten from 

suppliers. 

Exercise 

Show how to update the business tree to show the customer credit Kutu gave. 

1 

Kutu invests cash of 3 to start her 
business. 

3 

Kutu sell beads of 1 for the price of 3, on credit. 
(Profit of 2) 

Cash:3 / Owners Cash:3 

2 

Kutu uses the cash of 3 to buy 
beads. Owed by Customers:3 Stock:2 / Profit:2 Owners 

Cash:3 
Stock:3 / Owners Cash:3 

 

“The next week Kutu goes to the market again. She waits for the woman who owes her 3. In the 

afternoon she shows up, pays Kutu the 3 and says she’s happy about the beadwork.” 

Ask students how much profit Kutu made? It is a trick question! Some might answer that she made 2, 

but explain that she did not make any profit, because she already made the profit in the moment the 

customer agreed to pay 3. 

“After some good days at the market, Kutu needs to buy more beads. She goes to where she usually 

buys her beads, to buy new stock for 2. But when she wants to pay, she discovers that she forgot her 

money at home! She doesn’t want to walk all the way once more, so she asks if she can bring the 

money next time. She has already bought several times, so the supplier knows her and agrees to let 

her pay next week.” 

Your business can also get credits. For example, you might buy goods from a supplier and agree to 

pay later. When your business buys on credit from a supplier, it is very much like getting a loan, 

except you’re getting goods instead of money. Because it is a source of value, it is one of the roots of 
the business tree. But getting loans and credits are different from your own money, because they 

must be paid back! 

Exercise 

Remind students that the tree is always balanced, even when giving credits to customers or getting 

credits from suppliers. They can use this to check if they’re updating the business tree correctly. The 

trainer reads each item, below, step by step. Each group tries to fill its tree, according to each step. 

After each step, the trainer shows the correct situation on the screen. 

1 

Kutu has been running her bead business for a 
little while. 10 

Cash:2 Credits to Customers:2 
Stock:2 / Profit:4 Owners Cash:2 

Stock:2 / Owners Cash:2 Kutu buys beads for 2 on credit.  
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Kutu sells all her beadwork for the price of 4, 
on credit (Profit of 2). 

11 

Cash:2 Credits to Customers:2 
Stock:4 / Profit:4 Owners Cash:2 
Credits from Suppliers:2 

2 

Credits to Customers:4 / Profit:2 Owners 
Cash:2 

The customer pays the 2 she owes 
Kutu. 

The customer pays the 4 she owes Kutu. 
12 

Cash:4 Stock:4 / Profit:4 Owners 
Cash:2 Credits from Suppliers:2 

3 
Cash:4 / Profit:2 Owners Cash:2 

Kutu pays back 1 of the 2 she owes 
her supplier of beads.  

Kutu buys stock for 3, on credit. 
13 

Cash:3 Stock:4 / Profit:4 Owners 
Cash:2 Credits from Suppliers:1 

4 

Cash:4 Stock:3 / Profit:2 Owners Cash:2 
Credits from Suppliers:3 

Kutu sells stock worth 3 for 4 (Profit 
of 1). 

Kutu sells stock of 1 for the price of 3, on credit 
(Profit of 2) 

14 

Cash:7 Stock:1 / Profit:5 Owners 
Cash:2 Credits from Suppliers:1 

5 

Cash:4 Credits to Customers:3 Stock:2 / 
Profit:4 Owners Cash:2 Credits from 
Suppliers:3 

Kutu pay backs the last 1 she owes to 
the supplier. 

The customer who owed Kutu 3 dies (Loss of 
3). 

15 

Cash:6 Stock:1 / Profit:5 Owners 
Cash:2 

6 

Cash:4 Stock:2 / Profit:1 Owners Cash:2 
Credits from Suppliers:3 

Kutu buys news beads for 3. 

Kutu sells the rest of her beadwork for 2 
(Profit of 1). 

16 

Cash:3 Stock:4 / Profit:5 Owners 
Cash:2 

7 

Cash:7 / Profit:2 Owners Cash:2 Credits from 
Suppliers:3 

Kutu sells stock worth 2 for 3, all on 
credit (Profit of 1). 

Kutu pays the supplier the 3 she owes. 
17 

Cash:3 Credits to Customers:3 
Stock:2 / Profit:6 Owners Cash:2 

8 
Cash:4 / Profit:2 Owners Cash:2 The customer pays 1.  

Kutu buys new beads for 4. 

18 
Cash:4 Credits to Customers:2 
Stock:2 / Profit:6 Owners Cash:2 9 

Stock:4 / Profit:2 Owners Cash:2 

A customer buys beads that cost Kutu 2 for the 
price of 4. She pays 2 in cash, and is given a 
credit of the remaining 2 (Profit of 2). 

 

As it is stated above, when someone gets the goods now, and pays later, we call it a credit. When 

someone pays now, and gets the goods later, it is called a deposit. Another way to say it is that a 

credit is paying later, and a deposits is paying up front. 

 Deposit form Customers 

On the business tree, Deposits from Customers is indicated by a customer at one of the roots, and 

shows the total value of deposits the business has been paid by customers 

 Deposits to Suppliers 

On the business tree, Deposits to Suppliers is indicated by a supplier at one of the branches, and 

shows the total value of deposits the business has paid to suppliers. 
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VI. Living 

Goal: The purpose of this section is to show how profit can be either reinvested or used, and how this 

affect the growth of the businesses. 

Learning Outcomes: At the end of the section, students will learn: 

 Importance of profit 

 How to avoid taking too much money out of the business for personal use? 

The purpose of running a business is often to make some money for yourself and your family. Taking 

money out your business is not a problem as long as you take care not to take out too much. 

When the business is small, you need to be extra careful not to dry it out. It is better to leave enough 

money in the business so that it can grow. When it gets bigger, and has stronger roots, when it makes 

more profit, taking out money for your own use is less dangerous. 

When you take all profit out, it is like there’s another tree next to your business tree that sucks from 

the same water source. 

Exercise 

Staying Small 

“Kutu has been running her bead business for a while. Each week she goes to the market, and sells 

beadwork. Kutu usually sells all the beadwork that she brings, and get 4 in cash. The 2 she uses for 

buying new beads, while the other 2 is used for buying food for the family.” 

Remind students that the tree is always balanced. They can use this to check if they’re updating the 

business tree correctly. The trainer reads each item, below, step by step. Each group tries to fill its 

tree, according to each step. After each step, the trainer shows the correct situation at the screen. 

1 

Kutu has been running her bead 
business for a little while.  6 

Cash:2 Stock:2 / Profit:2 Owners 
Cash:2 

Stock:2 / Owners Cash:2 Kutu takes out cash of 2. (Loss of 2) 

Kutu sells her beadwork at the market 
for 4 (Profit of 2). 

7 
Stock:2 / Owners Cash:2 

2 
Cash:4 / Profit:2 Owners Cash:2 

Kutu sells her beadwork at the market 
for 4 (Profit of 2).  

Kutu buys stock for 2. 
8 

Cash:4 / Profit:2 Owners Cash:2 

3 
Cash:2 Stock:2 / Profit:2 Owners Cash:2 Kutu buys stock for 2. 

Kutu takes out cash of 2 (Loss of 2). 
9 

Cash:2 Stock:2 / Profit:2 Owners 
Cash:2 

4 
Stock:2 / Owners Cash:2 Kutu takes out cash of 2 (Loss of 2). 

Kutu sells her beadwork at the market 
for 4 (Profit of 2). 

10 
 
Stock:2 / Owners Cash:2 
 5 

Cash:4 / Profit:2 Owners Cash:2 

Kutu Buys stock for 2. 

 

Did the students see a pattern? 
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Figure 6: Staying Small 

The same thing was happening every week: Kutu takes out 2 for living, and uses 2 for buying new 

beads. The business never grows (Figure 6). 

Growing 

“Kutu decides to try to make her bead business grow. To sell more beadwork she needs more money 
for buying beads. To get the money, she tries to take out less money from the business for some 

weeks.” 

Remind students that the tree is always balanced. They can use this to check if they’re updating the 

business tree correctly. The trainer reads each item, below, step by step. Each group tries to fill its 

tree, according to each step. After each step, the trainer shows the correct situation at the screen. 

1 

Kutu has been running her bead 
business for a little while. 

7 

Stock:3 / Profit:1 Owners Cash:2 

Stock:2 / Owners Cash:2 Kutu sells beadwork of 3 at the market 
for 6 (Profit of 3). 

Kutu sells beadwork of 2 at the market 
for 4 (Profit of 2). 8 

Cash:6 / Profit:4 Owners Cash:2 

2 
Cash:4 / Profit:2 Owners Cash:2 Buying stock for 3. 

Buying stock for 3. 
9 

Cash:3 Stock:3 / Profit:4 Owners Cash:2 

3 
Cash:1 Stock:3 / Profit:2 Owners Cash:2 Taking out cash of 3 (Loss of 3). 

Taking out cash of 1 (Loss of 1). 

10 

Stock:3 / Profit:1 Owners Cash:2 

4 

Stock:3 / Profit:1 Owners Cash:2 Kutu sells beadwork of 3 at the market 
for 6 (Profit of 3). 

Kutu sells beadwork of 3 at the market 
for 6 (Profit of 3). 11 

Cash:6 / Profit:4 Owners Cash:2 

5 
Cash:6 / Profit:4 Owners Cash:2 Buying stock for 3. 

Buying stock for 3. 
12 

Cash:3 Stock:3 / Profit:4 Owners Cash:2 

6 
Cash:3 Stock:3 / Profit:4 Owners Cash:2 Taking out cash of 3 (Loss of 3). 

Taking out cash of 3 (Loss of 3). 13 Stock:3 / Profit:1 Owners Cash:2 
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Figure 7: Growing 

Ask the participants what is different about the new way Kutu runs her business? 

By taking out less money in the beginning, the business could grow (Figure 7). When it becomes 

bigger, Kutu can take out 3 each week, instead of just 2. 

When you take money out of the business for living, the total profit of the business goes down, and 
prevents your business from growing. When you keep the money in the business, it can grow. Profit 

is one of the roots of the business tree. 

Your business does not have to grow all the time. A bigger business requires more advanced systems 

for operating, which are often more difficult to setup and use. If your business grows too fast, you can 

get problems, because you will not have the time to learn and implement the required skills and 
systems (If a tree grows too fast, the branches would get too heavy and start breaking! A tree also 

takes time to grow). 

Please do not forget: a small tree with many fruits is better that a large tree with few fruits! Instead of 

growing your business bigger, it can sometimes be better to improve it. It is good to remember that 

there can be advantages to being small. When a business is small, you can quickly make decisions 

and changes. A bigger business is more difficult to change. 

VII. Avoiding Failure 

Goal: The purpose of this section is to show common ways that business failure. 

Learning Outcomes: At the end of the section, students will learn: 

 Common reasons of business failure 

Ask students why a business might fail? Do they have examples or experiences? Most reasons have to 
do with running out of money because the expenses are larger than the income. 

A failure means you don’t have any choices left. For example, if you don’t have any cash or stock left, 
what can you do? Unless someone owes you money or you can invest more money, the business has 
failed. Even if you still have stock left, running out of cash is dangerous because any unexpected 
expense will cause a problem. 
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Too Little Income 

If you can’t sell enough, your business will die in the end, because too little money is flowing in. How 
can you avoid too little sale? The first step is to choose the right business idea. If nobody needs what 
you try to sell, you’re in trouble. The right quality, price, etc. is also important. There’s more about 
this later in the training. 

Too Many Expenses 

Even when money is flowing into your business, it might fail if too much is flowing out at the same 
time. This happens if you have too many expenses, or take too much out for living. 

Exercise 

Remind students that the tree is always balanced. They can use this to check if they’re updating the 

business tree correctly. The trainer reads each item, below, step by step. Each group tries to fill its 

tree, according to each step. After each step, the trainer shows the correct situation at the screen. 

1 

Kutu invests cash of 3 to start her bead 
business. 6 

Cash:3 / Owners Cash:3 

Cash:3 / Owners Cash:3 Kutu uses 2 for her family (Loss of 2). 

Kutu uses all the cash to buy beads. 

7 

Cash:1 Loss:2 / Owners Cash:3 

2 

Stock:3 / Owners Cash:3 
Kutu buys new stock for the remaining 
cash of 1. 

Kutu sells 2 worth of stock and gets 3 
(Profit of 1). 

8 

Stock:1 Loss:2 / Owners Cash:3 

3 
Cash:3 Stock:1 / Profit:1 Owners Cash:3 

Kutu sells 1 worth of stock and gets 2 
(Profit of 1). 

Kutu uses 2 for her family (Loss of 2). 
9 

Cash:2 Loss:1 / Owners Cash:3 

4 

Cash:1 Stock:1 Loss:1 / Owners Cash:3 Kutu uses 2 for her family (Loss of 2). 

Kutu buys new stock for the remaining 
cash of 1 

10 Loss:3 / Owners Cash:3 

5 

Stock:2 Loss:1 / Owners Cash:3 

Kutu sells 2 worth of stock and gets 3 
(Profit of 1). 

 

As it is seen at 10th step, there’s no stock left - and no cash to buy new stock. The business has failed! 
What happened? What mistake did Kutu make? 

Kutu took out too much for living, which caused the business to dry out. Each week Kutu got 3 from 
selling beadwork, but they cost her 2 to make. So actually the profit from sale each week was only 1. 
When she took out 2 for living, she was drying out the business. 

Your business can fail if the value of your stock is decreasing, and you don’t realize it. In the end you 
will run out of stock, and might not have money to buy new stock. 

Money for living is an expense for the business. Customers who never pay back credits, bad prices, or 
food which turns bad are other types of expenses. 
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How can you avoid too many expenses? Be careful about how much money you take out of the 
business. It is good to keep some kind of record, so you know how your business is doing. This is 
explained later in the training. 

Business Capital 

Another reason your business might fail, is if you don’t have enough money to keep it running until it 
starts making money. If you run dry in the middle, you will not have money for harvesting, and the 
business will fail. If you start a shop, it might take time before people hear about it and start buying 
from your shop. To plan ahead and avoid this situation, it is a good idea to make a money plan. That’s 
explained later in the training. 

Giving Out Too Much Credit 

When you give out credits, there’s always a risk that you will never get the money. For instance, the 
person can’t pay. If this happens you have a loss. If it happens to often, it can ‘eat up’ all the profit 
you’re otherwise making. Another problem with giving out too much credit is that it might cause 
your business to run out of money. Then you might not be able to buy new stock, etc. 

Keep Expenses Smaller That Income 

The key to avoiding failure is to make sure that expenses are never bigger than the income. Your 
business will be healthy when the income is big enough to support your expenses. To know if you’re 
keeping a healthy balance, it is important need to know what’s going on in your business, how much 
profit you’re making, etc. There’s more about keeping business records later in the training. 

How to identify whether a business is thriving or failing in business? Many examples are provided in 
the presentation. 

VIII. Networking 

Goal: Understanding how different businesses depend on each other, and how a thriving community 

economy will benefit all the local businesses. 

Learning Outcomes: At the end of the section, students will learn: 

 How money in a community can either circulate or leak out? 

 What causes this? 

Supply chain is a term that describes the planning, sourcing, manufacturing, distribution, and delivery 
of products or services from the point of origin to consumption. 

Explain the game (What is the Cost of Letters in My Name?) to show the importance of how different 
businesses depend on each other, and how a thriving community economy will benefit all the local 
businesses. 

Game: Buy & Sell Letters 

Support Materials: A packaging tape (Figure 4), a marker pen for each student (Figure 5), cereal 

grains (0.5 or 1 kg) such as maize, sorghum, bean, rice, etc. 

Duration: 20-30 min. 

Description: 

Round 1 

Each student sticks a piece of packaging tape, cut long enough to write her/his name legibly on it 

twice (Figure 4), on herself/himself in a manner visible by others (e.g. to the left or right side of 

her/his belt, onto her/his name card in a way not obstructing his/her name, etc.). On the band, s/he 
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writes her/his name in capital letters and draws as many cut lines as the letters of her/his name 

(with a marker or any other pen that can write upon the packaging tape, see Hata! Başvuru kaynağı 

bulunamadı.). At the beginning, there are only the names of the students and cut lines on the bands. 

Each student is given as many seeds as the number of letters in her/his name; which should be at a 

size they can comfortably hold in their palms. 

 

The students are made to form a circle in an area where they will be able to move freely (e.g. in the 

space between the desks and the board, the school corridor, or in a section of the garden). 

The students are told that each one of them is a supplier of local products and services (tomatoes, 

eggs, restaurant, seamstress, seeds, milk, bread, market, cups, butcher, etc.). Each student can choose 

whatever sector s/he wants. It would be better to have as many different sectors as possible; but it’s 

not a problem if some students choose the same sector with each other. The letters that constitutes a 

student’s name is the ‘product’ that student sells. For instance, the letters in the name of the student 

who chose the egg sector are the eggs that s/he sells. The cut lines, on the other hand, are the input 
(forage, chicks, etc.) that s/he needs to produce eggs again. 

When the game starts, all students try to sell their letters to their friends and buy letters from them, 
at the same time in the designated area. The purpose is to sell one’s all letters and buy all letters to 

write down one’s name on the packaging tape. The student overstrikes the letter s/he purchased on 

the band of the student whom s/he purchased the letter from. S/he writes down the letter s/he 

purchased on her/his band upon the cut line at the correct order. As such, s/he will have managed to 

purchase the letter s/he needs to complete her/his name For each letter s/he purchased, s/he gives a 

seed to the opposite side. A sold letter cannot be resold. The student who sold all her/his letters and 

purchased all the letters to write down his/her name gets out of the group and waits for the game to 

end. 

For instance, Kutu and Hassan cannot trade with each other because they do not have any common 

letters they can buy from/ sell to each other. However, Kutu, Hatabu and Hassan can trade letters 

among themselves. For instance, Kutu buys “u” from Hatabu (Kutu gives 1 seed to Hatabu), Hatabu 

buys “H” and “a” from Hasan (Hatabu gives 2 seeds to Hasan). 

At the end of the game, some students will be able to complete their names; while others won’t. Ask 

the students why they could not complete their names. Here, underline why it is important to have 

sufficient number of producers at different areas, and their making trade among themselves. 

Round 2 

Gather the students into a circle again. Spare those with the least number of letters in their names 
(make them ‘the overseas customers’). Give them 3 seeds per letter. Tell these students that they will 

have to give 3 letters to the opposite side for each letter they purchased. Replay the game. 

At the end of the game, more students will be able to complete their names than Round 1. Some will 

even complete with more seeds than the number of letters they have. Ask the students to compare 

and contrast the difference between the two rounds (why could be more able to complete their 

names this time?, will those who have surplus money give it to their families?, do they consider 

enlarging their businesses?, etc.). 

K U T U ____ ____ ____ ____ 
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IX. Idea Development 

Goal: The purpose of this section is to understand the importance of choosing the right business idea. 

Learning Outcomes: At the end of the section, students will learn: 

 New ways to get business ideas. 

 Filling out the first question in the individual business plan. 

Finding the right idea and place for your business before you start is important. Your business plan 
can help you tell how good your business idea is, because you look at your business idea from 
different angles. It should look good from all sides! To find an appropriate business idea, you should 
make a detailed research (talk with many different people, read many resources, etc.). 

Ways to Get Ideas 

 You may try to solve a problem many people have (a service, like building, a house, or 
transporting goods, etc.) 

 You may start to produce and/or service something (perhaps you’re good at something, 
which could be turned into a business?) 

 You may introduce an idea to your society which comes from a different place (new ways of 
servicing, using materials, solving a problem, etc.) 

 You may provide what many people buy from outside the society. 

 You may reuse wastes to produce product/service, if you are enough creative. For instance, 
old car tires can be made into sandals (people usually think that wastes are useless.) 

 You may help other businesses. For example, if you’re good at writing and drawing attractive 
signs, perhaps you could turn that into a business where you get paid for creating signs for 
others businesses or if you know a language, less-know in your society, you may translate 
their conversations or writings, etc. 

Game: Idea Map 

Support Materials: A big piece of paper and pencil. 
Duration: 5-10 min. 

Description: Each student draws a small picture such as a restaurant, a goat, a tomato, a dress, etc., 

which represents her/his business idea, on the paper. If a student cannot understand any picture, 

s/he can ask. When everybody draws, ask students to step back and look at the paper. What do they 

see? Are there some ideas that many people have? What are the advantages and drawbacks of having 

the same ideas? 

Invite students, who are enthusiastic about her/his idea, to explain her/his business idea. After each 

short presentation, the trainer should start constructive dialogue about student’s idea at the 

classroom. 

A well-known idea development and strategy selection methodology, especially used in project 
development process, consists of three steps: 

IX.1. Problem Analysis 

Business projects stem from existing problems that require intervention and change. If it’s not 

broken, then there is no need to fix it! However, generally the “problem” is not clearly defined, or 

may not be the actual problem. In order to determine what the real problems are, we try to 

determine the cause and effect relationship between problems. A tool that enables this to be done is 
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called the Problem Tree (Figure 8). Put differently, problem analysis identifies the negative aspects of 

an existing situation and establishes the ‘cause and effect’ relationships between the identified 

problems. It involves three main steps: 

1. Definition of the framework and subject of analysis; 

2. Identification of the major problems (What is/are the problem/s? Whose problems?); and 

3. Visualization of the problems in form of a diagram, called a “problem tree” or “hierarchy of 

problems” to help analyse and clarify cause–effect relationships. 

Creating a problem tree should ideally be undertaken as a participatory group event. It requires the 

participation of each person in the group, and they will state the problems. These problems can be 

sorted into cause and effect relationships on a visual display. 

 

Figure 8 Problem Tree 
Source: Basic Introduction to Project Cycle Management (2017). 

How to Establish a Problem Tree? 

Step 1: Identify major problems existing within a given situation (brainstorming). 

Step 2: Select an individual starter problem. 

Step 3: Look for related problems to the starter problem. 

Step 4: Establish hierarchy of cause and effects: 

 Problems which are directly causing the starter problems are put below 

 Problems which are direct effects of the starter problem are put above 

Step 5: Complete with all other problems accordingly. 

Step 6: Connect the problems with cause-effect arrows. 

Step 7: Review the diagram and verify its validity and completeness. 

Effect Effect Effect 

FOCAL PROBLEM 

Cause 
Effect 

Cause 
Effect 

Cause 
Effect 

Cause 
Effect 

Cause 
Effect 

Cause 
Effect 

Cause 
Effect 

Cause Cause 

EFFECTS 

CAUSES 
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Figure 9 Problem Tree Example 
Source: Project Cycle Management Guidelines (2004) 

Remember! 

 Problems have to be worded as negative situations as they exist. 

 Problems should be as specific as possible – what is the problem, who does it affect? 

 Problems have to be existing problems, not future ones or imagined ones. 

 The position of the problem in the hierarchy does not indicate its importance. 

 A problem is not the absence of a solution, but an existing negative situation, that is a “lack 

of” something. 

Remember also that there is no one “correct” tree – there can be many perspectives and different 

problems between different people and groups! 

IX.2. Objectives Analysis 
The ‘negative situations’ of the problem tree are converted into solutions, expressed as ‘positive 

achievements’. In other words, while problem analysis presents the negative aspects of an existing 

situation, analysis of objectives presents the positive aspects of a desired future situation. This 

involves the reformulation of problems into objectives. Analysis of objectives is a methodological 

approach employed to: 

• Describe the situation in the future once identified problems have been remedied; 

• Verify the hierarchy of objectives; and 

• Illustrate the means-ends relationships in a diagram. 

Problem Analysis – River Pollution 

Catch and income of fishing 

families in decline 

Riverine ecosystem under serious 

threat, including declining fish stocks 

River water quality is 

deteriorating 

High incidence of water 

borne diseases and illnesses, 

particularly among poor 

families and under 5s 

High levels of solid waste 

dumped into river 

Most households and 

factories discharge waste-

water directly into the river 

Wastewater treated in 

plants does not meet 

environmental standards 

Polluters are not 

controlled 

Existing legal 

regulations are 

inadequate to prevent 

direct discharge of 

wastewater 

Population not 

aware of the 

danger of waste 

dumping 

Pollution has been a 

low political priority 

40% of households and 

20% of businesses not 

connected to sewerage 

network 

Inadequate levels of capital investment and poor 

business planning within Local Government 

No public 

information/edu

cation programs 

available 

Environment 

Protection Agency 

ineffective and 

closely aligned with 

industry interests 
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Once complete, the objective tree provides a summary picture of the desired future situation, 

including the indicative means by which ends can be achieved. As with the problem tree, the 

objective tree should provide a simplified but robust summary of reality. It is simply a tool to aid 

analysis and presentation of ideas. For example, ‘river water quality is deteriorating’ is converted 

into ‘quality of river water is improved’. These positive achievements are in fact objectives, and are 

presented in a diagram of objectives showing a means/ends hierarchy (Figure 10). This diagram 

aims to provide a clear overview of the desired future situation. 

 

Figure 10 Objective Tree 
Source: Basic Introduction to Project Cycle Management (2017) 

Steps for Objective Analysis 

The main steps in the process are summarized below: 

Step 1: Reformulate all negative situations of the problems analysis into positive situations that are: 
 desirable 

 realistically achievable 

Step 2: Check the means-ends relationships to ensure validity and completeness of the hierarchy 

(cause-effect relationships are turned into means-ends linkages); 

Step 3: If necessary: 
 revise statements; 

 add new objectives if these seem to be relevant and necessary to achieve the objective at the 

next higher level; 

 delete objectives which do not seem suitable or necessary. 

End End End 

OBJECTIVE 

End 
Means 

End 
Means 

End 
Means 

End 
Means 

End 
Means 

End 
Means 

End 
Means 

Means Means 
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Figure 11 Objective Tree Example 
Source: Project Cycle Management Guidelines (2004) 

 

Remember! 
The clearer the problem is stated in the Problem Tree, the easier it is to identify the logical link 

between problems, and then to define clear objectives. 

 

IX.3. Strategy Analysis 

This analytical stage is in some respects the most difficult and challenging, as it involves synthesizing 
a significant amount of information then making a complex judgment about the best implementation 

strategy (or strategies) to pursue. Put differently, the final stage of the analysis phase involves the 

selection of the strategy(ies) which will be used to achieve the desired objectives. Strategy analysis 

involves deciding what objectives will be included IN the business project, and what objectives will 

remain OUT, and what the project purpose and overall objectives will be. In addition to examining 

the logic, strategy analysis also looks at the feasibility of different interventions. In practice a number 

of compromises often have to be made to balance different stakeholder interests, political demands 
and practical constraints such as the likely resource availability. 

Nevertheless, the task is made easier if there is an agreed set of criteria against which to assess the 

merits of different intervention options. Key criteria for strategy selection could include: 

 Expected contribution to key policy objectives, such as poverty reduction, competitiveness, 

innovation, etc. 

Objective Tree – River Pollution 

Catch and income of fishing families 

is stabilized or increased 

Threat to the riverine ecosystem is 

reduced, and fish stocks are increased 

River water quality is 

improved 

Incidence of water borne 

diseases and illnesses is 

reduced, particularly among 

poor families and under 5s 

The quantity of solid waste 

dumped into the river is reduced 

No. of households and factories 

discharging wastewater directly 

into the river is reduced 

Wastewater treatment 

meets environmental 

standards 

Polluters are 

effectively controlled 

New legal regulations are 

established which are 

effective in preventing 

direct discharge of 

wastewater 

Population more 

aware of the 

danger of waste 

dumping 

Pollution management is 

given a higher political 

priority 

Increased % of 

households and 

businesses are connected 

to sewerage network 

Improved business planning 

within Local Government is 

established, including cost 

recovery mechanisms 

Public 

information/edu

cation programs 

established 

Environment 

Protection Agency is 

effective and more 

responsive to a broad 

range of stakeholder 

interests 

Increased capital 

investment 
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 Benefits to target groups – including women and men, young and old, disabled, unemployed, 

etc. or customers. 

 Complementarity with other ongoing or planned programmes, projects, studies, etc. 

 Capital and operating cost implications. 

 Financial and economic cost-benefit. 

 Contribution to institutional capacity building. 

 Technical feasibility 

 Social and environmental impact 

In the example shown in Figure 12, a choice has been made to focus the project primarily on a 

wastewater strategy, due to: (i) another planned project working with the public institution, (ii) the 

positive cost-benefit analysis of improving waste-water treatment plants and implementing cost 

recovery mechanisms for extending the sewerage network, (iii) the enthusiasm of local government 

to improve its ability to plan and manage waste-water disposal systems; and (iv) indicative budget 

ceilings which require a choice to be made regarding priorities for grant support. 

 

Figure 12 Strategy Tree 
Source: Project Cycle Management Guidelines (2004) 

 

Remember! 

One business project cannot find solutions to all problems. A choice is necessary. 

 

Catch and income of fishing families 

is stabilized or increased 

Threat to the riverine ecosystem is 

reduced, and fish stocks are increased 

River water quality is 

improved 

Incidence of water borne 

diseases and illnesses is 

reduced, particularly among 

poor families and under 5s 

The quantity of solid waste 

dumped into the river is reduced 

No. of households and factories 

discharging wastewater directly 

into the river is reduced 

Wastewater treatment 

meets environmental 

standards 

Polluters are 

effectively controlled 

New legal regulations are 

established which are 

effective in preventing 

direct discharge of 

wastewater 

Population more 

aware of the 

danger of waste 

dumping 

Pollution management is 

given a higher political 

priority 

Increased % of 

households and 

businesses are connected 

to sewerage network 

Improved business planning 

within Local Government is 

established, including cost 

recovery mechanisms 

Public 

information/edu

cation programs 

established 

Environment 

Protection Agency is 

effective and more 

responsive to a broad 

range of stakeholder 

interests 

Increased capital 

investment 

WASTEWATER 
STRATEGY WASTE 

STRATEGY 

OUT 

IN 

Strategy Tree – River Pollution 
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Group Study: Find A Way 

Support Materials: Flip chart paper and pencil 

Duration: 1-2 hour. 

Description: Each group determines its own problem. Each group draws its own problem tree, 
objective tree and strategy tree. After each tree, a member of group presents its tree to the 

participants. Presentations should not be made by the same person in each time. 

X. Strategic Management 

Goal: The purpose of this section is to provide an overview of the strategic management and related 

concepts. 

Learning Outcomes: At the end of the section, participants will learn: 

 Why the notion of strategic management is an important concept? 

 Basics tools of strategy development? 

 How to implement a strategy? 

What is intended with “Provoking Questions” is to make the participants answer the questions “What 
are the major problems faced when making Strategic Planning” and “Why should entrepreneurs 
make Strategic Planning?” for themselves; taking their own businesses into consideration. When 
“Provoking Questions” section is displayed on the screen, the participants will be asked to take brief 
notes for themselves. With the discussion to be opened at the last hour of the training, the answers of 
these two questions should be put forth and the notes that the participants took for themselves 
should be shared with others. 

X.1. What is Strategy? 

It should be stated that the “strategy & chess” analogy is a widely used metaphor. In other words, 

competition in real life does not take place with equivalent players and under fair rules of 

competition. Therefore, it should be emphasized that when determining strategy, the views of the 

stakeholders (customers, suppliers, sub-contractors, public actors, etc.) must also be taken into 

consideration as much as possible (via talking, reading reports, etc.). 

Strategic Management 

A realistic approach should be put forth here, and it should be stated that making and implementing 

strategy is not a linear process. 

Moreover, it should be emphasized that not all obstructions to be overcome when achieving targets 

are external, but some are related to internal sources. Here, the trainer should underline that 

advancing step-by-step and prioritizing the problems that could be overcome relatively easier would 

have a positive impact on the motivation of the firm. 

The implementation steps of strategic management approach should be explained in the simplest 

manner here. That these steps will be explained in the following slides should be stated by the 

trainer. The order will be as follows: 

 You make preparations and as a result of these preparations, you gain a strategic perspective 

 You make planning and determine alternatives 

 You implement your chosen alternative and reach the result. 



 

Page 33 of 70 

X.2. Preparation 

The process shown on the screen should be explained: 

Information Gathering: The situation of the business and its sector is determined. Here, the trainer 

must certainly underline that quantitative data collection is extremely important. Using quantitative 

data will provide the healthy measurement and improvement of performance. 

For the other steps, on the other hand, the trainer should get information from the subsequent slides. 

Brief information should be given on these in this slide, and it should be stated that details will be 

provided in future slides. 

Information Gathering 
Here, SWOT and PESTEL are given as two sample methods that could be used by entrepreneurs for 

information gathering purposes. The trainer should provide brief information on SWOT and PESTEL. 

The conjunction points of both methods should be expressed. It should also be added that these are 

not absolute methods but there are other methods as well. 

Information Gathering (SWOT) 
In this slide, the trainer should explain each SWOT analysis component shown on the screen, making 

use of questions, for instance. The aim here is to inform the participants on the subject of SWOT 

analysis prior to the exercise they will make before the next slide. 

Information Gathering – Case Study 
Before displaying this slide on screen, the participants will be asked to look and examine the sample 

case study they (Annex-3: SWOT) have been provided. Meanwhile, a similar figure to the one given 

below should be drawn on the board (screen): 

 

Strengths Weaknesses 

Opportunities Threats 

 

Each group should be asked to draw the figure they see on a piece of paper they will use jointly. The 

participants should be given sufficient time and be asked to discuss the subject matter among 

themselves. The participants should fill in the figure in they drew according to the decisions taken by 

the group (they can use numbers instead of writing in longhand). 
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Strengths 

1 

3 

4 

2* 

10* 

Weaknesses 

4 

11 

2* 

Opportunities 

3 

5 

8 

9 

12 

10* 

Threats 

6 

7 

 

* “Points 2 and 10 are difficult to place. Point 2 depends on whether or not wave machines or a 

whirlpool have a distinct competitive advantage over a competition standard pool. Point 10 is an 

internal strength and an external opportunity”2. As shown in the example, it is difficult to reach an 

absolute decision in some matters, and it changes according to point of view. 

Information Gathering (PESTEL) 
It should be underlined by the trainer that SWOT analysis focuses on intra-firm and extra-firm 

factors; whereas PESTEL analysis focuses on extra-firm factors. In this slide, the trainer should 

explain PESTEL analysis over the questions shown on screen. It should be underlined that in small 

enterprises in particular, making such in-depth analysis might be tedious, but nevertheless, at least 

having the headings explained here in mind should be important. 

Information Gathering 
The importance of acquiring information from trusted and impartial resources for the participants to 

have a projection on their respective sectors should be underlined. It should be emphasized that the 
assessments made as such would be healthier and their margin of error would be lower. For 

instance, the mobilization in the construction sector leads to the same in a number of sectors ranging 

from cement, to ready-mixed concrete, prefabrication, ceramics, bricks and tiles, pumice concrete 

(pumice and tufa), plaster cast, lime, gas concrete, glass, iron and steel, pipes, aluminium, timber, 

plastics, paint, natural stones, insulation, roofing materials, heating-cooling, ventilation, elevator, 

white ware, furniture, kitchen and bath industries. 

                                                                 
 

2 http://www.marketingteacher.com/ 
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Internal Environment Analysis 
The purpose of using the cat-lion pair here is to draw attention into the fact where some firm 

executives, employees, etc. may see the firm in a magnifying mirror. The strengths/weaknesses of the 

firm should be assessed by taking into consideration the tangible (machinery, plant, building, new 

product, etc.) and intangible assets (e.g. human resources, quality, supplier relationships, etc.). 

Successful companies are those which have more strengths (quality of product/service, costs, new 

product/service development capability, etc.) than weaknesses compared to their competitors. 

Group Study: “Tic-Tac-Toe” 

Support Materials: Flip chart paper and pencil 

Duration: 20-30 minutes 

Description: A 4x4 grid, similar to the one below, is drawn on the board: 

    

    

    

    

One group can only write “X”, and the other, only “O” on the board. Each group elects a spokesperson 
to write down the respective letter to the location on the board chosen by group decision. Starting 

with the group that chose “X”, all groups put down the letters “X” and “O” on the board, taking turns. 

The purpose is to make the most number of “XXX” or “OOO” strings, horizontally, vertically, or 

diagonally. 

Competitive Capacity of the Firm 
The fishbone method displayed on the screen has been developed by Prof. Kaoru Ishikawa in order to 

analyse the internal structure of firms. Analysing the internal structure of the firm is to be able to 

look at wide variety of fields at the same time. For instance: Management, methodology, machines, 

employees, financial resources, procurement, motivation of firm. One of the most important 

characteristics of this approach is its integral approach. It looks at the situation that arose from the 

interaction of many reasons. Low customer satisfaction that resulted from the interaction of 3 major 

components (quality, price, support) is shown in the slide. The trainer should state that the process 

may sometimes proceed in reverse (such as in the root cause finding implementations or in foresight 

studies). That is, the result (low customer satisfaction) is set out and the factors leading to this result 

are determined. If you compare yourself with your competitors, you can see your own strategic 

weaknesses/strengths. In addition, here the trainer should state that the entry and exit barriers of 

sectors may also affect the competitive capacity of a firm. 

Competitive Force of Products/Services 
In particular, the 3 variables (productivity, quality and innovation) should be emphasized here. 

1. Productivity: It allows keeping production under control and cheap production. Compared to 
unproductive companies, the output/input ratio is higher in productive companies. 

2. Quality: This is achieved the firm’s providing products and services over the customers’ 
expectation. 

3. Innovation: Different innovation types (product, process, service and organization) and the 
impact of these innovations on competitive capacities of the firms should be explained. 
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The trainer should keep an important point in mind when explaining this slide: entrepreneurs follow 

a cost-focused strategy in order to survive. However, the absence of these 3 factors is the largest 

obstacle preventing the sustainability of a firm in the long run. 

External Environment Analysis 
In this slide, the trainer should give an overview of the several information gathering methods shown 

on the screen. The trainer should ask to the participants whether there are other methods they make 

use of. As such, an environment may be provided wherein the participants recommend new methods 

to the other participants. Entrepreneurs may regard all ways possible in order to survive; however, it 

should be stated that this “all ways possible” approach may cause problems for them in the future. 

Determination of Alternatives 
The first two slides have a more general scope. That is, they demonstrate how the two sectors 

(communication and transportation) that affect all sectors in the world evolved in themselves over 
time. Slide 3, on the other hand, is a specific example on the machinery sector. It demonstrates the 

passage from manufacture to turning machine and from there to CNC and 3D printers. Another sector 

may also be given as an example. The purpose of these 3 slides is to help participants view things 

with a wider perspective. 

Strategic Management – Planning 
Here, the trainer should underline that the target is temporary and should be updated continuously. 

That is, target should be a tool, rather than the aim for entrepreneurs trying to increase their 

competitive capacities. The video shown in this slide is a Turkish TV commercial from the early 

2000s. The story told in the commercial is universal. In this commercial, it is conveyed that each 

target becomes past after some time, and one should work to reach the next target. 

X.3. Planning 

This time, it should be underlined over more concrete examples that the purpose should be the tool. 

No target has been put down in Slide 71. What this target could be may be asked to the participants. 

Some of the potential answers are stated below: 

- May start selling products they didn’t sell previously. 

- May abandon retail sales and start wholesale 

- May head for exports 

- May start sales with their own brand 

The trainer should indicate that TOWS and Ansoff analyses, all information and analyses mentioned 

in the training (Fishbone, SWOT, and PESTEL) up to this point may be gathered together. What is 

aimed at with the TOWS analysis is to determine which aspects the firm should focus on and to what 

extent. Ansoff analysis, on the other hand, makes a similar analysis over product/service and market 

relationship. The trainer should indicate that both analyses, like other analysis methods, are 

subjective. 

Planning – Product/Service Competition 
This slide is built upon Slide 62. If need be, the trainer may quickly return to Slide 20 and remind the 
basic concepts. The focal point of this slide is value. The trainer should explain that the notion of 

value, just like the notion of quality, is a relative concept. The trainer may put down the concepts 

below on the board (screen) to explain the concepts more comfortably: 

𝑉𝑎𝑙𝑢𝑒 =
𝑃𝑒𝑟𝑐𝑒𝑖𝑣𝑒𝑑 𝐵𝑒𝑛𝑒𝑓𝑖𝑡𝑠

𝑃𝑟𝑖𝑐𝑒 (𝑐𝑜𝑠𝑡)⁄  
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To increase value, a firm may: 

- Increase perceived benefits while keeping price (cost) constant 

- Keep perceived benefits constant while decreasing price (cost) 

- Increase perceived benefits while reducing price (cost) 

Global Value Chain 
The trainer should describe why firms need to climb higher up in the ranks of Global Value Chain 

(GVC). One of the points to be underlined in particular is that the U-shape becomes steeper over 

years. The trainer should provide information on the GVC examples shown on screen. In Slide 80, on 

the other hand, the trainer should remark that connecting to GVC is not always beneficial as is 

thought. 

Planning – Road Maps 
It should be underlined that all 3 alternatives should be determined by the firm. It should be 

emphasized by the trainer that the existence of these 3 alternatives, although regarded as an extra 

work load, will keep the firm ready for potential incidences. 

Planning – Feasibility 
The purpose of this slide is to underline the importance of preparing feasibility. The reason for 

feasibility preparation is to see whether the selected 3 alternative ways are feasible or not. The 

trainer should underline that failing or bankrupt companies do not always have a profitability 

problem; but most of the time, they are faced with problems due to difficulties in cash flow. 

X.4. Implementation 

The recommendations given in the slide are overly general. Therefore, the trainer should state that 

basically each firm has a different business style and culture and that each firm should make 

implementations taking their own dynamics (human resources, production, market, financing, sales, 
etc.) into consideration. 

Alternative Strategies for Entrepreneurs 
Each of the methods shown on the screen are strategies that may be benefited from by the 

entrepreneurs in order to achieve growth and increase their competitive capacities. The point to 

underline here is, making use of the methods given in the training or other methods, the 

entrepreneurs should determine for themselves which of these strategies would conform best to 

their own firm structure. 

Strategic Risks 
The examples given here are those that may stem from the inside of the firm; other examples may 

also be provided. The trainer should remind again that there may be problems arising from outside 

of the firm (market resource, technology resource). In this section, the participants should be made 

to share the notes they have taken with regards to “Provoking Questions” with other participants, by 

means of a discussion to be opened by the trainer. 

XI. Business Plan 

Goal: The purpose of this section is to explain what a business plan is, and how it can be useful. 

Learning Outcomes: At the end of the section, participants will learn: 

 How to fill out a Business Plan (Annex 4: Business Plan) 
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Ask students what a business plan is? What are they useful for? 

 A business plan is a description of your business ideas, and how you plan to start your 

business. 

 It can help you to think ahead and avoid unpleasant surprises. 

 It can help you decide if you need a loan. 

 It can help you see what needs to be done, and when. 

 It can help your decision whether your business idea is good enough to spend time and 

money on, or you should search for a better idea. 

 It is a good way to explain your business idea to others. For example, if you want to apply for 

a micro-loan, you must have a business plan. 

Each part of the business plan is covered in following sections, except for idea development, which is 

discussed previously, where students can work on their own individual business plans. 

If a student can answer all following questions, s/he has a good plan for starting her/his business: 

 What product or service will your business provide? 

 Who will be your customers? 

 Why will your customers buy from your business, rather than from your competitors? 

 Will you plan ahead in days, weeks or months? 

 What important equipment and supplies will be needed, and what will it cost? 

 What is your best guess of the total sales and expenses each period? 

 How much money is needed to start the business and keep it running until it makes a profit? 

 Who is going to provide this money? 

 Who is starting the business, and what skills do they have which should enable them to 

succeed? 

XII. Marketing 

Goal: The purpose of this section is to learn how to attract customers. 

Learning Outcomes: At the end of the section, participants will learn, importance of: 

 Price 

 Product 

 Place 

 Promotion 

 Optimum combination of 4P 

 Filling in the relevant questions in the business plan. 

Price 

Price is often not as important as we think. You might buy something because the shop was near or 

you like the atmosphere, or because your wanted a well-known brand, and not because of the price. If 

you think about successful brands, they are often not the cheapest. 
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A lower price will often attract customers, but not always! Sometimes a low price will make people 

think that your product is of a low quality. Rather than just a low price, most people actually want 

best value for their money. 

Product 

The product itself is very important. A good quality will make customers come back to buy again. You 

can also think of how to add value by providing something extra or a special service. For example, if 

you make beadwork, you might offer to create beadwork in colours that the customer selects. 

Place 

Place is where the business is located. For example, when you need something you buy often, like 

food, you don’t want to walk far, and will often choose a business close by. So the place of the 

business is important. When you buy expensive things, you might be willing to travel far to get a good 

price, or a special quality. 

Promotion 

Promotion is how you make people aware of your product and business. Promotion might include 

signs in front of a shop, or explaining the benefits of a product to your customers. It also includes 

specials offers. 

Marketing Mix 

Price, product, place and promotion are all important ways to attract customers. However, it is 

difficult to be the best in all four areas! It is hard to offer the best quality, at the lowest price, in the 

best location with the best promotion, all at the same time! It is better to find out what’s most 

important and focus on that. Four criteria get to the foreground in this definition. These are called 4 

Ps in other words Marketing Mix. 

Product: Features, quality, product range, availability of services, etc. 

Price: Is it cheap or expensive, price range, stability of the price, sales conditions, etc. 

Place: Accessibility, area of coverage area, delivery of the product, etc. 

Promotion: Brand awareness, image of the product, advertisement, customer services, etc. 

Assume that products are T-shirts, skirts etc. you will decide: 

Product 

 Type of the fabric, whether they are to be used in summer or in winter or in spring 

 Shrinking or dyeing property of the fabric, 

 At which sizes they could be available. 

Price 

 What will be the price range? 

 For which income level of the customers the prices would be fixed? 

 Will there be sales by installments? 

 Will there be discounts at the end of seasons? 

 If there will be discounts, what will be the rate of deduction? 
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Place 

 Where will be the shop opened? 

 The location of the shop 

 The size of the shop 

 How will be the products displayed? 

Promotion 

 How will be the signboard? 

 Which products will be shown at the display case? 

 Will the handouts to be distributed? 

 What kinds of activities are planned during the season start? 

 How can be the discounts planned at the end of seasons announced? 

Game: “Which One” 
Support Materials: Paper and pencil 

Duration: 5-10 minutes 

Description: The purpose of the game is to understand the four main reasons people buy things or 

services. You need four pieces of papers, with drawings of symbols for Product, Price, Place and 

Promotion. 

Place the four drawings on four tables with space between them preferable in different corners of the 
room. 

Make the students stand up. 

Choose a typical product, for example tomatoes. Ask participants to imagine that they’re going to buy 

tomatoes. What would be most important to them: the quality of the tomatoes, the price, where they 
can buy it, or how it is promoted (how well the person selling it presents it, advertises it, etc.)? 

Each student should now go to one of the four tables, according to what they think would be most 

important for them. 

Go around at the different tables, and ask someone why they stand at that table? 

Try again with different types of products, for example: a haircut, a cow, beans... 

Ask students what they discovered during the game? What did they learn? The game can show how 

people buy different types of products for different reasons. 

Price & Pricing 

Pricing vs. Costs 

Method of setting prices according to costs will be explained using an example. The group will be 

asked why this method could not be applied on its own. 

Pricing vs Demand 

Method of setting prices according to demand will be explained through examples in a group 

discussion. 

For example, the group will be asked if an artist produces earthen pots where there is no demand, 

then is this an economic activity or just a hobby? 
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Pricing vs. Competition 

Method of setting prices according to competition level will be explained through sample goods in a 

discussion. 

The group will be asked whether start-ups could set their prices by using this method only. The 

answer will of course be “No”; since start-ups usually have limited resources, they would not dare to 

sell their products with loss. Obviously, they should consider competition level during setting their 

prices. However, they should obtain some profit from their sales. 

How Could Pricing Be Made? 

Pricing is done by considering all these factors: 

 Your sales price is closely related with your costs. 

 Your price should cover all your costs. Otherwise you will have loss. 

 However cost isn’t the only factor effective in pricing. 

Other factors are: 

 The amount your target customers plan to pay (demand) 

 Price of the competitors 

 Your profit making policy, your strategy 

Benefits of Promotion 

 Shows presence of the company 

 Makes people notice your offers 

 Increases the sales 

 Enables you to benefit from market gap 

 Makes you more competitive 

 Contributes to brand creation 

 Supports customer loyalty 

 Provides you to secure your market share 

 Helps to create a company image 

Promotion Tools 

 Dissemination of information from ear to ear, set a web, public relations 

 Title and logo of the company, billheads and business cards 

 Signboard of the company, packing materials 

 Brochures, posters, fliers 

 Face to face sales 

 Through Web 

Game: “Marketing a Product” 

Support Materials: Paper and pencil 

Duration: 60-90 minutes 

Description: This activity is all about learning how to market/exhibit a product to potential 

customer. It is also about creativity, planning, team building and implementing your ideas. 

Divide the participants into groups of 3-4. Let them know it is a hands on activity dealing with 

marketing. 

There are four products: Green Frog, Harbour Water, Blue Sausage and Sound Proof Drums 

A group will select one of the products. They will define what it is and how it is used. They will 

describe the product for the others, what makes it special, unique? Why should anyone buy it? 

etc. 
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Use your imagination! 

Nothing is impossible and nothing is wrong. Everything goes. Be aware that sometime it takes 

that little extra something to convince customer to buy it. 

XIII. Money Plan 

Goal: The purpose of this section is to learn how to use the money plan to look ahead and see how 

money will flow in and out of the business. 

Learning Outcomes: At the end of the section, participants will learn: 

To use the money plan ( 

 Annex 5: Money Plan) to avoid running out of cash. 

 Filling in the relevant questions in the business plan. 

When your business runs out of money, it is a big problem, because you can’t buy the things you need 

to run your business, like new stock or paying for harvesting. 

The Money Plan is a way to avoid running out of money, by looking ahead. When you want to start a 

business, the Money Plan will help you figure out how much money you need to start, and keep your 

business running until it makes money. The Money Plan will help you see how much cash you will 

have left each week or month. The money plan can also help you figure out how much money you can 

safely take out of your business without drying out your business. 

You fill out the Money Plan by thinking carefully about all the things you will have to spend money 

on, as well as the things that will give you money. You concentrate on the cash, because it is worse to 

run out of cash than to run out of stock. 

Example: Selling Earrings 

This is a simple example showing money going in, and the remaining money increasing each week. 

Only the rows that are used are shown. As students are getting confident, you can invite them to the 

flip chart to help you fill in the ‘Money Remaining’ boxes in the example (Figure 13). 

 
Figure 13: Selling Earrings 

 Kutu starts out with no cash. 

 Each week Kutu gets cash of 1 from selling earrings. 

 Kutu doesn’t use any money. 

 Each week Kutu’s has one more in cash remaining. 

 At the end of the fifth week Kutu has cash of 5. 
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Draw the example on the flip chart, and go through it. At first, don’t place any pieces. Go through each 

week and explain what happens to Kutu. Then explain what you do as you place the pieces. 

Weeks 

The Money Plan shows a period of time, for example 12 weeks. The Money Plan shows what we think 

will happen each week. The start of the plan is at the thick vertical line. There’s a full moon at the top 

of the first week. As time passes, we move to the right, in the direction of the arrow. The top row 

shows the time periods, symbolized by the moon going from full to half to new, and so on. Each 

column is a week, and shows what happens during that week - what we spend money on, where we 

get money from, how much you have left, etc. The area left of the thick vertical line is used for 

explanations of the different rows. The first week of the plan is to the right of the thick vertical line. 

Money Out and Money In 

In the rows next to the drop flowing out of the container, we write or draw the things we use money 

for. For example, one row might be ‘buying beads’, another might be ‘transport’. Each thing you 

spend money on, or get money from, must be written in a separate row. 

In the rows next to the drop flowing into the container, we write or draw things we get money from. 

For example, one might be ‘sale’. 

On the left side of the thick line, we write or draw what the row show. To the right of the think line, 

we note the amount for each week. For example we might buy beads regularly, and would then place 

pieces in each week. 

Some rows might show things we only do once. For example, investing our own money, taking a loan, 

or buying equipment might only happen once. In these cases, only one of the boxes in the row would 

be filled out, according to which week it happens. 

Money Remaining 

In the bottom row with the water container, we note how much money we have left at the end of 

each week. 

You start each week with the previous week’s remaining money. Then you add the money you get 

during the week, and subtract (take away) the money you spend. What you end up with is the Money 

Remaining. 

If you end a week with 4, then in the next week, you would start with 4. If you then use 3, and get 1, 

you end up with 2, which is the Money Remaining. 

Money from Before 

In the bottom ‘Money Remaining’ row, just left of the thick line, is a special field you can use if you’re 

making a plan for improving an existing business. In the box you can write how much cash you have 

before the first week of your plan begins. 

If you invest cash the first week, don’t write in this field. Instead add it as a row in the ‘Money In’ 

section, and fill in the amount in the first week. 

Example: Buying Beads 

This is a simple example showing money going out, and the remaining money decreasing until no 
cash is left (Figure 14). 
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Figure 14: Buying Beads 

 Kutu starts out with cash of 5. 

 Each week Kutu uses cash of 1 for buying beads. 

 Kutu doesn’t get any money. 

 Each week Kutu has one less remaining money. 

 At the end of the 5th week Kutu has no money left. 

Example: Buying and Selling 

In this example, there is money going both in and out (Figure 15). 

 
Figure 15: Buying and Selling 

 Kutu starts out with cash of 2. 

 The first week, Kutu uses 2 for buying beads, and gets 3 from selling beadwork. 

 The following weeks Kutu buys and sells for different amounts. 

 The second week, Kutu doesn’t get any cash. The third week, she doesn’t use any cash. 

 At the end of the 5th week, Kutu has cash of 4 remaining. 

Totals 

If you spend money on several things during a week, it is useful to know how much you spend in total 

during the week (Figure 16). If you get money from several sources, it is useful to know how much 

you get in total. It is also useful to be able to compare the total in and out. 

That’s what the rows with 3 drops are used for. You can think of the three drops as a reminder to 

count, or add together. The row with drops flowing down is for the total amount of money you get 

during the week, while the one where the drops are flowing up is for the total amount of money you 

use. 
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Figure 16: Totals 

 

Game: “How much is needed?” 

Support Materials: Paper and pencil 

Duration: 5-10 minutes 

Description: Here’s a small exercise for the participants (Figure 17). Draw the following money plan 

on the flip chart, but place only the pieced that are coloured solid in this drawing. Don’t place the 

dotted pieces yet. 

 Each week, Kutu must use 1 for buying beads, and 1 for buying string. 

 The first week Kutu will not sell anything. 

 The second week, Kutu will get 1 from selling earrings. 

 The following weeks, Kutu will sell for 2, 3, and 4. 

 What is the smallest amount of cash Kutu must put into the business at the very least in the first 

week to avoid running dry? (If she has no cash left, she has run dry. She must have at least 1 left at 
all times.) 

 If Kutu starts with this amount, how much cash does she have at the end of the 5th (last) week? 

Ask participants to work at the tables to find the answer. Then ask someone to the flip chart to show 

their answer, by placing pieces in the ‘Owners Money’ box (first week), then updating the ‘Remaining’ 

row for all weeks. 

The dotted pieces in the drawing above show the correct answer: Kutu must put cash of at least 4 

into the business the first week, and will end up with 3. 

Remember that in your business you might not want to run as low as in this example. It is must safer 

to keep a reasonable amount left. In this example, we’re just finding the minimum amount needed. 
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Figure 17: How much is needed? 

XIV. Needs 

Goal: The purpose of this section is to explain how to 

 Fill in their money plan with best guesses of income and expenses. 

 Figure out how much money is needed to keep the business running until it is profitable. 

Learning Outcomes: Filling in the relevant questions in the business plan. 

In the business plan, there’s a handful of questions that relates to the money plan. The answers 

should sum up the conclusions from working with the money plan. 

Example: Growing Vegetables 

Explain that the students are now going to put their skills to use, filling in their own money plan. To 

help them, you will go through an example of Kutu growing vegetables (Figure 18). Start by drawing 

an empty money plan on the flip chart, and explain as you fill in the rows. Each step is explained in 

the following sections. 

 
Figure 18: Growing Vegetables 
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At each step, the participants should fill in their own money plan to show when and how much they 

think they will have to spend on the different items. After doing this, they can answer the 

corresponding questions in the business plan. 

Weeks or Months 

When using the Money Plan to think ahead, the first thing to do is to decide whether it is best for you 

to plan ahead in months or weeks. Planning in months is better for businesses like growing bananas 

or fattening animals that takes months. Planning in weeks might be better for businesses like shops 

or selling vegetables where the time from you start your business until it is profitable is shorter. Kutu 

is planning ahead in weeks (Figure 19). 

 
Figure 19: Weeks or Months 

Equipment and Supplies 

When you start a business, you often have to spend money on things to get started, like buying 

important equipment, seeds, initial stock, etc. Kutu buys seeds for 2 the first week (Figure 20). 

 
Figure 20: Equipment and Supplies 

The students should now consider what important equipment and supplies they will need in their 

business, and add it to their money plan. Each thing that they will have to spend money on should 

have its own row in the plan. 

Income and Expenses 

As you run your business, you will hopefully start to get income from selling. But you will also have 

some expenses along the way. For example, you might have to transport goods, or buy new stock. To 

make a good plan, you must remember everything. Expenses might include things like buying stock 
and paying for fertilizers, harvesting, transport, etc. If you plan to take money out for living, you must 

remember to add that to the plan. If you think you are going to have losses, for example from giving 

out credits that are never paid back, you should add that too. 

 
Figure 21: Income and Expenses 

 In weeks five and seven, Kutu buys fertilizer for 1. 

 Every week Kutu takes out cash of 1 for living. 

 The third week, Kutu can start harvesting and gets 1 from selling vegetables. 

 From the fourth week, Kutu can get 2 from selling each week. 

When you fill out the money plan, you try to look into the future. Some aspects, like how much you 

are going to sell, are impossible to know for sure. So you should make your best guess, based on your 
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experience. To improve your guess, you can talk with other people who have relevant experience. For 

example, if you plan to grow vegetables, talk with someone who already tried to grow vegetables. 

When you make your money plan, it is very important that you remember all the things you will have 

to spend money on, and don’t put in numbers that are too small. It is better to be realistic. It is also 

important that the numbers for what you can sell is not too high. It is better to sell more than you 

planned, than less! That way it will be a pleasant surprise, instead of a bad surprise! 

It is important that you believe in the numbers you put in your money plan. Otherwise it’s not 

helpful, and you might get into trouble when you start your business. It is better to be realistic. 

The students should now consider what income and expenses they will have in their business and 

add it to their money plan. Each expense and income should have its own row in the plan. Remember 

to place income in the section with the drop flowing down, and expenses in the section with the drop 

flowing up. 

When will the Business be Profitable? 

If you start a shop, it might take a while before people learn about it and start buying from it. At some 

point, the income must become larger than the expenses. It is important when this happens, because 

all the way up to this point, your business loses money. After this point, your business is profitable, 

and is making money. Being profitable means that the income is bigger than the expenses. 

By looking at your money plan and the numbers you have filled in so far, you can tell when your 

business will be profitable. It is the point where the income becomes bigger than the expenses. 

 
Figure 22: Profitable 

 In the fourth week, the income from selling is bigger than the expenses. So the vegetable 

business is profitable from week 4. 

 In the fifth week, the expenses are the same as the income. 

 In the sixth week, the business is profitable again, etc. 

Ask students to look at their plans, to find out when their business will be profitable. After some 

minutes of working at the tables, ask different tables what result they reached. Try asking people 

with different types of businesses. 

Remember that businesses which make more money often take longer to become profitable! 

How much Money is needed? 

Few businesses are profitable right away. If your business is not profitable right away, it will cost 

money to run until it becomes profitable. 

If your business runs dry before it becomes profitable, it might fail. In fact, this is one of the most 

common reasons why small businesses fail. 
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So, it is very important to figure out before you start how much money you need until the business is 

profitable. 

It’s not enough to have money to start - you must have enough money to keep your business running 

until it makes money! 

You can use your money plan to figure out how much money is needed, by using the ‘Remaining 

Money’ row. One way to do this is to start out with an amount that you think will work, and then 

update the ‘Remaining Money’ row according to the expenses and income you have filled in. If you 

see that you will run dry, you must start with a bigger amount and try again! 

 
Figure 23: Money Needed 

 Kutu invests her own cash of 5 the first week. 

 Cash of 5 is enough money to start the business and keep it running until it is profitable. Kutu 

can start the business without taking a loan. But Kutu will be close to running dry, with only 
cash of 1 left in the second and third week. 

The student should now find out how much money they need to start their business and keep it going 

until it is profitable without running dangerously low on cash. They should help each other at the 

tables. 

If your Money Plan shows you will run dry 

The reason for making a Money Plan is to look ahead and see if there’s a risk of running out of cash. If 

you run dry, your business can die. If your plan shows that you might run out of money, you must 

change your plan! 

Ask students what they can do if their Money Plan shows they will run out of money? Here are some 

possibilities: 

 Reduce expenses 

 Take out less for personal use 

 Invest more of your own money 

 Take up a bigger loan 

 Increase sale 

 Find a new business idea 

Facilitate a discussion about the benefits and drawbacks of each way to change the plan. 

If the plan shows you something you don’t like, remember that it is actually a help, because you are 

being warned of potential trouble, and has a chance to change your plan to avoid it! 
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XV. Loans and Grants 

Goal: The purpose of this section is to explain: 

 Meaning of loans, interests and repayment 

 How to use the Money Plan to plan taking and repaying a loan? 

 Concept of grant 

Learning Outcomes: Filling in the relevant questions in the business plan and benefits of using 
grants to develop entrepreneurship. 

XV.1. Loans 

Interests 

Unless you have enough money yourself to start the business, you need to find other sources. One 

way is to take a loan. However, you will often have to pay back more than what you borrowed - this 

extra amount is called interests. For example, if you borrow 5, you might need to pay back 6. You then 

will have paid an interest of 1. 

The longer time you borrow the money, the more interest you need to pay. For this reason, it is 

better to borrow money for as short a time as possible. Don’t borrow the money until you need it, 

and pay them back as soon as you can. 

Calculating the interest is often complicated. Since it depends on many things, like the size of the 

loan, how long you have borrowed the money, how much you have already repaid, etc. 

Repayment 

 When you take a loan, you must make a repayment each week, month, etc. 

 It is very important that you remember not to use all the money right away, for example, for 

buying stock. If you do, you will not have any money left for your loan repayments, and might 

be in big trouble. 

Example: Repaying a Loan 

This example shows how a loan is repaid in weekly payments (Figure 24) 

 
Figure 24: Repaying a Loan 

 Kutu starts out with cash of 2. 
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 The first week, Kutu gets a loan of 3, agreeing to pay back the 3 plus 1 in interest. The 

repayment period is four weeks. 

 Each week Kutu makes a loan repayment of 1. 

 After 4 weeks, Kutu has repaid the loan and the interest. 

 Because Kutu paid 1 in interest, she ends up with one less than the 2 she started out with. 

Message: You should only borrow money when you have a plan for how to use them for making more 

money than the price of borrowing them. 

Example: Using a Loan to Increase Income 

In this example, Kutu plans to take a loan for growing vegetables (Figure 25). 

 
Figure 25: Using a Loan for Increasing Income 

 Kutu takes a loan of 4 and invest 4 of her own money the first week. 

 The loan plus 1 in interest must be repaid over five weeks, 1 each week. 

 After the fifth week, the loan plus interest is paid back. 

 The first week, Kutu uses cash of 2 for buying seeds. 

 Each week, Kutu takes out cash of 1 for living. 

 Every second week, Kutu uses 1 for buying fertilizer. 

 Vegetables are ready for sale in the third week, where Kutu gets 2 from selling. 

 From the fourth week, Kutu gets 3 from selling vegetables every week. 

 At the end of the seventh (last) week, Kutu has a total cash of 5. 

Because Kutu used her loan to make money, she ends up in a situation that’s better that how she 

started. The example shows how a business often has a ‘dip’ in the remaining money until the 

business becomes profitable. Because it takes a while before the vegetables are ready for harvesting, 

the remaining cash goes down in the first weeks. It is important to have enough money to start out 

with so the ‘dip’ does not cause your business to run out of money. 
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XV.2. Grants 

It provides information, as an example, about sub-programmes of KOSGEB (Small and Medium 

Enterprises Development Organization, KOSGEB, is public organizations), called Entrepreneurship 

Support Programme, to show how a grant program can be used to increase the number of 

entrepreneurs in a country. Slide related with grants shows detailed information on KOSGEB 

Entrepreneurship Support Programme. 

XVI. Records 

Goal: The purpose of this section is to: 

 Understand why and when keeping records can be helpful. 

Learning Outcomes: Learning simple ways to keep business records (Annex 6: Records). 

If you don’t know how your business is doing, you can’t make good decisions. It is like your walking 

in the dark, you can easily fall over! For example, you might be taking too much money out of the 
business without knowing it. 

Keeping business records is a way to remember what has happened and get an overview. It can show 

you whether you’re following your plan, and help you take good business decisions. 

Keeping Track of Money for Living 

If you don’t know how much money you’re taking out of the business, you risk drying out your 

business. 

Keeping track of the money you take out can help you avoid this. 

If you made a money plan, you should keep track to not take out more for living than what you 

planned. 

For example, if you want to be sure not to take out more than 50 each month, you can fill a jar with 
50 GBS (The Gambia Dalasi). Each time you take out money for living, you remove the same amount 

of GBS. When the jar is empty, you know that you should not take out any more money that month. 

Another simple way to know how much you’re taking out of the business is not to take out any 

money at all until the amount of money in the business reaches a fixed amount, for example 1000. At 

that point you take out a certain amount for yourself, like 100, and use the rest for buying new stock. 

Following Your Money Plan 

When you filled out your money plan, you made your best guess about how things would go, how 

much you would sell, take out for living, etc. 

To make sure you’re following your plan, it is helpful to keep some records. You can then compare 

and see if you’re following your plan. If things are not going as well as you planned, you have a 

chance to do something before you run out of money. 

A way to do it is to make another money plan. This time, fill in how much you actually spend, sell, or 

otherwise take out for living, etc. That way, it is easy to see if you’re following your money plan, or 

need to make adjustments to how you’re running your business. 

Sometimes we need to change our plans. But try to do it as a result of a decision, instead of something 

that just happens. 
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Daily Records 

To know how much you sold during a week, you need to record each sale as it happens. To know how 

much you took out for living, you need to record each time you take out money. 

To do this, many businesses keep daily records. At the end of the week, or month, the daily records 

are then added together to see what happened in total during the week or month. 

Business History 

Remembering how your business has changed over time can tell you other important things that you 

cannot learn just by looking at your business as it is now. Seeing the history (Annex 7: History) of 

your business can help you take good business decisions. 

You can use the Business History to get an overview of how your business is changing over time. 

Each week or month you record the situation of your business. How much cash do you have? Stocks? 

Loans? 

In the middle is a row called ‘Size of Business’. Here you can write the sum of all the sources, which 

must be the same as the sum of all the uses. 

If there’s not a balance between sources and uses, it is either because you forgot something, made an 
error, or simply because you have made a profit or loss. 

At the bottom is a section called Activity. It is used for recording the Sales, Expenses and Money for 

Living during each week. 

The last row named Result shows the profit or loss of the week. You calculate it by subtracting 

Expenses and Money for Living from the Sales. If the result was a profit, write above the dotted line. If 

it was a loss, write below the dotted line. For example, if sales were cash of 6, expenses were 3 and 

money for living was 1, the result is that you made a profit of 2. 

XVII. Wrap Up and Introduction to Presentation 

Goal: The purpose of this section is: 

 Getting an overview of the important activities involved in running a business, and brief tips 

on each. 

 Learning how to promote a business idea. 

Learning Outcomes: Concept of Learning by Doing 

XVII.1. Wrap Up 

To run your business successfully, you need to take care of a number of important activities, which 

are: 

 Product (Service) 

 Customers 

 Business 

 Money 

 Yourself 
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Products (Services) 

Customers want good value for money. You will be able to provide good or service value for money 

by taking care to produce quality products (services) or buy quality products (services) without 

spending too much money. If you do not take care of the products (services), customers might not 

want to buy them, or you can’t get a good price. These are your responsibilities: 

 Choosing the right products (services) 

 Producing a good quality 

 Buying supplies at a good price 

 Making up new products (services) or solutions 

 Maintaining good relationships with your suppliers 

Taking Care of the Customers 

When you satisfy your customers and give them a good experience they might come back. If you do 

not take of the customers, they might not want to buy from you. These are your responsibilities: 

 Learning about customers’ needs and tastes 

 Attracting customers 

 Maintaining an inviting shop, office etc. 

 Transporting products (services) to where the customers are 

 Choosing the right prices for selling 

 Explaining the benefits of products (services) to customers 

 Being friendly and helpful towards customers. 

Taking Care of the Money 

By managing the money in your business well, you can make good decisions about how to spend 

money, and increase your profit. If you do not take care of the money, you might lose money or even 

run out of money without warning. These are your responsibilities: 

 Finding money for starting 

 Keeping business records 

 Making sure you’re making a profit 

 Repaying loans (debts) on time 

 Managing money for living. 

Taking Care of the Business 

You should also take care of the business itself. Caring for the business includes all the activities that 

are not directly related to products, money or customers, but are still important for your business. 

For example, if you are a group running the business, it is important to learn how to work well 

together and solve conflicts. Managing the different activities is also part of taking care of your 

business. If you do not take care of the business, it might be inefficient, you might forget things or 

take bad decisions. These are your responsibilities: 

 Working well together 

 Thinking ahead 

 Taking good decisions 

 Finding easier ways to do things 
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Taking Care of Yourself 

Don’t forget to take care of yourself. You’re the one who takes care of all the other things. When 

you’re healthy and learning new things, you can take care of your business well. When you’re sick or 

don’t learn the right skills, it is difficult. These are your responsibilities: 

 Learning new skills 

 Learning from experience 

 Staying healthy 

 Joining groups, clubs, etc. 

XVII.2. Introduction to Presentation 

This activity is all about learning how to develop a business plan and exhibit it to potential customer 

(investor). It is also about creativity, planning, team building and implementing your ideas. Each 

group will select one of the products, stated below, and then fill the business plan. 

Names of Products: 

 Green Frogs 

 Harbor Water 

 Blue Chicken 

 Sound-proof Drums 

Notice! 

 Use your imagination 

 Nothing is impossible 

 Nothing is wrong 

 Everything goes 

XVIII. Preparation to Presentation 

Each group works on their business ideas and complete their business plans. 

XIX. Presentation 

Each group presents its business plan to potential participants who are customers (investors). The 

trainer may ask ideas of participants to open up a discussion after each presentation. 

XX. Q&A 

Participants can ask questions on the topics of the training. 

XXI. Introduction to Outdoor Practice 

Here, the students will be informed on the activity they will perform outside. The purpose of this 

activity, which can be modified according to the local circumstances, is to make students feel like 

they are real entrepreneurs. In other words, students will do practice to better understand what 

entrepreneurship means in reality. The students, on themselves or by teaming up, will sell the 

product or service they chose to the real customers (they will earn money). The students will be 
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responsible from bringing the product/service to the sales place; food and beverages they will need 

for themselves throughout the sales; and the materials they will use to sell the product/service (e.g. a 

chair to sit on if they are going to play musical instruments, etc.). 

In order to implement this activity, a safe and secure place where the students could sell their 

products/services (e.g. local bazaar, market) should be arranged in advance by the trainer and/or 

school administration in cooperation with the local public authorities and required permits should 

be taken if necessary. This place should provide basic facilities such WC, electricity, water, etc. that 

may be required by the students. 

XXII. Getting Things to Sell 

Students go home or somewhere where they can arrange things to sell. Student may: 

 Sell cold water, lemonade, fruit, old clothes, books, beadwork, etc. 

 Play a music instrument 

 Draw a picture 

 Rent a horse, bicycle, etc. 

XXIII. Outdoor Practice 

The trainer shall supervise the students throughout the activity. The students will try to sell the 
product/service to real customers. 

XXIV. Lesson Learned 

Each student will share her/his experience with the class. 
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XXV. Annexes 

XXV.1. Annex-1: Business Tree 

Business Tree (Simple) 
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Business Tree (Normal) 

 

 



 

Page 59 of 70 

Business Tree (Advanced) 
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XXV.2. Annex-2: Training Program 

Program for Trainers 

Duration Day 1 Day 2 Day 3 Day 4 Day 5 

10:00-
12:30 

Welcome 
Idea 

Development 
Marketing 

Credits and 
Grants 

Presentation 

Break Break Break Break Break 

Entrepreneurship & 
Business World 

Strategic 
Management 

Marketing Records Presentation 

Break Break Break Break Break 

Profit vs. Loss 
Strategic 

Management 
Marketing 

Sum Up & 
Introduction to 

Presentation 
Presentation 

Lunch Lunch Lunch Lunch Lunch 

12:30-
13:30 

Credits 
Strategic 

Management 
Money 

Plan 
Preparation to 
Presentation 

Q&A 

13:30-
16:00 

Break Break Break Break Break 

Living 
Strategic 

Management 
Money 

Plan 
Preparation to 
Presentation 

Q&A 

Break Break Break Break Break 

Avoiding Failure Business Plan Needs 
Preparation to 
Presentation 

Q&A 

Break Break Break Break Break 

Networking Business Plan Needs 
Preparation to 
Presentation 

Q&A 

Program for Students 

Duration Day 1 Day 2 Day 3 Day 4 Day 5 

10:00-
12:30 

Welcome 
Idea 

Development 
Records 

Getting Things 
to Sell 

Outdoor 
Practice 

Break Break Break 
Entrepreneurshi

p & Business 
World 

Business Plan Wrap Up 

Break Break Break 

Profit vs. Loss Business Plan 

-Q&A 
& 

Introductio
n to 

Outdoor 
Practice 

Lunch Lunch Lunch Lunch Lunch 
12:30-
13:30 

Credits Marketing 

Getting 
Things to 

Sell 

Outdoor 
Practice 

Lesson Learnt 
13:30-
16:00 

Break Break 
Living Money Plan 
Break Break 

Avoiding Failure Needs 
Break Break 

Networking Loans 
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XXV.3. Annex-3: SWOT 

 

Strengths, Weaknesses, Opportunities and Threats (SWOT) Case Study3 

Highly Brill Leisure Center has hired you to help them with their marketing decision making. Perform 

a SWOT analysis on Highly Brill Leisure Center, based upon the following issues: 

 The Center is located within a two-minute walk of the main bus station, and is a fifteen-

minute ride away from the local railway station. 

 There is a competition standard swimming pool; although it has no wave machines or 

whirlpool equipment as do competing local facilities. 

 It is located next to one of the largest shopping centers in Britain. 

 It is one of the oldest centers in the area and needs some cosmetic attention. 

 Due to an increase in disposable income over the last six years, local residents have more 

money to spend on leisure activities. 

 There has been a substantial decrease in the birth rate over the last ten years. 

 In general people are living longer and there are more local residents aged over fifty-five 

now than ever before. 

 After a heated argument with the manager of a competing leisure center, the leader of a 

respected local scuba club is looking for a new venue. 

 The local authority is considering privatizing all local leisure centers by the year 2000. 

 Press releases have just been issued to confirm that Highly Brill Leisure Center is the first 

center in the area to be awarded quality assurance standard BS EN ISO 9002. 

 A private joke between staff states that if you want a day-off from work that you should order 

a curry from the Center’s canteen, which has never made a profit. 

 The Center has been offered the latest sporting craze. 

 Highly Brill Leisure Center has received a grant to fit special ramps and changing rooms to 

accommodate the local disabled. 

 It is widely acknowledged that Highly Brill has the best-trained and most respected staff of 

all of the centres in the locality. 

 

  

                                                                 
 

3 Source: http://www.marketingteacher.com/ 
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XXV.4. Annex 4: Business Plan 

What product or service is your business going to provide? 

 

 

Who will be your customers? 

 

 

Why will your customers buy from your business, rather than from your competitors? 

(Marketing Mix: How will you prioritize between low price, quality product, nearby place 
and attractive promotion?) 

 

 

 

Is best to think ahead in weeks, month, or some other period? 

 

 

 

What important equipment and supplies will be needed? 

 

 

 

Where and when will they be obtained? 

 

 

 

How much will they cost? 
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What is your best guess of the total sales and expenses in each period? 

 

 

 

When is the business expected to be profitable? 

 

 

 

How much money is needed to start the business and keep it going until it starts to make a 
profit? 

 

 

Who is going to provide this money? 

 

 

 

If you need to borrow money, how will you pay it back, and what security will the lender 
have? 

 

 

What skills and experience do you have, which should enable you to succeed? 

 

 

What will be your next three practical steps? 

 

 

When will these steps be completed?
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XXV.5. Annex 5: Money Plan 

Money Plan (Simple) 
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Money Plan (Normal) 
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Money Plan (Advance) 

 

 



 

Page 67 of 70 

 

XXV.6. Annex 6: Records 

Daily Records (Simple) 
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Daily Records (Advanced) 
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XXV.1. Annex 7: History 

Business History (Simple) 
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Business History (Detailed) 

 


