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Entrepreneurship is the act of creating a business or businesses 

while building and scaling it to generate a profit.

However, as a basic entrepreneurship definition, it’s a bit 

limiting. The more modern entrepreneurship definition is also 

about transforming the world by solving big problems. Like initiating 

social change, creating an innovative product or presenting a new 

life-changing solution.

What Is the Meaning of Entrepreneurship?

The meaning of entrepreneurship involves an entrepreneur 

who takes action to make a change in the world. Whether start 

up entrepreneurs solve a problem that many struggles with each 

day, bring people together in a way no one has before, or build 

something revolutionary that advances society, they all have one 

thing in common: action.

It’s not some idea that’s stuck in your head. Entrepreneurs take 

the idea and execute it. Entrepreneurship is about execution of 

ideas.

What the entrepreneurship definition doesn’t tell you is that 

entrepreneurship is what people do to take their career and 

dreams into their hands and lead it in the direction of their own 

choice. It’s about building a life on your own terms. No bosses. No 

restricting schedules. And no one holding you back. Entrepreneurs 

are able to take the first step into making the world a better place, 

for everyone in it.
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Before you read check your knowledge and compare it to the information below.

What is the meaning of entrepreneurship to you? Write down why you want to 

become an entrepreneur below:
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Who is an Entrepreneur?

Who is an 
Entrepreneur?
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An entrepreneur is a person who sets up a business with the aim to make a profit.
Besides, an entrepreneur can be defined as someone who starts a side hustle 

that can eventually create a full-time, sustainable business with employees. If your 
entrepreneurial mindset is focused on creating a profitable business, you fit the 
entrepreneur definition.  

However, the entrepreneur meaning involves much more than being a business or 
job creator. Entrepreneurs are some of the world’s most powerful transformers. From 
Elon Musk sending people to Mars to Bill Gates and Steve Jobs making computers 
part of every household, entrepreneurs imagine the world differently.

And the entrepreneur definition rarely ever talks about the enormous impact that 
entrepreneurs have on the world.

Are you a businessman or an entrepreneur?
Have you ever wondered what is the 

difference between these two? Business people 
and entrepreneurs have many similarities. 
They both provide jobs for the unemployed, 
give solutions to the consumers, and help 
developing the economy of a certain nation. 
However, they are not the same kind of people. 
The following are 10 differences between a 
businessman and an entrepreneur:

Understanding what is an entrepreneur can help more people recognize the 
value they contribute to the world.

Main Differences between a Businessman
and Entrepreneur

Entrepreneurs see possibilities and solutions where the average person only 
sees annoyances and problems.
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1. On the originality of idea

2. On the purpose of doing

3. On the degree of risks taken

A businessman can make a business out of an unoriginal business or product 
idea. He enters into existing businesses, such as franchising and retailing. He chooses 
a hot and profitable business idea regardless of whether it is his original idea or 
borrowed from someone else.

Most businessmen are doing business for profit, livelihood, for reaching their 
financial goals, and for becoming their own boss. Though, there are some business 
people who are not profit-oriented but people-oriented, that is, they are more 
concerned on the welfare of their workers and the satisfaction of their customers. 
Entrepreneurs are more concerned on changing the world. They want to pursue 
their passion and achieve an ultimate goal. They are not keen on financial returns, 
rather they are focused on what they can offer to the world. Their purpose for 
entrepreneurship is simply to make a difference in this world.

Businessmen take calculated and managed risks. They cannot afford to lose 
money and suffer from bankruptcy. That is why they always do the Math when it 
comes to business. Entrepreneurs are like sky divers. They take crazy risks. They often 
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5. On how he treats customers

6. On how he sees the competition

7. On what he thinks of money

4. On how he treats employees

A business owner usually sees customers 
as his source of sales and revenues. For 
him, customers are the lifeblood of his 
business. An entrepreneur sees customers 
as his source of duty and fulfilment. For 
him, customers are his own life blood.

A business owner tries hard to beat his competitors and win the competition. 
He also considers cooperation rather than competition to achieve certain goals. An 
entrepreneur tries hard to beat his worst competitor – himself.

Losing money is one of the biggest worries of businessmen. Most business owners 
rely on a good economy to start, operate and attain success in business, especially in 
the retail, franchising and financing industry. Entrepreneurs do not worry a lot about 
money since they can always start from a scratch. Some entrepreneurs don’t really 
care about money at all.

A business owner is an employer and a manager. He hires employees and 
workers to help his business grow. An entrepreneur is a friend and a leader. He 
finds peers and PEOPLE, whom he will never treat as machines. He invites them to 
help them grow.

don’t care of losing time and money just to pursue their passion. But since they do 
it with love, joy and passion, they often gain extraordinary rewards. Entrepreneurs, 
since they do the things, they love the most, they do it with the best of themselves, 
resulting to greater success.
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10. On how he defines success

A businessman defines success as the success of his business and its stakeholders. 
Its stakeholders include himself, co-owners, employees, customers, investors, and 
even his community. An entrepreneur doesn’t define success. He simply does his job 
and lets history define the success that he accomplished.

Therefore, to sum up the above-mentioned issues, we can say that both businessman 
and entrepreneur are two types of individuals who enter the business world with two 
different goals.

8. On how he deals with time

9. On how he sees the world

A businessman doesn’t waste time. He always checks the clock and doesn’t want 
any work or output to be delayed out of schedule. He is fast and always on the 
go. An entrepreneur works like an artist or a scientist in a lab. His product is his 
masterpiece. That is why he can be slow and could spend a longer period of time to 
finish and perfect his product.

A businessman sees the world as an opportunity. He sees it as an opportunity 
to make a living. He also sees it as an opportunity help the people living on it. An 
entrepreneur sees the world as a duty rather than an opportunity.
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What is entrepreneurship really about? And why’s it so important? An entrepreneur 
is the person who sees a problem in the world and immediately focuses on creating 
the solution. They’re the leaders that strike out on their own to improve society. 
Whether they’re creating jobs or a new product, they constantly take action to 
ensure world progress. In the process of understanding what is entrepreneurship, 
let’s look at why entrepreneurs are important in society. 

Importance
of Entrepreneurship

Entrepreneurs create jobs:

Without entrepreneurs, jobs wouldn’t exist. Entrepreneurs take on the risk 
to employ themselves. Their ambition to continue their business’ growth 
eventually leads to the creation of new jobs. As their business continues to 
grow, even more jobs are created. Thus, lowering unemployment rates while 
helping people feed their families.
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Entrepreneurs innovate: 

Entrepreneurs give to society: 

Entrepreneurs create change: 

Some of the greatest technologies 
in today’s society have come from 
entrepreneurs. The technological 
advances come out of a need to solve 
a problem, create efficiencies, or 
improve the world. Thus, in periods 
where there’s more advancement 
in technology, it’s usually due to the 
work of an entrepreneur.

While some have this notion of the rich 
being evil and greedy, they often do more 
for the greater good than the average 
person. They make more money and 
thus pay more in taxes which helps fund 
social services. Entrepreneurs are some of 
the biggest donors to charities and non-
profits for various causes. Some seek to 
invest their money in creating solutions 
to help poorer communities have access 
to things we take for granted like clean 
drinking water and good health care.

Entrepreneurs dream big so naturally some of their ideas will make worldwide 
change. They might create a new product that solves a burning problem or take 
on the challenge to explore something never explored before. Many believe in 
improving the world with their products, ideas or businesses.
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Entrepreneurs add to national income:

Entrepreneurship generates new wealth in an economy. New ideas and improved 
products or services from entrepreneurs allow for the growth of new markets 
and new wealth to be created in an economy. Adding to that, increased level of 
employment and earnings add to the national income.

Entrepreneurship decreases poverty:

In the spirit of sharing good news, more people are being pulled out of poverty 
today than ever before. This is likely due to globalization. Being able to connect 
to millions and billions of people on the internet allows new entrepreneurs to 
find customers around the world. So, those who want to make money online are 
able to do so to get out of poverty.
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Why Do People Become
Entrepreneurs?

Every entrepreneur has their own ‘why’ that drove them to dive into being their 
own boss. Whether entrepreneurs need more freedom or to make the world a better 
place, they all take control of their life by living life on their own terms. Here are a 
few of the reasons why people become entrepreneurs:

To change the world: 

Many entrepreneurs strive to make the world better. Whether entrepreneurs 
believe in space exploration, eliminating poverty or creating a practical but 
game-changing product, they ultimately build a brand in service of others. 
Some entrepreneurs use their business as a way to raise capital quickly to 
funnel into their noble causes.
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They don’t want a boss: 

They want flexible hours: 

They want to work from anywhere: 

Entrepreneurs often struggle with having a boss. They often feel suffocated, 
restricted and held back. Some entrepreneurs may feel that they have a more 
effective way of doing things. Others may dislike the lack of creative freedom. 
Ultimately, they become attracted to entrepreneurship to succeed on their own 
terms. Being the boss can be more fulfilling than having one. Check out 10 
Obvious Signs You Should Be Working for Yourself.

Entrepreneurship is often popular around those who need flexible hours. 
Many people with disabilities often enjoy entrepreneurship as it allows them 
to work when they’re able to. Parents with young children might also prefer 
entrepreneurship as it allows them to raise young children at home or pick 
them up from school without having to feel guilty about it. Students may also 
like the flexibility of entrepreneurship as their course workload might not allow 
them to work standard office hours.

Along with flexibility in working hours, 
entrepreneurship is popular among those 
who don’t want to be tied down to a specific 
location. Entrepreneurs might not want to 
work from the same place every single day, as it 
might get boring for them. So, if you’re looking 
for the freedom to work from anywhere in the 
world, maybe the entrepreneur lifestyle is the 
right one for you.
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They don’t fit into the corporate environment: 

They’re curious: 

They can’t get a job: 

Entrepreneurs don’t often thrive in corporate environments. It’s often very 
restricting for their growth. They may dislike the lack of control they have in 
their role or the office politics. In general, you can spot an entrepreneur in a 
corporate environment as they’re usually trying to gain more control in their 
role and learning their co-worker’s responsibilities to better understand how 
everything fits together.

Entrepreneurs love finding out the answer to the question, ‘what will happen if…’ 
They’re experimental. Entrepreneurs love learning. They regularly read business 
books to advance their knowledge. So naturally, entrepreneurship appeals to 
them because doing allows them to learn the most in the shortest amount of 
time. Their curiosity allows their continued growth.

Many stumbles into entrepreneurship when 
they can’t get a job. Getting fired, a lack of 
experience or a criminal record can prevent 
the average person from getting a job 
when they’re desperate. Instead of being 
defeated by their situation, they create 
new opportunities for themselves. A new 
graduate might start an online store the 
summer after graduation to build up their 
resume. A parent who is seasonally laid off 
each winter might start a business to ensure 
they can continue feeding their family while 
keeping a roof over their heads.
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They’re ambitious: 

Those who love reaching difficult goals and milestones are made to be 
entrepreneurs. There’s no limit to how much an entrepreneur can make and so 
they can always work to achieve higher levels of greatness. Since there’s no limit 
to what they can achieve, entrepreneurs constantly find themselves growing and 
achieving more than they ever imagined. When obstacles get presented in front 
of them, they find the workaround to their goal. Entrepreneurs are unstoppable.
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Examples of
Entrepreneurs

co-founded the Walt Disney Company, one of the leading motion 

picture studios. He was also the visionary of theme parks like 

Disneyland and Walt Disney World. His brand started with 

the creation of the Mickey Mouse character and eventually expanded to include 

characters like Snow White, Cinderella and more. As an entrepreneur, he had to 

overcome adversity with challenges such as people stealing his work, commercial 

failures and more. However, he kept pushing through staying committed to his vision.

created several products before building Facebook. He created an 

instant messaging tool that his father used in his dentistry practice 

to communicate with his receptionist. Zuckerberg also created 

music software that Microsoft and AOL were interested in buying even though he 

was only a teenager. Within the year he first founded Facebook, he had already had 1 

million users. Today, Mark Zuckerberg has a net worth of $76.7 billion.

first started her Spanx brand in 1998. She was one of the first 

creators of women’s leggings. Her brand specializes in shapewear 

and also includes bras, panties, hosiery and more. She’s also the 

inventor of arm tights which allows women to wear their summer clothing year-round. 

At one point, Blakely was the youngest self-made female billionaire.

Walt Disney 

Mark Zuckerberg 

Sara Blakely 
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Entrepreneur
Quotes

Let’s take a look at some of the popular entrepreneur quotes to inspire you.

The entrepreneur 

always searches for 

change, responds to it, 

and exploits it as an 

opportunity.

– Peter Drucker

A person who sees a problem 

is a human being; a person 

who finds a solution is 

visionary; and the person who 

goes out and does something 

about it is an entrepreneur. 

– Naveen Jain

From my very first day as an entrepreneur, 

I’ve felt the only mission worth pursuing in 

business is to make people’s lives better.

– Richard Branson

Being an entrepreneur is a 

mindset. You have to see 

things as opportunities 

all the time. I like to 

do interviews. I like to 

push people on certain 

topics. I like to dig into 

the stories where there’s 

not necessarily a right or 

wrong answer.

– Soledad O’Brien

There’s lots of bad reasons to start a 

company. But there’s only one good, 

legitimate reason, and I think you know 

what it is: it’s to change the world.

– Phil Libin

An entrepreneur is someone who 

jumps off a cliff and builds a 

plane on the way down.

— Reid Hoffman

Entrepreneurs are simply those 

who understand that there is little 

difference between obstacle and 

opportunity and are able to turn both 

to their advantage

– Niccolò Machiavelli
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How to be a successful 
entrepreneur and how to 
build successful start- up
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We already covered what is entrepreneurship and who are entrepreneurs. 
Although they differ in age, level of education, gender and sphere of work, there are 
traits which are common for entrepreneurs and are vital for success:

Running your own business and leading a team is not something to take lightly. 
Entrepreneurs are dedicated to the success of their company and want to ensure 
they're doing everything they can to sustain or grow the business. They recognize 
that it's ultimately up to them to see their vision become a reality.

Entrepreneurs believe in their product or service as well as in themselves. Having 
the conviction to make those tough decisions that can make or break a business, as 
well as standing up for what they deserve, is a defining characteristic of a prosperous 
business owner.

Successful entrepreneurs are continually coming up with their next best idea 
and figuring out how to make it profitable. Entrepreneurs see a problem or hole in a 
market and want to develop a way to fix it. Thinking outside the box and coming up 
with new solutions, whether it will be for the company as a whole or a way to better 
serve their customers is the mark of a true entrepreneur.

Willingness to work hard

Confidence

Problem-solving orientation

“I’m a great believer in luck, and I find the harder I work the more I have 
of it.” - Thomas Jefferson, American Founding Father

“The circulation of confidence is better than the circulation of money.” 
- James Madison

“A problem is a chance for you to do your best.”
- Duke Ellington
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All else aside, entrepreneurs are passionate about the work they do. Every decision 
and move, is stemmed from that love for their product, audience, and company. 
Passion is what keeps business owners going when things get tough and the driving 
force behind their success. Even if you don't possess all these traits, that doesn't 
mean you can't adopt those qualities or become the business owner you wish to be. 
Much of entrepreneurship requires a learn-as-you-go mentality, which only makes 
you better as you gain experience.

The world will always have problems that still require the solution. Find the 
biggest one that you can solve and transfer it into your company. That’s a way to 
become a successful entrepreneur.

Each problem needs a solution that will satisfy some of the biggest needs on the 
market. Make the best solutions of the existing problems and needs on the market.

You are the human being before, and after you become an entrepreneur. You 
must think about your personal objectives that need to be accomplished when you 
become an entrepreneur.

Passion

1. Think about the biggest problems

2. Think about the best solutions about problems and needs

3. Don’t forget about your personal objectives

Passion will move men beyond themselves, beyond their shortcomings, 
beyond their failures. - Joseph Campbell, American Mythologist, Writer, 
and Lecturer

“Passion is energy. Feel the power that comes from focusing on what 
excites you.” - Oprah Winfrey

BASED ON THE EXPERIENCE OF THE SUCCESSFUL ENTREPRENEURS WE CONCLUDE 
THE MOST IMPORTANT PRINCIPLES:
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You will sell the value, not your products and services. So, everything you do in 
your business, need to be through the prism of value creation to your customers.

What inspires you? Your inspirations will lead your company in the future. Make 
a list of all things that inspire you and start incorporating all items in your everyday 
life and work.

Accidents are not the rules in entrepreneurship. Don’t rely on them in your 
business. Instead of that, try to incorporate facts, as much as possible, in your 
decision-making process.

You don’t have to be perfect. You’ll need only to do it better than everyone else. 
This will require continuous improvement in the personal and professional field.

You cannot expect that you will sell your products and services if they are not 
clear to your potential customers. Make them be easily understandable and clear 
about what they do from the first interaction.

You as a future entrepreneur will need to be a good observer. Observation will 
make you a better decision maker.

You need to know that statistically more businesses didn’t succeed. It means 
that more people don’t become successful entrepreneurs. You will need to prepare 
yourself for the worse scenario with your business.

4. Create value

5. Find your best inspirations

6. Don’t rely on accidents

7. Just do it better than everyone else to become a successful entrepreneur

8. Make your products and services easily understandable

9. Observe everything around you

10. Prepare yourself for the worse scenarios
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Networking is the best way to ensure success. You get to meet like-minded people
and get inspired by their way of working and how they found success. Networking 
also helps you sell your idea or your product to potential investors or clients.

Let us face it – There are many tasks that we might be terrible at and there are
those that we consider child’s play. Understand that there might be someone who 
thinks that the mountain you are trying to conquer is something they consider a walk 
in the park. Hire someone to do things you are bad at. If you are bad with numbers, 
hire an accountant! If you cannot test well, hire a tester! Remember, teamwork gets 
work done faster.

Having a long-term vision is important for any entrepreneur. If you cannot
visualize your long-term goal, you might not be able to achieve it. Visualizing a real 
and tangible goal is as important as the goal itself. A good start is by writing it down 
or drawing it on a piece of paper. Once you can express a tangible, achievable goal, 
you are sorted

Challenging yourself is important. Unless you challenge yourself, you will not able
to accomplish the impossible. Sometimes, the impossible is what is required to run 
a successful business. Running a business has hundreds of facets, one of which is to 
be prepared for a new challenge that might come your way every day.

11. Network

13. Delegate

14. Visualize

15. Challenge yourself

Some risks need to be taken to test the waters. If you think your idea is worth a
fortune, you will not be able to realize it until you take the plunge. So, do. Successful 
entrepreneurs take risks as part of their job. Taking your first risk will also reduce the 
inherent fear of the first plunge into the world of entrepreneurship.

12. Take the risk that is needed
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Entrepreneurship is about being relentless and not giving up, even when the 
times are tough. Entrepreneurs understand that every problem has a solution. It 
might not be the solution that they are offering right now, it might not be what they 
think the solution should be, but they will not give up trying until they find that 
solution.

Building a successful entrepreneurial business can seem daunting, and that’s 
OK. Building a business from the ground up is a massive undertaking. But there is 
an easy and reliable tactic: break it down. Any problem that seems too hard, break 
it down into baby steps. Once you’ve broken it down into baby steps, take them one 
at a time. Before you know it, just by placing one foot in front of the other, you’ll be 
halfway up the mountain.

Amazon didn’t start as the everything store. It started as a simple bookstore. 
And they slowly expanded into toys and other products as time went on to expand 
their business. That’s how you build a general business. One of the most important 
business tips is to always start with a narrow focus and expand into relevant verticals 
as you scale. By having a narrow focus, you can build a loyal audience who knows 
what to expect from you. It also gives you a well-defined audience to make your 
marketing easier. For example, you can start a women’s fashion store. At first maybe 
you sell apparel. But eventually you can expand into shoes, jewellery, fashion 
accessories, or beauty. Or you can go in a different direction and expand into men’s 
fashion and children’s fashion. Both types of online stores make sense and have 
natural vertical complements. But first, you should aim to have a big audience and 
loyal shoppers. You need to know that there’ll be demand for the verticals you do 
eventually expand into.

16. Start doing!

17. Take small steps

18. Start with a narrow focus first and expand
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All entrepreneurs must understand that their idea, no matter how good it may be, 
might fail. Customers might just not cosy up to your innovation, no matter how good 
you think it may be for them. Failing has a number of advantages. Failing ensures 
that you know what is not working out for you – whether it is your existing team, 
your field of work or your product, failure will give you the time and the data that 
you need to reflect on to ensure that you become a stronger, better entrepreneur 
the next time around.

In fact, it's rare to find a successful entrepreneur who hasn't had multiple failed 
businesses. And that's actually great news, because it means you don't need to get it 
right the first time to be successful.

Most people believe that entrepreneurs usually work all the time and have no 
time for themselves. This is true for most, but successful entrepreneurs work smart 
and not hard. Hard work will ensure that you get to your destination someday but 
working smart will ensure that you get there quickly and with minimal effort. Working 
the smart way will ensure that you end up spending time where it matters the most 
and thinking of better ways to grow your business rather than doing everything 
yourself.

19. Learn from failures

20. Work smart

“I have not failed. I’ve simply discovered 10,000 ways that don’t work.”
- Thomas Edison
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Does my start-up solve a relevant problem? Which and how?

Who is my target audience?

Can I explain clearly in a few words what is the value of my product or service? 

Before creating a start-up ask and answer following questions
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How can I break achieving my goal into small steps?

What might go wrong?
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Entrepreneurial skills, soft skills
and the way how to improve them

In today’s world, soft skills are increasingly important. Soft skills are sometimes 
hard to evaluate. These types of skills are more about your intuition, your attitude, 
and your ability to inspire or communicate with others.

Soft skills are important because they allow you to share ideas, connect with 
clients, partners, and customers, and generally move forward. As an entrepreneur, 
the development of soft skills can go a long way toward helping you reach success.  
Here are soft skills that will help you to become an excellent entrepreneur:

Leadership is all about motivating others and helping them find their best selves. 
It also requires an ability to understand people. When you know your team members 
and where they best fit, you are more likely to put them where they belong and that 
means you can build a better company.

Many people know how to be a boss. Not many know how to be a leader. A 

1. Leadership
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boss gives out orders. A leader is not solely focused on accomplishing tasks. They 
are focused on developing a team and developing the people within their team. 
Leadership means:

1. Showing a willingness to work as hard as anybody on your team
2. Understanding the intrinsic and extrinsic factors that motivates each member 

of your team
3. Supporting truly open communication
4. Giving feedback that is fair, timely, and constructive.
The best way to grow as a leader is to lead in an open and honest way, seek 

advice from mentors, and to be open to feedback from your team.

“A leader is someone who holds her- or himself accountable for finding 
the potential in people and processes.”  Brené Brown, research professor 
and best-selling author
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2. Teamwork

3. Problem Solving

4. Creativity

If you want to be a successful entrepreneur, you have to know how to work well 
with others. You might need a combination of soft skills to be effective at teamwork. 
It’s important to listen to others, know how to utilize your company’s human capital, 
and inspire people to work together for best results. It also means you need to 
do your own part. Recognizing your part in the team and acknowledging others’ 
contributions is important.

As an entrepreneur, you need to be ready to solve any problems that come your 
way. This requires creativity, but you also need to have good analytical skills. With 
this soft skill, you should be able to analyze the situation and look at it from different 
angles. On top of that, it’s important to find different, sometimes out-of-the-box 
solutions to your problems. This is one of the best soft skills for entrepreneurs and 
business leaders who need to overcome obstacles and to fix an issue immediately as 
it occurs, or taking time to research and consult with colleagues to find a scalable, 
long-term solution challenges.

Creativity is a broad ability incorporating 
many different skill sets including other 
soft skills and technical skills. Employees 
with creativity can find new ways to perform 
tasks, improve processes or even develop 
new and exciting avenues for the business 
to explore. Creativity can be used in any role 
at any level.
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6. Time Management

7. Public Speaking

One of the most important soft skills is time management. You need to know 
how to manage your time if you expect to succeed. Understand which tasks are vital 
to the business, and which you can do later, or delegate. Knowing how to use your 
time — and developing the discipline to stick to your timetable — can help you make 
better decisions and maximize the work you do.

Very few of us are natural public 
speakers, but if you want to lead the 
next great start-up, you will have 
to learn to become comfortable 
speaking to groups. Speaking in 
front of a large crowd is not a natural 
activity for anyone; to get better at 
it, you need to learn how to do it, 
prepare and practice.

5. Flexibility

Are you able to change direction? Can 
you learn new things? Flexibility is one of 
those soft skills that can help you survive as 
an entrepreneur. With this skill, you are more 
likely to be willing to learn new things and 
move forward. If one thing doesn’t work (or 
stops working), you need to be flexible enough 
to try something else. It also helps when you 
are trying to manage different schedules. Your 
ability to have an agile mind and thought 
process can pave the way to success.
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8. Relationship Building

Business is all about building beneficial relationships, not just for you and your 
company, but for your customers, vendors, and employees. Hopefully, you already 
possess one of the core traits required in relationship building. This is simply being 
a decent person who cares about others and who wants to provide them with 
information, assistance, or entertainment. You can begin relationship building by 
starting an informational blog for your customers, posting instructional videos on 
YouTube, or simply reaching out to potential customers with a giveaway offer. Some 
people are hesitant to engage in relationship building because they don’t want to 
risk giving something and getting nothing back in return. However, if you give it a try, 
you will see that for the most part, people will react positively.

9. Negotiation

Negotiation is a challenging skill to master. Basically, we negotiate dozens of 
times every day? But If you’ve never participated in a negotiation session before, it 
can feel strange contradicting what another party feels you deserve for your products 
and services. If you are on the other side of the negotiation table it is equally as 
uncomfortable. Try practicing your negotiating skills at flea markets, garage sales, 
and estate sales. Start by simply asking for a small discount or a buy one get one 
free offer.
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10. Empathy

Empathy is one of the most important skills that an entrepreneur can acquire. 
Empathy includes the feeling of compassion, as a result of understanding where 
another person is coming from. If you develop a strong sense of empathy, it will help 
you to approach customer service issues from a position of understanding, support 
and motivate your employees, and even to develop content to which your customers 
can relate.

The great way of working on empathy is careful listening. The more you listen, 
the more you understand the other person’s point of view. In order to truly listen, 
however, you have to engage in active listening. This means asking questions to 
clarify and learn more and repeating back what you have heard to show that you 
understand.

“We think we listen, but very rarely do we listen with real understanding, 
true empathy. Yet listening, of this very special kind, is one of the most 
potent forces for change that I know.”  - Carl Rogers

ACTIVE LISTENING

PAY ATTENTIONSHARE

HOLD JUDGEMENTSUMMARIZE

REFLECTCLARIFY

11. Self-Awareness

It is vital that an entrepreneur have a clear insight into their personality, especially 
their strengths, weaknesses, thoughts, and emotions. When an entrepreneur is self-
aware, it can lead them to beneficial partnerships and agreements. Without good 
self-awareness, leaders become easily persuaded and spineless. Self-awareness also 
includes control. Becoming overly emotional, for example, can lead to detrimental 
impulsive decision making. 
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12. Risk management

1. Practice makes perfect.

2. Find a mentor or an online course

Risk management focuses on identifying what could go wrong, evaluating which 
risks should be dealt with and implementing strategies to deal with those risks. 
Risking is a part of being a successful entrepreneur, taking risks can’t be avoided. 
Businesses that have identified the risks will be better prepared and have a more 
cost-effective way of dealing with them.

Choose a soft skill that you want to improve and practice it persistently You 
can improve any soft skill if you make it a practice. Most soft skills are a matter of 
routine. For example, you can practice dependability both on the job and at home by 
improving punctuality (showing up to work or events on time or early, for example) 
and starting on projects at work earlier so you can complete them ahead of schedule.

It is easy to find lots of resources to help you improving the soft skills. You can 
find books, podcasts or online classes. While some require payment, many are free 
of cost and can be accessed at any time. You might try out a few different types of 
resources to see which are best for your learning style.

HERE IS HOW YOU CAN IMPROVE YOUR SOFT SKILLS:
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3. Observe and mimic the positive soft skills you see in others.

4. Set clear goals for improving your soft skills

There are likely professionals you know or work with who have strengths 
in various soft skills. You may be able to develop integral soft skills by 
observing the practices of others and incorporating them into your own daily 
routine.

You may find, for example, that effective communicators often write down 
notes when others are talking during meetings. Quite often, this helps them 
organize their thoughts so they are prepared to ask and answer important 
questions. This is also an active listening practice that may be good to utilize 
as part of your own work.

Set specific, measurable goals by carefully reading your performance 
reviews at work or asking trusted friends and colleagues for constructive 
criticism. This can help you to both identify key areas of improvement for goal 
setting and areas of strength to highlight on your resume and in interviews. 
You can prioritize which soft skills to work on based on those that you need 
to get a certain job or move up in a career you already have.
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True (T) or False (F)

Soft skills are less important than hard skills 

Good public speaking is a natural skill and is impossible to develop

Empathy is harmful for your business

If I have a good business plan, I don’t have any risks

Entrepreneurs are working for themselves and don’t have to be good team workers

Practice

Write down 3 soft skills which you want to develop the most.

For each write which steps you can make to improve.

Try to improve them for 21 days straight.
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Why start-ups fail
(practical issues and how to handle them)

At a glance, starting and building a business might seem like an easy and simple 
thing to do. Unfortunately, new businesses are still vulnerable and they usually fail 
before they even soar high. Most start-ups and new businesses fail.

In fact, according to the ESM (European Start up Monitor) in 2015, the statistics 
based on the UE countries shown that of the founders 41% reported that they already 
began at least one other start-up before they started their current business. About 
18% founded 2 or more start-ups before.

If you have plans to build your own start-up or business soon, it is always 
recommended to learn from the failures of those who went for it before you and 
avoid getting yourself stuck in the rut. There are many mistakes to avoid, pitfalls to 
not fall into and warnings for first-time or long-time entrepreneurs and this is what 
it is going to be shown you in order to succeed.

An article in Fast Company, "Why Most Venture Backed Companies Fail," asked 
company leadership the reason for business failure, giving a list of four main 

“Don’t dismiss negative feedback and never fail to validate your idea.”
- Guillame Decugis, the founder of Scoop.it, about failure advises.
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reasons for failure with sub-categories below those. They also gave a list of 12 leading 
management mistakes. It is worth checking out the details. I bracket the Statistic Brain 
finding into seven key reasons for that entrepreneurs experienced business failure:

All of these focus on the decision-making of the entrepreneur and general 
business knowledge.

Notice that all of these are business- and team-related issues, even the ones that 
relate to the product. Issues like there are always tied to leadership and the leader’s 
ability to build a strong team and drive a business model and business thought 
process and discipline. Also, keep in mind, if running out of money is the ultimate 
reason for failure, there are always other factors that cause this result.

The failure rate is different in depends of the start-ups sector:

In another study, CB Insights 
looked at the post-mortems of 101 
start-ups to compile a list of the Top 
20 Reasons Start-ups Fail. The focus 
was on company level reasons for 
failure. This list is instructive, but 
each of these reasons for failure is 
due to a failure in leadership at some 
level. The top nine most significant 
from this study are:

1. Lack of focus
2. Lack of motivation, commitment and passion
3. Too much pride, resulting in an unwillingness to see or listen
4. Taking advice from the wrong people
5. Lacking good mentorship
6. Lack of general and domain-specific business knowledge: finance, operations, 
and marketing
7. Raising too much money too soon

1. No market needs
2. Ran out of cash
3. Not the right team
4. Got outcompeted
5. Pricing/cost issue
6. Poor product
7. Need/lack business model
8. Poor marketing
9. Ignore customers
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To achieve success, entrepreneurs should be aware of common challenges so 
they don’t make the same mistakes that others have already made. We review in 
detail common reasons why start-ups fail and how to avoid failure and work on 
things that actually create value.

The most common reason for start-up failure is an entrepreneur’s assuming a 
brilliant idea is enough. Some entrepreneurs sincerely believe they’ll come up with a 
great idea and customers will immediately beg for it and fork over their money. But 
actually, they don’t. Vitoto had a relevant idea to allow people to create and share 
videos collaboratively. But bad business decisions led to this start-up’s failure.

Don’t be too optimistic about acquiring your first customers; thoroughly think 
out the business model instead. A business model should account for all costs, the 
required technology stack and team, the marketing strategy, and different methods 
of monetization. The essence of a business model is to allow entrepreneurs to better 
understand how they’ll run their business and operations and how to attract and 
win customers.

Startup business failure rate by industry

Good idea, bad business

42%Finance insurance and real estate

44%Education and Health

44%Agriculture

45%Services

49%Mining

51%Manufacturing

53%Construction

63%Information
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About market interest we would like to start with the words of Dave Thomas, 
founder of Wendy’s:

Unfortunately, most entrepreneurs miss 
one important aspect in the early stages of 
product development: They don’t clearly 
understand their product’s aim, who they’re 
building the product for, what problems it 
should solve, and what it might be able to 
achieve in the market.

For example, “Moped” (a free messaging 
application) failed due to lack of market 
demand. As the start-up founder Schuyler 
Deerman said, “We didn’t build something 
that enough people wanted.” Poor market 
research leads to misunderstanding of the 
target audience and, as a result, a product 
that no one wants.

Lack of market interest

Ideas are easy. Implementation is hard.

“What do you need to start a business? Three simple things: know your 
product better than anyone, know your customer, and have a burning 
desire to succeed.”

Guy Kawasaki, Alltop co-founder and entrepreneur said:

It doesn’t matter how good the idea is; if it can’t be profitable or scalable 
in the future, the start-up eventually will fail.

THE LESSON WE CAN LEARN:
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There are some common causes of poor product-market fit:

To avoid challenges with market fit, start-ups should validate their products using 
pilot projects before launching. Or alternatively, they can conduct beta testing to 
significantly reduce the risk of failure and market rejection. One more solution is to 
build a minimum viable product (MVP) that allows entrepreneurs first to build the 
core features of a product, test it, and then develop the next version according to 
user feedback.

▸ Not enough demonstrated value to make people actually use or buy the product
▸ Wrong time to release the product – A start-up can be ahead of its market by 
a few years and customers may just not be ready for a particular solution at the 
moment.
▸ The product doesn’t solve a problem for enough people.

To make a start-up prosper, provide a new solution that will be 
valuable for people.

The goal of many start-ups is to not be a start-up anymore. They’re 
all in a hurry to scale. Scaling refers to hiring people, getting funded, 
releasing new products, entering new markets – and growing too much 
too soon. Unfortunately, not everything is as smooth as it may seem. In 
reality, up to 70 percent of start-ups scale too early and, as a result, do 

THE LESSON WE CAN LEARN:
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1. Get to know your target audience
2. Thoroughly consider what issues the product will solve
3. Deliver an MVP to market and get feedback
4. Add features, fix issues, and release the product again
5. Promote the product so people know it exists
6. Optimize the conversion funnel and find ways to retain more customers
7. Scale when the cost to acquire a user is lower than their lifetime value
Here are a few indicators that a business is ready to scale:

▸ There’s a clear understanding of the lifetime value of customers and the cost to 
acquire a new user
▸ The business model is repeating, meaning the company is acquiring customers 
in a similar way.
▸ Entrepreneurs work more on the business than in the business.

As they say, slow and steady wins the race. So, do everything step by step:

“Premature scaling is putting the cart before the proverbial horse. The 
more a company grows, the further away from profitability it becomes.”

7 effective steps to scale your business properly

things out of order. As Michael A. Jackson said:
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An incredibly common problem that causes start-ups to fail is challenges with the 
development team. Statistics shows that 23 percent of start-ups fail due to the wrong 
team. Let’s take a look at the most common challenges start-up founders may face 
with a development team.

Usually, start-up founders are unwilling to invest much money on product 
development in the initial phase. Accordingly, they look for cheap solutions and don’t 
hire enough technical experts. As a result, developers lacking proper qualifications 
build a low-quality product that no one will use.

One thing start-up definitely can’t 
afford is poor management. Poor 
management can mean a development 
team doesn’t know exactly what the 
company needs and isn’t 100 percent 
involved in the process. Delays are 
frequent. Due to lack of clarity, product 
quality deteriorates and the product 
development takes longer than 
required.

Challenges with the development team

Lack of technical expertise

Ineffective management

 “The secret to successful hiring is this: look for the people who want to 
change the world.” - Marc Benioff, CEO of Salesforce

Don’t get ahead of yourself. Don’t try to grab a new market when the 
business isn’t ready.

THE LESSON WE CAN LEARN:
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Needless to say, all founders are eager to hire the best specialists. Hiring locally 
is easy and convenient, but unfortunately, the local talent pool is usually limited. 
Start-up founders should be ready for the fact that not all specialists want to 
relocate for a job.

The Holmes Report shows that due to poor communication, companies lose $37 
billion annually. Poor communication isn’t just about language issues; it’s about the 
development team not setting up a clear communication flow, ignoring meetings, 
and not having so-called “constant fusion.” Founders just can’t work closely with 
the team during the whole development process and are in the dark. This leads to 
the development team lacking a vision for the product and simply not getting the 
idea.

Below, you can see some steps to prevent issues with your development team.

It’s crucial for any business to have a clear monetization strategy; otherwise, the 
company has every chance to die.

Lack of people

Poor communication

Poor monetization
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“It’s almost always harder to raise capital than you thought it would be, 
and it always takes longer. So, plan for that.” - Richard Harroch, venture 
capitalist and author

That’s what happened to Everpix. Everpix allowed users to store their smartphone 
pictures on a secure server. Unfortunately, the founders never applied any 
monetization strategies. When it was time to pay Amazon Web Services for the 
servers, the budget was blown, and the company had to shut down.

In order not to repeat the Everpix mistake, start-ups should clearly understand 
how they’ll recoup their investments and make money with the product. Let’s take a 
look at the biggest driver of software revenue.

This one is really easy. If you find yourself doing one of these things without 
knowing they’re going to move the needle, STOP!

Lack of focus

A brilliant product idea isn’t enough. For a business to flourish, it’s vital 
to keep your eyes on monetization strategies. Now that we’ve reviewed 
common reasons why start-ups fail, let’s summarize how to avoid these 
mistakes or overcome them.

THE LESSON WE CAN LEARN:
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STOP:

▸ “Coffees,” whether that’s with potential partners, investors or acquirers.
▸ Networking. Seriously…
▸ Recruiting a board of advisors
▸ Doing partnerships without proof of extra revenue
▸ Spending time on PR and social media before knowing you’ve got the right product 
for the right customer
▸ Going to conferences
▸ These are the silent killers of the potential of your start-up.

“Lack of direction, not lack of time, is the problem. We all have twenty-
four-hour days.” - Zig Ziglar
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If you want to fund 
your business, you have at 
least 12 creative ways to do 
so. But you don't just want 
to chase investors. While 
there is nothing wrong 
with attracting investors, 
this must never distract 
your focus away from the 
more important and the 

sole source of funds which truly matter for your business, none other than the users 
or customers. Keeping your users satisfied and willing to pay for your product means 
that you are in business. 

Focus on meeting your users’ needs as you implement your ideas. If your users are 
happy and you can show traction and/or a growth curve, investors will be pleased.

Basically, the only two things you need to focus on when you’re in start-up phase is:

The only way to stay on track as a start-up is to develop the product and talk to 
users. You just don’t have time to get caught up in other things.

Start-ups faced their demise as they are too intent in searching for investors 
while neglecting their users.

USERS PRODUCT

Chasing Investors Not Users

“Because, when things get hard, if you’re chasing just the dollars, or a 
random market opportunity, you’re not going to be able to have the 
fortitude, the passion, to stay with it.”
- Chase Jarvis, co-founder of CreativeLive

Stop spending all your time doing stuff that doesn’t move the needle.

THE LESSON WE CAN LEARN:
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Regardless of the type of start-up you have, timing is everything. So, if you fail to 
market at the right time, you will surely end up shutting down your start-up in the 
long run.

Start-up owners should remember that timing can make a difference in marketing 
their products and services. Wrong time to market your services or products might 
just cause you loss of investment. For example, if your start-up is a clothing line and 
you offer winter clothes on a hot summer season, expect that your target customers 
will ignore you. No matter how cheap your winter clothes are, they won’t buy them 
because people will look for something that would fit in for their summer goals. This 
can sound like a silly example and you probably wonder: who would do such a thing 
but I can ensure you this happens. Bad timing will take you nowhere but failure.

Many start-ups don’t think of networking as an important component of their 
business model. They believe it’s a waste of time.

Wrong Time to Market

No Networking

“I’ve actually heard this from more than one person, including bestselling 
authors, Drew Houston of Dropbox, and many others who are icons of 
Silicon Valley. It’s something I re-read every morning. It’s also said that 
‘your network is your net worth.’ These two works well together.”
- Tim Ferriss

If you just talk to investors without focusing on your product and users, 
nobody will invest in you – no matter how many investors you meet.

THE LESSON WE CAN LEARN:

So, decide on the perfect time to market and you will see the difference.

THE LESSON WE CAN LEARN:



52

How to be a successful entrepreneur and how to build successful start- up

Even for big companies, networking is a crucial part of their marketing strategies. 
With start-ups, having no networking will just lead you to the path of failure. 
Networking is essential in a way that it can help you connect with people whom you 
can be your potential investors or clients in the end. You can also connect with fellow 
entrepreneurs who might become partners, co-founders, mentors or friends who will 
help you when needed. If you know how to connect with people, it’s easy for you to 
market your start-up, enabling you to reach your target audience easily and without 
exerting too much effort and money on some marketing tools.

Networking is not that hard, even if you are shy: just go to people, 
introduce yourself, ask them what they do in life, exchange a business 
card or a LinkedIn profile and done: you’ve networked.

THE LESSON WE CAN LEARN:

After those general examples we can sup 
with a question:

Are the reasons for success the opposite 
of those for failure?

There are things that you must possess 
to be a successful entrepreneur, but they 
won't guarantee success. That said, it stands 
to reason that if you fixed the reasons for 
business failure, you would at least improve 
your chances of success.

If you look at both the reasons for failure and the factors for success, it is clear 
that commitment to a plan is key. This, of course, implies having a plan. This does 
not mean that you are completely inflexible, but you can stay the course. This is why 
the most successful companies have one or two pivots. I do not think that every little 
business adjustment or fine-tuning as a pivot. A true pivot is a change in course of 
direction that results in a material change in the product-market strategy. 

Successful start-ups are businesses. It therefore stands to reason that you need 
to establish and implement solid fundamental business principles and practices 
to improve your chances of success. Many technical founders fall in love with their 
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product idea and consciously or unconsciously believe that if they build a better 
mousetrap, the world will beat a path to their door. However, both the success and 
failure studies show that you need leadership in the company with general and 
domain-specific business knowledge to be successful. Of course, you also need to 
have strong technical expertise in your chosen product development area.

Does this mean that a technical 
founder cannot be successful as a CEO? 
No, it doesn't. Look at Dr. Irwin Jacobs, 
the co-founder and founding CEO of 
Qualcomm, as a classic example. Dr. 
Jacobs is a brilliant engineer and former 
professor at MIT. However, he also has 
a brilliant business mind and a lot of 
business knowledge. Prior to Qualcomm, 
Dr. Jacobs ran another company, MA-
Com, so he had experience running a 

company. He also surrounded himself 

with a strong management team. There 

are many other examples of this success 

formula, but there are far more where 

there is a seasoned businessperson 

who has domain expertise leading the 

company, and a strong technical team 

driving product development. Steve 

Jobs (Apple, NeXT, and Pixar) is the 

classic example as a business-oriented 

founder. Meg Whitman (eBay) and Eric Schmidt (Google) are great examples of CEOs 

who were brought into companies at an early stage to complement an exceptional 

team of technical founders.

Finally, having a clear and realistic idea of how long things take, setting 

intermediate milestones for every 12 to 18 months, and raising just enough money it 

to get to the next set of key milestones, is not only important to capital efficiency, it 

is also important for success.

Dr. Irwin Jacobs
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Many start-ups don’t think of networking as an important component of their 
business model. They believe it’s a waste of time.

In Conclusion

“All I Want to Know Is Where I’m Going to Die So I’ll Never Go There.“ 
- Charlie Munger

▸ 90% of start-ups will fail yearly stage or later.
▸ The entrepreneurs behind them will continue fighting huge wars for average 
results.
▸ Average results at best.
▸ That doesn’t have to be you.
▸ You can reach way higher. The road there is free and open.
▸ Choose success over failure.
▸ Choose customers over products.
▸ Choose focus over external validation.
▸ Choose a balanced team over going at it alone.
▸ Choose predictable growth over “too much, too soon”
▸ If you’re able to prevent these mistakes, then you’re setting yourself up for 
major success.
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The last part of this chapter is dedicated to real failure start-ups stories, the 
Start-up Genome Report citing that within three years, 92% of start-ups fail, maybe 
there’s something to learn before jumping into your own company. Let’s take a look 
at some common blind spots and how we can avoid them.

Beepi’s used car marketplace made a big splash when it was first founded. In 
a world of exploding on-demand marketplaces, Beepi’s future looked bright to 
consumers and investors. In 2015, Beepi secured a hefty $60 million Series B funding 
round.

Considered a classic example of a company with a “good idea and bad execution,” 
Beepi’s high burn rate led to the company’s demise. Leadership was notorious 
frivolous, with TechCrunch reporting that Beepi’s executives were going through $7 
million monthly due to “grossly high salaries” and spending on frivolous extras like 
a “$10,000 sofa” for an exec’s private office.

The founders may have also been set on raising too much money too soon and 
were far too aggressive when negotiating for a higher valuation. Reports also say 

Beepi, raised $149 million

Failed Start-ups and the Lessons Learned
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leadership was also known to micromanage decisions, not giving their employees 
the chance to act quickly and learn. Struggling after an unnamed strategic Chinese 
investor pulled out its support, Beepi was forced to lay off its 180 staff members.

Beepi blew through their $149 million in funding, merging its remaining parts to 
Fair.com, later reported an attempt to repay creditors.

Be cautious, not cocky – money does run out.

THE LESSON WE CAN LEARN:

Founded in 2013, Juicero was known for their $699 Wi-Fi-connected luxury juicer 
that required proprietary juice packs. Original founder, Doug Evans, compared himself 
with Steve Jobs in his mission for juicing perfection, explaining how his juice press 
had the force to “lift two Teslas.” Tech blogs labelled Juicero, the “Keurig for juice.”

Although the CEO, Jeff Dunn, former president of Coca-Cola North America, argued 
that the Juicero was “much more” than just a juicer, the public seemed to disagree. 
When Bloomberg released a video that showed that their juice packets could be 
squeezed by hand just as quickly, if not faster, consumers were dissuaded by the 
seemingly obsolete and large machine. Investors also expressed that the device was 
bulkier than originally thought.

Juicero, raised $118.5 million
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User test your pricing and product before going to market, and respond 
to feedback.

THE LESSON WE CAN LEARN:

Healthy food start-up, Sprig, 
closed its doors in May of 2017, 
proving that on-demand food 
delivery is a tough business.

At a $110 million valuation, 
Sprig’s demand maintained its 
growth, but Sprig’s CEO Gagan 

Biyani explained: “the complexity of owning meal production through delivery at 
scale was a challenge.” According to reports on Bloomberg, Sprig burned through 
$850,000 a month and was ultimately unable to find a buyer. Partner at August 
Capital, Howard Hartenbaum, explained the reasoning behind the unsustainable 
business model to Bloomberg:

Sprig, raised $56.7 million

Responding to the negative press, the team cut the cost of its machine to $399. 
After shifting resources to lower the price of the machine and their juice packs, 
Juicero shut its doors 16 months after its initial launch. Their final blog explained 
that they would have needed an “acquirer with an existing national fresh food supply 
chain” to continue its mission to create a luxury juice brand.
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“It has become obvious that you can’t make money on individual deliveries; 
the cost of a single meal is too low to hide your associated fees. Who wants to 
subsidize a company with no path to profitability?”

The food delivery business has yet to prove itself to be sustainable with 
competitors like Munchery, Zesty, and Postmates all struggling.

Profitability comes first.

THE LESSON WE CAN LEARN:

 Avoid falling into the “trend” trap.

THE LESSON WE CAN LEARN:

Founded in 2013, Yik Yak, the anonymous chat app took colleges by storm. 
Valued at $400 million at its peak, Yik Yak was unable to keep up with students as 
Snapchat took off.

Plagued by cyber bullies, threats, and cruel content, Yik Yak was even banned 
from some universities like College of Idaho. Along with its inability to pivot to 
group messaging, Yik Yak was unable to maintain its buzzworthy quality. Lastly, by 
the end of 2016, app downloads declined 76% from 2015. Yik Yak closed its doors 
April of 2017.

Yik Yak, raised $73.5 million
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The now-famous Subway sandwich 
restaurant was founded in 1965, by 
17-year-old DeLuca, when he borrowed 
$1,000 from family friend Dr. Peter 
Buck.

This was after Buck suggested the 
idea to help DeLuca make money for 
college to study medicine. Fred was 
only 17 years old when he decided 
to be an entrepreneur, his plan was 
to begin a "fast-food venture that 
provided a healthful, less fattening bill of fare". On the radio advertisement they had 
promoted the name as "Pete's Submarines," which sounded like "Pizza Marines”, so 
they changed the name to "Pete's Subway." Eventually in 1968, it was shortened to 
simply "Subway" as it is known today.

The first shop opened on August 28, 1965 at a mediocre location in the city of 
Bridgeport, Connecticut. The first year of business was a learning experience and 
a challenge. A year later they opened their second location, having realized that 
visibility and marketing were key factors to success. DeLuca believed that the biggest 
mistake he made was where he set up his very first shop as it was a "crummy location.” 
The third outlet was in a highly visible location and that location is still there today.

In 1978, Subway's 100th store opened, and reached the 1,000-store mark in 
1987. Explosive growth continued with Subway opening 1,100 units in 1993 alone. By 
comparison, McDonald's opened 800 that same year.

As of April 2018, the company counts 43,700 franchised locations worldwide, it 
produces US $9.05 billion in sales every year. In 2007, Forbes magazine named DeLuca 
number 242 of the 400 richest Americans with a net worth of $1.5 billion. Today, 
Subway is one of the most popular chain food vendors.

Best cases of start-ups
(success stories) 
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DeLuca and his co-founder Peter Buck also partnered to create Franchise Brands 
in an effort to assist other entrepreneurs in replicating their success in the franchise 
industry.

Mark Zuckerberg created the software that would eventually become the popular 
social networking site Facebook. On February 4, 2004, he launched it from his 
Harvard dormitory room. An earlier inspiration for Facebook may have come from 
Phillips Exeter Academy, the prep school from which Zuckerberg graduated in 2002. 
It published its own student directory, "The Photo Address Book", which students 
referred to as "The Facebook". 

Once at college, Zuckerberg's Facebook started off as just a "Harvard thing" until 
Zuckerberg decided to spread it to other schools, enlisting the help of roommate 
Dustin Moskovitz. Zuckerberg, Moskovitz and some friends moved to Palo Alto, 
California in Silicon Valley where they leased a small house that served as an office. 
Over the summer, Zuckerberg met Peter Thiel, who invested in the company. They got 
their first office in mid-2004. According to Zuckerberg, the group planned to return to 
Harvard, but eventually decided to remain in California.
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While most successful young 
entrepreneurs make their money 
building popular Web sites, Fraser 
Doherty built his empire using a 
more traditional way. He started 
his incredible business career 
at the age of just fourteen. After 
being taught how to make jam in 
his Grandmother’s kitchen in Scotland, he came up with a way of making jam 100% 
from fruit. At sixteen, he left school to work on his jam business and he presented 
his brand, SuperJam, to Waitrose and went on to become the youngest ever supplier 
to a major supermarket.

SuperJam has since grown into a company that has sold many millions of jars 
through thousands of supermarkets around the world. As well as being a commercial 
success, the business has invested in successful charitable projects - running 
hundreds of free tea parties for the elderly and setting up hundreds of community 
beekeeping projects.

Vanity Fair magazine named Zuckerberg number 1 on its 2010 list of the Top 100 
"most influential people of the Information Age". Zuckerberg ranked number 23 on 
the Vanity Fair 100 list in 2009. In 2010, Zuckerberg was chosen as number 16 in New 
Statesman's annual survey of the world's 50 most influential figures.

Zuckerberg fielded questions during a live Q&A session at the company's 
headquarters in Menlo Park on December 11, 2014. The founder and CEO explained 
that he does not believe Facebook is a waste of time, because it facilitates social 
engagement, and participating in a public session was so that he could "learn how 
to better serve the community".

Zuckerberg receives a one-dollar salary as CEO of Facebook. In June 2016, Business 
Insider named Zuckerberg one of the "Top 10 Business Visionaries Creating Value for 
the World" along with Elon Musk and Sal Khan, due to the fact that he and his wife 
"pledged to give away 99% of their wealth — which is estimated at $55.0 billion."
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Fraser has been commended by the 
Prime Minister at Downing Street, by 
HRH Prince Charles and was recently 
awarded a medal (MBE) “for services to 
business” by The Queen. He has shared 
his incredible story at more than 500+ 
conferences in 27 countries around the 
world, as well as in his best-selling books 
SuperBusiness - published in UK, US, 
Australia, Korea and Japan, 48 Hour Start-
up – published in the UK, US, Netherlands 
and Korea and The SuperJam Cookbook.

SuperJam sells around 500,000 jars a year, which currently has around 10 percent 
of the UK jam market.

In 2009, sources reported that Doherty’s 100% stake at the company already made 
him worth $1-$2 million, free from debt. That year, his jam made 60% rise in sales 
compared to 2007, pocketing him $1.2 million on the net.

Alongside income, Fraser Doherty also earned notable accolades, Enterprising 
Young Brit Award (2004), Young Entrepreneur of The Year (2007), Glenfiddich Spirit of 
Scotland Award (2008), Nectar Business Entrepreneur of The Year (2009), Top 10 in 
`Times Young Power List' (2011), Member of The British Empire (2014), Start-ups Young 
Entrepreneur of The Year (2014), Scottish SME Business Awards (Finalist) (2017).

In 2011, at age 16, Boyan Slat came across more plastic than fish while diving in 
Greece. He decided to devote a high school project for deeper investigation into 
ocean plastic pollution and why it was considered impossible to clean up. He later 
came up with the idea to build a passive system, using the circulating ocean currents 
to his advantage, which he presented at a TEDx talk in Delft in 2012.
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Slat discontinued his aerospace engineering studies at TU Delft, to devote his 
time to developing his idea. In 2013, Slat founded the non-profit entity The Ocean 
CleanUp, of which he is now the CEO. shortly after, his TEDx talk went viral after being 
shared on several news sites.

 The group's mission is to develop advanced technologies to rid the world's oceans 
of plastic. It raised US$2.2 million through a crowd funding campaign with the help 
of 38,000 donors from 160 countries. In June 2014, the Ocean CleanUp published a 
528-page feasibility study about the project's potential. Oceanographers Kim Martini 
and Miriam Goldstein declared the concept infeasible in a technical critique of the 
feasibility study on the Deep Sea News website, which was cited by other publications, 
including Popular Science and The Guardian. The Guardian reported that as of March 
2016, the Ocean CleanUp was continuing to test and refine the concept.

Since the Ocean CleanUp started, the organization has raised $31.5 million in 
donations from entrepreneurs in Europe and in Silicon Valley, including Marc Benioff, 
CEO of Salesforce.

The first mission and second missions both discovered failures with the system, 
but the third mission in 2019 showed that it can collect plastic.

In November 2014, Slat was awarded the Champions of the Earth award of the 
United Nations Environment Programme. HM King Harald of Norway awarded Slat the 
Young Entrepreneur Award in 2015. Forbes included Slat in their 2016 "30 under 30" 
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list in 2016.  In February 2017, Reader's Digest appointed Slat European of the Year, and 
the Dutch magazine Elsevier awarded him Nederlander van het Jaar 2017 (Dutchman 
of the Year 2017). In 2018, Slat was awarded the Leonardo da Vinci International Art 
Award and Euronews award "European Entrepreneur of the Year".

Launching your own business is quite 
an accomplishment—especially if it 
happens before you finish kindergarten. In 
2010, Cory Nieves also known as "Mr. Cory" 
just at six-years-old, told his mother, Lisa, 
he was tired of taking the bus to school 
and he wanted to buy a car. He crafted the 
idea to sell hot cocoa to raise the funds in 
his local town of Englewood, New Jersey.

After realizing his dedication to his 
new business, Lisa encouraged him to 
continue selling hot cocoa to save money 
for college. Not only did Mr. Cory keep at it, 
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but he began selling lemonade and cookies 
to expand options for his loyal customers. 
Mr. Cory and Lisa spent months learning 
how to bake, testing original cookie recipes.

One day, they taste-tested a cookie 
and had the perfect chocolate chip cookie 
that was all-natural and made from high-
quality, ingredients. Since the launch of 
the chocolate chip cookie, Mr. Cory has 
expanded his line to include more all-
natural flavours for his health-conscious customers: Double Dark, Oatmeal Raisin, 
and Sugar, with more to come!

Through his cookies, Mr. Cory has been able to work with some of the nation's 
leading companies and brands, including, but not limited to: Aetna, Barney's, 
Bloomingdales, Citibank, J. Crew, Macy's, Mercedes-Benz, Pottery Barn, Ralph Lauren, 
TOMS, Viacom, Whole Foods, Williams-Sonoma and now their partner, Mr. Marcus 
Lemonis!

In addition to working with non-profits, such as Bergen's Promise in Rochelle 
Park, New Jersey and the Children's Aid Society in New York City.

Used on millions of sites 
worldwide, WordPress is now the 
world’s most popular self-hosted 
blogging tool. Over the years, 
hundreds of people from all over 
the world have collaborated to 
develop this wonderful piece of 
free and open source software 
into a fully-fledged Content 
Management System that not only 
excels in the world of blogging, 
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but also as a system capable of powering all sorts of ventures – from sites with only a 
few pages to huge media and e-commerce sites with thousands of pages.

In January 2003 Matt Mullenweg, a 19 years old university freshman who was using 
the b2 blogging software to post photos he was taking on a trip to Washington D.C., 
wrote on his blog that he’d be willing to create a fork of the project, which, together 
with a guy named Mike Little (who now runs a web development company named 
Zed1), is exactly what he did.

Mullenweg and Little released the first version of WordPress in May 2003.
Others soon joined Mullenweg and Little. In April 2004, along with fellow developer 

Dougal Campbell, the then WordPress team launched a hub for notifying blog search 
engines of new blog posts/updates, named Ping-O-Matic. The following month, a 
principal competitor of WordPress, named Movable Type, announced a radical change 
to their pricing structure, thereby adding significant fuel to the WordPress fire by 
driving thousands of Moveable Type customers their way.

The version1.5 of WordPress, released in February 2005, received over 900,000 
downloads.

In March 2007, Mullenweg was named #16 of the 50 most important people on the 
web by PC World, reportedly the youngest on the list. December 2011, Mullenweg was 
listed in Forbes 30 Under 30 for Social/Mobile for the impact he has made on the 
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blogging world through open source. In May 2012, Mullenweg was listed in Forbes's 
Most Influential Angel Investors on AngelList. In December 2012, Mullenweg was listed 
in 2012 Forbes's 30 Under 30 in Media.

WordPress now powers well over 17% of the top million sites, which according to 
All Things D, equates to over 70 million sites. With over 13000 plugins, WordPress is 
already more than just a basic CMS – it’s a system capable of powering a vast array of 
different projects!

The best way the future of WordPress was described was by Matt Mullenweg himself: 
“I see the future of WordPress as a web operating system”.

Founded in 2008, Maya's Ideas is an award-winning slow fashion brand creating 
sustainable, artisan crafted, accessories and clothing made from organic, recycled, 
and vintage materials. Award-winning founder and CEO of eco-fashion brand 
Maya’s Ideas, 3 times TED Speaker, artist, global activist, animator, filmmaker, social 
entrepreneur, coder and Simon & Schuster author Maya Penn founded the brand at 
just 8 years old from a passion for art and design and a drive to tackle the negative 
impact the fashion industry has on the environment.
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Maya’s story began with a 
humble piece of fabric she found 
lying around the house. She 
transformed that little scrap into a 
zebra-print headband embellished 
with a butterfly. She called it “Zebra 
Fly.” That experiment led to more 
handcrafted accessories, and soon, 
she was getting stopped on the 
street by admirers who wanted 
to know where she bought them. 
That was when she knew she had 
stumbled onto something big.

Those passing comments from 
strangers planted a bold idea 
in Maya’s head, and at the ripe 
old age of eight, she decided to 
launch a fashion company. Years 
later, Maya’s Ideas is flourishing, 
and she has stayed true to her 
mission: All the items she makes 
are environmentally friendly.

Now Maya and her eco-friendly 
designs have been featured in 
Forbes, NYLON, Marie Claire, 
Business Insider, Grist, Sustainable 
Living Guide, Wired, TIME, O 
Magazine, and more. Maya's Ideas 
is always experimenting and on the 
cutting edge of sustainability, even 
utilizing innovative sustainable 
practices and technologies such as 
bio fabrication.
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“Sebastian Creates a Sock Company” is the story of Are You Kidding, a sock 
company founded by entrepreneur Sebastian Martinez when he was only five years 
old, with the help of his family. Known as “the Sock Kid” in preschool, Sebastian 
always loved and wore wacky socks. His grandma worked in retail and brought him 
socks when she visited. By the time he was five, he had more than 100 pairs of 
colourful, tall socks. His love for their wacky designs spurred a question in mother 
Rachel Martinez: “Would you like to design your own socks?” She remembers the 
exact date: June 25, 2013.

In May 2014, Are You Kidding? became a real company, and Sebastian, at six years 
old, took the seat as CEO, while his mother led as president and his brother Brandon 
Martinez, Director of Sales. Just one month prior, the first shipment of socks arrived. 
Boxes filled the Martinez home and overflowed into other relatives’ houses, as well. 
They were ready to sell!

Today, the duo has built an inspiring business that has not only sold tens of 
thousands of socks, but also partners with non-profits — such as the Live Like 
Bella Foundation, SLAM ALS, Autism Speaks, Breanna Vergara Foundation, and the 
American Cancer Society — to design and sell cause-specific socks that support each 
organization’s mission.
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How to start business 
(step by step)
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People often asking question for a list of steps they can use to start their own 
business. However, there are things that every business needs to do to get off the 
ground. So, here are the nine key steps you need to take to start your own business. 
Just remember, be flexible. Every business is unique and you may need to refine this 
list as you go.

Being your own boss is wonderfully exciting, but everyone can do it. Anyone 
considering starting a business needs first to consider if s/he is suited for it, 
personally and professionally.

There are no right or wrong answers to these questions. This self-evaluation is 
designed to help you think through critical aspects of your personal and business 
readiness to be self-employed. It will help you: Assess your reasons and qualifications 
for going into business; set personal and business goals; consider if this is the right 
time to start a business; if you have the freedom, flexibility and resources to start a 
business.

1. Conduct personal evaluation
2. Refine your idea.
3. Write a business plan.
4. Assess your finances.
5. Determine your legal business structure.
6. Register with the government and IRS.
7. Build your team.
8. Brand yourself and advertise.
9. Grow your business.

Conduct a personal evaluation

“Know yourself, and work in a job that caters to your strengths. This 
knowledge will make you happier.” 
– Sabrina Parsons
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It is recommended that you bring a completed version of this self-assessment 
to your first counselling session. It will provide a profile of you and your 
readiness to start a business. To self-assess, ask yourself the following 
questions and answer as honestly and in as much detail as possible.

SUGGESTION

SELF ASSESSMENT: Are You Ready to Be in Business?

Why do I want to start a business? OR Why am I in business?

Specifically, what kind of business do I want to start (or am I in)?

Why do I believe I can make this type of business work?
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Why do I believe this type of business is sustainable?

What education, skill or experience do I have in this industry?

What is my true purpose and/or the goal I hope to accomplish with this business?

What is the financial goal I am seeking to achieve?
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If I will need financing, do I have the resources and credit worthiness necessary to 
be eligible? [High credit score plus assets, collateral and good financial history.]

What are my strengths?

What is my physical, mental and emotional health and stamina?

What are my weaknesses?
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What knowledge and skills do I have to start and control the day-to-day operations 
of a business?

Do I know and understand the technology necessary to be competitive in this 
business?

Do I have good judgment in people and ideas?

What sacrifices and risks am I willing to take to be successful?
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What will it take for me to balance personal life and business demands?

“What do I need to do and what comes first?” - That’s the question most often 
asked by people considering starting a business. There is a logical sequence of 
actions and a process for starting a business. As it was listed above, we have created 
a “Steps to Starting a Business”:

Step #1 is deciding on what type of business you want to start. Many people 
choose to start a business around something they know and are passionate about. 
The first question every would-be business owner needs to ask about his/her 
product or service idea: “What problem does it solve or what need does it fill?” There 
are many reasons why consumers make purchase decisions, but the primary one is 
need. Market research will help you answer this question.

SELECT A BUSINESS IDEA
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Market research is the first and most important task you need to accomplish 
before you start your business, to determine if your idea is feasible. Market research 
is the gathering of facts and figures to make an informed decision about the market 
potential for your business, about the prospects for success and the direction your 
business will take – both at the start and periodically as you continue on your 
business journey.

Do a quick search for existing companies in your chosen industry. Learn what 
current brand leaders are doing and figure out how you can do it better. If you think 
your business can deliver something other companies don't (or deliver the same 
thing, but faster and cheaper), you've got a solid idea and are ready to create a 
business plan.

After you develop what seems like a strong business idea, you’ll want to do some 
research and see what actual customers think. Much of the market research stage 
involves getting information about who your customers are and what they want 
or need.  You can use a combination of focus groups, online surveys, and phone 
campaigns to evaluate your buyers. You can also run online ads or content and see 
what level of engagement they command. 

In addition to talking directly with customers, it’s also vital to understand industry 
trends, economic data, and market statistics—and how all of this information might 
impact your business idea. All of the findings from your market research will be a 
crucial part of your business plan.

Market Research and Feasibility

Test your business idea

During the ideation phase, you need to iron out the major details. If the idea isn't 
something, you're passionate about or if there's not a market for your creation, it 
might be time to brainstorm other ideas.

 “The more you know about your industry, the more advantage and 
protection you will have.”
– Tim Berry
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Once you have your idea in place, you need to ask yourself a few important 
questions: What is the purpose of your business? Who are you selling to? What are 
your end goals? How will you finance your startup costs? These questions can be 
answered in a well-written business plan.

This being said, these are the 8 main questions that you’ll want to answer as you 
go through the process of creating your business plan:

A business plan helps you figure out where your company is going, how it will 
overcome any potential difficulties and what you need to sustain it. 

WRITE A BUSINESS PLAN

1. What does your business do?
2. Who is your business for?
3. Who are your competitors?
4. What is your unique value proposition?
5. How will your customers find you?
6. What resources will you need?
7. How will your business make money?
8. How long will it take you to make a profit?
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Starting any business has a price, you’ll also need to learn how to finance a 
business. At some point, you’ll need financing to either deal with short-term cash 
flow challenges or to fund the growth of your business. Although there are some 
businesses which are completely bootstrapped by profits, that isn’t the norm. Most 
business owners must obtain business loans or other external alternative funding 
such as:  Angel Investors, Venture Capital Firms or Crowdfunding.

With this in mind, you might choose to finance your business in any variety of 
ways. You might reach out to friends and family, pursue debt financing in the form 
of a business loan, or even work with an investor. Regard this topic we will describe 
more in upcoming topics.

One of the many important decisions you must make is what legal structure you 
should choose for your business.

Your choices for legal entity are sole proprietorship, partnership, corporation or 
LLC. Which structure you choose will depend on the type of business you run.

The major factors to consider include:

ASSESS YOUR FINANCES

DETERMINE YOUR LEGAL BUSINESS STRUCTURE

▸ The potential risks and liabilities of your business
▸ Income taxes
▸ Investment needs
▸ The formalities and expenses involved in establishing the business structure
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This is the most basic form of business structure, in which you alone own the 
company and are responsible for any liabilities associated with it. If you plan to 
operate a service business and won’t be taking on fixed assets or hiring any 
employees, a sole proprietorship might be the perfect structure for you.

Offering the liability protections of a corporation along with the flexibility and 
tax simplicity of a sole proprietorship or partnership, the limited liability company 
(LLC) is a “best of both worlds” business structure that has grown significantly in 
popularity over recent years.

A corporation is a more complex business structure usually reserved for larger 
companies or those in particularly high-liability industries looking for a little extra 
insulation. If you expect your business to eventually take on a lot of employees, 
it could be worth setting up a corporation now. A C-corporation is also the best 
business structure for raising money from investors.

Ultimately, choosing a structure for your business is one area where your smartest 
bet is to consult a business attorney for individual advice. It’s an important decision 

This structure defines a single 
business in which two or more individuals 
are owners. There are a few different 
small business partnership structures 
you can choose from, including a general 
partnership, a limited partnership, or a joint 
venture. Most lawyers won’t recommend 
partnerships as a business structure 
because, like sole proprietorships, they 
don’t offer much protection from liability.

Sole Proprietorship

Limited Liability Company (LLC)

Corporation

Partnership
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Many new businesses require to get a business license or permitting before they 
can start operating. In some communities, there’s a generic business license for 
every type of business.

In other areas, certain highly regulated businesses, such as childcare centres 
and foodservice businesses, need to apply for special types of business licenses or 
permits. Therefore, you’ll want to make sure that you check the regulations for your 
industry, state, and municipality to ensure that you get all of the licenses or permits 
you need to legally start your business.

After you’ve decided on the legal structure for your company, the next step to 
discuss in our “how to start a business” guide is registering your business. As we 
mentioned above, taking care of these legal obligations from the beginning will save 
you from greater hassle in the long run. To become an officially recognized business 
entity, you must register with the government. 

Get a Business License

REGISTER YOUR BUSINESS AND IRS.

that will have long-term impacts on how you do business, so you’ll want to do your 
research and make sure that you fully understand the implications of whatever 
structure you choose.

The decision of what legal structure to select may be very complicated. 
Therefore, it is strongly recommended that you consult with tax professional 
before deciding which structure is best for you and your business.

IMPORTANT NOTE:
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You’ll need to start taking steps with 
regard to your business’s finances and finally, 
actually getting up and running. This being 
said, one of the first important tasks to 
complete is to choose and open a business 
bank account. In fact, when it comes to any 
checklist on how to start a business, this is 
one of the most important steps not only for 
getting started, but also for the future of your 
business’s financial growth.

Unless you're planning to be your only employee, you're going to need to hire a 
great team to get your company off the ground. Joe Zawadzki, CEO and founder of 
MediaMath, said entrepreneurs need to give the "people" element of their businesses 
the same attention they give their products.

"Your product is built by people," Zawadski said. "Identifying your founding team, 
understanding what gaps exist, and [determining] how and when you will address 
them should be top priority. Figuring out how the team will work together ... is equally 
important. Defining roles and responsibility, division of labour, how to give feedback 
or how to work together when not everyone is in the same room will save you a lot 
of headaches down the line."

Open a Business Bank Account

BUILD YOUR TEAM
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Your launch and first sales are only the beginning of your task as an entrepreneur. 
In order to make a profit and stay afloat, you always need to be growing your business. 
It's going to take time and effort, but you'll get out of your business what you put 
into it.

Collaborating with more established brands in your industry is a great way to 
achieve growth. Reach out to other companies or even influencers, bloggers and ask 
for some promotion in exchange for a free product sample or service. 

While these tips help launch your business and get you set to grow, there's never 
a perfect plan. You want to make sure you prepare thoroughly for starting a business, 
but things will almost certainly go awry. To run a successful business, you have to 
adapt to changing situations.

Before you start selling your 
product or service, you need to 
build up your brand and get a 
following of people ready to jump 
when you open your literal or 
figurative doors for business.

Create a logo that can help 
people easily identify your brand, 
and be consistent in using it 
across all of your platforms, 

including your all-important company website. Use social media to spread the 
word about your new business, perhaps as a promotional tool to offer coupons and 
discounts to followers once you launch. Be sure to also keep these digital assets up 
to date with relevant, interesting content about your business and industry.

Creating a marketing plan that goes beyond your launch is essential to building 
a clientele by continually getting the word out about your business. This process, 
especially in the beginning, is just as important as providing a quality product or 
service.

GROW YOUR BUSINESS

BRAND YOURSELF AND ADVERTISE
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"Be prepared to adjust. There's a saying in the military that 'no plan 
survives the first contact' meaning that you can have the best plan in 
the world but as soon as it's in action, things change, and you have to be 
ready and willing to adapt and problem solve quickly. As an entrepreneur, 
your value lies in solving problems whether that is your product or service 
solving problems for other people or you solving problems within your 
organization."
- Stephanie Murray, CEO and founder of Fiddlestix Candy Co.

Business Plan
structure 

In spite of the fact that one of the major reasons for business failures is lack of 
planning, just mentioning the task of “writing a business plan” makes many aspiring 
(and existing) entrepreneurs cringe. There’s no question it does take time and 
commitment for researching, organizing information, evaluating, and writing down 
your actionable plan.

So why should every entrepreneur need to create and written business plan?
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If you’re looking for financing or investment, lenders and investors 
require a written plan. A completed business plan provides the 
information needed, and communicates your ideas to others, as the 
basis of a financial proposal. A decision on whether to extend financing 
or investment will be based on all the information in the business 
plan, not just the financials.

But the most important reason is YOU! It’s not enough to “have 
it all in your head” since ideas and thoughts aren’t a plan. What’s in 
your head is ideas, and they are like clouds that change from minute 
to minute. The process of putting a business plan together, including 
the information gathering and analysis, organizing and writing down 
the information you’ve discovered combined with your ideas and 
measurable goals forces you to see the business project in its entirety, 
including its strengths and shortcomings.

Writing your business plan is a virtual simulation. Before you 
invest a chunk of money, it allows you to get to know the economic 
environment, test the financial scenarios, identify and locate your 
markets, figure out the what/how/when/why of operations and 
management, and more. It allows you to consider and adjust for needs 
or opportunities. Writing a business plan can reduce your risk and 
increase your chances for success!

Once launched, your written business plan is a management tool: 
It provides benchmarks and  milestones you can use to measure 
your success; it is also a tool to remind management of the business 
goals as well as communicate them to employees as a means to keep 
everyone heading in the same direction.

1

2

3

4

69% of business owners who created a business plan said that it was a major 

contributor to their success.
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BUSINESS PLAN OVERVIEW

Business plan executive Summary

SECTION 1 | Company Introduction

Executive summary is the overview of your entire business plan and should 
succinctly highlight the most important parts of the plan. A one-page overview 
should be written after your business plan is finalised. You should focus on why your 
business is going to be successful.  You should briefly summarise your more detailed 
answers provided throughout the body of written business plan. The executive 
summary of a business plan is designed to capture the reader's attention and briefly 
explain your business, the problem you are solving, the target audience and key 
financial information. 

Introduce and describe your company. How/why was your company formed? How 
long has your company been in operation? Where is the company located and what 
is its legal entity?

You may want to highlight the following elements within this section:

• General overview of your business
• Your mission and goals for the business
• General description of your product and/or service
• The problem the product or service solves
• Target market
• Intellectual property status (patents, copyrights, etc., if applicable)
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Industry Analysis

SECTION 2 | Market Analysis/Marketing and Sales

Paint a picture of what is happening in your specific industry overall so you can 
plan how to take advantage of market opportunities. Similarly, industry awareness 
will help you determine if your sales projections are realistic. For example, is the 
industry large enough to support another supplier; how fast is your industry growing 
(sales $, number of customers, profits); are there some segments growing faster than 
others?

You may want to highlight the following elements within this section:

Strengths

ThreatsOpportunities

Weaknesses

• Current industry size, status, and trends (to understand how to position 
your company for market opportunities and to identify areas of growth or 
decline)

• New products or services in the industry
• Trade associations that support your product/service (potentially a 

great resource of industry and market information)
• Opportunities and threats affecting the industry (and how you will 

capitalize on the opportunities and handle the threats)
• SWOT analysis (your strengths, weaknesses, how you will overcome 

those weaknesses)
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Market Analysis

Customers

Provide a good description of 
your market (all who might buy your 
product or service), then group them 
into primary and secondary markets. 
Your primary market is the group that 
is likely to buy the largest quantity of 
your product, or that is likely to buy 
more of your most profitable product. 
Secondary market includes those 

customers who will buy, but probably not at the same volume level as your primary 
target. Next you should estimate how large your target markets are (number of 
potential customers, how much are they likely to spend in a given year). Then, predict 
how fast your target markets will grow. Be realistic. Even if every customer loves your 
product, they all have limits on their ability to spend.

You may want to highlight the following elements within this section:

It is important for a company to know exactly who they are targeting with their 
products/services, where the customers are located, why they are interested in 
the product/service, and when/how/why they will purchase the product/service. 
Describe your ideal customer in terms of their attributes or demographics (age, 
gender and income or business type, size and location) so that your selling approach 
will make sense to them.

You may want to highlight the following elements within this section:

• Market size and trends
• Quantify available markets (number of potential customers, how much are 
they likely to spend in a given year)
• Predicted annual growth rate of markets
• Define your primary and secondary markets



89

From Idea to Business

Competition

Who is your competition? Competitors include other suppliers who provide 
similar products (direct competitors) as well as those who provide a product 
in the same general category (indirect competitors). For example, a retail video 
rental store competes with other video rental companies, and also with other 
forms of entertainment such as movie theatres, etc.) How much of the market do 
your competitors hold? Who has the largest share of the market and what are 
their strengths and weaknesses? What is your competitive advantage against the 
competition?

You may want to highlight the following elements within this section:

• Indirect & direct competitors? Who are they and where are they?
• Competition analysis (what they do, how they do it, their strengths and 
weaknesses, how you might
• differentiate)
• Market share held by competitors (or annual sales volume)

• Description of target market (who is your ideal customer?)
• Geographic area for target market (nationwide? Globalwide?)
• Problem that company is solving for the market (what do they need?)
• Buying behavior (how often, how many products?)
• Decision making process (how much lead time, is it a group decision?)
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Marketing/Sales Plan

Your Marketing and Sales Plan needs to focus on the key characteristics of your 
target customers, their demographics and buying behavior, and their attitudes about 
your product. Why will a customer buy from you and not a competitor?

Set realistic sales goals that recognize the size of your industry, the size of your 
target market, how strong your competitors may be, and your ability to produce 
the product. Understanding your customers will also help you determine your sales 
force and distribution plans. Does your product require a direct sales approach? Will 
customers feel comfortable ordering online? Do customers need to see the product 
before purchasing? How many contacts will they need before agreeing to purchase?

Once you know your sales targets, you can plan your communications strategy 
around how many prospects you need to reach. Customers need to be aware of your 
company; and they have to want your product, have the ability to purchase it, and be 
satisfied with their purchase so that they will purchase again and also spread your 
name to others. Your advertising needs to include the media (such as print ads, radio, 
direct mail, billboards, events, publicity) that best reach your target market. And you 
will need to get the word out on a regular basis, so draft your communications plan 
onto a calendar, with regular communications activities throughout the year.

Often, partnering with a company that provides a complementary product can 
open the door to a broad base of potential customers. (For example, a Subway Shop 
may open next to a gas station.) Pricing is an important part of your marketing mix. 
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Your Management and Operations section needs to focus on how the business 
will be run: The management team and the experience and skill they bring to the 
business as well as how you will manage the company, who will be responsible for 
running the day-to-day operation as well as the steps and processes necessary to get 
the work of your business done. Even the best and brightest entrepreneurs cannot 
do everything. Identify key work areas that will ensure customer satisfaction and 
company growth and make sure staff understands their responsibilities. This ranges 
from how the telephone should be answered to what is your return policy; from how 
do we reach more customers, to what is the most cost-effective level of inventory? 
Note: Documented processes (job descriptions, training plan, activity steps, etc.) will 
help you develop consistency and quality in production, sales, delivery, and follow-
up customer care.

• Marketing and sales objectives
• Current customer profile (if applicable)
• Potential customers feature/benefit analysis (what are they looking for or 
do they need?)
• Potential teaming partners (who they are, why selected, if appropriate)
• Pricing: price points, margins and levels of profitability at various levels of 
sales
• Sales plan (methods and process, sales expectations for sales people, 
distribution channels, margins for
• intermediaries, customer service and warranties)
• Advertising: Year 1 detailed marketing communications plan including 
implementation plan; Year 2-5 general plan, marketing budget/costs, 
assumptions. 

SECTION 3 | Management and Operations

Estimate sales at various price levels. Investigate your target customers’ expectations 
about price in addition to what your costs are.

You may want to highlight the following elements within this section:
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Human Resources Plan

Operations Plan

Who is on your management team? Consider your knowledge and experience 
gaps and anticipate and plan for how you will cover those gaps and manage all 
the important business functions. Who do you know that might help you in the 
early stages, and where do you need to incorporate specialized assistance such 
as: Financial management — accountant; Legal advice; Risk management; Site or 
facilities — realtor and/or local economic development organization; Marketing and 
advertising — specialized consultants (graphic design, web development, marketing); 
Human resources — staffing service/consultant; Technology and computer systems 
— IT services consultant. Consider how many staff members will you hire and in 
which roles? How much money will you spend? What are your goals for staffing? 
Estimate the costs and benefits of full-time, part-time and contract employees. How 
will new employees be trained? Critical areas include Operations, Sales, and Finance, 
and each function needs to be defined. How will decisions be made? Where are your 
greatest strengths? What skill areas and team members need to be added?

You may want to highlight the following elements within this section:

• Management team
• Organizational structure (chart)
• Staffing objectives (job duties and basic work schedules – this may include 
outsourced roles)
• Board of Directors, Advisory Board (if appropriate)

• You may want to highlight the following elements within this section:
• Basics on how work will be processed
• Use of subcontractors for work activity
• Quality control
• Facility needs (site and/or floor plan are helpful visuals)
• Manufacturing needs (equipment, work flow)
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In a narrative, identify the financial goals and plans for your company. What do 
you need and how will you obtain it? Start by estimating your monthly costs, both 
fixed and variable. That total tells you at a minimum what you need to generate in 
revenue – and then you can work backwards and calculate how many products you’d 
need to sell, or how many hours of service you’d need to complete, to at least break 
even (income = expenses).

The following elements should be included in this section:

SECTION 4 | Financials

• Assumption page - A list of your explanations for the numbers in the 
financial projection.
• 2-5 years profit & loss statements – it will show if your company is projected 
to grow or is growing financially and according to your targeted goals.
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Business model Canvas
+ start-up cost analyses

The business model canvas is a strategic planning tool used by managers to illustrate 
and develop their business model. The business model canvas template clearly identifies 
the key elements that make up a business. Additionally, it simplifies a business plan 
into a condensed form. In this way, the business model canvas template acts like an 
executive summary for the business plan.

The Business Model Canvas is a visual framework for describing the different elements 
of how business works. It illustrates what the business does, for and with whom, the 
resources it needs to do that and how money flows in and out of the business. It can be 
used to design new models or to analyse current models. The canvas is made up of nine 
different elements. This introduction will explain what each of them might describe in 
an arts and cultural context. One advantage to the Business Model Canvas is that it is 
not a linear description. This allows for the effects of alterations in one area to be clear, 
making it easier to play around with changes to current or potential models. You can ask 
questions such as ‘what would happen to costs or revenue income if we introduce new 
partners or offers?’ This allows you to weigh up effects and risks. It can also stimulate 
new ideas. ‘What if...?’ can be the most powerful question when working with the canvas.
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BMC nine elements

Value Proposition

Customer Segments 

For many cultural organizations a natural 
starting point is the Value Proposition. This 
section of the canvas should capture what you 
provide to people that they value. It might also 
be something that wouldn’t happen without 
you there to facilitate it - such as the vibrancy 
you bring to part of a town or innovation 
in an artform. There are likely to be several 
elements to your Value Proposition, offered 
to different Customer Segments. A follow up 
to Business Model Generation, focuses on 
this area of the canvas. It argues that good 

Value Propositions address specific customers’ ‘pains’ or problems and offer them 
‘gains’ by meeting a need. It has a good fit in practice with the profile of potential 
customers. The Value Proposition has a relationship to what arts organizations 
might traditionally describe under mission, vision and offer. The key difference is 
that it’s looked at from the point of view of people who benefit rather than your 
own perspective. If you struggle to define your Value Proposition ask yourself ‘what 
difference do we make and to whom?’

The last part of that question brings you to 
your ‘Customer Segments’. The word customer 
can undoubtedly feel uncomfortable in the 
arts and cultural sector. It can help to think 
of it as a term for people who get something 
out of what you do and give you something in 
return. This might include visitors to a gallery 
or participants in an education programme. It 
could also be funders who have a particular 
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interest in those people because of their own missions and priorities. Sometimes 
customer segments may be mutually dependent. For example, funders of work with 
young people will only engage if you have young people in your audiences and young 
people can only attend because the activity is subsidized. You’ll notice we put grant 
funders such as Arts Council England in the Customer Segments section sometimes 
as well as listing them as Key Partners. This is to emphasize that grant funding is an 
exchange. They give you money plus public backing or endorsement, and often other 
advocacy and development assistance, and you give them something they value 
such as artistic innovation. Knowing what they want from you and what you want to 
give can be important to having long-term relationships with such customers.

Key Partners

The Key Partners section lists those 
people or organizations you need to 
work with to carry out your activities 
and reach your customers. These might 
be people with whom you work in formal 
or informal alliances, collaborations, 
partnerships or joint ventures. They 
might also be people you could 
categorize as suppliers. Sometimes Key 
Partners can provide things you don’t 
have within your Key Resources such 
as workshop spaces. Sometimes they 
can perform Key Activities that you 
don’t do yourselves such as distributing 
books you publish. It’s useful to think 
about what role Key Partners play in 
the fundamentals of your business, as 
well as the ‘added value’ partners often 
bring. Be clear where can structure 
them into your business model and 
where doing so might bring risks.
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Customer Relationships 

Key Activities

This aspect describes the kind of 
relationships customers want or expect 
with you and the type of relationships 
you want to make with them. This 
often relates to the values of your 
organisation as well as to how you see 
your organisation working in practice. 
If, for example, your values include 
collaboration and equality you might 
want to establish relationships based 
on co-creation, listening and community 
input. If your model requires a lean 

staff and a digital platform, you might encourage a more ‘self-serve’ relationship 
with customers. One key question for cultural organizations is the extent to which 
different Customer Segments can influence what you do and how you do it. There is 
no right or wrong answer but the answer can vary from organization to organization.

In some ways this is one of the most 
obvious parts of the canvas. What do you 
need to do to deliver your Value Proposition, 
to develop the Customer Relationships you 
want and to bring in Revenue Streams? If 
you’re assessing a current business model 
and a Key Activity doesn’t especially connect 
to those areas you may need to adjust your 
model. What is the activity doing for you? If it 
doesn’t deliver value, customers or revenue 
then why are you doing it? What does it bring 

that you might be missing from your value proposition? Could you stop doing it or 
do it differently in a way that does deliver value or income?
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Key Resources 

Channels

Cost Structure

This section describes what you need to have 
and maintain to deliver your Value Proposition, 
Customer Relationships and Revenue Streams. 
These can include tangible resources such as 
financial reserves, buildings, equipment and 
people, alongside intangible assets such as 
brand, trust, data and intellectual property. If 
there are resources you need in an ideal world 
but can’t get immediately can your Key Partners 
supply these? Do you really need all things you 
list here or could others provide them?

In this section you should think about 
and summarize the ways you will reach your 
Customer Segments. Word of mouth, advertising 
and social media are all common Channels. 
There may also be other ways that are important 
to you such as community or business networks. 
How will you maintain contact with customers if 
an ongoing relationship is important, as it might 
be with funders for instance? It’s worth capturing 
how you’ll approach this so you can see the 
implications on Key Resources and staff costs.

Although the Business Model Canvas is excellent at illustrating how business is 
not all about the money, knowing what it will cost to carry out your Key Activities and 
develop your resources, partnerships and customer relationships is vital. What do you 
need to pay for and what will it cost to deliver your Value Proposition via the Key 
Resources and Activities? It’s a useful check when moving from Business Model Canvas 
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Revenue Streams

You can also assess the importance 
of each element of cost by seeing how it 
delivers revenue income. What activities 
do you do that bring in different revenue 
streams? Income from particular customers 

may be worth noting if they represent a significant proportion of overall income, such 
as Arts Council or local authority funding. You will need to pay particular attention to 
what you need to do to maintain that income and assess how secure it is in the future.

to Business Plan to be sure you know how 
much each thing noted on the canvas 
costs financially and what it brings in. 
It is useful to cluster types of costs so 
you can see the proportions spent on 
staffing, programme, fundraising and 
other common areas. There may be times 

you need to be lean in the Cost Structure, and others when actually increasing costs to 
focus on value creation is more appropriate.

It can be worth assessing your Business Model Canvas from time to time to see how 
it is evolving. Sometimes Customer Segments or Key Activities change over a period of 
time, almost without conscious strategic decision. This might be the result of changes 
in the market or in staffing. There may be opportunities to make more of this or to 
react more consciously if you feel less positive about the implications. Sometimes 
stepping back to look at your model can highlight something that you’d not noticed 
- be it threat or opportunity, strength or weakness. This puts you in a better position 
to respond. It may help you understand and communicate your value better to those 
who need what you offer or can help. The Business Model Canvas is not so much a 
prescriptive recipe for success as a portrait of your organisation. Considering how you 
might take control of that picture will help you keep designing what you do and how 
you do it.

Conclusion
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Advice from successful
entrepreneurs

“If you can change people’s lives, you have a business.”

Founder of the Virgin Group, Richard Branson has more than 

400 companies under his wings. He has one of the most diverse 

business portfolios in the world with businesses ranging from airlines to record 

stores to some ambitious business ventures such as Space Travel. According to him, 

“Business opportunities are like buses; there is always another one coming.” He 

wants young entrepreneurs to keep their business portfolios as diverse as possible 

and always look out for the big business opportunities.

Another entrepreneur who owns a wide range of companies to his 

name is Mark Cuban. Besides being an investor in the ABC Shark 

Tank reality show, he is also the owner of NBA’s Dallas Mavericks 

team, Landmark Theatre, and Magnolia Pictures just to name a few. In an interview 

with CreativeLive, he advised budding entrepreneurs to, “Choose something that you 

both love and are good at.”                              

“It takes 20 years to build a reputation and five minutes to ruin it. 

If you think about that, you’ll do things differently.”

Richard Branson, Founder of Virgin Group 

Mark Cuban, Investor of ABC’s Shark Tank 

Warren Buffett, CEO of Berkshire Hathaway  
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Most entrepreneurs cringe at the prospect of contending with 

unhappy clients, but Bill Gates considers them an asset. According 

to Bill Gates, “Your most unhappy customers are your greatest 

source of learning.” If you want your startup to thrive, pay attention to what your 

disgruntled customers are saying. They are your best hope in learning truthfully about 

the flaws in your products and services, so you can easily rectify them in future.

“The key aspect for entrepreneurs today is either to identify 

extraordinary opportunities or go very fast and build as many 

possible barriers of entry as they can imagine.”

Bill Gates, Co-founder of Microsoft 

Ben Silbermann, CEO of Pinterest

Arianna Huffington is a co-founder of the famous online news and 

publication platform Huffington Post, as well as the author of the 

bestselling book, “The Sleep Revolution”. She recently stepped 

down as Editor in Chief of Huffington Post to pursue her dream startup, Thrive Global. 

Her aim is to conduct workshops and training to make this world stress free. She tells 

young entrepreneurs, “You have to really believe in your product to deal with the 

naysayers and persevere.”

Arianna Huffington, Co-founder of Huffington post 



104

How to start business

“Be crazy and don’t seek too much advice on what you propose 

to do.”

Michael Dell, Chairman and CEO of Dell technologies

Jack Ma, the founder of Alibaba Group, has a suite of companies 

specializing in E-commerce, online money transfers, and online 

shopping domains. His initial life was replete with academic and 

career failures. He performed poorly in mathematics at school and was rejected by 

Harvard 10 times.

The story did not end there; he was spurned by many organizations in job interviews 

but even that was not enough to crash his unflinching determination. His “never say 

die attitude” helped him overcome all adversities and climb the success ladder, which 

took him from rags to riches. His advice to budding startups: “Never give up! Today is 

hard tomorrow, it will be worse, but the day after tomorrow will be sunshine.”

Though Jeff Bezos is noted as Amazon’s CEO, he also has many other 

businesses under his belt, ranging from aerospace to newspaper. 

Jeff Bezos superseded Bill Gates to become the richest man in 

the world. The secret behind his success is his ability to keep his customers above 

everything else. His words also reflect his approach, “The most important single thing 

is to focus obsessively on the customers. Our goal is to be the world’s most customer-

centric company.” If young entrepreneurs focus on his advice, success will knock at 

their doors as well. 

Jack Ma, the founder of Alibaba Group

Jeff Bezos, CEO of Amazon
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The greatest innovator and genius of our generation has very 

sound advice for young entrepreneurs. Steve Jobs always gave 

attention to detail and always puts quality over quantity. He 

wants young entrepreneurs to follow his example to achieve success. His words 

sum it up brilliantly when he said, “Quality is much better than quantity. One home 

run is much better than two doubles.” Apart from that, you can also learn many 

entrepreneurial lessons from Steve Jobs that can help you in taking your startup to 

the next level.

“I always did something I was a little not ready to do. I think that's 

how you grow. When there's that moment of 'Wow, I'm not really 

sure I can do this,' and you push through those moments, that's 

when you have a breakthrough.”

Steve Jobs, Co-Founder of Apple Inc.

Marissa Ann Mayer, businesswoman and investor,
and co-founder of Lumi Labs. 
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The ways to find investors 
or get funding for your 
start-up 
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Some businesses require little more than pocket change to get started; others need 
hundreds of thousands of dollars or more. Whatever amount is needed, bear in mind 
that raising money is meant to be a difficult process. The obstacles and problems 
inherent in obtaining money, particularly from a lending institution, are designed to 
filter out those who are unfit to survive.

Put another way, if an entrepreneur fails to raise enough cash to get his or her 
ideas off the ground then he or she has shown a lack of what it takes to run a 
business. There is nothing new in this. ‘Starting a business is easy,’ says the owner 
and operator of Procontra P/L, a building maintenance company in Sydney, Australia, 
‘running it and funding it is hard.’ Welcome to the world of commercial enterprise 
where after 50 doors have been slammed in your face the next one must still be 
approached with courtesy, optimism, and a smile.

One of the most common reasons businesses fail is “hitting a financial wall” 
either before opening or soon thereafter, as a result of one or more contributing 
factors such as:

You need a well-researched estimate of what it will cost to start the business you 
have in mind so you can match it to the reality of your available resources and/or 
your ability to get conventional financing. This may lead to refining your idea to make 
your start-up possible, based on your personal financial situation.

“Finance is the art of passing currency from hand to hand until it finally 
disappears.” 
-Robert W. Sarnof

▸ An insufficient estimate of the true cost of starting what you have in mind; 
finding out you need to spend more than you have to get it open or keep it 
going;
▸ An unrealistic expectation about resources you might tap into; lack of 
grants and start-up loans are difficult to obtain;
▸ A misconception about how quickly you will start making money, meaning 
you might need sources of cash to keep a business afloat until it does start 
making money.
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The trick to finding capital, say some entrepreneurs, is getting it from the right 
sources and in the right sequence as a business grows and evolves. This means that 
when searching for funding every available avenue should be explored. Learn from 
every approach. For example, if a loan officer at a local bank turns down your request, 
politely ask why and use what is said to improve the next pitch. Often enough it’s not 
what a money lender is told, but what the money lender wants to hear that is most 
important. Furthermore, when looking for lenders, try to find ones that specialize in 
the specific industry or field in which the proposed business is located. Investors are 
usually more receptive to industries and businesses they understand.

Following are the most common examples of where money can be obtained. Ask 
around and investigate to determine how each option in your region or country can 
be maximized:

Winning over a bank is one of the highest hurdles a start-up business faces. 
Banks are necessary to small business operators for two reasons, 

1. they’re a safe place to store money,
2. they can be a source of finance and other services.

Banks
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Some companies loan money to entrepreneurs in the hopes of establishing a 
working relationship with them. This is called corporate venturing. Needless to say, 
the skill or product of the entrepreneur must be of benefit to the company being 
asked and be backed by a solid business plan. The company to which the idea is 
being pitched may also seek some type of equity share (ownership) agreement. 
Just make sure the idea or product being pushed is first protected by a patent or 
copyright.

Note also that:

Unfortunately, most banks enjoy loaning money to people and businesses that 
don’t need it. This is because every bank wants to ensure that it gets its money back.

Corporate Venturing

• Banks are by nature cautious. Requests for money must therefore be 
backed up with firm facts and figures.
• Banks seek security in the form of proven cash revenues or collateral. If you 
don’t have one or the other, you probably won’t get a loan.
• If a bank is uncooperative or uninterested in your needs, move on to 
another one.
• Banks do not exist to help keep businesses afloat.
• People run banks. If you get to know these people your chances of success 
may increase.
• Banks hate surprises. Therefore, if you manage to secure a loan and can’t 
make a payment on time, you should tell your bank in advance.
• Banks make mistakes. A study in the UK discovered that up to 20% of 
the statement’s banks send out are inaccurate. It’s therefore prudent to 
regularly check bank statements.
• Always approach a bank or banker having done a bit of homework. It 
shows that you’re on top of things, which demonstrates integrity and 
professionalism.
• Most banks are often open to negotiation when it comes to interest rates. 
Don’t be afraid to haggle.
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The practice of obtaining funds by publically asking for small donations has 
been practiced for centuries. The cost of the Statue of Liberty, for example, was 
crowd-funded by a newspaper campaign.

Paying for upcoming military campaigns by selling war bonds and writers 
collecting cash from future buyers to fund an as-yet-to-be-printed book provide 
two additional examples. Nowadays, more than two-dozen crowd-funding sites 
exist online. These include, gofundme, kick-starter, indiegogo, crowdrise, patreon, 
crowdfunder, and so on. Crowd-funding schemes usually involve either pre-selling 
a product (which is similar to a ‘production contract’ arrangement) or the selling 
of some sort of equity in the business that is producing the product. Either way, 
it can be extremely difficult to generate the attention of individuals and groups 
without an established network and/or skilful media involvement. An extraordinary 
public-relations or marketing campaign (and/or incredibly good timing) seem 
to be essential to crowdfunding success. Don’t be seduced by stories that make 
crowdfunding look easy. Without first establishing a vibrant business network, 
crowdfunding can be as fickle and distant as winning the lottery. There exist two 
main forms of crowdfunding: reward-based and equity-based.

Crowdfunding
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Reward based crowdfunding is a 
cheap way for companies to test demand 
and build around their products. In 
order to avoid sacrificing equity and 
control of a company, entrepreneurs 
often pre-sell their product or offer 
other rewards to entice people to 
fund their companies and product 
development. This process often takes 
the form of reward-based crowdfunding 
when this exchange of rewards and 
funding generates a funding “crowd.” An 
excellent example of a reward-based 
crowdfunding platform is Kickstarter, 
where companies run all-or-nothing 
funding campaigns with a target amount 
and a final deadline. Individuals can 
contribute tiny amounts of capital 
(generally a $1 minimum) to support the 
campaign. From the point of view of an 
investor, this sort of platform does not 
provide an outlet to achieve investment 
returns and make real money.

Expensive equipment (i.e.: machinery, display cases, tools, etc…) can sometimes 
be purchased with an extended, low-interest loan from the company that produces 
or sells the equipment. In return, the entrepreneur may be asked to sell or advertise 
the company’s products in his or her business (usually via professional signs and 
displays). Talk with suppliers and manufacturers for more information.

Equity-Based crowdfunding is an 
entirely different animal, and here, real 
money can be made for investors and 
investment minimums are generally 
higher (but still much lower than in your 
typical VC). The investors fund start-ups 
and projects in return for equity rather 
than one-time rewards. Individual 
investors pledge various amounts of 
money to collectively reach a target 
goal to fund a company in return for 
equity that will hopefully be converted 
into publicly-traded stock in the event 
of an IPO. Crowdfunding generally fits in 
earlier than VC funding in a company’s 
life. Like with VC, the risk is substantial, 
but there is potential for huge returns. 
At the same time, because the 
investment is composed of a multitude 
of inventors, the crowd diffuses the risk 
across its many constituents rather 
than concentrating it in the hands of 
fewer, larger investors. There are a 
number of leading equity crowdfunding 
platforms in operation today that all 
focus on different markets and sectors.

Equipment Loans

Reward-Based Crowdfunding Equity-Based Crowdfunding



112

The ways to find investors or get funding for your start-up

Entrepreneurs that can prove (or have shown) that they’re trustworthy and 
reliable - and have put together a viable business plan - may be able to find family 
members or friends who are willing to cough up the cash needed to start a business. 
Note, however, that these folks should not be rewarded with administrative titles in 
return for their help (which may create future problems). It’s also usually not a good 
idea to ask friends and family to invest their life savings in a business (they may not 
get it back). Since asking friends and family for money is the most personal of routes 
to take this avenue must be planned with care and forethought.

Local, state, and federal governments 
sometimes offer financial resources for 
small businesses if and when certain 
requirements are met. Examples include 
businesses that employ handicapped 
people (or minorities), businesses 
located in areas in need of economic 
assistance, businesses designed to help 
the environment, or businesses designed 
to reduce local problems.

Grants provide money that does not have to be paid back. Universities, professional 
organizations, governments, trade associations and even the European Union are 
typical grant sources. The unemployed, pensioners, young entrepreneurs, artists, and 
other out of the mainstream groups are usually the most eligible to receive a grant 
if they qualify – as are competent people who trying to set up a business in an 
underdeveloped area. For the most part grants do not involve large sums of money – 
only a few hundred or a few thousand dollars at most – but for a fledgling business a 
small amount of cash can go a long way toward reducing expenses. Apart from seed 
funding, grants can also be obtained for employee training, marketing costs, and 

Family and Friends

Government Help

Grants
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Loans are declared ‘soft’ when they do not 
require security or collateral, their payback 
schedule is long, and their due dates are 
extendable. That being said, every penny that is 
borrowed must be paid back, with interest, just 
like a regular loan. Small Business Development 
Centres, local governments, business-oriented 
banks, corporations, business trusts, and other 
business-friendly associations are the best 
places to look for soft loans.

Angel investing networks serve to connect investors with start-ups, with a 
character reminiscent of social media, they do not genuinely serve as financial 
intermediaries between investors and start-ups. These ventures are generally very 
early stage, often around the seed stage. In some ways, the format of investments 
totally differs from those offered by VCs (Venture Capital) and private equity firms. 
Angel investing network allow potential investors to browse long list and profiles of 
start-up companies rather than buying a portion of a pre-organized fund. The most 
famous example would be AngelList, one of the largest online start-up databases 
and syndicate networks. Compounding to the social media feel, these platforms 
allow investors to build networks with other investors in order to jointly fund 
start-up ventures. There are also a few different types of angel investing networks. 
Incubators, it might be said, act as angel investment networks. Incubators offer 
start-ups workspace and materials in exchange for a share of the company. In 
this way, incubators act as a forum to connect start-ups with angels and funding. 
Y-Combinator, a Silicon Valley based incubator founded in 2005, took part in 
cultivating famous companies like Dropbox and Airbnb.

Soft Loans

Angel Investing Networks

insurance. Don’t be ashamed to ask for help in the form of a grant. Just be prepared 
to fill out lots of forms before and after any money is received.
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You don’t need to impress angels. Be honest. Show the facts. Know your 
numbers. Avoid vanity metrics. Have integrity. Be humble. Never confuse 
the need to have confidence with arrogance.

A venture capitalist is a person 
or group that finances businesses. 
In return, he or she (as part owner) 
expects to share in the success of the 
business in which his or her investment 
has been made while expecting yearly 
growth rates of up to 40% or higher. 
Because most venture capitalists are 
successful business people in their 

own right, they’re often adept at determining if a commercial idea is a good one. 
Note that many venture capitalists are not really interested in providing capital for 
small businesses. Instead, they look for high-flying enterprise ideas that have big 
profit expectations and will pay back their investment very quickly. Additionally, 
since most venture capitalists are only in it for the money (who isn’t?) they may sell 
their shares to unknown buyers in few years’ time.

While there are similarities to venture capital, private equity also displays 
somewhat distinct characteristics, particularly in mindset and investment approach. 
Instead of taking a “build-up” approach, private equity firms seek to build from 
the “top-down”, restructuring what a company already has. VCs generally start with 
enthusiastic investors while private equity firms often begin with an under-optimized 
company.

Now we are going to present some platform of crowdfunding and business angel.

Venture Capitalists

Private Equity

Platform
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The mission of the platform (UK version for UE) is “Connecting UK Entrepreneurs 
and Angel Investors”, they say about themselves “Where great businesses and great 
people meet. We bring together businesses looking for investment and investors with 
the capital, contacts and knowledge to help them succeed”.

The platform has more than 131 000 investment opportunities and more than 231 
000 registered angel investors. The website is really user-friendly, to upload a new 
project to be financed is necessary fulfil a template of a pitch.

Indiegogo is a crowdfunding 
platform, their motto is “Get the 
tech that gets people talking”, 
they say that “With both live 
crowdfunding campaigns and 
innovative products shipping 
now, there’s no better place to 
start the hunt for cool and clever 
innovations that surprise and 
delight. Indiegogo is where new launches”. Indiegogo's crowdfunding campaigns 
are where new and ground-breaking products take flight, sometimes long before 
they hit mainstream availability. 

With thousands of campaigns launching every week, there's great tech, design, 
and much more around every corner — often with limited-time perks and pricing 
for the earliest backers.

Angel investment 

Indiegogo

Kickstarter is an American public benefit corporation based in Brooklyn, New 
York, that maintains a global crowdfunding platform focused on creativity.

The company's stated mission is to "help bring creative projects to life". As of 
December 2019, Kickstarter has received more than $4.6 billion in pledges from 17.2 
million backers to fund 445,000 projects, such as films, music, stage shows, comics, 
journalism, video games, technology, publishing, and food-related projects.

Kickstarter
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How to pitch our business Idea
to investors

Many new entrepreneurs have great ideas that will take the world by storm. But 
99% of them do not get the proper business funding in the long run. This will end 
up leaving all these ideas to never develop into successful projects. This is because 
there is a huge gap between having a great business idea and fully implementing it. 
This gap can be filled by raising the proper funds.

Anyone asking you to work on a business plan while you’re still searching for a 
virtuous business model isn’t an investor you want. Who you raise money from is 
a key question - not every dollar is the same? Good money comes when you can 
reverse the balance of power. Raising funds is like a mix between playing poker 
and buying a house. You need to go all in with your own cards. But you can’t keep a 
poker face in front of the landlord, because it could be a long-term relationship and 
it should be based on honesty. You should be asking about investors is exactly why 
you, as an entrepreneur, need them. To answer that, you need to know who investors 
are, and why they would give you money. If you don’t understand both sides of the 
table, then you’ve got much less power than you could have.

You’re not the only one talking to investors. You must realize that you aren’t the 
only person pitching any one investor. Good entrepreneurs live their company 24/7. 
And so many forget that theirs is just one of many. You’re in an invisible competition, 
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with a lot of good projects. So the pitch can’t be, “I have a good project, please 
invest.” It has to be, “This is why my project is better than all of those other ones you 
could invest in.”

Investors aren’t omnipotent either. There are all kinds of reasons why an investor 
will pass on a project. Maybe they’ve already put a lot of money into different projects 
lately, and they need to restrict their new investments until they raise a new fund. 
Maybe they’re looking for a certain type of project, or a certain type of founder. There’s 
a game being played, and having as much information as possible on each player will 
help put you in a better position.

Your pitch is the main thing that could either get your business off the ground or 
sink it. It all matters! Here are some of the amazing tips to get effective pitch ideas 
for your business.

“If you can change people’s lives, you have a business.” 
 - Richard Branson

A successful fundraising is a nice milestone. Of course, it doesn’t mean 
anything about your future, of course it is just a beginning and not an 
achievement, but still it is social proof, it boosts morale - enjoy it.

CELEBRATE! 
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Storytelling is the best way 
to attract the audience. It is 
a scientifically proven way to 
capture listener’s attention 
and hold them to remember 
what you say. Moreover, with 
storytelling, you can make 
your pitch unforgettable. 
Those difficult to understand 
valuations, spreadsheets and 
numbers do not attract investors any more. When you are pitching your audience 
via your story, the investors get all the information that they want. What information 
you can offer them about your start-up with your story, no sheet can convey the 
same. Everyone is attracted and loves a pitch that has a story involved; even the 
most data-driven investors. So, tell your story in a right way, gain the attention of 
the audience and the funding will follow.

Before sharing your idea with an investor, it is recommended to know about 
the interests of your investors. As an entrepreneur needing funding, what would 
be the use of pitching to investors who are not willing to invest in your product? 
Different investors can only finance your business when it is at a specific level. 
According to experts, it is good to start pitching your ideas to angel investors. 
Your business audience plays a vital role when it comes to getting an investor to 
help you financially. After recognizing your right audience, it is suitable to design 
your presentation in an appealing way. Set all your goals and objectives of your 
business and state the period as well.

Turn your pitch into a story

Choose the Right Audience

“Make your pitch personal and craft a story that gets your audience on 
your team.”
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The presentation is an important as-
pect of pitching investors, and most entre-
preneurs go wrong while presenting their 
pitches. Many entrepreneurs think that us-
ing a different language can benefit them, 
but this is a common misconception. The 
main purpose of the pitch is to exhibit the 
business objectives and check how funding 
would help to expand it. Also, keeping the 
pitch simple to understand helps. Hence, it 
is recommended to use a simple language 
while preparing your pitch. It should be in 
such way that even a kid can understand it. 
Craft your pitch so that it is neither too long 
nor anything important is left to tell. Keep 
it concise, simple and straight to the point.

Take the time to put together a pitch deck. You can use a free pitch deck 
template that can help you get started, and there are lots of other tools that can 
help you put together a professional-looking presentation.

Have a Simple yet Incisive Pitch

Create a presentation



120

The ways to find investors or get funding for your start-up

Clearly spell out how much money has already been invested in your company, 
by whom, ownership percentages, and how much more you need to go to the next 
level (and be clear about what level that is). Will you need to raise multiple rounds 
of financing? Is the investment you’re seeking a convertible note, an equity round, 
or something else?

Remind the audience why your management team is capable of managing their 
investment for growth. Tell investors how much you need, why you need the money, 
what it will be used for, and the intended outcome.

Investors invest in people first and ideas second, so be sure to share details 
about your rock star team and why they are the right people to lead this company.

Also be sure to share what skill-sets you may be missing on your team. Most 
start-up teams are missing some key talent—be it marketing, management 
expertise, programmers, sales, operations, financial management, and so on. Let 
them know that you know that you don’t know everything!

Businesses are required to work on deadlines. So, it is necessary to add 
deadlines while pitching. Set some particular timelines that meet the specified 
period for your investors. It shows how serious you are about getting funds for your 
business. The more dedication you have for your business, the more satisfaction the 
potential investors will have in supporting you. Thus, it is suitable to set deadlines 
for yourself and make potential investors aware of them.

Your funding needs

Your team

Set Strict Timelines
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Use demographic and psychographic 
features to pinpoint your customers. 
Show investors a picture of a customer 
along with relevant data points.

Business success comes down to 
marketing. If you have a marketing idea, 
method, technique or process, this is 
your chance to showcase it. Contrary to 
pithy maxims, great products don’t sell 
themselves. You sell the product. To be 
persuaded, investors have to see an 
airtight strategy for getting the product 
to market.

Most VCs are well aware of the 
advantages of digital marketing and 
won’t take a second glance at a product 
that isn’t backed by a tactical plan for 
online marketing.

If you are a new entrepreneur who has just started recording sales, make it a 

point to mention this while pitching to potential investors. State the sales graph 

and make sure that you explain them within a timeline. For instance, if you say that 

after only six months, you have already made €100,000, it shows the investors that 

you are getting sales and investing in your business can benefit them.

After you have mentioned about the sales in your pitch, the next challenge 

is to get ready for questions such as “how are you going to maintain the sales”, 

among many others. When an investor puts their money into your business, it 

means that your business will grow. Thus, your pitch should state how the company 

will accelerate the sales when the company expands.

Explain exactly who your target audience is and how you intend to acquire 
these customers

Speak Up About the Sales
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Again, this is a very important part of your pitch, and many people omit this 
section or don’t provide enough detail about why they’re so different from their 
competitors.

The best way to communicate your value proposition over your competitors’ is 
to show this slide in a competitive matrix format - where you list your competitors 
down the left side of the page, you have your features/benefits across the top, and 
place check marks in the boxes for which company offers that service. Ideally, you 
have check marks across the top for every category, and your competitors lack in key 
areas to show your competitive advantage.

If you’re seeking large sums of investment capital (over $1M), most investors will 
want to know what your exit strategy is. Are you planning on getting acquired, going 
public (very few companies actually do), or something else? Show you’ve done some 
due diligence on this exit strategy, including the companies you’re targeting, and why 
it would make sense three, five, or 10 years down the road.

Your competition

Your exit strategy

Anticipate questions, and answer them ahead of time.

If an investor is interested, he or she will ask more questions. Be ready for these 
questions. By formulating skilful and persuasive answers to the tough questions, you 
will demonstrate the panoply of abilities and traits that investors love to see.
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Being able to show social proof 
for your idea is an incredible tool 
to use when pitching. It transfers 
the clout of the person using 
your product or service to you 
and shows investors and clients 
that there is a real market need 
for what you’re doing. If you have 
customers, start by asking to go 
on quick calls and talk about 
their experience. Or send out a 
quick survey through Typeform 
or Google forms asking what they 
think and if it’s OK to share their 

comments to investors and potential customers. Not only will this give you important 
insight into how real people are using your product, but you’ll get some great sound 
bites you can share in your pitch. If you don’t have any customers yet, you can still 
get social proof by simply starting a test group of friends and co-workers and have 
them try out your service and give you feedback you can share.

The main aim for entrepreneurs these days is to pitch to investors to get the 
best. But how many of them do it effectively? To effectively pitch your unique idea 
to investors, you need to tell them about the part of the business that hasn’t been 
discussed. Let them know that if the potential is unlocked, the business will flourish. 
You have to satisfy every investor that you meet about how the financing is going to 
shake up the industry and do things differently.

Pitching is all about convincing investors how the infusion of funds will help you 
in achieving the goals. You must take care of the capital deployment of the investor 
in your pitch as well. It is because every investor desire that the money they use to 
fund your business would earn those profits.

Solicit testimonials from current users or investors

Be Courageous
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Whatever you think of Shark Tank or Barbara Corcoran, you can’t argue with her 
insightful gem regarding pitching a business idea: "My whole focus is on trying to size 
up the entrepreneur. I am looking at how much wild enthusiasm do they genuinely 
have for their product. You can't fake passion." A good technique for increasing 
your energy level is to add about 50 percent more energy than you feel comfortable 
with. Entrepreneurs must crawl out of their comfort zone. Wild enthusiasm will not 
obscure your sophistication, insight, integrity and realism. It will only enhance it.

The purpose of a successful pitch is to have investors willing to invest in your 
company. So, when you successfully deliver what an investor wants, you will have a 
truly compelling pitch.

The goal of a successful pitch is to have investors begging to invest in your 
company. Sure, that sounds too good to be true, but it is possible. When you 
successfully deliver on what an investor wants, you will have a truly irresistible pitch.

You've just bumped into a former client at the airport. After exchanging 
pleasantries, he asks you what your new company does. You open your mouth, and 
then pause. Where on earth do you start? 

Be wildly enthusiastic

Conclusion

Elevator speech

“65% of communication is non-verbal. Make your pitch visually exciting.”
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An elevator pitch is a brief, persuasive speech that you use to spark interest in 
what your organization does. You can also use them to create interest in a project, 
idea, or product – or in yourself. A good elevator pitch should last no longer than a 
short elevator ride of 20 to 30 seconds, hence the name. They should be interesting, 
memorable, and succinct. They also need to explain what makes you – or your 
organization, product, or idea – unique.

Everyone has their own style. Yet, there are some basic strategies and best 
practices that can help you nail this.

If you can go in with confidence and an auction mindset you can have better 
control of the conversation and make the round more competitive. Act as it is a sure 
thing you will get funded, be humble in admitting you would like this investor to 
participate, but don’t need them or the money to make this venture a success.

About the Technique

The Art of the Pitch

“Ask for money, get advice. Ask for advice, get money twice”

• Be sure to show the benefit to the investor
• Be clear on why you are the one to invest in
• Make sure you’ve got your numbers right
• Show that you are teachable and flexible
• Project realistic, but bold outcomes and milestones
• Don’t come across as being needy

Then, as you try to organize your thoughts, his flight is called, and he's on his 
way. If you'd been better prepared, you're sure that he'd have stayed long enough to 
schedule a meeting.

This is one situation where it helps to have an "elevator pitch." This is a short, pre-
prepared speech that explains what your organization does, clearly and succinctly.
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Some people think that this kind of thing is only useful for salespeople who need 
to pitch their products and services. But you can also use them in other situations. 
For example, you can use one to introduce your organization to potential clients or 
customers. You could use them in your organization to sell a new idea to your CEO, 
or to tell people about the change initiative that you're leading. You can even craft 
one to tell people what you do for a living.

It can take some time to get your pitch right. You'll likely go through several 
versions before finding one that is compelling, and that sounds natural in 
conversation. Follow these steps to create a great pitch, but bear in mind that you'll 
need to vary your approach depending on what your pitch is about.

Keep in mind that your pitch should excite you first; after all, if you don't get 
excited about what you're saying, neither will your audience. Your pitch should 
bring a smile to your face and quicken your heartbeat. People may not remember 
everything that you say, but they will likely remember your enthusiasm.

Ask yourself this question as you start writing: what do you want your audience 
to remember most about you?

Start by thinking about the objective of your pitch. For instance, do you 
want to tell potential clients about your organization? Do you have a great new 
product idea that you want to pitch to an executive? Or do you want a simple 
and engaging speech to explain what you do for a living?

Start your pitch by describing what your organization does. Focus on the 
problems that you solve and how you help people. If you can, add information 
or a statistic that shows the value in what you do.

IDENTIFY YOUR GOAL

EXPLAIN WHAT YOU DO

When to Use an Elevator Pitch

Creating an Elevator Pitch
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Your elevator pitch also needs to communicate your unique selling 
proposition, or USP. Identify what makes you, your organization, or your idea, 
unique. You'll want to communicate your USP after you've talked about what 
you do.

After you communicate your USP, you need to engage your audience. To do 
this, prepare open-ended questions (questions that can't be answered with a 
"yes" or "no" answer) to involve them in the conversation. Make sure that you're 
able to answer any questions that he or she may have.

COMMUNICATE YOUR USP

ENGAGE WITH A QUESTION

EXAMPLE:

EXAMPLE:

Imagine that you're creating an elevator pitch that describes what your 
company does. You plan to use it at networking events. You could say, "My 
company writes mobile device applications for other businesses." But that's not 
very memorable!
A better explanation would be, "My company develops mobile applications that 
businesses use to train their staff remotely. This results in a big increase in 
efficiency for an organization's managers."
That's much more interesting, and shows the value that you provide to these 
organizations.

To highlight what makes your company unique, you could say, "We use a novel 
approach because unlike most other developers, we visit each organization to 
find out exactly what people need. Although this takes a bit more time, it means 
that on average, 95 percent of our clients are happy with the first beta version 
of their app."
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EXAMPLE:

EXAMPLE:

You might ask "So, how does your organization handle the training of new 
people?"

Here's how your pitch could come together:
"My company develops mobile applications that businesses use to train their 
staff remotely. This means that senior managers can spend time on other 
important tasks.
"Unlike other similar companies, we visit each organization to find out exactly 
what people need. This means that, on average, 95 percent of our clients are 
happy with the first version of their app.
"So, how does your organization handle the training of new people?"

When you've completed each 
section of your pitch, put it all 
together. Then, read it aloud and 
use a stopwatch to time how long 
it takes. It should be no longer 
than 20-30 seconds. Otherwise, 
you risk losing the person's 
interest, or monopolizing the 
conversation. Then, try to cut 
out anything doesn't absolutely 
need to be there. Remember, 
your pitch needs to be snappy 
and compelling, so the shorter it 
is, the better!

PUT IT ALL TOGETHER
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Like anything else, practice makes perfect. Remember, how you say it is just 
as important as what you say. If you don't practice, it's likely that you'll talk too 
fast, sound unnatural, or forget important elements of your pitch. Set a goal 
to practice your pitch regularly. The more you practice, the more natural your 
pitch will become. You want it to sound like a smooth conversation, not an 
aggressive sales pitch.

Make sure that you're aware of your body language as you talk, which 
conveys just as much information to the listener as your words do. Practice in 
front of a mirror or, better yet, in front of colleagues until the pitch feels natural. 
As you get used to delivering your pitch, it's fine to vary it a little – the idea is 
that it doesn't sound too formulaic or like it's pre-prepared, even though it is!

PRACTICE

We are going to add some tips:

• Speak slowly and enunciate
• Be excited. Your pitch should not sound memorized. Intonation, cadence, and 

projecting help a lot
• Be specific and concise
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• Look at the audience. You don't have to make eye contact with 
individuals, just with areas of the crowd. People in those areas will think 
you've made eye contact with them

• Don't use generic phrases as transitions ("so...")
• Actually, explain what you do, and do it quickly
• If you make a large transition, be very clear about it and explain why
• Don't be "cute" with your points, be declarative
• If you make a joke, telegraph it. If you're not sure the joke will land, 

cut it
• Don't hide the big good things because you are modest, highlight them 

specifically early on
• Use natural language and simple sentences, i.e. no sentences with 

three verbs
• Don't use words you wouldn't use in normal conversation
• If an example is a real person, make it clear that you're talking about a 

real person, not a user model

W
e are going to add som

e tips:
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Items:

Tailor your pitch:

You may want to keep small takeaway items with you, which you can give to people 
after you've delivered your pitch. For example, these could be business cards or brochures 
that talk about your product idea or business.

Remember to tailor your pitch for different audiences, if appropriate.
So now we can sum-up:
An elevator pitch is a brief, persuasive speech that you can use to spark interest in 

what your organization does. You can also use one to create interest in a project, idea, 
or product.

Try to keep a business card or other takeaway item with you, which helps the other 
person remember you and your message. And cut out any information that doesn't 
absolutely need to be there.

• It needs to be succinct, while conveying important information.
• To craft a great pitch, follow these steps.
• Identify your goal.
• Explain what you do.
• Communicate your USP.
• Engage with a question.
• Put it all together.
• Practice.



132

The ways to find investors or get funding for your start-up

E-commerce
and E-sales 
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Technically, e-commerce has been conducted regularly for more than 50 years, but 
only within the last 15 years has it become commonplace – practically mandatory – 
for businesses of any size. It has evolved from laboriously slow business-to-business 
connectivity into the fastest-growing industry in the world. Today, the majority of new 
businesses begin online, due to the significantly lower operating costs and streamlined 
chain of processes that are possible. But even more important than costs or efficiency 
is the fact that doing business online enables any company to have global reach, right 
out of the gate.

Even with limited capital, it’s easy to set up a business nowadays thanks to ecommerce 
growth. With consumers increasingly relying on online shopping — it is estimated that 
95% of purchases will be made online by 2040 — ecommerce is opening the doors of 
opportunity to countless entrepreneurs.

The Internet is great because it lets you punch above your weight in attracting 
customers. In fact, with a well-designed website, your business can reach just as many 
people as a much larger company.

What's more, creating an e-commerce site has never been easier—making it possible 
to sell to a global audience, 24 hours a day.

Here are three steps to help your business reap the benefits of e-commerce:
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Plan

Build your e-commerce presence

Start with an online strategy - a roadmap 
that guides your Internet activities while 
supporting your overall business goals. A 
lack of planning can lead to wasted money 
and effort.

Your online strategy should identify 
goals for your web presence, your target 
audience, your content strategy including 
key messages, and a mobile strategy to 
ensure your content is accessible on smart 
phones and tablets.

Finally, you need an action plan, 
including a timeline, who will do what and a 
publishing schedule for online content.

Next, you’ll need a website with an online store that attracts Internet traffic and 
convinces visitors to buy what you’re selling. Many options exist depending on your 
budget. The simplest solution for entrepreneurs with little web experience is to 
hire a web designer to create an e-commerce enabled site. If you’re more budget-
conscious, you might want to consider various free or low-cost e-commerce services. 
Examples of free services include OpenCart and PrestaShop, while providers such as 
Shopify, Volusion and eBay Stores charge a small fee.

Remember: As you set up your online store, feature attractive product images, 
clear descriptions and an easily navigable layout so visitors can quickly find what 
they’re looking for.

The statistics about ecommerce shopping behaviours are incredibly revealing: 
43% of online shoppers have reported making purchases while in bed, 23% at 
the office, and 20% from the bathroom or while in the car.

FACT: 
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Be ready to fulfil orders

Before you launch your site, be sure your company is ready to handle the new 
business. You’ll need the infrastructure to handle orders, shipping and returns.

Also make sure to integrate your online efforts with your other operations. For 
example, sales reps should know about any online promotions.

Order fulfilment is a huge part of e-commerce, but it’s often an afterthought for 
businesses. If you have all these orders but can’t fill them or make mistakes and get 
tons of returns—there goes your investment.

Given the role that booze plays in making online purchases, it should be no 
surprise to find out that 42% of online shoppers have made a purchase that 
they regretted, and 21% have accidentally bought something they didn’t want.

1. Websites- this is your bread and butter.
2. First impression matter

FACT: 

FACT: 



136

The ways to find investors or get funding for your start-up

The different categories
of e-commerce

There is 6 categories of e-commerce:

B2B

C2B

B2C

B2A

C2C

C2A

BUSINESS-TO-BUSINESS (B2B)

BUSINESS-TO-CONSUMER (B2C)

B2B e-commerce refers to all electronic transactions of goods and sales that are 
conducted between two companies. This type of e-commerce typically explains the 
relationship between the producers of a product and the wholesalers who advertise 
the product for purchase to consumers. Sometimes this allows wholesalers to stay 
ahead of their competition.

Perhaps the most common form of e-commerce, B2C e-commerce deals with 
electronic business relationships between businesses and consumers. Many people 
enjoy this avenue of e-commerce because it allows them to shop around for the best 
prices, read customer reviews and often find different products that they wouldn’t 
otherwise be exposed to in the retail world. This e-commerce category also enables 
businesses to develop a more personalized relationship with their customers.
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CONSUMER-TO-CONSUMER (C2C)

CONSUMER-TO-BUSINESS (C2B)

BUSINESS-TO-ADMINISTRATION (B2A)

CONSUMER-TO-ADMINISTRATION (C2A)

This level of e-commerce encompasses 
all electronic transactions that take place 
between consumers. Generally, these 
transactions are provided by online 
platforms (such as PayPal), but often 
are conducted through the use of social 
media networks (Facebook marketplace) 
and websites.

Not the most traditional form of e-commerce, C2B e-commerce is when a 
consumer makes their services or products available for companies to purchase. 
An example of this would be a graphic designer customizing a company logo or a 
photographer taking photos for an e-commerce website.

This e-commerce category refers to all transactions between companies and 
public administration. This is an area that involves many services, particularly in 
areas such as social security, employment and legal documents.

Another popular e-commerce category, C2A e-commerce encompasses all 
electronic transactions between individuals and public administration. Examples of 
this include taxes (filing tax returns) and health (scheduling an appointment using 
an online service.

What category do you think works better for your idea?

TASK: 
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Add your business to local business listings

Nowadays, people look at local 
business listings online to find 
businesses. Having your business on 
these listings helps you to present 
your business details such as:

One question that bothers every business owner is:
How do I promote my business online?
Sure, the internet gives you access to people all over the world. But you run a 

local business that caters mainly to people in your locality. You need a strategy to 
reach people who will likely come over to your business place.

Advice – how to promote your
business online

Think about it - Almost everybody uses the internet to find products and 
services these days..

• Name
• Address 
• Phone number
• Website

• Direction
• Map
• Services
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Some popular business listings you should add your business to are:

• Google My Business: this is the most important local listing to have your business 
in as it helps it to rank in the Google local map pack. Your customers can also drop 
their reviews here for other potential customers to see.
• Yelp: this is another popular local listing for your business. You can either create 
a Yelp account for your business or make a claim if your business is already listed 
on the platform.
• Facebook for business
• Yellow pages

How many times have you used the internetto find
a local business in the last year?
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One note of warning though. Ensure that your business details (name, address, 
and phone number (NAP) especially) are consistent across all local listings. This 
helps search engines to establish your business’s credibility.

More people now browse the internet through their mobile devices than desktop, 
and sites have to be ready for Google's mobile-first indexing which is now the default 
for new websites.

To make sure you can use the Google mobile-friendly test tool to check the 
mobile-friendliness of your pages.

Generally, using a mobile-responsive theme can go a long way to make your site 
mobile-friendly. 

With 3.356 billion users on social media, most of your potential customers also 
visit multiple social media platforms. As a local business, you can connect with your 
audience to build a strong relationship. And consequently, convince them to check 
your services.

Some social media platforms to consider for your social media marketing are:

Social media marketing

• Facebook
• Instagram
• Twitter
• LinkedIn
• Pinterest
• Snapchat
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As a local business, you don't have to be active on all social media platforms. 
Which social media platforms are popular with your potential customers? Be active 
on these platforms to get the best out of your resources.

There's endless reasons why 
digital marketing makes an 
excellent solution for so many 
businesses, but if you're just 
getting started, here's the two 
that will have the biggest impact 
on the way you market and sell to 
your customers. 

The Benefits
of Digital Marketing

The internet is your gateway to people who might one day become your customers. 
With an online presence, you can reach far more of the right people than you can by 
marketing your company solely offline. And if you do it the right way, you can get in 
front of the people who are likely to become your customers at the right moment in 
their buyer’s journey.

Direct mail and cold calling are outdated tactics. We spend an increasing amount 
of time on the internet, and we’re constantly using our smartphones. It’s a harsh 
truth: most people will miss the print ad or brochure you’re trying to put in front of 
them because they’re too busy looking at a digital screen. 

Another huge benefit is that digital marketing allows marketers to see accurate 
results in real time. If you’ve ever put an advert in a newspaper, you’ll know it's 
impossible to measure the impact that advert has on your business. On the other 
hand, with digital marketing, you can measure the AD result using analytics software.

Reach the right people, in the right place, at the right time

Get measurable results to inform your strategy
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As web designers, we 
understand the cost factor 
involved in creating a quality 
website. We also understand the 
importance of having a website. 
Having something is better than 
nothing, even if it’s free.

WordPress.com takes you through an easy-to-use step-by-step process for 
creating a free, simple website you can use to promote your business and connect 
with your audience.

Submitting your information to online directories dedicated to certain regions 
or industries is another great way to get in front of as many people as possible. 

Creating business accounts on social media platforms like Facebook and Twitter 
is absolutely free. And incorporating the use of social media into your marketing 
plan has its advantages if your that’s where your target market is. The simple 

7 Ways to Market Your Business
Online for Free

Create a simple website with a free website builder

Register with local online directories

Create social media accounts for your business

Marketing has always been about making a connection with your target audience 
in the right place, at the right time. Today, they’re online, and that means digital 
marketing should be a primary focus for your business.

Anything of value is seldom free, regardless of the amount of advertisements 
claiming otherwise. That’s why we want to share you with options for marketing your 
business online at no cost to you other than your time.
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practice of offering engaging content 
and interacting with your customers 
and influencers on social media can 
fuel your branding efforts and put 
your name in the forefront of your 
audience’s minds, again, if that’s 
where your audience lives.

So, get this. Having a featured blog as a key part of your website gives you 
a 434% better chance of being ranked highly on search engines. WHAT?! I know! 
That’s insane! I’ll take this one further: Business to Business marketers using blogs 
as part of their content marketing mix pull in 67% more leads than B2B marketers 
that don’t.

And when platforms like WordPress.com are offering a free blogging service, 
why not?? Even Facebook and LinkedIn also have story-promoting features built 
in, though these are into integrated with your site they won’t impact your search 
engine ranking the same way.

When used for the purpose of blogging, writing about your business and your 
industry can be used to grow your business credibility and increase your website 
traffic exponentially. Your blog articles can offer answers to questions commonly 
asked in your industry. And when people find quality information they can trust, 
they’ll remember who gave it to them and start building trust with you as a result.

Start a blog
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When you sign up for a free email marketing account with MailChimp, you’re 
allowed up to 12,000 emails per month and 2,000 subscribers. That’s a lot of 
subscribers and A LOT OF EMAILS at zero out-of-pocket cost.

Not to sound like a broken record, but this activity, like social media and 
blogging, does take time to set up the account, create your lists, and email content, 
so keep that in mind when getting started.

YouTube is still a free online video 
service (for now at least) and provides 
incredible opportunity for sharing videos 
related to your products, services, and/or 
industry expertise.

Each time you upload a video, you can 
use your social media accounts and email 
marketing to alert your followers. You 
could also throw it up on your website 
as a Resource or as a blog post and then 
share on social media. I could go on, but 
you see my point.

Every little bit helps, right? Think of this suggestion as taking a digital “word of 
mouth” approach to your online marketing efforts.

If your business hosts, is involved with, or sponsors a lot of events, be sure to 
submit your event information to as many free online community calendars as 
possible. This is guaranteed to gain you some attention from folks you may not 
have had an opportunity to capture in any other way.

Take advantage of free email marketing services

Post videos to YouTube

Submit your events to online community calendars
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These 7 free ways to market your business listed above offer a great 
starting point without putting a dent in your budget. Because let’s be real: 
cost aside, marketing your business can be a complex challenge in too many 
ways to list.

Seems foolish not to take advantage of free online advertising, doesn’t it? 
If you want to get your pride on, you’ve got to start somewhere, and starting 
with these above methods will not only help you market your business for free, 
it will also gain you experience in the online world and create opportunities 
for you to expand your marketing efforts in the future.

Are you ready TO START YOUR DREAM BUSSSINESS ONLINE?

Write down your first steps:
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