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1. [bookmark: _Ref180177838][bookmark: _Toc212125735]INTRODUCTION
Youth innovation is a key driver of a country’s growth and development, as the creative ideas and entrepreneurial spirit of young people fuel economic progress and societal transformation. By leveraging this untapped potential, nations can achieve breakthroughs in fields like technology, healthcare, and sustainable energy, generating jobs and addressing unemployment while fostering economic resilience.
Furthermore, it is essential to consider the pressing issue of climate change and the role that youth innovation can play in addressing it. Young entrepreneurs are uniquely positioned to develop and implement business ideas that promote land restoration, renewable energy solutions, and sustainable agricultural practices. By focusing on eco-friendly innovations, young people can contribute to mitigating environmental degradation and promoting sustainable livelihoods. This dual focus on economic growth and environmental sustainability ensures that development is not only rapid but also inclusive and long-lasting. 
Additionally, it is crucial to recognize and promote the role of young women in driving innovation. Women bring diverse perspectives and creative solutions that enhance the innovation process. Empowering young women through education, mentorship, and access to resources can lead to significant advancements across various sectors. By ensuring that women have equal opportunities to participate in and lead innovative initiatives, we can harness the full potential of the youth population, resulting in more inclusive and comprehensive progress.
To fully unlock the potential of youth innovation, it is essential to address the barriers limiting its impact. Providing proper training and coaching during both the concept development and execution phases is crucial to ensure ideas are viable and scalable. Access to finance also poses a major challenge, as many young innovators struggle to secure the funding needed to turn their ideas into reality. Delivering tailored training programs is a key step toward enhancing the impact of youth- and women-led entrepreneurship. To this end, the "Entrepreneurship Training on Rural Job Creation for Natural Resource Conservation" has been designed with the following objectives.

[bookmark: _Toc212125736]1.1 Objectives of the manual
The overall objective of this training is to equip trainees with the basic concepts of entrepreneurship, the mind-sets and knowledge of business planning essential to the success of the entrepreneur of a small business.
Specifically, this manual is designed to help trainees:
· Provide participants with the basic concepts of entrepreneurship and enable them to have an entrepreneurial mindset.
· Learn how to generate, identify and select business ideas 
· Practice the preparation of a specific, comprehensive business plan tailored to everyone’s entrepreneurial needs.
· Explore the linkages between an entrepreneur and all the resources and services needed to successfully launch and sustain a small enterprise.
[bookmark: _Toc212125737]1.2. Content of the Manual 
The manual consists of four modules and ten sessions. Additionally, each module contains one or more sessions, as summarized below.
Module One: Introduction to Entrepreneurship: This Module provides a comprehensive overview of entrepreneurship within three sessions. It begins by introducing the fundamental concepts and exploring the key attitudes and characteristics that define successful entrepreneurs. Then, it delves into the entrepreneurial process, emphasizing the importance of preparation and having a clear roadmap. It guides the trainees through the steps of discovering their passion, designing a solid plan, and taking decisive action to embark on their entrepreneurial journey.

Session one: This introductory session provides a general overview of the course and its objectives. It also discusses the importance of entrepreneurship in today's world and the potential benefits it can offer. Additionally, it introduces the concept of a business plan and its significance in the entrepreneurial journey.

Session Two: This session explores deeper into the fundamental concepts of entrepreneurship. It discusses the definition of an entrepreneur, the key characteristics that distinguish successful entrepreneurs from others, and the various types of entrepreneurial ventures. 

Session Three: This final session of the module focuses on the entrepreneurial process and the steps involved in starting and growing a business. It emphasizes the importance of discovering one's passion and aligning it with entrepreneurial pursuits. It also discuss the key stages of the entrepreneurial journey, including idea generation, market research, business planning, securing funding, launching the business, and scaling the venture.

Module 2: Entrepreneurial Mind-set and Characteristics: This Module encompasses two sessions and covers the essential mind-sets and skills for entrepreneurial success, focusing on developing a growth mind-set, resilience, and self-efficacy. Key topics include goal setting through engaging activities, planning and organizing tasks with practical exercises, and identifying business opportunities by exploring local ideas. Participants will learn strategies for persistence, building self-confidence, and effective pitching techniques. Additionally, the session highlights the importance of seeking information, managing risks, and fostering teamwork through interactive activities, equipping participants with practical tools for their entrepreneurial journey.
Session 1: This session explores the unique mind-set required to become a successful entrepreneur. It explores the importance of having a growth mind-set, being resilient and embracing challenges as opportunities for growth. 
Session 2: This session cover key entrepreneurial skills, including planning and organizing tasks through practical scheduling exercises, and goal setting using engaging activities to create effective objectives. Participants will learn to identify business opportunities by taking initiative, develop persistence to overcome challenges, and build self-confidence and persuasion skills for pitching ideas. 
Module 3: Business Model Canvas: This module explores the powerful tool of the Business Model Canvas within two sessions. The canvas provides a structured framework for visualizing and understanding the key components of a business. It explore the different types of business models, including B2B (Business-to-Business) and B2C (Business-to-Consumer), and gain a comprehensive understanding of the nine building blocks that make up a successful business model. 
Session 1: This session introduces the concept of a business model and its significance in understanding the core logic of a business. It explores the different types of business models, with a particular focus on B2B and B2C models. Further, it discusses the unique characteristics and challenges associated with each type of model.
Session 2: This session covers the nine building blocks of a business, providing a detailed examination of each component to understand its role in the overall business model and their interconnections. The components include Customer Segments, Value Propositions, Channels, Customer Relationships, Revenue Streams, Key Resources, Key Activities, Key Partnerships, and Cost Structure. 
Module 4: Developing a Business Plan: A well-crafted business plan acts as a roadmap for the entrepreneurial journey, guiding decision-making and attracting potential investors. This module explores the concept and significance of a business plan and delves into its key components to create a comprehensive plan. 
Session 1: This session provides a clear understanding of what a business plan is and its purpose. It discusses the role of a business plan in guiding your entrepreneurial journey, attracting investors, and making informed decisions. 
Session 2: This session highlights the numerous benefits of developing a comprehensive business plan. 
Session 3: This session presents the key components of a well-structured business plan. It explores each section in detail, understanding its purpose and how to effectively develop it. 
[bookmark: _Toc212125738]1.3. Target Audience
This training initiative aims to equip youth and women who are economically disadvantaged, economically dependent on their family yet are passionate to start their own business independently. The training materials will be carefully try to address the specific needs and challenges faced by these target groups, including women's groups and youth.
To ensure maximum effectiveness, a needs assessment will be conducted prior to each training session. This will allow the facilitator to accurately gauge the participants' existing knowledge levels and identify their unique requirements. By tailoring the training content accordingly, we can provide targeted support and guidance that empowers participants to build and sustain successful businesses.
To ensure the long-term impact of this training program, we have developed a plan to transfer the training manual as a resource to woreda experts. This will enable them to implement similar initiatives in the future and provide consistent guidance to aspiring entrepreneurs.
[bookmark: _Toc212125739]1.4. Training Duration and Method
The training will span a total of 27 hours, with 14 hours dedicated to in-person, on-site sessions. The remaining 7 hours, scheduled for the third day, will focus on business plan preparation and jury evaluation sessions (following the attached evaluation criteria in the annex).
A participatory approach will be used, with facilitators applying adult learning principles and experiential learning methodologies. The manual incorporates the following approaches to facilitate learning:
· Group discovery learning
· Learning, rather than giving messages/ technologies/ information
· Experience sharing
· Facilitation (Facilitate participants to learn rather than teaching them)
· Structured /Systematic Approach (begin from the known to the unknown)
· Self-learning (build on individual’s experiences)
· Coaching (Assist participants to bring out the best within them)
· Participatory learning (Some practical activities – action points)


[bookmark: _Toc212125740]Module 1: Introduction to Entrepreneurship
Duration: 1.5 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
[image: ]Training aids: Flipchart and markers, Whiteboard, story

Module Objective 

· To provide participants with a comprehensive understanding of entrepreneurship, including its fundamental concepts, key characteristics, and the essential steps involved in the entrepreneurial journey. 
Introduction 
The Training content is created to better understand about business ideas and how to make them need/opportunity driven.  Frequently, rural people blame that it’s just the finance which prevents them from launching their business, yet the developed ideas and business models are often too insufficient to convince banks or investors to invest in the idea. Typically, business ideas are just ideas without a solid concept behind. People do not really know who their customers are and do not know how they will be capable to provide the promised solution. Furthermore, their idea is commonly lacking a way to go forward. Due to these reasons, this training tries to cover about business ideas and to make them worthwhile based on a realistic concept and identify ways on how to go forward with the ideas. Additionally, this training tries to provide a first route into entrepreneurship in general and to create a more realistic picture about the life of an entrepreneur and how people can use their skills and interests to improve their chances by finding the right idea for them and become successful with it. 
[bookmark: _Toc212125741][image: ]Session 1: Introduction 
Duration: 0.5 hours
Training methods: Presentation, Discussion, and Question and Answer,
Training aids: Name cards, sticky note, flipchart, markers, and LCD

Session objectives: 
· To introduce participants to the concept of entrepreneurship and its importance in today's world.
· To provide an overview of the course content and objectives.

Exercise:
· Trainee and trainer Introduce themselves.
· Share your expectation from this training with your friends

Entrepreneurship is the process of starting and managing a business. It is a journey that requires creativity, hard work, and a willingness to take risks. For young people and women in rural areas, entrepreneurship can offer a path to economic independence, job creation, and community development.
In rural communities, where opportunities may be limited, entrepreneurship can provide a way to create jobs and improve the local economy. By starting their own businesses, young people and women can leverage their skills and knowledge to address the specific needs of their communities. This can lead to increased income, improved quality of life, and greater self-sufficiency.
[bookmark: _Toc212125742][image: ]Session 2: Overview of Entrepreneurship 
Duration: 0.5 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
Training aids: Flipchart and markers, Whiteboard, story
Session objectives:
· To define entrepreneurship and explain its key characteristics.
· To discuss the attitudes and behaviours that successful entrepreneurs typically exhibit.
 
Overview of entrepreneurship
Exercise:
· What is your understanding of entrepreneurship?



Definition of entrepreneurship
· Entrepreneurship is the process of seeking business opportunities under conditions of risk.
· Entrepreneurship also refers to the process of creating something new of value by devoting the necessary time and effort, assuming the accompanying financial, physical, and social risks, and receiving the resulting rewards of monetary, personal satisfaction, and independence
· Entrepreneurship is the process whereby an individual or group of individuals use organized efforts to pursue opportunities, create value, and grow by fulfilling wants and needs through innovation and uniqueness regardless of personal resource situation.
According to Yep Putih, entrepreneurship is the ability, capability, and tendency to perform the following activities:
· Identify business opportunities
· Manage a business effort that brings profit to the entrepreneur and the public
· Obtain success and richness by fulfilling society's needs.
· Take calculated risks
· Manage & utilize the factors of production to bring economic development and enhance social welfare
· Work hard and be prepared to make new changes
· that can increase production quantity and quality from time to time
The Concept of Entrepreneurship (Assumptions)
· The enrichment of society essentially depends on human resources, their productivity, and innovation 
· Creating enterprising behavior and competencies in life, in general, can make a difference in the life of a person and in a society
Quotes
We cannot solve our current problems with the same thinking that created them”
Albert Einstein

Who is an entrepreneur?
Exercise:
· Who is an entrepreneur in your opinion?
· Get into pairs and discuss what makes entrepreneurs unique, the expected traits, characteristics, and competencies

An entrepreneur is: 
· Entrepreneurs are people that notice opportunities and take the initiative to mobilize resources to make new goods and services
· An entrepreneur is an individual who can perceive an opportunity for a business and create an organization to develop and manage that business successfully.
· An entrepreneur is an individual who organizes, manages, and assumes the risks of a business (Kuratko & Hodgetts,2001)
· An entrepreneur is a person who takes risks and starts something new.
What Entrepreneurs See
· Objectives	
· First Steps
· Opportunities










What Others See 
· Chaos Or Confusion
· Vicious Circles
· Problems









· 
What makes entrepreneurs unique? 
The expected traits, characteristics, and competencies
Entrepreneurs stand out from the crowd due to their unique blend of traits, characteristics, and competencies. They possess a visionary mindset that allows them to see opportunities where others may not. Their risk-taking mentality empowers them to embrace challenges and pursue unconventional paths. Entrepreneurs are self-motivated and driven individuals who possess a strong work ethic and perseverance. They have a growth mindset that enables them to learn from failures and continuously improve. Additionally, entrepreneurs are often creative problem-solvers with excellent communication and leadership skills. These qualities, combined with their passion and determination, set entrepreneurs apart and fuel their success.

Common traits
· 
· Original thinkers
· Risk takers
· Take responsibility for own actions
· Feel competent
· Set high goals and enjoy working toward them

Entrepreneurial Business Skills
1. Ability to plan
2. Marketing
3.  Interpersonal skills
4. Personal Effectiveness
5. Team-building skills
6.  Leadership skills
7. Communication skills

COMPETENCIES OF ENTREPRENEURS
1. 
2. Personal initiative
3. Seize opportunities
4. Endurance
5. Information-seeker
6. High work quality
7. Commitment toward work agreements
8.  Efficient
9. Systematic planning
10.  Creative Problem solving
11.  Self Confidence
12.   Assertion
13.   Persuasion
14.   Power and Authority


[bookmark: _Toc212125743][image: ]Session 3: The Entrepreneurial Process/Entrepreneur journey 
Duration: 0.5 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
Training aids: Flipchart and markers, Whiteboard, story
Session objectives:
· To emphasize the importance of preparation and a roadmap in the entrepreneurial journey.
· To guide participants through the steps of discovering their passion, crafting a business plan, and taking action to launch their entrepreneurial ventures.

Story time 
There is an analogy between an entrepreneurial journey and a sea voyage. In a ship's journey (sea voyage), the deck, the waves, the crew, and the voyage have a role to play in accomplishing the journey. The deck is the place where the compass is found and provides structural support and strength. The waves encounter storms and rough seas. The crew is a team of individuals who are responsible for the safe and efficient operation of the sea journey. And the voyage is the journey taken on a ship across large bodies of water.
[image: Luxury cruise ship vector image on VectorStock | Ship vector, Luxury cruise  ship, Ship drawing]Based on these parallel analogies, answer the following questions:
· The deck represents...
· The waves represent...
· The crew represents...
· The voyage represents...
· What insights did you gain from the analogy?

Metaphorical representation of the ship 
· The deck: Could represent the business model, strategy, and overall vision.
· The waves: Could represent challenges, obstacles, and market fluctuations.
· The crew: Could represent the team, employees, and partners.
· The voyage: This could represent the entire entrepreneurial journey, from launch to success (or failure).

Limitations or exceptions to the analogy
· Unlike a voyage, an entrepreneurial journey doesn't always have a set destination or timeframe.
· Entrepreneurs can sometimes adjust their course (pivot) even after setting sail.
· External factors like economic winds can significantly impact the journey, unlike waves, which are natural phenomena.
A. Discover Your Path
· Identify your passion: Find something you love to do and are good at.
· Validate your idea: Check if people are interested in what you want to offer.
· Develop your skills: Learn the things you need to know to run your business.
B. Craft Your Plan
· Write a business plan: Create a document that outlines your business goals and strategies.
· Secure funding: Find money to start and grow your business.
· Build your team: Find people to help you with your business.
C. Take Action
· Launch your venture: Start your business!
· Market your business: Let people know about your business.
· Stay resilient and adaptable: Be prepared for challenges and be ready to change your plans if needed.
Group Exercise:
· Think of a company which was prominent yet out of the market currently.  Then, identify/discuss the reason for its failure. (Why it is out of the market)
· Name of the organization/Company  
· The product/service it was supplied
· The reason 



[bookmark: _Toc212125744]Module 2: Entrepreneurial Mind set and characteristics 
Duration: 5 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
[image: ]Training aids: Flipchart and markers, Whiteboard, story

Module Objective 

· To provide participants with an essential mind-sets and skills for entrepreneurial success and entrepreneurial journey
Introduction 
This module will delve into the essential mind-set and characteristics that define successful entrepreneurs. In this module, we will explore the unique qualities that set entrepreneurs apart and the strategies they employ to overcome challenges and achieve their goals. We will begin by examining the meaning of an entrepreneurial mind-set and discussing the obstacles that can hinder its development. Through interactive discussions and case studies, we will explore the importance of cultivating a positive and growth-oriented mind-set. Next, we will delve into the specific characteristics that contribute to entrepreneurial success. These include the power of goal setting, the importance of planning, the ability to identify business opportunities, persistence and determination, self-confidence and persuasion, information seeking, risk-taking, and effective team building. Through a combination of lectures, discussions, and hands-on activities, we will explore the significance of each characteristic and provide practical strategies for developing them.
[image: ]
[bookmark: _Toc212125745]Session 1: An entrepreneurial mind set 
Duration: 0.5 hour
Training methods: Brainstorming, presentation, question and answer, small group discussion, large group discussion, and case story.
Training aids: Flip chart, colored permanent markers, colored A4 papers, sticky notes, participant’s notebook and pen, and a picture of the ship’s journey on the sea.
Session objectives: By the end of the session, participants will:
· Identify The Characteristics of An Entrepreneurial Mind-set,
· Explore The Linkage Between an Entrepreneurial Mind-set and Entrepreneurial Success,
· Improve The Ability to Identify and Analyse Problems,
· Generate Creative Solutions and Make Informed Decisions to Start A Business And Run A Successful Business.Reflection: Please share your feelings with your group members 
· Do you think mind-set affects one’s action? How?
· How can someone develop a growth mind-set?

Mindset
· Our mindset is the set of beliefs, attitudes, and values that shape our perception and interactions with the world. 
· Our mindset is the primary driver of our actions.
· An entrepreneurial mindset involves specific behaviors, attitudes, and values that drive entrepreneurial actions. It emphasizes long-term planning, flexibility, and persistently overcoming challenges, and can be applied to various areas of life, including personal growth, career development, and problem-solving.
Obstacles and challenges that can impact one's mind-set:
· Negative self-talk: Negative self-talk can lead to a negative mind-set and make achieving goals harder.
· Fear of failure: Fear of failure can stop us from trying new things, leading to a fixed mind-set that believes our abilities are unchangeable.
· Past experiences: Negative past experiences can impact our mind-set and make it hard to overcome challenges and believe in future success.
· Unrealistic expectations: Having unrealistic expectations can also be a challenge. When we set ourselves up for failure by expecting too much of ourselves, it can lead to a negative mind-set.
· Toxic people: Toxic people can make us feel unworthy and negatively impact our attitude, hindering our ability to achieve goals.
[image: ]Figure 1: Obstacles that influence one's mind-set

The story of the Manchester Shoe Company
The story of the Manchester Shoe Company, told by Benjamin Zander in his book The Art of Possibility, neatly encapsulates the significance of a positive mind-set. In the early 1900s, inspired by a desire to enter a faraway market, two traveling salesmen were sent as a beachhead into the region. A few days later, two telegraphs came back independently. One said, “Situation horrible. They don’t wear shoes!” The other said, “Glorious opportunity; they don’t have any shoes yet!” Imagine!
Please respond to the following questions
· What would have happened if the company had acted only on the first message?

Overcoming a negative mind-set requires conscious effort and practice. One effective strategy is to challenge your negative thoughts by questioning their validity and replacing them with more affirmations that are positive. Setting realistic goals can also help shift your focus towards achievable outcomes, boosting your motivation and self-belief. If you find it difficult to overcome negative thinking on your own, seeking professional help from a therapist or counsellor can provide valuable guidance and support.
[image: ]Individual Exercise 
· Please fill out the form in the annex labelled Mind-set self-assessment Form (Page 23). 

[bookmark: _Toc212125746]Session 2: Characteristics of Entrepreneurial Mind-set  
Time: 4.5 hours
Training methods: presentation, questions and answers, games, exercise
Training aids Flipchart and markers, Whiteboard, story,
Objectives:
· To understand the role of goal setting in achieving entrepreneurial success.
· To develop effective planning skills for organizing and executing business plans.
· To identify and evaluate potential business opportunities.
· To cultivate persistence and determination in overcoming challenges.
· To build self-confidence and develop persuasive communication skills.
· To acquire effective information-seeking strategies.
· To understand the importance of risk-taking in entrepreneurship.
· To develop effective team-building skills for collaborating with others.
[bookmark: _Toc212125747]2.1. The power of goal setting
Objectives: By the end of this sub-session, trainees will get the following objectives.
· Alerted the importance of long-term vision, and setting goals and objectives in the short term.
· Got opportunities to assess themselves.
· Gained opportunity to think about settings goals for a successful life and visualized their dreams and purpose.



	Exercise1: The Bottle Cap (cork) Game Competition

	· Form groups of 5 people.
· Each group will receive 3 bottle caps or corks.
· Place a small bowl (or similar open-top container) 7 meters away from your group.
· Prepare for 2-3 minutes.
· Take turns throwing the bottle caps/corks into the bowl. Each group has 2-3 minutes to throw all 3.
· The group that throws the most bottle caps/corks into the bowl wins!
· After the game, discuss your experiences with your group. Try to connect the game to the skills needed for entrepreneurship. For example, think about how goal setting, planning, teamwork, and perseverance played a role in the game.
· The trainer will give you feedback 


A life goal helps us to:
· Get a focus on where one wants to go/be
· Get motivation and effort to work hard
· Be able to monitor progress towards the goal
· Show our values of living to our words
· Pride in being able to achieve something
· Encouragement for setting and attaining the next goals
There are four steps in formulating a goal, namely:
1. Understanding where I am
1. Identifying what I need for a happy life
1. Deciding on what actions to take to achieve the happy life
1. Assessing – have I achieved my goal?
	Note 1: A good goal MUST be

	Many people set goals, and they do not attain them because many of such goals lack the key qualities of a good goal. A good goal MUST be:
· Specific on what you want to achieve e.g., Save money in a bank and buy a machine to expand your business
· Measurable so that it can be verified e.g., Saved Birr 10,000 in a bank for buying a machine expanding my business
· Achievable so that it has meaning as to why you planned, e.g. saving 10,000 Birr for buying a machine is possible
· Realistic about my life situation in terms of its importance and suggested actions
· Time-bound so that it gives the time when the goal will be achieved so that other goals
too can be pursued e.g., Saved Birr 10,000 for my business expansion in a bank by end of 2022


[bookmark: _Toc212125748]2.2. The Power of planning activities to achieve goals 
Objectives: By the end of this sub-session, the trainees will:
· Sensitized the importance of thinking before acting.
· Obtained opportunities to practice planning their business activity.
· Provided with the chance to think about planning for a successful life by associating with goal setting, and short-term objectives.
Planning is the process of thinking regarding the activities required to achieve the desired goal. Planning is based on foresight, the fundamental capacity for mental time travel. The evolution of forethought, the capacity to think ahead, is considered to have been a prime mover in human evolution.
Planning is the act of researching, analysing, anticipating, and influencing change in our society.
Planning helps us to be accountable for what we do. Planning helps us decide how best to use our resources (people, time, money, information, equipment) so that they make the most significant contribution to achieving our goal. Planning lays the basis for us to assess and evaluate our achievements effectively.
It helps us achieve our goals and allows for more efficient use of time and other resources. Planning means analysing and studying the objectives, as well as how we will achieve them. It is also a method of action to decide what we are going to do and why. For that, we have to create a plan.
Also, Planning is defined as it directs us where to go, furnishes direction, and decreases the danger of risk by making predictions. 
The significant advantages of planning are:
· Planning provides directions:
· Planning decreases the chances of risk:
· Planning decreases overlapping and wasteful activities:
· Planning encourages innovative ideas:
· Planning aids decision-making:
Group Exercise: Form a group and practice planning your business activities using any of the format found on page 24. 
· Think about your activities in terms of short-term, medium-term, and long-term goals. Brainstorm what you want to achieve in each timeframe. 
· You have 15 minutes to complete your plan. After that, present your plan to the whole group. Then, you'll be provided feedback and summarize the key points.







[bookmark: _Toc212125749]2.3. Identifying business Opportunity and taking initiative 
Objectives: By the end of this sub-session, trainees will get the following objectives
· Able to realize having the right attitude is a key to unleashing opportunities in their environment. 
· Able to understand how to identify opportunities in their localities and turn them into real business opportunities.
· Viewed problems in the community as a starting point for a new business venture or expanding the existing ones
What is an Opportunity?
· An Opportunity is an appropriate or favourable time or occasion.
· An opportunity is a favourable situation for a positive outcome
· Opportunity seeking, accordingly, is the on-going process of considering, evaluating, and pursuing market-based activities that are believed to be advantageous for the firm.
· Hence, opportunity-seeking calls for continuous reconsideration and adaptive learning,
Distinguish between ideas and opportunities
What is a Business Opportunity?
· A business opportunity may be defined simply as an attractive investment idea or proposition that provides the possibility of a monetary return for the person taking the risk.
· Such opportunities are represented by customer requirements and lead to the provision of a product or service which creates or adds value for the buyers or end-users.
· A good idea is not necessarily a good business opportunity. Consider, for example, that over 80% of all new products fail.
So, what turns an idea into a business opportunity?
· To put it simply in economic terms, Income must exceed Costs to earn a Profit.
· The characteristics of a good business opportunity need to be carefully examined. 
· Characteristics of a good business opportunity
· Real demand
· Return on investment
· Be competitive
· Meet objectives
· Availability of resources and skills 
Group Exercise 
· Form small groups of 5 participants.
· Brainstorm: As a group, discuss common problems, needs, or underutilized resources in your local area.
· Generate ideas: Based on your brainstorming, come up with potential business ideas that could address these issues or leverage these resources.
· Evaluate ideas: Use the following criteria to evaluate your ideas: Use the table outside the box
· Market demand: Is there a demand for your product or service?
· Feasibility: Can you realistically implement your idea?
· Profitability: Can you make a profit from your business?
· Sustainability: Can your business be sustainable in the long term?
· Select the best idea: As a group, choose the idea you believe has the greatest potential to become a successful business.
· Present your chosen business idea to the class, explaining your rationale and how you plan to address the identified problem or need. 


· Examples on Generating Business Opportunities from Problem 
	PROBLEMS
	UNDERUTILIZED RESOURCES
	BUSINESS OPPORTUNITIES

	Thefts
	manpower, industrial facility
	Locking systems

	Hot weather
	know how, raw materials
	Fans and air coolers

	Diseases
	unfinished building
	Medical clinic

	Boredom
	cinema
	Leisure club


[bookmark: _Toc212125750]2.4. Persistence and determination 
Objectives: By the end of this sub-session participants will:
· Realized that persistence is the key and backbone for achieving business goals.
· Familiarized with characteristics of persistent entrepreneurs.
· Perceived the benefits of persistency in entrepreneurship and success.
· Entrepreneurs rely on their creativity, purpose, and vision to grow their businesses factors that will only manifest with persistence.
Group Activity!
Divide yourself into 5 groups. 
· Take 10 minutes to discuss the meaning and importance of persistence and determination for entrepreneurs. After the discussion, present the findings to the entire group. Please be open and engaged.


Meaning of Persistence and Determination
· To persevere is to continue in a course of action despite difficulty or lack of success. Determination means persistence, striving hard to achieve any goal or ambition. Constant efforts and perseverance, clubbed with strong determination, can only enhance any person to success or fame.
· Persistence is what keeps us going when the odds are not in our favour, it is what makes you study harder when you are finding it difficult to learn that course or subject. Major success seldom comes easily or without a great deal of effort. According to Bill Bradley: Ambition is the path to success.
· It's called perseverance. One of the most common reasons for entrepreneur failure and business closure is a lack of determination and persistence. Those who are not determined to persevere until they succeed tend to jump from one idea to another when encountering difficulties.
· As an entrepreneur you need to be persistent because it can be difficult to keep things going when you are not seeing instant success. Persistence is also crucial because you are bound to make mistakes. When you give up too early, you cannot learn from your mistakes.
Ways to Be More Persistent
1. Dream big, start small.
2. Know the reason behind your goals.
3. Rest don't quit.
4. Find different solutions to your setbacks.
5. Don't be afraid to start again.
[bookmark: _Toc212125751]2.5. Building self-confidence and Persuasion (pitching) Networking 
Objectives: By the end of this Sub-session, trainees will:
· Familiarized with the characteristics of confident entrepreneurs
· Understood everyone can be a successful entrepreneur and own boss.
· Internalized the importance of taking personal responsibility and taking charge of their destiny.
2.5.1. Building self-confidence
Objectives: By the end of the sub-session, participants will have:
· Familiarized with the characteristics of confident entrepreneurs
· Understood everyone can be a successful entrepreneur and own boss.
· Internalized the importance of taking personal responsibility and taking charge of their destiny.
What does Persuasion means?  
· Persuasion is the art of convincing others to agree with the view you have or go through with your actions. Many people know about it, but not everyone can use it to its full capacity. In regular businesses, persuasion is very important as it can boost your sales and gain trust.
· Persuasion is convincing others to change their point of view, agree to a commitment, purchase a product or service, or take a course of action. Oral and written persuasive skills are valued in the workplace. Sales are the most obvious form of persuasion, but this skill is used in many other positions as well.
· Very confident Entrepreneurs are better poised to start and succeed in a new business. Because of their self-efficacy, they feel that they can succeed. This makes them willing to put the risk for a new business. Succeeding in that business then builds even more self- confidence.
How do build your self-confidence?
· Celebrate your wins (even the small ones)
· Accept praise from others
· Use good posture (head high, shoulders back, no slouching)
· Use positive affirmations
· Know your strengths and weaknesses
· Set SMART goals (and stick to them!)
· Stop comparing yourself to others
2.5.2. Pitching
Objectives: By the end of the sub-session, participants will have:
· Understand the structure and key components of an effective pitch.
· Apply best practices in poster design and presentation delivery.
· Develop presentation skills that convey confidence and clarity.
To create your pitch, you actually just have to combine all information/works together, potentially rework some parts and put it together in a poster 
· Presentation with a nice structure:
The pitch should be 10-15 minutes and leave time for questions afterwards for 5-10 min. Yet, a recommendable structure could be the following:
· Poster 1) Welcome poster Including Team Introduction
· Poster 2) Explain your customer and why he or she has a need
· Poster 3) Explain your market and the existent competition
· Poster 4) Explain what you will do and what's different to your competitors (Offer and Marketing Mix/Differentiation)
· Poster 5) Explain how you will operate your business and explain why you are capable to do it (Organization and Operations)
· Poster 6) Explain how you will launch your business step by step
· Poster 7) Explain how much money you need for it and for what and show what money you can make with it in short and in long term
· Poster 8) Thanks and Questions
Guidelines for a poster Presentation
1) Presentation & poster Structure should fulfil the pyramid rules
2) Single poster Structures
Title: Written Message the fit to the content of the poster and the messages you want to provide to an investor with this page (only present poster which have a value/a message for the investor)
Content: Fits to one message and provides the demanded information for investors
Result: Always indicate a final statement in a poster (written or oral)
3) Layout & Design
– Use as many illustrations and pictures to express a message as you can
– Design graphs clear and simple and cross check the values of the axes
– Just concentrate on main results and simple wordings (don ‘t create huge calculations)
– No written text (Use keywords or short sentences and/or use symbols, no use of long sentences and written paragraphs)

3) Visualization and Interaction if possible
– Try to involve your audience, potentially with question or by testing/experience your product/the problem/the feeling in a certain way
– E.g.: Present the function of a prototype, ask them which options they have if they want to eat banana in Arba Minch, let them take your product into their hands to feel the nice shape
4) Start & End
– Start with your pitch and the introduction of your team
– End the presentation with a final convincing message/summary or questions
– End the presentation with a final convincing message/summary or questions
5) Timing
– Conduct your presentation for 10-15 min.
– Consider questions and potential visualizations within your timing
– Be prepared to have same hidden extra poster with further information if investors give you more time and want to know more
Guidelines for presenting:
1) Show reliability from the first second
⇒ Be on time and adequately dressed!!!
⇒ Catch the attention in the first minute
⇒ Start with your pitch and a nice entrance phrase!!!
2) Concentrate on the main aspects and explain them simple
⇒ See the opportunity, understand the opportunity and feasibility and use reliable data and examples
3) Don ‘t forget to explain your product in a way that everybody understands
⇒ Not everybody knows your product and your market, be sure to let them understand
4) Don‘t lie and listen more than you speak
⇒ If you don‘t know something, admit it and ask
⇒ Don‘t justify yourself if you don‘t know it better, than better try to understand and adopt
5) Be aware you are the business, thus sell yourself good
⇒ Be confident, speak free, fluent and clear, search eye contact and talk with your audience
6) Prepare yourself before
⇒ Know who is your audience, which interest and specializations to they have and adjust your trigger words and explanations to it
Additional remarks for using trigger words and following the pyramid method:
Trigger Words
· Trigger Words are words which will directly be associated from your audience with their goals or interests. In fact, depending on your audience they can be very different. 
Words:
· Problem Solving, Dream Fulfilling
· Sustainability, Environmental, Government Goal & Social Connectors
· Connections to growth markets or investor target markets
· New technologies
Numbers:
· Market Potential,
· Return on Investment,


2.5.3. Networking
Objectives: By the end of the session participants will have:
· Identify how networking contributes to entrepreneurship, economic development, and community resilience
Networking plays a vital role in enhancing their livelihoods and promoting agricultural success. In a community-centred culture like Ethiopia’s, farmers often rely on local relationships with neighbours, cooperatives, and extension workers to share knowledge, resources, and best practices. 
Networking helps them stay informed about new farming techniques, access to markets, and government support programs. For example, by engaging with agricultural cooperatives, farmers can pool resources to access better seeds, tools, and fertilizers, or to collectively sell their products at better prices. Networking also enables them to exchange information on climate patterns and pest control, which are critical in ensuring stable crop yields. 
By fostering these connections, Ethiopian rural farmers can strengthen their resilience to challenges, improve productivity, and collectively improve the community’s overall well-being.
In the rural context of Halaba Zone, Southern Ethiopia, entrepreneurship and networking are crucial drivers of economic development and community resilience. Local entrepreneurs, often engaged in small-scale farming, trade, or agro processing, rely heavily on their networks to grow and sustain their businesses. Networking within the community allows entrepreneurs to share knowledge, pool resources, and collaborate on market access. In Halaba, where access to formal financial services and infrastructure may be limited, informal networks and community-based associations, such as iddirs (community savings groups), provide critical support. Entrepreneurs also benefit from connecting with agricultural extension workers, local markets, and cooperatives, which help them improve productivity, market their products, and access new technologies or inputs. Through these relationships, entrepreneurial farmers can enhance their income, diversify their activities, and contribute to the economic vitality of their communities, building a foundation for long-term development. Networking in this rural context not only facilitates business growth but also strengthens social bonds, fostering a collective spirit of innovation and progress.


[bookmark: _Toc212125752]2.6. Information seeking 
Objectives: By the end of this sub-session, trainees will: 
· Introduced the importance of personally seeking information
· Learned how to plan to get information, compile and use it for decision making
What does Information Seeking means?
· Information seeking is the process or activity of attempting to obtain information in both human and technological contexts.
· Information-seeking entrepreneur undertakes personal research on how to satisfy customers and solve problems. He/she seeks relevant information from his/her clients, suppliers, competitors, and others. He/she always wants to learn things that will help the business to grow.
· Information allows an entrepreneur to make informed decisions by presenting data in a way that can be interpreted by management.
What is information-seeking behaviour?
· Information-seeking behaviour is the act of actively seeking information to answer a specific query. 
· Information-searching behaviour is the behaviour that stems from the searcher interacting with the system in question.
· The information could be
· Marketing
· Technical
· Information and communication technology
· Financial
· Legal
· Environmental
[bookmark: _Toc212125753]2.7. Risk taking 
Objectives: By the end of this sub-session, the trainees will:
· Introduced with characteristics of entrepreneurs as risk takers.
· Recognized own goal and practiced risks involved in business decisions.

“Although risk-taking is a style of behavior, calculated risk-taking is a skill that can be improved.”
· Entrepreneurs should evaluate their needs before deciding to take a risk. Questions to ask before engaging in any decision requiring risk include:
0. Is the goal worth the risk involved?
0. What are the biggest obstacles to achieving the goal?
· This questioning procedure is essential to the risk-taking process. The above questions are only a few of the many questions to be asked before entering into a risky situation.
· In business and life, there is no way to avoid risk-taking. Entrepreneurs become more self-assured and have a more positive outlook toward risk-taking because they accept risks as challenges that require their best efforts to achieve goals.
· A risk situation occurs when a choice is required between two or more alternatives whose potential outcomes are not known and must be subjectively evaluated. A risk situation involves potential success and potential loss. The greater the possible loss or gain, the greater the risk involved.
· Risk-takers make decisions in conditions of uncertainty, and they balance potential success against potential loss.
Choosing a risky alternative depends on:
· How attractive the alternative is, the extent to which the risk taker is prepared to accept the potential loss.
Calculated Risk-Taking:
· Most entrepreneurs take calculated and moderate risks. Entrepreneurs avoid low-risk situations because there is a lack of challenge, but they also avoid high-risk situations because they want to succeed.
· They set high goals and enjoy the excitement of a challenge, but they do not gamble.
· Hence, low-risk situations and high-risk situations are avoided because these risks do not satisfy the entrepreneur.
· In short, the entrepreneur likes a difficult but achievable challenge.
Analysing a Risk Situation:
1. Procedures for Analysing a Risk Situation
1. Determine goals and objectives
1. Clarify the alternatives
1. Clarify the alternatives
1. Minimize risks
1. Plan and implement the best alternative
· In analysing, making a decision, and taking action the entrepreneur needs to have some skills like information seeking, creative thinking, and networking.
[bookmark: _Toc212125754]2.8. Team Building 
Objectives: By the end of this sub-session, the trainees will:
· Understood the benefits of working in a team
· Aware of the synergetic effect of teamwork
· Learned about team roles, planning vs. Execution
· Learned about communication and team effectiveness
Group Exercise: 
· Let’s play a game to see how well we can work together. Divide into teams of 5 people. Your goal is to build the tallest paper tower using only the materials provided by the trainers.
 
· Once you’ve finished, we’ll discuss how your team worked together and what you learned about teamwork. 









What is Team Building?
0. Team Building: is the process of establishing and developing a greater sense of collaboration and trust between members.
0. Teamwork is the concept of people working together as a team.
0. Team player: A team player is someone who can get along with their colleagues and work together in a cohesive group.

0. Team building brings people together by encouraging collaboration and teamwork. Team building in the workplace is the process of creating a team that is cohesively working together towards a common goal. The importance and main purpose of team building are to create a strong team through forming bonds and connections.

What is team building skills in entrepreneurship?
0. Team building means putting a good group of people together who have specific skills and a purpose. Think of building Legos. Each person on your team is a Lego that is necessary to make a vision a reality. Each piece may be outstanding on its own, but they all need to fit together, or else the piece will do no good.
There are four main types of teams building activities, which include:
0. Communication activities.
0. Problem-solving and decision-making activities.
0. Adaptability and planning activities.
0. Trust-building activities

The different types of team building are:
0. Activity-based team building.
0. Skill-based team building.
0. Value-based team building.
0. Team bonding.




[bookmark: _Toc212125755]Module 3: Business model Canvas 
Duration: 3 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
[image: ]Training aids: Flipchart and markers, Whiteboard, story

Module Objective 

· To provide participants with the Business Model Canvas (BMC), and helps them to prepare their BMC
Introduction 
Start-ups often focus too much on perfecting their technology, product, or design, and forget about the most important aspect: the business model. A business model outlines how a company creates, delivers, and captures value, essentially how it makes money by serving its customers. Without a clear business model, start-ups may struggle to scale, innovate, and ultimately fail.
[image: ]This module introduces the Business Model Canvas (BMC), a tool designed to help entrepreneurs visualize and structure their business. Created by Alexander Osterwalder, the BMC covers nine key building blocks, ensuring entrepreneurs keep the big picture in mind while refining their business strategies.
[bookmark: _Toc212125756]Session 1: Types of Business model (B2B & B2C) 
Duration: 1 hour
Training methods: presentation, questions and answers, games, group exercise
Training aids: Flipchart and markers, Whiteboard,
Session objectives: By the end of the session, participants will able to:
· Understand the types of Business 
· Differentiate the B2B and B2C 

Business models define how a company creates, delivers, and captures value. Two common types are Business-to-Business (B2B) and Business-to-Consumer (B2C). In a B2B model, companies sell products or services to other businesses. This model often involves longer sales cycles, larger transactions, and a more consultative approach. Examples include software providers selling to corporations or manufacturers supplying goods to retailers. On the other hand, B2C refers to businesses selling directly to individual consumers. These transactions tend to be more frequent and involve smaller amounts. E-commerce platforms, retail stores, and subscription services often operate under this model.

In a B2B model, companies focus on delivering products or services that help other businesses operate more efficiently, cut costs, or generate revenue. Key characteristics include a smaller customer base compared to B2C, but higher-value sales. Relationships in B2B markets are critical and tend to be long-term, with personalized services and often custom contracts. Examples include bulk purchasing agreements, software licensing, or supply chain partnerships. The decision-making process in B2B transactions typically involves multiple stakeholders, requiring well-structured proposals, detailed negotiations, and tailored solutions.

B2C models are designed to cater directly to consumers. Marketing strategies focus on understanding consumer behaviour and driving demand through various channels like advertising, social media, and promotions. B2C companies aim for fast, frequent transactions, with product convenience and customer experience playing critical roles. Online shopping, mobile apps, and physical stores are typical touch points for B2C businesses. Examples include fashion retailers, streaming services, and food delivery apps. Unlike B2B, purchasing decisions in B2C are often made quickly and with minimal involvement from others, relying more on emotional appeal, branding, and product accessibility.
Exercise: 
· What is your business about?
· Who are your customers?
 

[image: ]
[bookmark: _Toc212125757]Session 2: Business model
Duration: 2 hours
Training methods: presentation, questions and answers, games, group exercise
Training aids: Flipchart and markers, Whiteboard,
Session objectives: By the end of the session, participants will have:
· Defined what a business model is and the different building blocks that make up a business model canvas.
· Realized the importance of developing a business model canvas.
· Exercised re-business model canvas to their existing business or real business idea by themselves.
A major mistake made by many start-ups around the world is focusing on the technology, the software, the product, and the design, but neglecting to ever figure out the business. And by ‘business’ we simply mean how the company makes money by acquiring and serving its customers. Reid Hoffman
In other words, losing the overall vision of their business. Without this vision they are unable to scale, miss opportunities, struggle to innovate, and end up running another business.
What is a business model canvas (BMC)?
· A business model canvas (BMC) is a visual representation of a business model, highlighting all key strategic factors. In other words, it is a general, holistic and complete overview of the company’s workings, customers, revenue streams, and more.

· The BMC provides entrepreneurs with a tool to analyse, structure, and evolve a business idea while always keeping the bigger picture front of mind.

· Founded by Swiss entrepreneur and Strategized co-founder Alexander Osterwalder, the BMC is a visual representation of the nine (9) key building blocks that form the foundations of every successful business.

· It is a conceptual model that represents the business and money-earning logic of a company.

· It describes the rationale of how an organization creates, delivers, and captures value.
Exercise: 
· Share your thoughts on what the Business Model Canvas (BMC) represents? Try to relate it from your own perspective and the above listed definition.
 

· Once you have completed your business model canvas, you can share it with your organization and stakeholders and get their feedback as well. The business model canvas is a living document, therefore after completing it, you need to revisit it and ensure that it is relevant, updated, and accurate.
[image: ][image: ]



Sample Business Model Canvas
[image: C:\Users\abc\Desktop\JCC ALEMTSEHAY\business-model-canvas (1).jpg]

· It is vital to Re-imagine the way you generate value – gain new income streams through redesigning vision, mission, strategic goals and business model set up.
Exercise: 
· By using the nine blocks of business model canvas, describe briefly the business model of the poultry firm.
 


Components of a business model canvas 
The Nine (9) Components of the Business Model Canvas are:
1. 
2. Customer Segments
3. Value Proposition
4. Customer Relationships
5. Channels
6. Revenue Streams
7. Key Activities
8. Key Resources
9. Key Partners
10. Cost Structure

1. Customer Segments

· Customers are the heart of any business model. Without any form of customers, your business won't survive long. This is why it's important for any entrepreneur to ask himself, who are my customers now and what customers do I want to have in the future?
· A successful way to define your customers is to group common needs or behaviours and find the customer segments your business is actively involved with. 
· Understanding what kind of customers, you have makes it easier to define the rest of your business model. Some business models for example, are purely focused on a certain customer segment or are very customer driven. 
· So, have you figured your current type of clients you have? Are these your preferred clients? Or are there others you'd like to attract to your business. What are the strengths of these kind of clients, or their weaknesses? List them!
· For example, perhaps it's more interesting to expand the business and reach other customers that offer a more stable and higher rate of income, such as local clients? It's important to identify these potential opportunities and build a picture of who your ideal client is.
Example: These are the different groups of people who will buy your honey. For apiculture:
· Local consumers who want pure, natural honey.
· Shops and markets that sell honey and beeswax products.
· Restaurants or hotels that need honey for cooking or serving guests.
· Traditional medicine practitioners who use honey for health benefits.

2. Value Proposition

· What problem do you solve?

· Naturally, you offer a certain value to your clients or you solve a problem of them. This is what we consider your value proposition. Though, this doesn't only include your concrete product or service, but also the benefits that your business offers.
· Improving your solutions

· What customer needs are you satisfying? How can you improve that experience? How are your products or services specifically creating added value for your customer segment?
· Naturally, this explores every aspect of what your business offers and how it interacts with clients. This is what we consider your core business. Defining and analysing this is incredibly crucial. After all, how can you improve your current products or reach more (or better) customers with your current line of products? Improving your core business can mean a serious change in your freelance activities.


· Define your core business value

· Your turn! Define your core business on the canvas. What is your value? If you have problems defining your value, ask yourself this: what do you want your clients to remember after doing business with you?

· How does your core business link with your customer segment? What value do you deliver? Could there be more interesting services you can offer your clients? What do clients expect from you after all? Does your business live up to those expectations? Brainstorm answers to these questions before moving on.
Example: This is what makes your honey business special and why customers should buy from you. Your value proposition might be:
· Pure, organic honey from natural environments in rural Ethiopia.
· Honey and beeswax products with health benefits for consumers.
· Supporting sustainable farming practices and the local economy.

3. Channels

· Identify Your Customer Channels

· How does your value reach customers? Channels are touch points with your business for customers. For example, do you use mainly e-mail to reach potential customers? Do you contact clients face-to-face? The methods you use to communicate with clients are an interesting playground to experiment with new possibilities. For example, try a new method to reach customers and see how successful you are. Other important aspects are how your channel is integrated in your strategy or how cost-efficient your communication is.

· Thinking carefully about our communication is necessity to succeed. Complete the channel component of your canvas and analyse the strengths and the weaknesses of these different ways of communicating.

· Besides e-mail, the combination of portfolio and a personal blog is a way to get in touch with your customer segments (and others). Perhaps face-to-face could be a better method to approach the local companies’ customer segment? Different customer segments often have different preferred channels for communication.

· Plan new customer channels

· Perhaps LinkedIn could be a possible cost-efficient way to reach more customers, or could some freebies increase the reputation of my freelance business? Interesting scenarios to consider and to think about!

· Remember though, communication always costs either time or money. This is why cost-efficiency is important to think about. Even in your communication, think as an entrepreneur and consider how you can systematically bring in more target customers to your business.
Example: These are the ways you will deliver your products to customers. For an apiculture business:
· Selling directly at local markets or roadside stands.
· Partnering with local stores or cooperatives to sell honey.
· Using word of mouth and community connections to find new customers

4. Customer Relationships

· Step 1 - Analysing Your Customer Relationships

· Besides analysing how you reach your customers, it's also important to understand what kind of relationship you have with your client. Often this component of the canvas is used to define customer acquisition, customer retention and how you can boost your sales.

· It's quite possible you spend a lot of time on customer acquisition and perhaps there are ways to improve customer retention, so that you spend less time on finding new clients. Your relationship with your clients has a major influence on the rest of your business model.

· Step 2 - Identify Customers Value

· In your business, ask yourself how strong (or weak?) you want your relationships with your clients to be.

· A great question to ask yourself is how much you believe that the client you've just worked with can provide added value for your company in the long run. If that's looking good, then be sure to keep in touch with that client. Sometimes you have bad experiences with certain clients. For example, if someone has paid late a couple of times, it's better to not keep them as a client.

· So, when you look at your customer segments and your channels to communicate with them, how do you relate with your customers? What relationship are you building with them? Again, update your canvas!

Example: This explains how you will interact with your customers. In rural apiculture:
· You could build trust by ensuring the quality and purity of your honey.
· Offer product guarantees or samples to new customers.
· Educate customers on the benefits of natural honey through demonstrations at local markets.
5. Revenue Streams

· Step 1 - Trial and Error

· As an entrepreneur, you need to be paid for what you do. There are many different pricing models and it's not always easy to define the correct price for what you offer. It requires some trial and error.

· Step 2 - List Your Prices

· What do you charge? Write it down! How do clients feel about that? How much would they prefer to pay? What products and services contribute the most to your overall revenue? As an entrepreneur you need to look at what contributes the most revenue to your business and identify the reason. Tip: Keep the sticky notes on your canvas short and concrete, but use a piece of paper to make a more detailed analysis of your revenue stream.
Example: This is how your business makes money. In apiculture, you can earn income by:
· Selling honey at local markets.
· Producing and selling beeswax for candles, tuaf, 
6. Key Resources

· Step 1 - List Your Key Resources

· This part of the canvas describes the most important assets which you use to make your business model work. For example, the tools you use to create your value or maintain relationships with your customer segments. A resource we use is our software and our workspace. Your key resources are often a component you invest money in.

· It's always a good idea to list the key resources you use. It makes it easy for you to define your costs later in the canvas. This will open up possibilities to save money by downgrading or scrapping certain key resources.

· Step 2 - Resource Investment

· In our example, some of the key resources our fictional business uses are the combination of hardware; and, naturally, it's difficult to write a complete list of all the resources you need to make your business model function. Just write down your most important assets and add them to your canvas.
Example: These are the important assets you need for your business to function. In apiculture, key resources include:
· Beehives and colonies of bees.
· Land for placing your beehives (could be near fields or forests).
· Tools for harvesting honey, like honey extractors, sieves, and jars.
· Knowledge and skills in beekeeping

7. Key Activities

· Step 1 - Identify Your Key Activities

· Your activities in general are the most important things a company must do to make its business model work. Every business has a certain key activities they do to operate successfully. In general, the key activities are what you do to create the value you deliver to customers. So, what are the key activities in your business? Write them down!

· You can chose to offer more products and services (be the jack of trades) or focus solely on being an expert. What key activities you do and what value they create are, of course, crucial for your core business.

· Step 2 - Key Activity Exercise

· As you notice, your key activities line up pretty well with your revenue streams (of course, you earn money through your activities).

· Okay, let's do a little exercise now. Look at your business model and it's key activities. How would your business model change if you increase or decrease the amount of key activities? Have some business development in mind. How can you make your business better or more profitable?

· By now, you should understand how everything is tied together. Changes in your key activities will effect changes elsewhere in your business model canvas, This is why we use sticky notes to edit the canvas easily.

· Tip: Remember that the goal of using this tool is to make it possible to question your business in a simple way.
Example: These are the essential actions you need to perform to operate your business. In apiculture, key activities include:
· Managing beehives and ensuring the health of the bees.
· Harvesting honey and beeswax.
· Processing, packaging, and storing honey for sale.
· Marketing and selling your honey locally or at markets.
8. Key Partners

· Step 1 - Identify Your Key Partnerships

· In the key partnership component you describe your network of suppliers and partners that contribute to your business model.

· Let's look at an example. Certain strategic alliances between entrepreneurs can create amazing opportunities (such as, the alliance between a talented designer and developer). 

· When you attempt to develop your business it's a strategic move to find suitable partners to help you (or you help them). A successful business rarely stands alone, even a small business.

· Step 2 - List Your Key Partnerships and Plan

· Write your current partners down and your potential future partners. Consider, what kind of partnerships would improve your business? How could you achieve these partnerships? How much influence would this have on your current business model? Write down 2-3 scenarios of how a partnership could work.

· These are the people or organizations that help your business succeed. For apiculture, your key partners might include:
· Local farmers or cooperatives to help with land or resources.
· Suppliers of beekeeping equipment like hives, suits, and smokers.
· Distributors or local markets where you can sell honey or beeswax.
· Government agricultural agencies or NGOs providing training or financial support.
9. Cost Structure

· Step 1 - Identify Your Costs

· Naturally, besides earning money, you also spend money. This can be as obvious as your wage, but also certain investments in your business. A good business model also tries to get a realistic understanding of what costs there are.
· You can analyse what key resources are the most expensive for you, but also think of which kind of investments can improve your business. Certain businesses are completely built around decreasing their costs as much as possible, to have a low price as value proposition for their customer segments (cheap airlines for example) whereas others offer high quality value to their customers.
· Step 2 - List Your Costs and Plan

· Try to be as precise as possible in listing your costs. Although that usually isn't simple (it's basically managing your finances). This is a task you need to do for accounting purposes anyway, but here you should also look for opportunities. Don't be afraid to invest some of the money you earn into your business. Perhaps pushing a new communication channel can get you better clients for example.
· The great strength about this tool is that it really offers the possibility for you to analyse every single key component of your business. This way you can review strengths and weaknesses and improve your business.
Example: This includes all the costs involved in running your apiculture business. Common costs for rural beekeepers include:
· The cost of beehives, bees, and protective equipment.
· Land rent or agreements for placing hives.
· Costs for packaging and marketing your products.
· Transport costs to get your honey to markets.
[bookmark: _Toc212125758]Module 4: Developing a Business Plan 
Duration: 3 hours
Training methods:  presentation, questions and answers, storytelling, group discussion
[image: ]Training aids: Flipchart and markers, Whiteboard, story

Module Objective 

· To provide participants the concept of business plan and help them to prepare the business plan for their business. 

Developing a business plan is a critical step for any entrepreneur or business owner, as it serves as a comprehensive roadmap for launching, managing, and growing a successful business. A business plan not only defines the mission and objectives of the business but also outlines the strategies needed to achieve them. It encompasses key components like market analysis, operational strategies, financial projections, and management plans, providing a structured approach to turning ideas into actionable goals. For anyone seeking funding or partnerships, a well-prepared business plan demonstrates the business’s potential, its competitive edge, and the steps it will take to navigate the challenges of its industry.
[image: ]In this module, participants will explore the essential elements of crafting a compelling business plan, including how to tailor it to their strengths and address potential weaknesses. By understanding the purpose, format, and strategic value of each section, participants will gain the skills needed to create a customized plan that serves both as a guide for business growth and a tool for attracting investors. Through interactive exercises, presentations, and hands-on practice, this module equips participants with the foundational knowledge to develop a clear, cohesive, and actionable business plan that enhances their chances for long-term success.
[bookmark: _Toc212125759]Session 1: Concept and Definition of a business plan 
Duration: 0.75 hr
Module objectives: By the end of the session, participants will/can:
· Understand the concept of business plan
· Define what does business plan means 
Training methods: presentation, questions and answers, , group and individual exercises
Training aids: Flipchart and markers, Whiteboard
Exercise: 
· What is your perception of the meaning and importance of a business plan?
 

A business plan is a foundational tool for any entrepreneur or business owner. It serves as a roadmap that outlines the goals, strategies, and operational plans for a business. Developing a comprehensive business plan is critical for securing financing, guiding growth, and assessing the viability of a business idea. Whether launching a start-up or expanding an existing enterprise, a well-structured plan helps identify key markets, analyse competitors, forecast financials, and set measurable objectives. In this session, you will explore the essential components of a business plan, the strategic thinking behind it, and the best practices for turning an idea into a sustainable business model. By the end of this module, you'll have the knowledge to craft a detailed plan that not only attracts potential investors but also serves as a guide to achieving long-term success.
Business plan is
· A document which spells out the goals and objective of a business and clearly outlines how and when they will be achieved.
· A structured guideline to achieve a business goal.
· A road map to owning and operating a business.
· A proposal that describes a business opportunity for financing agencies or investors.
· A detailed action program outlining every conceivable aspect of the proposed business venture
A business plan is written when: 
· When thinking of going into business
· Before starting the business
· When up grading the business is required
· When new information is obtained
· When new experiences are gained

Who should write the plan 
· The business owner/manager writes a business plan for the business he/she wants to start

· [image: ]An advice/support agency, or a professional figure such as an accountant, may assist in writing certain areas of the business plan for it to look professional, A computer program providing a model that can be modified to suit one’s business can also be utilized. 
[bookmark: _Toc212125760]Session 2: Importance of a Business Plan
Duration: 0.75 hr
Module objectives: By the end of the session, participants will/can:
· Understand the importance of business plan 
· Explain the importance of business plan
Training methods: presentation, questions and answers, , group and individual exercises
Training aids: Flipchart and markers, Whiteboard
A business planning is important to start and expand any business, Because it:
· Keeping one focused on her/his goals and strategies
· Obtaining financing from outside sources
· Guiding the opening of a business
· Guiding the managing of a business
· Communicating clearly with interested parties
· Showing one’s business chances of success
· Showing ability to manage a business
· Showing there is a good market for one’s product or service
· Comparing how the actual business performance differs from the forecasted performance
[bookmark: _Toc212125761][image: ]Session 3: Components of a Business Plan
Duration: 1.5 hrs
Module objectives: By the end of the session, participants will/can:
· Learned steps and format in business plan preparation and
· Prepared a business plan tailor-made to their strengths and weakness
Training methods: presentation, questions and answers, , group and individual exercises
Training aids: Flipchart and markers, Whiteboard
Exercise: 
· Indicating the components of business plan, prepare your own business plan and present?
 

A standard business plan should contain the following parts:
· 
· Executive Summary
· General Company/Enterprise Description
· Products and Services
· Marketing Plan
· Operational Plan
· Management and Organization
· Personal Financial Statement
· Financial Plan

· Executive Summary: This is a brief overview of the entire business plan and is typically written last. It highlights the main points from each section, giving readers often potential investors or lenders a snapshot of the business. The executive summary should be concise but compelling, covering the company’s mission, the problem it aims to solve, the products or services offered, target market, competitive advantage, and a summary of financial projections. It is meant to capture the reader's interest and provide a quick, clear understanding of the business.

· General Company/Enterprise Description: This section gives a detailed description of the business. It includes information such as the company’s name, legal structure (e.g., sole proprietorship, partnership), location, and the nature of the business (what the business does). It also outlines the company’s mission statement, vision, long-term goals, and objectives. The description sets the stage for the rest of the plan, clearly defining the purpose and direction of the enterprise.

· Products and Services: In this section, the business plan describes in detail the products or services the company offers or plans to offer. It explains the features and benefits of each product or service, how they meet customer needs, and how they stand out from competitors. 



· Marketing Plan: The marketing plan outlines the strategy for attracting and retaining customers. It begins with a thorough market analysis, identifying the target audience and market segments. It also covers competitive analysis, positioning, pricing strategy, promotional tactics (advertising, social media, etc.), distribution channels, and customer service approach. This section demonstrates how the business will reach its customers, compete in the marketplace, and generate demand for its products or services.

· Operational Plan: The operational plan focuses on the internal processes and logistics of the business. It details how the business will operate on a day-to-day basis, including location, equipment, technology, and facilities required. It covers production or service delivery processes, inventory management, suppliers, and the key operational milestones the business needs to achieve. This section is critical for understanding how the business will run efficiently and meet customer demand.

· Management and Organization: This part outlines the structure of the business’s management and leadership. It lists the owners, the board of directors (if applicable), key management team members, and their qualifications. The organizational structure, including roles and responsibilities, is discussed here. This section also highlights the expertise and experience of the management team, showing potential investors that the business is in capable hands

· Personal Financial Statement: For small businesses or startups, a personal financial statement is often included. This document outlines the financial background of the business owner(s), including personal assets, liabilities, and net worth. It helps potential investors or lenders assess the financial strength and commitment of the business owner(s). This is particularly important when the business is seeking funding based on the personal credit or financial backing of the owner(s).
· Financial Plan: The financial plan is one of the most critical sections of a business plan. It includes financial projections, such as income statements, cash flow statements, and balance sheets for at least the next three to five years. This section also outlines funding requirements, how much capital the business needs, and how it will be used. Additionally, financial ratios, break-even analysis, and profitability forecasts are typically included. This part helps investors or lenders evaluate the financial viability of the business and understand how the business expects to achieve profitability.
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[bookmark: _Toc212125763]Annexed Materials 
[bookmark: _Ref180177848][bookmark: _Toc212125764]Annex-1: Mind-set self-assessment Form
[bookmark: _Hlk180161625]Rating Scale: 1= Strongly disagree, 2 = Disagree, 3= Neutral, 4= Agree, 5= Strongly agree)
	Aspect of Mind-set
	Rating
(1-5)
	Reflection or
Comments

	Believing that abilities and intelligence can be developed through effort and learning (Growth Mind-set)
	
	

	Believing that abilities and intelligence are fixed traits (Fixed Mind-set)
	
	

	Belief  in  your  ability  to  accomplish specific tasks or goals (Self-Efficacy)
	
	

	General outlook on life and the likelihood of expecting positive outcomes (Optimism)
	
	

	General outlook on life and the likelihood of expecting negative outcomes. (Pessimism)
	
	

	Ability to adapt and bounce back from challenges, setbacks, and failures (Resilience)
	
	

	Passion and perseverance for long-term goals (Grit)
	
	

	Willingness to embrace new information, ideas, and experiences (Willingness to Learn)
	
	

	I understand my thoughts, emotions, and motivations (Self-Awareness)
	
	

	Ability to understand and manage your own emotions, as well as the emotions of others. (Emotional Intelligence )
	
	

	Feel that I am the driver of my own life and can make choices that will determine my future. (Internal locus of control)
	
	

	The practice of paying attention to the present moment without judgment. (Mindfulness)
	
	

	The ability to identify potential opportunities in a certain situation (Perceived Opportunities)
	
	





[bookmark: _Ref180179972][bookmark: _Toc212125765]Annex-2: Planning Format (Form Monthly and Weekly Work Schedule) 
[bookmark: _Toc212125766]Format-A: Monthly Work Schedule 
	Monthly Work Schedule

	To-do list
	Department:___________________________________________________________

	No.
	Summary
	Description
	Starting
time
	Complete
time
	Assistant
	Resource
	Executor
	Priority
	Remark

	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	

	
	
	
	
	
	
	
	
	
	


[bookmark: _Toc212125767]Format-B: Weekly Work Schedule 
	Name: 

	Time/period
	Monday
	Tuesday
	Wednesday
	Thursday
	Friday
	Saturday

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	

	
	
	
	
	
	
	





[bookmark: _Toc212125768]Annex-3: Business Canvas Form
	           Key Partners
	        Key Activities
	          Value Propositions
	Customer
Relationships
	      Customer Segments

	
	             Key Resources
	
	             Channels
	

	              Cost Structure
	          Revenue Streams
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Business Model Canvas

Key Partners

Distributors
Retail partners - online
Event organizers

Gov't organizations

Cost Structure

«  Rental costs
Equipment & facilities
salary

Key Activities

+ Continues product and

service innovation

Marketing & salos
Product R& D
Branding
Educating customers
on our social activitics

Key Resources
+  Productinput
Team
Brand
Supply chain
Partner& retail
network

Cost of online ordering system
Delivery cost / logistics
Regulatory & compliance

Designed for
Hagere Restaurant

Value Propositions

& Quick and
Consistent

e Authentic
Ethiopian food

“ Organicand
gluten free

- Froshly made

«  Tailor made -

food made
exactly haw
you want them

. Non- alcoholic
beverages
- Fair price

Designed by:
Sara Demsis Fereja

Date:

Version:

1212472020 1

Customer Relationship: Customer Segments

«  Bulk buy and loyalty
discounts

«  Buy 3 donate one
strategy

- Opportunity to
volunteer in our soup
Kitchen

«  Onlinc discussions

+  Organization discounts

Channels
+  Social media
« Tradeshows/open
events

- Partner cvents

Revenue Streams
«  Product sales through

Orders in the premises
Online orders

Bulk orders for event
Catering

«  Franchising fees

- Working class residents of
central Addis Ababa
-Organizations hiring
catering companies
-Students

~Business people
-Employees in surrounding
office spaces

-Young residents looking for
service that goes with their
fast paced lifastyle
-Conscience
Individuals/groups loaking
for social enterprises to do
business with.

-Health conscience people
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