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Aim of this guide

The aim of this guide is to promote inclusive entrepreneurship among people with
different kind of disabilities by providing and developing a set of key information,
guidance and training materials, which will encourage, support and help this
disadvantaged target group to become entrepreneurs. Particularly important is the
chapter about Inclusive Entrepreneurshup identified the key issues faced by
Disabled Entrepreneurs and made recommendations on how this could be
improved. Starting your own business is an exciting undertaking and could be one
of the most important decisions you make in life. Entrepreneurship could be your
future!
The foundation that will support you in forming the business will be your own
motivation, your willingness to be self-employed or run your own business.
Further down the line, belief in your business project and perseverance with the
task will prove essential in achieving your goal.
In this important journey on which you are about to start, the reasons why you
want to be an entrepreneur do not matter. It may be that you have always
dreamed of being self-employed or running your own business. Maybe due to your
personal circumstances and the conditions of the labour market you find it difficult
to gain a work contract with a company. Maybe you already know what it is like to
work in a company or institution and now want your own business.
To minimise the risk at the start of setting up a business, you should develop
certain skills and have some basic information at your disposal so that you are
able to make good decisions and, as far as possible, minimise uncertainty through
use of the relevant information.
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Chapter 1 Your road to Entrepreneurship
1.1. What is Inclusive entrepreneurship

Inclusive entrepreneurship is about a set of attitudes, competences and skills
which allow people to turn their dreams into concrete projects or “enterprises” and
then see these through to fruition. It is about more than starting an individual
business. Inclusive entrepreneurship can be applied to self-employment, starting
or growing micro or small enterprises and to social enterprise using business based
approaches driven by social mission. Indeed, the personal qualities required for
entrepreneurship are essential for success in the knowledge economy – whether
this be in the private or public sectors.
The use of the word 'inclusive' indicates a belief that entrepreneurship is for all
and that the personal qualities and conditions required for entrepreneurship are
not the prerogative of a privileged, highly educated few. Indeed, millions of people
across the globe take complex decisions, manage risk, find new innovative
solutions, and collaborate with others just to survive in their daily lives. However
the obstacles and risk they face when trying to make the leap from survival to
long-term sustainability are proportionally far greater than those involved in
launching a new company on the stock exchange.
Inclusive entrepreneurship is about supporting entrepreneurs from all
backgrounds by creating a genuinely level playing field. This involves
understanding and then overcoming the barriers faced by different people in
different places. It is about unleashing the creative potential that people have
within them and using this to create a more sustainable future for all of us.”
1.1.1. Definition of entrepreneur
Adjective "entrepreneur" in everyday language is used to describe a person
characterized by agility, pride, resourcefulness and initiative. An entrepreneurial
person is ingenious, enegetic, brave, responsive to a variety of situations, is able
to make decisions and actions efficiently, is capable of taking risks, and easily
adapts to changing circumstances.
Who is an entrepreneur? Anyone who has ever looked at a problem and seen it
as an opportunity is a likely to be entrepreneur.


Contrary to popular belief, entrepreneurs are not generally high-risk takers
when they cannot affect the outcome of the situation. They tend to set
realistic and achievable goals, and when they do take risks, they are usually
calculated ones based on facts and experience, rather than instincts
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Entrepreneurs are driven not by the need to make money, but by the need
to make their dreams a reality. More often than not, money is a by-product
of an entrepreneur's motivation rather than the motivation it.
Entrepreneurs are participants, not observers; players, not fans. And to be
an entrepreneur is to be an optimist, to believe that with the right amount
of time and money, you can do anything.
Entrepreneurs occupy a central position in our market economy. The most
dynamic societies in the world are the ones that have the most
entrepreneurs.
As an entrepreneur you are on your own and you must personally seek all
information that gives you clear understanding of how to work;
communicate with people, and do many other things for which you will need
transferable skills and competences.

EXERCISE: The aim of this exercise is to evaluate different skills since skills are an
important topic regarding entrepreneurship.
Yours skills:
Please rate the following
entrepreneurship?

values

I totally
agree
I am able to learn
and put into practice
new information in
my work.
I easily adapt myself
to changes.
I know and I use the
required techniques
to do a good job.
I easily spread and
transmit information.
I listen and I pay
attention to other
people’s problems.
I like partnership
building.
Personal
development through
my job is important
The personal
development of
people working with

in

terms

I rather
agree

of

skills

I find it
irrelevant

you

have

I rather
disagree

related

to

I strongly
disagree
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me is important.
In case of arguments
I’m looking for
peace.
I like to negotiate so
that everyone ends
up Satisfied
I coordinate and
motivate the staff.
I like to work as a
team
I schedule activities
and organise myself
easily.
I solve problems and
I find solutions.
I like to have
objectives and to
reach my goals.
I am able to quickly
make up my mind.
I know how to
manage all my
activities (at work
and in my private
life).
I don’t hesitate to
ask for advice.
I am able to use the
experience and
advice of others.
Other skills I have
(please add in):

1.1.2. Motivation
In the rest of this guide you will find out how to find a coach / mentor and how to
benefit from it. Together with the coach you can define your motivational factors
that determine your willingness to create or grow your business.
EXERCISE: Here are the hindrances and traits that facilitate entrepreneurial
activity. Consider which hindrances and facilitating features characterize you.
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Hindrances

Category

Counting on care and support,
submission
Fears,

Psychological

Facilitating featurs
Dominance, aspiration for autonomy

needs

the

desire

to

maintain

Motivation

Orientation for success, willingness

possession level, low need for

to multiply possession, high need for

achievement

achievement

Lack of determination, volatility,

Decisions

learned helplessness
Avoiding

risky

Determination,

consistency,

proactivity, resourcefulness

situations

and

Risk

Taking risks and opportunities

decisions
Lack of psychological resistance, Success and failure Mental strength, high stress level,
low stress level and frustration,

frustration, activity and action in

withdrawal

difficult situations

and

rejection

in

difficult situations

Conservative

attitude,

conservatism, conformism, lack of

Innovativeness
and creativeness

Pioneering attitude, pro-innovation,
non-formalism, creativity

creative ability

Isolation, lack of trust in people,
lack

of

leadership,

negotiation

and

lack

Cooperation

of

Cooperation and competition, trust in
human, leadership skills, ability to

mobilization

negotiate and mobilize others

competencies

Pessimism,

cognitive

rigidity,

passivity,

laziness,

fears,

Reactions to
barriers

withdrawal

Introversion,

Optimism,
activity,

cognitive
diligence,

flexibility,
hope

and

perseverance

low

sensitive nervous system

energy,

Temperament

Extravagance, high energy, immune
nervous system

In the analysis of the material factors that trigger a person willingness to set up
a business, it is interesting that the incentive to maximize profit does not play
such a big role. It is important for a given company to make a sufficient profit to
cover the risk of economic activity. It may be dangerous to set a profit
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maximization target as it may hinder investment in its development and adapt to
rapidly changing market conditions.
Very important are non-material factors that trigger the willingness to become an
entrepreneur. These include:
•
•
•
•
•
•

Willingness to be independent and autonomous in decision-making
The need for domination, success in the given area
The need to be recognized, or gain respect and social prestige in a given
environment
Need for achievement
The need for self-fulfillment
Need to serve the community or realize a great idea

It is worth asking yourself what for each of us means "achieving success" and how
it is defined in terms of material and non-material, subjective (sense of
satisfaction) and objective (measurable), internal (relative) and external
(compared to others ).
1.1.3. Where to start?
Starting your own business presents a certain number of unique challenges, but it
also gives you more flexibility, as well as more control over your working
environment. Having your own business gives you the opportunity to succeed and
accommodate your specific needs. Despite the many challenges involved, people
with disabilities are succeeding at their own businesses at an incredible rate.
Around forty-percent of all home-based businesses are owned and operated by
people with disabilities.
Determination and stamina are major assets when it comes to success, this much
is for sure. Going into business for yourself is a major undertaking. It requires an
investment not only of time, but in effort and money. How are people with
disabilities doing this and succeeding? Fortunately, there are people who have
gone down this road before.
There are a number of both government and government-authorized financial
programs and resources that can help people with disabilities to start and operate
their own business. These resources can help to provide things such as business
operating information, business and market development advice, and much more.
Some of them provide assistance in person, while others provide it through the
web.
For instance; take a look at: www.business.gov/industries/disabled-people/ This
site has a series of links leading to information that is valuable to people with
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disabilities who want to start their own business, keep it growing, and manage it
in the meantime. There are things such as links to self-employment information,
online seminars, and guides that both introduce and address factors that
entrepreneurs with disabilities have to deal with.
There are more opportunities than ever for individuals with disabilities to start
their own businesses. Those who are deaf, blind, paralyzed or dealing with
intellectual disabilities can reach out to government programs, support nonprofits
and organizations, scholarship and grant foundations and more. These programs
boost the likelihood of success, and give people with a disability and a plan the
start they need.
1.1.4. Key competencies and entrepreneurial skills
Have you ever thought that running your own business might be for you?
Entrepreneurship has brought great success for some, but it's not a path for all.
As an entrepreneur, you do not have bosses to tell you what needs to be done.
Everything rests on your shoulders from thinking where to get the money to fund
the business, to producing product, to determining how to sell it.
Only you will formulate plans, and change them. You need to be smart enough to
know
when
you
need
to
go
ahead,
and
when
to
stop.
To succeed in business, you must be a self-starter with a clear goal in mind. You
must have the confidence in yourself, and in your ideas. A great idea alone,
however, is not sufficient for business success. The key to success is your
entrepreneurial ability to produce results. So, before starting on your first
business, you begin listing down what you want to do and what you can do. But
then, you ask yourself, “What skills do I really need to have to succeed in
business?
For starting business, you will need a broad array of entrepreneurial skills to
succeed in today's competitive market. There are a number of qualities and skills
you need to have, including personal attributes, business skills and management
capability.
While you may not have all of them right now, there are five basic skills you really
must have to run any kind of business capability.
A list of key entrepreneurial skills or traits might look like this: ability to set goals,
manage recourses and risk; objectively assess personal strengths and weakness,
be motivated and be creative. Starting a business is never easy, even if you have
the perfect background and possess all the above skills. Having all the needed
skills and qualities will not even ensure your success. But having these basic skills
will, at least, lessen the pain of the start-up process, giving you greater chance in
seeing your business grow and prosper.

13

Entrepreneurship can be described as a new way of looking at opportunities and
new approaches to solving problems. Creativity is 'thinking' about new things,
coming up with ideas. Innovation is 'doing' new things or implementing the newly
created ideas. In the most general sense of the word, an entrepreneur is someone
who organizes a business venture and assumes the risk for it. But true
entrepreneurship goes way beyond this simple definition.
EXERCISE: Please, mark on the scale where it best matches the way you are at work or
how you deal with your life.
Modest

   

Ambitious

Passive

   

Active

Conservative

   

Progressive

Talkative

   

Shy

Dogmatic

   

Critical

Independent

   

Cooperative

Persistent

   

Fickle / Unpredictable

Optimistic

   

Pessimistic

Innovative

   

Traditional

Trusting

   

Suspicious

Practical

   

Theoretical

Flexible

   

Rigid

Relaxed

   

Tense

Fast

   

Slow

Narrow-minded

   

Open-minded

Confident

   

Insecure

Risky

   

Cautious

Synthetic

   

Analytic

Patient

   

Impatient

Creative

   

Methodical
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Far-sighted

   

Spontaneous

Organised

   

Chaotic

Democratic

   

Bossy
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1.1.5. Idea development
In order to take advantage of opportunities that arise, remember that you must
be alert and know how to associate creative elements that may not have an
immediately obvious connection. Also you will need an ability to react and adapt
to take advantage of the circumstances that arise in an effective way.









The main “tool” for taking advantage of opportunities is a pro-active
attitude (initiative) based in the necessity and disposition to actively seek
out opportunities
Below are some of the activities you should start working on:
Read, research, look up, listen and be on the lookout for potential
opportunities.
Speak with shrewd and well-informed individuals and listen carefully to
what they have to say.
Remain vigilant and attentive to events as much in your own professional
field as in others. Opportunities often present themselves on the edges of
your field of work.
Maintain an active and open attitude. Try to free yourself from your typical
modes of thinking and analyse things from different angles and points of
view. Look for the less obvious connections.

Opportunity analysis. The starting point of every business project is in choosing
the type of business you want to take forward. Depending on the idea you come
up with, a series of actions then follow which, over the course of time, will result
in the creation of your business.The choice of idea is central in this process and
should be studied in depth. In choosing the type of business you want, many
factors come into play. Some of these will provoke feelings of positivity,
motivating you to go for a specific option. Others will make you feel the opposite:
acting as a “filter” of the possible alternative, less attractive ideas. For example, if
you are familiar with a specific market, you may elect to make your first steps in
that sector. If however the posited business idea requires in depth technical
knowledge or a high economic outlay, this may discourage you from that
particular course.
The business plan is the most crucial element for anybody trying to start an
enterprise, whether disabled or not. This plan outlines specific information about
the potential business, including purpose, cost, demographics, marketing plans
and risks. These plans are beneficial not only to the business owner for laying out
clear and concrete actions, a business plan is also necessary in order to receive
assistance. Lenders and foundations won’t open their pocketbooks or resources
without a business owner having a credible business plan. Every entrepreneur had
to start somewhere, so budding business owners should seek guidance on creating
the business plan and provide the necessary research.
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Marketing refers to the act of spreading the word about a business, in order to
garner more business and make valuable contacts. Disabled people can do this
through various networking associations, partnering with other people with
disabilities and pooling resources. They can also create marketing plans that help
advertise the business and give people the opportunity to get the word out.
Marketing should never be done in a haphazard way, but should instead be done
through consistent, deliberate actions. This is the cornerstone of business and will
help people maximize their potential.
Networking .The word “net” has become a very popular term in recent years. We
all know the most famous net: the Internet. In starting a business, networking
provides many advantages and there are many technologies that facilitate this
new form of working. A net is a system of interconnected elements. A net of
individuals works as a group, interrelating and putting in front of others their own
resources, contacts, knowledge, problems, limitations, etc. A network is an
environment of co-operation that allows for and encourages a constant flow and
interchange of information. The network is most effective when the information
being shared is most relevant to those that form part of it.
Opportunities on the Web 2.0 . The use of the Web 2.0 as a sales or marketing
tool means the consumer has the last word in the acceptance of your product or
service and the ability to influence many more consumers via social networks. The
power that the Internet offers today as a means of transmitting consumer
opinions on a product or service is unlimited. This unlimited power has one great
advantage when it comes to marketing: its impact can reach a huge number of
potential clients. For this reason companies today also fear that a bad review
could destroy the best of publicity campaigns or thwart communication efforts
being made to sell a product.
Outreach and growth through sponsorship, events, initiatives and multimedia
allow business owners to become a staple in the community and marketplace.
Disabled organizations often produce seminars on the benefits of outreach,
teaching business owners how to properly position themselves for success. These
programs are worth their weight in gold, as a connection with the community
drops the barrier between producer and consumer, and opens channels of
communication. It also goes without saying that no business has ever been
started without some capital costs. Disabled people have a number of options in
this regard, including generous low-interest loans, government grants and
coaching and mentorship for prospective disabled entrepreneurs. This startup
money is crucial to the success of a person’s business, so anyone looking to open
an enterprise should focus on securing the necessary money to make the dream
a reality.
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1.1.6. Coaching and mentoring as an effective support tool for beginners
entrepreneurs
As a beginner entrepreneur you can take advantage of the very effective support
methods of coaching and mentoring. Coaching works very well in the early stages of
the company's development, where the participant constructs the company's vision,
its business model, and develops many issues related to starting up its business.
Of course, mentoring and sharing knowledge and experience is essential, while
coaching skills - asking relevant questions, listening skills, and creative approach to
creating - help you plan and clarify very important issues in the initial phase of your
own business.
Coaching also helps in the development of entrepreneurial skills related to running
a business and in the decision-making process (self-employment versus job-finding).
Often a beginner entrepreneur is not sure about opening a business. Through the use
of coaching techniques, a person can confirm that he or she wants to try their own
business, or, after a thorough analysis, state that it is not for her/him, or that it is not
the best time to develop self-reliance.
In the second situation, when the beginner entrepreneur has already specified how
the company will look and what to do, it encounters the first problems and challenges.
It is then support of the mentor is important in specific areas such as: effective
customer acquisition, recruitment, employee management, advance planning and
prioritization. In these situations, mentoring is very usefull.
Mentor, apart from asking questions that help the entrepreneur learn to decide what
is his priority now, and on what to concentrate his efforts, shares his knowledge and
experience on the topic that is needed at the moment. Good practice is to do needs
analysis because the beginner entrepreneur does not distinguish between these two
forms of support.
Exercise
Fill in the table below and take responsibility for the quality of your life.
YOUR IDEAL
Your ideal firm/work?

YOUR EXCUSE
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Your ideal financial situation?

Your ideal level of competences? Know;edge,
skills and attitude?

Once you have made a list of your excuses, think about which you still want to
live, and which you will start to eliminate even today?

- What do you gain from these excuses?
...........................................................
- What do you loose because of your excuses? What do you miss?
...........................................................
- What you will really do and what you will do to fulfill your plans?
...........................................................
- What more will you do and what will you give up to achieve the perfect state for
you?
...........................................................
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your actual
professional
life

consistent
action

professional
life you
desire

Now fill the space between point A and point B. Write what actions you need to
take consistently to move from your current life (point A) to the life you desire
(point B).

10 consistently performed activities that will bring me to life, which I really desire
are:
1. ...............................................................................................................
2. ...............................................................................................................
3. ...............................................................................................................
4. ...............................................................................................................
5. ...............................................................................................................
6. ...............................................................................................................
7. ...............................................................................................................
8. ...............................................................................................................
9. ...............................................................................................................
10. .............................................................................................................
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1.2. Conclusions
Very often entrepreneurship is linked with financial independence and income
security. Financial independence is possible. To achieve financial independence
we, first of all need to change our thinking about it. Financial independence is
actually more of a mentality than it is a money sum in a bank account. It is more
about not worrying and having time freedom than it is about being capable of
always paying the bills. It is about overcoming fear and taking risks as much as it
is about saving for retirement.
Unfortunately, the majority of people do not think this way – they live far below
their potential because they are unwilling to take risks, think and act differently,
and understand the essential laws of success that ensure financial independence.
Job security is not the same as financial security. Independence within your job is
not even similar to financial independence. Financial independence is making
money work for you; the goal is to create assets that continually bring in income.
Anyone who has ever achieved financial freedom has independently created it
themselves, took risks, and was proactive.
The goal should not be to get rich in life, it should be to enrich your life.

1.3. Links and useful sites
1. www.business.gov/industries/disabled-people - on this side you can find
information about self-employment, online seminars
and guides that both
introduce and address factors that entrepreneurs with disabilities have to deal with.
2. www.jan.wvu.edu - the Job Accommodation Network (JAN) presents consulting,
mentoring, and technical assistance to people with disabilities who want to start
their own business, as well as their family members and service providers. You can
find their site at:
3. www.sba.gov - The Small Business Association (SBA) has various low-interest
programs that are there to help people with disabilities for the very purpose of
starting their own business.
4. www.abilitiesfund.org - The Abilities Fund is the first nationwide nonprofit
community developer and financial institution to focus entirely on the expansion of
entrepreneurial opportunities for persons with disabilities. They provide
a combination of training, financial products, advisory supports, and technical
assistance services to persons with disabilities.
5. www.disabledbusiness.com - the Disabled Businesspersons Association. The
organization is dedicated to helping people with disabilities maximize their potential
in the business world, to work with vocational rehabilitation, business and
government. They encourage the participation and enhancement of people with
disabilities in the workforce.
6. http://www.cop-ie.eu/copie-tools-copie-diagnosis-tool - COPIE is developing
a series of tools to facilitate the assessment of enterprise support systems from the
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point of view of a wide range of specific groups (e.g. women, minority ethnic
groups, migrants, people with disabilities, young people and older people.

22

1.4. Evaluation test
1. What is Inclusive Entrepreneurship?
a) inclusive Entrepreurship is about having an idea on own business
b) strategic plan to develop start – up
c) inclusive entrepreneurship is about set of attitudes and skills which allows
people to make their dreams into an enterprise
2.Advantage of becoming an entrepreneur is
a) opportunity for higher income
b) force you to have long and intense working days
c). high level of uncertainty, which can cause you more stressed
3. Non-material factor that trigger the willingness to become an entrepreneur include:
a). benefit form tax relief
b). make a sufficient profit
c). need for self-fulfillment
4. Do you think that before you decide to set up business, you must critically evaluate
your skills, qualities and competencies.
a). no, there is no need
b). yes, it is essential to do so
c). maybe
5. The main tool for taking advantage of opportunities is?
a). pro-active attitude
b). networking
c). Web 2.0 tools.
6. The most crucial element for anybody trying to start an enterprise is?
a). SWOT analysis
b). opportunity analysis
c). business plan
7. Marketing should be done through:
a). consistent, deliberate actions
b). haphazard way
c). only by Internet
8.What is networking?
a). system of connected computers via Internet
b). an environment of co-operation that allows for and encourages a constant
flow and interchange of information
c). modern way to sell your products or services
9. Advantage of opportunities from Web 2.0, when it comes to marketing is?
a). you can reach new potential client only abroad
b). its impact is rather limited
c). its impact can reach a huge number of potential clients
10. As a beginner entrepreneur you can take advantage of the very effective support
methods such as:
a). university degree
b). coaching and mentorig
c). workshop on ICT skills
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Chapter 2 Assessing your ENTREPRENEURSHIP
2.1. Difficulties faced by people with disabilities when starting
a business
Entrepreneurs with disabilities may encounter specific difficulties in setting up
their own business, in addition to the general difficulties faced by all
entrepreneurs. These obstacles include:
•

•

•

•

•

•

lack of confidence and limited aspirations - people with disabilities may
have difficulty identifying, developing, and collaborating with the available
support infrastructure in a meaningful way, resulting in low levels of
confidence With regard to the creation of a business.
the allowance trap - surveys show that people with disabilities are often
afraid of losing the security afforded by the regular collection of benefits
because they receive other income. Persons with disabilities are not well
informed about the eligibility conditions for benefits, which contributes to
the perception of self-employment as being "at risk".
lack of relevant business knowledge and skills - People with disabilities
often do not have the knowledge and skills required in the financial, legal
and business management areas due to education and experience
Professional capacity in this area.
access to start-up capital - people with disabilities often find it difficult to
finance their new business due to limited personal financial resources
(savings, home ownership), partly due to the large number of disabled
employees Poorly paid jobs; A poor credit rating as a result of the receipt of
long-term benefits; Bank disinterest and discrimination; Lack of accessible
information on sources of grants and loans
consumer discrimination - self-employment can be discouraged by customer
discrimination, which reduces the demand for goods and services and the
benefits of self-employment; Increased labor costs - some entrepreneurs
with disabilities are forced to hire assistants to help them carry out tasks
that many non-disabled people can accomplish on their own (eg moving
goods, entering data into computer software ), Which increases their labor
costs and places them at a competitive disadvantage
the lack of appropriate business support services - this obstacle involves
different facets due to the individual nature of the handicaps concerned:
o business advisors are often reluctant to recommend self-employment
to people with disabilities as a career option and sometimes actively
try to dissuade them.
o training is not always tailored to individual needs and therefore has
limited value for the beneficiaries of a particular program.
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o

o

o

support services are sometimes not available in certain formats (eg
Braille), so they remain inaccessible to certain parts of the disabled
population.
the premises in which the support is provided are not always
accessible to persons with disabilities and impairments affecting their
mobility.
the diversity of deficiencies and disabilities means that some
entrepreneurs with disabilities may not perceive themselves as
"disabled" and prefer to be supported by ordinary services, rather
than services specific to persons with disabilities.

2.1.1. Questions to Ask Before You Begin
There are many reasons for wanting to leave your job and get into
entrepreneurship. Among the most common ones are the desire for more
responsibility, conflicts with the employer / manager, lack of opportunities for
change, a job that is no longer passionate, a victim of dismissal, Be his own
employer.
Before embarking on entrepreneurship, we must ask ourselves certain questions.
This will allow you to take a first look at your project and start evaluating its
feasibility:






Do you have financial security to rest on if the project fails?
Can you sacrifice your personal time?
Are you supported by your loved ones?
In what area do you want to work?
Do you have the necessary skills to carry out this activity?

There are several solutions to help you answer these questions:






Assessment of skills: it allows to evaluate and analyze your professional
skills. It also measures your motivations and abilities. After having passed
the 3 phases (preliminary phase, investigation phase and conclusion
phase), the results lead to a realistic professional project in line with your
expectations. The balance can last from 6 weeks to 3 months maximum.
Viamétiers: The site specialized in professional retraining proposes to test a
trade for a few days. The candidate will be followed by a professional and
will be by his side for a few days, so he can interfere in his activity and get
an opinion on the trade in question.
Some documentary resources can help.
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2.1.2. Some tips for learning entrepreneurship
If you want to undertake these 4 tips, you can take into account the essential
issues.
A) Prepare mentally
There is a specific mindset that will help you become a successful entrepreneur. It
will also help you to lay the foundation for a good understanding of
entrepreneurship.




Do not let mistakes and failures intimidate you: you must prepare to face
these two things. By becoming an entrepreneur, you will inevitably make
certain mistakes and experience failures. But you must learn to overcome
the feeling of failure as failures are a new opportunity to learn. They should
serve as lessons for you.
Avoid having an apology: when you have an idea, do not wait until all the
conditions are met before you start. If you have a good idea or inspiration,
start working on it. Great entrepreneurs are proactive people.

B) Find a mentor
A mentor can encourage you and challenge you in order to develop your
entrepreneurial skills. Any successful entrepreneur can be a good mentor. You can
find a mentor by doing research on the Internet, or by networking.
C) Train yourself in entrepreneurship
Thanks to the Internet, it has become easy to train you in entrepreneurship. The
most obvious means are:



Books: there is a multitude of books on entrepreneurship (free and paid).
A thorough search on the search engines will allow you to find resources.
Courses: you will find on the Internet training adapted to the different
needs of entrepreneurs. For example, training in marketing, launching new
products, time management and finance, etc.

D) Communicate with other contractors
Joining networking clubs and social networks (Facebook, Viadeo) and getting in
touch with other entrepreneurs can be very rich.
Exchanging with other entrepreneurs is a great way to learn entrepreneurship as
they are an inexhaustible source of information. They will allow you to learn from
their mistakes and their successes.
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2.1.3. The business plan: the first key to success
This part will be developed in Chapter 5. If you want to know more, you can refer
to it.
The first step in setting up a business is usually the drafting of an entrepreneurial
project, which will serve both to clarify your ideas and to convince your
interlocutors and future partners of its viability. Your presentation should reflect
the quality of your project and therefore its chances of success.
The key is to identify the core of your project, ie what your company will do, what
its products, customers and suppliers will be. The project will also determine the
conditions that will make your business viable: what are the fixed and unavoidable
costs (such as premises or equipment costs, the salaries of potential employees),
what are the variable costs depending on production Such as the cost of raw
materials in the case of a manufacturing company or the cost of purchasing
products in the case of a trade), what are the expected sales or billing prices and
the size of the market?
At this point, it is essential to be realistic. The creation of the business plan must
both enable you to verify that your project has a reasonable chance of success
and then convince your banker, for example (if, as in the majority of company
creations, your project involves borrowing banking).
Identifying the expectations of consumers and investors is a very important thing.
The business you are going to create will be addressed to consumers, whether
individuals or companies. It is necessary to identify the existing or future market.
If it is an already existing market, it is important to consider whether it is still
possible to find a place in it under realistic profitability conditions. In the case of a
new market (for example a product you have just created or a new service via the
Internet), you have to estimate the price that the consumer is willing to pay for
this new product or Service and the size of the potential market (will the market
eventually concern 5-80% of existing consumers?).
If your project requires external investors, you need to estimate the financial
needs (initial investment and working capital) and the remuneration of the capital
contributed (given that, given the risk inherent in setting up a business, the
Investors will expect a consistent return).
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2.1.4. What are the obstacles to launching the project?
To be able to embark on entrepreneurship, one must be aware of the brakes that
can block its launch.
Getting started in entrepreneurship is no easy task, it can be difficult to stay on
course and support a company. It is therefore important to bear in mind the main
pitfalls encountered.
A) Waiting for the "ideal" moment to start can hamper success in
entrepreneurship.
You have to know that the ideal moment does not exist and that it will not come.
The right time is right for you to determine it based on your investment, the
reliability of your action plan, your knowledge of risks, and so on.
B) Always wanting to achieve perfection
Perfection can be a real obstacle to success. It can lead to a real waste of time.
C) Seeking at all costs the agreement and support of those that are close
By exposing others to your willingness to change your life and to invest in
a project, you risk not being supported and worse, being discouraged in your
approach. Your entourage and especially your loved ones can worry for you. It is
usually richer to seek the advice of a professional who will not be able to tell you
objectively whether your project is viable or not.
D) Not asking for help
Asking for help is certainly not a proof of weakness but rather a sign of a certain
maturity. This proves that you know your strengths, but also your weaknesses
and that you are ready to overcome them by asking for help from qualified people.
Entrepreneurship is also the best way to learn new things, grow and for that you
will need help, no doubt.
E) Willing to do everything alone
This idea is in the continuity of the preceding one. If you do not dare to ask for
help, it also means that you prefer to do everything alone and do not delegate
anything. This is a mistake that prevents many entrepreneurs from succeeding.
Self-help is the best way to achieve its goals.
F) Not taking time for yourself
By letting ourselves overflow in this way, by not taking more time for ourselves,
we end up being totally overwhelmed by work and by not wanting to continue at
all. Certainly, entrepreneurship takes time and requires a lot of energy, but that
does not prevent a little relaxation from time to time, to take the air. Rest is as
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beneficial as working on certain occasions and it is only if one conserves oneself a
little that one can remain productive in the work. Do not hesitate to go from time
to time to eat in the restaurant or to make a movie with friends. This will only take
2 or 3 hours and will do you the greatest good!
G) Trying to go too fast
Nothing serves to hurry and to want to burn the stages. The rigor and the patient
are true allies to embark on the entrepreneurship.
H) Building on what has been achieved
A successful entrepreneur is first and foremost someone who dares to try new
things and innovate, that is what makes him different and will stand out from
others.

29

I) Not willing to take risks
You have to know to take the risk of failing or facing difficulties to learn from
mistakes and discover things that can enrich your project.
2.1.5. Knowing and using available resources
People with disabilities can benefit from certain aids to start a business. Indeed,
these people often find it more difficult to launch this type of project. In France,
for example, the AGEFIPH pays a subsidy of 6000 euros to disabled workers who
start their business, subject to a contribution of their share of at least 1500 euros.
It is also possible to turn to consultants or documentation to build on a viable
project and maintain it over time.

2.2. Practical case
http://lentreprise.lexpress.fr/creation-entreprise/etapes-creation/handicape-etcreateur-d-entreprise_1512467.html

2.3. Assessing your entrepreneurship - CHECK LIST
To take up the work carried out in the previous pages of this chapter, we propose
a checklist of the most important elements to start and maintain its
entrepreneurial activity.








Have self-confidence and self-confidence
Have start-up capital
Knowing the human and financial resources available
Having the support of those around him
Mentally preparing for the challenge
Find a mentor (if needed)
Have a solid business plan

2.4. Criteria grid for successful entrepreneurship
I trust in myself and my project (min: 1- max: 10)
1-2
3–5
6–7




8 - 10


I'm afraid of failure (min: 1- max: 10)
1-2
3–5

8 - 10

6–7
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I am willing to dedicate time to this project (min: 1- max: 10)
1-2
3–5
6–7
8 - 10




I have the necessary skills to practice this activity (min: 1- max: 10)
1-2
3–5
6–7
8 - 10




I know the human resources at my disposal (min: 1- max: 10)
1-2
3–5
6–7
8 - 10




I know the financial assistance I can access (min: 1- max: 10)
1-2
3–5
6–7
8 - 10




I have the support of my entourage (min: 1- max: 10)
1-2
3–5
6–7




8 - 10


I know how to take risks (min: 1- max: 10)
1-2
3–5
6–7




8 - 10


I have a strong business plan (min: 1- max: 10)
1-2
3–5
6–7




8 - 10
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2.5. Links and key elements
1. https://www.oecd.org/cfe/leed/KEBE13003FRN-web.pdf
2. http://www.creer-son-business.com/on-apprendre-lentreprenariat-voici-comment/
3. http://www.dynamique-mag.com/article/definir-projet-entrepreneurial-commentfaire.6410
4. http://www.compta-entrepreneurs.com/entreprendre/laventure-entrepreneurialecomment-se-lancer/
5. http://www.grin.com/fr/e-book/296309/opportunites-d-affaires-et-creation-dentreprise-le-milieu/
6. http://www.compta-entrepreneurs.com/entreprendre/5-livres-sur-la-creationd%E2%80%99entreprise/
7. https://kevinhanot.com/10-choses-empechent-reussir-entrepreneuriat/
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2.6. Evaluation test
1. Do PWD only face specific issues when they want to start a business
a) no, they face the same difficulties as anyone else
b) yes and no, they face specific issues in addition to the same difficulties as any
other entrepreneur
c) yes, they only face specific issues
2. What's the allowance trap ?
a) it's when PWD are stuck between two contradicting advisors
b) according to a police report, it's a con game oriented towards PWD
c) according to surveys, people with disabilities are often afraid of losing the
security afforded by the regular collection of benefits
3. Which of these question is not one an entrepreneur should ask him/her self when
assessing his/her entrepreneurship
a) am I in good terms with my bank ?
b) do you have financial security to rest on if the project fails?
c) can you sacrifice your personal time?
4. If one can learn entrepreneurship, 4 tips can help, of which are : finding a mentor,
prepare mentally, communicate with other entrepreneurs...what is the last one?
a) train in Entrepreneurship
b) start several businesses at the same time
c) start a business with your spouse
5. Which of these words do not apply to the entrepreneur ?
a) proactive
b) inspired
c) introvert
6. When launching a project, it's best to :
a) look for the appropriate support for the project
b) wait for the ideal time
c) to get the maximum agreement from your entourage
7. Is finding a mentor, essential in starting business
a) yes
b) no
c) it depends on the person and the business sector
8. For People with Disabilities, specifically which of these trio of possible obstacles is
correct
a) advisors are reluctant, training is not tailored for PWD, support is not
available in certain formats
b) advisors are reluctant, training is unavailable, some business are closed to PWD
c) training is not available to PWD, advisors are told to stop any idea of a business by
a PWD, there are no materials available in certain format (e.g. Braille)
9. A business plan is
a) optional
b) recommended
c) compulsory
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10. Could subsidies for PWD wishing to start a business exist in certain European
countries?
a) you must be joking
b) yes, they could
c) I don't think so, but I might check
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Chapter 3 Improving your entrepreneurship
According to the definition, the word empowering, so fashionable lately, means
"to make powerful or strong an individual or disadvantaged social group".
The verb appears as a new article in the dictionary.
One of the best assets to combat this unequal distribution of power is undoubtedly
social entrepreneurship, understood as the implementation of a project that
benefits both its creators and the communities where they live. Social
entrepreneurs, apart from generating economic well-being for the entrepreneur
itself, are seeking to positively impact the environment and root out problems
seen in our communities.
In reviewing the literature on entrepreneurship and "entrepreneur" skills, we find
how the relationship between risk-taking capacity and entrepreneurs is analyzed,
but we should emphasize, since we are talking about people with disabilities, from
a socialization, education and training, on the importance of the incidence of
equality between individuals.
In this way we focus on empowerment as a key factor in raising awareness,
awareness and training to promote the autonomy of people with disabilities to
decide to create their own business, start their business project, strengthen their
attitude and with it their perception of which is the entrepreneurship, as well as
the improvement of the perception of its self-efficacy to carry out this intense
process. Many people do not talk about empowerment, but the truth is that
empowerment is the power to create and transform your own life. If this is
unrelated to entrepreneurship, what is it?
Before designing and developing a project, it is necessary to understand the
context from which it arises. It is very normal to confuse ourselves with the terms,
and get lost in the words we use to refer to some things. This is why, although
this document will review how to design a good project, we also try to explain as
simple as possible the process before starting a project: how to improve your
entrepreneurship.
The first thing is to define what you want to do and why. Then think if you are
really good at it or if you need some kind of advice or extra knowledge.
Then you should check if your business idea is effectively viable, i.e.:
•
•
•
•
•

You have the capacity to develop it.
There are potential clients.
What would be the characteristics of this product or service.
Where and how you would market it.
What or how much you expect to earn (Expressed in number).
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What you are doing in the end is to do your project, taking the first steps to
realize your business.
Many times the hurry presses us to start, but keep in mind that the more you
plan, the better your business will be. In short this stage of business project
allows you to anticipate good and bad situations, different conditions and lay the
foundation of your enterprise.
From time to time revising this project, these first ideas, will allow you to make
adjustments and above all resume or definitely change your original initiative.

3.1. Some ideas to start
The development of the necessary skills to create new projects, addressing
challenges, being innovative, conquering new horizons, products and markets in
processes. We would speak of all the knowledge, attitudes and skills necessary for
innovation, "the conquest of new territories" which is no longer geographic, but
born in the sanctity of the intellect.
“Resistance in time of crisis” understood as the knowledge, attitudes and
competence that allow us to withstand shocks and failure. That which helps us to
endure the "siege" and build confidence while resisting and fighting when personal
or social cycles us into a black tunnel.
It is needed to be formed in attitudes, skills and knowledge which will be essential
in this new economy of knowledge. These new attitudes are not invented by this
generation, they are in our cultural heritage, and they have been forgotten opting
for a much less rewarding path: feeling safe by repeating without questioning, if it
is the most optimal way.
The concepts that will make future workers change their perspective of their
working life are: sense of initiative; creativity, self-confidence, risk acceptance and
independence.
We just have to extract the lessons offered by these materials. We believe that
the present project will transform the mentality of our direct target group.
The first thought that we will address before the start of the drafting of the
manual, will be to answer to the following question: What messages have been
introduced in Europe. We will need to follow the diagram below.
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Many of our workers have been educated in totally wrong thoughts. For instance
and referring to countries with high unemployment, many of our young people
prefer to work for wages away for entrepreneurs, which often have less training
and talent of their own, rather than gamble on their own knowledge, skills and
talents, being creative and generate wealth. Why? We think that entrepreneurship
attitudes and skills have not been enhanced from school. Maybe the teachers are
not completely right, and before learning to unlearn, erroneous paradigms should
be eliminated in order to adopt new ones that could allow them to prepare and
form people in the knowledge, skills and attitudes they need in this new context of
the global economy.
Our conception of entrepreneurship skills collaborates with the Strategy 20/20
of training for new jobs, in the assurance that the knowledge, attitudes and skills
to be developed for the successful development of new models of jobs. Not only
designing new businesses, but being creative and innovative in any job and adding
value to it.
Also, our project will expand to the Oslo Agenda for entrepreneurship
developing the knowledge, skills and attitudes
1.

2.
3.
4.

Promote the personal qualities and skills that form the basis of
entrepreneurial thinking such as creativity, sense of initiative, risk
taking, self-confidence, independence, etc.
Increase awareness among learners about self-employment and
entrepreneurship spirit as possible career options.
Use methods based on practice, in which learners participate in projects
and / or activities outside the classroom.
Provide basic business skills for self-employment or self-management
and knowledge of how to create and develop a successful business.

We are concerned to influence certain aspects of “entrepreneurial education” are
very difficult to acquire in adulthood.
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•
•
•
•

Ability to work within a framework
Ability to think about opportunities for innovation
Innovation is also an attitude of personal
Commitment to the society in which we live.

3.2. Motivations to undertake
Everything must have a beginning, although it is true that starting our own
business is a complex task. The advantages of business ownership far outweigh
the risks it entails. How to motivate us to undertake?
1. We can decide our future and the business to undertake.
2. The work produces a greater satisfaction among the business people than
among the people employed. 33% of the self-employed collective with no
employees and 45% of the working people with employed persons are
considered very satisfied with their working conditions, compared to only
27% of employed persons.
3. Certain needs such as personal fulfilment, freedom, independence and the
achievement of the challenges are better met.
4. The potential for economic gain and growth is much greater.
5. Starting a new business is exciting, in part because it involves experiencing
some risk.
6. Managing a business is an endless source of learning opportunities.
Wikipedia (http://es.wikipedia.org/wiki/Emprendedor) introduces the concept of
Entrepreneurship as a word from French entrepreneur and is used to describe the
person who organizes and operates a business or businesses, taking the risk to
do. Entrepreneurship is the combination of a creative act with effective action and
can be realized in three phases:
1. Discovery of opportunity.
2. Conception of the product, service or process that satisfies the detected
need in a way that allows to obtain a benefit.
3. Start up to turn it into results.
In short, the ability to undertake can be defined as the ability to perceive, to
create and acting. “Innovation is a specific tool for an enterprising person,
therefore an effective entrepreneur person becomes a source into a resource"
Peter Ferdinand Drucker-essayist.
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3.3. Keys to entrepreneurship
From the definition of the entrepreneurial person and the motivation to
undertake, values emerge that will help to grow the spirit of the entrepreneurial
people:
•
•
•
•
•
•
•
•
•

Confidence in one.
Delivery to the task and constant perseverance.
Ability to take risks.
Taking advantage of opportunities, in the sense of creativity, vision of
the future and execution.
Objectivity and realism.
Management of information as a tool for decision-making.
Optimism.
Initiative.
Leadership and teamwork.

Adam Smith and classical literature sources in general, one of the main keys is to
undertake innovation in solving problems. Given the need to generate wealth and
jobs in the current economic context, it begins, in many countries, to devote
efforts in organizational innovations as an instrument of development potential
creative. This leads to an investigation of the role and evolution of SMEs in
general: micro or startup and other associative enterprises or self - management.
One need that is evidenced to foment the spirit of entrepreneurship is to modify
diverse patterns of teaching and organization. Self-employment enabled people
with no formal education to earn income. However, today, the market is becoming
more competitive and it is necessary to have the knowledge to be able to manage
a successful business. For this reason, it is key to get formation and to rely on
experts, mentors and coaches that could help us in the process.
Despite education can be key when undertaking, there are many factors
influencing the field of entrepreneurship. Thus, to achieve success in business is
not necessary to have all the keys that we will mention; But the more of them we
have, the better chance we will have of it.
Likewise, we may think that we do not have some of these characteristics, or that
some of them have little developed; but we must emphasize that this does not
mean that we can gradually acquire or develop them. Characteristics, qualities or
attributes of an entrepreneur or successful businessman or businesswoman:
Energy and enthusiasm
An entrepreneur or successful entrepreneur is a person full of energy and
enthusiasm. It has enough energy to fulfil all the different functions or tasks that
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entails being an entrepreneur or entrepreneur, and has enough enthusiasm to
perform such functions or tasks with joy and passion.
To achieve this energy and enthusiasm, he loves, enjoys and enjoys what he
does. And, moreover, he is aware of the benefits or rewards of success in
a business of his own; He constantly repeats to himself these benefits or rewards,
and uses them to motivate himself to move forward.

Self-confidence
An entrepreneur or successful entrepreneur is a person with self - confidence. He
is aware of his virtues and abilities, which he tries to improve and get the most
out of, but he is also aware of his limitations and shortcomings, which he tries to
correct and overcome.
As soon as the problems or difficulties begin to emerge, go ahead as you trust
yourself, trust that your virtues and abilities will help to overcome and deal with
these problems or difficulties.
Perseverance
An entrepreneur or successful entrepreneur has enough tenacity, determination
and perseverance to face obstacles, mishaps, unforeseen difficulties or falls that
can get in your way. He knows that in the process of entrepreneurship these
problems will always arise, and every time it happens, it is persistent and goes on.
He knows, for example, that falls are part of the road to success, and therefore,
before a fall, does not stop, and rather, uses it as an impulse and motivation to
move forward. And as far as mistakes are concerned, he knows that however
prepared he is, he is not perfect and will always commit them, but he knows that
it is precisely when one or more learns, that every mistake that he makes, values
him And learn from it to become better and better.
Patience
An enterprising person knows that success does not come overnight, that to reach
it takes time, work and dedication. He knows that the road to success is long and
full of difficulties, so he has enough patience to look for it.
To achieve patience, you trust in yourself and your ability. He knows that however
elusive it may seem, or no matter how long it takes, success sooner or later will
be his.
Ability to adapt to changes
An enterprising person is attentive to everything that happens in the market. It is
aware at all times of the changes that can happen and always tries to foresee
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them, for example, is attentive to new preferences or tastes of consumers and
consumers, new trends, new fashions, competitors, new strategies , etc.
In addition, you have the ability to adapt quickly to these changes, that is, you
have enough flexibility to guide your business or business in such a way that you
can take advantage of these changes or face them in a timely manner.
For example, it has enough flexibility to set aside its old products and design
others that satisfy new preferences or tastes, has the flexibility to set aside old
marketing strategies and design new ones that allow competing firms to cope with
enough flexibility to Accept that it has obsolete technology, and that it needs to
acquire new that allows it to be in accordance with the current moment.
Risk Tolerance
An entrepreneurial person seeks to minimize risks in their ventures or businesses.
For this purpose, it is informed, trained, prepared, planned, foresee possible
mishaps, designs emergency strategies, etc.
However, he is aware that through more planning or preparation, there will always
be a risk that things will not turn out as expected, that unforeseen events,
mishaps, difficulties or problems will arise.
An entrepreneurial person should prepare mentally, knowing that risk is a part of
life, and confronts or assumes them with full responsibility for what might happen.
Creativity and innovation
An enterprising person is a creative and innovative person. He knows that in the
current context, due to high competition and the demands of consumers, the key
to business success, is to be a creative person to constantly innovate. It knows
that the life cycle of a product is shorter and shorter, and therefore it is constantly
innovating, either creating new products or services, or redesigning or improving
the ones it already offers.
Business vision
An enterprising person has the ability to identify business opportunities where
others do not see them. For it is constantly analyzing the market, new tastes,
fashions; Studying trends, etc.; it also knows how to project itself in the future
and anticipate the changes that are to come. It must be constantly searching and
paying attention to the emergence of new business opportunities.
Once it detects an attractive idea, it studies and analyzes it, and if it finds that it is
a good opportunity, it does not waste time and quickly obtain all the necessary
resources that allow it to capitalize on that opportunity.
Ability to surround yourself with the right people
A successful entrepreneur or entrepreneur knows how to identify people who can
help them succeed in their endeavours or businesses. He does not look for people,
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who know less than him or her, but he looks for people better trained in certain
aspects, he knows that only then can he create a good team that complements
him well.
He knows how to identify this type of person, not only by his appearance, but also
by his words, his gestures or his way of expressing himself. And then, once these
people are identified, hires them or associates with them, and in working with
them, he knows how to lead them.
Leadership
The entrepreneurial person exercises the quality of leader. He has the ability and
capacity to influence, induce, encourage and motivate his workers, to follow him
enthusiastically, voluntarily and without conditions.
His charisma and inspiration makes the people around him identify not only with
himself or herself, but also with his ideas, projects, undertakings and business
that he decides to make.
Capacity to plan
A successful entrepreneur and entrepreneur is aware of the importance of
planning. He knows that in planning objectives, resources and strategies, he will
have greater chances of success, as he will achieve a more efficient management
of his business, in addition to minimizing the risk. So before each undertaking or
business that decides to undertake, it investigates well, informs, analyzes, and
plans all the actions, objectives, resources and strategies that it will carry out.
Decision-making capacity
A successful entrepreneur and entrepreneur has the knowledge, experience,
ability and common sense necessary to make good decisions. He knows that in the
business world, every decision is important and, before taking them, he takes his
time, meditates and analyzes them well.
But he also knows that sometimes he must make decisions quickly. He knows how
to identify these moments, and makes quick decisions, relying on his
entrepreneurial instinct, without remorse and assuming his responsibility.
Constant training
A successful entrepreneur and entrepreneur knows that learning never ends,
knows that there will always be something new to know and learn. Therefore,
despite how much he knows or is capable, he always looks for ways to continue
learning, either on his own or attending courses or seminars.
But it will not only seek to continue training in order to be more competent, but
also to keep abreast of new developments, new technologies and new techniques
or business tools. He knows that the change is vertiginous, and always tries to
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keep up with the new changes or advances, and, in that way, to be able to use
them in his favour or to be able to face them in a timely manner.

3.4. Entrepreneurial process
The process of entrepreneurship is progressive, but this is not confined to just
a fact, is rather a sequence of events, is making gerund, since the inception of the
idea to the execution thereof, some consider that a venture becomes a company
when it manages to spend its first 60 months (five years) of life. The summary
sequence of the process of the entrepreneurial person consists of:
To experience
It can also be called: living, leaving the comfort of the television; Do things, meet
people. This does not directly offer a business idea, but more importantly,
a greater view of things.
The more things we do, the more you include in the visions of our own lives, so
we have a more flexible for opportunities that arise and to have better vision
thoughts to undertake.
Reinforce the idea
Once with experienced or experiences, we can have a wide range of unmet needs
and ways to earn income through satisfaction, beyond the obvious.
For example, we can get an idea of the problems that mothers and fathers may
have to find people or recommended in every locality for child care or child, sites
therefore digital media where our social networking contacts value these sites, you
can be another niche.
Communicate
An isolated idea does not work, you need the help of other viewpoints beyond the
daily comments: "What a good idea", "you have my full support" of the family or
close friends. Therefore, do not be afraid to share the essence of the business idea
with others, on the contrary, it is much more likely that we can enrich it, to copy it
and be replicated (although it can occur as soon as it starts running and is
successful it).
Ask who is close to the activity or those with the potential detected dissatisfaction,
commenting with potential customers or future providing entities with experienced
people in the area ultimately have to share it with people who believe they can
give value or provide ideas or even those who can see the negative, avoiding
sycophant or unconditional support, because that goes with motivation than with
the reality of business.
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Visualize partner people
It is important to understand that self-employment and entrepreneurial person
orchestra (who believes can do it all alone), they end up running two essential
values: time and effort, therefore, any business idea should be viewed to be
executed by an entrepreneurial team at least three people with complementary
skills.
The rest can be part of the employed, but these three initials, should be the
foundational basis on which rests the future of entrepreneurship. It is therefore
important to analyze and document the skills needed and who can perform them
(inside or outside the circle of the entrepreneur) to assign its role as a partner
person.
Design the business model
Once already sensed the opportunity, and conversed with potential partner
people, it's good to convene a meeting to raise the business model (the developer
person should already have a plan that will serve as initial draft), which is no more
than a simplified business plan, and this is a piece of corporate route, which
includes the features regarding the types of clients, channels, income, providing
specific actions to follow, competition, etc. in other aspects.
Open investments
We must not only talk to potential partners and partners, but with people who
might be interested in business.
Often, the providers themselves become the practice in funding of activities to
provide or support with external ads to a new company (at lower cost) or for
giving opening credits for their own products (these loans are financing that will
last while agreed payment rates) are maintained.
In addition, depending on the project, you can opt for competitions, bank loans,
family, friends or business angels.
Implement
It's time to invest money (self and others) and take risks (provided they assume
once you decide to invest the capital), to operate the plan, which involves since
the creation of the product or service, staffing, renting space, and a long etc.
Formalize and revise legal affairs
If we really do business, we will act as a real company. We will create the
company, legal invoices, fulfil tax obligations ultimately to sell to companies
medium or high level required meeting very specific requirements.
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Training
Nothing is more important to improve daily practices, a learning journal. It refers
not only to the pursuit of a graduate degree (which can also be positive), but
finding information and reading area or sector in which you work or is
undertaking.
Learning is a necessity these days capitalized almost immediate change in the
world and business, which should keep abreast of international trends that will end
up influencing the sector where the project is taken.
It is also important to understand that a successful business can be managed
without the absolute presence of the owner or the owner of, that's the most
important for the entrepreneur lesson, have the ability to abandon the project
when more consolidated to make way for professional management or
professionalized person to be a better manager.
Experience and new opportunities
Everything is a cycle, so always take a section and try to engage in different
activities to the current venture, to be with attention to other opportunities, and
start the cycle.
Remember that our project can survive without our presence, as long as we place
an efficient front team, but new opportunities will only be possible if we know, we
identified and decided to execute them because we are not all entrepreneurs
(another lesson that is important understands). An enterprising person is always
looking for new opportunities, it is part of their nature.

3.5. Social Entrepreneurship
Also it called the person entrepreneurial undertaking alike creating other types of
organizations or commercial institutions not necessarily as civic, social or political.
This is because the act of undertaking itself is not only characteristic of the world
of business or trade, but that is transverse to the society of Century XXI.
A "mixed case " is that of the entrepreneur or social enterprise that seeks to
generate economic pace to have developed an approach to enhance human wellbeing that transcends the economic and also benefits society as a whole benefits.
The social entrepreneurship is a concept of the twentieth century to designate
an ancient phenomenon that aims to meet a social need. Social entrepreneurs are
very valuable to a society, they can even become key to the development of
a region or a country person.
The social transformations that will pursue more players as they get the social
concerns of these people imbue people around them, in an oil slick effect.
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The social entrepreneur is characterized by the tireless temperament, vision,
determination and pragmatic methods and results-oriented entrepreneurial
business people (who are capable of transforming entire industries), with goals
and quality ethics of the great social reformers (which are able to achieve
significant progress in the social field).
The main difference between business entrepreneur and social entrepreneur is
that the objective of the first is the economic benefit, while social enterprising
person has motivated social change. Two components that also pursue the social
entrepreneur are sustainable social and environmental impact of the project and
a very strong ethical component.

3.6. Check lists and criteria grid
These may be some of the guidelines that will help you, almost without realizing
it, to be a more enterprising person in your day to day life.
Believe in yourself. It is obvious, but it is fundamental: a person without
self-confidence cannot develop as an entrepreneur. Every activity that must
start from you begins within yourself.
Develop a critical spirit, starting with you. Apathy and conformism with
oneself and with what is established are two of the main enemies of the
enterprise.
Ambition targets, periodically assesses if your actions are approaching or
moving away from them. Any objective that you propose and motivate
enough is valid, fully valid. See them and approach them more and more.
Let your ambitions be real and logical. It can be very grandiloquent to
want to conquer the world or abolish hunger in Africa, but be reasonable
with your micro world. It's okay to have big motivations with capital letters,
but also small short-term goals. They are the last ones that will make you
move in the day to day and improve in a tangible way.
Develop your creative qualities. The greatest enemy of creativity is
oneself and its "certainties that it is not creative." We can all be creative to
a greater or lesser extent.
Be efficient. It is important. We should not be a kamikaze, but we should
be reasonably quick in our initiatives. Although it is true that some people,
because they arrive too fast, are ahead of their time and may be
incomprehensible.
Choose to be a pilot. People can be divided into two groups: those who
pilot their existence and those who are allowed to float and accompany the
great mass as the wind blows. The personal and professional success of the
second large group is usually very close, or is due to chance. It is important
to pilot your own destiny. Make your own decisions, even if they separate
you from the path of the people closest to you.
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Value others in the same way you would like to be valued.
"Meritocracy" is the most beneficial logical ecosystem for anyone with an
entrepreneurial spirit.
I do not say that you forget the theory, but ... For an entrepreneur, even
putting the leg, the key is in practice. In the entrepreneurial ecosystem
there are people who read all the books, go to all the acts, read all the
magazines and are circling the same circle over and over again. However,
they give the impression that they will never do anything, or worse, that
they will do it when it is too late.
Be practical. Within the analysis of the left brain should be recorded in
blood and fire that our effort must always have a reward and a motive. The
entrepreneur strives and is creative, but all this must be marked by a high
practicality that makes him glimpse a goal that keeps him motivated. The
fastest is usually the simplest, and the simplest thing is to be practical.
Criteria Grid

None

A few

Quite

A lot

Expert

Evaluation of some competences to improve your
entrepreneurship
Managing Personal Development

1

2

3

4

5

I know my strengths, my interests and those aspects that I
must improve from me.
I know and identify with the history and identity of my city
and region.
I am able to relate my interests, which I like to do with future
job possibilities.
I am able to be clear what characteristics of mine will be
necessary to do a task or an activity.
When I commit myself to something, I respond in times that
responds correctly and in a good way.
Identify Opportunities

1

2

3

4

5

1

2

3

4

5

I am able to look at and think about my environment by
positioning myself from different points of view.
I can identify and recognize changes that have occurred and
needs that may exist in different areas.
I succeeded in transforming needs or obstacles into an
opportunity to do something better without being blocked by
difficulties.
Be Creative
I am able to analyze and look at an object or situation in a
completely new way.
I succeed in proposing new, useful and diverse ideas for the
same situation.
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I usually question and propose changes in the way things are
customarily done.
I can think of new solutions that allow us to respond to
existing needs
Translating Ideas into an Action Plan

1

2

3

4

5

I know how to choose between alternative solutions,
identifying their advantages and disadvantages.
I transform ideas and solutions that come to me in clear goals
to accomplish.
I succeeded in establishing a general objective and specific
objectives, which are measurable, attainable and coherent with
each other to achieve a set goal.
I am able to identify the actions, times and resources needed
to fulfill a goal.
I am looking for strategies to get the resources I need to meet
my goals
Acting with Initiative

1

2

3

4

5

Communicate Effectively

1

2

3

4

5

I deliver the information clearly, recognizing the context in
which I am.
I put the other in the place and recognize my characteristics to
communicate an idea.
I am able to incorporate and explore all the tools and
resources needed to make a project known.
I can reach agreements and commitments with other people
that help me achieve accomplishments in a project.
Working Collaboratively on Networks

1

2

3

4

5

I identify and contact other people (personally or virtually) who
can contribute in my project.
I identify and register the resources that exist in my
environment, and I define a strategy to access them.
I participate in social networks to benefit the fulfillment of my
goals, maintaining a profile that favors a positive image of me.
I request support and resources from the people who can join
the project.
I generate collaborative relationships with other people that
last in time
Execute Projects

1

2

3

4

5

I am able to establish criteria that allow me to make decisions
according to the context in which I am.
I prioritize my actions according to the requirements that I
have of my projects.
I can implement solutions and adjust a project if the conditions
of my context change, obstacles arise or I have to face
difficulties.
I continually mobilize the resources I have available to achieve
a result.
I recognize that failures are actually opportunities for learning.
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I succeeded in identifying and planning future actions that are
necessary to develop a project.
I mobilize and carry out actions to achieve the objectives of a
project.
I can identify the key resources to achieve a project and plan
how to use them in their development.
I am able to efficiently distribute and use the resources that
are necessary to fulfill a project.
If a resource is missing during a project, I am able to establish
a strategy to achieve it.
I can evaluate the progress and achievement of project
objectives during and after implementation.
I am able to make adjustments to a pre-established plan to
achieve the objectives of a project based on the progress and
setbacks in the implementation of a project.
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3.7. Links, resources and support to undertake
Every time we find more offers social networking on the web and it is almost inevitable
that choose to participate in more than one (or have doubts about what could be better),
so keep up at all is sometimes a task that takes ... Let us try to save time and focus
efforts the best networks to promote our store and business.
1. http://www.educarchile.cl/ech/pro/app/detalle?id=224378
2. Articles and reports on entrepreneurship, entrepreneurs environments,
investments
3. http://www.innobasque.com/home.aspx?tabid=1075
4. http://comunidad.iebschool.com/iebs/general/ayudas-personas
entrepreneurial-europe /
5. Sustatu program: test guidance on entrepreneurial characteristics
www.programasustatu.com/ca_Test.asp
6. http://www.aprenderaemprender.es/una-dosis-de-motivacion-paraemprender/
7. http://informe21.com/la-motivacion-para-emprender
8. http://www.factoremprende.com/Contentpg.asp?DomainID=11
9. Support
Manual:
"Keys
for
entrepreneurs"
(PDF
document)
http://estatico.buenosaires.gov.ar/areas/produccion/subs_produccion/cultura
_emprende/pdf/Manual_del_Emprend edor.pdf
10. Keys to Social Entrepreneurship and Innovation (PDF document)
http://blogs.vidasolidaria.com/lantegiBatuak
/
files
/
182884_Clavesparaelemprendizajesocialylainnovaci% C3% B3n.pdf
11. http://www.equiposytalento.com/tribunas/research--consultinginternational/empresa-tercer-sector-y-emprendizaje- social
12. http://webonomia.com/blog/9-lecciones-de-vida-para-personas entrepreneurs
13. Keys to undertake and not die trying
http://javierdisan.com/2013/07/01/10-claves-emprender/
14. Social Entrepreneurship, Europe, Innobasque and "open space" of partner
organizations
15. http://blogis.innobasque.com/2012/03/emprendimiento-social-europainnobasque-y-%E2%80%9Copen- space E2% 80% % 9D-de-entitiessocias.html
16. Book:
Finance
for
entrepreneurs
www.finanzasparapersonasemprendedoras.planetadelibros.com
17. Book Review Roman Pozuelo "Suggestions for an enterprising person"
http://blog.tinytien.com/la-tinytien-de-la-semana-el-libro-de-roman/
18. A startup manifesto for Europe (September 2013) http: //www.personas
emprendedoras.es/gestion/noticias/manifiesto-startup
http://www.idaccion.com/blog/10-peliculas-de-liderazgo-para-personas
entrepreneurs /
19. The
Simpson
teach
the
10
key
business
success
http://www.minutouno.com/notas/297145-los-simpson-ensenan-las-10claves-del-exito-empresario-
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20. Do
not
want
to
be
entrepreneur
simply
undertakes
http://yoriento.com/2012/11/no-quieras-ser-emprendedor-simplementeemprende-10-ideas-para-empezar- 749.html
21. The
12
guidelines
entrepreneur
to
succeed
http://www.acebarakaldo.com/es/blog/las-12-pautas-del-emprendedor-paraalcanzar-el-exito
22. The path of the entrepreneur: How to invest without fear (1 September 2013)
http://www.negociosyemprendimiento.org/2013/09/camino-delemprendedor-como-invertir-sin-temor.html
23. sMOOC Entrepreneurship and Social Enterprise
24. http://emprendedor-social.wix.com/smooc
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3.8. Conclusions
The pillars that support the way of looking at and confronting the world of those
who decide to embark on an entrepreneurial adventure can be summed up in the
key values and principles that every good entrepreneur must be clear when it
comes to setting up its own business.
Self - confidence: One of the problems that most entrepreneurs have is the lack
Confidence and insecurity with which they face their self-employment project. In
fact, many potential entrepreneurs, back down thinking that they can fail in their
venture. The basis of all good self-employed and self-employed must have a high
dose of self-confidence and security.
Common sense and freedom: When we start an entrepreneurial adventure we
face the Heart, to our impulses that want to advance faster than our reason,
because we are excited about our project or because we want to achieve the goals
that we have raised. But beware, we must act with freedom, but with common
sense. It is what will allow us to make more orderly and balanced decisions.
Be happy: Why create your own business? Because we want to perform in
a personal and professional. Looking for an activity in which we feel at ease is
fundamental to our state of mind and to address the problems that, sure to come,
with more confidence and optimism. If we have chosen this way of life, we know
for sure that is what makes us happier.
Have achievable goals: We create goals as ascending stairs. Start By objectives
in the first step, the easiest, and then to reach other more complicated challenges.
We cannot get to the top without going through the bottom rungs.
Share experiences: The entrepreneur may feel alone without the Help from our
circle, but also from other entrepreneurs who already have past experiences, who
have already overcome the same problems as us. Sharing experiences with other
partners can be a stimulus to our entrepreneurial goals, renew our views and inject
a dose of energy and entrepreneurial knowledge.
Wanting to work less hours or make money quickly are not the reasons that should
lead us to become entrepreneurs. Those who dare to join the adventure of starting
their own business know that the last thing they will find there will be comfort ...
even so, every day are more who prove that to risk also has rewards.
Leaving the comfort zone and facing the challenges of being an enterprising person
will bring moments of doubt and uncertainty. Do not be discouraged, better
prepare!
Fear: is the worst enemy of entrepreneurs. But it is not necessarily something
negative. If we can put the fear on our side and convert it into the scale to know
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the risks of the enterprise, we can make the necessary decisions to minimize the
chances that these obstacles will wreck the business.
The "why": here begins the real company. Every entrepreneurial person must be
very clear about the reasons why he will launch into this new world. Being tired or
tired of our bosses and bosses, wanting to work fewer hours, making quick money
or having indiscipline to meet office hours are not good reasons to start.
Knowing yourself well, our passions, resources, strengths and weaknesses,
however, are true motivations behind a venture. It is not a question of groping, but
of knowing perfectly what we have and having full confidence that we can
overcome the obstacles to come. Knowing the true "why" behind our decision is the
only tool that will help us cope with all the difficulties.
You are not alone or alone. Socialize: there are many people who are being
encouraged to create their own business. Networking, or meetings in which
entrepreneurs from all sectors meet to exchange views, discuss and share
experiences are very good opportunities to find motivation, make contacts and
learn from other experiences and people who have already gone before our path.
Comfort: Often you find people who boast of having "big ideas" Time before they
became popular, but could not carry them out because "it was not the time." Many
of these are just justifications that hide a single truth: leaving the comfort zone
and taking risks is a decision that bothers and frightens. But most of the time its
success depends not on the "moment", but on us and us. Having a very good idea
is never enough; those who really succeed are those who, moreover, dare to
develop it.
Work is not a hobby: If we think that work will be part of a daily hobby, hard
achieve our business objectives. It can be very helpful to choose a specific area of
our home for business activities. At the time of the organization, we would
appreciate having an ample space in which to work in an orderly way.
Knowing our audience and market: It is critical understanding our audience and
competition for planning our action strategies. We will find out which companies
offer products similar to ours and will use this information to establish competitive
prices. We must know how much it is worth to know if we can meet our
expectations.
Contracts prevent headaches: If you need to hire someone, we must ensure to
be able to trust the people who collaborate with us and our suppliers and suppliers.
The business includes risks that can be minimized knowing well with whom to
work. In addition, it is important to have a contract in any employment
relationship. This legal instrument will protect both parties and avoid unpleasant
surprises.
Balance personal and professional life will remember that every home business
plan should adjust to the organization of the home. A job that requires great
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sacrifices for family life and daily life may not be the ideal choice for a personal
situation. We will organize the schedules and adjust the plan to adapt it to our
times.
We will choose a moment to disconnect the business phone: having a balance in
personal life also allows achieving success in business. Making ourselves a space,
our affections and other issues, are just as important as the work itself.
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3.9. Evaluation test
1. Empowering…
a) is to make powerful or strong an individual or a disadvantage group
b) is a key factor in raising awareness of PWDS to create their own business
c) A and B are correct
2. The ability to undertake is…
a) the ability to perceive, to create and to act
b) the ability to work in team
c) the ability to manage the bureaucracy
3. What is a key characteristic of an entrepreneur?
a) risk tolerance
b) ability to develop all the tasks of your business by your own
c) to have full mobility
4. Which values will help to grow the entrepreneurial spirit?
a) leadership and teamwork
b) be strict and serious
c) A and B are correct
5. Training and entrepreneurship….
a) is not a key aspect
b) must be continuous
c) must be previous to start the entrepreneurial process
6. What of the following affirmations is correct?
a) the main difference between a business entrepreneur and a social entrepreneur is the
type of company they run
b) the main difference between a business entrepreneur and a social
entrepreneur is the social entrepreneur has a social change motivation
c) the social entrepreneurship is an old concept coming from the XIX century
7. The entrepreneurial process is…
a) progressive
b) fast
c) routine
8. Which of the following values IS NOT a key value that every good entrepreneur must be
clear
a) self-confidence
b) be happy
c) work is also a hobby
9. A successful entrepreneur....
a) knows how to identify people who can help them succeed in their businesses
b) learn to work alone
c)dDelegate the decision making to others
10. What of the following affirmations is WRONG?
a) apathy and conformism with oneself and with what is established are two of the main
enemies of the enterprise
b) an entrepreneur must be as fast as possible in his/her initiatives
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c) "meritocracy" is
entrepreneurial spirit

the

most

beneficial

logical

ecosystem

for

anyone

with

an
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Chapter 4 FINDING a mentor or coach
Coaches and mentors are important factors for success. If we would have
somebody that would mentor or coach us and guide us step-by-step to help
achieve our goals and results we are after then obviously we would achieve them
a lot faster. No matter what kind of industry you are in, what kind of career you
are after, or how you are as a person, being supported by a great mentor or
a coach is a key factor in becoming successful.
In general, mentors and coaches have some experience and can show us the ways
and help us resolve the issues on our way on becoming a successful professional.
A mentor and a coach are experts that can help us resolve problems whether be it
an immediate problem e.g. such as how to dress appropriately when meeting
a new important business client, how to resolve an important business challenge
(for example asking for a raise) or can help us achieve long-term goals, for
instance funding your own company.
The biggest advantage of having a mentor is that they have already achieved
something that you yourself are pursuing, which means that in a similar fashion
they have already gone through the struggles that you are facing right now or you
are about to face. They made mistakes and found creative solutions along the
way. A mentor and a coach will share these insights with you decreasing the time
it takes for you to reach their level and maximise your chances of success.
There are multiple types of mentors, but the concept is pretty much the same.
The mentor is someone who has already walked the same road that you plan to
walk and can actively help you speed up the process. One can have multiple
mentors at the same time; a person can have dedicated mentors for different
aspects of your life. Like a mentor in your business, a mentor for your health,
mentor for your spiritual side and so on.
Mentorship is not something that is done to you. Mentorship is something you do
for yourself. With the help of other people.
In my walk, every man I meet is superior to me in some way, and in that, I learn
from him.

Ralph Waldo Emerson
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4.1. Mentor or coach?
Young and inspiring entrepreneurs and other professionals, in general, are often
looking for advice and guidance. Despite education and experience, not all
business leaders have the right mentoring or coaching qualities. A business coach
and a mentor can help you run your enterprise in an efficient manner. However, it
is important to understand the differences between these two professional figures.
Mentoring
Mentoring is when someone with more experience than you in a particular field
that you are interested in gives you advice. It is not necessary that it is a formal
process; it could be an informal relationship as well.
A business mentor usually possesses more experience than a coach does. He or
she has probably overseen at least one firm for many years. This individual is able
to concentrate on providing general advice and inspiration/motivation. Business
owners frequently seek advice from mentors about new ideas to confirm and the
confirmation of business concepts.
Coaching
A coach concentrates his work on specific tasks, such as helping to improve
a certain skill/competence. For example, this expert could help you manage your
employees with greater success. He or she will help you achieve a particular result
instead of advising you about global, long-term issues.
In other words, coaches provide support to entrepreneurs and other business
professionals on subjects like managing company branding, working on sales
concepts, and managing customer relationships. A business coach knows more
about day-to-day operations than philosophy or long-term planning.
Similarities & differences of mentoring and coaching
There are some similarities between the coach and the mentor, but also some
critical differences. Let focus on them both:






Coaching and mentoring both shares an aspect that is common, they are
both future focused.
Mentor usually focuses on your long-term development.
A coach usually focuses on short-term performance results. Another
difference is that a coach is often task-oriented. A coach seeks to build a
relationship with the client, an oriented partnership. In order that the client
feels comfortable, asking questions and does not hesitate to come back to
the coach to talk about any difficulties that he or she may encounter.
Both the mentor and the coach need to offer guidance and support to their
coachee/mentee so, in the same way, they are similar as well.
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Long-term/and short-term focus; both mentor and coach are concerned
with a client’s training and skills development. It is just that the mentor
focuses on learning things to the rest of the client’s professional career,
while the coach acts in order to resolve an instant problem one might be
facing. Therefore, in the business context, the coach would support the
coachee to see results.
The mentor asks many questions that make the mentee think and reflect
upon their work. For instance, what do the clients do, how do they do it? It
is not about the product they deliver, but mainly about the procedure. The
client and mentor focus mainly on the procedure, focusing on the process
are generally that the client initiates to a certain outcome whereas a couch
will rather suggest ways to do it.
Mentor offers his/her advice free; otherwise, it qualifies
as
a consultant/coach.

Duration
Mentors typically serve each individual for several months or longer. A mentorship
program will only succeed if you develop a relationship and trust your advisor.
Coaches aim to develop distinct skills, so the relationship usually does not last as
long. It may be quite brief if you learn quickly.
Planning
A coach normally will not need to create a detailed plan before assisting you. If
this person has skills in the desired area, he or she can begin coaching right away.
Mentoring generally demands greater planning. With a business mentor, you will
need to identify long-term goals and the mentor will need to take the time to learn
about your leadership style.
Whom to choose?
It depends on your needs and the current situation you are finding yourself in. As
explained before a coach would be a more sensible solution if you would need to
resolve an immediate dilemma and you would need very specific, professional
help. If you would like to embark on more significant global changes e.g. changing
career or starting your own business a mentor’s guidance would be a better
choice.

4.2. Finding a mentor is a process
We have to underline that the problem young, ambitious entrepreneurs have is
not with understanding how important a mentor/coach is to their growth. The
problem most face is figuring out how to find a mentor/coach in the first place. It
is in no way a straightforward path.
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In the process of finding a mentor, you need to be persuasive and positive. You
will need to explain to your potential mentor(s) why they want to mentor you and
you will need to approach them in a positive way –people enjoy being connected
to someone who is energetic, positive and ambitious.
It is important to remember that you will need to act with a confidence, that
mentoring is a process that will take your time, and as any relationship, it will take
time to develop. It could not happen overnight. Please remember that in the
process of getting yourself a mentor it is important to be patient, and allow time
for a relationship to develop. In the end, it will be rewarding, as you will probably
find out that having a mentor is critical to having someone that stands by you and
supports you.
Landing a mentor is similar to a sales job; it demands a certain degree of selfpromotion. You must present your accomplishments vigorously in order to receive
the desired attention from the potential mentor(s). We suggest you skip the
modest approach.
At this point, you might be asking yourself how to ask your potential mentor the
most important question: “Will you be my mentor?” Asking the latter question can
sound stiff, unpleasant and off-putting. Mentors accept the invitations because of
intangible satisfaction they receive by seeing their mentees progressing in the
development of their businesses and careers in general. Rather than that, choose
an informal request, start for instance by simply asking for advice, one problem at
a time and while doing so allow yourself some time, it could grow into a significant
relationship.
When asking a mentor, do not make it sound like a work question. Show
excitement and satisfaction, smile. As stressed before, mentorship is
a relationship and as such is a two-sided process that boosts energy to both parts.
It is important to nurture the relationship and sustain the regular meetings even
without a fixed agenda.
Before setting on a mission of finding yourself a mentor you will most probably
need to ask yourself if you want to have a person that is inside your workplace
that can help you realise your project or help you with the promotion or you may
consider someone else that can help you achieve more global and long-term
goals.
In the process of finding a mentor, it is important to be aware that:





It takes a decision to be willing to be mentored
A mentor is somebody you will need to pursue
You will have to find a right mentor for you
You will have to respect and value the mentor’s time (as the time
is a decreasing value)
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It is important to approach the mentor from the position of adding
value, helping them grow their business, exchange of ideas,
transgenerational exchange
You will need to show your gratitude, do something for them.
Make the relationship reciprocal by serving as a source of
information and support for your mentor in some way
You have done your research (you understand their business,
your initial questions are ready) and you also know how you may
be helpful for them
You are being honest and reliable; you are not wasting their time
You listen; you can add value to the relationship by asking
questions and sincerely listening to the answers.
A mentor’s most positive input is to give practical feedback,
refrain from responding defensively.

4.3. Finding a coach
Think about yourself or of your company’s current situation. Think about hiring
a coach when you need to gain or you need additional help with certain
management abilities or tasks.
Be sure to consider your experience level. If you started a business for the first
time, a well-versed mentor would probably benefit you more than a coach. This
individual will supply valuable advice about important choices and strategies.
If you have been running your company for a longer period. You probably know
how to make big decisions, but a few tasks and issues still confuse you. Consider
hiring a business coach; this person can help you develop the skills needed to
maximize your success.
Hire Both?
You might benefit from finding two advisors or one person with coaching and
mentoring skills. A mentor could introduce you to desirable partners and clients
while a coach will support you in handling difficult customers.
Consider also whether you would better meet your needs by working with
a consultant or business advisor, a professional or personal training and
development programme, a psychologist or some other form or professional
service provider.
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Mentors, coaches, and remuneration
For most mentors mentoring is a privilege, a special kind of calling. Most mentors
want to see their mentees do well. A mentor wants you to succeed not for their
financial gain, at least not for the first time around.
A mentor to which you pay for his/her service would more correctly be called
a consultant. A consultant is a person that for a fee guides you through your dayto-day business and see if they can spot any vulnerabilities or points to optimize.
Usually, consultants are experts in accounting, their work is valuable but they may
lack genuine entrepreneurship experience, therefore, they offer their service to
other companies rather than owning a company of their own.
Coaching & fee
Professional coaching like all professional services comes with a standardized fee.
Any professional coach should be clear and transparent about their pricing
structure and what you are mutually committing to. However, it is not just the
cost of the programme but also how much time you are prepared to commit both
to the coaching process and also to work on your plans or goals in between.
Questions to ask yourself: https://new.coachingnetwork.org.uk/find-a-coachmentor/the-right-coach-mentor/






What results or work improvements am I looking for?
What am I prepared to invest into the coaching in order to achieve
these results?
How will I manage to apply the changes identified during coaching
into my business practice in terms of time and energy?
Will my inner circle (family or friends) support me to make the
changes I want to, how will I ensure that?
Will I be able to acquire the budget to pay for the services of
coaching? You will be able to spread the cost, as you will pay for the
services over time rather than upfront.

4.4. What to look at in a mentor or a coach for yourself
Not every successful entrepreneur/high level professional has qualities of a good
mentor/coach. There are personal characteristics and attitudes that determine
good mentors and coaches. High-quality mentors/coaches need to be open as
people; in particular, they are open to possibilities, to ideas. They tend to see the
world as expansive, exciting and curious place full of opportunities.
A mentor/coach should be straightforward and provide an unbiased advice. He or
she is not your close friend and will not put your personal feelings above the facts.
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This is incredibly valuable because most people around you are emotionally
invested in you as an individual, but a mentor or coach has an ability to look at
a past and judge your efforts for what they really are. No matter your business
idea you are a less likely to get a real response from your loved ones or your inner
circle because they want to support you. Guess what, the world cares about the
results not particularly about you. Your mentor or your coach can provide that
balance.
Good mentors and coaches are comfortable, they are comfortable in their own
skin, and they are comfortable being their own person. Moreover, because of that,
they will never have a plan for your life and they will not try to manipulate or
control you. Their wish is that you are comfortable in your skin, too.
Another trait that they have is that that they are more interested in what’s going
on internally than externally. Mentors and coaches understand that what happens
inside of you and how your character develops, will one day be mirrored outside of
you. Therefore, they are not really focused on how much money you are making,
how good you look, or how popular you are. They want to know who you are and
will help you to develop yourself, your personality.
Finally, they tend to be able to celebrate the rise, but will be there for you when
you fall and will accompany you through disappointment and hurt as well.
The following qualities seem to distinguish truly good and helpful mentors/coaches
from those who are indifferent - or even harmful. Here are five core qualities to
look for in a mentor or a coach1:






1

Self-reflection: If you want someone to share his or her wisdom with you,
they need to have the wisdom to share. Some people simply do not spend
much time thinking about their own experience; a person can be quite
knowledgeable and successful without having reflected much on how they
got where they are today. However, just hearing about what someone has
done is much less valuable than hearing about why they did it, and about
their understanding of why it worked or did not work.
Discretion: In a good mentor/coach relationship, you need to be able, to
be honest about your own life and circumstances - and you need to be
confident that your revelations will not go beyond your mentor/coach. If he
or she cannot be trusted to keep confidences, your relationship will be
superficial at best - damaging at worst.
Honesty: If you are brave enough to ask your mentor/coach for advice, he
or she needs to be brave enough to give you a straight answer. If you're
contemplating taking a new job, for instance, and you explain the situation

https://www.forbes.com/sites/erikaandersen/2014/09/29/5-qualities-to-look-for-in-a-mentor/#4d3858b03021
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and ask for your mentor's point of view - he or she should give it to you, in
an honest way
Curiosity: This one may seem counter-intuitive – is not it the mentee or
coachee’s responsibility to be curious about the mentor/coach? Yes. And...if
the mentor/ coach isn't curious about you: who you are, how you function
as a person, worker, what's important to you, what you've done so far and
how it's working for you - it's unlikely his or her advice will be very helpful.
It will more likely be generic wisdom that will not be targeted to you at all.
The generosity of Spirit: This is essential. A great mentor/coach wants
you to succeed, and he or she will actively support your success with words
and action. The great mentor/coach will never be envious or feel threatened
by your growth; he or she will congratulate you on your triumphs and help
you recover from your setbacks. The generous mentor or coach will make
connections or offer resources that could be useful to you whenever he or
she can. Most importantly, a generous mentor/coach believes in your
potential and communicates that to you freely and with hope. The generous
mentor/coach supports you to become the person you want to become.

Which personal characteristic attracts mentors?
It seems that the personal trait mentors cherish the most is curiosity. Because the
more curious and the more open the people are the more likely, it is that other
people would look for contacts, relationships, and opportunities to learn with
them.
Curious people attract other people, which are prepared to help, support and give
them some sort of assistance whether it would be assistance in opening doors in
connecting them with other people or in general just to coming along to lend
a hand.
The more curious the person becomes the greater could be the success in the
mentoring process and more opportunities and options can emerge from the latter
process. And when a person is not being curious and when is not choosing to be
curious at all, that’s when they end up being more judgmental, surer with
themselves, more arrogant, more filled with pride and less ready for suggestions
and change.
Having a mentor/coach can be helpful; having a mentor/coach who is selfreflective, discreet, honest, curious, and generous can be life-changing.
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4.5. Looking for a right mentor for you
Finding a mentor or a coach is not a straightforward process. If you are
recognizing the wish and the need to begin a process of mentoring, you should
consider the following types of settings/persons that you may think of:
1) PERSON that you find through your work
If you are employed or you are already working in a certain work setting, you
might want someone inside the workplace, who can help you with a very specific
thing.
2) PERSON working in the industry you are interested in
You may want someone who is outside of your workplace, someone who is in your
industry, who can help you. In this case, you want to look at local associations
that are involved with the career in your industry. You might look to your
university or your alumni association; you might also look to LinkedIn.
LinkedIn in our opinion provides opportunities to network and finding potential
mentors.
3) PERSON that is not necessarily connected with the business world
Do you know of a person who could be a mentor to you in a part of your life?
Someone who is ahead of you, but has some of the right characteristics. They can
be generative, they can give of themselves and they can encourage you. They are
somebody you would like to spend time with.
You might find it appropriate that the person, who is mentoring you, is not
a business mentor that you are looking for. It could be somebody that is a friend,
a relative. You will choose such a person because for instance, you like their
judgment and they give you great advice and they know when to step back and
let you take the decisions autonomously.
Finding a mentor in 8 steps
STEP 1: Knowing yourself. Self-awareness, look deep into yourself and find out
which are your core values, who are you, what do you want from life, what are
your passions, what makes you happy, who are the people you look up to and
why. What is appealing about them; write all of this down.
STEP 2: Determine the area in your life that you have failed in the past or the
area that you are currently failing and desperately trying to control it or the area
that you are disappointed with and you would really like to change it.
You may also want to choose another approach and think of an industry based on
the answers you gave and determine what would be an actual job or occupation
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that fits your description, together with developing and starting your own
business. Be honest with yourself and find a job/a calling that would not feel like
a job, if you were to do it to the rest of your life and once you find that is your
goal in the life.
STEP 3: Start reading, now you need to understand the industry, read best books
covering your topic including biographies, learn from successful people in the
industry.
STEP 4: Know what you are good at. The ability to describe what are you good at
(although can be a little difficult) is important because what you are good at, is
actually what you can offer to the mentor and what you bring to the mentoring
relationship. The second part of that is, knowing what are the areas of your life
where there is still a lot of room for improvement that is the part you need to
reach out to your mentor.
STEP 5: Identifying a potential mentor, the ideal candidate would be someone
from your geography; city, state or even country that’s walked the road you plan
on taking on another time or in another, but a similar niche. The reason why is
recommended for this person to be in your geography is that at some point in the
future you will want to meet that person. Ask if you would feel successful if you
were in their shoes. If yes, you found someone good.
STEP 6: Connect with courage; create a target list with whom you want to connect
with and then research, it is so much easier with LinkedIn to do it these days. Try
to find someone who knows them personally that can provide a warm connect.
That way you do not need to have that cold connection feeling.
STEP 7: Prove to your mentor that you are open for mentoring: Your mentor will
recommend your books, ideas, events, and things to implement you should do all
of them: Get them done so; you will know you are serious. The last thing
a mentor wants to offer is advice that never is put into action. That is when they
will probably finish mentoring you.
STEP 8: In order to make the most of a mentor, it is important that you be armed
with the right kind of questions. In addition, that is large what mentoring is all
about; it is a two-way conversation during which you get the opportunity to quiz
an expert on what really matters to your business.

4.6. Where can I find a mentor/coach?
If you are identifying your potential mentor or a coach and are, struggling where
to look at, we will list in the continuation few ideas where one might be making
connections with potential mentors/coaches and ideally find the mentor/coach that
suits their requirements.

66

1) At networking events. Every industry organizes opportunities for networking,
continuous education and staying in touch with new trends. These kinds of meetups usually attract knowledgeable individuals who are looking for young
businesses or beginner entrepreneurs to mentor. In everyday settings, it is
difficult to get in contact with such people; therefore, the latter events present
a great opportunity to connect.
2) On social media. As already mentioned we cannot stress enough the
importance of social media in finding the appropriate persons that could be
mentoring you. Start connecting with your peers on Twitter and LinkedIn.
Participate in discussions and look for opportunities to connect with people that
have valuable inputs and seem knowledgeable. Your increased online presence will
not go unnoticed and could have consequently an encounter with somebody that
would be prepared to mentor you. Do an advanced search on LinkedIn, you might
search for someone from your alumni club, be aware that university ties do bind
in. You can focus your search on your postcode, region, province or a town to
connect with somebody nearby.
3) Business partnerships. If your startup has a strategy to collaborate with other
businesses to offer services or products, there is a strong possibility you will meet
somebody with rich experience. Talk to your partners regularly and be ready to
admit that you will take as much advice as you can take.
4)
Recommendations.
Knowing
somebody
that
was
going
through
mentoring/coaching, you could definitely ask for recommending you to the same
mentor. It might be the right mentorship that could meet your needs, too.
5) People that you already know. Do not forget on the option of finding great and
inspiring people that you are already interacting and working with now. They could
be people to whom you have already demonstrated your potential. They know
you, your work and understand how you function as a personality. They have to
be convinced that you will put in great use their valuable contributions and
feedback.
6) Younger mentors. You might be considering in connecting with a mentor
younger than you. Mature entrepreneurs could find it beneficial to find experience
and guidance in new fields, such as social media marketing and technology in
general, where they are not so experienced.
7) Mentoring programmes2. Check your employer's human resources department
to see if they have a mentoring programme. Many big corporations offer
sponsorship and mentoring programmes.

2

Over the past decade or two, the idea of mentoring has become increasingly popular. Many companies now

offer mentoring programs, where executive-level professionals support their younger colleagues' success.
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8) Mentoring programmes within industry association and non-profit association.
Entrepreneurs might connect to industry associations or other non-profit
associations and offer their mentor expertise. Check your local business landscape
to check, if there any options available to enter a mentorship programme.
Possible drawbacks in matching
An important principle of a developmental mentoring relationship is that mentors
and mentees should not be closely associated in their working lives. For example,
someone with a stake in a mentee’s work is not likely to be able to mentor him or
her objectivity and confidentiality of such a rapport may be a concern.
Similarly, someone who may have influence on a mentee’s career should not be
asked to mentor that person for fear that future decisions may not be impartial.
There may be other unsuspected pitfalls and it is good practice to check first with
a mentor that he or she is willing to mentor the proposed mentee. In
a coordinated process, this will be done by a third party who will follow-up positive
responses by putting the mentee in touch with the mentor, checking that he or
she is content with the match. Negative responses from either party require a new
mentor to be found.
Where models other than the coordinated one are used, mentees will make
contact directly with mentors and mentors should be briefed to turn down
requests, which are unsuitable for any reason.3

Mentoring programs have been created specifically for women, the disabled, and other groups for whom having
a supportive and knowledgeable advisor might be especially helpful. Youth mentoring has evolved as a means to
help young people understand how to operate in the grown-up world.

3

http://new.coachingnetwork.org.uk/find-a-coach-mentor/the-right-coach-mentor/
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4.7. Checklist
4.7.1. Preparing for the first meeting
Where might I meet with my mentor or coach where we both would feel
comfortable? List a few ideas below.

What are some things I could tell my mentor about myself that would help us get
to know each other a little bit? What about me and my life story might be
interesting and relevant to this mentor/coach?

What are some questions I could ask my mentor to get to know him/her a little bit
without prying? Write some possible open-ended questions below.

What do I want out of the mentoring relationship – what are my hopes?

How can I find out what my mentor hopes to get out of the relationship – what
questions might I ask?

Prepare a preliminary Personal Development Plan to go over during the meeting.
Be careful to listen to how your mentor responds to your preparation. Ask him/her
about the strengths or weakness of the plan. What does he/she think you need to
work on?
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4.7.2. Before the meeting with your mentor








Ask yourself – What are my goals? How can a mentor assist me in
meeting these goals? What are my competency levels as a teacher,
researcher, administrator, and in the community?
Take the initiative. Introduce yourself by phone, brief letter or email.
Invite your mentor to meet; suggest potential topics. Agree on
confidentiality and no-fault termination.
Ask your primary mentor for his or her CV. Identify key steps in his/ her
career path that seem valuable.
Update your own CV.
Consider the skill sets that require additional mentoring: What skills do
I need to learn or improve? What do I want to change about my work
style? What professional networks are important?

4.7.3. During the meeting






Discuss your short- and long-term professional goals (e.g., funding,
manuscripts, courses) and work together to develop steps to reach these
goals, with a timeline.
Determine frequency of meetings. This will vary based on individual
needs, but often occurs once a month, and at least quarterly. The extent
of interaction can range from brief email or phone “check-ins” to lengthy
follow-up meetings.
Suggest potential topics for future meetings. (Examples: setting and
achieving goals, managing time effectively in an academic environment,
balancing personal and professional life, negotiating for what you
want/need, completing manuscripts, etc.)

4.7.4. After the meeting and throughout the relationship



Establish your own checklist for follow up. Keep an ongoing portfolio of
activities & works in progress. Check your timeline.
Re-evaluate the mentoring agreement at least annually.
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4.8 Link and key competences
1. London
Leadership
Academy,
Coaching
and
Mentor
Handbook,
http://www.londonleadershipacademy.nhs.uk/sites/default/files/coaching%20%20
mentoring%20hanbook%20final%20version-April2014.pdf
2. Oxford Learning InstituteUniversity of Oxford, Guidance on setting up a mentoring
scheme,
3. https://foundrmag.com/find-a-mentor/
4. http://www.emccouncil.org/eu/en/find_mentorcoach
5. The coaching and mentoring network http://www.coachingnetwork.org.uk/find-acoachmentor/default.asp?cid=1&reset=1
6. http://www.profitguide.com/manage-grow/leadership/who-can-you-turn-to-38847
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4.9. Evaluation test
1. Finding a mentor or coach:
a) is very easy and not time-consuming
b) is a straightforward path
c) doesn’t need a certain amount of caution
2. Which of the following information is correct?
a) coaches have generally more experience than a mentor
b) mentors prefer to concentrate on specific tasks
c) mentors concentrate on providing general advices and inspiration
3. Mentors typically serve each individual for:
a) several months or longer
b) longer than coaching
c) two or three weeks at least
4. Planning stage, a coach normally:
a) doesn’t need to create a detailed plan before assisting the client
b) must identify long-term-goals
c) demands greater planning
5. What should you do when you start looking for a mentor/coach?
a) clarify what you want
b) set up a meeting
c) A and B are both correct
6. Is it useful to ask for references to your mentor/coach?
a) yes, references but also testimonials from coach/mentor’s previous client
b) no, it is not useful
c) no, you should ask only for coach/mentor’s professional development and credentials
7. A written agreement or contract will not set out:
a) associated costs and payment terms
b) duration of the program
c) expectations both parties can expect from each other
8. A possible pitfall in matching could be:
a) mentee/coachee is too clear with mentor/coach
b) mentor has influence on the mentee’s career
c) consider the mentor as the genie of the lamp
9. A good coach or mentor must:
a) be a good listener
b) has enough time to spend
c) A and B are both correct
10. Having a good network could be a potential benefit of a good coach or mentor?
a) no, it is not crucial
b) yes, this network could potentially help your business
c) yes, but it is not a benefit for the mentee/coachee
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Chapter 5 A step by step path for setting up a business or
a fee-lance activity
5.1. Operational Plan
Operational planning is the process of planning strategic goals and objectives to
tactical goals and objectives. It describes milestones, conditions for success and
explains how, or what portion of, a strategic plan will be put into operation during
a given operational period, in the case of commercial application, a fiscal year or
another given budgetary term. An operational plan is the basis for, and
justification of an annual operating budget request. Therefore, a five-year
strategic plan would typically require five operational plans funded by five
operating budgets.
Operational plans should establish the activities and budgets for each part of the
organization for the next 1 – 3 years. They link the strategic plan with the
activities the organization will deliver and the resources required to deliver them.
An operational plan draws directly from agency and program strategic plans to
describe agency and program missions and goals, program objectives, and
program activities. Like a strategic plan, an operational plan addresses four
questions:





Where are we now?
Where do we want to be?
How do we get there?
How do we measure our progress?

The operations plan is both the first and the last step in preparing an operating
budget request. As the first step, the operations plan provides a plan for resource
allocation; as the last step, the OP may be modified to reflect policy decisions or
financial changes made during the budget development process.
Operational plans should be prepared by the people who will be involved in
implementation. There is often a need for significant cross-departmental dialogue
as plans created by one part of the organization inevitably have implications for
other parts.
Operational plans should contain:





clear objectives
activities to be delivered
quality standards
desired outcomes
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staffing and resource requirements
implementation timetables
a process for monitoring progress

Source: https://en.wikipedia.org/wiki/Operational_planning
5.1.1. Differences between strategic and operational planning
There are three main differences between strategic and operational plans:
1. Time frame. Strategic plans are elaborated for longer period of time (5-10
years) while operational plans are made for shorter periods, for example
one year.
2. Scope. Strategic plans have more influence on a company activities while
operational plans have a lesser impact on the company's activities, the
scope of their activities is narrower and more limited.
3. Degree of detail. Strategic plans often appear as if they were formulated
in a simplistic, vague manner. This is to get people working in your
organization to think about the whole of their strategic plans. Operational
plans that are derivative of the former are elaborated in more detail

Other differences are shown in the table below:
Operational management

Strategic management

It focuses on your day-to-day activities.

Its

purpose

is

to

ensure

a

smooth

continuation of daily activities.

It focuses on the long-term development of
the organization.
Its

goal

is

development

to

seek

through

new

ways

advancement

of
and

innovation.

If a change is needed, the issue is resolved Thanks to this, the organization focuses on
ad hoc.
It facilitates the care of regular delivery of
quality products or services. It influences
the development of the offer, enriching it
with new services and products.

the planned change management.

It influences the development of the offer,
enriching
products.

it

with

new

services

and
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Decisions are made once or according to Decisions are made taking into account
established procedures.

their long-term effects.

Effect - current stability.

Effect - creating future solutions.

Source: http://poradnik.ngo.pl/zarzadzanie_strategiczne

5.1.2. Purpose of Operational Plan
The purpose of the Operational Plan is to provide organization personnel with
a clear picture of their tasks and responsibilities in line with the goals and
objectives contained within the Strategic Plan.
On the other hand the Operational Plan DOES present highly detailed information
specifically to direct people to perform the day-to-day tasks required in the
running the organization. Organization management and staff should frequently
refer to the operational plan in carrying out their everyday work. The Operational
Plan provides the what, who, when and how much:





what - the strategies and tasks that must be undertaken
who - the persons who have responsibility of each of the strategies/tasks
when - the timelines in which strategies/tasks must be completed
how much - the amount of financial resources provided to complete each
strategy/task

5.1.3. Organisation and workload management
How your business is organised is an important point that should be given careful
consideration. The division of work (different tasks carried out by different
individuals) and the co-ordination of activities and people determine the
organisation of the business.
It is likely your business will be small to begin with and an elaborate “structure”
will not be necessary. It is nevertheless important that the distribution of tasks
and responsibilities among the individuals in the workplace be as well-adjusted as
possible to the skills and capacities that each possesses. This will help guarantee
the efficiency and quality of the output of work.
All the activities and task carried out by the personnel of the business should have
a single common objective: comply with the agreed goals. Design, planning and
execution of tasks should be completed with this in mind and it is in this aspect
that extra care should be taken.
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There are a series of co-ordination mechanisms that will prove useful in the
organisation of your business. These mechanisms help establish roles and tasks
for each employee and indeed for yourself. The following table shows two of the
most adequate for an SME.

Coordination possibilities

Communication is informal
Control is in charge of the people who do the work
Mutual
adaptation

It gives flexibility to the performance of the different
tasks
The persons who must be coordinated need to have a
range of skills
It is adequate for simple organizations

There is authority, responsibility and more formal
communication
Direct
supervision

There are mandates and control
There is a chain of command  hierarchy
It is appropriate when the enterprise has grown up

The health and safety of all employees is of paramount importance when planning
the organisation of the business and managing the workload. As such, you will
need to clarify the potential situations that employees (including yourself) may
encounter in the workplace in order to minimise risks and avoid accidents and
injuries.
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ADVICE FOR EFFICIENT ORGANISATION OF EMPLOYEES’ ROLES AND TASKS


The individual’s initiative and creativity should be allowed to play a role.



It is essential that employees have possibility to make decisions by
themselves.



Facilitate good working relations between employees on a continual basis.



Adequate provision of installations, amenities and work tools (machinery,
computers, etc.) is essential.



The best possible conditions should be maintained in the environment where
work is carried out: lighting, sound-proofing, temperature, humidity, etc.



Provision for adequate breaks and pauses during the working day will help
reduce risk.

Another aspect you should bear in mind to efficiently organise work in your
business is the management of workload for each employee. Workload can be
thought of as the “quantity” of work being carried out both physically and
mentally.

Workload is the sum of the mental and physical
demands

that

an

employee

is

subjected

to

throughout a working day

5.1.4. Implementation of Operational Plan
The Operational Plan is a useful tool which can help in everyday activities of
persons taking care of organizational issues. It is very important that employees
are familiar with the fact that the operational plan exists and that is used as any
tool is useful only when it is used by people in a proper way.
In order to make sure that the Operational Plan is understood by employees, it
has to be communicated and explained by the management.
The ways of communicating can include:


Explanations and guidance by senior management regarding the key
aspects of the Operational Plan made during series of staff meetings.
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Division of the Operational Plan into smaller subsections and communicating
of these subsections to those that are responsible.
Establishment of a system that allows to monitore the progress and
communicate the results to the team and to management.
Provision of training for the staff so it understands tasks and
responsibilities.
Adding aspects of the Operational Plan to the work description of staff.
The implementation of the Operational Plan
requires

management

to

regularly

monitor

achievement and exert control to reduce any
variance from the plan.

Control exercised by managers will include:
•
•
•
•
•
•

Regular examination of the implementation of tasks
Implementation of remedial actions in the event of failure to perform tasks
or untimely completion of tasks
Checking the availability of resources when they are needed
Supervising, supporting and motivating people in the organization to ensure
the implementation of tasks
Adjusting the operational plan, if necessary
Reporting problems to superiors, eg directors, committees, board members
of an organization.
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5.2. Financial Plan
Quotes: "Money is to my social existence what health is to my body."
― Mason Cooley
Business plan is an abstract item until the numbers and terms are entered. All the
sections should be filled but some are more important than other. For example
marketing plan doesn't mean much if the business is not justified with good
figures. The business plan needs to have a separate section for financial plan. It is
one of the most im[portant sections of the plan. Even in situation that the
financing is not needed, you should prepare a financial forecast.
The financial section of a business plan is one of the most essential components of
the plan, as you will need it if you have any hope of winning over investors or
obtaining a bank loan. It is at the end of your business plan, but this section is the
section that determines whether or not your business idea is viable, and is a key
component in determining whether or not your plan is going to be able to attract
any investment in your business idea.
Even if you don't need financing, you should compile a financial forecast in order
to simply be successful in steering your business.
Let's start by explaining what the financial section of a business plan is not.
Realize that the financial section is not the same as accounting. Many people get
confused about this because the financial projections that you include--profit and
loss, balance sheet, and cash flow--look similar to accounting statements your
business generates. But accounting looks back in time, starting today and taking
a historical view. Business planning or forecasting is a forward-looking view,
starting today and going into the future.
The purpose of the financial section of a business plan is two-fold. You're going to
need it if you are seeking investment from venture capitalists, angel investors, or
even smart family members. They are going to want to see numbers that say your
business will grow--and quickly--and that there is an exit strategy for them on the
horizon, during which they can make a profit. Any bank or lender will also ask to
see these numbers as well to make sure you can repay your loan.
But the most important reason to compile this financial forecast is for your own
benefit, so you understand how you project your business will do. "This is an
ongoing, living document. It should be a guide to running your business," Pinson
says. "And at any particular time you feel you need funding or financing, then you
are prepared to go with your documents."
If there is a rule of thumb when filling in the numbers in the financial section of
your business plan, it's this: Be realistic. "
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5.2.1. Elements of the Financial Plan
There is no specific template for a financial plan which should be followed but the
main elements could include: Financial goals, Personal net worth statement, Cash
flow analysis, Comprehensive risk management plan, Long-term investment plan,
Tax reduction strategy, Estate plan.
5.2.2. The three financial statements
So what exactly do you have to include in this section? We will let’s get started
then and break each of those down into digestible components. Hopefully by the
end of it, you’ll have something to chew on.
Basically, the financial plan section consists of three financial statements:
Income Statement
Balance Sheet
Cash-Flow Statement

Income Statement - states the profit or loss for specific period of time
Example of Income Statement Template
Sales

___________

Direct Cost of Sales

___________

Other Production Expenses

___________

Total Cost of Sales

___________

Gross Margin

___________

Gross Margin %

___________

Expenses

___________

Payroll

___________

Marketing & Other Expenses

___________

Depreciation

___________

Leased Equipment

___________

Utilities

___________

Insurance

___________

Rent

___________

80

Payroll Taxes

___________

Other

___________

Total Operating Expenses ___________
Profit Before Interest & Taxes ___________
EBITDA

___________

Interest Expense

___________

Taxes Incurred

___________

Net Profit

___________

Net Profit/Sales

___________

Not all of the categories in this Income Statement will apply to your business.
Leave out those that don't apply and add categories where necessary to adapt this
template to your business.
To use this template as part of the business plan, you'll need to set it up as a table
and fill in the appropriate figures for each month (as indicated by the line "row
listing each month")
Balance Sheet - on one side lists assets and on the other side liabilities (assets liabilities = equity).
Example of Balance Sheet Template
Assets

___________

Current Assets

___________

Cash

___________

Inventory

___________

Other Current Assets

___________

Total Current Assets

___________

Long-term Assets

___________

Long-term Assets

___________

Accumulated Depreciation

___________

Total Long-term Assets

___________

Total Assets

___________

81

Liabilities and Capital

___________

Current Liabilities

___________

Accounts Payable

___________

Current Borrowing

___________

Other Current Liabilities

___________

Subtotal Current Liabilities ___________
Long-term Liabilities

___________

Total Liabilities

___________

Paid-in Capital

___________

Retained Earnings

___________

Earnings

___________

Total Capital

___________

Total Liabilities and Capital ___________
Net Worth

___________

Cash Flow Statement - takes into account just when revenues are actually
collected and when expenses are paid.

Example of Cash Flow Statement Template
Cash Received

___________

Cash from Operations

___________

Cash Sales

___________

Subtotal Cash from Operations

___________

Additional Cash Received

___________

Sales Tax, VAT, HST/GST Received

___________

New Current Borrowing

___________

New Other Liabilities (interest-free)

___________

New Long-term Liabilities

___________

Sales of Other Current Assets

___________

Sales of Long-term Assets

___________

New Investment Received

___________
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Subtotal Cash Received

___________

Expenditures

___________

Expenditures from Operations

___________

Cash Spending

___________

Bill Payments

___________

Subtotal Spent on Operations

___________

Additional Cash Spent

___________

Sales Tax, VAT, HST/GST Paid Out

___________

Principal Repayment of Current Borrowing___________
Other Liabilities Principal Repayment

___________

Long-term Liabilities Principal Repayment ___________
Purchase Other Current Assets

___________

Purchase Long-term Assets

___________

Dividends

___________

Subtotal Cash Spent

___________

Net Cash Flow

___________

Cash Balance

___________

This template is an example of the different categories of assets and liabilities that
may apply to your business. You may need to modify the categories in the Balance
Sheet template above to suit your own business.
Once you have your Balance Sheet completed, you're ready to write a brief
analysis of each of the three financial statements. When you're writing these
analysis paragraphs, you want to keep them short and cover the highlights, rather
than writing an in-depth analysis.
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5.3. Marketing Plan
The only way to get into a business with confidence is to develop a good
marketing plan, a plan that is supported by facts and research results. This
document clearly demonstrates how you can get customers interested in your
product or service and convince them to buy them. The marketing plan also helps
to inspire confidence in lenders by demonstrating that your business has a great
chance of becoming prosperous. Rather, it should be updated regularly to reflect
the changing needs of your business and customers.
There are many models of marketing plans. Here are five of the essential
ingredients.
1. Make an analysis of the situation
Many companies start by doing a SWOT analysis, that is, they evaluate their
Strengths, Weaknesses, Opportunities and Threats to which they may be
confronted. This involves figuring out who your competitors are, fully
understanding how they work and knowing their strengths and weaknesses.
Strengths: These are all competitive advantages, skills, expertise, skills or any
other factors that make your business better positioned in the marketplace and
cannot be copied easily. A well-trained sales team, low staff turnover, a very loyal
clientele and low production costs due to the superior technology used are
examples.
Weaknesses: These are the factors that reduce the ability of your company to
achieve its goals independently. Examples include: unreliable stock delivery,
outdated production tools, inadequate marketing and lack of planning.
Opportunities: These are the elements that can help increase the profitability of
your business. This may include seeking new markets, managing technological
change, or adapting to new consumer trends. You need to determine how to use
your company's core competencies to make the most of these opportunities.
Threats: These are the barriers that prevent you from entering your major
markets, such as labor shortages, legislative barriers, or unfavorable economic or
political conditions.
2. Describe the target market
Demographic portrait
This is to demonstrate that you know almost everything about your customers,
including their expectations and whims. Your description should include basic
demographics that provide a clear picture of your clients. Examine characteristics
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such as age, gender, occupation or career, income level, educational level and
geographic area.
Estimated demand
You will also need to provide the results of your research on the estimated
demand for your product or services, as well as the pace at which you expect this
demand to grow. This information will help to build confidence in financial
institutions as to your growth potential.
Purchasing motivations
It is also important to understand precisely what motivates customers to buy. Are
your customers looking for bargains or a way to make their life easier, for
example, or are they just shopping for pure pleasure? Ask yourself why they
would buy your product or services. In the same vein, you will also want to know
what keeps your customers from using the services of your competitors or buying
their products. Are they too expensive? Do they lack a unique feature? This
information will be used when designing a product or services that eclipses
competition.
3. Establish clear marketing objectives
At this stage, you describe the desired outcomes of your marketing plan by setting
achievable and realistic goals, targets and a specific timeline.
The most common approach is to use activity measures. For example, your
marketing objectives could take into account the market share and total market
segments, the total number of customers and the percentage of customers who
have remained loyal to your potential market for purchases and Volume of these.
4. Establish your marketing strategy
Once you have identified your goals and targets, you need to find ways to
promote your business to prospective clients. The strategies generally take into
account the 4 "Ps" of marketing: Product, Price, Place and Promotion.
The choice of your marketing tools will be guided by the profile of your target
market. So, you need to understand how different marketing tools can reach
different audiences. Do not always assume that you will have to spend large sums
for expensive advertisements. If you are targeting a specific niche, for example,
you can leverage inexpensive marketing strategies Marketing: Effective and
inexpensive, such as email distribution. The most expensive options are usually
advertising, sales promotion and public relations campaigns. Customer referrals
and networking are inexpensive ways to reach your customers. E-marketing is
a very interesting strategy because it is cheap and reaches targeted markets.
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5. Prepare your financial statements
A marketing plan without financial statements is more inaccurate. Financial
statements can also be included in a general business plan.
One of the documents you will need to produce will include a budget and sales
forecasts. Preparing this document does not have to be a complex exercise. In
fact, it is wise to seek simplicity. To help you begin the exercise, answer the
following questions:
•
•
•
•
•
•
•

What turnover do you expect to achieve?
What price will you charge?
What will be the cost of producing your products or the cost associated with
providing your services?
What will be your basic operating costs? Do not forget to include the cost of
recruitment and salaries.
How much financing will you need to operate your business?
Answering these questions will allow you to make predictions about
earnings and expenses.
A business case is another important step in developing your marketing
plan. This analysis tells you exactly how much you need to sell to cover
your operating expenses. If you can exceed your break-even point and get
your sales more than what is needed to cover your expenses, you have
a good chance of generating a profit.

Once you have passed these steps, you will have the basics of a relevant and
rigorous marketing plan.

5.4. Resources Plan
Resource plan is a detailed summary of all types of resources (equipment, finance,
personnel, time, etc.) required to complete a specific task, such as product
development. (http://www.businessdictionary.com/definition/resource-plan.html)
In organizational studies, resource management is the efficient and effective
development of an organization's resources when they are needed. Such
resources may include financial resources, inventory, human skills, production
resources, or information technology (IT). (source Wikipedia).
In this unit we would like to concentrate on human resources, ICT resources and
product innovation.
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5.4.1. Human Resources
Your company has varied and quality assets. But the best asset, the most valuable
aspect of the business, is the people that work there, your human resources (HR).
It is through the proper management of these resources that your company will
produce more and better (with special emphasis on the productivity of and with
quality).

Human resources are defined as the collection of
workers and employees that form part of a company
or institution and that are characterised by the
performance of a variety of tasks specific to each

HR can also be understood as the system or sector
process of management that is
concerned with the selection, contracting, training, employment and retention of
the personnel of the organisation. All these tasks can be carried out by a single
individual or an entire department.
When it comes to contracting your employees you will always be looking for the
best. This does not necessarily mean they will be the “number one” or those that
have the most qualifications: it is much better that they be the most appropriate
for each role. This means it is very important to carefully design each job role that
you need to fill in the business. You should detail the knowledge, skills and
abilities that each role will require for it to be done most effectively. Your chosen
employees will then be able do their jobs to the highest standard because they are
the ideal candidate each of their roles.
There are four essential objectives that you should keep in mind to achieve an
efficient HR management in your business:
•
•
•
•

Motivate the employees so that they identify with the business, with your
business, with its objectives and way of functioning.
Keep the best staff so that they stay working for you rather than going to
work for the competition.
Employ the best candidates, the most appropriate for each job role.
Support your workers on a personal and professional level. It is important
that they feel fulfilled in every sense so that they carry on identifying with
your company.

On a practical level, you can understand HR management as a temporal process
with the following stages:
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Attract the best candidate

Retain the best employees

Empower employee performance

•

•

•

Attract the best candidate. Once each role has been carefully designed, you
should make an appropriate selection from the candidates. To do this, you
should always have in mind the highest performance credentials that will
make the performance of each individual efficient and productive in their
role. To keep your expectations realistic, it is important to study the labour
market amongst other companies in your sector.
Retain the best employees. It is important to identify those that provide
talent and value to the business. Those that integrate properly and become
essential assets. You should make them feel connected with the work they
perform and that they feel their expectations are being satisfied: Fair
remuneration, professional recognition and the chance to reconcile home
and work life are several possibilities to help you achieve this.
Empower employee performance. People have dreams and objectives they
want to achieve and within this, professional ambition is a key driver in
performance. If you make your employees feel that they can achieve their
personal objectives through their work development, their professional
performance will be of quality and both the business and the individual
gains. This can be done by encouraging and facilitating training, by
proposing new challenges, offering them the chance to develop an ongoing
professional career, etc. By identifying continually improving performance in
an individual you can help identify their key individual “motivator”.

From a practical point of view you should have an understanding of some basics in
relation to HR management: social security, salary payments, etc. For these it is
necessary to know the relevant aspects of the law. If you think it is better to have
experts deal with this subject then you can always contract the service externally
by way of a consultancy firm who will complete the various bureaucratic processes
on your behalf.
5.4.2. ICT Resources
The use of the Web 2.0 as a sales or marketing tool means the consumer has the
last word in the acceptance of your product or service and the ability to influence
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many more consumers via social networks. The power that the Internet offers
today as a means of transmitting consumer opinions on a product or service is
unlimited.
This unlimited power has one great advantage when it comes to marketing: its
impact can reach a huge number of potential clients. For this reason companies
today also fear that a bad review could destroy the best of publicity campaigns or
thwart communication efforts being made to sell a product.
The Internet is one of the preferred communication routes for users. It puts at
your disposal many mediums that can be used to reach your clients: blogs,
forums, chats, social networks, web pages, etc. The use of the Internet generally
implies direct distribution. If you have a web page you should make sure it is
attractive and easy to use. The information about products and services should be
adequate and up to date. Contact details should be easy to find, details on how to
complete a purchase should be readily available, etc.
To manage the reputation and image of our business and be able to measure the
impact this image has on the Internet, certain things should be clear:
•

•
•

•

You cannot control conversations about your company that take place
online. You should be clear that any formal control over what is said about
you, your products and services is renounced online.
What you can do is participate in the conversations and be a professional
voice that aims to moderate what is said about your business.
You should be strong in the face of negative criticism (which will surely
occur at some point). For each positive comment or suggestion there might
be ten negative ones and you should not let that beat you.
It is very important to collect up all these negative elements and convert
them into positives. Extract the information that is useful and use it to
improve.

What does a real digital strategy consist of?
•
•
•
•
•

Have clear business objectives for your activity and business.
Be aware of the most effective initiatives to achieve these objectives.
Know how to measure results.
Use the information contained in the results to design or redesign plans
of action.
Do not be afraid to make mistakes. It is easy to get something wrong
and this should not stop you in your efforts to create a good marketing
strategy.

Problems may arise when you are deciding on the best tool for your digital
marketing. There are no magic formulas or recipes for success but there are series
of elements that can help:
•

Analyse the situation carefully. It is important to establish your objectives in
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•
•

•

•

a clear manner. This will help you to adapt the chosen tool to those
objectives.
Create a strategy. It is key that you carefully plan when, how, for how long,
to whom and why you will be carrying out your digital marketing.
Develop the above points with care, bearing in mind the economic, human
and time resources that each requires. Compare these demands with your
resource realities.
Evaluate the results. It is vital that you regularly evaluate the efficiency of
the online tool or tools you are using (blog, web page, Facebook page, etc.)
in order to move confidently forward towards the attainment of your
objectives.
Adjust the strategy where necessary. Once you have completed an
adequate evaluation, check for the weakest points of the strategy and
reformulate them where improvements are needed. This will ensure your
business´ Internet plan will succeed.

Tools for the Web 2.0
The most popular are:
•

•

•

•

Instant Messaging. A form of communication between two or more people
in real time based on text sent via devices connected to the Internet.
Examples of providers: WeChat, WhatsApp, Facebook Messenger, Line,
Viber, Snapchat, Kakao Talk, Chat On, Skype.
Blogs. Referred to as digital logs, log books, cyber logs, cyber diaries, web
blogs, or weblogs. It is a place where one or more authors publish texts or
articles chronologically with the most recent appearing first. The author is
always at liberty to leave on show whatever they feel is appropriate. They
serve as a space to publish personal ideas and the opinions of others on
a diverse range of subjects. When used as a marketing tool they are
referred to as corporate blogs. The main objective is to gain clients that are
interested in the product or service. In terms of advice for making an
effective blog, make sure you stick to writing about what you know, avoid
complacency, be consistent, have a clear line with reference to our
“business image” and make plans for new contributions to maintain it fresh
and up to date.
Wikis. Sites and web applications where the pages can be edited by multiple
users via a web navigator. Content can be created, modified or deleted by
those that have access to them. You can view them easily and for free
online. The most well-known example is Wikipedia.
Social Networks. These facilitate the act of socialising in a community online
and allow people to connect according to some variable such as
relationships, affinity, tastes, friendship, etc. They allow connections
between people at a low cost which can prove beneficial for entrepreneurs

90

and small business owners seeking to increase their contacts base. They
often act as a tool for client relationship management and can be used as a
medium for publicising products or services. In this sense they have a much
wider reach than some more traditional mediums.

5.4.3. Product Innovation
One of the important concepts in the success of your business is innovation.
In the sphere of business, innovation
means changes in products or changes in
techniques

of

production

and

commercialisation

•

•

In relation to products, change does not necessarily mean you must have
new products but that you should adjust those you already produce to the
needs and wants of you clients to ensure sales. This could be to maintain
existing sales levels or to improve them. For example, if you are selling wax
candles, it is not necessary to start producing other wax items. You might
simply adapt the design of your candles so that they are more attractive to
your potential client groups.
Change in commercialisation mediums is directly related with how you sell
your product. If you are especially original in the process of bringing the
product to market you will have innovated and gained much by bringing in
that change.

Where do we start with the innovation process? First, we look at the changes in
commercialisation. “Studying your clients” will give you many pointers on their
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wants and needs: understand how they buy, their tastes, why they buy in such
a way and what are the emotions connected to the process. Here you will find
sufficient information to apply an adequate strategy for innovating in
commercialisation.
To make a proper study of your “clients” it will be necessary to complete a market
analysis. The most advisable way to do this is via segmentation criteria.
To segment is to group market individuals
according to similar habits

Market

segments

consumers

of

a

are

those

determined

groupings

of

category

of

products or services that, with respect to
various consumer and habit variables, show
homogeneous behaviour between themselves
andbeen
heterogeneous
respect
to
Once the distinct segments have
identified, behaviour
you mightwith
decide
to adopt
one of
other
groupings
the following marketing strategy
types
to modify the one you already have:







An undifferentiated strategy. You direct the same product to the whole
market whereas before it was only directed towards a specific sector. For
example, Coca Cola: their product is directed towards all consumers, all
over the world, regardless of social class.
A differentiated strategy. You distinguish homogeneous consumer segments
towards whom you direct your product and you elaborate a specific
marketing mix of activities. This would apply to Mercedes cars, for example
that have moved on from targeting only adult consumers and are now also
targeting younger market.
A concentrated strategy. You centre on a specific niche in the market or
several market niches. For example luxury brands: they concentrate
exclusively on a determined segment of the market, this being their
“hallmark”.
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5.5. Literature and links
1. http://poradnik.ngo.pl/zarzadzanie_strategiczne
2. http://study.com/academy/lesson/what-are-operational-plans-for-a-businessdefinition-types-examples.html
3. http://www.investopedia.com/university/business-plan/business-plan6.asp
4. https://www.inc.com/guides/201107/how-to-write-an-operational-plan-for-yoursmall-business.html
5. https://www.economie.gouv.fr/assises-entrepreneuriat/lentrepreneuriat-france
6. https://www.manager-go.com/marketing/plan.htm
7. https://www.bdc.ca/fr/articles-outils/marketing-ventesexportation/marketing/pages/5-strategies-sensees-attirer-clients.aspx

93

5.6. Evaluation test
1. What is important to guarantee the efficiency and quality of the output of work?
a) employment new personnel
b) distribution of tasks and responsibilities among the individuals in the
workplace
c) extending working time
2. Workload can be thought of as:
a) “quantity” of work being carried out both physically and mentally
b) work on a piecework basis
c) “quantity” of work being carried out only physically
3. In order to operate with success in market you should be aware of:
a) all you need is knowledge of your competitors
b) analyse your surroundings in the market and develop your business keeping in
mind key aspects such as suppliers, distributions channels, characteristics of
potential clients and competitors
c) gain new suppliers and distribution channels for your products or services
4. The most valuable assets, among others, in your company is?
a) intangible assets
b) innovation
c) Human resources (HR)
5. The power that the Internet/ Web 2.0 tools offer today as a means of transmitting
consumer feedback on a product or service is ?
a) very limited
b) unlimited
c) no impact on your business
6. In business terms innovation means:
a) lower prices for your products or services
b) changes in products or changes
commercialisation
c) to have completely new product

in

techniques

of

production

and

7. What does SWOT stand for ?
a) Strengths, Weaknesses, Opportunities and Threats
b) Struggle or Wrong, Organize or Team
c) Sweet and Wise, Open and Tense
8. Why is e-marketing interesting
a) because it is cheap
b) because it reaches directly the customer
c) because it is cheap and reaches directly the customer
9. A marketing strategy couldn't work without financial statements, but in the end what
are these for?
a) to forecast your losses
b) to discover your break-even point and turn it into an objective
c) to make a profit
10. What of the following information is correct?
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a) the financial section of a business plan is one of the most essential
components of the plan
b) financial section is the same as accounting statements
c) you do not need to fill it for the business plan
11. Which of these elements is not important for a financial plan
a) cash flow analysis
b) estate plan
c) human resource strategy
12. What does the income statement state?
a) profit
b) loss
c) A and B are both correct
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Chapter 6 European Landscapes
6.1. Landscape in France
With the economy, many people choose to start a business. This choice is the
solution to several problems: high unemployment, retraining, "first" employment,
need for independence, etc. The entrepreneurial dynamism in France is very real,
as evidenced by the increasing number of business start-ups over the past
decade:
210,000 companies created in 2000, 330,000 in 2008 and 550,000 in 2011.
Senior entrepreneurs
According to a study by the Alptis Observatory, one in five entrepreneurs taking
over the management of a company is a senior, 50 years of age or older. The
other figures in the study indicate that 39.5% of entrepreneurs are seniors and
almost half of them are ex-executives. Among workers aged 60 or older, more
than a quarter are entrepreneurs (26.8%).
Female Entrepreneurship
According to the PACE, today 3 out of 10 creators are women (excluding selfemployed women). More and more associations and organizations are being set
up to promote access to entrepreneurship among women. For several years, these
mobilizations have enabled the adoption of new financial, tax and social aids.
Social entrepreneurship
According to INSEE, the creation of businesses in the communes including priority
neighborhoods represents only 8% of the creators. Among them, more than 60%
choose the status of self-employment, and the creation is divided into two major
sectors, trade and hotel-catering on the one hand and construction on the other
hand.
The obstacles to entrepreneurship
France is known for its heavy taxation and complex administrative system. Here
are some of the main reasons why some people do not want to go, or go abroad.
Cumbersome administrative formalities: RSI & URSSAF two organizations that ask
too much time for a leader who will no longer have time to devote himself to his
project.
Financing: venture capital is very low or virtually zero, banks ask for too large
guarantees. Moreover, the majority of French people prefer to put their money on
bank accounts or in real estate, rather than investing in projects.
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The market is too weak: for certain activities, the French market can be too thin,
two figures summarize the situation, France has 66 million inhabitants compared
to 319 million in the United States; Nearly 5 times as many potential customers.
According to this classification, France is the 32nd country in the world where it is
good to undertake.
Disability and employment in France
Discrimination against people with disabilities has fueled much of the debates.
This passion is necessarily animated by the importance that this fringe of the
population takes in France since we counted in 2007 more than 1.8 million of the
declared disabled.
But this figure takes on a different proportion when we integrate patients over six
months and this brings us to more than 9.6 million people with a disability
according to statistics established by INSEE and much less important in 2013
Since INSEE has more than 5.5 million people with disabilities. This discrimination
is mainly experienced in the workplace and in the labor market.
As a result of these findings and despite the promulgation of the Law on Equal
Rights and Opportunities, Participation and Citizenship of Persons with Disabilities
of 11 February 2005, A handicap remains fragile.
Despite the strengthening since 2005 of the contributions to be paid in the event
of non-respect of this quota, the results are far from the account. The employment
rate in the three civil services was 4.22% on 1 January 2010 and 3.31% for the
State civil service.
In the private sector, the employment rate was 2.8% in 2010, according to the
latest data from the Ministry of Labor. The number of jobseekers with disabilities
was 332,565 at the end of March 2012, up 14.7% year on year, compared with
6.2% for the overall labor force, according to the Agefiph .
To deal with this problem of employability, many people with disabilities start
a process of starting a business but, unfortunately, it is far from easy. These
entrepreneurs of a new kind are once again seen as a disadvantaged public in the
setting up of a business.
Entrepreneurship for disabled workers: key figures
While employment is stagnating for the general labor force, entrepreneurship is
a third innovative path for people with disabilities.
Nearly 72,000 professionals with disabilities have made this choice in France,
according to the INSEE Handicap-Health - Households survey in 2008. Each year,

97

more than 8,000 companies are created by specific and capable profiles
Innovation and value creation in their field.
Even more striking: these companies are remarkably perennial. Three-quarters of
them hold 3 years or more, where only 2 out of 3 companies per- form, after this
period, according to the national average.
Craftsmen, merchants, professional liberal, individual entrepreneurs or
entrepreneurs: the "handipreneurs" or Independent Workers Handicapés work in
very varied sectors and fields of activity.
The role of the AGEFIPH
The Association for the Management of the Fund for the Occupational Integration
of People with Disabilities (Agefiph) supports approximately 3,000 projects per
year, benefiting from a grant of up to € 12,000. In 2011, the General Delegation
for Employment and Vocational Training (DGEFP) had 58,000 self-employed
workers with disabilities, or 7% of the working population with disabilities.
Thus, 75% of them exceed the threshold of three years, ie 13 points more than
for the companies created by all the unemployed creators. Of course, this figure
should be put into perspective, since very low earned income can be
supplemented by the disabled adult allowance (AAH).
The same report by Agefiph shows that "the companies created are very small,
and eight out of ten use no other person than the creator himself, and for those
who are still active at the average maturity Of three years, the average annual
turnover is 54,300 euros, 20% realizing less than 15,000 euros. "
The role of UPTIH
In order to represent and support these full-fledged entrepreneurs, the
Professional Union of Independent Disabled Workers (UPTIH) was created in 2008
by four founding members, all of them "disabled", following several months of
work.
The Professional Union of Independent Disabled Workers is a collective of nearly
400 entrepreneurs in the whole of France created in 2008 to represent and
support the disabled in all their entrepreneurial approaches.
Since its inception, UPTIH has advocated that collaboration with disabled
entrepreneurs be enhanced by the legal obligation to employ 6% of companies.
Between 2012 and 2014, a draft bill was formalized by UPTIH, including:
• a proposal to define the status of independent disabled worker, ITH
• a reflection on the modalities of valorisation of collaboration between
companies/handicap.
The handipreneurs and business start-ups
The nature of the disability does not affect the ability to undertake. There are
entrepreneurs with a physical, sensory or even poly-handicaps handicap.
Handicraftsmen are not restricted in their activities and are not restricted in their
participation in the social life solely on account of their disability. Substantial,
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lasting or definitive alteration of one or more functions does not absolutely
discourage these entrepreneurs from a new genre.
However, it is important to emphasize that for different problems, the latter need
more or less support depending on their disability.
Support and financing almost non-existent
Handicappers are offered the same type of classical support as for other
categories of entrepreneurs, and in particular the traditional support schemes,
namely ACCRE (Assistance for the unemployed who create or take over
a business), the system NACRE (new support for the creation or takeover of
businesses), the Boutiques de gestion, the Chamber of Commerce and Industry.
In terms of funding, we will note the possibility of using the Business Start-Up
Loan (LBP). Assistance for business start-ups by persons with disabilities seeking
employment. The aid is for a maximum amount of EUR 12 000 paid in addition to
a minimum contribution of EUR 1 525. This subsidy was adjusted to 6000 euros
for 1500 euros of contribution.
To qualify for and benefit from the AGEFIPH subsidy, the handicapped person
must have a CAP EMPLOYMENT prescription. Once validated, the AGEFIPH guides
the latter towards a service provider of his choice and generally the management
shops follow up. It should also be noted that the AGEFIPH does not accompany
less than 3,000 disabled people in their journey of creation of company.
Also, UPTIH offers a support program through volunteer mentors. The UPTIH
encourages the ambition and the taste for the challenge of people with disabilities
who have made the choice of professional independence.
The limited means available to disabled people reflects a virtual absence and lack
of involvement of the various stakeholders, mainly the public authorities, to
propose solutions adapted to this category of entrepreneurs.
We note that the AGEFIPH has reduced its subsidies by half. Accordingly, certain
conditions to benefit from this endowment suggest that discrimination in
employment continues even at the level of aid for the creation of a business since
the handipreneur is asked to benefit from a "Micro-Insurance "Including
professional, occupational and health insurance. Also, the holders of handicapped
projects are required to be registered as job seekers, to be managers of the
company to be created or to take over, to hold at least 50% of the capital (alone
or in family) of which more than 30 % personally.
Propose seed funds and incubators dedicated to Handipreneurs
There is a virtual absence of support and support structures for entrepreneurship
for people with disabilities who want to get involved in an entrepreneurial journey.
The state has set up incubators for women, for learners and more recently for
seniors. It is urgent to create the same type of device for people with disabilities,
given the small number of devices in place at present.
The handicapper is part of the entrepreneurial landscape and as such must have
an incubation structure of its own offering services and accessibility adapted for
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people with disabilities. Therefore, it is important to propose larger allocations and
seed funds.
Links
1. https://www.economie.gouv.fr/assises-entrepreneuriat/lentrepreneuriat-france
2. http://1001startups.fr/entrepreneuriat-france/
3. http://blog.lefigaro.fr/legales/2013/12/creation-dentreprise-les-personneshandicapees-sont-desavantages.html
4. https://letsgofrance.fr/talents/points-de-vue/lhandipreneur-un-acteur-economiquea-part-entiere

5. http://www.lemonde.fr/economie/article/2012/11/12/creation-d-emploi-place-auxhandipreneurs_1789154_3234.html
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6.2. Landscape in Italy
Disability and employment in Italy
According to the most recent surveys, of the population of more than 60.795.000,
there are 2.600.000 people with disabilities, which represents 4.8% of the total
population. In Italy the percentage of employed disable people is 3,5%, while the
percentage of people looking for a job is 0,9%, with a big disparity among
different Regions. Employments top rates are recorded in Bolzano (Trentino Alto
Adige) with 5,7%, Umbria 5,4% and in Lombardia with 4,8%; while the worst rate
is represented by Sicilia with 1,2%, followed by Liguria and Sardegna with 2,3%
and 2,4% respectively.
For what concerns typologies of disability the numbers are very diversified,
specifically the percentage of employed people with functional disability is 1,3%,
with movement difficulty is 2,7%, while the percentage of people with seeing,
hearing and speaking difficulties results very high reaching 6,4%.
Dividing the data by gender we notice a strong gap; in fact male disable people
employed are 6,8%(vs. no disable men: 61,0%), while for women, the percentage
decreases to 1,8% (vs. no disable women: 37,5%).
The age range with the biggest percentage of employed disable people goes from
15 to 44 years, with a 18,4% (22,3% men, 13,9% women), then the range from
45 to 64 with a 17,0% (24,6% men, 10,4 women) and finally up of 65 years with
0,5% (0,9% men , 0,3% women).
The number of unemployed disabled persons is significantly higher compared to
those who are unemployed and not disabled. Unemployed people with disabilities
are struggling to find a job or are facing difficulties in their working environment.
A fairly frustrating situation, often leading to resignation, anger, financial
problems, a low confidence in oneself and a negative attitude towards companies
and at times towards, the society in general.
The Regulatory Framework
Work placement and economic autonomy are absolutely very important factors for
social integration of people with disabilities. Italian law has had a significant
development in that field and Italy has been working towards abolishing
discrimination against disabled people when it comes to hiring.
In Italy, the employment of persons with disabilities is regulated on the basis of
legislative measures, the most important is law n. 68 of 1999 on "Regulations on
the right to work of persons with disabilities" that promotes work placement and
work integration of disable people by supporting services and aimed employment.
This law defines the various conditions of persons with disabilities from the
employment perspective, as persons in working age affected by a physical,
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sensory, psychological or intellectual impairment which causes a reduced working
ability of 45% as certified by the competent medical committee for the recognition
of "civilian disability".
The aimed employment (art 2.) is based on five key concepts:








Orientation: having a life project, awareness of self capacities, bonds,
potentialities and aptitudes; knowing work market, defining self aims both
existential, social and working.
Education: having a lot of knowledge and intellectual, technical and human
competences, acquired by educational processes and opportunely certified;
Experience: accruing adequate knowledge of work market by stages and
internships.
Motivation: having clearness on values of work: contributing to the
development of collectivity, self realization and providing to self
maintenance and to the maintenance and of the people depending on us.
Responsibility: assuming the role of worker and the resulting commitments,
without any discount.

Inactive persons belonging to one or more of the above mentioned groups may
register in a list of so called protected working categories. Public administrations
employ persons with disabilities belonging to the so called protected categories on
the basis of competitive entry examinations where blind persons can benefit from
special time adjustments and use their adapted assistive technologies (regulated
by law 104 of 1992).

Public administrations and private ones employ persons with disabilities belonging
to the “protected categories” following a well established quota system which
sets progressive percentages on the basis of the number of non disabled
employees.
Private and public entities which do not comply with the legal obligations are
subject to administrative sanctions, the revenue of which is allocated to a special
fund for the employment of persons with disability held at regional level. On
a brighter note, enterprises which DO hire disabled people get some financial
support from the government.
In particular an organization that hires 15 to 50 employees should have at least
1 or 2 disabled people. In case of larger companies, the law demands that 7% of
the workforce consist of people with disabilities. Certain benefits, such as lower
Social Security contribution, are granted to companies that hire disabled people.
Workers with special needs are supported by various legislative bodies.
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From
January
2016
financial
incentives
may
be
allocated,
upon
application/request, to Italian employers hiring a disabled person with an openended contract for a period of up to 36 months (art. 10 legislative decree
151/2015). Legislative Decree 151/2015 (Jobs Act) states that guidelines should
be developed on targeted employment of persons with disabilities on the basis of
principles such as reasonable accommodation and identification of good practices.
Moreover in Italy assistive technology is financed by the health insurance.
However, the covered amount and the technical aids that can be reimbursed can
vary drastically from region to region, and also depend on the type of disability of
the person in need. A specific regulation reduces the VAT (4% instead 22%)
‘aimed at facilitating technical and computer self-sufficiency and integration of
disabled people’. Computer and technical grants are available for ‘devices and
systems for people with motor, visual, hearing, or speech impairments, based on
mechanical, electronic or computer technologies, especially manufactured or
commonly available, designated to support rehabilitation, interpersonal
communication, graphics or writing capabilities, control over the environment and
the access to information’. Assistance with computers is also granted for learners
with disabilities in school and all minors with disabilities until the age of 18 years.

The regional welfares systems provide other benefits or services for persons with
disabilities, but a highly uneven welfare system that produces strong inequalities
region by region. The regional welfare arrangements can be very different
Other regulations that protect the employability of people with disabilities are:




Legislative Decree 216/2003, Implementation of Directive 2000/78/EC
applies within the field of employment to discrimination based on religion
and belief, sexual orientation, disability and age.
Partnership Agreement 2014-2020 with European Commission setting
down the strategy for the optimal use of European Structural and
Investment Funds, including a set of actions for increasing the participation
of the most vulnerable groups in the labour market.

While there is no discrimination against the disabled in terms of employment or
education, some amount of societal discrimination does still exist.
Social cooperatives and Social Enterprises
Up to now, the economic-business space dedicated to people with disabilities
people has been that of social cooperation. Social cooperatives have been
legally recognized in Italy in 1991 through the Law 381/912 and defined as
entities intended to pursue the general interest of the community to promote the
social integration of citizens by engaging in employment integration activities for
disadvantaged groups (disabled, long-term unemployed, former detainees,
addicts, etc.)and by providing social, healthcare or educational services.
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In Italy there are two types of social cooperative:



Type A cooperatives that engage in the provision of social, health and
educational services.
Type B cooperatives that carry out various activities, including
agricultural, industrial, commercial or other activities, aimed at integrating
disadvantaged people into the open labour market. This goal is reached
after a period of training and working experience inside the firm, during
which the staff works to improve both the social and professional abilities of
disadvantaged people.

In order to promote pluralism in the production of social utility goods and services
and a diversification of sectors of activity, a legal category of Social Enterprise was
introduced in 2005 with the adoption of the Law on Social Enterprises (Law no.
155/2006). The Law does not create a new legal form or a new type of
organisation, but allows an organisation to be legally recognised as a social
enterprise regardless of its legal form.
To be a Social Enterprise an organization must comply the following criteria:





It is a private legal entity;
It engages in regular production and exchange of goods and services having
"social utility" and seeking to achieve public benefit purpose, rather than
generate a profit;
The enterprise can make profit but cannot distribute it to its members or
owners (non‐distribution constraint). Profits have to be reinvested to further
its main statutory (public benefit) goal, or to increase its assets.

Entrepreneurship for disabled workers
As reported by various articles of experts and labor consultants, in Italy there are
no specific contributions for disabled entrepreneurs. Unlike the important tax
breaks that are insured to social cooperatives or individuals who hire a person
with disabilities, no type of facilitation is provided for a person with disability
willing to become entrepreneur or freelance.
In order to be self-employed or to start a freelance business a PWD should meet
certain legal requirements and register his/her own organization.
For example:





be included on the Register of Enterprises maintained by the local chamber
of commerce
get a certificate of registration
register with the local tax office (intendenza di finanza)
be registered for VAT (Imposta sul Valore Aggiunto, IVA)

Under Italian law, a self-employed person must have an official status and it is
illegal to simply hang up a sign and start trading. If you decide to start work
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before registration, you may incure stiff penalties, which may include a large fine,
even if confiscation.
It may be advantageous to operate as a limited liability companies. In Italy there
are two types of limited liability companies: Private Limited Companies by quotas
(società a responsabilità limitata or S.r.l.) and Public Limited Companies by Shares
(società per azioni or S.p.A.). Always obtain professional advice before deciding
whether to operate as a sole trader or form a company, as it has far-reaching
social security, tax and other consequences.
Self-employed people may wish to join the Unione di Commercio, which provides
a range of information and assistance for the self-employed and those running
their own businesses, including supplementary health insurance and help in
dealing with Italian bureaucracy, taxation and social security.
Useful Links
Ministero del lavoro e delle politiche sociali



http://www.lavoro.gov.it
http://www.lavoro.gov.it/stampa-e-media/campagne/Pagine/Diritti-dellepersone-con-disabilita.aspx

Istituto per la Ricerca, la Formazione e la Riabilitazione Onlus (I.Ri.Fo.R.)


http://www.irifor.eu/

Handilex – Persone con disabilità e diritti


http://www.handylex.org/

Agenzia delle Entrate


http://www.agenziaentrate.gov.it/

Sistema delle Camere di Commercio Italia


http://www.camcom.gov.it/

Unioncamere


http://www.unioncamere.gov.it/

Invitalia
http://www.invitalia.it/site/new/home.html

Bibliography and links:
Istat, http://www.istat.it/it/

105

European Commission, 2014, A map of social enterprises and their eco-systems
in Europe (country Italy).
EUROPEAN COMMISSION Directorate-General for Justice and Consumers
Directorate D — Equality Unit JUST/D1, 2015, Country Report Non Discrimination
Italy.
https://www.superabile.it/cs/superabile/imprenditori-disabili-per-loro-nessunaagevolazione-la-stori.html
http://www.handylex.org/
https://www.comune.milano.it/wps/portal/ist/st/Pagine_Giovani/lavorare/Diventar
e+imprenditore
http://www.gazzettaufficiale.it/

6.3. Landscape in Poland
In the case of people with disabilities, the low level of professional activity of this
group is a pressing social problem. For example, in Poland in 2015, the
occupational activity rate for the entire population was 56%, and for the disabled
only 17%. Hence, in many countries, various incentives and facilities for people
with disabilities who wish to pursue their own business or other forms of selfemployment are being introduced.
At the same time, social opinion is dominated by the belief that disability is
a serious barrier to run a business. Meanwhile, as shown by empirical research
conducted in many countries, the proportion of entrepreneurs and employees is
higher among people with disabilities than in the general population. Similar
trends are also occurring in Poland. In 2015, the share of entrepreneurs among
the working population was 19% for the whole population and 23% for the
disabled. Moreover, the level of satisfaction in the group of entrepreneurs was
much higher than among the disabled workers.
Barriers to employment of people with disabilities:
• Women with disabilities are the most discriminated on the labor market due
to the crossing of gender exclusion and possession of physical or sensory
dysfunctions;
• Segregation of occupations and a small job offer for people with disabilities,
mainly for the ability to work in less ambitious, non-skilled and lower paid
jobs;
• Psychological barriers in the form of anxiety caused by lack of selfconfidence, fear of meeting professional obligations and lack of sufficient
professional qualifications. The problem that emerges from the statements
of the respondents is the related lack or limited scope of activities to
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•

improve qualifications and build positive self-esteem of women with
disabilities.
Often, the decision of professional inactivity arises from the attitude of
a family, who has an attitude of over-protection towards people with
disabilities, and thus does not face expectations and does not instill in them
the desire to pursue a career in the labor market. It is therefore necessary
to inform people with disabilities about the possibility of going beyond the
home sphere and setting them other opportunities for development.

Among the institutions which are very important to the development of the
social/inclusive economy, we can distinguish:
1. Social enterprises, ie business entities, for the purpose of achieving social
objectives, such as: non-governmental organizations, social cooperatives, labor
co-operatives, vocational activity workshops, sheltered employment, non-profit
companies.
2. Social economy entity that do not work on the basis of economic activity but also
contribute to job creation for people at risk of social exclusion and support social
entrepreneurship. These include non-governmental non-profit organizations,
occupational therapy workshops, social inclusion centers, social inclusion clubs.
Although social economy is not a strictly defined field and attempts are still made
to define eg a social enterprise, new social economy entities are emerging and
rapidly developing in Poland. It is worth looking at the ones that today give the
best chances for the development of social entrepreneurship in Poland:
- Non-governmental organizations: associations and foundations,
- a non-profit limited company,
- social co-operative,
- centers and clubs for social inclusion,
- Vocational activity workshops.
Information on how to create, register, financing sources can be found in:
- local non-governmental organizations that support social initiatives,
- county employment offices,
- Social Economy Support Centers,
- on the Internet, on pages devoted to social economy entities, among others.
www.podlaskaekonomiaspoleczna.pl; www.ekonomiaspoleczna.pl; www.ngo.pl
- already existing entities that interest us, ie at the source.
Institutions and organizations supporting the entrepreneurship of people with
disabilities.
One of the most important organizations supporting people with disabilities is the
State Fund for the Disabled (PFRON). PFRON funds are intended, among others.
on: maintaining existing, and at risk of liquidation of jobs of non-able-bodied,
creation and functioning of vocational guidance, grants to entrepreneurs
undertaking the manufacture of orthopedic products, ancillary or rehabilitation
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equipment or services in this field, the commissioning of such production or
services.
Most of the PFRON programs focus on supporting the employment of people with
disabilities rather than directly activating them by setting up their own businesses.
www.pfron.org.pl
The Polish Organization of Employers of Persons with Disabilities (POPON) is the
largest employer association of entrepreneurs employing people with disabilities.
It conducts informational and training activities aimed at providing employers with
disabled persons with up-to-date and reliable knowledge through trainings,
seminars and counseling organized in its branches all over Poland.
http://www.popon.pl/
Projects implemented by the POPON, which are directed at promoting the
employment of people with disabilities and shaping their entrepreneurial attitudes,
are:
Counseling Centers for Persons with Disabilities in 10 cities throughout Poland.
The staff of these Points provide advisory services in areas where people with
disabilities need support and information. Psychological, social and legal
counseling is provided, as well as information on entitlements, available services,
rehabilitation equipment and technical assistance for people with disabilities;
Work Centers for People with Disabilities are located in 10 different Polish cities.
In these centers, people with disabilities can receive comprehensive support to
help them integrate into the labor market, in particular: professional guidance is
provided, individual action plans are prepared and implemented, professional
guidance and job placement are provided, designed to prepare PWD to actively
search for work and maintain employment.
Government Plenipotentiary for the Disabled www.mps.gov.pl
His most important role is to represent the disabled and take care of their
interests. It is the Plenipotentiary, after consultation with specialists as well as
after collecting individual opinions of citizens, prepares projects of the so-called
normative acts, ie laws, resolutions that regulate matters of employment,
rehabilitation or social conditions of persons with disabilities. Government
Plenipotentiary for the Disabled performs his tasks thru:
Government Plenipotentiary Office for People with Disabilities (BON) - BON is
a separate organizational unit at the Ministry of Labor and Social Policy. It
employs specialists in disability issues - often employees who themselves are
disabled. http://www.niepelnosprawni.gov.pl/
Foundation for the Professional Activation of Persons with Disabilities - (FAZON). It
was established in 2004 as an initiative of the Polish Organization of Employers of
Disabled Persons. FAZON's task is to create a space that enables people with
disabilities to exercise their full civic rights. It believes that the most effective way
to do this is work. Unfortunately, the bad law, still living stereotypes, and low
professional activity of this social group are serious barriers, causing most people
with disabilities to be in a state of continuous unemployment. Eliminating these
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barriers is not only the goal but also a mission. FAZON, supporting all forms of
activity of people with disabilities, publishes thematic publications, training and
extensive counseling in the fields of law, psychology and career management.
They strive to realize the idea of active participation of people with disabilities in
public and social life. http://fazon.pl
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6.4. Landscape in Spain
In Spain, the unemployment among persons with a disability rises to 40%, as well
as disabilities occurring before retirements are related to precarious living
conditions and of work. Disabled people are doubly affected by the high general
rate of unemployment in Spain and because the unemployment rate of these
people used to doubles to that of the general population and that almost one
million of them do not have any type of help, which greatly reduces their level of
emancipation.
The risk of disability before age 65 is closely linked to the level of family income:
the risk rate in households with incomes
• Monthly payments of less than 1,000 euros are four times higher (8.4%)
than those with income above 2,500 euros.
• The level of education of people with disabilities is much lower than that of
the general population. Of the 1.5 million people who are of working age,
7% are illiterate (1% of the general population) and a quarter have not
finished primary school. However, the majority of them became disabled
after the age of 16.
• Only 28% of people with disabilities get paid employment, compared to
66% on average. On the other hand, despite invalidity pensions, the
median income per household is 25% lower.
• Three out of every four people with disabilities receive support that covers
severe cases of disability in more than one third (from 41.7 to 28.6%).
However, almost one million people lack technical or personal aids.
• A quarter of people of working age who suffer from disability have felt
discriminated against. However, only 9% of these people have reported the
facts and only 10% of the group is associated with organizations that
defend their rights.
• On the other hand, according to the last macro survey of the INE (National
Institute of Statistics), in Spain there are more than three million people
with some disability. With respect to ten years before, the total number of
people affected has increased by 300,000, but the prevalence rate has been
reduced by six tenths due to immigration: from 8.9 to 8.3%.
• According to the report the employment of people with disabilities, there
were 1,428,300 people of working age in 2013 and resident in family
households with disability certificate. This figure represents 4.7% of the
population from 16 to 64 years of age in our country.
• Integration policies act in favor of incorporating this group into working life.
However, their activity rate was 24.3% in 2013, while the collective
unemployment stood at 35%, nine points more than in the population
without disability.
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This shows that many people with disabilities do not trust the possibility of
finding employment and do not even try. But it also accounts for another
conclusion: those who do look for work (36.2%) do so because they really
want to find an occupation and focus all their efforts on this.
Unlike what could happen to the rest of the population, job seekers with
disabilities have no place for neglect or laziness, but are characterized by
tenacity, effort and orientation to results. Do not forget that many of them
could live on the subsidy they receive, and that if they want to work is
because they really want to prove their worth and contribute to social
development.
The support of entrepreneurship and the promotion of self-employment has
so far been one of the pending subjects. Although it is beginning to change,
the ratio of salaried workers to self-employed or entrepreneurs with some
form of disability is very unbalanced.
According to the INE, only 11.6% of people with disabilities are employed
on their own account, compared to 88.4% of those working as wage
earners. This percentage is so low, mainly due to the difficulties this group
faces in undertaking its own business in all sectors of economic activity. The
self-employed represent 17.7% of workers without disabilities in Spain, so
self-employment is still significantly lower in this group.
Thus, people with active disabilities are betting to offer extra value in job
interviews: greater training approved and able to compete in the labor
market. This explains why the vast majority of unemployed respondents - in
particular, 66.7% - are improving their CV through courses that
Open the doors of employment and make their disability go unnoticed in the
selection processes.
Probably this growing preparation is responsible for the yearly increase in
the recruitment of people with disabilities (except the period 2012-20159,
due to the economical crisis which affected enormously to the general
employment).
In addition, ONCE reports in a study that only one in four people with
disabilities of working age have work.
On the other hand, the study indicates that the group analyzed is generally
characterized by a low level of formal education: 34% lack studies, 38%
have only primary education, 28% have secondary education, and 10%
have some degree or diploma. Twenty-four percent of the people who
participated in the study claim to have taken occupational training courses.
Another study to highlight is the report prepared by the Adecco Foundation
'Disability and training in times of crisis', based on a survey of 1,000 people
with disabilities distributed throughout the country.
The majority of those who are graduating (80%) believe that the courses
they receive will be very useful to enter the labor market, compared to 20%
who do not trust it.
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Training is of vital importance for people with disabilities, given that the
level of education of assets is historically significantly lower than that of the
rest of the population.
According to INE data, Spaniards with higher education represent 33.2% of
the total working population, a figure that falls by more than ten points in
the case of people with disabilities.
Similarly, primary education represents a large part of the training of
disabled people (20%), compared to 13.9% of the rest of the population.
In the secondary schools where the situation is the same: 52.4% of the
active population has this training, as do 54.5% of the disabled.
Currently, in the light of these data, people with disabilities are betting to
alleviate differences and the best way to do so is to increase their training,
obtaining a degree that will help them compete in the labor market.
Nothing more and nothing less than 66.7% of the respondents are receiving
courses to be more competitive in the labor market. And 80% are confident
that this training will be their springboard to the labor market.
In addition, we must add the fact that people with disabilities see
strengthened values such as effort, motivation or the desire to overcome,
qualities that become a guarantee of success when they move to the
business world.
What is undertaken?
There are entrepreneurs with disabilities in all sectors of activity. In recent
years, we have observed that the quality, diversity and degree of innovation
in the initiatives we support have increased substantially. While a significant
percentage of years ago was concentrated in small shops, newsagents,
taxis, bars-cafes, etc., in the last years we have a remarkable number of
initiatives based on the new technologies, companies focused on the
environment or ecology, Initiatives in the field of well-being and health
care…the most outstanding areas are consultancy and services, education
and training, and information technology and tele-communications. The
sectors related to the new technologies are those that have a greater
implantation as these technological activities place for the first time in
history people with disabilities in the same line of departure as other
people.
Pending subjects
Although we are moving towards breaking down barriers, there is still much
to do to equate the opportunities of people with disabilities when it comes
to entrepreneurship.
Equal to employees and self-employed. There are advantages for employers
who choose to hire disabled people. However, people with disabilities who
wish to undertake do not have such clear benefits. At times, undertaking
even involves giving up the rights recognized by their disability.
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6.5. Evaluation test
Poland
1. Osoba niepełnosprawna, może otrzymać ze środków Funduszu PFRON jednorazowo
środki na podjęcie działalności?
a) tylko gospodarczej
b) tylko rolniczej
c) gospodarczej, rolniczej albo na wniesienie wkładu do spółdzielni socjalnej
2. Polska Organizacja Pracodawców
działalność:
a) promocyjną
b) marketingową
c) informacyjno- szkoleniową

Osób

Niepełnosprawnych

(POPON)

prowadzi

3. Szacunkowo, osoby z niepełnosprawnościami, stanowią w Polsce?
a) 12% naszego społeczeństwa
b) 8% naszego społeczeństwa
c) 16% naszego społeczeństwa
4. Od którego roku w Polsce rejestracja firmy odbywa się na podstawie wniosku CEIDG-1 ?
a) 2017
b) 2004
c) 2012
5. Według danych GUS BAEL – dane średnioroczne za 2016 r. dla osób niepełnosprawnych
w wieku produkcyjnym ekonomicznym tj. 18-59/64)wskaźnik zatrudnienia wynosił?
a) 29,3%
b) 23,7%
c) 12,6%
6. Korzyści „pozafinansowe” wynikające z zatrudnienia osób niepełnosprawnych to:
a) Ulgi podatkowe
b) Ulgi we wpłatach na PFRON
c) Pozyskanie dobrych, zaangażowanych i lojalnych pracowników
7. Jaki system obniżenia wysokości wpłat obowiązkowych na PFRON obowiązuje w Polsce?
a) system kwotowy
b) system procentowy
c) nie ma żadnego systemu, wpłaty są dobrowolne
8.
Do
schorzenia
uzasadniającego
niepełnosprawnych zalicza się:
a) epilepsję
b) złamanie kości piszczelowej
c) przebyta operacja zaćmy

obniżenie

wskaźnika

zatrudnienia

osób

9. W jakich zakładach pracy, pracodawcy zatrudniający osoby niepełnosprawne, mogą
otrzymać wsparcie ze środków PFRON w formie dofinansowania (subsydiów płacowych)
a) tylko w zakładach pracy chronionej
b) pracodawcy z otwartego rynku pracy
c) zarówno w zakładach pracy chronionej jak i na otwartym rynku pracy
10. Kwota miesięcznego dofinansowania nie może przekroczyć jakiej kwoty? (poniesionych
miesięcznych kosztów płacy).
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a) 100%
b) 90%
c) 50%
France
1. En France, au cours de la dernière décennie, le nombre de nouvelles entreprises créées
chaque année a-t-il?
a) décliné
b) stagné
c) augmenté
2. En général, les entreprises crées par les personnes en situation de handicap sont-elles?
a) d'une courte durée d'existence
b) d'une durée de vie moyenne des entreprises créées par des personnes non-handicapées
c) pérennes
3. quel terme est utilisé pour qualifier les personnes handicapées entrepreneur:
a) les Handipreneurs
b) les entrepreneurs TH
c) les handicap-preneurs
4. l'AGEFIPH soutient financièrement les entrepreneurs
a) par un concours de projets
b) avec une subvention
c) en fonction de la RQTH
5. Selon les dernières statistiques (2017) la plupart des entreprises crées par des
personnes en situation de handicap
a) sont individuelles
b) sont composées de trois salariés au maximum
c) sont composées de plus de dix salariés
6. Comment s'appelle l'organisme qui soutient les entrepreneurs en situation de handicap
a) UPITH
b) HOP-là
c) H'up entrepreneurs
7. cette association est animée par
a) des experts projets et coachs
b) des conseillers à l'emploi
des échanges en ligne uniquement
8. Existe-t-il des pépinières d'entrepreneurs uniquement dédiées aux personnes en
situation de handicap
a) non, pas du tout!
b) une, peut-être deux...
c) il y en a de nombreuses et dans chaque région
9. la Micro-assurance
a) est une assurance chômage pour l'entrepreneur
b) est une assurance pour la micro-entreprise uniquement
c) est une assurance à court-terme pour couvrir l'entrepreneur pendant les
premières années de son entreprise
10. En France, les fonds spécifiques pour les entrepreneurs en situation de handicap sont
a) quasi-inexistants
b) en nette augmentation
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c) suffisants
Italy
1. Qual è il primo passo da fare per diventare imprenditore?
a) Valutare le proprie attitudini imprenditoriali
b) Creare un business plan
c) Iscriversi alla Camera di Commercio
2. La capacità organizzativa è una dote naturale che l’imprenditore deve necessariamente
avere?
a) Sì
b) No
c) Non necessariamente, l’imprenditore può cercare un socio con caratteristiche
complementari
3. Cosa significa analizzare il mercato?
a) Analizzare clienti e concorrenti
b) Analizzare servizi e prezzi
c) A e B sono entrambe corrette
4. Cos’è lo studio di prefattibilità?
a) Valutazione dei fattori soggettivi, le nostre caratteristiche personali
b) Valutazione di tutti quei fattori che in influiscono oggettivamente sul successo
dell’ impresa
c) Valutazione delle procedure amministrative da affrontare
5. Qual è l’errore tipico che compiono le imprese che iniziano l’attività?
a) Analizzare la domanda
b) Consultare siti di ricerche statistiche socioeconomiche
c) Avviare l’attività con un soddisfacente grado di conoscenza del mercato
6. Quale tra queste non è la definizione corretta di marketing?
a) Vendere qualsiasi cosa venga prodotto
b) Offrire il prodotto giusto al prezzo giusto
c) Produrre ciò di cui il consumatore ha bisogno
7. L’impresa individuale:
a) è una srl
b) richiede solo l’apertura di una partita IVA
c) può essere semplice o in accomandita semplice
8. Nelle società di capitali:
a) prevalgono le finalità mutualistiche
b) vengono ridistribuiti gli utili
c) l’elemento patrimoniale prevale rispetto all’elemento personale
9. Esistono in Italia contributi specifici per imprenditori con disabilità?
a) Sì, sono previste agevolazioni fiscali
b) No
c) Sì, sono previste agevolazioni sugli studi di settore
10. Quali detrazioni sono consentite alle persone con disabilità?
a) Acquisto e mantenimento cane guida per non vedenti
b) Interventi di abbattimento delle barriere architettoniche
c) A e B sono entrambe corrette
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Spain
1. ¿Cuál es el desempleo entre el colectivo de personas con discapacidad en España?
a) 10%
b) 25%
c) 40%
2. ¿Cuántas personas con discapacidad hay en España de acuerdo a la macro encuesta del
INE?
a) más de un millón
b) más de dos millones
c) más de tres millones
3. De acuerdo al INE, los españoles con estudios superiores representan un 33,2% del
total, ¿cuál es el porcentaje si atendemos a los datos de las personas con discapacidad?
a) 33% del colectivo de personas con discapacidad tiene estudios superiores
b) 23% del colectivo de personas con discapacidad tiene estudios superiores
c) sólo el 12% tiene estudios superiores
4.-De la población activa de personas con discapacidad, ¿Cuántos están cursando algún
tipo de formación para sr más competitivos en el mercado laboral?
a) 66.7%
b) 50%
c) 33%
5. ¿Qué porcentaje de las personas con limitaciones consiguen un empleo remunerado,
frente a un 66% de media en España en 2013?
a) 28%
b) 54%
c) 41%
6. ¿Por qué se caracterizan los demandantes de empleo con discapacidad?
a) por la dejadez y la desidia
b) por la tenacidad, el esfuerzo y la orientación a resultados
c) por conformarse con el subsidio para vivir
7. ¿Qué porcentaje de las empresas españolas con plantillas de más de 50 trabajadores
tienen contratada a alguna persona con discapacidad?
a) 65%
b) 10%
c) 35%
8. Elige la frase incorrecta:
a) no se está haciendo nada por romper las barreras de la desigualdad con las
personas con discapacidad
b) existen ventajas para los empleadores que optan por contratar a personas con
discapacidad. Sin embargo, las personas con discapacidad que desean emprender no
tienen tales beneficios.
c) emprender implica muchas veces renunciar a los derechos reconocidos por su
9. Elige la frase correcta:
a) la calidad, la diversidad y el grado de innovación de las iniciativas de apoyo
han aumentado sustancialmente
b) la calidad, la diversidad y el grado de innovación de las iniciativas de apoyo han
permanecido invariables en los últimos veinte años
c) la calidad, la diversidad y el grado de innovación de las iniciativas de apoyo han bajado
sustancialmente
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10. De acuerdo al estudio de la ONCE, ¿Cuántas personas con discapacidad en edad
laboral tiene trabajo?
a) tres de cada cuatro
b) dos de cada cuatro
c) una de cada cuatro
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„The publication has visible practical advantages. It can be
successfully used by people who are professionally involved in
helping people with disabilities to develop their entrepreneurial
skills, as well as by people with disabilities themselves. Thanks to
the interesting tests in the publication, they can be used as an
element of secondary or higher education.”
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