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Entrepreneurs are the products  of 
NATURE, 

NURTURE &
CULTURE





Who is an Entrepreneur?

• Innovator
• Creative mind
• Originality
• Risk Taker/ bearer
• Change Agent
• Wealth Creator
• Resource Mobiliser 
• Futuristic Vision
• Strategic Decision Maker

These are some of the characteristics of an 
entrepreneur



What is 
Entrepreneurship?

What is 
Entrepreneurship?

• Entrepreneurship is a process 
undertaken by an entrepreneur to 
augment his business interests. It 
is an exercise involving innovation 
and creativity that will go towards 
establishing his/her enterprise.

• One of the qualities 
of entrepreneurship is the ability 
to discover an investment 
opportunity and to organize an 
enterprise, thereby contributing 
to real economic growth.



• Entrepreneurship involves taking of risks and 
making the necessary investments under 
conditions of uncertainty and 
innovating, planning, and taking decisions so 
as to increase production in agriculture, 
business, industry etc.

• Entrepreneurship is a composite skill, the 
resultant of a mix of many qualities and traits 
– these include tangible factors as 
imagination, readiness to take risks, ability to 
bring together and put to use other factors of 
production, capital, labour, land, as also 
intangible factors such as the ability to 
mobilize scientific and technological advances.
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• Entrepreneurship is complex term which 
means running an entreprise successfully

• According to Peter Drucker, 
entrepreneurship is neither a science nor 
an art. It is practice of running a 
successful entreprise. It is about 
imagination, flexibility, creativity 
Willingness to think differently, readiness 
to take risks,  ability to mobilise agents 
of production and capacity to see change 
as an opportunity.
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• According to Joseph A. 
Schumpeter, Entrepreneurship is 
essentially a creative activity.

• Mc Clleland emphasised 
‘achievement motivation’ as the 
most critical factor for the 
growth of Entrepreneurship 
Development.
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Circumstances Favouring 
Entrepreneurship 

• Independent way of life 
• Achievement orientation 
• Implementation of ideas
• Insecurity of job
• Family business 
• Government encouragement 
• Risk-Taking 
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organizes, manages and 
assumes the risks of a business 
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Innovative ability 
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Energetic activity 
Risk taking 
Perception of good ideas 
Future-oriented 
Desire for responsibility 
Skill in organizing 
Flexibility
Self-confidence 

Innovative ability 
Desire to accomplish
Foresight & Adaptability 
Energetic activity 
Risk taking 
Perception of good ideas 
Future-oriented 
Desire for responsibility 
Skill in organizing 
Flexibility
Self-confidence 



Characteristics of 
Entrepreneurship
Characteristics of 
Entrepreneurship

Characteristics Traits 
Decision Making

Accepting Challenges

Risk Taking

Building Organisation

Skillful Management

Innovation

Mobilisation of resources

Quick, rational and logical. 

Amidst risks and uncertainties; 
converting challenges into 
opportunities. 

Risk taking ability, likes 
challenges; taking calculated 
risks. 

By delegation of authority and 
proper leadership. 
Doing right things at right time; 
giving responsibility and 
supportive supervision

Doing things in a new and 
better way

Innate ability to find, manage 
and mobilise



Entrepreneurship 
Development

• E.D. is process which helps in 
catalysing the economic and 
industrial development of a 
nation

• It speeds up the development of 
a nation by rapid advancement 
of small scale industries and 
inspiring the budding 
entrepreneurs to setup new 
industries in high-tech, high-
profit and with high potential for 
success
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Importance of Entrepreneurship Importance of Entrepreneurship 

Entrepreneurship is essential for economic 
development. 

• In capitalist and developed countries, private 
entrepreneurs have played an important role in 
their economic development. 

• In socialist countries, the State (or Government) is 
the entrepreneur. 

• In under developed countries, the government, has 
to play a vital role in economic development. 

But in a developing country like India which follows 
a mixed economy, the role of both the government 
and the private entrepreneurs is equally important. 
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The role of private entrepreneurs has further 
increased because of liberal economic policies 
followed by the Indian Government in the 
recent years.

• The entrepreneur is an innovator. He tries to 
find new technology, products and markets. He 
increases the productivity of various resources.

• The entrepreneur stands at the centre of the 
whole process of economic development. He 
conceives business ideas and puts them into 
effect to enhance the process of economic 
development.

• Entrepreneur is an agent of progress in the 
society.
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• EDP is a continuous process of training and 
motivating prospective entrepreneurs for 
setting up and running successful enterprises

• It helps in accelerating industrial 
development in high tech and high potential 
areas

• Catalyse growth of Small and Medium 
Enterprises (SMEs) thru first generation 
entrepreneurs

• Inspire and motivate educated youth for 
productive self employment
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Need for EDPs
Entrepreneurs are the persons with a vision, 

with the urge to achieve and with the abilities 
and competencies to bear the risks and 
achievements.

• EDPs play a vital role so that the 
entrepreneurs are motivated and develop 
entrepreneurial skills to achieve the set goals.

• EDPs are essential for the country’s 
development in which the entrepreneurs use 
the factors of production and generate 
employment opportunities.

• EDPs play a critical role in solving the problem 
of unemployment and involved in poverty 
alleviation of the citizens of a country.
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Objectives of EDPs
The important objectives of 

the entrepreneurship programmes 
are developing and strengthening the 
following qualities among the 
entrepreneurs.

i. Analysing environmental set up as to small 
business and industry.

ii. Selecting an innovative and creative 
project idea.

iii. Formulating the project proposal.
iv. Understanding the process and procedures 

of setting up of a small enterprise.
v. Knowing the sources of financial assistance 

available for establishing and managing an 
enterprise.



Objectives of EDPs ….

(v) Acquiring the necessary managerial 
skills for managing an enterprise.

(vii) Knowing the pros and cons of 
being an entrepreneur.

(viii) Acquainting the required 
entrepreneurial disciplines.

(ix) Identifying and training potential 
entrepreneurs.

(x) Providing post-trading assistance.
(xi) Accelerating business development.
(xii) Solving unemployment problem.



Different Phases of EDPs 

1. Pre-Training Phase
 Involves identification of potential entrepreneurs, 

develop training curriculum, arrangement of 
training infrastructure and logistics

2. Training Phase
 Conduct training, facilitate decision making and 

guidance for setting up entreprise, develop 
action plan

3. Post-Training Phase
 Mentoring, Follow-up and Support to trained 

personnel, hand-holding and providing 
meaningful direction, and monitoring their 
progress
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Components of  EDP

There are six major components of a 
typical EDP.  They are:

(i) Introduction to entrepreneurship.
(ii) Motivating entrepreneurs.
(iii)  Imparting managerial skills. 
(iv)  Exposure to support systems and 

procedures.
(v) Guidance to conduct feasibility 

studies.
(vi) Taking for field visits.
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1. Stimulatory Phase

2. Support Phase

3. Sustaining Phase
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 Role of government in 
organising EDP

• EDPs are otherwise known as the Human 
Resource Development Programmes. 

• They deal basically with human motivation, 
skills, competencies, creativity, social and 
economic risks and investment of financial 
and physical resources of the state. 

• Therefore, the role of government in 
organizing EDPs is considered significant in 
a country like India. 

• It requires the conversion of surplus labour 
force into real entrepreneurs to tackle the 
problems of unemployment and poverty by 
means oaf the EDP mechanism. 

• .



Institutional Support for 
Entrepreneurship Development in 

India
• Starting a new entreprise 

requires resources and facilities. 
Institutions established to 
support entrepreneurs can be 
classified into three categories
–National Level Institutions
– State Level Institutions
– Fund based Institutions



National Level Institutions

• Small Scale Industries Board 
(SSIB)

• Small Industry Development 
Organisations (SIDO)

• National Industries Corporation  
(NSCI) Ltd.

• Khadi & Village Industries 
Commission (KVIC)

• Training Institutes



Small Scale Industries Board (SSIB): It is the apex non-statutory body 
constituted by Government of India

• To render advice on all issues related to small scale industries
• First constituted in 1954
• Two year terms for Board members
• Industry Ministry Minister of Central Government is the chairman
Small Industry Development Organisations (SIDO):
• Established in 1954, SIDO is an apex body for assisting the Industry 

Ministry in coordinating formulating, implementing, and monitoring 
policies and programmes for the promotion of small scale industries(SSIs).

• It has a network of over 60 offices and 21 autonomous bodies across the 
country

National Industries Corporation  (NSCI) Ltd
• Set-up in 1955 to promote, aid and foster the growth of SSIs, NSIC focuses 

on commercial aspects of these functions. It provides:
– Composite term loans & Working capital finance
– Hire Purchase of machinery & Equipment leasing; 
– Technology upgradation and Export Promotion

Khadi & Village Industries Commission (KVIC)
Established in 1957 by an Act of Parliament, KVIC is supposed to do the 
planning, promotion, organisation and implementation of programmes for 
the development of Khadi and other rural industries in coordination with 
other agencies
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Training Institutes: National Level

1. National Institute of Small 
Industry Extension Training 
(NISIET), Hyderabad

2. National Institute for 
Entrepreneurship & Small 
Business Development 
(NIESBUD), New Delhi

3. Indian Institute of 
Entrepreneurship (IIE), 
Guwahati

4. Entrepreneurship Development 
Institute of India (EDII), 
Ahmedabad



State Level Institutions

1. State Small Industrial 
Development Corporation 
(SSIDCs)

2. State Directorate of Industries
3. District Industries Centre



Fund based Institutions

• Small Industries Development 
Bank of India (SIDBI)

• Commercial Banks
– IDBI, SBI, 

• State Financial Corporation
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• For any question, confusion or 
clarification, you may contact thru 
email

doctoransari@rediffmail.com 
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Entrepreneurs

• Entrepreneurs are Opportunity seeker, not 
an Opportunist (like a businessman who 
exploit a situation for profit maximisation)

• He is also the Organiser as well as 
Coordinator  of various Agents of 
production (5M: Man, Money, Machinery, 
Material and Methods)

• He not only perceives a Business 
opportunity (sense an idea/ innovation) 
but also executes it by mobilising other 
factors (agents) of production



Functions of 
Entrepreneurs

1. Idea Generation
2. Determination of objectives
3. Raising of funds
4. Procurement of raw materials
5. Procurement of machinery
6. Market research
7. Determining form of enterprise
8. Recruitment of manpower
9. Project implementation



Idea Generation
• Possible thru Vision, Foresight, 

Observation, Experience, Exposure, and 
Training

• Idea generation implies product selection 
and project identification

• Idea can be generated through 
environmental scanning and market 
survey

So an Entrepreneur generate as many 
ideas as possible and then select the best 
idea; and turn it into a commercially 
viable business entreprise



Determination of objectives

• Spell out the objectives of 
business in cler terms

• An entrepreneur should 
articulate specifically
– The nature of business
– The type of business

• It implies whether the entreprise 
belongs to the category of a 
manufacturing concern or a 
service oriented unit or a trading 
business



Raising of funds
• Funds are like lifeline of an entreprise
• Raising funds is the most important 

activity of entrepreneurs
• An entrepreneur should be aware of 

different sources of funding 
– Institutions: Banks, Boards, etc.

– Schemes: PMRY, Skill India, REGP, etc

– Policies: Special Export zones, Industrial Estates/ 
Parks

• Types of Funding: Seed capital,  Fixed/ 
Working capital



Procurement of raw 
materials

• An entrepreneur has to identify
–Different sources of raw materials 

requires
– Places of its availability
– Agencies/ Suppliers
– Cost estimates

• Regular and timely availability of 
raw materials is necessary for 
smooth production of required 
goods and services



Procurement of machinery

• While procuring the required machinery, 
the entrepreneur should specify the 
following
– Latest technology: Details, specifications, etc.
– Production capacity
–Names of manufacturers/ suppliers of 

technology
–Whether machines are indigenously made 

or needs to be imported
– After-sales services: Repair and maintenance
– Guarantee/ Warranty period



Market Research(MR)

• MR is systematic collection of data 
regarding the products which an 
entrepreneur wants to produce.

• Product Analysis: Features, benefits, needs, etc.,

• Availability of similar products in the 
market: Price, size of consumer segment, demand, etc.

• Knowledge of consumer tastes & 
preferences

• Managing and matching Demand and 
Supply chain



Determining form of enterprise

• Decide the form of entreprise, 
nature of product, volume of 
investment, type and quality of 
product, etc

• Chief forms of ownerships are
– Solo Proprietorship: Single owner

– Partnership: Between two individuals/ 
agencies

– Joint venture company
– Cooperative society



Recruitment of manpower

An entrepreneur performs the 
following functions

• Estimation of required manpower
• Type of manpower required – Skilled, 

Semi-skilled and Unskilled

• Selection procedure
• Deciding schemes of compensation: 

e.g. salary, perks, etc

• Rules and Regulations: Training, & 
Development, Work hours, etc.



Project implementation

• Implementation in a time bound 
manner

• All the activities from Conception 
to Commissioning stage are to 
be accomplished in accordance 
with implementation schedule to 
avoid cost and time overruns as 
well as face the competition

• Periodic Review and Monitoring 
to check the progress of project 
implementation



Summary
In this, we have learned Different functions of 

entrepreneur
We understand that Entrepreneurs play a 

significant role in economic development of a 
country. He promotes the prosperity of a 
nation by his innovation and dynamic 
leadership Skills. 

He creates wealth, opens up employment 
opportunities and fosters the other segments. 

According to Harbison, entrepreneurs are 
prime movers of innovation, growth and as 
such, entrepreneurship is a dynamic force
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• An entrepreneur performs many activities from time 
to time and also simultaneously depending on a 
complex and combinations of economic, socio political 
and other factors in an enterprise. 

• The entrepreneur of the world is the wisest minds 
who leave an indelible mark in the history of 
mankind. 

• They make it possible through their action, and not 
through words. 

• They do things in a completely new way. They think 
beyond the obvious. They go deeper. They think from 
different perspectives and angles. 

• Entrepreneurs are made and not born. The burst of 
creativity and innovation in emerging technological 
industries holds tremendous promise for 
entrepreneurship in India 
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EntrepreneurshipDevelopmentInstituteofIndia(EDI)

EDIisthepremierinstituteofsmall-tomedium-sizedenterprisemanagementinIndia.Itis

anautonomousnotfor-profitbodyfoundedin1983withcorporatepartnersincludingthe

StateBankofIndiaandIBDIBankLtd,aswellassignificantinvolvementwiththeIndian

IndustryDevelopmentCommissionandtheUnitedNations

IndustryDevelopmentOrganization.TheEDIhastwomainfunctions:

1)Educatinggraduate-levelstudentsregardingadvancedentrepreneurialproceduresand

strategiesaswell

asthesocialimpactofentrepreneurship.

2)Consulting on behalfofIndia’s centralgovernmentto fosterand develop specific

industrieswithlarge

employmentpotentialforIndia’sdevelopingeconomy.

InstitutionssupportofEntrepreneurs

1.RoleofGovernmentandotherInstitutions•Intheareaofcreationtheinstitutional

infrastructureforentrepreneurshipdevelopment,thefirststepofIndiafinancial

institutionswastheestablishmentofEntrepreneurshipDevelopmentInstituteof

India(EDII)in1983,atAhmadabadasaresourceorganizationatnationallevel.

•TheCentralGovernmentalsoestablishedtheNationalInstituteforEntrepreneurshipand

SmallBusinessDevelopment(NIESBD)inthesameyeari:e(1983)atNewDelhi

•Thegovernmentsetupvariousinstitutionstohelpentrepreneursinthefieldoftechnique,

finance,marketandentrepreneurialdevelopmentsothattheyhelptoaccelerateandadopt

thechangesinindustrialdevelopment

2.SmallIndustriesDevelopmentOrganization•Est.1954

•Functions:FormulatingpolicyforthedevelopmentofSmallScaleIndustriesinthecountry.

Provides extended support through Comprehensive plan for promotion of rural

entrepreneurshipInstitutionssetupbyCentralGovernment

3.ManagementdevelopmentInstitute(MDI)•Est.1973 •Sponsored by:Industrial

FinanceCorporationOfIndia

•Objectives•Improvingmanagerialeffectivenessintheindustry•Conductsmanagement

developmentprograms in various fields,Italso includes programs forPublic Sector

UndertakingssuchasIAS,IES,BHELandetc…

4.EntrepreneurshipdevelopmentinstituteofIndia(EDI)•Est.1983•Sponsoredby:

apexfinancialinstitutionsi:etheIDBIBankLtd.,IFCILtd.,ICICIBankLtd.&(SBI)•EDI

hashelpedsetuptwelvestate-levelexclusiveentrepreneurshipdevelopmentcenters

andinstitutesacrossthecountry

Oneofthesatisfyingachievements,however,wastakingentrepreneurshiptoalargenumber

ofschools,colleges,science and technologyinstitutionsand managementschoolsin



severalstatesbyincludingentrepreneurshipinputsintheircurricula.

•IntheinternationalarenaEDIhasearnedaccoladesandsupportfrom theWorldBank,

CommonwealthSecretariat,UNIDO,ILO,BritishCouncil,FordFoundation,EuropeanUnion,

ASEAN Secretariatandseveralotherrenownedagencies.Entrepreneurshipdevelopment

instituteofIndia(EDI)

5.AllIndia SmallScale Industries Board(AISSIB)•It's an Apex advisory body

constitutedtorenderadvisetotheGovernmentonallissuespertainingtothesmall

scale sector,with a CentralGovernmentMinisteras its presidentand the

representativesofvariousorganizationi.e.CentralGovernment,StateGovernment,

NationalSmallIndustriesCorporations,StateFinancialCorporation,RBI,SBI,Small

Industries Board and NGOs such as Public Service Commission,Trade and

IndustriesMembers

6.NationalInstitutionofEntrepreneurshipandSmallBusinessDevelopment(NIESBUD)

•Est.1983•TheDelhibasedNIESBUDisanapexbodytosupervisetheactivitiesof

variousagenciesintheentrepreneurialdevelopmentprograms.Itisasocietyunder

GovernmentofIndiaSocietiesActof1860.

Objectives•Toacceleratetheprocessofentrepreneurshipdevelopment.•Tohelp

and supportagencies in carrying outactivities relating to entrepreneurship

developmentwithgreatersuccess.•Toevolvestandardizedprocessofselection,

training,supportandsustenancetopotentialentrepreneurs•Toprovidefunctional

forums for interaction and exchange of experience.NationalInstitution of

EntrepreneurshipandSmallBusinessDevelopment(NIESBUD)

7.NationalInstituteofSmallIndustriesExtensionTraining•Est.1960atHyderabad.

Objectives•DirectingandCoordinatingsyllabifortrainingofsmallentrepreneurs.•Advising

managerialand technicalaspects.•Organizing seminars forsmallentrepreneurs and

managers.•Providingservicesregardingresearchanddocumentation.

8.NationalSmallIndustriesCorporationLtd.(NSIC)•Est.1995

Objectives•AssistingthesmallindustriesintheGovernmentpurchaseprograms.•Provides

avast-marketfortheproductsofsmallindustriesthroughitsmarketingnetwork.•Assists

thesmallunitsinexportingtheirproductsinforeigncountries.

9.RiskCapitalandTechnologyFinanceCorporationLtd.(RCTFC)•Est.1988withan

authorizedcapitalof15croresRupees

Objectives•Provisionofriskcapitalfortheextensionandexpansionofentrepreneurial

development.•Provision ofVenture capitalforthe projectswith high techniquesfor

technologydevelopmentandtransfer.

10.IndianInvestmentCentre•ItisanautonomousorganizationestablishedbyCentral

Government.Itsmainobjectiveistoassistinpromotingforeigncooperationwith

Indianentrepreneursandprovidingnecessaryinformationtoforeignentrepreneurs.

11.IndianInstituteofEntrepreneurship(IIE)•Est.1953.itisanautonomousorganization

bytheDepartmentofSmallScaleIndustriesandAgroandRuralIndustriesItsmain

objectiveistoundertakeresearch,trainingandconsultancyactivitiesinthefieldof



smallindustryandentrepreneurship.

RoleofPublicSectorandDevelopmentBanks

•VariousdevelopmentbanksinIndiahaveintroduced“specialcapital”and“seedcapital”

schemestoprovideequityofassistancenewandtechnicallyskilledentrepreneurswholack

financialresourcesoftheirown.•DevelopmentBankshavebeen activelyinvolved in

identification and training of potential entrepreneurs. The important Forms of

entrepreneurialassistance are:•Identifying potentialentrepreneurs•Identifying viable

projects.•Assistinginpreparationofprojectprofiles•Helpinginprojectevaluation.•

Arrangingpracticaltraining.•Financingtheprojects.

NationalAlliance of Young Entrepreneurs(NAYE) NAYE has sponsored number of

entrepreneurialdevelopmentschemeincollaborationwithvariouspublicsectorbanks.The

mainobjectiveoftheschemeistoencourageyoungentrepreneurstoexploreinvestment

andself–employmentopportunities.Itarrangesfortheirtrainingandassiststhem in

procuringnecessaryfinance.In1975NAYEalsosetupaWomen’sWingtomakewomen

self-reliantandtoraisetheirstatus.

InstitutionssetupatStateLevelFollowingaresomeprominentinstitutionsestablishedat

statelevel•i)SmallIndustriesServiceInstitute(SISI)•ii)StateFinancialCorporation(SFC)•

iii)StateSmallIndustriesCorporation(SSIC)•iv)DistrictIndustriesCenters(DIC)•v)

TechnicalConsultingOrganizationLtd.(TCO)•vi)IndustrialDirectorates•vii)Commercial

and CooperativeBanks•viii)StateIndustrialDevelopmentCorporation •ix)Industrial

Estates•x)StateIndustriesCorporation
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Entrepreneurship 
Development 

Institute of India 
(EDI)

 EDI is the premier institute of small- to medium-sized 
enterprise management in India. It is an autonomous 
notfor-profit body founded in 1983 with corporate 
partners including the State Bank of India and IBDI 
Bank Ltd, as well as significant involvement with the 
Indian Industry Development Commission and the 
United Nations

 Industry Development Organization. The EDI has two 
main functions:

 1) Educating graduate-level students regarding 
advanced entrepreneurial procedures and strategies 
as well

 as the social impact of entrepreneurship.
 2) Consulting on behalf of India’s central government 

to foster and develop specific industries with large
 employment potential for India’s developing 

economy.



Institutions 
support of 

Entrepreneur
s

 1. Role of Government and other 
Institutions • 

 In the area of creation the institutional 
infrastructure for entrepreneurship development, 
the first step of India financial institutions was the 
establishment of Entrepreneurship Development 
Institute of India (EDII) in 1983, at Ahmadabad as 
a resource organization at national level.

 • The Central Government also established the 
National Institute for Entrepreneurship and Small 
Business Development (NIESBD) in the same year 
i:e (1983) at New Delhi

 • The government set up various institutions to 
help entrepreneurs in the field of technique, 
finance, market and entrepreneurial development 
so that they help to accelerate and adopt the 
changes in industrial development



2. Small Industries Development Organization • Est. 1954

• Functions: Formulating policy for the development of Small Scale Industries in the 
country. Provides extended support through Comprehensive plan for promotion of 
rural entrepreneurship Institutions set up by Central Government

3. Management development Institute(MDI) • Est. 1973 • Sponsored by: Industrial 
Finance Corporation Of India 

• Objectives • Improving managerial effectiveness in the industry • Conducts 
management development programs in various fields, It also includes programs for 
Public Sector Undertakings such as IAS, IES, BHEL and etc…

4. Entrepreneurship development institute of India (EDI) • Est. 1983 • Sponsored 
by: apex financial institutions i:e the IDBI Bank Ltd., IFCI Ltd., ICICI Bank Ltd. & (SBI) • 
EDI has helped set up twelve state-level exclusive entrepreneurship development 
centers and institutes across the country



5. All India Small Scale 
Industries Board(AISSIB) • It's an 
Apex advisory body constituted to 
render advise to the Government 

on all issues pertaining to the 
small scale sector, with a Central 

Government Minister as its 
president and the representatives 
of various organization i.e. Central 
Government, State Government, 

National Small Industries 
Corporations, State Financial 
Corporation , RBI,SBI, Small 

Industries Board and NGOs such 
as Public Service Commission, 
Trade and Industries Members

6. National Institution of 
Entrepreneurship and Small 

Business Development(NIESBUD) 
• Est. 1983 • The Delhi based 
NIESBUD is an apex body to 

supervise the activities of various 
agencies in the entrepreneurial 
development programs. It is a 

society under Government of India 
Societies Act of 1860.

Objectives • To accelerate the 
process of entrepreneurship 
development. • To help and 

support agencies in carrying out 
activities relating to 

entrepreneurship development 
with greater success. • To evolve 
standardized process of selection, 
training, support and sustenance 
to potential entrepreneurs • To 
provide functional forums for 
interaction and exchange of 

experience. National Institution of 
Entrepreneurship and Small 

Business Development(NIESBUD)

7. National Institute of 
Small Industries Extension 

Training • Est. 1960 at Hyderabad. 

Objectives • Directing and 
Coordinating syllabi for training of 
small entrepreneurs. • Advising 

managerial and technical aspects. 
• Organizing seminars for small 
entrepreneurs and managers. • 

Providing services regarding 
research and documentation.



8. National Small Industries Corporation Ltd. (NSIC) • Est. 1995 

Objectives • Assisting the small industries in the Government purchase programs. • Provides a 
vast-market for the products of small industries through its marketing network. • Assists the small 
units in exporting their products in foreign countries.

9. Risk Capital and Technology Finance Corporation Ltd.(RCTFC) • Est. 1988 with an authorized 
capital of 15 crores Rupees 

Objectives • Provision of risk capital for the extension and expansion of entrepreneurial 
development. • Provision of Venture capital for the projects with high techniques for technology 
development and transfer.

10. Indian Investment Centre • It is an autonomous organization established by Central 
Government. Its main objective is to assist in promoting foreign cooperation with Indian 
entrepreneurs and providing necessary information to foreign entrepreneurs.

11. Indian Institute of Entrepreneurship(IIE) • Est. 1953. it is an autonomous organization by the 
Department of Small Scale Industries and Agro and Rural Industries Its main objective is to 
undertake research, training and consultancy activities in the field of small industry and 
entrepreneurship.



Role of Public Sector and Development 
Banks
• Various development banks in India have introduced “special capital” and “seed capital” schemes to 
provide equity of assistance new and technically skilled entrepreneurs who lack financial resources of their 
own. • Development Banks have been actively involved in identification and training of potential 
entrepreneurs. The important Forms of entrepreneurial assistance are: • Identifying potential 
entrepreneurs • Identifying viable projects. • Assisting in preparation of project profiles • Helping in 
project evaluation. • Arranging practical training. • Financing the projects.

National Alliance of Young Entrepreneurs(NAYE) NAYE has sponsored number of entrepreneurial 
development scheme in collaboration with various public sector banks. The main objective of the scheme 
is to encourage young entrepreneurs to explore investment and self –employment opportunities .It 
arranges for their training and assists them in procuring necessary finance. In 1975 NAYE also set up a 
Women’s Wing to make women self- reliant and to raise their status.

Institutions set up at State Level Following are some prominent institutions established at state level • i) 
Small Industries Service Institute (SISI) • ii) State Financial Corporation (SFC) • iii) State Small Industries 
Corporation (SSIC) • iv) District Industries Centers (DIC) • v) Technical Consulting Organization Ltd. (TCO) • 
vi) Industrial Directorates • vii) Commercial and Cooperative Banks • viii) State Industrial Development 
Corporation • ix) Industrial Estates • x) State Industries Corporation



Thankyou
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Topic of the lecture: Theories of Entrepreneurship development

Theories of Entrepreneurship development

(1) Knight on role of Uncertainty

         Knight identified the entrepreneur as a recipient of pure profit. Profit is the residual income

available after all contractual payments have been deducted from the revenues of the enterprise.

It  is  the  reward  to  the  entrepreneur  for  bearing  the  cost  of  uncertainty.  Knight  identifies

uncertainty  with  a  situation  where  the  probabilities  of  alternative  outcomes  can  not  be

determined either by a priori reasoning or by statistical interference. A priori reasoning is simply

irrelevant to economic situations. Statistical interferences are impossible because the situation

involves a unique event. It does not belong to a larger population of identical events. In particular

there is no precedent for it so that no assessment of probability can be made on the basis of

relative frequency. This is the foundation for Knight’s distinction between uncertainty and risk.

Uncertainty  is  a  ubiquitous  aspect  of  business  decisions  because  production  takes  time.

Decisions on inputs must be made now in order to create output for the future.

These theories suggest that entrepreneurial behavior is a function of the individual’s interaction

with the society. Sociological models that have received significant empirical support are the

inter-generation  inheritance  of  enterprise  culture,  social  marginality  and  ethnicity.



Entrepreneurial  behaviour  has  been  explained  in  several  ways  by  different  scholars.  These

theories can be classified under the following broad heads:

1) Sociological theories

2) Economic theories

3) Cultural theories

4) Psychological theories

In addition, some theories have been credited to specific scholars. These include:

1) Theory of innovation by Schumpeter

2) Entrepreneurship Innovation theory by Drucker

(1) Sociological theories

          According to this school of thought, entrepreneurship is likely to get a boost in a particular

society due to societal values, religious beliefs, customs and taboos which influence behaviour of

individuals  in  a  society.  Theory  on  religious  beliefs  and  social  change  explain  how certain

sociological factors accelerate entrepreneurship and flourishing of entrepreneurs.  

(a) Theory of religious belief  

        This theory was given by Max Weber and according to him entrepreneurship is a function

of religious beliefs and religion shapes the entrepreneurial culture. In his work  The Protestant

Ethic and Spirit of Capitalism, Weber states that Protestant Ethic encourages adventurous spirit,



capitalism (economic system in which people have freedom to pursue economic activities and

can own private enterprise) and glorifies entrepreneurial culture. According to Weber, the spirit

of capitalism is intertwined with the motive of profit, resulting in creation of great number of

business enterprises. 

(b) Theory of social change  

             This theory was given by Everett E Hagen and he notes that a traditional personality

(most prevalent in developing societies) should transform into innovative personalities (as those

found widely in developed countries) for continuous technological progress and expansion of

entrepreneurial activities. He advocates against imitation and recommends “withdrawal of status

respect” as the mechanism giving boost to rigorous entrepreneurial activity. According to him,

historically,  social  groups  which  experience  status  withdrawal  plunger  into  rigorous

entrepreneurial activities.

(2) Economic theories

              According to this explanation,  entrepreneurship and economic development  are

interdependent.  Economic  development  takes  place  when  a  country’s  real  national  income

increases over a period of time in which entrepreneurs play an integral part. Entrepreneurship

and  economic  growth  can  take  place  under  favorable  conditions  which  includes  taxation,

industrial policy, sources of finance and raw material, infrastructure availability, investment and

market opportunities, access to information about market conditions, technology, etc. Favourable

economic  conditions  also  include  economic  incentives  which  are  the  main  motivators  for

entrepreneurial  activities.  Harvard School  Theory:  This theory  views entrepreneurship  as a

deliberate  activity  which  is  consistent  with  internal  and  external  forces.  Internal  forces  are



inherent qualities of the individual like skills, knowledge, exposure, etc. which determine entry

and continuance of entrepreneurial activities by a person. External forces are economic, political,

legal and social factors and influence the origin and growth of entrepreneurial activities. Further,

according  to  this  theory,  entrepreneurial  activities  require  presence  of  a  stable  government,

external security and internal security.

(3) Cultural theories

           These theories argue that entrepreneurship is the product of one’s culture. Entrepreneurial

Talents  come from cultural  values  and cultural  system prevalent  in  any society.   Hoselitz’s

theory: Historically, in many countries, entrepreneurs emerge from a particular socio-economic

class. Further, it is believed that the supply of entrepreneurship is governed by cultural factors.

According to him, minority groups act as spark plugs to kinder entrepreneurial activities and

economic  development.  He  states  that  marginal  men  in  any  society  act  as  reservoirs  of

entrepreneurial  activities  by  making  creative  adjustments  required  due  to  their  ambiguous

position in the society.  

(4) Psychological theories

     Entrepreneurship  gets a  boost  when a society has  sufficient  supply of individuals  with

necessary  /conducive  psychological  characteristics.  These  characteristics  are:  need  for  high

achievement,  a  vision  or  foresight,  ability  to  face  opposition,  etc.   Theory of  achievement

motivation: According to David McCellend, a person has three types of needs at any given time

and they are:

 Need for achievement (get success with ones’ own efforts)

 Need for power (to dominate and influence others)



 Need for affiliation (maintain friendly relations with others)

        He says that the need for achievement is highest among entrepreneurs. McCellend identified

two characteristics of an entrepreneur; viz; doing things in a new and better way and decision

making under uncertainty. He stressed that people with high achievement motivation (i.e. need to

succeed)  were  more  likely  to  become  entrepreneurs.  They  are  not  motivated  by  money  or

external  incentives  as  they  look upon money as  an  index of  achievement.  He contends  that

achievement motivation can be inculcated through systematic training programs and alteration in

child rearing practices.

Other theories: 

(1) Theory of innovation by Joseph Schumpeter

            This theory was given by Joseph Schumpeter, who argued that economic change revolves

around innovation,  entrepreneurial  activities,  and market  power.  He felt  that  innovation  and

technological  change of a nation comes from the entrepreneurs and they help the process of

development in an economy. He defines an entrepreneur as a person creative, has foresight and

perceives an opportunity to innovate.

 According to him, opportunities for innovation is presented by means of a new:

 product

 production method



 opens up a new market

 finds out a new source of raw material supply

 introduces a new organization

The  theory  emphasizes  innovation  but  ignores  risk  taking  and  organizing  abilities  of  an

entrepreneur,  ignores  existence  of  micro  and  small  entrepreneurs  who  are  abundant  in

developing  countries  and  his  theory  does  not  explain  why  some  societies  produce  more

entrepreneurs than others. 

(1) Entrepreneurship Innovation theory by Peter Drucker

            According to Drucker, innovation and entrepreneurship are not a "flash of genius," but

purposive tasks that  can be organized as systematic,  rational  work fostered by management.

Entrepreneurship is to be treated not as personality or intuition but behavior, concept, and theory.

Entrepreneurship should not be a high-risk activity and so-called entrepreneurs need to have a

method for what they do. He says that instead of pursuing "bright ideas," entrepreneurs should

focus on the seven successful sources for innovation: (1) unexpected success, failure, or outside

event; (2) incongruity between what is and what "ought" to be within an industry or market; (3)

innovation  based  on  a  process  need  (supplying  the  missing  link);  (4)  changes  in  industry

structure or market structure; (5) demographics or population changes; (6) changes in perception,

mood, and meaning; and (7) new scientific and non- scientific knowledge (requiring analysis of

relevant factors, focus on strategic position, and entrepreneurial management). The practice of

innovation  is  purposeful,  resulting  from analysis,  system,  and  hard  work.  The  principles  of

purposeful and systematic innovation are:  (1) analyze opportunities, (2) be perceptive,  (3) be

simple and focused, (4) start small, and (5) aim at leadership. Principles of innovation are (1)



innovation is work, (2) build on strengths, and (3) innovations have an effect on the economy

and society. Entrepreneurs are not "risk-takers" but opportunity focused. The discipline called

entrepreneurial  management must develop a practical guide for innovation in (1) the existing

business  (policies  to  create  a  climate,  practices,  measures  of  innovative  performance,  and

organizational practices), (2) the public-service institution (policies and need to innovate), and

(3) the new venture (focus on market, financial foresight, early building of a top management

team, role decisions by the founder, and outside advice). In conclusion, Drucker argues that an

entrepreneurial society is needed in which innovation and entrepreneurship are normal, steady,

and  continuous.  Further,  social  innovation  is  needed in  the  areas  of  redundant  workers  and

abandoning outworn and obsolete social policies and institutions. Also needed are changes in tax

and  fiscal  policies  and  government  regulations,  and  individuals  must  undertake  continuous

learning and relearning. 
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Models of the Entrepreneurship development

Several models have been developed to explain entrepreneurship and entrepreneurial behaviour.

Important models are described below:

(1) Psychodynamic model: This was propounded by Kets de Vries. This says that people tend to

be self-employed and become successful because of “troubled childhood”. In troubled childhood,

children tend to be lacking, security or abused, low self-esteem, lack of confidence. Therefore

growing in such an environment some people do have repressed wishes towards those in control.

(2)  Social development model

This theory contends that it is the transactions with different context in one’s life and career that

shape one’s propensity to be self-employed. These are factors, which start in early, middle or late

life.

(1) Social marginality model

This theory suggests that individuals who perceive a strong level of incongruence between their

personal attributes and the role they hold in society will be motivated to change or reconstruct

their  social  reality.  While  some people  may reconstruct  their  reality  by changing careers  or

employers, others may choose self-employment.

‘Marginal  men”  are  referred  as  individuals  who  are  less  integrated  in  their  society.  Since

marginal  men are  not  completely  part  of  the  society  of  their  adoption,  they  are  free  of  the

restrictions imposed by its value system. At the same time, having left their own society, they are



no longer constrained by its dominant values. This situation gives way to the development of

unconventional patterns of behavior, which increases their propensity to become entrepreneurs.

(2) Kao’s model

According to this model, entrepreneurship is an outcome of interaction between three elements;

viz, person, task and organizational context.

        Fig 1: ECO analysis framework

           In this model, the person (i.e the entrepreneur and team members) is the most important

element as it is the people who create an enterprise through their efforts. Hence, their personality,

person

 Task                                                                  
Organization  context

Entrepreneurship



skills, motivation, etc. are critical for the success of the venture. The task refers to the activities

undertaken by the group or organization. These are in turn influenced by organizational strategy

and external environment. Tasks can include perceiving opportunities, collecting and allocating

resources,  finding  out  and  creating  market  opportunities,  etc.  Lastly,  organizational  context

refers to setting in which activities take place. This includes organizational structure, culture,

systems, policies, etc. and significantly effect entrepreneurial outcomes. All these key elements

are  embedded  within  the  external  environment  which  is  the  outside  world.  It  comprises  of

resources,  infrastructure,  laws  and  regulations,  policies  and  technology.  The  environment

significantly influences the enterprise and is effected in turn. A successful entrepreneur adapts

himself to the changing environment.    

Timmon’s model of entrepreneurial process 

The key factors in the Timmons model (given below) are the entrepreneur, the founding

team, the opportunity, and the resources that are mustered to start the new 

Communication

                                            BUSINESS PLAN

      

                

                

                 Creativity
Leadership

Opportunity (2)
Resources (4)



         Fig 2: Timmon’s Model of Entrepreneurial Process

organization. The key ingredient is the entrepreneur, and under right conditions, he or she will

deliberately search for an opportunity, and upon finding it, shape it so that is has the potential to

be a commercial success, or what Timmons calls a high-potential venture. The entrepreneur then

gathers the resources that are necessary to start a business to capitalize on his or her opportunity.

Explicit in the Timmons framework is the notion that the entrepreneur and the provider of capital

will be rewarded with profits, and that both are commensurate with the risk and effort involved

in starting, financing, and building the business. The entrepreneur usually risks career, personal

cash-flow, and some or all of his or her net worth. In an ideal situation, all this is quantified in a

business plan before the business is operational.

Founder (I)

Team (3)
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Entrepreneurial Development Process

Entrepreneurial  Development  (ED)  refers  to  the  process  of  enhancing  entrepreneurial

skills and knowledge through structured training and institution-building programmes. ED aims

to  enlarge  the  base  of  entrepreneurs  in  order  to  hasten  the  p

ace  at  which  new ventures  are  created.  This  in  turn  is  expected  to  accelerate  employment

generation and economic development.

The  term  differs  from  Small  and  Medium  Enterprise  development  in  two  aspects.

Entrepreneurship  development  focuses  on  the  individual  who  wishes  to  start  or  expand  a

business, where as Small and medium enterprise (SME) development, focuses on developing the

enterprise,  whether  or  not  it  employs  or  is  led  by  individuals  who  can  be  considered

entrepreneurial. Secondly, entrepreneurship development concentrates more on growth potential

and innovation than SME development does.

 Steps of Entrepreneurial Development Process 

Entrepreneurial Development Process consists of following steps:



1.Selection of potential entrepreneurs:

The first and foremost step in the EDP is identification and proper selection of potential

entrepreneurs.  It  refers  to  finding  out  individuals  who can  be  converted  into  entrepreneurs.

Entrepreneurship development programmes require a selection process that attempts to identify

those target groups that have some of the key prerequisites for entrepreneurial success. While it

can be argued that public funds should be spent on those who most need help, a selection process

deploys limited resources where they are most effective, to the overall benefit of the community.

Beneficiaries  may  be  individuals  and/or  groups.  Family  background,  motivation  level,

educational qualification and entrepreneurial skill and competencies can be some of the qualities

that  determine success in entrepreneurial  ventures.  Various modes of selections  such as test,

group discussions and interviews may be adopted in the selection of potential entrepreneurs.

2.Identification of entrepreneurial traits and skills:

Every participant must have a minimum level of eligibility for becoming an entrepreneur.

Hence  identification  of  entrepreneurial  traits  is  the  essential  next  step:  These  traits  and

characteristics can be further grouped into two broad categories; viz;

Family background:

The  knowledge  about  the  family  background  of  a  participants  help  to  create

entrepreneurial environment and occupational awareness for the entrepreneurs. There are certain

special types of families traditionally involved in certain types of work. Most people prefer to



adopt  similar  tasks  to  family  business.  Priority  should  be  given  to  those  persons  having

experience in business, a functional level of education, young, family and financial support while

selecting candidates for EDP.

Human Resource Factors:

These are the inherited or acquired skills/ traits. The following skills/ traits play a critical

role in success of new ventures and must be taken into consideration: 

Achievement  motivation:  People  with  high  need  for  achievement  succeed  better.  This

dimension includes both personal achievement and social achievement.

Willingness to take risk: Risk-taking ability and willingness refers to propensity to seek change

in uncertain environment. 

Influencing  ability:  An entrepreneur  should  be  able  to  adequately  motivate,  influence  and

control other people and environment to achieve success.

Personal  efficacy: Personal  efficacy  can  be  defined  as  the  ability  to  produce  a  desired  or

intended  result and the  tendency  in  the  individual  to  attribute  success  or  failure  to  external

factors. Further, it refers to the general sense of adequacy in a person. Personal efficacy is an

important factor contributing to entrepreneurial success. It represents the potential effectiveness

present at the inner level and lies in his/ her perceptions and beliefs about self. These beliefs are

often a result of an individual’s self-concept and perception of his own strength. Thus, a person

having  higher  personal  efficacy  believes  in  his/  her  capacity  to  control  and  shape  the

environment while an individual having low personal efficacy believes that things are not under

his/ her control and occur due to fate.



Aspirations: Aspiration is a goal statements relating to future level of achievement. They relate

to future prospects of an individual’s desire. It often acts as a form of self-motivation. A person

having low level of aspiration is unlikely to become an entrepreneur.

3. Identification of enterprise:

The third step is identification of a suitable enterprise or project for potential entrepreneur

after studying his/her socio-personal and human resource  characteristics. It is important that the

entrepreneurial project must suit the requirements of potential entrepreneurs.

A number of factors such as his skill,  experience,  physical resources, family occupation etc.

should be taken in consideration before selecting an enterprise. After deciding the enterprise, the

potential entrepreneur has to study the viability in terms of financial resources, availability of

raw materials, marketing, profitability etc.

4. Imparting training/ skills:

Entrepreneurial  development  programmes  have  to  include  support  for  (a)

entrepreneurship  orientation  and awareness,  (b) the development  of the competencies  (skills,

experience and attitudes) necessary to recognize a market opportunity and organize the resources

to meet it, and (c) the improvement of business performance for growth and competitiveness. ED

training is usually more effective when linked to finance and other services such as marketing,

quality  assurance  and  productivity  improvement.Usually  participants  attending  the

entrepreneurial development programme have different backgrounds and qualities and training

programmes must be developed taking these factors into consideration. The following types of

trainings are provided: 

Technical knowledge and skills:



After the choice of a particular enterprise by a potential entrepreneur, the in-depth knowledge

about technical aspects of the same should be imparted to him/her. This will ensure familiarity

with different stages of the enterprise and make him/ her well-conversant with the entire process.

In these kinds of programmes, field trips to industrial units can be very helpful.

Achievement motivation training:

Developing a need for achievement is essential as it leads to a need and desire to achieve, take

risks,  initiative,  develop  and  enhances  self-awareness  and  self-confidence.  It  enables  the

potential entrepreneur to think positively and realistically.



Identification and selection of Business Opportunity: Idea Generation and Opportunity!

A business idea is a concept that can be used for financial gain that is usually centered on a

product or service that can be offered for money. An idea is the base of the pyramid when it

comes to the business as a whole.

The characteristics of a promising business idea are:

Innovative

Unique

Problem solving

Profitable

In general sense, the term opportunity implies a good chance or a favourable situation to do

something offered by circumstances. In the same vein, business opportunity means a good or

favourable change available to run a specific business in a given environment at a given point

of time. The term ‘opportunity’ also covers a product or project. Hence, the identification of

an opportunity or a product or project is identical and, therefore, all these three terms are used

as  synonyms.  The  Government  of  India’s  “Look  East  Policy”  through  North  East  is  an

example of ‘opportunity’ to do business in items like tea, handicrafts, herbals, turmeric, etc.

Opportunity  identification  and  selection  are  like  comer

stones of business enterprise. Better the former, better is the latter. In a sense, identification

and selection of a suitable business opportunity serves as the trite saying ‘well begun is half

done.’  But,  it  is  like  better  said  than  done.  Why?  Because  if  we  ask  any  intending

entrepreneur what project or product he/she will select and start as an enterprise, the obvious

answer he/she would give is one that having a good market and is profitable. But the question

is how without knowing the product could one know its market?

Whose market will one find out without actually having the

product? Whose profitability will one find out without actually selling the product? There are

other problems, besides. While trying to identify the suitable product or project, the intending

entrepreneur passes through certain processes.



The processes at  times create  a situation,  or say,  dilemma

resembling ‘Hen or Egg’ controversy. That is, at one point, the intending entrepreneur may

find one product or project as an opportunity and may enchant and like it, but at the other

moment may dislike and turn down it and may think for and find other product or project as

an  opportunity  for  him/her.  This  process  of  dilemma  goes  on  for  some  intending

entrepreneurs rendering them into the problem of what product or project to start. Then, how

to overcome this problem of product identification and selection?

One way to overcome this dilemmatic situation is to know how the existing entrepreneurs

identified the opportunity and set up their  enterprises.  An investigation into the historical

experiences of Indian small enterprises in this regard reveals some interesting factors. 

To mention the important ones, the entrepreneurs selected their products or projects based on:

a. Their own or partners’ past experience in that business line;

b.  The  Government’s  promotional  schemes  and  facilities  offered  to  run  some  specific

business enterprises;

c. The high profitability of products; 

d. Which indicate increasing demand for them in the market?

e. The availability of inputs like raw materials, labour, etc. at cheaper rates;

f. The expansion or diversification plans of their own or any other ongoing business known to

them;

g. The products reserved for small-scale units or certain locations.

 

Now, having gained some idea on how the existing entrepreneurs selected products/projects,

the  intending  entrepreneur  can  find  a  way  out  of  the  tangle  of  which

opportunity/product/project to select to finally pursue as one’s business enterprise.One of the

ways employed by most of the intending entrepreneurs to select a suitable product/project is

to firstly generate ideas about a few products/ projects. Accordingly, what follows next is a

discussion idea generation about products.



Idea Generation:

Sources of Ideas:

In a sense, opportunity identification and selection are akin to, what is termed in marketing

terminology,  ‘new product  development.’  Thus,  product  or  opportunity  identification  and

selection process starts with the generation of ideas, or say, ideas about some opportunities or

products are generated in the first instance.

The ideas about opportunities or products that the entrepreneur can consider for selecting the

most promising one to be pursued by him/her as an enterprise, can be generated or discovered

from various sources- both internal and external. These may include:

(i) Knowledge of potential customer needs,

(ii) Watching emerging trends in demands for certain products,

(iii) Scope for producing substitute product,

(iv)  Going  through  certain  professional  magazines  catering  to  specific  interests  like

electronics, computers, etc.,

(v) Success stories of known entrepreneurs or friends or relatives,

(vi) Making visits to trade fairs and exhibitions displaying new products and services,

(vii) Meeting with the Government agencies,

(viii) Ideas given by the knowledgeable persons,

(ix)  Knowledge  about  the  Government  policy,  concessions  and  incentives,  list  of  items

reserved for exclusive manufacture in small-scale sector,

(x) A new product introduced by the competitor, and

(xi) One’s market insights through observation.

In nutshell, a prospective entrepreneur can get ideas for establishing his/ her enterprise from

various sources. These may include consumers, existing products and services presently on

offer, distribution channels, the government officials, and research and development.



A brief mention about each of these follows in turn:

Consumers:

No  business  enterprise  can  be  thought  of  without  consumers.  Consumers  demand  for

products and services to satisfy their wants. Also, consumers’ wants in terms of preferences,

tastes  and  liking  keep  on  changing.  Hence,  an  entrepreneur  needs  to  know  what  the

consumers  actually  want  so  that  he/she  can  offer  the  product  or  service  accordingly.

Consumers’ wants can be known through their feedback about the products and services they

have been using and would want to use in future.

Existing Products and Services:

One way to have an enterprise idea may be to monitor the existing products and services

already available in the market and make a competitive analysis of them to identify their

shortcomings and then, based on it, decide what and how a better product and service can be

offered to the consumers. Many enterprises are established mainly to offer better products

and services over the existing ones.

Distribution Channels:

Distribution channels called, market intermediaries, also serves as a very effective source for

new  ideas  for  entrepreneurs.  The  reason  is  that  they  ultimately  deal  with  the  ultimate

consumers and, hence, better  know the consumers’ wants. As such, the channel members

such  as  wholesalers  and  retailers  can  provide  ideas  for  new  product  development  and

modification in the existing product.  For example,  an entrepreneur  came to know from a

salesman in a departmental store that the reason his hosiery was not selling was its dark shade

while most of the young customers want hosiery with light shade. The entrepreneur paid heed

to  this  feedback  and  accordingly  changed  the  shade  of  his  hosiery  to  light  shade.

Entrepreneur found his hosiery enjoying increasing demand just within a month.

Government:

At times, the Government can also be a source of new product ideas in various ways. For

example,  government  from  time  to  time  issues  regulations  on  product  production  and

consumption. Many a times, these regulations become excellent sources for new ideas for

enterprise formation. For example, government’s regulations on ban on polythene bags have

given new idea to manufacture jute bags for marketing convenience of the sellers and buyers.



A prospective  entrepreneur  can  also  get  enterprise  idea  from the  publications  of  patents

available for license or sale.

Besides, there are some governmental agencies that assist entrepreneurs in obtaining specific

product information. Such information can also become basis for enterprise formation.

Research and Development:

The last but no means the least source of new ideas is research and development (R&D)

activity. R&D can be carried out in-house or outside the organization. R&D activity suggests

what  and  how  a  new  or  modified  product  can  be  produced  to  meet  the  customers’

requirements. Available evidences indicate that many new product development, or say, new

enterprise establishments have been the outcome of R&D activity. For example, one research

scientist in a Fortune 500 company developed a new plastic resin that became the basis of a

new product, a plastic molded modular cup pallet. Most of the product diversifications have

stemmed from the organization’s R&D activity.

Methods of Generating Ideas:

As seen above, there could be variety of sources available to generate ideas for enterprise

formation. But, even after generating ideas to convert these into enterprise is still a problem

for the prospective entrepreneur. The reason is not difficult to seek.

This involves a process including first generating the ideas and then scrutinizing of the ideas

generated to come up with an idea to serve as the basis for a new enterprise formation. The

entrepreneur can use several methods to generate new ideas. However, the most commonly

used methods of generating ideas are: focus groups, brainstorming, and problem inventory

analysis.

These are discussed as follows:

Focus Groups:

A  group  called  ‘focus  group’  consisting  of  6-12  members  belonging  to  various  socio-

economic backgrounds are formed to focus on some particular matter like new product idea.

The focus group is facilitated by a moderator to have an open in-depth discussion. The mode

of the discussion of the group can be in either a directive or a non-directive manner. The



comment from other members is supplied with an objective to stimulate group discussion and

conceptualize and develop new product idea to meet the market requirement. While focusing

on particular matter, the focus group not only generates new ideas, but screens the ideas also

to come up with the most excellent idea to be pursued as a venture.

Brainstorming:

Brainstorming technique was originally adopted by Alex Osborn in 1938 in an American

Company for encouraging creative thinking in groups of six to eight people. According to

Osborn,  brainstorming  means  using  the  brain  to  storm the  issue/problem.  Brainstorming

ultimately boils down to generate a number of ideas to be considered for the dealing with the

issue/problem.  However,  brainstorming  exercise  to  be effective  needs  to  follow a modus

operandi involving four basic guidelines:

1. Generate as many ideas as possible.

2. Be creative, freewheeling, and imaginative.

3. Build upon piggyback, extend, or combine earlier ideas.

4. Withhold criticism of others’ ideas.

There are two principles that underlie brainstorming. One is differed judgment, by which all

ideas are encouraged without criticism and evaluation. The second principle is that quantity

breeds quality. The brainstorming session to be effective needs to work like a fun, free from

any type of compulsions and pressures.

Each member needs to have willingness and capacity to listen to others’ thoughts, to use

these thoughts as a stimulus to spark new ideas of their own, and then feel free to express

them. As such, efforts  are made to keep the brainstorming session free from any sort  of

dominance and obstruction derailing and inhibiting discussion to proceed in a desired manner

to serve its purpose. A normal brainstorming session lasts for from ten minutes to one hour

and does not require much preparation.

Problem Inventory Analysis:



Problem Inventory analysis though seems similar to focus group method, yet it is somewhat

different from the latter in the sense that it not only generates the ideas, but also identifies the

problems the product faces. The procedure involves two steps: One, providing consumers a

list of specific problems in a general product category.

Two identifying and discussing the products in the category that, suffer from the specific

problems. This method is found relatively more effective for the reason that it is easier to

relate known products to a set of suggested problems and then arrive at a new product idea.

However, experiences available suggest that problem inventory analysis method should better

be used for generating and identifying new ideas for screening and evaluation. The results

derived from product inventory analysis need to be carefully screened and evaluated as they

may not actually reflect a genuine business opportunity.

For example, General Foods’ introduction of a compact cereal box in response to the problem

that the available boxes did not fit well on the shelf was not successful, as the problem of

package size had little effect on actual purchasing behaviour. Therefore, to ensure the better if

not the best results, problem inventory analysis should be used primarily to generate product

ideas for evaluation.

All of above sources and methods may give a few ideas about the possible projects to be

examined as the final project or product.

Following are some illustrative sources of generation of business ideas:

a. Realizing that especially service class people find it inconvenient to take milk pot with

them to office that they need to buy milk while coming back from the office in the evening,

to provide milk in sachets or tetra packs could be a new business idea.

b. Having faced difficulty in finding out accommodation and transport facility while on visits

to  a new/tourist  place may give  one an idea to  start  a  travel  agency providing complete

package of facilities to the visitors to a new / tourist place.

c. Knowing that many people have hobby or even develop passion for gardening may give

rise to an idea of setting up one’s own nursery.



d. Seeing that most of the people coming from outside to a particular place buy its unique

items as souvenir like tea from Assam, the Model of Taj from Agra, etc. may give idea to

produce the local item as souvenir.

e.  Recognizing  the  increasing  application  of  computers  in  offices  as  well  as  business

organizations, irrespective of its size, may give an idea to set-up a computer-training centre.

Once  ideas  have  being  generated  following  the  above  process,  the  next  step  comes  is

identification of above generated ideas as opportunities.

Opportunity/Product Identification:

After going through above process, one might have been able to generate some ideas that can

be  considered  to  be  pursued  as  ones  business  enterprise.  Imagine  that  someone  have

generated the five ideas as opportunities as a result of above analysis:

1. Nut and bolt manufacturing (industry)

2. Lakhani Shoes (industry)

3. Photocopying unit (service-based industry)

4. Electro-type writer servicing (service-based industry).

4. Polythene bags for textile industry (ancillary industry)

An entrepreneur cannot start all above five types of enterprises due to small in size in terms

of capital,  capability,  and other  resources.  Hence,  he/she needs  to  finally  select  one idea

which  he/she  thinks  the  most  suitable  to  be  pursued  as  an  enterprise.  How  does  the

entrepreneur select the most suitable project out of the alternatives available? 



Government Policies for Entrepreneurs 
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. Who are Entrepreneurs ? • An Entrepreneur is an individual who efficiently and effectively combines 

the four factors of production. Those factors are land (natural resources), labor (human input into 

production using available resources), capital (any type of equipment used in production i.e. 

machinery) & Enterprise. • Entrepreneurship means different things to different people. Conceptually 

and in practice, the term hints of no stereotypical model. Yet its very etymology – derived from the 

French ‘entreprenerd which literally means, ‘to undertake’ – indicates the minimum characteristics of 

an entrepreneur. True Thoughts Entrepreneurs are those who live a few years of their life like most 

people won’t, so that they can spend rest of their life like most people can’t. -Anonymous 

 Why Govt. need them ? Every successful entrepreneur brings about benefits not only for himself/ 

herself but for the society or country as a whole. The benefits that can be derived from entrepreneurial 

activities are as follows: Discover new markets In economics, markets are people who are willing & 

able to satisfy their needs is called effective demand. Entreprenuers create customers or buyers 

because they are resourceful. Discover New Sources of Materials Due to the innovative nature of 

Entreprenuers, they persist on discovering new sources of materials to inprove their entreprises. 

 Mobilize Capital Resources Capital resources, from a layman’s view, refer to money. However, in 

economics, capital resources represent machines, buildings & other physical productive resources. 

Entrepreneurs have initiative and self- confidence in accumulating & mobilizing capital resources for 

their business Introduce New Technologies Aside from being innovators & reasonable risk-takers, 

entrepreneurs take advantage of business opportunities. Every year there are new technologies & 

products to satisfy human needs. Create Employment The biggest employer is the private sector. 

Millions of jobs are provided by factories, service industries, agricultural enterprises & small-scale 

businesses. True Thoughts If you want to develop the world in a simpler manner, Become an 

Entrepreneur, Everything will be changed simply. -Anonymous 

Govt. Policies for Entrepreneurs Keeping in view the contribution of small scale business  in providing 

employment to the present generation, regional development of the country, promotion of exports 

and various policies are coming as a thrust that are targeting towards establishing, promoting and 

developing small business sector, particularly the rural industries and the cottage and village industries 

in backward areas. Central and State Government are actively participating in self-employment 

opportunities by providing assistance in respect of infrastructure, finance, technology, training, raw-

materials, and marketing. The various policies insist on the utilization of local resources and raw 

materials and locally available manpower and further these are translated into action through various 

agencies, departments, corporations, etc., all coming under the purview of the industries department. 

All these are primarily concerned with the promotion of small and rural industries. Some of the 

support measures and programmers meant for the promotion of small and rural industries are 

discussed below:  



National Bank for Agriculture and Rural Development (NABARD) NABARD was established in 1982 

to promote integrated rural development. Since then, it has keep on adapting multi dimensions 

strategy for the promotion of rural business. Not only agriculture but it also supports small industries, 

cottage and village industries, and rural artisans using credit and non-credit approaches. It also offers 

counseling and consultancy services and organizes various training and development programs for 

rural entrepreneurs. 

The Rural Small Business Development Centre (RSBDC) It is the first of its kind established by the 

world association for small and medium enterprises which is sponsored by NABARD. It provides 

assistance to the socially and economically disadvantaged individuals and groups. It aims at providing 

management and technical support to current and prospective micro and small entrepreneurs in rural 

areas. Through these programs it covers a large number of rural unemployed youth and women in 

several trades, which includes food processing, soft toys making, ready-made garments, candle 

making, incense stick making, two-wheeler repairing and servicing, vermicomposting, and non-

conventional building materials. 

National Small Industries Corporation (NSIC) This was established in 1955 with vision to promote aid 

and foster the growth of small business units in the country. This focuses on the commercial aspects 

of these functions. Export the products of small business units and develop export-worthiness . Supply 

indigenous and imported machines on easy hire-purchase terms. Procure, supply and distribute 

indigenous and imported raw materials. Creating awareness on technological up gradation. 

Developing software technology parks and technology transfer centers. 

 Small Industries Development Bank of India (SIDBI) Set up as an apex bank to provide direct/indirect 

financial assistance under different schemes, to meet credit needs of small entrepreneurs or business 

organizations. To coordinate the functions of other institutions in similar activities The National 

Commission for Enterprises in the Unorganized Sector (NCEUS)  

The NCEUS was constituted in September, 2004, with the following objectives: * To recommend 

measures considered necessary for improving the productivity of small enterprises in the informal 

sector. * To enhance the competitiveness of the sector in the emerging global environment * To 

generate more employment opportunities on a sustainable basis, particularly in the rural areas. * 

Potential for public-private partnerships in imparting the skills required by the informal sector. 

Provision of micro-finance and related services to the informal sector. 

Rural and Women Entrepreneurship Development (RWED) The Rural and Women Entrepreneurship 

Development programs aims at promoting a suitable business environment and to encourage and 

support the entrepreneurial initiatives of people and specially women. RWE provides the following 

services: * Creating a business environment that encourages initiatives of rural and women 

entrepreneurs. * Providing training manuals for women entrepreneurs and training them. 

 World Association for Small and Medium Enterprises (WASME) It is the only International Non-

Governmental Organization of micro, small and medium enterprises based in India, which set up an 

International Committee for Rural Industrialization. Its aim is to develop an action plan model for 

sustained and continuous growth of rural enterprises.  

Beside this, there are several plans or schemes are there to promote the non-farm sector, mostly 

initiated by the Government of India. * Schemes for entrepreneurship through subsidized loans like 

Integrated Rural Development Program (IRDP), * Prime Minister Rojgar Yojana (PMRY), schemes to 

provide skills like Training of Rural Youth for Self Employment (TRYSEM), and * Schemes to 



strengthen the gender component like Development of Women and Children in Rural Areas 

(DWCRA). 

Scheme of Fund for Regeneration of Traditional Industries (SFURTI) The Central Government set up 

this fund with Rs. 100 crores allocation in the year 2005 which is implemented by the Ministry of Agro 

and Rural Industries in collaboration with State Governments. The main objectives of the scheme are 

as follows: * To build innovative and traditional skills, improve technologies and encourage public-

private partnerships, develop market intelligence etc., to make them competitive, profitable and 

sustainable; and * To create sustained employment opportunities in traditional industries. 

Future challenges ahead for Govt. • Create up-to-date information source for start-up entrepreneurs 

in the form of source books, web portals and ‘one stop shops’ and widen dissemination of all relevant 

information. • Introduce a Single Unique Company Number to be used by new businesses for 

company, social security and tax registrations. • Improve the current Single Window System of getting 

clearances and introduce a Single Composite Application Form. • Ease the process of filing taxes by 

reducing the frequency of tax payments and multiplicity of procedures. 

 Create specialized commercial courts for speedy enforcement of contracts. • Reform bankruptcy 

laws to ease the process of closing down businesses. • Speed up development of world-class 

infrastructure. • Ensure proper publicity and implementation of various promotional schemes and 

policies. • Set up a Public Fund for new entrepreneurs using innovative PPP mechanisms. • Explore 

venture debt instruments with the help of innovative PPP mechanisms, through SIDBI and similar 

institutions. • Establish a secondary market for trade in stocks of smaller companies. 

Conclusions: 

 Entrepreneurship play a very critical and major role in the development of the economy of the country 

as this is the key contributor to innovativeness and product improvement. It is one of the important 

factors to the creation of new employments and in the building of communities in ways of offering 

them jobs. Governments should develop policies which will enhance entrepreneurship by 

understanding the critical differences existing between small business owners and entrepreneurship. 

At the same time, a misconception about entrepreneurs and where entrepreneurs can be found can 

also help the local people to create the right picture of entrepreneurship and thus become aggressive 

and contribute to economic development. The persistent complaint of small scale units of being 

subjected to a large number of Acts and Laws, being required to maintain a number of registers and 

submit returns, and face an army of inspectors, would be attended to within a specified time frame of 

three months. Procedures would be simplified, bureaucratic controls effectively reduced, unnecessary 

interference eliminated and paper work cut down to the minimum to enable the entrepreneurs to 

concentrate on production and marketing functions. The fact that while state governments devise 

special policies that target the growth of the MSME sector, there are various general development 

policies which are not specifically aimed at any sector but which seem to have very strong, positive 

and significant impact on the development of the MSME sector i.e. improving access to finance in the 

form of availability of bank branches and improved infrastructure facilities. Both, banks and the 

government financial subsidies are ultimately aimed at providing improved access to credit to 

entrepreneurs within the MSME sector. But the subsequent impact that they have are opposite to one 

another. While banks seem to improve growth, the government subsidies are negatively related to all 

performance measure of MSMEs. 
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An entrepreneur require specific managerial skills 
in order to be successful in his ventures. 

Entrepreneurs are individuals 
who have the courage to take several 

risks & Uncertainties, and single 
handedly operate their business 

smoothly and successfully. 
An entrepreneur 

is a Leader, Innovator, Thinker and 
Motivator for his team. 



 Essential 
Manageria

l Skills 

 Time Management
 Business Planning
 Employee Management
 Customer Management
 Sales Management
 Financial Management
 Business Management



• Time 
Managemen
t

  The most valuable asset for young 
entrepreneurs is their TIME. 

 As an entrepreneur, you have to take 
care of so many things together and 
Time Management is the key to keep 
everything on track. 

 It is vital to get more work done in 
less amount of time by eliminating 
interruptions, prioritising tasks and 
increasing effectiveness as well as 
productivity. 

 Effective time management allows 
entrepreneurs to assign specific 
time slots to the activities as per 
their importance. 

 It also gives them the ability to 
participate in future planning, 
economic forecasting and market 
research.



Business 
Planning

Every entrepreneur needs to develop 
a business plan or a blueprint of 
how will he develop his new 
business. 

A good business plan consists of a 
single document divided into 
several sections including the 
description of the organisation, 
market research, sales 
strategies, competitive analysis 
and financial data. 

A well-planned blueprint or project 
outline acts as a strong foundation 
for the success of the venture. 

It facilitates the entrepreneurs to 
make their business fit into the 
industry, identify their target 
market and plan to capture them.



Employee 
Managemen
t

 An entrepreneur must know 
how to manage the people. 

 He should be a good judge of 
character and abilities of an 
individual such as hiring the 
right employee is the 
foremost step for the success 
of a company. 

 Successful entrepreneurs 
should know how to motivate 
the employees in order to 
work effectively and 
contribute to garner customer 
experience.



Customer 
Managemen
t

 An entrepreneur must know 
how to manage his 
relationship with existing 
customers with a focus on 
creating brand loyalty towards 
his business. 

 This is the easiest and most 
effective method to increase 
revenues. 

 Entrepreneurs must have 
problem-solving skills, 
communication skills, 
attentiveness and patience to 
manage customers effectively.



Sales 
Managemen
t

Selling or sale management 
is an essential skill every 
entrepreneur must master. 

You need to completely 
understand the sale 
activities. 

This helps the 
entrepreneurs to tackle the 
challenges that they may 
face in their sale 
management journey.



Financial 
Managemen
t

 Even if your business’s finance is 
handled by a chartered accountant 
or a finance professional, you must 
know planning, organising, directing 
and controlling the financial 
activities such as procurement and 
utilisation of funds. 

With a good financial management 
system, one can make decisions to 
improve the business operations and 
expansion.



Business 
Managemen
t

 Being a successful entrepreneur 
involves more than enthusiasm 
and a good eye for new 
opportunities. 

 A thorough understanding of the 
essential business functions is a 
prerequisite for entrepreneurs 
who want to take their business 
to the next level. 

 They must have the complete 
know-how of general 
management, finance, marketing, 
operations management, 
purchasing, supply chain, human 
resources and public relations.



So, these are some of the essential 
managerial skills that help the 

entrepreneurs to succeed and take 
their business to the next level. 
If you want to embark on the 

journey of entrepreneurship, then 
you can easily brace your skills 

according to your time schedule  



Apart from these basic managerial skills, a 
future Next Gen entrepreneur must also have 
a grip on certain other factors that will enable 
them to exercise a strong foothold among his 
competitors. 

Information and knowledge are the key 
elements of management. Implementations of 
these elements are very crucial. 

Involvement in the society by taking on social 
responsibilities goes a long way in 
establishing the business as a responsible 
entity that helps make the world a better 
place while also using the market for good.



Passionate: An entrepreneur can 
be trained for certain managerial 
skills and expertise in the same, 
but one cannot be trained to be 
passionate as it is inbuilt. 

It is also imperative that the 
entrepreneur remains self-
motivated to achieve success and 
reach their goals.



Vibrant Personality: A charismatic 
person can never be overlooked due to 
their unique personality and the wisdom 
they display in the form of their 
brilliance. 

An entrepreneur should live by the ‘Be 
simple, but significant’ motto. 
A leader possesses traits which leave a 
long-lasting impact on their industry 
peers and subordinates. 
A principle trait in an entrepreneur is 
their dedication and reliance on hard 
work, without which an organization 
cannot be constructed.



Ready-to-go attitude: A strong 
temperament will always help an 
entrepreneur sail smoothly through the 
highs and lows of the business. 

They must have a ready-to-go attitude 
as it will help them perform better as a 
thought leader among his competitors in 
the market. They take risks and tasks 
head-on as and when they may appear, 
keeping in mind the inconsistencies and 
unpredictability of running a business.



Self-introspection: The capacity to look 
closely and examine one’s nature and 
social behavior while developing deeper 
insights for self-learning in business is 
an essential part of growing. 
This will provides a deeper 
understanding of the situation at hand, 
no matter the number of fluctuations in 
business. 
A true entrepreneur lives by the popular 
Japanese proverb - ‘Fall down seven 
times, get up eight.’ It is important to 
keep a check on the strategies which 
may lead to failure and rectify in 
accordance when taking a risk in 
business.



Flexibility: An entrepreneur needs to 
exercise flexibility and adopt certain 
changes for the benefit of the company. 

In order to lead, one  should keep in 
mind that there are certain  pre-
requisites to run a successful business; 
the prime factor being that the needs of 
others always come first and one should 
always be open to change.



Self-belief: In order to survive a storm in 
relation to a business that is prone to 
vulnerability, one must prioritize and 
modify their business strategies and 
policies. 

This can be done effectively by making 
careful alterations to one’s character 
through self- discipline, patience, and 
self- belief. 

These qualities that define  an 
entrepreneur  evolve as a result of all 
the difficulties that come their way.



Money Management: All our lives we are 
taught that time is money and for an 
entrepreneur managing these two 
resources with the utmost care and 
patience is extremely crucial.  

In simple words, a person needs to 
efficiently control his investments, 
savings, and expenses. This attribute in 
an entrepreneur is as important as the 
skill to carry out the business itself.



Networking: In a world where we are 
connected to each other through social 
media platforms business professionals 
can share their ideas on social media 
platforms in order to connect with 
people who can be of significance and 
can contribute towards their growth.

Networking helps entrepreneurs to 
develop various skill-sets such as 
communicating with a large number of 
audiences, gaining a deeper insight of 
the market trends and so much more.



These additional tips can also help 
traditional entrepreneurs grow and 
gain prosperity in their profession. 

As time passes by, it is really important 
to grow and evolve not only for 

individual improvement but also for 
business benefits.  



OPPORTUNITIES FOR AGRIPRENEUR AND RURAL ENTREPRENEUR

While  thinking about  business opportunities,  I  am reminded of the statement  of Douglas

MacArthur  given  as  opening  quotation:  “There  is  no  security  on  this  earth  –  only

opportunity.” Regarding the availability of (business) opportunities, the views of Thomas J.

Watson also seem quite worth citing: “Opportunity never knocks on the door. You have to

knock  on  opportunity’s  door  and  they  are  all  around.”  The  fact  remains  that  there  are

opportunities available everywhere in and around us. What is actually required is to have the

lenses to see and recognize the same. There exist innumerable business opportunities in the

environment for unleashing by the entrepreneurs.

The various business opportunities, for example, available in the environment include but are

not confined to the following only:

1. Tourism:

By now, tourism has emerged as number one largest smokeless and fast growing industry in

the world due to its ample promises and prospects. Presently, it accounts for 8% of the world

trade and around 20 % of service sector in the world. Evidences indicate that many countries

have  progressed  from  backward  to  developing  to  developed,  mainly  due  to  tourism

development. For example, tourism industry contributes to more than 70% of the national

income of some of the countries  like Malaysia  and Singapore.  However,  its  share to  the

national income of India is still dismally low at 2.5%. Though India shelters around 15 % of

the world population with its 2.5% of the world territory, it accounts for only 0.40 % in the

world tourism market. However, the prognostic picture of the Indian tourism is not because

of lack of tourism potential, but because of unleashing of the ample tourism potential she is

endowed with. In fact, India too is a treasure trove for tourism development. She possesses

long, unspoiled beaches of golden sands and swaying coconut trees; from winding trails that

take you gently up the snowy slopes of a great mountain range like the Himalayas unfurling

images of quaint, timeless communities; from sprawling forts and breathtaking palaces that

hide in their bosoms so many tales of intrigue and ambitions, love and betrayal; from wildlife

sanctuaries and sea worlds, Disney lands and shopping festivals. There hardly appears to be a

thing that is not worthy of some showering of tourist’s attention and attraction. Recognizing

the  India’s  vast  tourism potential,  the  World  Travel  and  Tourism Council  (WTTC)  has

predicted: “India has potential to become number one tourist destination in the world with the

demand growing at 10.1% per annum.”



2. Automobile:

India has made much headway in automobile industry and by now has emerges as a hot spot

for automobiles and auto-components. A cost- effective hub for auto components sourcing

for  global  auto  makers,  the  automobile  sector  is  by  all  indications  a  potential  sector  for

entrepreneurs  in  India.  This  is  confirmed  by  a  record  increase  registered  by  automobile

industry in India. The automobile industry recorded a 26 per cent growth in domestic sales in

the year 2009-10. It is India’s strong sales that have made her the second fastest growing

automobile  market  after  China  in  the  world.  India  being  one  of  the  world’s  largest

manufacturers of small cars with a strong engineering base and expertise, there are still many

segments untapped and un-served those entrepreneurs can focus on in India’s automobile and

auto components sector in future.

3. Textiles:

India is famous for its textiles since long time. What is worth mentioning that the style of

apparel is unique from region to state, thus, offering a diversified market for apparel / textile

products in the country? In view of this, India holds good potential to grow as a preferred

location for manufacturing textiles taking into account the huge demand for garments. Places

like Tripura and Ludhiana are, for example, now export hubs for textiles in the country. A

better understanding of the textiles markets and the varied customer needs can greatly help

unleash the potential this sector holds in our country.

4. Social Ventures:

Like  many  other  developmental  activities,  entrepreneurship  development  is  also  context-

specific.  The recent  social  issues  providing  a  different  entrepreneurial  context  has  given

emergence to yet another breed of entrepreneurship called’ social entrepreneurship. With a

view to ameliorate the social fabric of the society, increasing number of entrepreneurs has

started their  social  ventures.  SEWA and Lizzat Pappad, for example,  are such two social

ventures  hardly  get  missed  while  mentioning  about  social  entrepreneurship.  Muhammad

Yunus’s ‘Gramin Bank’ in Bangladesh is the worldwide known social venture of the recent

times.



There  is  myriad  of  social  issues  or  problems  in  the  countryside  in  India,  thus,  offering

opportunity to young entrepreneurs to plunge into this sector. However, plunging into social

ventures is as much useful is so much challenging also.

5. Software:

India is known for its largest pool of world class software engineer’s world over. IT sector

has contributed substantially to the Indian economy. With one of the largest pool of software

engineers, Indian entrepreneurs can set higher targets in hardware and software development.

With more overseas companies outsourcing contracts to India, business to business solutions

and services emerge as potential activities for the knowledge-based entrepreneurs in future.

Entrepreneurs can cash in on the rise in demand for IT services with innovative and cost

effective solutions.

6. Engineering Goods:

India continues to be one of the fastest growing exporters of engineering goods, growing at a

rate  of 30.1 per cent.  The government  has set  a target  of $110 billion by 2014 for total

engineering exports. Entrepreneurs must capitalise on the booming demand for products from

the engineering industry.

7. Franchising:

As a boon of New Economic Policy 1991 of the Government of India, India is now well

connected with the world economies. Hence, franchising with leading brands to spread across

the  country  could  also  offer  ample  opportunities  for  young  entrepreneurs  especially  in

services sector like education and health. With many small towns developing at a fast pace in

India, there is vast scope for spreading franchising business in the countryside in future.

8. Education and Training:

Knowledge  being  power,  on  the  one  hand,  and  Government’s  increasing  emphasis  on

spreading education, on the other, there is a good demand for education and online tutorial

services  in  the  country.  With  good facilities  at  competitive  rates,  India  can  attract  more

students  from abroad  in  coming  years  signs  of  which  have  already  started.  Need-based

educational  programmes  with  innovative  teaching  methods  can  help  in  a  big  way  make

education develop and flourish as an industry in the country.



9. Food Processing:

Broadly,  food processing  industries  include  cannery,  meat  packing  plant,  slaughterhouse,

sugar  industry,  vegetable  packing  plants,  industrial  rendering,  etc.  India’s  mainstay  is

agriculture.  Entrepreneurs  can  explore  many  options  in  the  food-grain  cultivation  and

marketing segments. Inefficient management, lack of infrastructure, proper storage facilities

leads to huge losses of food grains and fresh produce in India. Unfortunately,  very small

portion of our food production is processed for manufacturing purposes as is evident from the

following figures: Food Production is Processed for Manufacturing Purposes Likewise, the

level  of  processing  in  perishable  foods  like  fruits  and vegetables  (2.2%),  milk  and milk

products (35%), meat (21%), poultry (6%) and marine products (8%) is also at a quite low

level of total production. Thus, it is evident from above figures that there remains a lot of

scope  for  agri-business  or  agri-  preneurship  development  in  the  country.  As  such,

entrepreneurs  can  add  value  to  these  produce  with  proper  management  and  marketing

initiatives.  The processed food market opens a great potential  for entrepreneurs be it  fast

food,  packaged  food  or  organic  food.  That  there  will  be  more  and  more  demand  for

readymade or processed food in coming days is already indicated by the meteoritic growth of

Mumbai’s  Dabbawala.  Thus,  food  processing  industry  offers  yet  more  opportunities  for

entrepreneurship development to establish and run food-based industries.

10. Corporate Demands:

There will be a good demand for formal attire with more companies opening their offices in

India. People who can meet this demand in a cost-effective way can make a good business.

With  corporate  gifting  getting  very popular,  this  is  also a  unique  business  to  explore  in

growing urban culture in India.

11. Ayurveda and Traditional Medicine:

India is well known for its herbal and Ayurvedic products. With increasing awareness about

the ill-effects of allopathic medicines, there will be a huge demand for cosmetics, natural

medicines and remedies in coming time.

12. Organic Farming:



Organic farming has been in practice in India for long time. That the importance of organic

farming  will  assume  increasing  importance  in  the  country  is  evident  by  the  fact  that

increasing number of consumers especially foreigners have been preferring to only organic

products. Therefore, the prospective entrepreneurs can focus on business opportunities in this

promising sector of the country. Yes, many small-time farmers have already adopted organic

farming but the huge demand is still unmet which offers good opportunities for those agri-

preneurs who can promote organic farming on a large-scale in the country.

13. Media: 

The media industry has also huge opportunities to offer to young entrepreneurs. With the

huge growth of this segment, any business in this field will help entrepreneurs reap huge

benefits. Television, advertising, print and digital media have seen a boom in business in the

recent times and is likely to grow more in coming times.

According  to  a  report  prepared  by the  Federation  of  Indian  Chamber  of  Commerce  and

Industry (FICCI), digitisation,  regionalisation,  competition,  innovation,  process,  marketing

and distribution will drive the growth of India’s media and entertainment sector furthermore

in coming times.

14. Packaging:

With China invading the markets with cheap plastic goods and packaging materials, there is a

good opportunity to develop good packaging materials to meet domestic and foreign demand.

There is a huge demand from various sectors like agriculture, automotive, consumer goods,

healthcare infrastructure and packaging sectors for plastics.

15. Floriculture:

India’s  floriculture  segment  is  small  and  unorganized.  There  is  a  lot  to  be  done  in  this

lucrative sector. The global trade in floriculture products is worth $9.4 billion. With a 8 per

cent growth, it is expected to grow to $16 billion by 2010. India’s share in world trade is just

0.18 per cent. This is a huge market to be tapped considering the rising demand for fresh

flowers. More awareness and better farming and infrastructure can boost exports of flowers in

coming times.



16. Toys:

Another evergreen industry is toy manufacturing. India has potential to manufacture cost-

effective  and safe toys for  the world.  With  Chinese toys being pulled  up for  toxins,  the

market for safe and good quality, toys beckons Indian entrepreneurs. 

17. Healthcare Sector:

India’s  healthcare  sector  dismal  till  the other  day has now good prospects  to  develop in

future. The private sector, that is, individual entrepreneurs can play a vital role in developing

this sector. With medical tourism also gaining momentum, the sector can attract foreigners

who are looking for cost- effective treatment in countries like India.

18. Biotechnology:

After the software sector, biotechnology opens a huge potential for entrepreneurs in India.

Global evidences confirm that agricultural biotechnology has a major impact on agricultural

productivity. That is why increasing emphasis has been given to research and development in

the agro-biotech sector with an aim to produce crops with high level of tolerance against cold,

heat and salinity.

A number of improved food products have also been developed.  It  is expected that  with

increase in investment in research and development in India, agro-bio technology will further

develop and, in turn, Indian agriculture will develop. The future entrepreneurs can, therefore,

look at a plethora of options available with the application of biotechnology in agriculture,

horticulture, sericulture, poultry, dairy and production of fruits and vegetables.

19. Energy Solutions:

In a power starved nation like ours,  the need to develop cost-effective and power-saving

devices  is  gaining  ever  increasing  significance.  There  is  a  huge  demand  for  low-cost

sustainable energy saving devices as well. The government has already unveiled the National

Solar Mission which has set a target of 20,000 MW of solar generating capacity by the end of

the 13th Five Year Plan.

Prime Minister Manmohan Singh had urged the industry to see the huge business opportunity

and set up ‘Solar Valleys’ on the lines of the Silicon Valleys. These solar valleys can become



hubs for solar science, solar engineering and solar research, fabrication and manufacturing.

So there is a big opportunity for entrepreneurs in this sector as well in our country.

20. Recycling Business:

E-waste  will  rise  to  alarming  proportions  in  the  developing world within  a  decade,  with

computer waste in India alone to grow by 500 per cent from 2007 levels by 2020, according

to a UN study. Therefore, this sector also opens new vistas of viable business opportunity for

entrepreneurs in terms of e-waste management and disposal activities in large size.

Recently, a national level conference on entrepreneurship called Entrepreneur India 2011 was

held on July 15th and 16th at Hotel Claridges, New Delhi. The conference was built across

the seven I’s of entrepreneurship:

(i) Inspire,

(ii) Ideate,

(iii) Individual,

(iv) Incubate,

(v) Innovate,

(vi) Invest, and

(vii)  Internationalize  to  discuss  and  deliberate  on  Innovation  and  Entrepreneurship  for

unleashing business opportunities available in the country.





ORGANIZATIONAL AND MANAGERIAL SKILLS

Entrepreneurs are broadly classified into/our categories as mentioned below:

1. Entrepreneurial Functions

2. Managerial Functions

3. Promotional Functions

4. Commercial Functions

These are now discussed in seriatim:

1. Entrepreneurial Functions:

The major entrepreneurial functions include risk bearing, organizing, and innovation. Since

these are already discussed under the heading 1.2 Evolution of the Concept of Entrepreneur,

the same is, therefore, not discussed here again for the sake of repetition.

2. Managerial Functions:

In simple words, management is getting things working with and through others. Different

experts have defined term management differently. According to Henri Fayol (1949) who is

considered the father of ‘principles of management,’ “management is to forecast, to plan, to

organize, to command, to co-ordinate, and to control.”

 In the opinion of George Terry (1953),  “management  is  a distinct  process consisting of

planning, organizing, actuating, and controlling performance to determine and accomplish the

objectives by the use of people and resources.”

The  significance  of  management  function  lies  in  the  fact  that  enterprises  with  excellent

facilities and quality resources have floundered and fizzled out due to either no management

or  poor  management  and enterprises  with  good management  but  with poor  facilities  and

resources have flourished and performed exceedingly well.  In small-scale enterprises,  the

entrepreneur  who  is  the  owner  of  the  enterprise  also,  has  to  perform  the  management

functions as well.



 

The management functions performed by entrepreneur are classified into the following five

types:

1. Planning

2. Organizing

3. Staffing

4. Directing

5. Controlling

A brief description of each of these follows in seriatim:

1. Planning:

In  common  parlance,  planning  is  pre-determined  course  of  action  to  accomplish  the  set

objectives. In other words, planning is today’s projection for tomorrow’s activity. Planning

pervades in all aspects of business. An entrepreneur has to make decisions as to what is to be

done, how it is to be done, when it is to be done, where it is to be done, by whom it is to be

done and so on.

The  importance  of  planning  lies  in  the  fact  that  it  ensures  the  smooth  and  effective

completion  and  running  of  a  business  enterprise.  Absence  of  planning  causes  confusion

which, in turn, affects the smooth performance of job whatsoever it may be.

How? The following anecdote beautifully demonstrates it:

This is a story about four people named Everybody, Somebody, Anybody and Nobody. There

was an important job to be done. Everybody was sure that somebody would do it. Anybody

could  have  done  it,  but  nobody  did  it.  Somebody  got  angry  about  that  because  it  was

Everybody’s  job.  Everybody  thought  anybody  could  do  it,  but  nobody  realized  that

everybody would not do it. It ended up that everybody blamed somebody when nobody did

what anybody could have done.

2. Organising:



The organizing function of an entrepreneur  refers to bringing together  the men, material,

machine,  money, etc.  to execute the plans.  The entrepreneur  assembles and organizes the

above mentioned different organs of an enterprise in such a way that these combinedly start

functioning as one, i.e., enterprise. Thus, organizing function of an entrepreneur ultimately

provides a mechanism for purposive, integrated and co-operative action by many people in a

joint and organized effort to implement a business plan.

3. Staffing:

Staffing involves human resource planning and human resource management. Thus, staffing

function of an entrepreneur includes preparing inventory of personnel available, requirement

of personnel, sources of manpower recruitment, their selection, remuneration, training and

development and periodic appraisal of personnel working in the enterprise.

Business history is replete with evidences that it is basically the staff, i.e., personnel working

in the organization that makes all the difference. While appreciating the role of personnel in

the success of an organization, L. F. Urwick had remarked that, “business houses are made or

broken in the long-run not by markets or capital, patents or equipments, but by men.”

Andrew Carniege’s view that “Take my people and leave my factory, soon grass will grow on

the floor. Take my factory and leave my people, soon we shall build a better factory” also

underlines the significance of people or staffing in the making of an organization. However,

staffing function is as crucial for the success of a business enterprise is equally complex as

well.

4. Directing:

The functions like planning, organizing, and staffing are merely preparations for setting up a

business enterprise. The directing function of entrepreneur actually starts the setting up of

enterprise.  Under  the  directing  function,  the  entrepreneur  guides,  counsels,  teaches,

stimulates  and  activates  his/  her  employees  to  work  efficiently  to  accomplish  the  set

objectives.



Thus, directing function of entrepreneur concerns the total manner in which an entrepreneur

influences the actions of his / her employees/ workers. It is the final action of an entrepreneur

in making his / her employees actually act after all preparations have been completed.

5. Controlling:

Controlling is the last management function performed by the entrepreneur. In simple words,

controlling means to see whether the activities have been performed in conformity with the

plans  or  not.  Thus,  controlling  is  comparison  of  actual  performance  with  the  target  or

standard  performance  and identification  of  variation  between the two,  if  any,  and taking

corrective measures so that the target is accomplished.

3. Promotional Functions:

1. Identification and Selection of Business Idea:

Every intending entrepreneur wants to start the most profitable and rewarding project. The

selection of the most suitable business project involves a process. The intending entrepreneur,

based  on  his  /her  knowledge,  experience,  and  information  gathered  from  friends  and

relatives, generates some possible business ideas which can be examined and pursued as a

business enterprise.

This  process  is  also  described  as  ‘opportunity  scanning  and  identification’.  Then,  the

generated ideas are analysed in terms of costs and benefits  associated with them. Having

made cost-benefit analysis of all the ideas, the most beneficial idea is finally selected to be

pursued as business enterprise.

2. Preparation of Business Plan or Project Report:

The entrepreneur prepares a statement called ‘business plan’ or ‘project report’ of what he /

she proposes to take up. In other words, business plan is a well evolved course of action

devised by entrepreneur to achieve the specified objectives within a specified period of time.



In this sense, business plan is just like an operating document. The preparation of business

plan  is  not  must,  but  it  is  very  much  useful  for  the  entrepreneur  to  establish  his  /  her

enterprise in an effective and smooth manner. But, it  is must for those entrepreneurs who

intend to apply for financial  assistance from the financial  institutions  and banks for their

enterprises.

It contains information about the intending entrepreneur, location of enterprise, requirement

for  land  and  building,  plant  and  machinery,  raw  material,  utilities,  transport  and

communication, manpower, requirement for funds including working capital along with its

sources of supply, break-even point and implementation schedule of the project.

3. Requirement for Finance:

The entrepreneur  prepares requirement  for funds with its  detailed structure.  The financial

requirement is also classified into short-term and long-term separately. Then, the sources of

supply to acquire the required fund are also mentioned. How much will be the share capital in

terms of equity and preference shares and how much will be borrowed capital from different

financial institutions and banks are clearly determined.

4. Commercial Functions:

1. Production / Manufacturing:

Once  the  enterprise  is  finally  established,  it  starts  producing  goods  or  offering  services,

whichever be the case.  Production function includes decisions relating to the selection of

factory site, design and layout, types of products to be produced, research and development,

and design of the product.

The ancillary  activities  include  production  planning and control,  maintenance  and repair,

purchasing, store-keeping, and material handling. The effective performance of production

function, to a large extent, depends on the proper production planning and control.

2. Marketing:

 



All  production  is  basically  meant  for  marketing.  Marketing  is  the  performance  of  those

business activities that direct the flow of goods and services from producer to consumer or

user. Thus, marketing essentially begins and ends with the customers. It is important to note

that marketing is not just selling. In fact, marketing includes much more than selling. Selling

is the last function in marketing activities.

The examples of marketing activities are market or consumer research, product planning and

development, standardization, packaging, pricing, storage, promotional activities, distribution

channel,  etc.  The success  of marketing function is  linked with an appropriate  ‘marketing

mix’. Traditionally, marketing mix referred to 4 Ps, namely, product, price, promotion, and

physical distribution.  Of late,  3 more Ps namely,  packaging,  people, and process are also

added to ‘marketing mix’.

3. Accounting:

The main objective of any business enterprise is to earn profits and create wealth. Whether

the  business  is  fulfilling  its  objective  or  not  is  ascertained  through  accounting.  What  is

accounting?  According  to  the  American  Institute  of  Certified  Public  Accountants,

“Accounting is the art of recording, classifying and summarizing in a significant manner and,

in terms of money, transactions and events which are, in part at least, of a financial character

and interpreting the results thereof.”

Thus, accounting involves a process consisting of the following four stages:

1. Recording the Transactions

2. Classifying the Transactions



3. Summarising the Transactions

4. Preparing the Final Accounts

5. Analysing and Interpreting the Results.

The Profit & Loss Account is prepared for ascertaining whether the business earned profit or

incurred loss during a particular period of time also called ‘accounting year’. The Balance

Sheet is prepared to know the financial position of business during the accounting period.

Hence, the Balance Sheet is also called ‘Position Statement.’



ORGANIZATIONAL SKILLS 

Entrepreneurship  is  all  about  establishing  an  enterprise  and  running  it

successfully in the market place where competition is stiff and challenges

are  enormous.  An  entrepreneur  has  to  be  innovative,  imaginative  and

speculative about the future scenario. He has to work out all permutations

and combinations from raw material to product features, market strategies

and best management of human resources; and be one step ahead of the

competitors in respective field. 

Failing to organize will often lead to chaos or, at the very least, an increase

in stress levels. This occurs as you attempt to make sense of everything that

surrounds you for the sake of making life easier.

The need to have organizational ability becomes even more important when

you are the entrepreneur. After all, people turn to you for inspiration and it

will hardly be inspiring if they see you freaking out.

But where do you start by becoming more organized? Well,  I’m about to

guide  you  through  the  key  organizational  skills  that  every  entrepreneur

needs to know. By the end, it will mean that you are in a better position to

be a more effective entrepreneur.

So, let’s get to it!

1. Time Management

Poor time-management is at the root of so many issues within an enterprise/

company. As an entrepreneur, it’s your responsibility to ensure that things

run like clockwork. This is only possible by having a firm understanding of

what it is to be organized.

Failure in this area will lead to you being unable to stay on the task in front

of you. Suddenly, your ability to juggle everything at once diminishes before

you. It won’t take much before it all comes crashing down, resulting in you

being viewed as rather unreliable.



Be aware of the following:  the tasks for  completion,  their  deadlines,  the

amount of work required and anything that cannot be delayed or avoided at

any cost. Make a note of it daily and see how you fare with your list.

2. The Ability to Plan

Failing to plan is planning to fail. Planning makes organizing easier but we

are often lacking when it comes to being able to plan ahead. Again, poor

planning leads to disorganization and more pressure on you.

Remember that planning takes different forms including dealing with time

and how a project  must proceed.  However,  a smart entrepreneur has to

take things one step further to make a difference. You must also be aware of

the plans of others and how they fit into your own approach if they are to

make a difference. This becomes more important when dealing with a multi-

disciplinary team where co-ordination can be problematic without adequate

planning.

This  is  achievable  even  on  a  minute  level  although  that  is  not  always

necessary. A complete absence of planning will only ever lead to problems.

3. Scheduling

Even though this skill does overlap with those mentioned earlier, it’s still

important  enough  to  merit  its  own  individual  point.  Having  a  schedule,

followed by keeping to it, is known to be an effective tool for organizing

your life.

Scheduling indicates to others that you have the awareness about what they

are doing. It also shows you have a firm grip on what is being done and that

there are no issues with balancing a number of projects.

Thanks to scheduling,  your understanding of the time taken for different

aspects becomes improved. This helps you to keep control of a project as

well as coping with problems thanks to an understanding of events.

Scheduling time blocks is also a great technique to help you get organized.

Get What Matters Done by Scheduling Time Blocks

https://www.lifehack.org/327177/8-ways-highly-successful-people-plan-their-time
https://www.lifehack.org/articles/productivity/scheduling-time-blocks.html
https://www.lifehack.org/articles/productivity/scheduling-time-blocks.html


4. Resources Organization

It’s important to get the most out of your resources and this too requires

organization.  Even knowing when to use those resources is important to

prevent them becoming exhausted or used at incorrect times.

Organization in this sense means being acutely aware of the resources at

hand and those you may call upon with a project. Your strength should also

be in linking the correct resource to the right requirement to ensure it fits

into their own abilities. Failure to do this means wasted resources and this

will not reflect well on you.

To be certain of  organization in this  sense,  you must first of all  identify

resources  that  may  be  relevant  before  beginning  a  new  project.  This

prevents you from scrambling around searching for help when you need it

the most.

5. Delegation

Delegation is an art form and not everyone has mastered it. An effective

entrepreneur also understands its importance for a project to run smoothly.

It’s impossible to handle each aspect of a project yourself, and that is where

delegating tasks can help. Being aware of who is best for a particular task

prevents  that  overwhelmed  feeling  which  will  free  you  to  oversee  each

aspect of the project.

An  organized  entrepreneur  will  know their  team and  be  aware  of  their

strengths and weaknesses.[1] Being aware in advance means you will  not

stress when a problem arises as you know who to call for help

Thanks to organization, your team will work more efficiently and complete

each task with less stress on your shoulders.

Take a  look at  this  guide and learn how to  delegate effectively: How to

Delegate Work (the Definitive Guide for Successful Entrepreneurs)

https://www.lifehack.org/688325/how-to-delegate-work-the-definitive-guide-for-successful-leaders
https://www.lifehack.org/688325/how-to-delegate-work-the-definitive-guide-for-successful-leaders


6. Priorities Management

Being capable of prioritizing things will make your life easier. Creating a

‘to-do’ list and understanding which deadlines come first, then it leads to

better  planning  as  well  as  less  stress.  As  your  experience  builds,  you

become more confident at knowing which tasks are the most important.

Disorganized individuals tend to cope in a haphazard way and deal with

things as they arise.  This is  incorrect  as you put energy into the wrong

areas,  and  the  most  important  things  fall  by  the  wayside.  Prioritization

keeps you on track with the order in which you need to complete things.

For this, you must be aware of the tasks at hand and the process for each

one. Check deadlines and other pressing details in advance to allow you to

be better organized.

This article will help you prioritize better: The Ultimate Guide to Prioritizing

Your Work And Life

7. Cooperation Skills

Synergy requires cooperation & collaboration from team members so that it

can be directed towards a single goal. The correct collaboration makes life

easier. The only problem is that it does require organization on your part.

An organized entrepreneur is aware of those individuals that may be the

best person for a particular task. Not organizing leaves you in a position of

searching for help when it should be plain sailing.

This is about more than mere delegation. Instead, the skill is with knowing

in  advance who you can call  upon to  make a  project  run  as  smooth  as

possible. This may also involve other entrepreneurs of various departments,

so working in unison is key.

With this skill, you must become aware of who you may need to collaborate

with before the need arises. Do your research and know who to call upon at

any point.  This allows you to then cope with any problem in a cool  and

efficient manner.

https://www.lifehack.org/810807/prioritizing-work-and-life?itm_source=www.lifehack.org&itm_medium=seo-article&itm_campaign=cold-to-warm&itm_content=text-link&itm_term=101-article
https://www.lifehack.org/810807/prioritizing-work-and-life?itm_source=www.lifehack.org&itm_medium=seo-article&itm_campaign=cold-to-warm&itm_content=text-link&itm_term=101-article


8. Setting Targets and Goals

An organized individual will find it easier to set goals and targets, and then

achieve them. A smart entrepreneur is able to show others that they can set

goals,  work towards them and ultimately  achieve them. The only way in

which this is done is by organization.

It will  be impossible to reach a target if you are unaware of the path to

follow. You must understand the actions that are required or you will never

achieve anything. Organization also helps you to identify each step and any

problems connected to it.

Here, you must identify the target or goal at the earliest opportunity and

then bring forward the other organizational skills that I have mentioned.

9. Maintaining Efficiency

Organization and efficiency go hand in hand as you cannot have one without

the  other.  Efficiency  leads  to  the  need  for  planning  as  the  smoother

something runs, then the fewer problems you encounter and the happier

everybody tends to be.

Being efficient also allows you to know where you are in a project at any

moment. This is due to you having organized things to such an extent that

you are  able  to  counteract  problems  before  they  occur.  Remember  that

efficiency and your ability to identify issues work in unison. If you fail to be

organized, then it is impossible for this to happen.

To learn this skill,  you must set aside time for each project and break it

down into individual segments. Understand how each step must progress

and who will be responsible for each part. Identify problems and how to

resolve them to allow in such a way that everything can run like clockwork.

Efficiency is a skill that develops over time, so continue working on it and

how to improve problem areas to become a stronger entrepreneur.

Learn  how  in  this  article: How  to  Complete  Any  Task  in  the  Most

Time     Efficient     Manner  

https://www.lifehack.org/851896/time-efficient
https://www.lifehack.org/851896/time-efficient
https://www.lifehack.org/759949/how-to-use-smart-goal


10. Clear Communication

A strong entrepreneur needs to be able to communicate clearly at all times.
[2] With your organizational skills, you will find that this is easier to do.

Thanks to these skills, you always know what is happening and can clarify

any issues. You are also able to communicate exactly what you need simply

because you are organized and know the status quo at that point. You will

find it easier to get things started in any way that you wish due to your

ability to put things across in an easy and concise manner.

To have good communication, you have to be confident in your own abilities

as a entrepreneur. If you use the different skills discussed above, you will

notice a greater confidence in your voice which then has a positive influence

on the rest of the team.

If you want to be more confident in your communication skills, check out

this  article: How to  Master  Effective  Communication  Skills  at  Work  and

Home

11. Self-Care

Nothing mentioned above is possible if you are not organized in your own

life. The ability to look after yourself is the glue that holds everything else

together.

You need to  eat  and sleep well,  along with  taking care  of  your  general

health. Organization in each aspect of your life is essential to ensure you

have  a  healthy  balance.  Feeling  under  the  weather,  tired,  stressed  or

anything else negative will have a profound impact on your abilities as a

entrepreneur.

Look at what people expect of you in each part of your life and adopt the

same strategies for each aspect. You can then expect a certain synergy to

occur  between the different  areas allowing them to work with a certain

fluidity.

https://www.lifehack.org/809779/effective-communication-skills
https://www.lifehack.org/809779/effective-communication-skills


This simple guide will be helpful for you to take better care of yourself: 13

Essential     Self-Care     Tips for Busy People  

The Bottom Line

These eleven skills are essential for any smart entrepreneur who wishes to 

be more organized in everything that they do. By bettering yourself along 

these lines, it will lead to not only a greater sense of confidence in yourself, 

but also towards those that look to you for both guidance and inspiration.

https://www.lifehack.org/845052/self-care-tips
https://www.lifehack.org/845052/self-care-tips


Preparation of business plan and proposal writing

A business plan is essential to your company’s success. After all, seven
out of ten businesses fail within five years. We know you’re starting a new
business or moving to expand and want to stay focused on the positive
and  the  last  thing  you  want  to  talk  about  is  failure.  But  for  70%  of
business companies, failure is the reality, and the primary cause is a lack
of planning. Whether it is insufficient market research, financial planning,
management, lack of social media presence, website or something else,
these mistakes all boil down to a lack of planning that can be traced back
to the roots of your company: the business plan.

What is a business plan?

Before we detail how to write a business plan, we should figure out what a
business plan is. Then, we can cover the basics of how to write a business
plan. A business plan in any company is a document with every crucial
detail. It covers the following information: what you are going to sell or
produce, the structure of your business, your vision on how to sell  the
product, how much funding you need, information on financial projections,
among other details.

Before  you  begin  to  implement  your  company’s  business  plan,  it’s
necessary to brainstorm to make sure your team is prepared to answer
some questions:

 Why are we starting/ready to expand the business?

 What  makes  our  company  different?  How  can  we  differentiate
ourselves?

 What solution are we providing? How do we offer it?

 Who are we? Be ready to introduce your management team, any
key players, and advisors.

 Who are your customers? Target business?

 What needs to happen to break even?

 How can we make a profit? In one year? In five years?

However,  there  are  dozens  of  other  questions,  industry-specific  or
otherwise, you should be asking. When first getting started, pay attention
to  those questions.  Your  business  plan must  address  them in  a  clear,
concise, strategic, and realistic way.

Why is a business plan necessary?



The critical perception of a business plan of any company is to show you
that  your  business  is  worth  starting and the idea is  worth  pursuing.  It
provides you with the possibilities to get a detailed look at your goals. In
case there is something to change and improve, it’s high time to do it
before the business plan of your company becomes implemented.

A business plan is integral in selling your company to potential investors
and bankers. But as important, the process of writing involves you and
your  partners  taking  a  real  look  at  what  you  want  the  future  of  your
company to look like and how you’re going to make it happen.

Who is responsible for writing a business plan?

An  individual  or  a  group  of  individuals  who  start  a  business  are
responsible for writing a plan. In most scenarios, it is up to the founders of
the company. It’s important to remember that this is not a document for
internal use only. On the contrary, it’s a promotional document that will
undergo constant updates and changes. Keep in mind whom you write it
for  (investors,  customers,  etc.)  and  do  it  in  an  easy-to-read  language
without challenging to understand words and terms.

When should you write a business plan?

It is evident that a business plan of your company should be documented
before your business starts. Though this step is the first one, this is only
one of those many steps to create and run a business. Even if you have
prepared the best plan ever, it is worth nothing if you fail to implement it
successfully. A business plan can be rather long — make sure it’s not too
long. You want to make sure you include every vital piece of information,
so organization is crucial. With that in mind, we are going to break down
each component. There is no hard-fast rule for private business plans.

However, remember to follow whatever example a bank or loan agency
gives you down to the letter. For a regular plan, as long as you address all
the key points, there can be room for some creativity. We are sharing with
you  the  most  common  headlines  and  sections  found  in  well-received
plans.

Step 1. Executive summary

The summary is where you (succinctly) introduce your vision. Try to make
sure your exec summary answers these questions:

 What sector are you in?

 What products/services do you provide?



 Who is your target audience?

 What does the future of your industry look like?

 How is your company scaleable?

 What are the next steps?

 Who are the owners of your company? Backgrounds? Experience in
sector/business?

 What motivated you to start your company? Why now?

Use our genius, free executive summary template to dive deeper into how
to craft an excellent summary.

Step 2. Mission statement

Yes, this part is important to you and your team. However, this isn’t quite
as important to your audience as you think it is. Your mission statement
should include your goal and the objectives that will  lead you toward it;
your industry, how you see it evolving in the short and long term, and who
your customers are. Your mission statement also says who you are, and
talks about the strengths of you and your team. This is where you, in part
(and in brief), sell the features and benefits of your company.

Step 3. Products and/or services

This part includes information on what you do and what you plan to sell it
for. This is also where you sell the benefits of your business.

This being a business plan and all, it’s important to list the cost
of the products/services you are providing:

 How much does it cost to produce? Versus How much will you sell
each piece for?

 Is there packaging?

 How will the client purchase the product?

 What system will you use to bill them?

 Are there extra costs in getting it to the customer? How will  it be
transported?

The products/services section should also differentiate your new
business:

 What makes your business different?

https://www.pandadoc.com/executive-summary-template/


 What  gives  your  company’s  product  or  service  an  edge  in  the
marketplace?

 What distinguishes it from competitors?

If you are selling a product, sell the general idea and its benefits in this
section,  but  don’t  get  too  technical.  Leave  any  diagrams  or  intricate
designs for the addendum, while inserting the phrase: “For more detail,
visit the addendum Page #.”

Step 4. Marketing plan

Now that you’ve proven what you want to do and how you will  make it
happen, next you will need to detail how you’re going to spread the word.
This is where you prove you know what you’re talking about and that your
company is ready to provide a service to a proven audience.

Your marketing  plan should  be  the  result  of  a  blend  of  first-  and
(reputable) second-hand research into your marketplace. Break it  down
into sections, grouping by market topic. We suggest these seven:

1. Your customers: Are you B2B or B2C? Who are your customers?
How  do  you  plan  to  reach  them?  Where  will  you  sell  your
product/service?  How will  you garner  feedback from them? How will
they know you care?

2. Your  competition: Who  are  your  direct/indirect  competitors?
What’s your advantage? Don’t be shy — tell them you are better and
why.

3. Your  niche: Or  market  or  sector.  Again,  what  separates  your
business from your competitors — how will you make yourself known in
the niche?

4. Your distribution: Of course, this is  a marketing plan, so they’ll
want to know your tricks for promoting within the said niche. How are
you selling it — directly to clients, to a vendor, online, at a store, an
office, freelance, etc.

5. Your advertising: Are you advertising already? Where? When you
have  more  funding,  where  do  you  advertise?  How  will  you  use
advertising to retain customers? Get new ones? Make sure you outline
your  marketing budget  either  here or  within the financial  plan.  How
much will be spent on print, TV/radio, Internet, direct mail, external ads,
etc?

6. Your sales strategy: Depending on the industry, this could be one
of  the  most  important  parts  —  how  are  you  going  to  sell  your
product/service?  Online?  A  sales  team?  Telesales?  How  will  you

https://venngage.com/blog/marketing-plan/


incentivize  sales?  Will  you  offer  a  free  sample  or  trial?  Host  a  free
workshop?

7. Your face: You’ve described how you will market, what, to whom,
on where. Now it’s time to explain the image you’re going to project.
This  can  include  your  slogan,  images,  logos,  website,  social  media
channels, etc.

Step 5. Operational plan

This part takes a reader through the day-to-day of your company,
explaining the:

 Location/Logistics of your business

 Transportation (if you’re selling a product)

 Legal — Do you need a permit? License? Do you need to join a union
or other professional organization?

 Inventory — if you’re selling a product, where will you need to store
it?

 Providers/Suppliers/Freelancers  — Detailed contact  info/pricing for
anyone you’re outsourcing to.

This is a lot of solid, concrete info, but don’t be afraid to add a short lyrical
introduction,  painting  a  more  visual  picture  of  how your  company will
work, briefly walking them through your day-to-day operations. You can
even include a photo or video showing it.

Writing a business plan isn’t just about including all important information.
It’s also about capturing the attention of a reader and convincing him or
her that you are a solid team. Show them why you make a good team,
and then add some candid shots of your company team happily working
together.

Step 6. Management organization

This  part  includes  a  hierarchical  chart  of  your  company  and  how  the
operations we talked about above flow through it. List the positions and
briefly describe the functions of each integral member of your business,
including  but  not  limited  to:  board  of  directors,  advisors,  technical
specialists, accomplished salespeople, accountants, and lawyers.

Then describe any steps for your staff to expand. Also, reflecting it in your
financial  plan,  discuss any new hires you want to make and why. Your



business plan isn’t just about where your company is, but where it’s future
is headed.

Step 7. Fiscal planning

The fiscal piece of your business plan puzzle is the piece investors and
loan  managers  are  going  to  spend the  most  time looking  at.  Without
proper  capitalization  and  financial  planning,  even  the  most  excellent
business idea that fulfills an urgent need is at high risk for failing.

Cash-flow analysis

This reflects what you are going to sell versus your business expenses.
This analysis projects your profit margin.

Profits & Losses analysis

Done in conjunction with the cash-flow, this looks ahead at least a year
and includes revenue predictions,  including graphical  representations of
those numbers.

Break-even analysis

This breaks down how much you have to, well, break even.

Seriously, this is the part they are going to spend the most time looking
at, make sure it’s thorough and realistic.

Step 8. Addendum

As you can probably  guess,  this  is  where you talk about  the rest,  the
boring,  the  things  that  you  probably  won’t  need  to  include.  But  the
addendum shows you did your research. Also, this is where you add any
technical diagrams of your business plan. The addendum is also a great
place  to  put  references  and  press  about  your  company, as  well  as
resumes/CVs, adding  proof  of  your  awesomeness.  The  business  plan
project  manager’s  job is  to organize things most pervasively.  Anything
that’s not essential and is interrupting the flow of information should be
added to the addendum.

How to write a business plan for your industry



A  business  plan  for  an  industry  consists  of  common  points  that  we
discussed above plus a few industry-specific ones. But in general, its goals
remains the same – to show anyone who is interested how serious you are
about  your  undertakings.  Stakeholders,  investors,  bankers,  etc.  should
have  a  clear  answer  to  the  question  “Why  do  people  need  this
business?“

So, if  you have questions like “How to write a business plan for a
restaurant?“,  “How to write a hotel  business plan?” or  “How to
write a business plan for a startup company?“, Refer to the sections
above.

But also, keep in mind that you will need to consult specialists in the fields
and should read professional literature to help craft your plan.

How to build an online business plan

We can do tons of different things online. Are we able to create an online
business plan? We sure can!

Benefits of building an online business plan are boundless

First and foremost, you want to spend your time making your business,
not creating documents. Develop your business plan online allows you to
be more productive, moving past unnecessary struggles like layout and
formatting to stay focused on the message and vision of your business.

 Bring stakeholders/investors closer

By inviting investors into your environment to view your plan,  you are
bringing them closer to your company, staying engaged throughout the
process, and putting forth a much better brand image in the process.

 Give a rocking presentation

Having  an  online  business  plan  also  allows  you  to  give  a  dynamic
presentation to investors. We all  know PowerPoint is passé, so why not
instead  take  them  on  a  journey  inside  your  interactive  online
presentation?

 Keep up with technology

If  your  business  or  sector  involves  any  technology,  an  old  stagnant
business  plan  will  make  you  look,  well,  old-fashioned  and  stagnant.
However,  if  those adjectives describe your investors, you still  have the
option of turning your online plan into a simple PDF to print it out for them
and their red pens.



Moreover,  multimedia  assets  allow  you  to  include  a  portfolio,  video
testimonials,  an  introduction  to  your  staff and  much more  about  your
undertakings.

 Better collaborate

Creating an online business plan is made easier because it’s inherently
more collaborative. You, your teammates and your advisors can all work
together within the cloud-based business plan at the same time.

This is important because your technical experts sure know what they’re
talking about, but then your marketing and sales guys can help them buff
it up, rephrasing everything more compellingly.

These were the benefits. But what about the real steps to build an online
business plan? There is one simple answer — business plan software. The
majority of other actions can quickly be taken from the advice above.

Business plan software helps you organize your plan, taking you step-by-
step  through  the  creation  process.  It  provides  sample  headers  and
templates, so all have to do is fill in the blanks, eliminating the chance
you’ll  forget something important. You can collaborate with teammates
across  offices  or  create  a  multimedia  business  plan with  links  to  your
official website, press, videos and photos. And you can do it in seconds.

Writing a plan can be a tedious exercise, but it’s a crucial one for the
future of your business. It’s not just about attracting investors. Creating a
business plan helps you and your team organize your business better,
with  one  eye  on  its  present  state  and  the  other  on  building  a  future
together.



Preparation of business plan and proposal writing 

Every business needs to have a written business plan. Whether it’s to provide direction or attract investors, a 
business plan is vital for the success for your organization. But, how do you write a business plan?

SBA.gov recommends that a business plan include:

Executive summary -- a snapshot of your business
Company description -- describes what you do
Market analysis - research on your industry, market and competitors
Organization and management -- your business and management structure
Service or product -- the products or services you’re offering
Marketing and sales -- how you’ll market your business and your sales strategy
Funding request -- how much money you’ll need for next 3 to 5 years
Financial projections -- supply information like balance sheets
Appendix -- an optional section that includes résumés and permits
However, getting started may be difficult to do. So, here are seven steps for writing a perfect business plan.

1. Research, research, research.
“Research and analyze your product, your market and your objective expertise,” William Pirraglia, a now-
retired senior financial and management executive, has written. “Consider spending twice as much time 
researching, evaluating and thinking as you spend actually writing the business plan.

“To write the perfect plan, you must know your company, your product, your competition and the market 
intimately.”

In other words, it’s your responsibility to know everything you can about your business and the industry that 
you’re entering. Read everything you can about your industry and talk to your audience.

2. Determine the purpose of your plan.
A business plan, as defined by Entrepreneur, is a “written document describing the nature of the business, 
the sales and marketing strategy, and the financial background, and containing a projected profit and loss 
statement.” However, your business plan can serve several different purposes.

As Entrepreneur notes, it’s “also a road map that provides directions so a business can plan its future and 
helps it avoid bumps in the road.” That’s important to keep in mind if you’re self-funding or bootstrapping 
your business. But, if you want to attract investors, your plan will have a different purpose and you’ll have to 
write a plan that targets them so it will have to be as clear and concise as possible. When you define your 
plan, make sure you have defined these goals personally as well.

3. Create a company profile.
Your company profile includes the history of your organization, what products or services you offer, your 
target market and audience, your resources, how you’re going to solve a problem and what makes your 
business unique. When I crafted my company profile, I put this on our About page.

Company profiles are often found on the company’s official website and are used to attract possible 
customers and talent. However, your profile can be used to describe your company in your business plan. It’s 
not only an essential component of your business plan; it’s also one of the first written parts of the plan.

Having your profile in place makes this step a whole lot easier to compose.

4. Document all aspects of your business.



Investors want to make sure that your business is going to make them money. Because of this expectation, 
investors want to know everything about your business. To help with this process, document everything from 
your expenses, cash flow and industry projections. Also, don’t forget seemingly minor details like your 
location strategy and licensing agreements.

5. Have a strategic marketing plan in place.
A great business plan will always include a strategic and aggressive marketing plan. This typically includes 
achieving marketing objectives such as:

Introducing new products
Extending or regaining market for existing products
Entering new territories for the company
Boosting sales in a particular product, market or price range. Where will this business come from? Be 
specific.
Cross-selling (or bundling) one product with another
Entering into long-term contracts with desirable clients
Raising prices without cutting into sales figures
Refining a product
Having a content marketing strategy
Enhancing manufacturing/product delivery
“Each marketing objective should have several goals (subsets of objectives) and tactics for achieving those 
goals,” states Entrepreneur.

“In the objectives section of your marketing plan, you focus on the ‘what’ and the ‘why’ of the marketing 
tasks for the year ahead. In the implementation section, you focus on the practical, sweat-and-calluses areas 
of who, where, when and how. This is life in the marketing trenches.”

Of course, achieving marketing objectives will have costs. “Your marketing plan needs to have a section in 
which you allocate budgets for each activity planned," Entrepreneur says. It would be beneficial for you to 
create separate budgets for for internal hours (staff time) and external costs (out-of-pocket expenses).

6. Make it adaptable based on your audience.
“The potential readers of a business plan are a varied bunch, ranging from bankers and venture capitalists to
employees,” states Entrepreneur. “Although this is a diverse group, it is a finite one. And each type of reader 
does have certain typical interests. If you know these interests up-front, you can be sure to take them into 
account when preparing a plan for that particular audience.”

For example, bankers will be more interested in balance sheets and cash-flow statements, while venture 
capitalists will be looking at the basic business concept and your management team. The manager on your 
team, however, will be using the plan to “remind themselves of objectives.”

Because of this, make sure that your plan can be modified depending on the audience reading your plan. 
However, keep these alterations limited from one plan to another. This means that when sharing financial 
projections, you should keep that data the same across the board.

7. Explain why you care.
Whether you’re sharing your plan with an investor, customer or team member, your plan needs to show that 
you’re passionate and dedicated, and you actually care about your business and the plan. You could discuss 
the mistakes that you've learned, list the problems that you’re hoping to solve, describe your values, and 
establish what makes you stand out from the competition.
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What is your 
problem?



Understanding Complexity
A problem Varies from a simple small problem to a complex and big 
problem.

Understanding Complexity
A problem Varies from a simple small problem to a complex and big 
problem.



What is Problem Solving?

 Problem-solving is one of the most 
important aspects of entrepreneurship. As 
both, the founder of your entrepreise and 
the leader of your team, you'll be 
responsible for identifying and solving the 
problems of your customers, partners, 
employees and your company, in general.

 Problem solving is a talent that can be 
developed with commitment, focus and 
dedication. 

 Problem-solving skills are extremely 
important in life and more so in business. 
Regardless of your profession, industry or 
lifestyle, solving problems is part of 
everyday life.

 Successful entrepreneurs think about and 
solve problems differently from most other 
professionals.
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How to Develop Problem Solving 
Skills

•  When it comes to problem-solving, each 
situation is different and therefore requires 
a different approach each time. Some 
business challenges, such as taking a new 
product to market to sell online can be very 
tough, and their solutions may require a lot 
more thought and critical evaluation than 
others.

• Other problems are very simple, and you can 
solve them easily, but regardless of how big 
or how complex a problem is, you will always 
need to find a viable solution.

• Part of being a great problem solver is 
knowing how to evaluate each situation and 
look at outcomes on a holistic level, 
analyzing how your solutions will affect you 
or your business in the long term.
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Problem Solving Skills

Six essential skills that every 
entrepreneur should master 

1.Critical Thinking
2.Creativity/ Lateral Thinking
3.Initiative
4.Persistence
5. Flexibility/Adaptability
6. Self-Discipline
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1. Critical Thinking

• When facing a problem, most of us tend to 
make decisions in a hurry. We simply 
execute the first idea that comes into our 
minds without taking the time to think about 
the issue at hand.

• Critical thinking is the process of taking your 
time to digest the issue at hand logically 
before making a judgment. Using this skill, 
you will analyze all the factors that are 
related to the problem and come up with a 
suitable and satisfactory conclusion.

• This problem-solving skill is especially 
important in business when making 
decisions related to finances, legal issues, 
and employees.

• Being able to critically think about issues is 
central to success in life and in business.
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2. Creativity/ Lateral Thinking

• Lateral thinking is the ability to think 
outside the box when solving problems. 
Different types of entrepreneurs have 
different approaches. 
For example, Imitators have a one-
dimensional view of life and tend to think 
that solutions to one problem will work for 
everything. Innovators, on the other hand, 
believe in thinking differently about 
problems.

• It has to do with asking several questions 
about the issue and making solid 
conclusions that lead to good solutions.

• Creativity entails allowing your mind to 
wander and dig deep into the problems at 
hand, going beyond the surface and using 
your critical thinking problem-solving skills 
to analyze each issue.
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3. Initiative

• Taking initiative is central to becoming a 
successful entrepreneur.  It helps when you have 
to solve a problem.

• Proactive entrepreneurs are always looking for 
new ways to do things, to communicate with 
their staff and to improve their product or 
service, inadvertently reducing the risk of 
having problems in the future.

• The initiative of an entrepreneur is developed 
over time and it shows that you are passionate 
about your product and determined to succeed; 
qualities that investors love to see.

• Any good problem-solver knows how to 
research, find similarities between themselves 
and others, and use their initiative to seek out 
good solutions to problems and part of being a 
good problem-solver is your ability to keep 
going regardless of how many times you fail.
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4. Persistence

• Persistence, determination or 
perseverance is a key trait of 
successful people.  Problems come in 
different ways, some are technical and 
some are financial. In most cases, the 
more complex the problem, the more 
critical thinking and persistence 
required.

• Being persistent does not necessarily 
mean doing the same thing over and 
over again and expecting a different 
result.

• You have to be wise in your decision 
making and determined to achieve the 
best outcome through constant 
evaluation.
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5. Flexibility/Adaptability

• It is the ability to be open-minded and open 
to new opportunities and change.  

• You should be able to change your mind to 
suit different situations or circumstances. 
When trying to solve a problem, not all the 
solutions that you try out will work. Some 
can backfire and leave you quite frustrated.

• By being flexible, you will be able to apply 
different solutions to solve an issue. This is 
far much better than sticking to a single 
solution that is not yielding any fruits.

• A flexible person is also open to receiving 
suggestions from other people who may be 
experts in solving similar problems. As we 
have mentioned before, most of us 
experience similar issues on a daily basis 
especially in business and knowing who to 
turn to will make all the difference.
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6. Self-Discipline

• Finally, when it comes to solving problems, 
you need to be focused and disciplined. 
Regardless of how good you are at solving 
different problems, your efforts may not 
bear any fruits if you don’t have self-
discipline. This is the ability to control 
yourself and remain focused on finding the 
solutions to the problem.

• Constantly evaluating situations and 
thinking critically about them require a 
certain level of discipline which you must 
have to become successful.

• By being self-disciplined, you will be able to 
remain on the right path without being 
distracted by any external factors. This skill 
will also help you to be fully committed to 
finding the best solutions each time.
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It does not matter what kind 
of problem that you are 

facing. 
The most important thing is 

how you solve it. 
These six problem-solving 
skills can come in handy 

whenever you find yourself 
in a tricky situation
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Problem Solving Process: 
6 steps

• Problem solving is a mental process that 
involves discovering and analyzing a particular 
issue, developing strategies, and organizing 
skills and knowledge in order to overcome 
obstacles and find viable solutions that best 
resolve the problem.

• The choice of an appropriate strategy depends 
largely on the unique situation. In fact, there 
are many different problem solving processes. 

• However, all of them consist of a series of 
steps. It is useful to view problem solving as a 
cycle as a problem often needs several 
attempts to be solved. 

• We present a five step problem solving model
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Problem Solving Process: 6 
steps



1. Define the problem1. Define the problem

• If I had an hour to solve a problem I'd spend 55 
minutes thinking about the problem and 5 
minutes thinking about solutions.”               
Albert Einstein

What are you trying to solve? 
 In addition to getting clear on what the problem 

is, defining the problem also establishes a goal 
for what you want to achieve.
 Input: something is wrong or something could be 

improved.
Output: a clear definition of the opportunity and a 

goal for fixing it.



2. Brainstorm the 
solutions

2. Brainstorm the 
solutions

What are you going to do?
What are some ways to solve the 

problem? 
The goal is to create a list of possible 

solutions to choose from. 
The harder the problem, the more 

solutions you may need.
– Input: a goal; researching the problem and 

seeking possible solutions; imagination.
–Output: pick-list of possible solutions that 

would achieve the stated goal.



3. Pick a solution3. Pick a solution

What are you going to do?
• Pick a solution: From the list of the 

solutions worked out after 
brainstorming

• The ideal solution is effective (it will 
meet the goal), efficient (is affordable), 
and has the fewest side effects (limited 
consequences from implementation).
– Input: pick-list of possible solutions; 

decision-making criteria.
–Output: decision of what solution you will 

implement.



4. Implement the Solution4. Implement the Solution

What are you doing?
• The implementation requires 

planning and execution. It’s often 
iterative. 

• Where the focus should be: on short 
implementation cycles with testing 
and feedback, not trying to get it 
“perfect” the first time.
– Input: decision; planning; hard work.
–Output: resolution to the problem.



5. Review the Results5. Review the Results

What did you do?
• To know you successfully solved the 

problem, it’s important to review what 
worked, what didn’t and what impact the 
solution had. It also helps you improve 
long-term problem solving skills and 
keeps you from re-inventing the wheel.
– Input: resolutions; results of the 

implementation.
–Output: insights; case-studies; bullets on 

your resume.



Summary
In this, we have learned :
Understanding complexities 

associated with problem
 Different Problem solving skills
Steps in Problem solving process
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• For any question, confusion or 
clarification, you may contact thru email

aslam1405@gmail.com 
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• Entrepreneurship training requires a non-
traditional approach in which students must 
learn to embrace the challenges of 
operating in a business environment that 
favors creativity and risktaking. 

• Not only must students be exposed to a 
business education that emphasizes multi-
disciplinary skills but they must participate 
in an “entrepreneurial experience”



COMPETENCY – THE 
CONCEPT AND 
COMPONENTS

Spencer and Spencer (1993) define “a competency 
as an underlying characteristic of an individual that 
is causally related to criterion referenced effective 
and/or superior  performance in a job or situation. 
Similarly, 

“A Competency is a set of skills, related knowledge 
and attributes that allow an individual to 
successfully perform a task or an activity within a 
specific function or job” (UNIDO, 2002).



Competency is composed of 
knowledge, skills, abilities and other 

characteristics which underlie effective 
or successful job performance;

These competency attributes are 
observable and measurable; and These 
attributes distinguish between superior 

and other performers.



ENTREPRENEURI
AL 
COMPETENCIES

Competency is a bundle of skills and technologies that enables a 
company to provide a particular benefit to stakeholders For example, 
At Sony – benefit is pocketability core competence is miniaturization 

At Times of India – benefit is on time delivery core competence is 
logistics management At Motorola–benefit is un tethered(rope) 
communication core competence is wireless communication. 

Basic business competency: understanding the organizational and 
business processes of a firm.

MEANING: forms of business-related expertise 



Determination competencies: skill identified 
with the energy and focus needed to bring a 
business into existence 

Opportunity competencies: skills necessary 
to identify and exploit elements of the business 
environment that can lead to a profitable and 
sustainable business



Resource 
competencies: 

the ability or skill of the 
entrepreneur at finding 

expendable components 
necessary to the operation of 
the business Time Information 

Location Financing Raw 
materials 

Entrepreneurial 
competency: 

means the area of expertise, 
skills, ability, efficiency, 

updated technology regarding 
organizational and business 

processes of a firm.



TO BE CONSIDERED COMPETENCE A SKILL MUST MEET THREE 
TESTS

Customer Value: Competencies are the skills that enable a firm to deliver a fundamental 
customer benefit. 

Competitor Differentiation: A capability must also be competitively unique power trains is a 
competence at Honda which has never been so at Ford. Honda’s ability to produce some of the 
world’s best engines and power trains does provide customers with highly valued benefits of 
superior fuel economy, zippy acceleration, less noise and vibration.

Extendibility: A competitive is truly core when it focus the basis for entry into new product 
markets. 

SKF, the world’s leading manufacturer of roller bearing has competencies in antification, 
precision engineering and making perfectly spherical devices. In order to achieve extendibility, 
SKF must be capable of manufacturing the round, high precision recording heads that go 
inside a VCR, most of which are now manufactured by Japanese firms.



• IDENTIFICATION OF OPPORTUNITY Tools

1. Environment Scanning  2. SWOT Analysis

FACTORS IN IDENTIFICATION OF OPPORTUNITIES 

• 1. Self Experience or Exp. of Pretense / family 
members. 

• 2. Ready demand in local market

•  3. Imports banned or controlled 

• 4. Competition of Medium & large enterprises

•  5. High profitability 

• 6. Reservation 

• 7. Incentive by Govt. 

• 8. Marketing by Govt.



ASSESSMENT OF COMPETITION 
1. Competitions 2. Market Share of competitors 3. 
Strength and weakness of consumer, Image of 
competitor products-price features. 4. Consumers’ 
Image towards competitors’ products / services. 5. 
Trade practices of competitors-Discount to dealer. 6. 
Major customers of each brand.

MAKE OR BUY 
1. Facilities. 2. Plant Capability – Equipment , 
Quality , Quantity , Personnel. 3. Economic 
Advantage. 4. Trade relations. 5. Supplier 
Reliability 6. Trade Union Views. 7. Alternative 
Resource Uses. 8. Legal Restrictions (Patents).



COMPETENCIES FOR ENTREPRENEURIAL 
SUCCESS: 
Major competencies that contribute towards top performance to entrepreneur

Integrity - the entrepreneur has a clear sense of values and beliefs that underpin the creative 
and business decisions that they make; and that influence the actions they take, particularly 
when in difficult or challenging circumstances

Conceptual Thinking - the entrepreneur is prepared to use fresh approaches; comes up with 
crazy ideas that may just work, leading to radical change or significant improvements; and 
takes time to listen to new ideas without pre-judgement

Risk taking - the entrepreneur understands that risk taking means trying something new, and 
possibly better, in the sense of stretching beyond what has been done in the past; and that the 
constant challenge is to learn how to assess choices responsibly, weighing the possible 
outcomes against his/her values and responsibilities

Networking - the entrepreneur understands that networking is a key business activity which 
can provide access to information, expertise, collaboration and sales; and that careful planning 
and preparation helps achieve desired results



Strategic Thinking - the entrepreneur understands and values the planning process, thinking and 
planning over a significant timescale; recognizes external trends and opportunities; and is able to think 
through any complex implications for the business

Commercial Aptitude - the entrepreneur keeps up to date with developments in the sector; seeks out best practice; 
and identifies and seizes opportunities that are not obvious to others

Decisiveness - the entrepreneur resolves issues as they arise; does not get bogged down in analysis during decision making; 
and responds flexibly to deal with changing priorities 8. Optimism - the entrepreneur persists in pursuing goals despite 
obstacles and setbacks; operates from hope of success rather than from fear of failure; and sees setbacks as due to 
manageable circumstance rather than a personal flaw

Customer Sensitivity - the entrepreneur builds trust and long term relationships with customers; generates an expectation of high level of 
customer service; and regularly exceeds customer expectation 10. People Focus - the entrepreneur creates common purpose with colleagues through 
shared vision and values; walks the talk; sees and values the best in others; builds the total capability of the immediate and wider team; and always 
considers the principles of inclusiveness in planning and dealing with others
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SWOT 
stands for 

Strength, Weakness, Opportunity  
Threat

SWOT ANALYSIS



SWOT 
ANALYSIS

 Today most organizations 
engage in strategic planning. 

 Strategic planning is a way to 
help an organization be more 
productive by helping and guide 
the allocation of resources in 
order to achieve goals. 

 It is a strategic management 
tool.



An organization’s mission is its long-term purpose. 
Missions define both what an organization aspires to be 
in the long run and what it wants to avoid in the 
meantime. Objectives are the third step of strategic 
management process. Objectives are concrete goals 
that an organization seeks to reach. 

The next phases of the strategic management process 
is external and internal analysis, also called SWOT 
Analysis. By conducting an external analysis, an 
organization identifies the critical threats and 
opportunities in its competitive environment. It also 
examines how competition in this environment is likely 
to evolve and what implications that evolution has for 
the threats and opportunities an organization is facing. 
While external analysis focuses on the environmental 
threats and opportunities facing an organization, 
internal analysis helps an organization identify its 
organizational strengths and weaknesses. It also helps 
an organization understand which of its resources and 
capabilities are likely to be sources of competitive 
advantage and which are less likely to be sources of 
such advantages. 



What is SWOT analysis? 
SWOT Analysis is a tool used for strategic planning and strategic management in 
organizations. It can be used effectively to build organizational strategy and 
competitive strategy. In accordance with the System Approach, organizations are 
wholes that are in interaction with their environments and consist of various sub-
systems. 

In this sense, an organization exists in two environments, one being in itself and the 
other being outside. It is a necessity to analyse these environments for strategic 
management practices. This process of examining the organization and its 
environment is termed SWOT Analysis. 

“SWOT Analysis is a simple but powerful tool for sizing up an organization’s resource 
capabilities and deficiencies, its market opportunities, and the external threats to its 
future” (Thompson et al., 2007: 97). 



1

SWOT stands for 
‘strengths’, 
‘weakness’, 
‘opportunities’ and 
‘threats’.
 The SWOT Analysis, 
also referred to as 
‘SWOT Matrix’, can 
also be formulated 
as ‘TOWS Analysis’ 
or ‘TOWS Matrix’. As 
in Turkish, 
considering the 
adaptation of the 
capital letters, the 
acronym can be 
indicated as ‘GZFT 
Analysis/Matrix’ or 
‘FÜTZ 
Analysis/Matrix’.

2

SWOT Analysis is a 
strategic planning 
framework used in 
evaluation of an 
organization, a plan, 
a project or a 
business activity. 
SWOT Analysis is 
therefore a 
significant tool for 
situation analysis 
that helps the 
managers to identify 
organizational and 
environmental 
factors. 

3

SWOT Analysis has 
two dimensions: 
Internal and external.

4

1.Internal dimension 
includes 
organizational 
factors, also 
strengths and 
weaknesses,

5

2.External dimension 
includes 
environmental 
factors, also 
opportunities and 
threats. 



Organizational 
Strengths:

 Strength is the characteristic that adds value to 
something and makes it more special than others. 
Strength means that something is more advantageous 
when compared to something else. In this sense, strength 
refers to a positive, favourable and creative 
characteristic. Strength at organizational level involves 
properties and abilities by which an organization gains an 
advantage over other organizations and competitor 
organizations that are revealed as a result of the analysis 
of its internal environment. In other words, organizational 
strength defines the characteristics and situations in 
which an organization is more effective and efficient 
compared to their competitors. 

 An organization can be described as strong, equal or 
weak compared to their competitors based on five 
criterias: Relative market situation, relative financial 
structure, relative production and technical capacity, 
relative research and development potential, relative 
human capacity and management effectiveness (Dinçer, 
2007: 145). 

 “A strength is something an organization is good at doing 
or a characteristic the organization has that gives it an 
important capability” (Thompson and Strickland, 1989: 
109). In this context “a strength is a resource, skill, or 
other advantage relative to competitors and the needs of 
the markets an organization serves or expects to serve. It 
is a distinctive competence that gives the organization a 
comparative advantage in the market place. 



• 
Organizational 
Weaknesses

 : Weakness refers to not having the form and 
competency necessary for something. Weakness 
means that something is more disadvantageous 
when compared to something else. In this regard, 
weakness is a characteristic that is negative and 
unfavourable. Weakness at organizational level 
refers to the situations in which the current 
existence and ability capacities of an organization 
are weaker compared to other organizations and 
competitor organizations. 

 In other words, organization weakness means the 
aspects or activities in which an organization is less 
effective and efficient compared to its competitors. 
These aspects negatively affect the organizational 
performance and weakens the organization among its 
competitors. Consequently, the organization is not 
able to respond to a possible problem or opportunity, 
and cannot adapt to changes. 

 “A weakness is something an organization lacks or 
does poorly -in comparison to others- or a condition 
that puts it at a disadvantage” (Thompson and 
Strickland, 1989: 109). In this context “a weakness is 
a limitation or deficiency in resource, skills, and 
capabilities that seriously impedes an organization’s 
effective performance. Facilities, financial resources, 
management capabilities, marketing skills, and brand 
image can be sources of weaknesses” (Pearce and 
Robinson, 1991: 182). 



Environmental 
Opportunities: 
 Opportunity means a situation or condition 

suitable for an activity. Opportunity is an 
advantage and the driving force for an 
activity to take place. For this reason, it has 
a positive and favourable characteristic. For 
organizational managements, an 
opportunity is the convenient time or 
situation that the environment presents to 
the organization to achieve its goals. 

 Opportunities are those that would yield 
positive results for the organization 
determined as a result of the analysis of its 
environment. Competition and the intense 
work presents organizations big 
opportunities. In fact “opportunities are 
conditions in the external environment that 
allow an organization to take advantage of 
organizational strengths, overcome 
organizational weaknesses or neutralize 
environmental threats” (Harrison and St. 
John, 2004: 164). 



Environmental Threats: 
 Threat is a situation or condition that jeopardizes 

the actualization of an activity. It refers to a 
disadvantageous situation. For this reason, it has 
a negative characteristic that should be avoided. 

 For organizational managements, a threat is the 
element that makes it difficult or impossible to 
reach the organizational goals. Threats are the 
situations that come out as a result of the 
changes in the distant or the immediate 
environment that would prevent the organization 
from maintaining its existence or lose its 
superiority in competition, and that are not 
favourable for the organization (Ülgen and Mirze, 
2010: 161). 

 They can constitute an impediment to the 
success of the organization, and cause 
unrecoverable damages. All environmental 
factors that can impede organizational efficiency 
and effectiveness are threats. The new world 
order formed as a result of globalisation involves 
both opportunities and threats. This system 
enhancing opportunities as well as threats 
directs organizational managements to be careful 
of and act more strategically on the 
developments in and outside their environments.



ADVANTAGES 
OF SWOT 
ANALYSIS

 How to make plans or decisions is a concept that is critical to managers and 
employees of any organizations. SWOT Analysis is a very popular method used by 
organizations for strategic management and marketing. 

 It is a tried-and-trusted tool of strategic analysis. It is possible to mention many 
characteristics that affect the preferability and usability of SWOT Analysis. These 
characteristics that can also be evaluated as advantages can be listed as follows: 

 • SWOT Analysis is an analysis technique that has a general perspective and presents 
general solutions. Details and specific issues are not the focus of SWOT Analysis, but 
the other analyses that would follow. In this sense, SWOT Analysis is a road map that 
guides one from the general to the specific. 

 • SWOT Analysis is an interactional analysis technique that makes macro evaluations 
possible. As an analysis tool, SWOT provides the opportunity to focus on positive and 
negative aspects of internal and external environment of the organization, in another 
words the elements in this environment that add plus and minus value, all together in 
a related perspective. In this regard, it is also possible to describe SWOT Analysis as 
‘Two-by-Two Matrix’. 

 • SWOT Analysis can help organizational managements to uncover opportunities to 
take advantage. By understanding weaknesses, threats can be managed and 
eliminated. To examine an organization and its competitors through SWOT Analysis, 
strategies that help distinguish a company from competitors can be formulated. Table 
6: Two-by-Two Matrix: SWOT Analysis Source: Chermack and Kasshanna, 2007: 387. 

 • SWOT Analysis forms a thinking model for organizational managements as an 
approach and analysis technique. This model gives one the opportunity to limit the 
agenda in the steps of information gathering and interpretation, and shows the points 
that the decisions are based on. In other words, SWOT Analysis prepares the 
substructure for strategic decisions.

  • SWOT Analysis fits other theories and strategic decision tools. For example, SWOT 
encompasses a number of different forms of analysis, such as Porter’s Five Forces 
Model, Delphi Panel, Norton Balanced Score Card etc. 

 • SWOT Analysis promotes group discussion about strategic issues and strategy 
development. By using creative participatory techniques such as brain storming, 
group meetings, it enables the pool knowledge. 

 • SWOT Analysis helps organizational managements to start a discussion for the 
future and goals of the organization by moving beyond daily problems and the current 
situation.

  • SWOT Analysis can be applied at different analytical levels -individual level, 
organizational level, national level, international level-. It can be used by educational 
institutes, non-profit organizations, countries, governments, projects on 
multiculturalism etc.



DISADVANTAGES 
AND LIMITATIONS 

OF SWOT 
ANALYSIS

 It is one of the most widely used technique of the strategic 
management process. The criticism is directed to SWOT 
Analysis in spite of its wide use as an analysis tool. In this 
regard, the criticisms include that it is not effective enough as 
a part of organizational strategy, it cannot go beyond making 
a definition regarding the current situation, and for this 
reason, it should not be accepted as an analysis technique. 
According to Hill and Westbrook (1997) SWOT Analysis is a 
technique started to be used in 1960’s and expired long ago. 
The disadvantages of SWOT Analysis can be listed as follows: 
(Wheelen and Hunger, 2002: 109; Koch, 2000; Smith, 2006; 
Cojanu and Bilbor, 2007: 164; Sarbah and Otu-Nyarko, 2014: 
236-237; Kew and Stredwick, 2010; Sevkli et al, 2012: 15; 
Brad and Brad, 2015)

  • Weihrich (1982) suggests renaming SWOT as TOWS. 
According to him, the only logical starting point for analysis is 
with opportunities and threats. They are outside the 
organization, largely beyond its control, and must be 
managed using the organization’s strengths and weaknesses. 
Systematic and comprehensive assessment of external and 
internal factors determine current competitive position and 
growth potential of an organization. 

 • Listing strengths on paper is prone to bias and is very 
different from testing the organization and experiencing the 
strengths at work. 

 • SWOT Analysis has a general perspective as an approach 
and present general solutions. SWOT Analysis was developed 
in the periods when the environmental conditions were still. 
For this reason, it is not a valid technique in today’s world 
based on change and competition. Dynamic and structural 
changes at the level of system, sub-system, and supersystem 
affect the validity of entries in a SWOT Matrix. 



CONCLUSION 

1. SWOT Analysis is a valuable technique for planning and 
decision making. In the strategic management process a 
number of analysis techniques are used to achieve long-
term goals of an organization. 

2. Over the years SWOT has been a widely used technique in 
the analysis of internal and external environments to 
support strategic decision situations. The technique has 
been employed myriad of areas demanding strategic 
analysis for an industry, an organization, a product, a 
person, a project, a city and so on. SWOT involves to 
determine an objective and to identify the internal and 
external factors which are favourable and unfavourable to 
achieve that objective. The strategic management process 
begins with the evaluation of the organization’s internal 
analysis. 

3. The internal analysis is used to identify the internal 
sources and capabilities for competitive advantage. The 
external analysis is used to identify market opportunities 
and threats by analysing general environment, competitive 
industry environment and rivals. While the internal 
analysis shows the resources that need to be improved and 
sustained, the external analysis enables an organization to 
align its strategies in accordance with business 
environment. 

4. SWOT compares strengths, weaknesses, opportunities and 
threats. Strengths and weaknesses are reviewed in context 
of current and future opportunities and threats. 
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Entrepreneurship

• Entrepreneurship is important as it has the ability 
to create wealth for the nation and also improve 
standards of living, not only for the entrepreneurs, 
but also for the society at large. 

• Entrepreneurship is viewed as a ’major driver of 
innovation, competitiveness and growth’ of a 
nation’s economy.

•  Entrepreneurs helps drive the change with 
innovation, creativity and foresight, where new and 
improved products/ product features enable new 
markets to be developed and create demand for 
new products. It also generate jobs for the skilled 
youth.



• Entrepreneurs spurs Economic 
Growth
– New products and services created by 

entrepreneurs can produce cascading 
effect boosting demand for industrial and 
manufacturing sector

– Supporting new Entrepreneurial Ventures 
can create new jobs which helps in 
improving standards of living

• Entrepreneurs adds to National 
Income/ GDP
– Entrepreneurial Ventures generate new 

avenues for product innovations & expand 
markets creating new wealth thru higher 
incomes and tax revenues 

– Introduction of new technology  may add 
values to the existing products & services, 
generate new demand leading to enhanced 
employment opportunities



• Entrepreneurs Create Social Change
 By offering innovative/ new products and services, the 

entrepreneurs help in breaking new frontiers in patterns 
of social interactions, consumption patterns thereby 
improving quality of life.

 High-tech entrepreneurial ventures may help in 
replacing obsolete systems and technologies leading to 
enhanced economic freedom and improving morale

 New organisational innovations may have impact on 
income, productivity, efficiency and work culture.

 Technology mediated work-from-home platforms can 
expand working opportunities for women (housewives), 
and  empower them financially, culturally and socially. 

Community Development
 By nurturing new Ventures, like-minded entrepreneurs 

can mobilise community support  for development 
activities and social innovations such as women 
empowerment, access to education and health services, 
gender equality and cultural narriers.



Theories of 
Entrepreneurship

• Advancements in Science & Technology has  led to 
multi-level Entrepreneurship ushering the socio-
economic transformation of nations and societies.  
Wealth, innovation and employment growth, leading 
to economic growth, are often generated through 
the process of entrepreneurship. 

• A number of researchers/ scientists have advanced 
several theories to understand the phenomena of 
entrepreneurship development

A theory is a well substantiated explanation of a 
concept acquired through scientific research 
methods and repeated testing,  and confirmed 
through observations and experimentation.



Different Theories of 
Entrepreneurship  

Sociological Theories
 Theory of religious belief – Max Weber
 Theory of Entrepreneurial supply – Thomas 

Cochran
 Theory of social change – E E Hagen  

Economic Theories
 Theory of innovation – J. Schumpeter
 Theory of achievement David McClelland

Psychological Theories
Theory of personal resourcefulness
Theory of entrepreneurial supply – J. H. Kunkel



• Sociological theories of entrepreneurship explains the 
social factors –such as religious beliefs, socio-cultural 
norms, customs, values, and mindset, etc. - that 
motivates the entrepreneurs leading to entrepreneurship 
development .

• Economic theories emphasise on economic incentives 
leading to  economic growth. It focuses on innovative 
applications/ combining the factors of production in 
producing new goods and services, and generating the 
demand for these products, and efficient management of 
supply chain. It reiterates the creation of employment 
opportunities, and driving-up  the profits of new 
entreprises culminating in enhancing the GDP of a nation

• Psychological theories stresses upon an individual’s 
vision, foresight, and ability to innovate & take risks 
along with perceptions, thinking and mental and/or 
emotional state of mind as the driving force for an 
entrepreneur
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Theory of Religious Belief – Max Weber

• Max Weber remarked that entrepreneurship is 
the function of religious belief of individual/ 
community; and the impact of religion shapes 
the entrepreneurial culture in  a society/ nation.

• He further said that entrepreneurship is affected 
by the prevailing dominant ideas/ ideology such 
as 
– Spirit of capitalism
– Adventurous spirit
– Inducement/ justification of profit motive

• The critics of this theory espouse that 
entrepreneurship doesn’t solely depend on 
religious beliefs only but on many other factors 
& state policies
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Theory of Entrepreneurial Supply – Thomas Cochran

• Cochran’s theory emphasise on sociological 
aspects of entrepreneurial supply; and focuses 
on cultural values, role expectations and social 
sanctions as the key elements which determines 
the entrepreneurial supply.

• Basic elements of this theory are
– Entrepreneurs perceived as society’s modal 

personality
–Modal personality conceived as the derivatives of 

social conditioning
– Inner character of an aspiring entrepreneur is 

influenced by socialisation process (Family values, 
legacy, schooling).

– An individual’s attitude towards occupation 
determines his entrepreneurial orientation. Example – 
Service (Government / Private) or business orientation



Theory of Social Change – Everett E. Hagen

• According to Hagen, all human societies are resistant to 
change; and are divided into ‘masses’ and ‘elites’

• The traditional agricultural societies have begun to 
rapidly progress technologically, which in turn impacts 
both economic growth and social change. 

• In order for countries, including those with low incomes 
(e.g. under-developed/ developing countries), to 
experience economic growth, two factors must exist: 
i. Extensive levels of creativity, including the identification of 

and implementation of problem-solving skills, and
ii. Dominant viewpoints which promote creative approaches 

towards production technology. 

Hagen focuses on ‘creative personality’ of prospective 
entrepreneurs which often seems to break away from 
traditional social patterns to trigger economic growth.
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Theory of Innovation – J. Schumpeter

• According to Schumpeter, an 
entrepreneur is one who perceives the 
opportunities to innovate, i.e. to carry 
out new combinations,  which may 
include
– Introduction of new goods and services
–New methods of production
–Opening/ discovering of new markets
–New source of supply of a raw material
– Creation of a new organisation/ entreprise

• Innovation involves problem solving and 
the entrepreneur is a problem solver
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Theory of innovation …..
• Schumpeter identified innovation as the critical 

dimension of economic change. He argued that 
economic change revolves around innovation, 
entrepreneurial activities, and market power. 

• He differentiated between innovation and invention: 
Invention means creation of new things whereas 
Innovation includes (imaginative) applications of 
‘inventions’ to produce new goods and services

• He said that entrepreneurs are motivated 
intellectual class of people and prime movers of 
economic development.

• He sought to prove that innovation-originated 
market power can provide better results than the 
invisible hand (such as policies) and price 
competition
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Theory of Achievement Motivation –  David 
McClelland 

• McClelland focused on human motivation as the drive/ 
urge to achieve excellence which spurs 
entrepreneurship.

• He identified three category of needs which fuels 
achievement motivation in the individuals
–Need for Achievement (nAch): Need for achievement is a 

desire to do well.
–Need for Power (nPow): Desire to achieve position of 

authority/ power
–Need for Affiliation (nAff): Desire for popularity, social 

support, interpersonal relationship for high achievement

• McClelland points out that regardless of our age, sex, 
race or culture, all of us possess one of these needs, 
and are driven by it. 

• This theory is also known as the ‘Acquired Needs’ as 
McClelland put forth that the specific needs of an 
individual are acquired and shaped over time through 
the experiences and exposures he had had in life.
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Theory of achievement motivation  ……

• McClelland opined that our inner concerns or 
motives are the prime movers of 
entrepreneurs. These forces drive the 
individuals to take risks, plunge into 
uncertainty where they find/tap the 
opportunity, discover new ideas and take 
advantages of favourable business 
environment

• He further stressed upon ‘Achievement 
Motivation trainings’ as a necessary tool for 
breaking the barrier of limited aspirations 
among individuals on one hand , and inducing 
in them high need for achievement on the 
other hand.
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Theory of Personal Resourcefulness

• New ventures almost always begin with 
fewer resources than established 
competitors. In a cherished and heroic 
image, an entrepreneur is an in 
individual who discover an opportunity, 
assembles a strong team, mobilises 
investment, create value by delivering 
novel products and services to markets 
that eagerly accept them.

• Personal resourcefulness is the belief in 
one’s own capability for initiating actions 
directed towards growth of an 
entreprise.
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• Personal resourcefulness of an 
entrepreneur relies on cognitively mediated 
behaviour like emotions,  sentiments, inner 
feelings, thoughts and actions. These refers 
to ‘human aspects of psychology.

• Further, in Schumpeters words, 
entrepreneurship is influenced by two traits
–Will to power, and 
–Will to conquer

• An entrepreneur’s degree of commitment 
and aspiration level determines his ability 
to mobilise the resources, which may be a 
guarantee to the success of an 
entrepreneurial venture



Theory of entrepreneurial supply – J. H. Kunkel

• According to Kunkel, psychological and 
sociological variables are the main 
determinants for the emergence of 
entrepreneurs in a society.

• Supply (i.e. emergence) of entrepreneurs has 
a functional relationship with the social, 
political and economic structure of society.

• Entrepreneurism, according to Kunkel, is 
dependent on the following structure
– Demand structure
– Limitation structure
– Labour structure
–Opportunity structure
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Harbison on Entrepreneurship

• Although Harbison didn’t propound any theory 
on entrepreneurship  but he observed that 
entrepreneurship is a factor of economic 
production as it facilities the use of other 
innovations.

• He emphasised on the individual’s 
organisational skills, creativity and ability to 
plan and initiate changes. 

• He suggested that  entrepreneurship should be 
treated as a resource which has  both, 
qualitative as well as quantitative dimensions. 



Peter F. Drucker on Entrepreneurship

• Peter F. Drucker opined that “an entrepreneur 
is one who always searches for change, 
responds to it and exploits it as an opportunity.

• He emphasised on two factors – innovation 
and resources – that leads to emergence of 
entrepreneur. Further , an entrepreneur need 
not be a capitalists or an owners of business.

• He added that entrepreneurial behaviour, 
rather than personality traits, is more 
important to enhance entrepreneurship.



Summary

In this, we have learned :
How important entrepreneurship is for 

enhancing economic growth and  
national income/GDP besides triggering 
social change and development.

A number of theories of 
entrepreneurship have been given by 
scientists/ researchers emphasising on 
sociological, economic and psychological 
aspects of entrepreneurship .

In this, we have learned :
How important entrepreneurship is for 

enhancing economic growth and  
national income/GDP besides triggering 
social change and development.

A number of theories of 
entrepreneurship have been given by 
scientists/ researchers emphasising on 
sociological, economic and psychological 
aspects of entrepreneurship .



• For any question, confusion or 
clarification, you may contact 
thru email

doctoransari@rediffmail.com 

mailto:doctoransari@rediffmail.com


95 

 

3 Government Initiatives, Policies for Entrepreneurship Development 

and Profile of Latur 

 

3.1 Entrepreneurship Development and Government 

The function of entrepreneurship in economy is not hidden to anybody. Most of the 

business activities are executed by entrepreneur. These persons with reference to their 

characteristics can enter business market. Entrepreneur’s role is not only in the boost of 

production but also in the recruitment of mass labour force. With due to awareness to role 

of entrepreneurship in economy, government is interested to direct and guide 

entrepreneurs’ need to capital, technology and other amenities for performing their 

activities. For that reason government can play imperative role for providing these 

facilities. With support of laws and regulations, Governments can give needed information 

and capital, and make available to better technology can help entrepreneurs. Government 

can also carry out planning, draw policy, and establish strategy for helping entrepreneurs. 

In early stages of sustained growth, government is regularly provides incentives, subsidies, 

promotional schemes, concession on Excise duty for entrepreneurship development to take 

grip. Another vital role government have played in near the beginning stages are to 

develop transportation, power and water facilities and to help launch the sort of capital and 

money markets in which lenders could have assurance.  Economists have disputed that, at 

very least; governments can commence to prevent serious and long-lasting recessions. 

Only in this way can a general business psychology be developed.  

1) Training: 

Fundamental training changes according to product but will require involving improving 

of entrepreneurial skills. As per requirement of entrepreneur, training is offered by 

government. Many government institutions and NGOs carry out EDPs (Entrepreneurship 

Development Programme) and MDPs (Management Development Programme). These 

programmes are conducted by MSME’s, NIESBUD, NSIC, EDI, etc.  

2) Marketing Assistance: 

The governmental and non-governmental expert institutions offer marketing support. 

Generally MSME products are promoted during trade fairs but NSIC directly market the 

MSME product at national level and in a foreign country.  
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Figure 16: Role of Central and State Government Promoting Entrepreneurship 

 

 

 

 

 

 

 

 

Source: Entrepreneurship Development and Project Management, Book by Supriya Singh, 

Pg.340 

3) Promotional Schemes: 

Central government has been implementing incentive scheme for offering refund of 

payment upto 75% of cost for obtaining ISO 9000 certification.  

4) Concession on Excise Duty: 

MSME units with an income-expenditure of Rs.1 crore or less per year has been excused 

from excise duty charges. In addition, for production of branded products through MSME 

in rural areas excise duty is excused. 

5) Credit Facility to MSME: 

Credit offered by banks to micro-small-medium segment is bounded under priority sector. 

Small Industries Development Bank of India (SIDBI) is apex institution for financing 

MSME. Some institutions viz. SIDBI, SFCs, and scheduled banks, SIDCs, NSICs are 

envisioned for funding.  

6) Policies and Schemes for Promotion of MSME Implemented by State Governments:    

All the state governments facilitate (particularly in Maharashtra) technical and other 

support services to entrepreneurs through their Directorates of Industries, and District 

Industries Centers. Even if schemes differ state wise but common areas of support are: 

Expansion and administration of industrial estates, suspension/deferment of sales tax, 

priority in distrubutation of power and water connection, etc.    

Role of Central and State Government 

Credit Facility to MSME 

Training 

 Promotional Scheme 

Marketing Assistance 

Concession on Excise Duty 

Policies & Schemes for 

Promotion of MSME 

Implemented by State 

Governments 
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3.2 Government Incentives, Subsidies and Grants 

Incentives, Subsidies and Grants are the financial assist provided by various institutions 

either governmental or non-governmental. It is an efficient tool to the entrepreneurship 

promotion. They execute functions of supporter for a developing entrepreneur.  

1) Incentives: 

The term incentive means encouraging productivity. It is a motivational force which 

makes an entrepreneur takes a correct decision and proceeds upon it. Broadly, incentives 

include concessions, subsidies and bounties. Economic incentives both financial and non-

financial move forwards an entrepreneur towards important decision and action. 

2) Subsidy: 

Subsidy indicates a single lump-sum which is given by a government to an entrepreneur to 

cover up the cost. The term ‘bounty’ signifies a bonus or financial aid given to an industry 

to help it to compete with other units in country or in a foreign market. The purpose of 

subsidies is to motivate an entrepreneur to set up a new venture in well-built interest of 

nation and society.  

3) Grants: 

Grants are a financial help by the government to prospective entrepreneurs without 

expecting that money will be refunded. In cost-effectively challenged periods, the 

government is main sources of grants. 

3.3 Role of Agencies Supporting Entrepreneurial Development 

The progress of entrepreneurship development in recent times is wonderful. State and 

Central governments and different organizations encouraging entrepreneurship are taking 

substantial struggles to simplify the method of coming out of entrepreneurs for 

establishing enterprises. It is expected that these efforts will make influence on 

development of enterprises at Latur MIDC.    

1) Financial Assistance: 

Finance is a blood of any organization. Any Entrepreneurs requires relative amount of 

finance to commence enterprise. Government solves this problem through providing 

financial assistance to entrepreneurs. It is a long-term credit supplied by specialised 

financial institutions to industry and business.  

2) Technical Assistance: 

 Technical training improves productivity and it is imparted by the central as well as state 

government technical foundations viz. NIESBUD, NSIC, NISIET. 
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Figure 17: Role of Agencies Supporting Entrepreneurial Development 

 

 

 

 

 

 

 

Source: Entrepreneurship Development and Project Management, Book by Supriya Singh, 

Pg.362        

3) Promotional Activities: 

Government is utmost careful for MSME by formulating and put into practice appropriate 

policies and schemes. In addition to offering plots to entrepreneurs, distinct schemes have 

been planned for purposes like quality up-gradation, shared amenities at minimal rates. 

4) Marketing Assistance: 

It is provided by governmental and other institutions. For promoting Indian goods to 

abroad, the government has generated a marketing development fund which gives grants; 

export promotion schemes with 60% of funding, etc.  

3.4 Central and State Level Institutions Supporting Entrepreneurial Development 

The term entrepreneurship development is mainly based on belief that people can accept 

entrepreneurship as a career. In order to increase speed of self-employment and 

entrepreneurship development, diverse agencies were established by government. These 

agencies cater to the business needs and requirements of entrepreneurs. It can be 

categorised in the central level and state level institutes. Major central level institutes 

contain the following.  

1) Small Industries Service Institute (SISI): 

Small Industries Service Institute is a national level organisation founded by Central 

government. At the state level, SISI functions under the Director assisted by Deputy 

Directors. Total 28 SISIs and 30 divisions in State capitals and other towns in India. The 

small industries service institutes (SISI’s) are established in every State to provide 

consultation and training to potential entrepreneurs. SISI conducts EDP aiming educated 

jobless youth, ex-service staffs etc. for period of weeks.  

Role of Agencies Supporting 

Entrepreneurial Development 

Financial Assistance 

Promotional Activities 
Marketing Assistance 

Technical Assistance 
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Figure 18: Central Level Institutions Supporting Entrepreneurial Development 

 

 

 

 

 

 

 

 

Source: Entrepreneurship Development and Project Management, Book by Supriya Singh, 

Pg.365 

2) Entrepreneurship Development Institute of India (EDII):  

It is all India institute initiated by public financial institutions, Government of Gujarat and 

Government of India. It is been started at Ahmadabad and was founded in the year 1983. It 

is a main agency with a special responsibility for entrepreneurship development in the 

country. It has been centre attention of developing programs for entrepreneurship 

development and innovative training techniques. The basic EDPs caring out by EDI 

comprise of the following step: 

i)  Selecting potential entrepreneurs, 

ii)  Achievement Motivation Training (AMT), 

iii) Product selection and project report preparation, 

iv) Business management training, 

v)  It undertakes model training program and sets an example to follow.  

 

3) National Institute for Entrepreneurship and Small Business Development             

(NIESUBD): 

It was started in 1983 by the Ministry of Industry (now Ministry of Small Scale 

Industries). Central Government is co-ordinating, supervising the programmes of different 

organizations. It is apex institute for offering resources countrywide.  
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4) National Entrepreneurship Development Board (NEDB): 

It is apex body for entrepreneurship development in the country. National 

Entrepreneurship Development Board is an organization which provides its precious 

contribution in the entrepreneurship development. It is national level agency which 

presents various helps to developing entrepreneurs. The chief objective of NEDB scheme 

to uphold of entrepreneurship for promising self-occupation as a business. It plans and 

acclaims to the Government for promoting entrepreneurship. The board also suggests 

appropriate amenities and subsidies for entrepreneurial training. This board assist for skill 

development and re-orientation of entrepreneurs in all aspects. Board gives strength to 

State level organizations to perform at grass level. 

Many institutions have been established at the State level which offers help in addition to 

national level institutions. They are encouraging for entrepreneurship development. Major 

state level institutions include: 

Figure 19: State Level Institutions Supporting Entrepreneurial Development 

 

 

 

 

 

 

Source: Entrepreneurship Development and Project Management, Book by Supriya Singh, 

Pg.375 

The term institutional support system usually refers to economic environment of enterprise 

and business encompasses authorities and institutions whose decisions and working 

framework influence level of business. These institutions consist of government owned 

agencies, legal operations and semi-autonomous and autonomous organizations. In India, 

these authorities and agencies are government supported organizations and delegated with 

sufficient powers to regulate and encourage SSIs in specific areas of activities. 

 

State Level Institutions 

District Industries Centres (DIC) Technical Consultancy 

Organisation (TCO) 

Khadi and Village Industries 

Commission (KVIC) 
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1) District Industrial Centers (DIC): 

Governments- both Central and State, attempted for entrepreneurship development in past, 

but actual success have been far below the expectations. Also centre of attention of 

industrial development was primarily on large cities and state capitals consequently 

ignored the district areas. In addition, variety of institutions involved in small industries 

development and complex systems and procedures made job of encouraging industrial 

units an uphill task for small entrepreneurs. Hence, it was felt essential to establish a 

development agency, which could cater all services and facilities to village and small 

industries under one roof. Accordingly, the DICs were established in May 1978 in order to 

satisfy the needs of small units. Each district has a DIC at its headquarters. The main 

function of DIC is to act as a chief co-ordinator or multifunctional agency in respect of 

different government departments and other agencies. The potential entrepreneur would 

get all help from DIC for setting up and running a business unit in rural areas. DIC was not 

established in metropolitan cities like Delhi, Mumbai, Calcutta and Chennai.       

2) Technical Consultancy Organisation (TCO): 

It plays a decisive role in process of entrepreneurship. The TCOs are organizations 

established by the State governments. Most important aim of TCO is to deliver industrial 

and technical consultancy to entrepreneurs. The TCO is funded by national and state level 

financial institutions and banks like ICICI, IDBI, IFCI, SFC, SIDC, SSIDC, commercial 

banks, etc. Admittance to high quality consultancy services gets better operational 

efficiency of entrepreneurs. All India financial institutions have set-up 17 TCOs to make 

available industrial consultancy and training to entrepreneurs.   

3) Khadi and Village Industries Commission (KVIC): 

It is a constitutional organisation started by Central government. It tries to ‘formulate 

strategies, encourage, facilitate and helps in the formation and expansion of khadi and 

village businesses in countryside zones. Its headquarters is located in Mumbai with six 

regional offices. Its functions consist of procuring raw materials for entrepreneurs.      

3.5 Government’s various Policies and Schemes for Entrepreneurs 

In India, government have understood importance of entrepreneurship in economic and 

social prosperity of country. Policy level support for new enterprise is necessity so 

nowadays government have launched policies inspiring entrepreneurship. 

Entrepreneurship policies have a variety of objectives. And according to various 

objectives, different entrepreneurship policies initiated. i.e. for Entrepreneurship  
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education, Entrepreneurial skills, access to debt, inspiring innovation, access to equity, 

reducing administrative burden, access to markets and support to weaker sections, etc. 

Here government’s various schemes launched for entrepreneurs are discussed below. 

 3.5.1 Prime Minister's Employment Generation Programme (PMEGP): 

1) Ministry of Micro, Small and Medium Enterprises (MoMSME) has initiated a new 

credit related subsidy scheme called Prime Minister’s Employment Generation 

Programme (PMEGP) by combination of two schemes namely Prime Minister’s Rojgar 

Yojana (PMRY) and Rural Employment Generation Programme (REGP) for creation of 

employment by launching of micro enterprises in countryside as well as city areas.  

2) PMEGP formulated in such a way that attractiveness of PMRY and REGP is not 

weakened while consolidating supervising and implementation.  

3) The subsidy levels under PMEGP are as under:  

                       Table 1: Subsidy levels under PMEGP government scheme 

Categories of recipients 

under PMEGP 

Owner’s 

contribution 

Rate of Subsidy 

(of cost of Project) 

Area  Urban Rural 

General 10% 15% 25% 

Special 

(including SC/ 

STs/OBCs/ Women) 

 

5% 

 

25% 

 

35% 

 

4) The higher limit of the project cost for manufacturing sector is Rs.25 lakh and for 

service sector is Rs.10 lakh. There are no restrictions of annual income of beneficiaries but 

he/she must pass minimum VIII standard. The beneficiaries would be identified from 

Panchayat, Special Awareness Camps and will be provided with a compulsory 

Entrepreneurship Development Programme (EDP). The scheme is executed by Khadi and 

Village Industries Commission (KVIC) in rural area and in urban areas it is executed 

through the State Governments {District Industries Centres (DICs)}.  

6) The assessed total spending for subsidy under PMEGP is Rs.4485 crore plus Rs.250 

crore apportioned for offering Backward and Forward linkages for EDP training, 
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advertising, marketing, e-tracking of applications, physical verification of projects for 

enterprises. The scheme is getting independently re-evaluated after every two years. The 

guidelines of scheme available on website: www.pmegp.in 

3.5.2 Entrepreneurship Development Programme: 

The aim of EDP is to give direction and awareness to several managerial and operational 

functions of enterprise like finance, production, marketing, banking formalities, 

bookkeeping, etc. It takes account of interface with successful rural entrepreneur, banks as 

well as orientation through field visits. The EDP is conducted through KVIC, KVIB 

training centers as well as NSIC, the three national level entrepreneurship development 

institutes (EDIs) i.e. NIESBUD, NIMSME and IIE, EDII, MITCON, MCED and state 

governments, Banks, rural development and self-employment training institutes 

(RUDSETI) reputed NGOs. But EDP is compulsory for all the PMEGP beneficiaries.  

3.5.3 Awareness Camps: 

 KVIC and State DICs are organising awareness camps with help of KVIBs across nation 

to promote PMEGP for prospective beneficiaries in rural and urban areas. The awareness 

camps comprises participation from unemployed youths with especially reserved 

categories i.e., SC, ST, Physically challenged, Ex-servicemen, Minorities, Women, etc.  

3.6 Schemes of Ministry of Micro, Small and Medium Enterprises (MSME) 

MSE-Cluster Development Programme (MSE-CDP): 

The government has implemented cluster development method for improving efficiency 

and effectiveness of MSEs. The programme is being executed for all-inclusive growth of 

micro and small enterprises in clusters through soft intervention (such as diagnostic study, 

capacity building, marketing development, export promotion, skill development, 

technology upgradation, organizing workshops, seminars, training, study visits, exposure 

visits, etc.), infrastructure development in industrial areas. The guiding principles have 

been cautiously improved in February 2010 to deliver advanced support to MSEs. Central 

government is granting financial help for various activities as stated above. More than 460 

clusters have been identified and 126 proposals have been selected for infrastructure 

development. 
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 Characteristics of Micro, Small and Medium Enterprises Development (MSMED) 

Act, 2006 

1. Classification of Enterprises 

Previous conception of ‘Industries’ have been reformed to ‘Enterprises’. Enterprises have 

been categorised into: 

(i) Enterprises involved in the manufacture/production of products.   

(ii) Enterprises involved in of service sector. 

1) Manufacturing enterprises have been explored in terms of investment in plant and 

machinery (without plot and buildings) and further categorised into: 

- Micro Enterprises – investment up to Rs. 25 lakh. 

- Small Enterprises – investment above Rs. 25 lakh and up to Rs. 5 crore 

- Medium Enterprises – investment above Rs. 5 crore and up to Rs. 10 crore. 

2) Service enterprises have been explored in terms of investment in equipment (without 

plot and buildings) and further categorised into: 

- Micro Enterprises – investment up to Rs. 10 lakh. 

- Small Enterprises – investment above Rs. 10 lakh and up to Rs. 2 crore. 

Medium Enterprises – investment above Rs. 2 crore and up to Rs. 5 crore 

In March 2010, the government declared a complete package for advancement of Micro 

and Small Enterprises. It incorporates many schemes having scope for improvement of the 

micro and small enterprises. These comprise credit and fiscal support, cluster-based 

expansion, infrastructure, technical and marketing assistance. 

Credit Guarantee Scheme: 

The Government has started a Credit Guarantee Fund for micro and small entrepreneurs 

who are incompetent to assure deposit security so as to get loans for enterprises.  

Objective: 

Credit facility by Bank deprived of botheration of securities is most important support to 

entrepreneurs of Micro and Small Enterprise (MSE). Taking this in account, Central 
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government launched this scheme to available credit to MSE zone. For execution of this 

scheme, Central government and SIDBI started Credit Guarantee Fund Trust for Micro 

and Small Enterprises (CGTMSE). The aim is entrepreneur should get credit facility only 

on primary security of the properties financed. Important aspect of Credit Guarantee 

scheme (CGS) is if lender fails to release his/her liabilities, Guarantee Trust is incurring 

loss up to 75 / 80/ 85 per cent of total credit. For Service Enterprises, maximum credit 

capacity Rs.100 lakh can be covered. 

3.7 Department of Policy and Promotion, Ministry of Commerce and Industry, 

Government of India 

Department of Industrial Policy and Promotion is accountable for design and execution of 

promotional actions for growth of industrial expansion, considering countrywide 

primacies and socio-economic intentions. This department is responsible for industrial 

policy and it supervises the industrial expansion. The department identifies measures and 

predicts the requirement for technical growth, on this basis; it plans for technical 

transformation of the Indian industry so as to keep upgrade with worldwide advancements. 

The department is also responsible for increasing FDI arrival in the nation. It solves the 

difficulties tackled by overseas financiers in carrying out of their projects by means of 

Foreign Investment. The information about policy is obtainable at internet website 

(http://dipp.nic.in). This department synchronises with apex Business Associations such as 

FICCI, CII, ASSOCHAM in their activities concerning to industrial support and to 

promote foreign direct investment in the nation. It is also taking initiative for augmenting 

effectiveness of Indian business through its modernisation of industrial clusters. 

3.8 Various schemes under District Industrial Corporation (DIC), Latur 

The DIC is projected to render all amenities to entrepreneurs under a single roof for 

establishing business units. The DICs founded in 1978. The recognition of the need to 

create the district as a focus of industrial planning crystallized in the establishment of 

DICs. The DICs are considered as an institutional innovation to help small scale industrial 

units at three important stages viz., pre-investment, investment and post-investment stages. 

DICs are government institution that deals with all necessities of entrepreneurs. It gives 

economic analysis of the district, helps in procuring raw materials, machinery and 

equipment, credit facilities, marketing and a cell for quality control and research. The 

DICs should provide all necessary information required by entrepreneurs for establishing 

business. DICs perform its major role for interlinkages with various departments such as 
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electricity, water, municipality/ panchayat, town planning, commercial banks, etc. The 

DICs should work in synchronisation with all departments linked to entrepreneurship 

development.  

 3.8.1 Schemes for Entrepreneurship Development 

I) Industrial Promotion Subsidy Scheme: 

Government of Maharashtra launched Incentives Schemes for decentralization of 

industries. Scheme is recognised as efficient for development of entrepreneurship. 

Government has categorised total Maharashtra in six classes like A, B, C, D, D+ and no 

industry district according to industrial development until now attained. 

Latur district is categorized as D+ zone and entitled up to 50% and 30% subsidy for fixed 

capital investment, done through Micro/Small and Medium/Large scale businesses 

respectively. In addition, other incentives like Stamp duty/Electricity duty discharge. 

Special incentives for quality enhancement are also permissible. 

II) Revised Seed Money Scheme: 

To promote self-employment among jobless youths, Government of Maharashtra has 

launched this scheme. For project cost ranges from Rs.10 lakhs to 25 lakhs, a cheaper rate 

of interest on seed capital from 10% to 6% is applied.  

Eligibility: 

1. Age limit - 18 to 50 years. 

2. Minimum 7th Std. pass. 

3. Domicile of Maharashtra State. 

III) D.I.C Loan Scheme: 

1. Any rural service and cottage industry is eligible to get benefit under this scheme. 

2. Loan from D.I.C for general categories 20% upto Rs.40, 000/- and 30% for the SC/ST 

category upto Rs.60,000/- against the project cost sanctioned by the Bank. 

IV) NABARD Margin Money Scheme: 

1. Any rural small scale industry. 
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2. Maximum Project cost upto 25 lakhs. 

3. 20% Interest free loan from NABARD with service charges. 

Eligibility: 

1. Special high-tech projects are eligible only. 

2. All nationalized and schedule commercial banks are eligible for finance. 

V) Zilla Udyog Mitra: 

This group of members is directed by the District Collector to resolve different 

complications of business units. Team comprises of officers concerning to improvement of 

entrepreneurship and Businesses Associations. 

VI)  “Latur District Award” to Small Scale Entrepreneurs: 

Directorate of Industries has announced in 1985 a system of District Awards for 

stimulating entrepreneurship and identifying the attainments of entrepreneurs. So by 

adapting this scheme at Latur MIDC, First Prize is of Rs. 15,000/- and silver coated 

trophy, Second Prize is of Rs. 10,000/- and silver coated trophy rewarded every year. 

VII) Entrepreneurship Development Training Program (EDTP): 

It is conducted to deliver elementary input for entrepreneurship development and skills 

upgradation. 

3.9 Various Schemes of Central Government for Entrepreneurship Development 

3.9.1 Ministry of Food Processing, Government of India: 

Scheme - Funding to Food Processing Industry 

Entitled Industry - Fruit processing, Vegetable processing, Milk processing, Meat 

processing, Dal industry, Edible Oil industry, Spices, and manufacturing all other food 

items. This scheme identifies local needs of entrepreneurs and renders financial help, 

technical know-how, and skill enhancement to start as well as to operate business. Various 

norms like food safety criterions are framed by this scheme.   

Grant Limit - 25% of the fixed capital investment. 

Maximum Limit - Rs.50 lakhs. 

Website: www.mofpi.nic.in 
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3.9.2 Ministry of Commerce and Industries, Government of India: 

Scheme - To make upgradation of industrial infrastructure (IIUS) 

Eligibility - Upgradation of amenities in industrial zone viz. Roads, water, electricity, etc. 

Grant limit: 75% of fixed investment. 

Maximum Limit - Rs. 50 Crores 

3.9.3 Maharashtra Energy Development Agency (MEDA):  

Grants: 20 % of expenses for plant and machinery of the project. This scheme is valid for 

projects established during year 2010-2014.  

Website: www.mahaurja.com 

3.9.4 Rajiv Gandhi Udyami Mitra Yojana: 

This scheme encourages to those entrepreneurs who have attained Entrepreneurship 

Development Programme (EDP) of minimum two weeks or gone through vocational 

training from ITIs. Objective of scheme is to facilitate legal procedural formalities and 

compliances required for enterprise. Effect of scheme is resulted into succession of new 

enterprise. Under this scheme, the ministry has launched a MSME Call Centre (known as 

‘Udyami Helpline’) with a toll-free number 1800-180-6763. The Udyami Helpline offers 

fundamental information on how to establish business unit, accessing loans from banks. 

3.9.5 National Small Industries Corporation Limited: 

For skill enhancement of nascent entrepreneurs NSIC established 47 Training cum- 

Incubator Centres (TICs). In addition, NSIC started Info call centre which act as a 

databank to entrepreneurs.  

Schemes of NSIC Ltd 

To improve effectiveness of micro, small and medium enterprises, NSIC provides assists 

in the areas of Marketing, Technology, Finance, etc.  
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(i) Marketing Help to MSMEs 

Marketing is recognised as a significant factor for business expansion. It is essential for 

existence of MSMEs in rivalry marketplace. NSIC introduced several schemes to assist 

entrepreneur.  

3.9.6 National Award Scheme for MSMEs: 

The Ministry of Micro, Small and Medium Enterprises started National Award yearly to 

carefully chosen entrepreneurs. The prizes are rewarded under different categories viz. 

Research and Development, effective management. The First, Second and Third National 

Prize carry a cash of Rs.1,00,000/-, Rs.75,000/- and Rs.50,000/- correspondingly, a 

certificate and a trophy. Prizes are distributed in a national ceremony organized by office 

of the DC (MSME).  

3.9.7 Promotion of Information and Communication Technology (ICT) in MSME 

Sector: 

Industrial sector is unstable, vibrant and created difficult situation nowadays. This leads to 

acceptance of Information and Communication Technology (ICT) worldwide. The scheme 

frames a strategic model of IT implementation in budding MSME. Objective behind this 

scheme is to implement ICT tools in enterprise to compete in universal market.  

3.9.8 Lean Manufacturing Competitiveness Scheme (LMCS): 

By applying this Scheme, MSMEs are aided in minimising production expenses through 

appropriate human resource management, correct space consumption and systematic 

inventory management, etc. Quality enhancement and cost cutting is crucial for competing 

in global markets. The bigger enterprises in India have been implementing Lean 

Manufacturing Programme (LMP) for effectiveness, but MSMEs have ignored from such 

Programmes because they are not conscious of the benefits. Moreover, knowledgeable 

Lean Manufacturing experts are not readily available and are expensive therefore most 

MSMEs are not capable to adapt LMCS. 

3.9.9 Marketing Support and Technology Upgradation Scheme for MSMEs: 

Marketing is tactical instrument for business improvement. It is fragile zone in which 

MSMEs face foremost complications. Due to inadequate information and insufficient 

resources, MSME zone finds obstacles in developing new markets. Under this scheme, 
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programme is envisioned for refining marketing strategies of MSME segment by 

technological upgradation and export promotion.   

3.9.10 Maharashtra Small Scale Industries Development Corporation (MSSIDC): 

The Maharashtra Small Scale Industries Development Corporation Ltd., generally known 

as MSSIDC, was founded on October 19, 1962 with a vision to give strength to progress 

of Small Scale Industries in Maharashtra State. The objective of MSSIDC is to help, 

guidance, and support, funding, encourage the interests of Small Industries. The 

Corporation renders help to near about 30000 SSI units in the Maharashtra. MSSIDC is 

top most Corporation in India concerning to small scale industries. MSSIDC offers 

comprehensive backing right from how to establish a SSI unit to selling goods at 

marketplace.  

3.10 Financial Institutions 

In under-developed areas like Latur MIDC, the need for financial institutions is much 

more due to a large number of organizational and financial problems inbuilt in the process 

of entrepreneurship development.  After independence, several financial organisations 

have been set up at national and regional levels for speed up entrepreneurship by 

providing financial and other help required. These focused financial institutions are also 

called Development Banks because they provide not only finances to business also helps 

in promotion of new enterprises.      

These institutions have major role in entrepreneurship development of Latur MIDC for 

following reasons. 

i)      Deficiency of organised capital markets 

ii)      Lack of entrepreneurial Talents 

iii)     Low capital formation 

iv)     Shyness of capital i.e., people have a preference to invest only in traditional areas and are 

unwilling to take risk in new ventures 

v)      Inadequacy of financial facilities to meet huge requirements of fund for industrial 

development, and 

vi)      Planned economic development to attain the socio-economic objectives. 

     These are some major financial institutions offering financial schemes. At national 

level there are four such institutions i.e. Industrial Development Bank of India (IDBI), 

Industrial Credit and Investment Corporation of India (ICICI), Industrial Reconstruction 
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Corporation of India (IRCI), and Industrial Finance Corporation of India (IFCI). 

Additionally, there are 19 State 

Figure 20: Types of Financial Institutions 

 

 

 

 

 

 

 

Financial Corporations (SFCs) separately from these specialised financial institutions, 

commercial banks, industrial co-operatives, small industrial development corporations, 

Unit trust of India, Life Insurance Corporation, National Industrial Development 

Corporation, etc. also endow with finance for the development of entrepreneurship in the 

country. There are some international financing institutions like World Bank and its 

affiliates. All these institutions also supply business finance to the enterprises. The aid 

provided by all such institutions has accelerated the speed of entrepreneurship 

development.  

3.11 Types of Funding 

3.11.1 Venture Capital Funding: 

The term venture comprises of two words, that is ‘venture’ and ‘capital’. The term venture 

exactly means result of which is unclear but it is fixated by risk of danger of ‘losses’. On 

contrary, the word capital mentions assets to start enterprise. It is assumed that 

entrepreneur and venture capital works in association. In this, capital is provided for 

Innovation through technical transformation for establishing a new business. Venture 

capital does not provide only funds to enterprises but it considers skill enhancement, 

marketing plan, organising and managing firm. The venture capital invests upto 49% of 

equity capital. Main sources of venture capital are entrepreneur’s assets, family and 

friends, business angels, banks, etc.   

Financial Institutions Offering Financial Schemes  

Industrial Credit and Investment 

Corporation of India (ICICI) 

Industrial Development Bank of 

India (IDBI) 

Commercial Banks 

Small Industries Development 

Bank of India (SIDBI) 
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3.11.2 Angel Capitalist: 

An individual who supplies capital to one or more start-ups companies is called angel 

capitalist. It is a rich person who renders finance for establishing business. Angel capitalist 

may be entrepreneur himself/herself.  

Profile of Latur 

3.12 History of Entrepreneurship Development in Latur 

Since ancient times, agriculture has been principal support for the district’s economy. 

Daily essentials and agricultural instruments manufacturing has been mainstay profession 

in villages of the district. Based on these agricultural productions, small scale business like 

hand-crafting and oil mills flourished in the district. But Latur district has mainly left 

behind in industrial growth due to desolation of then Hyderabad’s Nizam region towards 

Marathwada region. Latur was also a leading cotton market in Hyderabad state. In 1891, 

Lokmanya Tilak had established a ginning and pressing factory at Latur, which also 

introduced the district to the wave of independence struggles. Latur by 1899, as it got 

connected with Barshi, an important Trade center by cement road, imports and exports 

from Latur took a leap. After Tilak’s initiative, another ginning and pressing mill started in 

1901 at Latur. In coming decade Latur-Kurduwadi rail route set off which further lead to 

Hyderabad state establishing on industrial zone at Latur. In 1948, Latur district along with 

rest of Marathwada region, got independence from Hyderabad state and it was joined to 

then Mumbai state. This worked well for the district and obstacles in industrial 

development started to set aside. The district saw its growth as two soap factories started 

in 1958, a sweet unit in 1959 at Latur, a hand-made paper factory in1960 at Ausa. A co-

operative oil mills also got started at Latur in 1963 whereas in the same year, a Latur 

industrial co-operative colony was also established. In 1964, Jawahar co-operative 

spinning mill started in Latur followed by first ever co-operative sugar mill in Marathwada 

at Dhoki in 1965. The same year also had a cement poles manufacturing unit established at 

murud. In 1967, a paint factory named Mayur paints started at Latur. The next coming 

years then saw various other industries being established in the district such as hardware, 

oil, sugar mills, and milk powder project.       

                               In the post 32 years since Latur district got separated from Osmanabad, 

some important industries have been established in Latur district. It has 5 MIDC areas and 

3 other co-operative industrial zones. Murud has a rural co-operative industrial zone. The 
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district has 1386 SSI in (2006), in which the investments Upto Rs. 86 crore has been done. 

Another 2353 SSI industries worth Rs.186 Crores are proposed too. District also has 17 

large industries worth of Rs.389 Crores. Most of these units are agricultural dependant. A 

consistent visionary and persuasive leadership has also contributed greatly to district’s 

progress. Latur has an airport, where the work is ongoing for the night landings. Currently 

district has 148 km long railways, 845 km state high ways, 1524 km long important 

district highways. In coming years a new Videocon company project of worth Rs.350 

crore will be set-up and promises 2000 employment opportunities at Latur MIDC. Along 

with this Rs.250 crore worth Bombay Rayon project at Latur also has been expected to 

avail large employment especially for women. Other big upcoming projects in the districts 

includes a Ramki company (investment 70cr.), an agricultural plastic making company 

‘Supreme Industries’ (100 cr.), Ayer properties (100cr.). This will entitle Latur city as an 

advanced industrial hub.       

3.12.1 Electricity: Production and Distribution 

Electricity use is seen as indicator of industrial growth. In the Osmanabad district, by 

1956, only Latur and Tuljapur cities used to get electricity from private companies. Latur’s 

importance as a business and economic center and Tuljapur’s religious importance lead to 

these cities receiving first of electricity supply in the Osmanabad district. Latur since 

Maharashtra states re-organization in 1956, Mumbai state electricity board was established 

in Feb. 1957. All the small electricity production centres were merged in it. The state 

electricity board started another electricity production unit. These units used to be diesel 

fuelled. Total of five such units were operable at new unit by 1963-64. Currently 

electricity supply is from Parali thermal electricity sub-center and Chandrapur- Koyna 

electricity grid. Since, this supply started, old diesel operated electricity sets in the district 

were shut down. Government has many schemes to decentralize industries and to improve 

rural industrialization. There are many district level boards established to encourage new 

businesses, improve old ones and avail finances for low scale businesses. Some of them 

are in ancient times; Barter system was well in place in the society. Even local 

merchandise was available to facilitate trades from various regions to fulfil local needs. 

So, the main way trading goods was directly between producer and customer without any 

brokers or commission agents. However later on a class of local Banias introduced. These 

local Banias used to offer money to needy farmers and earn indecent profits on the loans 

with self-made interest rates. The local farmers however had no other choice than going to 
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these local Banias and ask them for money to fulfil all other needs in farming. Along with 

these daily family needs and adversaries had to be faced at the cost of increasing debts. 

Whereas Banias or local money lenders did not miss any chance to earn profits with these 

yearly lendings, cash loans and interests on them. 

3.12.2 Co-operative Movement: 

            Nowadays, a farmer loan has become economical as well as social problem/issue. 

The government used to offer various economic packages to farmers but used to be very 

minimal and often mistimed. Commercial banks also did not give any loans to farmers 

readily. In turn, farmers were again forced to borrow money from local Banias or money 

lenders with very high interest rates. In such desperate situation, the co-operative 

movement arose to help out farmers deeply buried under huge amounts of debts and loans. 

By the end of 19
th

 century, this problem of rural loans systems had already reached critical 

intensity. In year 1889, Nizam rule of Hyderabad state introduced co-operative act. Based 

on this, a multi-unit co-operative society’s act was also introduced in other states of the 

country. According to this act, new co-operative institutions were registered on one for all 

states basis. There were many difficulties in implementing, supervising, checking, 

inquiries etc. As a result, then Nizam rural of Hyderabad state decided to create its own 

co-operative act in 1914 based on Hindustan government 1912 co-operative Act. Sir 

Akbar Hydari of then Hyderabad state started co-operative office in 1914 and began 

giving loans to farmers, aimed to free them taxing by local Banias. Sir Hydari also 

established a Trust fund in 1929 to help and encourage small-scale businesses. Meanwhile, 

Indian farming sector was badly affected by 1930’s great global recession. This caused 

massive losses for farmers in India along with other sectors. However, with the efforts of 

Sir Akbar Hydari, a government bank was started in 1937. Hyderabad state bank act was 

thus passed in 1941 and local tahsil and district level transactions started taking place 

through these bank branches. In post-independence era, as Marathi speaking districts in 

Hyderabad state joined with Maharashtra state, the co-operative movements got really 

imputed. Various co-operative institutions were established in Osmanabad district along 

with others and funds were made available easily for needy according to unified credit 

schemes. 

                   In 1959, the Osmanabad district central co-operative bank Ltd. was established 

by merger of central banks at Osmanabad and Latur. This co-operative bank aimed to 
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provide financial help to all other co-operative institutions in the district. This bank 

worked as united central financial institution to fulfil needs of all primary credit banks. 

After separation of Latur district from in 1982, a separate Latur district central co-

operative bank was established in 1984. 

3.13 Financial Help at Latur MIDC 

3.13.1 Urban Co-operative Banks: 

In initial years of 1984-85 of Latur district, there were two urban co-operative banks with 

9163 members together. These urban co-operative banks were aimed mainly to avail funds 

to its members for business. Other interests of these banks were to provide loans for 

education, property purchases and other necessities. 

3.13.2 Marathwada Development Corporation (MDC): 

This organization avails electricity finances to encourage educated but unemployed to start 

industry. This also offers financial help based on sales tax exemption schemes, special 

financial capital scheme, etc. In 2009-10, this organization has subsidised 37.97 Lacs. 

3.13.3 Maharashtra state small-scale industrial development co-operation: 

This co-operation has provided 49.950 Metric tons of raw material for seven small scale 

businesses in Latur district during 2010-2014 and 2, 56,000 lacs worth material was sold 

in 2013-14. 

3.13.4 Maharashtra Goat and Sheep development co-operation: 

This co-operation was established in 1978 to improve financial state of shepherds and for 

development of Livestock. 

3.13.5 Women Financial Empowerment Corporation: 

This organization was established in 1975 to avail self-employment opportunities and to 

assure appropriate returns. This organization started rehabilitates of women in earthquake 

affected Latur and Osmanabad districts in 1995, with the help of one crore rupees offered 

by state government. Also to motivate and encourage the lives of earthquake affected 

women, self-help group (SHG) were started to unify them. Women in the area started 

savings the funds in them, some women also took loans from these savings funds and 

started own small business.  
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3.13.6 Women Self Help Funds: 

This was established in 1998 aimed to avail financial help for women with very low 

interest rates and no morgages. This circulating fund is based on National women fund. 

This scheme is only for earthquake affected women in Latur and Osmanabad district and 

has received 2.4 Crores. Total of Rs.31, 49,915 has been distributed from this fund in two 

stages. 

3.13.7 Central Financial Institution: 

Latur district central co-operative bank acts as central financial institution in districts. By 

2013-14 this bank has distributed 7350 lacs rupees as a loan. 

3.13.8 National Board of Agricultural and Rural Development (NABARD): 

This bank was started in 1982 and acts as supreme institution in rural financial helps. In 

district, this bank has distributed 8655.99 lacs in 2013-14 for projects like Bio-gas plants, 

seedlings distribution, and fishery, milk dairies, etc. 

3.13.9 Bank Fund Scheme: 

First bank fund scheme for Latur district was implemented by state bank of India in 1989-

90. This scheme included SBI, Bank of Maharashtra, SBH, Central bank of India, UBI, 

Bank of Baroda, Andhra bank, Allahabad bank, BOI, Sangli, Canara, United Western, 

Marathwada Rural, DCC, Land development Bank and MSFC. This scheme provided 

funds of Rs. 2,05,012 thousand for small scale industries and Rs.10, 59,140 thousand for 

business and services in 2013-14. 

3.13.10 Life Corporation of India: 

It was established in 1958 and its Latur branch was started in 1962. 

3.13.11 National Savings Schemes: (NSS) 

In 1982-83, total of 83.48 lacs rupees micro savings investments was achieved in Latur 

district on basis of this scheme. In this year 2001 to 2004 Latur district earned first place 

in Aurangabad sector in terms of investments index. In 2014, gross investment was 817.14 

crore with chief women agents 8446. 
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 3.13.12 Introduction Study of Marathwada:  

Aurangabad division of Maharashtra State known as Marathwada basically consisted of 

five District viz. Aurangabad, Parbhani, Beed, Nanded and Osmanabad. Due to 

reorganization in year 1982, more districts like Latur and Jalana have been formed and in 

year 1999 one more district viz. Hingoli formed. Hyderabad state was merged into the 

Indian union in 1948. In 1956, with reorganization of state the Marathawada region was 

clubbed with bilingual Bombay state, which consisted of the present Maharashtra and 

Gujarat states. 

3.13.13 Geography and climate of Latur: 

Latur is located 636 metres above mean sea level. The district is partially under upper 

Godavari Basin and partially in Bhima Basin. The district is situated at the plateau of 

Balaghat and lies in the Manjra River valley. Annual temperatures in Latur range from 13 

to 41 °C (55 to 106 °F). Rainfall takes place in the monsoon period from June to 

September. It fluctuates from 9.0 to 693 mm/month. Average annual rainfall is 725 mm. 

3.14 Growth of Latur MIDC 

Nowadays Latur has some well-known brands. There are Tina Oils, Kirti Gold, Videocon, 

and Kalantri Group's Agro Processing and dal manufacturing units to name a few. Many 

businesses have their production centres in Latur, in agro processing and Edible Oils 

sector.  

The Latur, Additional Latur and Khandapur MIDC industrial zones are outside of the city, 

with different business units. Many entrepreneurs are willing to start their new firms in 

MIDC but plot is not avaliable. Approximately 800 entrepreneurs in waiting list for 

allotting plot. In addition, agro processing one Special Economic Zone (SEZ) have been 

sanctioned by central government.  

3.14.1 Cropping Pattern:  

It is dominated by grains. In the district the main food grains crops are Jawar, Bajara, 

Wheat, Sorghum, Pearl Militate, and Red Gram. Jawar is cultivated as major crop over 

complete region. Bajara is the next main food grains in the region. Rice and wheat are also 

grown to limited extent. Latur is major oil seed growing districts in the region. Groundnut, 

sunflower and safflower and imperative oil seed grows in the region. Sugar cane is vital 

perennial cash crop grown in the region to some extent. 
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Table 2: Cropping Pattern in Latur District 

Type of 

Land 

Reported 

area of 

Land 

utilization 

Fore

st 

 

Barren & 

Uncultiv

able 

Land 

Land of 

non agri. 

uses 

Cultivab

le waste 

Land 

Per pasture & 

another 

grazing Land 

Crops & 

Grass Land 

Utilization 

Net own 

Area 

 

Latur Hect 7160 49 191 197 255 210 102 5291 

 

[Source: Divisional Soil Survey Office, Aurangabad] 

 Latur district is having less area of land utilization for this reason only people are 

searching for related business like milk projects. In Latur non-agricultural land is 197 ha. 

3.14.2 Principal crops:  

In Latur district, mainly Kharip crops grows but Rabbi Crops are also cultivated. The main 

Kharip crops are Jawar, Pulses, Mug, Udid, Rice, Bajara, Cotton and Oil seeds. Rabbi 

crops consist of Rabbi Jawar, wheat, Sugarcane, Grams is the only persistent crop in the 

district. Table shows different Crops Production in Latur District: 

                            Table 3: Crop Production of Latur District 

Sr. No. Main Agricultural Crops Annual Area In Hectares 

1 Jawar 199600 

2 Tur  66700 

3 Mug 24200 

4 Udid 76700 

5 Rice  20200 

5 Wheat 27700 

7 Bajara 10100 

8 Gram 28900 

9 Sugarcane 24500 

10 Cotton 40300 

11 Soyabean 99000 

12 Others 10000 

 Total 627900 
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Source: Annual credit plan 2013-14, Pg.4 

The largest portion of the area comes under Jawar (1, 99,600 hectares) and Soyabean 

(99000 hectares). Less portion of the area comes under Bajara (10,100 hectares) and Rice 

(20,200 hectares). Middle portion area comes under Sugarcane, Cotton and Pulses. On the 

basis of above table it can be said that the main crop produced is Jawar in the district and 

followed by pulses i.e. Tur, Mug and Udid. Area under Sugarcane and Wheat should be 

increased. It will provide more employment opportunities. 

3.14.3 Total Milk Production of Latur region: 

                                  Table 4: Milk Production of Latur region 

District 
Indigenous 

Cow 

Crossbreed 

Cow 
Buffalo 

Total 

(Lakh 

Liters.) 

Latur 336.18 1302.55 1890.96 3529.69 

 

 Source: Pashu Sanverdhan Sankhyiki Pustika: 2012-13, Maharashtra State. 

 In Latur the milk production per annum is 3529.69 lakh lts. 

3.14.4 Edible oils: 

Latur is well-known for processing of Edible Oils. Government established oil seed 

processing division at Latur. Kirti Group has three and Tina group has one edible oil 

production unit in Latur. 

3.14.5 Trade and Industries: 

Latur is among top trade centre for soyabin at national level. In district more than eleven 

sugar factories established which are running on co-operative basis. Latur is well known 

for quality grapes and cold storage services. A grape wine park proposed in 1.42 sq.km. 

(350 acres) near Ausa, 18 km from Latur city. Food Park is being planned on a 50 acre at 

Harangul near Latur city. Ramky (India) is the consultant for the project. The place is 

suitable for various agro and fruit processing units. In Latur MIDC, Info Tech Park is built 

up in 24,866 Sq.fts. with 32 units. It is waiting to start still it is not in operation. For 

betterment of MIDC many industrial associations are founded viz. Latur Chamber of 

Commerce, Latur Manufacturers Association, Engineers and Architects Association, Latur 
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Builders Association, Computers and Media Dealers Association (CMDA), Latur. These 

associations have substantial contribution in entrepreneurship development at Latur 

MIDC.  

3.14.6 Rural Economic Scenario: 

In under developed country like India, development is mainly concerns to rural part of 

country. And rural development is possible only with improvement in agricultural and 

related activities. So for advancement of rural life their socio-economic conditions need to 

enhance. Latur district is lagging behind in industrial development as compared to other 

parts of the state. Latur district is less developed and it’s surrounding in Marathwada. The 

reasons are as below. 

1. Lack of entrepreneurship development.  

2. Population transformation.  

3.14.7 Industries at Latur MIDC 

Industrially, Maharashtra state is progressive state in India. However, Latur district is not 

yet developed though it is part of Maharashtra state. There are practically few major 

manufacturing industries at Latur MIDC. Most of the existing industrial establishments are 

of very small size. The industrial policy of the state is trying to promote less developed 

area for reducing excessive burden of metro cities like Mumbai, Pune, Thane, etc. So at 

Latur, MIDC has started developing site for setting up of industries. Many government 

agencies, financial institutions, and commercial banks have been playing an active part in 

industrial development by providing direct and indirect help to entrepreneurs. These 

organizations are MIDC, DIC, MSFC, MSSIDC, SICOM, RDC, KVIC, nationalized 

banks and co-operative banks, etc. 

3.14.8 Industrial Development 

              
MIDC: This co-operation works mainly to develop industrial zones and avail lands 

for entrepreneurs. This was established at Latur in 1973 with 263 Hectares of land, which 

later on was expanded with another 1073 hectares land. There are 943 plots allotted and 

only 300 industrial units are started. Out of total plots allotted in the district, 783 plots are 

allotted in Latur industrial estate and highest number i.e. 297 units were started operation. 
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Keeping in view, the rapid advancement of information technology on global level, the 

government of Maharashtra has declared new industrial development policy. 

Table 5: Plot Allotment at Latur MIDC 

 Area 

(Hect.) 

Developed 

Plots 

Distributed 

Plots 

Number 

of Units 

Started 

Plots available 

for distribution 

Latur 263.26 791 783 297 8 

Latur 

Extension 

 

1073.83 

 

254 

 

160 

 

03 

 

94 

              

   Source: MIDC, Regional Office, Latur. 

                           To develop area with above policy of information technology in the state 

at various places like Mumbai, Pune, Nagpur, Aurangabad, Kolhapur, Nasik, Solapur, 

Amravati, Sangli and Latur IT complexes are set up. For this IT Park, a plot of land of 

5960 sq. ft. size is selected in the proposed site area at Latur. In this IT Park, basic 

essential infrastructural facilities like internal roads, streetlight, fencing wall, garden, 

drinking water, and furnished toilets are provided. In the IT Park complexes, 31 galas are 

for IT companies. Responses of IT entrepreneurs are not satisfactory so far. But for food 

processing industries entrepreneurs are showing good response due to availability of raw 

material and market. Additional Latur MIDC is followed by Latur MIDC. There is limited 

scope for industrial activities in Additional MIDC due to absence of infrastructural 

facilities. Here table showing detailed information about enterprises at Latur MIDC. 

However, enterprises are increasing with increasing capacity except in year 2013-14 

because of sudden death of Late Mr. Vilasrao Deshmukh (Ex-Chief Minister, 

Maharashtra), economic development dropped down.   

                             Table 6: Entrepreneurship Development at a glance 

Year No. of 

Enterprises 

Employment 

(No. of 

Persons) 

Investment 

(Rs. in 

Lacs) 

No. of 

EDPs 

(Training) 

2009-10 23 1584 244 14 

2010-11 31 1740 307 27 

2011-12 38 1914 362 34 
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2012-13 42 2100 409 46 

2013-14 16 1140 268 38 
 

     
Source: DIC Action Plan, DIC office, Latur. 2009-10 to 2013-14  

                                Table 7: Population Analysis of Latur District 

Description 2001 2011 

Actual Population 20,80,285 24,54,196 

Population Growth 24.07% 17.97% 

Density/Km
2
 291 343 

Sex Ratio (Per 1000) 935 928 

Average Literacy 71.54 77.26 

 

       Source: District Statistical Officer, Latur, Annual Reports (2013-14). 

Latur (Municipal Council) Population: 3, 82, 754 

Geographical Area - 7157 Sq. Km. 

Cultivable area- 6523 Sq. Km. 

Major River - Manjara, Terna, and Tawarja is a catchment of Godavari river basin. 

Human Development Index- 0.47 

Developed Irrigation Potential 1, 53,000ha (22%) 

Inexpensive labour force and plots with adequate water and power facility created it more 

eye-catching place. It is attached by roadways, railways and airways. There are fewer 

industrial clashes. Latur comes in D + zone. VAT repayment for 9 yrs. Stamp duty 

exemption for buying plot. MCED and MITCON are conducting Entrepreneurial 

development Programmes for budding entrepreneurs. So training is avaliable for 

prospective entrepreneurs. 

3.14.9 Opportunities: 

For Agro-processing activities, agricultural production can offer stout backward linkage to 

agro-processing businesses. Existing sugar, oil, pulses and other processing industries can 
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provide skilled labor and technological knowhow. MIDC has acquired such a huge area 

840 ha area. So this land must be utilised for large manufacturing unit, automobile, 

electronics and other consumable durable unit, IT Units for IT Park with 2560 Sq.fts. area 

and 31 offices is ready.  

                         Living cost occurred in Latur is minimum as compared to metropolitans. 

Latur is nearby or central at some well used business routes. Latur is equidistance from 

Aurangabad, Pune, and Hyderabad. It is also well connected to Solapur and Jalgaon for 

trades. At local level ‘Renapur-Latur- Ausa corridor’ of 40 km. four lane road facilitated 

to entrepreneurs for getting raw materials. Expansion in Ring road-I of 11 km. six lane and 

Ring road-II of 57 km. four lane always helps for transportation. Railways connectivity 

available which connects Latur directly to business hubs like Mumbai, Pune, and 

Hyderabad for supply of finished products as well for bringing raw material. Enlargement 

of air strip from 1980m x 30m to 2300m x 45m is accomplished. It is possible to handle 

Boeing and Airbus jet aeroplane and cargo service. Kingfisher Latur-Mumbai Air service 

will provide air connectivity to Latur for all main cities in India. Because of engineering, 

medical and other courses colleges more number of intellectual youths can be easily 

available there resulted in much scope for entrepreneurship. Sub-centre of SRTMU 

Nanded University is located at Latur so it is beneficial for research activities. District 

Central Bank, Trade banks and urban co-operative banks are providing necessary capital 

for business units. Regulated market has become centre of wholesale trades and farmers 

are getting suitable returns for providing raw material to entrepreneurs. Latur MIDC 

export contains only agricultural products (food grains) and not manufactured finished 

products so improvement can be done. In food grains Latur is forward market for Ground 

Nuts. Along with this; other food grains exported from district were Millets, Black Gram, 

Green Gram, Wheat, etc. These exports were mainly made to markets of Navi Mumbai, 

Solapur, Pune, Hyderabad, Miraj, Kolhapur, etc. Also, raw cotton used to be processed in 

local spinning mills and send to cloth industries at various markets. Cotton seeds were 

being exported to Mumbai and other places with oil mills. Instead of exporting raw 

agricultural material, finished products can be exported. But it needed entrepreneurship 

development at Latur MIDC. Communication technologies available to entrepreneurs can 

expand their business, as many companies providing their 3G network, broadband 

connections. For adequate Power facility to entrepreneur’s unit, central government 

sanctioned 1600 MW BHEL-MAHAGENCO power plant. Due to increased population of 
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Latur, CIDCO is planning to construct homes. As we know entrepreneurship development 

principally relates with facilities offered by government. In Latur city more than 20 

regional head offices of government have been established viz. Education, health, 

MSEDCL, agriculture, transport, cooperation, Social welfare, MIDC, Pollution. Along 

with that, different government schemes are available to entrepreneurs for starting 

business. It provides business guidance and employment opportunities. Maharashtra 

government has decided to establish a planning board in every district. Government 

decided that district should be the fundamental unit of development and each district 

should have own long term guided development scheme. Concept of HDI includes per 

capita income and economic and educational situations. It is true indicator of district’s 

economic progress. Based on parameters HDI of Latur is 0.47 which is far below than 

Maharashtra State average HDI of 0.752 Latur ranks 19
th

 in the State in terms of HDI. Per 

capita income of the district in 2013-14 was Rs. 45,511 whereas during same time state’s 

per capita income was Rs.1,17,091. Latur ranked 13
th

 position in the State in per capita 

income in 2011 census population. 

3.14.10 Poor Irrigation for Agriculture: 

The entire agricultural field in district is totally dependent on Monsoon Rains. The 

irrigation policies in the district before independence were based on the fact that this 

monsoon rain is often insufficient and unreliable. Because of this, Irrigation policy was 

developed as building up small to medium scale dams and using network of canals. This 

has since lead to stability of sugarcane farming and co-operative sugar factories in the 

area. However, this irrigation system has only benefited 2- 3% of agricultural lands as 

remaining areas are left dependant on monsoon. This has lead in turn to local rural as well 

as regional disequilibrium, which at times also affects State unity and stability. So leaving 

the limited irrigated land, managing the question of other area farming is still at large. The 

economy of Latur district is agricultural one with sector and other inequality. Inequality 

may be due to natural calamities and man-made inequalities 

 

 

 

 



Business Leadership Skills – For Entrepreneurs

Are you a leader? Really? Know about what it takes to be a good/ effective leader?

Truth be told, not everyone is a leader. It’s just not meant for everyone. And that’s

OK.  But  more  people  are leaders than  they  realize.  Leadership  takes  on  many

different faces; it’s just a question of understanding how you lead and why.

Great  leaders find  the  balance  between  business  foresight,  performance,  and

character. They have vision, courage, integrity,  humility and focus along with the

ability  to  plan  strategically  and  catalyze  cooperation  amongst  their  team.

“Management  is  about  persuading  people  to  do  things  they  do  not  want  to  do,

while leadership is about inspiring people to do things they never thought they could

Leadership is a type of relationship through which a person (leader) influences the

thinking,  perceptions,  behaviour  and  actions  of  others  (followers,  employees/

subordinates).  

Importance  of  leadership  in  a  competitive  business  environment  can’t  be  over

emphasized. Here are ten key business leadership skills you’ll need to succeed

as a leader:

1. Lead By Example. You can’t be an aloof leader, someone that’s never around

and incapable of getting your hands dirty. One of the best ways to lead is by example –

pitching in where needed, lending a helping hand, and making sure that the work you do

is clearly understood by your team.

2. Passion. A  leader  without  passion isn’t  a  leader.  He’s  a paper  pusher.  Or  a

taskmaster. Or a government employee… Passion drives a lot, and you can inspire so

much in others through your own passion and enthusiasm. That doesn’t mean you have

to be constantly cheery, it means you’ve got to believe in what you’re doing and what

your company is doing.

3. Be Organized. A disorganized leader  isn’t  leading,  he’s chasing his  own tail.

Disorganization breeds nothing but more disorganization. If you’re frazzled and messy,



your team will be too. When you’re organized you’ll be much more productive and so

will everyone else.

4. Delegate. You  can’t  do  everything.  A  great  leader  needs  to  be  able

to delegate effectively.  The key  to  delegating  successfully is  giving  employees

ownership of the work you assign them. They can’t just feel like they own the work, they

really have to.

5. Take Ownership and Responsibility. Although you’ve just delegated work and

truly given your team ownership, you also have to take ownership and responsibility at

all times. Your team has to know you’ll be there for them through the good and the bad

times. That doesn’t mean you absolve people from making mistakes or ignore crappy

work/effort, but it does mean you take responsibility for the big picture.

6. Communicate Effectively. Duh. Everyone knows great leaders have to be great

communicators. But there are certain points of communication that many people forget.

For example, it’s critical that you communicate to employees how their work matters in

the bigger picture. Are they a cog, or does their work truly make a difference?

Communicating  success  is  also  something  leaders  forget  to  do.  People  need

affirmation. They want to know they did a good job. You just have to tell them.

And be precise. Insecure leaders will often ramble; uninterested leaders cut things

off  to  quickly.  Whether  you’re  giving  praise, providing  constructive  criticism,  or

defining goals and to-dos,  you have to  figure out  how much to  say and in  what

order. Be precise, specific and concise. Get to the point..

7. Be Brave and Honest. Cowardly  leaders  will  shy  away from any number  of

situations  that  crop  up  regularly  when  running  a  team.  The  project  your  team has

worked on for 6 months just got shelved. Now what? Or you have to talk to someone

about their lack of effort recently. Do you ignore the problem? Or maybe it’s time to take

your product into a new market. Do you hobble forward, scared and nervous, or do you

grab the market by the throat?

Leaders  are  brave.  And  honest,  too.  Tell  it  like  it  is.  Don’t  sugarcoat,  don’t

obfuscate. Don’t be a jerk either. You have to learn how to present things to your

team in an honest but balanced manner.



8. Great Listener. A huge part  of  being a great  communicator is  being a great

listener.  If  all  you want to do is talk, you’re not a leader. Keeping people motivated

means listening to them, asking them questions, understanding their issues. When you

listen more, you can respond more effectively and get to the heart of things much faster.

9. Know Your People. You have to know your people. You don’t have to be best

friends or even socialize outside work, but you do have to know what makes them tick.

You need to know something about their personal lives because their lives outside work

matter. Their lives outside work drive a great deal of their success (or lack of) at work.

Keep track of simple things: birthdays, marriages, children, etc. The more you know

your people the more common ground you’re likely to find, the more you’ll be able to

connect.

10. Be a Follower. Benjamin Disraeli said, “I must follow the people. Am I not their

leader?” That  sums  up  many  of  the  other  points  so  beautifully.  Great  leaders  are

followers too. If you’re a leader without following, you’re a dictator. And as fun as that

sounds… Being a leader-follower means finding value in your team, getting inspired by

your team, encouraging your team to communicate, brainstorm and be open.

Very few people are great leaders overnight. It takes time and practice. As long as

you’re  open  about  learning  along  the  way  and  working  with  your  team  on

leadership versus dictating to them, most people will be happy to go on the journey

with you.

 Here are some great quotes on leadership:

“Don’t  tell  people  how  to  do  things,  tell  them  what  to  do  and  let  them

surprise you with their results.” – George S. Patton

“Delegating work works, provided the one delegating works, too.” –  Robert

Half

“The very essence of leadership is that you have to have vision. You can’t

blow an uncertain trumpet.” – Theodore M. Hesburgh



Page 1

A Business Plan For starting

Yummy Chocolate Company

Submitted By: Group 7

LeenaChellani (11015)

NikunjGajara (11046)

ChandanPahelwani (11047)

Jay Pujara (11060)

RinkuSalat (11068)

DivyaDhawani (10029)

 



Page 2

Executive Summary

We are starting a business of manufacturing chocolates. Name of the company is “Yummy 

Chocolate”.Our target market is whole Gujarat. The customers to whom our products will be

supplied are retailers, wholesalers and traders in Gandhidham, Adipur, Rajkot, Ahmedabad, 

Surat and Vadodara.The location of our manufacturing plant would be GIDC, Adipur.

We would be targeting the consumers of all age groups. The products that we would offer are:

 Yummy Plain Chocolate

 Yummy Milk Chocolate

 Yummy Fruit N Nut Chocolate

The core competencies on which our company would be competing are taste and quality of our 

chocolates. Our comapny would be a partnership firm. There would be 2 finance managers, 2 

marketing managers, 1 accountant and 1 general manager as part of the organization.



General Company Description

Our company will be in the confectionary business. Our company will be involved in

manufacturing of chocolates.

Vision

Our vision is to be the leading manufacturer of chocolates all over India.

Mission

We seek to produce high quality products at competitive price using modern technology to 

provide high satisfaction to the consumers.

Objectives

 To manufacture and provide the customers with the quality products to the best interest of

the customers.

 To create Price competitive Products as part of the effect to increase the world access to

high quality chocolates.

 To ensure a hygiene & clean working environment as to continue to produce Safe &

Tasty Products

 To strive to Meet & Exceed Customer's Expectations so as to ensure a sustainable

business relationship.



Target Market

 Upper class

 Middle class

 Lower middle class

 All age groups

About Chocolate Industry

The chocolate market is estimated around 33,000 tonnes valued at approximately Rs. 8 billion. 

Bars of moulded chocolates like amul, milk chocolate, dairy milk, truffle, nestle premium, and 

nestle milky bar comprise the largest segment, accounting for 37% of the total market in terms of 

volume. To push sales chocolate companies have been targeting mainly adult audiences.

Chocolates are being presented as snack food for the new target audiences. The chocolate 

segment is characterized by high volumes, huge expenses on advertising, low margins, and price 

sensitivity

Cadbury is the leading player in the chocolate market industry with the penetration of 70% 

market share. The company's brands like Five Star, Gems, Éclairs, Perk, and Dairy Milk are 

leaders in their segments. Nestle &Amul are the other major players in chocolate industry. 

Chocolate industry is growing at steady growth rate of 25%. Over 70% of the consumption of 

chocolates takes place in the urban market. It is price sensitive market.

Until early 90's, Cadbury had a market share of over 80 %, but its party was spoiled when Nestle

appeared on the scene. The other one has introduced its international brands in the country (Kit 

Kat, Lions), and now commands approximately 15% market share. The two companies operating

in the segment are Gujarat Co-operative Milk Marketing Federation (GCMMF) and Central 

Arecanut and Cocoa Manufactures and Processors Co-operation (CAMPCO). Competition in the

segment will soon get keener as overseas chocolate giants Hershey's and Mars consolidate to 

grab a bite of the Indian chocolate pie.



Indian Chocolate Industry’s Margin range between 10 and 20%, depending on the price point at

which the product is placed. The input costs in India are under check owing to the 24% decline 

in the prices of sugar.

Core Competencies

The core competencies on which our company will compete are:

 Taste

By consuming the “Yummy Chocolates” flavor begins to fill your mouth the moment the

chocolate begins to melt on your tongue like butter and it tastes like pure chocolate rather

than cocoa powder. At first there is so much pleasure in tasting the chocolate, it may be 

difficult to focus on the specifics of flavor. First perception the consumer would describe 

for the chocolate as “chocolaty” and “Yummy”.

 Quality

The raw ingredients are of finest quality and also care is taken of the production process; 

roasting and crushing the cocoa beans and mixing the cocoa paste with sugar and other 

ingredients such as milk. Yummy chocolates are high quality chocolates as they are shiny

brown, breaks cleanly and is smooth. Yummy chocolates has the sufficient quantities of 

cocoa butter and vegetable fat so that it does not become greasy or sticky at ambient 

room temperature.

Ownership

Our company will be a partnership firm.



Competitor Analysis

COMPANY FOUNDED IN BRAND

PORTFOLIO

(confectionery

products)

Nestle 1860s Kit Kat, 

Smarties,

Wonka

Ferrero 1940s Rocher,

Raffaello,

Kinder, Tic

Tac, Mon

Cheri,

Nutella
Mars 1911 Bounty,

Galaxy, Mars,

Snickers, Milky

Way, Wrigley’s,

M&M’s etc

Amul 1945 Milk

chocolate

, Fruit &

Nut

chocolate



Hershey’s 1894 Hershey’s milk

chocolate,

Kisses, Pot of

gold, Milk

duds, Reese’s,

Icebreakers

etc

Perfetti 

Van 

Melle

2001, when Perfetti

and Van melle

merged

Alpenliebe,

Chlormint,

Centerfresh,

Happydent,

Mentos

ITC 2002(confectionery

segment)

Minto and

Candyman

Parle 1929 Melody, mango

bite, poppins,

kismi toffee,

mazelo, xhale,

éclair,

golgappa,

parlelites,

orange candy



Cadbury 1948 (Indian Market) Dairy Milk,

Dairy Milk fruit

N nut,

Dairy Milk

Shots,  Dairy

Milk  Roasted

Almond, Dairy

Milk Silk





Our Products

Our company will be dealing in the manufacturing of 3 products. They are:

1. Milk Chocolate

2. Fruit & Nut Chocolate

3. Plain Chocolate

Ingredients of Milk Chocolate

Sugar, Full Cream Milk Powder, Vegetable Fat, Emulsifiers, Flavors, Whole Cow’s Milk, Cocoa

Butter.

Recipe for milk chocolate

 Take one cup of powdered sugar, one cup of milk powder.

 One heaped table spoon of cocoa powder, about half table spoon of butter, and to this add

the minimum quantity of water required to make a thick batter.

 Place this batter on a stove and bring to a boil on a low flame.

 When the batter becomes thick (shown in the clip) stop the boiling, cool.

 Pour into suitable moulds, cut, cool in a fridge and it gets ready.



Ingredients of Fruit & Nut

Sugar, Full Cream Milk Powder, Raisins, Cocoa Butter, Cocoa Mass, Almonds, Vegetable Fat, 

Emulsifiers, Flavors.

Recipe for fruit & nut chocolate

 First take whatever moulds you like and grease it with butter. Set this aside for a moment.

 Melt the chocolate either in double boiler method or in a microwave. Remove it and set

aside.

 Chop up all your nuts and dried fruits. Add it to the chocolate and mix well.

 Take a spoonful of this and fill your prepared mould and put it in the deep freeze for 

1 hour.

 Unmould it and keep it in the fridge until serving.

Ingredients of Plain Chocolate

Sugar, Full Cream Milk Powder, Cocoa Butter, Cocoa Mass, Vegetable Fat, Emulsifiers,

Flavors.

Recipe for plain chocolate

 Combine cocoa and sugar and blend until all lumps of cocoa are gone. Add water and 

salt and mix well.

 Cook over medium heat, bringing it to a boil.

 Keep boiling until thick, stirring to keep from overflowing.

 Remove from heat and let cool.

 When cool, add vanilla.

 Then put this in your milk, just like the store bought stuff.



Marketing Plan

Economics

Total size of chocolate market is 33000 tonnes

Trends in Consumer Preferences

 The range and variety of chocolates available in malls seems to be growing day by day,

which leads to lot of impulse sales for chocolates companies.

 Chocolates which use to be unaffordable is now considered mid-priced.

 Branded chocolates have become more popular.

 Mithai is becoming the substitute of chocolates

 Instead of buying sweets on Rakhshabhandan, Diwali, people prefer to buy chocolates.

Barriers to entry

 Huge startup costs

 Ensuring good quality products to the customers

 High Level of competition from the well established brands

 To keep price of the product low, as it is a price sensitive market

Overcoming the barriers to entry

 To overcome the barrier of huge start up costs our machinery would be taken for lease 

for first few years of business.

 Marketing of our products would be on the basis good quality and healthy products to

provide a competitive advantage.



Product

From customer’s point of view, chocolate is the product which shows their impulse buying 

behavior. Customers are looking for low priced chocolates and also it should have good taste.

Features and benefits

Milk chocolate

 Milk chocolate is a stimulator, to the brain, to the emotions, thus, increases your stamina.

 Milk chocolate is high in vitamins B1, B2, D and E. It also contains potassium and

magnesium.

 Milk chocolate contains antioxidants that boost the immune system.

Fruit N Nut chocolate

 Almonds help in the creation of new blood cells, hemoglobin and help in 

proper functioning of vital organs of the body.

 Almonds also help in weight loss, lowering blood pressure, reduction in risk of recurrent

coronary heart disease, solving constipation, etc.

 Raisin helps in digestion problems, acidity or constipation problems.

 Raisins contain considerable amount of iron

 Cashew nuts provide protein and fiber to body.

 Cashews have no cholesterol. Cashews contain healthy monounsaturated fat that

promotes good cardiovascular health



Plain chocolate

 Chocolate contains essential trace elements and nutrients such as iron, calcium and

potassium, and vitamins A. B1, C, D, and E.

 Cocoa is also the highest natural source for Magnesium.

 The high Magnesium content of Chocolate is beneficial for the Cardiovascular 

System and hypertension.

 Cancer Fighter

 High in Antioxidants

 Cocoa contains flavones, a type of flavonoid that is only found in cocoa and chocolate.

Customers (Wholesalers and Retailers)

Anil Provision Store

166 Dbz-North Sector, AryaSamaj Road, ZandaChowk, Gandhidham, Gandhidham– 370201

Rajani Provision Stores

Vidhyanagar Main Road, ViraniChowk, Opp. Dr. Sanjay Gadre, ViraniChowk, Rajkot - 360002

Gayatri General Provision Stores

Amrut Shopping Centre, Kevdawadi Main Road, Kevdawadi, Rajkot - 360002

JatinProvision Stores

6, Nityanand Apartment, Ellisbridge, Near PritamnagarAkhada, Ellisbridge, Ahmedabad, Gujarat 

380006



Narayan Department Store

KhodiyarChowk, Ram Nagar, Sabarmati, Ahmedabad, Gujarat 380005

Madhur Super Market

Zodiac Square, Bodakdev, Ahmedabad

Dhirajsons Toyshop

Mega Store, Near Chowpati, Athwa Gate, Athwa Gate, Surat

Sahaj Super Store

Jain Wadi, Surat, Gujarat 395009

Ashok Provision Store

Shop No:n -16, Main Bazar, Gandhidham, Gandhidham– 370201

Pankaj Provision Store

Shop No1, Lilasha Nagar, 12c Plo No: 637, Gandhidham, Gandhidham– 370201

Chamunda Provision Store

Gondal Road, Hasanvadi-4, Hasanwadi, Rajkot - 360002

https://plus.google.com/117658621243568765850/about?gl=in&hl=en


Gujarat Provision Store

C-72, Main Bazaar, Gandhidham- 370201

Yogeshwar Provision Store

Dbz - N -No :1, Khanna Market, Gandhidham, Gandhidham– 370201

Dairy King

Plot No 117, Plaza Corner, Oslo Circle, Gandhidham, Gandhidham– 370201

Signature

ZandaChowk, Gandhidham - 370201

Kavita Provision Store

Maitri Road,

Adipur – 370205

http://www.asklaila.com/Main-Bazaar-Guide-Gandhidham/lg5845


Competitors

 Amul

 Nestle

 Cadbury

 Kent

Niche

Our niche market would be the children and young generation as chocolate is mostly liked by

children and youngsters.

Marketing strategy for niche market

 Attractive packing: Our Company will focus on packaging to attract children.

 Good quality and healthy chocolates are the factors on which marketing will be done.

Promotion

 Local news paper

 Local TV channel

 Local radio Station

 Hoardings in Adipur and Gandhidham

 Through pages and account on Social Networking Sites (Facebook & Twitter)



Distribution channels

Our products would be distributed through channels like wholesalers, retailers and our own sales 

force.

Proposed Location

For our business, the proposed location would be in GIDC, Gandhidham.



OPERATIONAL PLAN

Production

The product will be manufactured by Full Automatic Chocolate Production Line (QH200), with

this system, baking the moulds, depositing, forming etc. series procedure can be achieved 

automatically. It's available to depositing all shape of chocolate. Such as double color filled- 

inside, nuts etc chocolate. Since our product are plain as well as nut are added this machine is 

appropriate.

This machine can produce 100-300 kg chocolates per hour. It can produce chocolates in different

shapes .It can help to reduce cost of chocolates mould. By Producing Chocolates in different 

shapes we can attract all segments of market.

The production capacity is fully automated as mentioned above, so the need of personnel is 

comparative less than other semi-automatic machine.

Manufacturing process

Chocolate production is highly sophisticated computer controlled process with much of the new 

specialist machinery. Machines like as chocolate cooling tunnels, enrobing machines, coating 

machines, moulding machines.

Chocolate processing: Production flow of chocolate

Cleaning

When seeds arrive to factory they are carefully selected and cleaned by passing through a bean

cleaning machine that removes extraneous materials. Different bean varieties are blended to 

produce the typical flavor of chocolate of particular producer. Then the bean shells are cracked

and removed. Crushed cocoa beans are called nibs.



Roasting

The beans are then roasted to develop the characteristic chocolate flavor of the bean in large 

rotary cylinders. The roasting lasts from 30 minutes to 2 hours at very high temperatures. The

bean colour changes to a rich brown and the aroma of chocolate comes through.

Grinding

The roasted nibs are milled through a process that liquefies the cocoa butter in the nibs and forms

cocoa mass (or paste). This liquid mass has dark brown colour, typical strong smell and flavor 

and contains about 54% of cocoa butter.

Cocoa Pressing

Part of cocoa mass is fed into the cocoa press which hydraulically squeezes a portion of the 

cocoa butter from the cocoa mass, leaving "cocoa cakes". The cocoa butter is used in the 

manufacture of chocolates; the remaining cakes of cocoa solids are pulverized into cocoa 

powders.

Mixing and Refining

Ingredients, like cocoa mass, sugar, cocoa butter, flavorings and powdered or condensed milk for 

milk chocolate are blended in mixers to a paste with the consistency of dough for refining.

Chocolate refiners, a set of rollers, crush the paste into flakes that are significantly reduced in 

size. This step is critical in determining how smooth chocolate is when eaten.

Conching

Conching is a flavour development process during which the chocolate is put under constant 

agitation. The conching machines, called "conches", have large paddles that sweep back and 

forth through the refined chocolate mass anywhere from a few hours to several days. Conching 

reduces moisture, drives off any lingering acidic flavors and coats each particle of chocolate with

a layer of cocoa butter. The resulting chocolate has a smoother, mellower flavor.



Tempering and Moulding

The chocolate then undergoes a tempering melting and cooling process that creates small, stable

cocoa butter crystals in the fluid chocolate mass and is deposited into moulds of different forms.

Properly tempered chocolate will result in a finished product that has a glossy, smooth 

appearance.

Cooling

The moulded chocolate enters controlled cooling tunnels to solidify the pieces. Depending on the

size of the chocolate pieces, the cooling cycle takes between 20 minutes to two hours. From the 

cooling tunnels, the chocolate is packaged for delivery to retailers and ultimately into the hands 

of consumers.

Location

Our manufacturing unit will be located in Adipur. Kandla Port and Mundra Port are also near to

Adipur so it also helps in future, if we want Chocolates to be exported.

Labour is easily available since there are many such labour contractor available in Gandhidham.

We will get skilled and unskilled labour as per our need. Technical people are also available 

easily to monitor the quality and consistency of our product.



Legal formalities:

 We could get DIN (Director Identification Number) which is printed, signed, and sent to

Ministry of Corporate Affairs.

 Get a TAN (Tax Account Number) for income taxes from Income Tax 

Department’s Assessing Office.

 We must be registered Enroll with Establishment Act (State/Municipal), Shops, 

and Office of Inspector.

 We should also get food process order certificate from ministry of food processing 

industries and also doing as business certificate required for our chocolate industry.

Personnel

The machine is fully automatic so need of personnel is less. We need skilled worker for 

packaging and storage of our product. There would be a need of professional for checking and 

maintaining the quality of product.

Inventory

The basic raw material required for making chocolate is Sugar, Full Cream Milk Powder, Cocoa 

Butter, Cocoa Mass, Vegetable Fat, Emulsifiers, and Flavors.



Suppliers

 For Milk Powder:

Aditya Enterprises

Mr. Abhay

Near Jain Mandir, Kolhapur, Maharashtra, India - 416118

Phone: +91-230-2481402

Fax: +91-230-2481402

Mobile: +91-9011710691

Email ID: adiraj3831@yahoo.com

Web Site: http://www.adityaenterprisesindia.in

 Sugar S-30:

Payment Terms L/C 

AkhilendraPratap Singh

ASA PORTFOLIO PRIVATE LIMITED

Place of Origin: Maharashtra

Packaging: 50 KG

Delivery Detail: Within 20 days from the receipt of Confirmed payment instruments

mailto:adiraj3831@yahoo.com
http://www.adityaenterprisesindia.in/


 Butter & Vegetable Fat, Vegetable oil:

Company Name : BABA CASEIN INTERNATIONAL

Address :108, Kabir Market, HathiKhana Main Road

Vadodara Gujarat India

Zip : 390006

Tel : +91- 265- 2432628

Mobile Phone : 9824048990

Fax : +91- 265- 2432628

Website : http://www.baba-group.com

Contact Person : Mr. AshwinGolani

 Milk Powder, Whole Milk Powder, Skimmed Milk Powder, Dairy Whitener, Butter

Company Name : VARSHNEY BHANDU FOODS PVT LTD

Address : 388 / 3, 1st Floor, Upper Side on Pratap Ghee, Main Road, KhariBaoli

New Delhi Delhi India

Zip : 110006

Tel : 91- 11- 23973674

Mobile Phone : 9810120977

Fax : 91- 11- 23973674

Website : http://www.meerapremium.com 

Contact Person : Mr. Anoop Kumar Varshney

 Cocoa Powder & Soya Leicithin:

Akhil Healthcare Private Limited

Mr. Manoj Shah (Managing Director)

No. 205/206, B. B. C. Tower, Opposite World Trade Center, Sayajigunj 

Vadodara - 390 020, Gujarat, India

http://www.baba-group.com/
http://www.meerapremium.com/


arranging new sources of finance for a company's debt facilities;

Management and organization

Company Name: Yummy Chocolate Company

Owner Partners: Chandan Pahelwani 

Leena Chellani

General Manager: Chandan Pahelwani 

Job Description:

 Increasing management's effectiveness by recruiting, selecting, orienting, 

training, coaching, counseling, and disciplining managers

 Communicating values, strategies, and objectives; assigning accountabilities

 Accomplishes subsidiary objectives by establishing plans, budgets, and results 

measurements; allocating resources; reviewing progress; making mid-course corrections.

 Maintains quality service by establishing and enforcing organization standards.

 Contributes to team effort by accomplishing related results as needed.

Finance Managers: Divya Dhawani

Rinku Salat

Job Description:

 providing and interpreting financial information;

 monitoring and interpreting cash flows and predicting future trends;

 developing financial management mechanisms that minimise financial risk;

 conducting reviews and evaluations for cost-reduction opportunities;

 managing a company's financial accounting, monitoring and reporting systems;

 liaising with auditors to ensure annual monitoring is carried out;

 managing budgets;



Marketing Managers: Jay Pujara

Nikunj Gajara

Job Description:

 manage and coordinate all marketing, advertising and promotional staff and activities

 conduct market research to determine market requirements for existing and future

products

 analysis of customer research, current market conditions and competitor information

 develop and implement marketing plans and projects for new and existing products

 manage the productivity of the marketing plans and projects

 monitor, review and report on all marketing activity and results

 determine and manage the marketing budget

 deliver marketing activity within agreed budget

 develop pricing strategy

 deal with media and advertising

Accountant: Rinku Salat

Job Description:

 compile and analyze financial information to prepare financial statements including

monthly and annual accounts

 ensure financial records are maintained in compliance with accepted policies 

and procedures

 ensure all financial reporting deadlines are met

 prepare financial management reports

 resolve accounting discrepancies and irregularities

 monitor and support taxation issues

 develop and maintain financial data bases

 financial audit preparation and coordinate the audit process

 ensure accurate and appropriate recording and analysis of revenues and expenses



 analyze and advise on business operations including revenue and expenditure 

trends, financial commitments and future revenues

 analyze financial information to recommend or develop efficient use of resources and 

procedures, provide strategic recommendations and maintain solutions to business 

and financial problems



Submitted by Maria Riaz

Submitted to Prof.Mohsin Altaf
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Loving Parents and Respected Teachers

Whose love, affection and Prayers have been
a source of inspiration and encouragement
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Executive Summary

MONAL  Nail  art  Products  Inc.  sells  Nail  art  color  stamping  machine  to  both  the
professional and retail market. Our product address the beautiful nail art with super high
quality and style experienced by busy nail painting professionals. Designed with the nail
painting in mind, Nail Art Color Stamping Kit' brings much more convenience. Ideal for
stylish nail  paints,  beautiful  designs, easy and quick use, and particularly to get the
shapes and designs of own will. This product fills the need of a growing group of fashion
and style. This business plan is written for internal use to guide the company as we
launch  the  business  and  aim  toward  growth.  We  will  refer  back  to  the  plan  on  a
quarterly basis to track our performance in comparison to our plans, and we will adjust
our business plan according to our actual results.

Nail Art stamping kit has been riding a growth spurt, having discovered the professional
Nail Art Stamping market that gave us a push to new potential volumes through beauty
salons.  Bolstered by appearances in  advertising in  trade publications and end user
magazines, we were able to develop an additional channel through our website.

This annual business plan calls for a year of slow but steady growth, followed by a year
of swiftly increasing sales. The increasing fashion industries also promote the sale of
our product as this is providing the professionals an easy way to paint the nails and to
get the stylish designs.

We also expect to be profitable as never before. In all, the outlook shows a healthy 
company with good growth prospects, looking to manage its orderly growth in the future.

The Company

MONAL Nail Art Products Inc. is a start up business. We introduce the idea of Nail Art 
Stamping Kit. Every female have a problem of designs, colors combinations, styles, and
paint on nails with cleanliness. And by keeping this problem in mind we introduce the 
idea of Nail Paint Stamping Kit. We will sell Nail Art Products to both the professional 
and retail market. Our products are designed to address the beautiful designs that will 
be easy and comfortable to use. We will accomplish this using high quality 
manufacturing and research, a creative marketing program, and a comprehensive 
distribution networks, internet presence, and a consumer catalogue. We plan a leased 
building for office and this leased office space will be sufficient for planned staff size 
growth for first few years.

Nail Art Product Inc. is a multi-channel concept, combining a wholesale distribution 
network with a retail strategy, e-commerce, and a consumer catalogue. Our target 
consumer is interested in “in and out” fashion. She most likely interested in style, 
fashion and color combinations. She is a professional over the age of 25 with a hectic 
lifestyle and high disposable income. Her busy lifestyle creates the need for self



centering and pampering. She appreciates quality-–especially in concert with service 
and selection. Nail Art Products Inc. will provide this customer with a total quality brand.

Mission

Nail Art Stamping Kit’s mission is to provide a cool and creative little machine that 
provides our customer nail art done in super high quality and style in a few seconds. A
magic device that brings much more convenience, fashion and beauty to your life!
 “Anybody can enjoy nail art at home.”

Keys to Success

 Nice machine design, looks like a small size ballet shoe

 Favorable profit margins;

 Innovative, market leader in nail paint art

 Low overhead

 Easy to use, lets customer enjoy the MONAL fun

Objectives

 The main objective of the product is to provide an ease excess to 
beautiful designs.

 Cool and creative device, get your nails colored and beautiful at home.
 Easy to operate, lets customer enjoy the Monal fun.
 You can change your nail style easily by combining these different patterns 

and colored polishes.

PRODUCT

Monal Stamping Nail Art kit is a new nail-imprinting kit that lets the customer put 
designs by stamping pre- designed images on the nails in seconds. Apply or change 
designs any time customer want, change designs weekly, daily or as many she want. 
Monal Stamping Nail Art kit can achieve delicate details never before achieve by hand 
painting. Does themselves in just seconds at home, at a friend house or bring it 
anywhere she desire. She can put designs not only on her nails but on mobile phone, 
earrings, pendant, bracelet, gift box, watches, calculators, clocks, sunglasses or surface
of her choice. With Monal Stamping Nail Art kit she can create perfect, professional nail 
designs at fraction of the time and money, just like a professional nail artiste ... or even 
better. It's neat and easy!!!
Production of accessories will be managed through a contract with a manufacturer of



quality beauty-related accessories including: lip-gloss, eye-shades, nail-polish and other
related products for the wholesale market.

Our pricing strategy is to position our products with a shelf price that is in the mid to
lower quadrant of high-quality products and brands. We have accomplished this by
making careful market comparisons and adjusting our packaging size.

We believe our ability to create future product opportunities and growth will only be 
limited by our imagination and our ability to attract talented people who understand the 
concept of branding.

Product Description

Nail Accessories and Products

The initial launch for accessories and cosmetics products will be our "Nail Art 
Accessories" range. The products in this range have been developed in our labs under



the guidance of experts. The Idea of stamping nails proves very successful and will 
meet the customer needs. Using this unique product, they will be able to maintain the 
youthful appearance. The details of our product development and the relationship 
between the nails and the nail art will be explained in greater detail in the marketing 
section. In this section we intend only to define the initial product range, each products
benefits and our pricing strategy. Our methodology in choosing the nail art accessories
range for our initial launch is based on two primary issues:

 The main objective of the product is to provide an ease excess to beautiful 
designs.

 Easy to operate, lets customer enjoy the MONAL fun.

Color Cosmetics (Nail Polish)

Purpose:

Nail polish are advertised to cause nail growth, make nails stronger, prevent nails from 
breaking, cracking and splitting, and to stop nail biting. Nail polish may be applied as 
one of several components in a manicure.

Ingredients:

Toluene , Propylene Carbonate , Ethyl Acetate ,Acetone

http://en.wikipedia.org/wiki/Manicure


Nail Polish Remover

Purpose:
Nail polish is removed with nail polish remover which is an organic solvent, but may also
include oils, scents and coloring.

Ingredients:
Alcohol ,Oils ,Scents ,Artificial Colors ,Nitrocellulose ,Film Formers, Ethyl acetate
,solvents ,reins ,pigments ,Plasticizers ,Pearls

Nail Art Stamp and Machine

The idea of Nail Art Stamping Machine is that the customer will use their 
nail polish and brush it onto the design on the metal plate. Then, she 
scrapes off the extra nail polish with the little scraper they provide her with.
Taking the stamp, she presses onto the design and then press the design 
onto her nail.

The Market

Monal will occupy a unique market position. No other brand offers a specialty line that
includes cosmetics and accessories. However, within each category significant brands
do exist. Quality and price vary widely within each group. Monal will be positioned as a
quality brand. Our product will compete successfully at international level with a great
market line. In international level some companies offering this product but we will enter
in the market with unique features. Cosmetics market has seen large annual growth

http://en.wikipedia.org/wiki/Organic_compound
http://en.wikipedia.org/wiki/Solvent


rates over the past decade. Last year alone, the market grew by over $1 billion. Clear
divisions between traditional categories are becoming blurred and new lines, such as
aromatherapy are also emerging, creating new openings for profit.
In Monal cosmetics and accessories there is a tremendous opportunity since the female
customer has been grossly overlooked. Most major companies do not produce products
focused  specifically  on  the  female  customer.  KONAD  is  the  only  brand  that  has
developed  a  line  of  Nail  Art  apparel  for  women.  Early  sales  for  them  have  been
exceptional, further highlighting the potential within this category.

The Customer

Monal is a combined retail (direct to end user) and wholesale (to the end user through
a reseller) strategy our target customer must be broken into two distinct groups, the end
user and the reseller.
Our  targeted end user  is  between the  ages of  15  and 50.  They are  female  urban
professionals, Teen-ager girls and women at home also. This consumer has an active
lifestyle. They are concerned about social and environmental issues. Mind and body
wellness are important to them. The effects of aging and the maintenance of a youthful
appearance are a part of their life.

Our  target  customers (vs.  end user)  for  wholesale  distribution will  be resellers who
recognize the needs of this consumer and who she identifies with. We have used the
term resellers because they will not be limited to retailers. We will reach the consumer
through four distinct reseller channels. KONAD nail Arts, Lifestyle Retailers, Cosmetic
Specialty Retailers, and Boutique Department Stores, Beauty Salons.

There are a number of new demand trends that have impacted the market and created 
greater opportunities. These trends include a returning to age old, time proven, natural 
remedies; more consumers that are looking for more holistic and healing benefits from 
her skin care products, and today's consumer being more informed and more inquisitive 
about the benefits of her personal care products.

Industry Analysis

The  cosmetics  industry  is  in  a  state  of  flux.  Traditional  brands  (Revlon,  L'Oreal,
Lancôme  etc.)  are  viewed  as  old.  The  consumer  is  looking  for  more  holistic  and
fashioner benefits from her cosmetics products. She is no longer content with just the
appearance benefits offered by traditional brands. These initial nudges lead to today's
consumer being more informed and more inquisitive about the benefits of her personal
care products. Her nail needs stylish designs that also protect the nails from harm. She
is seeking relief from the effects of a hectic 24/7 lifestyle and to give care to herself.

Traditionally the dynamics of the industry have favored large houses because they can
fund  the  major  advertising  and  marketing  campaigns  associated  with  this  industry.
Today an underground (or gorilla) marketing effort can be more effective in gaining



credibility  with  this  market  segment.  In  the  past  the  volume of  product  required  to
produce a batch and the cost of producing packaging have favored the larger players.
Today,  technology  has  evolved  to  allow  the  efficient  production  of  small  batches.
Packaging resources exist  that allow for efficient  cost  controls and rapid delivery of
these components. In brief, the advantages of size that created barriers to entry for new
players have been swept aside. The cosmetic giants still hold a dominant position in this
industry and they will most likely continue to. But they have realized the need to acquire
new brands and to keep their affiliation in the background.

In recent years names like DIY, KONAD have been acquired. This strategy indicates
that a few of the traditional big players recognize the benefits, for themselves and the
industry, of emerging niche brands. Our product will pay a vital role in the market as we
now the needs of our customer and will provide a product that will save her time in her
busy life style.

Market Analysis

The cosmetics market grew by over $1 billion in 2012 while the Pakistan Cosmetics
Market grew by $7 million (A rate of 6.6 %.) A major factor in the growth of this segment
was the impact of niche lines with Monal positioning. Clear divisions between categories
are  becoming  blurred.  The  Monal  theme  now  touches  on  virtually  some  product
categories. Nail Paints and Arts has gained mainstream acceptance and is present in
product categories. All categories experienced growth. 2012 sales (x$1,000) and growth
by category broke down as follows:

Sales Growth Market Share

Nail Art Accessories Rs.740000 3.40% 37.00%
Nail Stamping Kit Rs.820000 8.90% 41.00%

Color Cosmetics Rs.440000 1.40% 22.00%
Total Rs.2000000 6.60% 100.00%
Within  the  market  there  are  several  distinct  channels  of  distribution/price  point
classifications. They are:

    Prestige--department and specialty stores

    Broad--mass merchandisers, cosmetic discounters, drug stores, food stores 
and wholesale clubs

    Alternate--direct sales

    Specialty--(Nail Paints and Stamping Kit),



Market Analysis (Pie)

16%

Female 18-45< Rs.25000

Female 18-45> Rs.25000-

26% 58%
30000
Female 18-45> Rs.30000

Of these categories Alternative accounted for the largest volume ($7,288,000,00), the
largest growth rate (+8.4%) and the largest market share (42%). Blue Spa was ranked
second at $6,645,000,00 in sales, a 6.4% growth rate and a 33% share of market.
Prestige was third at $6,112,000,00 in sales, a 4.5% growth rate and a 31% market
share.

Market Segmentation

For the purpose of this analysis we are focusing solely on the female market. Therefore
our  potential  customers’  base  (for  the  purpose  of  developing  projections)  does  not
include any statistics or provisions for male consumers. We have used the demographic
report for user analysis conducted by Monal weekly as a basis for our assumptions.
Based upon this survey the Monal product’s user is predominantly female (95%), well
educated  (40% attended  college),  and  crosses  income levels  (58% earn  less  than
Rs.25,000; 26% earn between Rs.25,000 and Rs.30000 and 16% earn over $30,000).

Using this demographic as the basis for our methodology we developed our potential
customer base with the following parameters: Women with some college between the
ages of 18 and 35. We completely discounted women with no college, women between
18 and 25, women over 35 and no male population. It  is estimated that the female
population will  grow at a rate of 18% annually from 2000 to 2025 (source: the U.S.
census bureau). This data is for the entire Pakistan. Of the 58% women represented
between the ages of 25 and 35 who attended college, 50%.



Competitive Edge

Our competitive edge is our innovation in bringing to market a product that has never
been  offered  and  for  which  there  is  tremendous  need  among  professional  nail  art
designers.

Marketing Strategy

We are focusing on the Monal Fashion Exhibitions and Monal student market segment. 
Women generally interested in attending the fashion exhibitions and watching exhibition
shows. Through this strategy we can introduce the Nail Art Stamping kit and awareness
how to use this kit with ease and comfort. The college girls are more interested in the 
nail art and she will be surely attracted towards our product. Our product addresses this
critical need of fashion and we will also publish Monal Magazine and with exhibitions 
across the Pakistan, India which are the primary markets. Gradually, we will also move 
into China.

Marketing Plan
Strategy and Implementation Summary

Our strategy is to develop Monal as a brand that represents quality and value. The 
tactics underneath this strategy and the programs we will put in place cover a broad
range of disciplines. They are presented here in order of importance.

Strategy Pyramid

1. Products that perform:

o Continually develop and bring to market products that function as 
intended and represent an acceptable price--value proposition to the 
consumer.

o Working with female beauty instructors and students to develop an 
apparel and accessory range that meets their performance and 
fashion needs.

2. People:

o Locate, nurture and develop a team that is talented, committed 
and understands the concept of brand.

o Training and incentive programs will assist in inspiring our people to 
"walk the walk," and reward performance.

o Employee stock option and profit sharing programs will be available at 
all levels.



3. Targeted marketing programs:

o Print advertising will be focused on the benefits of our products, both 
physical and emotional. They will speak to the lifestyle our target 
consumer aspires to have. It will be carefully placed to insure the 
proper affiliation.

o Point of sale graphics will reinforce our message of function and quality. 
We will create a package of shop in shop and concession concepts 
retail accounts.

o Develop a team of "technical representatives" to support key 
accounts with product and sales training.

4. Controlled distribution at wholesale:

o Affiliating with retailers who have a consumer image and awareness 
that supports Monal will reinforce our image.

5. Creation of the Monal catalogue:

o Allow us to reach a broader (geographically) audience at reasonable 
cost and in a controlled method.

o Explain our products and our philosophy in an informative and 
interesting format.

o Create brand awareness in new markets and measure 
consumer acceptance prior to committing brick and mortar 
resources.

6. Implementation of the Monal website:

o Provide the consumer with a reference for treating the Nails.

o Provide a training tool for Monal accredited facilities on the Web.

o Wholesale customers will be able to utilize the site to train their staff 
and to place reorders or learn about new products.

Retail and wholesale customers will be able to set up automatic replenishment on the 
Web and we will be able to reach out and remind them when they need product, based 
upon average usage data and time since last purchase.

Value Proposition

Our value proposition must be viewed at two levels. First, the end consumer, what do 
we offer her that she will recognize as a benefit and a value? Second, the retailer, their
motivation to purchase and market our products will not always be in sync with the 
consumer's motivation to buy.

The end user is being bombarded with claims and propositions from cosmetic 
companies. They are all somewhat mysterious and expensive. She is unclear what 
really works for the Nails and why. She is unclear how to choose the correct products 
for herself. Monal is seen as a luxury. A day of pampering, requiring a commitment of



time and money. We will provide her with simple statements of benefit and 
recommended use for our products. Our instructors will offer a new approach to 
treatments. We will have a menu that is designed to provide the consumer with a 
relaxing and rejuvenating experience. We will provide her access to the products she 
enjoyed at the Monal and the information necessary to gain the maximum benefit from 
using them at home. Our multi-channel distribution strategy will insure her easy access 
to product when and where she needs it. By combining a simple approach to product 
knowledge, a distribution strategy that insures availability, a pricing proposition that puts
us at the lower quadrant of the high quality brands and a quality brand image for Monal,
we believe we will create a compelling value proposition for our target consumer.

Our target retail and wholesale customers are motivated by a different set of values. 
Today they need products that draw consumers to their establishments and offer them 
an acceptable return. They need their vendors to provide training and marketing support
and they need to be able to offer their customers a reason to come to them. Monal will 
address each of these needs for our retail clients. Because we will create Monal as a 
brand we will be pulling consumers into their doors. Our technical representatives will 
offer them a resource for training and developing their own staffs while our shop in shop
programs will offer them in-store fixturing and point of sale support, and our concession 
program will provide them the opportunity to have a complete Monal operated facility in 
their location. We will offer a product return and exchange privilege for qualified 
accounts that assures them a maintained margin of 50%. We will limit wholesale 
distribution so retail clients will gain a market advantage over their competitors.
Because Monal has been conceived as a retail strategy, we will be able to better 
understand and serve the needs of the retailer.

Marketing Strategy

Monal will utilize a brand building (pull) strategy as the basis for our marketing plan. We 
will position our print media spend in magazines that influence our target consumer and 
validate the brand. The publications we will utilize are: Vogue, Wallpaper, 
Cosmopolitan, Travel & Leisure, Vanity Fair, Departures, In Style, Shape, Town and 
Country and Sunday editions or News Letters. These are the same publications retail 
buyers and trend analysts scour to find emerging brands or trends. In addition to paid 
ads in regional issues of the publications mentioned, we will retain a PR firm to develop 
a grass roots program for obtaining product placement and celebrity/trainer 
endorsements. Our media and PR strategy will bring the brand to the forefront for the 
consumer and set the stage for our image development. We will have a separate plan 
to market to wholesalers and retailers at trade shows. In addition we will develop a 
unique in-store graphic and communication package that explains our products benefits
and advantages at point of sale.

We are focusing on the Monal Fashion Exhibitions and Monal student market segment.
Women  generally  interested  in  attending  the  fashion  exhibitions  and  watching
exhibition shows. Through this strategy we can introduce the Nail Art Stamping kit and
awareness how to  use this  kit  with  ease and comfort.  The college girls  are  more
interested in the



nail art and she will be surely attracted towards our product. Our product addresses this 
critical need of fashion and we will also publish Monal Magazine and with exhibitions 
across the Pakistan, India which are the primary markets. Gradually, we will also move 
into China

Marketing Programs

1. Development of product packaging: Develop a packaging and labeling
system that communicates the Monal message.

2. Development of product brochures: Create a series of brochures that 
will function at point of sale and at trade shows.

3. Creation of a Monal video: Develop a video that explains the working of 
Nail Art Stamping Machine

4. Selection of an advertising firm: Begin the selection process for an 
advertising agency for proper and effective communication with the 
customer.

5. Development of our print campaign: Development of this campaign will
begin immediately after selecting an agency.

6. Creation of Exhibitions or Trade Fairs: Develop and implement these
programs .

Pricing Strategy

Our pricing strategy at retail will be to create a price-to-benefits ratio that positions 
Monal as a superior value. At wholesale we will price our products to provide the retailer
with a 50% maintained margin and offer a product exchange program for current 
accounts. Our wholesale prices will be derived after the appropriate retail is determined 
to insure that the shelf price represents a value to the consumer and the retailer has a 
50% margin.



Promotion Strategy

Our promotional strategy will cover a broad range of programs.

Pricing:

We will not have price promotions in our own facilities and we will discourage our 
wholesale customers from reducing prices. Instead we will have a quarterly bonus 
week. During the bonus week consumers will receive a free gift with any Monal 
purchase over a pre set amount. The gift sets will consist of sample size Monal 
products from our most current launch in specially designed bags.

Consumer Mailers:

We will have a monthly mailer for Monal customers. It will be designed to educate the 
consumer about the benefits of a particular product or ingredient. The mailer will be 
redeemable for a sample of the product.

Affiliations:

We will outfit select beauty and care instructors in key cities.
Public Relations:

We will contract a top public relations firm to develop and execute a gorilla campaign. 
The objective will be to secure product placement in key publications and endorsements 
by opinion leaders.

Print Campaign:

We will have a paid placement program that includes monthly placement in regional 
issues of Vogue, Wallpaper, Cosmopolitan, Travel & Leisure, Vanity Fair, Departures, In 
Style, Shape, Town and Country News Letters.

Sales Strategy

Our retail sales strategy consists of just two parts. First we will hire and train people who 
fit the Monal image and lifestyle. Our training programs will insure that they have the 
product knowledge necessary to serve the customer’s needs and close the sale.
Second, our commission and retention programs will insure we recognize and reward 
performance. Our sales people will be on a commission program that compensates for 
follow up sales at progressively higher rates. This will provide an incentive for consumer
follow up and the creation of repeat business. Our commission program will also insure 
that individual performance is monitored and recognized. Top performers will be singled



out for recognition and poor performers will be given additional training or encouraged
to seek a profession more suitable to their skills.

Our wholesale sales program will evolve through two phases as we grow. In the first 
phase leading showrooms will represent us. Website will act as our national sales 
manager. These higher rates will motivate the reps to promote Monal products and 
aggressively pursue reorders. They will also handle order follow up and customer 
service.

Our strategy focuses first on getting our product in Beauty Salons and retail stores and 
secondly on reaching end users via online sales from our web site.

In 2014, we will expand our focus to include a presence in high-end direct mail catalogs
that cater to the high net worth individuals who have discretionary income to spend on 
personal beauty and wellness products. The Monal retail stores are a new channel that 
could become important for us.

Sales Forecast

Our sales forecast assumes a slow increase in cost and no change in prices, but
the pricing may increase depending on the market reception and whether or not we
find competing products entering the market.

We are projecting conservative growth in our first year. We are not projecting significant 
change in the product line.

Our seasonality, as shown in the chart, is still a factor in the business. We tend to sell 
much better in spring and fall, and sales drop in the summer. We can expect some 
increase in retail sales due to the marriages, trade fairs etc buying season.

Sales Forecast Table

Sales Forecast
Year 1 Year 2 Year 3

Sales
Nail Art Accessories Rs.12000

00
Rs.15000
00

Rs.18000
00

Color Cosmetics Rs.80000
0

Rs.10000
00

Rs.12000
00

Total Sales Rs.20000
00

Rs.25000
00

Rs.30000
00

Direct Cost of Sales Year 1 Year 2 Year 3
Nail Art Accessories Rs.48600

0
Rs.61875

0
Rs.74250
0

Color Cosmetics Rs.41400
0

Rs.50625
0

Rs.60750
0

Subtotal Direct Cost of 
Sales

Rs.90000
0

Rs.11250
00

Rs.13500
00



Forecasted Sales
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Management Summary

We are a small company owned and operated by M.Rehman, as a BOD. M.Irfan is the 
developer and designer of the products, and manages the company as president.

Monal Nail Art Product’s' immediate personnel plan calls for increases from one sales 
representative at present to two representatives three years from now, assuming our



product line develops beyond our initial offering. The increase is needed to support the 
effort to move beyond the Art and Design industry and into the general public market.

Most orders will be sent via fax or online. Consequently, we will continue to outsource 
fulfillment, shipping and packaging, etc., as well as calls to a local call center.

Personnel Plan

The president will take a small stipend the first year to enable the company to reinvest 
the bulk of the profits.

The sales representative will take a base salary generally in line with market pay for the
urban area, and the remainder of her salary will be derived from a percentage of gross
sales.

Personnel Plan Year 1 Year 2 Year 3

M. Rehman President & 
Owner

Rs.4500
0

Rs.5500
0

Rs.5500
0

Shameem Hassan, Sales
Representative Rs.2500

0
Rs.3000

0
Rs.3000
0

Other Rs.0 Rs.0 Rs.0
Total People 0 0 0
Total payroll Rs.7000

0
Rs.8500

0
Rs.8500
0

Milestones

The accompanying table shows specific milestones, with responsibilities assigned,
dates, and (in most cases) budgets. We are focusing, in this plan, on a few key 
milestones that should be accomplished.



MileStone
11/22/2013

11/2/2013

10/13/2013

9/23/2013

9/3/2013

8/14/2013

7/25/2013

7/5/2013

6/15/2013

Research & DevelopmentBusiness Plan

Overseas Production Patent & License

Ad Campaign
Totals

Milestone Start 
Date

End Date Budget Manager Departme
nt

Research &
Development 8/1/2013 10/15/201

3
Rs.30000 M.Rehman Marketing

Business Plan 10/1/2013 10/31/201
3

8000
Shameem
Hassan Marketing

Ad Campaign 9/1/2013 10/15/201
3

15000 M.Rasheed Web

Overseas 
Production

8/31/201
3

10/1/201
3

50000 Sofia Ali Web

Patent & License 11/1/201
3

11/31/201
3

2500 M.Rehman Marketing

Totals Rs.10550
0

Operational Plan

The  concept  of  production  refers  to  the  transformation  of  inputs  or  resources  into
outputs of goods & services. The Inputs are the resources which used in the production
of goods & services. There are two kinds of inputs as Fixed Inputs & Variable Inputs.



The term Fixed Inputs refers that inputs or resources which cannot change be readily
changed during the time period under consideration, except perhaps at very great



expenses. And, the Variable Inputs refers that inputs or resources which can easily 
varied and on very short notice.
The concept of Short – Rum Time Period & Long – Run Time period is mostly used in
the production concept. For the Short – Rum Time Period, we refers the time period 
during which at least one input act as fixed. And for the Long – Run Time Period, we 
refers the time period when all the inputs are variables.

Method of Production

We  have  proper  Assembly  Line  (A/L)  for  our  product  assembly  with  the  name  of
“Monal‟  Assembly  Line”  (A/L)  which  has control  on  each & every  operation  of  the
assembly.  For our product we need to assemble the parts which does not required
much man labor. Our Assembly Line has following characteristics as:
 Daily 9 Hours working time

 This Production Capacity will may be enhance by the induction of more plants

 Quality Output

 Efficient use of inputs or resources

 Low or no wastage

 Minimum ratio of Natural Variation inthe Final Output

 Labor & Machinery Oriented Assembly Line

 Have complete control on cost behavior of product cost

 No Extra– Qualified & Experienced Labor is required

Production Assembly Line:

Metal Plates Vacuum Force Handle Nail Localizers

Nail Art Stamping Kit The Head

Quality control Deptt Assembly Department



Capital Requirements:

Appendix:

First year requirement (initial cost) Column1
Particulars Amt in Rs.
Plant & Equipment 203000
Office Equipment 150000
Other fixed Assets 678000
Salaries Reserves 300000
Wages Reserves 80000
Promotional Budget 100000
Operating Exp. Reserves 100000
Raw Material 250000
Capital Requirement 100000
Preliminary Exp. 175000
Total First Year Capital Requirement 1886000

2nd year requirement (initial cost)
Particulars Amt in Rs.
Plant & Equipment 403000
Office Equipment 250000
Other fixed Assets 778000
Salaries Reserves 500000
Wages Reserves 100000
Promotional Budget 175000
Operating Exp. Reserves 200000
Raw Material 350000
Capital Requirement 200000

Total 2nd Year Capital Requirement 2956000



3rd year requirement (initial cost)
Particulars Amt in Rs.

Office Equipment 450000
Other fixed Assets 898000
Salaries Reserves 350000
Wages Reserves 100000
Promotional Budget 1560000
Operating Exp. Reserves 100000
Raw Material 350000
Capital Requirement 550000

Total 3rd Year Capital Requirement 4358000

4th year requirement (initial cost)

Particulars Amt in Rs.

Office Equipment 550000
Other fixed Assets 980000
Salaries Reserves 400000
Wages Reserves 250000
Promotional Budget 300000
Operating Exp. Reserves 870000
Raw Material 450000
Capital Requirement 260000

Total 4th Year Capital Requirement 1050000

5th requirement (initial cost)
Particulars Amt in Rs.

Office Equipment 650000
Other fixed Assets 888000
Salaries Reserves 4350000
Wages Reserves 1350000
Promotional Budget 250000
Operating Exp. Reserves 8760000
Raw Material 9870000
Capital Requirement 8900000

Total 5th Year Capital Requirement 9254000



Pro Forma Cash Flow Amounts in Rs.
Year 1 Year 2 Year 3 Year 4 Year 5

Cash Received

Cash from Operations

Cash Sales 247,196 747,500 2,006,700 4,228,202 8,924,907

Cash from Receivables 75,398 1,158,168 4,692,171 10,380,295 20,022,298

Subtotal Cash from Operations 322,594 1,905,668 6,698,871 14,608,497 28,947,205

Additional Cash Received

Sales Tax, VAT, HST/GST Received 0 0 0 0 0

New Current Borrowing 100,000 0 0 0 0

New Other Liabilities (interest-free) 0 0 0 0 0

New Long-term Liabilities 0 0 0 0 0

Sales of Other Current Assets 0 0 0 0 0

Sales of Long-term Assets 0 0 0 0 0

New Investment Received 1,500,000 1,200,000 1,500,000 1,500,000 0

Subtotal Cash Received 1,922,594 3,105,668 8,198,871 16,108,497 28,947,205

Expenditures Year 1 Year 2 Year 3 Year 4 Year 5

Expenditures from Operations

Cash Spending 257,711 947,604 1,495,208 1,961,316 2,398,314

Bill Payments 283,496 2,571,646 6,645,289 12,562,468 26,443,599

Subtotal Spent on Operations 541,207 3,519,250 8,140,497 14,523,784 28,841,913

Additional Cash Spent

Sales Tax, VAT, HST/GST Paid Out 0 0 0 0 0

Principal Repayment of Current Borrowing 150,000 50,000 0 0 0

Other Liabilities Principal Repayment 0 0 0 0 0

Long-term Liabilities Principal Repayment 0 0 0 0 0

Purchase Other Current Assets 50,000 0 0 0 0

Purchase Long-term Assets 192,873 242,846 465,692 806,384 851,384

Dividends 0 0 0 0 0

Subtotal Cash Spent 934,080 3,812,096 8,606,189 15,330,168 29,693,297

Net Cash Flow 988,514 ( 706,428) ( 407,318) 778,329 ( 746,092)

Cash Balance 1,128,514 422,086 14,769 793,098 47,005



Pro Forma Profit and Loss Amounts in Rs.
Year 1 Year 2 Year 3 Year 4 Year 5

Sales 470,3301 3,737,500 10,033,500 19,219,100 38,803,942

Direct Cost of Sales 146,760 1,324,375 3,548,375 6,754,775 13,600,986

Production Payroll 28,830 82,000 109,000 137,000 146,000

Ecommerce & Catalog Production &
Fulfillment 0 125,000 500,000 900,000 1,600,000

Total Cost of Sales 175,590 1,531,375 4,157,375 7,791,775 15,346,986

Gross Margin 294,711 2,206,125 5,876,125 11,427,325 23,456,957

Gross Margin % 62.66% 59.03% 58.57% 59.46% 60.45%

Operating Expenses

Sales and Marketing Expenses

Sales and Marketing Payroll 56,134 150,604 347,208 656,416 967,624

Advertising/Promotion Retail 9,832 19,500 41,340 88,764 192,158

Advertising/Promotion Brand 80,000 250,000 500,000 1,000,000 2,000,000

Travel & Enterntainment 16,192 74,750 200,670 384,382 776,079

Selling Supplies 4,703 37,375 100,335 192,191 388,039

Wholesale Commissions 26,940 360,000 960,000 1,800,000 3,600,000

Total Sales and Marketing Expenses 193,801 892,229 2,149,553 4,121,753 7,923,900

Sales and Marketing % 41.21% 23.87% 21.42% 21.45% 20.42%

General and Administrative Expenses

General and Administrative Payroll 172,747 640,000 905,000 1,020,500 1,122,550

Depreciation 14,166 37,170 73,740 146,880 220,015

Leased Equipment 16,200 21,600 36,000 50,400 79,200

Utilities 1,820 13,081 35,117 67,267 135,814

Insurance 2,351 7,475 20,067 38,438 77,608

Bad Debt 1,327 37,375 100,335 192,191 388,039

Legal Fees 1,412 7,475 20,067 28,829 58,206

Licenses & Permits 471 3,738 10,034 9,610 19,402

Office Supplies 2,351 18,688 50,168 96,096 194,020

Telephone 1,819 13,081 35,117 67,267 135,814

Taxes/non-income tax 7,054 56,063 150,503 288,287 582,059

Payroll Taxes 38,657 142,141 224,281 294,197 359,747

Other General and Administrative Expenses 12,290 24,375 51,675 110,955 2,400,197

Total General and Administrative Expenses 272,665 1,022,262 1,712,104 2,410,917 5,772,671

General and Administrative % 57.98% 27.35% 17.06% 12.54% 14.88%

Creative Expenses:

Creative Payroll 0 75,000 134,000 147,400 162,140

Consultants 0 0 0 0 0

Contract/Consultants 0 74,750 200,670 384,382 388,039

Total Creative Expenses 0 149,750 334,670 531,782 550,179

Creative % 0.00% 4.01% 3.34% 2.77% 1.42%

Total Operating Expenses 466,466 2,064,241 4,196,327 7,064,452 14,246,750

Profit Before Interest and Taxes ( 171,755) 141,884 1,679,798 4,362,873 9,210,206

EBITDA ( 157,589) 179,054 1,753,538 4,509,753 9,430,221

Interest Expense 10,490 2,375 0 0 0

Taxes Incurred 0 0 0 0 0

Net Profit ( 182,244) 139,509 1,679,798 4,362,873 9,210,206

Net Profit/Sales -38.75% 3.73% 16.74% 22.70% 23.74%



Pro Forma Balance Sheet Amounts in Rs.
Year 1 Year 2 Year 3 Year 4 Year 5

Assets

Current Assets

Cash 1,128,514 422,086 14,769 793,098 87,4005

Accounts Receivable 147,707 1,979,539 5,314,168 9,924,770 19,781,508

Inventory 43,1430 127,473 341,537 654,211 1,320,871

Other Current Assets 50,000 50,000 50,000 50,000 50,000

Total Current Assets 1,369,361 2,579,098 5,720,473 11,422,079 21,199,384

Long-term Assets

Long-term Assets 257,873 500,719 966,411 1,772,795 2,624,179

Accumulated Depreciation 14,166 51,336 125,076 271,956 491,971

Total Long-term Assets 243,707 449,383 841,335 1,500,839 2,132,208

Total Assets 1,613,068 3,028,481 6,561,808 12,922,918 23,331,592

Liabilities and Capital Year 1 Year 2 Year 3 Year 4 Year 5

Current Liabilities

Accounts Payable 95,813 221,716 575,245 1,073,483 2,271,951

Current Borrowing 50,000 0 0 0 0

Other Current Liabilities 0 0 0 0 0

Subtotal Current Liabilities 145,813 221,716 575,245 1,073,483 2,271,951

Long-term Liabilities 0 0 0 0 0

Total Liabilities 145,813 221,716 575,245 1,073,483 2,271,951

Paid-in Capital 1,820,000 3,020,000 4,520,000 6,020,000 6,020,000

Retained Earnings ( 170,500) ( 352,744) ( 213,235) 1,466,563 5,829,435

Earnings ( 182,244) 139,509 1,679,798 4,362,873 9,210,206

Total Capital 1,467,256 2,806,765 5,986,563 11,849,435 21,059,642

Total Liabilities and Capital 1,613,068 3,028,481 6,561,808 12,922,918 23,331,592

Net Worth 1,467,256 2,806,765 5,986,563 11,849,435 21,059,642



Communication Skills for  Entrepreneur 

Entrepreneurs are communicating all the time. We’re trying to make our company look good

to investors, employees, and clients. However, as entrepreneurs we may not really take the

time  out  to  hone our  communication  skills.  Being a  good communicator  gets  your  core

message  out  to  stake  holders,  sets  clear  expectations,  inspires  your  team,  opens  up

opportunities  and  positions  you  as  a  strong  leader.  Now,  let’s  look  at  the  top  six

communication skills every entrepreneur should master.

1.  Writing

Email  has  brought  the  written  word  back  into  focus.  From our  updates  on  LinkedIn  to

sending emails, we’re judged by our writing skills. If we send out a poorly written email, it

might  make us look bad and may not  get  us an opportunity  to  present  our product  to  a

prospective client. However, a well written email has a higher probability of getting opened,

read and replied to.

2. Speaking

Somebody  said,  “Great  leaders  are  great  speakers.”  Entrepreneurship  is  about  leading,

inspiring and motivating people to achieve great things. Sometimes, as a start-up we’re trying

to achieve great things with an average team. During these times, trying to understand what

drives your team and communicating your message clearly is vital to your success. Words

from John F Kennedy, Mahatma Gandhi, Nelson Mandela, Steve Jobs and many other great

leaders have shaped people’s thoughts for several generations.

3. Presentations

              Almost every speaker at a business conference uses PowerPoint presentations. A

picture  can  speak  a  thousand  words.  When  you  can  connect  with  people  verbally  and

visually, there is a stronger impact. PowerPoint presentations help you do just that. Investors

and clients expect some sort of presentation of your business. Michael Smith, Founder of

SlideHeroes  says,  “Presentation  skills  are  one  of  the  most  underrated  skills  today.  It’s

definitely something that can be learned just like anything else. But people rarely take the

time to learn it. A good presenter sells better, makes an impact, and communicates clearly.

It’s definitely worth the time and money to learn this skill.”

4. Listening



Is this communication? Definitely, yes! Every product or service is a solution to a problem.

Listening helps you understand your customer’s problem and identify solutions to solve those

problems. Most people are too busy talking to understand their customer’s needs.

5.  Networking

“It’s not what you know, it’s all about who you know.” Heard that before? This common

phrase in business holds true even today. Social media might be a great platform to connect

with people, but do not ignore the power of live events. There is something about meeting

people in person, shaking hands, and exchanging business cards. Just getting out of the office

and catching up with someone over a cup of coffee can be very relaxing, while it’s also good

for  networking and building  relationships.  Grant  Scheiner,  Managing Partner  of  Scheiner

Law says “As a law firm, we’re in a trust based business. So building a relationship with our

potential clients is very important. Given the sensitive nature of criminal defense, we prefer

face-to-face connections  to social  media or any other communication.  It  also gives us an

opportunity to get out of the office.”

6.  Body Language

        Ruth Sherman, a communications expert who helps celebrities and top executives

improve their presence says, “Majority of communication is non-verbal. That includes all of

the things we do without saying a word.” Most people make judgments about a person before

they even speak a word. Having a strong presence whether on stage or in everyday life could

be the difference between getting that big contract or losing it. Remember, most people are

rarely listening. So body language is probably more important than words.

Conclusion

Communication is a very important skill for business leaders. Besides all the other skills like

marketing, sales, accounting and operations, it’s also important to focus on this vital skill.

Investing in good training programs, seminars, or a master coach can be very rewarding on

the long term. 
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• Entrepreneurship training 
requires a non-traditional 
approach in which students must 
learn to embrace the challenges 
of operating in a business 
environment that favours 
creativity and risk taking. 

• Not only must students be 
exposed to a business education 
that emphasizes multi-disciplinary 
skills but they must participate in 
an “entrepreneurial experience”

Developing Entrepreneurial 
Competencies



COMPETENCY 
THE CONCEPT AND 

COMPONENTS

Spencer and Spencer (1993) define “a 
competency as an underlying characteristic 
of an individual that is causally related to 
criterion referenced effective and/or superior 
 performance in a job or situation. Similarly, 

“A Competency is a set of skills, related 
knowledge and attributes that allow an 
individual to successfully perform a task or 
an activity within a specific function or job” 
(UNIDO, 2002).



Competency is composed of 
knowledge, skills, abilities and other 

characteristics which underlie effective 
or successful job performance;

These competency attributes are 
observable and measurable; and These 
attributes distinguish between superior 

and other performers.



ENTREPRENEURI
AL 
COMPETENCIES

Competency is a bundle of skills and technologies that enables a 
company to provide a particular benefit to stakeholders For example, 
At Sony – benefit is pocketability core competence is miniaturization 

At Times of India – benefit is on time delivery core competence is 
logistics management At Motorola–benefit is un tethered(rope) 
communication core competence is wireless communication. 

Basic business competency: understanding the organizational and 
business processes of a firm.

MEANING: forms of business-related expertise 



Determination competencies: skill identified 
with the energy and focus needed to bring a 
business into existence 

Opportunity competencies: skills necessary 
to identify and exploit elements of the business 
environment that can lead to a profitable and 
sustainable business



Resource 
competencies: 

the ability or skill of the 
entrepreneur at finding 

expendable components 
necessary to the operation of 
the business Time Information 

Location Financing Raw 
materials 

Entrepreneurial 
competency: 

means the area of expertise, 
skills, ability, efficiency, 

updated technology regarding 
organizational and business 

processes of a firm.



TO BE CONSIDERED COMPETENCE A SKILL 
MUST MEET THREE TESTS

Customer Value: Competencies are the skills that enable a firm to deliver a fundamental 
customer benefit. 

Competitor Differentiation: A capability must also be competitively unique power trains is a 
competence at Honda which has never been so at Ford. Honda’s ability to produce some of the 
world’s best engines and power trains does provide customers with highly valued benefits of 
superior fuel economy, zippy acceleration, less noise and vibration.

Extendibility: A competitive is truly core when it focus the basis for entry into new product 
markets. 

SKF, the world’s leading manufacturer of roller bearing has competencies in antification, 
precision engineering and making perfectly spherical devices. In order to achieve extendibility, 
SKF must be capable of manufacturing the round, high precision recording heads that go 
inside a VCR, most of which are now manufactured by Japanese firms.



• IDENTIFICATION OF OPPORTUNITY:  Tools

1. Environment Scanning  2. SWOT Analysis

FACTORS IN IDENTIFICATION OF 
OPPORTUNITIES 

• 1. Self Experience or Exp. of Pretence / 
family members. 

• 2. Ready demand in local market

•  3. Imports banned or controlled 

• 4. Competition of Medium & large 
enterprises

•  5. High profitability 

• 6. Reservation 

• 7. Incentive by Govt. 

• 8. Marketing by Govt.



ASSESSMENT OF COMPETITION 
1. Competitions 2. Market Share of competitors 3. 
Strength and weakness of consumer, Image of 
competitor products-price features. 4. Consumers’ 
Image towards competitors’ products / services. 5. 
Trade practices of competitors-Discount to dealer. 6. 
Major customers of each brand.

MAKE OR BUY 
1. Facilities. 2. Plant Capability – Equipment , 
Quality , Quantity , Personnel. 3. Economic 
Advantage. 4. Trade relations. 5. Supplier 
Reliability 6. Trade Union Views. 7. Alternative 
Resource Uses. 8. Legal Restrictions (Patents).



COMPETENCIES FOR ENTREPRENEURIAL 
SUCCESS: 
Major competencies that contribute towards top performance to entrepreneur

Integrity - the entrepreneur has a clear sense of values and beliefs that underpin the creative 
and business decisions that they make; and that influence the actions they take, particularly 
when in difficult or challenging circumstances

Conceptual Thinking - the entrepreneur is prepared to use fresh approaches; comes up with 
crazy ideas that may just work, leading to radical change or significant improvements; and 
takes time to listen to new ideas without pre-judgement

Risk taking - the entrepreneur understands that risk taking means trying something new, and 
possibly better, in the sense of stretching beyond what has been done in the past; and that the 
constant challenge is to learn how to assess choices responsibly, weighing the possible 
outcomes against his/her values and responsibilities

Networking - the entrepreneur understands that networking is a key business activity which 
can provide access to information, expertise, collaboration and sales; and that careful planning 
and preparation helps achieve desired results



Strategic Thinking - the entrepreneur understands and values the planning process, thinking and 
planning over a significant timescale; recognizes external trends and opportunities; and is able to think 
through any complex implications for the business

Commercial Aptitude - the entrepreneur keeps up to date with developments in the sector; seeks out best practice; 
and identifies and seizes opportunities that are not obvious to others

Decisiveness - the entrepreneur resolves issues as they arise; does not get bogged down in analysis during decision making; 
and responds flexibly to deal with changing priorities 8. Optimism - the entrepreneur persists in pursuing goals despite 
obstacles and setbacks; operates from hope of success rather than from fear of failure; and sees setbacks as due to 
manageable circumstance rather than a personal flaw

Customer Sensitivity - the entrepreneur builds trust and long term relationships with customers; generates an expectation of high level of 
customer service; and regularly exceeds customer expectation 10. People Focus - the entrepreneur creates common purpose with colleagues through 
shared vision and values; walks the talk; sees and values the best in others; builds the total capability of the immediate and wider team; and always 
considers the principles of inclusiveness in planning and dealing with others



THANK YOU



2020-21

DEPARTMENT OF AGRICULTURAL 
COMMUNICATION

[ENTREPRENEURSHIP DEVELOPMENT –

A READER]

Page 1



ENTREPRENEURSHIP DEVELOPMENT – A READER

Concepts and definitions

National development is often defined in terms of increase in income and greater

Gross  Domestic  Product.  This  growth  mainly  depends  on  its  entrepreneurs  and

entrepreneurs and entrepreneurship are deemed vital for steady growth in the income levels.

While the term entrepreneur is defined in several ways, he or she is essentially an individual

with knowledge, skills, initiative, drive and spirit of innovation, who aims to achieve certain

goals. An entrepreneur identifies opportunities and seizes them for economic benefits. On

the other hand, entrepreneurship is a dynamic activity which helps the entrepreneur to bring

changes in the process of  production,  innovation  in  production,  new usage of  materials,

creator of market etc. Entrepreneurship is a mental attitude.

Who is an Entrepreneur?

The word “entrepreneur” is derived from the French word ‘entreprendre’ which means

‘to undertake’.  The term was initially used to refer to Frenchmen who organized and led

military expeditions. In the 18th century, French economist Richard Cantillon used the term in

the business context. Today, the term is commonly applied to mean a person who takes the

risk of starting a new organization or introducing a new idea, product or service to society. In

other  words,  a  person  who  starts,  owns  and  runs  a  business  is  referred  to  as  an

entrepreneur.  An  entrepreneur is  a  person  who  assumes  significant  responsibility  for

inherent risks and outcomes. 

An  entrepreneur  is  also  seen  as  an  organizer who  combines  various  factors  of

production to produce a socially viable product. According to J.B. Say, an entrepreneur is the

economic agent who unites all means of production (land, labour and capital) and produces

a product and by selling the product in the market earns a profit.  He/she is an ambitious

leader who combines land,  labor,  and capital  to  often create and market  new goods or

services.

In  the  context  of  advanced  economies,  Joseph  Schumpeter  feels  says  that  an

entrepreneur  is  an  individual  who  introduces  something  new in  the  economy.  This  can

include a method of production not yet tested, a product with which consumers are not yet

familiar, a new source of raw material or of new market and the like.

The New Encyclopedia Britannica considers an entrepreneur as an individual who

bears the risk of operating a business in the face of uncertainty about the future conditions.

However, the concept and views regarding entrepreneurs have changed over the years and

some of them are given below: 
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 Adam Smith described entrepreneur as a person who only provides capital without

taking active part in the leading role in enterprise. 

 Karl Marx regarded entrepreneur as a social parasite. 

 Noah Webster defined entrepreneur as one who assumes the responsibility of the

risk and management of business. 

 In the present  socio-economic context,  an entrepreneur is  one who detects and

evaluates a new situation in his environment and directs the making of such adjustments in

the economic systems, as he deems necessary. He conceives of an industrial enterprise for

the purpose, displays considerable initiative, grit and determination in bringing his project to

fruition. To summarize, an entrepreneur is the person who bears risk, unites various factors

of production, to exploit the perceived opportunities in order to evoke demand, create wealth

and employment.

Entrepreneurship 

The term ‘entrepreneurship’  is  commonly associated with the term ’entrepreneur’.

Entrepreneurship  refers to a  set  of  activities  performed by an entrepreneur.  Thus many

scholars  believe  that  an  entrepreneur  precedes  entrepreneurship,  and  the  relationships

between the two can be as given below:

Entrepreneur refers to Entrepreneurship refers to
 Visualiser 

 Organiser 

 Initiator 

 Innovator 

 Motivator 

 Planner 

 Decision-Maker 

 Risk bearer 

 Vision 

 Organisation 

 Initiative 

 Innovation 

 Motivation 

 Planning 

 Decision-Making

 Risk bearing. 
 

Entrepreneurship  comes into  being  and flourishes  when  entrepreneurial  traits,  social

encouragement, business opportunities, government policies, availability of resources and

opportunities converge towards the common good and development of the economy and

society.

Entrepreneurship  is  the  process  of  identifying  opportunities  in  the  market  place,

marshalling  the  resources  required  to  pursue  these  opportunities  and  investing  the

resources to exploit  the opportunities  for  long term gains.  It  involves creating wealth  by

bringing together resources in new ways to start and operate an enterprise.  Hence, the

concept of entrepreneurship can be represented in a sequential manner as under:
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Entrepreneurship can also be defined as the practice of starting new organizations or

revitalizing  mature  organizations,  particularly  new  businesses,  in  response  to  identified

opportunities. From the perspective of economic functions, three crucial characteristics of

entrepreneurial activity are: risk taking, innovation and venturing into new business activities

for profit.

Let us look at some more definitions of the term “entrepreneurship”:

 According to  Cole, "entrepreneurship is the  purposeful activity of an individual or a

group of associated individuals, undertaken to initiate, maintain and enhance profit or

production or distribution of economic goods and services". The definition states that

entrepreneurship is a goal oriented process involving production and/or distribution of

products or services. It may be undertaken by one person or by a group of people. 

 Kao defines entrepreneurship as “an attempt to create value recognition of business

opportunity,  the  management  of  risk  taking  appropriate  to  the  opportunity  and

through the communicative and management skills to mobilize human, financial and

material resources necessary to bring a project to fruition". This definition recognizes

that  entrepreneurship involves the fusion of capital technology and human talent to

complete a project successfully with a reasonable degree of risk. 

 In the words of Higgins, "entrepreneurship is the function of seeking investment and

production  opportunity,  organizing  an  enterprise  to  undertake  a  new  production

process, raising capital, hiring labour, arranging the supply of raw materials, finding

site,  introducing  a new technique,  discovering new sources of  raw materials  and

selecting top managers for day to day operations of the enterprises”. This definition

highlights  risk  taking,  innovating  and  resource  organizing aspects  of
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entrepreneurship". 

Entrepreneurship has also been defined as the professional application of knowledge,

skills and competencies and/or of monetizing a new idea, by an individual or a set of people

by launching an enterprise de novo or diversifying from an existing one (distinct from seeking

self employment as in a profession or trade) and thus, to pursue growth while generating

wealth, employment and social good.

Three Dimensions of Entrepreneurship

From the above definitions, it can be surmised that the three dimensions of entrepreneurship

are:

Other related terms

Social  entrepreneurship  refers  to  recognition  of  a  social  problem  and  uses

entrepreneurial/ business principles to organize, create and manage a venture designed to

achieve social change. While a business entrepreneur typically measures performance in

terms of profit, a social entrepreneur focuses on creating social capital. Thus, the main aim

of  social  entrepreneurship  is  to  further  social  goals.  Social  entrepreneurs  are  most

commonly associated with the voluntary and not-for-profit sectors, but this need not rule out

profit making organizations (e.g. Grameen Bank in Bangladesh).

Corporate  entrepreneurship is  a  formal  and  informal  process  aimed  at  

creating  new  businesses,  products  or  services  inside  of  an  

existing organization, so as to create value and generate new revenue growth.  Corporate

Entrepreneurship  (CE)  can  also  be  defined  as  the  process  by  which  individuals  inside
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organisations pursue opportunities without  regard to the resources they currently control.

Instead, an entrepreneurial manager links up discrete pieces of new technical knowledge

that would provide a solution to a customer problem and matches this technical capability

with the satisfaction of a market and garners resources and skills needed to take the venture

to  the  next  stage.  This  process often  leads  to  the  birth  of  new businesses  and  to  the

transformation of companies through a renewal of their key ideas (e.g; e-choupal by ITC). 

Corporate  Social  Entrepreneurship refers  to  organizational  transformation  to

enable  it  to  work  towards  greater  societal  change/  betterment.  Corporate  Social

Entrepreneurship (CSE) is a process aimed at enabling business to develop more advanced

and  powerful  forms  of  Corporate  Social  Responsibility  (CSR)  and  is  often  used

interchangeably  with  CSR,  though it  the later  often refers to philanthropy.  For  example;

Starbucks  entered  into  a  partnership  with  Conservation  International  to  foster

environmentally  sustainable  coffee production  among small  farmers in  Chiapas,  Mexico.

This  entrepreneurial  combination  of  distinctive  competencies  created  a  process  that

developed new production techniques and supply of organic coffee for Starbucks, which in

turn generated significant income enhancements to the farmers and improved environmental

conditions in the growing areas. 

Intrapreneurs are  innovators  who  belong  to  an  organization  and  introduce  new

products, ideas and services within the framework of an existing organization. They help

their organization adapt, grow and succeed in a changing and /or competitive environment.

They are the key personnel behind corporate entrepreneurship.

Entrepreneurs can be differentiated from Intrapreneurs in the following ways:. 

1. An  entrepreneur  is  an  independent  businessman  whereas  an  intrapreneur  is

dependent on the promoters/owners of the corporation. 

2. An  entrepreneur  himself  raises  the  necessary  capital  from  various  sources  and

guarantees  the  return  to  investors/creditors.  On  the  other  hand,  an  intrapreneur

neither raises the capital nor guarantees any returns to the supplies capital. 

3. An entrepreneur bears full risks of his business whereas an intrapreneur does not

bear the full risk. 

4. An  entrepreneur  operates  from  outside  whereas  an  intrapreneur  belongs  to  an

organisation and operates within its framework. 

5. An entrepreneur takes profit  from the business whereas an intrapreneur  gets the

incentives if the innovation is successful.

6. An entrepreneur owns the business whereas an intrapreneur works for others.

7. An entrepreneur converts ideas of an intrapreneur into viable options whereas an

intrapreneur creates innovations.

8. An entrepreneur needs no formal qualification whereas an intrapreneur is engaged
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by the organization based on certain predetermined qualifications. 

ENTREPRENEURSHIP DEVELOPMENT – A READER

Types of entrepreneurs

Entrepreneurs can be classified into various types based on the type and scale of operations

and also on the basis of certain characteristics. Most common classifications are given in

Table 1.

Table 1: Various classifications of entrepreneurs

Clarence  Danhof’s
classification

Arthur  H.  Cole
classification

Classification  on
the  basis  of
ownership

Classification  on
the basis of scale

a) Aggressive/

Innovative

b) Imitative/ Adoptive

c) Fabian

d) Drone

a) Empirical

b) Rational

c) Cognitive

a) Private

b) Public

a) Micro

b) Small

c) Medium

d) Large

Clarence Danhof’s Classification

Clarence Danhof classifies entrepreneurs into four types based on degree of innovativeness

exhibited by them:

Innovative: Innovative entrepreneur is one who assembles and synthesis information and

introduces new combinations of factors of production. They are attracted by the smell of

innovativeness. These entrepreneurs sense the opportunities for introduction of new ideas,

new technology, new markets and creating new organizations. Innovative entrepreneurs are

very much helpful for their country because they bring about a transformation in life style.

Imitative/  Adoptive: Imitative  entrepreneur  is  also  known  as  adoptive  entrepreneur.  He

simply  adopts  successful  innovation  introduced  by  entrepreneurs.  These  entrepreneurs

imitate the existing entrepreneurs and setup their enterprise in the same manner. Instead of

innovating,  they  just  imitate  the  technology  and  methods  used  by  others.  These

entrepreneurs are very helpful in less developed countries as they contribute significantly in

the growth of enterprise and entrepreneurial  culture. Further,  by adopting the technology

which  is  already  tested,  they  generate  ample  employment  avenues  for  the  youth  and

therefore, they are treated as agent of economic development.

Fabian: A Fabian entrepreneur is timid and cautious. He imitates other innovations only if he

is certain that failure to do so may damage his business. They are highly skeptical in their
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approach  to  innovating  or  adopting  new  technology  in  their  enterprise.  They  are  not

adaptable to the changing environment. They like to remain in the existing business with the

age-old techniques of production. 

Drone: This type of entrepreneurs is conservative or orthodox in outlook. They never like to

get rid of their traditional business practices, machinery or system of the business. They feel

comfortable with their old fashioned technology of production, even though the environment

as well as the society have undergone considerable changes. Thus, drone entrepreneurs

refuse to adapt to changes. They are business laggards as they continue to operate in their

traditional way and resist changes even at the risk of reduced returns.

Arthur H. Cole Classification

Arthur H. Cole classified entrepreneurs into three kinds based on their information seeking

behaviour:

Empirical: This kind of entrepreneur hardly introduces anything revolutionary and follows the

principle of rule of thumb.

Rational: A rational entrepreneur is well informed about the general economic conditions and

introduces changes which look more revolutionary.

Cognitive: Cognitive entrepreneur is well informed, draws upon the advice and services of

experts  and  introduces  changes  that  reflect  complete  break  from  the  existing  ways  of

running business.

Classification on the Basis of Ownership

Enterprises can also be classified into two types based on ownership. 

Private: Here the ownership is with an individual or group of people who run the business

mainly  for  making  profit. Private  entrepreneur  is  motivated  by  profit  and  this  type  of

entrepreneur will  not enter those sectors of the economy in which prospects of monetary

rewards are not very bright.

Public: In many developing countries,  the initiative to start  an enterprise is taken by the

government. This is especially true for key sectors and welfare sectors. In such cases, the

government acts as a custodian on behalf of the people of the country.

 Classification Based on the Scale of Enterprise

Entrepreneurs can also be classified in to micro, small,  medium and large based on the

scale  of  operations  and  investments  made  to  start  the  business.  This  classification  is

especially popular in developing countries as small entrepreneurs in these countries do not

posses the necessary talents and resources to initiate large scale production and introduce

revolutionary technological changes.  In India, the ceiling is different for manufacturing and

service enterprises.

Micro: In manufacturing sector, a micro enterprise has an investment in plant and machinery

below twenty five lakh rupees and for service enterprise the cap is ten lakh rupees.
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Small: In India,  a small enterprise has an investment of more than twenty five lakh rupees

but does not exceed five crore rupees. In case of service enterprise the limit is between ten

lakh rupees but below two crore rupees. 

Medium: An enterprise with an investment  of  more than five crore rupees but  does not

exceed  ten crore  rupees in  manufacturing  sector  is  classified  as  a  medium  enterprise.

Similarly, in service sector, the limit is between two crore rupees and five core rupees.

Large: A  large  enterprise  in  manufacturing  sector  has  an  investment  above  ten  crores

whereas in service sector it is above five crore rupees. 

In  recent  years,  some new classifications/  terms are in  vogue to refer  to  certain

specific types of entrepreneurs. Some of them are discussed below:

Solo operators  :   These entrepreneurs prefer to set up their business individually. They often

invest their own capital, intellect and business acumen to run the enterprise successfully.

They operate their business mainly in the form of proprietorship type of concern.

Active  partners  :   Entrepreneurs of  this  type jointly  put  their  efforts  to  build  enterprise  by

pooling together their own resources. They actively participate in managing the routine tasks

of the business concern. As such, business houses or the firms which are managed by the

active partners become more successful in their operation.

Inventors: These entrepreneurs primarily involve themselves in Research and Development

(R and D) activities. They are creative in character and feel happy in inventing new products,

technologies and methods of production, which they turn into successful enterprises, either

alone or in a group.

Challengers:  Entrepreneurs  of  this  type  take  up  the  challenge  of  establishing  business

venture as mark of achievement. They keep on improving their standard and boldly face the

odds and adversities that come in their way. They use their business acumen and talent to

convert the odds into opportunities, thereby making profit. According to them, if there is no

challenge in life, there is no charm in life. Challenges make them bold, and thus, they never

hesitate to plunge themselves into uncertainties for earning profit.

Buyers (entrepreneurs): These entrepreneurs explore opportunities to purchase the existing

units which may be sick or in running condition. If the units they purchase are sick, then they

turn them around using their experiences, expertise and business acumen. By purchasing

these units they make themselves free from the hassles of building infrastructures and other

facilities.

Life timers: These entrepreneurs believe that business is the part and parcel of their life.

They have a strong desire for taking personal responsibility. Family enterprises which thrive

due to high personal skill are included under this category. 

Reference:
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V.Sudharani, (undated). Study material AEX 391 Entrepreneurship Development. 
Acharya N.G.Ranga Agricultural University: Hyderabad.

Theories and models of Entrepreneurship  

Entrepreneurial behaviour has been explained in several ways by different scholars. These 

theories can be classified under the following broad heads:

1) Sociological theories

2) Economic theories

3) Cultural theories

4) Psychological theories

In addition, some theories have been credited to specific scholars. These include:

1) Theory of innovation by Schumpeter

2) Entrepreneurship Innovation theory by Drucker

Sociological theories

According to this school of thought, entrepreneurship is likely to get a boost in a particular

society  due  to  societal  values,  religious  beliefs,  customs  and  taboos  which  influence

behaviour of individuals in a society. Theory on religious beliefs and social change explain

how  certain  sociological  factors  accelerate  entrepreneurship  and  flourishing  of

entrepreneurs.  

Theory of religious belief

This theory was given by Max Weber and according to him entrepreneurship is a function of

religious beliefs and religion shapes the entrepreneurial culture. In his work The Protestant

Ethic and Spirit of Capitalism, Weber states that Protestant Ethic encourages adventurous

spirit,  capitalism  (economic  system  in  which  people  have  freedom  to  pursue  economic

activities and can own private enterprise) and glorifies entrepreneurial culture. According to

Weber, the spirit of capitalism is intertwined with the motive of profit, resulting in creation of

great number of business enterprises. 

Theory of social change

This theory was given by Everett E Hagen and he notes that a traditional personality (most

prevalent in developing societies) should transform into innovative personalities (as those

found widely in developed countries) for continuous technological progress and expansion of

entrepreneurial  activities. He advocates against imitation and recommends “withdrawal of

status respect” as the mechanism giving boost to rigorous entrepreneurial activity. According

to him, historically, social groups which experience status withdrawal plunger into rigorous

entrepreneurial activities.
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Economic theories

According  to  this  explanation,  entrepreneurship  and  economic  development  are

interdependent. Economic development takes place when a country’s real national income

increases  over  a  period  of  time  in  which  entrepreneurs  play  an  integral  part.

Entrepreneurship and economic growth can take place under favorable conditions which

includes  taxation,  industrial  policy,  sources  of  finance  and  raw  material,  infrastructure

availability,  investment  and  market  opportunities,  access  to  information  about  market

conditions,  technology,  etc.  Favourable  economic  conditions  also  include  economic

incentives which are the main motivators for entrepreneurial activities.

Harvard School Theory

 This theory views entrepreneurship as a deliberate activity which is consistent with internal

and  external  forces.  Internal  forces  are  inherent  qualities  of  the  individual  like  skills,

knowledge,  exposure,  etc.  which  determine  entry  and  continuance  of  entrepreneurial

activities by a person. External forces are economic, political, legal and social factors and

influence the origin and growth of entrepreneurial activities. Further, according to this theory,

entrepreneurial  activities  require presence of  a stable government,  external  security and

internal security.

Psychological theories

Entrepreneurship  gets  a  boost  when  a  society  has  sufficient  supply  of  individuals  with

necessary /conducive psychological characteristics. These characteristics are: need for high

achievement, a vision or foresight, ability to face opposition, etc. 

Theory of achievement motivation

According to David McCellend, a person has three types of needs at any given time and they

are:

 Need for achievement (get success with ones’ own efforts)

 Need for power (to dominate and influence others)

 Need for affiliation (maintain friendly relations with others)

He says that the need for achievement is highest among entrepreneurs. McCellend identified

two  characteristics  of  an  entrepreneur;  viz;  doing  things  in  a  new and  better  way  and

decision  making  under  uncertainty.  He  stressed  that  people  with  high  achievement

motivation (i.e. need to succeed) were more likely to become entrepreneurs. They are not

motivated  by  money  or  external  incentives  as  they  look  upon  money  as  an  index  of

achievement.  He  contends  that  achievement  motivation  can  be  inculcated  through

systematic training programs and alteration in child rearing practices.
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Cultural theories

These theories argue that entrepreneurship is the product of one’s culture. Entrepreneurial 

Talents come from cultural values and cultural system prevalent in any society.  

Hoselitz’s theory

Historically,  in  many  countries,  entrepreneurs  emerge  from  a  particular  socio-economic

class.  Further,  it  is  believed that  the  supply  of  entrepreneurship  is  governed by cultural

factors.  According  to  him,  minority  groups  act  as  spark  plugs  to  kinder  entrepreneurial

activities and economic development. He states that marginal men in any society act as

reservoirs of entrepreneurial activities by making creative adjustments required due to their

ambiguous position in the society.  

Theory of innovation by Joseph Schumpeter

This theory was given by Joseph Schumpeter, who argued that economic change revolves

around innovation, entrepreneurial activities, and market power. He felt that innovation and

technological change of a nation comes from the entrepreneurs and they help the process of

development in an economy. He defines an entrepreneur as a person creative, has foresight

and perceives an opportunity to innovate. According to him, opportunities for innovation is

presented by means of a new:

 product

 production method

 opens up a new market

 finds out a new source of raw material supply

 introduces a new organization

The  theory  emphasizes  innovation  but  ignores  risk  taking  and organizing  abilities  of  an

entrepreneur,  ignores  existence  of  micro  and  small  entrepreneurs  who  are  abundant  in

developing countries and his theory does not  explain why some societies produce more

entrepreneurs than others. 

Entrepreneurship Innovation theory by Peter Drucker

According  to  Drucker,  innovation  and  entrepreneurship  are  not  a  "flash  of  genius,"  but

purposive tasks that can be organized as systematic, rational work fostered by management.

Entrepreneurship is to be treated not as personality or intuition but behavior, concept, and

theory. Entrepreneurship should not be a high-risk activity and so-called entrepreneurs need

to  have  a  method  for  what  they  do.  He  says  that  instead  of  pursuing  "bright  ideas,"

entrepreneurs should focus on the seven successful sources for innovation: (1) unexpected

success, failure, or outside event; (2) incongruity between what is and what "ought" to be

within an industry or market; (3) innovation based on a process need (supplying the missing
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link); (4) changes in industry structure or market structure; (5) demographics or population

changes; (6) changes in perception, mood, and meaning; and (7) new scientific and non-

scientific knowledge (requiring analysis of relevant factors, focus on strategic position, and

entrepreneurial  management).  The  practice  of  innovation  is  purposeful,  resulting  from

analysis, system, and hard work. The principles of purposeful and systematic innovation are:

(1) analyze opportunities, (2) be perceptive, (3) be simple and focused, (4) start small, and

(5)  aim  at  leadership.  Principles  of  innovation  are  (1)  innovation  is  work,  (2)  build  on

strengths, and (3) innovations have an effect on the economy and society. Entrepreneurs

are  not  "risk-takers"  but  opportunity  focused.  The  discipline  called  entrepreneurial

management  must  develop  a  practical  guide  for  innovation  in  (1)  the  existing  business

(policies  to  create  a  climate,  practices,  measures  of  innovative  performance,  and

organizational practices), (2) the public-service institution (policies and need to innovate),

and  (3)  the  new  venture  (focus  on  market,  financial  foresight,  early  building  of  a  top

management  team,  role  decisions  by  the  founder,  and  outside  advice).  In  conclusion,

Drucker  argues  that  an  entrepreneurial  society  is  needed  in  which  innovation  and

entrepreneurship are normal, steady, and continuous. Further, social innovation is needed in

the areas of redundant workers and abandoning outworn and obsolete social policies and

institutions. Also needed are changes in tax and fiscal policies and government regulations,

and individuals must undertake continuous learning and relearning. 
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Models of Entrepreneurship  

Several  models  have  been  developed  to  explain  entrepreneurship  and  entrepreneurial

behaviour. Important models are described below:

Kao’s model

According  to  this  model,  entrepreneurship  is  an  outcome  of  interaction  between  three

elements; viz, person, task and organizational context.

Fig 1: ECO analysis framework

In this model, the person (i.e the entrepreneur and team members) is the most important

element  as  it  is  the  people  who create an enterprise  through their  efforts.  Hence,  their

personality, skills, motivation, etc. are critical for the success of the venture. The task refers

to the activities undertaken by the group or organization. These are in turn influenced by

organizational  strategy  and  external  environment.  Tasks  can  include  perceiving

opportunities,  collecting  and  allocating  resources,  finding  out  and  creating  market

opportunities,  etc.  Lastly,  organizational  context  refers  to  setting  in  which  activities  take

place. This includes organizational structure, culture, systems, policies, etc. and significantly

effect entrepreneurial outcomes. All these key elements are embedded within the external

environment which is the outside world. It comprises of resources, infrastructure, laws and

regulations, policies and technology. The environment significantly influences the enterprise

and  is  effected  in  turn.  A  successful  entrepreneur  adapts  himself  to  the  changing

environment.    

Timmon’s model of entrepreneurial process 
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The  key  factors  in  the  Timmons  model  (given  below)  are  the  entrepreneur,  the

founding team, the opportunity, and the resources that are mustered to start the new 

Fig 2: Timmon’s Model of Entrepreneurial Process

enterprise/ organization. The key ingredient is the entrepreneur, and under right conditions,

he or she will deliberately search for an opportunity, and upon finding it, shape it so that is

has  the  potential  to  be  a  commercial  success,  or  what  Timmons  calls  a  high-potential

venture. The entrepreneur then gathers the resources that are necessary to start a business

to capitalize on his or her opportunity. Explicit in the Timmons framework is the notion that

the entrepreneur and the provider of capital will be rewarded with profits, and that both are

commensurate  with  the  risk  and  effort  involved  in  starting,  financing,  and  building  the

business. The entrepreneur usually risks career, personal cash-flow, and some or all of his

or her net worth. In an ideal situation, all  this is quantified in a business plan before the

business is operational.
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Entrepreneurial Development Process

Entrepreneurial  Development  (ED)  refers  to  the  process  of  enhancing

entrepreneurial  skills  and  knowledge  through  structured  training  and  institution-

building  programmes.  ED aims to  enlarge the base of  entrepreneurs  in  order  to

hasten the pace at  which new ventures are created.  This  in  turn is  expected to

accelerate employment generation and economic development.

The  term  differs  from  Small  and  Medium  Enterprise  development  in  two

aspects.  Entrepreneurship  development  focuses on the  individual  who wishes to

start  or  expand  a  business,  where  as  Small  and  medium  enterprise  (SME)

development, focuses on developing the enterprise, whether or not it employs or is

led  by  individuals  who  can  be  considered  entrepreneurial.  Secondly,

entrepreneurship  development  concentrates  more  on  growth  potential  and

innovation than SME development does.

Entrepreneurial Development Process consists of following steps:

1. Selection of potential entrepreneurs:

The first and foremost step in the EDP is identification and proper selection of

potential entrepreneurs. It refers to finding out individuals who can be converted into

entrepreneurs.  Entrepreneurship  development  programmes  require  a  selection

process that  attempts  to  identify  those target  groups that  have some of  the key

prerequisites for entrepreneurial success. While it can be argued that public funds

should be spent on those who most need help, a selection process deploys limited

resources where they are most effective, to the overall  benefit  of the community.

Beneficiaries may be individuals and/or groups. Family background, motivation level,

educational qualification and entrepreneurial skill and competencies can be some of

the qualities that determine success in entrepreneurial ventures. Various modes of

selections such as test, group discussions and interviews may be adopted in the

selection of potential entrepreneurs.

2. Identification of entrepreneurial traits and skills:

Every participant must have a minimum level of eligibility for  becoming an

entrepreneur. Hence identification of entrepreneurial traits is the essential next step:
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These traits and characteristics can be further grouped into two broad categories;

viz;

Family background:

The knowledge about the family background of a participants help to create

entrepreneurial  environment  and  occupational  awareness  for  the  entrepreneurs.

There are certain special types of families traditionally involved in certain types of

work. Most people prefer to adopt similar tasks to family business. Priority should be

given  to  those  persons  having  experience  in  business,  a  functional  level  of

education, young, family and financial support while selecting candidates for EDP.

Human Resource Factors:

These are the inherited or acquired skills/ traits. The following skills/ traits play

a critical role in success of new ventures and must be taken into consideration: 

Achievement  motivation: People with  high need for  achievement  succeed better.

This dimension includes both personal achievement and social achievement.

Willingness to take risk: Risk-taking ability and willingness refers to propensity to

seek change in uncertain environment. 

Influencing ability: An entrepreneur should be able to adequately motivate, influence

and control other people and environment to achieve success.

Personal  efficacy: Personal  efficacy  can  be  defined  as  the  ability  to  produce  a

desired or intended result and the tendency in the individual to attribute success or

failure to external factors. Further, it refers to the general sense of adequacy in a

person.  Personal  efficacy  is  an  important  factor  contributing  to  entrepreneurial

success. It represents the potential effectiveness present at the inner level and lies in

his/ her perceptions and beliefs about self.  These beliefs are often a result of an

individual’s self-concept and perception of his own strength. Thus, a person having

higher  personal  efficacy  believes  in  his/  her  capacity  to  control  and  shape  the

environment while an individual having low personal efficacy believes that things are

not under his/ her control and occur due to fate.

Aspirations: Aspiration is a goal statements relating to future level of achievement.

They relate to future prospects of an individual’s desire. It often acts as a form of

self-motivation.  A person having low level  of  aspiration is unlikely to become an

entrepreneur.

3. Identification of enterprise:
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The third step is identification of a suitable enterprise or project for potential

entrepreneur  after  studying  his/her  socio-personal  and  human  resource

characteristics.  It  is  important  that  the  entrepreneurial  project  must  suit  the

requirements of potential entrepreneurs.

A  number  of  factors  such  as  his  skill,  experience,  physical  resources,  family

occupation etc. should be taken in consideration before selecting an enterprise. After

deciding the enterprise, the potential entrepreneur has to study the viability in terms

of financial resources, availability of raw materials, marketing, profitability etc.

4. Imparting training/ skills:

Entrepreneurial  development  programmes  have  to  include  support  for  (a)

entrepreneurship  orientation  and  awareness,  (b)  the  development  of  the

competencies  (skills,  experience and attitudes)  necessary  to  recognize  a  market

opportunity  and  organize  the  resources  to  meet  it,  and  (c)  the  improvement  of

business performance for growth and competitiveness. ED training is usually more

effective  when  linked  to  finance  and  other  services  such  as  marketing,  quality

assurance  and  productivity  improvement.Usually  participants  attending  the

entrepreneurial development programme have different backgrounds and qualities

and training programmes must be developed taking these factors into consideration.

The following types of trainings are provided: 

Technical knowledge and skills:

After the choice of a particular enterprise by a potential entrepreneur, the in-depth

knowledge about technical aspects of the same should be imparted to him/her. This

will ensure familiarity with different stages of the enterprise and make him/ her well-

conversant  with  the  entire  process.  In  these  kinds  of  programmes,  field  trips  to

industrial units can be very helpful.

Achievement motivation training:

Developing a need for achievement is essential as it leads to a need and desire to

achieve,  take  risks,  initiative,  develop  and  enhances  self-awareness  and  self-

confidence. It enables the potential entrepreneur to think positively and realistically.

Support systems and procedures  :  

Training  related  to  support  systems  and  procedure  should  be  imparted  to

participants to enable them to understand the functioning of various agencies like

commercial banks and financial institutions, industrial service corporations and other

institutions dealing with supply of raw materials, equipment, marketing, finance, etc.
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Such sessions help the participants to understand the support systems, procedures

for approaching them, applying and obtaining support from them and availing of the

services provided by these agencies.

Market survey  :  

Another  important  aspect  in  which  the  potential  entrepreneurs  need  training  is

assessing the viability of the venture. An opportunity to conduct market surveys to

select the project is often provided to participants. This will help them to understand

the actual marketing position. In a truly entrepreneurial approach, innovative capacity

matters more than the size of the market. Diversification can be accomplished by

introducing  a  novelty  or  new  product  feature,  stressing  quality  or  value  added,

anticipating a new market or even creating a market.

Managerial skill  :  

Managerial  skills  are essential  to  start  and run an enterprise.  Such programmes

should  involve  all  aspects  of  management  such  as  planning,  organization,

coordination,  leadership,  supervision,  control,  etc.  The  main  aim  of  managerial

training is to enable the participants to run the enterprise successfully on their own.

5. Support system:

Once  the  new entrepreneur  is  ready  to  set  up  his  new venture,  he  /she

requires assistance and support  of  several  agencies in  order  to  launch the  new

venture. Support system is the important part of the EDP and is often considered the

backbone of an EDP. 

It  is  necessary  to  develop  various  support  systems  in  the  initial  stage  of

growth in order to give fillip to entrepreneurial ventures. One method of increasing

opportunities  and  ensuring  entrepreneurial  success  is  by  providing  a  network  of

support  systems  under  entrepreneurial  development  programme.  These  support

systems provide information on credit, finance, marketing service etc.

One mechanism for integrated support is business incubators. An incubator

nurtures early-stage businesses through continuing entrepreneurship development,

counselling  and  administrative  services  and  by  accessing  external  professional

support and facilities all  under one roof. It  is particularly relevant where intensive

assistance is appropriate. A business started in an incubator has a better chance of

survival than one starting outside one, but the assistance of an incubator is limited to

a  small  group  of  promising  enterprises  and  it  is  often  difficult  to  “graduate”  the

companies when they have developed sufficiently.
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6. Production:

After the enterprise is set up, production starts. At this step, the managerial

and technological skill  acquired in the EDP comes into use. Once the production

starts the entrepreneur has to initiate supply of products through suitable marketing

channel.  The  production  and  marketing  are  the  most  crucial  stage  in  an

Entrepreneurial Endeavour. Failure in either would mean a breakdown in EDP.

7. Monitoring and follow-up: 

Continuous  monitoring  and  follow  up  is  essential  for  the  success  of  any

entrepreneurial development programme. At every stage of EDP, a system of proper

monitoring needs to be built in so that the defects and problems can be identified

and  removed  through  a  proper  monitoring  system.  Monitoring  should  provide

continuous guidance to ensure better results. This becomes specially important in

fast changing environments.

 

Page 20



Characteristics and Skills of an Entrepreneur

Entrepreneurial Characteristics
Not everyone wants to be an entrepreneur and run their own business. Being an
entrepreneur  requires  specific  characteristics  and  skills  that  are  often  achieved
through  education,  hard  work,  and  planning.  Some  of  the  characteristics  that
entrepreneurs possess include:

Risk taking ability
Businesses face risk. Entrepreneurs minimize risk through research, planning, and
skill  development.  Entrepreneurs take  calculated  risks.  Risks  can  include  both
financial  and  social  risks.  They  consider  alternative  solutions  before  reaching
decision. For an entrepreneur, the new business may seem less risky than other
alternatives.
Curious
Entrepreneurs like to know how things work. They take the time and initiative to
pursue the unknown. 
Imaginative
Entrepreneurs are creative. They imagine solutions to problems that encourage them
to create new products and generate ideas.
Persistent
True entrepreneurs face bureaucracy, make mistakes, receive criticism, and deal
with money, family, or stress problems. But they still stick to their dreams of seeing
the venture succeed.
Goal-setting
Entrepreneurs are motivated by the excitement of  staring a new business.  Once
achieved, they seek out new goals or ventures to try.
Hardworking
Entrepreneurs need a great deal of energy to see a venture start and succeed. Yet
they are not deterred by the long hours to achieve their goal. 
Self-confident
Entrepreneurs believe in themselves. Their self-confidence takes care of any doubts
they may have.
Flexible
Entrepreneurs  must  be  flexible  in  order  to  adapt  to  changing  trends,  markets,
technologies, rules, and economic environments.
Independent
An entrepreneur’s desire for control and the ability to make decisions often makes it
difficult for them to work in a controlled environment.  Entrepreneurs want to work
independently and be their “own boss”.  They resent authority figures and lack of
freedom to do things their own way. If taken to extreme this trait may impede firm’s
growth due to reluctance to delegate or let go control.
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Need for Achievement (n. Ach.)
This refers to a strong desire to set own goals and carry them out.  Entrepreneurs
want to take responsibility for actions and tend to do well in competitive situations.
They  are  results-driven  and  are  preoccupied  with  quality,  service,  customer
satisfaction. According to McClelland they gain satisfaction by solving problems and
succeeding in difficult situations. 
Self efficacy
Refers to entrepreneur’s perception that all events are under their control. It is their
belief that they are able to influence events and determine outcomes of their own
actions. They don’t attribute outcomes to “fate” or “luck” or external environment. 
Tolerance for Ambiguity
Ambiguity  refers  to  lack  of  complete  and  definitive  information.  Entrepreneurs
perceive ambiguity in a positive and challenging dimension of a task. Tolerance for
ambiguity is an asset because it allows an entrepreneur to organize thoughts and
make decisions under conditions of uncertainty.
Innovativeness 
Drucker  defines innovation as the “mechanism by which entrepreneurs create or
increase  wealth”.  Innovativeness  arises  from  search  for  opportunity  in
internal/external  situations.  Internal  situations  include  unexpected  occurrences,
incongruities, process needs and external situations may be economic or political
trends, changes in customer preferences. Innovativeness enables entrepreneurs to
tap new opportunities in routine situations or revive old business in novel ways. 
Proactive
Entrepreneurs have the ability to take control of events. They take initiative in solving
problems by setting objectives and implement solutions.
Low need for conformity
They dislike rigid environment and set patterns. Entrepreneurs have a low need to
match up to social norms and others expected codes of behaviour or success. 

Entrepreneurial Skills

A skill is the ability to do something specific or to translate knowledge into action. A
person needs several skills to be a successful entrepreneur. These are managerial,
technical and entrepreneurial  skills. In addition, research skills have also become
important for successful ventures in today’s environment.

Research Skills
Entrepreneurs need to identify what they need to know and use research techniques
to  obtain  it.  Reliable  and  relevant  sources  of  information  may  include  books,
periodicals,  indexes  and  databases,  the  Internet,  consultants,  professionals,
universities. After information is acquired, it needs to be sorted into relevant data that
answers  the  entrepreneur’s  initial  questions.  These  questions  may  lead  the
entrepreneur to look at new ventures. 
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Management Skills
Management  skills  for  entrepreneurs  involve  planning,  organizing,  directing,  and
controlling. These are then applied towards their personal, financial,  and material
goals.
Planning:  Entrepreneurs  develop  financial,  production,  and  marketing  plans  that
comprise the overall business plan. 
Organizing: Organizing the venture is vital. The key to this is time-management.
Directing:  Entrepreneurs learn how to motivate their staff by encouraging initiative
and  self-direction.  This  inspires  a  sense  of  shared  responsibilities  to  grow  the
business.
Controlling: Entrepreneurs need to develop budgets and keep accurate bookkeeping
and accounting records.
Communication and building relationships: Running a business means building good
relationships with staff, suppliers, and customers. Staff relationships are important as
employees need to feel that they are treated fairly, are rewarded for their efforts, and
have  their  needs  met.  Communication  is  the  most  important  relationship  skill
required  to  deal  with  suppliers.  They  act  as  sources  of  information  for  the  new
business.  Suppliers also require feedback to know how to improve their  service.
Building relationships with customers is of paramount important as the customer is
the “boss” and the key to the business’ success. Therefore, the entrepreneur and his
or her staff must develop a positive relationship with the customer. 

************
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Entrepreneurial traits

Entrepreneurs generally possess the following characteristics: 

1. High need for achievement 

2. Risk taking ability

3. Tolerance for ambiguity 

4. Innovation 

5. Intuition 

6. High need for independence & autonomy 

7. Self efficacy

8. Low need for conformity 

9. Proactive 

Need for Achievement 

This refers to a strong desire to set own goals and carry them out.  Entrepreneurs

want to take responsibility for actions and tend to do well in competitive situations.

They  are  results-driven and  are  preoccupied  with  quality,  service,  and  customer

satisfaction. According to McClelland they gain satisfaction by solving problems and

succeeding in difficult situations. 

Need for Independence & Autonomy

Entrepreneurs want  to  work independently and be their  “own boss”.  They resent

authority figures and lack of freedom to do things their own way. If taken to extreme

this trait may impede firm’s growth due to reluctance to delegate or let go control.

Moderate Risk-Taking ability

Entrepreneurs take calculated risks. Risks can include both financial and social risks.

They consider alternative solutions before reaching decision. For the Entrepreneur,

the new business may be considered less risky than other alternatives.

Self efficacy

Refers to entrepreneur’s perception that all events are under their control. It is their

belief that they are able to influence events and determine outcomes of their own

actions. They don’t attribute outcomes to “fate” or “luck” or external environment. 

Tolerance for Ambiguity

Ambiguity  refers  to  lack  of  complete  and  definitive  information.  Entrepreneurs

perceive ambiguity in a positive and challenging dimension of a task. Tolerance for

Page 24



ambiguity is an asset because it allows an entrepreneur to organize thoughts and

make decisions under conditions of uncertainty.

Innovativeness 

Drucker  defines innovation as the “mechanism by which entrepreneurs create or

increase  wealth”.  Innovativeness  arises  from  search  for  opportunity  in

internal/external  situations.  Internal  situations  include  unexpected  occurrences,

incongruities, process needs and external situations may be economic or political

trends, changes in customer preferences. Innovativeness enables entrepreneurs to

tap new opportunities in routine situations or revive old business in novel ways. 

Proactive

Entrepreneurs have the ability to take control of events. They take initiative in solving

problems by setting objectives and implement solutions.

Low need for conformity

They dislike rigid environment and set patterns. Entrepreneurs have a low need to

match up to social norms and others expected codes of behaviour or success. 
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