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Entrepreneurship is “The capacity and willingness to develop, organize and manage a
business venture along with any of its risks in order to make a profit.” ‘
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Some of the most famous misconceptions about entrepreneurship:

Myth #1: Entrepreneurs are their own boss.

Myth #2: It takes a lot of money to start a business

Myth #3: Entrepreneurs know exactly what they want, and how to get it.
Myth #4: Entrepreneurs are in it for the money

Myth #5: You have to be young and restless to be an entrepreneur
Myth #6: Entrepreneurs are usually rich.

Myth #7: Entrepreneurship requires huge funding.
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10 Essential Characteristics of Highly Successful Entrepreneurs
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Hedgehog concept flows from deep understanding about the
intersection of three circles:

¢ what you are deeply passionate about

¢ what you can be the best in the world at

¢ what best drives your economic or resource engine

Your Passion

Business
Idea
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Values are basic and fundamental beliefs that guide or motivate attitudes or actions. They are
the principles that help us to determine what is important to us. They help us take hard
decisions in our lives and identify our priorities.
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A vision is the compelling picture of a preferable future that inspires people to perform
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The RIASEC test asks questions about your aspirations,
activities, skills, and interests in different jobs. RIASEC
are the personality types:
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Realistic, Investigative, Artistic, Social, Enterprising,
and Conventional.

Conventional Investigative

Enterprising Artistic

Design thinking is a non-linear, iterative process which seeks to understand users, challenge
assumptions, redefine problems and create innovative solutions to prototype and test. The
method consists of 5 phases:

Empathize—research your users' needs
Define—state your users' needs and problems
Ideate—challenge assumptions and create ideas
Prototype—start to create solutions

Test—try your solutions out
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I Think & Feel
SayorDo ?
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An empathy map is a collaborative tool that teams can use to

better understand their customers. It consists of an image of

the customer surrounded by six sections. These sections are:
1. Think and feel. 3. See. 5. Hear.
2. Say and do. 4. Pain. 6. Gain.
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“Five whys” is an iterative interrogative technique used to explore
the root cause of a defect or problem by repeating the question
"Why?" each answer forms the basis of the next question.

SWhy?
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SCAMPER technique provides 7 practical tools to generate new ideas or modify old ones in a
creative way of ideas’ crystallization. SCAMPER is a mnemonic that stands for:
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Jaiul - Substitute

z=2- Combine e

oSl - Adapt e

da=ill — Modify e
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The WOW Effect is about how to reach the wow factor in b ey

We can

your ideas which is the intersection of three circles of is S
the idea desirable, viable and feasible?

ial
The economics
can sustain it
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Business model Canvas is the visual representation of your business model main elements,
it can best be described through nine basic building blocks that show the logic of how a
company intends to make money. The nine blocks cover the four main areas of a business:
customers, offer, infrastructure, and financial viability.
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Costs / Key . Revenue
Resources Channels

VRIO is an internal analysis. It's used to identify
and evaluate resources in a company. Specifically Is the resource or capability...? Is the company well...?
answering the question, what competitive
advantages will it supply the company?

SUSTAINED
COMPETITIVE
ADVANTAGE

VALUABLE

DISADVANTAGE PARITY e ADVANTAGE

VRIO refers to four criteria firms consider:

Value of Resources =) sl dad

Rarity of Resources 2l sll 5 x
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Porter's Five Forces Model is a strategic management rectof
tool that helps determine the competitive landscape of an New Entry
industry, the five forces are:
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Power Rivalry Power
e Threat of New Entrants

e Bargaining Power of Suppliers
e Bargaining Power of Buyers

Threat of Substitute Products or Services e
e Rivalry Among Existing Firms

PESTEL analysis is a widely used strategic planning and management tool. It is an acronym
for the below factors that shape the macro business environment:
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Income — Costs = Profit

Types of costs:

e Startup Costs:
e Fixed Costs:
e Variable Costs:

The breakeven point: is the production/selling level where revenues total equals total
expenses.

You start to make a profit from the Break-even point:

Fixed costs
= Quantity

Price — Variable Costs
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To set a price you should know:

L =1 Value to customer
1- The product price in the market.

2- How much do you want to gain (profit margin).

3- What are your costs?
4- Set a reasonable price that covers the costs, Competition

fits the customer and makes a profit.

=t Costs

There are three types of prototyping methodologies practiced hugely and they are
1- Paper Prototyping

2- Digital Prototyping
3- HTML Prototyping
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Paper Prototyping 4&,sh 4 ¥ zikadll 1

Digital Prototyping 41 &d4¥) gikil 2
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Minimum viable product power is matched only by the

amount of confusion that it causes, because it’s actually quite st
hard to do.
*  “Minimum” indicating build as little as possible so you

don’t waste time or effort. Minimum| | Viable

*  “Viable” indicating that you need to build enough to
make the experiment realistic enough that customers
will believe they are responding to an authentic product notody wentsto comparies better-
experience.

*  “Product’ indicates a level of completeness or
refinement in what is delivered to customers.
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Ideas

Build-Measure-Learn is a framework for establishing — and
continuously improving — the effectiveness of new products,
services and ideas quickly and cost-effectively. In practice, the
model involves a cycle of creating and testing hypotheses by
building something small for potential customers to try,
measuring their reactions, and learning from the results.

Build
Measure
Learn

Loop
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Freytag’s Pyramid is a pyramid to study common patterns in stories’ plots. He put forward
the idea that every dramatic arc goes through five dramatic stages:
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1- Exposition - 4asial)
2- Rising action - &Yl selas
3- Climax - 34,3

Climax

3 &
4- Falling action - &iaay) &) & ‘%,46
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5- Resolution - 4 Exposition & J_,.; N %)

Denouement

Inciting incident Resolution

7|Page

S, B st i cawro
/=" USAID 165

W// FROM THE AMERICAN PEOPLE
oL B



Handout — Summary Sheet "‘

aspire

For fundraising here are there different sources you can approach: Angel investors, Venture
Capital and Crowd funding

e Angels invest as an individual, or as part of a syndicate (a group of Angels), who invest
capital into businesses, and occasionally provide experience and knowledge to help
startups achieve success.

e VCs invest in startup ventures using funds raised by limited partners such as pension
funds, endowments, and high net worth individuals. They also bring with them a significant
amount of knowledge and experience to the companies they invest in.

o Equity Crowdfunding enables a group of investors (the ‘crowd’) to invest capital through
an online platform, in exchange for equity. As opposed to a single investor, or a small
group of investors, this form of fundraising can involve hundreds or thousands in a single
raise.

The 10 advices for great entrepreneurs

» Step 1: Do something you are passionate about

» Step 2: Find the right team with the same values

» Step 3: Focus on ideas implementation rather than generation
» Step 4: Create a proper work environment

» Step 5: Learn from others’ mistakes (don’t reinvent the wheel)
» Step 6: Celebrate each small success

» Step 7: Do it your own speed

» Step 8: Focus on customers’ feedback & suggestions

» Step 9: Use all the resources you have

» Step 10: Build a personal brand to be trusted

rJlesYIolgy) dulis mSlai 10

dow Lo A > JosT 11 8ghasdl o

;LSJL‘&QJ‘B ﬁ.}fﬂ\ uu.O.A ddis L}J‘ wb.d‘ ‘_9))2” LﬁL; Log‘.))_é:) 2 55.54?';3‘ °

0 SN 055 0 Yo I s e 55, 3 Bgas)l o

duwlio Jos diws 055 14 Bglazll o

(Aradl LA Gidanio) ¢py3Y) slas] (e @l 15 Bglasdl o

o 7l S Jais) 16 Bglasdl o

S dwoliall de udb gial 17 Bglasdl o

01819 Sleall wlasde Le 35) :8 Bglaxll o

Haie M y)lgell puaz pasuiwl 19 bglasll o

L2 Gs3s)l Sy dpasds s dodle sy ( gsd 3535 A > o0l 110 55kl o

8|Page

@ THEAMERICAN
nnnnnnnnnnnnnnnnn

,4,*7‘!?'\‘&‘

== ) N

\%NXW/‘:}/E YEARS
) FROM THE AMERICAN PEOPLE 887 4

&



