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The Entrepreneur:


















The Entrepreneurial Process:
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[image: ]Starting and operating a small business:
-Start business from scratch.

-Buy an existing enterprise:
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-Buying franchise
Benefits for the franchiser:
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Benefits for the Franchisee:
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Franchise problems:













Forms of business organizations:
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e The Entrepreneur: the individual who drives

the steps of the Entrepreneurial Process:

4 Identifying Opportunities
¢ Accessing Resources
~ Has unique behavioral and personality trait characteristics

eldentifying Opportunities:

« Idea Generation: for new or improved products,
processes or services
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e Accessing Resources:

= Financial Resources:

¢ Debt — money that is borrowed
= Financial institutions
m Suppliers (trade credit)

¢ Equity — investment in return for ownership interest
m Personal savings
m Love money
m Private investors
= Venture capitalists

= Other Resources:
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e/dentifying Opportunities:
= Developing the Opportunity:

< Business Plan: a document that describes
the entrepreneur’s proposed business
venture: explains why it is an opportunity;
and outlines its marketing plan, its
operational and financial details, and its
managers’ skills and abilities
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eAssessing the “Fit” Between Elements in the
Entrepreneurial Process:
= Entrepreneur — Opportunity Fit:

< Is the opportunity something the entrepreneur
can do and wants to do?

= Opportunity - Resources Fit:

< Can the resources needed to capitalize on the
opportunity, both now and as the opportunity
changes, be acquired?

= Entrepreneur — Resources Fit:

<+ Does the entrepreneur have the capacity and
capability to obtain the resources?
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oCons

© uncertainty about actual

financial health of the firm

 location, reputation may

be poor

© pricing strategy may need

revisiting
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oPros

« established clientele

ease of financing

experienced employees

established lines of credit

and supply

= less risky than starting
from scratch
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eDevelopment of a
motivated sales team

elncreased revenue

eNo need to deal with
local business issues
(managed by franchise
owners)
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eAttain rapid growth

eShare advertising cost

elncreased investment
money

eMore efficient
advertising delivery
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e Sole Proprietorship

= Owned and operated by one person
e Partnership

= Two or more individuals combine resources
e Corporation

= Separate legal entity, liable for own debts

e Cooperatives

= Organized owned and controlled by users of its products/services
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eFranchisers may impose policy changes without
consulting franchisees

eLocal market may be saturated

ePayments to franchiser are required even if profits
are low

eFranchiser controls how business is run and how
product is made

eFranchiser could be financially strapped and unable
to help individual franchisee
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eExpert advice

eEconomies of scale in
buying supplies

eFinancial assistance

eHelp with getting
external financing

eBe your own boss
eKeep most of the profits
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eAccess to management
expertise

eNo need to build a
business from scratch

eLower failure rates
eWell-developed brand

eTraining provided




image1.png
eProfiles from research show lack of consensus
eEntrepreneurs are not “born”
¢Could be anyone

eBased on what they do rather than who they
are
« Identify opportunities
= Access resources
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eEntrepreneurship

= process of identifying an opportunity in the
marketplace and capitalizing on it

eEntrepreneur

= person who
recognizes and seizes opportunities

+ In all kinds of companies, not just small or new
elntrapreneur

« creates something new within an existing large
organization
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eSmall Business - An owner-managed business
with less than 100 employees
= Definitions vary

= Some statistics do not include unincorporated businesses with
one owner and no employees

eNcw Venture — recently formed commercial
organization
= Opened within last 12 months
« Sells goods or services
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eldentifying Opportunities:
© Screening: weed-out the “dead-end” venture ideas
¢ Characteristics of strong ideas

m The idea creates or adds value for the
customer

m The idea provides a competitive advantage
that can be sustained

m The idea is marketable and financially viable
m The idea has low exit costs




