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1. Introduction

5S@St 2LAY 3 IINR WS yyakiRhaNsgsSBodm environment is a challenge for any

educator. It @mandsthe formulation ofintegrated learningand teaching strategyvhich align
intended learning outcomes with the effeativselection of pedagogy To assist the edutar
seeking to create entrepreneurial outcomes in learnehngs tompendiunbrings together a range of
pedagogic guides9  OK 3JIdzA RS aidSya FTNRY (KS SRd®duppar2 y I € G N
the development of entrepreneurial mindsets of lears The aim of each of these guides is to
support the development of entrepreneurial attitudes and behaviours, as well as butlingkills

and knowledge of an enterprising persoiach pedagogical guide is constructed in a standardised
format, whidh outlines core components, how to use it and explore its relevance within
entrepreneurial learning and how it builds entrepreneurial outcome3o support these44
pedagogies, tis compendium first explores the educational traditions that underpin thiprapch

and detailsa key focus upon thentrepreneurial facilitation within small group working

ThiscompendiumLIN2 A RS& | LINY OGAOFE F2dzyRFGA2y FT2NJ I RRN
enterprise and entrepreneurship, rather thag K I (i (i Zhis @diSihcCidewd is critical in building

an entrepreneurial mindset througAffective, Conative as well as the Cognitive aspects ofilggarn

To achieve this depth of learning, tliempendiumreaches beyond the teaching traditions of the UK
&NorthlSNY ! YSNRAOlIY ! yAGSNERAGE . dzarAySaa {OKz22fa
aldzReQ YSGK2RUO (G2 RNIg¢g FTNRY (GKS GSIOKAy3a NI
This breadth of approach is built upon an educational tradition digrigevel skill development that
seeks to build learning which can be transferred and applied outside the class room.
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This compendium outlines ovet4d examples for use within entrepneurial education and, by

focusing upa delivery/transmission methods agell the entrepreneurialoutcomes framework as

Oft I aaArTAOI-YiADIAGE X2 Mo i@ eadziuRlance as to how to incorporate these into

your teaching. Rapid acessibility is built into this compendium to support all educators to engage

with this approachin their next class; providingnmediate opportunities to test out and explore

these methods within their own teaching. Due to the clarity provided by( K A & -YWNREQz( S
approach, KAa O2YLISYRAdzY gAf f -todeBterprisk®@ I f Q4 B3 BA G2 GXK Sg SHy
who are already working to support entrepreneurial outcomes in othessit serves as both

guidance and inspiration to those developing new approachenteepreneurial teaching.

Objectives

This compendiumprovides the guides for the use ofi4 pedagogies for teaching entrepreneurship
To assist the educatan deepeningtheir understanding of their pedagogical approach, the guides
are supplementd with an exploration of:

1 Concepts of etrepreneurship and enterpris€¢sectin 2)
1 Underpinning ducational traditons(section 3
1 Entrepreneurial Learning) and its intended outcomes (4)

To thisend, thiscompendiumwill

Define entrepreneurial education (section 2)

Explore the learning theories that underpin this approacht{sac)
Outline theentrepreneurialLearning Outcomes Framework (section 4)
Explore Entrepreneurial Teaching and small group work (section 5)

=A =4 =4 =4



f OutlineNEP dzii S folvelducaiofio access the pedagogic notésection6)
1 Provide44 pedagogical guidefor useby entrepreneurial educator&ection?)
1 Review theeffectiveuse of thed4LJSRI 32 3AOF f 3IdzZARS& |y R 2dzif Ay S

Additionally, b support the effective acceds, and use of each pedagogical guide, they will all be
presented within a gandardised format, which seeks to outline the approach atsdfunction,
through 4 key categories:

defineand describghe pedagogy

describe how to use it with some examples

its relevance to entrepreneurial learning and

anote on the outcomes that codlbe achieved from its use.

PR

2. Enterprise and Entrepreneurship

In developing any entrepreneurial learning strategy, there is a need to resolve a conceptual
confusion concerning the relationship between Enterprise, Entrepreneurship and Innavatioa
confusion impacts adversely upon efforts to develop Entrepreneurship Education as an academic
field, but also in the minds of learners.This section will explore the key terms within
Entrepreneurship Education, providing a critical underpinning for thecattn and the pedagogies
contained with thiscompendium

2.1 Towards a Definition

There are numerous definitions put forward in both the academic and practitioner literature relating
to the Entrepreneurial concept and the notion thfe enterprising persa. Most definitionsof an
WSy (i NB laieIfaéhdeNBy the work of economists arml particular,the Austrian economist
Schumpeter(1883¢1950) Following ths tradition, the focus o$uchdefinitionsis upon the role of

the entrepreneur in creatig and grasping opportunities, and combining resouiicean innovative

way within an economic model of growthThe UK Governnm defines®in entrepreneuras‘dnyone

who attempts a new business or new venture creation, such as self employment, a newsBusine
organisation, social enterpriS¥DTi 2004) HoweverDrucker(1985)recognised an entrepreneur as
more than a business owner/manager, befining theml & +F OKAS@AyYy 3 |y WdzLJANI F
NEB & 2 dg\N25)Svailsrothiers, such agimmonshave made aritical distinction in stating that it is
0KS WLIzNBRdZA G 2F 2L NIdzyAde gAGK2dzi NB®Bd NR (2
Ay Tt dzSy OS{17). Bahdfythbae defimitions recogrésthe need for access to resources to
create the HewQfrom the pre-existing pladng the emphasis upon the talent and visioh the
entrepreneur to add significant value to resources

It is clear that the entrepreneur is seen as the agent for economic renewal, the instrument for
creative destruction in pursuit foopportunity, facilitating innovation via a process of new
combinations of factors of production(Gibb 200x) Such viewshave supported the
governmental/policy view that entrepreneurship and entrepreneurship education are the panacea
for stagnating or delining economic activity internationally (Matlay, 2001). However
internationally, tere isstill no single definition of a smgthedium sized enterprise (SMEpainly
because of the wide diversity djusinessesalthough the key determiningcharacteristts are
commong relating toturnover andthe number of employees (under 50).

These overlaps and distinctions of meaning can cause confusion if not clearly appresspiecially
as entrepreneurship andnnovation are closely linked in the policy rhawmeand governmental
business strategin many countries The problem with this definitioffor educatorsis that it places



the entrepreneur narrowly into an economic and business context. The main focus of
entrepreneurship education in business schofds, example, isstill on new venture management

and the business planning process that purportedly goes with it.

This strong businessstance can lead to neglect of concern for the pursuit of entrepreneurial
behaviour in wider personal and social contexth. also fits less well with the current, almost
universal, international, policy emphasis upon the relationship of entrepreneurial behaviour to
employability and the notion of an entrepreneurial cultugeoften described as developing an
YOY INBLANSYRABA QT Ay (KS M Eddpéad Undrydederibiss| 36 K2 fUS5d5 &
O2YLISGSyOS F2NJ IffX KStfLAYy3a é2dzy3d LIS2LX S G2 oS
(EU 2006).

The entrepreneurial mind is seen lagsing central tovider graduate employability in general as well
asa wide range of personal and organisational contexithis demands that the concepthile still
incorporating the establishment of new ventures in business, also embraces oppodaeking
and realisation, andhe pursuit of entrepreneurial behaviour, in any context along with capacity to
design and grow entrepreneial organisations of all kinddt is also seen to have relevance to the
individual as consumer, family member and member of the community asas/@lbrker, living in an
increasingly globalised If@orld of greater uncertainty and complexity.

The focus within the higher educational contextis therefore upon the W9y i SNLINR & A Y
t SNB 2y k 9 Y i NB LINKiS@BagianRal number ofybeRadoiir@l amdtitudinal attributes
commonly associated witlthe entrepreneurial individualin a wide range of contexts This
approach has greater acceptance within the education systemd has led to international
exploration of how to support the development of thedividual as an entrepreneur (be that within

a business, social or personal context).

To assist in the clarification of these ternttse National Council for Graduate Entrepreneursttifx)
has fromits experience provided the followingkey definitions

Exhibit 1: Definitions
Gl @Ay3 Iy ARSF YR YIF1Ay3 Al KIFLWSYyE

The Enterprise Concepfocuses upon thedevelopment of the enterprising person and 1
enterprising mindsethrough a demonstration of enterprising skills, behaviours and attitudes ag
adiversity of contexts.These include intuitive decision making, the capacity to make things ha
autonomously, networking, initiative taking, opportunity identification, creative problem sol
strategic thinking, and self efficac¥he focus is onreating entrepreneurial ways of doing, thinkin
feeling, communicating, organising and learning.

The Entrepreneurial Conceplocuses uponthe application of these enterprising skills and
entrepreneurial mindsein setting up a new venture, developiiggowing an existing venture g
designing an entrepreneurial organisation. The context might be business, social ente
charitable purpose, nogovernmental organisations or public sector bodies.
OYUNBLINBYSddZINEKALI WYl 1Sa Ad KIFILWSYyQod

The Innovation Coceptisthe product of the Entrepreneurial Concept

Innovation is defined as creating and exploiting opportunities for new ways of doing things res
in better products and services, systems and ways of managing people and organisatiot
successfu pursuit of innovation is a function of individual enterprising endeavour
entrepreneurial organisation capacity.

Entrepreneurship is a necessary-pomdition for Innovation




3. Hucational Taditions

The basic nderstanding how learning occurgs critical to the development of effective
entrepreneuriallearning and teaching strategyThissection explores five key frameworks which
underpin the development of the entrepreneurial teaching ethos outlined in within this
compendium(section5). Thes frameworks stem from a tradition of experiential learning (Bloom
1959; Hilgard 1980; Kolb 1984) and a pragmatic appreciation of the delivery options (Elton 1977) for
educators working with large groups. Most critically this section explores the rangedafjogies

that canbe used in a programme to deal with the Affective and Conative as well as the Cognitive

aspects of learning (Kyro 2006).

To appreciate these in more detadlxplore five framework$A-E)which help illuminate the learning
process These provide a briefverview of how students learn and how an educator can support

learning through the choice of an appropriate instruction method.

moow»

Eachofi KS & $

A52YFAYAY

.t22YQa

Domains.. £t 22 Y Qa

OmMmdpco

gAff 0SS ONRSTfEe LINBaSyidSR Ay GGdNY=
.f22YQa (lE2y2Yé& oO6mMdpco

irE2y2Ye
Psychological traditiorConation (Hilgard 19§®BelfcEfficacy Bandua 1995
Kob Q.éarning Cycle (1984)
Factors for successful learni(igace2005; 2006; 200)/

Classification of teaching / learning methq@ton1977)

oOmMdppco

(knowledgeaffective(attitude) and psychomotor (skills)

ExhibitY . f22YQ&a GFIE2y2Y& 2F [ SINYAY
Domains Cognitive Affective Psychomotor
Knowledge; thinking Feeling; attitude Practical Skills
Lower Level Knowledge Receiving Perception
Comprehension Responding to Readiness to act
Phenomena
Application Valuing Guided response
(practice)
Analysis Organisation Mechanism (routine
response)
Synthesis Characterisation Complex overt response
(internalising values)
Evaluation Adaptation
Higher origination

(Adaptedfrom Bloom (1965) and SimpsalB(/2)

a
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Byrecognising that theresimore than one type of learning, Bloom defineda@egorie2 NJ WR2 Y I A Yy & C

in which learning takes placalefining them, as Cognitivédffective and PsychomotorEach is
detailed below:

Cognitive The cognitive domain involves the development of intelledt skills from

knowledge(knowing), recall and recognition, through to critical argument (synethising and

evaluating.

Affective: The affective domain includes thgay emotionsare handled, which invohae
values enthusiasmsmotivation and attitudes Recognised as probably the most difficult to

F OKASOSY FFGdA(GdzRS Aa aKILISR Y2ald LRggSNFdAA f &

Psychomotor(Simpson 1972)The psychomotor domain includes physical skill development

such as movement, eordination and motor skills. The development of these objectives is
most effective through performing and practising the activity.

Within BExhibit 2, each domain is explored as a hierarchy, which builds in complgvatking from
the simplest to the most compke at the lowerend of the tabl¢. To build mastery of any of these
domains the lower level skills are learnt first; as mastery is created from working fimner
through to higher level

A fullappreciation of his modelclearlyimpacts upon learningtrategy that meds to be employed to
support effective sident learning. For example, to achiewavker cognitive objectivessuch as the
transmission of facts or knowledgmass instructin techniques (such as lectureseeFrameworke
in this serie} ae most effective. Highercognitive objectivegsequire stident involvement in the
learning process, which is most effectively achieved in small group workinggstsen 5.

B. Psychological traditions

As Bloom outlinedexhibit 2 cognitive developmat is concerned with reception, recognition,
judgmentand remembering ana@ffective development relates to the response to the subject, the
likes and dislikes and the feelings, emotions and moddiswever,these are usefully explored with
the concept ofconation which, as a relatively recer@rm (1980),embraces the active drive to make
sense ofsomething asany inclination, drive, or desire to dsomething(within suchnotions of
motivation, commitment, impulse and strivingErnestHilgard(1980) outined conation as one of
the three processes underlying three central human functieesgnition (perception, memory, and
the processing of information), affection, antbnation asthe aspect of mental processes or
behaviour directed toward action or chamgand including impulse, desire, volition, and striving.

I 2yFGA2y NBfFiSa G2 WK26Q (lFala FNB LINROSaasSR

motivated to undertake tasks.
Engaging further with this psychological tradition has developed futh notions within

entrepreneurial learning such as the notion afifsefficacy asd KS o0 St ASFT Ay 2y SQa

organke and execute the courses of action required to manage prospective situ@{Basdura
1995, p. 2).Effectively, it can be definkas one's belief in one's ability to succeed in specific

situations, and this belief subsequently influences the specific situation being tackled as self belief

creates positive/negative thought patterns, which impact upon

1 Behaviouralchoices (decisiomaking; risk taking; engagement in new opportunities)
1 Motivation (ability to start and complete tasks)
1 Response to failure

(



CY2f0aQ SELIRINWSYGAlLf Oe&ofSs

With the belief that tudents learn most effectively at deeper levels if they activeely engaged in
the processr@ather than being passive receivers of inforneali Kolb (1984) created a cyclical model
which identifies four key stages through which the student pas$e$ NY¥ SR WSELISNASY G A |
these stages are:
1. Active experimentation comes from planning learning (which can be involvement in
learning objectives; engagement with approaches/options; or creation of a learning
contract)
Actualexperiencethis is theoingQwhich provides the rich experience
3. Reflecting this is generallyaccepted to be the most difficult for most learners, who are
FA1SR G2 IINIAOdA S K2¢g GKSe WFSSEtQ FyR NBFf !
a. What they learnt
b. How they learnt it
c. Why they learnt it
d. Whether the learning experience could be more effective
4. Theorisingthis is a criticalstage of learning, which builds knowledge and supports further
reflection.

n

To gain maximum benefit learners may repeat, and deepen, their learning as they revolve around
this cyclical model of learning.

O9EKAOAG oY Y2{188®a [ SINyAy3a /&ots$s

Doing
ﬁ Experience i

Planning Reflecting

Active Reflective

Experimentation observation
Theorising
Abstract
Conceptualisation

D. Experiential LearningRipples of Learning (Race 2008)

Race (20052008 advocates 7 factors that underpin successful learning, which he suggests all
continuously affect each other (as ripples on a pond NI 6 KSNJ (0 KlFy F2ftf2g¢Ay13
sequentialO & Ot S @ wlk-O0SQa FLIINRIFOK Aa taz2 oFa&aSR dzkRy
OWg Il yiAy3d lhrartfSelrNig@nd asithe drivek fBr all the otfeW NA L{EBdiibS 4) Q



Assessing

Exhibit 4 7 Ripple{Race 2007)

Together, these ripples create the factors for successful learningedsibit 5) which can be viewed
as mutually supporting the learning experience,

Exhibit5 : Factors for successful learning (Ra2@05; 2006; 2007

Wanting to learn Intrinsic motiation ¢ interest and enthusiasm

Taking ownershig needing to learn Extrinsic motivation

Learning by doing Practice; trial and error; repetition

Learning through feedback Reactions to the results

Making sense of what is being learned Reflecting; digdég; turning information into
knowledge

Deepening their understanding Students undertaking coaching; explaining; teachir,

Assesmg learning & development Reviewing; confirming; judging

Source: adapted fronRace 2005; 2006; 2007)

Thisbasic undepinning ofeducational andpsychological theory surrounding experiential learning
has outlined the domains in which leang can take place (Bloom 195&)d explored the most
effective approaches to learning (KdliB85 Race2007).

However any understanahg of learning theory needs to be anchored within the practicalities of
teaching (class room sizes; facilitiessource available ejc It istherefore useful for anyeducator

to reflect upon theintendedlearningoutcomes with an awareness ahe berefits and constraints

10



provided bythe choice different teaching / learning methods availableThese can be classified
broadly using the basimode of instruction (Exhibit Below).

F. Classification

Elton (1977) outlined three core approaches to thamsmission of learning, which he explored as
the evolution of education technology, namely:

1 Mass instruction techniques
1 Individualised learning
1 Group learning

These are summarised withihibit 6 which also provides a general overview of the strengthd a
weaknesses of each approach.

Exhibit 8 Broad Classifications of teaching/learning (Elton 1977)
Classification Examples Role of the | Less effective | Strength
teacher
Mass instruction Lectures Traditional | Dewlopment of | Transmission of lowe
techniques Broadcasts Controller higher cognitive | cognitive areas
Expert affective
domain
(attitudes)
Individualised Programmed Producer Achieving Master area at
learning learning Tutor higher cognitive| IS NJ SN a i
Directed self study| Guide or noncognitive
objectives
Group learning Tutorials seminars| Organiser Teaching facts /| Deeper
projects Facilitator principles understanding
(higher cognitive)
(process centred
activity)

Based on thelassifications of ¥blution Educational Technolodglton(1977)

It is clear fromexhibit 6that each of these three technigues has benefits which can be matched
F3FAyad .€t22YQa tSEFENYyAy3a (FrE2y2Ye

By recognisinghat mass instruction techniques, such as lecturing, are most effective at the
transmission of iformation for recall as knowledge, whereas group learning and small grouk
supports the deglopment of higher level skills, the foundats of an effectivéeaching and learning
strategy can be created.

The next step is to determine exactly whabising taught through the development of appropriate
learning outcomes, aseection of the most appropriatdeliverymethod (Exhibit €) is driven by the
learning outcore sought (section Yand the domainlevel (Exhibit 7) at which it needs to be
employedby the learner.

11



Having established these traditions, together with three core concepts (enterprise; entrepreneurship
and innovation) it is to the wider concept of entrepreneurial teaching that teismpendiumnow

turns, to determine the appropriate learnirgutcomes and explore the use of group learning within
enterprise.

4. Learning Outcomes

This section explores entrepreneurial teaching that is, the learning outcomes that are sought
within entrepreneurial learning and how is it delivered through use¢hefpedagogical notes.The
By building upon the basic underpinniofthe educational traditions, thentrepreneurial outcomes
framework can be used to structure entrepreneurial pedagogy.

Learning Outcomes Framework

The classic learning outcome debes what a student should be able to do in order successfully to
complete a course of studyBaume 200); however much of the focus of traditional
Entrepreneurship Programmé & dzLJ)2y RSE AGSNAY A WAy Llzi & Gor A y i 2
example in beiness oriented education there will be conventional subject inputs of marketing,
finance, oper#ons, control, leadership, etcThere is also often much emphasis upon the business
plan, as avehicleof assessment at all levelsn the assumption that iwill reach all the learning
outcomes within entrepreneurial education

There seems, however, to be a major absence of a concept frame relating to the Entrepreneurial
Person which in turn lends itself to production of a template of outcomes designed fsuhe
concept. Such a frame has been constructed as the basis for the development of an approach which
to some substantial degree challenges the conventional business focused concept of the
entrepreneur. This construct focuses upon:

1 Entrepreneuriabehaviours, skills and attributes including emotional intelligence
T t NBLI NI G¥2¢ BENHARS QW 2TF GKS Sy iNBLINBYSdzNJ

9 Entrepreneurial values and ways of doing things, feeling things, organising things,
communicating things and learning things expetigity

1 Entrepreneurial behaviour and management in different contextst just business
1 Ideas harvesting, grasping and realisation of opportunity

1 Managing entrepreneurially, holistically and strategically (know how)

1 Managing and learning from relatiships (know who)

The above constitute key proposed target outcomes from entrepreneurial learning and are

SYOSRRSR Ay UKS hdziO2YSa CNJ YS 42N 0 R2LJI SR
Entrepreneurship) and set out below, as eight key headlines.

12



Exhbit 7: Framework for Entrepreneurial Outcomes

A. Key entrepreneurial behaviours, skills and
attitudes have been developed.

B.Studentds clearly emp
understand and -w@drlcoéthed t h
entrepreneur

C. Key entrepreneurial values have been
inculcated

D. Motivation towards a career in
entrepreneurship has been built and students
clearly understand the comparativ e benefits

E. The students understand the process (stages)
of going into business, the associated tasks and
learn ing needs

F. Students have the key generic competencies
associated with entrepreneurship

G. Students hav e a grasp of key business how
tobds associated with thid

H. Students understand the nature of the
relationships they need to develop with key
stakeholders and are familiarised with them

13



These outcomes have been designed to operate at the generaldehat is, to be applicableo any
learner, at any level. This means that they barailored to support a range of levels Bm 1965)
by altering the level of skill development sought in each afeaorder © develop effective learning
outcomes, tiis generally agreed thdhey need to meet the criteria below:

Activec it describes what students can @b the end of the prgramme of study

Attractive ¢ students want to achieve {imeaningful to them)

Comprehensible students know what it meanglear)

Appropriatecti 2 G KS aiddzRSy (. Qa OdziaydhymeanAdgu)f a | y R OF NI
Attainable¢ most students will mostly meet, with due effort(reasonable)

Assessable we can see if it has been achievg@monstrable)

Visiblec in the course booklet and on any virtual learning environm(@ectessible).

= =4 =4 =8 -8 -8 9

Adaptedfrom Baume (2008)

This approach helps shape effective learningcomes for learners within a range of programmes.

By matching this approach to selected entrepreneurial outcomes, a cohesive learning strategy which
builds the entrepreneurial mindset at all levels can be achieved.

In order to develop these furtheit, is useful to understand thentrepreneurial learningutcomes in
detail, asshownbelow:

Exhibit 8:Entrepreneurial Learning @comes

Key entrepreneurial |To what degree does a programme have activities that seek clea
behaviours, skills and |develop:

attitudeshave been
developed (these will
need to be agreed and
clearly set out)

opportunity seeking

initiative taking

ownership of a development
commitment to see things through
personal locus of control (autonomy)
intuitive decision making with limited information
networking capacity

strategic thinking

negotiation capacity
selling/persuasive capacity
achievement orientation

incremental risk taking

=4 =4 =4 4 -4 -8 -8 -8 -8 -8 -8
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B- Creating empathy wh the entrepreneurial life world

Students clearly
empathise with,
understand and ‘'feel’
the life-world of the
entrepreneur

To what degree does the programme help students to 'feel' the world

=4 =4 =4 =4 4 -4 -8 -8 -4 -9

living with uncertainty and complexity

having to do everhing under pressure

coping with loneliness

holistic management

no sell, no income

no cash in handno income

building know who and trust relationships

learning by doing, copying, making things up, problem solving
managing interdependencies

working flexibly and long hours

C- Key entrepreneurial values

Key entrepreneurial
values have been
inculcated.

To what degree does the programme seek to inculcate and create em
with key entrepreneurial values:

=4 =4 =4 =4 -4 -4 -8 -8 - -8 -a

strong sense of independence

distrustof bureaucracy and its values

self made/self belief

strong sense of ownership

belief that rewards come with own effort
'hard work brings its rewardig

believe can make things happen

strong action orientation

belief in informal arrangements

strong belef in the value of knowvho and trust
strong belief in freedom to take action

belief in the individual and community not the state

Motivation towards a
career in
entrepreneurship has
been built and students
clearly understand the
comparative benefits

To what degree does the programme help students to:

=a =4 -4 =

Understandthe benefits from en entrepreneurship career?
compare with employee career

have some entrepreneurial 'hero's' as friends & acquaintances
have inages of entrepreneurial people 'just like them'
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E- Understanding of processes of business entry and tasks

Students understand
the process (stages) of
setting up an
organisation, the
associated tasks and
learning needs

To what degree does the prograne take students through:

il

the total process of setting up an organisation from idea to sur
and provide understanding of what challenges will arise at eac
stage

helping students how to handle them

F- Generic Entrepreneurship competencies

Students have the key
generic competencies
associated with
entrepreneurship
(generic 'how to's")

To what degree does the programme build the capacity to:

= =4 =4 =4 4 - -8 -8 4

=

find an idea

appraise an idea

see problems as opportunities

identify the key people to be influenced amy development
build the know who

learn from relationships

assess business development needs

know where to look for answers

improve emotional self awareness, manage and read emotion:
handle relationships

constantly see yourself and the businélssough the eyes of
stakeholders and particularly customers

G- Key Minimum Business how to's

Students have a grasp
of key business how to
associated with the
start up process

To what degree does the programme help students to:

=4 =4 =4 =4 -8 -8 -8 -8 -8 -8 A

see products and seices as combinations of benefits
develop a total service package

price a product service

identify and approach good customers

appraise and learn from competition

monitor the environment with limited resource

choose appropriate sales strategy and raga it

identify the appropriate scale of a business to make a living
set standards for operations performance and manage them
finance the business appropriately from different sources
develop a business plan as a relationship communication
instrument

acquire an appropriate systems to manage cash, payments,
collections, profits and costs

select a good accountant

manage, with minimum fuss, statutory requirements
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H - Managing relationships

Students  understan/How does the programme help students to:
the nature of the
relationships they ned 1 identify all key stakeholders impacting upon any venture

to develop with ke 1 understand the needs of all key stakeholders at the stgtand

stakeholders and ar survival stage
familiarised with them 1 know how to educate stakeholders
1 know how to learn from them

1 know how best to build and manage the relationship

The above Exhibit clearly shows thla¢ range of outcomes that can support the development of an
entrepreneurial mindset; and whilst this is nah exclusive list, it does provide support to those
working to create entrepreneurial outcomes in others.

Having outlined generic entrepreneurial outcomes that can be adapted for learners working at
RAFFSNBY(d fSOStasx KNP @®KehetkksS the chdide df gebagdg@isnoe ¥ . |
critical to support the development of these intended outcomes in learners. The following section
explores entrepreneurial learning and introduces the pedagogical guide format.

5. Entrepreneurial Teaching

The precedingsectiors have helped identifghe key constructs that help underpin the ethos of
entrepreneurial teaching, namely:

1 Keydefining terms for entrepreneurship, enterprise and innovat{eaction 2)
1 Foundational frameworks from education and psycugyl(experiential learning3)
1 Learning Outcome&ection 4)

From this, we are now able to exploWhat is entrepreneurial teaching®efore exploring theull
range of pedagogic guides.

Entrepreneurial teaching igesigned to maximise the potential fastimulating entrepreneurial
attributes and insight and equipping participants for actiohn particular it is focused upon
practicing behaviours, developing skills and reinforcing attributes associated with being an
enterprising person It is based upn the assumption that all persons have some capacity for
behaving entrepreneuriallgnd enhancing that capacityt i$ worth noting that althoughsomewill

be naturally more enterprising than othemsvery person will demonstrate a diffent range and rix

of potential; in that, sme will be more creativesome will be more capable of taking initiatives
independently others will be better at networking and so on.

CKSNB o6Atf ySSR G2 0S8 I &AGNRBy3I SYLIKHexna% dzLl2y G St

1 Worxourses are focused upon creating enterprising mindsets and exploring what it feels like
to be an entrepreneur. They involve presentatgkills (pitching; groups) and follow the
ethos within thiscompendium

1 WAboutEntrepreneurship tend taraw upon a traditional pedagogy of lectures and text
book to explore trends with small businesses and sectors and are therefore assessed
through more traditional methods of written exams.
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Within this classification, theseourses are taught using distthc different pedagogies, as well as

being assessed differently; witkachingW ¥ 2 N NB FcHristaidt tdrgetinfoRthe ipriicBce of

f SENYAY3A dzZllRyYy (KS gKR2YR d YR aidCS (UKgEScBMR) afisagind o/ 2 6 QT
personal and/or orgaisational objective. This involves combining skills and knowledge and,
contrary to what often seems to be a popular belief, does not eschew taking a conceptual approach.

The construction of entrepreneurial teaching can be divided into the categories of:
1 TheYbcudbf learning Exhibit 9
 TheWLINR OS & a QEIbiE 10faril NI/ A y 3
1 Theprocess of teaching kBibit 11).

Exploring the issusthrough these frameworkthrows up challenges farducators ashown below

Exhibit 9 The Focus of Learnir{gibb 2007)

From To
The past The future
Critical analysis Qreativity
Knowledge Insight

Passive understanding Active understanding

Absolute detachment Emotional involvement

Manipulation of symbols Manipulation of events

Personal communication and
influence

Written communication and
neutrality

Concept/theory Conceptualising a problem or Opportunity

From Gibb (2007) IEEP course notes

Exhibit 9indicates how the focus of learning has moviedm the past- the models of mass
instruction (Elton1977) in whch the educator take the placof the\age on the stag@ransmitting
knowledge through mass instruction(i 2 (i K S ¢ WwhérelziiedzNsFn@ed for students to resolve
problems and respond with creativity and insight.

These changes within the focud learning Exhibit 9 impact upon the level of learning that is
required, adearning processes need to mofrem recall and knowledge (lower level objectives) to
complex affective skillssgproblem solving (sdexhibit 10below).

Exhibit 10 The Proces of LearnindGibb 2007)

From To

Critical judgement after WDdzi FS SnmakingRS O}
maximising analysis of with limited information
information

Understanding and recall
of information

Understanding the values/emotions
of those who transmit information

Seeking impersonally to

verify truth by seeking

more data for decision
making

Making decisions on the basis
of judgement of trust and
competence of people

Understanding basic
principles of society
in the metaphysical sense

Seeking to apply and adjust
in practice to basic principles
of society
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Seeking the correct answer Developing the most appropriate
with time to do it solution under pressure
Learning in the classroom Learning while and through doing
Gleaning information from Gleaning information personally
experts and authoritativesources from everywhere and anywhere
and weighing it
Evaluation through written Evaluation by judgment of people
assessments and events though direct feedback
Success in learning measured Sucess in learning through solving
By knowledgébased exam pass problems and learning from failure

From Gibb (2007) IEEP course notes

Exhibit 9 and 1@nhdicate critical shifts thatlemand an approacto teaching,which reviews the role

of the student; the approach and focus of the leug and,ultimately the role of the educator, to

W3 dzA RS 2 ¥ a suppbrtived fACKt&@ of learning, rather thahe { y2 6t SR3IS WS E LIS NI
Exhibit 11).

Exhibit 11: @tical shifts: Changing learninfAdapted from Gibb 2007)
Student role Appraach Focus Tutor role
Student generation of | Experiential/action Personablevelopment | Tutor as facilitator
knowledge oriented Problem into concept | Tutor in joint learning
Learning linked to Self determined GCompetence situation
need for action Repeated practice development
Learning objectives Sessions flexible Problem solving
negotiated/discussed | Mistakes as a basis fo
practice

Adapted from Gibb (2007) IEEP course notes

This approach camprimarily be valued/assessed in terms of the degree to whithenables
participants to do things that they could not do before; and is designed to change attitudes towards
the ways of doing, thinking, organising, communicating and learning thratjger than teach the

W NJapbkoact

This teaching approach iarguably the coref entrepreneurial learningnd canforms thebasis for
assessment of the value of the numerquedagogical methodwithin this guide(see section ¥

Towards smalgroupteaching?

It is now clear that entrepreneurial learning focusgmn the development of the entrepreneurial
mindset, and draws upon the development of higher level skills affeatngnitiveand cognitive to
achievethis.9 f G2y Q& Of I & aA F Ah@tkhé éxiznf t whickn skiill level is Hgrdtoped Is (i S
dependent uponthe selection of the most appropriatéelivery method Thissuggestghat even

with large class sizesjteractive engagement, which folloness model of experiential learnin@olb

1984 Race2007) through small discussions, voting, polls ancesfions to speakers can support
higher levels of student engagemenSuch high levels of student engagement within the learning
process be achieved within large lecture theatre style class rooms, as théichiesi of pedagogic
notes (1315) will show.

The traditions of education across the world have been rooted in mass instruction techniques;
however entrepreneurial learning draws extensively from the use of small groups as entrepreneurial
outcomes are best secured in this delivery methods tlherefore important to explore this in more
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detail; and b build familiarity with the format of the pedagogical guides, this will be presented in the
format of a note (4ections- seesection )

1. Use of Small Group Teaching
1. What isthe use ofSmall Group &aching?

Working with small groups ias a classic interactive device with a participant class where the
participant numbers, space, seating arrangements in the room and physical facilities for break out
are such as to make it possibl&roup work can bendertaken as a short interactive discussion of a

point or question set by the facilitator. It can be used to consider an issue, critical incident or short
case as part of a session (see pedagogical guides) or it can be the formation of a group for
prepaation of work for a further session, for example a case or a demonstratB®oups can be as

small as 2; though with a maximum of 5/6 if opportunity is to be given for adequate participation by

all parties.

Where group work is to be part of the dynamsf (G KS € SFNyAy3a LINRPOSaa WA
RSYlIyRa GKIG GKS Oflaa aAal S Aa NBalidgerdind&s (2 |
can be covered where there is team teaching and therefore greater scope for individual group
mentoring and the exercise does not demand whole class feedback.

2. How is thegroup exercise constructed?

Group membership needs to be carefully selected. Criteria for selection will depend on the task and

the composition of participantsComposition criteria mighinclude: level and nature of experience;

seniority mix; personality; age; gender; level of expertise in relation to the @skup exercises are

Ffaz2 | YSIya 2R2QdAYRAFANIWY yREt | GA2yaKALA a ¢St
groups y at different times is often desirable to allow students to learn from each other, as well as

how others work and think.

For constant and highly interactive enterprise teaching then round table groupings are Giealps
can then be asked, for exampte,quickly discuss an issue or debate a question, for example

f WINB SYGNBLINBYySXdzNE 062NY y2i4 YIFRSK
f W NB Fff avlrff odzaAySaa 26ySNE Sy iNBLNBYSdzNA |
1 WI2¢g g2dzf R €2dz SOFfdzr 1S 6KSGKSNI @2dz O2dzA R (i NJ
They are also ideal for encouragim period of reflection on an issue, exchanging experience or
counselling each otherAs an examplén running a programme for new entrepreneurs and after
Of Faad RAaOdzaaA2y 2 Fgrowps &tting togéthdr & be laskedl 2o WRiluateReéch Q
20KSNR&A ARSI 3FAyad GKS ONARGSNREF | ANBSR®
Break out groupings are designed to tackle more substantive issaitker a mini case or asked to
arrive at a set of conclusions concerning a major issue.

Key issuesoften neglected in group work are: ensuritttat the group is clear about the task and
RSAANBR 2dzi02YSAT FFLOAftAGFEGAZ2Y YR 3JdzZARAY3I | 3N
GAGK GKAYIAQT FyYyR SyadNAy3 GKFG GKSNB Aa F RS dz ¢

3. Relevance to Entrepreneurial Learning

DNRdzLJ 62N)] Aa F YIF22N 02YLRYySyld 2F SyadaNRAy3a 2«
inventing things, making things up, communicating orally, building teams, building confidence in a
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situation of low exposure and solving problems creativelly also often simulates getting things
done under pressure and making decisions without too much information.

4. Outcomes

It is important that outcomes are carefully considered and that space is given for evaluation and
reflection of the work of the groupA common mistake easily done under time pressucgs to fail

to allow time for reflection and building on the group outcom&w S L2 NI . I 01 4Q R2 )
achieve this and may bore the rest of the group who can become restless listening to. clderg

the group to write up properlyin good presentation formaits findings is often a more rewarding

outcome as the process forces coherencélso the role of the facilitator is critical here in
highlighting key learning points; making reference tedlies and frameworks and deepening the

f SENYySNRa (y26ftSRIS FNBY W20aSNBFiA2yQ YR WNEF
cognition.

Having stated the importance of the role of the tutor as a facilitator, and tutor within small group
teaching, itis now important to focus upon entrepreneurial facilitation. This again will be presented
within the format of the pedagogical guides,gapport familiarisation.

2 Use of Entrepreneurial Facilitation
1. What isthe use ofEntrepreneurial Facilitation oSmall Group Work?

It has been argued@bove that small group work has a valuable part to playthe experiential
learning required to support the development of new mindsets. Thiseause of the scope it
provides for personal contact, engagement axpression It also, however, can be the means for
support of the development of a range of entrepreneurial behaviours and skills, for example,
persuasion, empathy, rhetoric, creative problem solving, development and exploration of ideas,
building of selfconfidence and self belief and feelings of autonomy and ownershfuch
developments, however, are dependent on the manner in which the group is facilitated.

2. Howis the exerciseonstructed?

In general in small group work the cognitive aims are tovjg® the means for deegy embedding of
knowledge via m informal process ofdiscussionSEOKI y3S | yR LISSNJI 1jdzS& A
environment In this respect there is an obligation on the facilitator to
1 set broad learning objectives
9 bring forward thekeyquestions to be addressed
1 keep the discussion focused around these (limiting &rifi® G KIF & YA3IKG 06S Reéa
9 ensure that there is process of engagement of all participaans
1 summarise the final oabme in relation to objectives
Key facilitabr behaviours in these respects include
summarising
proposing
building
reflecting
clarifying and
open ended questioning

= =4 =4 =4 -8 -9
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All of which are to bepursued ina supportive atmosphere af KS W3INR dzy R NMztf SaQ Sai
class room.

Over and above thee objectives and behaviours the process allows for focus upon development of
entrepreneurial behaviours, skills and attribute3o assess success in his respect facilitators can
SOl fdzZ GS GKSANI WLINRPOS&aQ LISNF2NXIYyOS Ay (GSN¥a 27

 towhatdegreedidtheyB I 1S W24y SNEKALIQ 2F GKS fSIFNYyAy3
1 to what extent were new ideas generated?
9 what risks were taken in the discussion and how were these useful?
1 K2¢ YdzOK WOKIffSy3aAayaQ G221 LI I OSK
1 to what degree have we built an atmosphere of greataerpathy between participants and
greater trust?
1 how much have participants learnt about each other?
1 how much have participants learnt from each other (effective exchange)?
1 to what degree has he group developed as a team?
1 have we learned anything about etfive team work?

To create positive outcomes in respect of the above may require entrepreneurial innovation, for
example:

1 placing the leadership facilitator role with participants and using group feedback to

comment on theirole

using brainstorming teatiques during the discussion

breaking the group in smaller (one to one) groups to come up with views on different issues

for debate

1 by the wider group or seeking dispute resolution between two or more of participants
without dislodging the whole group

9 inviting role playing of different sides of the arguments as seen through the eyes of selected
externals(for example how would an owner manager see thisffiging up for discussion
aspects of the process (for example why has Miss X dominatedigbession®hy has Mr Y
seemingly opted out?) While these are risky strategies they ultimately entburage
openness and can be approached in a supportive climate.

1 allowing time for reflection on what the group has learnt about group management
processes

1 exploring innovative ways of presenting the findings from the group, this encouraging
creativity butalso recognition that emotions play an important role in learning

9 allowing time for reflection on what the participants have learned about each other (quick
exchame feedback)

T
1

3. Relevance to Entrepreneurial Learning

The group process is designed to simulate process of team problem solving and ideas generation as

Ay GKS WNBIf SyltibNiEd dcByyitdozdhokv to@ealdn@hiNcbnmon issues in this

pr2 0S84z F2NJ SEI YL S AYyRAPAWRIDf o R2ZVKFREOIK 2 YN
process of informal power and control, conflict resolution and hostility.

4. Outcomes
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Participants will have enhanced their capacity to motivate and work with teamsan
entrepreneurial manner. As a facilitator, the key role is to ensurel¢hening outcomes have been
achieved/enhanced and knowledge more deeply embedded

With group work established as a key approach for the entrepreneurial educator, it is to the
pedagogic notes that thisompendiumnow turns. This next section will provide an overview as to

how the guides can be accessed and shows how these techniques can be used for individualised and
mass instruction learning, as heedexxliibit 1315).

Having stablished the central underpinnings of entrepreneurial teaching, the pedagogic guides can
now be introduced. Structured around 4 key categories, they are designed to be highly accessible
and to that end, 3 routamaps are provided to assist educators wopt these approaches into their
teaching quickly and easily.

5. Accessing the Pedagogical Guides

Building upon the educational underpinning and exploration of entrepreneurial learning, it is to the
pedagogical guides that thimpendiumnow turns, aghesenow form the coreof thisbook This
compendium is designed to support the educator as they develop entrepreneurial outcomes in
others. To that endthey are structured to be aaccessible as possibl@his is achieved by using a
standardised formab RSGF Af SR 0SSt 2460 | YR LWEAN® GRR A Y ELIFSNIS Nit K S
pedagogies within teaching practice.

¢ KSaS mdpmdzA Y Of dzRS Y IAddzZRAY I A ANIAGS 4iKN|, FyR | faz
of delivery methods.

List of all theguides

Small group teaching (section 5)

Entrepreneurial Facilitation (section 5)

Use of Ice Breakers

Use of External Speakers/Presenters or Evaluators
Use of Drama

Use of Debate

Use of Drawing

Use of Hot Seats

9. SpeedNetworking

10. Use of an Elevator Rl

11. Use of Revolving Tables

12. Use of Brainstorming Using Petst

13. Use of Panels

14. Use of Critical Incidents

15. Use of Organisations as Networks

16. Use of Empathy in Communication Exercises (with Entrepreneurs)
17. Use of Shadowing

18. Use of Role Play

19. Use of Frames ofdRerence for Intuitive Decision making
20. Use of Psychometric Tests

21. Use of Locus of Control Tests

22. Use of Relationship Learning

23. Use of Immersion

24. Use of Achievement Motivation

25. Use of Personality Selling Exercis@he Balloon Debate

©ONogalDNE
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26. Use of Finding Opportities (Ideas for Business)

27. Use of Ways into Business

28. Use of Leveraging the Student Interest

29. Use of Start up frames, Stages of Stgyt Tasks and Learning Needs

30. Use of The Business Plan as a Relationship Management Instrument

31. Use of Surviving in the BarYears of the Venture

32. Use of Segmenting the New Venture Programme Market

33. Use of Developing Operations Standards as a basis for Estimating Costs and Controlling
Operations

34. Use of Case Studies

35. Use of Exercises in Finding Ideas for Business

36. Use of Explorinthe Enterprise Culture in a Globalisation Context

37. Use of Programme Evaluation

38. Use of the Quiz

39. Use of Undertaking an Institutional Audit

40. Use of Sales Pitch

41. Use of Polls

420 4SS 2F {AYdzZ | GAy3 y

43.' &S 2F {AYdzZ I GAyATEK

44, Assessment (Section 8)

NEBLINBYSdzNAIE W2l ea 2FQ
2N

0N
$20NF ROBLINBY SdzNR F £ W[

Using the guides

The overall aim is to encourage educators to think about the range of pedagogies that might be used
in an entrepreneurship/enterprise programme to deal with the Affective and Conative as well as the
Cogritive aspects of learning (semction 3. Each of the pedagogical notéspresentedwithin a
standardised format to assist the educatortheir selection. There artour key headingswhich

help define the approach, indicate its use, purpose and ¢laening outcome it supportEkhibit 12.

Exhibit 12 Format for Pedagogical Notes
Clarification Heading
Definition What is it?
Use How is the exercise constructed?
Purpose Relevance to Entrepreneurial Learning
Outcomes Learning Outcomes
Route Maps

To assist in the use of this compendiuine pedagogic notes have been mapped within
1 EntrepreneurialLearning OutcomeBramework
9 Classification of Transmission (Elton 1977)

EntrepreneurialLearningOutcomes

The Entrepreneurid Outcomes Famework (sectia 4) has been mapped against the pedagogical
notes contained within this bookThe broad categorisations are provided to assist an educator who
wishes to approach the pedagogies first to understandeh&epreneurial learningoutcomes they
can support A) or seeks to select a pedagogy to develop a particetdrepreneurial learning
outcome (B).

This mapping has been undertaken to illustrate:

A) which outcomes each pedagogy can suppexrhibit 13
B) how the guides fit uder each of 8 outcomes (exhibit 14

Exhibit 13:0utcomes supported by each pedagogy
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Use of Ice Breakers

Others Dependent

Using External Speakers/Presenters

Others Dependent

Use of Drama

Others Dependent

Use of Drawing

. Use of Hot Seats

3
4
5.
6. Use of Debate
7
8
9

. Speednetworking

10. Elevator Pitch

11. Revolving Tables

12. Brainstorming Using Podts

13. Use of Panels

14. Use of Critical Incidents

15. Use of Organisations as Networks

16. Use ofEmpathy in Communication Exercises (W
entrepreneurs)

17. Use of Shadowing

Others Dependent

18. Use of Role play

Others Dependent

19. Use of Frames of Reference for Intuitive Decis
making

Others Dependent

20. Use of Psychometric Tests

21. Use of Locus of Control Tests

22. Use of Relationship Learning

23. Use of Immersion

24. The Use of AchievemeMotivation

25. Personality selling exercigghe Balloon Debate

26. Use of Finding Opportunities (Ideas for Business

27. Use of Ways into Business

28. Leveraging thet8dent Interest

29. Start up frames, Stages of Stap. Tasks an(
Learning Needs

30. The Business Plan as a Relationship Manager
Instrument

31. Surviving in the Early Years of thewtege

32. Segmenting the New Venture Programme Marke

33. Developing Operations Standards as a basis
Estimating Costs and Controlling Operations

34. Use of Case Studies

35. Exercises in Finding Ideas for Business

36. Exploring the Enterprise Culture in a Globalisa
Context

37. Evaluation of Entrepreneurship

38. Use of the Quiz

Others Dependent

39. Use Of Institutional Audit

40. Use of Sales Pitch

41. Use of Polls

Others Dependent

2. {AYdzA F §AyT 9y iNBLNBY S

43. Simulating theEntrepreneurial Life World
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Exhibit 14: Each entrepreneurial learning outcomes though ped guides

A D

3. Use of Ice 4. Using External 4. Using External 4. Using External
Breakers Speakers/Presenters Speakers/Preseners Speakers/Presenters
4. Using External 14. Use of Critical
Speakers/Presenters 5. Use of Drama 5. Use of Drama Incidents

5. Use of Drama

16. Use of Empathy in
Communication
Exercises (wth
entrepreneurs)

8. Use of Hot Seats

15. Use of Organisations

as Networks

6. Use of Debate

17. Use of Shadowing

16. Use of Empathy in
Communication
Exercises (with
entrepreneurs)

17. Use of Shadowing

7. Use of Drawing

19. Use of Frames of
Reference for Intuitive
Decision making

17. Use of Shadowing

19. Use of Frames of
Reference for Intuitive
Decision making

8. Use of Hot Seats

21. Use of Locus of
Control Tests

19. Use of Frames of
Reference for Intuitive
Decision making

20. Use of Psychometric

Tests

©

. Speed-networking

23. Use of Immersion

43. Simulating the
Entrepreneurial Life
World

28. Leveraging the
Student Interest

10. Elevator Pitch

24. The Use of
Achievement Motivation

11. Revolving Tables

36. Exploring the
Enterprise Culture in a
Globalisation Context

12. Brainstorming Using
Postits

42. Simulating

Entrepr avme/sr

13. Use of Panels

43. Simulating the
Entrepreneurial Life
World

14. Use of Critical
Incidents

15. Use of
Organisations as
Networks

19. Use of Frames of
Reference for Intuitive
Decision making

20. Use of Psychonetric
Tests

23. Use of Immersion

36. Exploring the
Enterprise Culture in a
Globalisation Context

42. Simulating
Entrepreneur

of 6

34. Use of Case Studies

43. Simulating the
Entrepreneurial Life
World




ER

10. Elevator Pitch

12. Brainstorming
Using Postts

10. Elevator Pitch

3. Useoflce
Breakers

13. Use of Panels

13. Use of Panels

13. Use of Panels

5. Use ofDrama

14. Use of Critical
Incidents

14. Use of Critical
Incidents

14. Use of Critical
Incidents

7. Use of Drawing

15. Use of
Organisations as
Networks

15. Use of
Organisations as
Networks

15. Use of
Organisations as
Networks

8. Use of Hot Seats
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22. Use of Relationshij
Learning

26. Use of Finding
Opportunities (Ideas
for Business)

25. Personality selling
exerciseg the Balloon
Debate

9. Speednetworking

29. Start up frames,
Stages of Stap.
Tasks andlearning
Needs

29. Start up frames,
Stages of Stap.
Tasks and Learning
Needs

29. Start up frames,
Stages of Staip.
Tasks and Learning
Needs

10. Elevator Pitch

30. The Business Plan
as a Relationship
Management
Instrument

30. The Bisiness Plan
as a Relationship
Management
Instrument

30. The Business Plan
as a Relationship
Management
Instrument

11. Revolving Tables

31. Surviving in the
Early Years of the
Venture

32. Segmenting the
New Venture
Programme Market

32. Segmenting the
New Venture
Programme Market

13. Use of Panels

34. Use of Case
Studies

33. Developing
Operations Standards
as a basis for
Estimating Costs and
Controlling Operations

33. Developing
Operations Standards
as a basis for
Estimating Costs and
Controlling Operations

15. Use of
Organisations as
Networks

35. Exercises in
Finding ldeas for
Business

34. Use of Case
Studies

40. Use of Sales Pitch

22. Use of Relationshij
Learning

37. Evaluation of
Entrepreneurship

44, Assessment of
Entrepreneurship
Education
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23. Use of Immersion

25. Personality selling
exerciseg the Balloon
Debate

30. The Business Plan
as a Relationship
Management
Instrument

40. Use of Sales Pitch




Classication Mapping

Although earlier discussiofgection4) indicates thatsmall group learning is often most appropriate

in developing the higher cognitive skills and deeper understanding that is required to support the
development of an entrepreneurial mindsetdowever there can be constraints for any educator
(class sizes; class environment & facilities; time limitations) which mean that working in small groups
is not always possible, or as rich an experience as the educator may intend. Therefore, whilst all the
pedagogical guides could be classified as most appropriate (and therefore best used) within small
group working, it is has been possible to identify areas where the approaches outlined in the
pedagogical notes can enhance or support higher cognitive dewslopy whilst in a traditional

lecture theatre (mass instruction facility).¢ KA a4 O2YLISYRAdzY gAff RNI g
classification of delivery methods to help structure el JS Rl 32 3 A SarlLaQ ¢  WNER dzii S

Note: that where the columns are linked thisdicates that approaches can be deepened by working
across these classifications. For example, whilst it is possible to undénakkevelopment of an
elevator pitch; sales pitch or audit aan individualised tasklearning can be deepened through
entrepreneurial facilitatior(see section j following a presentation to the group
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Exhibit 15: Route Map 3

Mass
instruction

Individualised learning

Group learning

Externals
Panels
Polls

Quiz

Empathy in Communicatidixerciseg

Frames of Reference for Intuitive Decisi

Elevator Pitch
Sales Pitcli

Shadowing

making

Psychometric Test
Locus of Control Tesl
Achievement Motivation

Institutional Audit

Debate
Drawing

Ice Breakers

Speednetworking

Hot Seats

Drama

Branstorming Using Posts

Revolving Tables

Critical Incidents

Organisations as Networks

Role play

Relationship Learning

Immersion

Personality selling exercigghe Balloon Debate
Finding Opportunities (Ideas for Business)
Leveragingltie Student Interest

Start up frames, Stages of Sta

The Business Plan as a Relationship Managemen
Instrument

Surviving in the Early Years of the Venture
Segmenting the New Venture Programme Market
Developing Operations Standards as aikéor
Estimating Costs and Controlling Operations
Case Studies

{AYdzZ F 0Ay3 9y GNBLINBYSdz
Simulating the Entrepreneurial Life World
Exercises in Finding Ideas for Business

Exploring the Enterprise Culture in a Globalisation
Context

Evaluation of Entrepreneurship
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3. Use of Ice Breakers
1. What is Use of Ice breakers?

LG A& Fy AYyF2NNIt SESNDAAS RSaaaySR G2 ONBFGS
(as the name implies) to the activities of the day and learn aboah edher. It can also enable
participants to harvest from each other the experience that already exists in a group of the issues

to be addressed in a learning programme. It is most often used at the beginning of a programme

to replace the process of pactpants introducing each other more formally (which can be a long

YR NBLISGAGASBS SESNDOAAST 6KAOK R2SayQid Fftt2g LI

2. How is the exercise constructed?

Any game or exercise involving mobility and informal interaction could be dcaksi$i an ice

breaker. Examples include Speed Networking (see separate pedagogic Quigeed

networking), participants interviewing each other and then interviewing, then introducing their
counterpart, preferably in an innovative and amusing mannerS N Oy ©6S WNHzZ SaQ
that you can structure the areas they need to focus upon, or as facilitator, you can set
parameters, such as how many things they need to find out or number of things that each person

may report on (as an introduction aboumnather).

The exercise can be constructed to fit any programme. The exercise can involve each participant
being given a set of papers with boxes to fill in on the basis of exchanges with other participants.
The boxes are designed to cover key areas péeagnce relevant to the learning programméor

an academic development programme (staff development) this could include the experience of
participants in teaching to certain key outcomes in the NCGE Template.

in a student entrepreneurship programme éan be used to harvest evidence of participant
entrepreneurial behaviour (identified and taken an opportunity; been committed to see
something through (project); failed in something but tried again; solved a problem creatively;
planned and carried out aavent under pressure; sold an idea to someone, etc). Most people
have some experience of these things which they can share easily within new colleagues.

The exercise is commonly undertaken under time pressure. The exchange of experience allowed
between any two participants is deliberately limited to force participants to move around.

3. Relevance to Entrepreneurial Learning
The exercise is designed to: facilitate networking, the harvesting of information and its
codification under pressure. It can alseate confidence by a process of realisation of existing

experience and informal benchmarking against other participants in a programme. It also creates
a competitive but northreatening atmosphere.

4. Outcomes

Participants informally endorsed via practiok some of the key components of a programme.
They also realise that it is relevant to them personally, and that they and others have relevant
experience to input into the programme.
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4. Use of External Speakers/Presenters or Evaluators
1. What is Use of Bernal Speakers/Presenters/Evaluators?

External speakers/presenters are used in enterprise/entrepreneurship programmes for a number
of purposes:
f  to provide role models of entrepreneugg? 6 K 1 Qa A G NBlFIffe tA1SQ
T G2 LINBOARS |  WNEBI t ont/deaF With & paitiQi@r pptiem kr2 g G 2
issue
f G2 Y2NB F2N¥IFffe GSIFIOK | WK2g (2Q LINL 27
I  to act as a sounding board/evaluator for a piece of work or proposal
1  to present what their institution/organisation does (or a certain aspddtowork)
1  to give a view on a general issue of relevance to a programme

2. How is the exercise constructed?

hFidSy GKS FyagSN G2 GKAa ljdzSadAaz2zy Aa WOHSNE ol Rf
91 lack of clarity of the role to be played (as set out abovégnald with learning

outcomes)

AYlFRSljdzk S ONASTAY3 2F (GKS WSEGSNYyILtQ otS

inadequate briefing of the students/audience

inadequate management of the learning experience

I NBadz GFyd RSGSNAZ2NI GA2Y 2F (KS aSaarzy

an inability to relate the session to concepts or generalisation about good or bad

practice

1 inappropriate frames of reference agreed/used for evaluation/mentoring

=A =4 =4 =4 =9

The construction of the external interface is therefore extremely important. arefdl
establishment of the goals of the external/internal interface is ke particular of learning

A2l fao LTXZ F2NJ SEIFYLX SS | WySg e2dzy3 Sy i NBLINI
possible objectives, all of which it is desirable pelsout upfront. These include: demonstrating

clearly the motivations and drivers to selfnployment; establishing how one finds and evaluates

an idea; demonstrating how one copes with changes in thenlddd associated with being an
entrepreneur, amog many others. One enterprising way of structuring outcomes in this way is

not to overly brief the invitee but to set up an interview panel or panels of programme
participants (each one dealing with a different issue). Their task is to draw out theamelev
experiences of the participants.

Another method of improving the management of external contributions is to precede the
presentation/interview with an analysis of an issue leading to the development of a frame of
reference against which the progranenparticipants can evaluate the external contribution.

For example, where an external is being invited to demonstrate how they approach a particular
problem/issue (evaluating a business plan) the class are thoroughly briefed as to the process
which presats them with a frame for evaluating/questioning the contribution of the external).
Where externals are being used as evaluatpf®r example of a project or proposalinitial
briefing and agreement of frames of reference and process is important. aAheernals are

used as teachers, then initial training is important or should be supported by staff in a joint
approach.
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3. Relevance to Entrepreneurial Learning

¢CKS FAY A& G2 Sy3al3IS gAGK GKS WNEBIf B2HBRRR2AY
things and experience things in practice. It is therefore a simulation of tacit learning but to be
4dz00SaaFfdzZ > AG Ydzad €SI@S (GKS LI NILIAOALIYyGa oAl
and a heuristic framework against which they gaaige future events.

4. Outcomes
t F NODAOALI yia KFE@S | NBIf WFSSEtQ F2N 4§KS LINT Ol s

concept and practice and they understand the drift between concept and practice. They
understand better the way in whichhé&repreneurial decisions are made.
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5. Use of Drama
1. What is Use of Drama?

It is the creation and performance by an individual or group of an incident, scenario or sequence
of events designed to portray the emotional and relationship as well as cogagpwects of the
scene. lIts use can serve a number of purposes:

9 Itis areminder that no information received from interviews and research approaches (no
matter how good the checklist) is truly objective. The results always reflect the values and
beliefsof the person interviewed and often their recent experiences and emotions. For
example, a person who has recently been convicted by police of a speeding traffic offence
will have a different response to questions about the role and value of the police fo
general than someone who has just been saved by the police from an assault. A dramatic
presentation of interviews will demand interpretation of the emotions behind the
message.

T LG RSYFYyRa 2F GKS ONBIFI(I2NER 2F NKSUOIRSI ¥K28&K0
the provider of information and see the results from their point of view. The conventional
academic process of data collection often makes little or no demand upon understanding
GKS RIFEGF FTNRY (GKS LINPGARSNRAQ LRAYyG 2F GASoo

1 Drama demands tht individual characters in the drama are understood through the eyes
of the other characters. The dramatist makes the character believable by portraying
him/her through the eyes of other characters in the drama.

1 Messages and information delivered in iMadive ways will make a bigger impact and can
create wider understanding. Entrepreneurs often need to use creative ways of delivering
messages. TV advertising is, for example, drama. A presentation can be dramatic to make
an impact.

9 Drama provides traing in acting skills, which build confidence and ability to personally
project.

1 Developing a drama demands the use of creative alilitften the need is to develop a
metaphor to enhance the impact of a message or indeed generalise it.

1 Developing drama igroups also creates a powerful bonding process.

2. How is the exercise constructed?

Use of drama can take a number of forms including Role Play and Hot Seating, which are the
subject of separate Pedagogical Notes (18 & 8). Participants can be asked|ligrsomps, to

create a scene portraying a single message, often through metaphor. For example, in the
entrepreneurship context they can be asked to prepare a short scene portraying one of a number

of entrepreneurial behaviours or attributes e.g. entrepearrial risk taking; opportunity
identification; initiative taking; strong sense of autonomy; networking; learning by doing, and so

2y O ¢CKS WIdzZRASYOSQ 2F 20KSNJ LI NIAOALIYyGA A&
creativity of the metaphor anthe degree of entertainment delivered.

The drama can also be constructed around a piece of reseafohexample, in the context of
dramatising a series of interviews as a method of enhancing insight into the results of formal data
collection. In this @ase the key issues arising from the research are discussed in a group and the
messages to be delivered are set out. A metaphor is then created and dramatised under
guidance and later performed. The audience is then asked to record the key messages of the
drama and to score the presentation for creativity and entertainment.
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3. Relevance to Entrepreneurial Learning

Entrepreneurs need to be able to act out different roles in different situations. A good
entrepreneur is a good actor. In building relationshigvith different stakeholders the
entrepreneur will need to act out different roleswith a banker, venture capitalist, government
official, employee, regulator, customer and so on. Itis a key essence of entrepreneurship to see
oneself through the eyesf major stakeholders. As well as building personal confidence there is

a strong emphasis upon being creative under pressure, making collective decisions rapidly and
working together as a team.

4. Outcomes

Participants gain understanding of the emotiomapects of knowledge and how difficult it is to

be truly objective. They understand the importance of gaining empathy and insight into the
passions, emotions and contexts of situations. They learn about the process of consolidation of
ideas and of the iportance of presenting these creatively but in a form that that will be easily
understood.
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6. Use of Debate
1. What is Use of Debate?

Debate is used to provide a forum for delivery of argument for and against an issue. It provides a
platform for explomg all relevant issues. It also is a vehicle for practicing delivery skills and
WiKAY1AYy3d 2y 2ySQa FSSiqo LG Ftaz2z Kra G2 KIF @€
also involve them.

2. How is the exercise constructed?

A debate can be fonal or informal. It is relatively easy to construct an issue for argument with a
OfFaax 3SG GKSY (G2 O2y&aARSNI I NHdzYSydGa F2NJ 2NJ |
A more formal version is described below (however it is possible just to waik iaformal level,

having established 2 sides for the debate and defined rolg@bélow).

¢CNIRAGAZ2YFffes  RSolFdS gAtft KIFI@S | Waz2iAz2yQ o
I RRNBaao C2NJ SEI YL S W¢ KA &S 1Y20d2aNy/ oyt in SYAISRS di
House believes that entrepreneurial management can only be fully pursued in the independent
odzaAySaa 2NAHlFIyAalliAzyQo

The debate will need: (indicative timings included for an hour session)

1. A Chairpersonwho will introduce ts a2 GA 2y YR (KS t NRBLRAaAaSNRX
dzLJQIKe Chair also sets out the rules of the game, the time limits and how he/she will
enforce these and how the audience should contribute. A chair will explain the vote and
how this will be for the beés I NHdzYSyGa o6Sad RStAQGSNBR y2i
preference (as more reflective of the learning gained, rather than opinion at the time).

A Proposerto put up all the major positive arguments for the Motion {7 minutes}

An Oppose -to put all the man arguments against the Motion {7 minutes}

A Secondedfor the Motion: to counter the arguments of th®pposeas they have been

anticipated and as they occur in reality. Also to back up and add arguments to those of the

Proposer {5 minutes}

5. ASecondedaganst the Motion: to counter all the arguments of the Proposer éeconded
for the Motion as they have been anticipated and as they occur in practice and to back up
the opposition arguments {5 minutes}

6. Speakers from the floor (the audiencdd think of ther own views and articulate them.
Speakers do not ask questions but make points and arguments. They may of course take up
what has been said by the speakela a small audience it should be emphasised that every
member has to contribute

7. A Summariser forthe Motion: to summarise up the debate after the audience has
contributed, using the key audience contributions, and emphatically inviting the audience to
support the Motion {5 minutes}

8. A Summariser against the Motianto summarise up the debate after th@udience has
contributed, using the audience contributions that support their argument, and emphatically
inviting the audience to oppose the Motion {5 minutes}

N

kW

All speakers should not read from notes but should address the audience warmly and
convincindy and should use humour sufficiently to entertain.

The sequence is as follows:
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Chairpersons Introduction of Motion, Speakers and Rules
First Speaker for the Motion

First Speaker against the Motion

Secondedor the Motion

Secondedgainst the Motion

Floa opened to the audience

Final Summary for the motion

Final Summary against

Vote by the audience

Concluding remarks by the Chair

= =4 -8 -8 -8 _a_a_°a_°a_2°

To engage all the participants in the debate it can be organised as follows:

Divide the class into 6 groups

Group 1 has to age the main pointsfor the Motion, make suggestions as to

innovative/entertaining arguments and choose a speaker

i Group 2 has to agree the major poinggjainst the Motion, make suggestions for
innovative/entertaining arguments and choose a speaker

1 Group 3has to brainstorm on the arguments that might be put by the opposition, think
of counterpoints and ways of refuting them entertainingly and subsidiary points to
reinforce the Motion. They then choose a speaker to second the Motion.

1 Group 4 has to brainetm on the arguments that might be presented by the proposers
of the Motion and also how the points against might be attacked and choose a speaker
to second the opposition to the Motion.

1 Group 5 has to brainstorm on what they think will be the main pofotsand against
(including any possible points from the floor). They then prepare an outline summary of
the argument for supporting the motion and refuting the opposition. They then choose a
speaker who has however to be prepared to build flexibly updvatwgoes on in the
debate

T Group 6 goes through the same procedure as Group 5 except that they prepare an

outline summary of the arguments for opposing the Motion and refuting proposition

arguments. They then choose a speaker who has however to be preparbdild
flexibly upon what goes on in the debate.

1
1

3. Relevance to Entrepreneurial Learning
¢CKS FoAfAdGe (G2 GKAY]l FYyR &aLISI] 2y 2ySQa 7FSSi
with the alternative point of view. This also tests the catyat argue and present a case in a
flexible and innovative manner. Critically, it is a vehicle for exploring key issues in
entrepreneurship development which creates group cohesion, bonding and fun.

4. Outcomes
Major outcomes to be targeted are the airing key issues in entrepreneurship development via

an innovative format. Participants can also apply their more formal learning in a flexible and
demanding context and building a team spirit is also a key component, within a cohort.
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7. Use of Drawing
1. What is Use of Drawing?

This is essentially the transmission of ideas into pictures. It is used to stimulate participants in a
programme to express themselves and their ideas in a pictorial form, often with the use of
metaphor. It then stands as a bafis discussion of participant ideas and concepts.

2. How is the exercise constructed?

Programme patrticipants are asked, usually in groups, to discuss the meaning of a concept or an
event. They are asked to portray this in pictorial form as a basigéseptation and discussion
with other participants.

An example:

I The object of the session is to explore the concept of enterprise culture. The aim is to
begin with an exploration of what this means to the participants and to explore
whether there is alsared concept

I The class is divided into small groups and each group is given pens and a flip chart sheet.
¢KS 3INRdzZL) NB FaliSR (2 WRAAO02GOSND GKSANI 24
down what they see as the key components

1 The group is then &ed to draw a picture which they believe encapsulates the meaning
of enterprise culture

1 The picture is then shown to the rest of the class and the class are asked to describe
what it means to them

9 This is then compared with the meaning that the group waiy to portray and the
group are asked to explain this to other participants

I The facilitator notes all the meanings given and attempts to pull these together for
discussion of the concept and why it was given different meanings. Academic concepts
and research work can be introduced to build wider understanding (and credit can be
awarded for its inclusion).

The approach can be used in a number of ways but most importantly to test understanding after
readings and discussion and, to harvest-poaceivel views and attitudes relating to a subject as
a basis for discussion.

3. Relevance to Entrepreneurial Learning

The exercise aims to stimulate creative expression. It also is designed to give ownership of
learning to participants by creating discussamthe basis of their existing knowledge and ideas.

4. Outcomes

A strong basis for mutual understanding is created. A sense of ownership is given and
participation in learning is maximised. The power of visual presentation is demonstrated.
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8. Use of gt Seats
1. What is Use of Hot Seats?

¢KA&a A& F 3INBdzZLJ SESNDA&SO® aSYOSNE 2F GKS 3INEC
AYyGSyar@dS ljdzSadAz2yAy3d FNRY 23GKSNJ ANRdzLJ YSYoSNA
used by actors to help thenidentify with the character they are playing. It is used in
entrepreneurship education to enable participants to get inside the culture and values of
stakeholders with whom they might have to deal. But it can also be used for intensive
questioning of alh Y RA @A Rdz £ Q& 2¢y LISNBR2YIlf |AYaz 2062S00G7
hGKSNI LI NIAOALI yiQa o0GKS 3INRAzZI OG |a AyidSNNE
ground rules as what is appropriate in terms of questioning and appreébin this task.

2. How is the exercise constructed?

The hot seat itself is in the middle of a seth NOf S 2F OKF A NE @ ¢ KS LISN& 2
himself/herself or represent a client or stakeholder. Dependent upon the role, quediiaads

rapidly may relate to personal issues; business/organisational problems or community activities

(part of ground rules).

Example Hot Seat: Business/plan/idea

The individual is surrounded by those role playing different stakeholders which the plah mig
need to convince. The aim is to create recognition that the plan will be seen very differently by
very different stakeholders. Interrogators may, for example, play the roles of bankers, venture
capitalists, family, local government officials offergngints; a potential large customer who will

be judging whether to include the client on a buying list or a major potential supplier who may be
asked for credit.

Other participants can then be similarly hot seated. At the end of the hot seating thereeca
review of what has been learned about the business plan as a relationship management
instrument and how it might be best developed to meet different needs.

Example Hot Seat: different stakeholders
Using the same focus of the business plan; hotSé&i &4 > Ay Gdz2Ny > OFy 6S | ai
different stakeholders, as above, and are quizzed about what they are looking for and why?

Example Hot Seating on a problem

The technique can be used to rgiay individuals from a case study with the aifncreating

lively personalised discussion of major points for learning from the case. It can also be used to
focus discussion on how to deal with a particular problem set out in a simple brief.

3. Relevance to Entrepreneurial Learning

This is an exercis@ thinking and responding under pressure. It also is designed to stimulate
understanding of relationship management and the value of thinking empathetically. It can be
dzZaSR G2 GKNRg fA3IKEG 2y GKS W2 NHI Y mike themzsgel t O dz
the same things in different ways.

4. Outcomes
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Participants gain confidence in responding to questioning under pressure. They may importantly
Ffaz tSFNY GKFG GKS& ySSR G2 WHOGQ RAFBSNBYGT ¢
FRIFELIG G2 20KSNBRQ LRAYyU 2F GASso
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9. Use of Speed\etworking
1. What is Use of Speebdletworking?

It is an informal exercise designed to create interaction between participants, warm them up (as
the name implies) and learn about each other. SpBetiworking can be used to encourage
networking at an event or it can be used in teaching and learning as dwdaker (see earlier

note 3). It is most often used during the early stages of a programme to replace the process of
participants introducing eachtleer more formally.

2. How is the exercise constructed?

In speed networking, participants are lined up in two lines facing each other; they are invited to
spend 30 seconds to 1 minute each introducing themselves to each other. Usually a whistle or
same other loud device is used to indicate that the time is up (as this exercise is quite noisy!).
When the time is complete one line moves along so that they are facing a new person and the
introductions start again. Typically the spesetworking exercis may be conducted for 280
minutes. A longer period of time is not recommended as it can be tiring for participants.

The exercise can be constructed to fit any programme or event. For example in student
entrepreneurship programmes it can be used ta gadents to introduce each other before
group work or before choosing groups for an experiential exercise (e.g. business planning). The
exercise is commonly undertaken under time pressure. The exchange of experience allowed
between any two participarst is deliberately limited to encourage a focused summary of the
person introducing themselves.

3. Relevance to Entrepreneurial Learning
The exercise is designed to facilitate networking and enable people to get a basic knowledge of

each other in a short ped of time. It is usually a fun exercise so it works well ifbreaking
and it ensures that participants talk to a large number of other people.

4. Outcomes

Participants get to know each other more, they break down barriers and it enables the beginning
of trust to emerge between participants. Usually they meet somebody who they may not have

otherwise met and sometimes these individuals assist their learning on the programme more as a
conseqguence of social barriers being removed.
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10. Use of a Elevator Pitch
1. What is Use of an Elevator Pitch?

An Elevator Pitch(or Elevator Speechis a brief overview of an idea for a product, service, or
project. The pitch is so called because it can be delivered in the time span of an elevator ride
(say, thrty seconds or 10A50 words). The term is typically used in the context of an
entrepreneur pitching an idea to a venture capitalist to receive funding. Venture capitalists often
judge the quality of an idea and team on the basis of the quality ofetgaeor pitch, and will ask
entrepreneurs for the elevator pitch to quickly weed out bad ideas.

2. How is the exercise constructed?

In the entrepreneurship educators programme the elevator pitch is used to force participants to
think carefully about heir personal strengths and to be confident about these by making an
explicit pitch. Within the entrepreneurship educators programme it is used to give participants
experience of an elevator pitch. The basic approach is to invite individuals to delielopitch
beforehand with a strict time limit (usually 1 to 3 minutes). Participants are asked to compete in
front of a panel of judges equipped with agreed judging criteria. Participants are lined up to
encourage swift movement from one participant amother and they are timed, a whistle is
blown at the end of the time and they must then depart.

3. Relevance to Entrepreneurial Learning

Elevator Pitches are commonly used in US Enterprise Education and are often used in business
plan competitions. Ae purpose is to force students to prepare a short and focused explanation

of their business should they have the opportunity to pitch it to somebody in an informal
situation. It is an encouragement to think out the core of the business and find ateagtys of

putting it over.

4. Outcomes

The main benefits of the approach are to enable students to pick up the skills to summarise
something in a focused and precise way. The outcome is often that they are aware how
important lucky opportunities can be entrepreneurship and to prepare for such opportunities
should they occur.

Supporting Sourcdittp://www.heacademy.ac.uk/resources/detail/ourwork/tla/sesm_d4
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11. Use of Revoing Tables
1. What is Use of Networking TechniquesRevolving Tables?

The networking technique of Revolving Tables involves asking people during a dinner (or indeed
any teaching course where the tables are in cabaret style) to change tables between amurses
between sessions in a teaching and learning programme. It is designed to maximise the number
of people that a person may meet at a networking or learning event.

2. How is the exercise constructed?

A formal networking technique of revolvingtiles can be used between courses to enable
participants to meet other participants and to enable them to informally talk and interview the

invited guests and contributors. Participants were given a focused question or chat/esugé

as, to find out howd G F NIi dzLJ Aa adzlR2NISR FyR LINRPY2GSR oeé
organisations and to explore any challenges that they encounter. The technique is principally an
informal one that is designed to develop informal discourse between participants.

3. Relevance to Entrepreneurial Learning

Revolving Tables might be used in a range of contextss very effective in situations where
networking needs to be facilitated, such as breakfast clubs or other events. It can be used in
entrepreneurial learmg within the University as an id@eaker or as a method to encourage
inter-group engagement in an experiential project where groups need to work together.

4. Outcomes

The outcomes achieved will somewhat depend on the use of the techrjdquean be sed to

help students develop their informal conversation skills and help them learn how to network. In
such networking situations, it can help people mix more than they would normally and is
effective at encouraging informal conversations, which can tedzlisiness opportunities.
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12. Use of Brainstorming Using Patt
1. What is Use of Brainstorming Using Patt?

The basis of brainstorming is generating ideas in a group situation based on the principle of
suspending judgment to release ideaa principle which can be highly productive in individual
effort as well as group effort. The key to effective brainstorming is thagtmerationphase is
separate from thejudgment phase of thinking. Brainstorming has many forms but is usually
conduwcted in groups with specific rules being applied:jmdging ideas; aim for a large quantity

of ideas; permission to use pighpcking of others ideas and freewheeling (be as abstract as
possible).

2. How is the exercise constructed?

Within an entrepeneurship educators programme a loose form of brainstorming was used using
postit notes.
Agree the guidelines for effective group brain storming, as below:

There is no right and wrong

Do not judge ideas

Be outrageous or ambitious

Do not rule out ideabecause of practicalities at this stage
Two heads are better than one!

o D >
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could and attach these to appropriate NCGE learning outcomes. This was the brainsfarhing

of the exercise. These ideas were collected into themes by the use of the outcomes framework.

In the second stage of the exercise participants were asked to take one learning outcome and

sort the ideas into categories. In this stage they wereaniging the ideas. In the final stage

they were asked to link categories together. This stage was a form of conceptualisateing

how the different categories link to each other.

3. Relevance to Entrepreneurial Learning

The exercise can be constted in many brainstorming situations. It is particularly valuable
when you want to get thoughts from participants and to organise them in a sophisticated way. In
a student situation it could be used to explore attitudes and expectations about
entrepreneuship. It can also be used to conduct analysis of business ideas.

4. Outcomes
The main benefit of the approach is for a combined perspective from participants in relation to a
particular theme. This holistic view enables participants to be more aofattee wider picture.
It is also very effective at demonstrating expectations and views across a group. The
OFrGS3IA2NRal GA2Y fa2 YI{1Sa SELXAOAG LI NLGAOALN yi

Supporting source:

http://www.ncge.com/communities/education/reference/search/basica S NOK WA RSI 23Sy
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13. Use of Panels
1. What is Use of Panels?

A Panel is a means of fronting a debate or forming the basis for a process of questioning or
collecting opinion/experience on certain issues, problems or opportunities. The Panel may be
O2YLIRaSR 2F WSEGSNYylrftaqQ 2N Ylé 68 dzAaSR Fa |y A
often also used as an alternative to inviting presentationsfiexternal speakers.

2. How is the exercise constructed?

Panels are often misused in that they become a vehicle for a series of speeches by panel
members in response to a number of questions asked by the chair or harvested from the
audience; howevepanels can be used in different ways.

¢KS WOELINI tlyStQ A& dzaSR (2 LINRBOARS 0O02YYSyi
relevant experience. Here, the optimuformat is where the panel very briefly addresses

guestions from the audience celited either beforehand or spontaneously. Engagement of the

I dZRASYyOS Ay (G(KS RSO6FGS A& AYLRNIIYy(Go® ¢tKS OKI A
provoking crospanel debate, keeping comments short, summarising and ensuring that the
debate is to the point is critical. The panel should be carefully chosen to bring different
LISNRLISOGAD®Sa (G2 (GKS GKSYSO C2NJ SEFYLE S Ay R
dzy A SNEAGER QY | LI ySt YAIKG KIS Isreprdsénfinga KI y OS¢t
student body, an entrepreneur with some experience of interacting with a university, a
representative of a regional development authority or local government and someone from the
Department of Education.

An Expert Panel can also be useithwsmall groups to evaluate or comment upon the ideas,
proposals and plans of participants.

Participant Panels can be formed to rgilay stakeholders or simply to comment upon the work
of other participants, individual or groups; for exampleativiceon marketing plans.

A Representative Panel, for example, a small group of entrepreneurs from a particular sector, or a
group sharing a common environment or experience (for example all having taken up external
equity) can be used to explore the experoe via a process of questioning by participants (often
after briefing from programme input).

3. Relevance to Entrepreneurial Learning
¢KS SYLKI&AA& A& dzll2y SELIR&dzNB (2 GFOAG £ SIENYyAY:
R2y SQ Ay 1 kie. 5 chaiedRrogedy it tdNAlso provide a strong measure of learning
by interaction. It can also provide a vehicle for testing out concepts in practice.
4. Outcomes
Ideas are stimulated by exposure to experience. The animation arising from thieaahp

createsstimulation to the affective andco nativeaspects of learning. Contacts are made and
barriers to external relationship development are broken down.
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14. Use of Critical Incidents
1. What is Use of Critical Incidents?

The Critical Incidens a short description of a situation that will be used as a basis for focused
group discussion. The description will be in the form of a single PowerPoint slide or one page (or
less) handout capable of being instantly read and digested. It will erdaniuestion to the

group as the basis for discussion. The discussion may be full class or small group. A critical
incident is often preferred to a longer case as it provides immediate stimulus. A longer case can,
however, be taught as a series of irids.

2. How is the exercise constructed?

The incident is prepared before the session by the facilitator. Examples might be as follows.

Example 1:

Aim: to stimulate group discussion of the life world of the entrepreneur.

Key Question for Focus: Whatci8a Ay 2y SQa Wgle 2F fATSQ 6KSy
to self employment?

Kate is a young single woman of 25 years of age. She graduated from University two years ago
with good degree in designfocused upon ceramics. She had always had a conbidetaent

for art and design demonstrated from an early age. She had worked herself up the educational
ladder in creative design by successful progress through further education, then to a University.

Upon graduating she took a post at a school teaclsi@gmics but soon decided that this life was

not for her. She wanted more independence. With the help of a small legacy from her
grandmother she set up her own studio, complete with kiln and embarked on a career in self
employment.

What changed in hdife-world as a result of this move?

The facilitator can draw from the group a list of changes which can be used for discussion of the
nature of uncertainties and complexities facing the entrepreneur and the skills and attributes
that might be needed to eal with them.

Example 2:
Aim: to stimulate discussion of how to cope with change in a business development context
Key Question for focus: How well is the business geared up to cope with an acquisition?

Company Z is a family business with 80 employgesating in the steel stockholding business.

It is highly successful. In an industry dominated by large companies, with an extensive stock
ranges, it has managed to carve out a niche for itself. It focuses upon a few large customers, for
whom it offersa special service, and a range of small firms located within a 150 km radius. The
CEO and owner is an accountant and the company is carefully managed. It is among the top
performing firms in the industry and is well recognised. The owner is Presifiéme dlational
Stockholders Association. The company is cash rich and looking for expansion. One of its
customers is a small manufacturing company located within 1 km distance. This company makes
hatch doors for cargo vessels and for bulk rail transpartiers. The company is in difficulty and

its owners want to quit. The management team at Company Z think this a great opportunity to
diversify and sets out to acquire the manufacturer at a bargain price
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How well does the experience of the companyigqgt for success in taking on this new
acquisition?

The facilitator uses the Incident to create a framework for reviewing the quality and nature of the
intangible assets of this well run company and to demonstrate that many of these do not prepare
it for a proposed substantial shift in the task environment. The incident can therefore lead into
discussion of contingent theories of entrepreneurial organisation design.

It should be clear from the above that an educator can without great difficulty crefdews for
discussion with very little effort in preparation.

. Relevance to Entrepreneurial Learning

The technique stimulates creative thinking in the group. It places the pressure for knowledge
creation upon the participants and brings out and encousagaring of previously tacit
knowledge internalised. Essentially the critical incident technique is a vehicle for drawing out
what participants already know.

Outcomes

Participants own the learning and the frameworks created by this process and therafer
more likely to internalise the knowledge gained.
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15. Use of Organisations as Networks
1. What is Use of Organisations as Networks?

All organisations can be described in terms of networks of relationships. Independent business
management, for exaple, can be characterised as a process of managing interdependency with
a range of stakeholders (customers, suppliers, financiers, professional services, staff, family,
competitors and so on). The same concept can be applied to all organisations. nirbethis
pedagogical exercise is to get participants to see new ventures as a process of negotiation with all
key stakeholders.

2. How is the exercise constructed?

Participants are given an event to organise, preferably one that involves some risk and
uncertainty. This can be a business, social enterprise and other (public) activity. They are first
asked to identify all the stakeholders, internal and external, who will impact on the success or
otherwise of the venture. They are then, using empathyeddk personalise the key players as

far as possible and identify attitudes towards the venture. In particular they are asked to
identify:

the nature of the interest of the stakeholder in the venture;

the benefits to the stakeholder that will be recdgad and unrecognised,

what exactly they want from the stakeholder;

the reasons why the stakeholder might buy into the venture;

why they might oppose it; and the importance of the support or otherwise of the
stakeholder to the success of the venture.

arwONPE

Having done this for key stakeholders participants are then asked to:

=

assess who might be most supportive of the project and who will be most negative;
consider the relationships between the stakeholders if any;

3. identify who among the probable supportemsight be used to influence those who have
reservations or are likely to oppose.

N

Finally the exercise can be carried forward in red]itf/it is a real venture or by a process of
simulation and role play. Strategies for negotiation are developeat @layed out, providing
consideration of use of different forms of communication.

Among examples that can be used are: the organisation of a local pop concert for charity; the
development of a social enterprise focused upon providing disadvantaged woritleriamilies
with a greater capacity to find employment or a conventional business start up.

3. Relevance to Entrepreneurial Learning

The emphasis is upon relationship learning and education of stakeholders and the development
of trust-based relationshipsThe focus is upon doing things through people.
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4. Outcomes

There will be enhanced capacities to: see all ventures as sets of relationships to be developed,;
build trust based relationships; develop strategies to build effective networks: and use
negdiation skills.
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16.Use of Empathy in Communication Exercises (with Entrepresgur
1. What is Use of Empathy in Communication Exercises?

The objective is to sensitise participants to the need for different forms of communication with
different audiencs or interest groups, and to develop capacity to use this skill. In particular,
SYLKIFIaira Aa LXIFOSR dz2lRy GKS WwWgleéea 2F 02YYdzy A«
constraints (word limit) and on a negd-know and knowhow basis.

2. How is the exerde constructed?

This can be approached in a humber of ways, including by an exercise in writing for different
kinds of audiences.

To commence this exercise, participants, organised in small groups, can be given a copy of an

F NI AOE S FNPRY wsépapttginitBelUR, dhis $/&uidl Be thé Fimes or Guardian) and then

Fy I NGAOES 2y GKS &lyYS &adzoa2SoOGd FNRY | Wilof2AR
They are asked to analyse the differences. They can then be asked to write a short piece
reporting an incident or covering an issue of relevance to the group in the language of the
broadsheet (the Times) and then the tabloid (the Sun newspaper). The end discussion might
F20dzA dzLlRYy GKS AYLRNIIYOS 2F O2yamwdSéhofy3 (KS
communication for different audiences and discussion of the relevance of this for the
participants.

An example focused upon reaching independent business owners might be that of designing a
brochure to promote a programme on financial managmt for small firms. Participants might

be asked to speculate on the different needs of different groups of firms at different stages and
AYSGAGSR (2 O2yaiARSNI gl eéa 2F aSayvySydaldiazy 27F (K
educational/qualiication background and the kinds of newspapers they might read. They might
GKSY OoNIAYaG2N)Y 2y (GKS LI NLAOdz I NJ WySSRa G2 1\
needs of this group. What problems are they likely to have in the field of financrsgeament

and what opportunities for development might they face where financial skills might be needed?

2 KFG oFNNASNAR YAIKG GKSNB 6S (2 26ySNAR 2F (KS
and how does that affect the communication? Bearing #fimve in mind the brochure will be

written and may be appraised by different groups.

Another example is organising and selling a briefing workshop to local entrepreneurs for the

above programme, in particular, covering forms of verbal and written comeation relating to

processes of; attracting entrepreneurs to the workshop; creating the right environment for

communication when they arrive; forms and content of presentations/discussions designed to

SEOAGS YR ONBIFIGS AyiSWMBIIMa yR YSiIK2Ra 2F WwWaSs|
3. Relevance to Entrepreneurial Learning

The focus is upon the art of communication and engagement with different audiences, a key

component in the process of creating affectivity and nativity in entrepreneurial learning

processes.

4. Outcomes
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This will result in an enhanced capacity to build promotional and learning relationships with
different groups of participants and also an associated ability to communicate on a-Hoaw
and Neeéto-Know basis with small firms.
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17. Use of Shadowing
1. Whatis Use of Shadowing?

Shadowing, as the term implies, is following and tracing the activity and footsteps of a person

over a period of time, from days to weeks. In the entrepreneurial context it means undertaking

this in a certain way with a certain s2t¥ 20 2SO0 A @S A& NI ( KS Nhdoitdxty 2 dza i
within which it is commonly used. The major objective, in the context of entrepreneurial
learning, is to gain insight into entrepreneurial ways of doing things.

2. How is the exercise construet?

To be most effective it is best constructed around gtedowedbeing given a discrete set of
GFrala F20dzaAy3a dzaR2y | OFNBFdzAZ te OKz2aSy aLsSoi
the entrepreneur, then it should be developed in suchvay to be directly of value to the person
shadowed in terms of feedback. This will also help with the process of gaining access and
permission from the entrepreneur.

Example: Shadowing of the entrepreneur for one week by a student.

An arrangement is madfor the student to be with the entrepreneur all the time he/she is at

work. The student may also ask to have a morning debrief with the entrepreneur as to any
businesNBf I § SR | OGAGAGE OF NNASR 2dzi WI FiSNJ K2 dzNA& ¢
entrepreneur is twdold:

1 -to analyse the use of time over the period
9 -to analyse the forms of communication used

The results will be fed back to the entrepreneur

To meet the objectives the student measures the time of the entrepreneur in diffecatiohs,

both internal and external to the workplace. The time may also be measured in terms of time
allocated to different activities/problems/issues. Example time spent in briefing staff, time spent
with clients, time on administration, time with sufgrs etc.

Communication analysis exercises can be extremely useful. In this case the student begins with a
categorisation list in terms of a series of headings in an exercise book. Categories will include:

1 Form of communication (oral direct, telephoirggernet, written)
1 Location of communication (office, workplace elsewhere, external)
1 Area of businesg main focus of communicatiog marketing, supply, finance, operations,
human resource/personnel etc
1 Proactiveg reactive/plannedunplanned
Analysis catbe fed back to the entrepreneur enabling him/her to address an issue that is almost
always of importance, namely time pressure and management.

The above example underlines the importance of focus in shadowing and of ensuring utility to

the entreprenaur.

3. Relevance to Entrepreneurial Learning
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The focus is upon the real community of practice and the creation of empathy. There is also a
strong emphasis upon the use of knowledge to the entrepreneur.

. Outcomes

Participants will gain substantianderstanding of entrepreneurial ways of communicating and
doing things. They will also gain insight into what will interest entrepreneurs and what they will
Wodze Ayid2Q3 | 1Seé& AdadzsS Ay RSairdayiyad aSNBAOSa

53



18. Use of Role Play

1. What is Use of Role Play?
The central aim is to put participants in the role of predetermined persons with whom they seek
to gain empathy. The role player is challenged to match all the known characteristics and
knowledge base of the chosen person. They@tds confronted by one or more persons either
playing other roles or by other participants questioning the chosenptdged character.

2. How is the exercise constructed?

It can be constructed in a wide variety of ways. Within a business contexkdonde
1 exploring the way in which different organisations view a business proposal, individuals
can role play venture capital personnel, angels, bankers, public authority grant givers or
large firms offering financial support tamall?
1 playing the roleof a large company buyer interviewing a small business seeking to get
2yG2 GKS O2YLIl yeQa OSYidNrf LINRPOMNBYSYyd tAai
1 conducting a selling exercise with a potential buyer of a product or service
1 conducting an interview for a job (see below)
Example of Role By ¢ Job Interview

During this exercise participants are given the opportunity to put into practice what they have up
learned about the behaviour of an entrepreneurial person. The aim is to enhance the capacity of
participants to internalise and apply meepts of the entrepreneurial person.

For the purpose of this exercise participants are organised in groups of three. One member of
the group acts as the interviewer, one as the interviewee and one as an observer. Separate
instructions are given to eagderson.

Two rounds are played with separate instructions for each. Different individuals play different
roles during the two rounds.

Round 1
Instruction for Observer

You have to observe and read the behaviour of the interviewer and interviewee.

After the interview you will report back on the entrepreneurial potential observed.

Use the checklist of entrepreneurial behaviour and attitudes as the guideline for observation and
reporting.

Instruction for Interviewer

You are to interview a candidate fompasition as Marketing Manager in your organisation which

Ad | FNIXYyOKA&AS 2NBFyAalGA2y TF2NJ aljdzh O LINR y (0 €
franchise concept with, at least in your view, a great deal of success behind you. In your own
perceptian you are highly motivated towards success in the long term. You compete with your

own standards of excellence and not so much with other people.

The person you are looking for should be somebody with a great deal of entrepreneurial ability
harnessed int@ striving also to get eoperation from franchisees and other staff.
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Instructions for Interviewee

. 2dz FNB (2 0S AYGSNBASGSR F2NI I LRaAdGAz2y a al
are not particularly interested in the position. Yquevious experience has been in the financial

function. In applying for this position you are really taking a chance as the salary is a great deal
higher than your present income. You are also interested in the perks and the possibility to travel
extengvely and use an expense account, something you have never had before. Your
gualifications are good but all on the accounting and finance field. You are basically looking for a
position where you can quickly make a great deal of money.

Round 2
The graip exchange roles with slightly different instructions
Instructions for Observer

You have to observe and read the behaviour of the interviewer and interviewee. After the
interview you will report back on the behaviour observed in term of entrepreneurial
characteristics.

Use the checklist of entrepreneurial behaviour and attitudes as the guideline for observation and
reporting.

Instruction for Interviewer

You are to interview a candidate for a position as Marketing Manager in your organisation which

is | TN yOKAAS 2NHFYyAalGA2yY FT2N Wijdz O] LINR Yy G Q@
franchise concept with, at least in your view, a great deal of success behind you. In your own
perception you are highly motivated towards success in the long telfou compete with your

own standards of excellence and not so much with other people.

The person you are looking for should be somebody with a great deal of entrepreneurial ability
harnessed into a striving also to getaperation from franchisees andlmer staff.

Instructions for Interviewee

You are to display as much entrepreneurial orientation and behaviour as possible during the
interview. You are anxious to get the job because it is a logical step in your career and presents a

great personal chadhge.

You are a marketing specialist. The job you are applying for is with a franchise organisation in the
FASER 2F LINAYyOGAYy3IOD ¢tKS 220 A& RSAZONAROSR | & (K
the job entails although it is clear that, as && salary is concerned, the job means a step forward

in your career.

In this exercise the role play allows practice at using a framework for assessment of
entrepreneurial potential in a conventional job context. The juxtaposition of two different types
of interviewee provides the basis for strengthening the analysis-prstcise.

. Relevance to Entrepreneurial Learning

This is learning by doing involving the practice in use of concepts learned. Creativity and flair in
acting out roles is encouraged. eltvhole exercise is dependent upon the use of empathy. The
role played demands imagination as to the characters portrayed.
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4. Outcomes

Participants will have a strong frame of reference for use in analysis of entrepreneurial
behaviour. They will also hageeater confidence and ability in articulating the views of others.
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19. Use of Frames of Reference for Intuitive Decision making
1. What is Use of frames of reference for Intuitive Decision Making?

A frame of reference in the context of entrepreneurid N}y Ay 3 A& | WYAYR Y
exploration of a particular phenomenon. In the context of entrepreneurial learning such maps,

are the products of experience, enabling the entrepreneur to make rapid, seemingly intuitive,
judgements.

2. How is the exerciseonstructed?

The exercise is dependent upon the construction of a frame of reference by participants through
which a particular event might be analysed and decisions made. Such a frame may be
constructed by a process of brainstorming facilitated by thducator without any prior
knowledge input; to test how participants see things and to encourage them to combine existing
knowledge. Alternatively, following a knowledge input, for example, on assessing customer
potential, participants are asked to constt a frame for analysis.

1. Example 1: Creating a frame for assessing a business proposition.

Participants are askeq without any input¢c WL ¥ L 6 G KS FFEOAEAGEFG2ND OIY
starting a business, what kinds of questions would you askime?

Participants can be divided into groups for this exercise.
After 20 minutes the various views are fed back and the facilitator groups and creates out of the
replies the reference of:

IDEA ABILITY
RESORCE MOTIVATION
ADMINISTRATION PLAN

Within this frame the variou$eedbacksis accumulated so that the headings in the frame are
filled out. The frame can then be reinforced in useapplication to the participants if they are a
start up group, applied to a case or used as a basis for interviewing a simulated or real start up.

2. Example 2: Creating a frame for business analysis on the basis of knowledge input.

Participants are asked imagine that they are going to visit a small/medium sized firm for half a
day. They are asked the question: What would you look for during the visit in order to determine
whether the firm had a strong strategic orientation?

The question is asked in thknowledge that the participants have earlier undertaken a
programme focused upon strategy.

Participants can be divided into groups for this question or the issue can be openly brainstormed
in class.
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As in the above example the answers can be collatenl a frameg or the participants can be
asked to suggest a frame within which they might logically place observations. The end result
might be a frame, as below.

VISION AND DEGREE SHARED

PLANNED CAPACITY STRENGTH OF ENVIRONMENTAL
TO IMPLEMENT VISION SCANNING

ABILITY TO SEE BUSINESS CAPACITY TO BRING FORWARD
¢lwh!DI {¢!YO9l h[59w

EYS BASIS

CUSTOMER FOCUS COMPETITOR KNOWLEDGE

DEPTH OF KNOWLEDGE OF OWN BUSINESS
The purpose of such an exercise is t@sgthen capacity to quickly apply knowledge. It can
often be the case that students have accumulated knowledge but not in a form that lends itself to
prompt application.

. Relevance to Entrepreneurial Learning

The focus is upon stimulating capacity faoituitive decision making and the capacity to
accumulate and internalise knowledge in a way that can be transferred into long term memory.

. Outcomes

Participants will have enhanced capacity to organise knowledge in a manner that enables it to be
applied todifferent contexts. They will have built confidence in their capacity in this respect.
They will also have greater respect for experiential knowledge.
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20. Use of Psychometric Tests
1. What is Use of Psychometric Tests?

A psychometric test isawayfo I aadSaaAiy3 | LISNaA2yQa FoAfAde 2]
structured way. There are 3 main types of tests: ability, personality and interest (although both
personality and interest tests are more like psychometric questionnaires). Tests are filgquen

used by employers to help them in their recruitment process and are often used by careers
advisors.

It is also common for graduate employers to use psychometric tests as part of their selection
process. They are used to sift out large number of appig at an early stage and so save
employers both time and money. A psychometric test can be used in teaching as a basis for
encouraging reflection and learning about the relevance of personal attributes to enterprise
development.

Personality questionriees are used to determine how people are likely to behave under various
conditions. There are no right or wrong answers, and the questionnaires are usually completed
in your own time. The best way to approach these questionnaires is to answer thenmestliio

and straightforwardly as you can. Personality questionnaires can also be usedassesfiment

tools to help you understand your preferences and how these relate to your strengths and
possible areas for development.

2. How is the exercise construct®

The test can be administered online or with paper and pencil. The test can be handed out prior
to a session and scoring can be self administered. The facilitator can use the results in a number
of ways:
i to personalise learning
1 to explore the underlyig concepts and their validity and relationship to
entrepreneurship development.
i to encourage participants to explore their personal reaction to results with peers and
critique the test and concepts accordingly
1 to explore the relevance of the concepts tader issues of developing an enterprise
culture in society. For example, how do bankers, local government officials, among other
stakeholders, score on entrepreneurship psychometric tests and what are the
implications for the development of the enterpriselture in society
The key concepts can be put before participants and debate encouraged.

3. Relevance to Entrepreneurial Learning
Psychometric tests are particularly valuable for use with large groups where it is difficult to
encourage small group discims. Participants, for example, can discuss the results with the

person sitting next to them. The reflections facilitated by the use of such tests lie at the heart of
personalisation of learning.
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4. Outcomes
Key outcomes include:
9 understanding of thdimitations of psychometric tests

1 the personalization of, and reflection upon, key aspects of entrepreneurial attributes
9 personal reappraisal of the desirability of pursuing an entrepreneurial career
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Example

Use of theDurham University, Uk GeneralEnterprising Tendency
(GET) Test

Introduction

¢tKS (4Sald KIFra o06SSy RSaAdIySR (2 oOoNAy3d (23S0GKSNJI |
commonly associated with thenterprisingperson. These include: need for achievement; need

for autonomy; creative éndency; risk taking; and drive and determination. The test was
designed as part of the work of the Enterprise in Education and Learning Team within the
Foundation for Small and Medium Enterprise Development. This work has been concerned with

the develpment of Enterprise in schools, further and higher education institutions. There is
obviously a need to develop measures of enterprise for purposes of assessment and perhaps also

to identify training needs. The General Enterprising Tendency Test embbdiesnterprise

tendencies described above, expresses them in statement form and measures enterprise
aptitudes against norms.

The test has been developed following research into a variety of measures used to determine
entrepreneurship and enterprise. kas been validated with a number of different groups of
personnel and amended accordingly. The aim during this research and development process has
been to develop a measure of enterprising tendency rather than of entrepreneurial traits.

The GET Test mde of use in a variety of situations. It might for example be used to measure
the enterprise of personnel involved in providing support to business, social and community
enterprise. It might be used to measure the enterprise of those wishing to sit lgsiness. It
might be used, just as importantly, by employers concerned to foster enterprising individuals
within their own organisations. It may be used in the recruitment and selection of personnel. It
may be used to identify changes that have takg@ace as a result of training or exposure to
certain structured situations designed to encourage enterprise.

A great deal of research has been undertaken into the process of enterprise development. Much

of this in the past has concentrated on the peratity of the entrepreneur in attempting to

identify entrepreneurial traits. It has been argued that these desires, drives and attitudes ensure

that an individual has the willingness to take responsibility, the determination to complete
projects, the creavity which will lead to innovation and a healthy appreciation of risk. This
research, much of which stems from the work of Atkinson and McClelland in the 1960s is
O2Y(UNRPOSNRBAIFTX LI NIGAOdzZ F NI & Ay NBaLISOkdtda ¥ o6KSi
Wi SFNYSRQ GNIAdGaod ¢KS 5dz2NKIFY NBaSINOKI TFdzyRSR
reviewed the literature and a variety of related tests. Out of this review and out of subsequent
experiment came the GET test.

This explains how the & can be administered and the results usefully collated.
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Instructions

This exercise:

1 It will only take about ten minutes
9 There are no right or wrong answers
1 It will help you to gain a better understanding of yourself

In the following pages of this b&tet, you will find a list of 54 different statements. You are
merely required to agree or disagree with the statements that have been made. For
example, one statement might say:

| prefer swimming to running
or
| often take on too many tasks

On the anwer sheet provided, you should:

9 circle the Ain the box which corresponds to the statement if yagreewith the statement,
OR
9 circle theDif youdisagreewith the statement.

If, for any reason, you neither fully agree nor fully disagree with a pdatictatement, please try

to decide whether you agree with ihore or disagree with itmore and circle the appropriate
answer.

Please be honest when completing the answer sheet. The more accurate your answers are
increases the precision of the test.

Nowturn over the page to begin the test.
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10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

21.

22.

23.

24.

25.

26.

. I would not mind routine unchallenging work if the pay was good.

. When | have to set my own targets, | set difficult rather than easy ones.

I do not like to do things that are novel or unconventional.

Capable peoplevho fail to become successful have not taken chances when they have occurred.

. | rarely day dream.

I usually defend my point of view if someone disagrees with me.

You are either naturally good at something or you are not, effort makes no difference.
Sametimes people find my ideas unusual.

If I had to gamble £1, | would rather buy a raffle ticket than play cards.

I like challenges that really stretch my abilities rather than things | can do easily.

I would prefer to have a reasonable income in a jofit was sure of keeping rather than in a job
that | might lose if | did not perform well.

| like to do things in my own way without worrying about what other people think.
Many of the bad times that people experience are due to bad luck.

| like to fird out about things even if it means handling some problems whilst doing so.
If | am having problems with a task | leave it and move on to something else.

When | make plans to do something, | nearly always do what | plan.

| do not like sudden changesrmy life.

| will take risks if the chances of success are 50/50.

| think more of the present and the past than of the future.

If I had a good idea for making some money, | would be willing to borrow some money to enable
me to do it.

When | am in a groupam happy to let someone else take the lead.
People generally get what they deserve.

I do not like guessing.

It is more important to do a job well than to try to please people.

I will get what | want from life if | please the people with control ower.

Other people think that | ask a lot of questions.
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27.

28.

29.

30.

31.

32.

33.

34.

35.

36.

37.

38.

39.

40.

41.

42.

43.

44,

45.

46.

47.

48.

49.

50.

If there is a chance of failure | would rather not do it.

| get annoyed if people are not on time.

Before | make a decision | like to have all the facts no matter how long it takes.
When tacklinga task | rarely need or want help.

Success cannot come unless you are in the right place at the right time.

| prefer to be quite good at several things rather than very good at one thing.

I would rather work with a person | liked, but who was not vesgdyat the job, than work with
someone | did not really like who was very good at the job.

Being successful is the result of working hard, luck has nothing to do with it.
| prefer doing things in the usual way rather than trying out new ways.

Before makng an important decision, | prefer to weigh up the pros and cons rather quickly rather
than spending a lot of time thinking about it.

I would rather work on a task as a member of a team than to take responsibility for it myself.

| would rather take an gportunity that might lead to even better things than have an experience
that | am sure to enjoy.

| do what is expected of me and follow instructions.
For me, getting what | want has little to do with luck.
I like to have my life organised so that insusmoothly and to plan.

When | am faced with a challenge | think more about the results of succeeding than the effects of
failing.

| believe that what happens to me in life is determined mostly by other people.
I can handle a lot of things at the satirae.

| find it difficult to ask favours from other people.

| get up early, stay late or skip meals in order to get special tasks done.

What we are used to is usually better than what is unfamiliar.

Most people think that | am stubborn.

t S2 L) Se3 are rarehitiedesult of their poor judgement.

Sometimes | have so many ideas | do not know which one to pick.
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51.

52.

53.

54.

| find it easy to relax on holiday.
I get what | want from life because | work hard to make it happen.
It is harder for me to adapt to emge than keep to routine.

| like to start new projects that may be risky.
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ASSESS THE RESULTS

CALCULATING YOUR SCORE

Starting with box 1 in the top right hand corner of your answer sheet and, working across the sheet
to the left, give yourself one point for every D that you have circled in the shaobegklon that line
like this:

A

y40)

Similarly give yourself one point for every A that you have circled in the unshaded boxes on that line
like this:

A O

D

Now add up your total score in the top row and write it in the margin.
Do the same for theemaining eight rows scoring in the same manner as above.

When you have finished transfer your scores for each row to the boxes below.

ROW1 X @ ROW 2 Xo ROW 3 Xo
ROW 4 X P ROW 5 X wh?2 c¢cX®
ROW 7 X P ROW 8 X wh?2 gX®&

Please add the tai for row 1 and row 6 together.

This will give you a score for Section 1 X o
Row 3 alone will give you a score for Section 2 X o
Add your scores in rows 5 and 8 for Section 3 X o
Add your scores in rows 2 and 9 for Section 4 X o
Add your scores rows 4 and 7 for Section 5 X o
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ASSESSING YOUR SCORE

Each section assesses particular attributes. A high score in any category means that you have many
of the qualities which that particular section has been measuring. The sections are as follows:

SECTION-INeed for achievement

Maximum score; 12 Average score9
If you have scored well in this section you have many if not all of the following qualities:

Forward looking

Self sufficient

Optimistic rather than pessimistic
Task orientated
Resultsorientated

Restless and energetic

Self confident

Persistent and determined
Dedication to completing a task

SECTION-2Need for autonomy/independence

Maximum score; 6 Average score4
The person who scores high in this section:

Likes doing unconventi@l things

Prefers working alone

bSSR (2 R2 (GKSANI W24y (KAYy3Q
Needs to express what they think

Dislikes taking orders

Likes to make up their own mind

Does not bow to group pressure

Is stubborn and determined

SECTION-Creative tendency

Maximum score; 12 Average score 8
A high score in this section means that you:

Are imaginative and innovative
Have a tendency to daydream
Are versatile and curious
Have lots of ideas

Are intuitive and guess well
Enjoy new challenges

Like novelty and change
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SECTION-4Moderate/calculated risk taking

Maximum score; 12 Average score8
If you have done well in this section, you tend to:

Act on incomplete information

Judge when incomplete data is sufficient
Accurately assess your own capabilities
Be neither over nor mder-ambitious
Evaluate likely benefit against likely costs
Set challenging but attainable goals

SECTION HBrive and determination

Maximum score; 12 Average score8
If you have achieved a high score in this section, you tend to:

Take advantage of gortunities
Discount fate

Make your own luck

Be self confident

Believe in controlling your own destiny
Equate results with effort

Show considerable determination

THANK YOU VERY MUCH FOR COMPLETING THIS EXERCISE

Please discuss your results with othparticipants and the person who supervised your test
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The Search fiothe Entrepreneurial Personality

f
f
f

Nature versus nurture debate

The research inconclusive

Using personalitytests and inventories
- For selection for training
- For exploration of development potential/need
- For creation of empathy

Need for Achievement

= =4 8 8 4 _a_9_9a_2

Forward looking

Self sufficient

Optimistic

Task Oriented

Results Oriented

Restless and energetic

Self Cafident

Persistent and determined
Dedicated to task completion

Assessing Personal Entrepreneurship
GET @&st- Measures

=4 =4 -8 —a A

Need for achievement

Need for autonomy

Creative Tendency
Moderate/Calculated Risk Taking
Drive and Determination

Moderate/Calculated risk takng

=4 =4 -8 —a -8 -9

Acts on incomplete information

Judges when incomplete data is sufficient
Accurately asses own capacities

Neither over nor undeambitious

Evaluate benefits against costs

Sets challenging but attainable goals
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Need for Autonomy

Likes doing unconventional things

Prefers working alone

2 yGa G2 R2 W2gy GKAY3Q
Needs to express what he/she thinks

Dislikes taking orders

Likes to make up own mind

Does nothow to group pressure

Is stubborn and determined

=4 -8 4 _a_98_9a._°a_-2

Creative Tendency

Imaginative and innovative
Tendency to daydream
Versatile and curious

Lots of ideas

Intuitive and guesses well
Enjoys new challenges
Likes novelty and change

= =4 =8 —a 8 8 9

Drive and Determination

T&kes advantage of opportunities
Discounts fate

Makes his/her own luck

Is self confident

Believes controls own destiny
Equates results with efforts
Shows great determination

=4 =4 =8 -4 8 -8 9
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21 Use of Locus of Control Tests
1. What is Use of Locus of Control Tests?

The purpose of the test in the context of entrepreneurship education is to help peamits to
understand how they see the world and in particular how entrepreneurs see the world. The test
described below is based upon the work of the psychologist Rotter (1966) and his measure of
Locus of Control. This test is designed to measure theedegf autonomy that individuals feel

they have in terms of making things happen. Those with high scores are those said to believe
strongly that they can shape the world the way they wish. Those with low scores can be
characterised as those more likely believe that the world shapes them. The research strongly
supports the view that entrepreneurs score more highly than the population at large. But
whether this reflects personality or the results of exposure to a particular environmentally
RAOUI BSRTWHATSQ A& 2Ly G2 RSo6IFGSO

2. How is the exercise constructed?

Like most tests of a psychometnature it can be used as the basis for a class discussion, in this
case about the world of the entrepreneur with the test being handed out and completéutde

the group meets. The results can be collated anonymously and used for group discussion.
Individuals can be asked to discuss their result with another participant or merely reflect on their
own result in the light of class discussion. The main foéwmy facilitated discussion is upon
why entrepreneurs might see the world in this way and what influences them, Research readings
can be discussed. The main advantage of the use of the test in entrepreneurial learning is that it
is suitable for use wiit large groups of participants (see the example below).

3. Relevance to Entrepreneurial Learning

Completion of the test itself is not a particularly entrepreneurial process. Its value lies not in the
results or debate on the construct validity of the tdsiit in: the process of engagement of
participants; the degree of personal involvement induced by completion of the test; the almost
certain emotional impact it will have on the individual; and then the capacity it creates for lively
engagement about conceprelevance and implication.

4. Outcomes

Participants will have insight into the way entrepreneurs see the world and will understand why
they see it as so. They will also have understanding of the implications for society in terms of one
aspect of creatig Entrepreneurial Mindsets
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Example

Participants are given the following instruction;

This scale is designed to tell you a little bit more about how certain important occurrences in
society affect different individuals.

The activity will be carried out three steps:

Step 1

Complete the attached scale according to the instructions preceding it

Step 2

Score your own responses according to the scoring system handed out

Step 3

We will then discuss the results in terms of:
a. Which individual differencesra revealed by the results?
b.2 KI'G R2 (GKS AYRAQDOARdzZ f a0O2NBa G(Stf dza | o62dzi
c. In what way might we wish to change approaches to life?

The Test
Guidance

This is a questionnaire to find out how certain important wecences in society influence
different people.

91K OK AGSY Ay GKS 0dGFrOKSR ljdzSadAz2yylANB O2yaia
choose one statement from each pair (and only one); you must be convinced that it is so, as far as

you are cogerned Ensure that you choose the one of which you believe that it is more true,

rather than the one which you think you should choose, or the one which you would rather like

to be true. This is a measure of personal conviction; there are obviouslsight or wrong

answers.

Your answers must be filled in on the separate answer sheet.

Please answer the items carefully, but do not spend too much time of any of them. Ensure that
@2dz AABS +y FyagSN G2 SI OK OK?2 thoiemontheansded S WI Q
sheet, depending on the statement which you believe to be most true.

In some cases you may find that you believe both statements, or none of them. In such a case
ensure that you choose the one which you are more convinced about.

wSI Ol G2 SFEOK AGSY aSLINIGSte ¢gKSy &2dz YFH1S |

choices.
Please proceed.
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Questionnaire

1.

10.

11.

o))

QO

. Children get into trouble because their parents punish them too much.

. The trouble with most children nowadays et their parents are too easy with them.

alye 2F GKS dzyKF LR GKAy3Ia Ay LIS2LX SQa fA@Sa
Lt S2LX SQ&8 YAAT2NIdzySa NBadzZ G FNRY (GKS YAaadalriSa

hyS 2F (GKS YI22NJ NBlaz2zya ¢gKe ¢S KhBteeswir N& A a
politics.

. There will always be wars, no matter how hard people try to prevent them.

In the long run people get the respect they deserve in this world.

A YTF2NLdzyFiStesx Iy AYRAGARDZ £ Qad g2 NI KtrisFTaG Sy LI
The idea that teachers are unfair to students is nonsense.

. Most students do not recognise the extent to which their grades are influenced by accidental
happenings.

. Without the right breaks one cannot be an effective leader.

. Capable peogl who fail to become leaders have not taken advantage of their opportunities.

. No matter how hard you try some people just do not like you.

. People who cannot get others to like them do not understand how to get along with others.

Heredity playsth& F 22 NJ NPt S Ay RSGOSNXYAYAY3I 2ySQa LISNA2)
LG Aa LIS2LX SQa SELISNASYOS Ay tAFS GKFG RSGSNY
I have often found that what is going to happen will happen.

. Trusting to fate has never turned out as well for me as making a dedwsitake a definite
course of action.

In the case of the welprepared student there is rarely, if ever, such a thing as an unfair test.

. Many times examination questions tend to be so unrelated to course work that studying is
really useless.

Beconing a success is a matter of hard work; luck has little or nothing to do with it.

. Getting a good job depends mainly on being in the right place at the right time.
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12.

13.

14,

15.

16.

17.

18.

19.

20.

21.

22.

a. The average citizen can have an influence on government decisions.

b. This world is run by the few people in power, and there is not much the little guy can do about

a.

b.

It.

When | make plans, | am almost certain that | can make them work.

fortune anyhow.

There are certain people who are just no good.

. There is some good in everybody.

In my case getting what | want has little or nothing to do with luck.

. Many times we might just as well decide what to do by flipg@irmpin.

. Itis not always wise to plan too far ahead; many things turn out to be a matteyaaf gr bad

Who gets to be the boss often depends on who was lucky enough to be in the right place first.

Getting people to do the right thing depends on ability; luck has little or nothing to do with it.

a. As far as world affairs are concerned, mostusf are the victims of forces we can neither
understand, nor control.

b. By taking an active part in political and social affairs, the people can control world events.

a.

Most people do not realise the extent to which their lives are controlled by accitenta

happenings.

One should always be willing to admit mistakes.

LG Aa dzadz-tfte o6Sad G2 O20SNI dzZlJ 2y SQa

It is hard to know whether or not a person really likes you.

. How many friends you hawdepends upon how nice a person you are.

In the long run, the bad things that happen to us are balanced by the good ones.

. Most misfortunes are the result of a lack of ability, ignorance, laziness, or all three.

. With enough effort we can wipe doypolitical corruption.

It is difficult for people to have much control over the things politicians do in office.
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23.

24,

25.

26.

27.

28.

29.

a.

b.
loc

Sometimes | cannot understand how teachers arrive at the marks they give.

. There is a direct connection between how hard | study twedmarks | get.
. A good leader expects people to decide for themselves what they should do.

. A good leader makes it clear to everybody what their jobs are.

Many times | feel that | have little influence over the things that happen to me.

. Itis impossible for me to believe that chance or luck plays an important role in my life.

People are lonely because they do not try to be friendly.

. There is not much use in trying hard to please people, if they like you, they like you.

There is®o much emphasis on sport in schools.

. Team sports are an excellent way to build character.

What happens to me is my own doing.

. Sometimes | feel that | do not have enough control over the direction my life is taking.

Most of the time | cannbunderstand why politicians behave the way they do.

In the long run, the people are responsible for bad government on a national, as well as on a
al level.
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Answer Sheet

1.
16.

2.
17.

3.
18.

4.
19.

5.
20.

6.
21.

7.
22.

8.
23.

9.
24.

10.
25.

11.

12.

13.

14.

15.

ad {O2NBY X X X X X X Mverage for the grouJY XXXXXXXX
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22. Use of Relationship Learning
1. What is Use of Relationship Learning?

Relationship Learning is arguably at the crux of the capacity of the entrepreneurial venture to
survive and grow. It is undoubtedly the case that most of the learoihghe individual
entrepreneur takes place in the management of relationships with all stakeholders necessary for
the survival of the business. The essence of managing the independent business (and indeed
many other types of business or organisationsh ¢e described as the capacity to manage
interdependency with stakeholders on a day to day basis under conditions of more or less
uncertainty. The reputation and the Intangible Assets of the business are built up largely on this
basis. The process of hdkis takes place was described in the Pedagogical Note xxxxx).

Relationship Learning is the process by which stakeholders (customers, suppliers, channel
representatives, financial agencies, professional services, family, partners, workforce, local and
national government, regulatory and other agencies, including the media and education bodies),
are engaged in a two way learning process to mutual benefit.

2. How is the exercise constructed?

Participants are divided into groups of four to six. Theyasieed to divide in turn, into one sub
group representing an entrepreneurial stakeholder as noted above and the other the
entrepreneur facing the development of a relationslggxisting or new. For example, it could

be a banker faced with a new entrepramél proposition or funding for a new development
from an existing client. It could be a large company buyer facing an entrepreneur seeking to get
on to a buying list. Or it could be just an existing regular customer for a small firm supplying it
with subcontracting services on a regular basis.

Example- Buildinglearningand education relationship

Company X is a small electrical subcontracting firm supplying services to a large locally owned
builder Y on a regular basis

GROUP 1. The Subcontractavmmer - manager of X; Educating the Customer

- What does my customer need to know about mé general and in terms of the specific
transactions we undertake?

- Where might be the gaps and how might | fill them?

- How is s/he currently likely to learn about raad my business?

- How might | improve the process?

- How might | bring forward the future for the customer?

GROUP 2. The Subcontractor owner manager Qfbéarning from the Customer

- What do we need to know about the customer in general and to improsestictions?
- Where are likely to be the gaps and how might we fill them?

- What are the processes by which we currently learn?

- How can we improve them?

- How can we learn more about their future?
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GROUPS 3 ANDGan explore the same questions playing the ailthe builder Y

All four groups can then get together and explore how they might collectively develop the
learning relationship and what results this might have.

As part of the above process participants may be asked to explore how they might use third

LI NIASa Ay (GKS SRdzOIFGA2Y YR fSIENYyAy3 LINROSaas

customers as to the solidity and reliability of my busine&s2 ¢ K Q

Another useful addition would be to ask the groups to explore how the use of IT mighhea
the learning and educating process, for example in:

building up a profile of an individual customer

online interaction with the customer

improving speed of response

joint problem solving

sharing market/customer analysis

sharing new market developmensing irhouse data

environment scanningcommon threats and opportunities

E ]

1
1
1
1
1
1

. Relevance to Entrepreneurial Learning

The aim is to simulate the way in which entrepreneurs learn from relationshipsprocess
central to the development of entrepreneuribehaviours. It is not necessary for the participants

to have experience of the businesses or of the relationships in the industry. The exercise is to
help them gain insight into the processes likely to be involved, create empathy with
entrepreneurial wag of doing things and understand how trust based relationships might be
built up and transactions costs reduced.

. Outcomes

Participants will know how to engage with stakeholders. They will also understand that they
need to assess their own knowledge anouthe degree to which it fosters sound relationship
education and learning.
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23. Use of Immersion
1. What is Use of Immersion?

It is clearly evident to those who work closely with owner managers of Small Businesses,
particularly at the start up stagethli G KS@& Wi SIFN}Yy o0& R2Ay3IQ NI (KSNJ
large amounts of formal information and periods of reflection. In practice this does not mean

that they jump wildly into a business but that they gradually immerse themselves in the
YO2YYdyFA GBINF OGAOSQo LG KFa fFGSt®ne ey RAAO:
WSTFSOGdzZ A2y Q KI&a |faz2 0SSy GKS KFEEfYFN] 27F
Fortune 500 at their start up point. Somewhat controversially the business iplarot a

metaphor for this process although it remains a central focus of much teaching for
entrepreneurship.

l2¢ (2 aAYdZ FGS GKS WAYYSNRAZ2YQ LINROSaa Ay 9yi
For purposes of this note it is assumed that tmsmiersion process involves elements of risk
reduction, strategic thinking and learning under pressure. This can be simulated in a number of
ways.

2. How is the exercise constructed?

The immersion process can be simulated at a number of levels.

Incrementalpractice of learning

The hallmark of an immersions entrepreneurial programme is the complete commitment to the
practice of every

AGSY 2F F2NXIf fSIENYyAy3a:Z NBEF &0dghtark viccdptgbie inWR2 Ay 3
0KS WNBI f gdaziNdalieQo explidk Rdoyledge). This has major implications for
programme design and resource. Standartionse forms of assessment of progress in learning
and then moving on are inadequate. Presentations of business plans are no substitute for
engaging the key stakeholders in practice. A key example would be to eschew formal market
research for a product/service idea in favour of getting into contact directly with as many
customers as possible, presenting and learning and modifying until daehids been shaped by

the real world response and the presentation honed by repeat practice.

Constant exploration of alternatives to minimise risk

At a startup stage to massage the proposal constantly to limit exposure to risk by repeated use
of the quesion ¢ Can this be done in another way?, using less resource and involving less
exposure. An example might be in a proposed manufacturing context to maximise the
subcontracting of the product focusing resource and commitment on the customer and the
market

{ OGN} GSIAO W2KIG AFQ a0SylI N 2 SESNDAAaSa

¢tKS dzaS 2F adNXGS3aIA0 WoeKIFEG AFQ aOSyl NA2 3INRAzLIA
odzaiySaa ARSI Ayid2 avlft 3ANRdzLIA YR ONFAYyadz2Ny
target isnot met? What if a customer asks for something different? What if the major customer

does not pay? What if your bank refuses to maintain its overdraft? What if your supplier goes out

of business? What if you find someone already is doing what you ang?2idVhat if you are ill?

What if your lover leaves you or gets a job somewhere else? How do | know when to get out of a
business? How do | do it? All of these become key strategic questions and core components of

this approach.
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Anticipating problem exerises

The above approach, in turn, can be built into a process of anticipating problems and working on

how to deal with them and prevent them. Thus knowledge delivered takes a problem solving

format, bringing forward items that may occur in an early immegsy SELISNA Sy OS o ¢ K
FYGAOALI GSR® I R21T Sy 2N 42 WNBlFrazya oKe FANY:
strategies for anticipation and problem prevention discussed (see Annex)

Entrepreneur mentors

The use of entrepreneur mentorsn an ongoing basis is an important way of simulating an
AYYSNBAZ2Y LINROSaaod ¢tKS@X NI GKSN-#XK3dFQ LINEFSHERA
The use of entrepreneurs in this way is best undertaken on a one to one basis if honest and open
apbINF Aalf A& G2 o60S &az2dAKi® LG Aa I NBRBdzZofe Ifaz

Brainstorming Strategic KnowVho

An important component in simulating the immersion process is engagement in strategiec know

who relationship developm® exercises focused upon the issue of building trust. This can be
LINEFIF OSR o0& O0NIAYy&ailz2NYAy3d SESNOAAaASE Ay 2NRSNJI
accountant, lawyer, banker, consultant etc. This process will result in a series of sthablai

Oty GKSY 06S dzaSR FT2NJ WNEBIft fAFSQ LINRPTFAf{AYyID {
Ffa2 WLS2LX S 2NASYISRQ® t S2LX S OK2A0Sa | NB |

of problem anticipation. The personal profileteria that emerges that can then be used for

appraisal of real world stakeholders.

. Relevance to Entrepreneurial Learning

All of the above exercises are focused upon developing capacity to learn by doing, by problem
solving and by strategic thinking witha simulation of, or real exposure to, the community of
practice.

. Outcomes

Participants will be better prepared to learn from immersions experienced in the future. When
combined with the outcomes of other guides, for example, those on relationslamiteg,

networking and intuitive decision making, they will be better equipped to cope with making
sense of exposure to learning under pressure.
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ANNEX

Brainstorming on anticipating Early Immersion Problems in stapt

Participants are taken through th@ocess of exploring how each of these might arise, how they

Oy 06S WSINIeée gINYyAyIQ RSGSOGSR YR K2g (KSe& Y
need to be prepared.

Recent start ups may get into difficulty because they:

Invest too much in agts

Attempt too much too soon

Have an inadequate equity base

Neglect basic systems

Overtrade

Stick too rigidly to plans

Have the wrong mix of finance

Forget about tax

Make inadequate contractual agreements
Make inadequate bank arrangements

52y Q0 GFf1 NBIdzA I NI e (G2 GKSANIOIFY|TSNI G2 SELX I A
Underprice

Confuse profit with cash

Forget about overheads

5 2 #/li§den to customers

Become ovedependent on too few customers
Pick poor customers

52y Qi 3ISG LI AR

Have poor receivables management

Neglect family

Overlookworking capital need

Forget about salary

Neglect supply quality and supplier base
Organise time badly

Neglect KnowWho

Take too much out of the business

Fall out with partners

Neglect business viability criiar- profit/cash/salary
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24. Use of Achievement Motivation
(Following the work of McClelland and Winter et al.)

1. What is Use of Achievement Orientation?
tKS GKS2NE 2F ! OKAS@GSYSyYy(ld az20AdlGA2y | GGNY OGSR
however much of the work, with its focus upon Entrepreneurial Traits, has been dismissed in
more recent times, but the education and training approaches based upon this concept are still
used widely throughout Asia in Entrepreneurship Development Programmes (D& many
of the psychological constructs. The concept has also been developed by the McBer Corporation
in the USA as the basis for a range of senior executive development programmes. Key
components of the model are described below in a normativeiash

The Achievement Motivation Learning concept embraces a wide range of entrepreneurial
behaviours and attitudes of persons. These include:

i. A high orientation towards success and excellence
ii. A desire to improve on earlier achievements. There istamtly a lookout for doing things
better, quicker, more effectively.  Fantasies centre around increasing effectiveness and
improving achievements
iii. An interest in finding new ways in which to excel and have success. Without this being really
necessary, thre is a constant search for opportunities for achievement
iv. The pursuit of standards of excellence in order to determine personal effectiveness via:
- Benchmark re competition with others
- Use of external norms of performance, e.g. examination grades, perfieptages,
etc
- Development of internal, selletermined, personal norms of excellence and
success

Programmes based upon this concept therefore seek to develop attitudinal characteristics of
people with a high need for achievement including:

1 Risk taking
1 Personal responsibility
1 Feedback

9 Initiative in researching the environment.

Risk Taking

The individual with an achievement orientation is fundamentally orientated towards average
risks. Low risk situations are avoided. In these situations it is easyhieve success but very

little satisfaction is gained from such success. Extremely high risk situations are also avoided. It
may be possible to obtain high satisfaction from these situations the probability of success is too
small to be attractive and may even be possible to dismiss success as being due to pure luck. A
situation with a medium risk represents sound entrepreneurial behaviour with a high enough
probability of success and enough challenge to let individuals feel that they will haveetio ex
themselves against the possibility of failure.
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Personal Responsibility (to see things through)

As per the entrepreneurial Locus of Control construct (see Guide 21), an individual with an
achievement orientation feels that events can be contwliather than that merely being
shaped by external influences. There is an orientation to start things, cause things to happen and
create change in the environment. There is a search for new, original innovative activities. Hard
work stimulates a desirfor feedback. Once a problem is solved there is a loss of interest. There

is a constant search for new successes and new solutions to old problems. There is a capacity for
strategically assessing and planning for events rather than leaving them toechan

The individual with an achievement orientation wants to carry personal responsibility. He wants
to be able to initiate activities and take decisions in situation where he, in the end, can claim the
results for himself and enjoy the satisfaction of thehievements. He/she has enough self
confidence to take credit for success as well as blame for failure of activities. He/she does not
necessarily like suggestions from other people as to what to think or what to do and is not a
conformist under socigdressure.

These characteristics do not imply that the achievement orientated individuals can only act alone.
It does imply that they are happier in jobs where there is individual freedom and responsibility.
They can work effectively in aaperative sit@tions, as long as they can play a determining role in

at least some of the decision making.

Feedback

Individuals with an achievement orientation want concrete, immediate and direct feedback
about their performance. They want both positive and negafieedback i.e. indications that

their efforts are leading towards success, as well as information about what is leading to failure.
Such feedback is performance related. Money can be seen as a concrete symbol of success
rather than as a motivating fagt. It is an indication how well he person is doing and does not
necessarily motivate the individual to work harder.

Researching the Environment

Individuals with achievement orientation show a great deal of initiative in exploring and
researching thenvironment. This ties in with efforts to find new opportunities for high levels of
achievement. While new situations for achievement are sought they are also utilised. Energetic
activity is a characteristic. The achiever does not work hard intutiens but is selective in
working hard in situations which are challenging and where the possibilities of success and failure
are present. Routine tasks are not sought or enjoyed.

. How is the exercise constructed?

The Concept of Achievement Orien@tiMotivation is very broad and embraces a range of
entrepreneurial behaviours and attitudes. Equally it involves a wide range of pedagogical
techniques, some of which are described below. The pedagogical activities associated with the
construct, in addion to the above include role play, interview techniques and games. There are
three examples provided in the Annex.
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3. Relevance to Entrepreneurial Learning

All of the components of the Achievement Motivation model can be seen as highly relevant to
pedagogical processes of entrepreneurial learning. Most of the associated exercises serve to
create insight into the key characteristics of the entrepreneur, stimulate imaginative behaviour
and enhance capacity to see the world through entrepreneurial .eyes

4. Outcomes
Participants will have a very clear view of the dominant characteristics associated with

Achievement Orientation and will have internalised key aspects of the related behaviours. They
will also have insight into ways of stimulating them.
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ANNEX

Example 1

Achievement Motivation Assessment Role Play: Job Interview
Instructions

This exercise aims to follow up on an introduction to Achievement Motivation. Its aim is to
enable the participants to put into practice the learning about the behavof an achievement
orientated person. Participants form groups of three. One member of the group will play the
role of an interviewer, another, the interviewee and the other as observer. Separate instructions
are given to each person.

Two rounds maye playedc with separate instructions for each. Different individuals will play
different roles during the two rounds.

ROUND ONE
Instructions for the Observer

You have to observe and read the behaviour of the interviewer and interviewee. thger
interview you will report back on the behaviour observed in achievement orientation terms.

Use the four attitudes of the achievement orientated behaviour. You may wish to introduce a
simple scoring system.

Instructions for the Interviewer

You are ¢ interview a candidate for a position as Stakeholder Relations Development and
Marketing Manager in your organisation which is a Centre for Enterprise in a university/college.
You are the Centre Director with, at least in your view, a great deal of sud@hind you. In

your own perception you are highly motivated towards success in the long term. You compete
with your own standards of excellence and not so much with other people. The person you are
looking for should be somebody with a great deabhohievement motivation, harnessed into a
striving to also get the coperation of subordinates.

Instructions to Interviewees

You are to be interviewed for a position as Stakeholder Relations Development and Marketing
Manager in the Nirvana College Cenive Enterprise.

You are not madly keen on the position and your previous experience has been in finance. In
applying for this position you are really taking a chance as the salary is a great deal higher than
your present income. You are also interestedhe perks of academic life and the possibility to
travel extensively around the region and indeed beyond.

Your qualifications are good but all on the accounting and finance field. You are basically looking

for a position where you can make more mgnand launch yourself off into a more lucrative
career in marketing.
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ROUND TWO

Instructions for Observers

You have to observe and read the behaviour of the interviewer and interviewee. After the
interview you will report back on the behavioubgerved in achievement orientation terms.

Use the four attitudes of the achievement orientated behaviour. You may wish to introduce a
simple scoring system.

Instructions to Interviewer

You are to interview a candidate for a position as Stakeholder iBataDevelopment and
Marketing Manager in your organisation which is a Centre for Enterprise in a university/college.
You are the Centre Director with, at least in your view, a great deal of success behind you. In
your own perception you are highly magited towards success in the long term. You compete
with your own standards of excellence and not so much with other people.

The person you are looking for should be somebody with a great deal of achievement motivation,
harnessed into a striving to alsetghe cocoperation of subordinates.

Instructions for Interviewees

You are to display as much achievement orientated behaviour as possible during the interview.
You are anxious to get the job because it is a logical step in your career and preseeds a gr
personal challenge.

You are a marketing specialist. The job you are applying for is with an organisation that is

LISNOSAPGSR Fa + NBIA2ylf OSYydNB F2N) SEOSttSyoO
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it is clear that, as far as salary is concerned, the job means a step forward in your career.
Following the role plays the group are asked by the facilitator to reflect on the contextual

relevance of théAchievement characteristics monitored in the interviews observed, how easy it
was to monitor these and whether they can spot these in future situations or indeed act them out.

87

S

l.j



Example 2

Developing a Collegwide Student Enterprise Group

The end resulof this activity will be a fully developed programme for the proposed activities of
the members of a currently rather weak Student Enterprise Association. The aim of the
programme is to maximise the achievement motivation of the future members of this
organisation through the various planned activities in the programme.

You can assume that a medium or average degree of achievement orientation is already present
in the members.

Step One

The participants are divided into groups of 4. Each group desedoprogramme of activities
stretching over 12 months, 3 evenings per week plus two weekends per month designed to
achieve the aim as set out above. Every activity must be aimed at the development of some
aspect of achievement orientation. Ensure thakeey aspect of the programme is designed to
appeal to the total group.

Step Two
Participants now meet in groups of 12 (joining up 3 former groups). During these meetings
consensus must be reached on the contents of a year programme for the maximigsti

achievement orientation of the members of the Association.

Each group must be able to motivate the contents of their proposed programme. Optimal use
must obviously be made of the contents of the programme developed by earlier group members.

Each goup must appoint a spokesman to present as effectively as possible to proposed
programme to the full class of participants and other teams.

The Facilitator will then use the session to appraise the degree to which it has been possible to

embody the Achieement Motivation characteristics in the Plans and may seek to expand and
brainstorm on further ideas.
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Example 3
Making imaginative use of Achievement Motivation Constructs

Instructions
Part 1

This exercise can be carried omt small groups or on an individual basis. It is a test of
comprehension of the reasons why people act in a certain way. For each of 4 individuals noted
below a characteristic behaviour pattern is mentioned. The aim is to harvest explanations as to
why they behave in that way. For each description the participants are asked to consider:

1. What kind of individual is this

2. What he/she wants to do

3. What the results of his/her behaviour will be

If they can think of more than one reason, give only the onectwhhey regard as the most
probable. Write your answers in the vacant spaces. Use about 3 minutes for each description.

1. John always tries something new.

2. t SGSNNRA FNASYRA Oly Ffgleéa NBfte 2y KAY F2NJ
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4. Margaret always worries about how she did in examinations.
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Instructions
Part 2

The general instructions are the same as above. The difference is that participaat® lenite

as much achievement orientation into the stories as possible. The description of the individual
must be saturated with achievement orientation. The story nevertheless has to be integrated
and not nonsensical. About 10 minutes can be spargach item.

1. Henry works much harder that most other people.

2. Louis will usually undertake a difficult task voluntarily.

91



3. William will not let obstacles stand in his way.

4. Margaret always worries about how she in examinations.

At the end of the exercise the facilitator can discuss with the group the influences upon how we
see and interpret events and how an entrepreneurial person might see them
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25. Use of Personality Selling Exercigeehe Bdoon Debate
1. What is Use of Balloon Debate?

The Balloon Debate is a personal selling exercise. Each participant assumes a character. This may
be an entrepreneurand historical figure, a priest or indeed a person of any kind, famous or
merely genericytpe (for example a housewife). The person assumed is to have the qualities to
establish a new world embodying new values and ways of doing things. The person can be dead
or alive, fictional or non fictional and from any walk of life. It is an exerciseimaginative
thinking. All the characters are going up in a hot air balloon to escape from a world falling apart
below. A planet up there is waiting for a new leader. The purpose of the exercise is to enable
each character assumed to argue/sell thaives as the best person to lead this new world.
Progressively the participants are eliminated by a voting process until only one person is left in
the balloong the future world leader. One example might set the objective as being the leader
of a futureentrepreneurial society.

2. How is the exercise constructed?

After a brief introduction, each participant is asked to assume a character.

Round 1.

Each is then given 5 minutes to prepare a one minute speech. The speech aims to sell themselves
as the person with the vision, the leadership qualities and character to build a new world. After
the speeches a vote is taken to select the top 5 (say out of a group of 20). One cannot obviously
vote for oneself.

Round 2.

Each of the remaining participantsake a 30 second speech aimed at destroying any arguments
put forward by the otherg they are not at this stage promoting themselves.

Round 3.

Each character then makes a 30 second speech defending themselves and making a final
statement as to why thewre the future leader of the world and better than the others The last
sentence must be a real rallying cry.

Round 4.

This can be a 1 minute rapid fire hot seat of each candidate by the remaining participants,

There is then a final vote to select thewevorld leader.

Round 5.

This is a post mortem discussion led by the facilitator as to why the final leader was chosen
bringing out aspects of personality, persuasive argument and presentation.

3. Relevance to Entrepreneurial Learning

The exercise is sentially a personal selling exercise. It brings out the importance of the
entrepreneurial personality. The emphasis is upon personal projection and the ability to
articulate convincing argument under pressure. In an entrepreneurial real world situation
Odzai2YSNE YR aidl1SK2ft RSNAR FNB WodzeAy3daQ GKS LIS
t N22SOiAz2y 2F aSt¥ o0StAST:E Sy3alr3asSySyid 2F GKS v
argument is often of less importance.
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4. Outcomes

ThelGe 2dzi02YS Aa GKS NBFftAalrdGAz2zy GKFG adlr{SKz2fR
as much as the product. The two are inseparable.
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26. Use of Finding Opportunities (Ideas for Business)
1. What is Use of Finding Opportunities (Ideas for huesss)?

This is a process of focusing participant attention on how ideas emerge in the market place to
solve problems or grasp opportunities. It can be argued that a key aspect of entrepreneurial
behaviour is to see problems as opportunities. The exer@iso aims to focus the group on how

all products and services can be seen as combinations of meeting needs and that thinking
through this process can be a key component of the opportunity identification process.

2. How is the exercise constructed?

The execise can be divided into three parts.

The first part aims to demonstrate how all products and services meet combinations of needs and
that exploration of this process can provide a means for finding new opportunities.

The second part explores the proses identifying opportunities from problems

The third part provides participants with a list of simple ways into business and asks them to
explore these.

All Products and Services as combinations of needs.

To demonstrate the point that all products/sdces are combinations of needs, the participants
are asked to brainstorm on the needs met by different products/services. For example they are
asked to write down as many needs that they perceive a sofa could meet that might be in the
minds of a potent@l customer (this latter condition rules out the fantasy answers including new
kinds of comfort rockets to the moon etc). A prize can be given for the first person to write down
12 needs.

The facilitator then takes up all the answers on adhgart andwill end up with a list as below:

Needs a sofa can meet

Filling space Feels warm/soft Period
Saving space Easy to match Innovative
Storage Can work on it Cheap/expensive
Nonrinflammable Can eaton it Sturdy for kids
Durable Can drink on it Change fabric
Aesthetic Resists animal fur Gets through door
Can put feet up Colour coding
Status o -
Seating capacity Room divider Easily cleanable
Firm or soft Washable fabric
Convert to bed Versatile seating Non-fading
Orthopaedic Bespoke seating

Easily moved

Participants are then asked to describe the significance isf thWhat will emerge with good
facilitation is that different sofas meet different combinations of needs and are therefore aimed
at different sets of customers. Rich newharriedpartnered will seek different combinations

from relatively poorer people ith young families living in confined spaces etc. Retired older
persons will also have different sets of needs. Participants can be asked as to where they may
see new combinations for new sets of customers.
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The same exercise can be undertaken withl@le range of other products and services. The
facilitator needs to think about this in advance and prepare for possible responses.

Participants can then be given examples of how new products and services enter the market by
processes of

Meeting Prevously Unmet needs?
Needs being better met?

More needs being met?

Different combinations of needs?

All of the above can be brainstormed.
Seeing Problems as Opportunities

To explore this, participants can be grouped and asked to brainstormliigieetent personal or

other observed experiences where there have been problems or opportunities. For example, on
holidays, at work, at clubs, in the home, in the community, in leisure pursuits etc and identify
opportunities for enterprises that might beet up to solve problems or grasp opportunities.
¢tKSasS OFly GKSY 06S LINBaSyadSR Ay I walfSa LAGOKQ
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27. Use of Ways into Business

1.

What is Use of Ways into Business?

Participants are given lists of ways of getting into business as shown belogiwamndexamples to
stimulate brainstorming.

2.

How is the exercise constructed?

Participants may then be divided into small groups and given (or select) one or more of the list
below. They may brainstorm on their selection or, as a longer project exéneisean be asked

to go out and investigate the potential and return with ideas. These are then presented in a
persuasive manner to the rest of the group. The hkgstost convincing presentation can then

be rewarded.

10.

11.

12.

13.

14.

15.

16.
17.

18.

Licensing- visit trade showsadvetise-read trade journalsapproach foreign companies
contact agentsapproach embassies

. Franchise- view international franchise magazirapproach foreign bankfnd franchise

consultantsread business journals

Rebuilding and re manufacturing productsfind products that you can rob for others, for
example, bicycle frames to make trailers or making go carts out of lawn mowers
Purchasing or assembling for othersfind products where assembly is expenspué out
parts and assemble/look for items thateabulky to transport and can be transported in a
collapsed form and assembled

Taking a little bit of a large marketfind a growing market such as jeans, stationary and air
conditioning or computer parts

. Catering for left behind marketslook for good cmpanies changing products rapidly and see

what are leaving behind and look for industries that are going fetougate-ness

. Adding value to existing products brainstorm on products, for example holidays, tennis

balls, tennis racquets, bespoke clothing
ubstituting material in existing products- find materials that much change because of
environment protection, for example; flame proof fabrics and furnishing materials, plastic

pipes.

. Becoming a supplier to a producempproach existing producers to idéfy supply problems,

look at tender lists, approach purchasing agent

Import replacement- examine import catalogues, go shopping for foreign goods, contact
purchasing agents for stores, look at import staisd identifyexpensive imported goods.
Inventing a product to meet a need in the market placexamine closely products that you
know, brainstorm on problems and needs

Second try situations find failures and look for reasons. Look for magazines, run adverts and
watch press for failures

Imitating swccessful products look at what is selling well, look abroad][ Hong Kong] for
successful products and services

Transferring concepts from one industry to anotherfind a problem that has been solved
elsewhere, for example customised credit cards.

Marketing someone else's productlook for poorly marketed products, contact embassies
and trade associations, look at venture magazines

Taking a patent opportunity go to a patent office, look for a patent consultant, advertise
Import distribution and agent - read trade journals, contact foreign embassies, join
associations

Export distribution - contact associations and producers, contaekternal chambers and
consulates
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19. Becoming a distributor or agent for someone else's produdbok for companies keen to
expand but without a sale$orce; look for products that are distributed to a wide variety of
small outlets, join associations. Look at trade journals and newspaper ads

20. Discount selling- look for bankrupt companies, companies with excess stock, manufactures
with 'seconds'. Contact sales agents, liquidators, stockists and distributors

21. Find a unique or niche group and tailor a product to thendentify special groups within a
large batch of purchasers of a product or service and segment[ vacation graygeet,class
new tastes

22. Taking existing products to a new marketook abroad for things that people buy and might
buy in your own country and not yet available, identify locally made products that have
potential in wider markets

23. Taking advantage of markeswitches- look for problems with new products and services,
analyse changes in consumer spending and tastes

24. Packaging- look for unpackaged products. Look for poorly packaged products, look for
packaging that is unfriendly tihe environment

3. Relevane to Entrepreneurial Learning
The exercise is focused substantially on discovery and exploratory learning processes involving
idea generation and evaluation as well as presentation. It builds upon the personal experience of
participants and it also canduce high levels of humour.

4. Outcomes
The central desired outcome which can be tested; is that participants have an enhanced

capacity to see problems as opportunities and have frames of reference available for appraising
them.
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28. Use of Leveragirtye Student Interest
1. What is Use of Leveraging the Student Interest?

In the University/College context a key challenge is to create wide awareness across all disciplinary
areas of the relevance of entrepreneurial learning and programmeszeraging the student
AyiSNBaG G2 ONBFGS adlFr¥FF AyaGaSNBad Aa F YIF22N
students will have an interest in starting a business or indeed a capacity so to do. All, however,
will have some interest in their peraal development and in their capacity to make an impact in
the job market. The exercise below aims to focus participant attention on the relevance of
WSaidlo0f AaKSRQ SYUNBLINBYSdNAIf |-dZNARQAz SAL & YIRt &
used to encourage them to reflect on the university/college contribution to this future

2. How is the exercise constructed?

The exercise consists of the use of two Likert scale questionnaires (see Annex). They can be used
Fa @t ey Q Ay a bwadect®nically ® NivideSsiadent body. Both questionnaires

are easily completed in a class. Each will take only a few minutes. Questionnaire 1 asks the
students to score the perceived relevance of a number of entrepreneurial attributes and
behaviaurs to their future work, social and family experience. Questionnaire 2 asks them to use
the same scale to indicate how the university/college experience has served to enhance these
attributes and behaviours. An important distinction, to be explainecfcdly, is the difference
between what has been enhanced by the formal university disciplinary learning process as
opposed to the wider experience of university life.

The questionnaires are administered in sequence and the second one is introducedaafter

discussion of meanings from the first answers.

LT GKS AyadNdzySyda NB daAaSR a | wOftlaaQ SES
discussion/brainstorming on the attributes and behaviours associated with being

WSy i NB LINB y S dzNikdding® i the qudst®nnaire €ag b drawn out by this process.

There can also be some discussion as to who they are relevanintavhat career contexts

although this is best left until after the completion of the first questionnaire. After the
guedionnaire is completed the participants are asked to draw a connecting line linking up their
Ya02NBaQ a2 GKFIG KSNB Aa | @GAaAiroftsS LINRPTFAfSO ¢
for scores and facilitating discussion of why they were stdre this way. It is obviously
impossible to collate scores in a live situation. But it is possible for the facilitator to ask who
scored a six or seven and then pick up on reasons why, similarly with scores below the median
level.

Discussion on eachtabute and its contexts can then be facilitated.

After adequate discussion the second questionnaire can be handed out and a similar discussion
facilitated as to the reasons why the university experience scores high or low. Comparisons can
be made with he impression of their personal scores. This is perhaps best done through small
group discussion. Small group discussion can also be used to bring out explanations for
variances. Full group debate can be focused upon different contexts for entrepraheuri
behaviour ¢ Who needs to be entrepreneurial? (Doctors, police, religious leaders, local
government, bankers etc). If desired this can lead further discussion of the changing
environment and complexity and uncertainty and how everyone is being affectedme way.

This might be the focus for further sessions.
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The questionnaires are completed anonymously and can be collected in, analysed and used
carefully for discussion with university/college staff.

. Relevance to Entrepreneurial Learning

The exercis is designed to bring out the relevance of entrepreneurial behaviours and attributes
to wider contexts. It also deliberately builds from the perspective of the participants, giving them
ownership of the discussion and allowing them to benchmark their gisws and experiences
with others in a nonthreatening environment.

. Outcomes

The major participant outcome is that they will gain a perspective on the wider relevance of the
entrepreneurial paradigm and will be better able to take a personal pergpeon this. The data

can also be used by the facilitator to leverage interest in the university/college in the broader
cross university relevance of entrepreneurial learning.
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ANNEX:

Entrepreneurship Questionnaire Part-1An assessment of the impamce of entrepreneurial
capacity to your future

The questions focus upon a number of key entrepreneurial or enterprising capacities/attributes.
Can you provide an estimate of the importance of these in relation to what you want to do when
you leave univesity (work, leisure, social life)?

Please complete quickly, circling the appropriate number High importani= Unimportant

Ability to see opportunities

in problems 1 2 3 4 5 6 7
Ability to take initiatives 1 2 3 4 5 6 7
Ability to analyse data 1 2 3 4 5 6 7
Ability to think creatively 1 2 3 4 5 6 7
Forward looking 1 2 3 4 ) 7

Being optimistic 1 2 3 4 5 6 7

Sense of ownership (of events) 1 2 3 4 5 6 7
Determined to be independent 1 2 3 4 5 6 7

Capacity ® make judgments on
the basis of limited information 1 2 3 4 5 6 7

Ability to persuade others 1 2 3 4 5 6 7
Ability to use social networks

for career advantage 1 2 3 4 5 6 7
Can control own destiny 1 2 3 4 5 6 7

Capacity work independently 1 2 3 4 5 6 7

Imaginative use of knowledge 1 2 3 4 5 @

Desire to see things through 1 2 3 4 5 6 7
Ability to persuade others 1 2 3 4 5 6 7
Having lots of ideas 1 2 3 4 5 6 7
Strong orientatio to achieve 1 2 3 4 5 6 7
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Part 2
The university/college experience

To what degree do you feel that the following capacities/attributes have been enhanced by
the university/college experience? (*Formal= the formal studdtationship with the
university

Informal = other aspects of university life (social, leisure, living)

7 = greatly 1= varlittle (Degree of influence*(Out of 10)  Formal/Informal

Ability to see opportunities

in problems 1 2 3 4 5 6 7
Ability to take initiatives 1 2 3 4 5 6 7
Ability to analyse data 1 2 3 4 5 6 7
Ability to think creatively 1 2 3 4 5 @
Forward looking 1 2 3 4 5 6 7
Being optimistic 1 2 3 4 5 6 7

Sense of ownership (of events) 1 2 3 4 5 6 7
Determined to be independent 1 2 3 4 5 6 7

Capacity to make judgments on
the basis of limited information 1 2 3 4 5 6 7

Ability to persuade others 1 2 3 4 5 6 7
Ability to use ecial networks

for career advantage 1 2 3 4 5 6 7
Can control own destiny 1 2 3 4 5 6 7

Capacity work independently 1 2 3 4 5 6 7

Imaginativeuse of knowledge 1 2 3 4 5 6 7
Desire to see things through 1 2 3 4 5 6 7
Ability to persuade others 1 2 3 4 5 6 7
Having lots of ideas 1 2 3 4 5 6 7

Strong orientation to achieve 1 2 3 4 5 6 7
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29. Use of Start up Frames, Stages of Stgrt Tasks and Learning Needs

1. What is Use of Start up Frames and Stages of Star?

Anew venture proposition can be appraised under 6 key headings:

THE THE

IDEA ABILITY

MOTIVATION RESOURCE

COMMITMENT

PLAN ORGANISATION
ADMINISTRATION

The Framework is shown in detail below in Exhibit 1. It has been used extensively in the
counselling of startips by the UK Small Firms Service. The process of sgtiaghew venture
can also be described in terms of a number of stages below.

Acquiring Motivation

Finding an ldea

!

Validating the Idea

!

Identifying the Resources

Negotiating to get into Business

Birth and Survival

Finding the stimulus and commient to pursue the objective g
setting up a business or new organisation (for the individual, reld
group, community and family)

Finding an idea upon which it seems reasonable to spend
evaluating further. Or an alternative means of getting intsibess
(franchise license, buying a business, etc.)

Making it or doing it. Testing the product/service (technically
with the customer). Protecting it. Testing the market.

Planning the necessary or desirable scale of business ¢
Identifying:the detailed resources required; the timing; the qual
of suppliers, materials; identifying sources of assistance

Applying the plan. Negotiating for finance, premises, contracts,
contractors, etc. Selecting the type of company and registering i

Developing the necessary ongoing systems to keep a busing
operation. Coping with all the statutory requirements.  Build
relationships with professionals who can help. Establishing clea
with customers and suppliers (and the workforce).
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While it is clear that many people set up new ventures withiormally going through these
stages, if this is not done then it can create many difficulties tftandead to failure. Examples
include those who formally set up the new venture but haeg n

1 Really clarified the idea (they set up a sandwich bar without clear consideration of the
full range of food to be offered: they start a pottery without clear focus on the range of
ceramics to be produced)

1 Really validated the idea (in terms of closescdission with potential customers,
examination of the full range of competition, ability to consistently make to standard
etc.)

1 Really explored the implications of the scale of business needed to make a good living or
produce a reasonable profit or returon the investment (for example, a person going
into the commemorative glass engraving business fails to estimate adequately the total
amount of time to be taken and the associated costing and pricing needed to make a
living)

1 Negotiated adequate resourcefr example, borrowing too little from the bank in the
first instance so that recourse has to be made for further funds after only a few months
of trading

1 Set up adequate systems and contract arrangements (leading to inadequate control of
cash or problemsvith contractual suppliers or customers)

1 Anticipated problems that might occur in early trading (for example failure of customers
to pay on time, delays in supplies, bottlenecks in operations, management of personal
time)

2. How is the exercise constructed?

There are a number of ways of using the stages approach in the design and delivery of new
venture programmes.

1./ 2dzNBES LI NOHAOALI YyGA INB FalSR FANRG G2 oONI}AYyaA
asked to interview the session leader on his/isiness idea what questions would you ask
to determine if they were likely to be successful in their new venture. The facilitator then
takes the answers for each group in turn and places them into the boxes as in Exhibit 1 below
¢ filling it out via a pocess of discussion with the participants.

22t FNIAOALI yia OFry GKSYy dzaS GKS FTNIFYSG2N] GKAC
business concept identifying strengths and weaknesses and needs for action.

3. Participants are then introduceth the stagesconcept as per the above. They are given a full
list of the tasks as set below (Exhibit 2).

4. Participants can then be divided into small groups or conduct one to one interviews to
determine at which stage their respective ideas have reached and what #e/to do next.

5. The checklists can be used to determine learning needs with a group (see the Exhibit 3 below)
and therefore used to determine inputs to the programme.

6. The material can be used in conjunction with a case (see Pedagogical Note 34) where
participants are given the task of appraising a business plan for Strengths and Weaknesses and
also to indicate at what stage the proposer has actually reached

7. The New Venture Programme can be run as a series of moduiedowing each module
participants carbe asked to undertake a number of tasks as set out for that stage.
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Exhibit 1
Appraising New Ventures

Key Components in the Successful Development of a New Business Venture

Idea and Market

Reflected in the viability of the ide:
Whether it can be demonsated that it
works. What needs it meets? How it
better than others? Who are thi
customers and how many of them a

Ability

Of the individual/group, the family an
others involved. Previous track reco
(employment and associated knowledg
and skil) and relevant to busines
Technical and managerial ability.

there? And what is the competition?

AN

/

Basic Success
Components

Motivation and Commitment
Of the individual and family exemplifig
by track record, degree of thinking thing

through and proposed sacrifice

e

™~

Resources

Physical resources needed (premis
plant, materials,and labou}. Financia
resources available and needed

The Plan

Projected Profit and Loss and Balar
Sheets.

Cash Flow.

Timing.

e
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The Administration

The type otcompany.

The statutory requirements,
insurance, VAT.

The business systems.
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Components of the above boxes as a checklist are as below:

The Idea/Market

What is the Service/Product?
Is it clear what it is?
What needs is it meeting?
Is it developed (e.g. if a product, has it been producg
tested, protected if necessary, etc.)?
i.e. Is it ready now for the customer?
Better than competition/
Enough customers?
Can reach the market

Evidence of acceptance by customers

The Ability and Experience

Previous career/experience of small business?

Has he/she had experience of this business?

What experiencend for how long?

In what position?

What relevant management experience?
Recognised/unrecognised strengths/weaknesses?
Family circumstance and involvement?

t I NIYSNRE 2N 20KSNJ Yyl 3

Motivation and Determination

Why do they want to go into business?

How long have they been trying?

What prevous earlier efforts made?

Degree of family support?

How much have they already found out about it
How will he/she live

Resources Needed and Available

On what scale is it hoped to get into business?
Is it realistic enough to make a living?
What resources will be needed for this:
premises? machinery? materials? stock?
distribution? selling? People?
Any special requirements?
Have they been obtained?
If not how can they be obtained?
What finance needed?
How will it be obtained?
What personal resources available?
Financial relationship of partners?

The Plan

Have they made a plan of any sorts?

What is the turnover envisaged (relate back to markets)?

What are overall costs any estimates/projections?

What profit forecast?

What cash needs in first year or so?

Profit and Balance Sheet projections?

What unit costs and how arrived at?

How has priceg mark upg been arrived at?

LF LINE R dzO (i qwhaf @rgetsistgndeadds @:S R
utilisation of labour and machinery; throughput;
wastage; and quality

built into proposal?

The Organisation/Administration

What form of company?

What awareness of legal requirements fd

employment, taxation, etc.?

What use made of accountant/solicitor?

What other environmental contacts?

What assistance soughtéeded?

What bookkeeping systems?

V.A.T./Tax/Dept. of Health and Social Security
Insurance needs
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Exhibit 2. Linking Learning Needs to the Process of N@nture Development

Personal Development: Stage, Tasks and Learning Needs

Stage Key Tasks Key Learning and Development Needs
1. Fromidea | Tofind an idea The process of idea generation and
and To generate an idea evaluation
motivation To explore personal capability and Knowledge of sources of ideas
acquisition to | motivation for selfemployment Understanding of the ways in which existin
raw idea personal skills/knowledge might be used i
selfemployment
Understanding of what seémployment
means
Peronal insight into selemployment
Positive role image/exploration/feedback
Selfevaluation
2. From raw Clarify idea What constitutes valid idea
idea to valid | Clarify what needs it meets Understanding the process of magiidoing
idea Make it it
See it works Technical skill to make/do it

See it works in operating conditions
Ensure can do it or make it to
satisfactory quality

Explore customer acceptabilignough
customers at the price?

Explore legality

Ensure can get into business (no
insurmountable barriers)

Identify and learn from competition

Customer needs analysis
Customer identification

Who else does it/makes it
Idea protection

Pricing and rough costing
Ways of getting into a market
Quiality standards
Competition analysis

3. From valid
idea to scale
of operation
and resource
identification

Identify market as number, location,
type of customers
Clarify how will reach the market

(promotional)
Identify minimum desirable scale to
WYIF1S I fAQAY3Q

Identify physical resource requirement
at that scale

Estimae additional physical resource
requirements

Estimate financial requirements
Identify any additional financial
requirements needed

Market research

Marketing mix (promotion etc) (ways of
reaching the customer)

Pricing

Production forecasting and process ipféng
to set standards for utilisation, efficiency
etc.

Distribution systems

Materials estimating and wastage
Estimating labour, material, capital
requirements

Profit/loss and cash flow forecasting

nao CNZR
to business
plan and
negotiation

Developbusiness plan and proposal
Negotiate with customers, labour,
suppliers of materials, premises, capita
suppliers, land etc. to ensure orders a
physical supply capability

Negotiate with banks, financiers for
resources

Business plan development

Negotiaton and presentation skills
Knowledge of suppliers of land, etc.
Contracts and forms of agreement
Knowledge of different ways of paying
Understanding of bankers and other sourc
of finance

Understand forms of assistance available
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customers, suppliers
environment contacts
Provide effective

development for staff

5. From Complete all legal requirements fq Business incorporation
negotiation business incorporation Statutory obligations (tax, legal)
to birth Meet all statutory requirements Business production, marketing, financ
Set up basic business systems systems and control
What advsers can do
Understand how to manage people (if ha
labour force)
6. From birth | Consolidate business systems Management control systems
to survival processing Cash planning
Ensure adequate financial contr| Debtor/creditor control
(debtors, creditors, bank, etc.) Marketing
Develop market, attract and retai| Selling skills
customers Environmental scanning and mark
Meet all legal obligations research

Monitor and anticipate change
Maintain good relations with banks

and ks

leadershi

Leadership skills
Delegation, time planning
Time management

3. Relevance to Entrepreneurial Learning

The approach follows the heuristics of start up appraisal, implanting initially, visaimework, a
checklist in the newd S y (i doif &gainst which he/she can appraise their own start up
propositiong as a guide to action. The Stages approach allows the starter to consider what needs
to be done and what needs to be learned in relationatoere they are now. It thus follows the
entrepreneurial learning principle of linking learning closely to doing.

4. Outcome

The intended outcome is that the starter anticipates as many problems and opportunities as
possible during the process of cregjithe venture thus limiting considerably the risks and stress

involved.
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30. Use ofhe Business Plan as a Relationship Management Instrument
1. What is Use offlie Business Plan as a Relationship Management Instrument?

The business plan is often placedthe core of a new venture programme. Yet the research
evidence demonstrates that it has not been central to the initiation of many businesses, even
those that are now global. It is also unlikely that it was ever invented by an entrepreneur. It is
more likely to be the product of those who offer resources to the entrepreneur and need formal
documents and plans to justify their decisions (bankers, venture capitalists, public grant and loan
giving bodies and large company customers and suppliers). Tédsndd mean that the plan can

be a useful means for the entrepreneur to think out his venture. The work of Saraswathy and
others indicates, nevertheless, that the plan rarely turnsistite reality and it is the capacity of

the entrepreneur to learn orhis/her feet that is the mark of success in the early and probably
later years.

These thoughts have major implications for the teaching of atprbusiness planning. Arguably

it is best taught as a relationship management instrument. Although théyalvihave some

things in common the banker will look for somewhat different things from the formal venture
capitalist, from the angel, from the public agent from the woulde partner and from the

corporate business. The plan, in this case, can beaoed with a CV which while containing a
O02YY2y GKNBFR A& WRNBaaSRQ (G2 adaAaid GKS &LISOATA
opportunities for the educator.

Main components of the Business Plan
Different organisations have their own formdigt common points are as follows:

The Plan format
A summary
A overall objective; vision
A background to development
A the needs to be met and customers
A the market and potentia, reaching it
A the people- ability, motivation and commitment

A the scale and resourceequirement (equipment, staff, materials, location, technology)
standardsc costs

A management, organisation and systems
A financial plang available, needs, gapwhat if?

The Summary
A the name
A objectives of new company or development
A idea/product,customers, market, competition, USP
A scale of businesswhy ¢ and location
A people, management and organisation
A resource summary, requirement, commitment, gap and financial forecast
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Background to development

A history to development of market/opportunity

A the relevant environmental conditions

Aske GKS WiAYS Aa NRIKGQ
A demonstration of the relevant know who

A demonstration that really know the business

The Idea and the Market

A the product/service clearly expressed

A evidence that can make it/do it to quality

A the needs/benefits it will meet/provide

A customers (profile}, evidence of acceptance at price

A the market size, growth, segments, share

A the competition (the best) and the USP

A the price/cost/margin relationship

A how will enter and reach the marketchannels promation ¢ distribution

The People

A who involved

A relevant abilities and experience (technical, personal, managerial and relevant sector)
A motivation and evidence of commitment and ambition

A relevant contacts and networks (full CVs in the Annex)

The scale andasource requirement

A Scale- output targets of entry and why at this scale (technology, customer requirement,
ambition, market opportunity)

A Physical resource requiremenhew or additions (what and why)

A Cost estimates, prices and marginsnd standards o which they are based (utilisation,
wastage, efficiency, quality)

A Locationg and rationale

Operations process and technology (where relevant)

A types of process and rationale
technology and rationale

A competitive industry context

A supply and maintenance ctext
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The Management, Organisation and Systems

A ownership

A key managers and responsibilities

A organisation structure

A organisationg type and rationale

A relationship of management to ownership where necessary and relevant
A legal requirements to be metf(ielevant)

A business systemscontrol

The Financial plan (with full explanatory assumptions)

A sales forecast

A profit and loss forecast

A cash flow forecast

A balance sheet forecast

A breakeven

A contingencies, alternatives
A payback and rate of return

While the @ove framework is useful participants should be advised to follow the formats
available from the various stakeholders where they are available.

. How is the exercise constructed?
There are a number of different possible approaches.

Role play
The studentsare given a stagqup case (see Pedagogical Note 33). They are then divided into
small groups as follows:

- a bank presentation group

- aventure capital group

- apublic grant giving group

- an active partner investor group

- afamily group

Each of the groups isivided into two ¢ one subgroup which will present the case to the
stakeholder acting the role of the entrepreneur and the other group representing the
stakeholder. Each subgroup is asked first to brainstorm on what the stakeholder will be most
looking forin the proposak the entrepreneur group in order to direct the presentation and the
stakeholder group in order to question it. On the basis of their thoughts which are guided by the
facilitator they enter into a negotiating role play for the rest of tass.
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Class Brainstorming on Case

If time does not permit, the class can brainstorm as a whole on the different stakeholder
perspectives. They can then be given the case and asked to comment upon it from different
perspectives, as a written exereisr full class discussion.

Class Brainstorming on a short mini case statement as below:

H 62YSY 6K2 Nizy (KS adz00Saa¥fdzZ 1(1A2al1 OKFIAYy 27
expand their business into jewellery and cosmetics. They need tofa(5600 for this exercise.

They think that they can get it either from: a bank; their parents; potential partners; Korean
suppliers; venture capitalists; or from government grants.

What would these different stakeholders look for in a Business Plan? \&taald they
GKSYaSt @Sa 6S LI NIAOdz F NI @ GKAYlAy3d Fo2dzi G2

Using Stakeholder representatives

As preparation for the exercise the whole group can interview invited stakeholders with the
purpose of identifying what particularly theyeatooking for in a business plan. The results can
then be compared.

A Guide to the different perspectives that might be found is as follows:

The Business plan as a negotiating and communicating tool
Who is it for and why?

for partners

for the staff aml management team
for investors

for lenders

for customers and suppliers

for bureaucrats

for providers of property

for the family

Too Too T o Too T Do I

What are they looking for and why?
Bankers view

A does the plan match the bank format?

A'is the plan goodwould my boss back?

A can they repay when?

A what arethey putting in- anyone else?

A what are the risks and assumptions/

A guarantees realistic and solid?

A clear idea and marketfuture?

A honesty, relevant ability and past behaviour
A what is cash to be used for?

A can hey run a business and communicate?
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Investors view

solid plan, assumptions and contingencies

product and market solid opportunity

experience of making, doing it

networks good

profit, growth and dividend projections

way out- time horizon

team, and ability for fast development

commitment and others involved?

gearing good for raising other finance

we can communicate with them and work with them

To To o Too Too T T To Bo o

Business plarg Entrepreneurs view

do | believe it (in the mirror)?

where will it go wrong and whawill | do?
how solid is the top line?

would | buy it if so why- if not why?
who is it for- will it meettheir needs?
how should | present it?

can | use it for planning at all?

is the cash flow rightgearing?

is there enough contingency in it?
what will change for me?

Too Joo To oo Too To o T To o

Potential Partners view

have | ownership of the plan

what is my risk and how great

exit routes in emergency (divorce etc.)
my role in the businessdecision making?
communication

personality compatibility

ambition / motivation compability

others involved and role/power

time horizon

Too Too T o Too T o T To

Customers view

really good product meets our needs
guality and consistency

clearly better than others

will be dedicated to us

good terms of delivery

low risk of problems financially sound

track record of reliability

up-to-datednesof technology

plenty of slack flexibility

good communication pointspartner/strategy

o oo Joo Too T To To o To I
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Bureaucrats view

A solid plan covering all contingencies

no risk of scandalhonesty- track record

good network and cdirdence of other bureaucrats/politicians
can meet state grant or loan criteria

plan is in our format for our convenience

communication will be good

other respectable institutions/people involved

meets political objectiveg PR

To To o Too Too T I

Family view

understanding

risk to family assets and security

steady stream of income

disturbance to family life demands on time
personal family involvement

ownership obligations and returns

A future for children

A changes in friendship patternsocial obligations
A status and lifesty - present and future

Too Joo To Too T To

3. Relevance to Entrepreneurial Learning
The approach is one of learning by and through relationship management. As indicated in earlier
Notes, it is through relationships with stakeholders that entrepreneurs do most of their lgarnin
The relationship approach to business planning moves participants into this frame of mind.

4. Outcomes

Participants will know how to develop and appraise a business plan from different stakeholder
perspectives and will have practiced negotiation oe Hasis of the plan.
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31. Use of Surviving in the Early Years of the Venture

1. What is Use of Surviving in the Early Years?

It has been commented upon extensively in earlier notes that much of entrepreneurial learning
takes place during the first few ges of the venture. This is often via a process of solving
problems and responding to the unanticipated demands placed on the venture by the task
environment. It can be argued that the capacity of the venture to survive and even develop will
be the functon of the capacity to learn from the experience but also to anticipate problems. The
Annex to the Pedagogical Note 23 on Immersion listed a range of such problems that are known
to occur in the early years of the venture. The challenge to the educatdo iorganise
1y26ft SRIS I NRdzyR G(GKSa$S AaadzSa a2 GKIFIG GKSe@
adequately prepared for. This demands a problem solving action learning approach where the
knowledge is organised around the problem solution.

2. How is theexercise constructed?

Participants are asked to brainstorm on the kinds of problems that might occur in early years of
the venture. The facilitator takes the feedback and can organise it under various headings as in
Exhibit 1 below.

Exhibit 1

FORSEEABLE PROBLERISING
FROM INADEQUATE HRIESINESS
PREPARATION

UNFORSEEABLE SYSTEMS PROBLEMS

STRATEGIC ISSUES
THINKING FOR SURVIVAL RESULTING
STRESS AND TIME PRESSURE

C2NB5aSSHotSQ tNRrof Sya
These largely reflect the failure of the stanp business to think through sufficiently each of the
stages of the startip process. Common problems that will emerge are shown below.

ldea

- the idea (product or service)dogs2 i YSS{i OdzaG2YSNRQ ySSRa
- customer feedback shows a different set of needs or different combination of needs

- there are insufficient customers to make a living

- the product is indistinguishable from that of established competitors

- inconsistency in qualityral service (delivery)

- the product cuts across existing patents, designs or copyrights

- reaching the market proves difficult
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Resources

Resources have been undestimated in particular

- adequate stocking levels have not been catered for

- supplier reliabity has not been sounded out carefully enough

- working capital requirements and terms of payment have not been calculated carefully
enough

- work in progress is excessive

- there is excessive wastage

- quality production and distribution has not been maintaindcha even level

- outputs have been over estimated because of failure to plan for realistic levels of utilisation

Finance

Financial resources are inadequate as a result of:

- inadequate projection of cash flow particularly negative cash flows

- resultant failue to negotiate sufficient overdraft facility

- taking too much out of the business too early

- failure to control debtor/creditor relationships

- under pricing from the beginning

- insufficient equity

- failure to understand how quickly things happen once a busiigstarted

Management

Professional/management problems including:

- problems with partners covering a wide range of issues such as: disparity of effort; different
attitudes to growth; job demarcation; decision making; rewards from the business; personal
guarantees; management style

- family problems relating to support of the spouse and adequate devotion of time to domestic
life

- weaknesses in personal or technical managerial skills critical to success (for example personal
presentation, negotiation skills)

- basic inadequacy of systems or appropriate management control

Unforeseen Problems
These problems will involve the development of survival strategies and could involve major
unforeseen problems as below:

- downturns in the economy

- changes in key personnelihe external environment (bank managers, buyers, suppliers)
- failure of key customers or suppliers

- changes in the regulatory environment

- fundamental shifts in customer needs

- illness, ill health or changes in family circumstances
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Systems Consolidationrpblems

These broadly relate to the development of basic systems for survival. The role of the counsellor
will therefore be in analysing basic systems/problems, creating awareness of appropriate systems
and, importantly, demonstrating how these will worKey problem areas to look for are shown
below.

1 cash flow management

9 planning cash flows

9 basic production/service management systems allowing adequate control of utilisation,
efficiency,

1 wastage and quality standards

9 development of appropriate trading, pfit and loss forecasts and budget systems

1 making adequate provision for tax

9 ensuring basic office systems

1 basic sales analysis and customer feedback systems

1 selecting (and using adequately) professional advisers

Strategic Thinking for Survival

Formal lusiness planning is not within the capability of many small businesses. Educators who
place too great an emphasis upon this may be in danger of overloading a management that has
little time to spare. Planning ahead does not, however, have to be higimafised. It is, above

all, an attitude of mind. The educator can make a major contribution to the small firm in this
respect by focusing participant attention on the londerm impact of the problems or
opportunities that are being discussed. Strateggsues that are likely to be important to the
survival of the business are listed below:

1 over dependence on single customers and suppliers

9 strategic gearing of the business and ability to service external debt

1 thinking about new ideas and new personnel

1 ways of coping with inexperience

9 finding new resources

T YSGK2RA 2F Y2yAUu2NAYy3 (GKS SyYy@ANRYYSy(d WI LILIN
reading the

9 right journals; visiting exhibitions; harvesting information from suppliers and customers;
personal

1 networking at local, regional and national levels

1 being unafraid to talk the business through with advisers, the bank manager and other key

persons (even customers) upon whom the business depends for survival
1 overall, developing recognition that it is notwat the owner feels about the business that is
important to survival but what customers, suppliers, advisers and workers feel

The above issues form the basis for programme development. It will be important for the
educator, in addressing any of the foproblem areas in Exhibit 1 to focus programme content

not only on solving the immediate problems but also exploring the nature of the other issues
ARSYUGAFASR 0208 |yR (GKS YIFIyF3aSySyidQa adaNI (GS-
programme will help toshape strategic thinking, consolidate the basic systems upon which the
organisation depends (in an appropriate fashion); and facilitate theasting of the business

plan to cope with problems that might have been foreseen or indeed are random andylargel
unforeseeable.
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The importance of this approach to the educator is that it provides the focus for the organisation
of knowledge. For example, cash flow management can be approached by analysis of the
reasons what it presents problems resulting from:

excess working capital accumulation

inadequate debtor creditor management

overtrading

negligence in invoicing

inadequate bank arrangements

poor margins

excessive personal withdrawals

inadequate volumes

undercapitalization

over-gearing

=4 =4 = = = - -8 -8 -8 f

3. Relevance to Entreprenatal Learning
The approach is essentially focused upon entrepreneurial problem solving.
4. Outcomes

Participants are equipped to anticipate problems that might occur in the early years of the
venture.
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32. Use of Segmenting the New Venture Programitarket

1. What is Use oSegmenting the New Venture Programme Market

N

© N Ok W

10.
11.
12.
13.
14.
15.
16.
17.

18.

19.
20.
21.
22.
23.
24.
25.
26.
27.

28.

As in all education and training programmes there may be different groups of people with very
different learning needs. This is also the case with new Venture Programmes. There may be
distinctive benefits from segmentation as below. Each offer different opportunities in different
localities and often with different sources of programme sponsorship and partnership.

How is the exercise constructed?

In groups, the following list providegtimuli for discussionGroups can be asked to brainstorm
business ideas to reach each market, or can explore 1 idea, against these potential markets,

looking for market development and new product extensions.

Market Segmentation Opportunities

By stageof the startup procesg; see separate pedagogical note

By scale the larger the scale of business the greater effort needed to assemble resources and

plan the business
Agecyouth ¢ retirees¢ second career.
Gender

Sectorg craft, tourism, hotel and daring, IT etc

Clusters; groups of interrelated businesses in a sector, for example outdoor clothing

Inward investor entrepreneurg moving in to a particular area

Small company spiaff ¢ existing small company entrepreneurs have many ideas for newsstar

which can be exploited

University technology transfer oqtwith particular problems relating to IP and longer periods of

negative cash flow

Graduateg; with problems of limited resource and usually limited know who

Vocational educatioq ¥ 2 Odza SRA tizEl2 e Wa | Af €
Self employed focused upon can | make a living?

YI1S

Locationc rural ¢ focused upon footloose business ideas and rural services

Social enterprise with a not for profit orientation

6dzaAySaan

Level of educatiog with different capacits and motivations for engaging with education

E-business/commerce in a global context

Market ¢ international ¢ with global networks and different cultural (ways of doing things) in

different markets

Market ¢ large customec, facing very different prolems of getting on to the buying list of large

firms

Craft¢ with distinctive culture, outcome orientation and markets

Micro businesg with easy entry

Home Business a specialist market in itself
Professional (white collar ) businessicluding healthGPs, Opticians, leisure, consultancy etc

Team based businesse®ften linked with spin outs and spin offs

Licenseg distinctive needs for investigation

Franchiseg very distinctive challenge as way of life
Ethnic Groupg often with very different netwoks and cultures

Disadvantaged groups prison populations among others with different problems of credibility

and market entry
Turn rounds
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29. Schoolg; with head teachers now becoming more their own entrepreneurs
3. Relevance to Entrepreneurial Learning
Thisapproach focuses upon their customer.
4. Outcomes

t I NOAOALI yiGia SELX 2NB ySg odzarySa
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33. Use of Developing Operations Standards as a basis for Estimating Costs and
Controlling Operations

1. What is Use of Operations Standis?

These are standards that might be set formally, or informally estimated, as a basis for controlling
operations in all kinds of service or manufacturing operations. There are four key areas that are
relevant to all kinds of activity.

Utilisation of pace, machinery, other assets and labour

Efficiencywith which these physical or human assets are used

Wastageof materials consumed in any process or service, and

Quiality control of the service or product

The importance of these four areas to settingcobts in a new venture is best demonstrated by a
simple example.

In a motor vehicle repair garage the price of the service to the customer will be a function of:

- the cost of labour in the service

- the cost of the parts/materials used in the service

- recovay of appropriate portion of overheads

Labour charges will need to be based upon estimates of:

Utilisation ¢ the total hours that will be available to be charged out to customers. This is unlikely
to be all the hours that will be paid for by the firnkor example if there are 4 mechanics each
working 40 hours then there are a total of 160 hours ostensibly available. But there will be range
of foreseeable and unforeseen circumstances that will prevent this. Foreseen circumstances will
include toiletbreaks refreshment breaks, time spent in cleaning up, time in collecting materials,
time in discussion of problems and in briefing for different jobs etc. There will also be
unforeseeable time lost, waiting for the use of a hoist, discussions with amaston the
telephone if problems are found during the service, waiting for a particular part etc. In general
therefore the garage can only probably expect to sell out 80 per cent of total time paid for. The
utilisation standard hourly cost will therefotze:

Total wage bill of the 4 mechanics
80% of 160 hours = 128 chargeable hours

Efficiencyq the degree to which jobs are undertaken in the time allocated as a standard. Most
major garags will have standards for all the kinds of jobs likely to be undertaken in terms of
labour hours to be spent (for

example standard hourfor certain make of car/mileage service, replacing a clutch etc). These
form the basis for estimating costs to thestamer. In the major dealerships there will be
manuals that indicate the estimated times for all types of jobs. When a mechanic is allocated a
job he will also be allocated a standard time. When he completes the job he will put the actual
time taken wih explanations for any variances. Labour efficiency can therefore be measured at
the end of a week by calculating:

Total time allocated to jobs
Total time actually taken
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It is unlikely that efficiency will be 100%many unforeseen problems might occgrso on the

basis of experience a standard may be say 95%. Yet the customer may not always be charged for
the extra hours so there will need to be some allowance made for aagivery relating to
efficiency standard outcomes. If 5% of hours are lost then a further 8 hours (5% of 160) will need
to taken away from the chargeable hours base above.

Wastagec there will always be wastage of materials and components. Some coms et
be damaged in use and therefore written off, some may disappear as mechanics use them for
their own private purposes, some will be faulty etc. Therefore, in reality, it is unlikely that a
JFNF3IS Attt WasStft 2dziQ wmnxthe gafis deparfmen®20viitlie y Sy (i a
basis of experience therefore, a standard might be set based upon a calculation of:
Cost of materials booked out to customers
Cost of materials booked out from the parts department

Cn &
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Quiality ¢ quality can be measured in a number of wgysee below. In the context of the garage

it will probably be measured by customer feedback andre importantly by the amount of
WNBG2N]l Q GKS 3IIFENr3aIS KFa G2 R2 Ay NBalLkyasS Gz
perspective, therefore, a certain standard may need to be set for hours spent on rework
(including extra hours not charged to good tusers as gestures of goodwil for example

NBLI I OAy3a 2NJ OKIFIy3aAay3a | NedzyR GeNBaovo ¢ KS ydzyo
week) will therefore need to be deductdrbm the sold out hours calculation as above.

So in the light of standds set for utilisation, efficiency and quality the hourly cost rater may be
calculated as:

Total labour costs of mechanics
160¢ (32 + 8 + 3) =117 sellable hours

In many small businessg using absorption costing, the total labour hourly charge actually
booked to the customer would be the result of the above plus an addition for overhead and
profit absorptions calculated as follows:

Total overhead costs plusgfit estimate
117 hours

This simple example can be expanded as a framework for all kinds of service and manufacturing
activities, no matter what the scale. Its purpose is, however, to critically demaasthe
importance in any start up situation of properly working out costs and estimating standards as a
basis for this. Also there will be need to develop appropriate, often simple, systems, to measure
performance against standards. In the case of thegm all of this can be designed into a simple

job card.

. How is theexercise constructed
1. The importance of the concept can be demonstrated by request to different groups of

participants to work out how utilisation, efficiency, wastage and qualitghthbe measured in
different operating contexts building from the basic framework in Exhibit 1 below.
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Participants might explore how they would measure and use Utilisation etc in:

Utilisation Efficignc Wastage Quality
Hotels
Restaurants
Computer services
Supermarkets
Furniture manufacture
A pottery

Consulting firm
Cleaning Services
Plastics Extrusion

and how they might use it for costing and produce systems for collecting data for eraeat)
control purposes. A major challenge in this is to discuss the relative importance in different
situations of whether to measure physical asset use and efficiency etc or human resource use.
For example, in a hotel, utilisation would be measured leg mights sold over bed nights
available. Efficiency measures might be different as per different parts of the business (for
example, rooms cleaned per staff hour over a standard). Wastage might be measured in terms of
room materials consumed over roomaterials available (with an estimate for theft built in).
Quiality might be measured by customer complaints or compliments.
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Exhibit 1
Basic Operations Measures

UTILISATION

of: labour
machinery
space
measured by

labour and/or machine hours on job

total production labour and/or
machine hours available

and/or:

spaceutilised for production
space available

NS

EFFICIENCY

of: labour
machinery
space use
measured by:
units produced per labour and/or
machine hour against standard
standard hours of work produced
standard hoursawvailable
and/or: (in retailing)
sales per person and/or per square

foot against standard

QUALITY
of: output/sales

measured by:

units rejected
units produced

and/or:

amount of rework
total output

and/or:
number of returns
total sales

and/or:

number of customer
complaints/returns

PERFORMANCE

AINST
ANDARDS

N

WASTAGE

of: material
measured by:

material content of final product
materials input
and/or:
components sold out
components bought
and/or: (in retailing)
goods sold

goods bought
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. Entrepreneurs from different types of venturean be brought in and questioned as to how they
build up costs and develop standards.

. Participants can be asked to brainstorm and/or investigate what might be the sources of
problems of deviation from standards of utilisation, efficiency, wastage andtygualdifferent
contexts and how these might be measured/controlled by management

. Relevance to Entrepreneurial Learning
The approach boils costing and standards setting down to its simplest form to allow participants

and wouldbe entrepreneurs to seéi KS Wg22R FTNRY (GKS (GNBSaQ 27
focuses upon the core elements of operations management and not sophisticated techniques.

. Outcomes

Participants will be equipped with the basic capacity to cost and develop and maintain standards
in operations.
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34. Use of Case Studies

1. What is Use of Case Studies?

¢tKS OlFasS Aa | aAaydzZ FdAazy 2F | WNBIf @g2NIRQ &aAi

usually disguised in name to protect confidentiality. As indicated in Pedagogical Alaia 1
I NAGAOItf LYOARSyi(iaz GKSNB |NB @O NAR2dza f SOSt &
a basis of class discussion to the long complex problem solving exercise of many pages.

2. How is the exercise constructed?

The case method can beagsas a major focus for participative learning often involvingghass

reading and a list of questions to be considered which will be focused upon in class. Case analysis
may be used for examination and assignment purposes. Case writing may alsot lué par
learning programme and can be used, for example, as a final project assignment. The focus of
most case studies is upon problem solving but they can be used as demonstrators as to how
things can be done, as a basis for discussion as to how thirmsgdshe done, for the
development of frames of reference for analysis and as a basis for demonstrating the value of
certain concepts in practice.

A case study for entrepreneurial learning would have the following components:

1. A case, description of gparticular real life situation presenting the basis as noted above for

class based discussion and potentially role play and other pedagogical methods

2. A series of questions/issues for the class to consider

Some issues may be directly related to theeca

Soa o W5AR GKS YIylF3Ay3 RANBOG2NI A3Jy2NB (Se
RS O A Dhers/ambe of a broader conceptual nature

edb3 P W2 K INB GKS (Sé& O02YLRySyida
managing Direé 2 NA F LILINR I OK (2 (GKS LINRof SYKQ
Others may be of an action nature

2

2F {GNX GS3A
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So3 0 W2 K G FFOG2NAR ¢2dzf R & Avited in kothS compatyzas 02 y & A R
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3. Handouts and articleg which provide a basis for conceptual thinking and sometimes
providing further background information

4. Teacher/facilitator noteg which may or may not be ultimately used a class handout

The facilitator will need ample whiteboard and flip chart space. He/she will need to be prepared
to organise knowledge emanating from the class in a planned way but will need to be flexible as
the way in which knowledge will emerge camralways be predicted. Control of the class is
exercised by a mixture of closed and open questions and by use of building and summarising
behaviour.

There will be opportunities for use of a number of pedagogical tools including role play, drama,
presentation skills development, and debate.
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3. Relevance to Entrepreneurial Learning
Case teaching can be the antithesis of entrepreneurial learning unless it is used not as an
analytical paper based and essentially reductionist problem solving exercisss umeans for

stimulating wider thinking and conceptualisation of issues. Cases are no real substitute for active
external engagement with real ambiguous situations.

4. Outcomes

Taught entrepreneurially, cases can provide a strong means for the devetipoh frames of
reference and for the practice of certain entrepreneurial skills.
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35. Use of Exercises in Finding Ideas for Business
1. What is Use of Exercises in Finding Business ldeas?

The aim is to present participants with exercises focused ugentifying ways into business.
They are presented with a select range of opportunities for finding ideas. Some of these were
discussed in Pedagogical Note 28 on Opportunity Identification.

2. How is the exercise constructed?

I NI} y3IS 27F dzLJ dizA yoJa 84 [ @lay AoySi2A Yy GNP RdzOSR 64SS
be discussed with participants. They can be asked to add to the list of examples and then to

discuss ways of approaching the opportunity based upon the general content outlined in the
Annex and their own experience.

{GdzRSyi(ia YlIeé& (KSy 6S ONRB1SYy AyG2 3INRdZIA |yR 3IA

more and then given a project to identify, evaluate and present the findings to the class as below.
Group 1 a)import repl@ement possibilities!
b) substitutematerials components in an existipgoduct or service wherare
problems
Group 2  a) add value to an existing product/service
b) useunder-utilised people
Group 3  a) meeting an unmet need
b) meetinga marketshortage
Other groups can be given further assignments from the list in the Annex.
Students report back and present the results of their agaigmt to the whole class. There may
then a vote on the most convincing presentation of an opportunity and how they researched it.

There can also be an accompanying discussion of how the particular opportunity was chosen.

3. Relevance to Entrepreneurial Laang

The exercise is essentially one of brainstorming on the basis of existing knowledge, action
learning with the use of frameworks and analysis and presentation.

4. Outcomes

That participants know clearly a large numbers of entry points into businestared explored
many of these. That they are also motivated to follow up on this.
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ANNEX
GATEWAYS INTO BUSINESS

¢tKSNBE IINB oH W2l @&a Aydz
may be taken to pursue the opportunity. Thé v

have been set out above.

HOO~NOOR~wWNE

MANUFACTURINGNDERICENSE
FRANCHISINE®ODURBUSINESS

REBUILDING JREMANUFACTURINRRODUCTS
ASSEMBLINGPRODUCT

IMPORTREPLACEMENT

BECOMING 8JPPLIER TABNOTHERRODUCER
GAINING ASVALLPERCENTAGE OEARGHEVIARKET
CATERING TKEFTBEHINOVIARKETS
SUBSTITUTINRIATERIALS BXISTINGPRODUCTS

. ADDINGVALUE TE&XISTINGPRODUCTS

. DRAWING UPON TIRESOURCES UORDERUSEDPEOPLE

. COMBININGTWO ORMIOREASSETS INTANEWONE

. TAKINGADVANTAE OF MARKEBNITCH

. PACKAGING

. TAKINGADVANTAGE OFFASHIONDPPORTUNITY

. CAPITALIZING ONGROWTHREND

. SECONBIRYSTUATIONS

. IMITATINGSUCCESSFBRODUCTS ARISINESIDEAS

. IMPROVING ABXISTING®PRODUCT OBERVICE

. IDENTIFYINRIARKETGAPS ORHORTAGES ARIDLINGTHEM

. INVENTING NEWPRODUCT

. TRANSFERRINGONCEPTEROMONEINDUSTRY TANOTHER

. MARKETINSOMEONH_SIBPRODUCT

. LOCATING RATENTOPPORTUNITY

. BECOMING BISTRIBUTOR FSBMEONS PRODUCT @&RRVICE
. BECOMING ARGENT FOBOMEONBPRODUCT OBERWCE

. EXPORDISTRIBUTION

. BECOMING ANMPORTDISTRIBUTOR @BENT FORRODUCTS ANEERVICERIADEQUTSIDAHEUK
. IDENTIFYINGNIQUEQLIENTGROUPS ANTAILORINGPRODUCTS FAGREM

. TAKINALOCAIEXISTIN®PRODUCTS TdEWMARKETS
. PLANNING ANBROMOTINGVENTS

. DISCONTSELLING
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1. MANUFACTURINGNDERUICENSE
Defined as?

Purchasing the rights to manufacture and/or sell a product* Alternatively, selling the rights for
someone in another area to manufacture a product you own the rights to.

*The license can give yexclusive rights for a geographic area and/or a specific market.

What Are Some Examples?

1. ¢KS W22N] K2NESQ

receive royalties.

toys in Europe.

Key Questions for Brainstorming:

T2

invented by a North American and the licen
to manufacture it was sold to Black & Deck

2. Publishing boks is a form of manufacturin
under license. Authors create books, sell
rights for their materials to published, an

3. One young European entrepreneur contact
a United States manufacturer of toy soldie
and obtained the rights tananufacture the

How Would | Do It?

1. Decide what type of manufacturing you wou

like to do.

Locate a product to manufacture by:

(a) Advertising for inventors to submit ideas

(b) Reading publications related to ne
products in your field

(c) Looking for products manuééured in other
countries

(d) Approaching companies which may ha
rights to products they do not want t
manufacture at the present time

(e) Attending trade shows

(f) Contacting venture capital organisations

(g) Contacting a local Innovation Office

(h) Reading the businesspportunities sectiong
in newspapers and trade magazines.

If you want to sell manufacturing rights to

product or service, locate a manufacturer by:

(a) Contacting manufacturing associations in t
UK and other countries

(b) Contacting the local Innovation fife of
Business Links

(c) Advertising in the business opportuniti¢
sections of newspapers

(d)Identifying  manufacturers  of  similg
products or products which would go we
together in a package with your item

e/ 2yl OGAYy3 YI ydzFIl O

() Displaying your pragkcts at trade shows

(g) Contacting venture capital organizations

For what product or service could we purchase the manufacturing rights?
For what product or service could we sell the manufacturing rights?
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2. FRANCHISIN¥OURBUSINESS

Defined as?
Selling the rights and support systems for another person to operate a business patterned after
your concept or business, in another location. The contract usually provides for ongoing income
from royalties and/or sales of suppis. It might also provide for shared costs for advertising.

What Are Some Examples?
1.

2.

Pizzaland

Prontoprint - based originally on the quic
print concept in the US but tried and teste
in the North East of England before natiof
and international dissemination

Poppies¢ a successful domestic cleani
serviceq tested in the North East of Englat
and subsequently expanded

Key Question for Brainstorming:

How Would | Do It?

1.

Establish a successful business or concep
a business that is easily duplicated.

Buy a book and get pro$sional advice
related to selling franchises.

Decide where you wish to grant franchises
Advertise through newspapers, trag

associates, magazines, franchise sho
chambers of commerce and other sources

How could we dvelop a business concept that can be franchised?
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3. REBUILDING OREMANUFACTURIN@RODUCTS

Defined as?

Taking a product that has come to the end of its useful condition and rebuilding it to a newer

condition, or remanufacturing it into another product
What Are Some Examples?

1. A company takes alternators and starters frg
wrecked cars, rebuilds them and sells them
reconditioned parts.

2. A handyman takes household applianc
reconditions them and resells them.

3. A company takemotors out of wrecked cars an
remanufactures them into inboard marin
motors.

Key Question for Brainstorming:

How Would | Do It?

1. Identify a product which has the followin
qualities:

(a) It wears out with use over time

(b) It can be rebuilt by adding new parts |
reconditioning the old parts to origine
standards

(c) The original product is expensive enou
to warrant a rebuild.

2. ldentify a product which has compone|
parts which can be used as the basis
some other product and which has th
following qualities:

(a) The product wears out with use ovi
time

(b) The originalproduct does not warrani
rebuilding to its new condition fo
reasons such as obsolescence

(c) The parts are cheaper to obtain from tf
used product than they are to obtain ¢
a new item.

3. ldentify an economical and reliable way
obtain the used parts.

4. |dentify a procedure to disassemble, rebui

and reassemble the components.

5. ldentify a market for the reconditioned ¢
newly created products.

What product could we buy in a used condition and remake into a new conditiarseithe

components to make another product?
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4. ASSEMBLINGEBRODUCT

Defined as?
Purchasing all parts for a product and assembling them to produce the finished product, or
providing an assembly service for parts purchased by others.

What Are Some Exames$? How Would | Do It?

1. A mechanic offers an assembly service| 1. Look for products which are made of seve
customers who purchase car Kits. parts, where one or more the followin

conditions apply:

2. A company formed by a recreatic
student brings in playground equipmel
kits, consisting of pipes in various shay
and assembles large playgroul
structures.

(&) The assembly process is expensive
individuals to do and costs can |
reduced by using a central assem
service.

(b) The product is assembled fromans
manufactured in various location
Your location is conveniently located
a collection point for assembly of thes
parts.

(c) The product needs to be assembled ir
a single form before being shipped fro
you area to another.

(d) The assembled product igso expensive
to ship into your area as a completg
unit, but it is less expensive to ship tl
unassembled parts.

(e) The product is sold in parts t
consumers, but the average pers
cannot, or is not willing to assembile it.

() The product is a bulky item whicis
awkward to ship, but the separate par
are easier to transport.

2. Analyse various products and assem
operations to find situations where you cz
save yourself or someone else time, effc
or costs by setting up your own assemi
unit.

Key Questiorfor Brainstorming:

What products could we assemble which would save someone time, effort or money?
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5. IMPORTREPLACEMENT

Defined as?

Identifying a product or service which is imported and then replacing the imported item by

producing a similar produdocally.
What Are Some Examples?

1. A line of farming irrigation equipment wg
imported from Europe. A UK company beg
making similar equipment as an impg
replacement in the local market.

2. Domestic dehumidifier equipment was imped
into the UK. A local company in the North E
decided to make its own version and built ug
substantial business

Key Question for Brainstorming:

How Would | Do It?

1.

Identify a product or service which

imported into Canada and which yq
could produce locally. These can

identified by:

(a) Examiningimport publications ang
AYLR2NISNEQ OF 41 €

(b) Contacting purchasing agents
identify goods which are purchasg
by local industries.

(c) Examining products which are :
around you to determine wherg
they are made.

(d) Reading statistical reports ¢
imported goals and scouringuying
sourceof local large companies.

Identify an area of your expertise ar
then analyse imported products relatg
to that area to find those which yo
could reproduce locally.

Identify imported products in you
markets that are @o expensive becaus
of shipping costs or tariffs. Repla
them with lower cost goods of similg
nature.

What imported products could we replace by producing locally?
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6. BECOMING BJPPLIER TANOTHEFPRODUCER

Defined as?

Produce a product or service which is needed by someone else to create a larger product or

service. The opportunity might be to supply a specialised part or a large volume of simple parts.

In some cases becoming a second supplier of parts ipportnity, where the larger producer

does not want to rely on a single source of supply for critical parts.

What Are Some Examples? How Would | Do It?

1. A local company supplies brake harnessey 1. Ask your current employeffor rights to
truck manufacturing plants. supply a component of the manufacturir

process being used.

2. Second suppliers of specialized integrai
circuit

manufacturers to avoid supply shortag
when single suppliers have productiq

chips are needed by comput( 2.

Ask purchasing agents in manufacturi
companies for information about their neeq
for suppliers, trying to identify supplig

problems or labour trohles. which are difficult to obtain, too expensiv
or at risk from single supply sources.
Look for requesfor-supply notices in

newspapers and trade journals.

3. A woman provides an editing and pfeq 3.
reading service which helps consultants
various industries complete their proje
reports in a professional manner. 4. Read trade journals to identify problems

supply for particulaindustries.

5. Have your name added to mailing lists
public purchasing agencies which &
required to advertise publicly for tenders ¢
supplies.

6. Read publications which explain how to S
products and services to specialis
organisations such as themilitary or
governments.

(a) Read government publications which |
opportunities for suppliers of goods ar
services.

7. ldentify a product or service you can off
and analyse the range of producit
organisations which could use it as part
their process.

Key Question for Brainstorming:

What products or services could we supply for use by other producers?
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7. GAINING ASVIALLPERCENTAGE OEARGEHMARKET

Defined as?
Taking a high volume market and attempting to serve a small piece of it. The rabhddt be
large enough so that a small portion of it will be profitable.

What Are Some Examples?

1.

The fast food business is a large 3
growing market. A woman opened a sm
fish restaurant in a suburban area a
succeeded despitanajor fastfood chains
operating in the area.

A small brewery opened with the intentig
of serving only a small percentage of t
market and was successful and not a mg
threat to major breweries.
Several local software companies hg
recognised the pmfits available from
serving only a small portion of th
computer market. They focus on limite
segments of the market with specialis¢

products.

Key Question for Brainstorming:

How Would | Do It?

1.

Identify the large volume markets in th
region and nationally by examinirn
economic reports, trade associati
figures and marketing studies.

Select a market to work in and devise
way to compete effectively by seekir
advantages such as location, type
facilities, personal reputation, level
service, selection of goods, price, busing
concept, advertisip or similar factors
Note that it is difficult to gain even a smz
share in some highly competitive marke
where larger organisations are battling f
each single percentage point.

What product or service could wadfer to gain a small percentage of a large volume market?
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8. CATERING TEEFFBEHINDMARKETS

Defined as?
Catering to markets which have been left behind by companies for the following reasons:

1.

2.
3.

Companies are competing on the leading edge of a techyolngl have decided not to
service markets based on older technologies.
Companies have become so large that they cannot or do not wish to handlelstmatiers.

Companies are expanding into different markets so quickly that they are unable to service all
of them properly.

What Are Some Examples?

1.

Heavy puddings in restaurants were go
out of fashion for health and other reason
A restaurant decided that it would recaptu
this market by specialising in tradition
puddings.

Lage airlines cannot afford to service sm
communities, leaving a market for sm
commuter airlines.

Dairy packages milk in bottles and delive
Other dairies package milk in cardbog
containers, leaving a market of people w
prefer milk in bottles ad door to door
services along with the offer of other goods

Obtaining parts for antiqgue cars, tractor
boats and other equipment is difficult fg
hobbyists in those areas, and Hdfehind
markets exist for companies to replace t
supply from original ranufacturers.

Key Question for Brainstorming:

How Would | Do It?

1.

Identify areas of technology which mai
companies are moving into and analyse {
markets left behind as a result of thog
moves.

Identify companies who have changed th
products or services and find their previo
customers who require @ontinued supply
of the former type.

Identify products which become obsole
quickly but are still useful and have a ler
life. Analyse services which are left beh
by companies which continuously focus
the newest models as they arrive in tf
market

Look for industries which have taken a ng
direction to appear ugo-date and analysg
the opportunities created by the move awa
from previous ways of operating.

Where has the market opportunity been left behind aseault of changes to keep tp-date in
technology, products or approaches to business?
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9. QUBSTITUTINBIATERIALS IEXISTINGPRODUCTS

Defined as?

Improving an existing product by changing the type of material it is made of. This procedure can

often make the product lighter, stronger, more flexible or cheaper to produce.

What Are Some Examples?

1.

2.

A company substituted plastic for metal
fishing lures. The lures are now lg
expensive to produce, lighter in weight a
easier b keep shiny.

A plastics manufacturer makes heavy d
plastic buckets for garden use. They
stronger than those previously and do n
split.

2. Identify a material you have in goo

3. Find production processes which a

Key Question for Brainstorming:

How Would | Do It?

1. Examine a product and identify where
might be improved though the use
alternative materials.

supply, analyse its characteristics a
identify various products in which
might be wused to improve thei
characteristics.

hindered by use of current materia
and find ways to improve th@rocess
by replacing the materials used. The
might be examples where currer
materials are too expensive, to
difficult to work with, unsafe, in shor
supply or are consumed in the proce
They might be replaced with othe
materials which are cheapgeasier to
work with, safer, in greater supply
can be reused in the process.

Are there better materials that could used to produce a given product?
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10. ADDINGVALUE TE&XISTINGPRODUCTS

Defined as?

Taking an ®isting product or service and adding materials or services to create a more valuable
end product. To add value, you purchase the product or service and use it as a base for
additional operations you want to do before reselling it in a changed form.

The \alue can be added in several ways:

(a) Putting the product through an additional process

(b) Combining the product with other products

(c) Offering the product as part of a larger package of services

(d) Removing something to change the original use of the product

What Are Some Examples? How Would | Do It?

1. A student who was operating a honl 1. Identify an existing product or service whi
painting business expanded his operatig you could use as a base Then find an
by buying unfinished furniture, painting ar] additional process or product that can |
reselling it. added to create a new product befol

reselling it. For example, find a product

2. Alocal businessman bought irrigation pip service which needs additional elements sU
rolled them into oval shapes, swed as packaging or distribution to be succesg
fittings onto them and marketed them g in the market.
sailboat masts.

2. ldentify a process or service you coy

3. A local company buys wood lattices, pt provide and then analyse the types of existi
them through an assembly machine a products or services which could be used
creates assembled sections of latti its base. For example, if you can providq
fencing. packaging service, look for products th

would become more valuable if you added

paclaging process.

3. Finding an existing product which can
changed into a different or improved produ
by adding or subtracting elements. Th
locate the additional elements and add the
to create a new product, or take som
elements of the original produc before
reselling it.

4. Find a client group which is not served by
product or service and make changes
existing goods to meet the needs of the ng
client group.

5. Find a product which does not work very wg
or is not well accepted by a client groupyt
could be improved by adding or altering
elements.

6. Read newspaper columns and innovati
booklets.
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Key Question for Brainstorming:

For every product or service we are aware of, how can we make it more marketable by including
an additional procss before reselling it?
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11. DRAWING UPON THRESOURCES ORDERUSEOPEOPLE

Defined as?
Identifying and using the skills, talents and energy of uated people who can provide useful
services and are available for pairne or fulktime work.

What Are Some Examples? How Would I Do It?

1. A local businesswoman started a word procesg 1. Identify people with valuable talents an
and computer data entry service, distributir knowledge who are not working regular
piecework to people who had computers in th¢ by:

homes. (@) Checking with job  placemer

2. Three unemployed tradesmen pooled the agencies

resources, bought an oldemundown home and (b) Asking training agencies for names
renovated it for resale. graduates who are not employed

3. An unemployed accountant and teacher design 2. Identify your own employees who hay
a computerbased training package to tea¢  specialised training in a field which is n
accounting to high school students. related to their current job and see ho

their skills can be usedto exploit

opportunities.

3. Locate employees with specialisg
training who are on temporary leav
from their jobs for reasons such §
maternity, academic students or person
renewal. They can be used as sherim,
part-time members of special projeg
teams.

4. Check lists of association members to fi
people who are not associated wil
existing companies.

5. Attend meetings of unemployed peop
with  connections to  specialise
occupations, such as engineers
teachers, to identify valuable skills whi
can e used to explore busines
opportunities.

6. Analyse the skills of people you know &
currently out of work, or handicapped i
some way, and think of services whi
could be offered using their individual
group talents.

7. Investigate a project to determén if it
could be handled by undarsed talent
that is available to you.
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Key Questions for Brainstorming:

Where could we find undensed people with skills that we can work with to develop a business
opportunity? What kinds of business opportunitiesuld we explore with people whose talents
are currently not being used?
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12. COMBININGTWO ORMOREASSETS INTOMEWONE

Defined as?

Combining two different products or services to create a new offering. Ideally, the interaction of
the original itemscreates something which is unique and more marketable than the separate

items. These items can be products, services, people, businesses or assets.

What Are Some Examples?

1. A sun tanning parlour and a beauty sal
owned by the samaevoman were joined
together in the same facility to offer a
expanded range of services. Busin
improved for both.

2. A launderette and a cocktail lounge we
combined so that people could have
drink and talk while waiting for thei
clothes.

3. Sales of @mnberry juice were dramaticall
increased by combining it with other fru
juices to create a new range of drinks.

4. A comprehensive home maintenance a
repair business was established
combining services of several tradesmer

2. ldentify needs of various customg

3. Look at various possibilities to s¢

Key Question fo Brainstorming:

How Would | Do It?

1. Start with a business, ideor product
that interests you and ask what cou
be integrated with it to create
something unique, where the whole
greater than the sum of the separa
parts.

groups which could be served |
integrating two or more existing
products or services.

what will fit together. Use lists @
business topics (index for th
telephone yellow pages) and imagil
the effects of different combination
among the topics listed.

What items or services could be combined to create a new opportunity?
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13. TAKINGADVANTAGE OFMARKETSNITCH

Defined as?
Providing products or services for a group of consumers who have moved from one type of
product to another on dongterm basis. Market switches relate to leteym changes in types

of products and services used by consumers.
What Are Some Examples? How Would | Do It?

1. ¢KS agAGOK FNRBY (1. Analyse major changes

bicycles to mountain bikes provided ¢ buying habits by:
opportunity for a bicycle shop to start

irconsumer

local racing club and racing track. T
involvement in racing captured a larg
share of the local market.

(a) Reading marketing research reports

(b) Investigating current fads that cou
turn into longterm changes.

(c) Observing new products which a

2. To take advantage of the market switi becoming increasingly popular.

from large to smaller cars one compa
designed and manufactured bicycle a
ski racks designed for small cars.

(d) Looking for trade association resear
forecasts.

(e) Analysing chnges in the types O
products you personally buy
especially where items are obsole
and are replaced by items wit
entirely different characteristics.

3. Two vocational school joinery graduat
noted the market switch from standar
home conservatories to bespoke desi
and set up an advisory and manufacturi
company to cater for this equipment.

2. Find the product which is associated w
a market switch by:

(a) Analysing the advantages of ne
products to find those which ar¢
greatly superior and will likely replag
more traditional items.

(b) Looking for new technologies or ne
products based on concepts whi
are revolutionary for an industry.

3. If a major product or service has not y
been provided for changing consume
needs, fill the demand.

4. If the major product exists in the switc
decide on a related service or produ
that can be used in association with tl
major product.

Key Question for Brainstorming:

Where are there market switches happening the consumer market and how can we take
advantage of them?
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14. PACKAGING

Defined as?

Taking an existing product and developing a better way of packaging it for sale. The improved
package might be more attractive, more convenient to use, preseneeproduct better, be
reusable,and be degradable or other factors. Opportunities may also exist in taking free
materials and packaging them as novelty items. Another aspect is breaking bulk, where supplies
are bought in large quantities, sorted into siea amounts and rgpackaged for sale.

What Are Some Examples? How Would | Do It?

1. Strawberries are bought in bulk, sorted in| 1. ldentify a product that is poorly packaged a
smaller volumes and packaged in attract then devise an improved package for it.
boxes for resale.

2. Find a product that ishormally sold without

2. A company buys steak and lobster ta packaging and devise a package that wo

packages them togethe as steak ang increase its sales.
lobster dinner and sells them as gourm
meals in food stores. 3. Find a product that you can buy in by

quantities and repackage into smalle
3. A company buys salmon and packages it amounts.
passengers on airlines.
4. ldentify products that consumers normally u
at the same time, but buy separatelyDevise ¢
package to combine them for sale as a kit.

Key Question for Brainstorming:

How could we package or-gackage a product so that it would sell better?
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15. TAKINGADVANTAGE OFFEASHIONOPPORTUNITY

Defined as?

Providing a product or seice that caters to an ufp-date or prevailing style in dress or
behaviour. The fashion may be something which already exists, is ready to be recycled from
previous times, or does not exist as yet.

A related opportunity concerns fads, which are simitafashions, but are more intense and of
shorter duration. Because of their rapid rise and fall in popularity, fads require much quicker
response in providing goods and reducing inventories.

What Are Some Examples? How Would | Do It?

1. A Doctoral studnt notes that there is § 1. Choose a subject area you wish to use a
thriving tshirt industry which caters to focus for your work in fads and fashions. So
broad fashion opportunity of-shirts with a examples are toys, clothes, lifestyle, recreati
message and at the same time ser\ or busines.
faddish interests through the signs ali
pictures pressed onto theghirts. This ther 2. Identify current fashions by analysing magaz
enables him to mow into bespoke clothing advertisements, fashion trade publications a
for sports and other local organisations. other leadingedge magazines from th

industry you have selected.

2. Young urban professional lifestyles invo
working long hours and playing har 3. Read popular magazines which cater
backed up with affluence from two incom fashionable people.
families. There is a lifestyle fashion marl
emerging for this gwup involving high 4. Observe fashions and fads inhet countries
quality rental housing and furniture, hig especially the United States.
style clothing and quality restaurants.

5. Find contacts in the major fashion centres
the world and develop and maintain &
information exchange with them.

6. Attend trade and fashion shows.

7. Think of ways to transfer fashion ideas frc
other industriesto your own areas of interest.

8. Imitate fashions from popular movie!
television series and lifestyles of famo
people.

9. Develop fads for events such as trade fa
sports events, annual celebrations, lar
conferences or other weknown activities.

Key Question for Brainstorming:

What industry or event could we use to capitalise with a fad or fashion venture?

146



16. CAPITALISING ONGBROWTHIREND

Defined as?
Offering a product or service in an industry or activity in which increasing numbers plepae
becoming engaged.

What Are Some Examples?
1.

There is a growth trend toward person
fitness and health. Several firms 4
manufacturing equipment for maintainin
physical fitness, while others are offeri
keepfit classes to qaitalise on the trend,
There is a particular market segment f
older people. One local compar
developed and markets digital joggir
meters to monitor hear rate while running.

A woman who manufactured facial crea
expanded her marketing strategy fro
g2YSy (G2 YSyzI GF 1A
increasing interest in health and skin care

There is a growth trend towards more ar
more leisure time and more frequent trav
by the public. The move is away from tra
agents to the internet yet advice is &t
needed. One young businesswoman td
advantage of this trend by establishing
advisory internet site funded by advertiser

The tremendous growth in people trying
release their own personal potential v
education and personal developme
programnes. This provided a busine
opportunity for a young psychologist t
provide personal development adviso
services.

Key Questions for Brainstorming:

How Would | Do It?
1.

Identify the growth trends by:

(a) Reading books which describe social ¢
economic trends. Typical examples in |
past have included TofINDa& W¢
2 | gSQx CSNHdza2Yy Q&
/| 2YaLIANI 08Q YR bl j

(b) Reading futurist magazines.
(c) Talking to community trendetters.

(d) Asking librarians which books are mc
popular.

(e) Observing growth trends in other areas
countries.

(f) Observing the expansion of new rete
speciality stores.

(g) Attending speeches by innovative leade
in society.

(h) Asking people who travel frequently f
their impressions of growing trends ¢
factors in other places which may affe
directions of local society.

Make a list of growth trends and select tho
which particularly interest you, based on yg
knowledge, experience and potential abilities

Study specific growth trends in depth to fir
out the causes, main issues, effects on soc
and future possibities.

Look for an opportunity within the trend tha
you can profit from by introducing a product {
service.

What growth trend could we provide a service or product for?
What product or service could we offer?
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17. SECONBIRYSTUATIONS
Defined as?
Finding a good product that has failed for a variety of reasons in the past and devising a new
strategy for making it succeed.

What Are Some Examples? How Would | Do It?

1. A business focusing upon selling domey 1. Ask business consultants amdlvisors if

fithness centre concepts failed because they know of good products or servict
poor marketing. It was taken over and by which have failed because of po
up steadily. management, marketing or other facto

which you can improve for a secoiny.

2. A young woman specialising in aromatherg
failed to get her business off the grouaéter | 2. Look for business failures and analyse
trying for over three years. It was taken | causes to identify situations where yq
by a former bankS Y L) 28 SS 4K can orgnise a secontty by solving the
service through the bank on the basis that original problems. The failures can
would relieve stress among employees. found by watching for bankruptc

notices, talking with bankers, watchir

3. A restaurant with a good concept failg auction notices, reading trad
because of poor management. A secdnd newsletters or talking to accountani
with new management was successful. who specialise in receiverships.

3. Look br ideas that were ahead of the
time and failed or which were success
and became out of style at some poir
Read old magazines and catalogues
ideas whose time has come again.

4. Run newspaper advertisements asking
good products which peopleried to
market and failed.

5. ldentify your strengths and look fq
secondtry opportunities where youlr
talents would be the strategic factor fq
success.

Key Question for Brainstorming:
Where is there a service or product, which failed in the past twatld be made successful by

factors such as a new marketing programme, new management techniques, new finance or new
business strategy?
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18. IMITATINGSUCCESSFBPRODUCTS ABUSINESIDEAS

Defined as?

Finding a successful product or service and imitpiin

What Are Some Examples?

1. A local clothing manufacturer imitates hig
fashion originals and offers them at a low
cost.

2. When trivia became popular as a gan
several companies began produci
imitations of specialised versien

3. When Cabbage Patch dolls were popu
local mainland women began producii
look-alikes and were collectively marketed

4. Prontoprint was originally a copy of a |

3. ldentify key success factors of tf

4. Find out how to make a similar product

5. Produce and market the item.

concept.

Key Question for Brainstorming:

How Would | Do It?

1. Look for what is selling well and ass¢
future market potential.

2. Check for patntial conflicts related tg
patents, copyrights or licences.

product or service.

a costefficient way.

Is theae an item or service that is selling well, which we could imitate?
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19. IMPROVING ARXISTINGPRODUCT OfERVICE

Defined as?
Improving an existing product or service by making it:
(&) More valuable through upgrading the quality
(b) More costefficient to prodict or purchase

(c) More convenient

(d) More comprehensive

(e) More economical to use

() More powerful or durable

tKS yS§g

AGSY A& |

WL dza Q 20SNJ KS

improvement. Its value is greater because of the improvetsie

The difference between Improving and Adding Value to an Existing Product, is that in improving
you do not purchase the product as a base for your additions instead, you use only the idea from

the previous products and create a completely separatmite service.

What Are Some Examples?

1.

It happened in the photography processi
business where firms were set up
process film within a few hours instead
the normal wait of several days for retu
of prints.

One North East woan writes alternative
instruction manuals for computer softwar
programs. The manuals are easier to |
and understand than those enclosed wi
the software.

Key Questions for Brainstorming:

How Would | Do It?

1. Select an existing product or service y
would like to compete with and analyg
the strengths ad weakness of the
competition. Then identify the factor
you could improve and think of varioy
ways you could provide improvements.

2. ldentify faults in existing products ¢
services which you can eliminate in
similar product or service. Then imagi
various alternatives which might be trie
FYR &l W2KFEG AF
ways of improving existing products a

LINE g A 2 dza

services.

How can we provide a product or service that is better than the existing ones?
How @n we improve an existing product or service to make it more marketable?
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20. IDENTIFYINMARKETGAPS ORHORTAGES ANELLINGIHEM

Defined as?
Identifying situations where customers want a product or service and cannot obtain it in
sufficient amounts.

What Are Some Examples? How Would I Do It?

1. Each summer the demand for houseboi 1. Look for situations where there ar

to rent was greater than the supply of bog
available to boat rental companies in i
East Anglian area. One company be
building houseboats, selling them ai
renting them for owners when they wer
not being used.

A hotel employee noticed that there was 1
service provided for repairing mattresse
She quickly signed contracts with seve
hotels and opened a mattress repd
business.

A computer store employee rdaéd that
there was no well developed source
secondhand computers for clients wh
could not afford or did not need a new on
He set up a seconldand computer store.

Key Question for Brainstorming:

. Analyse potential

customer waiting lists to obtain a produ
or sewice by:

(@) Checking  delivery times  an
availability for orders of popula
products and services

(b) Asking distributors, agents an
retailers to suggest items which are
short supply.

(c) Asking companies to list services th
cannot obtain.

shtages in supply
caused by companies going out
business, changing their production foct
shutting down for periods of time o
similar causes by:

(a) Analysing news stories and readi
trade publications

(b) Analysing list of companies
receivership and bankptcy.

Where is there a market gap which is not being serviced?
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21. INVENTING NEWPRODUCT

Defined as?
Devise an innovative product or service which meets a need in the marketplace.

What Are Some Examples?

1.

One entrepreneur recognised the wo
hospital personnel went through proppin
patients up in their beds. He then invents
the mechanical hospital bed.

An  unemployed professional  womg
recognised how often at receptions ar
cocktail partes it was not possible fg
participants to eat and drink at the same tin
while standing. Glasses were therefore {
down and often forgotten about. She inventé
a clip on plastic glass holder that attached
the plate.

A part time builder in the LakeDistrict
recognised that farmers often had trouble
driving in wooden fencing posts. He therefqg
invented a pencil sharpener for posts

Finding space for hanging up clothes can
difficult in small locations A Richmond
inventor recognised the probihe and invented
the Closet Organiser, which is now sold in m
building supply stores.

3. Examine present products and services fr

4. Read newspaper columns and magazi

5. Use processes of creative thinking

Key Question for Brainstorming:

What new product or service might we invent?
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How Woudd | Do It?

1. Concentrate on products and procesg
which are familiar to you.

2. Observe products or services that could
made more effective to save time, effort ¢
money; or lookfor products or service
which people are requesting and do n
exist.

a variety of perspectives to see if there g
elements which could be added, subtracte
changed or combined to produg
improvements.

aSOoutArzya RS@2GSR i
products and services they would like to §
invented.

develop a new product or setrvice.

6. If your innovation is sufficiently valuabl
seek profssional advice from a paten
attorney.  They are listed in the Yellg
t - 3Sa dzyRSNJ Wt GSy
wSIAAUSNBRQO® 91 OK
receiving office.

7. Obtain free booklets on patents, copyrigh

industrial designs and trademarks thigiu
Business Links.




22. TRANSFERRINGNCEPTEROMONEINDUSTRY TANOTHER

Defines as?
Taking an idea or method from one industry and transferring its use to another igdustr
What Are Some Examples? How Would I Do It?

1. A company which used a specific procesg 1. Notice a good idea and think of oth

join electrical cables side by side took the sa
technique to splice rigging for sailboats.

A video store noticed that customers did n
like to carry video mdines home, so a videq
to-go service was set up to deliver reni

industries or settings where it could K
used.

Identify a problem which needs to b
solved in an industry or sectorf ahe
economy and look for potential solutior]

machines to homes. The idea was based in other industries which can b

the fastfood delivery concept used by pizz transferred.

chicken and Chinese food outlets.

3. Assess the potential effects of using t
ideas or procedures from one situation
solve the problems in another.

3. The idea of keeping animals in cages \
transferred to the fish faming industry, which
raised fish in large cages located in bodieg
coastal water. 4. Develop a method of applying the ide

from ore industry to the problems o

4. Concepts of computerised inventory contr another.

were transferred to feed rationing in the catt

industry, where each cow is fitted with

device which permits computers t
automatically record and limit daily food intak
o0& O2y(iNRftAYy3 GKS
trough.

Key Questions for Brainstorming:
How can this successful idea or product be transferred to another industry?

What successful idea or product from another industry can help solve a problem, or create an
opportunity in industries/services with which we are familiar?
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23. MARKETINGOMEONEH_SI3PRODUCT

Defined as?
Finding a product made by someone else and taking on the full responsibility for all aspects of
marketing the product.

What Are Some Examples? How Woud I Do It?

1. A sales agent in the North East found | 1. Look for a product which has not be¢
innovative educational game developed by marketed at all, or which has been market
local inventor and became the marketing age poorly.
for the game. She arranged for packagi
advertising, distribution and gener{ 2. Look for new businesses which have need
management of the marketingrpcess. marketing services, but have not establish

a marketing department.

2. A marketing consultant markets the services
other consultants. He represents then 3. Ask business consultants and advisors if t
promotes their talents, schedules the know of products which need bette
appearances and negotiates their contrag marketing.
For example a consultant representing a grg
of foreign language interprets. 4. Examine newspaper classified columns

mail order advertisements, looking fc
individuals or small companies which &
selling products on a small scale, whe¢
potential exists for expansion to larg
volumes Look for good products usir
inadequate advertising.

5 [ 221 FT2N) Ay@Syi(2NH
newsletters and attend meetings.

6. Contact marketing companies or advertisi
agencies, looking for products which th
were not able to serve for various reasons

7. Contact trade or industry associatiq
managements, asking if they know of go
products or services that need marketing.

Key Question for Brainstorming:

Where can we find a product with good potential that needs a marketing service?
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24. LOCATIN@ PATENTOPPORTUNITY

Defined as?

Looking for a patent to a product or service which has commercial value, but which has never
been produced or has not been marketed well. This could also include patents which have
expired and can be duplicated withoutieense.

What Are Some Examples? How Would | Do It?

1. A farmer noticed a need for mechanical rg 1. Select an area of patents you wish
pickers and wanted to manufacture ar search. Some terms used to describe
market the product. He then had a paten various categories include electrici
search done and several rock pickers w mechanical, chemical, seeds and pla
found. He contacted the patemtwners and and style design.
found one person who had not started {
build his rock picker for commercial sale. T 2. Start your search in one or mord the
farmer bought the patent rights and starte following ways:

manufacturing the equipment. (@) Go to the Patents Office in yol

region. The staff will suggest whi
category to look under after you hay
described your purpose.

2. An electrical contractor in the Lake Distr
looking to solve the problem of burgpipes
finds a patent relating to thermostaticall
controlled electric current which will pag  (b) Locate a patents lawyer or agent f

through copper pipes when the temperatu professional assistance. They can
falls towards freezing. found in the Yellow Pages.

(c) Locate a company or organisatig

3. One young patents searcher make; a prac related to the design or marketing ¢

of searching _for_ old patents whlch we patents. They can be found in tt

ahead of their time and could still be Yellow Pages. Ask for informati

marketed today. about rights to patented products 0

services they are currentl
developing for clients.

(d) Advertise for inventes to contact
you in reference to their patente
products and services. Anoth
source might be major companie
who own patents to products the
currently are not producing.

Key Question for Brainstorming:

What patent might we search for that could beed as the basis for a business opportunity?
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25. BECOMING DISTRIBUTOR FEARMEONEPRODUCT OfERVICE

Defined as?
.dz2Ay3 | LINPRdzZOSNRA
businesses or directly to the public.

LINE RdzOda 2NJ aSNBAOSa F2NJ

What Are Some Examples? How Would | Do It?

1. A woman who owns a direct mail distributiq 1. Analyse your current purchasing volum

company buys local handicrafts fro
producers in the in the Lake District a
advertises them for resale.

A training company conducts a series
management workshap for companies an
hires management consultants to act

workshop directors. The training compal
odz2a GKS O2yadzZ Gl yi
them at a high price.

A local young farmer buys large quantities
top soil and resells it by the truckload
garden supply shops.

A large retail carpet store utilises its volun
discounts from carpet manufacturers arf
becomes a distributor to small contractors.

3. Find a producer who only wants to deal w

4. Find a group of clients who have to wait f

and discounts to identify situations whe
you could act as adistributor to take
advantage of your buying power.

2. Find producers or manufacturers who woy
give you exclusive rights to distribute thg
products in return for your advance
financial support for orders.

large orders, but whose products neg
distribution in smalorder lots. You cal
become a distributor and relieve th
producer of smaibrder problems.

delivery of products from the manufacture
because of distare or production time,

You can become a distributor with stock
hand to provide immediate delivery.

5. [ 221 F2NJ WRA &GN
advertisements in trade magazines a
business  opportunities  sections
newspapers.

6. Contact manufacturers, read trad

publications and attend trade shows to fir|
items without local distribution networks.

Key Question for Brainstorming:

What product or service could wauy stock and wholesale in our region in a profitable manner?
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26. BECOMING AM\GENT FORBOMEONS PRODUCT OfERVICE

Defined as?
¢Fr1Ay3a I O2yGNIOG G2 asStft | LINPRdzZOSNRa 2N RA&G]
What Are Some Examples? How Would I Do It?

1. A local business lady becomes the Ng 1. Identify a type of product or service yd
East sales agent for a large postti believe you can sell directly to consumers
printing company in the South. businesses.

2. A former Himalayan climber from th 2. Find producers or distributors of a product
Lake District becomes an agent for Ital service who requird y | 3Sy (i Qa
boot and adventure clothing company. direct selling.

3. Examine business opportunities sections
newspapers and read classifig
advertisements for sales agents.

2. A sales agent in the North is contract
with several distribution companies to 4
their representaive for that area by sellin
novelties, records, magazines, electro

equipment and CDs 4. Join sales and marketing groups, atte

meetings and read their newsletters.

5. Contact manufacturers, read trade
publications and attend trade shows to fir
items not being sold in your area.

Key Question for Brainstorming:

What product or service could we independently contract to sell as a sales agent for a producer
or distributor?
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27. EXPORDISTRIBUION

Defined as?

Promoting and shipping British made products and services to other countries.

What Are Some Examples?

1. A British couple who were engaged in a sn
landscape business who usually holidayed
Spainwent on a speial holiday in New Zealan
and noticed the growing interest in Lat
American style tiled kitchens. Their initial analy
showed a lack of supply. On return to the
they contacted existing suppliers and became
exporter of tiles to New Zealand.

2. A former EU employee noted the consideral]
users of British consultants in European Un
Development Assistance programmes.
retiring, he set up an agency to provide qual
lists of consultants in key areas and a servicg
the consultants themselvesnoopportunities for
tendering.

3. Examine foreign countries to study the

4. Contact foreign trade counsels

5. Contact the relevant UKilinistries and

6. Join local export clubs, make conta

7. Read howto-do books on exporting

Key Questions for Brainstorming

How Would | Do It?

1. Contact local producers who may wa
to sell their items in foreign countries.

2. ldentify a country you would like t
export to, then contact local produce
of goods for the rights to distribute int
that country. Read feslal government
publications on export opportunities.

need for types of products made in th
UK.

identify needs which require service
other countries.

the local regional Development Agenc

and look for ideas or companies th
need assistance to export

from libraries or bookstores.

Are we aware at all of products and services that might be exported to other countries?
Which countries might seem to present the best opportunities?
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28. BECOMING ANMPORTDISTRIBUTOR ORGENT FORRODUCTS ANEERVICEMADE
OuTSIDEHEUK

Definedas?

Bringing services and products into the UK for distribution and sale. A wide variety of products
and services are available from around the world. Many producers are looking for distributors or
agents in the UK to expand the markets for their iterBsstributors would buy their products for
resale, while agents would sell products on a commission basis.

What Are Some Examples? How Would | Do It?

1. Read overseas trade magazines sucl
1. While working in Thailand a UK profess International Trade Winds.
identified a particular type of green tea
which he becme quite partial. On 2. ldentify marketable products made i
returning home he decided to set up other countries which have not beg
company to import and distribute this te previously sold in the UK.
through the internet.
3. Contact trade associations in othe
2. A businesswoman had a health problg countries to ask for information.
which forced her to retire early. She col
not locate an adequate medical apparat| 4. Identify a client group with special nee
in the WK for her problem. She search that can be met only with products fror

abroad and found a suitable model another country.
Europe and now is the UK importer for th
line of equipment. 5. Look for new and innovative items mag

in other countries by travelling to thos
3. A consultant visiting Eastern Euro countries or reathg advertising material
recognises how much cheaper it is to ¢ in their magazines.
high quality website design done in Croat
He therefore sets up an agency | 6. Join importexport associations, rea
outsource web design to that country. their newsletters and attend meetings.

7. Look for successful products in oth
countries which have not been importg
to UK

8. Ask friends who travel regularly fq
suggestios about foreign products whic
could be successful in the UK market.

Key Question for Brainstorming:

What products or services might we import for sale in the UK?
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29. IDENTIFYINGNIQUECLIENTGROUPS ANDAILORING’RODUCTS FARIEM
Defined as?
Takng an existing product or service and tailoring or adapting it to meet the unique needs of a
particular group of clients. These needs could relate to characteristics of the peopleafietied,
overweight, disabled); life styles (leisure activities, itig of life activities); owned assets (cars,
boats, houses); or similar factors.
This may also involve creating new products especially for unique needs of some client groups.

1.

What Are Some Examples?

Taking an existing education,creation or
other community service and offering it in
foreign language for a particular ethn
group.

A store was set up to supply products f
left-handed people.

A man in Durham established
personalized service where club membg
could bring glassesdishes, cutlery an(
other club objects to have their name
laserengraved on these items.

There are many vacation products ng
tailored to select groups , for examp
singles, retirees, adventurers, academi
lovers of history, religion walking, sailin
climbing and so on. A small firm in the La
District for example specialises
archaeological digging and site discov
holidays.

Key Questiongor Brainstorming:

How Would | Do It?

1. Find a unique client group you would like
service. The group could be based
language, age, life style, geogragiitocation,
profession or any other importan
characteristic. To find special groups, try {
following suggestions:

(a) Analyse the telephone yellow pages f
specific activities and interest grouj
(truckers, sports groups, doctors, bride
seniors)

(b) Analy® newspaper stories to identif
special interest groups

(c) Observe unique sections of ow
environment(ethnic areas, etc)

(d) Identify groups who live in remote ¢
unique regions

(e) Analyze magazines available for spe
interest groups

2. Analyse the special needstbi group by:
(a) Studying unique characteristics of tf
people
(b) Observing their activities

3 Identify products and services which are r
offered to the group, or are not well tailored t
the special characteristics of the group by:
(a) Listing complaints tated to commonly

used products and services
(b) Listing items that people express a need |

4. Find products, services, resources or ass

which can be adapted to meet the spec
needs of the group or create new products 1
the group.

Where is there a group of people with unique characteristics which we could serve with
specialised products and services?
Where is there a product or service which we could modify to serve the unique needs of a client
group we want to srve?
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30. TAKINGLOCALEXISTINGPRODUCTS TREWMARKETS

Defined as?

Taking a product which is made locally and is successful in the local area and expanding the
marketing to new geographic areas.

What Are Some Examples? How Would I Do It?

1. A northern company which supplie¢ 1. Identify products or services offed by your
equipment for mountain climbers an company or a company known to you with
hikers was so successful it expanded t your own region that could be expanded
second operation in Europe. new markets in other areas.

2. A Lake District company which specialig 2. Identify locally made products or services mg
AY WA dzZNIDA G £ Q S di by someone else which are successful but
operations across the country and to ne not distributed to other areas. Try th
armyrelated customers abroad. following suggestions:

(a) Talk to purchasing agents

3. A company specialising in Future Trer (b) Put classified advertisements

originally  services the North Ea newspapers
development agency market and the (c) Contact local chamber q
subsequently expands its niche market commerce/economic development staff

other similar agencies across the country. (d) Analyse local advertising

(e) Talk to local business people

() Look for locally made products in stores

(g) Lookfor local stories in business magazir
and newspapers

(h) Through local tourists and travel indust
personnel, find specific products ar
services which attract visitors and whif
could be imitated, franchised or markete
in other areas

3. Look for oneof-a-kind successful business:

that are obviously developed by local peop

Some ways to identify them include:

(a) Analysing yellow pages

(b) Identifying local fashions and lifesty
activities

(c) Observing retail stores and services in lo
areas

(d) Listening for positie comments from loca
consumers and business people about Ig
businesses

(e) Asking travellers and visitors for names
unique businesses they have noticed in {
local area which they would like to have
their own region

Key Question for Brainstorming:

Where can we find a local product or service which can be transferred to a new market in
another geographic region?
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31. PLANNING ANBPROMOTINEVENTS

Defined as?

Planning, organising and advertising special events. The events could include entemtainm
education, special meetings, and other types of gatherings where large numbers of people meet

together.
What Are Some Examples?

1. A northern woman specialises in bringing t
quality speakers and educators to the regi
for promation of female enterprise.

2. A small company promotes entertainme
events such as rock and roll shows, f
festivals and touring theatre groups.

3. A group of interpreters decide to set up
O2YLIlI ye (2 LINRPOARS
O2y FTSNByY OS bringing | @iethar
interpretation with location selection advice
hotel and catering, sightseeing trip|
transport, presentation technology etc. TH
brings together a number of subcontra
avylrtt aSNBAOS FANXYa
facility.

Key Question for Brainstorming:

How Would | Do It?

1.

Identify a type of event or meeting yo
believe you could successfully promote
your region.

Identify specific groups that would let ya@
represent them to organise the
appearance in your region.

Identify trade associations or other grou
that meet in your rgion and who neeq
services of a meeting planner and promots

Identify facilities and locations in your arg
which would let you act as their agent
organise events to use their space.

Join associations of professional meet
and event planners, reatheir literature and
attend conferences and meetings to gg
new ideas.

Contact organisers of events in other arg
to identify successful events, group
themes or concepts which could be used
local events.

What types of events could we best plan and promote in our region?
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32. DISCOUNEELLING

Defined as?
Obtaining goods through various lexest sources and reselling them at a lovilean-market

level.

1.

What Are Some Examples?

A second hath office furniture supply
company buys stock from bankruptcy a
company closure sales and resells.

A young graduate buys paesell by date
foodstuff from large supermarkets and se
it, quite safely, to retirement homes and o
' 3S LISy &anA2wilSthk Q & dzLJ

A common practice is to have produd
manufactured in thirdworld countries at low
labour costs and then imported and sold
discount prices.

Key Question for Brainstorming:

How Would | Do It?

1.

Decide what type of goods or services Y
want to market at a discount.

Locate sources of supply whietill sell to

you at an extremely low price, including:

(a) Bankrupt companies

(b) Manufacturers with seconds

(c) Companies with custom orders not sol

(d) Companies with oversupply of goo
they cannot sell

(e) Companies with oubf-season leftovers

() Companies in need of immmede cash

The kinds of people who can assist you

finding these companies are:

(a) Sales agents

(b) Discount operators
competitive markets

(c) Bankers and receivers

(d) Trade association staff members

(e) Accountants

(f) Distributors

(g) Marketing consultants

in other nor

Join abuying group that has been organis
for discount buying.

Make arrangements for your supplies a
start selling.

Where can we find a source of supplies which we could buy and sell at a discount?
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36. Use of Explorinthe Enterprise Culture in a Globalisation Context
1.2 KIFGd A& a8 2F WOELX 2NAY3d GKS 9y iISNLINRAAS [ c

The aim in this exercise is to explore the relevance of the entrepreneurial concept to society in
general. It has been argued elseavé! that entrepreneurial behaviour/competency is required

to cope with, enjoy and indeed create uncertainty and complexity. Such situations occur in
widely different contexts; work, leisure,and familyand community life. They are not therefore
solelyrelated to setting up and growing a new venture. The purpose of the exercise is therefore
to focus students upon the nature of uncertainties and complexities that have occurred, are
currently occurring or are anticipated to occur in future in the lives odnge of people in the
community and linked with this, the kinds of entrepreneurial behaviours they are stimulated to
use in response. Background readings on the impact of globalisation can accompanphthis.
exercise is most suitable as part of tiléroduction to any entrepreneurship programme as it is
concerned with enabling participants to understand why the entrepreneurial concept is currently
highly visible around the world, how it links with globalisation, why it is so prominent in policy
debates and why the concept itself is being broadened away from entrepreneurship being
F20dzaSR dzZLlRYy odzaAySaa adlk NI dzJ 26 NRa (KS RSO
population in general.

The exercise also needs to be prefaced by some discus$ Entrepreneurial behaviours, skills
and attributes and how they are stimulated or suppressed by different environments

2. How is the exercise constructed?

The exercise is in a number of parts as follows:

An Introduction which sets out the aims of thevhole exercise; the importance of linking
entrepreneurship to the ability to deal with uncertainty and complexity, the fact that such
uncertainties and complexities occur in widely different contexts, the interview process and the
relevance and purpose ofe of drama (Annex 1).

Then:
Part 1ls a participative lecture and discussion on the links of the entrepreneurship concept to
globalisationg see Annex 2 PowerPoint.
Part 2Is an exploration in class of how this is likely to affect a range of citiZénis.can be done
via a brainstorming process using the experiences of friends and relations of class members.
Participants are also given an example of a teacher. Other examples can be brainstormed,
handed out and discussed (Annex 3).
Part 3The class ar briefed to conduct a short ¢ 1.5 hour interview with an individua] not a
business entrepreneur although it could be a manager in a company. They are shown a list for
examples (Annex 3). They are asked to write up the interview in two/three sidebomgs:

- short background note on the interviegyersonal details and occupation

- identification of uncertainties and complexities in their domestic, community, and work life

past, present and anticipated (as per the examples in Annex 3)
- identificationof any associated entrepreneurial behaviours used or attitudes developed

L Allan Gibb (2007) Entrepreneurshimigue Solutions for Unique Environmentts it Possible to achieve this with the Existing
Paradigmnternational Journal of Entrepreneurship Educati®ol 52007 Senate Hall

2See for exampl e Richar.dThesighafereompeti2 9@ nfpsé 6l KbghnR@®mige London
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- they are asked to carefully observe the body language and mannerisms of the interviewee to
assist in examination of the degree of emotions behind some of the answers

Part 4 The writeups of the interviews are assessed and when the group meets again they are
divided into small groups of up to 5 persons. In turn they are asked to role play their interviewee
briefly in response to questions from the others in the group. After this #reyinvited to agree
on a number of key uncertainties and complexities that seem to be either shared or most
important. They may have up to 5 items. They then write these on a flip chart. Their briefing
note is in Annex 4.
Part 5They are then introduatto a number of dramatic techniques (Annex 5) and also, if time
LISNYAGA&S &dzo2S0ARR SEENDA S aws I NY
Part & They are then asked to construct a drama, using a metaphor if possible to demonstrate
the message. They are assisted in this protgsa drama facilitatoig writing a story board,
creating a metaphor, developing script, allocating parts and rehearsing. The drama should last
ten minutes. It will have minimum props and costumes but can use imaginatively anything that is
available in te room. Music is permitted. The main purpose of the drama is to project the
messages on the flip chart. But it must also be entertaining and creative (see Agrigneing
to Students).
Part 7. They then perform the drama to the rest of the classfteAeach performance the
facilitator asks the class what were the main messages to come across. These are then compared
with those written on the flip chart by the performing group. The class are asked then asked to
YE02NBQ GKS RNJI Ylhe degréeNRuhiHthe Yiriessdga waF goNacross, the
degree of entertainment, and the degree of creativity (see Annex 7).
Part 8 At the end of the drama session there is a review of what the participants have learned
about the various contexts of entrepneurship in their society and also of what they feel they
have gained from the drama exercise (Annex 8).
Part 9 This is their score and written feedback from the drama facilitator (see Annex 9 for
example).

3. Relevance to Entrepreneurial Learning

Thereare two major contributions. The first is to place the entrepreneurial learning process in a
wider context and underpin this in student approaches so that they see the wider relevance of
entrepreneurship to their own future lifgvorld. The second relatde the use of drama.

The conventional academic approach to the stakeholder interview exercises would be to mark
the written report and that would be that. Asking members of the class to mslltswrite and
perform in this way serves a number of puges:

9 It is a reminder that no information received from interviews and research approaches (no
matter how good the checklist) is truly objective. The results always reflect the values and beliefs
of the person interviewed and often their recent experieacend emotions. For example, a
person who has recently been convicted by police of a speeding traffic offence will have a
different response to questions about the role and value of the police force in general than
someone who has just been saved by thdige from an assault. A dramatic presentation of
interviews will demand interpretation of the emotions behind the message.

9 It demands of the creators of the drama that they must put themselves in the shoes of the
provider of information and see the ressifrom their point of view. The conventional academic
process of data collection often makes little or no demand upon understanding the data from the
LINE A RSNBQ LRAYyOG 2F OASHD

9 Drama demands that individual characters in the drama are understood thrdwgkytes of the
other characters. The dramatist makes the character believable by portraying him/her through
the eyes ofother characters in the drama. It is a key essence of entrepreneurship to see oneself
through the eyes of key stakeholders.
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1

Messages iad information delivered in innovative ways will make a bigger impact and can create
wider understanding. Entrepreneurs often need to use creative ways of delivering messages. TV
advertising is for example drama. A presentation can be dramatic to nmekepact.

Drama provides training in acting skills. Entrepreneurs need to be able to act different roles in
different situations. A good entrepreneur is a good actor. In building relationships with different
stakeholders the entrepreneur will need totatifferent roles¢ with a banker, venture capitalist,
government official, employee, regulat@nd customemlnd so on.

Outcomes

Participants will have an understanding of the relevance of entrepreneurial mindsets to a
globalised society. They willsal have their creative and communicative skills developed by the
drama exercise. They will also understand the importance of emotional intelligence in examining
data.

ANNEX 1

THE CONTRIBUTIONIMFAMA TO ENTREPREREHIP
POINTS IN BRIEF IDND INTRODCTION

[EEN

8.

9.

. Creating empathy with persons and insight into situations

. Building communication with an audience

Working together as a groupteambuilding

Consolidation of ideas.

Entertainment creates attention

. Focus on messages

. The Entrepreneur as an actim different contexts and relationships
Building creativity and innovation in the presentation of ideas/concepts

Understanding the impact of passion, emotion and context on a situation

10.Understanding power and influence in exchange relationships

11 .Strakegic scenario setting how will other people see a phenomenon?

12 Importance of personal projection
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ANNEX 2

POWERPOINT INTRODUCT¢@XPLORING IMPACTS OF GLOBALISATION

Why the Global Interest in
Entrepreneurship?

Linking entrepreneurship to
globalisation and increasing
uncertainty and complexity for all?

The Shared Influences behind the
International Entrepreneurial Climate

Global Pressures

| \
/ Greater uncertainty

State/Society  and complexity Organisation
repositioning - the need for an repositioning

\ entreprene‘urial response /

Individual repositioning

The Global pressures

A political realignment

A trading barriers removed

A information communication technology

A rapid product/technological obsolescence
A product/service differentiation/standards
A travel/transfer

A language/culture -
uniformity/differentiation

A lifestyle choices
A massive international capital flows

The Shifting role of the State and Society

Public spending pressures Self help philosophy

Attempted empowerment Inequality of income/weal
Privatisation Pegulation
AViarketin Public Services  Subcontracting out
Business involvement in Decentralisation?

wider society contexts Business methods adoptt
Decline of religion Standards setting/herarkin
Legitimising former deviances Womens rights
Pressure group society Corporate social regjldgs
Environmental concerns Trust in Quangos/NGOs

Government Concerns
Competitiveness Employment Benchmarking Alliances
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Organisation re-positioning
(In search of flexibility?)

Downsizing Decentralisation
Re-engineering / Bayering

Project management Flexible teams
International standards Personal flexibility
Refocusing Spin outs/buy outs/in
Subcontracting out Supply chain partnerships
Mergers/alliances International sourcing
Capital mobility Global personnel mobility
Networking Stakeholder management?
NGOs Public sector busingsstatior
Intrapreneurship Public sector entreprehigurs
Software- virtual reality  Intangible assets/knowledge bz
Licensing Franchising

Organisational Change (2)
Growth of SMEs

Service

White collar

Second career type
Clusters

Flexible Specialisation
Network/ virtual reality

Portfolio
Life style
Women
The Individual
( as worker, entrepreneur, consumer, family person)
Work Coping with — Life
contract employment wide material choice
parttime employment managing credit
geographical mobility international standards in choi
occupational mobility greater cultural diversity
continuous learning ownership of things
job uncertainty geographical mobility/aiav
career uncertainty convenience
longer hours the information/learnirge a
wider responsibility pensions/security
stress single pdread
self employment multiple relationships
portfolio jobs holdin@amily6together
life style jobs ekkilled = marginalised
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Moving to a Higher Plain of

Response
The Concept
A Entrepreneurial behaviour as a contingent
interaction with the environment
A Entrepreneurship creating and coping with
uncertainty and complexity
A Entrepreneurship v the Enterprising
individual and organisation
A Designing organisations and societies to
constrain or release enterprise
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ANNEX 3

EXPLORING THE IMPACT OF GLOBALISATION
UNCERTAINES AND COMPLEXITIES IN DIFFERENT CONTEXTS

POWERPOINT EXAMPLES

Example: Designing a Frame of
Reference for a research
investigation

Examining the impact of
Globalisation on different groups in
the Community. Exploring the need

for Entrepreneurial Behaviour
relating to sources of Risk and
Uncertainty

How does this effect?

A Headteachersf Schools?

A Doctors?

A Young Persons leaving school?

A Purchasing managers in large companies?
A Entrepreneurs?

A Unemployed youth?

EXAMPLE - FRAMES OF REFERENCE
Headteacher
Global issues school contactstrips - partnerships exchangesimpact
- languages
- technology and communication
- curriculum
- impact of international cultures on the children
-1T

State - impact of local management schools philosophy
- business involvement
- curriculum changes imposedocationalism

Organisation- competition/marketing
- planning/budgeting
- governors/parents influence on management
- staff attitudes/parents attitudes

Individiial - reward svstemsthanne in natirre of inhcareer
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EXAMPLE - FRAMES OF REFERENCE
Doctors

Global- technology- consumerism standards of the professielir -
- global competition in the drugs market

State - changing Health Service conceptshanges in systems of fund
privatisation- observation of classes and work in societgre in
the community disability

Organisation- supplier/buyer systemgundholdersystems IT -
partnership managementompetition- changes in client
groups and their needsmpacts of change on the
profitability /asset value of the pracsi

Individual - changes irworklife - nature of the job job satisfaction role
of the doctor in society

EXAMPLE - FRAMES OF REFERENCE
Young Person in education

Global- travel- future view of occupationIT - pop culture- views of
nationalism

State- how see state influencing education/ job opportunitisgews
of role of the statewelfare- what kind of assistance expected
- evaluation

Organisation how see school/collegeorganisation of education
motivation/rewards of teacheratmosphere in schools

Individual - views of the family- idols - role images leisure- drugs-
- career opportunitiestravel

EXAMPLE - FRAME OF REFERENCE
Purchasing Manager

GLOBAL - international sourcingl|T/communication links
-competition- EU regulations standards patterns of
harvestinginternational tenderingCT

STATE - opportunities to supplystate tendering procedures
deregulation effects competition

ORGANISATION - supply chain managemenstrategic alliances
- global sourcing organisation of purchasingtatus of
purchasing function streamlining supply chains
ISO 9000- location buying decision

INDIVIDUAL - career horizon job mobility - travel- skills
change language

EXAMPLE - FRAMES OF REFERENCE
Entrepreneur

GLOBAL - travel- business horizonICT - competition- standards
EU - language opportunities

STATE - deregulation taxation- income inequalities fat cats- busines
opportunities from sell offs or outsourcinghanging
obligation of business in societyairness of treatment v.
large companiescommunication with government

ORGANISATION - incentives to growth IT - flexible labour market
- contract practicestraining- youth developmenteducation
links - internationalisation of standares

INDIVIDUAL - changing life style of the entrepreneuewards to
entrepreneurshipplace of entrepreneur in societiax policy
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EXAMPLE - FRAMES OF REFERENCE
unemployed youth

GLOBAL - awareness of the worldEU job opportunities pop
culture- IT skills and awarenesdravel

STATE - state help evaluation views of welfare (fairness)views of
opportunity- views of equality of opportunityawareness of
incentives- evaluation of incentives view of government
who helps

ORGANISATION - views of benefit and job support system and
training- views of business and attitude to offering
employment and trainingviews of intermediaries
what needs to be done

INDIVIDUAL - future scenarie family position- self help
opportunities- friends and patternsdeviances

CHECKLIST FOR BEHAVIOURS, SKILLS, ATTRIBUTES

Entrepreneurial Entrepreneurial Btrepreneurial
Behaviours Attributes Skills*
Opportunity seeking Self confidence Problem solving
Creative problem Achievement Persuading
solving orientation Negotiating
Grasping/organising Autonomy Strategic thinkin
opportunities dNaturableadership Articulating ide
Taking initiatives &ixerd Selling
Managing interdependence Determination poiitng
Ambition Getting things done Decision making
Seeing things through Hardworking under uncertain
from beginning to end Commitment Holistic task
Rapid use of judgement Action oriented management
Taking calculated risks Perseverance Social skills
Social networking Strong ego

Exampleg part summary of English School teacher

Kate is a middle aged married teacher of English in a Secondary school in theis/Keaatlof

department. She has grown up children and a husband who is an academic in the local
university.

Global

The key global pressures on her work life are reflected in the following:

- The school now has partnership links now with schools in JapdnRussia and is also
engaged in European Community funded programme linking language teachers in several
European countries. Kate has had to arrange exchange trips to several countries and had
the opportunity and responsibility to travel and set these and accompany groups. She
has had to engage parents, find accommodation and entertain delegations from different
countries. She has also had to arrange special English classes for foreign visiting students
and organise community links and social visitdone of this she gets paid for and it has
eaten considerably into her leisure time.

- The English curriculum has broadened to include a larger number of American authors and
OGN} yatldAaz2ya 2F 20KSNJ Fl Y2dza | dzi K2 NR ® I'a
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- There is mah greater use of IT and most essays now are word processed. There is more
SOARSYOS 2F &iGdzRSyi&da Wo2NNRgAYy3IQ GSEGEA FTNRY
O2YLX AOFGA2Ya& AY YIENJAYIXXD YIGS KFa KFER 0
andiKS NBIFffe RAafA]1SAa GKAAXX

- There are a wider range of ethnic groups entering the school some of whom do not have
oy3ItAakK a | FANRG €Fy3dzZ 3So ¢tKAA KlFa YSIyld

Organisation

- Greater pressure on the school to meet perfance targets often driven by international
O2YLI NRA2Yyad ¢ KSNBEF2NBE Y2NB (SadagAay3a 27F aidzR
- Schools are on tighter budgets and are expected to behave more like businesses. Kate has
to operate a departmental budget and fight for @mhal resources. She has now to make
decisions as whether she can afford a new part time teacher to relieve “pressure or buy
Y2NB 0221axao
- Schools are becoming more competitive and are competing more also with private sector
education. More care has thefigre to be given to marketing the department with parents
a2 GKFG GKS 0Sad addzRRSyda INB y2aG GF1Sy Stas
- Performance measures for individual teachers have been introduced following practice in
business. Better teachers, acdorg to these measures, get increased pay. This means
more paperwork and more potential areas of dispute with teachers who do not perform.
YIFIGS KFra GKSNBT2NB (2 aLISyR Y2NB GAYSXX
- There is an increasing problem with children and the use of text messagirige
classroomL G A& RAFTFAOdAZ G (2 O2yFAa0F(dS Y20AfS LI
Sy¥2NOSIof SXo
- There are also increasing problems as in most schools with drug taking. This involves more
substantial interaction with parents and ames the police but drug dealers have networks
of young children selling small quantities and will enforce their system with violence at
GAYSaxoo CtKAA Ay@2f@Sa YIGS AyXoo

Personal

- YF0SQa OKAfRNBY y2g @¢g2N)] FFoNRFR IgyfidRand KS KI &
ANl YROKAf RNBY X®

- Her husband also increasingly travels overseas and she has to manage the household more
2y KSNJ 28y Xo

- She and her husband do however take more holidays abroad and are seriously thinking of
buying property in Cyprug but there arestill uncertainties about the political future of
that country

- Several of her former close friends have moved away, some overseas, and she is under
pressure to use the internet more to keep in toughut she hates it!

What kind of Entrepreneurial behaviars will Kate have to pursue?
Why?
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ANNEX 4

BRIEFING FOR INTERVIEW EXERCISE

Exercise with possible Stakeholder Interviewees

The effect of Globalisation has been to create more uncertainty and complexity for many
individuals in many societies. A framark was developed (Annex 1) to demonstrate this, linking
global pressures with changes at the State/Society, Organisational and Individual (worker,
consumer and family) level). It was shown how changes have affected all kinds of individuals in
all kinds of different positions in society (the unemployed, doctors, police, social workers,
teachers etc). Many examples were given (Annex 2). Course participants are asked to explore
this issue by interviewing a stakeholder from the local community for up tohwurs on the way

in which they had been affected by the pressures identified in the module. See the list below:

1 Teacher 1 Business centre director

i Doctor 1 IT specialist

1 Hospital manager 1 Language School director

1 Social worker 1 Lawyer

1 Local government economic development 1 Employment office manager
staff/planner 1 Politician

1 Unemployed 1 Artist

1 Graduate 1 Musician

1 Corporate business person 1 Restaurant owner

1 Entrepreneur 1 Tour operator

1 School leaver 1 Chamber of commerce director

M Parent 1 Banker

Interviewers must first prepare a relevant framework working with counterparts in the group and

use this as the basis fohd interview (see examples below for the kind of areas that might be

used as a basis for interview of different stakeholders. The interview is to be written up in less
than three pages and end with a summary of the key factors creating more uncertaidty an
O2YLX SEAGeE Ay GKS AydiSNBASsSSQa Sy@BiANRYyYSyi
entrepreneurial behaviours that have been stimulated/needed.
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ANNEX 5
Some simple Drama Techniques that can be demonstrated, practiced and used:
1. Use of narrator
2. PersonaMonologue
3. Use of signs and placards
4. Use of freeze
5. Turn back the clock
6. Songs: jingles
7. Asides to audience
8. Voice montage
9. Dialogue

10. Mime
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ANNEX 6

GROUP DRAMA PRODUON
BRIEFING TO STUDENTS

PLEASE READ CAREFULL
The Message

The production must aimlave all to project a message and a number of related points to the
audience.
The message and points can be derived in the following way.

T S OK AYRADARdzZ f G2 Gr1s WK23G asSriQ Ay {GKS
interviewed and to summase the main uncertainties/complexities now confronting them and
any entrepreneurial behaviours exhibited.

9 after this the group should agree what are the key common uncertainties and complexities
and associated behaviours they want to demonstrate in theard.

9 they should also agree an overall message they want to project and associated fgdiete
must clearly relate to sources of uncertainty and complexity and entrepreneurial
behaviours.

1 the story board and drama should be constructed to delivernimessage and points.

1 when finally agreed they should be written on a flip chart and kept secret. The drama will be
assessed by the audience against these messages/points.

T 6KS aG2NBO0O2FINR FYR RN}YYI gAff (GKSy 06S ONBF (SR
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ANNEX 7

DRAMA PERFORMANGEUDIENCE BRIEFING AND SCORING SYSTEM

KEY THINGS TO LOOK FOR
1. Delivering the Message did they really deliver it compare points that came from the class
20aSNBIFGA2ya FYyR GKS WAYGSYRSR YSaal3asSQ FftALl
2. Entertainment ¢ excitement¢ WY I RS Y § embtioralyupd@rpinning of main points
real empathy/believability with charactergpaceq continuity ¢ overall enjoyment?

3. Creativity ¢ imagination in projection of messageause of metaphox how well combined the
experiences of different people imaginative use of drama techniques?

ENTREPRENEURSHIP DRAMA ASSESSMENT SHEET
(used by all audience completed immediately after production)

GROUP NUMBERX X X X X X X
I NBIFGAGAGE FYR AYFAAYIGAZ2Y 6&a02NB 2dzi 2F mMpO XX,
OYGSNIFAYYSYyild FYR AyiSNBalG 6ad02NB 2dzi 2F mMpUL XX,
{ dz00S&aa Ay RStEAOGSNE 2F AYyGSYyRSR YSaal3aSa 060adz2Nl

Che![ {/hwo XXEXKXXXXXXX
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ANNEX 8
EXAMPLE OF KIND GHRTS THAT ARISE MREINAL REVIEW SEI$I

WHAT HAVE WE LEARNEBOUT ENTREPREMNRSHIP FROM THE DRAEXERCISE
BRAINSTORMING REVIEW

1. Empathy with persons and insight into situations.
2. Communication with an audience

3. Working together as a groupteambuilding

4. Consolidation of ideas

5. Entertainment

6. Focus

7. The Entrepreneur as an act

8. Creativity

9. Understanding the impact of passion, emotion and context
10.Selling to customers

11.Getting people to believe it

12.Leadership is earned

13.Importance of Motivation

14.Confidence building by doing
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37. Use of Programme Evaluation
1. What is Use oProgramme Evaluation?

Evaluation has three major conventional aims. Firstly, to feed forward to the future design of
programmes. Secondly, to feed back on the outcomes from programmes to deliver,
beneficiaries, sponsors and participants. Thirdly, edfback and forward on the management

of programmes. The conventional use of evaluation is therefore as ahposinstrument to
measure outcomes and process against planned objectives and ways of achieving them. A fourth,
and perhaps most important conopent of an evaluation frame, is as a basic instrument for:
establishing programme concept, objectives and planned outcomes; creating a dynamic
evolutionary learning framework; managing and monitoring the whole process; and
communicating with all key stakelders. This is demonstrated below:

Evaluation schema are conventionally divided into two distinctive parts, Formative evaluation

and Summative evaluation.

Formative (Process) evaluation examines the processes by which the organisation(s) involved in
the activity to be evaluated pursue it and manage.

Summative(Outcome) evaluation seeks to measure the various outcomes at different stages and
facilitates judgement as to the degree to which they were the result of inputs.

The two are interdependentThe issues explored in Formative evaluation are those that impact
directly on the outcomes shown in the Summative exercise. It is the Formative issues that will
determine the capacity of the organisation to continue with the activity when the intergarig
terminated. They focus equally upon issues of effectiveness as well as efficiency.

Formative evaluationgocus upon the following key questions:

1. Is there a clear concept behind the interventiamhere is the targeted added value from the
intervention and why is it needed? Has it been clearly set out?

2. Has there been a sound process of identification and selection of beneficiaries under the
programme?

3. Have the needs of ultimate and immediate customers/clients (organisations and individuals)
been analged and grouped meaningfully?

4. How well have the products/services/programmes been designed to meet needs, covering:

- the setting of programme objectives

- the determination of detailed content

- the design of any materials

- the recruitment, selection and develagent of trainers/service providers

- the proposed style of delivery

5. How sound has been the delivery procé&8sCovering:

- the competency of those delivering the programme/service

- the process of any counselling, consultancy and follow up

the choice and wsof networks and outside personnel

location and timing of programme activity

processes of assessment and accreditation
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6. Is it clear how the deliverer will reach the market, identified in particular by the process of:
- price setting

- marketing mix cheen

- channels used

- PR

- selling of the programme

7. Is there a clear process set out for evaluating success?

8. How well has the project been organised and managed, in particular the strength of:
- budgeting and financing

- control systems and measures established

- leadership and motivation

- organisation desigg is it entrepreneurial?

- the scope established for innovation and new ideas

- the experience base behind the programme and its utilisation

- resource acquisition processes

- relevant stakeholder engagement

- strategic orgntation

- planning processes

- communication to all relevant parties

Summative evaluatiormeasures can be taken at various levels:

. Reactionof immediate customers to the input, be it training, counselling or a more direct service.
This usually covers isssisuch as:

- whether customers like the service

- whether they think it is relevant to their jobs/institutions

- whether they think they have learned something

- whether they thought materials were sound

- whether they like the tutors/ service providers

- whether they like the location and amenities

- whether there is lot or little they can use

- whether they thought the workload was just right, too heavy or too light
- whether they would like more and what

- the highs and the lows overall

All the above except the last cae measured on a Likert scale 1 to 5 or 7.

. LearningMeasures What has been learned by who from the programme inputs in more detail?

This can be measured by asking different groups of participants in a programme, at different
levels, what they think thehave learned or what they and their organisation feel they are now
competent to do. This can be done by interview, tests of learning as in an examination or
demonstrated through observation of competency. The key issue here, often neglected, is
whether tKS f SIF NYyAy3a KIFI& 0SSy GNI'YyaFSNNBR Ayidz2 UK?2
situation as opposed to being regurgitated as per the input.

. Behaviour Measuresneasuring how and why people do things differently. This can be assessed

by questions aso how individuals go about key parts of their work and what has changed as a

result of the input. It can be checked by observation or processes of 360 degree review. In the
case of emphasis upon personal behaviours in common situations (for exampleetog) this

may be tested by observation of events or video.
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4. Intermediate organisation change measured.hese seek to measure what has been changed in
terms of organisation practices. For example in the context of micro finance, have there been
new cedit rating systems, new forms of marketing, new ways of dealing with customers in
arrears etc. In Business Development Service start up training there would be questions as to
whether there has been startip and how far down the track the business hadgeeded since
the programme.

5. Ultimate level change. This seeks to measure what impact the input activity has had on the
ultimate performance of the organisation (in business context in terms of sales, profits, liquidity,
employment etc).

It is clear bat the further that one moves up the hierarchy of Summative evaluation the more
difficult it is to attribute results to any specific programme input, for two major reasons. Firstly,
because of the passage of time needed for the results to permeate. n8lgcdecause of the
difficulty of attribution resulting from the influence of numerous other factors. It is, for example,
difficult in practice to truly attribute the impact of a start up training course upon the growth and
profitability of a businessEven to attribute the subsequent start of a business to a course may
be difficult unless a perfect match experimental model is used, a situation which is almost
impossible to achieve. Attempts to overcome such problems in order to take cost benefit
measues of inputs are usually so contrived or alternatively so simplistic as to be less than useful.
They are nevertheless extensively used because of the need to justify the funding of
LINE AN YYS&ao | A3K Waod2NBaQ Ay G sheved byzxdreful G | NI
selection.

A major value of summative work therefore lies in using the 'hierarchy' in the process of setting
up a programme of activity designed to help an organisation. For example, by enquiring what
performance targets need to be aelved, what changes may be needed in the organisation to do
this, whose and what behaviours need to change and what therefore needs to be learned, there
will be better design of programmes.

2. How is the exercise constructéd

This is best demonstrated via Summative example, of evaluation of a broad based
Entrepreneurship University Development Programme.

Ultimate Level Outcomes

For the University to contribute substantially to the long run competitiveness of the economy and
social cohesion in UK societia a process designed to enhance its contribution to the Enterprise
Culture.
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The measurable outcomes must be based upon the notion that UK competitiveness in the long
run will be enhanced by the capacities of the graduate population to dmrtd more
substantially to the development of the independent business sector and to the entrepreneurial
design of public and private institutions

Key measures might include:

Graduate business starts in line with average US university experience.

Increase in the number of graduatked independent growth businesses.

Increase in number of graduate led science based independent businesses.

Increase in number of export oriented graduate led businesses.

Higher satisfaction rates of graduate recruiters @agmtrepreneurial capacity.

The university meets the criteria for entrepreneurial status.

There is wider understanding by stakeholders as to their role in fostering the enterprise
culture and active engagement in this process.

NogahswdpE

Intermediate Outcomes

Key measures might include:

Numbers of graduates involved in entrepreneurship education (mapping survey).

Degree of penetration across departments (mapping survey).

Pro-VC responsible for enterprise (mapping)

Number of departments with key staff respobiity for enterprise (mapping).

Enterprise built into strategic plan (mapping).

. bdzYoSNJ 2F LINPIAINIYYSaAa GKIG YSSG b/ D9 hdziO2YS
reporting).

7. Number of programmes that meet NCGE quality standards criteria (standards reportin

8. Numbers of trained enterprise teachers (mapping).

9. Clear IP policy (mapping).

10. Detailed engagement strategy with Science and Technology parks (mapping).

11. Amount of R and D funding attracted as opposed to pure research funding (mapping).

12. Leverage rati@ public to private funding of the university (mapping).

13. The number and level of activity of muttisciplinary centres (mapping).

14. The number and scale of joint ventures with the private sector (mapping).

15. The number of visiting fellow posts for entreprenewand the level of engagement of
entrepreneurs with the university (mapping).

16. The number of professors of practice or/relevant entrepreneurial adjunct professor/fellow
equivalents (mapping).

ok whE
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Behaviour outcomes
Of Graduateg key measures might include amcrease in the number of graduates who:

Explore strongly a career option in entrepreneurship (annual sample survey).

Seek a freelance, networked and self employed career (survey and career information).
Seek to work in the independent (SME) businessas (survey and careers data).

Seekout enterprisesupport facilities in the University and elsewhere (survey data).

An increase in the number of graduates that opt for entrepreneurship courses.

An increase in the number of students who seek to developdaa from their research and
seek to protect it

Of Staffc measures might include;

1. Number of staff who seek to set up a business.

2. Numbers who register a patent.

3. Numbers who seek external consultancy.

4. Numbers who become partners in business.

ook wbhNE

Learning outomes
(see the NCGE learning outcomes)

Measures might include and increase the number of graduates and staff who:

1.! YRSNERGFYR (GKS K2g (2Qa 2F RSaAaAdayAy3da SyidaNBLMN
importance of this (survey).

2. Thoroughly understandhe benefits and di® Sy STFA Ga 2F | &aStF SYLX 2e VY.
career (survey).

3. Know where to find ideas.

4. Know how to evaluate an idea.

5. Know how to protect an idea.

6. Know how to determine the appropriate scale for a business.

7. Know how to develop a buséss plan for different stakeholder purposes.

8. Know how to negotiate (and who with) to get into business.

9. Know how to set up the basic systems and deal with the various regulatory requirements.

10.Understand how to anticipate most of the problems to be expered in the first years and
how to avoid them or deal with them.

11 Know how to network effectively.

Reaction Outcomes (to various programmes)
Measured by conventional Likert Scale indices as below:

(please score by circlimpumber- 1= low and 7=high)

The programme was highly relevant

| learned a great deal

The materials provided were very good

The tutors were very good

I had ample opportunity to practice

Therewas lotl could use

| felt strongly motivated at the end of the programm
At the end | felt fully equipped for the task

The programme would be useful to my institution

©CoNoOA~LDNE
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10. All necessary items were covered

11. The location was excellent

12. The amount of time was just right

13. | felt the right people were on the course

14. The programme was designed to meet my needs
15. Overall | found the programme most useful

16. The support after the programme was fine

PR R R R
MNRNNNN
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The above exercise provides the basic targets for the programme design as well as a focus for
evaluation at various summative levels. A Formative evaluation of the same programme would
follow the format as noted earlier.

. Relevance to Brepreneurial Learning

OYUNBLINSYSdzNAIf € SIENYAYy3I Aa SaaSyaalrtte F20dzaS
described above is outcomes focused as well as entrepreneurial process focused. It has been
noted above that the main value of the frawork is in its use in the initial design of the
programme not just a means of pastoc measurement. By this means, even though it may not

be possible to convincingly demonstrate the impact of a programme on outcomes at higher levels

of the summative hiarchy, it will be possible to demonstrate that the programme was clearly

focused in its design upon these.

. Outcomes

The main outcome is a tool that can be used to clearly focus a programme right from the
beginning and to demonstrate to sponsors what eaa what cannot be usefully measured.
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38. Use of the Quiz

1. What is Use of the Quiz?

A quiz is usually a set of knowledge questions covering a particular body of knowledge. A quiz

may also be used to test attitudes to a number of issues or areasnckoo (for example a quiz

about beliefs) or about how other people see things: In general the quiz serves a number of

useful purposes. It can be used at the beginning of a programme to test the existing knowledge

base of the students. It is therefore ahicle for discussing the proposed learning objectives in a

module. It can be used at the end of a module to test learning. It can be used as a vehicle for the
FLEOATAGIF 02N G2 0 NR Y X foRedamplé WhBt lisdhe @eRning &f jaiudnd G SR WT
what are the problems in measuring it? It can be an instrument for motivating the students to

f SINyo LG O2yaidAaiddziSa | Y2ZNB AydiSNBadgAaAy3a YSIy
The quiz can also be used as a means of students settindpeir own testing of learning or
AYRSSR (SadAay3a GKS 1y2¢ftSR3IAS 2F (GKS FFLOAtAGE G2
develop appropriate questionnaires and to explore some of the pitfalls in this process.

2. How is the exercise constructed?

The quiz shown in the Annex below was used as part of an introduction to an Entrepreneurship
Module on an MBA programme at the China Europe International Business School in Shanghai,
China. The aim was not only to test the existing knowledge of the stadmritalso to surprise

them about the role that small businesses had played in Chinese economic development in the
previous 20 years. The results of the quiz were therefore a starting point for discussion as to why
this was so and how it had happened. the UK context it is relatively easy to develop a similar
small business quiz as part of an introduction to a programme.

3. Relevance to Entrepreneurial Learning
The quiz enables the existing knowledge base to be tested. It therefore provides titatéacil
with knowledge as to the thresholds of learning of the students. It is obviously a means for
engagement of students in the learning process and for sharing with them the learning
objectives.

4. Outcomes

That students are given a clear framework tbe learning that is to take place and have the
opportunity to question it.
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Annex
Example of a quiz used in China with MBA Students

Small and Medium sized Enterprise (SME) developmeaiQuiz

1. What proportion of the Chinese population is classe® &HzNJ f Q K n ez
50%
60%
70%
80%
2. There are 624 million in employment?

How many ee officially classed as unemployed? 2 million
5 million
8 million
10 million
12 million

Wha % of the workforce is employed in: - agriculture (farming)
- state companies
- collectives
- foreign owned ventures
- individual busiesses
- share holding businesses
- other private

3. Which is the fasteégrowing sector of the economy?
- the primary sector
- the seconary sector
- the tertiary sector

4. Which is the biggest contributor to industrial output in China?
- the state sector
- the collectives
- individual businesses
- other businesses
(including foregn companies and joint ventures)

5. The output of State Owned Entergsshas been: declining
stagnant
growing

in the last 5 years?

6. Individually owned businesses conttibai 8% of gross industrial output in 1952

What % do they contribute now? 50%+
40%
30%
20%
10%
less than 10%
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7. Assets of State owned enterprises constitute less thanfiftheof total business assets in
Guandong. What proportion are they in Shanghai?

8. Townstp and Village Enterprises (TVES) are the bulk of small businesses. There are 22 million
of them.
What % of Gross Domestic product do they contribute? Less than 10%
10-19%
20-29%
30-39%
40- 49%
50%+
What % of total export value do they produce?
Less than 10%
10-19%
20-29%
30-39%
40-49%
50%+
Of the 22 million how many are industrial enterprises?
less ttan 5 million
5-10 million
10- 15 million
15 million+

What proportion of the nationaihdustrial output is produced by TVEs?

over 50%
40-50%
30-40%
20-30%
10-20%
What % of rural labour do they employ?

60%+
40-50%
30-40%
20-30%
10-20%

9. TVEsansist of collectives, shareholding companies and private/individual firms

Which are the most numerous?
Which group produces the highest added value?
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39. Use of Undertaking an Institutional Audit

1. What is Use of Undertaking almstitutional Audit?

There is wide agreement that the impact of any entrepreneurial education initiative is dependent
upon the culture and structure of the organisation within which it is implemented. It is also clear
that, in the Further and Higher Ecation context there are numerous initiatives that are being
pursued in the organisation of an entrepreneurial nature upon which educational initiatives can
build. Examples include: careers service programmes; knowledge transfer activities; science and
technology park developments; business and industry information services; research; students
projects; alumni engagement; visiting fellowships; publications; individual consultancies; and
secondments. Finding entrepreneurial activities already being unkiemtan the organisation

and the people pursuing them is a key strategic step for the entrepreneurial educator, providing
the opportunity for their engagement in partnerships, adding value to their existing activity. In
addition it will be important to exjore the formal strategic commitment of the organisation to
entrepreneurial activities, for example active contribution to regional development and
substantial concern for the use of knowledge generated in the organisation and reward systems
designed to uderpin this.

The institutional audit is therefore a means for identification of key opportunities for the
educator.

2. How is the exercise conducted?

An Audit can be conducted by questionnaire, and/or by personal interview or merely, to be begin
with, by casual enquiry and estimation. An example of an Audit Framework is shown below,
focused upon the last mentioned approach. It is designed to test the awareness of the educator,
of the culture and structure of the institution in supporting entrepreneuselivity and, as such,
provides the basis for building a strategy. Reflecting the strategic orientation, the final column
provides the analyst with the opportunity to assign priorities for influence in relation to their own
capacity and resource.
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Assesing the Entrepreneurial Capacity of a University/College
Scorecard for assessing Progress

Your confidential impressionistic views (without investigation)

WLEG FLIWISENR G2 YS GKFOQY

Present position Low High

1 2 3 4 5

My priority to
influence

(score out of 10)

1. My institution overall has a stron
commitment to the use of knowledge i
practice

H & a® AyadAiddz lesy]
by its credibility with a wide range of stal
holders (as opposed to narrowly throug
research excellence and teaching/exe
results)

3. My institution is highly focused upc
solving the problems of society

4. My institution is heavilyengaged in
practice, and committed to, region:
development

5. Entrepreneurship is central to n
AyaadAaAddziazyQa & i NJ

c o ae AyailaAdildzia
LYAGAFGAG®S Aa SR

7. There is a high level staffiember
leading entrepreneurship education in n
institution

8. My institution has a high gearing
private to public funding

9. My institution has a large number
consultancy/development contracts wit
industry

10. My instituton is heavily engaged i
technology transfer

11. My institution has a technolog
park/centre or science park

12. My institution has a system to rewa|
those staff with high credibility with th¢
stakeholder environment

13. The stdH and students of my
institution are heavily engaged with firm
on the science/technology park
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14. My institution has a new ventui
incubator

15. My institution has a very open
Policy for staff and students

16. My institution isunafraid to employ|
and give status to practitioners

17. My institution has close links wif
entrepreneurs

18. My institution makes considerable u
of entrepreneurs

19.My institution gives status
entrepreneurs

20. My irstitution is committed to having
entrepreneurship education programme
in most departments

21. Each department has 4
entrepreneurial curriculum champion

22. There are enterprise trainin
opportunities for all staff

23. My instituton has a strong
O2YYAlYSyld G2 GSI
Wl 6 2 dzii Q

24. My institution rewards good teachers

25. My institution gives strong support |
the wuse of innovative enterprisin
pedagogies

26. We have many internation;
partnerships

27. There is a very stror
entrepreneurship student body

28. There is an opportunity in m
institution for any graduate who wishes {
start a business to be given support

29. There is a strong institutio
commitment to interdsciplinary R & L[
(perhaps measured by numbers
interdisciplinary centres)

30. There are numbers of cros
disciplinary degrees/diplomas

31. Rewards systems are in place for thc
who specialise in development (
business and community links
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32. Strong support is given in n
institution to experiential (tacit) learning i
all degrees

33. There is a firm policy of support f
Life Long Learning

34. There are special loan arrangeme
for graduate enterprise

35. Thee is a strong focus upon th
personal development of students in n
institution

36. There is close alignment of th
WO2YGNI OGQ G2 I Fo
social and community lifevorld of the
graduate

oT d ¢ KS AyailAisdei
Service is highly geared to suppc
entrepreneurship

38. My institution is designed as
entrepreneurial organisation

39. Generally attitudes towards enterpris
are supportive in my institution

40. My institution has dethid knowledge
of all entrepreneur alumni
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40. Use of Sales Pitch
1. What is Use of Sales Pitch?

The sales pitch is an exercise in selling a proposition to a potential buyer. This might be a
customer for a product or service or a stakeholderowimay invest in, or support in kind, a
venture.

2. How is the exercise constructed?

The aim of the exercise is to underline the importance of, and develop the capacity for, selling a
proposition in a short snappy and attractive way. A group can be chavijegreparing a sales

pitch with one or two of their members to deliver. The customer can be a representative of
Fy23KSNI INRdzL) LI FeAy3a | NRtS 2NJ Ly SEGSNYyEFf NBI

In the context of developing entrepreneurship education prognaes it is important to recognise

that there are a wide range of stakeholders who can support a programme in cash or in kind.
These include Regional Development Agencies, Local Government, independent and corporate
businesses, bankers, accountants, thegale professions and local None Government
Organisations (NGOs) such as Local Enterprise Agencies. All of these have an interest in
developing graduate entrepreneurship. Their needs, and therefore their reasons for offering any
support, may vary.Salespitch needs to consider carefully the differential nature of stakeholder

needs. The group working on the sales pitch will be given a short time to brainstorm on the

Ot ASylli ySSRaszx K2g (KS W2FFSND aKz2dzZ R ght®iotRS&AA Iy
Wod2Q ¢KS alfSa LAGOK KIFa G2 LINBaSyd ! yAldzS
attractive manner.

An equal consideration is to recognise in preparing the pitch that the reaction will not only be to

the argument but will alsod conditioned by reaction to the person presenting and also will be a

Fdzy OGiAz2zy 2F (GKS OftASyidaQ @ASéa FyR LINE2dzRAOSaA
WLIA G OKSND NBLINB&aSyiGao Ly GKS 62088 SEI YLX S
institutions having enough practical experience to teach entrepreneurship. Such prejudices will

have to be anticipated and taken into account in designing the pitch.

The pitch is then appraised by the client group or individual.

The exercise can be usad similar fashion in a wide variety of different contexts, for example
selling a business idea.

3. Relevance to Entrepreneurial Learning
The focus isupo® Y LI 6 K& gAGK | Oft ASyiQa ySSRao LG Aa

argument in a short tira under pressure. It is also developing teaork to reach agreement on
an issue very quickly.
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4. Outcomes

A key Outcome is recognition of the need to identify different needs of different stakeholders
and therefore to package an argument in diffetevays. The sales pitch is seen as a relationship
development instrument and as a means not only of selling something but as a vehicle for
building trust.
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41. Use of Polls
1.2 KFG A& W' asS 2F LkRffaqQk

A poll is a means of engaging the audience in an igdueh is being discussed/presented. It is
particularly useful when there are large numbers of participants. It can be used in a number of

ways:
a. to obtain a view of how much the audience already knows about an issue

b. to learn what the audience already tlkis about an issue

C. to identify the needs of the audience relating to personal or organisational

development
2. How is the exercise constructed?

This is usually by a simple questionnaire which can be quickly and easily angwesgally of a
simple scoringhature (agree or disagree or via a Likert scale). It can be delivered in class or
circulated beforehand and the results collated to provide a basis for framing discussion. If the
technology is available it can be used as an interactive device to getraedtlass participation

by the pressing of a button.

An example, used on the programme, is to question participants as to how they see progress in
entrepreneurship education in key areas in their institutions. The results form a basis for
discussion awhat needs to be done, which are the major areas for action and what actions can
be taken.

A poll can also be used as a means of focusing a particular session on needs as identified by the
audience, For example an audience of entrepreneurs can be polled @ or during a
programme about key problems or opportunities facing them, It can also be used as a straw poll
feedback evaluatioq what do you think?

3. Relevance to Entrepreneurial Learning

The poll provokes engagement of the participaatsdience]lt is a vehicle for developing creative
problem solving based upon what the participants think. It is also a vehicle for stimulating peer
learning as it becomes evident to the individual whether or not they are mainstream on an issue
and therefore will preoke thinking and interaction. It also gives ownership of the learning
agenda to the participants and demonstrates that the session is relevant to the needs/views of
the group.

4. Outcomes

There is a stimulus to action resulting from peer pressure. Tiseadso a stimulus to learning
from the others in the group who may have a more advanced or different perspective on an
issue.
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It can be argued that aely component missing from much entrepreneurship education is the
ONBIFdA2y 2F | WFSSEtQ TFT2NJ dKS gre GKFdG Sy adNBL
communicate things. Drawing from a varied literature it can be argued that, as a result of the

close identity of the ownemanaged a firm with the business, certain values are built interacting
GAGKE YR RSOSt21LISR FTNRBYS | Nry3aS 2F SELISNASyYyO

Ways of Doing Things

intuitively

GKNRdAK WgKIG AFTQ adNIGS3Iraaray3
by junping in

by making it up

by problem solving

through opportunity seeking

by responding to stakeholder pressure

through contacts

by making judgments on basis of limited data

To =2 To T I T o To o

Ways of Communicating Things

A verbally v written word

A Dbased on trust

A by appropriateword count

A acting different parts

A persontopersory 2 G2 W2NHIYyAaAlGAZ2YQ
A with feeling

Ways of Thinking Things

via heuristic/experiential rules

based on experiential frames of reference
within thresholds of potential
unreasonably

intuitively

within thresholds of experience
pragmatically

To o To To To T I

3Gibb, A A.(2007) Enfrepreneurship: Unique Solutions for Unique Environments.

I's

it possible to achi ev dntetndtional Jowrnat ofi Entrepreneueskip Edacationy/ol. fb&enatelHaly m? 6

Academic PubBishing.
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Ways of Organising Things

A in entrepreneurial mode by providing organisation members with ownership, control,
degrees of freedom, ability to network, responsibility to see things through, rewards linked
to effort and swecess with clients, ability to learn from mistakes and stakeholders

A informally and overlapping

A held together by culture not control
A sharing strategies

A project based organisation

Ways of Seeing Things

aggressively
not through checklists and plans

through independence culture

cautiously relating to use of own resource
resisting unnecessary formalisation
looking for value in practice

through the ego

through ownership values

often througha family perspective
through high locus of control

through emotive judgment of people

Too oo Too To T T T T To o o o Do To

valuing experience

Ways of Learning Things

by doing

copying

from stakeholders

under pressure

by experiment and mistake making
problem solving creatively
opportunity grasping

by repeated practice

on a need to know basis
know how focused

know who linked

Too oo To To To T T T T o I
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through a values filter (anti bureaucracy, formality, affinity, self made aspiration)



2. How is the exercise constructed?
Possible ways of achieving measurable outcomésteS R (2 W2l &a 2FQ AyO!

Ways of doing

Mini cases/critical incidents calling upon students to take decisions with limited data
Following the development of frames of reference in class (the start up praaesany
kind of organisation being one) jgdments made as to possibility of success and
reasons given (no business plans!)
1 Creating a convincing argument for something with limited informagaff the top of
the head in a limited time space
9 Giving students a particular problem and asking therndemtify as many opportunities
for solving it as possiblefor example drugs in night clubs, nothing for young people to
do in the evening in their local community
1 Seeing all activities/opportunities as know wigobeing about identifying relevant
stakehdders, empathising with their needs and points of view and developing
strategies for carrying the opportunity forward. For example, setting the students the
objective of setting up a college discddentifying who they need to persuade, what
the pros andcons seen from each of these individuals point of view might be, deciding
who best to use to persuade others etc (possible key stakeholders being teachers,
principals, parents, caretakers, canteen staff, local police, local householders, possible
stewards local authorities re noise etc)

T
T

Ways of communicating

9 asking students to make a persuasive verbal case for something, thinking on their feet, at

short noticeg as practiced in developing debating capacities

exercises in telephone selling

after inputs onemotional intelligence asking students to make assessments, for and against

whether a person on a video is trustworthy

9 feedback on role play of a person in very different situations (for example re the disco
SESNDA&S 106208 K2¢ & KhpabteBehe? golice MdpdcibiSchaitdan 6 S ¥ 2 N
of governors, school caretaker). The enterprising person/entrepreneur is a good actor

9 Practice in putting things simply using a word count appropriate to an audiertest in
writing a story for a five year olditd

1
T

Ways of feeling

1 simple exercise to test understanding of the life world of a person (what changes in the
life of a teacher who decides to become self employed?)

1 exercise in understanding how strong ownership of an idea or ideology might influence
the way people present and defend their actions. Using, for example, a craftsperson
whose work is criticised in a newspaper to get the student to understand how it might
FSSt 6KSy a2YS2yS NBlIfte 26yaQ az2YSOIKAy3a &
incident and check responses

1 write a short story around a picture of two people at a table where one is trying to
persuade the other to do something that he/she thinks is unethical

91 selecting two of your friends/acquaintances (using fictitious names) explthin you

might trust one more than the other

given a list of entrepreneurial values explain why these should be so

given a particular job description and two candidates, one with a great deal of formal

gualification and the other with a great deal of exgrte, how would you go about

assessing the two?

=a =
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1 take a family incident and get the student to explore the impact of different feelings
upon the way different members of the family see the incident (I want to set up my own
business says the young daughter).

1 explain why entrepreneurs do not like bureaucrats

Ways of thinking

f dzasS a2yY$S 2F RS .2y2Q4& fFGiSNIf GKAYylAy3I SESN
1 ask students to construct heuristic frames of reference for making intuitive judgements
of different kinds of events for example how to/ou assess how to trust someone?)
9 ask students to provide examples of different kinds of entrepreneurial experiences they
have had selecting from a list and ask them to evaluate results (for example, have they
ever tried to sell something, persuade someoto do something against their will,
defend something that you really believed was right but others felt was wrong)
1 explain what the use of some particular piece of knowledge might be to whom and why?

Ways of organising

explain how to design an organigat so that people can be very enterprising

explain how to design an organisation to suppress enterprise

explain whether you think the university/college is enterprising and why or why not
make a drawing showing what you believe to be the culture of thizarsity/college
and explain it

1 plan a project to determine the needs of older people in the community and how they
can be met

=A =4 =4 =9

Ways of seeing

i students assume that they have to have to create their own living and wealth by hard
work and independent efforwith little support. Asked to indicate how, this might
influence attitudes to increased taxation, a tax on inheritance, public expenditure on
subsidies to the unemployed.

i students are asked to assume that they are the boss of a small firm employing 14
people, many of whom have been with it for 20 years. A government scheme is
introduced to encourage every employer to formally train every member of staff, keep
records of all training events and undertake formal training needs analysis. You, as an
employer, are asked to contribute a percentage of your labour costs in the form of a
payroll tax to pay for this. If you complete all the paper work, keep records and send
your workers on formal training courses you will recoup most, if not all, of the tax. Why
should you object to this?

1 students assume they have many years of experience in doing something and have been
reasonably successful. An expert comes along and sets out new ways of doing things
based upon objective analysis and theory. What will be wttittide to this and why?
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Ways of learning

9 student wishes to start a tennis club in your local area. What does he/she need to know
in order to progress the idea? How and from whom will they get to know it?

9 student is thinking of setting up adal crafts and art gallery. He/she visits several
galleries in other areas. What would you be looking for?

9 students are lost in the mountains with minimum equipment and are faced with a night
of freezing temperatures. Describe what they might do to psaar survive.

1 students are asked to list as many needs a possible that a sofa might meet (that might
reasonably be in the mind of someone wishing to buy one).

9 students are given a twpage summary of an idea for a business which is full of errors
and are asked, without adding to the word count, to amend it so that it is more
plausible.

3. Relevance to Entrepreneurial Learning

The focus of all of the exercises is that of creating/simulating aspects of the considered ways that
entrepreneurs might approachiferent problems and opportunities. The aim is to create
SYLI)I GKeé gA0K (GKAa ¢g2NIR o0& WR2AYy3QO

4. Outcomes
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1. What is Use of Simulating the Entrepreneurial Life World?

Most of the emphasis in New Venture Programmes is upon the business aspects of the start up
process. There is, usually, a strongus upon preparing the business plan. Traditionally, there

KFa o0SSy ftAGGES O2yOSNY 4AGK LINBLI NRRWA RRY RAFD A
becoming an independent entrepreneur. Many aspects of their world will chgraysituation

for which they are often ill prepared. If, for example, one moves from employment te self
employment then key changes may include:

Greater freedom/independence to choose ways of doing things

DNBI G§SNI AYRADPARdzZEf NBalLRyaAroAfAide F2N akKlL
Greaterpersonal ownership of events

Personal financial assets at risk and risk in disbursement

Other personal assets may be at risk (e.g. house)

Ego being more at risk as business idea exposed

Personal responsibility for all outcomes

Having to cope with more undminty on a day to day basis

Greater personal vulnerability to changes in the environment and how to cope

Greater pressure to take initiative/make things happen in work and home life

Need to flexibly undertake a wide range of tasks

Rewards directly linketh effort

bSSR G2 YIFyF3aS I AYyiSNRSLISYyRSyOe gAGK | NI
the key

A situation where work, social and family life are more integrated

Changes in friendship patterns

Greater links between personal effort and social status

More learning by doing and responsibility for learning

Need to cope with loneliness

Need to work flexible and (often) long hours

= =4 =4 =8 =8 -8 -8 -8 -8 -8 -a e s
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It is a challenge to the educator to prepare programme participants for this.
2. How is the exercise constructed?

Several methds might be used initially to create awareness as follows:

L. @ FalAy3a LINIAOALIYGA (2 AYyUGSNBASSG I NBOSy
how they have coped. Then to discuss the different issues that have arisen from the
interviews in groupsvith the focus upon identifying what seem to be the most important
FaLISO0a 2F o0SAy3 +toftS (G2 02 yR WK2g R2 4SS
asking participants, if they are themselves in the process of moving into a new venture, what
they expect will change and how they think they will cope with itJS NK I LJA & NRA G A y 3
NEFE SOGA2yQ y20So PEGSNY I GA@GSE & LI NIOAOALN yi
context.

i.. @ FalAy3d ySg SYiuNBLINBYSdzNE KBYENZ2 g2m$ RQf I0K& y 1
how they have coped. This is perhaps best done in small groups to create a more intimate
personal atmosphere.

ii. . & dzaS 2F Iy AYAGAILIET WONRGAOFE AYOARSY(GdQ I LILJ
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The incident is prepared before the session by the facilitagfollows.

Aim: to stimulate group discussion of the life world of the entrepreneur.

Key Question for Focus

2 KIFG OKIFIy3dSa Ay 2ySQa WwWglte 2F fAFSQ 6KSy 2yS Y

Kate is a young single woman of 25 years of age. g&muated from University two years

ago with a 2.1 degree in desigrfocused upon ceramics. She had always had a considerable
talent for art and design demonstrated from an early age. She had worked herself up the
educational ladder in creative desigy buccessful progress through further education, to a
Polytechnic and then to University.

Upon graduating she took a post at a school teaching ceramics but soon decided that this life
was not for her. She wanted more independence. With the help of i legecy from her
grandmother she set up her own studio, complete with kiln and embarked on a career in self
employment.

What changed in her lifavorld as a result of this move?

The facilitator can draw from the group a list of changes which can b fosaliscussion of the
nature of uncertainties and complexities facing the entrepreneur and the skills and attributes
that might be needed to deal with them. The group can be asked to speculate to what degree
her previous work and life experience miglave helped her to cope. For example, if she comes
from a background of family business she may well be familiar with many of the aspects of the
life world noted above. This can lead on to a discussion of why it is that one is more disposed to
set up a bainess if one comes from an SME family. It might also be useful to explore what
aspects of the life world of being a teacher, prepares one for entrepreneurship and which do not.

Example 1. Aimto stimulate group discussion of the life world of the enireneur.
Key Question for Focus
2 KFG OKIFy3aSa Ay 2ySQa Wglke 2F fAFSQ 6KSYy 2yS Y

Kate is a young single woman of 25 years of age. She graduated from University two years
ago with a 2.1 degree in desigrfocused pon ceramics. She had always had a considerable
talent for art and design demonstrated from an early age. She had worked herself up the
educational ladder in creative design by successful progress through further education, to a
Polytechnic and then toriiversity.

Upon graduating she took a post at a school teaching ceramics but soon decided that this life
was not for her. She wanted more independence. With the help of a small legacy from her
grandmother she set up her own studio, complete with kild embarked on a career in self
employment.
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What changed in her lifavorld as a result of this move?

The facilitator can draw from the group a list of changes which can be used for discussion of the
nature of uncertainties and complexities facithg entrepreneur.

. Relevance to Entrepreneurial Learning

Understanding of the entrepreneurial life world is a much neglected area of entrepreneurial
teaching. It is critical that learners appreciate the context in which entrepreneurial decisions are
made.

. Outcomes
OYUNBLINBYSdzNA I £ 2dzid02YSa NS |ttt &ASNWBSR oeé |y

The situation in which an entrepreneur operates is a specific one for which there is little
preparation which traditional courses, eventhofe®dzad A y 3 dzLJl2y G SF OKAyYy3I WF2N
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8. Next Steps

Determining the pedagogy is a key part of any learning and teaching strategy however this only
forms part of the considerations within an effective learning sggt Whilst this compendium
contains 44 pedagogical notes which form the basis for curriculum development, evidence suggests
that students need to value their learning and within the educational system, assessment feedback
FYR YIFNJa I NB twiKfotivit©ldaNbts yrieeefdre th&kdxperience of NCGE in the
UK indicates that entrepreneurial learning needs to be clearly demonstrated as part of the learning
experience in the entrepreneurial learning outcomes, and assessed to recognise and effgard

and results.

¢2 O0dAfR Yy SYUNBLINBYSdNAIf YAYyRaSaGsz GKS SRdzO!l
1996; 2003) will support the development of an effective learning strategy. Biggs advocates an
alignment which sees the learning outcopace crafted, aligned the assessment strategy. Strong

and demonstrable alignment between intended learning outcomes and assessment processes and
ONRGSNRLF gAff adzLILIBrNIzNd IR S SRS @ SfaSIAEINSY (2 © wPTOSH H n .
of appropriate pedagogy, the following linkages are apparent:

o

eEntrepreneurial Learning Outcome

*Pedagogy (learning activity)

*Assessment strategy

(Adapted from Baume, 2009)

To support the development of appropriate assessment, the final guide will beerpleringthese
issues within entrepreneurial education.

44 .Use of Assessment of Entnegmeurial Learning
1. What is Use of Assessment of Learning?
In general, conventional approaches to assessment of learning serve three major purposes:
1. To indicate to the facilitator of learning whether goals have been achieved: if so why so, and
if not whynot?

2. As a means for students to assess their own progress in learning.
3. As a means for grading of pupils for purposes of accreditation (meeting standards).
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Assessments are usually undertaken by the teacher or facilitator. An estimated 80%sxnassts

in Higher Education are undertaken by examination, essay or report writing methods. They
represent a process of benchmarking students against each other with the ultimate goal of
facilitating grading of students into degree categories. Resealsthindicates that very often the
students are not absolutely clear on the standards and criteria being used for this benchmarking
process.

There is much criticism of these forms of assessment within the education literature particularly in
terms of exgriential learning (Race 2007). In an entrepreneurship education context it can be
argued that the assessment process should be one that helps to develop entrepreneurial capacities
and understanding of the life world of the entrepreneur. This involvesafore designing methods

of assessment that:

9 provide greater ownership and control to the learner
T allow learning from mistakes
TIAYy @2t @3S 2L NIdzyAide F2NJI NBLISFG LINI OGAOS o0& Wi
finvolve exposure to a wider range of stakeholder assessors
1 build commitmentto see things through and improve
91 build confidence and motivation
T encourage assessment by problem solving
1 set clear targets and opportunity for improvement
TF2NXdz | 4GS daSaayvySyida Ay GSNWER2 Tl RAWVIZRS Y G | YV
T encourage students to undstand the meaning of what they learn in different contexts and
to different people/stakeholders

There is much educational research to support the view that true understanding only comes about
through application of knowledge to practice and argumentowdedge is internalised via a process

2T GKS ONIAY O02yaidNdzOGAy3d WYAYR YIFLEAQ Ay GKS f 2
of knowledge to different contexts

. How is the exercise constructed?

The major focus will need to be upon enhanciagaxity for self assessment and peer assessment.
This is not always easy within the academic convention but there are a number of ways of moving
closer to this:
1 taking time out at the beginning of a programme to allow students to familiarise themselves
wil K WK2g (2Q RSO2yaiNdHzOG LIASOSaE 2F 62NJ)] dzy RSNI
frameworks for assessment and setting of standards

1 similarly, rehearsing students in critiquing academic articles and setting standards for
appraisal and exploringow to best use academic work

1 getting students to develop frameworks for assessing the written work of the facilitator and
discussing this

1 getting students, by use of questionnaires and assessment forms, to critique the work of

others. This is best done @mymously, or within clear parameters.

9 provide facilities for students to truly expose their work to stakeholders and undertake prior
preparation for such exercises by group brainstorming exercises on how and why stakeholders
might see the work and asseiss

1 getting students to rehearse delivery of the results of a project via presentations and role play of
different potential user groups

1 instead of just marking a project and then moving on, provide feedback and discussion and then
get the students to do idgain¢ and again?
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91 before asking students to write a piece of work or project show them examples of best practice
and have discussions of these and practice marking them
9 provide a set of agreed criteria in relation to a standard and allow the studentsari their
own work against this, indicating what they feel they have yet to learn
1 engage stakeholders in a notiereatening manner to take part in open discursive assessments.
For this they will need training and guidance to facilitate appropriately
9 set standards relating to the application of knowledge from the beginning of a programme
YFE1{Ay3 OfSFENI GKFdG GKS SyR NBadzZ a ¢gga®@d 6S YSI A
¢ aSid 2dzi adlyRIFINR&a FyR RA&A0dzaad F2NJ RABHRGNBY (I i
O2yadzZ Gl yi NBLRZNIQ

3 Relevance to Entrepreneurial Learning

The aim of the above is to provide the means for moving the learning process nearer to an
entrepreneurial mode. In particular to seek to simulate more closely the way that entrepreneurs
themselves acquire and assess their learning, by doing, benchmarking personally against peers and
competitors, by trial and error, by bouncing their ideas and offers off stakeholders in different
contexts and by testing their mind maps of ways of seeingdminlg things by a process of constant
practice and reiteration.

4 Outcomes

Students will be better able to take charge of their own learning and therefore be better equipped
for a process of Lifeong Learning. They will also be more strongly motivabelédarn not just for

the sake of passing exams. Facilitators of learning will also be in a better learning position

themselves.

Three approaches which illustrate this approach are contained within the appendix 2.

205



Summary

This compendim provides an overview of the psychological and educational foundations for
teaching to support the development of the entrepreneurial mindsBy first defining enterprise,
entrepreneurship and innovation, the concept of entrepreneurial teaching igldped to support

the delivery of entrepreneurial learning outcomes. These are designed to develop an
entrepreneurial mindset which can be employed within a range of contexts, which include, but are

not exclusive to, small business staf. This seeks t@reate an ability to apply learning the

enhanced capability to take action and behayveather than purely upon the conventional delivery,

testing and critical assessment of knowledge inputdis creates entrepreneurial learning that

YR &1Affas 6KAfAad SELRAaAAYy3I GKS adGddzRSyd G2 GKS
entrepreneur)c an otherwise neglected issue (Gibb, 2002, Cope, 2006, &upPittaway, 2007).

To support the educator with their choice of pedagogies, 3 route maps are provided to help
SRdzOI G2NBA NBIFOK G(GKFG WySEN SYyGdNBLNByYySdzNAFf SELIS
the classroom.These route maps are provideo a high level of accessibility for the educator, which

together with their standardised format, allow for changes to be made in the classroom, with
learners, immediately.

Although the focus of entrepreneurial teachidga 2y Wa Y| f fas tHeNoBtidaudh nie®ddNY A y 3 Q
for supporting the development of higher level skills within learners (Kolb 1984), route map 3 is also
designed to provide inspiration to those constrained by working in large lecture theatres, or seeking

to create blended learning Wiin their learning strategy. However it is critical that the educator

seeks to achieve higher level skill development, within their students, through experiential learning

which is recognised to be the most effective when the learner is actively edgaitie the learning

process. Seeking this level high of engagement should then be the driver to selecting the most
appropriate pedagogy for each outcome, and become the foundation of an entrepreneurial learning
strategy (assessment; activity; outcome, Bau2008).

Adaptation and experimentation is then the key, embedding these pedagogies within your teaching
and working through the constraints that class sizes and timetabling made proMioleever, by
using the entrepreneurial learning outcomes and dhgnyour choice of pedagogy to reach these,
you can support the development of a liieng entrepreneurial mindset in your students.
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Appendix 1: List of Pedagogical Guides

What is small group teaching

Entrepreneurial Facilitation

Use ofice Breakers

Use of External Speakers/Presenters or Evaluators

Use of Drama

Use of Debate

Use of Drawing

Use of Hot Seats

SpeedNetworking

10. Use of an Elevator Pitch

11. Use of Revolving Tables

12. Use of Brainstorming Using Peatst

13. Use of Panels

14. Use of Crital Incidents

15. Use ofOrganizationgs Networks

16. Use of Empathy in Communication Exercises (with Entrepreneurs)

17. Use of Shadowing

18. Use of Role Play

19. Use of Frames of Reference for Intuitive Decision making

20. Use of Psychometric Tests

21. Use of Locus of Controksts

22. Use of Relationship Learning

23. Use of Immersion

24. Use of Achievement Motivation

25. Use of Personality Selling Exercis@he Balloon Debate

26. Use of Finding Opportunities (Ideas for Business)

27. Use of Ways into Business

28. Use of Leveraging the Student Inget

29. Use of Startup frames, Stages of Sigut Tasks and Learning Needs

30. Use of The Business Plan as a Relationship Management Instrument

31. Use of Surviving in the Early Years of the Venture

32. Use of Segmenting the New Venture Programme Market

33. Use of Developip Operations Standards as a basis for Estimating Costs and Controlling
Operations

34. Use of Case Studies

35. Use of Exercises in Finding Ideas for Business

36. Use of Exploring the Enterprise Culture iGlabalizationContext

37. Use of Programme Evaluation

38. Use of theQuiz

39. Use of Undertaking an Institutional Audit

40. Use of Sales Pitch

41. Use of Polls

42! &S 2F {AYdzZ I dAy3 9y

43.' &S 2F {AYdzZ I GAy3 (K

44. Assessment (Section 8)
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Appendix 2: 3 examples of entrepreneurial assessment

Example 1:Entrepreneurial Assessment for Pedagogical N&#9 E L 2 NA Yy 3 G KS 9y G SNLIN
Df 20l ft A&l GA2y [/ 2YyGSEGQY ¢KS dzAaS 2F 5N Y

Stage 1Aim: to give the students ownership of standards and marking criteria.
Students are asked to read a papey background to a Masters Module on the Entrepreneurial
Society.

Attached is a background paper to the module.

Please read carefully

As Group Work in the next session you will be asked to critique this paper.

The key tasks for the groups will be:

1. To estdlish a set of criteria for assessing an academic paper such as this.

2. To determine, in the light of these criteria, how you would allocate marks to different
components out of a total of 100.

3. To mark the paper accordingly.

4. To present your view of what magkea good academic paper, how you set criteria to
establish this, and how you allocated different weights in a marking system and what mark
you gave to it and why?

This exercise is ultimately conducted in class and at the end there is a full discushiatteampt to
obtain agreement (under tutor guidance) as to what constitutes a sound paper and a good marking
schedule. This is then written up by the tutor and handed out.

Stage 2Aim: to assist students to personally internalise and see the relevariearoing.

Using the paper as a guide students are the asked to write a short essay, using the framework in the
paper, as to the impact of the issues mentioned in the paper on their own life world to date and
their work and social/community futures. Theuss raised are then discussed in class.

Stage 3Aim: to help students explore and understand the wider context of entrepreneurship and
use empathy in creating frameworks for interview.

Students are asked to go out and individually interview a randomfsgérsons in society about the
impact of globalisation on their work, personal and social lives. They are given examples as
standards for discussion in class and then work in small groups to help each other to create frames
for interviews of different type of people.

Stage 4Aim: to help students understand the standard and how they will be assessed and marked.
Students are handed out an example of a very good write up of an interview and asked to discuss
why this is deemed good. The tutor then goes thghuhe example with the aim, via discussion, of
producing a marking frame and bring to the attention of students why they lose marks. In particular,
to underpin the notion that the focus of the interview and write up is not on what the interviewee
thinks @out the issues of globalisation but what is happening to them as a result.
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Stage BAIm: to indicate how the knowledge gained in the interview will be used via a drama process

and why this is important.

Students are led into a twofold brainstorngjrdiscussion. First, on the use of drama and what they

see as the use of this in an entrepreneurship context; then second, why a drama exercise is
important to academic work. The discussion will focus here upon the emotional and subjective
nature of all rsponses to questionnaires and interviews. Also that academics rarely go back to their
AYGSNIBASSESS |yR Falx WwWLa GKFG ¢KFG @2dz NBIFffe
themselves inside the shoes of the interviewee and also watch for the bodydge during the

interview.

Stage 6Aim: to get students to take ownership of their learning from the interview, get them to
synthesise and discuss with others and create meaning out of it.

{GdzRSyia INB |aiSRo® Ay FIORtASHGSRIASRNILIAY (82
determine key common messages for their interviews, develop a message and a metaphor and build

and perform a drama.

Stage 7Aim: to create a framework for a peer assessment process.

Also discussed at this stage is that tth@ma will be peer assessed. The marking, methods and
criteria for assessment are discussed. Students are given examples of previously assessed dramas
and these are discussed. This enables the tutor to warn as to problems that might occur (for
example that in the excitement of creativity and entertainment, the message is lost).

Stage 8Aim: to review relevance of learning and the use of drama.
After performance the class is debriefed on:
1 what they feel that they have learned in respect of the relessarof entrepreneurial
behaviours and culture to society;
T 6KIG GKSe WFSSEtQ Fo2dzi GKS RNI Yl LINROS&aa | yF
have got out of it (if anything);
1 what they think about the use of drama in the promotion of business anerot
organisations
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Example 2:

QELX 2NAY3I hdziO2YSa F2N WK2¢ G2 Waildl yg# NRa ¥
stage of development

At the end of your programme do the students?

A ¢ FINDING IDEAS AND MOTIVATION
f Know how to finda business ideg { y2 ¢f SR3IS 2F | ff G(GKS L}2&a&aAo
involved in the process?
1 Really understand the life world of the entreprenegyican simply describe all the main
components?
9 Have clear role image picturesitd relevance to them
9 Are mdivated to at least to explore the option
B¢ DEVELOPING FROM A RAW IDEA TO A VALID IDEA
Know what constitutes a valid business idea and how to assess it:

Have capacity to see all products and services as combinations of needs met

Can take an idea and ghore precisely what it is

Know where to go to develop a testable product/service

Know how to identify and approach customers to explore whether they need it, want fit,
would buy it, under what conditions

Know how to do rough cogirofit ¢ margin calculatins

Know how to undertake hanesn competitor analysis

Know what a USP is and describe how to reach it

Know how to ensure the idea will work in real life operating conditions

Know how to set a quality standard

Know how, if necessary, to ensure that it meletgal and regulatory standards

Know how to protect it if necessary

Have a reasonably clear idea of how best to get into business and of the barriers that might
be found in different situations.

E
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Cc¢ FROM VALID IDEA TO SCALE OF BUSINESS AND RESOURCE NEEDS
Know how to set a scale for the business operation and how to identify and put together
physical and financial resource needs

1 Know all the factors that determine scale

1 Can give many examples of how and why scale is determined by different factor
combhations including: ambition, impact needed, customer demands, technology, making
a living,
YYy26 K2¢g G2 OFfOdA -GS WOy L YFE{1S | fAQBAY3
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Know the resource needed to reach different kinds of markétcal, regional, service,

manufactuing, national, large company, export and how to reach them

1 Know where to go to find different kinds of suppliers of goods and service and how to
evaluate them

1 Know how to make decisions about subcontracting/outsourcing to reduce initial costs and

how theymight manage this
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Know how to put together labour, materials, marketing and distribution costs

Know how to set standards for basis manufacturing and service operations (utilisation,
efficiency, wastage and quality)

1 Know how to calculate unit costs this basis including identification and absorption of all
overheads

Know how to set prices/margins based upon market and cost

Know how, on the basis of the above, to do a rough profit calculation related to scale
Know roughly how to calculate a breakes to test the viability of the scale

Know how to calculate the financial resources needed, available and the scale of any gap

= =4
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D¢ FROM SCALE OF BUSINESS TO PLAN AND HEGOTIATING FOR ENTRY
Know how to put all of the above together as a basis for full apgal of the proposed
businesss YR yS3A2GAFGA2Y F2NJ NBaA2dzNOSa 60GKS . daAaAy

1 Understand in general all the key components of a business plan and how to put them
together

1 Know what different providers of resource will be looking for and why (bankensture

capitalists, angels, public providers finance, large companies, family, potential partners)

Know, in particular, the various formats for business plans used by major stakeholders

Know how to develop business plans with different emphasis fotiogiship management

and negotiation in respect of the above

1 Know how, if necessary, to make supplier and customer contracts and how to

tender/estimate

Know how to present a business plan to different stakeholder groups

Know how to negotiate with all the akeholders above including customers

Know how to find, evaluate and use properly, sources of advice

Know how to put together cash flow forecasts in a form appropriate to the business

Know how to make financial projections

Know how if necessary to put todedr a balance sheet and read one

Know enough about the basic management control of a business (relevant to scale and

need) to demonstrate competence in an interview with a stakeholder

= =
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E¢ FROM PLAN TO BIRTH
Know how to deal with all those legal and otherequirements needed to set up the
business

1 Know how to choose between different legal forms of businessdvantages and

disadvantages

Know the procedures involved in each of these and who to use to help in this

Know how to deal with all relevant aspeat$ legal requirements (health and safety,

planning, insurance, pensions, taxation, employment rules, VAT)

1 Know how to use different professions in these above respects (legal, accounting, advisory
etc)

1 Know what makes a good banker, accountant, lawyer axtd how to choose and build
relations with them

= =
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1 Know how to set up and run all basic business systems appropriate to scale of bagsiness
(management control cash books, sales and purchase ledgers, job cards, estimates books,
budget and costing systemsider books, sales reporting etc)

1 Know how to recruit appropriate personnel if necessary

1 Know how to launch the business to make maximum impact

1 Know how to choose and build appropriate networks

F¢ FROM BIRTH TO SURVIVAL
Know how to learn quickly from kely experience in the early years

Know how to anticipate and deal with problems that commonly occur in consolidating the

business, in particular, how to avoid:

1 Choosing the wrong customers (involving knowledge of how to appraise customers, learn
from them and build relationships)

1

9 Confusing cash with profits (understanding the working capital cycle and the way it ties up

cash)

Overtrading (running out of cash as the business expands too rapidly)

Failing toget money in or manage payments to suppliers (poor debtor and creditor control)

Failure to communicate with the bank about changing credit needs (asking for too little at

the beginning and failing to renegotiate in anticipation of changes in need)
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business spending etc)

Failing to anticipate the Inland Revenue lump sum demsand

Under capitalisation of the businesgoo high a gearing of loan to investment capital with
subsequent inability to manage funds flow

Stress, through failure to manage time
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business develops

Family/Business stress

Problems in contracts with buyers, suppliers

Sticking too rigidly to initial plan (not flexibly amending it and turning it into an a simple
operating budget system)

Allowing overhead drift

Know how and when tgo out of business

Know how to monitor the environment with limited resources

Know how to create a relationship learning environment with stakeholders

Know how to create a leadership role in the organisation and an image in the environment
Know how to thikk and manage strategically (on ones feet)
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This list can form the basis for establishing clear outcomes with students

Do you know how to

Price a product/service

Set aboutdentifying customers
Approach customers

Assess what is a good customer
Identify customer needs

Segment the market

Assess competition

Assess market trends

Choose a location

10. Brand a product

11. Develop a company image

12. Do a presentation

13. Set up an exhibition

14. Desgn a product

15. Protect a product

16. Franchise a product or service

17. Develop a telephone sales campaign
18. Establish effective Point of Sale display
19. Advertise successfully

20. Evaluate and advertising agency

21. Operate mail order campaign

22. Design a brochure

23. Write letters b customers

24. Export

25. Find a distributor

26. Use a trading house

27. Select and use an agent

28. Set up a sales force

29. Manage a sales force

30. Set up a sales ledger

31. Track customer payments

32. Set up system for effective customer feedback
33. Do market research

34. Find, appoint and beif a market research firm
35. Educate the customers and market
36. Package a product attractively

37. Effectively display products

38. Appear on TV/radio

39. Operate successful aftesales services
40. Cost a product

41. Set up strategic partnership

42. License a product

43. Take out a pant
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