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[bookmark: _Toc125619501]Introduction

This is a sample of two lessons for this qualification.

Becoming an entrepreneur and launching your own business venture may seem like your ultimate dream job. Working to develop a new and innovative product or service, whilst making plenty of money in the process, what could possibly go wrong? However, entrepreneurs need more than just a clever idea, they need to understand their target market, be able to spot potential, be aware of risks, and create a series of aims and objectives that they then meet and hopefully achieve. 

Content Area 1 looks at entrepreneurship and helps you to understand exactly what skills and characteristics are required to become a successful entrepreneur. In addition, it will help you understand the law around business and enterprise. It will also introduce you to “stakeholders” and how important stakeholders are to a business.

You should use this workbook in your lessons, making notes when completing tasks and activities. You should try to use as much detail as possible when writing in your workbook as your workbook will become the perfect revision aid when revising for your assessments.


	Key terms
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	Entrepreneurs are individuals who set up their own business, aiming to achieve a profit and accepting the risks involved.

Legal Structures available to business and enterprise refers to the legal structure of the business and how it is organised. For example, a sole trader is the sole owner of a business, and they have unlimited liability. This means that the sole trader is responsible for the debts of the business.
 
Stakeholders are individuals with an interest in the business.





[bookmark: _Toc125619502]Lesson 1: Entrepreneurship - Becoming an Entrepreneur 1.1.1

	Starter activity: Work in groups
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	In groups, create a mind map, considering the reasons why an entrepreneur may want to start a new business. 















Why might an entrepreneur start a new business?






















 

  
	Learning outcomes
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	This lesson will help you to understand the role of the entrepreneur.

By the end of the lesson, you must be able to:
· Identify potential business opportunities.
· Demonstrate an understanding of the target market.

You may also be able to:
· Evaluate the viability of business opportunities.
· Make decisions on the marketing mix.



[bookmark: _Toc125619503]Becoming an Entrepreneur

An entrepreneur might start a new business to provide a service to customers, or to produce products for customers to buy. Alternatively, an entrepreneur might want to benefit society by creating a social enterprise, or creating sustainable products or services. An entrepreneur might be able to spot a gap in the market, for example if there is no fish and chips shop in a village. 

Entrepreneurs could also discover who their target market is, determining that their target market is adults between the ages of 25 – 65 years old. Opening a fish and chips shop in this location is a great business opportunity as there is no competition.

	Key terms
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	A social enterprise aims to change the world for the better, using their profits from their business activities to donate or reinvest and create social change.

Sustainable products provide social, environmental, or economic benefits. An example of a sustainable product could be recycled toilet paper.

A gap in the market is an area in the market where the demand for a service or a product is not currently being met, allowing an entrepreneur to meet that demand.

Target market is the type of customer the business is targeting.





[bookmark: _Toc125619504]Spotting Potential Business Opportunities

It is important for an entrepreneur to try and spot potential business opportunities, increasing their chance of success and making a profit. As well as trying to spot a gap in the market, an entrepreneur may conduct market research and ask people a series of questions to determine customer needs and customer wants. For example, an entrepreneur may ask individuals if they currently buy fish and chips, how often they buy fish and chips, how far they travel to the closest fish and chip shop, who in their household is more likely to purchase fish and chips, and whether they would purchase fish and chips if a new shop opened in the village. The answers to these questions would indicate whether opening a fish and chips shop in this location is a potential business opportunity. 

Further methods to spot potential business opportunities include researching market trends. For example, what products or services are currently selling at a high rate? What are the latest trends and fashions? An entrepreneur may analyse the competition and discover which types of new businesses are successful and which types of businesses are failing and closing. An entrepreneur may talk to suppliers and other contacts in that industry to discover inside knowledge regarding demand and costs. 

A business must understand their target market and tailor their products and services to their target market. For example, a chicken and chips shop may think that their target market is teenagers, students, and young adults, therefore lowering prices to meet the needs of their target market. A fish and chips shop may think that their target market is older adults who are concerned more with quality and portion size and who are willing to pay a higher price per meal.

	Key terms
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	Market research may be primary or secondary.

Primary market research includes questionnaires that individuals conduct themselves.

Secondary market research is research that someone else has completed, such as research or a data analysis by the government or a business industry organisation.







	Activity 1: Work in pairs
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	Megan has recently qualified as a beautician and has developed her experience through offering beauty services to friends and family. She feels as though she is ready to start her own business and open a beauty salon. Advise Megan what she should do to spot potential business opportunities and identify her possible target market. 

	Potential Business Opportunities



















	Possible Target Market























	[bookmark: _tyjcwt]Stretch and challenge
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	Megan has found out that there are two beauty salons in her local area: one that specialises in nails and one that specialises in eyebrows. They both charge low prices for their treatments and have a steady flow of regular customers. 

Megan’s market research has found that her target market is women, aged between 18 and 50 years old, who visit a beauty salon every 2 – 4 weeks, are willing to pay higher prices for new treatments, and are willing to travel. Research into trends reveals that the Inca Facial is the next trend in beauty treatments, whilst suppliers have confirmed that salons are selling high volumes of beauty products. 

Evaluate the viability of Megan’s business opportunities, understanding her target market.





























	Reflective question
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	Do you think an entrepreneur takes a risk when starting a new business? Would you take that risk? Write your answer below:




[bookmark: _Toc125619505]The Marketing Mix

The Marketing Mix refers to the “4 Ps”: product, price, place, and promotion. When launching a new service or a new product, the 4 Ps should be considered to provide a detailed evaluation of the viability of a product or service. 

[bookmark: _Toc125619506]Product

What is the product? What are its use and purpose? What packaging and features are involved? Are there any customisable options? 

[bookmark: _Toc125619507]Price

What costs are involved in making the product or providing the service? What are packaging and shipping costs? Are any discounts or offers applicable?

[bookmark: _Toc125619508]Place

Where will the product or service be sold? Will the product or service be sold in store, online, or over the phone?

[bookmark: _Toc125619509]Promotion

How can you promote the product or service? Consider the target market and the most appropriate method to promote to that target market. What message would you communicate during your promotion to entice and encourage the customer to purchase your product or service?

	Activity 2: Work individually
	[image: Icon

Description automatically generated]

	Consider the new Inca Facial which Megan decided to specialise in when opening a new beauty salon. Complete the 4 Ps of the Marketing Mix for Megan’s new product and decide as to whether the Inca Facial would be viable for Megan to use in her potential beauty salon.

	The Marketing Mix
	

	Product














	Place










	Price













	Promotion




	



	Stretch and challenge
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	Explain the importance of the Marketing Mix. How does it help an entrepreneur?









































	Progress check
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	Quiz – Write your answers below:

1. What are the 4 Ps of the Marketing Mix?







2. What is the definition of a target market?







3. Why might an entrepreneur start a new business?







4. Describe what is meant by a “gap in the market.”







5. What business would you like to start?










	Learning recap
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	Can you now: 

	
	Identify potential business opportunities

	
	Understand the target market

	
	Evaluate the viability of business opportunity

	
	Make decisions on the marketing mix



	Home study: Stretch & Challenge
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	You are going to complete this activity outside of the lesson. For this task, you should research the term “factors of production.” Your research will help you at the beginning of the next lesson. 













	Tip
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	As a Business and Enterprise student, be aware of local businesses in your own area: look around to see how many businesses sell the same product or service or to see which businesses have closed recently.
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	Starter activity: Work in groups
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	In groups, create a mind map that explores “factors of production.” You should have made notes about “factors of production” when completing your Home Study. 

















Factors of Production


















	   
	Learning outcomes
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	This lesson will help you to understand the role of the entrepreneur.

By the end of the lesson, you must be able to:
· Organise resources/the factors of production.
· Identify the possible risks.

You may also be able to:
· Examine how finances can be raised.
· Evaluate how risks may be managed.



[bookmark: _Toc125619511]Factors of Production

There are four factors of production: land, labour, capital, and enterprise. Factors of production are the things that you use to produce goods or services. It is important that an entrepreneur meets the factors of production so that they can produce the goods and services in their business.

	Tip
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	Try to remember the following diagram when revising “factors of production.” It shows you how a business needs all four factors of production so that they can operate successfully.



LAND

LABOUR




	




ENTERPRISE


CAPITAL









	Key term
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Factors of production: things people use to produce goods or services.




There are four factors of production: land, labour, capital, and enterprise. 

[bookmark: _Toc125619512]Land 

It refers to anything that comes from the land, as well as the land itself. This includes natural gas, water, and lumber that are found on the land.

[bookmark: _Toc125619513]Labour 

It is the physical and mental human effort, for example, the work done by the employees in return for wages.

[bookmark: _Toc125619514]Capital

It refers to the assets used to produce the goods, for example, the machinery, tools, computers, and buildings.

[bookmark: _Toc125619515]Enterprise 

It refers to the ideas and enterprise of the entrepreneur. An entrepreneur uses land, labour, and capital as well as their new ideas and innovative methods to produce goods or services. Remember from lesson one that an entrepreneur is an individual who set up their own business, aiming to achieve a profit and accepting the risks involved.
















	Activity 1: Work in pairs
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	Tomasz is an entrepreneur who wants to open a pizza restaurant that offers eat-in meals as well as takeaways. 

What factors of production are relevant to Tomasz? 

Think about all the resources that he will need to open and run his business, organising the resources into land, labour, capital, and enterprise categories. 

	Tomasz’s Pizza Business
	

	Land


















	Labour










	Enterprise

















	Capital






	Stretch and challenge
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	Tomasz will need money to start his business. How could Tomasz raise finance? 





















	Reflective question
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	What type of new business do you think is the easiest to start and why? 
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There are many types of costs involved in business. In this lesson we will think about the costs involved in starting a business. Other costs involved in business and enterprise will be visited in Content Area 6.

You need money to start a new business or enterprise. These costs include “start-up costs” and include the cost to rent a building, hire or purchase a vehicle, purchase fixtures and fittings, such as any kitchen equipment and tables and chairs, as well as the costs to purchase the raw materials to create the goods or services that you are offering the customer. 

To raise finances, you may apply for a bank loan, or you may use credit cards or an overdraft. Using these types of finance to start a business is risky since interest will be charged on everything you spend and so you will owe more money than you have borrowed. It is important to remember that some types of business ownership, such as a sole trader, have unlimited liability. This means that if the business fails, the sole trader is liable for the debts of the business. This will be explored in greater detail later in Content Area 1. 

You may be able to raise finances through using personal savings or asking family or friends to lend you money. This is a good method to use as there will be no interest to pay and so you only pay back what you have used. However, using your own money will impact your own standard of living, and borrowing from family or friends may put your relationship under strain.

Other ways to raise finances may be to apply for a type of grant, sometimes offered by the government or organisations such as The Princes’ Trust. Whilst these sources of finance do not have to be paid back, they are difficult to gain and require a long application process with various sets of criteria. A modern way to raise finance is through crowdfunding, although this is dependent on individuals donating to your crowdfunding page.


	Activity 2: Work individually
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	Refer to your answers to Activity 1 and Tomasz’s pizza restaurant. Advise Tomasz how he can raise finances to start his business, examining the advantages and disadvantages of using those sources of finance. 

Also advise Tomasz of the possible risks of using those sources of finance as well as any other risks involved in starting a new business. 



























	

	




	Stretch and challenge
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	Consider the risks that you have identified in Activity 2. Evaluate how Tomasz may be able to manage those risks, therefore minimising any negative outcomes. 









































	Progress check
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	Quiz – Write your answers below:

1. What is the definition of “factors of production”?







2.  Give an example of a land resource.






3. Give an example of a labour resource.






4. Give an example of a capital resource.






5. Give an example of an enterprise resource.











	Learning recap
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	Can you now: 

	
	Organise resources/the factors of production

	
	Identify possible risks

	
	Examine how finances can be raised

	
	Evaluate how risks may be managed



	Home study: Stretch & Challenge
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	You are going to complete this activity outside of the lesson. For this task, you should consider what motivates an entrepreneur to create and to run a business. Your research will help you at the beginning of the next lesson. 














	Additional resources
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	YouTube is a fantastic educational resource to complement your learning. Search for BeeBusinessBee and see what Business and Enterprise videos you can find.
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NCFE 
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Tel: 0191 239 8000* 
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