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!ŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜ !ǳǎǘǊƛŀƴ ŜŎƻƴƻƳƛǎǘ WƻǎŜǇƘ {ŎƘǳƳǇŜǘŜǊΣ ǘƘŜ ŜǎǎŜƴŎŜ ƻŦ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛǎ 
ǘƘŜ ŀŎǘ ƻŦ ΨŎǊŜŀǝǾŜ ŘŜǎǘǊǳŎǝƻƴΩΦ ¢ƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ ǊŜŎƻƎƴƛǎŜǎ ŀ ŘȅǎŦǳƴŎǝƻƴŀƭ ƻǊ ǳƴǎŀǝǎŦŀŎǘƻǊȅ 
ǎƻƭǳǝƻƴ ǇŀǊŀŘƛƎƳ ŀƴŘ ŘŜǾŜƭƻǇǎ ǘƘŜ ƛŘŜŀ ŦƻǊ ŀ ōŜǧŜǊ ǎƻƭǳǝƻƴΦ ¢ƘŜ ƻƭŘ ŀǇǇǊƻŀŎƘ ƛǎ 
ŘŜŎƻƴǎǘǊǳŎǘŜŘΣ ŀƴŘ ŀ ƴŜǿ ƻƴŜ ƛǎ ōǳƛƭǘΦ Lǘ ƛǎ ƻƴƭȅ ōȅ ŘŜǎǘǊƻȅƛƴƎ ǘƘŜ ƻƭŘ ǇŀǊŀŘƛƎƳ ǘƘŀǘ ǘƘŜ ƴŜǿ 
ƻƴŜ Ŏŀƴ ŜƳŜǊƎŜΣ ŀƴŘ ŀ ƴŜǿΣ ƳƻǊŜ ŜŶŎƛŜƴǘ ǇŀǊŀŘƛƎƳ ƛǎ ŜǎǘŀōƭƛǎƘŜŘ ƻƴ ǘƘŜ ƳŀǊƪŜǘΣ ǳǎǳŀƭƭȅ 
ƎǊŀŘǳŀƭƭȅ ǊŜǇƭŀŎƛƴƎ ǘƘŜ ƻƭŘ ƻƴŜΦ Iƻǿ ǉǳƛŎƪƭȅ ŀƴŘ ŘƛǎǊǳǇǝǾŜƭȅ ǘƘŜǎŜ ǇǊƻŎŜǎǎŜǎ ǘŀƪŜ ǇƭŀŎŜ 
ŘŜǇŜƴŘǎ ƭŀǊƎŜƭȅ ƻƴ Ƙƻǿ ƎǊŜŀǘ ǘƘŜ ǇƻǘŜƴǝŀƭ ŦƻǊ ŎƘŀƴƎŜ ƛƴ ǘƘŜ ƴŜǿ ǇŀǊŀŘƛƎƳ ƛǎΦ ό{ŎƘǳƳǇŜǘŜǊ 
нлммΣ ǇΦ нммũύ   
 
.ŀǎŜŘ ƻƴ ǘƘƛǎ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀǎ ŀƴ ŀŎǝǾŜ ƛƴƴƻǾŀǘƻǊΣ ƛǘ ƛǎ ŀƭƭ ǘƘŜ ƳƻǊŜ 
ƛƴǘŜǊŜǎǝƴƎ ǘƻ ŎƻƴǎƛŘŜǊ ŀƴŘ ŜǎǘŀōƭƛǎƘ ǘƘƛǎ ΨŎǊŜŀǝǾŜ ŘŜǎǘǊǳŎǝƻƴΩ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ǎŜŎǘƻǊΦ .ƛƭƭ 5ǊŀȅǘƻƴΣ 
ŦƻǳƴŘŜǊ ƻŦ !ǎƘƻƪŀΣ Ƙŀǎ ŘƻƴŜ ŀ ƭƻǘ ǿƛǘƘ Ƙƛǎ ƻǊƎŀƴƛǎŀǝƻƴ ǘƻ ŜǎǘŀōƭƛǎƘ ǇǊŜŎƛǎŜƭȅ ǘƘƛǎ ǇǊƻŎŜǎǎ ŀƴŘΣ 
ŀōƻǾŜ ŀƭƭΣ ǘƻ ƳŀƪŜ ƛǘ ǾƛǎƛōƭŜΦ ¦ǎƛƴƎ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǘƻƻƭǎ ŀƴŘ ǘƘŜ ƛƴƴƻǾŀǝǾŜ ǎǇƛǊƛǘ ƻŦ ǘƘŜ 
ŜƴǘǊŜǇǊŜƴŜǳǊ ǘƻ ǎƻƭǾŜ ǘƘŜ ǎƻŎƛŀƭ ŀƴŘ ŜŎƻƭƻƎƛŎŀƭ ǇǊƻōƭŜƳǎ ƻŦ ƻǳǊ ǝƳŜΦ ¢Ƙŀǘ ƛǎ ǘƘŜ ŎƻǊŜ ƻŦ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ 5Ǌŀȅǘƻƴ ǎŜŜǎ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀǎ ŀ ΨŎƘŀƴƎŜ ƳŀƪŜǊΩΦ ό5Ǌŀȅǘƻƴ нллсΣ 
ǇΦпύ ¢ƘŜȅ ŀǊŜ ƴƻǘ ǎŀǝǎŬŜŘ ǿƛǘƘ ǳƴǎŀǝǎŦŀŎǘƻǊȅ ǎƻƭǳǝƻƴǎΦ ¢ƘŜȅ Řƻ ƴƻǘ ƭŜŀǾŜ ǳƴǎƻƭǾŜŘ ǇǊƻōƭŜƳǎ 
ǳƴǘƻǳŎƘŜŘΣ ŜǾŜƴ ƛŦ ǘƘŜȅ ƭƛŜ ƛƴ ŀƴ ǳƴƴƻǝŎŜŘ ƴƛŎƘŜΦ !ƴŘ ŀŎŎƻǊŘƛƴƎ ǘƻ 5ǊŀȅǘƻƴΣ ŀƴȅƻƴŜ Ŏŀƴ ōŜ ŀ 
ŎƘŀƴƎŜ ƳŀƪŜǊΦ !ƭƭ ǇŜƻǇƭŜ ƘŀǾŜ ǇƻǘŜƴǝŀƭΣ ƛŘŜŀǎ ŀƴŘ ŀ ǎǇŜŎƛŀƭ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜƛǊ ƻǿƴ 
ŜƴǾƛǊƻƴƳŜƴǘΦ !ƴŘ ƎƛǾƛƴƎ ŀǎ Ƴŀƴȅ ǇŜƻǇƭŜ ŀǎ ǇƻǎǎƛōƭŜ ǘƘŜ ǘƻƻƭǎ ǘƻ ŀŎǝǾŜƭȅ ŀƴŘ ǇǳǊǇƻǎŜŦǳƭƭȅ 
ǎŜŀǊŎƘ ŦƻǊ ǎƻƭǳǝƻƴǎ ǘƻ ǘƘŜ ǇǊŜǎǎƛƴƎ ǇǊƻōƭŜƳǎ ƻŦ ŜǾŜǊȅŘŀȅ ƭƛŦŜ ŀƴŘ ǎƻŎƛŜǘȅ ƛƴ ǘƘƛǎ ŎƻƴǘŜȄǘ Ŏŀƴ 
ǳƴƭŜŀǎƘ ǳƴƛƳŀƎƛƴŜŘ ǇƻǘŜƴǝŀƭ ŦƻǊ ǘƘŜ ƎŜƴŜǊŀƭ ǇǳōƭƛŎΦ  
 
¢ƘŜ 5ƛƎƛ[ŀƴŎŜ ǇǊƻƧŜŎǘ Ƙŀǎ ǎŜǘ ƻǳǘ ǘƻ ƳŀƪŜ ŀ ŎƻƴǘǊƛōǳǝƻƴ ƘŜǊŜΦ ¢ƘŜ ŎƻǊŜ ǘŀǎƪ ǿŀǎ ǘƻ ǘǊŀŎƪ Řƻǿƴ 
ǘƘŜ ŜǎǎŜƴŎŜ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ǘƘŜƛǊ ǳƴƛǉǳŜ ŀŎǝƻƴǎ ŀƴŘ ǘƻ ƳƻǳƭŘ ǘƘƛǎ ŜǎǎŜƴŎŜ 
ƛƴǘƻ ŀ ŎƻƳƳǳƴƛŎŀōƭŜ ŦƻǊƳΦ 9ǾŜǊȅ ǇŜǊǎƻƴ ǎƘƻǳƭŘ ōŜ ƎƛǾŜƴ ŀ ǊƻŀŘƳŀǇ ǘƻ ǊŜŀƭƛǎŜ ǘƘŜƛǊ ƛŘŜŀǎ ŀƴŘ 
Ǉǳǘ ǘƘŜƛǊ ƛƴŘƛǾƛŘǳŀƭ ǇƻǘŜƴǝŀƭ ŀǘ ǘƘŜ ǎŜǊǾƛŎŜ ƻŦ ǘƘŜ ŎƻƳƳǳƴƛǘȅΦ !ƴŘ ǘƘƛǎ ƘŀƴŘōƻƻƪ ƛǎΣ ǎƻ ǘƻ 
ǎǇŜŀƪΣ ǘƘŜ ǊƻŀŘ ƳŀǇ ŦƻǊ ǘƘƛǎ ǳƴƛǉǳŜ ƧƻǳǊƴŜȅ ƻŦ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ  
 
IŀǾŜ ŀ ƎƻƻŘ ƧƻǳǊƴŜȅ ŀƴŘ ƎƻƻŘ ƭǳŎƪΗ 
 
 
tƭŜŀǎŜ ƴƻǘŜΥ  
¢Ƙƛǎ ƳƻŘǳƭŜ ƘŀƴŘōƻƻƪ ƛǎ ŀ ŎǳǎǘƻƳƛǎŜŘ ŎƻƳǇƛƭŀǝƻƴ ƻŦ ǘǊŀƛƴƛƴƎ ŎƻƴǘŜƴǘΣ ǊŜǎǳƭǝƴƎ ŦǊƻƳ ŀ ǿƛŘŜ ǊŀƴƎŜ ƻŦ 
ŜȄǇŜǊƛŜƴŎŜǎ ŦǊƻƳ ǇŀǊǘƴŜǊǎ ƛƴ ǎŜǾŜǊŀƭ 9¦ ŎƻǳƴǘǊƛŜǎΦ ¢ƘŜ ƘŀƴŘōƻƻƪ ƳŀƪŜǎ ƴƻ ŎƭŀƛƳ ǘƻ ǎŎƛŜƴǝŬŎ ŀŎŎǳǊŀŎȅ 
ŀƴŘ ƛǎ ŎƘŀǊŀŎǘŜǊƛǎŜŘ ōȅ ǘƘŜ ǎǳōƧŜŎǝǾŜ ŘŜǎƛƎƴ ƻŦ ǘƘŜ ǇŀǊǘƴŜǊǎΦ CƻǊ ǘƘƛǎ ǊŜŀǎƻƴΣ ǘƘŜǊŜ ƛǎ ƴƻ ŎƻƴǎƛǎǘŜƴǘ 
ǎǘǊǳŎǘǳǊŜ ǿƛǘƘƛƴ ǘƘŜ ƳƻŘǳƭŜǎΣ ōǳǘ ǊŀǘƘŜǊ ŀ ŘƛũŜǊŜƴǘ ƻǊƎŀƴƛǎŀǝƻƴ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ǎǘǊǳŎǘǳǊŜǎΦ CǳǘǳǊŜ ƳŜƴǘƻǊǎ 
ǎƘƻǳƭŘ ŘŜŎƛŘŜ ŦƻǊ ǘƘŜƳǎŜƭǾŜǎ ǿƘƛŎƘ ǎǘǊǳŎǘǳǊŜ ƛǎ ǎǳƛǘŀōƭŜ ŦƻǊ ǘƘŜƛǊ ƻǿƴ ǘǊŀƛƴƛƴƎ ŀƴȅǿŀȅΣ ǎƻ ǘƘŜ ŘƛũŜǊŜƴǘ 
ƳƻŘǳƭŜ ǎǘǊǳŎǘǳǊŜǎ ŀǊŜ ŀƭǎƻ ǇŀǊǘ ƻŦ ǘƘŜ Ǉƻƻƭ ƻŦ ƳŀǘŜǊƛŀƭ ŎƻƳǇƛƭŜŘ ƘŜǊŜΦ   

 
 
 
 
¢ƘŜ 5ƛƎƛ[ŀƴŎŜ ¢ŜŀƳ 
 



  

 

The training idea  

 

.ǳƛƭŘƛƴƎ ƻƴ ǘƘŜ ŎƻƴŎŜǇǘ ƻŦ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŀǎ ŘŜǾŜƭƻǇŜŘ ƛƴ ǘƘŜ 
LƴƴƻǾŀǝƻƴ .ƻƻƪ ŀƴŘ ōŀǎŜŘ ƻƴ ǘƘŜ ŎŜƴǘǊŀƭ 
ŎƻƴǘŜƴǘ ƻŦ ŀ ŎƭŀǎǎƛŎ ōǳǎƛƴŜǎǎ ǇƭŀƴΣ 
ǎǳǇǇƭŜƳŜƴǘŜŘ ōȅ ǘƘŜ ŎƻƴǘŜƴǘ ƻŦ ǘƘŜ 
{ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎΣ ǘƘŜ 
ǘǊŀƛƴƛƴƎ ŎƻǳǊǎŜ ƛǎ ŀƴ ƛƴŘƛǾƛŘǳŀƭƭȅ 
ŀǇǇƭƛŎŀōƭŜ ŎƻƭƭŜŎǝƻƴ ƻŦ ǘǊŀƛƴƛƴƎ ƻǇǝƻƴǎΦ 
¢ƘŜ ƻǾŜǊŀƭƭ ǇǊƻƧŜŎǘ Ƙŀǎ ŀƭǎƻ ǎŜǘ ƛǘǎŜƭŦ ǘƘŜ 
Ǝƻŀƭ ƻŦ ǘǊŀƛƴƛƴƎ ƳŜƴǘƻǊǎ ŦƻǊ ǘƘŜ ŎƻǳǊǎŜΦ 
¢ƘŜ ƻƴƭƛƴŜ ƭŜŀǊƴƛƴƎ ǇƭŀǜƻǊƳ ŀƴŘ ŀ ǎǇŜŎƛŀƭ 
ƳŜƴǘƻǊƛƴƎ ƎǳƛŘŜ ŀǊŜ ǇǊƛƳŀǊƛƭȅ ƛƴǘŜƴŘŜŘ 
ŦƻǊ ǘƘƛǎ ǇǳǊǇƻǎŜΦ tŜƻǇƭŜ ǿƛǘƘ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŀƴŘ ǘǊŀƛƴƛƴƎ 
ŜȄǇŜǊƛŜƴŎŜ Ŏŀƴ ǳǎŜ ǘƘŜ ŎƻƴǘŜƴǘ ŀƴŘ 
ŘŜǾŜƭƻǇ ƛƴǘƻ ƳŜƴǘƻǊǎ ŦƻǊ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ !ǘ ǘƘŜ ǎŀƳŜ ǝƳŜΣ ǘƘŜȅ 
ŀǊŜ ƎƛǾŜƴ ǘƘŜ ǎƪƛƭƭǎ ǘƻ ŎƻƴŘǳŎǘ ǘƘŜƛǊ ƻǿƴ 
ǘǊŀƛƴƛƴƎ ǎŜǎǎƛƻƴǎ ƛƴ ƻǊŘŜǊ ǘƻ ƛƳǇƭŜƳŜƴǘ 
ǘƘŜ ƛŘŜŀ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ƘŀƴŘōƻƻƪΦ 
!ŘŀǇǘŜŘ ǘƻ ǘƘŜ ǇƭŀƴƴŜŘ ǘŀǊƎŜǘ ƎǊƻǳǇΣ ǘƘŜ 
ƳŜƴǘƻǊǎ ǳǎŜ ǘƘŜ ŎƻƴǘŜƴǘ ƻŦ ǘƘŜ ƳƻŘǳƭŜ 
ƘŀƴŘōƻƻƪ ŀƴŘ ŘŜǎƛƎƴ ǘƘŜƛǊ ƻǿƴ ǘǊŀƛƴƛƴƎ 
ŎƻǳǊǎŜΦ Lƴ ǘƘŜ ōŜǎǘπŎŀǎŜ ǎŎŜƴŀǊƛƻΣ ǘƘŜ 
ƳŜƴǘƻǊϥǎ ƛƴŘƛǾƛŘǳŀƭ ŜȄǇŜǊƛŜƴŎŜǎ ŀƴŘ 
ƛŘŜŀǎ ƻǇŜƴ ǳǇ ǎŎƻǇŜ ŦƻǊ ƛƴǾƻƭǾƛƴƎ ǇŜƻǇƭŜ 
ŦǊƻƳ ǾǳƭƴŜǊŀōƭŜ ƎǊƻǳǇǎ ƛƴ ǘƘŜ ǘǊŀƛƴƛƴƎ 
ǇǊƻŎŜǎǎŜǎΦ !ƴŘ ǘƘƛǎ ƛǎ ŀƴƻǘƘŜǊ ƪŜȅ ŀǎǇŜŎǘ 
ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ƛŘŜŀΦ tŜƻǇƭŜ ǿƛǘƘ 
ŘƛǎŀōƛƭƛǝŜǎ ŀƴŘκƻǊ ǎƻŎƛŀƭ ŘƛǎŀŘǾŀƴǘŀƎŜǎ 
ŀǊŜ ŜǎǇŜŎƛŀƭƭȅ ŜƴŎƻǳǊŀƎŜŘ ǘƻ ŜƳōŀǊƪ ƻƴ 
ǘƘŜ ƧƻǳǊƴŜȅ ƻŦ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ 
¢ƘŜƛǊ ǳƴƛǉǳŜ ŜȄǇŜǊƛŜƴŎŜ ƛƴ ǇǊƻōƭŜƳŀǝŎ 
ƭƛŦŜ ǎƛǘǳŀǝƻƴǎ Ŏŀƴ ǇǊƻƳƻǘŜ ǎǇŜŎƛŀƭ 
ǎƻƭǳǝƻƴǎ ŦƻǊ ǎƻŎƛŀƭ ǇǊƻōƭŜƳǎ ŀƴŘ ǘƘŜƛǊ 
ǎǳǇǇƻǊǘ ǇǊƻƳƻǘŜǎ ǘƘŜ ǎƻŎƛŀƭ ŎƻƘŜǎƛƻƴ ƻŦ 
ŀ ǎƻŎƛŜǘȅ ƛƴ ŀ ǎǇŜŎƛŀƭ ǿŀȅΦ  
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

The roadmap to your business  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

¢Ƙƛǎ ƳƻŘǳƭŜ ƘŀƴŘōƻƻƪ ƛǎ ǇŀǊǘ ƻŦ ǘƘŜ 
ƻǳǘǇǳǘ ƻŦ twн ƻŦ ǘƘŜ 5ƛƎƛ[ŀƴŎŜп{9 
ǇǊƻƧŜŎǘΦ Lǘ ŦƻǊƳǎ ǘƘŜ ŎƻǊŜ ŎƻƴǘŜƴǘ ƻŦ ǘƘŜ 
ǇǊƻƧŜŎǘ ǿƻǊƪΣ ǿƘƛŎƘ ƛǎ ǘƻ ǇǊƻǾƛŘŜ ŀ 
ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳ ǘƘŀǘ ƎƛǾŜǎ ǇŜƻǇƭŜ ǿƛǘƘ 
ŀƴŘ ǿƛǘƘƻǳǘ ƛƳǇŀƛǊƳŜƴǘǎ ƻǊ ǎƻŎƛŀƭ 
ŘƛǎŀŘǾŀƴǘŀƎŜǎ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ǘǊȅ 
ǘƘŜƛǊ ƘŀƴŘ ŀǘ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ 
¢ƘŜ мм ƳƻŘǳƭŜǎ ƎǳƛŘŜ ǘƘŜ ƭŜŀǊƴŜǊǎ 
ǘƘǊƻǳƎƘ ŀƭƭ ǊŜƭŜǾŀƴǘ ǘƻǇƛŎǎ ƻƴ ǘƘŜ ǿŀȅ 
ŦǊƻƳ ǘƘŜ ōŀǎƛŎ ƛŘŜŀ ƻŦ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǘƻ ǘƘŜ ŬƴƛǎƘŜŘ 
ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŦƻǊ ǘƘŜƛǊ ƻǿƴ ƛŘŜŀΦ   
 
¢Ƙƛǎ ƳƻŘǳƭŜ Ƴŀƴǳŀƭ ƛǎ ƴƻǘ ƻƴƭȅ ŀƴ 
ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ŎƻƭƭŜŎǘŜŘ ŎƻƴǘŜƴǘǎ ƻŦ 
ǘƘŜ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳƳŜΦ 9ǉǳŀƭƭȅΣ ǘƘƛǎ 
Ƴŀƴǳŀƭ ƛǎ ŀ ǊƻŀŘƳŀǇΦ bƻǘ ƻƴƭȅ Ŏŀƴ ȅƻǳ 
Ŧƻƭƭƻǿ ǘƘŜ ǇŀǘƘ ǘƻ ȅƻǳǊ ŬƴƛǎƘŜŘ 
ōǳǎƛƴŜǎǎ ǇƭŀƴΣ ȅƻǳ ŀƭǎƻ ƘŀǾŜ ǘƘŜ 
ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŎƘŜŎƪ ǘƘŜ ŎǳǊǊŜƴǘ ǎǘŀǘǳǎ 
ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ Dƻ ōŀŎƪ ŀƴŘ 
ŦƻǊǘƘΣ ŎƘŜŎƪ ǘƘŜ ǇŀǊǘǎ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ 
Ǉƭŀƴ ŀǎ ƴŜŜŘŜŘ ŀƴŘ ŎǊŜŀǘŜ ŀƴ 
ŀŎǝƻƴŀōƭŜ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ Lƴ ǘƘŜ 
ŦƻƭƭƻǿƛƴƎ ǇŀǊǘ ȅƻǳ ƎŜǘ ŀ ǎƘƻǊǘ ƻǾŜǊǾƛŜǿ 
ƻŦ ǘƘŜ aƻŘǳƭŜǎ ŀƴŘ ǘƘŜƛǊ ŎƻƴǘŜƴǘǎΦ  
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 
 

The 11 Modules  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ мм ƳƻŘǳƭŜǎ ŀǊŜ ȅƻǳǊ ƎǳƛŘŜ ǘƻ ǘƘŜ ŬƴƛǎƘŜŘ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ ¢ƘŜǎŜ ƳƻŘǳƭŜǎ ŀƭǎƻ ŦƻǊƳ 
ǘƘŜ ŜǎǎŜƴǝŀƭ ŜƭŜƳŜƴǘǎ ŦƻǊ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳƳŜΦ ¢ƘŜ ǇǊƻƎǊŀƳƳŜ 
ƎǳƛŘŜǎ ȅƻǳ ǘƘǊƻǳƎƘ ŀƭƭ ǘƘŜ ƴŜŎŜǎǎŀǊȅ ŎƻƴǘŜƴǘ ǘƻ ƳŀƪŜ ȅƻǳǊ ƻǿƴ ƛŘŜŀǎ ōǳǎƛƴŜǎǎπǊŜŀŘȅΦ ¢ƘŜ 
ŎƻƴŎƭǳǎƛƻƴ ƻŦ ŜŀŎƘ ƳƻŘǳƭŜ ƛǎ ŀ ǎƳŀƭƭ ŜȄŀƳΦ /ƻƳǇƭŜǝƴƎ ǘƘƛǎ ŜȄŀƳ ǿƛƭƭ ŀǳǘƻƳŀǝŎŀƭƭȅ ƭŜŀŘ ȅƻǳ ǘƻ ŀ 
ŬƴƛǎƘŜŘ ǇŀǊǘ ƻŦ ȅƻǳǊ ǇŜǊǎƻƴŀƭ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ   
 
¸ƻǳ ǿƛƭƭ ƴƻǝŎŜ ǘƘŀǘ ƴƻǘ ŀƭƭ ƳƻŘǳƭŜǎ ƘŀǾŜ ǘƘŜ ǎŀƳŜ ǎƘŀǇŜΦ ¢Ƙƛǎ ƛǎ ǇŀǊǘƭȅ ŘǳŜ ǘƻ ǘƘŜ ŦŀŎǘ ǘƘŀǘ ŜŀŎƘ 
ƳƻŘǳƭŜ ƛǎ ŀ ǇƛŜŎŜ ƻŦ Ƴŀƴǳŀƭ ǿƻǊƪ ōȅ ƻƴŜ ƻŦ ǘƘŜ ǇǊƻƧŜŎǘ ǇŀǊǘƴŜǊǎΦ ¢Ƙƛǎ ƳŜŀƴǎ ǘƘŀǘ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ 
ŜȄǇŜǊƛŜƴŎŜǎ ŀƴŘ ƛŘŜŀǎ ƻŦ ǘƘŜ ǇŀǊǘƴŜǊǎ ŀǊŜ ŀƭǿŀȅǎ ƛƴŎƻǊǇƻǊŀǘŜŘ ƛƴǘƻ ǘƘŜ ƳƻŘǳƭŜ ŘŜǎƛƎƴΦ hƴ ǘƘŜ 
ƻǘƘŜǊ ƘŀƴŘΣ ǘƘƛǎ ƛǎ ŀƭǎƻ ǘƘŜ ŜǎǎŜƴǝŀƭ ƛŘŜŀ ōŜƘƛƴŘ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳƳŜΦ Lƴ ƛǘǎ ƻǾŜǊŀƭƭ 
ŎƻƴŎŜǇǘΣ ƛǘ ƛǎ ŀōƻǾŜ ŀƭƭ ŀƴ ƻũŜǊΣ ŀ ƭŀǊƎŜ Ǉƻƻƭ ƻŦ ƛŘŜŀǎΣ ŎƻƴǘŜƴǘ ŀƴŘ ŜȄŜǊŎƛǎŜǎΦ 9ǾŜǊȅƻƴŜ Ŏŀƴ ǳǎŜΣ 
ƻǊƎŀƴƛǎŜ ŀƴŘ ƳƻŘƛŦȅ ǘƘŜ ŎƻǳǊǎŜ ŀǎ ǘƘŜȅ ǿƛǎƘΦ  
 
 
aƻŘǳƭŜ мΥ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜǎ ŀƴŘ {ƻŎƛŀƭ 9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛƴ 9ǳǊƻǇŜŀƴ ¦ƴƛƻƴ 

¢Ƙƛǎ ƛǎ ǘƘŜ ŬǊǎǘ ƳƻŘǳƭŜ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ƳŀŎǊƻ ŎƻƴŎŜǇǘǎ ƻŦ {h/L![ 9b¢9wtwL{9 ŀƴŘ {h/L![ 
9b¢w9tw9b9¦w ƛƴ ƻǊŘŜǊ ǘƻ ǇǊƻǾƛŘŜ ǘƘŜ ŦǳƴŘŀƳŜƴǘŀƭ ōŀǎƛŎ ƴƻǝƻƴǎ ǘƻ ŘƛǇ ƛƴǎƛŘŜ ǘƘŜ ǎǳōƧŜŎǘΦ ¢Ƙƛǎ 
ƳƻŘǳƭŜ ŀƭƭƻǿǎ ȅƻǳ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǊƛƎƘǘ ŜƴǾƛǊƻƴƳŜƴǘ ƛƴ ǿƘƛŎƘ ǘƻ ƛƴǎŜǊǘ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ǇǊƻǇƻǎŜŘ ƛƴ 
ŦƻƭƭƻǿƛƴƎ ƳƻŘǳƭŜǎΦ ό5ǳŜƳƛƭŀǳƴƻύ 
 
 
aƻŘǳƭŜ мŀΥ /ƻǳƴǘǊȅ {ǇŜŎƛŬŎ  
 
Lƴ ŀ ŎƻǳƴǘǊȅ ǎǇŜŎƛŬŎ ƳƻŘǳƭŜΣ ȅƻǳ ŬƴŘ ǎǇŜŎƛŀƭ ƛƴŦƻǊƳŀǝƻƴ ŀōƻǳǘ ǘƘŜ ƳƻŘǳƭŜ ŎƻƴǘŜƴǘ ƛƴ ƻƴŜ ƻŦ ǘƘŜ 
ǇŀǊǘƴŜǊ ŎƻǳƴǘǊƛŜǎΦ {ƻƳŜ ǘƻǇƛŎǎ Ŏŀƴƴƻǘ ōŜ ǎŜŜƴ ƛƴ ŀ 9ǳǊƻǇŜŀƴ ǾƛŜǿΦ ¸ƻǳ ƘŀǾŜ ǘƻ ǿƻǊƪ ǿƛǘƘ ǘƘŜ ƭŀǿ 
ŀƴŘ ŎƛǊŎǳƳǎǘŀƴŎŜǎ ƻŦ ŀ ŎƻǳƴǘǊȅ ƻǊ ŀ ŦŜŘŜǊŀƭ ǊŜƎƛƻƴΦ ¢ƘŜ ǇƘŜƴƻƳŜƴƻƴ ƻŦ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ 
ŘŜǇŜƴŘǎ ƛƴ ŀ ǎǘǊƻƴƎ ǿŀȅ ƻƴ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ ŎƛǊŎǳƳǎǘŀƴŎŜǎΦ {ƻŎƛŀƭ [ŀǿ ŀƴŘ ǘƘŜ ǎƛǘǳŀǝƻƴ ƻŦ ŜŎƻƴƻƳȅ 
ŀƴŘ ǎƻŎƛŜǘȅ ƘŀǾŜ ŀ ǎǘǊƻƴƎ ƛƴƅǳŜƴŎŜ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŀŎǝǾƛǝŜǎ ƻŦ ǘƘŜ ƳǳƴƛŎƛǇŀƭƛǘȅ ŀƴŘ ǘƘŜ ǎƻŎƛŜǘȅ ƛƴ 
ŀƭƭΦ ό¢ŜƳǇƭŀǘŜ ōȅ hǎǜŀƭƛŀ ύ 
 
  
aƻŘǳƭŜ нΥ ¢ƘŜ ǇǊƻŬƭŜ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊ ϧ ǎƻƊ ǎƪƛƭƭǎ  
 
¢Ƙƛǎ aƻŘǳƭŜ ƛǎ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƻ ǇŀǊǝŎƛǇŀƴǘǎ ǿƘŀǘ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛǎ ŀƴŘ ǿƘŀǘ ŘƻŜǎ ƛǘ ƳŜŀƴ ǘƻ 
ōŜŎƻƳŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ǎǇŜŎƛŬŎŀƭƭȅ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΦ  

aƻǊŜƻǾŜǊΣ ŀƴŘ ƳƻǊŜ ƛƳǇƻǊǘŀƴǘƭȅΣ ƛǘǎ ŀƛƳ ƛǎ ŀƭǎƻ ǘƻ ƳŀƪŜ ǇŀǊǝŎƛǇŀƴǘǎ ǎŜŜ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŀǎ ŀ 
ŦŜŀǎƛōƭŜ ŎŀǊŜŜǊ ƻǇǝƻƴ ŀƴŘ ŦŜŜƭ ŎƻƳǇŜǘŜƴǘ ǘƻ ōŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ όǘƻ ōŜ ǎŜƭŦπŜƳǇƭƻȅŜŘ ŀƴŘ Ǌǳƴ ŀ 
ŎƻƳǇŀƴȅύ ǿƻǊƪƛƴƎ ƻƴ ƪŜȅ ǎƻƊπǎƪƛƭƭǎ 

¢Ƙƛǎ aƻŘǳƭŜ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ŬǊǎǘ ǎǘŜǇ ƛƴ ǘƘŜ ǇǊƻŎŜǎǎ ƻŦ ōŜŎƻƳƛƴƎ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊΣ ƴƻǘ ƻƴƭȅ ōȅ ǘƘŜ ŀŘŘŜŘ ǾŀƭǳŜ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎΣ ōǳǘ ŀƭǎƻ ōȅ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ƴŜŜŘ 
ŀƴŘ ǎƛƎƴƛŬŎŀƴŎŜ ƻŦ ǘƘŜ ƻǘƘŜǊ ƳƻŘǳƭŜǎ ƛƴ ǘƘŜ ǇǊƻƎǊŀƳΦ CǳǊǘƘŜǊΣ ǘƘƻǎŜ ǘŀƪƛƴƎ ǘƘƛǎ ŎƻǳǊǎŜ ǿƻǳƭŘ 



  

 

ŀǇǇǊŜŎƛŀǘŜ ƛǘǎ ŎƻƴǘŜƴǘǎ ǘƻ ōŜ ǊŜƭŀǘŜŘ ǘƻ ǊŜŀƭ ƭƛŦŜ ǎƛǘǳŀǝƻƴǎ ŀƴŘ ōǳǎƛƴŜǎǎ ƛŘŜŀǎΦ CƻǊ ǘƘƛǎ ǊŜŀǎƻƴΣ όмύ 
ǘƘŜ ƛŘŜƴǝŬŎŀǝƻƴ ƻŦ ŀ ǇŜǊǎƻƴŀƭ ōǳǎƛƴŜǎǎ ƛŘŜŀ ŦƻǊ ŜŀŎƘ ǎǘǳŘŜƴǘ ŀƴŘ όнύ ǘƘŜ ǇǊŀŎǝŎŀƭ ŀŎǝǾƛǝŜǎ 
ŘƛǊŜŎǘŜŘ ǘƻ ǘƘŀǘ ƛŘŜŀ όƻǊ ŀƴȅ ƻǘƘŜǊ ƳŜŀƴƛƴƎŦǳƭ ŀƴŘ ǇǊŀŎǝŎŀƭ ōǳǎƛƴŜǎǎ ǎƛǘǳŀǝƻƴǎύ ŀǊŜ ŎŜƴǘǊŀƭ ǘƻ ǘƘƛǎ 
ƳƻŘǳƭŜΦ ¢ƘŜ ǾŀƭǳŜ ƻŦ ǘƘŜ ŜƴǝǊŜ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳ ƴŜŜŘǎ ǘƻ ōŜ ǇŜǊŎŜƛǾŜŘ ōȅ ŀƭƭ ǇŀǊǝŎƛǇŀƴǘǎ ƛƴ ǘƘƛǎ 
ƳƻŘǳƭŜΦ Lǘ ƛǎ ǘƘǳǎ ǎǳƎƎŜǎǘŜŘ ǘƘŀǘ ŜŀŎƘ ǎǘǳŘŜƴǘ ŎƘƻƻǎŜǎ ŀ ǇŜǊǎƻƴŀƭ ōǳǎƛƴŜǎǎ ǇǊƻƧŜŎǘ ŀƴŘ ŀǇǇƭƛŜǎ 
ǘƘŜ Ƴŀƛƴ ŎƻƴŎŜǇǘǎ ƛƴ ǘƘŜ ŎƻǳǊǎŜ ōȅ ƳŜŀƴǎ ƻŦ ǇǊŀŎǝŎŀƭ ŀŎǝǾƛǝŜǎΦ ό!/5/ύ 

 
aƻŘǳƭŜ оΥ ¢ƘŜ LŘŜŀ 
 
¢ƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ŎǊŜŀǘŜκŎƘƻƻǎŜΣ ŘŜŬƴŜ ŀƴŘ ǎǘŀǊǘ ŘŜǾŜƭƻǇƛƴƎ ŀ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ [ŀǘŜǊ ƳƻŘǳƭŜǎ ǿƛƭƭ 
ŀǎǎƛǎǘ ƛƴ ǘƘŜ Ŧǳƭƭ ŘŜǇƭƻȅƳŜƴǘ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ ¢Ƙƛǎ ƳƻŘǳƭŜ ŀƭǎƻ Ŏƻǳƴǘǎ ƻƴ ŀ ǎŜǊƛŜǎ ƻŦ ǇǊƻƧŜŎǘ 
ǊŜǾƛŜǿǎ ǘƻ ŀǎǎƛǎǘ ǇŀǊǝŎƛǇŀƴǘǎ ǿƛǘƘ ǘƘŜ ƛŘŜŀ ŘŜŬƴƛǝƻƴ ǇǊƻŎŜǎǎΦ  
 
¢ƻ ŀŎƘƛŜǾŜ ǎǳŎƘ ŀ ƎƻŀƭΣ aƻŘǳƭŜ о ŦƻŎǳǎŜǎ ƻƴΥ 
 

a) Considerations and evaluating the options to generate ideas (come up with several ideas 
participants could be interested in, find variations and alternatives to already thought 
ideas.) 

b) Define and analyse the ideas in business terms (clarify what is the specific proposal, assess 
the logic and coherence of the ideas of interest) 
 

hƴŜ ƻŦ ǘƘŜ ŀƛƳǎ ƻŦ ƳƻŘǳƭŜ о ƛǎ ǘƻ ŀƭƭƻǿ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŜȄǇŜǊƛƳŜƴǘ ǿƛǘƘ ŘƛũŜǊŜƴǘ ƛŘŜŀǎ ŀƴŘ ƎŜǘ ǘƻ 
ƪƴƻǿ ǘƘŜƳǎŜƭǾŜǎ ŀǎ ŜƴǘǊŜǇǊŜƴŜǳǊǎΦ /ƻƴǎŜǉǳŜƴǘƭȅΣ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ ƳƻŘǳƭŜ о ƛǎ ǘƘŀǘ ŜŀŎƘ 
ǇŀǊǝŎƛǇŀƴǘ ŎƘƻƻǎŜǎ ŀ ōǳǎƛƴŜǎǎ ƛŘŜŀ ǘƻ ŘŜǾŜƭƻǇ ŀƴŘ ǎǘŀǊǘ ǘŜǎǝƴƎ ƛǘǎ ǾŀƭƛŘƛǘȅΦ  

¢Ƙƛǎ aƻŘǳƭŜ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǎǘŜǇ ƛƴ ǘƘŜ ǇǊƻŎŜǎǎ ƻŦ ŘŜǎƛƎƴƛƴƎ ŀ ǎƻǳƴŘ ōǳǎƛƴŜǎǎ ǇƭŀƴΣ ǇǊƻǾƛŘƛƴƎ ǘƘŜ 
ƪŜȅ ǎƪƛƭƭǎ ǘƻ ŜƴǎǳǊŜ ǘƘŀǘ ǘƘŜ ōǳǎƛƴŜǎǎ ƛŘŜŀ ƛǎ Ŧǳƭƭȅ ǘƘƻǳƎƘǘ ƻǳǘΣ ǿŜƭƭ ǊŜǎŜŀǊŎƘŜŘ ŀƴŘ ǾƛŀōƭŜΦ 
όDƛƊŜŘ LǊŜƭŀƴŘύ 

 
 
aƻŘǳƭŜ пΥ tǊƻŘǳŎǘ ϧ {ŜǊǾƛŎŜ 
 
aƻŘǳƭŜ п ƛǎ ǘƘŜ tǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΣ ƛǘ ǿƛƭƭ ƛŘŜƴǝŦȅ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ōŜǘǿŜŜƴ ŀ ǇǊƻŘǳŎǘ ŀƴŘ ŀ ǎŜǊǾƛŎŜ 
ŀƴŘ ǘƘŜ ƪŜȅ ǉǳŀƭƛǝŜǎ ƻŦ ŜŀŎƘΣ ǿƘŀǘ ƛǎ ǎǇŜŎƛŀƭ ŀōƻǳǘ ŀ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ŀƴŘ ǿƘȅ ǘƘŜǊŜ ƛǎ ŀ ƴŜŜŘ 
ŦƻǊ ƛǘ ŀǘ ǘƘŀǘ ǝƳŜΣ ǿƘŀǘ ƭƛŎŜƴǎƛƴƎ ŀƴŘ ƭŜƎŀƭ ǎǘŜǇǎ ŀǊŜ ƴŜŜŘŜŘ ōŜŦƻǊŜ ƎƻƛƴƎ ŦǳǊǘƘŜǊΣ ǇƛƭƻǝƴƎΣ ǇƛǘŎƘƛƴƎ 
ŀƴŘ ōǊŀƴŘƛƴƎ ǘƻ ƎƛǾŜ ŀ ŦƻŎǳǎŜŘ Ǉƭŀƴ ŦƻǊ ǘƘŜ ƴŜǎǘ ǎǘŜǇ ƻŦ ȅƻǳǊ ƛŘŜŀΦ 
 
¢ƘŜ ŀƛƳ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ƛǎ ǘƻ ǘŀƪŜ ǘƘŜ ōǳǎƛƴŜǎǎ άƛŘŜŀέ ŀ ǎǘŜǇ ŦǳǊǘƘŜǊ ŀƴŘ ƳŀƪŜ ƛǘ ŀ ǾƛŀōƭŜ ōǳǎƛƴŜǎǎ 
ƳƻŘŜƭ ǘƘŀǘ ǿƛƭƭ ǿƛǘƘǎǘŀƴŘ ŎƘŀƭƭŜƴƎŜǎ ŀƴŘ ǘŜǎǝƴƎΦ όDƛƊŜŘ LǊŜƭŀƴŘύ 
 
 
 
 
aƻŘǳƭŜ рΥ aŀǊƪŜǘ hǾŜǊǾƛŜǿ 
 
¢ƘŜ ƳŀǊƪŜǘ ƛǎ ǘƘŜ ŬŜƭŘ ǿƘŜǊŜ ȅƻǳ Ƴǳǎǘ ǇŜǊŦƻǊƳ ǿƛǘƘ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ ¸ƻǳ ǎƘƻǳƭŘ ƪƴƻǿ ǿƘŀǘ 
ǇŜǊŦƻǊƳŀƴŎŜ ȅƻǳǊ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ȅƻǳǊ ǇǊƻŘǳŎǘǎ Ŏŀƴ ŘŜƭƛǾŜǊΣ ȅƻǳ ƴŜŜŘ ǘƻ ƪƴƻǿ ǿƘŀǘ ǘƘŜ Ǌƛǎƪǎ ŀƴŘ 



  

 

ƻǇǇƻǊǘǳƴƛǝŜǎ ǘƘŜǊŜ ŀǊŜ ŀƴŘ ȅƻǳ ƴŜŜŘ ǘƻ ƪƴƻǿΣ ǿƘŀǘ ŎƻƴŘƛǝƻƴǎ ȅƻǳ ǿƛƭƭ ŬƴŘ ƛƴ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ 
²ƛǘƘ ǘƘƛǎ ƪƴƻǿƭŜŘƎŜ ȅƻǳ Ŏŀƴ ƛŘŜƴǝŦȅ ǘƘŜ ƻǇǇƻǊǘǳƴƛǝŜǎ ŀƴŘ ǇǊƻōƭŜƳǎ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘǎκ ǎŜǊǾƛŎŜǎ 
ƛƴ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ŀƴŘ ǊŜŀŎǘ ƛŦ ƴŜŎŜǎǎŀǊȅΦ 
 
Lƴ ǘƘƛǎ ƳƻŘǳƭŜ ȅƻǳ ǿƛƭƭ ƭŜŀǊƴ ŀōƻǳǘ ŘƛũŜǊŜƴǘ ǘƻƻƭǎ ǘƻ Ǝŀƛƴ ŀ ŘŜŜǇ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ƳŀǊƪŜǘ 
ȅƻǳǊ ōǳǎƛƴŜǎǎ ƴŜŜŘǎ ǘƻ ŜƴǘŜǊΦ ¢ƘŜ ƛƴǘŜǊŀŎǝƻƴ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘ Ƴǳǎǘ ōŜ ǘƘŜ ŜǎǎŜƴǝŀƭ 
Ǉƻƛƴǘ ƻŦ ȅƻǳǊ Ŭƴŀƭ ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿΦ ¸ƻǳǊ ŜȄŀƳ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ƛǎ ǘƻ ǿǊƛǘŜ ǘƘŜ ƻǾŜǊǾƛŜǿ 
ǿƛǘƘ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ȅƻǳ ƘŀǾŜ ƎŀǘƘŜǊŜŘΦ όhǎǜŀƭƛŀύ 
 
 
aƻŘǳƭŜ сΥ aŀǊƪŜǝƴƎ ŀƴŘ {ŀƭŜǎ 
 
¢Ƙƛǎ aƻŘǳƭŜ ǿƛƭƭ ǇǊƻǾƛŘŜ ȅƻǳ ǿƛǘƘ ƪŜȅ ǎǘǊŀǘŜƎƛŜǎ ǘƻ ƛŘŜƴǝŦȅ ȅƻǳǊ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΣ ŎǊŜŀǘŜ ŀ ǳƴƛǉǳŜ 
ǾŀƭǳŜ ǇǊƻǇƻǎƛǝƻƴΣ ŀƴŘ ǳǝƭƛȊŜ ŜũŜŎǝǾŜ ŎƻƳƳǳƴƛŎŀǝƻƴ ǘƻƻƭǎΦ ¸ƻǳ ǿƛƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ƳŜŀǎǳǊŜ ǘƘŜ 
ƛƳǇŀŎǘ ƻŦ ȅƻǳǊ ƳŀǊƪŜǝƴƎ ŀŎǝǾƛǝŜǎ ǘƻ ƳŀƪŜ ŀ ŘƛũŜǊŜƴŎŜ ƛƴ ǘƘŜ ǿƻǊƭŘΣ ǿƘŜǘƘŜǊ ȅƻǳ ŀǊŜ ŀ ǎƻŎƛŀƭ 
ǎŜŎǘƻǊ ǇǊƻŦŜǎǎƛƻƴŀƭ ƻǊ ŀ ǇŀǎǎƛƻƴŀǘŜ ŜƴǘǊŜǇǊŜƴŜǳǊΦ 
 

aŀǊƪŜǝƴƎ ƛǎ ŀ ŎǊǳŎƛŀƭ ŜƭŜƳŜƴǘ ŦƻǊ ǘƘŜ ǎǳŎŎŜǎǎ ƻŦ ŀƴȅ ōǳǎƛƴŜǎǎΣ ƛƴŎƭǳŘƛƴƎ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǘƘŀǘ 
ƘŀǾŜ ŀ Ƴƛǎǎƛƻƴ ƻŦ ǇƻǎƛǝǾŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘΦ Lƴ ǘƘƛǎ ƭŜǎǎƻƴ ƳƻŘǳƭŜΣ ǿŜ ǿƛƭƭ ŜȄǇƭƻǊŜ ǘƘŜ ŦǳƴŘŀƳŜƴǘŀƭ 
ǇǊƛƴŎƛǇƭŜǎ ƻŦ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŜŜ Ƙƻǿ ǘƘŜȅ Ŏŀƴ ōŜ ŜũŜŎǝǾŜƭȅ ŀǇǇƭƛŜŘ ōȅ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǘƻ 
ŀŎƘƛŜǾŜ ǘƘŜƛǊ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ŀƴŘ ŬƴŀƴŎƛŀƭ ǎǳǎǘŀƛƴŀōƛƭƛǘȅ ƎƻŀƭǎΦ 

¢ƘŜ ƭŜŀǊƴƛƴƎ ƻōƧŜŎǝǾŜǎ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ƛƴŎƭǳŘŜΥ 

 
Å [ŜŀǊƴ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ƎŜƴŜǊŀƭ ŘŜŬƴƛǝƻƴǎ ƻŦ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎΦ 
Å ¦ƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ǊƻƭŜ ƻŦ ƳŀǊƪŜǝƴƎ ƛƴ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ Ƙƻǿ ƛǘ ŘƛũŜǊǎ ŦǊƻƳ 
ǘǊŀŘƛǝƻƴŀƭ ƳŀǊƪŜǝƴƎ 

Å aŀǎǘŜǊƛƴƎ ǘƘŜ ǇǊƻŎŜǎǎ ƻŦ ƛŘŜƴǝŦȅƛƴƎ ǘƘŜ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜ ŦƻǊ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ 
ŎǊŜŀǝƴƎ ŀ ƳŀǊƪŜǘ ǇǊƻǇƻǎƛǝƻƴ ǘƘŀǘ ƛǎ ŘƛǎǝƴƎǳƛǎƘŀōƭŜ ŀƴŘ ŜƴƘŀƴŎŜǎ ǘƘŜ ǾŀƭǳŜ ƻŦ ǘƘŜ 
ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ōŜƛƴƎ ǎƻƭŘ ƻǊ ƻũŜǊŜŘΦ 

Å YƴƻǿƛƴƎ ǘƘŜ ŘƛũŜǊŜƴǘ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ ŀǾŀƛƭŀōƭŜ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΣ ƛƴŎƭǳŘƛƴƎ ƻƴƭƛƴŜ 
ŀƴŘ ƻƉƛƴŜ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎΦ ό5ǳŜƳƛƭŀǳƴƻύ 
 

 
aƻŘǳƭŜ тΥ hǊƎŀƴƛǎŀǝƻƴ ŀƴŘ tŜǊǎƻƴƴŜƭ 
 

¢ƘŜ ƳƻŘǳƭŜ ǇƻǎƛǝǾŜƭȅ ŀƴǎǿŜǊǎ ǘƘŜ ǉǳŜǎǝƻƴǎ ŦǊƻƳ ǘƘŜ LƴƴƻǾŀǝƻƴ .ƻƻƪΥ !ǊŜ ǘƘŜǊŜ ŀƴȅ ǎǇŜŎƛŀƭ 
ŎƻƴŘƛǝƻƴǎ ƛƴ ǇŜǊǎƻƴƴŜƭ ƳŀƴŀƎŜƳŜƴǘΚ !ǊŜ ǘƘŜǊŜ ŀƴȅ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ ŦƻǊ ƻǿƴƛƴƎ ŀƴŘ ƻǇŜǊŀǝƴƎ 
ŀ ōǳǎƛƴŜǎǎΚ !ǊŜ ǘƘŜǊŜ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ ƛƴ ǘƘŜ ŘŜŎƛǎƛƻƴπƳŀƪƛƴƎ ǇǊƻŎŜǎǎŜǎΚ .ŀǎŜŘ ƻƴ ǘƘŜǎŜ 
ǉǳŜǎǝƻƴǎΣ ƛǘ ƛǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ŎƘƻƻǎŜ ŀ ǎǳƛǘŀōƭŜ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŦƻǊƳ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΦ ¢ƘŜ ƳƻŘǳƭŜ ƛǎ 
ǇŀǊǘ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ŀƭǎƻ ōŜŎŀǳǎŜ ǘƘŜ ŀŎǘƻǊǎ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ŀǊŜ ƻǊƎŀƴƛȊŜŘ ŘƛũŜǊŜƴǘƭȅ ƛƴ ǘƘŜ 
ŘƛũŜǊŜƴǘ ŎƻǳƴǘǊƛŜǎ ƻŦ ǘƘƛǎ ǇǊƻƧŜŎǘΦ 

{ƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǎǘǊƛǾŜǎ ŦƻǊ ǿƻǊƪŜǊ ǇŀǊǝŎƛǇŀǝƻƴΣ ǘƘŜ ƛƴŎƭǳǎƛƻƴ ƻŦ ōƻǘƘ ƻǿƴŜǊǎƘƛǇ ŀƴŘ Ŏƻπ
ŘŜǘŜǊƳƛƴŀǝƻƴΣ ƛƴŎƭǳŘƛƴƎ ǾǳƭƴŜǊŀōƭŜ ŜȄŎƭǳŘŜŘ ƎǊƻǳǇǎΦ ¢ƘŜǊŜŦƻǊŜΣ ǘƘŜ ƳŀƴŀƎŜƳŜƴǘ Ƴǳǎǘ ƳŀǎǘŜǊ 
ǘƘŜ ƳŀƴŀƎŜƳŜƴǘΣ ƻǊƎŀƴƛȊŀǝƻƴ ƻŦ ǘƘŜƳǎŜƭǾŜǎΣ ǇŜǊǎƻƴƴŜƭΣ ōǳǎƛƴŜǎǎ ŜǾŜƴǘǎΣ ǎǘŀƪŜƘƻƭŘŜǊǎ ŀƴŘ ǘƘŜ 
ƳŜŀƴǎ ǿƛǘƘ ǿƘƛŎƘ ǘƘŜȅ ǿƻǊƪΦ ¢ƘŜ ŀƛƳ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ƛǎ ŦƻǊ ǘƘŜ ǘǊŀƛƴŜŜǎ ǘƻ ƎŜǘ ǘƻ ƪƴƻǿΣ ƭŜŀǊƴ ƻǊ 



  

 

ǎǘǊŜƴƎǘƘŜƴ ǘƘŜǎŜ ǎƪƛƭƭǎΦ ¢ƘŜǎŜ ǎƪƛƭƭǎ ŀǊŜ ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ŦƻǊ ōƻǘƘ ƭŀǊƎŜ ŎƻƳǇŀƴƛŜǎ ŀƴŘ ǎƳŀƭƭ 
ōǳǎƛƴŜǎǎŜǎ ǎǘŀǊǝƴƎ ƻǳǘΦ aŀƴȅ ŎƻƳǇŀƴƛŜǎ ǎǘŀǊǘ ŀǎ ŀ ƻƴŜπΣ ǘǿƻπ ƻǊ ǘǿƻπǇŜǊǎƻƴ ŜƴǘŜǊǇǊƛǎŜΣ 
ƛƴŘƛǾƛŘǳŀƭǎ ƻǊ ǎǳŎƘ ŀ ǎƳŀƭƭ ǘŜŀƳ Ƴǳǎǘ ƳŀǎǘŜǊ ŀƭƭ ǘƘŜǎŜ ǎƪƛƭƭǎ ŀǘ ƭŜŀǎǘ ƛƴ ŀ ōŀǎƛŎ ŦƻǊƳ ƛƴ ƻǊŘŜǊ ǘƻ 
ǎǘŀǊǘ ŘŜǾŜƭƻǇƳŜƴǘΣ ǎƻ ǘƘŀǘ ǘƘŜȅ Ŏŀƴ ƭŀǘŜǊ ōŜ ŘƛǾƛŘŜŘ ŀƳƻƴƎ ǘƘŜƳǎŜƭǾŜǎ ŀǎ ƛƴŘƛǾƛŘǳŀƭ ŀŎǝǾƛǝŜǎ ŦƻǊ 
ǿƘƛŎƘ ǘƘŜȅ ǿƛƭƭ ōŜ ǊŜǎǇƻƴǎƛōƭŜΦ ό¦tLύ 
 
 
aƻŘǳƭŜ тŀΥ /ƻǳƴǘǊȅ {ǇŜŎƛŬŎ  
 
¢ƘŜ ƭŜƎŀƭ ŦƻǊƳΣ ƛǘΩǎ ŎƻƴŘƛǝƻƴǎ ŀƴŘ ŀƭǎƻ ǘƘŜ ŜƳǇƭƻȅŜŜǎ ƭŀǿ ŘŜǇŜƴŘǎ ƻƴ ǘƘŜ ŎƻǳƴǘǊȅ ƻǊ ǊŜƎƛƻƴΦ ¢ƘŜ 
ŎƻǳƴǘǊȅ ǎǇŜŎƛŬŎ ƳƻŘǳƭŜǎ ƎƛǾŜ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ŎƛǊŎǳƳǎǘŀƴŎŜǎ ƛƴ ǘƘŜ ǇŀǊǘƴŜǊ ŎƻǳƴǘǊƛŜǎΦ LŦ ȅƻǳ 
ǿƻǊƪ ƛƴ ƻƴŜ ƻŦ ǘƘŜǎŜ ŎƻǳƴǘǊƛŜǎΣ ȅƻǳΩǊŜ ƛƴǾƛǘŜŘ ǘƻ ǳǎŜ ǘƘŜ ŎƻƭƭŜŎǘŜŘ ƛƴŦƻǊƳŀǝƻƴΦ ²ƘŜƴ ȅƻǳ ǿŀƴǘ 
ǘƻ ŎǊŜŀǘŜ ŀ ǘǊŀƛƴƛƴƎ ƛƴ ŀƴƻǘƘŜǊ ŎƻǳƴǘǊȅ ƻǊ ǊŜƎƛƻƴΣ ǳǎŜ ǘƘŜ ƳƻŘǳƭŜ ŀǎ ŀ ǊŜǎŜŀǊŎƘ ǘŜƳǇƭŀǘŜ ŀƴŘ 
ŎƻƭƭŜŎǘ ǘƘŜ ǎǇŜŎƛŬŎ ƛƴŦƻǊƳŀǝƻƴ ŦǸǊ ȅƻǳǊ ƻǿƴ ƴŜŜŘΦ ό¢ŜƳǇƭŀǘŜ ōȅ hǎǜŀƭƛŀύ 
 
 
aƻŘǳƭŜ уΥ /ƘŀƴŎŜǎ ŀƴŘ wƛǎƪǎ  
 
hǇǇƻǊǘǳƴƛǝŜǎ ŀƴŘ Ǌƛǎƪǎ ŀǊŜ ǇŀǊǘ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ǎƛƴŎŜ ōƻǘƘ ǘƘŜ ǘǊŀƛƴŜǊǎ ŀƴŘ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ 
ǊŜŎƻƎƴƛȊŜ ǘƘŜ ŀŘǾŀƴǘŀƎŜǎ ŀƴŘ Ǌƛǎƪǎ ƻŦ ǘǊŀƛƴŜŜǎΩ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ {ƻƊ ǎƪƛƭƭǎ ǘƘŀǘ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ ƘŀǾŜ 
ŀǊŜ ŀōƛƭƛǘȅ ǘƻ ŀƴŀƭȅȊŜ ǘƘŜ ƳŀǊƪŜǘ ŀƴŘ ŎƻƳǇŜǝǝƻƴ όƳŀǇǇƛƴƎΣ ƭƛǘŜǊŀǘǳǊŜ ǊŜǾƛŜǿΣ ƪŜȅǿƻǊŘ ǎŜŀǊŎƘΣ 
ƳŀƪƛƴƎ {ǿƻǘ ŀƴŀƭȅǎƛǎΣ ŦǳǘǳǊŜ ǎŎŜƴŀǊƛƻ ōǳƛƭŘƛƴƎύΣ ǎȅǎǘŜƳŀǝŎƛǘȅΣ ŀƴŘ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǘƘƛƴƪƛƴƎΦ ό¦tLύ 
 
 
aƻŘǳƭŜ фΥ CƛƴŀƴŎƛƴƎ 
 
CƛƴŀƴŎŜ ƛǎ ǘƘŜ ǇǊƻŎŜǎǎ ƻŦ ǊŀƛǎƛƴƎ ŦǳƴŘǎ ƻǊ ŎŀǇƛǘŀƭ ŦƻǊ ŀƴȅ ƪƛƴŘ ƻŦ ŜȄǇŜƴŘƛǘǳǊŜΦ ! ŬƴŀƴŎƛŀƭ Ǉƭŀƴ 
ŘŜǘŀƛƭǎ ǘƘŜ ǊŜǎƻǳǊŎŜǎΣ ŀŎǝǾƛǝŜǎΣ ŜǉǳƛǇƳŜƴǘΣ ƳŀǘŜǊƛŀƭǎΣ ŀƴŘ ǝƳŜŦǊŀƳŜ ǘƻ ŀŎƘƛŜǾŜ ǘƘƻǎŜ ƻōƧŜŎǝǾŜǎΦ 
CƛƴŀƴŎƛŀƭ ǇƭŀƴƴƛƴƎ ŦƻǊ ŀ ōǳǎƛƴŜǎǎ ƛǎ ǘƘŜ ǘŀǎƪ ƻŦ ŘŜǘŜǊƳƛƴƛƴƎ Ƙƻǿ ǘƘŜ ƻǊƎŀƴƛȊŀǝƻƴ ǿƛƭƭ ŀũƻǊŘ ǘƻ 
ŀŎƘƛŜǾŜ ƛǘǎ ǎǘǊŀǘŜƎƛŎ ƎƻŀƭǎΦ {ǘǳŘŜƴǘǎ Ƴǳǎǘ ƭŜŀǊƴ ǿƘŀǘ ŀ ŬƴŀƴŎƛŀƭ Ǉƭŀƴ ƛǎΣ ǿƘȅ ƛǘ ƛǎ ǎƻ ƛƳǇƻǊǘŀƴǘΣ 
ǿƘŀǘ ŀǊŜ ǘƘŜ ōŀǎƛŎ ŦǳƴŘƛƴƎ ƻǇǝƻƴǎ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ ¢ƘŜȅ ǎƘƻǳƭŘ ƭŜŀǊƴ ǿƘŀǘ ŀǊŜ ǘƘŜ ōŀǎƛŎ 
ǘƻƻƭǎ ǘƘŀǘ Ŏŀƴ ōŜ ǳǎŜŘ ƛƴ ƻǊŘŜǊ ǘƻ ŎǊŜŀǘŜ ŀ CƛƴŀƴŎƛŀƭ tƭŀƴ ŀƴŘ ŀŎǘǳŀƭƭȅ ǳǎŜ ǘƘŜƳ ƛƴ ƻǊŘŜǊ ǘƻ ŎǊŜŀǘŜ 
ŀ CƛƴŀƴŎƛŀƭ tƭŀƴΦ όYƻƛǎǇŜύ 
 
 
aƻŘǳƭŜ фŀΥ /ƻǳƴǘǊȅ {ǇŜŎƛŬŎ  
 
¢ƘŜ ŬŜƭŘ ƻŦ ǎƻŎƛŀƭ ŀƴŘ ǘŀȄ ƭŀǿǎ ǿƘƛŎƘ ŀǊŜ ǊŜƭŜǾŀƴǘ ŦƻǊ ǘƘŜ ǘŀǎƪ ƻŦ ŬƴŀƴŎƛƴƎ ƛǎ ǿƛŘŜΦ 9ǾŜǊȅ ŎƻǳƴǘǊȅ 
Ƙŀǎ ƛǘǎ ƻǿƴ ƘƛǎǘƻǊȅ ƛƴ ŬƴŀƴŎƛƴƎ ǎƻŎƛŀƭ ƴŜŜŘǎΣ Ƙƛǎ ƻǿƴ ǇǊƻǎǇŜǊƛǘȅ ŀƴŘ Ƙƛǎ ƻǿƴ ƭŀǿ ŎƻŘŜǎΦ {ƻΣ ŬƴŘ 
ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ŦƻǊ ȅƻǳǊ ŀǊŜŀ ŀƴŘ Ƴƛǎǎƛƻƴ ŀƴŘ ŎǊŜŀǘŜ ŀ ŦŜŀǎƛōƭŜ ŬƴŀƴŎƛƴƎ ǎǘǊǳŎǘǳǊŜΦ ό¢ŜƳǇƭŀǘŜ ōȅ 
hǎǜŀƭƛŀύ 
 
 
aƻŘǳƭŜ млΥ LƳǇƭŜƳŜƴǘŀǝƻƴ tƭŀƴΥ  
 
tǊƻƧŜŎǘǎ ǊŜǉǳƛǊŜ ǇƭŀƴƴƛƴƎ ƛƴ ƻǊŘŜǊ ǘƻ ōŜ ǎǳŎŎŜǎǎŦǳƭΦ ¢ƘŜ ƛƳǇƭŜƳŜƴǘŀǝƻƴ Ǉƭŀƴ ƛǎ ǘƘŜ ōƭǳŜǇǊƛƴǘ ŦƻǊ 
ŀƴȅ ǎƘŀǊŜŘ ƻōƧŜŎǝǾŜΦ Lǘ ƛƴŎǊŜŀǎŜǎ ǘƘŜ ŎƘŀƴŎŜ ƻŦ ǇǊƻƧŜŎǘ ǎǳŎŎŜǎǎ ōȅ ŎǊŜŀǝƴƎ ŀ ǊƻŀŘƳŀǇ ŦƻǊ 



  

 

ŜȄŜŎǳǝƴƎ ȅƻǳǊ ǇǊƻƧŜŎǘ ǎƻ ȅƻǳ Ŏŀƴ ǇǊŜǾŜƴǘ ƛǎǎǳŜǎ ŦǊƻƳ ƻŎŎǳǊǊƛƴƎΦ ²ƛǘƘƻǳǘ ƛǘ ȅƻǳǊ ǎǘǊŀǘŜƎƛŎ Ǝƻŀƭǎ 
ǊŜƳŀƛƴ ǳƴŀŎǝƻƴŀōƭŜΦ ¢ƘŜ ƛƳǇƭŜƳŜƴǘŀǝƻƴ Ǉƭŀƴ ǘǊŀƴǎŦƻǊƳǎ ȅƻǳǊ ǎǘǊŀǘŜƎƛŎ Ǉƭŀƴǎ ƛƴǘƻ ŀŎǝƻƴ ǘƻ 
ŀŎƘƛŜǾŜ ȅƻǳǊ ƎƻŀƭǎΦ όYƻƛǎǇŜύ 
 
 
aƻŘǳƭŜ ммΥ ¢ƘŜ {ǳƳƳŀǊȅ 
 
¢ƘŜ Ŭƴŀƭ ƳƻŘǳƭŜ ƛǎ ŘŜǎƛƎƴŜŘ ǘƻ ƘŜƭǇ ƭŜŀǊƴŜǊǎ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ǊƻƭŜ ƻŦ ŀ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ƛƴ ǘƻŘŀȅΩǎ 
ōǳǎƛƴŜǎǎ ŜƴǾƛǊƻƴƳŜƴǘΦ Lǘ ƛǎ ŀ ǊƻŀŘƳŀǇ ǘƻ ŎǊŜŀǘŜ ŀ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ǿƛǘƘ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ŎƻƭƭŜŎǘŜŘ 
ƛƴ ǘƘŜ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳΦ ¢Ƙƛǎ ƳƻŘǳƭŜ ǿƛƭƭ ǇǊƻǾƛŘŜ ƭŜŀǊƴŜǊǎ ǿƛǘƘ ǘƘŜ ƴŜŎŜǎǎŀǊȅ ƪƴƻǿƭŜŘƎŜ ǘƻ 
ŎǊŜŀǘŜ ŀ ǎŜǊƛƻǳǎ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ όhǎǜŀƭƛŀύ 
 

!ƴŘ ƴƻǿΣ ƭŜǘΩǎ ǘǊŀƛƴΗ  
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 

Module 1 Social Enterprises 
and Social Entrepreneurship 

in European Union 
 
 
 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

LƴǘǊƻŘǳŎǝƻƴ 
 

¢Ƙƛǎ ƛǎ ǘƘŜ ŬǊǎǘ ƳƻŘǳƭŜ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ƳŀŎǊƻ ŎƻƴŎŜǇǘǎ ƻŦ {h/L![ 9b¢9wtwL{9 ŀƴŘ {h/L![ 
9b¢w9tw9b9¦w ƛƴ ƻǊŘŜǊ ǘƻ ǇǊƻǾƛŘŜ ǘƘŜ ŦǳƴŘŀƳŜƴǘŀƭ ōŀǎƛŎ ƴƻǝƻƴǎ ǘƻ ŘƛǇ ƛƴǎƛŘŜ ǘƘŜ ǎǳōƧŜŎǘΦ ¢Ƙƛǎ 
ƳƻŘǳƭŜ ŀƭƭƻǿǎ ȅƻǳ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǊƛƎƘǘ ŜƴǾƛǊƻƴƳŜƴǘ ƛƴ ǿƘƛŎƘ ǘƻ ƛƴǎŜǊǘ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ǇǊƻǇƻǎŜŘ 
ƛƴ ŦƻƭƭƻǿƛƴƎ ƳƻŘǳƭŜǎΦ 

 

Learning objectives / competences to be acquired  

What should the trainers/learners learn? Which skills shall be achieved? 

The main objective of this module is to introduce the topic of social 
enterprise/entrepreneur, to give the general definitions, in order to introduce 
students/trainers on a new area of meaning. Approaching the basic principles of social 
enterprise step by step, learning to recognize the distinctive elements from other types of 
businesses, identifying their strengths and weaknesses. 

Learners/trainers can learn what is a social enterprise and what is a social entrepreneur, 
what are the fundamental pillars for a successful social business, building a space of 
knowledge in which to stimulate one's own ideas best suited to their context and 
subjectivity. 

Reasons for the module  

Define a first framework of meanings related to social enterprise in which to insert the 
specific knowledge that will be learnt in subsequent modules. 

Defining social enterprise may not be easy because it depends on the cultural, social and 
economic characteristics of each country, so it is essential to provide the basic guidelines 
applicable to each context. 

Contents of the module 

Which central contents can the trainer/ learner find in the module?   

00 ς Introduce themselves - Icebreaking activity to stimulate the first self-introduction and 
collect the expectations and concerns (on the module or on the complete course). 

01 ς The basic concepts: brainstorming phase to introduce the connection between the 
ǿƻǊŘǎ άǎƻŎƛŀƭέΣ άŜƴǘŜǊǇǊƛǎŜέΣ άŜƴǘǊŜǇǊŜƴŜǳǊέ ǿƘƛŎƘ ǘǊŀŘƛǘƛƻƴŀƭƭȅ Ƴŀȅ ōŜƭƻƴƎ ǘƻ Řƛǎǘŀƴǘ ǿƻǊŘ 
frameworks. 

02 ς The general definition of social enterprise and social entrepreneurs into their main 
characteristics. 

03 ς Balance for success ς 6 pillars and 3 dimensions. The fundamental elements that keep 
a social enterprise in balance, the strengths of a successful social enterprise. 

04 ς Centrality of the person: social inclusion, social integration and social cohesion. Why 
can social enterprise be important to you? The values that drive social enterprise. 
Introduction of the concept of WORK INTEGRATION. 

05 ς Social enterprise in EU: steps, rules, legal framework, numbers and statistics. 



  

 

06 ς Each country introduces its own context (HISTORY) and legislative framework. 

07 ς Exam  

Reference to other modules  

Being the first introductory module, it has no references with subsequent modules. For 
this module it is useful for the trainer to read the innovation book. 

Teaching and learning methods 

The module is approached following a main presentation that guides trainers/learners 
through all the lesson units.  

Each lesson unit consists of a central concept that will be transmitted mainly through 
interactions between the participants supported by videos and images. In addition, each 
lesson unit contains an activity (exercises) to reduce the frontal lecture mode as much as 
possible, rising the numbers of interaction between learners and between learners and 
trainers through participative practice. 

Furthermore, at the beginning of every lesson is important that the trainers ask to the 
learners what they thinking about the topics covered or certain keywords, through the 
activities or if these are not foreseen simply by asking. This interaction is a useful to 
understanding and getting to know the students, their knowledge and their point of view 
before the explanation of the content. 

Examination modalities  

Using the tools and knowledge provided in the module, analyzed a case study in terms of 
social impact and business balance. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

DƭƻǎǎŀǊȅ 
 
 

term definition   sector  

Brainstorming is a group creativity technique by 
which efforts are made to find a 
conclusion for a specific problem 

 



  

 

by gathering a list of ideas 
spontaneously contributed by its 
members. 

Financing Plan A plan for the costs of a founding 
of a project or an enterprise  

Economic  

For-Profit Organization An enterprise that works for 
economic value. The main aim is 
the maximation of gross.  

Economic 

Non-Profit Organization is a legal entity organized and 
operated for a collective, public or 
social benefit, in contrary with an 
entity that operates as a business 
aiming to generate a profit for its 
owners 

Economic 

Social cohesion works towards the well-being of 
all its members, fights exclusion 
and marginalisation, creates a 
sense of belonging, promotes 
trust, and offers its members the 
opportunity of upward mobility 

Social 

Social enterprise  A social enterprise offers social 
services for disabled and socially 
disadvantaged people. The 
services focus on improvement of 
life situation. This includes services 
for advice, treatment, support and 
care such as services for activation, 
work integration and qualification.  

Social/ Economic 

Social entrepreneurship Social Entrepreneurship is an 
innovative way to solve social 
problems and work on social 
missions with economic tools and 
activities. SE is searching for ideas 
and solutions far away from the 
daily processes and take the risk to 
try out new ways.  

Social/ Economic  

Social Impact any significant or positive changes 
that solve or at least address social 
injustice and challenges. The effect 
on people and communities that 
happens as a result of an action or 
inaction, an activity, project, 
programme or policy. 

Social/ Economic 

Social integration Social integration is a 
multidimensional construct that 
can be defined as the extent to 
which individuals participate in a 
variety of social relationships, 
including engagement in social 
activities or relationships and a 
sense of communality and 
identification with one's social 
roles 

Social 

Social service Social Services are help offers for 
people in problematic life 
situations. They are financed by 

Social  



  

 

public payers and free for the 
clients. 

Voluntary work Voluntary work is an employment 
type where the volunteer gets his 
assignments from an organization 
or superiors. Voluntary work is 
purposeful and does what is 
required. 

Social 

Work integration Model to integration aimed at the 
partial or full (re-)integration of 
marginalized and vulnerable 
groups into the labour market. 

Social/ Economic 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

{ŎƘŜŘǳƭŜ 
 

Module 
ƴǊΧ 

Number 
of Lesson 
Units 

Topic/ Content  Methods/Tools Learning 
objectives 

List of activities and 
tasks per lesson 

01 00 Icebreaking 
Introduce 
themselves 

Game play, 
Icebreaking activity. 
Papers and pens. 

First 
information 
about the 
participants. 
Collect 
expectation and 
fear. (module, 
training) 

Icebreaker 
true/false, 
presentations. 

01 01 The basic concepts 
ƻŦ άǎƻŎƛŀƭέΣ 

1 Activity of 
brainstorming 

Think about the 
concept of 
social enterprise 

Digital 
brainstorming, 
association of ideas. 



  

 

άŜƴǘŜǊǇǊƛǎŜέ ŀƴŘ 
άŜƴǘǊŜǇǊŜƴŜǳǊέ  

1 Digital tool 
Mentimeter.com 
1 Video  

before giving a 
definition. 
Create a 
network of 
meanings. 

01 02 Definition of social 
enterprise and 
social 
entrepreneur 

2/3 Video  
Some Definitions 
(text) 
3-4 images to 
understand the 
definition 
1 Activity  
2 text (definitions) 
1 Test 
(Kahoot.com) 

Define social 
enterprise and 
social 
entrepreneur, 
its main 
characteristics, 
distinguish it 
from other 
forms of 
enterprise 
(traditional 
enterprise, non-
profit, benefit 
corporation ) 

1 an activity to 
understand the 
differences between 
social enterprise 
and traditional 
enterprise 
1 Kahoot test 

01 03 Balance for success 
ς 6 pillars and 3 
dimensions 

1 Video 
1 Text 
1 Activity game 
play 
  

Understanding 
the elements to 
ensure balance 
and success of a 
social enterprise 

1 Activity game play 
ς tangram - in group 
with discussion. 
Create an image, a 
structure, a 
composition with 
the 6 pillars and 3 
dimensions. Explain 
the final 
composition. 

01 04 Centrality of the 
person: social 
inclusion, social 
integration, social 
cohesion and work 
integration 

2 Video 
2 Activity  
2 Text  
  

Understanding 
the core values 
of social 
enterprise and 
how to adapt 
them to one's 
own context to 
create social 
value 

1 Activity with a 
question to answer, 
discuss the answers 
in group 

01 05 Social Enterprise in 
EU 

Images, Graphs  Have an 
overview of the 
social enterprise 
landscape in the 
EU, understand 
the steps taken 
to support its 
evolution and 
prospects. 

1 Kahoot test 

01 06 Context and 
legislative 
framework - 
different for each 
country 

Depends on each 
country 

Depends on 
each country 

Depends on each 
country 

01 07 Exam 
 

   

Total 
hours  

7h     



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 
 
¢ƘŜ ƳƻŘǳƭŜ ǎƘƻǳƭŘ ōŜ ǇǊŜǎŜƴǘŜŘ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎ ōȅ ŀ ttt όƻǊ ƻǘƘŜǊ ƭƛƪŜ /ŀƴǾŀύ ǇǊŜǎŜƴǘŀǝƻƴ ǘƘŀǘ 
ǿƛƭƭ ƎǳƛŘŜ ǘǊŀƛƴŜǊǎ ŀƴŘ ƭŜŀǊƴŜǊǎ ǘƘǊƻǳƎƘ ǘƘŜ ǇƭŀƴƴŜŘ ƭŜǎǎƻƴ ǳƴƛǘǎΦ ¢ƘŜ ttt ǎƘƻǳƭŘ ōŜ ŎǊŜŀǘŜŘ ōȅ 
ŜŀŎƘ ǘǊŀƛƴŜǊ ŀŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜƛǊ ƻǿƴ ƴŜŜŘǎΦ ¢ƘŜ ttt Ƴǳǎǘ ƴƻǘ ƘŀǾŜ ƳƻǊŜ ǘƘŀƴ нл ǎƭƛŘŜǎ ǇŜǊ ƭŜǎǎƻƴΦ  
IŜǊŜ ŀǊŜ ǎƻƳŜ ƎŜƴŜǊŀƭ ƎǳƛŘŜƭƛƴŜǎ ŦƻǊ ŎǊŜŀǝƴƎ ŀ ƎƻƻŘ tƻǿŜǊtƻƛƴǘ ǇǊŜǎŜƴǘŀǝƻƴ ŦƻǊ ŀ ƭŜǎǎƻƴΥ 
 
  
мΦ 5ŜŬƴŜ ǘƘŜ ƻōƧŜŎǝǾŜǎ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΥ .ŜŦƻǊŜ ǎǘŀǊǝƴƎ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΣ ƛǘϥǎ 
ƛƳǇƻǊǘŀƴǘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ƻōƧŜŎǝǾŜǎ ȅƻǳ ǿŀƴǘ ǘƻ ŀŎƘƛŜǾŜΦ CƻǊ ŜȄŀƳǇƭŜΣ Řƻ ȅƻǳ ǿŀƴǘ 
ǘƻ ǇǊƻǾƛŘŜ ōŀǎƛŎ ƛƴŦƻǊƳŀǝƻƴ ƻƴ ŀ ǇŀǊǝŎǳƭŀǊ ǘƻǇƛŎΣ ƻǊ Řƻ ȅƻǳ ǿŀƴǘ ǘƻ ǇǊŜǎŜƴǘ ŀ ƴŜǿ ǘƘŜƻǊȅΚ 
.ŀǎŜŘ ƻƴ ǘƘŜ ƻōƧŜŎǝǾŜǎ ȅƻǳ ƘŀǾŜ ǎŜǘΣ ȅƻǳ Ŏŀƴ ŎƘƻƻǎŜ ǘƘŜ ŎƻƴǘŜƴǘΣ ŦƻǊƳŀǘΣ ŀƴŘ ǎǘȅƭŜ ƻŦ ǘƘŜ 
ǇǊŜǎŜƴǘŀǝƻƴΦ 

нΦ hǊƎŀƴƛȊŜ ǘƘŜ ŎƻƴǘŜƴǘΥ hǊƎŀƴƛȊŜ ǘƘŜ ŎƻƴǘŜƴǘ ƛƴ ŀ ƭƻƎƛŎŀƭ ŀƴŘ ŎƻƘŜǊŜƴǘ ǿŀȅΦ ¦ǎŜ ŀƴ 
ƛƴǘŜǊŜǎǝƴƎ ƻǇŜƴƛƴƎ ǘƻ ƎǊŀō ǘƘŜ ǎǘǳŘŜƴǘǎϥ ŀǧŜƴǝƻƴ ŀƴŘ ŀƴ ŜũŜŎǝǾŜ ŎƭƻǎƛƴƎ ǘƻ ǎǳƳƳŀǊƛȊŜ 



  

 

ǘƘŜ Ƴŀƛƴ Ǉƻƛƴǘǎ ƻŦ ǘƘŜ ƭŜǎǎƻƴΦ !ŘŘƛǝƻƴŀƭƭȅΣ ƳŀƪŜ ǎǳǊŜ ǘƻ ǇǊŜǎŜƴǘ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ŎƭŜŀǊƭȅ 
ŀƴŘ ŎƻƴŎƛǎŜƭȅ ŀƴŘ ǳǎŜ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎ ǘƻ ǎǳǇǇƻǊǘ ƪŜȅ ŎƻƴŎŜǇǘǎΦ 

оΦ ¦ǎŜ ŀ ǎƛƳǇƭŜ ŀƴŘ ŎƭŜŀƴ ŘŜǎƛƎƴΥ ¢ƘŜ ŘŜǎƛƎƴ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǎƘƻǳƭŘ ōŜ ǎƛƳǇƭŜ ŀƴŘ ŎƭŜŀƴΣ 
ǎƻ ǘƘŀǘ ǎǘǳŘŜƴǘǎ Ŏŀƴ ŦƻŎǳǎ ƻƴ ǘƘŜ ŎƻƴǘŜƴǘΦ ¦ǎŜ ǊŜŀŘŀōƭŜ Ŧƻƴǘǎ ŀƴŘ ŀŘŜǉǳŀǘŜ Ŧƻƴǘ ǎƛȊŜǎ ŀƴŘ 
ŎƘƻƻǎŜ ŎƻƭƻǊǎ ǘƘŀǘ ŀǊŜ ǾƛǎƛōƭŜ ŀƴŘ ǇƭŜŀǎƛƴƎ ǘƻ ǘƘŜ ŜȅŜΦ 

пΦ [ƛƳƛǘ ǘƘŜ ǳǎŜ ƻŦ ǘŜȄǘΥ 5ƻƴϥǘ Ŭƭƭ ǎƭƛŘŜǎ ǿƛǘƘ ǘƻƻ ƳǳŎƘ ǘŜȄǘΦ LƴǎǘŜŀŘΣ ǳǎŜ ōǳƭƭŜǘ Ǉƻƛƴǘǎ ŀƴŘ 
ǎƘƻǊǘ ǇƘǊŀǎŜǎ ǘƻ ǎǳƳƳŀǊƛȊŜ ƪŜȅ ŎƻƴŎŜǇǘǎΦ ¢Ƙƛǎ ǿŀȅΣ ǎǘǳŘŜƴǘǎ Ŏŀƴ ŦƻŎǳǎ ƻƴ ǿƘŀǘ ȅƻǳϥǊŜ 
ǎŀȅƛƴƎ ƛƴǎǘŜŀŘ ƻŦ ǊŜŀŘƛƴƎΦ 

рΦ !ŘŘ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎΥ !ŘŘ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎ ǘƻ Ǿƛǎǳŀƭƭȅ ǊŜǇǊŜǎŜƴǘ ƪŜȅ ŎƻƴŎŜǇǘǎ 
ŎƭŜŀǊƭȅ ŀƴŘ ŀǧǊŀŎǝǾŜƭȅΦ !ŘŘƛǝƻƴŀƭƭȅΣ ǎǘǳŘŜƴǘǎ Ŏŀƴ ƳƻǊŜ Ŝŀǎƛƭȅ ŀǎǎƛƳƛƭŀǘŜ ƛƴŦƻǊƳŀǝƻƴ ǿƘŜƴ 
ǘƘŜȅ ǎŜŜ ƛǘ ǇǊŜǎŜƴǘŜŘ ƎǊŀǇƘƛŎŀƭƭȅΦ 

сΦ ¦ǎŜ ŀƴƛƳŀǝƻƴǎ ŀƴŘ ǘǊŀƴǎƛǝƻƴǎ ŀǇǇǊƻǇǊƛŀǘŜƭȅΥ ¦ǎŜ ŀƴƛƳŀǝƻƴǎ ŀƴŘ ǘǊŀƴǎƛǝƻƴǎ ǎǇŀǊƛƴƎƭȅ 
ŀƴŘ ŀǇǇǊƻǇǊƛŀǘŜƭȅΦ 5ƻƴϥǘ ǳǎŜ ǘƻƻ Ƴŀƴȅ ŀƴƛƳŀǝƻƴǎ ƻǊ ŜũŜŎǘǎΣ ŀǎ ǘƘŜȅ Ŏŀƴ ōŜ ŘƛǎǘǊŀŎǝƴƎ ǘƻ 
ǎǘǳŘŜƴǘǎΦ 

тΦ tǊŜǇŀǊŜ ǇǊŜǎŜƴǘŀǝƻƴ ƴƻǘŜǎΥ tǊŜǇŀǊŜ ǇǊŜǎŜƴǘŀǝƻƴ ƴƻǘŜǎ ŦƻǊ ȅƻǳǊǎŜƭŦ ǎƻ ȅƻǳ Ŏŀƴ ǇǊƻǾƛŘŜ 
ŀŘŘƛǝƻƴŀƭ ŘŜǘŀƛƭǎ ŀƴŘ ŜƭŀōƻǊŀǝƻƴǎ ƻƴ ŎƻƴŎŜǇǘǎ ǇǊŜǎŜƴǘŜŘ ŘǳǊƛƴƎ ǘƘŜ ƭŜǎǎƻƴΦ 

уΦ tǊŀŎǝŎŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΥ tǊŀŎǝŎŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǎŜǾŜǊŀƭ ǝƳŜǎ ǘƻ ŜƴǎǳǊŜ ƛǘ ƛǎ ǎƳƻƻǘƘ 
ŀƴŘ ǘƘŜǊŜ ŀǊŜ ƴƻ ǘŜŎƘƴƛŎŀƭ ƛǎǎǳŜǎΦ ¢Ƙƛǎ ǿŀȅΣ ȅƻǳ ǿƛƭƭ ōŜ ǇǊŜǇŀǊŜŘ ǘƻ ƘŀƴŘƭŜ ŀƴȅ ƛǎǎǳŜǎ ǘƘŀǘ 
Ƴŀȅ ŀǊƛǎŜ ŘǳǊƛƴƎ ǘƘŜ ƭŜǎǎƻƴΦ 

 
 
 
 
 
LŎŜōǊŜŀƪŜǊ 
 
¢ƘŜ ƳƻŘǳƭŜ ǎǘŀǊǘǎ ǿƛǘƘ ŀƴ ƛŎŜōǊŜŀƪƛƴƎ ŀŎǝǾƛǘȅ ǘƻ ŀƭƭƻǿ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜƳǎŜƭǾŜǎ ŀƴŘ 
ƎŜǘ ǘƻ ƪƴƻǿ ŜŀŎƘ ƻǘƘŜǊΦ ¢ƘŜ ŀŎǝǾƛǘȅ Ŏƻƴǎƛǎǘǎ ƻŦ ǎǘŀƎŜǎΥ 
 
м π LƴǘǊƻŘǳŎŜ ǘƘŜƳǎŜƭǾŜǎΥ ƴŀƳŜΣ ŀƎŜΣ ōƛǊǘƘǇƭŀŎŜΣ ƧƻōκŜŘǳŎŀǝƻƴΣ ƻƴŜ ƘƻōōȅΦ 
 
н π ¢ǿƻ [ƛŜǎ ŀƴŘ ŀ ¢ǊǳǘƘΥ ŀǎƪ ȅƻǳǊ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜƳǎŜƭǾŜǎ ŀƴŘ ƳŀƪŜ ǘƘǊŜŜ 
ǎǘŀǘŜƳŜƴǘǎ ŀōƻǳǘ ǘƘŜƳǎŜƭǾŜǎΣ ƻƴŜ ƻŦ ǿƘƛŎƘ ƛǎ ŦŀƭǎŜ όƻǊ ǘƘŜ ƻǇǇƻǎƛǘŜΥ н ƭƛŜǎ ŀƴŘ м ǘǊǳŜύΦ bƻǿ ƎŜǘ 
ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ƎǊƻǳǇ ǘƻ ǾƻǘŜ ƻƴ ǿƘƛŎƘ ŦŀŎǘ ƛǎ ŦŀƭǎŜ όƻǊ ǘǊǳŜύΦ !ǎ ǿŜƭƭ ŀǎ ƎŜǩƴƎ ǘƻ ƪƴƻǿ ŜŀŎƘ ƻǘƘŜǊ 
ŀǎ ƛƴŘƛǾƛŘǳŀƭǎΣ ǘƘƛǎ ŜȄŜǊŎƛǎŜ ƘŜƭǇǎ ǘƻ ǎǘŀǊǘ ƛƴǘŜǊŀŎǝƻƴ ǿƛǘƘƛƴ ǘƘŜ ƎǊƻǳǇΦ 
 
о π IƻǇŜǎΣ CŜŀǊǎ ŀƴŘ 9ȄǇŜŎǘŀǝƻƴǎΥ ŜŀŎƘ ǇŀǊǝŎƛǇŀƴǘ Ƙŀǎ ǘƘǊŜŜ ǇƻǎǘπƛǘΣ ƻƴŜ ŦƻǊ ƘƻǇŜǎΣ ƻƴŜ ŦƻǊ ŦŜŀǊǎΣ 
ƻƴŜ ŦƻǊ ŜȄǇŜŎǘŀǝƻƴǎΦ 9ŀŎƘ ǇŀǊǝŎƛǇŀƴǘ ǎƘƻǳƭŘ ǿǊƛǘŜ ƻƴŜ ǘƻ ǘƘǊŜŜ ǎŜƴǘŜƴŎŜǎ ǇŜǊ ǇƻǎǘπƛǘΦ /ƻƭƭŜŎǘ ŀƭƭ 
ǘƘŜ Ǉƻǎǘπƛǘ ƴƻǘŜǎ ŀƴŘ ǎǝŎƪ ǘƘŜƳ ƻƴ ǘƘǊŜŜ ŘƛũŜǊŜƴǘ ōƻŀǊŘǎΦ /ƘƻƻǎŜ ŀ ŦŜǿ Ǉƻǎǘπƛǘ ƴƻǘŜǎ ŀƴŘ ŘƛǎŎǳǎǎ 
ǘƘŜƳ ŎƻƭƭŜŎǝǾŜƭȅ ŜǾŜƴ ǿƛǘƘƻǳǘ ƛŘŜƴǝŦȅƛƴƎ ǿƘƻ ǿǊƻǘŜ ǘƘŜƳΦ [ŜŀǾŜ ǘƘŜ ǘƘǊŜŜ ōƭŀŎƪōƻŀǊŘǎ ŜȄǇƻǎŜŘ 
ŦƻǊ ǘƘŜ ŘǳǊŀǝƻƴ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ŀƴŘ ǳǎŜ ƛǘ ƛƴ ŎŀǎŜ ƛǘ Ƴŀȅ ōŜ ǳǎŜŦǳƭΦ 
  
{ǳƎƎŜǎǝƻƴΥ ƘǧǇǎΥκκǿǿǿΦƳƛƴŘǘƻƻƭǎΦŎƻƳκŀнŘƭнƧŘκƛŎŜπōǊŜŀƪŜǊǎ ¢Ƙƛǎ ŀǊǝŎƭŜ ƘŜƭǇǎ ȅƻǳ ǘƘƛƴƪ 
ǘƘǊƻǳƎƘ ǘƘŜ ƻōƧŜŎǝǾŜǎ ƻŦ ȅƻǳǊ ǎŜǎǎƛƻƴΣ ŀƴŘ ǘƘŜƴ ǎǳƎƎŜǎǘǎ ǾŀǊƛƻǳǎ ǘȅǇŜǎ ƻŦ ƛŎŜ ōǊŜŀƪŜǊ ȅƻǳ ƳƛƎƘǘ 

https://www.mindtools.com/a2dl2jd/ice-breakers


  

 

ǳǎŜΦ !ǎ ŀ ŦŀŎƛƭƛǘŀǘƻǊΣ ƳŀƪŜ ǎǳǊŜ ȅƻǳǊǎ ŀǊŜ ǊŜƳŜƳōŜǊŜŘ ŦƻǊ ǘƘŜ ǊƛƎƘǘ ǊŜŀǎƻƴǎ ς ŀǎ ŀ ƎǊŜŀǘ ǎǘŀǊǘ ǘƻ ŀ 
ƎǊŜŀǘ ŜǾŜƴǘΗ όƛƴ ǇŜǊǎƻƴύ 
 
ƘǧǇǎΥκκǿǿǿΦƳƛƴŘǘƻƻƭǎΦŎƻƳκŀƎƻуфǊƧκǾƛǊǘǳŀƭπƛŎŜπōǊŜŀƪŜǊǎ όǾƛǊǘǳŀƭύ 
 

 
 
±ƛŘŜƻ  
 
{ƻƳŜ ǾƛŘŜƻǎ ŀǊŜ ǎǳƎƎŜǎǘŜŘ ŦƻǊ ǳǎŜ ǿƛǘƘƛƴ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ ƭŜǎǎƻƴ ǳƴƛǘǎΦ 9ŀŎƘ ǘǊŀƛƴŜǊ Ƴŀȅ ŘŜŎƛŘŜ ǘƻ 
ǳǎŜ ǘƘŜǎŜ ǾƛŘŜƻǎ ƻǊ ǘƻ ǳǎŜ ƻǘƘŜǊǎ ƛƴ ƭƛƴŜ ǿƛǘƘ ǘƘŜ ǘǊŀƛƴƛƴƎ ƻōƧŜŎǝǾŜǎΦ 
 
 
 
 
[¦лмπ±мΥ ¢Ƙƛǎ ǾƛŘŜƻ ǎƘƻǳƭŘ ōŜ ǎƘƻǿƴ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ¦[м ŀƊŜǊ ǘƘŜ ōǊŀƛƴǎǘƻǊƳƛƴƎ ŀŎǝǾƛǘȅΣ ƛǘ ƛǎ ǳǎŜŦǳƭ 
ǘƻ ŎƻƴǎƻƭƛŘŀǘŜ ǘƘŜ ŎƻƴŎŜǇǘǳŀƭ ǘǊŀƴǎƛǝƻƴ ŦǊƻƳ ŜƴǘŜǊǇǊƛǎŜ ǘƻ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΣ ŦǊƻƳ ŜƴǘǊŜǇǊŜƴŜǳǊ 
ǘƻ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΦ ¢ƘŜ ǾƛŘŜƻ ƛǎ ōǳƛƭǘ ƻƴ ŀ {ƻǳǘƘ !ŦǊƛŎŀƴ ǇǊƻƧŜŎǘΣ ōǳǘ ƛǘ ŘƻŜǎƴϥǘ ƳŀǧŜǊΣ ǘƘŜ ƪŜȅ 
ŎƻƴŎŜǇǘǎ ŀǊŜ ǘƘŜ ǎŀƳŜΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐaw¢hп·±ōȅƳǎϧŀōψŎƘŀƴƴŜƭҐDL.{.ǳǎƛƴŜǎǎ{ŎƘƻƻƭ 
 
[¦лнπ±мΥ ¢Ƙƛǎ ƳƻǊŜ ǘƘŜƻǊŜǝŎŀƭ ǾƛŘŜƻ Ŏŀƴ ƎǳƛŘŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƘǊƻǳƎƘƻǳǘ ǘƘŜ ǳƴƛǘΦ Lǘ ƛǎ ǾŜǊȅ ǳǎŜŦǳƭ 
ǘƻ ƎƛǾŜ ŀƴ ƛƴƛǝŀƭ ŘŜŬƴƛǝƻƴ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ ¢ƘŜ ǾƛŘŜƻ ƛǎ ŘƛǾƛŘŜŘ 
ƛƴǘƻ ǎŜŎǝƻƴǎΣ ƛǘ ƛǎ ŀŘǾƛǎŀōƭŜ ǘƻ ǿŀǘŎƘ ƛǘ ǎŜŎǝƻƴ ōȅ ǎŜŎǝƻƴΣ ŘŜŜǇŜƴƛƴƎ ǘƘŜ ŎƻƴŎŜǇǘǎ ƘŜŀǊŘ ŀƭǎƻ 
ǳǎƛƴƎ ƻǘƘŜǊ ƛƳŀƎŜǎ ŀƴŘ ŘŜŬƴƛǝƻƴǎΦ CǊƻƳ Ƴƛƴ оΥпн ǘƻ Ƴƛƴ сΥнс Ŏŀƴ ōŜ ǎƪƛǇǇŜŘΦ 
 

ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐwŜлƘπǾIȅȅƛǿϧŀōψŎƘŀƴƴŜƭҐ¢ŀƭŜƴǘŀƴŘ{ƪƛƭƭǎIǳ.  
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 

https://www.mindtools.com/ago89rj/virtual-ice-breakers
https://www.youtube.com/watch?v=
https://www.youtube.com/watch?v=MRTO4XVbyms&ab_channel=GIBSBusinessSchool
https://www.youtube.com/watch?v=Re0h-vHyyiw&ab_channel=TalentandSkillsHuB


  

 

[¦лнπ±нΥ !ƴƻǘƘŜǊ ǾƛŘŜƻ ŜȄǇƭŀƛƴƛƴƎ ǿƘŀǘ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǎΦ Lǘ Ŏŀƴ ōŜ ǳǎŜŘ ŀǎ ŀƴ ŀŘŘπƻƴ ƻǊ ŀǎ ŀ 
ǊŜǇƭŀŎŜƳŜƴǘ ŦƻǊ ǘƘŜ ŬǊǎǘ ǾƛŘŜƻ [¦лнπ±мΦ 
 
 ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŀ¢ƻлǉǘŘ±aǇaϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaмC/ǘψ5ȅƘaǿw5¸½ƭƳǘōv²ƭфϧƛƴŘŜȄҐоϧŀōψŎƘŀƴƴŜƭҐ/95w!{Ǉƭƛǘ 
 
[¦лнπ±оΥ !ƴƻǘƘŜǊ ǾƛŘŜƻ ŜȄǇƭŀƛƴƛƴƎ ǿƘŀǘ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǎΦ Lǘ Ŏŀƴ ōŜ ǳǎŜŘ ŀǎ ŀƴ ŀŘŘπƻƴ ƻǊ ŀǎ ŀ 
ǊŜǇƭŀŎŜƳŜƴǘ ŦƻǊ ǘƘŜ ŬǊǎǘ ǾƛŘŜƻ [¦лнπ±мΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐфψƎрwǉǿ²рмLϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaмC/ǘψ5ȅƘaǿw5¸½ƭƳǘōv²ƭфϧƛƴŘŜȄҐмϧŀōψŎƘŀƴƴŜƭҐ/ƻƳƳƻƴDƻƻŘ{ƻƭǳǝƻƴǎ 
 
[¦лнπ±пΥ ! ǳǎŜŦǳƭ ǾƛŘŜƻ ǘƻ ŎƻƴŎƭǳŘŜ ǘƘŜ ƭŜǎǎƻƴ ǳƴƛǘΣ ǿƛǘƘ ŀ ǉǳƛŎƪ ŘŜŬƴƛǝƻƴ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ 
ŀƴŘ ŀ ǉǳƛŎƪ ŜȄǇƭŀƴŀǝƻƴ ŀōƻǳǘ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ǿƛǘƘ ǘƘŜ ǘǊŀŘƛǝƻƴŀƭ ŜƴǘŜǊǇǊƛǎŜΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ9ǇƳ.¢5Ŝ¢{IƎϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaмC/ǘψ5ȅƘaǿw5¸½ƭƳǘōv²ƭфϧƛƴŘŜȄҐсϧŀōψŎƘŀƴƴŜƭҐLƴǾŜƴǘǎƘƛƊ 
 
[¦лоπ±мΥ ! ǳǎŜŦǳƭ ǾƛŘŜƻ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ƭŜǎǎƻƴ ǳƴƛǘ ƴǳƳōŜǊ о ŀƴŘ ǊŜǎǳƳŜ ǘƘŜ ǘƘŜƳŜǎ ƻŦ ǘƘŜ 
ǇǊŜǾƛƻǳǎ ǳƴƛǘ ƭŜǎǎƻƴΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƪ.Ƙǿ5Ƨƻ²9ŎƎϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaмC/ǘψ5ȅƘaǿw5¸½ƭƳǘōv²ƭфϧƛƴŘŜȄҐтϧŀōψŎƘŀƴƴŜƭҐ5.{ 
 
[¦лпπ±мΥ ! ǳǎŜŦǳƭ ǾƛŘŜƻ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ƻŦ ǎƻŎƛŀƭ ŜȄŎƭǳǎƛƻƴΣ ōŜŦƻǊŜ ǘƻ ǘŀƭƪ ŀōƻǳǘ ǎƻŎƛŀƭ ƛƴŎƭǳǎƛƻƴ 
ŀƴŘ ǎƻŎƛŀƭ ŎƻƘŜǎƛƻƴ ƭƛƪŜ ŀ ǎƻƭǳǝƻƴ ŀƴŘ ŀ ƎƻƻŘ ŎƻƴƴŜŎǝƻƴ ǿƛǘƘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ  
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŜŜƧƳ¸Ȋлhо¸9ϧŀōψŎƘŀƴƴŜƭҐƪƘŀƴŀŎŀŘŜƳȅƳŜŘƛŎƛƴŜ 
 
[¦лпπ±нΥ ! ǳǎŜŦǳƭ ǾƛŘŜƻ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ŘŜŬƴƛǝƻƴ ƻŦ ǎƻŎƛŀƭ ƛƴǘŜƎǊŀǝƻƴ ǿƛǘƘ ŎǊŜŀǝǾƛǘȅΦ ±ŜǊȅ 
ƛƴǘŜǊŜǎǝƴƎΣ ŀ ƭƛǧƭŜ ōƻȅ ƘŜƭǇǎ Ƙƛǎ ōƭƛƴŘ ƳƻǘƘŜǊ ŜȄǇŜǊƛŜƴŎŜ ŀƴ ŀǊǘ ƎŀƭƭŜǊȅ ƛƴ ǘƘŜ Ƴƻǎǘ ǎǳǊǇǊƛǎƛƴƎ ǿŀȅΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐv·¸р¢ȅ/¦¢ƭƻϧŀōψŎƘŀƴƴŜƭҐ¦ƴƛǝƴƎ 
 
[¦лпπ±оΥ !ƴ ŜȄŀƳǇƭŜ ƻŦ ǿƻǊƪ ƛƴǘŜƎǊŀǝƻƴ ǎǘƻǊȅ ōȅ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ 
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐǊфс5ǳƎDмǿ/aϧŀōψŎƘŀƴƴŜƭҐ9¦DǊƻǿǘƘ 
 

 
9ȄŜǊŎƛǎŜ π !ŎǝǾƛǘȅ 
 
[¦лмπ9м  
 
¢Ƙƛǎ ōǊŀƛƴǎǘƻǊƳƛƴƎ ŜȄŜǊŎƛǎŜ ƛǎ ǳǎŜŦǳƭ ŦƻǊ ŎǊŜŀǝƴƎ ŀƴ ŜƴǾƛǊƻƴƳŜƴǘ ƻŦ ǊŜƭŀǘŜŘ ƳŜŀƴƛƴƎǎΣ ƎŜǩƴƎ ǘƻ 
ƪƴƻǿ ǘƘŜ ǎǳōƧŜŎǘǎ ƛƴǾƻƭǾŜŘ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘƛƴƎ Ƙƻǿ ǘƘŜȅ ŀǇǇǊƻŀŎƘ ǘƘŜ ǘƻǇƛŎ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ 
¦ǎƛƴƎ ǘƘŜ ƳŜƴǝƳŜǘŜǊΦŎƻƳ ŘƛƎƛǘŀƭ ǘƻƻƭ ŎǊŜŀǘŜǎ ŀ ǿƻǊŘ ŎƭƻǳŘ ǿƛǘƘ ŀ vwπŎƻŘŜΣ ǇǊƻǇƻǎŜ ǘƻ ǘƘŜ 
ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŀǎǎƻŎƛŀǘŜ ǘƘŜ ǿƻǊŘ ϦǎƻŎƛŀƭϦ ǿƛǘƘ ŀƴƻǘƘŜǊ рκс ǿƻǊŘǎ ǘƘŀǘ ŀǊŜ ŎƻƴƴŜŎǘŜŘ ŀƴŘ ŜƴǘŜǊ 

https://www.youtube.com/watch?v=aTo0qtdVMpM&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=3&ab_channel=CEDRASplit
https://www.youtube.com/watch?v=aTo0qtdVMpM&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=3&ab_channel=CEDRASplit
https://www.youtube.com/watch?v=9_g5RqwW51I&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=1&ab_channel=CommonGoodSolutions
https://www.youtube.com/watch?v=9_g5RqwW51I&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=1&ab_channel=CommonGoodSolutions
https://www.youtube.com/watch?v=EpmBTDeTSHg&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=6&ab_channel=Inventshift
https://www.youtube.com/watch?v=EpmBTDeTSHg&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=6&ab_channel=Inventshift
https://www.youtube.com/watch?v=kBhwDjoWEcg&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=7&ab_channel=DBS
https://www.youtube.com/watch?v=kBhwDjoWEcg&list=PL-IOavlSthM1FCt_DyhMwRDYZlmtbQWl9&index=7&ab_channel=DBS
https://www.youtube.com/watch?v=eejmYz0O3YE&ab_channel=khanacademymedicine
https://www.youtube.com/watch?v=QXY5TyCUTlo&ab_channel=Uniting
https://www.youtube.com/watch?v=r96DugG1wCM&ab_channel=EUGrowth


  

 

ǘƘŜƳ ǳǎƛƴƎ ȅƻǳǊ ǎƳŀǊǘǇƘƻƴŜκŘƛƎƛǘŀƭ ŘŜǾƛŎŜΦ /ǊŜŀǘŜ ŀ ǿƻǊŘ ŎƭƻǳŘ ǿƛǘƘ ǘƘŜ ǿƻǊŘǎ ŎƻƭƭŜŎǘŜŘ ŀƴŘ 
ǎƘƻǿ ƛǘ ǘƻ ǘƘŜ ŎƭŀǎǎΦ wŜǇŜŀǘ ǘƘŜ ǎŀƳŜ ǘƘƛƴƎ ǿƛǘƘ ǘƘŜ ǿƻǊŘ ϦŜƴǘŜǊǇǊƛǎŜϦΦ {Ƙƻǿ ǘƘŜ ǘǿƻπǿƻǊŘ ŎƭƻǳŘǎ 
ǎƛŘŜ ōȅ ǎƛŘŜΦ !ǎƪ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ǘŀƪŜ ŀ ǿƻǊŘ ŦǊƻƳ ǘƘŜ ŬǊǎǘ ǎŜǘ όǎƻŎƛŀƭύ ŀƴŘ ǇŀƛǊ ƛǘ ǿƛǘƘ ƻƴŜ ŦǊƻƳ 
ǘƘŜ ǎŜŎƻƴŘ ǎŜǘ όŜƴǘŜǊǇǊƛǎŜύΣ ƳƻǝǾŀǝƴƎ ǘƘŜƛǊ ŎƘƻƛŎŜΦ Lǘ ƛǎ ǇƻǎǎƛōƭŜ ǘƻ ŎŀǊǊȅ ƻǳǘ ǘƘŜ ŀŎǝǾƛǘȅ ŜǾŜƴ 
ǿƛǘƘƻǳǘ ǘƘŜ ƳŜƴǝƳŜǘŜǊΦŎƻƳ ǘƻƻƭΦ 
 
ƘǧǇǎΥκκǿǿǿΦƳŜƴǝƳŜǘŜǊΦŎƻƳκŦŜŀǘǳǊŜǎκǿƻǊŘπŎƭƻǳŘ 
 

 
 
 

 
 
²ƻǊŘ ŀǎǎƻŎƛŀǝƻƴ ǎǳƎƎŜǎǝƻƴΥ  
ƘǧǇǎΥκκǿƻǊŘŀǎǎƻŎƛŀǝƻƴǎΦƴŜǘκŜƴκǿƻǊŘǎπŀǎǎƻŎƛŀǘŜŘπǿƛǘƘκǎƻŎƛŀƭΚōǳǧƻƴҐ{ŜŀǊŎƘ 
ƘǧǇǎΥκκǿƻǊŘŀǎǎƻŎƛŀǝƻƴǎΦƴŜǘκŜƴκǿƻǊŘǎπŀǎǎƻŎƛŀǘŜŘπǿƛǘƘκŜƴǘŜǊǇǊƛǎŜΚōǳǧƻƴҐ{ŜŀǊŎƘ 
 
[¦лнπ9м  
 

https://www.mentimeter.com/features/word-cloud
https://wordassociations.net/en/words-associated-with/social?button=Search
https://wordassociations.net/en/words-associated-with/enterprise?button=Search


  

 

 
 
¦ǎƛƴƎ ǎƻƳŜ ǇǊŀŎǝŎŀƭ ŜȄŀƳǇƭŜǎ ƻŦ ōǳǎƛƴŜǎǎ ƳƻŘŜƭǎ ƻǊ ƪƴƻǿƴ ŜȄƛǎǝƴƎ ōǳǎƛƴŜǎǎ ƴŀƳŜǎ ŀƴŘ ŀǎƪ 
ǘƘƻǎŜ ǇǊŜǎŜƴǘ ǘƻ ǾƛǊǘǳŀƭƭȅ Ǉǳǘ ǘƘŜƳ ǿƛǘƘƛƴ ǘƘŜ ƎǊŀǇƘ ŘƛǎŎǳǎǎƛƴƎ ǘƘŜƛǊ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎΦ 
 
[¦лнπ9н  
 
tǊƻǇƻǎŜ ŀ ǎƛƳǇƭŜ ǉǳƛȊ ƻŦ р ŎƭƻǎŜŘπŜƴŘŜŘ ǉǳŜǎǝƻƴǎ όƻǊ ¢ǊǳŜκCŀƭǎŜύ ǘƻ ŬȄ ǘƘŜ ŎƻƴŎŜǇǘǎ ƻƴ ǘƘŜ 
ŎƘŀǊŀŎǘŜǊƛǎǝŎǎ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ  
¸ƻǳ Ŏŀƴ ǳǎŜ ǘƘŜ ƪŀƘƻƻǘΦŎƻƳ ŘƛƎƛǘŀƭ ǘƻƻƭΦ YŀƘƻƻǘΗ ƛǎ ŀ ƎŀƳŜπōŀǎŜŘ ƭŜŀǊƴƛƴƎ ǇƭŀǜƻǊƳ ǘƘŀǘ ƳŀƪŜǎ ƛǘ 
Ŝŀǎȅ ǘƻ ŎǊŜŀǘŜΣ ǎƘŀǊŜ ŀƴŘ Ǉƭŀȅ ƭŜŀǊƴƛƴƎ ƎŀƳŜǎ ƻǊ ǘǊƛǾƛŀ ǉǳƛȊȊŜǎ ƛƴ ƳƛƴǳǘŜǎ  
 
 
[¦лоπ9м  
 



  

 

 
¢ŀƴƎǊŀƳ 
 
 
 
 
 
 
 
 
 
 
 
 
{ǘŀǊǝƴƎ ŦǊƻƳ ŀ ϦǘŀƴƎǊŀƳϦ ǎƘŀǇŜ ƻŦ ф ǇƛŜŎŜǎΣ ƻǊ ŀƭǘŜǊƴŀǝǾŜƭȅ 
ǇǊƻǾƛŘƛƴƎ ф ŘƛũŜǊŜƴǘ ƎŜƻƳŜǘǊƛŎ ǎƘŀǇŜǎΦ !ǎƪ ǘƘŜ 
ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŎǊŜŀǘŜ ŀ ƳŜŀƴƛƴƎŦǳƭ ŎƻƳǇƻǎƛǝƻƴ όƻǊ ǇƛŎǘǳǊŜύ 
ōȅ ŀǧǊƛōǳǝƴƎ ǘƻ ŜŀŎƘ ǇƛŜŎŜ ƻƴŜ ƻŦ ǘƘŜ с ǇƛƭƭŀǊǎ όƛŘŜŀΣ ƳŀǊƪŜǘΣ 
ŎƻƴǘŜȄǘ ǊǳƭŜǎΣ ŬƴŀƴŎƛŀƭ ƅƻǿΣ ǿƻǊƪ ƻǊƎŀƴƛǎŀǝƻƴΣ ŎƻǳƴǎŜƭƭƛƴƎύ ƻǊ о 
ǎǘǊŜƴƎǘƘǎ όŎƻƳƳǳƴƛǘȅΣ ƳŀƴŀƎŜƳŜƴǘΣ ƴŜǘǿƻǊƪύΦ 9ȄǇƭŀƛƴ ȅƻǳǊ 
ŎƻƳǇƻǎƛǝƻƴΣ ǎƘŀǇŜ ƻǊ ƭƻŎŀǝƻƴ ƻŦ ǘƘŜ ǇƛŜŎŜǎΦ 
¢Ƙƛǎ ŜȄŜǊŎƛǎŜ ƛǎ ƘŜƭǇŦǳƭ ŦƻǊ ǊŜǘƘƛƴƪƛƴƎ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ŀŎǉǳƛǊŜŘ ƛƴ 
ŀ ŎǊŜŀǝǾŜ ŀƴŘ ŘƛũŜǊŜƴǘ ǿŀȅΦ Lǘ ƘŜƭǇǎ ǎƻƭƛŘƛŦȅ ƪŜȅ ŎƻƴŎŜǇǘǎ ǘƘǊƻǳƎƘ 
ƎŀƳƛŬŎŀǝƻƴΦ 
 
 

[¦лпπ9м  
 
¦ǎƛƴƎ ŀ ŘƛƎƛǘŀƭ ƻǊ ǇŀǇŜǊ ǎǳǇǇƻǊǘΣ ŀǎƪ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴΥ 
ά²Ƙŀǘ ŎƻǳƭŘ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ Řƻ ŦƻǊ ȅƻǳ ŀƴŘ ȅƻǳǊ ŎƻƳƳǳƴƛǘȅΚέ 
ά/ŀƴ ȅƻǳ ŘŜŬƴŜ ŀ ŎƻƳƳǳƴƛǘȅ ƻŦ ȅƻǳǊ ƻǿƴΚ LŦ ǎƻΣ Ŏŀƴ ȅƻǳ ƛŘŜƴǝŦȅ ƛǘǎ ƴŜŜŘǎΚ LŦ ǎƻΣ Ŏŀƴ ȅƻǳ ŎƻƴƴŜŎǘ 
ǘƘŜƳ ǿƛǘƘ ȅƻǳǊ ƛŘŜŀǎΣ ǎƪƛƭƭǎ ƻǊ ŀƳōƛǝƻƴǎΚέ 
ά²Ƙŀǘ Řƻ ȅƻǳ ǘƘƛƴƪ ȅƻǳ ƳƛƎƘǘ ƭŀŎƪ ǘƻ ōŜŎƻƳŜ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΚέ 
ά²Ƙŀǘ ǿƻǳƭŘ ȅƻǳ ƭƛƪŜ ǘƻ ƪƴƻǿ ƳƻǊŜ ŀōƻǳǘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ōŜŎƻƳƛƴƎ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΚέ 
 
{ǘǳŘŜƴǘǎ ǎƘƻǳƭŘ ǇǊŜǎŜƴǘ ǘƘŜƛǊ ŀƴǎǿŜǊǎ ŀƴŘ ƛƴƛǝŀǘŜ ŀ ƎǊƻǳǇ ŘƛǎŎǳǎǎƛƻƴΦ ¢ƘŜ ǘǊŀƛƴŜǊ ǎƘƻǳƭŘ ƭŜŀŘ ǘƘŜ 
ŘƛǎŎǳǎǎƛƻƴ ƛƴ ƻǊŘŜǊ ǘƻ ŎǊŜŀǘŜ ŀ ǎƘŀǊƛƴƎ ŜƴǾƛǊƻƴƳŜƴǘ ŀƴŘ ŎƻƴǎƻƭƛŘŀǘŜ ǘƘŜ ƎǊƻǳǇΦ 
 
[¦лрπ9м  
 
tǊƻǇƻǎŜ ŀ ǎƛƳǇƭŜ ǉǳƛȊ ƻŦ р ŎƭƻǎŜŘπŜƴŘŜŘ ǉǳŜǎǝƻƴǎ όƻǊ ¢ǊǳŜκCŀƭǎŜύ ǘƻ ŬȄ ǘƘŜ ŎƻƴŎŜǇǘǎ ŀōƻǳǘ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜ ƛƴ ǘƘŜ 9ǳǊƻǇŜŀƴ ¦ƴƛƻƴΦ  
 
¸ƻǳ Ŏŀƴ ǳǎŜ ǘƘŜ ƪŀƘƻƻǘΦŎƻƳ ŘƛƎƛǘŀƭ ǘƻƻƭΦ YŀƘƻƻǘΗ ƛǎ ŀ ƎŀƳŜπōŀǎŜŘ ƭŜŀǊƴƛƴƎ ǇƭŀǜƻǊƳ ǘƘŀǘ ƳŀƪŜǎ ƛǘ 
Ŝŀǎȅ ǘƻ ŎǊŜŀǘŜΣ ǎƘŀǊŜ ŀƴŘ Ǉƭŀȅ ƭŜŀǊƴƛƴƎ ƎŀƳŜǎ ƻǊ ǘǊƛǾƛŀ ǉǳƛȊȊŜǎ ƛƴ ƳƛƴǳǘŜǎΦ 
 
 
 



  

 

 
 

¢ŜȄǘ 
 
[¦лнπ¢м 
 
{ƻŎƛŀƭ 9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ  
 
{ǳǎǘŀƛƴŀōƭŜ ǾŀƭǳŜ ŎǊŜŀǝƻƴ ŀƴŘ ǎƻŎƛŀƭ ƛƴƴƻǾŀǝƻƴ  
{ƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŀǊŜ ǇŜƻǇƭŜ ǿƘƻ ǳǎŜ ǘƘŜƛǊ ŎǊŜŀǝǾƛǘȅΣ ǊƛǎƪπǘŀƪƛƴƎ ŀƴŘ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǎǇƛǊƛǘ ǘƻ 
ŘŜǾŜƭƻǇ ŀƴŘ ŘƛǎǎŜƳƛƴŀǘŜ ƛƴƴƻǾŀǝǾŜ ŀǇǇǊƻŀŎƘŜǎ ǘƻ ǎƻƭǾƛƴƎ ǎƻŎƛŜǘŀƭ ǇǊƻōƭŜƳǎΦ ²ƘŜǘƘŜǊ ƛǘϥǎ ǘƘŜ 
ŎƭƛƳŀǘŜ ŎǊƛǎƛǎΣ ŘŜƳƻƎǊŀǇƘƛŎ ŎƘŀƴƎŜΣ Ǝƭƻōŀƭ ƳƛƎǊŀǝƻƴΣ ƛƴŎǊŜŀǎƛƴƎ ƛƴŜǉǳŀƭƛǘȅ ƛƴ ǿŜŀƭǘƘ ŀƴŘ 
ƻǇǇƻǊǘǳƴƛǝŜǎΣ ǎƻŎƛŀƭ ŘƛǾƛǎƛƻƴǎΥ ¢ƘŜ ŀƛƳ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛǎ ǘƻ ǎƘƻǿ ƴŜǿ ǿŀȅǎ ŦƻǊ ǘƘŜ ŎƻƳƳƻƴ 
ƎƻƻŘ ŀƴŘ ƴƻǘ ƻƴƭȅ ǘƻ ŀƭƭŜǾƛŀǘŜ ǘƘŜ ǎȅƳǇǘƻƳǎΣ ōǳǘ ǘƻ ŜƭƛƳƛƴŀǘŜ ǘƘŜ ŎŀǳǎŜǎ ƻŦ ǎƻŎƛŀƭ ǇǊƻōƭŜƳǎΦ ¢ƘŜ 
ǎƻŎƛŀƭ ƻǊ ŜŎƻƭƻƎƛŎŀƭ ŀŘŘŜŘ ǾŀƭǳŜ ƛǎ ŀƭǿŀȅǎ ƛƴ ǘƘŜ ŦƻǊŜƎǊƻǳƴŘΣ ǇǊƻŬǘǎ ŀǊŜ ǎŜŜƴ ŀǎ ŀ ƳŜŀƴǎ ǘƻ ŀƴ ŜƴŘΦ 
 
[¦лнπ¢н 
 
{ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ 
 
{ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ŎƻƳōƛƴŜ ǎƻŎƛŜǘŀƭ Ǝƻŀƭǎ ǿƛǘƘ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǎǇƛǊƛǘΦ ¢ƘŜǎŜ ƻǊƎŀƴƛȊŀǝƻƴǎ ŦƻŎǳǎ 
ƻƴ ŀŎƘƛŜǾƛƴƎ ǿƛŘŜǊ ǎƻŎƛŀƭΣ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƻǊ ŎƻƳƳǳƴƛǘȅ ƻōƧŜŎǝǾŜǎΦ ¢ƘŜ 9ǳǊƻǇŜŀƴ /ƻƳƳƛǎǎƛƻƴ 
ŀƛƳǎ ǘƻ ŎǊŜŀǘŜ ŀ ŦŀǾƻǊŀōƭŜ ŬƴŀƴŎƛŀƭΣ ŀŘƳƛƴƛǎǘǊŀǝǾŜ ŀƴŘ ƭŜƎŀƭ ŜƴǾƛǊƻƴƳŜƴǘ ŦƻǊ ǘƘŜǎŜ ŜƴǘŜǊǇǊƛǎŜǎ ǎƻ 
ǘƘŀǘ ǘƘŜȅ Ŏŀƴ ƻǇŜǊŀǘŜ ƻƴ ŀƴ Ŝǉǳŀƭ ŦƻƻǝƴƎ ǿƛǘƘ ƻǘƘŜǊ ǘȅǇŜǎ ƻŦ ŜƴǘŜǊǇǊƛǎŜǎ ƛƴ ǘƘŜ ǎŀƳŜ ǎŜŎǘƻǊΦ ¢ƘŜ 
{ƻŎƛŀƭ .ǳǎƛƴŜǎǎ LƴƛǝŀǝǾŜΣ ƭŀǳƴŎƘŜŘ ƛƴ нлмм ƛŘŜƴǝŬŜŘ ŀŎǝƻƴǎ ǘƻ ƳŀƪŜ ŀ ǊŜŀƭ ŘƛũŜǊŜƴŎŜ ŀƴŘ 
ƛƳǇǊƻǾŜ ǘƘŜ ǎƛǘǳŀǝƻƴ ƻƴ ǘƘŜ ƎǊƻǳƴŘ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ 
 
²Ƙŀǘ ŀǊŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΚ 
 
! ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǎ ŀƴ ƻǇŜǊŀǘƻǊ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ǿƘƻǎŜ Ƴŀƛƴ ƻōƧŜŎǝǾŜ ƛǎ ǘƻ ƘŀǾŜ ŀ ǎƻŎƛŀƭ 
ƛƳǇŀŎǘ ǊŀǘƘŜǊ ǘƘŀƴ ƳŀƪŜ ŀ ǇǊƻŬǘ ŦƻǊ ǘƘŜƛǊ ƻǿƴŜǊǎ ƻǊ ǎƘŀǊŜƘƻƭŘŜǊǎΦ Lǘ ƻǇŜǊŀǘŜǎ ōȅ ǇǊƻǾƛŘƛƴƎ ƎƻƻŘǎ 
ŀƴŘ ǎŜǊǾƛŎŜǎ ŦƻǊ ǘƘŜ ƳŀǊƪŜǘ ƛƴ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ŀƴŘ ƛƴƴƻǾŀǝǾŜ ŦŀǎƘƛƻƴ ŀƴŘ ǳǎŜǎ ƛǘǎ ǇǊƻŬǘǎ 
ǇǊƛƳŀǊƛƭȅ ǘƻ ŀŎƘƛŜǾŜ ǎƻŎƛŀƭ ƻōƧŜŎǝǾŜǎΦ Lǘ ƛǎ ƳŀƴŀƎŜŘ ƛƴ ŀƴ ƻǇŜƴ ŀƴŘ ǊŜǎǇƻƴǎƛōƭŜ ƳŀƴƴŜǊ ŀƴŘΣ ƛƴ 
ǇŀǊǝŎǳƭŀǊΣ ƛƴǾƻƭǾŜǎ ŜƳǇƭƻȅŜŜǎΣ ŎƻƴǎǳƳŜǊǎ ŀƴŘ ǎǘŀƪŜƘƻƭŘŜǊǎ ŀũŜŎǘŜŘ ōȅ ƛǘǎ ŎƻƳƳŜǊŎƛŀƭ ŀŎǝǾƛǝŜǎΦ 
 
¢ƘŜ /ƻƳƳƛǎǎƛƻƴ ǳǎŜǎ ǘƘŜ ǘŜǊƳ ϥǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜϥ ǘƻ ŎƻǾŜǊ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǘȅǇŜǎ ƻŦ ōǳǎƛƴŜǎǎ 
 
Å ¢ƘƻǎŜ ŦƻǊ ǿƘƻ ǘƘŜ ǎƻŎƛŀƭ ƻǊ ǎƻŎƛŜǘŀƭ ƻōƧŜŎǝǾŜ ƻŦ ǘƘŜ ŎƻƳƳƻƴ ƎƻƻŘ ƛǎ ǘƘŜ ǊŜŀǎƻƴ ŦƻǊ ǘƘŜ 
ŎƻƳƳŜǊŎƛŀƭ ŀŎǝǾƛǘȅΣ ƻƊŜƴ ƛƴ ǘƘŜ ŦƻǊƳ ƻŦ ŀ ƘƛƎƘ ƭŜǾŜƭ ƻŦ ǎƻŎƛŀƭ ƛƴƴƻǾŀǝƻƴ 

Å ¢ƘƻǎŜ ǿƘƻǎŜ ǇǊƻŬǘǎ ŀǊŜ Ƴŀƛƴƭȅ ǊŜƛƴǾŜǎǘŜŘ ǘƻ ŀŎƘƛŜǾŜ ǘƘƛǎ ǎƻŎƛŀƭ ƻōƧŜŎǝǾŜ 
Å ¢ƘƻǎŜ ǿƘŜǊŜ ǘƘŜ ƳŜǘƘƻŘ ƻŦ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ ǘƘŜ ƻǿƴŜǊǎƘƛǇ ǎȅǎǘŜƳ ǊŜƅŜŎǘǎ ǘƘŜ 
ŜƴǘŜǊǇǊƛǎŜϥǎ ƳƛǎǎƛƻƴΣ ǳǎƛƴƎ ŘŜƳƻŎǊŀǝŎ ƻǊ ǇŀǊǝŎƛǇŀǘƻǊȅ ǇǊƛƴŎƛǇƭŜǎ ƻǊ ŦƻŎǳǎƛƴƎ ƻƴ ǎƻŎƛŀƭ 
ƧǳǎǝŎŜ 
 

¢ƘŜǊŜ ƛǎ ƴƻ ǎƛƴƎƭŜ ƭŜƎŀƭ ŦƻǊƳ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ aŀƴȅ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƻǇŜǊŀǘŜ ƛƴ ǘƘŜ ŦƻǊƳ 
ƻŦ ǎƻŎƛŀƭ ŎƻƻǇŜǊŀǝǾŜǎ{ŜŀǊŎƘ ŦƻǊ ŀǾŀƛƭŀōƭŜ ǘǊŀƴǎƭŀǝƻƴǎ ƻŦ ǘƘŜ ǇǊŜŎŜŘƛƴƎ ƭƛƴƪ9bωωωΣ ǎƻƳŜ ŀǊŜ 
ǊŜƎƛǎǘŜǊŜŘ ŀǎ ǇǊƛǾŀǘŜ ŎƻƳǇŀƴƛŜǎ ƭƛƳƛǘŜŘ ōȅ ƎǳŀǊŀƴǘŜŜΣ ǎƻƳŜ ŀǊŜ ƳǳǘǳŀƭΣ ŀƴŘ ŀ ƭƻǘ ƻŦ ǘƘŜƳ ŀǊŜ 

https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/cooperatives_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en


  

 

ƴƻƴπǇǊƻŬǘπŘƛǎǘǊƛōǳǝƴƎ ƻǊƎŀƴƛȊŀǝƻƴǎ ƭƛƪŜ ǇǊƻǾƛŘŜƴǘ ǎƻŎƛŜǝŜǎΣ ŀǎǎƻŎƛŀǝƻƴǎΣ ǾƻƭǳƴǘŀǊȅ 
ƻǊƎŀƴƛȊŀǝƻƴǎΣ ŎƘŀǊƛǝŜǎ ƻǊ ŦƻǳƴŘŀǝƻƴǎΦ 
 
 
5ŜǎǇƛǘŜ ǘƘŜƛǊ ŘƛǾŜǊǎƛǘȅΣ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ Ƴŀƛƴƭȅ ƻǇŜǊŀǘŜ ƛƴ ǘƘŜ ŦƻƭƭƻǿƛƴƎ п ŬŜƭŘǎ 
 
Å ²ƻǊƪ ƛƴǘŜƎǊŀǝƻƴ π ǘǊŀƛƴƛƴƎ ŀƴŘ ƛƴǘŜƎǊŀǝƻƴ ƻŦ ǇŜƻǇƭŜ ǿƛǘƘ ŘƛǎŀōƛƭƛǝŜǎ ŀƴŘ ǳƴŜƳǇƭƻȅŜŘ 
ǇŜƻǇƭŜ 

Å tŜǊǎƻƴŀƭ ǎƻŎƛŀƭ ǎŜǊǾƛŎŜǎ π ƘŜŀƭǘƘΣ ǿŜƭƭπōŜƛƴƎ ŀƴŘ ƳŜŘƛŎŀƭ ŎŀǊŜΣ ǇǊƻŦŜǎǎƛƻƴŀƭ ǘǊŀƛƴƛƴƎΣ 
ŜŘǳŎŀǝƻƴΣ ƘŜŀƭǘƘ ǎŜǊǾƛŎŜǎΣ ŎƘƛƭŘŎŀǊŜ ǎŜǊǾƛŎŜǎΣ ǎŜǊǾƛŎŜǎ ŦƻǊ ŜƭŘŜǊƭȅ ǇŜƻǇƭŜΣ ƻǊ ŀƛŘ ŦƻǊ 
ŘƛǎŀŘǾŀƴǘŀƎŜŘ ǇŜƻǇƭŜ 

Å [ƻŎŀƭ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ŀǊŜŀǎ π ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛƴ ǊŜƳƻǘŜ ǊǳǊŀƭ ŀǊŜŀǎΣ 
ƴŜƛƎƘōƻǊƘƻƻŘ ŘŜǾŜƭƻǇƳŜƴǘκǊŜƘŀōƛƭƛǘŀǝƻƴ ǎŎƘŜƳŜǎ ƛƴ ǳǊōŀƴ ŀǊŜŀǎΣ ŘŜǾŜƭƻǇƳŜƴǘ ŀƛŘ ŀƴŘ 
ŘŜǾŜƭƻǇƳŜƴǘ ŎƻƻǇŜǊŀǝƻƴ ǿƛǘƘ ǘƘƛǊŘ ŎƻǳƴǘǊƛŜǎ 

Å hǘƘŜǊ π ƛƴŎƭǳŘƛƴƎ ǊŜŎȅŎƭƛƴƎΣ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ǇǊƻǘŜŎǝƻƴΣ ǎǇƻǊǘǎΣ ŀǊǘǎΣ ŎǳƭǘǳǊŜ ƻǊ ƘƛǎǘƻǊƛŎŀƭ 
ǇǊŜǎŜǊǾŀǝƻƴΣ ǎŎƛŜƴŎŜΣ ǊŜǎŜŀǊŎƘ ŀƴŘ ƛƴƴƻǾŀǝƻƴΣ ŎƻƴǎǳƳŜǊ ǇǊƻǘŜŎǝƻƴ ŀƴŘ ŀƳŀǘŜǳǊ ǎǇƻǊǘǎ 

 
wŜŦŜǊŜƴŎŜΥ ƘǧǇǎΥκκǎƛƴƎƭŜπƳŀǊƪŜǘπŜŎƻƴƻƳȅΦŜŎΦŜǳǊƻǇŀΦŜǳκǎŜŎǘƻǊǎκǇǊƻȄƛƳƛǘȅπŀƴŘπǎƻŎƛŀƭπŜŎƻƴƻƳȅκǎƻŎƛŀƭπ
ŜŎƻƴƻƳȅπŜǳκǎƻŎƛŀƭπ
ŜƴǘŜǊǇǊƛǎŜǎψŜƴІΥϤΥǘŜȄǘҐ¢ƘŜ҈нл/ƻƳƳƛǎǎƛƻƴ҈нлǳǎŜǎ҈нлǘƘŜ҈нлǘŜǊƳΣƘƛƎƘ҈нлƭŜǾŜƭ҈нлƻŦ҈нлǎƻŎƛŀƭ҈нлƛƴƴƻǾ
ŀǝƻƴ 

 
 

[¦лоπ¢м 
 
5ŜǎŎǊƛǇǝƻƴκ5ŜŬƴƛǝƻƴ ƻŦ с ǇƛƭƭŀǊǎ ǘƻ ƘŀǾŜ ŀ ƎƻƻŘ ōŀƭŀƴŎŜŘ ƛƴ ȅƻǳǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΥ 
¢ƘŜ ŦǊŀƳŜǿƻǊƪ ƻŦ .ŀƭŀƴŎŜ ǎǘŀǊǘǎ ŦǊƻƳ ŀ ǾŜǊȅ ǎƛƳǇƭŜ ŎƻƴŎŜǇǘΥ ǘƻ ŜǎǘŀōƭƛǎƘ ŀƴŘ ŘŜǾŜƭƻǇ ŀ 
ŦǳƴŎǝƻƴƛƴƎ ŀƴŘ ǎǳǎǘŀƛƴŀōƭŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǘ ƛǎ ŜǎǎŜƴǝŀƭ ǘƻ ŎƻƴǎƛŘŜǊ ǘƘŜ с ŦǊŀƳŜǎ ǇǊƻǇƻǎŜŘ ƛƴ 
ŀ ϦƘƻƭƛǎǝŎϦ ǎǘǊǳŎǘǳǊŜΣ ŀ ǎȅƴŎƘǊƻƴƛŎ ƅƻǿΣ ǿƛǘƘƻǳǘ ƭŜǩƴƎ ƻƴŜǎŜƭŦ ōŜ ǘǊŀƴǎǇƻǊǘŜŘ κ ŦƻŎǳǎŜŘ 
ŜȄŎŜǎǎƛǾŜƭȅ ƻƴ ƻƴŜ ƻŦ ǘƘŜǎŜ ŀǎǇŜŎǘǎ ƭƻǎƛƴƎ ǎƛƎƘǘ ƻŦ ǘƘŜ ƻǘƘŜǊǎΦ  9{Φ ¢ƘŜ ŜƴǘƘǳǎƛŀǎƳ ŦƻǊ ŀ ƎƻƻŘ ƛŘŜŀ 
Ŏŀƴ ƭŜŀŘ ƳŜ ƴƻǘ ǘƻ ƎƛǾŜ ǘƘŜ ǊƛƎƘǘ ǿŜƛƎƘǘ ǘƻ ǘƘŜ ŬƴŀƴŎƛŀƭ ŎƻƳǇƻƴŜƴǘΣ ƻǊ ǘƻ ǘƘŜ ƳŀƴŀƎŜƳŜƴǘ ƻŦ 
ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎΦ 
¢Ƙƛǎ ǎȅƴŎƘǊƻƴƛŎ ǿŀȅ ƻŦ ǘƘƛƴƪƛƴƎ ǿƛƭƭ ǇǊƻǾƛŘŜ ƴƻǘ ƻƴƭȅ ŀ ƎƻƻŘ ƳŜƴǘŀƭ ƻǊƎŀƴƛȊŀǝƻƴ ōǳǘ ŀƭǎƻ ŀ ƳƻǊŜ 
ƅŜȄƛōƭŜ ŀōƛƭƛǘȅ ǘƻ ŀŎǘ ŀƴŘ ǘƻ ŦŀŎŜ ŀƴȅ ǳƴŦƻǊŜǎŜŜƴ ŜǾŜƴǘǎΦ Lƴ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǘ ƛǎ ŜǎǎŜƴǝŀƭ ǘƻ ƪƴƻǿ 
Ƙƻǿ ǘƻ ŎƘŀƴƎŜΣ ǘƻ ƪƴƻǿ Ƙƻǿ ǘƻ ǊŜǘƘƛƴƪ ŀƴŘ ǘǊŀƴǎŦƻǊƳ ƻǾŜǊ ǝƳŜ ŜǾŜƴ ƛƴ ŦǊƻƴǘ ƻŦ ǳƴŦƻǊŜǎŜŜƴ 
ǇǊƻōƭŜƳǎΦ 
 
5ŜǎŎǊƛǇǝƻƴκ5ŜŬƴƛǝƻƴ ƻŦ с ǇƛƭƭŀǊǎ ǘƻ ƘŀǾŜ ŀ ƎƻƻŘ ōŀƭŀƴŎŜŘ ƛƴ ȅƻǳǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ όǘƘŜǎŜ Ŏŀƴ ōŜ 
ŀƴ ŜȄŀƳǇƭŜΣ Ŏŀƴ ōŜ ǎƛƳǇƭƛŬŜŘύΥ 
 
¢I9 L59! !b5 ¢I9 h.W9/¢ hC ¢I9 L59! 
 
¢ƘŜ ŎƻƴŎŜǇǘǎ ƻŦ ǘƘŜ ǇǊƻƧŜŎǘ ƛŘŜŀ ŎƻƴŎŜǊƴ ǘƘŜ ƴŀƳŜ ƻŦ ǘƘŜ ǇǊƻƧŜŎǘΣ ǘƘŜ ŬŜƭŘ ƻŦ ŀŎǝǾƛǘȅΣ ǘƘŜ ƴŜŜŘ 
ǘƻ ǿƘƛŎƘ ȅƻǳ ǿŀƴǘ ǘƻ ǊŜǎǇƻƴŘ ŀƴŘ ǿƘŀǘ ȅƻǳ ǿŀƴǘ ǘƻ Řƻ ƛƴ ǇǊŀŎǝŎŜΦ 
!Ř ŜȄŀƳǇƭŜΥ ǎŎƘƻƻƭ ƛƴǘŜƎǊŀǝƻƴ ǇǊƻƧŜŎǘǎΤ ŜŘǳŎŀǝƻƴ ŀƴŘ ŀǎǎƛǎǘŀƴŎŜ ǎŜǊǾƛŎŜǎ ŦƻǊ ŘƛǎŀōƭŜŘ ǇŜƻǇƭŜΣ 
ƳƛƴƻǊǎΣ ƴǳǊǎŜǊƛŜǎΣ ƳŜƴǘŀƭ ƘŜŀƭǘƘΤ ǊŜǎƛŘŜƴǝŀƭΣ ƪƛƴŘŜǊƎŀǊǘŜƴǎΣ ǇǊŜǾŜƴǝƻƴ ǎŜǊǾƛŎŜǎ ŦƻǊ ƳƛƴƻǊǎΣ 
ǇŜǊǎƻƴŀƭ ǎŜǊǾƛŎŜǎ ŦƻǊ ŀŘǳƭǘǎΣ ŦƻǊ ƳƛƎǊŀƴǘǎΤ ǎŜǊǾƛŎŜǎ ŦƻǊ Ƨƻō ǇƭŀŎŜƳŜƴǘ ƛƴ ŘƛũŜǊŜƴǘ ŀǊŜŀǎΥ ƪƛƴƎǎΣ 
ƘƻǎǇƛǘŀƭǎΣ ƳǳǎŜǳƳǎΣ ƎŀǊŘŜƴƛƴƎΣ ŀƎǊƛŎǳƭǘǳǊŜΣ ǘǊŜŜǎΣ ŎƻƳƳŜǊŎƛŀƭ ŀŎǝǾƛǝŜǎ ƻŦ ŘƛũŜǊŜƴǘ ƪƛƴŘǎΣ ŜǘŎΦ 



  

 

¢ƘŜ ƛŘŜŀ Ƴǳǎǘ ōŜ ŘŜǎŎǊƛōŜŘ ƛƴ ŘŜǘŀƛƭ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ŘƛƳŜƴǎƛƻƴǎ ƻŦ ŎƻƳǇƭŜȄƛǘȅΦ ¢ƘŜ ƛŘŜŀ ǎƘƻǳƭŘ 
ōŜ ŜƳǇƘŀǎƛȊŜŘ ǘƘŀǘ ƛƴ ǘƘŜ ŘŜǎƛƎƴ ǇƘŀǎŜ ǘƘŜ ŬŜƭŘ ƻŦ ŀŎǝǾƛǘȅ Ƴǳǎǘ ōŜ ŘŜŬƴŜŘ ŀƴŘ ǎǇŜŎƛŬŜŘΣ ǘƘŜ 
ōŜǧŜǊ ǘƘŜ ŬŜƭŘ ƛǎ ŘŜŬƴŜŘΣ ǘƘŜ ŜŀǎƛŜǊ ƛǘ ǿƛƭƭ ōŜ ǘƻ ƳŀƴŀƎŜ ǘƘŜ ǇǊƻŎŜǎǎŜǎΦ ¢ƘŜ ǳǎŜǊκǇǊƻŘǳŎǘ ŀƴŘ ǘƘŜ 
ŎƭƛŜƴǘκŎƻƴǎǳƳŜǊ Ƴǳǎǘ ŀƭǎƻ ōŜ ŘŜŬƴŜŘΦ aŀƴȅ ƛŘŜŀǎ ŀǊŜ ƻƊŜƴ ŘƛǎǇŜǊǎƛǾŜ ŀƴŘ ƴƻǘ ƘƻƳƻƎŜƴŜƻǳǎΣ 
ǘƘŜǊŜŦƻǊŜ ǎŎŀǊŎŜƭȅ ǊŜŀƭƛȊŀōƭŜΣ ŀƴŘ ŘƛŶŎǳƭǘ ǘƻ ǎǳǎǘŀƛƴ ƛƴ ǘƘŜ ƭƻƴƎ ǘŜǊƳΦ 
 
a!wY9¢ !b![¸{L{  
 
Lǘ ƛǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜ ǊŜŦŜǊŜƴŎŜ ƳŀǊƪŜǘ ŀƴŘ ŀōƻǾŜ ŀƭƭ ǘƻ ŘŜǎŎǊƛōŜ Ƙƻǿ ƳŀƴȅΣ ǿƘŀǘ ŀƴŘ 
ǿƘŀǘ ŎƘŀǊŀŎǘŜǊ ǘƘŜ ŀŎǘƻǊǎ ŀƭǊŜŀŘȅ ǇǊŜǎŜƴǘ ǿƘƻ ƻũŜǊ ǎƛƳƛƭŀǊ ǇǊƻŘǳŎǘǎΣ ƎƻƻŘǎ ƻǊ ǎŜǊǾƛŎŜǎ ƘŀǾŜΤ Ƙƻǿ 
ǘƘŜȅ ƻǇŜǊŀǘŜΣ ǎƻ ŀǎ ǘƻ ǇǊŜŘƛŎǘΣ ƻǊ ϦƛƳŀƎƛƴŜϦΣ Ƙƻǿ ƻǳǊ ōǳǎƛƴŜǎǎ ƛǎ ǇƭŀŎŜŘ ƛƴ ϦŎƻƳǇŜǝǝǾŜϦ ǘŜǊƳǎΦ Lƴ 
ŀŘŘƛǝƻƴΣ ǘƘŜ ƭƛƳƛǘǎΣ ŀƴŘ ƻǇǇƻǊǘǳƴƛǝŜǎ ǘƘŀǘ ǘƘŀǘ ǘȅǇŜ ƻŦ ƳŀǊƪŜǘ ƻũŜǊǎ Ƴǳǎǘ ōŜ ŘŜŬƴŜŘΦ CƻǊ 
ŜȄŀƳǇƭŜΣ ƛƴ Lǘŀƭȅ ǘƘŜ ŬŜƭŘ ƻŦ ŜŀǊƭȅ ŎƘƛƭŘƘƻƻŘ ǎŜǊǾƛŎŜǎ ƛƴ мффл ǘƘŜ ǇǊŜǎŜƴŎŜ ƻŦ ǇǊƛǾŀǘŜ ƻǇŜǊŀǘƻǊǎ 
ǿŀǎ ƳƛƴƛƳŀƭΣ ǳƴǎǘǊǳŎǘǳǊŜŘΣ ŀƴŘ ϥƛƴŦƻǊƳŀƭϥΦ ¢ƘŜ ƻƴƭȅ ŀŎǘƻǊǎ ǿŜǊŜ ǇǳōƭƛŎΣ ǿƛǘƘ ǾŜǊȅ ƘƛƎƘ ǎǘŀƴŘŀǊŘǎ 
ŀƴŘ Ŏƻǎǘǎ ǘƻ ōŜ ōƻǊƴŜ ōȅ ŀ ǇǊƛǾŀǘŜ ƛƴŘƛǾƛŘǳŀƭΦ {ƻΣ ŀ ƳŀǊƪŜǘ ǿƛǘƘ ŀ ƭƻǘ ƻŦ ǎǇŀŎŜ ŀƴŘ ŜƭŜǾŀǝƻƴ 
ǇƻǘŜƴǝŀƭΣ ōǳǘ ŀǘ ǘƘŜ ǎŀƳŜ ǝƳŜ ŜǾŜǊȅǘƘƛƴƎ Ϧǘƻ ōŜ ŘŜǾŜƭƻǇŜŘϦΣ ǿƛǘƘ ǇŀǘƘǎ ŀƴŘ ƳŜǘƘƻŘǎ ǘƻ ōŜ 
ŘŜŬƴŜŘΦ   !ǘ ǘƘŜ ǝƳŜΣ ǘƘŜǊŜ ǿŜǊŜ ƴƻ ǇǳōƭƛŎ ŎƻƴǘǊƛōǳǝƻƴǎ ǘƘŀǘ ŎƻǳƭŘ ǎǳǇǇƻǊǘ ŦŀƳƛƭƛŜǎ ƛƴ ŜƴƧƻȅƛƴƎ 
ŀ ǇǊƛǾŀǘŜ ƴǳǊǎŜǊȅ ŀǘ ŀ ŦŀƛǊ ŎƻǎǘΦ 
 
/hb¢9·¢ w¦[9 ŀƴŘ /hwthw!¢9 Chwa 
 
¢ƻ ǊŜŀƭƛȊŜ ƻǳǊ ƛŘŜŀ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǿŜ Ŏŀƴƴƻǘ ŀǾƻƛŘ ŀǎƪƛƴƎ ƻǳǊǎŜƭǾŜǎ ǘƘƛǎ ǉǳŜǎǝƻƴ ǊƛƎƘǘ ŀǿŀȅΥ 
ǿƘŀǘ ƛǎ ǘƘŜ Ƴƻǎǘ ǎǳƛǘŀōƭŜ ŎƻǊǇƻǊŀǘŜ ŦƻǊƳ ŦƻǊ ǇǊƻƧŜŎǘ ƳŀƴŀƎŜƳŜƴǘΚ ¢Ƙƛǎ ŀǎǇŜŎǘ ƛǎ ǎǘǊƻƴƎƭȅ ŀƴŘ 
ŘƛǊŜŎǘƭȅ ƭƛƴƪŜŘ ǘƻ ƴŀǝƻƴŀƭ ƭŜƎƛǎƭŀǝƻƴ ŀƴŘ Ƴǳǎǘ ǘƘŜǊŜŦƻǊŜ ōŜ ƛƴǘŜǊǇǊŜǘŜŘ ŀǎ ŦŀƭƭƛƴƎ ƛƴǘƻ ǎǇŜŎƛŬŎ 
ǊŜŀƭƛǘȅΦ wŜƎǳƭŀǝƻƴǎ ƻƴ ŜŎƻƴƻƳƛŎ ŀŎǝǾƛǝŜǎ Ŏŀƴ ōŜ ŀǘ ǘƘŜ ǎŀƳŜ ǝƳŜ ƭƛƳƛǘǎ ŀƴŘ ǊŜǎƻǳǊŎŜǎΥ ǿƘŀǘ ŀǊŜ 
ǘƘŜ ŎƻǊǇƻǊŀǘŜ ŦƻǊƳǎ ǘƘŀǘ ŦŀŎƛƭƛǘŀǘŜ ǘƘŜ Ƴƻǎǘ ƻǊ ǘƘŀǘ ōŜǎǘ Ŭǘ Ƴȅ ǇǊƻƧŜŎǘΚ  !ǎǇŜŎǘǎ ǊŜƭŀǘŜŘ ǘƻ 
ƛƴǾŜǎǘƳŜƴǘǎΣ ǘƘŜ ƻǿƴŜǊǎƘƛǇ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅ όƛƴŘƛǾƛŘǳŀƭΣ ŎƻƭƭŜŎǝǾŜ ƻǊ ƳƛȄŜŘύ ŀƴŘ ǘƘŜ ŦƻǊƳ ƻŦ 
ǇŀǊǝŎƛǇŀǝƻƴ ŀƴŘ ƛƴŎƭǳǎƛƻƴ ƻŦ ǘƘŜ ǎǳōƧŜŎǘǎ ƛƴǾƻƭǾŜŘ όŜȄΦ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ǇŜƻǇƭŜύΣ ŀƴȅ ŬƴŀƴŎƛƴƎ κ 
ŦŀŎƛƭƛǘŀǝƻƴǎ ǊŜƭŀǘŜŘ ǘƻ ǘƘŜ ǘȅǇŜ ƻŦ ŎƻƳǇŀƴȅ όŦƻǊ ŜȄŀƳǇƭŜΥ ǿƻƳŜƴπŘƻƳƛƴŀǘŜŘ ŎƻƳǇŀƴƛŜǎ ƛƴ Lǘŀƭȅ 
ƘŀǾŜ ŦŀŎƛƭƛǝŜǎύ ŀǊŜ ŀƭǎƻ ǘƻ ōŜ ŎƻƴǎƛŘŜǊŜŘΦ CƻǊ ŜȄŀƳǇƭŜΣ ƛƴ ǘƘŜ Lǘŀƭƛŀƴ ŎƻƴǘŜȄǘΣ [ŀǿ оумκфм ƛǎ ŀ 
ǎǇŜŎƛŬŎ ƭŀǿ ŦƻǊ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ŀƴŘ ǿƛǘƘƻǳǘ ƛǘ ǘƘŜ ǎƻŎƛŀƭ ŎƻƻǇŜǊŀǝǾŜ 
ǎȅǎǘŜƳΣ ŀƭǊŜŀŘȅ ŜȄƛǎǝƴƎ ƛƴ мффмΣ ǿƻǳƭŘ ƴƻǘ ƘŀǾŜ ƘŀŘ ǘƘŜ ŎǳǊǊŜƴǘ ŘŜǾŜƭƻǇƳŜƴǘΦ 
 
CLb!b/L![ !b5 C[h² {¦{¢!Lb!.L[L¢¸ 
 
Lƴ ǘƘŜ ƛƴƛǝŀƭ ǇƘŀǎŜ ƻŦ ǎŜǩƴƎ ǳǇ ǘƘŜ ŎƻƳǇŀƴȅΣ ǘƘŜ ƛƴǾŜǎǘƳŜƴǘ ƛƴ ŬƴŀƴŎƛŀƭ ǘŜǊƳǎ ŀƴŘ ŎƻƴǎŜǉǳŜƴǘƭȅ 
ƛƴ ǘŜǊƳǎ ƻŦ ƘǳƳŀƴ ŀƴŘ ƳŀǘŜǊƛŀƭ ǊŜǎƻǳǊŎŜǎ ǳǎŜŘ Ƴǳǎǘ ōŜ ŎŀǊŜŦǳƭƭȅ ŜǾŀƭǳŀǘŜŘΦ ¢ƘŜ ǎŜŎƻƴŘ ǎǘŜǇ ƛǎ 
ǘƻ ŜǾŀƭǳŀǘŜ ǘƘŜ ŬƴŀƴŎƛŀƭ ƅƻǿ ƻǾŜǊ ǝƳŜΣ ǘƘŜƴ ǘǊȅ ǘƻ ƳŀƪŜ ƳŜŘƛǳƳπƭƻƴƎ ǘŜǊƳ ŦƻǊŜŎŀǎǘǎ ƻƴ ǘƘŜ ǳǎŜ 
ƻŦ ŜŎƻƴƻƳƛŎ ŀƴŘ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎ ǊƛƎƘǘ ŀǿŀȅΦ 5ǳǊƛƴƎ ŜǾŜǊȅ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ŀŎǝǾƛǘȅ ǘƘŜ Ǉƻǎǎƛōƛƭƛǘȅ 
ƻŦ ƘŀǾƛƴƎ ǘƻ ŦŀŎŜ ǳƴŦƻǊŜǎŜŜƴ ŜǾŜƴǘǎ Ƴǳǎǘ ōŜ ŎƻƴǎƛŘŜǊŜŘΣ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ƻǾŜǊŎƻƳŜ ǘƘŜƳ ŦǊƻƳ ŀƴ 
ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŀƴŘ ŜŎƻƴƻƳƛŎ Ǉƻƛƴǘ ƻŦ ǾƛŜǿ ƛǎ ŀ ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ŜƭŜƳŜƴǘΦ .ǳƛƭŘ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ 
ƳƛƴŘǎŜǘ ǘƻ ŘŜŀƭ ǿƛǘƘ ŀƴȅ ŎƘŀƴƎŜǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘΣ ƛƴ ǊŜƎǳƭŀǝƻƴǎΦ 9ŎƻƴƻƳƛŎ ŜǉǳƛƭƛōǊƛǳƳ ƛƴ ǘƘŜ 
ƳŜŘƛǳƳ ǘŜǊƳ Ƴǳǎǘ ŀƭǿŀȅǎ ōŜ ǇǳǊǎǳŜŘΦ 
 
²hwY hwD!bL½!¢Lhb 
 



  

 

Lƴ ǘƘƛǎ ǎŜŎǝƻƴ ƛǘ Ƴǳǎǘ ŜƳŜǊƎŜ Ƙƻǿ ǘƘŜ ƻǊƎŀƴƛȊŀǝƻƴ ƻŦ ǿƻǊƪ Ƙŀǎ ōŜŜƴ ŀ ŘŜǘŜǊƳƛƴƛƴƎ ŦŀŎǘƻǊ ƻǊ ƴƻǘΣ 
ǿƘƛŎƘ ǎǘǊǳŎǘǳǊŜ ƻǊ ƳŜƴǘŀƭƛǘȅ Ƙŀǎ ōŜŜƴ ŎƘƻǎŜƴ ǘƻ ǳǎŜΦ ¢ƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ Ƴǳǎǘ ŦƻŎǳǎ ƻƴ ǿƻǊƪ ŀǎ 
ŀ ŦǳƴŘŀƳŜƴǘŀƭ ǾŀƭǳŜ ƻŦ ǇǊƻŘǳŎǝǾŜ ŀŎǝǾƛǘȅΣ ǘƘŜ ƛƴǾƻƭǾŜƳŜƴǘ ƻŦ ǘƘŜ ǿƻǊƪŜǊ ƛƴ ǘƘŜ ŀŎǝǾƛǘȅ ŀƛƳǎ ǘƻ 
ƎŜƴŜǊŀǘŜ ƛƴŎƻƳŜ ǘƘǊƻǳƎƘ ǘƘŜ ǇǊƻŘǳŎǝƻƴ ƻŦ ǎŜǊǾƛŎŜǎ ƻǊ ǇǊƻŘǳŎǘǎ ŀƛƳŜŘ ŀǘ ǘƘŜ ŎƻƳƳǳƴƛǘȅΦ ¢ƘŜ 
ƻǊƎŀƴƛȊŀǝƻƴ ƻŦ ǿƻǊƪ ƛǎ ǘƘŜ ŦƻǳƴŘŀǝƻƴ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΣ ƎŜƴŜǊŀǝƴƎ ǿƻǊƪ Ґ ƎŜƴŜǊŀǝƴƎ 
ƛƴǘŜƎǊŀǝƻƴ ŀƴŘ ǇŀǊǝŎƛǇŀǝƻƴΦ ¢ƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƛƳǎ ǘƻ ŎƻƴǎƛŘŜǊ ǘƘŜ ǇŜǊǎƻƴ ŀǘ осл ϲΣ ǘǊȅƛƴƎ ǘƻ 
ŀƭǿŀȅǎ Ƴŀƛƴǘŀƛƴ ŀƴ ŜũŜŎǝǾŜ ŀƴŘ ǎǳǎǘŀƛƴŀōƭŜ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ǎǘǊǳŎǘǳǊŜΣ ǿƛǘƘƻǳǘ ƘŀǾƛƴƎ ǘƻ ǇǳǊǎǳŜ 
ŬƴŀƴŎƛŀƭ ǇǊƻŬǘ ŀǎ ǘƘŜ ƻƴƭȅ ǾŀƭǳŜΦ {ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ Ƙŀǎ ŀǎ ƛǘǎ ŦƻǳƴŘŀǝƻƴ ŀ ŎƻƭƭŜŎǝǾŜ ƻŦ ǇŜƻǇƭŜ 
ƛƴǘŜƎǊŀǘŜŘ ƛƴǘƻ ŀƴ ƻǊƎŀƴƛȊŜŘ ǎȅǎǘŜƳ ǿƘŜǊŜ ǿƻǊƪ π ŬƴŀƴŎƛŀƭ ƅƻǿ π ǿŀƎŜǎ π ŀŘŘŜŘ ǾŀƭǳŜ ŦƻǊ ǘƘŜ 
ŎƻƳƳǳƴƛǘȅ π Ƴǳǎǘ ōŜ ƛƴ ƘŀǊƳƻƴȅΦ 
 
/hb{¦[¢LbD 
 
!ƴ ŀǎǇŜŎǘ ǘǊŀƴǎǾŜǊǎŀƭ ǘƻ ŀƭƭ ǘƘŜ ǇǊŜǾƛƻǳǎ ŦǊŀƳŜǎΣ ƴŀƳŜƭȅ ǘƘŀǘ ƻŦ ōŀǎƛŎ ƪƴƻǿƭŜŘƎŜ ƻƴ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜΦ  ²ƘŜǊŜ ƛǘ ƛǎ ǇƻǎǎƛōƭŜ ǘƻ ǊŜǉǳŜǎǘ ŀŘǾƛŎŜΣ ŬƴŘ ƛƴŦƻǊƳŀǝƻƴΣ ƻƴ ǘƘŜ ǎǘŀǊǘπǳǇ ƻŦ ŀ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜΦ hƊŜƴ ǿƘŜƴ ȅƻǳ ǎǘŀǊǘ ŀ ōǳǎƛƴŜǎǎ ȅƻǳ Řƻ ƴƻǘ ƘŀǾŜ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ƛƳƳŜŘƛŀǘŜƭȅ ƘŀǾŜ 
ŀƭƭ ǘƘŜ ǎƪƛƭƭǎΣ ŜǾŜƴ ǾƛǎƛƻƴΣ όƭŜƎŀƭΣ ŬƴŀƴŎƛŀƭΣ ƳŀƴŀƎŜǊƛŀƭΣ ŜǘŎ ΦΦΦύ ǘƘŀǘ ȅƻǳ ƴŜŜŘΣ ƛǘ ƛǎ ŜǎǎŜƴǝŀƭ ǘƻ ŀǎƪ 
ȅƻǳǊǎŜƭŦ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴǎΥ ǿƘƻ Ŏŀƴ ƘŜƭǇ ƳŜΚ ²ƘƛŎƘ ƛƴǎǝǘǳǝƻƴǎ ƻũŜǊ ƛƴŦƻǊƳŀǝƻƴ ŀƴŘ 
ǘǊŀƛƴƛƴƎΚ ²ƘŜǊŜ ƛǎ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ŀƴŘ ǎƪƛƭƭǎ ƛƴ ǘƘŜ ŬŜƭŘ ƻŦ ōǳǎƛƴŜǎǎ ƳŀƴŀƎŜƳŜƴǘΚ ²Ƙƻ Ŏŀƴ ŀŘǾƛǎŜ 
ƳŜ ƻƴ ǘƘŜ ōŜǎǘ ǿŀȅΚ 
 
 
 
 
 

/ƻƳƳƻƴ ǎǘǊŜƴƎǘƘ ƛƴ ǎǳŎŎŜǎǎŦǳƭ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜ 
 
t9ht[9 !b5 /haa¦bL¢¸ 
 
¢ƘŜ ŎƻƳƳƻƴ ǘƘǊŜŀŘ ƻŦ ǘƘŜ ǎǘǊŜƴƎǘƘǎ ƛǎ ǘƘŜ ǎǘǊƻƴƎ ŎƻƴƴŜŎǝƻƴ ǿƛǘƘ ǘƘŜ ŎƻƳƳǳƴƛǘȅΥ ǘƘŜ ƪƴƻǿƭŜŘƎŜ 
ƻŦ ǘƘŜ ƭƻŎŀƭ ǊŜǎƻǳǊŎŜǎ ŀƴŘ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ƛŘŜƴǝŦȅ ǎǇŜŎƛŬŎ ƴŜŜŘǎΤ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ōǳƛƭŘ ŎƻƴŎǊŜǘŜ 
ǊŜǎǇƻƴǎŜǎ ǘƻ ǘƘŜǎŜ ƴŜŜŘǎΣ ŎƻƴƴŜŎǝƴƎ ƪƴƻǿƭŜŘƎŜ ŀƴŘ ŜƴŜǊƎȅ ŀƭǊŜŀŘȅ ǇǊŜǎŜƴǘΦ ¢ƘŜ ŎƻƳƳǳƴƛǘȅ Ƙŀǎ 
ǘƘŜ ǊŜǎƻǳǊŎŜǎ ǘƻ ǇǳǎƘ ŀ ŎƻƳƳƻƴ ƛŘŜŀ ǘƻ ŜǾƻƭǾŜ ƛǘǎ ŎƻƴŘƛǝƻƴΦ 
/ƻƳƳǳƴƛǝŜǎ Řƻ ǊŜǎŜŀǊŎƘ ƻƴ ǘƘŜƳǎŜƭǾŜǎ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜƛǊ ƻǿƴ ƴŜŜŘǎ ŀƴŘ ǎƻƭǳǝƻƴǎ ǘƻ ǘƘƻǎŜ ƴŜŜŘǎΦ 
¢Ƙƛǎ ƛǎ ōŀǎŜŘ ƻƴ ǘƘŜ ǇǊŜƳƛǎŜ ǘƘŀǘ ǇŜƻǇƭŜ ŀǊŜ ƛƴ ǘƘŜ ōŜǎǘ Ǉƻǎƛǝƻƴ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜƛǊ ƻǿƴ ƴŜŜŘǎΦ 
 
a!b!Da9b¢ 
 
DƻƻŘ ƛƴǾŜǎǘƳŜƴǘ ƛƴ ǘǊŀƛƴƛƴƎ ǘƘŜ ƳŀƴŀƎŜƳŜƴǘ ƛƴ ƻǊŘŜǊ ǘƻ ƘŀǾŜ ŀ ŎƭŜŀǊ ŀƴŘ ǎǘǊƻƴƎ ƻǊƎŀƴƛȊŀǝƻƴ 
ŎŀǇŀōƭŜ ƻŦ ƳŀƪƛƴƎ ƛƳǇƻǊǘŀƴǘ ŘŜŎƛǎƛƻƴǎΥ ƭƛƪŜ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ŎƘŀƴƎŜ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŦƻǊƳ ǘƻ ōŜǧŜǊ 
ŜȄǇƭƻƛǘ ƴŜǿ ǇƻǎǎƛōƛƭƛǝŜǎΣ ƴŜǿ ƴŜŜŘǎ ŀƴŘ ƴŜǿ ŀŎǝǾƛǝŜǎ ǘƻ ƳŀƪŜ ǘƘŜ ŜƴǘŜǊǇǊƛǎŜ ƳƻǊŜ ŘƛǾŜǊǎƛŬŜŘΦ 
! ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǿƛǘƘ ŘƛǾŜǊǎƛŬŜŘ ŀŎǝǾƛǘȅ Ŏŀƴ ŜȄǇƭƻƛǘ ǘƘŜ ƳǳƭǝǇƭƛŎƛǘȅ ƻŦ ǎƻǳǊŎŜǎ ƻŦ ŬƴŀƴŎƛƴƎΣ ƻŦ 
ŘƛũŜǊŜƴǘ ǘȅǇŜǎ ŀƴŘ ƴŀǘǳǊŜΣ ŎǊŜŀǝƴƎ ŀ ǾŀǊƛŜŘ ƅƻǿ ǘƘŀǘ ŀƭƭƻǿǎ ƛƴǾŜǎǘƳŜƴǘ ƛƴ ŦǳǘǳǊŜ ǇǊƻƧŜŎǘǎΦ 
 
/h¦b{9[LbD !b5 b9¢²hwYLbD 
 



  

 

¢ƘŜ ŀōƛƭƛǘȅ ǘƻ ŎǊŜŀǘŜ ƴŜǘǿƻǊƪǎ ƛǎ ŜǎǎŜƴǝŀƭ ǘƻ ŎƻƴƴŜŎǘ ǇŜƻǇƭŜ ƛƴ ŀ ŎƻƳƳǳƴƛǘȅ ǿƛǘƘ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ 
ŀƴŘ ƳŀƴŀƎŜƳŜƴǘ ƪƴƻǿƭŜŘƎŜΦ ¢ƘǊƻǳƎƘ ǘƘŜ ƴŜǘǿƻǊƪ ƛǘ ƛǎ ǇƻǎǎƛōƭŜ ǘƻ ƘŀǾŜ ǎǳǇǇƻǊǘ ŀƴŘ ǇǊŀŎǝŎŀƭ 
ŀŘǾƛŎŜ ǘƻ ŀǾƻƛŘ ŎƻƳƳƻƴ ƳƛǎǘŀƪŜǎ ƛƴ ǎǘŀǊǝƴƎ ŀ ōǳǎƛƴŜǎǎ ŀƴŘ ŎƻƭƭŜŎǘ ŜȄǇŜǊǝǎŜ ƛƴ ŬƴŀƴŎŜΣ 
ƳŀƴŀƎŜƳŜƴǘ ŀƴŘ ǇǊƻƳƻǝƻƴΦ  
 
[¦лпπ¢м 
 
{ƻŎƛŀƭ ƛƴŎƭǳǎƛƻƴ ŀƛƳǎ ǘƻ ŜƴǎǳǊŜ ǘƘŀǘ ŀƭƭ ƳŜƳōŜǊǎ ƻŦ ǎƻŎƛŜǘȅ ƘŀǾŜ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŀŎǝǾŜƭȅ 
ǇŀǊǝŎƛǇŀǘŜ ƛƴ ǎƻŎƛŜǘȅΣ ǿƘƛƭŜ ǎƻŎƛŀƭ ƛƴǘŜƎǊŀǝƻƴ ŀƛƳǎ ǘƻ ōǊƛƴƎ ŘƛũŜǊŜƴǘ ƎǊƻǳǇǎ ǿƛǘƘƛƴ ǎƻŎƛŜǘȅ 
ǘƻƎŜǘƘŜǊ ƛƴ ƘŀǊƳƻƴƛƻǳǎ ŎƻŜȄƛǎǘŜƴŎŜ 
ƘǧǇǎΥκκǎŎŀƴƭƻƴƛƴǎǝǘǳǘŜΦƻǊƎΦŀǳκǊŜǎŜŀǊŎƘκƳŀǇǇƛƴƎπǎƻŎƛŀƭπŎƻƘŜǎƛƻƴκǿƘŀǘπǎƻŎƛŀƭπŎƻƘŜǎƛƻƴ 
 
[¦лпπ¢н 
 
²ƻǊƪ ƛƴǘŜƎǊŀǝƻƴ ƛƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǊŜŦŜǊǎ ǘƻ ǘƘŜ ƛƴŎƭǳǎƛƻƴ ƻŦ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ƻǊ 
ŘƛǎŀōƭŜŘ ƛƴŘƛǾƛŘǳŀƭǎ ǿƛǘƘƛƴ ǘƘŜ ƻǊƎŀƴƛȊŀǝƻƴ ƻŦ ŀ ŎƻƳǇŀƴȅ ǘƘŀǘ Ƙŀǎ ŀǎ ƛǘǎ ǇǊƛƳŀǊȅ ƻōƧŜŎǝǾŜ ǘƘŜ 
ŎǊŜŀǝƻƴ ƻŦ ǎƻŎƛŀƭ ǾŀƭǳŜΦ 
{ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƴƻǘ ƻƴƭȅ ŀƛƳ ǘƻ ƎŜƴŜǊŀǘŜ ǇǊƻŬǘ ōǳǘ ŀƭǎƻ ǘƻ ǇǊƻŘǳŎŜ ǎƻŎƛŀƭ ōŜƴŜŬǘǎ ǘƘǊƻǳƎƘ 
ŜŎƻƴƻƳƛŎ ŀŎǝǾƛǘȅΦ Lƴ ǘƘƛǎ ŎƻƴǘŜȄǘΣ ǿƻǊƪ ƛƴǘŜƎǊŀǝƻƴ Ǉƭŀȅǎ ŀ ŦǳƴŘŀƳŜƴǘŀƭ ǊƻƭŜΣ ŀǎ ƛǘ ŀƭƭƻǿǎ ǘƘŜ ǎƪƛƭƭǎ 
ŀƴŘ ǇƻǘŜƴǝŀƭ ƻŦ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ƛƴŘƛǾƛŘǳŀƭǎ ǘƻ ōŜ ǾŀƭǳŜŘΣ ŜƴŀōƭƛƴƎ ǘƘŜƳ ǘƻ ǇŀǊǝŎƛǇŀǘŜ ƛƴ 
ǇǊƻŘǳŎǝǾŜ ŀƴŘ ǎƻŎƛŀƭ ƭƛŦŜ ŀƴŘ ǘƻ ŀŎƘƛŜǾŜ ŜŎƻƴƻƳƛŎ ƛƴŘŜǇŜƴŘŜƴŎŜΦ 
¢ƻ ǇǊƻƳƻǘŜ ǿƻǊƪ ƛƴǘŜƎǊŀǝƻƴΣ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ Ŏŀƴ ŀŘƻǇǘ ŘƛũŜǊŜƴǘ ǎǘǊŀǘŜƎƛŜǎΣ ǎǳŎƘ ŀǎ ƻũŜǊƛƴƎ 
ǘǊŀƛƴƛƴƎ ŀƴŘ ŜƳǇƭƻȅƳŜƴǘ ƛƴǎŜǊǝƻƴ ǇŀǘƘǎΣ ƛƳǇƭŜƳŜƴǝƴƎ ǇǊƻŘǳŎǝǾŜ ŀŎǝǾƛǝŜǎ ǘƘŀǘ ŜƴƘŀƴŎŜ ǘƘŜ 
ǎƪƛƭƭǎ ƻŦ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ƛƴŘƛǾƛŘǳŀƭǎΣ ǇǊƻƳƻǝƴƎ ŀƴ ƛƴŎƭǳǎƛǾŜ ǿƻǊƪ ŜƴǾƛǊƻƴƳŜƴǘΣ ŀƴŘ ŎƻƭƭŀōƻǊŀǝƴƎ 
ǿƛǘƘ ƻǘƘŜǊ ƻǊƎŀƴƛȊŀǝƻƴǎ ƛƴ ǘƘŜ ŎƻƳƳǳƴƛǘȅ ǘƻ ŎǊŜŀǘŜ ǎȅƴŜǊƎƛŜǎ ŀƴŘ ƻǇǇƻǊǘǳƴƛǝŜǎ 
 
[¦лрπ¢м 
 
¢ƘŜ 9ǳǊƻǇŜŀƴ ¦ƴƛƻƴ ό9¦ύ Ƙŀǎ ǊŜŎƻƎƴƛȊŜŘ ŀƴŘ ǎǳǇǇƻǊǘŜŘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀǎ ŀ ŦƻǊƳ ƻŦ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŦƻŎǳǎŜŘ ƻƴ ǎƻŎƛŀƭ ŀƴŘ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƻōƧŜŎǝǾŜǎ ǎƛƴŎŜ ǘƘŜ мффлǎΦ Lƴ нлллΣ ǘƘŜ 
9ǳǊƻǇŜŀƴ /ƻƳƳƛǎǎƛƻƴ ǇǳōƭƛǎƘŜŘ ŀ ŎƻƳƳǳƴƛŎŀǝƻƴ ŜƴǝǘƭŜŘ ϦtǊƻƳƻǝƴƎ ŀ 9ǳǊƻǇŜŀƴ ŦǊŀƳŜǿƻǊƪ 
ŦƻǊ /ƻǊǇƻǊŀǘŜ {ƻŎƛŀƭ wŜǎǇƻƴǎƛōƛƭƛǘȅϦ ǿƘƛŎƘ ƭŀƛŘ ǘƘŜ ŦƻǳƴŘŀǝƻƴǎ ŦƻǊ ǘƘŜ ǊŜŎƻƎƴƛǝƻƴ ƻŦ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜ ŀǘ ǘƘŜ 9¦ ƭŜǾŜƭΦ 
{ƛƴŎŜ ǘƘŜƴΣ ǘƘŜ 9¦ Ƙŀǎ ŘŜǾŜƭƻǇŜŘ ǾŀǊƛƻǳǎ ǇƻƭƛŎȅ ƳŜŀǎǳǊŜǎ ŀƴŘ ƛƴƛǝŀǝǾŜǎ ǘƻ ǎǳǇǇƻǊǘ ǘƘŜ 
ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ CƻǊ ŜȄŀƳǇƭŜΣ ƛƴ нллуΣ ǘƘŜ 9¦ ǇǳōƭƛǎƘŜŘ ŀ ŎƻƳƳǳƴƛŎŀǝƻƴ 
ŜƴǝǘƭŜŘ Ϧ{ƻŎƛŀƭ .ǳǎƛƴŜǎǎ LƴƛǝŀǝǾŜϦ ǿƘƛŎƘ ƛƴŎƭǳŘŜŘ ŀ ǎŜǘ ƻŦ ǊŜŎƻƳƳŜƴŘŀǝƻƴǎ ǘƻ ǎǳǇǇƻǊǘ ǘƘŜ 
ƎǊƻǿǘƘ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛƴ 9ǳǊƻǇŜΦ Lƴ нлммΣ ǘƘŜ 9¦ ŀŘƻǇǘŜŘ ŀ ƴŜǿ ƭŜƎŀƭ 
ŦƻǊƳ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΣ ǘƘŜ 9ǳǊƻǇŜŀƴ {ƻŎƛŀƭ 9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ CǳƴŘ ό9ǳ{9CύΣ ǿƘƛŎƘ ŀƭƭƻǿǎ 
ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǘƻ ŀŎŎŜǎǎ ŦǳƴŘƛƴƎ ƳƻǊŜ ŜŀǎƛƭȅΦ 
!ŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜ ƭŀǘŜǎǘ 9ǳǊƻǎǘŀǘ ŬƎǳǊŜǎΣ ǘƘŜǊŜ ǿŜǊŜ ƻǾŜǊ н Ƴƛƭƭƛƻƴ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛƴ ǘƘŜ 9¦ ƛƴ 
нлмфΣ ǿƘƛŎƘ ǇǊƻǾƛŘŜŘ Ƨƻōǎ ŦƻǊ ŀǇǇǊƻȄƛƳŀǘŜƭȅ мм Ƴƛƭƭƛƻƴ ǇŜƻǇƭŜΦ ¢ƘŜǎŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ 
ƎŜƴŜǊŀǘŜŘ ŀƴ ŜǎǝƳŀǘŜŘ 9¦w мтп ōƛƭƭƛƻƴ ƛƴ ǾŀƭǳŜ ŀŘŘŜŘ ǘƻ ǘƘŜ 9¦ ŜŎƻƴƻƳȅΦ 
 
¢ƘŜ 9¦ Ƙŀǎ ŀƭǎƻ ǇǊƻǾƛŘŜŘ ǎǳǇǇƻǊǘ ǘƻ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǘƘǊƻǳƎƘ ŘƛũŜǊŜƴǘ ŬƴŀƴŎƛŀƭ ƛƴǎǘǊǳƳŜƴǘǎΣ 
ǎǳŎƘ ŀǎ ǘƘŜ 9ǳǊƻǇŜŀƴ {ƻŎƛŀƭ CǳƴŘ ŀƴŘ ǘƘŜ 9ǳǊƻǇŜŀƴ wŜƎƛƻƴŀƭ 5ŜǾŜƭƻǇƳŜƴǘ CǳƴŘΦ Lƴ ŀŘŘƛǝƻƴΣ ǘƘŜ 
9¦ Ƙŀǎ ǎǳǇǇƻǊǘŜŘ ǊŜǎŜŀǊŎƘ ŀƴŘ ƛƴƴƻǾŀǝƻƴ ƛƴ ǘƘŜ ŬŜƭŘ ƻŦ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǘƘǊƻǳƎƘ 
ǇǊƻƎǊŀƳǎ ǎǳŎƘ ŀǎ IƻǊƛȊƻƴ нлнлΦ 

https://scanloninstitute.org.au/research/mapping-social-cohesion/what-social-cohesion


  

 

hǾŜǊŀƭƭΣ ǘƘŜ 9¦ Ƙŀǎ ǇƭŀȅŜŘ ŀ ŎǊǳŎƛŀƭ ǊƻƭŜ ƛƴ ǊŜŎƻƎƴƛȊƛƴƎ ŀƴŘ ǎǳǇǇƻǊǝƴƎ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ 9ǳǊƻǇŜ 
ǘƘǊƻǳƎƘ ǾŀǊƛƻǳǎ ǇƻƭƛŎȅ ƳŜŀǎǳǊŜǎ ŀƴŘ ƛƴƛǝŀǝǾŜǎΦ ¢ƘŜǎŜ ŜũƻǊǘǎ ƘŀǾŜ ƘŜƭǇŜŘ ǘƻ ŎǊŜŀǘŜ ŀ ƳƻǊŜ 
ŦŀǾƻǊŀōƭŜ ŜƴǾƛǊƻƴƳŜƴǘ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŀƴŘ ǘƻ ǇǊƻƳƻǘŜ ǘƘŜ ƎǊƻǿǘƘ ŀƴŘ ŘŜǾŜƭƻǇƳŜƴǘ 
ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ 
 
LŦ ȅƻǳϥŘ ƭƛƪŜ ǘƻ ƭŜŀǊƴ ƳƻǊŜ ŀōƻǳǘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ǘƘŜ 9¦Σ ƘŜǊŜ ŀǊŜ ǎƻƳŜ ƻŶŎƛŀƭ ƭƛƴƪǎ ǿƘŜǊŜ ȅƻǳ 
Ŏŀƴ ŬƴŘ ƳƻǊŜ ƛƴŦƻǊƳŀǝƻƴΥ 
 
мΦ 9ǳǊƻǇŜŀƴ /ƻƳƳƛǎǎƛƻƴϥǎ ǿŜōǇŀƎŜ ƻƴ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ŀƴŘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΥ 
ƘǧǇǎΥκκŜŎΦŜǳǊƻǇŀΦŜǳκƎǊƻǿǘƘκǎŜŎǘƻǊǎκǎƻŎƛŀƭπŜŎƻƴƻƳȅψŜƴ 
 

нΦ 9ǳǊƻǇŜŀƴ ¦ƴƛƻƴϥǎ ǿŜōǇŀƎŜ ƻƴ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ŀƴŘ ǎƻŎƛŀƭ ƛƴƴƻǾŀǝƻƴΥ 
ƘǧǇǎΥκκŜŎΦŜǳǊƻǇŀΦŜǳκƎǊƻǿǘƘκƛƴŘǳǎǘǊȅκǎƻŎƛŀƭπŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇψƛǘ 

 
оΦ {ƻŎƛŀƭ 9ŎƻƴƻƳȅ 9ǳǊƻǇŜΣ ŀ ƴŜǘǿƻǊƪ ƻŦ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ƻǊƎŀƴƛȊŀǝƻƴǎ ƛƴ 9ǳǊƻǇŜΥ 
ƘǧǇǎΥκκǿǿǿΦǎƻŎƛŀƭŜŎƻƴƻƳȅΦŜǳΦƻǊƎκ 

 
пΦ 9ǳǊƻǇŜŀƴ !ǎǎƻŎƛŀǝƻƴ ŦƻǊ {ƻŎƛŀƭ 9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΥ ƘǧǇǎΥκκǿǿǿΦŜŀǎŜπǇǊƻƧŜŎǘΦƻǊƎκ 

 
рΦ 9ǳǊƻǇŜŀƴ {ƻŎƛŀƭ LƴƴƻǾŀǝƻƴ /ƻƳǇŜǝǝƻƴΥ ƘǧǇǎΥκκŜǳǎƛŎΦŎƘŀƭƭŜƴƎŜǎΦƻǊƎκ 

 
 

DǊŀǇƘƛŎǎ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

https://ec.europa.eu/growth/sectors/social-economy_en
https://ec.europa.eu/growth/industry/social-entrepreneurship_it
https://www.socialeconomy.eu.org/
https://www.ease-project.org/
https://eusic.challenges.org/


  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

aƛƴŘ aŀǇ 
 
 
 



  

 

 

 
 
 
 
 
 
 
 

¢ƘŜ ŜȄŀƳ 
 



  

 

LƴǘǊƻŘǳŎǝƻƴ 
 
¢ƘŜ Ŭƴŀƭ ŜȄŀƳƛƴŀǝƻƴ ŦƻǊ ǘƘŜ ƛƴǘǊƻŘǳŎǘƻǊȅ ǘǊŀƛƴƛƴƎ ƻƴ ǘƘŜ ŎƻƴŎŜǇǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ǎƻŎƛŀƭ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǊŜǉǳƛǊŜǎ ƭŜŀǊƴŜǊǎ ǘƻ ǎŜŀǊŎƘ ŦƻǊ ŀƴ ŜȄŀƳǇƭŜ ƻŦ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ǘƘŜƛǊ ƻǿƴ 
ŎƻǳƴǘǊȅΦ Lƴ ǘƘƛǎ ŜȄǇƭŀƴŀǝƻƴΣ ǿŜ ǿƛƭƭ ŦƻŎǳǎ ƻƴ ǘƘŜ ƛŘŜƴǝŬŜŘ ŎŀǎŜ ǎǘǳŘȅΣ ǇǊƻǾƛŘƛƴƎ ƪŜȅ ƛƴŦƻǊƳŀǝƻƴ 
ŀōƻǳǘ ǘƘŜ ǎŜŎǘƻǊΣ ƳŀǊƪŜǘΣ ǇǊƻŘǳŎǘǎ ƻǊ ǎŜǊǾƛŎŜǎ ƻũŜǊŜŘΣ ŦǳƴŘƛƴƎΣ ŀƴŘ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ƻŦ ǘƘŜ 
ŜƴǘŜǊǇǊƛǎŜΦ 
 
!ύ CƛƴŘ ŀ /ŀǎŜ {ǘǳŘȅΥ bŀƳŜ ƻŦ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜ 
 
{ŜŎǘƻǊ ŀƴŘ aŀǊƪŜǘΥ 
¢ƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ώbŀƳŜ ƻŦ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜϐ ƻǇŜǊŀǘŜǎ ƛƴ ǘƘŜ ώǎǇŜŎƛŦȅ ǎŜŎǘƻǊϐΣ ǿƛǘƘƛƴ ǘƘŜ 
ώǎǇŜŎƛŦȅ ǘŀǊƎŜǘ ƳŀǊƪŜǘϐΦ CƻǊ ƛƴǎǘŀƴŎŜΣ ƛǘ ŎƻǳƭŘ ōŜ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ǘƘŜ ŜŘǳŎŀǝƻƴΣ ŜƴǾƛǊƻƴƳŜƴǘΣ 
ƘŜŀƭǘƘΣ ƻǊ ƻǘƘŜǊ ŬŜƭŘǎΦ 
 
tǊƻŘǳŎǘ ƻǊ {ŜǊǾƛŎŜΥ 
5ŜǎŎǊƛōŜ ǘƘŜ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ǘƘŀǘ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƻũŜǊǎΦ CƻǊ ŜȄŀƳǇƭŜΣ ƛǘ ŎƻǳƭŘ ōŜ ŀ 
ǎǳǎǘŀƛƴŀōƭŜ ǇǊƻŘǳŎǘΣ ŀ ǎƻŎƛŀƭ ǎǳǇǇƻǊǘ ǎŜǊǾƛŎŜΣ ƻǊ ŀƴ ŜŘǳŎŀǝƻƴŀƭ ƛƴƛǝŀǝǾŜΦ 9ȄǇƭŀƛƴ Ƙƻǿ ǘƘƛǎ ǇǊƻŘǳŎǘ 
ƻǊ ǎŜǊǾƛŎŜ ŘƛũŜǊǎ ŦǊƻƳ ǘƘƻǎŜ ƻũŜǊŜŘ ōȅ ǘǊŀŘƛǝƻƴŀƭ ōǳǎƛƴŜǎǎŜǎ ƛƴ ǘƘŜ ǎŜŎǘƻǊΦ 
 
CǳƴŘƛƴƎΥ 
9ȄǇƭŀƛƴ Ƙƻǿ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǎ ŬƴŀƴŎŜŘΦ {ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƻƊŜƴ ŀŘƻǇǘ ƘȅōǊƛŘ ŦǳƴŘƛƴƎ 
ƳƻŘŜƭǎΣ ŎƻƳōƛƴƛƴƎ ǘǊŀŘƛǝƻƴŀƭ ŬƴŀƴŎƛƴƎ ǎƻǳǊŎŜǎ όǎǳŎƘ ŀǎ ƛƴǾŜǎǘƳŜƴǘǎ ƻǊ ƭƻŀƴǎύ ǿƛǘƘ ǊŜǎƻǳǊŎŜǎ 
ŦǊƻƳ ŘƻƴŀǝƻƴǎΣ ƎǊŀƴǘǎΣ ƻǊ ƻǘƘŜǊ ŬƴŀƴŎƛŀƭ ƛƴǎǘǊǳƳŜƴǘǎ ŘŜŘƛŎŀǘŜŘ ǘƻ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ 
tǊƻǾƛŘŜ ǎǇŜŎƛŬŎ ŜȄŀƳǇƭŜǎ ƻŦ Ƙƻǿ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǎǳǎǘŀƛƴǎ ƛǘǎŜƭŦ ŬƴŀƴŎƛŀƭƭȅΦ 
 
{ƻŎƛŀƭ LƳǇŀŎǘΥ 
!ƴŀƭȅȊŜ ǘƘŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ƻŦ ǘƘŜ ŜƴǘŜǊǇǊƛǎŜΦ 5ŜǎŎǊƛōŜ ǘƘŜ ǇƻǎƛǝǾŜ ŜũŜŎǘǎ ǘƘŀǘ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ 
ƎŜƴŜǊŀǘŜǎ ǿƛǘƘƛƴ ǘƘŜ ŎƻƳƳǳƴƛǘȅ ƻǊ ǎƻŎƛŜǘȅ ŀǎ ŀ ǿƘƻƭŜΦ ¢Ƙƛǎ Ƴŀȅ ƛƴŎƭǳŘŜ ŀǎǇŜŎǘǎ ǎǳŎƘ ŀǎ ŎǊŜŀǝƴƎ 
Ƨƻōǎ ŦƻǊ ŘƛǎŀŘǾŀƴǘŀƎŜŘ ƛƴŘƛǾƛŘǳŀƭǎΣ ǇǊƻƳƻǝƴƎ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ǎǳǎǘŀƛƴŀōƛƭƛǘȅΣ ƛƳǇǊƻǾƛƴƎ ŀŎŎŜǎǎ ǘƻ 
ŜǎǎŜƴǝŀƭ ǎŜǊǾƛŎŜǎΣ ǊŜŘǳŎƛƴƎ ƛƴŜǉǳŀƭƛǝŜǎΣ ƻǊ ǎǳǇǇƻǊǝƴƎ ǎƻŎƛŀƭ ŎŀǳǎŜǎΦ ¦ǎŜ ǉǳŀƴǝǘŀǝǾŜ Řŀǘŀ ƻǊ 
ǎǳŎŎŜǎǎ ǎǘƻǊƛŜǎ ǘƻ ƛƭƭǳǎǘǊŀǘŜ ǘƘŜ ƛƳǇŀŎǘ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ 
 
.ύ tǊŜǎŜƴǘŀǝƻƴ ƻŦ ǘƘŜ /ŀǎŜ {ǘǳŘȅΥ 
[ŜŀǊƴŜǊǎ ŀǊŜ ǊŜǉǳƛǊŜŘ ǘƻ ǇǊŜǎŜƴǘ ǘƘŜ ƛŘŜƴǝŬŜŘ ŎŀǎŜ ǎǘǳŘȅΣ ǳǝƭƛȊƛƴƎ ƳǳƭǝƳŜŘƛŀ ƳŀǘŜǊƛŀƭǎ ŀǎ ǿŜƭƭΦ 
/ƘƻƻǎŜ ŀƴ ŀǇǇǊƻǇǊƛŀǘŜ ǇǊŜǎŜƴǘŀǝƻƴ ŦƻǊƳŀǘΣ ǎǳŎƘ ŀǎ ŀ tƻǿŜǊtƻƛƴǘ ǇǊŜǎŜƴǘŀǝƻƴΣ ŀ ǾƛŘŜƻΣ ƻǊ ŀ ǿŜō 
ǇŀƎŜΦ ¢ƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǎƘƻǳƭŘ ƛƴŎƭǳŘŜ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǎŜŎǝƻƴǎΥ 
 
LƴǘǊƻŘǳŎǝƻƴΥ .ǊƛŜƅȅ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ŀƴŘ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ 
ƛƴ ǘƘŜ ŎǳǊǊŜƴǘ ŎƻƴǘŜȄǘΦ 
 
/ŀǎŜ {ǘǳŘȅ 5ŜǎŎǊƛǇǝƻƴΥ tǊƻǾƛŘŜ ŀ ŘŜǘŀƛƭŜŘ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ǎŜƭŜŎǘŜŘ ŎŀǎŜ ǎǘǳŘȅΣ ŦƻƭƭƻǿƛƴƎ ǘƘŜ 
ŀōƻǾŜπƳŜƴǝƻƴŜŘ ǎŜŎǝƻƴǎ όǎŜŎǘƻǊΣ ƳŀǊƪŜǘΣ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΣ ŦǳƴŘƛƴƎΣ ǎƻŎƛŀƭ ƛƳǇŀŎǘύΦ 
aǳƭǝƳŜŘƛŀ aŀǘŜǊƛŀƭǎΥ ¦ǎŜ ƛƳŀƎŜǎΣ ƎǊŀǇƘǎΣ ǾƛŘŜƻǎΣ ƻǊ ƻǘƘŜǊ ƳǳƭǝƳŜŘƛŀ ǊŜǎƻǳǊŎŜǎ ǘƻ ŜƴƘŀƴŎŜ ǘƘŜ 
ǇǊŜǎŜƴǘŀǝƻƴΦ 
 
 



  

 

{ǳƳƳŀǊȅ 
 
 

Lƴ ǘƘƛǎ ƛƴǘǊƻŘǳŎǘƻǊȅ ŎƻǳǊǎŜΣ ǿŜ ǿƛƭƭ ǎŜŜƪ ǘƻ ŎǊŜŀǘŜ ŀ ǎƘŀǊŜŘ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǿƘŀǘ ŀ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜ ƛǎ ŀƴŘ Ƙƻǿ ƛǘ ǿƻǊƪǎΦ {ǇŜŎƛŬŎŀƭƭȅΣ ǿŜ ǿƛƭƭ ŜȄǇƭƻǊŜ Ƙƻǿ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ Ŏŀƴ ŎƻƴǘǊƛōǳǘŜ 
ǘƻ ŀŎƘƛŜǾƛƴƎ ǎƻŎƛŀƭ ŀƴŘ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƻōƧŜŎǝǾŜǎ ǘƘǊƻǳƎƘ ŜŎƻƴƻƳƛŎ ŀŎǝǾƛǘȅΣ ǳǎƛƴƎ ŀ ǎǳǎǘŀƛƴŀōƭŜ 
ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ǘƘŀǘ ƎŜƴŜǊŀǘŜǎ ǾŀƭǳŜ ŦƻǊ ōƻǘƘ ǎƻŎƛŜǘȅ ŀƴŘ ǘƘŜ ŜƴǾƛǊƻƴƳŜƴǘΦ 
Lƴ ǘƘŜ ŬǊǎǘ ŦŜǿ ƭŜǎǎƻƴǎΣ ǿŜ ǿƛƭƭ ŦƻŎǳǎ ƻƴ ŘŜŬƴƛƴƎ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΣ 
ƘƛƎƘƭƛƎƘǝƴƎ ǘƘŜ ŀǧŜƴǝƻƴ ǘƻ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ŀƴŘ ŜŎƻƴƻƳƛŎ ǎǳǎǘŀƛƴŀōƛƭƛǘȅΣ ŀƴŘ ǘƘŜ ŎŜƴǘǊŀƭ ǊƻƭŜ ƻŦ ǘƘŜ 
ǇŜǊǎƻƴ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƳƛǎǎƛƻƴΦ ²Ŝ ǿƛƭƭ ǎŜŜƪ ǘƻ ŎǊŜŀǘŜ ŀ ŎƻƳƳƻƴ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜǎŜ 
ŦǳƴŘŀƳŜƴǘŀƭ ŎƻƴŎŜǇǘǎΣ ǎƻ ǘƘŀǘ ǿŜ Ŏŀƴ ŦǳǊǘƘŜǊ ŜȄǇƭƻǊŜ ǘƘŜ ǘƻǇƛŎ ƛƴ ǎǳōǎŜǉǳŜƴǘ ƭŜǎǎƻƴǎΦ 
bŜȄǘΣ ǿŜ ǿƛƭƭ ŘƛǎŎǳǎǎ ǘƘŜ ŎƘŀƭƭŜƴƎŜǎ ǘƘŀǘ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ŦŀŎŜ ƛƴ ŀŎƘƛŜǾƛƴƎ ŀ ōŀƭŀƴŎŜ ōŜǘǿŜŜƴ 
ǘƘŜ ǎƻŎƛŀƭ ŀƴŘ ŜŎƻƴƻƳƛŎ ƻōƧŜŎǝǾŜǎΣ ƛƴŎƭǳŘƛƴƎ ǘƘŜ ǎŜŀǊŎƘ ŦƻǊ ŬƴŀƴŎƛƴƎ ŀƴŘ ǘƘŜ ƳŜŀǎǳǊŜƳŜƴǘ ƻŦ 
ǎƻŎƛŀƭ ƛƳǇŀŎǘΦ Lƴ ŀŘŘƛǝƻƴΣ ǿŜ ǿƛƭƭ ŜȄǇƭƻǊŜ Ƙƻǿ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ Ŏŀƴ ŎƻƴǘǊƛōǳǘŜ ǘƻ ǇǊƻƳƻǝƴƎ ǎƻŎƛŀƭ 
ƛƴŎƭǳǎƛƻƴ ŀƴŘ ǎƻŎƛŀƭ ŎƻƘŜǎƛƻƴΣ ŀǎ ǇŀǊǘ ƻŦ ƛǘǎ ƳƛǎǎƛƻƴΦ 
Lƴ 9ǳǊƻǇŜΣ ǿŜ ǿƛƭƭ ŜȄǇƭƻǊŜ ǘƘŜ ƘƛǎǘƻǊȅ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ǘƘŜ ǎǳǇǇƻǊǘ ǇƻƭƛŎƛŜǎ ŀŘƻǇǘŜŘ ŀǘ ǘƘŜ 
9ǳǊƻǇŜŀƴ ŀƴŘ ƴŀǝƻƴŀƭ ƭŜǾŜƭΦ Lƴ ǇŀǊǝŎǳƭŀǊΣ ǿŜ ǿƛƭƭ ǇǊƻǾƛŘŜ ǳǎŜŦǳƭ ǎǘŀǝǎǝŎǎ ƻƴ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ 
ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ŘƛũŜǊŜƴǘ 9ǳǊƻǇŜŀƴ ŎƻǳƴǘǊƛŜǎ ŀƴŘ ǇǊŜǎŜƴǘ ǎǳŎŎŜǎǎŦǳƭ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŎŀǎŜǎ ƛƴ 
ŜŀŎƘ ǇŀǊǝŎƛǇŀǝƴƎ ŎƻǳƴǘǊȅ ƻŦ ǘƘŜ ŎƻǳǊǎŜΦ 
²Ŝ ǿƛƭƭ ŎƻƴŎƭǳŘŜ ǘƘŜ ŎƻǳǊǎŜ ōȅ ŘƛǎŎǳǎǎƛƴƎ ǘƘŜ ǇƻǘŜƴǝŀƭ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ŀŘŘǊŜǎǎƛƴƎ ǎƻŎƛŀƭ 
ŀƴŘ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ǇǊƻōƭŜƳǎ ŀƴŘ Ƙƻǿ ƛǘ Ŏŀƴ ǊŜǇǊŜǎŜƴǘ ŀ ōǳǎƛƴŜǎǎ ƻǇǇƻǊǘǳƴƛǘȅ ŦƻǊ ŜƴǘǊŜǇǊŜƴŜǳǊǎ 
ǎŜŜƪƛƴƎ ǘƻ ƳŀƪŜ ŀ ŘƛũŜǊŜƴŎŜ ƛƴ ǘƘŜ ǿƻǊƭŘΦ {ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǊŜǇǊŜǎŜƴǘǎ ŀƴ ƛƳǇƻǊǘŀƴǘ ŎƘŀƭƭŜƴƎŜ 
ōǳǘ ŀƭǎƻ ŀƴ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŎǊŜŀǘŜ ǎǳǎǘŀƛƴŀōƭŜ ǾŀƭǳŜ ŦƻǊ ǎƻŎƛŜǘȅ ŀƴŘ ǘƘŜ ŜƴǾƛǊƻƴƳŜƴǘΦ 
 
 

 
[ƛǘŜǊŀǘǳǊŜ  
 
9ǎǎŜƴǝŀƭǎΥ 
 
мύ ¢ƘŜ LƴƴƻǾŀǝƻƴ .ƻƻƪ όtǊƻƧŜŎǘ wŜǎǳƭǘ мύ 
 
нύ {ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ŀƴŘ ǘƘŜƛǊ ŜŎƻǎȅǎǘŜƳǎ ƛƴ 9ǳǊƻǇŜ ς /ƻƳǇŀǊŀǝǾŜ ǎȅƴǘƘŜǎƛǎ ǊŜǇƻǊǘ 
 
ƘǧǇǎΥκκŜŎΦŜǳǊƻǇŀΦŜǳκǎƻŎƛŀƭκƳŀƛƴΦƧǎǇΚŎŀǘLŘҐтоуϧƭŀƴƎLŘҐŜƴϧǇǳōLŘҐунтп 
 
оύ ƘǧǇǎΥκκǎƛƴƎƭŜπƳŀǊƪŜǘπŜŎƻƴƻƳȅΦŜŎΦŜǳǊƻǇŀΦŜǳκǎŜŎǘƻǊǎκǇǊƻȄƛƳƛǘȅπŀƴŘπǎƻŎƛŀƭπŜŎƻƴƻƳȅκǎƻŎƛŀƭπ
ŜŎƻƴƻƳȅπŜǳψŜƴ 
 
hǘƘŜǊǎΥ 
 
9¦ ǎǳǇǇƻǊǘ ǘƻ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ  
ϧ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ  
 
ƘǧǇǎΥκκǎǘǳŘȅƭƛōΦƴŜǘκŘƻŎκмлмупсумκƭǳƪŀǎπǾŜǎŜƭȅπππŘƎπŜƳǇƭƻƛππǎƻŎƛŀƭπŀũŀƛǘǊŜǎπŜǘπƛƴŎƭǳǎƛƻƴ 
LŘŜƴǝŦȅƛƴƎ ǎƻŎƛŀƭ ƛƴŎƭǳǎƛƻƴ ŀƴŘ ŜȄŎƭǳǎƛƻƴ  

https://ec.europa.eu/social/main.jsp?catId=738&langId=en&pubId=8274


  

 

 
ƘǧǇǎΥκκǿǿǿΦǳƴΦƻǊƎκŜǎŀκǎƻŎŘŜǾκǊǿǎǎκнлмсκŎƘŀǇǘŜǊмΦǇŘŦ 
 
 

¢ǊŀƛƴŜǊǎ bƻǘŜǎ 

 
Í It is important that the trainer always starts from the students' observations. Don't take 

any meaning for granted. Encourage students to create their own definition of social 
enterprise and social entrepreneur. 

 
Í The instructor's approach is critical to delivering clear lessons on social enterprise, rich in 

student interactions, multimedia activities, and collaborative work that encourages 
individual initiative.  

 
Í Moreover, the instructor should be mindful of the characteristics of their students, 

observing their strengths and weaknesses, and adapt their explanations to the particular 
group they are teaching. By doing so, the instructor can create a tailored learning 
experience that is relevant to the students and enhances their understanding of the 
subject matter. 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

https://www.un.org/esa/socdev/rwss/2016/chapter1.pdf


  

 

 

Module 2 The profile of the 
social entrepreneur & soft 

skills 
 
 
 

 
 
 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 
 
 
 

LƴǘǊƻŘǳŎǝƻƴ 
 

Learning objectives / competences to be acquired  

The general objective of this Module is to introduce to participants what entrepreneurship 
is and what does it mean to become an entrepreneur and specifically a social 
entrepreneur.  

Moreover, and more importantly, its aim is also to make participants see 
entrepreneurship as a feasible career option and feel competent to be an entrepreneur 
(to be self-employed and run a company) working on key soft-skills 

¶ Learning objective 1: Understand what is entrepreneurship /social 
entrepreneurship 

¶ Learning objective 2: Understand what is needed to be an entrepreneur and social 
entrepreneur 

¶ Learning objective 3: Make trainees see entrepreneurship as a feasible career 
option 

¶ Learning objective 4: Make participants feel the value of the entire training 
 

Reasons for the module  

This Module is an essential first step in the process of becoming an entrepreneur and 
social entrepreneur, not only by the added value of the training, but also by 
understanding the need and significance of the other modules in the program. Further, 
those taking this course would appreciate its contents to be related to real life situations 
and business ideas. For this reason, (1) the identification of a personal business idea for 
each student and (2) the practical activities directed to that idea (or any other meaningful 
and practical business situations) are central to this module. 

The value of the entire training program needs to be perceived by all participants in this 
module. It is thus suggested that each student chooses a personal business project and 
applies the main concepts in the course by means of practical activities. 

 

Contents of the module 

1. Unit 1 entrepreneurship and why you want to be entrepreneur/social 
entrepreneur 

2. Unit 2 Key competences Initiative and self-learning 

3. Unit 3 Key competences Commitment and Self-discipline 

4. Unit 4 Key competences Effective communication 

5. Unit 5 Assessment and evaluation 



  

 

Reference to other modules 

This module is very much linked with  

Module 3 ς Business Idea 

Module 7 ς Company organization & Personnel 

Module 8 ς Opportunities & Risks 

 

Teaching and learning methods 

- Ice breaks 
- Practical exercises 
- Videos 

 

Examination modalities  

- Assessment & feedback questionnaires  
- Group activities 
- Individual project/tasks assignments 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 

DƭƻǎǎŀǊȅ 
 

term definition   Sector  

Social entrepreneurship The process by which individuals, startups 
and entrepreneurs develop and fund 
solutions that directly address social issues. 

Social/economic 

Social entrepreneur  A social entrepreneur is someone who 
starts and builds a business that prioritizes 
the greater good. That is not to say that 
ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŘƻƴΩǘ ŎŀǊŜ ŀōƻǳǘ 
profits, because of course they do, but they 
care just as much about pursuing solutions 
that solve social and community problems 
and effect positive change.  

Social/economic 

Social Entrepreneur vs. 
Entrepreneur 
 

There are slight differences between social 
entrepreneurs and entrepreneurs, but it 
ultimately boils down to one primary 
difference: the end goal. Traditional 
entrepreneurs are typically most interested 
in profits and growth, as they are trying to 
satisfy investors and ensure long-term 
financial prosperity. Conversely, social 
entrepreneurs are primarily focused on how 
their business operations allow them to 
focus on their social endeavours. 

Social/economic 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

[Ŝǎǎƻƴ Ǉƭŀƴ 



  

 

 
Numbe
r of 
Lesson 
Units 

Topic/ 
Content  

Methods/Too
ls 

Learning 
objectives 

List of activities and tasks per lesson 

1 ( 60 
min) 
 

Introduction 
Module 

Interactive 
group 
discussions 
 

First 
information 
about the 
essential 
methods and 
skills of the 
module 

 Icebreaking, 
 Group introduction & presentations,  

 
2 (120 
min) 
 
 
 
 
 
 
 
 
 
 
 
3 (120 
min) 

 
 
 
 
 
 
4 (120 
min) 

Unit 1 What is 
a social 
entrepreneur 
/  

Initial 
evaluation 

 

 

 

Unit1 

Profile of a 
social 
entrepreneur 
: 

Needs & 
obstacles 

 

Unit1 

Profile of a 
social 
entrepreneur: 

Purpose & 
resources 

 
Self-
assessment 
 
Presentations 
Videos 
 
Interactive 
group 
discussions 

Discover what it 
takes to be an 
entrepreneur 
and social 
entrepreneur 
before you 
actually learn 
about that in 
the course. 
 
 
 
clarify how the 
training 
program will 
address the 
identified needs 
and 
obstacles/reaso
ns for them to 
be 
entrepreneurs. 
 
 
make students 
think of their 
inner 
motivation to be 
an 
entrepreneur, 
to explore their 
purpose in 
becoming one. 

Initial/baseline self-assessment questionnaire:   
-what is an entrepreneur and social 
entrepreneur 
-what is entrepreneurship  
Ice breaking 
 Group discussions 
 self evaluation 
Videos: 
https://www.youtube.com/watch?v=lJjILQu2xM
8 
https://www.youtube.com/watch?v=1ecKK3S8D
OE 
https://www.youtube.com/watch?v=aTo0qtdV
MpM 
https://www.youtube.com/watch?v=75I1Rdpt1
Tg 
https://www.youtube.com/watch?v=bWAxdYN0
dlc 
https://www.youtube.com/watch?v=92ZmzD70
sOU  
 
 
Discuss needs & obstacles 
-soft skills 
-knowledge/ hard skills 
- money/finance 
-risks 
- resources  
- networks 
 
 
 
The two pillars of entrepreneurship:  
purpose & resources 

5 (120 
min) 
 

Unit 2 Key 
competence  
Initiative and 
self-learning 
 

Individual and 
group activity. 
 

Make 
participants see 
entrepreneurshi
p as a feasible 
career option 
 

Improving initiative: Goal setting and planning 
https://www.youtube.com/watch?v=Cn30VRmX
kn0 
https://www.youtube.com/watch?v=u1TwSpSg
2Uw 
https://www.youtube.com/shorts/QYlwn2MjBm
s 
 

https://www.youtube.com/watch?v=lJjILQu2xM8
https://www.youtube.com/watch?v=lJjILQu2xM8
https://www.youtube.com/watch?v=1ecKK3S8DOE
https://www.youtube.com/watch?v=1ecKK3S8DOE
https://www.youtube.com/watch?v=aTo0qtdVMpM
https://www.youtube.com/watch?v=aTo0qtdVMpM
https://www.youtube.com/watch?v=75I1Rdpt1Tg
https://www.youtube.com/watch?v=75I1Rdpt1Tg
https://www.youtube.com/watch?v=bWAxdYN0dlc
https://www.youtube.com/watch?v=bWAxdYN0dlc
https://www.youtube.com/watch?v=Cn30VRmXkn0
https://www.youtube.com/watch?v=Cn30VRmXkn0
https://www.youtube.com/watch?v=u1TwSpSg2Uw
https://www.youtube.com/watch?v=u1TwSpSg2Uw
https://www.youtube.com/shorts/QYlwn2MjBms
https://www.youtube.com/shorts/QYlwn2MjBms


  

 

 
6 (120 
min) 
 

Unit 3  Key 
competences 
Commitment 
and Self-
discipline 
 

Individual and 
group activity: 

Make 
participants see 
entrepreneurshi
p as a feasible 
career option 
 

Individual and group activity: overcome lack of 
motivation 
 
Improving self-discipline: habit creation 
 
Mission and vision statements. 
 
https://www.youtube.com/watch?v=Ul0uQrFZN
As 
https://www.youtube.com/watch?v=1XxivYVVC
TU 
 

7 (120 
min) 
 

Unit 4 Key 
competences 
Effective 
communicatio
n 
 

 Video 
presentations 
 
Individual and 
group activity: 

Make 
participants see 
entrepreneurshi
p as a feasible 
career option 
 

verbal and nonverbal 
 
Interpersonal communication 
 
Assertive communication 
 
https://www.youtube.com/watch?v=sEzTXTRo9
L4 
https://www.youtube.com/watch?v=OvEci5Bjgd
4 
https://www.youtube.com/watch?v=y8gd2rehX
og 
https://www.youtube.com/watch?v=hAxCpAnV
3-E 
 

8 (60 
min) 

Unit 5 
Assessment 
and 
evaluation 

Individual and 
group activity: 

Knowledge 
aquired 
assessment 
 

Assessment task 1: Starting goal and plan 
 
Assessment task 2: vision-mission statement 
 
Assessment task 3: Communicating in a social 
enterprise 
 
Assessment task 4: Acquired knowledge 
evaluation 
 

 
 
 
 
 
 
 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 

¶ Structure of Module 2. Profile of the social entrepreneur and soft skills: 
o LU 1: Introduction and entrepreneurship 

https://www.youtube.com/watch?v=OvEci5Bjgd4
https://www.youtube.com/watch?v=OvEci5Bjgd4
https://www.youtube.com/watch?v=y8gd2rehXog
https://www.youtube.com/watch?v=y8gd2rehXog
https://www.youtube.com/watch?v=hAxCpAnV3-E
https://www.youtube.com/watch?v=hAxCpAnV3-E


  

 

o LU 2: Initiative and self-efficacy 
o LU 3: Commitment and self-discipline 
o LU 4: Effective Communication 
o LU 5:  Assessment & Feedback 

 
¶ Organization of Module 2. Profile of the social entrepreneur and soft skills: 

o Structure of each Unit: 
- Objectives and Contents 

- Individual and/or group activity 

- Class discussion 
 

¶ Evaluation of Module 2. Profile of the social entrepreneur and soft skills: 
o Group activities 
o Individual project/tasks assignments 

 

LƴǘǊƻŘǳŎǝƻƴ 
 
It is important that the trainer introduces him/herself to the participants in the course, placing the 

emphasis in his/her experience/expertise regarding entrepreneurship, and making him/herself 

available to answer any questions, doubts/concerns throughout the course, at any time. 

 
In this module the trainer should emphasize the overall objective of the entire training program, 

not just the particular purpose of Module 2.  

That overall objective is: 

 
άCƻǊ participants to learn the necessary skills and knowledge to become an entrepreneur; ending the 

program with a basic set of soft skills, business hard ǎƪƛƭƭǎέ 

 
Further, the trainer should briefly explain how the entire entrepreneur training program is 

ƻǊƎŀƴƛȊŜŘ ŀǎ ǿŜƭƭ ŀǎ ŜŀŎƘ ǳƴƛǘǎΩ ƻōƧŜŎǘƛǾŜǎΣ ǎƻ ǘƘŀǘ ǘƘŜ ǇŀǊǘƛŎƛǇŀƴǘ ǎŜƴǎŜǎ ǘƘŜ ǳǎŜŦǳƭƴŜǎǎ ƻŦ ŜŀŎƘ 

individual course and how such courses contribute to the entire program. This facilitates the 

student gets both an overall picture and the sense of comprehensiveness, continuity and coherence 

within. 

 
 

 

 

 

 

 

 

¦ƴƛǘ м LƴǘǊƻŘǳŎǝƻƴ ŀƴŘ entrepreneurship 
 
 

hōƧŜŎǝǾŜǎ ¦ƴƛǘ 1 
 



  

 

The main objective of this Unit 1 is to get to understand what entrepreneurship is and 

what does it take to become an entrepreneur. 
 

/ƻƴǘŜƴǘǎ ¦ƴƛǘ 1 
 

This first Unit is probably the most important unit in Course 1, and covers the following 
elements: 

 
1. Introduction to the course 

2. Initial evaluation 

3. What is entrepreneurship? 

4. What is necessary to become an entrepreneur? You could be an 

entrepreneur (make students feel the value of the contents that are going to 

be taught) 
5. Group dynamics (to get to know each other) 
6. Task assignment 

7. Evaluation 

8. Support material 
 

 
 
Lƴƛǝŀƭ ŀǎǎŜǎǎƳŜƴǘ 
 

We support the idea that running a brief baseline assessment could contribute to build 

up motivation and interest for the course. We propose to ask students to complete a 

Google Forms or to write down their answers to the questions laid out below. These 

questions address the contents and soft skills that any student should attain during 

Module 2. 
 

 

ώtwhth{95 !/¢L±L¢¸ І мΦмϐ 
 

1. Please, respond to the following questions. Your responses would give you an 

idea of where you stand before you actually take Module 2. This exercise is not part 

of your performance evaluation in Module 2, but rather a self-administered 

questionnaire that makes you think about entrepreneurship from the very 

beginning, and what it  takes to be an entrepreneur /social entrepreneur before 

you actually learn about that in the course. 
 

 

 

 

 

 Question Answer 

1 What is entrepreneurship? Find the proposed answer in the 
section 
άмΦ ²Ƙŀǘ is ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΚέ 



  

 

2 What is it  necessary to become an 
entrepreneur? 

Find the proposed answer in the 

ǎŜŎǘƛƻƴ άнΦнΦ The two pillars of 

entrepreneurship: 
purpose & ǊŜǎƻǳǊŎŜǎΚέ 

3 Why are you not an entrepreneur 

already? Try to identify reasons and 

obstacles that are holding you back 

from becoming an 
entrepreneur 

Find possible answers students 

could provide and how could the 

ǘǳǘƻǊ ƳŀƴŀƎŜ ǎŜŎǘƛƻƴ άнΦмΦ bŜŜŘǎ 

ŀƴŘ hōǎǘŀŎƭŜǎέΦ 

4 What do you feel you would personally 
need? 

 

The trainer should allow some time for students to write their responses and let them 

know that each of these key questions will be addressed building on their responses. 

 
 
²Ƙŀǘ ƛǎ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΚ 
 
 

ώtwhth{95 !/¢L±L¢¸ І мΦнϐ 
 

1. !ǎƪ ǎǘǳŘŜƴǘǎ ŀōƻǳǘ ǘƘŜƛǊ ǊŜǎǇƻƴǎŜǎ ǘƻ ǘƘŜ ǉǳŜǎǘƛƻƴ ά²Ƙŀǘ ƛǎ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΚέ ŀƴŘ 

create/generate a definition from their contributions (arrive to the desired definition 

by gathering ǎǘǳŘŜƴǘǎΩ commentaries/definitions). It is worth noting that there is 
not one single valid definition of entrepreneurship, and it can be defined from 

several points of view. 

 

2. The purpose of this activity is to engage students in a joint activity, encouraging 

them to reflect on what entrepreneurship is, and define it. If students were not asked 

to complete a Google form, or to write down their answers, the question can be 

directly asked to the whole class. This last alternative has the downside that not 

all students would probably reflect on what entrepreneurship is, which is 

important to help the learner keep good track of the lesson. 
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EXAMPLE: 
 

Entrepreneurship is an attitude, an action: 

 

9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛǎ ǘƘŜ ǇǳǊǎǳƛǘ ƻŦ ŀƴ ƻǇǇƻǊǘǳƴƛǘȅ ōŜȅƻƴŘ ǊŜǎƻǳǊŎŜǎ controlled 

 

1. Pursuit: the actions of an individual entrepreneur - drive, resiliency, focus, 



  

 

discipline, and balance 

2. Opportunity: the type of venture - a better, cheaper, or more efficient offering 

for the customer 
3. Beyond resources controlled: managing the risks of external constraints 

 
Please, note the exercise aims at reaching some consensus on relevant elements of 

becoming an entrepreneur by involving students from an early start, and relating that to 

their initial responses. 

 
 

²Ƙŀǘ ƛǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ōŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊΚ  
 
ά¸ƻǳ ŎƻǳƭŘ ōŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊέ 
 

This section is structured in two parts: 

1.1. Needs and Obstacles 

1.2. The two pillars of entrepreneurship: purpose & resources 

 

The άнΦмΦ Needs and hōǎǘŀŎƭŜǎέ section aims at identifying students perceived obstacles 

and needs, and then validate those obstacles and try to explain how this course may 

contribute to understanding them. 

Please, note it is relevant for the entire training to gain knowledge of what students think 

regarding being an entrepreneur and, at the same time, let them know how this course 

will help them. Let the student feel the course is something valuable and useful for 

him/her. 

¢ƘŜ άнΦнΦ ¢ƘŜ ǘǿƻ ǇƛƭƭŀǊǎ ƻŦ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΥ ǇǳǊǇƻǎŜ ϧ ǊŜǎƻǳǊŎŜǎέ section aims at helping 

each student clarify what is his/her entrepreneur profile, that is, his/her purpose (Why 

do I want to become an entrepreneur?) and his/her resources (What do I have that could 

be used in my entrepreneurship process?). 
 

 

 

 

 

нΦм bŜŜŘǎ ŀƴŘ Obstacles 
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The purpose of the activity is for students to identify key obstacle in becoming an 
entrepreneur. 

 

Students should have answered the initial assessment proposed questions, and the 

trainer should use their responses in a group discussion. As a reminder, these are the 

initial assessment questions: 

 



  

 

¶ Have you ever thought about being an entrepreneur? 

¶ What is necessary to be an entrepreneur? 

¶ Why are you not an entrepreneur already? Try to identify all reasons and 
obstacles that are holding you back from becoming an entrepreneur. 

¶ What do you feel you would personally need? 
 

Once students have answered the question ά²Ƙŀǘ is necessary to be an ŜƴǘǊŜǇǊŜƴŜǳǊΚέ 

and ά²Ƙȅ ŀǊŜ ȅƻǳ ƴƻǘ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƭǊŜŀŘȅΚέ ǘƘŜ ǘǊŀƛƴŜǊ ǎƘƻǳƭŘ ŀƛƳ ŀǘ ƛŘŜƴǘƛŦȅƛƴƎ ŀƭƭ 

possible reasons and obstacles that are holding students back from being an entrepreneur. 

This activity has the ǇǳǊǇƻǎŜ ǘƻ ŀǇǇǊƻŀŎƘ ŜŀŎƘ ǎǘǳŘŜƴǘΩǎ ǿƻǊǊƛŜǎ ŀƴŘ ǇŜǊŎŜƛǾŜŘ ōŀǊǊƛŜǊǎ 

and, building on these, clarify how the training program will address the identified needs 

and obstacles/reasons for them not to be entrepreneurs. 

 
Please, note that the trainer should avoid minimizing the influence or relevance of the 

ǎǘǳŘŜƴǘǎΩ ƳŜƴǘƛƻƴŜŘ obstacles. We suggest the trainer to accept they may be important 

and how they could be addressed throughout the training. 

 

 
We hereby provide a list of possible obstacles/needs that could turn up and how to react to 
them: 
 
 

 

 Obstacles/needs ¢ǳǘƻǊΩǎ responses 

1 Soft-skills - We are going to learn about them throughout Courses 1 & 
2, about their relevance and how to enhance them 

2 Knowledge 

or Hard-

skills 

- We are going to learn about key hard-skills and, building 
on to your soft- skills, you will be able to learn about the 
specific hard-skills you may need 

3 Money/Finance - We will explore strategies to access funding. (could an 

investor come and explain his/her criteria to decide in what 

entrepreneur projects/start-ups invest?) 

- We will learn how to modify an idea to make it more 
economically attractive 

4 Risk, resources 
and time 

- We will learn how to simplify complex ideas and 

transform them into low requiring resources proposals to 

start with (therefore, less risky). This way the 
entrepreneurial idea does not need to substitute 

current jobs the student may have. It could become an 

extra activity 

5 Network - This program may assist in providing a basic 

entrepreneurial network (classmates and referents) 



  

 

6 Team - Even when you find an idea for a product or service, it is 

frequently difficult for a single person to cover all the 

necessary functions to make that idea come true. 

Contacts/network become an important part of putting the 

idea into practice. Entrepreneurs not necessarily lead all the 

phases and responsibilities: 

o Design the product or service. 
o Produce the product. 
o Connect the customer with the product or service -> 

marketing, contracts, sponsors 

o Distribute the product or to provide the service 

o Deal with bureaucracy, procedures, legal aspects, etc. 
 
 

 

Good to read resource for both trainers and participants: 
 
5ƻ ȅƻǳ ƘŀǾŜ ǘƘŜ ƳƛƴŘǎŜǘ ǘƻ ōŜ ŀƴ entrepreneur? 
 

https://lauriestach.com/2017/06/28/do-you-have-the-mindset-to-be-an-entrepreneur/ 
 

 
нΦн ¢ƘŜ ǘǿƻ ǇƛƭƭŀǊǎ ƻŦ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΥ ǇǳǊǇƻǎŜ ϧ resources 
 

The key message to take home here is that the entrepreneur (him/herself) is more 

important than the business idea. In entrepreneurship, the key element is the 

entrepreneur and his/her motivation and resources, including his/her soft-skills. That is 

the first aspect investors really pay attention to. Two dimensions are relevant here: 

 

 
a) Purpose: the ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ motivation, drive, core values and vision 

 

b) Resources: those in hand or available to the entrepreneur including 

physical assets, skills/abilities, organizational processes, information and 

knowledge 
 

 

ώtwhth{95 !/¢L±L¢¸ І мΦпΥ 9·t[hw9 ¸h¦w PURPOSE] 
 

 

The aim of this exercise is to make students think of their inner motivation to be an 

entrepreneur, to explore their purpose in becoming one. That is, to find out about their 

commitment, their motivation (intrinsic or extrinsic), in brief, the push towards becoming 
an entrepreneur. 

It is important each individual student understands the main driver behind his/her will 

to become an entrepreneur. This is a pillar in their entrepreneurship adventure. In this 



  

 

respect, four main archetypes can be distinguished: get/give/make/live (Toscher et al., 

2020). They are all valid purposes. 

 
The trainer should start by asking students to identify the purpose/objective that best 

describes their motivation, their will to be an entrepreneur. 
 

 

 

Objective 
type 

Operational definition: the reason for starting 
your 
company is... 

Examples: 

GET To GET an external, extrinsic reward in the 

form of money or recognition above what is a 

normal salary level. 

¢ȅǇƛŎŀƭƭȅΣ ǘƘŜ ǇŀǊǘƛŎƛǇŀƴǘǎ ǿŀƴǘŜŘ ŀ άǎǳŎŎŜǎǎέ 

ƻǊ άŘƛǾƛŘŜƴŘǎέΣ including financial objectives 

which are a precursor to the said objectives, 

ǎǳŎƘ ŀǎ άǊŜǘǳǊƴ ƻƴ 
ƛƴǾŜǎǘƳŜƴǘέ or άǊŜǾŜƴǳŜ ƎǊƻǿǘƘέ 

άƳŀƪƛƴƎ $100mn in 5-7 

ȅŜŀǊǎ ǘƛƳŜ ǇŜǊƛƻŘέΣ 

άƳŀƪƛƴƎ ŀ ǇǊƻŦƛǘέ 

GIVE To GIVE something to society. Rooted in 

idealism or values. This could be anything 

from leaving a lasting legacy, job-creation, to 

making the world a better place 
with the product or service, they may provide 

άǘƻ create 

employment in the 

local ŎƻƳƳǳƴƛǘȅέ 
άǘƻ lift  the social 
standard of 
ƭƛǾƛƴƎέ 

MAKE To experience the fulfilment of MAKING a 

product, service or organization. This is based 

on intrinsic motivation, independent from an 

external reward, and could revolve 
around creativity 

άǘƻ ŎǊŜŀǘŜ ǘƘŜ ōŜǎǘ 

technology platform 

for education and 

ǘǊŀƛƴƛƴƎέ 

LIVE To LIVE a good life. To make a living out of it. 

This includes a reasonable salary and is most 

ŎƭƻǎŜƭȅ ŀƭƛƎƴŜŘ ǿƛǘƘ άƴŜŎŜǎǎƛǘȅέ 

entrepreneurship. It may also include a 

comfortable work situation, freedom to 

control your own 
work situation, the benefit of good colleagues, 
etc. 

άǘƻ make enough 

money to live 

ŎƻƳŦƻǊǘŀōƭȅέ 

άǿŀƴǘ to control my 

own ǘƛƳŜέ 

 

It would be an excellent complement to set examples to illustrate such definitions/situations. 

Local examples are very well accepted by students since they can see how their views are 
shared by local people they may even know.  

 

[PROVIDE SOME EXAMPLES] 

 
Please, note that actual entrepreneurs could also be invited to explain their experiences 

to students. If that is possible, please ask them to explain their purpose/drive and what 

their initial skills were, too. 
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The purpose of this exercise is to explore resources students have at their disposal, those 

they may have easy access to. This exercise is important to allow students realize their 

starting situation. Being aware of their initial position will serve them as a reference to 

frame the contents of the courses, reinforcing their commitment to the training program 

 
 
The trainer may ask students to identify their resources by completing the following 
table with the type of resources available to them (individually): 

 

Resource type Examples 

Financial Money in the bank account 
Income (regular, seasonal, 
punctual) Money that could be 
borrowed 

Material Locations, premises  
Vehicles 
Computers, phone, etc. 
 

Hard skills and 
knowledge 

Activities and tasks (know-how) Jobs 
Practical experience Knowledge in certain fields: 
Trainings 
Personal interests or hobbies (social media, 
videogames, 
fashion, sports, books, etc.) 

Soft skills Personal attributes or transversal skills: 
Initiative, Leadership, Negotiation,
 Networking, Communication, Creativity, Plan 
and organization, Self- confidence, Self-control, 
People address, Commitment, Empathy, Flexibility 
and change management, Customer orientation, 
Achievement orientation, Strategic orientation, 
Analytical thinking, Conceptual thinking, Efficiency 
and quality, 
Learning and use of knowledge. 

Network People you know with their own interests and skills: 
Family, Friends, Classmates, Workmates, other people 
with access to a variety of different recourses and 
know-how 

         

The trainer may use case studies to illustrate the above  

[EXEMPLIFY WITH A CASE] 
 
 
DǊƻǳǇ ŘȅƴŀƳƛŎǎ όǘƻ ƎŜǘ ǘƻ ƪƴƻǿ ŜŀŎƘ other) 
 

One of the objectives of the course is to start building a network, one way of doing 



  

 

this is by allowing students to meet and work with each other. This could be done at 

the time during the course the trainer feels more adequate. 
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1. First, ask students to write down their άǇŜǊǎƻƴŀƭ ƛƴǘǊƻŘǳŎǘƛƻƴέΥ 
 

¶ Their name and their age 

¶ What are their main interests/hobbies. 

¶ What are they good at (soft and hard skills) 

¶ At least two entrepreneurs they know (they can be famous: Facebook, WhatsApp, 

KFC etc,)  

 

2. Create groups of students (4 to 5 per group) and ask them to present themselves 

by sharing their άǇŜǊǎƻƴŀƭ ƛƴǘǊƻŘǳŎǘƛƻƴǎέΥ first all students will let know others 

about their names, then all of them will share their interests and discuss, then all 

students will share what are they good at and discuss and, finally, they will share 

the entrepreneurs they know. 

 
3. Before next session, each student should send Ƙƛǎ ƻǊ ƘŜǊ άǇŜǊǎƻƴŀƭ ƛƴǘǊƻŘǳŎǘƛƻƴέ ǘƻ ǘƘŜ 

social media group. 

 
If students finish sharing their introductions before the time runs out, they can start 

reflecting about the entrepreneurs they know: 

¶ What do you think about their business idea 

¶ What do they think was the purpose/driver for that entrepreneur 
(get/give/make/live) 

 
Examples of companies (either big or small) or local entrepreneurs could be given to foster 

dialogue and serve as an icebreaker. 
 

 

¢ŀǎƪ ŀǎǎƛƎƴƳŜƴǘ 
 

This is a task students should complete after Unit1 (take home).  

Each student will have to think about at least 3-4 possible business/company ideas. 

They do not need to be innovative or revolutionary (e.g. coffee shop), although it would be 

interesting to try to make it distinctive (e.g. a coffee shop with cats). Some strategies 

that could inspire ǎǘǳŘŜƴǘΩǎ ǘƘƛƴƪƛƴƎ ǇǊƻŎŜǎǎŜǎ ŀǊŜ ƭƛǎǘŜŘ ōŜƭƻǿΥ 
 

o Problems you may have as a customer 
o Your own frustrations 
o Other ǇŜƻǇƭŜΩǎ complaints 

o Things you would like to change 
o Other ŎƻƳǇŀƴƛŜǎΩ solutions (Is there any other way of doing it? Could it  be 



  

 

optimized?) or models (Can it be applied to other settings?) 

o Connecting or mixing random concepts (such as in the coffee and cats 
example) 

o Market gaps in your local context. 
 

¢ƘŜ ǘǊŀƛƴŜǊ ŎƻǳƭŘ ŀƭǎƻ ŀǎƪ ǎǘǳŘŜƴǘǎ ƛŦ ǘƘŜȅ ǇŜǊǎƻƴŀƭƭȅ ƪƴƻǿ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ ƻǊ ǎƻƳŜƻƴŜ 
ǎŜƭŦπ ŜƳǇƭƻȅŜŘ ǘƘŀǘ ŎƻǳƭŘ ōŜ ǿƛƭƭƛƴƎ ǘƻ ŎƻƳŜ ŀƴŘ ŜȄǇƭŀƛƴ ǘƘŜƛǊ ŜȄǇŜǊƛŜƴŎŜΦ 
Evaluation 
 
¢Ƙƛǎ aƻŘǳƭŜ Ƙŀǎ ƴƻ ǎǇŜŎƛŬŎ ŜǾŀƭǳŀǝƻƴ ǊŜǉǳƛǊŜƳŜƴǘǎΦ ¢ƘŜ ǘǊŀƛƴŜǊ ǎƘƻǳƭŘ ƘƻǿŜǾŜǊ ōŜŀǊ ƛƴ 
ƳƛƴŘ ǘƘŀǘ ƪŜȅ ǘƻ ǘƘŜ ǎǳŎŎŜǎǎ ƻŦ ƳƻŘǳƭŜ н ƛǎ ǎǘǳŘŜƴǘǎΩ ŀŎǝǾŜ ǇŀǊǝŎƛǇŀǝƻƴΦ {ǳŎƘ 
ǇŀǊǝŎƛǇŀǝƻƴ ǎƘƻǳƭŘ ōŜ ŜƴŎƻǳǊŀƎŜŘ ōȅ ŎƻƳǇŜƭƭƛƴƎ ǘƘƻǎŜ ǎǘǳŘŜƴǘǎ ǘƘŀǘ Řƻ ƴƻǘ ƴŀǘǳǊŀƭƭȅ 
ƛƴǘŜǊŀŎǘ ǘƻ Řƻ ǎƻΣ ƴƻǘ ƻƴƭȅ ŦƻǊ ǘƘŜƛǊ ƻǿƴ ōŜƴŜŬǘ ōǳǘ ŦƻǊ ǘƘŜ ƎǊƻǳǇΩǎΦ 
 
 
{ǳǇǇƻǊǘ material 
 
    Entrepreneurship: 

 
MOOC type course: Becoming an Entrepreneur. MIT & Launch (2017): Learn the business 

skills and startup mindset needed to embark on your entrepreneurial path from the 

premier program for aspiring entrepreneurs. https:// www.edx.org/course/becoming-an-

entrepreneur 

¸ƻǳǘǳōŜ ƭƛƴƪ ǘƻ ǘƘŜ ahh/ ŎƻǳǊǎŜΥ 

https:// www.youtube.com/watch?v=_3M9X88adJ8&list=PLCUM6hFkkgEFAHSFuazEmfB3p

6M0jD   RYB 

 
tǳǊǇƻǎŜΥ 
 
¢ƻǎŎƘŜǊΣ .ΦΣ 5ŀƘƭŜΣ ¸ΦΣ ϧ {ǘŜƛƴŜǊǘΣ aΦ όнлнлύΦ DŜǘ ƎƛǾŜ ƳŀƪŜ ƭƛǾŜΥ !ƴ ŜƳǇƛǊƛŎŀƭ ŎƻƳǇŀǊŀǝǾŜ 
ǎǘǳŘȅ ƻŦ ƳƻǝǾŀǝƻƴǎ ŦƻǊ ǘŜŎƘƴƻƭƻƎȅΣ ȅƻǳǘƘ ŀƴŘ ŀǊǘǎ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΦ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜ 
WƻǳǊƴŀƭΦ https:// www.emerald.com/insight/content/doi/10.1108/SEJ-03-2019-0016/full/html 

 
 
 

¦ƴƛǘ н LƴƛǝŀǝǾŜ ŀƴŘ ǎŜƭŦπefficacy 
 
 
hōƧŜŎǝǾŜǎ ¦ƴƛǘ 2 

 
In this Unit 2 we will address the concepts of Initiative and Self-efficacy, and how both 

are key soft skills in the entrepreneur toolbox. The objective of this unit is therefore to 

reinforce/improve ǎǘǳŘŜƴǘǎΩΥ 

 
a. Initiative: A proper definition of goals and plans foster initiative. This is because 

having clear and challenging goals, and defining the necessary steps to achieve them, 

http://www.edx.org/course/becoming-an-entrepreneur
http://www.edx.org/course/becoming-an-entrepreneur
http://www.youtube.com/watch?v=_3M9X88adJ8&list=PLCUM6hFkkgEFAHSFuazEmfB3p6M0jD
http://www.youtube.com/watch?v=_3M9X88adJ8&list=PLCUM6hFkkgEFAHSFuazEmfB3p6M0jD
http://www.emerald.com/insight/content/doi/10.1108/SEJ-03-2019-0016/full/html


  

 

makes taking action much more plausible. 

 
b. Self-efficacy: Self-efficacy is thought as a prerequisite for initiative, for which 

addressing self-efficacy becomes essential. In this unit we will see how to address low 

self-efficacy by setting learning goals (and plans). 

 

 
Please, note that the overall propose of this unit is to enhance ǎǘǳŘŜƴǘΩǎ initiative and 

self-efficacy by training άƎƻŀƭ ǎŜǘǘƛƴƎέ and άǇƭŀƴƴƛƴƎέΣ NOT to develop their business 

ideas. However, to this aim we need them to works practically with their (tentative) 

business ideas, setting goals and elaborating initial plans. Although it is preferable that the 

student could identify an idea that he/she can commit to, the idea itself does not really 

matter much. Students may change their business idea in future courses, or even work 

with personal goals/projects instead of working directly with a business idea. 

 
 
/ƻƴǘŜƴǘǎ ¦ƴƛǘ 2. 
 

The contents of this Unit 2 are displayed in three sections: 
 

1. Initiative 

2. Self-efficacy 

3. Class discussion and tasks assignment 

4. Support material 
 
 

LƴƛǝŀǝǾŜ 
 

First of all, it is important to convey that Initiative and Proactivity are two soft-skills that are 

used naturally when comparing the present-day situation with an envisioned future. 

Initiative could thus be interpreted as the willingness to: 
 

a. actively reduce the observable discrepancies between the current situation 

and the desired present/future (goal), and 
b. think of the best way forward (plans and actions). 

 
Initiative has three components, namely Self-starting, Proactivity, and Persistence. Find 

below some extended definitions on each of these: 
 

 

{ŜƭŦπǎǘŀǊǝƴƎΥ ǎǘŀǊǝƴƎ ŀƴ ŀŎǝƻƴ ǿƛǘƘƻǳǘ ōŜƛƴƎ ǘƻƭŘ ƻǊ ǿƛǘƘƻǳǘ ŀƴȅ ŜȄǇƭƛŎƛǘ ǊƻƭŜ model 

 

Entrepreneurs pursue self-set goals that keep them ahead of their competitors, in 
terms of products, services, strategies to approach customers, getting information 
from customers, etc. 

 



  

 

1. Proactivity: foreseeing future opportunities (or problems) and assemble 

current resources to anticipate them. Recognizing and exploiting opportunities are 

at the core of entrepreneurship. The same applies for a proactive stance with regard 

to problems. Entrepreneurs should prepare to deal with future problems now and 

should not wait to the point in which they are forced to deal with them. 

 
2. Persistence: keep trying/doing despite difficulty. Whenever new ideas are pursued 

and barriers need to be overcome, adjustments to your original goals need to be 

done, and sometimes entrepreneurs have to backtrack. Technical, bureaucratic, 

organizational, and customer related barriers may appear. In spite of these 

barriers, entrepreneurs should stay on track by persisting to pursue their main 

goals, being resilient. 

 
 

Please, note that Initiative is empirically related to economic success in numerous studies on 

entrepreneurship in Africa, USA, and Europe. Similarly, Proactivity has been consistently 

linked to business performance. Thus, it makes a lot of sense to place Initiative at the 

center of a psychological training for those who want to become entrepreneurs. 

 
Iƻǿ ǘƻ ƛƳǇǊƻǾŜ Initiative - tǊƻŀŎǝǾŜ Ǝƻŀƭ setting 
 

Learning how to set adequate goals will foster Initiative. However, not any goal may be 

helpful. Goal setting could be learnt by focusing on 5 basic principles: 

 
1. Clarity: A clear and measurable goal is preferred to vague or ambiguous goals. Specific 

and quantifiable goals, together with deadlines, allow for a better appraisal of progress. 

Example: άǊŜŀŘ ƳƻǊŜέ vs άŦƛƴƛǎƘ this book containing 267 pages in the next two 
ƳƻƴǘƘǎέΦ 

 

¶ Specific 

¶ Measurable (if possible) 

¶ Time-bound 
 

2. Challenge: Goals have to be challenging, they must entail some degree/level of 

difficulty but yet be realistic (attainable), too. Some grade of difficulty serves also 

the purpose of motivation. If a given goal is too easy to achieve or too tedious to 

complete, it could cause discouragement or frustration and may result in lower 

accomplishment. For example, if I am not used to reading, the goal of reading a 

book in two months could be a personal challenge. That same goal may not be a 

challenge for other people that may be more active readers. 

 
3. Commitment: When someone sets a personal goal, or when a supervisor sets a goal for 

an employee, it is important the individual understands and supports such assignment 

from the beginning. Commitment means accepting the challenge and remaining 

accountable to the plan. When individuals fail to commit to a goal, they are less likely 

to enjoy the process, feel challenged, or even achieve it. In brief, if I understand why 



  

 

that goal is being set and what am I going to get out of it, it would be more possible 

that I complete it. Using the example above, if I think and understand that reading 

that book will provide me with useful knowledge, it is more possible that I finish the 

book. 

4. Feedback: Ongoing feedback can help individuals make progress on their goals and 

make adjustments if needed throughout the process. Feedback can come in various 

forms, such as collected by analyzing milestones and progress, or during conventional 

feedback sessions to review progress (e.g. provided by colleagues). For example, if I 

track the number of pages that I have already read and the number of pages that are 

left considering the deadline, I might conclude that I need to increase the number 

of pages I read per day. 

 
5. Task complexity: When the goal is complex, you may want to split it into smaller 

components that can help you remain focused and motivated. If our book is too lengthy 

for us (to be read in two months), a good strategy may be to set intermediate goals, 

for example by chapters. 

 
Using these principles of goal setting would also increase the participants' commitment 

to goals within the training. 

 
[EXAMPLES] 

 
tǊƻŀŎǝǾŜ planning 
 

Plans aim at relating thoughts with actions and thereafter specifying the necessary steps 

to achieve a goal. Planning is labelled as proactive when it refers to future problems and 

opportunities and we anticipate and prepare for them now. Planning should not be overly 

detailed but comprehensive enough to include central issues that need to be taken into 

account as well as plan Bs to overcome potential problems. In brief, flexibility and back-

up plans in case something goes wrong are important elements of proactive planning. 

 
Please, note it is important at this point to stress the relevance of flexibility and adaptation 

allowing therefore for updates and changes in you planning exercise. Taking that into 

consideration, try to be as specific as possible and thus avoid oversimplification and 

ambiguity. 

 

[EXAMPLES] 

 
ώtwhth{95 !/¢L±L¢¸ І оΦм ς Dh![{ !b5 PLANNING] 
 
 

This activity aims at reinforcing ǎǘǳŘŜƴǘǎΩ goal setting. 
 

1. Each participant should think about their personal project, its current situation 



  

 

and the desired future. 

 

2. Ask students to establish goals for their projects (both short and long-term goals) 

following the goal-setting principles (try to think about goals that are needed to 

get your business idea running.): 

 
¶ Clarity: it needs to be specific, measurable (if possible) and time-bound. 
¶ Challenge: justify why is it not too easy or too difficult. 

¶ Commitment: justify why is this goal important and logic. 

¶ Feedback: predict how could feedback inform goal adjustment. 

¶ Task complexity: exemplify how the goal could be divided in smaller goals. 
 

3. Next, ask students to think of the initial steps needed to start with their 

business idea. This might include contacting suppliers or trying to find partners 

or team members. 

 

4. Finally, in groups, share your goals and plans, inspire each other, and 

modify your goals/plans in case it is felt necessary. 
 

Please, note that the role of the trainer is to walk around the class checking ǎǘǳŘŜƴǘǎΩ 

progress, listening to their reasoning and providing instant feedback. Students play a 

central role helping each ƻǘƘŜǊΩǎ learning process. It is important to remind students to 

share their points of view regarding each ƻǘƘŜǊǎΩ tasks and to be open-minded to accept 

feedback from peers. 
 

 

{ŜƭŦπŜŶŎŀŎȅ 
 

 

Self-efficacy is a fundamental skill when pursuing challenging goals and therefore it is vital 

ǘƻ ŜƴǘǊŜǇǊŜƴŜǳǊǎΩ success. Self-efficacy is defined as άŀ person's belief in his/her ability 

to fullfil a ǘŀǎƪ ƻǊ ǘƻ ŀŎƘƛŜǾŜ ŀ ƎƻŀƭέΦ LŦ ǎƻƳŜƻƴŜ Ƙŀǎ ƘƛƎƘ ǎŜƭŦ-efficacy, he/she will tend to 

set higher personal goals under the belief that they could be attained. The first key to 

successful goal setting is to build and reinforce self-efficacy. 

 
Self-efficacy is strongly related to Initiative. Self-efficacy helps to increase the probability 

of performing complex/not easy actions. Conversely, low self-efficacy may block Initiative 

since such individuals tend to avoid challenging situations and give up easily in the face 

of difficulties. 

 
Iƻǿ ǘƻ ƛƳǇǊƻǾŜ ǎŜƭŦπefficacy? 

 
Self-efficacy is very much related with self-knowledge and introspection, that is, the 

ǇŜǊǎƻƴΩǎ ability to evaluate his/her actual knowledge and capacities. To increase low self-

efficacy the person needs to identify the reason for not believing in his/her ability. Very 

frequently the answer is the lack of knowledge or skills. Once this reason has been identified, 



  

 

learning goals and plans need to be set to compensate the identified limitations. 

 
 
ώtwhth{95 !/¢L±L¢¸ І оΦн ς !{{9{{ ¸h¦w {9[Cπ9CCL/!/¸ϐ OPTIONAL 
 

The aim of this activity is that each student assesses his/her level self-efficacy. 
For each of the following statements respond in a 5-points scale from "not true at all" 

(1) to "very true" (5) 

 

 

 

 
 

I can always manage to solve difficult problems if I try hard enough 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

If someone opposes me, I can find means and ways to get what I want 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

It is easy for me to stick to my aims and accomplish my goals 

1 (Strongly disagree) 2 3 4 65(Strongly agree) 

I am confident that I could deal efficiently with unexpected events 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

Thanks to my resourcefulness, I know how to handle unforeseen situations 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

I can solve most problems if I invest the necessary effort  

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

I can remain calm when facing difficulties because I can rely on my coping abilities 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

When I am confronted with a problem, I can usually find several solutions 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

If I am in a bind, I can usually think of something to do 

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

No matter what comes my way, LΩƳ usually able to handle it  

1 (Strongly disagree) 2 3 4 5 (Strongly agree) 

 

Once you have finished, add up the numbers of all statements and divide it by 10. If 

the result is higher than άрΦннέΣ you have a self-reported Personal Initiative higher than 

the average. 

 
ώtwhth{95 !/¢L±L¢¸ І оΦо ς [9!wbLbD GOALS] 
 

The objective of this activity is that the student identifies tasks in which he/she feels a 

low self- efficacy and establishes a learning goal and a plan to address it. 

 
1. Regarding your personal project, identify tasks in which you feel you have a low 

self- efficacy, in other words, tasks in which you can anticipate a rather lower 
performance (e.g. presenting your idea to investors). Try to be specific on what type 

of knowledge are you missing. 

2. Next, list as many different ways/resources to solve that lack of knowledge as you 

can. (e.g. asking to your classmates, to your trainer, looking on the internet, looking 

for experts in LinkedIn, etc.). 



  

 

3. Finally, in groups, share your identified tasks and possible solutions. 
 

Please, note again that the role of the trainer is to walk around the class checking 

ǎǘǳŘŜƴǘǎΩ progress, listening to their reasoning and providing instant feedback. Students play 

a central role helping each ƻǘƘŜǊΩǎ learning process. It is important to remind students 

to share their points of view regarding each ƻǘƘŜǊΩǎ tasks and to be open-minded to 

accept feedback from peers. 

 
 
 
 

/ƭŀǎǎ ŘƛǎŎǳǎǎƛƻƴ ŀƴŘ ǘŀǎƪǎ assignment 
 

As a general recommendation, at the end of each activity in the classroom ask students to highlight 

the main difficulties and conclusions from their tasks. 

 

ώ!{{9{{a9b¢ ¢!{Y Ін ς {¢!w¢LbD Dh![ !b5 PLAN] 
 

Before the next session, ask students to submit (hand in) one starting goal for their 

own project. The goal needs to address the first actions towards starting their business idea. 

Therefore, the goal needs to be accompanied with a brief plan with the necessary steps 

to accomplish it and a reflection on possible obstacles, problems and alternative plans 
(plan B). Evidently, the plan does not have to be carried out but for them try to picture 

themselves in the situation. 

 
Each goal submitted may be evaluated in terms of how well do they follow the goal-

setting principles. The following could assist in the grading of task assignments (Total 8 

points): 

 

¶ Clarity (1 point) 

¶ Challenge (1 point) 

¶ Commitment (1 point) 

¶ Feedback: predict how could feedback inform goal adjustment. (0,5 point) 

¶ Task complexity: exemplify how the goal could be divided in smaller goals. (0,5 
point) 

¶ Plan: dated steps that will be followed (2) 

¶ Possible obstacles and problems (1 point) 

¶ Plans B (what would I do in case the problems happen). (1 point) 

 
Please, note that the trainer will need to explain in class how this Task 2 will be 

evaluated, what aspects will be considered when grading the task. Remember that the 

most important feature in 

Task 2 is that they learn how to set proper goals and plans to develop their initiative. 

Written feedback should be given to students. 

 
As a reminder, please note that the chosen idea does not really matter; the focus is 



  

 

here placed on the άƎƻŀƭ ǎŜǘǘƛƴƎέ and άǇƭŀƴƴƛƴƎέ capacities, not on the business idea 

itself. 

 
 
 
 
 

 
We here assist the trainer by providing an Example: 

 
9ȄŜǊŎƛǎŜ submitted: 

 
.ǳǎƛƴŜǎǎ ƛŘŜŀΥ ! ŎƻƳǇŀƴȅ ǘƘŀǘ ƎǳŀǊŀƴǘŜŜǎ ƘƻƴŜǎǘȅ ƛƴ ǘƘŜ /ǳǊǊƛŎǳƭǳƳ ±ƛǘŀŜ ό/±ύ ŀƴŘ ǇǊƻǾƛŘŜǎ ŎŀƴŘƛŘŀǘŜǎ ǘƻ 
ŎƻƳǇŀƴƛŜǎ ŜƴǎǳǊƛƴƎ ǘǊŀƴǎǇŀǊŜƴŎȅΦ 

DƻŀƭΥ /ƘŜŎƪ ǘƘŜ ƭŜƎŀƭ Ǿƛŀōƛƭƛǘȅ ƻŦ ǘƘŜ ǇǊƻƧŜŎǘ ǿƛǘƘƛƴ ǘƘŜ ƴŜȄǘ month. 

tƭŀƴ ǿƛǘƘ steps: 

¶ Search on the internet for laws regarding privacy in selection process: 

1. Can a company (legally) verify the information of a CV by contacting companies or institutions 

the person has worked for? 

2. Can a company (legally) provide information on a former employee? 

3. Can educational institutions (legally) provide information of a former student? 

hōǎǘŀŎƭŜǎ ŀƴŘ ŀƭǘŜǊƴŀǝǾŜǎΥ ƛǘ ƛǎ ǇƻǎǎƛōƭŜ ǘƘŀǘ L Ŧŀƛƭ ǘƻ ŬƴŘ ƻǳǘ ǘƘŜ ƴŜŎŜǎǎŀǊȅ ƛƴŦƻǊƳŀǝƻƴ ƻƴ ǘƘŜ ƛƴǘŜǊƴŜǘΣ ƻǊ ǘƘŀǘ 

L Řƻ ƴƻǘ ƪƴƻǿ Ƙƻǿ ǘƻ ƛƴǘŜǊǇǊŜǘ ƭŀǿǎ ǎƛƴŎŜ L ŀƳ ƴƻǘ ŀƴ ŜȄǇŜǊǘ ƻƴ ǘƘŀǘΦ Lƴ ǎǳŎƘ ŎŀǎŜΣ L ŎƻǳƭŘ ƭƻƻƪ ŦƻǊ ǎƻƳŜƻƴŜ 

ƳƻǊŜ ǎǳƛǘŜŘ ŦƻǊ ǘƘŜ ǘŀǎƪ ƻǊ ǎƛƳǇƭȅ ŎƻƴǘŀŎǘ ŀ ƭŀǿ ŎƻƴǎǳƭǘŀƴŎȅ ŎƻƳǇŀƴȅΦ 

 
¶ Clarity: it is specific, although it is not really measurable. 

¶ Challenge: I have never read a law, so it is definitely a challenge. 

¶ /ƻƳƳƛǘƳŜƴǘΥ Lǘ ƛǎ ŜǎǎŜƴǘƛŀƭ ǘƻ ƪƴƻǿ ƛŦ ƛǘ ƛǎ ƭŜƎŀƭ ǘƻΣ ŦƻǊ ŜȄŀƳǇƭŜΣ Ŏŀƭƭ ŎŀƴŘƛŘŀǘŜΩǎ ǇǊŜǾƛƻǳǎ ŜƳǇƭƻȅŜǊǎΣ 

otherwise the idea is not viable. 

¶ Feedback: as it is not measurable feedback does not really play a role, mainly, if I do not find out the 

information online, I will look for an expert. 

¶ Task complexity: it is hard to imagine that it could be divided into smaller goals. 
 

9ȄŀƳǇƭŜ Evaluation: 

 
¶ Clarity (1/1 point): yes 

¶ Challenge (1/1 point): yes 

¶ Commitment (1/1 point): yes 

¶ Feedback: predict how could feedback inform goal adjustment. (0,5/0,5 points): yes 

¶ Task complexity: exemplify how the goal could be divided in smaller goals. (0,5/0,5 points): yes 

¶ Plan: dated steps that will be followed (1/2 points): not dated 

¶ Possible obstacles and problems (1/1 point): yes 

¶ Plans B (what would I do in case the problems happen). (1/1 point): yes 

Total points: 7/8 

9ȄŀƳǇƭŜ ƻŦ CŜŜŘōŀŎƪ ŦǊƻƳ ǘƘŜ trainer: 

wŜƳŜƳōŜǊ ǘƘŀǘ Ǉƭŀƴǎ ƴŜŜŘ ǘƻ ōŜ ŀǎ ǎǇŜŎƛŬŎ ŀǎ ǇƻǎǎƛōƭŜΣ ƛƴ ǘƘƛǎ ǎŜƴǎŜΣ ƛǘ ŎƻǳƭŘ ƘŀǾŜ ōŜŜƴ ǎǇŜŎƛŬŜŘ ²I9b ǘƘŜǎŜ 

ǎǘŜǇǎ ŀǊŜ ƎƻƛƴƎ ǘƻ ōŜ ǇŜǊŦƻǊƳŜŘΦ 

aƻǊŜƻǾŜǊΣ ƛƴ ǘƘƛǎ ŎŀǎŜΣ ȅƻǳ ƘŀǾŜ ŎƘƻǎŜƴ ŀ ƴƻƴπƳŜŀǎǳǊŀōƭŜ ƎƻŀƭΦ CƻǊ Ǝƻŀƭǎ ǘƻ ōŜ ƳŜŀǎǳǊŀōƭŜ ǘƘŜȅ ƴŜŜŘ ǘƻ ōŜ 

ǉǳŀƴǝŬŀōƭŜΣ ōǳǘ ǘƘƛǎ ǿƛƭƭ ƴƻǘ ōŜ ǘƘŜ ŎŀǎŜ ŦƻǊ ŀƭƭ ƎƻŀƭǎΦ !ǎ ŀ ǎǳƎƎŜǎǝƻƴΣ ǘƻ ǘǊȅ ǘƻ ƳŀƪŜ ŀ ƳƻǊŜ ǇǊŜŎƛǎŜ ƎƻŀƭΣ ȅƻǳ 

ŎƻǳƭŘ ŬǊǎǘ ƛŘŜƴǝŦȅ ǿƘŀǘ ŀǊŜ ǘƘŜ ƭŀǿǎκŀǊǝŎƭŜǎ ǘƘŀǘ ƴŜŜŘ ǘƻ ōŜ ǊŜŀŘ ŀƴŘ ǘƘŜƴ ŎǊŜŀǘŜ ŀ ǊŜŀŘƛƴƎ Ǉƭŀƴ ό!ǎ ƛƴ ǘƘŜ ōƻƻƪ 

ǊŜŀŘƛƴƎ ŜȄŀƳǇƭŜ ǇǊƻǾƛŘŜŘ ƛƴ ŎƭŀǎǎύΦ 

 



  

 

{ǳǇǇƻǊǘ material 
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LƴŘŜŜŘ 9ŘƛǘƻǊƛŀƭ ¢ŜŀƳ όнлннύ ¢ƘŜ р tǊƛƴŎƛǇƭŜǎ ƻŦ Dƻŀƭπ{ŜǩƴƎ ¢ƘŜƻǊȅ ό²ƛǘƘ Iƻǿπǘƻ 
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[ǳƴŜƴōǳǊƎΣ CΦ /Φ όнлммύΦ DƻŀƭπǎŜǩƴƎ ǘƘŜƻǊȅ ƻŦ ƳƻǝǾŀǝƻƴΦ LƴǘŜǊƴŀǝƻƴŀƭ ƧƻǳǊƴŀƭ ƻŦ 
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¦ƴƛǘ о /ƻƳƳƛǘƳŜƴǘ ŀƴŘ ǎŜƭŦπdiscipline 

 
 
hōƧŜŎǝǾŜǎ ƻŦ ¦ƴƛǘ 3 
 

The main objective of this Unit 4 is to deliver the idea that the entrepreneurship process 

could sometimes be extremely frustrating and tough. It is for this reason that Commitment 

(as a soft-skill) is going to be a powerful source of energy and motivation, particularly 

when investors, not just once but several times, refuse our proposal, or when 

negotiations are not successful enough, or when our start-up fails. Being committed to 

our purpose might be crucial to succeed. 
 

 

 /ƻƴǘŜƴǘǎ ¦ƴƛǘ 3 
 

The contents of this Unit 4 are displayed as follows: 
 

1. Commitment 

a. Commitment, motivation and discipline 

b. The /ƻƳǇŀƴȅΩǎ mission and vision statements 

2. Self-discipline 

3. Class discussion and tasks assignment 

4. Support material 

 
 

/ƻƳƳƛǘƳŜƴǘ 
 
/ƻƳƳƛǘƳŜƴǘΣ ƳƻǝǾŀǝƻƴ ŀƴŘ discipline 
 

Commitment provides motivation (the desire and energy to do something) as it binds an 

individual to a particular course of action. 

 
In our lives, we frequently use the term Commitment to refer to important actions or 

decisions that have relatively long-term implications (e.g., commitment to a marriage; 

commitment to becoming a parent; commitment to improving employee productivity or 

ǎŀǘƛǎŦŀŎǘƛƻƴΧΦύΦ ¢ƘŜ ōƛƴŘƛƴƎ ƴŀǘǳǊŜ ƻŦ /ƻƳƳƛǘƳŜƴǘ makes it unique. By contrast, we use 

the concept Motivation to refer to ŀƴ ƛƴŘƛǾƛŘǳŀƭΩǎ incentive to do something in particular, 

including situations that have relatively trivial and shorter-term implications (e.g. go to the 

cinema, do the gardening, do some housework, or the homework). 

 
Further, when thinking about motivation we distinguish between: 

 
¶ Intrinsic motivation: defined as the desire to perform an activity for its own sake, so as 

to experience the pleasure and satisfaction inherent in the activity. 
 



  

 

¶ Extrinsic motivation: defined as the desire to perform an activity with the intention to 

attain positive consequences such as an economic incentive or to avoid negative 

consequences such as a punishment. 

 
DŜƴŜǊŀƭƭȅ ǎǇŜŀƪƛƴƎΣ ƛƴǘǊƛƴǎƛŎ ƳƻǝǾŀǝƻƴ ƛǎ ǊŀǘƘŜǊ ƳƻǊŜ ŘŜǎƛǊŀōƭŜ ŦƻǊ ŘƛũŜǊŜƴǘ ǊŜŀǎƻƴǎ ǎǳŎƘ ŀǎ 
ōŜƛƴƎ ŀǎǎƻŎƛŀǘŜŘ ǿƛǘƘ ǇƻǎƛǝǾŜ ōǳǎƛƴŜǎǎ ƻǳǘŎƻƳŜǎΦ ²ƘŜǊŜŀǎ ŀŎǝƻƴǎ ǘƘŀǘ ŀǊŜ ŜȄǘǊƛƴǎƛŎŀƭƭȅ 
ƳƻǝǾŀǘŜŘ ŀǊŜ ƭŜǎǎ ƭƛƪŜƭȅ ǘƻ ōŜ ǊŜǇŜŀǘŜŘ ǿƘŜƴ ǘƘŜ ŜŎƻƴƻƳƛŎ ƛƴŎŜƴǝǾŜ ƛǎ ƴƻǘ ǇǊŜǎŜƴǘΦ Lƴ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛǘ ƛǎ ƪŜȅ ǘƻ ƛƴǘŜǊƴŀƭƛȊŜ ǘƘŜ ƴŜŜŘ ŀƴŘ ŘŜǎƛǊŜ ŦƻǊ ƻǳǊ ƎƻŀƭǎΣ Ǉƭŀƴǎ ŀƴŘ ŀŎǝƻƴǎ 
όƛƴǎǘŜŀŘ ƻŦ ǎŜŜƛƴƎ ǘƘŜƳ ŀǎ ƻōƭƛƎŀǝƻƴǎύΣ ǊŜǾŜŀƭƛƴƎ ǎŜƭŦπŘŜǘŜǊƳƛƴŀǝƻƴΣ ŀƴ ƛƴƴŜǊ ŦƻǊŎŜ ǘƘŀǘ ƎƻŜǎ 
ōŜȅƻƴŘ ǇǳƴŎǘǳŀƭ ŜŎƻƴƻƳƛŎ incentives. ¢ƘǊƻǳƎƘƻǳǘ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǇǊƻŎŜǎǎΣ ǘƘŜǊŜ ǿƛƭƭ ōŜ 
ǘŀǎƪǎ ǘƘŀǘ ŀǊŜ ƴƻǘ ǊŜŀƭƭȅ ŜƴƧƻȅŀōƭŜΣ ƘŀǊŘ ǝƳŜǎ ŀƴŘ ǘŀǳƎƘǘ ƳƻƳŜƴǘǎ ƛƴ ǿƘƛŎƘ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ 
ǿƛƭƭ ƴƻǘ ōŜ ǇŀǊǝŎǳƭŀǊƭȅ ƳƻǝǾŀǘŜŘΦ Lƴ ǘƘŜǎŜ ƳƻƳŜƴǘǎΣ ŎƻƳƳƛǘƳŜƴǘ ƛǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ǊŜƳƛƴŘ ǘƘŜ 
ŜƴǘǊŜǇǊŜƴŜǳǊ ƘƛǎκƘŜǊ ǇǳǊǇƻǎŜ ŀƴŘ ƳƻǝǾŀǘŜκŜƴŜǊƎƛȊŜ ƘƛƳκƘŜǊ ōŀŎƪ ŀƎŀƛƴΦ ²ƘŜƴ ǘƘŜ Ǝƻŀƭǎ ȅƻǳ 
ǇǳǊǎǳŜ ŀǊŜ ŎƭŜŀǊ ŀƴŘ ŘŜǎƛǊŜŘΣ ŀƭǘƘƻǳƎƘ ƳƻǝǾŀǝƻƴ Ƴŀȅ ƴƻǘ ōŜ ǘƘŀǘ ǇǊŜǎŜƴǘΣ ŎƻƳƳƛǘƳŜƴǘ ŀƴŘ ǎŜƭŦπ
ŘƛǎŎƛǇƭƛƴŜ ǿƛƭƭ ƘŜƭǇ ȅƻǳ ŎƻƳǇƭŜǘŜ ǘƘŜ ƴŜŎŜǎǎŀǊȅ ǘŀǎƪǎ ŀƴŘ ƪŜŜǇ ȅƻǳǊ Ǉƭŀƴ ƎƻƛƴƎΦ 

 
A simple way to increase your commitment to a plan is to make it public, sharing it in 

your social media, with your friends/family, etc. 

 
 
¢ƘŜ /ƻƳǇŀƴȅΩǎ Ƴƛǎǎƛƻƴ ŀƴŘ Ǿƛǎƛƻƴ statements 
 

Commitment is crucial for the entrepreneur. In the business world (start-ups, companies) 
commitment could take the form of a mission and a vision for your project or company. 

The mission and vision statements describe what the company aims at as well as a desired 

future for the company. 

 
Making a mission and a vision statement explicit is a first, albeit important step in strategic 

planning. Despite we will cover strategic planning for your business idea in future courses 

we believe this is a right moment to introduce the value of mission and vision statements to 

reinforce Commitment. 

 
.ǊƛŜƅȅΣ ŀ Ƴƛǎǎƛƻƴ ŦƻǊ ȅƻǳ ŎƻƳǇŀƴȅ ƛǎ ŀ ŎƭŜŀǊ ǎǘŀǘŜƳŜƴǘ ƻŦ ǿƘŀǘ ǘƘŜ ŎƻƳǇŀƴȅ ŘƻŜǎΣ ǿƘƛŎƘ 

ƛǎ ǘƘŜ ŀŘŘŜŘ ǾŀƭǳŜ ƻŦ ǿƘŀǘ ƛǘ ŘƻŜǎΣ ŀƴŘ ǿƘƻ ƛǎ ƎƻƛƴƎ ǘƻ ōŜƴŜŬǘ ŦǊƻƳ ȅƻǳǊ ǇǊƻŘǳŎǘǎ ŀƴŘ 

ǎŜǊǾƛŎŜǎΦ ²ƘŜƴ ǘƘƛƴƪƛƴƎ ŀōƻǳǘ ǘƘŀǘ ȅƻǳ ǿƛƭƭ Ƴƻǎǘ ǇǊƻōŀōƭȅ ōŜ ǊŜƅŜŎǝƴƎ ƻƴ ȅƻǳǊ ǾŀƭǳŜǎ 

ŀƴŘ ƻƴ ǘƘŜ ǳƭǝƳŀǘŜ ǇǳǊǇƻǎŜ ƻŦ ǎǘŀǊǝƴƎ ŀ ōǳǎƛƴŜǎǎΦ Lǘ ƛǎ ƎǊŜŀǘ ǘƻ ŬƴŘ ŀƴ ŀƭƛƎƴƳŜƴǘ ōŜǘǿŜŜƴ 

ȅƻǳǊ ŎƻƳǇŀƴȅΩǎ Ƴƛǎǎƛƻƴ ŀƴŘ ȅƻǳǊ ŎƻǊŜ ǾŀƭǳŜǎ όǿƘŀǘ ȅƻǳ ǎǘŀƴŘ ŦƻǊύΦ 

 
A starting point to create a mission statement is to provide answers to the questions below: 
 

1. Purpose: What does your product or service do, or aim to provide and for whom? 
2. Values: What does your company stand for? For example, are you environmentally 

conscious and provide a more sustainable solution to solve a problem? Values are 

what make your company unique. 

3. Goals: What does your company accomplish for customers? Why should they 

purchase from you instead of other competitors? 



  

 

With these three components, you can create a mission that is unique to your brand. The 

mission statement takes the form of a single sentence, a paragraph at the most, inn which 

three elements should stand out: 

 
¶ What the company is doing 

¶ How do you do it (added value) 

¶ Who are your target customers 
 

Lǘ ƛǎ ŦǊŜǉǳŜƴǘ ǘƻ ŬƴŘ Ǿƛǎƛƻƴ ŀƴŘ Ƴƛǎǎƛƻƴ ǎǘŀǘŜƳŜƴǘǎ ǎŜǇŀǊŀǘŜŘΦ ²ƘƛƭŜ ǘƘŜ Ƴƛǎǎƛƻƴ 

ǎǘŀǘŜƳŜƴǘ ǊŜŦŜǊǎ ǘƻ ǘƘŜ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΣ ƛǘǎ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎ ŀƴŘ ǘƘŜ ǘŀǊƎŜǘ 

ǇƻǇǳƭŀǝƻƴ ȅƻǳ ŀǊŜ ŀƛƳƛƴƎ ŀǘΣ ǘƘŜ Ǿƛǎƛƻƴ ǎǘŀǘŜƳŜƴǘ ŘŜǎŎǊƛōŜǎ ŀ ŘŜǎƛǊŜŘ ŦǳǘǳǊŜ ŦƻǊ ȅƻǳǊ 

ŎƻƳǇŀƴȅΣ ŀ ŦǳǘǳǊŜ ƛƴ ǿƘƛŎƘ your ŎƻƳǇŀƴȅ ŘŜǾŜƭƻǇǎ ǘƻ ƛǘǎ Ŧǳƭƭ ǇƻǘŜƴǝŀƭΦ !ƎŀƛƴΣ ǘƘŜ Ǿƛǎƛƻƴ 

ǎǘŀǘŜƳŜƴǘ ƛǎ ŀ ǎŜƭŦπŎƻƴǘŀƛƴŜŘ ǇƘǊŀǎŜΣ ǎƻƳŜǝƳŜǎ ǿƛǘƘ ŀ ǇƻŜǝŎŀƭ ǘƻǳŎƘΦ 
 
 

¢ŀƪŜƴ ǘƻƎŜǘƘŜǊΣ Ƴƛǎǎƛƻƴ ŀƴŘ Ǿƛǎƛƻƴ ǎǘŀǘŜƳŜƴǘǎ ŀǊŜ ƛƳǇƻǊǘŀƴǘ ǎƻǳǊŎŜǎ ŦƻǊ ŎƻƳƳƛǘƳŜƴǘ ŀƴŘ 
ƳƻǝǾŀǝƻƴ ŦŀŎǘƻǊǎ ŦƻǊ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ 
 

In our case, we will try to create a complete vision-mission statement that: 
 

¶ Describes the desired future (of the company or its impact on the world/society) 

¶ Describes what the company does (what and who) 

¶ Includes core values (why do you do it? what is your purpose?) -> sometimes 

it overlaps with the desired future. 

¶ Makes evident the connection between the desired future, the core values 

and the offering. 

 
Ecoalf: (invented vision-mission) We want a world with oceans free of plastics, this is 

why we collect plastic from the ocean and make clothes with them. We put faith in 

responsible and ecologic market economy, because we only have one planet, and we 

need to take care of it. 

 
[EXAMPLES] COMBINE LOCAL AND GLOBAL EXAMPLES 

 
Tesla vision-mission: To create the most compelling car company of the 21st century by 

driving the world's transition to electric vehicles. 

 
Amazon vision: To be 9ŀǊǘƘΩǎ most customer-centric company, where customers can 

find and discover anything they might want to buy online. 

 
Warby Parker mission-vision: To offer designer eyewear at a revolutionary price, while 

leading the way for socially conscious businesses. 

 
Cradles to Crayons mission: Provides children from birth through age 12, living in homeless 

or low- income situations, with the essential items they need to thrive ς at home, at 

school, and at play. 



  

 

ώtwhth{95 !/¢L±L¢¸ ς aL{{Lhb ϧ ±L{Lhb STATEMENTS] 
 
 

The objective of this activity is that the students practice how to write and assess a 

vision and mission statements. 

 

 
1. Get students work in small groups. Provide the groups of students with examples 

of rather well-known companies (provide just the names). 

 

2. Ask students to work individually first and write a tentative vision and mission 

statements for the example company names by following the steps below. Ask 

them not to copy from each other, this is not graded, try your best. 

 

¶ Explain the ŎƻƳǇŀƴȅΩǎ product or service. 

¶ Identify their target population 

¶ Identify the ŎƻƳǇŀƴȅΩǎ core values and how are they present in the 

product/service. 

¶ Describe the desired future of the company 
 

3. Lƴ ƎǊƻǳǇǎΣ ǎƘŀǊŜ ŜŀŎƘ ƻǘƘŜǊΩǎ Ǿƛǎƛƻƴ ŀƴŘ Ƴƛǎǎƛƻƴ ǎǘŀǘŜƳŜƴǘǎΦ !ǎǎŜǎǎ ȅƻǳǊ ǇŜŜǊǎΩ 

answers in reference to what is required as a mission and vision statements. 

 

4. Come up with an agreed vision and mission statement for the example companies. 
 

5. CƛƴŀƭƭȅΣ ǎƘŀǊŜ ǘƘŜ ƎǊƻǳǇΩǎ ƻǳǘŎƻƳŜ ǿƛǘƘ ǘƘŜ rest of groups. This could be reading out 
the mission/vision statements and asking the rest of groups to identify the company. 
  
 

{ŜƭŦπŘƛǎŎƛǇƭƛƴŜ 

 

{ŜƭŦπŘƛǎŎƛǇƭƛƴŜ Ŏŀƴ ōŜ ŘŜŬƴŜŘ ŀǎ άǘƘŜ ŀōƛƭƛǘȅ ǘƻ ƳŀƪŜ ȅƻǳǊǎŜƭŦ Řƻ ǘƘƛƴƎǎ ȅƻǳ ƪƴƻǿ ȅƻǳ ǎƘƻǳƭŘ 
Řƻ ŜǾŜƴ ǿƘŜƴ ȅƻǳ Řƻ ƴƻǘ ǿŀƴǘ ǘƻ ƛƴ ǘƘŜ ǎŜǊǾƛŎŜ ƻŦ ŀ ƘƛƎƘŜǊ ƎƻŀƭέΣ ǎƻ ǘƘŜǊŜ ƛǎ ƴƻ ƴŜŜŘ ǘƻ ǿŀƛǘ 
ŦƻǊ ŀ ƎƻƻŘ ƳƻƻŘΦ 

 
Having clear and appealing goals and plans you can trust is an excellent ground floor for your 

self- discipline. That is, be clear with what to want to do and how to do it gives you a strong 

sense of direction and confidence for your actions. You can fix milestones along the way 

to serve as reference points for measuring your progress (and get rewards). 

 
Iƻǿ Ŏŀƴ ǎŜƭŦπŘƛǎŎƛǇƭƛƴŜ ōŜ ǘǊŀƛƴŜŘΚ hƴŜ ǿŀȅ ƛǎ ǘƻ ŘŜŬƴŜ ǎŜƭŦπŘƛǎŎƛǇƭƛƴŜ ŀǎ ŀ ƘŀōƛǘΣ ǘƘŜ 

Ƙŀōƛǘ ƻŦ άŘƻƛƴƎ ǘƘƛƴƎǎ ȅƻǳ Řƻ ƴƻǘ ǿŀƴǘ ǘƻ ŘƻέΣ ƻǊ ǘƘŜ Ƙŀōƛǘ ƻŦ άŘƻƛƴƎ ǘƘƛƴƎǎ ȅƻǳ ƪƴƻǿ 

ȅƻǳ ǎƘƻǳƭŘ Řƻ ŜǾŜƴ ǿƘŜƴ ȅƻǳ Řƻ ƴƻǘ ǿŀƴǘ ǘƻέΦ ²Ŝ Ŏŀƴ ǳǎŜ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ƻƴ Ƙŀōƛǘ 

ŦƻǊƳŀǝƻƴ ǘƻ ǘǊŀƛƴ ƻǳǊ ǎŜƭŦπ discipline. 



  

 

 
To form a habit, repetition is crucial until our behaviour is automated. Automaticity is the 

result of repetition. The more frequently a behavior is performed the faster it will be 

adopted (daily repetition could be a good option). A study published by Lally et al. 

(2010) concluded that automaticity takes between 18 to 254 days (depending on the 

difficulty of the behavior change you pursue), and most people get to it in 66 days (so do 

not pretend to hurry up habit formation). 
 

 

aƻǾŜ ŦǊƻƳ ƛƴǘŜƴǝƻƴ ǘƻ ŀŎǝƻƴΥ ǎǘŀǊǘ ōȅ άŘƻƛƴƎ ǿƘŀǘ ȅƻǳ ǎƘƻǳƭŘέ ONCE. 
 

¶ Try to anticipate the activities that you will not want to do (but you need to 

do) and establish a plan. 

¶ Plan how possible obstacles will be faced (distractions, too) 

¶ Set reminders (alarm clocks, post-its, etc.). 

¶ Adapt the environment to facilitate the behavior. (e.g. prepare the setting) 

¶ Keep track of the behaviours that are carried out (register when you do the 

intended behavior or when you do another action). 

 

 
1. Repeat the habit of άŘƻƛƴƎ what you shouldέΦ Probably one of the most 

important things in order to maintain a behavior over time (for example, to do 

it when you are not motivated) is that the behavior itself, or its result, must generate 

positive emotions like satisfaction or other rewards (feeling that the expected value 

of the action is obtained and that it contributes to the goal and the plan). 
 

 

¶ Focus on the different benefits/rewards that behavior may have and on the 

feeling of pride experimented after having performed the desired behavior. 

 

¶ Internalize and remember the desire and the need for the habit, prioritizing a genuine 
interest in carrying out the behavior by itself and not only by external rewards. 

 
2. Eliminate interfering habits. Creating new habits often requires removing another 

unwanted existing habit, for example, checking messages and/or information on 

social media instead of doing the needed task. 

 

ω Replace old habits and behaviours with another habit that uses the same cue. 

ω Modify the context so that the cue that triggers the unwanted habit disappears 

(e.g. not going to work following a route full of candy and donuts shops). 

ω Set reminders (not to perform the habit you want to change). 

  

 

[PROPOSED ACTIVITY ς SELF-DISCIPLINE] 

 

The aim of this activity is to help students reflect on their discipline and share tips 



  

 

with each other to overcome lack of motivation. 

 
1. Ask students to think, individually, about activities or tasks regarding their 

personal project or personal life that they have to do / should do but they have not 

done yet or feel unmotivated: 

 

¶ What tasks /activities can be done that you have not done yet? 

¶ What activities do you expect that will be an obstacle due to your lack motivation? 
2. Ask them to provide answers to: 

 

¶ Why ƘŀǾŜƴΩǘ you performed these tasks already? Is it due to motivation? 

¶ What are the goals behind these tasks? What is the purpose? 

 

3. Ask them to think ways they could improve their self-discipline with these examples: 

 

¶ Do I feel more motivated when I focused or imagine the task already finished? 
¶ Can I somewhat make this task easier? For example, setting reminders. 

¶ Would it be useful to establish a deadline? What about making public your 

intentions to do it? 

 
4. Ask students to share their results in groups. 

 
 

/ƭŀǎǎ ŘƛǎŎǳǎǎƛƻƴ ŀƴŘ ǘŀǎƪǎ assignment 
 

Once the proposed activity has been discussed within small groups, ask groups to 

highlight the main difficulties and conclusions. 

 
The next session, students will have to make a short 1-2 min presentation. The topic is 

free, but it has to be explained in no more than 2 minutes (It can be less time). Some 

example topics are: 

 
¶ Explain and/or justify your business idea 
¶ Explain and/or justify a vision-mission statement. 

¶ Explain the story of an entrepreneurship case failure/success. 
 

Again, the topic is completely free (you can explain your favourite film, your ƘƻōōȅΧύ 

and does not really matter, the focus will be set on the communication skills. 

 
 
ώ!{{9{{a9b¢ ¢!{Y І о ς ±L{LhbπaL{{Lhb STATEMENT] 

 

Before the next session, ask students to submit (hand in) a tentative vision and mission 

statements of their personal project. The submission should be assessed in terms of: 

 
¶ Describes the desired future (of the company or its impact on the world/society). (1 



  

 

point) 
¶ Describes what the company does (what and who). (1 point) 
¶ Includes core values (why do you do it? what is your purpose?) -> sometimes 

it overlaps with the desired future. (1 point) 

¶ Makes evident the connection between the desired future, the core values 
and the offering. (1 point) 

 
 

Please, note that the trainer should explain how would the student be evaluated, that 

is what aspects will be considered when grading the task outlined above. Remember 

that the most important thing is that they learn how to write a vision and mission 

statements. Questions regarding the task can be asked to the trainer (e.g. by mail) or that 

students can help each other. IMPORTANT: DO NOT WRITE THE ANSWERS FOR THEM, it 

is essential that each student knows how to define his/her own goals and vision; and feels 

his/her own purpose; otherwise, it is going to be artificial to pursue a mission that someone 

else has set for him/her. 

 
 
 
 
 

{ǳǇǇƻǊǘ ƳŀǘŜǊƛŀƭ  
 
 
/ƻƳƳƛǘƳŜƴǘ ϧ aƻǝǾŀǝƻƴ  
 
Meyer, J. P., Becker, T. E., & Vandenberghe, C. (2004). Employee commitment and 
motivation: a 
conceptual analysis and integrative model. Journal of applied psychology, 89(6),

 991. 

https:// www.academia.edu/download/49996904/Employee_Commitment_and_Motivation
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/ƻƳǇŀƴȅ Ƴƛǎǎƛƻƴ ς Ǿƛǎƛƻƴ statement: 

 
YƻƭƻǿƛŎƘΣ [Φ /Φ όмт ƻŦ bƻǾŜƳōŜǊ ƻŦ нлннύ нт aƛǎǎƛƻƴ ŀƴŘ ±ƛǎƛƻƴ {ǘŀǘŜƳŜƴǘ 9ȄŀƳǇƭŜǎ 

¢Ƙŀǘ ²ƛƭƭ LƴǎǇƛǊŜ ¸ƻǳǊ .ǳȅŜǊǎΦ IǳōǎǇƻǘ ƘǧǇǎΥκκōƭƻƎΦƘǳōǎǇƻǘΦŎƻƳκƳŀǊƪŜǝƴƎκƛƴǎǇƛǊƛƴƎπ

ŎƻƳǇŀƴȅπƳƛǎǎƛƻƴπ statements#missionvsvision 

 

²ǊƛƎƘǘΣ ¢Φ όнт ƻŦ Wǳƭȅ ƻŦ нлннύ Iƻǿ ǘƻ ²ǊƛǘŜ ŀ ±ƛǎƛƻƴ {ǘŀǘŜƳŜƴǘ ό²ƛǘƘ 9ȄŀƳǇƭŜǎΣ 

¢ƛǇǎΣ ŀƴŘ CƻǊƳǳƭŀǎύΦ /ŀǎŎŀŘŜΦ ƘǧǇǎΥκκǿǿǿΦŎŀǎŎŀŘŜΦŀǇǇκōƭƻƎκǿǊƛǘŜπƎƻƻŘπǾƛǎƛƻƴπǎǘŀǘŜƳŜƴǘ 

http://www.academia.edu/download/49996904/Employee_Commitment_and_Motivation_A_Co
http://www.academia.edu/download/49996904/Employee_Commitment_and_Motivation_A_Co
http://www.cascade.app/blog/write-good-vision-statement
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http://www.tandfonline.com/doi/abs/10.1080/17437199.2011.603640


  

 

¦ƴƛǘ 4 9ũŜŎǝǾŜ Communication 
 
 

hōƧŜŎǝǾŜ ¦ƴƛǘ 4 
 

The aim of this Unit 5 is to highlight the importance of effective communication as a key 

ingredient of the entrepreneurial process. Entrepreneurs will have to pitch their business 

idea to possible investors, clients, partners, etc. and negotiate effectively. However, Course 

1 is not the place too display in depth all aspects of communication. Pitching and 

Negotiation, for example, need to be grounded on a rather more elaborated business idea 

and business plan for which they will be covered later in the training program. 

 
Despites the above, there are other very relevant elements of communication that the 

entrepreneur should be aware of and attain as a soft skill. This Unit will review some 

of these selected aspects, with particular focus on oral communication. 
 

/ƻƴǘŜƴǘǎ ¦ƴƛǘ 4 
 

The contents of this Unit 5 are displayed in the following sections: 
 

1. General presentation skills 

a. Verbal communication and presentation design 

b. Non-verbal communication 

c. Other tips 

2. Class discussion and tasks assignment 

3. Support material 

 

 
DŜƴŜǊŀƭ ǇǊŜǎŜƴǘŀǝƻƴ skills 

 
Effective Communication takes place when there are no barriers to get our message across 

to those that we believe need to know about it. .ǳǘΧ what makes for a communication 

to be effective? 

 
There is an overall consensus among experts that effective communication needs to 

incorporate elements such as clarity and consistency of the message, adequate language, 

timing and context, and a proper use the medium of communication and the use of 

technology. We will be looking into these now. 

 
Please, note that delivering a presentation to a given audience is an active dissemination 

activity. It is not a passive diffusion of information; quite on the contrary, you have a 

selected audience in front of you, ready to listen to what you have to say, willing to stay 

connected for some time, and able to provide relevant feedback to your message. You 

should seize that opportunity, enjoy it, and work hard towards delivering a good 

presentation. 



  

 

 

No one is born being an expert in delivering a presentation. One may have certain natural 

skills, but relying on them exclusively is not a guarantee of success. Effective communication 

needs to be worked out, and everybody could become a better communicator with a method 

and practice. We have divided the contents of this section into verbal and non-verbal 

communication. Both are extremely relevant and need to be addressed at the time of 

delivering your message. 

 
  

Verbal communication and presentation design 
 

The first message to take home here is: you should have a clear idea of what you want to 
communicate. You should become your first listener and, accordingly, inform/communicate 
yourself before you actually communicate others. Having a clear and well-defined message is 
the first step towards an effective communication. For example, a common error is to try to 
communicate too many messages or too much information at the same time. Keep your speech 
straight and clear. Tell yourself which are the main take-home messages you want to convey 
to your audience, and set the pace to do so. 
 

Language is key to clarity. It is not just what you have to say but how you say it. For 

example, using too many technical words, or words with two or more meanings, could 

add confusion to your speech. Make sure your language is adequate to your audience. Do 

not resign using rather sophisticated or technical words when necessary but avoid 

packing your speech with them. 

 
Keep to your timing. The duration of your presentation is limited to what you have agreed 

with the audience. Do not extend that. If there are further information needs from the 

audience, then use the Q&A time for clarification. Respect is paramount here. 

 
Use a proper medium and technology. When using visual aids and technology, be sure 

that they do not mask the message you want to get across. That is, focus on your 

message not on the technology. Use the technology to your benefit not as a substitute. 

Devote more time and effort to your message (clarity, adequacy, consistency) than to 

technology gadgets and tools. As stated, effective communication means communication 

free from barriers. Do not make of technology a barrier. 

 
As a member of the audience, it is always nicer to hear someone explaining something 

naturally than listening to someone who has memorised a monologue word by word. 

Since you will be using a slide presentation (or any other visual support), or a set of 

notes, you can use them as a reference, as a reminder of what you have to explain. 

Memorising becomes less relevant. Finally, do not read line by line from your slide. Slides 

should represent key points in your speech, not your speech. 
 

Practicing the presentation several times, explaining it naturally, will have a much better result 
than memorizing the speech. As a speaker you will be always conscious about what to explain 
and hardly go blank. In the event you go blank, just look back at the slides, or your notes, to 



  

 

remember what needs to be explained. In this case, using slides have two main purposes: (i) 
expose the most substantial information and visually support the explanation, and (ii) remind 
the speaker what he/she has to say. Use both to your advantage: 
 
Your voice and pace are two key ingredients for a successful presentation. It is highly advisable 
that you speak at a pace the audience could follow. Keep an even pace is also desirable, but 
you can modulate that when felt necessary. For example, slow down your pace if you want 
extra attention from the audience to a given concept. Further, you could use inflections in your 
voice so as to highlight a particular aspect of your speech (making a point, summaries a key 
ƳŜǎǎŀƎŜΧύ ŀƴŘ ǘƻ ŎŀǘŎƘ ǘƘŜ ŀǳŘƛŜƴŎŜ ŀǘǘŜƴǘƛon. The tone of your vice gives the audience many 
clues about yourself, so it could be used to show competence, confidence and enthusiasm, too. 
 
Try to face the audience when speaking. Do not talk to your screen (unless you wear a mic) 
since the audience will not be able to hear what you say (you will not be projecting your voice 
towards them). You can look to the screen to recall your contents or to refer to something that 
is being  
shown, but when doing that you should that avoid talking since your voice may not get to the 
audience. 
It is recommended that you find an initial link between your presentation and the audience. 
There are many ways to do that. Catching the attention and interest of the audience may 
include staring by formulating a question or two (it is not necessary to expect an answer) so 
ǘƘŀǘ ƭƛǎǘŜƴŜǊǎ ǿƛƭƭ ōŜ ŀŎǘƛǾŜƭȅ ŜƴƎŀƎŜŘΦ {ŜƴǘŜƴŎŜǎ ƭƛƪŜ άƛƳŀƎƛƴŜκǘƘƛƴƪ ŀōƻǳǘ   ŦƻǊ ŀ ƳƻƳŜƴǘέ 
can be used to achieve 
the same objective. 
 
 

bƻƴπǾŜǊōŀƭ ŎƻƳƳǳƴƛŎŀǝƻƴ 
 

When it comes to conveying confidence using non-verbal communication (for example, in a 

public speaking exhibition), there are several aspects to consider. Some of these aspects 

include: 

 
¶ Posture and orientation: It is recommended you feel comfortable in front of your 

audience, in a natural position so to speak, for example standing on your legs 
somewhat separated, both legs and upper trunk (whole body) facing the audience. If 
you have to be seated, it is pertinent to lean forward, towards your audience, 
respectfully. 

 
¶ Movement (walking or moving your feet): Walking and moving around is not banned 

but should not be something people notice. It may distract the audience from the 
message and you do not want that to happen. Use it therefore when convenient and with 
moderation. Similarly, restless feet are usually an indicator of nerves; so you want to 
avoid that. 

 

¶ Gestures: Hands must be free and move according to what is being explained (natural 
gestures); without much movement but without remaining immobile. When using 
hands to point to an element in your visual presentation, avoid moving them (or your  



  

 

 
¶ laser pointer) too much, on the contrary, use it to point out what needs to be highlighted 

and back to its natural position again. 
 

¶ Facial expression: Your facial expression needs to accompany your message. Be ready 
to use your charm and your smile when possible and according to the context. 

 
¶ Gaze: Your look/gaze must be directed and distributed to all listeners. There are practical 

tips in this respect: choose 3 or 4 specific people (dispersed in the room) and 
alternate the look between them. You do not need to look directly to them, just 
spread your gaze among them. 

 
¶ Proximity: You must be as close to the audience as possible, obviously leaving a 

minimum distance, with no relevant physical elements standing between you and the 
audience. 

 
 

hǘƘŜǊ tips 
 

In the literature (see links provided) many authors claim there are other important aspects 

to a presentation that need to be observed. We have selected some of them below. 

 
¶ Dress code. You want to choose your outfit  taking into account the context and 

the audience you will be addressing. Be aware if there are any dressing protocols 

that may apply. In addition, think practically. You do not want whatever your war 
to act as a barrier to effective communication. Inappropriate clothing, jewellery, 

hats or any other piece of your outfit  could interfere and distract the audience 

from what is important: your speech. 

¶ Arrive early. Plan ahead and get yourself in time to the place where you have 
to deliver your presentation. Just in time or late are not valid options. You probably 

want to meet the moderator (if there is one), get to know your audience a bit 

before you start, get a good feeling about the place and the technology at your 

disposal. This time could also be used to load your presentation (if you have one) 

and avoid the audience having to wait. 

¶ Decide how to handle audience questions. This has to be decided in advance 

and inform your audience accordingly. You may want to handle questions while 

you are speaking, or at the end of your speech. That choice largely depends on 

the time you have for your speech, but other circumstances may force one or other 

option. The key message here is to accommodate your preference and let the 

audience know. 

¶ Have a plan if the technology fails. Arriving early could avoid many technology 

failures, but still, if technology fails (although it should not) have a plan on how 

to best proceed. The plan does not need to be perfect, but viable. The audience 

will be understanding. 

¶ Before you start. Before you actually get your presentation going, greet the 

audience (thank them for being there), the rest of participants and moderators 



  

 

(if that is the case), and briefly introduce yourself. All these will put you at ease 

before the presentation. Using a smile when standing in front of your audience 

will make that audience feel more comfortable listening to you. No chewing gum 
or eating during your presentation, although you may drink water to clear your 

voice and hydrate. 

¶ Conclude properly. Do not finish your presentation abruptly by saying: "This is it" or 

"I'm done." A good conclusion will be a brief summary and a thank-you phrase. 

 
ώtwhth{95 !/¢L±L¢¸ ς tw9{9b¢!¢Lhb SKILLS] 
 

The objective of this activity is that students learn and put into practice the basic 

presentation notions. In this activity students will have to expose the 2 min presentation 

they have prepared at home to the class and assess their peers. 

 
1. First let some time to students to read the following evaluation template and adjust 

their prepared presentation: 
 

Verbal communication Yes/No 

The speaker catches the audience a)en*on (e.g. by asking ques+ons, explaining a story or 
using sentences like άƛƳŀƎƛƴŜκǘƘƛƴƪ ŀōƻǳǘέύ 

 

The speech is clear and easy to understand  

The dura)on does not exceeds the %me limit  

The speech feels natural (not memorized or read)  

The informa,on on the slides helps the explana,ons and do not contain unnecessary 
informa(on 

 

Non-verbal communication  

The speaker faces the audience  

The speaker walks in a way that distracts the audience  

The speaker moves his/her feet nervously  

Hands move according to what is being explained (natural gestures)  

The facial expression accompanies the message, and the speaker smiles when possible  

The speaker looks to all listeners  

The speaker is as close to the audience as possible with no relevant physical elements 
standing in between 

 

 

2. Next, each student will present his/her topic and the rest of participants will assess 

the presentation. 

 
3. Feedback after the presentation needs to be provided by tutor and peers. 

 
Please, note it is necessary that all students present their topic. A two minutes timer needs to 
be set so no one takes time from his/her peers. 
  
 

Class discussion and tasks assignment 
 
Once activities have finished, ask groups to highlight the main difficulties and conclusions from 
the tasks. 
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Ask students to submit a synthesis of contents in which they summarize the 

aspects/criteria they would take into account when: 

 

¶ Analyzing a business idea (1 point) 

¶ Choosing a team (1 point) 

¶ Setting a goal (1 point) 

¶ Stablishing a plan (1 point) 

¶ Facing a necessary task but they are unmotivated (1 point) 

¶ Writing a vision-mission statement (1 point) 

¶ Preparing a presentation 

o Verbal aspects and slide (1 point) 

o Nonverbal aspects (1 point) 

¶ Preparing a Pitch (1 point) 

¶ Preparing a negotiation (1 point) 

 

The idea of the synthesis is that each student creates a useful tool that summarizes 

the entire course. The objective is that the student can use this document in the future when 

facing these situations. 

TUTOR/MENTOR: Regarding evaluation, the most important thing is that the aspects and 

criteria are written in their own words and structured in the way they feel more useful: 

in a list, in a scheme, in a paragraph, etc. If an important idea is missing in a section, 0,5 

points will be deducted. 

 
{ǳǇǇƻǊǘ material 
 

There are many interesting links at your disposal to enlarge your knowledge about what 

makes a good presentation, how to prepare for a presentation and how to delivering 

one effectively. 

https:// www.niu.edu/presentations/deliver/index.shtml   

 

https:// www.trentu.ca/academicskills/how-guides/how-write-university/how-

approach-any-   assignment/preparing-and-delivering-oral 

 

https://hbr.org/2013/06/how-to-give-a-killer-presentation   

 

https://subjectguides.york.ac.uk/presentations/delivery   

 

https:// www.ingeniousdesign.co.uk/how-to-prepare-and-deliver-a-great-

presentation/    

 

http://www.niu.edu/presentations/deliver/index.shtml
http://www.trentu.ca/academicskills/how-guides/how-write-university/how-approach-any-
http://www.trentu.ca/academicskills/how-guides/how-write-university/how-approach-any-
http://www.ingeniousdesign.co.uk/how-to-prepare-and-deliver-a-great-presentation/
http://www.ingeniousdesign.co.uk/how-to-prepare-and-deliver-a-great-presentation/


  

 

https:// www.ncbi.nlm.nih.gov/pmc/articles/PMC1119252/ 

http://www.ncbi.nlm.nih.gov/pmc/articles/PMC1119252/


  

 

¦ƴƛǘ р !ǎǎŜǎǎƳŜƴǘ ŀƴŘ feedback 

 
 

The evaluation of the module is based on the sum of the assessment tasks done 

throughout ŜŀŎƘ ƳƻŘǳƭŜΩǎ ǳƴƛǘǎΦ ¢ŀƪƛƴƎ ǘƘƛǎ ƳƻŘǳƭŜ ŀǎ ŀƴ ŜȄŀƳǇƭŜΥ 

 
¶ Assessment task 1: Starting goal and plan 

 
¶ Assessment task 2: vision-mission statement 

 
¶ Assessment task 3: Communicating in a social enterprise 

 
¶ Assessment task 4: Acquired knowledge evaluation 

 
The evaluation should include written feedback and a numeric grade. The following 

sheet summarizes the proposed assessment for Module 2: 

 
 

TASK SCOR
E 

MA
X 

TASK FEEDBACK 

[ASSESSMENT 
TASK#1 ς STARTING 
GOAL AND PLAN] 

 
0 

 
10 

 

[ASSESSMENT 

TASK#2 ς VISION- 

MISSION 
STATEMENT] 

 
0 

 
10 

 

[ASSESSMENT 

TASK#3 ς

COMMUNICATIO
N] 

 
0 

 
10 

 

[ASSESSMENT 

TASK#4 ς

ACQUIRED 

KNOWLEDGE] 

      10   

TOTAL SCORE: 0 40 OVERALL FEEDBACK OR COMENTARY 
(OPTIONAL): 

FINAL GRADE (0 to 
10): 

 
0 

  



  

 

 

{ǳƳƳŀǊȅ 
 

The general objective of this Module is to introduce to participants what entrepreneurship and social 
entrepreneurship is and what does it mean to become an entrepreneur. Moreover, and more 

importantly, its aim is also to make participants see entrepreneurship as a feasible career option and feel 

competent to be an entrepreneur (to be self-employed and run a company) working on key soft-

skills. 

 
This course is an essential first step in the process of becoming an Entrepreneur/social entrepreneur, 

not only by the added value of training soft-skills, but also by understanding the need an significance of 

the other courses in the program. 

 

¢Ƙƛǎ ƳƻŘǳƭŜ ǿƛƭƭ ŦŀŎƛƭƛǘŀǘŜ ǎǘǳŘŜƴǘǎ ǘƻ ƭŜŀǊƴ: 

¶ what entrepreneurship is,  

¶ that entrepreneurship is a feasible career option,  
¶ about two key ingredients needed to become an entrepreneur: 

o Internal motivation (driving force) 
o The ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ soft-skills toolbox (Initiative, Self-efficacy, 

Commitment, Self- discipline, & Communication) 

 
 
 

[ƛǘŜǊŀǘǳǊŜ  
 
- Boschee, Jerr όмффуύ ά²Ƙŀǘ ŘƻŜǎ ƛǘ ǘŀƪŜ ǘƻ ōŜ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΚέ ŦƻǳƴŘ ƻƴ bŀǘƛƻƴŀƭ 

Centre for Social Entrepreneurs website 
-  /ŀǘŦƻǊŘΣ WƻƘƴ όмффуύ ά{ƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŀǊŜ Ǿƛǘŀƭ ŦƻǊ ƘŜŀƭǘƘ ǇǊƻƳƻǘƛƻƴ - but they need 
ǎǳǇǇƻǊǘƛǾŜ ŜƴǾƛǊƻƴƳŜƴǘǎ ǘƻƻέ ƛƴ IŜŀƭǘƘ tǊƻƳƻǘƛƻƴ LƴǘŜǊƴŀǘƛƻƴŀƭΣ ±ƻƭΦ моΣ bƻΦ нΣ 

-  /ƻŜȅƳŀƴΣ aŀǊƧƻǊƛŜ όмфффύ ά{ƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŜŀƎŜǊƭȅ ƳƻǾŜ ŦƻǊǿŀǊŘέ ƛƴ /ƘǊƛǎǘƛŀƴ 
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Module 3 The Idea 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 
 

Learning objectives / competences to be acquired  
The general objective of this module is that participants create/choose, define and start 
developing a business idea. Later modules will assist in the full deployment of the business 
idea. This module also counts on a series of project reviews to assist participants with the 
idea definition process.  
To achieve such a goal, Module 3 focuses on: 
 

c) Considerations and evaluating the options to generate ideas (come up with several 
ideas participants could be interested in, find variations and alternatives to already 
thought ideas.) 

d) Define and analyse the ideas in business terms (clarify what is the specific proposal, 
assess the logic and coherence of the ideas of interest) 
 

One of the aims of module 3 is to allow participants to experiment with different ideas and 
get to know themselves as entrepreneurs. Consequently, the purpose of module 3 is that 
each participant chooses a business idea to develop and start testing its validity.  
 
Learning objective 1: Understand what a business idea is and how to ensure it will be 
successful.  
Learning objective 2: Be aware of tools and exercises that will allow for creative idea 
generation. 
Learning objective 3: Analyse the potential business idea for viability  

 

 

Reasons for the module  

This Module is an essential step in the process of designing a sound business plan, 
providing the key skills to ensure that the business idea is fully thought out, well 
researched and viable. 

This ƳƻŘǳƭŜ ǿƛƭƭ ƘŜƭǇ ŘŜǾŜƭƻǇ ŀ ά{ƻǳƴŘ .ǳǎƛƴŜǎǎ LŘŜŀέ ŀƴŘ ƛǘ ǎƘƻǳƭŘ ƘŜƭǇΥ 

¶ Identifying market opportunities. 

¶ Focus on challenges. 

¶ Uncover needs. 
¶ Think strategically. 
¶ Recognise the value of the idea.  

Contents of the module: 
 
Unit 1 What is a business idea 
Unit 2 Creative idea generating  
Unit 3 Analyse the idea 



  

 

Reference to other modules 

This module is linked with  

Module 4 ς The product /the service 

Module 5 ς Market opportunities 

Module 6- Marketing & sales 

Module 8 ς Opportunities & Risks 

Module 9 ς Implementation plan 

Module 10 ς Financing 

Teaching and learning methods 

- Ice breakers 
- Group discussions 
- Individual and group work 
- Research 
- Videos 
- Quizzes 

We will use a variety of tools, including whiteboards, feedback and on-line systems 

 

Examination modalities  

- Detailed record of business idea covering aspect from the module 

Including the idea itself, the relevancy to the individual and the key components  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 

DƭƻǎǎŀǊȅ 
 

term definition   Sector  

Business plan A business plan is a document that defines 
in detail a company's objectives and how it 
plans to achieve its goals. 
 
A business plan lays out a written road map 
for the firm from marketing, financial, and 
operational standpoints.  

Economic 

Branding The promotion of a particular product or 
company by means of advertising and 
distinctive design. 
 

Economic  

Digital Era The period where digital technologies play a 
prominent role in shaping up and regulating 
the behaviors, performances, standards, 
etc., of societies, communities, 
organizations and individuals.  

Social/economic 

Social Business Model 
Canvas (SBMC) 

The Social Business Model Canvas is a 
strategic tool used for planning and 
analyzing social enterprises or businesses 
with a social mission. It is a visual 
framework that helps entrepreneurs and 
organizations identify key components of 
their business model, ensuring alignment 
between social impact and financial 
sustainability. The canvas consists of nine 
building blocks: social value proposition, 
customer segments, channels, customer 
relationships, key resources, key activities, 
key partnerships, revenue streams, and cost 
structure. By mapping out these elements, 
the SBMC enables entrepreneurs to 
evaluate and refine their social business 
models, ensuring they effectively address 
social needs while generating revenue. It 
provides a holistic view of the business, 
facilitating strategic decision-making and 
fostering innovation and impact 
measurement. 

 

Holistic Approach The holistic approach refers to an inclusive 
and comprehensive perspective that 
considers the interconnectedness and 
interdependence of various elements or 
factors within a system. It involves 

 

https://www.investopedia.com/terms/m/marketing.asp


  

 

considering the whole rather than focusing 
on individual parts, recognising that each 
component is influenced by and impacts 
others. 

Continuous Iteration Continuous Iteration: Continuous iteration 
refers to the process of repeating and 
refining steps or actions in an ongoing and 
repetitive manner. It involves making 
changes, improvements, and adjustments 
based on feedback and learning from 
previous attempts. In simple terms, it means 
trying, learning, and trying again to make 
something better. 

 

Validity Validity refers to the extent to which 
something, such as a measurement, test, or 
argument, accurately measures or 
represents what it claims to measure or 
represent. In simpler terms, it asks the 
question, "Does this thing actually measure 
what it says it measures?" Validity is 
important because it ensures that the 
information or results obtained are reliable, 
trustworthy, and meaningful.  

 

Reverse thinking Reverse thinking, also known as reverse 
brainstorming or negative thinking, is a 
creative problem-solving technique that 
involves approaching a problem or 
challenge from a different perspective. 
Instead of focusing on finding solutions 
directly, reverse thinking encourages 
individuals to consider the opposite or 
reverse of the desired outcome. By 
exploring the negative or opposite aspects, 
one can identify potential obstacles, 
limitations, or alternative perspectives that 
may not be apparent at first. This technique 
helps to stimulate unconventional ideas, 
challenge assumptions, and uncover new 
possibilities. 

 

 

[Ŝǎǎƻƴ Ǉƭŀƴ 
 

 

Module 
ƴǊΧ 

Number 
of 
Lesson 
Units 

Topic/ Content  Methods/Tools Learning 
objectives 

List of 
activities 
and tasks 
per lesson 



  

 

4 1 
45 
Minutes 

Introduction of 
module 
 

PPP 
Individual work 
Feedback 
 

Understanding 
of the module, 
what is involved 
and how it will 
benefit.  
 

Group 
discussion. 
 
 

  
45 
minutes 
 

Unit 1 ς What is a 
business idea  

PPP 
Business idea 
video. 
 
Group work  

Establish what 
makes a good 
idea  
(and one that 
covers the 
άǎƻŎƛŀƭέ aspect) 

 
Group 
discussion 

  
45 
minutes 

Unit2 ς Creative 
idea generating  
 
 

PPP 
Group work  
Individual work  

Use exercises to 
develop 
business ideas 
that are relevant 
to the individual  

Trialing each 
activity,  
 
Idea 
generation 
exercise ς 
break down 
5 key 
components 
to identify a 
potential 
business 
idea 
 

  
45 
minutes 
 
 

Unit 3 ς Analyse 
your idea 
 

PPP 
video 
Individual work 
Group 
discussions 
 

Using exercises, 
evaluate the 
idea developed 
in unit 2  

Individual 
work  
Group 
discussions 
 
Analyse your 
idea exercise 
ς take each 
element 
research and 
evaluate 
against own 
idea 

 45 
minutes 

Exam  Social businees 
model 
completion, 
covering 
relevancy to 
individual and 
key 

Ensure 
understanding  

Individual 
work, 
devising the 
start of 
business 
plan by 
producing a 
detailed 



  

 

components 
discussed.  

description 
of their 
business 
idea.  

 45 mins Summary feedback, 
questions 

Group 
discussion 

Ensure 
understanding  

Group 
discussion  

Total 
nr. of 
hours 
per 
module 

4 hours 
30  

    

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 

 

¦ƴƛǘ м ²Ƙŀǘ ƛǎ ŀ όōǳǎƛƴŜǎǎύƛŘŜŀΚ  
 
²Ƙŀǘ ƛǎ ŀ ōǳǎƛƴŜǎǎ LŘŜŀΚ 
 
.ǳǎƛƴŜǎǎ LŘŜŀ ŀǎ ŜǎǎŜƴǝŀƭ ŎƻǊŜ ƻŦ ŜǾŜǊȅ ōǳǎƛƴŜǎǎκ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǘƘƛǎ ƳƻŘǳƭŜ ǿƛƭƭ ŜƴŀōƭŜ 
ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŘƛǎŎƻǾŜǊ ŀ ǎǳƛǘŀōƭŜ ƛŘŜŀΣ ŘŜǾŜƭƻǇ ŀƴŘ ŜǾŀƭǳŀǘŜ ƛǘΦ  
 
 



  

 

±ƛŘŜƻ ŦƻǊ ƛƴǘǊƻŘǳŎǝƻƴ 
 
Iƻǿ ǘƻ ŬƴŘ ŀ ōǳǎƛƴŜǎǎ ƛŘŜŀΥ  
 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŎLǎ!мǎф{ǿ9¦ 
 
 
ώ9ȄŜǊŎƛǎŜϐ DǊƻǳǇ ŘƛǎŎǳǎǎƛƻƴ 
 
 

¶ A business idea is a concept that can be used for financial gain that is usually centered 
on a product or service that can be offered for money. 

¶ It must be built on inclinations, desires, talents and passions 
¶ It has to be YOUR idea that suits you and the passion for it to be the foundation on 

which the future enterprise stands 
 

{ƭƛŘŜ у ǘƻ ƪŜŜǇ ŦƻŎǳǎ ƻƴ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ώt5Cϐ ¢ƘŜ tǊƻŎŜǎǎ ƻŦ {ƻŎƛŀƭ 9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇΥ /ǊŜŀǝƴƎ 
hǇǇƻǊǘǳƴƛǝŜǎ ²ƻǊǘƘȅ ƻŦ {ŜǊƛƻǳǎ tǳǊǎǳƛǘ μ {ŜƳŀƴǝŎ {ŎƘƻƭŀǊ 
 
 

  
 
 
 
 
 

All acts of entrepreneurship start with the vision of an attractive opportunity.  
CƻǊ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎΣ ŀƴ άŀǘǘǊŀŎǘƛǾŜέ ƻǇǇƻǊǘǳƴƛǘȅ ƛǎ ƻƴŜ ǘƘŀǘ Ƙŀǎ ǎǳŦŦƛŎƛŜƴǘ ǇƻǘŜƴǘƛŀƭ ŦƻǊ 
positive social impact to justify the investment of time, energy, and money required to pursue it 
seriously. Despite popular sayings, attractive entrepreneurial opportunities do not come 
knocking at the door fully formed. Nor are they out there, like lost treasures, simply waiting to 
be discovered by the lucky 
 
 

¢ȅǇŜǎ ƻŦ ǇƻǘŜƴǝŀƭ ōǳǎƛƴŜǎǎ ƛŘŜŀΥ 
 

https://www.youtube.com/watch?v=cIsA1s9SwEU
https://www.semanticscholar.org/paper/The-Process-of-Social-Entrepreneurship%3A-Creating-of-Guclu-Dees/0c2bef26f70f2601d32baea6a38be38b19bcb98f
https://www.semanticscholar.org/paper/The-Process-of-Social-Entrepreneurship%3A-Creating-of-Guclu-Dees/0c2bef26f70f2601d32baea6a38be38b19bcb98f


  

 

 
¶ A gap in the market 
¶ New product, service or invention 
¶ Innovative solution to an everyday problem 

¶ An interest or hobby that can be monetised 

¶ ¦ǘƛƭƛǎŜŘ ǎƪƛƭƭǎ ȅƻǳΩǾŜ ƭŜŀǊƴŜŘ ƛƴ ȅƻǳǊ ŎŀǊŜŜǊ 
 

 
 

²Ƙŀǘ ŀǊŜ ǘƘŜ ƪŜȅ ŜƭŜƳŜƴǘǎ ƻŦ ŀ ǎƻǳƴŘ ōǳǎƛƴŜǎǎ ƛŘŜŀΥ 
 
 

¶ ¢ƘŜǊŜ ƴŜŜŘ ǘƻ ōŜ ǎǳŦŦƛŎƛŜƴǘ ŘŜƳŀƴŘ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜǎ ƻǊ ȅƻǳ ǿƻƴΩǘ ōŜ ŀōƭŜ ǘƻ 
generate any profit. If the market is growing then this is even better as investors are more 
ƭƛƪŜƭȅ ǘƻ ŎƻƴǘǊƛōǳǘŜ ŀƴŘ ǘƘŜǊŜΩǎ ƳƻǊŜ ŎƘŀƴŎŜ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƎǊƻǿƛƴƎ ƛƴ ǘƘŜ ŦǳǘǳǊŜΦ 
 

¶ Your market must also be sustainable; do not piggyback on trends as these wax and wane 
regularly, potentially leaving your business with no customers. Market research is 
essential to check if your business idea is viable; your market should not be devoid of 
players but neither should it be saturated. Read our guide to conducting market research 
for more information. 

 

¶ tǊƻŘǳŎǘǎ Ƴǳǎǘ ǎƻƭǾŜ ŀ ǇǊƻōƭŜƳ ƻǊ ǎŜǊǾŜ ŀ ǇǳǊǇƻǎŜ ƻǊ ǘƘŜǊŜΩǎ ǳƴƭƛƪŜƭȅ ǘƻ ōŜ ŀƴȅ ŘŜƳŀƴŘΦ 
Customers must feel there is long-term value in your products or will be unlikely to buy 
from you. Also, this value must be clear ς murky benefits will be difficult to sell. Unless 
you can quickly and clearly prove your products not only solve a problem, but also do so 
ƳƻǊŜ ŜŦŦƛŎƛŜƴǘƭȅ ǘƘŀƴ ǇǊƻŘǳŎǘǎ ǎǳǇǇƭƛŜŘ ōȅ ȅƻǳǊ ŎƻƳǇŜǘƛǘƻǊǎΣ ȅƻǳΩƭƭ ƘŀǾŜ ŀ ƘŀǊŘ ǘƛƳŜ 
selling your services. 

 
¶ Your business idea must work within the constraints of a start-up business. Conceptually, 

ideas may look like money-ƳŀƪŜǊǎ ōǳǘ ǳƴƭŜǎǎ ǘƘŜȅΩǊŜ ŀōƭŜ ǘƻ ōŜ ƳŀŘŜ ŀƴŘ ǎƻƭŘ ǇǊƻŦƛǘŀōƭȅ 
and linearly then it will be next to impossible to commercialise the idea. Likewise, 
inventions may require such large amounts of start-up capital to render them untenable. 
If your business idea focuses on a product, speak extensively to manufacturers before 
starting-up to ensure you can get the product produced cheaply enough in the early 
stages. LŦ ȅƻǳ ŎŀƴΩǘΣ ƛǘΩǎ ǘƛƳŜ ǘƻ ƘŀǾŜ ŀ ǊŜǘƘƛƴƪΦ 
 

¶ Speaking to an experienced businessperson may help to contextualize theory into practice 
 

¶ ¢ƘŜ ōŜǎǘ ōǳǎƛƴŜǎǎŜǎ ŘƻƴΩǘ ƻƴƭȅ ǘǳǊƴ ŀ ǇǊƻŦƛǘ ōǳǘ ŀƭǎƻ ǎƘƻǿ ǇƻǘŜƴǘƛŀƭ ŦƻǊ ŦǳǊǘƘŜǊ ƎǊƻǿǘƘΣ 
whether this manifests as an expanded product range or activity in new markets. This is 
ǿƘȅ ƻǇŜǊŀǘƛƴƎ ƛƴ ŀƴ ŜȄǇŀƴŘƛƴƎ ǎŜŎǘƻǊ ƛǎ ǇǊŜŦŜǊŀōƭŜ ŀǎ ȅƻǳΩƭƭ ōŜ ƳƻǊŜ ŀōƭŜ ǘƻ ǘŀke 
advantage of emerging marketing avenues and ensure your reach is always maximized.  
 

¶ ¢ƘŜ ǿŜō ƛǎ ŀƴƻǘƘŜǊ ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ǘƻǇƛŎΤ ƛŦ ȅƻǳ ŎŀƴΩǘ ƭŜǾŜǊŀƎŜ ǘƘŜ LƴǘŜǊƴŜǘ ǘƻ ƛƴŎǊŜŀǎŜ 
sales and expand your customer base then you may have problems in the future. 

 
 



  

 

 
 

Business Ideas Examples (the tutors can enrich it with case studies, expert conferences, 
ǎǘǳŘŜƴǘǎΩ ŜȄǇŜǊƛŜƴŎŜǎΧύ 

 
LƴǘŜǊƴŜǘ ǊŜǎƻǳǊŎŜǎΥ  

 
ƘǧǇǎΥκκŘŀƴƛŜƭƭŜǎǳǧƻƴΦŎƻκōƭƻƎκннπŀǿŜǎƻƳŜπǎƻŎƛŀƭπŜƴǘŜǊǇǊƛǎŜπōǳǎƛƴŜǎǎπƛŘŜŀǎ 
 
ƘǧǇǎΥκκǿǿǿΦŜƴǘǊŜǇǊŜƴŜǳǊΦŎƻƳκŜƴπȊŀκǎǘŀǊǝƴƎπŀπōǳǎƛƴŜǎǎκоллπŜȄŀƳǇƭŜǎπƻŦπōǳǎƛƴŜǎǎπ
ƛŘŜŀǎπǘƻπƘŜƭǇπȅƻǳπǎǘŀǊǘπŀκоотомс 
 
https://www.businessnewsdaily.com/6561-new-business-ideas.html 
 
https://www.zenbusiness.com/small-business-ideas/ 

 
 
¦ƴƛǘ н /ǊŜŀǝǾŜ LŘŜŀ DŜƴŜǊŀǝƻƴ 
 
 

р ƪŜȅ ŎƻƳǇƻƴŜƴǘǎ ƻŦ ȅƻǳǊ ƛŘŜŀ 
 

¢ƘŜ р ƪŜȅ ŎƻƳǇƻƴŜƴǘǎ ƻŦ ŀ ǇŜǊŦŜŎǘ ōǳǎƛƴŜǎǎ ƛŘŜŀ ƛƴŎƭǳŘŜΥ 
 
¶ Your strengths. 

¶ Your skills. 
¶ Your interests. 

¶ Your opportunity to earn money. 
¶ Your customer's willingness to pay for your product or service. 

 
 
Iƻǿ Ŏŀƴ ȅƻǳ ŜȄŀƳƛƴŜ ǿƘŀǘ ȅƻǳ ƘŀǾŜ ǘƻ ƻũŜǊ ǿƘŜƴ ƭƻƻƪƛƴƎ ǘƻ ǎǘŀǊǘ ŀ ōǳǎƛƴŜǎǎΚ 
¢ƘŜ ǇǳǊǇƻǎŜ ƻŦ ǘƘŜ ŜȄŜǊŎƛǎŜ ƛǎ ǘƻ ƎŜǘ ȅƻǳ ŎƭŜŀǊ ƻƴ ȅƻǳǊ ǎǘǊŜƴƎǘƘǎΣ ǿƘŀǘ ȅƻǳ ŜƴƧƻȅΣ ŀƴŘ ǿƘŀǘ ǇŜƻǇƭŜ 
ŎƻǳƭŘ ŀƴŘ ǿƛƭƭ ŀŎǘǳŀƭƭȅ Ǉŀȅ ȅƻǳ ŦƻǊΦ !ƴŘ ǘƘƛǎ ƛƴǘŜǊǎŜŎǝƻƴ ƛǎ ƻƊŜƴ ǊŜŦŜǊǊŜŘ ǘƻ ŀǎ ȅƻǳǊ άǎǿŜŜǘ ǎǇƻǘέ 
ƻǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΗ 
 
ώ9ȄŜǊŎƛǎŜϐ {ƻ ƭŜǘΩǎ ŎƻƴǎƛŘŜǊ ǘƘŜ ŦƻƭƭƻǿƛƴƎΥ  
 

¶ /ƻƴǎƛŘŜǊ о ƻŦ ȅƻǳǊ ǎǘǊŜƴƎǘƘǎΦ ²Ƙŀǘ ŀǊŜ ǘƘŜȅΚ 

¶ 9ȄŀƳƛƴŜ ȅƻǳǊ ǿŜŀƪƴŜǎǎŜǎΦ [ƛǎǘ ǘƘŜƳΦ 

¶ ²Ƙŀǘ ŀǊŜ ȅƻǳǊ ǎƪƛƭƭǎΚ  

¶ ²Ƙŀǘ ŀǊŜ р ǘƘƛƴƎǎ ȅƻǳ ǊŜŀƭƭȅ ŜƴƧƻȅ ŘƻƛƴƎ ƛƴ ȅƻǳǊ ǇŜǊǎƻƴŀƭ ƭƛŦŜΚ   

¶ ²Ƙŀǘ ŀǊŜ р ǘƘƛƴƎǎ ȅƻǳ ǊŜŀƭƭȅ ŜƴƧƻȅ ŘƻƛƴƎ ƛƴ ȅƻǳǊ άŘŀȅέ ƧƻōΚ  

https://daniellesutton.co/blog/22-awesome-social-enterprise-business-ideas
https://www.entrepreneur.com/en-za/starting-a-business/300-examples-of-business-ideas-to-help-you-start-a/337316
https://www.entrepreneur.com/en-za/starting-a-business/300-examples-of-business-ideas-to-help-you-start-a/337316
https://www.businessnewsdaily.com/6561-new-business-ideas.html
https://www.zenbusiness.com/small-business-ideas/


  

 

¶ bƻǿΧ ǳǎƛƴƎ ǘƘŜ ŀōƻǾŜΣ ǿƘŀǘ ƛŘŜŀǎ Řƻ ȅƻǳ ƘŀǾŜ ŀōƻǳǘ ŦƻǊ ǎǘŀǊǝƴƎ ŀ ōǳǎƛƴŜǎǎΚ όIƛƴǘΥ Lǘ 

Ƴŀȅ ōŜ ǎƻƳŜǘƘƛƴƎ ǘƘŀǘΩǎ ŀƭǊŜŀŘȅ ƻǳǘ ǘƘŜǊŜΧΦύΦ  

¶ !ƭǎƻΣ ƛǎ ǎƻƳŜƻƴŜ ŜƭǎŜ ƻǳǘ ǘƘŜǊŜ ŀƭǊŜŀŘȅ ŎƻƳƳŜǊŎƛŀƭƭȅ ǳǎƛƴƎ ȅƻǳǊ ƛŘŜŀ όƻǊ ōȅ ŘƻƛƴƎ 

ǎƻƳŜǘƘƛƴƎ ǎƛƳƛƭŀǊύΚ  
 

aƻǊŜ ŜȄŜǊŎƛǎŜǎ ŦƻǊ ŎǊŜŀǝƴƎ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ  
 
ώ9ȄŜǊŎƛǎŜϐ aƛƴŘ ƳŀǇΥ 
 
¶ Mind Maps are an effective way of encouraging planning and researching.  

 
¶ These can be done on paper or online. 

 

¶ They can be as simple or complicated at the topic takes the students.  
 
¶ If doing on paper, have a supply of colored pens, highlighters etc. to keep the map, 

bright and eye catching. Mind maps can get busy looking, and this helps differentiate the 
άōǊŀƴŎƘŜǎέ 

 
¶ Put a problem or another key point in the middle of the paper and then create more 

points. What is part of this problem? What target groups what solution possibilities?  
 
¢ƘŜǊŜ ŀǊŜ ŀ ǾŀǊƛŜǘȅ ƻŦ ǿŜōǎƛǘŜǎ ǘƘŀǘ ŀƭƭƻǿ ǇŜƻǇƭŜ ǘƻ ƳŀƪŜ ƳŀǇǎ ƻƴƭƛƴŜΦ  
 
/ǊŜŀǘŜ ¸ƻǳǊ aƛƴŘ aŀǇǎ hƴƭƛƴŜ π hƴ !ƴȅ 5ŜǾƛŎŜ μ aƛƴŘaŜƛǎǘŜǊ 
 

aƛƴŘ aŀǇǇƛƴƎ ¢ƻƻƭ ŦƻǊ ¢ŜŀƳǎ μ aƛǊƻ 
 
aƛƴŘaǳǇ 
 
ώ9ȄŜǊŎƛǎŜϐ .ǊŀƛƴǿǊƛǝƴƎΥ 
 
.ǊŀƛƴǿǊƛǝƴƎ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǘƻƻƭ ŦƻǊ ƛŘŜŀ ŎǊŜŀǝƻƴ ƛƴ ŀ ƴŜǿ ōǳǎƛƴŜǎǎ ŘǳŜ ǘƻ ǎŜǾŜǊŀƭ ǊŜŀǎƻƴǎΥ 
 
мΦ LƴŎǊŜŀǎŜŘ LŘŜŀ DŜƴŜǊŀǝƻƴΥ .ǊŀƛƴǿǊƛǝƴƎ ŀƭƭƻǿǎ ŦƻǊ ŀ ƭŀǊƎŜǊ ǾƻƭǳƳŜ ƻŦ ƛŘŜŀǎ ǘƻ ōŜ 
ƎŜƴŜǊŀǘŜŘ ŎƻƳǇŀǊŜŘ ǘƻ ǘǊŀŘƛǝƻƴŀƭ ōǊŀƛƴǎǘƻǊƳƛƴƎ ǎŜǎǎƛƻƴǎΦ .ȅ ǇǊƻǾƛŘƛƴƎ ǇŀǊǝŎƛǇŀƴǘǎ ǿƛǘƘ 
ŘŜŘƛŎŀǘŜŘ ǝƳŜ ŦƻǊ ƛƴŘƛǾƛŘǳŀƭ ƛŘŜŀ ƎŜƴŜǊŀǝƻƴΣ ƛǘ ǘŀǇǎ ƛƴǘƻ ǘƘŜ ŎƻƭƭŜŎǝǾŜ ŎǊŜŀǝǾƛǘȅ ƻŦ ǘƘŜ 
ǘŜŀƳΣ ǊŜǎǳƭǝƴƎ ƛƴ ŀ ǿƛŘŜǊ ǊŀƴƎŜ ƻŦ ŘƛǾŜǊǎŜ ŀƴŘ ƛƴƴƻǾŀǝǾŜ ƛŘŜŀǎΦ 

нΦ 9ǉǳŀƭ tŀǊǝŎƛǇŀǝƻƴΥ .ǊŀƛƴǿǊƛǝƴƎ ŜƴǎǳǊŜǎ Ŝǉǳŀƭ ǇŀǊǝŎƛǇŀǝƻƴ ŀƴŘ ƛƴǾƻƭǾŜƳŜƴǘ ŦǊƻƳ ŀƭƭ 
ǘŜŀƳ ƳŜƳōŜǊǎΦ ¦ƴƭƛƪŜ ǘǊŀŘƛǝƻƴŀƭ ōǊŀƛƴǎǘƻǊƳƛƴƎΣ ǿƘŜǊŜ ŘƻƳƛƴŀƴǘ ǇŜǊǎƻƴŀƭƛǝŜǎ ƻǊ ƭƻǳŘŜǊ 
ǾƻƛŎŜǎ Ŏŀƴ ŘƻƳƛƴŀǘŜ ǘƘŜ ŘƛǎŎǳǎǎƛƻƴΣ ōǊŀƛƴǿǊƛǝƴƎ ǇǊƻǾƛŘŜǎ ŀƴ ƛƴŎƭǳǎƛǾŜ ǇƭŀǜƻǊƳ ŦƻǊ 
ŜǾŜǊȅƻƴŜ ǘƻ ŎƻƴǘǊƛōǳǘŜ ǘƘŜƛǊ ƛŘŜŀǎΣ ǊŜƎŀǊŘƭŜǎǎ ƻŦ ǘƘŜƛǊ ǊƻƭŜ ƻǊ ǇŜǊǎƻƴŀƭƛǘȅΦ 

оΦ wŜŘǳŎŜŘ {ƻŎƛŀƭ tǊŜǎǎǳǊŜΥ Lƴ ŀ ōǊŀƛƴǿǊƛǝƴƎ ǎŜǎǎƛƻƴΣ ƛŘŜŀǎ ŀǊŜ ǿǊƛǧŜƴ Řƻǿƴ ǊŀǘƘŜǊ ǘƘŀƴ 
ǎǇƻƪŜƴ ŀƭƻǳŘΣ ǿƘƛŎƘ ǊŜŘǳŎŜǎ ǎƻŎƛŀƭ ǇǊŜǎǎǳǊŜ ŀƴŘ ŀƴȄƛŜǘȅΦ ¢Ƙƛǎ ǇǊƻƳƻǘŜǎ ŀ ƳƻǊŜ ƻǇŜƴ ŀƴŘ 
ŦǊŜŜπƅƻǿƛƴƎ ŜƴǾƛǊƻƴƳŜƴǘΣ ŀƭƭƻǿƛƴƎ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŜȄǇǊŜǎǎ ǘƘŜƛǊ ƛŘŜŀǎ ǿƛǘƘƻǳǘ ŦŜŀǊ ƻŦ 
ƧǳŘƎƳŜƴǘ ƻǊ ŎǊƛǝŎƛǎƳΦ 

https://www.mindmeister.com/?utm_source=bing&utm_medium=cpc&utm_campaign=UK_en_search&utm_content=homepage&utm_term=free%20mindmapping%20tools&utm_campaign=UK_en&utm_source=bing&utm_medium=ppc&hsa_acc=1500715290&hsa_cam=1566647492&hsa_grp=1158886154285924&hsa_ad=&hsa_src=o&hsa_tgt=kwd-72430984110448:loc-188&hsa_kw=free%20mindmapping%20tools&hsa_mt=e&hsa_net=adwords&hsa_ver=3&msclkid=ee6575707c30129f7e7916cee05e2203&utm_content=Mind%20Map%20Tool%20Free
https://miro.com/aq/ps/mind-mapping/?&utm_source=bing&utm_medium=cpc&utm_campaign=S%7CBNG%7CNB%7CUK%7CEN-EN%7CExact%7CPareto-NS&utm_adgroup=1141294034694468&utm_content=Mind%20Map%20-%20Exact&utm_term=kwd-71331554629965:loc-188&matchtype=e&device=c&gclid=&msclkid=d6891cb0e86e178c561c7f0e7400dabd
https://www.mindmup.com/


  

 

пΦ 9ƴƘŀƴŎŜŘ CƻŎǳǎ ŀƴŘ wŜƅŜŎǝƻƴΥ .ǊŀƛƴǿǊƛǝƴƎ ŜƴŎƻǳǊŀƎŜǎ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŦƻŎǳǎ ƻƴ ǘƘŜƛǊ 
ƛƴŘƛǾƛŘǳŀƭ ǘƘƻǳƎƘǘǎ ŀƴŘ ƛŘŜŀǎΦ ¢Ƙƛǎ ŀƭƭƻǿǎ ŦƻǊ ŘŜŜǇŜǊ ǊŜƅŜŎǝƻƴ ŀƴŘ ŜȄǇƭƻǊŀǝƻƴ ƻŦ 
ŎƻƴŎŜǇǘǎΣ ƭŜŀŘƛƴƎ ǘƻ ƳƻǊŜ ǘƘƻǳƎƘǜǳƭ ŀƴŘ ǿŜƭƭπŘŜǾŜƭƻǇŜŘ ǎǳƎƎŜǎǝƻƴǎΦ ¢ƘŜ ǇǊƻŎŜǎǎ 
ǎǝƳǳƭŀǘŜǎ ƛƴŘƛǾƛŘǳŀƭ ǘƘƛƴƪƛƴƎ ŀƴŘ ŀƴŀƭȅǎƛǎΣ ǊŜǎǳƭǝƴƎ ƛƴ ƘƛƎƘŜǊπǉǳŀƭƛǘȅ ƛŘŜŀǎΦ 

рΦ LŘŜŀ /ƻƳōƛƴŀǝƻƴ ŀƴŘ LƳǇǊƻǾŜƳŜƴǘΥ .ǊŀƛƴǿǊƛǝƴƎ ǇǊƻǾƛŘŜǎ ŀƴ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ōǳƛƭŘ ǳǇƻƴ 
ŜȄƛǎǝƴƎ ƛŘŜŀǎΦ tŀǊǝŎƛǇŀƴǘǎ Ŏŀƴ ǊŜŀŘ ŀƴŘ ōǳƛƭŘ ǳǇƻƴ ǘƘŜ ƛŘŜŀǎ ƎŜƴŜǊŀǘŜŘ ōȅ ƻǘƘŜǊǎΣ ƭŜŀŘƛƴƎ 
ǘƻ ŎƻƭƭŀōƻǊŀǝǾŜ ƛŘŜŀ ŎƻƳōƛƴŀǝƻƴ ŀƴŘ ƛƳǇǊƻǾŜƳŜƴǘΦ ¢Ƙƛǎ ǇǊƻŎŜǎǎ ŦƻǎǘŜǊǎ ǎȅƴŜǊƎȅ ŀƳƻƴƎ 
ǘŜŀƳ ƳŜƳōŜǊǎ ŀƴŘ Ŏŀƴ ǊŜǎǳƭǘ ƛƴ ŜǾŜƴ ǎǘǊƻƴƎŜǊ ŀƴŘ ƳƻǊŜ ǊŜŬƴŜŘ ŎƻƴŎŜǇǘǎΦ 

сΦ ¢ƛƳŜ 9ŶŎƛŜƴŎȅΥ .ǊŀƛƴǿǊƛǝƴƎ ƛǎ ŀ ǝƳŜπŜŶŎƛŜƴǘ ƛŘŜŀ ƎŜƴŜǊŀǝƻƴ ǘŜŎƘƴƛǉǳŜΦ Lǘ ŜƭƛƳƛƴŀǘŜǎ ǘƘŜ 
ƴŜŜŘ ŦƻǊ ƭŜƴƎǘƘȅ ŘƛǎŎǳǎǎƛƻƴǎ ƻǊ ŘŜōŀǘŜǎ ŘǳǊƛƴƎ ǘƘŜ ǎŜǎǎƛƻƴΣ ŀǎ ƛŘŜŀǎ ŀǊŜ ƎŜƴŜǊŀǘŜŘ 
ƛƴŘƛǾƛŘǳŀƭƭȅΦ ¢Ƙƛǎ ŀƭƭƻǿǎ ŦƻǊ ŀ ŦƻŎǳǎŜŘ ŀƴŘ ŜŶŎƛŜƴǘ ǳǎŜ ƻŦ ǝƳŜΣ ƳŀȄƛƳƛȊƛƴƎ ǇǊƻŘǳŎǝǾƛǘȅ 
ŀƴŘ ŎǊŜŀǝǾƛǘȅ ǿƛǘƘƛƴ ǘƘŜ ƎƛǾŜƴ ǝƳŜŦǊŀƳŜΦ 

тΦ 5ƻŎǳƳŜƴǘŀǝƻƴ ŀƴŘ 9ǾŀƭǳŀǝƻƴΥ .ǊŀƛƴǿǊƛǝƴƎ ƎŜƴŜǊŀǘŜǎ ŀ ǿǊƛǧŜƴ ǊŜŎƻǊŘ ƻŦ ƛŘŜŀǎΣ ƳŀƪƛƴƎ 
ƛǘ ŜŀǎƛŜǊ ǘƻ ǊŜǾƛŜǿ ŀƴŘ ŜǾŀƭǳŀǘŜ ǘƘŜƳ ƭŀǘŜǊΦ ¢Ƙƛǎ ŘƻŎǳƳŜƴǘŀǝƻƴ ŜƴŀōƭŜǎ ǘƘŜ ǘŜŀƳ ǘƻ ǊŜǾƛǎƛǘ 
ƛŘŜŀǎΣ ŀƴŀƭȅǎŜ ǘƘŜƛǊ ŦŜŀǎƛōƛƭƛǘȅΣ ŀƴŘ ǎŜƭŜŎǘ ǘƘŜ Ƴƻǎǘ ǇǊƻƳƛǎƛƴƎ ƻƴŜǎ ŦƻǊ ŦǳǊǘƘŜǊ 
ŘŜǾŜƭƻǇƳŜƴǘΦ 

Lƴ ǎǳƳƳŀǊȅΣ ōǊŀƛƴǿǊƛǝƴƎ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǘƻƻƭ ŦƻǊ ƛŘŜŀ ŎǊŜŀǝƻƴ ƛƴ ŀ ƴŜǿ ōǳǎƛƴŜǎǎ ŀǎ ƛǘ ǇǊƻƳƻǘŜǎ 
ƛƴŎƭǳǎƛǾŜ ǇŀǊǝŎƛǇŀǝƻƴΣ ŜƴŎƻǳǊŀƎŜǎ ƛƴŘƛǾƛŘǳŀƭ ŎǊŜŀǝǾƛǘȅΣ ǊŜŘǳŎŜǎ ǎƻŎƛŀƭ ǇǊŜǎǎǳǊŜΣ ŦŀŎƛƭƛǘŀǘŜǎ ƛŘŜŀ 
ŎƻƳōƛƴŀǝƻƴΣ ŀƴŘ ŜƴƘŀƴŎŜǎ ǘƘŜ ǉǳŀƭƛǘȅ ŀƴŘ ǉǳŀƴǝǘȅ ƻŦ ƎŜƴŜǊŀǘŜŘ ƛŘŜŀǎΦ .ȅ ƭŜǾŜǊŀƎƛƴƎ 
ōǊŀƛƴǿǊƛǝƴƎ ǘŜŎƘƴƛǉǳŜǎΣ ōǳǎƛƴŜǎǎŜǎ Ŏŀƴ ŦƻǎǘŜǊ ŀ ŎƻƭƭŀōƻǊŀǝǾŜ ŀƴŘ ƛƴƴƻǾŀǝǾŜ ŜƴǾƛǊƻƴƳŜƴǘ ǘƘŀǘ 
ƭŜŀŘǎ ǘƻ ǘƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ǳƴƛǉǳŜ ŀƴŘ ǾƛŀōƭŜ ŎƻƴŎŜǇǘǎΦ 
 
 
 
 
 
 
ώ9ȄŜǊŎƛǎŜϐ .ǊŀƛƴǎǘƻǊƳƛƴƎ  
 
[ŜŀǊƴŜǊ ƎǊƻǳǇǎ ǎƘƻǳƭŘ ŘƛǎŎǳǎǎ ǇǊƻōƭŜƳǎ ƛƴ ǘƘŜƛǊ ŬŜƭŘǎ ŀƴŘ ƳŀƪŜ ƴƻǝƻƴǎ ŀōƻǳǘ ƛǘΦ ¢ƘŜƴ ǘƘŜȅ ǳǎŜ 
ǘƘŜ ƎǊƻǳǇ ŘƛǎŎǳǎǎƛƻƴ ǘƻ ōǊŀƛƴǎǘƻǊƳ ǘƻƎŜǘƘŜǊ ŀōƻǳǘ ǎƻƭǳǝƻƴǎΦ {ƻΣ ǘƘŜȅ Ŏŀƴ ŎǊŜŀǘŜ ƛŘŜŀǎΦ  
 
 

¦ƴƛǘ о !ƴŀƭȅǎŜ ȅƻǳǊ ƛŘŜŀ  
 
¦ƴŘŜǊǎǘŀƴŘ ōǳǎƛƴŜǎǎ ƛŘŜŀ ŜǾŀƭǳŀǝƻƴ ōŀǎŜŘ ƻƴ ǊŜǎŜŀǊŎƘ ǳƴŘŜǊǘŀƪŜƴ ŀƴŘ ƻƴŜπƻƴπƻƴŜ ƳŜƴǘƻǊƛƴƎ 
 
²Ŝ ŀǊŜ ǇǊƻǇƻǎƛƴƎ ƛƴŘƛǾƛŘǳŀƭ ǿƻǊƪ ƻƴΥ 
 

¶ Defining key components of your ideas 
¶ Analyzing key components of your ideas 

   
{ǘǳŘŜƴǘǎ Ŏŀƴ ǳǎŜ ŀ ǘŜƳǇƭŀǘŜ ǘƻ ŘŜǾŜƭƻǇ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ όǘƘŜȅ Ŏŀƴ ǇǊƻǇƻǎŜ ƳƛƴƛƳǳƳ м ōǳǘ 
ǘƘŜȅ Ŏŀƴ ǇǊƻǇƻǎŜ ƳƻǊŜ ǘƘŀƴ м ƛŘŜŀύ 
 
ώ¢ŜƳǇƭŀǘŜϐ !ƴŀƭȅǎŜ ȅƻǳǊ ƛŘŜŀ  
 



  

 

Business idea  Brief description 
Ex. Food waste solutions Finding ways to recycle waste food and put it 

to good use is not just beneficial to those who 
may be struggling financially, it's also become 
a trendy way for higher-income consumers to 
prove their commitment to sustainability and 
reduce their own carbon footprint. The food 
waste solution market is not just consumer-
focused, though, because these startups are 
simultaneously helping food producers to 
improve their profit margin 

 

Business idea key components Brief description 
Product/service (new, innovative or gap in the 
market) 

 

Market overview/ sales potential (initial 
research) 
 

 

Financial resources (estimates)  

Personnel qualifications (key skills needed) 
 

 

 
 

1. Show proof of concept of your idea 
 
¶ Awareness and clues on the business idea 
¶ hƴƭƛƴŜ ƛƴŦƻǊƳŀǘƛƻƴΥ ƛƴǘŜǊƴŜǘ ǎŜŀǊŎƘΣ ŜȄƛǎǘƛƴƎ ǇǊƻƧŜŎǘǎΣ ǎƻŎƛŀƭ ƳŜŘƛŀΧ 

¶ Potential client opinions, needs and wants. 
 
 

2. Activities:  
 

              /ƘŜŎƪƛƴƎ ȅƻǳǊ ƛŘŜŀǎ ǿƛǘƘ ƛƴŦƻǊƳŀǝƻƴκ ǊŜǎŜŀǊŎƘ 
 

Key element of your 
business proposal 

Evaluation criteria Research info/internet 
source 

Target market - who is the 
customer? 

  

Market size - how big is 
the demand? 

  

Competition - are there 
already solutions? 
 

  

Profitability - what's the 
business model? 
 

  



  

 

Strategic - what do you 
need to succeed? 

  

sustainability - is the idea 
promising? 
Enterprise model or social 
enterprise model ? 

  

 
 
{ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎ  
 
! ƳƻŘŜƭ ǘƘŀǘ ƛǎ ǿƻǊǘƘ ƭƻƻƪƛƴƎ ŀǘ ƛǎ ǘƘŜ {ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎΦ 
ƘǧǇǎΥκκȅƻǳǘǳΦōŜκпǇŎƴwƭtWǾƧу  
 
DǊŀǇƘƛŎΥ {ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎ  
 
¢ƘŜ {ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎ ƛǎ ŀ ǇƻǿŜǊŦǳƭ ǘƻƻƭ ǘƘŀǘ Ŏŀƴ ōŜ ǳǎŜŘ ŦƻǊ ōǳǎƛƴŜǎǎ ƛŘŜŀ ƎŜƴŜǊŀǝƻƴ 
ŀƴŘ ǇƭŀƴƴƛƴƎ ƛƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƻǊ ōǳǎƛƴŜǎǎŜǎ ǿƛǘƘ ŀ ǎƻŎƛŀƭ ƳƛǎǎƛƻƴΦ Lǘ ƘŜƭǇǎ 
ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŀƴŘ ƻǊƎŀƴƛǎŀǝƻƴǎ ƛŘŜƴǝŦȅΣ ŀƴŀƭȅǎŜΣ ŀƴŘ ǊŜŬƴŜ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ ōȅ ŦƻŎǳǎƛƴƎ ƻƴ 
ǘƘŜ ƪŜȅ ŎƻƳǇƻƴŜƴǘǎ ǘƘŀǘ ŘǊƛǾŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ŀƴŘ ŬƴŀƴŎƛŀƭ ǎǳǎǘŀƛƴŀōƛƭƛǘȅΦ IŜǊŜ ŀǊŜ ǘƘŜ ōŜƴŜŬǘǎ ŀƴŘ 
ǇǊƻŎŜǎǎ ƻŦ ǳǎƛƴƎ ǘƘŜ {ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎΥ 
 
 
.ŜƴŜŬǘǎΥ 
 
мΦ IƻƭƛǎǝŎ !ǇǇǊƻŀŎƘΥ ¢ƘŜ ŎŀƴǾŀǎ ǇǊƻǾƛŘŜǎ ŀ ŎƻƳǇǊŜƘŜƴǎƛǾŜ ŦǊŀƳŜǿƻǊƪ ǘƘŀǘ ŎƻƴǎƛŘŜǊǎ ōƻǘƘ 
ǘƘŜ ǎƻŎƛŀƭ ŀƴŘ ŬƴŀƴŎƛŀƭ ŀǎǇŜŎǘǎ ƻŦ ŀ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ Lǘ ŜƴŎƻǳǊŀƎŜǎ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ǘƻ ǘƘƛƴƪ 
ōŜȅƻƴŘ ǇǊƻŬǘǎ ŀƴŘ ŎƻƴǎƛŘŜǊ ǘƘŜ ōǊƻŀŘŜǊ ǎƻŎƛŀƭ ŀƴŘ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƛƳǇŀŎǘΦ 

нΦ ±ƛǎǳŀƭ wŜǇǊŜǎŜƴǘŀǝƻƴΥ ¢ƘŜ ŎŀƴǾŀǎ ƛǎ ǇǊŜǎŜƴǘŜŘ ƛƴ ŀ Ǿƛǎǳŀƭ ŦƻǊƳŀǘΣ ƳŀƪƛƴƎ ƛǘ Ŝŀǎȅ ǘƻ 
ǳƴŘŜǊǎǘŀƴŘ ŀƴŘ ŎƻƳƳǳƴƛŎŀǘŜ ŎƻƳǇƭŜȄ ōǳǎƛƴŜǎǎ ƛŘŜŀǎΦ Lǘ ŀƭƭƻǿǎ ǎǘŀƪŜƘƻƭŘŜǊǎ ǘƻ ǾƛǎǳŀƭƛǎŜ 
ǘƘŜ ǊŜƭŀǝƻƴǎƘƛǇǎ ōŜǘǿŜŜƴ ŘƛũŜǊŜƴǘ ŜƭŜƳŜƴǘǎ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ ƳƻŘŜƭΦ 

оΦ CƭŜȄƛōƛƭƛǘȅ ŀƴŘ LǘŜǊŀǝƻƴΥ ¢ƘŜ ŎŀƴǾŀǎ ƛǎ ŀ ƅŜȄƛōƭŜ ǘƻƻƭ ǘƘŀǘ Ŏŀƴ ōŜ ŀŘŀǇǘŜŘ ŀƴŘ ƳƻŘƛŬŜŘ ǘƻ 
ǎǳƛǘ ŘƛũŜǊŜƴǘ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ ŀƴŘ ŎƻƴǘŜȄǘǎΦ Lǘ ŀƭƭƻǿǎ ŦƻǊ ƛǘŜǊŀǝǾŜ ǊŜŬƴŜƳŜƴǘ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ 
ƳƻŘŜƭΣ ŜƴŀōƭƛƴƎ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ǘƻ ǘŜǎǘ ŀƴŘ ŀŘƧǳǎǘ ǘƘŜƛǊ ŀǎǎǳƳǇǝƻƴǎΦ 
 

tǊƻŎŜǎǎΥ 
 
мΦ LŘŜƴǝŦȅ ǘƘŜ {ƻŎƛŀƭ aƛǎǎƛƻƴΥ {ǘŀǊǘ ōȅ ŎƭŜŀǊƭȅ ŘŜŬƴƛƴƎ ǘƘŜ ǎƻŎƛŀƭ ǇǊƻōƭŜƳ ƻǊ Ƴƛǎǎƛƻƴ ǘƘŀǘ ȅƻǳǊ 
ōǳǎƛƴŜǎǎ ŀƛƳǎ ǘƻ ŀŘŘǊŜǎǎΦ ¢Ƙƛǎ ǎŜǘǎ ǘƘŜ ŦƻǳƴŘŀǝƻƴ ŦƻǊ ǘƘŜ ŜƴǝǊŜ ŎŀƴǾŀǎ ŀƴŘ ƘŜƭǇǎ ŀƭƛƎƴ 
ȅƻǳǊ ŀŎǝǾƛǝŜǎ ǿƛǘƘ ǘƘŜ ŘŜǎƛǊŜŘ ƛƳǇŀŎǘΦ 

нΦ /ǳǎǘƻƳŜǊ {ŜƎƳŜƴǘǎΥ LŘŜƴǝŦȅ ǘƘŜ ǎǇŜŎƛŬŎ ƎǊƻǳǇǎ ƻǊ ŎƻƳƳǳƴƛǝŜǎ ǘƘŀǘ ǿƛƭƭ ōŜƴŜŬǘ ŦǊƻƳ 
ȅƻǳǊ ǎƻŎƛŀƭ ƳƛǎǎƛƻƴΦ ¦ƴŘŜǊǎǘŀƴŘ ǘƘŜƛǊ ƴŜŜŘǎΣ ŎƘŀƭƭŜƴƎŜǎΣ ŀƴŘ ǇǊŜŦŜǊŜƴŎŜǎ ǘƻ ǘŀƛƭƻǊ ȅƻǳǊ 
ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ŀŎŎƻǊŘƛƴƎƭȅΦ 

оΦ ±ŀƭǳŜ tǊƻǇƻǎƛǝƻƴΥ 5ŜǘŜǊƳƛƴŜ ǘƘŜ ǳƴƛǉǳŜ ǾŀƭǳŜ ȅƻǳ ƻũŜǊ ǘƻ ȅƻǳǊ ǘŀǊƎŜǘ ŎǳǎǘƻƳŜǊǎΦ ¢Ƙƛǎ 
ƛƴŎƭǳŘŜǎ ǘƘŜ ǎƻŎƛŀƭ ōŜƴŜŬǘǎ ǘƘŜȅ ǿƛƭƭ ǊŜŎŜƛǾŜΣ ŀǎ ǿŜƭƭ ŀǎ ŀƴȅ ǇǊƻŘǳŎǘǎΣ ǎŜǊǾƛŎŜǎΣ ƻǊ ǎƻƭǳǝƻƴǎ 
ǘƘŀǘ ŀŘŘǊŜǎǎ ǘƘŜƛǊ ƴŜŜŘǎΦ 

https://youtu.be/4pcnRlPJvj8


  

 

пΦ YŜȅ tŀǊǘƴŜǊǎƘƛǇǎΥ LŘŜƴǝŦȅ ǎǘǊŀǘŜƎƛŎ ǇŀǊǘƴŜǊǎΣ ƻǊƎŀƴƛǎŀǝƻƴǎΣ ƻǊ ǎǘŀƪŜƘƻƭŘŜǊǎ ǘƘŀǘ Ŏŀƴ 
ǎǳǇǇƻǊǘ ȅƻǳǊ ǎƻŎƛŀƭ ōǳǎƛƴŜǎǎΦ ¢Ƙƛǎ ŎƻǳƭŘ ƛƴŎƭǳŘŜ bDhǎΣ ƎƻǾŜǊƴƳŜƴǘ ŀƎŜƴŎƛŜǎΣ ǎǳǇǇƭƛŜǊǎΣ ƻǊ 
ƻǘƘŜǊ ōǳǎƛƴŜǎǎŜǎ ǘƘŀǘ ǎƘŀǊŜ ǎƛƳƛƭŀǊ ƎƻŀƭǎΦ 

рΦ wŜǾŜƴǳŜ {ǘǊŜŀƳǎΥ 9ȄǇƭƻǊŜ ŘƛũŜǊŜƴǘ ǿŀȅǎ ǘƻ ƎŜƴŜǊŀǘŜ ǊŜǾŜƴǳŜ ǿƘƛƭŜ ǎǘŀȅƛƴƎ ǘǊǳŜ ǘƻ ȅƻǳǊ 
ǎƻŎƛŀƭ ƳƛǎǎƛƻƴΦ ¢Ƙƛǎ ŎƻǳƭŘ ƛƴǾƻƭǾŜ ŀ ŎƻƳōƛƴŀǝƻƴ ƻŦ ǘǊŀŘƛǝƻƴŀƭ ǎŀƭŜǎΣ ƎǊŀƴǘǎΣ ŘƻƴŀǝƻƴǎΣ 
ƛƳǇŀŎǘ ƛƴǾŜǎǘƳŜƴǘǎΣ ƻǊ ǇŀǊǘƴŜǊǎƘƛǇǎΦ 

сΦ YŜȅ !ŎǝǾƛǝŜǎΥ hǳǘƭƛƴŜ ǘƘŜ ŎƻǊŜ ŀŎǝǾƛǝŜǎ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǿƛƭƭ ǳƴŘŜǊǘŀƪŜ ǘƻ ŘŜƭƛǾŜǊ ƛǘǎ ǾŀƭǳŜ 
ǇǊƻǇƻǎƛǝƻƴ ŀƴŘ ŀŎƘƛŜǾŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘΦ ¢Ƙƛǎ ŎƻǳƭŘ ƛƴŎƭǳŘŜ ǇǊƻƎǊŀƳ ƛƳǇƭŜƳŜƴǘŀǝƻƴΣ 
ǎŜǊǾƛŎŜ ŘŜƭƛǾŜǊȅΣ ŀŘǾƻŎŀŎȅΣ ƻǊ ǊŜǎŜŀǊŎƘΦ 

тΦ YŜȅ wŜǎƻǳǊŎŜǎΥ LŘŜƴǝŦȅ ǘƘŜ ǊŜǎƻǳǊŎŜǎ ƴŜŜŘŜŘ ǘƻ ǎǳǇǇƻǊǘ ȅƻǳǊ ƪŜȅ ŀŎǝǾƛǝŜǎ ŀƴŘ ŘŜƭƛǾŜǊ 
ȅƻǳǊ ǾŀƭǳŜ ǇǊƻǇƻǎƛǝƻƴΦ ¢Ƙƛǎ ƛƴŎƭǳŘŜǎ ƘǳƳŀƴ ǊŜǎƻǳǊŎŜǎΣ ǇƘȅǎƛŎŀƭ ŀǎǎŜǘǎΣ ƴŜǘǿƻǊƪǎΣ ŀƴŘ 
ƛƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅΦ 

уΦ /ƻǎǘ {ǘǊǳŎǘǳǊŜΥ 9ǾŀƭǳŀǘŜ ǘƘŜ Ŏƻǎǘǎ ŀǎǎƻŎƛŀǘŜŘ ǿƛǘƘ ǊǳƴƴƛƴƎ ȅƻǳǊ ǎƻŎƛŀƭ ōǳǎƛƴŜǎǎΦ /ƻƴǎƛŘŜǊ 
ōƻǘƘ ǘƘŜ ŘƛǊŜŎǘ Ŏƻǎǘǎ ƻŦ ƻǇŜǊŀǝƻƴǎ ŀǎ ǿŜƭƭ ŀǎ ǘƘŜ Ŏƻǎǘǎ ǊŜǉǳƛǊŜŘ ǘƻ ŀŎƘƛŜǾŜ ȅƻǳǊ ǎƻŎƛŀƭ 
ƳƛǎǎƛƻƴΦ 

фΦ /ƘŀƴƴŜƭǎΥ 5ŜŬƴŜ ǘƘŜ ŎƘŀƴƴŜƭǎ ǘƘǊƻǳƎƘ ǿƘƛŎƘ ȅƻǳ ǿƛƭƭ ǊŜŀŎƘ ȅƻǳǊ ǘŀǊƎŜǘ ŎǳǎǘƻƳŜǊǎ ŀƴŘ 
ŘŜƭƛǾŜǊ ȅƻǳǊ ǾŀƭǳŜ ǇǊƻǇƻǎƛǝƻƴΦ ¢Ƙƛǎ ŎƻǳƭŘ ƛƴŎƭǳŘŜ ƻƴƭƛƴŜ ǇƭŀǜƻǊƳǎΣ ǇƘȅǎƛŎŀƭ ƭƻŎŀǝƻƴǎΣ 
ǇŀǊǘƴŜǊǎƘƛǇǎΣ ƻǊ ŘƛǎǘǊƛōǳǝƻƴ ƴŜǘǿƻǊƪǎΦ 

млΦ LƳǇŀŎǘ aŜŀǎǳǊŜƳŜƴǘΥ 5ŜǘŜǊƳƛƴŜ Ƙƻǿ ȅƻǳ ǿƛƭƭ ƳŜŀǎǳǊŜ ŀƴŘ ǘǊŀŎƪ ǘƘŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ƻŦ 
ȅƻǳǊ ōǳǎƛƴŜǎǎΦ LŘŜƴǝŦȅ ƪŜȅ ƳŜǘǊƛŎǎ ŀƴŘ ƛƴŘƛŎŀǘƻǊǎ ǘƘŀǘ ŀƭƛƎƴ ǿƛǘƘ ȅƻǳǊ ǎƻŎƛŀƭ Ƴƛǎǎƛƻƴ ŀƴŘ 
ƛƴŎƻǊǇƻǊŀǘŜ ǘƘŜƳ ƛƴǘƻ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƳƻŘŜƭΦ 

ммΦ /ƻƴǝƴǳƻǳǎ LǘŜǊŀǝƻƴΥ ¢ƘŜ ŎŀƴǾŀǎ ƛǎ ƴƻǘ ŀ ƻƴŜπǝƳŜ ŜȄŜǊŎƛǎŜ ōǳǘ ŀ Ŏƻƴǝƴǳƻǳǎ ǇǊƻŎŜǎǎ ƻŦ 
ǊŜŬƴŜƳŜƴǘ ŀƴŘ ŀŘŀǇǘŀǝƻƴΦ wŜƎǳƭŀǊƭȅ ǊŜǾƛǎƛǘ ŀƴŘ ǳǇŘŀǘŜ ȅƻǳǊ ŎŀƴǾŀǎ ŀǎ ȅƻǳ ƎŀǘƘŜǊ ƳƻǊŜ 
ƛƴŦƻǊƳŀǝƻƴΣ ǘŜǎǘ ŀǎǎǳƳǇǝƻƴǎΣ ŀƴŘ ƭŜŀǊƴ ŦǊƻƳ ǘƘŜ ƳŀǊƪŜǘΦ 

 
.ȅ ǳǎƛƴƎ ǘƘŜ {ƻŎƛŀƭ .ǳǎƛƴŜǎǎ aƻŘŜƭ /ŀƴǾŀǎΣ ŜƴǘǊŜǇǊŜƴŜǳǊǎ ŀƴŘ ƻǊƎŀƴƛȊŀǝƻƴǎ Ŏŀƴ ŜũŜŎǝǾŜƭȅ 
ŀƴŀƭȅǎŜΣ ŘŜǾŜƭƻǇΣ ŀƴŘ ǊŜŬƴŜ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ ǘƻ ŎǊŜŀǘŜ ǎǳǎǘŀƛƴŀōƭŜ ǾŜƴǘǳǊŜǎ ǘƘŀǘ ŘŜƭƛǾŜǊ ōƻǘƘ 
ǎƻŎƛŀƭ ƛƳǇŀŎǘ ŀƴŘ ŬƴŀƴŎƛŀƭ ǾƛŀōƛƭƛǘȅΦ Lǘ ǎŜǊǾŜǎ ŀǎ ŀ ƎǳƛŘƛƴƎ ŦǊŀƳŜǿƻǊƪ ŦƻǊ ǎǘǊŀǘŜƎƛŎ ŘŜŎƛǎƛƻƴπƳŀƪƛƴƎΣ 
ƘŜƭǇƛƴƎ ōǳǎƛƴŜǎǎŜǎ ŀƭƛƎƴ ǘƘŜƛǊ ƻǇŜǊŀǝƻƴǎ ǿƛǘƘ ǘƘŜƛǊ ǎƻŎƛŀƭ Ƴƛǎǎƛƻƴ ŀƴŘ ƳŀȄƛƳƛǎŜ ǘƘŜƛǊ ƻǾŜǊŀƭƭ ǾŀƭǳŜ 
ǇǊƻǇƻǎƛǝƻƴΦ 
 

 

 



  

 

 
 



  

 

 

¢ƘŜ 9ȄŀƳ 
 
/ƻƳǇƭŜǘŜ {ƻŎƛŀƭ ōǳǎƛƴŜǎǎ ƳƻŘŜƭ ŎŀƴǾŀǎ ǳǎƛƴƎ ŜǾŜǊȅǘƘƛƴƎ ƭŜŀǊƴǘ ǘƻ ŘŀǘŜΦ  
 

 
 
 

{ǳƳƳŀǊȅ 
 

Follow bullet points to recap everything covered, invite participants to respond to questions 
(holistic quiz) 
 

¶ The basis of this module was to allow participants to identify their strengths, 
weaknesses, skills and passions that they could then turn into a viable business idea.  

¶ Through research, group discussions and exercises, participants would understand 
what makes a good business idea, the key elements of an idea, the formula to 
developing a good idea and then be in a position to analyze and make changes where 
necessary.  

¶ Participants will use videos, various brainstorming techniques and models to help 
formulate and document their business idea that will work in tandem with the other 
modules to form the business plan.  

 
 
 
 
 
 
 
 
 
 
 



  

 

[ƛǘŜǊŀǘǳǊŜ 
 
 

 нлнн DƻǾŜǊƴŀƴŎŜ ƛƴ ǘƘŜ {ƻŎƛŀƭ 9ŎƻƴƻƳȅΣ [ǳŘƎŜǊ YƻƭƘƻũ  όŜōƻƻƪύ 
 
нлнл ¢ƘŜ CǳǘǳǊŜ Lǎ CŀǎǘŜǊ ¢Ƙŀƴ ¸ƻǳ ¢ƘƛƴƪΥ Iƻǿ /ƻƴǾŜǊƎƛƴƎ ¢ŜŎƘƴƻƭƻƎƛŜǎ !ǊŜ 5ƛǎǊǳǇǝƴƎ 
.ǳǎƛƴŜǎǎΣ LƴŘǳǎǘǊƛŜǎΣ ŀƴŘ hǳǊ [ƛǾŜǎΣ tŜǘŜǊ IΦ 5ƛŀƳŀƴŘƛǎΣ {ǘŜǾŜƴ YƻǘƭŜǊ 
 
нлмф ¢ƘŜ /ǊŜŀǝǾŜϥǎ DǳƛŘŜ ǘƻ {ǘŀǊǝƴƎ ŀ .ǳǎƛƴŜǎǎΥ Iƻǿ ǘƻ ǘǳǊƴ ȅƻǳǊ ǘŀƭŜƴǘ ƛƴǘƻ ŀ ŎŀǊŜŜǊΣ 
IŀǊǊƛŜǘ YŜƭǎŀƭƭ  
 
нлмф ¢ƘŜ .ǳǎƛƴŜǎǎ LŘŜŀ CŀŎǘƻǊȅΥ ! ²ƻǊƭŘπ/ƭŀǎǎ {ȅǎǘŜƳ ŦƻǊ /ǊŜŀǝƴƎ {ǳŎŎŜǎǎŦǳƭ .ǳǎƛƴŜǎǎ LŘŜŀΣ 
!ƴŘǊƛƛ {ŜŘƴƛŜǾ 
 
нлмп ¢ƘŜ ¸ƻǳƴƎ 9ƴǘǊŜǇǊŜƴŜǳǊϥǎ DǳƛŘŜ ǘƻ {ǘŀǊǝƴƎ ŀƴŘ wǳƴƴƛƴƎ ŀ .ǳǎƛƴŜǎǎΥ ¢ǳǊƴ ¸ƻǳǊ LŘŜŀǎ 
ƛƴǘƻ aƻƴŜȅΗ {ǘŜǾŜ aŀǊƛƻǩ  
 
нлмс ά¢ƘŜ .ǳǎƛƴŜǎǎ ƻŦ DƻƻŘ {ƻŎƛŀƭ 9ƴǘŜǊǇǊƛǎŜ ϧ ¢ƘŜ bŜǿ .ƻǧƻƳ [ƛƴŜέ ς Wŀǎƻƴ IŀōŜǊ 
 
 нлмт άwƛǎŜ ¦ǇΥ Iƻǿ ǘƻ .ǳƛƭŘ ŀ {ƻŎƛŀƭƭȅ /ƻƴǎŎƛƻǳǎ .ǳǎƛƴŜǎǎέ ς wǳǎǎ {ǘƻŎƪŀǊŘΦ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 

Module 4 Product/ 
Service 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 
 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 
 

aƻŘǳƭŜ п ƛǎ ŀƛƳŜŘ ǘƻ ŜƴǎǳǊŜ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛǎ ŦŜŀǎƛōƭŜ ƛƴ ǘƘŜ άǊŜŀƭ ǿƻǊƭŘέΦ 

²ƛƭƭ ƛǘ ǿƻǊƪΣ ǿƛƭƭ ƛǘ ōŜ ƭƻƴƎ ƭŀǎǝƴƎΣ ƛǎ ǘƘŜǊŜ ŀ ƴŜŜŘ ŦƻǊ ȅƻǳǊ ƛŘŜŀΚ 

 

Learning objectives / competences to be acquired  

Module 4 is the Product or service, it will identify the differences between a product and a 
service and the key qualities of each, what is special about a product or service and why 
there is a need for it at that time, what licensing and legal steps are needed before going 
further, piloting, pitching and branding to give a focused plan for the nest step of your 
idea.  

Reasons for the module  

¢ƘŜ ŀƛƳ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ƛǎ ǘƻ ǘŀƪŜ ǘƘŜ ōǳǎƛƴŜǎǎ άƛŘŜŀέ ŀ ǎǘŜǇ ŦǳǊǘƘŜǊ ŀƴŘ ƳŀƪŜ ƛǘ ŀ ǾƛŀōƭŜ 
business model that will withstand challenges and testing. (This Part is reason for the 
module) 

Contents of the module 

Product or service 

Unique selling point 

Licensing 

Legal responsibilities 

Piloting  

Pitching  

Branding  

Reference to other modules 

This module is meant to be number 4 and we recommend doing all modules in order as 
they all flow in a step-by-step guide to social enterprises.  

Teaching and learning methods 

This module will be delivered in a very interactive way with participation required from all,  

Participants will take part in group discussions, Brainstorming/mind mapping, watching 
videos, individual work including online research, online quizzes and worksheets  

Examination modalities  

At the end of this module participants will be asked to take everything they have learnt 
and evaluate their product or service and then complete a small pitch to the tutor and 
group  

 
 



  

 

 

DƭƻǎǎŀǊȅ 
 
 

term definition   sector  
Feasibility  the possibility, capability, or likelihood of something 

being done or accomplished    
(Feasibility Definition & Meaning | Dictionary.com) 

Economic 

Product  An article or substance that is manufactured or 
refined for sale 
 

Economic 

Service a business that offers a particular type of help or work 
 

Economic 

Unique selling 
point 

being the only one of its kind; unlike anything else  

Component  One of the parts that make up a whole   

Multifunctional having or fulfilling several functions  

Pitching An idea pitch is when you present a business idea to 
others. You may be pitching in a more formal capacity, 
where you deliver a full presentation, or you may be 
pitching a simple idea about how to improve processes 
to a colleague in an informal setting 

Economic 

 
 
 
 
 
 
 
 
 
 
 

{ŎƘŜŘǳƭŜ 
 
 

Modul
Ŝ ƴǊΧ 

Numbe
r of 
Lesson 
Units 

Topic/ Content  Methods/Tool
s 

Learning 
objectives 

List of activities 
and tasks per 
lesson 

4  
 
30 mins 

Introduction  
Ice breaker 

PPT 
Video 
Paper  
pens 

Understand 
module and 
relax in 
environment  

Question and 
answer session 
Ice breaker 

 1 
 

Legal 
Requirements  

PPT Understand 
the 
responsibilities 

 

https://www.dictionary.com/browse/feasibility


  

 

30 
minutes 

they face as a 
social 
entrepreneur 

 1 
 
45 
minutes 

Product/servic
e 

PPT 
Paper  
Pens 
feedback 

Aware of the 
difference and 
key qualities 

Brainstorm 
feedback 

 2 
 
45 
Minute
s 

Unique selling 
point 

PPT 
video 
Paper  
Pens 
 
 

Product/servic
e is viable due 
to a market 
need.  

Question/answe
r session 
research 

 3 
 
30 
minutes 

Licensing PPT 
 
Smart devices 

Aware of 
license 
available and 
how to apply  

Research and 
feedback  

 5 
 
45 
Minute
s 

Piloting the 
product/servic
e 

PPT 
Paper  
Pens 
(coloured) 
 

plan the 
piloting stage, 
receive 
feedback and 
implement  

Group and 
individual work 
ς mind mapping  

 6 
 
45 
minutes 

Pitching PPT  
Video 

Plan who and 
what to pitch 

Group and 
individual work  

 5 
 
30 mins 

Product/servic
e branding 

PPT 
Padlet game 
You tube video 
Branding 
activity hand 
out (or paper 
pens) 

Plan a brand in 
preparation for 
marketing  

Online game 
Individual work  
Branding activity  

 6  
 
30 mins 

Exam 
Summary  
Questions  

PPT 
Paper  
Pens 
 

Feasible 
product that 
has (will) be 
tested and 
adjusted 

Individual and 
group work 

Total 
nr. of 
hours 
per 
module 

5hours 
30  

    

 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 
 

LƴǘǊƻŘǳŎǝƻƴ ŀƴŘ ƛŎŜōǊŜŀƪŜǊ 
 
Dƻ ƻǾŜǊ ǿƘŀǘ ǿƛƭƭ ōŜ ŎƻǾŜǊŜŘ όŀǎ ŀōƻǾŜύ ŘǳǊƛƴƎ ǘƘŜ ƳƻŘǳƭŜΣ ŜƴŎƻǳǊŀƎŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ 
ǾƻƭǳƴǘŜŜǊ ƛƴŦƻǊƳŀǝƻƴ ƻƴ ǘƘŜƛǊ ƘƻǇŜǎ ŀƴŘ Ǝƻŀƭǎ ŦƻǊ ǘƘƛǎ ƳƻŘǳƭŜ ŀƴŘ ƭƛƴƪ ǿƛǘƘ ŀŎǝǾƛǝŜǎ ǿƘŜǊŜ 
ǇƻǎǎƛōƭŜΦ  
 
LŎŜōǊŜŀƪŜǊΣ ŀƭǘƘƻǳƎƘ ǇŀǊǝŎƛǇŀƴǘǎ ǎƘƻǳƭŘ ƘŀǾŜ ŀǧŜƴŘŜŘ ƻǘƘŜǊ ƳƻŘǳƭŜǎ ŀƴŘ ƴƻǿ ƪƴƻǿ ŜŀŎƘ 
ƻǘƘŜǊΣ ŀ ǎƘƻǊǘ ŀŎǝǾƛǘȅ ǿƛƭƭ ǎǝƭƭ ŜƴƘŀƴŎŜ ǇŜƻǇƭŜΩǎ ŎƻƳŦƻǊǘ ƭŜǾŜƭ ŀƴŘ ƘŜƭǇ ǘƘŜƳ ƻǇŜƴ ǘƘǊƻǳƎƘƻǳǘ 
ǘǊŀƛƴƛƴƎ ŀƴŘ ƳŀƪŜ ǘǊŀƛƴƛƴƎ ƳƻǊŜ ŜũŜŎǝǾŜΦ 
¢Ƙƛǎ ƛŎŜ ōǊŜŀƪŜǊ ǿƛƭƭ ǎŜŜ ǇŀǊǝŎƛǇŀƴǘǎ Ǉƭŀȅ ŀƴ ƛƴǘŜǊŀŎǝǾŜ ƎŀƳŜ ǿƘŜǊŜ ǘƘŜȅ ƭŜŀǊƴ άǊŜƭŜǾŀƴǘέ ŦŀŎǘǎ 
ŀōƻǳǘ ŜŀŎƘ ƻǘƘŜǊΦ  
 
¢ǳǘƻǊ Ŏŀƴ ŜƴŎƻǳǊŀƎŜ ŦŀŎǘǎ ǘƻ ōŜ ŀǊƻǳƴŘ ǿƘƻ ǘƘŜȅ ŀǊŜ ŀǎ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊΣ ǿƘȅ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ 
ƻǊ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ƛŘŜŀΦ   
 
±ƛŘŜƻΥ ƘǧǇǎΥκκȅƻǳǘǳΦōŜκŎŀ¸¸ƴŜǿvŜǘ¦ 

https://youtu.be/caYYnewQetU
https://youtu.be/caYYnewQetU


  

 

 
tǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ŘŜǾŜƭƻǇƳŜƴǘΣ ŎƻǾŜǊƛƴƎ ǘŀǊƎŜǘ ƳŀǊƪŜǘΣ ŜǘƘƻǎ ŀƴŘ ŎƻƳǇŜǝǝƻƴ 
 

 
 
¦ƴƛǘ м [ŜƎŀƭ ǊŜǎǇƻƴǎƛōƛƭƛǝŜǎ ǿƛǘƘ ŀ ƴŜǿ ǎƻŎƛŀƭ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ 
 
!ǎ ǘƘŜǊŜ ƛǎ ƴƻ ƭŜƎŀƭ ŘŜŬƴƛǝƻƴ ŦƻǊ ǿƘŀǘ ŎƻƴǎǝǘǳǘŜǎ ŀ ǎƻŎƛŀƭ ǾŜƴǘǳǊŜΣ ǘƘŜǊŜ ƛǎ ŎƻƴǎƛŘŜǊŀōƭŜ ǎŎƻǇŜ 
ŦƻǊ ŎƘƻƻǎƛƴƎ ŦǊƻƳ ŀ ǾŀǊƛŜǘȅ ƻŦ ŘƛũŜǊŜƴǘ ƭŜƎŀƭ ŦƻǊƳǎ όŀƭǘƘƻǳƎƘ ǘƘŜǊŜ ŀǊŜ ƴǳƳŜǊƻǳǎ ǾƛŜǿǇƻƛƴǘǎ 
ƻŦ ǿƘŀǘ ŎƻƴǎǝǘǳǘŜǎ ǘƘŜ ΨōŜǎǘΩ ǎƻŎƛŀƭ ǾŜƴǘǳǊŜ ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜΣ ƻƊŜƴ ŘǊƛǾŜƴ ōȅ ǾŜǎǘŜŘ ƛƴǘŜǊŜǎǘǎύΦ 
.ŜŦƻǊŜ ƎŜǩƴƎ ƛƴǘƻ ǘƘŜ ŘŜǘŀƛƭΣ ƛǘΩǎ ǿƻǊǘƘ ōŜŀǊƛƴƎ ƛƴ ƳƛƴŘ ǘǿƻ ŦǳƴŘŀƳŜƴǘŀƭ ǇǊƛƴŎƛǇƭŜǎΥ 

¶ Lǘ ƛǎ ƴƻǘ ǘƘŜ ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜ ǘƘŀǘ ƳŀƪŜǎ ŀƴ ƻǊƎŀƴƛǎŀǝƻƴ ŀ ǎƻŎƛŀƭ ǾŜƴǘǳǊŜ ς ƛǘ ƛǎ ƛǘǎ 
ŀŎǝǾƛǝŜǎΦ 

¶ ¸ƻǳǊ ƛƳƳŜŘƛŀǘŜΣ ŀƴŘ ŦǳǘǳǊŜΣ ŦǳƴŘƛƴƎ ŀƴŘ ƛƴŎƻƳŜ ƎŜƴŜǊŀǝƴƎ ƻǇǇƻǊǘǳƴƛǝŜǎ ǿƛƭƭ ƘŀǾŜ ŀ 
ƳŀƧƻǊ ƛƳǇŀŎǘ ƻƴ ǘƘŜ ǎǘǊǳŎǘǳǊŜ ȅƻǳ ŎƘƻƻǎŜΦ 

 

!ƴ ƛƴŘƛǾƛŘǳŀƭ ƻǇŜǊŀǝƴƎ ŀ ǎƻŎƛŀƭ ǾŜƴǘǳǊŜ ǿƛǘƘƻǳǘ ŀ ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜ ƛǎ ǳǎǳŀƭƭȅ ǊŜƎŀǊŘŜŘ ŀǎ ŀ ǎƻƭŜ 
ǘǊŀŘŜǊ ƻǊ ǎŜƭŦπŜƳǇƭƻȅŜŘΦ hǊƎŀƴƛǎŀǝƻƴǎ ǘƘŀǘ ŀǊŜ ƻǇŜǊŀǝƴƎ ŀǎ ŀ ƳŜƳōŜǊǎƘƛǇ ōƻŘȅ ǿƛǘƘƻǳǘ ŀ 
ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜ ŀǊŜ ǘȅǇƛŎŀƭƭȅ ǊŜƎŀǊŘŜŘ ŀǎ ŀƴ ǳƴƛƴŎƻǊǇƻǊŀǘŜŘ ŀǎǎƻŎƛŀǝƻƴ όŀƭǎƻ ƪƴƻǿƴ ŀǎ 
ǾƻƭǳƴǘŀǊȅ ŀǎǎƻŎƛŀǝƻƴ ŀƴŘ ŎƻƳƳǳƴƛǘȅ ƎǊƻǳǇǎύΦ ¢ƘŜǊŜ ŀǊŜ ŀ ƴǳƳōŜǊ ƻŦ ǊŜŀǎƻƴǎ ǿƘȅ ȅƻǳ ƳƛƎƘǘ 
ŎƻƴǎƛŘŜǊ ŀŘƻǇǝƴƎ ŀ ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜ ŦƻǊ ȅƻǳǊ ƻǊƎŀƴƛǎŀǝƻƴΥ 

¶ ! ǊŜǉǳƛǊŜƳŜƴǘ ōȅ ǎǘŀƪŜƘƻƭŘŜǊǎ ǘƘŀǘ ȅƻǳ ŀǊŜ ǇƭŀƴƴƛƴƎ ǘƻ ŜƴƎŀƎŜ ǿƛǘƘ 

¶ ! ǊŜǉǳƛǊŜƳŜƴǘ ōŀǎŜŘ ƻƴ ǘƘŜ ǘȅǇŜ ƻŦ ŀŎǝǾƛǝŜǎ ȅƻǳ Ǉƭŀƴ ǘƻ ǳƴŘŜǊǘŀƪŜ 

¶ ¢ƻ ŜƴƘŀƴŎŜ ȅƻǳǊ ŎǊŜŘƛōƛƭƛǘȅ ǿƛǘƘ ŎǳǎǘƻƳŜǊǎΣ ŦǳƴŘŜǊǎΣ ǎǳǇǇƭƛŜǊǎ ŀƴŘ ŜƳǇƭƻȅŜŜǎ 

¶ ¢ƻ ǇǊƻǘŜŎǘ ƛƴŘƛǾƛŘǳŀƭǎ ƛƴǾƻƭǾŜŘ ŦǊƻƳ ǇŜǊǎƻƴŀƭ ƭƛŀōƛƭƛǘȅΦ 

!ǎ ŀ ǎƻƭŜ ǘǊŀŘŜǊΣ ǎŜƭŦπŜƳǇƭƻȅŜŘ ƛƴŘƛǾƛŘǳŀƭ ƻǊ ǳƴƛƴŎƻǊǇƻǊŀǘŜŘ ŀǎǎƻŎƛŀǝƻƴ όƛΦŜΦ ƴƻǘ ǊŜŎƻƎƴƛǎŜŘ 
ŀǎ ŀ ǎŜǇŀǊŀǘŜ ƭŜƎŀƭ ŜƴǝǘȅύΣ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ ƻǊ ƳŀƴŀƎŜƳŜƴǘ ŎƻƳƳƛǧŜŜ ƻŦ ǘƘŜ ŀǎǎƻŎƛŀǝƻƴ ƛǎ 
ŘƛǊŜŎǘƭȅ ƭƛŀōƭŜ ŦƻǊ ŀƴȅ ŘŜōǘǎ ƻǊ ƭŜƎŀƭ ŀŎǝƻƴǎ ŀũŜŎǝƴƎ ȅƻǳǊ ƻǊƎŀƴƛǎŀǝƻƴπ ŀ Ǌƛǎƪȅ ǇƻǎƛǝƻƴΦ CƻǊ 
ŜȄŀƳǇƭŜΣ ƛŦ ǘƘŜ ƻǊƎŀƴƛǎŀǝƻƴ ƎŜƴŜǊŀǘŜǎ ŀ ŬƴŀƴŎƛŀƭ ŘŜŬŎƛǘΣ ƛǘ ǿƛƭƭ ōŜ ǘƘŜ ǊŜǎǇƻƴǎƛōƛƭƛǘȅ ƻŦ ǘƘŜ 
ƛƴŘƛǾƛŘǳŀƭǎ ƛƴǾƻƭǾŜŘ ǘƻ ŬƴŘ ǘƘŜ ƳƻƴŜȅ ǘƻ Ǉŀȅ ŀƴȅ ŎǊŜŘƛǘƻǊǎΦ !ŘƻǇǝƴƎ ŀ ŦƻǊƳŀƭ ƭŜƎŀƭ ǎǘǊǳŎǘǳǊŜ 
Ŏŀƴ ǇǊƻǘŜŎǘ ƛƴŘƛǾƛŘǳŀƭǎ όŜΦƎΦ ƳŜƳōŜǊǎκ ǘǊǳǎǘŜŜǎκ ŘƛǊŜŎǘƻǊǎύ ŦǊƻƳ ǇŜǊǎƻƴŀƭ ƭƛŀōƛƭƛǘȅΣ ǘƘŜǊŜŦƻǊŜ 

ƭƛƳƛǝƴƎ ǘƘƛǎ ǘȅǇŜ ƻŦ ǊƛǎƪΦ 

 

 

ώ9ȄŜǊŎƛǎŜϐ ²ƘŀǘΩǎ ȅƻǳǊ ƭŜƎŀƭ ŦƻǊƳΚ  
 



  

 

 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

 
 
 
 
 
¦ƴƛǘ н ! ǇǊƻŘǳŎǘ ƻǊ ŀ ǎŜǊǾƛŎŜΚ  
 
¦ƴƛǘ н CƻŎǳǎŜǎ ƻƴ ŀƭƭƻǿƛƴƎ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ƭŜŀǊƴ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ōŜǘǿŜŜƴ ŀ ǇǊƻŘǳŎǘ ŀƴŘ ŀ 
ǎŜǊǾƛŎŜ ŀƴŘ ǿƘŀǘ ǉǳŀƭƛǝŜǎ ƴŜŜŘ ǘƻ ōŜ ƛƳǇƭŜƳŜƴǘŜŘ ǘƻ ŦǳǊǘƘŜǊ ŘŜǾŜƭƻǇ ŀƴŘ ƳŀƪŜ ōŜƴŜŬŎƛŀƭΦ  
 
 
мл ƪŜȅ ǉǳŀƭƛǝŜǎ 
 
¶ 5ƻŜǎ ƛǘ ƘŀǾŜ ǳƴƛǉǳŜ ŦŜŀǘǳǊŜǎ 

¶ 5ƻŜǎ ƛǘ ƘŀǾŜ Ƴŀǎǎ ŀǇǇŜŀƭ 

¶ 5ƻŜǎ ƛǘ ǎƻƭǾŜ ŀ ǇǊƻōƭŜƳ 

¶ Lǎ ǘƘŜǊŜ ŀ ǇƻǿŜǊŦǳƭ ƻũŜǊ ǿƛǘƘ ŀ ǎǳǇǇƻǊǝǾŜ Ŏƻǎǘ ƻŦ ƎƻƻŘǎ 
¶ /ŀƴ ȅƻǳ Ŝŀǎƛƭȅ ŜȄǇƭŀƛƴ Ƙƻǿ ƛǘ ǿƻǊƪǎ 
¶ Lǎ ǘƘŜǊŜ ŀ ǘǊŀƴǎŦƻǊƳŀǝƻƴ ƻǊ ŘŜƳƻ  
¶ Lǎ ƛǘ ƳǳƭǝŦǳƴŎǝƻƴŀƭ 

¶ Lǎ ƛǘ ŎǊŜŘƛōƭŜ 

¶ !ǊŜ ǘƘŜƛǊ ǇǊƻǾŜƴ ǊŜǎǳƭǘǎ 

¶ /ŀƴ ȅƻǳ ŀƴǎǿŜǊ ǘƘŜ ǉǳŜǎǝƻƴǎ ǘƘŜ ǾƛŜǿŜǊ ƛǎ ǘƘƛƴƪƛƴƎ  
 
 



  

 

!ƊŜǊ ǘŜŀŎƘƛƴƎ ƪŜȅ ǉǳŀƭƛǝŜǎ ƻŦ ōƻǘƘΣ ōǊŜŀƪ ƛƴǘƻ н ƎǊƻǳǇǎ όǇǊƻŘǳŎǘκǎŜǊǾƛŎŜύ ƘŀǾŜ ǇŀǊǝŎƛǇŀƴǘǎ 
ŘƛǎŎǳǎǎΣ Ƙƻǿ ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΣ ŘŜǾƛǎŜŘ ƛƴ ƳƻŘǳƭŜ о ƳŜŜǘǎ ǘƘŜ ƪŜȅ ǉǳŀƭƛǝŜǎ ƻŦ ǘƘŜƛǊ 
ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΦ  
 
tŀǊǝŎƛǇŀƴǘǎ ǿƛƭƭ ǘƘŜƴ ǳǎŜ ǘƘŜ р²ǎ ŀƴŘ мI ŀŎǝǾƛǘȅ ǘƻ ōǊŜŀƪ Řƻǿƴ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΦ 
 

 
 
¢ƘŜǎŜ ōŀǎƛŎ ǉǳŜǎǝƻƴǎ ŀǊŜ ǘƘŜ ǎǘǊǳŎǘǳǊŜ ƻŦ ŀ ŘŜŜǇŜǊ ŘŜƭǾŜ ƛƴǘƻ ǘƘŜƛǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΦ 
 
¢ƘŜȅ ǿƛƭƭ ōŜ ŀǎƪŜŘ ǘƻ ōǊŀƛƴǎǘƻǊƳ ǳǎƛƴƎ ǉǳŜǎǝƻƴǎ ŀōƻǳǘ ǘƘŜƛǊ ƻǿƴ όǎƻŎƛŀƭύ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΦ  
 
 
¢Ƙƛǎ ŜȄŜǊŎƛǎŜ ǿƛƭƭ ƎƛǾŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ƳƛƴŘ ƳŀǇ ǿƛǘƘ ǘƘŜƛǊ ƛŘŜŀ ŀǘ ǘƘŜ ŎŜƴǘŜǊ ŀƴŘ ǘƘŜ ²ǎ ŀƴŘ 
I ŀǎ ǘƘŜ ōǊŀƴŎƘŜǎΣ ŎƻƳǇƭŜǝƴƎ ǊŜƭŜǾŀƴǘ ŦŀŎǘǎ ǘƻ ǘƘŜƳ ŀƴŘ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΦ  
 

 
 



  

 

 

¦ƴƛǘ о ¢ƘŜ ¦ƴƛǉǳŜ {ŜƭƭƛƴƎ tƻƛƴǘ ό¦{tύ 
 
¦ƴƛǘ о ŀƭƭƻǿǎ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŜȄǇƭƻǊŜ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΣ ǿƘŜǘƘŜǊ ƛǘǎ ǳƴƛǉǳŜΣ ǿƘŜǘƘŜǊ 
ƛǘ ǎǳƛǘǎ ǘƘŜ ƴŜŜŘ ƻŦ ǘƘŜ ŎǳǎǘƻƳŜǊ ŀƴŘ ǘƘŜǊŜŦƻǊŜ ŀ ǾƛŀōƭŜ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΦ  
 
ώ±ƛŘŜƻϐ  
 
¦{t .ƛƎ ŜȄŀƳǇƭŜǎΣ aŀǊƪŜǝƴƎ ōƻƻǘŎŀƳǇΣ ǘƘŀǘ ǎƘƻǿǎ ǿŜƭƭπƪƴƻǿƴ ŎƻƳǇŀƴƛŜǎ ŀƴŘ ǘƘŜƛǊ ǳƴƛǉǳŜ 
ǎŜƭƭƛƴƎ Ǉƻƛƴǘ 
 
ƘǧǇǎΥκκȅƻǳǘǳΦōŜκȅǊW¢[ȅ¦5ƭǳǿ  
 
²Ƙŀǘ ƛǎ ŀ ǳƴƛǉǳŜ ǎŜƭƭƛƴƎ Ǉƻƛƴǘ ό¦{tύ 

{ƛƳǇƭȅ ǇǳǘΣ ƛǘΩǎ ǘƘŜ ŦǊŜǎƘ ŀƴŘ ǾŀƭǳŀōƭŜ ōŜƴŜŬǘ ǘƘŀǘ ƛǎ ŀǎǎƻŎƛŀǘŜŘ ǿƛǘƘ ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ 
ǘƘŀǘ ƘŜƭǇǎ ȅƻǳǊ ƳŀǊƪŜǝƴƎ ǎǳŎŎŜŜŘ ƻƴ ǘǿƻ ŦǊƻƴǘǎΥ 

¶ Lǘ ǇǊŜǎŜƴǘǎ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ŀǎ ƘŀǾƛƴƎ ǊŜŀƭ ƳŜŀƴƛƴƎ ŀƴŘ ŀǇǇŜŀƭ ƛƴ ǘƘŜ ŜȅŜǎ ƻŦ 
ȅƻǳǊ ŎƻƴǎǳƳŜǊǎ 

¶ Lǘ ƎƛǾŜǎ ȅƻǳ ŀ ŎƻƳǇŜǝǝǾŜ ŜŘƎŜ ƻǾŜǊ ǘƘŜ ŎƻƳǇŜǝǝƻƴ 

 

 

9ȄŀƳǇƭŜǎ ŦƻǊ ¦{tΩ ƛƴ ǘƘŜ ǾƛŘŜƻ ƻƴ ǎƭƛŘŜ мн ŀƴŘ ƎǊƻǳǇ ŜȄŜǊŎƛǎŜ ς ŘƛǎŎǳǎǎƛƴƎ ƻǘƘŜǊ /ƻƳǇŀƴƛŜǎ 
¦{tǎ ŀƴŘ ǿƘŀǘ ¦{tǎ ŀ ōǳǎƛƴŜǎǎ ŎƻǳƭŘ ƘŀǾŜ 

 

https://youtu.be/yrJTLyUDluw


  

 

{ǳǇǇƭȅ ŀƴŘ ŘŜƳŀƴŘ  

{ǳǇǇƭȅ ŀƴŘ ŘŜƳŀƴŘ ƛǎ ǘƘŜ ƎƛǾŜ ŀƴŘ ǘŀƪŜ ƻŦ ƳƛŎǊƻŜŎƻƴƻƳƛŎǎΦ ¢ƘŜ ƳŀǊƪŜǘ ǿƻǳƭŘ ƴƻǘ ǎǳǊǾƛǾŜ ƛŦ 
ŎƻƳǇŀƴƛŜǎ ŘƛŘ ƴƻǘ ǇǊƻǾƛŘŜ ŀ ǇǊƻŘǳŎǘ ŀƴŘ ŎƻƴǎǳƳŜǊǎ ŘƛŘ ƴƻǘ ŀǎƪ ŦƻǊ ǘƘƻǎŜ ǇǊƻŘǳŎǘǎΦ 

 

 

 

ώ9ȄŜǊŎƛǎŜϐ  

DǊƻǳǇ ŘƛǎŎǳǎǎƛƻƴ ŀōƻǳǘ ǿƘŀǘ ŀ ¦{t ƛǎΣ ŦƻƭƭƻǿŜŘ ōȅ ŀ ǎƘƻǊǘ ōǊŀƛƴǎǘƻǊƳƛƴƎ ǎŜǎǎƛƻƴ ŦƻǊ 
ƛƴŘƛǾƛŘǳŀƭǎ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜƛǊ ¦{t ǳǎƛƴƎ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴǎ 

мΦ Lǎ ǘƘŜǊŜ ŀ ǎƻŎƛŀƭ ƴŜŜŘ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΚ 
нΦ ²Ƙŀǘ ƛǎ ǎǇŜŎƛŀƭ ŀōƻǳǘ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΚ 
оΦ IŀǾŜ ȅƻǳ ǊŜǎŜŀǊŎƘŜŘ ȅƻǳǊ ǎŜŎǘƻǊ ŦƻǊ ǊŜǎǳƭǘǎ ƻŦ ǎƛƳƛƭŀǊ ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜΚ 
пΦ ²Ƙŀǘ ƛǎ ǘƘŜ ƴŜŜŘ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΚ 
рΦ Lǎ ǘƘŜǊŜ ŀ ǊŜŎƻƎƴƛǎŜŘ ǘŀǊƎŜǘ ōŀǎŜΣ ƛŦ ƴƻǘ ǿƘŀǘ ŎǳǎǘƻƳŜǊǎ ŀǊŜ ȅƻǳ ŎƻƴǎƛŘŜǊƛƴƎΚ 
сΦ 5ƻŜǎ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ƳŜŜǘ ǎǳǇǇƭȅ ŀƴŘ ŘŜƳŀƴŘΚ  

 

¦ƴƛǘ п [ƛŎŜƴǎƛƴƎ  
 
[ƛŎŜƴǎƛƴƎΣ ǿƘŀǘ ƛǎ ƴŜŜŘŜŘ ōȅ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘ ŦƻǊ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ 
 



  

 

LƴǘŜƭƭŜŎǘǳŀƭ tǊƻǇŜǊǘȅ 
LƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅ ǊŜŦŜǊǎ ǘƻ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ ŎƻǇȅǊƛƎƘǘΣ ŘŜǎƛƎƴΣ ǇŀǘŜƴǘ ŀƴŘ ǘǊŀŘŜ ƳŀǊƪ 
ǊƛƎƘǘǎΦ /ƻǇȅǊƛƎƘǘ ŀǇǇƭƛŜǎ ǘƻ ŀǊǝǎǝŎΣ ƭƛǘŜǊŀǊȅΣ ŘǊŀƳŀǝŎΣ ƻǊ ƳǳǎƛŎŀƭ ǿƻǊƪǎΤ ŀ ŘŜǎƛƎƴ ƛǎ ǘƘŜ ǎƘŀǇŜΣ 
ǇŀǧŜǊƴΣ ŀƴŘ ƻǊƴŀƳŜƴǘŀǝƻƴ ƻŦ ŀ ǇǊƻŘǳŎǘΤ ŀ ǇŀǘŜƴǘ ǇǊƻǾƛŘŜǎ ƭŜƎŀƭ ǇǊƻǘŜŎǝƻƴ ŦƻǊ ŀƴ ƛƴǾŜƴǝƻƴΤ 
ŀƴŘ ŀ ǘǊŀŘŜ ƳŀǊƪ ƛǎ ŀ ǎƭƻƎŀƴΣ ƭƻƎƻΣ ƻǊ ƧƛƴƎƭŜΦ 
 

¢ƘŜ ¢ȅǇŜǎ ƻŦ [ƛŎŜƴǎŜ 
²ƘŜƴ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ ƭƛŎŜƴǎŜǎ ŀ ōǳǎƛƴŜǎǎ ǘƻ ǳǎŜ Ƙƛǎ ƻǊ ƘŜǊ ƛƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅΣ ǘƘŜ ōǳǎƛƴŜǎǎ 
Ŏŀƴ ǎŜƭƭ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎ ǘƘŀǘ ŘŜǊƛǾŜ ŦǊƻƳ ƛǘΦ ¢ƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ ǊƻȅŀƭǝŜǎ ŎƻƳŜ ŦǊƻƳ ǘƘŜ 
ƛƴŎƻƳŜ ǘƘŀǘ ǘƘŜ ƛƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅ ŎǊŜŀǘŜǎ ŦƻǊ ǘƘŜ ōǳǎƛƴŜǎǎΦ [ƛŎŜƴǎƛƴƎ ōǳǎƛƴŜǎǎ ƛŘŜŀǎ ƛƴ ǘƘƛǎ 
ǿŀȅ Ƙŀǎ ǘƘŜ ōŜƴŜŬǘ ƻŦ ǇǊƻǾƛŘƛƴƎ ŀ ǊŜƎǳƭŀǊ ƛƴŎƻƳŜ ǿƛǘƘƻǳǘ ŀƴȅ ŦǳǊǘƘŜǊ ǿƻǊƪ ƻƴ ǘƘŜ 
ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ ǇŀǊǘΦ 

 
wŜǘŀƛƴƛƴƎ /ƻƴǘǊƻƭ 
[ƛŎŜƴǎƛƴƎ ŘƻŜǎƴΩǘ ƳŜŀƴ ǘƘŀǘ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊ Ƙŀǎ ǘƻ ƭƻǎŜ ŎƻƴǘǊƻƭ ƻŦ ŀƴ ƛŘŜŀΦ Lƴ ŦŀŎǘΣ 
ǊŜƭƛƴǉǳƛǎƘƛƴƎ ŎƻƴǘǊƻƭ ŎƻǳƭŘ ōŜ ŘƛǎŀǎǘǊƻǳǎ ƛŦ ŀ ƭƛŎŜƴǎŜŜ ǇǊƻƳƻǘŜǎ ŀƴ ƛƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅ ƛƴ ŀƴ 
ǳƴǎǳƛǘŀōƭŜ ƳŀƴƴŜǊΣ ǳǎƛƴƎ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ ƴŀƳŜΦ ¢Ƙƛǎ Ŏŀƴ ŘŀƳŀƎŜ ŀƴ ŜƴǘǊŜǇǊŜƴŜǳǊΩǎ 
ǊŜǇǳǘŀǝƻƴΣ ŀƴŘ ŀũŜŎǘ ǊŜƭŀǘŜŘ ǇǊƻŘǳŎǘǎ ƻǊ ǎŜǊǾƛŎŜǎΦ 
 

¢ƘŜ [ƛŎŜƴǎƛƴƎ !ƎǊŜŜƳŜƴǘ 
¢ƻ ǇǊŜǾŜƴǘ ǘƘƛǎ ƘŀǇǇŜƴƛƴƎΣ ŜƴǘǊŜǇǊŜƴŜǳǊǎ Ƴǳǎǘ Ǉŀȅ ŎŀǊŜŦǳƭ ŀǧŜƴǝƻƴ ǘƻ ǘƘŜ ƭƛŎŜƴǎƛƴƎ 
ŀƎǊŜŜƳŜƴǘΦ ¢ƘŜȅ ǎƘƻǳƭŘ ǘŀƪŜ ƭŜƎŀƭ ŀŘǾƛŎŜ ŀƴŘ ŜƴǎǳǊŜ ǘƘŜ ŀƎǊŜŜƳŜƴǘ Ŏƻƴǘŀƛƴǎ ǘƘŜ ŦƻƭƭƻǿƛƴƎ 
ƪŜȅ ƛǎǎǳŜǎΦ 
 

¶ ¢ƘŜ ŎŀƭŎǳƭŀǝƻƴ ƻŦ ǘƘŜ ǊƻȅŀƭǝŜǎ ŀƴŘ ǘƘŜ ŘŀǘŜǎ ƻŦ ǇŀȅƳŜƴǘΦ 
¶ ¢ƘŜ ƎŜƻƎǊŀǇƘƛŎŀƭ ŀǊŜŀǎ ǘƘŜ ƭƛŎŜƴǎŜ ŎƻǾŜǊǎΦ 
¶ ¢ƘŜ ǇŜǊƛƻŘ ƻŦ ǘƘŜ ƭƛŎŜƴǎŜΦ 
¶ ¢ƘŜ ŎƛǊŎǳƳǎǘŀƴŎŜǎ ŦƻǊ ǘŜǊƳƛƴŀǝƴƎ ǘƘŜ ƭƛŎŜƴǎŜ ŀƎǊŜŜƳŜƴǘΦ 
¶ ¢ƘŜ ŘŜǘŀƛƭǎ ƻŦ ǿƘŀǘ ǘƘŜ ƭƛŎŜƴǎŜŜ Ŏŀƴ ƭŜƎŀƭƭȅ Řƻ ǿƛǘƘ ǘƘŜ ƛƴǘŜƭƭŜŎǘǳŀƭ ǇǊƻǇŜǊǘȅΦ 
¶ ¢ƘŜ ƛƴŘŜƳƴƛǝŜǎ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ǘƘŜ ƭƛŎŜƴǎŜŜ Ƴǳǎǘ ǇǊƻǾƛŘŜΦ 
¶ ¢ƘŜ ƛƴǎǳǊŀƴŎŜ ǘƘŜ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ǘƘŜ ƭƛŎŜƴǎŜŜ Ƴǳǎǘ ƘŀǾŜΦ 

 
ώ9ȄŜǊŎƛǎŜϐ  
9ƴŎƻǳǊŀƎŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ Řƻ ǎƻƳŜ ƻƴƭƛƴŜ ǊŜǎŜŀǊŎƘ ŀōƻǳǘ ƭƛŎŜƴǎƛƴƎ ǘƘŜƛǊ ƛŘŜŀΦ  
 
±ƛŘŜƻ ŦƻǊ ŎƻƴǎƛŘŜǊŀǝƻƴ ƘǧǇǎΥκκȅƻǳǘǳΦōŜκнvтLw.ǎ²hл9  
 
 
 
 
 
 
 
 
 
 

https://youtu.be/2Q7IRBsWO0E


  

 

 
 
 
 
 
 

¦ƴƛǘ р tƛƭƻǝƴƎ  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
tǊƻŘǳŎǘ 
 
²Ƙŀǘ ǿƛƭƭ ǘƘŜ ǇƛƭƻǘΣ Ƙƻǿ ǿƛƭƭ ǘƘŜȅ ƎŜǘ ŀ ǇǊƻǘƻǘȅǇŜΣ Ƙƻǿ Ƴŀƴȅ ŀǊŜ ƴŜŜŘŜŘΣ ǿƘƻ ǿƛƭƭ ǘŜǎǘ ƛǘ 
 
 
{ŜǊǾƛŎŜ 
 
²ƘŜǊŜ Ŏŀƴ ǘƘŜȅ Ƙƻǎǘ ŀ ǇƻǇ ǳǇΣ Ƙƻǿ ƭƻƴƎ ǿƛƭƭ ǘƘŜȅ ƴŜŜŘ ŦƻǊ ŀƴ ŀŘŜǉǳŀǘŜ ǇƛƭƻǘΣ ǿƛƭƭ ǘƘŜȅ 
ŎƘŀǊƎŜΣ  
 
 
!ƊŜǊ tƛƭƻǝƴƎ 
 
tŀǊǝŎƛǇŀƴǘǎ ǎƘƻǳƭŘ Ǉƭŀƴ ǇƛƭƻǝƴƎ ǿƛǘƘ ǎǇŜŎƛŬŎ ƎƻŀƭǎΣ ƻǳǘŎƻƳŜǎ ŀƴŘ ŀƛƳǎ ƛƴ ƳƛƴŘΦ  
¢ƘŜǊŜŦƻǊŜΣ ŀƴ ŜǾŀƭǳŀǝƻƴ ǇǊƻŎŜǎǎ ǎƘƻǳƭŘ ōŜ ǇƭŀƴƴŜŘΦ  
 
aŜǘƘƻŘǎ ƻŦ ŜǾŀƭǳŀǝƻƴ 
 

¶ Consultation meetings 
¶ Surveys ς written/online 
¶ 1-1 interviews 



  

 

 
9ƴŎƻǳǊŀƎŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ǘƘƛƴƪ ƻŦ ǉǳŜǎǝƻƴǎ ǘƘŜȅ Ƴŀȅ ƛƴŎƭǳŘŜ ƛƴ ŀƴ ŜǾŀƭǳŀǝƻƴΦ  
όtŀǊǝŎƛǇŀƴǘǎ Ƴŀȅ ƘŀǾŜ ǘƻ ƘȅǇƻǘƘŜǎƛȊŜ ǇŀǊǘǎ ƻŦ ǘƘŜ ŀŎǝǾƛǘȅύ 
 
 

¦ƴƛǘ с ǇƛǘŎƘƛƴƎ  
 
 
¦ƴƛǘ с ƛǎ ŀōƻǳǘ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘ ǇŜǊŦŜŎǝƴƎ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ŀƊŜǊ ǘƘŜ ǇǊƻǘƻǘȅǇŜǎ ƻǊ 
ǇƛƭƻǝƴƎΦ  
 
¢ƻ ǎǘŀǊǘ ŀǎƪ ǇŀǊǝŎƛǇŀƴǘǎ ƻǊƛƎƛƴŀƭ ǘƘƻǳƎƘǘǎ ƻŦ ŀ ǇƛǘŎƘΣ ŀƊŜǊ ǎƘƻǿ ǾƛŘŜƻ  
 
Iƻǿ ǘƻ ǎǘŀǊǘ ŀ ǇƛǘŎƘ ƻǊ ǇǊŜǎŜƴǘŀǝƻƴ ƘǧǇǎΥκκȅƻǳǘǳΦōŜκtн[ǿǳCтȊƴфŎ  
 
¢ƘŜȅ ǿƛƭƭ ƘŀǾŜ ǘƻ ǊŜƅŜŎǘ ƻƴΥ  
 

¶ who they can pitch to ς preferably someone in a similar industry or with an unbiased 
view.  

¶ What they have to pitch.   
¶ And be prepared for awkward questions, feedback constructive or negative 

 
9ȄŀƳǇƭŜ ƻŦ ǉǳŜǎǝƻƴǎ ŀ ǇƛǘŎƘ ŎƻǳƭŘ ƛƴŎƭǳŘŜ 
 
¶ Does this product/service have potential 
¶ Would you buy/pay for it 

¶ What are the risks 
¶ Who is the target audience 
¶ What social impact will be  

¶ How can I make my product/service a reality 
 
¢ȅǇŜǎ ƻŦ ōǳǎƛƴŜǎǎ ǇƛǘŎƘŜǎ 
 
¶ Elevator pitches 
¶ Employment pitches 

¶ Sales pitches 
¶ Partnership pitches 

¶ Investor pitches 
 
.ǳǎƛƴŜǎǎ ǇƛǘŎƘŜǎ ǘŀƪŜ ǾŀǊƛƻǳǎ ŦƻǊƳǎΣ ŘŜǇŜƴŘƛƴƎ ƻƴ ȅƻǳǊ Ǝƻŀƭ ŀƴŘ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΦ wŜƎŀǊŘƭŜǎǎ 
ƻŦ ǘƘŜ ǘȅǇŜΣ ŜŀŎƘ ǘȅǇƛŎŀƭƭȅ ƛƴŎƭǳŘŜǎ ǎƛƳƛƭŀǊ ǎǘǊŀǘŜƎƛŜǎΣ ǎǳŎƘ ŀǎ ƛƴŎƻǊǇƻǊŀǝƴƎ ǎǘƻǊƛŜǎ ŀƴŘ ǎǘŀǘǎ ǘƻ 
ǎŜƭƭ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ {ƻƳŜ ƻŦ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ǘȅǇŜǎ ƻŦ ōǳǎƛƴŜǎǎ ǇƛǘŎƘŜǎ ŀǊŜΥ 
 
9ƭŜǾŀǘƻǊ ǇƛǘŎƘŜǎ  
!ƴ ŜƭŜǾŀǘƻǊ ǇƛǘŎƘ ƛǎ ŀ ŎƻƴŎƛǎŜ ǎǘŀǘŜƳŜƴǘ ǘƘŀǘ Ŏŀƴ ōŜ ǘƘŜ ōǳƛƭŘƛƴƎ ōƭƻŎƪ ŦƻǊ ƻǘƘŜǊ ǘȅǇŜǎ ƻŦ 
ǇƛǘŎƘŜǎΦ ¢ƘŜ ƛŘŜŀ ōŜƘƛƴŘ ŀƴ ŜƭŜǾŀǘƻǊ ǇƛǘŎƘ ƛǎ ǘƘŀǘ ȅƻǳ Ŏŀƴ ŜȄǇƭŀƛƴ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛƴ ǘƘŜ ǝƳŜ ƛǘ 
ǘŀƪŜǎ ŦƻǊ ŀ ǎƛƴƎƭŜ ŜƭŜǾŀǘƻǊ ǊƛŘŜΣ ƻǊ ŀōƻǳǘ ол ǎŜŎƻƴŘǎΦ LǘΩǎ ŎƻƴǎƛŘŜǊŜŘ ŀ ǎƘƻǊǘ ǎŀƭŜǎ ǇƛǘŎƘ ǘƘŀǘ ƛǎ 

https://youtu.be/P2LwuF7zn9c


  

 

ƻƴŜ ǘƻ ǘƘǊŜŜ ǎŜƴǘŜƴŎŜǎΣ ƛƴŎƭǳŘƛƴƎ ǘƘŜ ǾŀƭǳŜ ǎǘŀǘŜƳŜƴǘ ǎǳƳƳŀǊƛȊƛƴƎ ǘƘŜ ǾŀƭǳŜ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ 
ŀƴŘ ǳƴƛǉǳŜ ǎŜƭƭƛƴƎ ǇǊƻǇƻǎƛǝƻƴΦ  
 
 
9ƳǇƭƻȅƳŜƴǘ ǇƛǘŎƘŜǎ 
LŦ ǎŜŜƪƛƴƎ ǘƻ ŜƳǇƭƻȅ ǘƻǇ ǘŀƭŜƴǘΣ ȅƻǳ ǿŀƴǘ ǘƻ ǎƘƻǿ ǘƘŀǘ ȅƻǳǊ ŎƻƳǇŀƴȅ Ƙŀǎ ǇǊƻƳƛǎŜΦ ! ōǳǎƛƴŜǎǎ 
ǇƛǘŎƘ ǘƘŀǘ ƘƛƎƘƭƛƎƘǘǎ ǘƘŜ ǾŀƭǳŜ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ Ŏŀƴ ǇŜǊǎǳŀŘŜ ƻǘƘŜǊǎ ǘƻ ǿŀƴǘ ǘƻ Ƨƻƛƴ ȅƻǳǊ ǘŜŀƳΦ 
 
{ŀƭŜǎ ǇƛǘŎƘŜǎ 
! ǎŀƭŜǎ ǇƛǘŎƘ ƘŀǇǇŜƴǎ ǿƘŜƴ ȅƻǳΩǊŜ ǎǇŜŀƪƛƴƎ ǘƻ ŀ ǇƻǘŜƴǝŀƭ ŎǳǎǘƻƳŜǊ ŀōƻǳǘ ŀ ǇǊƻōƭŜƳ ǘƘŜȅ 
ƘŀǾŜ ǿƛǘƘ ǘƘŜƛǊ ƻǿƴ ƭƛŦŜ ƻǊ ōǳǎƛƴŜǎǎΦ !ƴ ŜũŜŎǝǾŜ ǎŀƭŜǎ ǇƛǘŎƘ ŎƻƴǾƛƴŎŜǎ ŀ ǇƻǘŜƴǝŀƭ ŎƭƛŜƴǘ ǘƘŀǘ 
ȅƻǳǊ ōǳǎƛƴŜǎǎ ŎƻǳƭŘ ƘŜƭǇ ŬȄ ǘƘŜƛǊ ǳƴƛǉǳŜ ǇǊƻōƭŜƳΦ 
 
tŀǊǘƴŜǊǎƘƛǇ ǇƛǘŎƘŜǎ 
! ǇŀǊǘƴŜǊǎƘƛǇ ǇƛǘŎƘ ƘƛƎƘƭƛƎƘǘǎ ǘƻ ŀƴƻǘƘŜǊ ŎƻƳǇŀƴȅ Ƙƻǿ ȅƻǳǊ ōǳǎƛƴŜǎǎ Ŏŀƴ ōŜƴŜŬǘ ǘƘŜƛǊǎΣ ŀƴŘ 
ǾƛŎŜ ǾŜǊǎŀΦ Lǘ ǳǎǳŀƭƭȅ ƻŎŎǳǊǎ ōŜǘǿŜŜƴ ōǳǎƛƴŜǎǎŜǎ ǿƛǘƘ ǎƘŀǊŜŘ ƳŀǊƪŜǘǎ ƻǊ ǇǊƻŘǳŎǘǎΦ CƻǊ ŜȄŀƳǇƭŜΣ 
ƛŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǎŜƭƭǎ ŘƛǊŜŎǘπǘƻπŎƻƴǎǳƳŜǊ ŎƻũŜŜΣ ŀ ǇŀǊǘƴŜǊǎƘƛǇ ǿƛǘƘ ŀ ŎƻƳǇŀƴȅ ǘƘŀǘ ǎŜƭƭǎ ǎǳƎŀǊ 
ƻǊ ŎǊŜŀƳ ǿƻǳƭŘ ōŜ ŀ ƎƻƻŘ ǇŀƛǊƛƴƎΦ  
 
LƴǾŜǎǘƻǊ ǇƛǘŎƘŜǎ  
¢Ƙƛǎ ƛǎ ƻƴŜ ƻŦ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ǘȅǇŜǎ ƻŦ ǇƛǘŎƘŜǎ ŦƻǊ ǎƳŀƭƭ ōǳǎƛƴŜǎǎŜǎ ōŜŎŀǳǎŜ ƛǘ ŎƻƳōƛƴŜǎ ŀƴ 
ŜƭŜǾŀǘƻǊ ǇƛǘŎƘΣ ŜƳǇƭƻȅƳŜƴǘ ǇƛǘŎƘΣ ǎŀƭŜǎ ǇƛǘŎƘΣ ŀƴŘ ǇŀǊǘƴŜǊǎƘƛǇ ǇƛǘŎƘΦ LƴǾŜǎǘƻǊ ǇƛǘŎƘŜǎ ǎŜƭƭ ǘƘŜ 
ǾŀƭǳŜ ǇǊƻǇƻǎƛǝƻƴ ƻŦ ȅƻǳǊ ŎƻƳǇŀƴȅ ŀƴŘ ŜȄǇƭŀƛƴ ƛǘǎ ŬƴŀƴŎƛŀƭ ŦǳǘǳǊŜ ǘƘǊƻǳƎƘ ŀ ǎǳŎŎŜǎǎŦǳƭ ǇƛǘŎƘ 
ŘŜŎƪΦ LŦ ǎǳŎŎŜǎǎŦǳƭΣ ǘƘŜȅ ƘŜƭǇ ȅƻǳ ǎŜŎǳǊŜ ƛƴǾŜǎǘƻǊǎ ƻǊ ǾŜƴǘǳǊŜ ŎŀǇƛǘŀƭƛǎǘǎ ǿƘƻ ƛƴƧŜŎǘ ŦǳƴŘǎ ƛƴǘƻ 
ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛƴ ŜȄŎƘŀƴƎŜ ŦƻǊ ŀƴ ƻǿƴŜǊǎƘƛǇ ǎǘŀƪŜΣ ŀƴŘ ǘƘŜȅ ōŜŎƻƳŜ ǇŀǊǘ ƻǿƴŜǊǎ ƛƴ ȅƻǳǊ 
ŎƻƳǇŀƴȅ ŀƴŘ Ŏŀƴ ƛƳǇŀŎǘ ōǳǎƛƴŜǎǎ ƻǇŜǊŀǝƻƴǎΦ 
 
 

¦ƴƛǘ т .ǊŀƴŘƛƴƎ 

 
Lƴ ǇǊŜǇŀǊŀǝƻƴ ŦƻǊ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ƳƻŘǳƭŜǎΣ ǇŀǊǝŎƛǇŀƴǘǎ ǎƘƻǳƭŘ ǎǘŀǊǘ ŀ ōǊŀƴŘƛƴƎ ǇƭŀƴΦ  
¢Ƙƛǎ ǎƘƻǳƭŘ ƛƴŎƭǳŘŜ ǘƘŜ ŜǘƘƻǎκǾŀƭǳŜǎ ŦǊƻƳ ƳƻŘǳƭŜ о όōǳǘ ƴƻǘ ōŜ ǎŜǘ ƛƴ ǎǘƻƴŜύ ŀƴŘ ǊŜǎǳƭǘǎ ŀƴŘ 
ŦŜŜŘōŀŎƪ ŦǊƻƳ ǇƛƭƻǝƴƎΦ  
 
²Ƙŀǘ ƛǎ ōǊŀƴŘƛƴƎΚ 
 
! ōǊŀƴŘ ƛǎ ǘƘŜ ƛŘŜƴǝǘȅ ŀƴŘ ǎǘƻǊȅ ƻŦ ŀ ŎƻƳǇŀƴȅ ǘƘŀǘ ƳŀƪŜǎ ƛǘ ǎǘŀƴŘ ƻǳǘ ŦǊƻƳ ŎƻƳǇŜǝǘƻǊǎ ǘƘŀǘ 
ǎŜƭƭ ǎƛƳƛƭŀǊ ǇǊƻŘǳŎǘǎ ƻǊ ǎŜǊǾƛŎŜǎΦ ¢ƘŜ Ǝƻŀƭ ƻŦ ōǊŀƴŘƛƴƎ ƛǎ ǘƻ ŜŀǊƴ ǎǇŀŎŜ ƛƴ ǘƘŜ ƳƛƴŘǎ ƻŦ ǘƘŜ ǘŀǊƎŜǘ 
ŀǳŘƛŜƴŎŜ ŀƴŘ ōŜŎƻƳŜ ǘƘŜƛǊ ǇǊŜŦŜǊǊŜŘ ƻǇǝƻƴ ŦƻǊ ŘƻƛƴƎ ōǳǎƛƴŜǎǎΦ 
 
²Ƙȅ ƛǎ ōǊŀƴŘƛƴƎ ƛƳǇƻǊǘŀƴǘΚ 
 
¶ Difference between success and failure due to recognition 
¶ More people will recognize your brand 

¶ Branding can help build trust  

¶ You can improve your advertising  
¶ Creates loyal customers  

 



  

 

¦ǎŜ ǇŀŘƭŜǘ ǘƻ ƘŀǾŜ ǇŀǊǝŎƛǇŀƴǘǎ ŀŘŘ ƛŘŜŀǎ ς ƎǊƻǳǇ ŘƛǎŎǳǎǎƛƻƴ ŀǊƻǳƴŘ ŜŀŎƘ ƛŘŜŀ ǇǊƻǎκŎƻƴǎ 
 
Cƻƭƭƻǿ ǳǇ ǿƛǘƘ .ǊŀƴŘƛƴƎ млм ǾƛŘŜƻ ŀƴŘ ōǊŀƴŘƛƴƎ ŀŎǝǾƛǘȅ ƘǧǇǎΥκκȅƻǳǘǳΦōŜκt¸ƭŀƻǿƻȄψŦǿ  
 
IŀǾŜ ǇŀǊǝŎƛǇŀƴǘǎ ƭƛǎǘ ǘƘŜƛǊ ōǳǎƛƴŜǎǎΦ 
±ŀƭǳŜǎ 
/ƻǊŜ ŎǳǎǘƻƳŜǊ 
LǊǊŜǎƛǎǝōƭŜ ƻũŜǊ 
 
¢Ƙƛǎ ǿƛƭƭ ŦƻŎǳǎ ǇŀǊǝŎƛǇŀƴǘǎ ƻƴ ǿƘŀǘ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ƛǎ ŦƻǊ ŀƴŘ ǊŜƭŜǾŀƴŎȅ ŀƴŘ ƛŦ ŀƊŜǊ 
ǇǊŜǾƛƻǳǎ ŀŎǝǾƛǝŜǎ ƛǘ ƛǎ ŦŜŀǎƛōƭŜ ŦƻǊ ǘƘŜ ŀǳŘƛŜƴŎŜ ŀƴŘ ǊŜŀǎƻƴ ǘƘŜȅ ƻǊƛƎƛƴŀƭƭȅ ǇƭŀƴƴŜŘ ŀƴŘ Ƙƻǿ 
ǘƘŜȅ ǿƛƭƭ ōǊŀƴŘ ǘƘŜ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ƛƴ ǘƘŜƛǊ ǎŀƭŜǎ ǇƛǘŎƘΦ  
 
 

¢ƘŜ ŜȄŀƳ 
 
¢ƘŜ ŜȄŀƳ ǘŀƪŜǎ ǘƘŜ ǉǳŜǎǝƻƴǎ ŀǎƪŜŘ ŀǘ ǘƘŜ ōŜƎƛƴƴƛƴƎ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ǘƻ ōŜ ŦǳƭŬƭƭŜŘ ŀƊŜǊ ǘƘŜ 
ǘǊŀƛƴƛƴƎΣ ŦƻŎǳǎƛƴƎ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘ ŀƴŘ ƎƛǾƛƴƎ ǘƘŜ ǘǳǘƻǊ ŀ ƎǊŜŀǘŜǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ƭŜŀǊƴƛƴƎΦ  
 
{Ƴŀƭƭ ǇǊƻŘǳŎǘ ǇƛǘŎƘ ǇƭŀƴƴŜŘ ŀƴŘ ŘŜƭƛǾŜǊŜŘ ŦǊƻƳ ŜŀŎƘ ǇŀǊǝŎƛǇŀƴǘ ǘƻ ǘǳǘƻǊ όŀƴŘ ƎǊƻǳǇ ƛŦ 
ŀǇǇƭƛŎŀōƭŜύ 
 
 

{ǳƳƳŀǊȅ 
 
 
!ǘ ǘƘŜ ŜƴŘΣ Ǝƻ ƻǾŜǊ ŀƭƭ ƭŜǎǎƻƴ ǳƴƛǘǎ ǘƻ ŎƭŀǊƛŦȅ ǘƘŜ Ƴŀƛƴ Ǉƻƛƴǘǎ ŀƴŘ Ƙƻǿ ǘƘŜȅ ŀǊŜ ǊŜƭŜǾŀƴǘ ǘƻ ǘƘŜ 
ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΦ  
 
9ƴŎƻǳǊŀƎŜ ŦŜŜŘōŀŎƪ ŦǊƻƳ ǇŀǊǝŎƛǇŀƴǘǎ όƘƻƭƛǎǝŎ ǉǳƛȊκŀǎǎŜǎǎƳŜƴǘύ  
!ƭƭƻǿ ǝƳŜ ŦƻǊ ǉǳŜǎǝƻƴǎ 
 
aƻŘǳƭŜ п ƛǎ ŀōƻǳǘ ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΣ ȅƻǳ ǘŀƪŜ ȅƻǳǊ ƛŘŜŀ ŦǊƻƳ ƳƻŘǳƭŜ о ŀƴŘ ŘŜǾŜƭƻǇ ǘƘƛǎ 
ŦǳǊǘƘŜǊΦ  
¢Ƙƛǎ ƛƴǾƻƭǾŜǎ ƭƻƻƪƛƴƎ ŀǘ ǘƘŜ ƭŜƎŀƭ ǊŜǎǇƻƴǎƛōƛƭƛǝŜǎ ŦƻǊ ȅƻǳ ŀǎ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊ ŀƴŘ ŦƻǊ ȅƻǳǊ 
ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΣ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ŀƴŘ ƪŜȅ ŜƭŜƳŜƴǘǎ ƻŦ ŀ ǇǊƻŘǳŎǘ ŀƴŘ ŀ ǎŜǊǾƛŎŜΣ ǿŜ ǿƛƭƭ ǳǎŜ ǘƘŜ 
р²ǎ ŀƴŘ мI ǎǘǊǳŎǘǳǊŜ ǊŜƎǳƭŀǊƭȅ ǘƘǊƻǳƎƘƻǳǘ ǘƘƛǎ ƳƻŘǳƭŜ ǘƻ ŘŜŜǇ ŘƛǾŜ ŘƛũŜǊŜƴǘ ǘƻǇƛŎǎΦ  
²Ŝ ǿƛƭƭ ƭƻƻƪ ŀǘ ǳƴƛǉǳŜ ǎŜƭƭƛƴƎ Ǉƻƛƴǘǎ ŀƴŘ ǎǳǇǇƭȅ Ǿǎ ŘŜƳŀƴŘ ǘƻ ŀƴŀƭȅȊŜ ƛŦ ǘƘŜǊŜ ƛǎ ŀ ƴŜŜŘ ŦƻǊ 
ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΣ ƭƛŎŜƴǎŜǎ ƴŜŜŘŜŘ ǘƻ ŀƭƭƻǿ ȅƻǳ ǘƻ ƎŜǘ ŀ ǇǊƻǘƻǘȅǇŜ ƻǊ Ǉƛƭƻǘ ȅƻǳǊ ǎŜǊǾƛŎŜ 
ŀƴŘ ŎƻǾŜǊ Ƙƻǿ ǘƻ Řƻ ŀ ǇƛǘŎƘ ƛƴŎƭǳŘƛƴƎ ǘƘŜ ǘȅǇŜǎ ƻŦ ǇƛǘŎƘƛƴƎΦ  
¢Ƙƛǎ ƳƻŘǳƭŜ ǿƛƭƭ ŬƴƛǎƘ ǿƛǘƘ ŀƴ ŜȄŀƳ ǿƘŜǊŜ ȅƻǳ ŎƻƭƭŀǘŜ ŀƭƭ ƛƴŦƻǊƳŀǝƻƴ ƭŜŀǊƴǘ ŀƴŘ ƎƛǾŜ 
ǇŀǊǝŎƛǇŀƴǘǎ ŀƴ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ǇƛǘŎƘ ǘƻ ǘƘŜ ƎǊƻǳǇΦ  
 

[ƛǘŜǊŀǘǳǊŜ  
 
  
 
мн tǊƻŘǳŎǘ [ŀǳƴŎƘ {ǳŎŎŜǎǎ {ǘǊŀǘŜƎƛŜǎ όҌ9ȄŀƳǇƭŜǎύ π ¢ƘŜ tǊƻŘǳŎǘ aŀƴŀƎŜǊ 
5ƛũŜǊŜƴŎŜ .ŜǘǿŜŜƴ tǊƻŘǳŎǘ ŀƴŘ {ŜǊǾƛŎŜ π tŜŘƛŀŀΦ/ƻƳ 
мл vǳŀƭƛǝŜǎ hŦ ! {ǳŎŎŜǎǎŦǳƭ tǊƻŘǳŎǘ όŦƻǊōŜǎΦŎƻƳύ 
Iƻǿ ǘƻ ƳŜŀǎǳǊŜ ǘƘŜ р ŘƛƳŜƴǎƛƻƴǎ ƻŦ ǎŜǊǾƛŎŜ ǉǳŀƭƛǘȅ π DŜǘCŜŜŘōŀŎƪ 
Iƻǿ ¢ƻ {ǘŀǊǘ ! .ǳǎƛƴŜǎǎ Lƴ мм {ǘŜǇǎ όнлно DǳƛŘŜύ ς CƻǊōŜǎ !ŘǾƛǎƻǊ 
! CŜǿ tǊƻǾŜƴ {ǳŎŎŜǎǎŦǳƭ {ŀƭŜǎ tƛǘŎƘ μ ƛ¢Ƙƛƴƪ [ƻƎƛǎǝŎǎ μ .ƭƻƎǎ 
¢ƘŜ ǇƻǿŜǊ ƻŦ ǘƘŜ ΨǇƛƭƻǘΩ π о ǊŜŀǎƻƴǎ ȅƻǳ ǎƘƻǳƭŘ ǘŜǎǘ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀ ōŜŦƻǊŜ ƭŀǳƴŎƘ ς .ȅǘŜǎǘŀǊǘ 

https://youtu.be/PYlaowox_fw
https://theproductmanager.com/topics/product-launch-success/
https://pediaa.com/difference-between-product-and-service/
https://pediaa.com/difference-between-product-and-service/
https://www.forbes.com/sites/kevinharrington/2013/10/08/10-qualities-of-a-successful-product/?sh=62e96009126b
https://www.getfeedback.com/resources/cx/how-to-measure-the-5-dimensions-of-service-quality/
https://www.getfeedback.com/resources/cx/how-to-measure-the-5-dimensions-of-service-quality/
https://www.forbes.com/advisor/business/how-to-start-a-business/
https://ithinklogistics.com/blog/a-few-proven-successful-sales-pitch/
https://ithinklogistics.com/blog/a-few-proven-successful-sales-pitch/
https://ithinklogistics.com/blog/a-few-proven-successful-sales-pitch/
https://www.bytestart.co.uk/pilot-test-new-business
https://www.bytestart.co.uk/pilot-test-new-business


  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

Module 5 Market 
Overview 

 
 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 

 
 
aр ƛǎ ǘƘŜ άaŀǊƪŜǘ hǾŜǊǾƛŜǿέΦ ¢ƘŜ aŀǊƪŜǘ hǾŜǊǾƛŜǿ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǇŀǊǘ ƻŦ ŜǾŜǊȅ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ 
CƻǊ ǿǊƛǝƴƎ ŀ ƎƻƻŘ ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿ ŀ ƎƻƻŘ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ƛǎ ƴŜŜŘŜŘΦ Lƴ ǘƘƛǎ ƳƻŘǳƭŜ ȅƻǳ ǿƛƭƭ 
ƭŜŀǊƴ ŀōƻǳǘ ŘƛũŜǊŜƴǘ ǘƻƻƭǎ ǘƻ Ǝŀƛƴ ŀ ŘŜŜǇ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƴŜŜŘǎ ǘƻ 
ŜƴǘŜǊΦ ¢ƘŜ ƛƴǘŜǊŀŎǝƻƴ ƻŦ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘ Ƴǳǎǘ ōŜ ǘƘŜ ŜǎǎŜƴǝŀƭ Ǉƻƛƴǘ ƻŦ ȅƻǳǊ Ŭƴŀƭ 
ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿΦ ¸ƻǳǊ ŜȄŀƳ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ƛǎ ǘƻ ǿǊƛǘŜ ǘƘŜ ƻǾŜǊǾƛŜǿ ǿƛǘƘ ǘƘŜ 
ƛƴŦƻǊƳŀǝƻƴ ȅƻǳ ƘŀǾŜ ƎŀǘƘŜǊŜŘΦ  
 
 

Learning objectives / competences to be acquired  

- How to analyse the stakeholders to find your customer groups and their specific 
needs  

- How to analyse the target market, your idea must perform. Learn the specifics of 
the social market.  

- 5 Forces Analysis, {ǘŀƪŜƘƻƭŘŜǊ !ƴŀƭȅǎƛǎΣ aƛƴŘ aŀǇΣ άƪŀƘƻƻǘέ-quiz, PESTAL Analysis, 
3 Steps Corporate Success  

Reasons for the module  

The market is the field where you must perform with your business idea. You should know 
what performance your enterprise and your products can deliver, you need to know what 
the risks and opportunities there are and you need to know, what conditions you will find 
in your target market. With this knowledge you can identify the opportunities and problems 
for your products/ services in the target market and react if necessary.  

Contents of the module 

Learn how to analyse your target market and incorporate your enterprise characteristics 
into a market analyse for your business plan.  

Reference to other modules 

Think about module no. 3 and 4, the work on your idea and product/ service. With your 
market analysis finished, you have a basis for the following modules.   

Teaching and learning methods 

Icebreaker (Flashlight), Group Work, Presentations, Individual Work, Interactive Quiz,  

Examination modalities  

At the end of the module, each learner must prepare a market analysis for their own 
business idea. This is a central part of the later business plan. If there is enough time, each 
learner should present the analysis in the plenum.  

 
 
 
 
 

DƭƻǎǎŀǊȅ 



  

 

 
CƛƴŘ ƘŜǊŜ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ Ƴƻǎǘ ƛƳǇƻǊǘŀƴǘ ǘŜǊƳǎ ƛƴ ǘƘƛǎ ƳƻŘǳƭŜ ǿƛǘƘ ǘƘŜ ŘŜŬƴƛǝƻƴǎΦ 
 

term definition   sector  
Market A place where buyers and 

sellers come together to 
exchange goods and 
services. 

economic 

Market Overview A general introduction and 
description of the market, 
including its size, scope, 
shares, and key players. 

economic 

Social service/ product Social or health care, advice, 
ambulant services, products 
for support etc. offered 
from a social enterprise 

 social 

B to B 
B to C 

Business to business or 
business to customer stands 
for the relationship in the 
sale process.  

economic 

Social Market A kind of market where 
social enterprises operate 
and offer their services/ 
products. They are marked 
by special rules for 
participants and customers. 

social/ economic 

Target Market A specific group of 
consumers who are most 
likely to buy a company's 
products or services. 

economic 

Competitive Landscape The overall structure of the 
market, including the 
number and strength of 
competitors, the level of 
rivalry, and the barriers to 
entry. 

economic 

Market Share The percentage of total 
sales or revenue that a 
company holds in the 
market. 
 

economic 

Market Trends The direction and speed of 
changes in the market, 
including consumer 
preferences, technology, 
and economic factors. 

economic 



  

 

Market Research The process of gathering 
and analysing data to 
understand the market and 
make informed decisions, 
including customer needs, 
preferences, and 
behaviours. 

economic 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

[Ŝǎǎƻƴ tƭŀƴ 
 
 



  

 

Module 
No. 

Number 
of 
Lesson 
Units 
(LU) 

Topic/ Content  Methods/Tools Learning 
objectives 

List of activities 
and tasks per 
lesson 

5 Unit 1 
45 min. 
LU1 

Icebreaker, 
Introduction 
Module, 
What is a 
market? 

Icebreaker: 
Flashlight 
PPP Input,  
 

First 
information 
about the 
module, 
basic 
information 
about 
markets 

Icebreaker, input 
teacher,  

 Unit 2 - 
3 
180 
min. 
3 
breaks: 
15 min. 
LU2-5 

Introduction: 
PESTEL-Analysis 
3 steps to 
success  
Target Group 
Definition 
Market Survey  
Competitive 
Analysis 
 
 

PPP Input, 
Graphic 
Stakeholder 
Analysis (Sun-
Model, 
Stakeholder 
Table) 
Graphic 
corporate 
success  
Graphic 5 
Forces, 
Mind Map 

How to 
gather all the 
necessary 
information 
for a 
successful 
market 
overview 
 

Input teacher, 
Group Work (3-4)  
PESTEL. Discuss 
the parts in groups 
and then work 
individually for 
you own business, 
Five-Forces 
Analysis with Mind 
Map (group or 
individual) 

 2 LU 
90 min. 
LU6-7 

Summarizing 
the results 
(kahoot-quiz) 
 
Exam: writing 
the market 
analysis, 
 

Kahoot quiz Reflect the 
tools learned 
and 
information 
gathered,  
bring 
everything 
together in a 
market 
overview 

Interactive game, 
Individual work on 
exam 
 

Total 
time 
module 

7 LU + 
Breaks 
400 
min. 
 

    

 
  
 
 
 
 
 

LƳǇƻǊǘŀƴǘΗ 
 
!ǎ ŀ ǘŜŀŎƘŜǊΣ ƛǘ ƛǎ ȅƻǳǊ ŬǊǎǘ ǘŀǎƪ ǘƻ ŎƘƻƻǎŜ ŀƴ ŜȄŀƳǇƭŜΣ ǘƘŀǘ ȅƻǳ Ŏŀƴ ǳǎŜ ŦƻǊ ǘƘŜ ǿƻǊƪ ƛƴ ǘƘŜ 
ƳƻŘǳƭŜΦ ¸ƻǳ ǎƘƻǳƭŘ ǘŀƪŜ ŀƴ ŜȄŀƳǇƭŜΣ ȅƻǳ ƪƴƻǿ ǾŜǊȅ ǿŜƭƭΦ ¢ƘŜƴ ƛǘ Ŏŀƴ ōŜ ǳǎŜŘ ŦƻǊ ǘƘŜ ǿƻǊƪƛƴƎ 
ǎǘŜǇǎΣ ǿƘŜǊŜ ƴŜŎŜǎǎŀǊȅΦ 



  

 

 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 
 

¦ƴƛǘ м LƴǘǊƻŘǳŎǝƻƴ 
  
{ǘŀǊǘ ǘƘŜ ƳƻŘǳƭŜ ǿƛǘƘ ŀƴ ƛŎŜōǊŜŀƪŜǊ ŜȄŜǊŎƛǎŜΦ Lǘ ƭƻƻǎŜƴǎ ǳǇ ǘƘŜ ƛƴƛǝŀƭ ƴŜǊǾƻǳǎƴŜǎǎ ƻŦ ǘƘŜ ƎǊƻǳǇΦ 
 
 
¢ƘŜ LŎŜōǊŜŀƪŜǊΥ CƭŀǎƘƭƛƎƘǘ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

¶ Use the flashlight as a short 
round where every learner 
can give a short comment 
who he or she is and how 
the current feelings are.  

¶ Invite the learners to briefly present themselves and their business idea with the 
product/ service.  

¶ This start offers the group both the opportunity to get to know each other and is 
at the same time a first small exercise in presenting something and making the 
business idea product-oriented for the market.  

 
LƴǘǊƻŘǳŎǝƻƴ 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 
DƛǾŜ ƭŜŀǊƴŜǊǎ ŀ ǎƘƻǊǘ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ŎƻƴǘŜƴǘ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ŀƴŘ ŜȄǇƭŀƛƴ ǘƘŜ ƭƻƎƛŎ ƻŦ ǘƘŜ 
ƳƻŘǳƭŜ ƛƴ ƻǊŘŜǊ ǘƘŀǘ ǘƘŜ ƭŜŀǊƴŜǊǎ Ŏŀƴ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ŜŀŎƘ ŜȄŜǊŎƛǎŜ ƛǎ ŘŜǎƛƎƴŜŘ ǘƻ ŘƻΦ !ƭǎƻ 
ƎƛǾŜ ŀƴ ƛŘŜŀ ƻŦ ǘƘŜ ŜȄŀƳ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ŀƴŘ Ƙƻǿ ǘƘŜ ŎƻƴǘŜƴǘ ƻŦ ǘƘŜ ƳƻŘǳƭŜ ǿƛƭƭ 
ƘŜƭǇ ǘƻ Ǉŀǎǎ ǘƘƛǎ ŜȄŀƳ όLƴǇǳǘ tttύΦ 
 

[ƻƎƛŎ ƻŦ ǘƘŜ aƻŘǳƭŜ  
 
¶ Give common information about markets 

¶ Identify specific factors and needs of your target market that are aligned with your 
business idea (PESTEL-Analysis) 

¶ Collect data with 3 steps to success (target group with Stakeholder-Analysis, 
Market Overview with primary and secondary research, competitive landscape 
with Five Forces)  

¶ Combine the results of the individual steps to a market overview for your own 
enterprise  

 
aŀƛƴ ǉǳŜǎǝƻƴǎ ȅƻǳ ǿƻǊƪ ƻƴ ƛƴ ǘƘŜ ƳƻŘǳƭŜΥ 

 
¶ What strengths, weaknesses, opportunities and risks are there? 

¶ Who is your customer? Which is your target group? 

¶ What specific conditions are in your target market?  
 

²Ƙŀǘ ƛǎ ŀ ƳŀǊƪŜǘΚ  
 
.ŜŦƻǊŜ ǿŜ ǎǘŀǊǘ ǿƛǘƘ ǘƘŜ ŘƛũŜǊŜƴǘ ŀƴŀƭȅǎƛǎ ǘƻƻƭǎΣ ƭŜǘ ǳǎ ƭƻƻƪΣ ǿƘŀǘ ŀ ƳŀǊƪŜǘ ƎŜƴŜǊŀƭƭȅ ƛǎΦ ¢ƘŜ 
ŦƻƭƭƻǿƛƴƎ ŜǎǎŜƴǝŀƭ Ǉƻƛƴǘǎ ȅƻǳ Ŏŀƴ ŬƴŘ ƛƴ ǘƘŜ Ƴƻǎǘ ƳŀǊƪŜǘǎΦ 
 

¶ Exchange of products and services  
¶ Multiple market participants  

¶ Competitive ground thought 
¶ Customer groups buy products/ services   

¶ An interplay of supply and demand   
¶ Rules which frame the processes 

 
5ŜǎǇƛǘŜ ǘƘŜǎŜ ǎƛƳƛƭŀǊƛǝŜǎΣ ǘƘŜǊŜ ƛǎ ƴƻǘ ƻƴŜ ƳŀǊƪŜǘΦ ¢ƘŜǊŜ ŀǊŜ ƳŀƴȅΣ ŀƴŘ ŜŀŎƘ ƳŀǊƪŜǘ Ƙŀǎ ƛǘǎ 
ƻǿƴ ŎƻƴŘƛǝƻƴǎ ŀƴŘ ǊǳƭŜǎ ŦƻǊ ŜƴǘŜǊǇǊƛǎŜǎΦ {ƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛƴ ǇŀǊǝŎǳƭŀǊ ǳǎǳŀƭƭȅ ƘŀǾŜ ǎƻƳŜ 
ǎǇŜŎƛŀƭ ǊǳƭŜǎ ǘƘŜȅ ƘŀǾŜ ǘƻ Ŧƻƭƭƻǿ ƛƴ ǘƘŜƛǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ bƻǿ ȅƻǳ Ŏŀƴ ƭŜŀǊƴ Ƙƻǿ ǘƻ ŀƴŀƭȅǎŜ 
ǘƘŜǎŜ ŎƻƴŘƛǝƻƴǎ ŀƴŘ ǊǳƭŜǎ ŀƴŘ ǳǎŜ ǘƘŜƳ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀ ŀƴŘ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ   
 
²Ƙŀǘ ƛǎ ƘŀǇǇŜƴƛƴƎ ŜȄǘŜǊƴŀƭƭȅ ŀƴŘ ƛƴǘŜǊƴŀƭƭȅ ǘƘŀǘ ǿƛƭƭ ŀũŜŎǘ ȅƻǳǊ ŜƴǘŜǊǇǊƛǎŜΚ [ƻƻƪ ƛƴǎƛŘŜ ȅƻǳǊ 
ŜƴǘŜǊǇǊƛǎŜ ŬǊǎǘ ŀƴŘ ŬƴŘ ǘƘŜ ƎƻƻŘ ǘƘƛƴƎǎ ŀƴŘ ǘƘŜ ƴƻǘπǎƻπƎƻƻŘΦ !ƊŜǊ ǘƘŀǘΣ ȅƻǳ ǎƘƻǳƭŘ ƭƻƻƪ ŀǘ 
ǘƘŜ ŜȄǘŜǊƛƻǊ ǘƻ ǎŜŜ ǿƘŀǘ ƛƳǇŀŎǘ ȅƻǳǊ ŎƻƳǇŀƴȅ Ŏŀƴ ƘŀǾŜ ŀƴŘ ǿƘŀǘ ƻǇǇƻǊǘǳƴƛǝŜǎ ŀƴŘ Ǌƛǎƪǎ ǘƘŜǎŜ 
ƛƴǘŜǊŀŎǝƻƴǎ Ŏŀƴ ŜƴǘŀƛƭΦ CƻǊ ǘƘƛǎ ǎǘŜǇ ȅƻǳ Ŏŀƴ ǳǎŜ ǘƘŜ t9{¢9[π!ƴŀƭȅǎƛǎΦ  
 

¦ƴƛǘ н t9{¢9[ !ƴŀƭȅǎƛǎ 
 
 



  

 

.ȅ ŎƻƴŘǳŎǝƴƎ ŀ t9{¢9[ ŀƴŀƭȅǎƛǎΣ ȅƻǳ Ŏŀƴ Ǝŀƛƴ ŀ ŎƻƳǇǊŜƘŜƴǎƛǾŜ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ŜȄǘŜǊƴŀƭ 
ŦŀŎǘƻǊǎ ǘƘŀǘ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴΦ ¢Ƙƛǎ ƛƴŦƻǊƳŀǝƻƴ Ŏŀƴ ƘŜƭǇ ȅƻǳ ǘƻ ƛŘŜƴǝŦȅ ǇƻǘŜƴǝŀƭ 
ƻǇǇƻǊǘǳƴƛǝŜǎΣ ǘƘǊŜŀǘǎΣ ŀƴŘ ǊƛǎƪǎΣ ŀƴŘ ŘŜǾŜƭƻǇ ǎǘǊŀǘŜƎƛŜǎ ǘƻ ƳƛǝƎŀǘŜ ƻǊ ǘŀƪŜ ŀŘǾŀƴǘŀƎŜ ƻŦ ǘƘŜƳΦ 
 
 
tƻƭƛǝŎŀƭ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ǇƻƭƛǝŎŀƭ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ ōǳǎƛƴŜǎǎΦ 
¢Ƙƛǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ŎƘŀƴƎŜǎ ƛƴ ƎƻǾŜǊƴƳŜƴǘ ǊŜƎǳƭŀǝƻƴǎΣ ǘŀȄŜǎΣ ƻǊ ǘǊŀŘŜ ǇƻƭƛŎƛŜǎΦ !ǎƪ ǉǳŜǎǝƻƴǎ 
ƭƛƪŜΥ 
 

¶ What are the current and potential future government policies that could impact our 
organization? 

¶ Are there any potential changes in regulations that could impact our business? 
¶ Are there any political risks or uncertainties that could impact our operations? 

 
 
9ŎƻƴƻƳƛŎ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ŜŎƻƴƻƳƛŎ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ ōǳǎƛƴŜǎǎΦ 
¢Ƙƛǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ǘǊŜƴŘǎ ƛƴ ƛƴƅŀǝƻƴΣ ƛƴǘŜǊŜǎǘ ǊŀǘŜǎΣ ƻǊ ŜȄŎƘŀƴƎŜ ǊŀǘŜǎΦ !ǎƪ ǉǳŜǎǝƻƴǎ ƭƛƪŜΥ 
 
¶ What are the current economic conditions in the markets we operate in? 
¶ Are there any significant economic trends that could impact our operations or 

profitability? 

¶ What is the potential impact of changes in exchange rates or interest rates? 
 
 
{ƻŎƛƻŎǳƭǘǳǊŀƭ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ǎƻŎƛƻŎǳƭǘǳǊŀƭ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ 
ōǳǎƛƴŜǎǎΦ ¢Ƙƛǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ŎƘŀƴƎƛƴƎ ŎƻƴǎǳƳŜǊ ŀǩǘǳŘŜǎΣ ŎǳƭǘǳǊŀƭ ǘǊŜƴŘǎΣ ƻǊ ǎƘƛƊǎ ƛƴ 
ŘŜƳƻƎǊŀǇƘƛŎǎΦ !ǎƪ ǉǳŜǎǝƻƴǎ ƭƛƪŜΥ 
 
¶ What are the current attitudes and beliefs of our customers and stakeholders? 
¶ Are there any sociocultural trends that could impact our products or services? 

¶ What is the potential impact of demographic changes in our market? 
 
 
¢ŜŎƘƴƻƭƻƎƛŎŀƭ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ǘŜŎƘƴƻƭƻƎƛŎŀƭ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ 
ōǳǎƛƴŜǎǎΦ ¢Ƙƛǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ŀŘǾŀƴŎŜǎ ƛƴ ǘŜŎƘƴƻƭƻƎȅΣ ŎƘŀƴƎŜǎ ƛƴ Ƙƻǿ ǘŜŎƘƴƻƭƻƎȅ ƛǎ ǳǎŜŘΣ ƻǊ 
ƴŜǿ ƛƴƴƻǾŀǝƻƴǎΦ !ǎƪ ǉǳŜǎǝƻƴǎ ƭƛƪŜΥ 
 
¶ What is the current state of technology in our business? 

¶ Are there any emerging technologies that could disrupt our business? 
¶ How is technology changing the way we do business or interact with our customers? 

 
 
9ƴǾƛǊƻƴƳŜƴǘŀƭ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ 
ƻǊ ōǳǎƛƴŜǎǎΦ ¢Ƙƛǎ ƳƛƎƘǘ ƛƴŎƭǳŘŜ ŎƘŀƴƎŜǎ ƛƴ ŎƭƛƳŀǘŜΣ ƴŀǘǳǊŀƭ ŘƛǎŀǎǘŜǊǎΣ ƻǊ ǎƘƛƊǎ ƛƴ ŜƴǾƛǊƻƴƳŜƴǘŀƭ 
ǊŜƎǳƭŀǝƻƴǎΦ !ǎƪ ǉǳŜǎǝƻƴǎ ƭƛƪŜΥ 
 
¶ What is the current state of the environment in our markets? 
¶ Are there any environmental risks or opportunities that could impact our business? 



  

 

¶ What is the potential impact of changes in environmental regulations? 
 
 
[ŜƎŀƭ CŀŎǘƻǊǎΥ /ƻƴǎƛŘŜǊ Ƙƻǿ ƭŜƎŀƭ ŦŀŎǘƻǊǎ ƳƛƎƘǘ ƛƳǇŀŎǘ ȅƻǳǊ ƻǊƎŀƴƛȊŀǝƻƴ ƻǊ ōǳǎƛƴŜǎǎΦ ¢Ƙƛǎ 
ƳƛƎƘǘ ƛƴŎƭǳŘŜ ŎƘŀƴƎŜǎ ƛƴ ŜƳǇƭƻȅƳŜƴǘ ƭŀǿΣ ǇǊƻŘǳŎǘ ǎŀŦŜǘȅ ǊŜƎǳƭŀǝƻƴǎΣ ƻǊ Řŀǘŀ ǇǊƻǘŜŎǝƻƴ ƭŀǿǎΦ 
!ǎƪ ǉǳŜǎǝƻƴǎ ƭƛƪŜΥ 
 
¶ What are the current legal requirements and regulations that impact our business? 
¶ Are there any upcoming changes in laws that could impact our operations? 

¶ What is the potential impact of legal risks or liabilities? 
 

 

¦ƴƛǘ о ¢ƘŜ ǎǘŜǇǎ ǘƻ ǎǳŎŎŜǎǎ 
 
¦ƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ƻǳǘǎƛŘŜ ŀƭǎƻ ƭŜŀŘǎ ǘƻ ŀ ōŜǧŜǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ŎǳǎǘƻƳŜǊ ǎƻ ȅƻǳ Ŏŀƴ 
Ǉƻǎƛǝƻƴ ȅƻǳǊ ŜƴǘŜǊǇǊƛǎŜ ŦƻǊ ǎǳŎŎŜǎǎΦ ¢ƘŜ ƴŜȄǘ ǇŀǊǘ ƛǎ ŀ оπǎǘŜǇ ǇǊƻŎŜǎǎ ŦƻǊ ōǳǎƛƴŜǎǎ ǎǳŎŎŜǎǎΦ 
²ƛǘƘ ŀ ŎȅŎƭŜ ǇǊƻŎŜǎǎΣ ȅƻǳ Ŏŀƴ ǘŀŎƪƭŜ ƪŜȅ ǇǊƻŎŜǎǎŜǎ ǘƻ ŀƴŀƭȅǎŜ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎΣ ƳŀǊƪŜǘ 
ŎƻƴŘƛǝƻƴǎΣ ƳŀǊƪŜǘ ǎƘŀǊŜǎ ŀƴŘ ƳŀǊƪŜǘ ǘǊŜƴŘǎΣ ŀƴŘ ŀƴŀƭȅǎŜ ǘƘŜ ŎƻƳǇŜǝǝǾŜ ƭŀƴŘǎŎŀǇŜ ƻŦ ȅƻǳǊ 
ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ  
 
IŜǊŜ ȅƻǳ ǿƛƭƭ ŬƴŘ ǘƘŜ оπǎǘŜǇ ǇǊƻŎŜǎǎ ŦƻǊ ŘŜŬƴƛƴƎ ǘƘŜ ŎǳǎǘƻƳŜǊΣ ƳŀǊƪŜǘ ŎƻƴŘƛǝƻƴǎ ŀƴŘ 
ŎƻƳǇŜǝǘƻǊǎΦ ¢Ƙƛǎ ǊŜǎŜŀǊŎƘ ƛǎ ǇŀǊǘ ƻŦ ŀ ōǊƻŀŘŜǊ ǇǊƻŎŜǎǎΦ Lƴ aƻŘǳƭŜǎ ƴƻΦ о ŀƴŘ п ȅƻǳ ǿƻǊƪŜŘ ƻƴ 
ȅƻǳǊ ƛŘŜŀ ŀƴŘ ǘƘŜ ǇǊƻŘǳŎǘκ ǎŜǊǾƛŎŜΦ wŜƳŜƳōŜǊ ǘƘŜǎŜ ǊŜǎǳƭǘǎ ŀƴŘ ŎƻƳōƛƴŜ ǘƘŜƳ ǿƛǘƘ ǘƘŜ 
ǳǇŎƻƳƛƴƎ ǎǘŜǇǎΦ   
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¦ǎŜ ǘƘŜ о ǎǘŜǇǎ άǘŀǊƎŜǘ ƎǊƻǳǇ ŘŜŬƴƛǝƻƴέΣ άƳŀǊƪŜǘ ǎǳǊǾŜȅέ ŀƴŘ άŎƻƳǇŜǝǝǾŜ ŀƴŀƭȅǎƛǎέ ǘƻ ŎƻƭƭŜŎǘ 
ŀƭƭ ǘƘŜ ǎǇŜŎƛŬŎ Řŀǘŀ ŀōƻǳǘ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ǘƘŀǘ ȅƻǳ ƴŜŜŘ ŦƻǊ ȅƻǳǊ ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿΦ  
 
 

{ǘŜǇ м ¢ŀǊƎŜǘ DǊƻǳǇ 5ŜŬƴƛǝƻƴ  
 

 
 
{ǘŀǊǘ ǿƛǘƘ ǘƘŜ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎΦ 9ǎǇŜŎƛŀƭƭȅ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ȅƻǳ Ƴŀȅ ƘŀǾŜ ǘƘŜ ǇǊƻōƭŜƳ 
ǘƘŀǘ ǘƘŜǊŜ ŀǊŜ ǎŜǾŜǊŀƭ ŎƭƛŜƴǘ ƎǊƻǳǇǎ ǿƛǘƘ ǎǇŜŎƛŬŎ ƴŜŜŘǎΦ Lƴ ǘƘƛǎ ŎŀǎŜΣ ŀ ǎǘŀƪŜƘƻƭŘŜǊ ŀƴŀƭȅǎƛǎ 
Ŏŀƴ ōŜ ǘƘŜ ōŜǎǘ ƻǇǝƻƴ ǘƻ ŬƴŘ ŀƴŘ ŘŜŬƴŜ ŀƭƭ ȅƻǳǊ ŎƭƛŜƴǘ ƎǊƻǳǇǎΦ  
 
 
 
 
Important! 
 
First find out what kind of customer relationship your business will have. Will your business 
serve individual customers (B to C) or is your product/ service for another business (B to B)? 

 
!ǎ ŀ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊΣ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƻƊŜƴ Ƙŀǎ ǘƻ ǎŜǊǾŜ ǎŜǾŜǊŀƭ ǘŀǊƎŜǘ ƎǊƻǳǇǎΦ ¸ƻǳ ǿƻǊƪ ŦƻǊ 
ǘƘŜ ǎƻŎƛŜǘȅΦ ¢ƻ ŬƴŘ ŀƴŘ ŘŜŬƴŜ ǘƘŜǎŜ ǘŀǊƎŜǘ ƎǊƻǳǇǎ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǇƭŀƴΣ ȅƻǳ ƴŜŜŘ ŀƴ 
ŀƴŀƭȅǝŎŀƭ ǘƻƻƭ ǘƘŀǘ ƘŜƭǇǎ ȅƻǳ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜ ƳǳƭǝǇƭŜ ƴŜŜŘǎ ƻŦ ǘƘŜ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎΦ CƻǊ ǘƘƛǎΣ 
ȅƻǳ Ŏŀƴ ǿƻǊƪ ǿƛǘƘ ǘƘŜ {ǘŀƪŜƘƻƭŘŜǊ !ƴŀƭȅǎƛǎΦ Lǘ ŦƻŎǳǎŜǎ ƻƴ ǘƘŜ ƴŜŜŘǎ ƻŦ ŜŀŎƘ ƎǊƻǳǇ ŀƴŘ ȅƻǳ Ŏŀƴ 
ŬƴŘ ƻǳǘ ǿƘŀǘ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ǘƘŜ ŘƛũŜǊŜƴǘ ƎǊƻǳǇǎ ǿƛƭƭ ōŜΦ  
 
! ǎǘŀƪŜƘƻƭŘŜǊ ƛǎ ŀ ǇŜǊǎƻƴ ǿƘƻ ƛǎ ƻŦ ƛƴǘŜǊŜǎǘ ǘƻ ȅƻǳǊ ōǳǎƛƴŜǎǎΦ Lƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅΣ ȅƻǳ Ŏŀƴ 
ƘŀǾŜ ǎŜǾŜǊŀƭ ƎǊƻǳǇǎ ƻŦ ǎǘŀƪŜƘƻƭŘŜǊǎΦ .ŜǎƛŘŜ ǘƘŜ ŎǳǎǘƻƳŜǊ ǿƘƻ ǳǎŜǎ ȅƻǳǊ ǎŜǊǾƛŎŜ ƻǊ ǇǊƻŘǳŎǘΣ 
ǘƘŜǊŜ ƛǎ ŀ ǇǳōƭƛŎ ŀǳǘƘƻǊƛǘȅ ǘƘŀǘ Ǉŀȅǎ ŦƻǊ ȅƻǳǊ ǎŜǊǾƛŎŜǎΦ tƻƭƛǝŎŀƭ ƛƴǎǝǘǳǝƻƴǎ ǇǊƻǾƛŘŜ ǘƘŜ ƭŜƎŀƭ 
ŦǊŀƳŜǿƻǊƪ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎΦ !ƭƭ ǘƘŜǎŜ ŀƴŘ ƻǘƘŜǊ ǎǘŀƪŜƘƻƭŘŜǊǎ Ŏŀƴ ōŜ ŘŜŬƴŜŘ ŀǎ ŎǳǎǘƻƳŜǊǎ 
ŀƴŘ ƘŀǾŜ ŀƴ ƛƳǇŀŎǘ ƻƴ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛƴ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ YƴƻǿƛƴƎ ǘƘŜƳ ŀƴŘ ǿƻǊƪƛƴƎ ǿƛǘƘ 
ǘƘŜƳ ŀƴŘ ǘƘŜƛǊ ƴŜŜŘǎ ƛǎ ŀƴ ŜǎǎŜƴǝŀƭ ǇŀǊǘΦ ¸ƻǳ ƴŜŜŘ ǘƻ ǘŀƪŜ ǘƘƛǎ ƛƴǘƻ ŀŎŎƻǳƴǘ ƛƴ ȅƻǳǊ ƳŀǊƪŜǘ 
ƻǾŜǊǾƛŜǿΦ 
 

{ǘŀƪŜƘƻƭŘŜǊπDǊŀǇƘƛŎ κ {ǳƴ ƳƻŘŜƭ 
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/ƻƭƭŜŎǘ ǎǘŀƪŜƘƻƭŘŜǊǎ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ŀƴŘ ǊŜǇǊŜǎŜƴǘ ǘƘŜƳ ƛƴ ǘƘŜ ƎǊŀǇƘƛŎΦ   

 
 
YŜȅΥ     
 ƘƛƎƘ ƛƳǇŀŎǘ  Ҍ ǇƻǎƛǝǾŜ ŀǩǘǳŘŜ 

 ƳƛŘŘƭŜ ƛƳǇŀŎǘ  Ґ ƴŜǳǘǊŀƭ ŀǩǘǳŘŜ 

 ƭƻǿ ƛƳǇŀŎǘ  π ƴŜƎŀǝǾŜ ŀǩǘǳŘŜ 

 
{ǘŀƪŜƘƻƭŘŜǊπ¢ŀōƭŜ 
 
 

¢ŀƪŜ ŀ ŘŜǘŀƛƭŜŘ ƭƻƻƪ ŀǘ ȅƻǳǊ ǎǘŀƪŜƘƻƭŘŜǊǎ ŀƴŘ ŜǾŀƭǳŀǘŜ ǘƘŜƳΦ 5ŜŬƴŜ ƳŜŀǎǳǊŜǎ ŀƴŘ 
ǊŜǎǇƻƴǎƛōƭŜ ǇŜǊǎƻƴǎ 
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¢ƻ ƎŜǘ ƳƻǊŜ ƛƴŦƻǊƳŀǝƻƴ ŀōƻǳǘ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΣ ƳŀǊƪŜǘ ǎƘŀǊŜǎ ŀƴŘ ǘƻ ŬƴŘ ǘƘŜ ŎǳǊǊŜƴǘ 
ƳŀǊƪŜǘ ǘǊŜƴŘǎΣ ȅƻǳ ǎƘƻǳƭŘ ŎƻƴŘǳŎǘ ŀ ƳŀǊƪŜǘ ǎǳǊǾŜȅ ŀƴŘ ŀƴŀƭȅǎŜ ǘƘŜ ǊŜƭŜǾŀƴǘ Řŀǘŀ ƻŦ ȅƻǳǊ 
ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ CƻǊ ǎǘŀǊǘπǳǇǎ ŀƴŘ ȅƻǳƴƎ ōǳǎƛƴŜǎǎŜǎΣ ǘƘƛǎ ǘȅǇŜ ƻŦ ǎŜŎƻƴŘŀǊȅ ǊŜǎŜŀǊŎƘ ƛǎ ǎǳŶŎƛŜƴǘΦ  
 
tǊƛƳŀǊȅ ǊŜǎŜŀǊŎƘΣ ǿƘŜǊŜ ȅƻǳ ǊŜǎŜŀǊŎƘ ŦƻǊ ƻǿƴ ŘŀǘŀΣ ƛǎ ŜȄǇŜƴǎƛǾŜ ŀƴŘ ǘŀƪŜǎ ŀ ƭƻǘ ƻŦ ǝƳŜΦ LŦ ȅƻǳ 
ǎǝƭƭ ǿŀƴǘ ǘƻ Řƻ ƛǘΣ ȅƻǳ Ŏŀƴ ǳǎŜ ǎƳŀƭƭŜǊ ǘƻƻƭǎ ŦƻǊ ǎƻƳŜ ǇǊƛƳŀǊȅ ǊŜǎŜŀǊŎƘΣ ǎǳŎƘ ŀǎΥ   
 
¶ Focus groups: Focus groups can provide qualitative data on consumer attitudes and 

behaviours. You can recruit participants through online marketplaces such as User 
Testing or Amazon Mechanical Turk. 
 

¶ Interviews: Conducting one-on-one interviews with stakeholders in the social economy 
can provide in-depth insights into their experiences and perspectives. You can use 
online platforms such as Zoom or Skype to conduct remote interviews. 
 

¶ Market research surveys: Conducting surveys can provide valuable insights into the 
needs and preferences of your target market. You can use online survey tools such as 
SurveyMonkey or Google Forms to create and distribute surveys. 
 

¢ƻ ƎŜǘ ƳƻǊŜ Řŀǘŀ ŦǊƻƳ ƭŀǊƎŜǊ ƎǊƻǳǇǎ ƻŦ ǇŜƻǇƭŜΣ ƛǘ ƛǎ ōŜǧŜǊ ǘƻ ǳǎŜ ǇǊƻŦŜǎǎƛƻƴŀƭ ǎǳǊǾŜȅǎ ŀƴŘ 
ƻƴƭƛƴŜ ǎƻǳǊŎŜǎ ŜǎǇŜŎƛŀƭƭȅ ŦƻǊ ƳŀǊƪŜǘ ǊŜǎŜŀǊŎƘΦ ¢ƻ ŎƻƭƭŜŎǘ Řŀǘŀ ŀōƻǳǘ ȅƻǳǊ ƳŀǊƪŜǘΣ ǘƘŜǊŜ ŀǊŜ 
Ƴŀƴȅ ƻƴƭƛƴŜ ǎƻǳǊŎŜǎ ŦƻǊ Řŀǘŀ ŀƴŘ ǎǘŀǝǎǝŎǎ ŀōƻǳǘ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ ¦ǎŜ ǘƘŜǎŜ ǉǳŜǎǝƻƴǎ ǘƻ 
ƎǳƛŘŜ ȅƻǳǊ ǊŜǎŜŀǊŎƘΥ 
 
¶ Which service or product do you want to offer?  

 
¶ How many competitors will you have in this market?  

 
¶ How are the market shares of the single competitors? 

 
 

 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 
 
{ŜƭŜŎǘ ȅƻǳǊ ǎǘŀǝǎǝŎŀƭ ǎƻǳǊŎŜǎ ōŀǎŜŘ ƻƴ ǘƘŜǎŜ ǉǳŜǎǝƻƴǎΦ ! ƭŀǊƎŜ Řŀǘŀ ōŀǎŜ ŦƻǊ ŜŎƻƴƻƳƛŎ ŦŀŎǘǎ 
Ŏŀƴ ōŜ ŦƻǳƴŘ ŀǘ 9ǳǊƻǎǘŀǘΣ ŦƻǊ ŜȄŀƳǇƭŜΦ 
 
ƘǧǇǎΥκκŜŎΦŜǳǊƻǇŀΦŜǳκŜǳǊƻǎǘŀǘκŘŀǘŀκŘŀǘŀōŀǎŜ 
 
ƻǊ ŦƻǊ ǘƘŜ ƎŜǊƳŀƴ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ȅƻǳ ǿƛƭƭ ŬƴŘ ŀƴ ŜȄǘŜƴǎƛǾŜ ŘŀǘŀōŀǎŜ ŀǘ {ǘŀǝǎǘŀ  
 
ƘǧǇǎΥκκŘŜΦǎǘŀǝǎǘŀΦŎƻƳκŀŎŎƻǳƴǘǎκǇŀΚƪǿҐǎǘŀǝǎǘŀϧŎǊƳǘŀƎҐŀŘǿƻǊŘǎϧƎŎƭƛŘҐ/ƧǿY/!ƛ!лŎȅŦ.Ƙ.
w9ƛǿ!!ǘ{ǘIYмн¸лwȊƧb¢.tфǳLǿп!Ȅп.W.ǾǇYǊhŘ·оƛDŦCƛǘȅǇw.LY¸р··.лŜ{h.ƻ/!Ŝпv!Ǿ5ψ.ǿ9 
 
ƻǊ ǘƘŜ 5Ŝǎǘŀǝǎ ŘŀǘŀōŀǎŜ  
 
ƘǧǇǎΥκκǿǿǿΦŘŜǎǘŀǝǎΦŘŜκ59κ{ŜǊǾƛŎŜκ5ŀǘŜƴōŀƴƪŜƴκψƛƴƘŀƭǘΦƘǘƳƭ 
 

 
 
 
 
 
 
 
 
{ǘŜǇ о /ƻƳǇŜǝǝǾŜ [ŀƴŘǎŎŀǇŜ 
 

 
 
/ƻƳǇŜǝǝƻƴ ƛǎ ŀ ŎƻǊŜ ŜƭŜƳŜƴǘ ƻŦ ƳŀǊƪŜǘǎΦ 9ǾŜƴ ƛƴ ǎƻŎƛŀƭ ƳŀǊƪŜǘǎ ȅƻǳ ǿƛƭƭ Ƴƻǎǘƭȅ ƘŀǾŜ 
ŎƻƳǇŜǝǘƻǊǎΣ ŜȄŎŜǇǘ ŦƻǊ ƛƴƴƻǾŀǝǾŜ ƛŘŜŀǎΣ ǿƘŜǊŜ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛǎ ǘƘŜ ŬǊǎǘ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ ¢ƘŜ 
ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴǎ ƴŜŜŘ ǘƻ ōŜ ŀƴǎǿŜǊŜŘΥ 
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https://ec.europa.eu/eurostat/data/database
https://de.statista.com/accounts/pa?kw=statista&crmtag=adwords&gclid=CjwKCAiA0cyfBhBREiwAAtStHK12Y0RzjNTBP9uIw4Ax4BJBvpKrOdX3iGfFitypRBIKY5XXB0eSOBoCAe4QAvD_BwE
https://de.statista.com/accounts/pa?kw=statista&crmtag=adwords&gclid=CjwKCAiA0cyfBhBREiwAAtStHK12Y0RzjNTBP9uIw4Ax4BJBvpKrOdX3iGfFitypRBIKY5XXB0eSOBoCAe4QAvD_BwE
https://www.destatis.de/DE/Service/Datenbanken/_inhalt.html


  

 

¶ Are there competitors? How many are there? 

¶ Will there be new market entrants soon? 
¶ Do you need suppliers to generate your service/ product? What competence do they 

have? 
¶ How large are the customer groups and how strong are they for your business? 
¶ Are there products/ services that are substitutes for your business? 

  
 
¢ƻ ŎƭŀǊƛŦȅ ŀƭƭ ǘƘŜǎŜ ǉǳŜǎǝƻƴǎΣ aƛŎƘŀŜƭ tƻǊǘŜǊΩǎ CƛǾŜπCƻǊŎŜǎπ!ƴŀƭȅǎƛǎ ƛǎ ŀ ƎƻƻŘ ǘƻƻƭΦ  
 

 
 
 
 
¢ƘŜ CƛǾŜ CƻǊŎŜǎ aƻŘŜƭ ƛǎ ƻǊƛƎƛƴŀƭƭȅ ǳǎŜŘ ǘƻ ŀƴŀƭȅǎŜ ǘƘŜ ƛƴŘǳǎǘǊȅ ǎǘǊǳŎǘǳǊŜ ƻŦ ŀ ŎƻƳǇŀƴȅ ŀƴŘ ƛǘǎ 
ŎƻǊǇƻǊŀǘŜ ǎǘǊŀǘŜƎȅΦ ¢ƘŜ ƳƻŘŜƭ ǿŀǎ ŘŜǾŜƭƻǇŜŘ ōȅ ǘƘŜ ¦{ ŜŎƻƴƻƳƛǎǘ aƛŎƘŀŜƭ 9Φ tƻǊǘŜǊ ŀƴŘ 
ǇǳōƭƛǎƘŜŘ ƛƴ Ƙƛǎ ōƻƻƪΥ /ƻƳǇŜǝǝǾŜ {ǘǊŀǘŜƎȅΥ ¢ŜŎƘƴƛǉǳŜǎ ŦƻǊ !ƴŀƭȅǎƛƴƎ LƴŘǳǎǘǊƛŜǎ ŀƴŘ 
/ƻƳǇŜǝǘƻǊǎΣ мфтфΦ tƻǊǘŜǊ ƛŘŜƴǝŬŜŘ ŬǾŜ ŜǎǎŜƴǝŀƭ ŦƻǊŎŜǎ ǘƘŀǘ Ǉƭŀȅ ŀ ǊƻƭŜ ƛƴ ǎƘŀǇƛƴƎ ŀƴȅ ƳŀǊƪŜǘ 
ƻǊ ƛƴŘǳǎǘǊȅΦ ¢ƘŜǎŜ ƳƻŘŜƭ ǿƛǘƘ ǘƘŜ ŬǾŜ ŦƻǊŎŜǎ Ŏŀƴ ōŜ ŀƭǎƻ ǳǎŜŘ ŦƻǊ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ŀƴŘ ǎƻŎƛŀƭ 
ƳŀǊƪŜǘǎΦ ²ƘŜƴ ǿŜ ǳǎŜ ǘƘŜ ƳƻŘŜƭΣ ǿŜ ƘŀǾŜ ǘƻ ƪŜŜǇ ƛƴ ƳƛƴŘΣ ǘƻ ōǊƛƴƎ ƛƴ ǘƘŜ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ 
ƻŦ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅΦ ¢ƘŜ CƛǾŜ CƻǊŎŜǎ ŀǊŜ ƻƊŜƴ ǳǎŜŘ ǘƻ ƳŜŀǎǳǊŜ ǘƘŜ 
ŎƻƳǇŜǝǝǾŜ ƛƴǘŜƴǎƛǘȅΣ ŀǧǊŀŎǝǾŜƴŜǎǎ ŀƴŘ ǇǊƻŬǘŀōƛƭƛǘȅ ƻŦ ŀ ƳŀǊƪŜǘΦ ¢ƘŜ ƳƻŘŜƭ ƛǎ ōŀǎŜŘ ƻƴ ǘƘŜ 
ƛŘŜŀ ǘƘŀǘ ǘƘŜ ŀǧǊŀŎǝǾŜƴŜǎǎ ƻŦ ŀƴ ƛƴŘǳǎǘǊȅ ƛǎ ŘŜǘŜǊƳƛƴŜŘ ōȅ ǘƘŜ ŜȄǇǊŜǎǎƛƻƴ ƻŦ ǘƘŜ ŬǾŜ Ƴŀƛƴ 
ŎƻƳǇŜǝǝǾŜ ŦƻǊŎŜǎΥ  
 
мΦ /ƻƳǇŜǝǝƻƴ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ƳŀǊƪŜǘ 
нΦ tƻǘŜƴǝŀƭ ƻŦ bŜǿ 9ƴǘǊŀƴǘǎ ƛƴǘƻ ŀ ƳŀǊƪŜǘ 
оΦ tƻǿŜǊ ƻŦ {ǳǇǇƭƛŜǊǎ 
пΦ tƻǿŜǊ ƻŦ /ǳǎǘƻƳŜǊǎ 
рΦ ¢ƘǊŜŀǘ ƻŦ {ǳōǎǝǘǳǘŜ tǊƻŘǳŎǘǎ όǎǳōǎǝǘǳǝƻƴύ  
 

1. Competition in the social market 

{ƻǳǊŎŜΥ ƘǧǇǎΥκκƛлΦǿǇΦŎƻƳκǿǿǿΦōǳǎƛƴŜǎǎπǘƻπȅƻǳΦŎƻƳκǿǇπŎƻƴǘŜƴǘκǳǇƭƻŀŘǎκнлмсκмлκtƻǊǘŜǊǎπCƛǾŜπCƻǊŎŜǎπ¢ŀōƭŜΦƧǇƎ 



  

 

 
¢ƘŜ ŬǊǎǘ ƻŦ ǘƘŜ ŬǾŜ ŦƻǊŎŜǎ ǊŜŦŜǊ ǘƻ ǘƘŜ ƴǳƳōŜǊ ƻŦ ŎƻƳǇŜǝǘƻǊǎ ŀƴŘ ǘƘŜƛǊ ŀōƛƭƛǘȅ ǘƻ ǳƴŘŜǊƳƛƴŜ ŀ 
ŎƻƳǇŀƴȅΦ ¢ƘŜ ƎǊŜŀǘŜǊ ǘƘŜ ƴǳƳōŜǊ ƻŦ ŎƻƳǇŜǝǘƻǊǎ ŀƴŘ ǘƘŜ ƴǳƳōŜǊ ƻŦ ŜǉǳƛǾŀƭŜƴǘ ǇǊƻŘǳŎǘǎ ŀƴŘ 
ǎŜǊǾƛŎŜǎ ǘƘŜȅ ƻũŜǊΣ ǘƘŜ ǿŜŀƪŜǊ ǘƘŜ ŬǊƳΦ {ǳǇǇƭƛŜǊǎ ŀƴŘ ōǳȅŜǊǎ ǎŜŜƪ ƻǳǘ ŀ ŎƻƳǇŀƴȅϥǎ 
ŎƻƳǇŜǝǘƻǊǎ ƛŦ ǘƘŜȅ Ŏŀƴ ƻũŜǊ ŀ ōŜǧŜǊ ŘŜŀƭ ƻǊ ŀ ƭƻǿŜǊ ǇǊƛŎŜΦ /ƻƴǾŜǊǎŜƭȅΣ ǿƘŜƴ ŎƻƳǇŜǝǝƻƴ ƛǎ 
ƭƻǿΣ ŀ ŬǊƳ Ƙŀǎ ƳƻǊŜ ǇƻǿŜǊ ǘƻ ŎƘŀǊƎŜ ƘƛƎƘŜǊ ǇǊƛŎŜǎ ŀƴŘ ǎŜǘ ŎƻƴǘǊŀŎǘ ǘŜǊƳǎ ǘƻ ƎŜƴŜǊŀǘŜ ƘƛƎƘŜǊ 
ǎŀƭŜǎ ŀƴŘ ǇǊƻŬǘǎΦ 5ŜŬƴŜ ŀƴŘ ƳŜŀǎǳǊŜ ȅƻǳǊ ŎƻƳǇŜǝǘƻǊǎ ŀƴŘ ŎǊŜŀǘŜ ŀ ŎƻƳǇŜǝǝǾŜ ƭŀƴŘǎŎŀǇŜΦ 
 
 

2. Potential of New Entrants into a market 
 

! ŎƻƳǇŀƴȅϥǎ ǇƻǿŜǊ ƛǎ ŀƭǎƻ ŀũŜŎǘŜŘ ōȅ ǘƘŜ ǇƻǿŜǊ ƻŦ ƴŜǿ ŎƻƳǇŜǝǘƻǊǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ ¢ƘŜ ƭŜǎǎ 
ǝƳŜ ŀƴŘ ƳƻƴŜȅ ƛǘ ǘŀƪŜǎ ŀ ŎƻƳǇŜǝǘƻǊ ǘƻ ŜƴǘŜǊ ŀ ŎƻƳǇŀƴȅϥǎ ƳŀǊƪŜǘ ŀƴŘ ōŜŎƻƳŜ ŀƴ ŜũŜŎǝǾŜ 
ŎƻƳǇŜǝǘƻǊΣ ǘƘŜ ƳƻǊŜ ǎƛƎƴƛŬŎŀƴǘƭȅ ŀƴ ƛƴŎǳƳōŜƴǘϥǎ Ǉƻǎƛǝƻƴ Ŏŀƴ ōŜ ǿŜŀƪŜƴŜŘΦ aŀǊƪŜǘǎ ǿƛǘƘ 
ƘƛƎƘ ōŀǊǊƛŜǊǎ ǘƻ ŜƴǘǊȅ ŀǊŜ ƛŘŜŀƭ ŦƻǊ ŎƻƳǇŀƴƛŜǎ ŀƭǊŜŀŘȅ ƛƴ ǘƘŀǘ ƳŀǊƪŜǘΣ ŀǎ ǘƘŜȅ Ŏŀƴ ŎƘŀǊƎŜ ƘƛƎƘŜǊ 
ǇǊƛŎŜǎ ŀƴŘ ƴŜƎƻǝŀǘŜ ōŜǧŜǊ ǘŜǊƳǎΦ  
 
 

3. Power of Suppliers  
 

¢ƘŜ ƴŜȄǘ ŦŀŎǘƻǊ ƛƴ tƻǊǘŜǊϥǎ ƳƻŘŜƭ ŎƻƴŎŜǊƴǎ Ƙƻǿ Ŝŀǎƛƭȅ ǎǳǇǇƭƛŜǊǎ Ŏŀƴ ǊŀƛǎŜ ƛƴǇǳǘ ŎƻǎǘǎΦ ¢Ƙƛǎ 
ŘŜǇŜƴŘǎ ƻƴ ǘƘŜ ƴǳƳōŜǊ ƻŦ ǎǳǇǇƭƛŜǊǎ ƻŦ ƪŜȅ ƛƴǇǳǘǎ ǘƻ ŀ ƎƻƻŘ ƻǊ ǎŜǊǾƛŎŜΣ Ƙƻǿ ǳƴƛǉǳŜ ǘƘƻǎŜ 
ƛƴǇǳǘǎ ŀǊŜΣ ŀƴŘ Ƙƻǿ ƳǳŎƘ ƛǘ ǿƻǳƭŘ Ŏƻǎǘ ǘƘŜ ŎƻƳǇŀƴȅ ǘƻ ǎǿƛǘŎƘ ǘƻ ŀƴƻǘƘŜǊ ǎǳǇǇƭƛŜǊΦ ¢ƘŜ ŦŜǿŜǊ 
ǎǳǇǇƭƛŜǊǎ ǘƘŜǊŜ ŀǊŜ ƛƴ ŀƴ ƛƴŘǳǎǘǊȅΣ ǘƘŜ ƳƻǊŜ ŀ ŎƻƳǇŀƴȅ ǊŜƭƛŜǎ ƻƴ ǎǳǇǇƭƛŜǊǎΦ 
!ǎ ŀ ǊŜǎǳƭǘΣ ǎǳǇǇƭƛŜǊǎ ƘŀǾŜ ƳƻǊŜ ǇƻǿŜǊ ŀƴŘ Ŏŀƴ ƛƴŎǊŜŀǎŜ ƛƴǇǳǘ Ŏƻǎǘǎ ŀƴŘ ǇǳǎƘ ŦƻǊ ƻǘƘŜǊ ǘǊŀŘŜ 
ōŜƴŜŬǘǎΦ hƴ ǘƘŜ ƻǘƘŜǊ ƘŀƴŘΣ ƛŦ ǘƘŜǊŜ ŀǊŜ Ƴŀƴȅ ǎǳǇǇƭƛŜǊǎ ƻǊ ǘƘŜ Ŏƻǎǘ ƻŦ ǎǿƛǘŎƘƛƴƎ ǘƻ ŀƴƻǘƘŜǊ 
ǎǳǇǇƭƛŜǊ ƛǎ ƭƻǿΣ ŀ ŎƻƳǇŀƴȅ Ŏŀƴ ƪŜŜǇ ƛǘǎ ƛƴǇǳǘ Ŏƻǎǘǎ ƭƻǿ ŀƴŘ ƛƴŎǊŜŀǎŜ ƛǘǎ ǇǊƻŬǘǎΦ 
 
 

4. Power of Customers 
 
¢ƘŜ ǇƻǿŜǊ ƻŦ ŎǳǎǘƻƳŜǊǎ ƛǎ ƛƴƅǳŜƴŎŜŘ ōȅ Ƙƻǿ Ƴŀƴȅ ōǳȅŜǊǎ ƻǊ ŎǳǎǘƻƳŜǊǎ ǘƘŜ ŎƻƳǇŀƴȅ ƘŀǎΣ 
Ƙƻǿ ǎƛƎƴƛŬŎŀƴǘ ŜŀŎƘ ŎǳǎǘƻƳŜǊ ƛǎ ŀƴŘ Ƙƻǿ ƳǳŎƘ ƛǘ Ŏƻǎǘǎ ǘƘŜ ŎƻƳǇŀƴȅ ǘƻ ŬƴŘ ƴŜǿ ŎǳǎǘƻƳŜǊǎ 
ƻǊ ƳŀǊƪŜǘǎ ŦƻǊ ƛǘǎ ǇǊƻŘǳŎǝƻƴΦ ! ǎƳŀƭƭŜǊ ŀƴŘ ǎǘǊƻƴƎŜǊ ŎǳǎǘƻƳŜǊ ōŀǎŜ ƳŜŀƴǎ ǘƘŀǘ ŜŀŎƘ ŎǳǎǘƻƳŜǊ 
Ƙŀǎ ƳƻǊŜ ǇƻǿŜǊ ǘƻ ƴŜƎƻǝŀǘŜ ƭƻǿŜǊ ǇǊƛŎŜǎ ŀƴŘ ōŜǧŜǊ ŘŜŀƭǎΦ /ƻƳǇŀƴƛŜǎ ǘƘŀǘ ƘŀǾŜ Ƴŀƴȅ ǎƳŀƭƭŜǊ 
ƛƴŘŜǇŜƴŘŜƴǘ ŎǳǎǘƻƳŜǊǎ Ŏŀƴ ƳƻǊŜ Ŝŀǎƛƭȅ ŎƘŀǊƎŜ ƘƛƎƘŜǊ ǇǊƛŎŜǎ ǘƻ ƛƴŎǊŜŀǎŜ ǘƘŜƛǊ ǇǊƻŬǘŀōƛƭƛǘȅΦ 
 
 

5. Threat of Substitutes 
 
¢ƘŜ ƭŀǎǘ ƻŦ ǘƘŜ ŬǾŜ ŦƻǊŎŜǎ ŦƻŎǳǎŜǎ ƻƴ ǎǳōǎǝǘǳǘŜ ƎƻƻŘǎΣ ǎǳōǎǝǘǳǘŜ ǇǊƻŘǳŎǘǎ ƻǊ ǎǳōǎǝǘǳǘŜ 
ǎŜǊǾƛŎŜǎΦ /ƻƳǇŀƴƛŜǎ ǘƘŀǘ ƻũŜǊ ƎƻƻŘǎ ƻǊ ǎŜǊǾƛŎŜǎ ŦƻǊ ǿƘƛŎƘ ǘƘŜǊŜ ŀǊŜ ƴƻ ŀŎŎŜǎǎƛōƭŜ ǎǳōǎǝǘǳǘŜǎ 
ƘŀǾŜ ƳƻǊŜ ǇƻǿŜǊ ǘƻ ǊŀƛǎŜ ǇǊƛŎŜǎ ŀƴŘ ǎŜŎǳǊŜ ŦŀǾƻǳǊŀōƭŜ ǘŜǊƳǎΦ LŦ ǘƘŜǊŜ ŀǊŜ ǎǳōǎǝǘǳǘŜǎ ǘƻ ǿƘƛŎƘ 
ŎǳǎǘƻƳŜǊǎ Ŏŀƴ ǎǿƛǘŎƘΣ ǘƘŜ ŎƻƳǇŀƴȅϥǎ ǇƻǿŜǊ Ŏŀƴ ōŜ ǿŜŀƪŜƴŜŘΦ 
 
 

6. Summary 
 



  

 

¢ƘŜ CƛǾŜ CƻǊŎŜǎ aƻŘŜƭ Ŏŀƴ ƘŜƭǇ ŎƻƳǇŀƴƛŜǎ ǘƻ ōŜǧŜǊ ǳǝƭƛǎŜ ƛǘǎ ǊŜǎƻǳǊŎŜǎ ŀƴŘ ƎŜƴŜǊŀǘŜ ƘƛƎƘŜǊ 
ƛƴŎǊŜŀǎŜ ƛƳǇŀŎǘΣ ōǳǘ ǘƘŜȅ ƴŜŜŘ ǘƻ Ŏƻƴǎǘŀƴǘƭȅ ƳƻƴƛǘƻǊ ŀƴȅ ŎƘŀƴƎŜǎ ƛƴ ǘƘŜ CƛǾŜ CƻǊŎŜǎ ŀƴŘ ŀŘƧǳǎǘ 
ǘƘŜƛǊ ōǳǎƛƴŜǎǎ ǎǘǊŀǘŜƎƛŜǎ ŀŎŎƻǊŘƛƴƎƭȅΦ 
¦ǎƛƴƎ tƻǊǘŜǊϥǎ CƛǾŜ CƻǊŎŜǎ aƻŘŜƭ ƛƴ ŎƻƳōƛƴŀǝƻƴ ǿƛǘƘ ŀ {²h¢ ŀƴŀƭȅǎƛǎ ƘŜƭǇǎ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ 
ŎƻƳǇŀƴȅϥǎ Ǉƻǎƛǝƻƴ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ ! {²h¢ ŀƴŀƭȅǎƛǎ ƛǎ ŀ ƳƛŎǊƻπŀƴŀƭȅǝŎŀƭ ǘƻƻƭ ǘƘŀǘ ŦƻŎǳǎŜǎ ƻƴ 
ǘƘŜ Řŀǘŀ ŀƴŘ ŀƴŀƭȅǎƛǎ ƻŦ ŀ ǎƛƴƎƭŜ ŎƻƳǇŀƴȅΦ Lƴ ŎƻƴǘǊŀǎǘΣ tƻǊǘŜǊϥǎ CƛǾŜ CƻǊŎŜǎ ŀǊŜ ŀ ƳŀŎǊƻπ
ŀƴŀƭȅǝŎŀƭ ǘƻƻƭ ǘƘŀǘ ŦƻŎǳǎŜǎ ƻƴ ǘƘŜ ŜŎƻƴƻƳȅ ƻŦ ǘƘŜ ƳŀǊƪŜǘΦ 
 
 
 

¢ƘŜ 9ȄŀƳ 
 
 
bƻǿ ǿŜ ŎƻƳŜ ǘƻ ǘƘŜ ŜȄŀƳΦ !ǎ ƛƴ ǘƘŜ ƳƻŘǳƭŜǎ ōŜŦƻǊŜΣ ǘƘŜ ŜȄŀƳ ƛǎ ŀ ǇŀǊǘ ƻŦ ȅƻǳǊ ŜǾŜƴǘǳŀƭ 
ōǳǎƛƴŜǎǎ ǇƭŀƴΦ 9ǾŜǊȅ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ƴŜŜŘǎ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ƛƴ ǿƘƛŎƘ ȅƻǳ ǿŀƴǘ ǘƻ 
ƻǇŜǊŀǘŜΦ .ȅ ŎƻƳōƛƴƛƴƎ ǘƘŜǎŜ ǘƻƻƭǎ ƛƴ ŀ ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿ ŘǊŀƊΣ ȅƻǳ Ŏŀƴ ŘŜǾŜƭƻǇ ŀ 
ŎƻƳǇǊŜƘŜƴǎƛǾŜ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ŀƴŘ ǘƘŜ ǇƻǘŜƴǝŀƭ ŦƻǊ ǎǳŎŎŜǎǎ ƻŦ ǘƘŜ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜ ƛŘŜŀΦ ¢Ƙƛǎ ƛƴŦƻǊƳŀǝƻƴ Ŏŀƴ ōŜ ǳǎŜŘ ǘƻ ŘŜǾŜƭƻǇ ŀ ǎƻǳƴŘ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ǘƘŀǘ ŀŘŘǊŜǎǎŜǎ 
ǘƘŜ ƴŜŜŘǎ ƻŦ ŎƭƛŜƴǘǎΣ ǎǘŀƪŜƘƻƭŘŜǊǎΣ ŀƴŘ ǘƘŜ ǿƛŘŜǊ ŎƻƳƳǳƴƛǘȅΣ ǿƘƛƭŜ ƎŜƴŜǊŀǝƴƎ ǎƻŎƛŀƭ ƛƳǇŀŎǘ 
ŀƴŘ ŬƴŀƴŎƛŀƭ ǎǳǎǘŀƛƴŀōƛƭƛǘȅΦ ¦ǎŜ ǘƘŜ ǎǘǊǳŎǘǳǊŜ ƻŦ ǘƘŜ CƛǾŜ CƻǊŎŜǎ !ƴŀƭȅǎƛǎ ŀƴŘ ȅƻǳǊ ƪƴƻǿƭŜŘƎŜ 
ŦǊƻƳ ǘƘŜ t9{¢9[ !ƴŀƭȅǎƛǎΣ {ǘŀƪŜƘƻƭŘŜǊ !ƴŀƭȅǎƛǎ ŀƴŘ aŀǊƪŜǘ {ǳǊǾŜȅ ǿƛǘƘ ǘƘŜ ŘƛũŜǊŜƴǘ ǿŀȅǎ ǘƻ 
ƎŀǘƘŜǊ ǘƘŜ Řŀǘŀ ȅƻǳ ƴŜŜŘ ŀƴŘ ǿǊƛǘŜ ǘƘŜ ŀƴŀƭȅǎƛǎ ƻŦ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ ¢Ƙƛǎ !ƴŀƭȅǎƛǎ ǿƛǘƘ ǘƘŜ 
ǊŜƅŜŎǝƻƴ ƻŦ ǘƘŜ ŎƻƴǎŜǉǳŜƴŎŜǎ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎΣ ŀƭƛƎƴŜŘ ǿƛǘƘ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘΣ ƛǎ ǘƘŜ 
ƻǾŜǊǾƛŜǿ ȅƻǳ ƴŜŜŘ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǇƭŀƴΦ DƻƻŘ ƭǳŎƪΗ 
 
!ƴǎǿŜǊ ǘƘŜǎŜ ƪŜȅ ǉǳŜǎǝƻƴǎ ŀƭƛƎƴŜŘ ǿƛǘƘ ǘƘŜ ŘŀǘŀΣ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘΣ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎ ŀƴŘ 
ǘƘŜ ǎǇŜŎƛŬŎǎΥ 
 

¶ What are the specifics of the Social Market of your region or country?  

¶ What are the main characteristics of the target group? 

¶ Who are the competitors?  

¶ How many people do you want to reach?  

¶ How is the market developing?  

¶ What are the opportunities and risks?  

¶ How to position yourself sustainably?  

 
 

{ǳƳƳŀǊȅ 
 
 
¢ƘŜ ǘǊŀƛƴƛƴƎ ǇǊƻŎŜǎǎ ŎƻǾŜǊǎ ǎŜǾŜǊŀƭ ƪŜȅ ǘƻǇƛŎǎ ǊŜƭŀǘŜŘ ǘƻ ƳŀǊƪŜǘ ŀƴŀƭȅǎƛǎ ŀƴŘ ŎƻǊǇƻǊŀǘŜ ǎǳŎŎŜǎǎΦ 
Lǘ ōŜƎƛƴǎ ǿƛǘƘ ŀƴ ƛƴǘǊƻŘǳŎǝƻƴ ŀƴŘ ŀƴ ŜȄǇƭŀƴŀǝƻƴ ƻŦ ǿƘŀǘ ŀ ƳŀǊƪŜǘ ƛǎΦ DŜƴŜǊŀƭƭȅΣ ƛƴŘƛŎŀǘƻǊǎ ŦƻǊ 
ŀ ƳŀǊƪŜǘ ŀǊŜ ŜȄŎƘŀƴƎŜ ƻŦ ǇǊƻŘǳŎǘǎ ŀƴŘ ǎŜǊǾƛŎŜǎΣ ƳǳƭǝǇƭŜ ƳŀǊƪŜǘ ǇŀǊǝŎƛǇŀƴǘǎΣ ŎƻƳǇŜǝǝǾŜ 
ƎǊƻǳƴŘ ǎǘǊǳŎǘǳǊŜΣ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎ ōǳȅ ǇǊƻŘǳŎǘǎκ ǎŜǊǾƛŎŜǎΣ ŀƴ ƛƴǘŜǊǇƭŀȅ ƻŦ ǎǳǇǇƭȅ ŀƴŘ ŘŜƳŀƴŘ 
ŀƴŘ ȅƻǳ ƘŀǾŜ ǊǳƭŜǎ ǿƘƛŎƘ ŦǊŀƳŜ ǘƘŜ ƳŀǊƪŜǘ ǇǊƻŎŜǎǎŜǎΦ ¢ƘŜƴΣ ƛǘ ŘŜƭǾŜǎ ƛƴǘƻ t9{¢9[ ŀƴŀƭȅǎƛǎΣ 
ǿƘƛŎƘ ƛǎ ŀ ǘƻƻƭ ǳǎŜŘ ǘƻ ŀǎǎŜǎǎ ǘƘŜ ŜȄǘŜǊƴŀƭ ŦŀŎǘƻǊǎ ǘƘŀǘ Ŏŀƴ ŀũŜŎǘ ƛǘǎ ōǳǎƛƴŜǎǎΦ LŘŜƴǝŦȅ ǘƘŜ 



  

 

ŜȄǘŜǊƴŀƭ ŦŀŎǘƻǊǎΦ [ƻƻƪ ŀǘ ǘƘŜ ǇƻƭƛǝŎŀƭΣ ŜŎƻƴƻƳƛŎΣ ǎƻŎƛŀƭΣ ǘŜŎƘƴƻƭƻƎƛŎŀƭΣ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ŀƴŘ ƭŜƎŀƭ 
ŎƻƴŘƛǝƻƴǎ ŀǊƻǳƴŘ ȅƻǳǊ ōǳǎƛƴŜǎǎ ŀƴŘ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ ²ƛǘƘ ǘƘŜ ŎƻƭƭŜŎǘŜŘ ŘŀǘŀΣ ȅƻǳ Ŏŀƴ Řƻ 
ǘƘŜ ƴŜȄǘ ǎǘŜǇǎΦ ¢ƘŜ ǘǊŀƛƴƛƴƎ ŀƭǎƻ ƻǳǘƭƛƴŜǎ ǘƘǊŜŜ ǎǘŜǇǎ ǘƻ ŎƻǊǇƻǊŀǘŜ ǎǳŎŎŜǎǎΣ ǿƘƛŎƘ ƛƴŎƭǳŘŜ 
ƳŀǊƪŜǘ ƻǊƛŜƴǘŀǝƻƴΣ ŎǳǎǘƻƳŜǊ ŦƻŎǳǎΣ ŀƴŘ Ŏƻƴǝƴǳƻǳǎ ƛƳǇǊƻǾŜƳŜƴǘΦ Lǘ ŜƳǇƘŀǎƛȊŜǎ ǘƘŜ 
ƛƳǇƻǊǘŀƴŎŜ ƻŦ ŘŜŬƴƛƴƎ ǘƘŜ ǘŀǊƎŜǘ ƎǊƻǳǇ ŀƴŘ ŎƻƴŘǳŎǝƴƎ ŀ ƳŀǊƪŜǘ ǎǳǊǾŜȅ ǘƻ ōŜǧŜǊ ǳƴŘŜǊǎǘŀƴŘ 
ŎǳǎǘƻƳŜǊ ƴŜŜŘǎ ŀƴŘ ǇǊŜŦŜǊŜƴŎŜǎΦ [ŀǎǘƭȅΣ ǘƘŜ ǘǊŀƛƴƛƴƎ ŎƻǾŜǊǎ ǘƘŜ ŎƻƳǇŜǝǝǾŜ ƭŀƴŘǎŎŀǇŜ ŀƴŘ 
Ƙƻǿ ǘƻ ƛŘŜƴǝŦȅ ŀƴŘ ŀƴŀƭȅǎŜ ŎƻƳǇŜǝǘƻǊǎ ǘƻ Ǝŀƛƴ ŀ ŎƻƳǇŜǝǝǾŜ ŀŘǾŀƴǘŀƎŜ ƛƴ ǘƘŜ ƳŀǊƪŜǘΦ ¢ƻ 
ƛŘŜƴǝŦȅ ǘƘŜ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳƛŎ ŎƻƴǘŜȄǘΣ ǘƘŜ {ǘŀƪŜƘƻƭŘŜǊ !ƴŀƭȅǎƛǎ ƛǎ ǳǎŜŦǳƭΦ 
¢ƘŜǊŜ ŀǊŜ ǳǎǳŀƭƭȅ ǎŜǾŜǊŀƭ ŎǳǎǘƻƳŜǊ ƎǊƻǳǇǎ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŎƻƴǘŜȄǘΦ {ƻΣ ȅƻǳ ƴŜŜŘ ǘƻ ƛŘŜƴǝŦȅ 
ŘƛũŜǊŜƴǘ ǎǘŀƪŜƘƻƭŘŜǊǎΣ ǘƘŜ ǎƻπŎŀƭƭŜŘ ǇŜǊǎƻƴǎ ƻŦ ƛƴǘŜǊŜǎǘΦ ¢ƘŜƴ ȅƻǳ ŎƻƴŘǳŎǘ ŀ ƳŀǊƪŜǘ ǎǳǊǾŜȅΦ LŦ 
ȅƻǳ ƘŀǾŜ ǝƳŜ ŀƴŘ ǊŜǎƻǳǊŎŜǎΣ ȅƻǳ Ŏŀƴ ŀƭǎƻ Řƻ ǇǊƛƳŀǊȅ ǊŜǎŜŀǊŎƘΣ ŜΦƎΦ ŦƻŎǳǎ ƎǊƻǳǇǎ ƻǊ ǎŜƭŦπ 
ŘŜǾŜƭƻǇŜŘ ƳŀǊƪŜǘ ǊŜǎŜŀǊŎƘΦ aƻǎǘ ǎǘŀǊǘπǳǇǎ Řƻ ƴƻǘ ƘŀǾŜ ǝƳŜ ŀƴŘ ǊŜǎƻǳǊŎŜǎΣ ǎƻ ǳǎŜ ǎŜŎƻƴŘŀǊȅ 
ǊŜǎŜŀǊŎƘΦ ¦ǎŜ ŜȄƛǎǝƴƎ Řŀǘŀ ŀōƻǳǘ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ ¢ƘŜǊŜ ŀǊŜ Ƴŀƴȅ ǎƻǳǊŎŜǎ ƻŦ ǎǘŀǝǎǝŎŀƭ 
ƻƴƭƛƴŜ Řŀǘŀ ōŀǎŜǎΣ ǎǳŎƘ ŀǎ 9¦wh{¢!¢Φ ¦ǎǳŀƭƭȅΣ ȅƻǳ ǿƛƭƭ ŬƴŘ ǿƛŘŜǎǇǊŜŀŘ Řŀǘŀ ŦƻǊ ȅƻǳǊ ǘŀǊƎŜǘ 
ƳŀǊƪŜǘΣ ƳŀǊƪŜǘ ǎŎƻǇŜΣ ƳŀǊƪŜǘ ǎƘŀǊŜǎ ŀƴŘ ƳŀǊƪŜǘ ǘǊŜƴŘǎΦ bƻǿ ȅƻǳ Ŏŀƴ ƳƻǾŜ ƻƴ ǘƻ ǘƘŜ ǘƘƛǊŘ 
ǎǘŜǇΦ /ƘŜŎƪ ǘƘŜ ŎƻƳǇŜǝǝǾŜ ƭŀƴŘǎŎŀǇŜ ƻŦ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΦ CƻǊ ŀ ǘƘƻǊƻǳƎƘ ŎƻƳǇŜǝǝǾŜ 
ŀƴŀƭȅǎƛǎΣ aƛŎƘŀŜƭ tƻǊǘŜǊΩǎ CƛǾŜ CƻǊŎŜǎ ŀǊŜ ǾŜǊȅ ŜũŜŎǝǾŜΦ ¢ƘŜ CƛǾŜ CƻǊŎŜǎ aƻŘŜƭ ƛǎ ƻǊƛƎƛƴŀƭƭȅ 
ǳǎŜŘ ǘƻ ŀƴŀƭȅǎŜ ǘƘŜ ƛƴŘǳǎǘǊȅ ǎǘǊǳŎǘǳǊŜ ƻŦ ŀ ŎƻƳǇŀƴȅ ŀƴŘ ƛǘǎ ŎƻǊǇƻǊŀǘŜ ǎǘǊŀǘŜƎȅΦ ¢ƘŜ ƳƻŘŜƭ ǿŀǎ 
ŘŜǾŜƭƻǇŜŘ ōȅ ǘƘŜ ¦{ ŜŎƻƴƻƳƛǎǘ aƛŎƘŀŜƭ 9Φ tƻǊǘŜǊ ŀƴŘ ǇǳōƭƛǎƘŜŘ ƛƴ Ƙƛǎ ōƻƻƪΥ /ƻƳǇŜǝǝǾŜ 
{ǘǊŀǘŜƎȅΥ ¢ŜŎƘƴƛǉǳŜǎ ŦƻǊ !ƴŀƭȅǎƛƴƎ LƴŘǳǎǘǊƛŜǎ ŀƴŘ /ƻƳǇŜǝǘƻǊǎΣ мфтфΦ tƻǊǘŜǊ ƛŘŜƴǝŬŜŘ ŬǾŜ 
ŜǎǎŜƴǝŀƭ ŦƻǊŎŜǎ ǘƘŀǘ Ǉƭŀȅ ŀ ǊƻƭŜ ƛƴ ǎƘŀǇƛƴƎ ŀƴȅ ƳŀǊƪŜǘ ƻǊ ƛƴŘǳǎǘǊȅΦ ¢Ƙƛǎ ŬǾŜ ŦƻǊŎŜǎ ƳƻŘŜƭ Ŏŀƴ 
ōŜ ŀƭǎƻ ǳǎŜŘ ŦƻǊ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ŀƴŘ ǎƻŎƛŀƭ ƳŀǊƪŜǘǎΦ ²ƘŜƴ ŀǇǇƭȅƛƴƎ ǘƘŜ ƳƻŘŜƭΣ ƛǘ ƛǎ 
ƛƳǇƻǊǘŀƴǘ ǘƻ ƴƻǘŜΣ ǘƘŀǘ ǘƘŜ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ ƻŦ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ Ƴǳǎǘ 
ōŜ ƛƴŎƭǳŘŜŘΦ ¢ƘŜ CƛǾŜ CƻǊŎŜǎ ŀǊŜ ƻƊŜƴ ǳǎŜŘ ǘƻ ƳŜŀǎǳǊŜ ǘƘŜ ŎƻƳǇŜǝǝǾŜ ƛƴǘŜƴǎƛǘȅΣ 
ŀǧǊŀŎǝǾŜƴŜǎǎ ŀƴŘ ǇǊƻŬǘŀōƛƭƛǘȅ ƻŦ ŀ ƳŀǊƪŜǘΦ 
¢ƘŜ ƳƻŘŜƭ ƛǎ ōŀǎŜŘ ƻƴ ǘƘŜ ƛŘŜŀ ǘƘŀǘ ǘƘŜ ŀǧǊŀŎǝǾŜƴŜǎǎ ƻŦ ŀƴ ƛƴŘǳǎǘǊȅ ƛǎ ŘŜǘŜǊƳƛƴŜŘ ōȅ ǘƘŜ 
ŜȄǇǊŜǎǎƛƻƴ ƻŦ ǘƘŜ ŬǾŜ Ƴŀƛƴ ŎƻƳǇŜǝǝǾŜ ŦƻǊŎŜǎΣ ǿƘƛŎƘ ŀǊŜ ǘƘŜ ŎƻƳǇŜǝǝƻƴ ƛƴ ǘƘŜ ǎƻŎƛŀƭ ƳŀǊƪŜǘΣ 
ǘƘŜ ǇƻǘŜƴǝŀƭ ƻŦ ƴŜǿ ŜƴǘǊŀƴǘǎ ƛƴǘƻ ŀ ƳŀǊƪŜǘΣ ǘƘŜ ǇƻǿŜǊ ƻŦ ǎǳǇǇƭƛŜǊǎΣ ǇƻǿŜǊ ƻŦ ŎǳǎǘƻƳŜǊǎ ŀƴŘ 
ǘƘŜ ǘƘǊŜŀǘ ƻŦ ǎǳōǎǝǘǳǘŜ ǇǊƻŘǳŎǘǎΦ .ǊƛƴƎ ǘƻƎŜǘƘŜǊ ŀƭƭ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ƻŦ ǘƘŜǎŜ ŀƴŀƭȅǎƛǎ ǇǊƻŎŜǎǎŜǎ 
ǘƻ ŎǊŜŀǘŜ ŀ ƳŀǊƪŜǘ ƻǾŜǊǾƛŜǿ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǇƭŀƴΣ ōŀǎŜŘ ƻƴ ǾŀƭƛŘ ƛƴŦƻǊƳŀǝƻƴ ŀōƻǳǘ ȅƻǳǊ 
ǘŀǊƎŜǘ ƳŀǊƪŜǘ ŀƴŘ ǎŜǾŜǊŀƭ ƛƴƅǳŜƴŎƛƴƎ ŦŀŎǘƻǊǎΦ  
 

 
[ƛǘŜǊŀǘǳǊŜ 
 
 
CƻǊ ŀ ŘŜŜǇŜǊ ƭŜŀǊƴƛƴƎ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ŬƴŘ ƘŜǊŜ ǎƻƳŜ ƭƛǘŜǊŀǘǳǊŜ ŀŘǾƛŎŜ ŦƻǊ ȅƻǳǊ ǎŜƭŦπ
ǎǘǳŘƛŜǎΥ 
!ŘŜƭŀƪǳƴΣ !Φ όнлнлύΦ {ƘƻǳƭŘ tƻǊǘŜǊǎ CƛǾŜ CƻǊŎŜǎ ƘŀǾŜ ǾŀƭǳŜ ƛƴ .ǳǎƛƴŜǎǎŜǎ ǘƻŘŀȅΚΦ 
ƘǧǇǎΥκκǿǿǿΦǊŜǎŜŀǊŎƘƎŀǘŜΦƴŜǘκǇǳōƭƛŎŀǝƻƴκоплттмснфψ{ƘƻǳƭŘψtƻǊǘŜǊǎψCƛǾŜψCƻǊŎŜǎψƘŀǾŜψǾ
ŀƭǳŜψƛƴψ.ǳǎƛƴŜǎǎŜǎψǘƻŘŀȅ 
 
5ŀǾƛŘΣ CǊŜŘ wΦ όнллсύΦ {ǘǊŀǘŜƎƛŎ aŀƴŀƎŜƳŜƴǘΥ /ƻƴŎŜǇǘǎ ŀƴŘ /ŀǎŜǎΦ tŜŀǊǎƻƴΦ ммΦ 9Řƛǝƻƴ 
tƻǊǘŜǊΣ aΦ 9Φ όмфурύΦ /ƻƳǇŜǩǾŜ ŀŘǾŀƴǘŀƎŜ ς ŎǊŜŀǝƴƎ ŀƴŘ ǎǳǎǘŀƛƴƛƴƎ ǎǳǇŜǊƛƻǊ ǇŜǊŦƻǊƳŀƴŎŜΦ 
bŜǿ ¸ƻǊƪ ό±ƻƭΦ мрύΦ 
 
tƻǊǘŜǊΣ aΦ 9Φ όнллуύΦ ¢ƘŜ ŬǾŜ ŎƻƳǇŜǝǝǾŜ ŦƻǊŎŜǎ ǘƘŀǘ ǎƘŀǇŜ ǎǘǊŀǘŜƎȅΦ IŀǊǾŀǊŘ .ǳǎƛƴŜǎǎ 
wŜǾƛŜǿΣ усόмύΣ туςфоΣ мотΦ ŘƻƛΥ!ǊǝŎƭŜ 

https://www.researchgate.net/publication/340771629_Should_Porters_Five_Forces_have_value_in_Businesses_today
https://www.researchgate.net/publication/340771629_Should_Porters_Five_Forces_have_value_in_Businesses_today


  

 

 
±ŀǎƛƭŜǎŎǳΣ aΦ 5ΦΣ 5ƛƳƛŀƴΣ DΦ /ΦΣ DǊŀŘƛƴŀǊǳΣ DΦ LΦΣ όнлннύ DǊŜŜƴ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ƛƴ ŎƘŀƭƭŜƴƎƛƴƎ 
ǝƳŜǎΥ ŀ ǉǳŀƴǝǘŀǝǾŜ ŀǇǇǊƻŀŎƘ ŦƻǊ 9ǳǊƻǇŜŀƴ ŎƻǳƴǘǊƛŜǎΦ 9ŎƻƴƻƳƛŎ wŜǎŜŀǊŎƘπ9ƪƻƴƻƳǎƪŀ 
LǎǘǊŀȌƛǾŀƴƧŀ лΥлΣ ǇŀƎŜǎ мπнлΦ 
 
²ƛƭǎƻƴΣ wΦ /Φ όнлмрύΦ aŀȅƘŜƳΥ ! IŀƴŘǎπƻƴ /ŀǎŜ tƭŀȅƛƴƎ !ŎǝǾƛǘȅ ŦƻǊ ¢ŜŀŎƘƛƴƎ tƻǊǘŜǊΩǎ CƛǾŜ 
CƻǊŎŜǎ ǘƻ ¦ƴŘŜǊƎǊŀŘǳŀǘŜ .ǳǎƛƴŜǎǎ {ǘǳŘŜƴǘǎΦ {Ƴŀƭƭ .ǳǎƛƴŜǎǎ LƴǎǝǘǳǘŜϯ WƻǳǊƴŀƭ {Ƴŀƭƭ .ǳǎƛƴŜǎǎ 
LƴǎǝǘǳǘŜϯ 
±ƻƭΦ ммΣ bƻΦ нΣ пуπрф L{{bΥ мфппπммрлκсфΦ ŬƭŜΥκκκ/Υκ¦ǎŜǊǎκƛŘпнлннрκ5ƻǿƴƭƻŀŘǎκнсмуфπǎōƛƧπ
ǾƻƭǳƳŜπммπƛǎǎǳŜπнΦǇŘŦ 
 
²ƻǊǘƘƛƴƎǘƻƴΣ LŀƴΣ .ǊƛǧƻƴΣ /ƘǊƛǎ όнллсύΣ ¢ƘŜ .ǳǎƛƴŜǎǎ 9ƴǾƛǊƻƴƳŜƴǘΥ /ƘŀƭƭŜƴƎŜǎ ŀƴŘ /ƘŀƴƎŜǎΣ 
tŜŀǊǎƻƴ 9ŘǳŎŀǝƻƴ [ƛƳƛǘŜŘΦ 
ƘǧǇǎΥκκǎōǎƳōŀмŀΦŬƭŜǎΦǿƻǊŘǇǊŜǎǎΦŎƻƳκнлмпκмнκǘƘŜψōǳǎƛƴŜǎǎψŜƴǾƛǊƻƴƳŜƴǘψрǘƘψŜŘΦǇŘŦ 
 
 

¢ǊŀƛƴŜǊǎ bƻǘŜǎ 
 
Á The practical experience is the best thing here. This way, learners can better 

understand how these tools work when they do it themselves. Make only short 
teaching inputs and give only the most important information. Focus on the video, 
practical examples and group work with the tools.  

Á As much as possible, let learners analyse their own business ideas in each exercise.  
Á Focus on the strengths and opportunities that learners find to motivate them in the 

learning process. 
Á Use weaknesses and risks for reflection and as a field for development ideas. 
Á Choose an example that you know well.  
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Module 6 Marketing 
and Sales 

 
 
 

 
 
 
 
 
 
 
 
 
 
 
 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 

 

²ŜƭŎƻƳŜ ǘƻ ǘƘŜ ƳƻŘǳƭŜ лс ƻƴ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎ ƛƴ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΗ ¢Ƙƛǎ ŎƻǳǊǎŜ ǿƛƭƭ 
ǇǊƻǾƛŘŜ ȅƻǳ ǿƛǘƘ ƪŜȅ ǎǘǊŀǘŜƎƛŜǎ ǘƻ ƛŘŜƴǝŦȅ ȅƻǳǊ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΣ ŎǊŜŀǘŜ ŀ ǳƴƛǉǳŜ ǾŀƭǳŜ 
ǇǊƻǇƻǎƛǝƻƴΣ ŀƴŘ ǳǝƭƛȊŜ ŜũŜŎǝǾŜ ŎƻƳƳǳƴƛŎŀǝƻƴ ǘƻƻƭǎΦ ¸ƻǳ ǿƛƭƭ ƭŜŀǊƴ Ƙƻǿ ǘƻ ƳŜŀǎǳǊŜ ǘƘŜ 
ƛƳǇŀŎǘ ƻŦ ȅƻǳǊ ƳŀǊƪŜǝƴƎ ŀŎǝǾƛǝŜǎ ǘƻ ƳŀƪŜ ŀ ŘƛũŜǊŜƴŎŜ ƛƴ ǘƘŜ ǿƻǊƭŘΣ ǿƘŜǘƘŜǊ ȅƻǳ ŀǊŜ ŀ ǎƻŎƛŀƭ 
ǎŜŎǘƻǊ ǇǊƻŦŜǎǎƛƻƴŀƭ ƻǊ ŀ ǇŀǎǎƛƻƴŀǘŜ ŜƴǘǊŜǇǊŜƴŜǳǊΦ 

 

Learning objectives / competences to be acquired  

Marketing is a crucial element for the success of any business, including social enterprises 
that have a mission of positive social impact. In this lesson module, we will explore the 
fundamental principles of marketing and see how they can be effectively applied by social 
enterprises to achieve their social impact and financial sustainability goals. 

The learning objectives of this module include: 
Å Learn and understand the general definitions of marketing and sales. 
Å Understanding the role of marketing in social enterprise and how it differs from 

traditional marketing; 
Å Mastering the process of identifying the target audience for the social enterprise 

and creating a market proposition that is distinguishable and enhances the value of 
the product or service being sold or offered. 

Å Knowing the different marketing strategies available for social enterprises, including 
online and offline marketing channels; 

Reasons for the module  

Social enterprises have a dual mission of generating social impact and financial 
sustainability, which sets them apart from traditional businesses. Understanding the role of 
marketing in social enterprise requires an understanding of how to balance these two goals 
and how marketing strategies can be used to achieve them. 

Contents of the module 

00 ςIcebreaking activity: "Try to sell an object" to encourage participants to speak up and 
get involved by being creative and fun. 

01 ς The basic concepts: brainstorming phase to introduce the definition of marketing and 
sales. To understand how participants define these two words and provide them with 
simple definitions. Understanding the difference in approach between marketing and sales. 

02 ς The marketing mix: 4Ps ς Product ς Price ς Place ς Promotion. Introduction to the 
classical theory of marketing mix and its main components. It is also possible to present the 
more advanced theory of the marketing mix, in which three additional elements are added. 
7Ps - Product, Promotion, Price, Place, People, Process, Physical evidence. 

03 ς The marketing strategies in social enterprise: identification and segmentation of the 
target audience, identification of customers' needs and expectations. Who are the 
customers for social enterprise? Who are my customers? 



  

 

04 ς The main objectives of marketing in social enterprise. Raise awareness about the 
social issues addressed by the social enterprise. Promote awareness of the product or 
service offered by the social enterprise. Build a community of supporters and loyal 
customers for the social enterprise. Generate funding for the social enterprise. Increase 
the social impact of the social enterprise. 

05 ς The most suitable marketing tools. Understand how to identify the best 
communication tools and channels for the product or service that amplify its social value. 
Use of social media, Content marketing, Collaborations with other organizations, 
Awareness events, Crowdfunding campaigns. 

06 ς Exam  

Reference to other modules  

!ƭƭ р ƳƻŘǳƭŜǎ ōŜŦƻǊŜΥ ƛƴ ǇŀǊǘƛŎǳƭŀǊ ά¢ƘŜ LŘŜŀέ ŀƴŘ άaŀǊƪŜǘ hǾŜǊǾƛŜǿέΦ 

Teaching and learning methods 

The module is approached following a main presentation that guides trainers/learners 
through all the lesson units.  

Each lesson unit consists of a central concept that will be transmitted mainly through 
interactions between the participants supported by videos and images. In addition, each 
lesson unit contains an activity (exercises) to reduce the frontal lecture mode as much as 
possible, rising the numbers of interaction between learners and between learners and 
trainers through participative practice. 

Furthermore, at the beginning of every lesson is important that the trainers ask to the 
learners what they thinking about the topics covered or certain keywords, through the 
activities or if these are not foreseen simply by asking. This interaction is a useful to 
understanding and getting to know the students, their knowledge and their point of view 
before the explanation of the content. 

Examination modalities  

Propose a simple quiz of 10 closed-ended questions (or True/False) to fix the concepts on 
the characteristics of the social enterprise. You can use the kahoot.com digital tool. Kahoot! 
is a game-based learning platform that makes it easy to create, share and play learning 
games or trivia quizzes in minutes.  

First, have the learners take the test individually without showing the solutions. Then, divide 
the learners into groups or pairs and have them retake the test. Compare the individual and 
group results. 

 
 
 
 
 
 

DƭƻǎǎŀǊȅ 
 
  
term definition   sector  



  

 

Awareness "Awareness" in marketing refers to the 
knowledge and understanding that consumers 
have of a product, service, or brand. It is the 
primary objective of advertising and promotion 
to increase awareness of the product or service 
among the target audience. 

Economic 

Brainstorming is a group creativity technique by which efforts 
are made to find a conclusion for a specific 
problem by gathering a list of ideas 
spontaneously contributed by its members. 

Social  

Brand A brand is a name, term, design, symbol, or any 
ƻǘƘŜǊ ŦŜŀǘǳǊŜ ǘƘŀǘ ƛŘŜƴǘƛŦƛŜǎ ƻƴŜ ǎŜƭƭŜǊΩǎ ƎƻƻŘǎ ƻǊ 
service as distinct from those of other sellers. 

Economic 

Financing Plan A plan for the costs of a founding of a project or 
an enterprise  

Economic  

For-Profit 
Organization 

an enterprise that works for economic value. The 
main aim is the maximation of gross.  

Economic 

Market analysis  Market analysis in marketing is the process of 
collecting, analyzing, and interpreting 
information about a company's target market in 
order to identify opportunities and threats, as 
well as to understand consumer behavior and 
needs. This process helps companies make 
informed decisions about marketing strategies, 
including identifying target markets, market 
segmentation, defining pricing policies, choosing 
distribution channels, and promotional strategies 

Economic 

Market 
segmentation  

Market segmentation in marketing refers to the 
division of a large target market into smaller, 
more homogeneous consumer groups with 
specific needs, behaviors, and demographic and 
socioeconomic characteristics. The goal of market 
segmentation is to identify the most attractive 
market segments and adapt marketing strategies 
to effectively and efficiently meet the specific 
needs of each segment, in order to increase 
customer satisfaction and gain a competitive 
advantage 

Economic 

Marketing Marketing can be defined as the set of activities 
and strategies aimed at creating, communicating, 
delivering, and exchanging value between a 
business or organization and its customers, in 
order to meet the needs and expectations of 
both parties. Marketing activities include market 
research, market segmentation, defining the 
target audience, product and service design and 
management, pricing, promotion, and 
distribution. 

Economic 



  

 

Marketing research  Marketing research is the function that links the 
consumer, customer, and public to the marketer 
through informationτinformation used to 
identify and define opportunities and problems; 
generate, refine, and evaluate actions; monitor 
performance; and improve understanding of it as 
a process. It specifies the information required to 
address these issues, designs the method for 
collecting information, manages and implements 
the data collection process, analyzes the results, 
and communicates the findings and their 
implications 

Economic 

Networking Networking is the process of creating and 
nurturing relationships with other individuals or 
groups for the purpose of mutual benefit. It 
involves actively connecting with others, 
exchanging information, resources, and support, 
and building a network of contacts that can 
provide opportunities, advice, and collaboration. 
Networking is often used in professional settings 
to expand one's professional connections, 
explore career opportunities, and gather 
knowledge and insights from others in similar or 
related fields. It is a strategic and intentional 
practice that can lead to professional growth, 
business opportunities, and personal 
development. 

Social 

Non-Profit 
Organization 

is a legal entity organized and operated for a 
collective, public or social benefit, in contrary with 
an entity that operates as a business aiming to 
generate a profit for its owners 

Economic 

Pricing Pricing, in the field of marketing, refers to the 
process of determining the selling price of a 
product or service. This process includes 
evaluating production costs, conducting market 
research to assess demand and supply, and 
analyzing competitors to determine the best 
price that maximizes profit and perceived value 
to the customer. 

Economic 

Social enterprise  A social enterprise offers social services for 
disabled and socially disadvantaged people. The 
services focused on improvement of life situation. 
This includes services for advice, treatment, 
support and care such as services for activation, 
work integration and qualification.  

Social/ 
economic 

Social 
entrepreneurship 

Social Entrepreneurship is an innovative way to 
solve social problems and work on social missions 
with economic tools and activities. SE is searching 

Social/ 
Economic  



  

 

for ideas and solutions far away from the daily 
processes and take the risk to try out new ways.  

Social Impact any significant or positive changes that solve or at 
least address social injustice and challenges. The 
effect on people and communities that happens 
as a result of an action or inaction, an activity, 
project, Program or policy. 

Social 

Social service Social Services are help offers for people in 
problematic life situations. They are financed by 
public payers and free for the clients. 

Social  

Target audience  Target audience in marketing is the specific group 
of people or customers who are identified as the 
intended recipient of a product, service or 
marketing message based on their common 
characteristics, needs, and interests. 

Social 

Voluntary work Voluntary work is an employment type where the 
volunteer gets his assignments from an 
organization or superiors. Voluntary work is 
purposeful and do what is incurred. 

Social 

Work integration Model to integration aimed at the partial or full 
(re-)integration of marginalized and vulnerable 
groups into the labour market. 

Social/ 
Economic  

 
 
 
 

{ŎƘŜŘǳƭŜ 
 
 

Module 
ƴǊΧ 

Number 
of 
Lesson 
Units 

Topic/ 
Content  

Methods/Tools Learning objectives List of activities 
and tasks per 
lesson 

06 00 Introduce 
themselves: 
Try to sell an 
object 

1 Game play, 
Icebreaking 
activity. 
1 Video 
2 Discussion (1 
for iceb. 1 for 
video) 

Each participant tries to sell 
an object to a fellow 
participant, trying to use 
playful and creative 
methods. Help learners 
transition into a marketing 
and sales mindset. Start 
thinking about marketing 
and sales in relation to the 
social enterprise, making a 
comparison with traditional 
businesses as well. 

1 Icebreaker + 1 
Discussion 
1 Video + 1 
Discussion 

06 01 The basic 
concepts:  
introduce 
the 
definition of 

1 Brainstorming 
with Digital tool 
Mentimeter.com 
word cloud 
2 Definitions 
(text) 

Think about the general 
concept of marketing and 
sales before giving a 
definition. Create a network 
of meanings. Understand the 
definition of Marketing and 

Digital 
brainstorming, 
association of 
ideas. An activity 
to understand 
the differences 



  

 

marketing 
and sales 

3 Video 
2 Graphics 
  

sales. Observing the 
differences between a 
marketing strategy and a 
sales strategy. 

between 
marketing and 
sales 

06 02 The 
marketing 
mix:  
4Ps ς 
Product ς 
Price ς Place 
ς 
Promotion; 
Or 7Ps - 
Product, 
Promotion, 
Price, Place, 
People, 
Process, 
Physical 
evidence 

2 Text  
2 Video  
2 Graphics 
1 Activity 
1 Discussion 

The marketing mix, also 
known as the 4Ps (Product, 
Price, Place, Promotion), is 
introduced as one of the 
fundamental theories of 
marketing. This model 
provides a framework for 
designing effective 
marketing strategies, 
allowing consideration of 
different aspects of a 
product or service offering. 

1 Role playing:  
develop a 
hypothetic 
marketing mix for 
the imagined 
product/service 

06 03 The 
marketing 
strategies  

3 Video 
1 Discussion 
1 Text 
3 Graphics 
1 Activity 
  

identification and 
segmentation of the target 
audience, identification of 
customers' needs and 
expectations. Who are the 
customers for social 
enterprise? Who are my 
customers? 

1 develop a 
hypothetic 
customer analysis 

06 04 The main 
objectives of 
marketing 

1 Video 
1 Text 
1 Graphic 
1 Activity 
1 Discussion 

Raise awareness about the 
social issues addressed by 
the social enterprise. 
Promote awareness of the 
product or service offered by 
the social enterprise. Build a 
community of supporters 
and loyal customers for the 
social enterprise. Generate 
funding for the social 
enterprise. Increase the 
social impact of the social 
enterprise 

1 Mentimeter 
activity and 
discussion 

06 05 The most 
suitable 
marketing 
tools 

1 Video 
1 Graphic 
1 Activity  
1 Text  
  

Understand how to identify 
the best communication 
tools and channels for the 
product or service that 
amplify its social value. Use 
of social media, Content 
marketing, Collaborations 
with other organizations, 
Awareness events, 
Crowdfunding campaigns 

1 Activity 

06 06 Exam       

Total nr. 
of hours 
per 
module 

8h     

 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 

 
 
¢ƘŜ ƳƻŘǳƭŜ ǎƘƻǳƭŘ ōŜ ǇǊŜǎŜƴǘŜŘ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎ ōȅ ŀ ttt όƻǊ ƻǘƘŜǊ ƭƛƪŜ /ŀƴǾŀύ ǇǊŜǎŜƴǘŀǝƻƴ 
ǘƘŀǘ ǿƛƭƭ ƎǳƛŘŜ ǘǊŀƛƴŜǊǎ ŀƴŘ ƭŜŀǊƴŜǊǎ ǘƘǊƻǳƎƘ ǘƘŜ ǇƭŀƴƴŜŘ ƭŜǎǎƻƴ ǳƴƛǘǎΦ ¢ƘŜ ttt ǎƘƻǳƭŘ ōŜ 
ŎǊŜŀǘŜŘ ōȅ ŜŀŎƘ ǘǊŀƛƴŜǊ ŀŎŎƻǊŘƛƴƎ ǘƻ ǘƘŜƛǊ ƻǿƴ ƴŜŜŘǎΦ ¢ƘŜ ttt Ƴǳǎǘ ƴƻǘ ƘŀǾŜ ƳƻǊŜ ǘƘŀƴ нл 
ǎƭƛŘŜǎ ǇŜǊ ƭŜǎǎƻƴΦ  
IŜǊŜ ŀǊŜ ǎƻƳŜ ƎŜƴŜǊŀƭ ƎǳƛŘŜƭƛƴŜǎ ŦƻǊ ŎǊŜŀǝƴƎ ŀ ƎƻƻŘ tƻǿŜǊtƻƛƴǘ ǇǊŜǎŜƴǘŀǝƻƴ ŦƻǊ ŀ ƭŜǎǎƻƴΥ 
 
  
¶ 5ŜŬƴŜ ǘƘŜ ƻōƧŜŎǝǾŜǎ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΥ .ŜŦƻǊŜ ǎǘŀǊǝƴƎ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΣ 
ƛǘϥǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǿƘŀǘ ƻōƧŜŎǝǾŜǎ ȅƻǳ ǿŀƴǘ ǘƻ ŀŎƘƛŜǾŜΦ CƻǊ ŜȄŀƳǇƭŜΣ Řƻ ȅƻǳ 
ǿŀƴǘ ǘƻ ǇǊƻǾƛŘŜ ōŀǎƛŎ ƛƴŦƻǊƳŀǝƻƴ ƻƴ ŀ ǇŀǊǝŎǳƭŀǊ ǘƻǇƛŎΣ ƻǊ Řƻ ȅƻǳ ǿŀƴǘ ǘƻ ǇǊŜǎŜƴǘ ŀ 
ƴŜǿ ǘƘŜƻǊȅΚ .ŀǎŜŘ ƻƴ ǘƘŜ ƻōƧŜŎǝǾŜǎ ȅƻǳ ƘŀǾŜ ǎŜǘΣ ȅƻǳ Ŏŀƴ ŎƘƻƻǎŜ ǘƘŜ ŎƻƴǘŜƴǘΣ ŦƻǊƳŀǘΣ 
ŀƴŘ ǎǘȅƭŜ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΦ 

¶ hǊƎŀƴƛȊŜ ǘƘŜ ŎƻƴǘŜƴǘΥ hǊƎŀƴƛȊŜ ǘƘŜ ŎƻƴǘŜƴǘ ƛƴ ŀ ƭƻƎƛŎŀƭ ŀƴŘ ŎƻƘŜǊŜƴǘ ǿŀȅΦ ¦ǎŜ ŀƴ 
ƛƴǘŜǊŜǎǝƴƎ ƻǇŜƴƛƴƎ ǘƻ ƎǊŀō ǘƘŜ ǎǘǳŘŜƴǘǎϥ ŀǧŜƴǝƻƴ ŀƴŘ ŀƴ ŜũŜŎǝǾŜ ŎƭƻǎƛƴƎ ǘƻ 
ǎǳƳƳŀǊƛȊŜ ǘƘŜ Ƴŀƛƴ Ǉƻƛƴǘǎ ƻŦ ǘƘŜ ƭŜǎǎƻƴΦ !ŘŘƛǝƻƴŀƭƭȅΣ ƳŀƪŜ ǎǳǊŜ ǘƻ ǇǊŜǎŜƴǘ ǘƘŜ 
ƛƴŦƻǊƳŀǝƻƴ ŎƭŜŀǊƭȅ ŀƴŘ ŎƻƴŎƛǎŜƭȅ ŀƴŘ ǳǎŜ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎ ǘƻ ǎǳǇǇƻǊǘ ƪŜȅ ŎƻƴŎŜǇǘǎΦ 

¶ ¦ǎŜ ŀ ǎƛƳǇƭŜ ŀƴŘ ŎƭŜŀƴ ŘŜǎƛƎƴΥ ¢ƘŜ ŘŜǎƛƎƴ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǎƘƻǳƭŘ ōŜ ǎƛƳǇƭŜ ŀƴŘ 
ŎƭŜŀƴΣ ǎƻ ǘƘŀǘ ǎǘǳŘŜƴǘǎ Ŏŀƴ ŦƻŎǳǎ ƻƴ ǘƘŜ ŎƻƴǘŜƴǘΦ ¦ǎŜ ǊŜŀŘŀōƭŜ Ŧƻƴǘǎ ŀƴŘ ŀŘŜǉǳŀǘŜ Ŧƻƴǘ 
ǎƛȊŜǎ ŀƴŘ ŎƘƻƻǎŜ ŎƻƭƻǊǎ ǘƘŀǘ ŀǊŜ ǾƛǎƛōƭŜ ŀƴŘ ǇƭŜŀǎƛƴƎ ǘƻ ǘƘŜ ŜȅŜΦ 



  

 

¶ [ƛƳƛǘ ǘƘŜ ǳǎŜ ƻŦ ǘŜȄǘΥ 5ƻƴϥǘ Ŭƭƭ ǎƭƛŘŜǎ ǿƛǘƘ ǘƻƻ ƳǳŎƘ ǘŜȄǘΦ LƴǎǘŜŀŘΣ ǳǎŜ ōǳƭƭŜǘ Ǉƻƛƴǘǎ ŀƴŘ 
ǎƘƻǊǘ ǇƘǊŀǎŜǎ ǘƻ ǎǳƳƳŀǊƛȊŜ ƪŜȅ ŎƻƴŎŜǇǘǎΦ ¢Ƙƛǎ ǿŀȅΣ ǎǘǳŘŜƴǘǎ Ŏŀƴ ŦƻŎǳǎ ƻƴ ǿƘŀǘ ȅƻǳϥǊŜ 
ǎŀȅƛƴƎ ƛƴǎǘŜŀŘ ƻŦ ǊŜŀŘƛƴƎΦ 

¶ !ŘŘ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎΥ !ŘŘ ƛƳŀƎŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎ ǘƻ Ǿƛǎǳŀƭƭȅ ǊŜǇǊŜǎŜƴǘ ƪŜȅ ŎƻƴŎŜǇǘǎ 
ŎƭŜŀǊƭȅ ŀƴŘ ŀǧǊŀŎǝǾŜƭȅΦ !ŘŘƛǝƻƴŀƭƭȅΣ ǎǘǳŘŜƴǘǎ Ŏŀƴ ƳƻǊŜ Ŝŀǎƛƭȅ ŀǎǎƛƳƛƭŀǘŜ ƛƴŦƻǊƳŀǝƻƴ 
ǿƘŜƴ ǘƘŜȅ ǎŜŜ ƛǘ ǇǊŜǎŜƴǘŜŘ ƎǊŀǇƘƛŎŀƭƭȅΦ 

¶ ¦ǎŜ ŀƴƛƳŀǝƻƴǎ ŀƴŘ ǘǊŀƴǎƛǝƻƴǎ ŀǇǇǊƻǇǊƛŀǘŜƭȅΥ ¦ǎŜ ŀƴƛƳŀǝƻƴǎ ŀƴŘ ǘǊŀƴǎƛǝƻƴǎ 
ǎǇŀǊƛƴƎƭȅ ŀƴŘ ŀǇǇǊƻǇǊƛŀǘŜƭȅΦ 5ƻƴϥǘ ǳǎŜ ǘƻƻ Ƴŀƴȅ ŀƴƛƳŀǝƻƴǎ ƻǊ ŜũŜŎǘǎΣ ŀǎ ǘƘŜȅ Ŏŀƴ ōŜ 
ŘƛǎǘǊŀŎǝƴƎ ǘƻ ǎǘǳŘŜƴǘǎΦ 

¶ tǊŜǇŀǊŜ ǇǊŜǎŜƴǘŀǝƻƴ ƴƻǘŜǎΥ tǊŜǇŀǊŜ ǇǊŜǎŜƴǘŀǝƻƴ ƴƻǘŜǎ ŦƻǊ ȅƻǳǊǎŜƭŦ ǎƻ ȅƻǳ Ŏŀƴ 
ǇǊƻǾƛŘŜ ŀŘŘƛǝƻƴŀƭ ŘŜǘŀƛƭǎ ŀƴŘ ŜƭŀōƻǊŀǝƻƴǎ ƻƴ ŎƻƴŎŜǇǘǎ ǇǊŜǎŜƴǘŜŘ ŘǳǊƛƴƎ ǘƘŜ ƭŜǎǎƻƴΦ 

¶ tǊŀŎǝŎŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΥ tǊŀŎǝŎŜ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǎŜǾŜǊŀƭ ǝƳŜǎ ǘƻ ŜƴǎǳǊŜ ƛǘ ƛǎ 
ǎƳƻƻǘƘ ŀƴŘ ǘƘŜǊŜ ŀǊŜ ƴƻ ǘŜŎƘƴƛŎŀƭ ƛǎǎǳŜǎΦ ¢Ƙƛǎ ǿŀȅΣ ȅƻǳ ǿƛƭƭ ōŜ ǇǊŜǇŀǊŜŘ ǘƻ ƘŀƴŘƭŜ ŀƴȅ 
ƛǎǎǳŜǎ ǘƘŀǘ Ƴŀȅ ŀǊƛǎŜ ŘǳǊƛƴƎ ǘƘŜ ƭŜǎǎƻƴΦ 

 
 
 
 
 
 
 
LŎŜōǊŜŀƪŜǊ 
 
!ǘ ǘƘŜ ōŜƎƛƴƴƛƴƎ ƻŦ ǘƘŜ ƳƻŘǳƭŜΣ ǘƘŜǊŜ ƛǎ ŀƴ ƛŎŜōǊŜŀƪŜǊ ŀŎǝǾƛǘȅ ŘŜǎƛƎƴŜŘ ǘƻ ŜƴŎƻǳǊŀƎŜ 
ǇŀǊǝŎƛǇŀǝƻƴΣ ŦŀŎƛƭƛǘŀǘŜ ƛƴǘǊƻŘǳŎǝƻƴǎΣ ŀƴŘ ƘŜƭǇ ƭŜŀǊƴŜǊǎ ǘǊŀƴǎƛǝƻƴ ƛƴǘƻ ŀ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎ 
ƳƛƴŘǎŜǘΦ ¢ƘŜ ŀŎǝǾƛǘȅ ǿƛƭƭ ƘŀǾŜ ǘƻ ōŜ Ŧǳƴ ŀƴŘ ƛƴŎǊŜŀǎŜ ƛƴǘŜǊŀŎǝƻƴǎ ŀƳƻƴƎ ǘƘŜ ƭŜŀǊƴŜǊǎ Ŏƻƴǎƛǎǘǎ 
ƻŦ ǎǘŀƎŜǎΥ 
 
м π 9ŀŎƘ ƭŜŀǊƴŜǊ Ƴǳǎǘ ŎƘƻƻǎŜ ǘƘŜƛǊ ƻǿƴ ƻōƧŜŎǘ ƻǊ ǎƻƳŜǘƘƛƴƎ ƛƴ ǘƘŜ ǊƻƻƳ ǘƘŀǘ ǊŜǇǊŜǎŜƴǘǎ 
ǘƘŜƳǎŜƭǾŜǎΦ 
н π 9ŀŎƘ ƭŜŀǊƴŜǊ Ƴǳǎǘ ŜȄǇƭŀƛƴ ǘƻ ǘƘŜ ƻǘƘŜǊǎ ǿƘȅ ǘƘŀǘ ƻōƧŜŎǘ ǊŜǇǊŜǎŜƴǘǎ ǘƘŜƳǎŜƭŦΦ ό¢ƻ ŦŀŎƛƭƛǘŀǘŜ 
ǘƘŜ ƭŜŀǊƴŜǊǎΣ ǘƘŜ ǘǊŀƛƴŜǊ Ŏŀƴ ǎǘŀǊǘ ōȅ ƎƛǾƛƴƎ ŀƴ ŜȄŀƳǇƭŜύ 
о π ¢ƘŜ ǘǊŀƛƴŜǊ Ƙŀǎ ǘƻ ƻǊƎŀƴƛȊŜ ǘƘŜ ƎǊƻǳǇ ƛƴǘƻ ǇŀƛǊǎΦ 
п π Lƴ ǘǳǊƴǎΣ ŜŀŎƘ ƭŜŀǊƴŜǊ ǘǊƛŜǎ ǘƻ ǎŜƭƭ ǘƘŜƛǊ ŎƘƻǎŜƴ ƻōƧŜŎǘ ǘƻ ǘƘŜƛǊ ǇŀǊǘƴŜǊ ƛƴ ǘƘŜ ǇŀƛǊΦ 
р π {ǿƛǘŎƘ ǇŀƛǊǎ ŀƴŘ ǊŜǇŜŀǘ ǘƘŜ ƎŀƳŜΦ 
с π ¢ƘŜ ǘǊŀƛƴŜǊ ŎƻƴŘǳŎǘǎ ŀ ŘƛǎŎǳǎǎƛƻƴ ŀōƻǳǘ ǘƘŜ ŀŎǝǾƛǘȅ ŀǎƪƛƴƎ ǘƻ ƭŜŀǊƴŜǊǎΥ  Iƻǿ ŘƛŘ ȅƻǳ ŦŜŜƭ ƛƴ 
ǘƘŜ ǊƻƭŜ ƻŦ ǘƘŜ ǎŜƭƭŜǊΚ ²Ƙŀǘ ŘƛŘ ȅƻǳ ŜȄǇŜǊƛŜƴŎŜΚ Iƻǿ ŘƛŘ ȅƻǳ ŦŜŜƭ ƛƴǎǘŜŀŘ ƛƴ ǘƘŜ ǊƻƭŜ ƻŦ ǘƘŜ 
ŎǳǎǘƻƳŜǊΚ ²Ƙŀǘ ŘƛŘ ȅƻǳ ŜȄǇŜǊƛŜƴŎŜΚ  
 
{ǳƎƎŜǎǝƻƴ ŦƻǊ ƛŎŜōǊŜŀƪƛƴƎΥ ƘǧǇǎΥκκǿǿǿΦƳƛƴŘǘƻƻƭǎΦŎƻƳκŀнŘƭнƧŘκƛŎŜπōǊŜŀƪŜǊǎ ¢Ƙƛǎ ŀǊǝŎƭŜ 
ƘŜƭǇǎ ȅƻǳ ǘƘƛƴƪ ǘƘǊƻǳƎƘ ǘƘŜ ƻōƧŜŎǝǾŜǎ ƻŦ ȅƻǳǊ ǎŜǎǎƛƻƴΣ ŀƴŘ ǘƘŜƴ ǎǳƎƎŜǎǘǎ ǾŀǊƛƻǳǎ ǘȅǇŜǎ ƻŦ ƛŎŜ 
ōǊŜŀƪŜǊ ȅƻǳ ƳƛƎƘǘ ǳǎŜΦ !ǎ ŀ ŦŀŎƛƭƛǘŀǘƻǊΣ ƳŀƪŜ ǎǳǊŜ ȅƻǳǊǎ ŀǊŜ ǊŜƳŜƳōŜǊŜŘ ŦƻǊ ǘƘŜ ǊƛƎƘǘ ǊŜŀǎƻƴǎ 
ς ŀǎ ŀ ƎǊŜŀǘ ǎǘŀǊǘ ǘƻ ŀ ƎǊŜŀǘ ŜǾŜƴǘΗ όƛƴ ǇŜǊǎƻƴύ 
 
ƘǧǇǎΥκκǿǿǿΦƳƛƴŘǘƻƻƭǎΦŎƻƳκŀƎƻуфǊƧκǾƛǊǘǳŀƭπƛŎŜπōǊŜŀƪŜǊǎ όǾƛǊǘǳŀƭύ 
 
 
 

https://www.mindtools.com/a2dl2jd/ice-breakers
https://www.mindtools.com/ago89rj/virtual-ice-breakers


  

 

±ƛŘŜƻ  
 
{ƻƳŜ ǾƛŘŜƻǎ ŀǊŜ ǎǳƎƎŜǎǘŜŘ ŦƻǊ ǳǎŜ ǿƛǘƘƛƴ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ ƭŜǎǎƻƴ ǳƴƛǘǎΦ 9ŀŎƘ ǘǊŀƛƴŜǊ Ƴŀȅ ŘŜŎƛŘŜ 
ǘƻ ǳǎŜ ǘƘŜǎŜ ǾƛŘŜƻǎ ƻǊ ǘƻ ǳǎŜ ƻǘƘŜǊǎ ƛƴ ƭƛƴŜ ǿƛǘƘ ǘƘŜ ǘǊŀƛƴƛƴƎ ƻōƧŜŎǝǾŜǎΦ 
 
[¦ллπ±мΥ !ƊŜǊ ǘƘŜ ƛŎŜōǊŜŀƪƛƴƎ ŀŎǝǾƛǘȅ ŀƴŘ ŘƛǎŎǳǎǎƛƻƴΦ ¢ƘŜ ǘǊŀƛƴŜǊ ŎƻǳƭŘ ǎƘƻǿ ǘƘƛǎ ŦŀƳƻǳǎ 
ǎŎŜƴŜ ŜȄŎŜǊǇǘŜŘ ŦǊƻƳ ǘƘŜ ŬƭƳ ϥ¢ƘŜ ²ƻƭŦ ƻŦ ²ŀƭƭ {ǘǊŜŜǘΩΣ ά¢ƘŜ ǎŎŜƴŜ ǎƘƻǿ ǎƘƻǿǎ Ƙƻǿ ǘƻ ƳŀƪŜ 
ŀƴ ǳƴǎŎǊǳǇǳƭƻǳǎ ǎŀƭŜ κ ƻǇǇƻǊǘǳƴƛǎǝŎ ǎŀƭŜέΣ ²ƛǘƘ ƭŜŀǊƴŜǊǎΣ ƭŜǘϥǎ ŎƻƳǇŀǊŜ ǘƘƛǎ ǿŀȅ ƻŦ ǎŜƭƭƛƴƎ ǘƻ 
Ƙƻǿ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ǎƘƻǳƭŘ ōŜƘŀǾŜΥ  
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐф¦ǎǇ½DWπ¢ǊLϧŀōψŎƘŀƴƴŜƭҐ!ƪǿDƛōōǎ 
 
[¦лмπ±мΥ IŜǊŜ ŀǊŜ ǎƻƳŜ ǾƛŘŜƻǎ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ŘŜŬƴƛǝƻƴǎ ƻŦ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎΣ ƻǊƎŀƴƛȊŜŘ 
ŦǊƻƳ ǎƛƳǇƭŜǎǘ ǘƻ Ƴƻǎǘ ƛƴŦƻǊƳŀǝƻƴπǊƛŎƘΦ ό¢ƘŜ ǘǊŀƛƴŜǊ Ŏŀƴ ŎƘƻƻǎŜ ǿƘƛŎƘ ŀƴŘ Ƙƻǿ Ƴŀƴȅ ǾƛŘŜƻǎ 
ǘƻ ǳǎŜύΦ  
a!wY9¢LbD 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐсŀфȅ¦утaǿ[LϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐоϧŀōψŎƘŀƴƴŜƭҐaƛƴǳǘŜ±ƛŘŜƻǎ 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƛмȄȊрYǾπт±¸ϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐнϧŀōψŎƘŀƴƴŜƭҐ{ǘǳŘȅΦŎƻƳ 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐvǳǎWпŦǇ²vǿ!ϧŀōψŎƘŀƴƴŜƭҐ{ƘŀƴŜIǳƳƳǳǎ 
{![9{ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐLǊȅȄ½¸ō/πYǿϧŀōψŎƘŀƴƴŜƭҐ!ƴƛǎYƘŀƴ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ¦с9b{5ƴƳмǎŎϧŀōψŎƘŀƴƴŜƭҐaƛŎƘŀŜƭIǳƳōƭŜǘ 

 
[¦лмπ±нΥ IŜǊŜ ƛǎ ŀ ǾƛŘŜƻ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ŘƛũŜǊŜƴŎŜ ŀōƻǳǘ ƳŀǊƪŜǝƴƎ ŀǇǇǊƻŀŎƘ ŀƴŘ ǎŀƭŜǎ 
ŀǇǇǊƻŀŎƘΦ ό¢ƘŜ ǘǊŀƛƴŜǊ Ŏŀƴ ŎƘƻƻǎŜ ǿƘƛŎƘ ŀƴŘ Ƙƻǿ Ƴŀƴȅ ǾƛŘŜƻǎ ǘƻ ǳǎŜύΦ !ƊŜǊ ǘƘŜ ǾƛŘŜƻΣ 
ǇǊƻǇƻǎŜ ŀ ŘƛǎŎǳǎǎƛƻƴ ƻƴ ǘƘŜ ŘƛũŜǊŜƴǘ ŀǇǇǊƻŀŎƘ ōŜǘǿŜŜƴ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎΦ 
a!wY9¢LbD Ǿǎ {![9{ 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐȄ½ǾстhлƪaŎŎϧƭƛǎǘҐt[πLhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπ
ƳōψwƧw.ŦϧƛƴŘŜȄҐмсϧǘҐнттǎϧŀōψŎƘŀƴƴŜƭҐ{ƘŀƴŜIǳƳƳǳǎ 
CǳŜƭ ŀ ŘƛǎŎǳǎǎƛƻƴ ƻƴ ǘƘŜ ŎƻƴŎŜǇǘǎ ƭŜŀǊƴŜŘ ŦǊƻƳ ǘƘŜ ǾƛŘŜƻΦ ¢Ǌȅ ŀǎƪƛƴƎ ǘƘŜ ƭŜŀǊƴŜǊǎ ǿƘŀǘ ǘƘŜ 
ŘƛũŜǊŜƴŎŜǎ ŀǊŜ ōŜǘǿŜŜƴ ŀ ƳŀǊƪŜǝƴƎ ŀǇǇǊƻŀŎƘ ŀƴŘ ŀ ǎŀƭŜǎ ŀǇǇǊƻŀŎƘΥ 
²Ƙŀǘ ƛǎ ǘƘŜ Ƴŀƛƴ ŘƛũŜǊŜƴŎŜ ōŜǘǿŜŜƴ ŀ ƳŀǊƪŜǝƴƎ ŀǇǇǊƻŀŎƘ ŀƴŘ ŀ ǎŀƭŜǎ ŀǇǇǊƻŀŎƘΚ 
Iƻǿ ŘƻŜǎ ǘƘŜ ƳŀǊƪŜǝƴƎ ŀǇǇǊƻŀŎƘ ŦƻŎǳǎ ƻƴ ŎǊŜŀǝƴƎ ǾŀƭǳŜ ŦƻǊ ŎǳǎǘƻƳŜǊǎΣ ǿƘƛƭŜ ǘƘŜ ǎŀƭŜǎ 
ŀǇǇǊƻŀŎƘ ŜƳǇƘŀǎƛȊŜǎ ŎƭƻǎƛƴƎ ŘŜŀƭǎΚ 
Iƻǿ Řƻ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎ ŘƛũŜǊ ƛƴ ǘŜǊƳǎ ƻŦ ǘƘŜƛǊ ƭƻƴƎπǘŜǊƳ ŀƴŘ ǎƘƻǊǘπǘŜǊƳ ǇŜǊǎǇŜŎǝǾŜǎΚ 
 
[¦лнπ±мΥ IŜǊŜ ŀǊŜ ǎƻƳŜ ǾƛŘŜƻ ǘƻ ƛƴǘǊƻŘǳŎŜ ǘƘŜ ǘƘŜƻǊȅ ƻŦ aŀǊƪŜǝƴƎ aƛȄ ŀƴŘ пtǎΣ ƻǊƎŀƴƛȊŜŘ 
ŦǊƻƳ ǎƛƳǇƭŜǎǘ ǘƻ Ƴƻǎǘ ƛƴŦƻǊƳŀǝƻƴπǊƛŎƘΦ ό¢ƘŜ ǘǊŀƛƴŜǊ Ŏŀƴ ŎƘƻƻǎŜ ǿƘƛŎƘ ŀƴŘ Ƙƻǿ Ƴŀƴȅ ǾƛŘŜƻǎ 
ǘƻ ǳǎŜύΦ  
a!wY9¢LbD aL· ¢I9hw¸ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ[ŦнƴŦм¢.D!пϧŀōψŎƘŀƴƴŜƭҐI¦.{Ŏǳƻƭŀ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐaŎƻуǾ.!ǿhƳ!ϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπ
ƳōψwƧw.ŦϧƛƴŘŜȄҐмϧŀōψŎƘŀƴƴŜƭҐ/ƻƭƭŜƎŜ҈нс/ŀǊŜŜǊwŜŀŘȅ[ŀōǎ҈9н҈фп҈унtŀȄǘƻƴtŀǘ
ǘŜǊǎƻƴ 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƘIǘWǿ¢¦фƪƎуϧǘҐнсǎϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ
!ƴŀƭȅǎǘ 

https://www.youtube.com/watch?v=9UspZGJ-TrI&ab_channel=AkwGibbs
https://www.youtube.com/watch?v=6a9yU87MwLI&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=3&ab_channel=MinuteVideos
https://www.youtube.com/watch?v=6a9yU87MwLI&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=3&ab_channel=MinuteVideos
https://www.youtube.com/watch?v=i1xz5Kv-7VY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=2&ab_channel=Study.com
https://www.youtube.com/watch?v=i1xz5Kv-7VY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=2&ab_channel=Study.com
https://www.youtube.com/watch?v=QusJ4fpWQwA&ab_channel=ShaneHummus
https://www.youtube.com/watch?v=IryxZYbC-Kw&ab_channel=AnisKhan
https://www.youtube.com/watch?v=U6ENSDnm1sc&ab_channel=MichaelHumblet
https://www.youtube.com/watch?v=xZv67O0kMcc&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=16&t=277s&ab_channel=ShaneHummus
https://www.youtube.com/watch?v=xZv67O0kMcc&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=16&t=277s&ab_channel=ShaneHummus
https://www.youtube.com/watch?v=Lf2nf1TBGA4&ab_channel=HUBScuola
https://www.youtube.com/watch?v=Mco8vBAwOmA&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=1&ab_channel=College%26CareerReadyLabs%E2%94%82PaxtonPatterson
https://www.youtube.com/watch?v=Mco8vBAwOmA&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=1&ab_channel=College%26CareerReadyLabs%E2%94%82PaxtonPatterson
https://www.youtube.com/watch?v=Mco8vBAwOmA&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=1&ab_channel=College%26CareerReadyLabs%E2%94%82PaxtonPatterson
https://www.youtube.com/watch?v=Mco8vBAwOmA&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=1&ab_channel=College%26CareerReadyLabs%E2%94%82PaxtonPatterson
https://www.youtube.com/watch?v=hHtJwTU9kg8&t=26s&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=hHtJwTU9kg8&t=26s&ab_channel=365FinancialAnalyst


  

 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐhCпǿусн5лǎпϧŀōψŎƘŀƴƴŜƭҐIǳǊǊŜŜ όŦǊƻƳ пtǎ ǘƻ 
тtǎ ƳƻǊŜ ŎƻƳǇƭŜǘŜΥ tǊƻŘǳŎǘΣ tǊƻƳƻǝƻƴΣ tǊƛŎŜΣ tƭŀŎŜΣ tŜƻǇƭŜΣ tǊƻŎŜǎǎΣ tƘȅǎƛŎŀƭ 
ŜǾƛŘŜƴŎŜύ 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƛƧофȊнtψŀvLϧŀōψŎƘŀƴƴŜƭҐ[ŜŀŘŜǊǎ¢ŀƭƪ IǳǊǊŜŜ 
όŦǊƻƳ пtǎ ǘƻ тtǎ ƳƻǊŜ ŎƻƳǇƭŜǘŜΥ tǊƻŘǳŎǘΣ tǊƻƳƻǝƻƴΣ tǊƛŎŜΣ tƭŀŎŜΣ tŜƻǇƭŜΣ tǊƻŎŜǎǎΣ 
tƘȅǎƛŎŀƭ ŜǾƛŘŜƴŎŜύ 

ό{ƻƳŜ ǾƛŘŜƻǎ ŀǊŜ ǎǳƎƎŜǎǘŜŘ ŦƻǊ ǳǎŜ ǿƛǘƘƛƴ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ ƭŜǎǎƻƴ ǳƴƛǘǎΦ 9ŀŎƘ ǘǊŀƛƴŜǊ Ƴŀȅ 
ŘŜŎƛŘŜ ǘƻ ǳǎŜ ǘƘŜǎŜ ǾƛŘŜƻǎ ƻǊ ǘƻ ǳǎŜ ƻǘƘŜǊǎ ƛƴ ƭƛƴŜ ǿƛǘƘ ǘƘŜ ǘǊŀƛƴƛƴƎ ƻōƧŜŎǝǾŜǎΦύ 

 
[¦лнπ±нΥ IŜǊŜ ŀǊŜ ǎƻƳŜ ǾƛŘŜƻ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ōŜǧŜǊ пtΩǎΥ ς tǊƻŘǳŎǘ ς tǊƛŎŜ ς tƭŀŎŜ ς 
tǊƻƳƻǝƻƴΦ 
twh5¦/¢ 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐт{{ǳлYǘ·LнŎϧǘҐнфǎϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ!ƴŀƭȅǎǘ 
twL/9 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐнǘȊŘт·ƛǾCǉƪϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ!ƴŀƭȅǎǘ 
t[!/9 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐǳ½9ŀфw·w!ȊLϧǘҐмсǎϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ!ƴŀƭȅǎǘ 
twhah¢Lhb 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ½.Y²ǉŘ!{тƴ!ϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ!ƴŀƭȅǎǘ 
tw!/¢L/![ 9·!at[9 hC пtǎ 
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐWbƛw¸Caу·DлϧǘҐтрǎϧŀōψŎƘŀƴƴŜƭҐосрCƛƴŀƴŎƛŀƭ!ƴŀƭȅǎǘ 
tw!/¢L/![ 9·!at[9 hC тtǎ  
ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŜƛCaп{½сƴоLϧǘҐфǎϧŀōψŎƘŀƴƴŜƭҐDŜƻǊƎŜ½ŀƪƘŜǊ 
 
[¦лоπ±мΥ {Ƙƻǿ ǘƘŜ ǾƛŘŜƻ ǘŜǎǝƳƻƴƛŀƭ ƻŦ Ƙƻǿ ǘƘŜ /ǳƭǝǾŀǘŜ [ƻƴŘƻƴ ǇǊƻƧŜŎǘ ŀǇǇƭƛŜŘ ǘƘŜ 
ƳŀǊƪŜǝƴƎ ǇǊƛƴŎƛǇƭŜǎ ǎƘƻǿƴ ƛƴ ǘƘŜ ǇǊŜǾƛƻǳǎ ƭŜǎǎƻƴǎΦ CŀŎƛƭƛǘŀǘŜ ŀƴ ƻǇŜƴ ŘƛǎŎǳǎǎƛƻƴ ƻƴ ǘƘŜ 
ŎƻƴǘŜƴǘǎ ƻŦ ǘƘŜ ǾƛŘŜƻΦ  
¢I9 tw!/¢L/h[ 9·t9wL9b/9 hC /¦[¢L±!¢9 [hb5hb {9 όƘǧǇǎΥκκŎǳƭǝǾŀǘŜƭƻƴŘƻƴΦƻǊƎκύ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŎŪ!нǎȅ²aƭƪϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπ
ƳōψwƧw.ŦϧƛƴŘŜȄҐмпϧŀōψŎƘŀƴƴŜƭҐ{ŎƘƻƻƭŦƻǊ{ƻŎƛŀƭ9ƴǘǊŜǇǊŜƴŜǳǊǎ 

 
5ƛǎŎǳǎǎƛƻƴΥ 
¢Ǌȅ ǘƻ ŀǇǇƭȅ ŀƴŘ ŜƴŎƻǳǊŀƎŜ ǘƘŜ ŀǇǇƭƛŎŀǝƻƴ ƻŦ ǘƘŜ ŜƭŜƳŜƴǘǎ ǎŜŜƴ ƛƴ ǘƘŜ ǇǊŜǾƛƻǳǎ ƭŜǎǎƻƴǎ ƛƴ ǘƘŜ 
ŘƛǎŎǳǎǎƛƻƴΣ ǇŀǊǝŎǳƭŀǊƭȅ ŜƳǇƘŀǎƛȊƛƴƎ ǘƘŜ ǘƘŜƳŜ ƻŦ ϦǇǊƻŘǳŎǘϦΦ [ŀǘŜǊΣ ŜƳǇƘŀǎƛȊŜ ǘƘŜ ǘƘŜƳŜ ƻŦ 
ϦŎǳǎǘƻƳŜǊ άΦ ¢Ƙƛǎ ǿƻǊŘ ǿƛƭƭ ōŜ ǘƘŜ ŎŜƴǘǊŀƭ ŎƻƴŎŜǇǘ ŜȄǇƭƻǊŜŘ ƛƴ ǘƘƛǎ ƭŜǎǎƻƴΦ ²Ƙŀǘ ƛǎ ŀ ŎǳǎǘƻƳŜǊΚ 
²Ƙƻ ƛǎ ǘƘŜ ŎǳǎǘƻƳŜǊ ƻŦ ȅƻǳǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΚ Iƻǿ Ŏŀƴ L ǳƴŘŜǊǎǘŀƴŘ ǿƘƻ ǘƘŜ ŎǳǎǘƻƳŜǊǎ ƻŦ 
Ƴȅ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀǊŜΚ !ǊŜ ǘƘŜȅ ŀƭƭ ǇŜƻǇƭŜΣ ƻǊ ŀǊŜ ǘƘŜǊŜ ǎǇŜŎƛŬŎ ƛƴŘƛǾƛŘǳŀƭǎΚ 
 
[¦лоπ±нΥ Lƴ ǘƘƛǎ ǾƛŘŜƻΣ ǿŜ ǿƛƭƭ ǘǊȅ ǘƻ ŜȄǇƭƻǊŜ Ƙƻǿ ǘƻ ōŜǧŜǊ ǳƴŘŜǊǎǘŀƴŘ ǿƘƻ ƻǳǊ ŎǳǎǘƻƳŜǊǎ ŀǊŜ 
ŀƴŘ ǿƘȅ ƛǘ ƛǎ ƛƳǇƻǊǘŀƴǘ ǘƻ ƪƴƻǿ ǘƘŜƳΦ  
Lƴ ǇŀǊǝŎǳƭŀǊΣ ǿŜ ǿƛƭƭ ǎŜŜ ŀƴ ƛƴǘǊƻŘǳŎǝƻƴ ǘƻ ŎǳǎǘƻƳŜǊ ǎŜƎƳŜƴǘŀǝƻƴ ŀƴŘΣ ŎƻƴǎŜǉǳŜƴǘƭȅΣ ƳŀǊƪŜǘ 
ǎŜƎƳŜƴǘŀǝƻƴΦ  
 
!b Lb¢wh5¦/¢Lhb ¢h a!wY9¢ {9Da9b¢!¢Lhb 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƘƴȊмƪ/ƭǾIŎǎϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐмфϧŀōψŎƘŀƴƴŜƭҐYȅƭŜaǳǊǊŀȅ 

a!wY9¢ {9Da9b¢!¢Lhb ¢¸t9{ 

https://www.youtube.com/watch?v=OF4w862D0s4&ab_channel=Hurree
https://www.youtube.com/watch?v=ij39z2P_aQI&ab_channel=LeadersTalk
https://www.youtube.com/watch?v=OF4w862D0s4&ab_channel=Hurree
https://www.youtube.com/watch?v=7SSu0KtXI2c&t=29s&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=2tzd7XivFqk&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=uZEa9RXRAzI&t=16s&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=ZBKWqdAS7nA&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=JNiRYFM8XG0&t=75s&ab_channel=365FinancialAnalyst
https://www.youtube.com/watch?v=eiFM4SZ6n3I&t=9s&ab_channel=GeorgeZakher
https://www.youtube.com/watch?v=eiFM4SZ6n3I&t=9s&ab_channel=GeorgeZakher
https://www.youtube.com/watch?v=cfhA2syWMlk&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=14&ab_channel=SchoolforSocialEntrepreneurs
https://www.youtube.com/watch?v=cfhA2syWMlk&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=14&ab_channel=SchoolforSocialEntrepreneurs
https://www.youtube.com/watch?v=cfhA2syWMlk&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=14&ab_channel=SchoolforSocialEntrepreneurs
https://www.youtube.com/watch?v=hnz1kClvHcs&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=19&ab_channel=KyleMurray
https://www.youtube.com/watch?v=hnz1kClvHcs&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=19&ab_channel=KyleMurray


  

 

Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ¢пwǳƭ!ǾлƻŜ¸ϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐнмϧŀōψŎƘŀƴƴŜƭҐIǳǊǊŜŜ 

 
 
a!wY9¢ {9Da9b¢!¢Lhb ±!wL!.[9{ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŎтмсǾǾуƪ¦πǿϧǘҐуоǎϧŀōψŎƘŀƴƴŜƭҐYȅƭŜaǳǊǊŀȅ 

 
[¦лоπ±оΥ Lƴ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǾƛŘŜƻǎΣ ǿŜ Ŏŀƴ ǎŜŜ ǇǊŀŎǝŎŀƭ ŜȄŀƳǇƭŜǎ ƻŦ Ƙƻǿ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ŀƴŘ 
ƛŘŜƴǝŦȅ ŎǳǎǘƻƳŜǊǎ ŀƴŘ Ƙƻǿ ǘƻ ōŜǧŜǊ ŎƻƳǇǊŜƘŜƴŘ ǘƘŜƳΦ 
Ih² ¢h L59b¢LC¸ a¸ ¢!wD9¢ a!wY9¢Κ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƘƴȊмƪ/ƭǾIŎǎϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐмфϧŀōψŎƘŀƴƴŜƭҐYȅƭŜaǳǊǊŀȅ 

a!wY9¢ {9Da9b¢!¢Lhb ¢¸t9{ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐ¢пwǳƭ!ǾлƻŜ¸ϧƭƛǎǘҐt[π
LhŀǾƭ{ǘƘaнbǇŜ!ǳƳ±!5DƎWπƳōψwƧw.ŦϧƛƴŘŜȄҐнмϧŀōψŎƘŀƴƴŜƭҐIǳǊǊŜŜ 

L59b¢LC¸ ¢!wD9¢ a!wY9¢ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŦƳ¸оπнǎhƘǉпϧŀōψŎƘŀƴƴŜƭҐ{ƛŜƳŜƴǎ{ǝƊǳƴƎ 

Ih² ¢h ¦b59w{¢!b5 /¦{¢ha9w 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐŦƳ¸оπнǎhƘǉпϧŀōψŎƘŀƴƴŜƭҐ{ƛŜƳŜƴǎ{ǝƊǳƴƎ 

 
[¦лпπ±оΥ Iƻǿ ǘƻ ŘŜŬƴŜ ǘƘŜ Ǝƻŀƭǎ ƻŦ ƻǳǊ ƳŀǊƪŜǝƴƎ ŀŎǝƻƴǎΚ {Ƙƻǿ ǘƘŜ ǾƛŘŜƻ ŀƴŘ ǘƘŜƴ ǇǊƻǇƻǎŜ 
ǘƘŜ ŀŎǝǾƛǘȅ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎΦ    
¢ƘŜ ƳŜǘƘƻŘ ǎƘƻǿƴ ƛƴ ǘƘŜ ǾƛŘŜƻ Ŏŀƴ ōŜ ǾŜǊȅ ǳǎŜŦǳƭ ƛƴ ŘŜŬƴƛƴƎ ǘƘŜ Ǝƻŀƭǎ ƻŦ ƳŀǊƪŜǝƴƎ ŀŎǝƻƴǎ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐƳψф5L{/ƧȅCƪϧŀōψŎƘŀƴƴŜƭҐwŜōŜƪŀƘ.ŀƛƴōǊƛŘƎŜ 

 
[¦лрπ±мΥ 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ǾƛŘŜƻ ŜȄǇƭŀƛƴǎ ǿƘŀǘ ǎƻŎƛŀƭ ƳŜŘƛŀ ƳŀǊƪŜǝƴƎ ƛǎ ŀƴŘ Ƙƻǿ ƛǘ Ŏŀƴ ōŜ ǳǎŜŦǳƭ ŦƻǊ ŀ 
ōǳǎƛƴŜǎǎΦ ¢ƘŜ ǾƛŘŜƻ ƘƛƎƘƭƛƎƘǘǎ ǘƘŜ Ƴŀƛƴ ōŜƴŜŬǘǎ ŀƴŘ ǘƘŜ ǎǘŜǇǎ ǘƻ Ŧƻƭƭƻǿ ƛƴ ƻǊŘŜǊ ǘƻ ƛƳǇƭŜƳŜƴǘ 
ƛǘ ƛƴ ƻƴŜϥǎ ƻǿƴ ŎƻƳǇŀƴȅΦ 
Å ƘǧǇǎΥκκǿǿǿΦȅƻǳǘǳōŜΦŎƻƳκǿŀǘŎƘΚǾҐLнǇǿŎ!±ƻƴYLϧŀōψŎƘŀƴƴŜƭҐ{ƛƳǇƭƛƭŜŀǊƴ 

όǎǘƻǇ ǘƘŜ ǾƛŘŜƻ ŀǘ рΥолύ 
 
!ƊŜǊ ǘƘŜ ǾƛŘŜƻΣ ǳǎŜ ǘƘŜ ƛƳŀƎŜ ǘƻ ǎǳƳƳŀǊƛȊŜ ǘƘŜ ŎƻƴǘŜƴǘ ŀƴŘ ŜǎǘŀōƭƛǎƘ ǘƘŜ ƎŜƴŜǊŀƭ ǇǊƛƴŎƛǇƭŜǎ 
ƻŦ ǎƻŎƛŀƭ ƳŜŘƛŀ ƳŀǊƪŜǝƴƎΦ 
 
9ȄŜǊŎƛǎŜ π !ŎǝǾƛǘȅ 
 
[¦лмπ9мΥ ¢Ƙƛǎ ōǊŀƛƴǎǘƻǊƳƛƴƎ ŜȄŜǊŎƛǎŜ ƛǎ ǳǎŜŦǳƭ ŦƻǊ ŎǊŜŀǝƴƎ ŀƴ ŜƴǾƛǊƻƴƳŜƴǘ ƻŦ ǊŜƭŀǘŜŘ 
ƳŜŀƴƛƴƎǎΣ ƎŜǩƴƎ ǘƻ ƪƴƻǿ ǘƘŜ ǎǳōƧŜŎǘǎ ƛƴǾƻƭǾŜŘ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘƛƴƎ Ƙƻǿ ǘƘŜȅ ŀǇǇǊƻŀŎƘ ǘƘŜ 
ǘƻǇƛŎ ƻŦ a!wY9¢LbD !b5 {![9{Φ ¦ǎƛƴƎ ǘƘŜ ƳŜƴǝƳŜǘŜǊΦŎƻƳ ŘƛƎƛǘŀƭ ǘƻƻƭ ŎǊŜŀǘŜ ŀ ǿƻǊŘ ŎƭƻǳŘ 
ǿƛǘƘ ŀ vwŎƻŘŜΣ ǇǊƻǇƻǎŜ ǘƻ ǘƘŜ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŀǎǎƻŎƛŀǘŜ ǘƘŜ ǿƻǊŘ άa!wY9¢LbDϦ ǿƛǘƘ 
ŀƴƻǘƘŜǊ рκс ǿƻǊŘǎ ǘƘŀǘ ŀǊŜ ŎƻƴƴŜŎǘŜŘ ŀƴŘ ŜƴǘŜǊ ǘƘŜƳ ǳǎƛƴƎ ȅƻǳǊ ǎƳŀǊǘǇƘƻƴŜκŘƛƎƛǘŀƭ 
ŘŜǾƛŎŜΦ wŜǇŜŀǘ ǘƘŜ ǎŀƳŜ ǇǊƻŎŜǎǎ ŦƻǊ ǘƘŜ ǿƻǊŘ ά{![9{έΦ /ǊŜŀǘŜ ŀ ǿƻǊŘ ŎƭƻǳŘ ǿƛǘƘ ǘƘŜ ǿƻǊŘǎ 
ŎƻƭƭŜŎǘŜŘ ŀƴŘ ǎƘƻǿ ƛǘ ǘƻ ǘƘŜ ŎƭŀǎǎΦ wŜŀŘ ǘƘŜ ǿƻǊŘǎ ƛƴ ǘƘŜ ǿƻǊŘ ŎƭƻǳŘ ŀƴŘ ŦǳŜƭ ŀ ŘƛǎŎǳǎǎƛƻƴΦ 
 
ƘǧǇǎΥκκǿǿǿΦƳŜƴǝƳŜǘŜǊΦŎƻƳκŦŜŀǘǳǊŜǎκǿƻǊŘπŎƭƻǳŘ 

https://www.youtube.com/watch?v=T4RulAv0oeY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=21&ab_channel=Hurree
https://www.youtube.com/watch?v=T4RulAv0oeY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=21&ab_channel=Hurree
https://www.youtube.com/watch?v=c716vv8kU-w&t=83s&ab_channel=KyleMurray
https://www.youtube.com/watch?v=hnz1kClvHcs&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=19&ab_channel=KyleMurray
https://www.youtube.com/watch?v=hnz1kClvHcs&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=19&ab_channel=KyleMurray
https://www.youtube.com/watch?v=T4RulAv0oeY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=21&ab_channel=Hurree
https://www.youtube.com/watch?v=T4RulAv0oeY&list=PL-IOavlSthM2NpeAumVADGgJ-mb_RjRBf&index=21&ab_channel=Hurree
https://www.youtube.com/watch?v=fmY3-2sOhq4&ab_channel=SiemensStiftung
https://www.youtube.com/watch?v=fmY3-2sOhq4&ab_channel=SiemensStiftung
https://www.youtube.com/watch?v=m_9DISCjyFk&ab_channel=RebekahBainbridge
https://www.youtube.com/watch?v=I2pwcAVonKI&ab_channel=Simplilearn
https://www.mentimeter.com/features/word-cloud


  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
²ƻǊŘ ŀǎǎƻŎƛŀǝƻƴ ǎǳƎƎŜǎǝƻƴΥ  
ƘǧǇǎΥκκǿƻǊŘŀǎǎƻŎƛŀǝƻƴǎΦƴŜǘκŜƴκǿƻǊŘǎπŀǎǎƻŎƛŀǘŜŘπǿƛǘƘκƳŀǊƪŜǝƴƎΚōǳǧƻƴҐ{ŜŀǊŎƘ 
ƘǧǇǎΥκκǿƻǊŘŀǎǎƻŎƛŀǝƻƴǎΦƴŜǘκŜƴκǿƻǊŘǎπŀǎǎƻŎƛŀǘŜŘπǿƛǘƘκǎŀƭŜǎΚōǳǧƻƴҐ{ŜŀǊŎƘ 
 
[¦лнπ9мΥ  
 
tǊŀŎǝŎƛƴƎ ǊƻƭŜπǇƭŀȅƛƴƎ ǎƛƳǳƭŀǝƻƴǎ ǘƘŀǘ ǎƛƳǳƭŀǘŜ ǊŜŀƭπƭƛŦŜ ǎƛǘǳŀǝƻƴǎ ŘǳǊƛƴƎ ƳŀǊƪŜǝƴƎ ƭŜǎǎƻƴǎ 
ƛǎ ǳǎŜŦǳƭ ŦƻǊ ǎŜǾŜǊŀƭ ǊŜŀǎƻƴǎΦ CƛǊǎǘƭȅΣ ƛǘ ǇǊƻǾƛŘŜǎ ǎǘǳŘŜƴǘǎ ǿƛǘƘ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŀǇǇƭȅ ǘƘŜ 
ǘƘŜƻǊŜǝŎŀƭ ƪƴƻǿƭŜŘƎŜ ǘƘŜȅ ƘŀǾŜ ŀŎǉǳƛǊŜŘΣ ŀƭƭƻǿƛƴƎ ǘƘŜƳ ǘƻ ŘƛǊŜŎǘƭȅ ŜȄǇŜǊƛŜƴŎŜ Ƙƻǿ ǘƻ 
ƛƳǇƭŜƳŜƴǘ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ ƛƴ ŀ ǎƛƳǳƭŀǘŜŘ ŎƻƴǘŜȄǘΦ ¢Ƙƛǎ ǘȅǇŜ ƻŦ ŜȄŜǊŎƛǎŜ ƘŜƭǇǎ ǊŜƛƴŦƻǊŎŜ 
ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ ŀƴŘ ǘŜŎƘƴƛǉǳŜǎ ōȅ ǇǊƻǾƛŘƛƴƎ ŀ ǎŀŦŜ ŜƴǾƛǊƻƴƳŜƴǘ ǘƻ 
ƳŀƪŜ ƳƛǎǘŀƪŜǎ ŀƴŘ ƭŜŀǊƴ ŦǊƻƳ ŜȄǇŜǊƛŜƴŎŜǎΦ !ŘŘƛǝƻƴŀƭƭȅΣ ǊƻƭŜπǇƭŀȅƛƴƎ ǎǝƳǳƭŀǘŜǎ ŎƻƭƭŀōƻǊŀǝƻƴ 
ŀƴŘ ŎƻƳƳǳƴƛŎŀǝƻƴ ǿƛǘƘƛƴ ǘƘŜ ƎǊƻǳǇΣ ŜƴŎƻǳǊŀƎƛƴƎ ǎǘǳŘŜƴǘǎ ǘƻ ǿƻǊƪ ǘƻƎŜǘƘŜǊ ǘƻ ŬƴŘ ŎǊŜŀǝǾŜ 
ǎƻƭǳǝƻƴǎ ŀƴŘ ŀŘŘǊŜǎǎ ŎƘŀƭƭŜƴƎŜǎΦ [ŀǎǘƭȅΣ ǇǊŀŎǝŎƛƴƎ ǘƘǊƻǳƎƘ ǊƻƭŜπǇƭŀȅƛƴƎ ŜƴƘŀƴŎŜǎ ǎŀƭŜǎ ŀƴŘ 
ƴŜƎƻǝŀǝƻƴ ǎƪƛƭƭǎΣ ƛƳǇǊƻǾƛƴƎ ǘƘŜ ŀōƛƭƛǘȅ ǘƻ ƳŀƴŀƎŜ ƛƴǘŜǊŀŎǝƻƴǎ ǿƛǘƘ ŎǳǎǘƻƳŜǊǎ ŀƴŘ ŀŘŀǇǘ ǘƻ 
ǾŀǊƛƻǳǎ ƳŀǊƪŜǝƴƎ ǎƛǘǳŀǝƻƴǎ 
 
wƻƭŜ tƭŀȅƛƴƎΥ  
 
мΦ 5ƛǾƛŘŜ ǘƘŜ ƭŜŀǊƴŜǊǎ ƛƴǘƻ ƎǊƻǳǇǎ όƳƛƴƛƳǳƳ н ǇŜƻǇƭŜύΦ 
нΦ 9ŀŎƘ ƎǊƻǳǇ Ƴǳǎǘ ƛƴǾŜƴǘ ŀ ƴŜǿ ƛƳŀƎƛƴŀǊȅ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ όǎƻƳŜǘƘƛƴƎ ǳƴǊŜŀƭƛǎǝŎ ŀƴŘ 
ŦǳƴΣ ƻǊ ǘƘŜȅ Ŏŀƴ ǳǎŜ ŀƴ ƛŘŜŀ ŀƭǊŜŀŘȅ ǳǎŜŘ ƛƴ ǇǊŜǾƛƻǳǎ ƳƻŘǳƭŜǎύΤ ǘƘŜ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ 
Ƴǳǎǘ ǊŜƳŀƛƴ ŀ ǎŜŎǊŜǘΦ 

https://wordassociations.net/en/words-associated-with/marketing?button=Search
https://wordassociations.net/en/words-associated-with/sales?button=Search


  

 

оΦ 9ŀŎƘ ƎǊƻǳǇ ŀƭǎƻ Ƙŀǎ ŀ ōǳŘƎŜǘ ǘƻ ǇǳǊŎƘŀǎŜ ǘƘŜ Ƴƻǎǘ ƛƴǘŜǊŜǎǝƴƎ ŀƴŘ ŎƻƴǾƛƴŎƛƴƎ 
ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜǎΦ όǘƻ ǳǎŜ ŀǘ ƴΦсύ 

пΦ 9ŀŎƘ ƎǊƻǳǇ Ƴǳǎǘ ŘŜǾŜƭƻǇ ǘƘŜƛǊ ƻǿƴ ƳŀǊƪŜǝƴƎ ƳƛȄ ŦƻǊ ǘƘŜ ƛƳŀƎƛƴŜŘ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΣ 
ŎƻƴǎƛŘŜǊƛƴƎ ǘƘŜ пtǎΥ ǇǊƻŘǳŎǘΣ ǇǊƛŎŜΣ ŘƛǎǘǊƛōǳǝƻƴΣ ŀƴŘ ǇǊƻƳƻǝƻƴΦ  ¦ǎŜ ǘƘŜ ǉǳŜǎǝƻƴǎ ƛƴ 
ǘƘŜ ƴŜȄǘ ǎƭƛŘŜ ǘƻ ǎǳǇǇƻǊǘ ǘƘŜ ǇǊƻŎŜǎǎΦ 

рΦ 9ŀŎƘ ƎǊƻǳǇ ǇǊŜǎŜƴǘǎ ǘƘŜƛǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜ ŀƴŘ ǘƘŜ ŎƻǊǊŜǎǇƻƴŘƛƴƎ ƳŀǊƪŜǝƴƎ ƳƛȄ 
ŘŜǾŜƭƻǇŜŘ ǘƻ ǘƘŜ ǊŜǎǘ ƻŦ ǘƘŜ ŎƭŀǎǎΦ 

сΦ !ǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴǎΣ ŀ ϦŦŀƛǊϦ ƛǎ ƻǊƎŀƴƛȊŜŘΤ ŜŀŎƘ ƎǊƻǳǇ ǎŜŎǊŜǘƭȅ ŘŜŎƛŘŜǎ Ƙƻǿ 
ǘƻ ǎǇŜƴŘ ǘƘŜƛǊ ōǳŘƎŜǘ ǘƻ ǇǳǊŎƘŀǎŜ ƻƴŜ ƻǊ ƳƻǊŜ ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜǎ ŦǊƻƳ ƻǘƘŜǊǎ ŀƴŘ 
ǿǊƛǘŜǎ ƛǘ Řƻǿƴ ƻƴ ŀ ǎƘŜŜǘ ŜȄǇƭŀƛƴƛƴƎ ǘƘŜƛǊ ŎƘƻƛŎŜǎΦ 

тΦ !ƭƭ ǇǳǊŎƘŀǎƛƴƎ ƛƴǘŜƴǝƻƴǎ ŀǊŜ ǊŜǾŜŀƭŜŘΣ ŀƴŘ ǘƘŜ ƎǊƻǳǇ ǘƘŀǘ ƳŀƴŀƎŜŘ ǘƻ ŜŀǊƴ ǘƘŜ Ƴƻǎǘ 
ǿƛƴǎΦ !ƊŜǊ ǘƘŜ ƎŀƳŜ ŜƴŘǎΣ ŦŀŎƛƭƛǘŀǘŜ ŀ ŘƛǎŎǳǎǎƛƻƴΦ  

 
wŜŦŜǊŜƴŎŜ ŀƴŘ ǎǳǇǇƻǊǘΥ ƘǧǇǎΥκκǿǿǿΦƳƛƴŘǘƻƻƭǎΦŎƻƳκŀƪƪǎƴǿŀκǘƘŜƳŀǊƪŜǝƴƎƳƛȄŀƴŘǘƘŜпǇǎ 
 
IŜǊŜ ŀǊŜ ǎƻƳŜ ƘŜƭǇŦǳƭ ǉǳŜǎǝƻƴǎ ǘƻ ŀǎǎƛǎǘ ƭŜŀǊƴŜǊǎ ƛƴ ŘƛǎŎǳǎǎƛƴƎ Ǉƻƛƴǘ п ƻŦ ǘƘŜ ǊƻƭŜπǇƭŀȅƛƴƎ 
ŀŎǝǾƛǘȅΥ 
 
tǊƻŘǳŎǘκ{ŜǊǾƛŎŜ 
Å ²Ƙŀǘ ŘƻŜǎ ǘƘŜ ŎǳǎǘƻƳŜǊ ǿŀƴǘ ŦǊƻƳ ǘƘŜ ǇǊƻŘǳŎǘ κǎŜǊǾƛŎŜΚ ²Ƙŀǘ ƴŜŜŘǎ ŘƻŜǎ ƛǘ ǎŀǝǎŦȅΚ 
Å ²Ƙŀǘ ŦŜŀǘǳǊŜǎ ŘƻŜǎ ƛǘ ƘŀǾŜ ǘƻ ƳŜŜǘ ǘƘŜǎŜ ƴŜŜŘǎΚ !ǊŜ ǘƘŜǊŜ ŀƴȅ ŦŜŀǘǳǊŜǎ ȅƻǳϥǾŜ ƳƛǎǎŜŘ 
ƻǳǘΚ !ǊŜ ȅƻǳ ƛƴŎƭǳŘƛƴƎ Ŏƻǎǘƭȅ ŦŜŀǘǳǊŜǎ ǘƘŀǘ ǘƘŜ ŎǳǎǘƻƳŜǊ ǿƻƴϥǘ ŀŎǘǳŀƭƭȅ ǳǎŜΚ 

Å Iƻǿ ŀƴŘ ǿƘŜǊŜ ǿƛƭƭ ǘƘŜ ŎǳǎǘƻƳŜǊ ǳǎŜ ƛǘΚ 
Å ²Ƙŀǘ ŘƻŜǎ ƛǘ ƭƻƻƪ ƭƛƪŜΚ Iƻǿ ǿƛƭƭ ŎǳǎǘƻƳŜǊǎ ŜȄǇŜǊƛŜƴŎŜ ƛǘΚ ²Ƙŀǘ ǎƛȊŜόǎύΣ ŎƻƭƻǊόǎύΣ ŀƴŘ ǎƻ 
ƻƴΣ ǎƘƻǳƭŘ ƛǘ ōŜΚ 

Å ²Ƙŀǘ ƛǎ ƛǘ ǘƻ ōŜ ŎŀƭƭŜŘΚ Iƻǿ ƛǎ ƛǘ ōǊŀƴŘŜŘΚ 
Å Iƻǿ ƛǎ ƛǘ ŘƛũŜǊŜƴǘ ŦǊƻƳ ǇǊƻŘǳŎǘǎ ōȅ ȅƻǳǊ ŎƻƳǇŜǝǘƻǊǎΚ 
Å ²Ƙŀǘ ƛǎ ǘƘŜ Ƴƻǎǘ ƛǘ Ŏŀƴ Ŏƻǎǘ ǘƻ ǇǊƻǾƛŘŜ ŀƴŘ ǎǝƭƭ ōŜ ǎƻƭŘ ǎǳŶŎƛŜƴǘƭȅ ǇǊƻŬǘŀōƭȅΚ ό{ŜŜ ŀƭǎƻ 
tǊƛŎŜΣ ōŜƭƻǿΦύ 

tƭŀŎŜ 
Å ²ƘŜǊŜ Řƻ ōǳȅŜǊǎ ƭƻƻƪ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΚ 
Å LŦ ǘƘŜȅ ƭƻƻƪ ƛƴ ŀ ǎǘƻǊŜΣ ǿƘŀǘ ƪƛƴŘΚ ! ǎǇŜŎƛŀƭƛǎǘ ōƻǳǝǉǳŜ ƻǊ ƛƴ ŀ ǎǳǇŜǊƳŀǊƪŜǘΣ ƻǊ ōƻǘƘΚ 
hƴƭƛƴŜΚ hǊ ŘƛǊŜŎǘΣ Ǿƛŀ ŀ ŎŀǘŀƭƻƎΚ 

Å Iƻǿ Ŏŀƴ ȅƻǳ ŀŎŎŜǎǎ ǘƘŜ ǊƛƎƘǘ ŘƛǎǘǊƛōǳǝƻƴ ŎƘŀƴƴŜƭǎΚ 
Å 5ƻ ȅƻǳ ƴŜŜŘ ǘƻ ǳǎŜ ŀ ǎŀƭŜǎ ŦƻǊŎŜΚ hǊ ŀǧŜƴŘ ǘǊŀŘŜ ŦŀƛǊǎΚ hǊ ƳŀƪŜ ƻƴƭƛƴŜ ǎǳōƳƛǎǎƛƻƴǎΚ 
hǊ ǎŜƴŘ ǎŀƳǇƭŜǎ ǘƻ ŎŀǘŀƭƻƎ ŎƻƳǇŀƴƛŜǎΚ 

Å ²Ƙŀǘ Řƻ ȅƻǳǊ ŎƻƳǇŜǝǘƻǊǎ ŘƻΣ ŀƴŘ Ƙƻǿ Ŏŀƴ ȅƻǳ ƭŜŀǊƴ ŦǊƻƳ ǘƘŀǘ ŀƴŘκƻǊ ŘƛũŜǊŜƴǝŀǘŜΚ 
tǊƛŎŜ 
Å ²Ƙŀǘ ƛǎ ǘƘŜ ǾŀƭǳŜ ƻŦ ǘƘŜ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ǘƻ ǘƘŜ ōǳȅŜǊΚ 
Å !ǊŜ ǘƘŜǊŜ ŜǎǘŀōƭƛǎƘŜŘ ǇǊƛŎŜ Ǉƻƛƴǘǎ ŦƻǊ ǇǊƻŘǳŎǘǎ ƻǊ ǎŜǊǾƛŎŜǎ ƛƴ ǘƘƛǎ ŀǊŜŀΚ 
Å Lǎ ǘƘŜ ŎǳǎǘƻƳŜǊ ǇǊƛŎŜ ǎŜƴǎƛǝǾŜΚ ²ƛƭƭ ŀ ǎƳŀƭƭ ŘŜŎǊŜŀǎŜ ƛƴ ǇǊƛŎŜ Ǝŀƛƴ ȅƻǳ ŜȄǘǊŀ ƳŀǊƪŜǘ 
ǎƘŀǊŜΚ hǊ ǿƛƭƭ ŀ ǎƳŀƭƭ ƛƴŎǊŜŀǎŜ ōŜ ƛƴŘƛǎŎŜǊƴƛōƭŜΣ ŀƴŘ ǎƻ Ǝŀƛƴ ȅƻǳ ŜȄǘǊŀ ǇǊƻŬǘ ƳŀǊƎƛƴΚ 

Å ²Ƙŀǘ ŘƛǎŎƻǳƴǘǎ ǎƘƻǳƭŘ ōŜ ƻũŜǊŜŘ ǘƻ ǘǊŀŘŜ ŎǳǎǘƻƳŜǊǎΣ ƻǊ ǘƻ ƻǘƘŜǊ ǎǇŜŎƛŬŎ ǎŜƎƳŜƴǘǎ ƻŦ 
ȅƻǳǊ ƳŀǊƪŜǘΚ 

Å Iƻǿ ǿƛƭƭ ȅƻǳǊ ǇǊƛŎŜ ŎƻƳǇŀǊŜ ǿƛǘƘ ȅƻǳǊ ŎƻƳǇŜǝǘƻǊǎΚ 
tǊƻƳƻǝƻƴ 
Å ²ƘŜǊŜ ŀƴŘ ǿƘŜƴ Ŏŀƴ ȅƻǳ ƎŜǘ ȅƻǳǊ ƳŀǊƪŜǝƴƎ ƳŜǎǎŀƎŜǎ ŀŎǊƻǎǎ ǘƻ ȅƻǳǊ ǘŀǊƎŜǘ ƳŀǊƪŜǘΚ 

https://www.mindtools.com/akksnwa/themarketingmixandthe4ps
https://www.mindtools.com/ac1f1zt/the-product-life-cycle
https://www.mindtools.com/aweqtfy/porters-four-corners-model
https://www.mindtools.com/arzv8lc/what-are-supply-and-demand-curves
https://www.mindtools.com/ao3jpz8/market-segmentation


  

 

Å ²ƛƭƭ ȅƻǳ ǊŜŀŎƘ ȅƻǳǊ ŀǳŘƛŜƴŎŜ ōȅ ŀŘǾŜǊǝǎƛƴƎ ƻƴƭƛƴŜΣ ƛƴ ǘƘŜ ǇǊŜǎǎΣ ƻƴ ¢±Σ ƻƴ ǊŀŘƛƻΣ ƻǊ ƻƴ 
ōƛƭƭōƻŀǊŘǎΚ .ȅ ǳǎƛƴƎ ŘƛǊŜŎǘ ƳŀǊƪŜǝƴƎ ƳŀƛƭǎƘƻǘǎΚ ¢ƘǊƻǳƎƘ twΚ hƴ ǘƘŜ ƛƴǘŜǊƴŜǘΚ 

Å ²ƘŜƴ ƛǎ ǘƘŜ ōŜǎǘ ǝƳŜ ǘƻ ǇǊƻƳƻǘŜΚ Lǎ ǘƘŜǊŜ ǎŜŀǎƻƴŀƭƛǘȅ ƛƴ ǘƘŜ ƳŀǊƪŜǘΚ !ǊŜ ǘƘŜǊŜ ŀƴȅ 
ǿƛŘŜǊ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƛǎǎǳŜǎ ǘƘŀǘ ǎǳƎƎŜǎǘ ƻǊ ŘƛŎǘŀǘŜ ǘƘŜ ǝƳƛƴƎ ƻŦ ȅƻǳǊ ƳŀǊƪŜǘ ƭŀǳƴŎƘ ƻǊ 
ǎǳōǎŜǉǳŜƴǘ ǇǊƻƳƻǝƻƴǎΚ 

Å Iƻǿ Řƻ ȅƻǳǊ ŎƻƳǇŜǝǘƻǊǎ Řƻ ǘƘŜƛǊ ǇǊƻƳƻǝƻƴǎΚ !ƴŘ Ƙƻǿ ŘƻŜǎ ǘƘŀǘ ƛƴƅǳŜƴŎŜ ȅƻǳǊ 
ŎƘƻƛŎŜ ƻŦ ǇǊƻƳƻǝƻƴŀƭ ŀŎǝǾƛǘȅΚ 

 
5ƛǎŎǳǎǎƛƻƴΥ !ƊŜǊ ǘƘŜ ǊƻƭŜπǇƭŀȅƛƴƎ ŀŎǝǾƛǘȅΣ ŦƻǎǘŜǊ ŀ ŘƛǎŎǳǎǎƛƻƴ ǿƛǘƘ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴǎΥ 
Å ²Ƙŀǘ ǿŀǎ ǘƘŜ Ƴƻǎǘ ŜƴƧƻȅŀōƭŜ ǇŀǊǘ ƻŦ ǘƘŜ ǊƻƭŜπǇƭŀȅƛƴƎ ƎŀƳŜ ŦƻǊ ȅƻǳΚ ²ƘȅΚ 
Å ²Ƙŀǘ ŎƘŀƭƭŜƴƎŜǎ ŘƛŘ ȅƻǳ ŜƴŎƻǳƴǘŜǊ ǿƘŜƴ ƛƴǾŜƴǝƴƎ ŀƴ ƛƳŀƎƛƴŀǊȅ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΚ 
Iƻǿ ŘƛŘ ȅƻǳ ƻǾŜǊŎƻƳŜ ǘƘŜǎŜ ŎƘŀƭƭŜƴƎŜǎΚ 

Å Iƻǿ ŘƛŘ ȅƻǳ ŘŜǾŜƭƻǇ ǘƘŜ ƳŀǊƪŜǝƴƎ ƳƛȄ ŦƻǊ ȅƻǳǊ ǇǊƻŘǳŎǘκǎŜǊǾƛŎŜΚ ²Ƙŀǘ ŜƭŜƳŜƴǘǎ ŘƛŘ 
ȅƻǳ ŎƻƴǎƛŘŜǊ ŀƴŘ ǿƘȅΚ 

Å 5ǳǊƛƴƎ ǘƘŜ ƎǊƻǳǇ ǇǊŜǎŜƴǘŀǝƻƴǎΣ ŘƛŘ ȅƻǳ ƴƻǝŎŜ ŀƴȅǘƘƛƴƎ ƛƴǘŜǊŜǎǝƴƎ ƻǊ ƛƴƴƻǾŀǝǾŜ ƛƴ ǘƘŜ 
ƳŀǊƪŜǝƴƎ ƳƛȄ ƻŦ ƻǘƘŜǊ ƎǊƻǳǇǎΚ ²Ƙŀǘ ƛƳǇǊŜǎǎŜŘ ȅƻǳ ǘƘŜ Ƴƻǎǘ ŀƴŘ ǿƘȅΚ 

Å Lƴ ǘƘŜ Ŭƴŀƭ ϦŦŀƛǊΣϦ ǿƘƛŎƘ ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜǎ ŘƛŘ ȅƻǳ ŎƘƻƻǎŜ ǘƻ ǇǳǊŎƘŀǎŜΚ ²Ƙŀǘ ǿŜǊŜ ǘƘŜ 
ǊŜŀǎƻƴǎ ōŜƘƛƴŘ ȅƻǳǊ ŎƘƻƛŎŜǎΚ 

Å 5ƛŘ ȅƻǳ ƻōǎŜǊǾŜ ŀƴȅ ŘƛũŜǊŜƴŎŜǎ ƛƴ Ƙƻǿ ƻǘƘŜǊ ƎǊƻǳǇǎ ǇǊŜǎŜƴǘŜŘ ŀƴŘ ǇǊƻƳƻǘŜŘ ǘƘŜƛǊ 
ǇǊƻŘǳŎǘǎκǎŜǊǾƛŎŜǎΚ ²ƘƛŎƘ ǎǘǊŀǘŜƎƛŜǎ ǎǘƻƻŘ ƻǳǘ ǘƻ ȅƻǳ ǘƘŜ Ƴƻǎǘ ŀƴŘ ǿƘȅΚ 

Å !ǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘŜ ƎŀƳŜΣ ǿƘƛŎƘ ƎǊƻǳǇ ŜŀǊƴŜŘ ǘƘŜ ƳƻǎǘΚ ²Ƙŀǘ ǎǘǊŀǘŜƎƛŜǎ ŘƛŘ ǘƘŜȅ ŜƳǇƭƻȅ 
ǘƻ ƳŀȄƛƳƛȊŜ ǇǊƻŬǘǎΚ 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[¦лоπ9мΥ  
5ǳǊƛƴƎ ǘƘƛǎ ƳŀǊƪŜǝƴƎ ƭŜǎǎƻƴΣ ǎǘǳŘŜƴǘǎ ǿƛƭƭ ōŜ ŘƛǾƛŘŜŘ ƛƴǘƻ ƎǊƻǳǇǎ ŀƴŘ ŀǎǎƛƎƴŜŘ ŀ ōǳǎƛƴŜǎǎ ƛŘŜŀ 
ŘƛǎŎǳǎǎŜŘ ƛƴ ǇǊŜǾƛƻǳǎ ƭŜǎǎƻƴǎΦ ¢ƘŜ Ǝƻŀƭ ƻŦ ǘƘŜ ŜȄŜǊŎƛǎŜ ǿƛƭƭ ōŜ ǘƻ ƛŘŜƴǝŦȅ ǇƻǘŜƴǝŀƭ ŎǳǎǘƻƳŜǊǎ 
ŦƻǊ ǘƘƛǎ ōǳǎƛƴŜǎǎ ƛŘŜŀ ǳǎƛƴƎ ǘƘŜ ǉǳŜǎǝƻƴǎ ǇǊƻǾƛŘŜŘ ōȅ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŦǊŀƳŜǿƻǊƪΦ tǊƻǾƛŘŜ ŜŀŎƘ 
ƎǊƻǳǇ ǿƛǘƘ ǎƘŜŜǘǎ ƻŦ ǇŀǇŜǊ ǘƻ ǿǊƛǘŜ Řƻǿƴ ǘƘŜƛǊ ŀƴǎǿŜǊǎ ǘƻ ǘƘŜ ǎǳǇǇƻǊǝƴƎ ǉǳŜǎǝƻƴǎ ŀƴŘ ŀǎǎƛǎǘ 
ǘƘŜƳ ƛƴ ƛŘŜƴǝŦȅƛƴƎ ŀƴŘ ŘŜǎŎǊƛōƛƴƎ ŀ ǎǇŜŎƛŬŎ ǘŀǊƎŜǘ ŎǳǎǘƻƳŜǊΦ 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[¦лпπ9мΥ ¦ǎƛƴƎ ǘƘŜ {a!w¢ ƳŜǘƘƻŘ ǿŜ Ƨǳǎǘ ǎŀǿ ǘƻƎŜǘƘŜǊ ƛƴ [лпπDлмΣ ǘƘǊƻǳƎƘ ǘƘŜ ŘƛƎƛǘŀƭ ǘƻƻƭ 
ƳŜƴǝƳŜǘŜǊΦŎƻƳ όƻǊ ŀƭǘŜǊƴŀǝǾŜƭȅ ǾŜǊōŀƭƭȅ ƻǊ ƻƴ ǇŀǇŜǊύΣ ŀǎƪ ǘƘŜ ƭŜŀǊƴŜǊǎ ǿƘŀǘ ŎƻǳƭŘ ōŜ ǘƘŜ 
ƻōƧŜŎǝǾŜǎ ƻŦ ǘƘŜƛǊ ƳŀǊƪŜǝƴƎ ŀŎǝƻƴǎ ƛƴ ǘƘŜƛǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ /ƻƭƭŜŎǘ ǘƘŜ ǊŜǎǇƻƴǎŜǎΣ ǊŜŀŘ 
ǘƘŜƳ ŀƭƻǳŘΣ ŀƴŘ ŦǳŜƭ ŀ ŘƛǎŎǳǎǎƛƻƴΦ ¢ƘŜ ǘǊŀƛƴŜǊ ǎƘƻǳƭŘ ǇǊŜǇŀǊŜ ǘƘŜ ǉǳŜǎǝƻƴ ƻƴ aŜƴǝƳŜǘŜǊ 
ōŜŦƻǊŜ ǎǘŀǊǝƴƎ ǘƘŜ ƭŜǎǎƻƴ ŀƴŘ ǇǊŜǇŀǊŜ ǘƘŜ vw ŎƻŘŜ ǘƻ ǎƘŀǊŜΦ 
wŜƳƛƴŘ ǘƘŜ ƭŜŀǊƴŜǊǎ ǘƘŀǘ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ Ƴǳǎǘ Ƴŀƛƴǘŀƛƴ ŀ ōŀƭŀƴŎŜ ōŜǘǿŜŜƴ ŜŎƻƴƻƳƛŎ 
ǎǳǎǘŀƛƴŀōƛƭƛǘȅ ŀƴŘ ŀŎƘƛŜǾƛƴƎ ǘƘŜ ǎƻŎƛŀƭ ƛƳǇŀŎǘ Ǝƻŀƭǎ ƛǘ Ƙŀǎ ǎŜǘ ŦƻǊ ƛǘǎŜƭŦΦ  
 
¢ƻ ŎƻƴŎƭǳŘŜ ǘƘŜ ŘƛǎŎǳǎǎƛƻƴΣ L ǇǊƻǇƻǎŜ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ŦƻǳǊ ǎǳƳƳŀǊȅ ƻōƧŜŎǝǾŜǎ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎ 
[лпπ¢лм 
 
[¦лрπ9мΥ  
.ŜŦƻǊŜ ǊŜǾŜŀƭƛƴƎ ǘƘŜ Ƴŀƛƴ ŎƘŀƴƴŜƭǎ ŦƻǊ ƛƳǇƭŜƳŜƴǝƴƎ ƳŀǊƪŜǝƴƎ ŀŎǝƻƴǎΣ ƛƴǾƛǘŜ ǘƘŜ ƭŜŀǊƴŜǊǎ ǘƻ 
ǇǊƻǾƛŘŜ ƘȅǇƻǘƘŜǎŜǎ ŀōƻǳǘ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎ ǘƘŜȅ ŀƭǊŜŀŘȅ ƪƴƻǿ ƻǊ ŎƻƴǎƛŘŜǊ ǳǎŜŦǳƭΦ 
¢ƘǊƻǳƎƘ ǘƘŜ ŘƛƎƛǘŀƭ ǘƻƻƭ ƳŜƴǝƳŜǘŜǊΦŎƻƳ όƻǊ ŀƭǘŜǊƴŀǝǾŜƭȅ ǾŜǊōŀƭƭȅ ƻǊ ƻƴ ǇŀǇŜǊύΣ tǊƻǇƻǎŜ ǘƘŜ 
ŦƻƭƭƻǿƛƴƎ ǉǳŜǎǝƻƴ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎΥ Ϧ²ǊƛǘŜ Řƻǿƴ ǿƘŀǘ ȅƻǳ ǘƘƛƴƪ ŀǊŜ ǘƘŜ ǘƻǇ р ŎƘŀƴƴŜƭǎ ǘƻ 
ŎƻƳƳǳƴƛŎŀǘŜ ȅƻǳǊ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎȅΦϦΦ /ƻƭƭŜŎǘ ǘƘŜ ǊŜǎǇƻƴǎŜǎΣ ǊŜŀŘ ǘƘŜƳ ŀƭƻǳŘΣ ŀƴŘ ŦǳŜƭ ŀ 
ŘƛǎŎǳǎǎƛƻƴΦ ¢ƘŜ ǘǊŀƛƴŜǊ ǎƘƻǳƭŘ ǇǊŜǇŀǊŜ ǘƘŜ ǉǳŜǎǝƻƴ ƻƴ aŜƴǝƳŜǘŜǊ ōŜŦƻǊŜ ǎǘŀǊǝƴƎ ǘƘŜ ƭŜǎǎƻƴ 
ŀƴŘ ǇǊŜǇŀǊŜ ǘƘŜ vw ŎƻŘŜ ǘƻ ǎƘŀǊŜΦ 
ƘǧǇǎΥκκǿǿǿΦƳŜƴǝƳŜǘŜǊΦŎƻƳκŀǇǇκǇǊŜǎŜƴǘŀǝƻƴκŀƭŦǿǿǇпƳƳƻƳпмƘǎƻŜǳǉȄǉŘоŜƧупǾƳпǇǿκ
ƘƴƪǳпǳǘǊŘǎƴŀκŜŘƛǘ 
 
!ƊŜǊ ŎƻƭƭŜŎǝƴƎ ŀƴŘ ŎƻƳƳŜƴǝƴƎ ƻƴ ǘƘŜ ǊŜǎǇƻƴǎŜǎΣ ǎƘƻǿ ǘƘŜ ƭŜŀǊƴŜǊǎ ǘƘŜ ƛƳŀƎŜ [лрπDлм 
ƭƛǎǝƴƎ ǘƘŜ Ƴŀƛƴ ŎƘŀƴƴŜƭǎ ǘƘŀǘ Ŏŀƴ ōŜ ǳǎŜŘ ƛƴ ŀ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎȅΦ 
 
[¦лрπ9нΥ  
9ȄǇƭŀƛƴ ǘƻ ǘƘŜ ǎǘǳŘŜƴǘǎ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ŘƛũŜǊŜƴǘ ƻƴƭƛƴŜ ŀƴŘ ƻƉƛƴŜ 
ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎ ŀƴŘ Ƙƻǿ ǘƘŜȅ Ŏŀƴ ƛƴƅǳŜƴŎŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎΦ 
tǊƻǾƛŘŜ ŀ ƎŜƴŜǊŀƭ ƻǾŜǊǾƛŜǿ ƻŦ ǘƘŜ Ƴƻǎǘ ŎƻƳƳƻƴ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎΣ ǎǳŎƘ ŀǎ ǎƻŎƛŀƭ ƳŜŘƛŀΣ 
ŜƳŀƛƭ ƳŀǊƪŜǝƴƎΣ ǘŜƭŜǾƛǎƛƻƴ ŀŘǾŜǊǝǎƛƴƎΣ ǇǊƛƴǘ ŀŘǾŜǊǝǎƛƴƎΣ ŜǘŎΦ 
 
5ƛǾƛŘŜ ǘƘŜ ǎǘǳŘŜƴǘǎ ƛƴǘƻ ƎǊƻǳǇǎ ƻŦ оπп ǇŜƻǇƭŜΦ 



  

 

Å !ǎǎƛƎƴ ŜŀŎƘ ƎǊƻǳǇ ŀ ǎǇŜŎƛŬŎ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭ όŜΦƎΦΣ ǎƻŎƛŀƭ ƳŜŘƛŀΣ ŜƳŀƛƭ ƳŀǊƪŜǝƴƎΣ 
ǘŜƭŜǾƛǎƛƻƴ ŀŘǾŜǊǝǎƛƴƎΣ ǇǊƛƴǘ ŀŘǾŜǊǝǎƛƴƎύΦ 

Å 9ŀŎƘ ƎǊƻǳǇ ǎƘƻǳƭŘ ŘƛǎŎǳǎǎ ŀƴŘ ŎǊŜŀǘŜ ŀ ƭƛǎǘ ƻŦ ǘƘŜ ƪŜȅ ŦŜŀǘǳǊŜǎ ƻŦ ǘƘŜ ŀǎǎƛƎƴŜŘ ŎƘŀƴƴŜƭΣ 
ƛƴŎƭǳŘƛƴƎ ǘƘŜ ŀŘǾŀƴǘŀƎŜǎ ŀƴŘ ŘƛǎŀŘǾŀƴǘŀƎŜǎΣ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΣ ŜũŜŎǝǾŜ ǳǎŀƎŜ 
ǎǘǊŀǘŜƎƛŜǎΣ ŀǎ ǿŜƭƭ ŀǎ ŀ ƭƛǎǘ ƻŦ ǇǊƻǎ ŀƴŘ ŎƻƴǎΦ ¢ƘŜȅ ǎƘƻǳƭŘ ŀƭǎƻ ǊŜǎŜŀǊŎƘ ŀƴŘ ŬƴŘ ŀƴ 
ŜȄƛǎǝƴƎ ǇǊŀŎǝŎŀƭ ŜȄŀƳǇƭŜ ǘƻ ǎƘƻǿŎŀǎŜ ŘǳǊƛƴƎ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴΦ 

Å 9ŀŎƘ ƎǊƻǳǇ Ŏŀƴ Ƨƻǘ Řƻǿƴ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ƻƴ ŀ ǇŀǇŜǊ ƻǊ ǳǎŜ ŀƴ ƻƴƭƛƴŜ ŎƻƭƭŀōƻǊŀǝƻƴ ŀǇǇΦ 
Å 9ŀŎƘ ƎǊƻǳǇ ōǊƛŜƅȅ ǇǊŜǎŜƴǘǎ ǘƘŜ ŦŜŀǘǳǊŜǎ ƻŦ ǘƘŜ ŀǎǎƛƎƴŜŘ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭΦ  
Å ²ƘƛƭŜ ŜŀŎƘ ƎǊƻǳǇ ǇǊŜǎŜƴǘǎΣ ŀǎƪ ƻǘƘŜǊ ǎǘǳŘŜƴǘǎ ǘƻ ǘŀƪŜ ƴƻǘŜǎ ƻƴ ƪŜȅ ƛƴŦƻǊƳŀǝƻƴ ŀƴŘ 
ŀǎƪ ǉǳŜǎǝƻƴǎ ǘƻ ŘŜŜǇŜƴ ǘƘŜƛǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎΦ 

Å !ƊŜǊ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴǎΣ ƭŜŀŘ ŀ ŘƛǎŎǳǎǎƛƻƴ ƻƴ ŎƘƻƻǎƛƴƎ ǘƘŜ ŀǇǇǊƻǇǊƛŀǘŜ ƳŀǊƪŜǝƴƎ 
ŎƘŀƴƴŜƭǎ ōŀǎŜŘ ƻƴ ƳŀǊƪŜǝƴƎ ƻōƧŜŎǝǾŜǎ ŀƴŘ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΦ 

Å !ǎƪ ǎǘǳŘŜƴǘǎ ǘƻ ǎƘŀǊŜ ǘƘŜƛǊ ƻǇƛƴƛƻƴǎ ƻƴ ǿƘƛŎƘ ŎƘŀƴƴŜƭǎ ǘƘŜȅ ŎƻƴǎƛŘŜǊŜŘ Ƴƻǎǘ ŜũŜŎǝǾŜ 
ŦƻǊ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ǘƘŜ ǊŜŀǎƻƴǎ ŦƻǊ ǘƘŜƛǊ ŎƘƻƛŎŜǎΦ 

Å 9ƴŎƻǳǊŀƎŜ ǎǘǳŘŜƴǘǎ ǘƻ ǊŜƅŜŎǘ ƻƴ ǘƘŜ ǎȅƴŜǊƎƛŜǎ ōŜǘǿŜŜƴ ƻƴƭƛƴŜ ŀƴŘ ƻƉƛƴŜ ŎƘŀƴƴŜƭǎ 
ŀƴŘ Ƙƻǿ ǘƘŜȅ Ŏŀƴ ƛƴǘŜƎǊŀǘŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ ǘƻ ƳŀȄƛƳƛȊŜ ƛƳǇŀŎǘΦ 

{ǳƳƳŀǊƛȊŜ ǘƘŜ ƪŜȅ Ǉƻƛƴǘǎ ǘƘŀǘ ŜƳŜǊƎŜŘ ŘǳǊƛƴƎ ǘƘŜ ŘƛǎŎǳǎǎƛƻƴΦ 9ƳǇƘŀǎƛȊŜ ǘƘŜ ƛƳǇƻǊǘŀƴŎŜ ƻŦ 
ŀŘŀǇǝƴƎ ǘƘŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎȅ ǘƻ ǘƘŜ ŀǇǇǊƻǇǊƛŀǘŜ ŎƘŀƴƴŜƭǎ ōŀǎŜŘ ƻƴ ǘƘŜ ƴŜŜŘǎ ƻŦ ǘƘŜ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜΦ ¢Ƙƛǎ ŀŎǝǾƛǘȅ ǿƛƭƭ ǇǊƻǾƛŘŜ ǎǘǳŘŜƴǘǎ ǿƛǘƘ ŀ ƘŀƴŘǎπƻƴ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ ŜȄǇƭƻǊŜ ŘƛũŜǊŜƴǘ 
ƻƴƭƛƴŜ ŀƴŘ ƻƉƛƴŜ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎ ŀƴŘ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜƛǊ ŘƛǎǝƴŎǝǾŜ ŎƘŀǊŀŎǘŜǊƛǎǝŎǎΦ 
!ŘŘƛǝƻƴŀƭƭȅΣ ƛǘ ǿƛƭƭ ŜƴŎƻǳǊŀƎŜ ŎǊƛǝŎŀƭ ǘƘƛƴƪƛƴƎ ŀƴŘ ŘƛǎŎǳǎǎƛƻƴ ƻƴ ŜũŜŎǝǾŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ 
ŦƻǊ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΦ 
 
 
 
 
 
 
 
[ŜŀǊƴŜǊǎ ŀǊŜ ŜƴŎƻǳǊŀƎŜŘ ǘƻ ǳǎŜ ŀƴȅ ǘȅǇŜ ƻŦ ǊŜǎƻǳǊŎŜ ǘƻ ǊŜǎŜŀǊŎƘ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴΦ 

ƪŜȅ ŦŜŀǘǳǊŜǎ  ŀŘǾŀƴǘŀƎŜǎ ŘƛǎŀŘǾŀƴǘŀƎŜǎ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜ 
ŜȄƛǎǝƴƎ 
ǇǊŀŎǝŎŀƭ 
ŜȄŀƳǇƭŜ 

     

 
 
¢ŜȄǘǎ 
 
 
 
[¦лмπ¢м 

DEFINITION OF MARKETING 
 
άMarketing is the process of planning and executing the conception, pricing, promotion, and 
distribution of ideas, goods, and services to create exchanges that satisfy individual and 
organizational objectives.έ (American Marketing Association, 2013) 
 



  

 

Reference: American Marketing Association. (2013). Definition of marketing. Retrieved from 
https://www.ama.org/the-definition-of-marketing/ 
 
 
άMarketing encompasses activities a company undertakes to promote the buying, selling, and 
use of its products or services. It involves understanding customersΩ needs, developing and 
communicating value, and delivering customer satisfaction.έ (Kotler & Armstrong, 2021) 
 
Reference: Kotler, P., & Armstrong, G. (2021). Principles of Marketing. Pearson. 
 
 
άMarketing is the process by which companies create value for customers and build strong 
customer relationships to capture value from customers in return.έ (Kotler & Keller, 2022) 
 
Reference: Kotler, P., & Keller, K. L. (2022). Marketing Management. Pearson. 
 
If the trainer wishes the references contain more in-depth information. If the trainer prefers 
he can choose other definitions. 
 
 
[¦лмπ¢н 

DEFINITION OF SALES 
 

άSales refers to the activities related to selling products or services to customers. It involves 
building relationships, identifying customer needs, and persuasively communicating the value 
of the offering to close deals.έ (Investopedia) 
 
Reference: Investopedia. (n.d.). Sales. Retrieved from 
https://www.investopedia.com/terms/s/sales.asp 
 
 
άSales is the process of converting potential customers into actual customers by persuading 
them to make a purchase. It involves activities such as prospecting, qualifying leads, making 
presentations, negotiating, and closing deals.έ (Kotler & Keller, 2022) 
 
Reference: Kotler, P., & Keller, K. L. (2022). Marketing Management. Pearson. 
 
 
άSales is the exchange of goods or services for money or other valuable consideration. It 
involves the process of prospecting, contacting, presenting, and closing sales with potential 
buyers.έ (Salesforce) 
 
Reference: Salesforce. (n.d.). What is Sales? Definition, Strategies, and Best Practices. 
Retrieved from https://www.salesforce.com/products/sales-cloud/what-is-sales/ 
 
If the trainer wishes the references contain more in-depth information. If the trainer prefers 
he can choose other definitions. 
 

https://www/
https://www/
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WHAT IS A MARKETING MIX THEORY 
 
The Marketing Mix is a key concept in marketing theory that refers to the combination of 
controllable elements that a company uses to influence market demand and achieve its 
marketing objectives. The main components of the Marketing Mix are commonly known as 
the "4 Ps": Product, Price, Place, and Promotion. 
 
The goal of the Marketing Mix is to strategically harmonize and integrate these elements to 
meet customer needs and achieve company objectives. An effective combination of the 4 Ps 
enables the company to create value for customers, differentiate from competitors, and gain 
a favorable market position. 
 
Reference: Kotler, P., & Keller, K. L. (2022). Marketing Management. Pearson. 
Reference: Kotler, P., & Armstrong, G. (2021). Principles of Marketing. Pearson. 
 
The 7Ps Marketing Mix is an advanced version of the original marketing mix theory, where 
three additional elements are added to better address the contemporary market environment. 
In addition to the four main components of the marketing mix (Product, Price, Place, and 
Promotion), the following three elements are also included: People, Process, Physical 
evidence. 
 
Reference: Kotler, P., & Keller, K. L. (2022). Marketing Management. Pearson. 
Reference: Kotler, P., & Armstrong, G. (2021). Principles of Marketing. Pearson. 
 
If the trainer wishes the references contain more in-depth information. If the trainer prefers 
he can choose other definitions. 
 
[¦лнπ¢н 

4Ps (base level): 
 

Product: This element refers to the goods or services that the company offers to the market. 
It encompasses the design, features, quality, packaging, and other variables related to the 
product itself. 
Price: Price is the monetary value assigned to the product or service offered. The company 
must determine a price that is attractive to customers, considering factors such as production 
costs, competition, demand, and positioning strategies. 
Place: This component concerns the availability and accessibility of the products or services to 
the target market. It includes decisions on choosing distribution channels, managing inventory, 
logistics, and the geographic presence of the company. 
Promotion: Promotion deals with the communication and marketing activities that the 
company uses to promote its products or services to the market. It includes advertising, public 
relations, personal selling, promotions, direct marketing, and other forms of customer 
communication. 
 

7Ps (advanced level): 
 



  

 

People: Represents the company's personnel and how they interact with customers. It 
includes staff training, customer approach, customer experience, and other aspects related to 
interpersonal relationships. 
Process: Refers to the business processes that support the creation, delivery, and support of 
value offered to customers. This may include production processes, quality management, 
customer relationship management, and other internal processes within the company. 
Physical Evidence: Pertains to the tangible elements that communicate the value of the 
product or service within the selling environment. This can include the physical appearance of 
the company's facilities, decor, product presentation, marketing materials, and other elements 
that influence customer perception. 
 
If the trainer wishes the references contain more in-depth information. If the trainer prefers 
he can choose other definitions. 
 
ƘǧǇǎΥκκǎŎŀƴƭƻƴƛƴǎǝǘǳǘŜΦƻǊƎΦŀǳκǊŜǎŜŀǊŎƘκƳŀǇǇƛƴƎπǎƻŎƛŀƭπŎƻƘŜǎƛƻƴκǿƘŀǘπǎƻŎƛŀƭπŎƻƘŜǎƛƻƴ 
 
 
[¦лпπ¢м 
 
Lƴ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ǘŜȄǘΣ ŀǘ ǘƘŜ ŜƴŘ ƻŦ ǘƘŜ ƭŜǎǎƻƴΣ ŦƻǳǊ ǎǳƳƳŀǊȅ ƻōƧŜŎǝǾŜǎ ŀǊŜ ǇǊƻǇƻǎŜŘ ǘƘŀǘ Ŏŀƴ 
ŘƛũŜǊŜƴǝŀǘŜ ŀƴŘ ŎƘŀǊŀŎǘŜǊƛȊŜ ŀ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎȅ ŦƻǊ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŦǊƻƳ ŀ ǘǊŀŘƛǝƻƴŀƭ 
ōǳǎƛƴŜǎǎΦ 
 
tǊƻǇƻǎŜ ǘƘŜǎŜ п ǎǳƳƳŀǊȅ ƻōƧŜŎǝǾŜǎ ǘƻ ǘƘŜ ƭŜŀǊƴŜǊǎΥ 
 
мΦ !ǿŀǊŜƴŜǎǎ ŀƴŘ !ŎǉǳƛǎƛǝƻƴΥ ¢ƘŜ ƻōƧŜŎǝǾŜ ƛǎ ǘƻ ƳŀƪŜ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ƛǘǎ 
ƛƳǇŀŎǘ ƪƴƻǿƴ ǘƻ ǘƘŜ ǘŀǊƎŜǘ ŎƻƳƳǳƴƛǘȅΦ ¢ƘŜ Ǝƻŀƭ ƛǎ ǘƻ ǊŜŀŎƘ ƴŜǿ ŎǳǎǘƻƳŜǊǎΣ 
ǎǳǇǇƻǊǘŜǊǎΣ ŀƴŘ ǎǘŀƪŜƘƻƭŘŜǊǎ ǘƘǊƻǳƎƘ ŜũŜŎǝǾŜ ŎƻƳƳǳƴƛŎŀǝƻƴ ǎǘǊŀǘŜƎƛŜǎΣ ŀŘǾŜǊǝǎƛƴƎ 
ŎŀƳǇŀƛƎƴǎΣ ǎƻŎƛŀƭ ƳŜŘƛŀ ǇǊŜǎŜƴŎŜΣ ŀƴŘ ƻǘƘŜǊ ǇǊƻƳƻǝƻƴŀƭ ŀŎǝǾƛǝŜǎΦ 

нΦ 9ƴƎŀƎŜƳŜƴǘ ŀƴŘ [ƻȅŀƭǘȅΥ ¢ƘŜ ƻōƧŜŎǝǾŜ ƛǎ ǘƻ ŎǊŜŀǘŜ ŀ ǎǘǊƻƴƎ ŜƳƻǝƻƴŀƭ ŎƻƴƴŜŎǝƻƴ ŀƴŘ 
ǘǊǳǎǘ ōŜǘǿŜŜƴ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ŀƴŘ ƛǘǎ ŎǳǎǘƻƳŜǊǎ ƻǊ ǎǳǇǇƻǊǘŜǊǎΦ ¢ƘŜ ŀƛƳ ƛǎ ǘƻ 
ŀŎǝǾŜƭȅ ŜƴƎŀƎŜ ǘƘŜ ŀǳŘƛŜƴŎŜ ǘƘǊƻǳƎƘ ǇƻǎƛǝǾŜ ŜȄǇŜǊƛŜƴŎŜǎΣ ǉǳŀƭƛǘȅ ǎŜǊǾƛŎŜǎΣ 
ǇŜǊǎƻƴŀƭƛȊŜŘ ǊŜƭŀǝƻƴǎƘƛǇǎΣ ŀƴŘ ƭƻȅŀƭǘȅ tǊƻƎǊŀƳƳŜǎΦ ¢ƘŜ Ǝƻŀƭ ƛǎ ǘƻ ŦƻǎǘŜǊ ŀ ōŀǎŜ ƻŦ ƭƻȅŀƭ 
ŀƴŘ ǇŀǎǎƛƻƴŀǘŜ ŎǳǎǘƻƳŜǊǎ ǿƘƻ ǎǳǇǇƻǊǘ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ǘƘŜ ƭƻƴƎ ǘŜǊƳΦ 

оΦ LƳǇŀŎǘΥ ¢ƘŜ ƻōƧŜŎǝǾŜ ƛǎ ǘƻ ƳŜŀǎǳǊŜ ŀƴŘ ŎƻƳƳǳƴƛŎŀǘŜ ǘƘŜ ŜũŜŎǝǾŜƴŜǎǎ ŀƴŘ ŜŶŎƛŜƴŎȅ 
ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛƴ ŀŎƘƛŜǾƛƴƎ ƛǘǎ ǎƻŎƛŀƭ ŀƴŘ ŜƴǾƛǊƻƴƳŜƴǘŀƭ ƎƻŀƭǎΦ ¢ƘŜ ŦƻŎǳǎ ƛǎ ƻƴ 
ǘǊŀƴǎǇŀǊŜƴǘƭȅ ŀƴŘ ǘŀƴƎƛōƭȅ ŘŜƳƻƴǎǘǊŀǝƴƎ ǘƘŜ ǇƻǎƛǝǾŜ ŜũŜŎǘ ǘƘŀǘ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ 
Ƙŀǎ ƻƴ ǘƘŜ ŎƻƳƳǳƴƛǘȅΣ ǘƘŜ ŜƴǾƛǊƻƴƳŜƴǘΣ ƻǊ ǎǇŜŎƛŬŎ ǎƻŎƛŀƭ ƛǎǎǳŜǎΦ ¢Ƙƛǎ ƻōƧŜŎǝǾŜ 
ƛƴǾƻƭǾŜǎ Řŀǘŀ ŎƻƭƭŜŎǝƻƴΣ ƛƳǇŀŎǘ ŀǎǎŜǎǎƳŜƴǘΣ ŀƴŘ ǊŜǇƻǊǝƴƎ ƻŦ ǊŜǎǳƭǘǎΦ 

пΦ bŜǘǿƻǊƪƛƴƎ ŀƴŘ /ƻƻǇŜǊŀǝƻƴΥ ¢ƘŜ ƻōƧŜŎǝǾŜ ƛǎ ǘƻ ŘŜǾŜƭƻǇ ŀ ƴŜǘǿƻǊƪ ƻŦ ǊŜƭŀǝƻƴǎƘƛǇǎ 
ŀƴŘ ŎƻƭƭŀōƻǊŀǝƻƴǎ ǿƛǘƘ ƛƴŘƛǾƛŘǳŀƭǎΣ ƻǊƎŀƴƛȊŀǝƻƴǎΣ ŀƴŘ ƻǘƘŜǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ǘƻ 
ŎǊŜŀǘŜ ŀŘŘŜŘ ǾŀƭǳŜ ŀƴŘ ƭŜǾŜǊŀƎŜ ƻǇǇƻǊǘǳƴƛǝŜǎΦ ¢ƘǊƻǳƎƘ ƴŜǘǿƻǊƪƛƴƎΣ ǎȅƴŜǊƎƛŜǎ Ŏŀƴ ōŜ 
ŎǊŜŀǘŜŘΣ ƪƴƻǿƭŜŘƎŜ Ŏŀƴ ōŜ ǎƘŀǊŜŘΣ ƴŜǿ ƳŀǊƪŜǘǎ Ŏŀƴ ōŜ ŀŎŎŜǎǎŜŘΣ ǊŜǎƻǳǊŎŜǎ Ŏŀƴ ōŜ 
ƻōǘŀƛƴŜŘΣ ŀƴŘ ƛƴƴƻǾŀǝƻƴ Ŏŀƴ ōŜ ǇǊƻƳƻǘŜŘΦ ¢Ƙƛǎ ƻōƧŜŎǝǾŜ ŎƘŀƭƭŜƴƎŜǎ ǘƘŜ ǘǊŀŘƛǝƻƴŀƭ 
ŎƻƴŎŜǇǘ ƻŦ ŎƻƳǇŜǝǝƻƴ ƛƴ ǘƘŜ ƳŀǊƪŜǘΣ ƛƴǎǘŜŀŘ ǇǊƻƳƻǝƴƎ ŎƻƻǇŜǊŀǝƻƴ ŀƴŘ ǘƘŜ ŎǊŜŀǝƻƴ 
ƻŦ ǎƘŀǊŜŘ ǎƻŎƛŀƭ ƛƳǇŀŎǘΦ 

 
 

https://scanloninstitute.org.au/research/mapping-social-cohesion/what-social-cohesion


  

 

DǊŀǇƘƛŎǎ 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лмπDлм  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜǎ ŀǊŜ ǳǎŜŦǳƭ ŦƻǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ŀƴŘ ŜȄǇƭŀƛƴƛƴƎ ǘƘŜ ŘƛũŜǊŜƴŎŜǎ ōŜǘǿŜŜƴ ŀ 
ƳŀǊƪŜǝƴƎ ŀǇǇǊƻŀŎƘ ŀƴŘ ŀ ǎŀƭŜǎ ŀǇǇǊƻŀŎƘ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 

 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лнπDлм  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜǎ ŀǊŜ ƘŜƭǇŦǳƭ ƛƴ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ пtΩǎ ƳŀǊƪŜǝƴƎ ƳƻŘŜƭ ƻǊΣ ƛƴ ƳƻǊŜ 
ŀŘǾŀƴŎŜŘ ǎƛǘǳŀǝƻƴǎΣ ǘƘŜ тtΩǎ ƳƻŘŜƭΦ 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лнπDлн  
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜ ƛǎ ƘŜƭǇŦǳƭ ŦƻǊ ƭŜŀǊƴŜǊǎ ǘƻ ŎƻƳǇƭŜǘŜ ǘƘŜ ŜȄŜǊŎƛǎŜ ƛƴ [¦ лнΦ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лоπDлмκлнκло  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜǎ ǿƛƭƭ ŀǎǎƛǎǘ ƭŜŀǊƴŜǊǎ ƛƴ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ƳŜŀƴƛƴƎ ƻŦ ŎǳǎǘƻƳŜǊ ŀƴŘ 
ƳŀǊƪŜǘ ǎŜƎƳŜƴǘŀǝƻƴΣ ŀǎ ǿŜƭƭ ŀǎ ǇƻǘŜƴǝŀƭ ŀƴŘ ǇǊƻǎǇŜŎǝǾŜ ŎǳǎǘƻƳŜǊǎΦ Iƻǿ Ŏŀƴ ǿŜ ƛŘŜƴǝŦȅ 



  

 

ǇƻǘŜƴǝŀƭ ŎǳǎǘƻƳŜǊǎΚ ²Ƙŀǘ ǾŀǊƛŀōƭŜǎ ǎƘƻǳƭŘ ǿŜ ŀƴŀƭȅȊŜ ǘƻ ǳƴŘŜǊǎǘŀƴŘ ǘƘŜ ƳŀǊƪŜǘ ǎǘǊǳŎǘǳǊŜΚ 
²ƘƛŎƘ ǾŀǊƛŀōƭŜǎ ŀƭƭƻǿ ǳǎ ǘƻ ƛŘŜƴǝŦȅ ǘƘŜ ōŜǎǘ ŎǳǎǘƻƳŜǊǎ ŦƻǊ ƻǳǊ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜΚ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лпπDлм  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜ Ŏŀƴ ōŜ ǳǎŜŦǳƭ ŦƻǊ ƛƴǘǊƻŘǳŎƛƴƎ ƻǊ ǊŜǾƛŜǿƛƴƎ ǘƘŜ {a!w¢ ƳŜǘƘƻŘΣ ŀƴ 
ŜȄŎŜƭƭŜƴǘ ŀǇǇǊƻŀŎƘ ŦƻǊ ŘŜŬƴƛƴƎ ƻōƧŜŎǝǾŜǎΦ Lƴ ƻǳǊ ŎŀǎŜΣ ƛǘ ƛǎ ƘŜƭǇŦǳƭ ŦƻǊ ŘŜŬƴƛƴƎ ǘƘŜ Ǝƻŀƭǎ ƻŦ ƻǳǊ 
ƳŀǊƪŜǝƴƎ ŀŎǝƻƴǎ ƻǊ ǎǘǊŀǘŜƎƛŜǎΦ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лрπDлм  
 
Lƴ ǘƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜΣ ǿŜ Ŏŀƴ ƻōǎŜǊǾŜ ǘƘŜ Ƴŀƛƴ ƻƴƭƛƴŜ ŀƴŘ ƻƉƛƴŜ ƳŀǊƪŜǝƴƎ ŎƘŀƴƴŜƭǎΦ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
[Ŝǎǎƻƴ ŎƻƴǘŜƴǘ ƎǊŀǇƘƛŎǎΥ [лрπDлм  
 
¢ƘŜ ŦƻƭƭƻǿƛƴƎ ƛƳŀƎŜ ǎŜǊǾŜǎ ŀǎ ŀ ǎǳƳƳŀǊȅ ƻŦ ǘƘŜ ǾƛŘŜƻ ŎƻƴǘŜƴǘ [лрπ±лмΦ Lǘ ŘŜǎŎǊƛōŜǎ ǘƘŜ Ƴŀƛƴ 
ŀŎǝƻƴǎ ƻŦ ǎƻŎƛŀƭ ƳŜŘƛŀ ƳŀǊƪŜǝƴƎΦ 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 

¢ƘŜ ŜȄŀƳ 
 
 
¢Ŝǎǘ ǘƘŜ ƪƴƻǿƭŜŘƎŜΥ 
 
 
9ȄŀƳǇƭŜ ό¢ƘŜ ǘǊŀƛƴŜǊ Ŏŀƴ ŎǊŜŀǘŜ ǘƘŜ ǉǳŜǎǝƻƴǎ ǘƘŜȅ ǇǊŜŦŜǊύΥ 
 
²Ƙŀǘ ŀǊŜ ǘƘŜ ŦƻǳǊ Ƴŀƛƴ ŎƻƳǇƻƴŜƴǘǎ ƻŦ ǘƘŜ ƳŀǊƪŜǝƴƎ ƳƛȄΚ 
ŀύ tǊƻŘǳŎǘΣ ǇƭŀŎŜΣ ǇǊƛŎŜΣ ǇǊƻƳƻǝƻƴ 
ōύ tǊƻŘǳŎǘΣ ǇƭŀƴΣ ǇǊƛŎŜΣ ǇŜƻǇƭŜ 
Ŏύ tǊƻŘǳŎǘΣ ǇǊƛŎŜΣ ǇǊƻƳƻǝƻƴΣ ŘƛǎǘǊƛōǳǝƻƴ 
Řύ tǊƻŘǳŎǘΣ ǇǊƻƳƻǝƻƴΣ ǇǊƻŬǘΣ ŘƛǎǘǊƛōǳǝƻƴ 
 
²Ƙŀǘ ŀǊŜ ǘƘŜ ƪŜȅ ŎƘŀƴƴŜƭǎ ǳǎŜŘ ƛƴ ƳŀǊƪŜǝƴƎΚ 
ŀύ {ƻŎƛŀƭ ƳŜŘƛŀ 
ōύ 9Ƴŀƛƭ ƳŀǊƪŜǝƴƎ 
Ŏύ /ƻƴǘŜƴǘ ƳŀǊƪŜǝƴƎ 
Řύ !ƭƭ ƻŦ ǘƘŜ ŀōƻǾŜ 
 
²Ƙŀǘ ŀǊŜ ǘƘŜ Ƴŀƛƴ ƻōƧŜŎǝǾŜǎ ƻŦ ƳŀǊƪŜǝƴƎ ƛƴ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΚ 
ŀύ !Ŏǉǳƛǎƛǝƻƴ ŀƴŘ ƭƻȅŀƭǘȅ ƻŦ ŎǳǎǘƻƳŜǊǎ 
ōύ LƴŎǊŜŀǎƛƴƎ ōǊŀƴŘ Ǿƛǎƛōƛƭƛǘȅ 
Ŏύ aŀȄƛƳƛȊƛƴƎ ǇǊƻŬǘǎ 
Řύ .ǳƛƭŘƛƴƎ ǇŀǊǘƴŜǊǎƘƛǇǎ ǿƛǘƘ ƻǘƘŜǊ ƻǊƎŀƴƛȊŀǝƻƴǎ 
 
²Ƙŀǘ ŘƻŜǎ ǇƻǎƛǝƻƴƛƴƎ ǊŜŦŜǊ ǘƻ ƛƴ ƳŀǊƪŜǝƴƎΚ 
ŀύ ¢ƘŜ ǇƘȅǎƛŎŀƭ ƭƻŎŀǝƻƴ ƻŦ ŀ ōǳǎƛƴŜǎǎ 
ōύ ¢ƘŜ ǎƛȊŜ ƻŦ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘ 
Ŏύ ¢ƘŜ ƛŘŜƴǝŬŎŀǝƻƴ ŀƴŘ ŎǊŜŀǝƻƴ ƻŦ ŀ ǳƴƛǉǳŜ Ǉƻǎƛǝƻƴ ŦƻǊ ŀ ǇǊƻŘǳŎǘ ƛƴ ǘƘŜ ƳƛƴŘǎ ƻŦ ŎƻƴǎǳƳŜǊǎ 
Řύ ¢ƘŜ ǎŜƎƳŜƴǘŀǝƻƴ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ōŀǎŜŘ ƻƴ ŘŜƳƻƎǊŀǇƘƛŎǎ 
 
²Ƙƻ ŀǊŜ ǘƘŜ ŎǳǎǘƻƳŜǊǎ ƛƴ ƳŀǊƪŜǝƴƎΚ 
ŀύ ¢ƘŜ ŜƳǇƭƻȅŜŜǎ ƻŦ ŀ ŎƻƳǇŀƴȅ 
ōύ ¢ƘŜ ǎƘŀǊŜƘƻƭŘŜǊǎ ƻŦ ŀ ŎƻƳǇŀƴȅ 
Ŏύ ¢ƘŜ ƎǊƻǳǇ ƻŦ ǇŜƻǇƭŜ ǘŀǊƎŜǘŜŘ ǿƛǘƘ ŀ ƳŀǊƪŜǝƴƎ ŎŀƳǇŀƛƎƴ 
Řύ ¢ƘŜ ŎƻƳǇŜǝǘƻǊǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘ 
 
²Ƙŀǘ ǇǊƛŎƛƴƎ ǎǘǊŀǘŜƎȅ ƛƴǾƻƭǾŜǎ ǎŜǩƴƎ ŀ ƘƛƎƘŜǊ ǇǊƛŎŜ ŦƻǊ ŀ ǇǊƻŘǳŎǘΚ 
ŀύ 5ƛǎŎƻǳƴǘ ǇǊƛŎƛƴƎ 
ōύ tǊŜƳƛǳƳ ǇǊƛŎƛƴƎ 
Ŏύ tŜƴŜǘǊŀǝƻƴ ǇǊƛŎƛƴƎ 
Řύ /ƻǎǘπǇƭǳǎ ǇǊƛŎƛƴƎ 
 



  

 

²Ƙŀǘ ƛǎ ōǊŀƴŘƛƴƎ ƛƴ ƳŀǊƪŜǝƴƎΚ 
ŀύ ¢ƘŜ ǇǊƻŎŜǎǎ ƻŦ ŎǊŜŀǝƴƎ ŀ ǳƴƛǉǳŜ ƭƻƎƻ ŦƻǊ ŀ ŎƻƳǇŀƴȅ 
ōύ ! ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎȅ ŦƻŎǳǎŜŘ ƻƴ ōǳƛƭŘƛƴƎ ǊŜƭŀǝƻƴǎƘƛǇǎ ǿƛǘƘ ŎǳǎǘƻƳŜǊǎ 
Ŏύ ¢ƘŜ ǇǊƻŎŜǎǎ ƻŦ ŘŜǘŜǊƳƛƴƛƴƎ ǘƘŜ ǘŀǊƎŜǘ ƳŀǊƪŜǘ ŦƻǊ ŀ ǇǊƻŘǳŎǘ 
Řύ ¢ƘŜ ƳŀƴŀƎŜƳŜƴǘ ŀƴŘ ŎǊŜŀǝƻƴ ƻŦ ŀ ǊŜŎƻƎƴƛȊŀōƭŜ ƛƳŀƎŜ ŦƻǊ ŀ ŎƻƳǇŀƴȅ ƻǊ ǇǊƻŘǳŎǘ 
 
²Ƙŀǘ ƛǎ ǘƘŜ Ǝƻŀƭ ƻŦ ōǊŀƴŘ ŀǿŀǊŜƴŜǎǎΚ 
ŀύ LƴŎǊŜŀǎƛƴƎ ŎǳǎǘƻƳŜǊ ƭƻȅŀƭǘȅ 
ōύ LƴŎǊŜŀǎƛƴƎ ōǊŀƴŘ Ǿƛǎƛōƛƭƛǘȅ 
Ŏύ aŀȄƛƳƛȊƛƴƎ ǎŀƭŜǎ ǊŜǾŜƴǳŜ 
Řύ 9ȄǇŀƴŘƛƴƎ ǘƘŜ ǇǊƻŘǳŎǘ ƭƛƴŜ 
 
²Ƙŀǘ ƛǎ ƳŀǊƪŜǘ ǎŜƎƳŜƴǘŀǝƻƴΚ 
ŀύ ¢ƘŜ ŘƛǾƛǎƛƻƴ ƻŦ ǘƘŜ ƳŀǊƪŜǘ ƛƴǘƻ ƘƻƳƻƎŜƴŜƻǳǎ ƎǊƻǳǇǎ ƻŦ ŎƻƴǎǳƳŜǊǎ 
ōύ ¢ƘŜ ǇǊƻŎŜǎǎ ƻŦ ƛŘŜƴǝŦȅƛƴƎ ǇƻǘŜƴǝŀƭ ŎǳǎǘƻƳŜǊǎ 
Ŏύ ¢ƘŜ ŀƴŀƭȅǎƛǎ ƻŦ ŎƻƳǇŜǝǘƻǊǎ ƛƴ ǘƘŜ ƳŀǊƪŜǘ 
Řύ ¢ƘŜ ŘŜǾŜƭƻǇƳŜƴǘ ƻŦ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ 
 
²Ƙŀǘ ƛǎ ŀƴ ƻōƧŜŎǝǾŜ ƻŦ ƳŀǊƪŜǝƴƎ ƛƴ ŀ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜΚ 
ŀύ aŀȄƛƳƛȊƛƴƎ ǇǊƻŬǘǎ 
ōύ LƴŎǊŜŀǎƛƴƎ ǎƻŎƛŀƭ ƛƳǇŀŎǘ 
Ŏύ 9ȄǇŀƴŘƛƴƎ ƛƴǘƻ ƴŜǿ ƳŀǊƪŜǘǎ 
Řύ .ǳƛƭŘƛƴƎ ŀ ŎƻƳǇŜǝǝǾŜ ŀŘǾŀƴǘŀƎŜ 
 

{ǳƳƳŀǊȅ 
 
¢ƘŜ ƳŀǊƪŜǝƴƎ ƳƻŘǳƭŜ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎ ƛǎ ŀ ǘǊŀƛƴƛƴƎ tǊƻƎǊŀƳƳŜ ŀƛƳŜŘ ŀǘ ǇǊƻǾƛŘƛƴƎ 
ǎǘǳŘŜƴǘǎ ǿƛǘƘ ǘƘŜ ƪƴƻǿƭŜŘƎŜ ŀƴŘ ǎƪƛƭƭǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ŘŜǾŜƭƻǇ ŜũŜŎǝǾŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ 
ǿƛǘƘƛƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ ¢ƘǊƻǳƎƘƻǳǘ ǘƘŜ ŎƻǳǊǎŜΣ ǾŀǊƛƻǳǎ ƪŜȅ ǘƻǇƛŎǎ ŀǊŜ 
ŜȄǇƭƻǊŜŘΣ ƛƴŎƭǳŘƛƴƎ ǘƘŜ ŦǳƴŘŀƳŜƴǘŀƭ ŎƻƴŎŜǇǘǎ ƻŦ ƳŀǊƪŜǝƴƎΣ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜ ƛŘŜƴǝŬŎŀǝƻƴΣ 
ƳŀǊƪŜǝƴƎ ƻōƧŜŎǝǾŜǎΣ ŀƴŘ ǘƘŜ ǳǎŜ ƻŦ ŀǇǇǊƻǇǊƛŀǘŜ ŎƻƳƳǳƴƛŎŀǝƻƴ ŎƘŀƴƴŜƭǎΦ 
hƴŜ ƻŦ ǘƘŜ ƛƴƛǝŀƭ ǇƘŀǎŜǎ ƻŦ ǘƘŜ ŎƻǳǊǎŜ ƛǎ ŘŜŘƛŎŀǘŜŘ ǘƻ ŀ Ŧǳƴ ƛŎŜōǊŜŀƪƛƴƎ ŀŎǝǾƛǘȅ ŎŀƭƭŜŘ Ϧ¢Ǌȅ ǘƻ 
ǎŜƭƭ ŀƴ ƻōƧŜŎǘΣϦ ǿƘƛŎƘ ŜƴŎƻǳǊŀƎŜǎ ǇŀǊǝŎƛǇŀƴǘǎ ǘƻ ŜȄǇǊŜǎǎ ǘƘŜƳǎŜƭǾŜǎ ŎǊŜŀǝǾŜƭȅ ŀƴŘ ŜƴƎŀƎƛƴƎƭȅΦ 
¢Ƙƛǎ ŀŎǝǾƛǘȅ ǎŜǘǎ ǘƘŜ ǘƻƴŜ ŦƻǊ ǘƘŜ ŎƻǳǊǎŜΣ ŦƻǎǘŜǊƛƴƎ ŀ ŘȅƴŀƳƛŎ ŀƴŘ ŎƻƭƭŀōƻǊŀǝǾŜ ŜƴǾƛǊƻƴƳŜƴǘΦ 
¢ƘŜ ōŀǎƛŎ ŎƻƴŎŜǇǘǎ ƻŦ ƳŀǊƪŜǝƴƎ ŀƴŘ ǎŀƭŜǎ ŀǊŜ ǘƘŜƴ ŘŜŬƴŜŘΣ ǿƛǘƘ ŀ ǇŀǊǝŎǳƭŀǊ ŦƻŎǳǎ ƻƴ 
ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜ ŘƛũŜǊŜƴŎŜ ōŜǘǿŜŜƴ ǘƘŜ ǘǿƻ ŀǇǇǊƻŀŎƘŜǎΦ ¢Ƙƛǎ ǇƘŀǎŜ ǇǊƻǾƛŘŜǎ ŀ ǎƻƭƛŘ 
ŦƻǳƴŘŀǝƻƴ ŀƴŘ ŀ ŎƻƳǇǊŜƘŜƴǎƛǾŜ ƻǾŜǊǾƛŜǿ ƻŦ ǿƘŀǘ ǿƛƭƭ ōŜ ŎƻǾŜǊŜŘ ƛƴ ǘƘŜ ŎƻǳǊǎŜΦ 
¢ƘŜ ƳŀǊƪŜǝƴƎ ƳƛȄΣ ŀƭǎƻ ƪƴƻǿƴ ŀǎ ǘƘŜ пtǎ όtǊƻŘǳŎǘΣ tǊƛŎŜΣ tƭŀŎŜΣ tǊƻƳƻǝƻƴύΣ ƛǎ ƛƴǘǊƻŘǳŎŜŘ ŀǎ 
ƻƴŜ ƻŦ ǘƘŜ ŦǳƴŘŀƳŜƴǘŀƭ ǘƘŜƻǊƛŜǎ ƻŦ ƳŀǊƪŜǝƴƎΦ ¢Ƙƛǎ ƳƻŘŜƭ ǇǊƻǾƛŘŜǎ ŀ ŦǊŀƳŜǿƻǊƪ ŦƻǊ ŘŜǎƛƎƴƛƴƎ 
ŜũŜŎǝǾŜ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎΣ ŀƭƭƻǿƛƴƎ ŦƻǊ ǘƘŜ ŎƻƴǎƛŘŜǊŀǝƻƴ ƻŦ ŘƛũŜǊŜƴǘ ŀǎǇŜŎǘǎ ƻŦ ŀ ǇǊƻŘǳŎǘ 
ƻǊ ǎŜǊǾƛŎŜ ƻũŜǊƛƴƎΦ 
¢ƘŜ ŎƻǳǊǎŜ ŀƭǎƻ ŀŘŘǊŜǎǎŜǎ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜ ǎŜƎƳŜƴǘŀǝƻƴΣ ƛŘŜƴǝŦȅƛƴƎ ǇƻǘŜƴǝŀƭ ŎǳǎǘƻƳŜǊǎ ŀƴŘ 
ǳƴŘŜǊǎǘŀƴŘƛƴƎ ǘƘŜƛǊ ƴŜŜŘǎ ŀƴŘ ŜȄǇŜŎǘŀǝƻƴǎΦ ¢ƘŜ Ƴŀƛƴ ƳŀǊƪŜǝƴƎ ƻōƧŜŎǝǾŜǎ ŦƻǊ ǎƻŎƛŀƭ 
ŜƴǘŜǊǇǊƛǎŜǎ ŀǊŜ ŘƛǎŎǳǎǎŜŘΣ ǿƘƛŎƘ ƛƴŎƭǳŘŜ ǊŀƛǎƛƴƎ ŀǿŀǊŜƴŜǎǎ ŀōƻǳǘ ǎƻŎƛŀƭ ƛǎǎǳŜǎΣ ǇǊƻƳƻǝƴƎ ǘƘŜ 
ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ƻũŜǊŜŘΣ ōǳƛƭŘƛƴƎ ŀ ŎƻƳƳǳƴƛǘȅ ƻŦ ƭƻȅŀƭ ǎǳǇǇƻǊǘŜǊǎΣ ƎŜƴŜǊŀǝƴƎ ŦǳƴŘƛƴƎΣ ŀƴŘ 
ƛƴŎǊŜŀǎƛƴƎ ƻǾŜǊŀƭƭ ǎƻŎƛŀƭ ƛƳǇŀŎǘΦ 
CǳǊǘƘŜǊƳƻǊŜΣ ǘƘŜ ŎƻǳǊǎŜ ŜȄǇƭƻǊŜǎ ǘƘŜ Ƴƻǎǘ ǎǳƛǘŀōƭŜ ƳŀǊƪŜǝƴƎ ǘƻƻƭǎ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΣ ǿƛǘƘ 
ŀ ǎǇŜŎƛŀƭ ŜƳǇƘŀǎƛǎ ƻƴ ŎǊŜŀǝǾƛǘȅΦ ¢ƘŜ ǳǎŜ ƻŦ ǎƻŎƛŀƭ ƳŜŘƛŀΣ ŎƻƴǘŜƴǘ ƳŀǊƪŜǝƴƎΣ ŎƻƭƭŀōƻǊŀǝƻƴǎ 



  

 

ǿƛǘƘ ƻǘƘŜǊ ƻǊƎŀƴƛȊŀǝƻƴǎΣ ŀǿŀǊŜƴŜǎǎ ŜǾŜƴǘǎΣ ŀƴŘ ŎǊƻǿŘŦǳƴŘƛƴƎ ŎŀƳǇŀƛƎƴǎ ŀǊŜ ŀƳƻƴƎ ǘƘŜ ǘƻƻƭǎ 
ŘƛǎŎǳǎǎŜŘ ŀǎ ƳŜŀƴǎ ǘƻ ŀƳǇƭƛŦȅ ǘƘŜ ǎƻŎƛŀƭ ǾŀƭǳŜ ƻŦ ǘƘŜ ǇǊƻŘǳŎǘ ƻǊ ǎŜǊǾƛŎŜ ƻũŜǊŜŘΦ 
¢ƘǊƻǳƎƘ ǘƘƛǎ ŎƻǳǊǎŜΣ ǎǘǳŘŜƴǘǎ ǿƛƭƭ ƘŀǾŜ ǘƘŜ ƻǇǇƻǊǘǳƴƛǘȅ ǘƻ Ǝŀƛƴ ŀ ŎƻƳǇǊŜƘŜƴǎƛǾŜ 
ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ƳŀǊƪŜǝƴƎ ƛƴ ǘƘŜ ŎƻƴǘŜȄǘ ƻŦ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜǎΦ ¢ƘŜȅ ǿƛƭƭ ōŜ ŀōƭŜ ǘƻ ŘŜǾŜƭƻǇ 
ǘŀǊƎŜǘŜŘ ƳŀǊƪŜǝƴƎ ǎǘǊŀǘŜƎƛŜǎ ǘƘŀǘ ŜũŜŎǝǾŜƭȅ ŎƻƳōƛƴŜ ǘƘŜ ŜƭŜƳŜƴǘǎ ƻŦ ǘƘŜ ƳŀǊƪŜǝƴƎ ƳƛȄΣ 
ƛŘŜƴǝŦȅ ǘƘŜ ǘŀǊƎŜǘ ŀǳŘƛŜƴŎŜΣ ŀƴŘ ǳǝƭƛȊŜ ŀǇǇǊƻǇǊƛŀǘŜ ŎƻƳƳǳƴƛŎŀǝƻƴ ǘƻƻƭǎΦ /ǊŜŀǝǾƛǘȅ ǿƛƭƭ ōŜ 
ŜƴŎƻǳǊŀƎŜŘ ŀǎ ŀ ƳŜŀƴǎ ǘƻ ŀŎƘƛŜǾŜ ǎƛƎƴƛŬŎŀƴǘ ǎƻŎƛŀƭ ƛƳǇŀŎǘ ŀƴŘ ƎŜƴŜǊŀǘŜ ǇƻǎƛǝǾŜ ƻǳǘŎƻƳŜǎ 
ŦƻǊ ǘƘŜ ǎƻŎƛŀƭ ŜƴǘŜǊǇǊƛǎŜ ƛǘǎŜƭŦΦ 
 
 
 
 
 
 
 
 
 
 
 
 

[ƛǘŜǊŀǘǳǊŜ  

 
9ǎǎŜƴǝŀƭǎΥ 
 
Å YƻǘƭŜǊΣ tΦΣ ϧ YŜƭƭŜǊΣ YΦ [Φ όнлннύΦ aŀǊƪŜǝƴƎ aŀƴŀƎŜƳŜƴǘΦ tŜŀǊǎƻƴΦ 
Å YƻǘƭŜǊΣ tΦΣ ϧ !ǊƳǎǘǊƻƴƎΣ DΦ όнлнмύΦ tǊƛƴŎƛǇƭŜǎ ƻŦ aŀǊƪŜǝƴƎΦ tŜŀǊǎƻƴΦ 
Å Ϧ/ƻƴǎǳƳŜǊ .ŜƘŀǾƛƻǊΥ .ǳȅƛƴƎΣ IŀǾƛƴƎΣ ŀƴŘ .ŜƛƴƎϦ ōȅ aƛŎƘŀŜƭ wΦ {ƻƭƻƳƻƴ 
Å ƘǧǇǎΥκκǿǿǿΦǎƻŎƛŀƭŜƴǘŜǊǇǊƛǎŜōǎǊΦƴŜǘκǿǇπŎƻƴǘŜƴǘκǳǇƭƻŀŘǎκнлмсκлрκaŀǊƪŜǝƴƎπ̧ƻǳǊπ
{ƻŎƛŀƭπ9ƴǘŜǊǇǊƛǎŜπ{ƻŎƛŀƭπ9ƴǘŜǊǇǊƛǎŜπ[ƻƴŘƻƴΦǇŘŦ 

Å ƘǧǇǎΥκκƭƛƴƪΦǎǇǊƛƴƎŜǊΦŎƻƳκŀǊǝŎƭŜκмлΦммусκǎплпфтπлмфπлмсоπр 
Å ƘǧǇǎΥκκŀǧŀŎƘƳŜƴǘǎΦŎƻƴǾŜǊǘƪƛǘŎŘƴƴнΦŎƻƳκмтпфнпκŎлсуŎŦмŜπулŘŎπпŜōуπфмпŜπ
ŎпоŦтлŀōōнŎŀκмлπtƻƛƴǘπ/ƘŜŎƭƛǎǘπŦƻǊπbƻƴǇǊƻŬǘǎπ{ƻŎƛŀƭπ
9ƴǘŜǊǇǊƛǎŜǎΦǇŘŦΚǳǘƳψŎŀƳǇŀƛƎƴҐ[ŀƴŘƛƴƎ҈нлtŀƎŜ҈нлƻǊ҈нлCƻǊƳ҈нлπ
҈нлмротлонϧǳǘƳψƳŜŘƛǳƳҐŜƳŀƛƭϧǳǘƳψǎƻǳǊŎŜҐŎƻƴǾŜǊǘƪƛǘ 

Å ƘǧǇǎΥκκŎƘŀƴƎŜŎǊŜŀǘƻǊΦŎƻƳκōŜǎǘπƳŀǊƪŜǝƴƎπǎǘǊŀǘŜƎƛŜǎκ 
Å ƘǧǇǎΥκκƴŀǘŀǎƘŀōŘΦŎŀκƘƻǿπǘƻπƳŀǊƪŜǝƴƎπŦƻǊπŀπǎƻŎƛŀƭπŜƴǘŜǊǇǊƛǎŜκ 

 
 

¢ǊŀƛƴŜǊǎ bƻǘŜǎ 
 
Í It is important that the trainer always starts from the students' observations. Don't 

take any meaning for granted. Encourage students to create their own definition of 
social enterprise and social entrepreneur. 

Í The instructor's approach is critical to delivering clear lessons on social enterprise, rich 
in student interactions, multimedia activities, and collaborative work that encourages 
individual initiative.  

Í Moreover, the instructor should be mindful of the characteristics of their students, 
observing their strengths and weaknesses, and adapt their explanations to the 

https://www.socialenterprisebsr.net/wp-content/uploads/2016/05/Marketing-Your-Social-Enterprise-Social-Enterprise-London.pdf
https://www.socialenterprisebsr.net/wp-content/uploads/2016/05/Marketing-Your-Social-Enterprise-Social-Enterprise-London.pdf
https://link.springer.com/article/10.1186/s40497-019-0163-5
https://attachments.convertkitcdnn2.com/174924/c068cf1e-80dc-4eb8-914e-c43f70abb2ca/10-Point-Checlist-for-Nonprofits-Social-Enterprises.pdf?utm_campaign=Landing%20Page%20or%20Form%20-%201537032&utm_medium=email&utm_source=convertkit
https://attachments.convertkitcdnn2.com/174924/c068cf1e-80dc-4eb8-914e-c43f70abb2ca/10-Point-Checlist-for-Nonprofits-Social-Enterprises.pdf?utm_campaign=Landing%20Page%20or%20Form%20-%201537032&utm_medium=email&utm_source=convertkit
https://attachments.convertkitcdnn2.com/174924/c068cf1e-80dc-4eb8-914e-c43f70abb2ca/10-Point-Checlist-for-Nonprofits-Social-Enterprises.pdf?utm_campaign=Landing%20Page%20or%20Form%20-%201537032&utm_medium=email&utm_source=convertkit
https://attachments.convertkitcdnn2.com/174924/c068cf1e-80dc-4eb8-914e-c43f70abb2ca/10-Point-Checlist-for-Nonprofits-Social-Enterprises.pdf?utm_campaign=Landing%20Page%20or%20Form%20-%201537032&utm_medium=email&utm_source=convertkit
https://changecreator.com/best-marketing-strategies/
https://natashabd.ca/how-to-marketing-for-a-social-enterprise/


  

 

particular group they are teaching. By doing so, the instructor can create a tailored 
learning experience that is relevant to the students and enhances their understanding 
of the subject matter. 

 
 
 
 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

Module 7 
Organisation and 

Personnel 
 
 
 



  

 

 
 
 
 
 
 
 
 
 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 

 

¢ƘŜ ƳƻŘǳƭŜ ǇƻǎƛǝǾŜƭȅ ŀƴǎǿŜǊǎ ǘƘŜ ǉǳŜǎǝƻƴǎ ŦǊƻƳ ǘƘŜ LƴƴƻǾŀǝƻƴ .ƻƻƪΥ !ǊŜ ǘƘŜǊŜ ŀƴȅ ǎǇŜŎƛŀƭ 
ŎƻƴŘƛǝƻƴǎ ƛƴ ǇŜǊǎƻƴƴŜƭ ƳŀƴŀƎŜƳŜƴǘΚ !ǊŜ ǘƘŜǊŜ ŀƴȅ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ ŦƻǊ ƻǿƴƛƴƎ ŀƴŘ 
ƻǇŜǊŀǝƴƎ ŀ ōǳǎƛƴŜǎǎΚ !ǊŜ ǘƘŜǊŜ ǎǇŜŎƛŀƭ ŎƻƴŘƛǝƻƴǎ ƛƴ ǘƘŜ ŘŜŎƛǎƛƻƴπƳŀƪƛƴƎ ǇǊƻŎŜǎǎŜǎΚ .ŀǎŜŘ 
ƻƴ ǘƘŜǎŜ ǉǳŜǎǝƻƴǎΣ ƛǘ ƛǎ ƴŜŎŜǎǎŀǊȅ ǘƻ ŎƘƻƻǎŜ ŀ ǎǳƛǘŀōƭŜ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŦƻǊƳ ƻŦ ǘƘŜ ŎƻƳǇŀƴȅΦ 
¢ƘŜ ƳƻŘǳƭŜ ƛǎ ǇŀǊǘ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ŀƭǎƻ ōŜŎŀǳǎŜ ǘƘŜ ŀŎǘƻǊǎ ƻŦ ǘƘŜ ǎƻŎƛŀƭ ŜŎƻƴƻƳȅ ŀǊŜ ƻǊƎŀƴƛȊŜŘ 
ŘƛũŜǊŜƴǘƭȅ ƛƴ ǘƘŜ ŘƛũŜǊŜƴǘ ŎƻǳƴǘǊƛŜǎ ƻŦ ǘƘƛǎ ǇǊƻƧŜŎǘΦ 

{ƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǎǘǊƛǾŜǎ ŦƻǊ ǿƻǊƪŜǊ ǇŀǊǝŎƛǇŀǝƻƴΣ ǘƘŜ ƛƴŎƭǳǎƛƻƴ ƻŦ ōƻǘƘ ƻǿƴŜǊǎƘƛǇ ŀƴŘ 
ŎƻπŘŜǘŜǊƳƛƴŀǝƻƴΣ ƛƴŎƭǳŘƛƴƎ ǾǳƭƴŜǊŀōƭŜ ŜȄŎƭǳŘŜŘ ƎǊƻǳǇǎΦ ¢ƘŜǊŜŦƻǊŜΣ ǘƘŜ ƳŀƴŀƎŜƳŜƴǘ Ƴǳǎǘ 
ƳŀǎǘŜǊ ǘƘŜ ƳŀƴŀƎŜƳŜƴǘΣ ƻǊƎŀƴƛȊŀǝƻƴ ƻŦ ǘƘŜƳǎŜƭǾŜǎΣ ǇŜǊǎƻƴƴŜƭΣ ōǳǎƛƴŜǎǎ ŜǾŜƴǘǎΣ 
ǎǘŀƪŜƘƻƭŘŜǊǎ ŀƴŘ ǘƘŜ ƳŜŀƴǎ ǿƛǘƘ ǿƘƛŎƘ ǘƘŜȅ ǿƻǊƪΦ ¢ƘŜ ŀƛƳ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ƛǎ ŦƻǊ ǘƘŜ ǘǊŀƛƴŜŜǎ 
ǘƻ ƎŜǘ ǘƻ ƪƴƻǿΣ ƭŜŀǊƴ ƻǊ ǎǘǊŜƴƎǘƘŜƴ ǘƘŜǎŜ ǎƪƛƭƭǎΦ ¢ƘŜǎŜ ǎƪƛƭƭǎ ŀǊŜ ǾŜǊȅ ƛƳǇƻǊǘŀƴǘ ŦƻǊ ōƻǘƘ ƭŀǊƎŜ 
ŎƻƳǇŀƴƛŜǎ ŀƴŘ ǎƳŀƭƭ ōǳǎƛƴŜǎǎŜǎ ǎǘŀǊǝƴƎ ƻǳǘΦ aŀƴȅ ŎƻƳǇŀƴƛŜǎ ǎǘŀǊǘ ŀǎ ŀ ƻƴŜπΣ ǘǿƻπ ƻǊ ǘǿƻπ
ǇŜǊǎƻƴ ŜƴǘŜǊǇǊƛǎŜΣ ƛƴŘƛǾƛŘǳŀƭǎ ƻǊ ǎǳŎƘ ŀ ǎƳŀƭƭ ǘŜŀƳ Ƴǳǎǘ ƳŀǎǘŜǊ ŀƭƭ ǘƘŜǎŜ ǎƪƛƭƭǎ ŀǘ ƭŜŀǎǘ ƛƴ ŀ 
ōŀǎƛŎ ŦƻǊƳ ƛƴ ƻǊŘŜǊ ǘƻ ǎǘŀǊǘ ŘŜǾŜƭƻǇƳŜƴǘΣ ǎƻ ǘƘŀǘ ǘƘŜȅ Ŏŀƴ ƭŀǘŜǊ ōŜ ŘƛǾƛŘŜŘ ŀƳƻƴƎ ǘƘŜƳǎŜƭǾŜǎ 
ŀǎ ƛƴŘƛǾƛŘǳŀƭ ŀŎǝǾƛǝŜǎ ŦƻǊ ǿƘƛŎƘ ǘƘŜȅ ǿƛƭƭ ōŜ ǊŜǎǇƻƴǎƛōƭŜΦ 

 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 



  

 

Learning objectives / competences to be acquired  

Trainees should learn: 

- the legality of the company's organization, especially from the point of view of human resources, 
and from the point of view of worker participation; 

- methods of internal organization of social enterprises and other actors of the social economy in 
connection with human resources. 

Learners should achieve the following skills: 

- the ability to compare the organization of conventional and social enterprises in terms of their 
legal form and human resources; 

- the ability to assess how to organize your company and what is needed for this in terms of 
human resources and necessary skills; 

- use the basics of organizational skills. 

One of the essential objectives of the Modul Organisation / Personnel is to teach trainees to be able 
to organize and manage the company in an ethical, socially responsible and sustainable way in a 
holistic and successful manner. 

This means that the company is organized in such a way as to produce results that, in addition to 
economic and management impact, also has positive social and environmental impact (or lowers 
negative impact). 

!ǎ 5ǊΦ aŀǘƧŀȌ aǳƭŜƧΣ ǘƘŜ ϦŜƛǘƘŜǊ-or" choice is not useful because it leaves out essential aspects, a 
different view, and is therefore not comprehensive enough. A sufficiently integrated method is "in-
in", as it takes into account all the essential aspects and conditions for an idea to be successfully 
realized. 

Today, those investors who want positive social effects are no longer called "ethical investors", but 
most investors want to invest their capital in those companies that are sufficiently integrated and 
thus less risky. 

 

Reasons for the module  

The module 7 is important for training because partners from different countries have different 
legislation and consequently the organization of social economy entities. Our module will introduce 
trainees to the main characteristics of the organization of companies in connection with human 
resources, legal forms and practices in Europe. 

The model is important for this training because personnel is the basis of every company. People 
are the ones who carry out the organization of the company and manage the business processes.  

Social economy is based on the principle of "people before capital". Social economists strive not 
only to create economic, but also to create social effects. This means that in the organization of 
business processes, they take into account not only economic but also social and environmental 
effects. Successful social entrepreneurs are therefore very successful entrepreneurs in general. 
From the point of view of sustainable development, they therefore have a more demanding task 
than organizations and personnel in ordinary companies. On January 5, the European Sustainability 
Reporting Directive came into force for all listed companies, including small companies (CSRD). 
(European Sustainability Reporting Directive: https://eur-lex.europa.eu/legal-
content/EN/TXT/?uri=CELEX%3A32022L2464). Therefore, trainers must also familiarize trainees 
with how to report on sustainable impacts. Gradually, sustainability reporting will be mandatory for 
all companies and organizations in Europe.  

https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A32022L2464
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A32022L2464


  

 

Contents of the module 

The core topics of this module are: 

Unit 1 ς Getting to know each other and checking the traineesΩ ƪƴƻǿƭŜŘƎŜ ŀƴŘ ŜȄǇŜǊƛŜƴŎŜ ƻŦ ǘƘŜ 
they already have as much as they know in the field of company organization and personnel legal 
and organizational forms of social enterprises and how many there are already met with the need 
for entrepreneurial skills. 

Unit 2 ς Company organization and personnel ς a guest from practice or a social visit Companies.  
Learning the terms from the glossary. 

Unit 3 ς Main characteristics of legal forms and organizations of social economy in Europe. 

Unit 4 ς Exercise - Organizing your idea into business. Selecting a legal structure for your social 
enterprise. How to use knowledge of company organization in developing your own business ideas 
and successful ventures. 

Unit 5 ς Exercise? ς Personnel: Human resources management. The organizational and management 
skills.  

What are the organizational and management skills of a social entrepreneur companies and how to 
strengthen them (Be who you are, your vision, mission, for the rest find support). Do we need 
experts specialized in individual areas? 

Reference to other modules 

Together with modules 1, 3, 2 and 8A, our module should form a quality foundation from an 
organizational and personnel point of view for this education. From this point of view, we can 
contribute to better organization in various areas that are dealt with by other modules and thereby 
strengthen the abilities and competences of people who manage business processes. 

- Modul 1: Social Enterprise in the Partner Countries. By knowing the theoretical organization 
of the company, the participants will come into contact with the legal form and way of 
organizing social enterprises in individual partner countries. 

- Modul 2: Social Enterprise in Europe; similarities and differences. Our module will address 
this from the point of view of the legal form and internal organization of social enterprises. 

- Module 3: Profile Professional qualifications, professional experiences.  
The most of Slovenian social enterprises or social economy organizations are small 
businesses, so there is usually one person (company founder or entrepreneur) in the role of 
product creator, seller, marketer, financial expert...These persons therefore need quite a 
lot of different business skills. 

- Module 4: The idea.  
It is right that the legal form and organization of the company adapts to the idea that it will 
be as optimally feasible as possible. Human resources should also learn the necessary skills 
or the management should hire personnel who are experts in the areas required to 
implement the idea. 

- Modul 5: The service / product.  
- Modul 6: Market overview 

 
- Modul 7: Marketing and sales. Marketing and sales skills, like other business functions, are 

important for establishing a business idea and growing a company. It is necessary to 
recognize the advantages and disadvantages of the business idea in the field of marketing 
and sales. 

- Modul 9: Opportunity and Risks - It is necessary to know opportunities and risks so that 
personnel can use the skills of analysis, comparison and evaluation to extract an opportunity 
for their company on the market. 



  

 

- Modul 11A: Financing. The way a company is organized can determine how it is financed. 
For example, social economy entities in Slovenia can obtain funding from the budget, the 
market, membership fees, donations and sponsorships, etc. Any legal form of enterprise in 
Slovenia, except for a sole proprietorship, can obtain a social enterprise status if it operates 
according to the principles of the social economy. A public limited company is financed 
differently from a non-profit association. 

- Modul 12: Summary. The summary should link all modules in the training, and be 
understandable for the teachers and used for the trainees. 

Teaching and learning methods 

Discussion, storytelling, explanation, mind maps, games, videos, PPP, graphic. 

We will include visual, Auditory, Read/Write, and Kinesthetic learning methods. 

Indirect experience 

Conversation with quest from a social company or visit of a social company. 

Examination modalities  

An exam is taken at the end of each module. All modules represent the components of a 
business plan. The exam consists of the creation of a part of the business plan, aligned to 
the corresponding module content. The learners present the part in the group to train their 
presentation skills.  

The trainees should know to create the relevant part of the business plan, how to organize their 
ideas into business: to be able to choose an appropriate organizational form according to the vision, 
desired goals and activities. 

 As a central exercise the learners should present the results to each other in the group.  
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 



  

 

 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 
 

DƭƻǎǎŀǊȅ 
 
 

term definition   sector  
Organization An organization is a complex entity that involves people, 

resources, and processes working together to achieve a 
specific purpose or mission. Organizations are subjects. 
Organization are also activities how to organize and 
manage the organizational forms. An organization typically 
has a defined structure that includes roles and 
responsibilities, decision-making processes, 
communication channels, and policies and procedures. 

The five forms of Business Organizations: Partnership 
(Corporation, Sole proprietorship, Cooperative, Limited 
liability company) and their advantiges and 
disandvantages. 

https://www.indeed.com/career-advice/career-
development/forms-of-businesses  

Organization comes from the Greek word "organon", which 
original purpose is a tool that shapes something into a 
whole, similar to how a human organism works (Vila, 1994). 
An organization is a human creation invented by man 
ό[ƛǇƛőƴƛƪΣ нллнύΦ 
 
Organization is a rational, premeditated connection and 
coordination of people and their activities into a common 
system with various resources (people, material, working 
resources, finances, information...) with the intention of 

 

https://www.indeed.com/career-advice/career-development/forms-of-businesses
https://www.indeed.com/career-advice/career-development/forms-of-businesses


  

 

fulfilling the purpose for which they came together. The 
organization defines their mutual relations, the way of 
cooperation and coordinated action, as well as all other 
tasks and responsibilities of individuals, in order to achieve 
the goal with the maximum efficiency of the entire system 
(Vila, 1994). 
 

Human resources 
and personnel 

Personnel refers to the individuals who work for an 
organization or a company. It includes all employees, staff 
members, or workers who are part of the workforce. The 
term personnel is often used interchangeably with human 
resources (HR), which refers to the management of the 
people who work for an organization. 
 
Human resource theory was developed in the 1960s in the 
United States. According to this theory, the organization is 
a sociotechnical program or a system in which people and 
their social relations are the most important. (Organization 
and Company Manager, 2009). We can find the similarity 
of this theory with the social economy, which also places 
people and their relationships ahead of financial capital. 
 
Recruiting for staff or volunteers? Be clear on the role 
required ς is it an employee, volunteer, self-employed, 
cooperative or casual worker?  
https://www.the-sse.org/resources/starting/an-
introduction-to-hr-for-social-entrepreneurs/  
 

 

Company 
organization and 
personnel 

Company organization is an organizational structure, a 
hierarchical outline of a company's roles, teams, and 
employees. Organizational structures describe what 
employees do, whom they report to, and how decisions are 
made across the business. At a minimum, your 
organisational structure should include employees' titles 
and basic hierarchies. We know several different types of 
organizations: hierarchical, matrix, horizontal, network, 
divisional, line organizational, team-based and many other 
types. There is no one best organizational structure, as it 
depends on the nature of the company and the industry it 
operates in. 
 
First find the passion, and then the formal type of business. 
 

 

Organization of 
social enterprises 

When organizing social enterprises, it is necessary to 
consider the characteristics of the social economy and the 
legal form of the enterprises. The social economy is an 
inclusive economy that involves employees, as well as 
vulnerable groups, in ownership and co-determination. 
 

 

Legal structure  A legal structure is the legal business structure that your 
organisation takes.  Your legal structure determines things 

 

https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/
https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/


  

 

like the amount of tax you pay, or the type of grants or 
investment that you may receive.  
 
Examples of social enterprise legal structures include: 
- Unincorporated association 
- Trust 
- Partnership 
- Sole Trader1 
- Company Ltd by Shares (CLS) 
- Company Ltd by Guarantee (CLG) 
- Charitable Incorporated Organisation (CIO) 
- Community Interest Company, limited by shares (CIC ς 
CLS) 
-Community Interest Company, limited by guarantee (CIC ς 
CLG) 
-Limited Liability Partnership 
-Co-operative Society (previously IPS) 
-Community Benefit Society (CBS) 
 
https://www.the-sse.org/resources/starting/selecting-a-
legal-structure-for-your-social-enterprise/ 

Most common 
legal forms of 
social enterprises 

A COOOPERATIVE 
A cooperative is a type of business organization that is 
owned and operated by its members, who share in the 
profits and have a say in the management of the business. 
Cooperatives can take many forms, but they all operate 
on the principles of democratic control, voluntary 
membership, and the distribution of profits based on 
members' participation in the cooperative. 

Cooperatives can be found in a wide range of industries, 
including agriculture, finance, retail, housing, and energy. 
They are often formed by individuals or businesses with 
common interests or needs, such as farmers who want to 
pool their resources to sell their crops, or consumers who 
want to buy goods in bulk to save money. 

One of the key benefits of cooperatives is that they can 
provide members with access to goods and services that 
they might not be able to afford or obtain on their own. 
They can also help to strengthen local communities by 
keeping resources and decision-making power in the hands 
of the people who use them. 

ASSOCIATION 

In the context of the social economy, an association is a 
type of non-profit organization that is formed by a group of 
people who share a common interest or goal. These 
associations are often created to address social, cultural, or 

 

https://www.the-sse.org/resources/starting/selecting-a-legal-structure-for-your-social-enterprise/
https://www.the-sse.org/resources/starting/selecting-a-legal-structure-for-your-social-enterprise/


  

 

environmental issues, and they operate on a not-for-profit 
basis. 

Associations in the social economy sector can take many 
forms, including community groups, cooperatives, and 
social enterprises. They are typically governed by a board 
of directors or a group of members who are responsible for 
overseeing the organization's operations and ensuring that 
it achieves its objectives. 

FOUNDATIONS 

Foundations are non-profit organizations that are typically 
established to support a specific cause or mission, such as 
education, healthcare, scientific research, or the arts. They 
are often created by individuals, families, or corporations 
who want to give back to their communities or support 
causes that are important to them. 

CONVENTIONAL NON FOR-PROFIT ENTERPRISES  

For example, LITIMED COMPANIES, which are not for 
profit, can get the status of »Social enterprise«. 

MUTUALS 

A mutual organization is a type of business or organization 
that is owned and governed by its members, who are 
typically customers or policyholders. The primary purpose 
of a mutual organization is to serve the interests of its 
members, rather than to maximize profits for shareholders 
or owners. 

Mutual organizations can take many different forms, 
including mutual insurance companies, mutual savings 
banks, and mutual fund companies. In each case, the 
members of the organization typically receive benefits such 
as lower premiums, higher interest rates, or lower fees in 
exchange for their ownership stake in the organization. 

UNINCORPORATED ASSOCIATION 

!ƴ ΨǳƴƛƴŎƻǊǇƻǊŀǘŜŘ association is an organisation set up 
through an agreement between a group of people who 
come together for a reason other than to make a profit (for 
example, a voluntary group or a sports club). 

¸ƻǳ ŘƻƴΩǘ ƴŜŜŘ ǘƻ ǊŜƎƛǎǘŜǊ ŀƴ ǳƴƛƴŎƻǊǇƻǊŀǘŜŘ ŀǎǎƻŎƛŀǘƛƻƴΣ 
ŀƴŘ ƛǘ ŘƻŜǎƴΩǘ Ŏƻǎǘ ŀƴȅǘƘƛƴƎ ǘƻ ǎŜǘ ƻƴŜ ǳǇΦ LƴŘƛǾƛŘǳŀƭ 
members are personally responsible for any debts and 
contractual obligations. 



  

 

In the context of the social economy, an institution refers 
to an organization that is established to provide a specific 
social, cultural, or environmental service or benefit to the 
community. Institutions in the social economy are typically 
non-profit organizations that are governed by a board of 
directors or a group of members who are responsible for 
overseeing the organization's operations. 

INSTITUTIONS 

Examples of institutions in the social economy include 
schools, hospitals, universities, and community centers. 
These organizations are typically funded through 
government grants, private donations, and other sources 
of community support. 

Institutions in the social economy play an important role in 
promoting social welfare, education, health, and cultural 
development. They provide essential services to the 
community and contribute to building a more inclusive and 
equitable society. Additionally, institutions in the social 
economy may also engage in social entrepreneurship, using 
innovative business models to achieve their social goals 
while remaining financially sustainable. 

 

Human resources 
management 

Human Resource management, commonly known as HR, is 
one of the important areas to consider when you are 
starting a social enterprise.  HR involves all aspects of 
employing and managing people (the human resource) that 
work in the organisation.  

HR encompasses: 

¶ The values of the organisation that you want to 
instil in those that work for you. 

¶ The culture of the organisation, e.g. άƘƻǿ ǿŜ Řƻ 
ǘƘƛƴƎǎ ŀǊƻǳƴŘ ƘŜǊŜΦέ 

¶ All the practical aspects of working with 
employees from how people are encouraged to 
apply for a job to Ƙƻǿ ǘƘŜ ŜƳǇƭƻȅŜŜΩǎ 
productivity/performance in their role is 
managed. 

¶ The actions put in place to retain and motivate 
employees. 

¶ How to handle effectively movement of 
employees out of the organisation. 

https://www.the-sse.org/resources/starting/an-
introduction-to-hr-for-social-entrepreneurs/ 

 

 
 

https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/
https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/


  

 

 

{ŎƘŜŘǳƭŜ 
 
 

Modu
le 
ƴǊΧ 

Num
ber 
of 
Lesso
n 
Units 

Topic/ Content  Methods/
Tools 

Learning 
objectives 

List of 
activities 
and tasks 
per 
lesson 

Unit 
1 

1 
όслΩύ 

Introduction Module Asking, 
Listening, 
Conversat
ion, PPP, 
Graphic 
 
 

Getting to 
know each 
other and 
checking 
the 
tǊŀƛƴŜŜǎΩ 
knowledge 
and 
experience 
they 
already 
have as 
much as 
they know 
in the field 
of 
company 
organizatio
n and 
personnel 
legal and 
organizatio
nal forms 
of social 
enterprise
s and how 
many 
there are 
already 
met with 
the need 
for 
entrepren
eurial 
skills. 

Icebreake
r,  
(my 
Haribo 
story), 
group 
discussio
ns & 
reporting  

Unit 
2 

2 
όмнлΩ
) 

Company organization and personnel - 
learning the terms from the glossary. 
 
 
              

Mind 
map 
 
PPP - Oral 
and 
graphic 
presentat

Knowledge 
of the 
company 
organizatio
n and 
personnel. 
 

Listening, 
answerin
g the 
questions
,  
Conversa
tion. 

http://kodvig.si/kdo-dviguje/322-2/
http://kodvig.si/kdo-dviguje/322-2/
http://kodvig.si/kdo-dviguje/322-2/


  

 

ion of the 
theory 
with 
asking 
students 
for their 
opinion. 
 
 

To meet a 
social 
entrepren
eur and 
learn an 
example of 
good 
practices. 

Unit 
3 

4 
όслΩύ 

Main characteristics of legal forms and 
organizations of social economy in Europe. 
 
The purpose of adopting legal frameworks is 
it help clarify what a social enterprise is, 
facilitate access to finance and markets, and 
create growth opportunities 
https://www.oecd.org/cfe/leed/social-
economy/Designing-Legal-Frameworks-for-
Social-Enterprises-summary.pdf  

The Commission uses the term 'social 
enterprise' to cover the following types of 
business 

-Those for who the social or societal 
objective of the common good is the reason 
for the commercial activity, often in the form 
of a high level of social innovation 

-Those whose profits are mainly reinvested 
to achieve this social objective 

-Those where the method of organisation or 
the ownership system reflects the 
enterprise's mission, using democratic or 
participatory principles or focusing on social 
justice. 

Despite their diversity, social enterprises 
mainly operate in the following 4 fields: 

- Work integration - training and integration 
of people with disabilities and unemployed 
people. 

- Personal social services - health, well-being 
and medical care, professional training, 
education, health services, childcare 
services, services for elderly people, or aid 
for disadvantaged people. 

PPP, 
graphic, 
Video 
(Example
s of 
Mondrag
on, 
Pamplona
Χύ 
 

To learn 
methods 
of internal 
organizatio
n of social 
enterprise
s and 
other 
actors of 
the social 
economy 
in 
connection 
with 
human 
resources 
 
To gain the 
ability to 
compare 
the 
organizatio
n of 
conventio
nal and 
social 
enterprise
s in terms 
of their 
legal form 
and 
human 
resources; 

Listening, 
answerin
g the 
questions
,  
Conversa
tion 

https://www.oecd.org/cfe/leed/social-economy/Designing-Legal-Frameworks-for-Social-Enterprises-summary.pdf
https://www.oecd.org/cfe/leed/social-economy/Designing-Legal-Frameworks-for-Social-Enterprises-summary.pdf
https://www.oecd.org/cfe/leed/social-economy/Designing-Legal-Frameworks-for-Social-Enterprises-summary.pdf


  

 

-Local development of disadvantaged areas - 
social enterprises in remote rural areas, 
neighborhood development /rehabilitation 
schemes in urban areas, development aid 
and development cooperation with third 
countries. 

-Other - including recycling, environmental 
protection, sports, arts, culture or historical 
preservation, science, research and 
innovation, consumer protection and 
amateur sports. 

https://singlemarketeconomy.ec.europa.eu/
sectors/proximity-and-social-
economy/social-economy-eu/social-
enterprises_en   

In some countries, social enterprise forms 
are dominant. In Spain, most social 
enterprises are cooperatives, but there are 
also many in Italy, France and elsewhere. The 
reasons for this are mainly in the long 
tradition and community way of operating 
(company culture). 

Unit 
4 

4 
όмнлΩ
) 

Organizing your idea into business. 
Selecting a legal structure for your social 
enterprise. 
 

Gaming 
 
Guiding 
and 
motivatin
g 
trainees. 
 
 

Ability to 
use 
knowledge 
of 
company 
organizatio
n in 
developing 
own 
business 
ideas into 
successful 
business.  
 
The ability 
to use the 
basics of 
organizatio
nal skills; 

Individual 
work: 
simulatio
n, how to 
organize 
ǘǊŀƛƴŜŜǎΩ 
business 
ideas into 
business. 
 
Group 
work and 
reporting
. 
 
 
 

Unit 
5 

5 
όмнлΩ
)  

Personell: Human resourses management. 
 
The organizational and management skills of 
a social entrepreneur and how to strengthen 
the skills. 
 
 

Conversat
ion 
 
Solving 
exercises 

To gain the 
ability to 
organize a 
company 
and what 
is needed 
for this in 
terms of 

Work in 
pairs 
 
Reportin
g 

https://singlemarketeconomy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://singlemarketeconomy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://singlemarketeconomy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://singlemarketeconomy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en


  

 

human 
resources 
and 
necessary 
skills; 
 

Unit 
6 

6 
όмнлΩ
) 

The exam Describin
g tasks 
 
 
 
 

The 
trainees 
should 
know to 
create the 
relevant 
part of the 
business 
plan, the 
module 
represents
. As a 
central 
exercise 
the 
learners 
should 
present 
the results 
to each 
other in 
the group. 

Individual 
work & 
Reportin
g (visual 
and oral 
presentat
ion of 
how the 
learners 
intent to 
organize 
their 
ideas into 
business)
. 
 
 

Total 
nr. of 
hour
s per 
mod
ule 

10 
hour
s 
 

    

 
 
 
 
 

tǊŜǎŜƴǘŀǝƻƴ tƭŀƴ 
 
 
¢ƘŜ ŎŜƴǘǊŀƭ tt¢ ǎǘǊǳŎǘǳǊŜǎ ȅƻǳǊ ƳƻŘǳƭŜΦ Lǘ Ŏƻƴǘŀƛƴǎ ǘƘŜ ƛƴŦƻǊƳŀǝƻƴ ŀƴŘ ŀƭƭ ǘƻƻƭǎ ŀƴŘ ƳŜǘƘƻŘǎ 
ǳǎŜŘ ƛƴ ǘƘƛǎ ƳƻŘǳƭŜΦ IŜǊŜ ȅƻǳ ŎǊŜŀǘŜ ǘƘŜ Ǉƻƻƭ ƻŦ ŜȄŜǊŎƛǎŜǎΣ ƛƴŦƻǊƳŀǝƻƴ ŜǘŎΦ ŦƻǊ ǘƘŜ ƛƴŘƛǾƛŘǳŀƭ 
ǳǎŜ ƻŦ ǘƘŜ ǘŜŀŎƘŜǊǎΦ Lǘ ǎƘƻǳƭŘ ŎƻƴǘŀƛƴΥ     
 
¶ 1 icebreaker for the start of the module  

¶ 1 video for audiovisual support of the training process  

¶ 2ς3 exercises for single and group work 
¶ 1ς2 texts for giving a platform for exercises and a deeper view into the topic  



  

 

¶ 3ς6 graphics, posters, diagrams  

¶ 1ς2 mind maps  
¶ 1 audio file and 1 text for the summary (look at point 6)  

 
CƻǊ ƳƻǊŜ ŎƻƴǘŜƴǘ ǘƻ ǘƘƛǎ ƳƻŘǳƭŜ ŎƘŜŎƪ ǘƘŜ ǇǊŜǎŜƴǘŀǝƻƴ ǘŜƳǇƭŀǘŜ ƻƴ ǘƘŜ 9π[ŜŀǊƴƛƴƎπ
tƭŀǜƻǊƳΗ 
 
±ƛŘŜƻ  
 
ƘǧǇǎΥκκǿǿǿΦŜǝƪŀΦǎƛκƻπƴŀǎκІǾƛŘŜƻ   
 
9ȄŜǊŎƛǎŜ 
 
¢ƘŜ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ ƪƴƻǿ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǊŜƭŜǾŀƴǘ ǇŀǊǘ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŀōƻǳǘ Ƙƻǿ ǘƻ 
ƻǊƎŀƴƛȊŜ ǘƘŜƛǊ ƛŘŜŀǎ ƛƴǘƻ ōǳǎƛƴŜǎǎΦ !ǎ ŀ ŎŜƴǘǊŀƭ ŜȄŜǊŎƛǎŜ ǘƘŜ ƭŜŀǊƴŜǊǎ ǎƘƻǳƭŘ ǇǊŜǎŜƴǘ ǘƘŜ ǊŜǎǳƭǘǎ 
ǘƻ ŜŀŎƘ ƻǘƘŜǊ ƛƴ ǘƘŜ ƎǊƻǳǇΦ 
 
Iƻǿ ǘƻ ƻǇǝƳŀƭƭȅ ƻǊƎŀƴƛȊŜ ŀƴŘ ƳŀƴŀƎŜ ŀ ŎƻƳǇŀƴȅ ǎƻ ǘƘŀǘ ƛǘ ƛǎ ǎǳŎŎŜǎǎŦǳƭ ƛƴ ƛǘǎ ŜƴǝǊŜǘȅΣ ƛΦŜΦ ƛƴ 
ŀƭƭ ŜǎǎŜƴǝŀƭ ŀǎǇŜŎǘǎΥ  
¶ in the economic  
¶ managerial  

¶ social  
¶ environmental fields  

 
¦ǎŜ ŀƴ όƻǊπƻǊύ ŜȄŀƳǇƭŜΥ ǘƘŜ ŎƻƳǇŀƴȅ ȅƻǳ ǿƻǊƪ ŦƻǊΣ Řƻ ȅƻǳǊ ǎǘǳŘŜƴǘ ǿƻǊƪ ƻǊ ǇǊŀŎǝŎŜΣ ƻǿƴ ƻǊ 
Ǉƭŀƴ ǘƻ ǎǘŀǊǘΣ ƻǊ ŀ ǎŜƭŜŎǘŜŘ ŜȄŀƳǇƭŜ ƻŦ ŀ ŎƻƳǇŀƴȅΦ  
 
мύ ²Ƙŀǘ ƭŜƎŀƭ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŦƻǊƳ ǿƛƭƭ ȅƻǳ ŎƘƻƻǎŜ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΚ 
 
нύ Iƻǿ ǿƛƭƭ ȅƻǳ ƛƴŎƭǳŘŜ ŀƴŘ ƳŀƴŀƎŜ ǇŜǊǎƻƴƴŜƭΚ 
 
¢ŜȄǘ 
 
¢ƘŜ ǘŜȄǘǎ ǎƘŀƭƭ ƎƛǾŜ ŀ ǘƻǇƛŎ ƻǾŜǊǾƛŜǿ ŀƴŘ ƛŦ ŀǇǇǊƻǇǊƛŀǘŜΣ ŀ ŘŜŜǇŜǊ ǾƛŜǿ ƛƴ ǇŀǊǘǎ ƻŦ ȅƻǳǊ ƳƻŘǳƭŜ 
ǎǳōƧŜŎǘΦ ¢Ǌȅ ǘƻ ŎǳǎǘƻƳƛȊŜ ǘƘŜ ǘŜȄǘ ǎŜŎǝƻƴǎ ǿƛǘƘ Ŝŀǎȅ ƭŀƴƎǳŀƎŜΣ ƛƴ ƻǊŘŜǊ ǘƘŀǘ ǇŜƻǇƭŜ ǿƛǘƘ ƳŜƴǘŀƭ 
ŘƛǎŀōƛƭƛǝŜǎ ƘŀǾŜ ǘƘŜ ŎƘŀƴŎŜ ǘƻ ǘŀƪŜ ǇŀǊǘ ƛƴ ǘƘŜ ǘǊŀƛƴƛƴƎ ǇǊƻƎǊŀƳΦ  
 
DǊŀǇƘƛŎǎ 
 
5ƛŀƎǊŀƳǎ ŦƻǊ ǎǘŀǝǎǝŎŀƭ ƛƴŦƻǊƳŀǝƻƴΣ ǇƛŎǘǳǊŜǎ ŀƴŘ ƎǊŀǇƘƛŎǎ ǘƻ ǾƛǎǳŀƭƛȊŜ ǇǊƛƴŎƛǇƭŜǎ ƻǊ ƳŜǘƘƻŘǎΣ 
Ŏŀƴ ōŜ ǳǎŜŦǳƭ ǘƻ ƎƛǾŜ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ǎƻƳŜ ǘƻǇƛŎǎΦ ¢ƘŜȅ Ƴǳǎǘ ōŜ ŎƭŜŀǊƭȅ ǾƛǎƛōƭŜ ŀƴŘ ǎƘƻǳƭŘ ƎƛǾŜ 
ŀ ƎƻƻŘ ƛƴǇǳǘ ŦƻǊ ŘƛǎŎǳǎǎƛƻƴǎ ƻǊ ŜȄŜǊŎƛǎŜǎΦ   
 

https://www.etika.si/o-nas/#video


  

 

  
 
/ƘƛŜŦ {ǳǎǘŀƛƴŀōƭŜ hŶŎŜǊ π ! ƴŜǿ ǇǊƻŦŜǎǎƛƻƴ ς ŀƴ ƻǇǇƻǊǘǳƴƛǘȅ ŦƻǊ ǎƻŎƛŀƭ ŜƴǘǊŜǇǊŜƴŜǳǊǎΦ 
 
όƘǧǇǎΥκκǿǿǿнΦŘŜƭƻƛǧŜΦŎƻƳκōƎκŜƴκǇŀƎŜǎκŀōƻǳǘπŘŜƭƻƛǧŜκŀǊǝŎƭŜǎκǘƘŜπŦǳǘǳǊŜπƻŦπǘƘŜπŎƘƛŜŦπ 
ǎǳǎǘŀƛƴŀōƛƭƛǘȅπƻŶŎŜǊΦƘǘƳƭύΦ  

 
 
 

https://www2.deloitte.com/bg/en/pages/about-deloitte/articles/the-future-of-the-chief-sustainability-officer.html
https://www2.deloitte.com/bg/en/pages/about-deloitte/articles/the-future-of-the-chief-sustainability-officer.html


  

 

 
όƘǧǇǎΥκκŎǊŜŀǘŜƭȅΦŎƻƳκōƭƻƎκŘƛŀƎǊŀƳǎκǘȅǇŜǎπƻŦπƻǊƎŀƴƛȊŀǝƻƴŀƭπŎƘŀǊǘǎκύ  

 
aƛƴŘ aŀǇ 
aƛƴŘ aŀǇǎ ŀǊŜ ŀƭǎƻ ƎƻƻŘ ŦƻǊ ŀƴ ƻǾŜǊǾƛŜǿ ƻŦ ŀ ǘƻǇƛŎ ŀƴŘ ƛǘ ƛǎ ŀ ƎƻƻŘ ǿŀȅ ǘƻ ƭŜǘ ǘƘŜ ƭŜŀǊƴŜǊǎ Řƻ 
ǘƘƛǎ ƻǾŜǊǾƛŜǿ ōȅ ǘƘŜƳǎŜƭǾŜǎΦ aƛƴŘ aŀǇǎ Ŏŀƴ ōŜ ŀ ǎǳƳƳŀǊȅ ƻŦ ǎǳōƧŜŎǘǎΣ ƳŜǘƘƻŘǎ ŀƴŘ ǎƪƛƭƭǎ ƻǊ 
ŀ ŬǊǎǘ ŎƻƭƭŜŎǝƻƴ ƻŦ ǘƘƻǳƎƘǘǎ ŀƴŘ ŀƭǊŜŀŘȅ ŜȄƛǎǝƴƎ ƪƴƻǿƭŜŘƎŜ ƛƴ ǘƘŜ ƭŜŀǊƴŜǊ ƎǊƻǳǇΦ  
 
Iƻǿ ǿƛƭƭ ȅƻǳ ƻǊƎŀƴƛȊŜ ȅƻǳǊ ōǳǎƛƴŜǎǎ ǘƻ ŀŘŘǊŜǎǎ ǘƘŜ {ǳǎǘŀƛƴŀōƭŜ 5ŜǾŜƭƻǇƳŜƴǘ DƻŀƭǎΚ 

 
ƘǧǇǎΥκκƎƻƎŜƻƳŜǘǊȅΦŎƻƳκƳƛƴŘƳŀǇκǎŘƎπǎǳǎǘŀƛƴŀōƭŜπŘŜǾŜƭƻǇƳŜƴǘπƎƻŀƭǎπƳƛƴŘπƳŀǇΦƘǘƳ  

https://creately.com/blog/diagrams/types-of-organizational-charts/


  

 

 
LŎŜōǊŜŀƪŜǊ 
 
¢ƘŜ LŎŜōǊŜŀƪŜǊ Ŏŀƴ ōŜ ŀ ƪƛƴŘ ƻŦ ŜȄŜǊŎƛǎŜ ƻǊ ǎƻƳŜ ǇŜŘŀƎƻƎƛŎŀƭ ƎŀƳŜΣ ǿƘŜǊŜ ǘƘŜ ƎǊƻǳǇ Ŏŀƴ ƎŜǘ 
ŀ ǎƻƊ ǎǘŀǊǘ ƛƴ ǘƘŜ ŎƻƳƛƴƎ ƭŜǎǎƻƴ ǳƴƛǘΦ tŜƻǇƭŜ ƻŦ ǘƘŜ ƎǊƻǳǇ Ŏŀƴ ƎŜǘ ǘƻ ƪƴƻǿ ŜŀŎƘ ƻǘƘŜǊΣ ŀƴŘ ȅƻǳ 
Ŏŀƴ ǎŜǘ ŀ ŬǊǎǘ ƛŘŜŀ ƻŦ ǘƘŜ ǎǳōƧŜŎǘ ŀǊŜŀΦ  
 
±ƛŘŜƻΥ Ƴȅ IŀǊƛōƻ ǎǘƻǊȅΚ 
 
 
 

¢ƘŜ ŜȄŀƳ 
 
tǊŜǎŜƴǘŀǝƻƴ ƻŦ ǘƘŜ ǇǊƻŎŜǎǎ ǘǊŀƴǎŦƻǊƳƛƴƎ ōǳǎƛƴŜǎǎ ƛŘŜŀ ƛƴǘƻ ŎƻƳǇŀƴȅΣ ǿƘŀǘ ƘŀǾŜ ǿŜ 
ǇǊŀŎǝŎŜŘ ƛƴ ŀƴ ŜȄŜǊŎƛǎŜΦ  
 
²ǊƛǧŜƴ ŜȄŀƳΣ ŀƴǎǿŜǊƛƴƎ ǘǿƻ ǉǳŜǎǝƻƴǎΥ 
мύΦ ²Ƙŀǘ ƭŜƎŀƭ ƻǊƎŀƴƛȊŀǝƻƴŀƭ ŦƻǊƳ ǿƛƭƭ ȅƻǳ ŎƘƻƻǎŜ ŦƻǊ ȅƻǳǊ ōǳǎƛƴŜǎǎ ƛŘŜŀΚ 
нύΦ Iƻǿ ǿƛƭƭ ȅƻǳ ƛƴŎƭǳŘŜ ŀƴŘ ƳŀƴŀƎŜ ǇŜǊǎƻƴƴŜƭΚ 
 
¢ƘŜ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ ƪƴƻǿ ǘƻ ŎǊŜŀǘŜ ǘƘŜ ǊŜƭŜǾŀƴǘ ǇŀǊǘ ƻŦ ǘƘŜ ōǳǎƛƴŜǎǎ Ǉƭŀƴ ŀōƻǳǘ Ƙƻǿ ǘƻ 
ƻǊƎŀƴƛȊŜ ǘƘŜƛǊ ƛŘŜŀǎ ƛƴǘƻ ōǳǎƛƴŜǎǎΦ !ǎ ŀ ŎŜƴǘǊŀƭ ŜȄŜǊŎƛǎŜ ǘƘŜ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ ǇǊŜǎŜƴǘ ǘƘŜ ǊŜǎǳƭǘǎ 
ǘƻ ŜŀŎƘ ƻǘƘŜǊ ƛƴ ǘƘŜ ƎǊƻǳǇΦ 
 
 
 
 
 

{ǳƳƳŀǊȅ 
 

¢ƘŜ ŎƻǊŜ ǘƻǇƛŎǎ ƻŦ ǘƘƛǎ ƳƻŘǳƭŜ ŀǊŜ ǘƻΥ 

 

¶ learn the organization forms and structures in connection with the personnel, 

¶ learn main characteristics of legal forms and organizations of social economy in 
Europe, 

¶ to learn the most common forms of organization of social enterprises in Slovenia, 

¶ to select a legal structure for participants social enterprise, 

¶ to organize the participants idea into business, 
¶ to learn about organizational and management skills, 

¶ to be able to organize and manage the company in an ethical, socially responsible and 
sustainable way in a holistorous and successful manner. This means that the company 
is organized in such a way as to produce results that, in addition to economic and 
management impact, also has positive social and environmental impact impact. 

 
 

[ƛǘŜǊŀǘǳǊŜ  

http://kodvig.si/kdo-dviguje/322-2/


  

 

 
wŜŦŜǊŜƴŎŜǎ ŦƻǊ ǘǊŀƛƴŜǊǎκ ƭŜŀǊƴŜǊǎ ŦƻǊ ŀ ŘŜŜǇŜǊ ǳƴŘŜǊǎǘŀƴŘƛƴƎ ƻŦ ǘƘŜ ǘƻǇƛŎǎ ƻŦ ǘƘŜ ƳƻŘǳƭŜǎΦ  
 

- ½ŀƪƻƴ ƻ ǎƻŎƛŀƭƴŜƳ ǇƻŘƧŜǘƴƛǑǘǾǳΦ 
http://www.pisrs.si/Pis.web/pregledPredpisa?id=ZAKO6175. Found 23.3.2023 

- ½ŀƪƻƴ ƻ ǎǇǊŜƳŜƳōŀƘ ƛƴ ŘƻǇƻƭƴƛǘǾŀƘ ½ŀƪƻƴŀ ƻ ǎƻŎƛŀƭƴŜƳ ǇƻŘƧŜǘƴƛǑǘǾǳΦ  
- https://www.uradni-list.si/glasilo-uradni-list-rs/vsebina/2018-01-0545/zakon-o-

spremembah-in-dopolnitvah-zakona-o-socialnem-podjetnistvu-zsocp-a. Found 
23.3.2023. 

- 9ǾǊƻǇǎƪŀ ŘƛǊŜƪǘƛǾŀ ƻ ǘǊŀƧƴƻǎǘƴŜƳ ǇƻǊƻőŀƴƧǳ https://eur-lex.europa.eu/legal-
content/EN/TXT/?uri=CELEX%3A32022L2464.  

- hǊƎŀƴƛȊŀŎƛƧŀ ƛƴ ƳŜƴŜŘȌƳŜƴǘ ǇƻŘƧŜǘƧŀΦ WŀƴŜȊ .ŀǳŜǊΣ aŀƧŘŀ YǊŀƭƧΣ !ƴǘƻƴ aƛƘŜƭƛőΣ 
.Ǌŀƴƪƻ ~ƪŀŦŀǊΣ !ƴǘƻƴ ±ƻǊƛƴŀΦ Zavod IRC, Ljubljana. 2009. 

- aŜǊƧŜƴƧŜ ŘǊǳȌōŜƴƛƘ ǳőƛƴƪƻǾ socialnih podjetij. https://www.gov.si/novice/2022-10-
24-merjenje-druzbenih-ucinkov-socialnih-podjetij/. Found 28.3.2023. 

- {ǇƻŘōǳƧŀƴƧŜ ǎƻŎƛŀƭƴŜƎŀ ǇƻŘƧŜǘƴƛǑǘǾŀ ƛƴ ǊŀȊǾƻƧ ǎƻŎƛŀƭƴƛƘ ǇƻŘƧŜǘƛƧ Ǿ {ƭƻǾŜƴƛƧƛΣ 
poglobljeni pregled politik. 
https://www.gov.si/assets/ministrstva/MGTS/Dokumenti/DRR/socialno-
podjetnistvo/Spodbujanje-socialnega-podjetnistva-in-razvoj-socialnih-podjetij-v-
Sloveniji-poglobljeni-pregled-politik_junij-2022.pdf. Found 28.3.2023. 

- Boosting social entrepreneurship and social enterprise development in Slovenia. 
https://www.oecd.org/publications/boosting-social-entrepreneurship-and-social-
enterprise-development-in-slovenia-8ea2b761-en.htm. Found 28.3.2023. 

- 7  Types of Organizational Structures (Organizational Chart Types) for Different 
Scenarios  https://creately.com/blog/diagrams/types-of-organizational-charts/. 
Found 28.3.2023 

- Slovenia Economic Snapshot. https://www.oecd.org/economy/slovenia-economic-
snapshot/. Found 28.3.2023. 

- bŀȊƛǾ ǇǳōƭƛƪŀŎƛƧŜΥ ±ŜǘŜǊ Ǿ ƧŀŘǊŀ ǎƻŎƛŀƭƴŜ ŜƪƻƴƻƳƛƧŜΥ tǊƛǊƻőƴƛƪ Ȋŀ ƪǊŜǇƛǘŜǾ ƪƻƳǇŜǘŜƴŎ 
ŘŜƭŜȌƴƛƪƻǾ ƛƴ ǎǘǊƻƪƻǾƴŜƎŀ ƪŀŘǊŀ Ǿ ǇƻŘǇƻǊƴŜƳ ƻƪƻƭƧǳ Ȋŀ ǊŀȊǾƻƧ ǎƻŎƛŀƭƴŜ ŜƪƻƴƻƳƛƧŜΦ 
https://www.dlib.si/stream/URN:NBN:SI:DOC-1JHKPVOX/89eb852b-b543-4a75-
b821-b31ed0aa24dd/PDF. Najdeno 28.3.2023. 

- Designing Legal Frameworks for Social Enterprises. https://www.oecd-
ilibrary.org/docserver/172b60b2-
en.pdf?expires=1681658443&id=id&accname=guest&checksum=94849B472E1F8EAC
416BBC79E9264FC4.  Found 16.4.2023  

- {ƻŎƛŀƭƴƻ ǇƻŘƧŜǘƴƛǑǘǾƻΦ https://www.ora.si/index.php/socialno-podjetnistvo/. Found 
16.4.2023 

- Evidenca socialnih podjetij. https://podatki.gov.si/dataset/evidenca-socialnih-podjetij. 
Found 16.4.2023 

- https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-
economy/social-economy-eu/social-enterprises_en. Found 16.4.2023  

- Major Forms of Business Organizations. (https://www.indeed.com/career-
advice/career-development/forms-of-businesses). Found 16.4.2023. 

- What is the Legal structure?  https://www.the-sse.org/resources/starting/selecting-
a-legal-structure-for-your-social-enterprise/. Found 16.4.2023. 

- Human Resources Management. https://www.the-sse.org/resources/starting/an-
introduction-to-hr-for-social-entrepreneurs/. Found 16.4.2023. 

http://www.pisrs.si/Pis.web/pregledPredpisa?id=ZAKO6175
https://www.uradni-list.si/glasilo-uradni-list-rs/vsebina/2018-01-0545/zakon-o-spremembah-in-dopolnitvah-zakona-o-socialnem-podjetnistvu-zsocp-a.%20Found%2023.3.2023
https://www.uradni-list.si/glasilo-uradni-list-rs/vsebina/2018-01-0545/zakon-o-spremembah-in-dopolnitvah-zakona-o-socialnem-podjetnistvu-zsocp-a.%20Found%2023.3.2023
https://www.uradni-list.si/glasilo-uradni-list-rs/vsebina/2018-01-0545/zakon-o-spremembah-in-dopolnitvah-zakona-o-socialnem-podjetnistvu-zsocp-a.%20Found%2023.3.2023
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A32022L2464
https://eur-lex.europa.eu/legal-content/EN/TXT/?uri=CELEX%3A32022L2464
https://www.gov.si/novice/2022-10-24-merjenje-druzbenih-ucinkov-socialnih-podjetij/
https://www.gov.si/novice/2022-10-24-merjenje-druzbenih-ucinkov-socialnih-podjetij/
https://www.gov.si/assets/ministrstva/MGTS/Dokumenti/DRR/socialno-podjetnistvo/Spodbujanje-socialnega-podjetnistva-in-razvoj-socialnih-podjetij-v-Sloveniji-poglobljeni-pregled-politik_junij-2022.pdf.%20Found%2028.3.2023
https://www.gov.si/assets/ministrstva/MGTS/Dokumenti/DRR/socialno-podjetnistvo/Spodbujanje-socialnega-podjetnistva-in-razvoj-socialnih-podjetij-v-Sloveniji-poglobljeni-pregled-politik_junij-2022.pdf.%20Found%2028.3.2023
https://www.gov.si/assets/ministrstva/MGTS/Dokumenti/DRR/socialno-podjetnistvo/Spodbujanje-socialnega-podjetnistva-in-razvoj-socialnih-podjetij-v-Sloveniji-poglobljeni-pregled-politik_junij-2022.pdf.%20Found%2028.3.2023
https://www.oecd.org/publications/boosting-social-entrepreneurship-and-social-enterprise-development-in-slovenia-8ea2b761-en.htm.%20Found%2028.3.2023
https://www.oecd.org/publications/boosting-social-entrepreneurship-and-social-enterprise-development-in-slovenia-8ea2b761-en.htm.%20Found%2028.3.2023
https://creately.com/blog/diagrams/types-of-organizational-charts/
https://www.dlib.si/stream/URN:NBN:SI:DOC-1JHKPVOX/89eb852b-b543-4a75-b821-b31ed0aa24dd/PDF
https://www.dlib.si/stream/URN:NBN:SI:DOC-1JHKPVOX/89eb852b-b543-4a75-b821-b31ed0aa24dd/PDF
https://www.oecd-ilibrary.org/docserver/172b60b2-en.pdf?expires=1681658443&id=id&accname=guest&checksum=94849B472E1F8EAC416BBC79E9264FC4
https://www.oecd-ilibrary.org/docserver/172b60b2-en.pdf?expires=1681658443&id=id&accname=guest&checksum=94849B472E1F8EAC416BBC79E9264FC4
https://www.oecd-ilibrary.org/docserver/172b60b2-en.pdf?expires=1681658443&id=id&accname=guest&checksum=94849B472E1F8EAC416BBC79E9264FC4
https://www.oecd-ilibrary.org/docserver/172b60b2-en.pdf?expires=1681658443&id=id&accname=guest&checksum=94849B472E1F8EAC416BBC79E9264FC4
https://www.ora.si/index.php/socialno-podjetnistvo/
https://podatki.gov.si/dataset/evidenca-socialnih-podjetij
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://single-market-economy.ec.europa.eu/sectors/proximity-and-social-economy/social-economy-eu/social-enterprises_en
https://www.indeed.com/career-advice/career-development/forms-of-businesses
https://www.indeed.com/career-advice/career-development/forms-of-businesses
https://www.the-sse.org/resources/starting/selecting-a-legal-structure-for-your-social-enterprise/
https://www.the-sse.org/resources/starting/selecting-a-legal-structure-for-your-social-enterprise/
https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/
https://www.the-sse.org/resources/starting/an-introduction-to-hr-for-social-entrepreneurs/


  

 

- th¢h2!bΣ ±ƻƧƪƻ ƛƴ b959[YhΣ ½ƭŀǘƪƻΣ нлннΣ aŀƴŀƎŜƳŜƴǘ ƻǊƎŀƴƛȊŀŎƛƧΥ ǳőōŜƴƛƪ ώƴŀ 
ǎǇƭŜǘǳϐΦ aŀǊƛōƻǊΥ ¦ƴƛǾŜǊȊŀ Ǿ aŀǊƛōƻǊǳΣ ¦ƴƛǾŜǊȊƛǘŜǘƴŀ ȊŀƭƻȌōŀΦ ώ5ƻǎǘƻǇŀƴƻ мл ŀǇǊƛƭ 
2023]. ISBN 978-961-286-574-0. Found 18.4.2023: 
https://dk.um.si/Dokument.php?id=156809&lang=slv  

- Social Economy Action Plan. Found 18.4.2023. 
https://ec.europa.eu/social/main.jsp?catId=1537&langId=en.    

- Social entrepreneurship in Slovenia. Found 17.4.2023.   
https://www.gov.si/en/topics/social-entrepreneurship/.  

 

¢ǊŀƛƴŜǊǎ bƻǘŜǎ 
 
Í Theoretical knowledge on social economy in Europe 
Í At least 3 years of experience on social economy practice 
Í Didactical skills 
Í Ability to motivate participants 
Í Ability to manage group work and exercises 

 

Module 8 The 
opportunities and 

risks 
 

https://dk.um.si/Dokument.php?id=156809&lang=slv
https://ec.europa.eu/social/main.jsp?catId=1537&langId=en
https://www.gov.si/en/topics/social-entrepreneurship/


  

 

 
 

LƴǘǊƻŘǳŎǝƻƴ ǿƛǘƘ ƳƻŘǳƭŜ ŘŜǎŎǊƛǇǝƻƴ 

 

aƻŘǳƭŜ у hǇǇƻǊǘǳƴƛǝŜǎ ŀƴŘ Ǌƛǎƪǎ ƛǎ ǇŀǊǘ ƻŦ ǘƘŜ ǘǊŀƛƴƛƴƎ ǎƛƴŎŜ ōƻǘƘ ǘƘŜ ǘǊŀƛƴŜǊǎ ŀƴŘ ǘǊŀƛƴŜŜǎ 
ǎƘƻǳǘ ǊŜŎƻƎƴƛȊŜ ǘƘŜ ŀŘǾŀƴǘŀƎŜǎ ŀƴŘ Ǌƛǎƪǎ ƻŦ ǘǊŀƛƴŜŜǎΩ ōǳǎƛƴŜǎǎ ƛŘŜŀΦ 

{ƻƊ ǎƪƛƭƭǎ ǘƘŀǘ ǘǊŀƛƴŜŜǎ ǎƘƻǳƭŘ ƘŀǾŜ ōŜŜƴ ŀōƛƭƛǘȅ ǘƻ ŀƴŀƭȅȊŜ ǘƘŜ ƳŀǊƪŜǘ ŀƴŘ ŎƻƳǇŜǝǝƻƴ 
όƳŀǇǇƛƴƎΣ ƭƛǘŜǊŀǘǳǊŜ ǊŜǾƛŜǿΣ ƪŜȅǿƻǊŘ ǎŜŀǊŎƘΣ ƳŀƪƛƴƎ {ǿƻǘ ŀƴŀƭȅǎƛǎΣ ŦǳǘǳǊŜ ǎŎŜƴŀǊƛƻ ōǳƛƭŘƛƴƎύΣ 
ǎȅǎǘŜƳŀǝŎƛǘȅΣ ŀƴŘ ŜƴǘǊŜǇǊŜƴŜǳǊƛŀƭ ǘƘƛƴƪƛƴƎΦ  

 

CǳǊǘƘŜǊƳƻǊŜΥ 

 

9ƴǘǊŜǇǊŜƴŜǳǊǎƘƛǇ ǎƪƛƭƭǎΥ 

[ƛŎŜƴǎŜ ŦǊŜŜ ŦǊƻƳ tƛȄŀōŀȅΦŎƻƳ 




























































































































