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Concept the Market This module helps participants recognize opportunities and identify which
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1 Exploring Module 3: Setting Financial Goals
EntreprEneitil Module 3 concludes the business concept analysis portion of this program.
Participants will identify personal financial goals to determine the financial
feasibility of their business concept. In addition, they will consider start-up
costs and potential funding sources.

Module 4: Planning the Product/Service

Participants begin the development of their Business Plan by focusing on their product/service. They learn to
describe their product/service in terms of its benefits and to identify their competitive advantage in the marketplace.
They also learn to protect the intellectual property of their business.

Module 5: Researching and Analyzing the Market

Based on their market research, participants will create a profile of their industry, competition, and target market.
They will then identify their competitive advantage, target market, and pricing strategies. As a result of this
market analysis, participants will be able to position their business to compete effectively.

Module 6: Reaching the Market

Participants create an image or brand identity for their product or service to help them reach their identified target
market. They consider strategies to promote and sell their product or service to their target market, including
advertising, publicity, promotions, and personal sales.

Module 7: Building the Organization and Team
Key factors influencing the selection of a legal form of business are examined. Participants identify roles and

duties of the organization’s management team. They consi
hire employees, and build a network of advisers.

Module 8: Planning for a Profitable Business

Participants will estimate sales, inventory, and expenses using the electronic
Financial Template, which automatically produces financial statements and ratios.
They will compare their projected Income Statement to their financial goals and make
adjustments.
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Module 9: Monitoring Cash Flow and Seeking Funds
Using the Financial Template, participants explore the cash flow the business needs to '
operate and grow as projected. Participants investigate potential funding sources to 7
determine the most realistic opportunities for funds. They also explore ways to monitor % 14 | MAKING YOUR

ongoing cash needs using various tools. R . ey
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Module 10: Implementing Next Steps

Participants apply the finishing touches to their Business Plan, evaluate feasibility, and
compare it to their personal vision. During the final session, participants present their
plans, discuss next steps, reflect on the value of the business planning process, and
celebrate their accomplishments.




