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Introduction
This Workbook and the various exercises within it will help develop your 

enterprise awareness and provide you with the knowledge to start your own 
business. Key concepts are examined that will enable you to understand 

some of the key issues. The exercises will require you to consider theories 
and ideas that align with each topic but, importantly, you will be expected 
to make parallels with your own experience in preparing for, and launching, 

your business.
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Section 1
Business Enterprise 
Basics
Once you’ve completed this section please go to the Enterprise Awareness Information and 
Activities module for further related information sheets, activities and templates.
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Starting a Business Enterprise

Activity:

What do you understand by the term enterprise?

The Merriam-Webster Dictionary describes enterprise as:

a. A unit of economic organization or activity especially a business organization.
b. A systematic purposeful activity.
c. A project or undertaking that is especially difficult, complicated, or risky.
d. Readiness to engage in daring or difficult action or initiative.

Enterprise is a feature of all organisations. However, enterprise principles that relate to starting 
a small business are the main focus of this unit and we will examine various issues relevant to 
preparation for and starting a small business.

Initial Considerations

Starting a new business can be exciting but also daunting and requires careful preparation. 
Preparatory work should culminate in producing a business plan which will be your ‘roadmap’ for 
launching the business. Business planning requires you to develop a clear picture in your mind 
of what you want your business to look like, including anticipating the challenges and putting in 
place what is required to operate successfully.

The following questions should help you decide if starting and running a small business enterprise 
is for you.

• Do you have a passion and relevant experience for the sector in which you intend to 
operate?

• Do you relish making your own decisions and taking responsibility?
• Do you thrive on challenges?
• Are you self-disciplined and motivated to keep going through difficult periods?
• Are you prepared to work long hours including weekends?
• Are you comfortable with risk, including the risk of the business failing?
• Do you have enough savings or alternative income to live off whilst establishing your 

business?
• Could you cope with fluctuations in income?
• If you have a family, do they understand and accept the likely the demands on your time?
• Are you willing to invest time developing your skills and knowledge for running your 

business?

If you answered ‘no’ to any of the above questions, then you may need to think very carefully if 
now is the right time for you to be starting your business
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Gathering Advice about Self Employment / Running Your Own Business 

Activity:

Undertake an online search to establish sources of advice and guidance regarding starting your 
own business.

Advice is available from both Government-sponsored and private sources. Much of it is free but 
specialist professional advice, such as from solicitors and accountants, will need to be paid for.

One way to gain real insight into the demands, benefits and drawbacks of self- employment is by 
speaking to people you know and trust who are already self- employed.
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Activity:

Make a short list of people you could ask about their experiences of self-employment. Speak to at 
least 3 of them and record the key points from your discussions.

Business Planning

Activity:

What would you expect to be covered in a business plan for a small business start-up?



7

This section provides a brief overview of your proposed business 
and summarises the key points of the document. It should be 
succinct, realistic and no longer than 2 pages. It should state:

• Who you are
• Your strengths
• Your vision
• Experience and any relevant qualifications
• What you plan to sell
• Your legal status (e.g. sole trader/partnership etc)
• Your business sector and target market
• Your USP(s) (unique selling point(s))
• Your competition
• Why people will buy from you (rather than the competition)
• An explanation of the viability of your offering, with 

supporting evidence

Explain why you are starting a new business and what you want to 
get from the business including:

• Whether you will run the business part or full time
• The income you expect to generate and when you intend 

to draw funds from the business
• Your main goals and objectives

Strengths: What you are good at and how you might take 
advantage of your strengths in your business?

Weaknesses: What skills and experience gaps you have?

Opportunities: What opportunities do you have, particularly 
those arising from your strengths?

Threats: What threats are there that will impede your likelihood of 
business success?

Strengths: What is your business able to do well and what 
advantages arise from your strengths over competitors? 

Weaknesses: What might your business not be so good at and 
what advantages do your competitors have over your business?

Opportunities: How might you increase your business and how 
might your business be improved? 

Threats: What are the risks and or reasons you could lose 
business?

Executive Summary

Typical sections in a business plan include:

Goals and objectives

Analysis of your personal 
strengths and weaknesses

Business strengths and 
weaknesses
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Include a clear definition of your target market including for 
example:

• The nature of the market – regional, national international
• The sector you will be operating in
• The market size and how you have measured the market size
• The proportion of the market you propose to take
• Any significant drivers or trends in the market
• Details of any indicators of the product or service viability
• The types of customers you will target and their buying habits

Outline who your direct and indirect competitors are and details 
of their approach to the market including:

• How many competitors there are
• Where and how they operate
• What they offer and at what price
• A summary of their strengths and weaknesses
• Their product or service features and benefits
• How you compare and how you propose to compete

Provide detailed proposals for how you intend to bring your 
product or service to market including:

• Sales outlet(s) such as via a shop or shops, internet sales, 
catalogues etc.

• Communications with the market and advertising
• Website
• Logos
• Signage
• Promotions
• Who will be selling, their training and experience

Detail:

• Your role (attach your cv)
• Any team member roles and responsibilities and experience
• Recruitment strategy

Explain where and how you intend to operate including:

• Suitability of premises
• IT systems
• Passing trade
• Requirements to comply with legislation such as: H&S, weights 

and measures, labelling, licensing, planning permissions, data 
protection etc.

• Production strategy
• Stock and quality management

Your Market and Market 
Research

Your Competition

Sales and Marketing

Your Team

Operations
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This is an important section and needs to convince financial 
backers of the viability and likely profitability of the business. 
Present and explain:

• Your personal survival budget
• Initial start-up costs and any capital expenditure
• Any security you can offer against loans
• Fixed and variable costs
• Selling price and rationale for it
• Cash flow forecast
• Break even analysis
• Projected profit and loss account

Finance

The business plan should be bound appropriately with a contents page, be thoroughly proof 
read and be presented in a professional way, including using a standard type font such as Arial or 
Times New Roman.

Activity:

Appendix 1 contains a blank template for drafting a business plan for you to complete either as 
you work through this workbook or at the end.

Activity:

One of the first questions to answer is what products and/or services am I going to offer? Describe 
succinctly what your new business will offer.
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Understanding the Enterprise Environment

Private Sector Organisations

Private Sector organisations operate privately to make a profit with income generated from the 
sale of their products or services. Although many private sector firms are owned and controlled by 
individual business people, many are owned by groups of people. The private sector includes sole 
traders, partnerships, limited companies and public limited companies.

Enterprises may be set up with different types of enterprise structure and legal frameworks that 
affect the way they operate and how profits are distributed. Issues include who shares in the 
profits and losses, what and how tax is paid, who is liable and to what extent for debts of the 
enterprise, and how the business might interact with investors, creditors (i.e. people to whom the 
business owes money) and employees.

Enterprise Structures

The main legal structures or frameworks for business enterprises in the UK are:

Sole Traders

Operating as a sole trader is uncomplicated and straightforward in structure, consisting of an 
individual who owns and runs the business him or herself (albeit they can employ people). A sole 
trader is personally liable for the debts of the business, but has all the profits. The owner pays 
income tax on net profit via the Inland Revenue's Self-Assessment system.

Partnerships

A partnership is where 2 or more people come together for the purpose of operating a business 
enterprise. The partners share the profits on the basis of their ownership (often, but not 
necessarily, 50:50) and are personally liable for any debts of the business enterprise. There is an 
exception to having this personal liability for partnerships where a different legal entity, a ‘Limited 
Liability Partnership (LLP)’ is formed. In the case of LLPs, partners’ liability for business debt 
extends to the amount of investment they have made into the partnership.

Partnership agreements are usually drawn up to cover such issues as:

• Profit-sharing
• Drawings (money drawn out of the business for personal use)
• Benefits in kind
• Interest paid on capital invested in the partnership
• Dissolution of the partnership.
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Limited Companies

The main difference between limited companies and sole traders/ partnerships is that they are 
a separate legal entity in that the extent of any liability is limited either ‘by guarantee’ or to the 
‘unpaid value of shares’. Profits and losses belong to the company rather than individuals. Limited 
companies offer a good basis for expansion and are more attractive to outside investors. 

The main types of limited company are:

• Private Limited Company (limited by shares) – liability is limited to the amount unpaid on 
directors’ shares. Most UK companies are private companies limited by shares.

• Private Limited Company (limited by guarantee) – liability is limited to the amount of 
share-holding that directors have guaranteed to add to company assets if the company is 
dissolved.

• Public Limited Company (PLC) – company shares may be offered for sale to the public 
with liability limited to the amount unpaid on shares held by shareholders. A public limited 
company is subject to strict regulation, particularly in relation to the publication of financial 
information. It would require a minimum of £50,000 share capital and shares that may be 
sold and traded freely on an exchange.

By law all limited companies must be registered with the Registrar of Companies. The Registrar 
holds records of all UK private and public limited companies, their shareholders, directors and 
financial reports. The information held is available to the public.

Franchises

A franchise is a formal agreement for someone to sell a company’s products or services in a 
particular place, in exchange for a payment or part of the profits (Macmillan). In reality business 
franchising is where the franchisor (an individual or more usually an organisation) licenses another, 
the franchisee to operate a business enterprise using the brand, systems and business model 
of the franchisor. Granting of franchises allows a business to grow rapidly without having to 
invest and run additional outlets directly. Franchisees benefit from operating under the umbrella 
provided by the franchisor including having use of the established brand, ideas, advertising, 
support, training and purchasing etc.

The franchise is owned and operated by the franchisee. Although, the franchisor controls the 
way in which products and services are marketed and sold, along with ensuring that the quality 
standards are met to preserve their brand image.

It is recommended that you take advice from a solicitor or accountant as to what type of 
enterprise structure would be right for your business.
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Activity:

Note below what type of structure you are drawn to for your business and why.

Defining what your Enterprise Does – The Vision Statement

Most organisations have a vision statement that defines its purpose. Vision statements are the 
words chosen to convey the strategic direction of the business, communicating the intentions of 
the business to those people who have an interest in the business.
The term commonly used for people with an interest in a business is ‘stakeholder’.

Vision Statements define the business’ purpose, reflecting the values of the organisation. For 
employees, it gives direction about how they are expected to behave and inspires them to give 
their best. Shared with customers, it shapes customers' understanding of why they should work 
with the organisation. For example, look at the Vision Statement of the largest fast-food company 
in the World, McDonald’s:

‘McDonald’s vision is to be the world’s best quick service restaurant experience. Being the 
best means providing outstanding quality, service, cleanliness, and value, so that we make 
every customer in every restaurant smile’

Activity:

Capture below suitable words and phrases that relate to the vision you have for your business.
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Business Goals and Objectives

Once a vision has been formulated it is usual to have a set of goals and objectives, which set out 
the ‘big picture’ for what the business is seeking to achieve.

Goals are high-level targets that a business seeks to achieve over the long-term (3-5 years). Whilst 
goals are usually quite difficult to measure and quantify, they set the direction of the business and 
support the mission statement.

Well-constructed objectives should incorporate their own performance indicators.

Example

A business goal:

‘To create an easily found and searchable web presence to promote and sell our products’.

A business objective arising from the above business goal:

‘By the end of July 20XX, the business’ main website will be designed, and launched to the 
web and optimised to achieve 1000 hits and 50 unit sales per month by October 20XX’.

Activity:

Create a goal to capture what income you expect to generate from your business and 2 objectives 
relating to how you will generate that income.

Then list any other main goals and objectives that are relevant for your business
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Business Risks

Business risks include the possibility a business will make less profit than expected or possibly 
make a loss. Many factors contribute to risk in businesses such as reduced sales, increasing costs, 
actions by competitors, legislation and new regulations. Interest rates on loans may vary and 
sudden increases could be significant. Reduced access to resources and materials could make a 
big impact as could transport, weather and issues in relation to your business reputation. Market 
demand or access may change suddenly. If you become ill or unable to work for some other 
reason your income will be affected. Risks are a fact of life for anyone in business, the key issue 
is to be aware of risks that do, or might impact your business and have a plan of how you would 
react to those risks.

Activity:

What risks are inherent in your business and what action could you take if each of them came into 
being?

Risk Action to minimise the impact
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Lifestyle Issues Related to Running your own Business

Running your own business provides you with the independence and flexibility to manage 
where and when you work. The opportunity to work from home may be important as might the 
opportunity to do something you are passionate about or even live in a location that you find 
appealing. However, you may find yourself working harder and longer hours than ever. People 
who are self-employed do tend to work longer hours than those working for a company, even 
when their original intention in starting the business was not to. You will have deadlines and if you 
are working on your own you may have little or no support in busy periods.

Levels of income will fluctuate possibly making financial planning more challenging than for those 
in full time employment. You will not have employer provided benefits which means you will 
invariably lose income whenever you are sick or take holidays.

You will need to be ready to accept change and live with a degree of uncertainty, whist being 
prepared to ‘go the extra mile’ to win customers and deliver your product or service.

Internal and External Influences on an Enterprise

Much that happens in an enterprise is because of internal and external influences and many 
changes to businesses are as a result of something happening elsewhere. In every organisation 
there are many things that can influence or initiate change - these are often called ‘change 
drivers’.

Activity: 

List internal and external influences on your own/proposed business.




