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1. Entrepreneurship 

Entrepreneurship is the process of identifying a need or opportunity and taking action 
to create something valuable4whether it is a product, service, or community initiative. 
Entrepreneurs are people who do not wait for others to solve problems; they step 
forward themselves, using creativity, planning, and determination. Far beyond simply 
starting a business, entrepreneurship is a force for positive change. It drives 
innovation, creates jobs, and empowers individuals and communities to grow and 
thrive. By developing an entrepreneurial mindset and learning practical skills4from 
idea generation to pitching4anyone can discover their potential to make a meaningful 
impact.



KpĞ C¾µcpáøì
By the end of this learning module, participants will be able to:

1 Define Entrepreneurship and Its 
Purpose

Understand what entrepreneurship 
means and why it is important in society.

Recognise that entrepreneurship is not 
only about starting businesses but also 
about solving problems and driving 
positive change.

2 Identify Types of Entrepreneurs
Describe different types of 
entrepreneurs, including social, tech, 
green, creative, and youth entrepreneurs.

Reflect on which type(s) of 
entrepreneurship align with their own 
interests and values.

3 Develop an Entrepreneurial 
Mindset

Explore key characteristics such as 
initiative, creativity, risk-taking, resilience, 
problem-solving, and vision.

Assess personal strengths and areas for 
growth related to these qualities.

4 Generate and Evaluate Business 
Ideas

Practice creative thinking techniques 
such as SCAMPER, mind mapping, and 
observation.

Learn how to identify real-world 
problems and turn them into 
opportunities.

Understand the importance of validating 
ideas by gathering feedback from 
potential users.



Lpaäµ�µ� Ob¥pcø�ėpì C¾µø�µĀpj

1 C¾µjĀcø Maä¨pø Rpìpaäc� aµj 
Uµjpäìøaµj CĀìø¾³päì

Learn how to define a target audience 
using demographics and 
psychographics.

Explore simple market research methods 
such as surveys and interviews.

Create a customer persona to guide 
product or service development.

2 Dpėp«¾á a Bäaµj Ijpµø�øĞ
Understand what makes a brand 
memorable, trustworthy, and appealing.

Learn how to create a business name, 
logo, and brand values that reflect their 
mission.

Explore marketing channels including 
social media, word of mouth, and local 
advertising.

3 Aáá«Ğ ø�p 4Pì ¾� Maä¨pø�µ�
Define product, price, place, and 
promotion for their business idea.

Plan how to communicate the value of 
their idea to customers effectively.

4 BĀ�«j C¾µ��jpµcp �µ P�øc��µ� aµj 
Päpìpµøaø�¾µ

Learn how to craft a clear and 
compelling elevator pitch.

Practice public speaking techniques to 
deliver ideas confidently.

Create simple visual aids to support their 
message during presentations.

Maä¨pø Rpìpaäc�

CĀìø¾³pä 
Ppäì¾µaì

Bäaµj Ijpµø�øĞ

4Pì Maä¨pø�µ�

P�øc� 
C¾µ��jpµcp



What Is Entrepreneurship?
Entrepreneurship is the process of identifying a need or opportunity, developing a new idea or solution, and 
taking initiative to turn that idea into something real and useful4often in the form of a business, product, 
service, or community initiative. It involves planning, risk-taking, innovation, and determination. An 
entrepreneur is someone who sees a problem or gap and says, "I can do something about this." 
Entrepreneurs do not wait for others to act4they take the first step themselves.

What Is Entrepreneurship?

Ijpµø��Ğ 
Oáá¾äøĀµ�øĞ

P«aµ aµj 
EĝpcĀøpDpėp«¾á 

S¾«Āø�¾µ
Ta¨p Iµ�ø�aø�ėp



T�p I³áacø ¾� EµøäpáäpµpĀäì��á
Entrepreneurship is more than just starting a business. It is a force for change. Entrepreneurs contribute to 
society in a variety of ways:

Pä¾b«p³ S¾«ė�µ�
They solve problems that 
others ignore.

Iµµ¾ėaø�¾µ
They create new products or 
services that improve 
people's lives.

Ec¾µ¾³�c Gä¾Ęø�
They generate employment 
and support economic 
development.

Lpajpäì��á
They often lead innovation and introduce new 
ways of thinking and doing things.

E³á¾Ępä³pµø
They empower themselves and others, 
particularly in communities where opportunities 
may be limited.

Entrepreneurship also helps young people develop important life skills4such as responsibility, resilience, 
communication, planning, and decision-making4that can benefit them in any career.



Types of Entrepreneurs
Entrepreneurs come from all walks of life and pursue different goals. Here are some broad categories of 
entrepreneurship that you may encounter or even identify with:



S¾c�a« aµj Tpc� EµøäpáäpµpĀäì

S¾c�a« EµøäpáäpµpĀäì
Social entrepreneurs focus on solving social or 
environmental problems. Their aim is to bring 
about positive change in society, even if it is 
not highly profitable. These individuals might 
start organisations that support education, 
healthcare, the environment, or vulnerable 
communities.

Tpc� EµøäpáäpµpĀäì
These are entrepreneurs who use technology 
to create innovative products or services. They 
may develop apps, software platforms, or tools 
that change how we communicate, work, or 
learn. Many well-known global businesses 
began as tech start-ups founded by young 
people with a vision.



Green, Creative, and Youth 
Entrepreneurs

Green 
Entrepreneurs
Green entrepreneurs are 
focused on sustainability 
and the environment. 
They create solutions 
that reduce waste, save 
energy, protect natural 
resources, or promote 
ethical consumption. 
Their businesses are 
often built around the 
idea of making profit 
while protecting the 
planet.

Creative 
Entrepreneurs
These entrepreneurs 
work in the arts, culture, 
fashion, music, or 
design. They turn their 
talents into businesses4
creating original content, 
products, or experiences 
that others value. Many 
young people discover 
entrepreneurship through 
creative projects they are 
passionate about.

Youth 
Entrepreneurs
Youth entrepreneurs are 
young people, often still 
in school or early in their 
careers, who start their 
own ventures. They 
might sell handmade 
products, offer digital 
services, or create small 
businesses based on 
local needs. What sets 
them apart is their 
courage to start early 
and learn by doing.

You do not need to fit into only one of these categories. You may combine elements from each, depending 
on your goals and values.



The Entrepreneurial Mindset
Success in entrepreneurship depends not only on having a good idea but also on how you think and 
approach challenges. This is called the entrepreneurial mindset4a set of attitudes, behaviours, and ways of 
thinking that help entrepreneurs succeed. These qualities are not something you are born with4they can be 
learned, practiced, and strengthened over time.



KpĞ C�aäacøpä�ìø�cì ¾� EµøäpáäpµpĀäì
01

Iµ�ø�aø�ėp
Entrepreneurs act. They do not wait for perfect 
conditions or permission. They see a need and 
decide to address it with what they have.

02

Cäpaø�ė�øĞ
Entrepreneurs think differently. They use 
imagination to find new and better ways of doing 
things. They often combine ideas in unexpected 
ways to create value.

03

R�ì¨-øa¨�µ�
Every decision involves some uncertainty. 
Entrepreneurs are willing to take calculated risks. 
They understand that success is not guaranteed, but 
they move forward anyway because they believe in 
their idea.

04

Rpì�«�pµcp
Failure is part of the journey. Resilient entrepreneurs 
do not give up when things go wrong. They learn 
from mistakes, adapt, and keep moving forward.

05

Pä¾b«p³-ì¾«ė�µ�
Entrepreneurs are constantly faced with problems4
from technical issues to customer concerns. They 
approach these challenges with a practical mindset 
and a focus on finding workable solutions.

06

V�ì�¾µ
Entrepreneurs often see what others do not. They 
imagine a future that is better than the present and 
work hard to bring that vision to life, even when 
others cannot yet see it.



Acø�ė�ø�pì

1

Acø�ė�øĞ 1: Waøc� aµj Rp�«pcø
Find an inspiring video or short documentary. 
After watching, write a short paragraph 
answering these questions:

What challenge did the entrepreneur face?

How did they use their mindset to 
overcome it?

What do you admire most about their 
journey?

2

Acø�ė�øĞ 2: Rpìpaäc� aµj Päpìpµø
Choose an entrepreneur you admire4someone 
local, national, or international. This could be 
someone in fashion, food, tech, education, or 
social change4choose someone you connect 
with. Prepare a short written profile or voice 
recording explaining:

Who they are and what they do

What type of entrepreneur they are

How they demonstrate the entrepreneurial 
mindset

What impact they have made



Ppäì¾µa« Rp�«pcø�¾µ Acø�ė�ø�pì

1

Acø�ė�øĞ 3: Ppäì¾µa« Rp�«pcø�¾µ 3 EµøäpáäpµpĀä�a« Täa�øì
Write a journal entry answering the following:

Which characteristics of the entrepreneurial mindset do I already have?

Which ones do I want to develop further?

Have I ever acted like an entrepreneur in school, in my family, or in the community (e.g. starting a 
fundraiser, organising an event, creating something new)?

What is something I would love to improve or solve in my community, and how might I begin?



Sp«�-Aììpìì³pµø: EµøäpáäpµpĀä�a« 
T��µ¨�µ�
Acø�ė�øĞ 4: "A³ I T��µ¨�µ� L�¨p aµ EµøäpáäpµpĀä?"

Answer the following questions with "Yes" or "No". Be honest4this is only for your personal reflection.

I often notice problems around me and think of ways to solve them.

I like trying out new ideas, even if they might fail.

I enjoy creating or building things from scratch.

I am willing to take risks to achieve something I care about.

I do not give up easily when I face difficulties.

I enjoy working on my own projects or starting new ones.



Generating Business Ideas
If you answered "Yes" to four or more questions, you are already developing an entrepreneurial mindset. If 
you answered "No" to several, do not worry4mindsets can change and grow with effort and practice.

Creativity and Innovation in Entrepreneurship
Every business starts with an idea. But how do you come up with an idea that has real potential? The 
answer lies in creative thinking and observing the world around you with curiosity and purpose. 
Entrepreneurs do not always invent something completely new. Often, they improve an existing product, 
find a better way of doing something, or apply a well-known idea in a different context. The key is to 
recognise unmet needs or problems and respond with a practical, creative solution. Creativity and 
innovation are not limited to artists or inventors4they are essential tools for entrepreneurs. Even if you 
have never thought of yourself as creative, there are simple techniques you can learn and practice. There 
are many ways to encourage your brain to think more creatively. Below are three proven techniques you can 
try right away.



SCAMPER Method
SCAMPER is a simple tool that helps you think about how to change or improve a product or process. Each 
letter stands for a different way of thinking:

S 3 Substitute
What materials or steps can 
be changed?

C 3 Combine
Can you combine two 
products, services, or ideas?

A 3 Adapt
Can you adapt something 
that exists in another field?

M 3 Modify
Can you make it bigger, 
smaller, better?

P 3 Put to another use
Can you use this in a new 
way?

E 3 Eliminate
What can you remove to 
simplify it?

R 3 Reverse/Rearrange
Can you change the order or direction?

Try applying SCAMPER to something you use every day4for example, a backpack, a school desk, or a 
reusable water bottle. What could be changed or improved?



Mind Mapping and Observation

Mind Mapping

Mind mapping is a way of exploring an idea 
visually. Start with a central word in the middle of a 
page4like "community," "youth," or "mobile 
phones"4and draw lines connecting it to related 
ideas, problems, and possible solutions. This helps 
you make connections between things you might 
not normally think about. It is especially useful 
when your thoughts feel scattered and you want to 
organise them.

Observation and Note-Taking

Some of the best ideas come from simply paying 
attention. For one or two days, carry a small 
notebook or use your phone to write down:

Any time you or someone else says, "I wish 
there was a way to..."

Complaints you hear from friends, family, or 
classmates

Things that are frustrating, confusing, or poorly 
designed

Services or items that are missing in your 
school, community, or town

After a few days, review your notes. Do you notice 
any patterns? Do you see problems waiting to be 
solved?



Identifying Problems and Turning Them 
into Opportunities
The foundation of most successful businesses is a simple principle: people pay for solutions. A good 
business idea begins by identifying:

A real problem

A group of people affected by the problem

A possible solution they would find useful or valuable

For example, if many students in your area struggle to access healthy snacks, there may be an opportunity 
to create an affordable and nutritious food service. If people are frustrated by long waits at local offices or 
clinics, a scheduling app or digital queuing system could be useful. If there is waste left after events or 
festivals, a recycling or clean-up service could be both helpful and environmentally friendly. The best ideas 
come from listening, observing, and thinking critically about the world around you.



Idea Validation
Is There a Real Need?

Before putting time, effort, or money into your idea, it is important to test whether people actually want or 
need what you are planning to offer. This is called idea validation. You can validate an idea by:

Talking to Customers
Ask them what they think of 
your idea, whether they would 
use it, and what they would be 
willing to pay.

Running a Survey
Ask questions like: "Have you 
ever had this problem?" or 
"What would make this product 
useful to you?"

Observing Behaviour
Are people already using a 
similar service? Do they 
complain about current 
solutions?

Validation is not about getting permission4it is about learning early. It saves you from building something 
nobody wants and gives you insight into how to make your idea better. You do not need to survey hundreds 
of people. Even ten honest conversations with your target users can give you valuable feedback.



Ijpa Gpµpäaø�¾µ Acø�ė�ø�pì

1

Acø�ė�øĞ 1: Ijpa Gpµpäaø�¾µ 
W¾ä¨ì�ppø (SCAMPER + 
Obìpäėaø�¾µ)
Step 1: Choose a common product or service 
you use regularly4such as a bicycle, school 
bag, or local delivery service.

Step 2: Apply the SCAMPER method. Write 
down one idea for each SCAMPER question.

Step 3: Reflect: Did any of these ideas stand 
out as something useful or interesting?

Step 4: Now, write down three frustrations or 
problems you have noticed in your school, 
home, or community in the past week. Next to 
each, write one potential solution.

This worksheet will help you link creativity with 
observation4a powerful combination for idea 
generation.

2

Acø�ė�øĞ 2: M�µ� C�a««pµ�p 3 P�øc� aµ 
Ijpa �µ 3 Spµøpµcpì
After working through your ideas, choose one 
that you feel most excited about. Now, practice 
writing a short pitch using the structure below:

Sentence 1: Describe the problem you want to 
solve.

Sentence 2: Explain your solution or idea.

Sentence 3: Describe who would benefit from 
it and why it matters.

Example: "Many elderly people in my 
neighbourhood find it difficult to buy fresh 
groceries regularly. I want to create a 
delivery service that brings them healthy 
food once a week, run by local youth 
volunteers. This will help reduce isolation 
and improve their diet while giving young 
people a way to contribute."

This exercise prepares you for communicating 
your ideas clearly and briefly4a key 
entrepreneurial skill.



Rp�«pcø�¾µ QĀpìø�¾µì
Take a few minutes to write answers to the following questions in your journal or notebook:

What new idea came to me during this module that I had not thought about before?

What problems do I see around me that are being ignored?

Who are some people I would want to talk to in order to learn whether my idea is useful?

What would success look like if I actually started working on my idea?



Maä¨pø Rpìpaäc� & Uµjpäìøaµj�µ� 
CĀìø¾³päì
W�aø Iì Maä¨pø Rpìpaäc� aµj W�Ğ D¾pì Iø Maøøpä?

Not every idea works for every person. A successful entrepreneur takes time to understand the people who 
might use or buy their product or service. This process is called market research. Once you have an idea, 
the next step is to ask: Who is this for?

Market research is the act of gathering information about:

Who your potential customers are

What they want, need, or expect

How they currently solve the problem your idea addresses

What products or services they already use (your competitors)

Understanding your market helps you:

Build something that people actually want

Save time and money by avoiding wrong assumptions

Communicate your idea more clearly to the right people

Find ways to offer something better than your competitors

Even if your business idea is small or local, doing simple market research can make a big difference.



Dp��µ�µ� Y¾Āä Taä�pø AĀj�pµcp
Your target audience is the specific group of people who are most likely to use or benefit from your product 
or service. Trying to serve "everyone" usually leads to confusion. Instead, focus on understanding a clearly 
defined group. Two tools that help you do this are demographics and psychographics.

Dp³¾�äaá��cì

Demographics are facts about people such as:

Age range (e.g., 15318, 25335)

Gender

Education level

Location (urban, rural, region)

Occupation or income level

Knowing demographic information helps you 
understand who your customers are in practical 
terms.

PìĞc�¾�äaá��cì

Psychographics are about people's thoughts, 
habits, and lifestyle. This includes:

Interests and hobbies

Personal values

Shopping behaviour (online vs. offline)

Attitudes or opinions about certain topics

Problems or frustrations they face

For example, two people of the same age may 
behave very differently4one might enjoy gaming 
while the other prefers outdoor sports. 
Psychographics help you understand how they 
think and make decisions.

Together, these tools help you build a complete picture of your ideal customer.



Understanding the Competition
In any market, there are usually other people or businesses offering similar products or services. These are 
your competitors. A good entrepreneur does not ignore the competition4they study it. Ask yourself:

Who else is offering something similar?

What are their strengths? (price, design, convenience, etc.)

What are their weaknesses? (poor reviews, slow service, high cost)

What do customers say about them?

What can I offer that they do not?

Studying your competition helps you find ways to stand out. This is called your unique selling point (USP)4
the reason someone would choose your product over others. You do not need to copy others. Instead, use 
what you learn to do something better, cheaper, faster, or more thoughtfully.



S�³á«p Rpìpaäc� Mpø�¾jì 3 SĀäėpĞì aµj 
Iµøpäė�pĘì

Method Description Key Features

Surveys A list of questions sent to a 
group, often with short or 
multiple-choice answers.

" Fast to gather information
" Can be created using tools like 
Google Forms
" Ideal for broader outreach

Interviews One-on-one conversations that 
allow deeper insights into user 
feelings and motivations.

" Allows follow-up questions
" Helps understand customer 
emotions
" More personal approach

T�áì �¾ä G¾¾j SĀäėpĞì:

Ask clear, simple questions

Keep under 5 minutes

Use a mix of yes/no, multiple-choice, and open-ended questions

Sa³á«p QĀpìø�¾µì:

Have you ever faced [the problem your idea solves]?

How often do you use [a similar product]?

What frustrates you most about [current options]?

Would you be interested in a new solution? Why or why not?

T�áì �¾ä G¾¾j Iµøpäė�pĘì:

Choose 5310 people from your target audience

Listen more than you speak

Ask open-ended questions (e.g., "Tell me more about that")

Take notes or record (with permission)

Remember, your goal is to learn4not to sell.



Customer Persona
A customer persona is a fictional character that represents your ideal customer. It is a summary of 
everything you have learned from your market research, written in the form of a short profile. Creating a 
customer persona helps you visualise your customer as a real person with needs, feelings, and habits4not 
just as a number. Here is a simplified example:

CĀìø¾³pä Ppäì¾µa Eĝa³á«p
Name: Jade

Age: 17

Location: Small town, attends secondary school

Interests: Music, fashion, creating social media content

Problem: Finds it hard to find affordable accessories that match her personal style

Goals: Wants to express herself and feel confident

Shopping Habits: Buys mostly through Instagram or small online stores

Everything you create4your product, marketing, design4should be built with your customer persona in 
mind.

Bac¨�ä¾Āµj
Age, location, lifestyle

Nppjì
Affordable, stylish 
accessories

Bp�aė�¾Āäì
Shops via Instagram 

and small stores

G¾a«ì
Express herself and feel 
confident



Maä¨pø Rpìpaäc� Acø�ė�ø�pì

1

Acø�ė�øĞ 1: Cäpaøp a CĀìø¾³pä Ppäì¾µa
Think about your business idea. Now, build a profile of your ideal customer using these guiding points:

Name (fictional)

Age and gender

Where they live or go to school

What they care about or enjoy doing

What problem they face that your business helps solve

Where and how they shop

What motivates them to buy something new

Write this profile in a short paragraph format. It should read like a mini biography.



SĀäėpĞ Dpì��µ Acø�ė�øĞ
Acø�ė�øĞ 2: Dpì��µ a S�¾äø Oµ«�µp SĀäėpĞ

Create a basic online survey (using Google Forms, Microsoft Forms, or pen and paper) to gather feedback 
on your idea. Your survey should include:

132 questions to check if people face the problem you are trying to solve

132 questions about what they currently use

1 question asking if they would be interested in your idea

1 open-ended question asking for additional comments

Send your survey to at least 5 people from your potential audience. Afterwards, summarise the key 
findings:

What did you learn?

Did anything surprise you?

How will this feedback change or improve your idea?

Rp�«pcø�¾µ QĀpìø�¾µì

Take a few minutes to write or discuss:

Who exactly is the customer for my product or service?

What specific need or problem do they have?

What makes my idea different or better than existing solutions?

What did I learn from my survey or interview that I did not expect?



Branding & Marketing
What Is a Brand?

Many people think of a brand as a logo or a catchy name. But in truth, a brand is much more than just how 
a business looks4it is how it is remembered and felt. Your brand is the overall image, personality, and 
reputation of your business. It includes:

The name people see

The logo or visual identity

The message you communicate

The tone you use in writing and speech

Your business values (what you stand for)

The experience customers have when they interact with you

Branding makes your business:

Memorable and recognisable

Trustworthy and professional

Appealing to your specific audience

Different from your competitors

Think of brands you like4why do you trust or enjoy them? Chances are, it's not just their product but how 
they make you feel.



Building Your Brand 3 Name, Logo, and 
Values
01

Name
Choose a name that is:

Easy to pronounce

Easy to remember

Related to what you offer

Available as a username on 
social media (check this 
before deciding)

It can be personal, creative, 
descriptive, or abstract4as long 
as it feels right and makes sense 
to your audience.

02

Logo
Your logo is a simple image, 
symbol, or design that represents 
your brand. A good logo is:

Simple and clear

Scalable (works on both small 
and large formats)

Consistent with your tone and 
values

You can design a basic logo using 
free online tools like Canva, which 
offer templates, icons, and fonts 
suitable for beginners.

03

Brand Values
These are the core principles your 
business stands for. Ask yourself:

What do I want people to 
associate with my brand?

What promises am I making to 
customers?

What do I care about beyond 
selling something?

Examples of brand values: 
honesty, affordability, 
sustainability, youth 
empowerment, quality, creativity. 
Write down three words or short 
phrases that describe what your 
brand should feel like to others.



Marketing Channels
Once your brand is defined, you need to let people know about it. This is where marketing comes in. 
Marketing is how you communicate your value to customers and encourage them to take action4whether 
that is visiting your page, trying your product, or recommending you to a friend. Here are a few common 
marketing channels you can use:

S¾c�a« Mpj�a
Platforms like Instagram, 
Facebook, TikTok, and 
YouTube allow you to:

Share photos and 
videos

Tell your brand story

Interact with 
followers

Advertise your 
products

Tip: Choose platforms 
your audience uses. If 
your target customers 
are young, visual 
platforms like Instagram 
or TikTok may work best.

W¾äj ¾� M¾Āø�
This is when people talk 
about your business to 
their friends or family. It 
is powerful and free. 
Word of mouth happens 
when:

You offer excellent 
customer service

You are active in your 
community

You ask happy 
customers to spread 
the word

L¾ca« Ajėpäø�ì�µ�
This could include:

Posters or flyers in 
schools, shops, or 
community centres

Participation in local 
events or markets

Collaborations with 
local influencers or 
groups

Even in the digital world, 
offline methods still 
matter4especially for 
local businesses.

The 4Ps of Marketing
The 4Ps of Marketing help you think about your offer from the customer's perspective.

Pä¾jĀcø
What exactly are you offering? Is it a product, a 
service, or a combination of both? What makes 
it useful or desirable?

Pä�cp
How much will you charge? Your price should:

Reflect the value of your offer

Be affordable to your target market

Cover your costs and give you a fair profit

P«acp
Where will people find and buy your product or 
service?

Online? (e.g. Instagram, website, online 
store)

Pä¾³¾ø�¾µ
How will you tell people about your offer? This 
includes:

Social media posts

Word of mouth



Bäaµj�µ� aµj Maä¨pø�µ� Acø�ė�ø�pì

1

Acø�ė�øĞ 1: Dpì��µ a L¾�¾ Uì�µ� Fäpp 
T¾¾«ì
Step 1: Go to www.canva.com and create a 
free account.

Step 2: Choose a "Logo" template and begin 
creating your brand's visual identity.

Step 3: Include:

Your business name

A symbol or image that matches your brand 
values

Colours and fonts that reflect your style

Step 4: Download or save your logo. Keep it 
simple4less is often more.

2

Acø�ė�øĞ 2: Cäpaøp aµ Iµìøa�äa³ P¾ìø 
ø¾ Maä¨pø Y¾Āä BĀì�µpìì
Using Canva or any other design tool, create a 
sample social media post that introduces your 
product or service. Include:

A short, clear message (no more than 25 
words)

A call to action (e.g., "Try it today!" or "DM 
for more info")

Your logo or business name

If possible, share it with a few friends or 
classmates and ask for feedback. What 
message does it send? Is it clear and 
interesting?

Rp�«pcø�¾µ QĀpìø�¾µì

Take a few minutes to answer the following:

What message do I want my brand to communicate?

Which platforms make the most sense for reaching my target customers?

What are the three words I want people to associate with my brand?

Which marketing channel feels most natural for me to use? Why?

http://www.canva.com/


P�øc��µ� & Päpìpµøaø�¾µ S¨�««ì
T�p E«pėaø¾ä P�øc�

An elevator pitch is a short, persuasive description of your idea, spoken in the time it takes to ride an 
elevator4about thirty to sixty seconds. A strong pitch answers three questions:

What problem do you solve?1.

What is your solution?2.

Why does it matter to the listener?3.

SøäĀcøĀäp

01

H¾¾¨ (1 ìpµøpµcp)
A surprising fact or question: "Did 
you know that teenagers waste 
two hours a week hunting for lost 
charging cables?"

02

Pä¾b«p³ (1 ìpµøpµcp)
State the pain point: "Students 
everywhere battle tangled cables 
and dead phones during class."

03

S¾«Āø�¾µ (132 ìpµøpµcpì)
Describe your product or service: 
"CableKeeper is a reusable clip kit 
that sorts any five cables in under 
ten seconds."

04

Bpµp��ø (1 ìpµøpµcp)
Show the value: "This means more battery life, less 
classroom disruption, and lower e-waste."

05

Ca«« ø¾ acø�¾µ (1 ìpµøpµcp)
Tell the listener what you want: "I am looking for 
early testers4could I add you to the list?"



PĀb«�c Sápa¨�µ� aµj Dp«�ėpäĞ Tpc�µ�ãĀpì
Public speaking worries many people, but preparation and practice can reduce anxiety.

Päpáaäaø�¾µ T�áì

Know your message 3 Rehearse until you can 
explain your idea without notes.

Know your audience 3 Tailor examples and 
language to their interests.

Plan timing 3 Aim for two minutes or less for 
youth competitions or classroom settings.

Dp«�ėpäĞ Tpc�µ�ãĀpì

Posture 3 Stand straight, feet shoulder-width 
apart, hands relaxed.

Pace 3 Speak slowly enough for every word to 
land, but vary speed for emphasis.

Eye contact 3 Look at friendly faces around the 
room, one person at a time.

Pause 3 Leave short silences after key points 
so the audience can absorb them.

Energy 3 Let your enthusiasm show; genuine 
excitement is contagious.

Preparation
Know your 
message, audience 
and timing.

Delivery
Use posture, pace, 
eye contact and 
pauses.



Using Visual Aids
Visual aids reinforce what you say and help listeners remember details.

S«�jpì
Limit each slide to one 
main idea.

Use large, plain fonts and 
high-contrast colours.

Replace long sentences 
with keywords or simple 
images.

P¾ìøpäì ¾ä Pä¾áì
A single poster with your 
logo, product photo, and 
key benefit can be very 
effective.

Physical prototypes or 
samples invite curiosity 
and questions.

C¾³³¾µ P�ø�a««ì
Reading directly from 
slides

Overcrowded text or tiny 
images

Distracting animations or 
sound effects

1

Acø�ė�øĞ 1: Rpc¾äj a TĘ¾-M�µĀøp 
P�øc� V�jp¾

Write a script following the elevator pitch 
structure.

1.

Rehearse out loud until you can speak 
naturally without reading every word.

2.

Record yourself with a phone or laptop 
camera. Aim for clear audio and good 
lighting.

3.

Watch the recording and note strengths 
and areas to improve (voice, clarity, body 
language).

4.

Re-record if desired, then save the best 
version.

5.

2

Acø�ė�øĞ 2: Pppä ¾ä Mpµø¾ä Fppjbac¨
Share your video with a friend, classmate, or 
mentor and ask them to rate you on a simple 
rubric:

Criterion Exc
elle
nt

Go
od

Ne
eds 
Imp
rov
em
ent

Clarity of 
problem and 
solution

Confidence 
and voice

Visual or 
verbal 
engagement

Timing (f 2 
min)

Reflect on their comments and set one 
specific goal for your next pitch.



F�µa« Rp�«pcø�¾µ aµj Npĝø Søpáì
Rp�«pcø�¾µ QĀpìø�¾µì

Which part of my pitch captures attention best?

What makes me feel most nervous when I present, and how can I prepare for it?

How do my visuals support, not distract from, my message?

What single improvement will raise my pitch from good to excellent?

A clear, confident pitch opens doors to customers, partners, and investors. By practising public speaking, 
refining your message, and using simple visuals, you can make your idea compelling in any setting.

"The journey of entrepreneurship begins with a single step4the courage to believe that you can 
make a difference. Every great business started as an idea in someone's mind, just like yours."

Congratulations on completing this entrepreneurship learning module. You now have the foundational 
knowledge and practical tools to begin your entrepreneurial journey. Remember, entrepreneurship is not 
just about starting a business4it's about developing the mindset and skills to create positive change in 
your community and beyond.


