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INTRODUCTION

Maritime Sector
The maritime sector is of crucial importance to modern
societies. Nevertheless, general public have a limited
perception and appreciation of its influence and role as an
essential element in terms of social and economic
development, and as a potential source of excellent
employment and career opportunities, with several million
people currently working in activities and companies directly
and indirectly related to oceans and seas worldwide.
Historically, the shipping and fishing industry have experienced a continuing trend of increase both in
their fleets and in the total trade volume and fishing capacity respectively.
Thus, shipping has long been the major form of transportation, as well as an essential communication
link connecting coastal cities, countries and continents. Next to rail transportation, water transportation
is economically and environmentally the most efficient way to travel or transport merchandise; and,
nowadays, around 90% of world trade is carried by the international shipping industry.
In parallel to the extraordinary increase of traditional sea-related activities, the maritime sector has
experienced a significant qualitative and quantitative expansion with the appearance and development
of two new industrial growth poles: the offshore oil exploration and production industry, and the cruise
sector.
The enormous growth of world population and the subsequent increasing of energy needs, both in
developing and developed countries, call for an increase in the offshore exploration and production of
hydrocarbons. A new era of energy production made possible by many achievements in exploration,
drilling, storage and transportation techniques comparable to the space industry, engaging many
countries in drilling operations off the coast of 74 nations worldwide.
In the other hand, the cruise industry has experienced an increasing process of popularization
worldwide, reaching a level of enormous significance in the global economy, with more and more
cruises and recreational ships leaving from a large number and variety of ports around the world.
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Around 50,000 merchant ships, registered in over 150 nations and manned by over a million seafarers
of nearly every nationality, transport every kind of cargo internationally. Several thousand oil rigs and
support and supply offshore vessels are engaged in the exploration and drilling for oil and gas in almost
every corner of the globe. Nearly four million commercial fishing vessels ply the seas and oceans at
any given moment. And a myriad of recreational ships, including several hundred large and mega cruise
ships, offer the most diversified leisure and tourism services to an expanding market.
Maritime activities therefore continue to expand, bringing benefits for people across the world thanks
to a growing efficiency of technical and human resources. The merchant navy, offshore oil sector,
commercial fishery and cruise companies are part of the industry of the future, and the maritime sector
is already a key catalyst for socio-economic development and international competitiveness in a
changing world, with new companies and organizations emerging and establishing operations in
Europe, Asia and North America.
Leaving aside its historical evolution and current structure in geographical clusters with homogeneity
and linkages amongst its constituents, the maritime sector is composed of organizations and activities
such as maritime transportation, the naval industry (naval engineering and shipbuilding companies, and
the component supply sector), commercial fishing and aquaculture industry, the cruise and recreational
sector, sport and commercial ports and marinas, marine energy sources, navies, marine and ocean
research and sciences, maritime training academies and training centers, a wide range of professional
services around the maritime activities, and professional associations, trade unions and organizations
supporting the rights and interests of seafarers and maritime professionals.
This global sector, supported in the twentieth century by the economies of the North American and
Western Europe, has shown strong growth over the last four decades, despite the worldwide economic
recession of early 1980s and the financial crises of the late 1990s and 2007, from just over eight
thousand billion ton-miles in 1968 to over 40 thousand billion ton-miles in 2010; and it is expected to
witness a further growth in the coming decades by the demands of China's and India's emerging
economies, with the subsequent rise in the level of maritime activities and the economic value and
impact they represent.
The social-economic environment has changed sharply in the last years compared to the trends observed
in previous decades. Globalisation and the development of low-cost manufacturing centers in East
Europe, China and India, the aging and decreasing workforce in developed countries, the rising cost of
environmental legislation, the rising of global terrorism, piracy, transnational crimes (human/drugtrafficking and smuggling) and illegal use of the sea (poaching and connected crimes) along with the
cost of security measures to combat such phenomena, and the above-referred increasing global energy
and food demand are key factors in a period of considerable change, development and new challenges.
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It is difficult to quantify the total value of the world maritime industry, and the economic relevance of
a sector that affects a wide range of aspects of modern societies and their development. The maritime
industry is of huge importance in terms of natural resources and energy, trade and industry, sciences
and leisure activities. An essential part of our trade and prosperity, which demands innovative solutions
and careful management systems to ensure its long-term sustainability, as well as the implementation
of national and international regulations and instruments to address some still-unsolved issues and new
problems expected to emerge in a near future (social and labor rights, international registration of ships,
taxes, maritime environmental protection, etc.).
Moreover, the need to understand the global ecosystems and environment, as well as their necessary
conservation, to find the more efficient mechanisms to deal with phenomena such as climate change,
ecosystem disruption, deforestation, depletion of the ozone layer or and rising sea levels have made
research and study of the maritime environment a high priority issue.

Maritime Industry Trends
According to the “Global Trends Driving Maritime Innovation” report, key societal trends such as: population
and trade growth, climate change or higher energy production & consumption, will drastically influence the
future of maritime industry. The expected social changes create a thriving business opportunity environment
for entrepreneurs. Ideas related to disrupting technologies can address, rising needs in the Maritime
Industries, such as:


Increase in production and transport of clean fuels



Increased transport of goods, energy, raw materials, food and water



Port infrastructure and significant investment in new port facilities and extensions



Bunkering of alternative fuels



Need for robustness of ships, ports and offshore structures for severe weather conditions



Higher degree of automation of systems and autonomous operation



Sea-based and shore-based operations: integration and transformation



Need for secure connectivity against cyber-attacks



Stricter safety and security standards



Electronic data instead of legal paper documentation
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Digitization leading to data access issues, IPR, etc.



Increased use of ferries, cruise ship and leisure craft etc.

The Shipbuilding Industry Review in EU
The shipbuilding industry deals with the production of larger (mainly seagoing) vessels intended for the
merchant fleet (cargo or passenger transport), the off-shore energy industry or military purposes. It also includes
products and services supplied for the building, conversion, and maintenance of these ships. The European
Commission promotes the industry’s development and addresses competitiveness issues it faces.
Importance of the Shipbuilding Sector
The European shipbuilding industry is a dynamic and competitive sector. It is important from both an economic
and social perspective. It is also linked to other sectors including transport, security, energy, research, and the
environment.


There are about 150 large shipyards in Europe. Around 40 of them are active in the global market for
large seagoing commercial vessels;



Some 120,000 people are employed by shipyards (civil and naval, new building, and repair yards) in
the EU;



With a market share of around 6% in terms of tonnage and 35% for marine equipment, Europe is
a major player in the global shipbuilding industry (total turnover of EUR 60 billion in 2018);

Shipbuilding is an important and strategic industry in a number of EU countries. Shipyards contribute
significantly to regional industrial infrastructure and national security interests (military shipbuilding).
The European shipbuilding industry is the global leader in the construction of complex vessels, such as cruise
ships, ferries, mega-yachts, and dredgers. It also has a strong position in the building of submarines and other
naval vessels.
The European marine equipment industry is a world leader for a wide range of products ranging from propulsion
systems, large diesel engines, environmental, and safety systems, to cargo handling and electronics.
Challenges faced by the Shipbuilding Industry
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The sector faces fierce international competition from countries like China and South Korea. The industry
has also suffered from the absence of effective global trade rules and state supported over investment. This
is because shipyards offer a wide range of technologies, employ a significant number of workers, and generate
foreign currency income, due to the fact the global shipbuilding market is dollar-based.
To sum up the Maritime Industry is an emerging industry with lots of opportunities, innovation and growth
areas especially for aspiring entrepreneurs. The maritime industry comprises of companies whose activities
supply innovative products and services related to the maritime sector. The industry includes all enterprises
engaged in the business of designing, constructing, manufacturing, acquiring, operating, supplying, repairing
and/or maintaining vessels, or component parts thereof: of managing and/or operating shipping lines, and
customs brokerage services, shipyards, dry docks, marine railways, Marine fishing, repair shops, shipping and
freight forwarding services and similar enterprises. This industry also includes a significant component of oil
and gas and renewable energy. This industry is an under-explored area in the world as many entrepreneurs’
eyes are yet to be opened towards this area. The industry could also serve as a means of export for the countries
which would automatically contribute to our economy. In addition, it holds a chance of providing jobs for the
teeming unemployed people.
This training material (intellectual output - O2) has been developed within the framework of Erasmus+ KA2
Strategic Partnerships for VET project titled as “Searching the Extensive Application at Maritime Protocol
(SEAMAP)” in order to develop the entrepreneurial competences at sea or ashore including maritime service
sector and ship building sectors. (www.projectseamap.eu | www.see4sea.com)
The entrepreneurial competences of the people at maritime sector have been investigated and the case study
has been prepared by the information and data generated by questionnaire and need analysis.
The online questionnaire has been applied to trainees and maritime personnel in order to learn and collect data
about entrepreneurship skills of the so-called people.
The content of the following entrepreneurship training material has been determined and prepared by the need
analysis of the questionnaire.

7

Entrepreneurship Training Material for Maritime Sector

1. THE BUSINESS ENVIRONMENT
1.1 FEATURES AND COMPONENTS OF THE BUSINESS ENVIRONMENT
In any business activity, the business environment plays a key role in defining its strategies, in the
understanding and development of the opportunities that support the growth, profitability or just
its survival.
Understanding the environment within
which the business has to operate is very
important for running a business unit
successfully at any place. Because, the
environmental factors influence almost
every aspect of business, be it its nature, its
location, the prices of products, the
distribution system, or the personnel
policies. It is important to learn about the
various components of the business environment, which consists of the economic aspect, the sociocultural aspects, the political framework, the legal aspects and the technological aspects etc. In this
chapter, we shall learn about the concept of business environment, its nature and significance and
the various components of the environment.
According to Phillip Kotler, global business environment is defined as "all undertaking
external factors and forces that are able to affect its manner of development
". The business environment is defined by Elisabeth Hill and Terry O'Sulliva as: "The companies
business environment consists of those factors that it escapes its immediate
control
and
are
able to influence the relations with other partners "
The term ― business environment connotes external forces, factors and institutions that are
beyond the control of the business and they affect the functioning of a business enterprise. These
include customers, competitors, suppliers, government, and the social, political, legal and
technological factors etc. While some of these factors or forces may have direct influence over the
business firm, others may operate indirectly. Thus, business environment may be defined as the
total surroundings, which have a direct or indirect bearing on the functioning of a business. It may
also be defined as the set of external factors, such as economic factors, social factors, political and
legal factors, demographic factors, technical factors etc., which are uncontrollable in nature and
affects the business decisions of a firm.
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Fig.1. Actors in the Microenvironment
The business environment can be summarised as follows.
(a) Business environment is the total sum of all external factors that influence a
company‘s function.
(b) It covers factors and forces like customers, competitors, suppliers, government, and
the social, cultural, political, technological and legal conditions
(c) The business environment is dynamic in nature, that means, it keeps on changing.
(d) The changes in business environment are unpredictable. It is very difficult to predict
the exact nature of future happenings and the changes in economic and social environment.
(e) Business Environment differs from place to place, region to region and country to
country. Political conditions in Romania differ from those in Turkey.
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Fig.2. Actors in the Microenvironment

1.2. IMPORTANCE OF BUSINESS ENVIRONMENT

There is a close and continuous interaction between the business and its environment. This
interaction helps in strengthening the business firm and using its resources more effectively. As
stated above, the business environment is multifaceted, complex, and dynamic in nature and has a
far-reaching impact on the survival and growth of the business. To be more specific, proper
understanding of the social, political, legal and economic environment helps the business in the
following ways:
(a) Determining Opportunities and Threats: The interaction between the business and its
environment would identify opportunities for and threats to the business. It helps the business
enterprises for meeting the challenges successfully.
(b) Giving Direction for Growth: The interaction with the environment leads to opening
up new frontiers of growth for the business firms. It enables the business to identify the areas for
growth and expansion of their activities.
10
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(c) Continuous Learning: Environmental analysis makes the task of managers easier in
dealing with business challenges. The managers are motivated to continuously update their
knowledge, understanding and skills to meet the predicted changes in business.
(d) Image Building: Environmental understanding helps the business organizations in
improving their image by showing their sensitivity to the environment within which they are
working.
(e) Meeting Competition: It helps the firms to analyse the competitors‘ strategies and
formulate their own strategies accordingly.
(f) Identifying Firm’s Strength and Weakness: Business environment helps to identify the
individual strengths and weaknesses in view of the technological and global developments.

1.3. TYPES OF BUSINESS ENVIRONMENT
Confining business environment to uncontrollable external factors, it may be classified
as:
(a) Economic environment;
(b) Non-economic environment.
The economic environment includes economic conditions, economic policies and economic
system of the country.
Non-economic environment comprises social, political, legal, technological, demographic
and natural environment. All these have a bearing on the strategies adopted by the firms and any
change in these areas is likely to have a far-reaching impact on their operations.
ECONOMIC ENVIRONMENT
The survival and success of each and every business enterprise depend fully on its
economic environment. The main factors that affect the economic environment are:
(a) Economic Conditions: The economic conditions of a nation refer to a set of economic
factors that have great influence on business organizations and their operations. These include
gross domestic product, per capita income, markets for goods and services, availability of capital,
foreign exchange reserve, growth of foreign trade, strength of capital market etc. All these help in
improving the pace of economic growth.
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(b) Economic Policies: All business activities and operations are directly influenced by the
economic policies framed by the government from time to time. Some of the important economic
policies are:
(i) Industrial policy
(ii) Fiscal policy
(iii) Monetary policy
(iv) Foreign investment policy
(v) Export –Import policy (Exim policy)
(c) Economic System: The world economy is primarily governed by three types of
economic systems, viz., (i) Capitalist economy; (ii) Socialist economy; and (iii) Mixed economy.

NON-ECONOMIC ENVIRONMENT
The various elements of non-economic environment are as follow:
(a) Social Environment
The social environment of business includes social factors like customs, traditions, values,
beliefs, poverty, literacy, life expectancy rate etc. The social structure and the values, that a society
cherishes, have a considerable influence on the functioning of business firms. For example, during
festive seasons there is an increase in the demand for new clothes, sweets, fruits, flower, etc. Due
to increase in literacy rate the consumers are becoming more conscious of the quality of the
products.
(b) Political Environment
This includes the political system, the government policies and attitude towards the
business community. All these aspects have a bearing on the strategies adopted by the business
firms. The stability of the government also influences business and related activities to a great
extent.
(c) Legal Environment
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This refers to set of laws, regulations, which influence the business organizations and their
operations. Every business organization has to obey, and work within the framework of the law.
(d) Technological Environment
Technological environment include the methods, techniques and approaches adopted for
production of goods and services and its distribution. The varying technological environments of
different countries affect the designing of products.
(e) Demographic Environment
This refers to the size, density, distribution and growth rate of population. All these factors
have a direct bearing on the demand for various goods and services. For example a country where
population rate is high and children constitute a large section of population, then there is more
demand for baby products. Similarly the demand of the people of cities and towns are different
than the people of rural areas. The high rise of population indicates the easy availability of labour.
These encourage the business enterprises to use labour intensive techniques of production.
Moreover, availability of skilled labour in certain areas motivates the firms to set up their units in
such area. For example, the business units from America, Canada, Australia, Germany, UK, are
coming to Romania due to easy availability of skilled manpower. Thus, a firm that keeps a watch
on the changes on the demographic front and reads them accurately will find opportunities
knocking at its doorsteps.
(f) Natural Environment
The natural environment includes geographical and ecological factors that influence the
business operations. These factors include the availability of natural resources, weather and
climatic condition, location aspect, topographical factors, etc. Business is greatly influenced by the
nature of natural environment. For example, sugar factories are set up only at those places where
sugarcane can be grown. It is always considered better to establish manufacturing unit near the
sources of input. Further, government‘s policies to maintain ecological balance, conservation of
natural resources etc. put additional responsibility on the business sector.

2. THE INDIVIDUAL AS AN ENTREPRENEUR
2.1. DEFINITION
Entrepreneur, its a loanword from French. It is defined as an individual who organizes or
operates a business or businesses. The Irish-French economist Richard Cantillon defined the
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Entrepreneur in his ― Essai sur la Nature du Commerce en Général‖, or ― Essay on the Nature of
Trade in General.
Cantillon defined the term as a person who pays a certain price for a product and resells it
at an uncertain price: "making decisions about obtaining and using the resources while
consequently admitting the risk of enterprise." The word first appeared in the French dictionary
entitled "Dictionnaire Universel de Commerce" compiled by Jacques des Bruslons and published
in 1723.
The entrepreneur is a factor in microeconomics, and the study of entrepreneurship reaches
back to the work in the late 17th and early 18th centuries of Richard Cantillon and Adam Smith.

2.2. THE QUALITIES AND SKILLS OF A SUCCESSFUL ENTREPRENEUR
While entrepreneurs have in common certain characteristics and skills, there is a wide
range of individuality among them. In sports, some athletes do well because they love a sport and
are trained to play it. They have developed their skills. Others are full of natural talent and require
much less special training. Still others simply find their own successful approach to playing a sport
even though they may not have been trained.
Entrepreneurs are the same way. Some receive formal training and skill development.
Others have a natural flair for it. Still others break every rule or devise very unusual approaches,
but still succeed. Which do you think would be your style?
While there is no recipe for becoming a successful entrepreneur, certain characteristics are
associated with entrepreneurial success. Here are several important ones.
According to research, one of the most important qualities associated with successful
entrepreneurship is passion. When people feel committed to what they are doing and when they
care deeply about it, they stand the best chance of being successful at it. The heart must become
an ally of the mind. Think about this popular business saying:
If your mind can conceive it,
and your heart can believe it,
then you can achieve it!
Entrepreneurs typically care more about what they are doing than how much money they
might make. They must earn an income, of course, or they cannot continue to be entrepreneurs;
however, the amount they earn often is secondary to achieving their goals.
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Another key quality of the successful entrepreneur is self-confidence. If you are thinking that you
would like to be an entrepreneur, do you have confidence in your ability to succeed? Every
entrepreneur encounters problems, and you have to believe you can overcome them.
If you feel you lack self-confidence, perhaps you‘re not fully appreciative of your past
accomplishments. Think about all the things you‘ve done. Have you participated in activities at
school like music, art and sports? Have you held part-time jobs? Do you do chores regularly at
home? When you think about all of the things you have accomplished, you will find that you have
every right to be self-confident. Successful entrepreneurs believe not only that they are capable of
success but also believe that they are worthy of success.
Entrepreneurs are self-reliant. They do not wait for others to tell them what to do. They
are self-starters and feel confident making decisions.
Entrepreneurs have other qualities as well. To accomplish their goals and make their vision
a reality, successful entrepreneurs must have drive, persistence, the ability to complete tasks, and
be willing to work hard. Additionally, they are opportunity-focused and forward- looking. They
are able to set both short and long-term goals. They create a vision of what they want their future
to be, and then they work to achieve it. These are some of the qualities that help them see problems
as opportunities.
Entrepreneurs are willing to take a risk. While most people try to avoid risk, entrepreneurs
understand that risk is a natural part of trying to achieve goals. Their self- confidence helps them
accept the challenges of the risks they take.
Entrepreneurs tend to thrive on competition. While they may actively compete with others,
they are more likely to compete against themselves. In other words, they are constantly trying to
improve their own performance regardless of what others may be doing.
Although they may not realize it, most entrepreneurs are creative. This does not mean they
paint pictures or write poetry (though it can); rather, it means they find innovative ways to problem
solve. They always look for new and better ways to do things—ways that have not occurred to
others. Believe in your ability to be creative. Experts tell us that the biggest block to creativity is
thinking you are not creative.
Finally, entrepreneurs are willing to learn. They are information seekers. They may already
know a great deal, yet they recognize that no one knows everything, and that they can learn
valuable information from others. Entrepreneurs who are not open to learning often compromise
the degree of success they will be able to achieve.
Entrepreneurship Is Not for Everybody—Or Is It?
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Not everyone has the qualities it takes to be an entrepreneur or even wants to be an
entrepreneur. Even people who possess the necessary qualities are not necessarily made happy by
being entrepreneurs. People who have entrepreneurial characteristics are often happier working
for someone else. They use their entrepreneurial skills to advance their own careers without taking
the risks associated with being an entrepreneur. If you recognize that you have some of the
characteristics discussed here but do not feel drawn to becoming an entrepreneur, you can find
ways to further your goals or your chosen career by putting your entrepreneurial characteristics to
work for you. It may surprise you how much recognition you‘ll get for the good work you do.
Activity: ASSESS YOURSELF AS A POTENTIAL BUSINESS OWNER

Owning a business may be a personal dream for many, managing a business may prove
difficult because of a lack of prior business ownership, experience or management skills. An honest
self-evaluation will allow you to assess your personal characteristics and determine your
willingness to meet the demands of owning your own business.
Some of the questions below may be difficult to answer, but it is critical to evaluate your
personal weaknesses along with your strengths. When owner weaknesses are identified, partners,
managers, staff members, other external resources or education and training may be found to
balance strengths and offset weaknesses. Check the questions below that you can answer with
―Yes.‖
PERSONAL CHARACTERISTICS
Are you a leader?
Are you confident?
Do you like to make your own decisions?
Do you handle responsibility well?
Do you thoroughly plan projects from start to finish?
Are you self-disciplined and independent?
Are you flexible?
Do you read business publications?
Do you possess computer skills?
Are you aware of your current credit rating?
Are you or your spouse willing to dip into your savings if necessary to help support the
business?
Will your spouse‘s income be sufficient to support your family without income from your
business?
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DEMANDS OF OWNING YOUR OWN BUSINESS
Do you realize that running a business may require long hours and reduced personal
income?
Do you have the emotional strength and good health to handle the work load and daily
schedule that owing your own business will require?
If required, are you prepared to temporarily lower your standard of living until your
business is firmly established?
Is your family prepared to support you (time and money required to start a business)?

BUSINESS EXPERIENCE AND MANAGEMENT SKILLS
What basic skills do you think you will need to succeed in business?
Do you possess those skills?
If you discover you do not have the basic skills needed for your business, are you willing
to delay your plans until you have acquired the necessary skills?
Have you ever worked in a managerial or supervisory position?
Have you hired and fired people before?
Have you ever worked in a business similar to the one you are considering?
Have you had any business training in school?
Do you understand business financing and cash flow management?
Are you aware of the record keeping requirements expected in managing a small
business?
Do you understand the fundamentals of marketing and market development?

SELF-ANALYSIS
This self-test is simply an overview of the personal characteristics and basic skills needed
in small business ownership. The questions with a ―Yes‖ answer indicate the presence of a
strength or attribute needed to successfully manage a small business. Those not checked might
indicate weaknesses or a lack of willingness to make the sacrifices necessary to run a small
business.
If you decide to continue with plans to establish a business, then you should resolve to
change each blank to a ―Yes.‖ A partner or other solution may provide balance for some weak
areas, thus changing a few blanks to ―Yes‖. However, if there are a significant number of
unchecked boxes, overcoming problems may require more efforts on your part.
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Identify the five most important interests, skills, or previous work experience that you
enjoyed:
Write below any opportunities that may be associated with these characteristics, skills, or
previous work experience.
Based on your interest, abilities, and experience, summarize your strengths and
weaknesses as they relate to the business skills necessary to start and grow a successful business.
Also ask someone who knows you well to identify your strengths and weaknesses.
Compare your answers with theirs.
My strengths are:
My

strengths

identified

by

someone

who

knows

me

well

knows

me

well

are:
My weaknesses are:
My

weaknesses

identified

by

someone

who

are:
Identify
weaknesses:

ways

you

can

overcome

these

What kind of commitment are you willing to make to get your business off the ground?
Time commitment:

Resources commitment:

Are you prepared to lose your investment and other savings? Yes
What
business:

are

your

expectations

Within one year?
After three years?
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CONCLUSIONS
Understanding your personal characteristics, required business skills, and demands of business
ownership are critical in helping you find the business best suited to you and your interest. Honestly
assessing yourself will help you determine what you need to do, to acquire the skills you need,
clarify your expectations, and motivate you to seek ways to keep learning as you proceed to
develop your business idea.
Some Entrepreneurial Skills You Must Have for Success
As with any sport, having the right attitudes and characteristics can carry you only so far.
You also need the skills that will help you succeed. However, unlike personal characteristics and
attitudes—which can often be hard or impossible to change – entrepreneurs can acquire skills if
they are willing to learn them. Additionally, they can hire people to work for them who have the
needed skills. Either way, the following skills are important if the entrepreneur‘s business is to
succeed.
Ability to Plan: The ability to plan is a key skill for entrepreneurs. They must be able to
develop plans to meet goals in a variety of areas, including finance, marketing, production, sales
and personnel (hiring and maintaining productive and satisfied employees).
Communication Skills: Entrepreneurs should be able to explain, discuss, sell and market
their good or service. It is important to be able to interact effectively with your business team.
Additionally, entrepreneurs need to be able to express themselves clearly both verbally and in
writing. They also should have strong reading comprehension skills to understand contracts and
other forms of written business communication.
Marketing Skills: A business‘s success or failure is very dependent on whether the business
reaches the market (its potential customers), interests the market and results in those in the market
deciding to buy. Many entrepreneurs who failed started with an innovative good or service that
with proper marketing could have been very successful. Good marketing skills-that result in people
wanting to buy your good or service—are critical for entrepreneurial success.
Interpersonal Skills: Entrepreneurs constantly interact with people, including customers
and clients, employees, financial lenders, investors, lawyers and accountants, to name a few. The
ability to establish and maintain positive relationships is crucial to the success of the
entrepreneur‘s business venture.
Basic Management Skills: The entrepreneur must be able to manage every component of
a business. Even if entrepreneurs hire managers to attend to daily details, they must understand if
their business has the right resources and if those resources are being used effectively. They must
ensure that all the positions in their business are occupied by effective people.
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Personal Effectiveness: In order to handle the pressures of their busy lifestyles,
entrepreneurs must have the ability to manage time well and to take care of personal business
efficiently. Because first impressions are so important, entrepreneurs must also pay attention to
such things as personal appearance and telephone skills. For example, think of the difference in
the impression made by someone who answers the phone by saying, ―Yeah?‖ versus saying,
‖Computer Support Services, this is Alex. How may I help you?‖
Additionally, entrepreneurs benefit a great deal by being aware of their own strengths and
weaknesses.
Team Building Skills: Because entrepreneurs usually assemble a team of skilled people
who help them achieve business success, they must be able to effectively develop and manage the
team.
Leadership Skills: One of the most important leadership skills an entrepreneur must have
is the ability to develop a vision for the company and to inspire the company employees to pursue
that vision as a team. The expression ―people would rather be led than managed‖ applies
especially well to an entrepreneurial venture.
Few entrepreneurs possess every skill needed to ensure business success. For example,
they often look to outside experts for help in areas such as strategic planning, accounting and
finances, contracts and legal issues, and specialized marketing.
Think about the skills necessary for successful entrepreneurship. What are your personal
areas of strength? In what areas would you be most likely to need assistance from other experts?
Entrepreneurs must have the ability to evaluate realistically their own skills and to know when to
draw on the skills of others.
Activity: Go to page 38 and complete the activity entitled “ Are You a Potential Entrepreneur?
Part 2: Entrepreneurial Skills.—A Personal Review and assessment”
You may also want to find out if people who really know you well (special friend, family
member, teacher) agree with you on what you believe are your major strengths and areas for
improvement.
Activity: Go to page 39 and complete the activity entitled “ Are You a Potential Entrepreneur?
Part 3: Another Point of View”

20

Entrepreneurship Training Material for Maritime Sector

3. STARTING AND RUNNING A BUSINESS
3.1. BUSINESS START-UP PLANNING
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3.2. BUSINESS PLAN – DEFINITION
A business plan is a formal statement of a set of business goals, the reasons you believed
they are attainable, and the plan for reaching those goals. It may also contain background
information about the organization or team attempting to reach those goals.
Business plans may also target changes in perception and branding by the customer, client,
taxpayer or larger community. When the existing business is to assume a major change or when
planning a new venture, a 3 to 5 year business plan is required, since investors will look for their
annual return in that timeframe.

3.3. AUDIENCE
Business plans may be internally or externally focused. Externally focused plans target
goals that are important to external stakeholders, particularly financial stakeholders. They typically
have detailed information about the organization or the team attempting to reach the goals. With
for-profit entities, external stakeholders include investors and customers. External stake-holders
of non-profits include donors and the clients of the non-profit's services.
Internally focused business plans target intermediate goals required to reach the external
goals. They may cover the development of a new product, a new service, a new IT system, a
restructuring of finance, the refurbishing of a factory or a restructuring of the organization. An
internal business plan is often developed in conjunction with a balanced scorecard or a list of
critical success factors. This allows success of the plan to be measured using non-financial
measures. Business plans that identify and target internal goals, or provide only general guidance
on how they will be met are called strategic plans.
Operational plans describe the goals of an internal organization, working group or
department. Project plans, sometimes known as project frameworks, describe the goals of a
particular project. They may also address the project's place within the organization's larger
strategic goals.

3.4. CONTENT
Business plans are decision-making tools. There is no fixed content for a business plan.
Rather, the content and format of the business plan is determined by goals and audience. A business
plan represents all aspects of business planning process declaring vision and strategy
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alongside sub-plans to cover marketing, finance, operations, human resources as well as a legal
plan, when required. A business plan is a summary of those disciplinary plans.
For example, a business plan for a non-profit might discuss the fit between the business
plan and the organization‗s mission. Banks are quite concerned about defaults, so a business plan
for a bank loan will build a convincing case for the organization‘s ability to repay the loan. Venture
capitalists are primarily concerned about initial investment, feasibility, and exit valuation. A
business plan for a project requiring equity financing will need to explain why current resources,
upcoming growth opportunities, and sustainable competitive advantage will lead to a high exit
evaluation.
Preparing a business plan draws on a wide range of knowledge from many different
business disciplines: finance, human resource management, intellectual property management,
supply chain management, operations management, and marketing, among others. It can be helpful
to view the business plan as a collection of sub-plans, one for each of the main business disciplines.
"... a good business plan can help to make a good business credible, understandable, and
attractive to someone who is unfamiliar with the business. Writing a good business plan can’t
guarantee success, but it can go a long way toward reducing the odds of failure."

3.5. HOW TO WRITE A BUSINESS PLAN
Creating a business plan will help you achieve your entrepreneurial goals. A clear and
compelling business plan provides you with a guide for building a successful enterprise focused
on achieving certain goals within defined periods; it is also a document that can persuade others,
including banks, to invest in what you're creating and running. While there are many types of
businesses out there, the basics of a business plan are fairly standard and widely applicable.
 Analyzing the Market of Your Business
Analyze your potential markets. Consider which segment of the local (and/or international)
population will be seeking to use your products or services. This needs to be more than mere
guesswork and involves doing decent research.
Do your research first. Is there a viable market for the product or service you want to sell?
This always involves analyzing secondary research (data already collected), but it often also
involves getting primary research (data you collect through surveys or observation). To begin with,
contacts such as friends and family might be a good place to start, and ask them to be honest with
you!
To determine your targeted market, write down the demographics of the people who will
use your product or service. How old are they? What do they do for a living? Will mostly women
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use your service? Is your product or service attractive to a particular ethnic or economic group of
people? Will only wealthy people be able to afford it? Does your ideal customer live in a certain
type of neighborhood, such as a suburb with grass lawns, in order to use your lawn mower?
Answering these questions about the demographics of your prime market will help you establish
the clear characteristics of the people you need to reach.
For example, if you are selling soap, you may believe that every dirty body needs your
product, but you can‘t start with the entire world as your initial market. Even if you‘ve developed
such a universally needed item as soap, you need to identify a smaller, more targeted customer
group first, such as children under eight who might like bubblegum scented bubble bath. Or, if
your soap only works with pumped well water without fluoride, you must acknowledge that your
intended market has geographical limits as well; this may be ideal in some locations though, and
you need to focus on whether that market is big enough to support your business, and look beyond
the residents to providers such as doctors, health services, aid workers, etc.
 Establish the size of your potential market.
This will be easier once you‘ve completed the demographic analysis. Then you‘ll be able
to research the numbers: How many car mechanics, house painters or bathroom contractors are
there in any given community? How many children in Greece are currently under the age of eight?
How much soap will they use in a month or a year? How many other soap manufacturers already
have a share of the market? How big are your potential competitors? And where do you find the
answers to all of these questions? Identifying your market is one of the great satisfactions of
starting your own business. You‘re thinking about the actual people who will use your product or
service and how pleased they will be buying it as you are selling it.
 Put yourself in the investor‘s shoes.
Ask yourself, ―If I were going to invest X amount of euro into a concept or idea, or even a
product, what would I want to know?‖ Gather as much helpful and credible information as you
can. Depending on your product, you may need to search long and hard for relevant information.
Most importantly, do not lose heart if finding information, statistics, and graphs is more daunting
than you initially anticipated. Your hard work will pay off when a potential investor becomes an
actual investor!
Equally, don't lose heart when you discover some, or even all, of your ideas have been
adequately covered by the market. Don't ignore this reality; instead, work with it. Can you still do
a better job or provide a better widget than your competitors? In many cases, it's likely that you
can provided you know the market well and how to add value in ways your competitors are not
doing. In other cases, it may be a case of focusing more narrowly or more broadly than your
competitors are doing.
 Take advantage of your competitors' business plans.
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There are a few valuable online archives of business plans that feature companies which
have successfully penetrated the market based on a well defined and executed business (and
marketing) plan. Take the time to study the market through a successful company's eyes and
consider what your company will offer that distinguishes your product or service from the rest. Be
certain about what gives your business the competitive edge.
 Define your company.
A business plan won't be useful until you're certain what your company exists for. What
will you accomplish for others? What products and services will you produce or provide?
-

-

Write down all the specific needs your company will satisfy. Potential investors need to
know that your business will be meaningful and marketable to people who can use your
product or service. So concentrate on the external needs your company will meet.
What will your product or service enable people to do better, more cheaply, more safely,
or more efficiently? Will your restaurant make people‘s palates delirious with new taste
sensations? Will your new mousetrap help people capture mice without feeling sick to their
stomachs? Will your new bubblegum scented bubble bath revolutionize the way children
agree to take nightly baths?
 Think of all the positive benefits your company will provide.

Write them down. Admire them. Absorb them into your consciousness. Believe in them.
These are the primary motivators that those reading your business plan will respect and value.
 Choose a winning strategy.
Once you‘ve established the competitive advantage your business offers, you will be able
to select the best strategy to reach your goal. How will you distinguish your product or service
from others? Although there are millions of types of businesses, there are actually only a few basic
strategies that can be applied to make any enterprise successful. The first step in selecting an
effective strategy is to identify a competitive advantage for your product or service.
-

How will you establish that your product or service is better, cheaper, more delicious, or
more convenient?
How can you make your company more noticeable than your competitors? What restraints
in your business or its industry might determine which strategy you choose?
Your competitive advantage may include designing special features not found in rival
products. It may entail superior service characteristics such as speedier delivery, a lower
price, or more attentive sales people––these are never to be sniffed at as possible winning
ways, as many companies grow complacent and can be overtaken by giving customers
experiences that are better than the average expectations. Even where your product or
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-

service is already well established, perhaps you‘re establishing an image or brand of
exceptional quality or reputation.
Does your product or service bestow a certain status on its users? Does it create more profits
or other benefits for your customers‘ own endeavors? Perhaps you want to position your
mousetrap for a primarily upscale market because the best design requires titanium and
manufacturing costs will be so expensive only rich people will be able to afford your
product. But maybe the mousetrap is so fantastically effective that wealthy people will
want hundreds of them around their vast country homes and polo pony barns. You must
have a reason why your business will succeed. This is the competitive advantage your
product or service will deliver.
 Design your company.

Consider how will you hire and organize your workforce. By the time you‘ve reached this
stage of thinking about your potential business concept, you‘ll probably have a good idea of the
number of people you‘ll need and the skills they‘ll require to get your enterprise up and running.
Keep in mind that your initial plans will undoubtedly change as your business grows. You may
need to hire more managers to supervise your expanding staff or to set up new departments to meet
new customer demands. Projected growth and expansion for your company should be mentioned
in your business plan, but it‘s not the primary focus. For now, you want to secure help in getting
started and convince your funding sources that you will become profitable.
-

-

-

-

Investors will want to know if you‘re capable of running the business. Do you need to bring
in experienced managers right away? Will you keep some of the existing employees or
hire all new people? And where do you find these potential employees?
Funding sources will also want to know if any of your partners expect to work alongside
you or if their obligations are only financial. Your plan will need to specify the key
management jobs and roles. Positions such as president, vice presidents, chief financial
officer, and managers of departments will need to be defined along with stating who reports
to whom.
You may hope to run your company as one big happy family – and it may work out that
way – but organizations require formal structure and investors will expect to see these
issues addressed in your plan.
Consider how you will handle your employees' entitlements. For example, salaries and
wages, their insurance and retirement benefits, as well as analyzing the extent of your
knowledge of tax related issues.
 Think about your role as leader or boss of the business.

As you think about hiring personnel and organizing your workforce, you must also
confront your desire and ability to be a good boss. If you haven‘t contemplated this aspect of your
commitment to owning your own business, now is the time to give it serious consideration. What
sort of leader are you?
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 Identify your company‘s initial needs.
What will you require to get started? Whether you want to buy an existing company with
300 employees or start your own by adding an extra phone line to your home office desk, you need
to make a list of the materials you‘ll need. Some may be tangible, such as five hundred file folders
and a large cabinet in which to store them all. Other requirements may be intangible, such as time
to create a product design or to do market research on potential customers.
-

-

-

-

-

You may need to hire an assistant to develop a retrievable filing system for the five hundred
folders, or hire a consultant to set up a computer system that‘s beyond your technical skills.
In some cases, hiring a virtual assistant is more economical at the start than employing
someone to sit at a desk.
If you‘re going to build a better mousetrap, you may have constructed a prototype out of
used toothpaste tubes and bent paperclips at home, but you‘ll need a sturdier, more
attractive model to show potential investors. What exactly will your mousetrap look like?
What materials will you need? Do you require money for research and development to
improve on your original toothpaste tube and paper clip construction? Do you need to hire
an engineer to draw up accurate manufacturing designs? Should you patent your invention?
Will you need to investigate federal safety standards for mousetraps?
Next, do your homework. Call a real estate broker and look at actual retail spaces in the
neighborhood where you‘d like to open your restaurant. Make a chart of the most expensive
and least expensive sites by location and square footage. Then estimate how much space
you require and how much money you‘ll need to allow for rent.
Make a list of all the tangible and intangible resources you need to get your business going.
The total estimated price of all of these items will become your start-up cost whether you‘re
buying highly sophisticated computers or simply installing a new telephone line on your
desk. If there‘s any item in your estimates that seems unreasonably high, research other
alternatives. But keep in mind that it‘s better to include every element you truly need along
with a reasonable estimate of the cost of each item, so you don‘t run out of money or default
on your loans. Be honest and conservative in your estimates, but also be optimistic.
Don't aim for the best of everything at the beginning. You can forgo the expensive
trimmings of an office of a more well-established company and stick to the basics at the
beginning. Get what is affordable, works and is actually needed and don't buy frills.
 Target your funding sources.

Banks and other funding sources don‘t lend money because people with interesting
business ideas are nice. You'll need to have covered all these bases well before seeking funding.
-

Where will you find your financing? As your business concept begins to take shape, you
can begin to hone in on the most likely financing sources. Issues such as the size of your
business, the industry it is in, whether you are starting a new business or buying an
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-

-

-

existing one, and whether you can provide collateral to a lender are among the issues that
must be considered in creating a target list of funding sources.
For the vast majority of entrepreneurs, the well-known, high profile means of raising
money, such as through venture capital companies or by going public, are not viable
options. Your own credit, credit rating, and business history are key factors in obtaining
financing for your venture .
Your ability to tap into your personal network of friends, family, and professional contacts
is crucial to raising money beyond what your own personal funds or credit can provide.
In all of these cases, there are important considerations such as the potential impact on
relationships when family and friends become investors. If they believe in you so much
that they're laying their house on the line, be really careful about accepting such generosity.
You may need to prove yourself first.
When you have completed this process of identifying the likely potential funding sources
and writing a bankable business plan that addresses investors' needs and answers their
questions (even before they ask them!), you will have greatly increased the likelihood of
obtaining the financing you need.
 Explain your financial data.

How will you convince others to invest in your endeavor? By having clear, transparent
and realistic financial information that shows you know what you're talking about and that you're
not hiding anything.
-

-

-

-

The accuracy of your financial figures and projections is absolutely critical in convincing
investors, loan sources, and partners that your business concept is worthy of support. The
data must also be scrupulously honest and extremely clear.
Your numbers will be more credible if they compare reasonably to the industry averages.
The actual number crunching portion of your business plan is the place to discuss how and
why you need certain equipment, time or talent, how much these items will cost, when you
expect to turn a profit, and how much return and other benefits your investors will receive.
More new businesses fail because they simply run out of cash reserves than for any other
reason.
Investors lose confidence in the entrepreneur and the business and become reluctant to
invest more when projections are not met. Had the projections been less optimistic and the
investors asked to invest more in the beginning, they probably would have done so.
In most cases, proper planning and more accurate projections could have avoided this
problem completely. Your business plan should clearly state the amount of funds you need,
how soon you require them, and how long before you start repaying investors. You should
also explain what type of financing you hope to acquire, either equity (such as through the
sale of ownership shares in your company) or debt (such as loans to the company). If you‘re
planning to buy an existing business or already own a business you would like to improve
or expand, you will also need to provide a detailed historical
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financial summary of how well––or poorly––the business has done in the past. This
analysis should also include a comparison of this venture‘s financial performance
compared to the industry standards.
 Present yourself in the best light
The talents, experience and enthusiasm you bring to your enterprise are unique. They
provide some of the most compelling reasons for others to finance your concept. Keep in mind that
investors invest in people more than ideas. Even if your potential business has many competitors
or is not on the cutting edge of an industry, the qualifications and commitment you demonstrate in
your plan can convince others to proffer their support.
-

-

-

-

What are your qualifications for bringing your plan to fruition?
Your resume will be included in the separate appendix of exhibits at the end of the plan, so
this is not the place to list every job you‘ve ever had or the fact that you were an art history
major in college, especially if these experiences have no direct bearing on your ability to
start your own business. Focus the resume to the business and what's needed of you.
The resume is the place to emphasize qualifying skills that may not be readily apparent
from your resume. But don‘t overlook the impact of some part of your background that
might even seem unrelated to your new venture. For example, having been a pilot may
demonstrate that you know how to supervise a crew of people working together to make a
group experience if not comfortable, at least safe.
You have undoubtedly handled dissatisfied or enraged customers. Even that BA degree in
art history may enable you to make your products or store more appealing to the eye. Your
unique qualifications will separate you from all the other people who have sought venture
capital for similar ideas.
Boasting about (promoting) these skills is not hubris; it indicates that you have a highly
honed business savvy.
 Develop a strong marketing campaign

Entrepreneurs, especially inventors, often believe that their business concept is so
spectacular that promoting their product or service won‘t be necessary. Sort of a ―build it and
they will come‖ attitude, especially if what you‘re building is the proverbial better mousetrap. One
of the most common flaws in plans is the entrepreneur‘s failure to describe exactly how customers
will be reached and how products will be presented to them. Potential investors, staff, and partners
won‘t be convinced that your idea can succeed until you‘ve established well- researched and
effective methods of contacting your customers––and the assurance that once you‘ve reached
them, you can convince them to buy your product or service. Marketing describes the way you
will position your product or service within your target market and how you will let your potential
customers know about your company. Positioning your company means concentrating on the
competitive advantages you have identified: will your product or
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service distinguish itself by its superior quality, its revolutionary features or its ability to make
your customers happier than they‘ve ever been in their lives? Marketing helps you focus on
identifying your competitive advantage so you can position your product or service. It also
establishes the best ways to reach your potential customers and what to say to them. When you
have the right marketing campaign in place, you have an operating plan to gain market share,
generate revenue, and bring your financial projections into reality.
-

-

Consider how will you reach your customers. What will you say to persuade and convince
customers that your product or service is better value, more timely, more useful, etc. to the
consumer than the rival product or service? If it currently has no rival, how will you
properly explain the purpose of and the consumer's need for the product?
Marketing must treat customers as intelligent. Never talk down to a consumer or assume
that consumers won't dig around for more information. Be open and honest; if there are
existing limitations, it is best to be open about them and to say what you intend doing about
the limitations in the near future.
 Build a dynamic sales effort.

The word ―sales‖ covers all the issues related to making contact with your actual
customers once you‘ve established how to reach them through your marketing campaign. In a
nutshell, this part of your business plan is about how you will attract customers or clients for your
product or services.
-

-

-

-

How will you train your sales staff to approach potential customers? Will you divide up
your sales staff so some become experts in selling your bubble gum scented bubble bath to
small, independent retail toy stores? Will other salespeople concentrate on developing
relationships with major manufacturers so your product could be sold in tandem through
their national distribution outlets? Will you have a sales force expert in buying television
slots on Saturday morning cartoon shows or placing ads on the backs of kid-oriented cereal
boxes?
What advertising and promotional efforts will you employ? For example, two for the price
of one specials or free coupons inside those same kid-oriented cereal boxes? Where can
you locate lists of the greatest concentrations of children under the age of eight or whatever
group constitutes your market?
In planning your sales activities, you will also need to answer questions such as: Is it ethical
to contact your colleagues and clients from your former job as a door-to-door soap
salesperson to tell them about your new business? Will you be the only salesperson in the
beginning stages of your company? When will you know it‘s time to hire more sales staff?
How do you convince your clients that your sales staff will take care of them as well as
you did?
What will your basic sales philosophy be? Building long-term relationships with a few
major clients or developing a clientele of many short-term customers?
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-

You will also need to consider how you will compensate your sales staff––with a base
salary plus a commission? Will you hire full-time staff with full benefits, or part-time staff
without benefits? How will you motivate your staff to do the best sales job possible?
 Think about what product or service qualities will be the most compelling to your
prospective customers.

Knowledge of your competitive advantage is just as important in designing a dynamic sales
effort as it is in developing an effective marketing campaign. The most important element of an
effective sales effort is having a sales staff that thoroughly understands your business and the needs
or your potential customers. Therefore, your sales plan must address the issue of how you will
create a sales staff that is as knowledgeable about your business as it is about your potential
customers.
-

Devise convincing language that clearly communicates this competitive advantage to your
sales staff who will in turn use it when talking to your customers.
 Gather all the information together in readiness to write the plan.

You've done all of the hard work researching, deciding what your business is about,
targeting it accurately and selling it. It's time to put the business plan together.
 Write up a draft of your business plan.
At first, do not worry about capitalization, punctuation, and grammar. All you need to
worry about is putting your ideas down on paper.
-

Write down everything you think you need to compile an effective and efficient business
plan.
 Format your business plan.

Begin creating section headings and putting the appropriate information under the
appropriate headings. The following outline is found in The Ernst & Young Business Plan Guide.
It has been in publication since 1993 and is highly regarded amongst business plan writers.
Effectively separating your business' unique approach to each of these headings will organize your
plan in a way investors find useful:
-

Title Page
Table of Contents
Executive Summary – this should be written last
General Company Description
Products and Services
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-

Marketing Plan
Operational Plan
Management and Organization
Major Milestones – This covers the major events that have transformed and made the
company what it is today.
Structure and Capitalization
Financial Plan.
 Check for errors.

Once you have a general form, proofread your plan. Correct all the mistakes that you can
find. A well written document will always be more impressive than one that lacks logical
sequencing and is filled with spelling errors. Have someone else read over it for you and take heed
of their comments.
Elements of Every Successful Business Plan
 Keep It Brief
Many people consider a business plan to be the novelization of their ideal path to creating a
company, jamming all hopes, dreams and projected profits into a pages-long document that,
frankly, no one is interested in reading. A business plan doesn‘t have to be filled with everything
you‘ve ever wanted in your business — it just needs to be straightforward.
―People think that a business plan needs to be a multi-page document that‘s poetic in nature, and
that‘s not the case," says Barbara Findley Schenck author of
― Business Plan Kit for
Dummies‖.
 But, Still Be Thorough
Simple doesn‘t mean sparse — the best business plan will be diligent in outlining the
characteristics of the company that are most important. Hammering down the basics of your
business, everything from a personnel on boarding plan to securing the proper name rights and
trademarks, will ensure no important detail is left unchecked.
There are must-do tasks to make the business plan a useful document:
-

Describe the business.
Describe the product or service.
Describe the competitive environment of the product.
Describe how the business will make money through a business model.
Describe how to market the business.
Describe how you‘re going to produce the product.
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-

Describe the business team, whether it‘s you or a small team.
Describe the financial projection, including how much money you need and how much
money you will profit.
 Uniqueness Speaks Volumes

No two businesses are alike, so business plans are not one-size-fits-all. Although it may be
tempting to rip off a boilerplate business plan or to copy the plan from a successful business, that
denies you the ability to address the unique challenges of your particular company. Worse, an
untailored business plan is an easy way to set yourself up for failure.
Remember, your business is unique and deserves special care when crafting a plan for success.
Making a fair assessment of your needs and planning accordingly will ensure that your plan is
stable enough to get you off the ground.

4. RISKS IN A NEW BUSINESS
Entrepreneurs face many challenges when starting a new business. A depressed economy,
uncertain market conditions and financial struggles all pose a legitimate threat to the successful
launch of a new company. Business owners must be able to determine the types of risks that are
most likely to affect their new venture and proactively create risk management strategies that will
enable the company to succeed despite having those risks.
Market Risk
Current market conditions and trends pose a risk to new businesses. According to an article
on Inc.com, ―if industry trends are moving away from your product or service or if potential
customers are already locked up by competitors, it will be difficult to gain customer momentum.‖
Market can affect new businesses depending on the nature and location of the business, prospective
competition and product pricing. Markets that are overly saturated with the same products and
services can be detrimental to a new business‘ ability to gain significant market share.
Business owners can effectively manage market risk by performing a market analysis,
which helps determine the market potential for their particular product or service. A marketing
plan can help define marketing areas as well as uncover customer needs. Properly identifying
market risk is necessary to manage and/or avoid the risk all together.
Financial Risk
The financial standing of a business can often make or break a company‘s ability to
succeed. New businesses face significant financial risks. New business owners often fail to plan
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financial projections or create working budgets. It is necessary for new businesses to determine if
their product or service is strong enough to support the financial obligations of the business.
A lack of startup funds poses a considerable threat to new businesses. Sufficient capital is
necessary to pay for the owner‘s living expenses until the business turns a profit. In addition, most
businesses need inventory, equipment, office supplies and marketing materials to run effectively.
Entrepreneurs who are unable to secure financing often dip into personal savings or overextend
credit cards to fund their new business venture. Personal financial success is often tied to the
success of the new business. If the business does not succeed, a new business owner could possibly
face financial ruin.

Management Risk
The organizational structure of a new business, or lack thereof, is another risk in starting a
new business. New business owners with little or no management experience face significant
challenges in running a successful company. Entrepreneurs who hire inept managers run the risk
of hurting important business functions as well as the overall bottom line of the company.
Managers are often charged with overseeing the day-to-day operations of a company. Ineffective
management can have an adverse effect on sales efficiency, quality control and customer service.

5. BUSINESS ETHICS
The word ‗Ethics‘ originated from the Greek word ‗ethos‘ meaning character, conduct and
activities of the people based on moral principles. It is concerned with what is right and what is
wrong in human behavior on the basis of standard behavior or conduct accepted by the society.
Honesty, truthfulness, compassion, sympathy, feeling of brotherhood etc. are considered ethical.
Ethics concern an individual's moral judgment about right and wrong. Decisions taken
within an organization may be made by individuals or groups, but whoever makes them will be
influenced by the culture of the company. The decision to behave ethically is a moral one;
employees must decide what they think is the right course of action. This may involve rejecting
the route that would lead to the biggest short-term profit.

Ethical behavior and corporate social responsibility can bring significant benefits to a business.
For example, they may:
•
•

attract customers to the firm's products, thereby boosting sales and profits;
make employees want to stay with the business, reduce labour turnover and therefore
increase productivity;
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•
•

attract more employees wanting to work for the business, reduce recruitment costs and
enable the company to get the most talented employees;
attract investors and keep the company's share price high, thereby protecting the business
from takeover.

Unethical behavior or a lack of corporate social responsibility, by comparison, may damage a
firm's reputation and make it less appealing to stakeholders. Profits could fall as a result.
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QUESTIONNAIRE
Needs analysis of people before starting own business at maritime sector.
Dear respondent,
This questionnaire has been developed within the framework of Erasmus+ Strategic Partnerships project titled
as “SEAMAP: Searching the Extensive Application at Maritime Protocol (www.projectseamap.eu)” in order
to evaluate the entrepreneurial competences of the people who want to start up a business in the maritime sector.
We would kindly like to ask you to answer the following questions in order to help us to better understand the
needs for information on starting a business:
1.

Personal background

1.1. Gender
male

female

Age ……
Country:
Current position: (employed / unemployed)
In which of the following sector are you studying or working?
Marine operations and shipping
Marine system design and construction
Marine resource-based industries
Marine-related service providers and equipment
Other: ………
Educational background
primary school/education (compulsory)
secondary school/education (please specify the field of study)……
college/advanced vocational training (please specify the field of study)… ……………..
university education (please specify the field of study)… ………………………………
2.

Satisfaction with educational preparation for starting a business
2.1. Does the educational content corresponds with your needs for information on starting a business
(scale from 1 to 4; where 1 = absolutely agree and 4 = absolutely disagree)
1

2

3

4
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2.2. For which of the following competencies does the school or your studies prepare you properly – it
means that they will be your strong benefit while starting your own business? (tick proper column
for each competence)
Absolutel
y agree

Competences

Agree

Disagree

Absolutel
y disagree

General knowledge on how to start a
business
Specific Information regarding the
business environment
Starting and running a business
Business Plan
Legal terms of entrepreneurial activity
The necessary resources for developing
a business
Business ethics
Other (please, specify)
2.3. Which of the following competencies do you think were neglected during your studies? (Tick proper
column for each competence.)
Competences

Absolutel
y agree

Agree

Disagree

Absolutel
y disagree

General knowledge on how to start a
business
Specific information regarding the
business environment
Starting and running a business
Business Plan
Agile methodology
Legal terms of entrepreneurial activity
The necessary resources for developing
a business
Business ethics
Other (please, specify)
2.4. Did you have the opportunity to meet entrepreneurs during your studies? For example through
seminars, practice, workshops, presentations etc. (scale from 1 to 4; where 1 = absolutely agree and 4
= absolutely disagree)
1
2
3
4
- here you can add your comment:
……………………………………………………………………………………………………..............
......................................................................................................................................................................
..............................................................................................................................................
37

Entrepreneurship Training Material for Maritime Sector

2.5. Did you try to gain information regarding business start-up during your studies?
yes
no, I was not interested
no, there were no opportunities
3.

Business start-up

3.1. Tick the propositions mentioned in the table (choose one answer for each proposition):

Propositions

I have
full
knowledg
e

I have a
vague idea

I don't
know

Do you know which documents are
needed and which are the first steps to
start a business?
Do you know about how to create a
business plan?
Do you know the legal terms of
entrepreneurial activity?
3.2. What skills, knowledge, competences and personal behaviour you think are required for a
successful business?
Requirements

Agree

Rather
agree

Rather
disagree

Disagree

A good business idea
A good business plan
Human Resources
Financial resources
Management skills
Leadership skills
Social skills (communication)
Self-confidence
Optimism
Motivation
Constructive thinking
Creativity
Good luck
Other
3.3. If there were held/organized seminars/courses where you could learn how to start your own
business, would you be interested to attend them?

38

Entrepreneurship Training Material for Maritime Sector

yes
no
3.4. What information do you need in order to successfully start your own business? (tick proper
column for each proposition)
Rather
Rather
Proposition
Agree
agree
Disagree Disagree
Specific information regarding the
business environment
Business environment (features and
components)
The entrepreneur (definition, qualities
and skills of a successful entrepreneur)
Business Plan ( definition, content, types
of business plans)
The necessary resources for developing a
business ( financial resources, human
resources)
Legal terms of entrepreneurial activity
Risks
Other (please specify)
Do you have any other comments or ideas concerning needs of people in the area of entrepreneurship in
the maritime sector?
Please write down:
………………………………………....................................................................................................................
................................................................................................................................................................................
.............................................................................................................................…………...
Please give your email if you want to be informed about the need analysis report:
E-mail: ……………………………….
Thank you for your time and we wish you a great success while starting your own business!!!
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Activity: Are You a Potential Entrepreneur?
Part 1: Entrepreneurial Characteristics— A Personal Review and Assessment
Select the number that best indicates what you believe about each of the following. At the extremes, “1”
means “strongly disagree,” while “10” means “strongly agree.”
I am a person who

Strongly

Strongly

Agree

disagree

Is self-confident

1

2

3

4

5

6

7

8

9

10

Is passionate, with strong
feelings about things personally important to me

1

2

3

4

5

6

7

8

9

10

Has high self-esteem

1

2

3

4

5

6

7

8

9

10

Is capable of accomplishing
whatever I set out to do

1

2

3

4

5

6

7

8

9

10

Is self-reliant

1

2

3

4

5

6

7

8

9

10

Is opportunity-oriented

1

2

3

4

5

6

7

8

9

10

Is forward thinking

1

2

3

4

5

6

7

8

9

10

Has vision and goals

1

2

3

4

5

6

7

8

9

10

Has drive and ambition

1

2

3

4

5

6

7

8

9

10

Is willing to work hard

1

2

3

4

5

6

7

8

9

10

Is willing to take a risk

1

2

3

4

5

6

7

8

9

10

Is competitive, especially
against myself
Is creative
Is willing to learn

1

2

3

4

5

6

7

8

9

10

1

2

3

4

5

6

7

8

9

10

1

2

3

4

5

6

7

8

9

10
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Activity: Are You a Potential Entrepreneur?
Part 2: Entrepreneurial Skills— A Personal Review and Assessment
Fill out the chart below, selecting the number that most closely corresponds to your skill in each area,
with a “1” meaning the least amount of skill and a “10” meaning highest amount of skill.
I am a person who

Strongly

Strongly

Agree

disagree

Able to plan effectively

1

2

3

4

5

6

7

8

9

10

Communication skills: Speaking

1

2

3

4

5

6

7

8

9

10

Communication skills: Writing

1

2

3

4

5

6

7

8

9

10

Communication skills: Reading

1

2

3

4

5

6

7

8

9

10

Promoting a good or service

1

2

3

4

5

6

7

8

9

10

Interpersonal skills

1

2

3

4

5

6

7

8

9

10

Basic management ability

1

2

3

4

5

6

7

8

9

10

Personal effectiveness

1

2

3

4

5

6

7

8

9

10

Team-building skills

1

2

3

4

5

6

7

8

9

10

Leadership ability

1

2

3

4

5

6

7

8

9

10

Is willing to take a risk

1

2

3

4

5

6

7

8

9

10

Add up your score.
If your score is 70 or over, you already have many of the key skills necessary to be a successful entrepreneur.
If you gave yourself a score of 6 or less on any of these items, you might want to work to improve that skill.
If you are determined, you can improve any skill you believe you will need to become a successful
entrepreneur.
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Activity: Are You a Potential Entrepreneur?
Part 3: Another Point of View
Take this opportunity to “check out” whether a special friend or family member or teacher— someone
who knows you very well—agrees with what you think are your strongest skills/characteristics and your
areas for growth/improvement. Ask them the following questions:

What do you think is my MOST awesome/outstanding skill or characteristic?
(Record the person‘s responses.)………………..............................................................................

What do you think would be an area for growth/improvement that would benefit me the MOST?
Ask the person to explain why……………………………………………………………………...

Return to Parts 1 and 2. Were your responses the same or different from the person who knows
you very well?
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7. HOW TO ESTABLISH A COMPANY
In this section you will get step by step information about the official
procedures, legal terms and issues how to establish a company in
Turkey (page 43), Poland (page 45), Spain (page 46) and Romania
(page 47) which are the participating countries in the SEAMAP project:

7.1. Step by Step Guide – How to establish a company in TURKEY
Choose a Company Name
The company name must be indicative of the business activity to be carried out by the company.
Since the trade names of legal entities are protected in Turkey, we will investigate whether your company name
is available for incorporation.
Foreign words in the company name are permitted in cases where these words do not contradict any law,
national, cultural and historical benefits or there are foreign shareholder/s in the company.
Share Capital
A company can be established using 100 percent foreign capital. The minimum capital of the company should
equal TL 10.000 / € 1.500. Capital amounts to be put in by shareholders should total at least TL 25 or multiples
of this amount thereof.
Upon incorporation 1/4 of the cash capital should be fully paid. The remaining portion may be paid up within
three years of incorporation.
Select Directors
Your Turkish company can be incorporated irrespective of your nationality or place of residence. Directors can
be foreigners since there is no obligation that managers or directors should be Turkish citizens. All foreign
investment based companies have the same rights and obligations as local Turkish companies.
Select Shareholders
A Turkish company requires only 1 shareholder who may be of any nationality.
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Select a Registered Office
It is a requirement that your company has a Registered Office address in Turkey.
Company Formation – Prepare the documents
Once you have decided upon all the above information, prepare the following documents:

















Petition and Form
Letter of Commitment - must be signed by authorised persons.
Bank receipt confirming capital has been
Drafting and notarisation of Articles of Association (one original and two copies)
Principal Statutes Notarial fees
Registration fee of Chamber of Commerce
Government fee
Consumer fund (0.4%)
Accountancy Fee
Certification of the Company Commercial Books approval (Journal, Ledger, Case book, Inventory
book)
Signature declarations of company managers
Registration of the company at the Trade Registry and its announcement in the Commercial Registration
Gazette
Certificate of Incorporation
Company Statutes
Leather binder with all documents and certificates
Delivery of documents by FedEx / DHL courier

Once we have your documents and carried out the steps detailed above, an announcement in the Turkish Trade
Gazette will ensure your company has become a legal entity.
Registration to Tax Office
Please note that corporate entities require an office address to be registered with the tax office on the same day
or before the registration date. A tax registration number is received and legal books are certified by a Public
Notary. The rent contract certified by the Notary Public as well as the notarised Circular of Signatory should
be submitted to the related Tax Office.
-----------------------------------------------------------------------------------------------------------------------------------For more and updated information how to establish a company, please visit the official web site of Presidency
of the Republic of Turkey – Investment Office:
http://www.invest.gov.tr/en-US/investmentguide/investorsguide/Pages/EstablishingABusinessInTR.aspx
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7.2. Step by Step Guide – How to establish a company in POLAND
Registration of the company
The establishing and conducting the business as well as its registration is regulated by the Act on the freedom
of economic activity of 2nd July 2004 (Dz.U. 2004, Nr 173 poz. 1807). This law applies to individuals who
want to conduct their own business under his/her name. After 1st July 2011, the process of registration was
simplified. The “one-window” procedure was introduced. It allows to establish the firm in one place (office),
without necessity to go to other offices and institutions. Nowadays, the process became even more simple and
there is an option of “no-window” which gives an opportunity to establish a business via Internet or telephone,
without necessity of leaving the house.
To establish a company, the registration form called CEIDG-1 is required. It includes:
 application for entry into the official register of national economy entities REGON;
 identification application to the head of the tax office NIP;
 a statement on the selection of the form of taxation with income tax on natural persons;
 reporting the application of the contribution payer to the Social Insurance Institution;

Tax liability
Tax liabilities are paid on the basis of a tax on income, as is the case for full-time employees. In Poland
individual entrepreneurs could choose one of the following form of taxation:
 general rules (tax scale 18% and 32% - income from employment is also settled in the same way) – in
this form an entrepreneur pays 18% of income up to 85 528 PLN minus the quota decreasing the tax or
15 395,04 PLN + 32% of surplus above 85 528 PLN
 19% tax (so-called flat tax) – in this form an entrepreneur pays 19% of income, and there is no quota
decreasing the tax
 lump sum from registered income – in this form entrepreneurs pay some quotas depending on their
income and general, simple rules (chosen percentage from income from different types of activities)
 tax card – in this form entrepreneur pays a fixed tax quota regardless of the value of actually generated
income company can be established using 100 percent foreign capital. The minimum capital of the
company should equal TL 5000 / €2,500. Capital amounts to be put in by shareholders should total at
least TL 25 or multiples of this amount thereof.
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Obtaining of tax identification number
In Poland, each adult has to have tax identification number to account for the tax office. In the case when an
adult becomes an individual entrepreneur, he/she has the same tax identification number to use.
-----------------------------------------------------------------------------------------------------------------------------------For more and updated information how to establish a company, please visit the official web site of Ministry of
Entrepreneurship and Technology of Poland:
https://prod.ceidg.gov.pl/ceidg.cms.engine/
------------------------------------------------------------------------------------------------------------------------------------

7.3. Step by Step Guide – How to establish a company in SPAIN
To start a company in Spain, you must first have the right to live and work in Spain.
If you are an EU citizen, you automatically have the right to live and work in Spain, but you need to apply for
your Número de Identificación de Extranjero (NIE).
Once your personal legal status is in order, you can choose between the different legal forms of your business,
which are Sole Trader, Partnership or Limited Company.
1.) Sole trader: To start operating as a sole trader in Spain, you need to do the following:
a) register with the Spanish tax office (the Agencia Tributaria );
b) register for social security (Seguridad social)
c) apply a licence (if your profession is regulated)
2.) Partnership (Sociedad Civil): There are two types of partnership in Spain: general partnership ( sociedad
general ) and limited partnership ( sociedad comanditaria ).
Each have their own special requirements and come with different rights and responsibilities. For both you
need to do the following:
1.
2.
3.
4.
5.

create a partnership agreement and sign it before a notary (a lawyer can draft this for you)
include the words Sociedad Civil in your business name (if you have a partnership agreement in place)
register with the tax authorities
register for social security
apply for any licences (including an opening licence for your business premises)
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3.) Limited company: In Spain there are six types of limited companies with different minimum number of
shareholders and different minimum start capital. For all limited companies you need do the following:
a) Hire a lawyer or accountant: Setting up a company is a complicated process and a lawyer or accountant
will advise on the exact requirements and processes.
b) Apply for Certificate of uniqueness: The certificate from the Mercantile Registry confirms that the name
you have chosen is available
c) Get a Tax Identification Code (CIF): A company is a legal person in its own right, that needs its own
tax identification code which has to be applied for at the tax office (Agencia Tributaria).
d) Opening a bank account: The Company has to have a bank account in its own name into which you
have to deposit the minimum investment amount. The amount will vary depending on the type of
company chosen.
e) Public deed of incorporation: The deed is the document that sets up your company. It includes
information such as the name of your company, its official address, the nature of your business, names
and addresses of all shareholders, names and addresses of its officials (directors, company secretary and
key officers) and so on. It will also have information on how the company is run.
The deed must be published by a notary and is accessible to the public.
f) Register your company: This is best done by an accountant or lawyer and includes registering the
company with the local tax authority, the Mercantile register and social security authorities.
g) Finally, minor formalities such as setting up accounting books, including VAT, obtaining any licenses
necessary to operate your business, including an opening license for your business premises and
notifying the regional authorities.

Step by Step Guide – How to establish a company in ROMANIA
Documents required for registration in the trade register, fiscal registration and authorisation of the
operation of the company in collective name, in simple and limited liability limited partnership
Prior operations
Request for verification availability and / or firm reservation (original) - form, completed with 3 names - details,
in order of preferences, respectively checking availability and / or reservation emblem - form. Initially the
domain of the company and the availability at the Trade Register are checked so that the respective company
could operate under a certain degree.
❑ The firm of a company in collective name must include the name of at least one of the associates, with
the mention "company in collective name" written in its entirety.
❑ The firm of a limited partnership must include the name of at least one of the limited partnerships, with
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the mention "limited partnership" written in its entirety.
❑ The firm of a limited liability company is made up of its own name, to which the name of one or more
associates can be added and will be accompanied by the written statement in its entirety "limited liability
company" or "S.R.L."
There will be checked the availability and reservation of the emblem and other identifying elements.

Registration of the Company to the Register of Trade
❑ Application for registration (original) - form;
❑ Annex 1 regarding the tax registration - form and, as the case may be, Annex 2 regarding the foreign
investment - form;
❑ The standard declaration on its own responsibility signed by associates or administrators from which,
as the case may be, that:
❑ The legal person does not carry out the declared activities at the registered office, at the secondary
offices or outside them, for a maximum period of 3 years (model 1 - original);
❑ The legal person fulfils the operating conditions provided by the specific legislation in the field of
sanitary, sanitary-veterinary, environmental protection and labor protection for the activities specified
in the type declaration (model 2 - original);
❑ Proof of the availability and reservation of the company (original);
❑ If applicable, the agreement for the use of the name, provided by art. 39 of Law no. 26/1990,
republished, as subsequently amended and supplemented (original);
❑ Statement that the person has the status of sole associate in a single limited liability company or that
the limited liability company with only one associate is not a sole associate in another limited liability
company (original) - details;
❑ Articles of incorporation (original) - details (Models of articles of association: SRL sole associate,
SRL several associates, simple partnership, collective name); constitutiv (original)
❑ The document attesting the right of use on the space destined for the registered office (copy) - details;
❑ The request addressed to ANAF in order to obtain the certificate issued by the competent financial
administration, which certifies that for the building destined for registered office there has not been
registered another document for the alienation of the right of use on the same building, for free or for
free - form;
❑ Declaration on own responsibility in authentic form regarding the compliance with the conditions
regarding the registered office, if, from the certificate issued according to point 9, it turns out that
other documents attesting the alienation of the right of use on the same building destined for
headquarters are already registered with the financial administration social - details;
❑ Evidence regarding the payment of the contributions subscribed by the associates to the share capital
(children) - details;
❑ The documents regarding the property for the contributions in kind subscribed and paid to the
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❑
❑
❑
❑

❑
❑
❑
❑
❑
❑
❑
❑
❑

constitution; if, among them, there are also immovables, the certificate certifying the tasks for which
they are encumbered (certified copies);
Statements given on their own responsibility, as the case may be, by the founders / administrators /
censors or natural persons representing the legal person named administrator or censor, from which
they can fulfill the legal conditions for holding these qualities (original) - details;
Identity documents of the founders, administrators, censors or auditors natural persons (copy);
Signature samples of company representatives (original) - details;
As the case may be, the authentic declaration on the own responsibility of the foreign natural person in
his own name or as a representative of the foreign legal person that is not tax registered in Romania, in
the original and, as the case may be, the translation made by an authorised translator whose signature
will be legalised by a notary public - details;
the registration documents of the founders, administrators, censors legal entities (certified copy);
the opinion regarding the change of the destination of the collective buildings with housing regime,
provided by Law no. 196/2018 (completed on the form - type);
the decision of the statutory body regarding the participation in the establishment of the company of
the founding persons (certified copy);
the mandate for the person empowered to sign the instrument of incorporation on behalf and on behalf
of the founder legal entity (certified copy);
the certificate of goodness of the non-resident legal persons participating in the creation of a company,
issued by a bank or the competent chamber of commerce of the country of nationality (original and
translated copy);
the prior notices provided by the special laws (copy);
special empowerment (in authentic form), advocacy or delegation for the persons designated to
perform the legal formalities (original);
Statement regarding the actual beneficiary of the legal person - details;
Evidence regarding the payment of the legal tariff - details: Tariff for publication in the Official
Gazette, Part IV.

To whom we address to
❑ The settlement of the request falls within the competence of the director of the trade register office of
the court and / or the designated person or persons who may / may dispose the administration and other
documents proving than those listed.
❑ Writing the documents, obtaining the authentication or, as the case may be, giving a certain date,
providing guidance for the correct completion of the registration application can be performed, for a
fee, through the assistance services within the trade register office of the court.
❑ The manuscript page of the documents submitted for publication The Official Gazette of Romania
represents 2,000 signs, including spaces. The documents submitted for publication in the Official
Gazette of Romania, will have legible content, technically edited in a row and a half, with 12 Times
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New Roman bodies, without erasures or non-typographic additions, which make their text
incomprehensible.
❑ The forms are distributed at the ORC headquarters.
❑ The application for registration, the documents provided by law, filed (in file with rail) and numbered,
is submitted by the applicant to ORCT directly, by post, with a letter of declared value and confirmation
of receipt or by electronic means. The application transmitted in electronic form will have the extended
electronic signature incorporated, attached or logically associated.
Tutorial
https://youtu.be/yfY8mWbqK2Y

50

REFERENCES & LINKS
•

https://ec.europa.eu/growth/sectors/maritime/shipbuilding_en

•

https://www.sylipsis.com

•

Opportunities for Startups Young Entrepreneurs in Maritime Cluster by Dr. E. Bhaskaran. B.E, M.I.E,
M.B.A, Ph.D., C.E., 2018

•

http://www.windrosenetwork.com/Maritime-Sector

•

INNOVATION AND ENTREPRENEURSHIP Practice and Principles by Peter F. Drucker

•

http://www.invest.gov.tr/enUS/investmentguide/investorsguide/Pages/EstablishingABusinessInTR.aspx

•

https://www.formacompany.com/en/turkey/step-by-step-guide.php

•

Glinka B., Gudkova S., Przedsiębiorczość, Oficyna a Wolters Kluwer business, Warszawa 2018.

•

http://www.strefabiznesu.nowiny24.pl/artykul/rzeszow-jak-sie-sprawdza-szybka-rejestracja-firm-wjednym-okienku-38714.html

•

http://www.dw-world.de/dw/article/o,,5315746,00.html.

•

http://www.polisfera.pl/articles.aspx?id=85

•

https://prod.ceidg.gov.pl/ceidg.cms.engine/

•

Tax Offices (Spain):
https://www.agenciatributaria.gob.es/AEAT.sede/en_gb/Inicio/_otros_/_Direcciones_y_telefonos_/De
legaciones_y_Administraciones/Todas_las_Delegaciones_y_Administraciones_por_orden_alfabetico/
Todas_las_Delegaciones_y_Administraciones_por_orden_alfabetico.shtml

•

Social Security: http://www.seg-social.es/wps/portal/wss/internet/OficinaSeguridadSocial

•

Register for foreigners (NIE number): http://www.interior.gob.es/web/servicios-alciudadano/extranjeria/ciudadanos-de-la-union-europea/numero-de-identidad-de-extranjero-nie-

•

Guides:

•

http://www.creatuempresa.org/es-ES/PasoApaso/Paginas/Creatuempresapasoapaso.aspx

•

https://www.agenciatributaria.es/AEAT.internet/Inicio/_Segmentos_/Empresas_y_profesionales/Empr
esas_y_profesionales.shtml

•

https://www.camara.es/creacion-de-empresas

•

https://www.expatica.com/es/employment/self-employment/start-a-business-101459/

•

https://transferwise.com/gb/blog/start-a-business-in-spain

•

https://www.companyformationspain.com/

51

