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“Tell me” and I will forget 
“Show me” and I will remember

“Involve me” and I will understand 

A Chinese Proverb adopted by “Let’s Enterprise”
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EnTErPrISE TEAcHIng gUIdE FOr TEAcHErS 
– TrAInErS And gUIdErS

1. InTrOdUcTIOn

This guide represents a teaching support for teachers and trainers, in order 
to transfer to the learners the competence named: “spirit of enterprise and  
entrepreneurship”, but not only this. it is also a tool intended for the companies 
which desire to know entrepreneurial praxis and experiences, from which they 
can draw ideas and incitements to improve themselves. 

The guide is, ultimately, an attempt to make the specific knowledge of the  
business creation attitudes as explicit, formalized, well-established and 
widespread as possible. all this is aimed at supporting and increasing the 
value of the entrepreneurs’ activities, as they are the moving spirits of the 
development, and at reaffirming the small business full dignity, as a proper 
“profession”.

The tool arises from the “Let’s Enterprise” project1, realized with the European 
Commission contribution within the grundtvig program. The purpose 
is not to replace, but to supplement the teachers, trainers, guiders and 
entrepreneurs’  knowledge, and to incite their capability to interact with the 
entrepreneurship complex competence. The ultimate goal set by Let’s was to 
facilitate the teachers and the trainers during the transfer of the competences 
to the enterprise. 

it is generally recognized the importance to include in the entrepreneurship 
training definition two different components: 

- a broader meaning of education, not directly oriented towards the creation 
of new enterprises and aimed at acquiring aptitudes and competences to 
bring out the entrepreneurial spirit;

- a specific training aimed at business creating.

This guide meets with the first kind of training. it is, therefore, targeted to 
provide ideas and incentives to promote the development of personal qualities 
which foster the spirit of enterprise.

it follows that such a training has as priority the awakening of learners/students 
to self-employment as a professional choice, transferring the message that 
people can aspire to become not only an employee, but also an entrepreneur.

as to the personal qualities development, regarded as prominent for 
entrepreneurship, the priorities identified within the European compass are:

to progressively encourage pupils and students to get used to the  
capabilities related with managerial abilities, as problem solving, as well 
as the willingness to take responsibilities, to make decisions and to 
communicate. 

to develop the cooperation capability, to set networks of contacts, to learn 
to take on new roles etc. The aforesaid aspects mainly fall within the social 
competence sphere. 

to develop self-reliance and motivation in view of results achievement, to 
learn thinking critically and independently and, particularly, to acquire the 
will and capability to learn autonomously.

to prove personal initiative, enterprise and inventiveness and to be 
prepared to face risks related with the carrying out of ideas are further 
entrepreneurial qualities. 

Reasons connected to some global trends, which produced important 
transformation in enterprise and in doing enterprise methods are at the basis 

•

•

•

•

1 Italy - coordinator ERiFo –Ente per la ricerca e formazione http://www.erifo.org; 
Finland - partner LPKKY http://aikkari.lpkky.fi; 
United Kingdom - partner - SuPERaCT http://www.superact.org.uk/; 
Bulgaria - Partner - BFE - http://www.fbo.bg/?ln=2
germany - partner - TechNet - http://www.technet-berlin.de/; 
Portugal- partner - iEBa - http://www.ieba.org.pt/ieba_pt/
Turkey - partner - T.R. goVERNoRSHiP oF KoCaELi http://www.kocaeliab.gov.tr/en/; 
Poland - Partner - oPS http://www.ops-zoliborz.waw.pl/
Switzerland - associated partner - SEEd http://seedlearn.org/it/
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of this guide for the enterprise didactics. The aforesaid reasons, accordingly, 
call for an overall “renewal” in the way to interpret the entrepreneurial start 
training.

among the most important trends we can point out the following ones.

The labour market transformations, which, on the one hand, have made the 
more traditional forms of work less and less diffused and accessible and, 
on the other hand, enabled the opening of spaces to flexible, innovatory 
and atypical forms of work, yet marked out by an extreme precariousness 
and by the lack of rights safeguard suitable tools. in this regard, it is more 
and more asserted the firm belief that people do not have to look for a job, 
but to make it up, clearly, at one’s own risk.

The consequent increasing in the  demand for enterprise, especially small 
and very small realities, notwithstanding the international uncertain 
situation. With regard to this matter we must take into account the Small 
and Medium Enterprises (SME) contribution to the creation of jobs, which 
in Europe represent more than the 99% of the productive tissue.

Besides an increasing in the number of those who demand for business, 
there is also a strong qualitative differentiation in the crowd of the aspiring 
entrepreneurs, with a solid growth, for example, of subjects belonging to 
the so-called “weak” sectors (immigrants, unemployed youth, women, etc.) 
who, in many cases, are forced to start up a company by motivations which 
are different from an entrepreneur’s traditional ones. Essentially it is no 
longer only the “bold”, who are often the entrepreneurs’ sons, who set up 
a business, but also subjects who never had entrepreneurial experiences 
within their family and that, sometimes, never had a job (as for young 
unemployed graduates).

Moreover, the economic system great transformations, which go under 
the name of globalization, of “new economy”, of knowledge society and 
communication and information technology. all the above mentioned 
elements produced a change in the traditional laws of the production 
and distribution of goods and services. We are the witnesses of a weight 

•

•

•

•

reduction of some traditional “hard” factors, as the  capital in a strict sense, 
whereas “soft” factors gain more and more importance, knowledge is the 
first among all. in the new economic compass, all things considered, doing 
enterprise is undoubtedly more “accessible”.

Finally, the increase of the human subjectivity, which signifies in the 
shape of a pronounced pluralism of the identities  and of strong traits 
of differentiation of the socio-cultural orientation. in these elements are 
asserted values connected with  the usually so-called “post-modernity” 
culture. in terms of employment, that brought forth a self employment 
reassessment, the experimentation of career innovatory paths and the 
parallel start of fresh entrepreneurial itineraries, oriented towards the 
research of the satisfaction of those immaterial requirements, which allow 
a social and personal full-fulfillment. 

What already said, is probably enough to understand that doing business 
today is very different from the past and that, therefore, support and training 
actions cannot fail to take into account those changes. 

in addition, it is important to stress that enterprise is today in the middle of the 
world political agenda. on an international scale, enterprise support policies 
are commonly referred to as development and promotion policies of  the social 
inclusion. The European union, in particular, suggests an integration model 
between economic development policies and social integration policies, 
which has entrepreneurship and, of course, small business as its core.  

The destinies of our societies, therefore, seem to take place round small 
enterprise. in front of this new scenario, which especially took place during 
the last decade, training will be more and more inclined to take upon itself 
new responsibilities. in fact not only a single enterprise success, but also, at 
least in part, the success and practicability  of the entrepreneurial promotion 
policy, as a social and, at the same time, development policy will depend or be 
conditioned on the consultants and trainers’ work. 

•
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	 1.1	Guide	to	the	use	of	LET’s	products

Let’s projects originated two e-books and a portal www.letsenterprise.
eu where it is possible to consult and download about 100 European 
entrepreneurs’ stories. These stories narrate how each entrepreneur arrived to 
enterprise creation, the difficulties they run into, the “magical assistants”, who 
permitted the success and the suggestions for those who want to embark on 
an activity. The interviews are in each entrepreneur’s National language and 
subtitled in English.

The e-books represent a support in the use of videos, for their adoption and 
exploitation in didactics and in guidance. 

This  volume, “didaCTiC guidE To ENTEREPRiSE FoR TEaCHERS -TRaiNERS 
– guidERS”, contains a qualitative analysis of the interviews achieved in each 
Country. This analysis is not aimed to scientific research, but to didactics 
support, for a more centered fruition and individuation of the messages and 
videos, useful to one’s own pedagogical experience.  

The interview qualitative analysis was organized by topic areas and compiled 
for each partner Country. The pointed out topics are: 

1. how the entrepreneurial idea was born;

2. the training and professional pathway which led to the enterprise
    creation;

3. the motivation which are behind the enterprise creating choice;

4. the support received by family, friends, colleagues and institutions;

5. the abilities and competences developed thanks to the entrepreneurial
     experience;

6. the suggestions to those who want to embark on an activity. 

For each topic area were related the entrepreneurs’ more noteworthy opinion, 
so as to permit to this guide user the identification of the interviews  more 
useful to one’s own didactic pathway. in addition, in each topic areas, are 

proposed investigations and/or suggestions in order to enrich the didactics 
with new hints and ideas. 

The second volume, “inside the storytelling”, represents the collected stories 
catalogue. For each interview are reported all the noteworthy information and 
the more important contents, and moreover the reference link to consult the  
video-interview. 

    

2. STOryTELLIng: METHOdOLOgy And rESULTS

	 2.1	Storytelling	methodology

The enterprise stories interviews were realized with the digital Storytelling 
technique, which allows to tell a story arriving directly to the heart and 
mind; looking the narrating person straight in the eye. a digital story which 
emphasize the interviewed persons’ past and present. in addition, the English 
subtitles allows a larger use of the films at a European level. 

The digital Storytelling2 was created in San Francisco, California in the first half 
of the  nineties by dana atchley and Joe Lambert. They describe it as a brief 
tale realized with digital tools; these tales are presented by means of videos 
and the dealt with topics can  be manifolds: life stories, work situations and 
people “portraits”. The narrated events are personal and authentic and this 
video content conveys and creates emotions and emotional involvement in 
the user. 

2  
Bibliographical suggestions for further investigations

Federico Batini - andrea Fontana, Storytelling KiT, Parma, Etas, 2010
Joe Lambert: digital Storytelling: Capturing Lives, Creating Community
http://www.storycenter.org/book.html
Corrado Petrucco, Marina de Rossi: Narrare con il digital storytelling a scuola e nelle organizzazioni, 
Roma, Carocci editore, 2009
Cristian Salmon, Storytelling - la fabbrica delle storie, Roma, Fazi Editore, 2007

http://www.youtube.com/watch?v=N6Z0UhjUi24
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it is important to stress that the digital Storytelling was born simultaneously  
with the multimedia tools diffusion at an accessible costs and the diffusion of 
internet. People turn to the storytelling methodology use in different education 
and training contexts within life-long education. 

This methodology use permits to place learning in significant contexts and to 
develop dialogic processes of reflexive interaction.

The first digital Storytelling set community and socializing intents to enlarge, 
then, the intervention fields to many other contexts as, for example, school, 
companies, art, in political commitment and, finally, in reflexive practices.

 Within the company compass as well, the importance of the narrative approach 
was acknowledged because it is useful in defining the group identity and 
afterwards in developing the sense of belonging. 

Thus “organizational storytelling”, which is aimed at inciting the collaborative 
construction of shared meanings, thanks to company stories that people lived  
in first person and tell. 

Within this project, storytelling was used to send containing a proposal 
and constructive messages: if you believe in something, you have to fight 
to reach the aim! The ultimate aim was to encourage in people the spirit of 
initiative, focusing on the essential components of the “spirit of enterprise” key 
competence. 

The entrepreneurs tell how their enterprise idea was born; what training 
and professional path they undertook to get to the business creation; why 
they choose to become entrepreneurs; what competences they do consider 
necessary to start an independent activity.

By telling their own story, the entrepreneurs became a medium to diffuse a 
message of hope, curiosity and above all of courage.  

The films length varies between 2 and 6 minutes, making the tool a not boring 
powerful educational support. They are short, multimedia, personal stories 
told by the heart, thanks to them it is possible to learn the others’ experiences, 
catching ideas and suggestions that can be used in one’s own life.  

	 2.2	The	interviewed	European	panel:	an	overall	scenario

The scenarios captured by the storytelling show a diversified cultural geography 
not so much in the paths as in business creation access modalities. 

The same qualitative analysis feels the effect of the different cultural humus of 
each partner Country, only occasionally highlighting comparable elements.

all in all if the business idea and the motivations originate and consolidate 
through similar mechanism in the different Countries involved in the project, 
considerable differences show in the business creation support network. 

The italian and the Polish are the weaker positions, where the companies 
development path substantially appears “privatistic”, that is delegated to 
families. and friends networks. 

although the training path to get to business creation seems rather 
homogeneous: a technical and sectorial training that must be supported with 
an experiential training. 

in analyzing the enterprise stories it appears evident how the entrepreneurs’ 
needs are equal in all the Countries. Entrepreneurial class needs technical, 
financial, administrative and legal support. 

The entrepreneur needs encouragement, training and advice, in other words 
tangible helps whose importance and impact appears different in each 
Country.

Below there is a synopsis of the most important elements highlighted by 
the qualitative analysis. The single entrepreneurs, who show the pointed out 
peculiarities, instead, are specified in the analytical descriptions.
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Italy UK Finland Germany Poland Bulgaria Switzerland 

1. The Business Idea - From the experience 
matured in working 
environments

- From the family, in 
business transmission 

- from market analysis

- from activities cultivated 
outside the working 
environments (Hobbies, 
personal interests , etc.) 

- passion

- redundancy

- continuation

- accidents

- family background of 
entrepreneurship

- employer’s 
encouragement

- by coincidence or interest 
in the field

- difficulties turned into 
success

- observation of the 
people’s behaviour 

- trust in the instinct

- from an analysis of the 
demand or need

- demand for certain 
products or services

- for employing 
people threatened by 
unemployment

- community perspective 

- need to train young 
people

- continuing the family 
tradition

- develop own passions 
and interest

- Professionals: specialists 
in some field who work 
mainly where they had 
received their professional 
education. 

- Experimenters: business 
based on the idea, related 
to their personal interests 
in a field close to them. 

- Social enterpreneurs: 
focused towards socially 
useful activities 

- Art: from an artistic 
hobby to a small business. 

- chose to start a business 
related to a field in which 
they were experienced. 

- family’s tradition 

- to start an activity in can 
also be related to their 
training 

- analysis of potential or 
market need. 
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Italy UK Finland Germany Poland Bulgaria Switzerland 

2. The professional 
and training 
pathway

- experiential training in 
working environments 

- technical training

Training and professional 
support programmes by 
specialised organisation: 
training and mentoring

- strong education in their 
own field before starting 
their business as a long 
experience of working

- competences developed 
by working in the field

- well educated but 
working in a field different 
from that they have 
started later

- At the beginning: people 
with no training or totally 
different training

- they have developed 
their skills through 
intermediate training, 
learning by doing, 
vocational training 
pathway for functional 
skills.

Not everyone had the 
appropriate training and 
competence to work in 
the industry. Both the 
educated and those who 
gained their knowledge 
in practice highlight that 
90% of the skills were 
acquired when they were 
running their  business. 

- (professionals) practical 
experience in the field 
they have worked in,  

- life long -learners: 
changed their profession 
with attending different 
qualification courses 

- the inventors: They have 
developed their own 
business idea following 
the laws and rules and also 
inventing own ways of 
successful realization. They 
are inventors and creator 
of their business. 

- previous career as 
employees 

- with the network of 
contacts 

-family tradition 

-by the training received 

-through learning-by-
doing 

Italy UK Finland Germany Poland Bulgaria Switzerland 

3.Motivation/
reasons in creating 
the enterprise

- family tradition

- passion for the sector

- propensity for self-
determination

- financial safety

- fortuitousness 

- self efficacy

- Financial security 

- intellectual stimulation

- social benefit

- life experience

- encouragement and 
support of the family/
friends, supervisors

- thanks to practical 
training who lead them to 
get the idea

- to have a new good idea

- coincidence  

- to create jobs for 
themselves an other 
people 

- to supply goods and 
services necessary for the 
community

- to provide perspects 
for young people and or 
migrants

- to provide jobs for needy 
people

- to pursue their own 
dreams

- to take a chance and 
become independent

 - to continue the family 
tradition,  - to find a source 
of income. 
 

-Ambitiousness and 
competitiveness 

- Social responsibility 

- Creativeness 

- novelty

-search for independence 

-to express creativity 

-to work and being in 
contact with people 
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Italy UK Finland Germany Poland Bulgaria Switzerland 

4. The network/
support received 
(family, friends, 
colleagues)

Family
Friends
Reference Community

Specialised organization 
which offered assistance, 
training and confidence

- family

- networking of 
professional organizations

- good personnel

- resources from the 
family/friends 

- resources from 
consultants/support 
agencies

- resources from the staff 
firm

- support from the local 
community

-cooperation with 
shareholder in earlier 
business 

- family

- bank lending 

- project fundings

- community support

- family and friends,  
colleagues, - external 
professionals or 
consultants,

- network of contacts.

Italy UK Finland Germany Poland Bulgaria Switzerland 

5. Abilities and 
competences 
developed/to 
develop

- Marketing and 
administration knowledge
- Organizing abilities 
- Ability to manage 
relationship with the 
market
- Ability to manage 
relationship with the 
staff  and one’s own 
collaborators 
- Ability to manage 
relationship with all 
the external parties 
as suppliers, public 
administration, other 
companies, associations 
trade unions, media etc.
- knowledge and technical 
abilities of the sector.

Developed:
– marketing 

– patience/endurance 

– collaboration - how to 
make profit in other words 
how to turn into business 
a good idea.

- continous training

- development of practical 
abilities 

Developed and that is 
important to develop:
- being socially competent 

- being responsible for 
mistakes

- broadening the supply

- lower the risk

- working together

- courage, careful risk 
taking, strategic thinking

NA - project management

- work with clients and 
partners

- new topical area

- learning by doing, 

- learning on the job
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Italy UK Finland Germany Poland Bulgaria Switzerland 

6. The key message 
to spread

- to get to business 
creation after working in 
the sector.

- be aware that doing 
enterprise requires 
sacrifice, propensity to risk 
and mental flexibility

 – start with little local 
market and then  look 
further. 

- Take a look inside, to 
have self-aware, life is an 
adventure thus have fun

 - honesty, ethics – be 
patient – believe in your 
self – take a look to EU 
funding opportunities

 - keep reasonable recors

-  keep talking . To be 
prepared to take different 
courses. 

- believe in yourself

- participate 
wholeheartedly

- develop yourself

- work hard 

- learning by doing

- being socially competent

- learn from your mistakes

- broadening the supply

- lower the risk

- work together

NA - Trusts themselves 

- Find and to develop their 
strongest qualities 

- Never to stop learning 
and developing 

- Careful planning, analysis 
and recognition of the 
market,  

- Tolerance, positive 
attitude and team respect 

- good will and patience 

- passion and a strong 
motivation 

-positive attitude 
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in order to make the consultation of the videos easier below you can find the available interviews list organized by Country, productive sector and activity 
performed.

The interviews table

Country ITALY 

  Name entrepreneur Sector Activities Link

  Alessandro Valvo catering Services Food & Beverage http://www.youtube.com/watch?v=i7sNs9qvu44

  Armando Pasquarelli Services Renewable energy. http://www.youtube.com/watch?v=N6Z0uhjui24

  Franco Troiani Manufacturing honey production http://www.youtube.com/watch?v=oToB3_iufng

  Nevro Cerasani Manufacturing production of sweets http://www.youtube.com/watch?v=t0xdd17FtKa

  Nicola Di Simone Mining sector Production of calcium 
carbonate

http://www.youtube.com/watch?v=lQF296Slzvg

  Gabriella Paris Tourist
Service

Management of an Holiday 
Home

http://www.youtube.com/watch?v=sivTsLRtSww

  Arnaldo Capocchia
Publishing, and 
reproduction of media 
recorded 

Music production http://www.youtube.com/watch?v=QeiRfC9g6au

  Donatella Consolandi Services Publicity http://www.youtube.com/watch?v=YFNKdoELddY

  Valter Vaccaro Services Green sector http://www.youtube.com/watch?v=2P15Z9XarF4

  Angelo Scandurra Services ICT http://www.youtube.com/watch?v=ZJePg5ubhTg

  Osman Gadi Services laundries http://www.youtube.com/watch?v=hR-ll5w0900

  Ahmed Abouomar 
  Mohsen  Saleh

trade florist http://www.youtube.com/watch?v=gw00qgwQhq4
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  Ramadan El Sayed 
  Mohamed

Services garage owner http://www.youtube.com/watch?v=xWuSfHx1EqE

  Harun Or Rashid Dhali Services telephony services http://www.youtube.com/watch?v=nQRWS5aWjma

  Lin Jing Jessica  trade Cloths shop http://www.youtube.com/watch?v=8mVQhVzRNgM

  Wei Zhang Tourist service refreshment http://www.youtube.com/watch?v=TKiFsuL7mYw

  Ricardo Castro and 
  Jhonny  Ruiz.

Services construction http://www.youtube.com/watch?v=8aFWMsdKFvc

  Enrique Mendieta Espinoza trade wholesale supply http://www.youtube.com/watch?v=RSxioW0fo6g

  Abd Elaal Sheta Catering services refreshment http://www.youtube.com/watch?v=5YbSabQCL5M

  Urla Merdiascet    trade Market shop http://www.youtube.com/watch?v=vijdN6EKg6M

Country UK 

Name entrepreneur Sector Activities Link

  John and Penny Bond services Therapeutic farm http://www.youtube.com/watch?v=yiVou2Komj4

  Zandra Johnson services furniture http://www.youtube.com/watch?v=pFd24QYaiak

  Sue Scott-Horne services Educational  work http://www.youtube.com/watch?v=7igWF_HbvPu

  Isabella Quigley-Moriarty services Menopause Self-Care http://www.youtube.com/watch?v=axasZaZvFya&feature=related

  Angela Ricards services Bowen Technique for horses 
and dogs

http://www.youtube.com/watch?v=agiFMeELwda

  Anne Caborn services Web ressource http://www.youtube.com/watch?v=mF5Fm6ucpEa

  Allan Kingshott services genealogy http://www.youtube.com/watch?v=eBc5fRacm8Q

http://www.youtube.com/watch?v=yiVou2KOmj4
http://www.youtube.com/watch?v=pFd24QYaiAk
http://www.youtube.com/watch?v=7iGWF_HbvPU
http://www.youtube.com/watch?v=axasZAZvFyA&feature=related
http://www.youtube.com/watch?v=AgiFMeELwdA
http://www.youtube.com/watch?v=mF5Fm6ucpEA
http://www.youtube.com/watch?v=eBc5fRacm8Q
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  Amanda Drake-Worth services Baby signing http://www.youtube.com/watch?v=sWdy3cZMzqM

  Anne Corry services therapy http://www.youtube.com/watch?v=aE1WYXQh2gE

  Paul Jordan services IT http://www.youtube.com/watch?v=mmXNBuZvakY

  Luke Daniels services counseling http://www.youtube.com/watch?v=4NN1EaPL8qg

  Tim and Mary Gilham services catering http://www.youtube.com/watch?v=ZwQu4ai04ta

  Voices of advice services compilation http://www.youtube.com/watch?v=9183bFmT8au

 Country BULGARIA

  Name entrepreneur  Sector Activities Link

  Antoni Anastasov Trade Retail of construction 
products http://www.youtube.com/watch?v=2Mis-6WfZbk&feature=related

  Afrodita Georgieva Trade Sell organic products http://www.youtube.com/watch?v=59avbi5LJeE&feature=related

  Dimitar Stojanov agriculture Biodynamic farming http://www.youtube.com/watch?v=giKgTTfcvFg

  Ekaterina Zdravcheva Ecotourism Tourism, catering http://www.youtube.com/watch?v=rrzk54Xagdo

  Emil Doychinov Food & Beverage Entertainment http://www.youtube.com/watch?v=eCP9u3n_Tug

  Jivka Marinova Education Education for women and 
children http://www.youtube.com/watch?v=5_p04_vxz6E

  Kostadin Popov advertisement
Production of promotional 
materials and dye-
sublimation printing

http://www.youtube.com/watch?v=sdp5oacCks0

  Lina Bardarska Marketing Multi Level marketing http://www.youtube.com/watch?v=hrXoQ_zgK9u&feature=youtu.be

  Maria Pencheva Trade Production of souvenirs http://www.youtube.com/watch?v=Hvh9tiEd0ZE

http://www.youtube.com/watch?v=sWDy3cZMzqM
http://www.youtube.com/watch?v=aE1WYXQh2gE
http://www.youtube.com/watch?v=mmXNBuZvakY
http://www.youtube.com/watch?v=4NN1EAPL8qg
http://www.youtube.com/watch?v=ZwQu4ai04tA
http://www.youtube.com/watch?v=9183bFmT8aU
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  Tzvete Janeva Performance Forum Theater http://www.youtube.com/watch?v=doSarii1uV4&feature=youtu.be

  Valentina Petrova Tourism Travel agency http://www.youtube.com/watch?v=cjiRhh9j2a8

  Valeri Andreev Engineering Automation engineering http://www.youtube.com/watch?v=ZWEibSJTSjk

  Vladina Cekova advertising TV and advertisement 
production house http://www.youtube.com/watch?v=ivbrkYoLnhw

  Yuri Kovachev Trade Jewelry production and 
Ayurvedic cooking courses http://www.youtube.com/watch?v=ma8KiWFXBtg&feature=youtu.be

Country GERMANY

Name entrepreneur Sector Activities Link

  Reziye Bayram (Sevgi) gastronomy http://www.youtube.com/watch?v=HnzBPTyjiFs

  Anne Lorenz Language teaching http://www.youtube.com/watch?v=dyr2uXQxy5s

  Anette Schill Social management http://www.youtube.com/watch?v=TCix6qZJbwc

  Lutz Bojahr Work integration http://www.youtube.com/watch?v=xmrVzioqyuQ

  Bernd Thuerk Employability services http://www.youtube.com/watch?v=QVKXrqpm_os

  Klaus Lemnitz Workspace management http://www.youtube.com/watch?v=NvucgQCztKc

  Rainer Milletat Consultancy http://www.youtube.com/watch?v=S7wNiXhC1va

  Norbert Thoemen Facility Management http://www.youtube.com/watch?v=2qdiS8w6sgY

  Thomas Holbe Work integration http://www.youtube.com/watch?v=gXu3aJqnkR8

  Dieter Baumhoff Construction http://www.youtube.com/watch?v=VBpByt_a5Po
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Country FINLAND

Name entrepreneur Sector Activities Link

  Airi and Jyrki Talonen Tour operator http://www.youtube.com/watch?v=xp3S-u2ETPk&list=P

  Arja Isoviita Child care http://www.youtube.com/watch?v=od62EBE9hNc

  Aulis Jalaskoski Furniture shop http://www.youtube.com/watch?v=Ngirz_ijaYQ

  Varpu Suontaka-Lahtinen Flower shop http://www.youtube.com/watch?v=9XKoR26h5aY

  Annikki Kulmala Natural cure training http://www.youtube.com/watch?v=QqfkxqbCtWw

  Satu Holma Book shop http://www.youtube.com/watch?v=KniceHo01yk

  Marco Äijälä Event production http://www.youtube.com/watch?v=aoyJTcYowqg&featur

  Ari Kulmanen Producer of organic 
produced vegetables

http://www.youtube.com/watch?v=ubjqihncmTw&list=

  Peter Dörig Producer of cheeses http://www.youtube.com/watch?v=kzhMZejd7fQ&list=P

  Reijo Lempinen Metal sector http://www.youtube.com/watch?v=RKKL4chPRic

  Veikko Salli Plastic industry http://www.youtube.com/watch?v=WkmwriVzkL0

  Jukka Heinäsuo Plastic industry and 
organic farming

http://www.youtube.com/watch?v=i3o29vkC5Tg
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Country POLAND

Name entrepreneur Sector Activities Link

  Andrzej Blikle Food industry http://www.youtube.com/watch?v=aC7xoFqRqJs&feature=youtu.be

  Anna Gornostaj Theatre http://www.youtube.com/watch?v=J_7kLexpus4&feature=youtu.be

  Anna Kiljanska Restaurant and grocery 
stores

http://www.youtube.com/watch?v=Z3lfj7o9o10&feature=youtu.be

  Barbara Stelmach artistic activity http://www.youtube.com/watch?v=mx0QMEqjoYY&feature=youtu.be

  Emilian Kaminski Theatre http://www.youtube.com/watch?v=gpYJPLoio3g

  Irena Eris Cosmetic industry http://www.youtube.com/watch?v=laqJygEdY7s

Iwona Rak Pharmacy http://www.youtube.com/watch?v=8bqMczCbeNk&feature=youtu.be

Jacek Baranski Stable http://www.youtube.com/watch?v=egYi4M_Xvt8

Jacek Waldemar Dabrowski artistic activity http://www.youtube.com/watch?v=dqayzvZaX1Q&feature=youtu.be

Krzysztof Zalecki Florist’s http://www.youtube.com/watch?v=zJi8sywgr28&feature=youtu.be

Lucyna Zapart Restaurant http://www.youtube.com/watch?v=dfJeSXClxNc&feature=youtu.be

Wiesława Gajewska Sales of perfumes http://www.youtube.com/watch?v=zwK28fSKZXk&feature=youtu.be
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  Country SWITZERLAND

Name entrepreneur Sector Activities Link

  Carmelo Spina Esthetics Hairdresser and make-up 
artist http://www.youtube.com/watch?v=a-23vwjoQ30

  Mauro Nesa Joinery Installer of doors and 
windows http://www.youtube.com/watch?v=CujF-nC7J24Joinery

  Britta-Kajsa Cassina Second-hans shop Retailer of second-hand 
goods for children http://www.youtube.com/watch?v=pVu-bwd2u2Q

  Marco Turco Jewellery Designer, producer and 
retailer of jewels http://www.youtube.com/watch?v=eH2-1i8HZFo

  Massimo Annoni Catering Owner of a bar http://www.youtube.com/watch?v=YBHjggdTgCc

  Claudio Dick Mechanics Producer of electric 
motorcycles

http://www.youtube.com/watch?v=Qeu-iVadXii

http://www.youtube.com/watch?v=a-23vwjoQ30
http://www.youtube.com/watch?v=CujF-nC7J24Joinery
http://www.youtube.com/watch?v=pVU-bwd2U2Q
http://www.youtube.com/watch?v=eH2-1I8HZFo
http://www.youtube.com/watch?v=YBHjggDTGCc
http://www.youtube.com/watch?v=Qeu-iVAdXII
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3. THE ITALIAn EnTrEPrEnEUrS

	 3.1	The	business	idea	

in the italian cases there is not a univocal path leading to the entrepreneurial 
idea identification. Notwithstanding it is possible to affirm the existence of a 
favorable ground to its individuation. in the analysed cases we can find some 
conditions, which facilitated the entrepreneurial idea definition:

The idea can originate attending stimulating working environments which 
permits the individuation of the specific activity field, the competition, the 
prospective clients and the sector evolution [Donatella Consolandi: … i 
saw my colleagues working in interesting sectors so i started following  what 
others were doing..; Armando Pasquarelli: … as i continued dealing with 
Energy, i directed my gaze towards renewable Energy sources, then i became 
fond of this sector,…. i resigned and set up a my own structure with other 
collaborators”. Jain – Chinese Rotisserie: “My husband and i created the 
activity. in China, he attended what in italy is known as hotel school. Then, 
in italy, he has worked as assistant cook for some years in many restaurants”. 
Jessica: “i have studied in italy for two years. Then i did the shop assistant 
and, day after day, i became passionate about the business. So i resolved to 
open a shop with my family and my husband.” Jhonny e Ricardo: “The idea 
of a building company originated from my previous experience in Ecuador, 
where i worked for american building companies, i was architects’ assistant 
and contributed to great apartment buildings construction. “

otherwise the idea can originates from a reference market analysis, 
searching for information about the various sectors trend and the expansion 
possibilities. That is Armando Valvo’s case, he choose the activity sector 
by means of a market analysis shared with his whole family: “my sons and i 
confronted on the kind of investment we could do to create their professional 
future “. Nevro Cerasani is included in this category as well: “ i observed….  
i did market inquiries and saw that it was an activity which could lead to 

something important”. in some cases, the sector choice arises from the 
absence or scarceness of competition.  it is Gabriella Paris’s case: “my 
activity originates from a great passion and from a love for the territory, 
which was lacking of facilities as mine “.

and again, the entrepreneurial idea can arise from activities cultivated 
outside the working environment (as hobbies and interests), which are 
revealing of abilities and competences, which we, often, underestimate and 
that, on the contrary, could be a springboard for a new activity creation. it 
is Valter Vaccaro’s case: “ The enterprise idea rises from a great passion, on 
one hand for “beauty”, on the other hand for interiors elegance, also as an 
intimate vent, as a cathartic process “; but this is Angelo Scandurra’s case 
as well:” The approach to programming originates as a passion since the 
eighties”; Arnaldo Capocchia:” i studied in the tourist sector, but as a boy i 
was fond of drums “;

Finally, the enterprise ability results strongly spurred in entrepreneurial 
families. The enterprise transmission joins many entrepreneurs. Cerasani 
Nevro: “it is a company that was born with my father, who had a small bakery, 
that gradually developed over the time. Franco Troniani “ This activity was 
born because i wished to continue my parents’ and grandparents’ activity, 
they have always run this activity as an hobby, but i wanted to transform 
it into a real company. Nicola De Simone “ When i was 28-30 years old i 
took the lead of my father’s company, he had a small mining activity and i 
expanded and made it a real industrial one.” Osman: “i did so many jobs in 
my life since i was 15 years old, i always worked on Saturday and on Sunday, 
i did the waiter or helped my uncle and aunt or my father in these laundries, 
i have never been idle. Thanks to my parents i could go through an already 
thriving working path.” 

The conclusion one can draw by the italian cases is that the idea does not have 
to be, at any rate, brilliant or original: it is more important that it is clear and 
feasible. However it is necessary to have an intuition which will give raise to an 
organizational process of the idea verification.

We can, therefore affirm that the enterprise creation pictured in this project 
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lead to entrepreneurship through four main streets:  

dreamway: chasing a dream. 
it is the one arising from an idea : to do this or that, or simply the idea to set up 
a business on one’s own. it seems only a fantasy in the beginning, but then it 
becomes a stronger and stronger longing. Till it comes the moment you throw 
yourself into the adventure or definitively abandon it. 

oneway: driven by necessity. 
it is the simplest one, but also very frequent. Excluded from employment, 
unemployed or unoccupied you feel dragged to the only possible alternative: 
the entrepreneurial adventure. 

bestway: by small steps. 
it is the road you take almost without noticing, starting it up in the leisure 
time, alone or with some friends, or with the family support. usually a small 
activity. 

by transmission
it is the generational change within the family enterprise, but also this path 
needs preparation and its success is not granted. Tips for the trainers

The idea identification

The entrepreneur’s work almost always originates from a question, which for 
a long time “hammers” those who want to set up an independent business: “ 
Where can i find the idea?”. Certainly the idea rises from a long period of doubts, 
observation and research of a perfect unequalled and without competition 
idea, a true gold mine!!!

But, probably, the perfect idea does not exist. The winning one is the feasible, 
practical and, most of all, creating enthusiasm  idea, in which you firmly 
believe. 

The idea can be found in the most unexpected places and in the everyday 
situations, attending the workplaces, cultivating one’s own hobbies, analysing 
the market and people’s styles of life evolution. The ideas have not to be wildly 
innovative or original to success. The simpler ones are often the better ones.

•

•

•

•

What to strengthen in a young man, who has entrepreneurial aspirations? First 
of all the observing capability and the realism.

Moreover it is necessary to provide the basic tools to understand the  market 
exigencies and requirements. The inspiration comes mixing all we dispose of: 
creativity, experience, skills and market careful observation.

Mobility is certainly an effective informal learning modality. Travelling you 
have the opportunity to identify new trends, as well as activities which can be 
adapted to the city you live in, imitate an idea, modify it putting in it something 
on your own. 

When an entrepreneurial idea will be found, it is necessary to understand if it 
is really genuine. at this point it will be necessary to put enthusiasm aside and 
estimate the activity basic aspects. 

The product/service complies with a “request”. 
in what is it different from other already existing products or services?
What competencies do you have in the sector and, in case how can you 
fill the “gaps”?
What is the catchment area to which you will propose your product/
service? 
How will you reach your customers (through promotion campaign, 
acquaintance, word of mouth…)? 
Who and how many are your competitors? 
How much investment does it take to start?

When the idea will be planned it is necessary to ask to experts, 
teachers or, more simply, to relatives and friends their opinion, 
but only the aspiring entrepreneur has the last word, because not 
everybody has the insight and the ability to appraise a good idea   
The entrepreneur often does things no one else would have done; the 
opinions, if constructive, will help the aspiring entrepreneur improving 
and finishing his own idea.

When the neo-entrepreneur’s eyes will shine and his heart will be full of 
joy, at last he will have found the “IDEA”.

•
•
•

•

•

•
•
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	 3.2	The	professional	and	training	pathway	

in the most of the analysed cases people become entrepreneur because they 
do not feel comfortable with subordinate employment as perceived as limiting 
their inventiveness. Subordinate employment is, often, considered useful to 
strengthen the sector experience; something as a launching pad towards 
enterprise creation. 

The pathway leading to enterprise creation is unquestionably an experiential 
one. You become entrepreneur if you are gifted with enterprise attitudes. 
attitudes are the warning signals of a capability, which shows itself as such, 
only if it finds the external (contextual, that is, environmental) and internal 
(motivational) conditions, which permit the capability to express itself. it 
results that the entrepreneurial attitudes “can be built and attainable” and not 
necessarily innate. 

How do you attain and build enterprise attitudes? 

independently from the sector and the enterprise dimension, the winning 
pathway for business creation is the one which bring out the coherence 
between formal (educational qualifications) – informal (working experiences) 
and non-formal (for example leisure time) training. The simultaneous presence 
of the three training typologies is essential to obtain a virtuous result (the 
enterprise creation), the three training levels contents have to be consistent 
with the objectives as well. 

The pathway to become an entrepreneur is, then, crowded with training 
experiences of different kind, they concur to bring to light the awareness of 
one’s own enterprise capability.  

Such a stratification and interaction among different learning levels leads to 
the acquisition of a greater responsibleness as regards to the entrepreneurial 
acting complexity and leads to develop relational and adaptability skills and 
acquire new technical knowledge in the pertaining sector. 

in this regard, the testimonies about the indissolubleness of formal and informal 

experiences within the entrepreneur’s training pathway appear explicit. 

Valter Vaccaro: “i started with an high education course promoted by the 
Lazio Region, after a university course where i obtained a degree in Sociology 
focused on territory and environment with a thesis on Roman terraces. in the 
end i also attended a master in bio-architecture. My studies were accompanied 
by a great work experience, at first in a garden center and then in one of the 
most big enterprise leader of plot plants, in which i became commercial 
director. after i decided to start my own activity.”

Angelo Scandurra: “My values are the continuous training, the research, the 
study and the passion for this type of work. in this work it is important to be 
attentive to what is new and be updated on new market offerings”.

Armando Pasquarelli: “ i was recruited in the lowest category, as a simple 
worker, in an energy company leader. Then i took internal examinations, 
that led me to have more and more important roles and prestige with many 
satisfactions. as i had a passion for energy sources with environment low 
impact, i was keen on working in this sector. Because of this passion i closed 
my experience with Enel, resigned and started my own activity with other 
partners.”

Cerasani Nevro: “as soon as i completed the High school i had the opportunity 
to work in a bank as a surveyor, but the work of my father, the baker, fascinated 
me and i started to work in my family business”.

Osman: “i completed the scientific high school with excellent marks and then i 
have attended the La Sapienza university - economy and finance -  for 4 years, 
but i did not complete the degree because i started to manage the family 
activities. First of all you must be humble in doing this job and make a training 
about the fabrics and products used in this work. The practice in this field is 
very important as well, you must have theoretical and practical competences 
to do this type of activity. When i started, at first, i have studied for 4 months 
with an expert of the field to learn all the specific methods to obtain the best 
work and then i experienced on my own clothes the methods i had learned, 
then time after time i started to manage my family activities. i studied and i 
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practiced the work which i was learning, it was theory and practice together.”

Ahmed Abouomar Mohsen Saleh: “a friend of mine taught me to choose 
colours, the flowers, to make a bouquet, to wrap up flowers and choose them 
for the different occasions. These are all the information i had to learn because 
before i did another job.

Dhali: “Before i became an entrepreneur, i did many jobs. i have also sold things 
in a fly pitch in the street for some months. i studied to learn how to manage 
an activity. These competences were useful to set up my own activity” 

Jhonny e Ricardo: “ First of all, those who want to set up a building company 
have to know that bricklayer is not a job someone can learn in a month or in a 
year. You should learn it in training schools. if you do not want to study you have 
to go working in building yards. if you do not want to be a mason you can do 
the electrician, the plumber, there are all the schools to teach you being much 
needed good plumber or electrician. if you have not a professional knowledge 
you cannot do things as prescribed and that is very important in italy.

Enrique Mendieta Espinoza: “When i started this job i was favored in 
comparison with the many foreigners who arrive in italy, because, thanks to 
my studies i already spoke italian almost perfectly, so it was easier for me to 
get into the business world. i started working as a  warehouse-keeper loading 
and unloading of the goods, then i started delivering and, finally, keeping the 
accounts, which is a very fascinating subject to me. My boss, ascertained my 
capabilities gave me the opportunity to come into contact with the customers, 
the suppliers and the factories.

Osman: “First of all you have to be humble to do this job, you must have a 
training about fabrics and the products which are used in this work and the 
practice in the field. You got to have all, the theoretical part and the practical 
one to perform this kind of activity. The first thing i did when i started was to 
study with an expert of the sector for 4 months. He showed me all the specific 
methods to obtain the best result, then i tried out on my own clothes the 
methods i had learned, and then, time after time, i succeeded.. i have been 

managing the family activities for almost 5 years. i studied then practiced the 
work i was learning, it was theory and practice at the same time “. 

TIPS FOR THE TRAINERS

identify and strangthen the entrepreneurial personality traits

The enterprise creation shows itself prevalently among the people who 
present: 

Propensity to self-employment;
a will to redeem themselves;
Self-confidence;
impetus to act;
an enterprise rough idea;
Technical knowledge;
competitiveness, innovation and creativity. 

The whole of the entrepreneurial profile components is wide and 
well-constructed, but some value and attitude features discriminate 
a candidate’s entrepreneurial potentiality. Only in the presence of an 
appropriate mix of attitudes, values and competences it is seasonable 
to act a guidance in enterprise creation. 

The emphasizing of the entrepreneurialization processes, of their, almost 
thaumaturgical, ability to  solve the unemployment problems led to 
accredit a sort of “mechanical naturalness” of the entrepreneurialization 
process. it is as the transition from unemployment to employment had 
the “promotion” (produced by oneself or others) to the entrepreneur’s 
rank as a natural outlet. it is, on the contrary, necessary to start with 
earning consciousness that the mix of capabilities and knowledge, which 
should be present during the entrepreneurial acting is, and remains, not 
so frequent 

•
•
•
•
•
•
•
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Besides, the growth of self-employment awareness and of enterprise 
creation as a personal fulfilment possibility is a matter of fact as well. 
What is defined “jobless growth” if on one hand is more and more stingy 
of safe workplaces is, nevertheless, rich of new opportunities, related 
to technological innovation, to the growing differentiation of services 
demand, etc. That inspired in young persons a longing for testing 
themselves with their inventiveness and  with the ability to offer products 
and new service. What counts is the entrepreneurial idea originality and 
the determination of personal commitment.
in relation to the new market opportunities, it is important to favor and 
promote a (single or associated) self-employment conception, where 
the temporality of a job is no longer seen as precariousness, but as an 
experience possibility, as a preparation to undertake new activities, as a 
personal and professional growth pathway.

The training to entrepreneur’s role must, then, be based on a strong 
guidance, which must also foresee a thorough assessment. People’s 
evaluation aims at helping the aspiring entrepreneurs to answer the basic 
question, that is if they are gifted or not with the necessary attitudes to be 
“ leaders of themselves”, or what are the attitudes to be strengthened. 

on the whole, to increase an entrepreneurial activity success probability 
it is necessary for the aspiring entrepreneur to show:

- The self employment propensity. it is an attitude which cannot be confused 
with a generic impatience towards the subordinate employment or with 
a generic aspiration to live not in a  strict rules context. it is, instead, the 
predisposition to seize and exploit at one’s own advantage the economic 
opportunities, to organize efficaciously one’s own activity according the 
personally adopted objectives, to feel gratified by the completion and 
success of one’s own work, rather than the subordinate work performed 
under the   direction of others or within a great organization. Such a 
propensity, then, has a strong content of self-discipline, of considerable 
organizational skills and of a marked sense of understanding compared 

with the empirical reality. guiding to the enterprise creation means, then, 
to help and inform the aspiring entrepreneurs to become conscious 
that self-employment if, on one hand, renders free from an organization 
or from a “boss”, on the other hand permits a still more distressing 
dependence towards an absolutely unspecified subject: the market. in fact 
the entrepreneur’s condition implies an unlimited dependence from the 
market fickleness, often producing a state of anxiety, which it is possible 
to contrast only with an almost absolute devotion to work. 

- The longing for self redemption: Basically neo-entrepreneurship also 
originates from a sort of personal or social redemption, from a generic 
situation of uneasiness produced by: 1. Having been fired; 2. Longings 
for working in a smaller organization in comparison with the great 
organizations impersonality; 3. Frustrations of the employed person, 
who sees that his capabilities are not properly exploited; 4. a desire to 
“quickly suceed” 5. Basic discontent for one’s own working condition 
(precariousness, a job which is inadequate to the educational qualifications, 
etc.). The desire for redemption is realized in the ambition to overcome a 
frustrating working situation.

- Self-confidence is necessary to enterprise creating and cannot be 
confused with an exaggerated assurance attitude, which digress into 
arrogance or the  incapacity to take reality into account. on the contrary 
it is the innermost conviction that one’s own behavior, adequately acted 
exercise a significant and almost decisive influence in fixing the sequence 
of events leading to the final objective. if this element owns a tenacity 
and determination content, it also owns a seemingly opposite one, that 
of flexibility and adaptability to activities which allows the continuous 
regulation of one’s own action on the basis of the effective progress of the 
events historic sequence. The failure cases must be considered as useful 
lessons and they do not have to become self-confidence destroying 
factors.

- The impulse to act: the aspiring entrepreneur must be guided to change 
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reality, rather than passively submit to it. This presuppose a selective 
understanding attitude in comparison with the empirical facts, in order 
to choose causal sequences on which  intervene to decide the convenient 
actions. it, in addition, presupposes an attitude to work with other subjects 
and to acquire the consent, then to influence other individuals’ behavior, 
through a procedure and a contractual strategy, in which all the mediation 
and intervention composition tools enter. doing enterprise, then, means 
having a volitional and non fatalistic reality vision; to perceive society as 
a source of goads, preserving towards it an emotional detachment which 
ensure rational choices.

- The enterprise rough idea, That is the idea still not analysed and adjusted 
before being transformed into proper valuable project. The rough idea  can 
arise in two ways: as an spontaneous impulse result, almost an intuition 
stimulated by a sudden perception of a market offered opportunity or 
as a result of an intentional research of spaces for a new entrepreneurial 
venture inside the market scenarios. in any case it mirrors the realization 
of a synthesis between a technical competence element, related to the 
productive processes, and a commercial knowledge element related to 
the market placement of the product or service. 

- Technical competences: “Know-how” is necessary to start up and manage 
an enterprise. The high cognitive level is inalienable in some services, but 
in others it is the technical-operational knowledge availability to ensure 
the greatest success probabilities. Technical knowledge not only means 
being aware of the productive processes which are currently adopted for 
that product, but also of the evolutive trends; to master techniques so 
as to adapt and, if possible, to improve them with respect to one’s own 
market exigencies. 

	 3.3	Motivation/reasons	in	creating	the	enterprise	

The motivation which stands behind the entrepreneurial choice, according to 

the storytelling results, bases itself on three fundamental pillars: the motivation 
to autonomy, self-fulfilment and social success. it is a three legged table which 
rests on a single basement, whose compactness determines the success of the 
entrepreneurial choice. Self-efficacy is the basement.

The entrepreneurial choice, seems to be more influenced by the extrinsic and 
intrinsic motivation, by intentionality, considered as an antecedent of the 
professional choice process and as a factor able to influence and determine 
the transition periods related to the start of a working socialization process of 
an entrepreneurial kind, which can lead to enterprise creation. 

Self-efficacy convictions, shows up for their relevance among the personal 
variables, as an element apt to intervene in the professional choice process. in 
particular, self-efficacy seems to influence the birth and development of the 
entrepreneurial intentions and their probability to be put into real effect. 

Self-efficacy is the belief that people work out about their own capabilities 
to organize and execute action courses to reach particular kind of requested 
performance.

it is not about the owned abilities and competences, but about the opinion 
the subject elaborates on their adequacy in relation to a precise task.

The social situation nature (task difficulty, partners’ features, types of support 
present in the context), each contingent event (errors, successes, failures) 
continuously shape up the individual efficacy perception. 

Self-efficacy is, then, the dynamic variable, which creates a synapse between 
the personal elements and the contextual elements of the entrepreneurial 
process. 

in all the analysed cases, the entrepreneurs share a positive self-efficacy sense. 
Furthermore, the self-efficacy convictions seems to determine the motivation 
level and the quality of the effort that the person exerts on his action courses, 
as well as the level of the perseverance and the commitment spent in trying to 
reach the fixed objectives. 

The more positive and firm the self-efficacy sense is the more persistent appear 
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the entrepreneurs’ efforts in the realization of their own entrepreneurial 
intentions.

Self-efficacy perceptions show in the capability to mobilize the cognitive 
resources, in the motivation strengthening and expression, in the activation of 
a behavioral repertory, which is necessary to control one’s own life events. 

The personal self-efficacy sense can, in some cases, be strengthened by 
observing an entrepreneurial model and role. a further implication is given by 
the connection between self-efficacy and social support. Self-efficacy appears 
better where there is a social support positive perception. in this regard  daLi’s 
testimony is precious: “i tried to start up an independent activity because 
i was sure about my competences and my fellow-countrymen  solidarity.” 
Jain’s testimony as well: ”We succeeded in opening the Chinese Rotisserie  
thanks to our enlarged family support”

The Self-efficacy pictured by the storytelling is wide and covers different 
psychological dimensions, they are all referable to self-confidence:

Alessandro Valvo: ” My strengths are an iron will and the confidence i have 
in myself, in my qualities and in my family “.

Armando Pasquarelli: “My strengths is in the capabilities i had and 
matured time after time.”

Franco Troiani: “ i do believe in myself, if you do not believe in what do you 
want to realize you will start in the wrong way. “

Jhonny e Ricardo: “a will to work and self-confidence is what it is 
necessary”.

•

•

•

•

Gabriella Paris: “Today i am proud to be independent, that for a woman is 
very important.”

Donatella Consolandi:” i, then, started thinking that i could fly away and 
create a structure on my own.” 

Urla Merdiascet: “i created my activity, because being entrepreneur was 
my dream since i lived in my country.” 

Self-efficacy seems, then, the enterprise creation goal striving: that is the 
motivation as a process which permits the transformation of intentions into 
actions, directing it towards the self-regulation and  the aim preservation.

INSIGHTS FOR THE TRAINERS

Strengthening Self-efficacy: as a inning strategy to improve the 
performances.

“The convictions people nurture about their capabilities have a deep effect 
on the capabilities themselves. Those gifted with self-efficacy recover from 
failures; those people approach the situations thinking how they can manage 
them, without being worried about what could, in case, be wrong “. Albert 
Bandura3

Improve self-efficacy in one’s own students, independently from the 
used teaching method, means having the following objectives:

improving the confidence in their own capabilities, acquiring 
information on the factors which affects on one’s own operative 
efficacy;

•

•

•

•
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acquire a greater steadiness and inner capability in managing obstacles 
and changing situations; 
develop self-confidence and the confidence in one’s own abilities;  
Knowing how to single out one’s own improvement areas.

as a stimulus to meditation and investigation, we propose a short on Self-
efficacy concept.

Self-efficacy, efficacy expectations, efficacy convictions, self-efficacy 
convictions, efficacy and self-efficacy sense are all expression with a same 
meaning; according to albert Bandura, the american psychologist who 
in the first years of the last century expressed the concept, they, on the 
whole,  signify the conviction of one’s own capability to organize and 
perform the necessary actions sequence to produce certain results. 

Self-efficacy is the conviction of one’s own capability to do a certain thing, 
or in other words, to reach a certain performance level.

With the term Self-Efficacy, then, is defined the perception we have about 
our capabilities to successfully complete the task we have to deal with. 

“Self-efficacy” is about our personal beliefs, understood as the personal 
ability to organize the necessary actions to achieve determined 
performance levels. our abilities perception bases itself on a self-
assessment process, which calls into question our successes and failures 
personal story, as regards to the overcoming of the tasks encountered till 
that moment. 

Bandura, in defining the self-efficacy concept, singles out three dimensions: 
wideness, understood as the number of tasks a person thinks he can 
deal with in difficult situations; strength, that is the “extinguishability” 
of self-efficacy expectations in relation to failure experiences; finally 
generality, in other words the degree one can extend expectations to 
other contexts.

•

•
•

In brief:

wideness: 

ordering various activities according their difficulty, we find 
that some persons’ efficacy expectations are limited to the 
simpler ones, differently from other persons: The individual, 
therefore, will confront with certain tasks and will not with 
the more demanding ones.

generality:

some positive (or negative) experiences creates efficacy 
expectations strictly  limited to that particular context, 
others induce more generalized expectations, which are 
related to context which go beyond the under exam or in 
treatment specific situation: changes will result in more 
areas from it. 

strength:

Strong expectations  will survive longer to negative 
feedback or to positive results lacking, weak expectations 
will prematurely fail and will lead the individual to abandon 
a task or an activity.

in details, the theory foresee that from the self-efficacy level owned by a 
person derive :

The modality of reaction to life difficulties

The effort extent and the capability to persist in front of obstacles and 
failure experiences,

The quantity of stress and depression experienced

The changes we can observe in an individual behavior can be , in their 
turn, retraced to at least 4	main	classes:

1. Changes induced by individual’s direct experiences, which can be 
conceptualized within the processes described by the learning theories 
(classical or operative conditioning);

2. Changes induced by indirect experiences, which can be reduced to 
observative learning (vicar) and to real or symbolic modeling;

•

•

•
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3. Changes in the absence of direct or vicar experiences, but which 
can take place in consequence of verbal inputs (persuasion or verbal 
conviction), for example information which induce expectations and 
convictions;

4. Changes related to a particular emotional tension conditions that 
can be  present in the subject.

Behavioural changes can be traced down to an essentially cognitive 
common mechanism. it is related to expectations and, more precisely, to 
changes concerning these expectations that Bandura names “personal 
efficacy” or “self-efficacy”.

Self-efficacy theory is a first step towards a change unifying theory, that 
is towards an explanation on the reasons people change and when they 
change do the things they do.

Self-efficacy theory bases itself on the assumption that psychological 
proceedings are means through which the expectations related with 
personal-efficacy grow stronger. 

The Self-efficacy can be addressed to expectations, to result or both. Self-
efficacy as regards to result represents the assessment expressed by a 
person on the basis of which a certain behaviour will lead to reliable results, 
whereas the efficacy expectation is the conviction you can successfully 
implement the necessary behaviour to produce the desired results.

once the appropriate skills and the adequate incentives are present, 
efficacy expectations become the fundamental factor in the activities 
choice by people, besides in the degree and duration of the effort made. 

IT FOLLOWS THAT:

Self-efficacy, such as perceived by the subject, first of all, affects the 
situations choice: people undertake activities when – on the basis of 
a self-assessment- they judge themselves able to more or less firmly 

1.

handle the situation; on the contrary they feel intimidated and are 
inclined to  postpone or completely avoid.

Self-efficacy can affect the wideness of the effort which will be spent in 
the implementation of adequate behaviours to a result achievement.

Self-efficacy can influence the duration of the time those efforts 
will be  kept, in spite of obstacles and of negative experiences that, 
gradually, occur. 

The personal efficacy expectations not only have the function of 
intervening variables – variables apt to make the individual behaviour 
prediction easier – but they also and especially have an effective causal 
role  in determining the individual behaviour.  

according to Bandura they are the nearer causes in the long series of 
systematic interaction modulating human behaviour.

Self-efficacy expectations can alter through 4 different main sources:

Through direct experiences, as  the observation of improvements 
pointed out in one’s own behaviour and performances;

Through vicar experiences (modeling);

Through verbal methods, as hints suggestions, convictions and 
suggestions, self-instruction and self-control techniques;

Through emotional tension state change, which can be attained, 
for example, by virtue of changed causal attributions, of 
psychophysiological techniques (relaxation, biofeedback), of 
systematic desensitization techniques, etc.

The Self-efficacy convictions affect all the elements of a personal 
change project:

The consideration of the idea of changing one’s own habits related 
with personal development;

2.

3.

1.

2.

3.

4.

•
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The motivation and perseverance availability, required to change, in 
case one decide to do it;

The consistency, fundamental to maintain the obtained habit 
changes.  

The Self-efficacy tecniques are largely applicable, in particular on the 
subject of the whole of the elements structuring the professional 
choice process: the entrepreneurial intentions one is considered as a 
entrepreneurial actions determinant key. 

To study in depth the entrepreneurial intentionality topic means, then, 
considering how the entrepreneurial phenomenon  start long before the 
real enterprise creation process. in fact it find its origins in a preparation 
and predisposition phase, where psychological and social factors become 
of fundamental importance. 

Among the personal elements apt to influence entrepreneurial intentions, 
the personal self-efficacy convictions seem to play an important role, 
that is:

a) the subjects showing a greater self-efficacy sense also show stronger 
entrepreneurial intentions;

b) the subjects who demonstrate a greater self-efficacy sense, show 
more positive attitudes towards entrepreneurial work;

c) the subjects showing a greater self-efficacy sense, give a more 
important role to social support expectations in affecting the 
entrepreneurial intentions. 

	

•

•

	 3.4	The	network/support	received	(family,	friends,	colleagues)

	
Talking about complexity means to acknowledge, first of all, that the dynamics 
influencing the creation and then the enterprise trend can be many and of 
different nature. The factors which come into play are many and not always 
of exclusively economic nature; from the decision to start an enterprise to 
the kind of legal form to assume, to what investments to realize, to how to 
organize the production, how to select the staff, and so on till the dilemma-
like choice about the transfer or closing of the activities.

The decisions can be conditioned, for example, by the opportunities 
which are present on the territory, by the entrepreneur’s family origins, by 
his professional ambition and expectations, by the way he looks on to his 
future, by the relationships he has, by the kind of matured experiences, by 
the expectations of other subjects involved in the enterprise, as well as by 
the ability to mobilize economic resources and to “find a market” for one’s 
own production.

The enterprise represents, therefore, the result of a magical mix of many 
“ingredients”, which could lead to completely different entrepreneurial 
activities if assembled in a dissimilar way. Some of these ingredients are 
tangible, that is, they concern material resources, which are more or less easily 
quantifiable, but what makes the adventure more complicated is the intangible 
ingredients, as, for example, the affective, cognitive and social dynamics, which 
are not easily predictable in their trend and, especially, scarcely measurable as 
for their importance. Furthermore the storytelling showed that the smaller the 
enterprise is, the more this dynamics are inclined to have a greater relevance. 

in particular, the family and informal support network, that is the social offer, 
which assume a fundamental meaning in fostering the Self-efficacy result 
growth. The support refers not only to the financial assistance, but 
also to the emotional one  offered by relatives, friends and colleagues. 
Such a support seems to act influencing the enterprise activation level 
(appraisal).
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Valter Vaccaro: “Since the beginning i have been supported by my wife, who 
is, even today, with me. also the garden center believed in me and gave me 
the opportunity to enter in private spaces, in the Roman terraces from which 
my idea for the Thesis has been developed. “Fiera di Roma” finally gave me the 
opportunity to implement my thesis in real size with the project “a terrace for 
all”. Today it’s me to mainly support the green academy. “

Cerasani Nevro: “all my family believed in me and above all my mother and 
my father, who supported me. Moreover i had the great fortune, to have a wife 
that, even if she taught (she was a teacher) supported me in this work. also my 
sons supported me, attilio who has been working over the past 10 -12 years 
in  marketing and promotion of the company and Lidia, who managed the 
quality and HaCCP, and the controls of all stages of production, the traceability 
of the product.”

Franco Troiani: “First my family, my father and then some friends and, above 
all, me.. , if you do not believe in what you want to do, you start  in a wrong 
way.”

Nicola De simone: “The first who believed in me was my father, when he was 
not yet at the age of retirement he gave me the company. Those who believe 
in me today are my sons who participate in the company activities, they are 
well introduced and they make this activity what they like.”

Osman: “i have been lucky because i always had my family, my father, my 
mother and my brothers who helped me to grow in this field and to overcome 
the more difficult moments i had.” 

Dhali: “in the creation of this activity i was helped by my family. My father also 
lent me money, but he, most of all, helped the Bangladesh community. We 
foreigners are very solidly among us.”

Jain – Chinese Rotisserie: “our parents believed in us, they gave us the 
strength to go on. We had to overcome many difficult trials. We succeeded 
thanks to  our enlarged family support.” 

Jessica: “i get on very well in italy. i had to confront with many difficult 

moments especially in the beginning, because the rent of the premises where 
i work is very high, as it was difficult to buy the first goods. But i found people 
who helped me, they gave me credit. i had to indebt me, but thanks to my 
suppliers’ solidarity and collaboration i succeeded in overcoming the difficult 
starting moment.” 

Osman: “i was lucky, because i always had my family near me, my father, 
my mother and my brothers, who helped me to grow in this sector and to 
overcome the difficult moments i had. 

Enrique Mendieta Espinoza: “it is the Caritas as well as the voluntary 
associations who, first, believed in me and gave me the opportunity to grow. i 
am proud to be a part of the italian market.”

Urla Merdiascet: “i was helped by my family. My whole family, the brothers 
in law and nephew were near me and also helped me economically in the 
starting moments of my business.”

Abdu: “Many people helped me, first of all, with their words, then my family 
and other persons, i started with them societies which not always went well. 

INSIGHTS FOR THE TRAINERS

Why do enterprises fail?

Every year in Europe more than one million enterprises close. only the 
50% of the activities survives after the first 5 years. Many of the successful 
companies exist only because their founders did not give up after falling 
at the first obstacle: the creation of new enterprises and the destruction of 
existing ones (in greater or lesser extent) is a part of the entrepreneurial 
process and of a dynamic economy. 

The inventions and the social and technological progresses, which 
significantly improved our life conditions were not realized avoiding errors, 
but instead, learning from them.

Bankruptcy represents only the 15% of all the business failures in Europe 



36

and although the 96% is of not fraudulent nature, the public opinion 
irreparably associates the company failure to fraud. 

The social and company stigmatization to which an entrepreneur, previously 
involved in a bankruptcy must submit is such that many people refuse to 
start a new enterprise. 

The studies, however, demonstrate that activities undertaken by 
entrepreneurs at a second attempt, grow faster than the ones started 
by new entrepreneurs in terms of turnover and employment. The final 
result of such a stigmatization in the society is that every years, in Europe, 
thousands of enterprises are not created and tens thousands workplaces 
are not produced. 

The enterprise failure causes are manifold, but the most frequent ones are 
listed below. as regards to these causes – at least in the most part of the 
cases- entrepreneurial training can contribute preventing the errors and 
preparing to the risks.

 1. The founding deficit 
New entrepreneurs often underestimate the capital requirements at 
short-term. it is obvious that troubles will arise if the customers pay with 
an excessive delay. Equally dangerous: a too high price for the enterprise 
acquisition.
 2. Information deficit 
New entrepreneurs often do not know well enough the market trend. 
They, for example, overestimate their product or service demand and 
underestimate the competition.
 3. Professionalism deficit 
The professional qualification is almost never lacking, but often commercial 
and company knowledge are not sufficient. on the other hand the 
knowledge of the sector you want to work in is the fundamental basis for 
the success. 

 4. Business plan deficit 
or business plan is wrong or planning is valid, but it is not adequately 
realized. 
 5. Family problems 
When the partner (husband, wife) do not accept sacrifices in the starting 
phase.
 6. Enterprise earning overestimation 
in this case enterprise earning is too low confronted with the investment 
or fixed costs.
 7. External factors 
Factors which the entrepreneur cannot foresee nor change: customers’ 
behaviour changes, decrease of the purchasing power in the target 
customers, decrease of the machinery value because of the technical 
progress and logistical or financial changes due to a change in the municipal 
or regional master plan.

	 3.5	Abilities	and	competences	developed/to	develop	

The stories of the interviewed entrepreneurs stress abilities and competences 
both of transversal and specific nature. 

it follows that the entrepreneurial training must concentrate on the acquisition 
of attitudes and behavioural competences, both of technical and managerial 
nature. For technical and managerial competences we mean: marketing and 
communication, law, business accounting, financial balance and enterprise 
plan. 

it is , however important to point out that all the interviewed entrepreneurs 
stressed, with different intensity levels, the importance of one or more 
managerial competences. The more diffused were: 

customer orientation•
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team working
conflicts resolution
result orientation
iniziative capacity

in the case of foreigner entrepreneurs a linguistic training is also highly 
relevant, to improve the knowledge of the host Country mother tongue 
language. 

But the, red thread which unites the various testimonies is having learned 
to learn. The entrepreneurial experience seems having developed in the 
interviewed persons that competence, which consists in the awareness 
of their learning process and of their needs, in the capability to identify 
the available opportunities and in the ability to overcome obstacles in an  
effective way.

Angelo Scandurra: “to work well it is important to pay attention to the 
customers’ needs, to support their demands and to understand them in depth. 
This is the key of success”

Jain – Chinese Rotisserie: “To manage an activity as ours is, it is necessary to 
have a good cook and to know how to understand people’s tastes and pay 
them attention. For us foreigners, the italian language is the main obstacle 
to integration. Without a good level of linguistic knowledge it is difficult to 
succeed in working in italy.”

Jessica: “a fairly good knowledge of the italian language is necessary to do 
this job and for us the foreigners this language is undoubtedly difficult. To 
manage a clothes shop you need a sector technical knowledge, you need to 
know the colors and the trend cuts, to know how to prepare a window, and 
how to manage a warehouse.

Enrique Mendieta Espinoza: “To make enterprise you need to enter and know 
the sector where you will work, because you cannot improvise.”

Osman: “The success of this enterprise is related to humility, to the honesty 

•
•
•
•

with the customers, to low prices and quality. Quality is fundamental, in fact 
prices can vary, but quality must be excellent to satisfy our customers.”

Urla Merdiascet: “to do this kind of job you must be competent about different 
foods conservation, you must know market prices and be attentive to the 
offered products quality and diversification. Experience is also fundamental in 
this job. My experience as a warehouseman was very useful to me, because i 
learned how to preserve perishable food.

The conclusion we can draw by the testimonies gathered in this project 
is that technical competence must be supported by the managerial and 
specific ones for enterprise creations. But, the true challenge for an innovative 
entrepreneurial training is to strengthen the learning to learn competence, in 
order to make individuals able to identify the acting opportunities and to act 
turning the ideas into productive activities. 

INSIGHTS FOR TRAINERS

Learning to learn as a competence to promote and develop Self-
efficacy

The learning problem is complex. it spreads out beyond the scholastic 
universe borders, to go to occupy the whole space in the socio-cultural 
space context where the student lives in.

But	what	do	we	mean	by	learning?

Learning, knowledge and ability to remember, as all the training operators 
know, are not the same thing.

Pupils at school learn some things as writing, the ability to express 
themselves, critical capability, they know other things as historic events, 
mathematical laws, physics laws, and, almost always, develop their ability 
to remember through steady and repeated memory exercise.

Bruner, according an approach named cognitive approach, defines learning 
as a cognitive activity based on strategies, it verifies the hypothesis and the 
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tendency to go beyond the received information.

It is possible to learn to learn?

The excellent work done in school by the teachers, often collides with the 
time obstacle, the same teachers have to work hard both to reach objectives 
related to knowledge transfer and then to the ministerial programs, and 
to foster the pupil’s cognitive and affective maturation, and to teach the 
single student how to learn.

Clearly the teacher’s work load must be multiplied by the pupils’ number, 
who the same teacher has to manage. 

This leads the school to create a sort of classification, where learning to 
learn is often penalized

The tools to promote learning are the cognitive strategies, which permit 
the control of the cognitive processes involved in decoding, transformation 
and appropriation of notions and knowledge. 

Not all the students use the same strategies, many of them remains 
unknown, however many others have long been known by the learning 
scholars and can be thought in order to support, put beside or substitute, 
if considered more effective, the strategies currently used by the student.

Linked to this aspect we find another one, maybe still more important, that 
is the motivation to learn. The subjects, who are unable to use adequate 
learning strategies are, often, inclined to obtain negative results and this 
decrease the motivation, which is , often, already at critical levels. 

diener C. i. e dweck C. S developed the concept of “Learned helplessness” 
in the scholastic context, talking about an decrease in motivation in front 
of obstacles, namely the more the pupil realizes that he cannot learn 
as he would like the more increase the fear of a future failure and, then, 
decrease the  wish to confront with scholastic performances and cognitive 
performances in general4. 

Providing more and different tools, that is strategies, would increase 
the probability to obtain learning successes, so avoiding the collapse of 
scholastic motivation and  increasing the so-called “cognitive pleasure”. 
a “pleasure”, this latter, which positively influences time after time the 
participation and the interest for learning during the entire life. 

	 3.6	The	key	message	to	spread	

The key messages that the interviewed entrepreneurs send to the young 
persons aspiring to enterprise creation, can be enclosed in 5 main points:

Having the capability to autonomously decide and act. 

This is very important but also relative: you cannot do everything by yourself. 
What is indispensable is having judgment autonomy, and make decisions by 
oneself, without being influenced by others. it is always necessary to assess 
the consequences and implications of one’s own decisions. The decisions are, 
in fact, the engine of an enterprise : every decision will be followed by a series 
of actions. The more important thing is that one’s own decisions are always 
in line with one’s own strategic project, made before starting the service/
product. Therefore the autonomy of the decisions must always be  supported 
by coherence. 

Having determination

Much determination is needed because the road to cover from the first idea till 
one’s own project realization is long. There are many fixed steps and all always 
require new things to do and resolve, and this often is not easy. 

•

•
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dweck C. S. e Elliot E. S., achievement motivation. in P. H. Mussen (Ed.), Child psychology. Sociali-
zation, personality and social development,  New  York: Wiley, 1983, pp. 643-691
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Big and small enterprises are made by persons to get in touch, by various 
institutions, gives space to misunderstandings, obstacles of every kind. in order 
always to go forward the only fuel is the resolution to realize one’s own idea 
and, then, to give birth to a project. it is not necessary to become obstinate  
and there are other features which helps the entrepreneur: the flexibility and 
adaptability. Being good at changing in time and, on the way, adapting oneself 
and one’s own enterprise to environmental new conditions. 

Owning knowledges. 

They are necessary to confront with the difficulties one encounters on the way: they 
are so many! a scholastic pathway which ends with the graduation is not a guarantee 
of success. it is, instead, indispensable to own, at least, at a basic level: 

- Technical knowledge of the sector;

- Commercial knowledge and commercial knowledge as to sales and 
delivery of the service ;

- managerial knowledge for the organization and management of one’s 
own enterprise. 

it is difficult to own advanced knowledge on all levels. Sometimes there are 
members who can integrate these competences. 

Leadership.

The entrepreneur is, fundamentally, a person who reach the objectives he 
fixes relying upon the activity which others, his collaborators, perform. That 
is why the aptitude to lead and manage people exercising the leadership 
assumes a particular relevance. The capabilities which an entrepreneur must 
know how to exercise are of technical, human and conceptual nature. Each 
of these capabilities differently weight according the organizational level 
which it occupies: the lower the level is the more important are the technical 
competences, the higher the level is the more important are the conceptual 
capabilities. The human and interpersonal relation capabilities are always 
valuable for each responsibility level. To create a new enterprise it is necessary 
to confront with many problems of technical and conceptual kind and only 

•

•

after the planning, during the realization, the entrepreneur will have to rely on 
the many collaborators’  participation, with also very diversified tasks.  Besides 
the communication capability, he will have put the leadership into action, the 
capability to stimulate the others’ work, to lead them, control them, more or 
less delegating them certain responsibilities. To perform this it is necessary 
to take into account the individual features of the single participants to the 
enterprise: the motivation, the maturity, the capability to work independently 
the need for both friendly and authoritative support.  

Communication capability. 

Was pointed out in many interviews: the capability to Exchange information, 
to transmit information and messages in an effective way, the capability to 
understand and feel what the collaborators communicate to the entrepreneur. 
So it is the fundamental vehicle to establish the relations among the components 
of the work group. it is necessary, then, to think to a group, which, in a circular 
way, Exchange information, creating retroactivity, alterations, feed-back, which 
surely affect the behaviour, especially on the job. So the entrepreneur has to 
use and coordinate all the communication tools necessary to put himself in 
relation with the enterprise internal and external recipients.

Listed	 below	 you	 can	 find	 the	 tips	 for	 aspiring	 entrepreneur,	 with	 the	 words	
chosen	by	the	interviewed	persons.

Valter Vaccaro: “ in order to create an enterprise like mine is, it is important 
to create an individual entrepreneurial pathway, based on knowledge, 
competence and, above all, experience, putting together ecological and 
esthetic variables. Thus the key elements for the entrepreneurial success in my 
sector are: preparation, experience, competence and knowledge.”

Angelo Scandurra: “ Those, who decide today to launch a company like mine 
make a mistake when they decide to do many different things together. You 
have to specialize in order to be competitive. So, i suggest to create a group 
sharing the resources within the group.”

Armando Pasquarelli: “. if you are a boy who has a passion for the field he 
studied and who wants to measure himself with the outside world my advice 

•
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is to try to gain experience in companies of the sector, but as a final objective 
your aim must be to start an activity on your own. Meanwhile i suggest you to 
attend a course as certifying body energy, it would be a first step to compete 
with the world of renewable energy in general and with everything that is 
energy.

Cerasani Nevro:” i would suggest one thing to a person who is starting an 
activity: to be sure of what he/she wants to do and to be serious in his/her 
world, because with the reliability you can obtain everything. at the beginning 
the sacrifices will be many, both economically and with the banks, but with the 
seriousness, the qualities and the honesty it is possible to go forward.”

Franco Troiani: “To the young people, i can suggest not to be afraid, but to 
dream with their eyes open making their wishes come true. Starting a business 
today is not simple. it requires an investment which is not indifferent and it 
depends on the activities to play. as regards to my activity, the expenditure 
concern the workshop, the hives, the bees. We have to consider that the 
request of the product at the national level is high, thanks to the media and to 
us, the beekeepers, thus there is a strong need for other producers.”

Nicola De Simone: “ What i suggest is to have as starting point the territory, 
to analyze the potential and the opportunities that it offers, in other words 
“valorization of the territory”, this is what i suggest to those who want to start 
a business today.”

Osman: “ First of all, in life we need luck and commitment. You have to be 
ready to get the opportunities which present themselves to you. if today you 
have the possibility to make something you have to do it and not waiting until 
tomorrow. if today you have a little light you have to exploit that light and to 
do everything you are able to do with that light.”

Donatella Consolandi: “ For a young person who wants to start my business 
the first thing i would suggest is to do a bit of experience in another agency, 
possibly in two or three different agencies.

Nowadays the stage is used a lot, and it is necessary to try to go to agencies, 
where you can  really get a strong experience. after this experience, it is 

necessary to choose the field  in which you want to work, the point where you 
can start and fly away.”

Dhali: “Today i have the needed competences to help a young person opening 
an activity similar to mine. My suggestion as a foreigner in italy is that you 
need the accountant advice to start an independent activity, but especially 
a technical competence. To do enterprise in italy it is important to dispose at 
least of a degree and a technical competence of the work you want to start in 
an independent form. 

Mosen Sale Abuomar: “i suggest to devote themselves very much to those 
who want to start an activity as mine, they have to put a lot of energy in what 
to do and never be discouraged.

Jain - Rosticceria Cinese: “To a young foreigner who want to start a commercial 
activity as ours i suggest to study italian, still before moving to italy and to try 
entrepreneurial choice in sectors where he has strong technical competences. 
in italy you cannot start an entrepreneurial activity without an excellent level 
of specialization.” 

Jessica: “To open an activity as mine, you need to know how to choice a 
warehouse, but you especially have to know the language of the Country you 
work in.”   

Jhonny e Ricardo: “The important thing is studying, if you do not learn 
something you will not succeed in doing anything.” 

Enrique Mendieta Espinoza: “For who wants to start this activity it is necessary 
to do before a little experience in a company like this to know customers and 
create relations with the factories and the representatives. The market is big 
and there is so much to work, when you begin with this activity you have to 
take into account three aspects: the basis – where i want to operate, where to 
put the warehouse to offer a service, the second having an economic basis, the 
third knowing what is the market where you want to work.” 

Osman: “Today if you have a little light take advantage from it and do what 
you can with that light.” 
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Urla Merdiascet: “This is my suggestion for a young person who wants to 
become entrepreneurs in italy: i suggest to arrive in this Country with a solid 
training in the sector he wants to work and then doing a lot of experience here 
in italy. “.

Abdu: “You must wait for the right moment to start the activity, when you  
spared enough money you can do it. You must be ready. Then you have to own 
the experience, to know how to make products, you have to study or learn 
with others then start and go on.” 

Ramadan El Sayed Mohamed: “ To a person who wants to start an activity i, 
first of all, suggest to work and save money, then he can decide to do what he 
wants, to rent a premises and equip it you need money and it will be difficult 
in the beginning. But with good will and also with the family support and the 
experience of some friends or it is possible to succeed making a partnership 
with others if one’s own money are not enough.”

TIPS FOR THE TRAINERS. 

The enterprise planning is a complicated process, led by the aspiring 
entrepreneur, which opens with the assessment of one’s own idea.

An entrepreneurial idea is the one which allows to: satisfy a need, felt 
by a sufficient number of subjects, through the offer of products/
services.
a good idea, then, often originates from an attentive exam of the 
surrounding environment. From the capability to identify or, even better, 
anticipate the need expressed by certain categories of subjects, offering 
solutions apt to answer to them. More in particular, to be successful, an 
entrepreneurial idea must present the following features: 

Being innovative, able to differentiate from what is already present 
on the market 

Being attractive, and, then, to own a one’s own e customers’ 

•

•

potential disposed to acquire the proposed services. 

Being competitive and then supported by effective strategic 
choices which indicates the implementation modalities.

Being feasible, able to adequately bring forward with the available 
resources

Being remunerative, able to in offer a reasonable remuneration 
for the entrepreneurs and permit the entrepreneurial continuity.

in general, the inadequacy of the business idea is pointed out during the 
preparation of the business plan, when market knowledge is analyzed. 
it is the market research, when well directed, which extinguish the 
enthusiasm, showing or a less receptive demand than the expected one 
or a more competitive offer than assumed. From the market research 
we also obtain  the dimensional elements and  the entry barriers, which 
permit to verify the enterprise. Finally the market research allows to verify 
the adequacy of that  competitive differential on which the company will 
have to concentrate to enter in the market. 

The feasibility plan of an enterprise then has to be abandoned if:

The market demand is inexistent

The offer is too competitive for the technological, organizational 
and productive availability;

The economic compatibility of the project is inadequate (for 
example, the enterprise idea can have a market but reserve too 
limitated margins to confront with the starting costs);

The idea has not a competitive and adequate differential.

To motivate learners to an at low risk enterprise creation pathway you 
can use let’s videos. They can create in your student an effective cultural 
humus to approach enterprise creation with caution and enthusiasm.  

•

•

•

•

•

•

•
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4. EngLISH EnTrEPrEnEUrS

	 4.1	The	business	idea

in the uK cases, the different entrepreneurs developed their business idea 
in their own unique ways, but they could be grouped under four general 
themes that have led to these new business ideas. These themes are: passion, 
redundancy, continuation and accidents.

- Passion: obviously, this is a characteristic that each and everyone of 
the entrepreneurs displays. Every entrepreneur is driven because he feels 
passionately about his idea. [Sue Scott-Horne: ‘…there was a wave of gang 
violence in London, and i was very worried for my teenage son. i couldn’t just 
sit still, i felt i had to do something, so i started to scribble. and out of that 
scribble, Egar was born.’]  [Penny Bond: ‘This business idea is something very 
close to our hearts. This is the difference with previous  business ideas that we 
have developed. We are really passionate about this!’]

- Redundancy: For some, the moment to live out their passion came when 
they were made redundant by their long-time employer. [Allan Kingshott: ‘i 
have always had a passion for genealogy and it became a serious hobby many 
years ago. When i was made redundant and the company paid me off, i decided 
that the best thing i could do was to work for myself and that the time had 
come to turn my lifetime passion into a business!’] [ Tim Gillham: ‘When i got 
made redundant two years ago, we decided to turn Mary’s delicious Caribbean 
Sunday Rotis into a business. Now we’re selling them from our trailer!’]

- Continuation: For many senior entrepreneurs, the ‘new’ business idea 
crystalises and brings together their years of experience in their given field. 
What is new is often the fact that now they’re deciding to do it for themselves 
and to do it exactly the way they want to do. [Anne Corry: Now in my fifties, 
i look back on a career in counselling, with specialisation in grief support. i 
have worked within different organisations along the years and have finally 

come up with my own method, which is much less past-centered and focuses 
instead on the steps to implement and promote happiness in peoples’ lives.’] 
[Angela Ricards: ‘Years ago i had trained and worked as a masseuse, so that’s 
where the body work comes in, but i have also always been passionate about 
horses and dogs…So now i offer Bowen Technique body work for dogs and 
horses!]

- Accidents: accidents, followed by long period of recovery, can mark a seizure 
in people’s lives and worklives. [Sue Scott-Horne: ‘i had an accident, broke my 
ankle and damaged my spine. all of a sudden, i found myself sitting on a sofa, 
little did i know, i was going to sit in that sofa for three years, as i underwent 
operations, physio, etc…’] and mobility problems can make working difficult 
then. Sometimes, mobility issues dictate a career-change: [Amanda Drake-
Worth: ‘…i decided to train as a driving instructor and have my own driving 
school business. That went really well until eventually i had to give that up as 
well because of a leg operation. My whole life, or at least professional life, has 
revolved around my mobility problem…’]

CONCLUSION.

The new business idea, if it is to be successful and sustainable, has got to be a 
true passion, something one feels very strongly about. after their first career, 
people often feel stronger than ever that they want to realise an old childhood 
dream. Something in their lives (but not necessarily their professional lives) 
will have prepared them for this and they show competence in their chosen 
field. Just as important as their passion is a real existing need for what they 
have to offer. These elements put together indicate very clearly the nature of 
their ideal new enterprise: ‘our calling is where our passion meets the world’s 
hunger’.
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	 4.2	The	professional	and	training	pathway	

The right course at the right time! Many people feel that they are not ready 
to embark on the adventure and leap into entrepreneurship because they 
don’t think that they are an entrepreneur. But of course, all it takes is to do 
something, put things into motion and be enterprising and voila! a new 
Entrepreneur is born. , [Sue Sott-Horne: ‘ i came across an article on a course 
at London Metropolitan University’s Center for Micro Entreprise, aimed 
at women aged 50+, to help them start a business and redirect their lives. i 
went dragging my feet, not feeling up to the task, but was met with so much 
support and encouragement, the course helped me tremendously.] all the 
entrepreneurs reported benefiting enormously from these courses, in terms 
of learned skills and confidence boost. [angela Ricards: ‘one great help when 
i first was starting out was PRIME, part of Prince Charles’ charitable Trust, 
they were a great help. i took every free course that was available, whether it 
was in computing, advertising, accounting,…’]. [allan Kingshott ‘i was greatly 
helped by OUTSET Plymouth, a Eu funded organisation that offers intensive 
start-up support. i really appreciate how they offered support from the 
very beginning and still do so now! They took me in their arms and helped 
me along, until i was confident enough to say ‘oK, i’m going to jump now, 
i’m going to have a go at this!’] [isabella Quigley-Moriarty: ‘i enlisted with the 
School of Social Entrepreneurs (SSE) and realised that this what was i was, 
a social entrepreneur!’].  [Penny Bond: ‘Support is sometimes  hard to find, as 
invariably, banks and funders say ‘show us that it is a success and we’ll support 
you!’. There was one organisation which said ‘great idea, we’d like to see you 
try!’ and that was UnLtd. They support ‘Social Entrepreneurs’ with start-up 
funding, but even more than the money, their confidence in our project was 
such a massive boost in confidence!’]

CONCLUSION

all the featured entrepreneurs have undergone training and support 
programmes by specialised organisations. Some of these organisations 

included additional funding, some offered training courses, as well as 
mentoring over a long period of time. The organisations mentioned by our 
pool of entrepreneurs are the following;

- PRIME (www.prime.org.uk) national charity that helps the over 50s get 
back into work through self-employment.

- Outset (www.ytko.com) the uK’s leading providers in supporting 
women’s enterprise, and other under-represented enterprise groups such 
as ethnic minorities, disabled people and the over 50’s.

- UnLtd (www.unltd.org.uk) unLtd Engage award is aimed at people 
who are over 50 who have the ideas and commitment to change their 
community or wider society. unLtd aims to find, fund and provide practical, 
personal, leadership and project development support to individuals with 
entrepreneurial solutions to the issues faced in an ageing society.

- Centre for Micro Entreprise at Metropolitan University London. 
(www.owle50plus.eu) (http://www.londonmet.ac.uk)  a programme of 
workshops and support for older women that enables them to play 
an active role in the community for the rest of their lives. OWLE50+ 
responds to each woman’s needs through learner-centred upskilling 
so they can contribute to society, themselves and the economy by 
ageing wisely.

- The School for Social Entrepreneurs (www.sse.org.uk) The School for 
Social Entrepreneurs (SSE) exists to provide training and opportunities to 
enable people to use their creative and entrepreneurial abilities more fully 
for social benefit. SSE supports individuals to set up new charities, social 
enterprises and social businesses across the uK.

	 4.3	Motivation/reasons	in	creating	the	enterprise	

ANALYSIS

 There are many reasons for starting a business. Money is one factor but not the 

http://www.ytko.com
http://www.unltd.org.uk
http://www.owle50plus.eu
http://www.youtube.com/watch?v=N6Z0UhjUi24
http://www.sse.org.uk
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only one: especially with people starting their 2nd career, their passion comes 
much more to the foreground.

- Financial security is of course a prime factor: [Tim Gillham: ‘…the best 
experience is actually putting money in the bank! it doesn’t happen much yet, 
we’ve still a long way to pay off the debts, and we have a lot of costs for cooking 
every day, but each time we do put some money in the bank, knowing that we 
did it by ourselves puts a smile on our face!] [Paul Jordan: ‘i’d like to think that 
in ten years time i’d be financially secure, that i would work because i wanted 
to rather than because i had to in order to pay the bills, hopefully owning a 
successful company and enjoying the technology that comes with it…’]

- Intellectual stimulation: Most entrepreneurs get bored without a good 
project to get their teeth in. The willingness to learn is a prerequisite for every 
entrepreneur [Zandra Johnson: ‘When i started my business two years ago, 
i had no experience, no business-knowledge. i had to educate myself: i took 
every free course i could and i read lots of books.’] it is worth noting that the 
two motivating factors of financial security and intellectual stimulation are 
both valued and come hand in hand, to quote Paul Jordan again: [‘…hopefully 
owning a successful company and enjoying the technology that comes with 
it…’]

Social Benefit: The drive to start something new, to provide a service or a 
product is dependant on an existing need for what you have to offer. People 
in the second half of their life are often much more community oriented and 
want to benefit society as a whole. [Sue Scott-Horne: ‘i felt like i just Had to 
do something!’]  [Isabella Quigley-Moriarty: ‘My main motivation lies in the 
tangible results i see around me: i have been deeply touched by the women’s 
responses to my courses, and am surprised by the impact this has had in such 
a short time. as a social entrepreneur, what more could i ask for?’]

Life experience: For some entrepreneurs, life brings experiences that place 
them in a situation where they have some knowledge or skill. [ Luke Daniels: ‘ 
i became involved in this work when, after ten years of marriage, i slapped my 
wife: it shocked me so much and made me feel so bad about myself, i had to 
seek counselling.’] [ Mary gillham: ‘i was born in Trinidad and learned from my 

mother all the secrets of that spicy cuisine. it used to be a family tradition to 
prepare ‘roti’ on the occasional Sunday night.’]

CONCLUSION

The motivation to start anything needs to be genuine and strong. in the 
ideal case, there will be several good reasons to start a business. Financial 
security is obviously a very worthy goal, but just on its own, it will most likely 
not produce enough enthusiasm. it is important to be truly interested in 
the chosen field and more important still, to be willing to keep on learning. 
Intellectual stimulation is an important reason for many older entrepreneurs, 
who recognise that ‘age’ is just a question of attitude….

it is also important to view your project in the light of society as a whole. Social 
benefit is a win-win situation because as people benefit from whatever you’re 
bringing, you will feel the buzz and the energy from helping others. ‘altruism is 
the ultimate form of egoism’. When the life experience that you bring with you 
puts you in a position to offer something unique, it is something very valuable 
and it is good to draw from that wealth of experience.

	 4.4	The	network/support	received	(family,	friends,	colleagues)	

ANALYSIS

all the featured uK entrepreneurs have links with support organizations who 
have given them the assistance, training, and confidence boost necessary to 
start out in business. These are mostly the same organisations listed under 
‘2.1.Training’, but in here they appear in another function – that of support 
and network-  which is important to highlight and distinguish from their other, 
more training oriented activity.

- UnLtd: Through its awards, unLtd funds social entrepreneurs, but it offers 
more than just money: with an award comes a package of mentorship, 
assistance, networking opportunities and and project support. [Penny Bond: 
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‘Support is sometimes  hard to find, as invariably, banks and funders say ‘show 
us that it is a success and we’ll support you!’. There was one organisation which 
said ‘great idea, we’d like to see you try!’ and that was unLtd. They support 
‘Social Entrepreneurs’ with start-up funding, but even more than the money, 
their confidence in our project was such a massive boost in confidence!’]. 
What this support, at its best, can bring about is give the entrepreneur a fresh 
outlook on his or her activity. [Luke Daniels: ‘Prior to this award from unLtd, 
i have never considered myself a businessman or entrepreneur of any kind. 
unLtd certainly shifted my perspective on this, i now think that if you have  a 
certain skill or ability that will actually benefit society, it makes sense to try to 
‘sell’ it and let as many people as possible know about it…’]

Outset Plymouth: outset offers intensive start-up courses and mentorship, 
enabling fledging entrepreneurs to develop their idea into a full-blown 
project. [Allan Kingshott: ‘i think i have been very fortunate to come across 
outset. it is one of these Eu funded initiatives to help people in my situation. 
i was 52 and  washed up, so i really appreciate how they offered support from 
the very beginning and still do so now! They took me in their arms and helped 
me along, until i was confident enough to say ‘oK, i’m going to jump now, i’m 
going to have a go at this!’] [Amanda Drake-Worth: ‘i received tremendous 
support from outset Plymouth, a Eu funded organisation that helps people to 
start their own business. They just really liked my story and said ‘you have to 
get on with this, if you don’t then we’ll carry it through for you!’

i’ve been to all their courses: self-confidence boosting, tax issues, everything,…
They also have been a great help for networking, i couldn’t have done it 
without them…’] [Anne Correy: ‘and yes, you do need support! They have 
their ‘Wednesday club’ each last Wednesday of the month where you can meet 
other budding entrepreneurs, which is very encouraging and inspiring.’]

- PRIME: Helps the over 50’s to get back into work through self-employment. 
[Angela Ricards: ‘… i took every free course that was available, whether it was 
in computing, advertising, accounting,… PRiME were a great help!]

- Centre for Micro Entreprise: [Sue Scott-Horne: ‘one day, reading the paper, 
i came across an article on a course at London Metropolitan university’s Center 

for Micro Entreprise, aimed at women aged 50+, to help them start a business 
and redirect their lives. i went dragging my feet, not feeling up to the task, but 
was met with so much support and encouragement, the course helped me 
tremendously.’]  

CONCLUSION

Starting out in self-employment can be a lonely business, and it is tremendously 
important to link new entrepreneurs to a community of like-minded people, 
enabling them to see that everyone initially starts out with the same self-
doubts, and how they can be overcome. Courses ranging from accountancy 
and marketing to presentation-skills all give a feeling of being better prepared 
to meet the challenge and put the entrepreneur in a much better position 
to make the leap. There are a lot of organisations out  there, this should be 
the very first step in seeking assistance. [Allan Kingshott: ‘…there are a lot 
of organisations out there whose mission it is to help and support you. Seek 
them out, go out and find them, don’t wait for them to come to you…’]

	 4.5	Abilities	and	competences	developed/to	develop	

ANALYSIS

all 12 entrepreneurs, whether they had been in business for 6 month or 3 years, 
had learned a vast amount of new skills and abilities, which are universally 
needed in business. The main one, downfall of many a new business, was 
marketing. The second, linked to the first, was patience/endurance, while 
waiting for the fruits of one’s labour to ripen. a third was collaboration as 
a way to turn a ‘one-man-band’ into a real business with bigger impact. and 
maybe surprisingly, to make profit and to turn a passion or a good idea into 
an income stream.

- Marketing: Especially for the older generation, the world of social media is 
sometimes daunting. Some embrace it wholeheartedly [Zandra Johnson: ‘i 
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now use social media to increase my company’s visibility. i have a blog and 
regular newsletters, with games for children.’] others recognise that this area 
is not their forte and bring in collaborators who will take care of this side of 
things [ Anne Correy: ‘We had to learn the whole social media side of things, 
and this is where Chris comes into her own: she writes the blog, takes us onto 
Twitter,…’]

Patience/Endurance: Many new business fail in their first year. There seems to 
be a threshold past which both visibility and confidence of the enterprise have 
reached a critical level. one thing all entrepreneurs had to learn was to wait 
and hang in there, for things to improve: [ Sue Scott-Horne: ‘The hardest thing 
in launching a business, in my experience, is breaking into the market. it took 
me six weeks to get the first customer, and once we had that first customer, i 
knew that Egar was on its way…] [Paul Jordan: ‘The biggest challenge for me 
was to recruit the first customer – because nobody wants to be the first with 
this sort of thing, the customer takes a risk in investing in you when asking to 
deliver a service or a product for them. (…) once you’ve got the first client, the 
second one comes easier.]

Collaboration: it is important to place the business in a bigger coalition of 
forces, to work with colleagues or similar organisations, or to outsource, all to 
improve visibility, outreach and impact. [ Zandra Johnson: ‘one thing that 
i learned is the importance of outsourcing. Throughout this business, i have 
outsourced expertise and expert help when i needed it. i have a sales agent 
who takes care of those dreaded cold calls, i’ve employed a person to find me 
a manufacturer in Poland, because i couldn’t find anyone in the uK who could 
produce the scratch resistant surface these chairs needed. ‘Team fairytale’ 
now consists of myself, a marketing manager and a sales manager plus five 
people in the ware house. apart from that, there are 17 other companies 
employed by my micro-company run from my little room!] [Luke Daniels: ‘My 
approach is going to be to attach myself to a women’s organisation already 
doing work around domestic violence: i will approach them with my manual, 
my training package, which will consist of 20 training days, which i will sell to 
them. afterwards, they can always invite me back as a consultant if there are 
difficulties, and i will also offer them individual support, via skype or face to 
face, as they require or need…’]

Making profit: This is the single biggest difference between self-employment 
and being an employee, where one has only to deliver one’s task in a professional 
way. Being self=employed, one has to turn everything into a source of income, 
this is not always easy or obvious. [ anne Caborn: ‘once the website was up 
and running and people visited it, the kicker-question was always: ‘well how 
do you make money out of it?’]. [Angela Ricards: ‘The most difficult thing for 
me was actually asking for money for my services…Well in the beginning that 
is, i am getting better at it.’]

CONCLUSION

one of the most striking characteristics of the successful entrepreneur is the 
willingness to always keep on learning new things and ‘staying young’, with a 
fresh approach to things and life in general.  The ‘entrepreneurial outlook’ is very 
much about increasing profitability, making one’s business sustainable, being 
there for the long haul. Patience and consistency are virtues that all of them 
brought with them and developed even further. it is important to recognise 
what one’s strengths and abilities are, and if for example marketing skills 
are one’s strength, to call to another competence, that of forging profitable 
alliances and outsourcing services.

	 4.6.	The	key	message	to	spread	

The key message that comes out of these 12 films is one of optimism, sense 
of initiative and empowerment, courage to follow one’s passion, and make 
life work despite all the set-backs and obstacles that life throws at you. 
Entrepreneurship is a state of mind, a certain courage of the heart, and if that 
energy can be transmitted through these films, this project will have reached 
its goal!

in the words of our 12 entrepreneurs:

Take a look inside, have a self-aware check to see what’s there now. don’t •
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get stuck in what has worked for you in the past. See yourself as young in 
this new phase of your life! This is all about growing and learning…

Life is an adventure, and it needs to be an adventure, and you need to have 
some fun! imagine yourself at eighty, with your grandchildren asking you 
‘what did you do in life?’. How does it feel if you would have to say; ‘i played 
safe’. Wouldn’t it be better to have a great story to tell them?

Be kind. Be fair. Be honest. Business ethics are very important!

Be patient. The customers won’t be rushing in just because you launched 
your new business. Marketing is the name of the game. The hardest thing 
about setting out in business is breaking into the market…

Believe in yourself! Really believe that it’s possible and that you can do it. 
Hold a clear vision of the way you want things to go and keep working at it 
consistently, and you will achieve it!

if there is an organisation in your area that will help you, use them, because 
that’s what they’re there for. all the Eu and government funds that are 
coming in are there to help you. Seek these organisations out, don’t wait 
for them to find you…

Keep reasonable records, even if you’re not yet a formal company. and 
certainly good tax advice from the get-go!

Communicate! Communicate! Communicate! Keep talking. You’ve got to 
tell people what you’re doing, all those around you, make sure to always 
keep them on board and up to date, be very clear with everyone.

do what you know to start with, but be prepared to take different routes, 
because as soon as you start something, various doors open, and you tend 
to end up going down routes you hadn’t expected. So keep an open mind, 
you could miss so much by just being on tracks going in one direction 
only…

Realise that however much time you think you’ll be giving to your business, 
you should quadruple it! and if you’ve budgeted it, at least double it, 

•

•

•

•

•

•

•

•

•

because it just snowballs….But if you have the energy, the drive and the 
passion, it is a wonderful life!

Follow your dream! it’s about loving to live and living to love…You great a 
great buzz from helping people and doing what you’re doing.

Just do it! if you’ll sit there and over-analyse it, there’s a thing called analysis-
paralysis, and you’;; find every reason for not doing it. Take a leap of faith, 
put yourself in some stress and make it work!

Follow your heart, don’t give up. if you’ve got a dream, live that dream!

You only live once, it’s not a rehearsal, go for it: You’ll always be left 
wondering if you don’t try it, so…have a go!

 

•

•

•

•
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5. BULgArIAn EnTrEPrEnEUrS 

depth knowledge and proper understanding of the specific historical, social 
and economic background in the last 50 years in Bulgaria is very important in 
order to have a qualitative assessment and analysis of the available examples 
of successfully implemented enterprise, as well as to properly understand 
root causes of the current problems of the generation that is currently 
experiencing their 50 years and up. a thorough analysis of the environment is 
critical in the process for concluding main principles and recommendations 
which would provoke specific successful solutions for people of their 50s, 
who would like to start business of their own as a solution of falling off the 
labour market. it is important to correctly appraise the effect of the fact that 
neither private initiative nor enterprise was allowed in Bulgaria during the 
communist regime (1944 - 1989). it was not only impossible to start a private 
company in this period, but no education on private enterprise was held. 
on the contrary - each and any impulse for development of an independent 
economic or intellectual activity with goods, services and art had been 
severely and purposely sanctioned by the government. The Bulgarian 
government was changed from centralized one-party ruling to democratic 
one in 1989. This has brought along major changes in the whole way of 
governing and functioning of the country, as well as the rights and the 
development possibilities of the private initiative and enterprise in Bulgaria. 
This is the key year, which may be called a new era for the enterprise in 
Bulgaria. only after 1989 it has become possible for the common people, 
persons, to establish a company of their own and to start a business of 
their own. in brief - the modern enterprise history in Bulgaria started in 
1989 - meaning its age today is of 22 only - with background of centuries 
entrepreneurial history of the European countries, the private enterprising 
in Bulgaria is of a very young age. 

	 5.1	The	business	idea

Cluster А - PROFESSIONALS

These are the specialists in some field who work mainly where they had received 
their professional education. They have gained professional experience in their 
field with the time. They have upgraded knowledge and practical experience 
in their professional field and at some key moment have started a business of 
their own in the same field. during the process they have developed quality 
management skills. This group entrepreneurs is strongly oriented to generate 
large financial income and some of its members are as follows: Kostadin 
Popov (‘Kalem plus’ Ltd.) Valeri andreev (manager of Systems automatics 
Techmologies), antoni atanasov (construction and plumbing parts); Valentina 
Petrova (plane tickets company); Emil doychinov (owner of rock–club).

“My name is Valery andreev, automation engineer. i have been working in the 
field of automation ever since i graduated. i set up the company 20 years ago... 
Because i was confident that i do my job well and the clients, with whom i 
had worked for 15 years, were looking for us. We decided that we have to use 
the spirit of entrepreneurship and together with 4 colleagues established a 
company - me being the sole owner of it.”           

Cluster B -  EXPERIMENTERS

For these people the sole idea for business had been connected with a total 
change in their work field. They have generated their business based on the 
idea, related to their personal interests in a field close to them. They do not 
obtain a professional qualification for the field where they have started their 
business. Following the impulse of their inner attitude and interest, they have 
gained new competencies, related to the new field, where they have started 
a business of their own. The particular part for this group is the exceptionally 
strongly expressed awareness for developing business which not only brings 
inner satisfaction, but also brings benefits to people and creates conditions 
for improving people’s life quality. Some members of this group are as follows: 
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Lina Burdarska – Amway representative, multi-level marketing; Dimiter Stoyanov 
- retired, ex teacher, director and ex mayor of Bachkovo village, certified bio-
dynamic farmer and guests house; Ekaterina Zdravcheva - guests house in Borovo 
village, village and eco tourism; Afroditha Georgieva – owner of bio-foods shop 
and healthy way of living; Vladina Cekova – PR in the team of the culture minister 
and a co-owner of a small advertising and producing company 

Vladina Cekova: “I started working as a teacher. This was my childhood’s dream. 
Afterwards, I studied psychology. I was born in a family of deaf-mute parents.
Maybe, the fact that I have communicated with such people has made me better, 
more determined and active in life – because throughout my whole life I had to be 
of assistance – since I was a little girl till the present moment

Regarding our television productions. I was motivated by my work as an advertising 
director in a big television show - it was making the streets empty, people were 
hurrying back home to watch it. When we set up the production house we decided 
that we have to make a family competition.”

Cluster C: SOCIAL ENTERPRENEURS

The entrepreneur efforts of this group have been focused towards socially 
useful activities. Their entrepreneur idea had appeared in response to a very 
utter necessity in the society (women’s rights defense, education for children 
in institutions). They have used a specific method for funding of their activities 
- fund-raising and social enterprise. The companies which they run had been 
established and functioned under the Non-profit organizations act, which is 
different than the Commercial act, valid for the most of the companies. The 
results of their work were not related to the financial profit generating but to 
activities for human rights defense, improvement of the life quality, education 
and social services. group members as follows: Cvete Yaneva (forum theatre); 
Zhivka Marinova (gender& children rights) 

Cvete Yaneva: ““Theatre Tsvete” exists since 1994. in the beginning it was a 
private theatre and later it was registered as a not-for-profit organization. Now 
it works not so much on the usual theatre projects – as it was at the beginning 

- but on theatre projects mostly aimed at social and educational work with 
young people.   

Cluster D: ARTISTIC

People who belong here are well gifted. They have developed their artistic 
hobby to a small business of their own. Their professional background has 
no connection with their main business activities. group members as follows: 
Mariya Pencheva (souvenir artist); Yuriy Kovachev (jeweller & aurvedic cook)

Mariya Pencheva: “it turned out that people liked the souvenirs i am making. 
Things started to develop and i began selling them. i was happy, because finally 
something that i liked was beginning to bring me financial income – which is 
not to be underestimated at all”

CONCLUSION

Many people who have a successful own enterprise in Bulgaria today have not 
only dealt with its development particularity but also have worked in a highly 
unstable and unclear environment from legal, economic and social point of 
view, environment with consistently changing and developing law system, 
lack of good practices, experience, public attitude and developed social and 
economic traditions, in conditions of severe economic crisis and shakings, 
with invading force of the global corporations in our country. Nevertheless the 
size of the enterprise these people can all be called “pioneers” of the private 
enterprise in Bulgaria, because they were the first who started such and with 
developing their own companies they have as well developed the grounds of 
the enterprising in Bulgaria in general.

SUGGESTIONS FOR TRAINERS  
a business idea is a very specific and unique matter for each person. if a client 
of yours have been working for a long time in a sole field and have gained 
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of course serious competencies in it, it is a good idea to have such person 
stimulated to entrepreneur in the same field (Valeri Andreev, Antoni Atanasov, 
Kostadin Popov, Valentina Petrova, Emil Doychinov).

if your client is obviously unsatisfied of what he has done so far, no matter 
the gained experience, it would be good to discuss and analyze his hobbies, 
interests and abilities, in order to find a new field to realization. Pretty often 
personal interests and hobbies result to a good deal of knowledge which to 
help starting an own enterprise straight away, (Yuriy Kovachev, Maria Pencheva, 
Vladina Cekova, Afrodita Georgieva, Ekaterina Zdravcheva). 

	 5.2	The	professional	and	training	pathway	
 
Cluster A. - THE PROFESIONALS

These are the people who while gaining practical experience in the field they 
have worked in, at a certain point have gained enough own knowledge and 
anilities and have started own enterprise within the frames where they have 
developed their own managing competences for running of a company – such 
as Valeri Andreev, Antoni Atanasov, Kostadin Popov, Emil Doychinov.

Valeri Andreev: “going through the different stages – from a micro company 
of 5-10 people, to a mini company of 20 people and gradually reaching to 
the middle-sized company that we currently are – of 100-120 people only 
in Bulgaria. We are working concurrently with Europe and Bulgaria. The 
organization is thoroughly different. We had to learn to be executives and to 
be managers, apart from being good engineers.“

Cluster B. LIFE LONG-LEARNERS

This group of entrepreneurs typical with that at a certain point of their lives 
they have changed their profession with attending different qualification 
courses. at such courses they have come across ‘by accident’ or as a result of 

their personal interests and small projects which they have started. Members 
of this group are as follows: Valentina Petrova (flight company), Cvete Yaneva 
(forum theatre), Zhivka Marinova (gender & child rights), Lina Burdarska (multi 
level marketing), Dimiter Stoyanov (bio-farmer). 

Zhivka Marinova: “i am an engineer by education. it has nothing to do with the 
work that i am doing; it’s even strange that i have endeavored into this field. i 
have never stopped learning in all the years that i have worked in this field.”

Cluster C. -  THE INVENTORS

Yuriy Kovachev, Maria Pencheva, Ekaterina Zdravcheva, Afrodita Georgieva, 
Vladina Cekova. These people have followed a very strong inner impulse for 
the things with which they want to work. They have not attended additional 
courses. They have developed their own business idea following the laws and 
rules and also inventing own ways of successful realization. They are inventors 
and creator of their business.

Vladina Cekov: “i have been learning throughout my whole life: from books, 
television, people, people’s experience, the experience of people who have 
succeeded.”

CONCLUSION

as a result of the close age of the interviewed and the trends of the late 80s, 
more than 50 per cent of the interviewed (8 out of 14) have engineering 
education, but one only uses his knowledge in the field where he develops his 
business (Valeri andreev). The education was free of charge and was of a high 
prestige to have university degree at the time. With finishing the university 
many people did not have the chance to start working in their field. Career 
consulting did not exist.after graduation young people were forced to work in 
the country where jobs positions had been available. in case the position was 
denied people risked to remain unemployed for a long time. The enterprise was 
absolutely impossible and forbidden by the law until 1989. The knowledge and 
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abilities which people use now in their business have been gained afterwards 
on the ground of a personal experience, additional qualification courses, 
developing their own artistic gifts.

SUGGESTIONS FOR TRAINERS  

if your client is highly qualified but want to develop in new field it would be 
recommendable to research each and any possibility for acquiring of additional 
qualification in the new field. incompetent approaches to new business could 
make a person incompetent and ignorant in key areas of the new business. 
The completion requires that one is very well aware of the market segment 
where he had aimed.

	 5.3	Motivation/reasons	in	creating	the	enterprise	

Cluster A. Ambitiousness and competitiveness 

The motivation of some part (Kostadin Popov, Valeri Andreev, Antoni Atanasov, 
Valentina Petrova, Лина Бардарска, Emil Doychinov) is to reach newer and 
better professional successes, to improve the services and goods which they 
provide, to protect and to establish the company name in the market in local 
and international aspect.

Cluster B. Social responsibility

Zhivka Marinova, Cvete Yaneva, Afrodita Georgieva, чичо Митко, Vladina Cekova, 
Ekaterina Zdravcheva – for these people main motivation is improvement of the 
people’s life quality and their way of living. These people are socially oriented 
and engaged.

Zhivka Marinov: “What motivates me is to see that there is meaning in what i 
am doing. i believe that kids need help. i believe that women have to become 
more aware i can’t just sit around: work is something that keeps me going and 
excites me. For me, the Cause and the joy of the people which in some way 

benefit from what we are doing has always been motivating.”

Cluster C. Creativeness 

Yuriy Kovachev, Maria Pencheva – for these people main motivation is the 
process itself of creating of their goods.

Maria Pencheva: “Maybe, the most valuable thing for me in this work is that it 
has creativity, development and new ideas. I like to go to the mountains and it is 
interesting that I get most of my new ideas there. It motivates me a lot, when I see 
that people are smiling and I bring them joy.”

CONCLUSION

in the years before 1989 it was impossible in Bulgaria one to initiate and run 
own business. after 1989 people with enterprising and creative spirit have 
developed their potential starting own business. The motivation with each 
and every one of them is strictly specific but very strong. all respondents are 
very consistent, persistent and industrious. They do not fear hardship, which 
they face constantly. 

SUGGESTIONS FOR TRAINERS 

Through the arranged interviews it becomes clear that for a successful start 
and management of an enterprise it is necessary one to have a very strong 
and solid motivation and devotion to the activity to start in order to meet the 
challenges and competition and to more further and forward.

	 5.4	The	network/support	received	(family,	friends,	colleagues)	

Cluster A. BANK LENDING

This is the group of the largest companies, which have received many times 
funding in the form of a bank loans which were used for upgrading and 
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progressive development of the business, and were paying off the loans – 
Kostadin Popov, Antoni Atanasov, Valeri Andreev, Emil Doychinov, Lina Burdarska, 
Valentina Petrova. 

Kostadin Popov: “Sometimes we had to take loans to get out of a hard situation, 
but there was never a moment that I wanted to say: “That’s it. I am through with 
this”  

Cluster B. PROJECT FUNDINS

This entrepreneur group mainly depends on the financial support of local, 
European and international projects – Zhivka Marinova, Cveti Yaneva. They often 
depend on the community support – in the form of a voluntary job, partnerships, 
work exchange, knowledge and know-how with other professionals, local and 
international civil groups and organizations. 

Zhivka Marinova: “During the last 3 years we engaged ourselves with an idea: 
school bulling. It turned into a main activity of ours during the last years. In fact, 
this is the biggest project that we have ever worked on. We created a serious 
organization. We worked with 10 schools in the country and more than 3000 kids 
and managed to convince the Ministry of Education that this is an important 
subject which needs to be focused on.”

 
Cluster C. COMMUNITY SUPPORT 

This group of entrepreneurs have used mainly support of their closest 
relatives – family and friends in the form of interest free loans and other types 
of material support (work places, living dependence through the hardship), 
consultations, contacts, advise, moral support and inspiration – Afrodita 
Georgieva, Maria Pencheva, Vladina Cekova, Yuriy Kovachev, Dimiter Stoyanov, 
Ekaterina Zdravcheva, Tzvete Yaneva. 

Ekaterina Zdravcheva: “This is a family business; we work together with my 
husband. The two of us do absolutely everything. We cook, we clean, trim the 
garden, search for new interesting places for the tourists – and there are many 

places, but you need to find and offer them. “

Tzvete Yaneva: “i am very happy and i can say with confidence that very few 
people can congratulate themselves with such a long partnership. i have 
been together with my colleagues for more than 20 years and we continue 
to love each other, we are so many people and even when we do not have 
work we continue to meet regularly and think of something new, dream about 
something… which is great.”  

CONCLUSION

all respondents have received moral and/ or material support from their closest 
relatives – family and friends, the business partners they had started with. Lina 
Bardarska: “„The most important thing is to have someone to believe in you. 
The good news is that in this business there are people who already believe in 
you, before you start believing in yourself. „

So to summarize we have to conclude that all these people needed and have 
received support in the very beginning of their entrepreneurial ideas. For 
all interviewеd most important had been the support from the customers 
themselves – people which their efforts were guided to – the gratitude and 
the respect, the joy in the eyes of those, they had been working for. 

SUGGESTIONS FOR TRAINERS  

The most important for the client is to be advised how to prepare in advance 
a detailed list with his relatives, friends and acquaintances, toward whom he 
could request different kinds of support – moral, financial or professional.

	 5.5	Abilities	and	competences	developed/to	develop	

in the process of work of all respondents, irrespective of their existing 
competences and skills, they were forced to develop a lot of new and specific 
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skills, on the one hand relevant to the new sphere of their new business, and 
on the other hand - connected to the specific abilities in management and 
development of own business. The adjustment and the ability to learn new 
things and to upgrade their own competences and skills play the key role in 
the success of their entrepreneurial initiatives.

Cluster A. PROJECT MANAGEMENT

development and managing projects - Valeri Andreev, Zhivka Marinova, Tzvete 
Yaneva.

Tzvete Yaneva: “Luckily, right after this the European Cultural Foundation started 
the program “Play Against Violence”. I attended a training and actually it was then 
that my whole concept of what has to be done was formed.”

Cluster B. WORK WITH CLIENTS AND PARTNERS 

Work with clients and partners – Katy, Emil Doychinov, Valentina Petrova, Maria 
Pencheva, Afrodita Georgieva,  Antoni Atanasov. 

Valentina Petrova: “

Cluster C. NEW TOPICAL AREA

acquisition of deeper knowledge and skills in a completely new field – dimiter 
Stoyanov – био-динамично земеделие, Yuriy Kovachev – здравословно 
хранене и Аюрведа, Vladina Cekova – продуцентски умения.

Zhivka Marinova: i studied a whole new field and this was something that has 
helped me very much. i have never stopped learning. What i acquired, apart from 
the material gains, are many acquaintances, many new friends and knowledge 
which gives me the opportunity to make sense of what’s happening, and be 
able to make things in a better way.”

CONCLUSION

all respondents  had learned to do a series of managment activities, including 
administrative and financial abilities, to work with new software products, 
to know well the accounting laws and the legislation in force in the country 
and abroad, to keep up a correspondence, to enter bids, to manage teams of 
peoples and to commune effectively with clients and partners.

	 5.6.	The	key	message	to	spread	
 
although the respondents are completely different as a business volume, 
fields of activities and qualifications, work motivation, the one thing that 
unites them is the message they all share: in order to succeed in developing 
an own business one has to trusts themselves, to find and to develop their 
strongest qualities, to seek support from their closest relatives, never to stop 
learning and developing, always to keep on finding new markets and horizons 
for development, and also – always to give the best of theirs. Careful planning, 
analysis and recognition of the market are some of the most important 
things to be practiced by everyone who wants to start a successful business. 
Tolerance, positive attitude and team respect are some of the best features of 
the successful manager – no matter if the enterprise is a small company or a 
multinational corporation. 

antoni anastasov: “First and foremost, you need to work and work again. 
You have to plan your work well and most of all you need to have excellent 
customer service. The client is like god for us and he always comes first.”

dimitar Stojanov: “What do we have to do in the future? i think that the 
first and most important thing is to educate people.We should talk more 
about the benefits of organic agriculture, because the natural demand will 
increase and there won’t be enough suppliers. i think that we Bulgarians 
are connected to the land. We shouldn’t run away from it. it is our biggest 
wealth.our predecessors have fed from the earth. We can feed from it as 
well”

•

•
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Kostadin Popov: “The activity that you want to do has to give you some 
pleasure. You do not have to think about the money at the beginning. 
The money will come – if you are persistent enough and you work with 
pleasure, the money will come.“

Всичко се постига с много работа. Просто човек трябва да вярва и да 
работи много. Това е! Човек трябва да вярва в себе си и да си преследва 
идеите докрай. За мене това е цената на успеха. (Емил Дойчинов)

Zhivka Marinova: “When a person starts something new they have to have 
a plan. You have to give it all of your time. You have to believe in what you 
are doing. “

Ekaterina Zdravcheva: “Every person has difficult moments at different 
stages of their life, but one should never despair. it doesn’t matter if you 
are starting a business or a new job - you should always believe in yourself.  
and to know that if you want it with all your heart it will happen.”

Lina Bardarska: “You have to experiment, you have to try. “

Maria Pencheva: “People should not be sorry for being made redundant 
or quitting their work, because exactly this could actually turn into a new 
beginning, to be their launching point.”

Tzvete Yaneva: “if you don’t have anything to loose, it is better to make a 
change.”

Valeri andreev: “There has to be decision making, spirit, a lot of work 
indeed... and the good results won’t be long. “

Vladina Cekova: “Everything that you do, do it with love. There is no other 
recipe. That is the recipe. Even if you start making a cake - if you don’t do it 
with love, it won’t be good.”

Yuri Kovachev: “This is also a very important moment: to try and figure out 
how you could be useful to others in your work.”

•

•

•

•

•

•

•

•

•

•
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6. gErMAn EnTrEPrEnEUrS 

The german partner TECHNET decided to focus on the subject of social 
enterprises – which is mentioned in the paper KEY CoMPETENCES FoR 
LiFELoNg LEaRNiNg: European Reference Framework, from the European 
Communities – as an option also for young people. We agree on that because 
particularly in regions with high unemployment rates and business failures, 
it would not be serious / legitimate to recommend to all young people 
to set up their own business. Social enterprises provide opportunities for 
unemployed or people in risk of being unemployed to set up businesses 
commonly and with a lowered risk.

We also focus on the case of a multicultural social enterprise in Berlin where 
former unemployed migrant women in a disadvantaged district set up their 
own business (gRaEFEWiRTSCHaFT) because particularly for these people the 
foundation of an enterprise is rather seldom.

	 6.1	The	business	idea

Cluster A:  from an analysis of the demand or need: cases 
gRaEFEWiRTSCHaFT, MuT, BauS E&a

Cluster B: from the need to employ people threatened by 
unemployment: cases STERaBE STEREMaT, LaFP

Cluster C: from the community perspective: case 
REgENBogENFaBRiK, 

Cluster D: from the need to train young people: cases Baus E&a,  
ZuKuNFTSBau

 The business idea often develops in a former work or living context. But 
acquired skills and competences do not necessarily mean that a business is 

•

•

•

•

viable. This means also to meet the needs and demands, following a cost-
effective enterprise strategy.

ANALYSIS

Keeping the before-mentioned thoughts in mind, the business idea of social 
enterprise often stems from a collective process of debate and analysis. Most 
of the social enterprises are born from a certain need  - be it the need for jobs 
or a need for a certain product or service:

Example:

Sevgi / Reziye Bayram is service manager in the restaurant WELTKuECHE. She is 
working in the multi-cultural social enterprise gRaEFEWiRTSCHaFT which is 
situated in the Berlin borough of Friedrichshain-Kreuzberg. gRaEFEWiRTSCHaFT 
runs the restaurant which provides international food, catering for social and 
public institutions, and a sewing workshop.

She says5*: 

at first, we looked at our neighbourhood to see which services and products 
were offered in order to sort out which kind of businesses are needed.

The case of Norbert Thoemen, MuT, shows the relevance of social and economic 
processes: He was involved in a tenants’ group of a house he lived in. in order 
to support this initiative, he decided to take over the management of the co-
operative.

He states: 

First, look at if the business idea is viable. it is important to know where i want 
to start, what i want to do and how my milieu does look like. 
a) is my supply already existing? 
b) is there any demand?

5* Some of the interview citations here are not from the published video interviews but from raw 
video material.
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CONCLUSION

The business idea should be coherent to certain needs. in some cases the need 
is to create employment for unemployed people, in other cases the demand for 
certain products or services was the driver of the process. The cases show that 
the idea has to be adapted to social and economic realities. This may lead to 
feasibility studies and business plans which can be carried out by the founders 
themselves or by development agencies (like the development agency for 
Social enterprises and Neighbourhood Economy / BEST in Berlin) if need be. 

	 6.2	The	professional	and	training	pathway	

Cluster A: Highly qualified persons who lost their job: cases 
gEWERBEHoF SaaRBÜCKER STR., STEREMaT

Cluster B: Middle qualified persons who lost their jobs: STERaBE, 
MuT, LaFP

Cluster C: Low qualified persons who looked for work: LEBENSNaH, 
gRaFEWiRTSCHaFT

Cluster D: qualified persons who looked for an alternative: 
REgENBogENFaBRiK, BauS E&a, ZuKuNFTSBau

The learning process includes formal and informal learning whereby ‘Learning 
by doing’ is the predominant part of the process if it comes to management 
knowledge.

ANALYSIS

Most of the entrepreneurs started with a totally different or no qualification they 
needed for running the social enterprise. all of them uttered literally ‘Learning 
by doing’ as the most important informal learning process for management 

•

•

•

•

issues. But also formal training processes were helpful to develop skills. Klaus 
Lemnitz from gewerbehof learned accounting and iTC with a training body 
before he set up the enterprise. Sevgi recently finalized her vocational training 
in gastronomy.

Klaus Lemnitz states:

Most important is life experience and a certain talent. This is particularly 
important for social entrepreneurs.

Lutz Bojahr from Stern Radio Berlin says: 

Besides the support i received, i read a lot, but mostly i learnt by doing.

in the case of gRaEFEWiRTSCHaFT; project and management planning is 
done with the support of the BEST agency and by a person who was manager 
at deutsche Bahn railway company. The migrant women are qualified formally 
and on the job by a further person. 

Sevgi states: 

Without the help from Heike of the BEST agency, and from annette, we would 
not have succeeded with our business. 

 
 CONCLUSION

The professional and training pathway normally started with no or totally 
different training before the business was set up. Either through intermediate 
training or learning by doing, the management skills were developed. The 
functional skills, however, have to be made in a formal (in germany this means 
normally vocational) training process. This two-way process should be kept in 
mind.

	 6.3	Motivation/reasons	in	creating	the	enterprise	

Cluster A: To create jobs for themselves and other people: STERaBE, •
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STEREMaT, BauS E&a, LaFP

Cluster B: To supply goods and services which are necessary for the 
community: gRaFEWiRTSCHaFT, REgENBogENFaBRiK, MuT

Cluster C: To provide prospects for young people and / or migrants: 
BauS E&a, ZuKuNFTSBau, LEBENSNaH

Cluster D: To provide jobs or flats for needy people: MuT

The motivations are very diverse, some of them are more intrinsic, some of 
them extrinsic.

ANALYSIS

Many persons setting up a social enterprise did not want to set up the 
enterprise at the first place, rather they were urged to do it in order to get their 
aims achieved.

Sometimes, the founders are asked by members of a group to set up and 
manage the social enterprise, e.g. Bernd Thuerk  from STEREMaT was asked by 
the staff of the former enterprise:

He  states: 

The staff of the company also gave me support. They said: if someone is able 
to do it, then it’s you!

Sevgi  was first sceptical about setting up an enterprise but the commitment of 
her colleagues and supporters convinced her to take the opportunity. She is not 
only committed to her task as a service manager but feels as an entrepreneur 
herself, meaning e.g. that she participates at weekly general meetings of the 
enterprise where strategic decisions are made.

She says: 

i learnt a lot and when there is an order for us we talk it over in our team. We 
teach ourselves but we also learn from each other.

•

•

•

CONCLUSION

Main reasons for setting up a social enterprise are social and economic 
motivations. often, a social enterprise is started by unemployed groups or 
people who are endangered by unemployment. How strong ever the drive 
is to set up a business, the group cohesion is most important to support the 
person to found and to lead the enterprise.

	 6.4	The	network/support	received	

Cluster A: Resources from the family: STERaBE, LEBENSNaH, 
STEREMaT, gEWERBEHoF, LaFP

Cluster B: Resources from consultants / support agencies: STERaBE, 
gEWERBEHoF, gRaEFEWiRTSCHaFT, LaFP

Cluster C: Resources from the staff of firm: STERaBE, STEREMaT

Cluster D: Support from the local community: gRaEFEWiRTSCHaFT, 
REgENBogENFaBRiK, MuT

Whereas single entrepreneurs (freelancers) often can count just on family 
support, social entrepreneurs often rely on networks of persons and 
organizations.

ANALYSIS

Most of the entrepreneurs would not have achieved their aims without 
the support of family and friends. Moreover, they need support from peer 
enterprises and development agencies.

Lutz Bojahr says: 

i received support from BBJ Consult but there were also different individuals 
who helped us getting started. 

•

•

•

•
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Thomas Holbe states: 

it was like being bumped into cold water which had to be buffered by myself, 
my family and colleagues. 

Norbert Thoemen from MuT found support from a bank which was interested 
in the ecological projects of the housing co-operative and who gave them a 
loan.

He says: 

We had problems in getting things financed. But finally, we found the 
umweltbank in Nuremberg, which normally does not give funds to building 
companies but to ecologically sound projects. That fitted to our needs and 
with this bank we found a partner who supports us all the way.

CONCLUSION

Families are most important to support the social entrepreneur in his ambitions. 
often it is helpful if the partner in the family has a steady job. Equally important 
is emotional support, from family and friends. Moreover, the difficult task to 
running a social enterprise asks for institutional support, e.g. by development 
agencies or coaches.

	 6.5	Abilities	and	competences	developed/to	develop	

Cluster A: Former work: STEREMaT, STERaBE, LaFP 

Cluster B: Learning by doing: aLL CaSES

Cluster C: Social / multi-cultural competences: STERaBE, STEREMaT, 
gEWERBEHoF, LaFP, LEBENSNaH, ZuKuNFTSBau

•

•

•

Cluster D: Legal, tax and accountancy skills: gEWERBEHoF, MuT, 
BauS E&a

Social enterprises are different from traditional businesses. Therefore, there 
are additional abilities and competences which are particularly important for 
social entrepreneurs.

ANALYSIS

The entrepreneurial skills not only embrace skills like book-keeping, iTC etc 
(like with Klaus Lemnitz or Norbert Thoemen), but also social competences. 

These include:

• developing social capital, particularly trust:

Bernd Thuerk from STEREMaT stresses that trust is most important within the 
enterprise and in co-operation with partners:

over the years and with support from the stakeholders i managed to become 
a good director but this was only possible because of the good co-operation 
with our partners.

• Be responsible for mistakes

Klaus Lemnitz from gEWERBEHoF says that this is an important element for 
developing trust: 

You need social competences and talents, not only knowledge. (...) if you do 
mistakes you have to declare yourself responsible for them. 

There are also economic competences existing and needs to develop and to 
be developed:

• Broadening the supply

Anne Lorenz from LEBENSNaH stresses that the development of new businesses 
in the same enterprise would improve the sustainability of it:

•
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if others would like to set up something like our school, i would recommend the 
following: To build up a broader base including different sources of income. 

• Lower the risks:

another element of sustainability is to include as many as possible stakeholders 
who bear the risk in terms of support and finance.
Rainer Milletat of BauS E&a stresses particularly this issue:

... to look for support where ever it can be found but being aware of who might 
be the right counsellor.

• Working together:

Norbert Thoemen from MuT  says that without the co-operation he would not 
even set up his enterprise:

it is important to do things together and to ask for consultancy.

• Being courageous

There is also an interesting remark from Anette Schill (REgENBogENFaBRiK) 
who states that she sometimes thinks of giving up. But then she says to herself: 
Sometimes i am disencouraged but we have support from others. and when 
there is a big backlash, i say to myself: it is very hard but i now continue instead 
of going back.

• Careful risk-taking

Sevgi from gRaEFEWiRTSCHaFT is not only determined on her task as a service 
manager but feels as an entrepreneur herself, meaning e.g. that she participates 
at weekly general meetings of the enterprise board where strategic decisions 
are made.

She says:

The most challenging situation was definitely before the start of the enterprise, 
and the risk to take a loan for the enterprise was not an easy decision as it has 
to be paid back soon to an individual supporter:

• Strategic thinking

Norbert Thoemen from MuT concludes in saying:

it should be known where, what, and in which context the enterprise should 
be set up. one also should consider the demand and to involve the colleagues 
in the processes, not to do something alone but with others.

CONCLUSION

We here summarize the features which imply abilities, competences and 
capacities:

• Being socially competent

Most of the social entrepreneurs claim that social competences are crucial. 
generally, in all the enterprises, the social capital has to be developed day by 
day.

• Be responsible for mistakes

although only mentioned by one interviewee, it seems to us very important 
that one is aware of mistakes and does not hide them towards others.

• Broadening the supply

it is recommended that new businesses should be implemented in the same 
enterprise so that one business can support another if one is beginning to 
getting weak.

• Lower the risks

instead of investing into rooms and equipment at the first place, by lending 
money from banks, it is better to get it by foundations, sponsors or by private 
interest-free loans.

• Working together

This has to be done right from the start, all stakeholders, particularly 
shareholders and the staff, have to be included in the enterprise process from 
the beginning.
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• other competences mentioned were courage, careful risk-taking, and 
strategic thinking.

	 6.6.	The	key	message	to	spread	

Cluster A: Be socially competent and learn by doing

Cluster B: Be responsible for mistakes

Cluster C: Broaden the supply and lower the risks

Cluster D: Let’s work together!

Here, we summarize the most important and often mentioned recommendations 
of the interviewees, in 6 mottos.

ANALYSIS

The following recommendations were made by the interviewees:

• Learning by doing

Nearly all interviewees uttered that their entrepreneurial knowledge was 
acquired by reading and courses, particularly on book-keeping and iTC. all 
competences beyond were achieved ‘by doing’, in the enterprise process.

• Being socially competent

Social competence was seen as equally important as the ‘hard’ skills for 
managing an enterprise, particularly if it is a social one.

• Be responsible for mistakes

Some interviewees stress the fact that an entrepreneur should feel responsible 
for mistakes having been made and that he should do it learn from them.

• Broadening the supply

•

•

•

•

in order to compensate the risk of one business in an enterprise, there should 
be different (more than one) businesses to compensate for the risk in one of 
them.

• Lower the risks

Having said that, social enterprises generally help to lower the risks of 
shareholders in looking for several stakeholders who support the enterprise.

• Working together

The mutual support of shareholders should be extended to the mutual support 
of stakeholders. This means for instance that teams in the enterprise talk and 
co-operate continuously.

The context in which gRaEFEWiRTSCHaFT acts, was particularly important at 
the start of the enterprise when the migrant women identified the supply and 
demand of serving food and mending textiles in the local neighbourhood. To 
agree on values was also important from the start when the women decided 
together what for and how they would work in the future (definition of values, 
mission and aims). But this has to be reminded all the time. The awareness 
of the necessity of co-operation was not only important for the colleagues 
themselves, but also externally, with other partner like the borough’s mayor, 
local authorities, other social enterprises and foundations.

CONCLUSION 

The foundation of social enterprises is different from running a one-person or 
corporate enterprise (e.g. as a freelancer). it starts with a common setting up of 
the enterprise and goes on in running it co-operatively with the stakeholders 
(including shareholders and staff). Therefore the building of social capital is 
the precondition of success for such enterprises.

This means:

Trust: having relations of trust with people and organisations so that you 
feel confident and comfortable working with them.

•
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Reciprocity and mutuality: having the sort of relations with people and 
organisations which mean that you do something for them without 
expecting immediate payback; that you help each other out; that you are 
prepared to work together on schemes of common advantage.

Social networks: being in touch with a wide range of people and 
organisations so that you get to know them; to learn to trust them and 
work together; to give and get information.

Shared norms of behaviour: realising that you share ideas with others of 
how things should be done; that you can build a common vision; that you 
broadly agree on what is acceptable and what is not.

Sense of commitment and belonging: realising that sharing a commitment 
to an area or to a group can uncover a shared understanding of issues and 
lead to a common sense of purpose. (CoNSCiSE 2003)

Building social capital should be the first recommendation for trainers to 
teach social enterprise development.

The second is that social management, embracing good relationships to the 
staff and other stakeholders, should be carried out. This is as important as other 
managerial skills, because social co-operation is one key driver of economic 
survival. This means also to adapt products and services to consumers’ needs 
throughout their lifecycles.

Thirdly, social marketing should be learnt, which means that the products 
and services to be delivered are covering the needs of a certain group or 
neighbourhood, already in the foundation process of the enterprise.

Fourthly, social accounting and auditing, in parallel to financial accounts, 
help the enterprise to monitor, control and evaluate the process in terms of 
achieving not only the economic but also the social aims.

Last - not least, social enterprises use and have to use alternative financial 
instruments i.e. instead of asking for a loan at a private bank to use its social 

•

•

•

•

•

capital to acquire seed money. This also includes f.i. fundraising by sponsors 
but also lowering monetary costs by using volunteer staff.

above all, a sense of initiative and entrepreneurship was found with all 
interviewees of social enterprises and they state that this should be developed 
with all stakeholders of their enterprises, even with the staff and with partners 
not being shareholder of the organisation.
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7. FInnISH EnTrEPrEnEUrS

	 7.1.	The	business	idea	
 

ANALYSIS 

cluster A:

The entrepreneurs we interviewed all had their own reasons for starting a 
business. it is, however, notable that four of them had a family background 
of entrepreneurship. it has lowered the initial treshold of becoming an 
entrepreneur. Family has supported the beginnings of their entrepreneurship.

cluster B:

The willingness to become an entrepreneur may start from an employer’s 
encouragement. Four of our interviewees said their employer had inspired 
them to become entrepreneurs. The employers had given them a chance to 
develop their professional skills and encouraged them to start a business 
of their own. With the development of professional skills the thoughts of 
implementing your own ideas in your own business begin to grow.

cluster c:

a business idea may develop by coincidence, as an entrepreneur in the child 
care business, arja isoviita told us: ”i was taking care of my own children at 
home, when a neighbour asked whether i could take in her children, too.” 
annikki Kulmala, a natural therapist, also had her business idea from an 
interest she found by chance. Her small child suffered from repeated infections 
that conventional medicine couldn’t seem to cure. Natural medicines helped. 
inspired by this, she began to study natural therapies ”just for herself”, but her 
interest in the field took hold of her.

cluster d: 

•

•

•

•

occasionally a business may begin with difficulties that can be turned into 
success. Event producer Marco Äijälä was originally a musician and a singer, 
but when he developed vocal problems, he had to turn to other work to 
manage.

The idea may develop for years. Veikko Salli was in the hotel business when 
he noted that the waste disposal for hotels was problematic. He pondered 
solutions for years and came up with the deep collection system for waste 
disposal. 

cluster E: 

The business idea of airi and Jyrki Talonen in ikaalinen was based on 
observations of the people’s behaviour. They had noted on their travels that 
many Swedes went on tax-free shopping trips to denmark. They had the idea 
of organizing inexpensive shopping trips by bus to Estonia.

cluster F: 

The cheese master Peter dörig trusted his instinct and began to produce 
strong cheeses he himself liked, although it wasn’t what Finns had traditionally 
eaten.

CONCLUSION 

You must believe in your business idea and do what you’re good at doing, and 
have the courage to take some risks. You must know your strenghts and stay in 
your area of core competence. 

SUGGESTIONS FOR TRAINERS 

Based on the films, you can see nearly every entrepreneur emphasized 
practically the same things you should take into account when planning a 
business.

if you want to be an entrepreneur, you should have a core competence 

•

•

•
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you're good at or a product that stands out from the competitors. 

You should believe in yourself, but on the other hand you should listen 
to others from the early planning stages on. Since entrepreneurship is a 
lifestyle and can't be just to earn money, you should take into account e.g. 
your family when planning a business. 

You shouldn't focus on hours worked and pay received. You must work a 
lot in order to succeed. 

You should investigate the viability of the company in advance. on the 
other hand, you should do what you think is best. You cannot find out 
everything by doing market researches. 

actively build up relationships with different operators and find out about 
the things you're concerned about. 

don't be afraid to make mistakes, just learn from them.

invest into your personnel. good workers are worth more than gold.

Ensure quality. it's the guarantee of your success. 

Take care of your customers. 

You should invest into digital and social media. They are an integral part of 
modern marketing and communication. You should pay special attention to 
them even in training.

individual guidance in training is very important. Every student has their own 
personal business idea and their own unique needs for guidance. Personal 
guidance could also be given by mentors, long-time entrepreneurs who have 
strong experience in running a business. They could give encouragement and 
valuable tips for the budding business.

•

•

•

•

•

•

•

•

	 7.2.	The	professional	and	training	pathway
 

Based on our interviews, there can be many pathways to developing your 
professional skills. Some have developed their solid competence by studying, 
on the other hand some have gotten competent by working in the field. 

Education doesn’t necessarily lead you into working in the field you studied. 
Education may still support your business, as the travel agency owners airi 
and Jyrki Talonen said: ”airi has an education in health care and Jyrki was a 
journalist. Both professions have their basis in caring for the individual. Jyrki’s 
wide knowledge of history has also been very helpful in planning the tours.”

The entrepreneurs interviewed in Finland may be divided into the following 
clusters:

cluster A:

Entrepreneurs, who had a strong education in their own field before starting 
their businesses as well as a long experience of working, 4 persons.

cluster B:

Entrepreneurs, who had developed their competence by working in the field 
and educating themselves while working, 6 persons.

cluster c: 

Entrepreneurs, who were well-educated but were working somewhat or totally 
in a different field than they were trained in. Education and training in itself 
gives many kinds of additional value to running a business, even if the work 
isn’t precisely what you trained for. 2 persons of those interviewed in Finland 
belonged in this cluster. 

 

•

•

•
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	 7.3.	Motivation/reasons	in	creating	the	enterprise	

Many had several different reasons, rather than one, for starting a business. 
one important source of motivation is encouragement. Many had had several 
supporters in their families, friends, supervisors. one had found the incentive 
to become an entrepreneur during practical training. of those interviewed in 
Finland, 5 entrepreneurs said encouragement was an important motivator. 

Starting a new business needs a new, good idea. of our interviewees 5 
mentioned this as a reason to become an entrepreneur. For example the 
cheese factory owner Peter dörig wanted to make a cheese no one in Finland 
was making then. Entrepreurship gives a chance to implement your idea the 
way you want to. in many instances entrepreneurs want to make their own 
luck, work for themselves.

occasionally coincidence leads into a business. an example of this is the private 
child care provider arja isoviita, who wanted to take care of her own small 
children at home. Her neighbour also needed a child minder, so beginning the 
business was relatively easy.

	 7.4.	The	network/support	received	(family,	friends,	colleagues)
 

as discussed in the previous chapter, encouragement is very significant 
to an entrepreneur. a business owner should have someone with whom to 
discuss matters in confidence. The value of support is particularly important 
in adversity. 

all interviewees felt they had had support from various directions. For most their 
own family had been the most important resource and support (mentioned 
by 6 entrepreneurs).

Other operators in the field were also mentioned as sources of support 
(mentioned by 3 interviewees). Entrepreneurs in the same field understand each 

others’ problems and therefore networking in the professional organizations is 
often useful. 

Good personnel makes for a successful company. it’s worth investing in and 
personnel support is vital to a business (mentioned by 3 entrepreneurs).

	 7.5.	Abilities	and	competences	developed/to	develop

abilities develop during the years. You should continually improve yourself, 
because a strong practical ability and developing your quality/competence 
add to the credibility of the business and bring customers to the company.  

	 7.6.	The	key	message	to	spread

You should believe in yourself, participate wholeheartedly, develop yourself 
and work hard.



65

8. POLISH EnTrEPrEnEUrS

	 8.1.	The	business	idea	
 

ANALYSIS

in the case of Polish entrepreneurs it’s difficult to one path the idea for all 
enterpreneurs. Each of 12 different cases is different. Chosen companies are 
different in size, age, location and range of activity. 

However there are some characteristics:  high motivation and confidence 
to take action. Polish Entrepreneurs spoke about the historical context of 
its activities. great role in their work played political changes of 1989 when 
country became really independent. it changed also economical situation, 
opened market and gave chance to open private business. 

 
One	can	distinguish	two	different	paths	which	followed	the	entrepreneur:

A. Continuing the family tradition.

Several of companies were related to a specific business sector through the 
history of their families. We can see the impact of parents, grandparents and 
siblings. Their interest in entrepreneurship comes from family history. They 
were taught by parents and took over the helm when they become adult.  
(andrzej Blikle, iwona Rak, Jacek Waldemar dabrowski)

B. Develop your own passions and interests.

Entrepreneurs spoke about special interest, passion, a hobby that turned into 
a job. in many cases, the dreams of their youth could have been achieved in 
adult life. in this case, they said that work make them happy. (irena Eris, Emilian 
Kaminski, Barbara Stelmach)

CONCLUSION

in all stories there is topic of motivation and determination. despite the 
different stories setting up their own company these two features played a 
key role. Each entrepreneur tells about different educational and financial 
background, different way they found best idea for own business. it helps 
people from various societies, local environments and groups to find best way 
for themselves. 

Motivation of entrepreneurs let them to assess their skills and talents. From 
motivation they took the idea and strength to achieve it.

 
NOTES FOR TRAINERS.

it’s important to begin looking for idea in yourself.  Each of us has qualities, 
skills and talents which develop from childhood. You should look for their 
individual abilities and work on their motivation. Each case should be treated 
in different way. You have to teach expecting unexpected. Polish cases show 
that it isn’t so far from craftsman to theatre director. 

	
	 8.2.	The	professional	and	training	pathway
 
ANALYSIS 

Entrepreneurs when they say about experience at the beginning of  business and 
today they emphasize that the most important was their practical knowledge. 
Not everyone had the appropriate training and competence to work in the 
industry. Both the educated and those who gained their knowledge inpractice 
highlight that 90% of the skills were acquired when they were running their 
business. None of interwieved said about special vocational courses, training 
or gaining knowledge from books. Their way to learn is lifelong learning. They 
treat mistakes, successes as best lessons in their entrepreneurship history. 
 
CONCLUSION.
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Training and education is very important, but it isn’t most important i stories 
of enterpreneurs. Practice and patience let to learn everything. Educational 
background can’t determine success or defeat. it’s determined only by yourself. 
 
NOTES FOR TRAINERS.

You should encourage to take the challenges exceeding the skills of students. 
Each challenge will increase their confidence and they will learn in practice 
much more than the textbook. active methods of learning, using cases from 
real life. Sharing experience learning methods will be much more efficient.

	
	 8.3	Motivation	/	Reasons	in	Creating	the	Enterprise
 
ANALYSIS 

Each of the Polish entrepreneurs have a different motivation by creating 
their own business. Some people like Emilian Kaminski wanted to pursue 
their own dreams, others like irena Eris wanted to take a chance and become 
independent, others continued the family tradition, or simply had to find a 
source of income. iwona Rak lost her job because of reduction in army and 
found herself in difficult situation after changing place of living from small 
to very big city. Krzysztof Zalecki found his talent and decided to use it in 
professional life. Barbara Stelmach had to decide to begin working after long 
break and had to register as unemployed. Wieslawa gajewska had difficult 
choice: become unemployed after closing company she worked for or try to 
work as self-employed in the same place. Lucyna Zapart had opportunity and 
found enough courage to start her own business.

all those people had one common feature: they wanted to work and were not 
afraid of hard working from morning to late evening. 

CONCLUSION.

all examples show that kind of motivation is not the most important in 

starting their own business. The most important is having a motivation. 
Beginning your own business without any reason will probably end with 
getting tired and burning out. Motivation helps people to find enough 
courage and strength, to take their chance and risk. There are many different, 
internal and external factors increasing motivation of entrepreneurs.  
 
NOTES FOR TRAINERS.

Motivating youth is very difficult job, your students probably come from 
different societies, families, have different abilities and human capital. 
Remember that each of them has got significant potential and your role is to 
use it in correct way.

Please appreciate and increase the motivation of students, regardless where 
it comes from. it is the key to success and lets to overcome the difficulties and 
obstacles.

	 8.4	The	network	/	support	received	

ANALYSIS 

None of interviewed was alone when created his/hers company. anna 
Kiljanska said about the experience she gained through cooperation 
with shareholder in earlier business and help, she still receives from 
her daughter. Emilian Kaminski told about the support of many well-
wishers. Krzysztof Zalecki told about help of his wife. Barbara Stelmach 
highlights good ideas and technical help of her husband and daughter.  
Each of the entrepreneurs emphasizes assistance from other people as very 
important. They talk about good advices, sharing experience and motivation.

CONCLUSION

Functioning in society (global and local) makes us to cooperate, build relations. 
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Support of other people is a big step to success. Learning by someone’s 
experience and using other’s mistakes instead making them is one of steps to 
success.

 
NOTES FOR TRAINERS

Training group, class, group of friends are best examples to show internal links 
in society, family. You can demonstrate that without those links and support 
each group, idea, even play becomes weak. it is important to show students 
that people who are close to them are their resources. They must think who and 
what kind of support can give to them or who and what can teach them. This 
will help them not only in setting up your own business but also in building 
relationships.

	
	 8.5.	Abilities	and	competences	Developed	/	to	Develop
 
Enterpreneurs from Poland developed their competences mostly by informal 
education. interviewed said about meaning of other’s experience and lifelong 
learning process. They emphasized value of knowledge gained from their 
friends, from internet and books. Key competences they told about were: 
financial management and bookkeeping.

only small part of interviewed mentioned about participating in some kind 
of organized trainings and courses. Specific training was necessary to develop 
their offer, quality of services and to provide wider range of services.

	
	 8.6.	The	key	message	spread

Each person is different, has different skills, knowledge, talents, passions. 

Each has also other concerns, problems and barriers. in teaching of 
entrepreneurship should be used both: positive and negative factors. 

You can change concerns into ability to anticipate and each solved problem 
into life’s lesson. Stories of different people from different backgrounds and 
families, with good education and those having only motivation show that the 
key to success is inside every human being, you only have to find it.
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9. SWISS EnTrEPrEnEUrS

	 9.1	The	business	idea

The stories of the entrepreneurs interviewed about their enterprises in the 
Lugano region (the italian-speaking and most Southern part of Switzerland) 
have a common trend with respect to the identification of the business idea: in 
most cases they chose to start a business related to a field in which they were 
experienced. 

in three cases such experience consisted in several years of work in a given 
field, as explained by Claudio dick, who currently runs a company which 
produces electric two-wheel vehicles: “Since I had already worked in the two-
wheels field before, I had the chance to talk to some people who brought me to the 
idea of developing an electric vehicle. I had the contacts to find the mechanical 
components.”

although the industry is completely different, the owner of Maxway Bar, 
Massimo annoni, had a quite similar experience: “I always had the idea of opening 
a bar. […] I worked for 25 years in a pastries shop, in bars and tea rooms.”

also the hairdresser and make-up artist Carmelo Spina decided to open his own 
salon after having being employed for a long time at different organisations, 
but his experience is also related to his family’s tradition: “I started working in 
my uncle’s salon. When I was 18 I decided that this would have become my job. I 
went back to my uncle’s salon and I started from there.” 

Besides the professional experienced acquired by the entrepreneurs, the choice 
the business area to start an activity in can also be related to their training, as 
described by Mauro Nesa, the owner of a company which produces and installs 
doors and windows: “When I was in high school I was trained as a carpenter and 
I obtained a federal certificate.” 

other entrepreneurs of this area chose came up with the idea of starting an 
enterprise in a given industry because of specific life situations that revealed 
a potential or market need. 

For example Mrs. Cassina owns of a shop selling second-hand goods for 
children, and she decided to open it because “when i became a mother i 
noticed a lack of shops selling second-hand goods for children. There were a 
couple of shops like mine, but outside the city, and i wanted something closer 
to the centre.”

also Marco Turco, the owner of a jewellery atelier, found himself learning to 
work with stones and jewels, but without a specific reason: “by chance I started 
buying stone all around the world and I started setting them on copper”.

CONCLUSION

The stories of this sample of entrepreneurs from the Lugano region, 
Switzerland, suggest that a business idea can flourish on top of a personal 
story: the competences acquired during the professional career, to start a 
business could be drawn from the individual experience, in terms or career, 
training and education, or family tradition. 

The potential of personal stories can be activated or untapped by specific or 
unforeseen life situations that provide a window of opportunity or push to 
start up a new business.

SUGGESTIONS FOR TRAINERS 

The decision to start an enterprise, regardless of the motivation which originates 
it, is seldom general (“i want to start a business”); rather, it is more often linked 
to the choice of a specific activity to perform and of a particular field to enter. 
So, where can such an idea be drawn from? in order to come up with it, it is 
extremely useful for aspirant entrepreneurs to consider the resources at their 
disposal when they take the decision to become independent workers. 
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in order to identify them, it is very useful to analyse personal past experience: 
for example through short biographical sketches or interviews, or by telling 
one’s story: entrepreneurs could decide to start a new activity in the field in 
which they have always worked because they already have the necessary 
competences and contacts. or they could exploit the competences they have 
built through previous training or thanks to familiar or cultural tradition.

This second issue is when this business idea – still abstract – becomes a decision. 
often, this is not a plan, but the impact of unexpected or new life situations.

For instance, a passion we discover, something we learn, meeting the right 
person, noticing that the shop we are looking for is lacking, or the birth of a 
child can become a good starting point to open an enterprise! or we suddenly 
notice a lack of service or an opportunity suggesting the idea to start a new 
business.

To wrap-up, on one hand, aspirant entrepreneurs should definitely be 
aware of their personal story and of all the resources they bring (sometimes 
unconsciously) with them, and of how to exploit them ; on the other hand, 
they should always be ready to listen to life, in order to recognise new and 
interesting opportunities. 

	 9.2	The	professional	and	training	pathway	

as long as professional training is concerned, all interviews conducted by seed’s 
staff in the Lugano region clearly show a common trend: all entrepreneurs but 
one acquired the expertise they needed to start a new business from their 
previous career as employees.

For example Carmelo Spina has worked as a hairdresser since he was very 
young and did many different job in this sector before opening his own salon: 
“I started working in my uncle’s salon when I was a child and when I was 18 I 
decided that this would have been my job, so I went back to my uncle’s salon and 
started from there.”

also Marco Turco worked for several years as a jeweller before opening an 
atelier, and he learnt the know-how he needed to start his own business by 
the people with whom he was working: “It took me some time to acquire the 
knowledge. I used to work with my partner, who was very good at manufacturing 
jewels. We worked on the same table for years.”

in the case of Claudio dick, his former professional career provided him not 
only with useful skills and competences, but also with the network of contacts 
he could exploit to start his new company: “I was a mechanic, then I entered a 
completely new field: the resale of office materials, and then I went back to the car 
industry. Approximately 10 years ago I switched to the motorcycle industry. Since 
I was already working in the two-wheels industry, but with internal combustion 
engine, I had the chance to talk to some people who brought me to have the idea 
of developing an electric vehicle. Since I had the contacts to find the mechanical 
components we started this idea.”

Professional careers can also be bounded to other elements of the entrepreneurs’ 
personal experience. For example, the job that Massimo annoni did for 25 years 
before opening a bar is linked to his family tradition, namely, to his parents’ 
job: “I acquired the knowledge and competencies I needed throughout 25 years 
of work as a pastry chef, ice cream maker, assistant cook, barman in bars and tea 
rooms; moreover, I was born and raised in a family of restaurateurs, and it was 
definitely helpful”

differently, the industry in which the owner of FinRipPort, Mauro Nesa, worked 
before becoming an entrepreneur, was suggested by the training he received: 
“When I was in high school I was trained as a carpenter, and I obtained a federal 
certificate. […] I had this idea because the owner of the company where I used 
to work terminated the contract, so I found myself at a crossroad: finding a new 
employer or starting a new activity by myself.” 

Mauro also realised that he is continuing to acquire competences and skills 
necessary to improve his new jobs through learning-by-doing, as he is 
managing his enterprise:
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“Now I can definitely manage the relationship with people better than before: 
in the beginning I could not always understand them, and I got angry because 
I could not guess what they wanted. Now, after many years of experience, I can 
understand more clearly what a person wants.”

only one of the entrepreneurs from Lugano started a new business in a 
completely different sector from her previous job: Britta-Kajsa Cassina opened 
a shop selling second-hand goods for children after having worked for years in 
the field of hotels’ management. in order to acquire the knowledge she needed 
to start her new activity she conducted some research before opening the 
shop:

“In the beginning, when you open the shop, it is important to collect information 
from the authorities about what you need, in order not to get a location which is 
not suitable for a shop, because you need special permissions, and the awareness 
of what you are going to be facing.” 

CONCLUSION

Considering the pathways which lead the entrepreneurs interviewed in 
the Lugano region to open new companies, the most common source of 
professional training on which they relied appears to be former professional 
career. Working for years in a given sector, even if as employees, enabled them 
to acquire the necessary competences, skills, knowledge and network.

Nevertheless, it is not impossible to open an enterprise in a new sector after 
having worked for years in a different one. in such a situation the source of 
training would not be identified with previous career, but with researching 
and gathering information from relevant sources.  

SUGGESTIONS FOR TRAINERS 

in order to start an enterprise it is necessary to have some degree of 
knowledge of the sector: general entrepreneurship and management skills 

are not enough for success ; it is thus important to identify where to draw the 
required competences and skills . domain-related resources include technical 
knowledge, attitudes and understanding of the domain and the people, and 
networking (social capital).

The most common choice is to remain in the same industry in which the 
new entrepreneurs used to work as employees; in this case the know-how is 
acquired thanks to years of work, and the key issue is understanding how such 
resources can be applied to a new and innovative activity.

For example the expertise acquired from training, or by working, or learnt 
from other people can constitute a competitive advantage for would-be 
entrepreneurs. Moreover, besides such skills and competences, the network of 
contacts established during a former professional career is also a key resource 
to open an enterprise, for example to find supplies, locations, partners, etc. 

Some entrepreneurs may want to enter a completely new industry, though, or 
start working in a different sector from that of their career as employees. Such 
goal is achievable, too! Nevertheless, it implies researching for key information; 
for example it is necessary to be knowledgeable at least about the permits and 
bureaucracy steps required to start a firm in a specific sector. 

another important source of training is the independent career itself! 
Entrepreneurs should never give up their willingness to learn because as 
their company develops and grows they keep on acquiring different kinds of 
competences, ranging from technical know-how, to the ability to deal with 
customers or suppliers. 

all in all, three main professional training pathways for entrepreneurs may be 
identified: the first one is their previous career as employees, the second one is 
their own research for key specific information or contacts, and the third one is 
indeed their entrepreneurial experience.
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	 9.3	Motivation/reasons	in	creating	the	enterprise	

Introduction 

Within the sample of entrepreneurs from Ticino, two main kinds of motivation 
to open a new company can be identified: on one hand there is the need for 
novelty, the desire to live a work experience that has not been tried yet, as two 
entrepreneurs explained.

Carmelo Spina decided to open his own salon after having worked for many 
years as a hairdresser and make-up artist in many different environments, in 
order to face the only challenge that was still missing in his career. “I managed 
salons and did many important jobs; after some years the only thing that I had not 
tried yet was establishing my own salon and settling down”

also Claudio dick decided to found Quantya after a long experience in the 
mechanics industry. “In that moment I wanted to change and do something 
different, so I started this idea.”, whereas Mauro Nesa became an entrepreneur 
after having worked as a carpenter: “Thanks to my good will and work I succeeded 
in starting a new activity, to try a new life experience.”

on the other hand the search for independence and for the opportunity to 
express creativity is also a reason to give up a career as an employee and start 
an enterprise. independence is meant both as the ability to make a living out 
of one’s own resources, and as being free of constrains imposed by someone 
else.

For example Marco Turco established an atelier of jewellery because he wanted 
his own creativity to be the source of his maintenance: “I was not planning to 
be an entrepreneur, but what my dreams had in common was living out of my 
ideas.”  

also Massimo annoni now values the possibility to express his own ideas in his 
bar, especially because it was not possible for him when he was working as an 
employee. “There is always something changing in here: paintings, plants, new 
cocktails, because I need to express my creativity, and I couldn’t do it when I was 
working for an employer.” 

Working for someone else meant providing him from expressing his whole 
potential and exploiting his capacities. “I was fed up with working for other 
people, spending my strength without receiving much in exchange, and knowing 
that I could have done much more.” 

The need not to give account to anyone and not to depend on anyone were 
thus the main driver for him to become an entrepreneur. “Independence and 
the possibility of making it on my own were crucial to me.” 

Finally, besides the need for novelty, creativity and independence, a reason 
to set up an enterprise may also be the need to work and being in contact 
with people in a form that considers family needs. Such motivation is relevant 
especially for people who needed to quit their job at a given point of their life, 
for some reason, and are missing a work experience.

This is the case of Britta-Kajsa Cassina, who worked for several years as a hotel 
manager, until she had a child. Since she wanted to go back to work, but she 
didn’t want to start again with her previous job because of the difficulty in 
matching it with her family’s needs, she decided to open a shop of second-hand 
goods for children. “Since I worked for hotels for several years, it wasn’t enough 
for me to be a stay-home mother, and I missed the contact with the people.”

CONCLUSION

Becoming an entrepreneur is highly demanding on one hand, but also 
extremely satisfying on the other hand; in particular, it means in many cases to 
have the opportunity to experience change and novelty in life, and to express 
ideas and creativity. Moreover, establishing a new activity can also give people 
the possibility to be independent and start working if they are unemployed.

Such advantages can definitely represent a strong motivation for people to 
take the decision to set up a company and become entrepreneurs, despite the 
risks and worries that such a choice may imply.
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SUGGESTIONS FOR TRAINERS

it is important for those who want to become an entrepreneur to identify the 
motivation which has brought  them to make such a decision, and find the 
kind of activity that is most suitable to fit their needs.

For instance, if the main reason why someone wishes to set up an enterprise 
is trying a new experience or a new kind of job to complete the professional 
career, it is important to understand which challenge is still to be faced and 
how it is possible to perform that activity as an entrepreneur.

if instead the main driver is the desire to be independent and to express creative 
ideas, an activity should be chosen that allows entrepreneurs to freely express 
themselves, without depending on the help of anyone or giving account of 
their decisions to anyone. at the same time, such intentions should undergo 
a “reality-check” in order to be transformed in feasible and profitable business 
plans.

Finally, an entrepreneurial profession could also be the most suitable option 
for the people who had to stop working, for the most different reasons, but 
would like to start again. This is often the case for women after pregnancy or 
child-raising. in this case it is important to consider which part of their previous 
experience they are missing the most, and try to enter a sector in which that 
element is an important part of daily work: is it just a “desire to work” or is it 
“being in contact with people” or “being socially useful”? also, having an own 
business can offer an opportunity to arrange the professional schedule and 
family chores in a suitable way.

	 9.4	The	network/support	received	(family,	friends,	colleagues)	

in order to set up an enterprise, it is definitely helpful to have the support of 
other people, instead of having to do it alone, since it is a demanding activity 
and it could be quite risky, too.

Support can come from very different sources, ranging from family and 
friends, to colleagues, to the help of external professionals or consultants, but 
it is always helpful to make the new enterprise more effective and the new 
entrepreneur calmer. 

For half of the entrepreneurs from the Lugano region the most important 
support in establishing their own company came from their network of 
contacts.

For example, the friends and relatives of Mauro Nesa became essential for his 
activity when they provided him with the possibility to work when his company 
needed it the most. “I never really asked for help; I have friends and relatives who 
gave me the opportunity to work when I needed it the most, and I am still grateful 
to them.”

differently, it was crucial for Marco Turco to meet, while he was travelling to 
india, a supplier of stones who gave him the opportunity to sell jewels made 
with those stones in Switzerland at a much lower price than the average. “Since 
I have travelled several times to India, being keen on stones, I met a person in a 
special place where they cut very beautiful stones and this made me understand 
that I would have skipped many steps. So I could have those stones for a price for 
which nobody here could have them. This gave me strength because it made me 
think: <<With such a contact you cannot fail!>>”    

Finally the entrepreneur’s network played an important role also in the 
establishment of Quantya, the company founded by Claudio dick, who stated 
that entrepreneurs should find co-operators who are able to help find suitable 
solutions to daily problems and difficulties. “An important support is finding 
reliable cooperators and, together, trying to find solutions to problems.”

Besides the support coming from a pre-existent network of contacts, 
entrepreneurs may also need to seek for the help of external professionals or 
consultants, in order to find the competences they may be lacking in. 

For instance, two of the enterprises considered in the Lugano region needed 
the intervention of book-keepers to be started and managed. in particular, 
Massimo annoni, the owner of Maxway Bar needed to take care of the tasks 
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that have to do with bureaucracy together with a trust company. “It was 
fundamental to me to have the support of a bookkeeper, of a trust company, 
to help me writing the business plan and then to implement it and manage it 
bureaucratically, since I cannot make it on my own.”

also Britta-Kajsa Cassina needed to be helped with the management of her 
shop, L’isola dei Tesori, and in particular with respect to taxation. “I also had to 
ask a book-keeper for help when I had to pay taxes.” Moreover, she also searched 
for support when she had to advertise the opening of the shop: “When I opened 
the shop I sent flyers to paediatricians and gynaecologists, who kindly displayed 
them, because I think it is necessary to know of a shop like this before a baby’s 
birth, when the expenses occur.”

a completely different kind of support, but definitely as much important to 
entrepreneurs as the help of co-operators, suppliers, or experts, is the affection 
of friends and family members.

in particular, Claudio dick clearly states how valuable the relationship with 
his wife was to his career as an entrepreneur: “Surely, a person who has always 
helped me and believed in me is my wife, who has always supported me in every 
sense, and this is what I wish to anyone who has an idea of this kind.”

CONCLUSION

When someone decides to set up an enterprise, even in a well-known industry 
or with well-known competences, it is quite likely that some sort of support 
will be needed. For example entrepreneurs may need to rely on their network 
of contacts to find co-operators, or may need the intervention of experts to 
manage their company; this is especially true for technical skills, such as book 
keeping, but also using the web or marketing. also, all entrepreneurs need 
the simple but important support of friends, family members, and people 
who believe in them. Becoming an entrepreneur is a matter of life choice, and 
personal support is central, way beyond technical one.

SUGGESTIONS FOR TRAINERS

it could be definitely helpful for entrepreneurs to consider their network of 
contacts when they decide to open a new company, since it could provide 
them with the kind of co-operators they need, both to be integrated in the 
enterprise, and as external collaborator; furthermore, such contacts may also 
provide entrepreneurs with the resources they may be lacking during their 
career. 

a further kind of help which may be need by people who start an independent 
career is the intervention of experts to carry out specific tasks requiring peculiar 
competences that firms may be lacking, like the management of accounting 
or taxation. 

The owner and founders of companies should thus constantly be aware of 
the resources and competencies they need, in order to be able to understand 
whether they could be provided for by a pre-existent network of contacts, or if 
there is the need to turn to external experts.

Besides technical skills or co-operators, entrepreneurs definitely need the 
support of their beloved ones, who believe in them, in order to face problems 
and difficulties instead of being discouraged by them. Building the social map 
is an important step to assess the actual possibilities of a new company, or to 
identify potential resistance or problems. 

Regardless of the kind of support desired, those who started an entrepreneurial 
career should never deny the need for help and should always ask for it, 
because  suitable support will improve the quality of their work, as well as the 
results of their company.  

	 9.5	Abilities	and	competences	developed/to	develop	

INTRODUCTION

often times the way in which entrepreneurs find out and acquire abilities and 
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competences useful or necessary to carry out their activities is “learning by 
doing”. 

For example some of those interviewed in Switzerland found out, while 
working, that they needed to learn how to manage the relationships with the 
people with whom they had to work. 

Specifically, Mauro Nesa, the owner of FinRipPort had to improve his ability to 
grasp goals and needs of his clients and suppliers: “Now I can definitely manage 
the relationship with people better than before: in the beginning I could not always 
understand them, and I got angry because I could not guess what they wanted. 
Now, after many years of experience, I can understand more clearly what a person 
wants.” 

The kind of relationship which Massimo annoni had to learn to handle, in 
order to lead Maxway Bar, was instead the one with the employees: “I learnt to 
manage personnel and to relax a little bit more”

Besides the abilities and competences necessary to carry out an activity, 
entrepreneurs often need to learn or to acquire a particular attitude to face 
their new carrier.

For instance, for Marco Turco it was very important to become brave enough 
no tot hide his own ideas in order to open his own atelier: “I used to work with 
my partner, who was very good at manufacturing jewels. We worked on the same 
table for years. I understood that it was possible to create these objects and that is 
was possible not to be afraid of daring to show an idea.”

Moreover, during his career as an independent jeweller, Marco discovered 
the value of perseverance, since he understood that hard times can only be 
overcome by keeping on looking for opportunities: “Since the business always 
has ups and downs, when a ‘down’ is followed by another ‘down’ and then by 
another one I think, like my mother tells me, I should find a proper job. But in the 
end, even if you get to the borderline, don’t give up, because an opportunity always 
occurs if you pay attention. Instead of losing heart, when I noticed that my models 
are not successful, instead of producing something more ‘popular’, I brought out all 
the ideas I was keeping for who knows when. Try to pretty up! The biggest obstacle, 

in hard times, is rebuilding the budget to invest. You can only insist!”

also for Massimo annoni, the owner of Maxway Bar, being an entrepreneur 
has meant learning; specifically, he had to start treating the people with whom 
he works in a direct and sincere fashion, although it is not easy: “When you run 
a business you have to be determined and frank; sometimes it’s unpleasant, but I 
am making it!”

Besides, Massimo had to learn to manage heavy workloads and simultaneous 
problems: “I was afraid, not of something specific, but because there were many 
things to combine and match; nevertheless, if you face one problem at a time you 
can solve them.”

Experiencing an entrepreneurial career is thus an opportunity to acquire new 
and relevant abilities, competences and attitudes, but also to identify those 
skills which entrepreneurs are still lacking and need to acquire.

in particular, the example of Quantya, owned by Claudio dick, highlights the 
importance of long term-planning: “Thinking back on it, I could have taken some 
decisions after more planning  and long-term thinking; the project would become 
easier to develop.”

differently, Massimo annoni realised that he was not able to keep his bar’s 
accounts and that he needed help: “It was fundamental to me to have the 
support of a bookkeeper, of a trust company, to help me writing the business plan 
and then to implement it and manage it bureaucratically, since I cannot make it 
on my own.”

CONCLUSION

all in all, the abilities that entrepreneurs needed to acquire in order to face 
their career include, on one hand, specific skills or competences to learn and, 
on the other hand, an attitude toward daily work.

as long as particular capacities are concerned, Swiss entrepreneurs addressed 
managing the relationship with people as the main challenge to overcome.



�5

acquiring a different attitude towards a job has instead many different facets, 
ranging from gaining boldness to persevering, and from becoming determined 
to learning not to be afraid of problems.

Finally, reflecting on the competences and skills learnt in order to be 
entrepreneurs is also useful to identify those abilities that are still lacking and 
need to be acquired, like long term thinking or bookkeeping knowledge. 

SUGGESTIONS FOR TRAINERS

Setting up and running a new enterprise requires specific abilities and 
competences, either to be acquired beforehand, or while working for that new 
company.

Therefore, would-be entrepreneurs should be supported, especially in the 
beginning of their new independent career, in identifying the skills and abilities 
that they are lacking or that they should develop. an important support that a 
trainer should provide is identifying which competences should be developed 
by the entrepreneurs, and which should be looked for in a prospective partner 
or external consultant or service.

often times is it enough for entrepreneurs to learn by doing; for example if 
they need to improve their capacity of managing the relationships with clients, 
suppliers, employees and co-operators. Nevertheless, there are skills which 
are too technical and specific to be acquired with mere practice, and it could 
be necessary to ask for help to acquire them, for example turning to external 
experts or consultants. 

Besides developing specific skills and capacities, it is very important for 
entrepreneurs to face their daily job with a positive and productive attitude; 
therefore, it is very important for trainers to encourage them to consider 
difficulties and lacks as opportunities and challenges, instead of being 
frightened by them. For example, when a business is not successful it is quite 
easy to lose heart but, on the contrary, it is much more useful to keep in 
looking for solutions and trying new ways to make it profitable. Similarly, when 

entrepreneurs realise that they find it difficult to be determined and frank 
in professional relationships, or that they are afraid of facing simultaneous 
problems they should not surrender, but keep on trying until they notice that 
they are improving.   

	 9.6.	The	key	message	to	spread	

INTRODUCTION

The key message emerging from the majority of the stories of the entrepreneurs 
interviewed in the Lugano region highlights the importance of good will and 
patience for the success of a new enterprise. 

Mauro Nesa explains that these were his only resources when he opened 
FinRipPort, his firm installing door and windows, and that it is thanks to such 
qualities than the difficulties met by entrepreneurs can be faced. “Thanks to 
my good will and work I succeeded in starting a new activity.” “It is necessary to be 
always ready to solve unexpected problems, but that is part of the game!”

also Britta-Kajsa Cassina, the owner of l’isola dei Tesori, a second-hand shop 
selling goods for children states that good will ensures the success of an 
enterprise. “If you work hard and with your head held high, it works! It has to work! 
You don’t have to be afraid!”

Massimo annoni, the owner of Maxway bar, confirms that, even when problems 
seem to be too many or too hard to be solved, if the entrepreneurs are patient 
enough to analyse them and face one by one they can always find a solution.  
“I was afraid, not of something in particular, but because there were many things 
to combine and match; nevertheless, if you face one problem at a time, you can 
solve them.”

Claudio dick, speaking about his experience in the two-wheels electric vehicles 
with Quantya, highlights the satisfaction that entrepreneurs can get if they are 
willing to work hard. “If who wants to be an entrepreneur agrees with taking work 
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home it is worth it to try because it gives much satisfaction; much more than a job 
which is always the same.”

Finally, Carmelo Spina, owner of the salon named after him, addressed his 
desire to do every activity he starts in the best possible way as the driver of 
his success and as the element which made him sure that he would have 
reached his objectives. “When I decide to do something, I want to do it in the best 
possible way, trying to get the most out of it. So I was sure I would achieved what 
I achieved.”

good will and patience are thus necessary to start an enterprise, but they 
are not enough to take the decision to undertake such a challenging career; 
passion and a strong motivation are further key factors that allow to overcome 
problems and barriers. 

Carmelo Spina specifies that, despite all the competences he had acquired 
and the support he had found, he would not have opened his salon if he was 
not motivated enough. “If you are not strongly motivated, and you are not brave 
enough to run the risk, you do not do this”

Mauro Nesa confirms that when work is done without passion difficulties 
become too hard to overcome from the beginning. “Passion is crucial, both for 
job and free time: if you do something with passion you will be happy of having 
done it. Without passion it will be hard from the beginning.”   

The whole of these characteristics can give entrepreneurs the positive attitude 
thanks to which every episode, ranging from successes to mistakes, can be 
turned into an opportunity. 

Such attitude is described by Claudio dick when he talks about his way of 
facing daily work at   Quantya “We try to take the best out of bad things to go 
ahead and improve, and good things give you the energy to go further.” 

CONCLUSION

The key message that could be delivered to would-be entrepreneurs, 

considering the stories analysed in the Lugano region, is an encouragement 
to work hard – extremely hard – and to be patient enough to face and solve 
all the problems that will arise, one by one, even giving up free time when 
necessary.

Moreover, the interviewed entrepreneurs highlight their strong motivation 
and passion for their job, thanks to which they accepted to run the risk implied 
by starting an independent activity and had the energy to work hard for its 
success.

Finally, the interviews also stressed the importance of having a positive attitude 
even towards failures: instead of considering them a source of discouragement 
only, entrepreneurs could learn something from those events and turn them 
into opportunities.

 

SUGGESTIONS FOR TRAINERS

The key advice to be given to people who would like to open a new company 
or organisation is definitely to have the good will and patience to work hard, 
even in free time, trying to perform every task at their best and to solve all the 
problems that may arise. Being an entrepreneur is not “a job”, but a form of 
life.

Being patient and working hard means, for example, to be ready to face 
unexpected situations, but also to stand a heavy workload without being 
scared by it, and to be ambitious in trying to reach objectives.

it is not easy, though, to find the energy necessary to keep a positive attitude 
and not to be discouraged by difficulties. Where can it be drawn from? What 
made the entrepreneurs decide to take the risk to start a new activity was their 
strong motivation, belief in themselves and, above all, their passion for their 
job. Those who do something they like are much more likely to find the strength 
to keep on working during evenings and week-ends, or to turn mistakes and 
misfortunes into opportunities, instead of losing their heart. 

Therefore, people should take the decision to start a new independent activity 
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if they are confident of their good will and they should definitely choose a 
sector they are keen on. doing something they love, and sharing it with the 
people they love, is the key to find their way to success!
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E.Ri.Fo is a non-profit organization, which was born in 2000 in Rome, at 
the dawning of the third millennium, from the synthesis of activities of 
Social Research and Training.

it carries out research-training- and guidance integrated interventions 
and promotes cultural exchanges and mobility in Europe, having as a 
main objective the valorization of non formal and informal learning.

it intends to make the know-how developed and tested in the European 
compass accessible to everyone, to bring a more and more knowledge-
based Europe nearer to citizens, and adults in particular.

E.Ri.Fo forwards the value of accessibility, so that everyone can take 
advantage of the ongoing great worldwide changes without being their 
victims, through the exercise of the right/duty to training, guidance and 
research.

http://www.erifo.org

Who we are
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IN THE PAST alessandro Valvo played many 
activities, he has been director of a food business, 
he has worked in the financial field. He always 
dreamed to have a job free. Supported by a free 
spirit, he has decided to work the dependencies of 
none. This is the reason why he chose to undertake 
an entrepreneurial activity. His activity was born 
mainly as working solution suitable for his two sons. 
To conduct this kind of activity it is necessary to have 
managerial skills, the ability to deal with employees 
and customers,  to be friendly, smiling and to give 
the possibility to customers to be in a cozy place. 
His family believed in the project, above all his sons. 
For them to start up this kind of activity represented  
their future work. all togheter agreed on this type of 
activity which also requires spirit of sacrifice. To start 
this activity he had many difficulties, including those 

of an economic nature and bureaucratic 
concerning the adaptation to hygienic 
and sanitary regulations. 

He has been able to overcome all  
difficulties thanks to his spirit of sacrifice 
and with the desire to carry out this 
business project. Today he is proud of 
what he has done and he feels like all his 
desires have been satisfied. The restaurant 
is very beautiful and corresponds to his 
expectations. His customers are satisfied 
with the service and quality and the same 
room that is cozy. He would not change 
anything of his life, he has no regrets, 
because he believed in everything he has done and 
he has realized with firmness, thanks to his strength 
of will and his family. 

alessandro Valvo is the owner of an English-style pub and restaurant in Rome in Monte Sacro area. during his life, he played 
many activities: from financial field to food & beverage business. in the end he dediced to start this kind of activity sharing this 
choice with his two sons. He represents a clear example of entreprenarial family, where the business idea is supported by all 
members of the family who work togheter to create a succesful business activity. 

Alessandro Valvo

‘to acquire experience, both in the filed of food&beverage and in the 
beer’s sector, to have a little compital to invest. Sacrifice, strength of 
will and commitment are the fundamental elements to undertake 

this type of activtiy and to have success’

ITAly
Country Professional sector

Food & BeverAGe 
Focus on

FAMIly BUSIneSS

http://www.youtube.com/watch?v=I7sns9qvU44

www.letsenterprise.eu

http://www.youtube.com/watch?v=I7sNs9qvU44
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AT THE BEGINNING he started individually, 
then he has created other companies together with 
other partners, but the main company remains that 
of Soave Engineering, a company charged of the 
design and the development and renewable energy 
plants. The renewable energy sector is relatively 
young, it has expanded above all during the last 
decade. He has worked in the company leader of the 
italian energy sector: ENEL. He has been recruited 
in the lowest,category, as simple worker and then 
thanks to internal examinations, they led him to 
have more and more important roles and prestige. 

Because of his passion for energy sources with low 
impact on the environment, he has started working 
in this sector. For this reason he resigned from ENEL 
and started his own activity with other partners. The 
capacity he has today comes from years and years 

of exeperience in the field. The 
greatest difficulty was to transmit 
to others his knowledge, abilities, 
curiosity because it has not easy. to 
convince others about innovative 
ideas, above all when they have to 
finance the operations.

The world of renewables seems to 
be very large, but in the end it is the 
contrary, in fact everybody knows 
your name or your company. Today 
he is proud of some of the people 
who have followed him even if 
other have forsaken him, because 
they did not governe the challenge 
in this area. Sometimes he has been tempted to do 
an activity less complex, but the enthusiasm and 

passion led him to continue. Today he has a staff 
of people very motivated and he is very satisfied of 
what he has realized.  

armando Pasquarelli carrys out activities of design in the field of renewable energy,  related to photovoltaic systems, wind 
and hydroelectric plants. His activity takes place mainly in Sulmona, and his market is that of  abruzzo Region but also in 
Molise, Puglia, Basilicata and Campania. He has started new  activities with some partners also in the Balkans. 

Armando Pasquarelli

‘If someone has a passion for this field and wants to confront 
with the outside world, my advice is to try to gain experience in 
companies working in the sector but to have as a final goal to 

start an independent activity.’

ITAly
Country Professional sector

renewABle enerGy
Focus on

oPeneSS To chAnGe

http://www.youtube.com/watch?v=n6Z0UhjUi24

www.letsenterprise.eu

http://www.youtube.com/watch?v=N6Z0UhjUi24
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FRANCO TROIANI started his activity because 
he wished to continue the activity of his parents 
and grandparents who have always played this 
activity as an hobby. His objective was to transform 
an hobby into a real business activity, creating a 
company. He has more then 350 hives scattered 
throughout the territory of the Marsica east, at 
above  600 - 700 - 800-900- 1000 meters of altitude 
and he specialised in the production of special 
typologies of honey. He has worked hardly and little 
by little he started to retain his customers and to 
grow up. Franco Troiani has been able to reach his 
goals because of his passion, the love for the nature, 
entrepreneurial capacity and beacause he always 
believed in his products. His family, his father and 
some friends believed in his business idea and above 
all him because “if you do not believe in what you 

want to do, you start in a wrong way”. Looking at 
the future he hopes that his children will continue 
this activity, which he brought to a good level. in 
fact at present he has an important number of 
customers and dealers, which are the wineries, the 
herbalist shops, pharmacies and para pharmacies. 
at the beginning the problem was to find the right 
channels of sale but during the time he has been 
able to succeed thanks to his abilities and to his 
love for bees and for the nature. in addition to his 
family also his customers supported him and they 
have been important for Franco to understand that 
he was taking the right direction. When customers 
take the product and the following year they return 
to buy the same product, it means that products 
have met their needs. an important factor of success 
is the selection of 3 types of honey, rewarded each 

year at national and international competitions. it is 
possible to affirm that the quality has been the key 
of this success, in fact on 2010 he was among the 
top 10 producers of quality honey in italy and on 
the “gambero Rosso guide”. 

Franco Troiani is the owner of a Beekeeping activity, named “Raggi di Sole”. He produces honey, royal jelly, pollen, propolis, 
sweets, spirits of honey, beeswax candles. in particular they produce three typologies of honey: the Sideridis Syriaca, Savory and 
Marrobbio, which are very popular on the market. For the royal jelly his market is that of a cooperative of pharmacies in Lazio, 
which has 1300-1500 members on the territory of Lazio. 

Franco Troiani

‘Starting a business today is not simply. It requires an investment which is not 
indifferent and it depends on the activities to play. As regards my activity, the 

expenditure concern the workshop, the hives, the bees. We have to consider that 
the request of the product at the national level is high, thanks to the media and 

to us, the beekeepers, thus there is a strong need for other producers.’

ITAly
Country Professional sector

honey ProdUcTIon 
Focus on

PASSIon

http://www.youtube.com/watch?v=oToB3_Iufng

www.letsenterprise.eu

http://www.youtube.com/watch?v=ZwQu4ai04tA
http://www.youtube.com/watch?v=oTOB3_Iufng
http://www.letsenterprise.eu
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ONE DAY his mother had a great idea, she made 
some biscuits and she put them in a grocery shop 
they had at that time. The biscuits have been sold 
and the day after she made the double and so on. in 
this way it was born the idea of the Confectionery. as 
soon as Nevro Cerasani completed the High school, 
as surveyor, he had the opportunity to work in a 
bank but the work of his father, the baker, fascinated 
him. Thus he started to work in his family business 
and he had the possibility to analyze the situation, 
to conducted market researches and to understand 
the great potentiality of his family activity. in ‘80s  he 
opened the new company, which during the time 
became bigger attracting new customers, thanks 
to the quality and the goodness of the products. 
in 2003 the company moved in a new plant where 
with his son, attilio and his daughter Lidia and with 
his wife they lead all together their company that is 

really flourishing. To work with his family represents 
for him the perfect harmony and the company is 
continuing to grow. Today he gives employment to 
50 workers, most of them women (80-85%) and men 
are employed only for warehouses and transport. The 
company operates at national, European and world 
levels, he provides the North and South america 
and australia and they are in contact with Japan. 
The company is always growing and he is planning 
the expansion of the plant, trying to ameliorate 
the logistics and improving the environment in 
favor of the employees. Moreover he had a great 
fortune, his wife and his son and his daughter are all 
passionate to this work and have specialized each 
in a particular activity linked to the core business of 
the company: his son attilio works in marketing and 
promotion of the company and Lidia manages the 
quality and HaCCP, and the controls of all stages of 

production, the traceability of the product. Today 
he is proud of the company because it is supplier 
of most important brands in italy: Coop, Panorama, 
gS, autogrill, Ristop. The company was founded 
and developed in this way, professionalism, quality 
and in this way it will continue to work. The success 
of “dolciaria Cerasani” is linked to: reliability and 
quality. The latter has been the strength of company, 
one of the main reason of its success.   

Nevro Cerasani is the founder of the company “dolciaria Cerasani” which is specialized in the production of sweets. it is a 
company that was born with his father, who had a small bakery and that gradually developed over the time. 

Nevro Cerasani

‘To a person who is starting an activity I would suggest one thing, 
to be sure of what he/she wants to do 

and to be serious in his/her work, because with the seriousness 
you can obtain everything. At the beginning the sacrifices 

will be many, but thanks to the seriousness, the quality and the 
honesty it is possible to go forward.’

ITAly
Country Professional sector

ProdUcTIon oF SweeTS
Focus on

FAMIly BUSIneSS

http://www.youtube.com/watch?v=t0xdd17FtKA

www.letsenterprise.eu

http://www.youtube.com/watch?v=t0xdd17FtKA
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WHEN HE was young he dreamed to do a work 
different from that of his father. For this reason he 
has  done many other works, the workman, the driver 
and he also stayed abroad a few months, in Canada. 
When he was 28-30 years he started to work in family 
company,  which was a small mining activity. From 
there he expanded that type of activity making it a 
real industrial one. in particular he has been able to 
innovate the process, bringing the product from the 
raw state to a refined one, useful for industrial processes. 
This has been possible because he understood the 
great potential of his family business. Concerning the 
actual situation it is more difficult to do business in 
comparison to the past decades, because banks do 
not follow all the new initiatives. This is the reason why 
more personal means are required for doing business 
and the commitment is greater then in the past. With 
the opening of European and world markets everything 
has become more difficult, the local productions that 

were niche products have lost value. The first who 
believed in Nicola was his father.  When he was not 
yet at the age of retirement he gave to his son the 
company, demonstrating to trust in him. Those who 
believe in Nicola today are his sons who participate to 
company activities. They are well introduced and they 
make this activity that they like and Nicola is sure that 
the future of the  company continues with them. He 
is proud to have transformed a family activity “almost 
rural” into an activity at extra regional levels. He is 
proud that he has been able to expand his business 
activity abroad, to be able to open to new markets, 
that was unthinkable at the beginning. There are 
many things that he would like to change, for example 
to have started to deal with the activities of my family 
when he was younger. as all the young people, he 
has tried other roads, and he said to have lost 10-15 
years of his life to search for things that then he did 
not find. in the end what he was looking for was in 

his place.  as regards 
the difficulties, they 
have been numerous, 
because to develop 
a company and to 
make it grow up, 
there are many 
financial difficulties 
for example, and the 
role of banks is very 
important. in his case 
the banks have helped 
him but there are 
also administrative 
difficulties because 

in the mining sector to operate many authorizations 
are required and also in this second case, thanks to his 
strong commitment he has been able to overcome 
this typology of difficulties.

Nicola di Simone is an entrepreneur working in the mining sector and in the production of calcium carbonate. His society 
has several quarries and various sites in the province of L’aquila and it is based in the factory of Raiano where they transform 
the raw material, the limestone, in calcium carbonate. Thus the production site is in abruzzo and they send the material 
produced in Lazio, Marche,Tuscany, Molise, Puglia. The market of reference is that of center of italy but he also has a factory 
outside italy, in Bosnia and Herzegovina, in the city of Mostar. From there they send material throughout Europe and also in 
the united States because it is a particular product that has noble applications, in fact it can be used in the pharmaceutical 
sector and in food sector. 

Nicola Di Simone

‘What I suggest is to have as starting point the territory, 
to analyze potential and opportunities that it offers,

in other words “valorisation of the territory”, this is what I suggest to 
those who want to start a business today.’

ITAly
Country Professional sector

MInInG SecTor
Focus on

InnovATIveneSS

http://www.youtube.com/watch?v=lQF296Slzvg

www.letsenterprise.eu

http://www.youtube.com/watch?v=lQF296Slzvg
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WHEN SHE was young, she was dreaming to 
have her own activity, to know everyday new 
persons to be independent from an economic point 
of view. Now she has reached her goal and she is 
very  satisfied.

For many years, in fact, she has dedicated her life 
to her sons, when they grew up she decided to put 
herself on the line and to pursue her passion. She 
lives in a beautiful historic centre, so the idea was 
oriented toward the tourist sector.

This tourist structure was born from a great passion, 
from the love for the territory,in which there were 
no structures like that one she has created.

in fact she has been among the first to open it and 
she has been able to realize it thanks to a PiT.

She overcame the difficulties thanks to her family 

and thanks to qualified persons 
who helped her. 

To start up this activity, a great 
passion and courage are required 
and her family has believed in 
her dreams and helped her in 
moments of difficulty. 

When she sees her guests leaving 
happy her Holiday Home, this 
gives her the imput to continue 
to improve her tourist offer

Today she is proud to be 
independent, that for a woman 
is very important.

  

gabriella Paris is the landlady of an Holiday Home in abruzzo, in Pescina, L’aquila district. Her  guests are italian 
and from abroad.

Gabriella Paris 

‘Tourist structures like this are few, thus I suggest above all 
to young people, to believe in this sector and to pay attention 
to funding opportunities for Tourism which are very frequent 

and to focus on the promotion of the activity, both at local level 
and on specialized websites to reach foreign touris.’

ITAly
Country Professional sector

ToUrISM
Focus on

PASSIon

http://www.youtube.com/watch?v=sivTslrtSww

www.letsenterprise.eu

http://www.youtube.com/watch?v=sivTsLRtSww
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HE HAS STUDIED Tourism but he always had 
a passion for the drums since he was a child, thus he 
played the drums for many years and he improved 
with one of the most famous music arranger, 
Tony Mimms. He really wanted to become a great 
drums player, it did not happen, he became a good 
player, but he specialized in this sector of musical 
arrangement. He saw the music market becoming day 
by day more disposable, so he decided to set up his 
own business and to create a company able to give to 
artists the possibility to do what they really wanted to 
do, in other words the songs of 7 - 8 minutes as that 
ones more popular. He feels like a tailor who must 
sewing a dress. His work is, once he has received a 
melody which misses everything, above all the artistic 
construction, he has to put together all instruments 
in order to have in the end a complete song, with the 
specific movement of the drums, the bass guitar, the 
aerophones. 

Rai believed in him and it gave him his first work 
when he made the soundtrack of World swimming 
championships.

His family is very close to him, they cannot wait when 
he realises a new work, above all when  he realises 
soundtracks of animated cartoons or movies. He 
had many difficulties, because his work has many 
ups and downs. There is not a continuity for a small 
entrepreneur, it is important to look for new works and 
to produce a good final product, creating a chain that 
is never continues but which allows a person to live in 
a good way. He is very proud of final works, above all 
when he sees the client satisfied of what he has done. 
He would not change something, he likes his life, it is 
full of satisfactions, because he managed to achieve 
his goals.

His strengths are his informality and his way of working 
that people like and his co-workers who are numerous 
and great musicians.

arnaldo Capocchia is a music arranger and a musician. His business is to make songs for third parties, artists. He is based in 
Rome and his company’s name is orange Records Rome. He works at national and international level. 

Arnaldo Capocchia 

‘On the base of my experience, when you start an activity like this, alone, you 
have to create around you a group of freelance, able to bring works which allow 

you to create your own name, to be known in the music market later you will 
be contacted directly without their intermediation, this is the more easy way to 
start, because you dont need to knock at the doors ( you will be introduced and 
later called directly) your work must turn, you have to pass the word.. it seems 

strange, but this activity works in this way.’

ITAly
Country Professional sector

MUSIc ProdUcTIon
Focus on

ArT InTo BUSIneSS

http://www.youtube.com/watch?v=QeIrfc9g6aU

www.letsenterprise.eu

http://www.youtube.com/watch?v=QeIRfC9g6aU
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WHEN SHE was a child her father wanted to push 
her towards the teaching, because in his mind the 
profession for a woman was that of teacher. She did 
not want, and she started her studies in accounting 
and later she has started to work as an accountant. 

after the first few months of work she realized 
that it was not the job for which she had the major 
attitude. Then she had the chance to go to work as 
administrative in an agency of publicity. The first 
months of work she has worked as accountant but she 
was in contact with her colleagues working in areas 
which were more interesting for her. So she started to 
follow what they were doing. She had employers very 
insightful that made her start working in the media 
area of the enterprise. She then started working as 
a responsible media and in a few years she began 
to dream of doing this work, to stay in contact with 
customers, to understand their needs, to try to help 

them. She wanted to do what she really liked, having 
contacts with the clients, to show them what it was 
developed in the agency, However, at this point she 
realized that she was also ready to take decisions, to 
choose how to treat customers in a certain way, to 
make them certain costs, to develop together certain 
initiatives. Today after 20 years that she has started 
her own business she is very proud of what she has 
created. She has consolidated the relationship with 
her clients and if a customer renovates its trust year 
after year, it means that you have worked well. She is 
also proud of the team she has created around her, she 
has people who are in her staff since15 -16 years, since 
they finished their studies at university and they came 
to work with her, they are passionate about the work 
they did together, about the working environment.

donatella Consolandi leads a Publicity agency, which is defined today as a Communication agency. She works in italy, 
mainly in Lombardia. at the beginning her market was related to financial and insurance sector, then she moved to human 
resources related field, and to all activities related to the management of human capital, an area in which she still works, but 
she joined to all these activities the promotion of the territory.

Donatella Consolandi

‘‘Nowadays the stage is used a lot, and it is necessary to try to go to 
agencies, where you can really get a strong experience. After this 
experience, it is necessary to choose the field in which you want to 

work, the point where you can start and to fly away.’

ITAly
Country Professional sector

PUBlIcITy 
Focus on

SelF-conFIdence

http://www.youtube.com/watch?v=yFnKdoelddy

www.letsenterprise.eu

‘For a young person who wants to start 
my business the first thing I would 

suggest is to do a bit of experience in 
another agency, possibly in two or 

three different agencies.’

http://www.youtube.com/watch?v=YFNKdOELdDY
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VALTER VACCARO is a kind of “multitasking” 
person. He has three roles: he is a teacher enabled for 
the secondary school, he leads the green academy and 
he works as counselor in the employment service. 

When he was young, he really wanted to promote 
the beauty. Year after year he decided to support this 
concept of beauty with the culture and he reached 
his goal.

His business idea was born from the passion, that 
one for the beauty and that one for the elegance for 
internal spaces. it has been like a cathartic process. He 
started with a course of high education promoted by 
the Lazio Region, after a course at university where he 
obtained a degree in sociology focused on territory 
and environment and a thesis on Roman terraces, in 
the end a master in bio-architecture. His studies have 
been accompanied by a great work experience, at first 

in a garden center and after in one of the most big 
enterprise leader of plot plants, in which  he became 
commercial director. after he decided to start his own 
activity.

To successfully manage this kind of activity, it is 
important a great inner peace able to produce serenity 
and a great physical strength to realize and to carry 
out so many works. 

all alone it is difficult to realize all these things. Since 
the beginning he has been supported by his wife 
which is even today with him. also the garden center 
has believed in him and it gave him the opportunity 
to enter in private spaces, in the Roman terraces from 
which his idea for the Thesis has been developed. 

“Fiera di Roma” has finally gave him the opportunity 
to implement in real size his thesis with the project 
“a terrace for all”. Today that’s him to mainly support 

the green academy. 

He also experienced many difficulties, that he 
overcame thanks to the energy he has inside, the same 
he transmits when he sells his services.

He is  proud of the happiness he brings in the house of 
people, in the social life and he would change nothing 
of his life, because it is the pathway he chose and he 
built. 

His strengths are his 
co-workers, persons 
who are sons and 
grandchildren of 
blue collar workers 
and nurserymen, 
and the serenity, the 
peace he has inside.

Valter Vaccaro leads a company in the green Sector, named green academy, which designs and realizes private urban spaces. 
The sector is that of pot plants and he mainly works in the area of the city of Rome. His customers are privates, like owner of 
attics, balconies and courtyards, partners of bar and restaurants. 

Valter Vaccaro

‘In order to create an enterprise like mine, it is important to create an 
individual entrepreneurial pathway, based on knowledge, competence 

and above all experience, putting together ecological and esthetic 
variables. Thus the key elements for the entrepreneurial success in my 

sector are: preparation, experience, competence and knowledge.’

ITAly
Country Professional sector

Green SecTor
Focus on

ProFeSSIonAl PAThwAy

http://www.youtube.com/watch?v=2P15Z9XarF4

www.letsenterprise.eu

http://www.youtube.com/watch?v=2P15Z9XarF4
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IN HIS LIFE he had many experiences, both as an 
employee and as self-employed.

His passion has always been the programming and 
he was tired of the old work and one day he said 
to himself: “why not! “, “Why not look ahead?”; “Why 
not look to the future?”.

in 90s internet was expanding. So he decided to 
make of internet his own work. 

His values are the continuous training, the research, 
the study and the passion for this type of work. in 
this work is important to be attentive to what is new 
and be updated on new market offerings. 

He has chosen to start his own business because 
he didn’t like to be an employee. This was the main 
reason. Moreover his interest in the programming 
was born as a hobby in the 1980s, when  his father 
bought his first computer. Since then it was possible 

to create a job in new technologies 
sector. This work allows him to live well. 
at a working level a real gratification 
is to work with companies of primary 
importance in the field of publishing 
and discography. 

He is also proud of a new initiative that 
he launched, like a  portal dedicated to 
businesses. 

The start up of a web agency requires 
many economic resources. Most of the 
people who operate in this sector are 
all free lance. When he was a child he 
had no clear ideas about his future. 

He was not dreaming to become someone in 
particular but he just lived his life of teenager. 

angelo Scandurra  leads a Web agency. He realizes portals, web sites and interfacing tools for banks. 

Angelo Scandurra

‘Those who decide today to launch a company like mine they make a 
mistake when they decide to do may different things together. In order to 

be competitive you have to specialize. Then, i suggest to create group and to 
share the resources within the group. Moreover to work well it is important 
to pay attention to the needs of customers, to support their demands and to 

understand them in depth. This is the key of success.’

ITAly
Country Professional sector

IcT
Focus on

ProAcTIvITy

http://www.youtube.com/watch?v=ZJePG5UbhTg

www.letsenterprise.eu

http://www.youtube.com/watch?v=ZJePG5UbhTg
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HE HAS DONE many jobs in his life, since he 
was 15 years old, on Saturday and on Sunday he has 
always worked, as a waiter or he helped his uncles and 
his father in these laundries, He has never stayed still. 
Thanks to his parents, he has always followed a work 
path. He completed the scientific high school with 
excellent marks and then he attended the university 
La Sapienza - economy and finance -  for 4 years, but 
he did not complete the degree because he started 
to manage the activities of the family. First of all it is 
important to be humble in doing this job and to make 
a training about the fabrics and products that are used 
in this work and also the practice in this field it is very 
important. it meas that a person must have theoretical 
and practical competences to do this type of activity. 
When he started, at first he studied for 4 months with 
an expert in the field to learn all the specific methods 
to obtain the best work and then he experienced on 
his clothes the methods that he learned. Later during 

the time he started to manage the activities of the 
family. He studied and practiced the work which he 
was learning, it was theory and practice together. He 
has been lucky because he always had his family, his 
father, his mother and his brothers who helped  him 
to grow in this field and to overcome the more difficult 
moments he had. He is proud that  his activities have 
achieved success, thanks to the efforts made during 
the years. He would change nothing but he would 
even work more, given the results he is obtaining. The 
success of his enterprise is linked to the humility and 
sincerity with the customer, to the prices which are 
low and to the quality. Quality is fundamental, in fact if 
the prices may vary, the quality has to be always high 
in order to satisfy his customers. 

osman comes from Bangladesh he grew up in italy, in fact when he was 4 years old he moved to Rome with his family. Today 
he managea a chain of 23 laundries that are of his family. The chain is called Lavasciuga. There are also other laundries that 
are called Lavasciuga which part of his society located in Turin.

Osman Gadi

‘First of all, in life we need the luck, the commitment and the luck, you 
have to be ready to get the opportunities you have. If today you have 
the possibility to make something you have to do it and not to wait 

until tomorrow. If today you have a little light you have to exploit that 
light and to do everything you are able to do with that light.’

ITAly
Country Professional sector

lAUndrIeS ServIceS 
Focus on

enThUSIASM

http://www.youtube.com/watch?v=hr-ll5w0900

www.letsenterprise.eu

http://www.youtube.com/watch?v=hR-ll5w0900
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BEFORE TO START this activity, he has done 
several works. He worked in different restaurants 
for about 10 years, as dishwasher and aid-cook. He 
used to cook also pizza, pasta dishes, meat dishes, 
fish dishes. 

When he completed his studies he left Egypt and 
he came to France, germany, Lebanon, Syria, Saudi 
arabia. He left Egypt 25 years ago and he has been 
living in italy for 12 years. 

Because of the economic crisis that has also affected 
the restaurant sector, he did not find a job as a chef. 
This situation has been the main reason for changing 
his job so he decided to start his own business as 
florist. it is not difficult and he likes very much this 
job. 

He chose a nice job, fanciful as cooking. To be a 
florist, or a cook you must have a lot of fantasy.

He has learned to do this work alone, even if he 
has been helped by a friend at the beginning. His 
friend taught him how to choose the colors, the 
flowers, how to make a bouquet, how to pack the 
flowers, how to help a client to choose the flowers 
depending on the situation they have to be used for. 
These are all things he had to learn because before 
he has done a different job. 

He is happy to do the florist, it is a a quiet work and 
he is deeply passionate about it and he did not 
experience major difficulties. 

ahmed abouomar Mohsen Saleh was born in Egypt and he has a florist shop at Porta Portese, in Roma. 

Ahmed Abouomar Mohsen Saleh

‘My strength is my ability to advise, it is important to establish 
a personal relationship with clients, in order to loyalty in 

relationships. For those who want to start an activity like this one 
I have created,  my suggestion is to commit himself/herself in this 

activity, to put too much energy in it and to avoid to despond.’

ITAly
Country Professional sector

FlorIST  
Focus on

SelF-conFIdence

http://www.youtube.com/watch?v=gw00qGwQhq4

www.letsenterprise.eu

http://www.youtube.com/watch?v=gw00qGwQhq4
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HE HAS DONE many jobs, he worked in various 
garages, bar, in a hotel, at a warehouse of mineral 
water, in a repair shop. He continued to work and study 
and he graduated at the university in Egypt. However, 
he had many difficulties to have recognized and to use 
his degree in italy, so he did all kind of works. He never 
thought to do the business accountant, the accountant  
he just worked to earn and so he continued to do many 
jobs. He has worked in a hotel and he was also a guide 
because he speaks English, arabic and he also worked 
in a bar. in this way he saved some money as far as a 
friend told him that there was a garage available. His 
friend proposed him to manage it together, his friend 
as mechanic and Ramadan as garage owner. They 
worked in that garage for 25 years until the owners 
have sold it. He was not able to buy it, so he took a 
small clearance and he went away. What has prompted 
him to work with his friend was the complementarity 
of their skills: his friend was a mechanic and Ramadan 

the garage owner. His idea was to make a garage open 
24 hours so that anyone who has a car can enter and 
exit in freedom. What he has done in the previous 
garage he made it also in the new one in Via Caffaro 
and fortunately it is full now. 

To start an activity it is important the determination 
to be an entrepreneur and to save the money in order 
to have the basis for starting a business. To manage 
a garage it is not difficult in his opinion, he has the 
license, and he is able to park very well. He has learned 
it working in various garages. This is a work that 
requires  carefulness. He is proud to have bought his 
house, to ensure a roof to his family, he is proud of his 
children who are studying, his son is studying political 
science and journalism at the american university, his 
daughter is attending the last year of the Scientific high 
school. He has done everything to make them grow 
well. if he could go back he would have studied well 

the italian language, he would have taken advantage 
of his degree, but in life a person has to make the most 
of what he/she has got. 

Ramadan El Sayed Mohamed was born in Cairo,  Egypt, on 03/12/51 and he manages a garage which is located in Rome in 
via Caffaro. He came to italy the first time in 1976, when he was a student and then he decided to come in italy every year 
and finally he decided to establish himself in italy.

Ramadan El Sayed Mohamed

‘To a person who wants to start a business the first suggestion is to work 
and to save the money and then to decide what to do. It is necessary to have 
some money to rent a room and to buy equipments  and at the beginning it 
will be difficult. It is possible to succeed with the good will, with the support 

of the family, with the experience of some friends or going into business 
with someone else if the money a person has is not enough.’

ITAly
Country Professional sector

GArAGe owner 
Focus on

TenAcITy

http://www.youtube.com/watch?v=xwUSfhx1eqe

www.letsenterprise.eu

http://www.youtube.com/watch?v=xWUSfHx1EqE
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BEFORE TO BECOME an entrepreneur, he 
has done several works. For some months he also 
sold products on the street, with a stall. To start this 
activity he saved some money during the time, in 
order to be ready later to make in investment. He has 
always dreamed to become a doctor, in spite of this 
he likes the business he has created. To learn how 
to manage an activity he studied. The competences 
he acquired  has been useful also for finding a job. 
Before to choose this area of activity he has analyzed 
in depth all opportunities. He has chosen to start 
up a Call Center because it is a type of enterprise 
characterized by a low risk. The initial investment 
is definitely low: it is important to buy the line and 
after it is possible to start to sell. on the base of the 
ability to sell, it arrives the profit. He saved the money 
for almost  one year and then he was ready to start 
up his business. He knew the internet mechanism 

and he already managed the Web in his Country of 
origin. in his country he has achieved a technical 
diploma that gave him the basic skills to be able to 
manage a self-employed activity, also here in italy. 
in the creation of this business activity he has been 
helped by his family: his father has also borrowed 
money, but above all, he received support by the 
Bangladesh community. among foreigners they 
are very united. He tried to start a self-employed 
activity because he felt sure about his skills and of 
the solidarity of his Community. in italy he did not 
receive any specific help by public institutions. 

Harun or Rashid dhali leads the inter Phone dhali in Rome. His activity name is inter Phone dhali. He arrived in italy with his 
brother. at the beginning they have worked together. Then they chose different paths.

Harun Or Rashid Dhali

‘‘My suggestion as stranger living in Italy if you want to start your 
own business you need the advice of an accountant, but above all you 
need a technical competence. For doing business in Italy is important 
to have at least a diploma and a technical knowledge of the work that 

you want to begin.’

ITAly
Country Professional sector

TelePhony ServIceS
Focus on

SolIdArITy

http://www.youtube.com/watch?v=nQrwS5awjmA

www.letsenterprise.eu

http://www.youtube.com/watch?v=nQRWS5aWjmA
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IN ITALY  she studied for 2 years. after she has done 
the saleswoman and day by day she became keen on 
the commerce. Thus she decided to set up a store with 
her family and her husband.

Her family in China was working in the sartorial sector. 
Her mother and her aunts and all members of her 
family were tailors. Since she was a child  she was 
fascinated by the fashion. 

To do this work it is important to know the italian 
language and for foreigners this language is very 
difficult. To mange a cloths shop it is required a 
technical knowledge of the sector, to know trendy 
colors and styling, to prepare the shop window, to 
know how to manage a warehouse. She started to 
learn when she was young in the family tailoring. 

Her family believed in her. They encouraged and 
reassured her. She likes very much italy but she had 

to face many difficulties above all at the beginning 
because the rent of the place where she has her 
activity is very high and it has been difficult also to buy 
the initial stock. Nevertheless she found persons who 
helped me, who gave her credit. She got into debt but 
thanks to the solidarity and the cooperation of her 
suppliers she overcame the difficulties of the start up 
phase. 

Jessica comes from China, from Shanghai. She has been living in italy for 10 years and she set up her shop 5 years ago. Her 
shop is in Rome, in Magliana area. She mainly sell cloths, shoes and underwear. 

Lin Jing Jessica

‘I think I got success because I understood the tastes of the 
people, I listen their suggestions and I try to maintain the high 

level of quality of my offer.’

ITAly, Born In chInA
Country Professional sector

reTAIl TrAde 
Focus on

heArInG

http://www.youtube.com/watch?v=8mvQhvzrnGM
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‘To set up an activity like this, 
it is important to choose the 
warehouse and to know the 

language of the country where 
you want to work.’

http://www.youtube.com/watch?v=8mVQhVzRNGM
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IN ITALY, she started to work as  saleswoman in a 
clothing shop. When she was a child she dreamed 
to become a teacher, today she is very satisfied of 
about her activity and for her personal fulfillment.  

This activity was created by Way and her husband. 
in China, her husband attended what in italy is 
called a Hotel school. Then, in italy for several years 
he worked as an assistant chef in many restaurants. 
in this way he has been able to learn italian recipes 
and the ways to make their food better suited to the 
tastes of italians.

She always worked in close contact with people, 
thus she has learned to speak with customers and 
to listen suggestions and preferences.

To manage a business like that one she has created 
with her husband, it is important to have a good 

cook and to understand the tastes of the people 
and to give them attention.

Her parents believed in Way and in her husband, 
they gave them the strength to go forward, also 
when they had to overcome difficulties. in fact 
they succeeded with the support of their extended 
family. Concerning the language, for foreigners, 
italian language is the main obstacle to integration. 
Without a good level of linguistic knowledge is 
difficult to work in italy.

The strengths of their business are the quality of 
food, cleanliness of rooms, a cozy and familiar 
management and in the future she would like to see 
her children to continue this activity in the.

She comes from China. She has been living in italy for 15 years and she has always worked in the restaurant business. Now 
she manages a rotisserie with her husband. Her rotisserie is located in Rome in Magliana area and she has two children who 
regularly attend an italian school.

Wei Zhang 

‘To a young foreigner who wants to start a business like ours I suggest 
to study Italian before to move to Italy, 

and to make the entrepreneurial choice in areas where he/she has 
strong technical skills. In Italy, you cannot start a business without 

an high level of specialization.’

ITAly, Born In chInA
Country Professional sector

reFreShMenT 
Focus on

ProFeSSIonAl PAThwAyS

http://www.youtube.com/watch?v=TKIFsul7myw

www.letsenterprise.eu

http://www.youtube.com/watch?v=TKIFsuL7mYw
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JHONNY REALLY likes cooking and this has 
been his first job when he is arrived in italy. He has 
done many jobs in his life to earn the bread every day. 
Ricardo has done hydraulic works for 20 years, he has 
also worked in oil refineries in Ecuador. 

The dream of Jhonny was to teach martial arts, in fact 
he has done kickboxing, boxing, judo and then he came 
to italy, he wanted to try to deal with other people. He 
did not decide immediately to come in italy, but italy 
opened the doors and he moved definitely to italy. 

RICARDO WHEN he was a child he dreamed to 
do many things, the pilot, the engineer, he studied 
and he also attended the university but then he had 
difficulties, the country has started to have problems 
linked to the economic growth and this has allowed 
him to leave the country. 

The idea to start a business together was born from 
the necessity, because of the crisis, in italy there are 
not many jobs, so they had to join forces.  Moreover 
their business idea comes from a long friendship. 

They choose the construction sector because Ricardo 
has a 20 years experience in the field, in Ecuador he 
worked for american companies, he was assistant of 
architects and he worked in the construction of big 
buildings. 

What it is important it is the will to work and the trust 
of people. another thing that people realize is the 
professionalism and the heart that they put into what 
they do and this allows them to go forward.  Ricardo 
if he could go back he would have finished his studies 
at the university, engineering and Jhonny would 
recommend to those who take it convenient to study, 
to complete their studies, a degree is important. 

Jhonny has  been living in italy for 10 years. He works with Ricardo who comes from Ecuador too. 

Ricardo Castro leads the company Leni Edil. They do all the works of restructuring and reconstruction in the private sector, 
even the plumbing. They began to work together because they have a long friendship and they come both from Ecuador.

Ricardo Castro and Jhonny Ruiz

‘Jhonny: “Without a professional knowledge it is not possible to do a very good 
work, in Italy it is very important to maintain a high level of quality”. 

Ricardo: “ In Italy I have two children, one of 10 years who dreams to do 
the mechanic. I said him, Ok! But in any case he has to go to university. It is 

important to study, if you don’t learn anything, you will do nothing in the future’

ITAly
Country Professional sector

conSTrUcTIon 
Focus on

coUrAGe

http://www.youtube.com/watch?v=8aFwMsdKFvc

www.letsenterprise.eu

Ricardo:  ‘To those who want to start a business 
in our field I would say that the mason is a 

profession that you cannot learn in one year or in 
few months, they should learn in training schools. 

If a person doesn’t want to study he/she should 
learn in shipyards, working.  If he/she doesn’t 

want to the mason, he/she can do the electrician, 
the hydraulic, there are many schools, so he/

she should become a good hydraulic or a good 
electricians, professions very required today.’

http://www.youtube.com/watch?v=8aFWMsDKFvc
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HE COMES from a family very catholic and when 
he was young he dreamed to become a priest, in 
fact he won a scholarship at the university Regina 
apostolorum but then he left the studies and he 
dedicated his life to the work. When he started his 
business he found an advantage in comparison to 
many foreigners who arrive in italy, because, thanks 
to his studies he was able to speak italian very well, 
so it has been more easy for him to enter into the 
world of commerce. When he started to work, he 
has been a warehouseman, loading and unloading 
goods, then he started to make deliveries and, finally, 
to make the accounts, a subject that fascinates him 
too much. Considering his abilities his head gave him 
the opportunity to work with customers, suppliers 
and factories. For doing business it is important 
to know the field where a person wants to work, 
it is not possible to improvise. in the most difficult 

moments he had the support of his family and of 
his friends who have contributed both morally and 
economically and especially his wife. Concerning 
the organizations that believed in him and that gave 
him the opportunity to grow, the first has been the 
Caritas as well as other voluntary associations. 

He is proud that he has been able to enter into the 
italian market. in italy there is a work for those who 
want really work, there are many opportunities, but 
a great commitment is required. it is important to 
give a chance to young people to enter the labor 
market, to be innovative with the goods, to get 
benefits from technologies available, to help the 
consumer to save because in a moment of crisis it is 
important to help to save. 

Enrique Mendieta Espinoza comes from Ecuador,  he is arrived in Rome on 1994 because he won a scholarship to study at 
the university Regina apostolorum. His company name is Mega Card Snc and he is the holder. He deals with the wholesale 
of disposable products and detergents. He provides communities, bars, restaurants, cultural associations

Enrique Mendieta Espinoza

‘For those who want to start this business activity, at first an experience in a 
company such as this it is required in order to know the customers, to establish 

relations with the factories and with the agents. 
The market is large and there is a lot of work to do, when you start this activity 
you must focus on  3 aspects: fist, the base: where  you want to work, where you 

put the stock; the second: you need an economic basis; the third: you have to  
make clear in which market you want to operate.’

ITAly
Country Professional sector

wholeSAle SUPPly
Focus on

oPTIMISM

http://www.youtube.com/watch?v=rSxIow0fo6g

www.letsenterprise.eu

http://www.youtube.com/watch?v=RSxIOW0fO6g
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ABDU HAS TWO activities, a pizzeria in italy 
and an estate agency in Egypt, so he moves between 
italy and Egypt and maybe in the future he will start 
this activity also in italy. The trade has always been 
the dream of his life. When he arrived in Rome with 
his Egyptian friends the only work they  found was in 
a restaurant pizzeria, so he has worked under other 
people for many years and then they have asked him to 
take over the business. He bought the previous activity 
and he started to work, that’s why he has being living 
in italy for 20 years. He has been supported by many 
people, by their words,  and he has been helped also 
by his family and by a number of people with whom 
he has created some companies which not always 
properly ran. 

He feels good when there is too much work because 
in that case he feels he can go ahead, customers are 
happy and he is happy too.  He had difficult moments 

when he was in company with two friends and later to 
divide the society has been difficult, but he has been 
able to solve the problems. 

abdu is Egyptian and he has a pizzeria&kabab in italy since 1998. His activity’s name is Pizzeria of the Pharaohs, pizza and 
kebab. it is located in Rome, in the area “Selva Nera” - Casalotti.

Abd Elaal Sheta

‘You must wait for the right moment to start the activity, 
when you have saved the money you can do it. You have to be 

ready. But at first you need the experience, to know how to make 
the products, studying or learning recipes, 

and then to start and move forward.’

ITAly
Country Professional sector

reFreShMenT
Focus on

BoldneSS

http://www.youtube.com/watch?v=5ybSAbQcl5M
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‘This is a very nice activity, to start it 
you have to do good products, to deal 

with clients.’

http://www.youtube.com/watch?v=5YbSAbQCL5M
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HE HAS ENCOUNTERED many difficulties 
both in the search for the local as in finding the initial 
money for the start up. in this sense he has been 
helped by his family. His shop is in Rome, in a good 
shopping area. He sells ethnic food, asian, african 
and also italian food. in addition to this work, he has 
worked for more than 20 years as warehouseman in 
an important bar of Rome. Before to come in italy, 
in his own country he studied marketing. To do this 
type of work it is necessary a deep knowledge about 
conservation of different foods, to know the prices 
on the market and to be attentive to the quality and 
diversification of products offered. 

To make this work is also very important the 
experience. For example his experience as 
warehouseman has been very useful, because he 
learned how to store perishable food and to organize 

the warehouse. His whole family, his brothers and 
his nephews have supported and helped him also 
economically in the start up phase of his business. 
He is proud of the type of the activity he started. if he 
could go back,  he would have devoted more time to 
his training. His suggestion to a person who wants 
to become an entrepreneur in italy he suggests to 
arrive in this country with a solid training in the 
sector in which he/she intends to operate and then 
to acquire as much as possible experience in italy.

urla Merdiascet comes from Bangladesh. He has been living in italy for almost 22 years. He has created this activity, because 
to be an entrepreneur was his dream also when he was living in Bangladesh.

Urla Merdiascet    

‘To a person who wants to start an activity 
my suggestion is to study in depth the sector where he/she 

wants to operate before to begin to work in.’

ITAly
Country Professional sector

reTAIl TrAde 
Focus on

ProFeSSIonAl PAThwAy

http://www.youtube.com/watch?v=vIjdn6eKg6M
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http://www.youtube.com/watch?v=vIjDN6EKg6M
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Who we are

SuPERaCT is a not-for-profit arts organisation using creativity to 
improve the health and wellbeing of people from a wide variety of 
backgrounds and abilities. We use artists and musicians, both amateur 
& professional, to deliver highly successful projects in the healthcare, 
education and criminal justice systems. 

More recently, our work has incorporated other art forms, such as 
storytelling and drama, which complement and enrich the musical 
approach.

in most of the areas in which we work, the arts can make a significant 
contribution to people’s lives: breaking down barriers, building self-
esteem, promoting social inclusion and employability, and providing 
strong channels of expression and communication where previously 
they were not well established or perhaps did not exist at all.

our activities are all ‘bespoke’ in the sense that they are designed and 
adapted according to the particular needs of the group we’re working 
with. From educational workshop to participatory storytelling or more 
traditional concert, this flexibility optimizes the relevance of what we 
provide and is one of Superact’s key success factors in working with very 
different audiences and environments.

European projects are another new development in Superact’s field of 
action: we are currently involved in a number of European multi-lateral 
projects, as part of a vibrant network of organisations cooperating in 
partnership programs, thereby contributing towards cultural diversity 
and opening our vision to a wider, European dimension. 

Financially, Superact! has a ‘not for profit’ status so all monies are directed 
back to helping the communities it serves.

http://www.superact.org.uk/
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THE BUSINESS that i started is called ‘Roots and 
Branches’: it offers family tree history and genealogy to 
people who want to find out more about their family. it isn’t 
just about the dates when people were born and passed 
away, it’s so much more. it’s like painting a picture of how 
they lived: what did they do? How many children did they 
have? What sort of house did they live in?

at the time i decided to set myself up in business, i was 
on sickness benefits and was directed towards ‘outset’, an 
organisation in Plymouth that offers help and support to 
people like myself, to get us up on our feet and start up a 
business.

i hadn’t done a business plan, i had no experience or 
knowledge in this. With outset, i had about 12 hours with 
an advisor, we drew up a business plan. as is usual with 
me, it was very wordy and long, so he helped me to tailor it 
down. Not long after, on the back of this business plan, i was 
given a 3000 pound loan, i decided to invest in some PR. i 
had my website professionally made, along with a brilliant 

logo which gives me that ‘company identity’…i also bought 
a huge banner with my logo on it, which i take with me 
everywhere i go.

i think i have been very fortunate to come across outset. it 
is one of these Eu funded initiatives to help people in my 
situation. i was 52 and  washed up, so i really appreciate how 
they offered support from the very beginning and still do so 
now! They took me in their arms and helped me along, until 
i was confident enough to say ‘oK, i’m going to jump now, 
i’m going to have a go at this!’

What i say now is ‘well yes, i am a senior entrepreneur, isn’t 
it great?’ and i do hope i can inspire many others my age 
or older to come forward, because i see so many people 
in their old age feeling they have something to give to the 
general public, and go out and do it, no giving up on life! 
i now get up every morning and get to do something i’m 
passionate about, and that is probably the greatest reward!

The prospect of doing my accountancy was daunting at 
first, but i bought myself a piece of software, learned how 

to use it and keep it up on a regular basis, so it’s not that 
bad after all…

What’s needed, for any beginning entrepreneur is tenacity, 
staying at it, not giving up at the first hurdle. i know i almost 
gave up at one point, when i got completely tied up in all the 
fine details of the process. 
don’t worry about the 
details, they’ll take care 
of themselves, keep your 
vision in mind, the bigger 
picture.

MY FINAL ADVICE 
would be to say to people 
that there are a lot of 
organisations out there 
whose mission it is to help 
and support you. Seek 
them out, go out and find 
them, don’t wait for them 
to come to you…

i am 53 years old, i started my own business after being employed in the tyre industry for 28 years. in 2005 i had a car crash: 
two disks needed to be replaced  in my spine, i had four operations on my shoulder…i was out of work for a long time and 
my company eventually could no longer support me. during my recovery, i used the time researching my own family tree. i 
have always had a passion for genealogy and it became a serious hobby many years ago. When i was made redundant and 
the company paid me off, i decided that the best thing i could do was to work for myself and that the time had come to turn 
my lifetime passion into a business!

Alan Kingshott

‘I had a car crash. During my recovery, I decided to turn my 
lifelong passion for genealogy into a business. When I was 

made redundant, I knew the right time had come!’

UK
Country Professional sector

GeneAloGy
Focus on

hoBBy TUrned BUSIneSS

http://www.youtube.com/watch?v=eBc5fracm8Q

www.letsenterprise.eu

http://www.youtube.com/watch?v=eBc5fRacm8Q
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MY COMPANY, ‘Happy Signers’ sets out to 
spread the practice of baby sign language. From 6 
months onwards, Happy Signers can teach babies 
to communicate their needs to their parents. There 
are two main advantages to this:  first, you don’t get 
frustrated parents who seem to have done everything 
the baby requires and still it’s crying and they don’t 
know why. But more importantly, signing babies 
engage in communication before they reach the 
verbal phase, which stimulates their brain and results 
in a higher iQ at age five than non-signing babies.

on choosing this line of work i asked myself three 
questions: What can i do that would help and benefit 
others, that would fit in with family life and that i would 
enjoy doing?
i received tremendous support from outset Plymouth, 
a Eu funded organisation that helps people to start 
their own business. They just really liked my story and 
said ‘you have to get on with this, if you don’t then 

we’ll carry it through for you!’

i’ve been to all their courses: self-confidence boosting, 
tax issues, everything,… They also have been a great 
help for networking, i couldn’t have done it without 
them…

My husband Mark has been a phenomenal support in 
helping me achieving my dream; he reduced his hours 
at work to help me with my leg, the family, and now the 
business, he’s even starting to train in Sign Language 
himself!

The greatest reward in this for me is having the 
knowledge that you’re helping somebody, that is 
priceless.
My advice to anybody thinking about starting 

up their own 
business would 
be to follow your 
dream: i love my 
life, i love helping 
people, and get a 
great buzz from 
doing what i’m 
doing.

‘On choosing this line of work I 
asked myself three questions: 

What can I do that would help and 
benefit others, that would fit in 

with family life and that I would 
enjoy doing?’

i’m 49 years old. i’m setting up a company called ‘Happy signers’. The idea is a couple of years old, from when i first started 
British Sign Language. i have worked for Royal Mail for ten years, hating the job! i’m much too much of a people person to 
be working in that setting. also, i had a problem with my leg and couldn’t stand long hours anymore, so i decided to train as 
a driving instructor and have my own driving school business. That went really well until eventually i had to give that up as 
well because of a leg operation. My whole life, or at least professional life, has revolved around my mobility problem…

Amanda Drake-Worth

‘My advice to anybody thinking about starting up 
their own business would be to follow your dream: 

I love my life, I love helping people, and get a great buzz 
from doing what I’m doing.’
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THREE YEARS AGO when i realised that i could 
make this into my full-time occupation and that i 
wanted to be self-employed, i approached the job 
centre to see if they were able to help me set up in 
business. That was difficult because there wasn’t 
anything they felt they could do for me. all my training 
was self funded. in the end, the job centre did help, 
they appointed me a mentor, who was a great help. 
He sent me on various courses and i took every free 
course that was available, whether it was in computing, 
advertising, accounting,…

one great help when i first was starting out was 
PRiME, part of Prince Charles’ charitable Trust, they 
were a great help. i also joined a ladies networking 
group: we were all ‘ladies of a certain age’ just setting 
out in business, using each other’s services…that was 
very helpful and encouraging too. in my experience, 
networking is an incredibly important and helpful 
factor in setting out.

unexpected challenges along the way were many: i 
had expected for everything to fall into place. i think i 
was naïve: the website took a lot longer than i expected 
to be live for example…and half of the time i didn’t 
really know what i needed: i thought i just needed a 
brochure and a business card, but there is much more 
to setting up and running a business that’s going to be 
continuous, because after all, this is what i want to be 
doing for the rest of my life!

The most difficult thing for me was actually asking for 
money for my services…Well in the beginning that is, 
i am getting better at it. The greatest reward for me 
is to see people respond so positively to the therapy. 
Being able to help people, horses and dogs and bring 
them relief.

My advice to anyone thinking of starting a business 
would be this: do what you know to start with, but 
be prepared to take different routes, because as soon 
as you start something, various doors open, and you 

can find yourself going down routes that you didn’t 
expect. i think it’s really important to have a goal, to 
know where you’re going, but to be flexible as to how 
you’re going to get there.

i continue to 
attend professional 
d e v e l o p m e n t 
courses in my field, 
i’m also learning 
new techniques, 
and generally keep 
abreast of what’s 
happening in the 

health world, and in the world of dogs and horses. The 
aim is to be more experienced, to keep building on 
what i started and to be as happy as i am now!

You could miss so much if you were on tracks, going 
in just one direction. You could miss so much by not 
keeping an open mind!

i’m 55, this is my third year in business. i am a Bowen therapist; Bowen Therapy is a remedial body therapy to remove painful 
conditions, and what’s a bit unusual about me is that i work not only on people but also on horses and dogs! Years ago i had 
trained and worked as a masseuse, so that’s where the body work comes in, but i have also always been passionate about horses 
and dogs. i came to Bowen Therapy as a patient in fact, after an accident in which i injured myself. i found that Bowen Therapy 
was the one thing that seemed to help, so afterwards i set out to train in it, then adding specialised training for work with dogs 
and horses. i continue to attend professional development courses in my field and keep developing myself everyday!

Angela Ricards

‘Do what you know to start with, but be prepared to take 
different routes, because as soon as you start something, 
various doors open, and you can find yourself going down 

routes that you didn’t expect.’
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I HELPED co-found a company called ‘Make it and 
mend it’, a web resource showing people ways to make 
more with what they’ve got  rather than buying new 
stuff. The aim is to turn us more into participants in life 
rather than consumers of products. 

The idea to the business emerged during a meeting of 
four busy women meeting for lunch, thinking ‘wouldn’t 
it be great to have a website that would tell you how to 
upholster a chair or what to do when your strawberry jam 
doesn’t set, but that would also put you in contact with 
other people interested in tips and tricks in these areas.

The very next morning, we bought the uRL for 
makeitandmendit and the company was born! once 
the website was up and running and people visited it, 
the kicker-question was always: ‘well how do you make 
money out of it?’

The idea is that the website shows people ways to make 
and to mend things, and would for example point out 
the right type of glue you’d need for a certain job. Then 

there is a link from our website to an online shop selling 
that glue. a business arrangement between ourselves 
and the online shop would insure a small income stream 
from people directed from our website to the shop. 

We’ve got about 3000 followers on Twitter now, 2000 
on Facebook, more than 2000 are now signed up to our 
newsletter on our website, which gets about 1000 hits 
per week. We’ve got a large following in the uS as well as 
australia and New Zealand.

The way our team works is both virtually and physically. 
We use skype for most of our meetings, but will regularly 
get together all four of us, for a whole-day meeting. 
These meetings are always held using the make it and 
mend it ethics, lunch will be home-made bread or quiche 
prepared by one of us!

We never present ourselves as ‘senior entrepreneurs’, 
and make our website attractive to everyone, not just 
an older segment of the population. in our observation, 
the successful entrepreneurs we meet – the movers and 

shakers of this world- are all above 
40, 50 or even beyond!

We have received support from an 
organisation called PRiME which 
is part of Prince Charles’ charitable 
Trust, their programme is set up 
to help ‘slightly more mature 
entrepreneurs like ourselves’. 

For me, the key of being a successful entrepreneur is just 
accepting that there’s certain things you don’t know, 
and then going and finding out! There’s an awful lot of 
success out there and people will be very pleased to 
help. i’m  surprised at the number of times i simply send 
out an email saying ‘Excuse me, my name is anne from 
Make it and mend it, i wondered how you managed to 
do …[whatever] and how often i will get a reply. 

My advice would be to take care of good bookkeeping 
and tax advice from the get-go, to be organised  right 
from the start!

i am 56 years old, i co-founded www.makeitandmendit.com  an online sustainability resource for people who want to make 
and mend more (and throw away less) as part of fun and an enriching lifestyle. My earliest make it and mend it memory was 
helping my dad re-paint a second hand doll’s house for me when i was really small. Sadly, i got bored and ended up throwing 
some gravel at the still tacky paint. Who knows, maybe it was an early attempt at pebble dashing? i have run my own 
businesses since the mid-1980s and believe anything is possible if you’re prepared to take that first step “and occasionally 
scare yourself giddy.”

Anne Caborn

‘ The idea to the business emerged as four friends gathered 
for lunch. The next morning, we bought the URL domain 

and the company was born!’
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MY BUSINESS is called ‘The Life detectives’, i see 
people either on an individual basis or in a group, and 
i teach them about how to find happiness in every 
area of their life. i combine life coaching, counselling, 
psychology and positive psychology in my own 
12 steps program which i called ‘Who stole your 
happiness?’
i started out after winning an award from unLtd, which 
supports Social Entrepreneurs. i received 2500 Pounds 
and started my business. i met Christine, my associate, 
shortly afterwards. She started out as one of my clients 
and she loved the work so much that we started to 
work together. i started out working in my own home, 
but more recently i have taken up working with big 
groups, running my 12 steps program to happiness, 
so i am now reaching people on a much wider scale. 
Christine and i joined an organisation called outset, 
which offers intensive start-up support in Plymouth. 
and yes, you do need support! They have their 
‘Wednesday club’ each last Wednesday of the month 

where you can meet other budding entrepreneurs, 
which is very encouraging and inspiring.

We had to learn about reaching out: we initially 
thought that all we had to do was to put an add in 
the paper and we’d be flooded with people interested 
in this work, but it doesn’t work like that. What we 
had to learn the hard way was that you need to go 
out and meet specific groups, talk to them, and your 
enthusiasm about what you really want to do will 
spread to them…But just placing an add in the paper, 
no, it doesn’t work! You have to actually go out and 
find these people, and that can be the hardest thing, 
especially if you’re not trained in marketing…We had 
to learn the whole social media side of things, and this 

is where Chris comes into her own: she writes the blog, 
takes us onto Twitter,…

To me, age is not the real issue. 
it’s all about your outlook 
and attitude, whether you’re 
young, middle age or older. 
it’s all about how you see 
yourself, how you see others, 
how you see yourself in a 

business. There are famous writers who started writing 
when they retired at sixty…You have a life experience 
when you’re over 50 that you wouldn’t have had  at 
20, and you can use this experience, you can use that 
confidence that you have when you’ve reached a 
certain age.
My advice to anyone thinking to start a business 
would be: go for it! You need to take that chance, or 
you’ll regret it forever! Because life is an adventure, 
and it needs to be an adventure, and you need to have 
some fun!

Now in my fifties, i look back on a career in counselling, with specialisation in grief support. i have worked within different 
organisations along the years and have finally come up with my own method, which is much less past-centered and focuses 
instead on the steps to implement and promote happiness in peoples’ lives. all this was put to the test quite recently, when my 
son was left for dead in a ‘hit-and-run’ incident. He is fine now, but the experience has forced me to really live what i teach and 
has showed me that happiness is a choice.

Anne Corry

‘What we had to learn the hard way was that you need to go out 
and meet specific groups, talk to them, and your enthusiasm 

about what you really want to do will spread to them… But just 
placing an add in the paper, no, it doesn’t work!’
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TWO THIRDS of women are ‘symptomatic’, i.e. 
suffer from symptoms of the menopause, which range 
from insomnia to hot flushes, and sudden loss of self-
confidence due to hormonal changes. as i noticed, i 
was part of the one third having a really bad time, so i 
had quite an experience of that juxtaposition of how 
to function in the world while going through these 
drastic changes…

While in some cultures, women are supported to 
undergo this process of change and to come out 
bringing the fruits of their distilled wisdom, traditionally 
this hasn’t been the case in Western society. But 
these days, we notice a growing awareness of the 
phenomena and the need for conscious support for 
women in that phase. it is very likely that while we lose 
certain faculties, we gain others, and in that respect, 
the menopausal years can be quite a ‘vision quest’, for 
a woman to come into her herself.

Menopause Selfcare is a ‘Social Enterprise’, supporting 

women towards a new level of care, self-awareness and 
self-empowerment as they go through the hormonal 
changes of the menopausal years. i designed a series 
of courses and learning material that is available to all 
women, regardless of their financial capability. i created 
my business under the legal structure of a Community 
interest Company (CiC), which ideally generates a mix 
of income through trading and public grants.

i am an award winner of a grant by unLtd, a charity 
supporting Social Entrepreneurs. Their ‘Engage’ 

program is aimed at the 50+, to enable them to set 
up businesses which will support them as their age 
as well as benefit society through the wisdom of the 
older person.

My main motivation lies in the tangible results i 
see around me: i have been deeply touched by the 
women’s responses to my courses, and am surprised 
by the impact this has had in such a short time. as a 
social entrepreneur, what more could i ask for?

‘I was encouraged to come 
up with something that was 
authentic and really new, so 

that I didn’t have to rely on the 
skills I had before, and that was 

a great gift to me!’

i’m 62. Menopause Selfcare was born out of my experience of going through the menopausal years and watching other 
women experiencing the menopause. i started this business after my husband and i sold a deli gourmet food shop in 
Penzance. i found out about the first course of the ‘School for Social Entrepreneurs’ in Cornwall and completed that course. 
The SSE empowered me to come up with something that was authentic and really new, so that i didn’t have to rely on the 
skills i had before, and that was a great gift to me!

Isabella Quigley-Moriarty

‘Menopause Selfcare was born out of my own experience 
of going through the menopausal years and 

watching other women experiencing the menopause.’
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HUSH FARMS stands for ‘Helping unsung Heroes’. 
it is a therapeutic farm that allows people to come and 
have a break in the countryside and to work on a farm. 
This has been our dream for a number of years, and 
we are delighted to see the project grow. We both 
have been farming all our lives, for other people and 
for ourselves. John also holds a degree in agriculture 
and has been teaching at an agricultural college. Now 
we are moving back into a less formal side of things, 
concentrating on the farming aspect, and inviting 
people to join us on the farm to experience the benefits 
of working with animals and in nature.

We combine the farming work with personal 
development work which helps these people to deal 
with the issues in their lives. This is an important aspect 
because the farm  is all about empowering them to 
bring positive change to their lives. 
This business idea is something very close to our 
hearts. This is the difference with previous  business 
ideas that we have developed. We are really passionate 
about this!
Support is sometimes  hard to find, as invariably, 
banks and funders say ‘show us that it is a success and 
we’ll support you!’. There was one organisation which 
said ‘great idea, we’d like to see you try!’ and that was 
unLtd. They support ‘Social Entrepreneurs’ with start-
up funding, but even more than the money, their 
confidence in our project was such a massive boost in 
confidence!

But of course, the money did help, it meant we could 
invest in  professional PR, and we have now a brilliant 

PR film, which shows people in a professional way what 
we do. Because of course, we deliver in a professional 
way but we aren’t professional  enough to tell people 
in a professional way. Marketing and PR companies 
will do that for you and we have unLtd to thank for 
that!

This project has the 
great advantage of 
being scalable: we’re 
currently looking at 
spreading the model 
to other farms who 
can then deliver 
HuSH farms retreats, 

creating a brand name and a reputation across 
the uK. activities often include home made food, 
and that could be branded too and be found in our 
supermarkets as ‘Hush Farms Products’, and each time 
you buy them you would be helping people to come 
out onto the farm…

John and Penny Bond are a couple from the Honiton area, who have set up a therapeutic farm. Having been farming all their 
lives, they recently took up their own farming tenancy on a beautiful piece of land, which is where they run their retreats 
for ‘unsung heroes’ (carers, returnees from the armed forces,…). John holds a degree in agriculture and has many years of 
experience in teaching. Now they came back to a much more ‘hands on’ approach of working on the land, inviting people to 
join them to benefit from working on a farm. 

John and Penny Bond

‘Communicate, communicate, communicate: you have to 
keep talking. You’ve got to tell people what you’re doing, 

keeping everybody updated about your project.’ 
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‘This is something we’re really 
doing from the heart, 

and I think that’s 
the difference with anything 

else we’ve done before.’
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I WROTE A BOOK called ‘Pulling the Punches: 
defeating domestic violence’. it took me ten years 
to write it, and i am very proud of that achievement, 
because i did it besides working in a full-time job and 
living a full-time life. Now that this book is finished, i 
have decided to get back to doing domestic violence 
work. i recently resigned my job so i can become 
self-employed again, and i’m very excited about the 
possibilities that exist at the moment. it is wrong 
for anyone to hit another person, and i think it is 
important to take some action in this area, which is 
why i am so passionate about this work.

Recently i won an award from unLtd, who funded 
me to do work with men. i think there are not many 
skilled men delivering this work, and i’ve got the 
skills and the experience, so it’s a unique opportunity 
for me. There are many men whom i have worked 
with whose lives have completely changed. Prior 

to this award from unLtd, i have never considered 
myself a businessman or entrepreneur of any kind. 
unLtd certainly shifted my perspective on this, i now 
think that if you have  a certain skill or ability that will 
actually benefit society, it makes sense to try to ‘sell’ 
it and let as many people as possible know about 
it. My approach is going to be to attach myself to a 
women’s organisation already doing work around 
domestic violence: i will approach them with my 
manual, my training package, which will consist of 
20 training days, which i will sell to them. afterwards, 
they can always invite me back as a consultant if there 
are difficulties, and i will also offer them individual 
support, via Skype or face to face, as they require or 
need. My advice to anyone who’s got a project or a 
dream would be to really believe in yourself, that you 
can do it, and keep working at it – consistently – it is 
achievable!

i’m 61 years old. i’ve worked in all areas in my time: as a mechanical engineer, doing construction work… But lately i have 
worked with ‘Everyman’s Centre’ which worked with perpetrators of domestic violence. and this has become my passion, to 
end domestic violence. i became involved in this work when, after ten years of marriage, i slapped my wife: it shocked me so 
much and made me feel so bad about myself, i had to seek counselling. Through counselling, i understood the reasons for 
my violence and decided then that i would always interrupt men if i saw them perpetrating domestic violence. 

Luke Daniels

 I’m very excited to be self-employed again and 
see my project push ahead and actually make 

a real difference in peoples’ lives!

UK
Country Professional sector

coUnSellInG
Focus on

lIFe eXPerIence

http://www.youtube.com/watch?v=4nn1eAPl8qg

www.letsenterprise.eu

http://www.youtube.com/watch?v=4NN1EAPL8qg


112

MY COMPANY is called drumknot, a social media 
and internet marketing company. 

i started working for myself after having been made 
redundant in 2009 after a career in iT. it was a good 
opportunity for me to finally make the leap and work 
for myself. However, i did feel that i needed help 
with the process of setting myself up as a business, 
and that’s when i found outset, a Plymouth based 
organisation offering intensive start-up support. Their 
6 week program was very useful and allowed me to 
get some new perspectives and ideas. 

The biggest challenge for me was to recruit the first 
customer – because nobody wants to be the first with 
this sort of thing, the customer takes a risk in investing 
in you when asking to deliver a service or a product for 
them. My first customer had been referred to me by a 
colleague, he build up trust in me, i explained that we 
were starting out fresh, i was very open and honest 
about it with him. He liked that approach, and i think 

he could see that i knew what i was talking about, so 
in the end he decided to take a leap of faith and give 
the business to drumknot. We’re still working with 
that client and we’ve got some new ideas that we’re 
developing with him. once you’ve got the first client, 
the second one comes easier.

My advice to anyone thinking about starting their own 
business would be: just do it! Because there is a thing 
called ‘analysis-paralysis’, and you’ll sit there, analysing 
it inside out, and you’ll find every reason for not doing 
it. Take a leap of faith, put yourself in some stress and  
make it work!

What certainly changed in my life is the perception of 
time: when you work for yourself you just don’t know 
where the day went, it’s very intense. With a nine to 
five job, it’s very partitioned, you come home, forget 
about work, relax and enjoy your evening,…and 
what i notice now is that i’m getting up at six, going 
to bed at eleven, and constantly wonder where the 

time has gone, there’s just 
not enough hours in the 
day…So that’s the biggest 
change i’ve noticed. Never 
a dull moment though…i 
really do love this way of 
living because i can sit 
down when i want to, work 
when i want to, if i want to 

work at three o’clock in the morning i can do that…i 
can just fit my life around what i’m doing and still work 
long hours.
i don’t really see myself ever retiring, because i think 
you do need passion and a reason to get up in the 
morning, and i like to be stimulated. i’d like to think 
that in ten years time i’d be financially secure, that i 
would work because i wanted to rather than because 
i had to in order to pay the bills, hopefully owning a 
successful company and enjoying the technology that 
comes with it…

i have worked in iT all my life, initially as a software engineer, later as a project manager. i was made redundant in 2009 and 
decided to start drumknot. i’ve always been frustrated by working for a big company and much prefer being my own boss. 
also, being divorced and with three young children, i’ve got a fairly unstructured lifestyle to some extent and it’s good to have 
a business that can fit around my life rather than just being a nine-to-five job.

Paul Jordan

‘ I’ve always been frustrated by working for a big company and 
much prefer being my own boss. Also, being divorced and with 
three young children, I’ve got a fairly unstructured lifestyle to 

some extent and it’s good to have a business that can fit around 
my life rather than just being a nine-to-five job.’
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EGAR STANDS for ‘Educational games and 
Resources’. We design and publish educational 
materials for schools, youth services, mentors, 
counsellors, parents…There are many applications and 
environments for these games. These ‘games’ consist 
of sets of discussion cards on various themes such as 
‘gang culture’, ‘alcohol’, ‘Knives’, ‘Sexual eduation’,…
They are all very serious tools to facilitate discussions 
around these issues. 
in 2007, we lost 60 teenagers to guns and knives and 
gang culture, so this is a very serious area and at Egar 
we think that the single most important aspect of 
crime prevention is open communication, to be able 
to talk freely about all these things.

Nothing in my previous experience had prepared to 
me to set up and run a company, and because of my 
prolonged infirmity, my self-confidence was rock-
bottom. one day, reading the paper, i came across an 
article on a course at London Metropolitan university’s 

Center for Micro Entreprise, aimed at women aged 50+, 
to help them start a business and redirect their lives. i 
went dragging my feet, not feeling up to the task, but 
was met with so much support and encouragement, 
the course helped me tremendously.  

i started Egar at home, in my dining room. By the time 
three years had passed, i had filled up that dining 
room with Egar related stuff, there was no way my 
family could sit down and eat at that table anymore! 
So i started looking for just a small office, and it was 
the best move i ever did!
We now have got 4 retailers selling Egar products, i’m 

working with two universities, we’re 
currently digitising the cards so that 
they can be used on the net and 
smart boards, we’re also in touch 
with uK Trade and investment and 
have had two international orders 
from dubai and Malaysia.

The hardest thing in launching a business, in my 
experience, is breaking into the market. it took me six 
weeks to get the first customer, and once we had that 
first customer, i knew that Egar was on its way…We are 
now marketing this business by social media, sending 
out leaflets, presenting it at conferences, we get the 
word out there any way we can…

‘Around that time, there was a 
wave of youth violence and we 

lost many teenagers to guns and 
knives. I felt like I just HAD to do 

something!’

i’m 61 years old and i launched my business when i was 58. after a 25 year career in education, i had an accident, broke my 
ankle and damaged my spine. all of a sudden, i found myself sitting on a sofa, little did i know, i was going to sit in that sofa 
for three years, as i underwent operations, physio, etc…so i had to be early retired. it was a traumatic time, i felt as if i had no 
identity. at around the same time, there was a wave of gang violence in London, and i was very worried for my teenage son. 
i felt i had to do something, so i started to scribble. and out of that scribble, Egar was born.

Sue Scott-Horne

‘I started Egar at home, in my dining room. Three years later, 
I had filled up that dining room with Egar related stuff, there 

was no way my family could sit down and eat at that table 
anymore! Moving into a small office was the best move ever!’
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http://www.youtube.com/watch?v=7iGwF_hbvPU

www.letsenterprise.eu

‘At 58, I had to be early retired 
because of an accident. 
It was a traumatic time, 

I felt as if I had no identity.’
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our business is called Timary spice, joining our two 
names together. and indeed we stand together at 
the cooker and in the trailer. We started on the idea of 
this business two years ago. We bought the trailer and 
the van, plus lots of cooking equipment all from our 
savings. Mary attended business courses with outset 
Plymouth, an organisation offering intensive start-up 
support, while Tim still worked on various construction 
jobs. it took us about two years to the take the actual 
business ‘Timary Spice’ out on the road as it were… 
But for the last three months, this has been our main 
occupation and we plan to make it a sustainable and 
hopefully growing enterprise. We have been very 
pleased with the response that we received from the 
people who come to buy from us, they welcome the 
change of having something different. and we strive 
to provide something of real quality: all of our meats 
are locally sourced, we strive to cook everything fresh, 
so as to offer people something really good, healthv 
and nutritious.

The main reward for me [Mary] is to meet so many 
people. i am a people-person, and i love talking to 
them, welcoming them again, even sharing a word of 
advice…

For me [Tim], the best experience is actually putting 
money in the bank! it doesn’t happen much yet, we’ve 
still a long way to pay off the debts, and we have a lot 
of  costs for cooking every day, but each time we do 
put some money in the bank, knowing that we did it 
by ourselves puts a smile on our face!

What’s hard about it is to deal with difficult days as your 
business can fluctuate, not to worry too much about 

the end of the month…Bad weather also doesn’t help 
in our case, and packing up at the end of the day can 
take up to two hours, and then  driving home. So it’s 
long hours, but we accept this and get on with it….
our goal for next year and the year after that is to be 
able to cope with all the festivals we want to be present 
at, to keep meeting people, exchanging ideas,…Who 
knows, we may end up with a string of trailers, or 
maybe one day our own premises to have a café, but 
we’ll cross that bridge when we get there, we’re taking 
one step at a time… 

We are in our late fifties, the three children have left the house. Tim used to work as a manager in the construction industry and 
Mary as a midwife. When Tim got made redundant two years ago and the economical climate was low, we thought ‘hey why 
not do our own thing and sell Caribbean food’?. Mary was born in Trinidad and learned of her mother all the secrets of that spicy 
cuisine. it used to be a family tradition to prepare ‘roti’ on the occasional Sunday night. So now we go out in our new-bought 
trailer every day and cook and sell roti, much to the delight of our customers here in Plymouth, who welcome the change….

Tim and Mary Gillham

‘When Tim got made redundant two years ago and the 
economical climate was low, we thought ‘hey why not do our 

own thing and sell Caribbean food’?’

UK
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http://www.youtube.com/watch?v=ZwQu4ai04tA

www.letsenterprise.eu

‘…we may end up with a string of 
trailers, or maybe one day our own 

premises to have a café, but we’ll 
cross that bridge when we get there, 

we’re taking one step at a time… ‘

http://www.youtube.com/watch?v=ZwQu4ai04tA
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I AM 67 years old. i founded my company, Fairytale 
Furniture Ltd two years ago. i design and produce 
childrens’ furniture that, rather than being miniature 
adult furniture, is designed for the child to play with 
and have fun with. For every piece of furniture, there’s 
an illustrated storybook, which i write myself.

My office is my spare bedroom and my stock is held 
in a warehouse not too far away. i sell mainly via my 
own website, and i dropship to other websites, i also 
wholesale to retailers. My company is now two years 
old, and with the recession, things haven’t gone 
according to business plan, but we’re still here. We’re 
still growing, and i still thoroughly enjoy it! 

When i first had the business idea, i had no experience, 
no business-knowledge. i had to educate myself: i took 
every free course i could (business, marketing, iT, etc…) 
and i read lots of books. i had no money of my own, but 
i financed this business by myself, saving every penny 

for ten years, until i had saved 12 000 pounds…

one thing that i learned is the importance of 
outsourcing. Throughout this business, i have 
outsourced expertise and expert help when i needed 
it. i have a sales agent who takes care of those 
dreaded cold calls, i’ve employed a person to find 
me a manufacturer in Poland, because i couldn’t find 
anyone in the uK who could produce the scratch 
resistant surface these chairs needed. 

‘Team fairytale’ now consists of myself, a marketing 
manager and a sales manager, plus five people in 
the ware house. apart from that, there are 17 other 
companies employed by my micro-company run from 
my little room.
one of the things i had to learn about running your 
own business is that you need to do a lot of networking. 
i now use social media to increase my company’s 
visibility. i have a blog and regular newsletters, with 
games for children.

Everybody encounters 
doubts, in my case usually at 
five in the morning, and my 
way of dealing with them is 
to tell myself ‘ok so you’ve 
got a problem: what are you 
going to do about it? When 
you get up, what are going 
to do to solve this?’ 

Being a senior entrepreneur has one effect in that it 
is the wrong end of your life to mortgage your house, 
offer your house as collateral, because – to be franc 
– if it all goes wrong, you’re probably not going to live 
long enough to get it all back again. But other than 
that i’ve found age to be no barrier at all: i haven’t 
found that i need more energy than i’ve already got, 
that i need more ideas than i’ve already got, running 
your own company is just the most exhilarating thing 
to do, i love it!

i am 67 years old. i founded my company, Fairytale Furniture Ltd two years ago. after being a full-time housewife all my life, 
i decided to create my own business. i am now an award-winning ‘olderpreneur’ and thoroughly enjoy it! When i started my 
business two years ago, i had no experience, no business-knowledge. i had to educate myself: i took every free course i could 
and i read lots of books. i financed this business by myself, saving every penny for ten years, until i had saved 12 000 pounds. 
My office is my spare bedroom, it is from here that i manage ‘team fairytale’ which now employs and collaborates with 17 
companies!

Zandra Johnson

‘When I first had the business idea, I had no experience, 
no business-knowledge. I had to educate myself: 

I took every free course I could,  I read a lot of books 
and I talked to a lot of people!’
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Business Foundation for Education (BFE) is a Bulgarian non-

government organization, established in 2005 to act in public interest. its 

mission is to facilitate the development of the civil society through initiatives 

that enhance human resource competitiveness and contribute to economic 

development and prosperity of the citizens. 

To achieve its goals the Foundation implements variety of projects, focused in 

the fields of lifelong learning, career counseling, employment and social policy, 

vocational education and youth work. our activities – projects, trainings, public 

events, campaigns, researches, policy co-operation and development – are on 

both on national and international level. 

The small and very productive team of BFE combines the experience of 

experts in project management and finances, labour market and social 

policy, psychology, guidance counselling, training and education and public 

communications, proved in number of successful projects since 2005. 

The expertise and consultation of BFE are used in other countries such as 

Macedonia, Romania, armenia, georgia and Taiwan.

BFE is a recognized leader in the filed of lifelong career guidance in Bulgaria. 

http://www.fbo.bg

Who we are
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MR. ANASTASOV graduated as a mechanical 
engineer. during the time he was a student, he 
started working as a general laborer on construction 
sites and later on as house-painter. in spring of 1990 
he registered his company and started to assign the 
work on various construction sites to it. He started 
to do iron-work, carpeting, glass-work and electric 
wiring. Mr. anastasov left in 1985 the factory i was 
working at and formed a group of 4-5 people to 
do plumbing. Till i registered the company in 1990 
he worked at an enterprise, part of the Central 
Cooperative union, where his small group was 
providing plumbing services. during the spring of 
1990 he registered his company and started to work 
on various construction sites. Basically, he continued 
to do his previous job and just expanded it. Before 
registering the company i was only doing plumbing. 
He rented 2 shops in 1991, but the crisis began, the 
interest rate went higher and he was forced to close 

them. He managed to overcome the crises by turning 
all the money into construction materials. His huge 
working capacity has helped him the most, sometimes 
he had to work 29 days in a month. He believes that 
if somebody wants to start a new business, they 
should not be afraid but must be persistent and work 
more than 8 hours a day and plan their expenses. 
Mr. anastasov explains that he had been associated 
with trading since he was little. When he was in fist 
and second grade he was shopping for his neighbors 
and his uncles and aunts.  afterwards, in third and 
fourth grade he was selling their cherries and pears.  
“We had to work a lot in order to make the name of 
the company well-known. as they say: “You work 
5 years for the name of the company and then the 
name works for you.”  This is not quite true though, 
because if you stop working, moving forward and 
stop improving the quality of your work your name 
could be lost in seconds. if you have a few unhappy 

clients, they would tell others and the rumor would 
spread.  He believes that someone needs to work hard, 
maintain excellent customer services and develop a 
good name/brand. according to him after fifth year 
the brand starts to work for you but because if you 
stop working, moving forward and stop improving 
the quality of your work your name could be lost in 
seconds.

Mr. anastasov graduated as a mechanical engineer. during the time he was a student he started working as a 
general laborer on construction sites and later on as house-painter. in spring of 1990 he registered his company 
and started to assign the work on various construction sites to it. He started to do iron-work, carpeting, glass-work 
and electric wiring. in 1991 he already had 30 people and they were doing thorough maintenance of buildings. 
His enormous working capacity has helped him the most, in order to establish and develop his company. Mr. 
anastasov relies a lot on long-term relations with his qualified personnel.

Antoni Anastasov 

‘First and foremost, you need to work and work again. You have to plan 
your work well and most of all you need to have excellent customer 

service. The client is like god for us and he always comes first’

BUlGArIA
Country Professional sector

TrAde  
Focus on

BUSIneSS SKIllS 

http://www.youtube.com/watch?v=2Mis-
6wfZbk&feature=related 
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‘You work 5 years for the name of the 
company and then the name works 

for you.”  This is not quite true though, 
because if you stop working, moving 

forward and stop improving the quality 
of your work your name could be lost 
in seconds. If you have a few unhappy 
clients, they would tell others and the 

rumor would spread’
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AFRODITA GEORGIEVA had a wonderful 
childhood, loving parents and was a child full of love. 
She graduated at the university of Biotechnology. 
Mrs. georgieva wanted to study Chemistry because 
it was a favorite discipline at school but ended up 
electrochemistry -something new and not typical. 
She liked it very much and continued to study for 
several years, and meanwhile she started a career as 
microbiologist in the milk factory “Serdika”. She has 
been working in “Serdika” for 24 years. in the year of 
2001 she was asked to resign because she underwent 
a tuff operation. Then she ended up being officially 
unemployed but expected that would receive a better 
working proposal. For couple years she took care for 
her grandchildren. 

one day passing along a street one weekend, she 
found “HELP WaNTEd” note on a shop. it turned out to 
be a position for retailing consultant for the weekends.  

She was hired and managed to learn very fast, so in 
few months started making the biggest turnover from 
all shifts. She was happy to communicate with clients 
and be out of her home.   But something happened 
with her family and she decided to quit the work. 
Few months later she got a call from the owner of 
that shop, who asked her for help because the shop 
was dying. Thus she rented the shop and registered 
her own company two years ago. From the beginning 
she discovered that only selling bio products wouldn’t 
make her business profitable that is why she bought 
device for detoxication - purifying the body from 
toxics. She started selling this kind of devices as well 
as machines for silver water. at the moment she also 
does a quantum diagnostics. These are news things; 
a medical education is not required. There are many 
doctors, who are referring their patients to her. She is 
well known that never sells products before checking 
the certificate and the laboratory sheets. Her strongest 

qualities are communication skills, professional 
knowledge and her honesty. She is always very patient 
with her clients and tries to understand them as much 

as possible. She believes 
that even when someone 
is over 50 years old he can 
find his place but noting 
will happen in front of the 
TV or the PC.

i am very satisfied that i 
managed to create such 
place.  

afrodita georgieva is a microbiologist with extensive professional experience. in recent years she has very 
successfully developed and launched her own private business in the field of trade of organic products. She 
had a wonderful childhood and loving parents that thought her most of her current skills. She had asked to 
resign her work as microbiologist in 2001 and stared to look for new opportunities. Finally she founded her 
own business that makes her happy. 

Afrodita Georgieva

‘My strongest qualities are my communication skills and 
my knowledge. I am very honest to the people’

BUlGArIA
Country Professional sector

TrAde 
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http://www.youtube.com/watch?v=59avbi5lJee&featur
e=related 
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coMMUnIcATIon SKIllS 

‘I’m always smiling , even in hard 
times, I don’t share my pain with 

people and I am very patient’
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DIMITAR STOYANOV is 70 years old. He is 
ex mayor of Bachkovo – small village in Rodopa 
Mountain. Before his retirement he had worked as a 
school director. during the last 10 years he has been 
involved with biodynamic farming. He is among the 
first certified organic producers in Bulgaria. He likes 
to share his invaluable experience with people and 
is often invited as speaker at various forums related 
to the production of bio dynamic food. dimitar 
Stoyanov is well known as “uncle Mitko” is certified 
organic producer, who likes to share his invaluable 
experience with people and often speaks at various 
bio dynamic food forums. He produces organic 
products that keep people healthy and preserve 
nature.  His interests towards nature and ecology 
started during the time he was a teacher and director 
at a school in the village of Hvoina. Since then he has 
been reading seriously about ecology. initially, he 
started to produce pure vegetables for his family. in 

the beginning of 1998 after a meeting with Professor 
Stoycho Karov uncle Mitko started his biodynamic 
farming career. He had his bio production and stared 
offering it to his guests at small guest house. in this 
way a big part of his production goes for the tourists 
who come to his guest house. He works together 
with his wife, without any laborers. They don’t use 
machines. one third of their production goes for 
personal needs, another third goes for close relatives 
and friends and a third is left for the market and for 
the tourists who come to their house. They offer 
family packages as opportunity for parents to spend 
72 hours with their children and have some quality 
time by working and walking around together. They 
also offer one-week eco-vacation program for kids.

Mr. anastasov is very proud that they have managed 
to achieve something that not everyone in Bulgaria 
has managed to achieve. according to him if people 
start organic agriculture with commercial purpose, 

in order to make a big profit 
out of it, they won’t do it as it 
should be done. People have 
to start more philosophically, 
caring about the earth and 
nature. He also believes that 
the unemployed people 
should be given land, so 
they can work and produce 

goods. Then they will have food and they will be 
neither poor, nor hungry. if they are more serious 
they will be able to offer goods to the market and 
will become entrepreneurs.  

dimitar Stoyanov is 70 years old. He is ex mayor of Bachkovo – small village in Rodopa Mountain. Before his 
retirement he had worked as a school director. during the last 10 years he has been involved with biodynamic 
farming. He is among the first certified organic producers in Bulgaria. He likes to share his invaluable experience 
with people and is often invited as speaker at various forums related to the production of bio dynamic food. 

Dimitar Stojanov 

‘We should talk more about the benefits of organic agriculture, 
because the natural demand will increase and there won’t be 

enough suppliers’
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‘What do we have to do in the 
future? I think that the first and 

most important thing is to educate 
people’
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EKATERINA ZDRAVCHEVA is a teacher. 
during the last 10 years her family has a guest house 
in a small village and a family restaurant that serves 
traditional food prepared from products produced by 
local people. The services they offer is a combination 
of many different types of tourism: incredible nature, 
delicious food and unforgettable experiences.  
initially they spent only vacations in this small village 
but later they decided to build a house. it was the 
people themselves that gave us the idea that the 
rooms in the house could be used for guests. So the 
idea was born and they set out to do it.   

initially they worked at their previous jobs in 
asenovgrad, but the situation in village Borovo 
developed and they had to spend more and more 
time there. in 2004 they decided to work only in their 
guest house. Many times she feels tired, especially 
when they are busy, but this doesn’t prevent her 

being satisfied as the communication with people is 
incredible. They learn many things from guests: they 
have an opportunity to communicate with different 
people with different jobs, different characters and 
even different problems. The guest house attracts 
people not only with life problems, but also health 
problems. We try to help everyone to think positively 
and to believe that things get better when a person 
believes strongly. When they decided to come here for 
good all of our friends wondered about our decision. 
Even her husband had some doubts whether they’ll 
make it or not. Their work confirms the belief, because 
this is visible from their clients, who return again and 
again. They have clients who come every year, not 
only for rest but also to communicate with them and 
spend some time together. They also organize events 
that people probably remember for the rest of their 
life – because all the couples who have married there 
later on also baptize their children and the connection 

between them 
remains for life. 
The dream that 
they have - 
and she hopes 
it becomes 
reality as they 
already have 
construc t ion 
permit - is to 

build a small village where there are conditions for 
people with special needs. during the summer, when 
she is very busy she asks the local people from the 
village for help, because they need to be supported 
in exactly this way – by providing them paid work. She 
pays them not only for the products they’ve produced 
but also for their labor. This is a policy of their family 
business. 

Ekaterina Zdravcheva is a teacher. during the last 10 years her family has a guest house in a small village and 
a family restaurant that serves traditional food prepared from products produced by local people. She also 
organizes incredible weddings there, in which they intertwine Bulgarian folklore customs. 

Ekaterina Zdravcheva 

‘This is a family business; we work together with my husband. 
The two of us do absolutely everything. 

We cook, we clean, trim the garden, search for new interesting 
places for the tourists – and there are many places, but you 

need to find and offer them’

BUlGArIA
Country Professional sector

ecoToUrISM 
Focus on

http://www.youtube.com/watch?v=rrzk54XAGdo
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EMIL DOYCHINOV had graduated Sport 
school. He is an ex-athlete. Hi has not easy childhood 
for many reasons. He was in the sports school, where 
the discipline was seriously tide. He has worked in 
the field of food and beverage industry for the last 
20 years. He owns a rock club called Tukan with live 
music in downtown Sofia. The club exists for 4 years 
already in the Student’s town in Sofia. Before that 
it was located in the center of the town but there it 
functioned like a club and a restaurant. initially Tukan 
was a chain of clubs and restaurants but he bought it 
out. He has been working with the former owners of 
the club for the 8 years but for many reasons decided 
to continue alone. Now he is very proud that the club 
has only him as owner and he hopes it will continue 
working, regardless of the difficulties in Bulgaria and 
in general.

He does not remember to have been dreaming about 

working neither in the food and beverage service 
sector nor at night clubs, but that’s what’s happened 
afterwards.

at the age of 14 he started a various jobs in restaurants, 
in construction, etc. He felt that food and beverage 
suits me the most. He feels that it gives him lot of 
pleasure to make people joyful, to organize their 
celebration, to help them forget their daily problems 
and to have a good time. He likes to see how people 
get relieved from the negative motions, accumulated 
during the day. He often organizes wedding parties 
and other events that make him very happy. Mr. 
doychinov describes himself as a big optimist who 
loves taking risks. But he takes only wise risks and 
not jumps into stupid ideas, while seeing that they 
have no chance to come true. according to him 
people should communicate with positive people 
and smile as much as possible. Everything can be 

achieved with lot of 
work. Men should 
just believe and 
work. Mr. doychinov 
gets energy from 
his clients, who are 
satisfied at the end of 
the night. He likes to 

see how well done job makes everyone feel happy. 
He knows that people should believe in their dreams 
and follow their ideas in order to be successful. and 
the last but not the least for him is the fact that all 
the work you have done will be appreciated, may be 
afterwards, but it will be. 

Emil doychinov had graduated Sport school. He is an ex-athlete. Hi has not easy childhood for many reasons. He 
was in the sports school, where the discipline was seriously tide. He has worked in the field of food and beverage 
industry for the last 20 years. He owns a rock club with live music in downtown Sofia. 

Emil Doychinov 

‘I am proud for what i am doing as I somehow manage to deliver 
joy to people,to make them feel good and when they leave the 

place, they would say:
“Emo, we had lovely time in this club with you!” This gives me 

energy at most and makes me feel proud.’

BUlGArIA
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‘The well done job makes me feel 
happy.’
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JIVKA MARINOVA is an engineer by education. 
it has nothing to do with the work that she is doing 
now. She has worked one year in Tokyo, in a big 
government institute for scientific information. The 
strangest thing was that exactly there, in this very 
patriarchal country, she encountered a professor 
who inspired her for the feminist cause. Coming 
back in 1995 her way of thinking was different. She 
gradually entered into this field by initially teaching 
the girls from the non-government organizations 
how to use Excel and access. She has a very rich 
background working for women’s rights. She wanted 
to help women, mainly in the civil sector to get 
organized and fully use the new technologies in their 
work. Later on she started working with kids and this 
turned out to be much more expiring. She works 
mainly on educational programs – create and develop 
books, make seminars and trainings. Together with 

four other enthusiastic women without capital she 
established gERT Foundation. gERT Foundation has 
very rich background working for women’s rights. 
This was the initial idea when they were establishing 
the organization. They worked and hoped that things 
would work out. She is happy with her team – she has 
thought them a lot of things, but she has also learned 
a lot from them. She manage them with infinite 
tolerance and she admit that sometimes it’s very 
hard as most of them have small kids and have to be 
absent sometimes – but that’s why they have the new 
technologies and they always keep in touch in order 
to get the work done on time.  

during the last 3 years they are engaged with a new idea: 
school bulling. it turned into their main activity during 
the last years. This is the biggest project that they have 
ever worked on. They created a serious organization 
and worked with more than 3000 kids and managed 

to convince 
the Ministry 
of Education 
that this is 
an important 
subject which 
needs to be 
focused on. 
Mrs. Marinova 
believes that 

kids need help and women have to become more 
aware of opportunities. She can’t just sit and wait 
things to happen - work is something that keeps her 
going and excites her. She is a very big optimist and 
has always believed that it is possible to find a way, to 
make something better. For her, the Cause and the joy 
of the people which in some way benefit from what 
they are doing has always been motivating.

Jivka Marinova is executive director of gender Education, Research and Technologies Foundation - advocacy 
Ngo established in 2004. Member of many international organizations, traveling all over the world and running 
projects for education and empowerment of hundreds of underprivileged children in Bulgaria. 

Jivka Marinova

‘I am happy with my team. I have thought them a lot of things, 
but I have also learned a lot from them. 
I manage them with infinite tolerance.’

BUlGArIA
Country Professional sector

edUcATIon 
Focus on

http://www.youtube.com/watch?v=5_p04_vxz6e
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KOSTADIN POPOV has graduated arts 
school. He owns a private company for production 
of promotional materials and dTP (dye-sublimation 
printing) that was established 20 years ago. He did 
not know anything about polygraphs. He began 
learning, little by little, from experience and from his 
mistakes. according to Mr. Popov is very important 
how you work, you have to be aware of what you 
are doing.  actually, it is very important for people 
to know, if someone has decided to leave the big 
company and start their own small business, that 
they are very different from each other. 

according to him it is very important for people 
to know, if someone has decided to leave the big 
company and start their own small business, that 
they are very different from each other - in terms of 
money, as well as in term of management. People 
should not be misled by what they have seen in a big 

company. They should not think that if their business 
is small it should look and be managed in exactly 
the same way.   He never has had a big business and 
does not know how things are there, but looking 
from the outside, he thinks that the management of 
finances in the big business and in the small business 
is very different. The finance management of a small 
business resembles more the management of a family 
budget. Mr. Popov advises people who want to run 
their own businesses to be disciplined to do things. 
People, who decide to have their own business need 
to know that it is very tiring. There is no one to do 
even the smallest thing that has to be done. You are 
responsible for everything – you and your partners, 
who are one, two or three people. The small business, 
not only in terms of financial management, resembles 
the life of a family, of a small farm: it constantly needs 
nursing and requires efforts. But this is interesting 
and it keeps you disciplined. Many times he wanted 

to leave the country 
and do something else. 
But these have always 
been temporary moods 
and he has managed to 
overcome them. Work 
just absorbed you and 

you continued moving forward. Throughout the 
years, he has not been aware of this: it just happens; 
you go through it and then continue. Now, when the 
years are a bit more and when he has time to look 
back, because it is not possible to look back and 
analyze when you are 30, it starts happening at 50, 
he thinks that  has not made a mistake.  

Kostadin Popov has graduated arts school. He owns a private company for production of promotional materials 
and dTP (dye-sublimation printing) that was established 20 years ago.  He never has had a big business and does 
not know how things are there, but looking from the outside, he thinks that the management of finances in the 
big business and in the small business is very different. The finance management of a small business resembles 
more the management of a family budget.  

Kostadin Popov 

‘The activity that you want to do has to give you some pleasure. 
You do not have to think about the money at the beginning. The 

money will come – if you are persistent enough and you work with 
pleasure, the money will come.’

BUlGArIA
Country Professional sector

AdverTISeMenT 
Focus on

MAnAGeMenT SKIllS 

http://www.youtube.com/watch?v=sdp5oAccks0

www.letsenterprise.eu

‘In order to achieve something, first 
you need self-discipline. Secondly, 

you need a lot of hard work.’



124

LINA BARDARSKA is an independent business 
owner in partnership with the biggest multilevel 
marketing corporation in the world. She is a successful 
leader of a constantly growing business structure. 
She is building this business together with her 
husband and their three daughters. Mrs. Bardarska 
has graduated machine engineering and has worked 
as a school teacher until the moment she starts to 
work as an independent business owner.

Mrs. Bardarska lives in a small town, called Sandanski. 
She has studied mechanical engineering and worked 
as a teacher in vocational school. She has also had 
her own business, related to different types of 
trading. The first thing that she tried to do by herself, 
as a way of making a little money, was back in 1992, 
when without any knowledge in the field of private 
business, only with an idea in her head, she created a 
book for children out of pure enthusiasm. This book 

was the first thing that helped her to start in herself. 
She is very thankful that her mother supported her 
and everything - from taking the decision to actually 
starting - happened in less than 12 hours. and this 
was in fact her big luck: if she had slept on it for one 
night and had contemplated on the many things she 
did not know, most probably she would not have 
done that book. The most interesting thing about the 
book was that it was published in the most financially 
challenging time for her family

during the last few years she has been working in the 
sphere of network marketing. When she understood 
network marketing and attended initial training, she 
found out that she could do financially very well. That 
was the reason why she decided to do it. She met with 
people who were morally and financially interested 
in her success and were ready to give her the know-
how and knowledge. The success did not come right 

away, but in two years 
her family managed to 
reach certain level. The 
financial incomes were 
bigger than the incomes 
she was earning before, 
but along the way she 
was also gaining time. 

She knows that we all live in a world that changes in 
seconds and people continue to do the same routine 
things but she would like to continue changing things 
in her life and people’s lives also. She believes that 
people have to experiment and have to try before 
putting frames around them. 

Lina Bardarska is an independent business owner in partnership with the biggest multilevel marketing 
corporation in the world. She is a successful leader of a constantly growing business structure. She is building 
this business together with her husband and their three daughters. Lina has graduated machine engineering 
and has worked as a school teacher until the moment she starts to work as an independent business owner.

Lina Bardarska 

‘The most important thing is to have someone to believe in you. 
The good news is that in this business there are people who 

already believe in you, before you start believing in yourself.’

BUlGArIA
Country Professional sector

MArKeTInG  
Focus on

http://youtu.be/hrXoQ_zgK9U

www.letsenterprise.eu

coMMUnIcATIon SKIllS 

‘A well-known phrase helped me a 
lot: “Why did the dinosaurs become 
extinct?”  The answer is very simple: 

“Because they did not change!’
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MARIA PENCHEVA has graduated as Hydro 
engineer but she had worked as salesperson for long 
time. at the same time her favorite hobby was to 
make original presents for her friends. She worked 
as hydro engineer before 1997 when she was made 
redundant as an engineer and started to seek what 
else she could do. She worked in video rental store, 
snack bar and exchange bureau. Later, she worked 
as a correspondent in a magazine. She was taking 
pictures of cars for sale and was happy practicing 
one of her favorite hobbies - photography. By taking 
pictures of the cars, she also managed to take some 
pictures of very beautiful places and sceneries but 
she was not satisfied. She had the financial support 
of my husband, but she felt that shewould like to 
have her own business and her own money.  Her 
husband thought that she has to continue as an 
engineer, but her inner feeling was different. 

during her whole life her favorite hobby was to make 
original presents for her friends like a wooden object 
with a beautiful message.  one day, some friends invited 
her to help them with making cards for St. Valentine’s 
day. They were impressed from her abilities and ideas 
and encouraged her to start producing souvenirs. She 
has been doing this for more than 10 years now. There 
were hardships in finding suppliers to produce the 
raw part of the souvenirs. Mrs. Pencheva started with 
wood, as it is a nice, warm material but also because of 
her supplier who is a very noble and good man. She 
has a feeling that such things also contribute to the 
popularity of the souvenirs.    

Mrs. Pencheva feels satisfied because the most valuable 
thing for her is that it has creativity, development and 
new ideas. She likes to go to the mountains and it is 
interesting that she gets most of her new ideas there. 
She has had very rough times during the winter and 

the holidays because she 
has to work all night long 
but the joy and smiles 
of her clients gives her 
additional energy. She 
feels honored that clients 
ask her to inscribe cups 

for their wedding that means trust and appreciation 
for her. according to me, inspiration comes mostly 
from nature. Her inspirations come from friends and 
nature and she is happy to have around her so many 
people who support her.  

Maria Pencheva is 55 years old. She graduated as Hydro engineer but worked as salesperson for long time. at 
the same time her favorite hobby was to make original presents for her friends. Her husband thought that she 
has to continue working as an engineer, but her inner feeling was that creating souvenirs is her inner feeling. She 
produces souvenirs for more than 10 years already.

Maria Pencheva 

‘People should not be sorry for being made redundant or 
quitting their work, because exactly this could actually turn 

into a new beginning, to be their launching point.’

BUlGArIA
Country Professional sector

crAFTS  
Focus on

creATIvITy

http://youtu.be/hvh9tIed0Zehvh9tIed0Ze 

www.letsenterprise.eu

‘Those kinds of initiatives, especially 
souvenir making have one big 
advantage: you have no boss. 

This is such a free and beautiful 
occupation’
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TSVETE JANEVA is a chairperson of theatre 
Tsvete that exists since 1994. She founded initially a 
private theatre and later she registered it as a not-for-
profit organization. Nowadays their work is focused 
not so much on the usual theatre projects - which 
they started with at the beginning - but on theatre 
projects mostly aimed at social and educational 
work with young people.   She was still studying at 
the National academy for theatre and film arts when 
she decided that her place is to work with kids. She 
attended training with European Cultural Foundation 
under the program “Play against Violence” and 
started the Ngo. The project that she remembers is 
“Youth Theatre – discussion Clubs Network Citizens 
of Europe”. They implemented the project in 7 
Bulgarian cities and helped young people from the 
upper school classes to establish discussion clubs in 
their cities and to educate other kids at their age. The 

project had wonderful results because they really 
worked and created such clubs that still continue 
to work very actively 2 years after the end of the 
project. Such activities help young people to deal 
with life’s situations: to control their anger and not to 
get involved in acts of aggression as well as drug and 
traffic prevention. 

The projects that she works on at the moment are 
aimed to manage the aggression between pupils at 
school because this is a very big problem in Bulgarian 
society. Mr.Janeva has worked with her team for 
twenty years and can say with confidence that 
very few people can congratulate with such a long 
partnership. She continues to love her colleagues 
but also continues to create new things and dream 
together with them. She is very optimistic, not lazy 
persistent person. She is very open person and 
everyone from her team and partners know the 

whole budget and are aware of 
all the tasks, no one around her 
work “in the dark” and everyone 
feels equally responsible.

Since the year 2000 she is a 
pensioner due to illness but she is 
very happy that she can work and 
that her colleagues are around her, 
because she feels their support in 

everything and makes her feel alive. She thinks that if 
she was younger and physically healthier, she would 
rather spend more time on ecology by doing theatre 
of movement.  as much as she doubts about her 
abilities, she is deeper convinced that when teams 
work together things can happen. 

Tsvete Janeva is a chairperson of theatre Tsvete that exists since 1994. in the beginning it was a private theatre 
and later it was registered as a not-for-profit organization. Now theatre Tsvete works not so much on the usual 
theatre projects – as it was at the beginning - but on theatre projects mostly aimed at social and educational 
work with young people. 

Tsvete Ianeva 

‘In one of the homes for children that we worked with there was a sign 
written with chalk: “Theatre Tsvete”, you are forever welcomed!” Not 

always, but FOREVER. The rain comes, washes it away and they write it 
again. If something can motivate you in this work, it is exactly this. We 

could not have received such a payback in any other way.’

BUlGArIA
Country Professional sector

PerForMAnce
Focus on

http://youtu.be/doSarIi1uv4

www.letsenterprise.eu

MAnAGeMenT SKIllS 

‘If you don’t have anything to loose, it 
is better to make a change.’
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VALENTINA PETROVA is a retired cabin crew 
attendant. She grew up in a family of economists. 
after she graduated from high school, she was 
wondering what to do and decided to become a cabin 
crew attendant. at that time she had no idea about 
this profession, but she wanted to fly. She wanted to 
travel and look to the world from above, which she 
kept doing for 28 years until her retirement. When 
she ended up with a small pension at home watching 
sitcoms, she was wondering what to do and decided 
to start her own company. according to her the most 
important thing, which a man should bare in mind 
before opening a business is to believe in himself; to 
get the trust that he can do it by himself, that he has the 
strength and the knowledge needed for this purpose.  
Her job as a flight attendant, which she practised for 
so many years set the background for her to take some 
additional courses and to continiue working in the field 

of tourism. The last five years she has her own company, 
which she founded and developed with a big pleasure.  
according to Mrs Petrova one should pass long ways 
connected with an internal transformation, until he 
reaches the moment to start his own business.  There 
are really a few people in Bulgaria in her opinion, who 
dare to think about what else they could do outside the 
regular boxes. From the first days as business owner 
she does not listen to those who try to discourage 
her and predict that she does not going to succeed. 
Mr. Petrova believes that self confidence is one of 
the most important things for small business owner. 
There are two major points about every successful 
business according to her: to be profitable for you and 
useful for the people. She always puts patience in the 
customer service and her smile, which she learned 
many years ago. one of the most important things 
for Mrs. Petrova is to think in a positive way and keep 

things in your hands. 
She recommends 
to people, who find 
themselves in a 
difficult situation to 
grab their hair and 
pull themselves up 

like baron Muenhausen. She advises people to be more 
proactive when searching for a job or new business 
idea but to find their strengths and follow their 
dreams because we all know people with impressive 
education, who stay at home and complain. People 
shouldn’t stick to their education when choosing their 
career.  

Valentina Petrova is a retired cabin crew attendant. during the last 5 years she runs small travel agency. She 
grew up in a family of economists. after she graduated at high school she won a competition for cabin crew 
attendances and started flying. She was always very eager to travel and look the world from above. She kept 
flying for 28 years until her retirement.  

Valentina Petrova 

‘I am proud with the fact that people are approaching me, 
that I have many clients and they  do count on me.’

BUlGArIA
Country Professional sector

ToUrISM   
Focus on

coMMUnIcATIon SKIllS 

http://www.youtube.com/watch?v=cjirhh9j2A8

www.letsenterprise.eu

‘The prosperity is a state of mind, 
nothing else.’
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VALERY ANDREEV is automation engineer, 
who have been working in the field of automation 
ever since he graduated. Together with four 
colleagues decided that they have to use the spirit 
of entrepreneurship when established the company, 
where he is still the sole owner. The company went 
through different stages – from a micro company 
of 5-10 people, to a mini company of 20 people and 
gradually reaching to the middle-sized company that 
we currently are – of 100-120 people only in Bulgaria. 
We are working concurrently with Europe and 
Bulgaria. The organization is thoroughly different. 
after these 20 years and those 4 people, now he has 
100 employees in Bulgaria and a company in Russia– 
with 10 more employees and 100 subcontractors.  
in this industry, engineering, automation and 
electrical packaging, his company is one of the 
biggest companies in Eastern Europe. People are the 

biggest asset of the company. To train a specialist 
takes 3, 4 or 5 years according to Mr. andreev. He 
begins searching for them in the classrooms of the 
Technical university. it takes years to train them and 
by investing in them they start paying off; they start 
creating products during the third year and those 
products compensate for the money that have been 
invested.

From time to time they are stumbled upon the right 
approach – looking for leaders in each field, in each 
department and allowing them to gather very good 
teams around themselves. This certainly motivates 
them and gives very good results.   This studying 
on the move shows them that they are on the 
right path, because the results are good. He thinks 
that management for specialists like them, who do 
automation, is easy – because no one can manage 
without feedback and this is one of the main principles, 

both in automation and 
management as a whole.  
Mr. andreev turns 60 years 
in 2011 but has plans 
for the next 15-20 years. 
during the last 5 years he 
has been trying to structure 
the company in such a 
way, so that it can continue 
working after his retirement. 
This requires many, many 
sacrifices and a lot of work 

– he nearly forgot about Saturdays in the past 20 
years. Sometimes, he even forgets about Sundays – 
not only him, but the whole management team and 
often the engineers themselves. The most important 
for Mr. andreev is the fact that his specialists are very 
well motivated and come to work with pleasure. 

Valery andreev is automation engineer, who have been working in the field of automation ever since he 
graduated. Together with four colleagues decided that they have to use the spirit of entrepreneurship when 
established the company, where he is still the sole owner.  it happened some 20 years ago. Mr. andreev is 
confident that his company does the job well and the clients.           

Valeri Andreev 

‘Even though I will turn 60 this year, I have plans for the next 15-20 
years. Such are the plans for the company too. During the last 5 years I 
have been trying to structure the company in such a way, so that it can 

continue working after me.’

BUlGArIA
Country Professional sector

enGIneerInG 
Focus on

http://www.youtube.com/watch?v=ZweIbSJTSjk

www.letsenterprise.eu

leAderShIP SKIllS 
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VLADINA TSEKOVA was born in a family of deaf-
mute parents.  The fact that she has communicated with 
such people has made her better, more determined 
and active in her life – because throughout her whole 
life she had to be of assistance – since she was a little 
girl till the present moment. She graduated pedagogy, 
and as a consequence she started working as a teacher. 
This was her childhood’s dream. She has worked as a 
teacher and then she was also an advertising director 
in a very popular TV show.  afterwards, she studied 
psychology. She was motivated to start with TV shows 
by her work as an advertising director in a big television 
show - it was making the streets empty, people were 
hurrying back home to watch Super-show “Nevada”. 
This was a show that was giving away a lot of prizes. 
She was looking at all the happy people and that 
made her happy too. When she sets up the production 
house she decided that they have to make a family 

competition. a family show, in which the families can 
play, kids and parents can be together on stage and 
compete between themselves, show their knowledge 
and skills, have fun. 

during her student years she was working as a model. 
according to Mrs. Tsekova one experience leads 
to another experience and you accumulate skills. 
She believes that everything that a person wants is 
achievable.   Her strongest sides are: first and foremost 
is her good feeling and her ability to understand people 
and to try and put herself in their shoes; also the energy 
that she accumulates and rushes to distribute. She 
lives at the present moment and knows that she has 
strength and energy; nevertheless she is 48 years old. 
She believes that even when she will be 60 or 70 years 
old she will continue to work.  She has been learning 
throughout her whole life: from books, television, 
people, people’s experience, the experience of people 

who have succeeded.   

Throughout the years 
her work has given her 
happiness. She simply 
lives with joy. Every work 
that she has done, as a 
teacher, model, producer 
and PR expert – she has 

done it with love.  according to her even if you start 
making a cake - if you don’t do it with love, it won’t 
be good. She wants to be a missioner – in africa, india 
or somewhere else. She wants to be in a place where 
she can give love, energy and help in some way – by 
educating and teaching because she want to be able 
to give all of my experience to someone who would 
be able to use it.

Vladina Tsekova was born in a family of deaf-mute parents. She graduated at Pedagogical Faculty and started 
working as teacher. This was her childhood dream. after that, she sets up an advertising and production house 
and created some excellent television shows, which were very successful. Some of them are already in the past, 
but now her team is making new things.

Vladina Tsekova 

‘It has never been very hard for me to attract clients, maybe 
because I am very open towards people.’

BUlGArIA
Country Professional sector
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coMMUnIcATIon SKIllS 

http://www.youtube.com/watch?v=Ivbrkyolnhw

www.letsenterprise.eu

‘The truth is in the simple things.’

http://www.youtube.com/watch?v=IvbrkYOLnhw
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YURI KOVACHEV is jewelry maker but the last 
years he became very popular with the ayurvedic 
courses which he leads. as a child he was always 
creating things. His parents should have noticed that 
he was constantly doing something with his hands 
- hammering, trying to repair broken stuff. during 
that time the things he loved the most were his yoga 
practices and creating something with his hands. This 
made him think that he should work something that 
allowed him to create. So he took a decision to learn 
a craft and found great coppersmith, who offered 
him apprenticeship. He stayed with him for nearly a 
year and learned how to crate a form, a plastic art out 
of metal sheet. He was lucky at that time, because 
everything he created and did with his hands was 
immediately bought. after one year the craftsman 
went abroad and he couldn’t continue his education 
and moved on to jewelry instead. His development 

as a jeweler was helped by the fact that he went to 
Russia and stayed in Moscow for 5 years. it helped 
him a lot to develop his jewelry craftsmanship and 
it also helped to determine his interest in ayurveda.  
So when he came back to Bulgaria, having some 
experience already, he had to make an effort to make 
himself known as a jeweler on the market. Thankfully 
to his friend his work as a jeweler in Bulgaria 
developed quite well but was becoming harder and 
harder for him and he reached the point where it was 
not enough to do only jewelries.

at that moment Mr. Kovachev had decided that it is 
much more important to do the things that come from 
your heart - because otherwise you are neglecting 
the fact that you have a talent. That is why he did not 
have any troubles and concerns to move easily from 
jewels to cooking – the culinary part of ayurveda. 
Mr. Kovachev feels like a person who is lucky and 

happy, meaning the string 
of changes in his life that 
may seem very drastic from 
the outside, like cataclysm 
- but for him it’s just a 
transition from one thing 
to another, a transition that 
brings qualities. He believes 
that it is very important to 
understand what you are 
good and what you are not 

good at and then to put your efforts in the direction 
where your strengths are.

Yuri Kovachev is jewelry maker but the last years he became very popular with the ayurvedic courses which 
he leads. He prepares delicious food in some popular vegetarian restaurants in Sofia. as a child he was always 
creating things. His parents should have noticed that he was constantly doing something with his hands - 
hammering, trying to repair broken stuff, etc and sent him to study at the Technical university because of this 
technical inclination. 

Yuri Kovachev

‘Then I understood that the biggest art is to actually combine both 
things and harmonize their role in your life – to have spiritual values 
and uphold them and at the same time not to reject material values 

and welfare.’

BUlGArIA
Country Professional sector

TrAde 
Focus on

http://youtu.be/ma8KIwFXBtg

www.letsenterprise.eu

TechnIcAl SKIllS

‘I believe that this is very important. First, to 
understand what you are good and what you 
are not good at. And then to put your efforts 

in the direction where your qualities are.’



LPKKY Development and Adult Education Unit

The LPKKY contains the following colleges in the West Tampere region: Vocational 
College, College of Crafts and design, Music College, open College, and Liberal 
adult Education College. The LPKKY is a versatile learning and development 
organisation with over 30 different study branches operating in a rural region, 
which is sparsely populated, with long distances between town centres. The 
development and adult Education unit was formed by combining two units at the 
beginning of 2011.  

The development function is to prepare and implement regional development 
programmes and plans, together with municipalities and enterprises in the 
area. The development unit supports and implements regional development 
objectives and projects, helps in marketing, and promotes cooperation between 
municipalities in their quest to develop public services and administration.

The adult Education function is the planning and organizing of adult education 
in the region. There are approximately 1500 students every year on courses of 
various durations.  

Apprenticeship	training is organised by the unit with approximately 180 
students annually. 

All	our	projects (so far about 45), focus on the varied development and 
organisation of adult education and training. Topics include, for example, 
new methods, new tools, reaching new target groups, and the development 
of personnel in enterprises.

		 International	projects

We have participated in over 20 international projects. Through these projects we 
have developed wide networks.  

		 Contacts	with	the	working	life

The aim of the training courses is to meet the demands of the working life.

		 Funding	for	our	courses	comes	from:

Enterprises 

Employment offices, Employment and Economic development Centres, Ministry 
of Labour

Ministry of Education, Regional governments, Finnish National Board of 
Education 

		 Examples	of	training	courses:	

Training courses for singers and songwriters

Further training course for rhythm music artists 

information technology, basic and further education courses

Vocational upper secondary qualification, information Technology

Technology industry / further education courses (robotics, welding technology 
etc.)

Wood industry / further education courses

agriculture / further education courses  

Secretary / social services and health field

Further vocational qualification / accounting and business

Specialist vocational qualification / foreign trade

Language courses

Communications  

Entrepreneur training courses

Well-being in the work place, development of the working community

Basic skills certificates in different fields

* LPKKY stands for Länsi-Pirkanmaan koulutuskuntayhtymä

http://aikkari.lpkky.fi

Who we are



132

WE STARTED out 20 years ago. i’m airi Talonen and 
as i was starting the business i had two children at home 
and the third just starting school. The business begun in 
a sitting room at our house with quite small investments, 
a phone line and an old copier. 

‘I (Jyrki Talonen) was a journalist at that point. 
As we travelled ourselves we noticed there was a 

market, a demand for travel services.‘

our very first product was a cruise to Åland islands, 
and Norrtälje in Sweden. The next year the Baltic 
countries gained independence. in a way, we had a 
situation a business gets very seldom. There was an all-
new, unexplored market for travel. it was a historical 
opportunity, but opportunities aren’t just given to you. 
You must grasp it and manage it.
We had travelled a lot in Europe, and had been watching 
the Swedes. They did day trips, shopping in germany. 
So we began to sell shopping day trips to Tallinn 
very strongly. Then the restrictions to the amounts of 
shopping ended, and the number of trips exploded. at 

some point the bus never turned off the engine. if this had 
continued, we’d have had little other business, but then 
a new law decreed you had to spend 20 hours abroad to 
bring in alcohol, for example. That forced a change, for 
the shipping companies to provide better ships to sleep 
in and for us to think up sensible timetables. 

We travelled a lot in the Baltic states back then. Finns had 
a great wish to help Estonia. We tried to find a trustworthy 
partner, even told them how to operate. guided and 
taught them, even paid some in advance so they could 
buy spare beds and other necessities. i think we did very 
well to demand everything was in order and suitable, 
before taking customers there. developing a product is a 
job in itself. it’s a tough challenge, to never stand still and 
just admire your work. Times change, and soon the old 
thing is no longer good enough.
‘To compete you must have something, a product of 
your own and – Have to help—to do it differently to 

succeed.’

Nowadays everything’s on the internet, and it’s a challenge 
to provide all the reservations and information online 

as well. We sometimes wonder whether we’re needed 
anymore, but so far we’re on top of it. Jyrki has a wide 
knowledge of history, it has helped. i’m originally trained 
in medicine and Jyrki is a journalist, both professions in a 
way have responsibility for the individual. We’ve tried to 
do the same in travel business. The important thing is to 
take care of the customer, so he’ll come back to us. We’ve 
never promised what wasn’t there, or was disappointing. 
in retrospect, what i would perhaps do differently… the 
first 5 years when Jyrki still worked outside our business 
were quite hard. But it’s not easy to commit the whole 
family to just one source of income. Entrepreneurship 
is not for five days a week, eight hours a day. You must 
enjoy the work. Yes, that’s another side of it. it gives 
you a lot to succeed in something. if you can’t bear the 
responsibility, it’s hard. But you shouldn’t fear it. if you 
must make a huge decision, well, it’s all for yourself, in 
a way. You must evaluate the risks, not overextend or 
you’ll quickly have problems. What’s your capital, and 
never spend it all at once… Prudence is the key.

airi and Jyrki Talonen are the founders of the ikaalisten Matkatoimisto Tour operator agency. They have run 
the business since 1991, and their company has been rated one of the most reliable in Finland (the second best 
in the year 2008). This year they were given an award for the long lasting co-operation with Estonian spas by 
the Estonian Spa association.

Airi and Jyrki Talonen

‘You must have a drive for entrepreneurship. 
Do it with all your heart, otherwise it’s difficult to do.’

FInlAnd
Country Professional sector

ToUr oPerATor
Focus on

http://www.youtube.com/watch?v=xp3S-U2eTPk&list=P
le8ee152524274796&index=3&feature=plpp_video

www.letsenterprise.eu

ABIlITy To MAKe decISIonS
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I BEGAN accidentally, i took care of the neighbours’ 
children since i was home with my own, and it became 
a profession. i never planned it, but didn’t want to 
take my own babies to daycare, so…

i was ignorant at first, but there was a thriving society 
of childminders here, and i got the best advice from 
the other minders.

after high school i studied home economics, it gave 
me all the skills i needed. There was no training for 
child minding then, i just studied what i wanted. i 
also learned accounting and began to understand 
the fiscal things. You must charge enough to live on 
and to pay the subsidiary costs.

The first 5 or 6 years i forgot to take care of my 
retirement and other insurance, so my pension will 
be smaller. You must find out about these things, it 
affects your future.

The work is the same every day, going out with the 
children, food, rest, snack, out. The days are long, 
up to 10 or 11 hours. You should train for this, you’ll 
learn important things. ask for advice. and the 
responsibility can seem heavy.

it’s a great moment when they’re all grown up and 
visit and have happy memories of being with me. i’ve 
done something right, if they remember good things. 
it can’t be all fun, but if the last impression of the day 
is positive, it’s been a good day.

She is a private childminder, and has done this work for 26 years. She is doing this job with her heart and she 
is a very popular nurse. She is using as much locally grown food as possible and she is collecting berries and 
vegetables from her own garden or forest to be served for children. 

Arja Isoviita

‘The best thing about this work are the children, they help you 
carry on. This is very interpersonal work and every child and 
parent educates me, they give me more than I can give them. 

There are great moments every day, what children say and do, 
how they grow, it’s a joyful work. And you can be proud of it.’

FInlAnd
Country Professional sector

chIld cAre
Focus on

MoTIvATIon

http://www.youtube.com/watch?v=od62eBe9hnc

www.letsenterprise.eu
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I’M AULIS JALASKOSKI and i sell furniture. i 
thought to see if i could succeed, for a year. it’s been 
55 years. i learned to make things at my father’s 
workshop, but i thought i didn’t want to get in the 
business.

i got a job in Tampere as a furniture painter in a shop, 
as it was done then. The manager recommended i 
study, that i was good. after a few years of learning at 
work i did my masterwork. i had to study economics, 
too, to get the full mastery.

There was a furniture shop for sale. i went to the 
bank. i was amazed that so many people trusted me 
to succeed, that they guaranteed my loan. i bought 
the shop in ’56 and a draper came to work for me. 
When we serve the customers well, they come back. 
They are capital for a business.

in ’68 we set up a cooperative with 7 entrepreneurs 

and had our own line of furniture. We had two shops 
by then and more employees. in ’75, the longish 
name was changed to Stemma, and now there are 45 
to 50 partners and shops all across country.

The entrepreneur must develop his skills too, not just 
the shop. and treat all customers appropriately. They 
all pay with money, and money is what a business 
needs to succeed. if a customer trusts the business, 
he’ll come back.

and you must keep up contacts. at one time there 
were six banks and we had loans from all of them, 
with my wife as guarantor. The banks simply trusted 
us, and that’s what you must create. Respect, trust, 
and honesty keep everything going.

My greatest achievement is trust, having four 
generations of customers from the same family, and 
customers coming back. i’ve done it right.

a new entrepreneur 
must research his 
area, is there room 
for a new business.  
and he must have 
skills and ability to 
set up anywhere, 

and guts to not give up. There’s always a solution. 

an accountant is essential for a business, he can tell 
when to save or to invest. if you can’t do accounting 
yourself, get an accountant who understands 
business. 

You should know what your customers know, so 
you can talk with them and gain trust and mutual 
understanding. We are good at customer service, 
since even other entrepreneurs ask us how we do 
it… it’s our way.

He has been in the furniture shop business for 55 years. He has trained himself all his life in numerous 
courses and trainings. He was one of the founders of Stemma-furniture shop chain. Stemma is today one of 
the biggest furniture shop chains in Finland.  aulis Jalaskoski is still running his own business in Hämeenkyrö 
at the age of 85. 

Aulis Jalaskoski

‘As an entrepreneur you don’t get employee benefits. When you 
have a business, you play your skills like cards and see if you 

win, or if others win, you must do better.’

FInlAnd
Country Professional sector

FUrnITUre ShoP 
Focus on

http://www.youtube.com/watch?v=nGirz_ijAyQ
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I’M VARPU SUONTAKA-LAHTINEN. 

i have a small flower shop in ikaalinen. i inherited it 
from my parents 30 years ago, and it wasn’t easy at 
first. i was very young. i thought first to be a gardener, 
but luckily i got into a very good flower shop as a 
trainee, and so became a florist. i educated myself 
further abroad to strengthen my skills. as i got the 
shop i began competing, so i named the shop after 
myself.

i’ve been very glad i began competing, though it was 
hard work. Training and everything cost money, but i 
got strong skills from it.

i’ve had great support, Marianne and my other 
teachers are unforgettable. and many of my foreign 
contacts have become very close and been a great 
help, Finland was a bit isolated then.

Perhaps i should have had economic training right at 
first, not after a few years. i’ve been a bad shopkeeper 

but a good florist. There’s not been trouble, but maybe 
i am too pedantic about the flowers. i should think 
more about the sales.

one of the greatest moments was the award from 
other entrepreneurs in town. i had built my credibility 
and success. and then professionally, the very first 
Finnish championship, no others feel as good as the 
first.

The hardest thing was maybe this arm injury at work. 
This work needs eyes and hands. it’s hard, and sad, not 
to be able to work properly yet. 

This is demanding work. With living material, you must 
know it well, you can have big losses if you don’t. and 
there’s the seasonal rush, big summer weddings etc. 
it’s sometimes hard but also rewarding.

i enjoy and love having my flower shop. understanding 
the customer’s idea and carrying it out creatively, it 
rewards both. i’ve never wanted to close the business 

down for any reason. i’ll be making bridal bouquets 
again.

She is the manager of the flower shop. She has succeeded very well in floristry competitions nationally and 
internationally and also worked a long time as a judge in various national and international competitions in 
floristry. Not only educated herself, but she has taught many promising young florists for competitions. 

Varpu Suontaka-Lahtinen

‘Whatever the business, you must have skill and credibility. 
Economic skill is also a must, even in small business. You 

shouldn’t have a business “because it would be fun”, if you 
want it to succeed.’

FInlAnd
Country Professional sector

Flower ShoP
Focus on

MoTIvATIon

http://www.youtube.com/watch?v=9XKor26h5ay
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THE PLACE where we train adults is a former 
school at Kihniö. We have business training as well 
as training for natural cures. i’m the CEo and chief 
trainer of the natural cure school. i’m originally a 
nurse and studied different therapies in Finland and 
abroad.

Nowadays many people combine medical education 
with natural cures, but when i did at mid-80’s, it was 
thought strange and there was no such training in 
Finland. My baby had infections very often, and 
another nurse suggested homeopathy. it helped, and 
i thought to start studying natural cures. i got really 
interested and graduated first as a shiatsu therapist.

i kept studying but also opened a small natural cure 
business. i spent the day at home with my children 
and went to my business at nights and weekends 
when my husband was home from his work. a couple 
of years later i was asked to fill in for a teacher at 

Frantsila, where i had studied, and so my teaching 
career began.

What i’ve always wanted was to combine medical 
and natural cures, i think they complement each 
other. i want to lessen prejudice and show that these 
cures work, and give people a gentler way to care for 
themselves. Whether i’ve succeeded, we’ll see when 
my work is over. There is some cooperation but i’m 
not done yet. But it’s a success when customers say 
they feel better.

My family and friends have always supported me, but 
i haven’t felt the need for much support. This work 
supports me. i know i’m in the right place and on 
the right track, and when people tell me i’ve helped 
them, it’s the biggest encouragement.

Money is not important. This is a lifestyle. i haven’t 
gotten rich, but it’s important that i can decide for 

myself. if i need more money, i’ll work more. There’s 
nothing i wish i’d done differently, if i’ve made a 
mistake, i’ve learned from it. Mistakes teach you and 
if you’re afraid of making mistakes, you should not 
be an entrepreneur. You succeed or not and you live 
with it, it’s life.

i really appreciate making my own decisions about 
how and when to work. i don’t have set working 
hours, vacations, days off, i have a life. i live this and 
enjoy this. i never thought to retire, i’ll just work a bit 
less. as long as i can still speak, the work goes on.

CEo and chief trainer of the natural cure school. She is originally a nurse and has studied different therapies 
in Finland and abroad. She a popular lecturer in many training courses. in addition to natural cure training 
their company offers for example adventure events and meeting organizing services.

Annikki Kulmala

‘Money is not important. This is a lifestyle. I haven’t gotten 
rich, but it’s important that can decide for myself. If I need 

more money, I’ll work more.’

FInlAnd
Country Professional sector

nATUrAl cUre TrAInInG
Focus on

http://www.youtube.com/watch?v=Qqfkxqbctww
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I’VE BEEN AN ENTREPRENEUR for 21 years, 
i was 22 when i started. Why? My parents taught me 
to work, and my employers encouraged me. i met 
many people who were influential in the business 
world. Then my employer gave me this chance, i took 
it, and never regretted it.

When very young i wanted to be a cop, but it seems 
i had entrepreneurish traits even as a child, as my 
1st grade teacher said. i never thought i’d have a 
bookstore, but here i am.

as i took up bookselling, very young, i thought that 
if i begin with nothing, i’ll not fall very far. it gave me 
courage. 

i was 23 and confident, and some people thought i’d 
fail soon, but aha, here i am, still.

Studying while working wasn’t fun, but i got a 
diploma for bookseller business skills at the institute 
of Marketing.

i’m very social, i like people, customer service 
and problem solving. i couldn’t imagine working 
anywhere else than in this kind of customer service 
business. i do my best to serve my customers. The 
best thanks is that people here don’t buy books from 
a bookstore, they buy from Satu.

She has been a bookshop owner for 20 years. She has been active in different associations relating 

entrepreneurship (entrepreneur society, JCi Kyrösjärvi etc.) and also in other groups. 

Satu Holma

‘Believe in yourself and be persistent.’

FInlAnd
Country Professional sector

BooK ShoP
Focus on

MoTIvATIon

http://www.youtube.com/watch?v=KnIceho01yk
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MY BUSINESS ORGANIZES corporate 
events, i’m the manager, entrepreneur, producer 
and artist.

i’m a musician and a performer. i had trouble with my 
voice and turned to this, after varied economic and 
entrepreneurial training. it was enough to start with, 
then i learned by doing.

i was an entrepreneur as an artist. Then i had to think 
of something else, not to rely on my voice only. Not 
every idea was good. i performed mainly at corporate 
events, since 14 years ago. When you meet different 
producers and promoters and artists, you see what 
works, or not.

i would do many things differently, it’s been hit 
or miss. Hire a professional as consultant, rethink 
economic and professional details. accounting, 
especially. But you learn by doing, in this you just 

have to have experience.

There is training nowadays. There are many sides in 
event producing, the musicians, crew, filming, graphic 
design, everything. it’s best to learn something really 
well, be an expert. i did everything and i have only 
now seen what i’m good at, after 10 years.

Competition is stiff, and you must stand out. it’s a 
great asset to have been at 1500 events, performing 
and producing, seen what works or doesn’t. You can 
see who among the competition offers quality.

This takes hard work. You make no sales without 
customers. You must listen to the customer, it’s his 
event. artists often forget it. Prepare to work nights, 
holidays, when everyone else is partying. You must 
tolerate stress, there are constant changes. You must 
want to work in this business, and work with your 
heart, not just as a job.

CEo, entrepreneur, event producer,  troubadour Finnish championship, artist. The company   organizes 
different kind of events (for example recreation days, company parties) for companies, organizations etc. 
They are also renting equipment (decorations, properties) for parties. They have many co-operation partners 
to work with. 

Marco Äijälä

‘If you want to start your own business, educate yourself or get 
yourself a good consultant/tutor. 

You must work hard, but it must be something that you do with 
pleasure, with your heart.’

FInlAnd
Country Professional sector

evenT ProdUcTIon
Focus on

http://www.youtube.com/watch?v=AoyJTcyowqg&featur
e=related
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IN THIS GREENHOUSE in ikaalinen we 
grow organic tomatoes and other vegetables. as an 
entrepreneur i manage the trade. i’m also interested in 
cars, since a man maybe shouldn’t like gardening…

i had no training in gardening before i began this work. 
i’ve had training since, but before high school i went 
to work at a greenhouse and never went back. it gave 
me the idea to start my business. it’s all about making 
your own choices, i wanted to work for myself.

all growing is organic, but here it means not using 
chemicals at all, and growing in soil. also being 
otherwise environmentally friendly, we use only 
water-produced electricity.

There are 25 of us, packing, growing, maintenance 
etc. With every new employee we discuss organic 
production, how they feel about it in their life. all 
employees are trained to always consider quality.

We trade across Finland, with small amounts exported. 

There are 3 or 4 large organic businesses in Finland, 
not a lot of competition for us. With organics, we’ll 
never reach the amounts that growing with chemicals 
do. We must consider all circumstances, long darkness 
or cold will affect the plants’ development a lot.

all the choices we make about marketing and our 
image as a company affects the popularity of organic 
produce. i think we’ll succeed making organics, not 
just us, a nationwide brand. We’ll see in a few years.

The greatest challenges are in the growing, since this 
is a very new branch, not using chemicals. We have to 
reinvent everything. 

We’ve really focused on marketing and having good 
partners there. We negotiate weekly with the largest 
retail chains, bringing out new products and marketing 
campaigns. That’s a great thing, to influence people to 
buy organic produce.

My dream could be diversifying, having different 

vegetables to sell, not just the basics. The best advice 
is to research carefully what is feasible and profitable 
to do, and to cooperate closely with the retail chains.

CEo.  The company started to grow vegetables in the year 2000 and today it is one of the biggest organic 
greenhouse vegetable producers in Finland. The company has 25 employees. They are selling vegetables all over 
Finland.

Ari Kulmanen

‘Good relations and network help you to success.’

FInlAnd
Country Professional sector

ProdUcer oF orGAnIc veGeTABleS
Focus on

IndePendence

http://www.youtube.com/watch?v=UbjqIhncmTw&list=
Ple8ee152524274796&index=10&feature=plpp_video
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MY FATHER made cheeses for more than 40 years, 
as did his father, and i have four siblings, of whom three 
are cheese makers. after finishing my studies i worked 
in another business, but here in Finland in 2002 i got 
the idea of starting cheese making for my own. So i 
established my business of delicacy cheeses.
 Making the decision was quite easy for me, because i 
knew i could make cheeses, but what i didn’t know was 
whether i could sell them. When you start a business 
and apply for loans, you must have loads of calculations 
and research, but how do you operate against the fact 
that you don’t know if anyone will buy your product? 
a cheese factory you can’t establish on calculations 
alone. You can look at statistics of what kind of delicacy 
cheeses Finns will eat, Finnish or imported, and then the 
merchants... i went to interview cheese merchants to ask 
whether this or that kind of cheese sold well, or what 
kind of cheese they would want. and that’s the way i 
began my business. But when i spoke to the merchants 
in Tampere, Helsinki and Turku, they all told me not to 

make the cheeses strong. But i thought to myself that 
i will make one strong-flavored cheese, since that’s 
what i like best. and that cheese, Vilho, became our 
best-selling product and half our annual income comes 
from this one variety of cheese. i didn’t do as others told 
me to, but as i felt i should do. in Switzerland we had 
a typical, local, village cheese factory. it means there 
is one cheese factory for 2 or 3 villages and all dairy 
farmers around bring their milk there morning and 
evening, right after milking. We make a batch of cheese 
every day of the year. We children spent our time in the 
factory since it was a family business. We were involved 
from a very young age and helped with stirring the large 
kettles and heard our father talking of the problems and 
why something had happened. We grew up with it. 
after basic schooling i went to study cheese making 
in Switzerland, but i was young and the world was so 
big, i wanted to go and see more of it so i went to work 
somewhere else. i like working. i don’t keep track of 
the hours, “i’ve done my hours and it’s 4 o’clock, i must 

leave now”, i can stay till five or six if there’s work to be 
done, i don’t care. of course, if you have a family, you 
must settle with them how long you’ll be at work. There 
have been many high points, but... i always try, there are 
three employees now in our business, that it would be 
nice to be here every day. Small high points are if our 
cheeses get rewards or if i hear a top-level restaurant 
is serving our cheese to their customers. i’ve heard the 
Finnish president has taken our cheese as presents 
when visiting abroad. These things are very nice and let 
you know that you’ve succeeded. 
Even ten years ago there was no talk of local foods, or it 
was a very small thing, local food or organic food, Finnish 
food, it wasn’t a consideration. Now, if you open the 
paper or anything, anywhere, you always see things 
about local food. This time is very different from what 
it was even ten years ago. our greatest asset really is 
our employees, because a business will not function 
without workers. i feel they are the most important 
thing, the root of everything.

Cheese Master and cheese maker since 2002. originally born in Switzerland where he also got his know-how 
for cheese making. He has managed to bring new strong cheeses to Finnish markets. He has been awarded 
several times for his tasty cheeses. 

Peter Dörig

‘You must believe in yourself and do what you think is the best. 
Take care of your personnel.’

FInlAnd
Country Professional sector

ProdUcer oF cheeSeS
Focus on

http://www.youtube.com/watch?v=kzhMZejd7fQ&list=P
le8ee152524274796&index=1&feature=plpp_video
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MY COMPANY is ikitaito oy, and we do 
metalwork subcontracting for the building industry. 
We work in Pirkanmaa region, with 13 employees 
at the moment. in this sort of a company the CEo 
is the person who does every kind of work. our first 
company was in a different line of business than this 
one. We kept working and expanding and had large 
debts and facilities, kept hiring people, and then 
came the recession in the 1990s. With all the foreign 
currency loans, when our customers went bankrupt, 
so did we. That was one of the bad moments in my 
entrepreneur’s career. Luckily the world kept turning, 
and there was some good anyway: i trusted myself, 
even though it seemed very difficult to begin again. 
and my family trusted me, didn’t blame me or leave 
me. and one bank manager still trusted me. So i 
established ikitaito in 1992, it’s 19 years old now. 

it’s not been a walk in the park, especially in the 
beginning, for the first 4 or 5 years i leased an 

unheated facility, less than 100 sq meters when we 
began. Being an entrepreneur, it’s always been about 
the customer’s needs, what we as subcontractors can 
do for the customer, how we could do it cheaper and 
sometimes with better quality. For an entrepreneur 
it’s very important to deliver what you promise. 
Especially for a subcontractor that’s a small part of 
the larger company, making a small part. You don’t 
make your deliveries by the calendar, you do it by the 
clock. 

Trust yourself and trust your idea, of course making 
sure that your idea is viable. if you don’t trust your own 
idea, no one else will either. You can’t sell an idea you 
can’t see succeeding. The most important things are 
to promise what you can do, if it’s about an industrial 
company, and deliver what you promised, when you 
promised. Be sure of your schedules and never promise 
what you can’t deliver. always promise a little bit more, 
however, to keep busy. and don’t burn your bridges in 

any direction, that’s important. if you lose a customer, 
you don’t succeed with him, but succeed with another, 
never complain about the other customer. and never 
speak ill of a competitor. The idea of a company is not 
to badmouth others but to give a little better service 
than they. 

The high points for myself... Being awarded the 
entrepreneur of the year in 2008 by the local 
entrepreneurs’ association, it was nice. and some things 
with customers. at some point there was a newspaper 
interview. i mentioned a customer and i said that you 
must make yourself so important the customer can’t 
manage without. They laughed at me when they read 
the story, how sure i was of myself. and then the very 
next night the night shift manager called to say that 
they had ran out of some parts, could they come and 
pick them up right away. i was important after all, they 
couldn’t manage without me for 24 hours. 

He is the manager of the company which makes mainly subcontracted metalwork for construction sector. The 
company was established in 1992. He got an award “The entrepreneur of the year” in 2008 in Parkano town. 

Reijo Lempinen

‘Don’t burn your bridges in any direction, that’s important. If 
you lose a customer, don’t succeed with him, but do succeed 

with another, never complain about the other customer. And 
never speak ill of a competitor.’

FInlAnd
Country Professional sector

MeTAl SecTor 
Focus on

AwAreneSS oF The conTeXT

http://www.youtube.com/watch?v=rKKl4chPrIc
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MY NAME is Veikko Salli and i’ve been an 
entrepreneur for 42 years. in this business you should 
attend the fairs of other trades, because no trade 
is locked so that everything must always be done 
the same way. There was an instance when a friend 
of mine, around 1993, was listening to a respected 
scientist, who had been researching waste removal 
business, and he said that there’s a good thing going: 
in waste removal business there’s this collection of 
material and waste bins on the ground, it’s so good 
it can’t be developed any further. at the same time 
we already had a working prototype of Molok to 
show that this particularly could be developed. The 
background of waste removal business was that it 
had been done as the removal companies wished 
it to be done. Molok on the other hand has been 
developed for the customer. 

in the 1980’s i had a lot going on after i sold the 

insulation company and had some money. i built 
sports facilities with tennis courts all around Finland, 
26 in all, of which 15 i owned myself, as well as three 
hotels. When the Finnish economy was going badly, 
i luckily had an idea of the Molok, because the waste 
removal wasn’t functioning at the hotels. it took 
me some years to gradually think through how it 
should function and how it should be done. That 
idea influenced how i took it when the banks and 
insurance companies funding my businesses raised 
their interest rates extremely high. i could then say 
“Very well, take everything”. i had several businesses 
that all went bankrupt. 

at the same time they were declared bankrupt, in the 
winter of 1991, one after another, i established Molok, 
practically without any money. The next summer, as 
the banks sued me for terminating our contracts to 
their detriment, as they said, i went through debt 

recovery proceedings. i had nowhere to ask for 
money, my children were barely adult themselves, 
there was no choice. Make money with the new 
idea or quit. When there’s no chance of begging 
for anything, you must work as hard as you can. My 
daughter was very involved in Molok, my son still 
had one of the sports facilities and managed it very 
well. He sold it some years ago, but he succeeded 
with his own business. The start of this business was 
small, with me and my daughter, and after a year i 
took on our first employee to manage the office. For 
the first 9 years i leased our facilities in Lavia and had 
a few employees to manufacture our products, with 
more subcontractors than we have nowadays. Many 
of the subcontractors helped at the development 
phase of the Molok and remained as partners that 
had good ideas for the development. at that point 
we networked naturally, there was no question of 
who would do cheapest work. 

From the innovative idea of Mr Veikko Salli, Molok Ltd has been able to create a product family that is 
suitable to use in all continents, countries and cultures. during the first 20 years of operations, Molok Ltd has 
expanded from a small family enterprise in to an international company, known all over the world.

Veikko Salli

‘You can never establish a business relying on external subsidies. If a 
craftsman can’t earn money, he’s no craftsman. You must do what you 

know well enough to earn a wage. Don’t deceive yourselves, be honest. It’s 
the most important thing for an entrepreneur also: if you imagine yourself 

to be smart and dance around taxes and do other tricks, you’ll go wrong. 
You’ll erode your own endurance.’

FInlAnd
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http://www.youtube.com/watch?v=wkmwrIvzkl0
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MY NAME is Jukka Heinäsuo. We’re at my family 
farm, we’ve been farming and doing many kinds 
of business since the 16th century on this same 
property. i was born into this family of entrepreneurs 
a bit over 40 years ago. There were some things that 
made running a business familiar to me: i joined the 
4H club and started growing vegetables, i had a bull 
from the 4H and that’s how i first earned money. 

after studying agriculture and forestry at Helsinki 
university i went to america for agricultural training 
and that was where i got a lot of ideas. There were a 
lot of enterprising advisors available and the studying 
was also more enterprise-oriented than it was here. 
We had a team of three people and we started to 
plan buying a bigger company that was on the 
market. There were many people offering businesses 
for sale and some of them seemed interesting. 
We visited several and found a plastic technology 
company called Europlast that had been making 

trailer covers since 1990. it seemed very interesting, 
since they had concrete products and we could see 
at once that there were many things left unattended 
at the company, which gave us easy opportunities 
for developing it. So we bought the company and i 
took over developing the company financially. My 
engineer friend began developing the products 
and the investor-handyman cleaned the place up, 
removed unprofitable parts of the business. The next 
year we began the product development project and 
the result was the gansi line, which you see on the 
roads a lot. 

in the fall of 2008, with a bad recession in Finland, we 
ran out of cash and needed some financial support. 
We got some new investors to join us and they had 
great industrial experience, and also solid experience 
on how a board of directors leads a company. We 
got strong abilities of leadership and of industry in 
addition to all the abilities we had ourselves, and 

now we’ve really taken off. But it’s needed some small 
leaps forward: you must get a right kind of team, find 
the right people for the right positions, and meld 
together the owners’ characters and their areas of 
competence in order to create a clear strategy with 
which to move forward. 

There are a few things i might do differently. First 
of all, the old saying of “horses for courses”, you 
shouldn’t branch out too widely. and also i would 
follow my heart more and concentrate my efforts into 
what feels good. People talk of gut feelings and wi-
fes: You really should consider what your wife feels, 
you should discuss things among the family. What 
to do, how to spend the time, how does this affect 
the family. What i would change in the business side 
is maybe being even more prudent in many things, 
try to find indicators and enhance performance in 
everything and research things better. The greatest 
wisdom is having a big group of advisors. 

He was born on the farm in which has been owned by his family since 16th century and there has been 
entrepreneurship since that time. He is still farming organically besides other business. He is a co-owner in a 
company which makes plastic covers for trailers. 

Jukka Heinäsuo

‘You must get a right kind of team, find the right people for the 
right positions, and meld together the owners’ characters and 
their areas of competence in order to create a clear strategy 

with which to move forward.’
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TEcHnOLOgIE-nETzWErK BErLIn e.V,
A social enterprise serving the Local Social Economy

Technologie-Netzwerk Berlin e.V. is a social enterprise (association charitable 
by law) 

for the promotion of research, development and training 

in the areas of need-based local and regional policies of technology and 
employment policies. 

as a network of 10 persons, and organisations, existing since 1987, it is active 
in the following areas:

interdisciplinary research group (iFg) Irg Local Economy, once at 
the Berlin Technology university (Technische universität Berlin), now 
independently working,

Training and Education centre for Economic Self-Help,

European network for Economic Self-Help and Local develop-ment 
(EuRoNETZ), … and carries out

Single activities:

•

•

•

•

•

BEST (Berlin development agency for Social Enterprises and 
Neighbourhood Economy,

Planning for real (a planning methodology, based on popular planning)

Social Accounting and Auditing (Sozial-audit).

Technologie-netzwerk Berlin e.V. 

was founded by the self-help initiative of the association PauLa e.V. 

which has at its objective the development of strategies against 
unemployment, poverty, and exclusion.

Models were the technology networks in the uK,

for the development of socially useful products

as an instrument for the fight against unemployment.

not just jobs, but Jobs for a Change, for decent work and income.

Our rationale:

We do not just pursue academic interests, the implementation of practical 
action is in the foreground of our activities.

•

•

•

•

•

•

•

•

•

www.technet-berlin.de

Who we are
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THIS VIDEO was made in the offices of 
gRaEFEWiRTSCHaFT. Reziye Bayram (Sevgi), living 
and working with her children in the Berlin borough 
of Friedrichshain-Kreuzberg, is managing the service 
in the restaurant WELTKuECHE. as a single mother of 
2 children, she just finished her vocational training 
alongside her work. Together with 5 other migrant 
women and 2 german women who do the interim 
management, she founded the enterprise and is 
member of the board. 
Sevgi was first sceptical about setting up an enterprise 
but the commitment of her colleagues and supporters 
convinced her to take the opportunity. Her background 
is a Turkish family who once came to germany where 
her father found work. Sevgi grew up in germany but 
the school was not a good place for migrants. She 
then started a training course but had to finish it for 
health reasons. Later on, her husband left the family 
and she was unemployed, and alone with the children. 
The multi-cultural group of women asked her to join 

and she took the opportunity. They then founded 
the social enterprise in 2008, named after the nearby 
neighbourhood graefe-Kiez.  They received support 
from the Berlin development agency for Social 
Enterprise and Neighbourhood Economy (BEST). in 
graefekiez, there was a restaurant already existing, run 
by a migrant HiV positive group in the neighbourhood 
who wanted to cease from their business. From 
them, the women bought the restaurant, founded 
an association and later on a ltd. company to run 
it. Furthermore, they set up a tailor shop, offering 
services and products from the countries where they 
came from.

Sevgi is not only determined on her task as a service 
manager but feels as an entrepreneur herself, meaning 

e.g. that she participates at weekly general meetings 
of the enterprise where strategic decisions are made.
With their restaurant they had much success but they 
have to overcome mainly financial problems. This 
is the case, for example, because they have to hire 
dishes when they got a catering contract. The most 
challenging situation was definitely before the start 
of the enterprise, and the risk to take a loan for the 
enterprise was not an easy decision because it had to 
be taken from private persons.
Project and management planning is done with the 
support of the BEST agency and by a person who was 
manager at deutsche Bahn railway company. This 
support will cease until end of next year, and then the 
whole responsibility for the enterprise will lay with the 
women. This is a high challenge for them after a rather 
short time after the foundation of the enterprise. on 
the other hand, the burgomaster of the borough is 
patron of the the business, and other administrations 
are supporting the enterprise as well.

Sevgi – a woman with Turkish migrant background, is mother of 2 children. She works as a service manager in the restaurant 
WELTKuECHE which was set up by the social enterprise gRaEFEWiRTSCHaFT. She is working for 3 years in this multi-cultural 
enterprise which is situated in the Berlin Borough of Friedrichshain-Kreuzberg. gRaEFEWiRTSCHaFT runs the restaurant 
which provides international food, catering for social and public institutions, and a sewing workshop.

Reziye Bayram (Sevgi)

‘Empathy is also important because our people come from 
everywhere and represent different cultures so that we 

exchange our cultural values’

GerMAny
Country Professional sector

GASTronoMy
Focus on

MAnAGeMenT SKIllS

http://www.youtube.com/watch?v=hnzBPTyjIFs

www.letsenterprise.eu

‘In my family, social relations 
and behaviour were 

very important issues.’

http://www.youtube.com/watch?v=HnzBPTyjIFs
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THIS VIDEO was made in the offices of  LEBENSNaH 
e.V. anne is director of a language school in this social 
enterprise. She lives and works in Berlin with her husband 
and daughter. anne teaches german to migrant people, 
most of them are socially disadvantaged. She founded 
the language school and works there for ca 5 years. anne 
was born in a family with many children. although her 
family could not support her very much in her career, she 
succeeded in becoming a language teacher. This is the 
second school she is working in and she also works in adult 
education centres. anne founded the first language school 
with other persons and so has a lot of experiences not 
only in teaching german for foreigners but also in setting 
up social enterprises. She set up the integration courses / 
language school department in the association LEBENSNaH  
e.V. which supports her in all her endeavours. 

Having lived in the inter-cultural Berlin borough of 
Friedrichshain-Kreuzberg she has got many contacts with 
migrant people living there. it was utmost important to 

understand the different cultural backgrounds of them. 
Equally important for her was travelling around Europe, 
learning other languages and getting known other 
cultures. 

The language school is tightly linked with the local 
neighbourhood and that secured that there were enough 
learners all the time. The local area (Werner-duettman-
Siedlung) she is working in is populated by highly socially 
disadvantaged inhabitants. in this settlement, there live 
a high proportion of migrants, mainly Turkish, and arab 
people.  LEBENSNaH provides an office in a neighbourhood 
centre there. These are very important conditions for 
acquiring enough participants for her courses. 

anne, together with her two colleagues, strongly stands to 
her values of solidarity, openness and transparency, and 

is acting co-operatively. She also stresses the competence 
of empathy which enables her to understand others and 
to exchange different experiences. anne had to qualify 
herself in language teaching and alphabetisation but all 
what she had to learn furthermore, she had to learn herself. 
This particularly is true for management skills she acquired 
‘by doing’. important recommendation she gives are the 
following: do not just rely on one source of income but 
broaden your supply in several markets. Furthermore, have 
a good mix of different persons with different professional 
background. This would enhance the sustainability of the 
enterprise.

anne Lorenz, now nearly 60 years old, lives for years from teaching german for foreigners. anne lives and works 

in Berlin with her husband and daughter. She acquired her inter-cultural skills from studies, travels and within 

the neighbourhoods she was living and working in. She is well-known in the neighbourhood where she works 

as a solidaric and experienced woman. 

Anne Lorenz 

‘The values I follow, are from my family and former work: 
To live and work in the community but in a co-operative 

way where openness is possible’

GerMAny
Country Professional sector

lAnGUAGe TeAchInG
Focus on

InTercUlTUrAl SKIllS

http://www.youtube.com/watch?v=dyr2uXQxy5s

www.letsenterprise.eu

‘All I needed to know to run the 
department I had to learn myself 

but with some support’

‘If others would like to set up 
something like our school, I would 

recommend the following: To 
build up a broader base including 

different sources of income’

http://www.youtube.com/watch?v=Dyr2uXQxy5s


14�

THIS VIDEO was made in the offices of  
REgENBogENFaBRiK e.V. in several photos, the 
various businesses of REgENBogENFaBRiK (RBF)are 
shown. anette lives and works in the Berlin borough of 
Friedrichshain-Kreuzberg, together with her daughter 
who lives and works there, too. RBF was founded in the 
beginning of the 1980s when many people squatted 
houses which were vacant that time. They squatted 
a factory premise and called it ‘Rainbow Factory’. 
RBF provides socio-cultural services and handicrafts, 
including a cinema, a timber workshop, a pottery, 
a canteen, a hostel with 40 beds, and a cafe with its 
own bakery. There are now ca 100 people working, of 
which around 60 people are employed, others work 
volunteerly. anette is managing director and co-
founder of the enterprise. She is member of the board 
and head in a management group who does all the 
necessary administrative work, including accounting, 
aquisition of money and project co-ordination. For 

her, mostly important is that the staff understands 
‘work’ not only as a burden but also as an opportunity 
to fulfill their wishes. 

This includes that all work is assessed as equal and 
that all paid members receive the same wage. The 
volunteers do not all work each day, though there 
is high continuity in the volunteer work. The paid 
workforce also does not only work for payment but 
does additional volunteer work, e.g. cleaning the 
courtyard. Sometimes people do not understand 
the rationale of RBF and then leave the enterprise in 
a disappointed way, especially when the framework 
conditions disimprove. Then the entrepreneurial spirit 

was not developed enough by their mates. Thus the 
greatest problem for anette is to make the staff from 
very different businesses to work in a co-operative 
way, in the interest of the whole enterprise. 
Where does anette draw her energy from? She does 
not know but she often felt losing her courage. For her, 
this is integral part of her work experience. But if there 
are backlashes, she says to herself: Yes, this is hard but 
we should continue anyway.

anette is director of  the social enterprise REgENBogENFaBRiK in Berlin where also her daughter works.  She 
came from Southern germany once, to Berlin where she overtook an old factory with others to provide socio-
cultural services. anette was risen as a child with parents who ran a pub. She rather was interested in running a 
social enterprise than finishing her university studies.

Anette Schill

‘Very important for me and the others is that we can fulfil 
our wishes in our work and that all our work is equal. And 

we are equally paid’

GerMAny
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SocIo-cUlTUrAl SKIllS

http://www.youtube.com/watch?v=TcIx6qZJbwc

www.letsenterprise.eu

‘The greatest problem is 
to work with so many people 

in a co-operative way. ’

‘Sometimes I am 
disencouraged but we have 

support from others. And when 
there is a big backlash, 

I say to myself: 
It is very hard but I now continue 

instead of going back. ’

http://www.youtube.com/watch?v=TCIx6qZJbwc
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THIS VIDEO was made in the offices of  STERN 
Radio BERLiN gmbH (STERaBE). Lutz Bojahr, now 
70 years old, is director of this company. He lives in 
Berlin-Pankow since his birth, with his family. He is 
now married for 50 years. actually, STERaBE supports 
unemployed people by work integration. The goal 
is to get the people working there into regular 
employment. Like many training and employment 
companies, STERaBE was set up to secure jobs for the 
staff in a former firm after the fall of the wall. Then, 
most of the companies in the gdR where closed 
down and the workforce was set free. STERaBE 
provides greening services, bicycle repair, clothing, 
a timber workshop and others. Social and economic 
inclusion often is difficult when people, having been 
unemployed for years, are to be integrated into the 
work process. The supply of STERaBE includes also 
formal training, and training on the job. The firm was 

set up when the former (gdR) firm Stern Radio was 
closed down. He then was shop steward and was 
asked by his trade union if he could overtake the 
company to secure employment for the staff. 

Lutz was born in a working class family. His values are 
driven by caring for others and being committed to 
them. He was working with Stern Radio since 1961, 
and after having bought the firm in 1991, he became 
director of the follower company.  This was a friendly 
take-over by which he and some other organisations 
founded a ltd. company to employ the staff. This 
started with much support by the government but 

now this support ceases. So, they try to look for 
other ways. He also received support from several 
agencies (e.g. BBJ Consult), and from single persons 
with experience in the field of setting up social 
enterprises. For him, trust within the company and 
with partners from the private and public sectors is 
most important. 

Lutz Bojahr is director of this employment and training company  for nearly 30 years. He would not have 

become entrepreneur if the wall would not have fallen down in Berlin. He lives in the Berlin borough of Pankow 

with his family. Lutz will soon leave his post to another person but will stay with the company as a consultant.

Lutz Bojahr 

‘Trust within the company 
and with partners from the private and public sectors is 

most important.’

GerMAny
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http://www.youtube.com/watch?v=xmrvzIoqyuQ

www.letsenterprise.eu

‘Trust people at first, see what 
they can achieve later on’

‘Besides the support 
I received, I read a lot, 

but mostly I learnt by doing.’

http://www.youtube.com/watch?v=xmrVzIoqyuQ
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THIS VIDEO was made in the offices of STEREMaT 
gmbH. Bernd Thuerk is director of STEREMaT in 
the borough Pankow of Berlin. The firm is mainly 
helping people to get in employment. Therefore they 
work together with the local authorities to develop 
projects which are of benefit for the communities. 
While carrying out the projects they provide training 
and also try to transfer the persons into real jobs. He 
sees his company as a social enterprise because they 
care for the long-term unemployed and for the core 
staff as well. 
Bernd stems from a big family with 4 sisters and 
brothers and he had a lot of friends. it is from there 
where his social commitment comes from. Social 
enterprise means to him that they work closely 
together with the firm’s staff and that they try to 
understand their problems and try to help them to 
find employment in supporting them to overcome 
problems and by building their capacities. He started 

to acquire knowledge in setting up projects and 
while carrying out the projects he more and more got 
involved into the work of the general management. 
Thus, ‘by doing’, he learnt the necessary know-how. 
He just sat down at the desk of his former director, 
looked into his documents and started to work. 

over the years and with support from the stakeholders 
he managed to become a good director but this was 
only possible because of the good co-operation with 
their partners. The staff of the company also gave him 
support. They said: if someone is able to do it, then it’s 
you! He gives this support back to them and for him 
it is a pleasure to co-operate with them. if somebody 
would like to know how to become successful: at 

the beginning, it was rather new for him to organize 
himself. He had to look for people looking at him. 
it is utmost important to find people who follow 
the same aim in common. also important is to look 
for co-operation with all people and organizations 
concerned. at the start, he tried to build on himself 
but the main factor of success has been co-operation. 
Fortunately, they did not do too many mistakes but 
problems arouse when somebody became arrogant. 
To be solvent and to work correctly is important 
but also having a good accounting and a financial 
management is crucial. 

Bernd Thuerk, 58 years old, is the director of STEREMaT, Berlin. He is married and lives in Berlin-Pankow since his 

birth. He became director of this firm after unification, when the forerunner company was closed down. Together 

with other shareholders, he set up this training and employment company.

Bernd Thuerk 

GerMAny
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http://www.youtube.com/watch?v=QvKXrqpm_os

www.letsenterprise.eu

‘The main factor of success
 is co-operation’

‘Problems arouse 
when somebody became

 arrogant’

‘Having a good accounting and a financial 
management is crucial’

http://www.youtube.com/watch?v=QVKXrqpm_os


150

THIS VIDEO was made in the office of the 
enterprise. Klaus Lemnitz is director and chair 
of the board of the co-operative gEWERBEHoF 
SaaRBRuECKER STRaSSE eg. The workspace is 
located in Saarbruecker Strasse no 24 in the Berlin 
borough of Pankow. His job is to manage the 
factory buildings with 42 members, including small 
businesses, freelancers, and associations. They 
commonly acquired these premises and rent the 
spaces. in 1995 (after unification), on a former brewery 
premise, the co-op was founded by these people. 
They tried to defend their interests which ended up 
in buying and developing the premises. There were 
other investors who tried to buy the buildings for 
which a tender was made European-wide. it was a 
huge success that they got it and thus could secure 
their existence. That was in 2003 that a ‚poor people 
association’ could acquire the building because they 

stood for each other in a common effort. in solidarity, 
they understand that the single members only can 
survive when the whole co-operative thrives. He has 
to balance all the different interests. Since 2003, they 
invested ca 1 million EuR per year which for the city 
of Berlin is a huge amount. This is not appreciated 
enough by the local authorities although the co-
op achieved all this without any grants from public 
money. They received no subsidies but survived 
by their own efforts and acquired their managerial 
knowledge ‚by doing’, in exchanging experiences 
with other entrepreneurs. 

Klaus also learned from his experience as a co-founder 
of a training company where he acquired knowledge 
on iCT, legal and tax issues.  Most important in his 

view is life experience and a certain talent. This is 
particularly important for social entrepreneurs. He 
sees no contradiction in being an entrepreneur 
and a social worker at the same time. The motto 
of gEWERBEHoF SaaRBRuECKER STRaSSE is: the 
co-operative is as strong as the weakest member 
supported by the co-op. He therefore focuses on 
contact and communication to be aware of the 
problems and potential the members have. as a 
social entrepreneur, he can impact these processes 
and one outcome of this is that no one member has 
gone bankrupt since the foundation. Beneath fact 
knowledge of legislation etc., social competence is 
utmost important. This means that he as the director 
does not only obey a function but leads a team, 
develops capacities of the co-op members. Thus, he 
cannot only resolve conflicts but he achieves optimal 
results.

Klaus Lemnitz is CEo of the co-operative genossenschaft gewerbehof Saarbrücker Straße eg, since its foundation. He 
co-ordinated the planning of the site construction and the co-operation of co-operative members and tenants, in an 
excellent way. Klaus acquired his know-how in several enterprises after the unification of germany, one of them was his 
own firm. He is very much socially oriented but this was a precondition to collect enough money to realize such a big 
project – an enterprise which is very successful and recognized as one of the models for good governance.

Klaus Lemnitz

‘At first, for young entrepreneur it is important to learn 
a lot. Even if one has studied MBA, he does not already 

become entrepreneur’

Focus on

co-oPerATIve ATTITUde
Professional sector

worKSPAce MAnAGeMenTGerMAny
Country

http://www.youtube.com/watch?v=nvUcgQcztKc

www.letsenterprise.eu

‘You need social competences 
and talent, not only knowledge’

http://www.youtube.com/watch?v=NvUcgQCztKc
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THIS VIDEO was made in the private apartment 
of Rainer Milletat. Rainer lives and works in Berlin. 
He works all around the town, as the founder and 
owner of the company BauS E&a: Bureau for Work, 
Environmental Services and Structural Policies – 
Consultancy for Enterprise foundation and counselling 
for acquisition. The firm is now for 15 years on the 
market. it offers various services in the area of social 
enterprises. This includes acquisition, organisation and 
project management in the greening, gardening, and 
construction sectors. Nowadays, the firm focuses on 
the professional orientation of young people – hence 
all projects in and around schools. all is linked with the 
development of ideas, counselling of the contractors, 
participation at the acquisition, ending up with project 
counselling and accompaniment, including training. 
Rainer’s first foundation was an association but initially 
he did not want to set up a social enterprise, rather 
he was forced to do it. He only wanted to start his 
‘repair workshop on wheels’ but the Berlin Senate told 

him to found an organisation (‘Traeger’) to receive a 
grant. So he started to set up an association with 
others but this process was mainly ‘learning by doing’. 
Thus, all what they had to learn about calculation, 
enterprise planning, and accountancy, they learned 
by themselves. Partly, this development was paid 
for with hard backlashes. When they did a buy-out, 
Rainer did the ‘mistake’ (as he says himself ) to become 
the manager of this company which finally went 
bankrupt. He had to handle the bad consequences 
of this breakdown for one and half a year. after this 
experience, he looks more closely on if an enterprise 
venture is sustainable. 

He concludes with three recommendations that in his 
view are quite important when young people want to 
set up an enterprise: 

1.  Not to set it up alone but with others who follows 
the same aims;
2. To look for support where ever it can be found but 
being aware of who might be the right counsellor;
3. To never forget the (social) aims and trying to be 
rather independent from single funds.

Rainer, now nearly 60 years old, lives and works in Berlin. He has got a daughter who he has risen up. He studied 
education and has a vocational examination but he now works in a different field. With his company BauS E&a 
he is counselling and accompanying people who want to set up an enterprise or try to obtain a vocational 
profession.

Rainer Milletat

‘Firstly, not to do it alone though there may be
 any conflicts with partners.

To do it alone, means it does work out worse.’

GerMAny
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http://www.youtube.com/watch?v=S7wniXhc1vA

www.letsenterprise.eu

‘Secondly, to take help and support 
wherever it is available. Some of the 

consultants may not be good but that 
can be found out.’

‘Thirdly, to limit the risk whenever 
this is possible. It makes no sense to 

buy an office for 15,000 EUR first. 
It is more reasonable to invest the 

money in Public Relations. The aims 
of particularly social enterprises are 
endangered if one is left to the hands 

of the financiers.’

http://www.youtube.com/watch?v=S7wNiXhC1vA
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THIS VIDEO was made in the offices of  
Mietergenossenschaft unionplatz Tiergarten. 
Norbert is one of three board members of the 
tenants’ co-operative unionplatz Tiergarten but they 
usually use the term MuT (which in german language 
means: courage). He is paid as the directing board 
member and his 2 colleagues work volunteerly. He is 
also responsible for the management of the flats and 
head of the office. There is another half-day colleague 
paid who does the accountancy and management. 
MuT is located in the central Berlin borough of  
Mitte, not far away from the central station. The 
services of MuT are offering flats and managing 
them, sometimes even for foreign people. Norbert 
stresses the point that it is often forgotten that the 
legal form of a co-operative is one of the most viable 
enterprise types. one reason for that is that there 
are some supervisory bodies which control the co-

ops each year in germany. For the co-op and for 
him personally, it was a great success when in 2007 
they could offer finally a financing concept which 
was accepted by the Berlin Senate and by banks. 
MuT had some problems in getting things financed. 
But finally, they found the umweltbank Nürnberg 
(Environmental Bank of Nuremberg) which normally 
does not give funds to building companies but to 
ecologically sound projects. 

That fitted also to their need and with this bank they 
found a partner who supports them all the way. 
other successes were to receive an award winning 
prize because the tenants were involved in the 
buildings’ development. They could influence the 
shape of their flats. They also received the prize for 
saving costs. They recycled a lot of construction 
elements: at some flats there are still the 100 years 
old double glass windows but where necessary, 
they also build new isolated windows. For him, the 
strength of the co-op is that the members are tough 
and able to fight. This developed when the members 
could prevent the demolition of the buildings. They 
also got a lot of support, e.g. by volunteer members 
who for example care for the green. 

Norbert is living and working in Berlin. He is 58 years old and has got 2 sons. He lives with his family in the same 

building which he is managing. as the directing board member, he co-ordinates all the work to be done in the 

Mietergenossenschaft unionplatz Tiergarten co-operative (MuT).

Norbert Thoemen 

‘It is important to do things together and to ask for 
consultancy. If you feel secure about all this, 

I would say: DO IT!’
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http://www.youtube.com/watch?v=2qdIS8w6sgy
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‘First, look at if the business idea 
is viable. It is important to know 

where I want to start, 
what I want to do and how my 

milieu does look like. 
a) Is my supply already existing? 

b) Is there any demand?’
‘Then I have to look for many 

co-operative partners’

http://www.youtube.com/watch?v=2qDIS8w6sgY


153

THIS VIDEO was made in the offices of 
Laendliche arbeitsfoerderung Prenzlau e.V.. 
Thomas is director and member of the board since 
1991. He set up the firm with other partners in the 
region which offers services in the social fields. 
They are located in the Brandenburg region of 
uckermark which is situated ca 100 km from the 
capital Berlin and 100 km from the shore of the 
Baltic Sea. Currently, LaFP counts 250 employees 
who – in coordination with the regional authorities 
– contribute to the infrastructural development 
and to regional tourism. all these projects are 
limited in terms of time but they produce long-term 
effects. They are important for the development 
of the whole region. Some projects inlude the 
setting up of small businesses. That also means 
to support self-help but a support which not only 
includes social inclusion but also integration into 
the labour market. as stated before, LaFP not only 
aims at the development of the region but also at 

promoting the capacities of individuals and their 
motivations. 

They develop, for instance, hiker routes by contract 
with the tourism authority. LaFP digitalises them 
and other firms upload them onto websites. He 
came into the region through his wife. instead 
to move into the (richer) South West of germany 
he could stay in the uckermark because his wife 
did not lose her job there. But he had to start 
something new. This meant to learn a lot – not 
at school but in parallel to his work – on the job. 
He had to involve himself and to include others. 
Having been bumped into ‘cold water’, he states 
that himself, his family and the colleagues had to 
buffer that. Looking back, he concludes that he 
and his colleagues took the opportunity which the 

region offered to them. The greatest success for 
him is when they helped people to get back into 
life, to take responsibility for themselves and to get 
into work and durable existence. He sees so many 
opportunities and responsibilities they can realize. 
They see so many pivotal points which normally 
are seen as negative. Problems are always the 
starting point for solutions and new developments 
in the region. They have got an activity field of 
which others only dream of: helping individuals, 
and helping target groups. They can help the 
whole region if they do not declare the situation 
as positive but instead learn from problems and 
look for solutions. They do it altogether and this 
common action is the motivation for his daily work 
and life.

Thomas, 49 years old, was born in the former gdR Land of Sachsen-anhalt. His wife lived in the district of uckermark 

where she works. He followed her and started work there when he was asked to take over the direction of the 

board of Ländliche arbeitsfoerderung Prenzlau e.V. (LaFP). 

Thomas Holbe

‘We have got an activity field of which others only 
dream of. We do it altogether and this common action 

is the motivation for my daily life’

GerMAny
Country Professional sector

worK InTeGrATIon
Focus on

STAFF develoPMenT

http://www.youtube.com/watch?v=GXU3aJqnkr8

www.letsenterprise.eu

‘The greatest success for us is 
when we helped people to get 

back into life’

‘Problems are always
the starting point for solutions’

http://www.youtube.com/watch?v=GXU3aJqnkR8
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THIS VIDEO  was made in the offices of Zukunft 
Bauen e.V. additional photos show the gewerbehof 
(managed workspace) and the Bildungszentrum (Training 
Centre) of the firm. dieter is director and member of 
the board of Zukunft Bauen e.V. This association has 
founded two limited companies, charitable by Law: 
Zukunftsbau gmbH and Casablanca gmbH. He is also 
CEo of Zukunftsbau gmbH. The firms were founded in 
the former (West) Berlin borough of Wedding and now 
they are also active in the (East) Berlin districts of Mitte 
and Weissensee. in the centre of their activities is one 
product: Zukunft Bauen  helps young people to sustain 
in the society. This also means that they can live in this 
society on their own work’s income. 

His personal background is linked with the so-called 
Heimkampagne. in the early 80s, also in germany, 
there was political action aimed at opening up closed 
institutions like lunatic asylums but also institutions 
where young people lived. He started with psychiatric 
reforms but later on came back to homes for young 

people. He could wind up an institution for young 
people then. out of this institution, he sat up the first 
Wohnprojekte: appartments for young people who are 
cared for. That was in West-Berlin and he continued there 
to wind up four other closed youth institutions. it was for 
his intensive social pedagogic and political motivation, 
that he started to do this work. 
The greatest success for him is that he could help young 
people to get out of drug addiction and to start a civic 
living. He still feels joy remembering this and there are 
still young people who come back telling him that they 
did a real career. another success is the running of their 
gewerbehof  (managed workspace), of 5000 square 
meters which works very well. Through that, they could 
create many jobs. on the other hand, they were not 
successful in convincing the politicians and the society 
that a firm is able to combine economic activities with 
social ones. For 30 years now, they are urged to separate 
these in a meticulous way. at each and every audit, the 
authorities look at if these activities are strictly separated. 
The opportunity to transfer economic activities or profits 

into the social sphere, is not offered. in spite of these 
circumstances, he is happy having now 15 young people 
who are trained without any public grant. Zukunft Bauen 
raise the money through their own economic activities 
which helps them to invest into the young people. 
dieter gives some recommendations for people who want 
to set up a (social) enterprise: For him, it is very important 
to follow one’s aims. Sometime one has to go through 
deep valleys. Then it may be that one cannot carry out 
the projects in order to realize the aims. at this critical 
point, one may have doubts on oneself. in this case, and 
that may take longer time, it is better to be a marathon 
man than a 100m runner. Short term successes are often 
not sustainable. To sustain a company means to sort out 
bads and goods. Particularly in times of crises, one can 
grow and find new answers, e.g. by internal discussion. if 
you think you know already all, this may lead to failures 
in just going the same way. Rather one should look at it 
from another perspective. one should ask the own staff 
or partners to ask them for consultation, and so, one can 
learn from their proposals. 

dieter Baumhoff lives and works in Berlin. He is in his 50s and worked in a lot of diverse enterprises before. 
Together with his partner, he sat up Zukunft Bauen e.V., 30 years ago. it started with helping young people 
who squatted a house. When it became clear that these young people did not only need a place for living but 
also the prospects of getting vocational training and employment, they set up three social enterprises: Zukunft 
Bauen e.V. (registered association), Zukunftsbau gmbH and Casablanca gmbH (both of them ltd. Companies).

Dieter Baumhoff

‘You can learn from their solutions, too. 
This may be encouraging to go one’s own way 

and to look how far one can go’

GerMAny
Country Professional sector

conSTrUcTIon
Focus on

TrAInInG And eMPloyMenT 
For yoUnG PeoPle

http://www.youtube.com/watch?v=vBpByt_A5Po
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http://www.youtube.com/watch?v=VBpByt_A5Po


Social assistance Center district Zoliborz is one of 18 district 
centers in Capital City of Warsaw, represents public authorities at field 
of social policy.  it provides most of social assistance services for citizens 
of district Zoliborz. our mission is to serve with professional, respecting 
human dignity and effective help to all citizens Zoliborz

our’s unemployed reintegration programme is an offer for people of all 
age.  SaC realizes job centre programme, entrepreneurship programme, 
job placement services,  cooperates with many partners (Ngo’s, schools, 
authorities, entrepreneurs) to develop social activity and civil society. is  
for gender equality and civil rights.  

as first Social assistance Centre in Poland we began “Volunteerism in 
SaC” programme. unit prepares and implements the biggest number of 
social projects financed from external funds in district. 

SaC performs a role of local Ngo’s animator. as leader and participant 
of local and global partnerships it became link between third sector, 
business and public authorities.

SaC provides non – formal education for it’s clients at many fields 
(communicational, proffesional, educational, childcare skills etc.)

http://www.ops-zoliborz.waw.pl

Who we are
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OF COURSE, in general children do not have to run 
a family business.  But if one runs a family company, 
employment is more stable, they won’t dismiss you 
as it is yours, established and developed by you and 
earlier generations but one has to have children, 
a family business. But i think it is a good reason to 
establish such family. 

What to do in case of any problems? Most of all, you 
have to be aware that difficulties will occur for sure 
and constantly.  about three times a day.  You have to 
take it for granted, and be aware that difficulties are 
to teach you something, that they are not a proof of 
your defeat, do not always mean that there was your 
mistake. 

Numerous gallup studies prove the thesis that the base 
of a personal success of one, no matter where he or 
she lives, what does for living, is the level of emotional 
intelligence not iQ. iQ is of course important but there 

are people with low iQ who have fantastic successes 
and those who have high iQ and do not achieve 
great results. There also some with high intelligence 
and successes and those without intelligence and 
successes at all.  There are no correlations in this field. 

Emotional intelligence, i.e. the ability to build relations 
with other people, is revealed in the static reliability 
of successes in life, and running a company is work 
management, team work supervising, ability to 
organise work of groups of people, noticing potential 
not costs in other people, the ability to offer trust even 
it is abused in the beginning. These are traits necessary 
in entrepreneurship.  The nose to business is not stable 
but work with other people is what is essential. 

andrzej Blikle is the owner of a family run cake shop, a cafe and delicatessen. His company is renowned in the 
whole country.  it is known of high quality products, elegance.  The most known products of this company are 
delicious donuts. 

Andrzej Blikle

‘Making mistakes is an element of running a company, 
but one has to use each mistake for 

learning something.’

PolAnd
Country Professional sector

Food IndUSTry
Focus on

http://youtu.be/ac7xoFqrqJs
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eMoTIonAl InTellIGence 

‘The only sure guaranteed way 
for having a calm senior life 
is children who run a family 

business.’

‘Honesty is the most important 
thing.  Also emotional intelligence 

is essential.’
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I ACQUIRED my fundamentals in students 
theatres.  i, together with a group of people, created 
the theatre called Jedynka in Pomerania, at the time 
when important social and political transformation 
were taking place there.  
i finally was not afraid to open my own theatre, which 
i always dreamt about, to become a theatre director, 
director of a theatre which can be developed from 
the very beginning. i did with my colleagues actors 
who were thinking the same way as i did. We created 
the formula, which we called the Teatrum Society, we 
began to produce our own plays, of various artistic 
quality.  our first play was “Children of a Lesser 
god”, it was a Polish wide experiment, unique in my 
opinion. it was a great performance with deaf-mute 
actors, which was very successful and was a reason 
of the further development.  We found a small stage 
in the ruined Sokolnicki Fort in Zoliborz district in 
Warsaw, only thanks to that time’s very favourable 
treating of culture initiatives by Zoliborz authorities 

and they allowed us to open our centre there.  Result: 
a great success, it hosted numerous festivals, musical 
concerts, the atmosphere we created there. Cultural 
centres are developed for years and this place started 
to attract artists and our activity forced a change of 
authorities’ thinking about Sokolnicki Fort. it was a 
kind of a sensation, the authorities decided to invest 
money and create a culture centre there.

i was able to persuade several persons to open a 
partnership, in which several artistic things would 
be functioning - a musical club, a theatre, a musical 

and theatrical entertainment agency, and the space 
for renting or allowing for activity of other entities, 
festivals.  a business plan resulted from it, not even 
by accident but it offered chances that each of these 
elements, that had no chance to exist individually, as 
a theatre can not work on itself at such large area  The 
Music Club is also a risky enterprise, maybe renting 
place for events and entertainment agency are more 
prosperous.    in a joint activity all these elements 
can mutually work on each other and have economic 
influences on them.  

anna gornostaj is the director of a private, modern theatre in Warsaw.  The Capitol Theatre serves also as a place 
for various meetings, a music club, is hired for realisation of events and festivals.  

Anna Gornostaj

‘I am very pleased of this as I had a substantial contribution 
in it.  It made me believe in myself, thanks to such activity and 

this testing ground of an off theatre, as it was in case of the 
theatre in Sokolnicki Fort.’

PolAnd
Country Professional sector

TheATre
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coUrAGe

http://youtu.be/J_7klexpus4
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‘I have been working in a theatre 
since I was 12.  First, I played 

children roles in the Wybrzeze 
Theatre so being 12 I entered a 

real theatre, which is functioning 
still today.’
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I LIKE CHALLENGES, i like to work. i never 
give up, have much patience. i am not such person 
that i need much financial background, i invest in 
my company. Sometimes it is easier, sometimes 
harder. i have to use leasing, of course, and this is how 
function. 

i want to say young entrepreneurs  that they should 
have much patience, do not expect successes in a 
month or two or a half year. You have to work for it for 
many years and it will be possible for sure. You need 
hard work, patience and can not give up. You have to 
have a strong character and like what you do. 

an entrepreneur must be a strong and consistent 
person, to cooperate with other people, sometimes to 
praise them but also to have all under control. 

anna Kiljanska is the owner of a restaurant, a catering company, grocery stores. She runs her business in Bielany 
and Zoliborz districts in Warsaw.  Her restaurant is located at the roof of the Komedia theatre. 

Anna Kiljanska

‘It is not always possible to succeed but, in my opinion, own 
work and optimistic thinking about succeeding makes all 

possible.  I never give and always say that it will be ok. 
And it is ok.’

PolAnd
Country Professional sector

reSTAUrAnT And Grocery SToreS
Focus on

http://youtu.be/Z3lfj7o9o10
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PATIence, oPTIMISM 

‘I was a little stimulated by my 
colleague, he wanted to open a 

grocery store with me, I worked 
with him and then opened my 
own business. He changed the 

professional direction and I 
stayed in this food branch, later 

in a bar and a restaurant.’‘You have to be a hard-working 
person in your own company. You 

can not visit once in a while.’
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I REGISTERED at an employment office. The 
offices’ help was that they financed my courses in 
ceramics, decorating glass and if you say a, you 
should follow this path.  i couldn’t withdraw as then 
i would have to pay for that courses. Next, i had fixed 
dates related with opening my business activity.  

i lacked courage to start but a good period began, 
numerous people moved to Choszczowka, many 
children. it is fashionable to take part in additional 
classes and all of these resulted in such demand. 

When going to the employment office, i dropped 
by to a first kindergarten and a women told me that 
she’s registered, has four classes and is interested 
in cooperation with me.  Next, i had a call from ave 
foundation, which functioned at our district, and they 
asked whether i could run classes. So, first day, and it 
was Saturday, i started my first commission and after 
holidays, i had classes in kindergartens. 

in my case it is loving people.  Children.  People, in 
general.  and my skills, passions...yes.  Yes, i always 
regarded myself as optimistic person, in contrast to 
my husband, but thanks to which we are going good.  
We complement each other.  

i have a much support from my husband and child.  
My kid helps me best he can.  and my husband has a 
nickname ‘technical service’, he repairs, cleans etc. 

i have always been such passionate. i have painted 
since i was a childe, i always liked cut-outs, drawing, 
it was the most important, and now, i was lucky to 
introduce it into my professional life. 

i am at all events, we have a local sport olympics here, 
where i sponsor awards, people can win free classes 
or win them in auctions, from which money are given 
for social help or also at charity balls. i am everywhere.  
i am young and succeeded.  if someone’s younger 
than me, he or she will make it as well. 

Barbara Stelmach is the owner of BS gallery, which organises artistic and handicraft classes for children and 
adults, e.g. decoupage, ceramics, felting. it is also preoccupied with promoting culture and voluntary activity.

Barbara Stelmach

‘When I was opening my company, I was afraid of everything, 
all formalities, that I could not do something on time, 

not have some documents. But even lately, 
I heard some business psychologist saying in TV that one just 

has to have luck and it was in my case.’

PolAnd
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ArTISTIc AcTIvITy
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reAlISATIon oF own PASSIonS

http://youtu.be/mx0QMeqjoy y
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‘For sure, you have to be able to 
act intuitively.  Independence, 
decision making, sometimes 

promptly, are very important.’
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YOU CAN DREAM but should also take a real look 
at yourself.  To see what inborn abilities you have and 
on what you could work.  You can not assume anything 
unreal.  dreams must also be realisable.  i also always say 
to my children: find what is really interesting for you in 
life and be focused on it as then you will be really happy.  
You’ll be happy doing it and being fulfilled. 

i have always thought that there is a solution.  i was 
never frustrated during these 7 years of struggle – it was  
struggle.  i had no doubts in my aim as it very important.  
Not even for a second! at the beginning, everyone was 
saying: don’t be a fool, you milk the bull etc, there are 
no chances, what are you thinking of etc, etc... i had no 
doubts, only me.  Then, other people who started to 
believe in it appeared.  The faith in your aim is the most 
important factor. 

Here, every day is a challenge, there are problems all the 
time.  The challenge is to have nerves of steel and good 

heart. That’s all. 

There were some people who consciously were making 
difficulties to me, to which they even later admitted. But 
i hold no grudge to them now as it was empowering me.  
What doesn’t kill me, makes me stronger.  of course, i say 
it from the successful perspective, as it is my real win.  

i can advise three essential questions to young people: 
where do we come from? who are we? where do we go 
to?

i repeat them every day and recommend these three 
questions as they are really helpful in life. i have a 
substantial experience, 35 years of work in a theatre, 
directing numerous play which i wrote, many plays 
which i had to realise on my own at hard conditions.  
Very important was also my experience as a construction 
worker. i worked long as a builder, it was my way for 
earning money.  i was a bricklayer helper, next, a bricklayer, 
carpenter, even an electrician, a plumber, so i know well 

all these matters.  So, when they were building my theatre, 
i was working with them.  if there was a curved wall, i was 
able to say in short words why it was curved and such 
two, three strict notices are enough to have everything 
right.  i have a great experience.  i have never been an 
artist, i am a professional actor and director.  i write a little 
etc. i am a craftsman, i do my job and its results are very 
beautiful. i had good masters and i just, simply, relay their 
knowledge to others. 

Emilian Kaminski is a Polish and European renown actor.  For several years, he has been running an own theatre 
in the centre of Warsaw, which he established from the very basics.  His theatre is very popular in Warsaw.  Each 
performance has a full attendance. 

Emilian Kaminski

‘I started to walk around Warsaw and find various places 
and I got here.  I waited for an impulse.  As I am a Varsovian, 
I wanted to find a very Varsovia place.  When was standing in 
the court of this poor tenement – not so poor now as then – I 

had a flash that “it’s here” and I have not been wrong.’

PolAnd
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http://www.youtube.com/watch?v=gpyJPloio3g
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deTerMInATIon

‘No normal men would not 
undertake it, he must have been a 

wacked guy – so this is me. ”
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SO, IN 1983, when i decided to run a business 
activity on my own, it was a kind of the leading 
reason of my decision and i had to pay a high price 
for it as entrepreneurship was not supported at that 
time, even fought over and was negatively perceived 
in our society. i, an educated young woman with a 
great future, had to become a craftsman, who people 
do not know what she does. 

We started from a business plan, it was called a 
calculation then, on 1 sheet of paper, where we wrote 
how much money we had, how to manage them, 
what expenses we had, what probable incomes 
were and we calculated that we would produce 5 
thousand cosmetics a month to be able to run our 
company.  There was no guarantee but there was a 
risk, of course, calculated. i said: “if i do not succeed in 
this one step, there may not be a courage for another 
one, but if i do not succeed, i will know that i am not 
bale to be successful in what i had always dreamt”. 

When you observe a success or a career of other 
people it seems so easy, obvious.  But it is a very hard 
work in their everyday life.  You often have to struggle 
with various failures and you have to be prepared for 
them.  

apart from hard-working, imagination, knowledge 
and learning on own mistakes, there is also another 
trait  that is indispensible, which is not always 
presented, i.e. the sixth sense, which enables us to 
make right decisions. 

For me, own business activity is a satisfaction of my 
work, it is independence but also responsibility as 
one can not forget that you have success but you are 
also responsible for people who are going with you. 

irena Eris is the founder and the owner of one of the biggest cosmetics producers in Poland. This company, 
established in 1983, is exporting its products to dozens of countries. Recently, it is opening Spa resorts.  

Irena Eris

‘It is important to have a vision of what you want to do 
and like to do it.  So, you do not count the work time as an 

external compulsion but something obvious.’
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SySTeMATIc worK

http://www.youtube.com/watch?v=laqJyGedy7s
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‘The situation was not easy at the 
beginning. I had no friends who 
run such activity so I had no one 
to share his or her experiences 

with me.’

‘Satisfaction of work was 
the most important thing to me.’
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I WAS to make way for other women in the army 
and i was the only woman in the 6th air Force Base, 
it was not easy to always prove that women can also 
serve in the military forces. only when Poland entered 
NaTo the situation changed, new regulations were 
introduced, which guarantee a certain number of 
posts for women in the army.  after 14 years i stated 
that it was the end of that way.  and i wouldn’t have 
resign from it myself but there was an employment 
reduction in the army and i lost my job.   i was a little 
depressed and i had no idea what to do next.  i was 
in such situation by an accident.  i was offered to take 
over the pharmacy of the air Force Base in deblin, as i 
initially was setting that pharmacy up.  But there came 
a moment that also my husband, a military pilot, went 
back to Civvy Street. 

My dad knew that it was a profession for me as i 
always liked Maths, Chemistry, Physics, which are most 

important in studying pharmacy.  Very important.   
after few years, it turned out that i my professional is 
my passion.   

My family helped me much in my business, especially 
my husband as he knew that i love to do it and he 
wanted us to be together with children in Warsaw.  
My mom and day, as well as my friends also helped 
and supported me.  i had doubts, really, and i still 
have them.  Punctuality, keeping own words, word 
of honour, truthfulness are very important to me.    
expect much from myself and the same from people 
who work with me. 

i just wanted much to try and worked as a pharmacist 
but i had quite different job in the army, and running 
such activity is not hard.  i didn’t know it then as i had 
no previous contact with such profession.  and with 
this circles. Then, i felt like jumping into deep sea.  it 
was jump into the ocean then.  But then it was easier 
– a kind of copying my previous steps and continuing 
the set way.  i just moved from one to a bigger city. 

iwona Rak is the owner of a pharmacy, located in Zoliborz district in Warsaw.  For 15 years she was a professional 
soldier - worked in the 6th air Force Base.  after reduction of her post, she decided to open an own company. 

Iwona Rak

‘I graduated the Faculty of Pharmacy at the Medical University 
of Lublin.  I spent first 15 years of my professional work in the 

army, being a professional soldier. 
I entered the army as I thought that I know everything about it 

as I come from a military family.’

Professional sector

PhArMAcyPolAnd
Country Focus on

http://youtu.be/8bqMczcbenk
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deTerMInATIon

‘No normal men would not 
undertake it, he must have been a 

wacked guy – so this is me. ”
‘I had never wanted to be a 

pharmacist.  My father wanted 
me to be it, I do not recall for sure, 

but I wanted to be a teacher’
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I WAS RUNNING a joinery, i worked in a 
school inspectorate, two years in a circus, so i have 
thousands of professions in my career but all boiled 
to horses. i opened a joinery in order to be able to 
establish a stable but unfortunately, i didn’t succeed 
then.  i was working for 8 years in a bank when we 
opened the stable and bought first horses and at the 
moment that there was an employment reduction at 
my bank, i was eager to collect payoff and quit and 
now i am here. 

it is more a satisfaction.  if anyone here was concerned 
on profits, he would give up a long time ago.  one 
has no holidays, Sundays or other free days, you can 
not say: it’s Sunday today so i’ll not come. 

a boss has to be present all the time while an 
employee can allow himself to have a holiday. The 
boss has no such chance.  He can have two or three 
days off but always has to be reachable on the phone 

and has to come back in case of any emergencies.   

You just have to risk.  if something goes wrong, 
change the branch. do what you like to do and do 
not assume that you would make money at first.  at 
such assumption, you won’t make it.  i like it and i do 
it, it’s some good side of this all. 

if one runs a business, he or she must know that 
there are some predispositions for this, to show that 
has a wider knowledge than an employee. Yes, i was 
tending to have it for many years so it would be silly 
if i said that i’m not satisfied. 

Let’s do what we like to do, so in case of poor profits, 
we’ll have  satisfaction at least.

Jacek Baranski is a partner in the agmaja Stable, located in Zoliborz district in Warsaw. Currently, there are about 
30 horses in the stable, it is a set of a horse-riding club, the Youth integration Society, also serves for hippo-
therapy aims. 

Jacek Branski

‘One has to be a good politician in order not to discourage 
people on the very beginning and simultaneously to have 

requirements. Sometimes it is not possible, especially here. 
When there are particular problematic cases, one has to find a 
compromise but also to demand execution of own obligations.’
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‘At first, when we were starting 
here, we were about third stable 

in Warsaw’

‘It is a profession for keen 
passionates’

http://www.youtube.com/watch?v=eGYI4M_Xvt8
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I PLAY several instruments, yy, i graduated from 
a first and second grade musical school. i started 
from accordion, .... also a piano was obligatory as 
an additional instrument, and a sax. in the second 
grade school i was also learning to play clarinet.  So, 
everything is useful. it’s a job for a passionate.  Before 
i opened my business, i was a member of the group 
of so called liberal professions, i.e. artistic like actors, 
musicians. in practice, from the moment of graduation, 
i worked on the basis of mandatory contracts and 
contracts for specific work but i opened a company to 
improve my activity as settlements are easier. 

i think that a sole proprietorship is related with some 
difficulties, one has to be responsible for different 
matters on his or her own but is a very good thing as it 
is me who decides about everything because i do not 
hire no other people, so also i have no problems with 
them. However, i sometimes think about developing, 

hiring one or two employees. 

Work is satisfactory for me as i meet new people 
working in the same branch, have contacts, but also 
have achievements and it brings me a satisfaction.   

i advise young people that for a start, they should 
open such sole proprietorship, unless someone wants 
to form a partnership with a friend or some larger 
company. This matter must be well thought over, and 
it is necessary to select a proper partner, in order not 
to have a bad one. in general, i recommend running a 
small company.

Jacek Waldemar dabrowski runs  sole proprietorship, organises rhythmical activities for children, classes with 
seniors, music-therapy, relaxation classes and music therapy.  

Jacek Waldemar Dabrowski

‘I think that everyone is able to succeed and you gain practice 
in the course of time, in organizing oneself. So, there are no 

special traits necessary to open a business activity.’

Professional sector

ArTISTIc AcTIvITyPolAnd
Country Focus on

http://youtu.be/dqAyzvZaX1Q
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PASSIon

‘No normal men would not 
undertake it, he must have been a 

wacked guy – so this is me. ”

‘Yes, music is my passion as a 
musician is one of my  professions.  

Music is a family matter for me.  
It’s a tradition from my granddad 

and parents, a family tradition.’

‘I started to work with folk. I have 
a folk band in Ozarow and folk 

culture and Polish culture are my 
second passion.’
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I WAS RAISED in a craftsman family, my father 
was a craftsman, he had own workshop: so i can say 
that the concept of running own business origins 
in my family,  06:43 i was raised in the home where 
working was a kind of a superior value, work was 
respected, work brought results, results better than 
working at national posts where people worked 
from 9 to 5 and where the old saying in the times of 
communism stated that no matter if you lie or stand, 
you’ll get two thousand. 

They are a kind of company’s base, pillars.  

They should have at list a minimal idea of what they 
want to do, whether it is what they would like to 
do in life.  Much persistence, patience, ideas, some 
general imagination, which is necessary here to offer 
customers something different than competition. 

in general, you do not need much to open a florist’s 
shop, as far as material side is concerned, financial 

resources are not so high as in case of other activities. 
So, you need a place to run it, equipment, arrange it 
but what is important - you need much patience and 
a will to work, even the passion. 

Without optimisms and the faith in the thing you do, 
it is not possible to have good results, successes in 
any branch as if one assumes that it is not possible to 
succeed, why does he start at all. 

it is possible to fall into routine after 25 years and to 
want to do something else but on the other side, one 
comes to a moment when there’s no sense to change 
something that is good, offers satisfaction and some 
material results. There is no sense to enter other 
enterprises, i say on my example, as many people 
looks for own way, searches in the business and try 

in one, second, third and other enterprises and stay 
where it is best for them. 

Krzysztof Zalecki is the owner of a florist’s which is very well known to Zoliborz inhabitants.  Not only them but 
also public institutions, the Prime Minister chancellery, celebrities use its services.

Krzysztof Zalecki

‘The florist’s shop is my workplace for 25 years.  It became 
my profession, earlier it was an adventure, which we started 
together with my wife , being a young couple who wanted to 
open an own business and we chose the florist branch, as it 

was my wifes profession, and next also mine.’

PolAnd
Country Professional sector

FlorIST’S 
Focus on

PASSIon And PATIence

http://youtu.be/zJI8sywGr28
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‘You have to at least a minimal 
knowledge of what you want to 

do, some professional experience 
in it, and the gross of experience 

is acquired in the course of 
running your business.’

‘What is important is also help, 
work of your employees.’
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I COME  from Cracow so i was raised in the 
atmosphere of old furniture and interiors and it was 
no problem for me to recreate this place. it was a 
neglected place – no repairs were made here for many 
years and my overhaul took six months in order to 
rejuvenate and recreate this place.

i adjusted the interior to have a look of a Warsaw lounge 
not a restaurant and i think i achieved it aim. We have 
many renowned guests here. We have a guest book, 
full of very known names. it was a great honor for me 
to have e.g. the Spanish Prince as a guest.

i regarded this beautiful place that i created will be 
enough, that someone comes and would like to 
return here.  i had to wait for such result two years 
but it is also a success that people who discovered 
this restaurant return here, have their own tables, are 
pleased to come here and highly value our cuisine.  it’s 
my second home as i come here, spend a whole day 

and come home very late, and i only sleep there. i live 
in the country side, in Podkowa Lesna but i just have 
no time for resting. 

Young people have information about all domains in 
the internet.   They can use it but when i started, there 
was no such support.  There were even no mobile 
phones, however, we could live and be active then 
as well.  What young people should value most are 
scrupulousness and a belief in what you do, to believe 
that you can trust yourself and that you will manage to 
achieve all set aims. 

You have to be persistent, believe in things you do and 
try to control everything in details as it is the domain 
where everything consists in having all under control. 

i am very satisfied that i managed to create such 
place.  

Lucyna Zapart runs an elegant restaurant in the Warsaw centre. She opened it in the monumental tenement 
“under giants”. The restaurant is located in the former apartment of antoni Strzałecki, painter and collector. 

Lucyna Zapart

‘If I start work then only with a full engagement and I never 
look back but try to go forwards, to run forwards and to try do 

my job fairly.  I put my heart and soul into this.’

Professional sector

reSTAUrAnTPolAnd
Country Focus on

http://youtu.be/dfJeSXclxnc
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enGAGeMenT

‘Todays world is open for young 
people as they have the Internet.’

‘We try to maintain a high level 
here and this is what I supervise.’
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IT WAS A KIND of testing myself as i lost my 
job at that time.  Former owners resigned to run 
this business and they convinced me to run it, to try 
my self there.   i had worked over three years at that 
company.  i know how it looked like, how contacts 
with customers are, how many customers come and 
if they are satisfied of such form of store and i decided 
that it is worth to take a risk and run this company.  i 
run it here still today.  

Clients recommend us to their acquaintances.  other 
firms of this type were liquidated so customers come 
here from various districts of Warsaw so it may be 
one of several such stores in the city. 

in order to run your business, you have to know the 
basics, to know its overview, have knowledge about 
regulations, obligations... most of that are obligations 
of an accountant so she gives me some tips when 
i have to settle some issues.  i am pleased, satisfied 

that i do not spend time sitting at home but to meet 
people here.  Sometimes, i have to work overtime 
but there are things that must be settled and some 
orders but i prefer this than to work for someone, do 
my job and return home. 

i think that it’s more worth to run own business.  
one has to remember about many issues and fixed 
dates but there is also a satisfaction of having an own 
company, being able to run it, acquiring customers 
and that they are satisfied coming here.  it is a form 
of self-fulfillment that i can work and that clients who 
come here may need my help.  i do not babysit my 
grandchildren – i have three of them but i relax here 
more efficiently.

 

Looking at things i achieved, i would encourage 
especially unemployed people to make a similar 
decision.  They should start their own activity and try 
themselves.  

Wiesława gajewska lost her job in 2006. She decided to risk and overtake a company from its former owners. She 
runs her shop at a shopping centre on Żoliborz. 

Wiesława Gajewska

‘If I start work then only with a full engagement and I never 
look back but try to go forwards, to run forwards and to try do 

my job fairly.  I put my heart and soul into this.’

PolAnd
Country Professional sector

SAleS oF PerFUMeS 
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coUrAGe

http://youtu.be/zwK28fSKZXk
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‘I faced the choice whether not to 
have a job or to take a risk and try 

to run own business.’



SEEd is a non-profit association based in Lugano, in the italian-speaking part 

of Switzerland. it was born from the belief that an adequate use of iCT and e-

learning technologies can make a difference in education and training initiatives 

in cooperation and development projects: enhancing access, allowing the 

creation of stable networks, and improving daily working activities.

it is active in the field of communication, training and technology applied to 

the non-profit environment and international development cooperation. it 

offers expertise, services and technical solutions supporting all the phases of 

educational cooperation and development projects. 

Seed has worked on a wide range of mandates so far: it has cooperated with 

schools and non-profit organisations in Switzerland and Northern italy; it has 

collaborated with educational centres in South america and Croatia, and it has 

also taken part to several European partnerships.

Seed can contribute to development and educational projects by performing 

several different tasks, ranging from the identification of instructional needs, to 

the context analysis, to the testing of products and evaluation of results.

Seed was born in 2006 and currently consists of 7 members. 

http://seedlearn.org

Who we are
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I STARTED WORKING in my uncle’s salon 
when i was a child and when i was 18 i decided that 
this would have been my job, so i went back to my 
uncle’s salon and started from there. 
i owned salons and did many important jobs; after 
some years the only thing that i had not tried yet was 
establishing my own salon and settling down. 
i acquired the competencies i needed and met the 
people who could help me and support me along 
the way. i never experienced failures; i missed some 
gratification, but also this lack was useful because if i 
were gratified i probably wouldn’t have done what i 
did. i missed some support, especially when this salon 
was being built and the carpenters were working on 
it, but i went on anyway. i am happy, i am very happy, 
because even when i was frustrated i thought that 
there is a reason why things did not go as i expected 
and there is something better waiting for me. 
i decided that it was the right moment when i 

realized that everybody was telling me: “Carmelo, 
why don’t you start an activity of your own? Carmelo, 
you would be successful!” Nowadays i have more 
responsibilities: there are employees here, and they 
need to pay off a loan, pay school fees, some of them 
have difficult family situations. Since i hired these 
people i must be able to provide them with the best 
possible environment, from an economical  point of 
view, but also in terms of serenity and peace.

The most satisfying moment is when clients and 
employees leave with a smile on their faces, because 
when they come here they do not get only a good 
haircut or a good hair colour, but a moment of 

wellbeing. Moreover, working with people suffering 
from hair loss, due to illness or other reasons, and 
making them smile again is the deepest joy!

Carmelo Spina is a hairdresser and make-up artist. He worked for many years in very different environments 
with several roles, ranging from giving help in salons to being responsible of make-up in major italian television 
channels, until he decided to challenge himself and open his own atelier. Carmelo is currently owner and manager 
of the salon Carmelo Spina, in Lugano, Switzerland.

Carmelo Spina

‘I do not suggest to start an activity for the mere pleasure 
of independence; but if you believe in yourself, in your 

capacities and you have self-esteem, do it! 
Because not to try would be a shame!’

SwITZerlAnd
Country Professional sector

hAIrdreSSer
Focus on

PerSeverAnce

http://www.youtube.com/watch?v=a-23vwjoQ30

www.letsenterprise.eu

‘Nevertheless, if YOU are not 
strongly motivated, and YOU 

are not brave enough to run the 
risk you do not do this.’
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WHEN I WAS in high school i was trained as a 
carpenter, and i obtained a federal certificate. 

The greatest success was the opportunity to go to China 
to build the Swiss embassy in Beijing, and i am very proud 
because the Swiss Confederation chose us among other 
companies. 

Someone who wishes to start an activity should be aware 
of what he or she will be facing: it is not difficult, but it is 
extremely demanding. 

i have no regrets. i did not do everything perfectly, but i 
have always taken conscious decisions. 

i had this idea because the owner of the company where 
i used to work terminated the contract, so i found myself 
at a crossroads: finding a new employer or starting a new 
activity by myself. 

Like in a marriage or in hobbies you go through ups 
and downs. after bad weather good weather comes. in 

moments of discouragement i tell myself: “Hold on! it will 
get better and there will be good weather again”.

in the beginning i had to give up much free time, and 
friends a little bit. To be honest, i did not have to give 
something up completely. 

Now i can definitely manage the relationship with people 
better than before: in the beginning i could not always 
understand them, and i got angry because i could not 
guess what they wanted. Now, after many years of 
experience, i can understand more clearly what a person 
wants. 

i never really asked for help; i have friends and relatives 
who gave me the opportunity to work when i needed 
it the most, and i am still grateful to them. You need to 

survive with your own resources; you can be helped by 
other people but you cannot count on it that much.

in the beginning i was alone, then other people came, 
and now there are 10 people working here. i am proud of 
having given many people the possibility to earn a wage 
and work in a serene environment. 

Those who want to start an activity should be helpful and 
honest towards other people and towards themselves, 
and they need to be dynamic and practical.

Mauro Nesa was trained as a carpenter during high school and apprenticeship years. after having completed 
his training he decided to work for a company as a joiner, without attending university. When the possibility 
to go on working for that company faded, instead of searching for another employer, he decided to start a 
business of his own. Mauro is currently the owner of Fin.Rip.Port, a joinery which offers several services, mainly 
of doors and windows laying.  

Mauro Nesa

‘Passion is crucial, both for job and free time: if you do 
something with passion you will be happy of having done it. 

Without passion it will be hard from the beginning.’

SwITZerlAnd
Country Professional sector

JoInery
Focus on

http://www.youtube.com/watch?v=cujF-nc7J24J-
oinery
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Good wIll

‘It is necessary to be always ready 
to solve unexpected problems, but 

that is part of the game!
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THE SHOP sells second-hand goods for children 
aged 0-12 and maternity clothes. 
When i opened the shop i sent flyers to paediatricians 
and gynaecologists, who kindly displayed them, 
because i think it is necessary to know of a shop like 
this before a baby’s birth, when the expenses occur. 
Success comes from mothers coming and telling 
other mothers to come here, because they will 
always find something. i didn’t need to advertise it 
a lot! First of all, people can save money here, and 
mothers can even make some money, because when 
mothers bring something here they get half of what 
i earn. it’s ecological; objects are reused, instead of 
being thrown away, or being kept in a drawer and 
become old. 
it was important for me to find the right room, 
because they don’t grow on trees; i wanted a bright 
location, easily reachable by car, with parking lots, 
easy to find for those who come from far away.

i found this location when my son was one year 
old, and it was right to start in that moment. What 
displeased me a little bit was the fact that my son 
had to suffer because of this shop, since i couldn’t 
spend much time with him. But he was happy, he has 
grown independent, he says: “Mum, don’t worry! go 
on, because i know you like it!”

in the beginning, when you open the shop, it is 
important to collect information for the authorities 
about what you need, not to get a location which 
is not suitable for a shop, because you need special 
permissions, and the awareness of what you are 
going to be facing.

i also had to ask a book-keeper for help when i had 
to pay taxes.
Be honest, if you make a mistake fix it immediately, 
and say that you are sorry id it necessary.

Mrs. Cassina is a Swedish lady who lives in Lugano, Switzerland. She worked as a hotel manager for several years, 
until she had a baby. after her son was born she opened a shop selling second-hand goods for children, “L’isola 
dei Tesori”, in the city of Lugano. 

Britta-Kajsa Cassina

‘When I became a mother I noticed the lack of shops selling 
second-hand goods for children. There were a couple of shops 
like mine, but outside the city, and I wanted something closer 

to the centre.’

SwITZerlAnd
Country Professional sector
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http://www.youtube.com/watch?v=pvU-bwd2U2Q
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‘Since I worked for hotels 
for several years, it wasn’t 
enough for me to be a stay-

home mother, and I missed the 
contact with the people.’

‘If you work hard and with your 
head held high it works! It has to 

work! You don’t have to be afraid!’

http://www.youtube.com/watch?v=pVU-bwd2U2Q
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I PRODUCE silver and copper jewels. i do everything 
on my own: from importing stones to manual labour, and i 
organise fairs, book-keeping, taxation and bureaucracy.

i used to by stones when travelling around the world, 
and by chance i started setting them on copper.

it took me some time to acquire the knowledge. i 
used to work with my partner, who was very good at 
manufacturing jewels. We worked on the same table for 
years. 

Every jewel i sell is a success. The most satisfying thing is 
when i place a jewel in the window and after 10 seconds 
someone sees it, appreciates it and buys it. 

From the financial point of view i had better times in 
other shops, but this is my story and i am more satisfied 
now. 

it is necessary to be brave, or at least not to be afraid.

Since i have travelled several times to india, being keen 
on stones, i met a person in a special place where they 

cut very beautiful stones and this made me understand 
that i would have skipped many steps. So i could have 
those stones for a price for which nobody here could 
have them. This gave me strength because it made me 
think: “With such a contact you cannot fail!”.  

The thing of which you are most afraid is that one day 
people will say: “We’re fed up with your jewels, you keep 
making the same things. and that your audience won’t 
respond any more”. 

Since the business always has ups and downs, when a 
‘down’ is followed by another ‘down’ and then by another 
one i think, like my mother tells me, i should find a proper 
job. But in the end, even if you get to the borderline, 
don’t give up, because an opportunity always occurs if 
you pay attention. instead of losing heart, when i noticed 
that my models are not successful, instead of producing 
something more “popular”, i brought out all the ideas i 
was keeping for who knows when. Try to pretty up!

The biggest obstacle, in hard times, is rebuilding the 

budget to invest. You can only insist!

When someone tells you: “don’t worry, if something 
goes wrong i will help you”, knowing that he/she is there 
gives you courage. i wouldn’t hesitate to ask for help. Bur 
luckily i am still here, standing on my own two feet. 

Having started an independent business after having 
worked as a carpenter for 10 years makes me proud, i 
could have worked for that small company for my whole 
life. 

Believe in it! if you 
don’t believe in it, 
other people won’t, 
for sure!

The biggest change, 
the hardest one was 
the first one, when 
you leave a secure job 
and you take a shot in 
the dark. 

Marco Turco worked as a carpenter for a small company in italy, until he started buying stones around the 
world and setting them on metal, discovering his passion for jewellery. after having worked with his partner 
for some years and having learned a lot from her, he decided to open his own shop: “atelier Marco Turco”. 

Marco Turco

‘I understood that it was possible to create these objects 
and that is was possible not to be afraid of daring 

to show an idea.’

SwITZerlAnd
Country Professional sector

Jewellery
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http://www.youtube.com/watch?v=eh2-1I8hZFo
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PASSIon
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I WAS FED UP with working for other people, 
spending my strength without receiving much in 
exchange, and knowing that i could have done much 
more. They didn’t give me the possibility to do it, so i 
brought out all my strength, and i made it!
i considered closing sometimes because of several 
inconvenient occurring at the same time. You should 
never “look at the whole mountain”, though, but solve 
one problem at a time. Then you go on; and it works. 
i gave up free time.
i learnt to manage personnel and to relax a little bit 
more: to let other people work and take a day off 
because i know that the bar goes on.
i would suggest to follow emotions: don’t run after 
money, but run after dreams, and this fulfils.
i wouldn’t change anything. 
in the first year i closed only one day a week, on 
Sunday here there’s nobody around and it is not 
worth it to keep the bar open. From the second year 

i understood that i could have closed on Mondays, 
too, taking too days off for me and the employees, 
without struggling for getting by. i got a higher 
quality of life. 

independence and the possibility of making it on my 
own were crucial to me. The opportunity to express 
my ideas, and do what i want without giving account 
to anyone is extremely demanding on the one hand, 
but very liberating on the other hand.

i acquired the knowledge and competencies i needed 
throughout 25 years of work as a pastry chef, ice 
cream maker, assistant cook, barman in bars and tea 
rooms; moreover, i was born and raised in a family of 
restaurateurs, and it was definitely helpful. 
it was fundamental to me to have the support of a 
bookkeeper, of a trust company, to help me writing 
the business plan and then to implement it and 
manage it bureaucratically, since i cannot make it on 
my own. 

i would be ready to close this bar to open another 
one with another concept because i am a creative 
person and so i always need to change. 
To be honest, i don’t know what made this place 
so successful; it may be because it is unique: i tried 
to make something that did not exist before, with 
different design and peculiarities.
We work a lot in the evening, during the happy hour, 
we offer some appetisers, and maybe this was lacking 
in the city; and then, i don’t know, maybe the positive 
energy that is put in it.
i have always had the idea of opening a bar. i was 
working in a pastry shop which was not working 
really well, i was fired due to lack of work and this 
is what made me decide to start something on my 
own. 

Massimo has always had the idea of opening a bar. Being born in a family of restaurateurs and having worked 
for 25 years in bars, tea rooms, and pastry shops definitely helped in acquiring the know-how and competences 
necessary to achieve his goal. His main characteristic is definitely creativity, and he was able to transfer it to his 
bar. Massimo is currently the owner and administrator of Maxway Bar. 

Massimo Annoni

‘There is always something changing in here: paintings, 
plants, new cocktails, because I need to express my creativity, 

and I couldn’t do it when I was working for an employer.’
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‘When you run a business you have to 
be determined and frank; sometimes 
it’s unpleasant, but I am making it!’
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QUANTYA PRODUCES two-wheels electric 
vehicles. i am the administrator, but since this is a small 
company i also deal with other tasks if it is necessary: 
production, selling, consultancy, materials purchase. 

i was a mechanic, then i entered a completely new field: 
the selling of office materials, and then i went back to car 
industry. approximately 10 years ago i switched to the 
motorcycle industry. in that moment i wanted to change 
and do something different, so i started this idea. 

The greatest achievement of the last months was offering 
a unique product in the world: we have an electric vehicle 
whose performance is similar to, if not better than that of 
an engine vehicle.
an important support is finding reliable co-operators 
and, together, trying to find solutions to problems, 
especially in this field, where we do not have an example 
to refer to because it is so innovative that we have not 
found any foregoing project or guidelines.

Since i was already working in the two-wheels industry, 

but with internal combustion engine, i had the chance to 
talk to some people who brought me to have the idea of 
developing an electric vehicle. Since i had the contacts to 
find the mechanical components we started this idea.

i had never thought about doing something like this 
before. usually i do not think before doing something: i 
decide and then… we’ll see where we’ll get. 

Surely, a person who has always helped me and believed 
in me is my wife, who has always supported me in every 
sense, and this is what i wish to anyone who has an idea 
of this kind. Thinking back on it, i could have taken some 
decisions after more planning  and long-term thinking; 
the project would become easier to develop. 

Worry is always there. Being an entrepreneur is beautiful 
on one hand because getting results gives satisfaction, 
but on the other hand when you go home you go to 
sleep with a problem in mind and try to find a solution, 
and it is not always easy. The main problem is always the 
financial one. 

We have not reached the final objective yet, and we want 
to achieve it all together, so we hold on and we’ll see 
what is going to happen in the next years. 

i would live all my professional life again because it has 
been satisfying. We try to take the best out of bad things 
to go ahead and improve, and good things give you the 
energy to go further. Study languages, for sure! our small 
enterprise has suppliers from all over the world, and 
being able to talk with them is a great advantage.

Furthermore, 
if who wants to be an 
entrepreneur agrees 
with taking work 
home it is worth it to 
try because it gives 
much satisfaction; 
much more than a job 
which is always the 
same. 

Claudio dick worked for several years in the mechanics industry, and it was thanks to the contacts and know-
how acquired in this field that he came up with the idea of starting producing two-wheels electric vehicles. 
He implemented this project and is currently the owner of Quantya, a company offering highly performing 
electric motorcycles.

Claudio Dick

‘The greatest achievement of the last months was offering a unique 
product in the world: we have an electric vehicle whose performance is 

similar to, if not better than that of an engine vehicle.’
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