
YOUTH INTO BUSINESSES
Entrepreneurship Learning Program for Youngsters

- A short guide for youth workers -



BEFORE STARTING

PRACTICAL INFORMATION FOR YOUTH WORKERS 



BARRIERS TO ENTREPRENEURSHIP

Practical challenges

 Lack of working experience 

 Few financial resources, social capital, guarantees, credit history

 Lower access to networks

Personal challenges

 Low level of knowledge, skills and competencies

 Lower sense of responsibility 

 Self-esteem and self-confidence

Environmental challenges

 Red tape and bureaucracy

 Education and training programs

 Financial markets



Disadvantaged young people

 Disability

 Health problems

 Educational difficulties: learning difficulties, early school-
leavers, lower qualified or with poor school performance etc.

 Cultural differences: immigrants, refugees, second generation,
ethnic minority, etc.

 Economic obstacles: with a low standard of living or income,
unemployed, NEETs, etc.

 Social obstacles: possible subject to discrimination because
of their gender, ethnicity, religion, sexual orientation, etc., with
limited social skills, (ex-)offenders, (ex-)drug or alcohol
abusers, young and/or single parents, etc.

 Geographical obstacles: from remote or rural areas, from urban
problem zones, etc.



PROGRAM DESIGN

Understanding and assessing the local market, youth needs

and local services

Entrepreneurship training programs should reflect the demands and socioeconomic

characteristics of the local market, should include an assessment of youth needs and

capacity, as well as an appraisal of other youth service providers for possible collaboration

A) Conducting a market assessment
Local economic market conditions influence the outcome of entrepreneurship training 

programs

Key steps to construct and conduct a market assessment:

 Step 1: Form an assessment team and develop a strategy for conducting an assessment

 Step 2: Determine which information to gather

 Step 3: Conduct research and review the information gathered 

B) Assessing the needs of Youth in the Market

C) Assessing local Entrepreneurship Service Providers



Step 1: Form an assessment team and develop a strategy for conducting an

assessment

The team:

 strong analytical skills and solid understanding of the local community

 economic development professionals, entrepreneurs, public sector representatives, vocational

and technical education professionals, civil society representatives, and youth representatives

Tasks:

 Establish the market analysis' objectives.

 Create a methodology for the evaluation.

 Determine which key players to interview and which business sectors to investigate further.

 Assist in the analysis of the findings.

 Make suggestions for how to maintain the market analysis up to date. Schedule regular check-

ins to ensure that relevant and thorough data is gathered.



Step 2: Determine which information to gather

Information needed to select appropriate research methods

May include the following:

 Growth-oriented business sectors and sub-sectors

 Opportunities for youth-friendly businesses

 Sectors that provide job chances for young people

 Business services and products are in high demand in the local market.

 Existing local business service and product providers

 Demand and supply gaps or mismatches

 Constraints, problems, and roadblocks in the market

 Links to potential business opportunities

 Sets of skills required

 Skills shortages that must be filled

 Potential partners for training, internships, or service delivery Cultural/ethnic/gender sensitivities

that influence program design



Step 3: Conduct research and review the information gathered

To decide if the information gathered is sufficient for program design,

the assessment team should review the approach, tools, and findings.

Because market conditions vary rapidly, stakeholders should update

and validate the information gathered on a regular basis.



B) Assessing the needs of Youth in the Market

In the analysis, do not lump all youth into one category; instead, each program should define the
desired target audiences and divide them into groups based on their needs, capacities,
experiences, and interests. Age, locality, education level, and work experience can all be used.

The following should be considered when deciding on the program's design:

 What are the demographics of the targeted young segments in the program?

 What attitudes and beliefs exist in the community that could have a negative impact on
programming?

 What cultural, gender, familial, or responsibilities factors might influence programming?

 Is there anything unusual about the situation, such as food insecurity, recent violence, or a
natural disaster?

 What are the young people's expectations for the program?

 What other commitments or responsibilities do young people already have?

 What are the obstacles that young people experience, and how do they deal with them?

 What are the material and non-material assets that youth have (for example, attitudes and
social networks)?

 What are some ways that young people can use these assets to market their businesses?

 What opportunities, resources, and services should the program give to help young adults
succeed as entrepreneurs?



C)  Assessing local Entrepreneurship Service Providers

Determine which community-based groups offer assistance to potential young entrepreneurs
and whether they can benefit the entrepreneurship program. Depending on the type of
complementary services the program requires, the implementing organization may ask the
following questions while evaluating local providers:

 What methods of outreach and recruitment are utilized to reach out to young people?

 How are participants chosen and career advice given?

 What types of business training are available for small and micro-enterprises?

 What kinds of life skills, complementary skills, and occupational skills training are available?

 Is it possible to build a business strategy as part of the program?

 What are the current connections to finance services?

 How are services for business start-up, development, and follow-up provided?

 Is there a mentoring program available?

 What methods are used to monitor and assess programs?



BUSINESS SKILLS CURRICULA

CONTENT PROPOSAL 



Business skills areas:

 Feasible, Viable Business Ideas

 Conducting Market Research

Marketing/Branding
 Product Costing

 Accounting

 Legal Considerations

 Business Plan Development

 Networking

Managing Business Growth

 Accessing Start-up Capital



I. Entrepreneurship concepts

II. Business management

III. Business marketing

IV.Financial management



I. ENTREPRENEURSHIP CONCEPTS

Why?

 To understand what entrepreneurship is and its concepts

 To understand the profile of an entrepreneur

Content

 Concepts and Theories of Entrepreneurship 

 Entrepreneurs and entrepreneurial activities

Learning objectives 

 Be able to understand and define entrepreneurship according to different theories

 Become aware of the key concepts related with entrepreneurship

 Developed understanding on the profile of an entrepreneur

 Be able to formulate the role and functions of an entrepreneur



II. BUSINESS MANAGEMENT

Why?

 To learn how to create a business plan 

Content

 Mission, Vision and values analysis 

 Business plan development

 SWOT Analysis

 Human Resources plan

Learning objectives

 To be able to identify the short-term and long-term purposes mission, vision and values for the business;

 To be able to identify the key elements and draft a business plan;

 To be able to present ideas about the long-term development strategies of their own enterprise.

 To be able to identify the role and functions of the human resource management for your business.



III. BUSINESS MARKETING

Why? 

 To provide theoretical knowledge in Marketing concepts.

 To develop cognitive and practical skills in effective communication with costumers.

Content

 Theoretical content on marketing concepts

 Exercises and/or role plays of participants 

 Expert talk: trainers will talk for all communication methods and the most important

 Building an effective presentation of your business idea communication

Learning objectives

 To be able to understand the Marketing concepts and communication concepts.

 To be able to discover the skills in communication.

 To be able to elaborate a Communication Plan.



IV. FINANCIAL MANAGEMENT

Why? 

 To develop understanding on the basic financial terms in business

 To be able to determinee financial needs 

 To learn about different financing opportunities 

Content

 Theoretical content on basic financial terms in business 

 Completing a budget planning for their business

 Types of financing options

Learning objectives

 To be able to understand basic financial terms in business.

 Projecting spending and sales of business plan



EXAMPLES OF ACTIVITIES

Who ARE ENTREPRENEURS?

 Think who are famous entrepreneurs in the country and what kind of skills they have, what
business they have and share their story of success. As a feedback find common skills which
helped them to succeed. Provide stories STARBUCKS, McDonalds and any. What are the skills
you need to have to become an entrepreneur?

Entrepreneurship concepts

 Write on post-it concepts such as: Risk, Innovation, Creativity, Perseverance, Value, Change,
Leadership, Intuition, Idea, Needs, Solutions, Vision. Create as many cncepts depending on the
number of participants. Stick them on a ball and have the participants throw the ball to one
another while taking a post-it and trying to define the concept. Have all the post-it on a
flipchart and guide the participants to give a definition of Entrepreneurship.



EXAMPLES OF ACTIVITIES

Idea validation

Step 1. Marketing research

Working in groups. Participants decide what parameters they think are important for a product and test
them in real life.

 20 min for making a questionnaire

 40 min for research on the streets with natives

 10 min for conclusion

 30 min for teams presentations

Step 2. Online research using social networks

 Search for possible competitors in Google, Instagram, Facebook.

 Analysis of their value proposition and features, prices. Search of ways to improve some of the 
competitor's products to sell them better.

 30 min for presentations (for all teams, 5 min/team)



Business plan

Step 1. Identify own financial needs and requests

Individual practice. Based on imagination, participants think of their ideal job or business, time spent on work during the week (intensity), domain, 

their key abilities. (20 min)

2. Define revenue and cost structure of the business (90 min)

 In groups, discuss the results gained by self-evaluation of needs. Process of defining together the mean revenue every team member think is not 

bad. Setting the long-term financial goals.

 Think of the ideas of business. Brainstorming based on team members abilities.

 Voting for best option.

 Making a logotype and slogan.

 Making a presentation of the team and product.

 Presentations (30 min)

3. Googling business model canvas and using it to make a business plan

Short introduction to business model canvas (15-20 min) and asking participants to search for it on the internet and to fill it. It is not a quick process. 

40 min

Presentions

4. Cashflow - financial awareness

Cashflow game by Robert Kyosaki, perfect way to switch from formal curriculum to informal, as this game requires 3-4 hours to play but financial 

insights are priceless. Facilitated by every team leader in national group to increase involvedness through deep diving into rules and flow, using 

mother tongue is allowed, but also translated into English to learn international financial terms and language.

EXAMPLES OF ACTIVITIES



LIFE SKILLS TRAINING



Useful trainings in areas such as: communications, risk-taking, goal settings, life

planning, time management, negotiations, will help an entrepreneur to

overcome barriers to successful self-employment. Many youth, particularly those

from disadvantaged backgrounds, lack strong life skills.

Life skills trainings can help young people:

 Strengthen personal competencies, such as communication, self-confidence,

decision-making, negotiation, and goal setting;

 Learn about critical health issues that affect them and their business;

 Develop skills for successful employment, such as effective work habits,

teamwork and cooperation, and financial literacy; and

 Learn project planning, teamwork and problem solving skills through

community service work.



CONTENT PROPOSAL FOR COMMUNICATION SKILLS DEVELOPMENT

Introduction in communication

No. of participants: up to 30

Aim: to understand the concept of communication

Materials: A4 paper/Flipchart sheets, markers, pen

Time: 30 min

Development of the activity:

Brainstorming: The facilitator splits the group in teams of 3 or 4 and every team gets one

pad and a white paper. In their teams, they need to do a brainstorming about what

communication is, write their opinions on paper and share them with everyone else.

Debriefing: The definition of the communication is discussed with the participants and

noted down on flipchart by the facilitator



Effective listening

No. of participants: up to 30

Aim: to understand the importance of paying atention to others and practice listening skills

Materials: Scenarios

Time: 20 min

Development of the activity:

Participants are splitted in pairs and receive 2 scenarios:

Scenario 1 - Talker

You have a very difficult task to do for school and you are pressed by the time, you arrive at home and realized the computer is not working,

and your little brother has entered again your room and used your stuff. You are very angry and you just need to talk with someone.

Your role: Tell your friend about your day and how you feel

Scenario 2 - Listener

Your colleague is coming to you to tell you he just pass the exam. He is extremely happy and wants to share this with you. You are very busy

with your homework and school project and you don’t have time to listen him.

Your role: Express through nonverbal communication to indicate your partner that you are busy and have important tasks to do

Each pair will have 2 minutes to exrecise their roles, without sharing the scenario to the partner. After all the teams have exercised the

scenario, conduct the debriefieng:

 How did you feel when you were a talker? How about a listener?

 How did the feedback you received made you feel

 What are some appropriate listening and feedback strategies?



Effective listening

No. of participants: up to 30

Aim: to understand the importance of paying atention to others and practice listening skills

Materials: none

Time: 20 min

Development of the activity:

The facilitator splits the group in teams of two. After they talk a while, the facilitator will say: "Freeze!'' and they have to freeze and share,

everyone, the answer of each other. Then, will switch partners. The participants can, also, ask each other common questions like the

followings:

 How old are you ?

 What’s your name ?

 Where are you from ?

 What’s your favourite color ?

 Do you have any pets ?

 Do you like the mountain or the sea ?

 Are you a student ?

 What's your hobby ?

 Do you practice any sports ?

 What’s your favourite singer ?

Debriefing: The participants will share their opinion about their own listening skill and everybody will say what can do to improve it.



Understanding nonverbal communication

No of participants: up to 30

Aim: to understand nonverbal communication

Materials: none

Time: 15 min

Development of the activity:

Participants will group in pairs and everybody will act like he/she can’t speak. They need to

understand each other using just non-verbal communication.

Debriefing: Was it hard to understand the others? How can nonverbal communication help us to
identify emotions, feelings, etc?



Understanding nonverbal communication

Eye Contact - Debate: How do you feel when someone looks you in the eye during a conversation? How do
you think this improves, or doesn’t improve, communication? When you talk to someone, do you make eye
contact with that person?

Debriefieng: Based on the answers given by the participants, a general opinion will be formed about the
importance of eye contact during communication.

Facial expression: The participants have to say something throughout their facial expression. If they're happy,
for exemple, the others have to realise that, just looking at their faces. Then, everyody will share an experience
when they realised that a person that were talking with, was lying from his/her facial expression.

Debriefing: Through facial expressions, we reveal everything we feel at that moment. In a conversation, this is
very common, but there are cases where they can be disguised. In order to be able to communicate, it is
necessary to pay attention to the facial expression of the interlocutor, to realize what he/she feels at the
moment.

Posture - Debate: How much someone's posture influence your opinion about him/her? What about the
communication between you two? Is the posture relevant for a good communication?

Debriefing: The importance of the posture in communication will be established following the answers received.



Emotions and Communication

No. of participants: up to 30

Aim: to understand how emotions influence our capacity to communicate with others

Materials: none

Time: 20 min 

Development of the activity: 

The facilitator splits the group in pairs. Everybody needs to think and share with his/her team mate a moment when a 

strong emotion affected the communication with someone else (from personal life, educational or professional life). 

Debriefing: 

 Did everyone feel comfortable to share some personal moments? 

 Was it difficult to recall a particular situation? 

 How do they feel after sharing the moment with the others? 

 Why do you think emotions influence our communication with others



Questioning skills

No of participants: up to 30

Aim: to practice questioning skills

Materials: none

Time: 20 min

Development of the activity:

The facilitator ask the participants to put some questions about the mobility activity or the

learning activities developed so far and answers to all of them.

* They can also ask questions between them to get to know each other better.

Debriefing: Did you received better the message after I answered to the questions? Do you

think is better not asking? What stops you for asking ?



Questioning skills

No of participants: up to 30

Aim: to practice questioning skills

Materials: scenarios

Time: 20 min

Development of the activity:

Participants work in pairs. Each team receives a case scenario covering a problematic situation one of them has. The other one
acts as friend and needs to develop a dialogue in which to find out more about the situation that could support him/her friend.

Examples of scenarios:

1. You have just graduated highschool and you do not know where to go further. Your dream is to travel the world, however
you lack the money and your family doesn’t like this idea, your parents want you to go to low school, but you are not
interested in this topic. Your role: tell your friend about your situation and seek his/her advise.

2. You have received a new job offer to an advertising company. Currently you are working in sales and you are friend with
your boss who helped you a lot. You want to leave this job and accept this offer but you don’t know how to address the
situation with your boss. Your role: tell your friend about your situation and seek his/her advise.

Debriefing:Why questionning skills are important? Have you found out new things that can help you supporting your friend?



CONTENT PROPOSAL FOR NEGOTIATION SKILLS DEVELOPMENT

What is negotiation?

No. of participants: up to 30

Aim: to define the concept of negotiation

Materials: flipchart, markers

Time: 40 min

Development of the activity: 

Split the group in teams and give them the task to discuss and agree on a 
common definition of negotiation. Give each team 15 min. Each team will 
present the results of the debate. 



How to claim your worth

No. of participants: up to 30

Aim: to practice negotiation skills

Materials: https://www.youtube.com/watch?v=VNTRz1uUc2I, pen/paper 

Time: 40 min

Development of the activity: 

Have the participants watch the video and discuss its content. 

Give them the following scenarios:

https://www.youtube.com/watch?v=VNTRz1uUc2I


Scenario#1 You are looking for a job and you need to know how much

you are worth it.

Research

Please find our how much you

worth it, identify your skills and

results

Skills Results

Prioritize

Please list what you want to get

from the negociation

Map concessions

Please identify the concessions

you are willing to do

Identify needs

Please identify the needs of the

partners, find out how your skills,

results and accomplishments can

help them reach their goals?

Find connections

Please identify the conections

inside and outside the

organisation

Learn the stakeholders

Please identify the decision

making process

Scenario #2 You are creating a business partnership

Research

Please find our how much you worth it,

identify your skills and results

Skills Results

Prioritize

Please list what you wand to get from the

negociation

Map concessions

Please identify the concessions you are

willing to do

Identify needs

Please identify the needs of the partners,

find out how your skills, results and

accomplishments can help them reach

their goals?

Find connections

Please identify the conections inside and

outside the organisation

Learn the stakeholders

Please identify the decision making

process



Bargaining tactics

No. of participants: up to 30

Aim: to explore the strategies and tactics of negociation (slow process,
resistance through brainstorming, using diagnostic questions, persuasive
argumentation,

Materials: Video - https://www.youtube.com/watch?v=BA0DParCiww

Time: 40 min

Development of the activity:

Have the participants watch the video and discuss upon it:

 Did you like how the negociation process went between Tom and his
manager?

 How Tom handled to the lack of cooperation?

 What do you need to have to be persuasive?

https://www.youtube.com/watch?v=BA0DParCiww


Role-playing

No of participants: up to 30

Aim: to practice negotiation skills

Materials: none

Time: 1 h

Development of the activity:

Split the group in teams of two participants. Each team need to find a scenario such as: negotiation of

your salary with your manager, negociation your parents the participation at the coming music fest,

negotiation the bike you want to buy with the seller and so on. Team presentations, followed by the

guesses of the other participants related to the diffent aspects related with communication: body

language, verbal forms, atitudes (which demonstate neutrality or understanding), skillful questioning,

recognition of emotions ..)

Debriefing:

 Was it hard to convince your team member?

 Tell us a moment when you failed negotiation? Why do you think you failed?

 Tell us a moment when you succeeded negotiation? Why do you think you succeeded?



Additional Complementary Skills Training Components

 Complementary skills in personal finance, business English and ICT

 Financial Literacy: budgeting, managing money, paying bills, saving,

building assets, and paying taxes.

 Business English

 Information and Communications Technology: ICT plays a critical role in

connecting young entrepreneurs with the local and global

marketplace. ICT skills also give young entrepreneurs additional tools

they can use to help manage their business.



LEARNING BY DOING 

CONTENT PROPOSAL



 Learning by doing - learning from experiences resulting direct from one’s own
actions, as contrasted with learning from watching others perform, reading

others’ instructions or descriptions, or listening to others’ instructions or

lectures.

 Learning by doing principle: learn-by-doing, trial-and-error learning,

discovery versus instruction, practical experience versus book learning



A. VOCATIONAL TRAINING AND APPRENTICESHIP

If the sector requires unique technical skills, youth may need to
receive specialized vocational training.

Some programs offer vocational training directly, others
suggest external service providers (colleges, vocational
training centers)

After completing the vocational training, apprenticeships and
internships give youth the opportunity to practice their skills.

A program should develop relationships with businesses in
sectors relevant to their needs, and track youth as they apply
new skills during the apprenticeships.



What you can do to facilitate VOCATIONAL TRAINING AND APPRENTICESHIP for

the young people you work with:

 Consult the young people regarding their interests and field of studies

 Analyse your local labor labor market and identify potential businesses

 Contact the identified businesses and establish work meetings with HR

departments/Management departments

 Create a solid presentation of your entrepreneurship program to present to

the potential businesses

 Invite them to consultation and work meetings to establish a vocational

training or apprenticeship program

 Set-up a partnership agreement

 Train and prepare the young people for the program

 Monitor and evaluate his participation together with your new partner



B. LET’S BE ENTREPRENEURS

In a training about business start-up the best way to foster acquisition of knowledge and skills is to
have the young people work on the creation of their business plans, either individual or in teams.
Once going through the business skills curricula, youth workers will integrate practical activities in
which young people build their business plans in steps. Here some proposals of steps:

 Business Idea

 Conducting Market Research

 Marketing/Branding

 Product Costing

 Accounting

 Legal Considerations

 Business Plan Development

 Networking

 Managing Business Growth

 Accessing Start-up Capital



C. MARKETING EXERCISES 

Marketing is an important part of the business, it is one of the main driver of growth. Learning by doing
experiences can include: creating a handcraft object for selling while developing a marketing plan,
organizing an exhibition, promotion materials, selling regular objects to check youngsters sales skills.

1. Creative Workshops

Aim: to create handmade/handcraft objects and elaborate marketing and sales plan

Target group: young people interested in creative industries

Development:

Form teams and give each team the task to create an object/product along with its marketing and sales plan. 

 Do a quick group discussion about the areas they are interested in and match the young people in work team accordingly. 

 Provide to each team the materials/resources they need to create the product 

 Give them the time for the creation of the products

 Once the products are made, have them complete the Business Canvas Model

 Have the youngsters create promotional materials for their products/objects ( flyers, photo album, poster, video, advertise)

 Organize an exhibition to promote and disseminate their work

 Evaluate the Workshop 



2. Street Selling Workshop

Aim: to exercise selling and advertising skills

Target group: young people

Development:

Form teams and have each team decide what they would like to sell. Give them some
options (paper clips, crayons, etc.) or let them have the initiative on how they would like them
to impress their customers.

The task for each team will be to interact with local community and convince them to buy
their product/service.

 Do a quick group discussion to establish what each team will sell as well as to refresh
knowledge about selling strategy

 Give them the time to organize their selling strategy

 In the implementation part young people will try to convince as many people to buy their
product/service

 Evaluate the results: What team was the most successful and why? Was it difficult to interact
with people from the street? What were their fears and how they overcome them?



D. STUDY VISITS

Study visits can be effective ways through which young people can get knowledge about
business environment and they can be included either as integral part in a business training or
as learning by doing experience. As a youth worker you should seek to provide young people
immersive opportunities in the world of business. How can you organize a study visit?

Step 1. Analyze your group profile to gather their interests, field of studies or the area they
want to open a new business

Step 2. Research businesses according to the previous analysis

Step 3. Contact identified businesses – face to face meeting with business representatives will
allow you to build stronger relationship and organize a holistic study visit for your learners

Step 4. Plan the study visit – meet the representatives of the businesses and work together to
identify the main learning elements of the visit

Step 5. Conduct the business

Step 6. Evaluate the results of the study visits with your learners

Step 7. Follow-up with your new partners providing feedback about the activity



EXAMPLE FOR A STUDY VISIT PROGRAM 

 Welcoming the youngsters by the representatives of the selected

business

 Introduction in the business visited – presentation can be made by

the manager or other responsible person

 Visiting the premises of the business

 Experiencing working with machines (if it is a business from industry

for example)

 Talk about the area of work, mission, values, how it got started,

difficulties encountered

 Question and Answer Session



E. VOLUNTEERING

Volunteering is a learning by doing experience in which the young people have the chance to learn
and practice a variety of skills which are useful for their personal and professional growth. A
volunteering program is meaningful when it is created with the involvement of young people:

Step 1. Consult young people about what they think the community issues are - have them go in their
community and start observing, read news paper, ask Friends, family, colleagues

Step 2. Guide the youngsters to identify their interests, passions, level of participation and motivation,
ask them to draw a list of potential volunteering activities to respond to the identified issues

Step 3. Help them to elaborate the needs, target group, objectives, activities, calendar, budget, ask for
help in the community and contact stakeholders that might support their cause

Step 4. Support them during the implementation of the activities

Step 5. Guide them to evaluate their work, identify what went good and what went wrong, thus
allowing to improve their actions and ensure follow-up

Step 6. Disseminate their work – help them speak out about their work to inspire others.



WHAT’S NEXT?
FOLLOW-UP SERVICES



After completing the program, follow-up services should extend for at least 12-18
months. Here’s some types of follow-up services that your organization might put in
place:

 Business advising

 Additional business skills or vocational training

 Business networking events

 Promotion of youth businesses

 Network of business service professionals (accountants, lawyers, etc.)

 Mentoring

The core of follow-up services is business advice. A business advisor, sometimes
known as a business coach or counselor, is a paid employee who records and
analyzes graduates' development, offers technical support, advises young
entrepreneurs individually or in groups, and connects them to outside
organizations as needed.

Young entrepreneurs should be encouraged to voice their ideas by their advisors.
In order to build a positive business relationship, advisors should encourage young
entrepreneurs to express themselves, explain their goals, and ask questions.



The following are some of the responsibilities of a business advisor:

 Reviewing and making changes to the business strategy in preparation for 

implementation

 Coordinating technical assistance and follow-up services

 Advising on business matters

 Creating connections to community resources

 Keeping a network of experts on hand to answer to specific technical 

questions

 Suggestions for funding and organizations

 Youth tracking, monitoring, and evaluation 



As they transition into the role of business owner, youth can attend

business networking events to meet other entrepreneurs and business

experts.

The expansion of young businesses is aided by offering access to new

markets. Marketing options like as expositions, local fairs, and bazaars, as

well as the Internet, can be used to develop links to market channels.

Mentoring is critical to programs because it allows emerging

entrepreneurs to connect with business owners in order to broaden their
network, expose them to new ideas, and provide support as they face

unforeseen problems.
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