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Skills Programme Purpose
The purpose of the skills programme is to prepare candidates to operate small business. Learners who acquire this skills programme will be able to:
Start, manage, grow and sustain a small business.

Skills Rationale
This skills (learning) programme supports the New Ventures being created by young people, especially in rural areas. The programme will help the trainee to: Start, manage, grow and sustain a small business. 
· Know him/herself 
· Know his/her industry 
· Identify market opportunities 
· Create business innovation 
· Manage finances 
· Price goods and services 
· Plan and set business goals

Entry Requirements
Grade 9
Quality Assurance
QCTO will facilitate the assessment and quality assurance

Work Opportunities and further learning
Learners who intend to start a business and those who intend to improve, stabilise and expand existing small businesses. Further learning can be pursued into NC: New Venture Creation, NQF Level 2.

Skills Development Provider Accreditation Requirements
· Facilitator: NQF Level 3 qualification in business studies. 
· Assessor: NQF Level 3 qualification in business studies. 
· Relevant and adequate learning material. 
· Well-equipped classroom that is OHS compliant/ or on a digital platform (smart mobile phone and Zero rated data). Learners can continue do their own learning
independently. In addition, there is some facilitation done by facilitators on different modules.

Venue, Date and Time:
Consult your facilitator should there be any changes to the venue, date and/or time.
  Refer to your timetable
Assessments

The only way to establish whether you are competent and have accomplished the learning outcomes is through continuous assessments. This assessment process involves interpreting evidence about your ability to perform certain tasks. You will be required to perform certain procedures and tasks during the training programmer and will be assessed on them to certify your competence.

Instructions:  

This module includes assessments in the form of multiple-choice exercises. The exercises will be done on your own. These exercises (Learner workbook) must be handed to the facilitator. It will be added to your portfolio of evidence, which will be proof signed by your facilitator that you have successfully performed these tasks.

Listen carefully to the instructions of the facilitator and do the given activities in the time given to you.

Ongoing Evaluation:

Every subject includes integrated multiple-choice queries for internal formative evaluations. Achieving a passing grade on the formative assessment is necessary to progress to the subsequent subject. Assessments can be administered manually or through e-assessment.




Knowledge Component
1. Being an entrepreneur
2. Know yourself
3. Know your industry
4. Identifying market opportunities
5. Innovation
6. Customer Service
7. Financial and cash flow management
8. Basic business financial statements
9. Pricing of goods and services
10. Marketing
11. SMART goals
12. Business planning

Multiple Choice Questions: Formative

Please Mark an X next to the answer you think is correct on the marker space: o
· Each Question bears a Mark out of 5.
· 200 Marks in Total			
Topic 1: Being an Entrepreneur

1. What is a key characteristic that defines an entrepreneur?
· a) Preferring stability over change
· b) Avoiding risks at all costs
· c) Innovating and taking calculated risks
· d) Following established routines strictly


2. Which of the following best describes the role of an entrepreneur in the economy?
· a) Maintaining the status quo
· b) Generating new business ideas and ventures
· c) Ensuring all employees are happy
· d) Only focusing on personal profit

3. Which of the following best describes a Builder entrepreneur?
· a) An individual who seeks to create scalable businesses within a short time frame, typically reaching R5 million in revenue in the first two to four years and continuing to build up to R100 million or beyond.
· b) An individual who focuses on maintaining small, stable businesses.
· c) Someone who invests in existing businesses without seeking growth.
· d) A person who avoids taking risks and prefers steady growth.


4. Which of the following best describes an Opportunist entrepreneur?
· a) A person who is cautious and avoids taking risks.
· b) Someone who focuses solely on personal development without regard to business growth.
· c) An optimistic individual with the ability to pick out financial opportunities, getting in at the right time, staying on board during growth, and exiting when a business hits its peak.
· d) An entrepreneur who prefers long-term stability over quick gains.


5. Which of the following best describes an Innovator entrepreneur?
· a) Someone who replicates existing business models.
· b) An individual who comes up with unique ideas or products that no one has thought of before.
· c) A person who avoids new ideas and sticks to traditional methods.
· d) An entrepreneur who focuses on small, incremental improvements.


Topic 2: Know Yourself
1. Self-awareness in entrepreneurship is important because it helps in:
· a) Ignoring weaknesses
· b) Identifying strengths and areas for improvement
· c) Avoiding risks entirely
· d) Delegating all tasks to others


2. Which of the following qualities is crucial for entrepreneurial success?
· a) Indecisiveness
· b) Complacency
· c) Adaptability and resilience
· d) Rigidity in decision making

3. An entrepreneur's personal values and vision are important because they:
· a) Have no impact on the business
· b) Can drive the mission and culture of the business
· c) Only affects personal life, not business
· d) Are irrelevant in business planning


Topic 3: Know Your Industry
1. What is the primary purpose of conducting industry analysis?
· a) To copy competitors exactly
· b) To understand the dynamics, trends, and competition within the industry
· c) To set arbitrary prices for products
· d) To avoid innovation


2. Which of the following is an essential component of industry analysis?
· a) Ignoring competitors
· b) Examining the supply chain, market trends, and competitive landscape
· c) Avoiding any changes to the business model
· d) Only focusing on short-term profits


3. In industry analysis, a SWOT analysis helps in:
· a) Ignoring threats and weaknesses
· b) Identifying strengths, weaknesses, opportunities, and threats
· c) Avoiding all risks
· d) Focusing only on strengths


Topic 4: Identifying Market Opportunities
1. What is the main objective of identifying market opportunities?
· a) To maintain the current market position
· b) To find new areas for growth and expansion
· c) To increase operational costs
· d) To decrease market share


2. Which analysis technique is most useful for identifying external opportunities and threats?
· a) Financial ratio analysis
· b) SWOT analysis
· c) Time management analysis
· d) Internal audit

3. Identifying market opportunities involves understanding:
· a) Only internal factors
· b) Both internal capabilities and external market conditions
· c) Ignoring consumer behaviour
· d) Focusing solely on product features


Topic 5: Innovation
1. Innovation in a business context primarily involves:
· a) Copying competitors
· b) Developing new products, processes, or ideas
· c) Avoiding all changes
· d) Reducing quality to save costs


2. Which of the following is a common barrier to innovation in businesses?
· a) Encouragement of creativity
· b) Resistance to change and fear of failure
· c) Open communication
· d) Collaborative work environment
3. A business can stay ahead of its competitors by:
· a) Constantly innovating and improving its offerings
· b) Sticking to traditional methods
· c) Avoiding new technologies
· d) Ignoring customer feedback


Topic 6: Customer Service
1. What is the primary goal of customer service?
· a) To increase company expenses
· b) To ensure customer satisfaction and loyalty
· c) To focus solely on sales
· d) To reduce product quality


2. Effective customer service includes:
· a) Ignoring customer feedback
· b) Resolving customer issues promptly and courteously
· c) Limiting communication channels
· d) Prioritizing profit over customer needs


3. Which of the following is a key component of good customer service?
· a) Delayed responses
· b) Personalization and attentiveness
· c) Rigid policies
· d) Inflexibility


Topic 7: Financial and Cash Flow Management
1. Cash flow management is critical for a business because it:
· a) Only affects long-term planning
· b) Ensures the business can meet its short-term obligations and avoid insolvency
· c) Is irrelevant to business success
· d) Focuses only on profit
2. Which of the following statements about cash flow is true?
· a) Positive cash flow always indicates profitability
· b) Negative cash flow can be sustainable in the short term if financed appropriately
· c) Cash flow and profit are the same
· d) Cash flow does not need to be managed


3. A cash flow statement includes:
· a) Only income
· b) Cash from operating, investing, and financing activities
· c) Only expenses
· d) Irrelevant financial data


Topic 8: Basic Business Financial Statements
1. The balance sheet provides information on:
· a) Revenue and expenses
· b) Assets, liabilities, and shareholders' equity
· c) Cash flow
· d) Market trends


2. What is the purpose of an income statement?
· a) To show the company's assets and liabilities
· b) To report the company's revenues and expenses over a specific period
· c) To display cash flow activities
· d) To list all shareholders


3. Which of the following is included in a cash flow statement?
· a) Owner's equity
· b) Cash from operating, investing, and financing activities
· c) Market analysis
· d) Product pricing
Topic 9: Pricing of Goods and Services
1. What is the primary objective of pricing in business?
· a) To ensure products are the cheapest on the market
· b) To balance profitability with customer value perception
· c) To undercut competitors at all costs
· d) To ignore market trends


2. Which pricing strategy involves setting prices based on competitors' strategies?
· a) Cost-plus pricing
· b) Competitive pricing
· c) Value-based pricing
· d) Dynamic pricing


3. In product pricing, what is a 'price floor'?
· a) The highest price that can be charged
· b) The lowest price at which a product can be sold without incurring a loss
· c) The average market price
· d) The introductory price

Topic 10: Marketing

1. Which of the following is part of the marketing mix?
· a) Product, Price, Place, Promotion
· b) Product, People, Process, Profit
· c) Price, Performance, People, Place
· d) Place, Process, Promotion, Price


2. Market segmentation is important because it helps businesses to:
· a) Ignore customer needs
· b) Target specific groups of customers more effectively
· c) Increase production costs
· d) Eliminate competitors
3. Which of the following best describes the Market Penetration Strategy?
· a) Selling current products to existing customers by increasing loyalty, attracting competitors' customers, and converting nonusers. Example: A campaign to increase the frequency of orange juice consumption beyond breakfast.
· b) Expanding sales by entering new geographic markets. Example: Fast food chains adjusting menus to match local tastes in new international markets.
· c) Developing new products for existing markets. Example: Introducing a new line of eco-friendly packaging for a popular product.
· d) Diversifying into new markets with new products. Example: A technology company starting a new line of smart home appliances.


4. Which of the following best describes the Market Development Strategy?
· a) Selling current products to existing customers by increasing loyalty, attracting competitors' customers, and converting nonusers. Example: A campaign to increase the frequency of orange juice consumption beyond breakfast.
· b) Expanding sales by entering new geographic markets. Example: Fast food chains adjusting menus to match local tastes in new international markets.
· c) Developing new products for existing markets. Example: Introducing a new line of eco-friendly packaging for a popular product.
· d) Diversifying into new markets with new products. Example: A technology company starting a new line of smart home appliances.


Topic 11: SMART Goals
1. What does the 'S' in SMART goals stand for?
· a) Simple
· b) Specific
· c) Significant
· d) Sustainable
2. A SMART goal must be:
· a) Vague and unmeasurable
· b) Challenging and out of reach
· c) Specific, Measurable, Achievable, Realistic, and Timely
· d) General and non-specific


3. Which of the following is an example of a SMART goal?
· a) I want to be successful
· b) I will increase my sales by 10% in the next quarter by improving my marketing strategy
· c) I will try to work harder
· d) I want to be the best in my field


Topic 12: Business Planning
1. What is the main purpose of a business plan?
· a) To outline the company's goals and the strategies to achieve them
· b) To list employees' personal goals
· c) To describe the history of the company
· d) To determine the company's tax liabilities

2. A business plan should include:
· a) Only financial projections
· b) Executive summary, market analysis, marketing strategy, financial planning, and budget
· c) Personal biographies of all employees
· d) Daily operational tasks


3. Why is it important to regularly update a business plan?
· a) To comply with legal requirements
· b) To adapt to changing market conditions and business goals
· c) To ensure employee satisfaction
· d) To keep the document current



Overall Total Marks: 200 (out of 100%)


Continuous Assessment

Purpose: To ensure continuous learning and comprehension of the subject matter.

Structure: Each topic within the program includes integrated multiple-choice
 questions were designed to evaluate the learners' understanding and retention of the content.

Administration:
· Manual Assessments: Paper-based tests that are invigilated by an instructor or assessor.
· 
· E-Assessment: Online tests conducted through a learning management system (LMS), ensuring automated grading and immediate feedback.
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