NSANGI SECONDARY SCHOOL.

S.SENTONENOTES

Instructions.

-Readandwritethesenotesinyourbooks.
ENTREPRENEUR,INTRAPRENEURANDENTERPRISINGPERSON

Anentrepreneurisapersonwhoconceptualizes/interprets/scans,implements,
maintainsandexpandsbusinessinthefaceofriskanduncertainty.Theyachieve
profitandgrowthbyidentifyingopportunitiesandmarshalingthenecessaryresources
tocapitalizeonthoseopportunities

Anentrepreneurcanbedescribedassomeonewho:
i Ownsandmanageshis/herownbusiness
ii. Identifiesnewproducts/servicesoropportunities
iii. Heiscreativeandinnovative iv.
Organizesandcontrolsresourcestoensureaprofitforthebusiness
V. Hastheaabilityandinsighttomarket,produceandfinanceaserviceorproduct
Vi. Hasfinancialmeansorcanobtainfinancingtosupportthebusiness

Iswillingtotakecalculatedrisks

CharacteristicsofaGoodEntrepreneur/PersonalEntrepreneurialCharacteristic
(P.E.C’s)

Asearliernotedanentrepreneurisanindividualwiththeabilitytospotbusiness
activityintheenvironment,gatherresourcestomanagethebusinessandmanagesit successfully.

Foranentrepreneurtofulfilltheaboveheorshemusthaveparticulartraitsor
characteristicswhichenablehimtosucceedinbusinessandthesearecommonly
knownasthepersonalentrepreneurialcharacteristicsandtheyincludethefollowing;

1.Risktaking:Allbusinessesareriskyregardlessofthesizeandnaturehencea
goodentrepreneurmusthavetheabilitytoanalyzethedifferentrisksfacinga
particularbusinessandcomeupwithappropriateremediesorsolutionstothe problems.

2.Innovativenessandcreativity.Agoodentrepreneurshouldhavetheabilityto
comeupwithnewideasthatwillhelptodevelopandexpandhisorherbusiness.

3.Self-confidence:thisrefersthebeliefinone’sselfthatisforanentrepreneurto
besuccessful;sheorhemusthaveapositiveattitudetowardshimselfandthe
businesshe/sheisoperating.

4. Persistence.Asuccessfulentrepreneurmustcontinuouslycarryonwiththe
businessbeingoperatedregardlessofthedifficultiesbeingfaced.

5.Hardwork.Thatis,she/hemustbeabletoservethecustomersforlonghoursi.e.
earlyinthemorningtolateevening.
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6.Goalsetting.Foranentrepreneurtobesuccessful,he/shemustsettargetstobe
achievedinthebusinessinthegivenperiodoftime.Thegoalssetmustbesmart
andwithinthelimitsoftheresourcesavailableinthebusiness.

7.Accountability.Abusinesswillhelpinplanningforthedevelopmenttofan
enterprise.ltisalsoimportantthatentrepreneurskeeptheirbooksofaccounts
forpurposeofcontrollingfinancesoftheirbusiness.

8.Decisionmaking.Entrepreneursmustbeabletomakeappropriatedecisionsat
anappropriatetimesoastopromotebusinessdevelopment.

9.Networking.Successfulentrepreneursnormallyworkhandinhandwithother
entrepreneursinthesamefieldorlineofbusiness.Thishelpssomeonetobe
abletogetnewideastobusinessasexpansionhencegoodentrepreneursshould
notlookatcompetitorsasrivalsorenemiesbutratherpatternsindevelopment.

10.Leadership.Asuccessfulentrepreneurshouldbeagoodleadertodirect
businessresource(moneyandhumanresourcetowardstherightfuldirection).

11.Concernforquality.Entrepreneursshouldprovideservicesorproducegoods
thatcanmeettheconsumers’expectationsoastohavealargemarket.This
impliesthatentrepreneursshouldtaketherelevantprecautionstoproducehigh
qualityproductstothecertificationoftheconsumers’expectation.

12.Buildsforthefuture.Thegoalformostsuccessfulbusinesspeopleistobuilda
secureandstableincomeforthemselvesandimprovedlivelihoodandwealthfor
theirfamiliesbasedontheirownabilities

13.Copeswithfailure.Thisinvolvesrecognizingthefailure,learnfromitandseeking newopportunities
14.Respondstofeedback.Anentrepreneurshouldobtainusefulfeedbackand advicefromothers

15.Demonstratesinitiative.Successfulentrepreneurstaketheinitiativeandput
themselvesinpositionswheretheyarepersonallyresponsibleforthesuccessor failure

16.Willingtolisten.Asuccessfulentrepreneurhastheabilitytoseekforhelpfrom
otherpeoplesuchasbankofficials,accountantsandbusinessadvisers

17.Setsownstandards.Asuccessfulentrepreneursetshis/herownperformance
standardsandworktowardsachievingthem

18.Copeswithuncertainty.Thebusinessenvironmentisuncertainintermsofsales,
materialdelivery,pricesandbanksupport

19.Buildsonstrengths.Successfulentrepreneursbasetheirworkuponthe
strengthstheyhavesuchasmanualskills,interpersonalskills,sellingskills, organizationalskillsetc

20.Committed.Asuccessfulentrepreneuriscommittedintermsoftime,moneyand lifestyle

21.Reliabilityandintegrity.Asuccessfulentrepreneurishonesty,fairandreliablein
termsofeffectsthepromisesmade

MAJORCOMPETENCIESREQUIREDFORSUCCESSFULENTREPRENEURSHIP

Therearethreemajorcompetenciesforsuccessfulentrepreneurshipnamely
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Abodyofknowledge
Asetofskills
Aclusteroftraits
KNOWLEDGE.
Itisasetorbodyofinformationstored,whichmayberecalledatanappropriatetime
Knowledgeinbusinessismanifestedinthefollowingaspects:
OAbusinessopportunity
OCustomers
OProductionprocess
OBusinessmanagementassistance
OMarket
OCompetition
OTechnicalmatters SKILL.

Thisreferstotheabilitytoapplyknowledgeacquiredthroughpractice.Askillcanbe
technicalormanagerial

Examplesoftechnicalskills
OEngineering
OComputing
OSewing
OCarpentry
OMechanics

OCatering

Examplesofmanagerialskills
OMarketing
OTimemanagement
OFinancialmanagement
OOrganizational
OPlanning

Oleadership
TRAITS
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Itistheaggregate/totalityofpeculiar/uniquequalities/characteristicsthatconstitute
personalindividuality

ChallengesofanEntrepreneur

Achallengeisdifficulttowhichabusinessisexposedanddisposesseveraltasksthat
anentrepreneurmustaccomplishsoastohaveasuccessfulbusiness.Themajor
challengesofanentrepreneurthereforeincludethefollowing:

1.Sourcingforbusinesscapital.Entrepreneursarefacedwithachallengeof
raisingenoughfundsforfinanceactivitiesinformofbuyingmachineryand
equipment,rawmaterials,payinghumanresourcesetcandassuchtheywould
bepotentialentrepreneurswhoarelimitedbyinadequatefunds.

2.Challengeofmarket.Sometimesitbecomesdifficultfortheentrepreneurtofind
qualitycustomerstowhomhe/shecansaletheproducts.

3.Poorfundsmanagement.Sometimesentrepreneurstendtomisusebusiness
fundthatisusingbusinessmoneyforpersonalgains.Worsestillentrepreneurs
failtodistinguishbetweenbusinesscapitalandbusinessprofitsthereby
consumingbusinesscapitalmistakenlytakingittobeprofitsofthebusiness.

4.Profitmaximization.Entrepreneursfaceachallengeofmaximizingprofitsamidst
competitivemarketenvironment.Inmostcases,entrepreneurstendtolowerthe
pricesoftheirproductshenceleadingtolowprofits.

5.Maintainingthestocklevel.Thisisdonebyconsumersatthesametimeandthis
causesathreatofloosingthewouldbepotentialcustomersduetoinadequate stock.

6.Increasingbusinesslearningexpensessuchaspaymentforbusiness

consumables(electricity,water,insurancecoveretc)isamajorchallengetomost
entrepreneursandassuchitreducesthewould-bebusinessprofits.

7.Productionandmaintainingcapitaloutput.Attimesitmaybedifficultfor
entrepreneurstoproducequalityoutputbecauseoffactorsthatmaybedifficult tocontrol.

8.Challengeofacquiringandmaintainingqualitymanpowerinabusiness.This
mayinternallyaffectthequalityofoutput.

Remedies/SolutiontotheAboveChallenges

Inanefforttoaddresstheabovechallenge,theentrepreneurfollowsthestepsbelow;
1.Theentrepreneurmayapplyforabankloanormayresorttoothersourcesof

businessfundingsuchassellingpersonalproperty,fundraising,orbeggingfrom
donorssoastoovercomethechallengeofinadequatecapital.

2.Thechallengeofinadequatemarketmaybeaddressedbyintensifyingsales
promotionactivitiessuchasadvertisingi.e.givingfreegifts,discountscustomers etc.

3.Properbookkeepingisanappropriatemeasuretopoorfundsmanagement.in
thiscasetheentrepreneurmayemployeequalifiedfinancialmanagersand
effectivelysupervisethemtoensurethatbusinessfundsarenotdis-appropriative.
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4.Purchaseofqualityinputssuchasrawmaterials,machinery,humanresource
(labour)andtheeffectivesupervisionoftheproductprocesswillhelptocrate
gualityoutputforconsumers’satisfaction.

5.Profitmaximizationcanbeachievedthroughreducingbusinessoperationcosts
andproperhandlingofcustomers.

Vii.

Theintrapreneur.Anentrepreneurisapersonwhofocusesoninnovationand
creativityandwhotransformsadreamoranideaintoaprofitableventure,by
operatingwithintheorganizationalenvironment.intrapreneuridentifyopportunities
withinanexistingbusinessandcreateprofitsforthebusinessfromthisopportunity
Featuresofanintrapreneur.

i Workinanexistingbusiness
ii. Ishiredtomanagethebusiness

iii. Identifiesnewproducts/servicesoropportunitiesforanexistingbusiness

iv.  Is creative and uses ability/insightto market/produce/finance a service/product
V. Organizesandcontrolsresourcestoensureaprofitfortheexistingbusiness
vi. Prefersbenefitsofanexistingbusinesssuchasasalaryandavailable resources

Anenterprisingperson.

Isapersonwhotakesonimaginativeandriskyprojects.Anenterprisingpersonis
ambitiousandenergetic Featuresofanenterprisingperson

ENTREPRENEURIALSKILLS

1. THEENTREPRENUERIALMOTIVATION
Amotive

Thisisone’sstrongdesiretodosomething.Motivationthereforereferstotheprocess
ofarousingone’sinterestordesiretowardsdoingaparticularactivitysoastoachieve
thepredeterminedgoal.Orisaninnerstatethatactivatesormovestheintervening
variables.Interveningvariablesareinternalandpsychologicalprocesseswhichare
notdirectlyobservableandinturnaccountforbehaviorofindividuals

Motivationmayalsorefertotheprocessofindirectlyforcingsomeonetoconducthim
orherselfintheacceptedmannersoastoachievethegoalsinlife.

Entrepreneurialmotivationthereforereferstoanindividual’sstrongdesire,driveand
dedicationtowardsworksoastoachievetheintendedbusinessgoalsandobjectives.

Entrepreneurialmotivationmayalsorefertoaninnerdynamicforcethatmakesan
entrepreneurandconsequentlyleadingtobusinesssuccess.

Inshort,entrepreneurialmotivationisaresultofhavingadesiretoachieverecognition
andselfesteem(selfrespect)insociety.
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TheProcessofEntrepreneurialMotivation
Therearethreemajorstepsorwaystowardsachievingentrepreneurialmotivationand theseinclude;

1.Thefeltneed.Thisinvolvesidentifyingordeterminingwhatistobeachievedor
accomplishedi.e.anentrepreneurmustidentifyspecificgoalsinaspecificfield orarea.

2.Goalorientedbehavior.Theentrepreneurisexpectedtoliveagoaldrivenor
directedlife,thisinvolvesmakingnecessarypreparationtowardsachievinggoals
achievedinthefirststage.ltmayalsoincludehavingconstantreferencetothe
setgoalwhilecarryingoutbusinessactivitieshe/sheisalsomakesconstant
reviewofasetgoal.Thiswillhelphimorhertoremainfocused,workhardand
becomeasuccessfulentrepreneur.

3.Theneedforsatisfaction.Thisinvolvesremovingallthedestructionsthatmay
hindertheentrepreneurtoachievethesetgoals.ltinvolvesremovingall
obstaclesthatmaydestroytheabilitytoremainfocusedandconcentrateonthe
setgoals.Suchobstaclesmayinclude;discouragementfromfriends,culturalor
traditionalthinkingperception,distrustofones’selfetc.
AnlllustrationofEntrepreneurialMotivation

Forthneed

Entrepreneurial

. Needofsatisfaction
Environment

€ntrepreneu)

Goaloriented

babaviae
oTTTaviul

TheClassicalApproachofEntrepreneurialMotivation

Theclassicalpsychologiststrytoexplaintheconceptofentrepreneurialmotivation
basingonthefactthat,individualshavepersonalmotiveswhichforcesthemtoactor
behaveinaparticularway.

Accordingtothistheorytherefore,entrepreneurialmotivationcomesasaresultof
developingpersonalorindividualmotiveswhichhelpsonetoconcentrateonparticular
taskssoastoachievethepre—determinedgoals.Thesemotivescanbedividedinto fourmajorcategories.

a)Theunconsciousmotive.Thistheoryasserts/assumesthatsometimes
individualsarenotawareofwhattheywanttoachievehencetheykeeptrying
differentoptionsuntiltheyachievetheirgoals.

b)Powermotive.Powerreferstoone’sabilitytoinfluenceindividuals.....Whichis
helpfulinachievingone’spurposeorobjective?Wheretheentrepreneurhasthe

powerhe/shewillbemotivatedtoopenupbusinessandrunittherebyleading
toentrepreneurialmotivation.
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c)Theaffiliationmotive.Thisreferstothedesiretoworkwithotherpeopleorto
workwithothers.Entrepreneurmusthavetheaffiliationmotiveiftheyaretobe
successfulinbusiness.Throughworkingandcooperatingwithotherindividuals,
onemaybenefitformtheirexpertiseorskillshencepromotingthesuccessof
hisorherownbusiness.

d)Thecompetenceorachievementmotive.Thisreferstothedesiretohave
excellentperformanceanduniquenessindoingthings.lfoneistobecomea
successfulentrepreneur,heorshemusthaveastrongdesireordrivetowards
havinganexcellentperformance.

ACHIEVEMENTMOTIVATION

Thisreferstoanintenseurgetoexcelanddosomethingunique.Peoplewithastrong
needtoachievehaveanintensedesireforsuccess.Theywanttobechallenged,so
theysetmoderatelydifficultgoalsforthemselves,takerealisticrisksandpreferto
assumepersonalresponsibilitytogetajobdone

Behavioralcharacteristicsassociatedwiththestrongneedformotivation
Formulationofaconcretegoal
Goalsareformulatedinsuchawaythattheystrengthone’sabilityandefforts
Goalssetarenotimpossibleortwodifficultbutarenottooeasy

Developingastrong,internalcommitmentorinvolvementwiththegoal
Takingpersonalresponsibilityfortheoutcome

Analyzingtheenvironmenttocreateopportunitiesforachievement,ratherthan
passivelywaitingforchancestocomeone’sway Experimentingwithnovelactivitiestoreachthegoal

Seekinghelpfromexpertsratherthanfromfriendstoovercomebothexternalblocks
andinternalorpersonallimitations

Derivingmaximumsatisfactionfromtheachievementitself,andlessfromother
factorslikerecognitionandmoney

Learningfromfeedback,analyzingwhetherthegoalsetwastoohightoberealistically
attainable,orwhethertherightmethodswereemployedorchangesshouldbecarried out

CHARACTERISTICSOFSTRONGACHIEVERS
Achieversinlifearecharacterizedbythefollowingfeatures;
1.Theyworkforlonghoursthushavinglimitedtimeforresting,gossipingorpaying visits(leisure).
2.Theydemandforspecificandpromptfeedbackforwhatisbeingdone.

3.Theyarenotafraidofanypossiblefailure.Tothem,failurecreatesanopportunity
forfutureachievements.

4.Theyhavestrongdesireforsuccessandtheyonlylovesharingtheirsuccesswith
others,hence,strongachieversarenotselfish.

5.Theysetgoalsperiodicallyandcarryoutperiodicalassessmentorappraisalto
determinetheextenttowhichthegoalshavebeenachieved.

NSS’20



6.Theynormallytakerealisticrisksandtakeuppersonalresponsibilityforany
failureasaresultoftheirdecisions.Theynormallydon’tblameanyoneorany
situationincaseofanyfailure.

AdvantagesofAchievementMotivation/motivation

1.ltincreasesselfconfidenceamongentrepreneursandhencecratingselfdrive
anddesiretoachievemore.

2.lthelpstheentrepreneurtocalculativetakeupbearableriskssoastoavoidbig
lossesthatmayhinderbusinessprogress.

3.ltpromotescreativityanddesiretostartotherbusinesseswiththeconfidence thattheywillsucceed.

4.1tprovidesabasisformeasuringtheextenttowhichtheentrepreneuris
achievingthegoalsseti.e.itformsabasisforperformancejudgment.

5.ltcreatesselfinterestamongtheentrepreneurshencepromotinghardworkand
commitmenttothebusinessestablished.

6.Ithelpstosolvetheproblemsencounteredduringbusinessoperations,thisisdue
tothestrongdesireonemayhavetowardsachievingsomething.

7.1thelpstobuildthecultureofpersonalresponsibilityforanyfailureencountered
duringbusinessoperationotherthanblamingotherindividuals.

8.Withthehelpofachievementmotivation,theentrepreneurisabletosetrealistic
goalsthatwillbeattainedwiththebusinessforagivenperiodoftime.

9.lthelpstheentrepreneurtorealizetheimportanceofworkingtogetherwithother
peoplesoastoachievehighly.

DisadvantagesofAchievementMotivation

1.Sometimesitleadstosettingofunrealisticgoalsduetotoomuchenthusiasm
therebycausingfailureanddiscouragementtothewouldbepotential entrepreneurs.

2.Sometimes,individualsarereluctanttoacceptresponsibilityforbusinessfailure,
hence,Failuretoacceptpersonalresponsibilityforbusinessfailureorproblems
encounteredmakesitdifficulttopromoteordeveloptheachievementmotivation
amongentrepreneurs.

3.Individualslackcompetenceinsettinggoalsanddeterminingwhattheywishto
achieveinfuture.Hencelimitingthelevelofdevelopingachievementmotivation.
Iltencouragesnegativethinkingwheretheentrepreneurwillalwaysthinkofthe
weaknessesandthreatsinsteadofbusinessstrengthandopportunities.

HindranceorObstaclesofEntrepreneurialMotivation
Theprocessofenhancingentrepreneurialmotivationislimitedbythefollowingfactors;

1.Limitededucationorsensitization.MostUgandansareeitherilliteratesorsemi—
literateandworsestilltheyarenotwellsensitizedonhowtocarryoutbusiness
hencetheirdegreeofcreativityandselfmotivationislow.
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2.Inadequateprovisionofphysicaleconomicinfrastructuresuchasbanks,roads,
electricdamsetcdiscouragesentrepreneurialmotivationsincethewouldbe
potentialentrepreneursarelackingaccesstoresourcesthatpromotesbusiness activities.

3.Socialorculturalandreligiousrigiditieshinderentrepreneurialmotivationi.e.in
somecultureswomenarenotallowedtocarryoutbusinessesandyetother
individualsarelookeduponasinferiors,thisdiscouragesthemtogetinvolvedin productiveactivities.

4.Insecurityandpoliticalinstability.Individualsmaynoteasilybemotivatedtodo
thingswheretheyareleavinginapoliticallyunstableorinsecureenvironmentthis
isbecausetheyarenotsureofwhatistohappennext.

5.Limitedtimeforleisure.Someindividualsareoverworkedhencehavingnotime
torefreshtheirminds,reflectontheiractivitiesandbuildtheinteresttodomore work.

6.Economicinstabilitiesinthecommunity.Theincreaseandfallinfactorpricesand
pricesoffinalgoodslimitsentrepreneursfromachievingthesetgoalshencean
obstacleofentrepreneurialmotivation

7.Unfavorablegovernmentpolicyoftaxationandsubsidization.Hightaxescharged
onentrepreneursandlowsubsidiesgrantedonthemhinderthemfromachieving thesetgoals

8.Inadequatecapitalneededtofacilitatebusinessactivitieshindersentrepreneurs
fromachievingmotivation

9.Limitedrolemodelstoarouseinterestsofentrepreneurslimitsthemtoachieve theirgoals

WaysofPromotingEntrepreneurialMotivation

1.Developingapositiveattitudetowardsbusinessandentrepreneurshipasawhole.
Thiscanbeachievedbyassociatingwiththepositivesideofthebusinessand
neglectingnegativecommentsaboutbusiness.

2.Settingrealisticgoalstobeachievedandthesemustbeinlinewiththeavailable
resourcesstruggletousetheavailableresourcestomakeendsmeeti.e.achieve
thesetgoalsandobjectives.

3.Carryingoutperiodicalevaluationofyourselfandthebusinessoperatedto
determinethelevelofachievementanddrawotherplanstoachievemoreinfuture.

4.Havingtrustinone’sself,bearinginmindthatsuccesscomestothosewho
believeingettingit.Believinginone’sselfwillassistinconcentratingonwhatisto
beachievedandhencepromotingpersonalmotivation.

5.0pportunityseeking,individualsmustsearchforopportunitiesiftheyareto
achieveentrepreneurialmotivation.Alwaystakeadvantageofanychancewhich comesyourway.

6.Beingcreativei.e.alwaysdevelopwaysofdoingthingsinauniqueway.

7.Learningfrompastexperiences
8.Networkingwithsuccessfulentrepreneurstoacquiretheirthinking,mannerisms andcharacteristics
9.Beingresultoriented.Thisinvolvesfocusingonspecificproblemsandtaking actionstosolvetheproblem

10.Settingworkobjectivesthatareachievablewithanimpact
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2.THECONCEPTOFCREATIVITYINBUSINESS.

Creativityreferstoone’sabilitytocomeupwithneworuniqueideas,conceptsand
solutionsandmarketthemwithinthecommunityhencetheentrepreneur’slevelof
creativitydetermineshissuccessorfailure.

FeaturesofCreativePeople
Creativethinkersarecharacterizedbythefollowing;

1.Sensitivity.Theyareusuallysensitivetotheenvironmentaroundthem.They
criticallyassesstheenvironmenttofindoutwhatisbeneficialtothemandthe
possibledangerstheyarelikelytoface,theydon’ttakethingsforgranted.

2.Theyaredrivenbytheconceptororiginalityi.e.theybelieveindoingthingsina
uniqueway.Theygenerateideas,redesignthemandcomeupwithcompletely newitem.

3.Theynormallyhaveindependentthinking.Theyobservetheprevailingsituation,
gatherinformationandcomeupwithapersonaljudgmentandconclusion.

4. Theyarequicktoaskquestionsandquite‘slow’toreacttothequestionsasked
untothemhencetheyhaveaninquisitivemind.

5.Theynormallywanttocarryoutresearchsoastoestablishnewideas.

6.Flexibility.Theycaneasilychangewiththechangingcircumstanceshencethey
arenotrigidtoparticularsituations.

7.Theyhaveastrongdesiretochangeforbetterwithapurposeofgrowingricher andacquiringproperty.

ObstaclestoCreativitylnBusiness

1.Negativityofindividuals.Thisreferstothetendencyoffocusingonnegative
outcomeratherthantheconcentrationonthepositiveaspectsofthebusiness
hencefailingindividualstothinkcreativelyabouttheprosperityofhisorher business.

2.Lackofselfconfidenceandselfwill. Thishinderscreativitybecausesomany
peopleunderestimatetheirpotentialtodocertainthings.

3.Fearoranxiety.Someindividualshavethefeartoventureintoparticularaspects
orbusinesses.Theyfeartakingupriskstherebyreducingtheirlevelofcreativity.

4 Limitedtime.Someindividualsaretoobusythatis,theyhavealotofworktodo
andlesstimeissetforleisure.Hencepreoccupyingtheirmindswithtoomuch
workgivesthemlestimeforcreativity.

5.Unfriendlyenvironmentcharacterizedbynoise,sicknessetchinderscreative
thinkingbecauseitinterruptstheindividualsmindtowardsgeneratingideasand
solutiontoparticularproblems.

6.Culturalorreligioushindrances.Someculturesandreligionshinderpeoplefrom
beingcreativeespeciallywheresomeoneisrequiredtofollowpreestablished normsorbeliefs.
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7.Competition:Businessmenareoutcompetedandpushedoutofbusinessbytheir
competitors.Hencehinderingtheircreativity.

8.Pressureorstress.Creativityinbusinessisreducedbytoomuchpressure
causingstressanddesiretogiveup.

9.Conflictinggoalsorobjectives.Wheretheentrepreneursetgoalsthatconflicts
withthebusinessestablishedthelevelofcreativitywillbelowered.

SolutionsfortheAboveObstacles

1.Anindividualshouldconcentrateonpositiveaspectsofthebusinessthan
negativeonesinordertoovercometheproblemofnegativity.

2.Anindividualshouldcreatethepositiveattitudetowardsbusinessbycopingwith
themodernwayofoperatingbusinessthandependingontraditionalones.Hence
eradicatingrigidity.

3.Anindividualshouldhaveatimetabletofollowwhileworkinginordertoavoid
overworkingandavoidoccupyingtheirmindswithtoomuchwork.

4.Anindividualshouldselectagoodorfriendlyenvironmentinordertothink
creativelyforexampleaplacethathasnonoise.

5.Anindividualshouldavoidclingingonbusinessunfriendlyreligiousandcultural
practicessoastopromotecreativityanddevelopmentofhisorherbusiness.

6.Anindividualshouldseekforadvicefromotherpeoplewhoarealready
prominencebyavoidingstressingthemselvesduetooverthinking.

7.Anindividualshouldsetrealisticgoalswhichcanhelphimorhertoachievewhat
heorshemaywanttoachieveinfuture.

TECHINICSFORDEVELOPINGCREATIVEABILITY
Belowisalistofthingsthatonehastodoinordertobecreative.
1.Thinkingbeyondtheinvisibleflameworkthatsurroundstheproblemsor situations.

2.Recognizingwhenassumptionsarebeingmadeandchallengethem.Soasto
comeupwithrealisticorpracticalwaysofdoingthings.

3.Developingideasfrommorethanonesourcei.e.gatherviewsfromdifferentareas
soastocomeupwithauniquewayofdoingthings.

4.Transferringtechnologyfromonefieldtoanother.
5.Drawingontheexperiencesofotherindividualsorbusinesstowidenthefieldor vision.

6.Beingopenandpreparedtousechanceandpredictthingsoreventstothe
advantageoftheprevailingsituation.

7.Exploringthoughtprocessesandokayelementsofthemindatworkinanalyzing
evaluatingandsynthesizing,practicingfortunei.e.haveawideattentionseenand rangeofinterest.

8.Notingdownthoughtsandideasthatapparentlydropintothemindsothatthey arenotforgotten.
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9.Usinganalogyi.e.improvingimaginativethinkingtofindmodelsorsolutionsin
nature,inexistingproducts,servicesorintheorganization.

10.Tryingasappropriatetosometimesmakethestrangerfamiliarandthefamiliar
strangertosparknewideas.

11.Makingconnectionswithpointsthatapparentlyirrelevantoutsidesphereof
experts,lackingauthorityordisguised.

12.Suspendingjudgmenttoencouragethecreativeprocessandavoidpremature criticism
13.Stimulatingcuriosityineverythingandtheskillsofobservation,listening,reading andrecording.

14.Spottingnarrowmindedthinkingandwideningthefieldofvisiontodrawon
experiencesofotherindividuals

STAGESOFCREATIVEPROCESS
1.Preparation.Thisinvolvesinformationgathering,analysisandexploring solutions
2.Incubation.Thisinvolveslettingthemindworktocontinuetheprocess

3.lllumination.Thisinvolvesinspirationi.e.anindividualisnotthinkingabouta
problembutisinarelaxedframeofmind

4 Verification.Thisinvolvestestingideas,solutionstoproblems,insightsfor
applicability.Ifthesolutionstoproblemsareslowtocome,thereisneedto
leavethematteralone.Howevertheentrepreneurshouldre-asseswith

-Anewstartingpoint
-Adifferentperspective
-Freshmotivation

-Furtherconsultation

IMPORTANCESOFCREATIVIY

Creativeideasareneededanywherewhenthereisproblemwithoutunknownsolution
inthebusinessworlditisusedforthefollowing;

1.Itleadstodevelopmentofnewandoriginalideasbyusingtheexistingideasasa startingpoint.
2.ltsusedtoupdateproductsandservices
3.ltenablesanentrepreneurtomakeproperuseoflimitedsources.
4.1t'susedtopromoteproductsandservicesofthebusiness.

5.1t'susedtosolveeveryprobleminthebusiness.

3.INNOVATION

Itisthewayoftransferringtheresourcesofanenterprisethroughcreativepeople

(persons)intonewresourcesandwealth.Thisistheactofintroducingsomethingnew.
Itresultsintonewproductcategoriesandincreasesthefirm’sproductivity
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TYPESOFINNOVATIONS

Innovationisoftendividedintothefollowingtypes;

1.Businessmodelinnovation.Thisinvolveschangingthewaybusinessisbeing
doneintermsofcapturingvaluee.g.NilebreweriesversesUgandabreweries.

2.Supplychaininnovation.Thisiswhereinnovationoccursinthesourcingofinput
productsfromsupplyanddeliveryofoutputproductstocustomers(consumers).

3.Marketinginnovation.Thisisdevelopingofnewmarketingmethodwith
improvementinproductdesigningorpackagingproductpromotionorpricing.

4.0rganizationalinnovation.Thisinvolvesthecreationofnewbusinessstructures, practicesandmodels.

5.Processinnovation.Thisinvolvestheimplementationofneworsignificantly
improvedproductionordeliverymethod.

6.Productinnovation.Thisinvolvestheintroductionofnewgoodsorservicesthat
areimprovedforresistanceintermsofeaseorviews.

7.Financialinnovation.Thisinvolvesthedevelopmentofnewfinancialproductand
service,combiningbasicfinancialattributesi.e.risksharing,liquidityandcrediting
innovativewaysaswellasexploitingtheweaknessofthetaxlaw.

SOURCESOFINNOVATION

Thereare7sourcesofinnovation;outofwhich1s*foursourcesofinnovationcome
fromwithintheindustryandthelastthreeliesinthesocietalenvironmental.

1.Unexpectedoccurrences,unexpectedsuccess,failureorunexpectedoutside
eventcanbeasymptomofuniqueopportunityforaninnovativepersontoexploit.
It’softenthroughsuchanexpectedoccurrencethatnewideasaregotandnew
informationbroughttolight.

2.Incongruities.lsadifferencebetweenrealityandwhatcompaniesorindustries
assumedtobeorbetweenwhatisandwhatoughttobe.Thiscreatesand
innovativesopportunity.Thispromotesinnovationbecausethedifference
betweenestimatesandrealitiesforcesonetothinkinnovativelyforbetterresults.

3.Processneed.Sometimestheremayexistagap(missinglink)intheproduction
processorintheprocessofoperatingabusiness.Thisprovidesanopportunityfor
aninnovativepersontothinkpositivelysoastocomeupwithanideatofillthe missinglink.

4.Industryandmarketchanges.Here,theopportunityofaninnovativeproduct/

serviceorbusinessapproachoccurswhentheunderlyingfoundationofindustry ormarketshifts.

Theexternalsourcesofinnovationsinclude;

1.Demographicchanges. Changesinpopulationsize,agestructure,sex
composition,employment,levelsofeducationandincomecangenerateinnovative
opportunitiesforexampleanincreaseinthelevelsofeducationinUgandahas
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createdmoreinnovativemembersofsocietytherebyleadingtoastrongprivate
sectorpersonalemployment.

2.Changingperceptionmoodandmeaning.Innovativeopportunitiescandevelopa
society’sgeneralassumption,attitudesandbeliefschangeforexample,despite
thefactthathealthcareisUgandaarecontinuouslybecomingbetterandmore
accessible,peoplehavebecomeincreasinglyconcernedabouttheirhealthandthe
needforbetterandmoreaccessiblehealthcare.

3.Newknowledge.Advancesinsciencesandscientificknowledgecancreatenew
productsandnewmarkets.

NB:lfyouarelookingforanewbusinessopportunity,monitoringthoseseven
sourcesmayprovideyouwithaninnovationopportunity.

CHARACTERISTICSOFINNOVATION/ANINNOVATOR

1.Acompellingvision.Innovativepeoplebelievethattheyarepartofsomething
bettertocomeandthattheirwillingnesstocontributetothevisionwillmakeit
happen.Theyhavetheabilitytoformulateandarticulatedcompellingvisionfor
theirorganizationtopeoplewhocanmakeithappen.

2.0pportunityoriented,aninnovatorisconstantlythinkingaboutnewwaysofdoing

thingsandisnotafraidtoknowthatifthisdoesnotworkout,thereisalways anotherwaytodoit.

3.Selfdisciplined,aninnovatorisabletotakehistimesothatheisdoingsomething
importantfirst. Theyhavetheabilitytodothehardworktomakeithappen.

4.Innerdirected(personalmotivation).Innovatorsareinnerdirectedandgoal
orientedanddonotneedanyoneelsetomotivatethem.Becauseoftheself
disciplineandabilitytofocus,innovatorsgetupinthemorningandgetgoing.No
bodytellsthemwhattodo.

5.Extraordinarypersistent.Aninnovatoriscommittedtoachievinghis/hergoals.
Hekeepsgoinganddoesnotletanyobstaclesgetintheway.

6.Passionateaboutbeliefs.Innovativepeoplearetrulypassionateaboutwhatthey
believe.Theygiveiteverythingtheyare,theyarepassionateboutoneanotherand
theygoafterthatwithalltheirheartsandsoul.Theyputalltheireffortsin
achievingthatonethingandaretotallyfocusedonthat.

7.Trendspotter.Aninnovatorisatrendspotter;heorsheisabletoidentify
somethingnewanditssocialresponsibilities.

8.Associateswithpositivepeople.Innovativepeopleusuallysurroundthemselves
withpositivepeopletowardscreatingsomethingnew.

PRINCIPLESOFINNOVATION

Therearefiveprinciplesthatcanhelpyoutotakeadvantagesofnewinnovationthat
youmayhavediscovered.

1.Beginwithananalysisoftheopportunity.

2.Analyzetheopportunitytoseeifpeoplewouldbeinterestedinusingthe innovation.
NSS’20
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3.Tobeeffective,theinnovationmustbesimpleandclearfocusedonaspecific need.

4.Effectiveinnovationstartssmallbyappealingtoasmalllimitedmarket,productor
servicerequireslittlemoneyandfewtopeopletoproduceandsellit.Asthe
marketgrows,thecompanyhastimetofinditsprocessesandstayaheadofthe imagingcompetitions.

5.Leadershipinthebeginning,it’sunlikelytobeinnovativeenoughtoosuccessfully establisheditself.
WAYSTOFOSTERINNOVATIONINSMALLBUSINESSES
Innovationcanbepromotedthroughthefollowing;

1.Beingafastthinkeri.e.Innovativeentrepreneurmustbefastinthinkingand
judgingtheenvironmentwithinwhichhe/sheoperates.

2.Learningnewthings,innovativeindividualsmustalwaysaccepttolearnnew
thingsorideasastheycometheirwayhenceshouldbeabletoadopthimselfor
herselftoanewenvironment.

3.Generatenewrulesaimingatcompetitiveadvantageoverotherentrepreneurs.

4. Expectingchangei.e.innovativepeoplemustaccepttobechangedwithchange
hencehe/sheshouldavoidbeingrigidinthewayofdoingthings.

5.Settinggoals.Innovativeentrepreneursmustsetgoals(performparameters)
whichwillassistthemtothinkcreativelyandinnovatively.

6.Avoidingbarrierstodevelopmenti.e.entrepreneursmustworkhardtodissolveor
fightanyinternalorexternalhindrancestohisorherinnovationsuchhindrances
mayincludeinadequatefinances,discouragementfromfriendsetc.

7.Thinkingglobal.Thinkofoperatingbusinessonaglobal/internationalbasis
8.Implementingnewrules.Thismakestheentrepreneurachievecompetitive advantageandprofits

9.Developinginnovativestrategies.Thisinvolvesdevelopingmechanismsto
promotepersistentinnovation

10.Doingwellforothers,successwillbeeasiertoattain

ADVANTANGESOFINNOVATIONINBUSINESS

1.Ithelpstoimproveontheproductsqualityhenceattractingmorecustomers,
increasingbusinesssalesandproductivity.

2.lthelpstopromotepersistentgrowthanddevelopmentofthebusinesshence
ensuringbusinessexpansion.

3.Throughinnovationtechnologicaltransformationcanbeachievedinthebusiness.
4.Innovationhelpstheentrepreneurstoachievethesetgoalsandobjectiveswitha shortperiodoftime.
5.lthelpstoremovebarrierstodevelopmentwithintheenterprise.
6.ltcreatesareputationtothebusinesshenceattractingmorecustomers.

7.lthelpstolowertheoperationalcostsespeciallyweretechnological
transformationhasbeenachievedintheenterprise.

NSS’20 15



8.Innovationhelpstheentrepreneurtocomeupwitharangeofproductshence
enablingconsumerstoexercisetheirchoice.

9.Innovativenesshelpstheentrepreneurtodevelopnewwaysofdistributinghisor
herproductssoastoreachcustomersindifferentareas.

Whysmallbusinessesrespondtoinnovationsuccessfullymorethanthelarge businesses

i Mostsmallbusinessownersarewillingtotrynewapproachestomaketheir
businessesmoresuccessful

ii. Smallbusinessesunderstandcustomerneeds,identifynewopportunitiesand
fixproblemsquicklyandeffectively

iii. Smallbusinessescanquicklyimplementnewbusinesspracticesandadaptto
changingmarketconditions

iv. Smallbusinessestraditionallyrelyonstronglocalsocialnetworkstoshare
informationneededforinnovativethinking

Whysmallbusinessesrespondtoinnovationsuccessfullymorethanthelarge businesses

V. Mostsmallbusinessownersarewillingtotrynewapproachestomaketheir
businessesmoresuccessful

Vi. Smallbusinessesunderstandcustomerneeds,identifynewopportunitiesand
fixproblemsquicklyandeffectively

vii. Smallbusinessescanquicklyimplementnewbusinesspracticesandadaptto
changingmarketconditions

viii. Smallbusinessestraditionallyrelyonstronglocalsocialnetworkstoshare
informationneededforinnovativethinking

4.COPYINGWITHCHANGEINBUSINESS

Changereferstotheprocessofcomingupwithacompletelydifferentmethodof
doingthings.ltmayalsoinvolvetransforminganobjectintoadifferentitem.
ltisinevitabletoavoidchangeinbusinesssincetheactivityitsselfisdynamichence

anentrepreneurneedstoembracechangeifheorsheistoremaincompetitivein business.

FORMSOFCHANGE

Therearemainlythreemajortypesofchangenamely;

1.Developmentchange.Thisisthetypeofchangewhichinvolvesgeneral
improvementinthebusiness’swayofdoingthingse.g.changeintheproduction
method,processes,packagingofproductsetc.

2.Transitionalchange.Referstoachangewhichreplacesexistingprocessesor
procedurewithsomethingcompletelynewtothecompanyforexamplemerging,
creatingnewproducts,andnewtechnology.Thisinvolvesacompletechangein
thewaythingsaredoneinabusiness.ltisagradualprocessaimedatchanging
thedifferencedepartmentswithinanenterprise.
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3.Transformationalchange.ltreferstoachangewhichinvolvesbothtransitional
anddevelopmentalchange.Thisisthedrasticchangethatinvolvesthegeneral
changeinmethodologyorideologiesofthebusiness.

Causesofchangeinabusiness.

1.Changeinthelevelofcompetition.Duetoacompetitiveenvironmentwithwhich
businessoperates,changebecomesinevitablebecausetheentrepreneurmust
thinkinnovativelysoastooutcompeteothers.

2.Changeintechnology.Technologicalchangesforcetheentrepreneurtochange
thewayheorshedoesthingsinabusinesse.g.advertisementintechnology
forcestheentrepreneurtoabandontheoutdateorobsoletemethodsof production.

3.Changeinthelevelofefficiency.Theneedforeffectiveperformancemaycause
severalchangesinanenterprisesoastobeabletoperformeffectivelyand
efficiencytobeabletoperformeffectivelyandefficiently.

4.Changeintheenvironmentalfactors.Sometimeschangemaybebroughtasa
resultofexistingenvironmentwithinwhichtheentrepreneuroperatese.g.fencing
thebusinesspremisesmaybeasaresultofencroachmentbyintruders.

5.Changeofdesire.Changemaybebroughtaboutasaresultentrepreneursneedto change.

Reasonsforresistingchange
Someindividualsfearchangesbecauseofthefollowing;
1.ltiscostlyi.e.itrequireslargeinitialfinancialrequirements.Comeswithseveral costs.
2.Changeistimeconsuminghenceindividualsreluctantlyaccepttochange.

3.Changebenefitsafewattheexpenseofthemajorityhencecreatingreluctance
amongtheindividualtoembraceit.

4.Inadequacy,peoplefeartochangebecauseoftheirinabilitytocopewiththenew
changesthatisindividualshaveageneralbeliefthattheylackpersonalabilityto
copewiththenewchanges.

5.Insecurityassociatedwithchange,thatpeoplefearchangebecauseofthe
insecuritywhichmaycomealongwiththechangesencounteredsuchinsecurity
mayeitherbefinancialorsocialinnature.

6.Individualstubbornness.Thismaymainlybeduetorigiditiesofindividualsor differentsocieties.
Importanceofchangeinthebusiness
Changemaybeusefultoanentrepreneurinthefollowingways;

1.Itleadstotheproductionofgoodqualityproductshenceleadingtoconsumer
satisfactionandcreationofabigmarket.

2.Changeleadstothedevelopmentofnewtechniquesoftheproductionwithinthe
enterprisehencehelpingtheentrepreneurtotransformhisorhertechnology.
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3.Itleadstocreationofbusinessopportunitieshencehelpingtheentrepreneurto

explorehisorherpotentialindifferentbusinesses.

4.ltleadstothetotaltransformationofanindividual’slifeandthesocietyingeneral.

5.Itleadstothegrowthanddevelopmentofanenterprisehencehelpingthe

entrepreneurtoearnmoreincome.

CRITICALCHANGEAREAS

Theoutlineofwhatthefuturemayholdforchangeinsmallbusinessoperatesinthe futureincludes:

Vi.

Vii.

Capitalwillbemoredifficultandexpensivetoobtainandmightbecomevirtually
unavailabletomanysmallbusinesses

Rawmaterialswillbeincreasinglycostlyanddifficulttoobtain.Smallfirmswill
relyonlargeinventoriesorswitchtoothersubstitutes

Labourislikelytobeabundant.Abundantlabourwillbesubstitutedforscarce capital

Technologywillbemoreimportanttosmallbusinessesinfuture. Theywill
continuetoprofitfromtechnologicaladvanced

Marketbasedonproductswhichconsumelargeamountsofincreasinglycostly
resourceswilltendtodeclinewhilethosewhichmakesmallerdemandson
irreplaceableresourcesoractuallyconservethemwilltendtoflourish

Governmentregulationisalmostcertaintoincrease,aselectedofficials
struggletokeepthecountryprosperous

Entrepreneurswillhavetoexhibitgreaterprofessionalismandforesightifthey
aretoguidethesmallbusinesssectorthroughaperiodofeconomicscarcity whichnowunderway

EFFECTSOFCHANGEONBUSINESS

iv.

Itleadstoincreasedcomplexityofmethodsofproduction
Itleadstoredundancyformanyworkersduetorelianceontechnology
Itenablesemployeestoupgradetheirskillsoracquirenewskills

Itleadstogeographicalrelocationofindustriesandworkers

WAYSOFCOPYINGWITHCHANGE/TECHNIQUESFORCOPYINGWITHCHANGE

i.Understandingthesituation.Thereisneedtounderstandthedrivingand

restrainingforceswhethertheyareincreasingordecreasingandtheireffectto
thebusinessintheshortandlongrun

Definingtheproblem.Thisinvolvesfindingouttherealcauseforchangeandits effects

Findingalternatives.ltinvolvesexploringthepotentialofeachrealistic
alternative,itsadvantagesanddisadvantagessoastochoosethebest alternative

Selectingaction.Afterspellingoutthealternativesandcarefullystudyingtheir
impactandpotential,theentrepreneurselectsthebestactionthatsuitsthe goalsandobjectives

5.NEGOTIATIONSKILLS
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Negotiationreferstotheprocessofbargainingsoastoreachanagreementover
somethingoroverasituation.Oritisprocessofbargainingthatprecedesan
agreement.ltinvolvesameetingbetweentwoormorepartiestobargainover
somethingsoastoreachacompromise.

Basicconceptsofnegotiation
Negotiationcanpreventthe“zerosumperception”whichisthewinnertakesitallview”.

Byusingnegotiationasatool,oneproducesa“positivesum”situationinthiscase;no
partycomesoutexclusivelythebest

“Hometheorem”impliesthatitemsareevaluateddifferentlybydifferentparties.These

evaluationscanundergoachangebynegotiationdevicessuchasinducement, alternativesandre-
organizationofideas

“Toughnessorsoftness”meansholdingoutorgivingin.thishastwoaspects
Decidingwhentoholdoutorgivein.thisdependsonvalueofitematstakeandability
ofapartytoknockoffabitinordertoachieveacompromise
Therearevaluablemoments,meanings,measuresandmanipulateeffectsof toughnessandsoftness
Natureofnegotiation

Negotiationisabalancedprocessi.e.bothpartiesareonanequallevelintermsof
information,factsorapproach

Negotiationisnotfinite.Movescangoinalldirections.Thismeansthatthereisno
determinedwinningstrategyespeciallywhenvariouselementsofthesituationarenot
knownandarenotfixed.Thisrequirestheleadertobepersistentandtolerant
Bothlearnerspartiesanticipateandreactduringtheprocessofnegotiationresultingin
doublemotivations

PrinciplesofNegotiation
Negotiationskillsarebuiltonthefollowingprinciples;

1.Befocused.Thatis,alwayslookatthefutureprospectsandavoidlookingatwhat
happenedinthepastbecauseitwilldistortorhinderthenegotiationprocessand
hencefailingtoreachacompromise.

2.Avoidbeingtoorigid,thatisalwaysgiveroomtoviewsofotherindividuals,
evaluatethemandcomeupwithafairconclusion.

3.Setgoalstobeachievedduringthenegotiationprocess.

4.Preparetonegotiatethatismaketheresearchaboutthecommoditiestobesold
andthecustomerstowhomtosalebeforeengagingthenegotiationprocess.

5.Alwayscreateanoption(planB)toactasafallbackincasethenegotiation processfailstomaterialize.

6.ltdoesn’trequireallpartiesorsidestoberightfornegotiationstotakeplace

7.Setthetoneandlookapart.Whenyoucomeintoaroomforthefirsttime,you
shouldlooktheparti.e.wearprofessionalclothes,avoidwearingdistricting
jewellery,maintaineyecontactandbeagoodlistener
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8.Knowwhatyouwantandwhattheothersidewants.Youshouldhaveadetailed
planofwhatyouwantandwhatyouarewillingtogiveuptogetwhatyouwanti.e. theprice

Keytosuccessfulnegotiation
i. Negotiatingoutcomesshouldbeawin-winforbothparties
ii.  Bothpartiesshouldfeelsatisfiedwiththeresults

iii. Donotbecomeemotional iv. Focusonsolvingproblems

V. Usethenegotiationstyleofotherpartytoachievepositiveoutcomes

vi. Beflexibleinyourdemands

vii. Bepreparetocomprisei.e.donotexpectallyourdemandstobemet

viii. Askrelevantquestionsandbeagoodlistener.Youcannotlearnanythingwhen youaretalking

TheCharacteristicsoftheGoodNegotiator/Attribute

1.Integrity.Agoodnegotiatormustbehonesttotheparties/partywithwhomshe
orheisnegotiating.Thiswillhelptobuildtrustinhimorher.

2.Empathy.Thisreferstoone’sabilityandunderstandingtheviewsofothers.This
willhelptocreateafairgroundforthenegotiationprocess.

3.Patience.Negotiatorsshouldendureallchallengesthatcomeupduringthe
negotiationprocess.Thiswillhelpanindividualtoaccommodatetheviewsof
othersinthenegotiationexercise.

4.Selfconfidence.Agoodnegotiatorshouldhaveconfidenceinhimselfandthe
subjectmatteruponwhichnegotiationisbest.

5.Persistence.Negotiatorsdonotgiveupeasilythatistheyshouldpersistently
continuewiththenegotiationprocessuntiltheobjectiveisachieved.

6.Ingenuity.Goodnegotiatorsshouldhavetheabilitytoendureandinfluencethe negotiationprocess.

Thebasicrulesofnegotiating.

Thefollowingformsthepossiblerulesfollowed,whennegotiatingwithcustomersor
workersinthebusiness.

1.Listenactivelytotheviewspresentedbyonepartywhilegivinglessattentionto
nonissueandmoreattentiontothecrucialviews.Inthisway,theentrepreneur
shoulddistinguishbetweenissuesandmereconversation.(jokes)

2.Balancethestrengthandtheweaknessesandinthenegotiationprocesssoasto
comeupwithafairlycompromisingsituation.

3.Incaseofnegotiatingforsalarieswithwagesalwayshaveafallback.Thisis
becausesometimesworkerstendtodemandmorethanwhatenterprisescan
offerthustheentrepreneurshouldbeflexibleenoughtocompromisewiththe workerssituation.

4.Makeajointconcessioni.e.usevisiblyconvincingexamplestomakeanindividual acceptwhatisoffered.
ChallengesFacedintheNegotiationProcess
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1.Timepressure.Inmostcasestimemaynotbeenoughtoallowthetwopartiesto
negotiatefavourablysoastoreachafaircompromise.Thismaybedueto
varyingurgencyofthematterundernegotiation.

2.Influencefromotherdecisionmakers.Sometimesindividualsmaynotexercise
thenegotiatingskillsfullyduetotheinfluenceexertedonthembytheirsuperiors
orsenioradministrators.

3.Delayedtactics.Sometimenegotiatorstendtodelaythenegotiationexerciseso
astomaketheotherpartyimpatienceandgiveupwiththenegotiationexercise.

4.Makingearlyjointconcessions.Thisiswherethenegotiatorsmakeapremature
agreementduringthenegotiationprocesshencethismayleadtoanunfair
compromisingsituationtooneoftheparties.Somenegotiatorsbeginwithearly
concessionandthenwaitforyoutoreciprocatethespiritofrelationship-building
youprobablywillandlaterthankthemandcontinueexploring

5.Aggressivebehavior.Sometimessomeindividualsaretooaggressivethereby
causinganundueinfluenceinthenegotiatingprocess.

6.Lettingthepositionsoverridetheinterest.Sometimesindividualstendtoallow
theprevailingpositionorsituationtoovershadowtheirpersonalinteresthence
leadingtounfaircompromise.

7.Negotiator’spersonalproblemsmaymakeitdifficulttocarryonwiththe
negotiationprocess.Suchproblemsmaybepersonalsickness,maritalproblems,
financialproblemsetc.

8.Linkinglogic.Thisisbasedontheassumptionofapersonbeingcorrectinone
thing,he/shemustbecorrectinanother.ltisimportanttounderstandtheother
personspointtoseewhetherthelogiche/sheisapplyingissoundorcorrect

9.Priceonlynegotiation.Somenegotiatorspayattentiontoonlypriceandignore
nonpricefactorslikeshortandlongtermrelationsandlargerinterests

10.Last-minutewavering,somenegotiatorstendtosqueezeseveraladditional
concessionsasthenegotiationnearscompletionwhichmayleadtodisagreement
Solutionstotheabovechallenges.

1.Timepressure.Thiscanbesolvedbyallowingaconsiderablylongperiodoftime
tobothpartiesinvolvedinthenegotiationexercise.

2.Thechallengeoftheinfluencefromotherdecisionmakersmaybesolvedby
consultingsuperiorsbeforeenteringintoanynegotiation.

3.Delayingtactics.Thiscanbesolvedbyaddingexerciseinordertogiveanother partyanopportunity.

4.Beingemotionallybalancedtoovercomeaggressivebehavior.Thiscanbesolved
beingemotionallybalancedandpsychologicallycomposedduringthenegotiation
processi.e.neverallowemotionstoovershadowpersonalreasoningor intellectualism.

5.Neglectingthenegotiatorspersonalproblems.Thiscanbesolvedbycooperating
eachotherduringthenegotiationprocess.

6.Makingjointconcession.Thiscanbesolvedbynegotiatingwithindividualsand
getagoodagreementthatmaybringinsalesandproducts.
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7.Lettingthepositionoverridetheinterest.Thiscanbesolvedbynotallowing
prevailingsituationstoovershadowthepersonalinterestshenceleadingtofailure tocompromise.

Waysofovercomingchallengesinnegotiation
a)lftheworkloadisincreasing
i. Lookfortaskstoeliminate
ii.  Reviewworkyoucouldhandleyourself
iii. Reviewwaystocombinesimilar iv. Consideruseoftemporaryorparttime
b)Ifthereareproblemsofturnover
i Helpnewemployeesidentifywiththeirgroup
ii.  Developstableworkgroupswithmemberscanidentify
c)lftheworkloadisdeclining
i Workonimprovingefficiency
ii. Dohousekeepingthathasbeenpostponed
iii.  Startprojectsthatcouldgenerate iv. Startprojectsthatcouldgeneratenewwork
d)Ifthereisagroupofemployeeswhoarecontrollingproduction
Removemisunderstandings,ifany
Findoutifittothegroup’sadvantagetoslowdown
Findoutanddealwiththerealproblems
e)ifemployeesaredissatisfiedwiththeirpay
i reviewbenchmarkjobscomparedwithsimilarjobsinotherenterprises
ii. comparepaywithcomparablejobsinthearea

iii. adjustinequalities,ifthereareany iv. adjustassignments

V. communicateonthebroadpayissue
Vi. ifworkersarespendingtoomuchtimeonanyonejob
vii. reviewmanagements’objectivesandstandardsforthisjob
viii. clarifythedegreeofperfectionneededandwhy
iX. askthegroupforideasoncostreductionandworksimplification
X. setspecifictargetsandfollowuponthem

ifyougooverbudget

i Identifythesourcesofincreasedcostorexpense
ii.  Askforsuggestionsoncostreductionandwastecontrol
iii. Getexplanationsofincreasedcost iv. Curtailorfreezesomeactivities

v. Reviewtheresultsexpectedfromthisactivity
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Preparingfornegotiation

Goodnegotiationrequiresadvancepreparation,understandingoftheunderlying
assumptionsandneedstobesatisfiedonbothsides,abasicknowledgeofhuman
behaviorandmasteryofarangeofnegotiatingtechniques

i.Thefirststepisto“doyourhomework”abouttheothersidesi.e.makeresearch

ii.Decidewhethertouseanindividualorateamasyourrepresentative.This
enablesconsultationstobemade

iii.Selectthemeetingsitei.e.isitinthebusinesspremisesforasmallbusinessor
anyotherprice.Thissavestransportcostsandtime

Negotiationskills

i Clarityincommunicationisessential.Donotengageinlongparagraphs

ii.  Sticktoobjectivesandavoidpersonalizingsituations

iii.  Controlyouremotions iv.
Occasionallyshowingangermaybeeffectivebutneverloseyourtamper

TECHNIQUESOFCOMMUNICATINGWITH

CUSTOMERS

Thefollowingaretechniquesofcommunicatingwithcustomerstactfully

1.Communicatingfrequentlytocustomers.ltisimportanttocommunicate
frequentlytocustomersthroughe-mail,directmail,phonecontacts,facetoface
etcsoastokeepaclosecontactwiththem.

2.0fferingcustomerrewards.Thisinvolvesreducingpricesforcommodities, givingT-
shirtsetctheseenablecustomerstorememberbusinessproducts

3.Holdingspecialevents.Thishelpstokeepbusinessemployeesandcustomers
inclosecontactforexampleorganizingvisitationdays,parents’meetings, anniversariesetc

4.Promotingatwo-waycommunicationinnegotiation.Thisinvolvesallowingboth
thestaffandcustomerstoparticipateinthedecision-makingprocess

5.Ensuringcustomercareservices.Thisinvolvesperformingbusinesstaskswith
ahighdegreeofdedicationandsolvingtheirproblemsimmediately.

6.Visitingcustomers.Thisinvolvesdesigningamarketingtooltobuild
relationshipbetweenemployeesandcustomers

7.Launchingmulticulturalprograms.Thisinvolvescommunicatinginmorethan
onemediumforexampleonradios,televisions,internetetc

BASICRULESINNEGOTIATINGWITHEMPLOYEES

1.Balancingbothstrengthsandweaknesses.Itisimportanttoknowwhatwe
wantandgetwaysofachievingit
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2.Listeningactivelytoyouremployees.Itisimportanttolistentoemployees’
concernsbecauseitisfromsuchconcernsthatsolutionsaregenerated.

3.Havingafallbackposition.Thisinvolvesdeterminingthemaximumsalarythe
companycanoffertoemployees

4.Makingconcessionstogether.ltshouldbeawin-winsituationi.e.asthe
employeeisdemandingsalaryincrementtieitwithperformancerelated expectations.

TECHNIQUESFORNEGOTIATINGWITHEMPLOYEESOVERSALARY

1.Settingamaximumwage(aceiling)thisinvolvesdeterminingthemaximum
salarythebusinessoffertoemployees.Thissavestimeduringnegotiation.

2.Settingaminimumwage(afloor).Thisisawagebelowwhichthebusiness
cannotemployworkers.ltistheminimumsalary/wagethebusinesscanoffer toemployees

3.Determiningthemodeofpayment.Thisinvolvesdeterminingwhether
employeesaretobepaidweekly,monthlyorhourly.Hourlypaymentsare
suitablefortemporaryjobsorworkerswhileafixedpaymentissuitablefor collaredemployees

4.Makingthepaymentattractive.Thisinvolvesaccompanyingsalarywithbenefit
packageslikebonusesandallowancesinformofhousing,insuranceetc.

5.Avoidinglegaltussles.ltisimportanttofirstconsiderthelawsrelatedto
paymentofworkers,amounttopay,modeofpaymentbeforeyoudecideto avoidlegaltussles.

6.Beingsensitive.Thisinvolveskeepingemployees’personalneedsinmind
beforedeterminingtheirpaymentpackagese.g.forworkingmothersmakesure
thatthebenefitsyouaregivingcanenablethemmeetdaycareservices

EMPLOYEES
EMPLOYEESABOUTWAGES
6.RISKTAKING
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Ariskisthepossibilityofsufferingharm,lossordanger.Abusinessriskisafactor(s)
thatmayhaveanegativeimpactontheprofitabilityorsuccessofacompany
Arisksituationoccurswhenachoiceisrequiredbetweentwoormorealternatives
whosepotentialoutcomesarenotknownandmustbesubjectivelyevaluated
Thegreaterthepossiblelossorgain,thegreatertheriskinvolvedandthereverseis
true.Risktakersmakedecisionsinconditionsofuncertaintyandbalancepotential
successagainstpotentialloss

FACTORSTHATINFLUENCERISKTAKING
1.Degreeofattractivenessoftherisk/levelofreturns
2.Theextenttowhichtherisktakerispreparedtoacceptthepotentialloss
3.Degreeofprobabilityofsuccessandfailure

4.Thedegreetowhichone’sowneffortsincreasethelikelihoodofsuccessand
decreasethelikelihoodoffailure

TYPESOFRISKS
Therearebasicallythreetypesofrisks.
1.Lowrisks
2.Moderaterisks

3.Highrisks.

1. Lowrisks.

Theseareveryminimalrisksthatdonotyieldalotofbenefitswithan
entrepreneurincaseheorshesucceeds,however,suchriskstendto
discourageentrepreneurfrominvestingintonewbusinessbusinessesforfear
offailure.Thistypeofriskusuallymakesentrepreneurstoonlyinvestinsimilar business.

2. Moderaterisks

Theseareriskswhichcanbeforecasted,managedandcalculatedbyan
entrepreneur.Thismeansthatthereisahighchancethatsuchriskswillnot

happenormaynotaffectthebusinesssomuchforexamplebaddebts,death, fire,accidentsetc.

3. Highrisks

Theseareriskswhosechanceofhappeningisveryhighandyetthe
entrepreneurhasverylittlecontroloverit.lfsuchariskhappens,thebusiness
willfailandcollapseandtherewillbenochanceofrecovering.

However, ifitsucceeds,thentheentrepreneurislikelytogetveryhighprofitsfor
examplesmugglinggoods,sellingprohibitedgoods.

EXAMPLESOFRISKSFACINGENTREPRENEURSINUGANDA
(i) Death
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(ii) Fireoutbreak

(iii)  Theftandburglary

(iv) Smugglingofgoods

(v) Baddebt

(vi) Accident

(vii)Naturalcalamitiese.g.earthquakes,landslides,lightening,floods (viii)Competition.
(ix) Poaching

(x) Changesintechnology

(xi) Changeincustomers,tasets,fashion,preferenceanddemand.

(xii)Poorworkingconditionsresultingintostrikes,reductioninthenumberof employees.

ASSESSINGOFRISK

Thisinvolvesdeterminingthepotentialsuccessorlossarisingfromtheriski.e.what
willbeoutofriskincaseithappensornot.

FACTORSTOCONSIDERWHENASSESSINGTHERISKSORINFLUENCINGRISK ASSESSMENT.

1. Experienceandability.Thisdetermineswhetherthepersoninvolvedinthe
businesshastherequiredknowledgeandexperiencetorunandmanagethe business(risks).

2. Viabilityofthebusinessidea.Thisisbasedonwhetherthebusinessidea
chosenwouldbeprofitableinagivenarea.ltisviablethebusinesswillget
profitsifitisnotviable,thebusinesswillgetlosses.

3. Availabilityofmarket.lfthepeopleinanareaareinneed,willingandableto
buythebusinessproductsoutoftherisk,thebusinesswillgetprofits.Butthere
isnomarket.Thebusinesswillmakelossesoutofyou.

4, Flexibilityofthebusiness.ltwillbelessrisky,ifthechoicesanddecisionsof
thebusinesscaneasilybechangedonetoanother.

5. Honestandreliability.ltisimportanttoknowwhetherthepeoplethebusinessis
dealingwithi.e.suppliers,employee’scustomersetcarehonestandreliablebut
iftheyarenot,thenassessingofriskswillbeverydifficult.

6. Cashflow.ltisimportanttoestablishwhetherthebusinesswillgenerate
enoughcashtofinancethebusinessexpenditureornoteasybutifthecashis
notreadilyavailable,riskassessmentwillbedifficult.

7. Pricingpolicy.ltisimportanttoknowhowmuchtotellyourproductsbecause

highpricesarerelativelylow,thenthebusinesscancompetewithothershence ariskofprofits.
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PROCEDURESFORANALYSINGARISKSITUATION
Thefollowingarestepsinvolvedinanalyzingarisksituation

1.Assessingtherisk.Thisisthefirststepanditinvolvesestablishingwhetherthe
riskcanhappenornote.Theentrepreneurcandecidetomaintainthecurrent
status/levelofdemand,purchasemoreequipmenttomeetthedemandetc

2.Determininggoalsandobjectives.Thisinvolvesconsideringcompany’spolicies
andobjectivesinundertakingarisk.Thishelpstofindoutwhethertheriskisin
linewiththegoalsandobjectivesofthecompanyornot

3.Clarifyingthealternatives.Thisinvolvessurveyingthevariousalternativessoas
toassessthecostsinvolvedeffectively

4.Gatheringinformationandweighingthealternatives.Thisinvolvesintensive
informationgatheringoneachalternativetomakeappropriatechoices.It
involvescarryingoutcost-benefitanalysis

5.Minimizingrisks.Thisinvolvesrealisticassessmentoftheextenttowhichthe
entrepreneurcaneffecttherisks.ltincludesclearawarenessofthe
entrepreneurialabilitiesandthecompany’scapacities,formingstrategiesand
waysofaffectingchange

6.Planningandimplementingthebestalternative.Thisinvolvesdesigningatime
table,defininggoalsandgettingfeedback

NSS’20

27



