


1 | P a g e  
 

INDEX 
 
INTRODUCTION TO THE MANUAL 
 
 Objectives of the manual 

 For whom is this manual designed? 
 Approach 

 Structure 
 How to use this manual 

         

1. EFFECTIVE FACILITATION 

 
1.1 Basics 

 

2. WHY ENTREPRENEURSHIP FOR WOMEN, 
QUALITIES & EDP TRAINING.  

2.1 Introduction: 
2.2 Exercises on entrepreneurial identity 
2.3 Entrepreneurial competencies.   

  
 

 
3.0 NEED FOR WOMEN ENTREPRENEURSHIP 

MICRO, SMALL AND MEDIUM ENTERPRISES 
 
3.1 The concept of women entrepreneurship 

3.2 Problems of women entrepreneurs 

3.3 Identify your business field and type –exercise 

3.4 About micro, small and medium enterprises (MSME) 

3.5 Steps for starting business (MSMES/trading activity) 
3.6 Govt. Regulatory framework for MSMES 
3.7 Govt. of AndhraPradesh incentives for MSMES  
 
 



2 | P a g e  
 

  4. SELLING SKILLS & MARKETTING 
  
4.1 Key Factors in Marketing 
 
 

  5. PROJECT REPORT/BUSINESS PLAN 
 
5.1 Objectives of the project report 
5.2 Importance of project report 
5.3 Contents of project report 
5.4 Eexercise on -project report preparation 
 

  6. BASICS OF ACCOUNTING 
 
6.1 Financial statement 
 

7. VARIOUS SCHEMES & FIRM REGISTRATION 
 
8. UDYOG AADHAR REGISTRATION  

 
 
 

                1.0 EFFECTIVE FACILITATION 
 
Introduction 
 
This module introduces the concept and structure of participatory 

learning. It outlines the principles of effective facilitation and provides 

practical guidance for organizers and facilitators of participatory learning 

sessions. 

 
 
The information presented in this module constitutes the backbone of a 

participatory learning process. Each of the following modules of the 

Entrepreneurship Awareness Manual is based on the concepts and 

procedures introduced in this module.  
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1) Section 1 of Module 1 focuses on 

the practical basics of how to 

effectively prepare, initiate and 

close a participatory training and 

essential steps for creating a 

conducive environment while 

ensuring active participation of all 

trainees. Section 2 is dedicated to 

the roles and responsibilities that 

participants can take on in a participatory learning process, e.g. as 

facilitators for particular sessions or as evaluation supervisors for daily 

activities. Section 3 explains the process and importance of evaluation. 

Every session, every day and the training as a whole will be concluded 

with an evaluation. Frequent evaluation fosters mutual learning and 

helps to adapt to changes swiftly. It will also enable, intensify and 

support the ongoing improvement of the participatory learning process. 

Section 4 focuses on basic theory and concepts of participatory learning 

and effective facilitation skills. It provides a comprehensive overview of 

special skills, methods and techniques for successful learning as a 

toolkit for facilitators to organize and conduct training sessions based 

on the principles of participatory learning. 

 

 
 

SECTION 1: HOW TO PLAN A PARTICIPATORY LEARNING PROCESS 
 

1.1 BASICS 
 
Participatory learning requires a conductive learning environment. Before 

starting a participatory learning process on entrepreneurship, you need to 

consider a number of important aspects and engage in various planning 

and preparatory activities. 

The participants 
 
Since interests and capabilities differ, the 

facilitator should take a keen interest in 



4 | P a g e  
 

understanding the needs and aspirations of the participants before 

actually conducting the training. 

 
The participants are volunteers. If they are not offered a conducive learning 

environment, they may walk away. In order to create a favorable 

environment, you  

Should prepare 

Lessons and exercises well ahead of time. Work with a limited number of 

participants (20-301) only to allow for activity, interaction and personal 

relationship building within the group. You will see that increased 

participation and group coherence can boost the quality of the 

participatory learning process. 
 
Encouraging active participation 

 
 
In a participatory learning process, the facilitator will act as a moderator 

rather than a lecturer. Participatory learning is based on interaction and 

exchange between the facilitator and the participants, as well as among the 

participants themselves. 
 

 

 
 

 

MODULE-II 

WHY ENTREPRENEURSHIP FOR WOMEN, 
QUALITIES & EDP TRAINING   

Learning Objectives: 

 
By the end of this module, learners will: 
 

 Understand the meaning of 

“entrepreneurship” and “entrepreneur” 

 Assess the qualities of an entrepreneur 
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 Role of Village level Entrepreneurs  

 
 
  

2.1 Introduction: 
 

To succeed in life, it is observed that a person should 

have 90% entrepreneurial and life skills technical 

skills 10% to contribute. If entrepreneurial skills are 

absent, the person is just reduced like a mechanical 

robot. In Indian system of vocational training like ITI 

s, polytechnic and other similar institutions more 

focus is given more on technical skills rather than on 

entrepreneurial related soft skills to take on 

successfully in life. It is because of this lack of 

entrepreneurial and life skills that most of the trained 

hands opt for an employment than self-employment. 

Some of the important aspects related to entrepreneurship are as shown 

below. 
 

What is entrepreneurship? 

Entrepreneurship it includes a process of converting an innovative idea in 
to useful product & services for the society. Seeking investment and 
production, opportunity, organizing an enterprise to undertake a new 
production, process, raising capital, arranging labour and raw materials, 
finding a site, introducing a new technique and commodities, discovering 
new sources for the enterprise among others. 
 

What is enterprise? 

An enterprise is a group of people working together primarily for the 
purpose of making, selling and distributing a product or service. 
Enterprise consumes valuable resources like raw materials, power, and 
labor to produce the output. Enterprise is a continuing entity. It is not an 
ad hoc effort to produce a single product or output, but rather a recurring 
and continuing effort to produce a stream of products. Every enterprise 
carries with it some sort of final net profit or loss. 
 
 

Who is entrepreneur? 

 

 A person, who innovates, organizes, manages and takes the risk of 

running an enterprise. 

 One who allocates and manages the factors of production and bears 

risk 

 as the ability to perceive latest economic opportunities 

and to devise their exploitation 
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 An individual, who conceives the idea of business, designs an 

Organization or a of the firms, accumulates capital, recruit 

labour/Manpower, establishes relations with supplier, customers 

and the government, and converts the conception into a functional 

organization. 

 The supplier of resources, supervisor and coordinator and ultimate 

decision maker. 
 

 

 

What are the qualities of an entrepreneur? 
 

 Capacity to assume Dedication to work 

 Shrewdness and wide knowledge Motivating attribute 

 Vision and foresight 

 Imagination, initiative and 

emulation Innovation and rational 

judgment 

 Flexibility and sociability Personal 

responsibility Mobility and drive 

 Creative thinking 

 Strong need for achievement 

Capacity to marshal resources 

High degree of ambition 
 

2.2 EXERCISES ON ENTREPRENEURIAL 
IDENTITY 

 

Assessing the entrepreneurs Identity   

 

Activity      : Assessing the Entrepreneurial 

identity  

Objective  : To understand entrepreneurial 

qualities  

Method      : Tick the appropriate  

Tools          : Handouts 

Time           : 30 minutes  
 

Facilitators Task: Ask the participants form into group and  ask them tick 
appropriately  
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Directions: The following section refers to the alertness of entrepreneurs of 

SME‟s  

(1= Strongly Disagree, 2= Disagree, 3=Neutral, 4= Agree, 5= Strongly Agree) 
 

What are the common entrepreneurial traits? 
 

 Determination, commitment and perseverance  

 Urge to achieve something and grow  

 Seeking opportunity and goal oriented 

 Taking initiative and personal responsibility  

 Problem-solving ability  

 Realism and a sense of humour  

 Seeking and using feedback  

S.no Entrepreneurial Identity 1 2 3 4 5 

1. I always attempt to focus on better functioning of the 
organization 
 

     

2. I admire people who start their own business  
 

     

3. I successfully implement my plans 
 

     

4. I will encourage a friend or relative to start a business  
 

     

5. I enjoy the challenge of situations that may consider risk  
 

     

6. I would rather work for a small business than a large 
business  
 

     

7. I am able to handle uncertainties  
 

     

8.  I am not scared of being in debt  
 

     

9.  If I invested money in stocks, it would probably only be in 
safe stocks from large, well-known companies 
 

     

10. Taking risks bothers me even if the gains involved are 
potentially high  
 

     

11. If the possible rewards were very high, I would not 
hesitate to put my money into a new business that could 
fail  
 

     

12. I consider security as an important element in every 
aspect of my life 
 

     

13. Except in cases of fraud and malpractice, people who 
start and fail at business deserve a second chance  
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 Internal focus and control  

 Risk taking and risk seeking  

 Low need for status and power  

 Integrity and reliability 
 

 

 
 

 

 
 
 

What is entrepreneurship development? 
 

Entrepreneurship development is a human resource development task, 
process which deals with human motivation, skills, competencies, social 
and economic risks and investment of technical and physical resources of 
the individual and the state. It is a complex process of changes. The 

development of entrepreneurs through systematic entrepreneurship 
development programmes has emerged as an important strategy for 
development of human resources for promoting small business enterprises. 
 
 

What is EDP training? 
 

Entrepreneurship development programmes play a critical role for all 
entrepreneurs (existing /desiring) for their survival and growth. Behavioral 

inputs before, during and after the EDP, play a crucial role in the 

formation and development of entrepreneurial personality. A set of 
behavioral instruments is used in assessing entrepreneurial traits for 
selection before the EDP begins. Motivational training is provided to help 
trainees develop such a personality. Counseling is considered as an 
important method to help participant select appropriate business 
opportunities, prepare business plans and for effective implementation of 

the project and manage an enterprise. 
 
 

Need of the EDP training 
 

 To improve individual/national income 

 To improve resource of the nation 

 To increase employment generation 

 To develop the individual skill 

 To increase the income of the individual 

 To ensure a dignified life 

 To disseminate skill and knowledge 

 To empower the society socially and economically 
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EDP Training is meant for whom? 
 

Person who raises the questions such as 
 Where is the opportunity? 

 What opportunity is appropriate? How do  do it? 

 What resources do I need? 

 How do I gain control over them? What structure is best? 

 What structure determines our organization‟s relationship to its 

markets 

 How can I minimize the impact of others on my ability to perform? 
 

 

 

 
Categories 
 

1. Artisan groups 

2. School drop-out people 

3. Technically qualified unemployed 

4. Merchant trading group 

5. Farmers likely to shift to other enterprises 

6. Farm labourers who intend to shift to small business enterprises 

7. Under privileged Women   

8. Vulnerable section like Dalit and tribal groups 

 

EDP - Training inputs 
 

 Offer knowledge/information about opportunities and resources 

available in the area  

 Motivation to get into business with concrete business idea 

 Improve skill/knowledge/idea/risk bearing capacity for enterprise 

building and management 

 Developing personality of the 

entrepreneur  Creating/improving 

working culture of the individual 

 Linking the entrepreneur with viable 

business opportunity and developing it 

into a systematic business plan 

 Providing necessary information, counselling and follow-up support 

that must continue till setting up of an enterprise 

 Provide adequate knowledge about business, sources of information 

and  
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 Post training 

 support systems to the trainee for 

diagnosing their own problems and find 

workable  Solutions by applying the 

basic management principle/thought 

 Linkages to banks for access to finance  

 Marketing linkages  
 

 
 

 

2.3 Entrepreneurial competencies: Special qualities required to be 

successful entrepreneur 
 

ENTREPRENEURIAL COMPETENCIES 

 
 
1.                  Initiative: 

 
 Takes action that go beyond job requirements or the demand of the 

situation 
                                 

                     Does things before being asked or forced to by events. 

 
                     Acts to extend the business into new areas, products or services. 

 
2.                  Sees and Acts on Opportunities: 
 

Looks for and takes action on opportunities. 
 

                    Sees and acts on opportunities (Business, Educational or Personal 

Growth) 
 

                      seizes unusual opportunities to obtain financing equipment, land 
work, space,  
                    or assistance. 

 
3.                  Persistence: 

 
Takes repeated or different actions to overcome obstacle. 
 

                     Takes repeated or different actions to overcome obstacle. 
 

                     Takes action in the face of a significant obstacle. 

 
4.                  Information Seeking: 

 

http://dststed.blogspot.com/2012/10/entrepreneurial-competencies.html
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Takes action on own to get information to help reach objectives or clarify 
problems. 

                     Does personal research on how to provide a product or service. 
                     Seeks information or asks questions to clarify what is wanted or 

needed. 
                     personally undertakes research, analysis or investigation. 
                     Uses contacts or information networks to obtain useful 

information. 
 
5.                  Concern for high Quality of Work: 

 
Acts to do things that meet or beat existing standards of excellence. 

 
                     States a desire to produce work high quality. 
                     Compares own work or own company's work favorably to that of 

others. 
 

6.                  Commitment to Work Contract. 
 
Places the highest priority or getting a job completed. 

                     Makes a personal sacrifice or expands extraordinary effort to 
complete a job. 

                     Accepts full responsibility for problems in completing a job for 

others. 
                     Pitches in with workers or works in their place to get the job done. 

                     Expresses a concern for satisfying the customer. 
 
7.                  Efficiency Orientation: 

 
Finds ways to do things faster or with fewer resources or at a lower cost. 

                     Looks for or finds way to do things faster or at less cost. 

                     Uses information or business tools to improve efficiency. 
 

8.                  Systematic Planning: 
 
Develops and uses the logical, step-by-step plans to reach goals. 

                     Plans by breaking a large task down into sub-tasks. 
                     Develops plans that anticipate obstacles 

                     Evaluates alternatives. 
                     Takes a logical and systematic approach to activities. 

 

9.                  Problem Solving: 
 
Identifies new and potentially unique ideas to reach goals. 

           Stitches to an alternative strategy to reach a goal. 

          Generate new ideas or innovative to reach a goal. 

 
10.              Self-confidence: 
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Has a strong belief in self and own abilities. 
                     Express confidence in own ability to complete a task or meet a 

challenge. 
                     Sticks with own judgment in the face or opposition or early lack of 

success. 
                     Does something that he says is risky. 

 

 
11.              Assertiveness: 
 

Confronts problems and issues with others directly. 
                     Confronts problems with others directly. 

                     Tells others what they have to do 
                     Reprimands or disciplines those failing to perform as expected. 

 

12.              Persuasion: 
Successfully persuades others. 

                    convinces someone to buy a product or service. 
                   convinces someone to provide financing. 
                     convinces someone to do something else that he would like that 

person to do. 
                    Asserts own competence, reliability or other personal or company's 

qualities. 

                    Asserts strong confidence in own company's or organization's 
products or services. 

 
13.              Use of influence Strategies: 

                     Acts to develop business contacts. 

                     Uses influential people as agents to accomplish own objectives. 
                     selectively limits the information given to others. 
                     User a strategy to influence or persuade others. 

 
14.       Monitoring: 

                     Develops or uses procedures to ensure that work is completed or 
that work  
                    gets standards or quality. 

                     Personality supervises all aspects of a project. 
 

 
15.       Concern for Employee Welfare: 

                     Takes action to improve the welfare of employees 

                     Takes positive action in response to Employees Personal 
Concerns. 

                     Expresses concern about the welfare of employees. 
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3.0 NEED FOR WOMEN ENTREPRENERS IN 

ANDHRA PRADESH 
 
Learning Objectives: 
 
By the end of this module, learners will: 
 

o Understand the “Need of Urban women entrepreneurship ” 
 

o Field and sector, Type of Businesses   
 

o What is Micro Small and enterprise ? 
 

o Steps involved in starting micro/small enterprise  
 
 

Introduction: In a country where Women constitute about 50% of the 
population they represent only 10% of entrepreneurs In traditional 
societies, they are confined to performing household activities. Hence 
women are generally called home 
makers. But today, in modern society, 
they have moved out of the house and 
are taking part in all areas of life.  It is  
the 3Ps that have inspired women to 
business .It is extension of their 
household work viz Pickels, papads and 
Powders . It is from 3 Ps that their 
entrepreneurship originated and has 
been developing ever since . There are 
products that has become brands themselves like Lijjat papd , A 
cooperative started by a group of Gujarati women with eighty rupees loan 
that has business worth crores at present . The question here that even 
after a paradigm shift in economic policies and society‟s out look after 
1990s , Why are women nowhere close to owning huge business firms? 
What are the provisions for MSMEs regarding women entrepreneurs , and 
why is it  still a challenge for women to create their own MSE?. 
  
Entrepreneurship among women no doubt improves the wealth of the 
nation in general and of the family in particular. In the words of Late Shri 
APJ Abdul kalam : Empowering women is prerequisite for creating good 
nation ,When women are empowered ,society with stability is assured 
.Empowerment of women is essential as their thoughts and   their value 
systems lead to development of  a good family ,good society and ultimately 
good nations 
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In AndhraPradesh  Most of the  Urban women are dependent on 
agriculture .The manpower dependency on agriculture is decreasing year 
by year due to rapid mechanization in agriculture. There is need to develop 
Urban women entrepreneurship in the state of AndhraPradesh 

  

3.1 CONCEPT OF WOMEN ENTREPRENUERSHIP 
 

According to the general concept, women entrepreneur may be defined as a 

women or a group of women who initiate, organize and operate a business 

enterprise.   

 
 “A small scale industrial units/industrially related services or business 
enterprise managed by one or more women entrepreneurs in proprietary 
concerns in which she/they will individually or jointly have share capital of 
not less than 51% as partners/ shareholders / directors of private limited 
company, members of co-operative society”. 
 
 
REASONS FOR THE SLOW GROWTH OF WOMEN ENTREPRENEURSHIP  
 

In spite of the initiatives taken by the government, the growth of women 

entrepreneurship is very slow in the state. The reasons are outlined as 

below: 

 
 

Unfavourable family background. 
 

Lack of business education. 
 

Dual role of women. 
 

Lack of aptitudes and training. 
 

Absence of individualistic spirit. 
 

Lack of freedom to choose a job according to ability, influence of sex, 
custom etc. 

 
Inadequate infrastructure facilities. 

 
Shortage of capital and technical knowhow. 

 
Lack of adequate transport and communication facilities. 

 
Shortage of power. 

 
Lack of security. 

 
Absence of ideal market conditions. 

 
Corruption in administration. 
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 3.2 PROBLEMS OF WOMEN 

ENTREPRENEURS 
 

The basic problem of a woman entrepreneur is that she is a woman. 
Women entrepreneurs face two sets of problems specific to women 
entrepreneurs. These are summarized as follows. 
 

 Shortage of Finance: Women and small entrepreneurs always suffer 
from inadequate fixed and working capital. Owing to lack of 
confidence in women‟s ability, male members in the family do not like 
to risk their capital in ventures run by women. Banks have also 
taken negative attitude while lending to women entrepreneurs. Thus 
women entrepreneurs rely often on personal saving and loans from 
family and friends. 

 Shortage of Raw Material: Women entrepreneurs find it difficult to 
procure material and other necessary inputs. The prices of many raw 
materials are quite high. 

 Inadequate  Marketing  Facilities:  Most  of  the  women  
entrepreneurs  depend                                             
on intermediaries for marketing their 
products. It is very difficult for the 
women entrepreneurs to explore the 
market and to make their product  

 popular. For women, market is a 
„chakravyuh‟. 

 Keen Competition: Women 
entrepreneurs face tough competition 
from male entrepreneurs and also 
from organized industries. They cannot afford to spend large sums of 
advertisement. 

 High Cost of Production: High prices of material, low productivity. 
Under utilization of capacity etc. account for high cost of production. 
The government assistance and subsidies would not be sufficient for 
the survival. 

 Family Responsibilities: Management of family may be more 
complicated than the management of the business. Hence she cannot 
put her full involvement in the business occupational backgrounds of 
the family and education level of husband has a direct impact on the 
development of women entrepreneurship. 

 Low Mobility: One of the biggest handicaps for women entrepreneur 
is her inability to travel from one place to another for business 
purposes. A single women asking for room is looked upon with 
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suspicion. Sometimes licensing authorities, labour officials and sales 

tax officials may harass them. 
 Lack of Education: About 60% of women are still illiterate in India. 

There exists a belief that investing in woman‟s education is a liability, 

not an asset. Lack of knowledge and experience creates further 

problems in the setting up and operation of business. 

 Low Capacity to Bear Risks: Women lead a protected life dominated 
by the family members. She is not economically independent. She 
may not have confidence to bear the risk alone. If she cannot bear 
risks, she can never be an entrepreneur. 

 Social Attitudes: Women do not get equal treatment in a male 
dominated society. Wherever she goes, she faces discrimination. The 

male ego stands in the way of success of women entrepreneurs. 

Thus, the rigid social attitudes prevent a woman from becoming a 
successful entrepreneur. 

 Low Need for Achievement: Generally, a woman will not have 
strong need for achievement. Every women suffers from the painful 
feeling that she is forced to depend on others in her life. Her pre-
conceived notions about her role in life inhibit achievement and 
independence.  

 Lack of Training: A women entrepreneur from middle class starts 
her first entrepreneurial venture in her late thirties or early forties 
due to her commitments towards children. Her biggest problem is the 
lack of sufficient business training. 

 Lack of Information: Women entrepreneurs sometimes are not 

aware of technological developments and other information on 
subsidies and concessions available to them. They may not know 
how to get loans, industrial estates, raw materials etc. 
 

HOW TO DEVELOP  WOMEN ENTREPRENEURSHIP IN URBAN AREAS 
 

The following measures may be taken to solve the problems faced by 
women entrepreneurs: 
 

1. Awareness on Business Opportunities, Market Avenues ,support 

from Government need be created. 

2. Encourage women to participate in Entrepreneurship development 

programs or skill development programs  

3. By providing special cells In banks and public financial institutions,  

for providing easy finance to women entrepreneurs under Govt. 

schemes like MUDRA,CGTMSE & PMEGP  

4. Steps may be taken to make family members aware of the potential of 

girls and their dual role in society. 

5. By Encouraging Women entrepreneurs‟   and assisting them  to set 

up co-operatives with a view to eliminate middlemen. 



17 | P a g e  
 

6. Scarce and imported raw materials may be made available to women 

entrepreneurs on priority basis. 

7. In Urban areas self employment opportunities should be developed 

for helping women. 
 

 

 

 

 

 

WHAT ARE FIELD OF BUSINESS? 

 

A field of business refers to an industrial category, such as agriculture or 
garment. There are many different fields of business applicable to small 

businesses, such as farming, fishing, food processing, garments, 
construction, furniture, beauty salon, stationery, etc. Your talent, 
experience, hobbies or interests often inspire you to develop a certain field 

of business, but you should also consider your family background and 
your knowledge and skills. 
 

Types of Business: 

 

A type of business identifies how you take part in the business field that 
you choose. Your personal characteristics and your available network often 
guide you into a suitable type of business. 
 

There are four main types of businesses: 
 

1. MANUFACTURING: 

Manufacturers are businesses that use 
raw materials, such as leather, waste 
material, wood, cloth or metal, and make 
new or different products out of those 
materials. Some examples of 
manufacturing businesses are 

shoemakers, furniture-makers, tailors 
and dress makers, paper producing businesses and farm equipment-
makers. If you know how to produce a product and to make something 
that is in demand and valuable to customers, you may want to go into 

manufacturing. 
 

2. SERVICE:  

Service providers are people whose 
businesses sell a particular service , 

such as transportation, tours, 
hairdressing, banking, Training 
,deliveries, construction, repairs, 
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cleaning, painting, nursing etc. If you enjoy working with people and 

satisfying their needs, providing services may be your area of strength. 
 

3. WHOLESALING: 

Wholesalers are business that buy large 
quantities of certain products from 

manufacturers and resell those products 
to retail outlets, who then resell them to 
individual consumers. If you are familiar 
with companies that make and sell their 
products in bulk and you are good at establishing relationships with 
retailers, you may want to be a wholesaler. 

4. RETAILING: 

Retailers purchase ready-made goods 

from whole salers or suppliers for resale 
at a profit. Some examples of retail 
businesses are grocery stores, appliance 
stores, clothing stores, stationery shops, 

computer and mobile phone shops, etc. If 
you like meeting different people and you 
have access to a good location to open a 

shop; retailing may be your best option. 
 

 3.3 IDENTIFY YOUR BUSINESS FIELD AND TYPE –EXERCISE 
 

Activity   : Identification of Business  

Objective  : Business opportunities identification and guidance(BOIG)  

Method     : Listing out the business ideas appropriately    

Tools        : Hand out 

Time         : 30 minutes  

The following assessment helps you to identify what kind of business you 
should open. Be honest in your assessment. 
 

1. My interests-I enjoy doing the 
following(include your hobbies):                                                            
  

Possible business fields: 

2.My experience –I have worked in 

or have educational experience with 
the following  fields(s) of business 
(list jobs, training and other 
sources of work experience): 

3. My business network- I know 
following people friends  and 
relatives who are in business and 
who could provide information, 

Possible business types: 
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advice or assistance(state their 

position): 

4. My preference is to : 

 Work with a lot of people 

/work on my own. 

 Be active or work 

outdoors/work at a desk all 
day 

 Do physical work 

outdoors/work in a job that 
allows me to be creative/Do 
work that requires logical 

thinking 

 Focus on technical 

details/Talk to and care for 
people. 

 

  3.4 ABOUT MICRO, SMALL AND MEDIUM 

ENTERPRISES (MSME) 
 
 

Small businesses are playing an important role in the industrial economy 
of the world. These are particularly important in the developing economies. 
Small business is predominant even in developed countries such as USA, 
Japan etc. 
 

THE MICRO, SMALL AND MEDIUM ENTERPRISES (MSME) DEVELOPMENT 
ACT, 2006 
 

Under this act, the central Government shall set up, for the purpose of the 
act, a Board known as the National Board For Micro, Small and Medium 
Enterprises. 
 
 
CLASSIFICATION OF 

ENTERPRISES (NEW 
DEFINITIONS) 
 

1) In Case of 
Manufacturing 
Enterprise: 
 
2) A micro enterprise 

is one in which the 
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investment in plant and machinery does not exceed Rs.25 Lakhs. 

 
3) A small enterprise one in which the investment in plant and machinery 
is more than Rs.25 Lakhs but does not exceed Rs. 5 crores. 

 
4) A medium enterprise is one in which the investment in plant and 
machinery is more than Rs. 5 crores but does not exceed Rs. 10 crores. 
 

In Case of Service Enterprise: 

 

A. A micro enterprise is one in which the investment in plant and 
machinery does not exceed Rs. 10 lakhs. 

 
B. A small enterprise one in which the investment in plant and 

machinery is more than Rs. 10 lakhs but does not exceed Rs. 2 
crores. 

 
C. A medium enterprise is which the investment in plant and machinery 

is more than Rs. 2 crores but does not exceed Rs. 5 crores. 
 
 

 

 

 

 

OBJECTIVES OF MSMEs 
 

The primary objectives of MSME are to play a complementary role in the 
socio-economic set up of a country. The other objectives are as follows: 
 

1. To provide increased employment opportunities. 

2. To provide production of large variety of goods especially consumer 

goods through labour-intensive methods. 

3. To bring backward areas too in the mainstream of national 

development. 

4. To improve the level of living of people in the country. 

5. To create a climate for the development of self-employed experts, 

professionals and small entrepreneurs. 

6. To ensure more equitable distribution of national income. 

7. To ensure balanced regional development as regards industries. 

8. To encourage the adoption of modern techniques in the unorganized 

traditional sector or the industry. 
  
ADVANTAGE OF MSMEs 
 

1. They are relatively more environmental friendly. 

2. They are generally based on local resources. 

3. They provide ample opportunities for creativity and experimentation. 
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4. They facilitate equitable distribution of income and wealth. 

5. MSME enjoys the government support and patronage. 

6. These helps 

in the balanced 

regional 

development. 

7. It is possible 

to make necessary 

changes as and 

when required. 

8. These help in 

reducing prices. 

9. There is a 

close and direct 

personal contact 

with the customer and employees. 

10. They create more employment opportunities. They are labour 

intensive. They offer ample scope for self employment. 

11. They require only less capital. It is a boon to a country like 

India where capital is deficient. 

12. MSME alone can satisfy individual tastes and offer personalized 

service to the customers. 

 

3.5 STEPS FOR STARTING BUSINESS (MSMEs/Trading Activity) 
 

As soon as a person decides to become an entrepreneur and to start a 
business, he/she  is required to take a number of steps and formalities 
one after the other. They are as follows: 

 

Scanning of Business Environment: it is essential on the part of the 
entrepreneur to study and understand the prevailing business 
environment. Entrepreneur should scan the business opportunities and 
threats in the new environment. To study the administrative framework, 
procedure, rules and regulations and other formalities implemented by the 

government. The potential entrepreneur must assess his own deficiencies, 

which he can compensate through training. 
 

Selection of the Product:  A business idea is a short and precise description 

of the basic of an intend business .before you start a business, you need to 

have clear idea of the type of business you want to run 
 

Your business idea should tell you 
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a) Which need your business will fulfill for the customer and what kind 

of customers you will attract  

b) What product or service you business will sell  

c) Which you business will sell to 

d) How your business is going to sell its products or services  

e) How much business will depend upon and impact the environment A 

goof business idea will be compatible with the sustainable use of 

natural resources and will respect the social and natural 

environment on which it depends 
 

Selection of Form of Ownership: He/she   has to form a Company as per 
the               Indian Laws.  
 

 Proprietorship/Sole Tradership 

 Joint Hindu Family 

 Partnership 

 Co-operative Society /Trust 

 Private Limited Company/Limited company 

 
 

Selection of Location and Site: Location is selected after considering certain 
factors such as proximaitly to market, sources of material and labour, 
modern infrastructure facilities etc. The entrepreneur has to choose a 
suitable place for her business /plot for the factory. She may purchase 
land directly or choose from an industrial area developed by State 
Development Corporations TSIIC   
Designing Capital Structure: Apart 
from the own capital, he may secure 
finance from friends and relatives, 
term loans from banks and financial 
institutions. 
 

Acquiring Manufacturing Know-How 

or Technology: Many institutions of 
government, research laboratories, 
research and development divisions 
of big industries and certain 
consultancy agencies provide the manufacturing know-how. 
 

Preparation of Project Report: The report usually covers important items 

like sources of finance, availability of machinery and technical know-how, 
sources of raw material and labour, market potential and overall 
profitability. 
 

Registration as a Micro/Small Scale Enterprise: Registration with 
udyogaadhar.com  is only optional. There is no statutory obligation, but 
micro/small scale industries can avail various facilities, incentives and 
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concessions offered by the state as well as central government only if they 

registered as MSME. The registration would be done in two stages. 
 

 
3.6 Govt. Regulatory framework for MSMES 

 

Obtaining Statutory License: Any person should obtain the following 

licenses and certificates before starting the venture. 
 

A. License from Local Bodies For 

 Construction of the building. 

 Installation of plant and machinery.  

B. License from the Directorate of Factories and Boilers For boiler 

based industries : 

 Approval of factory building. 

 Registration under section 6, 7 and 85 of the Factory Act. 
 

C. No Objection Certificate from State Pollution Control Board for 

orange/red category industries . 

 

Apply for Power Connection: There are 2 categories of power, the Low 
Tension (LT) and High Tension (HT). A consumer can avail LT only if the 
connected load is 75 HP and below.  
 

Arrangement of Finance: Entrepreneur needs to acquire assists of 2 kinds 
namely Fixed assets and current assets. Long term finance is needed to 
acquire fixed assets like land, building, plant and machinery and for 

security deposits. Short term funds are required for acquiring current 
assets.  
Current assets are essential for the day to day working of the industry. 

Long term funds includes owner‟s capital, subsidy from central/ state 

govt., personal borrowings from friends and relatives and long term loans 

from financial institution . There are Govt. schemes like MUDRA, CGTMSE 

& PMEGP where in you can get the loan with out third party security  
  

Registration under the Sales Tax Act:  To be registered with sale tax 
department if your sales will exceed 4 lakhs 
 

Installation of Machinery:  Machinery should preferably be installed as per 

the plant layout. 
 

Recruitment of Manpower: The number and type of workers is to be 
decided. After this, the required workers should be recruited. 
 

Procurement of Raw Material: The raw materials may be procured 
indigenously or may have to be imported by the entrepreneur. The next 
step is to start production, which is taken up in two stages- Trial 
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production and Commercial production having successfully test marketed 

the product, commercial marketing can be undertaken. 
 

 

 

3.7 GOVERNMENT INCENTIVES  

 

In India Entrepreneurs are offered a 
number of incentives because they 
fulfill two main objectives of economic 
development. Firstly, they facilitate 
decentralization of industries. They 
assist in the dispersal of industries 
over the entire geographical area of 
the country. Secondly, they facilitate 
the transformation of a traditional 
technique into modern technique 
characterized by improved skills, high 
production and higher standard of 
living. 
 
 

INCENTIVES 
 

It is the financial and promotional assistance provided by the government 
to the industries 
 
for boosting up industrial development in all regions particularly in 
backward areas.  
The object of incentives is to motivate an entrepreneur to start new 
ventures in the larger interest of the nation and the society. 
 

 

 

 

ADVANTAGES OF INCENTIVES AND SUBSIDIES 
 

They offer following advantages: 
 

o They act as a motivational force which makes the potential 
entrepreneur to enter into business activities. 

 
o They encourage the entrepreneur to start industries in the backward 

areas. 
 

o They help the government to get a balanced regional development. 
 

o They help to develop new enterprises which lead to economic 
development. 

 



25 | P a g e  
 

o They make the entrepreneur to face competition successfully. 
 

o They help to reduce the overall problems of small scale 
entrepreneurs. 

 

 

 

3.7 GOVT. OF ANDHRA PRADESH INCENTIVES FOR MSME’s: 
 

Micro and Small Enterprises (MSE‟s)   Small Enterprise means a Unit 

having the investment on plant and machinery up to limit as defined by 

the Government of India from time to time.    

4.1.1 100% reimbursement of Stamp duty and transfer duty paid by the 

industry on purchase of land meant for industrial use.    

4.1.2 100% reimbursement of Stamp duty for Lease of Land/Shed/ 

Buildings and also mortgages and hypothecations.    

4.1.3 25% rebate in land cost limited to Rs.10.00 Lakhs in Industrial 

Estates/ Industrial Parks.    

4.1.4 25% Land conversion charges for industrial use limited to Rs.10.0 

lakhs.  For SC/ST 35% land conversion charges for industrial use   

4.1.5 Fixed power cost reimbursement @ Rs. 1.00 per unit for 5 years from 

the date of commencement of commercial production.   For SC/ST/BC 

enterprenuers fixed power cist reimbursement @rs1.50 unit for  first 5 

years  

4.1.6 15% investment subsidy on fixed capital investment subject to a 

maximum of Rs.20.00 lakhs.  For BC/SC/ST investment subsidy is 35% 

subject to a maximum of Rs.75 lakhs  

4.1.7 Reimbursement of 100% net VAT/CST or State Goods and Services 

Tax (SGST) for a period of 5 years from the date of commencement of 

commercial production.    

4.1.8 Interest subsidy under Pavala Vaddi Scheme on the term loan taken 

on the fixed capital investment by New Micro and Small Enterprises in 

excess of 3% per annum subject to a maximum reimbursement of 9% per 

annum for a period of 5 years from the date of commencement of 

commercial production.    
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4.1.9 Seed capital assistance to First Generation Entrepreneurs to set-up 

Micro Enterprises @10% of the Machinery cost, which will be deducted 

from the eligible investment subsidy.    

4.1.10 50% Reimbursement of cost involved in skill upgradation and 

training the local manpower limited to Rs.2000 per person.    

4.1.11 50% subsidy on the expenses incurred for quality certification/ 

patent registration limited to Rs. 2.00 Lakhs.    

4.1.12 25% subsidy on specific cleaner production measures limited to 

Rs.5.00 Lakhs.   

4.1.13 To extend investment subsidy to the identified service activities 

related to industries setup in all Municipal Corporation limits in the state 

as per the list appended as Annexure - I.   

4.2.0 Medium Enterprises Medium Enterprise means an industry in which 

Investment on plant and machinery up to limit as defined by the 

Government of India from time to time.    

4.2.1  100% reimbursement of Stamp duty and transfer duty paid by the 

industry on purchase of land meant for industrial use.   

4.2.2. 100% reimbursement of Stamp duty for Lease of Land/Shed/ 

Buildings and also mortgages and hypothecations.    

4.2.3 25% rebate in land cost limited to Rs.10.00 Lakhs in Industrial 

Estates/Industrial Parks.    

4.2.4 25% Land conversion charges for industrial use limited to Rs.10.0 

lakhs only for Medium Enterprises.  For SC/ST entrepreneurs 33% land 

conversion charges are eligible  

4.2.5 Fixed power cost reimbursement @ Rs.1.00 per unit for a period of 5 

years from the date of commencement of commercial production.    

4.2.6 Reimbursement of 75% net VAT/CST or State Goods and Services 

Tax (SGST) for a period of 7 years from the date of commencement of 

commercial production for Medium Scale Enterprises or up to realization of 

100% fixed capital investment, whichever is earlier.   

4.2.7 Reimbursement of 50% net VAT/CST or State Goods and Services 

Tax (SGST) for a period of 7 years from the date of commencement of 
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commercial production for Large Scale Industries or up to realization of 

100% fixed capital investment, whichever is earlier.   

4.2.8 50% Reimbursement of cost involved in skill upgradation and 

training the local manpower limited to Rs.2000 per person. 50% subsidy 

on the expenses incurred for quality certification/ patent registration 

limited to Rs. 2.00 Lakhs only for Medium Enterprises.    

4.2.9 25% subsidy on specific cleaner production measures limited to 

Rs.5.00 Lakhs.    

4.2.10 Infrastructure like roads, power and water will be provided at door 

step of the industry for standalone units by contributing 50% of the cost of 

infrastructure from IIDF with a ceiling of Rs.1.00 Crore, subject to (a) the 

location should be beyond 10 kms from the existing Industrial 

Estates/IDA‟s having vacant land/shed for allotment and (b) cost of the 

infrastructure limited to 15% of the eligible fixed capital investment made 

in the industry.    

4.3.0 Women owned Enterprises   (Units established as sole Proprietress or 

invariably having 100% share in Partnership/Private Limited Companies)   

4.3.1 Additional 10% investment subsidy on fixed capital investment 

subject to a maximum of Rs. 10.00 lakhs to MSE‟s.  For BC/SC/ST women 

eleigible investment subsidy is 45% limited to 75 lakhs   

 

List of Service Enterprises related to industry, Eligible for Investment 

subsidy 

1 Industrial/Material Testing Laboratories  

2 R&D Centers relating to Industry  

3 Printing presses offset printing press, Flexi/Vinyl Printing, Flexo printing 

 4 Machine operated Seed grading services  

5 Industrial Training Centres with necessary machinery and equipment  

6 Power Laundries  

7 Ready-made Garments units with investment more than 5.00 lakhs on 

Plant & Machinery  
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8 Auto servicing and /or repairing units with investment more than 5.00 

lakhs on Plant and Machinery  

9 Packaging activity with investment more than 10.00 lakhs on Plant & 

Machinery  

10 General Engineering and Fabrication  

11 Machine operated Book binding Enterprises and Note Books with 

investment more than 5.00 lakhs on Plant & Machinery  

12 Any other Service Enterprises notified by the State Level Committee for 

inclusion in this list from time to time.    

  

4.0 SELLING SKILLS & MARKETING 
The management process through 

which goods and services move 

from concept to the customer.  It 

includes the coordination of 

four elements called the 4 P's of 

Marketing 

 

1. Identification, selection and development of a product, 

2. Determination of its price, 

3. Selection of a distribution channel to reach the customer's place, and 

4. Development and implementation of a promotional strategy. 

 

 

 

Marketing is based on thinking about the business in terms of customer 

needs and their satisfaction. 

 

 Marketing differs from selling because (in the words of Harvard Business 

School's retired professor of marketing Theodore C. Levitt) 

"Selling concerns itself with the tricks and techniques of getting people 

to exchange their cash for your product. It is not concerned with 

http://www.businessdictionary.com/definition/management.html
http://www.businessdictionary.com/definition/process.html
http://www.businessdictionary.com/definition/goods-and-services.html
http://www.businessdictionary.com/definition/concept.html
http://www.businessdictionary.com/definition/coordination.html
http://www.businessdictionary.com/definition/element.html
http://www.businessdictionary.com/definition/call.html
http://www.businessdictionary.com/definition/four-P-s-of-marketing.html
http://www.businessdictionary.com/definition/four-P-s-of-marketing.html
http://www.businessdictionary.com/definition/selection.html
http://www.businessdictionary.com/definition/development.html
http://www.businessdictionary.com/definition/distribution-channel.html
http://www.businessdictionary.com/definition/cumulative-audience-Cume.html
http://www.businessdictionary.com/definition/customer.html
http://www.businessdictionary.com/definition/promotional-strategy.html
http://www.businessdictionary.com/definition/marketer.html
http://www.businessdictionary.com/definition/business.html
http://www.businessdictionary.com/definition/term.html
http://www.businessdictionary.com/definition/customer-needs.html
http://www.businessdictionary.com/definition/customer-needs.html
http://www.businessdictionary.com/definition/satisfaction.html
http://www.businessdictionary.com/definition/seller.html
http://www.businessdictionary.com/definition/word.html
http://www.businessdictionary.com/definition/Harvard-Business-School.html
http://www.businessdictionary.com/definition/Harvard-Business-School.html
http://www.businessdictionary.com/definition/retired.html
http://www.businessdictionary.com/definition/concern.html
http://www.businessdictionary.com/definition/technique.html
http://www.businessdictionary.com/definition/exchange.html
http://www.businessdictionary.com/definition/cash.html
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the values that the exchange is all about. And it does not, as marketing 

invariable does, view the entire business process as consisting of a tightly 

integrated effort to discover, create, arouse and satisfy customer needs."  

 

In other words, marketing has less to do with getting customers to pay for 

your product as it does developing a demand for that product and fulfilling 

the customer's needs. 

4.1 Key Factors in Marketing  

 Customer Needs 

 Customer Behavior 

 Customer Satisfaction 

 Repeat Buying 

 Marketing research  

 

6 Q’s of Market 

1. What does the Market Buy? 

2. Why does it Buy? 

3. Who Buys? 

4. How does it Buy? 

5. When does it Buy? 

6. Where does it Buy? 

MARKETING VS .SELLING: 

Marketing and selling are intertwined terms. Discussion abounds as to 
what is marketing and what is selling and where the boundaries are. For 

our purposes, that is of little importance. In general “marketing” refers to 
aggregate of functions involved in moving products from producer to 
consumer. Within marketing, we shall employ the term “selling” to refer to 
those activities more directly associated with the process of obtaining a 
purchase order. 
 

http://www.businessdictionary.com/definition/values.html
http://www.businessdictionary.com/definition/business-process.html
http://www.businessdictionary.com/definition/create.html
http://www.businessdictionary.com/definition/need.html
http://www.businessdictionary.com/definition/pay.html
http://www.businessdictionary.com/definition/developer.html
http://www.businessdictionary.com/definition/demand.html
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 MARKETING RESEARCH: 

You need to delineate your target market and understand its needs. You 
should be convinced that the products you are planning to produce 
represent a solution to the needs of  your proposed target market and take 
its factors into consideration.  
 

Most importantly, have clarity that the target market you are going after 
will accommodate your revenue and profit goals. 
 

MARKET SURVEY FOR ASSESMENT OF MARKET FEASIBILTY AND 

STRATEGY FORMULATION 

 

Market survey is the systematic study of data relating to the market. The 
purpose of using it is to obtain information which helps the entrepreneur 

in assessing market potential and market share; understand purchase 
behavior and consumers‟ satisfaction; measure the effectiveness of pricing, 
product, distribution and promotion activities in specific markets. 
 
Marketing research is needed before a product is introduced to the marker 
i.e. for new product launch, and on a regular periodic basis throughout its 

life cycle. In every market research project, the objectives are to be properly 
defined which are to be studied, gather the appropriate data and transform 
the raw data into useful information.  
 

Process of conducting a market survey  

1. Defining survey objectives 

2. Identify specific information  needs 

3. Identify the sources of information 

4. Estimating the time required for the study and the cost involved 

5. Developing the methodology  

6. Selecting sample size and also determining whom to contact and 

when 

7. Preparing questionaire for the survey 

8. Actual data collection 

9. Analysis and interpretation of data 
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10. Preparation of the report based on analysed data 

The information gathered by market survey or research reduces the risks 
involved in taking decisions. 
 

Primary and secondary sources of information: 

 

Conducting market survey does not always mean contacting people 
directly. There may be information in the form of reports, published 
material or documents of trade/industry associations and also data 

obtained by internet surfing. 
 

Primary data sources are those coming straight from people, prospects, 
middle men, customers, professionals, manufacturers etc. while secondary 
sources are data obtained by scanning existing reports, publications, 
internet surfing etc. 
 

Market survey schedule (check list for information collection) : 

Based on the information check list , different sets of questionnaires are to 
be designed to be administered to different categories of respondents. The 
check list/schedule is as follows: 
 

1. The product and the physical characteristics, their alternative uses, 

substitute products and their merits, and product variations. 

2. Knowledge about the customers belonging to different segments and 

their probable rough share in each of the segments. 

3. Knowledge about the competitors, their market position and their 

financial strength. 

4. Sales trend of major competitors in the last 5 to 7 years and also 

study the sales/demand for the past 5 to 7 years for all brands 

together for making market projection for future sale/demand. 

5. Find out the nature of demand in terms of elasticity, seasonality and 

the major influencing factors. 

6. The supply position in the market. 

7. Competitors‟ promotional methods including their packaging 

strategies. 
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8. Find out the reasons foe good performance of their competitors.  

9. Find out the distribution channels used by the competitors; their 

trade terms, conditions and their discount structure. 

10. The competitors‟ after sales servicing methods. 

11. The competitors‟ pricing policies. 

12. The problem areas which your firm is likely to face and 

methods of tackling them. 

13. Determine the influence of Government policy on marketability. 

 

MARKETTING COMMUNICATIONS:  
  

An important marketing function is the promotion 
of your company  and its products  and services. 
Marketing communications typically includes 
the creation of brochures, advertising, press 
releases, a website, direct mailings, email 

campaigns and seminars as well as direct 
customer contacts, press or trade journal 
relations, attendance at trade shows, and other 
related activities. All of these activities are quite 
expensive Visibility of a product is essential in the 

market. Then only such product will be among the 

choice list of the customers. To achieve this purpose, 
advertisement through various modes is important.  
 
Different types of  advertisement are discussed here below:    
 

1. Advertisement through hoardings: 

Hoardings are very powerful media of advertisement virtually for all 

types of products across the world. Although this is an expensive 

mode of advertisement, the results that accrue would certainly match 

the money invested on the hoardings. In India also hoardings are one 

of the major modes of advertisement both in urban and Urban areas.    

 

2. Posters: 

Posters are also playing an important role in advertisement. This 

mode is relatively cheap in reaching out to the market. Important 
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point is the identification of the locations for display of posters. The 

places identified must be reachable and visible to the target groups.   

 

 

 

3. Value Additions: 

Value addition is always a creative idea to reach out to the 

customers. There can be several methods to implement under this 

category. A small example for this concept is: one Doctor – a children 

specialist while treating his patients (children) always presents a 

small gift – a pencil, a book, a pen, a doll depending upon their age 

but never a chocolate because it is not good for them. He is a very 

popular doctor in the area, may not be for this reason but this idea 

gives certain amount of value addition to his services. 

 

4. Internet:   

      Internet is one the cheapest and powerful media in the advertisement. 

The outreach of  the internet is tremendous. Therefore the dependence on 

internet would certainly give added advantage to the advertisement.  

 

5.  Follow-Up: 

 It is important to follow up the measures that have been taken for the 

advertisement.  

No order will get closed without a proper follow up. Based upon the 

response, we have to re-orient our strategies for an effective advertisement 

to reach out to the market. 
 

 

 
 

Problem Management is a very important aspect of marketing. Therefore 
this aspect needs to be studied from all the angles and solutions need be 

evolved to address the problems. 
 

Definition of  addressing a problem : 
  
Magnitude, frequency and strata of people facing the problem. 
In any activity of mankind which comes in contact with outside world and 

society; be it social, economic, cultural, managerial or for that matter 
anything and everything at one point or other, it will pass through a series 
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of problems. Problems do crop up from one area or other in the course of 

an activity.  
Marketing being an important economic, managerial, social and 
entrepreneurship process, is no exception to problem facing. And when we 

face a problem, we have to, obviously look to addressing the problem and 
problem solving.  
We have to look into the following points when we want to address problem 
solving. 
 

1. What is the problem? 

2. What is the magnitude and frequency of the problem? 
3. Who are the people (target group) facing the problem? 
4. What is the location? 

5. Does the location have any bearing on the problem being faced by the 
people? 

6.  

Answers to these questions should be probed with objectivity and all other 
issues correlated both in retrospect and prospect. After analyzing the 
issues and the data before us, we will be able to go to the crux of the 
problem and this analysis would through some light on problem solving. 
And we will be able find solutions to address the problems. 
It is essential that any solutions we find to address and mitigate problems, 

should be acceptable, practical and implementable. Further the problem 
solving solutions must fit in the economic frame of the activity or 
enterprise. 
In the perspective, if the solutions which we advocate to solve problems 

give desired results, we may align them with the corporate policy frame 
work. In the course of time such problem solving solutions should result in 

market expansion and customer satisfaction. 
The entire crux of the problem solving is the response time. In other wards 
how fast a particular problem that is arising from the market is redressed 
or solution is given or issue is attended to. There can be any number of 
examples that could be mentioned on this aspect. 
 

 

MARKET SIZE ASSESSMENT METHOD: 
  

Market is not a physical thing. It cannot be seen just like any other thing. 

However, it is there and influencing all of us one way or the other. Market 
is imaginary, fluid and difficult to catch. Then how to measure it? We have 
to measure it because that is the place for our goods and services. Measure 
it because we have to establish in the market and our market share. 

Measure it because we have to make inroads into the market and survive 
amidst the competition. 
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The question naturally arises about how to measure the market? 

Market is obviously influenced by demand. The demand is categorized in to 
a) primary demand and b) secondary demand. 
Primary demand in general refers to the size of the market for the product 

category and Secondary demand refers to the demand in the size of the 
market for a particular brand. Therefore market size assessment 
encompasses these two vital aspects.   
 
World over several market experts, researchers and market leaders studied 
this subject. Many methods and theories were propounded by them for 

Market Size Assessment. Among many methods, the widely adopted and 
practiced method is “Decompose and Build up Method”. Under this 
method, the larger size of the market is broken in to small constituent 

elements. The results are aggregated to arrive at the result. The final 
picture would give us the total market size of a particular product. 
 

The formula used in this method is: 
 
Market size= No.of buyers in the market X quantity purchased by an 
average buyer in the market per year X price of an average unit. 
 
This method is very commonly applied method by several companies for 

the market size assessment. There are several other methods and theories 
which involve difficult mathematical formulae and other data inputs. 
Therefore the other methods are not commonly adopted. 
 

Some references of websites for Market Size Assessment:  
 

 Energy drinks: an assessment of their market size, consumer 
demographics, ingredient profile, functionality, and regulations in the 
United States 
MA Heckman, K Sherry, D Mejia… - … Reviews in food …, 2010 - Wiley 
Online Library 

Risk assessment for banking systems 
H Elsinger, A Lehar, M Summer - Management science, 2006 - 
pubsonline.informs.org 
The market share‐profitability relationship: An empirical assessment of 

major assertions and contradictions 

JE Prescott, AK Kohli… - Strategic Management …, 1986 - Wiley Online 
Library 
 
 

 Social marketing : 

Social marketing seeks to develop and integrate marketing concepts with 
other approaches to influence behaviors that benefit individuals and 

http://onlinelibrary.wiley.com/doi/10.1111/j.1541-4337.2010.00111.x/full
http://onlinelibrary.wiley.com/doi/10.1111/j.1541-4337.2010.00111.x/full
http://onlinelibrary.wiley.com/doi/10.1111/j.1541-4337.2010.00111.x/full
http://pubsonline.informs.org/doi/abs/10.1287/mnsc.1060.0531
https://scholar.google.co.in/citations?user=NMohNlcAAAAJ&hl=en&oi=sra
https://scholar.google.co.in/citations?user=tXkModkAAAAJ&hl=en&oi=sra
https://scholar.google.co.in/citations?user=grc7Q5gAAAAJ&hl=en&oi=sra
http://onlinelibrary.wiley.com/doi/10.1002/smj.4250070407/abstract
http://onlinelibrary.wiley.com/doi/10.1002/smj.4250070407/abstract
https://scholar.google.co.in/citations?user=1q9pJmYAAAAJ&hl=en&oi=sra
https://scholar.google.co.in/citations?user=IZK5fLEAAAAJ&hl=en&oi=sra
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communities for the greater social good. It seeks to integrate research, best 

practice, theory, audience and partnership insight, to inform the delivery of 
competition sensitive and segmented social change programs that are 
effective, efficient, equitable and sustainable.  
 

The 5 Steps to Success in Marketing : 

 

o Be Competitive in Your Local Market 

 With a USP - Unique  Selling Proposition 

 With a proper Competition Analysis 

o Identify Target Markets  

o Collect names and addresses of Prospective Customers 

o Send Samples and detailed Offers 

o Follow up by Phone, Fax and email. 

 

5.0 BUSINESS PLAN/PROJECT REPORT 
 
Learning Objectives: 
 
By the end of this module, learners will: 
 

o Understand the Need of Business plan /project 
report” 

 
 

o Elements of Project report /Business plan 
 
 

Introduction: A project report may be defined as a document with respect 

to any investment proposal based on certain information and factual data 
for the purpose of appraising the project. It states as to what business is 
intended to be undertaken by the entrepreneur and whether it would be 
physically possible, financially viable, commercially profitable and socially 
desirable to do such a business.  
Project report is an essential document for procuring assistance from 

financial institutions and for fulfilling other formalities for implementation 

of the project. The project report (Detailed Feasibility Report) is based on a 
preliminary report or pre-investment report. Thus the project report is a 
post investment decision report. 
 

5.1 OBJECTIVES OF THE PROJECT REPORT 
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The basic aim of a project report is to assess the financial viability of a 
project as well as the soundness of its production, marketing and other 
related aspects. It serves the following main objectives. 
 

1) It facilitates business planning and planning the future course of 
action. 

 
2) It enables an entrepreneur to compare different investment 

proposals and select the most suitable project. 
 

3) It provides a SWOT analysis, wherein the strengths, weaknesses, 
opportunities and threats involved in the projects as shown. 

 
4) The project report enables the entrepreneur to ensure that he is 

proceeding in the right direction. 
 

5) In case of public sector projects, this report would also enable the 
concerned authorities to take an objective decision on the project. 

 
6) It facilitates project appraisal. 

 
7) It helps the financial institutions to make appraisal as regards 

financial, economic and technical feasibility. 

 

5.2 IMPORTANCE OF PROJECT REPORT : 
 

Project report is a written plan of the project to be undertaken for the 
attainment of objective. It enables an entrepreneur to know the inputs 
required and confirms that he is proceeding in the right direction. It spells 
out the reasons of allocating resources of the firm for the production of 
goods and services during a specific period. An important aspect of the 
project report lies in determining the profitability of the project with 
minimum risks in the execution of the project. The important uses of P.R. 
are summarized as follows: 
 

o It helps the entrepreneur in establishing techno-economic 
viability of the project. 

 
o It helps in getting term loan from banks and financial 

institutions. 
 

o It helps in approaching bank for getting working capital loan. 
 

o It helps in securing supply of scarce raw materials also. 
 

o It gives a general idea of resource requirements and means of 

procuring them. It shows the feasibility of the project and 
possibility of achieving profits. 

 
5.3 CONTENTS OF PROJECT REPORT : 
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It contains relevant information in detailed and systematic manner as 

below: 
 

1) INTRODUCTION: General information regarding the company and 
production description. 

 

2) BACKGROUND OF THE PROMOTER: - Name, address, age, family 

background, educational qualification, work experience, investment 

potential etc. 
 

3) PRODUCT: - Details of products to be produced, details of application of 

the product, proposed product mix, product standard etc. 
 

4) MARKET AND MARKETING:- Market potential analysis, major buyers, 

area to be covered, trade practices, sales promotion devices, trade practice 

and trade channels adopted by the competitors, demand analysis, 
proposed market research etc. 
 

5) LOCATION:- Locational advantages, criteria for selecting the location, 

exact location of the project, other choices. 

6) PRODUCTION PROCESS: - Details of technology, process flow chart, 

manufacturing process, production program, etc. 
 

7) RAW MATERIAL: - List of raw material required in terms of quality and 

quantity, sources of requirement, cost of raw material etc. 
 

8) UTILITIES: -Water, power, steam-sources and costs, effluent disposal 
etc. 

 

9) TRANSPORT AND COMMUNICATION: - Method, possibility of getting 

and costs of transport. 
 

10) MANPOWER REQUIREMENT: -Requirement of skilled, semi skilled 
personnel, technical and non-technical personnel, cost of procurement, 

capacity, and suppliers cost, alternatives available, cost of miscellaneous 

assets. 
 

11) LAND AND BUILDING: - Land area, construction area, cost of 

construction, detailed plan, plant lay out along with cost. 

 

12)   PLANT AND MACHINERY: - Details of machinery and equipment 

required. 

 

13) COST OF PROJECT AND SOURCES OF FINANCE: - Working capital 

required, preliminary and pre-operative expenses, contingencies and 

arrangements for the meeting the cost of project. 

14) FINANCIAL VIABILITY OF THE PROJECT: - Cost of production and 

profitability for the first years, break even analysis, and analysis of cash 

flow and fund flow statements. 
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5.4 SAMPLE PROJECT REPORT 

 
 
For the period from       :   _______________________to:_________________________ 
 

 
INVESTMENTS/CAPITAL   
 

                                  AMOUNT 

 
Business Premises  
 

 

 

    Construction or purchase of a building  
 

 

 
     Conversion or reconstruction of 

business        premises 
 

 

 
Equipment 
 

 

 
Machinery and Tools 
 

 

 
Furniture 
 

 

WORKING CAPITAL 
 

 

Stock of raw materials or finished goods   

Licenses and fees   

Marketing expenses 
 

 

Salaries 
 

 

Rent 
 

 

Electricity and water 
Contingency of emergency 

 

 

TOTAL  START -UP CAPITAL 
 

 

 

 

Means of Finance : 
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 Own Finance 

 Bank loan requirement  
 
 
 

 

6.0 ACCOUNTING 
An overview: 
 

 In this topic I will explained u the following  

 Explain some of the principal accounting issues you will need to face and understand to 
create and run your company. 

 Provide an overview of the financial statements that you will have to generate and 
maintain. 

 Describe how your potential lenders and investors employ this financial statements to 
decide whether to lend or invest in your company, and then to monitor your performance. 

 Introduce the additional financial reports you will need to manage your business 

effectively. 

 List the various taxes you must pay. 

 Discuss the different types of accountants and outline how to obtain accounting services 
in a cost-effective manner. 

 

BACKGROUND: 

 

 We live in a world of interconnected business people and businesses. A Banker who may be 
evaluating a loan to your firm, a potential investor, or anyone considering buying shares of your 

company will want to know about the financial conditions of your business. Many large, potential 

customers who want to assess the long term existence of your firm also want to know about your 

financial conditions. 

 

6.1 FINANCIAL STATEMENT 
   I have been employing the term “financial report” to refer to the document that describes the 

financial condition of a business. The standard name used in business is the “financial 

statement.” A financial statement consists of three digital parts: 

1. The balance sheet 

2. The income statement  

3. The cash flow statement 

There are many sources that contains detailed discussions about financial statements. Also, the 

Internet is replete with tutorials on financial statements. Here I am simply going to summarize 

their contents. 
 

1. THE BALANCE SHEET : 

 
The balance sheet is a listing of all the assets and liabilities of a business as of a 

particular date-for example, the last day of a quarter. It is divided into three 

sections: assets, liabilities, and stockholders‟ equity(or partners‟ capital if the 

entity happened to be a partnership). 

In essence, the assets section lists everything you own and are owed, and the 

liabilities section lists everything you owe. You add each of this columns 

separately. The difference between the two totals is referred as the “stock 

holders‟equity” which is inserted as an item in the liability section so that the two 

totals are now the same. They balance. 
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The stockholders equity represents, in essence the net worth of the company. It is 

also known as the “book value” of the company .The name “stockholders” equity is 

commonly used for corporations in which stock has been issued and sold to 

shareholders as a means of funding. A partnership would have a partners capital 

section 

 If the “stockholders” equity is a positive number, your assets exceed your 

liabilities, which is good . If the stockholders‟ equity is negative number, your 

liabilities exceed your assets, and that is not good.  

                              

                             Example of balance Sheet: 
ASSETS       
  Current Assets     
  Cash 

 
20,000 

  Accounts receivable 
 

15,000 

  Inventory 
 

   150,000 

  Total Current Assets 
 

     185,000 
        
  Non-Current Assets     
  Plant and equipment 

 
50,000 

  Business premises 
 

650,000 
  Vehicles 

 
    70,000 

  Total Non-Current Assets 
 

  770,000 
        

TOTAL ASSETS 
 

   955,000 
        
  Current Liabilities     
  Accounts payable 

 
25,000 

  Bank overdraft 
 

10,000 
  Credit card debt 

 
5,000 

  Tax liability 
 

 30,000 
  Total Current Liabilities 

 
  70,000 

        
  Non-Current Liabilities     
  Long term business loan 1 

 
450,000 

  Long term business loan 2 
 

  50,000 
  Total Non-Current Liabilities 

 
 500,000 

    
 
  

TOTAL LIABILITIES 
 

 570,000 
    

 
  

NET ASSETS 
 

  385,000 
        

OWNERS EQUITY 
 

  385,000 
 
   

2. THE INCOME STATEMENT:      
    The income statement consists of three sections:  

1. The revenues 

2. The expenses  

3. The difference between the first two, which represents profits or losses. 

If the total of the revenues exceeds the total of the expenses, you have a profit. If the total of the 

expenses exceeds the total of the revenues, you have a loss. 
           The income statement reports on a specific period of the time such as a month, a quarter 

or a year. 

          The income statement is also referred to as “the profit and loss statements,” or simply “the 

P&L statement.” 

 
4. THE CASH FLOW STATEMENT: 
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     The cash flow statement is a summary of the cash received and the cash spent during a given 

period of time, such as a quarter.  

     This statement tells you if you consumed cash or accumulated cash during a given period and 
the overall net amount. 

     It is important to note that the cash flow statement will not detail the incremental changes in 

cash during a period of time.  

 

 

 

7.0 VARIOUS SCHEMES & FIRM REGISTRATION 
 
 

Guidelines on PRIME MINISTER’S EMPLOYMENT GENERATION 

PROGRAMME (PMEGP): 

 

1. THE SCHEME:  

Government of India has approved the introduction of a new credit 
linked subsidy programme called Prime Minister‟s Employment 

Generation Programme (PMEGP) by merging the two schemes that were 
in operation till 31-03-2008 namely Prime Ministers Rojgar Yojana 
(PMRY) and Urban Employment Generation Programme (REGP) for 
generation of employment opportunities through establishment of micro 
enterprises in Urban as well as urban areas. PMEGP will be a central 
sector scheme to be administered by the Ministry of Micro, Small and 

Medium Enterprises (Mo MSME). The scheme will be implemented by 

Khadi and Village Industries Commission (KVIC), a statutory 
organization under the administrative control of the Ministry of MSME 
as the single nodal agency at the National Level. At the State level, the 
Scheme will be implemented through State KVIC Directorates, State 
Khadi and Village Industries Boards (KVIBs) and District Industries 

Centers (DICs) and banks. The Government subsidy under the Scheme 
will be routed by KVIC through the identified Banks for eventual 
distribution to the beneficiaries/ entrepreneurs in their Bank accounts.  

 

OBJECTIVES: 

 

(i) To generate employment opportunities n Urban as well as urban 

areas of the country through setting up of new self-employment 

ventures/projects/micro enterprises. 

(ii) To bring together widely dispersed traditional artisans/Urban and 

urban unemployed youth and give them self-employment 

opportunities to the extent possible, at their place. 

(iii) To provide continuous and sustainable employment to a large 

segment of traditional and prospective artisans and Urban and 
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urban unemployed youth in the country, so as to help arrest 

migration of Urban youth to urban areas. 

(iv) To increase the wage earning capacity of artisans and contribute 

to increase in the growth rate of Urban and urban employment. 

 
2. QUANTUM AND NATURE OF FINANCIAL ASSISTANCE LEVELS OF 

FUNDING UNDER PMEGP. 

 

Categories of 
beneficiaries under 

PMEGP 

Beneficiary‟s 
Contribution (of 

project cost) 

Rate of Subsidy  
(of project cost) 

Area (Location of 

Project/ Unit) 

 URBAN RURAL 

General Category 10% 15% 25% 

Special (including 
SC/ ST/ OBC/ 
Minorities/ Women/ 
Ex-service men, 
Physically 

Handicapped, NER, 
Hill and Border 
areas, etc. 

5% 25% 35% 

 

 

Note:  

1. The maximum cost of the project/unit admissible under 

manufacturing sector is Rs 25 lakhs. 

2. The maximum cost of the project/unit admissible under 

business/service sector s Rs 10 lakhs. 

3. The balance amount of the total project cost will be provided by 

Banks as Term Loan. 

 
4. Eligibility Conditions of Beneficiaries: 

 

i. Any individual, above 18 years of age  

ii. There will be no income ceiling for assistance for setting up 

projects under PMEGP. 

iii. For setting up of a project costing Rs 10 lakhs and above Rs 10 

lakhs in the manufacturing sector Rs 5 lakhs and above Rs 5 

lakhs in the business/service sector, the beneficiaries should 

possess at least VIII standard pass educational qualification. 
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iv. Assistance under the Scheme is available only for new projects 

sanctioned specifically under the PMEGP. 

v. Self Help Groups (including those belonging to BPL provided that 

they have not availed benefits under any other Scheme). 

vi. Institutions register under Societies Registration Act, 1860. 

vii. Production Co-operative Societies, and  

viii. Charitable Trusts. 

ix. Existing Units (under PMRY, REGP or any other scheme of 

Government of India or State Government) and the units that have 

already availed Government Subsidy under any other scheme of 

Government of India or State Government are not eligible. 

2) Credit Guarantee Fund Trust for Micro and Small 

Enterprises(CGTMSE) 
 

Objectives :  

To ensure better flow of Credit to micro and small enterprises by 
minimizing the risk perception of financial institutions and banks in 

lending without collateral security, a Credit Guarantee Fund Scheme for 
Micro and Small Enterprises was introduced by the Government in August 
2000. 
Salient Features : 

(i) The Scheme is being implemented by the Credit Guarantee Fund Trust 
for Micro and Small Enterprises, set up jointly by the Government of India 

and Small Industries Development Bank of India (SIDBI). The Government 
of India and SIDBI contribute to the Corpus Fund of the Trust in the ratio 
of 4:1. 
(ii) The Scheme became operational with effect from January 1, 2001. 
(iii) All scheduled commercial banks and Regional Urban Banks 
(categorized under „sustainable viability‟) or such of those institutions as 

may be directed by Government of India are eligible to become Member 
Lending Institutions under the Scheme. 
 
(iv) The Scheme covers collateral free credit facility (term loan and/or 
working capital) extended by eligible lending institutions to new and 
existing micro and small enterprises upto Rs. 100 lakh per borrowwing 

unit. The guarantee cover provided is upto 75% of the credit facility upto 

Rs. 50 lakh with an incremental guarantee of 50% of the credit facility 
above Rs. 50 lakh and upto Rs. 100 lakh (85% for loans upto Rs. 5 lakh 
provided to micro enterprises, 80% for MSEs owned/operated by women 
and all loans to NER). One time guarantee fee of 1.5% of the credit facility 
sanctioned (0.75% for NER includingSikkim) and Annual Service Fee of 

0.75% is collected from MLIs. 
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(v) 120 Banks and institutions, i.e., 26 public sector and 19 private banks, 

63 RRBs, 4 foreign banks and 8 other institutions including NSIC, NEDFI, 
SIDBI have joined this scheme as Member Lending Institutions (MLIs). 
 

Eligibility: The scheme covers collateral free credit facility (term loan 
and/or working capital) up to Rs. 100 lakh extended by eligible lending 
institutions to new and existing micro and small enterprises. 
 

3. Mudra yojana Scheme 
 

 

This is a scheme to provide loans to small businesses and micro 
institutions 
This scheme would intervene in providing finance to these micro 

institutions in three stages: 

Shishu: 
Under the Shishu stage, MUDRA will provide a loan up to RS.50, 000 to 
small businesses. 
Kishor: 
Next is the Kishor stage. Under this stage, MUDRA will provide loans of an 
amount ranging from RS.50, 000 up to Rs.5 lakh. 

Tarun: 
Last stage of intervention is the Tarun stage. Under this stage, loans of 
amounts ranging from Rs.5 lakh to Rs.10 lakh will be provided. 
 
MUDRA Yojana is launched keeping in mind various objectives to be 

fulfilled throughout the implementation of this scheme. 

Following are the objectives of MUDRA Yojana: 
To lay down policy guidelines to finance micro/small enterprises 
To get all Micro Finance Institutions and entities registered and regulate 
the same. 
To help small businesses grow and develop their enterprise further. 
To assist lower income groups in setting up and developing their business. 

To help set up responsible financial practices in order to prevent over 
borrowing for lower income entrepreneurs. 
To help create easy access to finance for the unbanked and also help lower 
the cost of finance. 
To give SC/ST preference in lending. 
To regulate all Micro Finance Institutions dealing with manufacturing, 

service and trading. 
Thus, MUDRA will help all small businesses gain easy access to finance 
and regulate the policy guidelines for the same. 
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8.0 UDYOG AADHAR REGISTRATION 
 
With a view to promote ease of doing business, the Ministry of Micro, Small and Medium 
Enterprises, Govt. of India has come out with one page Udyog Aadhaar Memorandum, 
which can be filled now on by the Micro, Small and Medium Enterprises online. Existing 
business with MSME registration or Small scale industry registration are not required to 
obtain Udyog Aadhaar. However, they may also obtain a Udyog Aadhaar, if they desire 
so. 
 
The online Udyog Aadhaar registration process has been created with an aim to 
encourage on line filing of entrepreneurs Memorandum for Micro, Small and Medium 
enterprises. In the form, the MSME will self certify its existence, Bank account, business 
activity details, employment and ownership details and other information. 
 
Documents and information required for online Udyog Aadhaar  registration : 

 
1. Aadhaar Number    -     (12 digit Aadhaar number issued to the applicant) 
2. Name of the owner –     (The applicant name as mentioned on the Aadhaar card 

issued  
                                        By UIDAI) 

3. Social category  -  Applicant caste : General / SC / ST /OBC 
                                (The proof of belonging to SC,STor OBC may be asked by  
                                     appropriate authority, if and when required)  

4.  Name of the Enterprise –(Name of the legal entity to conduct business. One applicant  
have  more than one enterprises doing business and each one 
can be registered for a separate Udyog Aadhaar and with the 
same     

                                    Aadhaar number)    
5. Type of organization –   ( 1. Proprietership,2.partnership firm, 3.Hindu Undivided 

family, 4.  
                                       Private Ltd. Co., 5. Co-operative, 6. Public Ltd. Co., 7. Self 
Help   
                                       Group, 8.Others (Limited Liability Partnership) 

6. Postal address-             (Address of the business including Mobile and e-mail 
address) 

7. Date of commencement _   (The date on which  business was started) 
8.  Previous Registration Details –    ( Details of previous MSME registration, if 

applicable should be       entered here)  
9.  Bank details –         (Details of Bank account of the Company including IFSC code 

and  
                                Bank account number)   

10. Major activity –        (Major area of activity of the business-manufacturing  or service) 
11. NIC Code –               (The appropriate  NIC code should be entered  from the National  

                                 Industrial Classification(NIC) Handbook)   
12. Persons employed –        (The total number of people  employed in the business) 
13. Investment in Plant & Machinery / Equipment –   (Amount of money invested  in 

terms of Machinery and Equipment by     the business) 
14. DIC-                       (Details of the District Industry Centre nearest to the business, if  

                                required) 

 
 
 






