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Marking Criteria:
 We expect the learners to write minimum one well expressed point in three lines against each allocated mark. This means one needs to write 15 lines with 5 well expressed points to get high grades for a 5 marks question.
For high grades use examples and illustrations where appropriate. 
	Answer the following questions: 
Q: 1: Short Questions (15) 
I. Describe SWOT analysis. 
A SWOT analysis is a tool to establish Strengths, Weaknesses, Opportunities and Threats of an idea or business. It is used to assess its’ current situation and to review the overall position before committing.
II. Outline the various ways of solving a problem in the marketplace by using your useful skills. 
The various ways in which a problem could be solved are as follows;
a. Look for inefficiencies in the existing market, for example; There is a growing trend in vaping, there are also a growing number of vape shops, but there is a lack of places in which those who vape can go to, to relax in comfort whilst vaping.
b. Listen to what people are saying, for example; target street vapers for market research in what they would like to see from a vape lounge. Work towards meeting current trends. Some might like to watch football on the big screen or have the chance to play pool etc. but at the same time be able to peruse a selection of vapes to enjoy with their beverage. 
III. Describe advanced types of SWOT Analysis. 
The advanced type of SWOT analysis is used in the same way as the general SWOT analysis model, except that it is more localised and used for specific segments within the business. For example, you could use the SWOT analysis model to analyse a specific product within a range as opposed to the entire business plan or model.

Q: 2: Discuss the different traits of an entrepreneur. (7) 
	There are several different traits of an entrepreneur. They are as follows;
Opportunity Seeker – The opportunity seeker would perceive problems as opportunities. If the competition is slacking, the opportunity seeker may look for ways to improve the service or product.
Action Orientated – The action orientated entrepreneur gets things done. The negative of this is leaping in to projects without fully analysing the situation because action is prioritised over thinking things through.
Contagiously Enthusiastic – An entrepreneur’s enthusiasm can be contagious as is reflected by their excitement towards their work. Small businesses require a lot of time and effort and therefore the entrepreneur needs to have a passion for what he does or he will lose interest very quickly.
Open Minded – Entrepreneurs are open minded when exploring alternative ways of achieving goals. They are willing to ask for help and are able to learn from mistakes.
Driven by Vision – Entrepreneurs know where they want to be and how to get there, what they have in mind is their mission driven by their vision. Their source of motivation derives from the big picture in mind.
Hard Worker – Entrepreneurs don’t mind putting in the extra hours, hard work and making sacrifices to achieve their goal as some small businesses may require. 
Bus Driver – Entrepreneurs like to take the leadership role. They like to choose who is coming aboard the ‘bus’ and where they sit. Successful entrepreneurs surround themselves with people who complement their own strengths and weaknesses. 
Q: 3: Outline the general entrepreneur resources. (8)
There are various resources available to entrepreneurs they are as follows;

Friends and Family – It is important to be encouraged by friends and family so to adopt their support may be beneficial. Friends and/or family may be able to offer hands-on support. Word of mouth is an effective way of creating a buzz about your business so involving friends and family will be highly beneficial.
Books, Magazines, Industry Publications and Social Media – There are many books and magazines dedicated to entrepreneurship. Joining social media groups could also be advantageous by being exposed to different ideas. The disadvantage of this type of information is that there may be several different views on the same subject and it may not even be correct or productive, such as, some saying that a hundred-page business plan is required whilst another would say 1 page will suffice. The reality being that it is down to the individual business.

Training – Information is power! Although this is a good course to start with, it shouldn’t end here. Depending on your business, it may be better to do more courses.
Mentors, Coaches and Consultants – Ask mentors etc. for guidance, who are experienced and have had both success and failures. There are professional coaches and consultants available if you’re struggling with your journey. 
Government Organizations – There are agencies available dedicated to helping small businesses succeed by governmental organizations. Each level of government in your locality should be approached to see which ways they can help.
Chamber of Commerce – Your local chamber of commerce may be able to offer support programs, training, mentors and/or financial assistance. This could also be a resource to establish a network and to meet business people in your locality.
Business Groups – Business groups such as public speaking associations, mastermind groups and industry specific associations amongst others, can all be good sources of getting your business known.
Special Programs – Some businesses may support your journey as a start-up company be it with resources, information or even financially. Your local businesses or entrepreneurial organisations may be able to point you the right direction and open up opportunities.
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