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User’s Guide

For the ALS Learner:

Welcome to this Module entitled Business Development under Learning Strand 4 Life and Career Skills of the
ALS K to 12 Basic Education (BEC).

This module was designed to provide you with fun and meaningful opportunities for guided and independent
learning at your own pace and time. You will be enabled to process the contents of the learning resource while
being an active learner.

This module has the following parts and corresponding icons:
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Let’s Get to Know

Pre-assessment

Setting the Path

Trying This Out

Understanding
What You Did

Sharpening
Your Skills

Treading the
Road to Mastery

Don’t Forget

Explore More

Reach the Top

Answer Key

Glossary

This will give you an idea of the skills or competencies you are expected to
learn in the module.

This part includes an activity that aims to check what you already know
about the lesson. If you get all the answers correct (100%), you may decide
to skip this module.

This section provides a brief discussion of the lesson. This aims to help you
discover and understand new concepts and skills.

This comprises activities for independent practice to solidify your
understanding and skills of the topic. You may check the answers to the
exercises using the Answer Key at the end of the module.

This includes questions that process what you learned from the lesson.

This section provides an activity that will help you transfer your new
knowledge or skill in real-life situations or concerns.

This is a task which aims to evaluate your level of mastery in achieving the
given learning competency.

This part serves as a summary of the lessons in the module.

In this portion, another activity will be given to you to enrich your knowledge
or skill of the lesson learned. This also tends retention of learned concepts.

This part will assess your level of mastery in achieving the learning
competencies in each lesson in the module.

This contains answers to all activities in the module.

This portion gives information about the meanings of the specialized words
used in the module.



At the end of this module you will also find:

References This is a list of all sources used in developing this module.

The following are some reminders in using this module:

1.

AN

Use the module with care. Do not put unnecessary mark/s on any part of the module.
Use a separate sheet of paper in answering the exercises.

Don’t forget to answer the Pre-assessment before moving on to the other activities
included in the module.

Read the instruction carefully before doing each task.

Observe honesty and integrity in doing the tasks and checking your answers.

Finish the task at hand before proceeding to the next.

Return this module to your ALS Teacher/Instructional Manager/Learning Facilitator
once you are through with it.

If you encounter any difficulty in answering the tasks in this module, do not hesitate to consult your ALS
Teacher/Instructional Manager/Learning Facilitator. Always bear in mind that you are not alone.

We hope that through this material, you will experience meaningful learning and gain deep understanding of
the relevant competencies. You can do it!
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MODULE 4
ILET'S GET TO KNOW

Vanjie sells pre-loved
clothes. She displays

these in front of her house

every morning where her
neighbors and the passers-
by can see them. They are
always sold-out because
the items are still nice and

affordable.

Unfortunately, the number of people checking her products became
less and less as days passed by — until they stopped coming.

In this module, you and Vanjie will figure out ways to develop growth
opportunities for products and services.

o Starting Out a Business
You will be able to generate business ideas from your PECs and career
interests, and use product innovation from trends and emerging needs,
along with other methods like benchmarking, SWOT analysis, and
serendipity walk (LS4LC-AE-PSB-AE/JHS-6).
You will be able to identify what is of value to the customer
(LS4LC-AE-PSB-AE/JHS-9).

« Managing Business Effectively
You will be able to identify opportunities and barriers to improve
productivity in business (LS4LC-PS-PSD-AE/JHS-3).
You will be able to identify potential customers and maximize customer
or client satisfaction (LS4LC-PS-PSD-AE/JHS4).

« Impact of Technology on Business
You will be able to identify, select, and use appropriate technology to
improve productivity, efficiency, and quality (LS4LC-PS-PSD-AE/JHS-11).

BUSINESS DEVELOPMENT 1



MODULE 4
PRE-ASSESSMENT

Directions: Read each statement carefully and fill in the blank(s) with the
correct answer. Choose your answer from the words inside the box. Do this
activity on a separate sheet of paper.

1. refers to the qualities or characteristics that should
be possessed by an individual to be able to do entrepreneurial work.

Personal
Cost of goods sold Entrepreneurship Entrepreneurial
Competencies
2. isanorganization that sells goods or services for a profit.
Occupation Business Market
3. A person who buys goods or services is called a
Customer Seller Distributor
4. refersto the ability to accomplish a job with a minimum
use of time and effort.
Effectiveness Proficiency Efficiency
5. refers to methods, systems, and devices which are the

result of scientific knowledge being used for practical purposes.

Technology Equipment Machine

2 BUSINESS DEVELOPMENT



LESSON |
SETTING THE PATH

STARTING OUT A BUSINESS

At the end of this lesson, you will be able to:

@ generate business ideas from your PECs and

career interests, and use product innovation
from trends and emerging needs, along with
other methods like benchmarking, SWOT
analysis, and serendipity walk
(LS4LC-AE-PSB-AE/JHS-6), and

@ identify what is of value to the customer

(LS4LC-AE-PSB-AE/JHS-9).

BUSINESS DEVELOPMENT 3



LESSON 1

TRYING THIS OUT

Directions: Think of a business which you intend to have and then fill in
the blanks below with the needed data to complete this exercise. Do this in
a separate sheet of paper.

2

Type of Business:

Qualities needed by a business owner to successfully manage the identified
business:

Qualities or Personal Entrepreneurial Qualities (PECs) that I possess:

How my personal qualities could help me manage my identified business:

4 BUSINESS DEVELOPMENT



LESSON 1

UNDERSTANDING WHAT YOU DID

par

As you start your own business, you may have questions or concerns
like the following: Can I do it? I do not have enough capital. I do not have
any experience at all. How will I know the right venture for me?

HOW TO START YOUR BUSINESS

These and other related challenges can be overcome by following these
business principles:

1. Identify the market need.
What is the need in your community? What product do people want to
buy? What services need to be improved? Identifying the products or the
services needed by the people is a great way to start.

BUSINESS DEVELOPMENT




LESSON 1

2. Make a self-assessment of your interests, strengths, or qualities and
capabilities.
Which of the needed products or services can you provide considering
your personal entrepreneurial competencies and skills? List them down
for you to have a clear picture of what you can offer.

3. Choose a venture that you can sustain.
Identify a business that does not require a very high capital nor a
complicated technology. Also choose one that is easily accessible to you
and to your target customers.

4. Profitability
A very important aspect of any business is making a profit. Any business
engagement must outweigh the expenses involved.

In a nutshell, you need to consider a business based on the following:
a. customers' needs,

b. your own skills/interests/ experiences,

c. product source and availability of capital, and

d. potential earnings or profit of the venture.

6 BUSINESS DEVELOPMENT



LESSON 1

STARTING OUT YOUR BUSINESS

You can always find competitors in almost any business. Hence, you

must always think of ways to be at par with them or to be better than they

are. Here are some things to consider.

1.

Products or Services

o What are the common things your customers buy or would want
to buy but are not yet available in the market?

« Why do you think would customers prefer your products over your
competitors'?

« Who are your competitors? Why are customers buying from them?
What are their strengths? their weaknesses?

« How would you make a difference so that customers would notice
your products or services?

. Supplier

« Who are the sources of your product?

« Can you identify other suppliers?

« How would you price your product?

« Will you still be profitable?

« What would you do if suddenly your supplier stops delivering a
product?

BUSINESS DEVELOPMENT 7



LESSON 1

3. Sales and Costing
How much is your total expenses to produce your product? This
includes transportation cost, packaging, and even snacks as you buy
your inventories. This is also called cost of goods sold (COGS). This
refers to the direct cost of producing the goods being sold.

o How much would you decide to sell it?

o How many pieces must you sell to breakeven?
« What can you do to sell more?

Exercise:
Determine the profitability of the situation given below. Answer the questions
that follow on a separate sheet of paper.

Ezra buys banana for #50.00 per kilo. His cost of good sold is #10.00 per kilo.

1. How much should he sell the banana per kilo?

2. How much should he sell the banana per kilo in order to break even?

3. How many kilos should he sell to have more profit?

8 BUSINESS DEVELOPMENT



LESSON 1

HOW TO STAY IN THE BUSINESS

Starting a business is one thing but continuing a business is another
matter. Market is volatile and you need to continue given any changes in the
environment or with the presence of your competitors.

Here are some points to help you move ahead:
1. Define your value proposition.
What is that “more” that your customers cannot find in your
competitor? If you can find ways to increase your product or service
value, you can also increase your price.

2. Regularly perform environmental scanning of your business. Find
out what is working well and what is not. This can be done by
identifying your own:

« Strength
What is the quality of your product, your customer service, location,
and so on?

BUSINESS DEVELOPMENT 9



LESSON 1

« Weakness
Identify things which you can improve.

« Opportunities
This is a venue for business growth or expansion such as offering
other related products or services.

« Threats
Are there any legal improvements which need to be done? Or are
there technological or political barriers? How do you think can you
avoid or overcome them?

You call the aforementioned process the SWOT analysis. SWOT stands

for Strength, Weakness, Opportunity and Threat. After identifying such, it
is high time for you to develop a plan of action.

10 BUSINESS DEVELOPMENT



LESSON 1

Qg

MY PERSONAL, FAMILY, AND BUSINESS NEEDS

Most businesses do not last long because owners tend to mix their
personal or family needs into their business. Let us take a look into Alea’s
story.

Alea is growing pig and sells the meat thereof. From her sales, she goes
to buy another piglet as a replacement so she can sell meat continuously. She
also buys the feeds, vitamins, and vaccine from her sales and keeps the profit
for her family’s needs.

One day, a relative approached her to borrow money to help in the
hospitalization of his wife. Alea knows that she can only be of help if she
will sell her pig. This would mean that she might lose her business if she will
let her relative borrow money. This would also mean that her own family’s
needs might also suffer.

1. If you were Alea, would you lend money to your relative? Why or
why not?

2. How can you help others without making your business suffer or
without compromising your family’s needs?

BUSINESS DEVELOPMENT 11



LESSON 1

Paying vourself first
ying yourselr Tir BUDGET

One of the most important principles Personal Neads

in business is paying yourself first. By

i Family Need
separating a record of your personal or amily Needs

family’s needs and that of your business, you Business

2 |

Paying yourself a salary can sustain your personal or family’s needs.

will not be tempted to use business money
for your personal needs.

With your personal savings, you can help others without compromising your
business and business growth.

Securing the “hen that lays golden eggs”

The business owner is usually the
bread winner in the family. Because of the
business, the owner is able to secure assets
that help in the education of the children
and that secure the family's future.

A business asset is anything that
produces or may produce an income. It may
be your inventory, equipment, or capital,

that you need to protect from downfall or
loss.

One of the main assets to be considered is the business owner himself/
herself. He/She needs to be protected from untoward events like illness,
accident, or untimely death.

Without the owner’s presence, a family member may continue the
business if the asset is protected. Life, health, and crop insurances are available
in the market to prepare business owner for any eventualities.

12 BUSINESS DEVELOPMENT



ooy | LESS
e | SHARPENING YOUR SKILLS

I. Directions: Have a conversation with someone who runs a business

like the one you are considering putting up. You may use the following
questions or other questions of your own. List down the information you
would gather in a separate sheet of paper.

What do your customers usually buy?
Why do you think do they buy them from you?
Who are your competitors?

N

How do you differ in terms of the services you offer?

BUSINESS DEVELOPMENT 13



LESSON 1

II. Directions: After you had gathered some information from the
conversation you had with people who run the the business you intend
to put up, answer the following questions. Do this activity in a separate
sheet of paper.

1. What can I do to be better than my competitors?

2. What are my skills, strengths, or experiences that would help me in
this business?

3. What are the resources needed in my business?

14 BUSINESS DEVELOPMENT



LESSON |
" ATREADING THE ROAD TO MASTERY

Read, analyze, and answer the question below. Write an essay consisting
of not more than ten (10) sentences. Your answer will be evaluated using the
rubric below. Do this activity on a separate sheet of paper.

?

How can environmental scanning (SWOT Analysis)
help in your business?

Exceeds . Needs
. Satisfactory
Expectations Improvement

(15 points) (5 points)

(10 points)

fficientl 1
Meaningtul response Sufficient Xdeve oped Limited response with
: P response with enough . .
with specific ideas , minimal explanation
explanation

A number of spelling,
punctuation or
grammatical errors

Virtually no spelling,
punctuation, or
grammatical errors

Few spelling and punctuation
errors, minor grammatical
errors

BUSINESS DEVELOPMENT



LESSON 2
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MANAGING BUSINESS EFFECTIVELY

SETTING THE PATH

At the end of this lesson, you will be able to:

@ identify opportunities and barriers to improve
productivity in business (LS4LC-PS-PSD-AE/JHS-3),

and

@ identify potential customers and maximize customer or
client satisfaction (LS4LC-PS-PSD-AE/JHS-4).

16 BUSINESS DEVELOPMENT



LESSON 2
TRYING THIS OUT

Directions: Think of a small business that you want to start and identify
possible opportunities and challenges that your business may encounter. Do
this activity on a separate sheet of paper.

2

NAME OF BUSINESS:
OPPORTUNITIES: CHALLENGES:

BUSINESS DEVELOPMENT 17



LESSON 2
UNDERSTANDING WHAT YOU DID

OPPORTUNITIES AND BARRIERS IN BUSINESS

3
g

Handling a business is not as easy as walking in the park. For your
business to continue running smoothly, you need to have good maintenance
and productivity. Many factors might affect your business. Here are a few
things that can help you and your business become more productive and
successful:

Maximize Efficiency.

To improve productivity in business, staff members should be efficient
in doing their tasks. One way of improving efficiency is by creating a to-do
list for each member. In this way, it will be easier for the members to track
their progress, especially if they have different tasks with different deadlines.
Each of them needs to know the things that they should finish doing within
a certain amount of time. If their assignments and deadlines are not clear for
them, they might feel confused and might not be able to deliver their tasks
well. Doing this will help them overcome the challenge of multi-tasking.

18 BUSINESS DEVELOPMENT



LESSON 2

Exercise Healthy Communication.

Another barrier that might affect
productivity is poor communication. There
should be a clear and open communication
line between you and your staff, and between
your staff and their colleagues. Make your

staff feel like they are in a good place, where
they are welcome to speak their minds and
offer suggestions that can help in achieving your business goals. Lack of
communication might cause problems, and problems might make your staff
feel stressed, and stress might discourage your team from being productive.
You should know if your staff members are happy with what they are doing,
and you should keep them happy so that they will be more inspired to give
their best. Help them, encourage them, and most importantly, reward them
for being good employees.

Use Appropriate Technology.

Technology can also be a big help
to improve productivity in business. Make
sure that you have the right tools to run
your business efficiently. There are a lot of
multi-tasking applications available that can
help you and your staff in doing your tasks.
Having high-quality equipment such as
laptop computers, printers, and even a good

air conditioning unit will definitely improve
productivity. You do not need to have the most advanced technology out
there, but you need products and services that are good and right for your
business.

BUSINESS DEVELOPMENT 19



LESSON 2

These are only a few things that you should consider while running your
business. You just have to keep in mind not only the welfare of the customers
but also that of the staff, especially since the latter are helping you run your
business. Remember, how you treat your staff will reflect on how they handle
their tasks. Be a good boss to them, and they will more likely be good to your

customers and clients.
Age Group? ’

(=

Understand Potential Customers.

To identify potential customers, you should know the group or the
kind of people who might want to avail of your products and services first.
You need to know their location, age group, occupation, income, and other
necessary details that will give you an idea of what the majority of your
customers may be like. Other factors, such as their interests, hobbies, and
lifestyle, will help you know the things that will entice your target customers
to your business. Once you have identified all these things, you can start
improving your business to match your customers’ demands. Knowing these
things and applying them to your business will help maximize customer or
client satisfaction.

20 BUSINESS DEVELOPMENT



LESSON 2

For example, for you to successfully sell an anti-aging product, you
must determine who would be interested to buy anti-aging products. You
may want to know their age groups, their product preferences, and the like.
There are a lot of ways to find out. One thing you can do is look for a similar
product and do your research about the people who like this product. By
doing this, you can immediately identify your potential customers.

o

+  Are they satisfied?

\

The next thing you can do is to find out if they are satisfied with the
product. If your research tells you that the other anti-aging product is very
popular with women in their late 20s, but then some of them do not like it
because of the packaging, you might want to do some research about the kind
of packaging that they like, and then sell your product with the packaging
they prefer. This way, more customers may like your product better than the
other one.

BUSINESS DEVELOPMENT 21



oo LESSON2
e | SHARPENING YOUR SKILLS

I. Directions: Read and analyze the given situations. Determine if it is an
opportunity or a barrier in business. Use the graphic organizer below. Do
this activity on a separate sheet of paper.

SITUATIONS

1. A lot of people gathered for an event near your place.

2. Suppliers did not meet the amount of product you need.

3. The market is open for an online selling.

4. There are a lot of competitors selling the same product that you are
selling.

5. You are required to do SWOT (strength, weakness, opportunity,
threat) analysis before putting up a business.

6. Market demand dries up.

7. Your computer is hacked and you are in an online business.

8. Your business partner created an official website to sell your products.

OPPORTUNITIES BARRIERS

22 BUSINESS DEVELOPMENT



LESSON 2

II. Directions: Propose a product or business that you will create for the

following groups of customers. Do this activity on a separate sheet of

paper.
CUSTOMERS PRODUCT/BUSINESS PROPOSAL
1. teenage girls
2. mothers in their 40s
3. retired professionals
4. low-income workers
5. full-time housewives
6. physically challenged people
7. members of the LGBTQ++
community
8. public school teachers
9. call center agents
10. employees working from home

BUSINESS DEVELOPMENT 23



LESSON 2
—"TREADING THE ROAD TO MASTERY

Read, analyze, and answer the question below. Write an essay consisting

of not more than ten (10) sentences. Your answer will be evaluated using the
rubric below. Do this activity on a separate sheet of paper.

?

Why is it important to know the opportunities and the
barriers when developing a business?

Exceeds . Needs
. Satisfactory
Expectations (10 points) Improvement
(15 points) P (5 points)

. Sufficiently developed - .
Meaningful response Y P Limited response with
. o response with enough . .
with specific ideas . minimal explanation

explanation

A number of spelling,
punctuation, or
grammatical errors

Virtually no spelling,
punctuation, or
grammatical errors

Few spelling and punctuation
errors, minor grammatical
errors

24 BUSINESS DEVELOPMENT



LESSON 3
SETTING THE PATH
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IMPACT OF TEGHNOLOGY ONBUSINESS

At the end of this lesson, you will be able to:

identify, select, and use appropriate technology
to improve productivity, efficiency, and quality
(LS4LC-PS-PSD-AE/JHS-11).

BUSINESS DEVELOPMENT 25



2

LESSON 3
TRYING THIS OUT

Directions: Analyze the given picture and answer the following questions.
Do this activity on a separate sheet of paper

Questions:

1.

2
3.
4

What do you notice first in the illustration?

. What kind of people and objects are shown?

What does the illustration mean?

. What can you learn from examining the picture?

26 BUSINESS DEVELOPMENT



LESSON 3
UNDERSTANDING WHAT YOU DID

TECHNOLOGY AND PRODUCTIVITY

In this time and age, there is a shortcut for almost everything. This
can be credited to technology. There are a lot of available technologies out
there that you can use for your convenience, and the variety may seem
overwhelming. While all these advancements are made to make your life
easier, looking for the most efficient and appropriate technology for your
needs may be quite tricky. Here are some ways to help you look for the perfect
technology for you and your business:

BUSINESS DEVELOPMENT 27



LESSON 3

28

Look for the technologies that have something you need.

Do you need something that will help delegate tasks, schedule meetings,
or proofread emails? There is a lot of software and applications that promise
to help you in these areas, and some of them may be of more help to you
than the others. Make a checklist of the things you need, and look for the
technologies that fit your requirements. Compare their features and prices
and pick the one that suits your needs the most.

Make the best out of free
applications.

Most products will require
a monthly or annual premium
so you can unlock all of their
features. However, you need not
spend much to avail them since

you may not be needing them for a
long time. There are managing and

communicating apps with a good
basic subscription package that you can avail for free. Unless you think that
you really need those premium features, stick to the free version instead. By
doing this, you can save money and improve productivity and efficiency in
your business.

BUSINESS DEVELOPMENT



LESSON 3

Do not use technologies that are creating more problems.

While your intention may be good, the outcome may not always be what
you expect it to be. If your members complain about a particular application
because they find it too confusing to use, do not insist that they should use
it. Listen to them, ask them what their problems are, and see how you can
help them. They might simply need a seminar or two, or maybe you need a
different application altogether. Remember that you want them to use this
technology to help them become more efficient in their jobs. If it gives them
a headache instead of convenience, the technology is not doing its purpose.

You are lucky to be in a time when everything has a more convenient
alternative. However, it must be used correctly and moderately. Not all
shortcuts can be beneficial, but beneficial products can have some additional
perks too. They might have some features that you did not know you needed.
By the end of the day, these technologies should do their job in improving
the quality of your output.

BUSINESS DEVELOPMENT 29



5] |LESSONS
e | SHARPENING YOUR SKILLS

I. Directions: Think of possible forms of technology that can be used to
promote and improve the given products or businesses below. Do this
activity on a separate sheet of paper

PRODUCT/BUSINESS TECHNOLOGY THAT CAN BE USED

dairy products

gadgets

poultry

condominium

fabric

appliances

N R R

street food

30 BUSINESS DEVELOPMENT



LESSON 3

II. Directions: Enumerate the pros and cons of using technology in business.
Do this activity on a separate sheet of paper.

=£= ADVANTAGES = DISADVANTAGES

BUSINESS DEVELOPMENT 31



LESSON 3
—"TREADING THE ROAD TO MASTERY

Read, analyze, and answer the question below. Write an essay consisting
of not more than ten (10) sentences. Your answer will be evaluated using the
rubric below. Do this activity on a separate sheet of paper.

?

How can technology boost productivity
in your business?

Exceeds . Needs
. Satisfactory
Expectations (10 points) Improvement
(15 points) P (5 points)

. Sufficiently developed - .
Meaningful response Y P Limited response with
. o response with enough . .
with specific ideas . minimal explanation

explanation

Virtually no spelling,
punctuation, or
grammatical errors

A number of spelling,
punctuation, or
grammatical errors

Few spelling and punctuation
errors, minor grammatical
errors
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MODULE 4
DON'T FORGET

® [n starting a business, consider the customers’ needs;
your own skills, interests and experiences; source of
products, availability of capital, and potential earnings.

® Perform SWOT analysis to find out what is working
well and what is not in your business.

® Your business can become more productive and
successful through the following: maximizing
efficiency, exercising healthy communication, and
using appropriate technology.

® Knowing your customers’ location, age group,
occupation, income, interests, hobbies, lifestyle, and
other necessary details and applying these to your
business will help you in maximizing client satisfaction.

® The quality of your products and services will reflect
on customer satisfaction and the overall performance
of your business.

® To maintain and enhance the quality in your business,
you need to consider doing the following: be consistent
with your processes, invest in your employees, and
recognize the areas that need improvement.

® A mixture of good leadership skills and good use of
technology will ultimately improve your business’
overall performance.
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5 |MODULE 4
EXPLORE MORE

For additional activities related to the topics of this module, these resources
may be helpful:

SWOT Analysis
(https://www.mindtools.com/pages/article/newTMC_05.htm)

Productivity, Efficiency, and Quality
(https://aim-progress.com/storage/resources/1&2%20Productivity%20
and%20Quality.pdf)

5 Steps to Improve Customer Satisfaction
(https://www.youtube.com/watch?v=XK3cNcuvuMs)

Resource Efficiency and Sustainable Development
(https://www.youtube.com/watch?v=kC3VTg-810s)

Does Technology Increase Productivity?
(https://www.youtube.com/watch?v=nGipbuBfqJ0
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MODULE 4
REAGH THE TOP

Directions: Read each item carefully and answer the question by writing the
letter of the correct answer on a separate sheet.

1. What do you call someone who sells foods or services for a profit?

A. investor

B. politician

C. self-employed
D. entrepreneur

2. Itisa place where a seller and a buyer meet.

A. plaza

B. market

C. along the street
D. municipal hall

3. Ifyou want to know your customer’s location, age group, occupation and
income, what are you doing?

A. identifying potential customers

B. conducting a research

C. complying a requirement for business permit
D. collecting more friends

4. There are two important things to consider when you produce or sell a
product, what are they?

A. good location and marketplace
B. brand and price

C. quality and quantity

D. customer and demand
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5. What question should you ask yourself if you want to start a business?

A. What are the people’s needs?
B. How much capital do I need?
C. Where will I put my business?
D. How much product will I sell?

6. How will you solve a situation where the supplier backs out five days
before the scheduled delivery date?

A. have more stocks

B. always have more than one supplier
C. close the store temporarily

D. explain the situation to the customers

7. What will you do if there is a new business that came out with the same
products that you are selling?

A. Lower your price.

B. Add more in your product package.

C. Offer a term or discount.

D. Increase your product or service value.

8. Why is it important to know your business’ strengths and weaknesses?

A. to have more suppliers

B. to have a loan from the bank

C. to continuously improve

D. to fulfill the mayor's requirement
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9. What do you need to have to manage your business even if you are not
in your store physically?

A. CCTV
B. record book
C. system
D. cashier

10. How would you know if your business is succeeding?

A. It has more inventories.

B. Itis in a good location.

C. You have more suppliers.

D. You have an increased profit.
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ANSWER KEY

PRE-ASSESSMENT 2
1. Personal Entrepreneurial Competencies
2. Business
3. Customer
4. Efficiency
5. Technology

LESSON 1: STARTING OUT A BUSINESS

TRYING THIS OUT 4
(Answers may vary.)
Possible Answers:

Type of Business: Sari-Sari Store

Qualities needed by a business owner to successfully manage the
identified business:

persistent, committed, hardworking etc.

Qualities or Personal Entrepreneurial Qualities (PECs) that I possess:
risk taker, confident, hardworking, can go the extra mile etc.

How my personal qualities could help me manage my identified
business:

Since I am an important factor in running my own business, my qualities
or characteristics matter whether my business will flourish, be successful,
and stand the test of time.
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UNDERSTANDING WHAT YOU DID

EXERCISE: SALES AND COSTING 8
Ezra buys banana for £50.00 per kilo. His cost of good sold is £10.00
per kilo.

a. How much should he sell the banana per kilo?
Answer: The total COGS is 60.00; add for example 20% profit that is
#12.00. He can sell it at £72.00 per kilo.

b. How much should he sell the banana per kilo in order to break
even?
Answer: He needs to sell it at £60.00 per kilo

c. How many he should sell to have more profit?
Answer: The more kilos he can sell, the more his profit will be.

SHARPENING YOUR SKILLS 13
ACTIVITY I

Answers depend on the result of the conversation the learners may have
had.
Possible answers:

1. Rice, soap, cooking oil, ice, charcoal etc.

2. My price is lower compared with that of my competitors'.

3. There are other sari-sari stores in the neighborhood.

4. My price is a bit lower compared with my competitors'.

I act promptly to serve the needs of the customers. etc.
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ACTIVITY Il 14

Answers may vary.
Possible answers:
1. Look for a supplier that will offer a lower price product.
Learn about customer service and apply them
2. My skills: a good communicator, with managerial skills, technical
skills etc.
My strengths: hardworking, resilient, good in handling money
etc.
My experiences: worked as a store manager
3. Capital, inventory (goods), manpower, assets

TREADING THE ROAD TO MASTERY 15
Question:
How can environmental scanning (SWO'T analysis) help in your business?

Possible Answer:

SWOT analysis could help develop awareness of the strength, weakness,
opportunity and threat necessary in making decisions concerning the
business. The analysis could help business owners find out what is working
well and what is not about the business. With the information discovered,
they could plan what strategy to use in improving the business and could
compete successfully with their competitors.
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LESSON 2: MANAGING BUSINESS EFFECTIVELY

TRYING THIS OUT 17
(Answers may vary.)
Possible Answers:

Name of Business: E-loading Business
Chances:

in-demand

daily income

low starting capital

Challenges

high competition

low profit

challenging to promote

SHARPENING YOUR SKILLS 99
ACTIVITY |

Opportunities:

A lot of people gathered for an event near your place.

The market is open for an online selling.

You are required to do SWOT (strength, weakness, opportunity, threat)
analysis before putting up a business.

Your business partner created an official website to sell your products.

Barriers:

Suppliers did not meet the amount of product you need.

There are a lot of competitors selling the same product that you sell.
Market demand dries up.

Your computer is hacked, and you are in an online business.
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ACTIVITY I 23

1. teenage girls — Sell them lip tint or fashionable items.

2. mothers in their 40s — Sell them bags or beauty products.

3. retired professionals — Be part of an online mentoring group.
4. low-income workers — Offer them a part-time work as online
resellers.

full-time housewives — Sell them treats and desserts.

o

6. physically challenged people — Offer a part-time work to them.
7. members of the LGBTQ++ community - Sell them rainbow
inspired items.
8. public school teachers — Offer them gadgets repair.
9. call center agents — Sell them energy drinks or health
supplements.
10. employees working from home - Sell them home prepaid wifi.

TREADING THE ROAD TO MASTERY 24
Question:

Why is it important to know the opportunities and barriers when
developing a business?

Possible Answer:

It is important to know the opportunities and barriers when devel-
oping a business. This knowledge enables the entrepreneur to make
informed decisions regarding the risks he/she may face in putting up
his/her business; hence, he/she will be more prepared to solve poten-
tial problems that may arise.
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LESSON 3: IMPACT OF TECHNOLOGY ON BUSINESS
TRYING THIS OUT 26

« What do you notice first in the illustration?
Answer: I noticed the objects with people on it.

« What kind of people and objects are shown?
Answer: It shows people that are connected and gadgets that
can be used for communication.

o What does the illustration mean?
Answer: I think it means that people in different places are being
virtually connected through the use of different gadgets.

« What can you learn from examining the picture?
Answer: Through the picture, I learn that technology
connects people easily.

SHARPENING YOUR SKILLS
ACTIVITY | 30

Possible Answers:

« dairy products - an application that offers catchy and attractive
labels

« gadgets — high-tech and up-to-date specifications

« poultry - an equipment that increases production and prolongs
the shelf life of products

o condominium - an application that makes brochures using
online photo-editing applications

« fabric — a web page application to create an online shop

« appliances - a web page application to create an online shop

« street food - a service delivery application
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ACTIVITY Il 31

Possible Answer:

Advantages:

It makes work easier.

Technology helps reach more people.

Some applications are free.

Updated gadgets are available.

More efficient kinds of equipment are available.
Lesser workforce is needed.

Disadvantages:

There could be additional expenses for training.

There could be a need to hire professionals to use the high-tech
equipment.

Maintenance cost could be higher.

There is a lower employment opportunity for people since machines
could do their work.

Electricity consumption is higher.

Wrong use of technology might double the expenses.

TREADING THE ROAD TO MASTERY 32
Question:
How can technology boost the productivity in your business?

Possible Answer:
Using the right technology will boost the productivity in my business. Find-
ing the right equipment increases production rate while online applications

may improve the sales. The use of technology might entail additional ex-

penses but if the appropriate technology is used, the business will improve.
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ANSWER KEY

REACH THE TOP 35
1. D
2. B
3. A
4. C
5. A
6. B
7. D
8. C
9. C
10. D
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GLOSSARY

Business I
Client I
satisfaction

COGS I
Cost I
Customer I
Efficiency I
Quality I

SWOT Analysis I

46 BUSINESS DEVELOPMENT

the activity of making one’s living or making money

by producing or buying and selling products

a measurement that determines how happy
customers are with certain goods or services

stands for cost of goods sold or the cost of sales.
Cost of goods sold (COGS) refers to the direct
cost of producing the goods being sold.

an amount that has to be paid to buy something

a person who buys goods or services from a store
or business

the ability to accomplish something with the least
waste of time and effort

the state of how good something is

SWOT stands for strength, weakness, opportunity
and threat. SWOT Analysis is a technique in
assessing these four factors.



GLOSSARY

machinery, equipment, and systems developed
Technology

from the application of scientific knowledge

. a statement which answers the question "how

Value Proposition .
would you make a difference so that customers
would notice you?". It is an offer to the customer
that a service or product is of more value to them

than similar offerings from other competitors.
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