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There has never been a greater need for entrepreneurs to transform our country’s economy. With the right skills and 
knowledge, you’ll be equipped to be able to take your business further and on to succeed. 

This module gives you a big picture view of where your business sits in the South African economic and social 
landscape, and why your success is important. You’ll also pick up a few practical tips and some inspiration to get the 
fundamentals right before you go on with this course – and with your business.

 What you’ll get out of this: 
After completing this training module you’ll be able to:

•• Know which qualities you can develop within yourself or entrepreneurial success.

•• Understand all the factors at play in the entrepreneurship ecosystem you find yourself operating in.

•• Appreciate the importance of entrepreneurship in South Africa.

•• Understand the basic principles of trade.

•• Understand the difference between a company vision and a mission statement.

•• Develop your own company vision and mission statements.

 What is an entrepreneur?
Successful entrepreneurs share very similar attributes. The good news is that you can learn all these qualities. If you’re serious 
about making it, it’s up to you to carefully look at your strengths and weaknesses and then throw your energy into developing 
yourself in the areas where you could improve. All successful entrepreneurs are:

•• Innovators

•• Job creators

•• Game-changers

•• Business leaders

•• Disruptors

•• Adventurers

Do you have these qualities? Which ones do you need to work on? 

Welcome to your Fundamentals 
of Entrepreneurship training! 
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Notes Every entrepreneur needs…

1. A clear vision and mission statement 
Successful entrepreneurs have a clear sense of direction. A well-defined 
vision and mission statement will help you to clarify where you want to be, 
and how you’ll get there. We’ll cover that later in this training module.
Best-selling author of 70 books on entrepreneurship and Chairman and CEO 
of Brian Tracy International, Brian Tracy says:
“Because of the turbulence and rapid change in today’s marketplace, most 
business owners have been reduced to operating day-by-day, almost like 
firefighters. They are totally preoccupied with short-term problems and the 
need to get short-term sales and profits. They intend to spend more time 
thinking and planning for the future, but they don’t ever seem to get around 
to it.
This is not for successful business owners. You need to set clear targets 
for yourself and for every part of your business. In fact, perhaps your most 
important responsibility to your people is to give them a clear sense of 
direction in their work.” 

2. To be innovative and creative
Yes, you need to be creative when you come up with the idea for product or 
service you’re selling, but that’s not where your creativity ends. 

Martin Zwilling, Founder and CEO of Start-up Professionals notes that:
Brainstorming, ideation, thinking outside the box, disruption, creative thinking 
– whatever you want to call the process of developing successful new 
business approaches – is something that must explore every day in your 
business. You have to let go of things that are holding you back, and take 
chances in business, especially after that first great idea.

You cannot will a new idea. But you can train your imagination, like a muscle 
with regular exercise, to conceptually blend dissimilar concepts from 
different contexts, leading to original ideas and insights. How long has it 
been since you have conceived and implemented a really creative idea in 
your business?” 

3. To be committed to improving themselves and their business-continually
Part of this means you never stop learning about yourself, your markets and 
the world around you. It means being curious to find out more and being 
dedicated to making the changes you need to make. Pieter Scholtz is the co-
master franchisor for ActionCOACH in Southern Africa. He is also a leading 
business and executive coach. Pieter says:
“Entrepreneurs are often autodidactic learners, which means that much 
of what they know they learned outside of a formal classroom setting. 
Autodidactic learners seek out information, ask questions and do personal 
reading and research to gain knowledge. They also are quick to learn from 
their own mistakes, which mean they are less prone to repeating them.”

4. To be self-motivated and self-disciplined
All successful entrepreneurs must have self-discipline. “Self-discipline is the 
single most important quality for success in life and business,” says Brian 
Tracy. 
“If you can discipline yourself to do what you should do, whether you feel like 
it or not, your success is virtually guaranteed. Self-discipline requires self-
mastery, self-control, self-responsibility and self-direction.
The difference between successful entrepreneurs and failures is that 
successful entrepreneurs make a habit of doing the things that failures 
don’t like to do. But, successful entrepreneurs do them anyways because 
they realise that this is the price they must pay for the success they desire.” 
(entrepreneur.com)
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Policy
Governments establish many regulations and policies to guide 
businesses. Some rules (like minimum wage and B-BBEE 
reporting) are mandatory, and your business must comply 
with them. Other policies could affect your business indirectly. 
Businesses need to be adaptable enough to respond to 
changing rules and policies. This is true not only at the national 
level but more locally as well, as municipalities have their own 
sets of rules. There are also international policies that affect 
multinational businesses.

Finance
You need access to capital to start up or grow your business. 
How much will it cost you to buy your stock, equipment, pay 
for things like rent and admin support? Where will you find this 
capital? Will you be borrowing from friends or family? Will it 
be in the form of a government grant (public) or a bank loan 
(private)?

Culture
Our success as entrepreneurs is also affected by whether we 
find ourselves in an entrepreneurial culture. What values do our 
social and business groups see as important? What attitude do 
we have towards innovation and creating? Do we encourage 
small businesses to meet certain demands? Do we encourage 
each other to take risks?
“Many South Africans have the wrong attitude towards 
entrepreneurship. This is perhaps not entirely our fault, as it is 
something systematic in our education philosophy that we must 
unlearn. We have a schooling system that encourages us to go 
to school in order to find a job (to be employees) and not to be 
job creators (to be employers).
… it becomes absolutely important for those who venture into 
entrepreneurship to change this perception by working harder 
than the average employee to become successful in business. 
It is important to develop the right attitude about being in 
business as an entrepreneur because this will push you to be 
at the top of your game.” (Joshua Maluleke, Entrepreneurship 
101).

 The Entrepreneurship Ecosystem
No one does business in a bubble. Outside factors will always affect your business. The entrepreneurship ecosystem is the social 
and economic environment that affects entrepreneurship.
There are so many factors that influence how easy it is for you to do business and succeed as an entrepreneur. 
“My definition of economic freedom is simply the relative easiness with which one is able to satisfy his/her economic needs (food, 
shelter and clothing). Our economic freedom is stifled by the triple economic challenges of high unemployment, poverty and 
inequality that our country grapples with …” (Joshua Maluleke, Entrepreneurship 101)
As daunting as these factors sound, it’s useful to be aware of the challenges in each of these areas so that you can understand 
how they’re affecting your ‘easiness of doing business’. As you’ll see from the diagram below, you can control some of the factors 
in the entrepreneurial ecosystem. Others are outside of your control these areas will help you to be able to plan and be prepared 
– and you can use your knowledge to your advantage.  In the bigger picture, the better we equip small businesses to handle these 
challenges, the more likely we are to overcome the major economic problems in our country.

Finance
Human 
Capital

Culture

Markets

Support

Policy

Entrepreneurship
Ecosystem
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• Regulations

• Policies
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Here’s a broad overview of each of these factors:
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Support
You may have the motivation and aspiration to be an entrepreneur, but until 
you have the skills and knowledge you need to run a business, your success 
could be limited. Finding a mentor is hugely helpful. Joshua Maluleke 
suggests some of the other ways you could gain the skills you need:

•• From your workplace before starting a business.

•• From attending business training and courses.

•• From passionately studying the market in which your business is 
engaged.

•• From reading books on entrepreneurship and business management.

•• Learning from others in the same field and/or industry. 

(Joshua Maluleke, Entrepreneurship 101)

Find out how your industry SETA or other government organisations focusing 
on small business development can support you too. 

Human capital
Human capital is the skills, knowledge, and experience a person or people 
have, in terms of their value or cost to your business. Do you need to develop 
your own, or your employees’ skills and knowledge? 

Markets
Market conditions have a huge effect on your business. How competitive 
is your market? Are there big global companies or other entrepreneurs 
offering the same services or products that you are? What barriers to entry 
do you know of? Have you done a market analysis? (We’ll cover this in your 
marketing module later in this course).
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 Tips from three great entrepreneurs 
The best advice always comes from those with skin in the game, who have become huge successes in their own ways. 

Sir Richard Branson’s 10 Rules of Success

Sir Richard Branson is an English business magnate, who founded the 
Virgin Group, which controls more than 400 companies including Virgin 
Airlines. His net worth is US$4.9 billion. 

He recommends:
 
1.	 Keep it simple
2.	 Give it a try
3.	 Be a leader
4.	 Don’t give up
5.	 Delegate

6.	 Treat people well
7.	 Shake things up
8.	 People will be skeptical
9.	 Affect lives positively
10.	Do things differently

Warren Buffet’s 10 Rules of Success

Warren Edward Buffett is an American business magnate. He is 
considered one of the most successful investors in the world and has 
a net worth of US$82.9 billion, making him the third wealthiest person in 
the world. 

Here’s his advice:
 
1.	 Find your passion
2.	 Hire well
3.	 Don’t care what others think
4.	 Read, read, read
5.	 Have a margin of safety

6.	 Have a competitive advantage
7.	 Schedule for your personality
8.	 Always be competing
9.	 Model success
10.	Give unconditional love

Steve Jobs’ 10 Rules of Success

Steven Paul Jobs was an American entrepreneur and business magnate. 
He was the chairman, CEO, and a co-founder of Apple Inc, among other 
influential roles. 

He said:
 
1.	 Don’t live a limited life
2.	 Have passion
3.	 Design for yourself
4.	 Don’t sell crap
5.	 Build a great team

6.	 Don’t do it for the money
7.	 Be proud of your products
8.	 Build around customers
9.	 Marketing is about values
10.	Stay hungry, stay foolish.
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Small to Medium Sized Enterprises (SMMEs) 
in South Africa

Entrepreneurship is very important for South Africa. According to the 
International Labour Organisation (ILO)’s 2015 World Unemployment Social 
Outlook report, South Africa has one of the highest rates of unemployment 
in sub-Saharan Africa and the world. 

“Entrepreneurship presents an opportunity for South Africa to help in the 
creation of more jobs that may lift the country out of its economic doldrums,” 
says Joshua Maluleke. “The National Development Plan (NDP) – our long-
term national roadmap until 2030 – was primarily developed to address 
these perennial challenges of democratic South Africa. The private sector, 
government and civil society stakeholders all agree that entrepreneurship 
can be one of the much-needed catalysts to solve some of the social 
problems that we contend with in our country.” 
SMMEs are where most entrepreneurial activity happens in the South 
African economy. SMMEs:

•• Generate 35% of GDP (gross domestic product).

•• Account for 43% of total value of South African salaries.

•• Employ 55% of people in the private sector.

R  The impact of entrepreneurship on our economy
Every year, Global Entrepreneurship Monitor (GEM) assesses entrepreneurial 
activity in countries all over the world. It compares the levels of innovation 
between countries.

GEM determines a country’s level of innovation by:

•• The percentage of businesses responsible for innovative products 
or services in their specific markets or countries.

•• How many similar products and services are available in the 
market -GEM finds no relationship between a country’s level of 
entrepreneurial activity and the percentage of entrepreneurs 
delivering innovative products and services.

When it comes to South Africa, GEM’s 2016 report found that:

•• South Africa’s innovation level is 22%, making it 43rd of 62 
participating countries (GEM, 2016:119),

•• South Africa is failing to create new entrepreneurs,

•• South Africa’s Total Early Stage Entrepreneurial Activity (TEA) 
- the percent of the working-age population about to start an 
entrepreneurial activity or start their own business in the past three 
and a half years) was 6.9% (GEM, 2017: 93),

•• The TEA of other efficiency-driven economies was 14,3%,

•• 60% of South African Youth believe that they have no entrepreneurial 
ability,

•• A culture of entitlement (expecting hand-outs), lack of business 
experience and education and not enough entrepreneurial exposure 
makes this all worse. 
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know.

Principle 1:  Value
Everything revolves around trade … but trade only works if 
value is added every step of the way! No one wants a good 
or service that isn’t bringing them value (importance, worth or 
usefulness). 

Principle 2:  Genocide versus exploitation versus trade
Supply and demand are satisfied on three different levels:

 

TRADE

Seller sells something 
that buyer needs.

GENOCIDE
Primal ‘taking and destroying’.

EXPLOITATION
The seller gains unjustifi ed infl ated 

value at the buyer’s expense.

If you can’t trade, you will be exploited, and if you can’t be 
exploited…?!

 
Principle 3:  Supply and demand
Which one is more important?

 

You can find out the value (in this graphic, price) of something 
by looking at the point where supply and demand meet. You 

could also call this the ‘equilibrium’.

Principle 4:  Lessening ‘marginal utility’
You develop a sudden craving for a chocolate, and you go to 
your closest shop.  If you promise that you’ll eat the chocolate 
bar right there in the shop, the shopkeeper …

 

… is willing to sell you:
one chocolate for	 R 5.00

two for	 R 7.50

three for	 R 9.00

four for	 R 10.00

five for	 R 11.00

six for	 R 11.50

 Vision & Mission
Your vision and mission statements can be very powerful tools. 
Writing a vision and mission statement means clearly putting 
your company’s purpose, direction and driving forces into 
words. 

•• As a leader with strong, meaningful vision and mission 
statements, you:
–– Communicate your intentions,
–– Motivate and inspire your employees. 

•• Your employees will:
–– Fully understand your company’s objectives – so that 
they can make consistent everyday decisions.

–– Gain a sense of pride working as part of a company 
that stands for something.

–– Be united by a common sense of purpose.

 Skills and knowledge can change this. 

Basic principles of trade

All business works on the same idea of trading goods or services in exchange for something else. Here’s what you need to 
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 Vision
Your vision sets the over-arching direction for your business. It’s the point you 
want to take your business to in the future. Its inspiring.
As the owner, you’re responsible for the vision. You can’t delegate this!
You should use it as a long-term tool. Revise it after five to ten years.
You can broadly measure every vision statement against seven characteristics 
in terms of degrees – small, some, or large.

CHARACTERISTICS DOES THE VISION STATEMENT …
Vivid Produce powerful feelings or strong, clear 

images in the mind?

Guiding Direct or influence a person’s behaviour?

Accurate Sound true and precise?

Mouldable Imply that a certain future scenario is reasonable 
to expect?

Attainable Seem like it can be realistically achieved?

Attractive Sound appealing?

Uncomplicated Get the message across simply and directly 
- without any circumstantial or intentional 
ambiguity?

Example One
“To share great coffee with our friends and help make the world a little better.”

CHARACTERISTICS
Vivid	 To a large degree.
Guiding	 To a small degree.
Accurate	 To some degree.
Mouldable	 To some degree.
Attainable	 To a large degree.
Attractive	 To a large degree.
Uncomplicated	 To a large degree.
Overall:	 Fulfilled most characteristics
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Example Two
“To improve the quality of human life.”

CHARACTERISTICS
Vivid	 To a small degree.

Guiding	 To a small degree.

Accurate	 To some degree.

Mouldable	 To some degree.

Attainable	 To a small degree.

Attractive	 To a large degree.

Uncomplicated	 To a large degree.

Overall:	 Fulfilled few characteristics

Example Three
“An action-oriented, international company, a leader in its 
commitment to continuously improve our mutually beneficial 
relationships with stakeholders (customers, suppliers, 
employees, shareholders, government, and society).”

CHARACTERISTICS
Vivid	 To some degree.

Guiding	 To a large degree

Accurate	 To some degree.

Mouldable	 To some degree.

Attainable	 To a large degree.

Attractive	 To some degree.

Uncomplicated	 To a lesser degree.

Overall:	 Fulfilled  some characteristics

 Mission
•• Your mission statement is a statement of what you are currently doing to help you to achieve your vision. Your vision is the 
‘what?’ and the mission is the ‘how’: It’s what you’re doing right now, in the present, to get to the future vision. 

•• Mission statements can change more often than vision statements. Use it for the short to medium-term.

Your mission statement should ideally cover three core components.

THREE CORE COMPONENTS
Product/service Does it describe your product?

Market Does it describe your market?

Technology Does it include how you’re using technology?

Example One
“To inspire and nurture the human spirit – one person, one cup 
and one neighbourhood at a time.”

THREE CORE COMPONENTS
Product/service	 Implied.

Market 	 To some degree.

Technology	 No.

Overall:	 Fairly ineffective.

Example Two
“We provide expert care and innovative solutions in pharmacy 
and health care that are effective and easy for our customers.”

THREE CORE COMPONENTS
Product/service	 Yes.

Market 	 To some degree.

Technology	 To some degree.

Overall:	 Fairly ineffective.
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Example Three
“We fulfil dreams through the experiences of motorcycling, by providing to 
motorcyclists and to the general public an expanding line of motorcycles and 
branded products and services in selected market segments.” 

THREE CORE COMPONENTS
Product/Service Yes.

Market 	 Yes.

Technology	 No.

Overall:	 Fairly ineffective.
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Zappos.com: Vision Statement
“Delivering happiness to customers, employees, and vendors.”

CHARACTERISTICS
Vivid	

Guiding	

Accurate	

Mouldable	

Attainable	

Attractive	

Uncomplicated	

Overall:	

Zappos.com: Mission Statement
“To provide the best customer service possible. Deliver WOW 
through service.”

THREE CORE COMPONENTS
Product/service	

Market 	

Technology	

Overall:	

Amazon.com: Vision Statement
“Our vision is to be earth’s most customer-centric company; 
to build a place where people can come to find and discover 
anything they might want to buy online.”

CHARACTERISTICS
Vivid	

Guiding	

Accurate	

Mouldable	

Attainable	

Attractive	

Uncomplicated	

Overall:	

Amazon.com: Mission Statement
“We strive to offer our customers the lowest possible prices, the 
best available selection, and the utmost convenience.”

THREE CORE COMPONENTS
Product/service	

Market 	

Technology	

Overall:	

  Activities: Analysis of company vision and mission statements



12

Notes

Module 1 : Entrepreneurial Fundamentals

TED: Vision Statement
“We believe passionately in the power of ideas to change attitudes, lives and, 
ultimately, the world.”
 

CHARACTERISTICS
Vivid	

Guiding	

Accurate	

Mouldable	

Attainable	

Attractive	

Uncomplicated	

Overall:	

TED: Mission Statement
“Spread ideas.”

 
THREE CORE COMPONENTS

Product/service	

Market 	

Technology	

Overall:	
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For more information on the Entrepreneurial Fundamentals Training contact
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