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Part one: Essay 
The rituals that surround South Asian tea-drinking culture seem exotic and new so that these days the culture is gaining massive attention worldwide. Putting this in a nutshell, in a metro city like this, we have a huge gap of establishments that produce real taste, smell and environment of chai culture. This business model lays down the genesis of an enterprise and brand, "Chai House," that fills the vacuum left by the diminished presence of South Asian teas by providing a superior tea experience in a vibrant and culturally rich setting. While providing the local South Asian diaspora community with a centre point, Chai House will also accept to host tea drinkers looking for adventures from the present tea styles. On the one hand, Chai House is all about a great diversity of produce local teas but the premise of our business is to foster an atmosphere conducive to a top-notch customer communication of truly interacting in things that matter.
This business plan surpasses the Business Model, providing information for the proper launching and running of a start-up in the hotel industry. It is comprised of fundamental elements namely: vision, mission, value propositions, audience, and the anticipated cost of revenue streams.
Vision: As our endeavour to be the most authentic South Asian tea house representing ethnic diversity in the community demands, we envision ourselves to become a cultural hub for our community.
Mission: The aim is to arrive at food that is produced and imported under high standards, and at the same time offers our customers an unforgettable holistic experience and feel the flavours, aromas and culture of tea.
The hospitality and food industry are famous thanks to the outstanding customer experience. Audiences may have different tastes and preferences, therefore, it is important that the concept fills the gap of the market with an underserved audience, and supports them with a unique and engaging experience. The model below demonstrates how Chai House will create and actively pursue revenue opportunities, operational efficiencies, and effective customer acquisition by identifying and addressing its key potential customers, active community participation, and exceptional service standards.

[bookmark: _Hlk160011620]Chai House will be uncompromising when it comes to the loss of integrity of our imported tea blends and regional recipes from supplier chain dilution. By working directly and forging personal relationships with highly specialized local spice merchants, herbalists and suppliers of dairy/natural sweeteners, the restaurant will integrate ingredients tailored to the exacting tastes and aroma profiles reflective of our tea varieties' places of origin (Agarwal and Braguinsky, 2020). This will create the most faithful embodiment of how our Darjeelings, Assams and other varieties are enjoyed around the family hearth in remote tea gardens across India's hallowed hills and valleys. The individualised care put into cultivating and curing these spices, flowers and natural sweeteners will synergistically unite to form elevated brews transporting our patrons to another world within the steam of our handled copper kettles.
[bookmark: _Hlk160011602]More care, attention and adherence to precise technique will be demanded from Chai House tea attendants than found in the ceremony gardens of Japan. Through extensive apprenticeship under renowned local chai wallas, our attendants will learn the intricacies of regional techniques that call not just for combining ratios using scales for ingredient measurement, but for feeling the brew, channelling generations of refined intuition in preparing each variety's unique infusion methods (Wikström, 2021). The pass-down knowledge accounting for factors like altitude brewing adjusted boil times or the types of milk fat best accentuating distinct terroir will amount to a level of expertise almost spiritual in its command of chai alchemy. From the moment the restaurant opens, the unparalleled flavour and consistency from the first to last sip will reinforce Chai House's pre-eminence as the destination for a transcendental tea experience unrivalled regardless of continent.
[bookmark: _Hlk160011583]We will go against conventional, high rental commercial spaces should no unique, free-standing South Asian heritage building with the trademarked architectural touch will be attainable such that we can innately designate to a specific and pompous Chai House needs (Wicaksono, Syarief and Suparno, 2017). Interior spaces will be decorated as to make you feel like you wandered into an exotic Eastern atmosphere where silk fabrics, low sitting seats, and the diversity of brass and wooden elements are interweaved with fine textiles and artifacts reproducing a centuries-old Asian artistry, which is hardly ever seen nowadays. And with as much beauty on the outside, the exterior area will include colourful blooming planters with charming jasmine, frangipani, and climbing bougainvillaea trained to cover the trellises around the entrance steps, enriched by erosion of footsteps already worn from this century (Bjørnskov and Foss, 2019). The moment you step in the Chai House, prepare your senses for a visual treat. The distinct smells, the textures and the Sound that class of the spot.
[bookmark: _Hlk160011515]Our cafe, Chai House, lies in the middle of the universe that can be divided into three client profiles namely core groups. The second portrays expatriate South Asians staying longer in the community and craving for the tastes of the yesteryears of their home country (Erlyana and Hartono, 2017). This is where we come with our wide assortment of authentic tea and regionally inspired but precisely cooked snacks to cater to their nostalgic needs. The Book is the second section of the guide and is aimed at thrill-seeking tea lovers searching for a new dimension of experience similar to the chai house vibe with novel flavours and cultural contexts to explore via our offers. The last but not the least drop is that our regular events, atmosphere, and community spaces as well as book readings will be attractive for people who love to have cultural life in our music nights and other cultural programming turning us into the liveliest venue.
[bookmark: _Hlk160011493]Chai House will employ numerous channels to connect with and engage our target customer segments. Our intimately-sized physical shop and word-of-mouth referrals will drive local neighbourhood demand (WARD, 2021). Strategic partnerships with the region's key South Asian cultural organizations and temples will raise awareness. Advertisements in international food magazines and prominent travel sites catering to food tourism will enable discovery. However, our online presence through our website and third-party delivery apps will allow ordering customers to enjoy our artisanal teas from home while still spreading our brand's spirit (Vial, 2016). Social media will facilitate specialized event promotions and customer community engagement.
[bookmark: _Hlk160011276]Cantering customer relationships based on personalised, high-touch service is core to the Chai House experience. Attendants will be thoroughly trained to get to know patrons by name, anticipating favourite orders while making recommendations tailored specifically to documented individual preferences (Khizhnyak, 2018). The restaurant will also foster repeat visits through a tiered loyalty program with special members-only tasting flights and seasonal tea variety pre-releases. Foundational to our customer strategy is organically cultivating lasting community connections, epitomized through remembering key customer dates, hosting Diwali celebrations, or fundraising donated tea sales for select causes our diverse patrons care about (Mitchell, 2018).
[bookmark: _Hlk160011205]They have worked out the critical avenues of earning money on a regular basis for the sake of adequate profit. Main stream of business of the Tea Corner and Spices n Spot are sales of all tea types served at our tea house, including shop Masala Chai, regional Indian tea infusions, limited single estate choices, and food items like spicy samosas and pistachio-saffron sweets (Sudrajat and Meiryani, 2018). The extra revenue will flow from paying for the organized events and their hosting fees – from small music performances to large South Asian celebrations of our holidays. In the long run, franchising or selling license agreements to other brands to leverage our experience in customer satisfaction worldwide becomes the optimal next step for growth. Most importantly, once our business has become an authority in representing the South Asian tea culture, our very own website could serve as a vehicle to carry out affiliate marketing along with supply of branded wholesale packaged tea ranges to mass retailers who will in turn spread our teas to another higher paying market.
[bookmark: _Hlk160011226]In an attempt to replicate the essence of Chai House Supreme in every detail possible, we are ready to experience some budget falling for costs that are up to our stringent brand standards (Sparviero, 2019). The amongst them are the speciality importers’ ingredient costs, high-grade teas and the bit of true spices from their particular regions. Getting experts in tea sommeliers and baristas at locomotive wages will improve staff and amplify the accuracy of methods. Through a personalized environment with upscale furniture designs and a collection of South Asian art, we can make them completely grasp the ambience (Mulyana, Daryanto and Purwito, 2018). The non-recurring costs include but are not limited to rent in a highly competitive area, utilities, insurance dues, permits as well as marketing expenditure in social media advertisements and on platforms of tourism organizations to increase customers from around the globe. Once it is set up, the venture's perpetually 25% gross margin pricing as an equivalent of the quality charge will sustainably cover these costs without contributors from the SME's operational budget to enrich it with some profits which will fund the venture's future expansion (Szerb, 2020).
Chai House will fill a void in the local hospitality market by authentically celebrating South Asian tea culture through premium imported tea varieties, traditional food pairings, and a transported space echoing the aromas, textures, and energy of the region (Potter, 2022). Strategic partnerships securing quality ingredients, customer-centric service delivery, and effective brand-building initiatives will drive sustainable profitability and expansion. This unique start-up marries time-honoured tradition with broad consumer appeal, activating nostalgia for expatriate communities while providing exotic immersion for adventurous palates. As both a soothing neighbourhood oasis and vibrant cultural hub hosting artists and events, Chai House will swiftly become the heartbeat binding South Asian traditions to local community life one perfectly steeped cup at a time.
Part-2
Gibbs Reflective Cycle
Coming to trait theory, I had an overall solid mixture of entrepreneur competency with a 75% score. My self-reliance level can be assessed as 67%, which means I am close to being self-sufficient (Rajkovic-Borisavljevic and Velickovic, 2019). Given that my creative score stands at 92 per cent and my risk-taking score is also high, at 92 per cent, this means I have creativity and the willingness to take risks.
I might be able to experience a variety of emotions if I am not able to distinguish between them properly (Regina and Alfanur, 2016). The overall score of 75% gives an indication of already having a basic skill set as well as a mind-set which can be useful for entrepreneurial ventures and a source of satisfaction and confidence. Although my creativity may be off the charts and my risk-taking scores are on point, I get super hyped about the possibilities, which are important for innovation and business success. Nevertheless, my comparatively downgraded autonomy score might underlie a gap dedicated to independence apprehension, and this should be taken as a prompt to address it.
The positive side of the entrepreneurial assessment is given by the high scores of creativity and risk. Having both adaptability and resilience can help in spotting emerging business opportunities and being bold yet strategic in decision-making (Sparviero, 2019). The grade that I have accomplished, 75%, hence, is also an indication of my entrepreneurial potential.
In contrast, the umpteen autonomy score of 67% shows that there are a few segments that I can improve upon and take matters into my own hands when it comes to being an entrepreneur. It is imperative to acknowledge entrepreneurship is personal, and autonomy is what gives you rightful confidence to solve any challenges and explore available opportunities. Kirzner points to the quality of entrepreneurs as if they exhibit a high level of alertness and utilise available opportunities to their advantage (Shahand, van Duffelen and Olabarriaga, 2015).
These scores might reveal that I am fine with taking chances and this is a good trait an entrepreneur should possess. Creativity is in charge of my mental power of innovation, while the courage to make decisions helps me explore new platforms and opportunities to grow in business. Such attitudes indicate that I possess a rich fund of qualities which are important for future success.
Accordingly, if the autonomy score was below it would mean that there is space for the improvement of the autonomous decision-making and control of the routes of the entrepreneur career. This may be corrected by learning about oneself, developing healthy self-confidence, and possibly through the help of a mentor or coach to become more autonomous and independent in my decision-making (Vuillemey, 2019).
To further develop my entrepreneurial skills, I will consider the following steps: To further develop my entrepreneurial skills, I will consider the following steps:
Trying to put my confidence and self-reliance to the test through experiences where I will have a chance to make independent decisions, lead others and believe in what I can do (Butaney, 2020). Now I can take it further by exploiting my imagination and boldness as I look to form new ventures and take calculated chances to provide economic benefits. Besides that, I would weigh the possibility of mentorship or training in areas where I could get better, such as the sense of being independent and the skills of a step-by-step entrepreneur.
Going forward, I concentrate on empowering my self-reliance by accepting to take any initiative that will involve me making my own decisions (Alexis, 2021). This is how I will be building my entrepreneurial resume. Furthermore, I plan to stay creative and risk-taking because being artistic and ready to take risks is the most fundamental feature of a successful entrepreneur.
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Appendix
Swot Analysis of the Business (Seth, 2020)
	Strengths:

· South-Asian food serving which are rare in this region. 
· Designed with unique concepts which can ensure the customer's quality time spent. 
· Strong dedication to customer needs and reviews. 
· Implication of digital technology and connecting the customers through digital platforms.  
	Weaknesses:

· New brand launching which has less popularity. 
· High pricing strategy to ensure product quality. 
· Different culture diversification than the local market. 


	Opportunities:
	Threats:

	· Gathering the market and growing to make expansion. 
· Suppliers are from the local market which can help in reducing the cost. 
· Expanding to the fast-food or restaurant business.  
	· Competition of the large café houses. 
· Economic recession and customers suffering with the disposal income. 
· Government rules and regulations change to the Food Act and Labor Act. 





[image: ][image: ]
Key Partnerships:
Chai House will be uncompromising when it comes to the loss of integrity of our imported tea blends and regional recipes from supplier chain dilution. By working directly and forging personal relationships with highly specialized local spice merchants, herbalists and suppliers of dairy/natural sweeteners, the restaurant will integrate ingredients tailored to the exacting tastes and aroma profiles reflective of our tea varieties' places of origin (Agarwal and Braguinsky, 2020). This will create the most faithful embodiment of how our Darjeelings, Assams and other varieties are enjoyed around the family hearth in remote tea gardens across India's hallowed hills and valleys. The individualised care put into cultivating and curing these spices, flowers and natural sweeteners will synergistically unite to form elevated brews transporting our patrons to another world within the steam of our handled copper kettles.

Key Activities:
More care, attention and adherence to precise technique will be demanded from Chai House tea attendants than found in the ceremony gardens of Japan. Through extensive apprenticeship under renowned local chai wallas, our attendants will learn the intricacies of regional techniques that call not just for combining ratios using scales for ingredient measurement, but for feeling the brew, channelling generations of refined intuition in preparing each variety's unique infusion methods (Wikström, 2021). The pass-down knowledge accounting for factors like altitude brewing adjusted boil times or the types of milk fat best accentuating distinct terroir will amount to a level of expertise almost spiritual in its command of chai alchemy. From the moment the restaurant opens, the unparalleled flavour and consistency from the first to last sip will reinforce Chai House's preeminence as the destination for a transcendental tea experience unrivalled regardless of continent.
Key Resources:

10

We will go against conventional, high rental commercial spaces should no unique, free-standing South Asian heritage building with the trademarked architectural touch will be attainable such that we can innately designate to a specific and pompous Chai House needs (Wicaksono, Syarief and Suparno, 2017). Interior spaces will be decorated to make you feel like you wandered into an exotic Eastern atmosphere where silk fabrics, low-sitting seats, and the diversity of brass and wooden elements are interweaved with fine textiles and artefacts reproducing centuries-old Asian artistry, which is hardly ever seen nowadays. And with as much beauty on the outside, the exterior area will include colourful blooming planters with charming jasmine, frangipani, and climbing bougainvillaea trained to cover the trellises around the entrance steps, enriched by erosion of footsteps already worn from this century (Bjørnskov and Foss, 2019). The moment you step into the Chai House, prepare your senses for a visual treat. The distinct smells, the textures and the Sound that class of the spot.
Customer Segments:
Our cafe, Chai House, lies in the middle of the universe and can be divided into three client profiles namely core groups. The second portrays expatriate South Asians staying longer in the community and craving the tastes of the yesteryears of their home country (Erlyana and Hartono, 2017). This is where we come with our wide assortment of authentic tea and regionally inspired but precisely cooked snacks to cater to their nostalgic needs. The Book is the second section of the guide and is aimed at thrill-seeking tea lovers searching for a new dimension of experience similar to the chai house vibe with novel flavours and cultural contexts to explore via our offers. Last but not least drop is that our regular events, atmosphere, and community spaces as well as book readings will be attractive for people who love to have cultural life in our music nights and other cultural programming turning us into the liveliest venue.
Channels:
Chai House will employ numerous channels to connect with and engage our target customer segments. Our intimately-sized physical shop and word-of-mouth referrals will drive local neighbourhood demand (WARD, 2021). Strategic partnerships with the region's key South Asian cultural organizations and temples will raise awareness. Advertisements in international food magazines and prominent travel sites catering to food tourism will enable discovery. However, our online presence through our website and third-party delivery apps will allow ordering customers to enjoy our artisanal teas from home while still spreading our brand's spirit (Vial, 2016). Social media will facilitate specialized event promotions and customer community engagement. 
Customer Relationships:
Centering customer relationships based on personalised, high-touch service is core to the Chai House experience. Attendants will be thoroughly trained to get to know patrons by name, anticipating favourite orders while making recommendations tailored specifically to documented individual preferences (Khizhnyak, 2018). The restaurant will also foster repeat visits through a tiered loyalty program with special members-only tasting flights and seasonal tea variety pre-releases. Foundational to our customer strategy is organically cultivating lasting community connections, epitomized through remembering key customer dates, hosting Diwali celebrations, or fundraising donated tea sales for select causes our diverse patrons care about (Mitchell, 2018).
Cost Structure:
In an attempt to replicate the essence of Chai House Supreme in every detail possible, we are ready to experience some budget falling for costs that are up to our stringent brand standards (Sparviero, 2019). Amongst them are the speciality importers' ingredient costs, high-grade teas and a few true spices from their particular regions. Getting experts in tea sommeliers and baristas at locomotive wages will improve staff and amplify the accuracy of methods. Through a personalized environment with upscale furniture designs and a collection of South Asian art, we can make them completely grasp the ambience (Mulyana, Daryanto and Purwito, 2018). The non-recurring costs include but are not limited to rent in a highly competitive area, utilities, insurance dues, permits as well as marketing expenditure in social media advertisements and on platforms of tourism organizations to increase customers from around the globe. Once it is set up, the venture's perpetually 25% gross margin pricing as an equivalent of the quality charge will sustainably cover these costs without contributors from the SME's operational budget to enrich it with some profits which will fund the venture's future expansion (Szerb, 2020). 
[bookmark: _GoBack]Revenue Streams:
They have worked out the critical avenues of earning money regularly for the sake of adequate profit. Main stream of business of the Tea Corner and Spices n Spot are sales of all tea types served at our tea house, including shop Masala Chai, regional Indian tea infusions, limited single estate choices, and food items like spicy samosas and pistachio-saffron sweets (Sudrajat and Meiryani, 2018). The extra revenue will flow from paying for the organized events and their hosting fees – from small music performances to large South Asian celebrations of our holidays. In the long run, franchising or selling license agreements to other brands to leverage our experience in customer satisfaction worldwide becomes the optimal next step for growth. Most importantly, once our business has become an authority in representing the South Asian tea culture, our very own website could serve as a vehicle to carry out affiliate marketing along with supply of branded wholesale packaged tea ranges to mass retailers who will in turn spread our teas to another higher paying market. 





||	[image: ] GET2 TEST RESULTS	||

The GET2 test defines an enterprising tendency as the tendency to start up and manage projects - highly enterprising people do this more often and are more innovative in their approach. This self assessment test aims to give you an idea of your enterprising potential, although it is important to note that there is much academic debate about the most important characteristics of enterprising people, and there is a role for education and training in helping people develop their potential.
Your responses to the test suggest the following results:


GET2 Test Enterprise Rating


Ocassionally enterprising









The overall GET2 test score of 57% suggests that you are likely to have strengths in some of the enterprising characteristics and may be enterprising in some contexts. At this time in your life you may find that you are content to work on a limited number of projects and may be happy to be enterprising either within employment as an intrapreneur, or in your leisure time through voluntary community projects. However, if you have ambitions to
have an innovative growth business, there is much you can do. Several universities, such as the Open University offer free courses online which may help you to build up your business knowledge and skills (see http://openlearn.open.ac.uk (http://openlearn.open.ac.uk)). There are also many MOOCs (Massive Online Open Courses) freely available on the FutureLearn platform (https://www.futurelearn.com
(https://www.futurelearn.com)) to help you to learn about technology, business and the economy, learn languages and so on. If you have never set up an enterprise before you might consider starting a small project in your community that represents a minimal risk to your time and money, to build up your experience and expertise.
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Your need for achievement is high. This means that you may have the following qualities: An orientation towards the future;
Reliance on your own ability;
An optimistic rather than a pessimistic outlook; A strong task orientation;
Effective time management;
An orientation towards results, which applies to yourself and others; A restlessness, strong drive and high energy levels;
Opinionated and ready to defend your ideas and views;
A determination to ensure your objectives are met even when difficulties arise; Responsibility and persistence in pursuit of your aims;
Goal–orientated, setting challenging but realistic goals;
A willingness to work long and hard when necessary to complete tasks.
With a high need for achievement, you may need to be careful about maintaining your work life balance and in particular taking care of your health and important relationships in your life.





Having a medium score, you may recognise yourself being somewhat independent, individualistic and determined, although you may be happy to work as an intrapraneur or as a valuable member of an organisational team. If you start your own enterprise, you may need to cultivate stronger independent leadership qualities. Starting a business is only one option for you, and you would probably be equally happy to work as an employee as part of an organisational team or on your own projects.
Need for Autonomy
Creative Tendency
Having a medium score, you may recognise yourself as being somewhat creative, although you are less likely to have radical, disruptive innovative ideas with game-changing impacts. However, you may be very good at finding and applying new technologies in a skillful way to your work, and may be practically productive in the way you
develop and apply your skills. If you wished to develop a more innovative approach then you might like to consider
developing your own latent creative skills.




Need for Achievement

The best conditions for creativity are in a relaxed space where you avoid critical thinking or thinking too fixedly on a problem, and then use techniques, such as brainstorming or mindmapping to generate lots of ideas. Part of the creativity process involves some idleness to allow the subconsious to work on ideas during an incubation phase.
This may lead to sudden insights or Eureka moments, although creative ideas may be typically the result of an iterative process of thinking, using creative techniques, and relaxation to come up with good ideas.



Having a medium score, you may recognise yourself as being somewhat decisive and able to calculate whether your decisions and actions are likely to be successful. However, you may be happiest with tried and tested, less risky enterprising ideas, or business ideas where a partner takes the risks even if that might include sacrificing some of the potential rewards.
Calculated Risk-Taking



Having a low score, you may have experienced some knocks to your self-confidence which lead you to doubt that your personal qualities and efforts will help you to achieve your aims in life. On the other hand, you may believe
that you have been lucky so far in life, but no thanks to you and your efforts. In general, you believe that luck and fate will determine what happens to you in life, and that self-determination and hard work will not make much
difference.However, self-confidence needs to be nurtured and can be stronger at different times of life.
Locus of Control

General Enterprising Tendancy (GET2) Test Result Summary
The radar plot and chart show the characteristics of your GET2 test scores graphically. You can print the report off so that you can compare your chart with somene else's chart, or you can compare your own chart with a new chart if you
decide to re-take the test on a future date.



















	
	Ach = Need for Achievement | Aut = Need for Autonomy | Cre = Creative Tendency Ris = Calculated Risk-taking | LoC = Locus of control
	

	
GET Score
	
	
57%

	
Achieve
	
	
83%

	
Autonomy
	
	
50%

	
Creative
	
	
50%

	
Risk taking
	
	
58%

	
Control
	
	
42%





We hope this report helps you understand the nature of your tendencies for general enterprise and that you recognise in the report some of your own traits. However, the author cannot accept any liability for the report or for these
interpretations, which are offered in good faith. If you would like to know more about this test and how to improve your score, see the FAQ (index.html#faq). If you would like further information on the test, please consult the GET2 bibliographic references (index.html#academic). Please don't forget to leave us your feedback (get2feedback.html).
The report can be printed if required.

Report date: Sun Oct 22 2023
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Are you an entrepreneur?
QUESTIONNAIRE
Now complete the following questionnaire:

Where do you want to be in 10 years time?

1. You are leaving University tomorrow.  Do you want:
· To do as little as possible?
· A job for life with no stress?
· Responsibility and challenge?
· Money straight away?


2. You are working a job that you do not enjoy, but the money is good.  Do you:
· Work hard and get promoted within the company?  You still don’t enjoy the work, but  you get more money now.
· Resign and start a rival company, eventually taking the first one over?
· Stay where you are and just try to enjoy the bits of your life when you are not at work?
· Resign and sit at home?


3. You are trying to decide whether to start up in business by yourself.  All your friends and family tell you that you are crazy and that you will become bankrupt.  Do you?
· Listen to them, cancel your plans and apply for a job instead?		
· Listen to them, forget about your idea and stay at home watching the television?
· Take no notice and do it anyway?
· Listen to them and put less money into your new business so it is not so risky? This might mean your business will not earn as much money.


4. You want to start up your own business, but you are not sure if people in your area want to buy what you are offering.  Do you:
· Do nothing?
· Set up in business straight away without doing any research at all?
· Take your time and do lots of careful research before carrying out your plans?
· Apply for a job with another company doing a similar kind of thing?

5. You are working for a computer software company and you have a really good idea.  However, your boss will not all you to test your idea.  Do you:
· Have an argument with your boss and resign?
· Resign, start up your own company and try to make your idea work?
· Stay where you are and decide maybe to ask the boss again about it some time in the future?
· Stay in your current job so you keep getting paid, but try to develop your idea in your spare time?
6. You go to the bank to ask for a loan to set up a company, the bank manager says “No”.  Do you:
· Stick to your original idea, borrow the money from someone else and do it anyway?
· Scale down your original plans and try and do it on the cheap without borrowing any money?
· Give up the idea completely and stay in the house all day?
· Forgot about your company and apply for a well-paid job with another company?



7. Which of the following do you think is the most important (choose one only)
· Money?
· Security?
· Leisure?
· Challenge?

8. Which of the following do you fear most:
· Boredom?
· Poverty?
· Unemployment?
· Hard Work?

9. Your company is doing well, but a competitor has set up opposite you.  Do you:
· Bring out new products and offer special deals to meet the challenge?
· Sell the business and apply for a job with the company across the road?
· Close down the business?
· Carry on with the business and hope for the best?

10. Your company has been doing really well in the last year and the accountant says it has made record profits, partly because of your good management and partly because the employees have worked so hard.  Do you:
· Not give yourself or your workers a pay rise, but put the spare money in the bank just in case you have problems in the future?
· Give yourself a huge pay rise; but keep paying the workers the same amount and put the spare money in the bank for yourself in the future?
· Take a pay cut yourself, give the workers a rise and put the rest of the money back into the business to buy new equipment?
· Sell the business, fire the workers and retire to the Bahamas on the profits?

11. At the end of your life would you like to be remembered as:
· Someone who took no risks and did not achieve very much, but always had a steady job and paid the bills on time?
· Someone who did their best, achieved a lot and contributed a lot?
· Someone who had a big house and a new car every year?
· Someone who did not do anything in particular?

12. You are 65 and you run your own successful company.  Most people are thinking of retiring at your age.  Do you:
· Sell the company and work for the new owners part-time at reduced pay?
· Sell the company, retire and spend the money on a classic car and a mansion?
· Retire and sit at home, watching television and reading a newspaper?
· Carry on working as long as you can because you enjoy working and want to seek new challenges?










Have you got what it takes to start and run your own business?
Check your answers and add up your score!


Your score:

1.	a= 1, 	b= 3,	c= 4,	d= 2	   3

2.	a= 2,	b= 4,  	c= 3,  	d= 1        2

3.	a= 2,  	b= 1,  	c= 4,  	d= 3         2

4.	a= 1,  	b= 2,  	c= 4,  	d= 3         3

5.	a= 1,  	b= 4,  	c= 3,  	d= 2          2

6.	a= 4,  	b= 3,  	c= 1,  	d= 2          3

7.	a= 2,  	b= 3,  	c= 1,  	d= 4          4

8.	a= 4,  	b= 2,  	c= 3,  	d= 1          3

9.	a= 4,  	b= 2,  	c= 1,  	d= 4          3

10.	a= 3,  	b= 2,  	c= 4,  	d= 1          2

11.	a= 3,  	b= 4,  	c= 2,  	d= 1           2

12.	a= 3,  	b= 2,  	c= 1,  	d= 4          4

TOTAL                                                         34
 

Now look up your result from the list below and answer the questions:

0 – 12 points:  You do not seem interested in running your own business, but this does not mean you cannot be enterprising! 

12 – 24 points: You may have the qualities to be an entrepreneur but you seem to want to make too much money too quickly!  

24 - 36 points:	You appear to have the potential to run your own business, but some times you may be too cautious.

48 – 36 points:  You appear to have all of the qualities needed to be an entrepreneur 
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