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Executive Summary
A significant language barrier prevents Amharic and Tigrinya-speaking Ethiopian and Eritrean people from learning to trade. Most teaching platforms operate exclusively in English, creating a clear market gap. The venture, Horn Trade Academy, addresses this gap as a multilingual, subscription-based trading education platform delivering structured lessons, live mentorship, and community support in English, Amharic, and Tigrinya via Slack.
The innovation is not a new trading strategy but localised delivery in learners' own languages. This approach improves comprehension, builds trust, and increases engagement. Unlike existing platforms such as My Investing Club (My Investing Club, 2026), Horn Trade Academy targets complete beginners using simplified language and culturally relevant examples for Ethiopian and Eritrean users, offering a distinct competitive advantage.
The venture is grounded in validated experience. The founder has been a MIC member since 2020, passed the FTMO trading challenge, and currently mentors 6–10 traders on WhatsApp. This demonstrates practical trading competence and earns trust.
The business operates with low costs, charging £20–£40 per month. Longevity is achieved through recurring subscription revenue, minimal fixed costs, and an adaptive learning system that responds to member feedback. This venture promotes financial inclusion while remaining financially sustainable over a 24-month horizon. It is recommended to launch within four weeks, prioritising community building first.
Project Overview and Context 
Horn Trade Academy is a multilingual, subscription-based platform serving Amharic and Tigrinya-speaking Ethiopian and Eritrean individuals, operated via Slack. The problem is straightforward: retail trading has grown exponentially, yet nearly all financial education resources remain English-only, excluding millions of potential participants (Barringer & Ireland, 2018). This venture directly addresses that exclusion.
The market is ready. Africa's digital economy is expanding rapidly, with e-commerce reaching £35 billion in 2024 and projected annual growth of 10.4% through 2027. Ethiopia has been one of the world's fastest-growing economies, averaging 10.5% GDP growth. Rising smartphone penetration and internet connectivity across East Africa create ideal conditions for a digital education platform targeting Ethiopian and Eritrean learners, who together form a combined population of over 130 million people. Research on online learning confirms that well-designed digital platforms can effectively deliver financial education at scale (Maican et al., 2024).
Language exclusion is a documented barrier to financial inclusion. Global evidence shows that individuals with limited proficiency in dominant languages are often excluded from financial services and education (Demirgüç-Kunt et al., 2018). Similarly, Ethiopia's emerging capital market faces inclusion challenges. The lack of multilingual financial literacy resources reflects a broader institutional resistance, meaning independent action is necessary. Lusardi and Mitchell (2014) emphasise that financial literacy is critical for economic participation, yet those who need it most are often hardest to reach.
Proof of concept already exists. The founder joined MIC in 2020, developed trading proficiency, and passed the FTMO trading challenge. Currently, 6–10 Ethiopian and Eritrean traders receive mentorship via WhatsApp, validating demand. Burns (2021) argues that successful entrepreneurs recognise opportunities by connecting personal experience with market gaps – exactly what this venture does. Comparable successful models exist internationally, demonstrating the feasibility of multilingual financial education.
Beyond MIC, the venture faces indirect competition from free YouTube trading channels, Telegram signal groups, Udemy courses, and Forex educators on TikTok. However, Horn Trade Academy differentiates itself through three key features: dedicated multilingual instruction (Amharic/Tigrinya), live trade demonstrations, and a community‑based learning model. No existing platform combines all three for Ethiopian and Eritrean beginners.
Therefore, Horn Trade Academy addresses a real, documented problem within a growing market, supported by proven demand, and is positioned for immediate launch.

Strategy for Longevity 
Longevity means the business must remain sustainable for at least two years. Three interconnected elements are required: customer retention, scalable recurring revenue, and proactive risk management. The following strategies address each element, including a critical evaluation of alternatives.
1. Customer Retention Through Community-Based Learning
The greatest risk for any subscription venture is customer churn. Reichheld and Schefter (2000) emphasise that e-loyalty must be built from the outset, not retrofitted. Horn Trade Academy will use Slack with separate channels for Amharic, Tigrinya, and English, enabling Ethiopian and Eritrean learners to interact in their native languages. Weekly live Q&A sessions and trade reviews will be run to sustain engagement.
A "Certified Mentor" system will be introduced: members who complete core training receive a badge and can assist beginners. This approach increases switching costs because users become embedded in social relationships and gain status. People stay longer when they feel useful, and beginners are less likely to quit if someone in their own language can help them. Retention will be monitored through weekly active users, with a target above 60%, and monthly churn, with a target below 8%. If engagement falls below 50%, interventions such as trading competitions with small prizes will be deployed. Burns (2021) notes that active retention measurement, not passive hope, drives long-term success.
An alternative approach would be a purely pre-recorded video library without live community. However, Barringer and Ireland (2018) show that such models suffer high dropout rates due to learner isolation. The hybrid model chosen – recorded content plus live interaction – is therefore superior for retention. However, Slack may be less familiar to some users accustomed to Telegram or WhatsApp. To address this, the venture will provide clear onboarding guidance from the outset. Ongoing support will build user confidence. Although Slack remains preferred for its organisational features, user feedback will be monitored during soft launch to evaluate the need for additional channels.
2. Scalable Recurring Revenue Architecture
The venture adopts a tiered subscription model. Basic tier is £20 per month for recorded videos only. Standard tier is £40 per month for videos plus Slack and weekly live Q&A. A Premium tier at £75 per month will be introduced in year two, offering one-on-one mentoring.
A key advantage of digital education is low marginal cost. Once a video lesson is recorded in Amharic, it can be shown to 10 people or 1,000 people at almost no extra cost. The only extra costs are payment processing fees (3%) and a small amount of founder time. This means profit margins expand as the subscriber base grows. At 100 Standard-tier subscribers, monthly revenue reaches £4,000 while fixed costs remain approximately £86 per month for Slack and Zoom. The break-even point is approximately three subscribers, demonstrating very low financial risk. Finch (2022) argues that a low break-even point is the best protection against failure.
A one-time course model was considered as an alternative. However, that would lack recurring revenue and ongoing customer engagement, requiring constant new customer acquisition. Amit and Zott (2020) demonstrate that subscription models are more sustainable because income is predictable and customers remain involved.
3. Proactive Risk and Operational Management
Four key risks have been identified, each with a mitigation plan.
Risk 1 – Low adoption. If subscriber numbers remain below 30 after four months, a freemium model will be introduced: basic content becomes free, payment only for live sessions. This lowers entry barriers.
Risk 2 – Translation quality. Content will be reviewed by native speakers. A shared glossary of trading terms will be continuously refined using member feedback.
Risk 3 – Platform dependency. Slack is the primary platform, but a Telegram group will be maintained as a backup to ensure continuity in case of pricing changes or technical issues.
Risk 4 – Founder dependency. This is the biggest risk.
Currently, a single individual handles content creation, teaching, and management. The founder records videos, answers questions, and runs live sessions. If the founder becomes unavailable, the whole business would stop.
The following actions will address founder dependency.
First, train mentors. By month six, the best students will be found and trained to become certified mentors. They will answer common questions and run small group sessions. At first, they work for free subscriptions. By month nine, they will be paid £50 per month each.
Second, delegate tasks. Activities will be sorted into three columns: only the founder can do this, a mentor can do this, and a computer can do this. Recording new lessons is founder-only. Answering basic questions can be a mentor. Sending welcome messages can be automated.
Third, document everything. Step-by-step guides will be written for every process: how to set up a new member, how to handle a refund, how to run a Q&A session. If the founder is unavailable, someone else should be able to read the documents and keep things running.
Long-term scaling. By month 18, additional languages such as Oromo and Somali will be added using freelance translators. A small team will be built: one community manager, two language leads, and one part-time trader. Burns (2021) argues that small businesses must move from owner-dependent to team-based structures to achieve scalability.















Business Model Canvas (Mandatory Visual)
	Key Partners

· WhatsApp beta users 6-10 - validation
· Facebook diaspora groups – customer acquisition
· Stripe payment platform – payment processing 
· Future freelance translators – scaling to Oromo/Somali

	Key Activities

· Create video lessons 
· Daily support
· Weekly Q&A
· Collect feedback
· Train mentors
· Social media marketing (Facebook/TikTok)
	Value Proposition

· Multilingual learning
· Affordable vs MIC
· Community support
· Simplified, culturally relevant examples
· Pricing rationale: below competitors (MIC £150)

	Customer Relationships

· Slack community
· Mentor badges
· Direct messaging
· Cost of relationships: low (mostly automated via Slack + volunteer mentors)
	Customer Segments

· Ethiopian & Eritrean
· Beginners
· Intermediate users
· Traders

	Channels

· Slack – primary paid channel
· WhatsApp - free community backup
· Facebook - free customer acquisition
· Zoom - live Q&A sessions
· TikTok - free organic reach

	Key Resources

· Trading experience MIC
· FTMO challenges credibility
· Languages 
· Laptop & tools
· Founder + trained mentors (human resources)
	Cost Structure

· Slack £ 60
· Zoom £ 16
· Domain £ 10
· Payment fees 3%
· Fixed costs: £86
· Variable costs
payment fees (3% of revenue)


	Revenue Streams

· Basic £ 20 – record videos only
· Standard £ 40 – videos + slack + Q&A
· Premium £ 75 – one-on-one mentoring (year 2)




	
	
	
	
	


Figure 1: Business Model Canvas for Horn Trade Academy 
The most important elements are the value proposition and cost structure. Rather than inventing new trading strategies, the venture adapts proven content for Amharic and Tigrinya-speaking Ethiopian and Eritrean learners. Finch (2022) states that a good business model keeps fixed costs low while delivering clear customer value. Fixed costs are £86 per month, enabling break-even at approximately three subscribers. The customer segments – Ethiopian and Eritrean individuals struggling with English-only courses – have already demonstrated demand through the existing WhatsApp group.

Viability, Finance and/or Resources
This section demonstrates that the business can operate with near-zero startup capital.
Financial Viability
Fixed monthly costs total £86, with no office rent, no employees in year one, and no expensive software.
Expense                                                                                                                   Monthly Cost
Slack Pro                                                                                                                         £60
Zoom Pro                                                                                                                        £16
Email hosting and Domain                                                                                     £10
Payment process fees                                                                                               3% of revenue
Total fixed costs                                                                                                            £86
Assuming most customers select the Standard tier at £40 per month, only three subscribers are needed to cover costs. At ten subscribers, profit emerges. At twenty subscribers, a modest founder stipend of approximately £200 per month becomes possible.




Here is the conservative projection for year one.
Quarter          Average Subscribers       Monthly Revenue        Total Profit 
Q1                           20                                                  £800                               £1,976
Q2                            40                                                 £1600                            £5,816
Q3                           70                                                  £2800                            £12,056
Q4                           100                                                £4000                            £20,696
Even if only 30 subscribers are achieved by the end of year one, the monthly profit remains approximately £1,058. While modest, this profit is sufficient to sustain operations and potentially add Oromo in year two. The subscriber targets are based on existing WhatsApp demand (6–10 active learners), the size of diaspora and East African communities, and a phased low‑cost digital marketing strategy on Facebook and TikTok. These figures are conservative estimates and subject to market response; actual growth may vary, but the low break‑even point ensures financial resilience even with slower adoption.
Existing Resources
No purchases are required to start. Existing resources include:
· A laptop and smartphone
· Home internet connection
· Trading knowledge from MIC (acquired since 2020)
· Fluency in Amharic, Tigrinya, and English
· A WhatsApp group of 6–10 active Ethiopian and Eritrean learners
For software, OBS Studio will be used to record videos (free) and Canva for simple graphics (free). Finch (2022) advises that the strongest business plans utilise existing resources, which this venture does.
Future Resource Requirements
Between months six and nine, two part-time native-speaking helpers will be hired. Initial compensation will be free subscriptions, progressing to £50 per month each once revenue allows. This cost is minimal.
Amit and Zott (2020) argue that lean businesses with low capital requirements are more sustainable than capital-intensive alternatives. Horn Trade Academy can launch immediately with zero external funding.







Implementation and Learning Loop
A 12-month implementation roadmap is combined with a continuous learning loop to enable adaptation based on member feedback.



12-Month Implementation Plan
Phase                                                                When                                               Activities
	Preparation
	Weeks 1 to 4
	Set up Slack channels; record 5 lessons per language; invite 10 WhatsApp beta users for free

	Soft launch
	Weeks 5 to 8
	Collect feedback; resolve confusion; set up Stripe payments

	Official launch
	Weeks 9 to 12
	Charge £20 for first 20 subscribers; promote on Facebook and Telegram

	Growth
	Months 4 to 6
	Raise price to £40 for new subscribers; train two helpers from advanced members

	Consolidation
	Months 7 to 9
	Hire part-time helpers; document all processes

	Scaling
	Months 10 to 12
	Aim for 100 subscribers; evaluate adding Oromo





How the Venture Will Learn and Improve
A simple loop will be used: build something, measure what happens, learn from it, then make it better. Barringer and Ireland (2018) state that this is how successful startups operate.
Every week the venture will:
· Create one new video lesson and run one live Q&A for each language
· Provide a weekly trading recap summarising market movements and key lessons
· Track how many people watch, how many ask questions, and who cancels

Every two weeks the venture will:
· Send a short survey asking what users find difficult
· Look for patterns. If five people say options trading is confusing, a new lesson will be created about it.
If a member cancels, an exit survey will be conducted. If the same reason appears three times, the venture will fix it.
Hurt (2022) emphasises that listening to customers is the most critical success factor. The venture is being built for the people on the WhatsApp group.

Success Metrics at Month 12
Metric                                                                                        Target
Paying subscribers                                            100 or more
Monthly churn                                                     Less than 8%
Language offered                                                Amharic, Tigrinya, English
Trained helpers                                                   3 to 5 people
Conclusion and Recommendations
Horn Trade Academy is viable with zero startup capital and a break-even point below 3 subscribers. It is recommended that the venture launch within four weeks, prioritise the learning loop, and reinvest profits to add Oromo and Somali by month 18. Founder dependency must be addressed through mentor training and documentation.
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