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Course: Entrepreneurship (8503/5026) Semester: Spring, 2023 

Level : MBA (2.5 / 3.5 Years) / M. Com 

Assignment 1 

Q. 1 Important Factors Impacting New Enterprises During the 

Startup Stage 

During the startup stage, new enterprises face numerous challenges that 

can significantly impact their success and growth. Some important 

factors that influence new enterprises are: 

1. Market Research and Analysis: Understanding the target market, 

customer needs, and competitor landscape is vital for a startup's viability 

and competitive advantage. 

2. Funding and Capital: Access to sufficient funding and capital is essential 

to cover initial expenses, sustain operations, and invest in growth 

opportunities. 

3. Team and Talent: Recruiting and retaining a skilled and motivated team 

is crucial for executing the startup's vision and building a strong 

organizational culture. 

4. Legal and Regulatory Compliance: Complying with applicable laws and 

regulations ensures the startup operates ethically and avoids legal issues. 

5. Product/Service Development: Developing a high-quality product or 

service that meets customer demands is essential for gaining market 

acceptance. 

6. Marketing and Branding: Creating effective marketing strategies and 

building a recognizable brand presence are crucial for attracting 

customers and creating a loyal customer base. 

7. Technology and Innovation: Embracing technological advancements 

and fostering a culture of innovation can give startups a competitive 

edge. 

8. Risk Management: Identifying and managing potential risks, such as 

financial, operational, or market risks, is essential for the startup's 

sustainability. 
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9. Scalability and Growth Potential: Assessing the startup's potential for 

scalability and growth is important for long-term success and attracting 

investors. 

10. Adaptability and Flexibility: Startups must be able to adapt 

quickly to changes in the market and pivot their strategies when 

necessary. 

Q. 2 Nature of "Interpersonal Conflict" and Conflict Resolution for 

Entrepreneurs 

Interpersonal conflict refers to disagreements, disputes, or friction that 

arises between individuals within a team or organization due to 

differences in opinions, values, or personalities. In the entrepreneurial 

context, conflict can occur between co-founders, team members, or 

between the entrepreneur and stakeholders. 

Resolving and managing conflict: 

1. Open Communication: Encouraging open and honest communication 

allows individuals to express their concerns and viewpoints, fostering 

understanding and empathy. 

2. Active Listening: Listening attentively to the perspectives of others 

helps in comprehending their viewpoints and finding common ground. 

3. Identify the Root Cause: Understanding the underlying reasons for the 

conflict helps in addressing the core issues effectively. 

4. Mediation: Involving a neutral third party as a mediator can help 

facilitate discussions and find mutually acceptable solutions. 

5. Collaborative Problem-Solving: Encouraging a collaborative approach 

to resolving conflict allows team members to work together on finding 

solutions. 

6. Negotiation and Compromise: Finding middle ground and being 

willing to compromise can lead to mutually beneficial resolutions. 

7. Conflict Resolution Training: Providing conflict resolution training to 

team members can improve their ability to manage and resolve conflicts 

constructively. 
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8. Focus on Common Goals: Reminding team members of the common 

goals and shared vision can help reduce conflicts and foster cooperation. 

Q. 3 How Marketing Skills Help Manage Growth - Example from 

Local Context 

Marketing skills play a pivotal role in managing the growth of a business. 

One local context example is a small artisanal chocolate company. 

Marketing Skills in Managing Growth: 

1. Market Research: Conducting market research helps the chocolate 

company identify consumer preferences and trends, enabling them to 

create products that meet customer demands. 

2. Brand Positioning: Developing a unique brand identity sets the 

chocolate company apart from competitors and helps build brand 

loyalty. 

3. Digital Marketing: Utilizing digital marketing channels, such as social 

media and email marketing, helps the company reach a broader 

audience and increase sales. 

4. Customer Relationship Management (CRM): Implementing a CRM 

system allows the company to manage customer interactions, 

understand their needs, and deliver personalized experiences. 

5. Product Packaging and Presentation: Attractive packaging and 

presentation enhance the perceived value of the chocolates, leading to 

increased sales and customer satisfaction. 

6. Promotions and Offers: Running targeted promotions and special 

offers can attract new customers and encourage repeat purchases. 

7. Distribution Channels: Identifying effective distribution channels 

ensures the chocolates are available to customers in various locations, 

further expanding market reach. 

8. Public Relations: Engaging in public relations activities, such as hosting 

tasting events or collaborating with local influencers, helps build brand 

awareness and credibility. 

Q. 4 Types of Business Plans and Critical Components 
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Types of Business Plans: 

1. Startup Business Plan: Outlines the business idea, market analysis, 

funding requirements, and growth strategy for a new venture. 

2. Strategic Business Plan: Focuses on long-term goals, vision, and 

strategic initiatives for established businesses. 

3. Operational Business Plan: Details the day-to-day operations and 

processes required to run the business efficiently. 

4. Internal Business Plan: Designed for internal use within the company to 

guide decision-making and allocate resources. 

Critical Component: 

Among the components of a business plan, the Executive Summary is 

the most critical. It provides an overview of the entire plan and is usually 

the first section potential investors and stakeholders read. The executive 

summary should be concise, engaging, and highlight the most essential 

aspects of the business, including its value proposition, target market, 

financial projections, and growth strategy. A compelling executive 

summary can capture the attention of readers and encourage them to 

delve deeper into the business plan. 

Q. 5 Short Notes on the Following: 

(i) Cash Flow Statement: 

A cash flow statement is a financial statement that shows the inflows 

and outflows of cash within a business during a specific period. It 

provides insights into the company's liquidity, operating activities, 

investing activities, and financing activities. A positive cash flow indicates 

that the company has more cash coming in than going out, while a 

negative cash flow indicates cash outflows exceeding inflows. 

(ii) Story Model: 
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The Story Model is a marketing and communication strategy that 

involves presenting information in the form of a narrative or story. This 

approach captivates the audience, evokes emotions, and makes the 

message more memorable. Businesses use storytelling to engage 

customers, communicate brand values, and create a deeper connection 

with their audience. 

(iii) Revenue Model: 

A revenue model outlines the methods and sources through which a 

business generates income. It defines how the company prices its 

products or services and how it expects to earn revenue. Common 

revenue models include sales-based revenue, subscription-based 

revenue, advertising revenue, and licensing fees. The revenue model is a 

fundamental component of a business plan as it directly impacts the 

company's financial viability and profitability. 

 


