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Introduction 

Studies and surveys show that many of today's young people prefer 

entrepreneurship to being employed by someone else. Despite this, the 

number of young entrepreneurs in Europe is relatively low. In 2017, for 

example, 6.6% of working 20-29-year-olds were self-employed 

(OECD/European Union, 2020).  

What can we do to increase the number of young self-employed, and 

how can we motivate young individuals, particularly disadvantaged 

target groups, to take the leap from a dream to action? This idea bank 

will provide you, as a youth worker, with the necessary basics of the most 

frequent questions disadvantaged youth may have to start their 

business. By offering youth workers skills and resources to answer these 

questions, they are equipped to motivate, support and empower youth 

to grow both personally and as future entrepreneurs. 

The guide will provide youth workers with comprehensive tools and 

methodologies tailored for engaging with disadvantaged youth. It will 

give valuable information and suggestions on how youth workers can 

work with young entrepreneurs on the following topics: 

1) Start off 

2) A sustainable idea  

3) Funding a business  

4) Solo VS Cofounder/s 

5) Economy and finance 

Further on, the guide provides youth workers with several exercises to 

use in their work with young entrepreneurs to create reflection and 

promote his/her development as a self-employed. 
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1. The start off 
 

It is common for many questions to arise when embarking on an 

entrepreneurial journey. Depending on who you ask, you may get 

different answers to what is the most important thing to start with when 

you want to start your own business. 

The first part of the idea bank, called the “start off” will focus on both 

practical information needed during the start off, but also on reflecting 

perspectives that can strengthen the young entrepreneur´s business idea 

and make it more sustainable.  

With the most vital information and reflecting exercises, you, as a youth 

worker, can make sure that the young entrepreneur will have a soul 

ground to start their business on. In this chapter, you find some of the 

most common questions at the start off and suggestions of how you can 

work with these questions together with youths to strengthen them in 

their start off.   

After finishing the start off chapter, the young entrepreneur should have 

answered some of the vital questions of how they would like to build their 

company. It will prepare them for further work on writing their business 

plan. 

 

 

 

 

 

 

 

Did you know? Within SkillsXcellerate, we 

have developed the Business canvas model 

compendium  that guides you through 10 

important parts to consider when structuring 

your business plan. With the help of the 

compendium, you can get inspiration and 

support for a unique business plan.  

 

 

 

 

 

 

 

 

 

 

 

https://docs.google.com/viewerng/viewer?url=http://skillsxcellerate.com/onewebmedia/Business%2520Canvas%2520modelling%2520FINAL%2520(2).pdf
https://docs.google.com/viewerng/viewer?url=http://skillsxcellerate.com/onewebmedia/Business%2520Canvas%2520modelling%2520FINAL%2520(2).pdf


 

5 
 

 
  

What is the very first step I should take as a self-employed person?  

There are many important parts to work on if you are planning to start your 

own business. One of the most fundamental things that you need to have 

clearly formulated is your business idea. By formulating your business idea, 

telling others about it, and comparing how it differs from your competitors, 

you can improve and develop the basic idea. 

It is difficult to know in advance which business idea is a winning concept. 

However, to find out if your business idea is sustainable, it is a good idea to 

review the different steps in the Business Canvas model.  

 

 

 

 

 

• Problem  

• Solution 

• Existing alternatives 

• Unique values  

to name a few. 

 

 

 

 

 

 

 

By reviewing these steps, you can strengthen your business idea and avoid 

pitfalls in this early phase. When you reflect on your business idea more 

structurally and weigh the weaknesses versus the strengths of the idea, you 

increase the chance of success with your business. 
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Exercise  

Ask the young entrepreneur you are working with to: 

1. Write down his/her business idea and explain it as thoroughly as 

he/she can so that no matter who reads it, they can understand. 

 

2. Ask the person to tell you about his/her idea. 

 

3. Give the person feedback based on the following points: 

• Strengths vs weaknesses 

• Can the idea be clarified or refined even more? Something 

that was hard to understand? 

• Is there something missed? Like financing or clarifying the 

target group? 

 

4. Give the person an exercise and let them tell someone they trust 

about his/her idea, and let them collect feedback. In this way, the 

young entrepreneur gets several perspectives to work with. 
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Who can help me get started? 

An entrepreneur can feel lonely and lost as new in the field. There is a lot 

to gain from getting help from people who can support you and who have 

knowledge that you don't have yourself. To get guidance in your start-up 

phase, it can be good to have a mentor. With the help of a mentor, you can 

get guidance, support and new insights at the same time as your mentor 

shares his or her experiences.  

It can also be useful to network with, for example, other young 

entrepreneurs, read about how others have done when they started their 

companies, both to find motivation to get started and to be inspired by 

the approach of others. It can be valuable to recommend, the young 

entrepreneur that you are working with, to reflect on whether he/she 

know anyone who works in the industry he/she want to start a business in. 

The contact can be helpful at the start off! There are also organisations 

and support initiatives that the youth can get help from!   

 

Examples of stakeholders/organisations to contact for free support, 

knowledge or advice:  

Sweden: Almi, Nyföretagarcentrum, Tillväxtverket, Minc, Drivhuset   

Lithuania: Kaunas IN, VsI “Verslo iniciatyva”, Tech-Park Kaunas, KTU 

Startup Space, Inovaciju Agentura, collaborative spaces “Spiecius”.  

Greece:  Enterprise Greece, General Secretariat for Industry – Ministry of 

Development and Investments, One-stop shop (GEMI-General Commercial 

Registry), OEAD/DYPA (Public employment service). 
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Excercise: 

Ask the young entrepreneur you are working with to search online for: 

1) Networks that may be useful in a startup, 

2) Support organisations that can facilitate a startup, 

3) A potential mentor. 

Discuss the results of the research and whether the young entrepreneur 

can see any of the above tools as a way forward within their business. 

Where have others found support when starting their businesses?  

You can use the following success stories within SkillsXcellerate as a tool 

to inspire the young entrepreneur with how others thought about their 

most vital support during the start-off.  

Sofia, Sweden: got “invaluable help from her friends and family”   

Nathalie, Sweden: had support from Support organisations during her 

startup.  

Marius, Lithania: got support from his brother: “my brother; he is a great 

support, and he knows how to deal with papers and accounting”.   

Pavlos, Greece: had support from the senior consultant who worked at 

the company where he was an intern.  

Nastja, Slovenia: had support from her friend Andreja whom she shares 

the company’s ownership.  

Slovenia: SPOT;  https://spot.gov.si/sl/poslovanje/kako-zaceti-poslovati, 

https://www.primorski-tp.si/gostartup/, https://startup-

plus.podjetniskisklad.si/wp-content/uploads/2023/09/sPlus-

seznamMentorjev-v10.pdf.  

 

 

 

 

https://skillsxcellerate.com/en/best-practices
https://spot.gov.si/sl/poslovanje/kako-zaceti-poslovati,
https://www.primorski-tp.si/gostartup/
https://startup-plus.podjetniskisklad.si/wp-content/uploads/2023/09/sPlus-seznamMentorjev-v10.pdf.
https://startup-plus.podjetniskisklad.si/wp-content/uploads/2023/09/sPlus-seznamMentorjev-v10.pdf.
https://startup-plus.podjetniskisklad.si/wp-content/uploads/2023/09/sPlus-seznamMentorjev-v10.pdf.
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  Exercise: 

Ask the young entrepreneur you are working with to: 

1. Make a mind map of the people/actors he/she would like to have 

support from (e.g. family, coach, mentor, friend, role model, 

company) 

2. Colour-mark the person/s he/she considers most important to get 

support from. 

Discuss the mind map and the people/actors the young entrepreneur has 

chosen. 

Discuss why he/she has chosen to colour mark the specific persons. 

 

 

What practical steps should I consider when starting my own business?  

The following steps can be helpful to empower youth entrepreneurs in 

their start off and make sure that they don´t miss important steps for 

their business.  

 

 

 

 

 

➢ Write down your business idea - by not just having the idea in 

your head, you are allowed to formulate and clarify your business 

idea so that anyone can understand.  

➢ Choose a name for your business  
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➢ Need trademark or patent protection? Trademark protection means 

that only you have the right to use your trademark. Patent protection 

may be needed to protect an invention.  

➢ What legal form should your company have? For example, sole 

proprietorship, partnership, association, and limited liability company. 

➢ Financing the company - determine how you will finance the 

company. Should you take out a bank loan? Do you have a certain 

amount of savings?  

➢ Support and information - review who can provide you with support 

and information that can help you.  

➢ Open a business bank account.  

 

 

➢ Register your company - depending on which country you are 

registering your company in, there may be different procedures. By 

googling “register a company”, you can find out how to register your 

company in your home country. Depending on where you register 

your company, there may be different taxes and regulations to deal 

with.  

In Greece, you register your company at the General Commercial Registry 

(Γ.Ε.ΜΗ. - GEMI).  

In Lithuania, you register your company at 

https://www.registrucentras.lt/ . 

In Slovenia, you register your company at (https://spot.gov.si/sl/portal-in-

tocke-spot/tocke-spot-in-notarji/) or you can find information on specific 

registration on Ajpes 

(https://www.ajpes.si/Registracija/Registracija_poslovnih_subjektov#).    

In Sweden, you register your company at Skatteverket.se 

https://www.skatteverket.se/foretag/drivaforetag/startaochregistrera.4.5

8d555751259e4d661680006123.html.   

   

 

 

https://www.businessportal.gr/
https://www.businessportal.gr/
https://www.registrucentras.lt/
https://spot.gov.si/sl/portal-in-tocke-spot/tocke-spot-in-notarji/
https://spot.gov.si/sl/portal-in-tocke-spot/tocke-spot-in-notarji/
https://www.ajpes.si/Registracija/Registracija_poslovnih_subjektov#)
https://www.skatteverket.se/foretag/drivaforetag/startaochregistrera.4.58d555751259e4d661680006123.html
https://www.skatteverket.se/foretag/drivaforetag/startaochregistrera.4.58d555751259e4d661680006123.html
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What can I do if I don't have a business idea?  
The business idea is the basis for getting a business started. If the youth 

entrepreneur doesn’t have one, you should start by formulating one 

together! You can recommend the youth entrepreneur to start with 

reflecting in following questions:  

• What are your interests?  

• What is the market like? Can you think of a problem and a solution to 

that problem that you think many people would want to invest in?  

• Ask your network, read online, or interview people to get inspiration for 

business ideas. Is there a common thread in what is in demand? 

 

 

 

 

 

  Exercise: 

Ask the young entrepreneur you are working with to: 

• Write down his/her interests 

• Write down what he/she is good at 

• Circle the interests he/she can imagine working with 

• Think about how the things he/she is good at could be an advantage 

when working with the interests he/she has circled. 

 

E.g.: I am social and am good at building social contacts. This could be an 

advantage in getting people to want to try my IT solution. 
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How do I find my niche? 

A niche is a way to refine what you want to offer your customers. Instead 

of offering a chocolate shop with 1000 different types of chocolate, you 

can, for example, choose to only sell organic, locally produced chocolate. 

In this way, you refine what you offer your customers while also finding 

your niche that will make customers associate your company with organic, 

locally produced chocolate. 

 

Here's how you can find your niche/speciality:  

• Do you have any specific skills or interests that could be an advantage?  

• Can you “refine” the business idea you have?  

• Find a few different niches - then you also have a plan B!  

  

 

 

 

  

 

 

 

 

 

Exercise: 

Ask the young entrepreneur you are working with to: 

Refine the business idea of starting a café that offers as many different 

types of cakes and pastries as possible! 

 

Discuss what comes in the young entrepreneurs’ mind. If needed help 

with suggestions of how to refine the business idea! 
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By completing exercises 1–5, your young entrepreneur now has:  

• A well-thought-out business idea to take forward.  

• Gained an overview of which support organizations or networks who 

could be helpful during the young entrepreneur’s start-up. 

• An overview of who the young entrepreneur can seek support from 

while starting his/her business  

• Gained insight into how to refine the business idea and choose a 

niche.  

 

 

Summary  

There is a lot to think about when starting a business. The chapter takes 

you and the young entrepreneur through practical steps that should be 

considered when planning to start a business, answers common questions 

such as “What is the very first step I should take as a self-employed 

person?” and gives the opportunity to reflect on the resources the 

entrepreneur has available in the process of his/her start-up.  

It is always good to reflect on things such as what interests and resources 

exist to have the best possible foundation to stand on. As a committed, 

young entrepreneur, it may feel like he/she “just want to get started”, but 

spending time on a good foundation for a future business can make it 

easier later, and it will reduce the risk of the business falling into pitfalls. 

This is where your support as a youth worker is crucial, where you can 

provide constructive feedback, empower, motivate and guide the 

young entrepreneur to build up a sound foundation for their business.   
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2. A sustainable idea  

 “Is my idea good enough?”—This is a question almost every entrepreneur, 

whether experienced or not, asks when starting a new business. Will I 

succeed in making a profit? Will people even buy my product/use my 

service? Is there a big enough market for what I’m offering? These are 

all normal questions when starting a business. However, for young people 

with little or no experience in business – and a lack of role models to 

lookup to – these questions can feel overwhelming. This chapter was 

written with them in mind. Here’s the truth: questioning your idea is not 

only normal, it’s necessary. It allows you to think about certain aspects of 

your business plan and develop the idea even further and in more detail. 

Overthinking, on the other hand, can be counterproductive and 

discouraging. Doubting yourself can hold you back before you even begin. 

Instead, focus on learning, planning, and testing your idea in the real 

world. On the next pages, you’ll find practical actions you can take to test 

your idea, reduce uncertainty, and move forward with confidence. 
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MARKET RESEARCH 

  
The first step every new entrepreneur should take to validate a business 

idea is to conduct market research. This helps estimate the size of the 

potential market and understand customer demand. 

 

 

 

 

 

1. Define target audience 

Write down the ideal customer, start with demographic description (age, 

gender, location, place of living, income, etc.)and identify how your 

product/service will solve their problem 

(To explore this topic further, consult the Best Customer section in the 

Business Canvas Modelling document, where you’ll find detailed 

explanations and examples). 

2. Analyse market demand 

Estimate how many potential customers exist (in your area or online) and 

identify if the market is growing or not. Help yourself with industry 

reports, government statistics, and tools like Google Trends to support the 

analysis.    

3. Estimate market size 

The bigger the problem, the better the potential demand. Based on your 

research –customer identification and statistical data – you can estimate 

the number of potential customers your business could target.  

 

 

Steps to follow: 

1. Identify your customers 

2. Analyse market demand for your 

product/service 

3. Estimate market size 

 

https://docs.google.com/viewerng/viewer?url=http://skillsxcellerate.com/onewebmedia/Business%2520Canvas%2520modelling%2520FINAL%2520(2).pdf
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This information is valuable for several reasons: 

• It helps you predict potential income. 

• It shows whether your business idea is financially sustainable. 

If the numbers are high, you may be targeting a mass market. If interest 

appears limited, you might need to adjust your idea, or you could be 

addressing a niche market where customers are willing to pay more for 

specialised products or services. 

 

ANALYSE COMPETITION 

Identifying similar products or services already on the market – also called 

existing alternatives or competing solutions – is an important step. By 

analysing already existing competitions, you can identify why your 

solution is better and where it stands out. 

Competition can be direct (offering a similar solution) and/or indirect (a 

different solution but a similar problem).  

 

 

 

 

 

• platforms for hashtags with your business idea. 

• Visit the area: walk around the location where you plan to open your 

business and observe similar businesses. 

➢ Write down all competitors you find. 

 

 

 

 

 

 

 

Steps to follow: 

1. Make a list of your competitors 

2. Analyse them. 

3. Identify the strengths of your business 
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  1. How to find competition?  

• Online search: use Google Maps, Yelp, ChatGPT and local or national 

directories with keywords related to your business (e.g., carpenter, 

florist, fast food restaurants). 

• Social media research: check Instagram, Facebook, TikTok and other 

platforms for hashtags with your business idea. 

• Visit the area: walk around the location where you plan to open your 

business and observe similar businesses. 

• Ask your network, read online, or interview people to get inspiration 

for business ideas. Is there a common thread in what is in demand? 

 

➢ Write down all competitors you find. 

 

2. How to analyse competitors’ strengths and weaknesses? 

• Check online reviews and forums to see what customers like or 

dislike. 

• Ask customers for feedback on competitors. 

• Do online research of their websites and social media presence to 

understand their marketing strategies, pricing, and offerings. 

Some questions to consider: 

➢ What are their strengths and weaknesses? 

➢ How do customers perceive them? 

➢ What can you do better or differently? 



 

18 
 

  3.    What are the strengths of your business? 

After analysing competitors, highlight what makes your business unique. 

This can include different aspects of your product/service: 

• Accessibility: more affordable or easier to use. 

• Efficiency: saves either time or money or both. 

• Reliability: more consistent or quality than alternatives 

or 

• Innovation: it offers something new or significantly improved to the 

market, whether it is a product, process, service or experience. 

For identifying your strengths, you can also help yourself with unique 

value proposition that your business offers (your unique solutions) and 

with questions such as:  

➢ How does it do it better than competitors?  

➢ What is the unique aspect of the business that customers won’t 

find elsewhere? 
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TEST YOUR IDEA: 

Once you know who your customers are and how large your market is, you 

can move from secondary research (analysing existing data) to primary 

research that involves collecting data directly from the source, and see 

what people are asking for. 

How can one do this? 

1. Surveys and Interviews 

• Identify a few people who match your ideal customer profile. 

• Conduct interviews to review aspects of your solution and gather 

feedback. 

• Use open-ended questions to encourage detailed responses. 

2. MVPs and Prototypes 

• Build a Minimum Viable Product (MVP) or prototype of your 

product/service. 

• Let customers try it and collect feedback to see what works and 

what doesn’t.  

3. Landing page 

• Create a simple, free landing page to explain your product or 

service. 

• Measure interest through sign-ups, clicks and re-orders. 

 

4. Selling or pre-selling:  

• Try selling your service or product on a small scale. 

• This is a good way to validate demand. 
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1. Customer identifications: List at least 3 target segments and define 

their characteristics (age, gender, income, locations, etc.) 

Target segment Description Characteristics 

e.g. for a carpenter: 

homeowners 

People looking for 

custom furniture 

Age 30-60, urban area, 

male and female, middle 

to high income 

 

 

  

 

 

  

 

2. Market demand analysis: Is the market growing or declining? Conduct 

an online search and find at least two different sources discussing trends. 

Sources used Summary of findings 

e.g. online surveys about home 

renovation trends and  

Eurostat data on household 

outgoings for furniture 

Demand for custom and sustainable wooden 

furniture is increasing, especially among 

families aged 35–50. 

Average annual spending on furniture per 

household is approximately €700–€1,000. 

 

 

 

 

 

 

 

 

 

EXCERCISES: 
Here is a summary of steps that can be practised as simple exercises. 

You may choose to do just one or complete all of them, either 

individually or as a group. 
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  3. Market size: Estimate the potential revenue. Define your geographical 

scope, estimate the number of potential customers, determine the 

average annual spending and calculate the total market size. 

 

Total 

households/businesses 

Target 

segment 

(%) 

Potential 

customers 

Average 

spend 

per 

customer 

per year 

Total market 

size 

e.g. 100,000 

population=>40,000 

households 

30% 40,000*30= 

12,000 

€800 12,000*€800= 

€9,600 

 

 

    

List of competition: List at least 4 similar businesses in your area. Help 

yourself with keywords and online search. 

4. Analyse competition: Look up each competitor’s website, social media, 

and customer reviews. Write a short analysis of their strengths, 

weaknesses, pricing, and service offerings. 

Competitor Strengths Weaknesses Pricing Service 

offering 

e.g.  Fast delivery Outdated 

website 

Budget-

friendly 

Custom 

solution 

     

     

     

 

5. Identify your strengths: Is your product/service more affordable or 

easier to use, does it save time or money or both, is it more consistent or 

quality or does it offer something new or significantly improved to the 

market? 
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Summary  

By following the steps outlined on these pages, you will arrive at concrete 

numbers based on evidence and analysis, which will give you a pretty 

good idea of what kind of results your business could achieve and answer 

the question of whether your business idea is good enough. 

Market research turns assumptions into evidence. Instead of guessing if 

your idea will work, you get real insights from analysis, comparisons, and 

potential customers, which drastically reduces risk. 

By gathering feedback and refining your offer based on real-world input, 

you can give your business the best possible chance of succeeding. These 

actions give you real insights into customer interest, market potential, and 

areas for improvement. 

Key Lessons: 

➢ Evidence over assumptions: Instead of guessing, you now have 

data to guide your decisions. 

➢ Refinement is part of the process: Feedback shows what works 

and what needs adjustment. 

➢ Risk reduction: Testing your idea early reduces the likelihood of 

costly mistakes. 

➢ Success does not require innovation: Even traditional ideas can 

thrive if you identify gaps and improve what’s already on the 

market. 
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3. Funding a business   
 

How do you get money for your business? Starting and running a business 

costs money, and especially in the beginning, it can feel difficult before 

you have any income. But there are several ways to get financing! In this 

chapter, we go through different options for funding your business, 

either by bringing in money from others or by using smart ways to keep 

costs low. Some common ways are venture capitalists, angel investors, 

crowdfunding, and bootstrapping (your own money).  

 

 

1. Crowdfounding  

Crowdfunding is an innovative way to raise money for your business. It is 

increasingly used by young entrepreneurs. With crowdfunding, you can 

also test whether potential customers really want your product or service. 

What is crowdfunding?  

Crowdfunding means that you present your idea on a crowdfunding 

website and ask people and companies for support. The website acts as a 

hub where many different projects are displayed. In this way, startups can 

raise money to start or grow their business.   
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How can crowdfunding help you? 

1. You can get capital and raise money for your idea without bank 

loans. 

2. You can test your idea and see if customers really want your product 

or service before fully committing. 

3. You get feedback and learn what works and what can be improved 

with your product or service. 

4. There is less risk for you since you don’t need to take loans or give 

away large parts of your company. 

5. It increases your visibility as a campaign can spread on social media 

and attract potential customers to your idea. 

6. It broadens your network and allows you to meet new partners and 

find more opportunities for your business. 

 

 

 

 

 

 

2. Bootstrapping - What is bootstrapping? 

Bootstrapping means starting and growing your business using your own 

money and resources, instead of taking loans or getting investors. You use 

what you already have, such as saved money, early revenue (from things 

you’ve sold), and smart ideas, to make your business work. 

 

 

 

 What is it good for?                                                                

1. Keep costs low. 

2. Reinvest profits into the business. 

3. Think creatively and find smart solutions 

without spending too much. 

4. The business grows slowly, so it becomes 

financially stable before you invest more. 

5. Bootstrapping is a way to build a business in 

a smart, sustainable, and independent way.  
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    How can bootstrapping help you?  

→ You decide yourself how the business develops, meaning you keep 

control. 

→ You have no bank loans, so you minimise the financial risk that 

comes with a loan. 

→ You can test your business idea to see if customers like your product 

or service. 

→ You learn a lot and grow personally while your business grows. 

3. Venture capitalist (VC) 

A venture capitalist (VC) is a person or a company that invests money in 

new, often early-stage businesses (so-called startups), in exchange for 

ownership shares in the company. A venture capitalist may invest in young 

entrepreneurs – but usually only if the business idea is highly promising, 

scalable, and has the potential to grow significantly. They rarely invest in 

small local businesses (like a small shop or café), but rather in ideas that 

can expand nationally or internationally. 

4. Business Angels  

Business angels are private investors who get involved early with both 

money and experience. They often invest smaller amounts than venture 

capital funds but can be more personal and flexible. Just like VCs, business 

angels usually only invest when a business idea is very promising, scalable, 

and has the potential to grow significantly. They rarely invest in small local 

businesses, but rather in ideas that can expand nationally or 

internationally. 

 

Source of image: https://driva-eget.se/artiklar/sa-hittar-du-ratt-affarsangel 

https://driva-eget.se/artiklar/sa-hittar-du-ratt-affarsangel
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Start-up-grants 

In Sweden, through Arbetsförmedlingen (the Swedish Public Employment 

Service), you can sometimes receive a grant to get started with your 

business if you are unemployed and have a sustainable business idea. 

What support do they offer? Financial support for starting a business, 

you can receive “support to start a business” for up to 6 months 

(sometimes 12 months) depending on circumstances. 

Who can apply? You need to be registered as a job seeker with 

Arbetsförmedlingen. Usually at least 18 years old. The business idea must 

be assessed as having good potential to become profitable and support 

you financially. 

 

National Incubator program (SISP) 

What support do they offer? Help for startups via incubators – access to 

networks, resources, sometimes capital, and advisory services. 

Who can apply? Companies in a very early stage, often with an innovative 

idea or technology orientation. Must be able to demonstrate growth 

potential. 

 

Local and regional support and grants 

What support do they offer? Municipalities and regions can have local 

grants for startups, support for local entrepreneurship, local incubators, 

sometimes free office spaces, advisory services, etc.  

Who can apply? Varies depending on which municipality/region you are in 

and the type of business.      

 

 

 

 

 

 

 

Young entrepreneurs in Sweden can find support here 
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SPOT: Slovenska poslovna točka 

The National SPOT System, or Slovenian Business Point, provides a 

comprehensive range of state-supported and free services for businesses. 

Under the unified SPOT brand, various institutions work together to offer 

guidance, information, and support to companies and business entities. 

https://spot.gov.si/sl/teme/spodbude-za-podjetnistvo 

 

 

 

 

 

 

Young entrepreneurs in Greece can find 
support here 
 

 

 

 

 

What support do they offer? Programs to support entrepreneurship 

among youth (18–29 years old), particularly focused on the digital 

economy. Grants/subsidies to create new and sustainable companies. 

Who can apply? You must be unemployed and registered at the 

employment office (DYPA); age limit 18–29. A business plan is required. 

 

 

 

 

 

 

Junicorns Fund (Jaunaragiai) 

What support do they offer? Supports young people (16–29 years old) 

with capital, networks, and mentorship programs to help their startups 

grow. 

Who can apply? Young entrepreneurs in the early stage jaunaragiai.lt 

 

 

Young entrepreneurs in Slovenia can find 
support here 
 

 

 

 

 

 

Young entrepreneurs in Lithuania can find 
support here 

 

 

 

 

https://spot.gov.si/sl/teme/spodbude-za-podjetnistvo
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Collaborative spaces “Spiecius” 

Collaborative spaces "Spiecius" are active business spaces created by the 

Innovation Agency, designed for small and medium-sized entrepreneurs to 

grow and expand their businesses, strengthen their entrepreneurial skills, 

collaborate with each other, and find new business partners. Spiecius 

operates in 15 Lithuanian cities: Alytus, Ukmerge, Visaginas, Birstonas, 

Plunge, Siauliai, Taurage, Panevezys, Rokiskis, Utena, Klaipeda, Kedainiai, 

Marijampole, Kaunas, and Gargzdai. 

Members of Spiecius receive a free package of entrepreneurship 

promotion services for one year, including business accelerators, 

mentoring, consultations, business skills trainings, workshops, subsidies, 

co-working space, networking events etc. 

If a person would like to join the Spiečius cooperation center, they are 

asked to fill out the application form. 

After evaluating the application and other documents, they get response 

within 5 days. 

• The following individuals are eligible to join the Spiečius community: 

representatives of small and medium-sized businesses; 

• those who have established their own company or are engaged in 

individual activities; 

• those who have been operating for no longer than 5 years; 

• young people (up to 29 years of age) who have a business idea. 

 

•  
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KTU Startup Space 

A startup community open to the general public, bringing together teams 

seeking to develop innovative businesses from the idea stage onwards.  

The incubator began its activities in 2012 and became the first academic 

start-up incubator in Lithuania. 

The incubator welcomes both students developing products or services at 

university and older people who have already gained experience and 

knowledge in the workplace and have decided to start their own 

innovative business. The most important thing in the KTU Startup Space 

community is ideas! 

 

 

 

 

 The KTU Startup Space community is strong, communicative, and active. 

Not only do they work together and strive for results, but they also host 

traditional events such as seasonal celebrations and business breakfasts. 

All teams working at the KTU Startup Space incubator are provided with 

an incubation program package, which consists of: 

• team coordination, consulting, 

• free physical workspaces 24/7, 

• expert support, 

• targeted, practical training and seminars, 

• assistance in finding partners and investors. 
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Those wishing to join the KTU Startup Space incubator need to take a few 

steps: 

• Register for a consultation: fill out the consultation form  

• Once you have filled out the consultation form, KTU Startup Space 

specialists will contact you to arrange a meeting time. 

• During the meeting, be prepared to present your idea, product, or 

service (you can use the materials prepared by our specialists to help you 

prepare for the meeting. Presentation here) 

• After the meeting, you will be informed about the next steps you 

need to take to join the KTU Startup Space incubation program. 

• Once you receive an invitation to join the incubator, we will invite 

you to sign an incubation program agreement. You will be familiarized 

with it during the first meeting. 

• Once you sign the agreement, you will become a member of the 

community. 

 

 

 

 

 

Summary  

Starting a business requires capital, but 

there are several ways to finance a 

business idea. One can use their own money 

(bootstrapping), raise money from other 

people through crowdfunding, or get 

investments from venture capital funds and 

angel investors. There are also international 

support programs that offer financial aid, 

advice, and networks for young 

entrepreneurs. By combining these options, 

young entrepreneurs can reduce risk, test 

their ideas, and grow both as a business and 

as an entrepreneur. 
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4. Solo vs. Co-founder(s) 
 

Youth entrepreneurship is transforming our economy, driving growth and 

innovation, and providing young people with financial independence and 

invaluable life skills. The youth entrepreneurship movement is driven by 

various elements, primarily access to knowledge. Also, for many young 

entrepreneurs, especially those from disadvantaged backgrounds, 

financial resources are often very limited when starting a business. Thus, 

every young person starting a business stands on the threshold of 

choosing whether to pursue an entrepreneurial journey alone or with a 

team. This choice affects how responsibilities are shared, how decisions 

are made, and even how quickly the business can grow. 

For youth workers, it is important not only to explain the benefits and 

challenges of each path but also to help young people develop problem-

solving skills for the difficulties they are likely to face. Below, both options 

are described with practical advice on how to support young learners in 

reflecting, preparing, and solving issues. 

 

 

 

 

 

 

 

 

 

A solo business 

When someone starts a business alone, they are 

the only founder and the main person driving 

everything forward. They come up with the idea, 

make all the key decisions, and carry full 

responsibility for both success and failure. In the 

beginning, they often have to handle many 

different tasks themselves – from product 

development and marketing to finance and 

customer service. 
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2. Clarity of vision. The business reflects the founder’s personal 

goals and creativity. 

• Support: help them draft a vision statement or personal mission 

map so they remain focused when challenges arise. 

3. Flexibility One person can pivot quickly when markets change. 

• Support: teach young people how to conduct simple “market 

checks” (surveys, feedback from peers) before making big changes. 

4. Personal growth. Solo founders learn about all aspects of business. 

• Support: show them how to set realistic learning goals and use free 

resources (online courses, mentoring) to fill skill gaps. 

5. Recognition. All credit goes to them. 

• Support: remind them to also build a support network, so 

recognition does not isolate them from potential collaborators. 

 

 

 

 

 

The advantages of Solo business and how youth workers can reinforce 
them 
 

 

 

 

 

 

1. Full control and independence. Young 

people value being able to make quick 

decisions without compromise. 

• Support: encourage them to practice 

structured decision-making (e.g., pros/cons 

lists, decision matrices) to avoid impulsive 

mistakes. 

 

 

 

 

 

 

While they might later hire freelancers, employees, or advisors, the vision 

and direction of the company remain fully in their hands. This gives them 

complete freedom to decide where to go and how to grow, but it also 

means they carry all the risks and pressure on their own. For many, this 

path is both a chance to stay independent and a challenge that demands 

resilience and self-discipline. 
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The Challenges of Solo business and how youth workers can help solve 
them. 
 

1. Heavy workload. Doing everything can lead to burnout. 

• Solution: teach time management tools 

(prioritisation, scheduling, delegation). Encourage 

them to outsource small tasks when possible. 

2. Limited perspectives. Ideas are based only on one person’s 

thinking. 

• Solution: create peer feedback sessions or youth 

entrepreneur networks where they can test ideas with others. 

3. Financial strain. All costs and risks are on one person. 

• Solution: show them how to build a simple budget and 

explore micro-grants, community funding, or youth start-up 

programmes. 

4. Loneliness. Lack of partners can feel isolating. 

• Solution: suggest joining entrepreneurship clubs, incubators, 

or online communities for social and emotional support. 

5. Slower growth. Limited capacity to scale. 

• Solution: help them identify when it might be time to bring in 

a co-founder or team members later in the journey. 

Team within a business – Starting a business with co-founder/-s When a business is started with co-founders, both 

responsibility and ownership are shared from the start. 

Instead of one person doing everything, the work is divided, 

and each funder usually takes care of the areas that match 

their skills – for example, one may focus on finance, another 

on product development, and another on marketing. 

Decisions are made together, which often means discussing, 

negotiating, and sometimes compromising. 
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  This way, no single person carries all the pressure, but big choices require 

agreement from the team. Having several funders brings in different ideas, 

backgrounds, and skills, which can make the business stronger and more 

creative. At the same time, this approach needs good communication and 

trust, because conflicts can harm the partnership. In short, building with co-

founders means committing not only to the business itself but also to the 

teamwork that makes it possible. 

The benefits of business with co-founders and how youth workers can 

reinforce them. 

1. Shared responsibility. No one 

person carries everything. 

• Support: teach young people to 

use project management tools 

(e.g., Trello, shared calendars) to 

divide tasks clearly. 

2. Complementary skills. Funders can 

focus on their strengths. 

• Support: run skills-mapping exercises so teams see who covers which 

area and where outside help is needed. 

3. Emotional support. Funders motivate and encourage each other. 

• Support: encourage regular check-ins where co-founders discuss not 

just business but also stress and wellbeing. 

4. Stronger credibility. Investors and clients trust a diverse team more. 

• Support: show teams how to present their collective strengths in 

pitches and applications. 

5. Faster scaling. More hands and networks help the business grow quicker. 

• Support: encourage youth to set growth goals and identify which 

funder leads each stage of scaling. 
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Challenges and how youth workers can help solve them. 

1. Conflict potential. Differing opinions slow 

progress. 

• Solution: train teams in conflict resolution 

and encourage them to agree on 

communication rules early. 

2. Shared control. Decision-making can be slow. 

• Solution: teach them how to define 

decision-making rules (e.g., majority vote, 

assigning decision areas). 

3. Equity division. Disputes over shares and profits. 

• Solution: encourage co-founders to write a simple funders’ 

agreement with clear roles, shares, and exit rules. 

4. Dependence on others. If one leaves, the team struggles. 

• Solution: show them how to document responsibilities and build 

backup plans for key roles. 

5. Need for formal agreements. Without contracts, 

misunderstandings can harm the business. 

• Solution: guide youth to local start-up support centres or free 

legal aid programmes that help draft agreements. 

 

  Exercise “Solo or with Co-founder/-s?” 

• This exercise helps young people decide whether they are 

better suited to working alone or with co-founders/s. 

• Honestly assess your own abilities and identify where your 

strengths would be most beneficial to establish a youth solo 

business or with co-founder/s. 
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Part A 

Question Yes No 
I appreciate the ease of establishment and operation, minimal 
legal and financial requirements 

  

I have most of the skills needed to run the business (marketing, 
finance, sales, product development) 

  

I prefer to make decisions quickly and independently.   
I enjoy working alone and don’t mind long hours by myself.   
I can manage stress without much outside support.   
I am comfortable taking full responsibility if things go wrong.   
I am resilient and disciplined enough to work productively to 
overcome challenges. 

  

I prefer to communicate closely with clients, establish personal 
relationships 

  

If my business should face a lawsuit for negligence in providing 
services, I have the resources to overcome the challenges. 

  

   
Part B 

Question Yes No 
My business idea involves challenges that would benefit from 
diverse expertise. 

  

I plan to grow and scale quickly, possibly with external 
investment. 

  

I need support in some areas because I do not have all the skills 
(marketing, finance, sales, product development). 

  

I usually deal with stress by talking it out with others.   
I enjoy sharing ideas and responsibilities with partners.   
I value having different perspectives when solving problems.   
I would rather share profits than carry all risks alone.   
I stay motivated by collaborating with others.   
I am good at teamwork, negotiation, and active communication 
with partners. 

  

 

Tip for Youth Workers. 

More “Yes” answers in Part A indicate that a solo business is more suitable.  

More “Yes” answers in Part B indicate a better suitability for a business  

with co-founder/-s. 
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Group Discussion 

In small groups encourage participants to share their reflections and 

discuss: 

• What qualities and skills would they ideally look for in co-founders? 

• How would they ensure good communication and fair division of  

• responsibilities in a team? 

• Or, if they lean towards solo entrepreneurship, what strategies they 

would use to stay motivated, manage workload, and fill in skill gaps. 

 
 
 

Summary 

The decision between solo entrepreneurship and co-founding is not about 

which path is universally better, but about which path fits the person’s 

goals, personality, and resources. Some thrive on independence and 

want full ownership of their business journey, even if it means carrying the 

full weight of responsibility. Others prefer collaboration, believing that 

the diversity of skills and perspectives makes the venture stronger. 

A young person considering entrepreneurship should reflect on their 

working style, risk tolerance, and vision for the future. Do they enjoy 

making decisions alone and owning all the credit – and all the risk? Or do 

they prefer to share responsibilities, brainstorm with others, and build 

something bigger together? 

The role of a youth worker is to help them not only understand these two 

paths but also build the problem-solving skills needed to face the realities 

of entrepreneurship. By guiding young people in reflection, 

communication, and planning, youth workers can ensure that whichever 

path they choose, they are prepared to face challenges with confidence 

and resilience.  
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5. Economy & financing  

Financial management is one of the most critical entrepreneurial skills a 

young person can develop. Whether running a small community project, 

starting a social enterprise, or simply trying to live independently, 

understanding how money flows in and out, how to plan ahead, and how 

to make informed financial decisions are essential foundations for 

success. 

Yet, for many young people, and even for youth workers who guide them, 

the world of finance can feel intimidating. Terms like cash flow, budgeting, 

or financial projections may seem abstract, but in reality, they describe 

simple, practical processes that anyone can learn to master. 

This chapter aims to demystify financial management by breaking it 

down into concrete, easy-to-understand parts. Youth workers will gain 

clear methods, tools, and examples to help young people: 

• build financial literacy and confidence; 

• plan their resources effectively; 

• make sound economic decisions for their personal lives or projects; 

• and understand the basic principles of entrepreneurial finance. 

Ultimately, the goal is to enable young people to see money as a tool for 

empowerment and sustainability, not as a barrier to their ideas. 
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Understanding Financial Literacy  

What is financial literacy? 

Financial literacy means having the knowledge and skills to manage 

financial resources effectively for a lifetime of financial well-being. It 

involves:  

• Understanding basic financial concepts (income, expenses, savings, 

credit, debt, investments). 

• Being able to create and follow a budget. 

• Making informed decisions about spending and saving. 

• Understanding long-term consequences of financial actions.  

In simple terms: Financial literacy is knowing where your money comes 

from, where it goes, and how to make it work for you.  

 

 

 

 

 

 

 

 

 

Why it matters for youth 

For young people, financial literacy: 

• Builds independence and self-

confidence. 

• Reduces stress related to money 

issues. 

• Encourages responsible 

entrepreneurship. 

• Helps them turn creative ideas 

into sustainable initiatives. 

 

 

 

 

 

 

 

 

 

Youth workers play a vital role in this process by translating abstract financial 

ideas into real-life lessons, connecting numbers to everyday actions. 
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The basics of managing finances 
 

The three building blocks  

Financial management can be understood through three core concepts: 

Concept What it means Why it matters 

Cash Flow The movement of 

money in and out over 

time. 

Helps you see if you 

have enough to cover 

your needs. 

Budgeting Planning income and 

expenses in advance. 

Prevents overspending 

and ensures funds for 

priorities. 

Financial Projection Estimating future 

income and expenses. 

Allows long-term 

planning and 

sustainability. 

These three concepts form the “Financial Triangle”, when balanced, they 

keep your financial system healthy.  

 

Understanding cash flow 

What is a cash flow? 

Cash flow is the lifeblood of any project or business. It shows how money 

enters and leaves your account over time. 

• Positive cash flow means you earn more than you spend. 

• Negative cash flow means you spend more than you earn. 

Visualize it like water in a tank: 

If more water (money) is coming in than going out, the tank fills up. If 

more goes out than comes in, the tank empties.  
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Example: Youth Project Cash Flow 
 

Month Inflow 
(Funding, 

Sales, 
Donations) 

Outflow 
(Expenses) 

Cash flow 

January €1,000 €800 + €200 
February €500 €700 - €200 
March €800 €600 + €200 

 

In this example, the youth project starts with a positive balance in January, 

but experiences a negative cash flow in February when expenses exceed 

income. By March, the balance improves again, showing how cash flow 

fluctuates month to month and why it’s important to monitor inflows 

and outflows regularly to avoid running out of funds. This simple 

overview helps youth workers illustrate that even well-planned projects 

can face short-term shortages, emphasizing the need for financial 

foresight and reserve planning. 

 

Even simple tables like this help visualize financial health. 
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How to teach cash flow to youth   

- Use visual tools (arrows showing money in/out). 

- Ask participants to list all their incomes and expenses for one week. 

- Discuss which items are essential vs non-essential. 

- Explain that timing matters: sometimes, money problems are not 

about total income, but when it arrives. 

 

 

 

Budgeting: Your Financial Compass  

What is a budget? 

 A budget is a plan for how you will spend and save money. It helps you: 

• Control spending. 

• Save for goals. 

• Avoid unnecessary debt.  

1. List all income sources 

(wages, grants, family support, sales, etc.) 
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Example: Simple Monthly Budget  

Category Income (€) Expense (€) 

Salary / Allowance 800 - 

Project Grant 200 - 

Rent - 400 
Food - 250 
Transport - 80 
Other - 70 
Total 1000 800 
Balance  +200 

 

To make budgeting engaging: 

• Use budgeting games (e.g., “€1,000 Challenge” – how would you 

spend/save it?). 

• Relate it to real-life decisions (music festival tickets, smartphone 

purchase, travel planning). 

• Encourage them to think about “needs vs wants.” 

 

 

 

 

 

 

2. List all expenses 

(rent, food, transport, equipment, etc.) 

3. Group expenses into: 

Fixed (same every month, e.g. rent) 

Variable (change monthly, e.g. electricity, 

travel) 

4. Subtract expenses from income 

If positive → save or invest. 

If negative → reduce costs or increase income. 

5. Review monthly. Adjust where needed.  
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      A solid budgeting framework: spend 50% on core operations, invest 

30% in innovation and market growth, and retain 20% as profit or reserve 

capital.  

Financial Projections and Planning  

Why plan ahead?  

Budgeting looks at the present, but financial projections look to the 

future. 

They answer: If current trends continue, where will we be in 6 or 12 

months?  

How to make a simple projection  

1. Start with your current budget. 

2. Estimate income and expenses for the next months. 

3. Include expected changes (new funding, higher rent, seasonal 

costs). 

4. Update regularly  

Interpretation: 

Planning ahead helps anticipate low months and prepare accordingly.  

Managing Finances in Entrepreneurial Projects  

Common financial challenges for youth initiatives  

• Irregular income (e.g. waiting for grant payments). 

• Underestimating hidden costs (materials, promotion, travel). 

• Lack of savings for emergencies.  

• Mixing personal and project finances.  
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Financial tools to use      

• Spreadsheets: Excel, Google Sheets. 

• Free apps: Mint, YNAB, Wallet. 

• Cash flow templates (create visual dashboards). 

• Digital banks for easy tracking. 

 

Practical solutions 
 

Challenge Possible solution 
Irregular income Create a small reserve fund (3 

months’ costs). 
Hidden costs Track every expense, even small 

ones. 
Lack of savings Set aside a fixed amount each 

month. 
Mixed finances Keep separate accounts for project 

vs personal. 
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From Personal Finance to Entrepreneurial Finance  

Similar Principles, Different Scale 

Managing a small business or social enterprise follows the same logic as 

personal budgeting, but with larger stakes. 

Common principles: 

• Keep cash flow positive. 

• Avoid unnecessary debt. 

• Plan for growth. 

• Monitor performance monthly.  
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Example: Small Youth Enterprise 
A group of young entrepreneurs runs a workshop series. 

They receive €2,000 in funding and expect €800 in participant fees. 

Income: 

• Funding: €2,000 

• Participant fees: €800 

Total Income = €2,800 

Expenses: 

• Materials: €1,000 

• Venue: €400 

• Promotion: €200 

• Youth salaries/stipends: €800 

Total Expenses = €2,400  

Result: 

• Surplus = €400, which can be saved or reinvested in future activities. 

This model introduces key business principles such as profit generation, 

fair compensation, reinvestment, and financial sustainability, showing 

how youth-led enterprises can balance income, expenses, and future 

growth.  

Teaching Tips for Youth Workers  

1. Use real-life scenarios  

Ask participants to imagine: 

“You just received €5,000 for your youth project. How will you spend it to 

last 6 months?” 

Have them plan, present, and discuss choices. It builds collaboration and 

realism. 
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 2. Encourage reflection  

Promote questions like: 

What surprised you about your 

spending habits? 

How can you prepare for 

unexpected costs? 

What does financial 

responsibility mean to you? 

  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

  3. Combine creativity and structure  

• Use visual charts and colour-coded budgets. 

• Integrate financial lessons into other topics (e.g. sustainability, 

teamwork). 

• Gamify learning: points for saving or realistic planning. 

 

Summary  

Managing finances isn’t about having lots of money, it’s about knowing 

how to handle what you have. 

By mastering cash flow, budgeting, and financial planning, young people 

can turn ideas into sustainable projects and lives. 

Youth workers can support this journey by: 

• Simplifying complex terms. 

• Encouraging small, consistent habits (recording expenses, setting 

goals). 

• Linking financial literacy to empowerment and entrepreneurship. 

When young people understand money, they understand power, the 

power to build, to create, and to sustain.  

 

 

 

 



 

49 
 

  

Exercise: “The Budget Challenge” 

Objective:  

To help youth understand how budgeting works and the impact of choices on 

financial stability.  

Duration: 

45–60 minutes 

Materials: 

• Paper or spreadsheet template 

• Calculator 

• “Scenario cards” with fictional incomes and goals (e.g., student living 

alone, small project, startup team)  

Instructions: 

• Form small groups. Each group receives a scenario (income, goals, 

challenges). 

• Design a monthly budget using given data. 

• Include savings and plan for unexpected costs. 

• Present and discuss decisions: what they prioritized, what they 

sacrificed. 

• Reflect: What did they learn about money management? 

Expected outcomes: 

• Awareness of spending patterns 

• Improved understanding of budgeting principles 

• Teamwork and decision-making practice 

• Reflection on real-life financial behavior  

Optional extension activity: “Cash Flow Roleplay” 

Simulate income and expense events over several “months.” 

Each group records results and sees whether they maintain positive cash 

flow. 
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Final reflection 

Financial literacy isn’t only about numbers, it’s about choices, priorities, 

and foresight. 

Through this chapter and the suggested activities, youth workers can help 

young people build a mindset of financial responsibility and confidence, 

preparing them for both personal independence and entrepreneurial 

success.  
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Conclusion of the guide  
 

The Idea Bank equips youth workers with the knowledge and tools they 

need to effectively mentor young entrepreneurs. Through this guide, 

innovative methodologies for entrepreneurial education in non-formal 

settings are integrated, promoting equality in entrepreneurship and 

encouraging greater diversity among entrepreneurs. 

With this problem-solving guide, we aim to provide youth workers with 

concise and practical informatio  that will help them respond to the most 

common questions young entrepreneurs face, such as: 

• How do I start? Where should I begin? Where can I look for help? 

How do I find a business idea? 

• Is my idea good enough? Will I succeed? How can I test my idea? 

• How can I secure funding to start a business? 

• What are the benefits of starting a business alone versus with a 

friend or a team? 

• How do I manage my finances effectively? 

Whether addressing sustainable business ideas, financial literacy, or basic 

guidance on where to start and where to find information, this guide 

covers it all. It also includes practical examples and exercises throughout 

the guide that youth workers can use when working with young people 

and supporting them in answering these questions. As a result, this guide 

empowers youth workers with knowledge and strengthens young 

entrepreneurs’ ability to make well-informed business decisions, fosters a 

culture of innovation and independence and stimulates the growth of 

youth-led businesses. 
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