
 
 

The Victory for Our Region Business Clinic: Empowering new 
entrepreneurs to strengthen the local economy and create jobs 

 

Executive Summary 

 
Victory for Our Region sees small businesses in West Virginia as one of the main drivers of 

economic growth, poverty reduction and job creation and wishes to significantly grow the 

contribution of small businesses to the region’s GDP over the next 3 years. However, 

with approximately 4 out of 7 new small businesses failing within the first year of 

establishment, the failure rate of small businesses remains a challenge. To achieve the 

envisioned economic growth, small businesses in West Virginia therefore require more 

support to improve their success rates. 

 

The Victory for Our Region Business Clinic will assist college students Marshall University 

and other interested people in the city of Huntington, West Virginia, to start and run their 

own insurance businesses. Huntington is a medium-sized city located in the state of West 

Virginia. With a population of 47,079 people and 28 constituent neighborhoods, Huntington is 

the second largest community in West Virginia with slightly less population than the state 

capital of Charleston. It is also the home of Marshall University (with an enrollment of 13,000 

students) and many consider it a college community.   

 

The Victory for Our Region Business Clinic will target these students by providing four distinct 

training courses as well as ongoing business mentorship. The courses help students to 

establish, maintain and grow their businesses successfully after graduation. Training will 

be conducted on the campus of Marshall University and in the offices of Victory for Our 

Region, which will serve as a business incubator until such time as new business owners are 

able to branch out on their own. To maintain uniformity of learning and support 

communication, laptops will be offered to each participant. The training is expected to have 

a direct impact on 110 aspiring entrepreneurs as each learns about, creates, manages and 

grows their own business in the period between January 2020 and December 2022. 

The training is expected to cost $28,916 per student (including a small salary for one year) 

and we expect to enroll 110 students for a total investment of $3,180,883. The clinic 



 
 

accommodates 15-21 students per three-week cohort and we anticipate having six cohorts. 

Funding is required for the training, mentorship as well as the continued sustainability of the 

clinic to build on and scale-up its successful track record. 
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The Victory for Our Region Business Clinic: Empowering new 
entrepreneurs to strengthen the local economy and create jobs 

1. Support for small businesses required to boost West Virginia’s economic growth 

“My belief is that the heart of West Virginia business and the future of our state is in 

the growth of small business and the unleashing of entrepreneurship opportunities.” 

Jim Matuga, President, InnerAction Media 

It has been estimated that of the 116,726 businesses in West Virginia, 98.9% (or 114,391) 

are small and therefore play a significant role in economic growth and job creation in the 

area.1 West Virginia’s economy enjoyed its strongest year of growth in nearly a decade 

during 2017, emerging from several years of severe economic weakness. Most of the bounce 

back in the state’s economy is connected to the energy sector, not only from the increased 

production of coal and natural gas but also as a result of a massive build-out of new natural 

gas pipeline infrastructure throughout the state. Growth has broadened to include more of 

the state’s regions over the past year or so, but the overall magnitude of gains in jobs and 

output have remained concentrated in just a few areas as some portions of West Virginia 

continue to struggle with a range of weak economic fundamentals.2  

One such area is Huntington, West Virginia where the failure rate of small businesses is 

particularly high. The President of the Huntington Regional Chamber of Commerce, Bill 

Bissett, has indicated that four out of seven small businesses fail within the first year of 

operating. The high failure rate indicates the great need for early-stage support to ensure that 

the aggressive economic growth strategy that has been outlined in The West Virginia 

Development Office Annual Action Plan is realized.3 

Victory for Our Region plans to provide support to entrepreneurs wishing to start their 

own business in the city of Huntington, West Virginia. Huntington has seen the job market 

decrease by -0.5% over the last year. Future job growth over the next ten years is predicted 

                                                           
1 West Virginia Development Office, West Virginia Department of Commerce, https://www.wvsbdc.com/annual-report, p.8. 
2 https://researchrepository.wvu.edu/bureau_be/302/ 
3 https://www.surveymonkey.com/r/WVCAD 

https://www.wvsbdc.com/annual-report
https://researchrepository.wvu.edu/bureau_be/302/
https://www.surveymonkey.com/r/WVCAD
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to be 24.7%, which is lower than the US average of 33.5%.4 The City of Huntington is the 2nd 

largest city in West Virginia with a population of 47,484 as of July 1, 2019. Huntington ranks 

in the upper quartile for Population Density and Diversity Index when compared to other 

cities in the State. Since 2005 the unemployment rate in Huntington, West Virginia has 

ranged from 3.8% in April 2019 to 14.3% in February 1992. The current unemployment rate 

for Huntington is 4.6% in July 2019.5 

The aim of the Victory for Our Region Business Clinic is to combat some of these issues by 

training, empowering and supporting new local entrepreneurs, thereby strengthening the local 

economy and creating new jobs. With Marshall University located here, there is a fresh 

supply of eager young people willing, able, and interested to start their own business. 

2. The Victory for Our Region Business Clinic 

The Victory for Our Region Business Clinic will be overseen by Founder and CEO Brooke Lunsford 

in cooperation with staff from Marshall University. It will provide insurance training to 

university students, as well as business training, mentoring, advisory and counselling services 

to those students (and others from the community) who wish to start their own insurance 

business and become entrepreneurs in the Huntington area.  

The objectives of the Victory for Our Region Business Clinic are: 

 to contribute to the goals of the local & state economic development plans. 

 to develop Small, Micro and Medium Enterprises (SMMEs). 

 to develop a dynamic, diverse and thriving local business environment. 

 to inspire a culture of entrepreneurship. 

The services offered at the Business Clinic fall into four categories: insurance training, 

business training, business mentorship and business support. 

 

                                                           
4 https://www.bestplaces.net/economy/city/west_virginia/huntington 
5 https://www.homefacts.com/unemployment/West-Virginia/Cabell-County/Huntington.html 

 

https://www.bestplaces.net/economy/city/west_virginia/huntington
https://www.homefacts.com/unemployment/West-Virginia/Cabell-County/Huntington.html
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2.1. Insurance Training 

The Business Clinic journey begins with a class taught on the Campus of Marshall University by 

Brooke Lunsford. Although the business clinic is open to any potential entrepreneur, 

regardless of whether they are a student at Marshall University, those that take the insurance 

training course will have a leg up on those that do not.  

 Understanding MY Products Training: This course is provided to students who wish 

to learn about the insurance industry, regardless of whether they wish to start their 

own business. The seventeen week training course (one semester) is taught on the 

campus of Marshall University by Brooke Lunsford, who provides an understanding 

of insurance related products and how they apply to a wide range of consumers. (see 

Appendix A) 

2.2. Business Training 

Although insurance is being utilized as the product to be provided by entrepreneurs, the 

Business Training provided is applicable to any business, whether or not it offers insurance as a 

product. Business training will be provided in the offices of Victory for Our Region for six (6) 

cohorts of approximately 15-21 people each and consists of three parts, each built upon the 

other. Each part is taught jointly by Brooke Lunsford and local entrepreneurs who are 

invited to address the group and share real-world experiences and challenges related to 

the topic. Professors and staff from Marshall University will be utilized to provide 

authority and insight on various topics, such as marketing and finance. 

 Start-My-Business Training: The five-day training course (see Appendix B) prepares 

the participants for the leap to start a business. 

     Manage-My-Business Training: This course is designed to help young entrepreneurs 

understand how to manage their businesses once established, as well as improve 

their business skills (Appendix C). The five-day training course focuses on all functional 

areas of management. 

 Grow-My-Business Training: This course is designed to help participants increase 

their market share (Appendix D). It equips the entrepreneur to grow the business 

footprint and profitability through radical and incremental innovation. 

All training is highly focused on the use of technology to provide a competitive advantage. 

Each student attending the course receives a laptop computer. 
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All three business training courses focus heavily on marketing, financial management, 

personal financial management, general management, entrepreneurship, innovation, ethics 

and responsible leadership. Subject areas relating to record-keeping, finances and 

marketing are conducted on the provided laptops with cloud access and storage. The 

laptops are pre-loaded loaded with business apps and client management software. 

Students are assisted to develop their own webpages and set-up social media as a way of 

marketing. Through constant Wi-Fi access in the training venues, students are able to 

conduct market research and source new customers.  

2.3. Business Mentorship 

After training has been concluded, Business Clinic Mentors are assigned to each budding 

entrepreneur who will schedule follow-up meetings to monitor their progress and 

provide mentorship on an as needed basis. The following support is provided: 

 Start-Up Business Mentoring: All entrepreneurs attending training at the Business 

Clinic receive mentorship to provide advice and to address shortcomings, especially 

during the start-up of the business. 

 On-Going Business Support: This form of support is offered to entrepreneurs who 

have started their business but may be struggling to establish themselves in the 

marketplace or to meet demand for their services. 

2.4 Business Support 

In addition to training and mentoring other forms of business support are offered. These 
include: 

 Customer Leads: Given Brooke Lunsford’s role as both and insurance agent and a 

realtor, some of the initial leads will be generated from existing customers and from 

an established network of marketing activities already in place. The leads will be 

provided to entrepreneurs from the business clinic who will make their own calls to 

potential clients. Entrepreneurs will also be taught how to generate their own leads. 

 Outbound Call Center: Initially, all students who wish to start their own insurance 

agency will begin by utilizing an outbound call center, offered at the offices of Victory 
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for Our Region. This will be their main source for potential customers, and 

entrepreneurs who embrace this foundational process will grow their business more 

quickly than those who do not. 

 EZLynx Software Training: EZLynx Agency Management System allows users to 

maximize their insurance business’ potential by increasing the ability to retain current 

customers while acquiring new business. All customer quotes, policies, and documents 

are in one organized place and allow for easy remarketing with up-to-date information 

that is synced from daily policy downloads. Students will be taught how to use this 

software effectively. 

 Business Networking: These events are normally outside office hours to allow 

all business owners to attend, such as Chamber of Commerce Meetings and Rotary 

Club participation. Entrepreneurs will be introduced to the event or activity, where 

new business owners can be endorsed and where business partners, clients and 

suppliers can be sourced in a safe and reliable environment. 

3. Personnel 

The Clinic will be headed by Victory for Our Region Founder & CEO, Brooke Lunsford, who 

also teaches the Insurance Training course. Marshall University will provide staff (including 

Glenn Midkiff) to help conduct the Business Training portion of the Clinic. Other academic 

staff and professors may also be utilized. 

 Brooke Lunsford: Brooke is currently a local realtor and insurance agent under his 

own name, who also ran for Senate in 2017, where he campaigned under a platform 

of job growth and workforce development. However, Brooke’s direct experience in 

this type of project came as manager of Synergy Insurance Group, where he 

previously ran offices of 24-50 insurance agents who he trained and supervised to 

meet ambitious production goals for Fortune 10 Company. He led joint sales calls and 

penetrated new markets to fuel profits for the branch and coached them in sales, 

service, and communication. He also monitored performance and implemented 

process improvements. He received the Pacesetter Award for superb sales and leading 

the staff to rank #1 in the district and consistently inspired the team to meet 100% of 

goals for production, sales, and client satisfaction.  
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 Glen Midkiff: Glen is currently Director of Stakeholder Engagement, Office of the 

Dean, Marshall University and will coordinate the selection/invitation of Marshall 

University staff to support this project. His credentials include: Education Specialist 

Degree, Marshall University; Master of Science, Adult & Technical Education, Marshall 

University; Regents Bachelor of Arts, Counseling, Area of Emphasis, Marshall 

University; Director of Stakeholder Engagement, Lewis College of Business, Marshall 

University, 2016-Present; Director of Career Services, Mountwest Community & 

Technical College, 2013-2016; Career Services Manager, ITT Technical Institute, 2011-

2012; Event & PR Coordinator, Career Services, Marshall University, 2008-2011; 

Assistant Director, Housing, University of Louisville, 2003-2007; Residence Hall 

Coordinator, Housing, Michigan State University, 2000-2003. 

Two yet unknown full-time Business Mentor Coordinators will also be employed. Full-time 

employees will be assisted by a panel of external business consultants who will volunteer to 

assist with the mentorship of entrepreneurs and business owners. Volunteer consultants will 

be recruited after full time mentors are hired. 

To assist in the ongoing Business Clinic process, an expert nonprofit consultant will be hired 

to assist in operational, fundraising, marketing and management decisions. 

4.       Implementation Strategy and Timeline 

Although we are hopeful that every student who expresses and interest in starting their 

own business actually do so, we also understand that some students will not be able to 

do so for a variety of reasons. This includes not having the ambition or drive to 

aggressively seek out new business, lacking a true entrepreneurial spirit, lacking the 

discipline required to be independent, or an unwillingness to take the risk that is inherent 

in a new business venture. For these students, there are other options. They can work or 

partner with other entrepreneurs within or outside of the business clinic, or they can 

become employed by another insurance agency or business. For example, although State 

Farm has over 119,000 offices nationwide, they are having difficulty finding agents, and 

hundreds of these agencies are currently for sale.6 Mr. Lunsford can facilitate the 

                                                           
6 According to Brooke Lunsford after completing a State Farm training course. 



7 
 

placement of these potential agents for those that are hiring. Addionally, he may buy 

some of the agencies that are closed, and hire graduates of the Business Clinic to manage 

and operate such ventures. In this way, jobs will be created and the workforce will be 

expanded well beyond Huntington, West Virginia. 

For those students that express interest in the Business Clinic, either while taking the 

Insurance course at Marshall University, or from outside the university, the process for 

entrepreneurs is fairly straightforward: Get trained, get support and start the process. 

The implementation schedule is expected to be delivered as shown below and follows the 

semester schedule for Marshall University: 

Action Timeframe 

Marketing of Business Clinic to general public January, 2020 – December, 2022 

Potential entrepreneurs express interest in Business 
Clinic 

January, 2020 – December, 2022 

Spring Semester, 2020  

Students take Insurance Course at Marshall 
University 

January – May, 2020 

Entrepreneurs enrolled in Business Clinic Cohort #1 June – July, 2020 

Business Training conducted (Start, Manage, Grow) 
for Cohort #1 

August, 2020 

Business Training conducted (Start, Manage, Grow) 
for Cohort #2 

September, 2020 

Entrepreneurs from Cohort #1 begin making outbound 
calls 

September – December, 2020 

Business Clinic Mentor Coordinators are hired October – December, 2020 

Entrepreneurs from Cohort #2 begin making outbound 
calls 

October, 2020 – January, 2021 

Entrepreneurs from Cohort #1 file paperwork to start 
own business 

December, 2020 – April, 2021 

Entrepreneurs from Cohort #2 file paperwork to start 
own business 

January – April, 2021 

Volunteer Business Consultants for Cohorts #1-2 are 
recruited & assigned 

January – March, 2021 

Fall Semester, 2020  

Students take Insurance Course at Marshall 
University 

August, 2020 – December, 2020 

Entrepreneurs enrolled in Business Clinic Cohort #3 January – July, 2021 

Business Training conducted (Start, Manage, Grow) 
for Cohort #3 

August, 2021 

Entrepreneurs from Cohort #3 begin making outbound 
calls 

September – December, 2021 
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Business Training conducted (Start, Manage, Grow) 
for Cohort #4 

September, 2021 

Entrepreneurs from Cohort #4 begin making outbound 
calls 

October, 2021 – January, 2022 

Entrepreneurs from Cohort #3 file paperwork to start 
own business 

December, 2021 – April, 2022 

Entrepreneurs from Cohort #4 file paperwork to start 
own business 

January – April, 2022 

Volunteer Business Consultants for Cohorts #3-4 are 
recruited & assigned 

January – March, 2022 

Spring Semester, 2021  

Students take Insurance Course at Marshall 
University 

January – May, 2021 

Entrepreneurs enrolled in Business Clinic Cohort #5 June – July, 2021 

Business Training conducted (Start, Manage, Grow) 
for Cohort #5 

August, 2021 

Entrepreneurs from Cohort #5 begin making outbound 
calls 

September – December, 2021 

Business Training conducted (Start, Manage, Grow) 
for Cohort #6 

September, 2021 

Entrepreneurs from Cohort #6 begin making outbound 
calls 

October, 2021 – January, 2022 

Entrepreneurs from Cohort #5 file paperwork to start 
own business 

December, 2021 – April, 2022 

Entrepreneurs from Cohort #6 file paperwork to start 
own business 

January – April, 2022 

Volunteer Business Consultants for Cohorts #5-6 are 
recruited & assigned 

January – March, 2022 

5. Impact 

The Business Clinic has the potential to make a huge impact in the lives of vulnerable 

entrepreneurs and to grow the economy in the region. We anticipate a great demand for 

the training and to have all courses fully booked weeks in advance. 

In addition to the direct jobs created for the entrepreneurs themselves, other jobs will also 

be created as entrepreneurs are successful and need to hire addional staff such as 

administrative assistants and agents in order to handle the growth of their businesses. As 

such, the effect becomes larger over time, and is therefore strategic in its implementation. 

As small businesses grow, they will also have an exponential impact on the economy since 

they will rely on vendors and service providers, marketing companies, office services and a 

wide range of other suppliers to provide goods and services which will help them conduct 

business in the area. 
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5.1. Strategic Business Growth and Job Growth 

Employment within the insurance industry has shown significant growth since 1960. Each 

decade, between 1960 and 2000, there was an increase in the number of employees which 

were employed in the industry – increasing by around 300,000 employees each decade. 

However, between 2000 and 2010, the number of employees declined from 2.35 million to 

2.34 million. Some recovery and growth within employment can be seen to have occurred in 

2014. This growth is likely the result of increasing numbers of agents, brokers and service 

employees in the insurance industry, which has been positive since 2010.7 

 

The number of health insurance employees has also seen growth, but the number 

of employees in life insurance saw a significant decrease between 2000 and 2005 and 

stagnation ever since. Stagnation within industry employment is believed to be the result of 

many insurance professionals entering retirement and these positions being left vacant or 

being replaced by increasing automation within the industry. The number of employees in 

the U.S. reinsurance industry can also be seen to be on the decline, and overall, a lack of job 

growth within the industry is also seen as a threat to the business model of insurance 

companies.8 Hence the need to face this threat head-on. 

The graph below indicates the number of people that will benefit from the training over the 

next three years. The direct impact indicates the number of people who will attend the 

training courses and the indirect footprint indicates the number of people who are 

expected to be hired by the new businesses as staff. In the insurance industry the average 

agency has two employees and so the number of jobs is not expected to grow at the same 

rate for the following years, and will probably level off in those years. 

                                                           
7 https://www.statista.com/statistics/194233/aggregate-number-of-insurance-employees-in-the-us/ 
8 https://www.statista.com/statistics/194233/aggregate-number-of-insurance-employees-in-the-us/ 

https://www.statista.com/statistics/194233/aggregate-number-of-insurance-employees-in-the-us/
https://www.statista.com/statistics/194233/aggregate-number-of-insurance-employees-in-the-us/
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During the training period (2020-2022), salaries are expected to be subsidized by grants 

and paid at a rate of $20,000 for the first year for each entrprepruenuer. As they find leads 

and secure clients, they will generate their own incomes for the second and third years. 

The graph below shows the short-term revenue expected to be generated by those 

entrepreneurs who participate in the Business Clinic while they are starting their business, 

including the subsidy for their first year salaries. The figures use standard insurance 

industry related lead-generation and conversion rates. By 2023, entrepreneurs who 

complete the Business Clinic and their employees can expect to generate approximately 

$4,400,000 in revenue. 

 

The graph below shows the long-term projected economic impact demonstrated by the 

revenue expected to be generated by the same entrepreneurs and their employees after 

their business is up and running. The figures estimate an individual salary for each 
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employee of approximately $75,000/year with an established business. By 2025, 

entrepreneurs and their staff can expect to generate over $16,500,000 in revenue. 

 

5. Budget 

The operation of the Business Clinic is expected to cost nearly $1,000,000 per year (see 

table below) excluding the cost of the offices, classrooms and training facilities, but 

including the cost of first-year salaries ($20,000 per student), laptops and software and 

other expenses that are to be provided to students. We anticipate serving 110 students at a 

cost of $28,916 per student over a three year period. The Business Clinic wishes to render a 

free service to the six cohorts we hope to train and to offer them a base salary while they 

learn and start-up their business. This will eliminate a huge problem with most start-up 

entrepreneurs: earning a paycheck while growing a business. We therefore require funding 

to cover the costs of the students in the Business Clinic with capacity for between 15 and 21 

delegates per cohort. 
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Item 
Expenses 

2020 
Expenses 

2021 
Expenses 

2022 
Expenses 

Total 

Entrepreneur 
Salaries 

Cohort #1 (15) x $20,000  $300,000     $300,000 

Cohort #2 (14) x $20,000 $280,000     $280,000 

Cohort #3 (21) x $20,000   $300,000   $300,000 

Cohort #4 (21) x $20,000   $300,000   $300,000 

Cohort #5 (20) x $20,000     $400,000 $400,000 

Cohort #6 (19) x $20,000     $380,000 $380,000 

Administrative 
Salaries 

Director (1)  $65,000 $65,000 $65,000 $195,000 

Full time Business Mentor 
Coordinators (2) 

$84,000 $84,000 $84,000 $252,000 

Management Consultant (1) $42,000 $42,000 $42,000 $126,000 

Administrative Assistant (1) $38,000 $38,000 $38,000 $114,000 

Business 
Training  

Professors/Instructors (4) $96,912 $96,912 $96,912 $290,736 

Networking meetings  
(Dues, fees) 

$22,000 $22,000 $22,000 $66,000 

Marketing 
Expenses 

Flyers, promotional material $5,500 $5,500 $5,500 $16,500 

Advertising, social media 
promotion 

$2,400 $2,400 $2,400 $7,200 

Office 
Expenses 

Office supplies $2,750 $2,750 $2,750 $8,250 

Telephone $1,833 $1,833 $1,833 $5,499 

Laptops $9,900 $9,900 $9,900 $29,700 

TOTAL: $986,961 $1,006,961 $1,186,961 $3,180,883 
 

6. Conclusion 

The Victory for Our Region Business Clinic will offer a valuable service to the West Virginia 

community through training and supporting entrepreneurs to run and grow their businesses 

successfully.  Willing and engaged instructors, a pool of potential entrepreneurial 

candidates, and strong curriculum combine to eliminate a number of obstacles that start-

up business owners often face. 

Through your support, Victory for Our Region can assist in developing successful small 

businesses in the region, thereby supporting the local economy and creating sustainable jobs.  
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Appendix A:  
Understanding MY Products: Course contents 

 

 
 

  

Week 1:  Understanding Auto Insurance 
 

Week 2:  Understanding Auto Insurance 

Week 3:     Understanding Home Insurance 

Week 4:  Understanding Home Insurance 

Week 5:  Understanding Health Insurance 

Week 6:  Understanding Health Insurance 

Week 7:  Understanding Life Insurance 

Week 8:  Understanding Life Insurance 

Week 9:  Understanding Workers Compensation Insurance 

Week 10:  Understanding Business Owner insurance 

Week 11:  Understanding Commercial Liability Insurance 

Week 12:  Understanding Indexed Annuities 

Week 13:  Understanding Retirement Insurance 

Week 14:  Understanding Supplemental Insurance Plans 

Week 15:  Understanding Bonds 

Week 16:  Understanding Excess and Surplus Lines 

Week 17:  Forecasting Financial Risk 
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Appendix B:  
Starting MY Business: Course contents 

 
Day 1: 
Setting my Scene 

 The need, role and impact of entrepreneurs in the global world of 
business and economics 

 Why do I need my own business? 

 What is the “own business” environment like? 

 Who are typically entrepreneurs/own business owners and what 

does it take to start my own? 

 Preparing myself for the challenging world of the entrepreneur 
 Finding and defining my passion 

Day 2: 
My idea 

 Identifying feasible business opportunities 
 Creatively generating ideas to satisfy specific needs in the opportunity 

frame 

   Selecting the most suitable business idea 

 Gathering information towards building my business 
 Planning the resources requirements (people, money, raw material 

and technology) 
 Preparation for starting up (strategic planning) 

Day 3: 
Activating my customer 

 Understanding my customer segments. To whom will I sell in future? 

 Conducting marketing research towards understanding the new 
customer segments and targets 

 Creating my winning brand aligned with the selected target markets 

 Digital presence and marketing (social media, web sites and other) 

  Technology driven business development 

Day 4: 
My wealth 

 Understanding the role of money as driver of business set up 

 Differentiating between business finances and personal finances 
 Creating a personal and business budget 

 Financial planning and projection 

 Finances and failure 

 Record keeping 

 Understanding the purpose of an accounting system 

 Basics of cost structuring 

 Bootstrapping principles applied 

 Quotes and invoices (electronic creation and application) 

Day 5: 
My voice 

 Basic business language (creating my presence: how to write an email, 
answer a phone, response time, immediacy, speaking and transacting 
with self-confidence, presenting my offering) 

 Sales (techniques, persuasion and closing the deal on all platforms, 
payment pebbles/pocket POS) 

 Presenting my business (Powerpoint – 3 slide presentation, on laptop: 
me, my offering and my future) 
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Appendix C:  
Managing MY Business: Course contents 

 
Day 1:  Creating and understanding the basics of management 
My Management Journey  Comprehend the process of business management (in a value chain 

perspective) 
  Typical issues in small business management 
  Analyzing the current state of business management in my business     

    (performance orientation) 

  Identifying management related problem areas in my business 
  Conduct a problem-causal analysis 
  Analyzing the three business environments (internal and external) 

that is currently and will in future shape my business 
  Plotting my current business model (status quo) 

Day 2:  
My Value-to-customer 

 Develop a new vision and mission for my business based on the most   
    recent business and markets 

  Understand and define my real value proposition to my current 
customer/s as to the ideal value proposition for my business (gap 
analysis) 

  Develop a marketing and sales plan 
  Redefining customer segments. To whom am I selling/producing 

currently and to whom would I like to sell in future? 
  Conducting marketing research towards understanding the new 

customer segments and targets 
  Understanding my marketing channel (how to translate the value 

proposition to customer) 
  New methods to channel/communicate/advertise my value 

proposition (e.g. social media) 
  Modern customer relationship management methods (how to retain 

customers and create customer loyalty) 
  Consumer protection (understanding the Consumer Protection Act 

and managing the consequences) 
   The positive and cost effective role of technology and marketing 

Day 3:  Human capital management 
My people and my  Human resource planning 
operations  How do I acquire winning people as a key resource, keep them, 

motivate and develop them to grow with me 
  Understand all the legal aspects concerning the human resources in 

my business 
  Understanding the personality and behavior of the human being in 

my business 
  Managing my human resources as people, effectively 
  Understanding my value chain (primary support activities) 
  Analyzing my supply chain 
  Purchasing and inbound logistics (from buying to inventory 

management) 
  Production and operations management 
  Outbound logistics 
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Day 4:  Understanding the current financial performance of my business 
My money  Comprehend all the financial elements and context of my value chain 

   Linking my overall business strategy with financial planning needs and 
process 

  Conduct an accurate financial plan for my business 
  Identify and describe my current capital/financial needs 
  Project my financial needs in future 
  Financing and investment decisions 
  Financial measurement and reporting 
  Understanding my financial statements 
  Financial analysis (ratios) 
    Applying software in assisting my financial projections and reporting 
  Effective budgeting and cash flow management of my business 
   Accessing sources of finance and investments for entrepreneurs in 

West Virginia (institutions, programs and procedures) 

Day 5:  
My ethics and business 

 Understanding the comprehensive role of business ethics in modern 
business 

pitching   Applying business ethics in my business 
  Planet, people and profit: finding the balance 
  Three minute presentations on the impact of the course on my 

business 
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Appendix D:  
Growing MY Business: Course contents 

 
Day 1: 
My business and growth 

 Understanding the nature, impact and conditions of/for growth 

 My business now (current reflection – value chain mapping) 

 SWOT (opportunity = growth) 

 Requirements for growth (capital, equipment, staff, technology, raw 
materials) 

 The growth trap (overtrading, cash flows, bridging capital – obstacles) 

 Applied research in current business environment 

Day 2: 
Growing my market 

 My innovation driven value proposition for growth 

 My customer for growth, segmentation orientation and alignment 

 My channels for growth: advertising, social media and applications 

  Advanced competitive analysis 

 Digital analytics 

Day 3: 
Growth and my people 

 Analysis of status quo (people inventory), functional area planning 

 Role of entrepreneur in my business (from working in my business to 
working on my business) 

 People development (skills development, motivation, enabling 
environment) 

 Human Capital planning: LinkedIn 

 My compliance (regulatory), labor contracts 

Day 4: 
Strategy and modelling 

 Understanding the nature, impact and conditions of/for growth 
 Trend analysis and “opportunity for growth” identification and 

definition 

 Environmental analysis (internal and external) 

 My current business model and its potential for growth (opportunity 

alignment via vision statement) 
 Strategic planning for growth (comprehending the different strategies 

for growth) 

 The venture life cycle and implications for my business 

Day 5: 
My growth in practice 

 Understanding the comprehensive role of business ethics in modern 
business 

 Applying business ethics in my business 

 Planet, people and profit: finding the balance 
 Panel presentation (business model) – 5 minute formal presentation 

(Pre- and posterior) 

 


