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ENTREPRENEURSHIP



ABOUT ME
UNI PROFESSOR, CONSULTANT, TRAINER,
MENTOR, TV PRESENTER, CSR EXPERT

Dr. Hasan Youness is specialized in international business management, educational

administration, and educational leadership. Having acquired his degrees from Notre Dame

University, KEDGE Business School and Saint Louis University respectively, he went on to

pursue an executive CSR program at Harvard Business School Executive Education. Hasan

started teaching at the university level at the age of 23 and has been teaching at five

universities since then. In addition, he is also a news anchor, TV presenter, researcher, author,

mentor, and trainer on a wide array of management, entrepreneurship, social

entrepreneurship, CSR, and communication topics in Lebanon and abroad. In addition, he

has been a Tedx speaker and guest on top TV channels in the Arab world. Despite having

worked with leading companies, Hasan did not limit himself to the business sector. Rather,

he has chosen to work with UNIDO and UNRWA, in addition to other NGOs. Over time, he

participated in multiple national and international conferences, workshops, and

competitions, and was awarded several prestigious awards for representing Lebanon on

several occasions. Hasan is also the cofounder and managing partner of Insights’ for

Consultancy S.A.R.L and EON Training and Development center S.A.R.L. Hasan is the author of

#TrendsOfBusiness and the Strategic Advisor of Global Compact Network Lebanon.

Trends of Business and Innovating for life were exemplary events, which gained great

publicity and revealed Hasan’s ability to create a buzz around the causes he advocates for via

handling big projects from the moment of inception until press and TV release shaking

elbows with the gurus of the field and the leading corporations.



ENTREPRENEURSHIP
IS COMPOSED OF DIFFERENT PILLARS
To be able to foster the entrepreneurship ecosystem

and create a nurturing environment for the

entrepreneurs, we need to combine all pillars together

and assemble the puzzle.



LAW 
We need to figure out if the company will be

under an SAL, SARL or event SAL-T (tech) that

is currently discussed as a law for the ICT

committee at the Lebanese Parliament. 

COMPONENT 1



ACADEMIA
How are the academic institutions

accompanying entrepreneurs? COMPONENT 2



MEDIA
How are the classical and digital media

highlighting and covering initiatives and

projects related to entrepreneurs?

COMPONENT 3



ASSOCIATIONS
What is the role of associations? Associations

saw some needs that others didn’t. Necessity is

the mother of invention. There is no need to

start from scratch and look for the perfect idea.

Some NGOs have already mapped the needs

and are looking for entrepreneurial ideas to

solve them.

COMPONENT 4



FUNDING
What are the sources of funding? Debt

investment, equity investment, who are the

investors? Accelerators and incubators, what is

their role?

 

Entrepreneurs should know through the media

that accelerators and incubators are offering

opportunities to pitch their ideas in front of a

jury or even investors.

COMPONENT 5



ENTREPRENEURS NEED TO LEARN FROM THE
LEARNING CURVE OF OTHERS.

They do not need to reinvent the wheel and

work from scratch. If they have a brilliant

idea but don’t work on virtual reality,

augmented reality, artificial intelligence,

then these platforms are here to help.

 



SOCIAL ENVIRONMENT ECONOMIC

SUSTAINABILITY
THE PILLARS OF SUSTAINABILITY

The intersection of all three pillars is the sweet spot of entrepreneurship.



Lebanon is one of the most countries in the MENA

region that is home to many rising entrepreneurs

and entrepreneurial ideas. This is an important

sign that the ecosystem is shaping up. Every

entrepreneur needs to know the different

components of the ecosystem and how to work

with all components accordingly. Research is

essential to answer the most common questions:

how to reach the media, how to create a

feasibility study, how to reach the incubators, how

to put a plan of action, how to commercialize the

idea while being socially responsible.



AN OPPORTUNITY
MAY ENTAIL:

Pioneering a truly innovative product

Devising a new business model

Creating a better or cheaper version

of an existing product

Targeting new sets of customers with

an existing product



WHAT IS TRIGGERING
ENTREPRENEURSHIP?

Industry is becoming more information-intensive and less labor and capital-

intensive, which removes the traditional barriers for start-ups

The nature of the prevailing industries has changed after the economic crisis

that facilitated the entrance of new entrepreneurs into the market

The cultural diversity of entrepreneurs

Entrepreneurs are now being perceived as heroes

Colleges and universities that offer entrepreneurial education have become very

widespread and many curricula have been designed to cater for this type of

education



THE BENEFITS AND DRAWBACKS
OF ENTREPRENEURSHIP



RISKS FACED BY
ENTREPRENEURS

Demand risk relate to prospective customers’ willingness to adopt the solution

envisioned by the entrepreneur

Technology risk is high when engineering or scientific breakthroughs are

required to bring a solution to fruition

Execution risk relates to the entrepreneur’s ability to attract employees and

partners who can implement the venture’s plans

Financing risk relates to whether external capital will be available on reasonable

terms



PROCESSES AND STAGES OF
DEVELOPING A NEW VENTURE

Assessing the opportunity for new a venture—generating, evaluating, and

refining the business concept

Developing the business plan and deciding the structure of the venture

Acquiring the resources and funding the necessary resources for

implementation, including expert support and potential partnerships

Growing and harvesting the venture by figuring out how to create and extract

value from the business

The typical stages of developing a new venture include:



Developing the Business Plan
Details of the product or service

Assessment of the market opportunity

Identification of target customers

Barriers to entry and competitor analysis

Experience, expertise, and commitment of the

management team

Strategy for pricing, distribution, and sales

Identification and planning of key risks

Cash-flow calculation, including break-even points and

sensitivity

Financial and other resource requirements of the

business



PRODUCT DEVELOPMENT

1. Concept

generation:

identifying

opportunities

for new

products and

services

2. Project

assessment and

selection:

screening and

choosing projects

that satisfy certain

criteria

 

3. Product

development:

translating the

selected

concepts into a

physical product

4. Product

commercializat

ion: testing,

launching, and

marketing the

new product



THE ELEVATOR PITCH
An elevator pitch is a brief, persuasive speech that you can use to spark interest in

what your organization does. You can also use one to create interest in a project,

idea, or product.

 

It needs to be succinct, while conveying important information.

 

Try to keep a business card or other takeaway item with you, which helps the

other person remember you and your message. And cut out any information that

doesn't absolutely need to be there.



THE ELEVATOR PITCH

To craft a great pitch, follow these steps.

Identify your goal.

Explain what you do.

Communicate your unique selling proposition USP.

Engage with a question.

Put it all together.

Practice.



TO SUCCEED, YOU NEED TO
UNDERSTAND HOW YOUR
BUSINESS CREATES, DELIVERS
AND CAPTURES VALUE.Why do we exist? One person asks another.

Silence. What do we want to achieve? They

ponder. What value are we trying to create?

What problems, needs, goals do we want to

help you solve, cover, answer or build?

 

The value proposition is the ultimate goal, the

raison d’être or the telos of our business plan.

It is about reflecting on who we want to be

and why we want to be like this.

 

The value proposition, at the heart of the

company, is not static but an organ that

breathes and evolves: it adapts to changes in

society. So we must define it, true, but not set

it in stone. This will allow us to revisit and

redefine it in the future.

THE VALUE PROPOSITION



THE VALUE PROPOSITION MUST CONTRIBUTE TO
IMPROVING THE WORLD.
10 Challenges to consider:

 

1.    Creating a community and social network

2.    Customer focused or customer centric

3.    Customization, tuning and individualization

4.    Emotional connection

5.    Transparency, consistency and integrity

6.    Sensitivity to the social context and mood

7.    Flexibility and generosity

8.    Balance between futurism and nostalgia

9.    Distribution of information

10. Open value proposition



PHYSICAL SKILLS:
FOUR BASIC COMMUNICATION SKILLS:

Energy

Passion

Gestures

Physiology

“ If you have no energy, you have no audience.”
“An ounce of energy is worth a pound of technique.”

Roger Ailes



RECOMMENDATIONS OF USING YOUR
BODY DURING YOUR PITCH:

The PowerPoint: Each room has a power point. This point is centered in

front of the audience and equal-distance from the sides.

When standing, keep your feet firmly planted, using only hand and upper

body movement.

Don’t rock back and forth or side

Your body movement should be natural, purposeful, decisive, and free

from distracting

Move around wherever you feel comfortable



RECOMMENDATIONS OF USING YOUR
BODY DURING YOUR PITCH:

Make contact , shake hands or

touch shoulders

Don’t hide behind the lectern,

table, or overhead

Move your body to different parts of

the room

Change the “camera angles” for the

audience



VISUAL AIDS

Science has proven that we think four times faster than we listen.

Proper use of visuals helps retaining 75% of attentiveness

Here are a few general thoughts on visual aids:

 

1.Retention: By using good visual aids

 

2.Saves Time: Pictures is worth a thousand words

 

3.Image: Visuals will enhance your image in the audience’s eyes

 

4.Reduces Decision Making Time: Reduce the time they need to respond and make decisions



VERBAL SKILLS

Articulation: Is the way we shape sounds into meaningful words.

Inflection: Is the change in the tone of your voice.

Rate of speech

Pausing

Breathing: You need to bring the fuel of oxygen into the body.

Pitch: is highness or lowness of your voice.

Volume: Whisper, low, conversational, loud and a shouting energetic voice.

Definition

Language

Tip: It is unprofessional to tap the microphone and ask if they can hear you.
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