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Role of the entrepreneur

 What are the differences between an entrepreneur and a manager?

1. As their businesses are at different stages of development, the sizes of their
businesses are different:

v Start-ups and spin-offs, etc. vs an established company

2. As their businesses are at different stages of development, the sizes of their
businesses are different:

v’ Incremental vs radical

3. Who are more open-minded, entrepreneurs or managers?
It depends on the answers to the previous questions.

NOTE: These roles are not mutually exclusive.

NOTE 2: Success in the business world depends on a combination of factors, including
individual skills, the industry and the economic context.



Business Plan and Business Model

What is a business plan?

* A business plan is a document that comprehensively reflects the contents
of a project for a business that will be set up.

* It ranges from defining the idea to spe_cifying how it will be carried out; it
includes programming the phases and identitying the means and resources

to be used.

What is a business model (CANVAS)?

* A canvas, such as the Business Model Canvas or the Lean Canvas, is a
concise, visual tool used to summarise the main parts of the business
model on a single page or whiteboard. It is simple and focuses on business

essentials.
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Business Plan and Business Model
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Task

* Look for the business plan of a pharmaceutical company.
* Find the CANVAS of a pharmaceutical company.
 Compare the two documents.

* Are the above characteristics fulfilled?

* Discuss your impressions in groups.

* Present them to the class.



Why are the two documents needed?

A BUSINESS PLAN helps to reflect
not only different plausible

scenarios but also the ACTIONS
and the DIRECTION the company
will take.
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The relationship between success and the
business plan

Entrepreneurs who implement a business plan are more likely to
succeed. Why?

A business plan allows you to anticipate problems.

* It helps you to avoid mistakes and unnecessary expense.

* You work smarter by minimising effort.

|t enables you to identify necessary resources.

* It helps to manage entrepreneurial tension.
* |t orients you towards the future.

* |t facilitates a company’s innovation process.

* |t increases motivation.
* It helps you to analyse the company’s viability.



Steps to take before creating a Business Plan

Opportunity Cell

* Entrepreneurial team

* Business opportunity

* Resources

Gather information

* Make it relevant, quality, and up-to-date

* Be brief

* Be clear and concise

* Reflect a comprehensive vision of the project




Sections of the Business Plan

Overview

Business lines: products and services
Market analysis and marketing plan
Production process

Organisation and personnel
Economic and financial planning
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1. Overview

* General company data

* Overview of the business opportunity
 Comparison with competitors

* General project planning

* R+D policies

* Innovation policies



2. Business lines: products and services

e Contributions of the product or service
 SWOT analysis of the product or service

e Reasons to purchase the product or service
* Technology required

* Production process



3. Market analysis and marketing plan

* The product’s commercial data
* Market description
* Market acceptance survey

* Marketing policies
* Porter’s analysis
* Sales plan



4. Production process

* Description of the manufacturing process
* Infrastructure required

* Production costs

e Study of suppliers

e Capacity study

NOTE: This phase can also be carried out with SERVICES.



5. Organisation and personnel

 Company organisation chart

* Departments

* Personnel needed
e Characteristics
e Qualifications required
* Type of contract

 Salaries and wages
* Costs charged to each department

NOTE: We will delve deeper into organisation and personnel in topic 9 on HR management.



6. Economic and Financial Planning

* Investment in fixed assets
* Working capital

* Financial resources

* Overheads

* Average period of payment to suppliers and collection from
customers.

NOTE: We will discuss economic and financial management in topic 6.



/. Feasibility analysis

* Total volume of investments

* Total costs of the product or service
* Profit and loss account

 State pension plan

* Pension balance

* Ratios and conclusions

NOTE: We will discuss these issues further in topic 6.



Financing

* Any investment decision involves a decision on its financing.

* Financial equilibrium is a basic principle of financial management
that considers that non-current assets should be financed with
permanent resources and that current assets should be financed with

short-term resources plus some permanent resources (called working
capital).

NOTE: In topic 6 we will learn how to calculate the break-even point.
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Sources of funding

* Internal funding: resources generated by the company from its daily
activity through retained profit and amortisation.

* External funding: resources from outside the company. There are two
types:

* Own funding: by issuing shares.

* Foreign funding: by requesting funds from financial institutions. The amount,
term and conditions of return must be taken into account. External financing,
which may be short or long term, includes bonds, obligations, leasing and

loans.




Innovation ecosystems

* These are complex networks of organisations, institutions,
companies, researchers and other actors that collaborate and share
resources, knowledge and technologies.

* Their purpose is to promote research, development and innovation in
the pharmaceutical industry.

* These ecosystems have become essential for accelerating the
discovery and development of new medicines, therapies and medical
technologies.



Key elements in innovation ecosystems

* Collaborative research

* Technology transfer

* Regulatory support

* Entrepreneurship and financing
* Access to data and resources

* Education and training
* Global collaboration
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Steps In creating a company

1. Planning and drafting a feasibility study: before starting any
procedure, a market study must be carried out and a solid business
plan prepared. Your business idea must be defined, your target
audience identified, and your competition analysed.
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Steps In creating a company

2. Choosing the legal form: decide what type of company you wish to
create, e.g. a limited company (S.L.), a public limited company (S.A.), a
self-employed company, etc. The choice of legal form will affect your
legal requirements and obligations.




Steps In creating a company

3. Reserving the company name: you must check whether the name
you want for your company is available and reserve it in the Central
Mercantile Registry or the Registry of Companies of the Valencian
Community.
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Steps In creating a company

4. Drafting the company’s statutes: you will need to write the statutes,
i.e. the set of internal rules that will govern the company’s operations.




Steps In creating a company

5. Obtaining the Tax Identification Number (TIN): you need to apply
for a company TIN (in Spanish, this is the NIF, or Numero de
Identificacion Fiscal) from the Spanish Tax Agency (Agencia Tributaria)
even if you are self-employed.




Steps In creating a company

6. Signing the public deed: you must go to a notary public to sign the
company’s public deed of incorporation.




Steps In creating a company

7. Registering in the commercial register: you must register your
company in the Mercantile Registry of the Valencian Community. This is
done via the Central Commercial Register or the website of the
Commercial Register.




Steps In creating a company

8. Registering with Social Security: if you are going to have employees,
you must register the company with Social Security and comply with
the relevant employment and Social Security obligations.




Steps In creating a company

9. Obtaining licenses and permits: depending on the nature of your
business, you may need to obtain certain licenses or permits. Check the
requirements with your town hall and local authorities.
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Steps In creating a company

10. Registering with the Treasury: you must register with the Spanish
Tax Agency and comply with your tax obligations, such as filing returns
and paying taxes.




Steps In creating a company

11. Opening a bank account: open a business bank account and make
the initial deposits required.
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Steps In creating a company

12. Hiring employees (if necessary): if you plan to hire employees,
make sure you satisfy employment obligations, such as drafting
contracts and registering with Social Security.




Final recommendation

- Remember that these are general steps.

- These steps may vary depending on the nature of your business and
the legal form you choose.

- | advise you to consult a lawyer or legal advisor for specific guidance
and to make sure that you comply with all local and national
regulations.

- Finally, remember that requirements may change over time, so stay
up to date with current regulations.
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