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FOREWARD

The road to women'’s empowerment remains challenging—
particularly when it comes to the nuanced ways gender in-
tersects with class, sexuality, and societal expectations for
parenting. Women still face stereotypes and constraints in
the labor market because of their family status, age, or he-
alth situation. Women still tend to be paid less than men,
choose part-time work, and concentrate on lower-level oc-
cupational positions. As a result, their earnings are smaller,
and their future allowances and pension will be lower as
they are directly dependent on their salary.

A network of four partners, consisting of two NGOs from Lithuania (Verslimama) and
Iceland (Skref fyrir Skref), and two academic institutions from Latvia (Latvijas Lauk-
saimniecibas universitate) and Estonia (Tallinna Tehnikakérgkool), united by a strong
belief that it is worth training adult women of any age, background or social status
on how to create a workplace for themselves to make it easier to balance work and
family life, started a challenging yet inspiring and rewarding journey to female en-
trepreneurship in 2020.

Entrepreneurial Mom HUB (#EMH), the developmental project by a joint Icelan-
dic-Baltic partnership, accumulated good practices in the socio-economic empower-
ment of women in the Nordic and Baltic regions in a unique methodology and curricu-
lum that has been developed in 2020-2023 and consists of 4 modules, 40 hours each.

Digital entrepreneurship, better financial skills, business law basics, the ability to make
a sustainable business network, time management, and leadership were among the
main tasks of the #EMH. In order to be truly useful, the curriculum has been develo-
ped in close cooperation with 40 female participants attending piloting sessions and
representing the project’s target groups, including but not limited to, women 40+, sin-
gle, and multi-child mothers, especially those from regional and remote rural areas,
women with special needs, or having children with special needs.
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In Estonia, the project participants were contributing to the development of the Business
Law and Finance module. In Latvia, the Digital Literacy module has been tested, and
in Lithuania, the Personal Effectiveness module was on focus. Icelandic women, who
have a history of building strong professional networks, sought to transfer their own
successful business collaboration or networking practices into theory and share them
with participants in the Baltic countries.

#EMH lived up to the Nordplus objective of the development of quality and innovation
in the educational systems for lifelong learning through cooperation in education and
training in the participating Nordplus countries.

However, #EMH has not only been about making women stronger. Women are already
strong. #EMH has been about changing the way the world perceives that strength.
Let’s take a closer look at how it works.

Skaidré Vainikauskaité-Tomaseyiciené i /
#EMH Project Manager /;}W‘/
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Entrepreneurial Mom HUB project team from left to the right: dr. Janina Radvile (Lithuania),

Anna Hognadottir (Iceland), Virve Transtok (Estonia), Eva Vahtramae (Estonia), Skaidre Vaini-

kauskaite-Tomaseviciene (Lithuania), Natalja Sterhova (Latvia).

THE PARTNERSHIP

The 36-month-long development project Entrepreneurial Mom HUB, NPAD-2020-100/14, has been coordinated by
Lithuanian NGO Versli Mama and funded by the Nordplus Adult Education Programme.
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MAPPING THE PROJECT
TRIAL GROUP NEEDS

A needs assessment or mapping has been conducted in the form of
a collaborative process used by a project team to identify gaps be-
tween the current and desired conditions of project participants, their
strengths, and weaknesses.

A needs assessment allowed the project team to identify and address project trial group
needs that are the most pressing on their way to entrepreneurship, understand how ex-
isting services and supports are meeting their needs, identify and leverage strengths, and
inform priorities and actions for project curriculum and methodology development.

The Trial Group Questionary has been prepared in the form of a 5-point Likert scale for
assessing participant attitudes and views. Its answer options include two utmost poles
and a neutral option linked with intermediate answer options.

Reasons behind choosing the Likert scale include its simplicity in understanding and
usage. It takes less time and effort to complete than higher-point scales and also fits the
mobile device screens better than higher-point scales.

The project team was fully aware of Likert scale limitations, such as influence by the
wording, order, and number of statements, as well as the context and culture of the
respondents. In order to capture the nuances, reasons, and emotions behind respond-
ents’ ratings, an additional method, a qualitative interview, has been also conducted.

Trial Group Questionary

I. Sociodemographic profile
Your name:
Contact information (e-mail, FB, etc.):
Age:
Family profile: (single mother, married, widow....)
Education: primary, high, ... ...

Professional background (area of studies): hospitality, tourism, agriculture, [in case there is no
professional background a blank space is left]

Working experience (in years): motherhood for 20 years; running a home,; working for some 1, 3,
10 years...



II. Motivation
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1. We would like to find out more on Your expectations towards starting business. Please tick

an option that reflects Your opinion the best:

o Ineed the idea first
o [I’ve started thinking about it only recently
If You have chosen this option, please elaborate more on Your answer
o [D’ve lost my job (underline as appropriate — due to COVID | other reasons)
o I’ve seen a possibility in a COVID-19 world
o [I’ve got inspiration from others
o [I’ve got the idea finally I trust
o [I’ve been thinking about it for at least 1 year
I’ve already tried before and I am looking for another chance
o Other (indicate)

(¢]

2. Evaluate Your agreement with the statement on a scale by putting a tick on the appropriate

score:

o Ibelieve starting a business is an important personal challenge

’ 1 I do not agree ’ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o I think business is a self-realization

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o I think business is a possibility to improve person’s financial state

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say l 4 Rather agree ‘ 5 Agree

o I think business provides with independence

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o I am motivated to do business in the professional area [ am familiar with

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o I think I understand how entrepreneurship works

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o Ithink my knowledge is sufficient for doing business

‘ 1 I do not agree ‘ 2 Rather disagree ‘ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree




o I enjoy collaboration, cooperation and networking

‘ 1 I do not agree ‘ 2 Rather disagree ’ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

o Iexpect my personal business will provide me with a flexible schedule

‘ 1 I do not agree ‘ 2 Rather disagree ’ 3 Hard to say ‘ 4 Rather agree ‘ 5 Agree

3. What does make an impression on You in business? Please, mark the appropriate answer with
a tick.

3.1. Being my own boss (independency in general)
3.2. Better family and work balance

3.3. Financial independency

3.4. Self-fulfillment

3.5. Social status of being a businesswoman

3.6. Success stories of others

3.7. Leadership

3.8. Optional

O O O 0O O O O O

4. How soon You would like to get your own salary?
o 6 months
o 1-2year
o 3-5years

5. Please indicate 3 main obstacles that prevent You from starting Your own business in the
nearest future:

o

Need for specific knowledge

I don’t know how to show up in business

No initial capital

Not enough time for entrepreneurial activities
Insufficient social / professional network
Communication and/or networking issues
Low support from family members/friends
Doubts concerning personal business idea

I am afraid I can’t make my salary in a short period of time
I don’t want to take financial risk

Optional

O 0O O O O o0 O O O O
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II1. Needs

1. In which fields would You like to get more knowledge? Indicate the option with a tick

o

O O 0O O O O O O O O O

Entrepreneurship
Business plan making
Financing / funding
Management
Communication
Marketing
Networking
E-commerce
Accountancy
Business language skills
Business law
Optional

2. Would You like to participate in EMH project?

o Yes
o No
o Ineed more information

2.1. If You answer ‘No’/ ‘I need more information’ elaborate a bit more on Your answer

3. Choose the appropriate time You can attend lectures:

o Workdays (Monday-Friday)
o Weekends

o 1% part of the day (8-12 AM)
o 2" part of the day (2-9 PM)
o Online

4. Which follow-up pattern You prefer more:

o

O
O
o

Weekly homework individually

Weekly homework in groups

Individual consulting with a lecturer (F2F or online)
Group consulting with a lecturer (F2F or online)

5. Do You expect to be awarded with a certificate?

o Yes
o No
o TI’ll decide later



PROJECT PARTICIPANT
FAMILY PROFILE

SINGLE MOTHER

10%

80%

COHABITING /
MARRIED AND WITH
CHILDREN

COHABITING /
MARRIED AND
WITHOUT CHILDREN

10%

10



PROJECT PARTICIPANT
WORKING EXPERIENCE

10%

avEARS
20% sovemss
ouvens  10%
A0%  sormone veas
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AN IMPRESSION IN BUSINESS

29%

BEING MY OWN BOSS

BETTER FAMILY AND
WORK BALANCE

18,5%

11 10/ FINANCIAL

9 /O  INDEPENDENCY
22,2%

SELF-FULFILLMENT 9 o
SOCIAL STATUS

3,7%

OFBEING A BUSINESS-
WOMAN

SUCCESS STORIES

3,7%

OF OTHERS
7,4% LEADERSHIP
OPTIONAL 3,7%
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THE 3 MAIN OBSTACLES TO STARTING THE
OWN BUSINESS IN THE NEAR FUTURE

NEED FOR SPECIFIC
KNOWLEDGE

14,3%

28,6%

NO INITIAL CAPITAL

LOW SUPPORT
FROM FAMILY MEM-
BERS/FRIENDS

4,8%

DOUBTS CONCER-
4 80/ NING PERSONAL BUSI-
9 O  NESSIDEA
| AM AFRAID | CAN'T
MAKE MY SALARY IN A 190/
SHORT PERIOD OF TIME (o]
| DON'T WANT TO

14,3%

TAKE FINANCIAL RISK

OPTIONAL

14,3%

H 13
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IN WHICH FIELDS WOULD
YOU LIKE TO GET MORE KNOWLEDGE?

15,4%

MARKETING
7%
ENTREPRENEURSHIP o
1 90/ BUSINESS
9 O PLANMAKING

FINANCING / FUNDING

11,5%

9,6%

BUSINESS LAW

BUSINESS
LANGUAGE SKILLS

1,7%

1,7%

VANAGEMENT

accommaney  19,4%
9,6%  \erworki
ccommerce 9,8 /0

3,8%

COMMUNICATION
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QUALITATIVE INTERVIEWS

Explanation on qualitative interviews concept

Data obtained from Likert scales and continuous (1-5) rating scales
in the previous chapter were quantitative. Sociodemographic and
unidimensional data from which respondents picked the best op-
tion representing their views on a topic needed qualitative insights.
For analysis in-depth, the project partnership used qualitative in-
terview tool provided by Estonian partner TTK.

At the beginning, please introduce yourself, say few sentences about you. This should
nicely open the meeting in a friendly atmosphere and might motivate the respondent
to talk more openly about herself.

Explain also the project and shortly describe the study they participate in — what are
we doing and why.

During the interview we will focus on four aspects. Firstly, we will ask general ques-
tions about you and your company, secondly - questions on entrepreneurships,
then - questions on innovativeness/digital skills and finally - satisfaction and plans.
It should be also mentioned that the interview will be recorded, (if you plan to do
s0). Please remember to have a consent from the respondent - that she agrees to
participate in the study and that the results will be published and the interview de-
scribed as a case study (written consent preferable).

At the end, you can ask: Do you have any questions before we begin the interview?

The interview should not last longer than 30 minutes, so the number of questions should
be limited. For discussion: should we focus on first three parts and delete fourth? Or keep
four parts? The plus of having fourth part is that we can promote good examples and
show satisfaction / consequences / plans / general gender issues. The minus is that it is
not directly related to the aim of the study and the interview will last longer then esti-
mated. If we want to keep fourth part, maybe we should choose most important ques-
tions from each section?

The first part of the questionnaire focuses on collecting demographic data about the
interviewee. The second part of the questionnaire focuses on entrepreneurship, and
the third part of the questionnaire focuses on innovativeness (including digital skills).
The fourth part of the questionnaire focuses on the interviewee’s satisfaction and
plans. Below are examples of the questions that might be used during the interview.

Il 15



Example of the question used in the first part of the questionnaire:
« lwould like to ask you to shortly characterize yourself and your company.
Examples of the questions used in the second part of the questionnaire:

«  What, in your opinion, characterizes an entrepreneurial person? What features
should such a person have?

«  Which of those features do you have? Which features would you like to work on?

«  How did the process of establishing the company look like? How do you evaluate
this process in retrospect? Was it easy or difficult?

«  What are the obstacles to become an entrepreneur? Are there different obstacles
for women and men?

Examples of the questions used in the third part of the questionnaire:

«  Would you characterize your company as an innovative one? Why?

«  What are the barriers to innovation?

« In your experience, do you find the physical infrastructure, such as transports and
digital facilities, sufficient for developing your company?

« Haveyou had access to a social infrastructure enabling you to combine your family
and professional life?

Examples of the questions used in the fourth part of the questionnaire:

« In your opinion, have your company succeed? Why? What factors contributed to this success?

« What motivates you? What gives you the greatest satisfaction?

« What frustrates you? / What are the disadvantages of running your own business?

« If you were to decide to establish an own company, would you take this step again? Why?

- Did the quality of your life improve thanks to the fact that you run an own company?

Or is it the other way around? Please explain this and give examples that characterize

the quality of life and changes in this sphere.

« What future for your company do you see?

The number of questions depends on many factors, one of them is how detailed
information we want to obtain. Types of questions should also be tailored to the aim
of the research, local environment, etc.

One of the most crucial parts of interview-based data collection is to obtain the
most accurate and relevant data. The authors used a few techniques to achieve a
high-level accuracy and relevancy. The number one technique was to make a cordial
relationship with the interviewee. The number two technique was briefing about
the project. Technique number three was to allow the interviewee to ask questions
before starting the actual interview.

The authors made a prior appointment to conduct the interview. All interviews were
conducted in a peaceful environment. During the interview, the interviewee was
free from other works and tasks. The authors recorded all the discussions after get-
ting the written consent from the interviewee. Moreover, the authors captured pic-
tures of the interviewee, pictures of her workplace, pictures of her products after
getting the written consent from the interviewee.
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FINANCE AND LAW

Module 1
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FOREWARD

Passing the module 1, Finance and Law, learners get
knowledge about starting a business; forms of entrepre-
neurship and types of companies; legal procedure for
formation of companies, entry in the commercial regis-
ter and registration with the Tax Board; creating and for-
matting documents inc digital They also get knowledge
about procedures for payment of fixed capital and state
fees. Legislative organisation. Contractual employment
relationships. Remuneration and social guarantees. Spe-
cial requirements, restrictions. Working register. Voluntary
winding-up. Compulsory winding up of a company. Ban-
kruptcy proceedings.

They get knowledge about principles and methods of fi-
nancial accounting and financial management, accoun-
ting legislation; cash flow forecast, return on investment
calculation, day - to - day financial management of a
small business, methods of analysis of financial state-
ments inc digital literature (ICT).

After completing the module, students are able to start
with own company in accordance with the law and acquire
practical skills in accounting and finance management.

Virve Transtok W@@

Lecturer at TTK University of Applied Scienses
Leader of Module 1
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MODULE

CURRICULUM

Module abstract

Female adult learners get knowledge about starting a busi-
ness; forms of entrepreneurship and types of companies; legal
procedure for formation of companies, entry in the commercial
register and registration with the Tax Board; creating and for-
matting documents inc digital They also get knowledge about
procedures for payment of fixed capital and state fees. Leg-
islative organisation. Contractual employment relationships.
Remuneration and social guarantees. Special requirements,
restrictions. Working register. Voluntary winding-up. Compul-
sory winding up of a company. Bankruptcy proceedings.

They get knowledge about principles and methods of financial
accounting and financial management, accounting legislation;
cash flow forecast, return on investment calculation, day-to-
day financial management of a small business, methods of
analysis of financial statements inc digital literature (ICT).

After completing the module, students are able to start with
own company in accordance with the law and acquire practical
skills in accounting and finance management.

Module aim The aim of the module is to provide students with the neces-
sary basic knowledge and skills for starting business in the are-
as of finance and law.

Learning Knowledge

outcomes 1. Demonstrate a comprehensive knowledge about legislation

related to the establishment and termination of a company.

2. Demonstrate knowledge and understanding of accounting
as an integral part of the company’s management.

3. Demonstrate knowledge and understanding the principles
of financial management in accordance with the require-
ments provided by law.

Professional skills

1. Analyse different possibilities and ways of starting a busi-
ness, based on legislation.

2. Create and formalise the documents necessary for starting
a business based on the requirements of the Commercial
Code and the business plan and using various information
technology solutions.

3. Organise the company’s accounting in accordance with
legislation (Accounting Act).
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Soft skills
1. Cooperate with others, doing team work.

2. Define and give their own solutions to problems and iden-
tify the causes of the problems (problem solving skills).

Competence

1. Assess the fulfilment of contracts and obligations, includ-
ing tax obligations, in accordance with legislation.

2. Analyse the compliance of accounting documents with
legislation.

3. Planfinancial management that takes into account the spe-
cifics of the company, taking into account the requirements
provided by legislation.

4. Plan the investments necessary for the company’s business
activities, based on the company’s business plan, goals and
opportunities.

5. Using digital skills in this process.

Module plan (total: 40 hours)

Establishment of a company - different options and ways, based on legisla-
tion. The key aspects of business creation and growth. Establishment of a company.
(lecture 4 hours, complex task — preparation of necessary documents for starting
business — group work 6 hours).

Financial accounting principles and methods. Explanatory lecture — accounting
legislation, Accounting Act (4 hours). Distinguish the elements of the company’s fi-
nancial accounting (assets, liabilities and equity, income and expenses); describe the
content of asset and liability accounts; record economic transactions and prepare a
trial balance; distinguish between income statement and cash flow statement items
- practical work 8 hours.

The company’s financial management plan in accordance with the legislation.
Analysis of the principal financial statements (balance sheet analysis, income state-
ment analysis, cash flow statement analysis), solvency, efficiency and cost-benefit
analysis. Drawing conclusions from the analysis and making suggestions for improv-
ing the financial situation (lecture 8 hours). Preparation of financial statements, as-
sessment of a company’s solvency, analysis of the efficiency of the use of the compa-
ny’s assets, analysis of the company’s profitability (group work 10 hours).

Requirements The module provides case studies, practical work, group work
for passing and individual work, which must be passed and done within
module the deadline for submission.

Description of Within the framework of the module description for independ-
the organisation | ent work is given 12 hours. Individual studies (work) are organ-
and tasks of ised as follows: preparing necessary documents for starting
students’ business (6 hours); plans the organisation of the company’s ac-
individual work | counting and investments (6 hours).




Compulsory 1. Cornwall, J. (2019) Entrepreneurial Financial Management:
literature an applied approach. New York: Routledge (5th ed.).
2. Hague, P.(2019) The Business Models Handbook: templates,
theory and case studies. London: New York: Kogan Page.
3. Hatten, T. (2018) Small Business Management. Creating a
Sustainable Competitive Advantage. Colorado Mesa Uni-
versity.
4. Hillier, D. (2020) Corporate Finance. London: McGraw-Hill
Education (4th ed.).
5. Schroeder, R. (2014). Financial Accounting Theory and Ana-
lyses: text and cases. Hoboken Wiley (11th ed.).
Recommended 1.Yanis Yaroufakis. Talking to my daughter about the economy:
literature a Brief History of Capitalism. Kindle Edition, 2013.
2. Stephen R. Covey. 7 habits of highly effective people. Run-
ning Press, 2000.
3. Grzeskowitz I. Think it. Do it. Change it.: How to Dream Big,
Act Bold, and Get the Results You Want. iUniverse, 2016.
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Estonian entrepreneurial mom Ulle Vahtra
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In the beginning, | would like to ask you to shortly characterize yourself and your
company.

My name is Ulle Vahtra. | am 58 years old, a zootechnician by profession, married, | have
two adult children and three grandchildren. In my free time | take care of my grandchil-
dren, family, house and garden. The name of my company is Lénga Liisu OU, founded
in 2000, sector is handicraft. https://longaliisu.ee/ylle@longaliisu.ee

What do you understand under the concept of entrepreneurship? What does this
term mean to you?

The basis of entrepreneurship is that a company is created to run. Entrepreneurship
is for the enterprising person who wants to fulfill himself, take responsibility, dare to
make decisions and put himself to the test.

What, in your opinion, characterizes an entrepreneurial person? What features
should such a person have?

An entrepreneurial person can also be a non-entrepreneur, who also undertakes priva-
tely, they simply have the same qualities.

Which of those features do you have? Which features would you like to work on?

I've been doing something all the time, from a young age, I've always thought ahead,
that | have to do something all the time, and | think about what I'm going to do next,

The opening of the company came as a
logical natural course of events, because
| liked to look for new challenges.
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and that when | have a goal, | think about how to achieve it. | have to do it. | still have
to develop in company management, | need to develop communication with people,
communication in the work environment, it seems to me that | have already develo-
ped a lot, for example | used to think that people could think like me to be positive and
tolerant of others. If you start helping, you will help him for the rest of his life, but that
is not my goal. | realized that people are different, their understandings are different.

The biggest obstacle was money.
| haven’t been a man, I don’t know, but
| don’t perceive any gender barriers.

Can you describe a situation in which you needed to prove yourself as an entre-
preneurial person?

Similar I have been involved in handicrafts since | was young, | have liked to do handicrafts,
as a child I liked to knit socks for dolls, sewed folk costumes from start to end, knitted fabri-
¢s, embroidered, | did everything similar before starting the company.

Why did you decide to open your company?

The opening of the company came as a logical natural course of events, because | liked
to look for new challenges. The company grew out of me because | did handicrafts all
the time besides my main job. At the beginning we worked for another entrepreneur
in Tallinn. And then one day we thought why to work for another person, we can try it
ourselves. Even though we did not foresee how complicated and difficult these things
are, but in fact it was not difficult at all then. In the beginning we were sole proprietors,
we knitted at home and finally we couldn’t fit the piles of sweaters, we went to fairs,
we were very curious. Everything was exciting and when the offer for these premises
came in 2000, we came here. We formed the company in 2004, so far we were sole
proprietors who worked together. | got the legal company name Longa Liisu in 2004.
Until 2017, we owned and ran the company as partnership, the two of us. Since 2017
| am alone, because our paths were divided, the understandings were more compa-
tible, | wanted to develop the company, my partner preferred status quo situation. |
currently have 5 employees at work. Now | don’t need anyone else to prove anything,
only to myself what must come of it.

How the process of establishing the company looked like? How do you evaluate
this process in retrospect? Was it easy or difficult? (What difficulties occurred?)

The establishment process was not difficult at all. It was my own time. Others thought
it was hard, but when | was young, it wasn't hard at all. It is not difficult to start a com-
pany in Estonia at all, it is very easy and there are many supporters where you can get
support as a start-up entrepreneur. Enterprise Estonia and the Unemployment fund
offer benefits and we also used start-up assistance from Enterprise Estonia and it was
a very big help, we used it and later we used benefits from The Agricultural Regis-
ters and Information Board (ARIB). In 2019 | applied for a project, completely renewed
my fleet of machines, knitting machines, buttonhole machines, etc. immediately went
into circulation. Even my husband said to finish the ,craft club”and go to work where
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money can be made. But we didn.t stop.
We still went to fairs and markets. There
is not always a direct benefit, but there
is an indirect benefit, for example, we
went on a contact trip with the develop-
ment center to St. Petersburg. We did
not get any contact immediately, but
left the data at the embassy and only a
year later came a Russian partner who
wanted to take sweaters to Russia. It las-
ted for 4 years, but then the duties beca-
me so high that it was no longer worth
selling to Russia.

I go to Christmas fairs in Germany, in
2000 for the first time thanks to a wo-
men’s society, we went by bus - 3 wo-
men with 7 sports bags to Libeck, ac-
commodation was at home, we went
like this for 2 years. Then later we got
acquainted an Estonian entrepreneur
who sold mulled wine on the German
Christmas markets and they were loo-
king for woolen products in addition to
wine. At one fair they contacted us, we
gave them our products, they already
visited several cities. Later, they offered
me a separate pavilion. | was there for 4
weeks and it developed and now in ad-
dition to Lubeck I also go to Liineburg.
Unfortunately, due to the pandemic situation, it has not been possible to go to the fair
self. The goods go to Germany in cooperation with them and are also returned. At the
moment they want to buy, but too large quantities at too low a price.

Until 2017, we were two owners of the company, when more and more | had the fee-
ling that our “marriage” was no longer working, the partner did not want to develop
and renew, and thus began to hinder the development of the company. | made an
offer to buy out his share and he was very willing to do so.

What were the first three things you took care of when becoming the owner of
your company?

Quiality, most importantly is quality. It is important when | offer a product, that it looks
good. We do not put it in a plastic bag. Secondly accounting. This service | buy in.
Marketing is important, - where to sell, how to sell, your website is needed. E-shop
was already in 2005, but he was very rudimentary, if someone wanted to order, he had
to write to us, now you can go directly, through a bank link. Covid 19 has taken the
business to the e-shop. In conditions of pandemia 100% of the orders disappeared.
Subsidies were paid in Estonia, so in order to receive the subsidy, everything must be
in order in the company, that there are no debts, that you are well-known and that you
are still a really functioning company.
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The state subsidy is a big help for a small businesses. Thanks to it | could keep my em-
ployees. Two of them left themselves because there were no more jobs. It is necessary
to pay rent every month. The premises are rented by the municipality, which reduced
the rent by half for 2 months.

What are the obstacles to become an entrepreneur? Are there different obstacles
for women and men?

The biggest obstacle was money. | haven't been a man, | don’t know, but | don’t percei-
ve any gender barriers.

Would you characterize your company as an innovative one? Why? Could you
describe your innovative process? Are employees involved (if you have any?

Innovation — machines, especially workshop machines. In the beginning | had used
machines, sewing machines, knitting machines were used machines, Two years ago
| used ARIB support to purchase new machines. They improved the working envi-
ronment - the room is quiet, needle sticks can only be heard. The old machines were
noisy, the new ones are ergonomic, you also upgraded the work processes.

For example, a skinning machine, we used to do this by hand, now we got the work
process on the machine. Knitting machines have digitized, they work with programs.
The most innovative is e-shop updating and website development constantly and mar-
keting this e-shop. | do sponsored advertising on Facebook as well. At first there are no
results, but | will not shake hands. The biggest force in buying is the formation of a chain
- when one starts to buy, the information starts to spread and so the annual buyers are
formed and the circle grows bigger all the time, that it is necessary to be in the picture for
a long time and constantly. The employees are involved, we discussed what to buy with
the knitters and they were not at all against the innovations. When we bought a digital
buttonhole machine, we still got training on how to work with a new machine.

What are the conditions for innovations to take place?

The condition was the available ARIB support. At the beginning | had to buy them out
myself, but | invested as it was possible to get support, otherwise | would not have
been able to renew the machinery to such an extent.

What are the barriers to innovation?

The obstacle is money. There’s not that much money. | think | did the fleet renewal on
time, | can’t do it right now in a pandemic situation. On the one hand, money, on the
other hand, time. | could do a lot for computer marketing, digital marketing, but there
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is no time to deal with it at all. And an obstacle is also the lack of ICT skills, | have a we-
bmaster on the website to make it work. A complete update of the website and e-shop
is planned for the autumn. The new support measure will also open again, and | fit in
and want to use it. | have to watch and look for what is being offered all the time, but
to do that you have to be active. Life pushes things forward. | am also a member of the
evaluation committee of these applications, | am a founding member of Visit Virumaa.
| work to ensure that tourism in our municipality is honored, that cruise tourists come
here, | have big plans for Finland and Russia. If you have a circle of acquaintances, then
you also run information. Communication and networking and cooperation are im-
portant. The opportunity for small business innovation is cooperation and networking.
| work with another small business that provides embroidery services. She embroids
the emblems and | put them on the hats. If he buys a big embroidery machine, let’s see
how to use it so that he starts embroidering on my products.

Have you ever needed financial support to implement any innovations? If yes,
did you receive one?

ARIB subsidies.
Do you contribute to the economic growth of your country? How?

As lam a small business, every small business does its job, it will probably help Estonia
as well. My contribution is small, | am a taxpayer and an employer for five people, | am
part of the country’s economic system, there are many such small businesses.

In your experience, do you find the physical, such as transports, and digital inf-
rastructure sufficient for developing your company? Have you had access to a
social infrastructure enabling you to combine your family and professional life?

The digital possibilities are limitless, they are very good. Much more meetings can be
held over Zoom and Meet. Thanks to this there is no need to travel to meetings, it sa-
ves time and money, the physical infrastructure is ideal, access to everywhere is very
good. Social infrastructure, family and working life, family members fully support my
business. At the same time, the company is as a member of the family. If I'm in Ger-
many myself, the daughter in law makes packages and my husband takes them to
destination. The children have helped in every way, the daughter has been helping
with homework since she was a child and they have become more independent. Un-
fortunately, children have not become entrepreneurs themselves, they are still em-
ployees. But maybe they’ll start in future, but they're very two-legged on the ground.
| see that my own mistakes are now coming back, that as an entrepreneur alone you
don’t depend on another person. If you need to work sometimes through the night,
it is no problem and sometimes the partner may think does the partner working and
contributing the same amount.

| depend on purchasing power,

my product is a niche product. | think |
have no competitors, time has picked
out who does what.
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In your opinion, did your company succeed? Why?

[ think my business is successful. This is also shown by the fact that even in Covid 19 condi-
tions, my company is still alive. | have never taken too many risks that | cannot manage on
my own. For example, if there is a concern or problem that can be solved, everything is fine.
Problems must not be taken against you, but something new and useful can come of them.
Must be two feet down, rational. Entrepreneurship and the need to achieve, | am looking for
new things, | try to take it easy, to select what is necessary, what is not necessary and the ne-
cessary things just need to be grasped and move forward together, to take advantage of all
the opportunities that life has to offer. Taking advantage of opportunities, an opportunity
in St. Petersburg, an opportunity in Germany - that you can always think about whether to
go or not. Now the customer base is Estonian tourists and there are no foreign tourists due
to the pandemic at the moment. | am wondering whether to go to the Middle Ages fairin
Tallinn. There are costs - space, transport, accommodation - whether it is worth it, because
there are no tourists in Tallinn today. Also consider such risks. Time also, if not selling, you
might rather spend time with your grandchildren or improve the website instead. But | go
to smallfairs, | like to show my products, communicate with people, introduce my company.

In your opinion, what hinders the development of your own business the most?

Currently, the biggest obstacle is Covid. 100% of orders fell, 3 large customers from the
US are waiting, because there are also stores that have gone bankrupt, and wholesale
customers there are also cautious at the moment. Global problems, everything is really
locked in the world and probably it will pass, need to be endured.

In Estonia, the legislation is very good. There are problems that the official is so
official that it is difficult to do things. For example, through the Unemployment In-
surance Fund, trainees used to be four months in the company, now it has been so
short period. Of course, | depend on people’s purchasing power, my product is a
niche product. | think | have no competitors, time has picked out who does what.
We often direct people to others rather than knowing that | can’t do it myself. The
business model has also changed, the product is already so much more specific
that not everyone at home does it anymore. | want to still have a handy part on the
products, not just machine work.

What motivates you? What gives you the greatest satisfaction? What are your
driving forces and joy in your entrepreneurship? / What are the advantages of
running your own business?

Keeps work and offers joy when you come to work in the morning and don’t know
what will happen in the evening, it’s the most exciting. Of course there is routine
too, flexibility, if someone wants to fast, skip it. Satisfaction is that | am my own
master, | take responsibility. But | always have the opportunity to do what | want.

Sometimes | think I'm too lazy, the
phone is on all the time, 24/7, I'm also an
entrepreneur at home, the company

still comes home with me.
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The driving force is networking, communicating with people, doing things diffe-
rently, going somewhere, seeing what others are doing, interacting with other
entrepreneurs. Flexibility is my management advantage. If the order is pending
and someone wants 3 sweaters quickly by Saturday, we will leave the order pen-
ding and finish quickly.

What frustrates you? / What are the disadvantages of running your own business?

My lack of management is pure time management skills, lack of time. Sometimes | think
I'm too lazy, the phone is on all the time, 24/7, I'm also an entrepreneur at home, the com-
pany still comes home with me, I have not been able to finish it. But | don’t answer emails
at weekend. Work and family life cannot be separated, Longa Liisu is like a family member.

Have you any met resistance as a woman in business life? (Additionally: Have you
ever met the issue of gender equality when establishing your company, sear-
ching financing or conducting your business?)

As awoman there are no problems, on the contrary, in the case of partners, men have even
helped, for example, in Germany for large cars my products boxes are still delivered to me.

How to deal with family life while conducting an own company?

My children live by themselves. If necessary then the spouse in theory talks about how
to manage the company ®).

How to increase women'’s opportunities to increase social capital?

Several times | was invited to the local government but still | prefer not to be a politici-
an, but as | told, communication, networking is important.

Let’s try to look at your company from the perspective of time. | would like to know
how conducting a business influenced your life - both in the economic and non-eco-
nomic sphere.
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If you were to decide to establish an own company, would you take this step
again? Why?

Certainly, these experiences have been positive. If | didn't do handicrafts, I'd probably
do something else, but that handicraft came, I've grown animals, grown plants, etc.

Have you been able to become economically independent through your gainful
work in your company? Do you estimate that your income will give you economic
safety during retirement throughout life?

I am financially independent, | don’t think much about money, it comes and goes, next
month’s salaries get paid. | live one month at a time, but this does not worry me any-
more. | can't hold on like that, I've done everything for myself. It used to be more stres-
sful for me, | hope things will start to ease in the world and orders will increase, and if
it doesn't, let’s see what happens. When | retire, | believe | can cope.

Did the quality of your life improved thanks to the fact that you run an own com-
pany? Or is it the other way around? Please explain this and give examples that
characterize the quality of life and changes in this sphere.

The quality of life has definitely improved. | rushed about terribly at the beginning, it
affected my health. Now | take it more easily, | believe it has come with age. So much
experience has been gained. As a young person, a person searches for and grinds cor-
ners and eventually begins to think about what is more important in life. If the quality
of life had not improved, otherwise | would have closed the business, or done some-
thing else or something that would have improved my quality of life. | have time to go
to the theater, to a cafe with friends, | have a big house, a garden, | have children, three
grandchildren are 3 years old, my business does not prevent me from living my private
life, | am the master of my time.

Do you see a bright and prosperous future for your company?

YES, the children probably won't take over the business, but | hope my grandchildren
maybe take over. | don't really think about what’s going to happen next. | live now
and I'm thinking about what will happen now, but I'm not worried about things | can’t
change, like this pandemic situation is.

Benefiting from starting knowledge, | hadn’t learned anywhere in the courses that the
best teacher is life itself,  had no business or business plan trainings. How will | see my
business in 4 years? How do | know? In 2020, profits fell by 60% due to the pandemic.
Positive is, that the President of Estonia named my company as one of the good sam-
ple in the anniversary speech of Estonia.

Interviewed by Virve Transtok

in May 2022 Estonia, Lddne Virumaa,
Pajusti
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FOREWARD

Nowadays the digital literacy skills needed to succeed in
modern society and study module Digital Literacy can help
you to identify your own digital competencies by inviting
you to consider your strengths and weaknesses in the digi-
tal environment.

Digital technologies, as well as the digital information in-
volved, are equally important to digital literacy. Around as
are many possibilities to use digital information and social
and business environment offers the digital material to be
acted upon. Our capabilities demonstrated through our
interaction with this digital environment, determine our
level of digital literacy.

Adigitally literate person is someone who:
— possesses the variety of skills — technical and cognitive
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- required to find, understand, evaluate, create, and communicate digital information in a

wide variety of formats;

— s able to use diverse technologies appropriately and effectively to retrieve information, in-

terpret results, and judge the quality of that information;

— understands the relationship between technology, lifelong learning, personal privacy, and

stewardship of information;

— uses these skills and the appropriate technology to communicate and collaborate with pe-
ers, colleagues, family, and on occasion, the general public; and uses these skills to actively
participate in civic society and contribute to a vibrant, informed, and engaged community.

Digital literacy is now recognized as a keystone for civic engagement, educational success,

and economic growth and innovation.
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MODULE

CURRICULUM

Module abstract

Adult female learners get knowledge about information as
economic, management and power resource, its legal basis
and types of information protection. Learners get understand-
ing about importance of information and the main types of ac-
quiring information in business environment and can use avail-
able e-platforms and tools in the development of e-commerce
solutions, as well as skills in developing digital communication
plan. After completing the course, learners are able to acquire
information in databases. Learners acquire practical skills in
delivering information by using various presentation methods
of e-commerce, organizational principles and technologies,
social commerce, product and order flow, payment systems,
e-payment methods, digital signature, development principles
of e-commerce system and mobile applications, as well as their
integration possibilities with other information systems. The
module can be adapted to the needs of refugee women from
Ukraine as a study aid to start a business using e-tools.

Module aim The aim of the course is to provide learners with knowledge
and skills in the digital literacy, for creation of digital informa-
tion system for the e-commerce system, using methods and
tools for digital readiness improvement.

Learning Knowledge

outcomes 1. Demonstrate a comprehensive knowledge in a various

e-commerce problem situations, design and develop an
e-commerce solution.

2. Demonstrate the knowledge and understanding of the legal
framework for information and the ways of protection of in-
formation.

3. Demonstrate a broad knowledge and understanding of dig-
ital communication and development of and prospects for
e-commerce.

Professional skills

1. Manage processes regarding business information - search
the information in databases and select, analyse, process
and useit.

2. Apply information technologies and use of social networks
to promote a product in the digital market and set up the
business using numerous e-commerce tools.

3. Identify and analyse digital communication problems.

4. Explain and present (using digital tools) to others the re-
sults of their own work.
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Soft skills
1. Cooperate with others in the digital environment.

2. Manage business information based on the acquired theo-
retical knowledge.

3. Define and give their own solutions to communication
problems and identify the causes of the problems.

4. Organise a meeting in according to the agenda, applying
meeting management tools.

Competence
1. Draw up a digital communication plan or information plan
based on the theoretical knowledge acquired.

2. Do business, comprehending and complying with the rele-
vant e-content and technical requirements.

Module plan (total: 40 hours)

The essence of information and digital literacy - data, information, knowledge
and knowledge capital. Information as a power resource — the most common ways
and methods of manipulating information (lecture - 2 hours, practical task - 3 hours).

Legal aspects of information management. Legal and illegal methods of obtain-
ing information. Information security and ways to protect it (lecture - 2 hours, prac-
tical task — 3 hours, case studies - 3 hours).

Information management and digitalisation in different situations. Social me-
dia - a tool for monitoring business information. Organization and management of
meetings and discussions. Acquisition of business information in databases (lecture
-2 hours, practical task - 3 hours, independent work - 4 hours, group work — 4 hours).

Information structuring and digital principles. E-commerce platforms and the
opportunities they provide. Display of information in spreadsheets Principles of for-
mation Processing of chronological data and information. (lecture — 2 hours, practi-
cal task - 4 hours, independent work - 2 h hours).

Representation of information. Development of e-commerce systems. Domain
name. Hosting services. Presentation skills using different digital tools (independent
work - 6 hours).

Requirements The module provides case studies, practical work, group work
for passing and individual work, which must be passed and done within
module the deadline for submission.
Description of Within the framework of the study course description for inde-
the organisation | pendent work is given 12 hours. Independent studies (work)
and tasks of are organized as follows: preparing the search the information
students’ in databases and select, analyse, process for content (4 hours);
individual work | preparing explanation and present (using digital tools) to oth-
ers the results of their own work (6 hours); prepare solutions to
communication problems and identify the causes of the prob-
lems (2 hours)
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literature
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Recommended
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Latvian entrepreneurial mom Marina Potjomkina
i T

In the beginning, | would like to ask you to shortly characterize yourself and your
company.

My name is Marina Potjomkina, | am 39 years old. | received a Bachelor’s and then Mas-
ter's degree in Entrepreneurship at RISEBA (Riga International School of Economics
and Business Administration). | live in Riga, | am married and have a son of 10 years
old. In my free time I like to spend with my family, | am fond of photography and travel
a lot. | am the founder of “Marissa Fleur” art studio and “Marissa Fleur Jewelry” brand
owner. According to the scheme of my business activity, | am a serial entrepreneur.

https://www.marissafleur.lv/

What do you understand under the concept of entrepreneurship? What does this
term mean to you?

If we talk about the concept of entrepreneurship, this is a person who takes responsibility
for creating, organizing and running a business, as well as the risks associated with it.

Entrepreneurship is an opportunity to
turn your business idea into reality, take
responsibility, constantly learn and look
for ways to further develop your business.
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For me, entrepreneurship is an opportunity to turn your business idea into reality, take
responsibility, constantly learn and look for ways to further develop your business. A
very interesting moment in entrepreneurship is the search for a business idea. In this
case, it is possible to transform a hobby into a business, a business idea contributes to
the solution of some of the problems existing in society, and an idea can also be trans-

ferred from another industry or from another country.

An enterprising person is characterized by
the ability to catch a business idea that can
be transformed further into a business.

What, in your opinion, characterizes an entrepreneurial person? What features
should such a person have?

In my opinion, an enterprising person is characterized by the ability to catch a business
idea that can be transformed further into a business, the ability to communicate with
people, find like-minded people, partners, build a team, delegate authority, and be in
constant search of new opportunities for developing one’s business.

The features that such a person should have are as follows: analytical mind, initiative,
responsibility, independence, mobility, ability to take risks, readiness to constantly
learn, discover something new, catch trends, work in a team.

Which of those features do you have? Which features would you like to work on?

In my opinion, | naturally have many of the features that an entrepreneur needs. More-
over, my father was quite a well-known and successful businessman in Latvia, who
launched his first business in the 90s. At home, various issues of doing business were
discussed quite often, including those related to fairly serious risks, which also contrib-
uted to the development of my entrepreneurial basis.

The features that | would like to develop in myself are, first of all, the delegation of
authority, the rejection of the approach “no one will do better than me”, “I will do ev-
erything myself”. It is necessary to learn at an early stage of the problem to identify it
and select the right people. Also, | can get so carried away with a new idea that | don't
properly assess the potential risks. Now | even developed a risk matrix for myself and
carefully analyze each situation.

Why did you decide to open your company? What was the start of your business like?

In 2008, | had already been working for two years as an Assistant Director in an inter-
national marine company in Riga. Stable and well-paid job, great colleagues. However,
suddenly | realized that | would prefer doing something else but had a hard time under-
standing what it was. Several years in a row, | was making a wish on New Year’s Eve: “To
find my favourite occupation or let it find me!”Yes, | do believe in the power of thought!

Following my friend’s advice, | started paying attention to things I had fun doing. While
surfing artistic forums on the Internet, | once noticed a truly gorgeous bunch of flow-
ers. What was my surprise when | realized that it had been made out of polymer clay
leaf by leaf. | had a strong desire to buy this beauty, but | could not find a crafter who
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would sculpt a bouquet for me. Then, | accidentally discovered that it was possible to
acquire flower modelling skills using such kind of material. That became my dream!

The closest school where | could study flower creation according to a programme of
the Japanese DECO Clay Craft Academy turned out to be in St. Petersburg, Russia. |
took a two-week vacation at work without any hesitation. Already after the first lesson,
| was ready to sculpt flowers day and night. | was sleeping for four hours and using
every minute of my vacation to get new knowledge. When flying back to Riga, | clearly
realized that my life will never be the same.

| was feeling happy like never before! My friends and acquaintances saw my bouquets
I brought home from St. Petersburg and started making orders. Thanks to the word of
mouth, | also got requests from people | did not know. However, | was determined to
move forward and to sell my products abroad.

It was at that moment that | made the decision to open my own company, it was a
completely natural step. At the same time, | wasn'’t ready to quit my job and just run
my own business.

In September 2010, | launched my first online shop “Marissa Fleur” on etsy.com, the
most popular platform in the world, where one can sell and buy handmade works. At
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that time, there we very few crafters offering flowers made out of polymer clay. During
just one year and much to my astonishment, | got around 100 orders from America,
Scandinavia, South Korea, Australia and Mexico. They included both small items, such
as hairpins and brooches, and massive wedding products — bouquets for brides and
their maids, floral arrangements for table decoration, flower gifts for guests.

Alongside with my business, | was still working as an Assistant Director. My evenings,
nights and weekends were dedicated to flowers, clients and my etsy shop. | often re-
placed lunch with a visit to a post office to send parcels to my clients, left parties and
gatherings early to fulfil orders on time. During sunny summer weekends, | could af-
ford a stroll at the seaside only late in the evening.

In one year, | came to the conclusion that such schedule was too tough for me to han-
dle any longer. There was an important decision to make. Should | stay in the office and
only accept the number of orders that will not impact my night’s sleep or become a
full-time entrepreneur?

The beginning of 2012 was characterized by financial crisis aftermaths, unstable econ-
omy and other demotivating factors, which did not give me much confidence. Howev-
er, support of family and friends, as well as a steady growth of clients helped me make
a choice. | quit my day job!

I still recall how surprising it was to wake up in the morning and not hurry anywhere.
Now | could read a book or watch TV in the evening instead of sculpting orders. | started
a completely new life! I had time for so many things | could not do before. | often attend-
ed exhibitions and lectures and developed a deeper interest in the creative world.

| can say that my business has two birthdays. The second came just when | was able to
happily deal with it alone.



How the process of establishing the company looked like? How do you evaluate
this process in retrospect? Was it easy or difficult?

The process of establishing my company was easy for me. By the nature of my activity as
an Assistant Director, | was involved in the preparation of documents for the establishment
of subsidiaries and all the necessary steps were well known to me. As required, | opened a
bank account and deposited the necessary amount of money into it, which | then used to
purchase materials. At the initial stage, | managed with my own savings, but it should be
noted that even then my parents were ready to help me if necessary. In this case, the well-
known formula 3F (family, friends and fools) could work already on the first letter F. Then
| prepared a package of documents, samples of which were presented on the website of
the Latvian Register of Enterprises and submitted them for consideration. Two weeks later
| received my registration certificate and my business was up and running!

If I look back, | wonder if | did the right thing then, that for the first 3 years | com-
bined work in a marine company with running my own business. It was really difficult,
| didn't have any free time for my family, for self-development, for rest. Now | think that
| should have made a tough decision earlier and quit the company. After all, it was a
time when this type of business was just developing and | had an excellent potential
to capture a much larger niche in the business space.

There was an important decision to
make. Should | stay in the office and only
accept the number of orders that will not
impact my night’s sleep or become

a full-time entrepreneur?

What were the first three things you took care of when becoming the owner of
your company?

The first point that | took care of then was the involvement of professionals in those
areas in which | did not plan to deepen my knowledge: accounting and legal issues.
| observed many start-up entrepreneurs who planned to independently understand,
for example, the accounting system and maintain it. | decided that it would be wiser to
concentrate my working time on those issues in which | understand and which | plan
to develop further, and entrust these areas of business to professionals.

The second point is quality. | decided to make every effort to ensure the high quality of my
company’s work at all stages of interaction with the client: the offer of goods, correspon-
dence, work on the preparation and placement of the order, its execution, packaging and
delivery, as well as receiving feedback. | can remember one order for a wedding bouquet,
where the client wanted to see bright red tulips. At the same time, working with Japanese
DECO Clay does not allow obtaining such a color. Whatever | did to achieve the desired
result, but nothing worked. | contacted my former teacher from St. Petersburg, who told
me that in this case, you can only paint ready-made tulips. | spent almost 3 working days on
these 9 flowers, but | was happy when | saw how my client liked my creation.
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And another aspect of this decision of mine is the work with individual orders. As a
beginner entrepreneur, | was happy to receive custom orders. Even though it was quite
risky, | managed to build a communication process in a way that would guarantee cus-
tomer satisfaction in the end. None of my products were rejected or criticized! | did not
always like my clients’ choice, but individual orders allowed me to better understand
target audience’s preferences and create items that would be embraced by many in
the future. As a result of such approach, | created an impressive portfolio, which at-
tracted more and more new buyers.

And the third point is marketing. Word of mouth is a good move for the very start of your
business, but then you should take care of more effective tools. After all, if your potential
customers do not know anything about your products, how can they order them? | at-
tended seminars, read and received advice from more experienced entrepreneurs, and
then developed my own marketing strategy, some elements of which I still use today.

Word of mouth is a good move for the
very start of your business, but then you
should take care of more effective tools.

What are the obstacles to becoming an entrepreneur? Are there different obsta-
cles for women and men?

There were no obstacles for me to start my own business. | had a limiting factor for
more active development of my business, when | could not decide to quit my job
and do it alone.

In my experience, | cannot say that there are any gender restrictions on developing
your own business.

Would you characterize your company as an innovative one? Why?

Yes, | am ready to characterize my company as innovative. First of all, we are focused on
the use of innovative technologies in our activities, both in the process of manufactur-
ing products and their sale, as well as on tracking current trends in our field and their
implementation in the company’s activities.

Could you describe your innovative process? Are employees involved (if you have any?)

| would like to start with my company’s work to analyze the handicraft market and
highlight the most popular and innovative trends. After all, this market is in constant
motion, if you crochet the same boring bear cubs year after year and sell them in the
same markets, it is difficult to talk about a serious business development. | started
with making Japanese DECO Clay products, the next step was to conduct courses
on making flowers from it, then we included master classes for bridesmaids in our
portfolio, then master classes for children in modeling clay toys, the next steps were
conducting master classes for the production of botanical bas-reliefs and candles, as
well as sales on etsy.com. My company is a living organism that must be in constant
motion in order to live and develop.
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And each of our new directions for the manufacture of products required the study
of new technology and its implementation. In some cases, the purchase of modern
equipment or premises was also required.

Additionally, | pay great attention to such an aspect as digital literacy. More in Septem-
ber 2010, | launched my first online shop “Marissa Fleur” on etsy.com, the most popular
platform in the world, where one can sell and buy handmade works. Since then, we
have been actively using this platform in different variations, regularly creating our
own e-shops as needed, and also operating on Facebook and Instagram platforms.

Of course, our entire team (including employees) is involved in all aspects of innova-
tion processes, colleagues consider this factor as motivating both for their personal
and professional growth.

What are the conditions for innovations to take place?

In my opinion, in our business, the condition for innovation is the desire of the owner
to stay in line with modern trends and continue the development of his/her company.
It is important not to plunge into the current work, but to be able to stop, analyze the
current situation and evaluate what is important for you to do in this direction in order
to be successful. In my case, the availability of free funds was not a prerequisite for the
use of innovative tools.

In my opinion, in our business, the
condition for innovation is the desire

of the owner to stay in line with modern
trends and continue the development
of the company.
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What are the barriers to innovation?

To a certain extent, for me, the barrier to innovation (etsy, e-shops) was a lack of ICT
skills. Despite the fact that my education provided me an excellent base is for devel-
oping my own business, | had to additionally attend seminars, read and communicate
with like-minded people. | especially want to emphasize the importance of such com-
munication. Indeed, at the initial stage of doing business, the problems are quite sim-
ilar and it is extremely important to be able to discuss them with those who are ready
to hear you. And even hear yourself. In our case, we invited an experienced specialist
to launch our website and e-shops.

And time! It is necessary to plan the possibility of working on innovations.

Have you ever needed financial support to implement any innovations? If yes,
did you receive one?

Yes, | needed investments in order to start a new direction of my business, the rele-
vance of which | determined. It was a master class on making products from Japanese
DECO Clay. | needed a suitable room and equipment. We managed to find a room, but
it needed renovation. By that time, | already had a certain reserve of funds, | regularly
set aside them precisely for the further development of the business. But they were
not enough and my parents helped me in that situation. Moreover, my father gave me
furniture from his office.

Do you contribute to the economic growth of your country? How?

| am a representative of a small business and, of course, | cannot have a big impact on
the economic growth of Latvia. But in my company today 5 people are employed, all of
them receive an official salary and we pay all the necessary taxes. | would like to note
separately that we conduct master classes that help people start their own business or
become more successful (for example, a master class for selling on Etsy).

It is necessary to plan the possibility
of working on innovations.
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In your opinion, did your company succeed? Why?

Yes, | believe that my company is successful. Since its launch, it has grown steadily. Of
course, during Covid-19 | had a decrease in turnover due to restrictions that did not
allow us to conduct master classes and work in the studio. At that time, | was trying
to restructure my business to stay afloat, we were doing webinars, | was developing a
new line of leather jewelry, for example, that was selling successfully on Etsy.

| am pleased that | regularly find new opportunities and open new directions for my busi-
ness. The business is constantly developing, enthusiastic and interested employees come
to work, together we are a real team that is interested in common results and achieve-
ments. Moreover, my mother also now works in my company, she found an opportunity to
realize herself by conducting polymer clay modeling classes for children. Here her knowl-
edge in the field of psychology and, in particular, in child psychology, was very useful.

There was a bright period in the life of my company when | was just starting to make
products from Japanese DECO Clay, which was then an innovative material. Articles
were published about me and my products in Latvian newspapers and magazines, |
was invited to speak on radio and television.

And | once heard that Alexander Vasiliev, a famous world fashion historian, collector
and Russia’s TV host, would visit Riga with a lecture. | simply could not miss this event!
| did not want to go there empty handed and | got an idea to give him one of my
brooches as a gift regardless of having doubts. In just 1.5 month | saw Alexander wear-
ing my brooch in a popular TV show “Modny prigovor” broadcasted on the Channel
One. That was an incredible feeling! | was looking at the screen with tears of joy and
ear-to-ear smile. Unbelievable!

And now our company is known in Latvia, those who have already cooperated with
us before, purchased our products or attended our master classes are returning to us.

| am motivated by the joy that | see on
the faces of our customers or clients who
take part in our workshops.

What motivates you?

I am motivated by the joy that | see on the faces of our customers or clients who take part
in our workshops. We are motivated by words of gratitude, emotional positive responses
that are said to our team or written on Etsy or Facebook. This is what gives us a sense of
satisfaction from our work, pushes us to new discoveries and makes us move forward.
In your opinion, what hinders the development of your own business the most?
Of course, the situation with Covid-19 has had an impact on the development of my
business. But my team and | have tried to do everything possible to minimize the loss-
es caused by the restrictions associated with the pandemic. From the point of view of
legislation and the fiscal system, favorable conditions have been created in Latvia for
the development of small businesses.
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What are the advantages of running your own business?

First of all, it is freedom in decision-making, in choosing directions for the further path
for your business. In addition, the opportunity to create your own team, invite inter-
esting people to cooperate, communicate with large communities, achieve excellent
results, be happy and proud of them.

What are the disadvantages of running your own business?

Among the disadvantages, | would like to include the risks that you must foresee, min-
imize or quickly respond to critical situations when they occur. It is also the responsi-
bility that you bear both for the development of your enterprise and for the specific
people who work for you and trust you.

Do you see a bright and prosperous future for your company?

Yes, of course, | am sure that my company will continue to develop successfully. | have a
great team, whose members are also interested in developing this business and come
to me with new ideas and suggestions. In addition, | see myself as a serial entrepreneur
who finds possible niches in related fields and generates ideas for the development of
new lines of business.

Our company has an excellent reputation both in Latvia and among buyers on Etsy, we
are ready to develop, learn and discover new things!

Interviewed by Natalja Sterhova
#EMH project researcher and trainer
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The third module, Personal Effectiveness, is for those who-
se whole life matters. Those who want to take responsi-
bility for their life, lead it, live it with their own goals, and
pursue them, by observing, recognizing what is getting in
the way, and trying to change it.

Those who are proactive, who expand their circle of

influence because they realize that no one else will have
more influence on their lives than themselves.

Those who want to make the most of their time on earth
and experience as much joy as possible, whether it is in
their family, their professional life, or their own business.

I am a lecturer in leadership, personal effectiveness, and
other management training. | took this path quite late in
life (probably like most of the participants in this program) “ ‘ l

“

when as a university lecturer and associate professor in
information technology | felt that | was no longer enjo-
ying my job. So, well into my fifties, | did a Master’s degree in Management and Leadership,
because | was becoming more and more interested in people than in computers.

And in management, | became more and more interested in human relationships. To what
extent do people’s actions and decisions, whatever they do, depend on themselves, on how
they manage themselves? This topic took me even further, into the study of how to lead
oneself. After all, it is possible to moan, to feel unhappy, to feel wrong, to feel unapprecia-
ted. Or we can try to do what we can, what our strength and our health allow us to do, to
live and feel our best.

Every event has its consequences. What they are depends on our reaction to the event,
which is the only thing we can change.

Therefore, | reiterate a truth we all know: no one else will live our lives for us and no one will
take care of them as well as we do. | wish that the learning program developed by the pro-
ject team under my leadership will empower each one of you to plan independently and to
act boldly in creating your own business or self-employment practice.

Dr. Janina Radvile U}/\

Photo courtesy of Marge Swindt



MODULE

CURRICULUM

Summary of the
module

Female adult learners get knowledge about personal effec-
tiveness as self-employed persons as well as the necessity and
importance of setting their own work and life goals.

They get knowledge about principles and methods of setting
and achieving both personal and professional goals as well as
proper time planning in business, including, but not limited to,
defining the priorities, planning daily activities and workloads,
managing time constraints and deviations, maintaining healthy
self-employment and family balance, changing limiting atti-
tudes and habits.

After completing the module, female adult learners are able to
start their own company/self-employment practice in accord-
ance with the best management and personal effectiveness
tools and practices, and in compliance with local social welfare
as well as labor laws, also acquiring practical skills in the proper
documenting of the time and workload management/balancing.

Module aim

To provide the learners with knowledge about goal setting, time
planning and management, workload balancing, tools, and
methods used in recognizing and adjusting their personal val-
ues, attitudes, and habits to their entrepreneurial goals.

Learning
outcomes
illustrating
achievement
of the
competences

Knowledge

1. Demonstrate knowledge in defining entrepreneurial goals, rec-
ognizing/distinguishing priorities, limiting attitudes and habits, and
developing plans for short-term and long-term goal achievement.
2. Demonstrate knowledge in time and short-term and long-
term activity management as a necessity for the successful im-
plementation of entrepreneurial tasks.

3. Demonstrate knowledge in properly balancing business/pro-
fessional and personal/family tasks in accordance with local so-
cial welfare and labor legislation.

Professional skills

1. Planning and managing short-term and long-term activities
and their deadlines using classical and digital tools.

2. Apply time management/saving tools and methods in daily
entrepreneurial practices.

3. Identify and analyze performance time effectiveness in ac-
cordance with performance targets.

4. Explain and present personal effectiveness as well as per-
sonal time management plans and their results to others using
both classical and digital tools.
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Soft skills

1. Cooperate with others in setting goals/agendas/deadlines in
the digital environment using classical and digital tools.

2. Improve personal effectiveness and work/family balance
based on the acquired theoretical knowledge.

3. Identify the causes of personal effectiveness and work/fami-
ly balance issues and find their own solutions.

Competence

1. Develop charts, timesheets, activity timelines, and other rel-
evant time management documents based on the theoretical
knowledge acquired.

2. Pursue self-employment or personal business activities in
compliance with the local legal requirements.

Module duration: (total: 40 hours)

Module design:

1. Soft skills for better effectiveness. Concepts of social and emotional intelli-
gence. Self-imaging, self-confidence, and self-perception issues. Identification of
personal limitations using SWOT analysis. Assertive communication practices (lec-
ture — 2 hours, practical task — 2 hours, individual work — 4 hours).

2.Techniques for personal effectiveness. Pomodoro technique. Time-flow tech-
nique. Eat that frog! technique. Personal productivity methodology ©Getting
Things Done. Task prioritization schemes. Priority/urgency matrix (lecture - 2 ho-
urs, practical task - 2 hours, individual work - 4 hours).

3. Monotasking and multitasking. Monochronic and Polychronic time concepts.
Multitasking examples, pros, and contras. Multitasking and monotasking skill de-
velopment practices (lecture — 2 hours, practical task — 2 hours, individual work - 4
hours).

4, Digital means for personal effectiveness. Most popular time management
apps/platforms, their pros, and contras. Interruption log. Internet access limiting
tools. Digital mindfulness practices (lecture — 2 hours, practical task — 2 hours, in-
dividual work — 4 hours).

5. Time management in business. To-do lists. Development of time schedules.
Activity timelines for short-term and long-term projects. Timesheets and their cor-
relation with activity plans and payslips. Legal requirements for proper time man-
agement in self-employment practices and private business (lecture — 2 hours,
practical task — 2 hours, individual work — 4 hours).
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Module
maintenance
requirements

The module provides case studies, practical work, group work
and individual work, which must be passed and done within
the deadline for submission.

Description of
the organization
and tasks of
learners’ inde-
pendent work

Within the framework of the study course, the description for
independent work is given 20 hours. Independent studies
(work) are organized as follows: studying, analyzing, and prac-
ticing the content of the lecture on a private basis (10 hours);
preparing explanations and presentation of the results of their
own work using digital tools (5 hours); identifying problems
and preparing solutions (5 hours).

Compulsory
literature

1.

Stephen R. Covey (1989). The 7 Habits of Highly Effective
People. Free Press; Revised edition (November 9, 2004).
Peter F. Drucker (2006). The Effective Executive: The Definitive
Guide to Getting the Right Things Done. Harper Business.

Brian Tracy (2007). Eat That Frog!: 21 Great Ways to Stop Pro-
crastinating and Get More Done in Less Time. Berrett-Koe-
hler Publishers.

Jack Canfield, Janet Switzer (2006). The Success Principles:
How to Get from Where You Are to Where You Want to Be.
William Morrow Paperbacks, 2006.

Og Mandino (1983). University of Success. Bantam, 1983.
Ken Blanchard, Susan Fowler, Laurence Hawkins (2017). Self
Leadership and the One Minute Manager. Harper Collins
Publ. USA, 2017.

David J. Schwartz (1959). The Magic of Thinking Big. Ran-
dom House UK Ltd, 2016.

David Allen (2015). Getting Things Done. The art of stress-
free productivity. Penguin Books, 2015.

21 Time Management Tips for Entrepreneurs in 2023.

Recommended
reading

Peter F. Drucker, Rick Wartzman, et al. (2012). The Drucker
Lectures: Essential Lessons on Management, Society and
Economy. The Drucker Institute (P), 2010 McGraw Hill-As-
cent Audio.

James M. Kouzes, Barry Z. Posner (2017). The Leadership
Challenge: How to Make Extraordinary Things Happen in
Organizations. 5th edition, Jossey-Bass.

Richard Templar (2011). The Rules of Management: A De-
finitive Code for Managerial Success. Prentice Hall Business.
Robert Anthony (1988). Beyond Positive Thinking. Morgan
James Publishing, 2004.

David Allen: The Secret to Stress-Free Productivity | Fifteen
Seconds Festival 2019, Graz, Austria
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Lithuanian entrepreneurial mom
Jurate Kancauskiene

I would like to ask you to shortly characterize yourself and your company.

I am Jurate Kancauskiene, a mother of three children. | have been in business since 1993.
Since 2007, | have been teaching the art of selling through public speaking. | have con-
ducted more than 1,000 job interviews for salespeople and telephone interviewers.

Since 2014, | have been organizing and conducting online trainings such as Effective-
ness Academy, Butterfly Effect, 1 minute video, Business video CV. | can also be intro-
duced as an influencer on the social network TikTok and a volunteer of the Silver Line
for seniors. | also sing in the mixed choir Sonorus. However, the main and most well-
known activity of my business is tropical butterfly exhibitions.

In 2024, it will be ten years since tropical butterflies and their exhibitions appeared in
my life. Organizing an exhibition of tropical butterflies was not easy at first. We had to
invest quite a lot of money and time. We learned from our mistakes. How much anxi-
ety was in the hearts, how much everything was unexperienced, unknown, but at the
same time how much there was a desire to see and feel everything, and most impor-
tantly to share it with others!

Despite the success of the tropical
butterfly shows, | was well aware of the need
to improve in order to remain attractive.
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On this day, butterflies also travel to kindergartens and schools. The education pre-
pared by us is included in the program Lithuanian Culture Passport, a tool that allows
students to use various cultural and artistic services at the expense of the state, includ-
ing but not limited to attending performances, concerts, and exhibitions, and partici-
pating in other educational cultural activities.

We travel all over Lithuania. In nine years, we have organized fifteen exhibitions in
various cities and contributed to the creation of several more. We are glad that every
day we keep meeting visitors who have visited us in various places. We are grateful to
people for loving nature, being interested in it, and showing that love to their children.

Why did you decide to start a business? What was the very beginning?

My first workplace, the Computing Center of the Lithuanian Academy of Sciences,
did not impress me at all. On Mondays, it was necessary to perform the prevention
of the clumsy first computer in those days. And for the rest of the days of the week,
there was no more serious activity. Therefore, when | returned home, | sewed chil-
dren’s clothes from old men'’s shirts. In the long run, | realized that this way | could
earn more than going to work for hire. Therefore, | decided to engage in domestic
activities and give birth to one more, our third child. Today our youngest Aiste is my
main helper in organizing tropical butterfly exhibitions.

Then came Perestroika which also brought more business opportunities. In 1993, a
relative who managed a then-state-owned store decided to quit and open his own
private one. He invited my family to join the business. For me to work as a shop atten-

| am glad that those pieces of training
helped several hundred participants to
become more confident in front of the
camera and to speak freely and share
their knowledge and experience.
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dant-to work at the store-l don’t know how to sell thoughts like these kept running in
my head. It took more than half a year for me to give up and join the business as a shop
attendant. My little daughter Aiste was in her third year at that time. The shop and a
car that we used to deliver goods became her first kindergarten, and a block of flour
packages was used as a bed during the afternoon nap.

After ten years of this kind of work, | got fed up with everything. Mainly because
of accounting stuff in the trade business. Also, every three months the hygiene
inspectors used to come to visit us and regularly demanded money in multiple
ways, both official and unofficial. By the way, another colleague of ours always had
a dream about inspectors’ visit the night before exactly when they would come.
Even though everything was thoroughly checked in the morning, the hygienists
still found something to fine for.

And then | got an invitation to join an international active sales company. At first, it
didn’t seem like my job at all. Although it was also about sales, these were completely
different from those in a local store where people come with a specific need to buy
food. And the prices were different, and the product was different. But | really wanted
something new so | decided to give it a try.

I memorized 20 pages of sales text and finally saw what | would have to sell. It was an
ironing system, extremely expensive for those times. | probably couldn’t have been
offered a worse thing because | just hate ironing. But | started doing sales events, and
the strangest thing happened: people bought the system. | didn't even understand
why because | thought | couldn’t sell. | was just telling them stories about the system,
and they were paying the money for it.

After a year and a half, | realized that it is much easier to make money from active sales.
| closed the doors of the family store forever. Three years later, | received an offer to
become the head of the company’s department abroad.
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The moment of saturation in the post of manager, however, eventually also came.
It was accompanied by the feeling that there was absolutely no time and energy
left for the family. | would return from abroad once a month, but soon | felt that |
no longer had the energy to communicate, especially with my aging, sick mother.
Therefore, one fine day | announced that | was leaving my job. Especially since | had
100 days of unused vacation.

At the request of the company, in 2014 | agreed to implement the last short-term train-
ing project. On that occasion, | visited my former employee and saw her exhibiting
butterflies. Word after word, we agreed to make such an exhibition in Lithuania as well.

The first exhibition, held in the same year in Vingis Park, attracted thousands of curi-
ous people. The exotic news caught on in the market immediately. It also helped that
tickets were offered cheaper by a discount platform that was extremely popular at the
time, which also advertised the exhibition.

The beginning of the butterfly exhibition business was accompanied by many interesting
signs. First, in the autumn of the same year, my mother passed away. And the popular say-
ing states that butterflies are the souls of the dead. Second, | experienced a kind of flying
sensation for the only time in my life while visiting a place famous for its supernatural phe-
nomena. There were more circumstances that showed that | needed to do this. Especially
since we managed to agree that | will pay all the expenses after | receive the income.

What difficulties do you face when organizing butterfly exhibitions?

I admit I've been working at a loss for the first year. Expensive premises, intensive pub-
licity and, of course, staff wages required bigger sums than planned.

When the exhibition is open permanently, it is necessary to have at least two perma-
nent employees. Volunteering would seem like a solution, but due to the current laws
of Lithuania, it is difficult to formalize it. Especially since a person does not find time to
volunteer at an exhibition that is open all the time and keeps putting it off.

What innovations are you implementing in your business?
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Despite the success of the tropical but-
terfly shows, | was well aware of the
need to improve in order to remain at-
tractive. Already from the fifth season,
we fundamentally updated the concept
and started traveling around schools
and kindergartens with butterflies our-
selves. Most educational institutions do
not have their own vehicles and cannot
come to us. And a local hall or even a
classroom is enough to show butter-
flies. It is important that the ceiling is no
higher than 4 meters, otherwise, it is dif-
ficult to catch butterflies.

Our next innovation was caterpillars.
They eat all the time, but each species
prefers only the leaves of certain types
of plants. That is why in the exhibition
you can see potted olives, cannas, ba-
nanas, and all their leaves are pierced with holes. Then, after adding enough, they turn
into pupae, which are placed in a special incubator. Through its glass, the curious can
observe the birth of a butterfly.

With the outbreak of the COVID-19 pandemic, butterfly farms around the world have
stopped supplying pupae. The quarantine that started in Lithuania resulted in the fact
that the main visitors of the exhibitions, kindergarteners and schoolchildren, found
themselves between the four walls of their homes for an indefinite period of time.
However, we still found a way to customers: in the spring of 2020, butterfly exhibitions
were hatched with online video tutorials.

At first, my assistant daughter Aisté thought of creating lessons for only one week. But
after talking to several people, she decided to film them every day until the end of the
quarantine. That’s how 30 video tutorials were born, although there are enough ideas
to create twice as many.

Short video lessons of about 5-6 minutes tell about butterflies in a way that is interest-
ing for both children and adults. We try to use terms that everyone can understand. If
a word is not very clear, it is shown in pictures.

Butterfly tutorials are mainly aimed at those children who want something useful but
at the same time fun. There are also many adults in the audience who are happy with
the opportunity to broaden their horizons. We think the video tutorial format itself is
even more suitable for watching with the whole family.

However, one feature of the live tropical butterfly exhibition has remained unchanged
- we always try to tell visitors as much as possible about butterflies. We collect informa-
tion in various languages and try to present it as attractively as possible. We have no-
ticed that if no one tells the visitor anything, he turns around and leaves very quickly.

The exhibition is also always accompanied by a butterfly drawing competition, and
both big and small participate in it. It was my idea. The idea was born after noticing
that butterflies are often even more interesting to adults than to children. In addition,
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when drawing together with children, mutual communication changes, and emotions
are remembered for a longer period of time.

What qualities do you think an entrepreneur needs?

| think the most important thing in both business and family is to talk. Now | spend
more time on it than when | worked in active sales. Working abroad has taught me to
enjoy short moments of togetherness. Before, | didn't find time for this during work.
Being away from family, from relatives, and maybe communicating with foreigners
helped to become a slightly warmer person. Because until then, even if | felt that |
wanted to hug someone, | didn't dare and resisted. Now I'm brave.

What are the pros and cons of owning your own business?

When | was twelve, | got my hands on the then-revolutionary and deficit Dale Carnegie’s
book How to Win Friends and Influence Others. It opened my eyes as a modest teenager.
| realized that | can change and create a new, different self. At the same time, | learned
another important lesson that | must follow my own wishes, not my friends’ wishes.

| follow this principle even now. But when you work for yourself, you often stop only
after you are physically unable to continue working, no matter how nice it is to do it.
Even though | have been working for myself for many years and | hardly remember
paid work, | am still often happy that | can plan my own time, | can work in Klaipéda, |
can work in Vilnius, | can work even abroad.

Our next innovation was caterpillars.
They eat all the time, but each species
prefers only the leaves of certain types
of plants.
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And as a shortcoming, | would mention the feeling of bitter happiness. It comes when-
ever the end of the exhibition is near. The feeling is mixed because you want the exhi-
bition to end but at the same time you know that it will be very empty and difficult to
get into a new routine without butterflies.

I really have a lot of activities (after all, we haven't done an exhibition at all for two and

a half years), but that feeling, uniquely strange and sometimes quite pleasant, remains
and only gets stronger until the last moment.

Have you experienced burnout? How are you healing?

The freedom that business brings is both amazing and terrifying. It's a wonderful feel-
ing when everything is in your hands: free time, busyness, overwork, and illnesses.
More and more | am convinced that it is necessary to plan our leisure. And even better
to have several options. Otherwise, | go back to the household or the same activity,
and then it seems that | have not rested at all, although | have given myself a day off.

Sometimes when | want to do a lot of work, my body stops me. | used to berate myself
for such a lost day, when you suffer from pain, lie down and do nothing. Now I'm learn-
ing to accept it as a help, thank you and try to be at peace. And in such cases, our cat,
which my daughter brought back from Greece, where she studied and lived for a long
time, always helps me. He snuggles up where you want him most.

What challenges do you face trying to balance family and business?

Butterfly exhibitions became a home for our family business, where not only myself
but also my husband Alfonsas and children found a place for themselves, discovered
new unexpected things, peace of mind, and constant joys of life. My daughters create
a website and social network accounts, my son helps as a manager, and my spouse
replaces me at the exhibition from time to time. Whatever challenges arise, we meet
them all and overcome them as a team.



What is efficiency for you?

For me, efficiency means escaping from the squirrel’s circle. And | escaped to the Tik
Tok social network. Contrary to what is believed, it is not created for children’s ram-
page, but for advertising and income through the video without frolicking, big adver-
tising budgets, and wasting time.

| can name three reasons why every business needs to be on this social network. The
first is that people read less and less, especially long texts. Second, there are no com-
plicated secrets to success on TikTok. If your content is interesting, you will be able to
attract followers. Now, while there is not much Lithuanian content, this is extremely
important. The third is high availability for free. Your videos are shown to a wide audi-
ence that is interested in your topic. TikTok has a special algorithm, according to which
your video is first shown not to friends and followers, but to a new audience that is
interested in your content. This is how complete strangers learn about you.

So, my work on TikTok is the best example of efficiency: being the first where there is
little competition, taking advantage of the opportunity to reach a huge audience for
free, and boldly starting with what you know. Efficiency always leads to success, but
there is no need to look for complex reasons for that success.

What motivates you?

| am interested in talking, specifically with women. Maybe because there are already
plenty of men everywhere. Conversations are interesting for me, | learn a lot of new
things. | am happy when a person tells me after the conversation that he was also in-
terested. Also, it's another source of energy for me. Although it sometimes takes time
to get ready to start an activity, when you start doing it, a burst of energy comes from
somewhere, it’s like I'm recharging from somewhere.

Some time ago, | had the opportunity to learn something that | wanted to learn for
years: acting, rhetoric, persuasion, or how to speak so that people listen and hear, a
little bit of journalism, and how to do interviews. Although | was not completely unfa-
miliar with the interview genre as | had to conduct many job interviews while selecting
people for work in a sales company.

Some time ago | announced that | was doing the last 1 minute video training. | am glad
that those pieces of training helped several hundred participants to become more
confident in front of the camera and to speak freely and share their knowledge and ex-
perience. But | wanted something new. However, I've had a lot of people keep asking
me when I'll be doing them again. And only this year, everything finally merged in a
new video training course Business VIDEO CV which is balanced for women who have
their own beloved activity or business. So, business and life go on.

Interviewed by
Skaidre Vainikauskaité-Tomaseviciené
#EMH project researcher and trainer

62 N



Module 4

Il 63



64



ceneury,,
&

S

=1
HUB

FOREWARD

The COVID-19 pandemic evidently disclosed the impor-
tance of meeting someone face-to-face and then buil-
ding a relationship with them. For the EMH team, the
networking is that of the people-to-people type that so
many of us want to do and for which most of us have
had no formal training.

Networking is not just about meeting new people; it is
also about maintaining existing relationships. This in-
volves staying in touch with contacts, sharing updates
on work, and offering support and assistance when ne-
eded. Building connections with the right people at the
right time could be the key to taking a career or busi-
ness to a higher level.

Networking is a mutually beneficial interaction that in-
volves exchanging ideas and information among indi-
viduals who are connected by a common career, industry, or different interests.

However, the key word here is relationships. Successful networking of any kind always begins
with a genuine desire to build relationships for the purpose of giving and receiving business.
When someone is networking only to gain and not to give, they will never be successful.

At networking events, we enable participants to practice being interested, rather than in-
teresting. Asking others about their business and their current projects, instead of talking
about yourself. This is how mutually beneficial relationships begin.

Master networkers know that networking events are about moving through the process
and NOT about making a sale or closing a deal. Skipping through the phases and asking
for business without establishing a relationship will almost always result in a NO answer.

Effective business networking takes time AND money. The best way to network is to con-
nect with people. Get to know them. Build a relationship and learn about their business so
you can help them get more business. Successful networking is about taking the time to
cultivate relationships, always with an attitude of giving.

After completing the module 7, ,Networking” learners will know the fundamentals of buil-
ding networks both online and offline and how to design, ways to network professionally,
how to become great at networking, and plan and execute a well-designed and effective
networking strategy.

We wish all female adult learners to become professionals in networking as the process of
developing and activating relationships for increasement of their self-employment practi-
ces, enhancement of their knowledge, and expanding their sphere of influence as well as
serving both their family and community.

Anna Hoégnaddttir )
Trainer at Islandic NGO Skref fyrjr Skref
Leader of Module 4 7]
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MODULE

CURRICULUM

Module abstract

Female adult learners will gain knowledge about networking
and its importance in business. Networking element in grow-
ing as an entrepreneur: establishing business relationships with
the right people in the right place. Business networks for dis-
covering new opportunities and standing out from the crowd.
Principles and methods of creating business contact networks.
LIP (live interaction with people). Organization of networking
events and taking part in networking. Professional networks
and business associations. Offline and online networking email
via email, LinkedIn, etc.

After completing this module, the female adult learners will
know the main principles of offline and online networking,
enabling them to create, plan, and implement a well-prepared
and effective networking strategy.

Module aim To provide students with basic knowledge and fundamentals of
building personal and professional networks.

Learning Knowledge
?utcomf:s 1. Demonstrate a deep knowledge of the importance of the
illustrating development of personal and professional networking.
achievement : :

f th 2. Demonstrate theoretical and practical knowledge of the
of the principles of offline and online networking.
competences

3. Analyze numerous possibilities and methods of applying
networking for business development.

4. Develop and coordinate the business networking plan and
strategy.

Soft skills
1. Ability to cooperate with others and work in a team.

2. Development of self-confidence through participation in
networking activities and events.

3. Identifying and analysing offline and online networking
performance problems (problem-solving skills).

Professional skills

1. Ability to analyze the development of a networking quality
plan and its implementation.

2. Management of processes related to business networking in-
formation, its search, selection, analysis, processing, and use.

3. Applying information technologies and using social net-
works for online networking purposes.
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Competence

1. Assessment of the fulfilment of effective networking.

2. Analysis of the compliance of network policies.

3. Planning and using methods for supporting network growth.

Course plan (total: 40 hours, including 6 academic hours for contact trainings and
34 academic hours for group/practical/individual training).

Module design:

Business networking and basics of the development of business networks. The
main business networking elements and practice. Contact lecture (2 hours). Inde-
pendent work: application of personal management methods in planning and es-
tablishing a company (4 hours). Group work (4 hours).

Improving business networking skills. Basic components of networking and
good practices: why networking is such a powerful tool. Differences between per-
sonal and professional networking. Using different platforms and devices in online
networking. Development of a networking plan. Contact lecture (2 hours). Practical
work (8 hours). Independent work (4 hours).

Developing expert networking skills. Setting performance goals and objectives
for personal and business networking. Planning and implementation of an efficient
and potentially profitable business network. Developing an individual plan for both
personal and professional networking. Contact lecture (2 hours). Group work (10
hours). Independent work (4 hours).

Requirements
for passing the
module

The module provides case studies, practical work, group work
and individual work, which must be passed and done within
the deadline for submission..

Description of
the organisation
and tasks of
students’
individual work

Within the framework of the module description, 12 hours are
given for independent studies. Individual studies are organ-
ized as follows: using self-management techniques in planning
and starting the company (4 hours); using different platforms
and tools in networking (4 hours); development of individual
plan for both personal and professional networking (4 hours).

Compulsory 1. Ivan Misner, Greg Davies, Julian Lewis. Infinite Giving: The 7
literature Principles of Givers Gain. 2020
2. lvan R. Misner, Jeff Morris. Givers Gain: The BNI Story. Para-
digm Publishing, 2014.
3. https://www.investopedia.com/terms/n/networking.asp
4. https://harappa.education/harappa-diaries/business-net-
working-meaning-types-and-examples/
5. https://www.businessballs.com/conflict-negotiation-and-in-
fluencing/networking/
Recommended https://www.zenbusiness.com/blog/networking/
reading https://connects.world/business-network/
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Recommended
listening

Networking podcast carreersmart on proactive and reactive
networking: https://careersmart.org.uk/your-career/career-de-
velopment/networking-podcast

Periodicals and
other sources of
information

Top 10 Books on Networking: https://www.spiceworks.com/
tech/networking/articles/top-10-books-on-networking/
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ICELANDIC

NETWORKING METHODOLOGIES

Based on Step by Step experience with
lcelandic women in business

LIP, or live interaction with
people is a like a method, that
means mee-ting and seeing
people in their own environment,
gives us higher level of under-
standing, deeper know-ledge, it
creates trust, that led to stron-
ger and more sustainable
network.

The LIP method means that people are able to create stronger networks when they
have the opportunity of interacting with people face-to-face in their own environ-
ment. Training in efficient networking is mostly based on storytelling as a method-
ological approach.

In the next pages, You will find thoughts on networking from the interviews with sever-
al Icelandic businesswomen. They elaborate on what kind of knowledge and strength
women need to start up their own businesses and what subjects are important to dis-
cuss in training the networking.
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Its about daring to do something else,
trying to get some independency, making

a living, after divorce. Meeting other wo-
men who are in a similar situations made my
strong and resilient. The discussion and the
social time was the most important - the
NETWORK, just begin able to call to some-
one that | could trust if there was some-
thing — that was valuable.

Inger Helgadottir, ages 70, mother of
3 girls and 20 foster child, still running her
own Laundry service

Oddny Anna Bjornsdottir,
mother of 3 - running her business in
East of Iceland as a farmer, journalist a

nd active environmentalist

14

To have a clear global visons,
know how to market and brand
your product and firmly belive
in what you are doing “
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14

In my experience - | value

most the support though network
and have the courage to get

more educations and to know
where to get the right educations
as well. Its all about the
understanding the market.

Birna, 61, mother of 4, running
her own small business as journalist,
farmer and writer
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| have been running my own business in

Child Day care in my home for more than

40 years. Working more or less alone, seminar
and meeting with other in similar situations
and getting new knowledge’s in the field has
been my lifeline all this years. The profes-
sional network for me has the biggest value,
because it provides a opportunities for dis-
cussions and development.

Elsa Sigtryggsdottir, mother of 2, grandmother, still
running a Day care center in her home

First this is a matter of courage’s, then
this is about hanging in there, don't let
them thorn your apart - then there is the
importance of the support and network,
and then, finally learning to cope with
mistakes.

Svafa, ages 67, mother of 3, still
running her business, coffeehouse,
restaurant and gift shop.




14

| have been running my own

business for more that 40 years, and
loosing that in my late 60 was difficult
experience, but valuable. | understood
that my knowledges was still there, that
helped my on the feet again and gave my
courage’s to participate in learning and
starting over, on line - it never to late - if
you only set your mind to that

Gudrun Ingolfsdottir, Gurra, 78 years old — just
recently started new business on line — selling
health product from Norwegian

Maria Lovisa, designer, running
a active design business

For my running a design business, this has always been about professional
knowledge’s, creating a solid customer groups and listen to what they need
and making them feel good about them self. My clothes, my design should rep-
resent a comfortable lifestyle, in good material for smart women in all ages.
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In August 2021, the EMH project team paid a networking visit to an Agricultural uni-

versity of Iceland. Representatives of the university administration welcomed the EMH
team with the highest respect, raising up an Icelandic flag. Mrs. dr. Ashildur Braga-
doéttir, Innovation & Development Manager as well as mother of 4, gave a welcome
speech at the very entrance to the facilities.

When you invest in your relationships —
professional and personal — it can pay you
back in dividends throughout the course
of your career.
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Networking moments of Lithuanian network VERSLI MAMA that unites entrepreneurial
moms of different ages.
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Il 75



76



ceneur,,
&

=1
HUB

VERSLI MAMA SUMMER
ACADEMY’2023

The VERSLI MAMA Academy invites to a 12-week continuous training all women who
for various reasons are unable to return to the paid labor market and want to learn
how to create an individual self-employment practice.

The Academy provides its participants with theoretical knowledge and practical skills
in business management and finance, digital literacy, personal effectiveness, and bu-
siness networking. After 12 weeks of consistent and focused work, with the support of
the lecturers and mentors, participants get a realistic business plan that enables them
to start their own business.

The Academy is run by experts in a wide range of fields who have successfully created
personal jobs or businesses from their practice. Their main goal is to share with partici-
pants their knowledge, experience, and recipes for everyone’s success and to build the
most vibrant community of small female businesses possible.

The total duration of the Academy is 168 academic hours. It consists of theoretical
lectures, and networking sessions where guest speakers share their inspiration and
self-employment stories.

The academic week looks like this:

+ 4 contact hours (2 weekly lectures),

« 2 hours for a business networking session (B2B conference),
+ 8 hours of individual work

The Academy graduation thesis is developed in the form of a presentation of a com-
prehensive personal business plan. All graduates of the Academy are awarded a certi-
ficate of completion of the training course in entrepreneurship.
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MODULE I.
BUSINESS LAW AND FINANCE

Summary of the
module

Adult female learners will learn about starting a business, forms
of entrepreneurship and types of enterprises, the legal aspects of
setting up an enterprise, the procedures for registering with the
Registry Centre and the State Tax Inspectorate, and the creation
and formatting of documents. They will also gain knowledge of
the requirements for the authorized capital of legal persons and
the procedure for payment of state fees, contractual employment
relations, wages and social guarantees, special requirements and
restrictions, the register of employment contracts, voluntary
and compulsory liquidation of a business or enterprise, personal
bankruptcy and the bankruptcy of a legal person.

Participants will gain knowledge of financial accounting and fi-
nancial management principles and methods, project finance,
accounting legislation, cash flow forecasting, calculating re-
turn on investment, day-to-day financial management of small
businesses, and methods of analysing financial statements.

Participants will gain knowledge of the principles and meth-
ods of financial accounting and financial management, project
finance, accounting legislation, cash flow forecasting, calculat-
ing return on investment, and through practical exercises us-
ing financial statement analysis techniques, they will be able
to analyze the finances of their business, assess cash flows and
calculate return on investment.

Upon completion of the module, participants will be able to set

up their own company in accordance with the law and apply
accounting and financial management skills in practice.

Module
objective

To provide participants with the financial and legal knowledge
and skills needed to start a business.

Learning
outcomes
illustrating
achievement
of the
competencies

Theoretical knowledge

Comprehend the mainlegislation relating to the establishment
and dissolution of a sole proprietorship and/or a legal person.

Demonstrate knowledge of accounting as an integral part
of business management and an understanding of financial
management principles in accordance with statutory require-
ments. Understand the budgeting and financial management
of a business project.

Professional skills

Analyze the different options and methods of starting a busi-
ness, based on the legislation.
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Create and process the documents needed to start a business
in accordance with the requirements of legislation and the bu-
siness plan, using a range of IT solutions.

Manage and/or supervise the accounting records of the busi-
ness in accordance with the procedures laid down by law (Law
on Accounting of the Republic of Lithuania).

Soft skills

Collaborate with others, as part of a team, and to solve pro-
blems creatively.

Identify business problems, and their causes and propose solu-
tions (problem-solving skills).

Competences

Apply knowledge and skills in finance and law needed to start
a business.

Plan financial management in line with business specifics and
statutory requirements.

Understand regulatory compliance of accounting documents,
contracts, and other obligations, including taxes, their fulfil-
ment in accordance with the applicable legislation, as well as in-
vestments required for the company’s economic activity based
on the business plan, objectives, and opportunities available.

Module duration: 16 contact hours and 32 hours of independent work.
In addition: business networking (four B2B conferences of 2 hours each).

Module design:

1. Options and methods for setting up a company under the law. Key aspects
of business establishment and growth. Contact lecture (4 hours). Self-employ-
ment: preparation of the necessary documents for starting a business (8 hours).

2. Principles and methods of financial accounting. Contact lecture on ac-
counting legislation and the Law on Accounting of the Republic of Lithuania (4
hours). Individual work: identify the elements of financial accounting of an en-
terprise (assets, liabilities, equity, income, and expenses); describe the content
of asset and liability accounts; record economic transactions and prepare a trial
balance; distinguish between items in the profit and loss account and the cash
flow statement (8 hours).

3. Business financial management plan in line with legislation. Contact lecture
on analysis of basic financial statements (balance sheet analysis, profit, and loss ac-
count analysis, cash flow statement analysis), solvency, efficiency, cost-benefit anal-
ysis, drawing conclusions from the analysis, and making proposals to improve the
financial situation (8 hours). Individual work: preparation of financial statements, as-
sessment of the solvency of the company, analysis of the efficiency of the use of the
company’s assets, analysis of the profitability of the company (16 hours)
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Module
maintenance
requirements

The module includes case studies, practical work, group
work, and individual work to be completed and defended by
the submission deadline.

Description

of the organiza-
tion and tasks of
the self-directed
work

32 hours of individual work within the module outline. It is or-
ganized as follows: preparation of the necessary documents
for starting a business (8 hours), organization of the financial
accounting of a business (8 hours) and a financial manage-
ment plan for a business (16 hours).

Compulsory 1. Cornwall, J. (2019) Entrepreneurial Financial Management:
literature an applied approach. New York: Routledge (5th ed.).
2. Hague, P.(2019) The Business Models Handbook: templates,
theory, and case studies. London: New York: Kogan Page.
3. Hatten, T. (2018) Small Business Management. Creating a Sus-
tainable Competitive Advantage. Colorado Mesa University.
4. Hillier, D. (2020) Corporate Finance. London: McGraw-Hill
Education (4th ed.).
5. Schroeder, R. (2014). Financial Accounting Theory and Analy-
ses: text and cases. Hoboken Wiley (11th ed.).
Recommended 1.Yanis Yaroufakis. Talking to my daughter about the economy:
reading a Brief History of Capitalism. Kindle Edition, 2013.

2. Stephen R. Covey. 7 habits of highly effective people. Run-
ning Press, 2000.

3. Grzeskowitz I. Think it. Do it. Change it.: How to Dream Big,
Act Bold, and Get the Results You Want. iUniverse, 2016.

Periodicals and
other sources of
information

Law on Accounting of the Republic of Lithuania Law on finan-
cial accounting

Labour Code
Law on the bankruptcy of natural persons
Law on Insolvency of Legal Persons




MODULE II.
DIGITAL LITERACY

Summary of the
module

Adult female learners will gain knowledge of information as
a resource for the economy, governance, and power, the le-
gal basis for its creation and access, and types of informa-
tion protection. Participants will learn to understand the
importance of information, the main ways of obtaining it
in a business environment, and how to create an active and
revenue-generating business account on social networks,
a business website, and/or an e-shop. Participants will gain
practical skills on how to present information in a clear and
engaging digital way and will learn how to develop a digital
communication plan. Upon completion of the module, par-
ticipants will be able to search, target, analyze and process
information in databases using appropriate computer appli-
cations, use various digital signature platforms, and actively
develop their business on various online resources.

Module
objective

To equip participants with the digital literacy knowledge and
skills needed to start a business.

Learning
outcomes
illustrating
achievement
of the
competencies

Theoretical knowledge

Comprehend the importance of information in business, the
main ways of obtaining it in a business environment, and the
need for a proactive and revenue-generating digital business
infrastructure.

Demonstrate knowledge of the legal framework for creating
and receiving information and types of information protection.

Understand the delivery of digital information and digital
communication planning.

Professional skills

Manage business information processes by searching databa-
ses, selecting, analysing, processing, and putting information
into practice. Generate income from e-commerce tools and SEO.
Identify and analyze digital communication problems, identi-
fy their causes, and propose solutions.

Explain and present the results of their work to others using
digital tools.

Soft skills

Work independently, creatively, and collaboratively with others
in a digital environment.
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Manage business information using the theoretical knowled-
ge and practical skills acquired.

Plan and organize business meetings using meeting manage-
ment tools.
Competences

Planning a digital marketing communication for the business,
using the theoretical knowledge and practical skills acquired.

Conducting business and commercial activities by digital me-
ans best suited to the nature of the activity and the technical
requirements for it.

Module duration: 16 contact hours and 32 hours of independent work.
In addition: business networking (four B2B conferences of 2 hours each).

Module design:

1.The essence and importance of digital literacy in business. Information in the
form of data, knowledge, and capital. The main sources and ways of obtaining
business information. Legal aspects of obtaining and managing information. Digital
signature platforms. Contact lecture (4 hours). Self-assessment: development, cus-
tomization, and benchmarking of digital resources for business start-up (8 hours).
2. Digital e-commerce tools: social media accounts, websites, and e-shops.
Social media as a platform for business revenue generation and integrated digital
communication. Creating a business account/website in WordPress. E-shop account
management. SEO. Contact lecture (8 hours). Individual work: a qualitative and
comparative analysis of existing personal/business social media accounts; creation
of a trial version of a business social media account/website; upload of personal
products to a training e-shop; configuration of the business SEO; development of a
6-month integrated digital communication plan for the business (16 hrs).

3. Digitization of business results. Digital management of business results documents
and planning of business meetings. Programming spreadsheets. Preparation of digital
reports and presentations. Contact lecture (4 hours). Individual work: development of a
digital register of business documents; development of online templates for business
surveys using the most popular digital planning tools; programming the financial ac-
counting spreadsheet(s) for a business/business project and explaining the principles of
its operation; development of a digital business report/presentation (8 hrs).

Module The module includes case studies, practical work, group
maintenance work, and individual work to be completed and defended by
requirements the submission deadline.

Description of 32 hours of individual work within the module outline. It is or-
the organizati- ganized as follows: development, customization, and bench-

on and tasks of marking of digital resources for business start-ups (8 hours);
the self-directed | qualitative and comparative analysis of personal/business so-
work cial media accounts, development of pilot business social me-
dia accounts/websites, uploading of products to the e-learning
e-shop and SEO configuration of business resources (16 hours);
digitization of business results (8 hours).
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Compulsory
literature

1. Lankshear, C,, & Knobel, M. (2008). Digital literacies: Con-
cepts, policies and practices / Colin Lankshear & Michele Kno-
bel, editors. (New literacies and digital epistemologies; vol. 30).
New York: Peter Lang.

2.TurbanE., King D., Lang J. Introduction to Electronic Commer-
ce, 3/E, Prentice Hall, 2011, 928 pp.

3. Stebbins, L. (2005). Student guide to research in the digital
age: How to locate and evaluate information sources / Leslie F.
Stebbins. Westport, Conn.; London: Libraries Unlimited.

4. Atherton Julie. Social Media Strategy: A Practical Guide to
Social Media Marketing and Customer Engagement. London:
Kogan Page, 2019. 272 p.

5. Lindgren, S. (2017). Digital Media & Society: Theories, topics
and tools / Simon Lindgren. (1st ed.).

6. Loader, B. (2021). Routledge Handbook of Digital Media and
Communication / edited by Leah A. Lievrouw, Brian D. Loader.
(Routledge international handbooks).

7. Carillo, E. (2019). MLA Guide to Digital Literacy / Ellen C. Carillo.

Recommended
reading

1. Delfanti, A. Introduction to digital media / Alessandro Del-
fanti and Adam Arvidsson. Hoboken, New Jersey: John Wiley &
Sons, 2019.

2. Siemens, Schreibman, Siemens, Ray, & Schreibman, Susan.
(2007). A companion to digital literary studies / edited by Ray
Siemens and Susan Schreibman. (Blackwell companions to lit-
erature and culture; 50). Malden, MA: Wiley-Blackwell.

3. Eyman, D. (2015). Digital rhetoric: theory, method, practice /
Douglas Eyman. (Digital humanities). Ann Arbor: University of
Michigan Press.

4. Georgakopoulou, A., & Spilioti, T. (2020). The Routledge
Handbook of Language and Digital Communication / edited
by Alexandra Georgakopoulou and Tereza Spilioti. (Routledge
handbooks in applied linguistics).

Periodicals and
other sources of
information

1.Harward Business Review: Harvard Business School Publishing
ISSN 0017-8012

2. International Journal of Marketing & Business Communicati-
on. ISSN: 2277-484X. Available at: http://manuscript.publishin-
gindia.com/index.php/IJMBC

3. Journal of Business Communication. Published by Sage Publi-
cations. ISSN (printed) 0021-9436. ISSN (electronic) 1552-4582.

4. https://online.maryville.edu/blog/what-is-digital-media/
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MODULE III.
PERSONAL EFFECTIVENESS

Summary of the
module

Adult female learners will learn about the necessity, impor-
tance, and most effective methods of setting key personal
and professional goals; distinguish between dreams and de-
sires and actual needs; become aware of attitudes and habits
developed early in childhood that hinder the achievement of
a fulfilling life and professional success; and learn attention
management practices. Using the latest methods of organi-
zational psychology, participants will learn how to set strate-
gic business goals, plan tactical steps for their implementa-
tion, assess and select reliable business partners; learn how
to balance family and business responsibilities while avoid-
ing burnout syndrome; and acquire the basics of business
intercultural communication and etiquette.

Upon completion of the module, participants will be able
to plan their time effectively in the short and long term, pri-
oritize and avoid unnecessary activities, know how to avoid
time interruptions and toxic personal/business relationships,
and be able to recognize and prevent the first symptoms of
burnout; they will also be able to observe business etiquette
in a business and/or intercultural situation.

Module
objective

To equip participants with the knowledge and skills they need
for business start-ups in business communication and personal
effectiveness.

Learning
outcomes
illustrating
achievement
of the
competencies

Theoretical knowledge

Comprehend the importance of clear goal-setting, personal
beliefs, and attitudes in business.

Demonstrate knowledge of attention management, effective
time management, and balancing family and business.

Understand the principles of psychological state assessment
and business etiquette.

Professional skills

Formulate and plan strategic business objectives and tactical
milestones.

Evaluate and select reliable business partners.

Maintain a balance between family and business commi-
tments, avoiding burnout syndrome.

Observe business etiquette in business and/or cross-cultural
situations.
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Soft skills

Work independently and collaboratively with others in a bu-
siness/subject matter environment, including a cross-cultural
environment.

Effectively manage business processes over time, using acqui-
red theoretical knowledge and practical skills.

Recognize and assess personal problems, their causes, and the
credibility of business partners and propose solutions.

Maintain a good balance between family and business commi-
tments.

Competences

Develop a strategic and tactical timeline for the business, using
the theoretical knowledge and practical skills acquired.

Manage personal time effectively, using the tools best suited
to the nature of the business.

Module duration: 16 contact hours and 32 hours of independent work.
In addition: business networking (four B2B conferences of 2 hours each).

Module design:

1. The essence and importance of personal effectiveness in business. Goal
setting and its differences between dreams and wishes. The nature and impact of
habits and attitudes on personal effectiveness and practices for changing them. Ac-
ceptance and Commitment Therapy (ACT). Deferred needs. Calculating the cost of
personal time. Burnout syndrome. Contact lecture (8 hours). Individual work: identi-
fy and benchmark short- and long-term goals, desires, and dreams; identify limiting
habits and attitudes and their possible nature; carry out a personal analysis of family
and professional commitments; calculate a personal hourly and daily rate, explain
the principles used and provide an analytical evaluation of the results (16 hours).

2, Strategic and tactical time management. Basic principles, methods, classical
and digital tools. Business/project timeline (GANTT chart). Time thieves and their
management tools. Contact lecture (4 hours). Individual work: identify the main
time thieves by practical application of time tracking methods and tools and devel-
op a short-term (3 months) and a long-term (12 months) habit change plan; draw up
a timeline for your business/project (8 hours).

3. Subject and/or intercultural communication and basic etiquette. Features of na-
tional and intercultural communication in business. Business etiquette: manners, dress
codes, written and oral communication. Decision-making techniques. Contact lecture
(4 hours). Individual work: create a digital register of business documents; create online
templates for business surveys using the most popular digital planning tools; program
the financial accounting spreadsheet(s) for a business/business project and explain the
principles of operation; create a digital business report/presentation (8 hours).

Module The module includes case studies, practical work, group
maintenance work, and individual work to be completed and defended by
requirements the submission deadline.
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Description of
the organizati-
on and tasks of
the self-directed
work

32 hours of individual work within the module outline. It is or-
ganized as follows: clarification of personal goals to be set at the
start of a business and the limiting factors affecting the balance
between family and business and the cost of personal time (16
hours);

strategic and tactical time planning (8 hours); analysis of busi-

ness and intercultural communication and etiquette situations
(8 hours).

Compulsory
literature

1. Covey, S. R. (1989). The 7 Habits of Highly Effective People.
Free Press.

2. Drucker, P.F. (2020). Management Essentials. Harvard Business
Review Press.

3.Tracy, B. (2017). Eat That Frog!: 21 Great Ways to Stop Procras-
tinating and Get More Done in Less Time. Berrett-Koehler Pu-
blishers.

4., Canfield, J. (2006). The Success Principles: How to Get from
Where You Are to Where You Want to Be. William Morrow Paper-
backs.

5. Mandino, O. (1983). University of Success. Bantam.

6. Kouzes, J. M., Posner, B. Z. (2017). The Leadership Challenge:
How to Make Extraordinary Things Happen in Organizations.
(6th ed.).

7. Allen, D. (2004). Ready for Anything: 52 Productivity Principles
for Getting Things Done. Penguin Books.

8. Eyal, N., Li, J. (2019). Indistractable. How to Control Your Atten-
tion and Choose Your Life. Dallas, TX : BenBella Books, Inc.

Recommended
reading

1. Templar, R. (2015). The Rules Of Work: The Unspoken Truth
About Getting Ahead In Business. Pearson.

2. Blanchard, K., Fowler, S., Hawkins, L. (2017). Self Leadership
and the One Minute Manager. Harper Collins Publ. USA.

3. Schwartz, D. J. (1987). The Magic of Thinking Big. Touchstone;
Reprint edition (April 2, 1987).

4. Anthony, R. (2004). Beyond Positive Thinking: A No-Nonsen-
se Formula for Getting the Results You Want. Morgan James Pu-
blishing.

Periodicals and
other sources of
information

1.Harward Business Review: Harvard Business School Publishing
ISSN 0017-8012

2. International Journal of Marketing & Business Communicati-
on. ISSN: 2277-484X. Available at: http://manuscript.publishin-
gindia.com/index.php/IJMBC

3. Journal of Business Communication. Published by Sage Publi-
cations. ISSN (printed) 0021-9436. ISSN (electronic) 1552-4582.
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The 2023 Entrepreneurial MOM Academy curriculum is based on the intellectual products of the NORD-
PLUS Adult-funded international project “Entrepreneurial Mom HUB” (EMH), developed in collaboration
with partners from the Latvian University of Life Sciences (Jelgava), the University of Applied Sciences
TTK (Estonia), and the NGO “Skref fyrir Skref” (Iceland).

The organizers of the training do not accept any responsibility for participants’ personal learning
achievements and business results.

DISCLAIMER

Liability for Content

We created the content of our questionary or any other online resources with the greatest possible care. In addition, we reserve the right to amend
this information or data at any time and without any prior announcement. However, despite taking the greatest possible care in reviewing this
content, we cannot assume any guarantee for the correctness, up-to-dateness and/or completeness of the information and data provided in our
questionary or any other online resources.

We are responsible for our own content we are going to publish in the framework of implementation of the project NPAD-2020-10014 according to
general laws in Lithuania. However, we are not obligated to monitor third-party information sent to or saved on our Google disc or to investigate
any circumstances that indicate any illegal activity. This shall not affect our obligations under general laws to remove or block the use of information.
However, we can assume liability for taking such action only from the time we receive knowledge of a specific legal violation or infringement of
rights. We will remove such content from our Google disc and any other resources as soon as possible after we receive knowledge of any respective
legal violations or infringement of rights by said information.

We shall not be liable for any direct or indirect damages, including loss of profit, arising out of the use of the information or data that can be found
on our project resources, such as Google disc, Facebook page, partner websites or any other online resources. Any and all rights and obligations
between our company, partnering companies or third parties shall also be expressly excluded.

Liability for Links

Our project online resources may contain links to external third-party websites that are not under our control. For this reason, we cannot assume
any guarantees for this third-party content. The particular party offering or operating third-party sites shall be solely responsible for the content of
the pages linked to our project online resources. The linked pages were reviewed for any possible legal violations or infringement of rights at the
time they were linked. lllegal content could not be discerned at the time these pages were linked. However, it is not reasonable for us to monitor
the linked pages continuously without having received any specific indication of a legal violation or an infringement of rights by said content. Upon
receiving knowledge of such legal violations or infringement of rights, we will remove these links as soon as possible.

We shall not be liable for any direct or indirect damages, including loss of profit, arising from the use of the information or data on websites that are
referred to in our online resources or that are hyper-linked to our online resources.

Copyright and Licensing Laws

All content published in our project online resources, in particular, all images, graphics, symbols, logos, and audio, video, animation and text doc-
uments in any file format and in any combination are protected by copyright, trademark and other laws for protection of intellectual property. The
use, downloading, modification or reproduction of any and all images, graphics, symbols, logos, and audio, video, animation and text documents in
any file format and in any combination require our prior written consent.

Generally, such authorization shall apply to only a previously and unequivocally defined use granted for a specific purpose and shall not constitute
any permission to general use. Even in the event that use, downloading or reproduction of content has been previously authorized, said content
may neither be modified nor copied for commercial purposes. Furthermore, said authorization given hereinabove shall not grant any licensing rights
whatsoever to use of intellectual property.

In addition, we ourselves endeavor to always respect third-party copyrights and to access or make reference to our own as well as license-free
content sources.

Data Protection

If personal data are collected (for example, names, residential addresses or e-mail addresses) on our project online resources, this is done on a
voluntary basis. As far as possible, our offers and services can be used without having to provide personal data. Furthermore, we refer to our com-
prehensive Private Policy.

We would like to point out that data transfer on the Internet (e.g., during communication by e-mail) may be exposed to security gaps. Complete
protection of data from access by third parties is not possible.

We expressly negate that the contact data we publish as part of the legally required website credits are used by third parties for the transmission of
unsolicited advertising and information materials. The providers and operators of these pages expressly reserve the right to take legal steps in the
event of any such unsolicited advertising, such as spam e-mail.

General Provisions

Any and all information or data, its use and application for inclusion in our project online resources and any and all actions, toleration or failure to
act relating to this website shall be governed exclusively by Lithuanian law. The place of venue and exclusive jurisdiction shall be the legal domicile
of the operator designated in the project NPAD-2020-10014 agreement credits.

© Product design by Vilma Dainiene
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@ Nordplus

The development project in Adult Education ,Entrepreneurial
Mom HUB" (2020-2023) has been financed by Nordplus programme,
the largest educational programme within the Nordic Council of Ministers
and funded by the Nordic and Baltic countries.
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