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INTRODUCTION 
 

Considering what is expressed by Junior during the interviews and reported below, the methods 
and tools already suggested in the Overall SCR are confirmed being very useful to carry out a 
stage of mentorship effective, focused and very timely. 
 
The careful analysis of interviews with young artisans confronted with what has already 
emerged in the Report of the seniors highlighted in fact, even more, the importance of 
initiating a stage of intergenerational mentoring understood as mutual learning. 
 
Therefore not only a one-way transfer (mentor-mentee) but a mutual involvement in a process 
of shared learning.  

 
An advantage even for the mentor, need only think about what could emerge from the 
capacity of young entrepreneurs more skilled in ICT field to "mitigate" the weaknesses of these 
competences/skills, today a new frontier of the utmost importance for the world of craft. 

 
The criteria adopted during the preparation phase, for the selection of the junior entrepreneurs 
to interview, was to involve a wide range of people with possible different characteristically 
qualifications in the sector. 
 
So, each partner has chosen for the interviews young people with a family business background 
who are still finishing their studies in those specific sectors or who have already finished studies 
and have just begun to work in the family business. 
 
But also juniors without a family business background who are finishing their studies in 
jewelery, silverware and/or gemology and who have already finished their studies and are 
working, worked for some time in the past and now are preparing to start their own business. 
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1 Interviews. Methodology, preparatory phase and implementation 
 

This report  presents the processing of the interviews and the assessing of the questionnaires 
administered to Junior (future) entrepreneurs for the detection of their skills (core 
competence analysis) and of the motivations, skills and needs of these young 
entrepreneurs/would be entrepreneurs (analysis of skills held and the missing ones).  
 
There is also the attempt to get to the definition and description of innovative training 
methodologies for the transfer of key skills in the area of goldsmiths, silversmiths and 
gemologists. 
 
For this purpose, the structure of the report aims at: 
 
 highlight the key factors on which to target training interventions/accompanying 

measures and then draw the coherent and functional guidelines for the development of 
the methodological path expected within the Project. 

 make direct reference to the ratio results/core competencies 
 highlight - thanks to a careful and targeted processing and quali/quantitative analysis of 

the data - both the level and the quality of the core competencies to be transferred in the 
process of mentoring both the content and training methodology aimed at entrepreneurs 
and young entrepreneurs 

 illustrate the results in order to make them accessible to those who will use them to plan 
the next steps 

 contain general final remarks integrated with any assessment on the possible reflections 
of the results achieved and indications on the perspectives useful for improving definition 
and structuring of activities in subsequent phases planned for the project. 

 
The phase of the interviews to young entrepreneurs or aspiring entrepreneurs was 
characterized by a preparatory step and of a route of administration/implementation of the 
same interviews, useful to the full involvement of entrepreneurs in the project. 
 
Selecting junior entrepreneurs for interviews was a more challenging task than that of the 
seniors, as they have much less visibility and most of them are not registered at the Chamber 
of commerce or any other body.  
A list of candidates was finally arranged starting with those whose parents are in the specific 
sectors of reference, then moving to others indicated by word of mouth, found through social 
media, etc. 
 
Contact was first established through emails and direct phone calls with each potential 
participant where the interviewer explained the benefits from participating in the project in 
terms of the training that will be received from seniors in the field, tailored to their needs. As 
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for the Juniors whose parents work in the sector, the benefits of the project in terms of 
supporting the survival of the family business for more generations to come was explained.  
 
Moreover, the chance to take part in the grant study visits to Lebanon, Greece, Egypt or Italy 
encouraged them to participate, whereby they will be able to observe the way business is 
operated in those countries and develop useful networks for possible future cooperation and 
sharing of experiences and success stories. 
 
Personal face to face interviews took place with the junior entrepreneurs.  
At each meeting, the objectives of the project with the next expected steps were explained, a 
brochure was handed out, and a questionnaire was administered. Some of them preferred to 
receive the questionnaire by mail in order to take a look at it and have more time to think 
about the skills needed and those missing, others filled it on the spot at the interview.  
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2 What emerged at the national level 

2.1 Greece - I.I.E.K. Mokume of Thessaloniki 
 

Mokume realized 31 interviews, in personal meetings and in a face to face administration of 
the questionnaire and the interviewed junior entrepreneurs were pleased to participate in this 
phase of the PRIME project. 
 
The junior entrepreneurs find very interesting to participate in a mentoring programme and to 
be helped at the beginning of their business. 
They expressed their needs, their missing skills and areas where they require more help.  

 

2.1.1 Description of the results of the interview to young entrepreneurs or aspiring 
entrepreneurs 

 
From the interviews emerged that young people - who want to have an activity in the sector 
of jewelery, silverware and gemology – think it is necessary (almost indispensable) a vocational 
training education and usually to study and acquire a vocational training diploma.  
Most of them, almost the 40%, have done, already, university studies and have a tertiary 
degree. 

 
The last twenty years, in Greece, appears a strong shift towards vocational training studies in 
jewelery, silverware and gemology, even among young people with families with businesses in 
the sector (something that was not usual in the past). 

 
Nowadays, another important fact is that young people, mostly, see the jewelery, silverware 
and gemology as an artistic activity and so they try to add in the sector new and ‘’not usual 
and alternative’’ materials and as well, finally, an interesting aspect to the traditional technical 
profession. 
 

2.1.2 Strengths and weaknesses (based on the opinions expressed by the young 
entrepreneurs or aspiring entrepreneurs) 

 
Below the significant strengths and weaknesses of the junior entrepreneurs came from their 
interviews. 

 
a. Strengths 

 
 their education, in vocational training (almost all of them) and in tertiary studies for a 

considerable part of them 
 the management and economical education for the majority of those who have done 

tertiary studies 
 the importance that they give to the jewelry design 
 the family business background for several of them 
 the view that the occupation in silversmithing and goldsmithing is an artistic activity 
 the will to have an occupation in the sector and to have the own business for the majority 

of them 
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 the innovative ideas and the view to introduce new and alternative materials 
 the view of manufacturing unique products 
 the will to export expanding the area of sales 

 
 

b. Weaknesses 
 

 the difficulties to start, actually, a new business, because of the economic crisis 
 not have a family business background for a considerable part of them 
 the missing skills or experience in business management and business planning 
 the preference, mostly, to support the new business with own or family savings and the 

not confidence to bank loans, because of the economic crisis 
 the missing experience and the needs in technical and special manufacturing abilities 

 

2.1.3 Perspectives 
 

The majority of the junior entrepreneurs interviewed think that there are not enough 
opportunities, but above all serious difficulties, to start a business in Greece because of the 
actual economic situation (economic crisis). 
 
In this condition, for most of them, the future perspectives depend on: 
 
 the creativity, innovative design and the creation of ''new products'' 
 the innovative ideas in using new and ''alternative - not usual'' materials 
 the improvement in technical and manufacturing field 
 the ability to find new market areas and expand the sales in other countries (exports) 
 the use of new technologies in the production 
 the good organization of the business, the existence of a strategic business planning and a 

marketing strategy 
 the improvement of their communication and public relations skills. 

 
 

2.1.4 Future scenario 
 

1. The interviewed junior entrepreneurs with a family business background think that they 
have to expand and improve the actual business activities, do stronger their business and 
overcome the bad Greek economic situation.  
By the way, according of most of them, best ways could be:  
 
 add of new products  
 expand into new markets 
 improve of the design  
 the renewal of the production methods with technological innovations  
 the improvement public relations and marketing activities. 

 
2. The junior entrepreneurs without a family business background have to base their start on: 
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 the desire to start their business  
 the persistence to overcome probable difficulties  
 the innovative ideas and design  
 their manufacturing skills and the continuous improvement of them 
 the good business organization 
 the good promoting, marketing and public relations activities 
 the use of modern technological methods and tools. 

 
From the interviews emerged that, during the mentoring programme, the skills and 
experiences to be transferred from the mentors (seniors) to the young and aspiring 
entrepreneurs (juniors) are in:  

 
 technical skills and special manufacturing abilities 
 the operation of every day 
 special processing methods 
 jewelry design, improving the design abilities 
 encouraging to start a new business 
 emerging the individual abilities of each young person 
 business organization and business development 
 workshop organization 
 selling and promoting of products  
 management and budgeting 
 formulation of strategy and strategic decisions 
 optimizing resources 
 communication and public relations. 

 
It was also highlighted that the training in the sector must be continuous, as well 
continuous must be the contact with the high level technological process. 

 

2.2 Lebanon1/CCIA 
 

2.2.1 Description of the preparatory phase and implementation 
 

a. General description and summary of the interview 
 

17 junior entrepreneurs were interviewed. All of them were educated and are currently 
engaged in activities in the sector of jewelry making. 75% have family business in the 
sector, and 63% have helped in the Family business.  
The questionnaire was introduced and administered with each. It consisted of three parts. 
Part one covered the background, education level, previous experience and personal 
abilities. Part two handled the business aspect, details about sales, suppliers, buyers and 
business environment. Finally part three covered the opinions and experiences of the 
juniors regarding their motivation, skilled acquired, skills needed, and mentoring schemes.  
 
76% of the juniors were enthusiastic about taking part in the program as they have felt 
that the field lacks enough mentoring in the skills needs. The remaining did not see the 
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need for it especially that they have families in the business that have assured for their 
proper training and that there was no time for such an engagement.  

 
 
b. In-depth analysis of the priorities searched (analysis of skills held and the missing ones) 

specifying in particular technical and transversal competences (soft skills and technical skills) 
 
Interviewed entrepreneurs listed various reasons for why they have decided to become 
entrepreneurs in this field. These reasons were: 

 
 They had a need or an urge for having such vision, 
 To prove themselves, 
 To promote the culture of entrepreneurship, 
 To establish their own business and be independent, 
 To spread their own ideas and views and share them with the world, 
 To lead and manage people, 
 For the love and passion they have for the field,   
 For manifesting all the creativity they have in this field and turning it into a reality.  

  
When asked about the most important skills that make a good entrepreneur, the following 
skills were listed: 

 
 unconventional, innovative, creative, Leadership skills, motivated, independent, 

organized, self-confidence, flexible and adaptability, responsible, looking for 
opportunities, ability to fail but not despair, persistence, ability to find and manage 
people, self-reflection, investing for the long term, enthusiasm and passion, patience. 

 problem solving abilities, communication skills, planning and organization, customer 
orientation, team workability, knowledge in the field, multitasking, risk taking, good at 
research and information search, result orientation, proactive approach. 

 
Junior Entrepreneurs also quoted a list of competencies they find necessary for an 
entrepreneur to succeed; these competencies are listed in table 1 along with the percentage 
of entrepreneurs quoting each.  
 

Table 1: % of total entrepreneurs that has listed the following competencies as important for 
success. 

Competence % of Juniors Quoting it 
Risk Awareness 24% 
Sales & Distribution 35% 
Marketing  47% 
PR 41% 
Project Mngt 41% 
HR Mngt 35% 
Customer orientation 12% 
Planning and organization 24% 
Communication 12% 
Opportunity Seeking 18% 
Demand for quality & efficiency 12% 
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As mentioned before, all of the entrepreneurs have completed a tertiary level of education 
and 88% of them have a working background or experience in the field they want to pursue. 
82% of all interviewed are self-starters.  
 
During their studies, it was possible to receive several courses useful for their business, some 
of which were used some weren’t. Table 2 lists the type of course/ information received and 
indicates the percentage of entrepreneurs who have not received any, received but have not 
made any use of them, and finally received and used them in developing their business plans 
and careers.  
 
Table 2: % of total entrepreneurs that has not received, received but not used, and received and used a 
list of courses and information during their studies  

  No Yes but were 
not used 

Yes & they were 
used 

Courses on entrepreneurship 35% 18% 47% 
Courses on management 12% 12% 76% 
information on how to start a business  24% 24% 53% 
Business advice and Counceling 41% 18% 41% 
legal advice (incororation, certification) 29% 18% 47% 
Information about financial support (loans, etc.) 47% 24% 29% 
Technological Support 47% 12% 41% 
Business Incubation Space 59% 6% 35% 
Mentoring and/or coaching 65% 12% 6% 

 
An assessment of the above shows that there was low mentoring and or coaching with a lack 
of Information on financial support (loans, etc.), Technological Support, and Business 
Incubation Space. While the most relevant information received was that on legal advice and 
how to start a business. 
 
As for the personal traits of each of the entrepreneurs and the support they receive from their 
surrounding in order to pursue their careers and ambitions, the following was noted: 

 
 100% reported that their families support their entrepreneurial aspirations, 
 94% regard themselves as problem solvers and positive about challenges and setbacks,  
 100% initiate innovative and creative ideas,  
 76% set goals and timetables for results,  
 100% are accepting of advice and guidance from a mentor or advisor groups, although it 

may differ from their long held beliefs or opinions, 

Analytical 6% 
Finance 41% 
Law 6% 
Knowledge in the field 12% 
HR mngt 29% 
ICT 24% 
Sketching 12% 
Social Media 12% 
Negotiation Skills  6% 



 

 
 

 
 

 
Page 11 of 39                  PR.I.ME Junior Overall Country Report 

 94% said that other people see them as a positive person,  
 76% overcome rejection readily,  
 94% have proven successful sales experience,  
 82% have marketing experience,  
 71% are comfortable delegating responsibilities and critical tasks to others whom they 

believe to be competent,  
 82% would hire someone who has more business experience or are better skilled than 

themselves,  
 100% enjoy praising others for good ideas and doing good work,  
 82% are good at organizing and prioritizing assignments,  
 88% noted that their peers regard them as leaders, 
 76% are comfortable taking financial risks.  

 
Junior entrepreneurs also rated their skill level in a list of different skills from one to 5, where 
1 indicated a low level of competency and 5 the highest. Table 3 shows the result of these 
ratings.  

 
Table 3 

Skills 1 2 3 4 5 
Communication skills, verbal and written 6% 0% 12% 47% 35% 
Creative Thinking 6% 0% 12% 41% 41% 
Planning and Research 6% 0% 6% 71% 18% 
Decision Making 6% 6% 0% 18% 71% 
Organization 0% 12% 6% 24% 59% 
Team Building 6% 0% 12% 59% 24% 
Marketing (Selling) 0% 6% 18% 24% 53% 
Record Keeping 6% 0% 24% 29% 41% 
Business Management 6% 0% 6% 41% 47% 
Financial  6% 24% 24% 35% 12% 

 
In analyzing the above table it shows that most entrepreneurs think they are excellent at 
decision making, very good at planning and research, yet they are less competent when it 
comes to marketing and selling, financial, record keeping, Communication skills, verbal and 
written and Creative Thinking. 
 
100% of the interviewed juniors perceive having a mentor, in the beginning of one’s career as 
very important. As to what should a good mentor do, the juniors wanted the mentors to: 
 
 Educate and train them in day to day operations, real life interaction and intervention,  
 Guide teach motivate, 
 Lead by example, 
 Enhance their skills in the field,  
 Teach them more on team work,  
 Regulate, look for positive skills and work on turning them into good ideas and reality,  
 Teach the whole process from manufacturing to sales,  
 Dedicate some tasks to them in order to give them a hands-on experience, 
 Manufacture thin hammered gold similar to the styles that are imported.  
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As a result of receiving the above from the mentor they hope to become independent 
business people, improve their skills and know-how and gain from their experiences especially 
when it comes to time management, dealing with suppliers and customers along with the 
manufacturing and finishing of products. They also want to establish the right networking and 
contacts in the industry in order to grow and develop their business. 
 
They believe that the best thing they could receive from their mentor is the right vision, tips 
and secrets to success, and the mistakes that they have been through in order to learn and 
avoid them in the future. They are looking towards learning how to build and promote a 
brand.  

 

2.2.2 Description of the results of the interview to young entrepreneurs or aspiring 
entrepreneurs 

 
The Lebanese Junior entrepreneurs interviewed differ from the seniors majorly by being all 
highly schooled: 
 
 100% Interviewed have completed tertiary education, have a university degree, and have 

received courses related to business education during their studies; with 25% of them 
pursuing higher education and with a Master’s Degree 

 75% have family business in the sector, and 63% have helped in the Family business. They 
all have experience in the sectors of jewelery, silverware and/or gemology. 53% of the 
entrepreneurs are presently in business in this sector as their major business, while the 
remaining view it as a hobby which they have invested in and hope to develop further in 
order to be able to depend on it alone 

 35% consider their business profitable, the remaining entrepreneurs do not depend on 
the business profits yet all of them reinvest profit in the business 

 47% are subscribed to a business magazine or journal. Only 24% have never travelled for 
business, but have been out of the country for tourism, while the remaining 76% have 
been to various countries for both Business and tourism. 

 

2.2.3 Description of the critical elements that are deduced from the responses from 
interviewees 

 
The junior entrepreneurs are eager to pursue their careers in this field and invest more time, 
energy and resources in it. However, they are held back by many factors. Of these difficulties 
quoted are: 
 
 Country regulations are challenging especially for start ups,  
 unfair competition and fraud,  
 political and security situation in Lebanon and the region affecting tourism and demand,  
 Capital restrictions and unavailability, 
 Increasing prices of raw material, 
 Marketing and visibility restraints,  
 Chances to take part in exhibitions and other outlets are expensive 
 Not enough guidance and mentoring available.  
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2.2.4 Proposals and suggestions for training 
 

In analyzing the core competencies listed in which the interviewed juniors quoted as most 
important and rated their skill level in, it can be deduced that: 

 
 Juniors regarded the following skills as very important and rated themselves as weak in 

them: 
− Gemology and knowledge of stones,  
− Stone setting,  
− Wax caring,  
− Silversmithing techniques, 
− Pearls identification of quality, 
− Technical and software drawing,  
− How to reach customers and the proper target market,  
− Sales and marketing,  
− Business Planning,  
− Product Design,  
− Market penetration. 

 
Therefore, training sessions can be provided in the above subject matters in order to help 
those entrepreneurs enhance their skills. 
 
On the other hand, juniors regard those skills as very important yet they rated their 
competence to be high in them: 
 Creativity and innovation,  
 Problem Solving,  
 ICT  
 
Accordingly, less emphasis is to be placed on these subjects for possible future training.  
In other parts of the interview they also listed financial, record keeping, and communication 
skills as needed.  
All the entrepreneurs interviewed agreed that a hands-on experience at the locale of the 
Senior Mentor will provide the best experience.  

 

2.2.5 Perspectives (short-term assets) 
 

 88% of the junior entrepreneurs have always wanted their own business. The 
remaining juniors have been in the business because it is a family business and 
because they wanted to share their ideas with the world.  

 82% plan to expand their business with 71% describing their will to expand as very 
strong, 24% with somewhat strong will and the remaining 6% cannot define their 
willingness at this point. 

 
As for the estimated capital needed for expansions, a very wide range was quoted starting 
from about as little as 3,300 USD for one and reaching 700,000 USD for another. This 
range differs as such due to the different status, needs and profiles of each of the 
entrepreneurs; some of them are self-starters investing their own small amounts of 
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capital and modest sales revenue, while others have their parents working in the field and 
benefit from their parents’ investments to start their own lines and brands. The sources of 
financing used are showed in Table 4.  

 
Table : Sources of financing needed for expansion plans. 

Sources of Funds used for 
expansion  

Own 
money 

loans or gifts from family 
or friends 

Bank 
loan 

Other* 

% of Total Entrepreneurs 42% 0% 50% 17% 
* Other sources quoted were sales revenue, funds and subsidies. 
 
 
As for their chance of success in their business at this stage, there was a variation with one of 
them quoting as low as 30% chance, to one quoting as high as 100%. (See Table 5)  

 
 

Table 5: Chances for success of business at this stage. 
Current Chances of Success 30% 50% 60% 70% 80% 100% 
% of entrepreneurs quoting that chance 6% 24% 6% 18% 41% 6% 

 
 

The reasons given for the challenges faced for this success were: 
 Hard to prove oneself within the local competition. 
 Current security and political situation in Lebanon and the region affecting the demand on 

such luxury/secondary products.  
 Time constraints with other jobs and commitments not allowing for proper investment in 

this sector.  
 Capital needed and unavailable. 
 
As for the promising reasons for prospering in this field, some of the reasons given were: 
 
 International competition faces high barriers of entrance. 
 Have succeeded in forming a clientele base. 
 Use of social media and online business in an innovative way. 
 New original ideas, use of new materials and combining them with the old ones, (3D 

printing, semi-precious stones, and gold). 
 Website, logo, and designs made in house (by business partner, no cost). 
 Fast production line. 
 A preset vision accompanied by a plan to be followed that contains: new lines to be 

introduced and exhibitions to take part in.  
 

2.2.6 Future scenario (long term vision) 
 
Junior entrepreneurs are enthusiastic about further pursuing this career, which started as a 
hobby for many. 82% agree that “It’s more important for a job to offer opportunity than 
security”, indicating their vision towards seeking opportunities for growth. 
 
As for the use of an unexpected gift amounting to 5,000 EUROs, 3 spendings were quoted by 
each, starting with investments to gifts, charity and other. (See Table 6) 
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Table 6: % of total entrepreneurs that has agreed to one of the listed spending schemes for a 5,000 
EURO gift received. 

 
 
 
However, only 47% agree to the statement “there are enough opportunities for people like me 
to start their own business in this country”, since they see that a lot of capital is needed and it 
is not easy for start-ups to be able to provide that.  

 
 

2.3 Lebanon2/BIAT  
 
Making reference to the project’s action plan, Work package 4, activity 4.2 “Needs and 
analysis of new or aspiring young entrepreneurs”, BIAT has performed 19 interviews with 
selected junior entrepreneurs that expressed interest in the project. In order to make an 
analysis on skills held and the missing ones. 

 

2.3.1 Description of the preparatory phase and implementation 
 

During the preparation phase of selecting junior entrepreneurs for interviews, a list of 
administrative activities were carried out in order to enroll them in the project according to a 
list of criteria defined in the grant contract and in the steering committee meetings which are 
having a family business in the sector, took vocational training, worked in the sector, have a 
basic english level,age, and the willingness to commit to the trainings.The researcher officer 
developed the following lists: 

 
 First list which includes names of vocational, fashion and jewelry schools and universities 

to target their students. 
 Second list includes names of given by senior entrepreneurs in the sector. 
 Third list was created from BIAT’s database targeting new aspiring entrepreneurs that are 

willing to start-up their business. 
 

2.3.2 Description of the results of the interview to Junior entrepreneurs or aspiring 
entrepreneurs 

 
a) General description and summary of the interview: 

 
BIAT was able to interview 19 junior entrepreneurs: 2 in Boutique shops, and 17 in BIAT 
premises. Each interview took an average of one hour and half to be fully completed. 
Three of the interviewed junior entrepreneurs turned out to be inapplicable because of 

Spending Scheme Investment Shopping
Living 
Expenses Gifts Tourism 

Marketing & 
Advertising 

Take part in 
international 
Fairs Donations

Add to Savings for 
Future plans

24% 18% 24% 12%
% of Total 
Entrepreneurs 59% 35% 6% 29% 24%
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age, no basic english level, no vocational training/apprenticeship or family business in the 
field. 
 

During the interviews: 
 

 Juniors expressed how delighted they were when they heard about PRIME project, 
because they considered it to be a unique opportunity that will help them develop their 
skills in the sector. 

 After observing the quality of responses and judging the quality of information given by 
the junior entrepreneurs, juniors seemed to be serious, motivated and cooperative. 

 Conducting interviews in boutiques was very disturbing since customers come in and out 
to purchase products. This constantly interrupted the flow of the interview. 

 Interviews performed in BIAT Premises were easy going since no interruptions were made. 
 Junior entrepreneurs were excited to be a part of PRIME project and start attending 

trainings. 
 

Findings of the interviews: 
 

 We found out that there are three types of junior entrepreneurs willing to enter the 
industry: junior entrepreneurs that did a technical internship, managerial internship, took 
vocational training. 

 Interviews with entrepreneurs gave us a background and a summary on the junior 
entrepreneur’s education, vocational training, apprenticeship, experience and existing 
family business if any. 

 Interviewed junior entrepreneurs who took technical training were eager to take 
managerial training and junior entrepreneurs that took managerial training were eager to 
take a technical training. 

 Based on a lack of skills/gaps analysis a series of trainings were identified. 
 
b) In-depth analysis of the priorities searched (analysis of skills held and the missing ones) 

specifying in particular technical and transversal competences (soft skills and technical skills) 
 
During the interviews, we assessed lack of skills that are strategic for the success of junior 
entrepreneur’s (start-ups and existing) business in the jewelery, silverware and gemology. 
Interviewed junior entrepreneurs revealed the skills they need, which will allow them to 
succeed in their future start-up business ventures. 

 
 Analysis of skills held and the missing ones: 

Soft skills Skills held Missing skills 
Education 94% of junior entrepreneurs took a 

vocational training (some hold degrees 
some do not). 

6% of junior entrepreneurs only did 
not take any vocational degree but 
will be taking a university course on 
jewelry design. 

Business background 50% of Junior entrepreneurs have a 
business background (accounting, 
marketing, management), which they 
gained during their education years. 

50% of junior entrepreneurs do not 
have a business background. 

Managerial skills 25% of junior entrepreneurs have 75 % of junior entrepreneurs do 
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repreneurs have a serious desire to start-up their own businesses; however, they have 
significant challenges (financial, environmental, political, community support, lack of 
managerial and technical skills) in their current situation. 
 
We have listed a set of gaps/ and needs that needs to be fulfilled that are considered critical 
success factors that needs to be developed during the transferring period in the table below, 
in order to help them run a successful start-up business venture. 
 
  

Future plan Current situation and future vision Gaps / Needs of junior 

managerial skills in selling gold/silver. not have managerial skills in selling 
gold/silver 

Attitude The majority of Junior entrepreneurs 
want to build their businesses success 
on honesty, reputation, patience, and 
passion to what they do. 

None 

Accounting 
/Bookkeeping 

56% of Junior entrepreneurs do simple 
bookkeeping or are capable of 
performing bookkeeping when they 
open their business ventures. 

44% of Junior entrepreneurs do not 
do bookkeeping or know how to. 
This could negatively affect their 
business decisions and mislead 
them on the cash-flow level. 

Financing None 50% of Junior entrepreneurs prefer 
to fund their businesses from their 
own savings or family savings 
because they consider it to be a 
safer move. 
 
While 31% of Junior entrepreneurs 
only are willing to use bank 
facilities to open their business 
venture (From them (9) willing to 
use bank loans with other sources). 
 
Only 19 % would deal with credit 
suppliers to fund their prospective 
projects. 
 
The selection of young 
entrepreneurs of “Savings” for 
funding their business could 
negatively affect their business 
growth because of their reluctancy 
to deal with banks and credit 
suppliers. 

Technical skills Only 31.25 % of junior entrepreneurs 
have technical skills as manufacturing, 
design, repairing, gem setting, and 
molding. 

43.75 % of Junior entrepreneurs do 
not have technical skills in Gold 
silver making. 
 
25 % of junior entrepreneurs do 
not have technical skills but have 
managerial skills in selling 
gold/silver. 
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for start up businesses. entrepreneurs 
- Open Boutiques to sell 
gold and silver products 
inside Tripoli (Would 
like to expand later on 
to national and regional 
level as well as 
neighboring countries). 
 
- Create a website to 
sell gold online. 
(national and 
neighborhood level) 

- Serious security situation and 
political issues preventing 
development in this field. 
 
-The majority of entrepreneurs 
prefer to use their own savings and 
family savings to fund their 
businesses. 
 
-The majority of entrepreneurs will 
resort to bank facilities and credit 
supplier as a last resort. 
 
- The majority of entrepreneurs 
have a good imagination (creativity) 
in designing and manufacturing new 
products.  
 
- The majority of entrepreneurs do 
not mind employing someone more 
skilled than they are.  
 
-The minority of entrepreneurs have 
intergenerational knowledge. 
 
- The majority of entrepreneurs 
believe in their skills and future 
businesses. 
 
-The majority of entrepreneurs have 
passion for the industry ( 
gold/silversmithing) 
 
-The majority of entrepreneurs are 
weak in accounting, marketing, 
strategic planning, human resource, 
and management. 

-Successfully acquire 
intergenerational knowledge. 
  
-Exposure to new markets on the 
national and international level.. 
 
-Learn how to use accounting 
systems.  
 
-To be open to the banks and 
benefit from their products as 
main source of funding. 
 
-Benefit from the new technology 
in manufacturing. 
 
-Capacity building in SMEs 
management, marketing, 
strategic planning, accounting, 
and existing finance programs. 
 
-Networking with suppliers, 
buyers and designers. 
 
-Business counseling. 
 
-Technical trainings in 
gold/silversmith workshops. 
 
-Since gold/silversmithing is a 
craft that is threatened to 
become extinct governmental 
associations and social 
communities should support this 
type of craft. 

 
 
 Technical and transversal competences(soft skills and technical skills): 

 
The junior entrepreneurs have a serious desire to start-up their own businesses; however, 
they have significant challenges in their current situation.  
We have specified in particular technical and transversal competences that needs to be 
fulfilled that are considered critical success factors that need to be developed during the 
transferring period in the table below, in order to help them run a successful start-up business 
ventures. 
 
 

Soft skills Technical skills 
-Communication skills -Engraving 
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-Planning and researching 
-Team work 
-Marketing 
-Record Keeping 
-Time management 
-Money management 
-Stress management 
-Business management 
-Positive thinking 
-Honesty 
-Transparency 
-Diplomacy 
-Responsibility 

-Chasing or embossing 
- Polishing  
-Stone setting 
-Cutting gem stones 
-Melting gold/ silver 
-Molding gold/silver 
-Repairing gold/ silver items 
-Gold filtering 
-Designing 
-Carving 
-Diffrentiating between karates 
 

 
 

2.3.3 Motivational talks and activities aimed at the active participation in the project (e.g. 
presentation workshops) 

 
Under Work Plan 4.2 Needs and analysis of new or aspiring young entrepreneurs: BIAT 
implemented a series of motivational talks and activities in order to interest junior 
entrepreneurs in PRIME Project. 

 
 Motivational talks: 

 
− “If you do what you love, work becomes fun” is a motivational slogan we used to 

motivate juniors. 
− Participating in an EU funded project reflects positively on their personal and 

professional image. 
− Participating in the project will allow them to network with professionals from 

different fields, and will provide them an opportunity to create cross border links with 
new or experienced entrepreneurs. 

− 8 sub-grants will be distributed among 8 selected junior entrepreneurs (that prove to 
be serious during PRIME training program) to do on site visits in a host country 
(Greece, Egypt or Rome). The study visits include visits to concerned ministries, 
successful businesses and business associations, educational and training institutions, 
training sites, which allows them the exchange and sharing of experiences among the 
young new or aspiring enterpreneurs. 

− PRIME will contribute to the survival and development of their family businesses. 
− Mentoring is an essential tool for junior entrepreneurs newly entering the industry 

that allows them to gain/inherit core competences, hard earned experience, support, 
advice and guidance. Having a mentor in the beginning of their career will prepare 
them to cope with upcoming challenges, difficulties and allow them to open up to 
new horizons for the family businesses they took over or their businesses they have 
started-up. 

 
 Motivational Activities: 

 
− Prime Launching Event / Prime First public event occurred in BIAT premises on June 

26, 2014. Participants were invited through an invitation on social media “BIAT 
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Facebook Page”, bulk mail invitation sent to all BIAT contacts, and phone calls were 
made. 

− The attendees of this public event were: Syndicate of jewelers in Tripoli and North 
Lebanon, entrepreneurs from different backgrounds, designers, and partners in the 
project. 

− A press release for PRIME public event was published: in local newspapers such as (Al-
liwaa and Al shark). 

− Websites (BIAT, Tripoliscope). 
− Bulk mail to all BIAT contacts. 
− Al-Afkar magazine was writing an article on gold sector in Lebanon, hence they 

interviewed BIAT to learn more about PRIME project. The Article is expected to be 
published late August. 

  

2.3.4 Description of the results of the interview to young entrepreneurs or aspiring 
entrepreneurs 

 
After expressing interest in the project by either paying a visit to BIAT premises or calling to 
learn more about the project, 
BIAT scheduled appointments with junior entrepreneurs listed in section 2.2b over the phone. 
During these one on one meetings BIAT introduced the objectives of PRIME project, and 
presented its target groups, and beneficiaries. 
 
After taking a tour in BIAT premises with junior entrepreneurs we presented the services we 
provide and thoroughly explained the importance of this type of business centers (vocational 
training institutions, Universities, Chamber of commerce, knowledge management 
developers) in management and entrepreneurial skills capacity building. 

  
 

2.3.5 Strengths and weaknesses (based on the opinions expressed by the young 
entrepreneurs or aspiring entrepreneurs) 

 
a) Strengths: 

 
 10/16 junior entrepreneurs have done technical apprenticeship or vocational 

training in jewelry making, repairing, molding, cutting diamonds. 
 16/16 junior entrepreneurs have reached different levels of education. (3 primary, 

6 secondary, and 7 tertiary). 
 8/16 junior entrepreneurs have business education background. 
 6/16 junior entrepreneurs have family business in the sector. 
 6/16 junior entrepreneurs have worked in their family businesses in the sector. 

7/16 junior entrepreneurs have worked in their family businesses but not in this 
sector. 

 8/16 junior entrepreneurs have experience in the sector of jewelery, silverware 
and gemology. 

 2/16 of junior entrepreneurs are presently in business in this sector while 1/16 
junior entrepreneur is present in another sector. 
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 3/16 of junior entrepreneurs consider their business profitable and are willing to 
reinvest profit for the expansion of their companies. (There are three 
entrepreneurs currently in business). 

 14/16 junior entrepreneurs have plans to start a new business in goldsmith and 
silversmith. 

 3/16 of junior entrepreneurs are subscribed to a business magazine. 
 2/16 of junior entrepreneurs have informal linkages with suppliers /buyers. 

 
b) Weaknesses 

 
 6/16 of junior entrepreneurs do not have vocational training degree or did an 

apprenticeship.  
 13/16 of junior entrepreneurs do not have subscription or access to an 

international business journal. 
 0/16 of junior entrepreneurs have traveled outside Lebanon for related business 

purposes. 
 12/16 of junior entrepreneurs are presently not in business. 
 2/16 of junior entrepreneurs have formal contracts with buyers/suppliers. 
 18/18 of junior entrepreneurs are weak in business planning. 
 18/18 of junior entrepreneurs are weak in accounting and finance. 
 9/16 of junior entrepreneurs are weak in human resources management. 
 5/16 of juniors entrepreneurs are relying on supplier credits as a major source of 

funding which imposes them on the gold price fluctuation risk. 
 2/16 of junior entrepreneurs have rated their current business as somewhat bad 

while 1/16 of junior entrepreneurs rated their current business as bad and 1/16 as 
very bad. 

 2/16 of junior entrepreneurs closed their own business in gold/silversmith sector. 
 
a) Perspectives (mission on its short-term assets) 
 
 14/16 of junior entrepreneurs always wanted their own business. 
 5/16 of junior entrepreneur think that money is the most important ingredient needed to 

succeed in business, 
 5/16 motivation,4/12 education,1/16 relations and 1/16 passion. 
 13/16 of junior entrepreneurs agree, “It’s more important for a job to offer opportunity 

than security”. 
 14/16 of junior entrepreneurs have a good imagination in making new products using an 

old electrical wire. 
 16/16 of junior entrepreneurs have a short term plan to spend a gift of 5000 EUROS to 

start-up their own business, buy products then selling them and investing in themselves 
(taking a training in related to the industry technical or managerial). 

 10/16 of junior entrepreneurs have a strong desire to start/expand their business. 
 4/16 of junior entrepreneurs have seen that they have a chance of 80% to succeed their 

business at this stage, 4/16 saw a chance of 70%,5/16 saw a chance of 50%,2 saw a 
chance of 100% and 1/16 saw a chance of 20%. 

 3/16 of junior entrepreneurs have the chance to succeed due to their technical skills. 
 2/16 of junior entrepreneurs have the chance to succeed due to their passion and 

dedication for this sector. 
 2/16 of junior entrepreneurs have the chance to succeed due to their public relations. 
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 1/16 of the junior entrepreneurs have the chance to succeed due to their reputation. 
 14/16 of junior entrepreneurs will be weak in export. 
 11/16 of junior entrepreneurs will be weak in import. 
 
b) Future scenarios (long term vision) 

 
 1/16 of junior entrepreneur do not know if they want to start-up or expand a business. 
 2/16 of junior entrepreneurs are planning to export to Arab countries and EU countries. 
 1/16 of juniors entrepreneurs is planning to expand his existing boutique shop. 
 1/16 of juniors entrepreneurs need around 400,000$ as a capital to expand. 
 1/16 of junior entrepreneurs need an average of 5,000$, 3/16 need 10,000$, 1/16 need 

15,000$, 2/16 need 20,000$, 3/16 need 50,000$, 3/16 need 100,000$, 1/16 need 
400,000$, and 1/16 need 1 million $ as a capital to open their business venture in this 
sector. While 1/16 doesn’t know how much capital he/she needs to open his/her business 
venture in this sector. The amounts of capital needed to open their business ventures 
varies because some want to open a small shop, medium size shop, others want to open 
chain stores while others wants to buy a franchise. 

 9/16 of junior entrepreneurs estimate that they will use a bank loan as a source of funding 
for opening a business venture. 

 12/16 of junior entrepreneurs estimate that they will use loans and gifts from family as a 
source of funding to open their business in the sector. 

 8/12 of junior entrepreneurs estimate that they will use loans and gifts from family as a 
source of funding to open their business in the sector. 

 12/16 of junior entrepreneurs will be dealing with local suppliers. 
 9/16 of junior entrepreneurs will start their business with less than 2 employees. 
 13/16 of junior entrepreneurs will deal or are dealing solely with local market. 
 13/16 of junior entrepreneurs will not be exporting. 
 12/16 of junior entrepreneurs do not have exposure on the international market 

(importing) so they will buy their products from the local market. 
 5/16 of juniors entrepreneurs are relying on supplier credits as a major source of funding. 
 8/16 of junior entrepreneurs will be using simple bookkeeping. 
 

 

2.3.6 Description of the critical elements that are deduced from the responses from 
interviews: 

 
The critical elements that were deduced from the responses of the entrepreneurs: 
 
 Junior entrepreneurs are intimidated by the political and security situation in the country. 

This is negatively affecting their decisions regarding expanding their family businesses or 
starting up their own business venture.  

 Majority of Junior entrepreneurs prefer to expand or start-up their business from their 
own savings instead of using bank facilities which will hinder the development of their 
businesses. 
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2.3.7 Proposals and suggestions for training 
 
After interviewing junior entrepreneurs and based on the core competences analysis made, a 
series of needed trainings were identified: 

 
 Bookkeeping 
 Marketing 
 Sales 
 SME Management 
 Entrepreneurship 
 How to write a business plan 
 On the job training (training in jewelry gold/silver shops) to practice what they have 

learned. 
 

2.4 Egypt - JTC 
 

JTC has performed 30 interviews of Junior Entrepreneurs in the field jewelery, silverware and 
gemology sector in Alexandria, Egypt, in order to came up with a detailed analysis for the core 
competence which have helped them to become successful and willing for more business 
development . 

 
 

2.4.1 Description of the preparatory phase and implementation 
 

JTC was able to reach the Young Entrepreneurs all over the phone to give them a brief 
explanation about the project and ask them to have meetings at JTC.  
 
Also JTC published an announcement about the PRIME of the JTC facebook page , with 
application on June 2014. 
 
The Meeting was to explain about the PRIME project and the activities and also the JTC role 
and finally the benefits for the Juniors with the time table of each activity  
The Questionnaires was 20 collected by hand and by 10 emails ,and the JTC team was side to 
side for any further inquires and explanations. 
 

 

2.4.2 Description of the results of the interview to young entrepreneurs or aspiring 
entrepreneurs 

 
JTC through 30 Interviews, 20 collected by hand and by 10 emails, and the JTC team was side 
to side for any further inquiries and explanations  

 
During the Interviews: 

 
 The phone calls was very effective , as the juniors was very interested to participate and in 

a few days the meeting started on JTC premises so every one of them understand the idea 
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of the project and the benefits , as they believe that by the end of the project they will 
have more opportunities for job or can start their own business  

 The Juniors was so pleased with the benefits specially the part of experience exchange 
and the part of supporting young entrepreneurs to start business  

 
Finding of the Interview: 
 
 The Juniors was two types either they have a family background or Talented and 

Innovators in the Jewelery making  
 Some of the Juniors submitted the Questionnaire with supported sketches and photos of 

samples for the collection they have ( trying hard to be selected in the project ) and some 
of them bring actual jewelery pieces to proof that they are serious  

 
 
Strength and weaknesses in-depth analysis 
 

Core Capabilities Rate Details 
Education + The majority of Senior entrepreneurs have 

reached different levels of education, while few of 
them are illiterate. 
Few have University Degree / equivalent. 

Business background - Few of Senior entrepreneurs have a business 
education background, which they believe it 
facilitates managing their business. 

Business exposure + Few of Senior entrepreneurs have family business; 
but they have wide experience  more than 10 
years in the filed  

Business experience + The majority of Senior entrepreneurs them have 
currently profitable in their business, and they 
have the willingness to reinvest their profit in it   
-Few of them have worked more than 20 years in 
the sector of  jewelery, silverware and/or 
gemology 

Supply chain  + The majority of Senior entrepreneurs are dealing 
with local market and they need to be exposed to 
new markets. 

Technical skills + The majority of Senior entrepreneurs are strong in 
technical skills as manufacturing, designs, sales 
and Marketing 

Attitude + The majority of Senior entrepreneurs attribute 
their success to their Experience and using the 
new techniques, and few of them depend on their 
career passion, their creativity of design, quality 
and delivery timing.  

Accounting  - The majority  of Senior entrepreneurs are  using 
simple bookkeeping and only one  use double 
entry book keeping which is audited  

Financing - Some of Senior entrepreneurs estimate that they 
will use a bank loan as source of funding for 
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a. Description of the critical elements that are deduced from the responses from interviewees 
 
 The Juniors was two types either they have a family background or Talented and 

Innovators in the Jewellery making  
 Egyptian political and security are slowing down the growth and development of the 

Gold/Silversmith sector , which also effect the sales and the marketing and the job 
opportunities for the juniors  

 The juniors is having the challenge and the willing to know and learn more to exposure 
there capabilities and creativity in jewellery making and to go in steps of learning the 
technical skills and the business / management skills  

 The juniors is focusing on having there own brand after crossing the lack of business skill  
 
 
Future Scenario 

  
 
 
 
 
 
 
 
 
Expand inside and outside Egypt  

Current Situation  
The majority of Juniors entrepreneurs are planned to expand in 
local market then Regional Then National  
The majority of Juniors entrepreneurs are saving for input from 
local market then imported market  
The majority of Juniors entrepreneurs are having regular suppliers  
The majority of Juniors entrepreneurs have an informal 
understanding for business relation nature  
The majority of Juniors entrepreneurs do a simple book keeping 
for business  
The majority of Juniors entrepreneurs is considering saving and 
sales then family are major source of funding  
The majority of Juniors is making a profit from there own business  
The majority of Juniors is intend to use the profit in business 
investment then for living  
The majority of Juniors is rating GOOD for their current business 
performance  
The majority of Juniors is rating GOOD then “ some what bad “ for 
current business environment  

 
 
b. Proposals and suggestions for training 

 
 The juniors agree that they need training on the following: 

 
 Business Skills 
 Management Skills 

expanding business and the majority will use their 
own money  
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 Technical Skills 
 Communication Skills 
 Marketing Skills 
 Good bookkeeping skills  
 

 

2.4.3 Strengths and weaknesses (based on the opinions expressed by the young 
entrepreneurs or aspiring entrepreneurs) 

 
a) Strengths: 

 
 30/30 Juniors entrepreneurs have reached different levels of education. (5 Primary , 3 

Preparatory, and 3 Secondary) 
 30/30 Juniors entrepreneurs have University Degree  
 12/30 Juniors entrepreneurs have received a Vocational Training  
 15/30 Juniors entrepreneurs have family business.  
 13/30 Juniors entrepreneurs have worked in their family business.  
 12/30 Juniors entrepreneurs have Relatives own business  
 14/30 Juniors entrepreneurs have traveled outside Egypt many times for Touristic 

purposes 
 26/30 Juniors entrepreneurs have a previous experience in the sector of jewelery, 

silverware and gemology  
 21/30 Juniors entrepreneurs have presently in business.  
 22/30 Juniors entrepreneurs own and run business in jewelery, silverware and gemology.  

 
 

b)  Weakness: 
 

 8/30 Juniors entrepreneurs have business education background  
 4/30 Juniors entrepreneurs are the first child born in your family 
 6/30 Juniors entrepreneurs have traveled outside Egypt many times for related business 

purposes.  
 3/30 Juniors entrepreneurs have access to international business journal  
 3/30 Juniors entrepreneurs have worked in their Relatives that own business.  

 
 

2.4.4 Perspectives (mission on its short-term assets) 
 

 21/30 Juniors entrepreneurs have always wanted their own business 
 20/30 Juniors entrepreneurs have think that motivation is the most important ingredient 

needed to succeed in business, 8/30 education, 5/30 money, and 2/30 friends. 
 28/30 Juniors entrepreneurs have agree that " it’s more important for a job to offer 

opportunity than security ". 
 29/30 Juniors entrepreneurs have good imagination in making products in using old 

electrical wire to make new products. 
 19/30 Juniors entrepreneurs have agree that “there are enough opportunities for people 

like me to start their own business in this country”. 
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 30/30 Juniors entrepreneurs have a short term plan to spend a gift of EUROS 5,000 in 
their business  

 23/30 Juniors entrepreneurs have a very strong desire to start / expand their business. 
 18/30 Juniors entrepreneurs have seen that they have more than 70% chances of success 

for their business at this stage. 
 

  

2.4.5 Future scenarios (long term vision) 
 

 6/30 Juniors entrepreneurs have always plan to start a new business 
 19 /30 Juniors entrepreneurs have always wanted to expand existing business 
 30/30 Juniors entrepreneurs are either planning to expand in Egypt or in the Arab 

countries. 
 10/30 Juniors entrepreneurs are planning to expand in the Regional Countries 
 15/30 Juniors entrepreneurs are planning to enlarge their current shops and workshops 
 5/30 Juniors entrepreneurs need around EUROS 50,000 as capital to expand. 
 21/30 Juniors entrepreneurs need less than EUROS 10,000 as capital to expand. 
 21/30 Juniors entrepreneurs have estimated the source of money to expand / start the 

business from their own personal money  
 4/30 Juniors entrepreneurs have estimated the source of money to expand / start the 

business from a bank loan  
 11/30 Juniors entrepreneurs have estimated the source of money to expand / start the 

business from use loans and gifts from family and friends 
 

2.5 Italy - IRFI 
 

2.5.1 Analysis and working hypothesis 
 
If there is no concentration of answers to the question concerning the decision of an 
entrepreneur (J1), with regard to competencies and skills (J2 and J3) most junior is able to give 
a more specific answer. 
 

 
   J1 - Why did you decide to become an 

entrepreneur? 
Enable new business in the field 1 
I feel prepared 1 
More professional development 1 
To combine the passion and the need 1 
I like new challenges 1 
Own satisfaction 1 
To freely express my creativity 1 
To build my future 1 
I was full of dreams ... 1 
To create and have autonomy 1 
To realize myself 1 
For passion 1 
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Occurs (J2), in fact, a concentration of nearly 30% who felt that the "right" skills to be a good 
entrepreneur is those Technical/Professional and Marketing and keep up with the times until 
you get to an overall 60% considering Orientation/Tune in/with the client and Ability to build 
relationships and Honesty/Courage/Optimism. 
 

  
 

 % 

J2 The 5 competences that make of an 
entrepreneur a good entrepreneur 

 
 

Technical/Professional 9 15,0 
Marketing and keep up with the times 8 13,3 
Orientation/Tune In/With The Client 6 10,0 
Ability To Build Relationships 6 10,0 
Honesty/Courage/Optimism 6 10,0 
Creativeness 5 8,3 
Design 5 8,3 
Professionalism/Punctuality/Order 5 8,3 
Adaptability 5 8,3 
Leadership/Autonomy 3 5,0 
Organizational Awareness 2 3,3 
Total answers 60 100% 

 
 

Similarly with regard to skills almost 77% distributed their responses on 5 items (Marketing, 
Technical Skills, Languages, Business Management, Economy). 
 

    
J3 The 5 skills that make of an entrepreneur 

a good entrepreneur 
Marketing 12 21,8 
Technical skills 9 16,4 
Languages 9 16,4 
Business Management 6 10,9 
Economy 6 10,9 
Fashion of the moment 3 5,5 
Culture 3 5,5 
Friendships/knowledge 3 5,5 
Read 2 3,6 
Computing 2 3,6 
Total answers 55 100 

 
 
Very significant concentration of answers to the question relatively J4 and J5. 
 
Emerges quite clear, in fact, that as many as 10 of the 12 junior entrepreneurs are not self 
starter (J4) and almost identical (11 of 12), is the distribution of those who have a background 
of experience in business to be pursued. 
 
 

J4 - Are you a self-starter? YES NO 
2 10 
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J5 - Do you have a background of experience in 

the business to continue? 
YES NO 
1 11 

 
 
 
Most Junior says that while studying (J6), not turned to forms of assistance, training, 
mentoring and coaching to complement their knowledge, start your own business and 
become entrepreneurs in all respects. 
 
 
 
J6 - During your studies you have benefited from ......... 
  
  NO Yes but I 

have not 
benefited 

Yes I have 
benefited 

NO Yes but I 
have not 
benefited 

Yes I have 
benefited 

J6 -1 courses on entrepreneurship 9 0 3 75,0% 0,0% 25,0% 
J6-2 management courses 9 0 3 75,0% 0,0% 25,0% 
J6-3 information on how to start a 
company 

8 1 3 66,7% 8,3% 25,0% 

J6-4 assistance and  business 
consultancy 

10 1 1 83,3% 8,3% 8,3% 

J6-5 legal assistance 12 0 0 100,0% 0,0% 0,0% 
J6-6 information on funding 10 0 2 83,3% 0,0% 16,7% 
J6-7 technological assistance 11 0 1 91,7% 0,0% 8,3% 
J6-8 business incubators 12 0 0 100,0% 0,0% 0,0% 
J6-9 mentoring and/or coaching 11 0 1 91,7% 0,0% 8,3% 
 
 
Few among others claim to have had the support of parents in carrying out its business plan, 
however, boasting a good marketing experience (J15) and the ability to take risks (J21). 
 
 

  YES NO YES NO 
J7 - Your family supports your business projects? 11 1 8,0% 2,3% 
J8 - Are you a "problem solver" and see positively the challenges 

and unexpected events? 
10 2 7,3% 4,5% 

J9 - Have you ever promoted innovate and creative ideas? 12 0 8,8% 0,0% 
J10 - Do you determine objectives and timing of the results? 10 2 7,3% 4,5% 
J11 - Would you accept advice and recommendations from one or 

more mentors or "advisor groups", in spite of ...? 
11 1 8,0% 2,3% 

J12 - People see you as a positive person? 12 0 8,8% 0,0% 
J13 - Do you go through defeats easily? 10 2 7,3% 4,5% 
J14 - Do you have sales experience and proven success? 8 4 5,8% 9,1% 
J15 - Do you have experience in marketing? 3 9 2,2% 20,5% 
J16 - Do you delegate responsibility and critical tasks easily to other 

people that you believe to be competent? 
8 5 5,8% 11,4% 

J17 - Would you hire someone with more business experience and 
more skills than you? 

9 3 6,6% 6,8% 

J18 - Do you like reward others for their good ideas and because 12 0 8,8% 0,0% 
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they perform their job well? 
J19 - Are you good at organizing your tasks and establish priorities; 

and planning work? 
11 1 8,0% 2,3% 

J20 - Do your employees and your peers see you as a leader? 8 4 5,8% 9,1% 
J21 - Do you feel comfortable in taking the risk of a financial 

nature? 
2 10 1,5% 22,7% 

  137 44 100% 100% 
 
 
Interesting to find that the majority of young entrepreneurs think they possess both creativity 
and the ability to take / make decisions (and to monitor closely linked to the ability 
Organization, Communication and Planning and Research), among the most important factors 
to take successfully the business of goldsmith. 
 
 
J22 - Please rate your skill level 1 to 5 

 TOTAL  AVERAGE 
Hiring/make decisions 55 4,6 
Creative Thinking 55 4,6 
Organization 48 4,0 
Communication 47 3,9 
Planning and Research 47 3,9 
Team Building 43 3,6 
Marketing 43 3,6 
Business management 42 3,5 
Taking notes 37 3,1 
Finance 29 2,4 
 
 
Rather well-diversified is the perception that the junior has of the skills necessary to be 
successful artisans and how they perceive themselves to have them (J23). 
There is generally a slight preference for the concept of fairness which is also confirmed in the 
answers to the next question (and on other occasions). 
 
 

J 23 - The 5 most important technical skills and assessment of his/her own skill level 
1 Creativity 4 Ability to 

implement 4 
Material selection 
3 

Customer 
orientation 5 

Define the right 
remuneration 4 

2 Manufacture/de
sign 4 

Organization 4 Timing 4 Customer 
relations 3 

Management 
skills 3 

3 Mounting 2 Fretwork 4 Welding 4 Casting 2 Engraving 5 
4 Creativity 4 Manual 

dexterity 4 
Work organization 
5 

Customer 
relations 3 

Cooperation 
with others 4 

5 Design 4 Creativity 4 Accuracy 4 Be Stylish 4 Professionalism 
4 

6 Work 
organization 4 

Fairness 4 Practicality 5 Customer 
relations 3 

Relationship 
with suppliers 4 

7 Encourage 
employees 5 

Organization 3 Fairness 5 Being practical 5 Being able to 
recognize the 
raw materials 4 
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8 Professionalism 
5 

Knowing how 
to use the 
equipment 4 

Knowing how to 
manage a group 5 

Knowing how to 
make difficult 
decisions 5 

Creativity 5 

9 Communication 
5 

Technical 
knowledge 4 

Knowing how to 
read the needs 4 

innovation 4 Marketing 4 

10 Technical 
knowledge 4 

Honesty 5 Culture and 
Innovation 5 

Customer 
Relationship 4 

Relating to the 
customer 4 

11 Communication 
5 

Fairness 5 Management 4 Metal processing 
2 

Define the right 
remuneration 4 

12 Aesthetic 
sensitivity 5 

Extreme 
honesty 5 

Be up to date in 
the techniques 4 

Cut one’s teeth 5 Management 
skills 3 

 
 
We find it (J24) between the virtues necessary (though not specific and non-technical) to be a 
good craftsman. 
 
Among the five most important technical skills for an entrepreneur in the jewelery, silverware 
and gemology emerge (compared to what each of them means their level of ability for each 
skill), in particular, Creativity, Technical Knowledge, work organization and customer relations. 

 
SUMMARY FOR MACRO-SKILLS 

 

Design and 
Innovation 

Techniques of 
working 

Management and 
organization 

Non 
specific 

Relating to the 
customer 

         
Be up to date in 
the techniques 4 

Technical 
Knowledge 4 

Management 4 Fairness 4 Customer 
relations 4 

Innovation 4 Technical 
knowledge 4 

Organization 3 Fairness 5 Customer 
relations 3 

Ability to 
implement 4 

Casting 2 Organization 4 Fairness 5 Customer 
relations 3 

Design 4 Mounting 2 Work 
organization 5 

Extreme Honesty 
5 

Customer 
relations 3 

Culture and 
Innovation 5 

Engraving 5 Work 
organization 4 

Honesty 5 Cooperation with 
others 4 

Creativity 4 Manual dexterity 
4 

Professionalism 4 Cut one’s teeth 5 Customer 
orientation 5 

Creativity 4 Metal processing 
2 

Professionalism 5 Being practical 5 Management 
skills 3 

Creativity 4 Manufacture/des
ign 4 

  Practicality 5 Communication 
5 

Creativity 5     Accuracy 4 Communication 
5 

    Define the right 
remuneration 4 

Marketing 4 

     Be Stylish 4 
 
Important finally the high percentage of those who attribute great importance to having a 
mentor to guide and support in the development of their business and career. 
 
  TOTAL AVERAGE 
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J24 - The importance of having a mentor 58 4,8 
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AN OVERVIEW 

1 Common elements and differences 
 
From interviews arise considerations and suggestions, sometimes with very significant 
differences, among young entrepreneurs in each partner country of Prime. 
 
There is also a fairly wide distribution in the answers, even within the partner countries, in 
various fields, benchmarks for a young entrepreneur and in particular: 
 
 Education 

If most of them have completed tertiary education with a bachelor's degree (a profound 
difference to their countrymen Senior) there is a difference between those who, during 
these studies, have attended the vocational training courses and business (e.g. Jewelery 
design) and those who do not never participated in any kind of specialization. 
Compared to studies the difference in preparation or at least basic education of young 
artisans from country to country is evident from the responses to the question J6 (During 
your studies you have benefited from ...) with a very diverse distribution between those 
who attended courses on entrepreneurship, management courses while the most relevant 
information received was that on legal advice and how to start a business. 
Substantially, however, hardly anyone has had experience on the job with a mentor to 
support its growth in technical, professional and artistic. 
 

 Origin 
If many people have the family business in the craft sector and therefore have experience 
in the fields of jewelery, silverware and gemology there are many who have approached 
the craft worked in the these fields thanks to a great imagination and creativity in the 
design of new products. 

 
 Business background (accounting, marketing, management) 

Compared to the previous answer, there are juniors who claim to possess the managerial 
skills right while others have more technical skills, such as manufacturing, design, repair, 
gem setting and molding. 

 
 Self-starter 

Some of them are self-starters investing their own small amounts of capital and modest 
sales revenue while others have their parents working in the field and benefit from their 
parents’ investments to start their own lines and brands.  

 
 Current Conditions 

Some people see the great difficulty, in the current socio-economic in Europe and the 
world, to be able to prove their worth even within a local competition. In some cases the 
situation is aggravated by the strong geo-political instability of the entire area surrounding 
her/his own nation (which covers the more the demand for luxury goods and that slow 
down the growth and development of the jewelery industry and silversmith, which also 
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affect the sales and marketing and job opportunities for youngsters) and to raise the 
necessary capital to continue to invest and / or start new product lines. 
 

There are then points in common which are also considered essential in order to succeed in 
the craft sector, some are already in their own company in other cases under development, of 
which young entrepreneurs are aware protagonists. 
 
Elements that, in some cases, although not necessarily, highlight the significant generational 
differences: 

 
 a customer base consolidated or in the continued expansion phase 
 use of social media and online business in an innovative way 
 new ideas, the use of new materials and combining them with the old (3D printing, semi-

precious stones and gold) 
 website, logo and homemade projects using new technologies (and therefore virtually no 

cost) 
 production lines faster 
 a vision more programmed with a schedule that includes new lines and products to be 

tested, shows to attend, and so on. 
 

Many young entrepreneurs prefer to finance their businesses with their savings or family 
savings because they feel it's a safer move. 
Others are willing to use bank loans or other sources of financing or rely on credit providers to 
fund their future projects. 
Prevails the reluctance to have anything to do with banks and credit providers to finance the 
activities and it is difficult to understand as it may adversely affect their business growth. 
 
All interviewed are excited to further pursue this career that began as a hobby for many of 
them.  
Among these are those who have a serious desire to start their own businesses aware, 
however, to have in front significant challenges (financial, environmental, political, relations 
with the community and the surrounding, lack of managerial and technical skills). 
 
The interviewees during the action of fieldwork were also able to express a variety of reasons, 
many of which in common, for which they have decided to become artisans in this specific 
field: 
 
 establish your own business and be independent, 
 to disseminate your ideas and views and share them with the world 
 leading and managing people 
 love and passion for this particular craft sector 
 show all the creativity you have in this field and turn it into a reality. 
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2 Gaps and needs 
 
There are a number of gaps and needs to be met and which are considered the critical success 
factors that need to be developed during the period of transfer mentor-mentee in order to 
help them to manage a successful business or start a craft company successful. 
 
Among them surely prevail: 
 
 the need of a large and continuous creativity in the production of jewelry 
 continuous learning of technical, commercial and management 
 develop a brand new and innovative 
 improve or enhance the ability of business 
 
Also in response to questions about the most important skills that must possess a good 
entrepreneur/craftsman has been created a list rather varied and wide (both between the 
different partner countries both within themselves): 

 
 innovative, creative, leadership skills, motivated, independent, organized, self-confidence, 

flexible and adaptability, responsible, looking for opportunities, ability to fail but not 
despair, persistence, ability to find and manage people, self-reflection, investing for the 
long term, enthusiasm and passion, patience 

 problem solving abilities, communication skills, planning and organization, customer 
orientation, team workability, knowledge in the field, multitasking, risk taking, good at 
research and information search, result orientation, proactive approach. 

 
As for the future young craftsman demonstrate their right personal characteristics and will, in 
addition to the support they receive from their environment, in order to pursue their careers 
and ambitions. 
 
It is particularly interesting to note that: 
 
 generally their families continue to support their entrepreneurial aspirations 
 they see themselves as problem solvers and are positive about their ability to face 

challenges and setbacks 
 they want to initiate innovative and creative ideas 
 understand the need to set the time and objectives 
 they are willing to accept advice and guidance from a mentor or consulting group 
 have already proven successful experience in sales and marketing, 
 
Junior entrepreneurs also rated their skill level in a list of different skills from one to 5, where 
1 indicated a low level of competency and 5 the highest (J22)..  
 
In this case it is interesting some concentration of answers among the most important factors 
to take successfully the business of goldsmith in particular about their capacity to be creative 
and the ability to take/make decisions and planning. 
Generally from interviews arises they are less competent on financial and business 
management. 
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3 Intergenerational mentoring understood as mutual learning. Having a 
Mentor 

 
Basically all interviewed perceive as essential to have a mentor above all at the beginning of 
the career. 
Also they have in mind what such a figure should to teach to enable them to grow and 
establish themselves as artisans of success: 
 
 guide them and train them in the operations of every day 
 teach them to be able to motivate others 
 give an example of how to act 
 improve their skills in the field 
 teach how to do teamwork 
 identify the right skills and work on transforming them into good ideas and reality 
 describe, teach to follow and understand the entire process from production to sale 
 assign certain tasks to themselves in order to transfer them operational experience 
 teach special processing methods 
 teach how to keep relationships with suppliers and customers, the right vision, tips and 

secrets to success, the mistakes that they have been through in order to learn and avoid 
them in the future 

 teach how to build and promote a brand.  
 
Young craftsmen are eager to pursue a career in the goldsmith and jewelry, and then invest in 
this profession time, energy and resources. 
  
However, there are many constraints, some of them more evident in some of the partner 
countries and less in others, with whom they believe to be reckoned with: 
 
 national laws, regulations and restrictions that do not favor the start-up of a company 
 unfair competition and fraud 
 environmental instability (economic, political, social) that influence the market demand 
 the difficulty in raising capital 
 the rise in prices of raw materials 
 the complex strategies of marketing and visibility on the national and international 

markets (participate in exhibitions and other sales outlets is expensive) 
 lack of guidance tools and mentoring available 
 

4 Proposals and suggestions for training 
 
From a transversal analysis of basic skills that Junior reported in their responses emerges the 
framework for a set of knowledge, skills and expertise, useful across all partner countries, in 
order to overcome gaps and weaknesses, to consolidate and enhance the spirit of craftsman. 

 
A transfer of key elements that can only be through intergenerational exchange already 
mentioned in the Overall Senior Report. 

 
The same Junior then rated themselves as weak in them: 
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 successfully acquire knowledge between generations. 
 exposure nationally and internationally to new markets  
 learn how to use advanced accounting systems 
 be open to banks and their products as the main source of funding 
 benefit from the new technology in the manufacturing sector 
 capacity building in SME management, marketing, strategic planning, accounting and 

finance programs in existence 
 networking with suppliers, buyers and designers 
 resort to consulting business 
 technical training in laboratories goldsmith / silversmith 
 involve non-governmental organizations and social communities should support this type 

of craft which could otherwise extinction 
 
The junior entrepreneurs have a serious desire to start-up their own businesses; however, 
they have significant challenges in their current situation.  
 
Summarizing technical and transversal competences that needs to be fulfilled (considered 
critical success factors that need to be developed during the mentor transferring period) in 
order to help them run a successful start-up business ventures are: 

 
 

Soft skills Technical skills 
Business management 
Record Keeping 
Planning and researching 
Team work 
Communication skills 
Marketing 
Time management 
Positive thinking 
 

-Engraving 
-Chasing or embossing 
- Polishing 
-Stone setting 
-Cutting gem stones 
-Melting gold/ silver 
-Molding gold/silver 
-Repairing gold/ silver items 
-Gold filtering 
-Designing 
-Carving 
-Differentiating between karats 

 
 
Based on the core competences analysis made, a series of needed trainings and of consultancy 
were identified by Junior Entrepreneurs that they find necessary for an entrepreneur to 
succeed:  
 
 Bookkeeping 
 Marketing and Sales& Distribution 
 Finance  
 Project Management 
 HR Mngt 
 Public relation 
 How to write a business plan 
 Job training in jewelry gold/silver shops to practice.  
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ANNEX 1 - Some data about the distribution of Soft Skills and Gaps/Needs 
 

 
 
 

Tab. 1 - Strengths & Weakness 
 

Soft skills Skills held (strengths) Missing skills (weakness) 
Education ⋅ high education (university) and in some case course on 

jewelry design 
⋅ not take any vocational degree  

Business background ⋅ business background (accounting, marketing, management) ⋅ not have a business background 
Managerial skills ⋅ managerial skills in selling gold/silver ⋅ not have managerial skills in selling gold/silver 
Attitude ⋅ build businesses success on honesty, reputation, patience, 

and passion to what to do 
⋅ - 

Accounting /Bookkeeping ⋅ entrepreneurs do simple bookkeeping or are capable of 
performing bookkeeping when they open their business 
ventures 

⋅ do not do bookkeeping or know how to. This could negatively 
affect their business decisions and mislead them on the cash-
flow level 

Financing ⋅ - ⋅ prefer to fund their businesses from their own savings or family 
savings because they consider it to be a safer move 

⋅ only few are willing to use bank facilities to open their business 
venture 

⋅ a few deal with credit suppliers to fund their prospective 
projects. 

⋅ reluctancy to deal with banks and credit suppliers. 
Technical skills ⋅ technical skills as manufacturing, design, repairing, gem 

setting, and molding. 
⋅ technical skills in Gold silver making 
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Tab. 2 - Gaps & Needs 

 
 

 
Current situation and future vision for start up businesses. Gaps/Needs of junior entrepreneurs 

  
Those who have intergenerational knowledge 

 
- to use their own savings and family savings to fund their businesses. 
- will resort to bank facilities and credit supplier as a last resort 
- have a good imagination (creativity) in designing and manufacturing new 

products.  
- do not mind employing someone more skilled than they are.  
- believe in their skills and future businesses. 
- have passion for the industry (gold/silversmithing) 
- are weak in accounting, marketing, strategic planning, human resource, 

and management. 
 
Those who have no intergenerational knowledge 
- to expand in local market then Regional Then National  
- saving for input from local market then imported market  
- having regular suppliers  
- have an informal understanding for business relation nature  
- do a simple book keeping for business  
- considering saving and sales then family are major source of funding  

- Successfully acquire intergenerational knowledge 
-  Exposure to new markets on the national and international level 
- Learn how to use accounting systems.  
- To be open to the banks and benefit from their products as main source of 

funding. 
- Benefit from the new technology in manufacturing. 
- Capacity building in SMEs management, marketing, strategic planning, 

accounting, and existing finance programs. 
- Networking with suppliers, buyers and designers. 
- Business counseling 
- Technical trainings in gold/silversmith workshops. 
- Since gold/silversmithing is a craft that is threatened to become extinct 

governmental associations and social communities should support this type of 
craft. 
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