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THE MARKET

THE YOUNG
ENTREPRENEUR'S




Welcome, Future
Entrepreneur!

"Every expert was once a beginner. Every successful business

started with a single idea."

What You Will Learn




Chapter 1

What Is an Entrepreneur?

An entrepreneur is someone who sees a problem or an opportunity and creates a
solution. They take an idea and turn it into something real, whether that is a product,
a service, or even a new way of doing things.

But entrepreneurship is about more than just making money. It is about creating
value for others, solving problems, and making a positive impact on your community.

Entrepreneurs Are All
Around You

You might think entrepreneurs are only famous tech founders or wealthy

business owners. But entrepreneurs come in all shapes and sizes:

e The student who sells homemade crafts to classmates

The family that runs a small restaurant in your neighbourhood

The artist who sells paintings at weekend markets

The inventor who creates a new app to solve a daily problem

The social entrepreneur who starts a charity to help others

"The best way to predict the future is to create it."

-Peter Drucker

Entrepreneurship and
Oman Vision 2040

Oman's national vision for 2040 places young Omanis at the heart of the coun-
try's future. The vision calls for a diversified economy powered by innovation,
creativity, and entrepreneurship.

By learning entrepreneurial skills now, you are not just preparing for your own
future but you are contributing to the future of Oman itself.

Did You Know?
Many of the world's most successful entrepreneurs started young. Mark

Zuckerberg started Facebook at 19. Moziah Bridges started Mo's Bows (a bow
tie company) at just 9 years old!
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The Entrepreneurial Mindset
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¢ Fixed Mindset:

¢ Growth Mindset:
SiX Traits of Successful Entrepreneurs

Try This

Next time something does not go as planned, ask yourself: "What can |
learn from this?" This simple question can transform a frustrating moment

into a valuable lesson.




. Cha pTe.r 3 Brainstorming Your Ideas
F I nd I ng YOU r BUSI ness Idea Take some time to answer these questions:

What hobbies or activities do | enjoy most?

Every business starts with an idea. But where do good ideas come from? The truth
is, they are all around you. You just need to know where to look.

Three Sources of Great Ideas

Your Passions

What do you love doing? What could you talk about for hours? :
Businesses built on passion are more likely to succeed because you What am | good at? What do others compliment me on?
will stay motivated even when things get hard.

Your Skills

What are you good at? What do people come to you for help with?
Your unique abilities can become the foundation of a business.

. What problems do | notice in my daily life or community?
Problems You Notice

What frustrates you or people around you? What is missing in your
community? The best businesses solve real problems.

The Idea Sweet Spot

The best business ideas sit at the intersection of three things:

My top 3 business ideas:
1. Something you love (passion)

2. Something you are good at (skills)

3. Something people will pay for (market need)

When all three overlap, you have found your sweet spot!




What problem does my product solve for them?

Chapter 4

Know Your Customer

Who Is Your Customer?

Why would they choose MY product?

Ask yourself:

Create Your Customer Profile S—

Talk to real people who might be your customers. Ask them what they
think of your idea. Their feedback is gold! The best entrepreneurs listen
Customer name and age: more than they talk.

What do they like? What are their interests?
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Building Your Brand

Your brand is more than just a name or a logo. It is the entire experience people
have with your business. It is how you make them feel, what you stand for, and why
they remember you.

The Three Elements of a Stronqg Brand

Your Business Name
Choose something memorable, easy to say, and relevant to what
you do. Avoid names that are hard to spell or pronounce.

Your Visual Identity

This includes your colours, fonts, and any logo or imagery you use.
Keep it simple and consistent across everything you create.

Your Story

Why did you start this business? What makes you different? People
connect with stories, not just products.

Your Brand Story

Every great brand has a story. Your story might include:
e How you discovered your passion
e A problem you personally experienced
e What you hope to achieve

e Why this matters to you

Write your brand story in 2-3 sentences:

Design Your Brand

My business name:

My main brand colours:

Three words that describe my brand:

-

Keep It Consistent

Use the same colours, fonts, and style everywhere: your booth display, price
tags, business cards, and social media. Consistency builds recognition and trust.
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Pricing Your Products

The Pricing Formula

Let Us Break It Down

Cost of Materials:
Your Time:

Profit:

Example: Handmade Bracelet

¢ Selling Price: 500 baisas

Calculate Your Prices

Product name:

Cost of materials:

Time cost:

Desired profit:

Final selling price:

Price Check

Before you finalise your price, ask: Would | pay this? Would my target customer
pay this? If not, you may need to adjust your costs or find ways to add more value.
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The Perfect Pitch

A pitch is how you introduce your product to a potential customer. A great pitch is
short, clear, and memorable. It should make people want to know more!

The 3-Step Pitch Formula
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Start with something that grabs attention. This could be a question,

a surprising fact, or a relatable problem.

Value

Explain what makes your product special. What problem does it
solve? Why is it better than alternatives?

Ask

Invite them to take action. This could be asking if they would like to
see more, try a sample, or make a purchase.

Example Pitches

"Tired of boring gift bags? My handmade pouches are beautiful, reusable,
and kind to the environment. Would you like to see the designs?"

-Handmade Pouches

Write Your Pitch

My Hook (attention grabber):

My Value (what makes it special):

My Ask (call to action):

Practice Makes Perfect

Practice your pitch out loud at least 10 times. Say it to family, friends,
and even the mirror! The more you practice, the more natural it will feel
when talking to real customers.

"Did you know frankincense has been used in Oman for over 5,000 years? |
make natural soaps with real Omani frankincense. They smell amazing and

are great for your skin. Want to smell one?" .
-Frankincense Soap
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Managing Your Money

Key Financial Concepts

Track Every Transaction

Your Money Plan

My startup costs (What | need to spend before selling):

My target sales revenue:

My expected profit:

Money Rule

Always bring changel Have plenty of small coins and notes ready. Customers
often pay with larger amounts, and not having change can cost you a sale.
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Learning from Setbacks

Here is a secret that successful entrepreneurs know: failure is not the opposite of
success. Failure is part of success. Every setback is an opportunity to learn some-
thing valuable.

Famous Failures

Did you know?

e Walt Disney was told he "lacked imagination” and was fired from a newspaper job.

¢ J.K. Rowling's Harry Potter manuscript was rejected by 12 publishers.
e Thomas Edison made 1,000 unsuccessful attempts before inventing the light bulb.

e Steve Jobs was fired from Apple, the company he founded, before returning to
make it the world's most valuable company.

What do all these people have in common? They did not give up when things went
wrong. They learned from their failures and kept going.

The Learning Loop

When something does not work out, follow these steps:

Acknowledge
Admit that something did not work. Do not make excuses
or blame others.

Analyse
Ask: What happened? Why did it happen? What could | do
differently?

Adapt
Make changes based on what you learned. Try a new
approach.

Act

Take action again. Apply your new knowledge and keep
moving forward.

“I have not failed. | have just found 10,000 ways that will not work."
-Thomas Alva Edison

Reframe Your Thinking

Instead of saying "l failed," try saying "l learned that..." This small change
in language can transform how you feel about setbacks.
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Skills That Last a Lifetime — Beyond the Market

A

Skills You Are Building

Document Your Journey

Keep notes, photos, and records of your entrepreneurial experience. This "portfo-
lio" can be valuable when applying to universities or jobs. Show what you did, what
you learned, and how you grew.
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Wisdom from Entrepreneurs Your Action Plan

Here is advice from entrepreneurs around the world, some famous, some not, who Now it is time to put everything together. Use this checklist to prepare for your entre-
have learned valuable lessons on their journeys. preneurial journey.

"Your most unhappy customers are your greatest source of learning.” Before The M a rke-l-

-Bill Gates, Co-founder of Microsoft

"Do not be afraid to give up the good to go for the great.”
-John D. Rockefeller

"The way to get started is to quit talking and begin doing."
-Walt Disney

"Success is not final, failure is not fatal: it is the courage to continue that

counts."
-Winston Churchill

"Ideas are easy. Implementation is hard."

-Guy Kawasaki

"Chase the vision, not the money. The money will end up following you."
-Tony Hsieh, Founder of Zappos

Your Quote

What wisdom would you share with future young entrepreneurs? Write your own
inspirational quote below!

My wisdom for future entrepreneurs:

I have chosen my business idea

I know who my target customer is

I have set my prices using the pricing formula

I have created my brand (name, colours, story)
I have written and practised my pitch

I have made enough products to sell

I have prepared my booth display

I have change ready for customers

I have submitted all required documents

During the Market

Arrive on time for setup

Greet every customer with a smile
Use my pitch confidently

Track every sale

Ask customers for feedback

Stay positive, even if sales are slow

Keep my booth tidy and professional

After the Market

Count my revenue and calculate my profit
Reflect on what went well

Identify what I could improve

Thank anyone who helped me

Celebrate my achievement!



Your entrepreneurial journey does not end with one market. Here are ways to
continue learning and growing:

Email: info@youngoman.biz
Instagram: @youngoman.biz

Location: The Walk, Al Mouj Muscat

Talk to local business owners and ask for their advice
Read books about entrepreneurship (your library has many!)
Watch interviews with entrepreneurs you admire

Join school clubs related to business or leadership

Look for mentorship programmes in your community

This market is just the beginning. As you grow, consider:
¢ Participating in more markets and events
Expanding your product line
Building an online presence
Mentoring younger entrepreneurs

Turning your side project into a real business



mailto:info@youngoman.biz
https://www.instagram.com/youngoman.biz?utm_source=ig_web_button_share_sheet&igsh=ZDNlZDc0MzIxNw==
https://www.google.com/maps/place/The+Walk/@23.6286935,58.2665066,996m/data=!3m2!1e3!4b1!4m6!3m5!1s0x3e8dfc32d4b4e155:0x241d57b6ee374669!8m2!3d23.6286935!4d58.2665066!16s%2Fg%2F11b6wmxt6g?entry=ttu&g_ep=EgoyMDI2MDIyMi4wIKXMDSoASAFQAw%3D%3D

Congratulations!

By reading this handbook, you have already taken an important
step towards becoming an entrepreneur. The knowledge is now
yours. What you do with it is up to you.

We believe in you. Now go make it happen!

Young Entrepreneurs Market at Al Mouj Muscat
Organised by WASIL | In partnership with Al Mouj Muscat

"From Idea to Impact”



