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Preface

v

One of the most common questions that entrepreneurship educators are asked is, can  entrepreneurship be taught? Our response
is that anyone with a desire to become an entrepreneur will be more successful if he or she has taken a course on how to start
and grow a new business. IIUM targets about 17% of its students to become entrepreneurs and later to start full-time businesses
at some time in their careers. Many have started more than one.

IIUM Entrepreneurship Educators Module 1.0 is a precise and comprehensive module created and intended to guide and
accelerate the IIUM Entrepreneurship Educators professional knowledge and skills development. This module provides an
extensive curriculum toward development of entrepreneurs' holistic skills and knowledge from basic level of entrepreneurship,
social entrepreneurship, digital entrepreneurship to business tools such as  Value Proposition Canvas. 

This module introduces participants to the entrepreneurial university concept. It encourages entrepreneurial thinking, mind-set
and behavior that can be embedded into institutions' education. This gives them valuable insight and strategies on how to
positively respond to challenges. Focus of the module is to develop entrepreneurship educators with an entrepreneurial mindset.
While this module empowers would-be entrepreneurship educators to embed the entrepreneurship element in their courses, it's
not only for them. Any person who reads this book will learn about the entrepreneurial traits and the importance of
entrepreneurship knowledge for tertiary education students.



Modules and Learning Objectives

vii

Chapter 1: Basic Skills to Entrepreneurship
Knowledge
1.To share the basic skills on entrepreneurship
knowledge.
2.To learn the trend in entrepreneurship practices.
3.To understand the entrepreneurial process
management.

Chapter 2: Social Entrepreneurship
Moving Forward
1. To understand the concept of SE.
2. To identify the SE business model.
3. To differentiate between SE and NGO.

Chapter 3: Endless Business Opportunities With
Online Marketing
1. To create awareness on digital business and online
marketing.
2. To identify the potentials of online platforms in
running businesses.
3. To provide substantial information regarding
digital business and online marketing.

Chapter 4: Value Proposition Canvas
1. To understand the concept of Value
Proposition Canvas.
2. To know the relationship between Business
Model Canvas and Value Proposition Canvas
3. To identify the elements in Value
Proposition Canvas.
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BASIC SKILL TO
ENTREPRENEURSHIP
KNOWLEDGE

by Dr. Mohd Armi Abu Samah
Entrepreneurship Development Centre (EDC), 
IIUM Kuantan Campus



Recognize opportunities 

Are active action for change
within the market place.
Challenge the unknown and
directly explore the future.

       where others see problem.

02

Entrepreneurs
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Entrepreneurship
Skill
Inner discipline
Ability to take risk
Innovative

1.
Operation specific
to industry 
Communication 
Research and
development 

   2. Technical Skills

Skill to Entrepreneurship 
Knowledge
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Planning
Decision - Making
Motivating
Marketing
Finance

3. Management Skills

Continue..



The Opportunity of identification is main 

The first step for any entrepreneur is the identification of  a
“good idea and be creative.”

       to entrepreneurship and involves:
      - The creative pursuit of great ideas.
      - The innovation of process impact.

      - The search for good ideas is not easy.
      - Opportunity recognition can lead to personal and 
        communities. 05

Opportunity Identification:
The Search for New Ideas
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The Critical Thinking Process

Knowledge
Accumulation

Evaluation and
Implementation

Creative
Process Ideas

Incubation
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Misconception About
Entrepreneurship

1. Entrepreneurship is easy.
2. Entrepreneurship needs only a great idea. 
3. Entrepreneurship is only small business.
4. Entrepreneur is too risky.
5. Entrepreneur is venture, small business 
    and not for future.



Entrepreneurial
Ventures

Independently owned, small
capital, operated, and
financed

08

Small Business Vs  Entrepreneurial Ventures 
(The Differences)

An organization pursuing
opportunities and targets

Characterized by innovative
practices

Main goals are  profitability
by time to time

Small
 Business

Has less than 100
employees

Has relatively little impact
on its industry



INNOVATION1 NEW START-UPS2 JOB 
CREATION

3
Important because

new company
contribute to

economic
development

through benefits
such as product-

process innovation.
09

 Importance of Entrepreneurship

Process of
creating,
changing,

researching,
transforming,

and
revolutionizing.

Looking the
overall long-term
economic health
of communities,

regions, and
country.



10

Trend in Entrepreneurship 
Practices
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Types of Entrepreneurs:
Habitual Entrepreneur

Prior to business ownership experience.

Novice Entrepreneur
Has no prior business ownership 

 experiences as a business founder.

Nascent Entrepreneur
In the process of starting a new business and ideas.
Can be either a novice or a habitual entrepreneur.



Plan

The Entrepreneurial Process
Idea Action

Searching the Entrepreneurial Context
The Identifying Opportunities and Possible Competitive
Advantage;
Opportunities are positive external trends or changes that provide
unique and distinct possibilities for innovating and creating value
Initiate the start up 
Managing the start up 

1.
2.

3.
4. 12
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Basic Characteristics of Entrepreneurs
Opportunity orientation
Initiative and responsibility
Commitment,
determination, and   
 perseverance
Persistent problem solving
Seeking feedback
Internal locus of control
Tolerance for ambiguity

1.
2.
3.

4.
5.
6.
7.

8. Calculated risk taking
9. Creativity and
     Innovativeness
10. Vision
11. Self-confidence and
      optimism
12. Independence
13. Team building



Goal : Never Give Up on Becoming
an Entrepreneur

14

StrongerStay Alive 
You can
achieve

anything if you
are still alive. 

Lower your
expectation 
99.99 % of
success is

effort.

You are
stronger than

you think.

Persistent Fake it 
Don’t 

Compare 

The Dip 

100%
power of

will. 

Positive
mind

setting.

Never comparing
yourself with

others.
##Chin Up

Dare to 
fail.
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Types of Innovation Sources of Innovation
Invention of
business
Extension of
business
Duplication of
business
Synthesis of
business

Process needs
Industry and market
changes
Demographic
changes
Perceptual changes
Knowledge-based
concepts
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Example Types of Innovation



Go as Successful
Great Entrepreneur 

Intelligent people tend to
have less friends than the

average person. The smarter
the person is, the more
selective they become.

Source: Norman P. LI, Satoshi Kanazawa 17



Entrepreneurship skill knowledge is the ability of
idea and willingness to develop, organize and run a
business enterprise in order to make a profit and

try to control than any loses. 
 

Entrepreneurship skill need high commitment,
discipline and innovation ideas to ensure continued

success and also able to assist in all levels of
communities with an effective economic cycle.     

18

Summary
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Questions to Ponder
Describe the skill of entrepreneurship
knowledge. 
How to create the opportunity
identification of the search for new
ideas? 

1.

2.



Reflection...

20
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SOCIAL
ENTREPRENEURSHIP

by Asst. Prof. Dr. Rozailin Abdul Rahman
Entrepreneurship Development Centre (EDC),
IIUM Gombak Campus

MOVING FORWARD



A Social Enterprise (SE) is a cause-
driven business that puts a social
mission at the heart of the enterprise. 
SE has a business model to be
sustainable with a social or
environmental mission plus a socially
and environmentally responsible
business ethics.

22

Definition:
What?????



Currently, SE seems to be unusual but
eventually become business usual due
to the higher level of responsible and
ethical conduct in performing business. 
It is a business model that become cure
and improves social and environmental
situations we are facing right now.

23

Objectives:



Any individual/corporation/
organization can apply the SE
business model. 
New venture/existing one.
ALL are possible to have a SE set-up.

24

SE Involvement:



Modus Operandi:
Identify a social mission. 
Craft a business model that can sustain the social
mission. 
Must be operated in a socially and environmentally
responsible manner. 

Identify a social mission that you would like to lead.
Embed the social mission into your existing soul.
Adjust the way you operate the existing business to
now that can support the social mission.

New Business -

Existing business -

25



Generates
income
through

donation fund
raising.

26

SESESE
VSVSVS

NGONGONGO

The Biggest Different:

SE NGO

Generates
income

from trade.
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Channel most of their net profit back
to increasing their impact to their
beneficiary.
Lesser portion as dividends to their

shareholders. 
Look at their Memorandum and

Articles of Association (MAA).
(Stipulate that they are a SE)
(Incorporate certain articles that are
specific includes conditions for asset
locks, treatment of dividends etc).

How they treat their net profit  

51% of workforce are from
target beneficiary groups and/or
35% of the business cost is
channeled towards providing
income, training or subsidized
goods or services to the
beneficiary groups and/or
35% of the production raw
materials or resources is spent
to the environmental mission
and/or
51% of the profits is distributed
to solve the social mission 

SE Criterias
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LEGAL ENTITYLEGAL ENTITYLEGAL ENTITY

No
Specific
Entity!

Can register as
Sole Proprietor,

Sdn Bhd, a
partnership, a

cooperative etc.
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Official Recognition
Under the

Ministry of
Entrepreneur
Development

and Cooperative
(MEDAC). 

The ministry
accredits SE on
three levels; SE

Basic, SE.A
(Accreditation)
& SE.A Plus.
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Garden Virtue Empire
Dr. Rozailin Binti Abdul Rahman, IIUM
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TheThe
HookHook



The Problem...

32

High number of IIUM
students being

unemployed upon
graduated involving

B40 and Asnaf
categories. 
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The Validation of The Problem
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The Solution... IIUM team in 
 collaboration with  

 Koperasi Kelab
Keluarga Malaysia

Berhad will train and
place beneficiary as

Putrajaya Tourist
Guide.
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The Beneficiary

IIUM B40
and Asnaf
graduated
students.



Uplift their way of live by providing
 them job and also they can get 
consistent halal incomes plus 
commissions. 

36

The Target Impact of The Solution

Involved SDG 2, 8 and 9.
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Unique Proposition
Direct job placement.
Putrajaya huge
market.
Other job
opportunities.
Graduates able to
speak Malay, English
and Arabic.
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Social Business Model Canvas
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MARKETING STRATEGYMARKETING STRATEGYMARKETING STRATEGY
Involved both OFFLINE (main office inside
IIUM) and ONLINE (IG, FB, Twitter, TikTok,
Website, Youtube Channel) approaches.

Work closely with Perbadanan Putrajaya and
Kelab Keluarga dan Masyarakat Malaysia
(their main activities involved tourism).

Offer virtual tour during Covic 19 Pandemic.



40

Potential
Market

Size

Sources: 
https://www.tourism.gov.my/statistics
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Tourism Revenues in Malaysia is expected to
reach RM60,015.00 Million by the end of 2021,
according to Trading Economics global macro
models and analysts expectations. In the long-

term, the Malaysia Tourism Revenues
is projected to trend around 

RM75,550.00 Million in 2022, according to our
econometric models.

 
(https://tradingeconomics.com/malaysia/tourism-revenues).

 

Estimated Revenue
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GAME PLANGAME PLANGAME PLAN
Recruiting of fifteen B40 and
Asnaf among IIUM graduates
to become the beneficiaries.
Setting up company (sole
proprietor) based in IIUM.

Adding up beneficiaries to
another fifteen.
Open up small office at
Putrajaya.

First year : 

Second year :

Upgrade sole proprietor to
Sdn. Bhd.
Open shares to limited
shareholders.

Third year :  
Upgrading facilities, improved
SBMC, open branch in Klang
Valley area.
Fourth year : 
Open another branches in 
Kuantan and Pagoh area.
Fifth year :



43



44

Company 
Registration



Instagram Twitter TikTok
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Website

YouTube 
Channel

Facebook



SE in Malaysia...

47



48



What is the definition of SE?
List out three examples of SE
in Malaysia.

1.
2.

Questions to Ponder

49



Reflection...

50
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ENDLESS
BUSINESS
OPPORTUNITIES
WITH ONLINE
MARKETING
by Dr. Ahmad Fahmi Harun @ Ismail 
Entrepreneurship Development Centre (EDC), 
IIUM Kuantan Campus
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What is Entrepreneurship?

Basically, it means a person
who is running a business,
taking risks, manages an
organization to gain profit.

Anyone who starts and
operates a business is an
entrepreneur.
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Some of The Dilemmas
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Employer Rate the Importance of Candidate
Qualities/Skills

Communication (verbal and written)
Honesty/Integrity
Teamwork skills
Interpersonal skills
Strong work ethics
Motivation and initiative
Flexibility/Adaptability
Analytical skills
Computer skills
Organisational skills

Detail oriented
Leadership skills
Self confidence
Friendly/outgoing
personality
Well mannered/Polite
Tactfulness
GPA (3.0 or better)
Creativity
Sense of humour

4.69
4.59
4.54
4.50
4.46
4.42
4.41
4.36
4.21
4.05

4.00
3.97
3.95
3.85

3.82
3.75
3.68
3.59
3.25

National Association of Colleges and Employers Nace Research, Job Outlook, 2005
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The Philosophy of OBE

IT’S
NOT

WHAT WE
WANT TO
TEACH,

IT’S
WHAT THE
STUDENTS
SHOULD 
 LEARN.
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BACKBACK  
THENTHEN

& NOW& NOW

Back then

Now

Need to have a physical shop
Stockpile business materials
Wait for costumers to come and buy
things

Digital entrepreneurship, no need for 
 physical shop
No need to keep stocks
Promotion can be done more  efficient
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Most Visited Websites 
January 2021

#1 Google: 92.5 billions searches every
month.
#2 YouTube: most popular video website. 34.6
billions videos are  watched every month.
#3 Facebook: more than 25.5 billions
active users access Facebook monthly.
#5 Wikipedia with 6.1 billions visitors  monthly
#7 Baidu: Chinese version of Google  with 5.6
billions every month.
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DIGITAL
REVOLUTION

A NEW WAY

OF DOING
BUSINESS



Presentations are communication tools that can be used as

demonstrations, lectures, speeches, reports, and more. 

List possible expectations
your audience may have
from you

60

DIGITAL
MARKETING

"Ignoring digital marketing is like
opening a business but not 

telling anyone."
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D
I
G
I
T
A
L

MARKETING

DEFINITION

WHAT ISWHAT ISWHAT IS
DIGITALDIGITALDIGITAL

MARKETINGMARKETINGMARKETING "Digital marketing is about
engaging users online and helping
brands to connect with customers"
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The Main Characteristics
The main characteristics of a 

digital company are:

Digital marketing activities.
Digital selling.
Digitization of processes.
Digital nature of goods or
services.



64

THE DIGITAL
ENTREPRENEUR

WHO IS

A DIGITAL
ENTREPRENEUR
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Digital Entrepreneurs must
develop these skills:

Creativity
Leadership
Goal Orientation
Risk Taking
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The Importance of Digital Marketing

Customers are
online which mean

companies need to be
online too.
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Benefits of Digital Marketing

Enhance interactions
between companies and
users, improving
customer relationship.
Ease to identify targeted
customers.
Greater engagement.

It is more affordable than
traditional media.
Easy to use for small and
medium companies.
Ease to monitor and analyze
digital campaign with real
time results.



Customers
Changing
Behavior

68

Unlike traditional media digital
technologies allow users to 

self-select their own experience.
 

Customers are no more passive
 users, they are proactive.

 
Users can interact each others and

influence the perception of 
a brand online. 
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DIGITAL 
WORKPLACE

BUSINESS

ORGANIZATION
IN THE DIGITAL ERA



Benefits of Digital Transformation

70

Updated 
company vision

 
Thriving culture

of innovation
 

Greater 
competitive advantage

 
Increased

internal collaboration

More
empowered workforce

 
Improved
efficiency

 
Deeper data

analysis
 

Increased customer
conversion and loyalty



The Bottom
Line is...

We are creating a group of  scientist
entrepreneurs like  Thomas Edison and
Marie  Curie.

They don’t apply for a job, but
they create jobs.

Scientists and medical  
practitioners who can
run a business.

71



Digital Revolution

It is a new current 
 industrial

revolution and 
 entrepreneurship.

The time to build a  
digital company 
 for everyone is 

 NOW!
72

DIGITAL
MARKETING
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The Great
Downfall

Late entry in
smartphones

industry

Late response 
to Qualcomm
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1. Identify two dilemmas faced by our
freshly graduates in this digital era.

2. Provide three online platforms that
can be utilized to start online business.

Questions to Ponder

75



Reflection...

76
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VALUE
PROPOSITION
CANVAS
by Asst. Prof. Dr. Ros Aniza Mohd. Shariff
Entrepreneurship Development Centre (EDC), 
IIUM Gombak Campus
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What is Value Proposition Canvas?
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Value Proposition Canvas

Business Model Canvas

Value Proposition Canvas



Understanding the customer, with their needs
and expectations;
Developing a product in accordance with what
your customer need and want;
Comparing a product you already have with
the user’s need;
Finding your product-market fit;
Avoiding producing something nobody wants.

80

What Are The Advantages Of Using
The Value Proposition Canvas?



Customer / Client Profile. 
What type of client are we targeting?

1. Customer jobs. What tasks do you aim
for? What do you want to achieve?

2.Gains. What makes our typical customer
happy? What do you hope to get?

3.Pains. What he does not like? Where do
you suffer? 81

Value Proposition Canvas
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Value Proposition Canvas
Value proposition. 
What do we bring to the client?

1.Gain creators. How do we add
value to it?

2. Pain relievers. How do 
we eliminate what makes
you suffer?

3. Products and services. What do
we offer you? In what format



Jobs-To-Be-Done

83



Jobs-To-Be-Done

84

What functional tasks is my
customer trying to

perform? (day by day tasks,
problems at work, etc.)

What social tasks is my
customer trying to accomplish? 

(get a promotion, gain status,
have a network, etc.)

What emotional tasks is my
customer trying to

complete? (get in shape, feel
good, feel motivated, etc.).

What basic needs do they
need/want to have satisfied?

(communication, sex,
hygiene, etc.).
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PAINSPAINS
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P
A
I
N
S

What is expensive
for customer?

(regarding time,
cost, effort, etc.)

What makes customer
feel bad? (frustrations,

disappointments, failures,
physical pain, etc.)

What are the main
difficulties and challenges

of customer’s faces?
(physical, intellectual or
emotional limitations to

do something, etc.)

What is keeping
customer awake at
night? (concerns,

challenges, debts, bad
health, etc.)



87



Gains
What kinds of savings would make customer happy? (time,
money, energy, etc.)

What results do customer expect? Which ones can mesmerize
them? (quality level, profits and gains,  savings and
improvements, etc.)

What current solutions enchant customer? (functionalities,
performance, quality, etc.)

What can make customer’s tasks easier? (lower learning curve,
more services, lower costs, etc.)

What is customer looking for? (design, guarantees, specific
features, functionality, etc.)88
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PRODUCTS AND SERVICESPRODUCTS AND SERVICESPRODUCTS AND SERVICES



Products and Services

90

Can the
product/service help to
accomplish any jobs-
to-be-done, whether
functional, social,
emotional, needs,

wishes, roles, etc.?

Is the product/service
tangible, digital/virtual,

or financial?

Is the product/service crucial
or trivial? How relevant is it?

How often is the
product/service used

by my customer?
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Gain Creators



To do that, ask if your product/service: Creates savings that
make customer happy (in terms of time, money, effort,
etc.);

Produces results that customer expects or that goes beyond
their expectations (better level of quality, more of
something, less of another);

Makes customer’s tasks or life easier (lower learning curve,
better usability, accessibility, more built-in services, lower
cost of ownership, etc.).92

Gains Creators



Pain Relievers

93



Pain Relievers Produces savings (in terms of time,
money, effort, etc.);
Makes customer feel better (they end
up with frustrations, discomforts,
things that give headaches, etc.);
Eliminates risks that customer is
afraid of (financial, social, technical
risks, or anything else that can go
very wrong);
Helps customer sleep better at night
(help with major problems, reduce
worries, etc.);

Ask if your product/service:

94



Define their customer profiles.
Visualize the value of the organizations’ product or
service create.
Achieve Product-Market fit. 

The Value Proposition Canvas can help organization to :

The Value Proposition Canvas has two building blocks :
customer profile and an organisation’s value proposition. 

Customer Profile : Jobs-to-be-done, Pains & Gains

Value Proposition : Products & Services, Gain Creators &
 Pain Relievers

SUMMARYSUMMARYSUMMARY

95



Entrepreneurship Development Centre, IIUM.96



Questions to Ponder
Identify three advantages of
Value Proposition Canvas.
List out the three elements of
Customer Profile in the Value
Proposition Canvas.

1.

2.

97
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Reflection...
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