AGENDA:
• Development is a TEAM effort
• Every community is facing development barriers
• That is why GEO tries to help break-through those barriers
• We can offer “high-tech” and “high-touch” assistance
• Our purpose is to facilitate a “win-win-win” collaboration
• While we deliver tangible benefits
• SCREENSHOTS of the GEO Platform
• Next steps

The Value of Partnerships in Local Development
PARTNERSHIPS CAN BE AN EFFECTIVE WAY TO ACCOMPLISH SHARED GOALS.
A community partnership is a collaborative relationship between willing entities formed to address shared
objectives. Effective partnerships leverage the strengths of each partner and apply it strategically to the issue
at hand. It might take more work, and it might take longer, but strong partnerships build the relationships,
shared understanding, and collective focus to make lasting progress on issues related to community and
economic development.
Some of the characteristics of an effective development partnership include:
• Leadership
• Aligned Vision
• Roles, Responsibilities and Accountability
• Framework for Culture and Values
• Communication

It is very difficult to attain sustainable economic growth without the entrepreneurial contribution of youth
(between the ages of 18 and 35). However, academic research shows there are several persistent barriers to
youth entrepreneurship in developing countries, including:
• NEED FOR CREDIBILITY AND EXPERIENCE: Financial risk is the most pressing de-motivator to young
entrepreneurs attempting to start a new business. Attracting funds is made more difficult without basic
business skills and the corresponding research to support their business plans.
• NEED FOR MENTORING CAPACITIES: Business assistance and advisory support, where young people face
particular difficulties, is critical to longer-term business success. A study of small businesses showed that
the survival rate after 5 years was doubled when the entrepreneur had access to a mentor. 70% of the
entrepreneurs with mentors claimed the following benefits: 1) avoiding costly mistakes 2) becoming
proficient in their roles faster 3) making better decisions, and 4) improved company performance.
• NEED FOR MONITORING AND EVALUATION: A basic problem is lack of measurement and data to track
progress, resulting in a lack of information available to decision-makers. To establish a dynamic
improvement process, it is often recommended that governments find ways to go deeper in their
understanding of the challenges faced by the entrepreneurial community, rather than focus on the
outcomes alone.

GEO has partnered with the Dynamic Business Start-up Partners (DBSP) to offer assistance to entrepreneurs
and the local business community in their efforts to turn early stage ideas into viable business ventures:
TRAINING
We utilize DBSP’s Micro Business Startup (MBS) Program to teach basic business principles. For 20 years, this
curriculum has been used to train thousands of entrepreneurs on the content of Africa and the Middle-East. It
is especially innovative due to the fact that there are no pre-requisites for the student, other than
entrepreneurial inclination.
TOOLS
Throughout the training process, students are required to do field research that corresponds to what they are
learning in class. GEO has built a set of tools which capture their research and “at the touch of a button”
creates a business plan. This facilitates the “frictionless” transition from business learning to practice to
planning to launch to success.
TECHNOLOGY
The GEO platform tracks and reports on several Key Performance Indicators (KPI’s) throughout the business
startup process. This data can be monitored in real-time, so that when the new business is ready to be
launched, adequate resources can be made available. This offers a simple but powerful mechanism for
public/private stakeholders to support new business incubation. When combined with mentor observations
and evaluations, this technology is highly practical, is responsive to the needs of entrepreneurs, and has great
economic potential.

Although statistics vary from area to area, only a small number of “want-to-be” entrepreneurs actually launch
a business. Some world-wide statistics show that the final number of new startup businesses is about two or
three percent of the total number of people expressing an interest in entrepreneurship. To raise these
percentages, GEO works with entrepreneurs to support them during all of the stages of business
development:
STAGE
QUESTIONS
• Self-Assessment
Am I truly entrepreneurial?
• Ideation
What business ideas do I think might be successful?
• Business Planning
What research have I done to validate my business idea?
• Practice Money-Making Activities
Can I demonstrate the ability to earn a profit?
• Business Launch
What tasks will lead up to my successful business opening?
• Mentoring
What advice have I received from my mentor/coach?
• Business Growth
How is my business performing and what are its biggest challenges?
• Business Sustainability
What will it take for my business to be stable/healthy?
As a business development service provider, we empower our local partners in the communities wherein they
serve. GEO and DBSP equip our project partners with training, technology and a web-platform to support
their regular, face-to-face meetings with entrepreneurs. This combination of high-touch and high-tech
services, achieves a greater reach and impact. However, our first priority is culturally-appropriate
encouragement, where entrepreneurs know that we “have faith in them and their business ideas.”

Fostering cooperative relationships with local business stakeholders allows us to deliver higher levels of
service to our entrepreneurial clients. Therefore, we strive to align our activities to the goals and strategies of
the business leaders and project partners in the areas which we serve. This means establishing mutually
beneficial relationships with local leaders and project partners, and serving as an intermediary among startup entrepreneurs and the surrounding business community.
By developing local networks that are willing to collaborate with GEO on shared interests, GEO and our local
partners will be able to offer significantly more opportunities to our clients. Developing these linkages in the
business community becomes even more valuable as a “feeder channel” of new entrepreneurs. GEO greatly
appreciates partnerships and mutual-referrals with:
• Private Entities
◦ Business service providers, such as lawyers, accountants, and marketing experts.
◦ Financiers, including angel investors, banks and venture capitalists
• Public Entities
◦ local, regional, or national government economic development agencies,
• Public-Private Entities
◦ NGO’s, and similar organizations, involved in economic development
◦ Chambers of Commerce and industry associations
◦ Universities, colleges, and vocational-technical institutes

GEO brings products and services to developing economies in a way that makes it easier for entrepreneurs to
launch their business and become successful. Some of the key principles that shape our delivery are:
LOCALIZED
Development is a local issue, whether it is economic, community or business development. In developing
areas, the main problem faced is the limited number of participants to generate sufficient activities to lead to
an overall local economic development. This has to be done at local level by local stakeholders and use a
solution adapted to local needs.
DATA-DRIVEN
GEO maintains a management information system and collects statistics and other data necessary for ongoing
evaluation, thus improving our effectiveness and allowing us to evolve with the needs of our clients. We
constantly monitor the progress of our entrepreneurs in order to assist them wherever they need us the
most. To do so, we gather information that is voluntarily provided by our clients (financial, sales, employment,
etc). Our entrepreneurs are being benchmarked, trends are determined, comparisons are made, and lessons
are learned from collecting this data.
DEVELOPING A GREATER LEVEL OF PARTNERSHIP
Local business service providers (e.g. accounting firm, bank or law firm) needs to attract new clients. By
engaging with and mentoring entrepreneurs, they can gain positive attention that can result in new clients.
Let us now take you 'under the hood' to view screenshots that demonstrate our main product offerings:

WHAT IS A TEAM?
• A Team is all of the students who have been identified as belonging to your organization.
WHAT IS A COHORT?
• A cohort is a set of students that attended the same training class, or took the assessment test as part of
the same public event.
WHAT IS A KPI?
• KPI is an abbreviation for "Key Performance Indicator". A KPI is a type of measurement. KPIs evaluate the
success of your team/cohort as they startup/operate a business.
WHAT IS THE STARTUP FUNNEL?
• The "Startup Funnel" is the journey people go through to start a successful business. Why are these steps
called a "funnel"? Because at the beginning of the process, there are a lot of people who take the first
step. Then, as the people continue along and take the next steps, some of them drop out, and the size of
the crowd thins or narrows. The top of the funnel is where everyone should start (self-assessment). Only
the most dedicated entrepreneurs will move further down the funnel.
• Additionally, a funnel tends to concentrate what is put in it. So as the entrepreneur goes through our
process, their efforts are more concentrated and refined so that they give themselves the best chance of
business sustainability, growth and success.

HOW CAN I VIEW ENTREPRENEURIAL ASSESSMENTS?
You can find out if your TEAM is scoring above the preferred level of entrepreneurial inclination (to predict
their chances of starting a successful business).
• We recommend that individuals who want to start a business should score 70%, or greater, on the
entrepreneurial assessment test. A minimum score of 60% can be acceptable, but there are less-favorable
chances of business creation when a team allows this.
• THE SCREENSHOTS ABOVE SHOWS EXAMPLES OF:
1. An overview of the KPI report for an entire team
2. A student-by-student view of results
3. A deeper understanding of each student’s score

HOW CAN I VIEW BUSINESS PLANS?
You can find out if your TEAM is completing their Business Plans (to predict if they are ready to launch their
new businesses).
• We recommend that individuals who want to start a business should complete 80%, or greater, of their
business plan. A minimum completion of 60% can be acceptable, but there are less-favorable chances of
business sustainability when a team allows this.
• THE SCREENSHOTS ABOVE SHOWS EXAMPLES OF:
1. A few of the Business Planning Exercises
2. A Chapter in a student’s Business Plan
3. All the chapters that go into a student business plan, for 2 different business ideas
• The completion percentage(%) for each chapter is indicated by the color of the symbol.
• To view the contents of a chapter in someone's business plan, click any of the symbols.
• To view a PDF document of the entire plan, click the last symbol under "ALL". The PDF can
then be saved to your local computer, printed or emailed.

HOW CAN I VIEW MENTORING RECORDS?
You can find out if your TEAM is doing enough mentoring (to predict if they will sustain the success of their
new businesses).
• We recommend that mentors meet with their assigned business owners at least once a month. Meeting
every 60 days can be acceptable, but there are less-favorable chances of business success when a team
allows this.
• THE SCREENSHOTS ABOVE SHOWS EXAMPLES OF:
1. An overview of the KPI report for an entire team
2. A student-by-student view of mentoring visits
• The completion percentage(%) for each mentoring record is indicated by the color of the
symbol.
• To view the contents of a mentoring record, click any of the symbols.
• To view a PDF document of the entire visit, click the word "ALL" next to the visit date. The
PDF can then be saved to your local computer, printed or emailed.
3. A pictorial record of a student’s business

TO CONTACT US….

GLOBAL ENTREPTRENEURS ORGANIZATION

DYNAMIC BUSINESS START-UP PARTNERS

Van Romine
GEO – Founder and CEO
van.romine@geo.partners

Chris Black
DBSP – Founder and CEO
chris@dbsp.co.za

178 W. 13th ST
Upland, California 91786
United States

