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UV21314
Understanding the challenges 
and risks of starting a new 
business

The aim of this unit is to develop your knowledge and 
understanding of the challenges and risks of starting up 
a new business. You will know why vision and values are 
important to the success of a new business and be able to 
describe what success may look like.
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On completion of this unit you will:

Learning outcomes Evidence requirements

Understanding the challenges 
and risks of starting a new 
business

1. Know why vision and values are important 
to a new business

2. Understand the potential opportunities and 
risks in a new business
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1. Environment                                         
Assessment must be based on naturally 
occurring evidence or carried out in a 
realistic work environment. 

2. Knowledge outcomes                              
There must be evidence that you possess 
all the knowledge and understanding listed 
in the Knowledge section of this unit. In 
most cases this can be done by professional 
discussion and/or oral questioning. Other 
methods, such as projects, assignments 
and/or reflective accounts may also be used.

3. Tutor/Assessor guidance                          
You will be guided by your tutor/assessor 
on how to achieve learning outcomes in this 
unit. All outcomes must be achieved. 

4. External paper                                          
There is no external paper requirement for 
this unit.



Achieving knowledge outcomes

Developing knowledge

You will be guided by your tutor and assessor 
on the evidence that needs to be produced. 
Your knowledge and understanding will be 
assessed using the assessment methods listed 
below*: 

• Projects
• Observed work
• Witness statements
• Audio-visual media 
• Evidence of prior learning or attainment
• Written questions
• Oral questions
• Assignments
• Case studies
• Professional discussion

When a criterion has been orally questioned 
and achieved, your assessor will record this 
evidence in written form or by other appropriate 
means. There is no need for you to produce 
additional evidence as this criterion has already 
been achieved.

Some knowledge and understanding outcomes 
may require you to show that you know and 
understand how to do something. If you have 
practical evidence from your own work that 
meets knowledge criteria, then there is no 
requirement for you to be questioned again on 
the same topic. 

*This is not an exhaustive list.
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Knowledge

Outcome 1 

Know why vision and values are important to a new business

You can: Portfolio reference 

a. Describe what success for a potential business might look like

b. Identify what might be important and of personal value when 
running a business

c. Explain why having a vision and values are important to the 
success of a business
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Outcome 2 

Understand the potential opportunities and risks in a new 
business

You can: Portfolio reference

a. Explain how to identify new business opportunities

b. Describe how to take advantage of a potential new business 
opportunity

c. Identify the potential risks associated with a new business 
opportunity
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Outcome 1: Know why vision and values are important to a new business

Unit content

This section provides guidance on the recommended knowledge and skills required to enable you 
to achieve each of the learning outcomes in this unit. Your tutor/assessor will ensure you have the 
opportunity to cover all of the unit content.
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What success for a potential business 
might look like: Expanding market, long 
term potential, targeted market, growing 
market, future potential, potential profits, 
positive market trends, useful and needed 
product/service, steady flow of income, 
solve a problem, proven/successful 
business system, integrated marketing 
tools, automated systems, support 
structure, good reputation. 

Personal – home working, retire early, 
better health, financial security, freedom.

What might be important and of 
personal value when running a 
business: Discipline, integrity, strong work 
ethic, flexibility, reliable, professionalism, 
accountability, honesty, respect. 

Why having vision and values are 
important to the success of a business: 
Business values key to success, energises 
business/individuals/customers/products/
services, promotes inspiration, keeps 
business on track, motivational.

Outcome 2: Understand the potential opportunities and risks in a new 
business

How to identify new business 
opportunities: SWOT analysis, exploit 
opportunities identified, identify threats, 
consider opportunities if threat removed, 
use information plan for growth, current/
long term threats, plan for change, adapt 
business, establish a USP (unique selling 
point), know your customer’s needs, fill a 
gap, introduce new products, alter prices, 
change marketing methods, add value to 
customer experience.

How to take advantage of a potential 
new business opportunity: Most lucrative 
customers, targeted approach, plan action, 
do objectives fit business plan, stay within 
means, identify capabilities, monitor 
competitors, identify untapped areas, 
events/changes trigger product/service, 
look beyond current market (other sectors, 

businesses, countries), fresh approach, 
working partners, joint projects, increase 
bargaining power, negotiate better deals.

Identify the potential risks associated 
with a new business opportunity: 
Operational risk (production, supplier, 
deliver, staff), financial risk (inflation, poor 
cash flow, access to credit), increased 
competition, risk of losing customers, failing 
to attract new ones, economic instability. 
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Notes 
Use this area for making notes and drawing diagrams


