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Thank you for agreeing to support a team of students
who, over the next academic year, will be taking part in
the Young Enterprise Company Programme. In doing so,
you have joined a growing network of Business Advisers
and Centre Leads (teachers/tutors) who are inspiring our
young people to excel.
For the students you will be helping,
the benefits of taking part in this unique
experience are numerous. They can be
sure that, whatever they decide to do in
the future, being an active participant in
the Company Programme gives them
an insight into the world of business and
work and help them when considering their
career choices.
They will learn about the essence of
enterprise – understanding customers,
selling and marketing products, making
difficult decisions, working as a team,
taking and sharing responsibility, etc.
Most importantly, they will learn by doing.
Enjoying real successes and overcoming
real setbacks will make for a truly valuable
life experience.

You can be sure that your guidance and
involvement over the coming months will be
of enormous benefit to these young people
and you will see them grow in knowledge,
skills, confidence and maturity.
The pages of this booklet will serve as
a useful reference and provide guidance
for you carrying out your role as either a
Centre Lead or Business Adviser. As well
as containing a great deal of information
it also helps you understand where else
you can access valuable guidance and
tips, particularly via the Young Enterprise
extranet service – YE Online.
Young Enterprise is extremely grateful to
the ever growing list of companies and
supporters that back our work. It is
impossible for us to list each and
everyone of them in this guide.

We would like to thank the following Company Programme core supporters:
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Chapter 1
Background
and Introduction
About Young Enterprise
Founded in 1962, Young Enterprise (YE) is
the United Kingdom’s largest enterprise
education charity. Every year we help
250,000 young people learn about
business and the world of work in the
classroom under the guidance of a network
of 5,000 volunteers from 3,500 companies.
Young Enterprise’s mission statement is
“to inspire and equip young people for life
through enterprise.” Our vision is that "we
want every young person in the UK to
leave education with the knowledge, skills
and attitudes to succeed in work and life."
All our programmes are underpinned by
a guiding principle of “learning by doing”.
We offer something for every year of
education from the age of 4 to 25, ranging
from our suite of Primary Programmes to the
University level Start-up Programme, with
many variations in between. We are the
UK’s leading figure in enterprise education
delivering over 4 million learning hours
each year.
Our research shows that while academic
achievement is important, employability
skills needed for success are just as
important. Indeed, employers no longer
pay for what young people know, but
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for what they can do with what they know.
Our programmes offer the opportunity to
put theory into practice – and knowledge
is reinforced by practical experience.
We believe that enterprise education
bridges the gap between academic and
practical learning by supporting students
to develop the skills required to succeed in
the workplace.
Enterprise education is the application of
creative ideas to practical situations. It aims
to raise awareness of the skills and
attitudes required to respond to
opportunities, needs and challenges. Key
skills include problem solving, teamwork,
communication and resilience. Enterprise
education can be applied to all areas of
education, extending beyond the business
aspect to a wide range of practical and
social skills.
You can find out more about us, for
example our Guiding Principles by which
we strive to run our organisation by visiting
www.y-e.org.uk.

About the Company Programme
In 2013/14, over 20,000 students formed
nearly 2,000 businesses in our flagship
Company Programme. They set up and run
a real business for up to a year under the
guidance of a business volunteer. They get
practical experience of the joys and pitfalls
of creating a truly functioning enterprise.

Eight specific employability competencies are
assessed by the students before and
after their participation in the Programme.
These are:

They do everything from raising the initial
share capital through to designing and
making their product or service, to selling
directly to customers at specially organised
trade fairs and ultimately winding up the
firm and paying their YE taxes!

 Problem solving

This renowned Programme has been
running since 1963 and in that time over
a million 15-19 year olds have taken part.
As well as supporting delivery of various
elements of the National Curriculum, the
Programme powerfully helps develop key
skills that enhance young people’s
employability and enterprise capabilities.

When asked via our 2013/14 self
assessment survey, 92% of students felt they
had improved in these competencies – with
communication, problem solving and
resilience as the strongest. Teachers also
overwhelmingly felt that the Programme
increased student self-awareness in their
own capabilities and potential, and raised
their career aspirations.

Our survey with Opinium, polling 100 UK
businesses, indicates that 70% of employers
in the UK struggle to recruit entry level
positions, finding that often even the
brightest graduates lack essential skills such
as communication and problem solving.

 Teamwork
 Communication
 Resilience
 Entrepreneurial ability
 Organisation
 Financial capability
 Confidence

Many alumni of the Programme have gone
on to outstanding careers as entrepreneurs,
corporate executives and public figures.
Employers tend to look favourably on
students who have taken part in the
Programme.
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The Roles of Volunteers
and Centre Leads
Young Enterprise simply could not exist
without the generosity, far-sightedness
and dedication of our network of
volunteers and Centre Leads. Their
contribution and that of their employers
to what we do is indelible, irreplaceable
and magnificent.
Centre Leads
The Programme depends upon Centre
Leads (teachers, tutors) to facilitate and
support the delivery of the Programme in
each school and college, working closely
with the volunteer Business Advisers. While
the students are very much in charge of
their own business, the Centre Lead
provides the environment and facilities
for them to learn and succeed.
Centre Leads come from a wide range of
disciplines. You do not need to have business
or economics training to carry out your role.
You simply need a desire to support a group
of young people as they take on the
challenge of running their own business.
Becoming a YE Centre Lead may
daunt you – but do not worry as you will
receive support to conduct your role. The
excitement and satisfaction of working with
young people in a new way and seeing
the results of their labour keeps many of our
Centre Leads coming back year after year.
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Volunteers
Becoming a Young Enterprise volunteer
may challenge you – but the excitement and
satisfaction of mentoring, of transforming
attitudes and helping young people open
their eyes to the world of enterprise drives
many of our volunteers to commit their time
to the Programme year after year also.
Our volunteers have experience which cuts
across every sector of the economy. They
are in employment, entrepreneurs, business
owners, stay-at-home parents, on a career
break or retired. They have one thing in
common: a desire to pass on their skills and
experience to inspire the next generation.
The Programme relies upon volunteer
Business Advisers to support and guide the
teams, working closely with the Centre
Lead in each school and college. New
and existing volunteers should familiarise
themselves with the Volunteer Code of
Conduct, included as part of the Volunteer
Handbook issued to all new volunteers.
All volunteers undergo Disclosure and
Barring Service (DBS) checks and are
registered with Young Enterprise.

Note: Chapter 5 of this guide
sets out further details about
the fundamental roles of Centre
Lead and Business Adviser.

This Guide
Following feedback from a programme
review and from a survey of teachers and
volunteers, we have significantly revamped
this guide. In addition, we have invested in
a new extranet, YE Online, also based on
this feedback, to provide an extensive set
of resources to help volunteers, teaching
staff and students to get the most out of
this Programme.
This guide is intended as a mix of:
 information about the structure
and requirements of the Company
Programme, and
 guidance and advice for Business
Advisers and Centre Leads, on how
best to run the Programme and carry
out their roles.

Terminology in this Guide
For reasons of brevity, we have adopted
the following standards in this guide:
 Young Enterprise is abbreviated to YE
 'Programme' refers to the Company
Programme throughout
 Centre Leads and Business Advisers
are abbreviated to CL and BA
 'Centres' should be taken to mean
schools, colleges or alternative settings
that run the Programme
 'Products' should be taken to mean
products or services
 'YE Online' refers to YE's secure
extranet service available to all
Programme participants.

It should be treated as a handy reference
guide, a first port of call for Programme
information. It is aimed at both those taking
on the Programme for the first time and
those with several years' experience.
However, it is by no means exhaustive
and we encourage all users of the guide to
seek further information and advice via the
aids and tools on YE Online.
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Chapter 2
Getting Ready to Run
the Company Programme
YE Managers and Local Boards
Co-ordination of Young Enterprise activity
across the UK is provided by YE Managers
and Local Boards.
Local Boards are made up of volunteers
from local businesses, educational
establishments and the public sector. Many
members have had roles in the Programme
in the past, as a CL or BA. Some Boards
have student alumni as members.
The Board is there to support CLs and BAs
in running the Programme. In particular, they:
 recruit centres, students, supporting
organisations and BAs
 induct BAs and CLs, often by running
dedicated induction events
 organise annual events such as Trade
Fairs, training sessions and the company
competition
 oversee the running of the Programme.
YE Managers are located across the
United Kingdom. To find your local
representative visit the YE website at
www.y-e.org.uk.
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Booking
To begin the process, centres need to
agree and sign a Service Level Agreement
with their YE Manager. The centre is then
provided with an Information Pack
containing programme registration details
and a set of Welcome Brochures to get the
students started.
Registration
Once the Programme has been booked, the
centre can register its team(s) online, giving
details of the student participation, company
name, etc. Following successful registration,
the centre is issued with a Programme Kit, the
contents of which are set out in Chapter 3.

Note: The initial company
name can be updated via
YE Online at a later date if a
company wishes to use a new
name more closely associated
with their chosen products
or services.

Registration sets up the essential insurance
for the company. Companies must not trade
until this insurance cover is in place for them.
Each YE company pays a registration fee
to cover the cost of this insurance and
contribute towards the running costs of the
Programme. This is paid for through the
initial issue of shares by the company or
sometimes by fundraising.
Structure of the
Company Programme
Which Students?
Students taking part in the Programme are
aged 15-19 years. The most common year
group is year 12 (S5 in Scotland, Year 13
in Northern Ireland), but there are many
companies drawn from other years.
In consultation with Senior Management
and colleagues, the CL decides where the
Programme best fits in their centre. Its
relationship with the curriculum and/or fit
with the centre's extra-curricula activities will
influence this decision. While the relevance
of the Programme to students of subjects
such as Business Studies or Economics is
clear, we must stress that the Programme
applies to all students, regardless of their
chosen subjects. Indeed, the Programme

can be particularly effective when a team
is drawn from a good cross-section of
disciplines, encouraging teamwork and
use of complementary skills.
The Programme works best when:
 students volunteer to take part in the
Programme and recognise that a high
level of personal commitment and
responsibility is required to get the most
out of this opportunity
 the students are empowered to take the
lead; they have good guidance but it is
their company and they make the key
decisions
 a dedicated CL, who helps with
organisation, gives encouragement and
links the experience to students' other
learning and/or appropriate
qualifications
 trained and committed BAs, who lead
the students' learning, provide new role
models and build a bridge to the real
world of work.
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Note: the availability of BAs
and CLs at different times of
the day is an issue that should
be considered when deciding
which students take part.
This could significantly influence
the decision on how and when
to operate the Programme.

Company Size
The more students that can take part in the
Programme and benefit from it the better.
Following publicity in the centre (perhaps
simply from the success of a prior year's
team), CLs sometimes find that they have
more potential students than can easily be
formed into one company.
Young Enterprise companies can range
from as small a number as 6 up to a
maximum of 25 students. We recommend
a minimum of 10 students and suggest that
if numbers go beyond 20 the CL should
consider forming two companies.
There is no limit to the number of companies
a centre can run. If you intend to run multiple
companies, we recommend that CLs recruit
colleagues so that companies can have their
own lead staff member. Similarly, the more
companies a centre has, the more BAs are
needed. Therefore, before deciding on the
number of companies, the availability of
BAs and CLs should be discussed with YE.
Students should only participate in the
Programme once throughout their school/
college lifetime. This allows access for
students in subsequent years to experience
the benefits of the Programme. Individual
students or companies found to be
participating for a second year will not be
allowed to enter the competition.
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Legal Matters
Each company, once registered, is set up as
a branch of YE. It should trade as Company
Name, a branch of Young Enterprise.
The BA and CL must ensure that they
explain the company's legal obligations
to the students over the course of the
early meetings. These are detailed in
the document Legal Responsibilities
and Insurance Cover, included in the
Programme Kit and available via YE
Online. This covers key aspects such as:
 the legal status of YE companies and how
this should be communicated on letters,
contracts and other official documentation
 the details of the insurance cover
which takes affect once registration
is complete, in particular the product
exclusions stipulated in the policy
 the rules as regards establishing
shareholders (e.g. limits on total share
capital and individual shareholdings)
 the issues mentioned in this guide regarding
contravention of YE's charitable status
 the company's obligations to pay YE
VAT and YE Corporation Tax (to YE,
not to HM Revenue & Customs)
 restrictions regarding electronic
banking and online payments due
to the students' ages
 cheque signing mandates (e.g. countersigning of cheques for larger amounts).

Company Type
Under the Programme, companies are
established under one of two models:
 as a commercial profit-making company
 as a social enterprise set up as
a Community Interest Company (CIC).
You will be asked upon registration
which model you wish to follow. The
same Programme experience and student
benefits apply to each of these models.
The company will follow the same lifecycle,
use the same processes and the students
will use or develop the same skills.
However, there are several important
differences in setting up and running
a company as a social enterprise:
 the business must be set up for a specified
social or environmental purpose
 it needs to cover its costs and
can distribute a limited dividend to
shareholders, but must reinvest surplus
profits in line with its stated purpose
 its purpose must be clear and declared
before shares are sold
 it has a different legal structure – for
instance it will have a different set of
Memorandum and Articles of
Association to adhere to.
Young Enterprise itself is a social enterprise
(as well as a registered charity). Other
well-known Social Enterprises include The
Big Issue and The Eden Project. Further
guidance on the social enterprise model
is available via YE Online.
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Charitable Status
At the end of the company year, students
are free to keep, donate or reinvest any
profits that they have made. For example,
teams could choose to donate to a good
cause, they could reinvest funds to the
school to support future enterprise activity,
or they could provide dividends to their
shareholders. However, they cannot
explicitly trade off its intent to give some
or all of its profits to charity. For example:
 teams should not state that a percentage
of profits will go to charity in their sales
and marketing activities or materials
 teams should not promote a specific
named charity on their trade stand or
in marketing materials, including online
and via social media
 Social Enterprise teams are able to
promote their general social aim.
The reason for this is that YE itself is a
registered charity and under the UK Charity
Commission rules, a charity is not permitted
to undertake fundraising activities for other
charities. Since each YE company within
the Programme is treated as a branch of
YE, it must follow the same rules.

Insurance
Once registered, companies have the
necessary insurance cover for them to trade
with the public. The YE cover includes:
 Products and Public Liability insurance
 Materials Damage insurance
It does not include any personal accident
cover. A summary of the cover is provided
in the Legal Responsibilities and Insurance
Cover document included in the Programme
Kit and available on YE online.
The first aspect of the insurance cover
which the students will need to understand
is the restrictions to products and services
a YE company can sell, since this will
influence their early discussion of business
ideas. Key exclusions include the selling of
self-prepared food (for human or animal
consumption), self-manufactured cosmetics,
selling of tobacco, alcohol and electrical
goods. Please refer to the Insurance
Document for the complete list of prohibited
products.
A further aspect of the YE insurance cover
worthy of note concerns transactions and
trading with North American countries
(USA & Canada). This is not covered by
the YE policy and therefore is not allowed.
However, please note that companies
can arrange their own insurance cover if
desired. They must be able to demonstrate
that the level of any cover established is at
least equivalent to that provided via YE.
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Intellectual Property
Whilst within the YE structure, teams need
to be aware of the implications concerning
Intellectual Property (IP) rights.
Company websites, online trading and the
likely use of social media means that YE
companies have a much larger 'reach' than
they would have had just a few years ago.
Companies and products that may, in the
past, have had little presence outside their
local community can now have a wider
impact and this increases their potential
for unwanted scrutiny.
Even though the company is somewhat
sheltered by the YE umbrella, care still needs
to be taken not to directly or overtly imitate,
copy or trade using existing company
names, trademarks or copyrights. Further
information can be found on YE Online.
It is important that the CL, together with the
students, can explain the learning outcomes
and benefits of the Programme for both the
students and the centre, particularly as
regards employability. Sometimes, staff in
centres can mistake the introduction of
enterprise education as unwelcome
commercialism.
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Ensuring that the Programme
Benefits the Centre
Involvement of Senior Management
Ideally the centre's Senior Management
should be involved in and fully supportive
of all YE activity. If introducing the
Programme for the first time, discussions
need to take place with management as
regards the most appropriate format of the
Programme. If it is already operating, then
the CL may want to involve management
in a review, which could, for example,
consider the extension of the Programme
into more areas of the curriculum or
different age groups.
Most YE companies benefit from the
Programme having a high profile within the
centre since it will often compete for attention
(from staff, students and parents) with other
activities, both in and out of the curriculum.
Students are often the most effective
'sellers' of the benefits of the Programme
to management, particularly when they use
their self-assessment certificate and anecdotal
evidence to demonstrate how far they have
developed through their participation.

Publicity
Every effort should be made to encourage
the students to seek publicity for their
venture in the local community via local
press, radio and websites, as well as
broader channels such as social media.
The governors, management, staff and
parents like to see positive publicity for
the centre via the efforts and initiative
of its students.
There are often several channels
within the centre which can be used
such as intranets, publications (e.g.
parent newsletters) and assemblies.
Developing working relationships between
business and education
All YE programmes have the potential to be
a catalyst for the development of wider
educational/business activity in the school
or college. Centres are keen to make and
reinforce the link between local businesses
and the centre. Many BAs will be in
a position to assist with this, perhaps
leveraging their own networks, to
extend the centre's existing relationships.
Links to Accreditation
Information on accreditation and
qualifications (including how the
Programme can be used to support
university applications) can be found
in Chapter 6.
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Ensuring that the Programme
Benefits Students
The core theme of the Programme is
'Learning by Doing' and this means that the
students encounter and tackle real-life
business problems. No companies will get
everything right first time and more often
than not it is how they cope with choices,
issues and risks that defines the extent of
their learning. Weighing up alternate
solutions and making trade-offs are often
the essence of the decisions they will have
to make as a team.
Employability Skills Self-Assessment
YE asks all students to complete two online
assessments in order for students to show
their progression around key employability
competencies and personal development
capabilities.
A pre Programme assessment should be
completed by each student right at the
start of their involvement (i.e. straight after
registration). The post Programme assessment
is completed at the end of the Programme
and is dependent on the pre Programme
assessment having been completed.

Ongoing Support for Students
It is important to explain that the students
are not embarking on this journey on their
own. The roles of the CL and BA are to
guide and advise the students throughout
the Programme.
In addition, there are many support guides,
aids, templates and tools available via YE
Online. A summary of these is set out in
Chapter 7. The students should be
encouraged to check out what is available
here since we expect to add new aids over
the course of the academic year.

Note: Please let us know if
there are any new guides which
you believe could be added to
YE Online to improve the
Programme's support resources.

Completion of both assessments enables
students to download a personalised
certificate of achievement showing their
progression. A company-based certificate
of achievement is also available to show
the averages across the team. Further
information on self-assessments can be
found in Chapter 3.
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Chapter 3
Programme Features

This chapter outlines a number of key
features of the Company Programme. An
understanding of these features will help
when reading the remainder of this guide,
particularly Chapter 4: The Young
Enterprise Company Lifecycle.
The key features are:
 Induction, Training and Support
for CLs and BAs
 YE Online
 Programme Kit
 Trade Fairs
 Online Trading
 Employability Skills Self-Assessment
 The Company Programme Competition.
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Induction, Training & Support for
CLs and BAs
The guide you are reading acts as a key
start point for understanding the Programme:
 for new CLs and BAs seeking to know
more about the Programme, its lifecycle
and their roles
 for experienced CLs and BAs as a
refresher of key points, a basic reference
guide and to 'signpost' other support
resources available for them.
In addition, Local Boards often run Induction
events at the beginning of the academic
year to help orientate new CLs and BAs
and to provide important Programme
updates and plans to existing CLs and BAs.
Also, some Local Boards host training
events for their company teams covering
areas such as Finance, Sales & Marketing
and presentation skills. These are often run
in conjunction with local partners and
supporter organisations. Contact your YE
representative or Local Board to find out
what is available in your local area.

YE Online
YE Online, YE's secure extranet facility
(new in 2014), has a dedicated area for
BAs and CLs. This gives us the opportunity
to provide more extensive support resources
to enable you to carry out your role such as
downloadable guides, videos and forums.
We welcome suggestions as to what could
be included on YE Online to help our CLs
and BAs.
Once the company has registered online,
all team members, including the CL and
BA, will have user access to their own
company area on YE Online. This is an
essential resource and provides a wealth
of guidance and support materials for the
students, as well as a number of tools to
assist with running and viewing progress
of their company.
The CL and BA should ensure that the
students are aware of its features and
contents during one of the first couple of
meetings and strongly encourage its use.

Programme Kit
Following registration, the company will
receive their Company Programme Kit in the
post. This includes essential documentation
for the use of the company as a whole and
the Administration Director (or other named
director) should be the custodian of the kit
and make sure it is used. It contains:
 Certificate of Incorporation
 Certificate of Insurance
 Share certificates
 Introductory letters
 Bank account opening forms
 Product labels
 Competition details
 Legal and Insurance Guidelines document
 Invoice for company registration fee.
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Trade Fairs
Local Boards organise Trade Fairs for
companies in their area. These provide
the opportunity for multiple companies to
promote and sell their products to members
of the public. Often, the Trade Fairs are
hosted or supported by local partner
organisations of YE and are scheduled
around calendar events such as Christmas,
Valentine's Day, Mothers' Day, etc. They
generally last all day and each company
participating has a small display stand to
decorate and staff for the duration of the
Fair. Not only do they provide a valuable
sales opportunity but also the chance to
develop communication and selling skills.
Most companies take advantage of the
Trade Fairs. However, some do not feel
that the public nature of the fair is right for
their product or are not ready to sell their
product when the fair takes place. Some
use the fairs for fund raising activities,
perhaps if their core product is not ready.
Others use them to promote their business
idea and take orders for a product that is
not yet ready for supply to the customer.
While the fairs provide a helpful, and fun,
sales opportunity, most companies do not
rely on them as their only sales activity and
use a variety of other channels over the life
of the business.
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Online Trading
As well as using social media, many
companies will want to have their own
online presence. Some will develop a
website just for promotional purposes
while others may consider trading online.
CashFlows is a financial services
company that has partnered with YE to
provide all students participating within
the Programme with a facility to trade
online and accept card payments (debit
and credit) from their customers.
Companies should be encouraged to use
this facility if they wish to trade online.
CashFlows can be integrated into a
company's website and also allows card
payments to be taken over the phone or by
mail. Companies can also send electronic
invoices to customers with a 'Pay Now' facility
that directs the user to the CashFlows hosted
payment page. Resulting funds received can
be used to make payments to suppliers or
transferred into the company's bank account.
CashFlows also provides an e-commerce
website construction tool for building an
online store through a series of templates.
YE has negotiated substantial discounts and
fee waivers on the standard cost structure
for CashFlows. More details are available
via YE Online.

YE do not promote alternative methods
for online payments (such as PayPal) that
require people to be aged over 18 to
register. However, we recognise that some
teams may choose to ask individuals over
the age of 18 to set up an account on their
behalf. This person must be aware of the
obligations that they are undertaking. YE
companies must obtain explicit permission
from the individual involved and must be
able to evidence this to YE if requested.
Employability Skills SelfAssessment
In Chapter 1 we outlined the eight
employability competencies which this
Programme seeks to develop or improve
for students.
Each student completes a self assessment
of their skills levels both at the beginning of
the Programme and at the end in order to
report their development of each skill.
Students then receive a certificate which
records their progression. Centres are also
able to download a summary certificate of
achievement for the team as a whole
provided so long as at least half of the
students have completed their surveys.
CLs are asked to rate their expectations of
their students' skills development and future
aspirations at the beginning of the academic
year. The same questions are then asked at
the end of the year to establish to what extent
the Programme met these expectations. The
CL surveys aim to consolidate and crossreference the data obtained from the students.

From 2014-15, BAs will also be asked
to provide their feedback on the students'
Programme experience at the end of the
academic year.
YE puts a strong emphasis on appraisal
and assessment of its programmes. The
feedback via the surveys also allows us to
ensure that programmes are meeting their
objectives and remain fit-for-purpose – or
identify opportunities to improve them.
YE relies on the BAs and CLs to remind
and encourage the young people to
complete their self-assessments and
download their certificates.
The Company Programme
Competition
Most, but not all, YE companies choose
to take part in the YE Company of the Year
competition. This is a very popular part of
the Programme for students who enjoy
representing their institution and promoting their
business. It allows a number of centres in the
local area to demonstrate their achievements
in a competitive environment. Winners go
forward to county, regional, then national and
finally European finals. It is an enjoyable and
valuable learning experience, even for those
who do not win and advance to further rounds
of the competition.
The competition aspect of the Programme
is voluntary. However, we would encourage
all companies to attend a local event as
an opportunity to enhance, consolidate,
showcase and celebrate their learning and
achievements. More detail is provided in
chapter 4 of this guide and via YE Online.
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Chapter 4
The Young Enterprise
Company Lifecycle
This chapter outlines the stages of the
company lifecycle and the principal
activities within each stage. It acts as
a checklist for the CL and BA.
The programme is flexible and the
timescales will vary depending on your
centre, your students and their needs.

We have not suggested a strict timetable
for the stages in order to allow for local
flexibility, however we recommend that
teams progress to the “Running the
Business” stage as soon as rationally
possible. This will enable teams to
capitalise on sales opportunities and
ensure time for continuous business and
personal development.
Also, the stages are not strictly sequential
and some overlap will be necessary.

Company Programme – Stages of the Company Lifecycle

1

Preparation

20

2

Getting
Started

3

Business
Planning

The recommended stages of the Company
Programme lifecycle are as follows:

Each of these stages and their principal
activities are now described in turn.

 Preparation

Note that the competition aspects of
the programme are all covered in the
Participating in the Competition section
and not within the other lifecycle stages.
However, it is useful to identify from the
outset if the competition is a key driver
for the team.

 Getting Started
 Business Planning
 Running the Business
 Company Closure
 Participating in the Competition
(optional)
 Carrying on the Business (optional).

4

Running the Business

5

Company
Closure

Optional

Participating in the Competition

Carrying on
the Business
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Preparation
This stage covers a series of activities
required to set up the Programme for the
centre concerned. These are mainly the
responsibility of the CL and occur before
any meetings of the students and
their company.
Key milestones of the Preparation
stage include:
 Confirm the booking of the Programme
with YE
 Confirm who the CL and BA(s) will be.
Work with the Local Board and YE
representative to achieve this
 Complete the Registration process for
the Programme. A checklist of the
information required to register for the
Programme online is available in the
Information Pack provided to each CL.
Registration activates the insurance
which covers the students for trading
with the public. Companies must not
start trading before registration.

Other activities may include:
 Hold briefing meeting between CL and
BA to discuss plans for the academic
year ahead. New Advisers should be
introduced to the centre and advised on
matters such as the make-up of the
student group, key term dates, meeting
arrangements, Health & Safety, relevant
school policies, points of contact, etc.
 CL and BA may discuss certain
personal development objectives
they may have (e.g. progress towards
a management qualification or
development of facilitation skills) and
how their role may help in this regard
 Hold information session for interested
students and confirm the group(s) who
will participate – this may have taken
place at the end of the previous
academic year
 Where offered, attend the Induction session
for CLs and BAs in your local area
 Ensure that the BA has read and
understood the Volunteer Code
of Conduct, available in their
Volunteer Handbook.
 Where appropriate, establish the
necessary links to the curriculum
and accreditation mechanisms.

22

Getting Started
This stage covers the initial activities
where the CL and BA start working with
the students to incept the company and
start to form a business.
Usually, this will happen via a series of
meetings which are necessarily iterative in
nature. Some teams will get up and running
quickly (e.g. where the Programme has run
for several years in the centre and the CL
and/or BA have experience of running the
Programme before) while others may have
a slower start (e.g. in a Sixth Form college
where the students do not know each other
well or where the Programme is being run
for the first time). There is no set plan for these
early meetings but, since this has been
requested many times, a Guidance Sheet is
available entitled Running the Early Company
Meetings. This can be found on YE Online.
It can work well if the BA takes the lead
and guides the students through the first
couple of meetings, ensuring that the
students understand the Programme and
its requirements. However, the sooner the
students are 'in charge' and the BA steps
into a guidance and coaching role,
the more rewarding the Programme and
the better the learning experience will be
for the young people.

Key milestones of the Getting Started
stage include:
 Introduce the BA to the students and
explain their background and experience
 Distribute YE Welcome Brochures for
students’ use. These are found in the CL
Information Pack
 Explain the Programme to the students,
its various stages and timescales and
key rules (e.g. product restrictions,
charitable status, online trading)
 Complete student self-assessments
and CL evaluation
 Hold first company meetings
 Appoint leads roles such as Managing
Director (who should chair the company
meetings as soon as they are comfortable,
perhaps jointly with the BA for their
first meeting)
 Brainstorm business ideas, understanding
the business opportunity, pros and cons
of each
 Decide whether to participate in the YE
Company of the Year competition. More
information is provided in Chapter 3
and within the Participating in the
Competition section later in this Chapter.
 Introduce students to YE Online and
explore the various guidance and tools
it provides, including the accounts system
 Review the Programme Kit (which arrives
post-registration).
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Other activities in this stage may include:
 Research into a variety of aspects such
as customer demand, products/services,
competitors etc.
 Initial discussions around which roles
interest or suit individual students the most.

Note: Some companies may
discuss at this point how their
business activities might be
configured so as to raise money
for charitable causes. Remember
that if teams declare an intent
to donate money to charity this
contravenes the charitable status
of YE, as set out in Chapter 2. You
must ensure that they understand
the important restrictions here.

When discussing and agreeing individual
roles within the company, the students
should refer to the sample role descriptions
provided in their Welcome Brochure (also
available for download from YE Online).
These are for guidance only. They include
the most common roles but some
companies, depending upon their
business idea, may need more specific
roles such as Editor or Service Delivery
Director. The CL, in particular, may need
to guide students towards the roles that
most suit their skills and aptitudes or
perhaps their development needs.
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Also, companies choose to structure
themselves in different ways, often
depending upon the size or dynamics
of the team. For example:
 some prefer all company members to
have a role or title (e.g. there may be
more than one Sales Director)
 some appoint directors and then
assistants or deputies for each (e.g.
there may be a Sales Director and
two Deputy Sales Directors)
 others appoint a number of directors
and then allocate the rest of the students
to be members of their teams (e.g. there
is one Sales Director plus three further
members of the Sales Team).
It should be made clear that roles can
change at any time during the company's
life. Some companies have a change of
structure in January, for example. It is not
unknown for 'underperforming' directors to
be voted out and replaced following a
meeting of the Board. Often, learning how
to divide up responsibilities, take directions
from their peers and delegate tasks can be
some of the key learning points from the
students' Programme experience. The CL
and BA should monitor the group dynamic
and be willing to make observations as to
how it could be improved.

Business Planning
Once the team have settled on a business
idea (or have a focused short list of ideas
to develop further), they can be
considered to be in their Business
Planning stage.

 Companies can often make better
progress by splitting into several
smaller teams, for example to push
forward with a simple product, develop
a more challenging or longer term one
or co-ordinate fund raising activities.

Some teams will reject early business ideas
and iterate back to activities in the
Getting Started stage, but this is normal.

Key milestones of the Business Planning
stage include:

There is no set time for the team to hone
their business ideas, but experience tells
us that:
 They should be encouraged to settle
on a product or service after the first
few meetings – they are better pushing
forward with a simple idea that they
can all agree on than taking a long
time to 'perfect' a more complex one
 For many companies, the Christmas
trading opportunities (including YE Trade
Fairs where available) are important for
revenue generation and they need to
be ready to exploit these
 Lessons learned from an early product
may be channelled into further products
or services later in the life of the
company (e.g. some companies
develop a new product, or a variation
of their first product, after Christmas)
 Some companies will choose to
undertake some fund raising activities
(in addition to selling shares) to finance
their product/service development or
materials purchases and this will impact
their timescales

 Develop company Mission Statement,
confirm company name and create the
company identity – some companies
change the name given at registration
to better reflect their business idea. This
should be done via YE Online
 Agree on products or services to be
developed; determine outline costs
and target revenues
 Agree all company director roles –
these can be appointed earlier but
some companies prefer to wait until they
have agreed on their business idea so
they know better which roles to establish
 Sell company shares (the rules governing
share capital are included in the Legal
Responsibilities and Insurance Cover
document issued in the Programme Kit,
with a copy available via YE Online
 Determine any further funding requirements
 Open company bank account with
HSBC (the forms for this can be found
in the Programme Kit)
 Agree approach to meetings and
communications. Sample meeting
agenda and minute templates are
available on YE Online
25
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 Pay YE registration fee – this sets up
the required insurances for the company
 Create Business Plan – no formal
deliverable is required but it is good
practice to capture and share a simple
documented plan for the business at
this stage. A template is available on
YE Online
 Set business self-assessment objectives.
Other key activities in this stage may include:
 Undertake further fund raising activities
(if required)
 Conduct market and customer research
 Identify suppliers
 Ensure that any intellectual property
(copyright, trademarks and patents)
issues have been raised and addressed
 Identify sales methods and opportunities
 Decide whether to participate in the YE
Company of the Year competition (if
decision not made or deferred in
earlier stage).
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One key aspect of running the company
where students often need advice is the
challenge of managing multiple activities in
parallel. For instance:
 Exploring the economics of a number of
alternative products or services – where
separate teams might be asked to report
their findings back to a meeting of the
full team
 Raising funds and developing products
in parallel – where a small sub-team
may focus on the former to avoid
diverting the whole company and
slowing down progress
 Conducting research activities and
allowing the results to inform and modify
product development work, creating
possible further iterations
 Appointing team members to lead each
piece of work and starting to learn
about action plans, reporting back to
the group, communications, etc.
This can be one of the most intensive
learning periods for the team and they may
need support in coping with the inevitable
frustration and setbacks and the occasional
squabble. Some of the strongest learning
experiences can occur here and the students
should be allowed to discover these for
themselves rather than being prevented from
making any mistakes. The BA and CL should
be guiding and steering at this point,
not telling or leading the students.

Running the Business
This should be by far the longest stage of
the company lifecycle and should be
considered to be underway once the
main aspects of a Business Plan
have been agreed.

The various activities within the Running the
Business stage will depend largely on the
nature of the products and services being
developed, delivered and sold. However,
we suggest the following list of likely
business activities as a checklist:

At this point, the BA and CL might take an
opportunity to ask themselves a few important
questions about the status of the company:

Up-front Business Development Activities

 Is every team member making a suitable
contribution to the business and are the
various roles clear? Has everyone
settled into their roles or are any
changes required? The CL may wish to
check that students are being given the
opportunity to achieve any personal
development objectives they might have
 Is the company operating well as
regards its meetings, communications,
progress against plan and general team
spirit and collaboration?
 Are there any major barriers being
faced by the company and what can
be done to help remove or mitigate
these at an early stage?
 Is the product viable and are they
on track to be able to sell and deliver it
to their target customers?
 Have sufficient funds been raised?
 Does the Programme have an adequate
profile within the range of centre
activities and what might be done
to improve this if necessary?

 Design products or services in detail
 Develop prototype product or
pilot service
 Undertake further market or
customer research
 Develop financial plan – e.g. costs
of materials, selling price, break-even
analysis, profit targets, etc.
 Develop marketing plan – e.g. design
website, customer communications,
approach to using social media
 Define company roles in more detail
 Develop plans for production and sales
– e.g. what, who, when, where, how.
Ongoing Processes
 Purchase materials, develop products
or services, manage production, report
stock levels
 Sell products or deliver services, monitor
and report sales
 Prepare for and attend YE Trade Fairs
(and other suitable local events)
 Maintain website content and manage
social media activities
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 Manage financial position, bank
account and cash flow, report status,
maintain accounts via YE Online. Publish
periodic accounts (profit and loss
account and balance sheet)
 Report overall business status and issues
 Resolve issues and record decisions
 Agree and manage actions
 Conduct team meetings and
communications
 Review contribution and workload of
team members
 Report to external stakeholders such as
centre management and shareholders
 Review progress against business
self-assessment objectives.

Company Closure
Towards the end of the Programme there
are a number of important actions
required to close down the business
properly. These provide important
learning points and the timing of these
will vary between companies.
For instance, companies who are successful
in the competition may choose to continue
trading for longer and even look for
opportunities to expand their business further
in their attempts to impress the judges in
further rounds.
In addition, some companies may wish to
consider staying in business (outside of YE)
once the Programme is complete. The
section at the end of this chapter explores
the implications of this a little more.
Teams need to be selling all the assets of
their business, paying off creditors, chasing
any debtors, distributing any remaining
assets, and then dissolving the business.
The key milestones of the Company
Closure stage include:
 Complete student self-assessments and
CL/BA evaluations
 Download Personal Certificates of
Progress (on completion of the preand post- programme self-assessments)
 Create a final report and accounts for
the business
 Decide how any retained profits will be
distributed to shareholders (or reinvested
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in line with its stated purpose for the
Social Enterprise model)
 Pay YE Corporation Tax and YE VAT
(the rates and guidelines governing this
are included in the Legal Responsibilities
and Insurance Cover document issued
in the Programme Kit, and on YE Online)
 Hold AGM, liquidate the company and
distribute profits to shareholders
 Close bank account.
Shareholders are repaid along with any
dividend the company is able to declare.
If the company cannot repay some of its
original share capital when it goes into
liquidation the share capital is deemed to
have been a donation to an educational
charity – Young Enterprise – in the form of
the students’ company. CLs do not need to
feel anxious that their institution could
become responsible for debts.
The company accounts are prepared
with provision for YE Corporation Tax and
outstanding YE VAT. These taxes are levied
to add to the realism of the enterprise.
They are payments to YE, not HMRC.

Participating in the Competition
Each Local Board holds a competition
for the centres in their area who are
participating in the Programme.
The YE Company of the Year competition
involves three components: preparing a
Company Report, presenting a Trade Stand
and delivering a short Presentation. More
detail is provided below.
Winners at these events progress through a
series of 'finals' at county, regional, then
national and, ultimately, European level. As
well as choosing an overall winning
company, the judges present several other
awards at each of these events (e.g. an
award for Best Company Report). The
intended awards will be communicated as
part of the individual event details.
The venue for the European Final rotates
between the member countries of Junior
Achievement/YE Europe. Clearly,
winning the top European Award
is an exceptional achievement.
While the majority of companies take
part in the competition each year, it is
not compulsory.

Other key activities in this final stage
might include:
 Communicate and celebrate achievements
 Register as YE alumni
 Prepare for next year's Programme
(e.g. promote company successes and
Programme benefits to help recruit next
year's students).
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However, we strongly encourage all
companies to attend a local event.
The benefits of doing this are clear:
 The necessary deadlines (e.g. for
the submission of the Company Report,
usually around March for the Area final)
provides an impetus and focus for the
company which is also a realistic
business scenario
 The three components of the competition
help to enhance, further develop and
consolidate their learning, especially
essential business skills such as report
writing, corporate promotion,
presentation and public speaking
 The finals 'event', including the Trade
Stand and Presentation aspects, is a
superb opportunity for the students to
demonstrate their achievements (and
lessons) and show how far they have
developed through the Programme
 Many students find representing their
school/college at such an event a
motivating, fun and memorable experience
 For the BA and CL it provides an ideal
opportunity to record and celebrate the
students' achievements, often in the
presence of parents and teaching staff.
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Companies should decide whether they
intend to take part in the competition as
part of their Getting Started or Business
Planning stages and ensure that they inform
their local YE representatives. In summary,
the three components of the competition
are as follows:
 Company Report
A document, written by the students,
summarising the company's activities,
achievements and financial outcomes –
submitted to YE for the competition
judges to review to a strict deadline a
week or so before the Finals event. As
well as telling the story of the company,
it should also provide a realistic
assessment of its future, as a going
concern, were it to continue trading.
 Trade Stand and Interview
A display stand which showcases
the company's brand image, products,
achievements, etc. Students will also be
interviewed by the competition judges
at this point.
 Company Presentation
A short audio-visual presentation of the
company's highlights, with supporting
slideshow and in front of an audience.
More information is available on YE Online
and the relevant details will be provided to
companies in sufficient time ahead of the
various submission deadlines. This will
include details such as the available
awards, report submission requirements,
trade stand sizes, presentation duration,
slide formats, etc.

The development of these company
deliverables to a strict deadline often
unavoidably coincides with a particularly
busy time of the academic year (for
students and staff) and/or with Easter
holidays. The deadlines are communicated
as far in advance as possible but often the
CL may need to coach the students on how
best to divide up the inevitable workload
and make best use of the BA who may
only be available at selected times (e.g.
at weekly meetings).
Importantly, a formal set of judging
criteria will be applied to each of the
three competition components. They are
provided as part of the Programme Kit
and available on YE Online. The judging
of each of the three components
contributes towards the company's final
score. Judges are usually drawn from
local businesses and/or local government
(i.e. they are independent, not from YE
itself and not Programme participants).
Successive rounds of the competition (i.e.
local to county to regional to national)
follow the same structure and apply the
same judging criteria. There may be
several weeks between rounds in the early
stages of the competition so the majority of
companies choose to continue trading or
developing their products – and may
choose to update/enhance their reports,
trade stands and presentations accordingly.

Note: The ability to make
changes to the report is removed
as teams progress from regional to
national and European level, and
this is clearly stated in the briefings
provided to the teams. The CL and
BA should ensure they are familiar
with the specific timetable and
instructions for each event and
advise the students accordingly.

Continuing the Business
An increasing proportion of companies
consider continuing their business outside
the YE Programme structure. There are
many examples of former YE companies
that are still trading successfully today.
Please refer to YE Online for more
guidance on this topic. We cannot set out
all the considerations here but we would
like to make the following key points:
 All student YE company entities cease
to exist on 31st July each year. This
includes all insurance, liability and
association with YE. Students need to
liquidate their company before this date
as outlined in the Company Closure
section of this guide
 If teams would like to re-establish their
business outside of YE they are free to
do so, and must seek guidance to form
an appropriate legal structure and take
further consideration of IP, Insurance and
other legal requirements.
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Chapter 5
Programme Roles – The Centre
Lead and Business Adviser
This chapter outlines the role and expectations
of the Centre Lead and the Business Adviser.
These roles, and their working relationship,
are essential to the quality of the students'
Programme experience.
The roles descriptions set out below are
intended as a guide and a start point.
The roles are less about a division of
responsibilities, more about a partnership
based on complementary skills, knowledge
and experience. Both roles are required for a
successful learning experience for the students.
The Role of the Centre Lead
The CL is the first point of contact as
far as the communication and facilitation
of the Programme is concerned. The
role includes:
Company Registration
 Registering the company online, ensuring
details are correct, handing out usernames
and passwords where required.
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Administration
 Organising access to key facilities such
as rooms, IT, printing, telephones, PR,
intranets, Design/Technology/Art
resources, etc. primarily within school
but also externally if required
 Ensuring that, where relevant, the
Programme fulfils the requirements of the
curriculum and that students' achievements
are recorded towards any assessment
 Developing and maintaining links
with outside business and agencies,
including local press, to help with
Programme activities
 Organising the necessary permissions
and logistics for attending external
activities such as Trade Fairs and
Competition events
 Ensuring that school/college policies
and Health & Safety regulations
are followed.

Promotion
 Establishing and maintaining a positive
profile for the Programme and its benefits
amongst governors, management, staff,
parents and students.
Supporting Students
 Motivating and encouraging students,
acting as a mentor, mediating problems
and reviewing progress
 Helping less confident students make a
positive contribution to the team (or perhaps
preventing a small clique dominating
the team's discussions and activities)
 Drawing connections between company
issues and the relevant part of the curriculum
 Acting as a contact point for the
students and maintaining continuity
between company meetings
 Ensuring the appropriate disciplines and
behaviours of the group, particularly as
regards meeting conduct.

Supporting Advisers
 Ensuring the BA understands relevant
information about the centre, such as
specific targets it has with regard to the
Programme, lessons from previous years'
participation, specific student abilities
and goals, etc.
 Establishing a strong working
relationship with the BA, helping
them to develop a productive working
relationship with the students and
allowing them to fulfil their advisory
role as set out below
 Managing the Programme in a flexible
way so as to maximise the contribution
the BA can make
 Assisting with the recruitment and
retention of Advisers, where relevant.
The CL is not an adviser. They are not
expected to have detailed knowledge
of business. They may, however, have
subject-relevant knowledge (such as
Business Studies or Economics) or skills
(such as Art or Design) and may draw on
these to benefit the students. They are also
likely to have valuable people, process
and meeting skills which they should be
encouraged to share with the students.
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Often, the students will start to see the
CL in a different light from their day-to-day
teaching role which can enhance any
future working relationship.
In addition, there is rarely a right or wrong
answer in business and the students should
be allowed to make their own decisions,
and therefore a few poor ones. The structure
and nature of the Programme allows them to
'fail' in this regard which is a key part of
learning by doing. This may work against
some of the natural tendencies of a teacher
but the collective experience of learning
from mistakes (or sub-optimal decisions) is
one of the most powerful and rewarding
aspects of the Programme.
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The Role of the Business Adviser
Ideally, each YE company should aim
to have two BAs. These are volunteers
from local business and industry who are
willing to share their skills, knowledge and
experience with students. The BA provides
an important external perspective and a link
to the 'real world' of business, extending the
students' experience beyond what can be
provided within the centre. The BA acts as
an external role model for students and
leverages their business expertise and
knowledge of current business practices.
The objectives of a BA are to help
students run a successful company, learn
from the experience and enjoy doing it.
It is important to recognise that, even if
a YE company is not a great commercial
success, it can still provide an outstanding
learning experience. It is an opportunity for
the students to use (and grow) their initiative
and creativity.

Over the course of the Programme, a BA
can expect to fulfil their role in a variety of
ways, often simultaneously:
 as a consultant, providing specialist
advice, knowledge and skills, but never
directing or instructing. Use of examples
from their personal experiences can be
a most effective way of helping students
understand business challenges and
possible solutions. Students will have
questions in a wide variety of areas –
production, sales, marketing, finance,
human resources, IT, etc. BAs cannot be
expected to know everything and they
may need to go away and draw upon
expertise outside their speciality areas.
 as a facilitator of learning through
providing structure to meetings,
suggesting problem-solving techniques,
helping teams understand trade-offs and
helping to assess progress against team
and personal objectives. Often, this
requires the adoption of a Devil's
Advocate approach, posing the right
questions rather than offering too many
answers. Encouraging the students to be
innovative can be particularly valuable.

 as a guardian of quality and safety
of all products and services, including
adherence to Programme rules and
business matters such as copyright
and trademarks.
The BA may need to provide more structure
and process in the first few company meetings
but should look to ensure that the students feel
strong ownership of their company and are
taking charge thereafter. Choosing when
to let a particular discussion run and when
(and how) to intervene is a matter of careful
judgement and getting this right is the essence
of being a good adviser. Sensitivity to
individuals and the dynamics of the group are
also important attributes. The CL may be able
to provide valuable context here.
In some instances, the BA has volunteered
for the role in order to fulfil some personal
development objectives or for the opportunity
to work in a way that is not possible through
their current business role. In other cases, BAs
are simply seasoned business people who
wish to 'give something back' to their
community through their volunteering.

 as a motivator, helping students
overcome tricky issues and helping
to maintain morale and team spirit
when they encounter various setbacks.
Sometimes, the BA needs to instil a sense
of urgency when deadlines approach or
the company's momentum drops (e.g.
after a school holiday).
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While the BA role is very clearly
about bringing external knowledge and
experience to the YE company, they cannot
be experts in everything! Effective BAs:
 'know what they do not know' but also
are experienced in techniques to find out
about new topics and areas, especially
in the internet age. Helping students
tackle issues can be more about the
process of gathering data and weighing
up alternatives as being an expert in the
content of particular business matters
 avoid 'stepping in' and correcting the
students when they are clearly going
awry. Instead, they ask pertinent
questions (why, how, etc.) to help the
students identify the relevant issues and
possible solutions for themselves
 help the team to understand the pros
and cons of alternative courses of action
in order that they can make informed
decisions or judgements – the students
may not be used to making trade-offs
since they are more used to seeking the
definitive 'right answer' to a problem
 draw on knowledge and expertise in their
own personal networks where appropriate
 have a basic working knowledge of
company finances (accounting for sales
and purchases, VAT, profit and loss
accounts, etc.). Maintaining the company
accounts is an area where the students
frequently seek help. A basic familiarity
with the workings of the accounting
facility on YE Online is recommended.
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Working Together
Firstly, both roles often require the
individuals concerned to step outside the
norms of their 'day jobs' and modify their
behaviours somewhat:
 Teachers are used to being in control
and can easily become too dominant.
They may need to take a step back
and should encourage the students to
engage with the BA on business issues
and questions. They should also
encourage discussion and the weighing
up of options in order that the team can
make balanced decisions.
 BAs may also be used to a fair degree of
authority and decision-making mandate in
their day-to-day roles. They need to adopt
a more consultative, facilitative approach
and avoid telling the students what to do.
Many find this a useful extension of their
business skillset if they are not as used to
working in this way.
Then, we have a series of expectations
which the CL and BA should have when
working together:
 BAs endeavour to turn up regularly
to meetings – or communicate in
advance if they are unable to attend.
If a recurring commitment means that
the BA is no longer able to support
the team adequately then this should
be discussed with the CL and YE and
a replacement BA sought

 CLs try to accommodate the needs of
the BA in making meeting arrangements
and being flexible in this regard
 The CL should take the lead in setting
meetings standards and addressing any
poor behaviours by the students and not
expect the BA to do this
 Both should feel able to raise issues
with the other as regards their working
relationship or contributions and how
things might be improved.
BAs are very valuable volunteers who give
up their time to help the students and should
be thanked and recognised appropriately.
Introducing them to the Senior Management
of the school/college is a positive way of
making them feel valued.

Recruiting Advisers
YE works with Local Boards, schools,
businesses and networks to recruit and
train BAs. It is very helpful for the CL and
existing BAs to identify potential advisers
from their own contacts, including work
colleagues and parents of students. It is
essential that any new BAs are introduced
to YE and the Local Board so that they can
be integrated into the YE system and have
access to training and support resources. In
every case, all persons acting as BAs must
undergo a DBS check to assess their
suitability for working with young people.

BAs should be aware the CLs also
volunteer a great deal of their personal
time to support the students. They often take
on the CL role in addition to their already
busy work schedules and BAs should
recognise and appreciate this.
Finally, the company meetings are the most
obvious time when the BA/CL working
relationship is on display. It is not essential
for the CL to attend the meetings but they
should be available for consultation or to
facilitate activity. However, most BAs and
CLs do attend the meetings. Adopting the
distinct but complementary roles set out in
this section is the most effective way of
working successfully with the students.
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Chapter 6
Progression
and Accreditation
Recognising and
Utilising Progress
A key aspect of the Proramme is the
self-discovery journey that young people
embark on, discovering their strengths and
weaknesses and improving their confidence.

Taking part in the Programme can
be of significant benefit to students as
they apply for work or further education
courses. Encourage your students to refer to
the Programme in personal statements, job
application forms, interviews and so on.

All students learn something from their
experiences of running a YE company
no matter which role they play or how
commercially successful the company
is. Unfortunately many only realise this
afterwards and can miss out on the chance
to build a portfolio of valuable evidence.

As the learning through the Programme is
experiential, careful use of debriefing and
evaluative techniques is often needed by
the CL to take the students through their
experience to draw out and recognise
learning and achievement.

The certificate generated from completion
of the individual self-assessments (pre- and
post-Programme) is an excellent way for
students to show progression across eight
key employability skills as listed in Chapter
1. In addition, they should be encouraged
to collect any documentation as evidence
of activities in which they have been
involved. They can use this evidence to
support a whole range of qualification,
careers and further learning plans.
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Students should be encouraged to set
personal and company objectives at the
start of the Programme. These can then
be reviewed as students keep a record
of their outcomes and achievements
throughout their journey into business.
BAs can be invited to endorse the Record
of Achievements and sign the document
as a true record. More information can
be found on YE Online.

Accreditation
Following the notice of withdrawal of the
OCR exam in 2013/14, YE undertook a
consultation with CLs to establish preferences
as regards future accreditation routes. The
outcome was a preference to map the
Company Programme against existing
qualifications rather than to create a
bespoke YE qualification.

Accreditation mapping documents can
be found on YE Online. We will continue
to update this with information regarding
additional qualifications and schemes that
can be connected to the Programme.
Please let us know if there is anything
which you believe could be added to
improve resources regarding accreditation.

A series of mapping documents have been
created to demonstrate how CLs can offer
a range of qualifications (GCSE, A Level,
BTEC, etc.) with the Company Programme
at the heart of their delivery. It is important
to reiterate that the requirements of the
qualifications cannot be met solely
through participation in the Programme.
The additional assessment requirements
of each qualification must still be met in full.
The Programme can also be used to
support schemes such as ASDAN and
the Duke of Edinburgh Award.
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Chapter 7
Sources of Further
Information and Guidance
This guide has been developed to
provide a comprehensive overview of the
Programme for CLs and BAs. There are
several other sources of further information
and guidance, as described below.
Many cross-references to materials
available via YE Online are included in this
guide. Resources, many of which are
downloadable, include:
 key Programme documents such as
those associated with legal matters,
insurance, competition rules, students'
information booklets, this guide, etc.
 specific Guidance Sheets for CLs and
BAs on topics such as running the first
few company meetings, developing
product ideas, good practices for their
roles, participating in the
competition, etc.
 other helpful materials such as templates
for meeting agendas, minutes,
actions, etc.
Over time, we plan to add further aids
such as videos and forums, so keep
checking YE Online for more guidance.
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Get to know the other CLs and BAs in your
area since they can be valuable sources of
tips and advice. Some Local Boards run
networking events to facilitate this or you
can meet other CLs and BAs at Induction or
training events. Ask your YE Manager
about events in your area or for
contact details
Contact your local YE Manager for
assistance. Contact details are available
on www.y-e.org.uk
Contact YE via email using the address
info@y-e.org.uk.

Follow us
twitter.com/youngenterprise
Like us
facebook.com/youngenterpriseuk
See us
youtube.com/youngenterpriseuk
Follow us
pinterest.com/youngenterprise
© Young Enterprise 2014
Permission to use the materials contained
within the YE Online and all printed
materials is given on the understanding
that you will honour the copyright of Young
Enterprise. You are not granted permission
to use materials, either whole or in part,
for any purpose other than activities within
your Young Enterprise company or for your
own personal information.
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