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Ο1 / A2 Needs Validation Report
Introduction
The following report aims to provide a general vision, summary and conclusions obtained nationally
by one of the B-CAPP project partners, FYG Consultores. Through the different points included in this
report it is searched to analyse the national results obtained from the answers provided by 40
individuals belonging to the target group, to a questionnaire included in IO1 – A2 of this project.
Through this introduction it will be possible to obtain a better perspective of the partner in charge of
this report, as well as the project and the concrete questionnaire analysed in the following points of
the report.

Partner information
Instalofi Levante S.L. (FyG Consultores) is a private, high-level training enterprise, pioneers in cocreation with companies, adults and young people in training on innovative concepts, business
creation, employability basic skills, literacy and numeracy skills, entrepreneurship and soft and hard
skills training. FyG acts actively as an education and training company promoting and enhancing the
development of adults seeing for new opportunities and helping them to be-come more
employable, facing different factors of exclusion: youngsters and adults with educational difficulties,
unemployed with economic or social obstacles.
FyG has experience in running a wide range of trainings courses and mentoring programmes for
companies, entrepreneurs, Start-Ups, also with individuals from disadvantage groups. It acts a body
providing career guidance, professional counselling and information providing services of job
insertion and intermediation on the labour market for unemployed as: orientation, training,
assessment and information.
FyG is specialized in business development and innovative solutions related, among others, with the
provision of training courses to SME’s and Start-Ups. Founded in 2001, is present on international
markets helping companies to define strategies that allow them to grow in foreign markets and
international business. As a supplier of innovative solutions, adding business value through training
methodology implementation at a professional level, innovative formulas, methods of cooperation
and partner-ships, selection of HR and training on Internationalization, the company is able to help
in their way grow to SME’s and entrepreneurs.
In recent years FyG has developed and implement a number of European international cooperation
projects with Erasmus+ and COSME programme, dealing with enterprise creation and development,
employability, management, Start Ups training, internationalization, Gamification and Innovation of
the Entrepreneurial Training. FyG has experience in cooperating with institutions organizing
internships abroad, as Polish educational centres such as the Jagiellonian University, University of
Katowice and Rotterdam Business School in Netherland. The consultancy has been also worked as an
intermediary organization in ERASMUS for Young Entrepreneurs Programme in order to help young
“wannabe-entrepreneurs” of Valencia region to have a sort of traineeship abroad at an experienced
entrepreneur.

Project Information and Objectives
The B-CAPP project aims to empower entrepreneurs with the financial management skills and
knowledge required in order to help them run and manage their businesses successfully and
effectively. As lack of financial knowledge on managing a business is considered to be one of the

main reasons of business failure, this project will address this gap so that it can contribute to
reducing the rate of entrepreneurial failures. This however is only one aspect of overall financial
management. It needs to be complemented by smart use of ICT and not addressed in isolation. The
project complements financial management with the adoption of supporting ICT tools and processes
(e.g. cash flow tools, e-Procurement, e-invoicing, virtual marketplaces) as we have seen in the last
years that more digital SMEs incurred a lesser decrease in turn over (reasons are more cross border
activity through e-commerce, reduction in operating costs passed to customers making them more
competitive, etc.).
To do so, the project intends to produce a complete training program for financial
planning/management of start-ups complemented by smart use of ICT for reduction of operating
costs and cross border business activity leading to increase in competitiveness.
The transnational partnership consists of 8 partners from 7 countries: Crystal Clear Soft (Greece),
Civic Computing Limited (UK), ECAM-EPMI (France), Eurocrea Merchant (Italy), Fundación General
Universidad de Granada-Empresa (Spain), FYG Consultores (Spain), Visoka Poslovna Skola Par
(Croatia), Agentia pentru Dezvoltare Regionala Nord-Est (Romania).

Questionnaire objectives
This questionnaire belongs to the first Intellectual Output (IO) of the B-CAPP Project, the “Financial
Check Training Course – FCT Course”. This IO intends to produce a training course in which the
modules will address the learning outcomes required by entrepreneurs and individuals involved in
the management of start-ups in order to become “Financial Sustainability Managers”.
More concretely, the questionnaire corresponds to the second activity of the IO, “Needs Validation
Phase”. Through this activity, partners aim to conceive the envisaged needs of start-ups in relation
to financial knowledge and skills, as method for implementing winning practices and progress in
order to improve their financial and business performance. These conceived needs will be validated
with the results obtained from this questionnaire.
The questionnaire has been produced as method to provide also insight into the target group’s
vision on the tools that would support them in relation to the project results. Each partner has
collected a minimum of 40 responses from the target group (entrepreneurs and managers of startups) in order to ensure that the final conclusions included in each of the national reports will be as
close to the real situation of the target as possible.
More concretely, the questionnaire consisted on 5 sections: Personal data; Budgeting; Finance; Cash
Flow Management; ICT- Enabled Business Development. These sections correspond to the previous
analysis done by partners as part of this project. Through the following points, it will be possible to
see the outcomes obtained in Spain regarding the sections.

Summary of Question Results
SECTION A
Section A corresponded to the personal data of the respondents. The questionnaire was answered
by 40 people targeted by FyG, and the most relevant information was the following:







Age ranged from 22 years old to 55, with a mean age of 33 years.
Most respondents came from Spain, although there was one respondent from Argentina
Approximately 37% of respondents had been running their business for 1-2 years, while 33%
had done it for 3-4 years. 25% had run their business for more than 4 years, and only 5% had
run their business for less than a year.
The vast majority (more than 90% of respondents) had between 1 and 5 employees, with the
exceptions of 2 respondents with 6-10 employees and one respondent of 11-20 employees.
More than 25% respondents worked in Business Consultancy, while 23% worked in the area
of Technology. Other sectors named were education (3 respondents), food industry (4
respondents), fashion industry (2 respondents) and other sectors not mentioned in the
questionnaire (furniture, lamps, artisan work, law firm, among others).

SECTION B
Question B was focused on Budgeting. There was a total of 4 questions of different types, aimed at
discovering the general budgeting techniques performed by the respondents.
B.1 asked who created the cash budget in each company. The majority of respondents stated they
did the work, which makes sense considering how most of the respondents belong to microenterprises with a reduced level of employees and incomes. Only 5 respondents answered they used
an external accountant, and 9 used an internal accountant. From this point we can state that the
majority of budgeting work is performed inside the company and by the manager, highlighting the
need for this project to encourage a wider knowledge in financial issues, considering they will be the
ones in charge of those in their own organisations.
B.2 asked about the creation of cash budget. More than 50% used Excel, while 12% used a fully
computerised system. 25% made use of manual cash books and 5% only created copies of receipts
and invoices. It should also be noted that 1 respondent answered: “I do not create cash budget”.
Although it is positive that the majority of respondents make use of some type of cash budget
creation, it should be stated that there are still some respondents who are lacking this activity.
B.3 was about the tools that respondents knew or used. An issue with this question is the fact that
we are not able to know whether respondents actually used some of those tools or they just knew
about them. As happened in the previous question, the winner was Excel with more than 67% of
responses, while the rest of tools received at least one answer (ERP, Skiouraki, SAP, Ciel, Cougar
Mountain Software). Also, 10% of the respondents stated they did not know any of the tools
included as possible answers.
Regarding B.4, around 40% of respondents updated quarterly their cash budget, while 35% did it
monthly. This ensures that the majority of respondents rounded in these time constraints, and it is
positive to see that no respondent answered “yearly”.
From all the information obtained in this section of the questionnaire, it is possible to state that,
regarding Budgeting, Spanish companies usually keep that kind of work inside the company, and
entrepreneurs even do it themselves most of the times. The majority also keeps the updates to a
minimum of monthly update, which shows that cash budget update is probably not among the

highest priorities of the respondents. A condition highlighted as well by the fact that more than 50%
of respondents used Excel as tool and many of them had no knowledge of any others, instead of
looking for a more professional or computerised tool to perform this part of work.

SECTION C
Section C was focused on finance inside the start-ups and organisations from the respondents.
C.1 asked about the type of financial resources ever used by the respondents. The majority of
respondents answered: “bank loans” or “My own/family's/friends' money”. This makes sense
considering the information obtained in the national report from Spain, in which these forms of
financing were stated as the most common. Venture Capital and Business Angels were also used by
some of the respondents, although the percentages were much lower. Regarding crowdfunding,
none of the respondents used it, so unfortunately there was no information obtained on
Crowdfunding platforms used.
C.2 asked whether the respondents had obtained any advice before getting their financial resources.
The majority of respondents (80%) had obtained external advice.
From the answers obtained to these questions it is possible to see how Spain is a rather traditional
country in terms of financing, considering that the most used methods are banks and own resources.
More innovative options are entering the game, although in a more discrete point.

SECTION D
Moving on to section D, the area studied was Cash Flow Management.
D.1 looked at the methods used for cash flow estimation; answers were rather diverse, although
38% of respondents used a book keeper and 30% went with Management subjective estimates.
However, 12% used the consensus on expert opinion, and 10% had an accountant doing the
estimation; also, 7% used a Computer Simulation/Platform/Tool/Application. From these answers
can be seen a diversity of methods, although the two first named are rather common than the
following.
D.2 gave a series of statements for which respondents had to choose the one more similar to their
company’s procedures. 38% answered: “The company requires the use of a standard model for
forecasting cash flows”. Then, there was a similar situation between “The company has standard
forms to collect cash flows data and other investment information” (17%) and “The company
provides a standard procedure for estimating items like taxes, depreciation and salvage values”
(15%). However, there was also a 25% of respondents who answered: “There is no standard
procedure for generating cash flow information”. This is an interesting point to take into account
since it shows that one quarter of the respondents do not give the required importance to cash flow
information, an issue that could be improved by this project.
Moving on to D.3, the majority of respondents used an indirect method (67%) while a 33% used a
direct method.
D.4 intended to find out how respondents calculated cash flow ratios. A wide majority (67%) used
Excel to do so, while 10% used automated tools. It is relevant to point out that 23% of the
respondents did not use anything to calculate cash flow ratios, which means they do not take into
account this topic while managing the finances of their companies.
D.5 wanted to find out which cash flow automation tools respondents knew or used. As happened in
previous questions, the issue here is that there is no possibility to find out whether respondents

actually use the tool they marked in the questionnaire or they just know it exists. Answers were
distributed, with a 20% going to Quickbooks, 17% to Float, 13% to Pulse and 12% to Cushion.
However, 38% of respondents answered they did not know any of the tools, which makes sense
considering that in previous questions from this section the majority of respondents did not give
much importance to cash flow calculation.
In D.6, respondents had to answer how much money they had invested in their companies. First of
all, we should consider the possibility that respondents may have put the amount they invested at
the company formation instead of the total amount invested through the whole period of company
living. Also, we should take the numbers as estimations, considering how all of them are “round”
numbers. From responses given, we can state that the investment ranked from €3,000 to €35,000.
The mean between all investments was of €14,500, although the majority surpassed the €10,000
investment. These numbers show as moderate expense level, considering only one of the
respondents surpassed the €25,000, but it is true that considering the economic situation in Spain
achieving these levels of investment to create a company was a difficult task.
Regarding electronic invoices in D.7, half of the respondents sometimes use electronic invoices while
38% do not use them at all. Only 12% used completely electronic invoices. This shows how
companies are slowly moving towards electronic invoices, but a wide majority still prefers traditional
ones.
Looking back at all responses from section D, the first point to highlight is that Cash Flow
Management is still a quite unknown topic for many companies. The first point to stress is how all
responses that allowed participants to answer “none” or similar answers received a minimum of
20% responses, which backs up the concept of lack of information, interest or knowledge in cash
flow management. Also, the fact that the majority of companies use as tool Excel, instead of trying
out other type of specialised tools.

SECTION E
The last section of the questionnaire was devoted to ICT – Enabled Business Development.
E.1 asked participants to state the e-procurement systems they used. The most common answers
were traditional procurement systems (38%) and Prometheus (30%), followed by none (20%) and elicitatie (12%). From these answers we can state that the majority of respondents do not actually use
e-procurement systems (considering 58% either used a traditional system or no system at all).
Continuing with E.2, the question was a Likert Scale in which participants had to state their opinion
about the statement “Do you agree that the integration of e-commerce can help to the development
of your company?”. The majority of respondents either agreed or strongly agreed, while only 25%
neither agreed nor disagreed. These responses show how, even if participants in the questionnaire
may not be completely into the section topic, they actually believe in the positive outcome of ecommerce integration for the development of companies. This is a positive step in promoting this
type of topics in organisations.
The following statement, E.3, asked which e-commerce platforms participants would like to use in
order to sell their products. 65% answered “none”, while the rest of possible responses ranked
between 3% and 10%. This could be due to the fact that respondents mostly owned service related
business and felt these websites were not a good place to sell their services, or because they would
prefer other places. However, only one respondent answered “other”, including Amazon as a good
place to sell his/her products.

E.4 asked how often their products were sold online. It is interesting how only 25% of respondents
had never sold anything online, while 35% has sold less than one time a month, 10% 1 time a month
and 30% 2-4 times a month. Considering that in the previous question the majority of respondents
stated they would not use any of the platforms mentioned, it is possible that they are using their
own websites for selling their products; also, regarding services-related businesses, many times
clients appear after seeing the website of the company, and respondents may consider that as
online selling as well. Anyway, it is interesting to see how 75% of respondents actually sell online.
E.5 asked about the other side, how much respondents bought online. Only 1 respondent had never
purchased online, and 55% purchased less than one time a month. As almost all respondents are
online buyers, it becomes easier to show the benefits of facilitating the products of their company
online.
The final question of this section and this questionnaire, E.6, asked about the e-shop were
respondents bought the most. The clear winner was Amazon (67%) followed by e-bay (18%), while
the rest of possibilities had between 1 and 3 responses given. This result is pretty expectable
considering Amazon is one of the biggest online stores right know.
The main conclusion obtained from this section is how respondents know the benefits that can be
obtained from e-commerce, and how they themselves use online shopping. However, it is also
needed to stress out that the majority do not use an e-procurement systems or external online
shops.

Graphics
SECTION A
No graphs available for this section of the questionnaire.

SECTION B
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D.4. How do you calculate your cash flow ratios?
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you know / use?
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D.7. Are your invoices fully electronic?
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D.8. Which of the following tools of e-invoicing do you know
/ use?
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SECTION E
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E.4. How often do you sell your products online?
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E.6. From which e-shop do you buy the most?
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Conclusion
Several points can be highlighted from this report:
First of all, entrepreneurs are the ones creating the cash budget in their majority; this means that it
is necessary to ensure they know how to properly do this type of activity. This situation calls for the
type of activities and products that are intended to be produced through this partnership. Also, the
update of the cash budgets is not very frequent, which may be due to a lack of understanding of the
importance they have on a company.
Another interesting conclusion obtained from section C is how respondents usually rely in more
“traditional” investment possibilities. This could be because they are not fully aware of the
possibilities that other types of investment offer, which calls for an effort on helping entrepreneurs
learn about alternative financing methods.
Looking at cash flow management, unfortunately many of the respondents showed a lack of activity
in this department. It becomes obvious the need to show the importance of cash flow management
in any type of company, and to ensure that entrepreneurs are aware of the possibilities they can
access to through this topic, as well as its benefits for their organisation. Also, e-invoicing ranked as a
relatively low point, so the partnership should keep that in mind since the future is digital, and
companies need to be aware of it.
The digital future of companies also has relevance to the conclusions obtained from section E.
Procurement was not technologically used by many respondents, which means that the products
from this project could be useful for respondents as they would learn more about this topic.
However, the results from the rest of the questions were rather positive, with almost all
respondents buying/selling online, and all respondents knowing online stores. Of course, it was also
seen that the majority did not use external online stores for selling, but this could be because the
options given were not suiting for them, or because they prefer to sell internally through their own
website. However, the important point is the acknowledgment by almost all respondents to the
importance of e-commerce integration, which gives a really positive ground for this project to work
on.
The final, general conclusion, is that in most of the topics studied by this questionnaire respondents
showed a limited or a lack of knowledge, which stresses the need of B-CAPP to promote financial
issues as the ones presented in the sections of this report. It is believed after studying these results
that the products that will be created by this partnership will have a highly positive effect in
entrepreneurs in Spain, allowing them to take profit of the benefits included in the use of budgeting,
finance, Cash Flow Management and ICT- Enabled Business Development.

