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INTRODUCTION 
 
This document is a result of the project PAACE - PROFESSIONNALISER LES ACTEURS DE 

L’ACCOMPAGNEMENT A LA CRÉATION D’ENTREPRISE – developed with the support of the 

Lifelong Program, in Leonardo da Vinci Partnerships, promoted by ADRIMAG (Portugal), Couveuse 

Interface (FR), SACE (BE) and Union des Couveuses (FR). 

The main objective of this document is to present brief information about the enterprise creation and 

entrepreneurship support provided by the partners in the follow-up of the entrepreneurs. 

 

1. L’ ENTREPRENEURSHIP AT LOCAL LEVEL 

 The OECD (2004) considers that entrepreneurship and the creation of enterprises 

play a structural and dynamic role in terms of job creation, innovation and 

economic growth, poverty alleviation, creation of social opportunities and 

empowerment of the less favoured and marginalised social groups. 

The existence of a favourable economic environment is not going to provide an 

entrepreneurial activity all by itself – a country must create conditions and 

facilities for the development of entrepreneurship and entrepreneurs (Busch 

and Juska, 1997). For entrepreneurship to flourish, a number of conditions must 

be in place, such as financial resources, strong educational and training facilities, 

efficient infrastructures, uniform commercial law and limited regulations, equal 

opportunity, low taxes and tax incentives, free trade, support from large 

corporations, research facilities, industrial zones, public-private sector partnership 

and encouragement and support from society (Velasco, 2003). 

The ideal environment for entrepreneurship is where enterprises can take 

advantage of the agglomeration and proximity to use sources of information, 

qualified labour, technology and capital. Rural areas are far from this ideal 

environment as networks are poorly developed, innovative activities are not part of 

the local culture and enterprises struggle to become more competitive (Keeble 

and Tyler, 1995). There is an intimate relation between entrepreneurship and 

economic and social development (Malecki, 1997): the innovation developed 

inside local networks supports the existent enterprises and presents new 

opportunities for entrepreneurs to initiate a new business and to serve new 

markets.  
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Entrepreneurship is strongly affected by economic, social and institutional 

conditions both at local and regional level. The OECD (1998) considers that many 

important programmes to support entrepreneurship are best designed and 

implemented by local authorities or organizations. Specific factors at local 

level can encourage entrepreneurship through local measures and programmes 

designed and implemented by local authorities and institutions such as:  business 

incubators, advisory and information services, business networks, loan guarantee 

consortiums, information brokerages for informal venture capitalists, training 

schemes and entrepreneurship awareness programmes. Local initiatives have 

particular advantages in encouraging entrepreneurship through local measures: 

Actions can best be tailored to the specific needs of businesses and the 

involvement of a wider range of players can bring a richer mix of competences to 

the project. 

Local authorities and institutions have a role to play in considering the mobilisation 

and allocation of local programmes and design and implementation of 

entrepreneurship policies (CEC, 2003). For instance, managerial training 

programmes can best be delivered through local bodies or decentralised offices of 

national programmes. These local institutions can adapt schemes to an area‟s 

specific needs.  They can also operate near the trainees, allowing them to 

undertake training without spending excessive time away from the workplace. 

Although ESOs (Entrepreneurship Support Organizations) are important for the 

development of innovative and entrepreneurial projects in certain regions, and 

contribute to promote employment, social cohesion and enterprise creation, 

there are some difficulties and barriers to foster entrepreneurship and business 

creation.  

These barriers stretch throughout the whole society, but they are not alike for all 

individuals. Although some obstacles are common to all people, some groups face 

specific obstacles, namely, women, young people, people with disabilities, ethnic 

minorities, the unemployed, and people living in rural or deprived areas.  

There may be a variety of barriers to entrepreneurship, depending on the industry 

sector, region and type of enterprise (Martins et al, 2004). The Green Paper of 

Entrepreneurship (Commission of European Communities, 2003) identifies a 

number of common barriers that limit enterprise across the EU including: 

 Regulatory barriers, such us administrative barriers to entry; 

 Cultural and social barriers, such as the „fear of failure‟ and a lack of 
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entrepreneurial knowledge and skills; 

 Financial end economic barriers, such as, insufficient access to risk 

capital, seed/early stage capital and longer term financing. 

Besides the barriers linked to the individual, new and innovative projects related to 

entrepreneurship and business creation can face some implementation difficulties 

because barriers can occur and inhibit the promotion of entrepreneurship and the 

improvement and implementation of methodologies, instruments and processes.  

 

 

 

2. ENTREPRENEURSHIP PROCESS 
 

 Lundstrom and Stevenson (2005) consider that the entrepreneurship process 
consists of five phases: 1) Awareness; 2) Pre-start (nascent); 3) Start-up; 4) Early 
post start-up and 5) Maintenance and expansion. The process begins with 
becoming aware of entrepreneurship as an option and continues through the early 
stages of survival and growth of a firm.   

Recently, it has emerged that there are some institutions working in another phase 
in countries like France and Belgium. The couveuses allow testing and 
experimentation of a business without formally setting up a company. The 
couveuses provide entrepreneurs with a legal framework, which allows them to 
have their economic activity. The couveuses organise a real test of the activity, 
creating the necessary conditions for entrepreneurs to analyse the pertinence and 
economic viability of their project, with the support of partners and finance, and 
giving them the opportunity of evaluating their capacities to develop their project 
and to decide whether or not to set up the company. 

A couveuse is a structure that allows the reduction of risk and protects the initial 
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phase of an activity. It optimises the possibilities of success of an entrepreneurial 
project, teaching developers about the “entrepreneurship profession”. On the one 
hand, the entrepreneurs gets used to issuing invoices, manipulating information, 
studying the market and clients, and on the other hand, gives them the opportunity 
of testing the commercial viability of their project. 

The added value of the couveuses is to permit, before the creation of the 
enterprise, the test of a business in real context, giving the entrepreneur a legal 
and secure framework, a learning process and a network of beneficiaries. 

Completing the entrepreneurship process with the test and experimentation 

phase, we present six phases:  

  

 The awareness phase, is to raise the level of interest people in 

considering entrepreneurship as an option, providing opportunities for 

entrepreneurs to recognize their entrepreneurial qualities and behaviors 

 The nascent phase, is related with developing individual‟s intentions 

and actions towards starting a business, supporting nascent 

entrepreneurs and promoting the pursuit of certain opportunities. 

Enterprise centres and business support organizations play  a big role on 

this phase working to help people through the process of exploring ideas, 

gaining knowledge and skills, preparing business plans and mobilising 

resources 

 The test phase, is related with the test and experimentation of business 

ideas. Testing a company before setting it up improves the quality of 

projects, increases the survival rate of start-up companies and gives 

entrepreneurs the means to earn a fair living from their activity. The 

possibility of testing out their activity in the couveuse enables them to 

bypass the early phases of marginal, irregular and maybe even 

undeclared work and to make their activity official. The support 

programmes offered by the couveuses, whether it be through 

personalised coaching or group training, aim to ensure the autonomy of 

the incubator entrepreneur. The incubators allow everyone, and especially 

those not normally associated with the entrepreneurial culture, to attempt 

to create a company and make a success of their project. 

 The start-up phase, is where individuals start their business. In this 

phase, institutions give counselling and information, start-up financing, 

market plan assistance and training opportunities.  
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 The early post start-up phase, is related with (a) early success and 

failure; (b) the potential of growth companies; (c) seed financing 

possibilities; (d) market development; (e) administrative and regulatory 

burdens; (f) networking; (g) counselling; and (h) technology issues. This is 

a phase where many services providers target their support and where 

policymakers implement many measures.  

 

 The maintenance and expansion phase, is related with sustainability, 

productivity and growth issues. The areas of interest are administrative 

and tax burdens, labour regulations and rules, technology adoption, 

growth financing, internationalization and bankruptcy issues 

 

 

 

 
The Entrepreneurship Support Organizations work in 

different phases of entrepreneurial process, taking in 

account their competences, services and activities. ESOs 

linked to social economy, like business centres, business 

incubators and local development associations play a key 

role in the phase of pre-start-up phase, working to help 

people through the process of exploring ideas, gaining 

knowledge and skills, preparing business plans and 

mobilising resources. The services and methodologies of 

the project partners will be described in order to select the 

phase of their core competence. 
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Partner Services and Methodologies 
 

 

Adrimag – Rural Development Association (Portugal) 

 

 

ADRIMAG is a non-profit rural development association, created in 1991, whose main goal is the 

promotion of local development. Since 2003, ADRIMAG has been developing projects in the field of 

entrepreneurship and business creation. ADRIMAG has developed CRER1
 project, from 2004 to 

2007, in partnership with local and regional institutions and transnational partners from Belgium, the 

Czech Republic and France and which was co-financed by EQUAL Community Initiative, a part of the 

European Union's strategy for more and better jobs and for ensuring that no one is denied access to 

them. 

 

 

 

 

 

 
1
 CRER : Creation of Enterprises in Rural Area (création d‟entreprises en milieu rural) 

 

 

1. SERVICES AND METHODOLOGIES 

 CRER METHODOLOGY 

 

One of the results of the project was the creation of  CRER methodology. The CRER methodology 

was developed to support rural entrepreneurs in an integrative way throughout the following three 

different phases, as shown in figure 1: 

 Information and Nurturing entrepreneurship and business creation  

 Maturation and Finalisation of a business plan 

 Test and Experimentation of business ideas 
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Each phase involves different actions with several tasks. Each action has instruments and procedures 

in order to help the CRER development agent in supporting the potential entrepreneur throughout the 

phases. All the instruments were adapted from the existent instruments of the above-mentioned 

methodologies and institutions. 

As it is clear from figure 1, the only compulsory phase in which the prospective entrepreneur must 

participate is the phase of information and nurturing and according to the diagnosis of the 

entrepreneur/idea/project the entrepreneur can proceed either to other phases or to create 

his/her own business elsewhere.  

The experimentation and test phase is the most innovative one of all the process: it allows the 

entrepreneur to test the business idea, before the formal creation of the enterprise. This phase is the 

adaptation of the couveuses methodology (French model) to the Portuguese territory. It can be 

considered a radical innovation as it was not legally possible in Portugal to incubate business ideas 

before the beginning of this project. In this phase, the entrepreneur has the support of the CRER 

structure and his/her tutor in all main business areas: accounting, finance, marketing, communication, 

image, infrastructures, etc. 

The entrepreneur‟s support is given by the CRER project technicians/tutors that have produced all the 

CRER project instruments and methodology. They have participated in a training course, named 

FACE –Train the Tutors/Trainers for the Creation of Enterprises and Entrepreneurship – planned and 

promoted by one of the project partners, according to the competencies and abilities that are required 

to give the entrepreneur all the support.  

All the methodology was designed to facilitate the entrepreneur‟s work and adapted to the 

entrepreneur‟s needs and motivation. 

 

 

       I.    Information and Nurturing 

 

 The phase of Information and Nurturing is the initial phase of the 
process of rural entrepreneurial support. In this phase the 
entrepreneur is interviewed and her/his business ideas are assessed. 
A file is prepared with the personal details motivations of the 
entrepreneur, his/her business ideas and an analysis of the 
entrepreneur‟s needs in terms of support or resources. 

The objective of the interview is to analyse the entrepreneur profile, 
his/her technical and personal competencies, the business idea, the 
business viability and the possibility of supporting the entrepreneur in 
the next phases. This action is the most important in the whole follow-
up process as it ends with a business check-up about the 
entrepreneur/idea/project concerning the type of support the 
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prospective entrepreneur will be given (or not) during the following 
phases of the process. 

Clearly, all entrepreneurs must go through this stage as the diagnosis, 
as well as other instruments, will reveal the potentialities of the 
entrepreneur/idea/project. 

 

       II.   Maturation and Finalisation 

 

 The phase of maturation and finalisation is the phase of elaboration of 
the business plan. This phase begins with the establishment of a 
contract between the entrepreneur and the CRER institution, in order 
to define the duration and the terms of support and training.  

 

The training/support is composed by nine sessions of training and 
individual support, in which the technician/tutor supports the 
entrepreneur in the elaboration of the Business Plan. This support 
methodology was based on the methodologies followed by Boutiques 
de Gestion and Glocal/SISE project. 

 

The sessions are supposed to last for three months (4 months 
maximum), according to the available time of the entrepreneur and the 
tutor. This amount of time allows the entrepreneur to prepare the 
business research and to collect the necessary information to develop 
the business plan. The tutor helps the entrepreneur with the search 
and collection of information, and the training received by the 
entrepreneur is expected to help him/her with the preparation of the 
business plan. 

 

By the end of this phase, the entrepreneur must have a business plan, 
an investment plan and a financial plan and must understand, explain 
and defend the contents of it to third parties. 
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       III.   Test and Experimentation 

 

The experimentation and test is the most 
innovative phase of all the process: it allows the 
entrepreneur to test the business idea, before 
the formal creation of the enterprise.  

 

This phase is the adaptation of the couveuses 
methodology to the Portuguese territory. It can 
be considered a radical innovation as it was not 
legally possible in Portugal to incubate business 
ideas before the beginning of this project. 

 

The entrepreneur will have the support of the 
CRER structure and his/her tutor in all main 
business areas: accounting, finance, marketing, 
communication, image, infrastructures, etc. 

  

Before the formal admittance to the CRER 
structure for incubating the business idea all the 
documentation prepared during the previous 
phase needs to be approved by the CRER 
Admission Committee. The entrepreneur, with 
the help of the tutor, must define the objectives 
the new venture is to achieve during the test and 
book a file with the business plan for the 
Admission Committee to approve.  

 

The tutor must analyse this file and check that all 
procedures and criteria of entry are fulfilled to 
incubating the new business idea. The 
admission criterion is based on the potentiality of 
the entrepreneur and on his/her business plan.  

The Admission Committee is composed by all 
members of the CRER board of directors. Some 
CRER partners and other invited entities can 
also participate in the Admission Committee.  

 

 The admission Committee has the final call in 
the admission of the entrepreneur in test 
phase.After the approval a contract must be 
signed by CRER representatives and by the 
entrepreneur and must contain the objectives 
that the entrepreneur wants to achieve, as well 
as the competencies, duties and rights of the 
members.   

During the test and experimentation, the 
entrepreneur has the opportunity to test his/her 
business without the formal creation of the firm. 
The entrepreneur will have administrative 
support from the CRER structure, which will be 
responsible for the emission of invoices and 
receipts during this phase. 

 

Regular meetings are expected to take place 
between the tutor and the entrepreneur 
throughout this phase. Regarding accountancy, 
the entrepreneur must analyse all accounting 
incoming and outgoing documents, expenses, 
sheet balances, funds, etc. Regarding 
commercial issues, the entrepreneur receives 
support in the preparation of all communication 
and image instruments, the promotion of the 
activity and in the assessment of the monthly 
sales. 

A balance of the entrepreneur‟s competencies is 
going to be prepared regularly in order to 
assess the activities developed and the results 
obtained during this phase.  

Taking into account the both the business idea 
and the entrepreneur‟s evolution, the Committee 
will make some suggestions about the 
entrepreneur, the business idea and the project 
in order to a successful new venture can be 
formally created. 
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       VI.   SIM – Micro Credit System 

 

 SIM is a micro credit system for self employment and enterprise creation 

promoted in partnership with a bank – Caixa de Crédito Agrícola Mútuo and the 
GLOCAL project. The project started in Douro region but it started to be 
disseminated to other regions of Portugal in 2006. ADRIMAG joined SIM in 
2006/2007. 

This system consists of making a finance credit line available for enterprises 
created in the regions that have associations that joined the network SIM na 
Minha Terra. It is intended for promoters who want to have the advantage of 
special financing for business creation for micro- and small enterprises and find 
an appropriate and speedy financing solution. Thus, SIM helps to: 

 

 Find flexible finance solutions that match the specificity of each 

enterprise 

 Accelerate the decision-making process 

 Overtake the barriers represented by the need for guarantees, in 

finance support 

 Promote the creation of enterprises and employment 

 Establish enterprises 

In terms of support and incentives, SIM has the following 

characteristics:  

 The maximum amount of credit is 75% of the total investment in the 

enterprise, with a ceiling of 25,000.00 Euros; 

 The operations have a reimbursement term of 5 years, with the 

possibility of adjustments in the light of the company‟s financial flows, 

and a period of nonpayment of 6 months 

 Loans are repaid by means of monthly payments 

 The interest rate is the 6 months Euribor rate, with a 2% spread 
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2.     LEGAL, SOCIAL AND ECONOMIC CONTEXT 

 

 
ADRIMAG has appropriated the couveuses and 
boutiques de gestion methodologies in its services. 
The appropriation of the couveuses methodology 
was a difficult and long process.  

 

The innovation and complexity of the couveuses 
methodology demanded a very hard work, in order 
to adapt and to create all the instruments needed 
for the development of the methodology.  

 

The adaptation of the business creation process in 
order to integrate the new phase of test and 
experimentation of business ideas was crucial. 

Regarding legislation, there were two kinds of 
problems: one concerned with the institutions and 
other concerned with the potential entrepreneur. 
Institutionally, prior to this project, there was no 
legislation regarding entrepreneurship support 
organization providing services of testing and 
experimentation of business ideas. Regarding the 
entrepreneur, the Portuguese legislation does not 
allow an unemployed person to receive social 
benefits while exercising a new business venture, 
even in the test and experimentation phase of the 
new firm creation process. 

Due to a gap in the Portuguese legislation, before 
the CRER project Portugal did not have any 
institution with the objective of testing and 
experimenting business ideas.  
 
So, the decision of the partnership was to create an 
association to help the entrepreneurs with all the 
procedures in the test and experimentation phase, 
namely, in order to create the legal environment for  

 

 the potential entrepreneur to issue invoices and 
receipts whilst the firm has not legally created. 
 
The test and experimentation phase is a particular 
step in the process of business creation that is not yet 
legally regulated in Portugal.  
 
There are several ways and modalities of 
entrepreneurial/enterprise creation support: training of 
short, medium and long duration, training in action, 
individual and personalized follow-up.  
 
During the phase of support and training, what is the 
status of the potential entrepreneurs? Unemployed? 
Trainees? In probation? Entrepreneurs? Can they be 
unemployed and can they continue to receive their 
unemployment benefits? 
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This process of follow-up during the test, in which the entrepreneur is active and producing products or 
providing services, question the entrepreneur status because: 

 

 

  The beneficiary cannot be considered as unemployed because is neither 

looking for a job, nor is available for work; besides that, the beneficiary is 

not unemployed, because is working for the promotion and development of 

his/her own business, because he/she has to sell his/her products and 

services to test the business and to make the analysis of the economic and 

financial viability of the business; 

 

 The beneficiary cannot be considered as a trainee, because the training 

that he/she receives is tailored to his/her business specific needs. 

Accordingly, the support that he/she receives is not a formal training that 

fits in the legal framework of the professional training in Portugal, namely in 

terms of structure, modules and training program; 

 

 The beneficiary cannot be considered as being in a probation, because 

although she/he develops her/his own activity in a real context of work and 

for is own benefit, he/she does not have practical on-the-job training; 

 

 The beneficiary cannot be considered as a manager, because she/he does 

not have an enterprise created, the products that she/he sells and the 

services that she/he develops are not invoiced in the name of the 

beneficiary  but in the name of the structure that gives them the legal and 

juridical framework.      
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The main objective of the CRER project was, at first, the transference of the couveuse methodology to 
ADRIMAG‟s territory, which was a radical innovation in the territory.  During the study visits, it was clear that it 
was not possible to transfer only the couveuse methodology as in France it was being used intertwined with the 
Boutique the Gestion methodology in order to help potential entrepreneurs with the elaboration of the business 
plan. Clearly, in France both methodologies are interconnected. 

This means that before the entrance in the couveuse, the entrepreneur needs support to create his/her 
business plan and to structure the project idea and objectives. The support of the entrepreneur in France, 
before the entrance in the couveuse, might be developed by the Boutiques de Gestion (or other institutions or 
experts, including consultants, for instance). 

During the experimentation of the methodology, in the implementation of CRER project, it has been very 
difficult to explain to entrepreneurs the methodology during the phase of test and experimentation because of 
the innovation of the methodology in Portugal. The status of the entrepreneur during the test was also difficulty 
to define due to the specificity of the test and the support legislation (that already exists in France). 

The solution found taking in account the status of the entrepreneur was that the entrepreneur would be a 
trainee during the test and experimentation phase of the business idea. This allowed circumventing the gap of 
the Portuguese legislation that encourages all unemployed to receive training during their unemployment 
period. 

Concerning the legal status of the Portuguese couveuse the decision of the DP was to create an association – 
CRER – Centre of Resources and Experimentation - because it could do all the activities and promote all the 
services of an entrepreneurship support organization. 

 

3.     CONDITIONS AND LIMITS OF FOLLOW-UP 

 

The service of ADRIMAG to entrepreneurs is a free of charge to unemployed people  and young people looking 

for their first job. ADRIMAG does this service to promote local development, which is the main goal of the 

association. Because ADRIMAG doesn‟t have any kind of financial support to give advice to entrepreneurs, the 

support given to the entrepreneurs must be developed taking in account the availability of the support agents 

and the entrepreneurs profile and motivation.  

ADRIMAG applies an instrument – business check up - to evaluate the entrepreneurs‟ profile, the business 

idea and the project of enterprise creation, in order to select the entrepreneurs more motivated to create their 

own business. Only entrepreneurs with a clear business idea can go on in CRER process. 
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Union des Couveuses and Couveuse Interface (France) 

 

 

 

 

 

1.       SERVICES AND METHODOLOGIES  

 

       I.   Union des Couveuses or Union of Business Incubators 

The Union des couveuses d‟entreprises or Union of Business Incubators was first established in 2002, 
and is a federation of associations and co-operatives that receive support from numerous national 
partners. There are currently more than 121 business incubator centres both at home and in the 
overseas territories, and they are an expression of solidarity and social cohesion.  

So, what exactly are our objectives? To assist women and men to earn an honest living from their 
business activity, to generate value, and in so doing, contribute to creating a sustainable future.  

In order to achieve this, we pay close attention to professionalising the network. Together, we have 
defined a common core of expertise, a reference point for services. We offer our members training and 
distribute expert literature for educational purposes.  

We are in contact with the public authorities, and we have also dedicated all of our energy and expertise to 
implementing the  CAPE

1
   agreement (Contrat d‟Appui au Projet d‟Entreprise brought into existence by the 2003 

Economic Initiative Act). 

ENHANCED TERRITORIAL COVERAGE 

  

  Belgium 

61 Departments covered 

140 Centres 

  Active business incubators 

 Planned business incubators 

     

 Corsica Guyana Guadeloupe New 
Calédonia 

     

 

 

 

  Réunion Martinique Mayotte 
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       II.   Business Incubators to Test Projects on a Real-life Scale: 

A business incubator unit is a communal learning centre that enables people who are setting up a 
business to test their project on a real-life scale. 

Real-life Scale Test 

 The business incubator provides a legal framework (legislative, social, fiscal) that enables 
project owners to test their business activity over a limited period. 

The business incubator test must enable the test entrepreneur to evaluate her/his 
entrepreneurial capabilities and the economic viability of the entire project by means of 
test analysis and decision-making tools. 

Target Audience 

 The business incubator potentially targets any business project owner, and in particular: 

- People facing economic and social difficulties, but who have know-how (or a concept) that can be 
traded on the economic market within the context of a small company and who experience a need and 
a demand for learning entrepreneurial skills. 

- As well as people who offer an atypical and innovative project that needs to be checked for 

economic viability. 

As part of the test, the test entrepreneur must generate turnover. 

Learning Entrepreneurial Skills 

 The business incubator provides an educational framework that promotes the taking of 
responsibility and independence on the part of the test entrepreneur. 

The support given must be continuous, tailor-made and personalised throughout the 
entrepreneurial learning process. 

The learning journey of a test entrepreneur is structured into stages, based upon written 
methods (admission, support, balance-sheet, exit). 

Group Dynamics 

 The business incubator encourages group dynamics between its clients, and ensures a 
diversity of projects and people. 

Partnership Dimension 

 The business incubator provides a partnership that is both institutional (Management 
Committee) and operational (Technical Committee and Admissions Committee) and forms 
an integral part of local development initiatives. 
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       III.   Journey of a Typical Test Entrepreneu 

 

 

       IV.   Development of the Business Incubator Activity 

IN 2009 : 3650  PROJECTS SUPPORTED   950 BUSINESSES SET UP 

   

 ENTREPRENEURS SUPPORTED BUSINESSES SET UP 
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2. LEGAL, SOCIAL AND ECONOMIC CONTEXT 

 

       I.   How have business incubators come into existence? 

In the 1990s: There was a growing awareness among the business development networks, particularly the 
Boutique de Gestion Espace, that „the act of setting up a business‟ is a major step for many budding 

entrepreneurs. One solution would be to provide enhanced business support in order to assist the „applicant 
entrepreneur‟ to test his/her project and to learn to manage and develop their project.  

Step by step, the business incubator concept crystallised: Testing the business on a real-life scale and 
learning the skills of a managing director.   

In 2000, the  DGEFP2
 became interested in this emerging system and promoted its experiments. As 

a result, local initiatives were able to develop with the support of their institutional partners, such as the  

DDTEFP
3
 ,  CDC

4
 and European programmes. 

The EFICEA
5
 which is an association for business information and exchange, was put in charge of 

organising and co-ordinating work groups to enable these new business incubators to exchange 
practices.  

The 2003 Economic Initiative Act and its decrees which came into force in 2005 then legalised this 
system by creating a transitional concept: CAPE (contrat d'appui au projet d'entreprise or business 
project support agreement), which is the only legal contract that authorises business testing. 

 

       II.   CAPE: The Only Legal Contract Authorising Business Testing 

 

The Business Project Support Contract (Contrat d'Appui au Projet d'Entreprise) came into being 

as a result of the Economic Initiative Act, which was pubished in the Official Gazette on 5 August 

2003. 

OBJECTIVES 

This contract has to be concluded in written form, and links the project owner who wishes to test her/his 

business idea and an advisory structure that will support and assist the latter with his/her project throughout the 

test phase (and possibly during business start-up). The Act stipulates that the term of this contract must not 

exceed 12 months, and that the contract can be renewed twice. The Act that introduced the C.A.P.E. contract 

provides a legal framework for testing the business on a real-life scale and stipulates the obligations and 

responsibilities of each of the parties from start to finish of the contract: before the start-up of the actual business 

and after start-up of the business, both before and after the business is registered. 
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TARGET AUDIENCE 

 Any person with a business start-up project or business take-over project, except people in full-

time employment : 

 

 A part-time employee 

 A person receiving minimum social security benefits (RMI
6
, ASS

7
, API

8
, AAH

9
) 

 A jobseeker 

 Or a business director, providing she/he is the sole owner of the business receiving 

support (EURL
10

, SASU
11

). 

BUSINESSES CONCERNED 

 A company, partnership or a public legal entity (national authorities, EPA
12

 , EPIC
13

 ), providing it 

offers a preparation programme for a specific period for a business start-up or business take-over 

or to manage a business activity for a project owner.  

NATURE OF THE REGULATION 

 The C.A.P.E. contract allows project owners to benefit from a status that secures their 

social securities benefits : 

Throughout the entire term of the C.A.P.E. contract, the project owner benefits from: 

 

 Social security benefits from the general Social Security System 

 Cover in the event of an industrial accident or work-related illness 

 Unemployment cover 

___________________________________________________________________________ 

   
2 DGEFP: délégation générale à l‟emploi et à la formation professionnelle or General Delegation for Employment and Professional 

Training 

  
3 DDTEFP: directions départementales du travail, de l'emploi et de la formation professionnelle or Departmental Directorates for Labour, 

Employment and Professional Training 

  
4 DDTEFP: directions départementales du travail, de l'emploi et de la formation professionnelle or Departmental Directorates for Labour, 

Employment and Profess  CDC: caisse des dépôts et consignations or Deposits and Consignments Bankonal Training 

  
5 EFICEA: échanges, financements, information pour la création d'entreprises et d'activités or Exchange, Finance and Information for 

Establishing Businesses and Activities 
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  

The project owner can retain his/her unemployment benefits throughout the term of the C.A.P.E. 

contract. She/he can gain a new entitlement to unemployment benefits in case of remuneration 

during the C.A.P.E. contract. (In that case, the contract must specify the method of calculation 

and payment of the remuneration). He/She benefits from further provisions relating to hygiene, 

health and safety, and working conditions. 

The contract must specify, for example : 

 The preparation programme for setting up or taking over a company and for managing an 

activity proposed by the support structure. 

 The nature, amount and the terms and conditions of use of the resources made available 

to the client, as well as their possible evolution over the course of the contract. 

 If applicable, the calculation methods or the fixed amount of remuneration from the 

support structure as well as their possible evolution over the course of the contract. 

 Methods for early cancellation, etc. 

___________________________________________________________________________ 

    

 
6 

  RMI: revenu minimum d‟insertion or Income Support 

 
7
  ASS: allocation de solidarité spécifique: Specific Social Security Allowance (minimum) 

 
8
  API: allocation de parent isolé or Single Parent‟s Allowance 

 
9
  AAH: allocation aux adultes handicapés or Adult Incapacity Allowance 

10
  EURL: entreprise unipersonnelle à responsabilité limitée or Sole Owner Private Limited Company  

11
  SASU: société par action simplifiée unipersonnelle or Simplified Public Limited Company  

12
  EPA: établissement public à caractère administratif or Public Administration Company  

13
  EPIC: établissement public à caractère industriel et commercial or Public Utility Company   

 

       III.   Role of the Business Incubators in the Start-Up Process 

The business incubators intervene at a very specific stage in the business start-up process: The pre-
start-up test. 
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          EMERGENCE 

 

The  

general public 
_________________ 

            WELCOME 

 

Owner of 

 an idea 
 _________________ 

Personalised  

support or  

group support 

    

 

    Owner of a  

registered project 
      _________________ 

 

                                    Support to   

                                    a business  

                                     in infancy 

 

 

             COUVEUSE  

                  TEST   

                                                    Business 

                      established                                                            

                                      _________________ 

                 BUSINESS  

            INCUBATOR TEST 
                               _________________ 

 

 

Stage 1 : The general public  who may or may not have an idea for starting a business 

 Objective: Demystification, Information 
 

Stage 2: Owner of an idea or a project 

 Objective: Information, Process Definition 
 

Stage 3: Registered project owner 

 Objective: Support, Theoretical training, Approval of Person/Project, Business Plan 
 

Stage 4: Test entrepreneur (project owners having successfully proven their project) 

 Objective: Legal Guardianship of the Activity, Accountancy Follow-Up, Personal Support, 

Personal and Group Learning, Networking 
 

Stage 5: Business Established 

 Objective: Advice to Managing Director, Access to Resources, Networking 
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3. CONDITIONS AND LIMITS OF FOLLOW-UP 

This phase consists of a general support phase, which entails putting the project owner into 

real-life situations with personalised support, and a phase of specific training courses for 

operational purposes. The business incubator support is interspersed with a series of regular 

personal interviews with a project leader who provides advice. 

 

       I.      Integration into the Business Incubator 

 

The project owner attends for half a day, to receive information concerning 

  The business project support contract (CAPE), the legal framework for the test 

 The internal rules and regulations 

 The accountancy procedures within the business incubator 

 Presentation of the invoicing and management software to be used by the test 

entrepreneur 

 

The test entrepreneur is allocated an advisor whom he/she will know by name. In liaison with the 

advisor, the test entrepreneur defines qualitative and quantitative objectives in a contract of 

objectives, as well as a clear action plan. 

 

The administrative formalities linked to the CAPE contract are implemented (Registration of the 

CAPE6 contract with ‟Urssaf 14 , etc.). 

14
  URSSAF: Unions de Recouvrement des Cotisations de Sécurité Sociale et d'Allocations Familiales – 

Social Security and Family Allowance Contributions Collection Agencies 
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       II.       General Support 

 

In the course of this phase, the test entrepreneur benefits from personalised support that 

promotes vocational learning, similar to an „entrepreneur apprenticeship‟. He/she benefits 

from the technical support provided by the business incubator, e.g. 

  Commercial development of her/his business, setting up a customer database 

 Compiling business proposals or responding to invitations to tender 

 Checking of legal and regulatory aspects  

 External communication  

 Knowledge of the professional environment: network, professional documentation, 

etc. 

 

In practical terms, this phase involves regular personal interviews with the advisor at the business 

incubator unit. 

The test entrepreneur is put into a real-life situation for starting up a business: 

 The test entrepreneur markets her/his product or service, i.e. compiling quotations, 

invoices, sending mailshots, distributing business cards, taking orders, contacting 

suppliers. 

 

 

 The test entrepreneur runs his/her business, whilst ensuring compliance with all the 

legal requirements and taking full responsibility. 

 

 

 The test entrepreneur capitalises part of the margin that the business may generate in 

order to accumulate business capital by the end of the incubation process. 
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       III.     Specific Training Courses 

 

One of the aims of the Business Incubator Interface is to enable the test entrepreneur to fully 

acquire the skills of a Managing Director through specific training courses. Throughout the 

test period, the test entrepreneur benefits from: 

 Training on marketing and sales campaigns, with two main objectives: 

 

- To know and understand the basic essentials of a marketing and operational 

strategy, which are part of setting up a company and a business activity, and this 

based on clearly defined specifications (market research, marketing mix and sales 

strategies). 

 

- Coherence of the business activity and of the project proposals, business action 

plan, communication, television campaign, sales negotiation, commercial tools 

and documents. 

 

 Training on management tools: The aim is to provide the management tools and 

performance indicators, to enable the entrepreneur to take the appropriate strategic 

decisions for monitoring and growing the business. 

 

- Forecasting tools and performance indicators 

- Cash-flow management 

- Profitability threshold 

- Analysis of discrepancies 

 

 Training on the various legal forms, on taxation, on social aspects: It is a matter of 

providing essential legal knowledge in order to optimise the organisation and the 

running of the business activity. The training course will cover: 

 

- Choice of legal status 

- Different tax systems 

- The social system of the business operator 

- Social security contributions 
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       IV.           Group Workshops and Entrepreneurial Networks 

 

Once a month, the business incubator organises workshops to put the test entrepreneurs in 

real-life situations and to allow a mutual exchange of information between the entrepreneurs. 

The intention is also to invite external players to participate in the topical meetings: chartered 

accountants, insurance companies, Urssaf advisors, advisors to the self-employed, etc. 

The business incubator will also offer awareness workshops on the PROGRESS system, to 

create awareness on social responsibility and environmental issues, etc. 

 

The business incubator generates group dynamics between the test entrepreneurs, to 

provide a source of role models and to enhance the projects and the feeling of 

solidarity. 

 

        V.  Administrative and Accountancy Follow-Up 

 

The business incubator keeps the accounts for the test entrepreneur, ensuring compliance 

with the specific rules of the CAPE contract of the Union des Couveuses [Union of Business 

incubators].  

The test entrepreneur is involved in keeping the accounts for his/her business activity and the 

advisor ensures that the test entrepreneur acquires the tools in order to set up her/his own 

accounts and management system. Thus, the test entrepreneur and his/her advisor use on-

line invoicing, management and accountancy software www.couveuseinterface.com 

(they receive an identifier and password) which will enable them to set up a shared 

management system for the business:  

 

 The test entrepreneur issues her/his sales invoices and captures the sales invoices 

and business-related travel expenses with the assistance of his/her advisor. This 

method enables the test entrepreneur to gradually do his/her own accounts. 

 The advisor provides support whenever the test entrepreneur experiences difficulty in 

using the software and ensures correct data capture. 
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At the start of every month, all test entrepreneurs 

have a meeting with the business incubator 

accountant who checks the accountancy entries 

one last time. The accountant collects the 

supporting documentation (sales invoices, road 

tolls, etc.) in order to reimburse any advance 

payments and expenses incurred as part of the 

cash-flow management, which is specifically 

adapted to the personal situation of the test 

entrepreneur. 

 

This software provides the test entrepreneur 

with real-time figures relating to turnover, 

expenses, and the final balance of his 

business. 

 

Throughout the test period, a quarterly follow-up 

committee evaluates the progress statement of 

the test entrepreneur, and the business 

management skills acquired by the test 

entrepreneur.  

 

 

        
 
       VI.  Test Entrepreneur Exit 

 

 A final statement with recommendations will be drawn up in liaison with every project owner. 

There are several possibilities: 

 Business start-up 

 Return to paid employment 

 Return to training 

 Project cancellation 

___________________________________________________________________________ 

  
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SACE – Test Business Incubator (Belgium) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

1. SERVICES AND METHODOLOGIES  

 

        I. Stage 1 

 The applicant is identified during information sessions organised by the operator or their partners 

and during an initial interview. The applicant then prepares an application as part of the pre-start-

up support phase offered by the upstream partner agency (ADL
15

, support structure, etc.) or the 

business incubator unit. 

 

This file consists of the following: 

 

 Commercial, financial and legal feasibility study 

 Business objectives 

 Business strategy 

 Stock exchange investment plan 

 Forecast for the duration of the test 

 Strengths and weaknesses of the owner/project combination (SWOT analysis) 

 Specific training requirements 

 Appendices: Copy of I.D. card, CV, access to management and professions, … and 

any document that is necessary to compile the file. 

___________________________________________________________________________ 

   
15 ADL: Agence de développment local: Local Development Agency 
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Procedure :  

                              SACE 
   Initial contact SACE , Je Crée Mon Job [I create my  job], Caisse 

sociale d’indépendants et banques partenaires [Social 
Department for the Self-employed and Partner Banks], 

Maison de l’Emploi [job centres] Forem16
 [Training 

and Employment Agency], ONEM17
 [National 

Department for Employment], agencies for 
entrepreneurial awareness and ADL [local 
development agencies] 

  
   Assistance with compiling the file SACE , Je Crée Mon Job [I create my  job], Caisse 

sociale d’indépendants et banques partenaires [Social 
Department for the Self-employed and Partner Banks], 
Centre PME 3000 [SME Centre 3000], Ichec Start Up or 
ADL [local development agencies] 

  
   Prior to the committee Meeting with applicant / business incubator co-

ordinator to validate the file with the advisor 

  
 Who presents the file to the committee? Advisor (internal and external) 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Admissions Committee: 

 

  SACE 
 Composition of the Committee  A Forem [Training and Employment] 

representative 

 Project advisors  

 Management 

 Calendar 10 committees/per annum 
   

 Mission
 

To evaluate the file, validate the coherence between the 

project and the owner, issue recommendations, approve 

the grant request (maximum EUR 5,000), evaluate the 

feasibility. 

 ___________________________________________________________________________
 


16 RIS: revenu d‟intégration sociale: Social Integration Income (income support) 

17 CPAS: centre public d‟action sociale: Public Centre for Social Assistance t) 
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       II. Stage 2 

If the applicant is accepted, an entrepreneur training contract will be signed between the business 

incubator, the applicant and the FOREM, stipulating the general programme and its duration. 

 

A second more detailed contract will be signed between the business incubator and the 

trainee, covering the following: 

 

 The rights and obligations of the parties 

 The internal rules and regulations 

 The training programme 

 The amount of the grant and how it is used 

 The exit methods 

 

The financial grant is released for the initial purchases in accordance with the authorised investment 

plan and upon presentation of purchase orders. 

 

Type of permitted expenditure: 

 

 Advertising costs (leaflets, business cards, website, signage, etc.) 

 Raw materials and goods 

 Tools and small equipment 

 Investment (machinery, computer, furniture, etc.) 

 Fixed and variable costs: rent, lease-related charges, insurances, fuel, maintenance 

costs, etc. 

 

The applicant then starts up his/her business activity (prospecting, quotations, production, services, 

sales) under the legal and commercial guardianship of the business incubator: commercial contracts 

signed by the business incubator, invoicing on the VAT no. of the business incubator, various 

insurances, etc. 

 

Invoicing and payment of suppliers take place from the business incubator, with regular accounting 

and financial statements. 
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Recommendation: Minimum term of 6 months to maximum 15 months 

 
 
 
 
 
 
 
 

Personal and group training courses take place every week depending on the learning 

requirements and the applicant benefits from follow-up and coaching in her/his strategic 

choices and business management.   

The entrepreneur networks by means of internal seminars and business circles organised by 

other partners.  

Some B2B-related activities may require the recruitment of a mentor, whose duty will be to 

provide technical follow-up and human relations support. 

 

Programme : 

 

Full-time training (35 hours or more) from Monday-Friday, organised as follows: 

   

   A weekly 3-hour seminar 

 Personal training and follow-up at the business incubator unit: 2-4 hours/week 

 Practical training (management, production, sales) managed by the applicant 

based upon a weekly schedule submitted to the co-ordinator. 

   

 Training period: 

   

                            SACE 
                                               

                                          9 MONTHS 

 

                 extended up to 12 months depending on the case 
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       IIII. Stage 3 

This stage includes intermediate evaluations of sales and financial results and managerial 

competencies. Their aim is to assess the potential success or failure and to envisage the direction of 

the project or possibly an extended term at the business incubator unit.  

The last two months consist of preparing a new business plan in liaison with the applicant, containing 

a two-year forecast. This file may possibly be submitted to a credit institution. 

At the end of the process and if the test proves conclusive, the entrepreneur will receive support with 

completing the business start-up formalities and finance applications. Any profits made, as well as any 

stock and equipment, are returned to him as part of the exit agreement.  

The entrepreneur is then offered post start-up follow-up, which may take place either in-house or be 

performed by an external partner agency. 

If the test proves non-conclusive, the applicant leaves the system without any financial, fiscal or 

social debt, and is then directed to other partners (FOREM, CPAS, Carrefour Emploi Formation 

[Employment Training Centre]…).  

 

            2.   PERSONAL AND GROUP TRAINING PROGRAMME 

These training courses are presented by in-house instructors, sub-contracted to specialist training 

organisations or led by external experts (insurance companies, bankers, lawyers, etc.). 

 

One of the advantages of calling upon the services of external professionals is to put the entrepreneur 

in contact with resource agencies. 
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The six foundation stones of competency are defined as: 
 

Entrepreneurship  Competency profile 

 Personal management and personal presentation 

 Time management 

 Stress management 

 Management of human resources, etc. 

 

Sales / Marketing  Sales techniques: communication, sales argumentation, 

prospecting, sales negotiation, etc. 

 Market research 

 Production of advertising materials 

 
 

Accountancy / Taxation  Simplified accounts: debit and credit ledgers, book-keeping 

ledgers, compiling invoices and quotations, income and cash 

ledgers. 

 VAT return 

 Personal taxation: tax-deductible expenses, tax calculation, etc. 

 
 

Management / Finances  Performance indicators 

 Stock management 

 Credit control 

 Financial management 

 Cash-flow and financial plan 

 Bank loans 

 Micro-finance 
 

Law  Commercial law: commercial contracts, insurances 

 Social law: self-employed status, employer obligations, 

bankruptcy law, temporary labour, etc. 

 Start-up formalities 

 

IT  Use of Word and Excel to produce documents (advertising, 

commercial and managerial) 

 Use of internet to find information or to advertise one‟s services 

 Use of Powerpoint to present one‟s services 
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Coaching 

 

 The co-ordinator or advisor take on the role of coach.  Coaching in a business incubator means 

the relationship in which the coachee (project owner) learns to draw up a balance-sheet of his 

assets and resources in order to undertake and define his professional project, to assess the 

risks, to select the fields and means that will enable her/him to progress and to advance in his/her 

project and to become independent at the end of the relationship. 

 

The role of coach is to assist the trainee entrepreneur to: 

 

 Build self-confidence, self-esteem 

 To self-assess, take a step back and to question oneself 

 To find the means and solutions in order to progress 

 To train 

 To be open to change 

 To increase her/his performance 

 

 More so than an advisor, the coach acts as 

a reference point for the coachee and 

facilitates communication: listening, 

motivating, being non-judgemental, leaving 

the decision-making related to the business 

project to the trainee entrepreneur, etc. 

Coaching requirements will vary from one 

applicant to another depending on their 

personal and professional experience, but 

also their social environment. However, this 

professional relationship is one of the main 

driving forces of “entrepreneur-ability”. 
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       3.  NETWORKING AND MENTORING 
 
Networking between applicants takes place at 

seminars. Group dynamics will form even though 

the state of progress of the individual businesses 

will differ from one entrepreneur to another 

depending on their admission date. The 

networking is intended to break down feelings of 

isolation, and enables project owners to adopt the 

identity of „trainee entrepreneur‟ in view of peer 

recognition, it creates synergies between the 

trainees and develops personal and professional 

contacts.   

 

The business incubators also regularly organise 

activities that create opportunities for contact 

between established entrepreneurs and the 

applicants. In addition to the business-related 

exchanges that takes place, it has been noted that 

the success of some entrepreneurs motivates 

others.  

 

At some business incubators, one has also noted 

an emergence of club projects organised by 

entrepreneurs, but these have quickly come up 

against the wish of some trainees to attend 

traditional business circles, and the fact that some 

organisors have also lacked the time to run this 

type of networking during the start-up phase of 

their business. 

 

Starting from the premise that the success of a 
business project also depends upon the ability of 
the applicant to communicate, to advertise 
himself/herself and to build a network of contacts - 
which may pose a problem for a previously 
unemployed person who no longer benefits from a 
professional network - the business incubators 
develop synergies with existing business circles, 

 such as chambers of commerce, UWE (Federation of Walloon 

Businesses), etc., and introduce the entrepreneurs to their initial 

contacts. 

Furthermore, as part of this networking, mentors are approached 

and recruited in order to provide support both for the technical 

aspects of the project as well as to promote its development.  

 

Thus, entrepreneurs benefit from professional advice in their 

industry, for example, in order to gain a greater understanding of 

the market, to differentiate themselves from their competitors, to 

benefit from a diagnostics facility on the technical feasibility of the 

project, and to improve their range of services or products, etc. 

 

The contact established in this way facilitates the creation of a 

relationship in which the mentor, in addition to sharing her/his 

competencies, may be willing to make his business contacts 

network available to the project owner or to sub-contract some 

contracts. 

 

At the end of the business incubator process, the mentor can act 

as a substitute for this support structure in order to continue to 

advise the entrepreneur on his/her management and development. 

 

      Recommandations : 

 

To build up a programme of personal 
and group training courses based on the 
core competencies to be acquired in 
order to run a business, training courses 
organised either in-house or externally. 

To develop the business network and 
sponsoring for certain types of business 
activities. 
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       I. Status of the Business Incubator 

 

 
1)  Non-Profit Organisation (NPO) 

  The business incubator is a non-profit organisation or is a department of a non-profit 

organisation with similar objectives. 

 

This type of non-profit organisation does not engage in industrial or commercial operations 

and does not seek to achieve material gain for its members. 

An NPO is interpreted as follows: (ASBL, Quoi de Neuf ? [Non-profit organisation. What‟s 

the latest news? Publisher Kluwer] Edit. Kluwer):  „A non-profit organisation can engage in 

commercial operations providing they are secondary to the mainly non-lucrative objective of 

the organisation and any resulting profit is allocated to achieving that objective... According 

to the Minister of Justice, this term “secondary” is interpreted more in terms of priority than 

in terms of business volume.” 

 

TThhee  cchhooiiccee  ooff  tthhiiss  lleeggaall  ssttaattuuss  iiss  lliinnkkeedd  ttoo  tthhee  ssoocciioo--pprrooffeessssiioonnaall  iinntteeggrraattiioonn  oobbjjeeccttiivveess  ooff  

tthhee  bbuussiinneessss  iinnccuubbaattoorr: 

 

   Non-profit seeking: The business activities performed by the clients are a 

consequence of their training, and therefore a means of achieving the social 

purpose. 

 The business incubator targets jobseekers, who do not have any 

capital or any financial support, and throughout their term in the business 

incubator, they derive no professional income from the developing business 

activity. 

 If the business activity achieves a profit, this profit, which is taxable, is 

returned to the entrepreneur upon her/his exit in the form of start-up capital 

and serves the initial purpose of achieving integration by economic means. 

 

             2.         LEGAL, SOCIAL AND ECONOMIC CONTEXT 
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2)  NPO-Related Commercial Practices 

 The NPO is not subject to the Access to Professions Act (Act dated 15/12/70 that 

stipulates provisions relating to the practice of some forty professions) or to Access 

to Management.  

However, access to management and to the professions by the applicants must be 

checked upon admission to the business incubator in order to ensure that the 

applicants are legally authorised to establish themselves as self-employed traders. 

The NPO must comply with the provisions governing commercial practices and 

consumer protection.   

Intellectual professions are also protected (accountants, estate agents, the medical 

profession, nurses, para-medics, etc.).  These professions require that the people 

concerned obtain the necessary qualifications. However, these professions are not 

targeted by the business incubator. 

 

3) Liability 

 THE NPO is liable for any offences committed by its staff and the agencies through 

which it performs its work. In other words, whenever trainees work on behalf of the 

organisation, they are not personally liable, but the organisation is liable for them. 

This is also why an agreement has to be signed upon admission to the business 

incubator to state that any deed that commits the business incubator must first be 

approved by the co-ordinator and signed by the manager: sales contract, quotation, 

invoice, purchase order, lease, etc. 

The business incubator takes out third-party business insurance to cover any risks 

linked to the general legal guardianship activity for small companies, and personal 

insurances for certain types of risks (medical third-party insurance, theft, fire, etc.). 

The Forem covers the industrial accident insurance risks (compulsory insurance 

when employing staff). Sace has taken out an overall third-party and industrial 

accident insurance. 
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4)  New Accountancy Obligations 

 Large corporations are now subject to corporate accountancy obligations (double-

entry accounts, balance-sheet type), providing they meet at least the following 

three criteria:  

 

 5 PT employees 

 Total income of EUR 250,000  

 Balance-sheet total of EUR 1,000,000 

 

However, if the business incubators only meet one or even none of these 

conditions, we still recommend that they apply the accountancy system adopted by 

large corporations to ensure sound management, and in order to establish 

analytical accounting to extract personal accounts (per business activity).  

 

We also recommend calling upon the services of an auditor, a member of the 

Institut des Réviseurs d‟entreprises [Company Auditors‟ Institute] in view of the 

complexity of managing accounts (personal accounts and subsidies). 

 

                                  Recommandations : 

 To maintain the status of a non-profit organisation (NPO) 

 To set up a large corporation accountancy system and audited accounts 
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       II. Trainee Status 

 

The status of the applicants is that of a trainee attending professional training subject to a FOREM 

contract (contract F70bis), within the framework of an Article 6 agreement signed between the FOREM 

and the operator. 

 
This status implies the following rights and obligations: 

  Retention of social security benefits (unemployment) and no need to sign on; for those 

receiving the income support benefit RIS
18

 , the business incubator enters into an agreement 

with the CPAS
19

  concerned. 

 Retention of the initial status up to exit. 

 FOREM subsidy of EUR 1.00 (gross) per training hour attended. 

 Trainee benefits from subsidised travel and childcare. 

 „Compulsory‟ industrial accident insurance cover provided by FOREM. 

 Application of health & safety rules and medical supervision. 

 No income paid. 

 The trainees are not actually „self-employed‟ when they run their business activity under the 

legal liability of the business incubator. This guardianship helps to avoid any strategic errors 

on the part of novices: non-compliant contracts, inconclusive accounts, unsuitable 

investments, managerial problems, etc. 

 

Compared to the status of employee as proposed by business co-operatives, this status offers 

many advantages: 

  The trainee retains the status of an apprentice during the test period. 

 It reduces the risk of labour costs for businesses that generate only a small or no 

small turnover. 

 It avoids the support structure from becoming subject to the application of joint 

industrial committees in view of the wide variety of businesses hosted. 

 It avoids the „comfortable feeling‟ of being employed (fixed income, social benefits, 

such as annual holidays) and encourages the applicant to leave the system as 

soon as possible in order to get out of unemployment, etc. 

Recommendation: Provide a similar status as the Forem trainee status, 

                               of the type ‘trainee entrepreneur’ 
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       1.   VAT 
 
An NPO is subject to VAT if its business 

activities fall under the scope of Article 4 of the 

VAT legislation, which defines a person as VAT 

liable: any person who “customarily works as a 

self-employed trader and supplies goods or 

services which fall within the scope of Value 

Added Tax”. 

  

If an NPO has some business activities that are 

subject to VAT and others not, then the NPO will 

benefit from a mixed status. 

This scope has been confirmed by the Minister 

of Finance in a letter: “your NPO is considered 

as partially liable, given that it performs 

operations that do not fall within the scope of this 

tax (training activity and subsidised support 

without claiming any payment from the  

 

 applicants) as well as operations that are 

subject to this tax (business and artisan 

activities of the business incubator). As far as 

the right of deducting VAT is concerned, my 

Department recommends that you apply the rule 

of „effective use‟. 

 

Furthermore, in this same letter, the Ministry is 

not opposed to the name of the applicant and 

her/his logo featuring on the invoices. This 

enables the applicants concerned to advertise 

their services and enables the customer to 

identify his/her supplier. 

 

Finally, “taking into account the particular 
circumstances in which your NPO intervenes 
and the difficulty which it would have to register 
as entrepreneur in each of the business 
categories which the trainees could be involved 
in, the authority has decided that, for the 
application of VAT, the lack of registration does 
not prevent the application of the reduced rate 
of 6% VAT.” 

In addition to compliance with the VAT regulations, total or partial VAT liability offers several benefits: 

 

 At educational level: The trainee learns directly: VAT charged in accordance with the law, 

commercial invoicing, VAT return, learning to deduct VAT, etc. 

 

 At commercial level: Credibility with suppliers and customers, no unfair competition, no price 

changes upon exit from the business incubator, etc. 

 

 At financial level: Recovery of VAT on purchases, increased grant available (EUR 5,000.00 

excl. VAT), VAT not supported by subsidising authorities, return of equipment (tax liable) 

without the VAT, etc. 

 

Recommendation: Imposing mixed VAT liability 
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       2.   Taxation 

For the NPO 

 The NPOs are subject to legal entity tax (and not corporation tax) if the commercial operations 
are the consequence of an activity for a social purpose, in this case training. 
 

For the Trainees 

 The transfer that takes places upon exit (profit, stock, equipment) is considered as a professional 

income subject to personal income tax and is subject to tax notice (281.50). 

 
It should be noted that the transfer of stock and of equipment will also form the subject of an 
invoice drawn up in the name of the client, and this invoice is tax-deductible. 
 

 

             3.  CONDITIONS AND LIMITS OF FOLLOW-UP 

The Couveuse is an insertion structure that combines social objective and economic requirements of 
the enterprise. If it can raise a number of risks and brakes in testing, it can host any type of activity and 
criteria related to the commercial feasibility and entrepreneurial potential will have previously verified 
for long-term success.  
 

1. Profil : 

  Be registered as a jobseeker vacant, 

 Have access to entrepreneurship and to the profession, or for access to management 

(belgian obligation), be registered for accelerated management courses and undertake to 

obtain the certificate within 3 months of the entry in Couveuse. 

 

2.  Personal characteristics : 

  Motivation to integrate the Couveuse and involvement in the stage of selection, 

 Knowledge, interest and competence in the sector, 

 Entrepreneurial profile 
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The Couveuse should validate skills and motivation, it cannot validate their absence. 

3.  Socio-economic situation : 

  Difficult access to bank credit 

 In the case of debt banking or privacy, a discharge plan is required 

4. Activity : 

  Micro-activity that can be launched with the support of a financial advance 5,000 €, which 

excludes projects requiring important investments.   

 Compliance and verification of the legal criteria which : 

- Have access to the management (or proof the enrollment in courses) 

- Profession access: « Banque-Carrefour des Entreprises » – « Guichets 

d‟entreprises agréés » 

- Reglementation of the sector, 

- Autorisation to operate, 

- Selling card, 

- Professional card 

- Driving licence, 

- Rental lease 

- Insurability of the activity in Couveuse... 

 

 Projet commercial created by independent person as a principal statue, which can 

eventually lead to a commercial company. 

 

Some the sectors and projects are excluded :  

 

  Commercial maturity contract longer that training contract (commercial lease or any type 

of contract); 

 Guarantees of types decadal for building. Everything in the wholesale-work in building 

and concerned by this guarantee is excluded; 

 Import/export as primary sector, but the purchase or sale of products or services inside 

Europe is allowed; 

 Some medical and liberal professions not covered by this type of device (doctor, lawyer, 

architect,...); 

 Commitment of employee to the business needs, but subcontracting with billing is 
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allowed; 

 Non-legal business practices : pyramid, sales force; 

 Inconsistent with the good repute of the Couveuse activity ; 

 Projects of social economy enterprises type non profit organisation. 

 

 

Please note that projects tested in Couveuse sometimes resulted in creations in addition, non-profit 

association or trade associations. 

 

 

Otherwise, an association of maximum 2 entrepreneurs for the same project may be 

considered if it is demonstrated the necessity of this collaboration and the two carriers are 

active and reputable both as to the terms of the Couveuse project. In this case, the 

financial advances may be cumulated.  

  

Precarious rental contracts for commercial area are also tradable from specialized 

structures (nurseries, Business Innovation Centre...) or private owners.  

  

Finally, the Couveuse may be considered as permissible an unemployed project owner, 

but busy professionally part-time (employee occupied with less than a half-time) if it is 

proved that no other solution can be envisaged to develop the activity (not access the 

micro business…).  

 



 - 47 – 

 

 

Conclusion 
 
    Since the end of years 1990, the business model Couveuse were developed at the European level, especially 

in France, pioneer country then in Belgium in a second time. The purview terms are different between Belgium, 

France and Portugal in terms of legislative context and regulation for each country.  Actually Portugal is in the 

same situation as France at the beginning of years 2000 because there is no legal structure relative at the activity 

test that explains the brake on the purview terms development.  Another brake constituted with the absence of 

status for the carrier of projects of business creation.  Since 2008, the south part of Belgium, Wallonie passed a 

law defining clearly a status for unemployed people who create a business with a approved structure. 

 

According, this diagnostic we could establish that all the methods putting in place are the same in the 3 countries. 

It‟s explained by the implantation of the Couveuse model in Belgium and Portugal were created in the context of 

European projects from a French sample. 

 

Concerning the French and the Belgian Couveuses, we notice the same limits in terms of accompanying.  In 

reality, some activities cannot be supported in particular the regulated professions, the activities needed 

commercial lease or also the Decennial guarantees related with the building jobs. Some considerations from all 2 

parts of the border are leaded to find out new ways of development.  In reality, in the next few years, the 

Couveuses will be developed at several levels: 

  At the territorial level: currently, the "Couveuses" do not yet cover all of their respective 

national territories. Moreover, the interest for the "Couveuse" model in other European 

countries represents an important potential for development in a medium term. 

 

 On the "Couveuse" trade, the evolution follow the new policies for entrepreneurship and 

lead us to adapt our future policies, including consideration of the new regime of self-

entrepreneur in France or the business starter by the test stage in the Walloon Region 

(Belgium) 

 

 Other possibilities are discussion as the followed diversification by type of business in the 

Couveuse (creative arts, human services, innovation, agriculture, social economy,  
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   sustainable development...), diversification by public (youth workers, gender ...). 

 

 

 

 The involvement of curses has other way for development: support in pre-test 

(entrepreneurial awareness, pre-test), physical accommodation, support post-creation... 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

Given all these factors, it‟s clear that the Couveuse model will have to evolve over the 

opportunities which exist in each host country and thus reinforces the importance of 

trade between these partners to capitalize good practice and ensure the 

professionalization of coaching and the sustainability over time. 
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TRAINER’S SKILLS REFERENCIAL 

                  IN BUSINESS CREATION 
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STAGE 

 

 
ACTIONS 

 
INSTRUMENTS 

 
PROCEDURE 

 
CONMPETENCES 

 
INFORMATION 
AND AWARENESS 

 
Broadcast 

 
Folder 

 
Lodging by partners 
(organizations in contact with 
job seekers) 

 

 
Know associative 
mapping and structures 
support the creation of 
business 
 

     

  Presentation Among the partners and 
schools for adults  
Recurring collective sessions of 
information 

Whether animate 
meetings and control 
different media: 
projection and oral to 
present structure and 
services 

     

  Website Site interactive and 
"informative" 

Manage the CMS tool to 
keep it attractive and 
scalable Internet tool. 

     

  Exhibitions 2 types of exhibitions: BtoB to 
promote action and 
entrepreneurs; Exhibition for 
unemployed people to inform 
the target group 
 

Have a voluntary and 
pro-active attitude 
 

  Partnership Partnerships with other 
contracted structures 
 

Structuring a mesh 
around the structure in 
order to ensure its 
visibility and credibility 

  
Reception 

 
1

st
 contact form 

 
Systematic use of the form and 
databases in order to get 
statistics integration 
 

 
Ability to listen to the 
candidate and spirit of 
synthesis of focus 
information on 
project/candidate/request
/waiting 
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STAGE 

 

 
ACTIONS 

 
INSTRUMENTS 

 
PROCEDURE 

 
CONMPETENCES 

 
 

 
First 
following 
Orientation 

 
simplified file 

 
Review of the major steps to 
conceive  on the business 
creation (see below) 

 

 
To consider the options 
available to him face the 
identified obstacles for 
the future candidate 
 

   Orientation to a specific 
module of training in 
business creation ("dare 
undertake" type) 

Identify entrepreneurial 
profile of the candidate 

    Knowledge of tools and 
various partners 

 
MATURING AND 
DEVELOPING 

 
Agreement 

 
Agreement on 
training for the 
project 
following 

 
Setting up an individual or 
collective training based on 
identified needs 

 
Have a clear vision of 
business creation steps.  
  
 
Be surrounded by people 
with specific skills  
  
 
Use the APCE models as 
an information and 
discussion guide  
  
 
Analyze the motivation 
for the candidate  
  
 
Identify the needs of the 
contractor in terms 
accompanying  

    
Start using the application as 
such or the alternative 
financing structure 
application file. 
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STAGE 

 

 
ACTIONS 

 
INSTRUMENTS 

 
PROCEDURE 

 
CONMPETENCES 

 
 

 
Collective 
training 

 
Training covering 
different topics 
such as:  
His/her 
Entrepreneurship 
  
Present his/her 
project  
The relevance of 
his/her project  
  
 
The financial 
aspect of his/her 
project  
  
To make known  

 
Collective training combines 
different specialists 
interlocutor‟s in their field with 
coordination through the 
structure. 

 

 
Have an address book of 
competent and available 
partners  
  
Able to coordinate  
  
Know the content of the 
modules in order to 
follow and interact with 
the contractor candidate. 

 

  
Individual 
training 

 
Methodology for 
developing a 
business plan 
 

 
Different folders take more 
or less the large parts of a 
classic business plan 

 
For most of the parties 
listed below, the logical 
mind, and a minimum 
knowledge of 
developments in the 
sector face experiments 
experienced personally 
or through a team.  
  
 
Empathy controlled to 
evolve in the document 
with the candidate and at 
their own rhythm.  
 
Whether guiding from own 
convinced idea of the bearer 
to objectivation of data and 
assumptions  
 

  Skills audit  
 

Checking the course and 
skills 

  Marketing 
approach 

Distinguish between the 
strategic approach and 
promotional actions 

   
Creation plan, 
methodology 
approach, 
engineering of the 
project 

 
How will the project be 
implemented, what types of 
partnerships, how the 
products/services will be 
made  
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STAGE 

 

 
ACTIONS 

 
INSTRUMENTS 

 
PROCEDURE 

 
CONMPETENCES 

 
 

 
Individual 
training 

 
Structure of the 
business viability 
study plan 
 
 
 
 
 
Financing/cash 
plan  
 
 
Questionnaire 
d’évaluation 
 

 
What are fixed and variable 
expenses, what is the break-
even point, what are the 
prospects 
 
 
 
 
What are the financial needs 
(cash) on startup 
 
 
Self-assessment 

 

 
Keep a logic to the 
various aspects of the 
project: service/product, 
administration, customer 
profile, competition, 
communication, financial 
needs, fares, etc  
 
What is a business plan 
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STAGE 

 

 
ACTIONS 

 
INSTRUMENTS 

 
PROCEDURE 

 
CONMPETENCES 

 
TESTING AND 
EXPERIMENTATION 

 
Application file 

 
Application 
form  
 
 
 
 
 
 
 
Methodology for 
monitoring of 
contractor's folder 

 
Draft folder to a session of 
questions and answers  
  
 
 
The folder and the necessary 
annexes validation  
 
 
Transmission of the folder to 
the Committee for admission 
or transfer to other type of 
following 
 
OR 

 
Orientation to an authorized 
structure for business 
installation  
 

 
Know the obligations and 
constraints of different 
services to support 
business creation 
(finance, training, 
experimentation, 
administration)  

 

 
Admission 
Committee 

 
Minutes and 
determination of 
the grant support 

 
10 meetings a year up to a 
maximum of 8 proposed 
projects  
  
3 types of decisions: 
acceptance, delay, denial. 
Each decision is motivated 
and transmitted to the 
candidate 

 
Capacity analysis of 
project and proposal of 
possible partnership.  
  
 
Assessment of the 
consistency between the 
candidate and his/her 
project.  
  
 
(Insurance, financial 
responsibility) risk 
analysis.  
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Formal 
support 

 
contractor 
Folder 

 
A contractor folder by 
candidate that unites all 
meetings, conventions, 
exchanged documents, 
Visual...  

 
Generally, an aptitude 
for coaching methods  

Convention Preparation of the Forem or 
CAPE conventions.  
Reading conventions 
between the structure and 
the candidate 

Understand and explain 
different articles of 
conventions with the 
rights and obligations of 
each one 

Monitoring of 
the contractor 

Weekly individual (2 h) and 
(4) collective 

Scanning direction, ability 
to listen and controlled 
empathy.  
You can bring the wearer 
to bounce on the 
delivered items and 
development activity  
 

Tracking sheet Each (telephone or face-to-
face) maintenance is notified 
and its contents 

Note the essential in 
order to ensure a 
coherent and effective 
activity tracking 

Vademecum 
tasks 

The themes are listed and 
checked in the vademecum 
tasks 
 
 

 

Monthly 
financial plan 

Control of the actually 
achieved figures or gaze of 
the figures shown in the 
application form  

Ability to follow the 
candidate from the 
financial imperatives of 
activity, bringing 
awareness of the regular 
monitoring of its results 
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Accounting 
documents 

 
analytic account of the 
applicant's each month 
maximum  
  
Edition and receipt of 
invoices by the structure  
  
Return of the incomes of the 
candidate each week in case 
of payment by hand to hand 
and holding an income 
dailybook. 
 
 
 

 
All accounting 
documents are managed 
by an accountant and 
provide information 
transfer to the tour and 
the bearer of project 

Documentation 
and support for 
entrepreneurs 

Establishment of a library 
inside the structure  
  
 
 
Establishment of a digital 
library of articles, information, 
tips from various horizons  
 
 

Ability to be aware to 
business intelligence by 
publications. 

Folder of the 
contractor 

The folder is checked and 
remains available to escort 
for post-creation following 
and as reference from other 
projects in the same sector 
while ensuring confidentiality.  
 

Support the candidate in 
its strategic and 
operational choices  
  
 
Foster communication 
and support the business 
creation by  editing 
documents 
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Committee 
output 

 
Documents 

 
Document output of training 
(C91 in Belgium) 

 
Transmission of 
information (dates and 
reasons) to the services 
of the Unemployed 
authority office  
 

  
Self-assessment 

 
Put in the self-
assessment conducted 
entry process with 
candidate capabilities. 
 
Assess the degree of 
satisfaction of the 
candidate front of his/her 
experience and service 
he had received during 
the stage by the 
couveuse.  

 
Accounting 
procedure 

 
Closing of the analytic sub-
account holder  
Closing of the sub-account 
and retrocession profits 
generated without fee or 
percentage.  
  
Tax declaration for the 
amount paid as 
"extraordinary income".  
  

 

 
Verification by the 
accounting officer for all 
debit/credit invoices paid 
and unpaid.  

 

  Output Orientation to business 
registration office authorized 
(if created), to training (if 
further testing or need further 
training), unemployed 
authority office (for non-
conclusive test)  
  
 
Eventual signing a 
Convention follow-up post-
build  

Make sure that for each 
decision the candidate 
the structure must be 
able to carrying support 
by partnership 
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Note  
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