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Training Fiche Template

	Title
	Setting up a business

	Training Area
	Please select one or more of the following:

Young Entrepreneurship (TBD)
Entrepreneurship and Sport (TBD) 
X
Entrepreneurship and Business (TBD)
X
Entrepreneurship at EU level (TBD)


	Keywords (meta tag)
	Athlete mindset, entrepreneurial characteristics, business idea, idea sources, problem, solution, testing and validation, business model, business model canvas

	Provided by
	Comenius University in Bratislava

	Language
	English

	Contents arranged in 3 levels

	1.1. Setting the scene

Every enterprise starts from an interaction of the two main components – an individual and an idea. We are going to tackle both in this unit. If you are a sports person, you have an excellent starting position to become an entrepreneur. By improving your alertness to ideas and opportunities, this potential can be further leveraged.

1.1.1. From sports person to entrepreneur
Sports and entrepreneurship develop and cultivate similar individual characteristics. That’s why athletes and sports people are prone to entrepreneurship, exhibit higher entrepreneurial orientation, and are typically equipped with qualities that can be capitalized also on the entrepreneurial field. Moreover, a sports career also positively affects other individual-related aspects relevant for entrepreneurship, such as personal resources, social relationships and networks, as well as social, emotional and leadership abilities.
Through your engagement in systematic training and involvement in sports rivalry, you are prone to acquire numerous characteristics that are useful and typical for entrepreneurship. These include above-average discipline, persistence, internal locus of control, proactiveness, situational control, need for achievement, or resistance to stress. Also, you are fostering your personal resilience - the ability to recover from or adjust to misfortune, difficulties or change. So, if you have cultivated these traits through engagement in sports, you are more likely to succeed in many other domains, including entrepreneurship.

Recognizing the commonalities between sport and entrepreneurship can play an important role when standing at the doorstep of your (next) professional career. If you are an athlete and your professional sporting days are at the end, the pursuit of entrepreneurial opportunities can lead to a successful after-sport lifestyle. If you are a sports professional, entrepreneurship offers an attractive option to align your sports passion, professional skill, and earning for a living. Finally, if you are an amateur sportsman or sportswoman, you have most likely gained valuable qualities that would accompany you when developing your own entrepreneurial project. So, in either case, if you are passionate about sport, entrepreneurship can become your new passion, too.

1.1.2. Ideas and Opportunities

Entrepreneurship is a process in which an opportunity is identified, evaluated, and exploited. The ability to identify or create and exploit opportunities is an essential part of entrepreneurial behaviours.

It starts with a business idea - an initial of idea how to create something new, improve the existing, or better solve a problem or a need, in a way that will generate value for the users, which can lead to establishing an enterprise. Sources of potential business ideas are all around you, and most of them actually inherently depend on your personal and professional experiences and situations that you encounter, your social networks, places you have visited and things you have seen, your hobbies, education, or expertise. That’s why your sports experience serves as a valuable source of business ideas, too.

Every business idea is made up of the following key components:

· Problem (of your customer segment) - the most significant challenges that your customers face in relation to your business idea

· Solution - the solution you provide with your product or service

· Benefits - the value and advantages that your solution brings to the customers

The good news is that the ability to generate business ideas can be trained. Here are some hints:

· Never stop learning

· Be curious and empathetic

· Keep observing what’s going on around you

· Maintain and grow your network

· Practice new ways of thinking

· Use special ideation techniques

1.2. Validate your business idea

Many entrepreneurs and innovators execute their ideas prematurely even though they make excellent sense and look great on paper. Later they learn that in reality they might not be so great. That is why it is important to validate your business idea before you invest too much time and resources into its implementation.
1.2.1. Testing and validation mindset
Validation is a process of reducing the uncertainty of pursuing ideas that look great in theory but won´t work in reality.
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Bland, D. J., Osterwalder, A., Smith, A., & Papadakos, T. (2020). Testing business ideas.
In the first phase, as seen in the figure above, you need to discover if your direction is right, test the basic assumptions, get insights and confirm with evidence that your business idea is very likely to work.
Ries, E. (2011). The lean startup: How today's entrepreneurs use continuous innovation to create radically successful businesses. Crown Business.
Build-Measure-Learn is a learning and feedback loop for establishing how effective a product, service, or idea is, and doing this as quickly and cheaply as possible. In the first “IDEAS” phase you are concerned with ideation and planning. You come up with ideas and plan what experiment or test you will conduct. In the “BUILD” phase you need to turn your idea into something tangible, which means you create an MVP (Minimum Viable Product) - a product with basic features, but enough to get the attention of the consumers. Now you have your product (=”CODE”) and have to make sure whether the critical features are sufficiently finished. Then you plan how to “MEASURE” success. In the next phase, you need to analyse the “DATA”, be it either qualitative or quantitative. The last phase is critical, you need to get insights, based on those you “LEARN” and either change the direction completely or preserve and move on to the next stage.
Mindsets you need to adopt:

· Entrepreneurial
· Customer centric

· Iterative approach

· Question assumptions

· Experiment driven

· Data influenced
1.2.2. Testing business ideas in practice

First of all, you need to follow up on these statements:

· I believe there is a problem!

· I believe someone has the problem!

· I believe THIS will solve the problem!

· I believe I can make it work like this!

Then, you develop a validation process:

· Assumptions and Hypotheses

· Test - decide methods & tools & MVP

· Data - how will you collect them

· Criteria - what are the criteria for success

What can you validate?

Customer / problem fit - do customers really have the problem you think they have, who they are, is it a problem worth solving, would they be willing to pay for solving it?

Problem / solution fit - does your solution really address your customers’ problem, does your solution work for your customers, did you identify solutions with higher chances of adoption?

Product / market fit - would the customers buy your product for a given prize, do they use it, is their number large enough to sustain products and companies growth and profitability?
1.3. Design your project
When designing and developing your (sports) enterprise, you should have a good understanding of its overall concept and its key components. To define how your business shall create, deliver and capture value, you can use the powerful concept of business models. In simple words, a business model explains how your business will work. The concept of business models as we know it now (based on the work of Osterwalder & Pigneur, 2010) navigates you in a very intuitive way through all the important elements that ensure the delivery of your service or product. By drafting your business model you will define all key aspects of your future business in a systematic, coherent, and logical way. It will help you to reflect upon your thoughts about your future (sports) enterprise and fine-tune them. Also, as it became a common language for entrepreneurship practitioners, it’s a useful presentation tool, too.
1.3.1. Business model canvas
Business model canvas (BMC) is a tool used to develop a visual representation of a business model. It is a brief, one-page blueprint with a pre-defined and easy-to-follow format. After being introduced by Alex Osterwalder, it became a “common language” used to define business models.
The BMC helps you to shortly and efficiently sketch and explain the main attributes of your business. Working with BMC is very intuitive and fast, you can draft your business model in around 20 minutes. After taking this exercise, where the learning process is much more important than its result, you will be able to see the main logic and the workflow of your business. While the BMC is simple and easy to understand, it requires some practice to master. Fortunately, as it is really a mainstream tool, there are plenty of freely available examples in various formats.
The BMC comprises of nine building blocks covering the main areas of a business: customers, offer, infrastructure, and financial viability. 
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1. You start by defining the groups of people or organizations you aim to reach and serve – your customer segments. The business model has to be built around a strong understanding of their specific needs.

2. Next, you define your value proposition – the value your product or service creates for your customers (e.g. by solving a problem or satisfying a need).

3. To reach towards your customers, you need to consider the appropriate communication, sales, and distribution channels.

4. Also, you need to consider the types of relationships that you will establish with your customers.
5. Revenue streams define the ways in which you will generate revenues from your customers. These should correspond with the value they are willing to pay for.

6. You need to understand your key assets – the most important assets needed to run your business.

7. Alike, you need to underline the key activities you must do to make your business model work.

8. Key partnerships refer to those suppliers and partners required to run a business, e.g. by providing access to important assets and activities, enabling savings and optimisation, or reducing risk and uncertainty.

9. Finally, after knowing the other building blocks, you can summarize the most important costs needed to operate your business model.

	Objectives / goals / learning outcomes

	The objective of this training fiche is to take the learner through the key milestones of setting up a business out of a sports background. After taking this training fiche, the learners will understand the interlinks between sports and entrepreneurship. They will realize which of the attributes developed and cultivated through sports are useful in entrepreneurship. Further, they will understand the nature of business ideas, as well as their potential sources and ways to improve their generation. They will learn about the importance and potential means of testing business ideas. Finally, they will learn how to design their future business and the overall logic how it will work, i.e. create, deliver and capture value to their customers, using the business model concept.

	Description

	This module covers some of the most important aspects related to setting up a business out of a sports background. In the beginning, it explains which of the attributes developed and cultivated with sports (such as skills, qualities and other sport-related assets) are useful in entrepreneurship. Then, it explains how business ideas are created, what are their key components, and how the ability to generate business ideas can be trained. Further, it explains the importance of testing business ideas before they are actually pursued by emphasizing the testing and validation mindset and pointing out how testing can be implemented in practice. Finally, it introduces the business model, a concept used to explain how a business will work, and provides guidelines on how to draft an own business model canvas.

	Contents in bullet points (Summing Up)

	1. Setting up a business
1.1. Setting the scene
1.1.1. From sports person to entrepreneur
1.1.2. Ideas and Opportunities

1.2. Validate your business idea

1.2.1. Testing and validation mindset

1.2.2. Testing business ideas in practice

1.3. Design your project

1.3.1. Business model canvas




	5 glossary entries

	1) Entrepreneurship is a process in which an opportunity is identified, evaluated, and exploited.

2) Business idea is an initial idea of how to create something new, improve the existing, or better solve a problem or a need, in a way that will generate value for the users, which can lead to establishing an enterprise.
3) Validation is a process of reducing the uncertainty of pursuing ideas that look great in theory but won´t work in reality.

4) Minimum Viable Product is a product with basic features, but enough to get the attention of the consumers.
5) Business model is a concept that defines how a business creates, delivers, and captures value, i.e. it explains the main logic of how a business works.


	Five multiple-choice self-assessment questions
	1) What is the meaning of customers’ problem?
a) The reason why they would avoid buying your product

b) The negative consumer experiences of your customers

c) The most significant challenges that they face in relation to your business idea

d) Potential difficulties that would customers have using your product

2) Why is it important to validate your business idea?
a) To feel motivated becoming an entrepreneur

b) To generate some revenue before actually launching your business

c) To realize if your business idea can actually work

d) To acquire some business competences
3) What is the most important for validating your business idea?

a) To put it on paper and make it look nice

b) To create business assumptions and test them with real customers

c) To get feedback from family and friends

d) To develop a business model canvas
4) What is the main benefit of drafting a business model?

a) You will double the chances of your business’s success

b) You will be able to see the main logic and the workflow of your business

c) You will be able to apply for a bank loan

d) You will have a presentation tool to approach your potential customers

5) What is the best starting point to draft your business model canvas?

a) Summarizing the main costs related to your business
b) Defining the groups of people or organizations you aim to reach and serve while understanding their needs perfectly
c) Defining the ways in which you will generate revenues from your customers
d) Defining the value your product or service creates for your customers

	Related Material
	

	Related PPT
	

	Video in YouTube format (if any)
	

	References and more information on the topic

	Reading:

· Mccallum, E. at al. (2018): EntreComp into Action - Get inspired, make it happen: A user guide to the European Entrepreneurship Competence Framework. https://publications.jrc.ec.europa.eu/repository/handle/JRC109128 

· Osterwalder, A. (2010): Business Model Generation

· Osterwalder, A. (2019): Testing Business Ideas

· Ries, E. (2011): The Lean Startup

· Savoia, A. (2020): The Right It : Why So Many Ideas Fail and How to Make Sure Yours Succeed
Videos:

· Productivity Game: Validate your business idea: THE LEAN STARTUP by Eric Ries. https://www.youtube.com/watch?v=QaoVWtLX038 

· Strategyzer: Business Model Canvas Explained. http://www.youtube.com/watch?v=QoAOzMTLP5s 

Business model canvas examples:
· Van der Pijl, P. (2010): FIFA WorldcupBusiness Model. https://www.slideshare.net/patrickpijl/fifa-worldcupbusiness-model 
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