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1. Introduction to Co-Civic 

1.1  What is the Co-Civic Project? 
Practical learning is an essential part of school-based vocational training. It not only promotes the 
necessary specialist knowledge through learning in a real environment but also soft skills such as 
teamwork and communication. A major challenge here is its integration of companies. The economic 
crisis following the Covid-19 pandemic and increasing work from home has only exacerbated this 
problem. However, these practical experiences have great value for the trainees and offer them 
opportunities for the transition from school to working life. 

Co-CIVIC improves collaboration between vocational training institutions and civil society 
organizations by providing their teachers and staff with the knowledge, skills and tools to help shape 
a project-based learning approach that equips students with the skills to design and develop social 
projects. The aim is to enable teachers to select suitable NGOs, approach them and establish 
cooperations, while trainees can experience that, in addition to professional orientation, their skills 
also have a social benefit if they are committed accordingly. 

With Co-CIVIC the project partnership wants to support social engagement across broader sections of 
the population and at the same time increase social appreciation of vocational training. 

The Co-CIVIC partnership consists of: 

Coordinator: KulturLife gGmbH, Germany 
Project Partner: ELAZIG TICARET VE SANAYI ODASI, Türkiye 
Project Partner: Elly-Heuss-Knapp-Schule RBZ der Stadt Neumünster AöR, Germany 
Project Partner: EOLAS S.L., Spain 
Project Partner: IES Javier García Téllez, Spain 
Project Partner: Özel Elazığ Marmara Mesleki ve Teknik Anadolu Lisesi, Türkiye 

1.2  What is the purpose of the Co-CIVIC Accelerator Programme? 
The aim of the Co-CIVIC Accelerator Programme is to support the transformation process of the Social 
Projects ideated and developed within the framework of a Co-CIVIC initiative or approach, into “real-
life” solutions (e.g. products, services, activities). 

The Co-CIVIC Accelerator Programme Guidelines provide a collaborative framework to support VET 
students as they transform their social innovation project ideas into a baseline for a viable business 
concept.  

This process is built on the unique synergy between two different but equally relevant roles, with the 
VET teacher guiding the pedagogical journey of creative problem-solving, and the CSO staff member 
provides the essential real-world context, ensuring the final idea is grounded in authentic community 
needs. Together, they empower students to see that their skills can create sustainable social impact 
and form the basis for future entrepreneurship ventures. 

The present guidelines provide a stepwise approach to converting those social innovation projects 
(developed within the framework of or with the Co-CIVIC approach) that have the potential to 
transform into a (social) entrepreneurship venture and/or create a job opportunity through intra-
entrepreneurship.  
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The present guidelines are structured to provide a clear, step-by-step pathway through the Co-CIVIC 
Accelerator Programme. They cover: 
 

• Acceleration Modalities – including Social Entrepreneurship, Intra-entrepreneurship, Work 
Placement, and Full Recruitment, to help learners choose the most suitable pathway for their 
transition from education to employment. 

• Roles, Commitments and Expectations – outlining what is expected from VET institutions, 
trainers, learners, and partner organisations throughout the programme. 

• Deontological Code – establishing a shared code of conduct, clarifying intellectual property 
rights, and defining the rights and obligations of all participants. 

• From Social Project to Business Plan – guiding participants through a four-step process: 
understanding the context, defining a viable concept, building the business baseline, and 
transforming the idea into a complete business plan. 

• Annexes with Practical Tools – providing templates, key questions, and a simplified business 
model canvas to facilitate implementation and allow for adaptation to different learner needs. 
 

The guidelines are accompanied by the complementary Co-CIVIC online Accelerator which provides 
access to knowledge and information related to transforming the Social Projects, and which can be 
used by the VET teachers and CSO staff in the acceleration process. 
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2. Acceleration Modalities 

2.1  (Social) Entrepreneurship - Launching a New Venture 
This modality is for the student or student team with a strong vision and the drive to build a new, 
business based upon the idea they developed as a social project and finetuned through the Co-CIVIC 
Accelerator Programme. It represents the classic entrepreneurial path, focused on creating a self-
sustaining venture dedicated to a social mission. 

The process involves creating a new, financially sustainable business or non-profit organisation whose 
primary purpose is to address the needs as of the CSO and/or its beneficiaries and users. Success is 
measured not just by profit, but by positive social impact. 

This modality is most appropriate when the social project of the student has the potential to become 
a stand-alone entity, being it as self-employed or solo-prenuer, as a business or as a non-profit entity 
(e.g. association). And when the student or group of students have the necessary motivation and 
entrepreneurial skills.  

The aim is to serve a need that is not fully covered by the partner CSO or other existing organisations. 
It requires a student who is passionate, resilient, and ready to take on the full responsibility of 
leadership, from fundraising to operations. 

In this setting the role of the VET teacher is to guide the student through the formal process of business 
creation, leveraging the concepts and provide the necessary complementary training (or procure 
access to this training) on business planning, financial frameworks, and marketing strategies. The VET 
teacher in this context provides the structured pedagogical support needed to build a robust business 
plan. 

The CSO staff/mentor provides invaluable real-world validation and supports the student to test their 
assumptions and model against real community needs, connect them with key stakeholders, and offer 
advice based on your own organisation's experience. The CSO may even become the new venture's 
first client or strategic partner. 

Relevant Resources for Further Knowledge: 
• Ashoka: A global network that identifies and supports the world's leading social entrepreneurs. 

Their website is a vast resource of case studies, tools, and insights. (www.ashoka.org). 
• Schwab Foundation for Social Entrepreneurship: An affiliate of the World Economic Forum, it 

provides a global platform to promote social innovation. (www.schwabfound.org). 
• Acumen Academy: Offers free and low-cost online courses on social entrepreneurship, from 

business model development to impact measurement. (www.acumenacademy.org). 
• Yunus Social Business: Inspired by Nobel laureate Muhammad Yunus, this organisation 

provides resources and case studies on building financially sustainable social businesses. 
(www.yunussb.com) 

• Skoll Foundation:  Showcases innovative solutions to global challenges and funds high-impact 
social entrepreneurs. (skoll.org) 

• EU Social Economy Gateway : A European Commission initiative that aggregates funding 
opportunities, policy resources, and support networks for social enterprises in Europe. 
(ec.europa.eu/social-economy) 

 

http://www.acumenacademy.org/
http://www.yunussb.com/


 

7 
 

2.2  Intra-preneurship - Innovating from Within 
This modality is most appropriate for an innovation that is fully aligned with the mission and core 
activities of the participating CSO. In this modality instead of starting a new entity, the students take 
on a role as innovation within the existing CSO, and based upon its social project and the results from 
the acceleration programme, provides a new service, improves an existing process, or helps the CSO 
reach a new audience. It is less about the student's desire for full autonomy and more about their 
passion for solving a problem in collaboration with an established organisation. 

Intra-preneurship is the act of behaving like an entrepreneur while working within an existing business 
or organisation. In this context the (social) intrapreneur drives a new project or service from within 
their host CSO, leveraging its resources, reputation, and network to provide an answer to their needs 
and create social impact. 

In this setting the role of the VET teacher is to help the student develop the skills needed to champion 
a project internally, such as persuasive communication, project management, and reporting. It can de 
framed as a high-level, real-world project management exercise, and connected to the existing 
curriculum and educational programme. Ideally the approach is multi-disciplinary involved other 
subjects and teachers. 

The role of the CSO Staff/Mentor in this context is critical. They act as the student's internal sponsor, 
helping them navigate the CSO's structure, secure buy-in from colleagues, and integrate the project 
into the organisation's daily work, and  guide the practical application and ensure the project aligns 
with the CSO's strategic goals. 

Relevant Resources for Further Knowledge: 
• League of Intrapreneurs: A global community focused on supporting individuals who are 

creating social change from within organisations. (www.leagueofintrapreneurs.com) 
• "The Intrapreneur's Guide to Social Innovation" (SSIR article): An insightful article from the 

Stanford Social Innovation Review that outlines the key challenges and strategies for internal 
innovators. 

• IDEO Design Kit: Free, beginner-friendly tools for human-centred design that students can use 
to co-create services and processes with their CSO mentors. (designkit.org) 

• Project Management Institute (PMI) Youth Resources: Beginner resources for project 
management skills: planning, communication, and reporting — directly applicable to intra-CSO 
projects. (www.pmi.org/learning/library/youth) 

 

2.3  Full Recruitment - A Direct Path to Employment 
This modality is concerns the actually hiring of the student, and is most appropriate when the value of 
the student's project and their skills are very evident, that the CSO offers them a formal position to 
continue their work. This modality appears when the (social) entrepreneurship or intra-preneurship 
options are not on the table, either due to the lack of motivation or willingness of the student or the 
internal strategies of the CSO. 

In these cases, the CSO considers the student´s project as a critical and sustainable solution to one of 
their core challenges and recognizes the student as the most qualified and passionate person to lead 
it. 

In this modality the role of the VET teacher is to support the transition from education to employment, 
taking on the role of a career advisor and help the student prepare for the hiring process (job interview, 

https://www.leagueofintrapreneurs.com/
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understanding the employment contract and the responsibilities that come with the job). The business 
plan can be summarised and converted into a presentation to substitute the traditional curriculum. 

The CSO staff/mentor´s role is to support the student in the transition from a workplace and team 
integration, including onboarding, teambuilding and guide and monitor their long-term development 
within the organisation. They can become the direct manager or supervisor of the student. 

Relevant Resources for Further Knowledge: 
• Your local Public Employment Service and EURES: These services provide guidance on 

employment contracts, labour rights, and job mobility within the EU. 
• Europass: A free online tool to create CVs, cover letters, and digital portfolios that can be easily 

shared with employers across Europe. (https://europa.eu/europass) 
 

2.4  Work Placement - A Structured Transition 
This modality offers a structured, time-bound opportunity for a student to further develop and pilot 
their social project within the CSO, functioning as a high-level internship or traineeship. This is an 
excellent option for students who are committed to their project but may not yet be ready for full 
entrepreneurship or employment. It allows them to gain valuable professional experience, test their 
idea with the CSO's support, and build their professional network in a lower-risk environment. 

A work placement is a formal arrangement where a student spends a period of time at a host 
organisation to gain practical experience. In the Co-CIVIC context, this placement would be specifically 
focused on advancing their social project from prototype to a tested, real-world application. 

Here the role of the VET Teacher is to ensure the placement meets the pedagogical requirements of 
the VET curriculum, with clear learning objectives and assessment criteria. The teacher is also 
responsible for maintaining contact with the student and CSO to monitor progress. 

The role of the CSO Staff/Mentor is to act as the workplace supervisor, providing daily guidance, 
resources, and feedback. The staff/mentor is responsible for creating a structured work plan for the 
student and integrating them into the team. 

Relevant Resources for Further Knowledge: 
• Erasmus+ Traineeships: The official portal for European-funded traineeship opportunities, 

providing a framework for what constitutes a high-quality work placement. (erasmus-
plus.ec.europa.eu) 

• European Quality Framework for Traineeships: EU Council guidelines defining what constitutes 
a high-quality placement (clear learning objectives, written agreement, mentorship, fair 
working conditions). (https://ec.europa.eu/social/main.jsp?catId=1036&langId=en). 

• ILO Work-Based Learning Resources: International Labour Organization guidelines for high-
quality workplace learning experiences. (https://www.ilo.org). 

• Mentoring Guides & Tools: e.g., European Mentoring & Coaching Council (EMCC) resources for 
designing effective mentoring relationships during placements. (https://emccglobal.org) 

 

  

https://europa.eu/europass
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3. Roles, expectations and commitments 
For the Acceleration Programme to be effective and impactful it is important that all participants have 
a clear idea on what their roles are and what their commitments and expectations within the process 
are. It is recommended to create a matrix which outlines the specific roles, commitments, and 
expectations for each actor in the process. The table below is to be taken as a baseline and adapted to 
the specific circumstances and realities of the cooperation between the VET and the CSO and the 
particularities of the Co-CIVIC approach in the specific educational and community context. Once these 
roles are defined, the table should highlight the individuals from within the VET institution and the CSO 
that are involved. If needed the role and commitments can be distributed among several persons, but 
then one should be aware to ensure proper coordination between these individuals. 

Actor Role Commitments & Expectations 

VET 
Teacher/Tutor 

Pedagogical 
Guide, Skills 
Assessor 

● Frame the learning journey within the educational 
approach and curriculum and structure it using the Co-
CIVIC Student Materials. 

● Link project activities to the VET curriculum and key 
competences. 

● Provide feedback on students' progress and skill 
development. 

● Facilitate contact with the VET institution for resources. 

CSO Staff Real-World 
Mentor, Context 
Expert 

● Provide insight into the CSO's mission and the real-world 
problem the social project addresses. 

● Offer practical advice and connect students with relevant 
community networks. 

● Support the integration of the final product/service into 
the CSO's work (intra-preneurship). 

VET Student(s) Project Owner, 
Social Innovator 

● Take ownership of the social project's development from 
prototype to a viable plan. 

● Actively engage in the learning journey and seek guidance 
from both teachers and CSO mentors. 

● Respect the deontological code and IP agreements. 

VET Institution Enabler, 
Supporter 

● Provide the necessary resources (time, space, tools) for the 
project. 

● Formally recognize the skills and learning outcomes (e.g., 
through certificates or micro-credentials). 

● Support the student's transition to the world of work by 
valuing the experience gained and guide them to the 
resources and institutions than can support their 
entrepreneurship venture. 
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4. Why a "Deontological Code"? 
The Co-CIVIC Accelerator Programme is built on a foundation of collaboration, innovation, and mutual 
respect. To ensure that this creative environment is fair, productive, and safe for everyone involved, 
these guidelines establish a clear deontological code. This code is designed to guide VET teachers, CSO 
staff, and students as they work together to transform social projects into real-life solutions. It is built 
on three essential pillars: a Code of Conduct to shape our interactions, a framework for Intellectual 
Property (IP) Rights to value student creativity, and a Charter of Rights and Obligations to ensure 
transparency and accountability. 

4.1  Code of Conduct - Fostering a Collaborative and Ethical Environment 
This Code of Conduct delineates the fundamental principles that should guide all interactions within 
the Co-CIVIC programme. All participants share the responsibility of maintaining these standards. 

Principle 1: Mutual Respect and Inclusivity: All activities within Co-CIVIC should take place in an 
environment that fosters mutual respect, appreciating the diverse backgrounds, experiences, and 
perspectives of each participant. Here are a few suggestions: 

• Employ Inclusive Language: Ensure that all written and verbal communication is devoid of bias 
and stereotypes. Make a conscious effort to refrain from making assumptions related to 
gender, ethnicity, religion, or background. 

• Engage in Active Listening: During group discussions and feedback sessions, focus on actively 
listening to fully comprehend others' perspectives before offering your response. Encourage 
an environment where quieter or less confident team members can express their ideas freely 
and without interruption. 

• Zero Tolerance Policy: Maintain a firm zero-tolerance stance against any type of 
discrimination, harassment, or bullying. Make certain that all participants understand the 
process for reporting any such incidents. 

Principle 2: Community-Centric and Ethical Engagement: The concepts formulated should aim to 
foster a true positive influence on the community, honouring its values. The aim is to collaboratively 
develop solutions alongside the community, rather than merely imposing them on the community. 
Here are a few suggestions:  

• Authentic Representation: CSO mentors ought to assist students in engaging with respect, 
helping them grasp the context and importance of the symbols, stories, or practices. This 
fosters authentic gratitude. 

• "Do No Harm" Principle: Prior to finalising an idea, work together to evaluate any possible 
adverse effects it may have on the community or environment.  

• Informed Consent: When conducting research or collecting stories from community members, 
it is essential to obtain informed consent. Provide a clear explanation of how their information 
will be utilised and ensure they have the option to withdraw at any time.  

Principle 3: Clarity and Honest Dialogue: Effective collaboration relies on transparent and sincere 
communication among all involved parties. It is essential to openly discuss expectations, 
responsibilities, and any limitations from the beginning to avoid misunderstandings. Here are a few 
suggestions:  

• Overseeing Anticipations: During the initial meetings, the CSO mentor ought to be open 
regarding the real-world limitations they encounter, such as restricted staff time and a defined 
budget for materials. Similarly, the VET teacher ought to elucidate the pedagogical objectives 
and academic standards of the project.  
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• Consistent Check-ins: Set up a schedule for short, regular meetings among the student team, 
the VET teacher, and the CSO mentor to review progress, identify challenges, and outline next 
steps.  

• Recording Decisions: Maintain a straightforward, communal record of significant decisions 
taken throughout the project. This guarantees that all parties are in agreement and offers a 
definitive record for future reference. 

4.2  Intellectual Property - Protecting and Valuing Student Creativity 
A clear framework for handling Intellectual Property is essential to protect the creative work of 
students and provide a fair pathway for their ideas to be implemented. This framework is designed to 
empower students while enabling real-world impact through the CSO. 

The main premise behind the Co-CIVIC program is that the intellectual property (IP) of a social 
initiative, including the main idea, any prototypes, and the business model baseline, belongs to the 
student or student team that made it. This appreciates their creative input and gives them a real sense 
of ownership.  

To apply this principle in practice, the VET teacher and CSO mentor will guide the student(s) in choosing 
an appropriate path for their project, as defined in the Co-CIVIC Accelerator Modalities. For each path, 
a simple agreement should be put in place. 

Some ideas depending on the acceleration modality: 
- The student launches its own venture and retains 100% ownership of the Intellectual Property. 

In this case the CSO can sign a "Letter of Support" or a "Memorandum of Understanding," 
agreeing to act as an initial partner, provide mentorship, or be the first client for the student's 
new venture, without making any claim on the IP. This supports the student while keeping 
their ownership intact. 

- The CSO adopts and implements the project through intra-preneurship. In this case, the 
student(s) agree to transfer or license the Intellectual Property to the CSO. This must be a 
transparent process with fair compensation. This could take various forms, such as a paid 
internship or a full-time job offer to lead the project's implementation within the CSO, a one-
time "innovation prize". In these cases, the ideal situation is to sign an "IP Transfer Agreement" 
is signed. 

- The acceleration process leads to the student being hired by the CSO to further develop the 
idea, any IP created during their formal employment will typically be governed by the terms of 
their employment contract. The Intellectual Property can be handled by including in the 
employment contract clauses stating that work produced during employment hours is the 
property of the employer (the CSO). 

4.3  Rights and Obligations 
It is a good idea for everyone involved in the Co-CIVIC Acceleration Programme to sign a charter that 
spells out their rights and responsibilities and makes sure that everyone knows what is expected of 
them. This will help keep the "CSO-VET-Learner Triangle" relationship balanced and productive.  

The following items should be addressed: 
1. The Student's Charter:  

• Rights: To receive clear pedagogical guidance; to receive real-world mentorship; to work 
in a safe and respectful environment; to have ownership of their original ideas; to receive 
fair recognition for their work. 
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• Obligations: To actively participate and commit to the project; to respect the Code of 
Conduct; to communicate challenges and progress openly; to meet agreed-upon deadlines 
and goals. 

2. The VET Teacher's Charter 
• Rights: To receive active engagement from students; to receive contextual support and 

realistic input from the CSO mentor. 
• Obligations: To provide a clear pedagogical structure for the project; to guide students' 

learning and skill development; to facilitate collaboration; to assess student progress fairly. 
3. The CSO Mentor's Charter 

• Rights: To have their organization's mission and real-world constraints respected; to 
expect committed engagement from the student(s). 

• Obligations: To provide authentic, real-world context and insights; to offer constructive 
feedback and mentorship; to act in accordance with the Code of Conduct and the agreed 
IP framework; to communicate transparently. 
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5. From Social Innovation Project to Business Idea 
This section describes the collaborative journey, guided by both pedagogical expertise and real-world 
experience, that creates the baseline for a future entrepreneurial venture, being it through any of the 
identified acceleration modalities defined before. 

For each step a few possible tools you can use are identified, these tools are included in the Annexes. 
More resources, such as more exercises and tools, as well as local/national resources for support and 
relevant training can be found in the Co-CIVIC Online Accelerator. 

5.1  Step 1: Better Understanding the Landscape (The "Why") 
Before generating solutions, it's crucial to understand the problem more deeply than in the prior phase 
of designing the social project.  

Role of the VET teacher: Your primary role here is to support students in thinking critically and 
reflecting about the Social Project ideas developed in the former phase and identify those that have 
the potential to address, through the development of new products, services or activities the social 
ideas for the CSOs that are socially and economically viable. 

A good way go about it is to do an initial feasibility check with SWOT: Once students have a few 
promising ideas, the VET teacher guides them through a simple SWOT Analysis (Strengths, 
Weaknesses, Opportunities, Threats) for each one. This introduces a practical filter, helping students 
analyse the viability of their ideas and understand the internal and external factors that could influence 
their success. 

Role of the CSO Staff/Mentor: Your contribution is quite similar to the one in the Co-CIVIC approach, 
i.e. to ensure the project is connected a genuine social need. In this phase you will drill-deeper into the 
needs of the community and the specific challenges your organization addresses and for which you are 
searching for an actual solution that can be implemented and taken beyond (through intra-preneurship 
or entrepreneurship). It is a more profound analysis of the significance of the work, with which you 
provide the "why" that fuels student motivation and select those ideas that are most relevant for you.  

Relevant tools included in the Co-CIVIC online Accelerator: 
 
Phase Description 
In this first phase, you will reflect on your motivation, understand the social need you want to address, 
and define the foundation of your entrepreneurial journey. By the end of this stage, you will be clear 
about your vision, mission, and target beneficiaries. 
 
 Exercises Phase 1 
 

No. Exercise Description 

1 Vision Board Creation  You will create a visual board to represent your goals, motivations, 
and inspirations as an entrepreneur. 

2 SWOT Analysis  You will identify your strengths, weaknesses, opportunities, and 
threats linked to your business idea. 
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3 Mission Statement 
Development  

You will write a mission statement that combines your social goals 
with your business objectives. 

4 Create a Beneficiary 
Profile  

You will design a profile of your main beneficiaries/customers, 
describing who they are and what they need. 

5 Define a Problem 
Statement  

You will write a clear statement of the problem your idea aims to 
solve, explaining who is affected and why. 

 

5.2  Step 2: Defining a Viable Concept (The "What") 
Based upon the outcome of the former step, the most promising idea, i.e. those with a potential for 
becoming an entrepreneurial opportunity, are refined to become a “viable concept, i.e. a clear and 
compelling proposition. 

Role of the VET teacher: Your guidance is key to helping students understand the difference between 
an idea and a viable concept. Introduce them to the concept of a Value Proposition: a clear statement 
that explains what social need their project addresses and why it's a valuable solution. This helps them 
articulate the core of their business idea. 

Role of the CSO Staff/Mentor: The CSO mentor plays a vital role in ensuring the concept remains 
culturally sensitive and authentic and aligned with the real needs of the organisation and the 
community. This involves discussing the critical balance between CSOs mission and core values and 
potential commercial activity, ensuring the idea honours both and generates mutual benefits for both 
the venture and the community. 

Relevant tools included in the Co-CIVIC online Accelerator: 
 
Phase Description 
In this phase, you will generate and refine your business ideas. Using creative techniques, you will 
explore possible solutions, test feasibility, and keep the focus on your beneficiaries’ real needs. 
 
Exercises Phase 2 
 

No. Exercise Description 

1 Six Thinking 
Hats 

You will analyse your idea from six different perspectives to explore new 
ways of thinking. 

2 SCAMPER You will use the SCAMPER technique to modify or innovate a product or 
service. 

3 Generate 
Solutions  

You will identify processes affected by your business idea and propose 
solutions, highlighting benefits and challenges. 

4 Empathy Map  You will complete an empathy map to understand your customer’s thoughts, 
feelings, pains, and gains. 
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5 Five Whys You will use the “Five Whys” technique to dig into the root causes of a 
problem. 

 

5.3  Step 3: Building the Business Baseline (The "Blueprint") 
This step focusses on outlining the foundational elements of the business idea. This is not a full 
business plan, but a solid baseline that prepares them for the next stage of the entrepreneurial 
venture. 

Role of the VET teacher: You guide the students to think in a more structured way about the concept 
and the business idea, and do so in terms of core activities, target markets and customer segments, 
but also about the resources needed and the ways to obtain sources of funding or income, and link 
these concepts back to the skills included in the educational programme and/or curriculum. 

Role of the CSO Staff/Mentor: You provide valuable input and insights for the competitive advantage 
or added value of the concept, as well as with regards to the target markets and customer segments, 
but also about how to reach the potential clients or users of the product or service.  

Relevant tools included in the Co-CIVIC online Accelerator: 
 
Phase Description 
Here you will structure your business idea into a Business Model Canvas. Through five steps, you will 
define customers, value, operations, resources, partners, finances, and the social and environmental 
impact of your enterprise. 
 
Exercises Phase 3 
 

No. Exercise Description 

1 Customers & Value You will identify your customer segments and define the value 
propositions that respond to their needs. 

2 Channels & 
Relationships 

You will describe how you will reach your customers and build lasting 
relationships with them. 

3 Key Activities You will list the most important activities your business must perform 
to deliver value. 

4 Resources & 
Partners 

You will identify the key resources you need and the partners that can 
support you. 

5 Finances & Impact You will define your revenue streams and cost structure, and reflect on 
the wider social and environmental impacts. 

 
By the end of this process, students will have successfully transformed a social project idea into a well-
defined business concept. They will have a completed Business Model Canvas that serves as the 
foundational document for their venture.  
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5.4  Step 4: From Blueprint to Business Plan (The “Outlook”) 
This step focusses on making the case for the actual implementation of the concept in collaboration 
with the CSO, it can take the form of any of the acceleration modalities. Here the aim is to define a 
Business Plan which shows the CSO that the concept is socially and economically feasible, meaning 
that there is sufficient support within the CSO and its community for the concept and that it responds 
to a real need, and that the resources and funds needed to implement it are realistically achievable.  

Role of the VET teacher: You support the student in the development of the Business Plan and think 
in a structured way about the needs and demands with regards to the implementation of the idea and 
show the CSO its viability. Your role is to make sure the plan is realistic and that the data contained are 
underpinned by sufficiently solid research and data analysis. 

Role of the CSO Staff/Mentor: Your role is to help finetuning the business plan, not only providing any 
necessary data on the context, community and/or market, but also ask critical questions which help 
the student reflect upon the analysis and whether it is solidly rooted in reality. At the same time, you 
advocate internally to assess the possibility of actual implementation of the proposed product, service 
or activity.  

Relevant tools included in the Co-CIVIC online Accelerator: 

Phase Description 

In this phase, you will consolidate everything into a coherent Business Plan. You will plan resources, 
analyse risks, evaluate impact, practice communication through a pitch, and finish with your own 
Business Plan as a capstone exercise. 

Exercises Phase 4 

No. Exercise Description 

1 Planning Module 
Pt. 1  

You will choose a business activity, identify the resources needed, and 
classify them as easy, medium, or hard to obtain. 

2 Planning Module 
Pt. 2  

You will identify risks related to your activity, rate them by probability and 
impact, and plan how to manage them. 

3 Impact 
Evaluation  

You will complete a table and checklist to assess your business’s social, 
environmental, and financial impacts. 

4 Your Pitch  You will prepare and adapt a pitch, using storytelling to communicate your 
business idea to different audiences. 

5 Final Business 
Plan 

You will consolidate all your work into a 5–7 page Business Plan, including 
all key sections of a professional document. 
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6. Annex I: Step 1 Tools 

6.1. Phase Description, Exercises and Materials 
Phase Description 

In this phase, you will reflect on your motivation, understand the social need you want to address, and 
define the foundation of your entrepreneurial journey. By the end of this stage, you will be clear about 
your vision, mission, and target beneficiaries. 

 Exercises Phase 1 

No. Exercise Description 

1 Vision Board Creation  You will create a visual board to represent your goals, motivations, 
and inspirations as an entrepreneur. 

2 SWOT Analysis You will identify your strengths, weaknesses, opportunities, and 
threats linked to your business idea. 

3 Mission Statement 
Development  

You will write a mission statement that combines your social goals 
with your business objectives. 

4 Create a Beneficiary 
Profile  

You will design a profile of your main beneficiaries/customers, 
describing who they are and what they need. 

5 Define a Problem 
Statement  

You will write a clear statement of the problem your idea aims to 
solve, explaining who is affected and why. 
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Exercise 1: Vision Board Creation 

Create a vision board representing your entrepreneurial aspirations and motivators. 

1. Exercise Description 

In this exercise, learners create a Vision Board that represents their entrepreneurial aspirations, 
values, and motivators. The board can be made on paper, cardboard, or digitally (using tools like Canva, 
Pinterest, or Google Slides). Students select images, words, and quotes that reflect what inspires them, 
what they want to achieve, and what skills they want to develop. 

 

2. Purpose – Why use this exercise? 

• Clarifies motivation: Helps learners reflect on what drives them as future entrepreneurs. 

• Sets direction: Encourages long-term thinking and goal setting. 

• Boosts confidence: Visual reminders of role models, milestones, and rewards keep students 
motivated. 

• Encourages creativity: Using images and visuals supports self-expression in a non-academic 
way. 

This exercise is especially useful at the start of the programme, as it helps participants understand 
their “WHY” before moving into more technical planning. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the concept: Explain what a Vision Board is and why entrepreneurs use it. 

2. Provide materials: Magazines, scissors, markers, cardboard, or digital tools if done online. 

3. Guide students: Ask them to fill in sections such as: 

o Core Values 

o Long-term Goals 

o Inspirational Quotes 

o Role Models 

o Milestones 

o Visual Inspirations 

o Skills to Develop 

o Personal Rewards 

4. Reflect together: Use the reflective questions provided. 

5. Share (optional): Allow students to present their boards to the group. 
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4. Tips for Teachers 

• Keep it flexible: Not all students will want to share their boards – make sharing optional. 

• Adapt to time: If time is short, focus only on 2–3 sections (e.g., Goals, Core Values, Role 
Models). 

• Make it personal: Encourage students to use pictures, symbols, or even doodles that resonate 
with them. 

• Link back later: Return to the Vision Board in later phases to check if goals/values are still the 
same or if they have changed. 

You can use this Vision Board as an inspiration and adapt it to your needs: 

Vision Board 
Section 

Content Ideas Description/Notes 

Core Values Integrity, Sustainability, Innovation Define the core values that underpin 
your entrepreneurial spirit. 

Long-term 
Goals 

Expanding business internationally, 
Developing a sustainable product line 

List major goals that drive your 
business aspirations. 

Inspirational 
Quotes 

"Success is not final, failure is not fatal: It 
is the courage to continue that counts." – 
Winston Churchill 

Include motivational quotes that 
inspire perseverance and resilience. 

Role Models Portraits of successful entrepreneurs in 
your field 

Add images of or quotes from 
entrepreneurs you admire and aspire 
to emulate. 

Milestones First product launch, First $100k revenue Visualize key milestones you aim to 
achieve with indicative timelines. 

Visual 
Inspirations 

Images of products, happy customers, 
awards 

Place visuals that represent the 
success and impact of your business. 

Skills to 
Develop 

Leadership, Financial literacy, Marketing 
expertise 

Identify areas of personal and 
professional growth relevant to your 
goals. 

Personal 
Rewards 

Vacation, New office space, Personal 
treats for achieving goals 

Think of personal rewards that will 
keep you motivated through the 
journey. 

 

Reflective Questions: 

●      What motivates you the most about entrepreneurship? 
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A. ________________________________________________________________________________ 

 

●      How do you plan to maintain your motivation when facing challenges? 

A. ________________________________________________________________________________ 

 

If interested in more useful information, you can also visit: 

 

• Step-by-step guide to making effective vision boards: https://artfulparent.com/make-vision-
board-works-10-steps/ 

• Ideas and tips for vision board activities: https://www.betterup.com/blog/how-to-create-
vision-board 

  

https://artfulparent.com/make-vision-board-works-10-steps/
https://artfulparent.com/make-vision-board-works-10-steps/
https://www.betterup.com/blog/how-to-create-vision-board
https://www.betterup.com/blog/how-to-create-vision-board
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Exercise 2: SWOT Analysis 

Conduct a SWOT Analysis for a potential business idea. 

1. Exercise Description 

Learners conduct a SWOT Analysis to evaluate a potential business idea. 
SWOT stands for: 

• Strengths (internal advantages) 

• Weaknesses (internal limitations) 

• Opportunities (external chances to grow) 

• Threats (external risks) 

Students identify factors under each of the four categories for their own entrepreneurial idea. This 
provides a structured way to look at both internal resources and external environment. 

 

2. Purpose – Why use this exercise? 

• Strategic clarity: Helps learners see what makes their idea strong and where it is vulnerable. 

• Decision support: Guides them in making informed choices and setting priorities. 

• Balanced view: Encourages reflection not only on positives but also on risks. 

• Practical tool: SWOT is widely used in business, so learners practice a real professional skill. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the tool: Explain the four parts of SWOT. 

2. Give an example: For instance, a Cultural Heritage Tourism Company could have: 

o Strengths: strong local knowledge, unique experiences, artisan partnerships. 

o Weaknesses: seasonal demand, high costs, language barriers. 

o Opportunities: growing demand for cultural tourism, partnerships, grants. 

o Threats: political instability, economic downturn, competition. 

3. Provide a template: Draw a 2x2 grid with Strengths, Weaknesses, Opportunities, Threats. 

4. Ask learners to apply it: Students brainstorm factors for each quadrant for their own idea. 

5. Discuss results: Encourage learners to share findings and reflect on patterns. 

 

4. Tips for Teachers 

• Keep it realistic: Remind students to be honest about weaknesses and threats. 
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• Balance time: Spend equal time on all four categories — don’t focus only on strengths. 

• Encourage teamwork: This activity works well in pairs or small groups. 

• Use as a bridge: Results can guide later exercises on strategy, resources, and risk planning. 

As an example, let's use a SWOT analysis for a business idea based on cultural heritage, such as a 
Cultural Heritage Tourism Company. This company specializes in guided tours that not only explore 
local historical sites but also incorporate immersive experiences with local traditions, crafts, and 
culinary practices. Here’s how a SWOT analysis for such a business might look: 

Aspect Details 

Strengths - Strong knowledge of local culture and history. 

- Unique tour offers that combine education with entertainment. 

- Established relationships with local artisans and cultural institutions. 

- Ability to provide authentic, immersive experiences that are increasingly popular 
among tourists. 

Weaknesses - Limited marketing resources. 

- Dependency on the seasonal tourist market. 

- Potential cultural and language barriers between staff and international tourists. 

- High operational costs due to the specialized nature of services. 

Opportunities - Growing global interest in sustainable and cultural tourism. 

- Partnership opportunities with international travel agencies. 

- Expansion of services to include virtual tours. 

- Potential to receive grants or funding from cultural preservation funds. 

Threats - Political instability that could affect tourist perceptions of safety. 

- Economic downturns reducing discretionary spending on travel. 

- Competition from larger, more established tour operators. 

- Changes in visa policies or travel restrictions that could impact international 
tourists. 

 

This SWOT analysis helps to clearly define what internal and external factors could influence the 
success of a Cultural Heritage Tourism Company. By understanding these factors, the company can 
strategically plan to leverage its strengths, address its weaknesses, capitalize on opportunities, and 
mitigate the effects of potential threats. This kind of analysis is vital for any business, particularly one 
that operates within the nuanced field of cultural heritage where authenticity and sensitivity to local 
traditions are key. 
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If interested in more useful information, you can also visit: 

• Tutorial on how to conduct a SWOT analysis with examples: https://www.visual-
paradigm.com/tutorials/swot-analysis-tutorial/ 

  

https://www.visual-paradigm.com/tutorials/swot-analysis-tutorial/?utm_source=chatgpt.com
https://www.visual-paradigm.com/tutorials/swot-analysis-tutorial/?utm_source=chatgpt.com
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Exercise 3: Mission Statement 

1. Exercise Description 

In this exercise, learners create a Mission Statement that combines: 

• The purpose of their business, 

• Their social or community goals, and 

• Their business objectives. 

The mission statement is short but powerful — it explains why the business exists, how it helps society, 
and what it aims to achieve. 

 

2. Purpose – Why use this exercise? 

• Clarity: Helps learners articulate the reason their business exists. 

• Integration: Combines financial objectives with social impact. 

• Direction: Serves as a guide for future decisions and actions. 

• Motivation: Inspires entrepreneurs and stakeholders with a clear statement of intent. 

This exercise is essential for social entrepreneurship, as it ensures that profit and purpose are 
connected. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the mission statement: Explain that it should be short, clear, and inspiring. 

2. Show the template: Provide a table with 4 steps (Purpose, Social Goals, Business Objectives, 
Combine Elements). 

3. Guide through each step: 

o Step 1: Identify Purpose – Why does the business exist? 

o Step 2: Define Social Goals – What positive change will it bring? 

o Step 3: Describe Business Objectives – What measurable targets will it pursue? 

o Step 4: Combine Elements – Write a cohesive mission statement. 

4. Example: 

o Purpose: “To provide sustainable clothing options.” 

o Social Goals: “To promote fair labour practices.” 

o Objectives: “To expand to 5 stores within 3 years.” 

o Mission Statement: “To provide sustainable clothing options that promote fair labor 
practices and expand to 5 stores within 3 years.” 
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5. Students create their own: Allow time to reflect, write, and refine. 

6. Share (optional): Learners present their statements to the class. 

 

4. Tips for Teachers 

• Keep it short: Remind students a mission statement is usually 1–3 sentences. 

• Make it real: Encourage them to write about an idea they care about, not something generic. 

• Test it: Ask, “Would this inspire investors, employees, or community members?” 

• Refine later: Mission statements can be updated as the business evolves. 

You can use this mission statement table as a guide: 

Step Guidance Example Your Input 

1. Identify 
Purpose 

What is the primary purpose of 
your business? Think about the 
core reason your business 
exists. 

"To provide sustainable clothing 
options..." 

[Your purpose 
here] 

2. Define 
Social Goals 

What social or community goals 
do you want to achieve? 
Consider how your business can 
make a positive impact. 

"To promote fair labour 
practices..." 

[Your social 
goals here] 

3. Describe 
Business 
Objectives 

What are your main business 
objectives? These should 
include key financial or growth 
targets. 

"To expand to 5 stores within 3 
years..." 

[Your business 
objectives 
here] 

4. Combine 
Elements 

Combine the elements from the 
first three steps into a cohesive 
statement. 

"To provide sustainable clothing 
options that promote fair labor 
practices and expand to 5 stores 
within 3 years." 

[Your mission 
statement 
here] 

 

Instructions for Filling Out the Table: 

1. Identify Purpose (Step 1): Reflect on why your business exists beyond making money. Think 
about what drives you and your business. 

2. Define Social Goals (Step 2): Think about the social impact you wish your business to have. 
This could relate to environmental sustainability, community involvement, education, etc. 

3. Describe Business Objectives (Step 3): Outline your key business targets that you aim to 
achieve. These should be specific, measurable, and time bound. 
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4. Combine Elements (Step 4): Using the information from the first three steps, write a 
comprehensive mission statement that incorporates your social and business goals. Make it 
concise and compelling. 

 

If interested in more useful information, you can also visit: 

• How to write a clear and inspiring mission statement: https://www.business.com/articles/the-
art-of-words-how-to-write-the-perfect-mission-statement/ 
  

https://www.business.com/articles/the-art-of-words-how-to-write-the-perfect-mission-statement/?utm_source=chatgpt.com
https://www.business.com/articles/the-art-of-words-how-to-write-the-perfect-mission-statement/?utm_source=chatgpt.com
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Exercise 4: Create a Beneficiary Profile 

1. Exercise Description 

Learners create a profile of the main beneficiaries or customers of their business idea. 
They describe who will benefit, what their characteristics are, and what needs or challenges they face. 

Example: For a social enterprise offering sports for inclusion: 

• Beneficiaries → Young people with disabilities 
• Characteristics → Aged 12–18, limited access to inclusive sports clubs, often face social 

exclusion 
• Needs → Accessible, safe, and inclusive recreational activities 

 

2. Purpose – Why use this exercise? 

• Human-centred focus: Reminds learners that entrepreneurship starts with the people they 
serve. 

• Clarity: Defines exactly who the business is for. 
• Empathy: Encourages learners to step into the shoes of the beneficiaries. 
• Foundation: Provides the base for value propositions and business model design. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the idea of a profile: Explain that a profile is a description of a typical customer or 
beneficiary. 

2. Guide learners: Ask them to think about: age, background, needs, challenges, goals. 
3. Fill in the profile: Each student/group completes a short profile of their main beneficiary. 
4. Discussion: Students share profiles and identify similarities/differences. 

 

4. Tips for Teachers 

• Be specific: Avoid vague profiles like “everyone.” 
• Use personas: Learners can even give their beneficiary a name and story to make it real. 
• Link forward: This will connect directly to the Value Proposition in Phase 3. 

 

5. Reflective Questions for Students 

• Who benefits most from my business idea? 
• What are their main needs and challenges? 
• How can I make sure I really understand their perspective? 

 

If interested in more useful information, you can also visit: 

• Guide to creating customer/beneficiary personas: 
https://digitalmarketinginstitute.com/blog/the-beginners-guide-to-defining-buyer-personas  

https://digitalmarketinginstitute.com/blog/the-beginners-guide-to-defining-buyer-personas?utm_source=chatgpt.com
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Exercise 5: Define a Problem Statement 

1. Exercise Description 

Learners write a clear problem statement describing the social, environmental, or business problem 
their idea will address. 

A problem statement should explain: 

• Who is affected 

• What the issue is 

• Why it matters 

Example: 
“Young people with disabilities in rural areas have limited access to inclusive sports opportunities, 
leading to social isolation and fewer chances for physical activity.” 

 

2. Purpose – Why use this exercise? 

• Clarifies the “Why”: Students articulate the exact problem they are solving. 

• Guides solutions: Helps ensure their business idea responds to a real need. 

• Motivates action: A strong problem statement inspires creativity and innovation. 

• Foundation: Connects beneficiaries with value propositions. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the structure: A problem statement should answer Who? What? Why? 

2. Brainstorm issues: Students list challenges their beneficiaries face. 

3. Write the statement: Learners create one concise sentence that describes the problem. 

4. Share and refine: In pairs or groups, students check if the problem statement is specific and 
clear. 

 

4. Tips for Teachers 

• Keep it short: One or two sentences are enough. 

• Stay focused: The problem statement should not yet include the solution. 

• Encourage empathy: Remind learners to think from the beneficiary’s perspective. 

 

5. Reflective Questions for Students 

• Does my problem statement clearly show who is affected? 
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• Why is this problem important to solve? 

• How does defining the problem help shape my business idea? 

 

If interested in more useful information, you can also visit: 

• How to write a problem statement step by step: https://www.notion.com/blog/problem-
statements    

https://www.notion.com/blog/problem-statements
https://www.notion.com/blog/problem-statements
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7. Annex II: Step 2 Tools 

7.1  Key Questions for a Viable Concept 
Key Questions:  

• Who is the target beneficiary group you want to support? (be specific) 
• What problems do they encounter? (brief description) 
• What makes it a real problem needed to be solved? 
• What are your beneficiaries’ main challenges?  
• What needs do they have? 
• How and where can you intervene?  
• What are the legal/ financial/ ethical/ cultural/ discriminatory impediments?  
• What is the change you want to bring into their lives? 
• Why your ideal mission is useful/ innovative and impactful? 

 

7.2  Phase Description, Exercises and Materials 
 

Phase Description 

In this phase, you will generate and refine your business ideas. Using creative techniques, you will 
explore possible solutions, test feasibility, and keep the focus on your beneficiaries’ real needs. 

 

Exercises Phase 2 

No. Exercise Description 

1 Six Thinking 
Hats 

You will analyse your idea from six different perspectives to explore new 
ways of thinking. 

2 SCAMPER You will use the SCAMPER technique to modify or innovate a product or 
service. 

3 Generate 
Solutions  

You will identify processes affected by your business idea and propose 
solutions, highlighting benefits and challenges. 

4 Empathy Map  You will complete an empathy map to understand your customer’s 
thoughts, feelings, pains, and gains. 

5 Five Whys You will use the “Five Whys” technique to dig into the root causes of a 
problem. 
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Exercise 1: Six Thinking Hats 

1. Exercise Description 

Learners use Edward de Bono’s Six Thinking Hats method to look at a business idea from different 
perspectives. Each “hat” represents a way of thinking: 

• White Hat – Facts and information 

• Red Hat – Feelings and intuition 

• Black Hat – Caution and critical thinking 

• Yellow Hat – Optimism and benefits 

• Green Hat – Creativity and new ideas 

• Blue Hat – Process control and organisation 

Students rotate through the hats (individually or in groups) to analyse and improve their ideas. 

 

2. Purpose – Why use this exercise? 

• Broadens perspective: Encourages learners to consider their idea from multiple angles. 

• Balances creativity with realism: Combines optimistic and critical thinking. 

• Improves teamwork: Different learners can “wear” different hats at the same time. 

• Strengthens ideas: Helps refine and stress-test business concepts before development. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the hats: Explain what each colour represents. 

2. Prepare materials: Provide coloured paper hats, cards, or labels for each mode of thinking. 

3. Select an idea: Choose one business idea (individual or group). 

4. Go through the hats: 

o White: What facts/data do we have? What do we still need to know? 

o Red: What are our feelings or gut reactions about this idea? 

o Black: What could go wrong? What are the risks? 

o Yellow: What are the benefits and positive outcomes? 

o Green: What new ideas or alternatives can we generate? 

o Blue: How can we manage this process and next steps? 

5. Summarise findings: Write conclusions from each hat in a table or flipchart. 
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4. Tips for Teachers 

• Assign roles: In groups, give each student a hat to ensure participation. 

• Time-box it: Spend 5–7 minutes per hat to keep momentum. 

• Mix formats: It can be done orally, in writing, or digitally (Jamboard, Miro). 

• Encourage honesty: Stress that even the “negative” hats are essential to make the idea 
stronger. 

 

If interested in more useful information, you can also visit: 

• Overview of De Bono’s Six Hats method: https://www.bitesizelearning.co.uk/resources/six-
thinking-hats-technique 

  

https://www.bitesizelearning.co.uk/resources/six-thinking-hats-technique?utm_source=chatgpt.com
https://www.bitesizelearning.co.uk/resources/six-thinking-hats-technique?utm_source=chatgpt.com
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Exercise 2: SCAMPER 

1. Exercise Description 

This exercise introduces learners to the SCAMPER Technique, a creativity method used to innovate by 
modifying an existing product or service. 

SCAMPER stands for: 

• Substitute 

• Combine 

• Adapt 

• Modify 

• Put to another use 

• Eliminate 

• Reverse 

Learners choose a product or service and apply each SCAMPER element to generate new possibilities. 

Example: innovating a traditional handwoven basket by substituting materials, combining with lights, 
adapting patterns, modifying size, using it differently, eliminating unsustainable components, or 
reversing weaving techniques. 

 

2. Purpose – Why use this exercise? 

• Encourages structured creativity: Helps participants systematically explore new options. 

• Stimulates innovation: Transforms existing ideas into fresh, valuable solutions. 

• Balances heritage with modern needs: Especially useful when working with cultural or 
traditional products. 

• Promotes adaptability: Teaches learners to think flexibly about improving products/services. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce SCAMPER: Explain the seven categories and what they mean. 

2. Provide an example: Share the basket innovation example (or use a product relevant to your 
students). 

3. Distribute the SCAMPER table: Columns = Element, Guiding Question, Student’s Idea. 

4. Group activity: In pairs or groups, students apply SCAMPER to a chosen product or service. 

5. Present ideas: Groups share their most interesting or surprising innovations. 

6. Reflect: Use the reflective questions to connect creativity with practical application. 
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4. Tips for Teachers 

• Pick familiar products: Everyday items (bottles, shoes, backpacks) help students engage 
quickly. 

• Encourage wild ideas: At first, quantity matters more than quality — refinement can come 
later. 

• Link to entrepreneurship: Ask how their SCAMPER ideas could become real business 
opportunities. 

• Adapt timing: If short on time, focus only on 3–4 SCAMPER elements. 

 

As an example, let's apply the SCAMPER technique specifically to a cultural heritage-based product, 
such as a traditional handwoven basket, to see how it can be innovated while respecting and 
highlighting its cultural significance: 

SCAMPER 
Element 

Question Example 

Substitute What materials can be 
substituted? 

Substitute synthetic fibers with natural, sustainable 
materials like bamboo or sisal to enhance eco-
friendliness. 

Combine What elements can be 
combined with this 
product? 

Combine the basket with LED lights to create a 
decorative lamp that showcases the weaving 
patterns at night. 

Adapt What can be adapted from 
another culture or 
industry? 

Adapt colour schemes and patterns from traditional 
local paintings to enhance the basket's cultural 
appeal. 

Modify How can the product be 
modified to increase its 
appeal? 

Modify the size of the basket to serve as both a 
storage container and a stylish furniture piece in 
minimalist homes. 

Put to 
another use 

How can the product be 
used differently? 

Use smaller versions of the basket as packaging for 
local artisanal products, adding cultural value to the 
items sold. 

Eliminate What elements can be 
eliminated to simplify the 
product? 

Eliminate any non-biodegradable components to 
make the basket fully compostable and 
environmentally friendly. 

Reverse What if the traditional 
method is reversed? 

Reverse the weaving technique to expose the 
typically hidden intricate underside, highlighting 
craftsmanship in a new way. 

 

This table uses the SCAMPER method to brainstorm innovations for a traditional handwoven basket 
by integrating cultural and modern elements, enhancing both functionality and cultural significance. 
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This approach not only preserves the cultural heritage but also adapts it to meet contemporary 
needs and tastes 

 

Reflective Questions: 

●      What barriers do you face when trying to innovate, and how can you overcome them? 

A. ________________________________________________________________________________ 

 

●      Discuss an innovator you admire and the qualities that make them successful. 

A. ________________________________________________________________________________ 

 

If interested in more useful information, you can also visit: 

• Guide to using SCAMPER for innovation: https://www.designorate.com/a-guide-to-the-
scamper-technique-for-creative-thinking/  

https://www.designorate.com/a-guide-to-the-scamper-technique-for-creative-thinking/
https://www.designorate.com/a-guide-to-the-scamper-technique-for-creative-thinking/
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Exercise 3: Analyse the processes affected by your business idea 

1. Exercise Description 

In this exercise, learners identify which processes will be affected by their business idea. These 
may include: 

• Internal processes (team, operations) 

• Value chain processes (suppliers, partners) 

• Customer-related processes (communication, accessibility, services) 

 

For each process, learners define: 

• How the process is affected 

• The benefits of this change 

• The challenges or risks involved 

 

Example from inclusive sports and leisure: 

• Process: Team training in inclusive sports 

• Effect: Allocate time/resources for training 

• Benefit: Better team understanding and skills 

• Challenge: Defining success indicators (KPIs) 

 

2. Purpose – Why use this exercise? 

• Clarifies impact: Shows how a business idea influences different parts of the organisation and 
stakeholders. 

• Encourages systems thinking: Learners see the business not just as an idea, but as a set of 
processes. 

• Prepares for scaling: Helps anticipate benefits and obstacles before implementing changes. 

• Builds strategic skills: Connects the idea to real-world management and operations. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the concept: Explain what a business process is (e.g., communication, supply chain, 
customer service). 

2. Give examples: Use the SPORTS INC table (training, communication) as a model. 

3. Provide a worksheet: Table with columns: Process – How affected – Benefits – Challenges. 
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4. Student work: Individually or in groups, learners list processes affected by their own idea. 

5. Discussion: Students share one process they analysed and how they plan to deal with 
challenges. 

 

4. Tips for Teachers 

• Start small: Encourage students to pick 2–3 processes, not too many. 

• Be specific: Push learners to think in terms of concrete benefits and measurable challenges 
(KPIs). 

• Use teamwork: Groups can analyse one business idea together to save time. 

• Link forward: This analysis connects directly to later phases (Blueprint and Outlook). 

 

You can do the exercise following these guidelines: 

 

Think about the processes that will be affected in your company, whether internal processes or 
those related to the value chain, suppliers, or customers, and what benefits or challenges will be 
associated with this change. 

 

Identify the 
process or 
processes 
affected by your 
business idea 

Define how the process is 
affected (for example, 
greater accessibility in 
inclusive sports and active 
leisure) 

Benefits Challenges 

Create a team in 
inclusive sports and 
active leisure 

Allocate time and resources in 
training sessions to build a 
collective understanding of the 
changes and the purpose of the 
topic 

Better 
understanding 
and skills 

Define Key 
Success Indicators 
(KPIs) 

 

Communicate an idea 
to customers 

Increased communication 
through different channels and 
expansion of the target audience 

Builds trust and 
potential 
customers 

Develop a 
communication 
strategy 
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This approach will help you clearly articulate your business idea and prepare for the next phases in 
developing your inclusive sports and leisure company. 

 

If interested in more useful information, you can also visit: 

• Visual tools to analyse and improve business processes: 
https://research.aimultiple.com/process-analysis-tools/  

https://research.aimultiple.com/process-analysis-tools/
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Exercise 4: The Empathy Map 

1. Exercise Description 

The Empathy Map is a visual tool that helps learners understand their customers more deeply. 

It allows entrepreneurs to step into the shoes of their customers and explore what they think, feel, 
see, hear, say and do, their pains, and their gains. 

Students create an empathy map for one customer group, filling in each section with observations and 
insights. 

 

2. Purpose – Why use this exercise? 

• Customer understanding: Helps learners see the world from the customer’s perspective. 

• Segmentation: Highlights that not all customers are the same, and each group has different 
needs. 

• Value creation: Provides insights that can guide value propositions, marketing strategies, and 
product design. 

• Practical skill: The empathy map is a widely used design thinking tool in business and 
innovation. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the tool: Show the empathy map diagram divided into sections (Think/Feel, See, 
Hear, Say/Do, Pain, Gain). 

2. Explain each section: 

o Think/Feel: What’s really important to the customer? What keeps them up at night? 

o See: What do they see around them? What problems do they face? 

o Hear: What do their friends or media say? Who influences them? 

o Say/Do: How do they act publicly? What do they tell others? 

o Pain: What are their frustrations, fears, or obstacles? 

o Gain: What do they want to achieve? How do they define success? 

3. Choose a customer group: Students select one type of customer relevant to their idea. 

4. Fill in the map: Individually or in teams, learners complete each section using notes, keywords, 
or sticky notes. 

5. Reflect and discuss: Compare results across groups. What surprised them? What insights 
emerged? 

 

4. Tips for Teachers 
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• Use visuals: Draw the empathy map on a whiteboard or large paper. Encourage colour 
coding. 

• Base on research: If possible, encourage learners to gather feedback from real or potential 
customers before filling it in. 

• Group activity: Works best in small groups to generate diverse perspectives. 

• Link forward: Insights from the empathy map should be used later in value proposition 
design (Phase 2 and Phase 3). 

 

You can use these guidelines as instructions and material for learners: 

To become a successful entrepreneur we explained that it is necessary to distinguish between  your 
customers. Besides knowing that you have different kinds of customers, it is necessary to know how 
they differ from each other and what each group wants. It is therefore important to ask yourself the 
following question: DO YOU KNOW WHO YOUR CUSTOMERS ARE? 

To answer this question for your own company it is helpful to make use of some tools designed to get 
to know who your customers are. One of these tools is an empathy map and we will explain to you 
how you can use this map. The empathy map can be seen on the next page. It contains a specific type 
of customer you have and to be able to serve this customer as best as you can you want to gain valuable 
information about how your customer perceives the world around him. The empathy map can be 
printed and filled in for your specific customer. 

You should ask yourself questions about your customer: what is this customer thinking and feeling 
about his worries or wants? What is he hearing while he is using the product from his friends or 
colleagues? What is he seeing while using the product? What is he saying while using it in public? What 
is he experiencing as a pain or gain while using it?  

 

You want to gain insight into the following topics:  What does your customer… 

Think and feel See 

• What is really important to him (which 
he might not say publicly)? 

• Imagine his emotions. What moves 
him? 

• What might keep him up at night? 

• Try describing his dreams and 
aspirations? 

• What does his environment look like? 

• Who surrounds him? 

• Who are his friends? 

• What types of offers is he exposed to 
daily (as opposed to all market offers)? 

• What problems does he encounter? 

Say and do Hear 
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• What is his attitude? 

• What could he be telling others? 

• Pay attention to potential conflicts 
between what a customer might say 
and what he may truly think and feel. 

• What do his friends say?  

• What really influences him, and how? 

• Which media channels are influential? 

What is his Pain? What is his Gain? 

• What are his biggest frustrations? 

• What obstacles stand between him and 
what he wants or needs to achieve? 

• Which risks might he fear taking? 

• What does he truly want or need to 
achieve? 

• How does he measure success? 

• Think of some strategies he might use 
to achieve his goals. 

 

You can use an empathy map like the one shown below. It is best to draw a picture like this on a white 
board and will in all the blank spaces with words and thoughts. When this figure is completely filled in 
for your customers or a part of your customers you will have a better insight into what they want and 
need. This helps you to make the right proposition for your (potential) customers. 

 

  

If interested in more useful information, you can also visit: 

Free empathy map template and usage guide: https://miro.com/templates/empathy-map/  

https://miro.com/templates/empathy-map/
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Exercise 5: The Five Ws and H 

1. Exercise Description 

In this exercise, learners analyse their business idea by answering six guiding questions: 

• Who? – Who are the customers, stakeholders, or beneficiaries? 

• What? – What product or service are you offering? 

• Where? – Where will it be available or delivered? 

• When? – When will it be offered (season, schedule, timeframe)? 

• Why? – Why does this idea matter? What problem does it solve? 

• How? – How will the business operate or deliver the product/service? 

By answering these questions, learners gain a clearer and more structured understanding of their idea. 

 

2. Purpose – Why use this exercise? 

• Simplifies complexity: Breaks down the idea into clear, essential elements. 

• Clarifies direction: Ensures students cover both practical and strategic aspects. 

• Strengthens communication: Helps entrepreneurs explain their idea quickly and clearly. 

• Supports planning: Answers from this exercise can serve as the base for a pitch or business 
model. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the method: Explain that the Five Ws and H are basic journalistic and business 
questions used to clarify any situation. 

2. Show the template: Provide a worksheet with six boxes (Who, What, Where, When, Why, 
How). 

3. Guide students: 

o Who – Define the main target audience. 

o What – Clarify the product/service. 

o Where – Identify location, channel, or platform. 

o When – Establish timing or frequency. 

o Why – Explain the purpose or problem solved. 

o How – Describe the process or method of delivery. 

4. Student activity: Learners complete the six questions for their own business idea. 

5. Class discussion: Ask a few students to present their answers in short pitches. 
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4. Tips for Teachers 

• Encourage conciseness: Each answer should be short and clear (1–2 sentences). 

• Start with “Why”: For social entrepreneurship, the “Why” is often the most powerful 
motivator. 

• Use as a pitch tool: The completed table can serve as a one-minute pitch outline. 

• Combine with visuals: Students can draw diagrams or mind maps based on their answers. 

 

If interested in more useful information, you can also visit: 

• Visual tools to analyse and improve business processes: 
https://www.yourthoughtpartner.com/blog/5-ws-and-h  

https://www.yourthoughtpartner.com/blog/5-ws-and-h
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8. Annex III: Step 3 Tools 

8.1  Key Questions on the feasibility of the business 
Identify your key partners.  

• Who are your potential partners?  
• Who would like to work with you and why? 
• What can you offer  to your partners?  
• What can they offer to  you? 
• Do you encounter difficulties in building partnerships? What kind and where? 
• Make a list with potential areas for partnerships and reach out to your community. Focus on 

what you are good at in building collaboration, so you can save time and money and create 
social value.  

Identify your key activities 
• What key activities do you want to provide? What do you want to do? (try to meet your 

activities with the needs of your beneficiary) 
• What key activities do you want your partners/ collaborators to do for you? 
• Which distribution channels do you use for your activities/actions? 
• What problem your activities will solve? 
• Which key activities do your competition/ collaborators perform better then you do? 

When providing the answers to the above questions try to link your social mission to your key 
activities, to your customer needs, strengths and  think about the implications for your ideal solution 
and mission for short and long term period.  

Identify your key resources  
• What key  resources do you  have ? What are your strong points?   
• What key  resources do you need to improve? What are your gaps? 
• What key resources do you your partners/ collaborators/ suppliers have/ don’t have?  
• What resources do your distribution channels require?  
• What kind of resources your beneficiaries miss?  

 
Make a list  with potential areas for all mastered resources and reach out to your community.  Focus 
on what you are good at and point our the areas where improvements are needed 

8.2  Phase Description, Exercises and Materials 
 

Phase Description 
Here you will structure your business idea into a Business Model Canvas. Through five steps, you will 
define customers, value, operations, resources, partners, finances, and the social and environmental 
impact of your enterprise. 

Exercises Phase 3 

No. Exercise Description 

1 Customers & Value You will identify your customer segments and define the value 
propositions that respond to their needs. 
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2 Channels & 
Relationships 

You will describe how you will reach your customers and build lasting 
relationships with them. 

3 Key Activities You will list the most important activities your business must perform 
to deliver value. 

4 Resources & 
Partners 

You will identify the key resources you need and the partners that can 
support you. 

5 Finances & Impact You will define your revenue streams and cost structure, and reflect on 
the wider social and environmental impacts. 

 

Introduction to the Business Model Canvas 

The Business Model Canvas (BMC) is a visual tool that helps entrepreneurs design, describe, and 
analyse how their business works. 

It is made up of nine building blocks that cover the main areas of a business: Customer Segments, 
Value Propositions, Channels, Customer Relationships, Revenue Streams, Key Resources, Key 
Activities, Key Partners, Cost Structure.  

The BMC provides a one-page overview of a business idea, making it easier to understand, test, and 
improve. It is widely used by startups, social enterprises, and established companies. 

 

How the following exercises work 

In the next four exercises, learners will gradually complete the Business Model Canvas. Each activity 
focuses on specific parts of the Canvas: 

• Exercise 1 – Customers & Value 

• Exercise 2 – Channels & Relationships 

• Exercise 3 – Activities & Resources 

• Exercise 4 – Partners & Finances 

• Exercise 5 – Societal & Environmental Impact + Completing the Canvas 

By the end of Exercise 5, learners will have completed their own Business Model Canvas, giving them 
a clear visual map of their business idea. 

In this phase, following the explanation of Exercises 1–5, all materials required to carry out these 
activities are provided immediately after Exercise 5. The structure of this section has been designed to 
ensure a logical progression, with each exercise accompanied—consistent with the approach used in 
the previous phases—by clear guidance to support its implementation. Therefore, no difficulties 
should arise in applying the exercises as intended. Furthermore, to accommodate different levels of 
learner preparedness, additional supporting material is made available in Section 8.2, in the form of a 
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simplified Business Model Canvas, which may be used as an alternative or complementary resource 
where needed.  
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Exercise 1: Customers & Value (Customer Segments + Value Propositions) 

1. Exercise Description 

Learners identify who their customers are and what value they provide to them. 
They fill in two blocks of the Business Model Canvas: 

• Customer Segments → the different groups of people or organisations the business aims to 
serve. 

• Value Propositions → the bundle of products/services that create value for each segment. 

Example: For a cultural heritage tourism company: 

• Customer Segments → international tourists, local schools, cultural associations. 

• Value Propositions → authentic experiences, educational tours, partnerships with artisans. 

 

2. Purpose – Why use this exercise? 

• Clarifies the “who” and the “what”: Students define clearly who they are serving and what 
makes their offer meaningful. 

• Links needs and solutions: Teaches that a strong business starts with understanding customer 
needs and matching them with value. 

• Encourages focus: Helps learners avoid trying to serve “everyone” and instead target specific 
segments. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the BMC: Show students the 9-block canvas and explain that today’s focus is on 
Customers and Value. 

2. Explain Customer Segments: 

o Who are the primary customers? 

o Are there different groups with different needs? 

3. Explain Value Propositions: 

o What problem are you solving for them? 

o What benefits make your offer unique? 

4. Provide a template: Two boxes side by side – one for Customer Segments, one for Value 
Propositions. 

5. Activity: In groups or individually, learners list at least 2–3 customer segments and match each 
with its value proposition. 

6. Sharing: Invite a few students/groups to share their “customer–value” pairs. 
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4. Tips for Teachers 

• Use examples: Start with a simple business (e.g., a coffee shop) → Customer = office workers, 
Value = quick and reliable morning coffee. 

• Think diversity: Encourage students to identify different types of customers (age, interests, 
location). 

• Avoid vagueness: “Everyone” is not a customer segment — push learners to be specific. 

• Check alignment: Every value proposition should connect to at least one customer segment. 

 

To do this exercise you can follow these guidelines and use the following material: 

1. Customer Segments ("To whom?") 

The filling of the Business Model Canvas begins with the structuring ofthe market we want to achieve. 

Some of the points to be considered are the following: 

● Market size; 

● Market composition; 

● Needs, problems, habits and routines. 

2. Value Propositions ("What?") 

Having identified the market segments and the needs or problems that are intended to be solved, it is 
time to structure the solutions. 

The value proposition that is presented must be structured according to the needs of each market 
segment (if there is more than one) that is intended to be achieved. 

Examples: Innovation, performance, customization, design, brand/status, price, risk reduction, 
accessibility or usability. 

Some questions that help in this planning: 

● What can we deliver to the market? 

● What makes my solution preferable to the existing one? 

● What's the benefit of my idea? 

● What sets me apart from others? 

 

If interested in more useful information, you can also visit: 

• Official Value Proposition Canvas guide: https://www.strategyzer.com/canvas/value-
proposition-canvas   

https://www.strategyzer.com/canvas/value-proposition-canvas
https://www.strategyzer.com/canvas/value-proposition-canvas


 

49 
 

Exercise 2: Channels & Relationships 

1. Exercise Description 

In this exercise, learners identify how their business will reach customers (Channels) and how it will 
build and maintain trust (Customer Relationships). Both blocks are crucial for ensuring that customers 
not only know about the product but also feel connected and supported. 

Example: 

• Channels: website, social media, local fairs, travel agencies. 

• Customer Relationships: personalised support, newsletters, loyalty programmes, community 
events. 

 

2. Purpose – Why use this exercise? 

• Clarifies outreach: Teaches learners how to deliver their value proposition effectively. 

• Builds customer loyalty: Shows that strong businesses need more than just a good product. 

• Encourages strategy: Helps learners match each customer segment with the best channels 
and relationship type. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce Channels: Explain that channels are the ways the product or service reaches the 
customer. Examples: online platforms, physical shops, direct sales. 

2. Introduce Relationships: Explain that relationships describe how the business interacts with 
customers. Examples: personalised service, automation, self-service, communities. 

3. Show examples: For a cultural heritage tourism business: 

o Channels → social media ads, partnerships with schools, online booking platforms. 

o Relationships → guided tours with personal interaction, follow-up emails, customer 
loyalty discounts. 

4. Provide a template: Two sections – one for Channels, one for Relationships. 

5. Student activity: Learners list at least 2–3 channels and describe the type of relationship they 
want with each customer group. 

6. Discussion: Groups share one channel and one relationship strategy with the class. 

 

4. Tips for Teachers 

• Match with customers: Remind learners that each segment may need different channels and 
relationships. 
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• Balance cost and impact: Some channels are cheap (social media), others costly (TV ads). 
Discuss feasibility. 

• Highlight innovation: Encourage creative ideas such as gamification, online communities, or 
peer-to-peer models. 

• Link back: Connect channels and relationships to the value propositions defined earlier. 

 

To do this exercise you can follow these guidelines and use the following material: 

 

3) Channels ("To whom?") 

In order for the value proposition to reach end consumers, the best way of interconnection between 
the parties involved must be studied.  

This includes a company's marketing and distribution strategy. 

Examples: TV advertising, flyers, online stores, physical stores (own or third-party), home deliveries. 

 

All business logistics must be planned with the utmost detail and responsibility. 

• How will my product or service reach my customer? 

• Which distribution chains are most suitable for my business? 

• What is the most efficient type of transport? Outsourcing or own vehicles? 

• How will the product be sold? 

• Is it preferable to use a market place or physical points of sale? 

• How to communicate the existence of my product or service? 

 

4) Customer Relationships ("To whom?") 

For the consumer to remain loyal to a brand, it is necessary that, more than a good product, there is a 
good relationship between the company and the customers. 

More than the purchase of a quality product or service, consumers are looking for a good experience, 
a company that can solve any problems that may arise, as quickly as possible and without prejudice to 
them. 

 

Examples: After-sales service, online service, product exchange 

 

Questions to answer: 

• What is the communication channel with the consumer? 
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• Will it be a direct communication, or through a third party? 

• Will technical support for the product or service be provided by the company or by third 
parties? 

• What level of after-sales service to achieve? 

• How to create a relationship that allows customer loyalty? 

 

If interested in more useful information, you can also visit: 

• Explanation of channels in the Business Model Canvas: 
https://www.businessmodelhacking.com/deepdive-channels-business-model-canvas/ 

• Types of customer relationships in the Business Model Canvas: 
https://digitalleadership.com/blog/customer-relationships-bmc/  

https://www.businessmodelhacking.com/deepdive-channels-business-model-canvas/
https://digitalleadership.com/blog/customer-relationships-bmc/
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Exercise 3: Key Activities & Resources 

1. Exercise Description 

Learners identify the Key Activities and Key Resources needed to deliver their value propositions, 
reach customers, and sustain operations. 

• Key Activities are the essential tasks the business must perform (e.g., production, marketing, 
customer service, research & development). 

• Key Resources are the assets needed to carry out those activities (e.g., skilled staff, technology, 
finances, physical spaces, intellectual property). 

Example for a cultural heritage tourism company: 

• Activities → designing tours, training guides, building partnerships with artisans. 

• Resources → knowledgeable guides, buses, website booking system, funding. 

 

2. Purpose – Why use this exercise? 

• Builds a foundation: Shows that ideas require concrete actions and resources to succeed. 

• Improves planning: Helps learners prioritise what must be done first. 

• Encourages resource awareness: Identifies gaps between what they have and what they need. 

• Links to sustainability: Ensures resources and activities match business size and goals. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce Activities & Resources: Explain the difference clearly: 

o Activities = “What we do.” 

o Resources = “What we need.” 

2. Provide categories: 

o Activities → production, problem-solving, marketing, distribution, partnerships. 

o Resources → human, financial, physical, intellectual. 

3. Show example: For a start-up café: 

o Activities = buying ingredients, hiring staff, marketing. 

o Resources = trained baristas, coffee machines, capital. 

4. Provide a template: Two columns or boxes – one for Activities, one for Resources. 

5. Student activity: Learners list at least 3–5 activities and the resources linked to them. 

6. Discussion: Students reflect on which activities are most critical and which resources are 
hardest to obtain. 
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4. Tips for Teachers 

• Encourage prioritisation: Not all activities/resources are equal — ask “Which 2–3 are most 
essential?” 

• Highlight dependencies: Some resources depend on partnerships (e.g., funding, suppliers). 

• Link back: Remind students that activities and resources should support their value 
propositions. 

• Make it visual: Use sticky notes to create a board of activities/resources and rearrange them. 

 

To do this exercise you can follow these guidelines and use the following material next page: 

• Examples of key activities in the Business Model Canvas: 
https://www.businessmodelhacking.com/key-activities-business-model-canvas/  

 

6) Key Activities ("How?") 

All activities that are necessary for the product and/or service to be successfully provided to the 
customer (product development, production, packaging and distribution). 

Examples: Production activities (design, build and deliver the product), activities related to distribution 
channels, customer relationship activities (maintaining social networks), … 

 

7) Key Resources ("How?") 

To develop key activities, resources are needed. Without these, the project will not be feasible. 

These can be physical (facilities, vehicles, equipment), financial (loans), intellectual (brands, patents, 
partnerships) or human (employees). 

 

If interested in more useful information, you can also visit: 

• Examples of key activities in the Business Model Canvas: 
https://www.businessmodelhacking.com/key-activities-business-model-canvas/ 

• Guide to identifying key resources in the Business Model Canvas: 
https://www.businessmodelhacking.com/deepdive-key-resources-business-model-canvas/  

https://www.businessmodelhacking.com/key-activities-business-model-canvas/
https://www.businessmodelhacking.com/key-activities-business-model-canvas/
https://www.businessmodelhacking.com/deepdive-key-resources-business-model-canvas/
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Exercise 4: Partners & Finances 

1. Exercise Description 

Learners identify the Key Partners, Cost Structure, and Revenue Streams of their business idea. 
These blocks complete the Business Model Canvas by showing how the business collaborates, spends, 
and earns. 

• Key Partners: Suppliers, collaborators, institutions, or networks that support the business. 

• Cost Structure: The main costs required to run the business (e.g., salaries, equipment, 
marketing). 

• Revenue Streams: The ways the business generates income (e.g., sales, subscriptions, 
licensing, sponsorships). 

Example for a cultural heritage tourism company: 

• Key Partners → local artisans, museums, travel agencies. 

• Cost Structure → staff wages, transport, promotion, maintenance. 

• Revenue Streams → ticket sales, online bookings, sponsorship from cultural funds. 

 

2. Purpose – Why use this exercise? 

• Promotes collaboration: Shows learners that partners are essential for growth. 

• Financial awareness: Encourages them to think realistically about costs and revenues. 

• Connects the dots: Learners see how partnerships, spending, and income sustain the whole 
business. 

• Prepares for planning: Provides the base for the financial plan in Phase 4 (Outlook). 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the three blocks: Explain Key Partners, Costs, and Revenues with simple examples. 

2. Show categories: 

o Partners: suppliers, alliances, government, NGOs, distribution networks. 

o Costs: fixed costs (rent, salaries), variable costs (materials, transport). 

o Revenues: direct sales, service fees, advertising, sponsorship, grants. 

3. Provide template: Three boxes side by side: Partners – Costs – Revenues. 

4. Student activity: Learners list at least 3 partners, 3 costs, and 2–3 revenue sources. 

5. Discussion: Students share ideas on how to keep costs low or diversify revenues. 

 

4. Tips for Teachers 
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• Think broadly: Partners can include unexpected allies (universities, NGOs, digital platforms). 

• Keep it realistic: Push students to connect costs and revenues — no business is free. 

• Encourage creativity in revenue: Not only sales, but also sponsorships, grants, or digital 
services. 

• Use it as a transition: This exercise prepares learners for Phase 4 financial planning. 

 

To do this exercise you can follow these guidelines and use the following material: 

8) Key Partners ("How?") 

Discover the suppliers and partners that support the operation of the company (business alliances). 

The company, by creating these relationships/alliances, will be able to optimize its processes, reduce 
the risk and uncertainty associated with any business in the market, as well as be able to facilitate the 
acquisition of resources. 

 

9) Cost Structure ("How much?") 

All elements of the business model have an associated cost structure. 

To complete the Business Model Canvas, and then have a clear structure of the project to be 
developed, it is necessary to itemize all project costs. 

Examples: Fixed costs (wages, rents), Variable costs, Economies of scale (price of a resource may 
decrease if purchased in large quantities), ... 

Issues to consider: 

• Identify the costs of developing each key activity 

• Do these costs already include the costs of resources and partners?  

o If not, what are these costs? 

• Are these costs all necessary or can they be reduced? 

 

If interested in more useful information, you can also visit: 

• Explanation of key partners in the Business Model Canvas: 
https://digitalleadership.com/blog/key-
partners/#:~:text=Key%20Partners%20are%20essential%20relationships,handle%20everythi
ng%20on%20its%20own.  

• Key Partners Building Block of the Business Model Canvas 
https://digitalleadership.com/blog/revenue-streams/   

https://digitalleadership.com/blog/key-partners/#:~:text=Key%20Partners%20are%20essential%20relationships,handle%20everything%20on%20its%20own.
https://digitalleadership.com/blog/key-partners/#:~:text=Key%20Partners%20are%20essential%20relationships,handle%20everything%20on%20its%20own.
https://digitalleadership.com/blog/key-partners/#:~:text=Key%20Partners%20are%20essential%20relationships,handle%20everything%20on%20its%20own.
https://digitalleadership.com/blog/revenue-streams/
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Exercise 5: Societal & Environmental Impact + Completing the Canvas 

1. Exercise Description 

This final exercise has two parts: 

Part A – Societal & Environmental Impact 

Learners analyse the wider effects of their business idea by completing the four additional blocks of 
the extended Business Model Canvas: 

• Environmental Costs → negative impact on nature (e.g., waste, emissions, resource use). 

• Societal Costs → negative impact on people or communities (e.g., inequality, cultural risks). 

• Societal Benefits → positive contributions to society (e.g., education, inclusion, jobs). 

• Environmental Benefits → positive contributions to the environment (e.g., recycling, 
renewable energy). 

Part B – Completing the Canvas 

Learners gather all the information from Exercises 1–5 (Customers & Value, Channels & Relationships, 
Activities, Resources & Partners, Finances) and the new insights from Part A. 
They then fill in a full-size Business Model Canvas template with all 13 blocks. 

 

2. Purpose – Why use this exercise? 

• Broadens perspective: Shows that a business must consider social and environmental impact, 
not only financial results. 

• Integrates learning: Brings together all previous exercises into a single, clear framework. 

• Provides a deliverable: Each learner/group leaves with a complete Business Model Canvas for 
their idea. 

• Prepares for Phase 4: Sets the stage for financial planning, pitching, and sustainability. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce impact thinking: Explain that social enterprises must measure not only profits but 
also their impact on people and planet. 

2. Show examples: 

o Environmental Costs → fuel for transport, energy use. 

o Societal Costs → possible exclusion of some groups if not carefully designed. 

o Societal Benefits → job creation, inclusion, cultural preservation. 

o Environmental Benefits → use of renewable energy, reduction of waste. 

3. Provide a worksheet/template: Add four extra boxes at the bottom of the BMC. 
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4. Group activity – Part A: Students brainstorm and complete the four impact blocks for their 
business. 

5. Group activity – Part B: Students take all previous work and fill in the entire canvas (13 blocks). 

6. Sharing: Organise a “gallery walk” or mini-pitches where each group presents their Business 
Model Canvas. 

 

4. Tips for Teachers 

• Balance realism and ambition: Encourage honest reflection on negative impacts as well as 
positive ones. 

• Keep it visual: Use large posters, sticky notes, or digital tools (Miro, MURAL, Canva). 

• Encourage collaboration: The full canvas works best in groups, combining different 
perspectives. 

• Celebrate progress: Remind learners that filling the full canvas is a big achievement — they 
now have a structured business idea. 

 

 

If interested in more useful information, you can also visit: 

• Cost structure explained in the Business Model Canvas: 
https://digitalleadership.com/blog/cost-structure/ 

• Sustainable Business Model Canvas: https://www.gosharpei.com/blog/sustainable-business-
model-canvas   

https://digitalleadership.com/blog/cost-structure/
https://www.gosharpei.com/blog/sustainable-business-model-canvas
https://www.gosharpei.com/blog/sustainable-business-model-canvas
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*Business Model Canvas Template to use in Exercises 1-5 of Phase 3 
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8.3  Simplified Business Model Canvas 
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9. Annex IV: Step 4 Tools 

9.1  Business Plan Template 
It is essential to present the business idea in a clear, simple way and that it is evident that it is a unique, 
viable and sustainable value proposition and that the proposed business model is the appropriate one. 

The Business Plan must contain the necessary elements that make it possible to know the proposal, 
the market and the process. It should include a summary, an objective, the identification of the key 
factors for the project to be successful and market and financial analyses that duly support the idea to 
be developed. 

Structure of a Business Plan: 
1. Executive summary: should summarize in no more than 500 words the entire presentation, 

which will be more detailed in the following chapters. 
2. Key points to be addresses: 

● What is the name of the business and its area of activity?   
● What's the mission? 
● What is the scope of the business and the potential market for your products? 
● Why is it an innovative and winning proposal? 
● What resources, human and financial, are needed? 
● What is the expected deadline to break-even?   
● What are the strengths and weaknesses? 
● What are your references and relevant experience? 

3. The history of the Company and/or the promoters; 
4. The underlying market; 
5. The new idea and its positioning in the market; 
6. The Project/Product/Idea; 
7. Commercial Strategy;  
8. Business management and control; 
9. Investment required; 
10. Financial Projections / Financial Model 

 

9.2  Phase Description, Exercises and Materials 
 

Phase Description 

In this phase, you will consolidate everything into a coherent Business Plan. You will plan resources, 
analyse risks, evaluate impact, practice communication through a pitch, and finish with your own 
Business Plan as a capstone exercise. 

Exercises Phase 4 

No. Exercise Description 

1 Planning Module 
Pt. 1  

You will choose a business activity, identify the resources needed, and 
classify them as easy, medium, or hard to obtain. 
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2 Planning Module 
Pt. 2  

You will identify risks related to your activity, rate them by probability and 
impact, and plan how to manage them. 

3 Impact 
Evaluation  

You will complete a table and checklist to assess your business’s social, 
environmental, and financial impacts. 

4 Your Pitch  You will prepare and adapt a pitch, using storytelling to communicate your 
business idea to different audiences. 

5 Final Business 
Plan 

You will consolidate all your work into a 5–7 page Business Plan, including 
all key sections of a professional document. 
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Exercise 1: Planning: Business Activity & Resources 

1. Exercise Description 

In this exercise, learners choose a business activity they would like to do (something they know about 
or have experience with). 

They then list the resources needed to carry out that activity, and classify them as: 

• Easy to obtain 

• Medium to obtain 

• Hard to obtain 

Finally, learners reflect on whether the activity can be adapted or whether alternative resources can 
be used if certain ones are too difficult to access. 

Example: 

• Activity → Launch an online bakery. 

• Easy resources → Social media account, home kitchen. 

• Medium resources → Packaging materials, delivery partnerships. 

• Hard resources → Professional oven, food safety certification. 

• Adaptation → Start with smaller products requiring basic equipment, or partner with an 
existing certified kitchen. 

 

2. Purpose – Why use this exercise? 

• Develops planning skills: Learners think about not only what they want to do, but also the 
resources required. 

• Promotes realistic thinking: Teaches them to evaluate feasibility and challenges. 

• Encourages adaptability: Learners learn to adjust ideas when resources are scarce. 

• Links to entrepreneurship: Reflects the real-world process of turning ideas into actionable 
plans. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce planning: Explain the three guiding questions – What do I want? Where am I now? 
How do I get what I want? 

2. Choose activity: Each student selects a business activity (e.g., selling handmade crafts, offering 
tutoring, starting a small café). 

3. List resources: Learners fill in the table with resources for each activity, and classify them as 
Easy / Medium / Hard to obtain. 



 

63 
 

4. Reflect: Students answer the final question: “Can I adapt the activity or substitute resources if 
something is hard to obtain?” 

5. Discussion: Share examples in class — what kinds of resources are common challenges? How 
could they be solved? 

 

4. Tips for Teachers 

• Encourage realism: Push students to be specific (not just “money” but “€1,000 for 
equipment”). 

• Allow creativity: If resources are hard to obtain, learners should think of alternative strategies. 

• Group sharing: Comparing activities helps students see similarities across different ideas. 

 

To do this exercise you can follow these guidelines and use the following material: 

Planning, simply said, refers to answering three following questions: What do I want? Where am I now? 
How to get what I want? There are factors that influence the planning process such as finance, 
resources and risk involved. 

Write the business activity you would like to do on your own, or which you have experience with. 

Afterwards write the resources needed for this activity, your activity is dependent on that resources. 

 

Business Activity 
 

Needed resources 

Easy to obtain Medium to obtain It is hard to obtain 

1.  
   

2.  
   

3.  
   

 

If interested in more useful information, you can also visit: 

• Guide to writing a simple business plan: https://www.sba.gov/business-guide/plan-your-
business/write-your-business-plan   

https://www.sba.gov/business-guide/plan-your-business/write-your-business-plan
https://www.sba.gov/business-guide/plan-your-business/write-your-business-plan
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Exercise 2: Risk Assessment (Business Activities & Risks) 

1. Exercise Description 

In this exercise, learners choose two business activities they previously identified and analyse the risks 
connected to them. 

For each activity, they: 

• List three risks 

• Grade each risk on a scale of 1–10 for: 

o Probability of happening (1 = unlikely, 10 = almost certain) 

o Impact (1 = low impact, 10 = very strong impact) 

• Propose a response or strategy for managing each risk. 

Example: 

• Business Activity → Launching a catering service 

• Risk → Food supply delays 

• Probability → 7 

• Impact → 8 

• Response → Secure multiple suppliers 

 

2. Purpose – Why use this exercise? 

• Encourages proactive thinking: Students anticipate challenges before they happen. 

• Prioritisation: Helps learners focus on the most serious risks. 

• Introduces risk management: Shows how businesses plan to reduce, avoid, or share risks. 

• Connects to feasibility: Learners link risks back to their resources and planning. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce risk: Explain that every business idea faces uncertainties that can affect success. 

2. Choose activities: Students select 2 activities from Exercise 1 (Planning Logbook). 

3. List risks: Each student identifies 3 possible risks per activity. 

4. Rate risks: Fill in the table, grading Probability (1–10) and Impact (1–10). 

5. Discuss responses: For each risk, learners write a possible solution (e.g., prevention, backup 
plan, insurance, adjustment of activity). 

6. Reflection: Students share the riskiest activity and their mitigation plan. 
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4. Tips for Teachers 

• Encourage specificity: Avoid vague risks like “failure” — focus on concrete risks (e.g., “low 
customer demand”). 

• Highlight balance: Some risks are very likely but low impact; others are rare but critical. Both 
matter. 

• Promote creativity: Students can think of innovative ways to reduce risks. 

• Group activity: In pairs, students can compare risks for the same activity. 

 

Some risks are financial, and can be linked to SOFE tasks explored later: 

• Task 3.i (Costs): Risk of underestimating production or unit costs. 

• Task 3.ii (Revenues): Risk of not generating expected revenue from sales. 

• Task 3.iii (Pricing): Risk that customers reject pricing or that margins are too small. 

 

To do this exercise you can follow these guidelines and use the following material: 

Choose 2 previously mentioned business activities and write 3 risks that are connected with that 
activity. Grade every risks probability of happening and possible impact with the grades 1 – 10, where 
10 in the first column implies that the risk will almost certainly occur and in the second column that 
the risk will have very strong impact on the activity. 

 

Business Activity 

Risk 

Grades of Risk (1-10) 

 
I Probability of 

happening 
II Impact 

 

 

1.  
  

2.  
  

3.  
  

 
4.  

  

5.  
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6.  
  

 

What would be your response to the risks? How would you manage them? Please write your 
mentioned risks and desired response.  

 

If interested in more useful information, you can also visit: 

• How to identify and evaluate business risks: https://business.gov.au/risk-management/risk-
assessment-and-planning/make-risk-management-plan   

https://business.gov.au/risk-management/risk-assessment-and-planning/make-risk-management-plan
https://business.gov.au/risk-management/risk-assessment-and-planning/make-risk-management-plan
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Exercise 3: Impact Evaluation Table and Checklist 

1. Exercise Description 

In this exercise, learners systematically evaluate the social, environmental, and financial impacts of 
their business idea over time. 

They use an Impact Evaluation Table to record progress at three intervals: 

• Initial status (start of the project) 

• Mid-term status (during development) 

• Final status (after implementation) 

They also use a Checklist to ensure key impact areas are being addressed. 

 

2. Purpose – Why use this exercise? 

• Holistic view: Encourages learners to look beyond profit and consider people and planet. 

• Accountability: Teaches them to track progress, not just set goals. 

• Balance: Reinforces that a strong business delivers positive social, environmental, and 
financial outcomes. 

• Practical tool: Provides a clear template for ongoing evaluation. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce impact dimensions: Explain the three impact areas: 

o Social: inclusion, education, job creation, cultural preservation. 

o Environmental: sustainability, resource use, waste reduction. 

o Financial: growth, stability, sustainability of the business. 

2. Provide the Impact Evaluation Table: 
| Impact Type | Initial Status | Mid-Term Status | Final Status | Improvement Areas | 

3. Student activity: 

o Learners fill in the table for their own business idea. 

o Encourage realistic entries (not everything has to be “positive”). 

4. Introduce the Checklist: 

o Have social impact metrics been defined? 

o Are environmental practices in place? 

o Is financial performance monitored? 

5. Discussion: Students share one positive impact and one improvement area with the group. 
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4. Tips for Teachers 

• Keep it simple at first: Students can write one or two items per impact area. 

• Encourage honesty: Negative impacts should also be acknowledged. 

• Link to Phase 3: Remind them that they already considered societal and environmental 
costs/benefits in their BMC. This table is a way to track them over time. 

• Make it iterative: Suggest revisiting the table regularly (not just once). 

 

To do this exercise you can follow these guidelines and use the following material: 

 

Impact Evaluation Table and Checklist 

●      Objective: Systematically assess the impacts of your business. 

●      Activity: Fill in the Impact Evaluation Table at designated intervals (initial, mid-term, final). 

Impact Type Initial Status Mid-Term Status Final Status Improvement Areas 

Social 
 

        

Environmental 
 

        

Financial 
 

        

 

Checklist for Impact Assessment: 

 Social impact metrics defined 

 Environmental sustainability practices in place 

 Financial growth and sustainability monitored 

These exercises and tools guide you through the critical aspects of developing and running a cultural 
heritage-based business, ensuring you consider its broader impacts while maintaining focus on 
business viability and cultural integrity. 

If interested in more useful information, you can also visit: 

• How to measure and evaluate social impact: https://social-economy-
gateway.ec.europa.eu/topics-focus/measuring-social-impact-new-era-social-economy_en  

https://social-economy-gateway.ec.europa.eu/topics-focus/measuring-social-impact-new-era-social-economy_en
https://social-economy-gateway.ec.europa.eu/topics-focus/measuring-social-impact-new-era-social-economy_en
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Exercise 4: Communication in the New Age – Storytelling, Pitching, and Adapting Your Message 

1. Exercise Description 

This exercise helps learners communicate their business idea effectively. They practise three 
connected skills: 

1. Craft the story of your business – Write a short, compelling story about your business using a 
5-part structure (introduction, problem, A-HA moment, resolution, conclusion). 

2. Create your pitch – Prepare a structured presentation for investors, partners, or customers, 
covering key elements like problem, solution, market, finances, and call to action. 

3. Adapt your message – Identify your audience and tailor your story or pitch to their needs and 
interests. 

 

2. Purpose – Why use this exercise? 

• Improves communication: Teaches learners how to explain their idea clearly and memorably. 

• Builds confidence: Prepares them for real opportunities to present to investors or partners. 

• Connects values with business: Storytelling shows not only what the business does, but why 
it matters. 

• Practical skill: Pitching is a real-world tool every entrepreneur needs. 

 

3. Step-by-step Instructions for Teachers 

1. Craft the story: 

o Introduce the 5-part structure: 

▪ Opening → “Every day…” 

▪ Rising Action → “But one day…” 

▪ Climax → “Until finally…” 

▪ Falling Action → “Because of that…” 

▪ Ending → “And that is why…” 

o Ask students to write a short story about their business idea using this framework. 

2. Create the pitch: 

o Provide the pitch structure: 

▪ Introduction (raise interest) 

▪ Problem / Opportunity 

▪ Solution & Benefits 

▪ Market (size, characteristics) 
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▪ Business Model (how money is made) 

▪ Competition & Advantage 

▪ Market Entry Strategy 

▪ Team & Experience 

▪ Finances (needs & resources) 

▪ Call to Action 

o Students outline or practise delivering a 2–3 minute pitch. 

3. Adapt the message: 

o Ask students: Who is your audience (investors, customers, partners)? 

o Why should they care? What do they know already? How do they prefer to receive 
information? 

o Learners adapt their story/pitch to fit this specific audience. 

4. Practice session (optional): 

o Organise mini-presentations in class. 

o Encourage peer feedback focusing on clarity, persuasiveness, and adaptation to 
audience. 

 

4. Tips for Teachers 

• Time management: If short on time, focus only on storytelling or pitching. 

• Encourage simplicity: Remind students to avoid jargon — clear, plain language is more 
powerful. 

• Make it real: Encourage learners to imagine they are really talking to an investor or partner. 

• Confidence boost: Remind them the goal is not perfection but clarity and passion. 

 

If interested in more useful information, you can also visit: 

• Harvard guide on how to pitch a brilliant idea: https://hbr.org/2003/09/how-to-pitch-a-
brilliant-idea  

https://hbr.org/2003/09/how-to-pitch-a-brilliant-idea
https://hbr.org/2003/09/how-to-pitch-a-brilliant-idea
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Exercise 5: Final Business Plan 

1. Exercise Description 

In this final exercise, learners consolidate all the work from Phases 1–4 into a short Business Plan. 

The plan is a professional document that explains what the business is about, how it will work, and 
what impact it will have. 

Learners will prepare a 5–7 page plan  covering the key sections: 

1. Executive Summary – A short overview of the business idea. 

2. The Organisation – Mission, goals, strengths, and weaknesses. 

3. The Product/Service – Clear description of what is offered. 

4. The Market – Target customers, market size, competitors. 

5. Business Model & Marketing Strategy – How the business makes money, sales/distribution 
channels, and promotion strategies. 

6. The Team – Roles, responsibilities, and partners. 

7. Basic Financials – Costs, revenues, and pricing (use results from SOFE Tasks 3.i–3.iii). 

8. Impact Statement – Expected social, environmental, and financial impacts (from Impact 
Evaluation and extended BMC). 

 

2. Purpose – Why use this exercise? 

• Integration: Brings together all elements of the acceleration programme into one final 
document. 

• Professional skill: Introduces learners to a tool used in real-world entrepreneurship. 

• Clarity: Helps students see how their idea looks “on paper” and whether it is viable. 

• Preparation for next steps: Learners can use their plan as the basis for pitching or real-life 
project applications. 

 

3. Step-by-step Instructions for Teachers 

1. Introduce the Business Plan: Explain its purpose (to convince investors, partners, or 
stakeholders of the business idea’s value and feasibility). 

2. Provide structure: Give students the simplified template with the 8 sections above. 

3. Connect with previous work: Remind learners they already have much of the content from 
earlier exercises (Vision Board, SWOT, BMC, Risk Analysis, Impact Evaluation, Pitch). 

4. Work individually or in groups: Each learner/group completes their Business Plan draft (5–7 
pages, or slides/poster). 

5. Optional presentations: Learners present their plan as a final pitch (5 minutes per group). 
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6. Feedback: Provide constructive feedback on clarity, feasibility, and impact. 

 

4. Tips for Teachers 

• Keep it realistic: Learners don’t need a 20-page plan — short and focused is better. 

• Encourage visuals: Tables, charts, and bullet points make the plan easier to follow. 

• Make it practical: Suggest learners think of their plan as something they could show to a 
mentor or investor. 

• Celebrate achievement: This is the capstone of the programme — highlight how much 
progress they’ve made. 

 

5. Reflective Questions for Students 

• Does my Business Plan clearly explain what my business does and why it matters? 

• Is my financial section realistic, based on my resources and costs? 

• Does my plan show both social/environmental impact and financial sustainability? 

• Would someone outside my class (investor, partner, community member) understand and 
support my idea from this plan? 

 

If interested in more useful information, you can also visit: 

• Examples of short business plans:  https://www.bplans.com/sample-business-plans/  

• Free startup business plan template: https://www.score.org/resource/business-plan-
template-startup-business   

https://www.bplans.com/sample-business-plans/
https://www.score.org/resource/business-plan-template-startup-business
https://www.score.org/resource/business-plan-template-startup-business
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BUSINESS PLAN TEMPLATE 

This template will guide you in creating a short Business Plan for your idea. A Business Plan explains 
what your business does, who it serves, how it works, and what impact it creates. 

You do not need to write long essays. Instead, answer the guiding questions, fill in the tables, and be 
as clear and specific as possible. 

 

Cover Page 

• Business name, logo/sketch, team members 

 

 

1. Executive Summary 

• What is your business idea in one sentence? 

__________________________________________________________________________________ 

• What problem does it solve? 

__________________________________________________________________________________ 

• Why is it important or unique? 

__________________________________________________________________________________ 

 

2. Organisation 

• Mission statement (with social goal included) 

__________________________________________________________________________________ 

• Main strengths (2–3) 

__________________________________________________________________________________ 

• Main weaknesses (2–3) 

__________________________________________________________________________________ 

 

 

3. Product/Service 

• What do you offer? 

__________________________________________________________________________________ 

• How does it work? 
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__________________________________________________________________________________ 

• Why do customers need it? 

__________________________________________________________________________________ 

 

4. Market 

• Who are your customers? 

__________________________________________________________________________________ 

• Who are your competitors? 

__________________________________________________________________________________ 

• What makes you different? 

__________________________________________________________________________________ 

 

5. Business Model & Marketing Strategy 

• How will you make money? (revenues) 

__________________________________________________________________________________ 

• How will you reach customers? (channels) 

__________________________________________________________________________________ 

• How will you promote it? (marketing strategy) 

__________________________________________________________________________________ 

 

6. Team & Partners 

• Who is on your team? 

__________________________________________________________________________________ 

• What roles do you need? 

__________________________________________________________________________________ 

• Who can support you (suppliers, NGOs, institutions)? 

__________________________________________________________________________________ 
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7. Financials (simple) 

Item Estimated Cost (€) Estimated Revenue (€) 

Product/Service 1 ______________________ ____________________ 

Product/Service 2 ______________________ ____________________ 

 

Pricing strategy: 

__________________________________________________________________________________ 

 

8. Impact Statement 

• Social benefits:  

__________________________________________________________________________________ 

• Environmental benefits: 

__________________________________________________________________________________ 

• How will you measure success? 

__________________________________________________________________________________ 

 

9. Next Steps & Reflection 

• Short-term goals (next 6 months):  

__________________________________________________________________________________ 

• Long-term goals (2–3 years):  

__________________________________________________________________________________ 

• Reflection: What excites you most about your plan? What worries you most? 

__________________________________________________________________________________ 
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