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1. Introduction 
 
The present document covers five main parts: 
 

1) The EntRENEW Blended-learning training content (ERE Course) 
2) The EntRENEW Webinar 
3) The EntRENEW Virtual Incubator HUB (VIH) 
4) The EntRENEW Train-the-Trainers Toolkit (ToT) 
5) The final expert’s evaluation on the ERE Course 

 
 

 

2. Blended learning 
 
The EntRENEW course consists of 4 modules, summarized here: 

1) Renewable Energy Systems 
2) Entrepreneurial Ecosystems 
3) Business Model Innovation and Ecosystems in Renewable Energy 
4) Launching Successful Start-ups in Renewable Energy 

 
Each of the training modules is detailed in the next section 2.1. For each training module (sections 
2.1.1-2.1.4), we report the training content, the video support, and the quizzes developed to cover 
the topics. 
 
Given the blended-learning approach, the EntRENEW project also organized a webinar, detailed in 
section 2.2. 
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2.1 Training modules 

 
2.1.1. Module 1: Renewable Energy Systems 

i) Training Content 

a. Introduction: Sustainability 
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b. The Basics of Energy 
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ii) Video material  

a. Introduction to Module 1 
https://youtu.be/McTHp2Vi61Y 
 

 
  

https://youtu.be/McTHp2Vi61Y
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iii) Quizzes 

a. Sustainable development  
 

[1 point] Sustainability refers to [more than one alternative may be correct] 

1. Environmental aspects 
2. Legal aspects  
3. Societal aspects 
4. Economic aspects  

ANSWERS: 1, 3, 4  

 

b. Energy  
 
[1 point] What unit(s) are used for quantifying energy?  

1. kW 
2. kWh 
3. Hz 
4. None of the above.  

ANSWER: 2 

[1 point] Solar panels generate electricity when the demand is the highest  

1. Yes 
2. No  

ANSWER: 2 

[1 point] Wind turbines provide stability in the electric grid  

1. Yes  
2. No  

ANSWER: 2 

[1 point] Hydroelectric turbines provide stability in the electric grid  

1. Yes  
2. No  

ANSWER: 1 

[1 point] Nuclear power is the most dangerous way of producing electricity, in terms of causing 
the most deaths relative to power produced  
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1. Yes  
2. No  

ANSWER: 2 

[1 point] Energy sources act on a fully free market, implying laws and regulations can be 
disregarded for firms and entrepreneurs  

1. Yes  
2. No  

ANSWER: 2 

[1 point] Storing electricity is very difficult and/or costly 

1. Yes  
2. No  

ANSWER: 1 

[1 point] Photovoltaics (PVs) have decreased exponentially in costs during the last decades.  

1. Yes  
2. No  

ANSWER: 1 

[1 point] Batteries have decreased exponentially in costs during the last decades.  

3. Yes  
4. No  

ANSWER: 1 
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2.1.2. Module 2: Entrepreneurial Ecosystems 

i) Training Content 

a. Background on Open Innovation 
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b. Vibrancy of an Entrepreneurial Ecosystem 

i. The Entrepreneurial ecosystem 

Video: https://youtu.be/5yWZqdYTi1U 
 

ii. University spin-offs 

Video: https://youtu.be/FDT1eTZQNpc 
 

c. The Life Cycle of the Small Firm 
 

 

https://youtu.be/5yWZqdYTi1U
https://youtu.be/FDT1eTZQNpc
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d. Local Entrepreneurial Ecosystems 
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ii) Video Material 

a. Introduction Module 2 
https://youtu.be/i5CpiM5fnSU 
 

 
 

b. Vibrancy of an Entrepreneurial Ecosystem 1 
https://youtu.be/5yWZqdYTi1U 
 

 

https://youtu.be/i5CpiM5fnSU
https://youtu.be/5yWZqdYTi1U
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c. Vibrancy of an Entrepreneurial Ecosystem 2 
https://youtu.be/FDT1eTZQNpc 
 

 
  

https://youtu.be/FDT1eTZQNpc
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iii) Quizzes 

a. Background on Open Innovation  
 
[1 point] 
1. What are the two crucial elements in the definition of innovation? 
O failed market introduction & something new 
O failed market introduction & something existing 
O successful market introduction & something existing 
X successful market introduction & something new 
 
[1 point] 
2. What is one of the main differences between open innovation and closed innovation? 
O open innovation requires control whereas closed innovation requires collaboration 
X open innovation requires collaboration whereas closed innovation requires control 
O open innovation requires closed innovation 
O control requires collaboration 
 
 [1 point] 
3. What are the four risks with innovation (start-ups and scale-ups)? 
O lose your goodwill; lose your invested time; lose your reputation; loose other people’s invested 
capital 
O lose your invested capital; lose your invested time; lose other people’s reputation; loose other 
people’s goodwill 
X lose your invested capital; lose your invested time; lose your reputation; loose other people’s 
goodwill 
O lose your invested capital; lose your reputation; lose other people’s invested time; loose other 
people’s goodwill 
 
 [1 point] 
4. What are the four levels of protection of innovation? 
O non-legal and registered; legal and non-registered; informal; none 
O legal and registered; non-legal and non-registered; informal; none 
 O legal and registered; legal and non-registered; formal; none 
X legal and registered; legal and non-registered; informal; none 

 

b. Vibrancy of an Entrepreneurial Ecosystem 
 
[1 point] 
1. What is an entrepreneurial ecosystem? 
O The whole set of connected players that are relevant for the development of entrepreneurship 
in a certain region. 
X The whole set of players or connections that are relevant for the development of 
entrepreneurship in a certain region. 
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O The whole set of connected players that are relevant for the development of entrepreneurship 
globally. 
O The whole set of players or connections that are relevant for the development of 
entrepreneurship globally. 
 
[1 point] 
2. What are the three indicators that signal the vibrancy of an entrepreneurial ecosystem? 
O diversity, fluidity, connectivity 
O density, diversity, connectivity 
O density, fluidity, diversity 
X density, fluidity, connectivity 
 
[1 point] 
3. What kind of entrepreneurial ecosystem attribute is ‘mentors and role models’? 
X Social 
O Material 
O Cultural 
O None of these three 
 
[1 point] 
4. What is defined by facilities that provide shared resources for young businesses? 
O Business accelerators 
O Knowledge valorization by universities 
X Business incubators 
O Entrepreneurial ecosystems 

 

c. The Life Cycle of the Small Firm 
 
[1 point] 
1. What are the four stages of the life cycle of a small firm in the proper sequence? 
O conception – start – growth – maturity 
O start – maturity – growth – decline 
X start – growth – maturity -decline 
O start – growth – decline – maturity 
 
[1 point] 
2. How do small businesses change during their life cycle? 
O Only in terms of sales diversification 
O Only in terms of employment dispersion 
X In terms of both sales diversification and employment dispersion 
O In terms of neither sales diversification nor employment dispersion 
 
[1 point] 
3. Which three roles can the entrepreneur exercise: 
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X professional, leader, manager 
O owner, leader, manager 
O professional, leader, owner 
O professional, leader, owner 
 
[1 point] 
4. One alternative approach of the life cycle of the firm consists of seed – start-up – early growth 
– established. What is the relationship of these four stages with the level of investment risk 
assumed by investors? 
O No relationship 
O Neutral relationship 
X Negative relationship 
O Positive relationship 
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2.1.3. Module 3: Business Model Innovation and Ecosystems in Renewable Energy 

i) Training Content 

a. Business Modeling 

i. Traditional vs Sustainable Business Models 
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ii. Card Game for Sustainable Business Models 
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iii. Customers Segments 
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iv. Value Proposition 
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v. Revenue Streams and Costs Structure 
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vi. Channels 
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vii. Competitive Advantage 
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viii. Key Activities and Partnerships 
 

1. Teaching Note 
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2. Lecture 
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ix. Barriers for Developing Business Models 
 

1. Video https://youtu.be/GLZhmtG_AJk 
 

 

 

https://youtu.be/GLZhmtG_AJk
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b. Climate Impact 

i. Life Cycle Assessment and Measure Reduction in Carbon Emissions 
 

1. Video  
https://youtu.be/Ek-veSU5QTs 
 

 

 

 

https://youtu.be/Ek-veSU5QTs
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2. Lecture 
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c. Validation 

i. Validation Plan 
 

1.      Video 
https://youtu.be/GNRfGikyOmQ  

 

 

 

https://youtu.be/GNRfGikyOmQ


 
220 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
221 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
222 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
223 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
224 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
225 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
226 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
227 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
228 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
229 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
230 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
231 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
232 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
233 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
234 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 



 
235 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 

 
  



 
236 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

 
2. Excel spreadsheet 
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ii. Prototyping 
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iii. Talking to Humans 
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d. Talking to Investors and Stakeholders 
i. Elevator Pitch 
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e. Marketing 

i. Designing a Market Strategy 
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ii) Video Material 

a. Introduction to Module 3 
https://youtu.be/rIsqvruezzU 
 

 
 
 

b. Barriers for developing business models 
https://youtu.be/GLZhmtG_AJk 
 

 
 

https://youtu.be/rIsqvruezzU
https://youtu.be/GLZhmtG_AJk
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c. Life cycle assessment 
https://youtu.be/Ek-veSU5QTs 
 

 
 

d. Designing a marketing strategy 
https://youtu.be/rbmsHgLrRDg 
 

 
 
 

https://youtu.be/Ek-veSU5QTs
https://youtu.be/rbmsHgLrRDg
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iii) Quizzes 

a. Business Modeling 

i. Traditional vs Sustainable Business Models 
  
[1 point] A business model describes 
a. a strategy to apply corporate sustainability in organizations. 
b. the mechanisms to create new opportunities for innovation. 
c. the design or architecture of the value creation, delivery and capture mechanisms employed. 
  
[1 point] High benefits in the dimensions economic, environmental and social is characteristic of 
the sustainable business model: 
a. Eco-efficient 
b. More sustainable 
c. Socialitarian 
  
[1 point] The essence of a business model is that 
a. it crystallizes customer needs and operation of the various elements of the value chain, among 
others 
b. it includes different structural and cultural attributes of an organization, such as trust, among 
others. 
c. it defines a triple bottom line approach and considers a wide range of stakeholder interests, 
including environment and society. 
  
[1 point] A business model for sustainability 

a. defines the manner by which the business enterprise responds to and delivers value to 
customers, entices customers to pay for value. 

b. captures economic value while maintaining or regenerating natural, social, and economic b. 
capital beyond its organizational boundaries. 
c. converts those payments to profit through the proper design and operation of the various 
elements of the supply chain. 
  
[1 point] A shift from selling products to providing service solutions to customer needs is part of 
corporate sustainability 
False 
True 
Other 
  
[1 point] Anthropocentric business model has high benefits in the environmental and social 
dimensions, but few or none in the economic one 
False 
True 
Other 
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[1 point] A business sustainability typology 
a. includes competitive advantages to the customers and company. 
b. deploys the role of the supplier as a provider of complementary point of view. 
c. combines the inside out and the outside-in organizational perspectives. 
Other 
  
[1 point] Noxious business model has 
a. few or no benefits in the dimensions economic, environmental and social. 
b. high benefits in the economic and social dimensions, few, or none in the environmental. 
c. low benefits in the economic and environmental dimensions, few, or none in the social. 
  
[1 point] Environmental dimension of sustainable business model covers 
a. Safety 
b. Value added 
c. Defense expenditure 
  
[1 point] Social dimension of sustainable business model covers 
a. Capital formation 
b. Political funding 
c. Land use 
 

ii. Customers Segments 
 
[1 point] Customer segments are the groups of people and/or organizations a company or 
organization aims to reach and create value for with a dedicated value proposition. 

( X ) True 
(    ) False 
 

[1 point] Customer groups represent separate segments if their needs require and justify a 
distinct offer. 

( X ) True 
(    ) False 

 

[1 point] Customer groups represent separate segments if they are reached through the same 
distribution channels. 

(    ) True 
( X ) False 

 

[1 point] Customer groups represent separate segments if they require different types of 
relationships. 
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( X ) True 
(    ) False 

 

[1 point] Customer groups represent separate segments if they have substantially different 
profitabilities. 

( X ) True 
(    ) False 

 

[1 point] Customer groups represent the same segments if they are willing to pay for different 
aspects of the offer. 

(    ) True 
( X ) False 

 

[1 point] Among the benefits for a company to segment customers, we can consider: 

(   ) Identification of unfulfilled needs and increased customer satisfaction 

(   ) Better product design 

(   ) More targeted promotions 

( X ) All alternatives are correct 

 

[1 point] When companies segment customers, they have the opportunity to offer more 
personalized experiences to their customers. 

( X ) True 
(    ) False 

 

[1 point] Customer segmentation can help companies to predict __________________ behavior. 

(    ) Competitors’ 
(    ) Suppliers’ 
( X ) Customers’ 
(    ) Distributors’ 

 

[1 point] One of the disadvantages of customer segmentation is the reduction of customer 
retention and loyalty. 

(    ) True 
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( X ) False 
 

[1 point] A useful segmentation can be characterized as: 

(   )  anonymous, substantial, restricted, unstable, differentiable, and actionable 

(   )  identifiable, natural, auditable, complex, differentiable, and ambiguous 

( X )  identifiable, substantial, accessible, stable, differentiable, and actionable 

 

[1 point] Customers in a segment should have similar needs, and these needs should differ from 
the needs of customers in other segments. 

( X ) True 
(    ) False 

 

[1 point] To be useful, a segment needs to be as small and restricted as possible, so a company 
can achieve profitability. 

(    ) True 
( X ) False 

 

[1 point] The main types of market segmentation in consumer markets are: 

(    ) Demographic segmentation, content segmentation, participatory segmentation and 
generic segmentation 
( X ) Demographic segmentation, geographic segmentation, behavioral segmentation and 
psychographic segmentation 
(    ) Generic segmentation, specific segmentation and mix-method segmentation 
(    ) Gender segmentation, ethnic segmentation and economic segmentation 

 

[1 point] The main variables to be consider in market segmentation for business markets are: 

(    ) Size of the firm, credibility, profitability, net sales  
(    ) Revenue, culture, hierarchical structure, nature of the business 
( X ) Geographic, firmographics, buying approach, behavioral and benefits sought 
(    ) None of the above 

 

[1 point] ____________ segmentation divides a group or population based on variables such as 
age, gender, income, occupation, education, marital status, religion, or nationality. 

( X ) Demographic segmentation 
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(    ) Geographic segmentation 
(    ) Behavioral segmentation 
(    ) Psychographic segmentation 

 

[1 point] ____________ segmentation groups customers based on variables such as location, 
urbanicity, climate, culture, and language. 

(    ) Demographic segmentation 
( X ) Geographic segmentation 
(    ) Behavioral segmentation 
(    ) Psychographic segmentation 
 

[1 point] ____________ segmentation is useful for those companies who want to offer 
personalized products, services and contents based on customers’ preferences and behavioral 
patterns. 

(    ) Demographic segmentation 
(    ) Geographic segmentation 
( X ) Behavioral segmentation 
(    ) Psychographic segmentation 

 
[1 point] ____________ segmentation focuses on the customers’ psychological attributes such as 
personality, values, attitudes, opinions, interests, and lifestyles. 

(    ) Demographic segmentation 
(    ) Geographic segmentation 
(    ) Behavioral segmentation 
( X ) Psychographic segmentation 

 
[1 point] What are the main five segment types that a company can choose to target? 

 
(    ) generic market, modular market, supermodular market, unique market or multiple 
market 
( X ) mass market, niche market, segmented market, diversified market or multi-sided 
platforms 
(    ) concentrated market, exclusive market, separated market, direct market or multi-sided 
propositions 

 
[1 point] Mass market is commonly characterized by: 
 

(   ) Products and services are relatively standard and homogeneous 
(   ) Price is the basis of competition 
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(   ) Companies rely on mass production 
( X ) All the alternatives above 
 

[1 point] A niche market refers to a customer segment with extremely defined characteristics and 
very particular needs, where customers expect highly tailored products, custom made to suit its 
needs. 
 

( X ) True 
(    ) False 
 

[1 point] Credit card companies offer products and services to customers (i.e., credit and debit 
cards), but they also need to make sure that stores have compatible credit card machines, so 
customers can use the payment functions. This is an example of: 
 

(   ) Niche market 
(   ) Diffusion market 
( X ) Multi-sided platform/market 
(    ) Focal market 

 

iii. Value Proposition 

[1 point] 1. What is a competitor?  

a. Any alternative solution available in the market that solves the same problem. 
b. Any other company developing the same product as services that we do. 

ANSWER: a 

[1 point] 2. When a product in the same category is cheaper, in general… 

a. we can expect a lower quality. 
b. we can expect the same quality. 
c. we can expect more quality. 

ANSWER: a 

[1 point] 3. When a company is selling its products to private hospitals, its business model is… 

a. B2C 
b. B2B 

ANSWER: b 
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[1 point] 4. Value proposition is… 

a. A what. Our products and services. 
b. A why. The reason why a customer chooses our products or services instead of the 

available alternatives. 

ANSWER: b 

[1 point] 5. In the value map, we can find… 

a. pains 
b. gains 
c. customer jobs 
d. products and services 

ANSWER: d 

iv. Channels 
 
[1 point]  A channel of distribution refers to the venue that a company chooses for moving its 
products or services out into the market. 

( X ) True 
(    ) False 

 

[1 point]  A channel of distribution describes how a value proposition is designed and produced 
by a company. 

(    ) True 
( X ) False 

 

[1 point]  Channels of distribution allow companies to make products and services accessible to 
customers how, where, and when they want and need them. 

( X ) True 
(    ) False 

 

[1 point] One of the functions of channels of distribution is to raise awareness of the company's 
products and services among customers. 

( X ) True 
(    ) False 
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[1 point] The costs related to the channels of distribution can influence the final price of a 
product or service. 

( X ) True 
(    ) False 

 

[1 point] Which of the following options do not describe a type of a channel through which a 
company can reach its customers: 

(    ) Through a stocking distributor 
(    ) Through a bank agency 
( X ) Directly to the retailer 
(    ) Directly to the end customer 
 

[1 point] Retailers and distributors can be characterized as intermediaries in a supply chain. 

( X ) True 
(    ) False 
 

[1 point] Manufacturers always brand their products, even if they use intermediaries to reach the 
end-users/customers. 

(    ) True 
( X ) False 

 

[1 point] Wholesalers or distributors sell products and services to other channel intermediaries 
(e.g., retailers) or to business end-users, but not to individual consumer/end-users. 

( X ) True 
(    ) False 
 
 

[1 point] Jobbers (or brokers) are specialized sales agents hired by the supplier and/or 
manufacturer who focus on a particular customer segment. They are typically compensated 
through commissions or fees. 

( X ) True 
(    ) False 
 

[1 point] Retail intermediaries can sell directly to individual consumer end-users, but also to 
other buyers. 

( X ) True 
(    ) False 
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[1 point] Channel strategies can be divided into two categories: 

(   ) Design decisions and financial decisions 

( X ) Design decisions and management decisions 

(    ) Marketing decisions and customer decisions 

(    ) Production decisions and distribution decisions 

 

[1 point] Design decisions: refer to the structural aspects of the channel, such as which routes to 
take, or whether to distribute through a selective network of retailers or instead make the product 
or service widely available to all. 

( X ) True 
(    ) False 
 
 

[1 point] Management decisions: include choices about determining incentives and channel 
margins (profits) and setting the rules that govern the daily behavior of the supplier and other 
channel members. 

( X ) True 
(    ) False 

 

[1 point] One of the fundamental decisions that any company has to make is whether to start by 
selling the product or service through _____________ or through ____________ channels.  

(    ) Open - closed 
(    ) Public - private 
( X ) Direct - indirect 
(    ) Virtual - physical 

 

[1 point] Indirect channel refers to any route to market that involves a supplier selling through 
intermediaries such as distributors or final-tier trade players. 

( X ) True 
(    ) False 

 

[1 point] Direct channel refers to a route to market that involves the supplier in dealing directly 
with its customers and not going to market through intermediaries. 
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( X ) True 
(    ) False 
 
 

[1 point for each correct answer] When building and updating the channel value chain, a company 
must consider some variables to decide whether to choose direct or indirect channels. For each of 
the following statements, mark ( i ) when an indirect channel is preferable, or mark ( d ) when a 
direct channel is preferable. 
 

( i ) The market is fragmented and dispersed, and the purchase value of each customer is too 
small on average. 
 
( i ) When a product or technology can be used in multiple applications about which the 
product owner may not be fully informed. 
 
( i ) When products are bought as part of a bundle of products and services, rather than by 
themselves. 
 
(  i  ) A startup with no credibility with customers to get initial adoption. 
 
(  i  ) A firm with relatively weak power relative to potential channel partners. 
 
( i ) The company prefers to preserve its working capital position and need the buffer of an 
intermediary whom it can bill immediately. 
 
( d ) There are several customers who might buy in large enough quantities to justify the cost 
of a direct sales force. 
 
( d ) The product requires a large amount of education and explanation to the end customer. 
 
( d ) When products are the main focus of customer desire. 
 
( d ) A consolidated firm, with a good reputation. 
 
( d ) A firm with lots of power relative to potential channel partners. 
 
( d ) The company can wait to recover cash from many customers. 
 

 

[1 point]  Choose only one answer to each question 
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What are the components of the value proposition? 

a. Value map and customer profile map 

b. Business innovation and customer value 

c. Desired outcomes and benefits 

 

[1 point] Customer job can be related to: 

a. Value propositions to attract customers 

b. Characteristics that you assume, observe and verify in the market 

c. The context of consuming or purchasing value 

 

[1 point] Fill the gap with only one word 

Performing a specific task or solving a problem is a   customer job. 

a. Supporting 

b. Functional 

c. Transferred 

 

[1 point] New product development is one example of    

a. Co-creation of value 

b. Value proposition to attract customers 

c. Transferer of value 

 
[1 point] The understanding of your customer is described in the    
a. Value map 

b. Value proposition 

c. Perceived Value 

 

[1 point] Seeking for a specific emotional state is part of the  

Social customer job 
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Functional customer job 

Personal customer job 

 

v. Competitive Advantage 

1. [1 point] What is a competitive advantage? 

a. Something difficult to copy that our competitors wish to have. 
b. The activities that are outsourced. 
c. The reason why customers buy our products. 

ANSWER: a 

2. [1 point] A patent… 

a. Assures that our product is going to be sold. 
b. Is a competitive advantage but does not imply sales. 

ANSWER: b 

3. [1 point] A good action to improve our customers’ loyalty is… 

a. Raise the prices of our products. 
b. Offer discounts when they come back to buy again. 
c. To give a present when they buy it for the first time. 

ANSWER: b 

 

vi. Key Activities and Partnerships 
 

[1 point] Like key resources, key activities are required to create and offer a value proposition, 
reach markets, maintain customer relationships, and earn revenues.  

( X ) True 
(    ) False 

 

[1 point] We can classify the key activities of a business according to three types: 

(    ) Management, commercialization and evaluation 
(    ) Planning, execution and feedback 
( X ) Production, problem-solving and platform/network 
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(    ) None of the options above 
 

[1 point] _________________ activities are related to designing, manufacturing, and delivering a 
product in substantial quantities and/or of superior quality. The activities dominate the business 
models of manufacturing firms.  

( X ) Production 
(    ) Problem-solving 
(    ) Platform/network 
(    ) None of the options above 

 

[1 point] _________________ activities are related to coming up with new solutions to individual 
customer problems. The operations of consultancies, hospitals, and other service organizations 
are typically dominated by these type of activities. 

(    ) Production 
( X ) Problem-solving 
(    ) Platform/network 
(    ) None of the options above 

 

[1 point] Business models designed with a platform as a key resource are dominated by 
________________ related key activities. Networks, matchmaking platforms, software, and even 
brands can function as a platform. 

(    ) Production 
(    ) Problem-solving 
( X ) Platform/network 
(    ) None of the options above 

 

[1 point] ______________, ________________, _________________ and _______________ are 
typical activities of a business venture. 

( X ) Research and development – production – marketing – sales and customer service 
(    ) Planning – acting – evaluating – feedback 
(    ) Management – leadership – training – sales 
(    ) None of the options above 

 

[1 point] Before a product enters the production line, it goes through the research and 
development department, which will evaluate design, costs, and production time. 

( X ) True 
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(    ) False 
 

[1 point] Research and development (R&D) activities are exclusively related to the development of 
new products and services. It is not the responsibility of R&D to update existing products to make 
sure that they are aligned with the needs of the market.  

(    ) True 
( X ) False 

 

[1 point] The R&D department is also responsible for auditing and quality checking to make sure 
the product meets the standards set by the company. 

( X ) True 
(    ) False 
 

[1 point] The Research and Development (R&D) department is also responsible for observing and 
understanding innovations and trends in the marketplace, to ensure that the company and the 
products comply with the scenarios. 

( X ) True 
(    ) False 

 

[1 point] Product selection and design are part of the company’s Value Proposition and may be 
responsible for the success or failure of the venture. 

( X ) True 
(    ) False 

 
[1 point] The main goal of production planning is to create a healthy, sustainable, and economical 
flow. Includes a schedule, with a specific calendar of activities, within pre-established hours. 

( X ) True 
(    ) False 
 
 

[1 point] ________________ is responsible to monitor and control all production processes, 
correcting eventual deviations to ensure planned production. 

(    ) Marketing 
(    ) Sales 
(    ) Customer service 
( X ) Production control 
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[1 point] _________________ involves continually improving the product while trying to reduce 
costs, to achieve a competitive price in the market.  

(    ) Sales 

( X ) Quality and cost control   

(    ) External auditing 

(    ) Leadership 

 

[1 point] The focus of inventory control is to avoid both overstocking, an excess of materials that 
will eventually be wasted, as well as understocking, which can delay production and result in late 
deliveries.. 

( X ) True 
(    ) False 
 
 

[1 point] Machine maintenance and replacement includes everything that concerns maintaining 
equipment and machinery running in perfect conditions so that there are no interruptions in the 
production chain. 

( X ) True 
(    ) False 

 

[1 point] __________________ research helps the company to be fully aware of the market as well 
as strengths and weaknesses of the product, observing target audiences, and potential 
competitors. 

(    ) Internal 
(    ) Management 
( X ) Marketing 
(    ) Production 

 

[1 point] When coordinated with product development, marketing can help with the identification 
of gaps in the market that can be fulfilled with the creation of a new product that meets this need. 

( X ) True 
(    ) False 
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[1 point] _____________________ encompass all communication about the product on the 
market, including press releases, advertisements, e-mails, etc. 

( X ) Communications 
(    ) E-market 
(    ) Marketing tactic 
(    ) None of the above 
 

[1 point] __________________ respond to customer complaints and have the power and tools to 
circumvent the situation and seek client satisfaction. 

 
(    ) Leadership 
(    ) Telemarketing 
(    ) Salesforce 
( X ) Sales and customer service 

 
[1 point] Partnerships can take different forms, such as integrated relationships, buy-side online 
platforms (or service contracting. They are based on a range of agreements between partners. 

 
( X ) True 
(    ) False 
 

 
[1 point] Partnerships can help to optimize the allocation of resources and activities, to reduce 
costs and with outsourcing or sharing infrastructure. 

 
( X ) True 
(    ) False 

 
 
[1 point] Once become partners, two companies will never compete in the same market again. 

 
(    ) True 
( X ) False 

 
[1 point] Two companies can often still compete in other areas despite having formed strategic 
partnerships. 
 

( X ) True 
(    ) False 
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[1 point] Partnerships can be motivated by the need to acquire knowledge, structures, licenses, or 
access to customers. 
 

( X ) True 
(    ) False 

 
 
[1 point] Typically, partnerships can be classified into 4 types: 
 

(    ) Friendships, collaborations, strategic alliances, and cooperatives 
( X ) Strategic alliances, co-opetition, joint-ventures, and buyer-supplier relationships 
(    ) Strategic alliances, competition, merger and acquisitions, and cooperatives 
(   ) None of the options above 

 
[1 point] __________________ happen between companies that are not competitors, in an 
agreement that benefits both sides. 
 

( X ) Strategic alliances 
(    ) Co-opetition 
(    ) Joint-ventures 
(   ) Buyer-supplier relationship 

 

[1 point] __________________ happens between competing companies. It helps to divide the risk 
that both are taking by trying to do something new in the market and can also guarantee some 
supply that both of them need. 
 

(    ) Strategic alliances 
( X ) Co-opetition 
(    ) Joint-ventures 
(   ) Buyer-supplier relationship 

 

[1 point] In __________________ the focus is to develop a new business, due to the birth of a new 
market or access to a new area, geographically speaking. 
 

(    ) Strategic alliances 
(    ) Co-opetition 
( X ) Joint-ventures 
(   ) Buyer-supplier relationship 
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[1 point] ______________ it is the most common type of partnership and aims to ensure reliable 
supplies. One side gets a quality supplier and the other, a confirmed and recurring buyer. 
 

(    ) Strategic alliances 
(    ) Co-opetition 
(    ) Joint-ventures 
( X ) Buyer-supplier relationship 

 

[1 point] In assessing a business partnership, it is important that the agreements are clear and offer 
benefits to both parties, no matter if the key partner will be another company or an individual. It 
is recommended that the agreements should be prepared together with legal counsel. 
 

( X ) True 
(    ) False 

 
 
[1 point] To achieve an agreement, it is essential that each partner openly shares its expectations 
for the partnership that is to be formed, in order to avoid future conflicts. 
 

( X ) True 
(    ) False 

 
 
[1 point] The main goal in having a key partner is to fill a gap in the value proposition or key 
resources. 
 

( X ) True 
(    ) False 

 
 
[1 point] Some key partners seem interesting and profitable at first, but end up not being 
successful. If a partnership becomes harmful or even irrelevant, it should not be ended. 
 

(   ) True 
( X ) False 
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b. Climate Impact 

i. Life Cycle Assessment and Measure Reduction in Carbon Emissions 
 

[1 point] When a startup introduces an innovative product that considerably reduces the carbon 
emissions in its production compared to the most common baseline, it is a… 

a. Mitigator. 
b. Enabler. 
c. Adaptation. 

ANSWER: a 

2. [1 point] When a startup gives a reward every time a customer takes a green action, it is a… 

a. Mitigator. 
b. Enabler. 
c. Adaptation. 

ANSWER: b 

3. [1 point] When a startup introduces sensors all around a city to monitor temperatures to help 
create actions to minimize heat wave effects, it is a… 

a. Mitigator. 
b. Enabler. 
c. Adaptation. 

ANSWER: c 

c. Validation 

i. Validation Plan 

[1 point] A good question to ask in a customer interview is… 

a. Would you buy this product? 
b. What solutions are you currently applying? 
c. How much would you pay for this? 

ANSWER: b 

 [1 point] Am MVP is… 
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a. the final version of a product to obtain the maximum amount of info with the maximum 
effort. 

b. the version of a product designed to obtain the maximum amount of info with the 
minimum effort. 

ANSWER: b 

[1 point] The validation process should be developed with… 

a. Visionaries 
b. Early adopters 
c. Pragmatics 

ANSWER: b 

d. Talking to Investors and Stakeholders 

i. Elevator Pitch 
 

[1 point] Choose only one answer to each question 

How long should an elevator pitch be? 

a. 10 minutes 

b. 5 minutes 

c. 30 seconds 

 

[1 point] The first step to create an elevator pitch is: 

a. Show the product 

b. Present the problem 

c. Introduce yourself 

 

[1 point] What Not to Say and Do During Your Elevator Speech 

a. Don't restrict yourself to a single elevator pitch 

b. Don't over emphasize the cost aspects 

c. Don't use complex language 
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[1 point] In the context of an elevator pitch, the value proposition focused on: 

a. Why this is an innovative product or service for your audience 

b. Why the product or service solve a problem 

c. Why your audience should use your solution over a competitor’s 

 
[1 point] What to say in an elevator pitch 
a. Explain what your objective with the elevator pitch is 

b. Mention your goals to materialize your product or service 

c. Ending with a question 

 

e. Marketing 

i. Designing a Market Strategy 
 

[1 point] AIDA means… 

a. Awareness, Interest, Desire, Action. 
b. Action, Interest, Desire, Awareness, 
c. Acquisition, Interest, Desire, Award. 

ANSWER: a 

[1 point] A viral loop… 

a. Allows our leads and customers to attract new leads and customers. 
b. Is a discount on our current products. 
c. attracts the potential customers that are not attracted with remarketing. 

ANSWER: a 

[1 point] According to the marketing channel, when we create a great ad to make our potential 
customers understand new ways to become more sustainable, we are addressing the stage: 

a. Awareness 
b. Interest 
c. Consideration 
d. Purchase 
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ANSWER: a 

[1 point] According to the marketing channel, when we give a free trial to use our product during 
two weeks before our customer pays anything, we are addressing the stage: 

a. Awareness 
b. Interest 
c. Consideration 
d. Purchase 

ANSWER: c 

[1 point] According to the marketing channel, when we give a flash offer to the potential 
customers who have a product in their trolley, we are addressing the stage: 

a. Awareness 
b. Interest 
c. Consideration 
d. Purchase 

ANSWER: d 
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2.1.4. Module 4: Launching Successful Start-ups in Renewable Energy 

i) Training Content 

a. Final Project 
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309 

 

Project Number: 2020-1-FR01-
KA203-080630 
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ii) Video Material 

a. Introduction to Module 4 
https://youtu.be/RwPOc1V-u6g 
 

 
  

https://youtu.be/RwPOc1V-u6g
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2.2. Webinar 

 

 
 

The link to the webinar is available here: https://www.youtube.com/watch?v=45Ljldh-
KQA&ab_channel=AdminEntRenew 

https://www.youtube.com/watch?v=45Ljldh-KQA&ab_channel=AdminEntRenew
https://www.youtube.com/watch?v=45Ljldh-KQA&ab_channel=AdminEntRenew
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3. Virtual Incubator Hub (VIH) 
 
A virtual business incubator is mainly a combination of a business incubator and a business 
accelerator, but it also includes elements of demonstration labs, science parks, working spaces, 
etc. In practice, different labels are used for this phenomenon (like Virtual incubator hub), but the 
term virtual business incubator is the most regular term, in brief frequently called virtual incubator.  
 
Business incubators are generally known as facilities that provide affordable space, shared office 
services, and business development assistance for start-ups. Obviously, the adjective ‘virtual’ in 
virtual business incubator refers to the situation that it does not have a physical appearance. The 
virtual business incubator hub does not include the classical concept of ‘roof and space’, although 
virtual space can be incorporated in the development of our virtual incubator hub, e.g. online 
meeting rooms.  
 
Our virtual business incubator can be seen as a combination of a university business incubator, 
given the scope of the project and the character of the participating organizations in this project, 
on the one hand, and a sustainable business incubator, with the focus on renewable energy, on 
the other. In fact, our virtual incubator hub is a platform that offers support to start-ups that are 
founded or planned to be founded during the course ‘Entrepreneurship in renewable energy’. 
These are our first incubates. Next to that, the platform can be opened for other start-ups as well, 
both from the five involved universities and beyond in the EU.  
 
For further support and guidance on the selection of relevant incubation programme/ coaching, 
you may wish to contact Enno Masurel, Full Professor Sustainable Entrepreneurship at Vrije 
University Amsterdam: e.masurel@vu.nl 
 
The five partners of the EntRENEW project offer the following support: 

● UVA offers: 

Energy Spin | Business Accelerator 

This link gives access to the corporate accelerator program and supports startups to grow in 
Vaasa. 

Vaasa Entrepreneurship Society (VES) https://www.ves.fi/ 

This link gives access to Vaasa Entrepreneurship society that supports students in creating new 
businesses in Vaasa. 

● HH offers: 

High Five Innovation Arena  

https://energyspin.fi/
about:blank
https://h5halmstad.se/


 
314 

 

Project Number: 2020-1-FR01-
KA203-080630 
 

This link provides access to HighFive, which is an innovation arena in the municipality of Halmstad 
that supports startups.  

 
Fab Lab - Högskolan i Halmstad 
 
This link leads to FabLab, which is a “fabrication laboratory” with equipment such as additive 
manufacturing that is used for producing prototypes. 

 
Other collaboration arenas 
 
This link provides information about collaboration arenas under the auspices of Halmstad 
University.  
 

● UPV offers: 

StartUPV 
 
This link provides information on the entrepreneurial ecosystem of the UPV 
 

● ALDV offers:  

Devinci Startup 
 
This links gives access to a pre-incubation initiative in Paris 

De Vinci Innovation Center 
 
This link gives access to a trans-disciplinary innovation hub where you can join forces with others. 

● VUA offers: 

Demonstration Lab 
 
This links gives access to a pre-incubation initiative in Amsterdam 

Amsterdam Venture Studios 
 
This links gives access to workspace and incubation support in Amsterdam.  

VU Entrepreneurship & Impact 

 

This link gives access to an innovation hub where you can join forces with others. 

Once EP integrates the VIH on the project website, a link to it will be provided, together with 
screenshots pictures to illustrate its functionality.  

https://www.hh.se/english/collaboration/collaboration-arenas.html
https://startupv.webs.upv.es/
https://startup.devinci.fr/
https://dvic.devinci.fr/
https://www.demonstratorlab.nl/
https://www.amsterdamventurestudios.nl/
https://vu-ondernemend.nl/en
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4. Train the Trainers Toolkit (TOT)  
 
The "Train the Trainers Toolkit (TOT)" developed for the EntRENEW course serves as a 
comprehensive guideline for teachers and instructors on effectively utilizing the project's materials 
to deliver instruction in Sustainable Entrepreneurship in Renewable Energies to master's students.  
 
This toolkit embraces an innovative approach, incorporating a variety of materials, content, 
techniques, and a blended learning approach. The TOT provides step-by-step guidance on how to 
leverage the project's resources to create an engaging and impactful learning experience. It equips 
educators with the necessary tools to navigate the course content, adopt best practices in teaching 
methodologies, and deliver lessons that inspire students to excel in the field of sustainable 
entrepreneurship in renewable energies. 
 
The TOT is composed of 7 chapters (see Appendix A). 
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5. Examination Tools 
 
The pilot course at VUA loaded 6 ECs. The final grade for this course      is based on the Business 
Model Canvas for Start-ups and Scale-ups slide deck (50%) and the exam (50%). Both forms of 
examination should be sufficient, with grades of at least 5.5/10. The exam is an individual 
assignment whereas the Business Model Canvas for Start-ups and Scale-ups report is a team 
assignment. Next to these two obligatory aspects of the course, a number of mandatory 
assignments have to be delivered, in order to prepare for, or to do exercises after, the lectures. 
Additional to the regular lectures, tutorials are organized. This way of examining clearly 
contributed to the realization of the learning goals. 
 
For the Business Model Canvas for Start-ups and Scale-ups, the students in small groups      have to 
develop a ‘discipline-related innovation’ towards the market. Their knowledge-driven subjects      
have to be approved by the lecturers and during the tutorials their progress with the different 
Building Blocks      have to be presented. The report is a slide deck.  
 
The criteria for grading      are: Innovativeness (25%); Technological feasibility (25%); Commercial 
feasibility (25%); Pitch & Discussion (25%).      Incompleteness of the report and non-readability of 
the report could lead to points deduction. The pitch      is a 2-minute verbal convincing summary 
about their reports.  
 
The exam      is individual, an online and open book.  The exam      is based on the students’ 
knowledge of the literature, their knowledge of content of the lectures and their personal insights 
(the latter is partly based on previous knowledge of the literature and of the content of the 
lectures).  
In this way, the following learning goals of the course      have to be achieved: 

● Be familiar with an innovation outlook on entrepreneurship in renewable energy. 

● Be aware that value-adding opportunities not only contain financial aspects but also social 
and ecological aspects (sustainable entrepreneurship). 

● Have developed insight into, and actual developed, one’s own enterprising competences. 

● Have learned about the processes involved in the recognition and exploitation of 
opportunities, about creating societal value and about the nature and role of networks. 

● Have gained the ability to write a feasibility plan on how to bring an innovation to the 
market. 

● Have gained knowledge of different entrepreneurial processes and the importance of 
valorization of scientific findings and business ideas for a knowledge-based economy. 
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6. Final expert’s evaluation of ERE Course 
 
The final expert’s evaluation has been conducted by Prof. Raoul Frese (r.n.frese@vu.nl), Vrije 
University of Amsterdam, in his quality of Advisory Board Member, Professor of Biophysics, 
Director of the VU Art Science Laboratory, Coordinator of the Master track for the Program 
“Science for Energy and Sustainability”, and his expertise in the UN Sustainable Development 
Goals. 
 
Raoul Frese full profile is available here: https://research.vu.nl/en/persons/rn-frese  
 

 
  

https://research.vu.nl/en/persons/rn-frese
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Appendix A: Train the Trainers Toolkit (TOT) 
 
1. Introduction 
  
Welcome to the master’s course EntRENEW: Sustainable Entrepreneurship in Renewable Energy. 
This training toolkit is addressed to the course lecturers, and it is composed by this this document 
and five recordings. Here we present the motivation for this course, the course objectives, the 
course structure, the teaching formats, the examination activities and the course literature. 

About EntRENEW 
  
The EntRENEW course is the result of a project co-funded by the Erasmus+ Programme of the 
European Union. 
  
The course aims to answer three major societal challenges: 
  

●   Form new skills and competences in future MA graduates in business and 
environmental/energy studies, bridging the knowledge gap in the current higher 
educational curricula to answer the demand by new energy businesses. 

●   The need to increase the use of new and innovative pedagogies in higher educational 
to enhance students’ motivation 

●   The need to enhance the collaboration between European students and the 
entrepreneurial community 

  
The was created a multidisciplinary group of researchers from 5 leading universities and 1 technical 
company: 
  

●   Association Léonard de Vinci, France 
●   Universitat Politecnica de Valencia, Spain 
●   Halmstad University, Sweden 
●   Vrije Universiteit Amsterdam, The Netherlands 
●   University of Vaasa, Finland 
●   Europroject, Bulgaria 

  
The consortium collaborated to design a master's course that responds to current societal, 
environmental, and economical challenges. It aims to train a new generation of decision makers 
who will lead the green transition by developing and exploring entrepreneurial solutions in support 
of EU countries facing the important challenge of maintaining their social and economic 
performance and being more eco-responsible, in line with the 2030 agenda. 
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2. Course Objectives 
  
The main objective of the course is to stimulate master’s students to generate innovative energy 
solutions that are renewable and more environmentally friendly, which are ‘packed’ in a 
sustainable business. 
  
The course is intended to be suitable for students with different backgrounds and from different 
disciplines, e.g., Engineering, Industrial Management and Business, and Environmental Sciences, 
and therefore the course combines Renewable Energy, Sustainability and Entrepreneurship. 
  
The course links practice and theory and offers a comprehensive knowledge of Sustainable 
Entrepreneurship and renewable energy for master’s students. 
  

Learning outcomes 
  
After completing the course, students will be able to: 
  

●   Describe the main aspects of institutional and regulatory frameworks of sustainability 
and how they are related to renewable energy. 

●   Apply concepts, approaches, tools and methods to identify, compare, and select 
innovative and sustainable business opportunities and models in renewable energy 
sector. 

●   Characterize and analyze sustainable business models that are applicable in renewable 
energy. 

●   Evaluate business opportunities for business models in renewable energy market from 
meso, macro and micro perspectives. 

●   Propose and create a sustainable business or financially viable organizational design 
concept for the (renewable) energy sector in a cross-sectoral / interdisciplinary 
setting. 

 

3. Course Structure and Logic 
  
The course offered corresponds to 7.5 ECTS, comprising 210 hours of student work (each ECTS 
demands about 28 hours of student work). Nevertheless, depending on the specific demands of 
their institutions, trainers can use their assessment and evaluation to use the material in order to 
deliver a shorter course, corresponding to the amount of ECTS desired. The course is structured in 
4 modules (see Figure 1). 
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Figure 1: Course structure. 
  

 
 
The course logic is as follows: first the nature of energy systems and institutions/legislation in 
Europe is provided, to show how they act as both barriers to and opportunities for 
entrepreneurship. The assumption is that not all students master these aspects when starting the 
course. Second, basic aspects of innovation and entrepreneurship are introduced, especially 
relevant for e.g. engineering students with less background in these issues. The module introduces 
concepts relevant for innovative specialization, such as open innovation and ecosystems, but also 
the life cycle of small ventures. The third module focuses on tools and frameworks for analyzing, 
designing, and evaluating startups in renewable energy. The final module is the project which 
applies and synthesizes the students’ learning from the other modules as they are to create a 
business model in renewable energy. 
  
The course modules are presented in more detail in chapters 4 and 5 and through separate videos. 
 

4. Teaching Formats 
  
The course is organized based on a blended learning approach, and is carried out through lectures, 
seminars, and group discussions. Students have access to multi-media material (e.g., pre-recorded 
lectures and Internet films) and to scientific articles and books in advance. The course language is 
English and all examinations are conducted in English (for examinations, see chapter 6). Student - 
teacher interaction is based on face-to-face lectures, gamified activities, and a supervised course 
project. 
  
Lecturers are provided with a pedagogical material for each lecture in the course modules, such as 
PowerPoint presentations, papers and book chapters, pre-recorded videos and Internet videos 
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(see Table 1). The material includes basic and additional bibliography, and brief instructions on 
how to carry out the suggested activities, i.e., assignments, group discussions, and games. 
  
  
Table 1: Overview of the teaching formats and course material (continued).   
  

LECTURE TYPE OF MATERIAL PROVIDED 

Module 1: Renewable Energy Systems   

1. Introduction: Sustainability and the 2030 Agenda Power Point 

2. The Basics of Energy Power Point 
  
Module 2: Entrepreneurial ecosystem   

1. Background Open Innovation PowerPoint 

2. Vibrancy of An Entrepreneurial Ecosystem Video 

3. The Life Cycle of The Small Firm Power Point 

4. Local Entrepreneurial Ecosystems Power Point 
  
Module 3: Business model innovation and ecosystems in renewable energy 

1. Business Modeling   

1.1 Traditional business models Vs Sustainable Business Models 
PowerPoint + Word File + Folder with 
papers 

1.2 Card game for Sustainable Business Model (SBM) Word File 

1.3 Customer Segments Power Point 

1.4 Value Proposition Power Point 

1.5 Revenue Streams + Cost Structure (cash flow analysis) Excel sheet 

1.6 Channels Power Point 

1.7 Competitive Advantage Power Point 

1.8 Key Activities + Partnerships Power Point + Case Study 

1.10 Barriers for developing business models Video 
 

2. Climate Impact   

2.1 Life Cycle Assessment & Measure reduction in carbon emissions Video + PowerPoint with additional info 

3. Validation   

3.1 Validation Plan Video + Excel file 

3.3 Prototyping Power Point 

3.4 Talking to humans 
PowerPoint (includes explanation of a role 
play) 

  
  
 
 
Table 1: Overview of the teaching formats and course material (continued). 
 

LECTURE TYPE OF MATERIAL PROVIDED 
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4. Talking to investors & stakeholders   

4.2 Elevator Pitch PowerPoint (draft) 
 
5. Marketing   

5.1 Designing a marketing strategy 
Video + Sales Funnel Canvas template 
(pdf) 

  
MODULE 4: Business model innovation and ecosystems in renewable energy 

Final project: EntRENEW Project PowerPoint  
  
5. Course Contents 
  
This chapter presents the course contents distributed in the four modules, the recommended 
accountability of the study load, pedagogical tools and examination activities. With this 
information, you will be able to select, together with the course examiner and the master’s 
program coordinator, how many credits per module, which study load, pedagogical tools and 
examination activities best suit your institution. 
  

Module 1: Renewable Energy Systems (1 ECTS) 
  
Given the varying background of students, module 1 describes and characterizes basic principles 
and aspects of the energy system, and institutional and regulatory frameworks of sustainability 
relative to the role and potential of renewable energy. 
  
Recommended accountability study load 
  
Activity Total 
Lectures 6 hours 
Reading of literature 10 hours 
Assignments 12 hours 
Total 28 hours 

  
Lectures 
Lecture 1. Introduction: Sustainability and the 2030 Agenda 
- The evolution of sustainable development 
- The three pillars of Sustainability 
- Energy transition 
  
 
 
Lecture 2. The Basics of Energy 
- Energy basics 
- Energy systems 
- Energy innovation 
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- Nuclear power 
 
Pedagogic tools 
- Lectures (on site or digital) 
- Internet films 
- Group discussion 
- Individual assignments 
  

Examination (see chapter 6 for additional information) 
- Individual peer-reviewed assignment 
- Individual assignment 
 

Module 2: Entrepreneurial Ecosystem (1 - 2 ECTS) 
  
The module introduces concepts, tools, and methods to identify, and select innovative and 
sustainable business opportunities in the renewable energy sector, which will be applied in Module 
4. 
  
The main focus is open innovation and the funnel of innovation, the nature of innovation and 
business ecosystems, with a focus on entrepreneurial ecosystems, and the life cycle of small 
firms/startups and venture development. Students will need to address one (local) entrepreneurial 
ecosystem. 
  
Recommended accountability study load 
  

Activity Study Load 

Presence 8 hours 
Reading of literature 8 hours 
Assignments 40 hours 
Total 56 hours 

  
Lectures 
Lecture 1. Background Open Innovation 
- The basics of innovation 
- The funnel of innovation 
- Open versus closed innovation 
- Risks with innovation 
- Protection of innovations 
- Importance of mentors 
  
Lecture 2. Vibrancy of an Entrepreneurial Ecosystem 
- Key concepts 
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- Indicators 
- Knowledge valorization by universities 
- University spin-offs 
- Business incubators 
- Business accelerators 
  
Lecture 3. The Life Cycle of The Small Firm / Venture Development 
- Key concepts 
- Change of the small firm 
- Change of entrepreneurial roles 
- Finance formality 
- Transformative entrepreneurship 
- Lean startup 
- Case: EnergySpin 
Lecture 4. Present Your Entrepreneurial Ecosystem 
- Assignments 
- Pitches contest 
 
Pedagogic tools 
- Lectures (on site or digital) 
- Pre-recorded videos 
- Internet films 
- Case studies 
- Individual and group assignments 
  

Examination (see chapter 6 for additional information) 
- Film 
- Individual essay 
  

Module 3: Business Model Innovation and Ecosystems in Renewable Energy (1 - 2 ECTS) 
  
The module presents tools and frameworks for analyzing and designing sustainable business 
models for renewable energy, and for evaluating business opportunities from the meso, macro 
and micro perspectives. They are intended to manage entrepreneurship issues such as:  
  

1. Emerging business model practices in sustainable entrepreneurship 
2. Business model as a source of innovation in renewable energy 
3. Ecosystem-based sustainable business models 
4. New business logics for firms and new ways to create, capture and deliver value for its 

stakeholders 
5. Barriers for developing business models 

  
Recommended accountability study load 
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Activity Total 
Presence 8 hours 
Reading of literature 8 hours 

Assignments 40 hours 
Total 56 hours 

  
Lectures 
Lecture 1. Business Modeling 
- Traditional business models vs. Sustainable Business Models 
- Card game for Sustainable Business Model (SBM) 
- Customer Segments 
- Value Proposition 
- Revenue Streams + Cost Structure (cash flow analysis) 
- Channels 
- Competitive Advantage 
- Key Activities + Partnerships 
- Business model as source of innovation (ALDV – Irene) 
- Barriers for developing business models 
  
Lecture 2. Climate Impact 
- Life Cycle Assessment & Measure reduction in carbon emissions 
  
Lecture 3. Validation 
- Validation Plan 
- Minimum Valuable Product 
- Prototyping 
- Talking to humans 
  
Lecture 4: Talking to Investors & Stakeholders 
- One Page 
- Elevator Pitch 
  
Lecture 5: Marketing 
- Designing a marketing strategy 
 
Pedagogic tools 
- Lectures (on site or digital) 
- Pre-recorded videos 
- Internet films 
- Case studies 
- Individual and group assignments 
- Game 
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Examination (see chapter 6 for additional information) 
- Card game 
- Group activities 
 

Module 4: Business Model Innovation and Ecosystems in Renewable Energy (2 - 2.5 ECTS) 
  

In this module, the students will propose and create a sustainable business or financially viable 
organizational design concept for the (renewable) energy sector in a cross-sectoral / 
interdisciplinary setting. 
  
Practical tools that the students may need to draw on to develop sustainable projects include 
business modeling, validation techniques, funding options. Real case studies from the EntreNEW 
ecosystem will be studied. Market trends and future challenges are also considered in this process. 
  
Recommended accountability study load 
  
Activity Total 
Teamwork 35 hours 
Individual work 35 hours 
Total 70 hours 

  
Lectures 
Lecture 1. Project instructions 
 
Pedagogic tools 
- Pre-recorded videos 
- Teamwork 
- Seminar presentation/video 
  

Examination (see chapter 6 for additional information) 
- Project development 
- Final seminar/presentation 
 
6. Examination 
  
The examination instructions are embedded in the course material provided in each module. You 
can select the assignments, homework and course activities that better suit your schedule and 
expectations. The grading criteria and overall grades can be adapted according to your university’s 
regulations. Examples of grading include A (Excellent), B (Very Good), C (Good), D (Satisfactory), E 
(Sufficient), F (Insufficient), or Pass/Fail. It is recommended that the assignments in modules 1, 2 
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and 3 should be graded as Pass or Fail, and should be a prerequisite for the students to develop 
the final project in module 4. 
  
The final grade should be represented by the grade obtained in the final project (see Table 2). 
  
Table 2: Overview of the recommended grading structure. 
  
Module Grading % of the final grade 

Module 1 Pass or Fail 10% 
Module 2 Pass or Fail 15% 
Module 3 Pass or Fail 15% 
Module 4 A/B/C/D/E/F 60% 
Final Grade A/B/C/D/E/F 100% 

  
To pass the course, all assignments and the projects must be deemed to be satisfactory. It is 
recommended that lecturers select at least one assignment from each module to compose the 
final grade (see Figure 2). 
  
  
Figure 2: Overview of the recommended examination. 
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Examination activities 
  
Module 1 
  
Lecture 1: Introduction - Sustainability and the 2030 Agenda 

Activity Description Duration Format 
Peer-review 
assignment 

Students must write a reflection about challenges to 
adopt renewable energy sources. Students also must 
reflect about how their competences could help to 
overcome such challenges. This is a peer-review activity 
i.e., students must read and grade each other’s 
assignment. 

4 hours Individual-
based 

  
Lecture 2: The Basics of Energy 

Activity Description Duration Format 
Assignment Students must identify what energy sources are relevant 

to reach 2050 goals and how the energy supply will switch 
to reach such goals in a specific industry. 

8 hours Individual-
based 

  
  
Module 2 
  
Lecture 4: Present Your Entrepreneurial Ecosystem 

Activity Description Duration Format 
Film + team 
presentation 

Students must record a video about their local 
entrepreneurial ecosystem. The video must be 
integrated in a slide deck of about 10 slides, and 
presented in a pitches contest. 

36 hours Group-
based 

Individual 
essay 

Students must describe two indicators that signal the 
entrepreneurial ecosystems vibrancy. 

4 hours Individual-
based 

  
  
Module 3 
  
Lecture 1.1 / 1.2: Traditional business models Vs Sustainable Business Models 

Activity Description Duration Format 
Card game With the help of a card game, students will design 

innovative business models for: (i) a new entrepreneurial 
venture; and (ii) an existing organization. Groups will pitch 
the problem, solution and value proposition to a jury 
during a plenary session. 

4 hours Group-
based 
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Lecture 1.3: Customer Segments 
Activity Description Duration Format 
Segmentation 
Matrix 

Students must elaborate a segmentation matrix, discuss 
potential challenges or drawbacks and present to the 
class. 

2 hours Group-
based 

  
Lecture 3.1: Validation Plan 

Activity Description Duration Format 
Exercise Students must write down their riskiest assumptions, then 

compare them with the co-founders and plot them on a 
graph. 

1 hour Group-
based 

Exercise Students must design experiments for 3 critical 
assumptions related to customers, then fill in a template 
and prepare a list of questions for interviewing customers. 

1.5 hours Group-
based 

  
  
Module 4 
  
Lecture 1: Final project 

Activity Description Duration Format 
Final project Students must formulate a business model, write a report 

about the life cycle assessment for the idea, validate, 
produce the “one page” and present an elevator pitch. 

70 hours Group-
based 
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