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their academic papers into desirable action-oriented 

learning tools. The first part of this thesis analyses this 

research-practice gap in three ways. First, it conducts 

a literature research of relevant literature in the 

domain of learning within entrepreneurship. Second, 

it researches the perspective of entrepreneurs on 

the gap by using a qualitative research study. Finally, 

the author dives into the role of an entrepreneur by 

solving a case-study for Stippl. This reveals a first-

person perspective into the research-practice gap. 

The conclusions of these three research methods are 

combined into 4 important elements to implement 

when creating a learning tool for entrepreneurs.

The second part of this thesis converts the analysis 

into a product to use for scholars. This product does 

not only provide insights of the analysis, but it also 

supports scholars in using the important elements 

within their learning tool. In this part, the thesis 

identifies the necessary requirements for the product 

and creates three concept ideas. These concept ideas 

are tested with scholars to create one final product 

which implements the 4 important elements for 

scholars to create relevant learning tools.

This thesis aims to provide scholars with the necessary 

knowledge to create relevant learning tools. The 

ultimate goal is to improve the success rate of startups 

by providing entrepreneurs with desirable and relevant 

knowledge.

Entrepreneurship, as a driver of economic growth, 

involves identifying opportunities and creating 

ventures. However, the success rate of startups 

is significantly low, with various sources reporting 

different failure rates. Common reasons for startup 

failure include lack of market need, insufficient funds, 

inadequate team, strong competition and pricing/cost 

issues. Scholars and practitioners have developed 

numerous theories and tools to assist entrepreneurs, 

such as the Value Proposition Canvas, Lean Startup 

and Customer Development. Despite these efforts, 

the failure rate of startups remains high, raising doubts 

about the effectiveness of existing tools.

To improve the success rate of startups, academic 

research could be used. However within 

entrepreneurship, academic research becomes 

detached from practical relevance. This is an issue 

described in academic literature as the ‘Research-

Practice Gap’. To address this gap, a “third body” or 

“design” is proposed as a mediating factor between 

research and practice. This design could offer 

prescriptive principles and tools that are useful 

for entrepreneurs. Currently, such designs are 

predominantly created by reflective practitioners 

rather than scholars. This offers certain problems 

in practice, such as their lack of rigor, limited 

generalizability, bias and subjectivity and finally lack of 

theoretical grounding.

This thesis aims to provide scholars with knowledge 

how to create learning tools that entrepreneurs 

actually use. As a result, scholars are able to covert 

Executive Summary
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1.1 Introduction to Entrepreneurship Research

Entrepreneurship, the process of identifying 

opportunities and creating ventures, is a driver of 

economic growth. Aspiring entrepreneurs embark 

on a exhilarating journey with visions of transforming 

their ideas into successful businesses. Unfortunately, 

not all of these entrepreneurs are successful. There 

are various numbers that describe the success rate of 

startups, all with different numbers and definitions   . 

For example, Startup Genome (2022) mentions that 

about 90% of startups fail. Moreover, Harvard Business 

Review (2021)  describes a failure rate of around 

two-thirds. Although these numbers are different, it 

is noticeable that a significant number of startups 

have problems staying alive, let alone be successful. 

Therefore, it is interesting to dive into the reasons why 

they fail. According to 400 post mortems of startups, 

CB Insights (2021) describes various reasons why 

startups do not survive. The top 5 reasons exits of: no 

market need, run out of cash, not the right team, get 

outcompeted and pricing/costs issues. 

These 5 reasons are common knowledge among 

scholars and practitioners. As a result, countless 

theories and tools are developed to provide 

entrepreneurs with best practices to increase their 

chances of success. Some well known examples 

of these tools are the ‘Value Proposition Canvas’ by 

Osterwalder (2015), the ‘Lean Startup’ by Ries (2011) or 

‘Customer Development’ by Blank (2013).

Although countless of these theories and tools exists 

to support entrepreneurs, the failure rate of startups 

remains significant. As a result, scholars doubt the 

effectiveness of using these tools in the startup 

journey (Ladd, 2018; Coes, 2014; Lizarelli et al., 2021; 

Felin et al., 2020). For example, Lizarelli et al. (2021) 

describe how using lean startup approaches and its 

vision on offering rough prototypes, might harm your 

credibility and business identity. Furthermore, Coes 

(2014) explains the ‘Business Model Canvas’ might be 

focussed to much on the business internally, without 

being aware of external risks such as competition, 

market and other environmental factors. Considering 

these two examples are critics on the some of the 

most popular tools out there, there is an opportunity 

to research how these tools could be improved. Which 

could eventually result in a higher success rate of 

startups.

Even though there are already countless supportive 

tools for entrepreneurs out there, Mansoori et al. 

(2018) describe that there is still an increasing interest 

in providing prescriptions for entrepreneurs. As a 

consequence, scholars and practitioners are supplying 

to this demand by creating more and more theories 

and tools. However, scholars tend to create theories 

in complex formats without keeping the end-user, 

the entrepreneur, in mind. Nonetheless, Frank & 

Landström (2016) describe that the scholars do agree 

that interesting research should also be relevant. 

With this relevance, the degree of applicability of the 

information or findings is implied. In other words, is the 

entrepreneur able to use the findings described in the 

research papers. In entrepreneurship research, the 

end-user of the research should be the entrepreneur. 

Provided that entrepreneurship is rather practical, the 

entrepreneurship research should offer knowledge 

that can be directly applied into practice. This division 

in relevance, the practical side of entrepreneurship, 

and rigour, the scientific part of entrepreneurship, is 

what sets entrepreneurship apart from more internally 

focussed disciplines such as physics (Romme, 2016). 

In conclusion, the demand for prescriptive tools in 

entrepreneurship remains high. This results in scholars 

and practitioners trying to create new methods and 

tools to support entrepreneurs. However, these tools 

do not yet seem to lower the failure rate of startups. 

Thus, this leaves the question if these theories and 

tools are designed properly.
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The phenomenon of entrepreneurship practice and 

research as two separate worlds is not left unnoticed 

by scholars, where it is described as the ‘research-

practice gap’ (Wiklund et al., 2019; Berglund et al., 

2018). As they describe, entrepreneurship research 

started with a strong focus on relevance because it 

was rooted in real-life issues faced by entrepreneurs. 

As entrepreneur researchers got more stage in top 

specialized and general management journals, it 

shifted a focus to more data and methods. This resulted 

in a loosing focus on relevance for entrepreneurs. As 

consequence, research was created that is often too 

complex, written for specialists in the fi eld, not co-

created with entrepreneurs and can not directly be put 

to use.

To create a solution for this problem, Berglund et al. 

(2018) suggests that there should be a mediating factor 

in between the two worlds of research and practice in 

entrepreneurship. This ‘third body’, or ‘design’ as he 

calls it, could be used to translate between these two. 

Berglund explains that this ‘third body’ could provide 

prescriptive design principles. Berglund et al. elaborate 

on the fact that this ‘third body’ is not entirely new. 

Scholars and practitioners are already creating tools 

which exist of a workable format for entrepreneurs. 

Examples of these are books as ‘Lean Startup’ by 

Ries (2011) or the canvasses as the ‘Value Proposition 

Canvas’ by Osterwalder (2014). However, this role of 

creating these methods and tools, is currently primarily 

fi lled by refl ective practitioners   instead of scholars. 

These designs share an action orientated view and 

embrace the idea that a theory is a tool for business 

design with the goal to help get things done. 

The goal of this ‘third body’ is to focus more on the 

usefulness of a theory, rather than only theorizing and 

justifying. This could be achieved by creating a ‘design’. 

In this thesis, a design can be explained as an object or 

system intentionally created with a specifi c purpose in 

mind. Where creators can utilize their skills, knowledge 

and creativity to develop a tangible or digital product. 

In this thesis the word ‘design’ is used to describe the 

object in the broadest sense. It is used to describe 

physical products, but could also be used to describe 

systems. Since in the world of entrepreneurship a 

mentorship or startup programme could also be seen 

as ‘design’. 

This design can have two goals. First, it contains insights 

from literature which will support entrepreneurs in 

their journey. It can in that sense, directly be put to 

use. Which support the action-orientated view of 

entrepreneurs. Secondly, this ‘third body’ could be 

used to communicate from the entrepreneur to the 

scholars. It can give insights in the world of practice of 

entrepreneurs and what their needs and desires are.

1.2 The Theory-Practice Gap

THEORY PRACTICE

DESIGN

Scholars Entrepreneurs

“Something that translates
theoretical knowledge to

practical use.”

Reasons for not using research:
Too complex

Written for specialists
Not interacting with practice

Not directly useful tools
Wiklund et al. (2019), Berglund et al. (2018)

Characteristics:
Contains insights from literature
Can be directly put to use
Can be used to communicate to scholars 
how entrepreneurs handle certain theories

RQ: “Is it possible to support scholars in creating
relevant learning tools for entrepreneurs?”

Figure 1.1: The Research-Practice Gap in Entrepreneurship by Wiklund et al. (2019) and Berglund et al. (2018)
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1.3 The link between the Research-Practice Gap 
and Design Science Research

drawn between engineering and scientifi c knowledge. 

Where the former is used for practical utility, to 

solve particular problems, the latter is developed 

for the sake of understanding. Therefore engineers 

use knowledge to design artifacts, while scientists 

rather use knowledge to derive new knowledge. As 

entrepreneurship has a nature embedded in practice, 

creating ventures, it would benefi t from designed 

artifacts which convey knowledge for practice and can 

be implemented directly for real-world problems.

Although it is recently introduced, there already exist 

some successful examples of using design science 

in entrepreneurship. Artifacts such as the Business 

Model Canvas (Osterwalder, 2004; Osterwalder & 

Pigneur, 2010) and the Eff ectuation Theory (Sarasvathy 

et al., 2008) are examples of using design science in 

entrepreneurship.

To conclude, in an attempt to solve this research 

practice gap, it is timely and relevant to consider how 

entrepreneurship scholars can engage with DS. Given 

its focus on combining rigor and relevance in using 

its research method. In the fi eld of entrepreneurship, 

it is benefi cial to steer the future by creating artifacts 

that explain the link of the present and the past. Thus, 

entrepreneurship scholars need to be provided with 

guidance in creating these artifacts. 

Thus as Wiklund et al. (2019) and Berglund et al. (2018) 

explain, entrepreneurship should ideally combine rigor 

and relevance. To do so, entrepreneurship scholars 

should focus on creating designs that support 

entrepreneurs. With an emphasis on combining rigor 

and relevance in creating designs, design science (DS) 

is proposed as an approach within entrepreneurship 

(Dimov, 2016). This approach is fi rst announced 

by Simon (1996) and has longer traditions in other 

disciplines, such as information systems (Hevner, 

2004).

Design science is a method that embraces a problem-

solving research strategy and therefore focusses on 

real-world problems. It further develops knowledge 

that is translated into actions, processes and systems 

to guide the end-user in using the knowledge. To 

do so, it emphasizes the creation of artifacts that 

serve human purposes. This is similar to the note of 

Berglund et al. (2018) to create a third world in the 

entrepreneurship domain which focusses on ‘design’. 

To visualize the similarities between the two, the three 

stages of design science research by Hevner (2007) is 

shown in fi gure 1.2. Where the three pillars are called: 

environment, design science research and knowledge, 

Berglund et al. (2018) calls them: practice, design and 

theory respectively. 

Within design science, Romme (2003) explains that 

entrepreneurship research can focus on developing 

an underdeveloped pillar of research which focusses 

on ‘will it work?’ rather than ‘is it valid or true?’. To 

elaborate, Vincenti (1993) explains that a line can be 

THEORY PRACTICE

DESIGN

Scholars Entrepreneurs

Application Domain
- People
- Organizational 
Systems
- Technical Systems
- Problems & 
Opportunities

ENVIRONMENT

Foundations
- Scientific Theories 
& Methods

- Experience & 
Expertise
- Meta-Artifacts 
(Design-Products & 
Design Processes)

KNOWLEDGE BASE

Build Design Artifacts 
& Processes

Evaluate

DESIGN SCIENCE RESEARCH

Relevance
Cycle

Design
Cycle

Rigor
Cycle

Requirements
Field Testing

Grounding

Rigor
Cycle

Relevance
Cycle

Design
Cycle

Figure 1.2: Projecting the design science research method on the research-practice gap
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Concluding Chapter 1

Ȩ Literature outlines a ‘research-practice’ gap which describes the world of 

research and practice being misaligned in entrepreneurship. This means that 

entrepreneurs are not using literature in their journey of starting their venture.  

Ȩ Berglund et al. (2018) describe a way to solve this issue by introducing a ‘third 

body’ which mediates between the research and practice worlds. 

Ȩ In this ‘third body’, designed artefacts could be created which support 

entrepreneurs in their journey with a more action-oriented view. They could also 

be used to gain more insights about the needs and desires of entrepreneurs 

and therefore communicate back to the scholars.

Ȩ This thesis focusses on creating guidelines for scholars in creating designed 

artefacts. This supports scholars in creating relevant literature. 

16 | Introduction

This thesis aims to provide a solution for the research-

practice gap. According to the research-practice gap, 

many designs in the entrepreneurship domain are 

currently overlooked by practitioners. This results in 

scholars not optimally supporting entrepreneurs and 

a missed opportunity to decrease the failure rate of 

startups.

Thus to bridge the research-practice gap, this thesis 

researches the important elements that are interesting 

to implement when creating a learning tool for 

entrepreneurs. Inserting these specifi c entrepreneurial 

design elements within design science practices 

results in a complete tool to support scholars in 

creating learning tools. The research question that 

follows is: “Is it possible to support researchers in 

creating relevant learning tools for entrepreneurs?”. As 

a consequence, this thesis contributes to decreasing 

the failure rate of startups by enabling scholars to 

create more relevant learning tools.

1.4 Challenge of This Project 

“Is there a way to support scholars in creating relevant learning 
tools for entrepreneurs?”

1.5 Concluding Chapter 1

Ȩ Entrepreneurship is a driver of economic growth, but many startups fail to 

succeed. Common reasons for startup failure include no market need, running 

out of cash, wrong team, being outcompeted and pricing/cost issues.

Ȩ Various theories and tools are created to support entrepreneurs to prevent 

these issues. However, the failure rate of startups remains signifi cant.

Ȩ Literature outlines a ‘research-practice’ gap which describes the world of 

research and practice being misaligned in entrepreneurship. This means that 

entrepreneurs are not using literature in their journey of starting their venture.  

Ȩ Design science research is proposed as an approach to bridge the research-

practice gap in entrepreneurship. Design science focuses on problem-solving 

and the creation of artifacts that serve practical purposes. Examples of 

successful artifacts in entrepreneurship include the Business Model Canvas 

and Eff ectuation Theory.

Ȩ This thesis aims to bridge the research-practice gap by identifying important 

elements for creating relevant learning tools in entrepreneurship. This results in 

a set of steps which will support scholars to create revelant learning tools.

Ȩ The fi nal goal is to support scholars in creating tools that are desirable to 

entrepreneurs, decreasing the failure of startups.

THEORY PRACTICE

DESIGN

Scholars Entrepreneurs

Rigor
Cycle

Relevance
Cycle

Design
Cycle

Discovering important 
elements for entrepreneurs 
in using a ‘design’.

Using elements of DS to 
guide scholars in creating a 
‘design’.

A product for scholars to 
create effective learning tools

+

Figure 1.3: The challenge of this project
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Although the research-practice gap is mentioned in 

literature, there has not yet been a study researching 

a solution for the problem. Hence, this thesis focuses 

on created a concept to try and solve the research-

practice gap. It goes behind the discovery of the 

problem by providing scholars hands on guidance in 

creating more relevant learning tools for entrepreneurs.

To successfully bridge the research-practice gap, the 

thesis is divided into two parts: analysis and develop, 

as is displayed in figure 2.1 below. These two diamonds 

are coherent to the widely used ‘Double Diamond’ 

developed by the British Design Council in 2005. 

This model is commonly used in design projects to 

describe the different phases of a project. It supports 

a design project to add structure the process, analyse 

the problem and develop solutions to solve the 

problem.

The first part of the project will consist of discovering 

the various aspects of the research-practice gap. To 

elaborate, all of the elements that are important in 

using and creating learning tools are researched. This 

part is essential to collect information to create a set 

of guidelines in the ‘define’ phase. These guidelines 

form the basis of the concept, as they consist of the 

best practices and essential elements to create a 

learning tool. The second part of the project focusses 

on bridging the research-practice gap. The research-

practice gap will be bridged by providing support 

to scholars in creating relevant learning tools. As 

a consequence, scholars are able to contribute to 

entrepreneurship success. 

2.1 Project Approach

Develop

A Product to
Support Scholars

in Creating Relevant
Learning Tools

Deliver

Develop

7 8

Discover

Guidlines of Important
Elements to Create

Relevant Learning Tools

Define

Analysis

3 4 6

5

Problem Statement:
The Research-
Practice gap

Figure 2.1: The project approach based on the Double Diamond model

2.2 Analysis of the Research-Practice Gap

The first part of the thesis focuses on discovering and 

defining the problem of the research-practice gap. 

To successfully analyse this gap, this thesis uses 3 

different perspectives. These 3 ways are displayed in 

figure 2.2. In current literature, the research-practice 

gap is analysed from the viewpoint of the researcher. 

However, it is also important to determine the size of 

the problem from the entrepreneurs perspective. 

The accomplish this, the first part of the research 

investigates the low adoption of entrepreneurial 

methods among entrepreneurs. First, relevant 

literature is discussed about how entrepreneurs learn. 

Subsequently, literature about tools in entrepreneurial 

learning and their timing is discussed. To conclude, an 

overview what a learning tool looks like is provided. 

This is further explained in paragraph 2.2.1.

The next research way explores the perspectives 

of entrepreneurs regarding their preferences for 

learning in their current process. This is researched by 

conducting qualitative research with 6 entrepreneurs. 

Moreover the qualitative research study is described in 

paragraph 2.2.2.

Lastly, this thesis utilizes an auto-ethnographic 

study to describe the entrepreneurial process 

while experiencing one. Compared to the methods 

above, this method offers a first person perspective 

rather than a third person perspective. The goal of 

this study is to provide an inside perspective in the 

entrepreneurial process and supports this design 

process in empathizing with the entrepreneur. This 

study is supported by theories about Research 

Through Design and Participatory Design. More can be 

found in paragraph 2.2.3.

To conclude the 3 research approaches, chapter 6 

creates an overview of all of the important elements 

when creating a learning tool for entrepreneurs. It 

discusses the various elements and there relevance to 

this study. 

Literature Research Interviewing Entrepreneurs Becoming the Entrepreneur

1 2 3

Researching present 
literature on learning in 

entrepreneurship.

3 Ways to Discover the Research-Practice Gap

Discovering the needs and 
desires of entrepreneurs in 

learning within their 
entrepreneurship journey.

Becoming the entrepreneur 
to self-observe the 

important elements when 
implementing tools within 

the process.

Generate New KnowledgeExisting Knowledge

Figure 2.2: Three ways to discover the research-practice gap
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2.2.1 What does the literature tell us about 

entrepreneurship?

The first step in discovering how scholars could be 

supported in creating relevant learning tools, is to 

research existing literature. The previous chapter 

already describes the introduction of the research-

practice gap. With the intention of this thesis to bridge 

this gap, this chapter dives into relevant literature 

to gain knowledge regarding the context of the 

problem. It consists of relevant literature on the way 

entrepreneurs learn, how and when they use tool 

to learn and finally describes what a learning tool 

looks like currently. This chapter provides insights 

in what present literature says about learning in 

entrepreneurship.

2.2.2 Using qualitative research to discover the 

perspective of entrepreneurs

While previous studies by Wiklund et al. (2019) and 

Berglund et al. (2018) have primarily focused on 

the research-practice gap from the researcher’s 

perspective, little research has been conducted on 

how entrepreneurs perceive this gap. To gain deeper 

insights in how to bridge this gap, it is essential to 

consider the needs and desires of entrepreneurs. 

Thus, this study aims to uncover the needs and desires 

of entrepreneurs in learning within the entrepreneurial 

journey. 

To investigate this entrepreneurial standpoint, a 

qualitative research approach is conducted. By 

adopting grounded theory as a methodological 

framework, this study aims to understand the 

entrepreneurial perspective and contextual elements 

in which this learning tool needs to be designed. 

Chapter 4 provides further details on the selection, 

justification and applied method of the study. This 

understanding can support scholars in creating their 

learning tools with a ‘relevance-first’ mentality.

2.2.3 Becoming the entrepreneur by using Research 

Through Design

Although the previous paragraph explains how 

qualitative research can contribute to understanding 

the needs and desires of entrepreneurs, it remains 

a third person view on the topic. In order to gain a 

deeper understanding of this entrepreneurial process, 

this thesis utilizes auto-ethnographic research in the 

form of an entrepreneurial case-study. The case-study 

consists of designing a new value proposition to solve 

Stippl’s short term monetization challenge. The details 

and results of this case-study are discussed in chapter 

5. 

This study utilizes a ‘research through design’ 

approach. Research Trough Design (RTD) (Frayling, 

1993) is a design-led research approach that highlights 

the creation of artefacts and prototypes as a means 

of exploring and testing research questions. This 

approach is particularly suitable in this thesis because 

it can be used to explore the interaction between 

entrepreneur and design. Furthermore, it is an 

approach which involves creation as a central activity, 

which is used in this thesis to discover the research-

practice gap from an entrepreneurial perspective. 

Finally, it is suitable because Frayling emphasizes that 

RTD is different from traditional design approaches 

since it focusses on the creation of knowledge, rather 

than just the creation of artefact. In this case, with the 

artefact the value proposition of Stippl is meant. With 

the creation of knowledge, the process of learning in 

an entrepreneurial journey is described.

This study describes the entrepreneurial behaviour 

during a value proposition creation step-by-step, also 

called an auto-ethnographic study. It enriches this 

thesis by understanding of important elements of the 

entrepreneurial process and enables the author to 

empathize with the entrepreneurs in their perspective. 
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To add context in this thesis, it is important to mention 

the background of the author. This is because this 

could have an impact on the interpretation of literature, 

qualitative interviews and furthermore influence the 

chapter 5, where an entrepreneurial journey is created. 

First, here is a small summary of the background of the 

author. The author’s entrepreneurial journey started at 

the age of 16 by founding a web design and graphic 

design agency. Within this company, the author learned 

the first steps in entrepreneurship. After a couple 

of years the author dedicated a year to a student-

foundation focused on promoting entrepreneurship 

among students. They did this by organising events 

and workshops for students to discover and become 

an entrepreneur. He expanded his journey by working 

for a startup incubator afterwards. At this startup 

incubator, work consisted of creating and validating 

innovations for corporates using a startup mindset. 

This means quickly validating use-cases and creating 

a business model. After 1.5 years, the author started a 

new venture out of a startup course at the university. 

This startup was focussed around using AI to create 

a digital sports trainer for padel, a sport which has 

elements of squash and tennis.  

As a result, the author has experience in practicing and 

facilitating entrepreneurship and a background in the 

academic world by studying at the Technical University 

of Delft. This makes it possible to interpret the literature 

from an academic, as well as a practice perspective. It 

gives understanding of what an entrepreneur would 

need in a certain situation. 

2.4 About the Author

The second part of the thesis focusses on converting 

the insights of the problem analysis into a concept 

solution for the research-practice gap. In this phase, 

participatory design is employed. Participatory design 

is a design approach which uses end-users and 

stakeholder in the process of designing. By involving 

end-users in the design process, it has a focus on 

creating more user-centred designs (Ehn, 2008). 

In this thesis, participatory design can be applied 

to create guidelines for scholars to create more 

relevant learning tools. Therefore, this thesis utilizes 

participatory design by involving scholars in the design 

process. Furthermore, participatory design is applied 

by validating the conclusions of the analysis with 

entrepreneurs.

2.3 Developing a Solution

To conclude, the second part of the thesis creates a 

concept solution to guide scholars in creating relevant 

learning tools for entrepreneurs. This concept is based 

on the guidelines from the analysis and designed by 

involving scholars and entrepreneurs in the process.
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Concluding Chapter 1

 Ȩ Literature outlines a ‘research-practice’ gap which describes the world of 

research and practice being misaligned in entrepreneurship. This means that 

entrepreneurs are not using literature in their journey of starting their venture.  

 Ȩ Berglund et al. (2018) describe a way to solve this issue by introducing a ‘third 

body’ which mediates between the research and practice worlds. 

 Ȩ In this ‘third body’, designed artefacts could be created which support 

entrepreneurs in their journey with a more action-oriented view. They could also 

be used to gain more insights about the needs and desires of entrepreneurs 

and therefore communicate back to the scholars.

 Ȩ This thesis focusses on creating guidelines for scholars in creating designed 

artefacts. This supports scholars in creating relevant literature. 

26 | Project Approach

As mentioned before, this thesis focusses on analysing 

the research-practice gap from multiple perspectives 

and creating a concept solution to bridge the gap. The 

following research questions support this thesis in 

identifying the main topics of research:

RQ:  Is it possible to support researchers   

in creating relevant learning tools    

for entrepreneurs?

SQ1:  What does present literature say about 

learning in entrepreneurship?

SQ2:  What are the needs and desires of 

entrepreneurs in learning within their   

entrepreneurial journey?

SQ3:  What are the important elements when 

implementing learning tools in the 

entrepreneurial journey?

SQ4:  What should scholars do to increase the 

relevancy of their learning tools?

SQ5:   What could a product look like that  supports 

scholars in creating more relevant learning 

tools?

2.5 Research Questions & Outcomes

The research questions are accompanied by expected 

outcomes. The expected outcomes of this approach 

will be an overview of relevant literature within the 

entrepreneurship domain and the research-practice 

gap. Insights from a qualitative research study 

describing the perspective from entrepreneurs on the 

research-practice gap. An auto-ethnographic study 

describing the creation of a new value proposition 

for Stippl and the use of entrepreneurial support 

systems within this process. Afterwards, these 

results will be converted into insights regarding 

guidelines for scholars to create relevant artefacts for 

entrepreneurs. Finally, there is a tool created which 

will support scholars in the creation of these artefacts. 

These outcomes will support this thesis in answering 

questions about the interaction between artefacts 

and entrepreneurs and how to bridge the research-

practice gap. This will contribute to the existing 

literature about research-practice gap by trying to find 

a solution within the gap.

 Ȩ Although the research-practice gap is mentioned in literature, there has not yet 

been a study researching a solution for the problem. Hence, this thesis focuses 

on created a concept to try and solve the research-practice gap.

 Ȩ This thesis uses a double diamond model as project approach, shown in figure 

2.1. The project is split into an analysis and development phase.

 Ȩ The analysis phase involves researching the research-practice gap from 3 

different perspectives: the literature, the entrepreneur and auto-ethnographic. 

Literature is used to understand how entrepreneurs learn, use tools and 

what learning tools currently exist. Qualitative research is conducted with 

entrepreneurs to uncover their preferences for learning. An auto-ethnographic 

study is conducted to gain a first-person perspective on the entrepreneurial 

process.

 Ȩ The development phase focuses on creating a concept solution through 

participatory design, involving scholars in the process.

 Ȩ Expected outcomes include an overview of relevant literature, insights from 

the qualitative research and auto-ethnographic study, guidelines for scholars 

to create learning tools for entrepreneurs and the creation of a supporting tool.

2.6 Concluding Chapter 2
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The final part examines the difference in existing 

methods. It discusses practitioner-based versus 

theory-based literature. As a result, the advantages 

and disadvantages of both can be considered when 

creating a learning tool for entrepreneurs.

Overall, this chapter aims to discover three elements 

that are important to understand the current situation 

within entrepreneurial learning.

In order to understand the gap between research and 

practice, it is important to explore relevant literature 

regarding learning in the field of entrepreneurship. This 

chapter answers SQ1: “What does present literature say 

about learning in entrepreneurship?”. This represents 

the first approach among the three ways to analyse 

the research-practice gap. 

The chapter is split into three parts: learning within 

entrepreneurship, entrepreneurial support systems & 

timing and the theory behind entrepreneurial methods. 

First, entrepreneurial learning is discovered. This 

contributes by understanding the cycle in which 

individuals learn entrepreneurial behaviour. By 

understanding how these entrepreneurs learn, 

this thesis gains insights in the various elements to 

consider while creating a tool within this learning cycle.

The second part explores the resources entrepreneurs 

use to update their knowledge. It highlights the role 

of mentors within startups and emphasizes on the 

importance of timing.

3.1 Introduction to Literature Research

To understand the needs and desires of entrepreneurs, 

it is important to explore how entrepreneurs learn 

entrepreneurial behaviour. Something that is not yet 

fully understood. However, we create programs and 

tools to support these entrepreneurs. Furthermore 

Gartner et al. (1999) describe that an increase in 

entrepreneurial skills and knowledge in the first couple 

of years can enhance the survival rate in the end. 

Thus, we agree that the understanding of the learning 

process is of great importance. 

3.2.1 How do entrepreneurs learn entrepreneurial 

behaviour?

To understand needs and desires of entrepreneurs, 

it is important to explore how entrepreneurs learn 

entrepreneurial behaviour. In this case where we want 

to study the process of entrepreneurship rather than 

the entrepreneur as an entity, Rae & Carswell (2000) 

explain we can see entrepreneurship as a dynamic 

process which focusses on opportunity seeking. In this 

thesis, their definition is used to describe the concept 

of entrepreneurship as ‘the process of identifying 

opportunities for creating or releasing value, and of 

forming ventures which bring together resources 

to exploit those opportunities’. Within this process 

learning takes place, which can then be described 

as ‘a dynamic process which enables entrepreneurial 

behaviour to be enacted’. To know when learning 

happens, Mumford (1995) proposes the following: 

`When people can demonstrate that they know 

something that they didn’t know before (insights and 

realisations as well as facts) and/or when they can 

do something they couldn’t do before (skills).’. Using 

3.2 Learning in Entrepreneurship

this definition, learning can be understood to have 3 

dimensions: knowing, doing and understanding (Rae & 

Carswell, 2000). Rae & Carswell add to this that each 

of the 3 themes is important and have a dynamic 

interrelationship and therefore are all 3 important 

within learning to gain knowledge. Thus, to support 

entrepreneurs in their process, it is important to not 

only focus on providing knowledge. When learning 

can be understood to have 3 dimensions, it means 

that a supporting method or tool should provide to all 

these 3 dimensions.  Therefore, the entrepreneur must 

also be supported in doing and understanding.

According to Rae & Carswell (2000), an important 

aspect of learning is ‘Active Learning’. They describe 

that speed to active learning seems to play an 

important part in entrepreneurial learning according 

to their interviewees. They add to this that beyond 

direct experience of failure or success, entrepreneurs 

valued the use of books and case studies, together 

with social networking. As Rae & Carswell describe 

“the ability to learn and use what is learned are clearly 

essential in developing entrepreneurial capability.”. 

Connecting this theory to the 3 dimensions of 

learning, it can be concluded that it is important to 

also experience something, rather than only gathering 

knowledge. Thus, to support entrepreneurs in learning, 

the supportive tool has to move beyond providing 

information to also guide the entrepreneur in using 

the information. This results in an optimized learning 

process.
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A dominant theory in learning scholarship is Kolb’s 

experiential learning theory (1984). Kolb describes 

learning as ‘a process whereby concepts are derived 

from and continuously modified by experience’. This 

concept is also called ‘experiential learning’. Kolb 

splits the learning process in two dimensions, which 

are called ‘acquisition and transformation’. These two 

separate identities describe that this learning process 

consist of more than only gathering knowledge. Which 

is in line with the previous paragraph about learning. 

This also connects with Politis (2005) which also splits 

these identities and Reuber et al. (1990) who calls this 

knowledge ‘experientially acquired knowledge’. The 

essence is that to learn, the person must go through 

a cycle and convert the experience into knowledge. 

This highlights the importance of practicing theory and 

sensemaking. Therefore it is emphasised again that 

supporting entrepreneurs should move beyond the 

knowledge provision into guidance of the knowledge 

in practice.  

In conclusion:

To conclude this paragraph, entrepreneurs 

learn by doing. It is not just to know how 

to do something, but to really understand 

something entrepreneurs must go through 

a process. This can also be compared with 

active learning, where the entrepreneurs 

value the direct experience of failure or 

success as a means to learning.

3.2.2 Entrepreneurial learning is experiential 

learning

As the previous paragraph describes, learning is not 

only gathering knowledge. It can be understood to 

have 3 dimensions and active learning seems to play 

an important role. This connects to entrepreneurial 

research and literature, that suggests that much of 

the learning that takes place within an entrepreneurial 

context, is experiential in nature (Collins  &  Moore,  

1970;  Deakins &  Freel,  1998;  Minniti  &  Bygrave,  2001;  

Reuber  &  Fischer,  1993;  Sarasvathy,  2001;  Sullivan, 

2000).

To further elaborate on this experiential learning 

cycle, Kolb (1984) created a model to understand 

this process. The model, displayed in figure 3.1, is a 

theoretical framework to understand how people 

can learn through experience. Which could support 

this thesis in understanding the experiential natured 

entrepreneurship behaviour. According to this 

model, learning is a continuous cycle that consists 

of four stages: Concrete Experience, Reflective 

Observation, Abstract Conceptualisation and Active 

Experimentation. This cycle or learning is ongoing 

and individuals can start at any stage, but they 

must complete all four stages to gain a deeper 

understanding or their experiences. 

In the first stage, Concrete Experience, individuals 

engage in a new experience or activity that involves 

sensory and perceptual experiences. In the second 

stage, Reflective Observation, individuals reflect 

on their experience and observe it from different 

perspectives. In the third stage, individuals form 

abstract concepts or theories based on their reflection, 

which support hem in understanding and sensemaking 

of the experience. In the final stage, individuals apply 

their learning by testing their theories and putting 

them into practice through experimentation. 

Active 
Experimentation

(Doing)

Reflective
Observation
(Watching)

Concrete
Experience

(Feeling)

Abstract
Conceptualisation

(Thinking)

Accommodating
(Feel & Do)

Diverging
(Feel & Watch)

Converging
(Think & Do)

Assimilating
(Think & Watch)

Figure 3.1: Experiential Learning Model by Kolb (1984)
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To better understand this experiential learning model 

within the context of entrepreneurship, a small story 

could be used. 

This story below describes Sarah who wants to start 

a fashion company. Within this story, the four different 

stages of entrepreneurship are clarified within context.

Example: Experiential Learning Within the Context of Starting a Business

Once there was an aspiring entrepreneur named 

Sarah who dreamed of starting her own fashion 

company. She decided to take the plunge while 

having very little experience in the business world.

Stage 1: Concrete Experience

At the beginning of her journey, Sarah faced a 

lot of challenges like raising funds. However she 

learned a lot from the experience of running her 

business.

Stage 2: Reflective Observation 

A while later, Sarah started to reflect on her 

experiences and began to realize that her success 

depended not just on her hard work. It also had 

to do with her ability to manage her finances and 

market her brand effectively. Sarah started to seek 

out mentors who could help her understand the 

process of running a successful business.

Stage 3: Abstract Conceptualization 

With the help of her advisors, Sarah understood 

more about concepts like branding, marketing, 

and how her company would fit into the larger 

fashion industry. She thought up a new strategy 

to differentiate herself and make smart decisions 

about where to invest her time and resources.

Stage 4: Active Experimentation 

Sarah put her knowledge into action and created 

a business plan. She starts to experiment with new 

ideas and tries out new marketing campaigns. 

As she gained more experience, she becomes 

more confident in her ability to run and grow her 

business.

In conclusion, Sarah went through all four stages 

of Kolb’s experiential learning model while 

starting her fashion company. She had concrete 

experiences that led her to reflect on her practices 

and observe her situation. She conceptualized 

new ideas from her reflections, which she then 

applied and experimented with in her business. 

These four stages allowed her to grow and 

develop her business to become the success it is 

today.

Kolb’s Experiential Learning Model also includes four 

learning styles, which are based on how individuals 

approach each stage of the learning cycle. The 

four learning styles are diverging, assimilating, 

converging, and accommodating. Diverging learners 

tend to be creative and imaginative, and they excel at 

brainstorming and generating new ideas. Assimilating 

learning prefers to work with abstract concepts and 

theories and tend to focus on understanding the logic 

and structure of information. Converging learners are 

practical and problem-solving oriented and enjoy 

applying theoretical concepts to real-world situations. 

Accommodating learners are action-oriented and 

prefer to learn by doing, often taking risks and 

adapting quickly to new situations. Individuals may 

have a dominant learning style, but they can also 

adapt to different styles depending on the situation 

and learning task.

In conclusion:

One noticeable trait among entrepreneurs 

is their preference for a “learn by doing” 

approach, which is also described in the 

previous chapter. This is in line with Kolb’s 

Experiential Learning Model. Based on their 

learning style, entrepreneurs are likely to 

gravitate towards the “accommodating” 

spot, where they can take action and put 

their knowledge into practice, allowing 

them to feel the pulse of their startup. 

While reflective observation and abstract 

conceptualization are important for steering 

the course of a startup and keeping it on 

track , entrepreneurs thrive on hands-on 

experience and practical problem-solving.
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3.2.3 The effect of previous experience in 

entrepreneurship

Previous entrepreneurial experience has been found to 

have a noticeable effect on an entrepreneur’s success. 

Within the entrepreneurial learning model, described 

in paragraph 3.1.2, this would be visible by successfully 

going through the entrepreneurial cycle multiple 

times. As a result, an individual’s knowledge and 

capability grows. A study by Hsu (2007) describes how 

entrepreneurs with prior experience in the industry 

in which they started their business were more likely 

to survive and grow their firms. Foss and Klein (2012) 

add to this that entrepreneurs with prior experience 

in areas such as finance were more likely to secure 

funding, leading to increased chances of success. 

This is because previous experience can support 

entrepreneurs in gaining a better understanding of the 

market and identifying opportunities and challenges. 

Afterwards these entrepreneurs are more capable of 

developing effective strategies to overcome these 

challenges.

However, it is important to note that other factors also 

contribute to startup success. Examples of this are 

personality traits, access to resources and timing . 

Furthermore, the benefits of prior experience can vary 

depending on the industry or context. Nonetheless, 

the example of the experiential learning cycle 

suggests that going through the cycle multiple times 

can enhance one’s knowledge and potentially lead to 

greater startup success.

The effect of previous experience shows that when an 

individual has moved through the cycle multiple times, 

this individual is more capable of performing certain 

tasks. Thus to contribute to entrepreneurial learning, 

it is important to guide the entrepreneurs through this 

learning cycle.

In conclusion:

Previous experience can be a way to 

explain differences between the learning 

processes of entrepreneurs. Looking back 

at paragraph 3.1.1, learning is described 

as ´knowing, doing and understanding´. 

This can also been compared by going 

through the experiential cycle by Kolb one 

time. Once an entrepreneur learned more 

about entrepreneurship, he went through 

the cycle one or multiple times. Previous 

experience could be seen as going through 

this process of learning multiple times. 

The way previous experience contributes 

to startup success is not always the same, 

as described in the paragraphs above. 

However, it could give an advantage when 

starting a company.

In conclusion:

Within Kolb’s learning cycle, entrepreneurs 

spend limited time in the reflective side. Or 

in other words, within ‘knowing, doing and 

understanding’, the entrepreneur spends 

limited time understanding what happened 

in the ‘doing’ part. This leads to limited 

‘knowing’ for the next time the entrepreneur 

will proceed in entrepreneurial behaviour. 

Two other factors that hamper reflection are 

not being open for feedback and not having 

other individuals to reflect with. 

3.2.4 Current factors that characterize and limit an 

entrepreneur’s learning process

The paper of Florén (2003) highlights 3 factors 

that characterize and limit an entrepreneur in its 

learning process. The first limitation is the lack of 

time and resources to reflect on experiences, which 

can be harmful for learning. In the figure of Kolb 

(1984) this would mean an entrepreneur spends 

limited time in ‘Reflective Observation’ and ‘Abstract 

Conceptualisation’ and therefore does not successfully 

learns from its actions. The second limitation describes 

how entrepreneurs lack colleagues and that this can 

limit opportunities to learn from other around them.   

Finally, as entrepreneurs are seen as ‘manager’ in a 

later phase of the company, they sometimes hold a 

dominant role in interpreting event. This way they risk 

losing face if a mistake is made. Florén suggest that in 

the long term, an entrepreneur’s network can support 

in developing confidence, provide opportunities for 

reflection and offer different expert opinions and 

perspectives, fostering increased knowledge.
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future strategies if needed, mentors play an important 

role in guiding their mentees towards success.

Thus, it can be concluded that mentors primarily 

contribute to reflection in the process of the 

entrepreneurs. However, the nature of a mentor 

is that it can react to the information provided by 

the entrepreneur and therefore also contribute by 

offering tailored information. This is particularly 

helpful for the entrepreneur since it is time efficient. 

In conclusion, tailored information and time-efficiency 

seem important factors when providing support to 

entrepreneurs. Also support in reflection and abstract 

conceptualization is desired by entrepreneurs.

In conclusion:

Mentors are a desirable and common way to 

guide entrepreneurs in their process. They 

are particularly supportive to entrepreneurs 

in the reflection and conceptualization 

stages of the Kolb cycle. Also their nature 

of providing tailored information and 

reflective questions is desirable, because 

of their time saving effect. Elements that 

are important to notice for a learning tool 

are tailored information, time-efficient and 

support in reflection and conceptualization.

Next to their internal learning capabilities, it is 

also worth researching when entrepreneurs seek 

external support to establish their business, and 

the types of support they seek. One approach to 

studying this is to review the literature and explore 

the various perspectives on the types of support that 

entrepreneurs commonly utilize. This provides context 

to how and when entrepreneurs use learning tools to 

support them in their process.

3.3.1 How mentors support entrepreneurs in their 

process

A support mechanism which is interesting to explore is 

the use of ‘mentors’ in entrepreneurship. Although this 

is not a learning tool which the scholar is able to design, 

it does provide insights in the way entrepreneurs 

interact with a tool to support them in their process. 

Since mentors are a common and desirable support 

tool for entrepreneur, it is interesting to dive into the 

details what makes them that desirable. 

In this thesis, the term “mentor” refers to someone who 

provides expert guidance to new-start entrepreneurs, 

as described by Sullivan (2000). Many times it involves 

an “experienced entrepreneur (mentor), and a novice 

entrepreneur (the mentee), in order to foster the 

latter’s personal development” (St-Jean & Audet, 2012). 

A mentor can be particularly effective in supporting 

entrepreneurs derive meaning and understanding 

from their experiences, which aligns with the “reflective 

observation” and “abstract conceptualization” stages 

of Kolb’s Experiential Learning Cycle. By helping 

entrepreneurs to reflect on their actions and modify 

3.3 Entrepreneurial Support Mechanisms & Timing

3.3.2 ‘Just-in-time’ and ‘Up front’ approaches to 

entrepreneurial learning

To continue upon the previous paragraph, mentors 

can also contribute to another dimension according 

to Sullivan (2000). Which goes back to the part where 

entrepreneurial learning is largely experiential by 

nature. This means that the entrepreneur encounters 

specific situations at specific moments in their 

entrepreneurial journey. To make use of this fact, we 

must provide entrepreneurs with the right amount of 

information at the right time. This is where mentors 

could have a great impact, because mentors could 

provide feedback at the right moment in time. To 

elaborate, Sullivan (2000) describes two different 

approaches to entrepreneurial learning, ‘just-in-time’ 

and ‘up front’. Sullivan argues the fact that ‘just-in-time’ 

advice could be more valuable and effective than an 

‘up font’ menu of training offered to all programme 

participants. In the latter, it might that some or all 

materials that are covered could not be relevant to 

participants in the group. 

In conclusion:

In this paragraph, it is mentioned again that 

mentors contribute to the just-in-time 

approach. This is similar to a combination 

of time-efficient and tailored information 

mentioned in the previous paragraph. Thus, 

it is important to understand the needs 

and desires at a particular time of the 

entrepreneur while providing information to 

that entrepreneur. Providing all information 

up front is not desirable by entrepreneurs.
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3.4.1 Theory-grounded versus practitioner-grounded 

literature

Within entrepreneurship, there are several theories 

that could be used to build ventures. However, when 

it comes to these theories, they can be either labelled 

as ‘theory-grounded’ or ‘practitioner-grounded’. 

Theory-grounded literature is typically rooted in 

academic research and theoretical frameworks. This 

literature often describes a deeper understanding of 

the underlying concepts of a theory and the principles 

in the field. It also shows connections with other 

literature and describes a phenomenon from multiple 

perspectives. Conversely, there is literature based on 

practitioners. This type of literature is often more focus 

on the practical application of the theory described. It 

is based on insights from the field, often from a single 

founder, and can offer practical insights and real-world 

examples that can inform and enhance one’s practice. 

It can be particularly useful for individuals seeking to 

implement strategies or solutions in their own work.

As Berglund et al. (2018) describes, several popular 

theories in entrepreneurship are practitioner based 

and are not grounded In theory. These theories are, 

for example, Customer Development (Blank and Dorf, 

2012), Lean Startup (Ries, 2011) and Discovery-Drive 

Planning (McGrath and MacMillan, 1995). Practitioner-

based theories provide a couple of key challenges, 

such as:

In the first paragraph, the various elements of learning 

are outlined. Also a conclusion was drawn that to learn, 

an individual must not only gather knowledge but 

also experience the knowledge in practice. However, 

it remains important to gather knowledge, which can 

then be put into practice. One possible solution to 

gather knowledge within the field of entrepreneurship, 

is to utilize methods and tools. Similar to other sciences, 

conducting a literature review before taking action is 

a common approach. However, in the buzzing world 

of entrepreneurship, where a lot of decisions need to 

be made. The scenario where the entrepreneur will 

spend hours reading necessary information before 

taking action is not a realistic scenario. Furthermore, 

this conflicts with the ‘action-oriented’ nature of 

entrepreneurs, in which they want to make fast 

decisions and move forward. This was also highlighted 

in this thesis by the preferable ‘accommodating’ spot 

within the entrepreneurial learning cycle. In practice, 

there are numerous tools and methods available 

to entrepreneurs. This chapter will examine these 

resources while also critically look in their contribution 

to startup success.

3.4 The Theory of Methods

- The lack of rigor: which implies that these methods 

lack the rigorous research methodologies and 

analytical frameworks that are typically employed 

in theoretically grounded literature. This can lead 

to a lack of clarity and precision in the concepts 

and theories being discussed.   

- Limited generalizability: literature tends to be 

focused on specific cases or context, which makes 

it hard to generalize them. In contrast, theories 

that are grounded in academic literature often   

aim to be applied in a wide range of contexts to 

their more universal theories and principles.

- Bias and subjectivity: literature may be influenced 

by the subjectivity of the individual that produces 

it. This makes it hard to separate fact from opinion 

or to assess the validity of the claims being made. 

This could lead to unwanted consequences when 

implementing the theory. For example, a memory 

of a certain process might be different than reality 

in context.

- Lack of theoretical grounding: Because 

practitioner-based literature lacks a proper 

theoretical-grounding it can make it difficult to 

integrate the findings into broader theoretical 

frameworks or build further research upon them.

One important notion is that these problems are 

primarily seen from the scholars perspective. Despite 

these challenges, the practitioner-based theories 

remain very popular. This leaves the question if 

entrepreneurs also experience these, or other, 

problems when utilizing practitioner-based theories. A 

reason for this popularity is explained by Berglund et 

al. (2018) by the action-oriented view of these method. 

Which is desirable element for entrepreneurs and 

contributes to the willingness of the entrepreneur to 

use the method. March and Smith (1995) also describe 

that the “Entrepreneurial practice calls for prescriptive 

procedural knowledge, i.e. methods for carrying out 

particular tasks”. Which shares the same idea of more 

action-oriented literature. Which can be elaborated by 

Vincenti (1990) which calls it ”design instrumentalities 

that guide action by suggesting procedures, ways of 

thinking and judgment skills”. 

In conclusion:

This paragraph mentions some pros and 

cons about practitioner-based versus 

theory-based literature. In a summary, 

practitioner-based literature lack 

proper research methodologies, are 

not generalizable, are subject to bias 

and difficult to integrate in broader 

theoretical frameworks. However, they 

are action-orientated which contributes 

to the willingness to use the method. The 

entrepreneur is seeking for prescriptive 

methods to guide them in their day to day 

jobs.
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3.4.2 A framework for conceptualizing methods

As a way to assess entrepreneurship methods, 

Mansoori (2015) created the ‘three-tier framework’, 

displayed in fi gure 3.2 below. It can be used to analyse 

frameworks and their theories on an abstract and 

concrete level. The framework consists of three layers 

logic, model and tactics. To understand this framework 

it is important to explain the three layers. 

First, Logic is the overarching rationale which 

focusses on the theoretical foundation of the model. 

It dives deeper into the theories which lay behind a 

certain method and its assumptions. It does not yet 

provide prescriptive methods on how to implement 

a theory or put it to work. As Mansoori explains, 

´logic provides direction and sets the general rules 

and principles´. As logic deals with the fundamental 

issues in entrepreneurship, it supports entrepreneur 

is understanding the aim of the method and off ers 

perspective in why to use a certain method.

The second layer is Model. Which can be described as 

the course of action of the method and proves a set of 

activities needed to implement the logic. It functions 

as the overall strategy how to overcome the theory 

explained in ´Logic´ and therefore builds on the upper 

layer. It generally contains a set of procedures and a 

sequence of operations to guide the entrepreneur in 

its actions. It can be seen as the process description in 

an overview. Mansoori argues the following in ´model´: 

‘Not providing guidelines in the form of sequential 

steps makes a proposed prescriptive theory harder to 

grasp and the model more diffi  cult to adhere to. 

The fi nal layer is Tactics. This refers to a set of activities, 

exercises or immediate objectives that build upon 

the underlying model and logic. These are often 

described in detail and specify the context of use and 

the outcome of action. This is the step that makes an 

abstract theory able to be executed in a concrete form. 

To illustrate this fi gure, Mansoori & Lackéus (2018) 

compares 6 diff erent popular entrepreneurship 

methods and their contribution to either of these 

3 layers. Their conclusion is that the practitioner 

grounded methods lack logic and rather focus on 

model and tactics. On the contrary are theoretical 

based methods, which are missing tactics according 

to Mansoori & Lackéus (2018). About this they describe 

the following ‘In order to trigger action, detailed 

instructions and prescriptions must be given’. This is in 

line with the ‘action-orientated’ view described in the 

paragraph before.

To conclude, in order for a method to be rigorous 

and relevant, the three-tier framework could be used 

to assess the method on all 3 layers. To bridge the 

research-practice gap, it is particularly interesting 

to review elements that are interesting to design a 

proper tool for entrepreneurs to learn entrepreneurial 

behaviour. This results in enabling scholars to be 

eff ective in conveying their theories to entrepreneurs 

eff ectively. 
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Figure 3.2: The Three-Tier Framework for conceptualizing methods by Mansoori (2015)

In Conclusion:

In the previous paragraph is described 

how practitioner-based and theory-based 

literature both have their own advantages 

and disadvantages. In this paragraph, 

Mansoori off ers a framework to assess 

methods on being rigor and relevant. 

Incorporating Logic, Model and Tactics could 

lead to having the best of both worlds.



Relevant Literature in Entrepreneurial Learning | 4544 | Relevant Literature in Entrepreneurial Learning

3.5 Concluding Chapter 3 Entrepreneurial learning

Ȩ Entrepreneurs learn by doing (going through the Kolb 

cycle)

Ȩ Going through this experience of learning multiple times 

can be benefi cial to startup success 

Ȩ Entrepreneurs favour the accommodating spot

Factors that could hamper learning

Ȩ Entrepreneurs do not refl ect enough

Ȩ They are not open for feedback, because of 

their image as a manager

Ȩ With limited colleagues they do not have 

someone to refl ect with

Factors that are benefi cial for learning

Ȩ Using the right tools at the right moment 

(‘just-in-time’)

Ȩ Mentors are favourable, because of their 

ability to stimulate refl ection and often 

provide information just-in-time

Logic

Model

Tactics

A good method consists of these 3 layers:

Ȩ Logic: theoretical foundations on which your method is 

based

Ȩ Model: a visualisation of the framework and establish 

core terms and defi nitions

Ȩ Tactics: an action-oriented approach, by using activities, 

excercises, immediate objectives

The Literature

In conclusion, this chapter provides an analysis of 

relevant literature about learning in entrepreneurship. 

Therefore it answers SQ1: “What does present 

literature say about learning in entrepreneurship?”. 

Throughout the chapter, the way entrepreneurs learn 

is discussed. Together with the timing and interaction 

of entrepreneurs and support systems. Finally, this 

chapter highlights the diff erence between practitioner-

based versus theory-based literature.

The fi rst part displays that entrepreneurs learn by 

doing. This can be visualized in the Experiential 

Learning Cycle by Kolb (1984). This cycle consists 

of four stages: Concrete Experience, Refl ective 

Observation, Abstract Conceptualisation and Active 

Experimentation. Going multiple times through this 

cycle enhances knowledge, therefore giving the 

entrepreneur a higher chance of success. Thus, when 

designing a learning tool, a scholar must consider 

these 4 stages in its tool. Furthermore, little to no 

refl ection hampers learning. Therefore, a scholar must 

pay extra attention to designing refl ection within the 

learning tool.

The second part highlights the importance of timing 

within a support system. Mentors are a desirable option 

within entrepreneurship, because they particularly 

support in the refl ection and conceptualization stages 

of entrepreneurship. By providing tailored information 

with a just-in-time approach, these mentors form a 

perfect fi t with the expectations of an entrepreneur. 

Thus when designing a learning tool for entrepreneurs, 

a scholar must consider the timing of its tool. Upfront 

learning is not desirable by entrepreneurs. Also by 

incorporating refl ective questions within the learning 

tool can enhance learning.

Finally, there is a diff erence between practitioner-

based and theory-based literature in entrepreneurship. 

According to researchers, practitioner-based 

literature lack proper research methodologies, are 

not generalizable, are subject to bias and diffi  cult 

to integrate in broader theoretical frameworks. 

However, their action-oriented nature contributes to 

the willingness to use the method. Entrepreneurs are 

seeking for prescriptive methods to guide them in 

entrepreneurship. Mansoori provides the ‘three-tier 

framework’ to emphasize the importance of Logic, 

Model and Tactics within an entrepreneurship model. 

Thus when a scholar wants to design a learning tool for 

entrepreneurs, it is important to use these 3 elements 

within their learning tool. Especially ‘Tactics’, which 

refers to activities, assignments and objectives, is 

sometimes left out by scholars. Literature describes 

that this element is the most desirable element for 

entrepreneurs.

To conclude, this chapter provides this thesis with 

important insights regarding the creation of learning 

tools for entrepreneurs. A summary of the insights is 

displayed on the next page.
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The qualitative study involves interviews with six 

startup entrepreneurs. It elaborates on the experiences 

of their startup journey. The following chapters present 

the context of the dataset, along with details on data 

collection and processing. Finally, the findings are 

shared and concluded.  

In order to explore the research-practice gap, it is 

important to not only examine various literature 

that describes the gap. It is also important to gain 

insights from an entrepreneurial standpoint. This is 

why this chapter contributes to SQ2: “What are the 

needs and desires of entrepreneurs in learning within 

their entrepreneurial journey?”. This thesis conducts 

a qualitative study to gain a better understanding of 

the entrepreneurial processes. Moreover, it provide 

insights into how entrepreneurs perceive several 

support mechanisms that guide them in this journey. 

Chapter 3 provides a comprehensive overview of 

entrepreneurial learning and the tools used in this 

process from a literature perspective. Trough the 

qualitative study explained in this chapter, the current 

state of entrepreneurial learning is displayed from the 

perspective of entrepreneurs.

4.1 Introduction

Chapter 3 explains the different aspects of 

entrepreneurial learning and tools that could be used 

to support this process. However, to understand the 

gap between research and practice, it is not only 

important to see what is written in literature. It is also 

important to understand how entrepreneurs perceive 

the entrepreneurial process. Moreover, it is important 

to understand how or if they use tools to support them 

in this process.

To research the experience of entrepreneurs, a 

qualitative research study is conducted. According 

to Pratt (2009), qualitative research is well-suited for 

investigating “how” questions, rather than “how many”, 

and provides valuable insights into the perspectives of 

the individuals being studies. Creswell et al. (2007) adds 

that qualitative research can provide an understanding 

of the context in which a particular phenomenon exists. 

This is relevant in this thesis as it seeks to understand 

the entire context of how entrepreneurs utilize different 

tools, techniques and resources during their journey.

A method to construct a theory from the qualitative 

research is the “grounded theory” approach. In this 

approach the theory is “grounded” in data from 

participants who have experience the process 

Creswell et al. (2007). This thesis will use interviews 

with entrepreneurs as a way of data collection which 

is a common way of data collection within grounded 

research (Creswell et al., 2007). Identifying recurring 

patterns or themes in these interviews will be the 

basis for theory  building (Glaser & Strauss, 1967). The 

approach of grounded theory is focused on discovery 

4.2 Method

theory rather than testing it, making it particularly fitting 

for this study as it aims to investigate phenomena, 

such as the research-practice gap, where limited 

knowledge exists (Glaser & Strauss, 1968).

4.2.1 Sampling

In this research, 6 different entrepreneurs are 

interviewed. The participants were selected using 

convenience sampling within the personal network 

of the author. This made it possible to interact with 

the participants in a comfortable setting in a short 

time span. All of the founders studied at the Technical 

University of Delft, therefore some of the startups 

also have a technical aspect within their product.  An 

overview of the entrepreneurs that are interviewed is 

shown in table 4.1. Details about the entrepreneur are 

explained below.

Entrepreneur A

Entrepreneur A started a company 2 years ago. The 

company is build around the concept of selling surgical 

tools to Sub-Saharan Africa. The tools are affordable 

yet high-quality due to their approach of removing 

several intermediate traders in the supply chain. The 

venture is started with 3 founders with little experience. 

The participant in the study founded one start-up 

before in a different market (b2c cooking startup). The 

entrepreneur follows a study in Technical Policy and 

Management, this study has no entrepreneurial related 

topics in its curriculum. Therefore, this study concludes 

that the entrepreneur had no background information 

about entrepreneurship or how to start a venture. 
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Besides the study background, the entrepreneur had 

no experience in entrepreneurship.

Entrepreneur E

This participant created an application that changes 

the way users can use a smartphone application to 

date someone. They offer an application that matches 

individuals and sets them up for a date without the 

users chatting with each other. The startup started 

with a rather large team of 7 founders with diverse 

backgrounds. However, the participant in this study 

has a background in Industrial Design Engineering. 

Just as entrepreneur C and D this could result in a 

different experience in starting a company. 

Entrepreneur F

The last participant in this study started a company 

in reducing the time you spend on your smartphone. 

They offer an app and a physical tag which helps you to 

eliminate the time you spend useless on apps. It locks 

apps so they can not be used anymore and unlocks 

wants you have a certain key. The founder studied 

Industrial Design Engineering and had no experience 

in starting a company before. 

4.2.2 Data collection & processing

The data is collected using semi-structured 

interviews. Semi-structured interviews is common 

within qualitative research projects and are often 

the sole data source (Dicicco-Bloom  & Crabtree, 

2006). The reason of using semi-structure interviews 

is that the questions function as main guidance in 

conducting the interview. However, the questioned 

Entrepreneur B

The second entrepreneur started with one co-founder 

and created a VR haptic glove in 2017. With this glove 

the user could have a real sensation of feedback while 

being in a virtual world. The entrepreneur had no 

background in entrepreneurship before starting this 

company. However, the participant in this study has a 

background in Industrial Design Engineering. Since the 

author also followed the same study, from experience 

there can be concluded that some elements of 

this study could be highlighted as important. For 

example, one aspect of this study is to learn how to 

perform user studies and create user centric products. 

This could influence some of the experiences of the 

entrepreneur since this is often also a large part of the 

entrepreneurial journey.

Entrepreneur C

Entrepreneur C started a company in reducing stress 

by offering breathing rhythm therapy. The company 

started 2 years ago with 3 founders. The founders 

were first-time founders. This founder also studied 

Industrial Design Engineering, which could influence 

the previous experience of this entrepreneur.

Entrepreneur D

Entrepreneur D started a company in creating an 

optimized bicycle light which luminates on the legs 

of the cyclist and therefore provides more safety. 

The startup started with 2 founders. The participant 

in this study has a background in Industrial Design 

Engineering. As explained at entrepreneur C, this could 

influence some of the experiences of the founder. 

Entrepreneur Problem Space of Startup # of 
Founders

Startup 
Age

Experience as 
Founder

Study Background

A Offering medical devices to Sub-
Saharan African countries

3 2 years Little Experience Technical Policy and Management

B Creating a VR haptic glove 2 6 years First-Time Industrial Design Engineering

C Medical stress reduction tool 3 3 years First-Time Industrial Design Engineering

D Bicycle light with improved safety 2 3 years First-Time Industrial Design Engineering

E Dating app without chat 7 3 years Little Experience Industrial Design Engineering

F Reduce smartphone usage 2 3 years Little Experience Industrial Design Engineering

Figure 4.1: Overview of the 6 different startups that are interviewed

are designed as open-questions to leave room for 

the interviewer to use laddering as a method to gain 

a deeper understanding. Before the interview, the set 

of guidance questions is created, which is displayed in 

appendix X. The interviews were one on one sessions 

with one of the founders and were conducted using 

face-to-face meetings, phone calls or video calls. The 

interviews lasted between 23 minutes and 44 minutes.

It is also important to address the potential weakness 

of this method of data collection. A danger of this 

method is that it could contain the ‘interviewer 

effect’, which is explained by Denscombe (2010) as 

the amount and kind of information the participant is 

willing to share. Also it could be subject to ‘demand 

characteristics’ as explained by Gomm (2004). This 

means that the participant would give answers that 

he expects to be useful in this research. However it is 

difficult to exclude these weaknesses completely, this 

thesis tries to eliminate these weaknesses the best as 

possible. By, for example, using laddering to come to 

the true meaning behind an answer. 

The interviews were recorded using a recording app 

on the phone. This resulted in 6 recordings and a total 

of 3 hours and 23 minutes of audio. Afterwards, the 

recordings were automatically transcribed using MS 

Office 365 transcribe tool. Finally, the text is imported 

into Atlas.TI to code the transcripts.
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4.2.3 Data analysis 

To analyse the transcript, the coding method of 

Corbin and Strauss (1990). They describe that in 

order to perform grounded theory research, three 

layers of codes need to be created. The first layer is 

closest to the data, meaning that there is not yet any 

interpretation of the data with connections to the 

literature described in chapter 3. This is also called 

´open coding´ within grounded research and is the 

first step in the analysis process. This is because it is 

important to let the data speak and to prevent bias in 

forming the data to the literature. 

Afterwards the second layer of codes adds categories 

that are closer to the literature that is described 

in chapter 3. This second step is also called ´axial 

coding´, where connections are being made between 

the codes to organize them into categories.. This is 

interesting because now it is possible to discover 

connections between the data and the literature. The 

codes are afterwards loaded into Miro to create a 

visual categorisation of the codes. 

The final step consists of selective coding, where the 

categories are connected to one theory. This final step 

is displayed within the discussion part of this chapter.

A total of 187 codes are relevant in this study, these are 

categorized into 12 categories within 5 main themes.  

This chapter shows the findings of the qualitative 

research study. It elaborates on several categories 

that were found to be important in the coding process. 

Findings focus on the previous experience of an 

entrepreneur, the entrepreneurial process and how it 

4.3 Findings

develops over time, the use of mentors as support, the 

methods and tools for entrepreneurs and finally the 

timing of support mechanisms. All of the findings are 

displayed in table 4.2 below.

Figure 4.2: The different categories of codes used for the analysis of the interviews

4.3.1 Previous experience of the entrepreneur

When interviewing the various entrepreneurs, their 

previous experience was one of the topics to interview. 

As described in paragraph 3.1.3, previous experience 

plays a role in the success of an entrepreneur 

in some aspects of the startup. In this study it is 

interesting to look at this previous experience from the 

entrepreneurs perspective. In table 4.1 is a summary 

of the various study backgrounds of entrepreneurs. 

Besides study background, it is also interesting to know 

if certain entrepreneurs already have entrepreneurial 

experience. This is also highlighted in table 4.1. 

These factors are interesting, because it displays 

how different entrepreneurs view various methods 

and tools, for example. When reflecting on their 

entrepreneurial process, it is important to understand if 

the entrepreneur already had background knowledge 

or experience which could influence the reflection on 

the entrepreneurial process. For this thesis, it gives 

an indication whether there are differences in what 

entrepreneurs need in their process, based on their 

previous experience. This could support scholars in 

differentiating between various entrepreneurs and 

their needs and desires. 

1. Previous experience 

of the entrepreneur

2. From novice 

to experienced 

entrepreneur

3. Using mentors as 

support

4. Using methods and 

tools as support

5. The timing of support 

tools

1.1 Startup experience 2.1 The desire to be action-
oriented and experience 
entrepreneurship

3.1 Background experience 
of mentors

4.1 The preference for 
action-oriented tools

5.1 The timing of support 
tools

1.2 Study background 2.2 The abandoning of 
methods

3.2 Specific use-
cases of mentors in 
entrepreneurship

4.2 Being told what to do 
step-by-step

2.3 Reflection in the 
process

3.3 Mentors as a support in 
reflection

4.3 Real-world insights
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This part is interesting because it is in line with the 

literature described in paragraph 3.1.3. An entrepreneur 

can be more successful if gained experience in a 

entrepreneurial process for example. This implies 

that a method or tool needs to focus on guiding 

entrepreneurs throughout the whole entrepreneurial 

process, therefore gaining more experience. However, 

as entrepreneur A also reflects, two startups could 

be in two entirely different markets. This brings 

new challenges and learning opportunities within a 

different field.

Study background

As shown in table 4.1, only entrepreneur A has a different 

study background than the other entrepreneurs. Within 

the interview entrepreneur A also discusses that his 

background in Technology, Policy and Management 

does not give him any prior knowledge about 

customer validation, entrepreneurship processes or 

any of that kind. From this quote, it can be concluded 

that entrepreneur A only gained experience in 

entrepreneurship by starting its first venture. In the rest 

of this study it is important to note that its experiences 

in starting a company is all learned within the process 

of starting a company.

Interviewer – 00:04:41 – Quote 2

“Let’s talk about Technology, Policy and Management. 

Did you gain any experience in client interviews or 

anything in that kind?”

Entrepreneur A – 00:04:51

“No not really.”

Startup experience

When researching if the participants had previously 

started a company, only entrepreneur A had started 

a real company before. Entrepreneur E and F mention 

they had some experience with customer validation 

before within other venture creating activities. 

However, this never turned out to be a real venture. 

Entrepreneur B mentions that some experience 

was gained by working for a startup. However, it is 

difficult to draw conclusions from the amount of 

learning that took place within working for this startup. 

Entrepreneur C and D mention they started out with no 

prior entrepreneurial experience before starting their 

company.

It is interesting to continue with entrepreneur A, who 

had startup experience before. The entrepreneur 

mentions that he took part in one real startup before. 

This startup had sales and existed for a couple of 

years. The entrepreneur reflects on his experiences by 

saying the following: 

Entrepreneur A – 00:00:42 – Quote 1

“Then I started by own startup. I scaled it to a 

certain size, but it wasn’t that scalable. I did it less 

professionally. However, I did learn a lot from it. It 

was way less complex. […]. It was a way different 

startup though. There is a whole difference between 

chirurgical equipment with an international supply 

chain and a private dining company with a Dutch 

supply chain.”

Interviewer – 00:04:53

“So did you gain more experience during the 

entrepreneurship process or..?”

Entrepreneur A – 00:04:58

“Yeah yeah, also because I’m particularly interested 

in psychology, how people think and consumer 

behaviour. I’m just thinking all the time ‘how can I 

understand my customer?’.” 

The other entrepreneurs all studied a bachelor’s 

degree in Industrial Design Engineering at the 

Technical University of Delft. This bachelor’s degree 

is based on creating user centric products. Courses 

include elements of interviewing customers, 

stakeholder analysis, competitor analysis and more. 

Some of these could be very relevant within the 

entrepreneurial process as well. This is something that 

entrepreneur C also highlights in the following piece. 

This implies that these entrepreneurs already have 

experience in certain elements of starting a company. 

Therefore, they did not learn everything while starting 

a company. This could have influenced the method 

and tools these entrepreneurs looked for during their 

entrepreneurial process. Furthermore, it could have 

influenced the way these entrepreneurs used and 

reviewed these tools and methods. 

Entrepreneur C – 00:06:59 – Quote 3

“[…]. Well also as a product designer. Within Industrial 

Design Engineering and the mind-set you get thought 

there is all like ‘put the user in the centre of the 

product’. Fall in in love with the problem and talk to the 

user as fast as possible.”

Entrepreneur E started a company with 6 co-founders 

from various background. However, there were a 

couple industrial designers among this group. The 

rest were other engineers. The following fragment 

highlights how these ‘Industrial Design Engineers’ 

with their background in entrepreneurial elements 

could influence the entrepreneurial process. This 

emphasizes that not every novice entrepreneur is the 

same, since elements of entrepreneurship are also 

learned elsewhere. This makes it important to realize 

that there are differences in entrepreneurs, their 

background, and how they would perceive methods 

and tools. Furthermore, in this qualitative research 

study, this implies that the answers given about these 

entrepreneurial processes are also subjective to prior 

experience in entrepreneurship.

Entrepreneur E – 00:04:51 – Quote 4

“I think that, especially in the beginning, the Industrial 

Design Engineers were thriving. They made the 

course, while that is now not really the case anymore. 

Now more the analytical and strategic people are on 

the front-line. Not that Industrial Design Engineers are 

not strategic, but in the beginning when everything is 

still very vague, the Industrial Design Engineers are at 

their best.”

In conclusion:

To conclude, prior experience can change 

the way you perceive methods and tools. 
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The desire to be action-oriented and experience 

entrepreneurship

An attitude commonly associated with 

entrepreneurship is the ‘just-do-it’ mindset. As 

many practitioners would say ‘you will never build 

a startup from behind the desk’. This mindset was 

also prevalent among participants in this thesis. 

When questioned about their methods, participants 

frequently mentioned their ‘gut feeling’ as a tool. This 

emphasizes the action-oriented element of methods 

and tools. This desire is noticeable in several quotes. 

For example, Entrepreneur A talks about the following:

Background information – Quote 5

In this piece the interviewer and entrepreneur talk 

about how the previous start-up was business to 

consumer while the new start-up is business-to-

business. The interviewer asks if the participants used 

new methods or reformed old methods to make sure 

that the new process would be suitable for business-

to-business.

  Entrepreneur A – 00:22:35

“Well to be completely honest, we just tried stuff. 

It is not like I grab the book for the Lean Startup 

and literally start to define the experiments. Like I 

would say ‘I am now going to do the Wizard of Oz 

experiment’. It is more from the idea ‘I am just going 

to test it’. Make a brochure and send it out. See how 

people respond. You can spend endless hours trying 

to think about your startup, in reality things will never 

be correct. For new propositions and ideas, it is that 

mind-set that works.”

However, not all entrepreneurial elements 

are learned during the entrepreneurial 

process. Entrepreneurs in this study 

also learned various entrepreneurial 

elements during their study period. When 

designing learning tools for entrepreneurs, 

it is important to realize that not all 

entrepreneurs have the same needs and 

desires. Therefore, it is important to realize 

who your audience is when creating a 

learning tool.

4.3.2 From novice to experienced entrepreneur

One notable aspect in the interviews is the willingness 

to approach situations differently based on their past 

experience. Several entrepreneurs mention the value 

of stepping out of their comfort zones and taking action 

in the early stages of their startup. Also called the 

‘just-do-it’ mentality. Although sometimes this failed, 

the entrepreneurs still benefitted from the valuable 

lessons learned within this process. From the coding 

categories ‘just-do-it’, ‘experience’ and ‘reflection’, 

conclusions are drawn regarding the sub-research 

question. This results in the following paragraphs: 

‘the desire to be action-oriented and experience 

entrepreneurship’, ‘the abandoning of methods’ and 

‘reflecting within the process’. These paragraphs 

emphasise the importance of realizing the needs and 

desires of the entrepreneur within different stages of 

the learning process. This could support the scholar in 

creating its learning tool by providing different pieces 

of information.  

In this quote, it can be concluded that this entrepreneur 

wants to spend as little time as possible reading 

methods in how to create its startup. This quote also 

highlights the experience part of entrepreneurship. To 

continue, learning in entrepreneurship could be seen 

as developing itself through experiences. In this thesis, 

experience is defined as a an event or series of events 

that an entrepreneurs undergoes or participates in. 

Action-oriented tools can guide the entrepreneur in 

going through these experiences by focusing on the 

‘doing’ part of entrepreneurship. 

In the interviews, it was noticeable that all of the 

participants answered that they would do things 

differently now, than they used to do in the beginning. 

This implies that entrepreneurs gathered more 

knowledge than before, because of their experiences 

in the process. Thus, the entrepreneur learned by 

experience. The following quotes showcases how 

these entrepreneurs needed to experience a certain 

theory before understanding it:

Entrepreneur F  – 00:08:22 – Quote 6

“We always heard like ‘you have to understand your 

customer, you have to be really specific etc.’. We only 

really start to understand this when we experienced 

this and went through this process. Otherwise it was 

just some external knowledge that I knew existed, but 

now I realise way more how it works.”

Entrepreneur A – 00:09:21 – Quote 7

“We started out with a product and manufacturing 

and now we are purchasing our product and distribute 

it. A total pivot. You only test this by doing and 

experiencing.”

In conclusion:

Learning in entrepreneurship is only possible 

by experiencing the theory provided. For 

a scholar designing a learning tool, this 

would imply that the tool must also guide 

the entrepreneur in the ´doing´ phase. This 

is different than only providing information. 

Entrepreneurs prefer exercises or activities 

that guide them through the process of 

using the theory. 

The abandoning of methods

Thus, experience plays an important role in learning for 

these entrepreneurs. Step-by-step guidance in ‘what’ 

to do in this process would be a logical way to support 

these entrepreneurs. However, in the interviews in also 

becomes clear that this does have some limitations. 

Especially in the beginning of starting a company, this 

vision of step-by-step guidance is desirable. However 

when the entrepreneur becomes more experienced in 

the entrepreneurship process, they seem to abandon 

methods.

Entrepreneur E mentions, for example, that in their 

startup they use ´build-measure-learn loops’, as is 

described in the book ‘Lean Startup’ by Eric Ries. 

At the start of their entrepreneurship journey, the 

entrepreneur describes they used to be very careful 
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However, once asking about these methods, it 

becomes clear that this person doesn’t really use these 

methods anymore. The entrepreneur does talk about 

how you sometimes use methods subconsciously. This 

highlights the importance to realize that entrepreneurs 

use methods differently in a further stage of their 

entrepreneurship journey.

Interviewer – 00:17:40 – Quote 8

“For example such a Business Model Canvas, you said 

you used that during your entrepreneurship course. 

Are you still using that or how are you dealing with 

that now?”

Entrepreneur D – 00:08:22

“No not really no. But I should actually. I do not really 

use those frames anymore. However, I do think I use 

them subconsciously though. Because, you notice 

with, for example, partners and cashflows etc. I just 

do something, but I do not literally fill in that canvas 

anymore no.”

In conclusion:

To conclude this part, it seems that 

entrepreneurs in earlier stages of their 

company have different desires than in later 

stages of their company. It can be concluded 

that experience in entrepreneurship 

influences how an entrepreneur uses 

methods and tools. Step by step guidance 

is more important in the earlier stages of 

entrepreneurship, compared to later stages. 

following the rules of this method. As the startup 

progresses, the startup just gave their own twist 

to the methods rather than following the method 

step by step. This highlights the part that when an 

entrepreneur becomes more experienced with their 

entrepreneurship process, they tend to let go of 

methods.

Interviewer – 00:19:39 – Quote 7

“You immediately mention build-measure-learn loops. 

Is this something you did this way from the beginning 

or?”

Entrepreneur E – 00:19:48

“Yes, I think we used it from the beginning. And I think 

we still do.”

Interviewer – 00:19:54

“And did you use to write it all out and not anymore or 

something?”

Entrepreneur E – 00:19:48 

“No no, so now I’m not totally conscious that we are 

in build phase for example and now we are in a learn 

phase. You are still sort of running tests. For example, 

always an A/B test to see what performs best. 

Quantitative and qualitative, we make a decision to roll 

it out to everybody.”

Entrepreneur D also used a method in the beginning 

of the startup. In one quote becomes clear that this 

entrepreneur really values theories and method. 

Reflection in the process

During the learning process of an entrepreneur, 

reflection also plays an important role. Multiple 

entrepreneurs in this study mention reflection in 

their interview. It is noticeable that entrepreneurs use 

reflection to move forward in their startup journey. 

Reflection can therefore be seen as a tool on its own. 

Entrepreneur A emphasizes this in the quote shown 

below. This entrepreneur mentions that besides 

using tools, reflection was the way to move his 

entrepreneurial journey forward.

Interviewer – 00:14:24 – Quote 8

“You mentioned earlier that, for example, the Lean 

Startup was very important in your process. […] Can 

you name anything that you used in your process to 

support you in moving forward?”

Entrepreneur A  – 00:14:51

“I notice in working with a team, that sometimes 

you are in the manager role. Sometimes I just need 

to sit down, think, and say to yourself ‘What are we 

currently working on? And is this currently important?’. 

Also I try to sit together with the team once a month 

or sometimes every two weeks to check our priorities. 

[…]. ‘What do we need to focus on? Are we really doing 

that?’ And also within the team. ‘What are you doing 

exactly right now?’. It does not really have a concrete 

format.”

From this quote, it can be concluded that after 

experiencing something in the entrepreneurship 

journey, the entrepreneur likes to reflect on the events 

that occurred. Afterwards, the entrepreneur creates a 

new plan to move forward. Therefore, it is emphasized 

that after experiencing events in the entrepreneurship 

journey, reflecting and creating a new plan closes the 

loop of learning. To elaborate on the role of reflection 

within this process, the same entrepreneur highlights 

the importance of reflection.

Background Information – Quote 9

Entrepreneur mentions he forgets to reflect on his 

findings sometimes, because he doesn’t have time.

Interviewer – 00:20:48

“[…]. Okay interesting. What do you think is so valuable 

about reflection?”

Entrepreneur A – 00:22:35

“You get more aware of the lessons you have 

learned. And you can bring the value that you 

have developed earlier along. A lot of people, not 

necessarily entrepreneur, do not know why they 

are doing something. They do not know what they 

want to achieve in their career for example. In 

entrepreneurship, if you see that one thing in your 

business appears really constant, you know for sure 

that that is your vision and mission. We completely 

pivoted in our business, but our target audience and 

end-goal really remained the same.”

Thus, from these quotes it becomes visible that 

reflection plays an important role in entrepreneurial 

learning. Therefore, within methods and tools there 

is an opportunity to be supportive in the reflection 

process of entrepreneurs. The following quote of 
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and over again if it is right.”

In this quote, the entrepreneur mentions that reflection 

would benefit its use of the Business Model Canvas. 

However, in practice a lot of entrepreneurs do not 

reflect on this tool. As mentioned earlier, entrepreneurs 

want to spend limited time everything besides 

´doing´. Therefore, it is questionable if this quote by 

entrepreneur A is realistic. To continue, if designing 

a learning tool for entrepreneurs, it is noticeable that 

reflection is desirable by entrepreneurs. However, it 

should be designed with care or entrepreneurs will not 

use It in their process.

In the following quote, entrepreneur A continues 

on why it would be beneficial for the entrepreneur 

to reflect on methods rather than re-create one. It 

emphasizes once again that reflection is an important 

step in the learning process. Moreover, tools provide 

an opportunity to support entrepreneurs within this 

process. 

Entrepreneur A – 00:18:10 – Quote 12

“For example at this company were I worked. We were 

all just new starters writing business plans and all. But 

at some point, 3 months later, we figured out that the 

business plan was not going to work out. So instead 

of iterating on this business plan, we erased it all and 

started over. We also did this with our time planning. 

Making adjustments to your old planning is way more 

valuable for learning than creating a planning over and 

over again. It makes you think about every change you 

make, every decision and makes your more conscious 

entrepreneur E showcases how a certain tool supports 

the entrepreneur in their reflective process. Afterwards, 

the entrepreneur is able to iterate on the learnings and 

proceed its entrepreneurship journey. 

Entrepreneur E – 00:04:09 – Quote 10

“At one moment we printed cards. On these cards 

you write the hypothesis you wanted to test, the 

experiment how you are going to test it, the result and 

the conclusion. After the conclusion, you could start 

again with the question: ‘what are we going to test 

now?’. We hang the cards on the wall and this way we 

sorted created our own method. Like if we encounter 

any problems with our test we could look at them and 

see ‘how can we do things better from now on?’.”

Whereas, entrepreneur E mentions that this method 

supports them in reflecting and learning, Entrepreneur 

A explains that this reflection does not occur in 

methods that this entrepreneur uses. The entrepreneur 

explains how the Business Model Canvas, once it is 

filled in, is never looked at again. This would hamper 

the learning process, as the entrepreneur is not 

iterating on its previous findings. This is explained in 

the following quote:

Entrepreneur A – 00:17:01 – Quote 11

“I think that all the tools are useful at a certain moment 

in your journey. The difficult part is that it either 

takes very long to use the tool or that you fill in the 

tool but never reflect on it again. Take the Business 

Model Canvas for example, it is useful to fill it in once. 

However, it is even more useful to reflect on it over 

the participants used mentors in a 1 on 1 setting. In 

this part, the different aspects about mentorship is 

mentioned. Starting with the background experience 

of the mentor. Afterwards, the specific ways a mentor 

is used is mentioned. Finally, a part is written about 

how the mentor could be used as a way of reflecting in 

the startup process. 

Background Experience of Mentors

As someone who gives expert guidance to new-start 

entrepreneurs, a mentor is often an experienced 

entrepreneur. This is something the participants in 

this study also mentioned to be important when 

searching for a mentor. When a mentor has a specific 

background, they could contribute to the startup with 

specific information. The following quote showcases 

the background of the mentor at the situation of 

entrepreneur B.

Entrepreneur B – 00:07:07 – Quote 13

“In our startup process we have had several mentors. 

So first we had a mentor, which was fine, but was 

not really industry relevant. However, it was a really 

experienced entrepreneur so he really pushed us to 

go to startup events et cetera.”

Interviewer – 00:07:52

“Did this mentor thought up these events from his own 

experience?”

Entrepreneur B – 00:07:56

“Yes, really from his own experience. He also didn’t ask 

any money, just a bottle of wine a week. So that was 

perfect for us as a startup.”

about your learning. Sometimes you see that ideas 

you had earlier were very valuable for example.”

In conclusion:

After the ´doing´ step, reflection seems to 

be an important step in closing the loop 

of entrepreneurial learning. Entrepreneurs 

already use reflection their process. These 

entrepreneurs also mention that they value 

reflection. Methods and tools could provide 

the opportunity to support entrepreneurs 

in this reflective process. Some tools 

already incorporated reflection, however it 

is noticeable that this needs to be designed 

with care. To continue, learning tools should 

incorporate reflection to optimally guide 

entrepreneurs in their learning process. 

4.3.3 Using mentors as support

Within this qualitative research, all of the 6 participants 

mention they used a form of mentorship in their startup 

process. This emphasizes the assumption that mentors 

are a desirable support tool within the entrepreneurial 

process. Therefore, it is important to discover what 

makes these mentors so valuable. 

As mentioned before, in this thesis a mentor is also 

referred to as someone who provides expert guidance 

to new-start entrepreneurs, as described by Sullivan 

(2000). In all of the interviews, participants were 

positive about mentors in their startup journey. All of 
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to convey the message. Primarily because these 

mentors show a ‘real-world’ example by providing 

these pieces of information. This is also shown is the 

last quote of entrepreneur F, where this entrepreneur 

really explains how important the background of the 

mentor is.

Entrepreneur F - 00:24:17 – Quote 15

“For me the actual realisation about the theory 

of entrepreneurship came when I did [certain 

entrepreneurship programme]. There were a lot of 

founding-stories from entrepreneurs who followed 

this programme 10 years ago, for example. These 

entrepreneurs are founders of very successful 

companies now and came to share the stories about 

their founding years. What they had learned and 

which mistakes they had made. They were hammering 

on these same mistakes. Maybe it is just because you 

need to hear it from the right person. You just need to 

experience the process of entrepreneurship yourself 

before you really understand how it works. [x]. I also 

did [another entrepreneurship programme], where the 

people that guide you through the process were not 

entrepreneurs themselves. This just makes it hard to 

understand and believe what they are saying, because 

they didn’t went through the process themselves.”

In conclusion:

In mentorship guidance of entrepreneurs, it 

seems that the background of the mentor 

plays an important role. Mentors are 

almost always experienced entrepreneurs 

In the previous quote, the mentor supported the 

startup from his own experience. However, this 

information could have also been provided using 

books or another tool. Therefore, it seems that the 

interaction between the mentor and the mentee is 

particularly important. This is also noticeable in the 

following quote by entrepreneur C. In this quote it 

is mentioned that the experiences of a mentor are 

interesting to read. Therefore, it could also be that this 

real-world example of the mentor is what makes it 

interesting to entrepreneurs. 

Interviewer – 00:16:35 – Quote 14

“The things you mention about LinkedIn seems 

interesting. What did you call it? And what kind of 

subjects are you particularly interested in? Are these 

experiences or?”

Entrepreneur C – 00:16:49

“Yeah, it is mostly successful entrepreneurs that share 

tips like, these were our steps to start our business. 

And most of the times this is really high over and 

abstract. Sometimes it is a small tip like: ‘first do 

your product-market fit and after this you invest in 

marketing’, or something like that. It can already solve 

a lot of question for you, because sometimes you are 

attracted to do the opposite. Something simple like 

this can already help and is enough for now.”

Interesting about this previous quote is the recurring 

theme of mentors mostly sharing experiences from 

the field in simply, easy to digest, pieces of information. 

Thus, the background of mentors is therefore important 

themselves, which helps them to give 

insights from the field. Therefore they 

provide ‘real-world’ perspectives when 

giving advice. It also supports them to 

convey their message and be displayed as a 

reliable source for mentorship. To conclude, 

when designing a learning tool, it seems 

important to add real-world examples to 

offer perspective on the item that you are 

trying to explain. When using an example, it 

could be beneficial to use a widely known 

example, this also supports the tool in 

conveying the message. 

Specific Use-Cases of Mentors in Entrepreneurship

Because mentorship in entrepreneurship is very 

popular, it is interesting to see in what ways a 

mentor contributes to the startup process. The 

previous paragraph highlights how mentors guide 

entrepreneurs by using their background to convey 

the message. However, in this quote by entrepreneur 

C it becomes visible that mentors can also support the 

entrepreneur in directing the ideas of the startup.

Entrepreneur C – 00:12:24 – Quote 16

“At first, mentors guided us in using a specific method 

in our entrepreneurship journey. They guided us in 

using ‘Disciplined Entrepreneurship’, which is a step-

by-step plan to start your company. In this process 

they guided us by answering questions about this 

method, for example. Secondly, it is really about 

tempering your ego. Your own bias or how you will 

call it. I still always have the feeling that my first idea 

is my best idea, and that is just not always the case. 

Our mentor could really easily or creative try to ask 

questions about your idea and push you to check your 

idea in reality and practice instead of just developing 

it. They are very good at opening your eyes and ‘build 

the right thing’, instead of ‘building things right’. They 

are very good at keeping your focus.”

This guidance that entrepreneur C describes in the 

previous paragraph, is also described by entrepreneur 

F in the next quote. It highlights the importance 

of asking the right questions before starting on a 

specific journey. Out of experience, mentors can be 

very good at asking these reflective questions. Which 

emphasizes once again, that an entrepreneur values 

the reflection part of entrepreneurship. This next quote 

shows entrepreneur F and the initial phase of their 

company. It highlights the reflective questions of the 

mentor. 

Entrepreneur F – 00:08:27 – Quote 17

“Yes the mentorship really helped us. We had a 

weekly meeting with the mentors and one of them ask 

a lot of good questions. He had seen a lot of startups 

in this early phase, which makes him able to directly 

ask the right questions. This made us question our 

process a lot, like if we were doing the right things or 

were asking the right questions. Or maybe even if we 

were building the right product. This made us think 

if there were other possibilities to achieve the same 

goal. So this coaching was really supportive for us.”
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Entrepreneur E – 00:11:16 – Quote 19

“We do also have a board of advisors for example, that 

is super useful.”

Interviewer – 00:11:28

“And why do you think this is useful? What makes it 

extra valuable?”

Entrepreneur E – 00:11:28

“We chose specific people with specific backgrounds 

to have a seat in this board. We prepare this meeting 

with a lot of care. The meeting consists out of very 

specific themes on what we really needed input on. 

These people have specific experiences in these 

areas. It is also very useful that they are connected to 

us for a longer period. We now started for over a year 

with the 3 same people in this board and you really 

progress with them. Instead of starting over every time 

again.”

 Interviewer – 00:12:11

“And is it this specific knowledge that adds a lot of 

value or how do I see this?”

Entrepreneur E – 00:12:19

“Yeah, and also opposing opinions for example. We 

have someone from [company x], for example, who is 

adding a lot on user experience and app design. […]. 

We have someone from [company y], which is very 

data-driven and totally not on brand and product for 

example. Way more on optimization and conversion. 

These two people add a lot of different opinions and 

therefore have a lot of discussions. We just listen and 

see what is best for us.”

Sometimes it is not only the general questions and 

processes a mentor uses to support an entrepreneur. 

The mentorship could also be used for specific 

knowledge. In the previous paragraph, quote 13 already 

highlights that this entrepreneur mentions the fact that 

the mentor was not industry relevant. Although, it is 

not always the specific use-case of mentorship, the 

mentor could provide the entrepreneur with specific 

knowledge about certain fields. This would imply that 

providing the entrepreneur with the right information 

at the right time is also an important part of a mentor. 

Entrepreneur C mentions in the following quote how 

a mentor supported their entrepreneurship journey in 

providing specific knowledge.

Entrepreneur C – 00:14:58 – Quote 18

“In the beginning of our journey, we used a lot of 

mentors and coaching sessions. I could advice to 

startups that you really want this in the beginning. And 

sometimes, it is also just very practical advice. Like 

what kind of legal structure do I need for my company. 

All kind of practicalities that we needed more in the 

beginning than now.”

However, other entrepreneurs mention that this was 

not only useful in the beginning of their startup journey. 

Entrepreneur E mentions, for example, that they use 

a specific board of advisors to guide their startup on 

specific topics. People that are chosen to take a seat in 

this mentorship board have specific backgrounds and 

knowledge to guide their journey in an optimal way. 

The following quote elaborates on this:

In this final part, it can be concluded that sometimes 

the entrepreneur needs specific information to 

continue its journey. Mentors are a great way to acquire 

this information, because they are time-efficient and 

are able to provide information ‘just-in-time’. Therefore, 

it can be concluded that a designed learning tool 

needs to be ‘just-in-time’, use real-world examples 

and time-efficient. With the last part meaning that an 

entrepreneur does not need to spend a lot of time to 

digest the information in the learning tool.

In conclusion:

Mentors are a desirable means for 

startup guidance. These mentors offer 

guidance, reflective questioning and 

specific knowledge to support startups. 

The reflective questioning is an important 

asset of mentors which is interesting to 

design into a learning tool. Furthermore, 

mentors are desirable because of their time-

efficient way of providing information. This 

information is often tailored to the needs 

and therefore ‘just-in-time’, which makes it 

directly applicable to startup founders. Also 

mentors guide through their own previous 

experience, which allows them to give real-

world examples. 

Mentors as a support in reflection

The previous paragraph shows different use cases for 

which a mentor is used, according to the participants. 

However, what was noticeable when coding the 

interviews is the way mentors offer support. Often it 

could be seen as a way of reflecting on what is done 

by the entrepreneur. 

The following quote highlights how a mentor is 

supporting entrepreneur A by prioritizing tasks 

together. In this quote, the mentor only gives a couple 

of questions which makes the entrepreneur reflect on 

his own process:

Entrepreneur A – 00:13:29 – Quote 20

“For me a big trap is that I want to do too many things. 

In that case a mentor is there to ask me ‘What is 

currently the most important to you? What happens 

if you stop doing this right now? What are the 

consequences?’. ”

Besides this reflection, entrepreneur A also mentions 

that a mentor can help you to get out of your tunnel 

vision. By supporting the entrepreneur in his reflective 

practice, the entrepreneur can realize what they are 

really doing at that certain moment.

Entrepreneur A – 00:12:28 – Quote 21

“With your startup, you quickly get isolated in your 

team and you get into a tunnel vision. You get stuck 

into a certain task and sometimes you are just 

prioritizing wrong things. At some point, I noticed this 

in my previous company. We simply did not scale 

anymore. We were busy trying to fix the small stuff. If 
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4.3.4 Using methods and tools as support

Within entrepreneurship, methods and tools are 

often use to give entrepreneurs tips and tricks or to 

guide them in the right direction. In this paragraph, 

the important elements of methods and tools are 

displayed.  

The preference for action-oriented tools

One prominent observation within the interviews 

was the preference for action-oriented tools. It was 

interesting to notice that every participant had used 

a method or theory to structure the process of their 

startup. Most of the participants used a method, 

because it was thought in a course or entrepreneurship 

programme. These courses and programmes use 

these action-oriented methods because they can 

guide the entrepreneur to go and develop their startup 

right away. 

Entrepreneur A mostly used the Lean Startup as a 

method. After reading the book, the entrepreneur 

talks about how the ‘just do it’ mentality of the 

method is something the entrepreneur appreciates. 

The entrepreneur uses this as a main method in his 

entrepreneurship journey, which is described in the 

following quotes.

Interviewer – 00:08:14 – Quote 23

“So you talk about the book Lean Startup, why? Why is 

that book so important to you?”

Entrepreneur A – 00:08:22

“Because he really quickly makes the statement ‘just 

try something’. And you also have the saying of, I think 

you do not have a mentor in this, it can take very long 

before you are realising you are not making progress 

anymore. A mentor can support you in realizing this.”

The other way around works as well for this 

entrepreneur. He mentions that he is a mentor himself 

right now and notices stuff at other startups. After this 

he starts realizing these things at himself as well. 

Entrepreneur A – 00:14:02 – Quote 22

“Now I am a mentor at other startups, I’m having 

conversations and am surrounded by other startups. 

I see other startups do things and make mistakes. 

Sometimes it is just easier to see things at others, 

which helps to realize them at your own startup as 

well.”

In conclusion:

This reflective practice can be particularly 

interesting, because it emphasizes again 

on the importance of reflecting in the 

entrepreneurial process. A mentor spends 

a lot of time asking reflective questions to 

the entrepreneur, which appear to be really 

helpful. This could contribute to the creation 

of a learning tool by providing reflective 

questions within the learning tool.

it is Jeff Bezos, who says ‘realise if it is a one-way or 

a two-way door. If your decision can be reversed by 

going back through that door, just try it. If the door 

only goes one-way, think strategically.’ It is exactly 

that mindset that makes me think that it the difference 

between entrepreneurs and people with just an idea. 

Because people with just an idea are never going to 

test those and figure out if their idea is good or bad. 

Eventually, you realise this by testing your idea.”

This part about getting told what you should do 

supports participants in finding there way in the vague 

beginnings of their startup. Also getting out there 

and try it is something that is valuable according to 

the participants in this study. In the following quote, 

entrepreneur A talks about the book ‘The Lean Startup’ 

and how there was also a course explaining the 

principles of this book. The entrepreneur elaborates 

that the course added the ‘do it’ part to the theory, 

what made it more useful than just the book. This 

emphasizes again how the action-oriented view of a 

method is very important to the entrepreneur.

Interviewer – 00:19:11 – Quote 24

“And in this case, when you also participated in a 

course. Do you think that this course added a lot of 

value or could you have just read the book?”

Entrepreneur A – 00:02:37

“Well in this case I think it added a lot. We had to do 

a lot of things in practice. Also there was a professor 

with a lot of experience which started 3 startups 

already and became a venture capitalist. And there is 

a big group of people doing the same things around 

you. And everybody is focussed around a different 

idea, but you can really easily discuss your progress 

with them. You can see what the problems of the 

other founders are which gives a sense of community. 

This also makes you able to reflect on your own 

process. So to conclude, I think it added a lot. The 

only problem with this format is that you try to fit in 

the whole process of creating a company within 5 

study points or something. This doesn’t give you the 

time to reflect on your first findings. In real life you are 

always tweaking your company and iterating on the 

first models.”

In conclusion

Entrepreneurs mention their desire for 

action-oriented tools in structuring their 

startup process. Many tools used in 

entrepreneurship courses contribute to 

direct ‘doing’, which optimizes the learning 

process. For example, the Lean Startup 

method could directly be implement into the 

startup process and therefore is particularly 

useful for entrepreneurs. 
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entrepreneurship should look and it is up to you to do 

it in practice. And you only learn how it works by doing 

it like 3 times on your own in practice I think.”

In conclusion:

In this part, it is noticeable that this individual 

was a novice entrepreneur with no sense 

of what to do in the process. In this early 

stage of learning entrepreneurship, it was 

particularly supportive to get to know 

what to do step-by-step. This course also 

provided a way to get information and 

support ‘just-in-time’ which is also value. 

This emphasizes that getting told what to do 

step-by-step is indeed relevant when just 

getting to know entrepreneurship.

Real-world insights

When interviewed about what kind of tools they used 

in their startup journey, many participants answered 

books. However, books can be used for different 

kind of use-cases. In the responses this differed from 

participants reading books to learn about methods, 

soft-skills, hard-skills and biographies. This first 

quote of entrepreneur F highlights the motivation 

of the entrepreneur to read books. In this quote, it 

is recognizable that this entrepreneur talks about 

how books are used for learning. However, this 

entrepreneur immediately describes how books are 

Being told what to do step-by-step

All participants in this interview followed, either an 

entrepreneurship course in university, or participated 

in an incubator programme. With the latter a structured 

initiative designed to support and nurture early-stage 

business is meant. In this thesis, the participants 

followed a programme which contains a lecture/

workshop combination once a week about various 

topics. Combined with peer to peer feedback and an 

assigned mentor to guide their process. 

This quote highlights the elements in an 

entrepreneurship course thought in university. It is a 

combination of mentorship, lectures, peer-to-peer and 

reading material. The combination and how it is handed 

to you is what is valued of this entrepreneurship course. 

To elaborate, the step-by-step guidance throughout 

the course while using various materials supported the 

entrepreneur in always having a sense of what to do. 

Also the advantage of such a course is that information 

could sometimes even be provided ‘right on time’, 

meaning when you as a startup need it the most. More 

about this is explained later in the paragraph ´timing´.

Entrepreneur E – 00:02:37 – Quote 25

“In this entrepreneurship course, you get more 

concrete tools, I think. Or at least, there is more of a 

path laid out by a kind or course coordinator. So you 

have a better understanding of what is expected 

of you, like doing a certain number of problem 

interviews and filling in Business Model Canvasses. 

So there are more tools that you will use. And you 

learn a kind of theory about how ideal the process of 

used for different topics, like methods but also soft-

skills. 

Entrepreneur F – 00:11:43 – Quote 26

“I did read a lot, because I realized that I didn’t knew a 

lot of the topic of entrepreneurship. After this, a lot of it 

comes down on experience and gut-feeling.”

Interviewer – 00:12:00

“And talking about books, what kind of books do you 

remember that really supported you in your process?”

Entrepreneur F – 00:12:08

“Yes, so like the one I told before ‘the mom-test’ 

helped me out a lot. Also other books about, for 

example, ‘the Lean Startup’ of Eric Ries. Just the 

regular entrepreneurship books. Also one I really 

enjoyed was ‘the making of a manager’, because I 

suddenly became a sort of manager role.”

Thus, within books it becomes clear that the books 

at more the format in which the entrepreneur wants 

to learn. However, a lot of entrepreneurs mentioned 

biographies. Which makes it interesting to discover 

why participants value biographies. The following 

quotes all mention that they value insights from the 

real world as examples of how something could be 

done. 

Entrepreneur E – 00:07:43 – Quote 27

“Yes so a lot of biographies, because they are stories 

about somebody really did something in the real-

world.”

Entrepreneur A – 00:11:30 – Quote 28

“If talking about books, there are many. What I do 

really like though are autobiographies or that kind of 

books. It shows what is done in the past. This puts a 

lot of things in perspective about management and 

strategies.”

Thus, resulting from talking about books is that a lot 

of participants enjoy the real world examples. It puts a 

lot of theories and methods in perspective and offers a 

real world example.

To continue on the conclusion of the last paragraph, 

also within podcasts a lot of participants valued the 

use of real-world examples. In the following quote, 

entrepreneur F mentions how a certain podcast 

supported their startup in providing information about 

money raising. Also again in one of the last sentences 

the entrepreneur call the podcast a ´hands-on 

experience’, which can be linked to the action-oriented 

view. 

Entrepreneur F – 00:27:48 – Quote 29

“I do listen to a lot of podcasts indeed, interesting that 

you mentioned that. For example, when it comes to 

fundraising, I have listen to The Pitch Podcast. I don’t 

know if you’re familiar with it, but it’s a podcast where 

an entrepreneur meets with around 4 or 5 investors. 

It’s not a staged scene, but a genuine discussion 

about money. Afterwards you hear the investors 

talking once the entrepreneur has left. You learn a 

lot about what investors find important and what 

they look for. I’ve listened to all the episodes of that 
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Entrepreneur E – 00:17:55  – Quote 30

“A large part of entrepreneurship is entrepreneurs 

sitting in a classroom. But you have to realise it needs 

to be timed right. We got some classes about finance, 

for example. Or some classes about sales. But, this is 

totally not tailored to your needs at that specific time. 

And that leads to not really valuable outcomes. It just 

shows you some new knowledge and an idea that 

knowledge on this subject exists. However, if you do 

not directly use this it makes it difficult.”

Also another entrepreneur mentions things about 

timing of various items in the entrepreneurship 

process. This first quote shows what could be difficult 

about upfront learning. The entrepreneur realizes 

that not all support mechanisms are useful at every 

moment. 

Entrepreneur C – 00:20:29 – Quote 31

“For now I know enough about what I am doing and 

I’m conscious about all the activities that we are 

running at the moment. I know what is right at this 

moment and sometimes a podcast is just far away 

from that process. Or it is just not in the same phase of 

what I need at that moment.”

In the second part of this conversation. The 

entrepreneur mentions that actionable insights would 

be a solution for this problem in the following quote. 

Entrepreneur C – 00:21:19 – Quote 32

“I think those general tips and tricks in a LinkedIn post 

are very tangible and efficient. Sometimes a podcast 

of an hour is just not totally right at that moment. You 

podcast and I have found it really informative. It’s kind 

of hands-on experience where you can really put 

yourself in the shoes of both the entrepreneur and the 

investor, so you can see from both perspectives what 

was good or not good about the pitch. So, I really like 

that podcast.”

In conclusion:

To conclude, books and podcasts provide 

real-world examples and perspective 

on the tool that is discussed. Also when 

searching for the books that are mentioned 

in the interviews, they are primarily easy 

to read without complicated language. 

They offer many examples and context 

around a certain theory. This also counts for 

the podcasts that were mentioned in the 

interviews. Thus, to design a comprehensive 

learning tool for entrepreneurs, tone of voice 

and examples are essential elements to 

make the tool interesting for entrepreneurs.

4.3.5 The timing of support tools

In the interviews, timing of several supportive tools 

also played an important role. Various participants 

mention the fact that in, for example entrepreneurship 

programmes, the use of a pre-made programme was 

not that useful. The quote of entrepreneur E highlights 

this in the following quote:

might just listen to it because you are interested and 

you will always learning something from it. However, 

it is not really concrete knowledge at that point. Like 

really actionable insights.”

Timing might be different for all startup. However, 

in the interviews the entrepreneurs also highlighted 

several things that were interesting in the beginning 

of starting their company that is not really interesting 

anymore. This highlights the point there are different 

needs of an entrepreneur in the beginning and later 

phases of a startup. This quote of entrepreneur F 

displays the realisation of the entrepreneur that there 

was different knowledge of entrepreneurship in the 

beginning compared to now. Also this entrepreneur 

talks about the value of guidance in this process.

Entrepreneur F – 00:21:19 – Quote 33

“I think for me it is hard to realise what knowledge 

I had when I started the company. What I did and 

didn’t know. Because looking back, I would give other 

answers. But I think in [entrepreneurship course], 

there was very good guidance that focussed a lot on 

validation. Talking to people was really the focus of 

[entrepreneurship course]. The mentor gave all kind 

of examples on that topic which made a lot of sense 

to me. You do not have a company if there are not 

people that want to buy your product. That is where it 

begins and end.”

In conclusion:

To conclude, pre-made programs are not 

useful. A supportive tool should be designed 

in such a way that is implementable right 

away. This also means that a tool should 

be designed for a certain entrepreneur in 

a certain context. All on all, these different 

entrepreneurs have different desires 

and needs at a certain point in their 

entrepreneurship journey.
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Within this study, several conclusion come to light 

about the needs and desires of entrepreneurs when 

wanting to use learning tools. These conclusion are 

further described in this chapter. Furthermore, they are 

categorized into 4 categories: ‘Novice vs. Experienced 

Entrepreneur’, ‘Reflection in Entrepreneurship’, ‘Real-

4.4 Discussion

World Perspective’ and ‘Action-Oriented methods’. 

In table 4.3 below, the various code categories of the 

previous paragraphs are linked to the 4 conclusion 

themes in this discussion. Some code themes appear 

multiple times in the table, because they add to 

multiple conclusions.

Novice vs. Experienced 
Entrepreneurs

Reflection in 
Entrepreneurship

Real-World Perspective Action-Oriented Methods

Startup experience Reflection in the process Background experience of 
mentors

The desire to be action-
oriented and experience 
entrepreneurship

Study background Specific use-cases of mentors 
in entrepreneurship

Specific use-cases of mentors 
in entrepreneurship

Specific use-cases of mentors 
in entrepreneurship

The abandoning of methods Mentors as a support in 
reflection

Real-world insights The preference for action-
oriented tools

Being told what to do step-
by-step

Being told what to do step-
by-step

Timing Timing

Figure 4.3: Different categories linked to conclusions

4.4.1 Novice vs. Experienced Entrepreneurs

The first interesting finding, is the difference between 

a novice and an experienced entrepreneur. All of the 

entrepreneurs in this study, participated in a startup for 

3 years or more. Thus, when asking questions about 

their process, a lot of participants directly started to 

reflect to the earlier days as an entrepreneur. The first 

code categories conclude that prior experience can 

change the way the entrepreneur perceives methods 

and tools. This prior experience does not necessarily 

need to be entrepreneurial experience. Elements 

of entrepreneurship could have also been learned 

elsewhere. As a result, a novice entrepreneur does 

not necessarily have the same needs and desires as 

another novice entrepreneur. 

Moreover, it can be concluded that experience 

in entrepreneurship influences the way how an 

entrepreneur uses methods and tools. From this study, 

it appears that in earlier stages of entrepreneurship 

an entrepreneur has more preference for a step-

by-step approach compared to later stages of 

entrepreneurship.

For example, Entrepreneur A mentions how you 

sometimes just need to sit down and reflect on what 

you are actually doing. Entrepreneurs also highlight 

the importance reflection has for learning in this 

process. In this category, entrepreneurs also mention 

the importance of reflecting within a method. The 

reason is that you learn more while iterating rather 

than using new methods over again. This way you can 

really measure your progress.

The limited time to reflect in entrepreneurship courses, 

is something that is hampering the learning process 

according to the entrepreneurs. This is shown in 

code category ‘Courses/Incubator Programmes’. This 

emphasises even more that going through a full Kolb 

cycle is important and also valued by entrepreneurs. 

This offers opportunities, because it also shows that 

entrepreneurs are willing to reflect, which could 

improve their learning process. 

In the code category ‘Specific Use-Cases of Mentors’, 

it is also shown that mentors offer a great opportunity 

for reflection. Many of the questions that mentors 

ask to their novice entrepreneur, could be seen as 

reflective questions. This means that the entrepreneur 

starts to think about the process and therefore a new 

opportunity for learning is created. 

In Conclusion:

 Ȩ Entrepreneurs value reflection, it gives 

support in learning

 Ȩ Within a method, it is important to 

To conclude, there are differences between novice and 

experienced entrepreneurs in knowledge gathering. 

When designing a learning tool for entrepreneurs, it 

is important to realize the characteristics of the end-

user. One aspect could be that a novice entrepreneur 

needs more guidance in the tool compared to a 

more experienced entrepreneur. Another finding is 

that entrepreneurs seem to abandon methods once 

they are familiar with the method and gained more 

experience in entrepreneurship. 

In Conclusion:

 Ȩ A background with entrepreneurial 

elements like customer validation or 

product development can be beneficial, 

especially in early stages of a startup

 Ȩ In early phases of entrepreneurship, all 

participants in this study value the use 

of methods and frameworks. In later 

stages, they do not

 Ȩ After experience, you do not follow 

methods literally, but rather give your 

own interpretation.

4.4.2 Reflection in Entrepreneurship

Another finding is about reflection in entrepreneurship. 

Although, there is one code category named 

‘reflection’, reflection appears in multiple code 

categories in different forms. First is the code category 

‘reflection’ itself. In this category, entrepreneurs 

mention the importance of reflection in their process. 
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reflect on the method rather than use 

it once

 Ȩ Limited time for reflection, in 

entrepreneurship courses, hampers 

learning

 Ȩ Mentors can be used as support in 

reflection by asking reflective questions

4.4.3 Real-World Perspective

Starting a company is dependent on many context 

factors. This sometimes makes it difficult to give 

step-by-step guidance to entrepreneurs, because 

reality might be different than expectations. 

Entrepreneurs mention in this study that they prefer 

real-world perspective within support mechanisms for 

entrepreneurship. In the first category, ‘Background 

Experience of Mentors’, one entrepreneur mentions 

that having a successful entrepreneur give you advice 

helps to convey the message. This is because it shows 

that is works and puts the method used in perspective. 

It also supports in giving more context and shows 

complications when using a certain method. In 

this same category it also shows that a real-world 

perspective could support entrepreneurs in using his 

experience in starting a company, to guide the novice 

entrepreneur. 

This is also apparent in the second and third code 

category, which are ‘Books’ and ‘Podcasts’. In both of 

these categories, entrepreneurs mention the fact that 

the context around a certain story or method could 

really help to imagine how this would support their own 

company. In books and podcasts, entrepreneurs also 

mention they like auto-biographic stories. This adds to 

the previous notion that they prefer perspective and 

context around a certain story. 

This offers the opportunity to add a real-world 

example to methods and frameworks to make it more 

comprehensive and trustworthy to entrepreneurs.

In Conclusion:

 Ȩ A mentor with a background in 

entrepreneurship is most valuable.

 Ȩ Books and podcasts give real-world 

insights and more perspective on the 

methods described.

4.4.4 Action-Oriented Methods

The notion that entrepreneurs like to do and see 

what will happen is something that appears in 

many sections of this thesis. It was also visible in the 

qualitative research study in this chapter. It starts at 

the code category ´just-do-it’, where entrepreneur 

mention there preference for going out of the building 

and experiencing something. As entrepreneurs want 

to do something right away, it is important to give 

them concrete steps how to do so. Holistic methods 

and frameworks might be hard to interpretate and put 

to work right away. This is also what entrepreneur A 

mentions in this code category. 

Also within ‘Experience’, this notion on action-

In Conclusion:

 Ȩ Entrepreneurs mention the desire to 

receive ‘action-oriented’ methods

 Ȩ Going through a process and 

experiencing it is the way to learn.

 Ȩ The ‘just-in-time’ approach is valued, 

rather than upfront learning. Once an 

entrepreneur can use something right 

away, this support learning. Mentors are 

a good tool to support this

 Ȩ Entrepreneurs value entrepreneurship 

courses and incubator programmes in 

early phases of their startup. Upfront 

learning here is not useful. The ‘just-try-

it’ mindset is valuable. 

oriented methods becomes visible. To elaborate, the 

entrepreneurs in this section also mention by going 

through a process and experiencing it, you will learn. 

By receiving guidance in the beginning of this process, 

entrepreneurs will quickly learn what will work best for 

them. 

In ‘Timing’, it also becomes visible that this ‘just-do-it’ 

approach leads to entrepreneurs wanting to get the 

right tools at the right time. As mentioned before, their 

preference is to go out of the building right away, thus 

the method or tool can be connected to this mindset 

by giving the entrepreneur tools to quickly test and do 

something. This only works if the entrepreneur gets the 

tools to do a certain task at a certain time. To distribute 

these tools and methods, mentors can be of great 

support by providing the right support at the right time.

As an example, the code category ‘Courses/Incubator 

Programmes’ shows that upfront learning in these 

programmes is not appreciated. This connects with the 

previous piece that entrepreneurs want to experience 

a certain tool right away. By learning upfront the 

entrepreneur can not directly put the learnings to 

practice. In this courses/incubator programmes, the 

‘get out of the building’ mindset is highly appreciated. 

Learning by doing connects well to this mindset. 

As conclusion, in creating an entrepreneurship tool, 

it is important to design the tool in such a way that 

entrepreneurs can directly do something with the tool. 

This is implied by the ‘action-oriented’ nature of the 

support mechanism. 
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Concluding Chapter 1

 Ȩ Literature outlines a ‘research-practice’ gap which describes the world of 

research and practice being misaligned in entrepreneurship. This means that 

entrepreneurs are not using literature in their journey of starting their venture.  

 Ȩ Berglund et al. (2018) describe a way to solve this issue by introducing a ‘third 

body’ which mediates between the research and practice worlds. 

 Ȩ In this ‘third body’, designed artefacts could be created which support 

entrepreneurs in their journey with a more action-oriented view. They could also 

be used to gain more insights about the needs and desires of entrepreneurs 

and therefore communicate back to the scholars.

 Ȩ This thesis focusses on creating guidelines for scholars in creating designed 

artefacts. This supports scholars in creating relevant literature. 

4.5 Concluding Chapter 4

Novice vs. Experienced Entrepreneurs

 Ȩ A background with entrepreneurial elements like customer validation or product 

development can be beneficial, especially in early stages of a startup

 Ȩ In early phases of entrepreneurship, all participants in this study value the use of 

methods and frameworks. In later stages, they do not

 Ȩ After experience, you do not follow methods literally, but rather give your own 

interpretation.

The Interviews

Reflection in Entrepreneurship

 Ȩ Entrepreneurs value reflection, it gives support in learning

 Ȩ Within a method, it is important to reflect on the method rather than use it once

 Ȩ Limited time for reflection, in entrepreneurship courses, hampers learning

 Ȩ Mentors can be used as support in reflection by asking reflective questions

Action-Oriented Methods

 Ȩ Entrepreneurs mention the desire to receive ‘action-oriented’ methods

 Ȩ Going through a process and experiencing it is the way to learn

 Ȩ The ‘just-in-time’ approach is valued, rather than upfront learning. Once an 

entrepreneur can use something right away, this supports learning. Mentors are a 

good tool to support this

 Ȩ Entrepreneurs value entrepreneurship courses and incubator programmes in early 

phases of their startup. Upfront learning here is not useful. The ‘just-try-it’ mindset is 

valuable.

Real-World Perspective

 Ȩ A mentor with a background in entrepreneurship is most valuable.

 Ȩ Books and podcasts give real-world insights and more perspective on the methods 

described.

In conclusion, this chapter discovers the use of learning 

tools from an entrepreneurial perspective. Therefore, it 

contributes to SQ2: “What are the needs and desires of 

entrepreneurs in learning within their entrepreneurial 

journey?”. This chapter conducts a qualitative research 

study and summarizes the results into 4 important 

elements in creating learning tools for entrepreneurs.

The first element highlights the difference in 

novice versus experience entrepreneurs. A novice 

entrepreneur has more preference for step-by-step 

learning than an experience entrepreneur. Thus, a 

scholar should consider its target audience while 

creating a learning tool.

The second element shows that reflection is desirable 

by entrepreneurs. This connects to chapter 3, where 

reflection is also seen as an important part in learning. 

As a result, a scholar should implement a form of 

reflection when designing its learning tool.

The third element emphasizes on the use of real-world 

examples while explaining a method or tool. This 

supports the tool in conveying its message and helps 

the entrepreneur to understand the method or tool 

in context. Thus, a real-world example is beneficial to 

implement in a learning tool.

The final element displays the importance of creating 

‘action-oriented’ methods and tools. This connects to 

chapter 3, where also is described that entrepreneurs 

have a desire for prescriptive methods including 

activities, exercises and immediate objectives. Also 

considering the right time to provide a tool to a certain 

entrepreneur supports the ‘just-in-time’ mentality. To 

conclude, a learning tool should implement an ‘action-

oriented’ approach and consider once again its target 

audience by providing the tool ‘just-in-time’.
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between entrepreneur and design. Furthermore, it is an 

approach which involves creation as a central activity, 

which is used in this thesis to discover the research-

practice gap from an entrepreneurial perspective. 

Finally, it is suitable because Frayling emphasizes that 

RTD is different from traditional design approaches 

since it focusses on the creation of knowledge, rather 

than just the creation of artefact. In this case, with the 

artefact the value proposition of Stippl is meant. With 

the creation of knowledge, the process of learning in 

an entrepreneurial journey is described.

The thesis focuses on the case study of Stippl. Chapter 

5.2 provides an introduction to Stippl and outlines the 

challenges faced by the organization. Subsequently, 

the following chapter explores relevant methods and 

theories that could be applied to address the Stippl 

case. Chapter 5.4 provides a week-by-week account 

of the entrepreneurial journey, offering insights into 

the process itself. Afterwards, discussions are drawn 

regarding the use of various literature or support 

mechanisms in this case scenario. The last chapter 

highlights learnings for the rest of the thesis.

In order to explore the research-practice gap from 

different perspectives, this thesis goes beyond an 

external examination of the gap. To provide a deeper 

understanding of the entrepreneurial process, the 

author dives into an entrepreneurial journey itself. This 

provides a first-person perspective and provides an 

answer to SQ3: “What are the important elements when 

implementing learning tools in the entrepreneurial 

journey?”

One rationale for this approach is to minimize the 

potential interview-bias that might occur within 

the qualitative interviews. Interview-bias can lead 

interviewees to tailor their responses to align with the 

interviewer’s expectations. As a results, entrepreneurs 

might tell different stories about their entrepreneurship 

journey because of this bias. Furthermore, it 

also supports the author in empathizing with the 

entrepreneurial perspective on the research-practice 

gap.

To address this problem, this thesis conducts auto-

ethnographic research methods, which allow for a 

detailed description of the entrepreneurial process 

and the identification of important elements which 

could contribute to the creation of learning tools. 

This research method is also referred to as ‘Research 

Trough Design’ (RTD). Research Trough Design (RTD) 

(Frayling, 1993) is a design-led research approach that 

highlights the creation of artefacts and prototypes as 

a means of exploring and testing research questions. 

This approach is particularly suitable in this thesis 

because it can be used to explore the interaction 

5.1 Introduction to Becoming the Entrepreneur
5.2 Introduction to Stippl, a Travel App with Rapid 
Growth

This chapter gives an introduction of Stippl, a travel 

app with rapid growth. It describes how it started and 

the details of the company. Afterwards, the challenge 

of Stipp is explained

5.2.1 From Launch to 50k users in 6 months

A few years back, one of the founders of Stippl noticed 

a personal pain point. He realized that creating a perfect 

travel plan involved a lot of tasks such as taking notes 

in your phone, saving multiple hotel websites, creating 

an Excel sheet for your travel itinerary, and having a 

separate packing list. It was quite cumbersome to do 

all these tasks individually. Upon researching tools 

to solve this problem, there were hardly any options 

available, and the few that existed did not work well. 

This asked for the launch of a new product that would 

solve the problem of difficult trip planning.

The founders of Stippl jumped on the opportunity 

to create an all-in-one travel app. It enables users to 

create their own journey and caters to every aspect 

of travel planning, whether it be a long vacation or 

a weekend getaway. To accomplish this, the app 

contains a travel planning tool, in which the user is 

able to plan the journey itself. Including adding places, 

ways of travel, accommodation and things to do & see. 

Besides the planning tool, the app also incorporates 

a way to keep track of expenses before and during 

the trip, it contains a packing list option so you never 

forget anything and offers sharing options so you can 

co-create your journey with friends. Currently Stippl 

is creating a way to easily discover new countries by 

offering featured places and pre-made journeys.
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Since their launch in 2022, Stippl experienced rapid 

growth of its user base. The total number of users 

which increased from 7.147 on January 2nd to 50.382 

on June 4th, a remarkable growth of 605% over 21 

weeks. Figure 1.2 illustrates this growth in the early 

months by presenting a detailed breakdown of the 

weekly growth. The bars track the total number of new 

users who registered each week, while the line graph 

depicts the growth rate of new users as a percentage 

of the total user base. The line shows an average week 

on week growth rate of 8.9%.

The company’s current strategy is centred around 

attracting a large user base within the travel industry. To 

achieve this, Stippl is focussing on the user-experience 

of their tool. The reason is that Stippl believes that if 

the user-experience is right, users would not churn. 

Having limited human resources as a startup company, 

focussing on user-experience means prioritizing it 

above other activities. 

Figure 5.1: Overview of the Stippl application

In the Business Model Canvas a business model is 

described as “the rationale of how an organization 

creates, delivers and captures value”. The framework 

consists out of 9 building blocks that interact with each 

other. In this part, all 9 blocks are displayed to give a 

clear overview of Stippl as a company and to further 

elaborate on the strengths and weaknesses of the 

current business. Table 1.1 below explains all of the 

building blocks. To ensure mutual agreement on the 

business model of Stippl, the canvas will be pre-fi lled 

and afterwards checked by the founder of Stippl. 
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Figure 5.2: Growth numbers of Stippl per week

5.2.2 Stippl´s short term monetization challenge

To analyse the current business of Stippl, ventures are 

often described in ‘business models’. These business 

models describe how a venture captures and delivers 

value (Afuah & Tucci, 2003; Morris et al., 2005). In 

literature the defi nition of a ‘business model’ diff ers 

from how a business makes money to defi nitions 

that describe how a fi rm is internally and externally 

structured (Rappa, 2002; Betz, 2002; Magretta, 2002; 

Chesbrough & Rosenbloom, 2002; Chesbrough, 2010; 

Johnsen et al., 2008). However, probably one of the 

most used frameworks is the ’business model canvas’ 

by Osterwalder & Pigneur (2010). In order to get a quick 

overview of Stippl’s business, and the experience of 

the author with the canvas, the business model canvas 

is used. 
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Customer Segment The customer segment building block defines the different groups of people or 
organizations an enterprise aims to reach and serve.

Value Propositions The value proposition building block describes the bundle of products and services that 
create value for a specific customer segment.

Channels The channels building block describes how a company communicates with and reaches its 
customer segments to deliver a value proposition.

Customer Relationships The customer relationships building block describes the types of relationships a company 
establishes with specific customer segments.

Revenue Streams The revenue streams building block represents the cash a company generates from each 
customer segment (costs must be subtracted from revenues to create earnings).

Key Resources The key resources building block describes the most important assets required to make a 
business model work.

Key Activities The key activities building block describes the most important things a company must do 
to make its business model work.

Key Partnerships The key partnerships building block describes the network of suppliers and partners that 
make the business model work.

Cost Structure The cost structure describes all costs incurred to operate a business model.

Table 5.1: The 9 different building blocks of the Business Model Canvas by Osterwalder

Key Partners Key Activities

Key Resources

Value Propositions Customer Relationships

Channels

Customer Segments

Cost Structure Revenue Streams

Mass Market of 
Travel Planners

F.E. People who now 
use excel to plan 
their journeys.

Offer Automated 
Services

“A Friendly Planning 
Companion”

For the adventure 
traveler

who wants to plan 
their journey, 

our online platform 

is the all-in-one travel 
companion 

that lets every user 
visually and user 
friendly plan their trip 
together.

Creating an online 
travel platform to 
discover, plan and 
share* trips

* Not fully created 
yet

- Instagram Ads

- Facebook Groups

- App Stores

- User Invites

- Content Partners

The online platform

Discover/Inspiration

The User Friendly 
Software

Content Creators

Users

CT Booking Sites

Paying:
- Booking.com
- Hostelworld
- Viator

Non Paying:
- AirBnB

Marketing/Sales
Software Costs
Human Capital

Click Through Bookings

Figure 5.3: Projecting Stippl in the Business Model Canvas by Osterwalder

booking platform at a later time. Furthermore, this 

revenue model leaves Stippl reliant on three booking 

sites for revenue and therefore is dependent on those. 

This leaves room for other revenue models to be 

explored. 

As mentioned before, Stippl’s current strategy is to 

create a spotless user-experience. This leaves some 

revenue models out of the picture because they would 

hamper the user-experience, such as paid features 

or third-party advertisements. The reason behind this 

strategy is to grow the user-base of Stippl as fast as 

possible. With a large user-base, the current revenue 

model of affiliate bookings would work. However, 

since Stippl is a fairly young company, there is not 

yet a lot of data available about customer behaviour 

regarding hotel bookings or seasonality for example. 

With the latter, the influence of holiday seasons on 

the behaviour of app usage is meant. Furthermore a 

large user-base could make room for more revenue 

model potential. Examples of these revenue models 

are featured accommodations, pre-made journeys or 

data monetization. These models will be explained in 

the next paragraph.

However, in the mean time Stippl needs to focus on 

achieving viability and therefore needs to create a short 

term revenue model. Because Stippl does not want to 

Figure 5.3 displays a Business Model Canvas overview 

of Stippl. As mentioned before, the current strategy 

of Stippl is centred around user-experience. This 

can be seen in several building blocks, such as in 

‘key resources’, ‘value proposition’ and ‘customer 

relationships’. Because of the current focus on user-

experience, the focus drifted away from finding a 

revenue model which will make Stippl profitable on 

short-term. 

Currently, income is generated from the so called 

‘affiliate model’. This model is based on “Click Through 

Bookings”, this term describes the action of a user 

browsing and reserving accommodations on Stippl’s 

partner booking site due to the platform’s influence. In 

the business model this is shown in ‘revenue streams’ 

and the partners are displayed in ‘key partnerships’. The 

current problem of Stippl is that this model has so far 

not proven to provide enough revenue with the current 

amount of users. To elaborate, the cost for acquiring 

users is currently higher than the amount of revenue 

per active user. Another problem with this revenue 

model is the difficulty in measuring Stippl’s impact on 

the booking process. For example, this difficulty could 

arise when a user notes down the accommodation’s 

name and chooses to make a direct booking on the 
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 Ȩ Paid Content:

Another potential revenue model involves 

using specialized content creators which 

develop pre-made travel itineraries that users 

can purchase. However, this model faces a 

‘chicken-egg’ problem, where the content 

creators need a large user base, while the 

users are dependent on receiving more 

content. 

 Ȩ Data monetization:

In the future, Stippl could potentially generate 

additional revenue by monetizing the journey 

planning trends data and sharing it with news 

websites, trend-analysts and industry trackers. 

This revenue model has no direct impact on 

the current product, but relies on a large user 

base to generate meaningful data quantities. 

Another value propositions that Stippl was curious in, 

is a collaborations with hotels and hostels. One of the 

features of Stippl is to let users discover certain areas 

within their application. This is something that could 

potentially be connected with hotels, which share the 

same end-goal. In this thesis, the hotel proposition 

will be discovered. With the main question: ‘Is there a 

collaboration possible between Stippl and hotels or 

hostels?’. This could potentially result in a new revenue 

stream for Stippl.

hinder product growth, new customer segments must 

be discovered. This option offers Stippl a way to tweak 

certain product aspects to cater a new customer 

segment. Stippl suspects these opportunities might 

be at the business-to-business side. However, 

Stippl did not yet prioritise exploring this side in their 

current strategy. This thesis aims to explore the value 

propositions in the business-to-business side of Stippl. 

To implement this new revenue model, Stippl would 

need to identify a new customer segment and develop 

a cohesive value proposition that aligns with their 

needs.

5.2.3 An attempt to solve the monetization challenge

As the founders of Stippl were building on the 

product, a lot of brainstorm session came across. 

These sessions resulted in various business ideas for 

the future. Some ideas yet need to be discovered. 

However, there are some business ideas that could 

be implemented in the future, but not directly now. 

Below are some of these business-to-business value 

propositions that Stippl has thought up:

 Ȩ Advertisements: 

Stippl’s platform offers an opportunity for 

accommodations, restaurants, bars and 

tourist attractions to advertise their services 

to specific target audiences. Which means 

the user sees personalized recommendations 

while planning their trip. However, this revenue 

model requires a significant user base to be 

effective, so the first priority remain attracting 

more users.

identifying customer needs by understanding what 

they are trying to achieve.

Once the desired ‘jobs’ of the customer have been 

identified, the next step is to define the value 

proposition. Osterwalder et al. (2014) define the 

value proposition as “the benefits that customers 

can expect from your products and services.” They 

created the ‘Value Proposition Canvas’ as a strategic 

management tool for designing, testing, building, and 

managing products and services. This canvas can 

be used together with the ‘Business Model Canvas’ 

(Osterwalder et al., 2010), making it an ideal tool for 

designing a new value proposition for this thesis. The 

‘Value Proposition Canvas’ is illustrated in Figure 5.4 

below.

The previous chapters explain various parts of 

successful methods and entrepreneurial learning. In 

this chapter it is important to look at elements within 

the case of Stippl. What kind of elements are out there 

that are useful for the use-case of Stippl. In this case 

a new revenue stream must be created. Several ways 

can lead to a new revenue stream, such as monetizing 

existing assets or to create a new product or service. 

In paragraph 5.2.2 is described that Stippl is currently 

focussing on keeping the current product as user-

friendly as possible and a monetization model does 

not fit that current strategy. That leaves the option of 

a new product or service to be explored. In this case 

the most suiting option is to tweak the current product, 

to create a kind of new product, to cater to a new 

customer segment. Thus, a new or altered product 

must be created for a new customer segment.

5.3.1. A new product for a new customer segment

In order to create a new or altered product for a new 

customer segments, there are various methods and 

tools available. However, the success of the product 

ultimately depends on the customer. Therefore, the 

first step in creating a new product is to understand 

the customer and their needs. This highlights the 

importance of a customer-centric approach. According 

to Christensen et al. (2007), customer buy products or 

services because of their delivered value. Specifically, 

customers buy products to address a certain pain 

point or job they need to solve in their lives. Based on 

this concept, Ulwich (2016) developed the ‘job-to-be-

done’ (JTBD) framework. This is a useful approach for 

5.3 Resources to Solve Stippl´s Short-Term 
Monetization Challenge

Value Map Customer Profile

Pain Relievers

Gain Creators

Pro
ducts/

Serv
ices

Pains

Gains

Custo
m

er 

Jobs

Figure 5.4: The Value Proposition Canvas by Osterwalder 

et al. (2014)
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In this chapter, the results of trying to solve the short 

term monetization challenge will be shared. The 

chapter is subdivided in the various steps that are 

taken during the process. In the steps is described 

what thoughts were active in the process and which 

factors influenced the process. In the next chapter, 

more is explained about the tools and support 

mechanisms that were used in the process.

5.4.1 Learn more about the customer

As a first step in finding a new monetization channel, 

the outlines were created for the customer. As 

described earlier, Stippl wanted to focus on the 

collaboration of Stippl and hotels. The first thought that 

came to mind was to look up alternative solutions on 

the internet. One of the tools was to look online to look 

at photos of the front desk

In Conclusion:

 Ȩ Customer segment is hotels & hostels 

 Ȩ Desk research of what is already out 

there

5.4.2 Concepts and revenue model ideation

After conducting desk research, the process continued 

by developing an initial concept. My aim was to 

envision the potential offerings I could provide to 

hotels and explore the various options available. This 

approach would allow me to directly present my ideas 

to the hotels I planned to visit.

To ensure a systematic and organized process, the 

book ‘Value Proposition Design’ by Osterwalder & 

Pigneur (2014) was used. The book offers step-by-step 

guidance on creating a compelling value proposition. 

As I hadn’t utilized this resource previously, I 

recognized the importance of introducing more 

structure into my value proposition creation process. 

One other reason was to create a better grip on the 

information I had gathered to smoothen out the value 

proposition process and direct the process on valid 

arguments.

In Conclusion:

 Ȩ Initial concepts were thought out

 Ȩ To structure this process, the 

book ‘Value Proposition Design’ by 

Osterwalder & Pigneur (2014) was used

5.4.3 Figure out the problems of the customer first

Next was a feedback meeting with Luuk (founder 

of Stippl). With a background in Industrial Design 

Engineering and the creation of Stippl, he acquired 

a lot of experience in creating and validating value 

propositions. In this meeting, Luuk pointed me to the 

fact that we do not know anything about our customer. 

Creating pre-made concepts has no use if we do not 

know anything about our end-user. To continue, we 

first need to know everything about our end-user and 

the problems it faces. If we can discover pains, we can 

try to see if we could be a fitting solution.

5.4 Step by Step Descriptions

In Conclusion:

 Ȩ After a feedback meeting, the 

realisation was made that we first need 

to identify the pains of our customer

 Ȩ This is only possible by interviewing 

the hotels and figuring out what they 

currently experience

5.4.4 Trying out one hotel first

After the realisation of the need to interview hotels, 

one hotel was directly visited. However, due to the 

absence of a well-structured plan, the interview 

took on the tone of a sales pitch. The intention was 

to discover the hotel’s perspective on incorporating 

Stippl, but the lack of a clear concept and interview 

guide hampered the collection of useful insights.

In Conclusion:

 Ȩ Without a proper interview guide, 

the visit to the hotel did not result in 

valuable customer insights. Rather talk 

about their current situation, in stead of 

a future concept for them.

5.4.5 Setting up an interview plan to interview 

several customers.

Creating open-questions is something that is thought 

in Industrial Design Engineering, my background. 

As was mentioned in the previous step, going to 

the hotels without a plan resulted in no valuable 

information. To continue interviewing customers, Luuk 

and I set up several points that we interesting to ask 

during a visit to the hotels. Also mentioning you belong 

to a company is not a good idea, rather tell them you 

are doing research on a certain topic. The following 

questions were created to learn more about: ‘how do 

guests of a hotel navigate around the area?’

 Ȩ How do people know what they can do in the area?

 Ȩ How often do people ask what they can do?

 Ȩ Do you refer people to specific places?

 Ȩ What do you recommend in such cases?

 Ȩ Do you encounter any issues with this?

 Ȩ Why do you refer people?

Furthermore a list of hostels is created. Hostels were 

chosen because of a gut-feeling that the guests would 

fit better into the customer-segment of the initial Stippl 

user. Which could be defined as ‘A young adventures 

travel planner’. Hostels are a place where young 

people often share their travel experiences, which 

would the customer of Stippl.

In Conclusion:

 Ȩ Create a set of questions that could 

guide you through the process of 

getting to know your customer. Identify 

their pains and current situation.

 Ȩ Do not mention you are there because 

of a company, rather tell them you are 



90 | Becoming the Entrepreneur Becoming the Entrepreneur | 91     

somewhere

 Ȩ Mostly about how far something is

 Ȩ How to get from one place to the other

 Ȩ How to buy tickets for public transport

Existing Solutions:

 Ȩ Guests mostly use their phone to look things up 

online

 Ȩ A hotel offer flyers at the reception. Guest hardly 

look at these, only when they are bored and 

waiting for a taxi for example

 Ȩ There are paper maps given out by the city for free

 Ȩ ‘Minicards – Maximum Information’ makes a 

card carousel with discount coupons at nearby 

highlights. This is placed for free at hotels.

Conclusion:

 Ȩ 10 hostels in Amsterdam and Rotterdam 

were visited to collect information

 Ȩ Open-ended questions and laddering 

techniques were used to guide 

conversations

 Ȩ Combined research to identify patterns 

and draw a final conclusion for Stippl

doing research.

 Ȩ Hostels are chosen over hotels because 

of their fit with the initial customer 

segment of Stippl: ‘A young adventures 

travel planner’.

5.4.6 Collecting results and writing down the main 

insights

In order to collect the necessary information, I visited 

10 hostels located in Amsterdam and Rotterdam. 

During these visits, I used open-ended questions as a 

tool to steer the conversation. Laddering techniques 

were used to delve deeper into the underlying reasons 

for guiding people in the area. All of the hostels were 

willing to provide insights into their current practices.

Notes were taken to capture the insights per hostels, 

which were later combined to identify consistent 

patterns and responses. Based on this analysis, 

a final conclusion is drawn and a comprehensive 

presentation is prepared for Stippl. The results are 

summarized below:

About the problem

 Ȩ If guests stay in a hotel, they almost always already 

know what they are going to do during their stay

 Ȩ They hardly ask anything to the receptionist

 Ȩ If they ask something, it is primarily about 

restaurants

 Ȩ Hotels mostly just send them to nearby restaurants 

or famous restaurant streets

 Ȩ They do ask questions about how to get 

5.4.7 Working out a business case

Developing a solid business case was the next step 

in this process. Because results of the interviews 

alone does not give the full picture on the potential 

of the idea. Since time is scarce at Stippl, every hour 

must be worthwhile. To create a business case, I 

used some findings of the internet to look up how 

many accommodations exist in Amsterdam. I set 

the sales price on €20 per month, since this felt 

realistic regarding the urgence of the solution. Next, 

I created the table shown below (table 5.2) to show 

the potential this value proposition would have 

moneywise. Another option would be to pursue this 

options because of exposure in hotels and hostels. 

This would result in more users, which could indirect 

result in more revenue. Also this business case is 

created to show the potential in this direction, shown 

in table 5.3. The findings alone are not good enough to 

create a decision to continue or discontinue with the 

value proposition. Therefore, there must also be an 

initialisation about how much value this could deliver 

for Stippl. Since time is always scarce at a startup.

 Ȩ Number of accommodations in Amsterdam (CBS, 

2023) = 500

 Ȩ Average amount of people sleeping in Amsterdam 

per night = 53.300

 Ȩ Total rooms in Amsterdam (CBS, 2023) = 41.657

 Ȩ Average occupancy rate in Amsterdam (pre-

covid)= 85.3%

 Ȩ Average amount of people per room (quick 

guess) = 1,5 

Conclusion:

 Ȩ Developing a solid business case was 

the next step in the process as the 

interviews alone couldn’t provide a 

comprehensive understanding of the 

idea’s potential

 Ȩ The business case is presented in table 

5.1 and table 5.2, where the latter shows 

a business case for exposure instead of 

revenue. 
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Amount of Hotels Covered Price per Month x Hotels Monthly Recurring Revenue

2% €20 x 10 €200

5% €20 x 25 €500

10% €20 x 50 €1000

Table 5.2: Amount of monthly revenue Stippl could make with the hotel proposition

2% of the Guests Scan the 

Stippl Code

5% of the Guests Scan the 

Stippl Code

10% of the Guests Scan the 

Stippl Code

At 2% Hotel Coverage 640 clicks p/m 1599 clicks p/m 3198 clicks p/m

At 5% Hotel Coverage 1599 clicks p/m 3998 clicks p/m 7995 clicks p/m

At 10% Hotel Coverage 3198 clicks p/m 7995 clicks p/m 15990 clicks p/m

Table 5.3: Amount of clicks Stippl could acquire with the hotel proposition

5.4.9 Writing future recommendations and 

limitations

To make sure valuable insights regarding this value 

proposition would not get lost, the results are 

summarized into a document. In this document, the 

results mentioned before are described. However, 

what is even more important are the limitations of 

this research. Since Amsterdam and Rotterdam are 

not a representation of the entire world. In future 

endeavours, Stippl could choose to target more 

‘remote’ hostels. Since Amsterdam and Rotterdam are 

both cities, which results in a lot of restaurants and 

services close by. 

Conclusion

 Ȩ The valuable insights were placed in a 

document to prevent them from getting 

lost

 Ȩ One of the limitations of this customer 

discovery is the focus on only 

Amsterdam and Rotterdam, which 

are both dense and Dutch cities. 

An exploration into other market, 

for example more remote, could be 

conducted

5.4.8 Having a go or no-go meeting about the 

business case

To conclude if we would proceed with the value 

proposition, a meeting was arranged to talk about the 

progress. In this meeting the results were shared of 

the hostels. Because of the limited value for Stippl at 

the moment, a conclusion was drawn to not continue 

with the proposition for now. This decision had two 

factors. The first factor was that the problem was not 

big enough for the hostels, so the desire for a new 

innovation was not urgent. This makes it difficult to sell. 

Secondly, to acquire hostels, there needs to be active 

recruitment of hostels to join the platform. Currently, 

Stippl does not have the resources to fulfil this position. 

Conclusion:

 Ȩ A meeting was held to discuss the 

results regarding the hotel proposition

 Ȩ Considered the limited value for Stippl 

at the moment, it was concluded that 

the propositions would not be pursued 

at this time

 Ȩ This decision was based on two 

factors. The problem addressed by the 

proposition was not significant enough 

for the hostels, resulting in a lack of 

urgency for a new innovation and 

making it challenging to sell

 Ȩ Active recruitment would be required 

to join the platform, but Stippl currently 

lacks the resources to fulfil this role.
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5.4.10 Redirecting course

One of the learnings of the interviews is that tourists 

are often guided to certain tourist information offices. 

Also called DMO (Destination Marketing Organization). 

A pivot would be to try to interview these organisations. 

This resulted in asking the same research questions to 

another customer segment. Also taken the learnings 

from the previous customer discovery, this process 

must go smoother and quicker.

Conclusion

 Ȩ One of the findings was that a lot of 

tourists are redirected to tourist offices. 

This is an interesting next step to 

pursue the customer discovery

 Ȩ This process should go smoother and 

quicker because of experience

particularly valuable, where a realisation emerges that 

assumptions about the customer should not be made 

without a proper understanding of the customer’s 

challenges and actions. This guidance involved 

reflecting on the current process and afterwards 

creating a well-structured interview guide. This is 

shown in step 5 of the process. Luuk’s mentorship 

empowered me as an entrepreneur to ask to right 

questions and gain a deeper understanding of the 

customer.

5.5.3 Tools:

Within this entrepreneurial process, two tools 

could have proven useful. The first tool is the Value 

Proposition Canvas, shown in paragraph 2 of this 

chapter. This framework provides an overview of the 

insights learned from interviews and facilitates the 

creation of a customer-product fit. However, since the 

project did not continue beyond the interview stage, 

the Value Proposition Canvas did not contribute to the 

process. Nonetheless, if the project had continued 

further, this canvas could have assisted in concept 

development and validation.

Another potentially helpful tool is “The Mom-Test” by 

Fitzpatrick, which offers a method for creating a well-

designed interview guide. This practitioner-based book 

emphasizes asking questions about the customers 

current situation and problems that occur, rather 

than talking about a potential solution. This approach 

supports entrepreneurs in discovering the customer’s 

profile. While this tool could have supported the 

project, it is worth noting that the current process 

In this entrepreneurial process, several elements are 

worth noting. Most of these elements also appeared in 

the qualitative research study. These elements include 

the ‘just-do-it’ mentality, mentorship, tools, reflection 

and experience. This chapters aims to provide more 

context and interpretation of the events. 

5.5.1 The just-do-it mentality 

In the beginning, it becomes evident that the project 

takes off immediately without a proper plan. 

This can be seen as the ‘just-do-it’ mentality, a 

characteristic that was also observed in the qualitative 

research study. Entrepreneurs often experience the 

excitement of initiating something new and are eager to 

take immediate action. In this chapter, this is displayed 

in steps 1 to 3. During these steps, the project starts 

with desk research and conceptualisation, although 

it later becomes clear that this might not be the most 

effective process. As a result, adjustments are made 

to the process. Step 4 shows more of the ‘just-do-it’ 

mindset, as it involves engaging with the customers 

directly and looking for direct feedback. A typical event 

in the entrepreneurial process. 

5.5.2 Mentor meeting:

As the project was initiated by Stippl, meetings with the 

team were necessary to monitor progress. However, 

these meetings can also be seen as mentorship 

sessions. During these conversations, Luuk takes 

on the role as mentor, leveraging his entrepreneurial 

experience to provide guidance to me, the novice 

entrepreneur. Especially in step 3, his support was 

5.5 Discussion: Findings as Entrepreneur
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involved iterative improvements to the interview guide 

through practical experience. Thus, valuable lessons 

were learned without dedicating time to reading a 

book, emphasizing the significance of the ‘just-do-

it’ mentality and mentorship in the entrepreneur’s 

learning journey. 

5.5.4 Reflection:

Reflection is also visible in this case-study. For 

example, in step 3, where the realisation is made that 

we need to do something different based on reflecting 

on prior experiences. This can be compared to Kolb’s 

experiential learning cycle, where step 1, 2 and 3 

represent a complete cycle within this model. More is 

explained in the next paragraph. Another example is 

seen in step 4, where reflecting on the interview leads 

to an improved interview method.  

5.5.5 Experience:

The final element that was visible in the case study, 

is experience. Also explained slightly in the previous 

paragraph, parts of this process could be visible within 

the experiential learning cycle. In this process, three 

examples of this cycle can be visible.

1. The first cycle: looking up things online

The first loop through the experiential learning cycle 

of Kolb, is visible within step 1-3 of the entrepreneurial 

process. In this process, the just-do-it mentality leads 

to immediate learning and reflection. Below the various 

steps are explained of this cycle:

Abstract Conceptualisation:

The process starts by using the Value Proposition 

Canvas as a main tool to guide the process. In this 

canvas the first step is to discover the customer. 

Active Experimentation:

With a minimal strategy, the process continues in 

the ‘active experimentation’ stage to research hotels 

online. What are alternative solutions and how can 

we create a concept for this customer segment. A first 

couple of concepts are thought up.

Concrete Experience:

During the process, it became noticeable that to 

create these concepts we needed to know more 

about the customer. This gave the ‘feeling’ that it was 

not the right method and there were some flaws In the 

customer discovery part of the process.

Reflective Observation:

By reflecting on the first part of the process together 

with Luuk, the realisation was made that there was 

little known about the customer in this case. We first 

needed to dive into the customer’s problems before 

we could think about solutions.

Abstract Conceptualisation:

With these insights, a new plan was created to 

interview the customers. Interviewing the hotels 

would be the solution to this problem.

3. The 3rd cycle: designing a value proposition

Above, the various small cycles are described. 

However, the project as a whole could also be 

described in a Kolb cycle. Below are the various steps 

in this project as a whole:

Active Experimentation:

The project started out by ‘just-doing-it’. This resulted 

in some minor iterations and some adjustments in the 

course. 

Concrete Experiment:

During the process, the minor changes were made 

because it did not feel like the right way to go. This 

feeling also helped to realize that the process could 

be a little bit optimized.

Reflective Observation:

Finally, this lead to reflecting on the process as a 

whole. First interviewing customers to discover their 

problem is something that did not go exactly right the 

first time. Also creating some interview guidelines and 

going out of the building directly to talk to customers 

is something that was learned in the process

Abstract Conceptualisation:

These learnings could be taken to the next step. 

Where the customer is slightly tweaked, but the 

process of getting to know the customer stays the 

same. This could lead to a better process in the end. 

The next time a user research study is conducted, it 

can be done more efficiently. 

2. The second cycle: interview without a plan

After the realisation that the customer needed to be 

interviewed, the process continued by directly going 

out of the building. Below are the various steps in this 

process:

Active Experimentation:

As mentioned before, the process continued by 

directly going out of the building. This could also 

be seen as ‘doing-it’. In this step, one hotel was 

interviewed without a proper interview plan.

Concrete Experience:

While conducting the interview, it became clear that 

this was not the way to collect information of the 

hotels. It felt like a sales pitch and the experience 

overall was not good.

Reflective Observation:

By having a ‘mentor meeting’ with Luuk, we figured 

out that there needed to be some changes in the plan. 

That going out of the building without a proper plan 

was not the way to go.’

Abstract Conceptualisation:

Afterwards, a new plan was made up and a set of 

guidance questions were created. The rest of the 

hotels were researched before and selected.
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5.6 Concluding Chapter 5

Research Through Design

1
2

4

3

The entrepreneurial process is driven by a desire to engage directly in the 

experiential learning model’s “doing” phase. In this case study, this part was 

fuelled by excitement and a strong eagerness to learn immediately.

When providing entrepreneurs with supportive tools, it is crucial that these 

tools can be used right away, allowing entrepreneur to quickly move into 

the “doing” phase. Practical and tangible tools enable direct implementation, 

eliminating the need for extensive method analysis.

Refl ection is important as it is a means for process correction. By examining 

the previous steps taken, entrepreneurs can draft a new path based on their 

fi ndings and insights.

Support in the form of refl ection can enhance the entrepreneurial process. 

Drawing from the experience of others can enrich their own journey. 

Mentorship serves as an excellent means of accessing such support and 

leveraging external wisdom to refi ne the process. 

1

2

By using the case-study of Stippl, this chapter 

provides a fi rst-person perspective on the research-

practice gap in entrepreneurship. It contributes to 

this thesis by answering SQ3: “What are the im-

portant elements when implementing learning tools 

in the entrepreneurial journey?”. Throughout this 

chapter, several key insights are uncovered, which are 

summarized as follows:

First, entrepreneurs are driven by excitement to 

‘do-it’. Thus, when designing a learning tool for en-

trepreneurs, it is important to provide exercises or 

activities right away. Do not let the entrepreneur read 

too much text when providing these tools.

Second, refl ection is important. Thus, this emphasizes 

once again that a scholar should design a way of 

refl ecting within its learning tool. This was also 

concluded in chapter 3 and chapter 4. 

Third, refl ection can also occur when drawing from 

the experience of others. This is one of the reasons 

why mentorship is desirable in entrepreneurship. 

Therefore, using refl ective questions is a way to 

support entrepreneurs in refl ection. Use these 

refl ective questions when designing a learning tool for 

entrepreneurs.

To conclude, this chapter aligns with the fi ndings of 

the qualitative study. It emphasizes the signifi cance 

of action-oriented tools and refl ection as crucial 

elements when creating learning tools for entrepre-

neurs. By highlighting these aspects, scholars can 

better support entrepreneurs in their learning jour-ney 

and therefore eff ectively bridge the research-practice 

gap. 
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important elements consists of ‘Entrepreneurial 

Learning’, ‘Know your Audience’, ‘Action-Oriented 

Tools’ and ‘Reflection’. These 4 elements are explained 

by first providing the various conclusions and chapters 

they derived from. Afterwards, the discussion provides 

more information on the important element. Finally, 

a conclusion is drawn to indicate what the scholar 

should do to improve its learning tool.

The first part of this thesis focusses on analysing 

the research-practice gap. Therefore, it researches 

3 perspectives of the gap and highlights important 

elements to solve this gap. In this chapter, the 

conclusions of the 3 perspectives are merged to 

create one set of guidelines to proceed with. This set 

of guideline is then used to guide scholars in creating 

relevant learning tools for entrepreneurs. Thus, this 

chapter contributes to SQ4: “What should scholars do 

to increase the relevancy of their learning tools?”.

The following paragraphs show the 4 important 

elements that scholars should incorporate in their 

learning tools. As a result, scholars can bridge the 

research-practice gap in entrepreneurship. The 4 

6.1 Combining the 3 Research Approaches

6.2.2 Discussion

Entrepreneurial learning can be visualized with the 

Experiential Learning Model by Kolb, as explained 

earlier in chapter 3. As shown in the literature, and also 

confirmed by the qualitative study, entrepreneurs learn 

by moving through this cycle. Going through this cycle 

multiple times could be beneficial to startup success. 

This model consists out of 4 elements within 

the cycle. Active Experimentation, Concrete 

Experience, Reflective Observation and Abstract 

Conceptualisation. By considering these elements 

within an entrepreneurial tool, an optimized learning 

process could be created. However, the designer of 

6.2 Entrepreneurial Learning

the artefact needs to keep in mind that entrepreneurs 

tend to favour the “Accommodating” spot within 

the Experiential Learning Cycle. This means that 

entrepreneurs favourably spend more time within the 

‘do & feel’ phase of the process and therefore less 

time reflecting and conceptualising. An entrepreneur is 

therefore also driven by a desire to engage directly in 

the “doing” phase when starting a journey. Therefore, 

it is important to realize that spending many hours 

explaining complex theory is not a good start when 

trying to support entrepreneurs in their journey. 

 Ȩ Entrepreneurs learn by doing (going through the Kolb cycle).

 Ȩ The entrepreneurial cycle exists out of 4 elements: Doing, Feeling, Reflecting, 

Abstract Concept Building.

 Ȩ Going through this cycle multiple times can be beneficial to startup success.

 Ȩ Entrepreneurs favour the accommodating spot.

 Ȩ Going through the process and experiencing it is the way to learn.

 Ȩ The entrepreneurial process is driven by a desire to engage directly in the 

experiential learnings model’s “doing” phase. This part was fuelled by excitement 

and a strong eagerness to learn immediately. 

6.2.1 Learnings Used
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In Conclusion:

 Ȩ Design tools and activities, while 

keeping all 4 stages of the Experiential 

Learning Cycle by Kolb in mind. By 

going through all these 4 stages, the 

entrepreneur will optimize its learning 

process.

 Ȩ Entrepreneurs will not start by reading 

endless pieces of information where a 

certain theory comes from, but rather 

start to use the tool immediately. 

Therefore create a short explanation 

with direct activities, exercises and 

immediate objectives.

When designing a learning tool, for example, the 

learning tool could exist of various elements. First, 

elements in the ´doing´ phase could be created, 

such as concrete activities, exercises or immediate 

objectives. Similar to what Mansoori explains in 

his ´Three Tier Framework´, described in chapter 3. 

Afterwards, the entrepreneur can feel what it is like to 

use these tools in practice. Then a reflective exercise 

can be created. This enables the entrepreneur to 

realize its process and what did or did not work. Finally, 

overarching theory could be explained which lets the 

entrepreneur think about the theory and adjust it to its 

needs. 

6.3.2 Discussion

The next learning might be a logic one, but often 

overlooked. Entrepreneurs are different. Many 

times frameworks and tools are designed for ‘the 

entrepreneur’. However, with different backgrounds 

and skillsets, ‘the entrepreneur’ in a simple form does 

not exist. In literature, there is often a notion of the 

‘just-in-time’ mentality for entrepreneurial tools. This 

does not mean that the entrepreneurial process is 

a linear, pre-made programme, which just needs to 

insert the right elements at the right time. It can rather 

be interpretated as ‘entrepreneurs are different and 

need different tools and methods to move on’. This 

might be difficult to convert to concrete actions while 

designing an artefact for entrepreneurs. However, from 

the qualitative research study it can be concluded that 

in early-stages, entrepreneurs have a bigger desire 

for step-by-step guidance or action-oriented tools. In 

later stages, entrepreneurs handle from experience 

6.3 Know your Audience

and therefore use more overarching methods than 

to follow a method step-by-step. It could also be 

concluded that in early-stages, entrepreneurs look for 

guidance into the entrepreneurial process. Whereas, 

in later stages, the entrepreneur looks for specific 

information. This could contain information such as: 

‘how to hire people’, ‘how to build a company culture’, 

‘how to effectively grow my company’. 

In Conclusion:

 Ȩ Identify the intended reader before 

creating the artefact. Think about 

in which stage the information that 

is created is desired and conclude 

if information needs to be created 

to follow step-by-step or more 

overarching. 

 Ȩ Beneficial for learning: using the right tools at the right moment (‘just-in-time).

 Ȩ In early phases of entrepreneurship, all participants in this study value the use of 

methods and frameworks. In later stages, they do not.

 Ȩ After experience, you do not follow methods literally, but rather give your own 

interpretations to the method.

6.3.1 Learnings Used
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6.4.2 Discussion

In all 3 research approaches, one notion was recurring 

multiple times. Designed artefacts for entrepreneurs 

must be action-oriented. In chapter 3, there is a 

reference to the ‘Three-Tier Framework’ of Mansoori. 

In which is explained that a well designed method 

contains 3 elements. Logic, which is the theoretical 

foundation on which a method is based. The model, 

which is a visual representation of the method, 

together with the core terms and definition. And finally, 

what is also referred to as being ‘Action-Oriented’, 

the tactics. In this part, activities are given together 

with exercises and immediate objectives for example. 

An essential part is that this is all ‘implementation 

6.4 Action-Oriented Tools

oriented’, meaning the entrepreneur can use the 

knowledge in a practical format right away.

Entrepreneurs talk multiple times about this desire 

within the qualitative study. Also designing a tool 

to be used right away, rather than first needing to 

read several parts to understand the model, is very 

desirable by entrepreneurs. This also shows up in 

chapter 5, by becoming the entrepreneur. In the Kolb 

model this can be explained by designing the artefact 

to move directly into the ‘do & feel’ phase. 

The designed artefact could also be supported by 

real-world examples. Within the qualitative study, 

 Ȩ A method must contain Logic (theoretical foundations), Model (core terms and 

definitions) & Tactics (action-oriented – activities and exercises) 

 Ȩ Entrepreneurs mention the desire to receive ´action-oriented’ methods.

 Ȩ Once an entrepreneur can use something right away, this supports learning.

 Ȩ Real world insights support entrepreneurs in getting more perspective on the 

methods described.

 Ȩ Short explanation of the tool so the entrepreneur can directly try it.

 Ȩ Just-in-time tool and entrepreneur can directly ‘do’.

 Ȩ As quickly as possible go to “doing”.

6.4.1 Learnings Used

entrepreneurs mention that real-world examples help 

to convey the message. It also offers more perspective 

on how methods are used in practice, therefore also 

making them more comprehensive.

In Conclusion:

 Ȩ Designed artefacts must contain an 

element which is action-oriented. This 

is also displayed in the ‘Three-Tier 

Framework’ by Mansoori as ‘Tactics’.

 Ȩ Designed artefacts must be designed 

in such a way that entrepreneurs can 

move directly into the ‘feel & do’ phase 

of the Entrepreneurial Learning Cycle 

by Kolb.

 Ȩ Designed artefacts could also be 

supported by real-world examples 

to support these in conveying the 

message, offering more perspective 

on the theory in practice and therefore 

making them more comprehensive.
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6.5 Reflection

 Ȩ No reflection could hamper learning

 Ȩ Entrepreneurs do not reflect enough

 Ȩ They are not open for feedback, because of their image as a manager

 Ȩ With limited colleagues they do not have someone to reflect with

 Ȩ Entrepreneurs value reflection, it gives support in learning.

 Ȩ Within a method, it is important to reflect on the method rather than use it once.

 Ȩ Limited time for reflection in entrepreneurship courses, hampers learning.

 Ȩ Mentors could be used as support in reflection by asking reflective questions.

 Ȩ Reflection is important as it is a means for process correction. By examining the 

previous steps taken, entrepreneurs can draft a new path based on their findings 

and insights.

 Ȩ Support in the form of reflection can enhance the entrepreneurial process. Drawing 

from the experience of others can enrich their own journey.

 Ȩ External Support in reflecting can help the entrepreneur.

6.5.1 Learnings Used
In Conclusion:

 Ȩ Incorporate reflection into the learning 

tool to optimize the learning process.

 Ȩ Little to no reflection could hamper the 

learning process. 

 Ȩ Entrepreneurs are willing to reflect in 

their process. They would rather reflect 

on their tools than to recreate one. This 

improves learning from their processes.

 Ȩ Within practice, reflection is often used 

as a form of process correction. As it 

already occurs quite often, it is easy to 

jump in this opportunity.

Within practice, reflection is often used as a form 

of process correction. Thinking about the previous 

process could lead to an improved process in the 

future. This could be even more fruitful by having 

someone to reflect with. Learning from others 

is also a proper method to reflect on own work. 

Therefore, mentors can be a valuable asset within 

entrepreneurship. Mostly, because of their ability to 

have an external perspective on processes, which 

makes reflection easier. Also reflecting on a process 

from own experience is a valuable aspect.

6.5.2 Discussion

The final element which is interesting to conclude from 

the 3 research approaches is reflection. As is explained 

in chapter 3, little to no reflection could hamper 

the learning process. Reasons for limited reflection 

in entrepreneurship could be simply not reflecting 

enough, not being open for feedback because of the 

image of a manager or having a limited amount of 

people around to reflect with.

From the qualitative study, there can be concluded 

that entrepreneurs are also willing to reflect in their 

process. Current tools and courses sometimes lack a 

reflection element, hampering the learning process. 

Within such a tool, entrepreneurs explain they would 

rather reflect on the tool than create it over and over. 

Improving the chance to learn from the process. 
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Entrepreneurial Learning

 Ȩ Design tools and activities, while keeping all 4 stages of the Experiential 

Learning Cycle by Kolb in mind. By going through all these 4 stages, 

the entrepreneur will optimize its learning process.

 Ȩ Entrepreneurs will not start by reading endless pieces of information 

where a certain theory comes from, but rather start to use the tool 

immediately. Therefore create a short explanation with direct activities, 

exercises and immediate objectives.

Know your Audience

 Ȩ Identify the intended reader before creating the artefact. Think about 

in which stage the information that is created is desired and conclude 

if information needs to be created to follow step-by-step or more 

overarching. 

Action-Oriented Tools

 Ȩ Designed artefacts must contain an element which is action-oriented. 

This is also displayed in the ‘Three-Tier Framework’ by Mansoori as 

‘Tactics’.

 Ȩ Designed artefacts must be designed in such a way that entrepreneurs 

can move directly into the ‘feel & do’ phase of the Entrepreneurial 

Learning Cycle by Kolb.

 Ȩ Designed artefacts could also be supported by real-world examples to 

support these in conveying the message, offering more perspective on 

the theory in practice and therefore making them more comprehensive.

Reflection

 Ȩ Little to no reflection could hamper the learning process. 

 Ȩ Entrepreneurs are willing to reflect in their process. They would rather 

reflect on their tools than to recreate one. This improves learning from 

their processes.

 Ȩ Within practice, reflection is often used as a form of process correction. 

As it already occurs quite often, it is easy to jump in this opportunity.

6.6 Concluding Chapter 6

This chapter concludes the analysis phase of this 

thesis. It does so by providing 4 important elements 

that scholars should incorporate in the creation 

process of their learning tool. Therefore, this chapter 

contributes to SQ4: “What should scholars do to 

increase the relevancy of their learning tools?”. These 

4 elements form the basis of the develop phase of this 

thesis. The following 4 elements are important when 

creating a learning tool for entrepreneurs.

First, entrepreneurs learn by experience. By using the 

Experiential Learning Cycle by Kolb, the 4 stages of 

experiential learning can be visualized. When creating 

a tool for entrepreneurs, it is important to consider 

these 4 stages in the design process to optimize 

learning for entrepreneurs.

Second, not all entrepreneurs are the same. Therefore, 

it is important to know in what stage your target 

audience is in. A novice entrepreneur would benefit 

more from step-by-step guidance compared to an 

experienced entrepreneur.

Third, design action-oriented tools. From the analysis 

of this thesis, it can be concluded that entrepreneurs 

prefer tools that directly move to action. Thus, design 

activities and exercises that can be used right away. 

Furthermore, entrepreneurs have a desire for real-

world examples of your tool. This helps to convey 

the message of your method or tool and supports 

entrepreneurs in understanding it.

Finally, reflection is important. Little to no reflection 

hampers the learning process for entrepreneurs. 

Besides that, entrepreneurs mention a desire for 

reflection on their process. Thus, it is important 

to design reflection within the learning tool for 

entrepreneurs. 

To conclude, these 4 elements can contribute to 

creating a relevant learning tool for entrepreneurs. The 

next phase converts these 4 elements into a product 

that scholars can use to incorporate these 4 elements.
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implementing these 4 elements within their learning 

tools. Therefore, this chapter contributes to SQ5: “What 

could a tool look like that supports scholars in creating 

more relevant learning tools?”. This is illustrated at 

number 3.

Chapter 7 and 8 both mention ‘product’. With product, 

the tool that guides scholars into creating their learning 

tool is implied.

It is important to note that this initial chapter does not 

yet incorporate the design science principles, as they 

were introduced in a later phase of the project.

To summarize, this chapter focuses on ideating ways 

to convert the 4 essential elements into actionable 

steps. It develops 3 concepts which are validated 

with a scholar. Afterwards, one concept is chosen and 

further developed in chapter 8.

This study aims to guide scholars in bridging the 

research-practice gap in entrepreneurship, as 

illustrated in fi gure 7.1. Chapter 1 explains the research-

practice gap in entrepreneurship, therefore laying the 

foundation for this thesis. This is illustrated at number 1 

and can be seen as the ‘why’ in creating a solution for 

the research-practice gap.

This thesis continues by analysing various important 

aspects in entrepreneurial learning. It emphasizes the 

importance of understanding the needs and desires 

of entrepreneurs when developing learning tools. By 

using 3 research methods, four essential elements 

have been identifi ed, which are concluded in chapter 

6. These factors serve as guidance for scholars in 

creating relevant learning tools for entrepreneurs. The 

analysis is illustrated in fi gure 7.1 with number 2.

The fi nal part of this thesis focuses on converting 

these insights into a set of steps to guide scholars in 

7.1 Introduction

THEORY PRACTICE

DESIGN

Scholars Entrepreneurs

“Something that translates
theoretical knowledge to

practical use”

1

3

Discovering important 
elements for entrepreneurs 
in using a ‘design’.

Using elements of DS to 
guide scholars in creating a 
‘design’.

A product for scholars to 
create effective learning tools

2

Figure 7.1: The 3 steps that are used to bridge the research-practice gap

Within this group of scholars, there are two subgroups. 

The fi rst subgroup consists of scholars who already 

have the idea of creating a designed artifact, think 

about a canvas or exercises/activities. The second 

subgroup does not currently have plans to create a 

separate designed artifact. Instead, this subgroup 

focusses more on the ‘logic’ and ‘model’, referring 

to the ‘Three Tier Framework’ of Mansoori (2015). 

However, it is essential for this second subgroup to 

realize that entrepreneurs will not read a paper or large 

chunks of text. They rather rely on short introductions 

with immediate activities and interaction. Thus, 

creating a separate designed artifact is essential. As a 

result, both of these subgroups share the challenge of 

converting their research paper into a user-centered 

format.

Scholars also share some characteristics regarding 

their way of working. Usually, a scholar spends 

large amounts of time researching its theoretical 

foundation before creating conclusions. Thus, there 

can be concluded that the scholar can spend some 

time to research how to translate its fi ndings into a 

comprehensive designed artefact. For this product, 

it off ers opportunities to explain the 4 elements of 

an interesting designed artefacts in a broad context. 

However, scholars also need to be convinced of the 

academic background of these 4 elements. Thus, this 

‘evidence’ also needs to be explained broadly. 

Then fi nally ‘creating’ was one of the three interesting 

elements to discover. As is explained before, the 

scholars are trying to create a ‘user-centered’ designed 

To generate ideas for a product to support scholars 

in creating relevant learning tools for entrepreneurs, 

the ideation process was split into three phases. In 

the fi rst phase, I used the research question to defi ne 

elements which were interesting to dive into. Using 

these elements, a second ideation followed. Which 

is used to generate ideas that could be relevant to 

use in the product. Afterwards, these elements were 

clustered and ranked based on their relevance to the 

initial research question. In the third phase, ideas were 

generated to decide on the format of the product. 

Finally, all three phases will be concluded and 

validated with a scholar.

7.2.1 Ideating on support, scholars and creating

The initial research question is ‘What could a tool look 

like that supports scholars in creating more relevant 

learning tools?’. In this question, the emphasis is 

placed on the words ‘support’, ‘scholars’ and ‘creating’. 

To continue, a brainstorm is conducted to ideate on 

these 3 words. All interesting elements identifi ed 

during the brainstorm are visualized in fi gure 7.2. One 

particularly notable element was the purpose behind 

the piece of literature that is written by the scholar. This 

tool focusses on scholars who have the purpose of 

pointing their research directly towards entrepreneurs. 

In other words, these scholars are trying to convey 

a message with the entrepreneur as the end-user. 

Other scholars seek to expand the overall knowledge 

of entrepreneurship without targeting entrepreneurs 

directly. Therefore, this product aims to assist scholars 

who are dedicated to convey an entrepreneurial 

process or method to entrepreneurs.

7.2 The Ideation Phase
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artifact or learning tool. As is thought in the study of 

Industrial Design Engineering, the best user-centered 

products are designed by incorporating the user in the 

creation process. This is also in line with Berglund et 

al. (2018), which explain that one of the elements to 

bridge the research-practice gap, is for entrepreneurs 

and scholars to communicate about their needs and 

desires. This results in interesting elements in the 

discovery of ‘creating’ with elements such as ‘talking 

with the user’, ‘testing with the user’ and ‘using co-

creation methods’. 

What could a tool look like that supports scholars in 
creating more relevant learning tools?

supports scholarssupports scholars in 
creating

supports

scholars

creating

Understandable, Convincing “Evidence”, 
Broadly Explained

scholars Targetted at Entrepreneurs, Already 
Creating an Artefact, Creating Theory 
without Thinking About Relevance

creating Talking with Users, Testing with Users, 
use Co-Creation Methods

Elements Highlights from the Brainstorm Conclusion

Broadly explain content 
supported by sources and research

Scholars are trying to convert 
literature into user-centric artefacts

Invite entrepreneurs into the artefact 
creation process and co-create

Figure 7.2: Results from the initial brainstorm

The following step is to rate these groups with regards 

to the initial research question. Using coloured stickers, 

the author and a co-designer ranked the groups 

by choosing one group which fi tted the following 

questions best. The goal is to rank these groups 

on 4 elements of the previous paragraph. Firstly, 

which groups fi ts the overall question best (pink)? 

Then, which group contributes most to the element 

‘supports’ (purple), the element ‘scholars’ (orange) and 

fi nally the element ‘creating’ (light green). 

It can be concluded that a combination of information, 

examples and a way to stimulate co-creation is 

the most optimal to support scholars in creating 

their artefacts. While the other groups might not be 

irrelevant, it is best to focus on the most important 

elements within the fi rst concept creation. 

7.2.2 Which elements could be used to explain how 

to create a user-centered learning tool?

The second brainstorm element consist of generating 

ideas for the concept. Ideas that could contribute to 

supporting these scholars. The previous paragraph 

concludes that there are elements which are 

particularly important to support scholars, resulting 

in a new brainstorm: “How can we support scholars 

in creating a user-centric artefact”. The brainstorm 

started by freely brainstorming about all relevant 

aspect regarding this brainstorm question. Afterwards, 

these aspects are categorized within 5 groups. These 

groups are: information & examples, collaborate with 

entrepreneurs, rate your designed artefact, reviews, 

citings & downloads and fi nally experts & peer-to-

peer. The categorisation and belonging elements are 

displayed in fi gure 7.3 on the next page. 

How can we support scholars create a user-centered 
learning tool?

Information & 
Examples

Collaborate with 
Entrepreneurs

Rate your Designed 
Artefact

Reviews, Citings &
Downloads

Experts & 
Peer-to-Peer

Examples why it is 
important

Co-creation 
sessions with ent.

Create a success 
measure

Gather reviews on 
your artefact

Expert knowledge 
about artefacts

Side by side 
research with 
scholars

Focus groups of 
scholars in the 
same theme

Multi-disciplinairy 
review teams

How many ent. 
download your 
artefact

How many times 
does your 
framework gets 
cited by others

A checklist to 
check all elements

A rating system for 
your own artefact

Test days to test 
the artefact 

Workshops with 
entrepreneurs

Case day with 
entrepreneurs

Explained by a 
spiderweb on the 4 
elements

Vlog to explain and 
review artefacts

Online blog which 
gives feedback

Figure 7.3: Elements that could be used to guide scholars in creating user-centered learning tools
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To continue, the brainstorm used the main question: 

‘In what format do I present the information to the 

scholar?’. Every 5 minutes, a new brainstorm started for 

another persona. Therefore the brainstorm lasted 30 

minutes in total. 

The brainstorm resulted in 84 ideas, categorized 

among 6 diff erent personas of scholars. The results of 

this brainstorm are displayed in fi gure 7.4. 

7.2.3 How do I reach scholars with important 

elements

Maybe the most important questions is how to reach 

the scholars with my information. Thus, what is the 

boundary object of my product. While the set of 

information and a way to stimulate co-creation, the 

object and how to display this information remains 

undiscovered. Together with another Strategic Product 

Design student, a new brainstorm is conducted to 

research the various formats in which the information 

could be provided to the scholar. 

To eff ectively brainstorm many ideas, a creative 

brainstorm technique is used which is a derivative 

of the ‘thinking hats’. First, personas of scholars are 

brainstormed. In this brainstorm, six diff erent personas 

are created. The personas consists of: 

Ȩ I read a lot scholar

Ȩ I discuss with peers scholar

Ȩ I am an entrepreneur scholar

Ȩ I ask a lot of (open) questions scholar

Ȩ I am a never-ending searcher for information 

scholar

Ȩ I try a lot of new things to discover scholar
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Blogs Google scholar
On the back of a 
hagelslag pack

All content factors & 
infromation

Have a checklist on the 
wall

Letter from he proffessor 
he must use the steps

On a tea bag
Reading a research 

paper of a peer
Many different sources

It needs to be verified 
information

One-pager or 
small booklet

Book Magazine
Step by step plan in 

research paper
Toy package with 

explenations

Cookbook
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r

Examples
Check work in focus 

groups
Blog Linked in post with figure

Tea time discussions Reddit
Checklist + the scholars 

model in sharable format
Peer feedback forum

Beer night with 
discussions

Peer feedback via rubric

A poster with flyers
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Discuss ideas via discussion 

forum (debating)
Summerizing powerpoint 

to share
Citation of model

I a
m

 a
n

 e
n

tr
e

p
re

n
e

u
r 

sc
h

o
la

r

Examples from 
entrepreneurs

Email / postal reminders Practice Presentation / pdf file

Appicable canvas / 
model

Learn from close contact 
with practice

Linked-in Learning program @ home package

Incubator programmesFirst touchpoint with 
important elements

Other entrepreneurs Workshop On twitter
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Community to build upon 
experience of others
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with information

Possibility to add 
information

Activation tool to simplify 
seach for information

Community centre with 
posters & information

Informational book with 
sequals with examples

Keywords to use in 
scholar for more infor

International trips for 
collaboration

Combine practice with 
knowledge

Ste by step plan with 
deadlines
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See if other cultures can 
also use the tool

A community to share my 
experiences with

Brainstorm tools to 
discover

Let yough scholars from 
business school use tool

Use metaverse to test 
model

Ask father for help
See if children can use 

the tool

Explain the elements 
really briefTake a walk

Make & test prototypes 
in lab

A format where a scholar 
can test and write learnings

Testable measures or 
qual questions to test 

workability

Ideas that fit in all five categories: 

Chosen concepts for further development
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Send in your tool & get 
feedback (automatic)

Community like forum

Peer feedback on 
important elements

Easy navigation through 
information

Submenu that provides 
information on question

Open source 
clickable page with 

explenation & examples

Platform for finding 
interesed entrepreneurs

Physical co-creation 
space / flex work space

Tenders & competition 
on best tool

FAQ’s with explenation Qual interviews AI chatbot
Ask & response blog with 
scholars & entrepreneurs

84 ideas of how to present the information of the learning tool 
elements to scholars

Figure 7.4: 84 product ideas to support scholars
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makes the product more effective.

 Ȩ It must be widely accessible 

Scholars are everywhere, therefore it is necessary 

to create a product which is not location 

dependent. However, if it would lead to a 

psychical tool it should be able to be printed or 

something similar right away.

 Ȩ All information and ‘evidence’ regarding the 

elements should fit on it

Scholar rely heavily on scientific knowledge. 

This makes it essential to provide all the 

information that is beneath the surface of the 

elements provided to them. This also makes it 

more trustworthy to implement the elements. It 

also enables the scholar to learn more about a 

certain topic to be able to discover new ways to 

implement a certain theory.

The five criteria above are used to make a selection 

of the 84 ideas. This resulted in 16 ideas that could 

be merged into 3 final concepts. These 3 ideas are 

connected to the various archetypes described before. 

Furthermore, these ideas are significantly different 

which makes it able to test which direction of the 

concept works best. This selection is highlighted in 

figure 7.4 above.

To continue the search for the most fitting concept, a 

set of five criteria were created. The criteria were based 

on the nature of the scholar and the availability of the 

concept. Below, the evaluation criteria are explained:

 Ȩ It has to be used by scholars only

Although peer to peer feedback is something that 

is valuable to scholars, the purpose of this product 

is to focus on the learning this thesis discovered 

in earlier chapters. This means that peer-to-peer 

feedback could drift away from the essence of 

creating a more effective learning tool. Another 

reason is that to create a community of scholars 

and/or entrepreneurs who are collaborating, 

takes a long time to build. The purpose of this 

thesis is to design something that can be used 

directly.

 Ȩ It must provide a possibility to explain in visuals

The elements explained in chapter 6 have to be 

supported by visuals to properly understand 

the context of the information provided. This is a 

criteria which also uses gut-feeling to determine 

that conveying the message that is in the 

elements is easier if supported by visuals.

 Ȩ It has to be easy to use

It is important to create a product which is easy 

to use for scholars. This means that scholars do 

not only understand ‘what’ needs to be in their 

learning tool, but also ‘how’ to implement this. 

This results in a better understanding of how 

to change their learning tools, which therefore 

Interactive online webpage with AI chatbot

The third idea is an online version of the 

concept. The scholar is able to access the 

information from everywhere and the tool 

could be more interactive than a static 

version. This allows the concept to be 

build in ´layers´, where the scholar can dive 

deeper into the background information 

if desirable. This concept also allows for 

new technologies to be incorporated into 

the design. Rising technologies, such as an 

AI chatbot, allows the product to be more 

customized to the needs of the scholar. 

Information could be rapidly available and 

more background information could be 

requested if necessary. Furthermore, the 

concept has the potential to be developed 

into a community platform in which scholars 

can schare expertise and experiences.

Archetypes: “I discuss with peers scholar, 

I ask a lot of (open) questions scholar, I am 

a never-ending searcher for information 

scholar, I try a lot of new things to discover 

scholar.”

Final selection of 3 formats

A small booklet

The first idea is to summarize the findings 

of this research paper in a small booklet, 

categorized per important element of the 

learning tool. It will be bundled in a small 

booklet which can be shared as an appendix 

of the thesis or separate through online 

channels. The scholar can download this 

booklet and it should contain all of the 

necessary information explained in text and 

figures.

Archetypes: “I read a lot scholar”

Explanatory card set

The second idea is similar to the first idea, 

only then is the information presented with 

less text in a ´one card per subject´ format. 

This will result in a more visualized format, 

which might be more useful to stimulate 

the scholar to perform direct action. Short 

insights and more actionable points.

Archetypes: “I am an entrepreneur scholar, I 

am a never-ending searcher for information 

scholar, I try a lot of new things to discover 

scholar.”
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is explained, for example ‘action-oriented’. At least 

one proper design and one flaw should be in the 

product.

 Ȩ An instruction in how to test the learning tool with 

entrepreneurs on the element that is implemented. 

For example, a step-by-step instruction in how to 

validate the learning tool on the ‘action-oriented’ 

aspect.

7.3.2 Continue with one important element for the 

concepts.

To continue the creation of the product, one important 

element to design learning tools is chosen. With the 

limited amount of time of this thesis, the ´action-

oriented’ element is chosen to be used for the 

concepts. 

7.3.1 The content of the concepts

First, it is essential to gather the necessary information 

that needs to be in the concept. Although the format 

of the concept can differ, the information presented 

in the format is the same for all three concepts. The 

first two brainstorms emphasizes on two main aspects. 

First, providing information and examples of how to 

incorporate the elements within learning tools. Second, 

providing a way to co-create with entrepreneurs and 

validate your own learning tool on the effectiveness of 

the element that is incorporated. 

To continue, the product should also activate the 

scholar to incorporate the element in its learning tool. 

Therefore, the product should not only focus on the 

‘what’, but also on ‘how’. This implies that the product 

could provide more guidance to the scholar. Thus, a 

step-by-step plan is also something to be added to 

the product.

To conclude, the product should consist the following 

elements:

 Ȩ Information of the important element that needs 

to be implemented in the learning tool. This is 

already explained in chapter 6. The background 

information of the thesis on this topic should also 

be available.

 Ȩ A step-by-step instruction in how to implement 

such an element within your learning tool. This 

way the scholar can directly proceed to action.

 Ȩ Examples of well and poor designed learning 

tools. It needs to be criticised on the element that 

7.3 Proceeding to Create Concepts

To validate the concepts, all three concepts are 

created. This lets the scholar experience the total 

product. As mentioned before, only the chapter of 

´action-oriented’ is created. The idea is that each 

element exists of 4 components: an introduction into 

the element, how to implement the element into the 

learning tool, examples of the element within existing 

tools and finally a way to test the learning tool with the 

end-user. Below, the three concepts are displayed and 

the design choices are justified.

7.4 The 3 Concepts

7.4.1 The Booklet

The first concept is the traditional booklet. This is 

the concept that stands closest to what scholars 

currently use. The booklet exists of 15 pages, which 

is showcased in appendix C. Each component is 

displayed in 2 pages, so the booklet can be used 

quickly. Scholars are able to download the booklet 

through various channels and print it or read it digitally. 

The booklet is created on an A5 format. 

Figure 7.5: Concept 1 - The Booklet 
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7.4.2 The Cards

The second concept is a set of cards which can be 

used by the scholars. The card set is available online 

and the user is able to print it at home. The card set 

allows for more interaction between the concept and 

the scholar, as it offers various whitespace to perform 

exercises or to make notes about your learning tool. 

This format might stimulate more ‘doing’ while reading 

the learnings.  The cards are designed in an A4 format 

so they can be printed at home.

Figure 7.6: Concept 2 - The Card Set

7.4.3 The Interactive Tool

In the creative thinking process, interaction is an 

important aspect of the product. Therefore, it is 

interesting to discover a digital format. This provides 

an opportunity to create a more dynamic environment. 

Together with this dynamic environment, is the trend 

and development of artificial intelligence. This offers a 

big opportunity to create a tool which could scan the 

learning tool of the scholar. Moreover, this results in a 

more personalized feedback experience and therefore 

the tool could be more impactful. However, it might 

be new to scholars and therefore difficult to convince 

scholars to use this digital tool. In the figure below an 

overview is provided in how this concept looks. 

Figure 7.7: Concept 3 - The Online Tool
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be the most important part of the concept. Therefore, 

a next concept could present the information and 

details more on the background. The user is more 

interested in ‘how’ to implement something in their 

tool. Therefore, the next element should be more 

interesting for the user:

The Step-by-Step Guidance: 

The storyboard is really nice. However, I am not a 

designer so I need some more extensive knowledge 

about how to perform these kind of exercises. 

Define the goal of the exercise to know why I should 

use something like this.

Also create an exercise about how to present your 

information to the entrepreneur, without overloading 

the entrepreneur with information. “Which theoretical 

background is really necessary to use my tool?”

The reflective questions were really nice. Improving 

those a bit more could really support me in thinking 

about all the aspects. 

The user was particularly interested in this part of the 

concepts. This part of the concept should definitely be 

in the concept. Some improvements must be made, 

such as: providing more explanation at the exercises 

including a clear goal of the exercise. Keep the 

reflective questions, improve them a bit more. Create 

an exercise which focusses on how to explain the 

learning tool to entrepreneur without using much text. 

The following piece of content was some exercises 

To create a desirable product for scholars, it is 

important to co-create with these scholars. Therefore, 

the concepts are tested with a scholar who recently 

created an entrepreneurship framework. The 

experiment is setup online and the scholar received 

all three concepts beforehand. This way the user was 

able to read the information provided in the concepts 

and got to know the concepts better. 

The feedback experiment was created in a semi-

structured way, to leave room for suggestions and 

out-of-the-box feedback. In the experiment, three 

main items were tested: the 4 different pieces of 

content presented in the concepts, the preference for 

interaction with the product and finally the format of 

the concepts. 

7.5.1 The 4 different pieces of content

First, the feedback on the 4 pieces of content 

is explained. The 4 pieces of content existed of: 

information of the important element, a step-by-

step instruction on how to implement the element, 

examples of learning tools that incorporated this 

element and finally an instruction in how to validate 

the learning tool. Below is the feedback on the first 

piece of content displayed in the concepts:

Information: 

Information is nice to read more about how 

somethings works, although my preference is really 

the ‘how’ to implement something.

Thus, there can be concluded that information is still 

relevant to offer to the scholar. However, this might not 

7.5 Testing the Concepts

a good experiment could also be beneficial.

In conclusion:

 Ȩ Information and examples should be 

placed as background information. 

How-to and validation is most 

important.

 Ȩ Exercises should be explained in 

more detail and the goal should be 

clear. Reflective questions should be 

improved, because they were useful. 

Create an exercise which provides 

exercises how to explain the tool to 

entrepreneurs.

 Ȩ Move validation to a more prominent 

place. Add the DS principles for theory 

backed validation exercises.

to show to the scholar. This way the scholar could 

understand how certain elements work in other 

examples.

Examples:

I did not really look at those, but I can understand that 

they can provide some extra information. Not the first 

priority for me.

In this case, the scholar did not look at these examples. 

They can be valuable in the same way as providing 

more background information on the pieces of content. 

This could be placed more into the background of the 

concept.

The next piece is provided to validate the tool with the 

end-user. To provide the scholar with tools to do so, 

the scholar is able to co-create with the end-user of 

their tool.

Validate the Learning Tool:

This was also really useful for me. Important to know 

how to set up a proper experiment.

I used many tools and information from the ‘Design 

Science Research Methods’. Maybe a good idea to 

look into those.

This piece of content was valued as very important by 

the scholar. This could have a more prominent place 

into the next concept. Also the participant pointed out 

that he used the DS principles to validate its tool. Which 

could be relevant to add within the next iteration on 

the concepts. Some more information in how to setup 
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In conclusion:

 Ȩ Interaction with the tool gives a deeper 

understanding in the various elements 

of optimizing the tool.

 Ȩ Interaction is also preferred, extra 

information could be provided in the 

background. 

 Ȩ Write down clear goals of the exercises 

to see how and when to use the 

exercises.

7.5.2 The preference for interaction with the product

The second part of feedback is about the way of 

interacting with the product. Although every scholar 

uses the product differently, it is interesting to 

understand if this scholar prefers are more interacting 

way of optimizing its learning tool or rather reads a lot 

and then starts to optimize. The following feedback 

resulted from the interview:

For me, I think the cards provide the most interaction 

directly with the tool. Something that is really relevant 

for me. I think you should really practice and work with 

your tool to get a better understanding of the tool. 

Maybe even some more interaction, like stickers 

or printable pieces of content that I can stick to 

my own tool could support me in getting a better 

understanding.

I did not really read a lot before wanting to directly see 

what I could do with it. 

It can be concluded that the scholar wants to interact 

with the product and its learning tool to dive deeper 

into understanding the various aspects of optimizing 

its tool. Therefore, the cards were a particularly useful 

tool because the scholar could write on it and use 

them right away. The information could be placed to 

the back. Then again, the goal of the exercises and 

information should be clear so the scholar can use it 

directly.

7.5.3 The format of the concept

The final part that is tested is the format of the 

concepts. In this experiment, three different formats 

of products were tested. The following feedback is 

provided regarding the three different formats: 

The booklet is a nice format to hand-out after a 

presentation or conference I could imagine.

The card set is really valuable, because you want to 

go to work directly. It support interaction with the tool.

Maybe it is an idea to combine the card set and 

the booklet. The booklet could provide some more 

information besides the cards. Or maybe the cards 

could be the last couple of pages of the booklet that 

you can take out?

The online tool could provide even more examples 

and information. I do not think that a solution totally 

online should be designed. It is important to use 

physical elements to brainstorm with your tool.

Maybe the online tool does offer some opportunities 

to add videos that explain your tools.

Provide an example of how people should use your 

tool as well.

Thus, it can be concluded that a combination of the 

card set and booklet would be ideal. The online tool 

was difficult to imagine, since it is not easy to develop. 

However, the online platform would be perfect to add 

videos and more content. The card set would provide 

direct interaction and can even be more interactive 

than it is now. The booklet is a valuable way to provide 

more background information and examples regarding 

theoretical backing for example. Also an example of 

how people would use the product would be beneficial 

in using the tool.

In conclusion:

 Ȩ A combination of the card set and 

booklet would provide interaction 

as well as an opportunity to add 

background information and examples.

 Ȩ The online tool could be an opportunity 

in the future to automatically test 

learning tools & add options to co-

create. However, currently it is hard to 

develop.
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This chapter marks the beginning of the development 

phase of this thesis, focussing on coverting the 4 

essential elements into a product. This product 

guides scholars into implementing these 4 essential 

elements in their learning tool. Therefore, this chapter 

partly answers SQ5: “What could a tool look like that 

supports scholars in creating more relevant learning 

tools?”. However, chapter 8 further explores this sub-

question.

This chapter starts by ideating on the initial research 

question: “What could a tool look like that supports 

scholars in creating more relevant learning tools?”. 

This resulted in 3 conclusions. First, the product 

should broadly explain content, supported by 

sources and research. Second, scholars are trying to 

convert literature into user-centered artefacts. Third, 

when creating learning tools, it is beneficial to invite 

entrepreneurs into the artefact creation process and 

co-create with them. 

The second conclusion of the initial brainstorm 

question lead to the following brainstorm: “How 

can we support scholars create a user centered-

learning tool?”. From this question, there is concluded 

that ‘information & examples’ and ‘collaborate with 

entrepreneurs’ are two essential elements that should 

be in the product. 

A third brainstorm is conducted to ideate the boundary 

object in which the information, examples and co-

creation session should be presented. This brainstorm 

is conducted using 6 archetypes of scholars to foster 

7.6 Concluding Chapter 7

the creative process. As a result, 84 boundary object 

ideas were created. 

Using 5 criteria and based on the testability of the 

concepts, 3 concept ideas are created. These concepts 

consists of a booklet, a set of cards and an online tool. 

The process continued by brainstorming the content of 

the concepts. This resulted in 4 content elements that 

are incorporated in all 3 concepts: information on the 

element that is discussed, a step-by-step instruction 

on how to implement the element, examples of well 

designed learning tools and finally an instruction how 

to test the learning tool with entrepreneurs. These 3 

concepts are created and displayed in appendix C. 

Afterwards, the 3 concepts are tested with a scholar 

to gather feedback. The feedback is converted into 

design conclusions, which supported the creation of 

one final product in chapter 8. The conclusions on the 

feedback is shown on the next page.

In conclusion, this chapter creates and validates 3 

concepts. It contains a first step into creating a product 

which can guide scholars to implement the 4 elements 

into their learning tool. Therefore, it party answers SQ5. 

The 4 different pieces of content

 Ȩ Information and examples should be placed as background 

information. How-to and validation is most important.

 Ȩ Exercises should be explained in more detail and the goal should be 

clear. Reflective questions should be improved, because they were 

useful. Create an exercise which provides exercises how to explain the 

tool to entrepreneurs.

 Ȩ Move validation to a more prominent place. Add the DS principles for 

theory backed validation exercises.

The preference for interaction with the product

 Ȩ Interaction with the tool gives a deeper understanding in the various 

elements of optimizing the tool.

 Ȩ Interaction is also preferred, extra information could be provided in the 

background. 

 Ȩ Write down clear goals of the exercises to see how and when to use 

the exercises.

The format of the concept

 Ȩ A combination of the card set and booklet would provide interaction as 

well as an opportunity to add background information and examples.

 Ȩ The online tool could be an opportunity in the future to automatically 

test learning tools & add options to co-create. However, currently it is 

hard to develop.
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Chapter 7 displays insights regarding the 4 different 

pieces of content, the preference for interaction 

with the product and the format of the concept. As 

a result, the concepts are merged into one product. 

This product consists of a set of cards, also called ‘the 

workbook’, together with a booklet which explains the 

theoretical background of the workbook and shows 

various examples of tools. More about the new product 

will be explained in paragraph 8.3.

Paragraph 8.4 conducts one more feedback session 

with a different scholar. In this feedback session, 

improvements for the further development of the 

product are concluded. 

The previous chapter partly answers “SQ5: What could 

a tool look like that supports scholars in creating 

more relevant learning tools?”. To fully answer SQ5, 

it is important to dive deeper into the concepts and 

develop one final product. This chapter creates one 

product based on the concepts in chapter 7 and the 

feedback that was provided to these concepts. 

The concepts in chapter 7 did not yet include the 

design science principles. These principles are 

discovered in a later stage of the project and therefore 

added to the final product in this chapter. As a result, 

the content of the product exists of design science 

principles tailored with the 4 entrepreneurial elements 

which derive from the analysis phase in this thesis. 

More on the theory that guides the final product is 

explained in paragraph 8.2.

8.1 Introduction

8.2.1 Design science principles

First, the design science principles were analysed. 

As explained in chapter 1, design science research 

is an approach to convert scientific knowledge into 

artifacts. Although it is mainly used in other fields such 

as information sciences, it is still relevant to look at 

the best-practices. Sonnenberg & Von Brocke (2012) 

present a way to build and evaluate design science 

8.2 Theory that Guides the Workbook

artifacts within information sciences. First they present 

an overview into prior DSR processes, which is shown 

in figure 8.1. Sonnenberg & Von Brocke (2012) criticise 

that these methods only start to evaluate after the 

design phase, whereas evaluation is suggested 

to already occur before an artifact is created. For 

example, evaluation on the justification of the artifact 

by validating the problem and motivation.

Build Evaluate

Identify 
Problem & 
Motivate

Define Problem

Show 
Importance

Define 
Objectives of a 

Solution

What would a 
better artefact 
accomplish?

Design & 
Development

Artefact

Demonstration

Find Suitable 
Context

Use artefact to 
solve problem

Evaluation

Observe how 
effective, 
efficient

Iterate back to 
design

Communication

Scholary 
Publications

Professional 
Publications

Figure 8.1 Build and Evaluate in DSR - Sonnenberg & Vom Brocke (2012)

Thus, Sonnenberg & Vom Brocke (2012) suggest 

to evaluate in 4 evaluation phases. The process is 

displayed in figure 8.2. This process starts to evaluate 

early on, therefore creating short iterative loops. This 

is something that is also dominant in design theories. 

As a result, this product should adopt short iterative 

cycles as well. Preferably before the learning tool is 

created. This does not necessarily mean that every 

evaluation session should be conducted with the 

end-user. However, guidance in self-evaluation of the 

learning tool is beneficial to implement.

To continue, table 8.1 shows the evaluation cycles 

that Sonnenberg & Vom Brocke (2012) suggest. 

These evaluation cycles are important to display 

because they are used in the redesign of the product. 

Sonnenberg & Vom Brocke suggest 4 cycles. 

Eval 1

The first cycle directly evaluates the problem 

statement, research need and design objectives. Thus, 

this evaluation occurs before creating the learning 

tool. This evaluation serves the purpose of ensuring 

that a meaningful design tool is created. It justifies the 

problem and gives reasons for creating an artifact.
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Eval 2

The second evaluation dives into the evaluation of the 

design specification. It shows if the solution that is to 

be created also fits the problem statement, therefore 

showing the applicability of the solution. Still the 

artifact has not yet been created, so this evaluation is 

based on the design objectives, together with the tool 

and methodologies that are going to be implemented.

Eval 3

The third evaluation is the first evaluation that happens 

after creating the artefact. Therefore, it is important 

to first setup an organized experiment with test 

users in an artificial setting. This serves the purpose 

of validating the applicability of the designed tool. In 

other words, does the tool provide enough to solve 

the problem. Furthermore, it can display ease of use, 

effectiveness and efficiency.

Eval 4

The fourth evaluation takes place to show that an 

artifact is both applicable and useful in practice. By 

using the ‘three realities’ (real tasks, real systems, real 

users), the use of the tool is examined in a real-world 

setting. This will reveal if the end-user will use the tool 

without the creator interfering in the process. 
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Figure 8.2 Build and Evaluate in DSR - Sonnenberg & Vom Brocke (2012)

Activity Input Output Eval. Criteria

Eval 1

Problem statement

Research need

Design objectives

Design theory

Justified Problem Statement

Justified Design Objectives

Applicability, Suitability, Importance, Novelty, 

Feasibility

Eval 2

Design Specification

Design Objectives

Design tool/methodology

Validated Design Specification

Justified Design Tool/

Methodology

Feasibility, Accessibility, Understandability, Clarity, 

Simplicity, Elegance, Completeness, Level of Detail, 

Internal Consistency, Applicability, Operationality

Eval 3
Instance of an Artifact 

(Prototype)

Validated Artifact in an Artificial 

Setting (Proof of Applicability)

Feasibility, Ease of Use, Effectiveness, Efficiency, 

Suitability

Eval 4 Instance of an Artifact

Validated Artifact in a 

Naturalistic Setting (Proof of 

Usefulness)

Applicability, Effectiveness, Efficiency, Impact on 

User, Usefulness

8.2.2 Specific Tools

The design science principles is used as main method 

for the improved content. However, other methods are 

used to strengthen the steps in particular. As creating 

an artifact is a ´design process´, Methods from the 

field of Industrial Design Engineering could be used to 

support the scholar in designing their learning tool.

The problem definition by Roozenburg and Eekels 

(1995)

The first step is creating a problem statement. This 

is a common step in a design process and therefore 

insights from Roozenburg and Eekels (1995) are used 

to support the creation of this step. In their research 

they describe that designers often underestimate the 

work that is required to find and define the problem. 

After all, the learning tool that is going to be designed 

should address a certain problem. If this problem is 

well defined, the solution could be precisely tailored. 

Therefore, the learning tool has a higher chance to 

be used for that particular problem, rather than being 

a tool which serves different purposes in a mediocre 

way. In this product, the standard questions from 

this research are used to define a problem. Which 

are ‘What is the problem?’, ‘Who has the problem?’, 

‘What are relevant context factors?’, ‘What are the 

goals?’, ‘What are the side effects to be avoided?’ and 

‘Which actions are admissible?’. This questions are 

implemented in step one of the final design.

Step-by-step guidance by Mansoori (2020)

Mansoori analysed several methods in the domain 

of entrepreneurship. These methods have a different 

approach regarding the way they guide entrepreneurs. 

Some methods are focussed on step-by-step 

guidance, while others provide less guidance. Also 

Table 8.1 The 4 cycles of evaluation presented by Sonnenberg & Vom Brocke (2012)
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Mansoori refers to the amount of ‘redirection power’ a 

tool should have. This all is important to keep in mind 

while designing the interaction an entrepreneur has 

with the learning tool. Out of this research derived the 

3 questions in step one: ‘Describe the entrepreneur’, 

‘Level of entrepreneurship experience’ and ‘Need for 

step-by-step guidance’. 

Product Usability Evaluation by various authors

From the Delft Design Guide (page 133), a method is 

described how to prepare your user test. It highlights 

several important elements such as: ‘creating a 

storyboard’, ‘decide which parts you need to evaluate’ 

and ‘write down how the user interact with the product’. 

These elements are used to create step 3 and step 6 in 

the workbook.

8.2.3 Combine the research into the cards

The theory, explained above, is merged with the 4 

elements into the process shown in figure 8.3 The 

process builds upon the ´build-evaluate’ stages of 

design science research, while keeping the short 

iterative loops that Sonnenberg & Vom Brocke 

suggested in mind. The first stage of the consist of 

‘build’, where the scholar is able to validate its design 

objectives with reflective questions. Also it supports 

the scholar in discovering its target audience by 

asking questions about the learning preferences of 

the entrepreneur. Moreover, it guides the scholar in 

implementing the important entrepreneurial elements 

in its design. This step is implemented in an early 

phase in the design process to make sure these 

elements are directly incorporated. The ‘build’ phase 

closes with a self-evaluation exercise to guide the 

scholar in checking all the essential elements of its 

design before testing it with users.

Afterwards, the evaluation phase starts. First it consists 

of 3 steps to guide the scholar in testing in an artificial 

setting. These steps support the scholar in testing its 

design objectives first. This makes sure the iterative 

loop is kept short and the scholar can validate if the 

canvas is clear. Moreover, these steps support the 

scholar by shortening its explanation in the canvas 

to keep it concise. This adds to the ‘action-oriented’ 

nature of the tool. Finally, the steps provide support in 

setting up a test setting with entrepreneurs. It gives the 

scholar tools to conduct an effective validation study.

The evaluation phase closes with support in 

measuring the success of the learning tool in real-life. 

This ensures the tool is tracked during use and iterated 

if possible. It gives a final answer on the usefulness of 

the tool in real-life. 

The next chapter explains all the steps in detail, 

together with an explanation of the chosen format.

1

Build

Translate knowledge to a concept

The Justification
Before creating a solution, you need to be 
sure you are working on the right problem. 
Justify your choices and set a target goal for 
your learning tool.

4

Validate Concept in an Artificial Setting

Justification Experiment
What does the entrepreneur think of your 
solution? Does it solve their problem? What is 
the most important element to be 
implemented according to them.

7 Real-World Validation
Finally, it is important to measure the success 
of your tool in real-life. This gives an answer 
on how useful your tool really is to the end-
-user.

2 The Design Specification
How are you solving this problem? What 
entrepreneurial elements can you implement 
to make sure your tool does get used?

5 The Explanation Exercise
Time that it takes before the entrepreneur 
can dive into action might the most important 
reason for tool failure. Design the explanation 
of your tool as concise as possible.

3 Self-Evaluation
Before showing your work to test-users, 
evaluate your own tool using a storyboard 
and critical questions.

6 One Full Lap
Validate your learning tool with test-users. 
This step shows you how to prepare and get 
useful answers out of your research.

Evaluate Applicability Evaluate Usefulness

The Learning ToolThe Concept

Validate in Real-Life

4 Essential Entrepreneurial Elements

1 Entrepreneurial Learning

2 Know your Audience

3 Action-Oriented Tools

4 Reflection

4

2 2

33

43

1

Figure 8.3: The 4 cycles of evaluation presented by Sonnenberg & Vom Brocke (2012)
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8.3 The Renewed Workbook

The aim of the product is to successfully guide scholars 

into creating relevant learning tools for entrepreneurs. 

In chapter 7, three concepts are created to validate 

their contribution to the problem. In this paragraph, the 

final solution is presented.

An important note is that this thesis wants to focus 

on supporting scholars in the present. This results in 

a product that can only use current technologies and 

preferably has a limited development time. Therefore, 

this thesis makes a design decision to focus on the now. 

As a result, the aim is to utilize the available resources 

and project timeframe to develop a testable solution. 

Although this solution might not be flawless, it serves 

the purpose of hypothesis testing and validating the 

content and discovered entrepreneurial elements.

To test the content and interaction of a product that 

could support scholars in creating relevant learning 

tools, a workbook is created. The workbook consists 

of 7 interactive steps that guides the scholar in 

building and validating its learning tool. The workbook 

is an iteration on the booklet and card set concepts, 

presented in chapter 7. 

Based on the feedback, the workbook is created 

as a first testable solution to the research-practice 

gap. Due to time constraints, the booklet has not yet 

been created. However, the thesis could serve as 

the booklet for now. Currently, it is most important 

to validate the process described in the workbook, 

together with the way of interacting with the scholar. 

The workbook is enough to validate the question “Is 

it possible to support researchers in creating relevant 

learning tools for entrepreneurs?”. 

As mentioned before, the workbook consists of a total 

of 7 steps. 3 steps that support scholars in building 

the learning tool, together with 4 steps that guide the 

scholar in evaluating its tool. The workbook is available 

in an online PDF format, which enables the scholar 

to download it and print it. The steps are designed 

to interact on the paper itself, therefore whitespace 

is added to fill in the questions. The workbook can 

be seen in appendix D. Figure 8.5 below shows an 

impression of the redesigned workbook.

Feedback on the Concepts Result in the new Workbook

Place the information and examples in the background. 

How-to and validation is most important.

The workbook consists 7 interactive steps to build and 

validate the learning tool. This workbook is created first 

for validation, in the future the booklet could provide 

more information. However, the information is currently 

presented in this thesis.

Interaction is preferred as it gives a deeper 

understanding in the various elements of optimizing the 

tool.

Exercises should be explained in more detail with a 

clear goal.

More exercises are added and explained in more detail. 

The steps indicate the goal of the exercise.

Implement an exercise which focusses on how to 

explain your tool to entrepreneurs

Step 5 consists of a step to explain your tool as concise 

as possible to the end-user.

Use a combination of a booklet and card set to provide 

information and interaction. 

First, the workbook is created to test the interaction and 

the steps. In a later stage, the booklet could be created. 

However, currently the thesis could serve as the booklet.

Use the online tool to offer more options. The online tool 

could provide options to co-create and check your tool 

in the future.

First, the workbook is created as a testable product. 

Afterwards, the booklet and online tool could provide 

even more support to the end-user.

Table 8.2: The feedback derived from chapter 7 resulted in new elements in the workbook
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3

Introduction

This workbook provides 7 steps to build and evaluate your learning tool for entrepreneurs. 

research. By using these 7 steps, you will get a better understanding of how your tool will 

perform among entrepreneurs and it will give guidance in how to validate your tool with 

end-users. Step 1-3 dive into the reason why your tool exists and how to implement several 

elements that are important when creating a tool for entrepreneurs. Step 4-6 will show you 

1

Build

Translate knowledge to a concept

Before creating a solution, you need to be 
sure you are working on the right problem. 
Justify your choices and set a target goal for 
your learning tool.

4
What does the entrepreneur think of your 
solution? Does it solve their problem? What is 
the most important element to be 
implemented according to them

7 Real-World Validation
Finally, it is important to measure the success 
of your tool in real-life. This gives an answer 
on how useful your tool really is to the end-
-user.

2
How are you solving this problem? What 
entrepreneurial elements can you implement 
to make sure your tool does get used?

5
Time that it takes before the entrepreneur 
can dive into action might the most important 
reason for tool failure. Design the explanation 
of your tool as concise as possible.

3
Before showing your work to test-users, 
evaluate your own tool using a storyboard 
and critical questions.

6 One Full Lap
Validate your learning tool with test-users. 
This step shows you how to prepare and get 
useful answers out of your research.

The Learning ToolThe Concept

and iterate fast with honest feedback of entrepreneurs. As a result, you will get feedback 

on how your tool performs relating to your original design goal. In step 7, guidance is 

provided how to evaluate your tool in real-life. It provides support in setting up a real-world 

experiment.

The Workbook

Finally, it is important to measure the success 
of your tool in real-life. This gives an answer 
on how useful your tool really is to the end-

and iterate fast with honest feedback of entrepreneurs. As a result, you will get feedback 

on how your tool performs relating to your original design goal. In step 7, guidance is 

provided how to evaluate your tool in real-life. It provides support in setting up a real-world 

How to design learning tools 
that entrepreneurs actually 
use?

7 Steps to build and validate your entrepreneurial learning tool

Frank Mintjes

The Workbook

8

Evaluate Applicability

Goal: Validate the clarity of your tool together with 
the need to solve this problem.

tool, as it must have a clear purpose.

Seek the opinion of the entrepreneur to ensure 

clarity on the problem being solved and how the 

tool addresses it.

warrant solving, considering the option of narrowing 

the tool’s scope if necessary.

than attempting to address multiple problems with 

mediocre results.

Encourage honest feedback from entrepreneurs 

during tool usage to uncover any shortcomings or 

areas for improvement.

Experiment
4

Ask the entrepreneur what problem this could solve

Answer of the entrepreneur:

1

Give the entrepreneur 5 minutes to look at your tool 

and read the information provided. Afterwards, ask the 

entrepreneur what the purpose of this tool is and what 

What is the entrepreneurs current situation?

What are alternative solutions?

2

Now check the current situation of the entrepreneur. 

Does the entrepreneur really have this problem and are 

if necessary.

What is absolutely necessary to solve this problem?What does the entrepreneur do now?

Evaluate Applicability

if necessary.

9

Evaluate Applicability

Goal: Optimize the explanation of your tool to 
match the action-oriented view of entrepreneurs.

Explanation 
Exercise

5

Lengthy and complex information can hinder the 

action.

Entrepreneurs prefer tools that are self-explanatory 

and minimize the need for extensive reading.

Limit the amount of text in the tool to allow for a 

smooth user experience.

Conduct exercises to test the necessary amount of 

information required to guide the entrepreneur in 

using the tool.

Additional supplementary information can be 

provided on separate pages, but it should not be 

mandatory to read.

Create 3 explanations for every step (use more words every time)1

Goals and Objectives

Fill in the goals and objectives of 
your startup. Make sure to keep it 
concise and focussed.

Goals and Objectives

Fill in the goals and objectives of 
your startup. Remember to maintain 
conciseness and focus throughout 
your response. Your goals and 
objectives should be realistic and 
attainable, considering the available 
resources

Fill in the goals and objectives of 

areas or industries you plan to target. 
Consider factors such as market de-
mand, competition, and your unique 
value proposition. Describe your 
intended impact, whether it’s solving a 

disrupting an existing market.

Goals and Objectives

First give the entrepreneur the least amount of words. If the 
entrepreneur cannot procceed, provide the second card.

2

Evaluate Applicability

Additional supplementary information can be 

provided on separate pages, but it should not be 
First give the entrepreneur the least amount of words. If the 
entrepreneur cannot procceed, provide the second card.

2

10

Evaluate Applicability

Goal: Gather feedback on your learning tool by 
testing with entrepreneurs.

Prepare the tool and select a focus group for 

Seek honest opinions from the entrepreneur 

rather than seeking feedback that aligns with your 

preferences. Use this feedback to improve the tool 

and increase its likelihood of future usage.

Ask yourself the following questions to prepare:

How and where do you want to test your model? 

Do you want to be present? 

Do you want the entrepreneur to speak aloud?

One Full Lap6

Choose your Focus Group1

to the user who will use your tool in practice. Use the storyboard tool in step 3 to 

Let the Entrepreneur use your Tool2

Work together with the user, but try not to guide them too much through the 

process. By lusing open-ended tasks, you will lead your user to show genuine 

reactions.

Observe and make Notes3

Observe while your test-user is using your tool. Use the storyboard on the back 

take action and give the step an overall grade. This way you remember where to 

improve your tool.

See other side

5 Questions to ask the Entrepreneur:

Where in your process would you use this 
tool?

Which steps seem irrelevant in this tool?

Which step added a lot of value in your 
process?

Which step was unclear?

12

Evaluate Usefulness

Goal: This step validates the usefulness of your tool 
without you interfering in the process.7

Conduct a long-term study to validate the 
actual usefulness of the tool.

Provide the learning tool to a group of 
entrepreneurs without interference in the 
process.

Establish and track key performance indicators 

impact and value of the tool.

Evaluate the results of the study to 
gather insights and make any necessary 
improvements to the tool.

Choose your Focus Group1

audience.

2

Determine the measures how you want to test your tool. This could also be a 

the timeframes in which you want to test these KPIs over time.

3

Measure your KPIs over time and evaluate your learning tool. These KPIs should 

give an indication of the actual usefulness of the tool. A qualitative study could 

provide deeper information on the results of the KPIs. Use these results to iterate 

on the learning tool if necessary.

4

1

Build

Goal: This step creates the basis for your learning 
and sets the design objective to proceed with.

Understand the problem being solved and justify 

the need of your learning tool.

First, identify the target audience and their level of 

entrepreneurial experience. Consider the desire of 

the entrepreneur to be guided step-by-step.

possible.

Determine how the tool will address and solve the 

entrerepeneur’s problem.

for tool implementation. Keep it liimited to the most 

important conclusions or elements.

Who is your audience?

What is the problem of this entrepreneur?

What is the goal of this learning tool?

Describe the entrepreneur:
Level of entrepreneurship experience:

Need for step-by-step guidance:

Describe the problem:

How does your research solve this problem: Essential elements/frameworks to use:

Evaluate Applicability

areas for improvement.

Evaluate ApplicabilityBuild

What is the goal of this learning tool?

5

Goal: Specify your learning tool to match the 
preferences of entrepreneurs and optimize learning.

Build

Design Action-Oriented
Entrepreneurs learn by experience. This can be 

visualized into the 4 stages shown below. Your tool 

must address all of these 4 stages to optimize the 

learning process.

The preferable spot of entrepreneurs is in the top-

left corner. The feel & do or accommodating spot.

For the optimal learning experience while using your 

tool: enable immediate action for entrepreneurs (1), 

real-world examples to enhance understanding (3).

The Design 2

Active 
Experimentation

Reflective
Observation

Concrete
Experience

Abstract
Conceptualisation

Accommodating

1

2

3

1

Describe the exercises/activites/objectives the entrepreneur can use directly:

2

Use Examples3

Example used to explain context:Use an example to display how your learning tool would 

work in context. It helps to choose an example which 

already has shown to be successful in an entrepreneurial 

setting. This makes the tool more trustworthy. 

Over what timespan is the tool used:
(Days/Weeks/Months/Years)

How often does the entrepreneur 

Evaluate Applicability

Additional supplementary information can be 

provided on separate pages, but it should not be 

mandatory to read.

Evaluate Applicability

Additional supplementary information can be 

provided on separate pages, but it should not be 

Reflective
Observation

Conceptualisation

2

3

(Days/Weeks/Months/Years)

How often does the entrepreneur 

7

Build

i R

i R

i R

i R

i R

i R

Title:

Title:

Title:

Title:

Title:

Title:

The Workbook
Build Evaluate Applicability

Evaluate Usefulness

Figure 8.4: An overview of the designed workbook

Write a clear goal per step.

While designing, I fi gured out the solution. Integrate 

more short iterative loops where you sketch out 

a design to test it right away. Like a Lean Startup 

approach.

Selecting the right jargon was diffi  cult for me. 

Implement this into the explanation exercise.

For me prompts helped to inspire the user into action. 

Also visuals could support the prompts and exercises

This feedback could be split into two categories. 

One group of feedback items that can be fi xed now 

and another group that should be further tested an 

analysed.

The following feedback items are used to further 

improve the concept.

To validate the new product, a feedback session with a 

scholar is conducted. This scholar was another scholar 

from the previous session, thus the scholar had no 

background information into the product. The scholar 

is currently creating an entrepreneurship canvas for 

a startup wanting to use AI technologies into their 

product creation process. The feedback experiment 

is conducted face-to-face. It consisted of semi-

structured questions, to leave room for suggestions 

and out-of-the-box feedback. 

The following feedback resulted from the feedback 

session with the scholar:

Maybe create one canvas instead of steps. Your 

canvas could inspire others to create a successful 

canvas

Convert your text into bullet points so the user can 

quickly scan what needs to be done.

8.4 Feedback on the Workbook

Feedback on the Concepts Result in the Workbook

Convert your text into bullet points so the user can 

quickly scan what needs to be done.
Converted most of the text into bullet points.

Write a clear goal per step Included a clear goal at every step.

Selecting the right jargon was diffi  cult for me. Implement 

this into the explanation exercise.
Added an exercise to use and validate jargon at step 5.

For me prompts helped to inspire the user into action. 

Also visuals could support the prompts and exercises.
Added prompts to the exercises.

Table 8.3 The fi nal iterations on the workbook
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product and the steps that it should contain. Therefore, 

an ideation exercise could be beneficial to quickly 

create and validate features of the learning tool.

8.5.2 Add a booklet

If the workbook appears to be a successful tool to 

support scholars, a booklet could be added to provide 

more information into the theoretical backing of the 

workbook. Currently, the role of this booklet could 

be filled by using this thesis. It should be tested if an 

additional booklet would be beneficial in providing 

information to scholars. From the feedback it appeared 

that the ‘how-to’ was more important than the 

information. Therefore, it should be validated if more 

information is needed.

8.5.3 Create an online option

Using rising technologies, a tool could be created which 

automatically scans learning tools. This way tailored 

support steps could be created, which enhances the 

usability of the tool. Furthermore, by scanning the tool 

it could also be used as a control mechanism to check 

if your tool meets the requirements to be relevant to 

entrepreneurs.

Secondly, an online tool could be a medium for video 

material explaining various steps. This could provide 

for more clear information on the various steps. 

Besides the videos, examples could be added to 

provide more information about how other tools used 

the 4 elements in their tool.

Finally, an online option could offer the opportunity 

to connect various scholars to each other. By creating 

a platform, scholars can add information about 

entrepreneurial learning and best-practices when 

creating learning tools for entrepreneurs. Scholars 

can also share insights about new experiments when 

trying to support entrepreneurs. Furthermore, the 

online option could offer an opportunity to connect 

scholars with entrepreneurs. This supports scholars in 

validating their learning tools and gather test-users for 

their designs.

information about the steps and examples of well 

designed learning tools. Finally, an online option could 

provide a medium to add a community to the product. 

In this community, other entrepreneurship researchers 

could provide information and improve the knowledge 

about the creation of learning tools. These three 

recommendations are explained in more detail below.

After the validation of the three concepts and the 

feedback session of the final product, the following 

items resulted as a recommendation for further 

improving the product. An overview of further 

improvements in shown in figure 8.5. First, the current 

format of the product is discussed. To elaborate, how 

can the workbook be updated. Second, an additional 

booklet could be created with more background 

8.5 Options to Further Improve

Improve the
workbook

Add a 
booklet

3 Steps to improve the product

Validate the 
workbook in 

practice

Create shorter 
ideation cycles 
within the steps

1

Test a canvas 
version instead of 

steps

Create an
online option

Scan and rate your 
learning tool 
automatically

Create a 
community of 

scholars which can 
add & share 
information

3

Add videos and 
more examples

2

Furthermore, the steps could be converted into one 

canvas. This is an option that has not yet been tested 

and could enhance the user-friendliness of the tool. It 

summarizes more steps into one canvas, which makes 

it more structured and creates a better overview.

Finally, one of the feedback items was that the 

workbook should consider more short iterative loops. A 

tool that could be used to provide this is brain drawing. 

The scholar that gave feedback on the product 

mentioned that while creating a product, the scholar 

had to think more about the various features of the 

8.5.1 Improving the product

First, the current workbook could be optimized. The 

product that is displayed in the previous paragraphs is 

the first product that could be tested among scholars. 

In this experiment, it should conclude if the workbook 

offers enough relevant information to implement the 

4 essential entrepreneurial elements. Currently, the 

product is tested with 2 scholars. Thus to provide a 

better conclusion to the effectiveness of the workbook, 

a larger study should be conducted.

Figure 8.5: 3 steps to improve the product
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These 7 steps are merged with the feedback from the 

3 concepts described in chapter 7, to create one fi nal 

product which is ‘the workbook’. This workbook is an 

interactive format with which the scholar can build and 

evaluates its learning tool.

Afterwards, the workbook is validated with a scholar 

in a feedback session. 4 items from the feedback 

session are implemented directly and others are 

described in the next paragraph, which shows various 

recommendations to further improve the product. 

To conclude, this chapter creates a workbook which 

can guide scholars in creating relevant learning tools 

for entrepreneurs. The full workbook is added to this 

thesis in appendix D. 

This chapter concludes the development phase of 

this thesis. A product, ‘the workbook’, is created to 

convert the 4 elements into a product which can 

guide scholars in creating learning tools. To do so, 

the 4 entrepreneurial elements are merged with 

design science principles to create a complete step-

by-step instruction how to create learning tools for 

entrepreneurs. Therefore, this chapter concludes 

the answer to SQ5: “What could a tool look like that 

supports scholars in creating more relevant learning 

tools?”. 

The chapter starts by describing the design science 

principles and other literature that are later converted 

into 7 steps. These 7 steps are split into a ‘build’ phase, 

an ‘evaluate eff ectiveness’ phase and an ‘evaluate 

usefulness’ phase. 

8.6 Concluding Chapter 8

3

Introduction

This workbook provides 7 steps to build and evaluate your learning tool for entrepreneurs. 

research. By using these 7 steps, you will get a better understanding of how your tool will 

perform among entrepreneurs and it will give guidance in how to validate your tool with 

end-users. Step 1-3 dive into the reason why your tool exists and how to implement several 

elements that are important when creating a tool for entrepreneurs. Step 4-6 will show you 

1

Build

Translate knowledge to a concept

The Justification
Before creating a solution, you need to be 
sure you are working on the right problem. 
Justify your choices and set a target goal for 
your learning tool.

4

Validate Concept in an Artificial Setting

Justification Experiment
What does the entrepreneur think of your 
solution? Does it solve their problem? What is 
the most important element to be 
implemented according to them

7 Real-World Validation
Finally, it is important to measure the success 
of your tool in real-life. This gives an answer 
on how useful your tool really is to the end-
-user.

2 The Design Specification
How are you solving this problem? What 
entrepreneurial elements can you implement 
to make sure your tool does get used?

5 The Explanation Exercise
Time that it takes before the entrepreneur 
can dive into action might the most important 
reason for tool failure. Design the explanation 
of your tool as concise as possible.

3 Self-Evaluation
Before showing your work to test-users, 
evaluate your own tool using a storyboard 
and critical questions.

6 One Full Lap
Validate your learning tool with test-users. 
This step shows you how to prepare and get 
useful answers out of your research.

Evaluate Applicability Evaluate Usefulness

The Learning ToolThe Concept

Validate in Real-Life

and iterate fast with honest feedback of entrepreneurs. As a result, you will get feedback 

on how your tool performs relating to your original design goal. In step 7, guidance is 

provided how to evaluate your tool in real-life. It provides support in setting up a real-world 

experiment.
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research. By using these 7 steps, you will get a better understanding of how your tool will 

perform among entrepreneurs and it will give guidance in how to validate your tool with 

end-users. Step 1-3 dive into the reason why your tool exists and how to implement several 

elements that are important when creating a tool for entrepreneurs. Step 4-6 will show you 

1

Build

Translate knowledge to a concept

The Justification
Before creating a solution, you need to be 
sure you are working on the right problem. 
Justify your choices and set a target goal for 
your learning tool.

2 The Design Specification
How are you solving this problem? What 
entrepreneurial elements can you implement 
to make sure your tool does get used?

3 Self-Evaluation

The Concept

How to design learning tools 
that entrepreneurs actually 
use?

7 Steps to build and validate your entrepreneurial learning tool

Frank Mintjes

The Workbook

The Workbook

How to design learning tools that 
entrepreneurs actually use?
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Build

Translate knowledge to a concept

The Justification
Before creating a solution, you need to be 
sure you are working on the right problem. 
Justify your choices and set a target goal for 
your learning tool.

4

Validate Concept in an Artificial Setting

Justification Experiment
What does the entrepreneur think of your 
solution? Does it solve their problem? What is 
the most important element to be 
implemented according to them.

7 Real-World Validation
Finally, it is important to measure the success 
of your tool in real-life. This gives an answer 
on how useful your tool really is to the 
end-user.

2 The Design Specification
How are you solving this problem? What 
entrepreneurial elements can you implement 
to make sure your tool does get used?

5 The Explanation Exercise
Time that it takes before the entrepreneur 
can dive into action might the most important 
reason for tool failure. Design the explanation 
of your tool as concise as possible.

3 Self-Evaluation
Before showing your work to test-users, 
evaluate your own tool using a storyboard 
and critical questions.

6 One Full Lap
Validate your learning tool with test-users. 
This step shows you how to prepare and get 
useful answers out of your research.

Evaluate Applicability Evaluate Usefulness

The Learning ToolThe Concept

Validate in Real-Life

4 Essential Entrepreneurial Elements

1 Entrepreneurial Learning

2 Know your Audience

3 Action-Oriented Tools

4 Reflection

4

2 2

33

43
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SQ1: Present literatures shows us that entrepreneurs 

learn by experience, also visualized by Kolb’s 

experiential learning cycle. Furthermore, it shows the 

interaction of entrepreneurs and support tools and it 

also gives insights in the difference in practitioner-

grounded versus theory-grounded literature. This is 

supported by the three-tier framework of Mansoori to 

evaluate an entrepreneurship method.

SQ2: Entrepreneurs have different needs and desires 

in learning. 4 important factors could be concluded 

from this sub-question. First, previous experience can 

influence the experience of entrepreneurs in using 

learning tools. Second, entrepreneurs value reflection 

in learning and limited reflection hampers their learning 

process. Third, by providing a real-world perspective 

to support tools, a tool offers more perspective to 

entrepreneurs which supports to convey the message. 

Finally, entrepreneurs have a strong desire for action-

oriented tools. Meaning tools need to be able to be 

implemented right away.

SQ3: By becoming the entrepreneur, it becomes visible 

how important the ‘action-oriented’ nature of tools 

is. Tools need to guide the entrepreneur directly into 

the ‘doing’ phase,. Furthemore, guidance in reflection 

afterwards is also important.

Afterwards the conclusion of these three sub-

questioned are merged into 4 important elements 

to implement when designing learning tools for 

entrepreneurs. This gives an answer on SQ4.

This research aimed to analyse the research-practice 

gap from multiple perspective and create a product 

to bridge the gap. To accomplish these goals, the 

following research question and sub-questions were 

created. This conclusion provides a conclusion on 

these research questions. First, an overview of the 

research-questions:

RQ:  Is it possible to support researchers in creating 

relevant learning tools for entrepreneurs?

SQ1:  What does present literature say about learning 

in entrepreneurship?

SQ2:  What are the needs and desires of 

entrepreneurs in learning within their 

entrepreneurial journey?

SQ3:  What are the important elements when 

implementing learning tools in the 

entrepreneurial journey?

SQ4:  What should scholars do to increase the 

relevancy of their learning tools?

SQ5:   What could a product look like that supports 

scholars in creating more relevant learning 

tools?

To answer the main research-question, this thesis 

takes a deep dive into the analysis of the research-

practice gap and the interaction of entrepreneurs 

with supportive tools. This interaction is discovered 

using three perspectives, also shown in SQ1, SQ2 and 

SQ3. The answer on these sub-questions is further 

elaborated below.

9.1 To Conclude

SQ4: When designing a learning tool for entrepreneurs, 

a scholar must consider the 4 stages of the experiential 

learning cycle by Kolb. Furthermore, a scholar must 

identify the characteristics of the entrepreneur 

that it is designing for, as novice and experienced 

entrepreneurs have different desires. Also, a scholar 

must design learning tools that directly move to 

the ‘doing’ phase within the Kolb cycle. Therefore, 

the method becomes directly ‘action-oriented’. 

Finally, the learning tool must provide some form of 

reflection within the tool. Little reflection hampers 

entrepreneurial learning.

Finally, these 4 elements needed to be supported 

by a product for the scholars to use. This way, these 

scholars are not only provided insights, but also 

guided in the process of using these insights within the 

creation of their learning tool. This answers SQ5.

SQ5: Three concepts are created to support scholars in 

creating their learning tool. These concepts consisted 

of a booklet, a card set and an online tool. By validating 

these concepts with the end-user, the scholar, a set of 

requirements is set up and one concept is chosen to be 

further developed. This resulted in the development 

of ´the workbook´, a set of 7 steps which are based on 

a combination of design science principles and the 4 

entrepreneurial elements. 

This thesis contributes to entrepreneurship research 

by providing a solution for the research-practice gap. 

Something that did not yet exist within this problem. In 

the end, this product can contribute to more relevant 

learning tools for entrepreneurs. Which contributes to 

a higher succes rate of startups.
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9.2.2 Contact entrepreneurship scholars

Together with the conferences, it is interesting to share 

the findings with related entrepreneurship researchers. 

For example, this thesis mentions Dimov, Mansoori, 

Berglund and Wiklund. An interesting approach would 

be to contact these researchers and discuss the 

findings of this thesis. This could result a wider spread 

of word among various researchers. It could also serve 

as a way to validate the outcomes of this thesis and 

to work towards an improved solution to bridge the 

research-practice gap.

To succesfully guide scholars in creating relevant 

learning tools with ´the workbook´, it is important to 

consider a launch strategy to spread the product. 

In the chapter, some elements are explained that 

could contribute to spreading ´the workbook´ among 

scholars. 

To create a launch strategy for this workbook, it is 

important to consider the target audience of the 

product, which are entrepreneurship researchers. 

Therefore, it is important to discover where to 

target these researchers. As they researchers often 

participate in conferences, this is a good starting point 

to spread the insights of this thesis.

9.2.1 Entrepreneurship Reserach Conferences

Many researchers can be found at conferences, 

therefore it is interesting to discover several 

conferences that could be interesting for this thesis 

to participate in. As a result, the following three 

conferences are discovered.

Babson College Entrepreneurship Research 

Conference (BCERC)

The Babson College Entrepreneurship Research 

Conference (BCERC) is an esteemed academic 

conference held annually. It takes place at Babson 

College, located in Wellesley, Massachusetts, USA. 

The conference focuses on advancing the field of 

entrepreneurship research and provides a platform 

for scholars from around the world to present their 

research findings. BCERC offers a diverse range 

of sessions, including paper presentations, panel 

9.2 Prospective Launch Strategy

discussions, and keynote speeches by renowned 

experts. 

Effectuation Conference 2023

The Effectuation Conference 2023 is a premier event 

dedicated to effectuation, a theory developed by 

Saras Sarasvathy that focuses on the decision-

making processes and mindset of entrepreneurs. The 

conference brings together scholars, practitioners, 

and students who are interested in understanding and 

applying effectuation principles in their entrepreneurial 

endeavors. The conference features interactive 

workshops, research presentations, and engaging 

discussions on topics related to effectuation, such 

as affordable loss, bird-in-hand principle, and pre-

commitments.

RENT Conference

The RENT conference, short for Research in 

Entrepreneurship and Small Business, is a prominent 

European conference focused on entrepreneurship 

and small business research. It serves as a platform 

for researchers, academics, and practitioners to 

exchange knowledge, present their research findings, 

and discuss emerging trends in the field. The 

RENT conference typically takes place in different 

European cities each year, providing an opportunity 

for participants to experience diverse cultural 

settings while engaging in fruitful discussions. The 

conference covers a wide range of entrepreneurship-

related topics, including entrepreneurial finance, 

family business, entrepreneurial learning, and social 

entrepreneurship.
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9.3.2 The Product

The workbook that is created in chapter 8 is a first 

concept. This means that there needs to be a further 

study in the effectiveness of the elements in this 

product. For example, not all elements are even useful 

in the product. Also a validation study with a group of 

diverse entrepreneurs could be conducted to measure 

the desirability of the product.

9.3.3 Broader use of the Research

The chances are high that this thesis contains context-

related challenges. As mentioned before, the elements 

and the product are both tested with young Dutch 

entrepreneurs with a technical university background. 

However, this does not necessarily imply that it is not 

applicable to other entrepreneurs as well. A research 

into different entrepreneurs should be conducted, 

as well as a deeper dive into the meaning of the 4 

elements for these entrepreneurs.

In literature, the research-practice gap is a relatively 

new phenomenom. This results in limited research 

about the reasons for this gap. This thesis aimed to 

provide a broader understanding of the gap by also 

providing the entrepreneurial viewpoint of the problem. 

However, it has to be mentioned that this thesis is a first 

attempt to create a solution for the gap. Meaning that 

the solution can not be perfect at once. To improve the 

understanding of the research-practice gap and how 

to solve this problem, this chapter provides a set of 

recommendations for further research.

9.3.1 The 4 Elements

The 4 elements that are concluded in chapter 6 leave 

room for deeper discovery. In this thesis, these 4 

elements are used as a first result from the 3 research 

methods. To broaden the understanding besides 

these 4 elements, the qualitative research study can 

be conducted with a different set of entrepreneurs to 

validate these 4 conclusions. Also, a closer look into 

the background of the entrepreneurs is interesting 

as the entrepreneurs are all dutch and studied at 

the Technical University of Delft. Also 5 out of 6 were 

designers, meaning there is some overlap with design 

theories as well.

9.3 Future Research
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Do not use abbreviations. The remainder of this document allows you to define and clarify your graduation project. 

project title

INTRODUCTION **
Please describe, the context of your project, and address the main stakeholders (interests) within this context in a concise yet 
complete manner. Who are involved, what do they value and how do they currently operate within the given context? What are the 
main opportunities and limitations you are currently aware of (cultural- and social norms, resources (time, money,...), technology, ...). 

space available for images / figures on next page

start date - - end date- -
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A few years back, one of the founders of Stippl noticed a personal pain point. He realized that creating a perfect travel 
plan involved a lot of tasks such as taking notes in your phone, saving multiple hotel websites, creating an Excel sheet 
for your travel itinerary, and having a separate packing list. It was quite cumbersome to do all these tasks individually. 
Upon researching tools to solve this problem, there were hardly any options available, and the few that existed did not 
work well. So the founders of Stippl seized the opportunity to create an all-in-one travel app that allows users to create 
their own journey and caters to every aspect of travel planning, whether it be a long vacation or a weekend getaway. 
In addition to trip planning, Stippl offers various other features such as budget management, bucket list creation, and 
packing lists. Their focus is on creating an excellent planning tool with a user-friendly interface and discovery functions, 
combined with a social platform that enables users to share and co-create their travel experiences. This unique 
combination sets Stippl apart from its competitors, and since its launch in the Netherlands in 2022, the app has already 
gained over 10.000 users. In September 2022, Stippl received over €400.000 in funding to continue improving its 
services.  
 
The company's current focus is on capturing a large user base in the travel industry by prioritizing user experience 
above all else. As main reason because most of their business-to-consumer revenue models rely on a large scale of 
users for it to work. However, revenue on short term is also important and therefore Stippl wants to discover various 
business-to-business revenue models that can build on the company’s existing proposition and offer additional 
features to end-users. 
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image / figure 1: An overview of the product of Stippl
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Too complex
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PROBLEM DEFINITION  **
Limit and define the scope and solution space of your project to one that is manageable within one Master Graduation Project of 30 
EC (= 20 full time weeks or 100 working days) and clearly indicate what issue(s) should be addressed in this project.

ASSIGNMENT **
State in 2 or 3 sentences what you are going to research, design, create and / or generate, that will solve (part of) the issue(s) pointed 
out in “problem definition”. Then illustrate this assignment by indicating what kind of solution you expect and / or aim to deliver, for 
instance: a product, a product-service combination, a strategy illustrated through product or product-service combination ideas, ... . In 
case of a Specialisation and/or Annotation, make sure the assignment reflects this/these.

Literature describes numerous methods for discovering new value propositions and revenue models. Some 
well-known examples of frameworks are the “Business Model Canvas” by Osterwalder (2005) or the “Lean Startup” by 
Ries (2011). However, many times an entrepreneurship journey is based on many context factors which makes just one 
method often not suitable. Furthermore, these methods are many times not proven to be successful. To solve this 
problem, an entrepreneur may benefit from reading more scientific literature to inform their decision-making. 
However, entrepreneurs are typically pressed for time and may lack an academic background in general. Therefore, 
entrepreneurship literature is often not suitable because of its complexity and lack of direct practical use. 
Thus researchers try hard to get entrepreneurs the best resources for startup success, but a lot of entrepreneurs do not 
touch this work. This phenomenon is recognized as a common issue in entrepreneurship and described in literature as 
the “research-practice gap” by Wiklund et al. (2019). Reasons for this is that it’s often too complex, written for 
specialists, not co-created with entrepreneurs and can not directly be put to use. Berglund et al. (2018) suggests that 
there should be a ‘third body’ that sits between theory and practice and could be used to translate between the two 
worlds. This ‘third body’ could be freely designed for entrepreneurs to understand while still using theoretical 
grounded research.  
The ’third body’ concept can be approached in various ways. While books, blogs and canvasses are the most common 
examples of designed artefacts, business incubators can also be seen as a way to transfer knowledge from theory to 
practice. These incubators offer structured programs, peer-to-peer learning and expert mentorship. Which could as a 
whole be seen as a designed artefact.  
However, it remains crucial to consider whether entrepreneurs will actually want to utilize this theoretical knowledge. 
Therefore, the question remains: “What do entrepreneurs both need and want to receive in order to create new 
business propositions in a digital startup?”. This thesis should aim to identify the specific needs and desires of 
entrepreneurs in order to create an effective and useful designed artefact that can contribute to their success.

Identify the specific needs and desires of entrepreneurs regarding knowledge transfer from theoretical literature to 
practical use and create a useful designed artefact that can contribute to their success in digital startups.

This thesis researches the low adoption of entrepreneurial methods in creating new value propositions in digital 
startups. It does so by applying two methods. First it will conduct qualitative research in the form of interviews with 
entrepreneurs to synthesize reasons for low adoption of entrepreneurial methods. Furthermore, it researches which 
already designed artefacts are used by entrepreneurs. 
 
Second, it will use a ´research through design´ approach by using auto-ethnography to research first-hand the process 
that occurs when creating a new value proposition for Stippl as ‘digital start-up’. In this process, a new designed 
artefact will be tested and optimized. 
 
Expected outcomes of this thesis will be a(n) (in)validated new value proposition for Stippl. A report into the specific 
needs and desires of entrepreneurs in digital startups. Lastly, I will contain a designed artefact that could contribute to 
success in the challenge of creating a new value proposition within digital startups. 

MintjesF.B.W.

Empowering Entrepreneurs in Creating New Value Propositions

Personal Project Brief - IDE Master GraduationPersonal Project Brief - IDE Master Graduation

Title of Project

Initials & Name Student number

IDE TU Delft - E&SA Department /// Graduation project brief  & study overview /// 2018-01 v30 Page 6 of 7

PLANNING AND APPROACH **
Include a Gantt Chart (replace the example below - more examples can be found in Manual 2) that shows the different phases of your 
project, deliverables you have in mind, meetings, and how you plan to spend your time. Please note that all activities should fit within 
the given net time of 30 EC = 20 full time weeks or 100 working days, and your planning should include a kick-off meeting, mid-term 
meeting, green light meeting and graduation ceremony. Illustrate your Gantt Chart by, for instance, explaining your approach, and 
please indicate periods of part-time activities and/or periods of not spending time on your graduation project, if any, for instance 
because of holidays or parallel activities. 

start date - - end date- -13 2 2023 17 7 2023

SQ1 + SQ2
Research
Question

Method

Milestone

SQ2.3
SQ3.1 SQ3.2

Semi-Structured
Qualitative Interviews

Literature

Overview of what
should be in the artefact

Artefact 1 Described
Case Study

Reshaped
Artefact

Design Artefact Test Artefact
With Stippl

Think about
Further Research

Reshape Artefact

As described before the main research question of the project will be "Identify the specific needs and desires of 
entrepreneurs regarding knowledge transfer from theoretical literature to practical use and create a useful designed 
artefact that can contribute to their success in digital startups.” 

This question could be answered by using 2 perspectives. First semi-structured qualitative interviews with 
entrepreneurs will be conducted to get an answer on the following questions: 
SQ1.1: How do entrepreneurs gather knowledge when wanting to create a new value proposition in a startup? 
SQ1.2: Which methods and tools do entrepreneurs use when wanting to create a new value proposition in a startup? 
SQ2.1: What kind of mistakes do entrepreneurs make when wanting to create a new value proposition? 
SQ2.2: What kind of information do entrepreneurs want to create a new value proposition? 

After the interviews follows a general understanding in what entrepreneurs seek in such an artefact and how to make 
this artefact useful. This latter part could be supported by reading literature which indicates what could be useful. 
SQ2.3: What is, according to literature, factors that contribute to successfully creating a new business proposition? 

With an understanding in what to create as an artefact, the project continues by designing an artefact and using a 
research through design technique to use this artefact within the case of Stippl. This will be conducted using 
auto-ethnography. After this case-study the project could be finalized by reshaping the artefact and researching ways 
to further design a study that could measure the success of the artefact.
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1.  Introduction

2.  Background information

 a. What is your experience as an entrepreneur? 

 b. What does your startup do?

3. Open-ended questions

 Can you tell me something about when started as an entrepreneur? What did you do?

  How did you know what to do?

   Is there anything said about resources, which and what?

  What resources did you use to enhance your skills and knowledge?

   How often did you use these resources?

   How did you use these resources?

   Do you still use resources and what kind of resources do you turn to?

   Books, frameworks, blogs, podcasts, mentors, experts, peer to peer

  What was really valuable in your process and would you recommend, why?

  What was not really useful?

 Let’s talk about value proposition design.

  Did you already design something like this for your business?

  Can you tell me a bit about how that went?

  Is a certain thing in this process really valuable?

   Why is this valuable? 

   What did you think was really valuable, but wasn’t? And why?

   Did something unexpected occur, and what?

   Were there some challenges in this process?

  Is there any knowledge you have now that could’ve solved these challenges?

 What would you advice to your past self that would make your process go smoother?

  In what format would you think your past self would learn the best?

 Which source of information do you think contributes most to startup success?

4. Closing Questions

 Is there anything else you’d like to share about your experience gaining knowledge as an   

 entrepreneur?

 Do you have any advice for other entrepreneurs who are looking to improve their knowledge and  

 skills?

B: Interview Questions
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C: The Concepts
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s 

ci
p

sa
p

e
 r

iti
u

s 
m

o
sa

m
 fu

g
ita

e
 p

ro

1.
  

E
n

tr
e

p
re

n
e

u
ri

al
 L

e
ar

n
in

g

2.
  

K
n

o
w

 y
o

u
r A

u
d

ie
n

ce

3.
  

A
ct

io
n

-O
ri

e
n

te
d

 T
o

o
ls

4.
  

R
e

fl
e

ct
io

n

T
h

e
 4

 E
le

m
e

n
ts

E
nt

re
p

re
ne

u
rs

 a
re

 a
lw

ay
s 

b
u

sy
. T

ha
t 

is
 w

hy
 t

o
o

ls
 t

ha
t 

su
p

p
o

rt
 t

he
m

 in
 t

he
ir 

p
ro

ce
ss

, 
ne

e
d

s 
to

 b
e

 c
o

nc
is

e
 a

nd
 d

ire
ct

 

p
u

t t
o

 a
ct

io
n.

 E
nt

re
p

re
ne

u
rs

 ta
lk

 m
u

lti
p

le
 ti

m
e

s 
ab

o
u

t t
hi

s 
d

e
si

re
, w

hi
ch

 th
ey

 a
ls

o
 re

fe
r t

o
 a

s 
´a

ct
io

n-
o

rie
nt

e
d

’ t
o

o
ls

. T
hi

s 

ar
tic

le
 d

is
p

la
ys

 w
ha

t ‘
ac

tio
n-

o
rie

nt
e

d
’ t

o
o

ls
 a

re
, h

ow
 to

 d
e

si
g

n 
yo

u
r t

o
o

l t
o

 b
e

 ‘a
ct

io
n-

o
rie

nt
e

d
’, g

o
o

d
 e

xa
m

p
le

s 
o

f ‘
ac

tio
n-

o
rie

nt
e

d
’ t

o
o

ls
 a

nd
 fi

na
lly

 a
 w

ay
 to

 v
al

id
at

e
 w

ith
 e

nt
re

p
re

ne
u

rs
 if

 y
o

u
r t

o
o

l i
s 

‘a
ct

io
n-

o
rie

nt
e

d
’.

A
ct

io
n

-O
ri

e
n

te
d

 T
o

o
ls

3
ca

n 
b

e
 e

xp
la

in
e

d
 w

ith
 K

o
lb

’s
 (1

9
8

4)
 v

is
u

al
is

at
io

n 
o

n 
ex

p
e

rie
nt

ia
l l

e
ar

ni
ng

. I
t c

o
ns

is
ts

 o
f 4

 s
ta

g
e

s 
in

 le
ar

ni
ng

 

an
d

 o
ne

 c
an

 s
ta

rt
 a

t 
e

ith
e

r 
o

ne
 o

f 
th

e
se

 4
. T

he
 s

ta
g

e
s 

ar
e

: A
ct

iv
e

 E
xp

e
rim

e
nt

at
io

n 
(d

o
in

g
), 

C
o

nc
re

te
 

E
xp

e
rie

nc
e

 
(fe

e
lin

g
), 

R
efl

e
ct

iv
e

 
O

b
se

rv
at

io
n 

(w
at

ch
in

g
) 

an
d

 
A

b
st

ra
ct

 
C

o
nc

e
p

tu
al

is
at

io
n 

(th
in

ki
ng

). 

E
nt

re
p

re
ne

u
rs

 p
re

fe
r 

to
 b

e
 in

 t
he

 ‘A
cc

o
m

m
o

d
at

in
g

’ s
p

o
t, 

w
he

re
 t

he
y 

ca
n 

re
al

ly
 w

o
rk

 o
n 

th
e

ir 
st

ar
tu

p
. 

E
ve

ry
 m

o
m

e
nt

 n
o

t 
sp

e
nd

 in
 t

ha
t 

p
ar

t 
is

 h
ar

d
 t

o
 m

o
tiv

at
e

 f
o

r 
e

nt
re

p
re

ne
u

rs
. T

ha
t 

is
 w

hy
 a

 le
ar

ni
ng

 t
o

o
l 

sh
o

u
ld

 b
e

 c
o

nc
is

e
 a

nd
 g

u
id

e
 th

e
 e

nt
re

p
re

ne
u

rs
 d

ire
ct

ly
 in

to
 th

e
 ‘d

o
in

g
’ s

p
o

t, 
hi

g
hl

ig
ht

e
d

 b
y 

th
e

 le
tt

e
r A

. 

T
he

 t
hi

rd
 im

p
o

rt
an

t 
in

si
g

ht
 is

 e
nt

re
p

re
ne

u
rs

 h
av

e
 a

 d
e

si
re

 f
o

r 
re

al
-w

o
rl

d
 e

xa
m

p
le

s.
 T

hi
s 

su
p

p
o

rt
s 

th
e

 

le
ar

ni
ng

 t
o

o
l 

in
 c

o
nv

ey
in

g
 t

he
 m

e
ss

ag
e

. A
 r

e
as

o
n 

fo
r 

th
is

 is
 t

he
 n

at
u

re
 o

f 
e

nt
re

p
re

ne
u

rs
 t

o
 o

nl
y 

tr
u

st
 

in
d

iv
id

u
al

s 
w

ho
 w

e
nt

 t
hr

o
u

g
h 

th
e

 s
am

e
 p

ro
ce

ss
. S

in
ce

 it
 is

 a
 v

e
ry

 d
yn

am
ic

 e
nv

iro
nm

e
nt

 w
hi

ch
 is

 v
e

ry
 

co
nt

ex
t 

b
as

e
d

. 
S

e
e

in
g

 h
ow

 s
o

m
et

hi
ng

 w
o

rk
e

d
 i

n 
re

al
-l

ife
 o

ffe
rs

 p
e

rs
p

e
ct

iv
e

 f
o

r 
th

e
 e

nt
re

p
re

ne
u

r 
to

 

u
nd

e
rs

ta
nd

 th
e

 m
et

ho
d

 a
nd

 s
u

p
p

o
rt

 th
e

 tr
u

st
w

o
rt

hi
ne

ss
 o

f t
he

 to
o

l.

A
ct

io
n-

o
rie

nt
e

d
 to

o
ls

 a
re

 to
o

ls
 w

hi
ch

 h
av

e
 a

n 
e

le
m

e
nt

 w
hi

ch
 c

an
 b

e
 d

ire
ct

ly
 p

u
t 

to
 u

se
. F

ig
u

re
 x

 s
ho

w
s 

ho
w

 M
an

so
o

ri 
(2

0
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) 
d

efi
ne

s 
a 

w
e

ll 
d

e
si

g
ne

d
 l

e
ar

ni
ng

 t
o

o
l. 

T
hi

s 
to

o
l 

co
ns

is
ts

 o
f 

Lo
g

ic
, 

M
o

d
e

l 
an

d
 

Ta
ct

ic
s.

 A
s 

a 
sc

ho
la

r, 
yo

u
 a

lre
ad

y 
fo

cu
ss

e
d

 o
n 

th
e

 L
o

g
ic

, w
hi

ch
 is

 b
as

ic
al

ly
 t

he
 t

he
o

re
tic

al
 f

o
u

nd
at

io
n 

o
f y

o
u

r 
le

ar
ni

ng
 t

o
o

l. 
It 

o
u

tli
ne

s 
th

e
 c

o
nt

ex
t 

o
f y

o
u

r 
to

o
l a

nd
 t

he
 t

he
o

re
tic

al
 b

ac
ki

ng
. A

t 
so

m
e

 p
o

in
t 

yo
u

 

cr
e

at
e

d
 a

 M
o

d
e

l. 
W

hi
ch

 c
an

 b
e

 s
e

e
n 

as
 t

he
 s

te
p

-b
y-

st
e

p
 m

et
ho

d
, f

o
r 

ex
am

p
le

. T
hi

s 
p

ar
t 

al
so

 c
o

nt
ai

ns
 

an
 a

g
re

e
m

e
nt

 o
n 

th
e

 u
se

d
 d

efi
ni

tio
ns

 a
nd

 a
n 

ov
e

ra
ll 

vi
si

o
n 

o
f t

he
 m

et
ho

d
. T

hi
s 

p
ar

t 
ca

n 
b

e
 s

e
e

n 
as

 t
he

 

‘w
hy

’ a
nd

 ‘h
ow

’ o
f t

he
 le

ar
ni

ng
 to

o
l. 

H
ow

ev
e

r, 
e

nt
re

p
re

ne
u

rs
 h

av
e

 a
 d

e
si

re
 to

 im
p

le
m

e
nt

 s
o

m
et

hi
ng

 ri
g

ht
 

aw
ay

. T
hu

s,
 d

ire
ct

 a
ct

iv
iti

e
s,

 e
xe

rc
is

e
s 

o
r i

m
m

e
d

ia
te

 o
b

je
ct

iv
e

s 
sh

o
u

ld
 b

e
 a

d
d

e
d

 to
 le

t 
th

e
 e

nt
re

p
re

ne
u

r 

im
p

le
m

e
nt

 s
o

m
et

hi
ng

 r
ig

ht
 a

w
ay

. I
t a

ls
o

 p
ro

vi
d

e
s 

th
e

 e
nt

re
p

re
ne

u
r w

ith
 g

rip
 o

n 
th

e
 p

ro
ce

ss
. 

To
 e

la
b

o
ra

te
 o

n 
th

is
 p

ro
ce

ss
, a

 b
rie

f i
nt

ro
d

u
ct

io
n 

in
to

 e
nt

re
p

re
ne

u
ria

l l
e

ar
ni

ng
 is

 p
ro

vi
d

e
d

. E
nt

re
p

re
ne

u
ria

l 

le
ar

ni
ng

 is
 t

he
 p

ro
ce

ss
 in

 w
hi

ch
 a

n 
e

nt
re

p
re

ne
u

r 
le

ar
ns

, w
hi

ch
 is

 e
xp

e
rie

nt
ia

l b
y 

na
tu

re
. T

hi
s 

m
e

an
s 

an
 

e
nt

re
p

re
ne

u
r h

as
 to

 e
xp

e
rie

nc
e

 s
o

m
et

hi
ng

 to
 le

ar
n,

 ra
th

e
r t

ha
n 

o
nl

y 
g

at
he

r k
no

w
le

d
g

e
. T

o
 c

o
nt

in
u

e
, t

hi
s 

W
h

at
 a

re
 a

ct
io

n
-o

ri
e

n
te

d
 t

o
o

ls
?

Lo
gi

c

M
od

el

Ta
ct

ic
s

Th
eo

re
tic

al
 F

ou
nd

at
io

ns

Vi
su

al
iz

e 
th

e 
fr

am
ew

or
k 

an
d

es
ta

bl
is

h 
co

re
 te

rm
s 

an
d 

de
fin

iti
on

s

Ac
tiv

iti
es

, e
xc

er
ci

se
s,

 
im

m
ed

ia
te

 o
bj

ec
tiv

es
,

im
pl

em
en

ta
tio

n 
or

ie
nt

ed

Practitioner-Based Literature

Theory-Based Literature

A
ct

iv
e 

Ex
pe

rim
en

ta
tio

n
(D

oi
ng

)

Re
fle

ct
iv

e
O

bs
er

va
tio

n
(W

at
ch

in
g)

C
on

cr
et

e
Ex

pe
rie

nc
e

(F
ee

lin
g)

A
bs

tr
ac

t
C

on
ce

pt
ua

lis
at

io
n

(T
hi

nk
in

g)

A
cc

om
m

od
at

in
g

(F
ee

l &
 D

o)
D

iv
er

gi
ng

(F
ee

l &
 W

at
ch

)

C
on

ve
rg

in
g

(T
hi

nk
 &

 D
o)

A
ss

im
ila

tin
g

(T
hi

nk
 &

 W
at

ch
)

In
 s

h
o

rt
:

Ȉ
P

ro
vi

d
e

 a
ct

io
na

b
le

 e
le

m
e

nt
s.

 T
he

se
 c

o
u

ld
 c

o
ns

is
t o

f: 
ac

tiv
iti

e
s,

 e
xe

rc
is

e
s,

 im
m

e
d

ia
te

 o
b

je
ct

iv
e

s 
o

r s
o

m
et

hi
ng

 
re

la
te

d
.

Ȉ
P

ro
vi

d
e

 a
 s

ho
rt

 in
tr

o
d

u
ct

io
n 

an
d

 le
t t

he
 e

nt
re

p
re

ne
u

r 
m

ov
e

 q
u

ic
kl

y 
in

to
 th

e
 ‘d

o’
 p

ar
t o

f y
o

u
r l

e
ar

ni
ng

 to
o

l.

Ȉ
O

ffe
r r

e
al

-w
o

rl
d

 e
xa

m
p

le
s 

to
 s

u
p

p
o

rt
 y

o
u

r l
e

ar
ni

ng
 to

o
l. 

If 
o

ffe
rs

 p
e

rs
p

e
ct

iv
e

 o
n 

ho
w

 to
 u

se
 th

e
 to

o
l a

nd
 s

u
p

p
o

rt
 

th
e

 to
o

l i
n 

tr
u

st
w

o
rt

hi
ne

ss
.

In
tr

o
d

u
ct

io
n
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R
e

fl
e

ct
iv

e
 Q

u
e

st
io

n
s 

to
 a

sk
 y

o
u

rs
e

lf
 w

h
e

n
 c

re
at

in
g

 a
 le

ar
n

in
g

 t
o

o
l:

1.
D

o
e

s 
m

y 
m

o
d

e
l c

o
nt

ai
n 

th
e

o
re

tic
al

 b
ac

ki
ng

, a
n 

ov
e

rv
ie

w
 o

f t
he

 m
et

ho
d

 w
ith

 e
xp

la
na

tio
n 

o
f t

he
 g

e
ne

ra
l t

e
rm

s 
an

d
 fi

na
lly

 d
o

e
s 

it 
co

nt
ai

n 
so

m
et

hi
ng

 to
 ‘d

o’
 r

ig
ht

 a
w

ay
? 

Fo
r e

xa
m

p
le

, 

ex
e

rc
is

e
s,

 a
ct

iv
iti

e
s 

o
r i

m
m

e
d

ia
te

 o
b

je
ct

iv
e

s?

2.
Is

 th
e

 e
nt

re
p

re
ne

u
r a

b
le

 to
 u

se
 m

y 
ac

tio
na

b
le

 p
o

in
ts

 r
ig

ht
 a

w
ay

? 
Is

 th
e

 b
ac

kg
ro

u
nd

 

in
fo

rm
at

io
n 

ne
ce

ss
ar

y 
to

 u
se

 th
e

 le
ar

ni
ng

 to
o

l?
 

3.
D

o
e

s 
m

y 
le

ar
ni

ng
 to

o
l c

o
nt

ai
n 

a 
re

al
-w

o
rl

d
 e

xa
m

p
le

? 
Fo

r e
xa

m
p

le
, a

 p
re

-fi
lle

d
 v

e
rs

io
n 

o
f 

m
y 

to
o

l w
ith

 a
n 

ex
am

p
le

 c
o

m
p

an
y?

C
re

at
e

 a
 s

te
p

-b
y-

st
e

p
 s

to
ry

b
o

ar
d

 o
f 

h
o

w
 a

n
 e

n
tr

e
p

re
n

e
u

r w
ill

 u
se

 y
o

u
r 

le
ar

n
in

g
 

to
o

l.

1.
O

n 
th

e
 r

ig
ht

 a
re

 s
ix

 b
ox

e
s

2.
Fo

r e
ve

ry
 b

ox
 w

rit
e

 a
 s

te
p

 in
 u

si
ng

 y
o

u
r t

o
o

l. 
M

ak
e

 s
u

re
 to

 a
d

d
 v

is
u

al
is

at
io

ns
 w

ha
t t

he
 

e
nt

re
p

re
ne

u
r a

ct
u

al
ly

 d
o

e
s 

d
u

rin
g

 th
is

 s
te

p

3.
T

hi
nk

 a
b

o
u

t t
he

 p
o

in
ts

 o
f c

o
nt

ac
t w

he
n 

u
si

ng
 y

o
u

r t
o

o
l. 

W
he

n 
an

d
 h

ow
 o

ft
e

n 
is

 th
e

 

e
nt

re
p

re
ne

u
r u

si
ng

 th
e

 to
o

l?

H
o

w
 d

o
 I 

cr
e

at
e

 a
ct

io
n

-o
ri

e
n

te
d

 t
o

o
ls

?

Fi
rs

t 
th

e 
en

tr
ep

re
ne

ur
 re

ad
s 

th
e 

te
ks

t
Th

is 
pi

ec
e 

is 
m

y m
od

el

Th
e 

en
tr

ep
re

ne
ur

 t
he

n 
ta

lks
 t

o
hi

s 
cu

st
om

er
s

Th
e 

en
tr

ep
re

ne
ur

 fi
lls

 in
 t

he
se

th
re

e 
qu

es
tio

ns

Th
e 

en
tr

ep
re

ne
ur

 it
er

at
es

 o
n 

th
e

qu
es

tio
ns

Hi
s 

st
ar

tu
p 

pe
rf

or
m

an
ce

 g
oe

s 
th

ro
ug

h
th

e 
ro

of

Lo
gi

c

M
od

el

Ta
ct

ic
s

+
+

Ti
m

e 
to

 A
ct

io
n

Ex
am

pl
e

T
h

e
 S

to
ry

b
o

ar
d

E
xa

m
p

le
s 

o
f 

ac
ti

o
n

-o
ri

e
n

te
d

 t
o

o
ls

Bu
ild

M
ea

su
re

Le
ar

n

3 
D

iff
er

en
t T

yp
es

 o
f M

V
Ps

Th
e 

V
id

eo
 M

V
P

C
re

at
e 

a 
vi

de
o 

to
 s

ho
w

 to
 in

te
nt

ed
pr

od
uc

t a
nd

 s
ee

 h
ow

 p
eo

pl
e 

re
sp

on
d.

Th
e 

C
on

ci
er

ge
 M

V
P

Fo
cu

s 
on

 o
ne

 s
in

gl
e 

cu
st

om
er

 a
nd

 a
da

pt
 

to
 p

ro
du

ct
 to

 th
is

 c
us

to
m

er
.

Th
e 

W
iz

ar
d 

of
 O

z 
M

V
P

Pr
et

en
d 

th
at

 y
ou

 h
av

e 
al

re
ad

y 
de

ve
lo

-
pe

d 
th

e 
te

ch
ni

ca
l s

ol
ut

io
n,

 w
hi

le
 s

til
l 

op
er

at
in

g 
it 

by
 h

um
an

s.
 

Va
lu

e 
M

ap
C

us
to

m
er

 P
ro

fil
e

Pa
in

 R
el

ie
ve

rs

G
ai

n 
C

re
at

or
s

Products/

Serv
ices

Pa
in

s

G
ai

ns

Customer 

Jobs

Te
st

 C
ar

d

W
e 

be
lie

ve
 th

at
 ..

.

To
 v

er
ify

 th
at

, w
e 

w
ill

 ..
.

A
nd

 m
ea

su
re

 ..
.

W
e 

ar
e 

rig
ht

 if
 ..

.

T
h

e
 L

e
an

 S
ta

rt
u

p
 -

 R
ie

s 
(2

0
11

)

W
h

at
 is

 it
?

T
he

 L
e

an
 S

ta
rt

u
p

 i
s 

a 
m

et
ho

d
 t

o
 v

al
id

at
e

 

yo
u

r 
b

u
si

ne
ss

 a
ss

u
m

p
tio

ns
 b

ef
o

re
 c

re
at

in
g

 

yo
u

r 
p

ro
d

u
ct

 i
n 

sh
o

rt
 i

te
ra

tiv
e

 l
o

o
p

s.
 T

he
 

e
nt
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