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Goals 

✓ Promote entrepreneurship education to develop the employability of artists and creative people 

✓ Develop and create cultural and arts enterprises 

✓ Encourage artists and creative people to focus more on business skills and making money 

✓ Assess relevant and transferable skills and provide practical entrepreneurial training 
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How are we putting this into practice? 

ENTERPRISE CIRCLES 

Will be taking place in Greece, Hungary, Italy, 

Poland, Spain and the UK. The Circle sessions 

are led by an experienced entrepreneur who 

give support in skills reflection, confidence 

building and idea creation. Participants will 

furthermore meet other people who want to 

start up their own creative business. Circles 

provide the opportunity to reflect and develop 

self-understanding to help artists and creatives 

in their business idea. The Enterprise Circles 

methodology and training approach is set out 

in this ‘Facilitators Manual’. 

 

SOCIAL LEARNING PLATFORM 

An online resource to complement the 

Enterprise Circles with extra tools and resources. 

The platform will connect everyone involved in 

the project allowing you to work together 

during and after the entire project. You and 

your participants will have the opportunity to 

network with other artists and trainers, to access 

complementary training material, and to share 

experiences. 

 

The ArtENprise project aims to support artists, cultural organisations and 

professionals to develop and improve their entrepreneurial skills. These are 

the skills that are necessary to make your art or creative work more 

financially rewarding. 

For further information, visit 

http://www.artenprise.eu/ 

 

http://www.artenprise.eu/
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What are Enterprise Circles? 

 

In 2001, recognising the need for more entrepreneurial support among those who want to set 

up their own business, Inova took the initiative of developing a unique mentoring process that 

inspires expert facilitation based on action learning, coaching, mentoring, career development 

and self-reflection. This methodology has over the years proven to be very successful, inspiring 

the ArtENprise project partnership to adopt this methodology and adapt it to the target group 

of artists and creatives. Preliminary project research and the development of the IO1 

Framework of Entrepreneurial Competences for Artists and Cultural Operators demonstrated a 

clear need for artists to be supported in fostering their entrepreneurial spirit, hereby increasing 

their career options and the financial viability of their creativity. 

In the following, we will present a fully adapted Enterprise Circle course to support artists and 

cultural operators in starting up and developing businesses across Europe from their artistic 

and cultural practice. Entrepreneurial training facilitators are provided with all information 

needed to deliver the ArtENprise Enterprise Circles. Alongside several training tools that have 

been selected based on the results of the IO1 Framework of Entrepreneurial Competences for 

Artists and Cultural Operators, we initiate the manual with our recommended process for 

adopting the Circles technique into your training with artists and creatives. 

 

A Circular Mindset 

▪ Enterprise Circles give an individual the opportunity to share their problems, issues, 

opportunities and challenges with others. 

▪ Enterprise Circles install a confidential environment where an individual feels safe yet 

challenges to explore and test their business ideas. 

▪ Enterprise Circles allow for possible options for action to be generated and discussed. 

▪ Enterprise Circles help an individual recognise the next steps they need to take to 

further their idea / to grow their business. 

▪ Enterprise Circles strongly encourage self-reflection, self-belief and the development 

thereof. 

▪ Enterprise Circles introduce likeminded participants to each other for networking. 
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The ArtENprise Enterprise Circles have been developed by the ArtENprise partnership as a 

whole and its effectiveness has been tested in all six partner countries: 

1. UK – Inova 

2. Spain – Cámara de Comercio de Granada & Ayuntamiento de Granada 

3. Italy – Materahub 

4. Hungary – CICC Association 

5. Greece – Militos Consulting S.A. 

6. Poland – Fundacja ARTeria  

 

Enterprise Circles - Underpinning Philosophy 

 

When training others, we often fall into the trap of giving advice rather than asking the right 

questions. Enterprise Circles challenge this notion by putting all focus on the learner’s needs. 

Learning is a continuous journey, the path of which can only be unveiled by the individual him 

or herself. This knowledge is often already present; Circles help uncover this knowledge 

through sharing and learning from each other and thereby ourselves. 

The training focus in Circles is therefore on questioning instead of advice giving. As a facilitator 

it is of the utmost importance that you allow your participants to find their own answers (or, 

advice) by asking insightful and reflective questions (and by inspiring other participants to do 

the same). The idea behind this is that participants are encouraged to questions their 

responses and to support other group members to reflect why they responded to certain 

questions in a certain way. This can be achieved through a multitude of ways, such as group 

discussions, completion of the exercises below and/or guided questioning from other 

participants. 

Example: when using the notion of guided questioning, you will give each participant a time 

slot to talk about the challenge they are facing / the opportunity they want to explore (5-15 

minutes, depending on the size of the group). The other group members will listen carefully 

and offer questions. Questions that allow the group members to understand the issue more 

fully will bring new insights that the presenting participants may not have thought about 

and/or change their perspective towards the challenge / opportunity, hereby opening the path 

towards further discovery and strengthening their self-reflection 
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Below you will find two models that help to further explain the purpose, process and value of 

the Enterprise Circles Methodology: 

1. Figure 1 = Action Learning Process 

2. Figure 2 = Kolb’s Experiential Learning Cycle 

 

 

 



9 

 
 

 

 

 

 

 

 

 

 

 

 

Fig 1. Action Learning Process  
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question you 
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This leads to insight, 

new understandings 

and ideas on taking 
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This leads to insight, 

new understandings 

and ideas on taking 
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Test out taking 
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business

Bring results back to 

Circle - what 

worked/what didn't? 

Why (not)?
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conclusions, define 

learning from 

experience

Mark learning , draw 
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experience
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Fig 2. Kolb’s Experiential Learning Cycle (1975) 

 

For even further explanation, here are a few useful videos about the above models: 

▪ What is Action Learning? - https://www.youtube.com/watch?v=IAJ0z_IdZXE  

▪ The 3-minute Kolb - https://www.youtube.com/watch?v=ObQ2DheGOKA 

▪ Experiential Learning: How We All Learn Naturally - 

https://www.youtube.com/watch?v=aF63HHVbpQ8  

 

The method is so effective because it places the learner at the centre of the situation: 

▪ it works in real time, with live issues that are of importance to the individual; 

▪ it integrates any theoretical learning with real experience; 

▪ it’s about action and implementation. 

 

CE 

CONCRETE 

EXPERIENCE 

RO 

REFLECTIVE 

OBSERVATION 

AC 

ABSTRACT 

CONCEPTUALISATION 

AE 

ACTIVE 

EXPERIMENTATION 

https://www.youtube.com/watch?v=IAJ0z_IdZXE
https://www.youtube.com/watch?v=ObQ2DheGOKA
https://www.youtube.com/watch?v=aF63HHVbpQ8
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The benefits of this action learning approach are: 

▪ it enables you to generate more insight into the situation you are facing, perhaps 

helping you to generate more options and solutions; 

▪ it tests assumptions on which your plans are built; 

▪ it enables you to reality check plans, ideas and solutions: are they appropriate, 

comprehensive and appropriate to your context? 

▪ by bringing more brain power to look at issues, participants have more opportunity 

to spot issues which they haven’t already thought of. It can help expose blind spots. 

The other participants may help look at potential consequences or outcomes, they 

may help you generate more innovative and creative ideas or find new ways to 

approach situations; 

▪ it offers a way of constructively challenging your ideas, in order to help you develop 

them to maximise your chance of success. 
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Facilitation 

 

For the most successful and effective delivery of the Circles methodology, we recommend 

having no more than 5 participants (artists and creatives) per Circle. This allows for the best 

learning experience compared to the time given (3-4 sessions of 3-4 hours each).  

Each session will see a combination of group discussion with the individual airing of issues, 

self-reflection and goal setting. It is therefore of the utmost importance that only skilled 

facilitators with prior experience in action learning or those who have been trained in the 

methodology by developers Inova Consultancy (UK) are able to lead an Enterprise Circle. 

 

* if you would like to receive further advice about or training for the facilitation of Enterprise 

Circles, please contact Inova via www.inovaconsult.com.  

 

As training facilitator, you will most likely have your own style of training. However, the 

Enterprise Circles Methodology is developed to be fairly non-directive, something that has to 

be taken into account at all times; they are learner led and learner focused, meaning that it’s 

the participants who decide what they want to talk about and the topics they address will in 

turn inspire you as a facilitator to present those exercises you believe will be most effective. 

This Facilitator’s Manual presents you with a number of possible tools in order to have 

sufficient flexibility in this. 

For further guidance in this, as facilitator you will likely wish to explore the following elements 

of self-reflection and action learning throughout the course of the Circles sessions:1 

▪ Exploration of what may cause particular conditions or consequences; reviewing 

decisions or actions and reveal how this has led to the current situation. Could 

problems have been avoided? What are the implications if a similar situation occurs 

in the future? What have they learned from this situation?  

                                                 

 

 

1 Inspired by the successful use and delivery of the Circles Methodology in the MENTEE-project. 

http://www.inovaconsult.com/
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▪ Examining their own thinking that led them to believe something or act in a certain 

way. Is a decision built on fair assumptions? Have assumptions been tested? 

▪ We can also learn from mistakes; Argyris (1993) suggests that learning occurs 

whenever errors are detected and corrected. 

▪ The facilitation should also be future + solution focused.  It is useful to assist 

members in predicting possible outcomes. Have they taken everything into 

account? What is the back up or contingency plan? Have they considered all the 

options in a situation? 

▪ Your facilitation will explicitly get people to commit to goal and action plans, report 

on their own progress, redefine goals and review outcomes. 

▪ The facilitation should also involve awareness of group dynamics and group process; 

this may occasionally require that the facilitator may have to intervene to protect 

someone’s time, to keep issues on track when challenges may be causing distress, 

when someone is perhaps using power inappropriately or behaving in a way that 

frustrates or blocks the group’s learning. 

▪ Participants might wish to experiment with behaviours / present business ideas in 

the Enterprise Circle (with the agreement and support of their colleagues) and 

obtain feedback. Perhaps a member would like to be more assertive and offer more 

suggestions in group settings or develop the confidence to disagree with people.   

▪ Encourage group members to be creative, to work outside comfort zones and to 

maximise opportunities. 

▪ Contracting: defining an agreement with the Enterprise Circle members about roles 

and responsibilities in order that a) you can best facilitate; b) they can get most out 

of the process in a climate which is conducive to learning.  Agreements need to be 

revisited frequently and rules of operation need restating at the start of each 

session.  

 

Testing the programme: The ArtENprise Enterprise Circles will be developed and tested 

throughout its project lifetime by all partners. In order to gather complete feedback, 

participants will complete an evaluation form at the end of each Circle session. The facilitator 

will keep all evaluation forms at the end of each session and complete these with their own 

facilitator reflections. When the Circles have come to an end, each partner’s facilitator will then 

write up a National Report in English which summarises the individual evaluation forms per 

session, the final outcome forms and their own facilitator’s notes/experiences. The National 

Report will furthermore contain interesting quotes from participants (from within sessions or 

from evaluation comments) and audio files/photos of the workshops where possible. All 
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signed attendance lists will also need to be included. This National Report should be 

approximately 10 pages A4 and should be sent to the Output Leader, Inova, in English.  

 

Update September 2018: The ArtENprise Enterprise Circles have been tested in all partner 

countries in two national pilots, the training week in Matera and the Enterprise Circle 

Conferences (Multiplier Events) that were organised throughout the course of the project. Two 

facilitators per partner were given the responsibility of testing the programme, following the 

attendance of a training the trainers workshop in Sheffield, UK (March 2017) facilitated by 

trainers from Inova. 

 

The national pilots consisted of 3 sessions per pilot, with each pilot involving a minimum of 5 

artists and creatives. This has led to the following results: 

• Each partner has nationally tested the tools with at least 10 artists and creatives (60+ 

artists and creatives involved in total) considering artists needs and cultural differences.  

• Each partner invited three of these participants to join the European training experience 

in Matera. 

• Each partner organised one Multiplier Event at the end of the project to present 

ArtENprise project results, promote its achievements and undertake one final Circle 

session with everyone present. Each Multiplier Event attracted 20+ people, leading to 

a total of 130+ participants across the partnership. 

 

This elaborate testing process has been incredibly successful based on all positive feedback 

received from both participants and facilitators. The different sources of feedback can be 

accessed in the following ways: 

• Participant feedback – this is mainly incorporated in project partners’ National Reports 

and can be accessed on request (to do so, please get in touch with Inova Consultancy 

via admin@inovaconsult.com – the reports are not published publicly due to Data 

Protection requirements). Participants who attended the training week in Matera have 

furthermore recorded evaluation videos and can be viewed online. 

• Facilitator feedback – all training facilitators were asked to fill in a brief questionnaire 

outlining their experiences with delivering the Enterprise Circles programme. These 

questionnaires can be accessed online. 

mailto:admin@inovaconsult.com
https://www.artenprise.eu/interviews-participants-artenprise-training-week-matera/?fbclid=IwAR0e4PkYag2GIoHOCs7_BU4wznE-nOwnM9IK8W4RxZbgjOF16fbTetkCURk
https://www.artenprise.eu/facilitators-manual/
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Circle Session Lay-Out 

 

The following is a recommendation of what each session can look like. It is important to note 

that facilitators are not required to use all the tools they are presented with in this Manual. It 

is up to the facilitator to decide which tools will be most useful, based on the training needs 

of participants and time available.  

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

MEETING 1 

INDICATION OF SESSION LAY-OUT 

▪ Introductory session – Introducing yourself 

and your participants 

▪ Introduction to the Enterprise Circles and set-

up of the day 

▪ Administration – signing Learning Agreement, 

Attendance List and any other required 

documents 

▪ Completion of Soft Skills Self-Assessment 

Form 

▪ Discussion + Agreement on Ground Rules 

▪ Tools and questioning – go into the 

differences between advice giving and 

questioning, how to use questions, etc. and 

how this will positively affect participants’ 

working relationship 

▪ Discussion round – each participant is given a 

10-15-minute timeslot to air their 

issue/challenge/opportunity 

▪ Setting SMART Goals – end each session with 

participants setting their goal(s) to work on in 

between sessions 

▪ Administration – filling in Session Evaluation 

Questionnaire + remind your participants of 

the date and time of the next session 

MEETING 1 

(Suggested     

tools/ 

exercises) 

TOOL 1 

SMART 

goals 

TOOL 10 

Back to Back 

Communica

tion 

TOOL 2 

6-piece 

story 

TOOL 3 

Idea 

Design 

Process 

TOOL 12 

Mind Map 

and Ideas 

Generation 



18 

 
 

 

  

 

 

 

 

 

 

 

 

 

 

 

MEETING 2 

INDICATION OF SESSION LAY-OUT 

▪ Welcome back your participants 

▪ Administration – signing Attendance List and any other required documents 

▪ Revision of last week’s discussions and content covered + Review progress 

▪ Tools and questioning 

▪ Discussion round – each participant is given a 10-15-minute timeslot to air their 

issue/challenge/opportunity 

▪ Setting SMART Goals – end each session with participants setting their goal(s) to 

work on in between sessions 

▪ Administration – filling in Session Evaluation Questionnaire + remind your 

participants of the date and time of the next session 

MEETING 2 

(Suggested     

tools/ 

exercises) 

TOOL 4 

The Creative 

Project 

Canvas 
TOOL 5 

Business 

Model 

Cards 

TOOL 1 

SMART 

goals 

TOOL 6 

Business 

Persona 

TOOL 7 

Pricing 

Strategy 

Cards 

TOOL 12 

Mind Map 

and Ideas 

Generation 
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MEETING 3 

INDICATION OF SESSION LAY-OUT 

▪ Welcome back your participants 

▪ Administration – signing  

Attendance List and any other  

required documents 

▪ Revision of last week’s discussions and content covered + 

Review progress 

▪ Discussion + Agreement on Ground Rules 

▪ Tools and questioning – go into the differences between advice 

giving and questioning, how to use questions, etc. and how this 

will positively affect participants’ working relationship 

▪ Discussion round – each participant is given a 10-15-minute 

timeslot to air their issue/challenge/opportunity 

▪ Setting SMART Goals – end this final session with participants 

setting their SMART Goal(s) for the future and ask them to 

strongly focus on a timeframe and how to achieve these goals 

without the Circle Sessions present as an extra method or 

accountability 

▪ Completion of Soft Skills Self-Assessment Form – reflect on 

differences with the Form they filled in during the first session 

▪ Exchange contact information and agree any further informal 

networking sessions to stay in touch with your participants and 

their progress 

▪ Administration – filling in Final Evaluation Form + remind your 

participants of the date and time of the next session 

MEETING 3 

(Suggested     

tools/ 

exercises) 

TOOL 8 

Process 

Journey 

TOOL 9 

The Box 

Exercise 

 

TOOL 1 

SMART 

goals 

TOOL 11 

Communica

tion 

Origami 

TOOL 12 

Mind Map 

and Ideas 

Generation 
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Facilitation in Detail 

 

The First Session 

 

Step 1: Introducing Yourself 

 

You can of course not start an Enterprise Circles programme without introducing yourself to 

the group you’re working with. Trust and confidence are key for the Circle sessions to be 

effective, and this starts with an engaging introduction. 

Tell them a little bit about yourself and try to not just keep it to the professional elements; 

share something personal to better connect with people.  

As a brief guide, your introduction can for example include the following topics:  

▪ Your name; 

▪ Personal history, how you got to where you are in life; 

▪ Fields you have worked in, career trajectory;  

▪ Professional qualifications if relevant, to give more credibility to be able to facilitate; 

▪ How you like to work, anything in particular that you value e.g. openness, honesty, sharing; 

▪ Explain your role – process expert rather than technical expert;  

▪ Give all group members the necessary handouts for the first (and following) sessions.  

▪ Finally, make sure that everyone attending the session signs the attendance sheet and 

mentoring agreement (more on this below).  

 

Contracting and Administrative Elements 

 

1. Contracting 

At the start of every Enterprise Circles programme it is recommended to sign an agreement 

with each of your participants. According to Block (1981), a contract or agreement with a client 
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is a social contract and is developed to enable the facilitator to have equal power with the 

client. And we agree. Setting out mutual expectations in an agreement does not only give 

more information about the training relationship but also increases accountability in both 

parties.  Each participant will be asked to sign two Enterprise Circle Agreements – one for their 

own records, one for yours. 

An example Enterprise Circle Agreement can be found in Annex 1. 

 

2. Attendance Register 

At the start of each session, participants are required to sign an attendance list. This is an 

important way for facilitators to evidence people’s participation for funding requirements. 

Make sure to scan all attendance lists, send them back to Inova Consultancy together with 

your National Report and keep the hard copy original in your records.  

Note: When taking photos as extra evidence, make sure that you have participants’ specific 

consent to do so. 

An Attendance List Template can be found in Annex 2. 

 

3. Evaluation 

Everyone participating in the ArtENprise Enterprise Circles is required to take part in an 

ongoing evaluation process, meaning that at the end of each Circle session they are asked to 

fill in a feedback form. Participants will have to be informed about this from the start, so that 

they can ask any questions they may have. In the face of new GDPR-legislation, it is also 

advisable to, aside from your written privacy policy, verbally illustrate how their personal data 

will be processed.  

Note: make sure that participants fill in and hand back the evaluation forms before leaving 

each session. The response rate is likely to drop when allowing people to take the forms home. 

An Evaluation Form Template can be found in Annex 3. 
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Step 2: Introducing Your Participants 

 

Once you have gone through the stages of introducing yourself and contracting, it is time for 

group members to introduce themselves to each other. As this is only an initial stage before 

diving into further reflection and self-development, these introductions can be kept quite brief 

(e.g. 2-3 minutes per person). 

At a minimum, ask participants to include at least the following into their introduction: 

▪ Name; 

▪ Background (only what they are comfortable sharing – perhaps previous jobs, interests, 

etc); 

▪ Business (it is advisable to avoid having Circle members with the same business / 

business idea as competition may impede complete openness); 

▪ Three key challenges they face when thinking about their business at the time of 

attending the Circle sessions; 

▪ What they want to get out of attending the ArtENprise Enterprise Circles. In this, it is 

also useful to check if any of your participants have prior experience with action 

learning or coaching and mentoring. 

 

Step 3: Introducing the Enterprise Circles Methodology 

 

Following on the introduction rounds, you will set out the background of the Enterprise Circles 

methodology and how this works out in practice; that they provide a facilitated space where 

individuals can complete tools, share discussions and have a dedicated time slot each to 

present their issues, problems and opportunities. Make sure to be very clear about the 

questioning technique from the start, so that group members are fully aware they should avoid 

giving advice and that the main objective is to help other members forward in taking 

purposeful action by themselves.  

▪ Proceed by presenting the general process of what happens in an Enterprise Circle: 

▪ Participants will meet with a trained facilitator (you!) for 3-4 sessions, each lasting 3-4 

hours; 
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▪ Each participant had an allocated timeslot (5-15 minutes depending on the size of the 

group) to share a challenge they are facing or an opportunity they may want to explore 

further; 

▪ Each participant will be supported by both the facilitator and other group members to 

develop their action plan and the SMART-goals to achieve its objectives; 

▪ Each participant is expected to work on their SMART-goal(s) in between sessions and 

report back on their achievements the next time they meet; 

o One of the strengths of the Circles methodology lies in the fact that circle 

members can hold each other to account and inspire confidence to push 

themselves out of their comfort zone. Participants are less likely to postpone 

taking action when they have to present the initiative they have taken, the 

difficulties they have faced in this and the successes they have achieved. 

Note: Always remind participants that learning is about being resilient in the face of difficulty. 

It is totally normal if they do not manage to achieve everything that they set out to achieve 

(self-awareness and knowing your limits also forms a big part of the learning curve participants 

will experience in the Circles) , but they will be encouraged to review difficulties, learn from 

them and find ways forward or new paths for action in a supportive environment. 

You may wish to refer them to the diagram of the action learning model (see above) or draw 

one of your own on a flip chart.  

 

Further background information on the ‘questioning technique’ for 

successful facilitation: 

In an Enterprise Circle, the focus should always be on questioning rather than advice giving. 

This resource gives some tips and advice on ensuring you are supporting each other correctly 

during your sessions.2 

                                                 

 

 

2 Inspired by the successful use and delivery of the Circles Methodology in the MENTEE-project. 
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Enterprise Circles are learner led and therefore presenter led. The ‘presenter’ is the person 

speaking explaining their issues in their time slot. The presenter is encouraged to state what 

they need and to regulate contributions from others if too directive or unhelpful. 

If input is required the presenter is expected to initiate it, asking for input from others when 

required.  

‘Advice giving’, can be unhelpful when it directs the presenter towards a particular way of 

thinking or a course of action. Using questioning instead helps to empower the presenter and 

supports them in finding their own solutions. Look out for and avoid sentences starting with: 

✓ ‘Have you thought about….?’ 

✓ ‘Have you tried…?’ 

✓ ‘You could try…..’ 

Some statements may be focused on a questioner’s experience when the focus should be on 

the presenter. For example: 

✓ ‘When I managed the restaurant we used to….’ 

✓ ‘When I worked as a Manager of an art gallery in London I always found …’ 

Offering advice in this way takes the presenter’s time and can be detrimental to personal 

learning, bypassing an opportunity for the presenter to learn and explore for themselves. 

Always avoid unhelpful comments such as: 

✓ ‘If I were in your situation I’d…..’ 

However occasionally some types of advice, when specifically asked for, can be helpful, only if 

asked for, for example a presenter might ask for advice about contacts. 

✓ ‘I’m looking for a new booking agent in my local area. Does anyone know one 

to recommend?’  

This may be appropriate; it may help them to save time finding a new agent. However, the 

advice also offers room for caveats. The presenter would need to take responsibility and 

personally check out the credibility of people by asking for proof of qualifications and 

testimonials. They would be expected to make a judgment for themselves concerning 

competence; the Enterprise Circle is not a substitute for professional advice. Sometimes 

learning from others’ experience can provide a useful shortcut. 
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Step 4: Group Member Expectations 

 

When facilitating ArtENprise Enterprise Circles, you will be faced with many different 

characters, personalities and objectives. It is therefore important to clarify mutual expectations 

before delving into deeper territory. 

How to sift out these expectations will of course be dependant on your style of facilitation and 

experience with delivering action learning training programmes. However, here are some areas 

that you may like to focus on / explore. It is advisable to gather all answers on a flipchart paper 

and to type them up after the first session, so that participants can receive a handout of what 

was discussed. 

1. Participants’ Expectations 

a. Challenges – what level of challenge are group members comfortable with? 

b. Self-regulating – what (if any) experience do group members have with self-

regulating; how much do they want you to guide/intervene?  

c. Time keeping – what do they prefer with regard to timekeeping, e.g. do they 

want to keep time themselves, do they want 5-10-minute warnings, etc.?  

d. Feedback – what is their preferred form of feedback: group or individual? 

Maintain flexibility in this based on your observations of behaviour in the group. 

e. Other – do group members have any particular requests that were not yet 

discussed?  

 

2. Your Expectations 

a. Confidentiality – address the importance of confidentiality and lay out your 

expectations about openness and honesty. 

b. Awareness – Enterprise Circles aim to increase people’s awareness of 

themselves and others; spend some time to explain what level you expect 

people to aspire to throughout the sessions. 

c. Responsibility – address your expectations about participant taking 

responsibility of their learning path, their SMART-goals and to ask for help 

where they need it. 

d. Attendance – the requirement to receive a certificate of participation is that 

participants need to attend at least 2 out of 3 sessions. Aside from this, address 
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your expectations about timekeeping, the cancellation policy, communication 

in case of any issues and the result of non-attendance. 

e. Homework – Circles members are expected to work on their SMART-goals in 

between sessions. Make sure that everyone is aware of these expectations and 

give guidance in how they can log their progress, reflect on achievements and 

challenges, how to prepare for upcoming sessions, etc. 

 

Development of Ground Rules 

Setting expectations goes hand in hand with the development of group rules. Together with 

your group members, try and translate everyone’s expectations into a list of ground rules that 

will help participant respect these expectations. Based on the above outline of expectation-

setting, these ground rules can address the following topics: 

 

▪ Confidentiality and respecting others’ intellectual property; 

▪ Attendance and commitment; 

▪ Use of time; 

▪ Questioning and levels of challenge; 

▪ Giving feedback; 

▪ Respect; 

▪ Communication style; 

▪ Different types of ‘helping’ in the group- what people would prefer. What helps? What 

hinders? 

 

Depending on your previous experience as a facilitator, you may already have your own 

approach to developing ground rules. If so, feel free to adopt this approach. If not (or if you 

would like to experiment with different techniques), in Annex 4 you will find a very useful 

resource on the development of ground rules drafted by the Carnegie Mellon University and 

based on Brookfield & Preskill, 2005. 

Gather all ground rules on a flipchart paper, type them up after the first session and email 

them to your participants. Print out a hard copy to take with you to each following session in 

case it is necessary to repeat or revise the ground rules as set. 
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Step 5: Checking in 

 

After having completed all introductory and administrative steps, you can move on to the first 

phase of the actual Circle: checking in. 

 

Linked to Step 2, the main aim of this stage to find out how people are doing. What has been 

on their mind recently/today? Is there anything they want to get of their chest? What would 

they like to focus on today? What progress have they made? (this last question is more relevant 

for subsequent sessions).  

Taking a few minutes out for this reflection will help you as a facilitator to structure the rest of 

the session, so that exercises and discussions are better targeted towards your participants’ 

needs. 

GROUND RULES EXAMPLE 

▪ We agree to be open and honest with each other, to face reality and to not 

gloss over problems but address them head on; 

▪ We agree to take responsibility of our own actions and work on our goals in 

between sessions; 

▪ We agree to be ourselves – to be authentic; 

▪ We agree to protect each other’s reputation and be supportive at all times; 

▪ We agree to inform our facilitator in a timely manner if for any reason we are 

unable to attend a session; 

▪ We agree that we are prepared to answer any questions and value being 

challenged and pushed to achieve our goals; 

▪ We agree to speak up if we are not comfortable with the level of challenge 

given; 

▪ We agree to respect each other’s ideas and to not steal them for our own 

business purposes or will seek permission to do so / develop ideas or 

partnerships if possible; 

▪ We agree to be open to new ideas, to accept critical feedback and to articulate 

what we believe is working and what is not. 
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Step 6: Describe current issue(s) 

 

One of the most important elements of each Circle session is giving participants time to air 

their issues. Depending on the size of the group, you will allocate each person with 10-15 

minutes to present an issue, challenge and/or opportunity they would like to open up about 

in order to gain more insight and different perspectives.  

1. Before presenting, make sure that each participant has some time to decide what they 

want to talk about and how they are going to present their topic. If needed, you can 

give participants some guiding questions: 

a. What’s the issue, challenge and/or opportunity you would like to focus on 

today? If facing several issues, which needs to be tackled first? 

b. What makes it a topic to focus on today? 

c. Who owns the issue, challenge and/or opportunity? 

d. How important is it to you? (on a scale from 1-10) 

e. How much energy are you giving it / does it need? (on a scale from 1-10) 

2. The participant presenting will provide Circle members with sufficient information for 

them to gain a broad understanding of the issue, challenge and/or opportunity the 

presenter is facing.  

3. Once the presenter has filled his time, the Circle members will start posing their 

questions. These can vary from clarification questions (to ensure that members have a 

correct understanding) to more reflective/supportive questions. The main aim is to 

pose reflective questions and to refrain from giving advice, in order to help the 

presenter to come up with their own solution.  

a. Inspire participants to pose questions that create more options, elucidate, 

discover, probe, etc. – all to help the presenting member to gain new insights, 

new ways of seeing things, alternatives paths of action, etc. 

4. As facilitator, always maintain awareness that participants question properly and that 

issues are discussed in full and make sure to probe when necessary in order to 

maximise participants’ learning. Remember that your role is to guide and coach your 

participants to find their own solutions.  

a. If needed, elaborate on methods of questioning with your Circle members; 

explore different types of questions (such as open, closed, hypothetical, 

discovery and leading) that help uncover the hidden assumptions and limiting 

beliefs that may hold back the presenting members in achieving their goal(s). 
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b. E.g.: if you notice that a participant moves from one issue to another without 

real focus, there may be deeper underlying issues that need addressing, such 

as confidence, lack of productivity, fear of failure, etc. If no Circle member picks 

this up, you are in the best position to pitch in. 

 

Please note: issue exploration can be very time consuming when done right. As facilitator, you 

therefore need to make sure to organise the session well and be clear about how much time 

will be spent on this (this will depend on numbers, time, talkativeness of the group, complexity 

of the issue, etc.). If you notice that time is running out, you can for example propose to 

continue the discussion in a private group on the ArtENprise Social Learning Platform (see 

below). 

 

Step 7: Tools Involvement 

 

This stage of the Circle session can be interspersed with each previous and following stage 

since the Enterprise Circles Tools lend themselves for flexible use, depending on the needs of 

the participants. As facilitator you are therefore free to choose when to address which 

particular tool. 

Generally, it is advisable to start the session with an icebreaker (such as Tool 10 or 11) after 

which participants feel more comfortable to air their issues (Step 6). Once a broader grasp of 

each member’s situation has been developed, you will be able to guide them on a more 

individual level when setting out the different tools you can present.  

✓ Please note: The number of Tools and their length will most likely make it impossible 

to cover all materials with the time given. Keep in mind that this is okay! You have the 

freedom and flexibility to use your own experience in selecting those tools and 

exercises that you feel are most beneficial for your participants. Tools that are not 

covered during the sessions can be given as homework or briefly explained during the 

session so that participants can work on them in their own time and at their own pace. 

 

 

 

https://training.artenprise.eu/en/
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Step 8: Closing the Session 

 

When you get to the end of the session, implement a brief closing discussion to verify with 

your participants what they have learned. This allows participants time to reflect on their 

learning path and will lead to more thorough evaluation (the final activity of each session). 

Example questions to guide this discussion: 

▪ What have you learned about yourself and your challenge/issue/opportunity? 

▪ What have you learned from the other participants? 

▪ What have been the most useful questions posed for you to reflect on your 

challenge/issue/opportunity? 

▪ What impact has today’s session had? 

▪ Did you manage to move from ‘not knowing’ to ‘knowing what to do next’? If so, to 

what extent? 

Closing Activities 

▪ A guided discussion about participant’s learning experiences and lessons learned from 

the session.  

▪ Arrangements for the next session; remind participants that they should work on their 

SMART-goals and report back on their progress during the next session. Other 

participants can be allocated as ‘chasing buddy’ to hold each other to account. The 

buddy’s responsibility is to regularly check in with their partner about progress and to 

review achievements/challenges. This will furthermore bring your group closer 

together and inspire participants to continue meeting up after the Circles have ended. 

▪ Refer participants to the ArtENprise Social Learning Platform for further learning 

opportunities. 

▪ Review activities that you as a facilitator have promised to undertake, e.g. emailing 

ground rules, setting up a Trello board, share participants’ email addresses with each 

other, setting up a private Facebook group, etc. 

▪ Hand out session evaluation forms for participants to fill in – ask everyone to fill in the 

form before leaving. Participants are less likely to hand in their feedback when allowed 

to take the evaluation form home. 

▪ Remind participants of the date, time and location of the next meeting.   

Evaluation forms can be found in Annex 3 - Evaluation Pack. 
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The Second, Third,… Session 

 

▪ Welcome back your participants and go through all administrative activities; 

▪ Revise last week’s discussions and content covered; 

▪ Repeat Step 4 to 8. 

 

 

The Final Session 

 

▪ Welcome back your participants and go through all administrative activities; 

▪ Revise last week’s discussions and content covered; 

▪ Repeat Step 4 to 7. 

 

 

Closing Activities – The Final Meeting 

 

The Final Meeting will see a few additions to the closing activities, specified below: 

▪ A guided discussion about participant’s learning experiences and lessons learned from 

the session.  

▪ Final Meeting Specific: Ask participants to score themselves on the soft skills form and 

analyse their changes since the first session. An example graph of participants’ learning 

curve is added below. 

o The Soft Skills Evaluation Form can be found in Annex 3 – Evaluation Pack. 

▪ Final Meeting Specific: Arrangements for continued learning; discuss with participants 

how they plan to continue working on their SMART-goals and other possible 

sustainability plans for the group. Your organisation can for example offer participants 

free use of any of your meeting rooms, if they demonstrate a willingness to meet up 

without a facilitator present to carry on their learning process. 

▪ Arrangements for the next session; remind participants that they should work on their 

SMART-goals and report back on their progress during the next session.  
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▪ Refer participants to the ArtENprise platform for further learning opportunities. 

▪ Review activities that you as a facilitator have promised to undertake, e.g. emailing 

ground rules, setting up a Trello board, share participants’ email addresses with each 

other, setting up a private Facebook group, etc. 

▪ Final Meeting Specific: Hand out both the session and final evaluation forms for 

participants to fill in – ask everyone to fill in the form before leaving. Participants are 

less likely to hand in their feedback when allowed to take the evaluation form home, 

especially since this will be the final official Circles meeting. 

  

Facilitators should develop these graphs after the final session. This will be used for reporting 

purposes, but is also useful to send to the participants as a follow-up after the Circles 

sessions have ended. It gives them an attractive visualisation of their learning process. 
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Working through the Tools 

 

The following section sets out an overview of tools that can be presented to participants during 

the Circles session. Due to time available, facilitators will not be able to use all tools and are 

therefore urged to select those tools and exercises they believe are most beneficial for their 

creative participants. Instructions on how to implement each tool is given to help facilitators 

to feel comfortable using these materials in their training sessions. 

The table below shows how the different tools can be used by facilitators for the different 

topics that they decide are most relevant for the group/individual. Each tool furthermore 

specifies which exact competences are addressed, linked to the necessary skills for artists as 

defined in the ArtENprise Entrepreneurial Competence Framework. 

 

 

  



 

 

 

Overview of Tools and Connected Competence Framework Level (IO1) 

 

  

COMPETENCE 

 FRAMEWORK LEVEL 

AREA OF FOCUS 

REF TOOL/EXERCISE DESCRIPTION 1 2 3 

Ability to 

market and 

sell a new 

product or 

idea 

Financial Skills 

Ability to draw 

up a business 

plan 

Self-

motivation 

and discipline 

Ability to plan, 

coordinate 

and organise 

1 SMART Goals x x x x   x x x 

2 6-piece Story x     x         

3 Idea Design Process x x x x x x x x 

4 The Creative Project Canvas   x       x   x 

5 Business Model Cards   x       x     

6 Business Persona x     x         

7 Pricing Strategy Cards x     x         

8 Process Journey     x         x 

9 The Box Exercise     x       x   

10 Back to Back Communication x x x x         

11 Communication Origami x x x x         

12 Mind Maps and Idea Generation x x x x   x x x 



 

 

Tool 1 – SMART Goals 

 

Name of Tool: SMART goals 

worksheet 

Framework Competence Level: All (ongoing 

process) 

Duration: 20 minutes Framework Competences Addressed:  

Goal setting 

Organising, analysing and gathering data on the 

feasibility and the specifics of one’s own business 

concept 

Diagnosing problems and their causes 

Predicting and forecasting 

Implementing and monitoring actions 

Evaluation and comparing courses of action 

 

Materials Needed: 

SMART-goals worksheet handout 

 

 

Facilitator Guidelines 

 

This tool is designed to provide structure and guidance throughout a project/business idea, 

and better identify what your participants want to accomplish.  

Participants need to set goals in order to: 

✓ direct their efforts towards a successful professional and personal career  

✓ clarify their own expectations 

✓ to gain a better performance 

✓ measure the efficacy of their actions 
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Setting goals means asking yourself “What am I doing?” and “Why am I doing it?”. By 

answering these questions, participants will be able to face and identify: 

✓ their main goals 

✓ their sub-goals 

✓ their tasks 

 

This tool will be repeated during each session; participants will have to set new goals / build 

on their previous ones every Circle session and report on their progress when you next get 

together. 
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Exercise / Handout 

 

 

Writing your goals down increase your chances of actually achieving them. We all know that 

feeling of having too much on our mind, and visualising our goals can not only help organise 

them but will also bring them live. Above, you can see the outline of the SMART-goals 

methodology, a useful tool to make your goals more realistic and effective. 
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Before you start jotting down all your ideas, take some time out to focus on a few preliminary 

questions that may influence the wording and effectuation of your goal(s). 

 

Preliminary Questions: 

▪ What time do you have available? 

▪ What’s your energy and appetite for achieving this goal? 

▪ What level of knowledge does it require? 

▪ Will you need any new knowledge? 

▪ How are you going to achieve your goal? 

▪ Can you estimate the effort required in relation to the value of the likely outcome? (= 

valence) 

▪ Is it a very large goal that needs to be split into sub-goals? 

▪ What is the timescale? 

▪ Are there any quick wins? (= a visible improvement that can be achieved quickly) 

▪ Do you need to gain support to achieve your goals? Who from – colleagues, your 

partner, staff? How will you do this? Can you organise goals into a timeframe – Short 

term, Medium term, and Long term? 

▪ Do you know other people who have achieved goals like this – can you learn from them 

and model your behaviour according to their success? 

▪ Are you able to write your goals using the SMART-format?  

o Yes? Go ahead! 

 

SMART goals worksheet 

 

Step 1: Write down your goal in as few words as possible. 

My goal is to: 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

____  
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Step 2: Make your goal detailed and SPECIFIC. Answer who/what/where/how/when. 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

____ 

HOW will you reach this goal? List at least 3 action steps you'll take (be specific): 

1. ______________________________________________________________________________________________ 

2. ______________________________________________________________________________________________ 

3. ______________________________________________________________________________________________ 

Step 3: Make your goal is MEASUREABLE. Add details, measurements and tracking details. 

I will measure/track my goal by using the following numbers or methods: 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

___ 

I will know I've reached my goal when 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

___ 

  

Step 4: Make your goal ATTAINABLE. What additional resources do you need for success? 

Items I need to achieve this goal: 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

___ 
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How I'll find the time: 

________________________________________________________________________________________________

_ 

________________________________________________________________________________________________

________________________________________________________________________________________________

__ 

 

Things I need to learn more about: 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

___ 

 

People I can talk to for support: 

________________________________________________________________________________________________

________________________________________________________________________________________________

________________________________________________________________________________________________

___ 

 

Step 5: Make your goal RELEVANT. List why you want to reach this goal: 

________________________________________________________________________________________________

_ 

________________________________________________________________________________________________

_ 

________________________________________________________________________________________________

_ 

 

Step 6: Make your goal TIMELY. Put a deadline on your goal and set some benchmarks. 

I will reach my goal by (date): ___/___/____. 

My halfway measurement will be 

________________________________________________________________________________________________
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________________________________________________________________________________________________

__on (date) ___/____/_____. 

Additional dates and milestones I'll aim for: 

________________________________________________________________________________________________

________________________________________________________________________________________________

__ 
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Tool 2 – 6-piece story   

 

Name of Tool: 6-piece story Framework Competence Level: 1 – Beginner 

Duration: 40 minutes Framework Competences Addressed: Ability 

to market and sell a new product or idea 

✓ Understanding what the buyer wants 

✓ Communicating succinctly 

✓ Telling compelling stories 

✓ Personalising Interactions 

 

Other Competences Addressed: 

✓ Creative thinking 

✓ Communication 

✓ Team-work 

Materials Needed: 

✓ A3-paper 

✓ Coloured pens 

✓ Handout with questions 

 

 

Facilitator Guidelines 

This projective technique aims at providing a frame for goal setting and its execution using 

the creative characteristics of the participant(s). Furthermore, if used at group level, its main 

goal is to unite the participants towards a common goal enhancing the teambuilding 

procedure. 

‘6-Piece Story’, used in creative art therapies, is a projective tool which means that there is no 

right or wrong answer. It helps depict the six dimensions that underlie the coping style of the 
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participant as there are different coping styles among people: Belief and values, Affect 

(emotional), Social, Imaginative, Cognitive, and Physiological. These elements are anticipated 

to be found in each story to produce some assumptions about the participant. 

 

1. Cognitive-behavioural 

There are individuals whose preferred mode of coping is cognitive-behavioural, including 

information gathering, problem solving, self-navigation, internal conversation or lists of 

activities or preference.  

2. Emotional / Affective 

An emotional or "affective" coping mode in turn finds its strength in reflecting expressions of 

emotion: crying, laughter, talking with someone about their experiences or through non-verbal 

methods of communication such as drawing, reading or writing.  

3. Social 

A third coping type is the social one. People with this coping style find their support in 

belonging to a group, having a task, taking a role and being part of an organisation.  

4. Imaginative 

A fourth will use imagination either to mask (brutal) facts by day-dreaming and pleasant 

thoughts, or divert their attention using guided imagery as stated by Lahad (2013). 

5. Cognitive 

The fifth type of coping strategies is based upon belief and values as a guide through times of 

stress or crisis. It is not only about religious beliefs but political stands or feelings of mission 

(meaning); the need for self-fulfilment and strong "self" expressions can also be found here. 

6. Physiological 

Finally, the physiological type of people are those who mainly react and cope by using physical 

expressions together with body movement. Methods for coping with stress include relaxation, 

desensitization, physical exercise and activity. 

The ‘6-Piece Story’ technique was developed by an architect in England to get to know her 

clients’ profiles better and to decorate their homes accordingly. The effectiveness of the 

technique has been repeatedly demonstrated in practice. Results are tangible, but not 
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measurable, due to the technique’s nature. When working with projective tools and techniques 

such this one a qualitative measure of the impact and the effect cannot be easily extracted. 

Rather, a more qualitative view of the procedure (pre- and post-implementation outcomes) is 

needed. Observing the participants, noticing how they react, and realising the impact upon 

them is of a bigger importance.  

This technique can be easily transferred to and replicated in different contexts, fields and target 

groups. It has already been used by architects to identify the needs of their clients in interior 

design projects. 

Update September 2018: Implementation of this technique during the Circles testing in 

Greece, a positive change in creativity and empowerment was noticed. Furthermore, all 

participants commented that they were planning to implement this activity in their own fields 

as they obtained a new method of facilitating their clients and enhancing their collaboration 

with them. 

Sources for further reading: 

▪ Lahad, S. (1993). Tracing Coping Resources Through a Story in Six Parts – The ‘BASIC-

Ph’ model. In: Psychology at School and the Community During Peaceful and 

Emergency Times. Tel-Aviv, Levinson-Hadar, 55 – 70. (In Hebrew) 

▪ Pendzik, S. (2003). Six Keys for assessment in drama therapy. The arts in psychotherapy, 

30 (2003) 91–99. 

 

Exercise / Handout 

The procedure is simple and based upon 6 questions. An A3 paper is needed, divided into 6 

equal parts along with markers/crayons. The group must choose a hero and answer certain 

questions. Participants are guided to answer each question as a team and to draw upon the 

paper the group’s decision.  

1. “Who is the hero of the story?” (an imaginary persona, a historical personality, a hero 

from a novel, etc.) (in any case not related to them in real life) 

2. “What is the aim of the hero?” 

3. “Who/what is going to help the hero?” 

4. “Who/what is going to prevent the hero from achieving his/her goal?” 

5. “What is going on in the battlefield between the hero and the obstacle?” 

6. “How is the story ending?” 
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After the completion of the story, a presentation and a discussion follow, providing time for 

reflection where the educator provides hints and paradigms about the way the group worked 

and collaborated. As facilitatory, you will guide participants in recognising their feelings by 

using a variety of techniques such as active listening, rephrasing and mirroring. Describe what 

has happened and ask participants to explain to themselves and the team: why they made the 

choices they did, what went well, what should be changed and what the results have been. 
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Tool 3 – Idea Design Process 

 

Name of Tool: Idea Design Process Framework Competence Level: All (ongoing 

process) 

Duration: 60 minutes Framework Competences Addressed: All (ongoing 

process) 

 

Participants can use this tool from the first session 

onward and develop the six steps throughout the 

Circles Programme. The Idea Design Process is 

targeted at all phases of setting up a business and 

therefore (more or less specifically) addresses all 

Competences Addressed in the ‘ArtENprise 

Entrepreneurial Competence Framework’ 

Materials Needed: 

✓ Handout with guidelines 

✓ Handout with steps of the Idea Design Process 

 

Facilitator Guidelines 

This tool will help participants build their business idea step by step and make their project 

real! A business idea needs time to be developed, tested and evaluated and the Idea Design 

Process is the key tool to analyse strengths and weaknesses and feasibility of an idea according 

to a person’s personality, goals and the context in which someone would like to realise their 

business idea.  

HOW TO USE IT – you can print these guidelines as a handout for participants, project them 

or write them on a flipchart paper for everyone to see  

1. Start from an idea or an insight; 
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2. Define an idea you want to realise, a dream you want to make real, your next 

entrepreneurial project to be developed, and/or your project to modify, restore and 

enlarge; 

3. Follow the stairs step by step, accomplish all the tasks and provide documentations 

and evidences; 

4. Manage your documentations as your Business Idea Book, in which you’ll add sketches, 

photos, images, videos, links, feedbacks, etc.; 

5. The Business Idea Book will be the key resource to develop the best version of your 

project. 

 

Exercise / Handout 

The six steps of the Idea Design Process 

 

 

 

 

 

 

 

The format below will guide you through the implementation of your project idea. We will 

discuss it to share comments and methods to fill it in, which will give you the opportunity to 

RESEARCHING 

& EXPLORING 

THE IDEA

Start 

considering your 

passions, 

abilities, beliefs, 

dreams and 

search online

for other, similar 

projects.

SEEKING, 

ASSESSING 

& OBTAINED 

RESOURCES

Make a list of 

the resources 

needed to 

develop your 

project that 

you can attain 

by yourself. 

EXPERIMENTING 

& TESTING

You are in the 

middle of the 

process, the 

central activity of 

the Idea Design 

Process and you 

are ready to 

develop a 

prototype of the 

idea.

SHOWING 

TO OTHERS 

TO 

EVALUATE 

MEANING & 

SHARE

Now read the 

list you made 

in Step 3. 

Reflect on 

what you can 

do to improve 

your business 

idea and 

modify. 

Review your 

business idea 

if necessary.

FEEDBACK & 

REVIEWS

Collect 

comments 

and feedbacks 

from people 

involved in 

the 

prototyping 

phase. Review 

and rewrite 

your business 

idea. 

EXTEND OR 

FOCUS & 

CONFIRM OR 

CHALLENGE

Reflect on the 

new form of 

your business 

idea, list the 

objectives for 

the future of 

the project, 

and make it 

visual (a 

sketch, a mind 

map, a list of 

keywords and 

connections, 

etc.).
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start taking notes for each step, develop the process at home, finalise it and share it in the next 

Circles meeting. 

 

STEPS YOUR NOTES 

STEP 1 

RESEARCHING THE IDEA IN DETAIL. 

 

Analysing the idea. 

You are on the ground, looking around you 

for an idea, AN INSIGHT! 

 

 

Tip: Search online for other, similar projects. 

Choose 3-4 projects at a minimum, analyse 

& evaluate the differences and similarities 

with your idea and try to understand how to 

be innovative and/or more effective than 

what already exists. 

 

STEP 2 

EVALUATE USEFUL RESOURCES THAT YOU 

ALREADY HAVE 

 

Assessing likely resources. 

Remember: resources are not just 

economical ones but are also abilities, skills 

and equipment. 
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STEPS YOUR NOTES 

STEP 3 

CREATING ARTEFACTS AND EXPERIENCES 

 

Experimenting and testing the idea. 

You’re in the middle of the process, stay 

focused and use all of your creativity and 

your strength! 

 

 

Tips: You are now ready to develop a 

prototype of the creative idea. 

»If your creative idea is a product, realize it in 

a small size and/or with cheap materials.  

»If your creative idea is a service, realize it 

with friends and/or in family. Make some 

pictures or a video as an evidence of the 

experience. 

»If your project provides or sells products, it 

could be useful to see it and touch it. Try to 

create a sample by using any kind of material 

(paper, plastic and so on). 

»If your project is something related to 

events/festivals, try to create a storyboard, a 

video, a drawing with any kind of creative 

tools to visualize it. 

STEP 4 

SHOWING TO OTHERS 

 

Sharing and evaluating possible changes. 

Sharing your idea is important! Use your 

prototype and show it to others (friends, 

parents, people you think are the ideal users 

of your service/product). Talking about your 

project and asking for opinions makes the 

difference. Do not be worried to share your 

idea with others as more suggestions will 

light up your mind! 

 

 

Tips: TAKE NOTES 

»Make a list setting out what aspects of the 

product/service work and what don’t based 

on the customer’s experience and their point 

of view. 

»Make a second list with competencies and 

skills you feel confident about and which 

ones you wish to improve (based on the 

experience). 

 

Reply to this question honestly: 

Were the people that you involved in the 

prototyping phase able to easily understand 

the project? 
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STEPS YOUR NOTES 

STEP 5 

FEEDBACK AND REVIEWS 

 

Direction and opportunities. 

 

 

Tips:  

»It is time to review and rewrite your creative 

idea! A successful idea comes from intuition 

and creative expression, but it also has to be 

useful for users and easily available. Keep 

collecting comments and feedbacks from 

people involved in the prototyping phase (it 

could be a textual comment, an image, a 

video, an interview, etc.). 

»Remember that successful ideas can come 

from mistakes! Do not be afraid when your 

creative idea seems to be turning out 

completely different from what it looked like 

at the start! You are working hard in order to 

reach the top, to develop your creative idea 

at its best. You will notice that this process is 

very rewarding for the future of your project! 

 

STEP 6 

EXTEND OR FOCUS AND CONFIRM OR 

REVIEW THE IDEA 

 

Failure and success. 

 

Tip: Don‘t forget that each failure is a key 

point to improve your creative idea and to 

make it more effective/useful for yourself 

and others! 

 

A further detailed explanation of this tool, alongside the Creative Project Canvas, is available 

on the ArtENprise Learning Platform - https://training.artenprise.eu/en/  

https://training.artenprise.eu/en/
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Tool 4 – The Creative Project Canvas 

 

Name of Tool: The Creative Project Canvas Framework Competence Level: 2 – 

Intermediate 

Duration: 60 minutes Framework Competences Addressed: Ability 

to draw up a business plan for your business 

/ venture 

▪ Goal setting 

▪ Organising, analysing and gathering 

data on the feasibility and the specifics of 

one’s own business 

▪ Diagnosing problems and their causes 

▪ Outlining the specifics of one’s own 

business 

▪ Presenting and communicating 

effectively 

▪ Predicting and forecasting 

▪ Implementing and monitoring actions 

▪ Evaluating and comparting courses of 

action 

Materials Needed: 

▪ Handout Creative Project Canvas 

 

Facilitator Guidelines 

Based on the successful Business Model Canvas, project partners Materahub were of the 

opinion that with a few tweaks, it could be used as a model example for artists and creatives 

to create sustainable projects. Introducing: the Creative Project Canvas. Like its original 

inspiration, it consists of 9 blocks but they are adapted to reflect the specifics of the dynamic 

sector that is ‘the creative industry’ to help artists and creatives develop their projects? 
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What is it? 

It is a visual tool that improves communication in project teams and provides a simplified 

project overview. 

It helps to draw a big picture, visualise participants’ project and develop a shared vision with 

all participants. It is composed of 9 key elements. 

      

Why use it? 

 

▪ to broaden your artistic career horizons;  

▪ to develop an entrepreneurial approach; 

▪ to review, to solve problems, plan and scope your project;          

▪ The Creative project Canvas is a key tool to set break-in interventions, because it 

guides you through a straightforward process aimed at: 

o setting your project goals, evaluating time and resources available; 

o using your skills and competences; 

o getting reviews, building a portfolio and marketing your skills; 

o developing a methodology for future work; 

o prospecting and predicting; 

o transferring and re-contextualising skills, knowledge and experience. 
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There are 9 themes for each block including a brief description and questions to help 

participants clarify and reflect on their project. The ‘Questions’ sections contain tips suggested 

by artists and creatives who have already worked with the Canvas. You will find extra questions 

and keywords, which are very useful if you are facing any difficulties or need more time to find 

your answer! 

The Creative Project Canvas is a strategic framework that helps artists and creatives to plan 

sustainable projects, where sustainability does not necessarily refer to long-term economic 

profits but to the solid foundations you need to establish for your professional human projects. 

 

How can your participants do it? 

Every project has a cultural value for the artist and empathy is the key to understand people; 

filling in the Creative Project Canvas by themselves during the first session and develop it 

further throughout the programme it will allow your participants to apply this understanding 

within their own work. 

 



 

 

Exercise / Handout 
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Tool 5 – Business Model Cards  

 

Name: Business Model Cards Framework Competence Level: 2 – 

Intermediate 

Duration: 45 minutes Framework Competences Addressed: Ability 

to draw up a business plan for your business / 

venture 

➢ Goal setting 

➢ Organising, analysing and gathering 

data on the feasibility and the specifics 

of one’s own business 

➢ Diagnosing problems and their causes 

➢ Outlining the specifics of one’s own 

business 

➢ Presenting and communicating 

effectively 

➢ Predicting and forecasting 

➢ Implementing and monitoring actions 

➢ Evaluating and comparting courses of 

action 

Materials Needed: 

▪ The Business Model Cards 

Source: www.businessmakeover.eu  

 

Facilitator Guidelines 

Business Model Cards provide participants with ideas when drawing up a business model. The 

business model patterns show existing business models that have already been tried and 

tested by others. Using the Business Model Cards, participants can rethink their business 

model and it allows them to apply ones that have already been proven instead of starting from 

scratch. 

http://www.businessmakeover.eu/
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How to use 

The Business Model Cards can be used individually but are most effective if used by a group 

of people. The cards will stimulate and provoke discussion about business model options, that 

you never thought of before. The Business Model Cards are a set of 48 cards, that can be 

downloaded via https://www.businessmakeover.eu/platform/envision/tool-detailed-

view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880. Together they provide a deck full 

of business model options that have already been used by others. On each card a business 

model pattern is explained, and illustrated with an example on the back of the card. 

To stimulate the use of these cards in a creative and playful manner we show two ways of how 

to use the cards in a game: 

 

Business model card game (3-5 players) 

An existing business or a new idea should be used as starting point. Ask one of your 

participants to explain or visualize the selected business or idea. Divide the cards randomly 

between all players. Each participant gets 5 minutes to choose 3 cards that they feel would be 

the best fit for the business. The participants then put the cards on the table and briefly explain 

why they have chosen the specific cards. The cards with the most convincing arguments can 

then be elaborated upon. 

 

Business analogy game (1+ players) 

The cards can also be used in an open discussion. Use a whiteboard or a large piece of paper. 

Write down your product, service or proposition idea in the middle of the paper. You can also 

start from a current proposition. Choose a random card and take 5 minutes to think about 

how to apply this card to your case. Describe your solution in max three points on a post-it 

and place them around the proposition. Repeat this exercise 3 to 5 times. Use the ingredients 

to build up your business model. 

 

 

https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880
https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880
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Exercise / Handout 

 

The Business Model Cards are a set of 48 cards, that can be downloaded via: 

• https://www.businessmakeover.eu/platform/envision/tool-detailed-

view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880 

 

 

  

https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880
https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1580afbbf8dx3880
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Tool 6 – Business Persona 

 

Name: Business Persona Framework Competence Level: 1 - Beginner 

Duration: 40 minutes Framework Competences Addressed: Ability 

to market and sell a new product or idea 

✓ Understanding what the buyer wants 

✓ Selling in a buyer-responsive manner 

✓ Acting on what the customer is saying 

✓ Demonstrating subject matter expertise 

✓ Being socially active with target buyers 

✓ Personalising interactions 

✓ Personal branding 

✓ Using a variety of marketing skills 

✓ Being more productive by using sales 

technology 

Materials Needed: 

▪ Handout Business Persona / Organisata 

Source: www.businessmakeover.eu 

 

Facilitator Guidelines 

A Persona helps you to better understand and visualise your target customers. It is a fictional, 

generalized character that describes the personality, interests, pains, goals and behaviour of a 

typical customer. With a Persona, it is easier to make deliberate decisions about developing 

and targeting your product or service. 

  

http://www.businessmakeover.eu/
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Template  

Ask participants to use the Persona template below to create their business persona. Personas 

can also be used as a personification of a company; an Organisata. A second template is 

provided for the latter. 

 

Exercise / Handout 

First, choose if you want to make a Persona or an Organisata. If your customers are consumers 

(B2C), create a Persona. If your customers are businesses (B2B), create an Organisata. This tool 

can easily be used by yourself and does not require help from an expert. It can however be 

useful to share ideas so feel free to discuss your Persona with other participants during the 

Circle session. 

 

Creating a Persona 

The Persona helps you to process the knowledge that you have gathered about your 

customers. All the insights you have gathered from your interactions with your target market 

will now come into full use:  

 

▪ Personal characteristics: to create a lively Persona, start with adding a picture and 

characteristics, i.e. name, age, gender, occupation, marital status, location, etc. 

▪ Personality: what is the personality of your Persona? Is he introverted or extroverted? 

Does he make well considered decisions or does he use his intuition? 

▪ Quote: what is his motto or describe your Persona in one sentence? 

▪ Goals: what does your Persona want to achieve or live for? 

▪ Frustrations: what are the reasons why your Persona is unhappy or what is your Persona 

missing in his / her life? 

▪ Bio: what are the important aspects that are typical for your Persona? 

▪ Interests: what hobbies and passions does your Persona follow besides his / her job? 

▪ Preferred channels: what are typical channels that your Persona uses for contact with 

organizations? 

▪ Brands: what are typical brands that your Persona buys and is loyal to? 
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Creating an Organisata 

Just like the Persona, the Organisata helps you to process the knowledge that you have about 

your customers or target market.  

 

• Company profile: to create a lively Organisata give it realistic characteristics, i.e. name, 

sector, products & services, location, size, etc. 

• Offering: how does the Organisata create value for its customers? What products or 

services does it offer? 

• Mission: what does your Organisata stand for? 

• Goals: what does your Organisata want to achieve? 

• Frustrations: what are the reasons why your Organisata is unhappy or what is your 

Organisata missing in its practices or products? 

• Target group: who are the customers of your Organisata? 

• Channels: which channels does your Organisata use to come in contact with (potential) 

customers? 

• New trends and developments: what are the trends and developments in the market 

in which your Organisata is active? 

• Threats: what are the threats in the market in which your Organisata is active?
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Tool 7 – Pricing Strategy Cards 

 

Name: Pricing Strategy Framework Competence Level: 1 – Beginner 

Duration: 40 minutes Framework Competences Addressed: Ability 

to market and sell a new product or idea 

✓ Understanding what the buyer wants 

✓ Selling in a buyer-responsive manner 

✓ Communicating succinctly 

✓ Acting on what the customer is saying 

✓ Being socially active with target buyers 

✓ Using a variety of marketing skills 

✓ Being more productive by using sales 

technology 

Materials Needed: 

▪ Pricing Strategy Cards 

▪ Post-its 

Source: www.businessmakeover.eu 

 

Facilitator Guidelines 

Pricing Strategy Cards provide your participants with ideas on how to price their products or 

service. Setting the right price is a crucial part of business success and depends on many 

factors, like your costs and competitor behaviour. The Pricing Strategy Cards show a number 

of existing pricing models that have already been tried and tested by other successful 

companies. Using the Pricing Strategy Cards, you can rethink the way you want to price your 

products. 

The Pricing Strategy Cards can be used individually but are most effective if used by a group 

of people. The cards will stimulate and provoke discussion about pricing options, that you 

never thought of before. 

 

http://www.businessmakeover.eu/
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The Pricing Strategy Cards are a set of 18 cards. Together they provide a deck full of pricing 

strategies that have already been used by others. On each card a pricing pattern is explained, 

and illustrated with an example on the back of the card. To inspire a creative usage of the 

pricing patterns, two examples can be given (but of course, you can use the cards in any which 

way you prefer – be creative):  

Piles 

An existing business or a new idea should be used as starting point. Ask one of your 

participants to explain or visualize their business idea. Next, go through each pricing card and 

place them on either the ‘Yes’ or the ‘No’ pile, depending on relevance; a pricing strategy can 

either be relevant for your business (‘Yes’), or not (‘No’). Discuss all the cards that might be 

interesting (‘Yes’) to find the best pricing strategy for the selected business idea. 

 

 

 

 

 

 

 

Clusters 

The pricing cards can also be used in an open discussion. Select 3 to 5 pricing cards from the 

deck that seem most interesting for creative businesses. Put them on a board or large piece 

of paper with enough space around them. Write ideas, conditions, definitions, etc. on post-it 

notes. Place these post-its around the cards to get clusters. In this way you can actively 

brainstorm about the selected cards and their potential. 
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Exercise / Handout 

The Pricing Strategy Cards are a set of 18 cards that can be downloaded via: 

▪ https://www.businessmakeover.eu/platform/envision/tool-detailed-

view?id=f6a1edce7ea84edex-515e165ex1581e85462dx5190  

  

https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1581e85462dx5190
https://www.businessmakeover.eu/platform/envision/tool-detailed-view?id=f6a1edce7ea84edex-515e165ex1581e85462dx5190
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Tool 8 – Process Journey 

 

Name: Process Journey Framework Competence Level: 3 - Advanced 

Duration: 1 hour Framework Competences Addressed: Ability 

to plan, coordinate and organise 

▪ Developing and implementing plans 

for complex projects 

Materials Needed: 

▪ A4-paper 

▪ Coloured Pens 

▪ Post-its 

Source: www.businessmakeover.eu 

 

Facilitator Guidelines 

The process journey helps participants to draw their workflow or business processes as a series 

of activities. Each process has a start and an end; there is something that triggers the process 

and there is a result. Between the start and the end there are connected activities. With the 

process journey your participants are able to gain a clear picture of their process which enables 

them to analyse and improve it. 

Ask participants to develop their own Process Journey. It requires some skill and especially 

good knowledge of the process to be described, so make sure to involve people that are 

familiar with the process.  

A process has a start and an end. The start is an event that triggers the process, also known 

as input. For example, a question of a customer or the signal of an order coming in. The end 

of a process is the result of all the steps in that process, the output. Think of a customer 

receiving a product or getting an answer. Between the start and the end of the process there 

are activities. These are the things done by you, your employees and/or the machines in your 

business. For example, in the case of an incoming order, gathering the ordered products can 

http://www.businessmakeover.eu/
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be an activity. Activities can be placed in a chronological order; one activity follows another 

activity. Some activities may run simultaneously.  

It is important to note that your participants need to consider how much detail they want to 

add to their process description. For example, when writing down the order of an activity, you 

could regard getting a pen and paper as a first step. That type of detail will however make it a 

very long process without it being particularly relevant. 

 

Exercise / Handout 

So how can you describe your own process? Follow the two steps described below. 

 

Step 1: determine the start and the end of your process 

Start with determining the start and the end of your process (e.g. as a jeweller, what is the start 

and end of the process of making a necklace). Then make a list of all the activities in your 

process, thus all the things done by you, an employee or a machine. Try to keep the right level 

of detail, do not go too far into the details, or too high over. 

 

Step 2: draw your process 

Get a pen, paper, and some post-its, and draw your process. You can draw your process by 

using four graphical elements. 

▪ Use a circle to represent the start or end of the process. 

▪ Use rounded rectangles, like post-its, to represent an activity. 

▪ Use arrows to represent the flow between activities. The flow shows which activities 

follow each other. 

▪ Use a junction to indicate that an alternative flow may exist in certain situations. For 

example, when buying a custom-made necklace, a customer may select different 

materials (e.g. silver, gold, copper, etc.), resulting in a different production process. 

 

Write each activity on a post-it. Then, place all activities on a whiteboard or on a sheet of paper 

in the correct order. Use arrows to indicate the flow between activities, you could also use 
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online software (e.g. InDesign, photoshop, infographic software, PowerPoint, etc.) to draw your 

process on your computer. 

 

To help you get started, you can find the example of ‘Pizzeria Toscana’ below. 
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Tool 9 – The Box Exercise 

 

Name: The Box Exercise Framework Competence Level: 3 - Advanced 

Duration: 45-60 minutes Framework Competences Addressed: Self-

motivation and discipline 

▪ Effective Team-Working 

 

Materials needed: 

▪ A5-paper / cardboard (thick enough to fold into boxes) 

 

 

Facilitator Guidelines 

The Box Exercise is a great activity to build participants’ teamwork and business prediction 

skills. 

▪ Split group into teams and ask them to choose a leader – 5 mins 

▪ Give the team leader their instruction sheet and run through the rules – 10 mins 

▪ The team should decide their production strategy and organise themselves. They can 

have 5 minutes ONLY to practice and time their construction and decide how many 

boxes they can make – 10 mins 

▪ When ready the teams have a 6-minute production time to make as many boxes as 

possible 

▪ Stop the teams as soon as time is up and have them put their completed boxes on the 

end of the table 

▪ The facilitator can then judge which boxes will be accepted (N.B the teams may 

negotiate on the final decision, although they shouldn’t be told this! If they’re 

entrepreneurial then they will do so!) 

▪ The team leader should then complete their Profit/Loss sheet and the winner is 

announced! 
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Exercise / Handout 

 

PRODUCTION CONTROL CASE STUDY 

TEAM LEADER'S BRIEF 

Your task is to organise your team to produce Japanese paper boxes as on the enclosed 

instructions to maximise profit. 

Please do not show these notes to the team or any team member.  You may show them the 

instructions. 

▪ Materials for each box cost £10, i.e. one sheet of paper. 

▪ Each finished box can be sold for £13 if it comes up to quality standards (see 

instructions). If not, it will be scrapped. 

▪ All unused material must be sold back to the supplier who will pay £8 per unit. 

▪ Any excess production, i.e. more than your estimate, can also be sold but only at £9 

per box. 

▪ Plan the organisations of your team. The leader can co-ordinate and direct but must 

not manufacture. The rest of the team are ‘constructors’. 

▪ Your team may study the instructions and may practice manufacture. These units will 

not be charged for, but will be scrapped before full manufacture. 

▪ Your team can perform one timed construction under the observation of the tutor if 

you wish. 

▪ You must then decide how many boxes you will manufacture in a six-minute 

construction period, and calculate the costs involved and your expected profit. All this 

information must be written up for all to see (it will only be displayed once each group 

has made its predictions). 
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PRODUCTION CONTROL EXERCISE 

PROFIT AND LOSS ACCOUNT 

Group …………… 

Production Estimate       ……….. boxes 

Raw Materials Purchased      ……….. sheets 

Actual Production 

Accepted by Quality Control      ……….. boxes 

Rejected by Quality Control      ……….. boxes 

 

Final Account 

Accepted Production up to estimated figure 

 ………. boxes @ £13 each     £ ………. 

PLUS Accepted Production above estimated figure 

 ………. boxes @ £9 each     £……….. 

PLUS Refund of unused (unfolded) raw material 

 ……….. sheets @ £8 each     £ ……….. 

 

     Subtotal   £______ 

MINUS Cost of Raw Materials purchased 

 ………. sheets @ £10 each     £ ………… 

 

     Profit/Loss   £_________ 
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Tool 10 – Back to Back Communication 

  

Name of Tool: Back to Back 

Communication 

Framework Competence Level: All 

Duration: 25 minutes Framework Competences Addressed: 

Communication Skills 

Materials Needed: 

▪ Handout Back to Back Communication 

▪ Any images you deem useful 

 

 

Facilitator Guidelines 

Communication is one of the most important soft skills. This exercise will help in practicing 

this and focuses on both the ability to precisely formulate thoughts and the ability to listen 

(which is one of the top communication skills business people should learn). 

You will need a few copies of the diagram below (feel free to use a different image) and a few 

pages and pencils/pens to do this exercise. 

Split the group into teams of two persons and ask each pair to adjust their chairs so they sit 

back to back. Give one person in each pair a copy of the diagram. Don’t forgot to mention not 

to show the diagram to their partner! The person holding the diagram is then tasked with 

explaining the shape to his/her partner and the listener will draw it based on his partner’s 

description and directions. Give them 10 minutes to do this. 

When the 10 minutes have passed, ask participants to compare the listener’s drawing to the 

original diagram.  
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Variation:  

As a variation of this exercise you can allow the listener to ask questions to the person holding 

the diagram (this adds a dimension to train active listening and questioning) and then compare 

the outcome between both cases (the drawing with questions v. the drawing without 

questions).  

Discussion: 

Ask participant to describe how difficult it was when they were not allowed to ask questions 

and what changed when they have this possibility. Ask participants what they have learned 

about communication from this simple activity? Ask participants how this can be helpful during 

their everyday communications on the job? 

In this, you should also stress the importance of asking questions to confirm understanding 

and ensure the accuracy of communication. 
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Exercise/ Handout 

 

Sit back to back with your partner; 

One person describes what to draw; 

The second person draws what is being described; 

The drawer can’t ask questions (when using the variation, the drawer can ask questions). 
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Tool 11 – Communication Origami 

 

Name of Tool: Communication 

Origami 

Framework Competence Level: All 

Duration: 15 minutes Framework Competences Addressed: 

Communication Skills 

Materials Needed: 

▪ A4-paper 

▪ Instructions sheet 

 

Facilitator Guidelines 

This activity shows how the same instructions are interpreted differently by different people 

and highlights the importance of clear communication. 

Give each participant a sheet of letter size/A4 paper and asks them to close their eyes and 

follow his instructions to create “an origami”. They must keep their eyes closed and cannot ask 

any questions. 

Start giving several instructions to fold and rip their papers several times (this does not have 

to be a set routine, you can be creative in what to ask for!). When having given enough 

instructions, asks them to look at their papers and compare differences.  

Discussion: 

Spend some time talking about why each paper looks a little bit different even though the 

same instructions were given to everybody. What does this mean? The group can address 

different topics/explanation such as differences in interpreting information, the importance of 

asking questions and the importance to confirm understanding to ensure the communicated 

message is not distorted. 
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Exercise/ Handout 

▪ Give each participant a sheet of letter size/A4 paper. 

▪ Ask them to close their eyes, they also cannot ask any questions. 

▪ Give them several instructions to fold and rip their papers several times. 

▪ Ask them to look at their papers and compare differences. 
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Tool 12 – Mind Map and Ideas Generation 

 

Name: Mind Map and Ideas Generation Framework Competence Level: All (ongoing 

process) 

Duration: 45-60 minutes Framework Competences Addressed:  

Level 1 – Beginner  

▪ Ability to market and sell a new 

product or idea 

Level 2 – Intermediate  

▪ Ability to draw up a business plan for 

your business/venture 

Level 3 – Advanced  

▪ Self-motivation and discipline 

▪ Ability to plan, coordinate and 

organise effectively 

 

Materials needed: 

▪ A4-paper 

▪ Coloured pens 

 

Facilitator Guidelines 

Participants will draw a mind map based on the ideas they would like to generate about their 

business ideas. For an online version, participants can go to mindmup.com and ‘create a new 

map’ on Google Drive which can then be shared with the group once finished.  
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A ‘mind map’ is ‘a diagram that has a branch or root-like structure radiating from a central 

image on the page, using lines and colours to show relationships, groupings and connections 

between words, ideas and images’ (Tony Buzan, creator of the mind map). It will help your 

participants to clearly visualise their creative business idea and allows them to keep an open 

mind to possibilities / ventures they may not have considered before; it inspires out-of-the-

box thinking.  

It is important to give participants the freedom they need to develop their own mind map, but 

you can give some guiding tips in case you notice they struggle to start or get stuck:  

▪ Start with your main key word in the centre of the page and make sure it presents a 

clear and strong visual image that clearly demonstrates the theme of the mind map; 

▪ Work outwards from this central point, using arrows, lines, shapes, etc. – do what feels 

natural; 

▪ Use key words, images, drawings, etc. to create your content; 

▪ With the development of your mind map, you may realise that your business idea can 

be divided into sub-ideas – create sub-centres for these sub-themes and work 

outwards from these new mini-centres; 

▪ Make sure to write clearly so you can still read your own handwriting when coming 

back to your mind map a few days/weeks/months later; 

▪ Remember that anything that stands out on the page will stand out in your mind; 

▪ Put down anything that comes to mind, don’t hold back, no ideas are too crazy; 

▪ Break your own boundaries and stay true to your creative self – if you run out of space, 

don’t start a new sheet, just stick more paper to the already existing mind map; 

▪ Don’t be afraid of getting stuck, if you do just move to a different section of the mind 

map or leave it for a bit – sometimes we just need some time away from our work to 

gain new insights; 

▪ Use colour!! 

 

For an example mind map, see below: 
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Introduction to the Platform  

 

The ArtENprise Social Learning Platform, consisting of: 

1. The ArtENprise Training Area; and 

2. The ArtENprise Community 

 

Is the place for artists and creatives who are (planning to get) professionally involved in the 

cultural sector, and wish to acquire or further develop their entrepreneurial skills. The platform 

is a stand-alone extension to the ArtENprise Enterprise Circles that allow for Circles participants 

to access extra training materials, but can furthermore easily be used by artists and creatives 

who were unable to attend any face-to-face sessions as all necessary tools and information 

are provided.  

The ArtENprise Social Learning Platform offers free access to training material on 

entrepreneurship, specifically designed for the needs of artists and creatives. Moreover, they 

can join ‘The ArtENprise Community’, a European-based community of likeminded individuals 

chasing a similar dream (being a fulltime artist), to exchange views and knowledge, to 

collaborate with, and to create synergies.  

Below you find a table with detailed information of all training material that is offered on the 

platform, alongside a connection with the ArtENprise Entrepreneurial Competence Framework 

in order to demonstrate the related competence level. You can print this table as a handout 

for participants and use it to guide them through the Platform. 

▪ You can access the platform via: https://training.artenprise.eu/en/  

 

https://training.artenprise.eu/en/


 

 

 

ONLINE PLATFORM 

MODULES 
CHAPTERS 

ENTREPRENEURIAL COMPETENCE FRAMEWORK – 

WHICH CLUSTERS DOES IT FEED INTO 
SPECIFIC COMPETENCES ADDRESSED LEVEL 

1. Marketing Storytelling 

Ability to market and sell a new product or idea 

 

▪ Understanding what the buyer wants 

▪ Selling in a buyer-responsive manner 

▪ Using psychology to engage the buyer 

▪ Establishing trust with the buyer 

▪ Communicating succinctly 

▪ Acting on what the customer is saying 

▪ Demonstrating subject matter expertise 

▪ Telling compelling stories 

▪ Being socially active with target buyers 

▪ Personalising interactions 

▪ Personal branding 

▪ Using a variety of marketing skills 

▪ Helping prospects achieve next steps 

▪ Being more productive by using sales 

technology 

1 

Communication 

Pitching your product 

Social media tools 

SEO/SEM/Adwords 

Financial skills (such as bookkeeping and 

calculating tax) 

▪ Negotiation 

▪ Commercial acumen 
2 
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2. Finances Fundraising 

Financial skills  

▪ Budgeting and analytical ability 

▪ Negotiation 

▪ Separating Needs v Wants 

▪ Continuous Investment 

▪ Resource efficiency 

▪ Commercial acumen 

2 

Crowdfunding 

Financial Management 

Accountancy 

3. Business Planning The Idea Design Process 

Ability to draw up a business plan for your 

business/venture 

▪ Goal setting 

▪ Organising, analysing and gathering data 

on the feasibility and the specifics of one’s 

own business 

▪ Diagnosing problems and their causes 

▪ Outlining the specifics of one’s own 

business 

▪ Presenting and communicating effectively 

▪ Predicting and forecasting 

▪ Implementing and monitoring actions 

▪ Evaluating and comparting courses of 

action 

▪ Commercial acumen 

2 

Business Model Canvas 

vs Creative Project 

Canvas 

The Creative Project 

Canvas 

Financial skills 
▪ Budgeting and analytical ability 2 
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▪ Separating needs v wants 

Ability to plan, coordinate and organise 

effectively 

▪ Developing and implementing plans for 

complex projects 
3 

4. Self-Motivation Sources of motivation Financial Skills 

 

▪ Contentment 

▪ Problem-solving skills 

 2 

Positive psychology 

Goal setting 

Risk management and 

resilience 
Ability to draw up a business plan for your 

business/venture 

 

▪ Goal setting 

▪ Outlining the specifics of one’s own 

business 

▪ Implementing and monitoring actions 

▪ Evaluating and comparing courses of 

action 

 

2 
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Self-motivation and discipline 

▪ Setting high but realistic goals 

▪ Risk management 

▪ Giving and receiving feedback 

▪ Dealing with criticism 

▪ Setting personal goals 

▪ Courage 

▪ Personal empowerment 

▪ Resilience 

3 

5. Planning and 

Coordination 

Time Management Ability to draw up a business plan for your 

business/venture 

▪ Goal setting 

▪ Organising, analysing and gathering data 

on the feasibility and the specifics of one’s 

own business 

▪ Diagnosing problems and their causes 

▪ Outlining the specifics of one’s own 

business 

▪ Presenting and communicating effectively 

▪ Predicting and forecasting 

▪ Implementing and monitoring actions 

▪ Evaluating and comparting courses of 

action 

2 

Processes Management 

Management of 

Complex Projects 
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Financial Skills ▪ Negotiation 

▪ Efficiency 

▪ Problem-solving skills 

2 

Ability to plan, coordinate and organise 

effectively 

 

▪ Prioritising own work 

▪ Prioritising and developing plans for 

other’s work 

▪ Developing and implementing plans for 

complex projects 

3 

Self-motivation and discipline 

 

▪ Brainstorming and implementing ideas 

▪ Delivering the product/service 

▪ Getting customers’ feedback and 

gathering ideas from feedback 

3 

6. Copyright and IP 

Issues 

What is Intellectual 

Property? 

▪ This chapter was added on initiative of the project partners. Based on their experience in 

the area of entrepreneurship education and knowledge of the specific characteristics of 

creative copyright, it was unanimously agreed to add information on copyright and IP 

issues, to inspire participants to investigating and understanding this element of the 

creative business world as soon as possible. 
3 

Copyright and Creative 

Commons 

Other Intellectual 

Properties 
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Developing, managing 

and protecting 

intellectual assets 
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Circles Resources   
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Resource List 

 

Websites and links 

 

Learning 

▪ kolb's learning styles, experiential learning theory, kolb's ... 

David Kolb's learning styles model, and more free online materials for organisational 

and personal development, and free business training tools, ... 

www.businessballs.com/kolblearningstyles.htm  

 

▪ david a. kolb on experiential learning 

David A. Kolb's model of experiential learning can be found in many discussions of 

the theory and practice of adult education, informal education and ... 

www.infed.org/biblio/b-explrn.htm  

 

Goal setting 

 

[please add any websites that you think could be useful for your participants] 

 

Additional websites mentioned in your Enterprise Circle: 

  

http://www.businessballs.com/kolblearningstyles.htm
http://www.infed.org/biblio/b-explrn.htm
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Books 

 

 

 

 

How I Made It: 40 Successful Entrepreneurs Reveal All 

Rachel Bridge (Hardcover - 3 Nov 2004) 

 

 

 

Awaken the Giant Within: How to Take Immediate Control of Your 

Mental, Emotional, Physical and Financial Life 

Anthony Robbins (Paperback - 2 Jan 2001) 

 

 

 

Unlimited Power: The New Science of Personal Achievement 

Anthony Robbins (Paperback - 2 Jan 2001) 

 

 

 

 

7 Habits of Highly Effective People 

Stephen R. Covey (Paperback - 4 Jan 1999) 

 

http://www.amazon.co.uk/How-Made-Successful-Entrepreneurs-Reveal/dp/0749443111/ref=pd_bowtega_1/203-2737681-8599935?ie=UTF8&s=books&qid=1188316792&sr=1-1
http://www.amazon.co.uk/Awaken-Giant-Within-Immediate-Emotional/dp/0743409388/ref=pd_bowtega_1/203-2737681-8599935?ie=UTF8&s=books&qid=1188316038&sr=1-1
http://www.amazon.co.uk/Awaken-Giant-Within-Immediate-Emotional/dp/0743409388/ref=pd_bowtega_1/203-2737681-8599935?ie=UTF8&s=books&qid=1188316038&sr=1-1
http://www.amazon.co.uk/Unlimited-Power-Science-Personal-Achievement/dp/0743409396/ref=pd_bowtega_2/203-2737681-8599935?ie=UTF8&s=books&qid=1188316038&sr=1-2
http://www.amazon.co.uk/7-Habits-Highly-Effective-People/dp/0684858398/ref=pd_bowtega_1/203-2737681-8599935?ie=UTF8&s=books&qid=1188316251&sr=1-1
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Inspiring Women: 25 Top Female Entrepreneurs Reveal How They 

Succeeded 

Michelle Rosenburg (Paperback - 15 Oct 2007) 

 

 

 

Books mentioned in your Enterprise Circle: 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

http://www.amazon.co.uk/Inspiring-Women-Female-Entrepreneurs-Succeeded/dp/1854584103/ref=sr_1_2/203-2737681-8599935?ie=UTF8&s=books&qid=1188316357&sr=1-2
http://www.amazon.co.uk/Inspiring-Women-Female-Entrepreneurs-Succeeded/dp/1854584103/ref=sr_1_2/203-2737681-8599935?ie=UTF8&s=books&qid=1188316357&sr=1-2
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Podcasts 

 

Check out the podcast section on iTunes U for a selection of podcasts on business and 

entrepreneurship mainly from US universities.  

▪ Download free iTunes software from apple.com 

 

Recommended podcasts:  

▪ http://www.bbc.co.uk/radio/podcasts/bizdaily/  

▪ https://itunes.apple.com/us/podcast/heroine-womens-creative-leadership-

confidence-wisdom/id1100949693?mt=2 (requires Itunes account) 

▪ http://blog.creativelive.com/podcasts-for-creative-entrepreneurs/  

▪ https://dearhandmadelife.com/16-must-listen-podcasts-creatives/  

 

Add other useful resources to share with your Enterprise Circle here: 

 

 

 

 

 

 

 

 

http://www.bbc.co.uk/radio/podcasts/bizdaily/
https://itunes.apple.com/us/podcast/heroine-womens-creative-leadership-confidence-wisdom/id1100949693?mt=2
https://itunes.apple.com/us/podcast/heroine-womens-creative-leadership-confidence-wisdom/id1100949693?mt=2
http://blog.creativelive.com/podcasts-for-creative-entrepreneurs/
https://dearhandmadelife.com/16-must-listen-podcasts-creatives/
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Annex 1 – Learning Agreement Templates 

 

Template 1 

 

ArtENprise – Enterprise Circles 

Learning Agreement 

 [Add organisation name]  

Our commitments 

We agree to: 

✓ Place you in an Enterprise Circle   

✓ Monitor your Enterprise Circle and ensure that you meet at least 3 times over a 3-4-

month period 

✓ Provide you with support during the ArtENprise programme 

 

Your commitments 

You agree to: 

✓ Attend and actively participate in all meetings with your Circle (at least 3 meetings; 

more meetings can be agreed by the Circle) 

✓ Notify [organisation name] and your mentor if you are unable to attend a meeting (at 

least 2 days in advance) 

✓ Complete all necessary paperwork, and return to us: evaluation forms after each 

session 

 

[[[Recommendation for Facilitators: Add the following clause – ‘Participants will be offered 

European funded training with a commercial value of € 200, and are therefore required to take 
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their commitment seriously. If failing to attend and actively participate in all meetings, 

[organisation name] will charge an administration fee of € 100.]]] 

Confidentiality: 

I agree that I will not disclose any confidential information that I may be privy to in the 

Enterprise Circle to any outside party, without the prior consent of [organisation name] and 

group participants involved. 

Please note, failing to comply with your commitments will be treated seriously by [organisation 

name] who has the right to remove you from the programme as a result of non-compliance. 

Other: 

…………………………………………………………………………………………………………………………………………………

…………………………………………………………………………………………………………………………………………………

………… 

Name 

Signature: 

Date: 

If you have any queries about this agreement please contact [insert name] on [insert number] 

or email [insert e-mail]. 
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Template 2 

 

ArtENprise – Enterprise Circles 

Learning Agreement 

 

1. I ____________________________________________________ (Trainee’s name, surname) have been 

informed about the ArtENprise project and I have understood what the project is about 

and what it aims to achieve. I consent to participate in the training course offered by the 

project partners. 

2. I will attend the training sessions, dedicated to the ArtENprise project and will support the 

project team members and other participants by active participation in the training. I will 

contribute and accept the group work rules and will provide my feedback on the training 

as required. 

3. Confidentiality is a very important aspect of the training group. Each participant should 

respect the privacy of other group members. I understand that any information provided 

by myself and other group members must be kept confidential. 

4. I have received copy of the ‘Terms & Conditions’ and agree with these. 

5. I __________________________________________________________________________ (Trainer’s name, 

surname, organization) will conduct the ArtENprise training and will provide the best 

knowledge according to the training program, will give trainee constructive feedback and 

will maintain confidentiality in respect of personal information provided by the training 

participants. 

 

The ArtENprise training starts ________, ends _________. 

 

Place and date: ____________________________________ 

 

Trainee’s Signature: _____________   Trainer’s Signature: ___________



 

 

Annex 2 – Attendance List Template 

ArtENprise Enterprise Circles 

[Facilitating Organisation]  
[Location] 

[Date] 

100 ArtENprise – Supporting Artists and Cultural Organizations in developing Entrepreneurial Skills 

Proj.no: 2016-1-ES01-KA202-025606  
"The European Commission support for the production of this publication does not constitute an endorsement of the contents which reflects the views only of the authors, and the Commission 

cannot be held responsible for any use which may be made of the information contained therein.” 

Name Email Business 
Business 
Address 

Signature 
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Annex 3 – Evaluation Pack 

 

Soft Skills Evaluation 

The Soft Skills Self-Assessment Evaluation Forms can also be found in separate Excel-files 

added to this Facilitator’s Manual. 
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Session Evaluation Questionnaire 

 

To be completed by facilitator: 

Circle No:                  Session No:                    Date:  

 

To be completed by mentees: 

1. What were your expectations for today's session and have they been fulfilled? 

 

2. What are the three main things you have learned today? 

 

3. What was the most worthwhile thing about your group session today? 

 

4. Please add any further comments in the space below: 

 

 

Name: ………………………………………………     Date: ………………………………………………………… 

Thank you! Please return this to your facilitator. 

Facilitator’s Name: ................................ 

Your comments may be included in future promotional/marketing material. If you are not 

happy for your comments/quotes and name to be used for these purposes, please tick this 

box  

 

 

  



 

 

Final Evaluation Form 

A. About you 

Have you made firm plans to improve your business as a result of attending the ArtENprise 

programme (e.g. use more social media, change your marketing strategy, etc.)? 

 Yes   No  

Please give details: 

 

 

 

Have you applied for any other advice/funding during this period?  

 Yes   No 

Please give details: 

 

 

 

Have you taken any other actions to improve your business as a result of attending the 

ArtENprise programme (e.g. read books, visited websites, made an action plan, written down 

goals with target dates, etc.)? 

 Yes   No 

Please give details: 

 

 

 

B. Skills/knowledge developed (please tick relevant items and state how you developed these 

skills/this knowledge through the ArtENprise programme): 

 

Self-reflection   
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Training skills  

 

 

 

Goal-setting ability    

 

 

 

Visualisation ability    

 

 

 

Networking skills    

 

 

 

Presentation skills    
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Problem-solving   

 

 

 

Greater self-confidence   

 

 

 

Greater confidence in building/developing my business  

 

 

 

Gained a new network of contacts  

 

 

 

More clarity on my ideas for building/developing my business  

 

 

 

Improved communication skills  
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Better understanding of entrepreneurship  

 

 

 

Better understanding of my career needs  

 

 

 

Higher self-motivation levels  

 

 

 

Any others  

 

Would you recommend the ArtENprise programme to other artists to help them (further) 

develop their business skills? Please give details: 
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What kind of help do you feel you need at this stage in order to help you realise your business 

ideas?  

 

 

 

 

 

 

Any other comments you would like to make about being involved in the ArtENprise 

Programme? 

 

 

 

 

 

Name (optional): 

Signature: 

Date:     

 

 

***THANK YOU!*** 

Your comments may be included in future promotional/marketing material. If you are not 

happy for your comments/quotes and name to be used for these purposes, please tick this 

box  
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Annex 4 – Ground Rules, an Example 

 

Depending on your previous experience as a facilitator, you may already have your own 

approach to developing ground rules. If so, feel free to adopt this approach. If not (or if you 

would like to experiment with different techniques), in the separately added PDF-file named 

‘Annex 4 – Ground Rules, an Example’, you will find a very useful resource on the development 

of ground rules drafted by the Carnegie Mellon University and based on Brookfield & Preskill, 

2005



 

 

 

 

 

 

 

 

 

 

 

FOR MORE INFORMATION ABOUT THE PROJECT,  

PLEASE VISIT: 

WWW.ARTENPRISE.EU 

WWW.FACEBOOK.COM/ARTENPRISEEU 

 

OR CONTACT  

INOVA CONSULTANCY 

SHEFFIELD, UK 

WWW.INOVACONSULT.COM 

ADMIN@INOVACONSULT.COM 

"The European Commission support for the production of this publication does  

not constitute an endorsement of the contents which reflects the views only of  

the authors, and the Commission cannot be held responsible for any use  

which may be made of the information contained therein.” 

 

http://www.artenprise.eu/
http://www.facebook.com/ARTENPRISEEU
http://www.inovaconsult.com/

