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FIRST, LET'S RECAP

MY MAIN PURPOSE WITH THIS MODULE

= Help you become skilled initiators of explorative conversations with
lots of experts, potential partners or potential customers

= Your aim is to connect on a deep level with other human beings
= The best: In-person synchronous oral communication in a meeting room

= Second best: Video-based synchronous oral communication
= Third best: Phone-based synchronous oral communication



30 INTERACTION CHALLENGES IN LOOPME.io

N1: Dicuss your unique value proposition with an S-person N OVE LTY
N2: Communicate with an S-person through social media

N1: Present your visionary dream to an S-person V1: Test five hypotheses on five potential customer S-persons
N2: Use video to communicate with an S-person V1: Build a prototype and get good feedback from an S-person
N1: Educate a potential customer in the field V2: Get a deal for a product / service / pilot delivery signed
V1: Conduct a listen-in interview with an S-person
V2: Talk to a potential and established competitor
V2: Sell a pilot project to a paying S-person
V1: Tell a compelling story to an S-person
V2: Deliver real value to an S-person
V2: Talk to one hundred S-persons
V1: Explore the value chain
V2: Send an invoice

VALUE FOR OTHERS

LEARNING

: Re-call five S-persons in one day
L1: Scan the world and strike up a dialog
L1: Quantify and validate the value you can create
L1: Ask an S-person for something and get rejected
L1: Discuss price issues with a potential customer
L1: Discuss value creation in your industry with an alumni
L1: Discuss with two other teams around S-person interactio
L1: Experience an emotional setback related to an S-person

A1: Be quite personal with an S-person

A2: Immerse yourself in a deep tech lab

A1: Get something for free from an S-person

A2: Pitch to a REAL investor asking for REAL money

A1: Pitch something you care deeply about to an S-person
AG E N CY A2: Ignore feedback from an S-person based on conviction



TODAY’S FOCUS:
YOU WILL BE MY CO-RESEARCHERS.

A neo-Humboldtian approach to teaching for
meaningful learning at the university

Sarah Robinson, Aarhus University, Denmark
Wes Shumar, Drexel University, USA
Martin Lackéus, Chalmers University of Technology, Sweden

”The paper explores a modern version of Humboldt University’s
emphasis on research being a co-creative endeavour between
teachers and students. ”

”When teachers lead a co-creative endeavor with their students
to develop new knowledge in the teacher’s field of expertise, it
imbues the students with a strong feeling of meaningfulness. ”

”This allows the students to become more engaged and
motivated, thus triggering deeper learning”



TODAY’S FOCUS:
YOU WILL BE MY CO-RESEARCHERS.
Today’s research for us to co-explore:
Purpose: Explore how people become more entrepreneurial. . 3

RQ1: What do people learn from being given action-
reflection challenges to interact externally?




TODAY’S FOCUS:
YOU WILL BE MY CO-RESEARCHERS.

Today’s research for us to co-explore:

Purpose: Explore how people become more entrepreneurial.

RQ1: What do people learn from being given action-
reflection challenges to interact externally?

RQ1la: What is the unique contribution (if any) of these action-reflection
challenges, in terms of unique difference this format makes for learning?

RQ1lb: What is the unique contribution (if any) of the written reflection part
followed by feedback / discussion?

RQlc: What do students learn from more difficult such challenges?

RQ1d: What more action-reflection challenges can we come up with?

RQle: What is the role of emotions in the development of entrepreneurial
competencies?
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I’'VE PREPARED THREE NEW
REFLECTION TASKS IN
LOOPME FOR YOU TO

RESPOND TO TODAY

AS YOU ANSWER THESE,
YOU WILL HELP ME
PRODUCE HIGH-QUALITY
DATA ON THE RQs

Q Feep @ 48 Grours = Lisrary B2 SUPPORT . -

@ LoopMe / 38 EBD 22-23ES Study / @ Tasks / ® Manage

# Home © Tasks W Tags 4 Members v Analytics

~ © RQia+b What is the unique contribution of action-reflection challenges? RN oubished | Acchived |((8 [ Ear |(& )

Go back to your reflections upon the 10 challenges you picked. Read your reflections again briefly. Then. reflect upon what you learned from the
30 action-reflection challenges. Why did you learn this? Try to articulate the unique contribution of these action-reflection challenges - what
would you NOT have done + learned if you had not been given these challenges? What insights would you NOT have developed? What IS the
difference with this particular pedagogical set-up?

Follow up question \What is the unique contribution of the WRITTEN reflection part followed by feedback / discussion?

v ® RQic+d What do people learn from more difficult challenges? Hidden [E][ Edit ][E]

Reflect upon the following research question. Motivate / explain your answers - WHY do you think that is the case?
"What do people learn from more difficult action-reflection challenges?’

Could be ignoring feedback, talking to competitors, immersing yourself in a deep-tech lab, talking to 100 people, delivering REAL value, pitching
for REAL money, getting a deal, re-calling people, selling a pilot project, sending an invoice.

Relate these activities to further development of competencies such as (but not only) increased self-confidence, increased perseverance, ability
to acquire resources, ability to cope with uncertainty, vision ability.

Please feel free to state your point(s) by exemplifying from your entrepreneurial practice.

Follow up question Please propose a new actiocn-reflection challenge that is difficult

~ ® RQie What role did emotions play for your learning? [E][ Edit ][E]

Think about all the challenges completed here, and all the reflection you did upon them (written and orally). Then pick a couple of perspectives
from the below questions and reflect upon them deeply.

What role did positive emotions play for your learing?
What role did negative emotions play for your learning?

What role did successes and winning play for your learning?
What role did setbacks and failures play foryour learning?

What role did emotional intelligence play for your learning?
\What role did healthy venting play for your learning?

\X/hat rala Aid ~eandind with amnaticae rlavu a8 vat v lasrminsD




TODAY’S PROGRAMME

9-9.45 What is the unique contribution of action-reflection challenges?
10-10.45 What do we learn from more difficult challenges?

11-11.45 What is the role of emotions here?



TODAY’S PROGRAMME

9-9.45 What is the unique contribution of action-reflection challenges?

10-10.45 What do we learn from more difficult challenges?

11-11.45 What is the role of emotions here?



WHAT ENTREPRENEURIAL STUFF CAN WE LEARN?

Ratiu, A., Maniu, |., & Pop, E.-L. (2023). EntreComp Framework: A Bibliometric
Review and Research Trends. Sustainability, 15(2), 1285.
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WHAT ENTREPRENEURIAL STUFF CAN WE LEARN?

Table 2. Entrepreneurial competencies. Framework outlining some key entrepreneurial competencies
and their relation to cognitive and non-cognitive competencies. Adapted from (Lackeus, 2014).

2005, Cotton,
1991)

Main theme | Sub themes Primary source | Interpretation used in this report
Mental models (Kraiger et al., Knowledge about how to get things done without
4] 1993) resources, Risk and probability models.
'_E Declarative (Kraiger et al., Basics of  entreprencurship, wvalue creation, idea
< Knowledge knowledge 1993) generation, opportunities, accounting, finance,
= technology, marketing, risk, etc.
é Self-insight (Kraiger et al., Knowledge of personal fit with being an entrepreneur /
v 1993) being entrepreneurial.
= Marketing skills | (Fisher et al., Conducting market research, Assessing the marketplace,
2008) Marketing products and services, Persuasion, Getting
people excited about your ideas, Dealing with customers,
Communicating a vision.
Resource skills (Fisher et al., Creating a business plan, Creating a financial plan,
2008) Obtaining financing, Securing access to resources
Opportunity (Fisher et al., Recognizing and acting on business opportunities and
i skills 2008) other kinds of opportunities, Product / service / concept
Skills development skills
Interpersonal (Fisher et al., Leadership, Motivating  others, Managing people,
skills 2008) Listening, Resolving conflict, Socializing
Learning skills (Fisher et al., Active learning, Adapting to new situations, coping with
2008) uncertainty
Strategic skills (Fisher et al., Setting priorities (goal setting) and focusing on goals,
2008) Defining a vision, Developing a strategy, ldentifying
strategic partners
Entrepreneurial | (Fisher et al., "I want”. Need for achievement.
passion 2008)
Self-efficacy (Fisher et al., "I can”. Belief in one’s ability to perform certain tasks
2008) successfully.
- Entreprencurial | (Krueger, 2005, “Tam /1 value”, Deep beliefs, Role identity, Values.
= identity Krueger, 2007)
7]
g Proactiveness (Sanchez, 2011, T do™, Action-oriented, Initiator, Proactive,
‘g Murnieks, 2007)
£ Attitudes Uncertainty / (Sanchez, 2011, "I dare”. Comfortable with uncertainty and ambiguity,
2 ambiguity Murnieks, 2007) Adaptable, Open fo surprises.
@ tolerance
-‘E= Innovativeness (Krueger, 2005, "I create”. Novel thoughts / actions, Unpredictable,
:Ou: Murnicks, 2007) Radical change, Innovative, Visionary, Creative, Rule
9 breaker.
g Perseverance (Markman et al,, "I overcome™. Ability to overcome adverse circumstances,

Lackéus, M. (2015). Entrepreneurship in
Education - What, Why, When, How. OECD
Publishing: Paris: Background paper for

OECD-LEED
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V2: Get a deal for a product { service [ pilot delivery signed a - 25% 25% - - - - - - 25% - - a 25% 25% = 25% = a
AZ: Pitch to a REAL investor asking for REAL money [3 - 17% | 17% - - - 17% - 33 17% - - - 33% - - - - 17% [ 33% 17%  17%  17% - 33% 33%
V1: Test five hypotheses on five potential customer S-persons 3 - - 33%  33% - 33% - 33% - - - 33% - 353% 33% - - B - B B 35% B -
V1:Tell a compelling story to an S-person 11 - - 18%  37% - - - - - =% 18% | 36% - 7% 9% - 27% | 27% 18% - 9% 2T% - - 9%  18% - 18% | 45%
L1: Discuss value creation in your industry with a CSE alumni 24 - - 4% 4% - 4% - 4% - % 8% - A% 13% 4% 38% 25% 13% 21% 21% [ 25% 8% 7%  17% 4%  13% 25%
L2: Re-call five $-personsin one day 2 - - - - - - - - - - - - - - - - - - - - -
N1: Dicuss your unique value proposition with an $-person 2 - - - - - - - - - - - - - - - - - - - - -
Al: Get something for free from an S-person 23 - - 4% 9% - 17% - - 4% =28 % 13% | 30% - 9% 4% [ 35% - 4% 4% a% B - 13% 4% B 26%  43%
v2: Talk to one hundred S-persons 13 2% 8% 15% 38% 6% - - - - - 8% 1% f 31%  15%  B%  23% [ 31% - - 15% 8% [ 31% - - 33% | 6% 15%  38% 3%
MN1: Present your visionary dream to an S-person 11 - - - 18% - 7% - - - P 27% | 45%  27% [ 27% - 18% 9% f 27% 9% 9% 27% - - 18% 18% 18% - 27%
W2: Deliver real value to an $-person 11 - - - £ - a% - - a% 3% 9% |27 27% | 3em - - s | 9% 18% - 2T% 9% - - 36%  18% 18% 9% | 45%  45%
L1: Quantify and validate the value you can create 12 - - &% & - 2 5% - - &% | 33% - m - 17% - g% 17% | 42% &% - - 17% - B % - B 25%  33%
V2: Talk to a potential and established competitor 25 - - 16% | 36% 4% [ 12% - 4% 4% | 2% A% - 8% - 16% 16% | 44% 24% - 12% 24% [ 28% 4% 12% 4% 8%  24% 16% 32%
Al:Be quite personal with an S-person 73 - 4% 4% 22% - - - - 4% 4% 13% | o48%  26% | 9% - 4% 13% | 13%  13%  13% 4% 4% | 13% - 13% 17% 9%  39% 22% 39%
V1: Explore the value chain 23 - - 17% 9% - - - 4% - 4%  26% - 13%  17% 9%  30% f 22% 13% 17% 13% 26% - - - 39% 9% 9%  26%  43%
A2: Immerse yourselfin a deep tech lab 17 - - - - B - - B - 6% [ 12%  12% | 18% - 6% 18% - 18%  18% 12% | 29% = 6% 12%  B%  12%  20%  20%
V1: Build a prototype and get good feedback from an S-person 5 - - - - - 2% - - - - 20% | 40% - - - 0% - A00% - - m B - B B 20% B - 40%
A1: Pitch something you care deeply about to an S-person 17 - - 12% | 29% - - - - - 12% - A7% 6% f 18% 6% - 12% | 18% 18% 6% 6% 6% | 18% - - 18% 6%  18% 29%
L1: Scan the world and strike up a dialog 15 - - 13%  20% - 7% - 7% - - 20% 27% [ 13% - 7% 27% [ 33%  40% - 7% 7% - - 7% % 13%  13%  20%
L1: Discuss price issues with a potential customer 15 - 13% 7% 20% - 20% - % - 13% - 47% 7% ] 13% - - 7% | 13%  27% - - - 20% 13% - % 7% 13% 13% 13%
N1: Educate a potential customer in the field a - - 13%  13% - 13% - - B - - - 38% - - 25% f 13%  25% - = = 13% = = = = 25%  25%  38%
W1: Conduct a listen-in interview with an $-person 2 - - - - - - - - - - - - - - - - - - - - - - - -
AZ: Ignore feedback from an S-person based on personal conviction 26 4% 12%  19%  15% - 8% 12% 4% 4% 15% - 6% 19% | 5% 4% 8%  15% 4% 4% 4% | o19% 4% 4% - 7% 15% 12%
Vv2: Send an invoice 0 - - - - - - - - - - - - - - - - - - - - - - - - - - - - - -
L1: Ask an S-person for something and get rejected 13 21%  37% 26% - - 5% - 5% 5% 5% | 47%  16% | 5% - 5% 21% [ 5% - - - 11% | 11% - - 11% | 37% 11% 16% 21%
L1: Experience an emotional setback related to an $-person 19 11%  16% 11% 5% B - - 5%  11% - 37%  11% | 5% - 5% 11% - 53 = = 11% | 16% = = = 119%  37% = 5
W2: Sell a pilot project to a paying $-person 2 - - - - - - - - - - - - - - - - - - - - - - - - - -
338
8 17 55 71 a 28 4 8 8 36 27 162 42 51 12 21 73 72 58 18 33 44 48 g 24 52 44 51 95 121

2% 5% 16% 21% 1% B% 1% 2% 2% 11% 8% | 48% 12% 15% 4% 6% 22% 21% 17% 5% 10% 13% 14% 2% 7% 15% 13% 15% 28% 36%



SOME INSIGHTFUL QUOTES FROM YOU ALL

DELIVER REAL VALUE

We've started to be seen as the people
with the most knowledge about this
segment. This has resulted in more and
more people engaging with us
[Dol] not underestimate yourself
Because if you don't believe in it
yourself, why should anyone else?

We delivered on our first paying
project!!!l In the end, he said, ‘I have

never thought about this before" which

is the exact indication we needed to
prove that we delivered real value for
him! Rackham 100%, | followed this

theory from start to finish and it works.

we came up with a business case [that
is] very radical to what the organization
is used to. We pitched the idea to XXX

who appreciated and valued it greatly.

This felt amazing to me. We created
a situation that fulfilled the often
elusive criteria of win-win.

PITCH FOR REAL MONEY

the type of
We successfully secured pitch this
an mvestment () “.: was a time was
great feeling, and it was quite
due to our extensive different

efforts in market validation

Per Hultens' words echoed in my
head. "Always ask for more money".
(.) We had already agreed to raise
the bar from 120k to 200k but now |
stepped well above that. | felt that
the situation demanded | raise it,
just to get the investor's interest.

We were all nervous beforehand
but the setting was quite okay and
we got lots of encouragement from
our business coach.

They were positive to our idea but put
pressure on us explaining that we
needed to be more precise in what

differentiates us from our competitors.

BEING IN A DEEP TECH LAB

It's surprising to
realize that one can ‘normal’ than |
learn about anything would have

we felt a bit like a 'fraud’  exPected.

not only get out of the building,
but also get into the right building

It looked more

| realized that | needed to deepen my
vocabulary, since a major amount of
the terms he used was something |
did not understand.

At the lab, | believe we really
embraced uncertainty

it was safe to say that we were
well out of our comfort zone

it gave the confidence of knowing that
we might know more than we think (..)
this increased my motivation through
giving me a feeling of competence




SOME INSIGHTFUL QUOTES FROM YOU ALL

TALK TO 100 PEOPLE

GET A DEAL SIGNED

made me feel more confident in our
solution and the feeling that we
were getting somewhere.

A LOl that's not properly worded
can lead to misunderstandings

This experience taught me the
importance of perseverance and
adaptability in the negotiation process.

you should not give up if you do
not get what you want right away
(..) you need to be calm and let the
customer decide the pace

SELL A PILOT PROJECT
We learned a lot about setting and
defending a price for a project

During the autumn, we managed to
contact 49 potential customers and
have meetings with 19 of them. 3 of
these meetings ended up in serious
sales meetings

Email is great to see how many are
interested but if you have a specific
store in mind it would be better to call.

we have likely reached data
saturation, meaning that we have
gathered a sufficient amount of data
to understand the needs, desires, and
pain points of potential customers.

we could consider ourselves expert in
this very small nisch of the industry. (..)
I've learned how to get any person
comfortable with my presence and
questions (..) | enjoy going outside of
my comfort zone (.) The concept of
‘psychological safety” really applies to
this situation

What | have learned (.) is to not see
reaching out as something difficult
[but] something than happens
naturally when being curious and
trying to move the project forward.

More external contact is always better.
I'd like to summarize this in a famous
quote by a Swedish guitarist: '"How can
less be more? More Is More, Less Is
Less. The |dea That Less Is More Is
Illogical’ - Yngwie Malmsten

it is not always a winner game when
sending out emails, but is much more
efficient to make cold calls.

sometimes this task can be tougher in
CORP settings rather than TECH -
breaches of NDAs could have direct
consequences on the individual

We got the information from UX
experts that when we test usability in a
prototype it only takes 5 test persons to
understand 85 % of all the required
adjustments.




WHAT DID WE LEARN FROM THESE CHALLENGES?

Main theme Sub themes
Mental models

= Go back to your reflections,
read them again. What did
you learn? Why?

= Declarative
s Knowledge knowledge

Self-insight

Marketing skills

= Discuss in groups — What Oprii

Skills

did we learn here, and why? e

= Then reflect individually in
the new Loopme task s
"RQ1a+b” | created for you :

Attitudes Uncertainty /

‘ Non-cognitive competencies




TODAY’S PROGRAMME

9-9.45 What is the unique contribution of action-reflection challenges?

10-10.45 What do we learn from more difficult challenges?

11-11.45 What is the role of emotions here?



WHAT WE LEARNED FROM THE HARD CHALLENGES
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A2: Ignore feedback from an S-person based on personal conviction 26 8% | 4% | B% ! 15% | 12% ! 19% | 4% | 4% 1 4% | 19% | 4% | 4% - 27% | 15% m 12%
V2: Talk to a potential and established competitor 25 8% - ] 16% | 16% 24% 12% § 24% | 28% | 4% | 12% ] 4% § 8% | 24% | 16% | 32%
A2: Immerse yourself in a deep tech lah 17 18% § - 6% 18% ¢ - f 18% i 18% ! 12% | 29% | - 6% § 12% § 6% | 12% ! 29% | 29%
V2: Talk to one hundred S-persons 13 31% | 15% | 8% f 23% | 31% ! - - 15% § 8% | 31% 1 - - 23%
V2: Deliver real value to an S-person 11 36% | - - 9% | 9% { 18% | - §27% | 9% | - - | 36% i 18%
A2: Pitch to a REAL investor asking for REAL money b - - - 33% - - - - 17% 1 33% 1 17% | 17% § 17%
V2: Get a deal for a product / service / pilot delivery sighed 4 - - - - 1 25% ¢ - - - - 1 25% | 25% | - -
L2: Re-call five S-persons in one day 2 - - - - - m - m - - - - -
W2: Sell a pilot project to a paying S-person 2 - - - - - - - - - m - - - - - - -
] !
V2: Send an invoice 0 - - - - - - - 5 o . 5 - R N )
Total # of challenges completed 106
15 3 8 23 23 14 a 13 12 25 4 10 9 21 17 39 31
14% | 3% B% | 22% | 22% | 13% | 4% § 12% | 11% | 24% | 4% 9% 8% | 20% | 16% | 37% | 29%




WHAT WE LEARNED FROM THE EASIER CHALLENGES

A: Better at
. initiative-
R: More motivated taking A: Improved planning skills
R ) )
R:Increased self-confidence \ A: Learned to learn
30%
R:Increased self-awareness _ \P X . A: Improved teamwork
15% i
R: Increased my perseverance | . ¥y ‘ . I: Better at spotting opportunities
@ off &
¢
R: Better at getting resources [ % I: Better at valuing ideas
R: Better at mobilising others I: Improved vision ability
_ or ot finances I: Increased creativity
R: Better - .
Al y
ert I: Improved sustainability thinking

\N'\\\‘\ unc



WHAT WE LEARNED FROM THE HARD CHALLENGES

A: Better at
. initiative-
R: More motivated taking A: Improved planning skills
R:Increased self-confidence A: Learned to learn
| 30% :
R:Increased self-awareness A: Improved teamwork
18%
B £ ‘ X . egs
R: Increased my perseverance @ { L o _ I: Better at spotting opportunities
{ ." 4 —d

ol
v @ I: Better at valuing ideas

R: Better at getting resources

R: Better at mobilising others ' I: Improved vision ability
R: Better at finances . I: Increased creativity
’ 2l
with \'\\"ceﬂ I: Improved sustainability thinking



HOW DID WE LEARN...

Main theme | Sub themes
Mental models

..increased self-confidence?
..perseverance?

..resource acquisition?
..coping with uncertainty?
..vision ability?

Declarative
Knowledge knowledge

Self-insight

Marketing skills

puwse

Resource skills

Opportunity
skills

Interpersonal .
skills Planning &

Why did the more difficult v
challenges trigger this more? Sl

Skills

Entrepreneurial RESOU‘“:Es

B
< Self-efficacy s

Discuss in groups o

5321N0Sa
BuISHIGoN

Attitudes neertainty /
< ambiguity
erance

Then reflect individually in the
new Loopme task "RQ1a” |
created for you

¢

Innovativeness

Perseverance )

‘ Non-cognitive competencies




TODAY’S PROGRAMME

9-9.45 What is the unique contribution of action-reflection challenges?

10-10.45 What do we learn from more difficult challenges?

11-11.45 What is the role of emotions here?
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Emotional ...that trigger developed Inner thoughts among students
learning events... competencies. (stylized quotes)
Interacting with Self-efficacy "They actually wanted to talk to me”
outside world Initiative-taking "I must act now”

Marketing skills "I want to make a good impression”
Value creation Passion/motivation "This was fun!”
for others Subject matter knowledge ”| want this to work”

Identity ”| want to be more like this”
Teamwork Self-insight "I’'m different from him/her”
Applying new knowledge Subject matter knowledge "Now | understand and remember”
in practice
Uncertainty in Uncertainty tolerance "This is not so scary after all”
learning environment Perseverance "I’ll try again until | succeed”
Feedback and support Passion/motivation "They actually liked us!”
from external people Self-efficacy ”| could actually succeed in this!”

Lackéus, M. (2020). Comparing the impact of three different experiential
approaches to entrepreneurship in education . IJEBR 26(5), 937-971.
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ENTREPRENEURSHIP IS A
HIGH-ENERGY ACTIVITY

\

ENERGY

3

How are you feeling?

e e o
e [ [ e
e e e
CONCERNED UNEASY PEEVED PLEASANT JOYFUL HOPEFUL PLAYFUL BLISSFUL

F_E B N N N &N &N § §N N § |
= e = [ e o | o [
= e = e = [ [ [
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CSEEmET o CICIES
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PIFASANTNESS
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ENTREPRENEURSHIP IS
AN EMOTIONAL ROLLER-

LEARNING can make it through the
ENVIROMMENT next”

1 I INVERCOMING
Wi

“Those challenges thal were
culnplelml successiully made
us all extremely hnppy and
relieved.”

=1 think most of the positive
ematians came from when
we sueceaded with the
project”

1 am very excited that 1 am 79 “l can do it if everybody

doing semething new!™ MANAG E\ﬂ NT else can do ik!" with one brain™
SOME STUDENT  Seimiiiie. Aowie

program!™ something. .. it pressured

us and worked as
meotivationt™

REACTIONS TO
THE REAL-LIFE

AN

11. TEAM WORK

“As time progresses that geis
relatively easy (team-work)
wlre at ome point we can
function as ene unit and think

o i tnrnr.'d how to manage the
tenm, to be o leader. 1 had to find
different methods and use
techniques to mativate the team
members o work for our vision™
“You have to be the |eader 1o
drive the company

forward. .. delegating and dealing
with people makes it
complicated ...challenging and
fascinating...you have to
motivate your team...gven those
who were scared or hesitant ai
the beginming™

family.”

“Team-work...
not just become clss-
mates, we beeame a

WK INDOF
ENVIRCNMENT
" an opporbuanity b learn about
yoursell. .. Not only as a person bul as
{soitkang wlio Gl conbFibute e the M:l.'rd:.'
|amd economic <ilunimo!'rwr<nunm
| “Indeed, it has been the mast amazing
iJ memey | himve ever undertaken inomy life!™

We did

all alfected our ledming ...t most
Isde thing 1 ot - .pwrrsrh’-ﬂsmucc
where | feel like there arc things | can do on
my awn !

- .the apportunity to become whatever you
WMI i bz, whoever you decide o be in 1k
o..and this is where oo also et personal
growth, this is where you discover the
jpersan that you are, the sirength that you
have and bow capahle you are in doing
whilevier you sel your mind Lo do”

* Posirive emoiions

ENTREPRENEURIAL
EXPERIENCE

=1 fes |r| will mess up
Wi are used to sitting \nd
listening” =

"Ihcmn'r::

find time™
1.2 THEORY VS PRACTICE “we basically never pet
“We have bo find everyihing by ourselyes™ nmything completed. .

“Do | sctually kearn bere™ like in renl Tife .. you
are never finished when
neew challenges come

along™

Arpiainen, R.-L., Lackéus,
M., Taks, M., & Tynjala, P.

ru.nnlc different backgrounds,

13, SUPPORT FROM OFTSIDE
| i » e . Difficult o move in one

“The lact thal peopke did not actually

direction™

32 INTERACTING

\Vj

'i 3 LEADERSHIF
jom of a
usiness
leader
diffierem
individuals.. . with
personal problems
with their team
members, . you have

uurk':ng with

(2013). The sources and :;_‘:;:;;;\' e chuse, smpec By P e it g i s WITH REAL WORLD o look at both sides
dynamlCS Of emot|0ns |n +..56 it was a bit difficult for doing the ond lesien o afhers” =T conguer vour of story.™

. «course that pecple did noe really have a lot 1 peeded 1o apply o bit of some Tears_ it is quite
entrepreneurShlp ol Baith in™ emodional miclligence b scary”...make contacts,

“They traim mechanics

heve,  subordinates not managers
entrepreneurship is rather
discournged "

education. Trames, 17(4), RRME e

331-346.

Emeions daminered or the begianing of femning process

sell vour own products™

Emariores feey ppearea thromehont the fearming procecs

Figure 1. The waves of emotions.

2 1. TE
{4 well, it has
without doubt

_— Veaive emotions

IRK

icked

us. mainly on e

menial level i
what is wrong
tenm. as soms
members quit
lefi the team, £
has kind of hu
team a bt
{Finnish, male

think
n this
o its
nd

o it

the

Pomt-lparaing emarioe
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IS YOUR VENTURE A PART OF YOU?

THIS CAN BE BOTH GOOD AND BAD

High control over Strong emotional Ownership-induced High effort put into a venture,
your venture ownership of motivation leading to positive performance
your venture

High self-esteem and comfort,
high reliance on venture for

Coming to know it

e - High job satisfaction
and its industry Possessive

and commitment

intimately emotions: self-image

“mine” / “ours”

Investing yourself

: Pride, caring and
into your venture

attachment

Being the creator Part of one’s self Territorial Keeping secrets, resisting
of (ideas in) and identity: : change, hostile to others,
behaviour T
your venture inability to collaborate

Pierce, J. L., & Jussila, I. (2011). Psychological ownership and the organizational
context - Theory, research evidence and application. Edward Elgar, Publishing.
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EMOTIONAL INTELLIGENCE IN PRACTICE

THE RULER APPROACH, BY MARC BRACKETT

- —

e

et e E ecognizing emotions in self and others
nderstanding the causes and consequences of emotions
abeling emotions accurately

xpressing emotions appropriately

egulating emotions effectively

O aud oRrIg dICN r TAAA OL NOISSIWA AL

el Ll [l

‘‘‘‘‘‘‘
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HEALTHY VENTING
VS.
EMOTIONAL DUMPING

HEALTHY
VENTING

Does not blame others

Sticks to one topic

Does not self-victimise

Works on a solution together

Open to constructive feedback

Does not repeat the same issue
over and over

Does not take up unnecessary time

Listens and acknowledges
other’s perspective

EMOTIONAL
DUMPING

Blames others

Overwhelms with multiple topics

Plays the victim

Not open to finding a solution

Defensive to constructive Feedback
Repeats the same issue over and
over with no concern

Inconsiderate of time

Does not respect or listen to
others perspective

— . — ————— — — ——— —
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HOW TO COPE WITH ALL THE WORRY?

UNCERTAINTY AS A KEY DRIVER OF PEOPLE’S WORRY

NJEE !(\EJAE (3l ] ;JEQ !(\EIAE J U N E
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i ! LA é‘ 3 ':‘
SSaNPEY
Y X
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P
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% s
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Cuppen, E., Nikolic, I., Kwakkel, J.,
& Quist, J. (2021). Participatory

multi-modelling as the creation of a
boundary object ecology: the case NEXT YEAR

of future energy infrastructures in ‘2;*-,1.‘*;; i

the Rotterdam Port Industrial A IN THREE
Cluster. Sustainability Science,

16(3), 901-918. AUGUST YEARS
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HOW TO COPE WITH ALL THE WORRY?

Levinthal, D., & Rerup, C. (2006).
Crossing an apparent chasm: Bridging
mindful and less-mindful perspectives on
organizational learning. Organization
Science, 17(4), 502-513.

Lackéus, M. (2014). An emotion
based approach to assessing
entrepreneurial education.
International Journal of Management
Education, 12(3), 374-396.

Brown, K. W., & Ryan, R. M. (2003). The
benefits of being present: mindfulness
and its role in psychological well-being.
Journal of personality and social
psychology, 84(4), 822.

THE MINDFULNESS APPROACH

MINDFULNESS AS A WAY TO COPE WITH UNCERTAINTY

"ability to contain and manage real-time unexpected events
in an adaptive, flexible fashion.”

“after some time and exposure a calmness in the
middle of the storm is being built up.”

“disengaging individuals from automatic thoughts, habits, and
unhealthy behavior patterns, [leading to] well-being enhancement”

-> MINDFULNESS HELPS YOU STAY SANE, FLEXIBLE AND CALM AMIDST CHAOS.
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HOW TO COPE WITH ALL THE WORRY?

SEE FAILURE AS AN IMPORTANT SOURCE OF DEEP LEARNING

Entrepreneurial failure and learning

Business development in Navari and Cactus
at Chalmers School of Entrepreneurship
Master's thesis in the Master's Programme Entreprenurship and Business Design

AXEL BLOME
WILLIAM SIMSON

Blomé, A., & Simson, W. (2021).
Entrepreneurial Failure and Learning
- The role of affect in learning from
failure and its impact on nascent
entrepreneurs Chalmers University
of Technology]. Gothenburg.

FAILURE

Critical Negative Events:

- Conflict

A serious disagreement or
argument, internally or
externally

- Dynamics

The process if interaction
and its affect on
performance, often within
the team

- Personal

Failure revolving around
personal issues; mindset,
underlying aspects

DISJUNCTURE

EMOTIONS

-ANGER
-DISAPPOINTMENT
-STRESS

-POWERLESSNESS
-FRUSTRATION
-RESIGNATION

LEARNINGS

Problem

Solving

Commu-

Business nication
Insights O
O Entrepreneurial
Social Skills Insights
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HOW TO COPE WITH ALL THE WORRY?

20 WAYS TO COPE WITH FEAR OF FAILURE

.....




WHAT ROLE DID EMOTIONS PLAY FOR OUR LEARNING...

= What role did positive emotions play for your learning?
= What role did negative emotions play for your learning?

= What role did successes and winning play for your learning?
» What role did setbacks and failures play for your learning?

= What role did intelligence play for your learning?
=  What role did healthy venting play for your learning?
= What role did with emotions play for your learning?

= Discuss in groups

» Then reflect individually in the new Loopme task "RQ1e” | created for you
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