[image: image2.png]o
2
,\%\y




   



College of Business 





European Innovation Academy Competition

Closing date for applications March 18th 2016


Introduction:

The European Innovation Academy is the world's largest entrepreneurship summer school. This is your chance to work in a multidisciplinary team and have the opportunity to launch new offerings to the market in a 15 day time period. Daily, your team will be mentored and educated by industry leaders and experienced professors. The program of the summer school is strongly influenced by prestigious startup accelerators and their Silicon Valley methodologies. 
For the second year in a row, College of Business students are being offered the chance to win a place at the world’s largest Extreme Accelerator for innovation. This hugely innovative programme delivers on its promise to take participants on a journey ‘from idea to tech start-up in 15 days’. 

The 2016 programs which take place in Nice and Turin in July are jointly developed with professionals from world class universities and companies: UC Berkeley, Stanford, Google, and IBM to name a few. Those lucky enough to secure a place will be immersed in a multicultural ecosystem of participants, alumni, experienced mentors and faculty from 75 different nationalities.

Five College of Business students secured sponsorship to attend the academy in Nice in July 2015. Each of them attests to a life-changing entrepreneurial experience. Reflecting this success, ten places are being funded by the College of Business this year. According to Daryl O’Regan, 3rd year BSc Business Computing student and founder of 'pitch it':
“EIA represents an awesome experience for anyone who's interested in technology and entrepreneurship. I learned a lot about the world of start-ups from successful Silicon Valley mentors. I also made connections with students from all over the world.”- Daryl O'Regan, 
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	College of Business winners at the summer 2015 EIA in Nice – Rachel Gallagher (MSc Digital Marketing and Analytics), Jamie Mc Donnell (BSc Business and Management), Daryl O’Regan (BSc. Business Computing) Jamie Mc Donnell (BSc Business and Management) and Brian McCabe (BSc. Business Computing)


This document outlines the College of Business’s competition to select up to 10 candidates to attend EIA 2016. The winners will their fees and flights paid for as well as their accommodation for the duration of the competition (total value of each award €2,500). The following are the inputs required to secure a place on the shortlist for a place.

Entries

The competition is open to individual DIT undergraduate or postgraduate students registered in the College of Business.  Exceptionally, applications will be accepted for groups of up to five registered students. 

Requirements and Submission: 
Please submit a single application including:

1. A cover page detailing your name, student number and the College of Business programme you are currently taking

2. A summary of your product idea 

3. An outline of your Business Model Canvas - for more information see http://businessmodelgeneration.com/canvas/bmc?_ga=1.40286692.73545502.1414055762 or Osterwalder, A., & Pigneur, Y. (2010). Business Model Generation: A Handbook For Visionaries, Game Changers, And Challengers. Wiley.  
a. Workshops have been scheduled on March 3rd at 13h.00 and 18h.00 to answer questions you may have on using the Business Model Canvas. The session will focus on your value proposition and the segment/s you plan to address. See schedule below for details.
4. Your CV  
The entire submission should not exceed 12 pages
Deadline

Applications are due no later than 16h.00 on Friday March 18th 2016. Please e-mail your application to ada.gully@dit.ie including EIA APPLICATION in the subject line.

Schedule

	Date
	Event
	Time
	Venue

	03/03/2016
	Workshop A - Application Preparation
	13.00 – 15.00
	e-mail ada.gully@dit.ie to register stipulating workshop A or B in the subject line

	03/03/2016
	Workshop B - Application Preparation
	18.00 - 20.00
	

	18/03/2016
	Closing Date for receipt of applications
	16.00
	

	w/b 28/03/2016
	Short-listed students will be notified of dates/timeslots to present to Panel 
	
	

	07/04/2016
	Presentations to Panel; Panel Evaluations
	09.00- 17.00
	5-032

	14/04/2016
	
	
	

	28/04/2016
	Winning students notified
	
	

	04/05/2016
	Students confirm acceptance of place 
	17.00
	

	31/05/2016
	Flights Booked
	
	

	03-22 July 2016
	EIA, NICE ,FRANCE
	
	

	10-29 July 2016
	EIA, TURIN, ITALY
	
	


If you have questions in the meantime, please contact 
Audrey Jennings T: 01-402-3280 audrey.jennings@dit.ie 
Christina Ryan T: 01-402-3239  christina.ryan@dit.ie 

Claire Mc Bride T: 01-402-3276 e: Claire.mcbride@dit.ie 
Jenny Munnelly T: 01 – 4027173e: jenny.munnelly@dit.ie 
Application Cover Page

Part 1
	Name: 
	

	Programme  
	

	Student Number  
	

	Date
	


Brief comments to the assessment panel (if relevant):

	


The judging of applications will involve a number of stages after which shortlisted applicants will be asked to present to an expert panel. 
Part 2
	Overview

	Please provide a short paragraph outlining your idea – you should include information on the problem/challenge it solves and which segment or persona you are targeting and who is most likely to buy it [≤ 200 words]. 




PART 3: overleaf requires you to complete the business model canvas and present a supporting rationale for elements of it.

Part 3
Business Model Canvas: Complete the nine building blocks as outlined in the workshop.  Complete all blocks as they relate to your idea.

	Key Partnerships (KP)


	Key Activities (KA)


	Value Proposition (VP)


	Customer Relationships (CR)
	Customers Segments (CS)

	
	Key Resources (KR)


	
	Channels (CH)

	

	Cost Structure (C€)


	Revenue Streams (R€)



The following tables outline your rationale for the Nine Building Blocks: 

	1. Customer Segments (CS)  (Answer 1 & 2 in conjunction)

	Name your customer segments and the type of customers they are (users, payers, recommenders, influencers).

	What are the Jobs-to-be-Done (JTBD) for three of your customer segments? [http://www.christenseninstitute.org/key-concepts/jobs-to-be-done/]

	Selecting one ONE USER type (i.e. user, buyer, influencer) within a segment – discuss what PAIN(s) you are solving for this customer?

	Selecting a different USER type (i.e. user, payor, influencer, recommender) discuss what GAIN(s) you are creating for this customer?

	2. Value Propositions (VP) (This is the problem you’re solving for customers)

	Discuss three customers’ unmet needs/problems you solve (This is NOT your SOLUTION) 

	For these three customers describe what “great outcomes” look like for them? 

	What differentiates your offering significantly from your competitors? 

	3. Channels (CH) 

	Channels should match your customer segments. Through which channels do your customer segments want to be reached? (E.g. online, via partners, etc.)

	4. Customer Relationships (CR) 

	Customer Relationships are the result of a complex interplay among customers, sales channels, value proposition and budget for marketing.  In your organisation what strategies do you focus on to?

1. “GET” 

2. “KEEP” and 

3. “GROW” customers?

	How might you validate your assumptions - how will your start-up can GET, KEEP and GROW customers? 

	5. Revenue Streams (R$) 

	What is the revenue model? (How do you generate revenues)?


	The customer is paying for “their problem to be solved”.  They place a value on this.  What is your strategy for how you capture that value? 

	6. Key Resources (KR)

	What key resources does your value proposition require? 

	7. Key Activities (KA)

	What key activities do your value propositions involve?

	8. Key Partners (KP) 

	What are the key enablers and constraints associated with your key partners?

	Discuss what your partners need/will get from your organisation?

	9. Cost Structure (C$)

	What are the most important costs inherent to your business model?


Part 4: Curriculum vitae (two pages or less)
Page | 3 
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