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Certificate in Sports Entrepreneurship

Introduction to Sports Entrepreneurship

In this explanation of key terms and vocabulary for Introduction to Sports Entrepreneurship in the
Certificate in Sports Entrepreneurship, we will cover the following topics:

1. Sports Entrepreneurship
2. Business Model Canvas
3. Value Proposition
4. Market Segmentation
5. Customer Segments
6. Customer Relationships
7. Revenue Streams
8. Key Activities
9. Key Resources
10. Key Partnerships
11. Cost Structure
12. Minimum Viable Product (MVP)

Let's dive in!

1. Sports Entrepreneurship
Sports Entrepreneurship is the process of starting, growing, and managing a sports-related business. This
can include businesses that focus on sports equipment, sports apparel, sports technology, sports media,
sports facilities, and more. Sports Entrepreneurship requires a unique combination of business acumen,
creativity, and passion for sports.

Example: A sports entrepreneur might start a business that creates wearable technology for athletes to track
their performance and improve their training.

2. Business Model Canvas
The Business Model Canvas is a visual tool that helps entrepreneurs map out their business model. It
includes nine building blocks that help entrepreneurs identify their key activities, resources, and
partnerships, as well as their value proposition, customer segments, revenue streams, and cost structure.

Example: A sports entrepreneur might use the Business Model Canvas to map out their business model for a
new sports technology product.

3. Value Proposition
The Value Proposition is the unique value that a business offers to its customers. It is the reason why
customers choose to do business with a particular company. In sports entrepreneurship, the value
proposition might be related to performance, convenience, innovation, or community.
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Example: A sports entrepreneur might offer a value proposition of "revolutionizing the way athletes train"
with their new wearable technology.

4. Market Segmentation
Market Segmentation is the process of dividing a market into smaller groups of customers with similar
needs or characteristics. This allows businesses to tailor their marketing and sales efforts to specific groups
of customers.

Example: A sports entrepreneur might segment their market by age, gender, income level, or geographic
location.

5. Customer Segments
Customer Segments are specific groups of customers within a market. Understanding customer segments is
essential for sports entrepreneurs, as it helps them identify their target customers and tailor their marketing
and sales efforts to meet their needs.

Example: A sports entrepreneur might target high-performance athletes as one of their customer segments.

6. Customer Relationships
Customer Relationships refer to the way that a business interacts with its customers. This can include
everything from customer service to marketing and sales. In sports entrepreneurship, building strong
customer relationships is essential for creating loyal customers and growing the business.

Example: A sports entrepreneur might build strong customer relationships by offering personalized
coaching and training programs for their customers.

7. Revenue Streams
Revenue Streams are the ways that a business generates revenue. In sports entrepreneurship, revenue
streams might include product sales, subscription fees, advertising revenue, or sponsorships.

Example: A sports entrepreneur might generate revenue through the sale of wearable technology, as well as
through subscription fees for access to advanced training programs.

8. Key Activities
Key Activities are the most important tasks that a business must perform in order to deliver its value
proposition and generate revenue. In sports entrepreneurship, key activities might include product
development, marketing, and sales.

Example: A sports entrepreneur might identify product development as a key activity for their business, as
they need to continually innovate and improve their technology in order to stay competitive.

9. Key Resources
Key Resources are the most important assets that a business needs in order to deliver its value proposition
and generate revenue. In sports entrepreneurship, key resources might include technology, equipment, or
personnel.
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Example: A sports entrepreneur might identify technology as a key resource for their business, as they need
access to the latest wearable technology in order to provide their customers with the best possible training
experience.

10. Key Partnerships
Key Partnerships are the relationships that a business has with other organizations that are critical to its
success. In sports entrepreneurship, key partnerships might include suppliers, distributors, or strategic
partners.

Example: A sports entrepreneur might form a key partnership with a sports equipment manufacturer in
order to ensure a steady supply of high-quality equipment for their customers.

11. Cost Structure
Cost Structure refers to the costs associated with delivering the value proposition and generating revenue.
In sports entrepreneurship, cost structure might include product development costs, marketing and sales
costs, and operational costs.

Example: A sports entrepreneur might identify product development costs as a significant component of
their cost structure, as they need to invest in research and development in order to create innovative new
products.

12. Minimum Viable Product (MVP)
The Minimum Viable Product (MVP) is the most basic version of a product that still delivers the core value
proposition. Creating an MVP is a key step in the product development process, as it allows entrepreneurs
to test their ideas with customers and gather feedback before investing in further development.

Example: A sports entrepreneur might create an MVP of their wearable technology that includes only the
most essential features, such as heart rate monitoring and distance tracking.

In conclusion, sports entrepreneurship is a dynamic and exciting field that requires a unique combination of
business acumen, creativity, and passion for sports. By understanding key terms and concepts such as the
Business Model Canvas, Value Proposition, Market Segmentation, Customer Segments, Customer
Relationships, Revenue Streams, Key Activities, Key Resources, Key Partnerships, Cost Structure, and
Minimum Viable Product (MVP), sports entrepreneurs can build successful and sustainable businesses that
make a positive impact on the world of sports.

Challenge: Identify a sports-related business idea and use the Business Model Canvas to map out your
business model. Identify your value proposition, customer segments, revenue streams, and cost structure.
Consider how you might create an MVP to test your ideas with potential customers.

By completing this challenge, you will have taken an important step towards becoming a successful sports
entrepreneur. Good luck!
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