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    foreword
 
Dear trainees and mentors, 

Today you will get the opportunity to prove that you are the best Dutch Trainee 
Team in 2017. You will be one of twenty one teams competing today to come up 
with the best answer to one of the challenges set by four social enterprises: 
De Verbinding, Koeckebackers, Heilige Boontjes and ITvitae. 

During the day you will be asked to come up with a creative solution to a challeng-
ing case. We firmly believe that you will be able to use all the intelligence, creativity, 
knowledge and ingenuity that you have at your disposal to come up with some 
brilliant ideas. And we hope that you will have  a fun and inspiring day gaining some 
meaningful insights.

At the end of the day, one of you will be able to gain eternal glory and the coveted 
title of ‘Best Trainee Team in the Netherlands in 2017’. May the best team win!

Lots of success, and let’s make this a day to remember! 
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More and more, work is seen as a basic human need in our 
world. It gives people a place to go to, a social environment 
where they belong, feel alive and valued. but in the Netherlands 
alone, hundreds of thousands of people are out of work, many 
of them trapped in poverty and social isolation, feeling worth-
less and unappreciated. In 2015, the Dutch government put a 
cap on sheltered employment and introduced the Participation 
act (Participatiewet) to get regular businesses to provide regu-
lar employment for people who are distanced from the labour 
market.  at the same time – partly as a result of the government 
relinquishing its monopoly in the social sphere - more and more 
social enterprises have sprung up in recent years, helping these 
disadvantaged groups into work. Who are the people they are 
trying to help? How can they compete with other companies in 
the market? and how can they ensure a sustainable future for 
their businesses and the disadvantaged people working there?  
 

People who are distanced to the labour market by no means 

form a coherent, homogeneous group, other than that they are, 

generally, disadvantaged people who are looking for work. To 

give you an idea of their diversity, the people working for the four 

social enterprises we will be meeting today at this Fresh Forces 

TraineeBattle include deaf people, people with autism, former 

youth offenders, young people with problems such as addic-

tions and debts, immigrants from non-Western backgrounds and 

people with psychological problems. To these, you can also add 

groups with a range of other physical and psychological disabili-

ties as well as more mature people (55+) and young people with-

out proper qualifications. While several studies have shown that 

people with a distance to the labour market make good, depend-

able employees with comparable productivity, lower accident 

rates and higher job retention rates, all these different groups 

find it difficult or nearly impossible to find work and as a group 

show significantly higher unemployment figures than comparable 

groups in our society. 

disastrous effects
Naturally, different groups of people have different problems 

requiring different solutions. The reasons they find it hard to find 

employment range from poor education to poor soft skills, such 

as networking and the ability to write a proper application letter, 

and from poor language skills to gender, age and race discrimina-

tion. In addition, people with physical or psychological disabilities 

have specific disadvantages, such as deaf people needing to put 

down their tools to be able to communicate, or people with au-

tism finding it too difficult to work in a busy environment where 

they experience sensory overstimulation.

The disastrous effects of long term unemployment cannot be 

underestimated. People are social beings and want to belong. 

Long term unemployment can make them feel lonely, isolated 

and stigmatised, and may cause them to lose self-respect. Re-

spondents in various studies have indicated that they rely on the 

close circle of family and friends for company and support, as 

they feel that wider societies hold unsympathetic and prejudiced 

views. Being unemployed for long periods of time – sometimes 

for years on end – can also cause poverty and serious debt, with 

people unable to afford holidays, visits to restaurants, pubs and 

cinemas, or even more basic necessities. It is well known that 

some people on benefits actually avoid going to the dentist or 

the doctor to avoid paying fees. 

reduced opportunity
Employers often refrain from hiring people from these groups, 

because they fear higher costs and more (long term) absenteeism 

and are not aware of the compensation schemes the government 

has put into place. In 2014, the Dutch Start Foundation published 

its Profile Acceptance Range, a statistic on the reduced chance of 

getting hired for people who are distanced to the labour market 

compared to a person with no specific disabilities or problems. 

These chances range from more than 75% of a chance to get 

hired for people with chronic illnesses such as diabetes to a mere 

34% for people with a criminal record for drug dealing.

introdUction
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Profile Acceptance Range

Profile 0 No special background

Category 
1

Chronic physical diseases  
(asthma, arthrosis, diabetes)

Physical motor disabilities

ADHD

Debts

Autism

Category Physical disability deaf/hard of hearing

2 Physical disability speech impairment

Chronic physical disease (cancer)

Non-congenital brain damage

Physical disability blind or partially sighted

Category Psychiatric disorders

3 Addiction (gambling)

Addiction (alcohol)

Category Criminal record (property offences)

4 Addiction (hard drugs)

Criminal record (drug dealing)

Criminal record (violent crime)

Acceptance rate 0 20 40 60 80 100

100%    

77,4%    

76,5%    

75,2%    

72,1%    

69,5%    

64,5%    

62,7%    

60,5%    

59,7%    

60,5%    

50,5%    

49,5%    
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34,8%    
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Despite these statistics (which were drafted in 2014 before the 

introduction of the Participation Act) and despite the many criti-

cisms levelled at the Participation Act, the underlying idea of the 

Act that we should be helping these people into proper jobs has 

struck a chord amongst large groups in our society, including a 

growing number of businesses who recognise that the majority 

of people with a distance to the labour market have been unjustly 

overlooked and treated unfairly. Among these businesses there 

is a growing number of so-called social enterprises – enterprises 

which apply commercial strategies and operate in a commercial 

environment to maximise a social goal such as human or envi-

ronmental well-being.

social enterprise
In a sense one could say that all businesses have a social goal, be-

cause if there is no demand from society for a particular product, 

businesses will not be able to sustain themselves. What diff erenti-

ates social enterprises from regular commercial enterprises is that 

succeeding in their social mission is considered to be paramount, 

while any potential profi ts are of secondary importance.

According to the Dutch SER (Dutch Social Economic Council, 

a major economic advisory council of the Dutch government, 

representing trade unions and employers’ organisations), social 

enterprises are independent businesses who produce a product 

or service primarily and explicitly with a social purpose. In their 

defi nition, the European Commission has added a governance 

component, identifying an explicit limitation on profi t sharing and 

explicit demands with regard to the organisational structure of the 

enterprise. A case in point is ITvitae, one of the social enterprises 

present today, where the commercial business and its operations 

are grouped under a holding which is governed by a foundation.

 

If we want to establish the place social enterprises occupy be-

tween focus on fi nancial value on the one hand and social value 

on the other, we would place them between regular companies 

and companies with a strong CSR component at one end of the 

spectrum, and traditional charities and funds at the other – as in 

the graph below:

 

One of the catalysts for the rise of social enterprises has been 

government cutting back its social programmes. In recent years, 

the government has reduced benefi ts, re-integration budgets 

and access to social schemes, promoting the so-called participa-

tive or ‘big’ society, which demands increased reliance on family, 

friends and the closer community. 

With solutions to social challenges increasingly left to the com-

munity or the market, there is an increasing group of entrepre-

neurs who are willing and able to take up this challenge and 

start initiatives to help people distanced from the labour market 

into work. Similar to the four social enterprises present today, 

these initiatives are most often born from personal experience 

and motivation. The founders of ITvitae and De Verbinding both 

have children with a distance to the labour market, the founder 

of Heilige Boontjes was getting frustrated with regular employers 

unwilling to give young people with a troubled past a chance, and 

the founder of Koeckebackers felt he had to radically change his 

cushy life and start a business that would actually make a diff er-

ence in the world.

social return
Social enterprises operate in a commercial market and need to 

be fi nancially healthy to survive. Often they will use their social 

enterprise image to be able to command a higher price for their 

products than their competitors. But in the Netherlands they can 

also make use of a range of government subsidies and regula-

tions, which have been introduced as part of the move towards 

a participative society and which should make for a more level 

playing fi eld. 

introdUction
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Through the 2015 Participation Act, businesses who employ peo-

ple with occupational disabilities (who have a so-called reduced 

loan value) can recoup the money they lose on the effectivity of 

these employees (i.e. because of their reduced loan value) based 

on the minimum wage. This is called loan subsidy. You will find an 

example here (http://www.landelijkeclientenraad.nl/handreiking-

participatiewet/files/) . Remember that any wages over and above 

the minimum wage will result in significantly reduced subsidies 

for the enterprise.

Another, and according to many much more effective tool avail-

able to social enterprises is social return. From 2011, government 

procurement rules have stipulated that any bids for government 

contracts exceeding 250,000 euros need to include social return 

as a precondition to win the contract. The social return here is 

that a percentage of the work (often around 5%) needs to be car-

ried out by people who are distanced to the regular labour mar-

ket. As well as government, local governments and government 

agencies, more and more larger private companies also include a 

requirement to include social return in their procurements, often 

also at 5% of the total expenditure. These businesses consider 

social return an effective tool to generate publicity and project a 

social image. In addition, social return also adds diversity to their 

organisations and can lead to new insights. The social enter-

prises we have spoken with all indicate that social return is a very 

promising and effective tool for them to build a more sustainable 

business for the long term. 

social impact bonds
Yet another way social enterprises can use to achieve their 

goals is making use of social impact bonds. These bonds use 

private money to solve social issues. They offer governments 

and government agencies an alternative to providing subsidies, 

instead engaging in a joint venture project with social enterprises 

and their investors. The private investors will bear the financial 

risk, but can also be rewarded for this. The advantage compared 

to regular subsidies is that they leave the social enterprise more 

room to make their decisions, often resulting in greater effectivity. 

If the project is a success, the government (agency) will pay back 

the investor with dividend. Currently, there are five social impact 

bond schemes in operation in the Netherlands, proving that do-

ing business with a sustainable and social goal can be financially 

attractive as well.

social return on investment
Social enterprises create a mix of financial and social values. They 

and their investors will not only want to know what the financial 

return on investment is, but also get a clear picture of the SROI, 

the Social Return on Investment. 

Social Return on Investment is a framework for measuring and 

accounting for a much broader concept of value than just finan-

cial terms; it seeks to reduce inequality and environmental deg-

radation and improve wellbeing by incorporating social, environ-

mental and economic costs and benefits. SROI measures change 

in ways that are relevant to the people or organisations that 

experience or contribute to it. It tells the story of how change is 

being created by measuring social, environmental and economic 

outcomes and uses monetary values to represent them. This ena-

bles a ratio of benefits to costs to be calculated. For example, a 

ratio of 3:1 indicates that an investment of €1 delivers €3 of social 

value. SROI is about value, rather than money. Money is simply a 

common unit and as such is a useful and widely accepted way of 

conveying value. In the same way that a business plan contains 

much more information than the financial projections, SROI is 

much more than just a number. It is a story about change, on 

which to base decisions, that includes case studies and qualita-

tive, quantitative and financial information. An SROI analysis can 

take many different forms. It can encompass the social value 

generated by an entire organisation, or focus on just one specific 

aspect of the organisation’s work. 

rewards
As well as delivering Social Return on Investment, social enter-

prises can also have a huge positive impact on the lives of the 

disadvantaged people involved. They will be able to get out of 

their social isolation, sometimes even overcome a depression, 

and feel valued again. Moreover, their relatives and immediate 

environment will also benefit. Parents will not have to worry so 

much about their son or daughter anymore – the will be able 

to breathe more easily and pick up their own lives again. And chil-

dren with parents who are distanced to the labour market will see 

them becoming healthier, happier and better parents. A success-

ful social enterprise will bring a smile to everyone’s face – client, 

entrepreneur, investor and us, the larger society. For, to quote 

Rodney van den Hengel, founder of Heilige Boontjes, ‘you can 

only build a ‘we-community’ by ‘being we’.
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2.1 de Verbinding 

De Verbinding (The connection) is a Dutch wood and metal 
factory employing deaf and hard of hearing people. The fac-
tory was set up by Toine van bijsterveldt, a healthcare and 
educational consultant and father to a deaf son. Refusing to 
accept that deaf people could not fi nd regular employment, 
Toine started De Verbinding to give them their rightful place 
in society, and an opportunity to build their own future.

There is still a lot of misunderstanding and ignorance about 

deaf people and the hard of hearing, according to Toine 

van Bijstervelt.  ‘Most people are not aware that many deaf 

people, or at least many people who turned deaf before they 

learned to read, fi nd it really hard to read written language’, 

he explains. ‘This is because written language is related to the 

sounds of the language, and we learn to read vocalising these 

sounds. Deaf children need to remember the actual form 

of the word – they cannot match the letters with individual 

sounds and combine them as such,  which makes it much 

harder. The result is that on the whole deaf people are poorly 

educated and fi nd it diffi  cult to get work.’

Toine and his wife had their son in Tanzania, where they were 

working as aid workers. When at around 12 months they start-

ed to suspect something was wrong, they took the baby to an 

ENT specialist and found out he was 100% deaf.  They decided 

to return to the Netherlands and settled in Peize near Gronin-

gen so their son could attend the Kentalis school for the deaf 

in nearby Haren. ‘What we did not know though is how poorly 

organised the educational system for deaf children was’, Toine 

explains. ‘There were teachers who were not deaf or hard of 

hearing themselves and had to learn sign language and lip 

reading on the job. It’s as if you are told your child in year 6 will 

get a new teacher from Portugal next year, and don’t worry, 

she’ll soon get the knack of the Dutch language.’ 

Although education for deaf children is now improving, ac-

cording to Toine it will take at least a generation to spawn 

results. In the meantime, Toine’s son and the vast majority of 

deaf people in the Netherlands are poorly educated and need 

to fi nd work in manual labour jobs, if they can fi nd any work at 

all. 

Refusing to accept that his son could not fi nd any employment 

as a deaf person, Toine set up De Verbinding, a factory in wood 

and metal products exclusively employing deaf and hard of 

hearing workers, some ten years ago. ‘I believe that having a 

job is a basic precondition for people to participate in our soci-

ety. Around 50% of deaf adults are unemployed. If we can give 

them employment, we will give them an opportunity to start a 

family, buy a home and lead a full life.’

If we can give deaf people employment, 
we will give them an opportunity to start 
a family, buy a home and lead a full life.

The idea to start a factory in wood and metal products came 

from his encounter with Vincent Schipper, a manufacturer who 

he’d met years before and who was a sponsor of a deaf school 

in Tanzania during Toine’s time there. ‘Vincent off ered that 

we manufacture design wood furniture, prefabricated wood 

dormers, and aluminium sliding doors and windows for his 

company’, Toine explains. ‘Which was a really good fi t for us, 

because if you want to employ deaf people, your best option 

is to try to get them work in these types of skilled manual jobs 

which match their educational level.’

The factory was set up in 2006. Soon after Schipper, De 

Verbinding also acquired a second customer, Ruiter, who are 

one of the biggest sellers of dormers in the Netherlands. 

A year later, they were already up to speed, with 19 people in 

employment and meeting all the quality requirements set by 

Schipper and Ruiter.

But then the economic crisis struck and construction went 

through a major slump. The Ruiter fi rm almost went bankrupt 

and De Verbinding was forced to scale down.  ‘Our portfolio of 

products is quite limited and basic’, Toine explains. ‘This means 

it is diffi  cult for us to distinguish ourselves, compete and break 

into markets, also because building fi rms tend to stick with 

their trusted suppliers. An added factor which is specifi c to us 

as a social enterprise is that prospective customers are diffi  cult 

to convince of the quality of our products.  Be it subtle or un-

conscious, the fact is that there is still a fair amount of bias. All 

of these factors make us quite vulnerable to any fl uctuations in 

the economic cycle.’

social enterprises and tHeir cases

2
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Now, almost ten years later, with the crisis subsided and con-

struction on the up, De Verbinding are able to pick up more 

work from the excess of demand other suppliers are unable to 

fulfill. But if they want to prevent what happened during the 

last crisis, they will need to build a more sustainable business, 

one that can weather the blow of any future downturn, ac-

cording to Toine.  ‘I’m convinced we need to tap into growth 

markets and diversify into other products’, he explains. ‘We 

have recently come to an agreement to build casings for heat 

pumps, which dampen the noise and also provide a nicer 

aspect. Heat pumps are a growing market, so we hope that 

our casings can provide us with a steady revenue stream, even 

if the economy starts to slow down again. We’re looking to 

diversify into more of these types of products.’   

Another opportunity for De Verbinding will be to make sure 

they can benefit from new regulations on social return. These 

regulations stipulate that any bids for government contracts 

exceeding 250,000 euros need to include ‘social return’ as a 

precondition to win the contract. The social return here is that 

a percentage of the work (often around 5%) needs to be car-

ried out by people who are distanced from the regular labour 

market. ‘So if a company such as BAM are building a new 

bridge, they could ask De Verbinding to supply the joinery’, 

says Toine. ‘It’s a win-win situation. We as De Verbinding get a 

more steady and sustainable stream of revenue; and BAM, or 

any other company, will meet their CSR targets, benefit from 

positive publicity, contribute to diversity and gain new insights.’

If everything goes to plan, Toine hopes that they can grow 

the business and start a number of new locations. ‘Ideally we 

would like to have five locations, each employing 25 deaf and 

hard of hearing people, situated near the five educational cen-

tres for the deaf and hard of hearing, where deaf people and 

their families tend to be concentrated.’

2.1.1 cHallenges

poor education
Deaf people are bad at reading, and hence by and large poorly 

educated. The work they do must be geared towards manual 

labour

communicaton
Deaf people need to put down their tools in order to commu-

nicate with each other at work. They work at around 80% of 

normal people’s productivity.

basic products
The products the company manufactures are very basic 

products  - this means there is a lot of competition on 

price,making it difficult to make a real difference, to distinguish 

oneself and command higher profit margins.

cyclical industry
The industry the company works in – construction – is highly 

cyclical. 

red tape
There are ways to receive government subsidies and support, 

but there is a lot of red tape involved.

management salaries
For now, only the commercial director is paid (a partial salary), 

the statutory director (Toine) and the manager (Carola) are 

not – this is probably not feasible for the long term, especially 

difficult when the company seeks to expand and build four 

more locations

2.1.2 opportUnities

social return
Regulations on government procurement stipulate that any 

bids for government contracts exceeding 250,000 euros need 

to include ‘social return’ as a precondition to win the con-

tract. The social return here is that a percentage of the work 

(often around 5%) needs to be carried out by people who are 

distanced to the regular labour market.

economy
The economy and especially construction is booming at the 

moment.  Now would be the right moment to step in and win 

a share of this new work in the market. With demand outstrip-

ping supply, more building companies will be more willing 

to hire them to be able to meet their demand. The growing 

economy also provides opportunities to diversify and focus on 

expanding markets 

2.1.3 social enterprise

Working with social enterprise companies can give clients /

companies a number of non-financial advantages which can 

be very attractive, providing:

•  positive publicity

•  a social image

• promotion of diversity and creation of new insights 
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You have just read about the case that you have been as-
signed for today: De Verbinding, a manufacturer of wood 
and aluminium products exclusively employing deaf and 
hard of hearing people.  This morning the people of De 
Verbinding explained the challenges and opportunities 
surrounding the goals of their business and introduced 
the assignment and guiding questions. Here we give you a 
short reminder of these.

2.1.4 today’s assignment

It is not well known that most deaf people in the Neth-

erlands have poor reading skills and poor education. As a 

result, they have to compete in the market for basic manual 

jobs at a disadvantage, because their impairment causes 

them to have a lower loan value than average workers. The 

net eff ect is that many deaf people sit at home unemployed.

Refusing to accept that his deaf son could not fi nd regular 

employment, Toine van Bijsterveldt started De Verbinding, 

specifi cally to give employment to deaf and hard of hearing 

people. The company make basic wood and metal products 

that are quite vulnerable to any fl uctuations in the economic 

cycle. To build a more sustainable business, De Verbinding 

will need to diversify and grow, so that Toine and his team 

can realise their dream: to give deaf people a place in soci-

ety, and a chance to build their own future.

yoUr assignment for today is:

Devise a business plan for De Verbinding to increase their 
social impact and business sustainability.

gUiding QUestions are:

•  Which opportunities can you identify for De Verbinding to 

diversify their product portfolio?

•  What will they need to grow from one to fi ve locations? 

Which steps do they need to take to reach their goal?

•  Can you think of any way for De Verbinding to take away 

existing stigmas of deaf people and how can this help their 

enterprise?

•  Can you think of ways for De Verbinding to reach, inform 

and enthuse end users, taking into account that they are a 

B2B company?

assignment set-Up

Today’s assignment comprises two parts:

•  A business case focused on analysis and approach of the 

challenge

•  An elevator pitch of 5 minutes maximum, presenting your 

fi ndings and approach

A professional jury will assess your business case as well 

as your elevator pitch, taking into account the following 

criteria: 

•  Impact: What is the expected impact the proposed plan 

is going to make? And how eff ective will this be for the 

target group? - Practicality: Is the proposed plan practical 

and feasible?

•  Future proof: Is the plan sustainable and eff ective in the 

long term? Does it take into account future developments? 

•  Improved image: Does the plan contribute to eradicating

existing stigmas related to people distanced from the 

labour market?

•  credibility: Has the team paid attention to the 

presentation of their plan, both in the business case and 

for their pitch? Have they made their idea appealing and 

convincing?

Both parts of the assignment are equally important. 

The quality of your assignment will determine whether you 

can make it to the fi nal and, who knows, be the winners of 

the 2017 TraineeBattle.

We wish you every success and hope you enjoy the 
assignment!  

social enterprises and tHeir cases
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2.2 koeckebackers 

You could be forgiven for thinking the primary product of a 
company called cookie bakers is to bake cookies. 
at amsterdam fi rm koeckebackers however, their core business 
is talent development and social inclusion. ‘The cookies are 
only a means to an end.’

In his former life, Koeckebackers founder and co-owner Joep 

Langen was a high-fl ying change consultant with a degree in or-

ganisational psychology at Dutch energy provider Nuon. One day, 

he stepped into the offi  ce, sat down and was suddenly overtaken 

by an overwhelming sense of emptiness. What was he doing in 

this uninspirational offi  ce environment,  this job which paid good 

money but did not provide any true satisfaction, this position in 

which he did not make a real diff erence to the world. There and 

then he knew he needed to change his life. He left his job, bought 

a Jeep and went travelling, trying to fi nd out what could bring 

back his pride and joy in his life and work. 

In Turkey, he was inspired by small shopkeepers, fending for 

themselves with real entrepreneurial spirit. In Iran, surrounded 

by the empty desert, he was overtaken by a feeling of complete 

freedom to achieve what he wanted to achieve. The pressure 

he had always felt to compete in the rat-race had gone. In India 

fi nally, his plan for the future took shape when he saw how 

poor traders in front of the Taj Mahal opened their stalls at 8 in 

the morning, but when they closed at 11 at night, did not come 

out.  ‘The shacks they traded from were not only their shops, but 

their homes as well.’ It made Joep realise how incredibly blessed 

and fortunate he had been in his life and how unfortunate other 

people are. 

It convinced Joep to start a career in helping disenfranchised 

people in our own society to get back to work and fulfi l their 

potential. ‘I realised that social disadvantage is not only an issue 

related to poorer countries such as India, but very much relevant 

in the Western world as well. It is about a level playing fi eld. There 

are so many people over here who have not had a fair chance, 

who have been left behind by illness, psychological problems, 

relational problems, social deprivation, mistakes they’ve made or 

any other problems which have more or less led to their social 

exclusion and distance to the labour market. Having swallowed 

disappointment after disappointment, they often fi nd themselves 

in a negative spiral from which they fi nd it impossible to escape. 

For them, to bridge this distance to the labour market, they need  

‘a little help from a friend’. With Koeckebackers, we aim to give 

these people an opportunity to get back to the world of work.’

While working as a shop assistant at innovative Amsterdam 

supermarket Landmark, he struck up a rapport with manager Rob 

Sleddens, and after several months convinced him to join forces 

and start Koeckebackers. They set up a bakery and shop in the 

Amsterdam Baarsjes district and set to work.

The Koeckebackers concept comprises three pillars. It is a 

bakery and shop, a cookie brand, and a training programme to 

get people who are removed from the labour market back to 

the world of work. ‘In a way, the cookies are only a means to an 

end’, says Joep. ‘We might as well have started as Green Grow-

ers, producing and selling organic vegetables. At the same time, 

it is not a completely random choice either. Firstly, it’s a scalable 

product, which we need to make the business viable within the 

existing commercial environment. We are a business with a social 

purpose, but we want to be able to fend for ourselves and not 

rely on subsidies. Secondly, cookies are a very tangible and tactile 

product; you can take real pride and joy in creating a beautiful, 

delicious cookie. Thirdly, our cookies are baked and sold on loca-

tion, in the Baarsjes district in Amsterdam, so our trainees are in 

direct contact with our customers, which helps them to get back 

into contact with the real world and feel a sense of pride when 

customers enjoy their cookies. As such, the product really helps 

to motivate our trainees, to boost their self-esteem and to take 

responsibility for their own work.’

After an initial assessment, the Koeckebackers trainees will enroll 

in a nine month work and training programme. Each month, 

their schedule includes 14 hours of training, a combination of on 

the job coaching and external training sessions - which include 

activities as diverse as aikido and freeing your voice – all designed 

to refl ect on their own personalities and their behaviour, to pro-

mote self-awareness and to develop their talents and ambitions. 

Over the nine months, the trainees’ progress is monitored and 

laid down in a special development document.

After the nine months, some trainees can stay at Koeckebackers, 

while others follow their own paths, fi nding employment else-

where or starting their own business.
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Since they started in 2015, Koeckebackers have been able to 

meet many of the goals Joep and Rob set. ‘We have our bakery 

and shop, our training programme is running well and we are 

actually breaking even, which is quite an achievement if you 

realise that we sell our cookies at 15 cents more than our near-

est competitors.” Koeckebackers products are for sale through 

their own bakery shop, through a selection of retail outlets and 

through wholesale organisations catering for big fi rms such as 

Philips and at hotel chains such as Hilton. The short term goal is 

to grow the company to include three locations in Amsterdam, 

Rotterdam and the Hague and to have 30 percent revenue from 

their own shops, 30 percent from other retail outlets such as 

Stach’s and AH to Go, and 40 percent from catering outlets such 

as Starbucks. In the long term, Joep and Rob want to build the 

brand, grow from 600,000 euros turnover now to 5 or 6 million 

per year in 2020 and accommodate 60 to 65 trainees completing 

their programme each year. With increased scale and fi repower 

and greater visibility and brand awareness, they will have a good 

chance to survive on the shelves of the big supermarkets and 

from there build the brand even further. ‘In a way, we want to be 

the Tony Chocolonely of the cookie shelves’, says Joep, referring 

to the successful fairtrade Dutch chocolate brand. But growth 

alone is not their end goal. ‘Our major objective is to get as many 

disenfranchised people back to work as we can’, Joep explains. 

‘We want to grow the business and grow the brand not to make 

more money, but to have more infl uence and more impact as 

a company, and inspire other companies to do the same. If we 

can do it, the Shells, Unilevers and Philips’s of this world can do it 

as well. We have zero marketing budget, but if we can convince 

other, larger companies to follow our example, we can have a 

much bigger impact than we could ever have on our own.’

cHallenges and opportUnities

The group of (young) people who are distanced to the labour 

market present society with a number of challenges, but also 

great opportunities. Despite their past problems, many of them 

are very willing and ready to embrace the future and work hard to 

be a part of society and contribute.

2.2.1 cHallenges

prejudice
Young people who have a distance to the labour market, have 

not held a steady job in their lives and have no physical or mental 

impairment, are often perceived to be too lazy to work, not reli-

able etc. 

Many of these people have experienced problems with relation-

ships, debt, housing, addiction, etc. Quite a large group also have 

not fi nished their school and as a result often do not have the 

qualifi cations required by employers.

costs
Working with disenfranchised people who start from a dis-

advantage, off ering them training and coaching, locating the 

businesses in the midst of communities rather than on industrial 

sites – all these things make the products of Koeckebackers more 

expensive than their rivals, and therefore make it more diffi  cult 

to compete in the market. This means the general public need to 

be convinced by the Koeckebackers story to pay extra money for 

their products. 

Along the same lines, the ambassadors Koeckebackers are look-

ing for to follow their example and spread the word, need to take 

these extra costs into account as well; they will need to be able to 

devise (premium) products they can sell at a premium price. 

2.2.2 opportUnities

scalabe product
Cookies are a very scalable product and therefore Koeckebackers 

have managed to break even despite all the extra costs they are 

making. So if you can think of possible ambassadors who want 

to replicate the Koeckebackers example, consider whether their 

business sector is suited to the Koeckebackers approach.

2.2.3 social enterprise

Working with social enterprise companies can give clients /

companies a number of non-fi nancial advantages which can be 

very attractive, providing:

• positive publicity

• a social image

• promotion of diversity and creation of new insights

social enterprises and tHeir cases
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You have just read about the case that you have been as-
signed for today: koeckebackers, who bake cookies not 
just because they taste great, but because it helps young 
people from various disadvantaged backgrounds to start 
afresh and chase their dreams.  This morning the people of 
koeckebackers explained the challenges and opportuni-
ties surrounding the goals of their business and introduced 
the assignment and guiding questions. Here we give you a 
short reminder of these.

2.2.4 today’s assignment

Social disadvantage s not restricted to poorer countries, 

but very much relevant in the Western world as well. 

Koeckebackers have set up a bakery, shop, cookie brand 

and, most important of all, an extensive personal training 

programme to get people who are removed from the labour 

market back to the world of work. They take in a range of 

people who have been left behind by illness, psychological 

problems, relational problems, social deprivation, mistakes 

they’ve made or any other problems which have more or 

less led to their social exclusion and distance to the labour 

market. Having swallowed disappointment after disappoint-

ment, they often fi nd themselves in a negative spiral from 

which they fi nd it impossible to escape. For them, to bridge 

this distance to the labour market, they need  ‘a little help 

from a friend’. With their expert training programme, includ-

ing voice lessons, aikido, self-awareness and self-refl ection, 

they hope to help these people back on their feet to chase 

the life they once dreamt of. 

yoUr assignment for today is:

Devise a business plan for koeckebackers to increase their 
social impact and business sustainability.

gUiding QUestions are:

•  Which opportunities can you identify for Koeckebackers 

to grow their brand and their sales?

•  How can they inspire other companies to follow their lead?

•  How can they increase their own trainee intake?

•  Which opportunities can you see for them to export their 

most valuable asset, their training programme, to other, 

bigger companies?

assignment set-Up

Today’s assignment comprises two parts:

•  A business case focused on analysis and approach of the 

challenge

•  An elevator pitch of 5 minutes maximum, presenting your 

fi ndings and approach

A professional jury will assess your business case as well 

as your elevator pitch, taking into account the following 

criteria: 

•  Impact: What is the expected impact the proposed plan 

is going to make? And how eff ective will this be for the 

target group? - Practicality: Is the proposed plan practical 

and feasible?

•  Future proof: Is the plan sustainable and eff ective in the 

long term? Does it take into account future developments? 

•  Improved image: Does the plan contribute to eradicating

existing stigmas related to people distanced from the 

labour market?

•  credibility: Has the team paid attention to the 

presentation of their plan, both in the business case and 

for their pitch? Have they made their idea appealing and 

convincing?

Both parts of the assignment are equally important. 

The quality of your assignment will determine whether you 

can make it to the fi nal and, who knows, be the winners of 

the 2017 TraineeBattle.

We wish you every success and hope you enjoy the 
assignment!  
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2.3 Heilige boontJes 

at Heilige boontjes coff ee bar in Rotterdam, your coff ee is 
roasted and prepared by young off enders and young adults 
with problems such as drugs, gambling and debts. but don’t 
worry, their espressos, cappuccinos and skinny lattes are as 
good as any and the service is top notch,  as they are taking part 
in a new scheme to get their lives back on track -  on the very 
premises where they once might have been held between four 
walls: the former police station.

Heilige Boontjes literally translates as Holy Beans and means 

something similar to ‘plaster saints’ – a pun on coff ee beans and 

an ironic reference to the troubled history of the former of-

fenders and other problem youths who are being employed at 

the hip coff ee bar cum roasting shop. ‘The things some of our 

employees have done in the past, are indefensible’, says Heilige 

Boontjes youth worker and community broker Rodney van den 

Hengel. ‘We know that and they know that. Our approach is to 

look forward and give them a chance to start afresh and prove 

themselves.’

Rodney is convinced that someone needs to give them this 

chance to get them back on the straight and narrow. ‘Imag-

ine you send off  350 applications and get no response, that is 

the reality some of these young people have to deal with’, he 

says. ‘That is just such a disheartening experience to have to go 

through, you would not blame them for relapsing into their old 

behaviour, would you?’

Rodney was just about to give up on trying to get these young 

off enders into work, when he met Marco, a Rotterdam police 

youth co-ordinator and a passionate coff ee lover. ‘Why not roast 

coff ee beans?’, Marco said one day when they were discussing a 

social enterprise to kickstart the re-integration of the city’s young 

off enders. ‘We write a plan for them to start working in a coff ee 

bar, roasting beans and making coff ees.’

‘It was the best plan ever’, Rodney says. ‘See, everyone in Holland 

drinks coff ee by the bucketload. Together we consume around 

15 billion litres of the stuff  per year. And in Rotterdam and other 

cities, coff ee bars have become hip hangouts for young people. 

So that’s an interesting market to try to break into with a social 

enterprise.’ Together, Rodney and Marco did their research, wrote 

the business plan, got the police on board and their funding in 

place and opened their shop and roastery in May 2015.

Ever since, the place has been thriving. ‘Everyone is really positive 

and business is going well’, Rodney says. ‘Of course we do have 

some arguments sometimes and at fi rst they fi nd it diffi  cult to get 

into a work routine. After all, these are tough young people with 

diffi  cult backgrounds, some of whom have had no real structure 

to their lives for years. But we have found that if you give them 

responsibilities – let them open and close the shop, monitor the 

stock, balance the cash register etc. - they will pay you back with 

hard work and a lot of enthusiasm.’

In the meantime, the coff ee bar has developed into a popular 

place for the community to meet. ‘We get customers from all 

walks of life here’, says Rodney. ‘Young men, pensioners, artists, 

actresses, students, business people, you name it, we have them. 

Which is a positive thing for our trainees as well, because they 

need to learn to get along with all these diff erent kinds of people. 

It helps them to re-integrate back into society and a normal 

working life.’

social enterprises and tHeir cases
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At Heilige Boontjes they take in around 20 young people between 

17 and 27 per year, who will work and get coaching 32 hours a 

week, 50 weeks a year. After one year, they move into a job else-

where, where they will continue to receive coaching for the first 

12 months. ‘At the moment we are in contact with several com-

panies and multinationals where our trainees can start their first 

short-term contract after a year’s training with us, but it’s hard to 

find sustainable jobs for them, where they have the prospect of 

staying longer.’

But Rodney, Marco and their business partner and coffee guru 

extraordinaire Dick de Kock want to do more. ‘We have already 

opened a second shop in Rotterdam, and we have plans to move 

our roasting training into prisons as well, so inmates can start 

training three months before they are released and then con-

tinue outside’, says Rodney. ‘And we are planning to have Heilige 

Boontjes coffee bars and roasting shops in other cities as well. At 

the moment we’re looking at Utrecht, The Hague and Dordrecht.’

Heilige Boontjes are also looking to grow the sale of their cof-

fee beans outside of their coffee bars. At the moment they are 

turning over around 60 tons per year, but they want to grow to 

around 150 to 200 tons per year. Recently they have acquired a 

contract to supply Maas vending machines, which is a good step 

in the right direction according to Rodney. ‘But we are also con-

sidering other ways to increase our sales’, he says. ‘For instance 

by offering organisations to use the Heilige Boontjes coffee under 

their own brand name.’

‘Heilige Boontjes is supported by foundations such as homeless 

charity Thuis op Straat, the Rotterdam job and income agency 

Pitch010 and the Stadsmariniers community police organisation, 

as well as some private sponsorships’, Rodney explains. ‘I am paid 

by the Rotterdam re-integration agency and Marco by the police. 

But the more self-sufficient we can be, the more sustainable our 

business will be. If we can grow the business, the coffee bars as 

well as the sale of coffee beans, we will have a better chance to 

succeed.’

This is why Rodney, Marco and Dick are looking for ambassadors 

to create more momentum and exposure, and grow the brand 

faster. ‘If the trainees can help us with ideas to get larger com-

panies and organisations involved, who can spread the word and 

involve even more parties, I think we can have a real impact on 

the lives and futures of these young people we want to help.’

In their approach to re-integrate young offenders, the coaches at 

Heilig Boontjes use Maslow’s pyramid, or hierarch of needs.

2.3.1 cHallenges

prejudice
There is a lot of prejudice against young offenders or young  

people who have not done well in school or society. Often  

these young people are seen as unreliable and are not trusted  

to stick with a job, while in most cases they are really motivated 

to get back onto the straight and narrow and make something  

of their lives. 

structure
Young offenders and other problem youths often lack structure in 

their lives, which makes it harder for them to get back into a work 

routine. They need a steady situation and proper coaching to get 

back to a regular life and start building their future. If there’s a lack 

of structure to their lives, the risk of relapse cannot be underesti-

mated.

2.3.2 cHallenges

scalable product
Coffee is a very scalable product, which makes it relatively easy to 

grow the business.

strong, sympathetic brand – large following
Heilige Boontjes are a strong and sympathetic brand. They get a 

lot of positive exposure in the media and already have a decent 

following in social media (7000+ followers). More free public-

ity and an increase in their following would help their brand and 

open up more business opportunities.

self-actualization
morality, creativity, 

spontaneity, acceptance, 
experience purpose,  

meaning and inner potential

self-esteem
confidence, achievement, respect of  

others, the need to be a unique individual

Love and belonging
friendship, family, intimacy, sense of connection

safety and security
health, employment, property, family and social stability

Physiological needs
breathing, food, water, shelter, clothing, sleep
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You have just read about the case that you have been 
assigned for today: Heilige boontjes, who create em-
ployment for young off enders and youths with  troubled 
backgrounds.  This morning the people of Heilige boontjes 
explained the challenges and opportunities surrounding 
the goals of their business and introduced the assignment 
and guiding questions. Here we give you a short reminder 
of these.

2.3.4 today’s assignment

According to the Start Foundation’s Profi le Acceptation 

Range people with a criminal record, a history of drugs 

abuse and addiction are among the least likely to be hired 

by employers. They also happen to be the people that 

Rodney van den Hengel and his staff  employ at Heilige 

Boontjes, a coff ee bar cum roasting shop ironically located 

in a former police station in Rotterdam. At Heilige Boontjes 

these young people are given a new chance at life and work. 

They are treated as equals – if they show respect, they get 

respect – and are given responsibilities, developing the skills 

they need in their working careers. 

Heilige Boontjes is looking to expand their brand and their 

operations to be able to make the business more sustainable 

and help more young people off  the streets and into work.

yoUr assignment for today is:

Devise a business plan for Heilige boontjes to increase 
their social impact and business sustainability.

gUiding QUestions are:

•  How can Heilige Boontjes increase their market share 

and sales? 

•  How can they fi nd and engage more ambassadors for 

their product and their cause?

•  How can they grow their brand and activities (like their 

current expansion into prisons)? 

•  Which tools and instruments can they use to achieve 

their goals? 

assignment set-Up

Today’s assignment comprises two parts:

•  A business case focused on analysis and approach of the 

challenge

•  An elevator pitch of 5 minutes maximum, presenting your 

fi ndings and approach

A professional jury will assess your business case as well 

as your elevator pitch, taking into account the following 

criteria: 

•  Impact: What is the expected impact the proposed plan 

is going to make? And how eff ective will this be for the 

target group? - Practicality: Is the proposed plan practical 

and feasible?

•  Future proof: Is the plan sustainable and eff ective in the 

long term? Does it take into account future developments? 

•  Improved image: Does the plan contribute to eradicating

existing stigmas related to people distanced from the 

labour market?

•  credibility: Has the team paid attention to the 

presentation of their plan, both in the business case and 

for their pitch? Have they made their idea appealing and 

convincing?

Both parts of the assignment are equally important. 

The quality of your assignment will determine whether you 

can make it to the fi nal and, who knows, be the winners of 

the 2017 TraineeBattle.

We wish you every success and hope you enjoy the 
assignment! 

social enterprises and tHeir cases
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2.4 itVitae 

ITvitae in the Dutch city of amersfoort is the world’s first and 
only IcT training, staffing and recruitment firm for people with 
autism. Their unique concept was devised by the firm’s found-
ers and directors, Frans de bie and Peter Hofweegen, who both 
have children with autism related disorders. ‘We want to look 
beyond the limitations to see the possibilities. We want to give 
these promising young people back their lives.’

According to a report published in 2013 by the Nederlandse 

Vereniging voor Autisme (Duch Autism Association), 20,000  edu-

cated (Dutch HBO or higher education level) people with autism 

are unemployed, which corresponds with an unemployement 

rate of 70%. Having a son with autism himself, Peter Hofweegen 

knew things were not going well for children and young adults 

suffering from disorders within the autism spectrum (ASD), but 

when he read the report, he was shocked. ‘All I could think was 

what a dreadful waste of talent this is, and that something needed 

to be done. So I started to explore the problem in the hope I 

could  somehow use my background in staff and recruitment 

management to make a difference.’

Part of the problem was that people with autism have difficulties 

with social interaction, communication and operating in large 

groups. They find it hard to fit in or find their place, and many of 

them eventually drop out of school or higher education. ‘From 

there, things can get worse, if they retreat into their own world, 

become listless, give up on their ambitions in life or even sink into 

a depression’, Peter explains. ‘If you see the struggles some of 

these young adults go through, it breaks your heart.’

At the same time, Peter also knew that young people with autism, 

especially those with Asperger, who are at the mild end of the 

autism spectrum, tend to be good with computers, software and 

coding. ‘On average, they are more single-minded and better at 

concentrating than their ‘normal’ peers’, he explains. ‘And they 

often have a natural feel for anything computer related, because 

it fits in with their interest and temperament.

‘So on the one hand you had 20,000 young adults with ASD 

sitting at home unemployed, many of them intelligent, well-edu-

cated and with an interest in computers, while on the other hand 

there was a real shortage of people in our rapidly growing |CT 

sector. If we could just look at the possibilities of these people 

rather than their limitations, get them out of their social isolation 

and train them in a variety of ICT specialisms, we should have a 

good chance of getting them into work.’

The seed had been sown and soon after, in 2014, Peter joined 

forces with Frans de Bie, an ICT education specialist who has two 

sons with autism related dyslexia to set up ITvitae, the world’s first 

centre training and staffing people with autism for the ICT sector. 

‘As far as I know we are still unique in the world’, Peter says. ‘But 

I’m sure there will be more companies following. The concept is 

simple, straightforward and it really works. We get young people 

with autism off the couch, out of their social isolation, and into 

the world of work. That means having an income, being a part 

of society and being valued. We completely change their lives. 

It’s hard to underestimate how important that is. To watch how 

they flourish again, how their eyes start sparkling, even how their 

skin sometimes improves once they have been with us for a few 

weeks.’ 

Controlled by the ITvitae Foundation since February 2017, the 

ITvitae Group has four core activities: learning, staffing, coach-

ing and software development. The key focus is on training and 

staffing. The Group receive around 250 applications each year for 

their HBO level (higher education, just below university level) ICT 

courses. After a talent scan and an assessment to test their suita-

bility, around 60-70 young people are recruited each year to take 

part in their training and subsequent internships with appropriate 

coaching. The duration of the complete training programme, 

from intake to graduation, varies from 12 to 18 months. Since 

2014, 215 people have taken part across 19 different courses. At 

the moment, they have 39 active students, 31 students in a train-

eeship and 71 who have moved into a job.

Per student the total training costs amount to around 15,000 

euros. In some cases,  6,000 euros is paid for by UWV (Dutch 

Employee Insurance Agency overseeing payment of all benefits 

and responsible for getting people on benefits, their clients, into 

work). However, despite their disabilities, applicants often do not 

qualify for a subsidy from the UWV, so for now a large part of the 

amount is paid for by ITvitae themselves, through income from 

their staffing and recruitment activities. The students themselves 

can sometimes use their 600 euro education voucher they 

should get from their local councils, and on top of this they need 

to pay 1,000 euros themselves. ‘This is very important’, Peter 

explains. ‘The students need to realise that this is a serious train-

ing programme and a fantastic opportunity for them to get their 

lives on track. This is why we ask them to contribute themselves 

as well.’

Students who have no access to the full training programme, 

can enroll in a self-study programme that can be tailored to their 

needs and for which they will receive some support from ITVitae. 

Finally, ITVitae also mediate for skilled ICT professionals or who 

are self-taught to find work. They can negotiate with employ-

ers in their vast network to find the right fit and will also provide 

coaching on the job to ensure a good start and a sustainable 

future work relationship. 

In addition to training students, ITVitae also offer coaching for 

employers, to give them tools to communicate and deal with 

employees who have autism and create an environment in which 

they can flourish.

ITVitae train their students across a range of different ICT special-

isms, including  software development, software testing, data 

science and cyber security. In this latter field, the students are 

trained as so-called ethical hackers. ‘You only have to read the  
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newspapers about digital leaks jeopardising secret information 

or ransom ware paralysing major multinationals and govern-

ment services, to understand that this is a fi eld which is becoming 

increasingly relevant in the world’, Peter explains. In response to 

this increased signifi cance of cyber security, ITvitae have recently 

decided to set up their own cyber security specialised com-

pany and engage in a joint venture with Northwave, one of the 

Netherlands’ major players in this market. ‘Our part in the joint 

venture will be to pick up any government procurements in cyber 

security. As any government contracts exceeding 250,000 euros 

- as well as many contracts procured by large commercial fi rms 

and institutions such as banks and energy providers - will require 

an amount of social return (it’s expected that 5% of the work 

needs to be carried out by people who have a distance to the 

regular labour market), we are in a unique position to win such 

contracts. I believe it will be a great challenge for the trainees to 

help us devise a plan to position our new company in this exciting 

new market!’

Autism spectrum Disorder is a complex developmental disorder 

that dramatically aff ects the lives of patients and their families 

and the broader community. The causes of autism are unknown; 

however, evidence increasingly suggests that a complex interplay 

among environmental stressors, genetic mutations, and other 

biological factors likely plays a signifi cant role in the development 

and/or progression of autism spectrum disorder. 

The manifestations of autism cover a wide spectrum, ranging 

from individuals with severe impairments—who may be si-

lent, developmentally disabled, and locked into hand fl apping and 

rocking—to high functioning individuals who may have active but 

distinctly odd social approaches, narrowly focused interests, and 

verbose communication. Generally we distinguish between:

Classic autism

Asperger

PDD-NOS

In general, classic autism is at the more severe end of the scale. 

Patients with classic autism display limitations in social interac-

tion, limitations in verbal and non-verbal communication and 

repetitive, stereotypical behavioural patterns. Children suff ering 

from classic autism may have a delay in, or total lack of, the de-

velopment of spoken language (not accompanied by an attempt 

to compensate through alternative modes of communication 

such as gestures or mime) and display stereotyped, repetitive and 

compulsive motor mannerisms (e.g., hand or fi nger fl apping or 

twisting, or complex whole-body movements).

People who suff er from Asperger’s Syndrome (named after the 

Austrian paediatrician Hans Asperger) display limitations in social 

interaction, communications skills and a limited repertoire of 

interests and activities, but they do not have any limitations in 

their speech development. They also have normal or higher than 

normal intelligence.

Children with high-functioning autism suff er from more intense 

and frequent loneliness compared to non-autistic peers, despite 

the common belief that children with autism prefer to be alone. 

Making and maintaining friendships often proves to be diffi  cult 

for those with autism. For them, the quality of friendships, not 

the number of friends, predicts how lonely they feel. Functional 

friendships, such as those resulting in invitations to parties, may 

aff ect the quality of life more deeply

PDD-NOS, which stands for Pervasive Developmental Disorder 

Not Otherwise Specifi ed, is a classifi cation for people who show 

signs of autism, but cannot be conclusively diagnosed for classic 

autism or Asperger’s.

social enterprises and tHeir cases
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2.4.1 cHallenges

disorder
People with autism spectrum disorder (ASD) have social inter-

action diffi  culties, communication challenges and, especially on 

the more severe end of the spectrum, a tendency to engage in 

repetitive behaviour. 

recruitment
If the joint venture proves to be a runaway success, ITvitae need 

to be able to staff  the company with new recruits. This could 

prove a challenge, because many suitable candidates - young 

adults with autism on the milder end of the scale -  are hard to 

reach, as they live their lives isolated from the outside world. 

2.4.1 opportUnities

focus
People with Asperger’s, a form of autism on the milder end of 

the scale, are often better at focusing on a small area than their 

‘normal’ peers. This is why they are very well suited to work in 

the ICT sector.

social return
New regulations on government procurement stipulate that any 

bids for government contracts exceeding 250,000 euros need to 

include ‘social return’ as a precondition to win the contract. The 

social return here is that a percentage of the work (often around 

5%) needs to be carried out by people who are distanced to the 

regular labour market.

cyber security
The fi eld of Cyber Security – in which the new company within 

the ITvitae Group will operate – is a growth industry and is likely 

to generate a signifi cant amount of work in the near future.

What are the demands of the Cyber Security industry that might 

pose problems for the ITvitae company?

fUrtHer reading
•  http://www.autismekenmerken.net/autisme-2/autisme-en-

puberteit/

•  http://www.autismekenmerken.net/autisme-2/autisme-en-pu-

berteit/http://www.venvn-spv.nl/vakblad/sppdf/sp104/sp104-

hoofd02.pdf

•  http://www.vriendenloterij.nl/nieuwsbericht/meer-begrip-voor-

mensen-met-autisme.htm

•  https://nieuws.nl/populair/20150402/wereld-autisme-dag-

iemand-die-er-normaal-uit-ziet-kan-het-ook-hebben-2/
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You have just read about the case that you have been 
assigned for today: ITvitae, who create employment 
for higher educated IcT specialists with autism related 
disorders.  This morning the people of ITvitae explained 
the challenges and opportunities surrounding the goals of 
their business and introduced the assignment and guiding 
questions. 
Here we give you a short reminder of these.

2.3.4 today’s assignment

The outlook is often bleak for young adults with autism 

spectrum disorders. Even when they manage to graduate 

from high school or college, it’s diffi  cult for them to fi nd a 

full-time job. To date, thousands of higher educated young 

people are sitting at home unemployed, struggling with the 

eff ects their autism has on their lives. They have the brains 

to pursue a fl ourishing career, but they miss the necessary 

social and communicative skills to thrive in large scale uni-

versities or business environments. Although there are many 

programs that help them interact with society when they’re 

young, those services are typically cut off  by the time they 

graduate, leaving them with few options if they’re unable to 

navigate the work world on their own.

At ITvitae they want to give people with autism a chance 

to build a rewarding career and a happy, productive life. 

Selecting and training higher educated people with autism 

to work in the ICT sector, they hope they can help them lay 

the foundations for the future they deserve.

yoUr assignment for today is:

Devise a business plan for ITvitae to increase their social 
impact and business sustainability.

gUiding QUestions are:

•  Which opportunities can you identify for ITvitae in the 

growing cyber security market?

•  How can ITvitae establish themselves in this market?

•  Which tools or instruments can ITvitae use to create an 

advantage in this market?

•  How can Itvitae’s ethical hackers generate publicity for 

the company? 

assignment set-Up

Today’s assignment comprises two parts:

•  A business case focused on analysis and approach of the 

challenge

•  An elevator pitch of 5 minutes maximum, presenting your 

fi ndings and approach

A professional jury will assess your business case as well 

as your elevator pitch, taking into account the following 

criteria: 

•  Impact: What is the expected impact the proposed plan 

is going to make? And how eff ective will this be for the 

target group? - Practicality: Is the proposed plan practical 

and feasible?

•  Future proof: Is the plan sustainable and eff ective in the 

long term? Does it take into account future developments? 

•  Improved image: Does the plan contribute to eradicating

existing stigmas related to people distanced from the 

labour market?

•  credibility: Has the team paid attention to the 

presentation of their plan, both in the business case and 

for their pitch? Have they made their idea appealing and 

convincing?

Both parts of the assignment are equally important. 

The quality of your assignment will determine whether you 

can make it to the fi nal and, who knows, be the winners of 

the 2017 TraineeBattle.

We wish you every success and hope you enjoy the 
assignment! 

social enterprises and tHeir cases
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The three core ingredients for a successful business case are: 

analysis, opportunities and idea. Make sure you have not only a 

clear picture of the challenges the social enterprises face, but also 

be aware of the opportunities involved. Based on your analysis of 

the challenges and opportunities you can identify, you need to 

develop an innovative idea which will help the social enterprise to 

increase their social impact and sustainability.

 Please note: Your focus should go to developing an idea which 

is as concrete and practical as possible. Please make sure you 

don’t get stuck in your analysis. To help you on your way, we have 

provided a number of supporting questions which will give you 

an idea of the various possible avenues to explore. At the same 

time, don’t forget that your proposed initiative does not need to 

be related to these supporting questions; they are only meant as 

an aid.

3.1 analysis

If we want to develop a suitable approach with regard to the 

challenges and opportunities facing the social enterprise, we first 

need to have an analysis of the problems and challenges facing 

the social enterprise. Make sure you understand what the social 

enterprise already do and what their main challenges are. From 

this analysis you can start identifying opportunities to create 

momentum and impact.

3.2 opportUnities

Identify the opportunities the social enterprise has. Which devel-

opments could you tap into to provide a structural contribution 

to create sustainable growth (if needed) and maximise impact. Do 

not just consider the current strategy and, but look further. Both 

the social enterprise and the market are likely to have needs and/

or wishes you can respond to. Once you have a clear picture of 

the opportunities you can start working on your idea. 

3.3 idea

Once you have identified your main opportunities it’s time to har-

ness your creativity and start thinking of the perfect idea to realise 

these opportunities. Your initiative should be practical, usable and 

specifically focused on helping the social enterprise achieve their 

goals. It’s also important that your solution should be structural, 

sustainable and negotiate the challenges facing the social  

enterprise and its employees. How does your plan contribute to 

helping people distanced from the labour market into work? How 

are you going to inspire other businesses to jump on board and 

support the social enterprise? Hand how do you find a smart way 

to fit your idea in with the social enterprise’s existing programme? 

 

3.4 approacH

Developing your initiative, it’s important to devise concrete ideas 

which contribute to structural, sustainable support of the social 

enterprise and its goals. You are completely free to develop the 

line of approach you’re going to present to the social enterprise, 

and we love it if you can ‘think out of the box’, but make sure you 

also take into account the assessment criteria which will be used 

by the jury (see page XX). 

The social enterprise is looking for creative, innovative solutions. 

Remember, your fresh perspective is your biggest asset!  

Think which strategy will most likely bring you victory: putting all 

eggs in one basket (killer solution) or choosing a combination of 

different ideas (killer cocktail)?

When you write down your idea,  we recommend that you  

discuss a number of aspects in your business case:

introduction & essence of the idea - Write a short and concise 

introduction of your idea. What is the essence of the initiative?

Goals & Results -  Describe your goals and desired results, ex-

plaining in clear terms why you think your idea will be successful. 

What is your goal and when will you have achieved your goal?

 
activities/efforts 

Describe what is needed to make your idea work. Which activities 

need to be undertaken to realise the desired results?

 
financing/revenue model 
Make a rough estimate of the costs and benefits involved and 

work out the revenue model. Do you need investment to realise 

the idea and what’s the return?

 
actors 

Name the different social actors involved and list their tasks, roles 

and responsibilities to create a successful solution. Which tasks, 

roles and responsibilities do the different actors have?

 
legal/government policy 

Set out which legal and policy-related restrictions or opportuni-

ties your idea involves, What are the potential legal consequences 

of your idea and approach?

 
marketing strategy 

Describe how you will market your idea and effectively realise 

structural support. How are you going to sell the idea?

 
planning 

Draw up a plan detailing how you’re going to realise your idea. 

Which steps do you take?  When has the idea been realised? 

bUsiness case: ANAlysis, oPPortuNities & iDeA

3
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along with your business case, your pitch is the most important 
piece of work you will be presenting to the social enterprise to-
day. We recommend that you take enough time to start prepar-
ing your pitch. The goal of the pitch is to argue your initiative 
clearly, concisely and convincingly in front of the professional 
jury and the client.

 Tip: Both the business case and the pitch count towards 

50% of your fi nal result. So start on time preparing your pitch!

The rules for the pitch are clear and simple:

•  Your pitch can be 5 minutes maximum (not a second 

longer).

•  The pitches take place in designated rooms (1 room and 

professional jury for each group)

•  You write and present the pitch yourselves.

You decide on the contents and structure of your pitch and how 

you want to present it. Do you want to zoom in on the analysis? 

Or on the idea? Do you wow the jury with a video? Or do you opt 

for moodboards? Are you pitching with all 8 team members, or 

do you choose one presenter? It’s all up to you.

To conclude, here’s a few more tips for your pitch:

•  Make use of the expertise available at the Knowledge Bank.

•  Make sure you present your pitch as clearly and concisely 

as possible. Make an eff ort to stick with the key points and 

leave out unnecessary details.

• Speak directly to the professional jury, articulating clearly.

•  Allocate tasks and roles within your team. It might help to 

quickly acknowledge the allocation within your team in 

your introduction.

•  Think about choosing 1 or 2 team members to present the 

idea, 7 or 8 people might be too many. Do make sure the 

complete team is present though.

•  Text and image reinforce each other. Think about how you 

can make this work for you.

•  Check with the organisers in good time whether your pitch 

is technically feasible.

•  The Team Coaches are only too happy to help you practice 

and improve your pitch.

 Tip: Make use of our PitchTraining! We organise a 

PitchTraining at the Theater, giving you tips and tricks for 

presenting a great pitch!

4
pitcH: CleAr, CoNCise AND CoNViNCiNG
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Today’s case is complex, the assignment is demanding and 
your time is limited. This is why we recommend that you 
make good use of the resources we provide.

Defi nitely make use of:

•  The information desk: Do you have any questions? 

Just ask!

•  The Team Coaches. They are there for you. Ask them for 

tips, skills, advice … or use them as spies.

•  The internet. There’s free access to the internet throughout 

the day.

•  The Knowledge Bank: From 10 am, a group of experts will 

be available to answer your questions at the Knowledge 

Bank. They are experts in the fi elds of innovation, sustaina-

bility, economics, entrepreneurship and vulnerable groups. 

They’re there for you and are more than happy to help you 

with your queries.

•  Your phone: You can leave your phone switched on, 

so use it!

•  Your own network: Use people from your network that 

might be able to help you. Who knows what they’ll 

come up with.

•  Your colleagues: Friday a bit slow? Liven it up and ask 

your colleagues to be your helpline.

•  Each other: Try and get the best out of the team by 

using all your individual talents!

Don’t forget, you are also free to use any other resources over 

and above the ones listed above.

resoUrces

5



 22  case book
7

To be able to make a fair assessment of all the ideas, 
we have set out the following rules with regard to 
completion and deadlines:

•  The business case needs to be completed in Powerpoint 

format

•  The business case must comprise at least the following 

elements: 

   •   Table of contents

   •   Management summary

   •   Team introduction

•  The business case needs to be handed in by 14.45 at the 

latest via e-mail (traineebattle@frisseblikken.com) to be 

delivered at the information desk/print service. 

This applies to all teams!

•  Subject of the e-mail should be as follows (this is very 

important):

•  Name Social Enterprise | Name of the organisation | 

Timeslot pitch round

•  At least 10 minutes before the start of your pitch you need 

to be ready in your group’s pitch room.

•  The business cases are compiled into a book, which will 

be presented to the Social Enterprises; so try and deliver 

a neat and accurate document. We’d like to receive your 

presentations, resource and any other materials used for 

the pitch before 14.45 to present these to the Social 

Enterprises as a lasting memory of this day.

6
completion & deadlines
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The four social enterprises koeckebackers, Heilige boontjes, 
ITvitae and De Verbinding are delighted that you are putting 
your time, energy, creativity and expertise towards develop-
ing initiatives to help them to help people distanced from 
the labour market into work. The social enterprises will each 
study the proposals carefully and hopefully be able to use 
them as input for their future plans. Today though, it’s all 
about you. about who will be the winner of the 2017  
Traineebattle!

assessment procedure 
The winner of the 2017 TraineeBattle will be chosen on the basis 

of the quality of their business case and their pitch. Four profes-

sional juries will appraise the teams in the preliminary rounds; 

the final will be judged by our principal jury.  

•  Pitch times are assigned by drawing lots. Next to the 

information desk you will find a schedule of pitch times 

and a bowl with lots. You will have to draw a lot which will 

decide which group you’re in and what time your pitch is.

•  From 15.00 onwards, teams will have to pitch their ideas 

in front of  a jury. The first pitch is at 15.00, the last one at 

16.30pm.

•  At the start of the pitch you hand in a printed version of 

your business case. You  have 5 minutes to pitch your idea, 

followed by another 5 minutes for the jury to ask their 

questions.

•  After the pitches the jury will have a chance to carefully 

study the business cases before conferring to choose a 

total of four finalists, one from each group.

•  The professional juries will only read the hard copies of the 

business cases handed in before the pitch.

•  The final will start at 6pm. The four finalists will once again 

pitch their idea, this time to the principal jury.

•  Prior to the final, the members of the principal jury will 

have studied the finalists’ four business cases.

•  The winner of the 2017 TraineeBattle will be announced  

at 7pm.

•  No correspondence can be accepted on the results of 

the preliminary rounds or the final. You will each receive a 

summary jury report.

assessment: WHo Will be tHe WiNNer?

7
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timetable pitches

 Group a Group b Group c Group D

Round 1  
A1 B1 C1 D115.00 – 15.15

Round 2  
A2 B2 C2 D2 

15.15 – 15.30    

Round 3  
A3 B3 C3 D3 15.30 – 15.45   

Round 4  
A4 B4 C4 D4 

 
15.45 – 16.00   

Round 5 
A5 B5 C5 D5

 
16.00 – 16.15     

Round 6 
A6 16.15 – 16.30    

assessment criteria
As mentioned above, your business case and elevator pitch 

will be assessed on the basis of fi ve criteria:

•  Impact: What is the expected impact the proposed plan 

is going to make? And how eff ective will this be for the 

target group? 

• Practicality: Is the proposed plan practical and feasible? 

•  Future proof: Is the plan sustainable and eff ective in the 

long term? Does it take into account future developments? 

•  Improved image: Does the plan contribute to eradicating

existing stigmas related to people distanced from the 

labour market?

•  credibility: Has the team paid attention to the presentation 

of their plan, both in the business case and for their pitch? 

Have they made their idea appealing and convincing?

8
practical information
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programme

trainees

07:00 – 08:30 Arrival, welcome with breakfast and client’s introduction

08:30 – 15:00 Developing business case and pitch

10:00 – 14:00 Knowledge Bank opens (Foyer)

12:00 – 13:00   Working Lunch

13:00 –  13:30   Pitch Training (Theater)

14:30 –  14:45:  Hand in Business case

15:00 –  16:30 Preliminary rounds: pitch in front of professional jury

16:30 –  17:45 Intermezzo

18:00 –  19:00 Final: group winners pitch in front of the main jury

19:00 –  21:00 Drinks and prize ceremony ‘Best Trainee Team 2017’

supervisors

07:00 – 08:30 Arrival, welcome with breakfast and client’s introduction

08:30 –  10:00 Team start-up

10:00 –  12:00 Parallel programme

12:00 –  13:00 Lunch with team

13:00 –  14:30 Team support

15:00 –  16:30 Preliminary round: Trainee teams pitch in front of jury

16:30 –  17:45 Intermezzo

18:00 –  19:00 Final: group winners pitch in front of main jury

19:00 –  21:00  Drinks and prize ceremony ‘Best Trainee Team 2017’

wifi code
Internet login networks and passwords:

christinagebouw (tck): 
Network: TCK

Password: TCK

theater:  
Network: ZIMIHC gadt

Password: Cultuur01

beatrixgebouw (me’kaar):
Network: GEMUTR

Password: Wifi@Utrecht



 26  case book
7

notes



case book 27    
7

notes



 28  case book
7


