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 Abstract  

Transversal skills are the broad-spectrum skills not specific to a profession or activity. 
They can be applied to different situations without taking into account the person's 
technical knowledge. They are a very important element in the current and future edu-
cation system. Through them, children can develop skills that in the future will help 
them to be a more complete, effective and efficient person. 

The current education system attempts to develop transversal skills alongside the 
subjects taught in schools, without applying a method that specifically promulgates 
these skills. This is why there is a need, to implement them specifically. 

This thesis has three main objectives. First, to explain the transversal skills in educa-
tion. Second, to understand the lack of some transversal skills in the current Spanish 
education system and curriculum. Finally, to create a business plan for a company 
through the Business Model Canvas tool. This enterprise will develop workshops for 
children between 8 and 16 years of age in which the transversal skills will be specifi-
cally implemented. The objective of this company is that children through these di-
dactic and fun workshops at the same time developing their skills. Also, it would pro-
vide parents with knowledge for them to understand the importance of these skills, 
and how to work on them with their children. 

The empirical research was based on qualitative and quantitative data. In the quanti-
tative part 2 sources. On the one hand, the interviews with 2 school teachers to give 
their opinion about the company project. Furthermore, to provide their education and 
management experience with advice for the company. Also, a survey to parents was 
carried out to find out the point of view of the future clients where they have shown 
good acceptance of the project. On the other hand, research was done through web 
pages and some books. All of this served to have a good basis on which to start the 
research.  

The main findings were the importance of transversal skills in the current education 
system and how they affect children in their education and future behaviour. In addi-
tion, it was also found that there is a good market niche where the company could be 
located.  

 Keywords 

Business Model Canvas, transversal skills, development, workshops, students, 
knowledge. 
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1 INTRODUCTION 

1.1 Thesis background 

Society is a way of looking at all the people who make up a culture and have different as-

pects in common. Although within each society there are people who are very different 

from each other. All people are evolving at the same time as society is evolving. So ambi-

tious people see the need to improve them and their education and increase their 

knowledge to avoid falling behind others. (Portillo 2016.) 

People are eager to improve and learn new skills.  What should be done is to teach tech-

nical skills. But, more importantly, to promote transversal skills such as self-learning, pro-

activeness, overcoming the fear of failure, teamwork, innovation and entrepreneurship, 

and the use of new technologies. This may help developing positive attitudes in children to 

improve themselves. (Muñoz 2008.) 

That is why values must introduce in a complementary manner in the education of chil-

dren. This will add value to their education that will be useful to them throughout their 

lives. But, first of all, people should understand that it is necessary to adapt the educa-

tional system and to adopt new ways of working to improve education to create better pro-

fessionals at the end of the educational process. (Muñoz 2008.) 

This thesis is related to 3 different key issues. First, the aim is to understand, what kind of 

transversal skill set will today´s children need in the future. Secondly, the aim is to study 

the current Spanish educational system and to understand what kind of transversal skills 

are already part of the current curriculum and what kind of important transversal skills are 

missing from the current educational system. Thirdly, the aim is to form a business plan 

with the Business Model Canvas tool for a company. This company is going to support the 

development of transversal skills for children by offering transversal skills-focused work-

shops. The aim is to provide children with future-oriented transversal skills and to help 

them to better adapt to the future world and to future working life.  

1.2 Thesis objectives, research questions and limitations 

This thesis has three main objectives. First, the thesis aims to explain the transversal 

skills in education. Second, the thesis aims to understand the lack of some transversal 

skills in the current Spanish education system and curriculum. This should show what kind 

of future-oriented skills are missing from the curriculum because sometimes it is neces-

sary to view it from a future point of view. Finally, the thesis aims to create a business plan 
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for a company that offers workshops to develop transversal skills to have more qualified 

people willing to improve themselves. This could help them be better future professionals 

who are ready to react to new challenges appearing in their professional lives. 

Determining the research questions is one of the most important parts to start a research. 

These questions provide an understanding of the research and which are the main ideas 

that are going to be answered. A good criterion for checking the quality of the research at 

the end is to see how clearly the research questions have been answered. (Saunders, 

Lewis and Thornhill 2009.) 

In the thesis, the main research question is: 

• How feasible is the idea to set up an “education company” providing future trans-

versal skills for the target group of Spanish children between 8 and 16 years old?  

To make the main research question easier to answer, a series of sub-questions should 

be set (Codina 2018). In this thesis, the sub-questions are the following: 

• How to implement a business model canvas? 

• What kinds of transversal skills are missing from the current curriculum in Spain? 

• What kinds of skills are needed in the future? 

There are always some limitations when conducting a research or a business plan. The 

first limitation is about the geographic situation because this study is concentrating on de 

Spanish market. So, the outcome of the thesis excludes other areas that could also be tar-

get markets. 

In addition, the target group is limited. The thesis focuses on studying the target group of 

8 to 16-year old. The thesis does not apply to teenagers or people of the university or 

older people returning to their studies. 

Another limitation can be the uncertainty of not knowing which key skills will have more 

weight in the future. 

Moreover, the Business Model Canvas has some lacks. For example, it does not include 

the information that complementary tools such as PESTEL analysis or SWOT analysis in-

clude. 

And finally, the data limitation refers to the method of collecting the data. Because I only 

use the opinion and the point of view of one primary school director and other profession-

als can have a different point of view than the curriculum creators. 
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1.3 Theoretical framework 

The thesis has three priorities. It aims to understand the role of transversal skills in the 

current curriculum in Spain. It aims to discover which transversal skills are missing to im-

prove their role in children’s education. Finally, it aims to create a business plan for a fu-

ture company that would organize workshops to cover the lack of teaching transversal 

skills. 

A business plan is a document that identifies, describes and analyses a business oppor-

tunity, studies its technical, economic and financial viability and develops a document de-

tailing the procedures and strategies to turn this opportunity into a detailed project. It is a 

very useful tool when starting a business project. (DGIPYME in cooperation with 

"Gobierno de España" 2013). 

Then a Business Model Canvas is a document that describes the main elements and the 

components and environment of a company (Emprechtinger 2018). This tool is very useful 

because it involves all the parts that are related to the company in a single document with 

its 9 blocks (Parsons 2018). 

In addition to technical skills, transversal skills are important. This is because, in a work 

environment, key skills are the characteristics that the worker has and that allows him to 

carry out his tasks in his environment, beyond technical knowledge. Therefore, transversal 

skills are the characteristics that differentiate a great worker from an excellent worker 

when both are in the same environment (Educaweb 2015). The key skills most valued by 

employers are decision making, commitment, interpersonal communication, flexibility, time 

management, leadership, creativity and problem solving, teamwork, responsibility and 

knowing how to work under pressure (Universia 2019). 

Learning processes and teaching occur continuously, so they are two concepts that go to-

gether. Teaching is the result of the relationship between the student and the teacher. 

Learning is the action of acquiring knowledge and the time that this action takes. For this 

reason, the education system is very important. (Gomez 2017.) 

1.4 Research methodology and data collection 

A study can take an inductive or deductive research approach. Deductive reasoning con-

sists of collecting relevant data on the topic of interest, to later observe it in detail and test 

the validity of these different theories or hypotheses. While inductive reasoning follows the 

opposite order. The researcher studies what others have done and then create new theo-

ries or hypotheses. (Saylor Academy 2012; Dudovskiy 2018.) 
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Figure 1 illustrates both the process inductive and deductive research (Streefkerk 2019). 

Inductive research approach  

 

Deductive research approach 

 

Figure 1 Inductive and deductive research approach (Streefkerk 2019) 

This thesis takes an inductive research approach. First, a study is conducted; second, a 

business plan is created. 

Regarding research methods, this thesis takes into account quantitative and qualitative. 

The qualitative approach allows achieving a systematic analysis of the information more 

subjective. Based on ideas, opinions or hypotheses on the topic, a non-statistical analysis 

of the data is carried out, interpreted in a subjective way without interrupting the logic and 

rationale. This method follows the inductive research approach. (Yanez 2017.) 

Then, the quantitative approach is based on quantities, the numeric element has rele-

vance. The hypothesis of the researcher is submitted to numeric measurement and its re-

sults are analysed in a statistic way. (Yanez 2017.) 

This thesis will be supported by two interviews. The first interview will be with a school di-

rector who is also a teacher. This means that the result of this interview will offer us 2 dif-

ferent points of view, firstly from the point of view of the teachers, and secondly from the 
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point of view of management. She can recommend how to focus the courses so that they 

are more effective and efficient since they will be able to give us a professional opinion in 

this area. The second interview will be with a teacher, so I will have her opinion, and she 

will offer another perspective of this project. 

Also, this project will have another source of information. A survey will be carried out with 

the parents, that is to say, with the client who will contract the service from the company in 

the future. This point of view will serve us to understand the priorities of the parents in 

terms of services and prices. It will also serve for the parents to give us their point of view 

about the project, and finally, to collect information about the acceptance of the project in 

our market segment. 

In consequence, this research is going to be developed on a mixed method. On a qualita-

tive method because it is going to be a description of a project, and no numerical deci-

sions are involved in a description of a business plan. And on a quantitative method when 

the survey is applied during the thesis. 

Data collection is a process of collecting information from all the possible relevant sources 

to find answers for the research problem, test the thesis and evaluate the results. There 

are two types of data: secondary methods of data collection and primary methods of data 

collection.  

Secondary data are newspapers, journals, books, magazines, websites, etc. It is therefore 

very important to be clear about the criteria for choosing this data because there is a lot of 

material quantity. (Dudovskiy 2018.) 

Primary data can be collected by applying quantitative or qualitative methods. Quantitative 

ones are based on calculations and numerical data and are usually closed-ended ques-

tions, so they are easier to analyse. While qualitative ones do not involve calculations or 

numbers, they are word-related, so they will be more difficult to analyse and will require a 

higher level of understanding to work with. (Dudovskiy 2018.) 

The secondary data that is used in this thesis is from websites, books, and newspapers. It 

is needed to explain and demonstrate some information. Primary qualitative data collec-

tion methods like the two interviews or the survey are also used. And is also going to be 

used quantitative data collection when the results of the surveys are applied during the 

thesis. 

1.5 Thesis structure 

The thesis is divided into seven sections. Figure 2 shows the structure of the thesis. 
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Figure 2 Thesis structure 

In the first chapter, the introduction gives a general idea and introduces the thesis back-

ground. It also defines some of the key concepts and used research methods. 

In the second chapter, the Business Model Canvas is explained. Here the nine blocks that 

make up this method of analysis of a company will be explained in order of relevance, fol-

lowing a logical order in the concepts.  

The third chapter discusses and defines the concept of transversal skills. It also discusses 

the Spanish legislation concerning transversal skills as well as how these skills are in-

cluded in the current education system. 

The fourth chapter presents an interview with a primary school director. This helps to see 

if the idea of starting a company that teaches transversal skills to children is feasible. Also, 

a survey will be carried out among the parents of the children to whom these workshops 

are addressed to see the parents' point of view, and with their feedback. 

After this, in the fifth chapter is going to be developed the Business Model Canvas of the 

company in detail. 

Finally, in the sixth chapter, the main research question and the sub-questions are an-

swered. Also, thesis validity and reliability are discussed and further research ideas are 

given. Chapter seven is summarizing the thesis work. 

1. Introduction 

2. Business Model Canvas 

3. Research on transversal skills 

4. Research design and methods 

5. Business Model Canvas for the case company 

6. Conclusions 

Apendix 

7. Summary 

List of references 
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2 BUSINESS MODEL CANVAS 

A business plan is very difficult to make and structure, and to facilitate the tasks, tools 

have usually used that help to better understand all the concepts of a business plan. One 

of these tools is to make a Business Model Canvas. This visual tool facilitates the tasks of 

creating, exploring, defining and later visualizing a business plan (Osterwalder & Pigneur 

2010, 148). 

Business Model Canvas is a tool for business strategy experts and its objective is to facili-

tate a process of thinking about a business. What is achieved is to understand a business 

model by presenting it with all its parts well identified and separated, and well structured. 

(Juncal 2019.) 

This simplified business model is divided into 9 parts or blocks, among which all the influ-

ential elements of the business plan will be defined: 

1. Customer segments: Who are the customers? What do they think? See? Feel? 

Do? 

2. Value propositions: What is the value proposition? Why do customers buy, use? 

3. Channels: How are these propositions promoted, sold and delivered? Why? Does 

it work? 

4. Customer relations: How do they interact with the customer through their "experi-

ence"? 

5. Revenue streams: How does the business get income from the value proposi-

tions? 

6. Key Activities: What unique strategic things does the business do to address its 

proposition? 

7. Key Resources: What unique strategic assets does the business need to have to 

compete? 

8. Key partnerships: How will third partners fit into the plan? 

9. Cost structure: What are the main costs of the business? How are they linked to 

revenue? (Juncal 2019.) 

The figure below illustrates the empty structure of a Business Model Canvas when repre-

sented graphically. From this template, it is filled with the corresponding information to 

create a Business Model Canvas in a way that is easy and quick to understand. 
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Figure 3 Business Model Canvas structure (Edrawsoft, 2017). 

The Business Model Canvas is a good tool for its simplicity. In addition, it permits the 

identification of business opportunities or the analysis of existing businesses in a clear 

and rapid way. Although this tool is also criticized for the lack of information for a complete 

business plan. (Vliet 2014, 12.) 

The business plan approach gives the company an idea of the direction it needs to take 

and the means and plans to implement. The Business Model Canvas simply tells the com-

pany the profits it will make, from whom they come, how they are achieved and under 

what conditions. In addition to this information, product development, key partners, etc. 

(Hesso 2013, 12, 24-27.) 

Next, I will discuss all the parts or categories of the Business Model Canvas one by one 

following the order in which this tool is usually used. This order is the most logical to de-

velop a business plan and the one that permits to develop the concepts with more detail 

and coherence. 

2.1 Customer segments 

In a project the value proposition is important, but even more important is the customer 

segment. This describes to whom the company will direct its product and all the efforts. 

First, find the need of the customer segment, and then create a product that fits this need 

to cover and put a solution to their problem. Many projects can fail by not listening to their 

customers and their needs. For example, a clothing brand can make a high-quality luxury 

shirt, but if their customers do not need or have the need to buy this shirt, it will not 
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succeed. (Escudero Cuevas 2019.) This is the reason why identifying the customer seg-

ment is so important. To know what they need or will need in the future or to be able to 

separate the different customers the company has. Or even to know what strengths and 

weaknesses each type of customer can have and what benefit they can give to the com-

pany. (Cleverism 2015.) 

Examples of customer segments are: 

• Mass market: this type of business model is used when the clients are a large 

mass of people with the same needs to be covered and the same problems. This 

type of segment does not make distinctions between any of its customers. 

• Niche market: this business model perfectly adapts its product to each client, pro-

ducing and personalizing all the products, making the client feel unique. 

• Segmented market: this business model makes distinctions between its custom-

ers, separates its customers into categories according to their needs, and then of-

fers each customer niche a different product. This makes the relationship between 

seller and buyer is healthier, because the buyer just thinks that the seller is adapt-

ing to their specific needs 

• Diversified market: this business model is adopted by companies when they have 

two very different market segments with very different needs and problems. 

• Multi-sided markets: this is a business model in which a group of users generates 

an externality using a platform that puts them in contact. An example of this model 

could be a video game console, dating agencies or auction websites. (Osterwalder 

& Pigneur 2010, 21.) 

2.2 Value proposition 

In the value proposition part, I define the function that the company's product plays for the 

customer and how value is created for the Customer Segment. Although sometimes it can 

happen that the client does not know that he needs until the company lets him know about 

the existence of its product. So, a value proposition can discover in a client a need that he 

did not know he had. (Osterwalder & Pigneur 2010, 22.) 

A value proposition is a key piece in the marketing of a product. It brings together the 

customer's impression of our product or service, the product's competitiveness, and the 

product's opinion. It shows how the target customer segment experiences this value 
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proposition, their impressions. In addition, the value proposition also refers to the need to 

be covered by the product or service. (Hudadoff 2009, 2.) 

According to Osterwalder & Pigneur (2010, 23), the value proposition consists of the fol-

lowing qualitative and quantitative elements: 

• The newness: it is when a company transforms the sector with a new product, this 

is characteristic of the technological companies. 

• Performance: normally the value proposal of new products is to offer higher perfor-

mance than previous ones at a similar cost, to be more efficient. 

• Customization: value can also be created by making products according to the 

customers' needs, which is the trend in recent years. 

• "Getting the job done": this value proposition is based on helping customers with 

your products to perform a specific task. 

• Design: it is difficult to measure, but it can be very important at the time of pur-

chase for the final customer. 

• Brand/Status: this value creation is based on the value or prestige given to the 

brand that manufactures the product. 

• Price: offering a product with the same characteristics as another but cheaper can 

be a way of creating value for the customer. Targeting the product to a low-price 

strategy will affect other businesses. 

• Cost reduction: the customer will get a cheaper product with the same features as 

another brand, or a product with the same price but with more features. 

• Risk reduction: reducing the risks for the final consumer is another way of creating 

value. This can happen in the second-hand market, where a guarantee is offered 

to reduce the risk of the final consumer. 

• Accessibility: making it easier for customers to obtain a product is a way of creat-

ing value because the customer will obtain the product with much less effort. 

A need to be covered is the lack of some product or service which can solve a problem or 

a requirement of the customer. Marketing does not invent needs; they are always there 

and always have been. Sometimes the needs to be met are not known until a solution to 

these needs is created, and it is at this moment, when the need is discovered and not 
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covered, even if it is not known. For this reason, it is said that consumers do not buy prod-

ucts, but solutions. (López 2012.) 

If a product satisfies a need it will remain on the market for a long time, but if it does not, it 

will only be a fail that will disappear after a while. Sometimes a need can be covered but 

this need can change so it also influences the evolution of the product or service that co-

vers it. (López 2012.) 

Requirements can be functional, sensory and symbolic. A practical example to explain the 

differences would be: a functional need is a means of transport to move, however, sea-

sonally it would not be the same to move with a car than with a bicycle, and also the sym-

bolic need refers to that it would not be the same to use a Ferrari than a Fiat. (López 

2012.) 

2.3 Channels 

When a company introduces a new product to the market, it is very important which distri-

bution channel it will use, although normally companies use more than one. These distri-

bution channels describe how the company communicates with customers and how it de-

livers the value that its product will offer them. This is why sales, marketing and distribu-

tion have a very important role in this section. The Channels and Customer Relationship 

blocks are closely related to the Market Segment block. (Cleverism 2015.) 

When choosing a distribution channel, five factors must be taken into account to achieve a 

good result: 

• The number of customer segments or the size of the target market. 

• The investment needed to distribute via that channel. You can take into account 

that the channel may permit partnerships to reduce costs or costs per customer 

and obtain more benefits. 

• If the product is standard you can sell it through the same channel that the compe-

tition distributes its product. But if the product is customized, the company must 

have more contact with the customer. 

• How much control the distribution channel requires, can be open with free infor-

mation or closed with closer relationships. 

• How much will it cost you to have a good relationship with your distributor, and 

what factors will you involve. Because a good relationship with your distributor can 

be very important to be successful. (Cleverism 2015.) 
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In addition to making a company's products available to customers or final consumers, 

distribution channels have other functions. For example, educating customers about how 

the product or service works and how it is used, bringing the customer closer to the com-

pany so that he or she can see the organization and its values, facilitating the purchase 

for the customer, or, providing the customer with post-purchase services. (Cleverism 

2015.) 

Market entry 

Studies show that only 1 of 5 market entries is successful. Experts say the most important 

factors for success are time, competition and the ability to find and exploit market opportu-

nities. Although there are some factors that increase the probability of entering a market 

and succeeding. They are: revaluing the value proposition, own skills, market size and 

costs and revenues. (Horn, Lovallo, & Viguerie 2005.) 

All market entry strategies have pros and cons, and risks and opportunities. The direct 

sale to the final consumers makes the company responsible for selling and distributing the 

products in the market. This can be done through agents, although some control is lost. 

Another method is the indirect method of selling the products with a partner, or that the 

products are in the portfolio or are part of a finished product of this partner as 

components. (Marshall 2003, 72- 73.) 

A joint venture is when two companies join forces to work together and cooperate, and at 

the end of their activity share the benefits and risks equally. Although if the company does 

not want to make a joint venture, it can buy a company. This is a way to have more control 

and more benefits, but also more risks. Buying a company can be the condition that a 

government imposes to start doing business in that country. Although this already offers 

you to have a customer base and that the government treats you equally as a local 

business. (Tradestart 2015.) 

2.4 Customer relationship 

The customer relations block defines the relationships that exist between an organization 

and its different customer segments. The relationship that is established between them 

depends on the business model of the company and what impact the company wants to 

make on the customer's experience. Business relationships depend on three main factors, 

customer acquisition, customer retention and boosting sales or upselling. (Osterwalder & 

Pigneur 2010, 28.) 
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Customer acquisition is the process of influencing a customer to choose a product over 

competing products. Brands spend a lot of money evaluating the relationship between 

customer spending and the value their product provides in meeting their needs because 

improving this ratio is a key factor. The tools and tactics that companies use to improve 

customer acquisition are content marketing, search engine optimization, email marketing, 

copywriting, conversion rate optimization, social media marketing, and last but not least, 

data analysis of all the above tools. (Saunders, Lewis and Thornhill 2009.) 

Customer retention refers to when the company wants to have a stable long-term cus-

tomer relationship, to have a regular customer. This offers very important stability for the 

company that permits them to have a fixed income that they can count on. Some strate-

gies that companies follow to retain their customers are to make the customer identify with 

the brand, to make the customer see qualities in the product that she or he feels inside, to 

use a nice language, to reduce the weak points of the brand, to have a quality product or 

service and to know the priorities of the customer to offer him adapted products. 

(Saunders, Lewis and Thornhill 2009.) 

Finally, boosting sales or upselling consists of making the customer buy the maximum 

number of products possible by obtaining some kind of special price or discount. This hap-

pens thanks to good linguistics, good packaging of the products and reducing their overall 

price. Some companies offer incentives to their employees to sell more quantity of prod-

ucts using additional sales programs, which are hidden from the customer because if he 

discovers them the relationship between the customer and the company could be broken. 

(Saunders, Lewis and Thornhill 2009.) 

2.5 Revenue streams 

This block defines how the company will achieve cash flows and make a profit by sub-

tracting costs for each customer segment. A company's revenue flows should be defined 

as clearly as possible so that when the company decides to improve some of these reve-

nues, it is clear how it should act. Many companies do not want to set fixed prices be-

cause they are afraid of creating a complete prototype of the situation. One way to combat 

this to set prices is to understand how much the product is needed by the customer and 

what the need will be. (Cleverism 2015.) 

Figure 4 below shows how a revenue model works. 
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Figure 4 Revenue Model (Center for Innovation and Entrepreneurship Olympus 2015) 

There are two types of pricing mechanisms, fixed price, and dynamic price. The fixed 

price is always stable and can be set using a fixed price list, dependent product character-

istics, dependent customer segment or depending on volume. Dynamic prices can be set 

by methods such as trading, auction, performance management or real-time market. 

(Cleverism 2015.) 

Companies always have a source of income to be able to obtain positive results with prof-

its. Ways to generate revenue streams are asset sales, usage fees, subscription fees, 

loan or lease fees, brokerage fees or advertising. (Cleverism 2015.) 

2.6 Key resources 

The key resources are the company's assets that permit it to carry out its activity, reach 

new markets, maintain relationships with clients and have incomes. In other words, that 

permits the normal activity of a company. These resources can be physical, financial, in-

tellectual or human. (Osterwalder & Pigneur 2010, 34.) 

Physical resources are tangible resources with which the company creates its value pro-

posal. Some examples are computer equipment, inventory, buildings, manufacturing 

plants, etc. Intellectual resources are intangible resources such as brands, patents, intel-

lectual property, copyrights, etc. Human resources are the most important in the company 

for companies in the service sector especially. And finally, financial resources are the 

cash and credit lines of a company. (Escudero Cuevas 2019.) 

2.7 Key activities 

The key activities are the activities that a company performs daily to continue with its busi-

ness model. These are very important for the company to meet its value proposition, 

reach customers, maintain customer relationships and obtain long-term benefits. 
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Typical key activities are research and development, production, marketing, and sales and 

customer service. The research and development department is connected to production 

and marketing and sales. Its main activities are research into new products, development 

of new products, upgrades to existing products, quality control, and innovation. The pro-

duction department carries out functions like product and design selection, production pro-

cess selection, production capacity selection, production planning, production control, 

quality and cost control, inventory control and machine maintenance and replacement. 

The marketing department is responsible for the growth of the company and performs 

functions such as strategy, market research, product development, communications, sales 

support, and events. Finally, the sales and customer service department is responsible for 

the customer experience after the sale. Also, it performs functions like solving manage-

ment problems, sales assistance, and administrative tasks. (Saunders, Lewis and 

Thornhill 2009.) 

2.8 Key partners 

Key partnerships are essential. Any company that wants to grow must have good partner-

ships and good relationships with its suppliers and customers, with a good network of 

partners and suppliers that help the company to carry out its value proposition. There are 

four types of key partners or associations. Strategic alliances with alliances between non-

competitors. Cooperation is a partnership between several companies that work together 

to result in both greater benefits or a secure flow of supply. The third is joint ventures 

which are when one company allies with another to enter the second company's market 

and develop its business from a base, without having to start a company from the begin-

ning. Finally, buyer-supplier relationships are the most secure as they are easy to estab-

lish and common to ensure constant supplies or steady sales. (Saunders, Lewis and 

Thornhill 2009.) 

2.9 Cost structure 

In this ninth and last block, all the costs that the company has during its daily activity when 

carrying out its value proposal are represented. When the key resources, key activities 

and key partners are well studied, this block is easier to analyse. The most common con-

cepts of cost structures are fixed costs, variable costs, economies of scale and economies 

of scope. (Saunders, Lewis and Thornhill 2009.) 

Fixed costs are the expenses that a company has independently of the volume of produc-

tion of products or services such as rent, telephone or internet expenses, workers' sala-

ries, etc. Variable costs are the expenses that a company has that depend on the number 
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of products being produced, if not produced, there will be no variable costs. Some exam-

ples are the cost of electricity or water, overtime for workers, the cost of raw materials, 

etc. The economy of scale is a way of working in which the total cost per unit produced is 

reduced when the volume of production increases. This strategy is followed by large com-

panies with large volumes of mass production and a high degree of standardization.  And, 

finally, economies of scope are strategies that companies make to redirect costs by open-

ing their products to more markets, lowering the average cost of production. This strategy 

offers more flexibility, faster responses to markets, greater control, and lower costs. (Os-

terwalder & Pigeur 2010, 41.) 
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3 RESEARCH ON TRANSVERSAL SKILLS 

3.1 Transversal skills 

Transversal skills are the characteristics and qualities of a person's development, which 

do not depend on any specific technical field but appear in all places throughout profes-

sional and academic life. This knowledge is very complicated, so it is necessary to deter-

mine very well the specific results. So, it can be said that a transversal skill is a general 

result of learning what a student is expected to be able to do at the end of a subject or 

block of the subject (non-technical knowledge). (Polytechnic University of Valencia 2015.) 

In order to evaluate a transversal skill, two concepts must be differentiated. The first is the 

learning result, which is what the student is expected to have learned at the end of a sub-

ject. The second concept is the indicators, which are the signs that appear in the rubrics 

and that allows us to establish when learning has been done. Or what is the same, an in-

dicator tells us when a student has done a good job with the transversal skill that is being 

dealt with in that activity. A rubric is a tool for evaluating the student's learning in which the 

indicators, signs, and criteria that a teacher must follow to evaluate a transversal skill are 

established. When a learner meets some evaluation criteria in the indicators of the rubric, 

it is said that there is evidence that the learning has taken place during the activity. 

(Polytechnic University of Valencia 2015.) 

3.1.1  Transversal skills: an overview 

In 1985 the AEGEE (Association des Etats Généraux des Etudiants de l'Europe / Euro-

pean Students' Forum) was created to bring together a group of students with cultural dif-

ferences, based on respect and democracy, to face the challenges of today's youth in the 

4 main areas, European Citizenship, Civic Education, Youth Development, Equal Rights. 

(Polytechnic University of Valencia 2015.) 

If the world we live in is looked at, the importance of transverse skills and competencies 

can be understood. Without detracting from technical knowledge, it must be understood 

that these qualities provide added value in education and in the quality of future work for a 

person who is being trained today.  

The world is constantly changing, Five world forces are the main promoters of these 

changes globally, the force of technology, the force of globalization, the force of 

demography and longevity, the force of society and the force of energy resources. These 

factors mean that when young people go to make the change in their student life, at the 

beginning of their working life, it will be a strong change. This environment is very variable 
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and is becoming a very dynamic one, in which they will have to adapt proactively during 

their working life. (Polytechnic University of Valencia 2015.) 

Professional adaptability is the term that defines a person's ability to enter the world of 

work and confront the problems that arise from changes and conditions in the workplace. 

This ability helps to deal with these problems, barriers or opportunities in a simpler and 

more adaptive way. They will do so with less difficulty than someone who does not have 

these skills. That is why it is necessary to create the transversal skills to value people 

adequately, without taking into account their abilities for the technical knowledge of each 

of the subjects that young people take in their schools. For this reason, the European 

Parlament and the Council also established guidelines for continuous learning. (Valencia 

International University 2015.) 

3.1.2 Classification of transversal skills 

To differentiate the different types of transversal skills, they must be separated according 

to their final function, that is to say, according to the field in which they will be used by the 

professionals being trained. 

The first type is instrumental transversal skills, which are those used in the learning and 

training processes. The second type is interpersonal skills, which refer to maintaining a 

good social relationship with your peers in your environment. And, finally, the systematic 

ones, which are those related to the management of actions either of an individual in par-

ticular or of a group in general. (García 2014.) 

3.1.3 Benefits of transversal skills 

The 5 benefits or advantages of having a good knowledge and experience in the transver-

sal skills when starting the working life in a company or institution will be named: 

• It helps to be able to develop knowledge more easily and to focus your efforts to-

wards an objective, having the motivation to achieve a specific goal. 

• The collaborative dynamic that is created when doing a job is much more intercon-

nected since it promotes listening, understanding and communicating better when 

capturing the basic ideas. 

• By exposing students to situations of stress, having initiative and making deci-

sions, a greater capacity for reply is obtained in the future, since students have 

more facility when it comes to identifying and confronting problems. 
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• The organization of work is taught the correct distribution of time to achieve the ca-

pacity of saving time. 

• At the end of the studies, modern professionals have been created, with techno-

logical skills, languages, creativity, capacity of relation, teamwork, and logical rea-

soning among many other capacities. (Valencia International University 2015.) 

3.2 Transversal skills in the Spanish curriculum 

This section will be based on Royal Decree 126/2014 Official State Bulletin Basic Primary 

Education Curriculum. It regulates primary education today and stipulates the content to 

be given in primary school to pupils, one of our niche markets apart from secondary 

school students (high school). (Spanish Government 2014.) 

This royal decree establishes that the competencies that must be given in primary school 

are the following: "1st Linguistic Communication, 2nd Mathematical competence and basic 

competences in science and technology, 3rd Digital competence, 4th Learning to learn, 5th 

Social and civic competences, 6th Sense of initiative and entrepreneurial spirit, 7th Aware-

ness and cultural expressions (Spanish Government 2014). 

For teaching to be effective in terms of these transversal skills, the decree requires inte-

grated learning activities to be created during classes, as these would help students to 

move towards the goal of complete learning and more than one skill at the same time. 

Furthermore, this Decree also specifies that skills such as "Linguistic communication, 

mathematical competence and basic skills in science and technology" should be pro-

moted. (Spanish Government 2014.) 

Another issue addressed in this section of the royal decree is the diversity of the student. 

Students must be taught to work with different types of people in a normalized way, and 

learn that cultural diversity and differences between people do not impede anyone, but ra-

ther a basic way of increasing the value of the final objective. (Spanish Government 

2014.) 

In addition to the cross-cutting elements, this Decree also refers to promoting equality be-

tween the two sexes. The branch of our workshops on gender equality and multicultural-

ism is also strengthened by this 2014 decree-law. Reference is also made to the entrepre-

neurial attitude and attitudes such as creativity, autonomy, initiative, teamwork, self-confi-

dence or a critical sense. It further reinforces the idea of this project to reinforce these 

transversal attitudes or skills through the courses, thus reinforcing the projects and activi-

ties that are done during the classes at the school. (Spanish Government 2014.) 
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To conclude this section, the royal decree also defines the subjects that must be studied 

during primary education, and one of the most interesting subjects and most related to this 

project is "Social and Civic Values". It prepares students to be and act as citizens involved 

in improving, defending and developing a democratic society. Social and civic values 

make students improve their skills in learning and in having initiative, motivation and effort, 

and in the capacities of reflection, synthesis and structure. This is to face problems and to 

carry out teamwork making good decisions and generating personal alternatives. (Spanish 

Government 2014.) 

On the part of the teachers, this article says that they have to make the students feel valu-

able and capable. It depends on them that no child is displaced from any group, a very im-

portant task during these ages and the whole learning period, although some children 

have some limitations of their own. (Spanish Government 2014.) 

3.3 Current challenges in teaching children 

The method of teaching and learning used in schools today has changed a great deal in 

the last two decades. Because, like society, generations are changing and advancing, 

such as the use of technology, which determines much formal, non-formal and informal 

learning. 

This progression in the changes of the educational system is in the hands of national poli-

ticians. In addition, the European Union helps to modernize the educational and training 

systems with its recommendations to the European countries. Although this change de-

pends much on the level of bureaucracy and autonomy that have the institutions that will 

perform these modernizations. (Glasbeek 2018.) 

The greatest benefit of validating non-formal and informal learning is that it combats social 

exclusion of early school leavers, the unemployed and others at risk as low-skilled adults, 

by validating the skills they have acquired through non-formal and informal learning 

(Glasbeek 2018). 

After this information, there are some challenges to be faced when integrating transversal 

skills in school classrooms. For example, the method for evaluating transversal skills. 

Firstly, because it is very difficult to correctly evaluate the grade of the student and how he 

or she has progressed in some competence after carrying out an activity to develop it. 

And secondly, because in a class, there are many children and only one teacher, which 

increases the difficulty of evaluating the activity carried out by the students all at the same 

time. Sometimes teachers will only be obliged to evaluate the activity in a basic way, to be 
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able to pay attention to the 20 or 25 students that make up the class. (Trzmiel, Barbara 

2015; Opyt 2019.) 

Finally, it should be added that teachers have difficulties when carrying out the activities to 

value these transversal skills. Many times, during the course, they have just enough time 

to give the lessons of the basic content of the course. So, the task of dedicating teaching 

hours specifically to carry out activities related to transversal skills specifically is very re-

duced. They are forced to combine teaching time of theoretical or technical knowledge, 

with the activities related to transversal skills. (Trzmiel, Barbara 2015; Opyt 2019.) 

3.4 Main transversal skills 

In this section, three different concepts will be explained. First, we will develop main trans-

versal skills in business education, this is because my education is based on the business 

world and I want to dedicate a section to link my education with my thesis. Then I will ex-

plain the transversal skills based on the current primary school curriculum in Spain. And 

finally, I will explain how the most valued transversal skills change depending on the loca-

tion of education, that is, because of the influence of culture on education. 

3.4.1 Main transversal skills in business education 

Leaders or people who lead with a lot of responsibility do not only have technical 

knowledge; they must also have soft skills. In the era of automation, this knowledge or 

skills are becoming increasingly important and usually, these soft skills are a very influen-

tial factor for a company with a good leader to be successful. Leaders of large corpora-

tions such as Jeff Weiner, CEO of LinkedIn, say that these skills have more impact on a 

company than knowledge of the current work environment. This may be possible because 

knowledge of how to do a job or knowledge of a subject can be easily acquired during the 

early stages of your job. But this process has to be carried out on a good basis of trans-

versal skills for the process to be effective and efficient. A recent study says that when a 

company's leaders cannot properly communicate with their employees or do not know 

how to motivate them to achieve their goals, employees leave the company. (Akhtar 2019; 

Akhtar and Hroncich 2020.) 

Employers look for skills in people that will make them stand out. In addition, to technical 

knowledge, stand out for their transversal skills and their ability to develop as well as play 

different roles within the company and that act in different scenarios, departments, func-

tions or geographies. (Akhtar and Hroncich 2020.) 
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“Big international companies expect their top talent to move around,” says Joep Elemans, 

Head of MBA Careers Services at Rotterdam School of Management, Erasmus University 

(RSM). “The expectation is that you are open to different cultures, to the different ways 

business is done around the world. And that means being ready to step outside of your 

comfort zone”. (Akhtar and Hroncich 2020.) 

This section is especially dedicated to developing information focused on the degree that 

the researcher is studying, International Business. This is a way of proving how the edu-

cation to which the researcher has been exposed. It has been so effective since below are 

going to be named the transversal skills that are most important when it comes to devel-

oping a good professional in the sector. 

People with good communication skills are not only able to perform good communication 

tasks and express their ideas and thoughts well. They are also good listeners, able to give 

the attention needed by anyone who is talking, take notes, be open to new opinions, com-

municate with courtesy and confidence, or even avoid words like "might," "maybe," or " 

possibly". (Akhtar and Hroncich 2020.) 

Many times, a person's body language demonstrates and expresses much more than the 

person's own words. For example, eye contact makes our listener feel respected and sin-

cere. Or, by showing confidence in unnecessary gestures that distract the listener can be 

avoided. 

People with leadership skills are also capable of giving bad news in person, avoiding the 

use of email, thus demonstrating all the sincerity and honesty possible. Also, these people 

have good skills in expressing criticism with respect. (Akhtar and Hroncich 2020.) 

Finally, it should be added that one of the skills for which a good leader and a good pro-

fessional within the world of International Business stands out is an adaptation to 

changes, negotiating skills and being able to find feasible solutions that please everyone 

(Akhtar and Hroncich 2020). 

In conclusion, it can be said that the transversal skills that a good leader must have are 

1. Communication 

2. Resilience and adaptability 

3. Collaboration 

4. Creativity 

5. Self-awareness 

https://www.rsm.nl/
https://www.rsm.nl/
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6. The ability to work under pressure  

7. Cultural sensitivity 

(Rotterdam School of Management, Erasmus University 2017.) 

3.4.2 Main transversal skills in primary education 

During the period when children are in primary education, it is very important to inculcate 

and implant in them adequate values and abilities. This period will completely define the 

later education that the child will receive, and his predisposition to teach, and therefore in 

the distant future his working or professional life. 

That is why in schools, children are educated and taught with values, more than making 

children learn a lot of theoretical knowledge. The main transversal skills that are intended 

to be taught to children in primary school are: 

• Competence in verbal, non-verbal and digital communication. The language sub-

jects developed in primary education aim to improve the ability to interact with 

other people, to understand and to make varied texts in a coherent, cohesive and 

varied way. Also, these language skills help to develop digital competence. (Vasc 

Government 2015.) 

• Competence to learn to learn and think. Language is a fundamental means by 

which people learn. The subjects related to language are also related to the ability 

to learn and think, and through language are achieved the necessary relationships 

to achieve good learning and get a good self-reflection and offers the key to self-

learning. (Vasc Government 2015.) 

• Competition for initiative and entrepreneurship. When you learn to use the lan-

guage you also learn to analyse and solve problems, to make plans and take deci-

sions, and especially to guide your own activity. This is why encouraging language 

skills and abilities promote autonomous activity and improves initiative and entre-

preneurship. (Vasc Government 2015.) 

• Competition for initiative and entrepreneurship. The development of language 

skills is the basis for meaningful negotiation, understanding between different posi-

tions and finally problem-solving. (Vasc Government 2015.) 

• Competence to learn to be themselves and to tolerate differences with others. This 

skill is based on democracy and the attitudes that will make it possible to live to-

gether in a future society. (Vasc Government 2015.) 
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3.4.3 Main transversal skills depending on the country 

Transversal skills are also influenced by the culture of the place where they are being 

developed or taught. This happens because every culture affects its education and has 

some preferences and some characteristics that are considered the optimal ones to be a 

good professional. So as every culture in every country is different, in every country 

professionals with specific skills are required. (Tounsi 2020.) 

In the case of the United Kingdom, the skills that are most valued are communication and 

interpersonal skills, teamwork, time and self-management, decision making and initiative-

taking, and taking responsibility. These skills are generally the most required in central 

Europe, since, as in cultures, there are more common things required according to the 

geographical area. (Tounsi 2020.) 

Secondly, in Nordic and Baltic Countries the qualities most demanded by companies are 

agenda-setting, stakeholder analysis, and negotiating with policy-makers. These skills are 

very typical of these countries where for example punctuality or the ability to distribute 

time are highlighted. (Tounsi 2020.) 

Finally, in Hong Kong and China the skills that companies value most in their workers or 

are most looking for in their new workers are interpersonal and communication skills, team 

management and leadership skills, organization skills, and language skills. These qualities 

are necessary for this area. Its industry is basically dedicated to export so it requires a lot 

of capacity related to language and relationships with people. (Tounsi 2020.) 

3.5 List of transversal skills 

The following is a list of all the 21st transversal skills. It is used in the learning process of 

today's students. During the interviews and the surveys with professionals in the 

education sector and parents, is going to try to identify which ones are the most important, 

and which they believe have a deficit in the current education system. That is why this 

collection has been made because it is necessary to obtain good results from the 

interviews and surveys. To make this compilation I have taken several lists of transversal 

skills and I have been adding each one of them to the list or regrouping them in subgroups 

of 2 or 3 transversal skills that are closely related or form a new one. 

• Innovation, creativity and entrepreneurship 

• Self-learning, initiative and curiosity without fear of failure 

• Problem-solving and unstable environment 
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• Working together 

• Leadership skills 

• Effective oral and written communication 

• Critical thinking 

• Media and information literacy 

• Technological literacy 

• Adaptability (flexibility) 

• Social skills 

• Productivity and efficiency (solution-oriented thinking) 

• Interculturality (intercultural awareness) 

• Ethical, social and professional commitment 

• Commitment to the environment 

• Time planning and management capacity 

(Valencia International University 2015; Romero 2015; Natalia Gónzalez Morga 2018.) 
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4 RESEARCH DESIGN AND METHODS 

4.1 The research design for an empirical study 

To design the study method for this thesis, it was based on the opinion of the experts, who 

in this case are the teachers, had to be taken into account. Therefore, the base is the in-

terviews with the teachers and directors of educational centres. The other important infor-

mation source for the empirical part of the study is the parents' survey. There the parents 

are going to give their point of view about the project and this will serve to improve the 

project. 

The interviews have been designed to cover the opinion of professionals from two points 

of view. Firstly, the principal's point of view provides an overview of project management 

within schools. And secondly, the teacher interview has been designed to give the point of 

view of an education professional who is working with children in their daily lives. 

The interviews have been structured as follows. First, the interviewee was given an intro-

duction to the project so that he or she would understand it and then be able to answer 

the questions. Then the interview was divided into two parts. The first part is the same in 

both interviews where the questions were asked about transversal skills, their importance, 

and how they were implemented in schools and high schools. And the second part, 

where, for the director, there was a reference to the management of the workshops and 

extra-curricular activities inside the schools. And for the teacher, more emphasis was 

placed on the practical way of applying the workshops on how is made to the develop-

ment of transversal skills during the daily life of the children in the class. Another result 

that was obtained from the interviews when asking about transversal skills is that through 

a list of the main transversal skills. It has been possible to study which ones are more de-

veloped and which ones need more training in children. 

All this information has been evaluated qualitatively and quantitatively to obtain the base 

from which to start. So, in this way having clear ideas that first it was necessary to explain 

the technical part of the Business Model Canvas and the transversal skills. And finally, to 

develop a Business Model Canvas of this project. 

As for the survey, a survey of parents of primary school and high school children has been 

carried out in order to have a representative sample.  To do this, the WhatsApp was used 

as a vehicle for transmission, and in this way, the survey can arrive at a diverse sample. 

The aims of the survey are two. First, to better understand if there is a need for the new 

educational company providing transversal skills-oriented workshops for children. And 
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then, to know the parents' opinion about the project's initiative if they would hire it and the 

price they would be disposed to pay. 

In order to choose the sample, a target population of 500,000 children (in the community 

of Valencia) has been considered, as will be explained in the Costumer segment of the 

Business Model Canvas. The confidence level chosen is 90%, and the margin of error is 

10%. With the formula for calculating the sample and this data, the result is that the sam-

ple size must be 69 people. In other words, if the survey is carried out on 69 people, it will 

be a fairly representative survey of the population, with a 90% confidence level and a 10% 

error level. 

4.2 Data collection 

The following diagram explains graphically the data collection process of this thesis.

 

Figure 5 Thesis process 

The project started with two weeks of information gathering. This phase creates a solid 

base for this research project. During these weeks, I did the next tasks: information was 

researched on transversal skills, definitions, expert opinions, the situation and place they 

had in education, the place they occupy now, and the short-term forecast or direction they 

should take to adapt to future technologies and future events, reading articles on the topic 

and on current education, consulting with people specialized in the education sector who 

are currently dealing with children and searching for information in books on project man-

agement and the development of transversal skills. 

After searching for a lot of information, the search for the approach to be given to the re-

search began. And also, the search for an appropriate structure that would cover all the 

needs of the project. First, I tried some approaches for the research where I focused a lot 

on defining the company. But after several weeks of consultations with the thesis supervi-

sor, I found the right structure. Finally, in this phase, I started to work with the interviews 

and the surveys to the parents of the children were developed to obtain their feedback, 
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and then focus on the interviews. These interviews provided us with a professional point 

of view to consider. Furthermore, they also provided some ideas to improve the thesis and 

the development of the Business Model Canvas. On the other hand, the surveys informed 

us of the parents' point of view on the project. 

I carried out a research to know the technical knowledge of the Business Model Canvas 

and the transversal skills. This information was the basis for a later application of the Busi-

ness Model Canvas to the business project being studied in this case. 

After the definition and the search for information on the Business Model Canvas and the 

transversal skills, I started to describe all the blocks of the Business Model Canvas ap-

plied to this project. 

4.3 Data analysis 

This chapter explains the data collection process of the empirical research. At first, the in-

terview questions are analysed. Second, the survey results are introduced and analysed. 

4.3.1 Interview analysis 

Thanks to the interviews very valuable information have been obtained for the project 

since the interviewees have offered the point of view of a professional in the education 

sector. First, the interview with the director (interviewed 1) will be analysed, then the inter-

view with the teacher (interviewed 2). Finally, the survey will be analysed. 

The first interview is with the director of the primary school "Isabel La Católica" in Olleria 

(Valencia). With 22 years as a teacher first, and then since 2008 working as a teacher as 

well as being the director of this school. The second interview is a physical education 

teacher of “Doctor Borrás” in Alfarrasi (Valencia). She has 19 years’ experience as a 

teacher. 

In the interview with interviewee 1, the fact that the teacher is also the director was taken 

into consideration. The interview with interviewee 2 has been done with a point of view 

more focused on the day to day classes. In this way, I can take advantage of the experi-

ence of this interviewee in the education of children. 

The following is an analysis of the interview with interviewee 1. 

Question 1: Below, you will be shown a list of the most common transversal skills, 

could you say which ones you think are the most important in the education of pri-

mary and secondary students (separately)? Which transversal skills do you think 
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students lack in this area or which ones do you think our workshops should em-

phasize? 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 

• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 

The interviewed 1 offers her opinion. She says that the main transversal skills to be in-

cluded in primary and secondary education are innovation, creativity and entrepreneurship 

together with teamwork and critical thinking. 

Question 2: What benefits do you think it could provide to the students who attend 

the workshops? 

Words from the interviewed 1 regarding the children: "And it is good that we instil in them 

the eagerness to know and the enthusiasm for the work they do to stimulate their motiva-

tion and the reward for the effort made" and "Working in a team is the complement and 

the dynamic to share concerns, discoveries, work, different points of view, etc. The same 

students must discover that teamwork, the eagerness to discover, to know, etc. Is the best 

way to work at school and in the future in their adult work". These are words of the inter-

viewed 1 that represent the values that this project wants to transmit in the future. That is 

to say, this opinion represents a part of what this project wants to include in the children.  

Question 3: What is your opinion about the project? Do you see a future for it, do 

you think it is a good idea? 

In the third question of the interviewed 1’s interview. The director expresses the opinion 

that this type of educational program (the workshops) should be in the official curriculum. 

She says that it is because this type of activity should be worked on systematically, that is, 

be integrated within the current educational system. 

Question 4: Do you think it will be difficult to manage this project? 
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In the fourth question in which the director is asked about the management of the project, 

the interviewed 1 says that it should not be difficult to manage this project. The only thing 

that the company should take into account is that the project should work together with the 

assignments. This is to review and analyse the improvements every semester and at the 

end of the course. 

Questions 5 and 6: What problems or inconveniences do you think I will find? Do 

you think I will have any inconvenience with the parents or the students, with the 

law, with the schedules...?  What would be the most convenient way for this busi-

ness project to be able to carry out these workshops in the schools or what would 

be the method to follow?  

Also, in question 5, the interviewed 1 suggests that for secondary education the easiest 

thing would be to include these workshops as an optional subject. This could work be-

cause then the children would have a curriculum for the workshops with weekly courses. 

And this links up with question 6 about the management of the project in primary schools. 

Where the interviewed 1 recommends including the workshops in the subjects and com-

bine the workshops with each didactic unit for the correct work and acquisition of these 

skills. 

Question 7: Is there any organization that already does some kind of similar activ-

ity? 

Another very valuable piece of information that comes out of the interview with the inter-

viewed 1 is that the Polytechnic University of Valencia runs a type of contest to promote 

innovation and entrepreneurship. Although it is only a contest, I discover that children 

have to present a Business Model Canvas of a new and original idea with ecological val-

ues. That activity is very similar to what this company wants to promote. 

Question 8: Proposals to improve the project or things that should change 

Finally, the interviewed 1 offers an opinion on the project. She expresses that the work-

shops should be very specific to combine it with the students' subjects and with each of 

the ages to which it is addressed. This serves to make me see that the workshops must 

be designed specifically for each age group in order to affect the children. 

The following is an analysis of the interview with interviewee 2. 

Question 1: Below, you will be shown a list of the most common transversal skills, 

could you say which ones you think are most important in the education of primary 

and secondary students (separately)? Which transversal skills do you think 
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students lack in this area or which ones do you think our workshops should em-

phasize? 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 

• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 

Interviewee 2 believes that in primary school the main transversal skills are: self-learning, 

teamwork, effective communication, critical thinking and time management. She also says 

that in secondary school the transversal skills that are worked on are more complex. 

Question 2: What ages do you think would be the most appropriate for the work-

shops? 

Regarding ages, interviewee 2 says that the recommendation would be to start working on 

transversal skills from 9 or 10 years old. This should be included in the business idea be-

cause it was thought to start with children of 8 years old. As far as the high schools are 

concerned, she recommends that the transversal skills to be dealt with in each workshop 

should be adapted very well according to the age range. This is because the children 

change from the first to the fourth year of high school. 

Question 3: How do you work on transversal skills in your daily life? Do you know 

of any alternative method that you think would be good to implement to work on 

transversal skills? How would you improve the implementation of transversal skills 

in schools? 

According to interviewee 2, the transversal skills are worked on in the children's daily life. 

Different methods are used such as group activities, cultural weeks, tutoring or collective 

activities with the whole school. According to her point of view, in order to improve the im-

plementation of transversal skills in schools, more time would be needed to work on them. 
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To show that it is a good idea to reinforce transversal skills because it is a company out-

side the school. 

Question 4: What benefits do you think it could provide to the students who attend 

the workshops? 

During this answer, the interviewee expresses her positive opinion towards the project. 

She says that the project would be well accepted by the children if during the workshops 

they feel good and comfortable. This contribution is very important because we have to 

take into account that the children have to like the workshops a lot or they will despise 

them. 

Questions 5 and 6: What is your opinion about the project? Do you see a future for 

it, do you think it is a good idea?  What problems or inconveniences do you think I 

will find? Do you think I will have any inconvenience with the parents or the stu-

dents, with the law, with the schedules...? 

The project seems to be a good idea to the interviewee, although she names some incon-

venient that the project could have. The first is that there are many parts involved in carry-

ing out the workshops, and sometimes it is difficult to get everyone to agree. She also 

says that for it to work and have an effect on the pupils, the workshops would have to be 

very popular with the children. And finally, she says that, as far as the law is concerned, if 

the workshops are after-school hours there would be no problem. From this response, it 

can be concluded that the times at which the workshops would be held should be dis-

cussed. And that the workshops should be very interesting and attractive to the children 

so that they have a good influence on them. 

Question 7: Proposals to improve the project or things that should change 

Finally, as a suggestion, the interviewee recommends that the transverse skills should be 

worked on separately and with much distinction by ages. And finally, she expressed her 

opinion that these workshops would have more effect in high school than in primary 

school. 

4.3.2 Survey analysis 

The following is an analysis of the survey that has been carried out. It could be accessed 

through this link: https://forms.gle/uj1NWxLqzJz4Q24g9 (although it is in Spanish). 

Thanks to the interview the following analysis has been made. 

https://forms.gle/uj1NWxLqzJz4Q24g9
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First, the participants were asked about the transversal skills to introduce them to the sub-

ject. From the first 2 questions, it can be concluded that people think that the 4 most im-

portant transversal skills are (from highest to lowest) "Self-learning, initiative and curiosity 

without fear of failure" (65.2%), "Innovation, creativity and entrepreneurship" (55.1%), "Ef-

fective oral and written communication in several languages" (52.2%) and "Ethical, social 

and professional commitment" (43.5%) and that these together with "Planning and time 

management skills". And they are the ones that should be worked mostly during the work-

shops and the children's daily classes. The following figure shows the percentages that 

each of the survey options (transversal skills) has obtained: 

 

Figure 6 Key transversal skills 

As for the acceptance that the project has had among parents has been quite good. It can 

be observed when asked if they would hire the service that the company would offer, 

78.3% replied that they would, 15.9% that they would hire it but only if the price is low, and 

only 5.8% of parents responded that they would not hire this type of service. 

Regarding the price, the results are very diverse. In the following figure we can observe 

the next results: 4.3% of parents replied that they would pay less than 10 euros, 37.7% 

said they would pay between 10 and 15 euros, 36.2% replied that they would pay up to 20 

euros, and finally, 21.7% of parents would pay between 20 and 25 euros. 
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Figure 7 What people are ready to pay? 

To conclude with the survey, it can be said that the survey sample has been realistic and 

significant. This is reflected in the analysis of the survey respondents, where there is quite 

a lot of equality between men (46.4%) and women (53.6%). This can also be affirmed by 

looking at the academic level of the children of the interviewees (very dispersed), where 

40.6% were from school, 23.2% were from high school, 21.7% of the parents had children 

in primary and secondary school, and 14.5% had children in higher academic stages. That 

means parents of all kinds to capture the views of all segments of the public. 

 

Figure 8 Children academic level 
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Furthermore, it should be added that the population has been quite dispersed, which 

helps the survey to show data that are related. For example, the ages, which are very 

dispersed without focusing on a specific public. Or the annual income, which shows that 

the survey has been answered by people from all types of social classes: 24.6% less than 

15,000, 33.3% between 15,000 and 24,999, 27.5% between 25,000 and 30,000, and 

14.5% more than 30,000. 

 

Figure 9 Annual family income 
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5 BUSINESS MODEL CANVAS FOR THE CASE COMPANY 

Now, the business model will be developed using the Business Model Canvas tool and 

the empirical finding of the thesis. Based on the Business Model Canvas the business 

idea is divided into 9 blocks. These 9 blocks are ordered by their importance and to follow 

a logical order. 

Customer segment 

Many times, the concepts of user and client are used as synonyms, but as in the case of 

buyer and consumer, these concepts have different meanings. 

On this project, the users are children from school and high school who are going to re-

ceive the courses to improve their transversal skills during the school year. Clients are the 

schools because they are the channel through parents and children are accessed. And 

also, the children’s parents who are going to decide if their sons or daughters will assist to 

the courses during the school year. 

In conclusion, the customer segment for this project is children between 8 and 16 years 

old or their parents. Also, the schools because they are the medium where the workshops 

would be conducted or town halls. Because the company can work with the schools or 

with town halls. For example, with the town halls, organising workshops in libraries or chil-

dren centres. I will say that the population of the Valencian Community (one of the 17 au-

tonomous communities that form Spain) will be the population to which the company will 

be directed. If I look at the data of the population of the Valencian Community, the seg-

ment of customers I am targeting is around 9% of the total population by age (datosmacro 

2018). This could be extrapolated to any territory or population because the data from 

other territories are similar, and the scope of the company could change. The population 

of the Valencian community is about 5 million inhabitants. Therefore, I can say that the 

customer segment is about 450,000 people (children in this case). Also add that in the Va-

lencian Community there are a total of 1,374 schools (Valencian Generalitat, Ministery of 

Education. culture and sport 2019) and 709 high schools (Valencian Generalitat, Ministery 

of Education, culture and sport 2019). 

Value proposition 

If the companies are observed and their way to engage new people and professional peo-

ple to the job vacancies, I discover that companies usually take into account key skills or 

transversal skills. This happens because the transversal skills show the abilities of the 

candidates and how they are not only machines who know learn information from books 
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and write it into the exams. Transversal skills show how the employees can work with their 

partners or other skills that are not demonstrated in the exams, like being a good profes-

sional and demonstrating that you are a person capable of reacting to unknown situations. 

If the educational system nowadays in Spain is analysed, I can see that there are some 

needs to be covered in schools and high schools. Then I also see that transversal skills 

are included in the curriculum. But there are no activities that implement transversal skills 

exclusively, transversal skills are only involved in some activities of the theoretical sub-

jects. 

For these reasons, the value proposition of this project is to implementing transversal 

skills in current education. Also, to promote some transversal skills that are being under-

valued right now. And finally, children develop for their future incorporation into the world 

of work.  

This solution is going to help the children to improve their key skills like innovation, entre-

preneurship, proactivity, self-learning, ecology, free-thinking, responsibility and decision-

making, self-learning, interpersonal communication, flexibility, time management, leader-

ship, creativity, and problem-solving or teamwork. It is here where the added value of this 

project is because the courses are going to improve their key skills so that they will be bet-

ter future professionals. 

With all this information I will define the mission and vision of the company. It is very im-

portant to establish these concepts well because they are the basis from which the whole 

company starts. 

• Mission: improving society through the promotion of transversal skills in today's ed-

ucation from an ecological and democratic point of view. 

Smart kids, better future. 

• Vision: to promote transversal skills to improve the education system in the training 

of future professionals through our courses based on transversal skills and ecol-

ogy, respect, and global democracy. 

The future is now, let’s create a better future. 

After explaining the mission and vision of the company, I will explain the main objectives 

that the company has, only from a qualitative point of view. In this way, the objectives will 

be more real without the numbers interfering and thus be able to define what the company 

wants to achieve. 
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• Improving children's education through transversal skills. 

• To achieve equality and respect among all children by promoting intercultural 

awareness. 

• Instilling in children ecological and life cycling thinking in search of a future for a 

better world. 

• To reinforce children's self-confidence and promote innovation and entrepreneur-

ship by making them lose their fear of failure. 

• Make parents understand the importance of transversal skills in children's educa-

tion. 

Channels 

This block is where the company will arrive to the customers to buy the service, connect-

ing the value proposition with the customer segment. 

The communication or promotion of the company has many ways. Firstly, through the in-

ternet, creating our website where the company will publish weekly blogs about the work-

shops and news related to the education of children and transverse skills. On the web, 

parents can easily register online to follow our news or our blog. Also, through social net-

works such as Facebook and Instagram. There the company can promote our workshops 

as well as communicate to people how much fun the children have while learning. The 

company will also use physical media such as a magazine for advertising as well as some 

reporting for people who prefer physical media and do not attend Facebook, Instagram or 

the website. In the educational centres the company will also distribute informative flyers. 

In this way, parents are going to be informed about the possibility that their children can 

participate in the workshops. This can serve as a first contact.  

Through local organizations, it could also be possible to establish a way of communication 

between the company and our market segment. As well as schools, which, if we have 

partnerships, could more easily obtain the company's services. Another option with these 

alliances is that the company can offer extracurricular activities at the school. 

In addition, through electronic media, surveys will be conducted with parents and ques-

tionnaires will be available. Especially for customers to express their opinion of the service 

so that it can be evaluated and improved. 
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Finally, attendance at fairs and events will be another way of making ourselves known. 

Especially at events that have an educational purpose so that the company is associated 

with a good image from the beginning. 

Customer relationship 

The relationships that have to be established are close. This is because parents have to 

entrust the company with their children's education and progress. This means that per-

sonal relationships with the parents in the workshops. Personal relationships will also be 

established with the children in the workshops, to achieve the objective that the children 

do not think of the workshops as homework but instead as a fun way to learn. 

Other ways of having a relationship with customers are to attend to customers, parents or 

schools, through e-mail to solve doubts or set up meetings, and to answer all the requests 

they make through social networks. Or surveys to parents and children to receive their 

feedback on the service and be in continuous progress. This and the continuous commu-

nication with study centres will allow us to retain and increase our clients. 

These services are not very expensive for the company because everything depends on 

the company without needing some external resources outside the company. 

Finally, through the website, a community will be created where parents can consult the 

forum and the blog, creating a personal, direct and long-term relationship with the commu-

nity. 

Revenue streams 

For this company case, the revenue model is very simple. This is because its service is 

offered to a very concrete target market because the service is focused on schools and 

high schools. Thus, the segments are the parents of the children who are going to receive 

the courses and more concrete children between 8 and 16 years old. Furthermore, of this 

course, the company can give some talks to the parents to let them know the importance 

of key skills after the theoretical knowledge and the improvement that it can add to their 

sons and daughters. Here would be the opportunity to raise awareness among parents of 

children who want to attend these courses, since by making them participate in the activity 

and that they know what the children will do would be more satisfied with the service of-

fered by the company. 

The company is going to earn money is by charging a price that would be between 15 and 

20 euros per child. It can be considered a relatively small figure for a course dedicated ex-

clusively to children in addition to the talks to parents. In this way, the company could 
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have two workshops a day during the morning and in the afternoon give talks to parents 

explaining the importance of key skills. If between 20 and 25 children attend each work-

shop, the company achieve an income of between 12,000 (=15 euros*20 children*2 work-

shops per day*20 days) and 20,000 (=20 euros*25 children*2 workshops per day *20 

days) per month. Taking into account that the expenses would be minimal, it could be 

considered that the company has a good revenue model. These prices for the company's 

service have been obtained from the parent survey. The results were very dispersed. But 

this price has been set for the service of the company because it is an average amount, to 

try to capture the maximum number of customers. 

How the company will receive money from the workshops can be very diverse. In the be-

ginning, the parents will pay for the workshops that their children attend. There could be a 

problem that some parents refuse to pay because of financial difficulties. This has two so-

lutions. The first one is that the parents go to the town hall, which will pay for the work-

shop. The second solution is to always leave some places for free, i.e. in all the work-

shops, some places would be given for free to the parents who have financial difficulties. 

The work of choosing which parents are allocated to them would be the responsibility of 

the school management. The other way for the company to receive money is through gov-

ernment subsidies. The parents' associations can also pay for the workshops, and finally, 

with public money from the school to promote the education of its students. 

Key resources 

The company will need staff with technical knowledge on the subject. Specifically, 2 peo-

ple would be employed. One more focused on helping in the execution of the workshops 

to the children and the talks to the parents. And a second person dedicated to office work, 

marketing, support and customer service, and management of the website and social net-

works. This means that the company will also need a place to have an office with furni-

ture, tools, office equipment, computer equipment, etc. These people will require intellec-

tual knowledge because without them the company's value proposal cannot be carried 

out. 

Also, school materials and other physical equipment such as projectors, screens, and 

other materials will be needed to run the workshops. 

On the financial side, some monetary resources will be needed to start, although it will not 

be very high because the activity of the company does not need much investment. 

Finally, the online platforms will be used to carry out the surveys and for the website. 

Key activities 
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This project proposes to carry out workshops in the morning during school hours for chil-

dren between 8 and 16 years old. These workshops will focus on promoting and improv-

ing transversal skills through playful and ludic activities where children have fun and learn 

at the same time. Meanwhile, in the afternoon, there will be talks for the parents of the 

children who have attended the workshops. In these talks, they will be told about the value 

of transversal skills in their children's education, how they influence their education and 

their future, and how the workshops have gone with their children. It is going to show how 

important it is to invest in their children's education to make them good professionals in 

the future. 

The key activities of this company are first to make good use of marketing to get to know 

the company and its functioning. Subsequently, the workshops for children and educa-

tional talks for parents. As this is the daily work of the company in addition to the talks to 

parents is achieved to strengthen our position in the market by offering a good image. Be-

cause if this key activity is not done, the results could be distorted by children. And finally, 

the company must obtain agreements with the schools so that our services are contracted 

annually for all courses and classes.  This is fundamental to consolidate our position in the 

market. 

In addition to these key activities, in the following years, the company will try to expand 

the business model to the maximum number of schools and high schools as possible. To 

achieve my ideal business model, which is to have contracts with many schools, where 

workshops will be made annually to all classes. This reinforces the results that the work-

shops will have on the children. And it causes that every year the children will implement 

new skills as the workshops are adapted to their ages and academic needs. 

Finally, just to add that after all the talks and activities with the parents and children, they 

will be invited to take a survey. Through this survey, the company will be able to obtain 

everyone's opinion. As well as receive feedback on the workshops and talks so that the 

company is always improving 

Key partners 

To start with the activity, the company will have to establish alliances with schools and in-

stitutes, with student delegation associations, student associations, etc. These agree-

ments or relationships will also carry out part of the company's marketing function. 

For the design of the company's website, a designer and a programmer will be needed to 

create the website. 
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Educo is an NGO (Non-Governmental Organization) that has been working for more than 

25 years in favor of children and support of their rights. Especially the right to receive an 

equitable and quality education with values of social commitment, equity and respect. The 

agreements with this organization would help the company for families to turn to it when 

they cannot afford to pay the children for the workshops offered by the company. 

Finally, agreements will also be made with the regional governments where the company 

works to try to establish a stable business model, and with the town or city hall to carry out 

the same type of activities, but in public libraries. 

Cost structure 

As in all businesses, in the beginning, it is necessary to invest to be able to start with the 

activity of the company. Although in this case, the investment would not be very big. It 

would only be necessary school material, projectors, projector screens, and computers 

both to carry out the workshops and for the office, besides furniture, tools, office equip-

ment, computer equipment, etc. 

Costs can be divided into fixed costs and variable costs. The fixed costs of the company 

are the salary of the employee in the office ( around 1,100€ per month because he or she 

is only needed for part-time), and the salary of the employee who helps with the work-

shops and the talks (around 1,800€ per month), the rent of the office (around 400€ per 

month), and services of fixed cost as the Internet or the telephony (around 100€ per 

month). On the other hand, the variable costs of the company are water and electricity of 

the office, transport of the employees to the centre where the workshops are given (which 

is variable because the workshops are not always held in the same school or high school), 

commissions and company taxes, which will depend on the company's profits, and the 

cost of marketing or advertising, which is variable as it depends on the course of the com-

pany. 

Next, the Business Model Canvas will be shown in a figure, this tool is based on the de-

velopment of 9 the 9 blocks in which a company is divided. After the development of these 

blocks, this tool permits to summarize the blocks in a table, so that all the information is 

ordered easily and logically to understand. 
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Figure 10 Business Model Canvas 
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6 CONCLUSIONS 

This chapter is to conclude the thesis with the main findings for the research questions. It 

is also an evaluation of the feasibility of the project with a short summary of the Business 

Model Canvas and of the main transversal skills in the schools and high schools taking 

into account the interviews and the surveys. 

The purposes of this thesis are first to understand the transversal skills of the current edu-

cational system. Then to understand the transversal skills that are lacking in practice. And 

thirdly, to create a Business Model Canvas from a business idea I had. The business case 

is still to be developed a lot, but this thesis would be a good base to finish the develop-

ment of this business case. With the Business Model Canvas tool, I have managed to de-

fine all the parts of the company. It follows a structure easy to understand and that also 

follows a logical order to define well all the blocks. This model could also be used to famil-

iarize new employees with the company, to show people how the company works or even 

to make presentations to potential investors. 

6.1 Answers to research questions 

The sub-questions are answered first as they have a supporting role in answering the 

main research question. The main research question will be answered at the end of this 

chapter, after answering the sub-questions. 

How to implement a business model canvas? 

Business Model Canvas is the tool for business strategy experts where a company is rep-

resented by 9 blocks. Its objective is to facilitate a process of thinking about a business.  

Before carrying out the Business Model Canvas of the project, a section was dedicated to 

explaining all the parts of this tool. After the explanation of these 9 blocks, the Business 

Model Canvas was completed with the information of this company. Making all the blocks 

complete, and having made a detailed description of a business idea using this tool that 

allows expressing the ideas clearly and logically. 

What kind of transversal skills is missing from the current curriculum? What kind of 

skills are needed in the future? 

Education is designed to prepare children very well in a theoretical way. This has changed 

over the years to where it is now, where the transversal skills of children are becoming 

more important. This is because this form of teaching is more effective for children's de-

velopment and they will become better professionals in the future. For example, the 
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following transversal skills are becoming increasingly important in education: innovation, 

creativity and entrepreneurship; self-learning, initiative and curiosity without fear of failure; 

problem-solving and unstable environment; teamwork; critical thinking; productivity and 

efficiency; ethical, social and professional commitment; or commitment to the environ-

ment. 

These types of transversal skills, together with some more future-oriented ones such as 

technological literacy, capacity for planning and time management, initiation into robotics, 

assertiveness, or emotional education, are the type of transversal skills that will help chil-

dren in the future. These skills help them to adapt quickly to new unstable environments, 

and to know how to manage adverse situations in order to achieve their objectives. 

Although for this method to be effective, methods need to be applied to improve transver-

sal skills in an independent way and not in common with some subjects. The thing which 

is what is done in schools today as the curriculum dictates. To achieve this added value in 

the education of children, this business idea has emerged. 

How feasible is the idea to set up an “education company” providing future trans-

versal skills for the target group of Spanish children? 

To answer this question, I have used the Business Model Canvas tool. It serves to de-

velop the idea of the project through this tool has been checked all the resources that 

would be needed to start this project. Apart from much information as key activities, cus-

tomers and other issues have been defined to make a full description of this project that 

can become a company in the future. 

If you look at the Business Model Canvas you can see that the idea of carrying out this 

project is quite feasible, this can be said for the following reasons. The resources that 

would be needed are very few. The clients (the parents) and the consumers (the children) 

are there and they are not going to move. And even if these children disappear, new chil-

dren will appear in the schools that will become our target market. The expenses that the 

maintenance of the project would have would not be very high.  So, if a global vision is 

seen, it can be concluded that the costs of starting the activity would not be very big. And 

the expense of maintaining the activity of the company would not be very big. So, if it is 

achieved to have a stable income and progress in the market. Obtaining more and more 

market share, the business model of this company could be considered safe, with few ex-

penses, and ensuring income if the company does its job well. 

Also, these claims that the company would have an income if it did its job well are sup-

ported by the parents. They have shown a good acceptance of the business idea through 
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the survey. It seems that they would be willing to hire the service of the company, even 

periodically. There could be courses from time to time such as a course every quarter or 

courses annually, adapting the courses to the growth of the children. 

6.2 Validity and reliability 

Reliability and validity are concepts that are used to check the quality of the research. 

They indicate whether a method has been used correctly and whether the results are what 

they should be. When conducting research, it is important to consider the reliability and 

validity of the planning of methods, and the writing of results. (Middleton 2020.) 

Reliability refers to the variation that results can suffer by measuring with the same instru-

ments and under the same conditions. The validity, on the other hand, refers to the com-

parison of the results of the research with the supposed results that should have been ob-

tained. Normally these two terms go together if an investigation has high reliability it is an 

indicator that the measurements will be valid as well. These concepts are more valuable 

in quantitative research than in qualitative research. (Middleton 2020.) 

This research can be considered as having good reliability and validity. On the one hand, 

the reliability is high because it has been diversified as much as possible. In the inter-

views, a principal who is also a teacher has been asked, and another teacher, to cover all 

points of view and opinions, and this adds validity to the research. On the other hand, only 

two teachers have been interviewed, a limitation because it gives reliability, but does not 

give so much. It would have been much better if a larger range of teachers had been inter-

viewed. 

 And the survey can also be considered reliable because it has a confidence level of 90%, 

a margin of error of only 10%. Besides, 69 interviews were necessary to meet these re-

quirements, and all 69 surveys have been obtained. And finally, the surveys were carried 

out on a very varied sample, among men and women, and among parents who had chil-

dren at different stages of education. Although it is the same case as with the interviews. If 

the survey had been conducted with more people, it would have been more reliable and 

valid. 

On the other hand, the validity, I also consider it is high since the results obtained in the 

interviews and surveys have been very similar to the expected. The acceptance among 

teachers and parents has been very high. The thing which was to be expected because 

these workshops add value to the children's education, and the parents always want to in-

crease. This remains to be checked. Because even if this has validity, by the time parents 

have to pay, they may change their opinions. 
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6.3 Suggestions for further research 

On the way to turn this project into a real business, some further studies are required. 

First of all, a more in-depth study of the schools and the subjects taught is needed, so that 

the company knows what format the workshops should be in once it begins its activity. 

On the other hand, it would be necessary to carry out a more detailed analysis, of the 

company with some more tools such as a SWOT or a PESTEL, and of the company's 

environment, analysing the microenvironment, the macroenvironment. It would be also 

necessary for an analysis of Porter's 4 forces to know the company's competition and 

which services are substitutive or complementary to the service that this project would 

offer. 

Finally, to finish with the conclusion, add that it should be chosen which legal form the 

company should acquire and have clear its operation with its rights and obligations. 

Taking into account that legal form facilitates the company to start the workshops in 

schools.  
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7 SUMMARY 

In this thesis, three main objectives will be developed. The first is to develop good infor-

mation based on transversal skills and to understand their importance in the educational 

development of today's children. If they develop good transversal skills, they will have a 

faster adaptation to the world of work as well as better abilities to work in teams or in the 

face of difficulties. The second objective is to investigate the transversal skills of the Span-

ish educational system and which transversal skills have some deficits when they are im-

plemented during classes. And finally, the realization of a Business Model Canvas devel-

oping the business idea. This idea in the future could become an entrepreneurial company 

that helps to improve the education of some children. 

This whole process was based on the interviews where two professionals from the educa-

tion sector offered their point of view of transversal skills and their opinion on the company 

project. In addition to these interviews, a survey was also carried out with parents to find 

out their interest in the project and their point of view on transversal skills. 

Today, transversal skills are playing a very important role in children's education. This is 

because these skills that children acquire during their learning phase will make them grow 

as people. The transversal skills also prepare for new challenges, to have initiative and in-

terest in new subjects or things as simple as losing the fear of trying new things. 

This situation where these capabilities are so important has been caused by the changing 

world that exists today. Five world forces are the main promoters of these changes 

globally, the force of technology, the force of globalization, the force of demography and 

longevity, the force of society and the force of energy resources. 

The idea of the company is based on these events. The children have a lack of develop-

ment in some areas of transversal skills. So, the project of the company is based on the 

realization of workshops. The workshops are going to develop the education of children in 

a fun way, changing the monotony of children learning technical knowledge. 

To develop this business case, I have used the Business Model Canvas. This tool allows 

describing the project dividing it into 9 blocks, where each one is dedicated to a funda-

mental part of the business idea. Using this tool, I have described things like the compa-

ny's resources needed, its key activities, its channels to reach the customer, its value 

proposition or its cost model. 



49 

LIST OF REFERENCES 

Written References 

Marshall, C. 2003 International Trade. New York: Palgrave Millan 

Osterwalder, A. & Pigneur, Y. 2010 Business Model Generation. New Jersey: John Wiley 

& Sons. 

Saunders, M., Philip L., and Adrian T. 2009 Research Methods for Busines Students. 

Harlow: Prentice Hall. 

Trzmiel, B. 2015 UNESCO Office Bangkok and Regional Bureau for Education in Asia 

and the Pacific. Paris: United Nations Educational, Scientific and Cultural 

Organization. 

Vliet, H. van. 2014. The added value of business models. Applied research. Research 

Group Crossmedia. Amsterdam: Hogeschool van Amsterdam. 

Digital References 

Akhtar, A & Hroncich, C. 2020. 20 soft skills every leader needs to be successful. Insider 

Inc. [accessed February 27, 2020]. Available at: 

https://www.businessinsider.com/soft-skills-leaders-need-for-success-2016-

4?IR=T  

Akhtar, A. 2019. Bosses, take note: Workers say lack of engagement is a top reason 

they’d quit their jobs. Insider Inc. [accessed February 27, 2020]. Available at: 

https://www.businessinsider.com/the-main-reason-an-employee-would-quit-a-job-

2019-6?IR=T  

Belyh, A. 2015. Revenue Streams In Business Model Canvas. Cleverism [accessed 

March 13, 2020]. Available at:  https://www.cleverism.com/revenue-streams-in-

business-model-canvas/  

Center for Innovation and Entrepreneurship Olympus. 2015. Revenue Models. Carnegie 

Mellon University [accessed February 05, 2020]. Available at: 

https://www.cmu.edu/swartz-center-for-entrepreneurship/assets/revenue-

models.march-2015.pdf  

Codina, L. 2018. Research questions in doctoral theses and academic papers. 

lluiscodina.com [accessed January 23, 2020]. Available at: 

https://www.lluiscodina.com/preguntas-de-investigacion-tesis-doctorales/  

Datosmacro. 2018. Population Pyramid of the Valencian Community. Datosmacro 

[accessed March 21, 2020]. Available at: 

https://datosmacro.expansion.com/demografia/estructura-poblacion/espana-

comunidades-autonomas/valencia  

DGIPYME in cooperation with "Soanish Government”. 2013. Ministry of Industry, Trade 

and Tourism. Business plan [accessed January 27, 2020]. Available at: 

https://planempresa.ipyme.org/InfGeneral/PlanDeEmpresa  

Dudovskiy, J. 2018. “Writing a disseration.” Research Methodology. [accessed January 

28, 2020]. Available at: https://research-methodology.net/research-

methodology/research-approach/  



50 

Ehrenberg, D. 2017. 7 steps to Developing Your Revenue Model. Accelo [accessed 

March 13, 2020]. Available at https://accelo.com/resouces/blog/7-steps-to-

developing-your-revenue-model/  

Edraw 2017. General Business Model Canvas Template. Edraw by wondershare 

[accessed Febrauary 17, 2020]. Available at https://www.edrawsoft.com/template-

general-business-model-canvas.php 

Educaweb. 2015. Transversal skills and their importance in employability. Educaweb 

[accessed January 27, 2020]. Available at: 

https://www.educaweb.com/noticia/2015/04/16/competencias-transversales-su-

importancia-empleabilidad-16406/  

Emprechtinger, F. 2018. What is Business Model Canvas and how does it work? LEAD 

Innovation Management [accessed February 15, 2020]. Available at: 

https://www.lead-innovation.com/english-blog/what-is-business-model-canvas 

Entrepreneur Europa. 2017. Customer Relationships. Entrepreneur [accessed March 14, 

2020]. Available at: https://www.entrepreneur.com/encyclopedia/customer-

relationships  

Epperhart, B. 2015. Developing Key Activities: Business Model Canvas. WealthBuildiers 

[accessed March 12, 2020]. Available at: 

https://wealthbuilders.org/blog/2015/03/30/developing-key-activities-business-

model-canvas/ 

Escudero Cuevas, J. 2019. How a Canvas model is made. Emprendedores [accessed 

March 11, 2020]. Available at: 

https://www.emprendedores.es/gestion/a27644/modelo-3/  

García, W. 2014. Pedagogy: What are transversal skills? Utelblog [accessed February 25, 

2020]. Available at: https://www.utel.edu.mx/blog/rol-personal/pedagogia-que-son-

las-competencias-transversales/  

Glasbeek, S. 2018. The importance of transversal skills and competences for young 

people. Aegee [accessed February 21, 2020]. Available at: 

https://www.aegee.org/policy-paper-the-importance-of-transversal-skills-and-

competences-for-young-people-in-a-modern-europe/  

Gomez, M. 2017. How does the teaching-learning process work? e-Learning Masters 

[accessed January 27, 2020]. Available at: 

http://elearningmasters.galileo.edu/2017/09/28/proceso-de-ensenanza-

aprendizaje/  

Gónzalez, N & Pérez, J & Martínez, M. 2018. Development of Transversal Competences 

at the University of Murcia: Strengths, Weaknesses and Proposals for 

Improvement. Scielo [accessed March 02, 2020]. Available at: 

http://www.scielo.org.pe/scielo.php?script=sci_arttext&pid=S2223-

25162018000200005&lng=es&nrm=iso&tlng=es  

Hemmer, M. 2016. Why a Business Model Canvas is Important to Organizational 

Innovation [accessed March 11, 2020]. Available at: http://blog.onefire.com/why-a-

business-model-canvas-is-important-to-organizational-innovation 

Holcombe, C. 2016. Customer relationships. Ecommerce-digest [accessed March 13, 

2020]. Available at: http://ecommerce-digest.com/customer-relationships.html 

https://www.edrawsoft.com/template-general-business-model-canvas.php
https://www.edrawsoft.com/template-general-business-model-canvas.php
https://wealthbuilders.org/blog/2015/03/30/developing-key-activities-business-model-canvas/
https://wealthbuilders.org/blog/2015/03/30/developing-key-activities-business-model-canvas/


51 

Horn, J & Lovallo, D & Viguerie, P. 2005. Beating the odds in market entry. 

McKinseyQuarterly [accessed March 13, 2020]. Available at: 

https://www.mckinsey.com/business-functions/strategy-and-corporate-finance/our-

insights/beating-the-odds-in-market-entry 

Hudadoff, P. 2009. The Customer Value Proposition, Differentiation through the Eyes of 

Your Customer. Applied Product Marketing LLC [accessed March 11, 2020]. 

Available at: http://www.engr.colostate.edu/~marchese/stese/reading2.pdf 

Juncal, S. 2019. How to Build a Product Roadmap Based on a Business Model Canvas. 

ProductPlan [accessed March 11, 2020]. Available at: 

https://www.productplan.com/business-model-canvas/  

López, S. 2012. What need does your product actually solve? Think Big/Empresas  

[accessed February 01, 2020]. Available at: 

https://empresas.blogthinkbig.com/que-necesidad-resuelve-en-realidad-tu-

producto/  

Marketing Mo. 2014. Marketing Ghuides, distribution channels [accessed March 14, 

2020]. Available at: http://marketingmo.com/strategic-planning/how-to-develop-

your-distribution-channels/ 

Middleton, F. 2020. Reliability vs validity: what’s the difference. Scribbr [accessed March 

24, 2020]. Available at: https://www.scribbr.com/methodology/reliability-vs-validity/ 

Muñoz, G. 2008. Importance of Transversal Competences in the professional profile of the 

teacher: Proposal of objectives in initial training. Educaweb  [accessed February 

15, 2020]. Available at: 

https://www.educaweb.com/noticia/2008/06/09/importancia-competencias-

transversales-perfil-profesional-maestro-propuesta-3037/  

Opyt, B. 2019. Why Are Soft Skills So Hard? Trainingindustry  [accessed March 10, 2020]. 

Available at: https://trainingindustry.com/articles/leadership/why-are-soft-skills-so-

hard/  

Parsons, N. 2018. What Is a SWOT Analysis, and How to Do It Right (With Examples). 

LivePlan [accessed January 28, 2020]. Available at: 

https://www.liveplan.com/blog/what-is-a-swot-analysis-and-how-to-do-it-right-with-

examples/  

Polytechnic University of Valencia. 2015. Frequently asked questions on transversal 

competences UPV. UPV [accessed February 24, 2020]. Available at: 

https://www.upv.es/entidades/ICE/info/U0702443.pdf  

Portillo, I. 2016. The Evolution of Human Society. Conicet Mendoza [accessed February 

15, 2020]. Available at: 

https://www.mendoza.conicet.gov.ar/portal/novedades/index/la-evolucion-de-la-

sociedad-humana  

Romero, M. 2015. Transversal skills, the basis of Learning for Life. EAN University 

[accessed March 02, 2020]. Available at: 

http://recursos.portaleducoas.org/sites/default/files/5073.pdf  

Rotterdam School of Management, Erasmus University. 2017. 5 skills you need for 

international business success. Rotterdam School of Management [accessed 

https://www.mckinsey.com/business-functions/strategy-and-corporate-finance/our-insights/beating-the-odds-in-market-entry
https://www.mckinsey.com/business-functions/strategy-and-corporate-finance/our-insights/beating-the-odds-in-market-entry
https://www.scribbr.com/methodology/reliability-vs-validity/


52 

February 27, 2020]. Available at: https://www.iamexpat.nl/education/education-

news/5-skills-you-need-international-business-success 

Saylor Academy. 2012. “Principles of Sociological Inquiry: Qualitative and Quantitative 

Methods.” Saylordotorg [accessed January 28, 2020]. Available at: 

https://saylordotorg.github.io/text_principles-of-sociological-inquiry-qualitative-and-

quantitative-methods/s05-03-inductive-or-deductive-two-dif.html  

Spanish Government. 2014. Official State Bulletin Basic Primary Education Curriculum 

Royal Decree 126/2014. Spanish Governtment  [accessed February 16, 2020]. 

Available at: https://www.boe.es/buscar/pdf/2014/BOE-A-2014-2222-

consolidado.pdf 

Streefkerk, R. 2019. Inductive vs. deductive reasoning. Scribbr [accessed January 28, 

2020]. Available at: https://www.scribbr.com/methodology/inductive-deductive-

reasoning/  

Tounsi, M. 2020. Cultural Differences: What Soft Skills Are Important in Global Markets? 

speexx [accessed February 27, 2020]. Available at: 

https://www.speexx.com/speexx-blog/important-soft-skills-in-global-markets/  

Tradestart. Market strategies. Tradestart [accessed March 13, 2020]. Available at: 

http://www.tradestart.ca/market-entry-strategies  

Universia. 2019. Top 10 Transversal Skills Valued by Employers. Universia news  

[accessed January 27, 2020]. Available at: 

https://noticias.universia.net.co/practicas-empleo/noticia/2016/05/11/1139319/10-

competencias-transversales-valoradas-empleadores.html  

Valencia International University. 2015. Five advantages of transversal skills. 

universidadviu.es [accessed February 25, 2020]. Available at: 

https://www.universidadviu.es/cinco-ventajas-de-las-competencias-transversales/  

Valencian Generalitat, Ministery of Education, culture and sport. 2019. Valencian 

Generalitat  [accessed March 21, 2020]. Available at: 

http://www.ceice.gva.es/es/web/centros-docentes/e.s.o.  

Valencian Generalitat, Ministery of Education. culture and sport. 2019. Valencian 

Generalitat [accessed March 21, 2020]. Available at: 

http://www.ceice.gva.es/es/web/centros-docentes/educacion-primaria  

Vasc Government, Decree. 2015. “Basic Education Curriculum Annex II of the Decree 

236/2015.” Vasc Government [accessed March 03, 2020]. Available at: 

http://noticias.juridicas.com/base_datos/CCAA/566651-d-236-2015-de-22-dic-ca-

pais-vasco-se-establece-el-curriculo-de-educacion.html 

Yanez, D. 2017. What is the Research Focus? Main Types. lifeder.com [accessed 

January 28, 2020]. Available at: https://www.lifeder.com/enfoque-investigacion/  

 

https://www.boe.es/buscar/pdf/2014/BOE-A-2014-2222-consolidado.pdf
https://www.boe.es/buscar/pdf/2014/BOE-A-2014-2222-consolidado.pdf
http://noticias.juridicas.com/base_datos/CCAA/566651-d-236-2015-de-22-dic-ca-pais-vasco-se-establece-el-curriculo-de-educacion.html
http://noticias.juridicas.com/base_datos/CCAA/566651-d-236-2015-de-22-dic-ca-pais-vasco-se-establece-el-curriculo-de-educacion.html


53 

APPENDIX 

Appendix 1: Common interview introduction 

Hello, I am Manuel Terol Pastor, student of "International Business" at LAB University in 

Lahti, Finland. 

For my thesis work, I am going to interview you to get a point of view of a professional 

with experience in the sector.  Then I will give you a short summary to explain the topic of 

the thesis because for the interview you need to have a basic idea about this final year 

job. After this introduction, you will proceed to the interview. 

This project is based on a business idea in which a company would be dedicated to carry-

ing out courses and activities through which the children would develop some transversal 

skills in greater depth. Also, a workshop would also be given to the parents of the children 

attending the workshop to explain the importance of transversal skills. 

A transversal skill is a characteristic of the person that comes into play when responding 

to a request from the organisational environment and which is important in the work envi-

ronment to transform knowledge into behaviour. The term is used to indicate skills that are 

broad-spectrum, not specific to a profession or organizational environment, and is applica-

ble to a variety of tasks and contexts, no matter what the individual's expertise is. 

The idea is based on children's lack of some transversal skills, which are increasingly im-

portant in preparing children for future entry into the world of work. These workshops 

would be a fun way to reinforce these transversal skills in primary and secondary school 

children, taking into account that some transversal skills should be developed according to 

age. 

The 3 priorities of the thesis are, to understand the importance of transversal skills in the 

current education system, then to discover which transversal skills are missing today, to 

improve them in children's learning. And finally, to make a business plan that describes 

the future company that will be based on the idea of carrying out workshops to cover the 

lack of these transversal skills that they have. 

Appendix 2: Teacher interview 

1. Below, you will be shown a list of the most common transversal skills, could you 

say which ones you think are most important in the education of primary and sec-

ondary students (separately)? Which transversal skills do you think students lack 

in this area or which ones do you think our workshops should emphasize? 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 
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• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 

2. What ages do you think would be the most appropriate for the workshops? 

3. How do you work on transversal skills in your daily life? Do you know of any alter-

native method that you think would be good to implement to work on transversal 

skills? How would you improve the implementation of transversal skills in schools? 

4. What benefits do you think it could provide to the students who attend the work-

shops? 

5. What is your opinion about the project? Do you see a future for it, do you think it is 

a good idea? 

6. What problems or inconveniences do you think I will find? Do you think I will have 

any inconvenience with the parents of the students, with the law, with the sched-

ules...? 

7. Proposals to improve the project or things that should change 

Appendix 3: School manager interview 

1. Below, you will be shown a list of the most common transversal skills, could you 

say which ones you think are most important in the education of primary and sec-

ondary students (separately)? Which transversal skills do you think students lack 

in this area or which ones do you think our workshops should emphasize? 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 

• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 

2. What benefits do you think it could provide to the students who attend the work-

shops? 

3. What is your opinion about the project? Do you see a future for it, do you think it is 

a good idea? 

4. Do you think it will be difficult to manage this project? 

5. What problems or inconveniences do you think I will find? Do you think I will have 

any inconvenience with the parents of the students, with the law, with the sched-

ules...? 
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6. What would be the most convenient way for this business project to be able to 

carry out these workshops in the schools or what would be the method to follow?  

7. Is there any organization that already does some kind of similar activity? 

8. Proposals to improve the project or things that should change 

Appendix 4: Survey 

Hello, I am Manuel Terol Pastor, student of "International Business" at LAB University in 

Lahti, Finland. 

This project is based on the business idea of a company dedicated to the realization of 

workshops and ludic activities through which children would develop more deeply some 

transversal skills in a fun way, once they have analysed their school environment and 

seen the existing deficiencies. Also, a workshop would also be given to the parents of the 

children attending the workshop to explain the importance of transversal skills and their 

application in the education of children. 

The term is used to indicate skills that are wide-ranging, not specific to a profession or or-

ganisational environment, and are applicable to a variety of tasks and contexts, without 

taking into account a person's technical knowledge. These skills are very important in chil-

dren's development and later in their entry into the world of work. 

(Anonymous survey) 

1. Choose 5 of the following transversal skills that you think are most important for 

your child's education 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 

• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 
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2. Choose 5 of the following transversal skills that you think should be implemented 

in these workshops because you believe that not enough time is devoted to these 

transversal skills. 

• innovation, creativity and entrepreneurship 

• self-learning, initiative and curiosity without fear of failure 

• problem-solving and unstable environment 

• teamwork 

• leadership skills 

• effective oral and written communication in several languages 

• critical thinking 

• media and information literacy 

• technological literacy 

• adaptability (flexibility) 

• social skills 

• productivity and efficiency (solution-oriented thinking) 

• interculturality (intercultural awareness) 

• ethical, social and professional commitment 

• commitment to the environment 

• time planning and management capacity 

3. Can you think of any other transversal skills not listed above? 

• No 

• Other:  

4. Would you contract this service that complements your child's education? 

• Yes 

• No 

• Only if the price was too low 

5. How much would you be willing to pay for the service offered by the company? 

(please note that one service offers the workshops for the children and the talks for 

the parents in the same service together) 

• Less than 10€ 

• Between 10 and 15€ 

• Less than 20€ 

• Between 20 and 25€ 

• I wouldn't hire the service 

6. Number of children 

• 0 

• 1 

• 2 

• 3 

7. Academic level of the children 

• School 

• High school 

• School and high school 

• Higher stages 

8. Gender 

• Man 

• Woman 
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9. Age 

• Less than 25years 

• Between 25 and 34 years 

• Between 35 and 45 years 

• More than 45 years 

10. Annual household income 

• Less than 15,000€ 

• 15,000-24,999€ 

• 25,000-30,000€ 

• More than 30,000€ 

THANK YOU VERY MUCH FOR THE RESPONSE, ATTENTION, Manuel Terol Pastor. 

 


