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THE CHALLENGE

“ Peer observation and review … 
was laborious to organise and 

difficult to sustain.”

(Admiraal et al., 2019) 
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“ Very few studies have 
attempted to train teachers 
to offer a greater autonomy 
support to their students.”

(Tessier et al., 2008)

“Teachers learn most by self-
reflection, informal 
conversations with 

colleagues and students.”

(Oldeboom, 2007)



TARGET USER

ALO students
aged 18 to 24 years old 
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TARGET CUSTOMER

ALO graduates
aged 24 years and older 
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MARKET OPPORTUNITY

*Belgium, Germany, 
Denmark, Sweden, 
Norway, Finland, 
Austria

TAM: Teacher development in 
countries similar to Dutch education*
€2.03 Trillion

SAM: Teacher Development 
in the Netherlands
€286 Million

SOM: Teacher development 
for PABO & ALO Graduates
€610 Thousand
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COMPETITIVE ADVANTAGE
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ROADMAP
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SOLUTION
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MINIMAL VIABLE PRODUCT
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STAKEHOLDER NETWORK
with the minimal viable product
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ETHICS

Safety

Data privacy

Αnonymity Feedback Transparency

Child friendly

Anti-Bullying Measures

Reliability Adoptability
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CUSTOMER JOURNEY

LOYALTY3 PURCHASE4
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            helps ALO students by 
solving the problem of collecting 
and including student-feedback 
for their professional development

LLOEP

VALUE PROPOSITION
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LLOEP
the feedback tool to excel at teaching



● Slide 13
- Image of children https://www.freepik.com/free-vector/hand-drawn-children-back-

school_4923102.htm#query=children&position=10&from_view=search&track=sph 
- Image of parents https://www.freepik.com/free-vector/hand-drawn-flat-design-people-waving-

illustration_21559264.htm#query=child&position=7&from_view=author 
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MIRO EXPLORATIONS
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