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Acronyms

Term Description
B2B Boots to Business Program
DOD U.S. Department of Defense
DOL U.S. Department of Labor
E-learning Electronic Learning
IT Information Technology
IVMF Institute for Veterans and Military Families
OED Office of Entrepreneurial Development
OFO0 Office of Field Operations
OVBD Office of Veterans Business Development
SBA U.S. Small Business Administration
SBDC Small Business Development Centers
SRL Self-Regulated Learning
TAP Transition Assistance Program
Transition GPS Transition Goals, Plans, Success
VA U.S. Department of Veterans Affairs
VBOC Veterans Business Outreach Centers
WBC Women’s Business Centers

Glossary
Term Description

Early Transition

The period between the beginning of the COVID-19 pandemic, March 30,
2020, and September 30, 2020, when online learning was being
established.

Late Transition

When B2B online learning was more fully established with defined
structures and roles (October 1, 2020 to September 30, 2021). Some in-
person learning was reestablished during this time frame.

Learner Centered

Focusing the instructional design on learner-centered teaching methods,
as opposed to the instructor-centered practices.

Self-Regulated Learning

Learners set goals for their learning and then monitor, regulate, and
control their learning process and outcomes.

SBA Resource Partners

Organizations that teach B2B classes (VBOC, SBDC, SCORE chapters, and
WBC), rather than a single organization that delivers the training to service
members.
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EXECUTIVE SUMMARY

Over the last 30 years, the U.S. Department of Defense (DOD), the U.S. Small Business Administration
(SBA), and other federal agencies have made a concerted effort to help service members transition to
civilian life. The SBA’s Boots to Business (B2B) Entrepreneurship Track is part of the DOD’s Transition
Assistance Program (TAP) curriculum known as Transition Goals, Plans, Success (Transition GPS), which
caters to service members interested in business ownership or other self-employment as a career
option.

The B2B program provides an overview of entrepreneurship and business ownership fundamentals to
transitioning service members and their spouses. The program includes an Introductory to
Entrepreneurship course, which was designed as a two-day, in-person course offered for those
interested in learning about the opportunities and challenges of business ownership. After the
completion of the course, participants provide information to the SBA about their perceptions and
satisfaction with the course quality via the Quality Assessment Post-Course Survey.

At the onset of the COVID-19 pandemic, the SBA began offering the B2B Introduction to Entrepreneurship
course through online, instructor-led, one- or two-day virtual courses. The change in format delivery
allowed the continued service to transitioning military and increased access to those otherwise
underserved populations by removing barriers to the physical location and in-person requirements of
the course. As stay-at-home restrictions were lifted, in-person classroom courses also resumed. In-
person and virtual courses occurred in FYs 2020 and 2021 and continue in FY 2022.

This study examines the implementation of the B2B Introduction to Entrepreneurship course in the
virtual delivery format. In addition, the evaluation seeks to develop suggestions for the improvement
of the virtual delivery of the B2B course and to inform virtual delivery of other SBA courses. The
evaluation addresses the following research questions:

1. How can the B2B Introduction to Entrepreneurship course be most effectively implementedin a
virtual (synchronistic online) environment? In particular,
la. To what extent did the virtual delivery of the Introduction to Entrepreneurship course
meet the needs of participants?
1b. Did the Introduction to Entrepreneurship course quality survey data results differ based
on virtual (one-day and two-day) or in-person course delivery?
1c. Did the course quality survey data vary by branch of service or demographic variables?
2. Which best practices from the review of the literature and findings can the SBA incorporate to
improve the delivery of this virtual training?

The evaluation period included FY 2019 through FY 2021 (10/1/2018 to 9/30/2021). The analysis offers a
comparison between pre-COVID and COVID periods for the course quality survey results. The period of
the COVID-19 pandemic is further analyzed as early transition (4/1/2020 to 9/30/2020) and late
transition (10/1/2020 to 9/30/2021) of the virtual delivery, as by October 1, 2020, most virtual delivery
of the course had advanced to a higher quality than when virtual training began.

To compare the overall satisfaction and course quality experience of participants, Optimal Solutions
Group, LLC (Optimal) conducted scale analyses, or looked at the data to determine how different items
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could be measured together, to develop three composite course quality outcome measures based on
the Quality Assessment Post-Course Survey items. We use these measures to describe the differences
in the perceptions of B2B class quality by delivery mode, time period, and course duration. Three course
quality measures included:

e satisfaction with B2B materials, classroom, and instructor (7 survey items)

e perceptions of class content with respect to the amount of material, depth of coverage, and mix
of topics (3 survey items)

e changein attitudes about starting a business before and after attending the B2B class (6 survey
items about knowledge, confidence, motivation, and intent)

The evaluation included descriptive, univariate, multivariate, and qualitative analyses of the data
sources discussed above to address the research questions. The B2B Quality Assessment Post Course
Survey provided a wealth of information with 16 course quality survey items.

Optimal also used an instructor survey, which gathered feedback on the course and its administration
from those who taught it in person, virtually, or both, in addition to interviews with course personnel
and stakeholders. The instructor survey has 13 items, with questions ranging from perceptions of
teleconference software to engagement strategies both online and in person. Interviews with SBA
resource partners approached topics like that of the survey but were semi-structured and more in depth
where the respondent had pointed thoughts and recommendations. Finally, the interviews with sister
track TAP agencies, and with OVBD and OED, looked at each agency’s responses to the COVID pandemic,
strategies, and perceptions for virtual instruction.

Findings by Research Question

The evaluation results are organized by the research questions. The following section describes the key
findings of the evaluation with respect to the differences in virtual and in-person delivery of classes,
one- and two-days classes, and the pre-COVID and during COVID time frame (including early and late
transition ). In most of the analyses, whether at the survey item, composite measure, or index levels,
the differences in quality outcomes are not statistically significant. However, where applicable,
statistical significance is denoted by *** (p<.0001).

Research Question 1: How can the Boots to Business Introduction to Entrepreneurship course be most
effectively implemented in a virtual (synchronistic online) environment?

The information gathered from surveys and interviews suggests three areas where the online B2B
Introduction to Entrepreneurship course can be revised to be more effective when delivered virtually:

e Improve participant engagement, which can increase the effectiveness of the program,
particularly by adding changes that make the classroom more conducive to a learning
environment.

e Increase knowledge and familiarity of instructors with engagement tools in their chosen online
platforms.

e Shareinformation about the program and the class materials with B2B participants to promote
the use of self-learning approaches, or if already doing that, then ensure consistency across all
district offices.
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Research Question 1a: To what extent did the virtual delivery of the Introduction to Entrepreneurship
course meet the needs of participants?

Virtual, synchronous B2B courses on average met the needs of B2B participants as shown by the high
levels of course quality outcomes:

e Almost nine out of 10 participants (89 percent) were, on average, satisfied (composite measure
for satisfied or very satisfied) with materials, classroom, and instructor (overall measure).

e Nineoutof 10 participants (90 percent) of the participants, on average, had positive perceptions
(composite measure for satisfied or very satisfied) of the class content (overall measure), as
highlighted by the qualitative open-ended survey (Appendix A).

In addition to the findings on the outcome measures, participants (1,641 [42.7 percent]) and instructors
(22 [20.2 percent]) viewed virtual classes positively in their corresponding surveys. Survey respondents
stated that virtual training allowed for:

e greater outreach into rural areas, overseas, and remote military installation locations
o lesstravel for everyone (particularly, instructors),

e more flexible schedules

e availability during the pandemic

Half of the instructors (55 [50.4 percent]) also voiced negative perspectives with online classes, citing:

e lack of student engagement, interactions, and collaboration
¢ limitations with software use, Internet connectivity, and chat functionality

Research Question 1b: Did the Introduction to Entrepreneurship course quality survey data results differ
based on virtual (one-day and two-day) or in-person course delivery?

There were mixed findings using outcome indexes of course quality outputs.

e Participants in virtual classes had slightly higher satisfaction rates with course materials (all
B2B materials), classroom, and instructor compared to pre-COVID (only available in-person)
classes (88.7 percent vs. 86.7 percent). ***

e Participants in virtual classes had lower satisfaction rates with course materials, classroom,
and instructor compared to during COVID, in-person classes (88.7 percent vs. 91.8 percent).***

e Participants in virtual classes had slightly higher positive perceptions of class content
(amount of material covered, depth of coverage, mix of topics) compared to pre-COVID, in-
person classes (91.3 percent vs. 86.7 percent). ***

These findings are based on a comparison of outcomes using outcome composites or outcome indexes.
Thereis one caveat in interpreting these aggregate results. In some instances, we observed a difference
for one survey item (e.g., perceptions on depth of coverage) but not for another item (e.g., mix of topics)
by the class delivery mode. Thus, a difference at the index level could mask differences in the responses
at the survey item level.
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Research Question 1c: Did the course quality survey data vary by branch of service or demographic
variables?

There were some differences in the comparison of quality outcomes when analyzed by demographics
and branch of service. Out of all elements available, four characteristics stand out:

e Overseas locations - There was a higher satisfaction with class contents and a greater change
in attitudes about starting a business than for those residing in the United States.

e Minorities - There was higher satisfaction with class contents on average than for non-ethnic
or racial minorities.

e Female service members were more likely to report a greater change in attitudes regarding
starting a business after the program.

e Army service members were more likely to report a greater change in attitudes regarding
starting a business after the program.

Research Question 2: Which best practices from the review of the literature and findings can the SBA
incorporate to improve the delivery of this virtual training?

Most of the research literature for transitioning to a virtual learning environment focused on tools and
materials that teachers and instructors can use to replace their in-person classes. Respondents in the
evaluation identified several improvements when shifting classes to an online format, which mirrored
best practices in online training.

Studies suggest that service members’ and veterans’ knowledge, skills, attitudes, and experiences
should be conducive for their engagement with entrepreneurship training, particularly in an E-learning
context. Military experience prepares individuals to lead others; work collaboratively in teams; adapt
to changing and unpredictable circumstances; be resilient and handle stress; be results-oriented and
persistent in overcoming challenges; and have discipline, time management, and decision-making
skills. However, research also suggests that veterans’ personal characteristics, knowledge, skills, and
experiences alone are not sufficient for success in the challenging world of entrepreneurship. The
general conclusion of the studies is that veterans need additional support and training that is best
suited to their needs in order to successfully engage in entrepreneurship. Overall, E-Learning best
practices for veteran entrepreneurship training identified in the literature were similar to the overall E-
Learning literature with some recommendations for additional focus to address veterans’ needs and
issues. For instance, service members and veterans should be encouraged and rewarded to ask for
assistance, use the support, and engage in active information seeking.

The report organizes the best practices/recommendations from the literature and evaluation results
into three categories (Learner-Centered Learning, and IT Proficiency and Use) and suggests who should
be responsible for executing the recommendation. The best practices and recommendations are in the
table below.
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Type: Recommendation Potential Quality Outcome Improvement

Learner-Centered Learning: Conduct interactive tasks,
problem-solving activities, and group discussions in the
online delivery.

Increases participant engagement and facilitates
experiential learning.

Learner-Centered Learning: Communicate with and Allows participants to engage in self-learning

deliver course materials with relevant links and activities before and after the class and increases

resources to participants before the class. participant engagement in and satisfaction with
B2B.

IT Proficiency and Use: Dedicate a teaching assistant to
run the chat and logistics of the sessions.

Makes classroom more conducive to learning and
increases participant motivation and
engagement.

IT Proficiency and Use: Use effective online
communication tools (Zoom and Microsoft Teams).

Makes classroom more conducive to learning.

Lastly, Optimal has recommendations for future evaluations of B2B that will add to the understanding
of the effectiveness and ultimate impact on the entrepreneurship of service members post military

service.

Administer pre- and post-program surveys to determine the participant’s entrepreneurship
knowledge, skills, and attitudes. These brief surveys could be used to tailor the training and
refine the curriculum. The use of the pre- and post-assessment will also improve the results by
examining the change in participant’s knowledge, skills, and attitudes.

Conduct a qualitative data collection with class participants to determine their views and
experiences with the online and in-person classes. A potential focus of the primary data
collection could be on the barriers, facilitators, and factors involved in online learning
processes and outcomes. The qualitative data would provide further information for
refinements to the curriculum and online delivery.

Follow up with graduates for multiple years? about their experiences with additional training,
business resources, engagement in new business startups, and business survival and growth.
The follow-up surveys would further describe the effectiveness of the B2B program, provide
suggestions for better integration of programs and services, and offer implications for the
program expansion.

Revise the B2B course quality survey to better reflect the intent of the grouped questions
(intended measures). Suggestions include rescaling the perceptions of the class content,
developing additional items to improve the content coverage, and rescaling the change in
attitudes items.
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INTRODUCTION

The U.S. Department of Defense (DOD), the U.S. Small Business Administration (SBA), and other federal
agencies have been providing support for service members transitioning from military to civilian life
over the last 30 years. Transition preparation and assistance are critical to giving those who serve the
best chance at meaningful employment and productive lives as veterans. To aid in this transition, the
DOD’s Transition Assistance Program (TAP) was developed to make service members more career ready
after serving. TAP provides transition assistance, information, training, and services to eligible
transitioning service members and their spouses so that they are career ready when they separate,
retire, or are released from active duty back to civilian life. The TAP includes the curriculum known as
Transition Goals, Plans, Success (Transition GPS), which provides service members with additional
training tracks to assist with their transition to civilian life.

The Boots to Business (B2B) Entrepreneurship Track is one of Transition GPS’s training tracks provided
by the SBA for service members interested in business ownership or other self-employment as a career
option. The SBA created the B2B program in July 2012 as a pilot program and has since received annual
budget appropriations. The B2B is a collaborative effort at the national level within the SBA’s Office of
Veterans Business Development (OVBD), the Office of Field Operations (OFO), and the Office of
Entrepreneurial Development (OED). SBA’s B2B collaboration also involves other federal agency
members of the Veterans Employment Initiative Task Force chaired by DOD, the U.S. Department of
Labor (DOL), and the U.S. Department of Veterans Affairs (VA).? The SBA delivers the program free of
charge on more than 200 military installations worldwide through its network of district offices and
resource partners.

The B2B program has unique organizational characteristics that make it distinct from other SBA training
programs.* One of these differences is that it has multiple resource partners, including Veterans
Business Outreach Centers (VBOC), Small Business Development Centers (SBDC), SCORE chapters, and
Women’s Business Centers (WBC), rather than a single organization that delivers the training to service
members. The B2B program is designed to leverage the expertise of the partner organizations to train,
teach, and inspire service members (including National Guard and Reserve) and their family members
to engage in venture creation and business ownership as they exit military service and enter post-
service life. The SBA’s OVBD and the Institute for Veterans and Military Families (IVMF) jointly created a
pedagogical approach and learning objectives to maximize the effectiveness of the program.®

B2B /ntroduction to Entrepreneurship Course

The B2B program provides an overview of entrepreneurship and business ownership fundamentals to
transitioning service members and their spouses. The program includes an Introduction to
Entrepreneurship course and other training courses such as B2B Reboot, B2B Revenue Readiness, and
Foundations of Entrepreneurship. The Introduction to Entrepreneurship course was designed as a two-
day, in-person course for those interested in learning about the opportunities and challenges of
business ownership. ¢ The B2B Reboot course is like the Introduction to Entrepreneurship course but
assists service members who have already made the transition to civilian life and consists of one- or
two-day sessions that take place off military installations.

Page|1



The B2B’s course delivery is prescribed in the instructor guide, which provides slides and instructor
notes by module, tools and best practices, manual, training videos, and additional information. The
instructor guide serves to standardize the Introduction to Entrepreneurship course and ensures the
availability of the same information to transitioning service members globally. The curriculum provides
valuable assistance to transitioning service members and their spouses exploring business ownership
or other self-employment opportunities by leading them through the key steps for starting a business.
Participants learn business fundamentals and techniques for developing a business plan and
evaluating the feasibility of their business concepts. Modules also cover markets, economics of small
business start-ups, legal considerations for veteran-owned small businesses, financing, government
contracts, and other areas. In addition, B2B participants are introduced to the SBA and other
government agencies (e.g., U.S. Department of Agriculture) and nongovernment business resources,
technical assistance, and training opportunities.’

After the completion of the course, participants provide information to the SBA about their perceptions
and satisfaction with the course quality via the Quality Assessment Post-Course Survey (Appendix A).
Transitioning service members can also elect to further their study through a six-week, instructor-led,
online B2B Revenue Readiness course, which offers in-depth instruction on the elements of business
formation, management, and growth.® Transitioning service members can also participate in an eight-
week, instructor-led, online Foundations of Entrepreneurship course, which teaches the fundamentals
of forming a business plan and tips and tools for starting a business.

COVID-19 and Changes in Training Delivery Modes

The global spread of COVID-19 in 2020 led academic institutions and training programs worldwide to
transition to remote teaching. During the COVID-19 pandemic, the SBA began offering the B2B
Introduction to Entrepreneurship course through an online, instructor led one- or two-day virtual
courses. The change in format delivery allowed continued service to transitioning military, and
increased access to those otherwise underserved by removing barriers to the physical location and in-
person requirements of the course. In-person and virtual courses occurred in FYs 2020 and 2021 and
continue in FY 2022. The SBA, however, did not prescribe curriculum, delivery, or facilitation instruction
changes to allow for the rapid change to the virtual delivery format. The need for change in format
delivery revealed the lack of uniformly accepted virtual delivery platforms across SBA instructors and
SBA resource partners, which also posed challenges for the transition to a virtual environment. The SBA
recognizes that virtual learning environments are becoming a viable vehicle for distance learning,
increasing the need for an effective long-term virtual training solution that allows instructor--
participant and peer-to-peer interaction and learning across various programs.

Evaluation Objective

The objective of this evaluation is to examine the implementation of the B2B Introduction to
Entrepreneurship course in the virtual delivery format. The evaluation seeks to develop suggestions for
the improvement of the virtual delivery of this specific course and to inform virtual delivery of other SBA

courses. The evaluation addresses the following research questions:

1. How can the B2B Introduction to Entrepreneurship course be most effectively implemented in a
virtual (synchronistic online) environment? In particular:
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la. To what extent did the virtual delivery of the Introduction to Entrepreneurship course meet
the needs of participants?
1b. Did the Introduction to Entrepreneurship course quality survey data results differ based on
virtual (one-day and two-day) or in-person course delivery?
1c. Did the course quality survey data vary by branch of service or demographic variables?

2. Which best practices from the review of the literature and findings can the SBA incorporate to
improve the delivery of this virtual training?

The evaluation period includes FY 2019 through FY 2021 (10/1/2018 to 9/30/21). The analysis offers a
comparison between pre-COVID and during-COVID time frames for the course quality survey results.
The during-COVID time frame is further analyzed as early transition (April 2020 to September 2021) and
late transition (October 2020 to September 2021) of the virtual delivery.

To meet the evaluation objectives, Optimal conducted a literature review of the different web-based
learning mechanisms (i.e., distance learning, E-learning, virtual, asynchronous, synchronous); design
and implementation factors that influence web-based learning activity, learning outcomes, and
perceived value among adult participants; web-based interactive adult education and training
programs delivered in a synchronistic environment with a special emphasis on 1) entrepreneurship
education and training and 2) education and training in a military environment; best practices in
transitioning curriculum and coursework from in-person to an interactive, web-based instructor- led
environment; and best practices in synchronistic web-based training program delivery. This literature
review is in Appendix B.

This study report also describes the evaluation methodology, analytical approaches, and limitations.
This is followed by the results addressing the research questions, including best practices in
transitioning from in-person to online learning environment and on the design and implementation
factors that influence web-based learning activities and outcomes. Finally, the conclusion section
presents recommendations for the effective implementation of the SBA training courses in a virtual
format.

EVALUATION DESCRIPTION

This section summarizes the evaluation methodology, analytical approaches, and limitations. It also
describes the characteristics of classes, participants, and instructors.

Evaluation Design

The evaluation design was guided by the literature review and B2B logic model. The literature review
informed the development of the interview and survey instruments. The literature review also provided
an understanding of best practices for the SBA to effectively implement the B2B Introduction to
Entrepreneurship course in a virtual environment and to offer suggestions for improvements for the
virtual delivery of other SBA training programs. The logic model (Appendix C) was used as the
framework for constructing the evaluation research design. The evaluation used a mixed-methods
approach to data collection and analyses.
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Data Sources

The evaluation of the B2B Introduction of Entrepreneurship course includes rich information from
various sources including B2B participants and instructors, the SBA, resource partners, and other
federal agencies. The data sources include the SBA administrative data and primary data.

e The administrative data included B2B performance metrics data files with the description of
classes and the Quality Assessment Post Course Survey (Appendix A) with data for course
quality outcomes and participant characteristics.

e The primary data sources included a web survey of the B2B Introduction to Entrepreneurship
instructors (168), qualitative interviews with 16 instructors, two interviews with SBA B2B
operational units (OED and OVBD), interviews with sister track TAP agencies (DOL and VA), and
an interview with DOD (Appendix D).

Analytical Approaches

The analyses included descriptive, univariate, multivariate, and qualitative analyses of the data sources
to address the research questions. The detail of each method is discussed in Appendix E.

The Quality Assessment Post-Course Survey has a wealth of information. However, the information is
at a granular level (16 course quality survey items). To compare the overall satisfaction and course
quality experience of participants, we conducted scale analyses to develop three course quality
outcome measures based on available items. We used these measures to describe the differencesin the
perceptions of B2B class quality by delivery mode, time period, and course duration. The three course
quality outcome measures included:

e satisfaction with materials, classroom, and instructor (7 survey items)

e perceptions of class content with respect to the amount of material, depth of coverage, and mix
of topics (3 survey items)

e changein attitudes about starting a business before and after attending the B2B class (6 survey
items about knowledge, confidence, motivation, and intent)®

Evaluation Limitations

Data and methodological limitations of this evaluation should be considered in interpreting the
findings.

e Lowresponse rates on SBA’s B2B participants’ Quality Assessment Post-Course Survey (29.2 percent)
and on the study developed B2B instructor survey (14.4 percent): Survey results do not fully
represent all class participants and instructors. Furthermore, there is no administrative data for
the universe of instructors to conduct nonresponse analyses to compare the characteristics of the
survey respondents to the universe, and potentially identify a bias (Appendix F).

o Self-reported nature of the survey data: Acommon issue in self-reported surveys is that there is no
external validation of answers. This limits the inferences that can be drawn from the survey
responses.
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e Lackofthe quasi-experimental research design: This lack of design prevents providing conclusions
on the effectiveness of classes and the differential effectiveness of virtual and in-person classes.
The current evaluation design precludes establishing a causal link between program
participation and engagement in entrepreneurship and business start-up activities.

EVALUATION RESULTS

This section outlines the key findings of the evaluation then presents the detailed results for each
research question.

Findings by Research Question

The evaluation results are organized by the research questions. However, some of the findings are
relevant for more than one research question; thus, the conclusion section synthesizes the results and
outlines the key implications of the findings.

Research Question 1: How can the B2B Introduction to Entrepreneurship course be most
effectively implemented in a virtual (synchronistic online) environment?

In responding to this overarching question, Optimal found that operational and instructional changes
could lead to substantial improvements in the virtual delivery of the B2B training. These changes could
lead to improved participant engagement and classroom experience, which would ultimately increase
participant satisfaction with the classroom being conducive to the learning environment, increase
participant knowledge about entrepreneurship, and increase participant interest in starting a business.
A few program changes to effectively implement the online training include:

e improve participant engagement

e increase knowledge and familiarity of instructors with engagement tools in virtual platforms

e use self-learning approaches to allow participants learning at their own pace, such as providing
B2B course materials offline and in advance of the modules so that participants can prepare in
advance™

The answers to the specific research questions below provide information and comparisons on quality

outcomes at aggregate level and at survey items where the program can be improved with operational
and instructional changes.
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Research Question la: To what extent did the virtual delivery of the Introduction to
Entrepreneurship course meet the needs of participants?

To answer this question, Optimal used B2B participant survey results from the online B2B training
participants on 1) satisfaction with B2B course materials, classroom, and instructor; 2) perceptions of
class content; and 3) attitudes about starting a business following a B2B training.

More than 90 percent of survey respondents who participated in online B2B trainings stated that they
were satisfied or very satisfied with B2B materials and all metrics related to instructors’ performance
and knowledge. The only satisfaction survey item identified with a relatively lower performance (87
percent) compared with other satisfaction survey items was satisfaction with the classroom being
conducive to a learning environment (Table 1).

Table 1. Participant Survey - Satisfaction with B2B course by delivery method (satisfied or very
satisfied)

Online training
participants
Satisfied with all B2B materials 93.1%
Satisfied that classroom was conducive to a learning environment 87.0%
Instructor(s): Displayed knowledge and familiarity with B2B course material 93.0%
Instructor(s): Exhibited presentation skills that engaged the class 90.9%
Instructor(s): Used training aids and materials to instruct course material 90.9%
Instructor(s): Communicated clearly and effectively 92.5%
Instructor(s): Integrated practical experience and participants' ideas 91.6%
Overall satisfied, average score >=4 (Satisfied, Very Satisfied) 88.7%
Total number of respondents 4,124

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q13-14). Pre-COVID: 10/01/18 to 3/30/20, During COVID:
04/01/20 to 09/30/21.

Survey respondents who took an online course also reported positive experiences regarding the class
content and their perceptions of the level of communications received about B2B prior to attending the
class. More than 85 percent of the survey respondents in online trainings had positive perceptions on
the five metrics of communications and class content (Table 2).
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Table 2. Participant Survey - Online training participants’ positive perceptions of class content

Online training participants
Amount of material covered 87.6%
Depth of coverage 86.4%
Mix of topics 92.9%
Overall positive perceptions 91.3%
Level of communications received about B2B prior to attending 85.9%
Pace of coverage 84.4%
Total number of respondents 4,190

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q12,15-17). Pre-COVID: 10/01/18 to 3/30/20, During
COVID: 04/01/20 to 09/30/21. Note: The level of communications received about B2B prior to attending and the pace
of coverage items did not load into the overall perceptions measure.

Survey respondents who took an online course also had positive attitudes regarding their interest and
confidence in starting or owning a business, and whether they would refer someone to the B2B program
(Table 3). These two survey items in particular account for positive attitudes for more than 90% of
survey respondents in online trainings.

Table 3. Participant Survey - Online training participants’ change in attitudes about starting a
business before and after attending a B2B class

Before-after B2B class increase in: Online training
participants
Being informed about starting a business and entrepreneurship in general 49.7%
Being confident about having the skillsets required to start a business 47.4%
Being motivated to start a business 25.4%
Being likely to start a business 26.6%
Being likely to start a business soon (within 1 year) 25.1%
Being likely to start a business later (5-10 years) 20.9%
Being likely to pursue higher education first, group 16.9%
Being likely to pursue employment first, group 14.4%
Being likely to pursue additional technical assistance first, group 22.1%
Increase in ratings of starting business before and after B2B, average score >0 62.9%
Perceptions of the B2B class: Online training
participants
Increased interest in starting or owning a business 82.9%
Increased confidence in starting or owning a business 92.1%
Would refer someone to the B2B program 95.2%
Total number of respondents 4,190

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q18-22). Pre-COVID: 10/01/18 to 3/30/20, During COVID:
04/01/20 to 09/30/21.

The open-ended responses to the B2B course quality survey question asking for program feedback also
described how the course met the participants’ needs and expectations (Appendix G). Close to half
(1,641 [42.7 percent]) of the individuals who provided responses to the open-ended questions stated
positive feedback about the B2B class and instructors. These respondents described the B2B class as
being a good introduction into entrepreneurship and business formation without being too
overwhelming. Some survey respondents specifically reported positive views of the online mode due
to being available during the pandemic, particularly to participants in remote locations.
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The 100 open-ended responses to the instructor survey question asking for the program feedback also
described positive perceptions of virtual classes (Appendix G). One-fifth of instructors (22 [20.2
percent]) who provided responses to the open-ended question described positive aspects of online
training, including a greater reach into rural areas, underserved communities, and overseas military
installations; less travel for the instructors and participants; more flexible schedules; and the
importance of using a hybrid approach for implementing in-person classes. Instructor interviews also
described a greater reach and less travel for the online classes as positive aspects of virtual training
mode.

Instructors (55 [50.4 percent]) who provided responses to the open-ended question described issues
with online software use; Internet connectivity; and student engagement, interactions, and
collaboration. The instructors’ survey also revealed that instructors in virtual classes were less likely to
conduct activitiesto promote participant engagement, in particular, problem-solving activities;
debate-style discussions; discussion boards, emails, virtual meetings, chat rooms; and peer
interaction/encouragement. Instructors’ opinions are consistent with participant feedback about
classrooms being less conducive for learning (survey item), discussed above. Instructors’ open-ended
responses shared that virtual B2B classes were “less effective” for learning outcomes. However,
instructors’ perceptions of knowledge, confidence, motivation, and effectiveness are inconsistent with
findings of a comparison between (in-person) pre-COVID outcomes and (online) during-COVID
outcomes (shown below). Compounding this technology issue was the fact that different installations
required different software due to contractual obligations and IT policies. These issues could lead
course facilitators and VBOCs to use a less functional online software program or one that instructors
are not familiar with in terms of the available facilitation and engagement features.

Research Question 1b: Did the Introduction to Entrepreneurship course quality survey data
results differ based on virtual (one-day and two-day) or in-person course delivery?

The results presented in this section describe differences in the B2B class quality survey outcomes by
delivery mode, time period (10/01/2018 to 3/30/2020, 4/01/2020 to 9/30/2021, and breakout of the early
and late transition of online classes), and class duration (one or two days). The class quality outcomes
are the same as those discussed above: satisfaction with classroom and instructors, perceptions of the
content of the class materials, and change in attitudes about starting a business before and after
attending the class. The differences in outcomes were also examined by the interaction of the delivery
mode and the time period, since all online classes were administered only during the pandemic period,
and there may be differences in in-person participants’ experiences between pre-pandemic and during-
pandemic classes. In addition to the experiences of B2B participants, the analysis includes findings from
a B2B instructor survey (168 respondents) and interviews with 18 instructors.

Satisfaction with B2B course materials, classroom, and instructor

About 90 percent of survey respondents overall were satisfied/very satisfied with the course materials,
classroom, and instructor (Table 4).

Mode of Delivery: Participants in online classes had higher satisfaction ratings across survey items
referring to class materials and instructors than the in-person courses prior to the pandemic. The online
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classes had the lowest satisfaction with the classroom being conducive to a learning environment and
had the largest difference with the in-person classes (globally, and pre- and during the pandemic).

Time Period: Classes administered during the pandemic (4/01/20 to 9/30/21) had slightly higher overall
satisfaction ratings than the pre-pandemic (10/01/18 to 03/30/20) classes (4.59/5 vs. 4.55/5),
particularly with respect to satisfaction with all B2B materials.

Early Versus Late Transition: Overall class satisfaction was slightly higher during the late transition
(10/01/20 to 09/30/21) than in the early transition (04/01/20 to 09/30/20). Average satisfaction (4.59)
was the same for both periods during the pandemic. Satisfaction for all B2B course materials increased
from the beginning of the pandemic to the point of late transition. Participants were less satisfied with
the classroom being a conducive learning environment from before the pandemic to the early transition
period of the pandemic (through 09/30/20). However, participants were more satisfied by the late
transition period of the pandemic, indicating that there was a significant adjustment period.
Satisfaction also increased for all instructor metrics, including classroom engagement and clear
communication, from before the pandemic to the late transition period. Notwithstanding the positive
outcomes from the online training referenced above, the during-pandemic, in-person trainings had
overall satisfaction ratings that were higher than both the pre-pandemic in-person and during-
pandemic online trainings (91.8 percent vs. 86.7 percent vs. 88.7 percent, respectively).

Class Duration: Two-day online classes had higher satisfaction ratings than one-day classes across all
questions regarding course materials, classroom, and instructor (last two columns of Table 4). None of
these differences were statistically significant, primarily due to the small sample size on one-day survey
responses.
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Table 4. Participants’ satisfaction with course materials, classroom, and instructor by time frame, mode, and duration

All B2B materials 92.4% 91.9% 93.1% 89.8% *** 93.5% 94.0% 93.1% 89.9% 93.3%
Classroom was conducive to a 93.1%
learning environment 89.7% 91.4% 87.0% *** 89.7% 89.3% e 87.0% 85.9% 87.1%
Instructor(s):
Displayed knowledge and
familiarity with B2B course 91.5% 93.2% 93.0% 91.5% *** 93.7% 94.9% 93.0% 89.9% 93.2%
material
Exhibi on ki

xhibited presentation skills 91.3% | 91.6% 90.9% 89.5% *** 92.0% 93.8% | 90.9% | 87.2% 91.1%
that engaged the class
Used training aids and
materials to instruct course 91.0% 91.0% 90.9% 88.8% *** 91.8% 93.3% 90.9% 86.8% 91.2%
material
Communicated clearly and 92.6% | 92.7% 92.5% 90.7% *** 93.4% 94.8% | 92.5% | 88.1% 92.8%
effectively
Integrated practical
experience and participants’ 92.1% 92.5% 91.6% 90.6% *** 92.1% 94.3% 91.6% 88.1% 91.8%
ideas into the course material
Overall satisfaction with B2B
measure
P isfi
Saetré?ir;zage satisfied or very 89.0% | 89.2% 88.7% 86.7% *** 89.9% 91.8% | 88.7% | 86.3% 88.8%
Total number of respondents 9,367 5,078 4,190 2,602 6,677 2,575 4,190 227 3,963

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q2-3,13-14). Pre-COVID: 10/01/18 to 3/30/20, During COVID: 04/01/20 to 09/30/21. Note: ***p<.001.
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Perceptions of the Class Content
About 90 percent of survey respondents had positive perceptions of the class content (Table 5).

Mode of Delivery: A comparison of online versus in-person format shows that online participants had
higher positive perceptions across all metrics except for “Pace of coverage” (86.9 percent in-person vs.
84.4 percentvirtual). This lower rating on virtual training may also be associated with software training,
Internet connectivity, and level of engagement with B2B participants.

Time Period: Classes taught during the pandemic (online and in-person) had more positive ratings of
the class content overall than pre-pandemic classes (91.6 percent vs. 86.7 percent), particularly with
respect to “Level of communications received about B2B prior to attending” (79.1 percent vs. 86.8
percent) and the “Depth of coverage” (76.1 percent vs. 85.1 percent). Overall, participants perceived
classes during the late transition period more positively than classes taught before the pandemic.
Additionally, ratings revealed that by the late transition period, communication about B2B was
effective and the amount was appropriate, and participants perceived all metrics of the course material
as more appropriate (compared to the pre-COVID-19 period).

These differences of the perceptions of class content also were examined by the interaction of the
delivery mode (virtual and in-person) and by the time period. Classes administered either in-person or
online during the pandemic had higher ratings of class content than pre-pandemic classes for all of the
perception of class content items. There are substantial differences on two perception elements during
the pandemic depending on whether the training was in-person or virtual: 1) online survey participants
reported higher satisfaction with the “Level of communications received about B2B prior to attending”
than in-person participants, and 2) positive perceptions of the “Pace of coverage” were substantially
higher for in-person than for virtual courses.

Class Duration: Two-day classes had higher ratings across all items measuring positive perceptions of
B2B classes. As stated above, none of these differences were statistically significant, primarily due to
the small sample size on one-day survey responses. However, one element was substantially higher (7
percentage points) for the two-day online trainings relative to the one-day classes: the amount of
material covered. This information provides a glimpse of potentially too much information being taught
on a compressed time frame in addition to some of the challenges mentioned above regarding online
training (“pace of training” and lack of participant engagement and socialization).
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Table 5. Participants’ perceptions of class content

Level of communications received 79.9%
0, 0, Qfy *** 0, 0, 0,
2bout B26 prior t attending 82.6% | ,.’ 85.9% | 76.1% 65 1% 83.8% | 859% | o, o | 86.0%
1 0,
Amount of material covered 86.9% | 86.4% | 87.6% | 84.4%** 87.9% 88.4% | 87.6% | 5% | 8500
Depth of 29
epth of coverage 8a.7% | 232" | gea% | 79.1%** 86.8% 87.4% | 86.4% | ., o | 86.6%
Mix of topics 92.1% | 914% | 92.9% | 89.1%*** 93.2% 93.6% | 92.9% | g0 oo | 93:0%
0,
Pace of coverage 85.8% | 509% | 4405 | 83.306%* 86.8% 90.6% | 84.4% | ., o | 84.4%
Overall perceptions of training
aSpeCtS measure
. — . -
Percentage with positive perceptions | g0 5o, | 89.3% | o) 30 | gg 704 #es 91.6% 92.0% | 913% | o | 9L5%
. 0
Total number of respondents 9,367 5,177 4,190 2,602 6,765 2,575 4,190 227 3,963

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q2-3,15-17). Pre-COVID: 10/01/18 to 3/30/20, During COVID: 04/01/20 to 09/30/21. Note: *p<.05;

**p<.01; ***p<.001.
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Change In Attitudes (Knowledge, Confidence, Motivation, and Intent) About Starting a Business

Overall, most of the class participants completing the Quality Assessment Post-Course Survey (62.1
percent) reported a change in knowledge, confidence, motivation, and intent about starting a business
before and after attending the class (Table 6).

Mode of Delivery: There were no statistically significant differences between online and in-person
classes for any of the specific items or the overall measure of changes in knowledge, confidence,
motivation, and intent about starting a business before and after attending the class. Although the
findings are not statistically significant, online participants reported changes in attitudes on
information and confidence to start a business relative to in-person participants.

Time Period: Among the participants completing the post course quality survey, there were no
statistically significant differences at the aggregate level between pre- and during-pandemic classes for
any of the survey items or the overall measure of change in attitudes about starting a business before
and after attending a class. However, there were statistically significant differences at the 1 percent
level (as reported by a chi-squared test) between the early and late transition periods. Participants of
the late transition classes (10/01/20 to 09/30/21) completing the post course quality survey were less
likely to report a positive change in attitudes about starting a business than participants of the early
transition period (04/01/20 to 09/30/20) or the pre-pandemic period (10/01/18 to 3/30/20). The survey
items on the change in how informed participants felt about starting a business and entrepreneurship,
change in how confident participants felt about having the skillsets to start a business, and change in
how likely participants will start a business showed the largest differences in distributions across these
three time periods.
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Table 6. Change in attitudes about starting a business before and after attending a class by time
period

10/01/18to | 04/01/20to | 10/01/20 to
03/30/20 09/30/20 09/30/21 Total

Change in attitudes about starting a business
(overall measure) **

Decreased 13.4% 11.9% 14.5% 13.8%
No change 22.8% 23.5% 24.8% 24.1%
Increased 63.8% 64.6% 60.8% 62.1%

Change in how informed participants felt about
starting a business and entrepreneurship **

Decreased 5.4% 4.4% 6.7% 6.0%
No change 42.9% 43.6% 45.9% 44.8%
Increased 51.8% 52.1% 47.5% 49.3%

Change in how confident participants were about
having the skillsets to start a business **

Decreased 6.7% 5.1% 7.0% 6.6%
No change 45.5% 44.8% 47.8% 46.8%
Increased 47.8% 50.2% 45.3% 46.6%
Change in how likely participants were to start a

business **

Decreased 6.3% 5.2% 6.1% 6.0%
No change 63.2% 65.7% 67.6% 66.2%
Increased 30.6% 29.1% 26.4% 27.8%

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q2,18). Pre-COVID: 10/01/18 to 3/30/20, During COVID:
04/01/20 to 09/30/21. Note: **p<.01.

Combining time frame and mode of delivery, there were no statistically significant differences for the
in-person classes before and during the pandemic period and online classes during the pandemic.
There was, however, a statistically significant difference in these three groups for the change in how
participants felt informed about starting a business and entrepreneurship in general (Table 7). In-
person participants during the pandemic were less likely to report a change in how they felt being
informed about starting a business than the other two groups of participants. However, in-person
participants during the pandemic also reported higher ratings of the self-reported change in
participants interest in starting or owning a business than pre-pandemic in-person classes or classes
online during the pandemic.
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Table 7. Change in an attitude about being informed about starting a business before and after

attending a class by mode and time period

In-person, In-person, Online,
pre- during- during- Total

pandemic pandemic pandemic
Change in how informed participants felt
about starting a business and
entrepreneurship **
Decreased 5.4% 7.0% 5.7% 6.0%
No change 42.9% 46.6% 44.6% 44.8%
Increased 51.8% 46.4% 49.7% 49.3%
Total 100.0% 100.0% 100.0% 100.0%

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q2-3,18-20). Pre-COVID: 10/01/18 to 3/30/20, During
COVID: 04/01/20 to 09/30/21. Note: **p<.01.

Class Duration: Participants of the two-day classes had a higher change in attitudes before and after
taking the B2B class across all items of the self-reported measure than participants of the one-day
classes. However, most of these differences were not statistically significant. Although, two items had
statistically significant differences for the one- and two-day classes, the overall measure of change was
not statistically significant. The two items with statistically significant differences were 1) being
informed about starting a business and entrepreneurship in general and 2) being confident about
having the skillsets required to start a business. These results might suggest a potential benefit of the
two-day relative to the one-day course (Table 8). Table 9 reports the results on change in attitudes
across different time frames, delivery modalities and class duration.

Table 8. Change in participants attitudes about being informed about starting a business before
and after attending a class

One Day Two Days Total
Change in how informed participants felt about starting a
business and entrepreneurship *
Decreased 5.7% 5.6% 5.6%
No change 48.9% 43.3% 43.6%
Increased 39.7% 49.0% 48.5%
Missing data 5.7% 2.2% 2.4%
Change in how confident participants felt about having the
skillsets to start a business, group *
Decreased 7.5% 6.0% 6.0%
No change 50.2% 45.0% 45.3%
Increased 36.6% 46.7% 46.2%
Missing data 5.7% 2.4% 2.6%

SOURCE: B2B Quality Assessment Post-Course Survey (N=9,367, Q3,18). Pre-COVID: 10/01/18 to 3/30/20, During
COVID: 04/01/20 to 09/30/21. Note: *p<.05; **p<.01; ***p<.001.
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Table 9. Change in attitudes about starting a business before and after attending a class

Before-after B2B class change in:

Being informed about starting a business 55.2% | 55.1% 55.4% | 5T.1%** | 54.6% 534% | 55.4% | 45.4%* | 54.6%
and entrepreneurship in general

Being confident about having the skillsets 53.4% | 52.9% 53.6% | 54.5% 52.8% 51.6% | 53.6% | 44.1%* | 52.7%
required to start a business

Being motivated to start a business 33.6% | 3479 323% | 36.3% 32.7% 33.4% | 323% | 25.1% 31.7%
Being likely to start a business 33.8% 35.1% 32.4% 36.8% 32.8% 33.6% 32.4% 27.8% 31.6%
Being likely to start a business soon 34.1% 35.4% 32.6% 36.3% 33.4% 34.6% 32.6% 27.3% 31.9%
Being likely to start a business later 32.1% 33.3% 30.6% 34.4% 31.3% 32.4% 30.6% 29.5% 29.6%
Perceptions of the B2B class:

L"ucsfienaes;d Interestin starting or owning a 84.0% | 84.9%***| 82.8% | 83.4% 842% | 86.3%** 82.8% | 79.3% 83.1%
L":;ena;id confidence instarting orowninga | g, gor | 91 gop 92.1% | 89.7% 92.6% | 935% | 92.1% | 86.8% 92.4%
Would refer someone to the B2B program 94.9% 94.6% 95.2% 93.0% 95.6% 96.3% 95.2% 91.6% 95.4%
Total number of respondents 9,367 5,177 4,190 2,602 6,765 2,575 4,190 227 3,963

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q2-3,18-22). Pre-COVID: 10/01/18 to 3/30/20, During COVID: 04/01/20 to 09/30/21. Note: *p<.05;
**p<.01; ***p<.001.
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Research Question 1c: Did the course quality survey data vary by branch of service or
demographic variables?

To address this research question, we conducted a multivariate analysis for the three outcome topics
of satisfaction, perceptions of class content, and change in attitudes about starting a business. These
three modelsincluded the participant demographics, branch of military service, and the location of the
courses. The following descriptive results present the variables that were significantly related to the
three outcomes, controlling for class mode, duration, time period, and all other participant
characteristics (Table 10).

Overseas class participants were significantly more likely to:

e be satisfied with the classroom and instructors than participants from all other regions of the
United States

e report a positive change in attitudes about starting a business than participants from other
regions

Minority!'class participants were significantly:
o more likely to be satisfied with the classroom and instructors than non-minority participants
e less likely to have a positive change in attitudes about starting a business than non-minority
participants
Finally, class participants 25-35 years of age were less likely to have positive perceptions of the class

content than all other participants, and female participants were less likely to have a positive change
in attitudes about starting a business than males.

Page | 17



Table 10. Significant differences in quality outcomes by participant demographic characteristics

Satisfied with materials, Positive class content | Positive change in attitudes
classroom, and instructors perceptions about starting a business
Minority
No 89.7% 65.4%
Yes 91.9% ** 59.5% ***
Female
No 60.9%
Yes 65.4% ***
Overseas location
No 90.0% 60.9%
Yes 94,1% *** 69.0% ***
Age
<25 92.8%
25-35 89.7% **
36-49 93.1%
>50 94.1%

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q4,7-9,14,18,20). Pre-COVID: 10/01/18 to 3/30/20, During
COVID: 04/01/20 to 09/30/21. Note 1: based on cases with available data (without missing data). Note 2: *** p<.001,
** p<.01, compared to the other group(s).

With respect to the branch of service and the service member status, transitioning/retiring service
members were more likely to report a positive change in attitudes about starting a business than all
other participants (e.g., veterans, service members, dependents) (Table 11). Army class participants
were significantly less likely to have a positive change in attitudes about starting a business than those
in all other service branches.

Table 11. Significant differences by participant branch of service and the service member status

Positive change in attitudes about starting a business
Transitioning/retiring service member
No 60.1%
Yes 65.5% ***
Branch of service
Air Force 64.7%
Army 59.8% **
Marine Corps 67.3%
Navy 61.0%

SOURCE: Quality Assessment Post-Course Survey (N=9,367, Q6,11,18). Pre-COVID: 10/01/18 to 3/30/20, During COVID:
04/01/20 to 09/30/21. Note 1: based on cases with available data (without missing data). Note 2: *** p<.001; **
p<.01, compared to the other group(s).

Research Question 2: Which best practices from the review of the literature and findings can the
SBA incorporate to improve the delivery of this virtual training?

The global spread of COVID-19 in 2020 led academic institutions and training programs worldwide to
transition to remote teaching. This transition brought a plethora of suggestions from the academic
community regarding moving classes to an online medium of instruction while ensuring quality
outcomes comparable to traditional teaching approaches. Most of the advice for transition focused on
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tools and materials that teachers and instructors can use to replace their face-to-face classes. >
Furthermore, suggestions for the pandemic-induced transition to online classes were in line with the
best practices found in the relevant literature.®

Studies also suggest that service members’ and veterans’ knowledge, skills, attitudes, and experiences
should be conducive for their engagement with entrepreneurship training, particularly in an E-learning
context. Military experience prepares individuals to lead others; work collaboratively in teams; adapt
to changing and unpredictable circumstances; be resilient and handle stress; be results-oriented and
persistent in overcoming challenges; and have discipline, time management, and decision-making
skills,1e171819-2021-2 facision-making skills, decisiveness, and mission-focused attitudes of veterans and
service members should promote their use of self-regulated learning (SRL) strategies of setting learning
objectives and plans, effective time management, and monitoring achievement of learning plans. Their
leadership and team-oriented qualities should promote engagement and benefits received from the
online leaning community and collaborative learning approach. Furthermore, the hierarchical nature
of military life and discipline should facilitate the benefits of instructor presence and instructor
feedback.

Research also suggests that veterans’ personal characteristics, knowledge, skills, and experiences
alone are not sufficient for success in the challenging world of entrepreneurship. The general
conclusion of the studies is that to successfully engage in entrepreneurship, veterans need additional
support and training that is best suited to their needs.??* Veterans experience the same
entrepreneurship difficulties as non-veterans, including limited access to capital, limited business
knowledge, and limited business networks. Furthermore, although they tend to have strong networks
in the military and veteran communities, their civilian networks can be weak, and they often have
difficulty finding mentors. %2 Many veterans are also proud, independent, and resilient, and as a
result may be less likely to actively seek out help and assistance than a civilian. 2523

Overall, E-learning best practices for veteran entrepreneurship training provided by the literature were
similar to the overall E-learning literature, with some recommendations for additional focus to address
veterans’ needs and issues. For instance, service members and veterans should be encouraged and
rewarded to ask for assistance, use the support, and engage in active information seeking.

The literature for the best practices in the instructional design of online courses with non-traditional,
adult students, as is the case of B2B participants, provided various recommendations to meet their
needs. These could be broadly characterized into the following three main themes: 333
e Learner-Centered Learning: Focusing the instructional design on learner-centered teaching
methods,* as opposed to the instructor-centered practices. This also involves promoting
students’ SRL.
e Student Motivation and Engagement: Promoting student motivation and engagement,
particularly via facilitating social interactions and learning community.*
e /T Proficiency and Use: Ensuring IT aspects of training delivery and increasing students’ and
instructors’ proficiency in using IT tools.

The best practices in virtual delivery of training from the literature review were corroborated and
elaborated by the findings of this evaluation among B2B class participants and instructors. The
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following sections describe the type (focus) of recommendations and the top five recommendations for
the SBA to improve the delivery of the B2B program.

Learner-Centered Learning

The literature review described the importance of the learner-centered learning approach to the design
and implementation of online education that focuses attention on the learner as an active participant
in the learning process and on building knowledge rather than promoting a passive receipt of
information. * This approach relies on experiential learning that does not ask students to memorize or
recall, but rather to complete tasks, engage in problem-solving activities, and participate in group
discussions. Another aspect of the learner-centered approach is SRL. This is an active process whereby
learners set goals for their learning and then monitor, regulate, and control their learning process and
outcomes. ¥ The literature suggests the following best practices for learner-centered teaching: 3%

e Conduct a pre- and post-class needs and knowledge assessment and use these assessments to
set goals for post-class training.
e Provide instructor and peer feedback on learning success or failure.

These recommendations were highlighted by the qualitative findings from the study (Appendix G).
Some of the instructors (15 [13.8 percent]) offered suggestions via the open-ended survey question that
described learner-centered practices. These included providing the workbook with materials and links
to resources before the class* (class participants also requested this change), revising and updating
the materials to be less academic and more real-life oriented, and conducting pre- and post-class needs
and knowledge assessment. Instructors’ interviews also described the importance of tailoring the
curriculum to the class participants with limited entrepreneurship knowledge, developing more flexible
content that reflect participants’ needs, and using the collaborative approach to curriculum design and
refinement.

Student Motivation and Engagement

Best practices for promoting student engagement involve the instructor presence and feedback.*>***
* Building social relationships with online participants and promoting the sense of an online learning
community are key contributors to promoting student engagement, motivation, and learning
outcomes in online learning.**"*% The best way to foster the sense of an online learning community
is through active and collaborative learning as well as by fostering social ties via discussions, group
activities and presentations, and sharing experiences.’**>* Another approach reported in the
literature for improving students online social interactions involves integrating social network sites
with learning systems.

Class participants’ open-ended responses to the survey question provided similar suggestions to
increase online engagement and interactions, such as using polls, question-and-answer interactive
activities, more one-on-one interactions with instructors, group exercises, and discussions. Similarly,
the most frequently described theme of the instructors’ (22 [20.2 percent]) suggestions for virtual class
improvements via the open-ended survey question focused on promoting engagement and learning
community via chat rooms, breakout rooms, leaving cameras on (assumes sufficient bandwidth),
ongoing questions and feedback, interactive ice-breaker activities and games, and post-class
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interactions via LinkedIn and social media. Some instructors also suggested staying connected in the
online meeting after the class ended to further discuss, interact, and socialize.

IT Proficiency and Use

There is an array of best practices for promoting IT use, proficiency, competence, and self-efficacy in
adult education.®*3>36-37-5833-60 Qine training programs should conduct a pre-program assessment and
monitoring of students’ and teachers’ technological competency level and digital technologies access
and use. The online training program should provide students and teachers with training on how to use
the technology, the Internet, software, and tools. Particularly notable is the need to provide training to
students and teachers to enhance their use and proficiency with online communication tools.
Furthermore, VBOC and military installations should ensure sufficient and readily available technical
assistance and support.

Suggestions provided by instructors (16 [14.7 percent]) via the open-ended survey questions also
related to the importance of ensuring IT aspects of training delivery. Suggestions included having a
reliable Internet connection, using effective virtual platforms and tools, providing training and
technical assistance for IT tools, and having a teaching partner to run the chat and the logistics of the
sessions. Some instructors (11 [10.1 percent]) suggested conducting an instructor assessment, training
for knowledge of materials and software tools, and allowing presenters to produce their own online
materials and use their preferred virtual tools. Instructors’ interviews also described providing IT
training, especially for older instructors, ensuring good Internet access, and having a producer for
online content and materials.

CONCLUSIONS AND RECOMMENDATIONS
Conclusions

The transition of the B2B Introduction to Entrepreneurship course from in-person to online was one of
the fastest transitions amongst the TAP track programs. This quick transition allowed the B2B program
to continue offering courses to service members all around the world, even during the COVID pandemic.
The district offices and resource partners primarily orchestrated the change in the course delivery.
During the pandemic, the SBA, VBOC, SBA resource partners, and all instructors worked with the
resources available to them to continue providing the B2B training. Overall, the statistical findings show
that the virtual delivery of the B2B Introduction to Entrepreneurship course met the needs of the
participants (high levels of satisfaction and positive perceptions about the class contents), and that the
course satisfaction was in several instances (survey items) higher than the pre-COVID satisfaction
outcomes. The transition from in-person to online course was smooth, and there are no major
differences in the outcomes from early transition (4/1/2020 to 9/30/2020) to late transition (10/1/2020
to 9/30/2021). Several recommended actions to improve the delivery of the B2B course are presented
below.

Recommendations for Online Course Delivery Improvements

Based on the literature review and the evaluation findings, Table 12 provides four recommendations
for an even more effective implementation of online B2B classes. We selected these recommendations
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based on the relevance, ease of implementation, and expected magnitude of their effect on participant
learning processes and quality outcomes.
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Table 12. Top recommendations by target population, type, and potential quality outcome improvement

work itin to
their lessons.

Burden | Potential
T D ipti N ificE
Category arget escription Goal Level Effect otes Specific Example
Slightly more Most courses used Zoom
. . effort from the and Microsoft Teams, so
Use effective online .
T communication tools Makes classroom more SBA, same narrowing down to have the
Proficiency |SBA,VBOC . . . Low Medium results at the courses taught with these
(Zoom and Microsoft conducive to learning. .
and Use end of the day. | programs almost exclusively
Teams). , .
Programs aren’t will allow for better
difficult. development of trainings.
. . Allows participants to Open Interviewed VBOCs stressed
Communicate with . . L S
. engage in self-learning communication an open communication
and deliver course 2 .
Learner- materials with relevant activities before and and advanced goal, welcoming the
Centered VBOC links and resources to after the class, and Low High preparation set opportunity to proactively
Learning .. increases participant the participant avoid or rectify pre-class
participants before the . .
class engagementin and and instructor and post-class
) satisfaction with B2B. up for success. misunderstandings.
. . Makes cl .
Dedicate a teaching axes c_assroom m.ore Requires A partner to run the chat
IT conducive to learning . . .
. Instructors,| partner to run the chat . . . . additional was mentioned in many
Proficiency . and increases participant High High . . .
VBOC and logistics of the o staffing for every interviews as a best
and Use ) motivation and .
sessions. class. practice.
engagement.
Increases More interactions can lead
to students asking better
. . . engagement . .
Conduct interactive Increases participant L2 questions and posing
Learner- . significantly, but .
tasks, problem-solving engagement and . . e scenarios that are more
Centered |Instructors I . . Medium | Medium can be difficult -
. activities, and group facilitates experiential . relevant to the participants.
Learning . . . for instructors to .
discussions. learning. It should allow instructors to

foster better connections
with participants.
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Suggestions for Future Evaluation and Evidence-Building Activities

e Increasing the survey response rates to the Quality Assessment Post Course Survey. This could
involve more rigorous follow-up attempts; streamlining and improving the survey’s ease of use;
providing additional resources for the data collection efforts; and promoting the use of the online
learning community for the continuous engagement of participants, instructors, and alumni

e Administering a pre- and post-program survey for the entrepreneurship knowledge, skills, and
attitudes. The brief survey could be used to tailor the training and develop refinement to the
curriculum. The use of the pre-post assessment will also improve the results examining the
change in participants knowledge, skills, and attitudes.

e Conducting qualitative data collection with class participants to gain their views and experiences
with the online and in-person classes. The focus could be on the barriers, facilitators, and factors
involved in online learning processes and outcomes. The qualitative data would provide further
recommendations for refinements to the curriculum and online delivery.

e Following up with graduates for multiple years about their experiences with additional training,
business resources, engagement in new business startups, and business survival and growth. This
longitudinal assessment could be facilitated by increasing engagement of alumni in the B2B
online learning community. The follow-up surveys would further describe the effectiveness of the
B2B program, provide suggestions for better integration of programs and services, and offer
implications for the program expansion.

e Revise the B2B course quality survey to better reflect the intent of the survey items. Potential
revisions include: 1) rescaling select items to more accurately align with intent; 2) developing
additional items to improve the content coverage of the instructor satisfaction measure; and 3)
administering a pre-post assessment to assess changes in knowledge, behavior, and intent.
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Appendix A

Quality Assessment Post-Course Survey
Office of Veterans Business Development
Boots to Business Entrepreneurship Survey for Service members and Military Families
Consent Form

Use of information: This information collection (survey) is to be completed by individuals who have participated
in the Boots to Business courses offered by the Small Business Administration (SBA). Disclosure of the information
requested on this form is voluntary as participants may exit the survey at any time or skip questions they prefer
not to answer. This study is being conducted by researchers at the Institute for Veterans and Military Families
(IVMF) in conjunction with the U.S. Small Business’s Office of Veteran Business Development (OVBD) to gather
information from military service members and families about their experiences in our B2B entrepreneurship
program and about their entrepreneurship motivations, barriers and goals. We are collecting this information to
improve our program offerings as well as to understand entrepreneurship experiences and outcomes. All
information provided is protected to the extent permitted by law, including the Privacy Act of 1974, 5 U.S.C. 552a
and the Freedom of Information Act (FOIA), 5 U.S.C. 552. SBA maintains your personal information in the agency’s
Privacy Act Systems of Records, SBA 5-- Business and Community Initiatives Resource Files. This system of record
notice (SORN) identifies why and to whom SBA will routinely disclose the information that you provide.

In addition to those routine uses, please select yes or no below to indicate whether you authorize SBA or its
agent to also use your name and contact information for SBA surveys and information mailings regarding SBA
products and services as part of the Boots to Business alumni network. SBA will not provide your personal
information to commercial entities. Choose an item.

Please note: Under the Paperwork Reduction Act you are not required to respond to any collection of information
unless it displays a currently valid OMB Control number. This collection has been assigned OMB Control number
3245-XXXX. The estimated time for completing this survey is 15 minutes, including gathering and submitting the
information. Comments on the estimated time, including suggestions for reducing the time, should be sent to U.S.
Small Business Administration, 409 3rd Street, SW, Washington, DC 20416, and to: SBA Desk Officer, Office of
Management and Budget, New Executive Office Building, Room 10202, Washington, D.C., 20503.

Available Sources of Information: If you have questions about this study, please contact Rosalinda Maury at
(315) 443-0172, email: rvmaury@syr.edu. If you have concerns or complaints about your rights as a participant,
please contact the Syracuse University Institutional Review Board at (315) 443-3013 (#15-053).

AUTHORIZATION: Clicking on the “Agree” option below indicates that:
¢ You have read the above information.
* You voluntarily agree to participate.

* You are at least 18 years of age.

O Agree
O Do NotAgree —>EXIT SURVEY
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Quality Assessment Post Course Survey

Instructions: Please answer the following questions. Some questions will require you to write your answers, while
others will require you to select your answers. The information we collect from this evaluation will be kept
confidential. Your feedback is important for us to understand the impact of the Boots to Business program.

1. Name: Click here to enter text.

2. Bootsto Business date completed: (mm/dd/yyyy)
Please enter the date of the most recent Boots to Business course you completed. If you don’t know the
date you completed your most recent Boots to Business course, please provide a best estimate.
Click here to enter a date.

3. Please select the boots to Business course you most recently completed:
O Introduction to Entrepreneurship (2 day course)
O Foundations of Entrepreneurship online (8 week course)
O Reboot

4. Please choose the state or territory where you most recently took your Boots to Business course: Click
here to enter text.

5. Please choose the installation where you most recently completed your Boots to Business course: Click
here to enter text.

6. Service: Click here to enter text.

7. AgeRange: Click here to enter text.
8. Gender: Click here to enter text.

9. Ethnicity: Click here to enter text.
10. Race: Click here to enter text.

11. Please select the status that best describes you at the time you completed the course - if you are a
service member who is married, please select your status and Dual Military Spouse:

Dependent spouse

Other dependent

Veteran

Service member

Dual military spouse

Service-disabled veteran

Transitioning/retiring service member

Ooooooaoano
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The following questions refer to Boots to Business pre-course coordination, specifically concerning the coordination
and information you received from the Boots to Business team concerning your books, course and other

administrative issues relating to Boots to Business:

12. Describe the level of communications you received about Boots to Business prior to attending:

O Way too much communication

O Too much communication
O About right
O Too little communication

O Way too little communication

13. Please rate how satisfied you are with all Boots to Business materials:

O Very Satisfied

O Satisfied

O Neutral

O Dissatisfied

O Very Dissatisfied

14. Instructor(s):

Please rate your satisfaction
with your instructor(s) in the
following areas:

Very

Dissatisfied Dissatisfied

Neutral

Satisfied

Very
Satisfied

N/A

Classroom was conducive to a
learning environment

Displayed knowledge and
familiarity with B2B course
mater