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         1)                      INTRODUCTION

     This report is about information & knowledge within the workplace and it will be based around Moonstar Sports Talent Management Agency, for reasons of clarity, just sports management will be mentioned in various scenarios.
       During this report many aspects will be looked into such as customer intimacy, difference between individual and organisational knowledge and how knowledge is separated within the organisation.
       There are many diagrams to make thing clearer like Tacit & Explicit diagram, Clients and the organisations pay structure, strategic operational & tactical diagram.
        One of the most interesting aspects of this report is the K.M Toolkit and during the report, the details of this and the benefits are explained.
          One of the biggest threats in the business world today are hackers, viruses and malware. There are ways to reduce the risk of cyber threat and the report will discuss this.















      2)
               COMPANY VISION & MISSION

“WE EDUCATE ATHLETES AND CREATE EQUAL OPPORTUNITIES AND PLATFORMS FOR UP AND COMING TALENTS WITH KNOWLEDGE AND PASSION TO SUCCEED, ENABLING THEM TO FOCUS MORE ON THEIR SPORTING CAREER.” 


       DIFFERENCE BETWEEN INDIVIDUAL
       & ORGANISATIONAL KNOWLEDGE  

INDIVIDUAL KNOWLEDGE 
         This is knowledge that is bought into an organisation, from various experiences of that individual. For the purpose of this report, sports talent management and its organisational knowledge and processes will be outlined and presented.
         Any information that is believed by the individual has been gathered over sometimes many years of experience and can be justified in the eyes of the individual as it is deep within their memory. This can be classed as cognitive learning which in layman’s term means it can be easily remembered and retrieved from the individual.
         Many people including various scholars in my opinion believe incorrectly that individual knowledge in term of workers are all white-collar workers such as lawyers, accountants, academics, scientists, architects and many other white-collar jobs which requires the individual to think for a living. In my opinion…How can this possibly be labelled as correct? I will give a couple of examples to back up my point and these are real cases that happen year in year out.
TWO EXAMPLES OF NON-WHITE-COLLAR WORKER USING THEIR INDIVIDUAL KNOWLEDGE
                                                                                                      A salesperson in a shop or in a car showroom has been the top sales person for several years consecutively. The reason being, that for several years the salesperson has refined and perfected what to say and how to say certain things combined with his or her mannerisms. There could be 20 people in that large shop or showroom, and they could all say similar things to potential customers. There is a reason that the same individual is top of the sales charts every single time. This is no fluke; this is no accident. The individual knowledge together with the experience, sometimes the individual has considerably less experience than others but out performs everyone consistently. 

A landscape gardener finishes his job hours or in some cases days before most other landscape gardeners because of the individual knowledge gained over time. Many landscape gardeners would almost by default use trial and error as their plan of action on a large piece of land if not given specific instructions on what they must do on each area of the land. This again is no fluke; this is no accident. The individual has a talent, together with experience and knowledge gained sets that particular individual apart. 

         There is no possibility that the thinking of various scholars on this matter of individual knowledge can be correct in my opinion. The facts based on real life scenarios back this up. If there were no facts to challenge various scholars on their claim, then what is written in this section of this report is rendered useless. 
       In short, individual knowledge is knowledge bought into the company from various experiences of that person.

ORGANISATIONAL KNOWLEDGE

       Organisational knowledge is primarily a management idea in which the people within an organisation use various systems and processes to generate, transform and manage knowledge-based data and services so the goals of the organisation can be achieved.
       The knowledge within the organisation can be classed as knowledge assets. A monetary value cannot be placed on this depending on the product or service being delivered, this could be priceless.
       The knowledge asset can be a huge advantage over other organisations in the same field of business.
       The efficiency and productivity of an organisation is dependant and critically important on the importance of knowledge. The knowledge management (KM) systems in an organisation plays a key role in their staff sharing, accessing and updating the organisations knowledge and information. 
       Knowledge management (KM) helps the organisation in its process of sharing, using and managing its knowledge and information. It helps use the information gathered in the best and most efficient, effective way.
       In short, organisational knowledge is knowledge pulled together.
3)
          DIFFERENT TYPES OF KNOWLEDGE

TACIT KNOWLEDGE:

     Tacit knowledge as described in the Oxford Cambridge dictionary is “Knowledge that you do not get from being taught, or from books, ect. But get from personal experience, for example when working in a particular organisation”:
· “There are forms of tacit knowledge that develop among the employees of an organisation.”
·  “The team members reported that they learned a lot from each other, especially tacit knowledge.”
      (Quoted from the Oxford Cambridge Dictionary)

     Tacit knowledge is a knowledge that is difficult to write down or communicate. It comes from pure experience.
     Employers would like to prevent tacit knowledge from happening but cannot do anything about it because the employee if they leave the organisation, they leave with tacit knowledge that they have gained over that time in that particular organisation.
     Tacit knowledge can be compared to soft skills because it cannot be taught. ‘you either have it or you don’t’.
     Tacit knowledge can be used in language from another country, spoken or written, it can be used in body language, sales, leadership.
     In terms of a professional athlete, soft skills would be the correct word because in an example of a professional athlete who is exceptional, they can use intimidation without saying a word or touching their opponent or opponents. 
     A professional combat sports fighter, this hidden and cannot possibly be taught skill of intimidation strikes fear in their opponent to the point their body can freeze. I have seen this happen. A professional combat sports fighter is taught and reminded regularly to never use their skill against members of the public under any circumstances unless it is a life or death situation.
     Without touching or saying a word to someone, a professional combat sports fighter if for example was confronted with a foolish member of the public and getting a bit too brave shall we say, the fighter could without touching or saying anything could make the foolish member of the public serious mental trauma to the point of hallucinations and possible heart attack. It is also possible that the member of the public could commit suicide over the encounter.
NEVER UNDER ESTIMATE WHAT YOU DON’T KNOW. NEVER UNDER ESTIMATE WHAT YOU HAVE NEVER SEEN.
I speak from experience as I have been in a situation where 2 members of the public who got a bit too brave and had weapons were saved by other people who arrived to save their life, and this was without being touched.
     It may appear that I have gone over the top when the subject is tacit knowledge, I have not, I will explain, tacit or otherwise… Because most of the population has only ever worked in so called ‘regular jobs’ and have never been in an environment where any form of combat sports is their career or any form of professional sporting environment, it is hard, if not almost impossible to distinguish the difference between tacit knowledge and soft skills in the sporting, especially and specifically a combat sports persons environment where all they have done for most of their life is fight since they were kids or young adults. Now they have got to the stage where they fight professionally for a living, that is their job.
     For them, tacit knowledge is a many things including a killer instinct and intimidation if needed. Very few people including most professional athletes’ possess this deadly form of tacit knowledge as part of the ‘skillset’.
“The trouble is that project organisation is the only feasible way to accomplish certain goals. It is literally not possible to design and build a major weapon system, for example, in a timely and economically acceptable manner except by project organisation. The stronger the emphasis on achievement of results in an organisation, the more likely it will be to adopt some form of project management.” (Meridith & Mantel, 2010)  








4)
       PROPOSITIONAL, PROCEDURAL & PERSONAL
                        KNOWLEDGE DIAGRAM
     

  





 TACIT AGAINST EXPLICIT DIAGRAM



EXPLICIT KNOWLEDGE:

· DIRECT
· OBSERVABLE
· PLANNED
· EXACT

IMPLICIT KNOWLEDGE:

· INDIRECT
· UNSTATED
· WITHOUT AWARENESS




   IMPLEMENTING KNOWLEDGE MANAGEMENT SYSTEMS

1)  IDENTIFY THE ISSUES: Some of the knowledge assets within the workplace can include databases. reports, files, policies, procedures and financial statements. Any or all can result in issues.
2)  Prepare to change Knowledge Management
3)  Give time to staff to learn the new KM policies and structure. Short term pain, long term gain.
4)  Dedicated team who know the new system implemented
5)  New technology if needed
6)  KM system must be secure internally within the organisation as well as from outside forces
7)  Implementation of the Knowledge Management process throughout the organisation
8)  Link the knowledge to individuals within the organisation. (Who has access to what files and why) A knowledge directory and content management is must to save time if issues occur.
9)  Knowledge Management (KM) system launch
5)
           KNOWLEDGE MANAGEMENT 
           PROCESS CHART            
       





6)
               CUSTOMER INTAMACY IS KEY

       Customer intimacy is a marketing strategy where the organisation wants to get and receive feedback from the customer so they can further understand the customer needs and wants.
       Customer intimacy goes way beyond just talking to the customer. It is the purposeful action to find out the perception of a customer’s wants and needs. There is an art and an in-built human skill in finding out information. “By repeating back what people say, you trigger this mirroring instinct and your counterpart will inevitably elaborate on what was just said and sustain the process of connecting.” Voss. C (2016)

       Repeat business is a key requirement for most if not all businesses. The repeat business in sports management is the amount of events the client plays or in a team sport, the length of the contract with that team. The terms for the contract between the sports management organisation and the client can be renewed and amended where necessary just before the original contract expires. If both parties are happy then the relationship will continue. 
The relationship between the organisation and the customer goes a long way as to whether the customer will buy that product or service off the same organisation again. 
     A customer or client in this case may want to speak to an individual in the organisation in private because of the personal nature of what the customer may require. If this cannot take place in a friendly but also private manner, it stands to reason that by word of mouth especially within the local community, a bad name about the organisation will spread.
       According to Cialdini One of the things that generate trust is reciprocity which is the principle of give and reward. (Cialdini 1984). 
       Simon Sinek says in his book Start with why: How great leaders inspire everyone to take action. “People don’t buy what you do, they buy why you do it.” For me, this puts a prospective employee into the shoes of the person who is the potential employer or customer.

HOW TO IMPROVE CUSTOMER INTAMACY

1)  Reward employees
2)  Increase customer touchpoints
3)  Customer service management
4)  Social networking
5)  Data integration
6)  Management solutions and leadership skills
7)  Customer-Centric: This provides a positive customer experience from the initial contact with the customer and through to the end when for example the deal is completed. This drives long term sales and gives the organisation a competitive advantage because the customer may well bring other customers through word of mouth which is the most powerful advertisement any company can possibly receive. 


7)
              STRATEGIC OPERATIONAL 
                & TACTICAL DIAGRAM

    

DECISION MAKING STRUCTURE
 

STRATEGIC DECISION MAKING ORGANISATIONAL STRUCTURE

     During the process of any project within any organisation, especially in this case with sports talent management, the organisation structure for the knowledge to be passed down is key. A breakdown or misinterpretation can result in a loss of business and tarnish the name of the company. The right people in the right areas within the organisation is key for quick efficient results.
     With sports talent management, unlike other business which could have goods running off a production line at a set speed, sports talent management has regular scenarios where a talented individual may be called to an event on very short notice because of an injury to another competitor who was originally scheduled for that event, and because of maybe TV scheduling, a late replacement is desperately needed and with that comes possibly a lucrative pay day. 
“A major contribution of PMO’s is to establish project administration procedures for selecting, initializing and planning, budgeting, and scheduling projects as well as to serve as a repository for reports on the performance of the planning, budgeting, scheduling and resource allocation processes.” (Meridith & Mantel, 2010) 

     The member of staff may need to contact the owner directly if a senior manager is with a client or negotiating a deal etc. The owner would then directly contact the talented client in the organisation’s books. The staff member would initially check that the client has a valid up to date passport which a copy will be held on site, digitally and a paper copy and possible visa requirements before contacting the owner. 
     The owner in a situation like this will not be able to negotiate a deal on behalf of the client because of the short notice and the event maybe very lucrative for the client of which the sports talent management company receive a percentage of the money that will be paid to the client. Both parties win in this situation. The owner or one of the senior management will contact the client and may also speak to the parents of the talented individual letting them know that taking this opportunity must be grabbed with both hands because of exposure to the public and financially. This scenario could arise in a professional tennis tournament in Dubai or a professional fight in New York or Las Vegas on the undercard of one of the biggest fights of the year. 
     A member of staff when getting the go ahead would make arrangements for flights and hotels without delay.
     A situation like this cannot be underestimated for its importance. 
     Knowledge along with the organisation’s structure to deal with something that requires immediate implementation is vital in this industry.
     Not only the diagrams show a streamlined organisational structure, it also shows that specific knowledge is required from all members of the organisation.
     An effective operational plan in its most comprehensive way is the only way a fast-paced business can deal with a lucrative short notice turn of events. 
One mistake, one delay and the TV company or the sports event organisers will be forced to contact someone else and the deal is gone.







8)   BASED ON CLIENTS OWN PERSONAL          ORGANISATIONAL STRUCTURAL DIAGRAM 
                           

       In the above diagram, this is based on a tennis player going to play in a high-profile tournament. Even if the individual is going on very short notice, they themselves have a team who will go with them.
     It is impossible to know how far the individual will go into the tournament which can last for as long as two weeks if the individual player reached the final. Some mini high-profile tournaments are just for the weekend and that can be in the U.K or internationally.

COSTS TO VALUE DIAGRAM







9)
                             KM TOOLKIT

     


     The knowledge management toolkit has 4 specific areas that can help an organisation such as a sports management company.
     The 4 areas on the diagram will be broken down and based around the sports management agency.



     The KM Toolkit provides a very powerful tool which not many organisations use from my experience. It helps an organisation learn from mistakes, that is key. They may use their own variation of the KM Toolkit but in my opinion, it is not designed to be as specific as this.
     In the sports management company, the owner and senior management had designed their own variation which was not to dissimilar to this and it worked very well. Most of the criteria and questions that have been asked in the diagram directly above would have been a yes from my point of view although in the 3rd box where the question is asked ‘Do you become tired of using the new methods Y/N’, that answer would be a ‘No’.
     The KM Toolkit helps in making Tacit knowledge more specific and turns it into explicit knowledge especially with each individual project. In the case of a sports management company, each talented individual who has signed for the agency is a project. Each scenario is different because their sports are different and also, they are all in different stages in their career.
     There is no doubt that the KM Toolkit if it were implemented throughout the country, then many organisations would benefit greatly and become more efficient and financially successful and it is possible that a knowledge management system like the one being discussed could save a company from financial disaster. 
     I have no doubt that many careers would have been saved if this was implemented in all organisations, unfortunately this is not the case at this moment in time when this piece is being written.
10)
                       STICKY KNOWLEDGE

     Sticky knowledge is something that stays with an employee throughout their business / working career.
     Sticky knowledge is also where an organisation has all the departments and organisational and knowledge management systems integrated throughout the company, so nothing is left out, nothing is left to chance. It is the glue holding the Sports management company or any organisation together if they are using it.
“One of the best tools a project manager can use is to develop a realistic assessment early in the project identifying the principle stakeholders and their agendas.” (Meridith & Mantel, 2010) 


                    
                   BASIC, EASY TO UNDERSTAND 
                  STICKY KNOWLEDGE DIAGRAM




           HOW IS KNOWLEDGE SEPERATED & 
           WHO USES WHAT?

     It is almost impossible for an organisation to use only one type of knowledge. It stands to reason that different areas at work will have their own specialized knowledge. With professional specialized knowledge management software available globally, it can be possible that the system can be integrated so that all the knowledge is in one place with access to whoever needs it.
      The knowledge management system that has been integrated within the organisation should work independently alongside the organisations project management tools.
      Knowledge, data and information within an organisation continue to grow and as a result knowledge is not updated, often neglected and as a result, things get harder to find within all sectors of the organisation. From senior management on down to part time staff, the company’s strategic objective of knowledge management must be updated on a consistent basis as the company grows.
     Talent management is a fast-paced industry and the knowledge of the talented client will have its own unique individual knowledge record. If the individual is going from various event to event and on to another event within weeks, all of this needs to be documented and results logged so that progress can be monitored and depending on the sport involved and how good the professional athlete has become, it can get to a stage where the owner or senior management can pick and choose certain events for their client to enter after speaking to the athlete and possibly their family as well. There is no way this could be implemented sufficiently if the managing of the data is not recorded and stored so that the knowledge can be readily available. 
     Within the talent management organisation, individuals with a specific specialized knowledge need to be protected from doing jobs that a lower skilled person can do. An example of this can be a negotiator who has a record of closing major lucrative deals for clients signed to the organisation, the negotiator would be wasted doing administrative work or answering phone calls or going with a client to check on a venue which will be hosting an up coming event. It makes no sense and at times that staff member with a lucrative specialized skill needs to be managed carefully so they are not tied down to other jobs for a lengthy period if at all. 
     It does not take long to realise someone who is employed by the company and has a skilled specialised knowledge base and technique that nobody else is remotely close. 
     Closing lucrative deals on a consistent basis is an art and is lucrative for the client as well as the organisation. Obviously, the negotiator would be financially rewarded accordingly.

     
11)
            FULL TIME EQUIVALENT (FTE’s)

     FTE’s is very important from a financial standpoint to any organisation especially in sports talent management because NOTHING is guaranteed.
     Any talented sports person could suffer a career threatening injury, loss of form, mental issues, drug ban and the list is endless. When things go well, it goes very well. 
     This is not a so-called normal industry when you know financially what is coming into the business per calendar month or something close to it. It is possible that for several months, several athletes perform brilliantly and the clients as well as the business is booming, then a couple of injuries and a loss of form from the main clients in the organisation and while always looking for potential new stars of the future, there is the constant hope that several of your key athletes recover quickly to enter and do well in upcoming tournaments.

There are 2080 hours to be paid out in one year for a full-time employee based on a 8 hour day and 5 days per week. Several employees full time cost a lot of money so the decision to take on a young promising sports person who is aiming to turn professional is huge. The sports management company can only survive and thrive if the sports person is looked after in every aspect and the performance on the field of play reaches a standard that can compete with the world’s best in their chosen sport.
     The more talented clients on the agency books, the more chance of big paydays for some of the clients at the events they participate in, that in turn generates revenue for the sports management agency.
“Typical project management requires attention to issues of cost, schedule and quality. As the customer demands increase for quality increase, either the cost or the schedule must yield to balance these new demands.” (Meridith & Mantel, 2010) 

     Now you can see how vital knowledge about the potential client as well as instinct is vital when making a decision because the project stakeholder / owner could pay multiple 5 figures over the course of 2-3 years and the potential of the person they signed goes to waste if the individual didn’t perform well or suffered a serious injury.




The quadrant by (Bryant, 1995) makes things simple to chart. 












      BASIC CHART OF HOW COMPANY GETS PAID



Example of figures stakeholder may see when a client turns professional.

FIGURES & HMRC

FIGURES THAT HELPED THE COMPANY TO GROW:

CLIENT A: (£20K Investment over 3 years before turning professional)

1st Year professional earning
3 Financial stakeholders         33% Management Cut

£7K in year one as a professional    
33% Management cut Approx. £2,331, Therefore £777 each per financial stakeholder

2ndt Year professional earning
3 Financial stakeholders         33% Management Cut

£80K in year two as a professional    
33% Management cut Approx. £21,312, Therefore £7,104 each per financial stakeholder
The professional (Client) takes home £58,688

3rd Year professional earning
3 Financial stakeholders         33% Management Cut

(Further £9K Investment)
£210K in year (3rd Year) three as a professional    
33% Management cut Approx. £69,930, Therefore £23,310 each per financial stakeholder
The professional (Client) takes home £139,860

RETURN ON INVESTMENT

£29K Invested by 3 stakeholders = £9,666 each
Each financial stakeholder received £31,191 over the clients 3 years as a professional so far. Deduct the £9,666 invested per stakeholder.

£21,525 PROFIT PER STAKEHOLDER SO FAR

                        Tax & N.I calculated end of each financial year and taking into consideration which country the prise money was won.









12)
                              GANTT CHART
BASED ON FIRST 4 YEARS EARNINGS OF A NEW TENNIS PROFESSIONAL 
	
	Column1
	Column2
	Column3
	Column4
	

	
	1st Year
	2nd Year
	3rd Year
	4th Year
	

	1st Qtr
	2000
	29000
	95000
	25000
	

	
	
	
	
	
	

	2nd Qtr
	4000
	35000
	40000
	10000
	

	
	
	
	
	
	

	3rd Qtr
	19000
	45000
	30000
	135000
	

	
	
	
	
	
	

	4th Qtr
	34000
	55000
	100000
	200000
	

	
	
	
	
	
	


 


     It is vital that the finance department know all the figures of each individual client and the exact contract management cut from each client because they differ as each clients deal with the sports management agency was negotiated separately and everyone’s circumstances are different.
     The knowledge of the finance department is vital for the smooth running of the organisation and to always keep on the correct side with HMRC. All the figures are made transparent to HMRC and if they wish to see each individual client’s figures and their contract where the management cut was negotiated and then multiplied by all the clients and totalled up, all the figures should match up accurately.
     The organisation usually pays slightly more to HMRC in case of human error and HMRC at times would contact the business to notify then that a rebate is due because of overpayment. Both sides are fair. One thing you never do is be on the wrong side of HMRC because they can make your life extremely difficult.

             KNOWLEDGE ASSETS WITHIN 
                   THE ORGANISATION

· DATABASES
· TACIT
· STICKY KNOWLEDGE
· EXPLICIT
· PERSONAL
· CODIFIED
· UNSTRUCTURED
· TECHNICAL
· INFORMATION TECHNOLOGY
· INSIGHT
· INSIDER KNOWLEDGE
· TACTICAL KNOWLEDGE
· ORGANISATIONAL
· RULES & REGULATIONS
· FINANCE / TAX / HMRC


                    COPYRIGHT / TRADEMARK &  
           INTELLECTUAL PROPERTY RIGHTS
                           WITHIN THE U.K


COPYRIGHT:

     A great deal of time and effort goes into each individual client. The business itself has its own unique business model and this must be protected at all costs. The financial implications of not protecting what you have and what you are doing can be life changing.
“Ethical standards: The board has a key role in setting the ethical tone of a company, not only by its own actions, but also in appointing and overseeing key executives and consequently the management in general. High ethical standards are in the long-term interests of the company as a means to make it credible and trustworthy, not only in day-to day operations but also with respect to longer term commitments.” (Vallabhaneni.S.R. 2008) 

     Depending on the client and exactly what sport they are participating in and also their age and whether they were already a professional athlete before signing with the organisation, there many other factors involved. It then depends what has been negotiated. 
     Firstly, the advertising and the marketing involved in TV, Newspapers, Magazines, Blogs, LOGO, Leaflets, Online advertising all needs protection because in the modern age without copyrights and other protection, anyone, anywhere can copy or take your work, what you may have spent years achieving and its gone in a second.
     With regards to the athlete, the Moonstar sports management agency may have done an interview at its own offices and has asked the media if they want to talk or write about it. As long as it is mentioned that the interview took place at the exact name of the sports management agency and for example, they didn’t use more that 30 seconds of a 10-minute interview, then there is no legal issue involved because that’s what was agreed. Copyright and patents give financial value to the organisation as well as the client depending on the scenario.
     Copyright in its simplest form means that anything the sports management agency has produced in some physical form, and is original and is created by the owner or someone within the organisation that is linked or paid by the owner or the company created by the owner, this can be can and should be protected.

COPYRIGHT = PHYSICAL FORM

TRADEMARK:


     Trademark is similar to intellectual property rights. It is a design, sign or a set of words called an expression that is recognisable to the organisation, where people can tell which organisation it comes from and can differentiate it from another company that does something similar within that industry. It protects the brand name and logo which appears on any goods or services that the company uses.
     Moonstar sports talent management agency has its logo and brand name trademarked.

TRADEMARK = DESIGN, SIGN OR EXPRESSION

INTELLECTUAL PROPERTY RIGHTS (I.P):
     Intellectual property (I.P) Covers trademarks, trade secrets, patents and copyright. It does vary from various countries but for the purpose of this report, the U.K is being covered.
     Intellectual means coming from the mind, therefore the ideas that came from the mind such as literary, images, artistic, inventions, names and symbols are all covered in the business world. 
     The I.P’s for Moonstar sports talent management agency and its work is all covered.
     It is almost criminal negligence if a company that is producing work doesn’t have and I.P.

I.P = TRADEMARK, COPYRIGHT, TRADE SECRETS & PATENTS


          13)                      DATA SABOTAGE

     Every company in the world can be hacked, from the world biggest companies down to the very smallest business. No company is 100% safe.
The Sports management company installs the latest software and updates its systems regularly to prevent such a risk.
      There are ways to reduce the risk as long as an organisation updates its virus protection and detection software. It is almost mandatory to do this as a company can be forced to temporarily maybe in extreme cases be forced to shut down. It is a serious situation where there is no known cure, just prevention.
     Blockchain technology uses an extra layer of encryption on its data and information ledgers to make things more secure. They do use words ‘100% safe from hacking, fraud ect’. This is as blatant a lie as you can get. If you research the facts, blockchains have been hacked and the so called ‘crypto currency’ (If you believe such a thing actually exists) have been stolen.

“Fraud involves deception, confidence, and trickery done by one individual to get an advantage over another. Fraud is different from unintentional error because the former involves intent and the latter does not.” (Vallabhaneni.S.R, 2008) 
     I don’t dispute that the extra layer of encryption works, but it is not 100% secure. Not at this stage as I write this paper.

POSSIBLE WAYS TO STOP OR PREVENT HACKERS, VIRUS & MALWARE

· UPDATE VIRUS PROTECTION ON A REGULAR BASIS
· DON’T RE-USE PASSWORD ( Easier said than done)
· DOWNLOAD FROM AUTHORISED SOURCES
· DEFAULT SETTING SHOUT NOT BE THE ADMIN
· ENCRYPTION
· TURN OFF COMPUTERS WHEN FINSHED
· BACK UP DATA AND INFORMATION KNOWLEDGE AND MANAGEMENT SYSTEMS
· ANTI VIRUS & FIREWALLS


BACK UP PROCEDURES

     This should be done minimum at the end of every week, possibly daily. The importance of this cannot be underestimated. 
     The computer systems need have enough storage to more that back up the relevant data and information.
      Using iCloud is another good way of backing up data.
       If using backup on devices, make sure that it is off site, another location otherwise it can be a complete waste of time.
















14)                       DATA FLOW DIAGRAM









           INTEROPERABILITY ASSESMENT  TABLE


     



     







         
  15)                               CONCLUSION

    The report went through many things in depth with regards to knowledge and information management. Data, information and knowledge and how they are handled and stored effectively can make or break and organisation.
     Knowledge management is key to any organisation being successful especially sports talent management where everything is fast paced, and unexpected situations arise on a regular basis that has been very lucrative to the client / athlete on the sports management books as well as the talent management agency.
     There can be no doubt that information and knowledge  management tools work, it is beyond reason that an organisation should ignore the tools available.
      During the report, the K.M Toolkit was discussed at length, I am left in no doubt that it is one of the most powerful information and knowledge management tools inn the business world today irrespective whether it is for a multi-billion-pound company or a start-up.
     The sports talent management industry on the whole does consider many of these ideas although I feel the K.M Toolkit should be implemented.
     The global threat of hacking and virus and malware is constantly there but with the anti-virus systems available, most if not all organisations have a procedure in place to minimise risk.
       I stick with what I said in the report with regards to the blockchain and its encryption. In my personal view, many people seem almost brainwashed at this point with regards to the cyber security threat even with the encryption. It has been hacked before and it will happen again. That is not 100% secure and safe like they make it sound. Your decision, you decide.
      
 
       

       
              
                





TACIT:
*SHARING
*OBSERVING
*COPYING
BRAINSTORMING


EXPLICIT:
*WRITING THINGS DOWN
*CREATING & STORING
*STICKING TO PROVEN MODELS


INITIALISATION:
*SET KNOWLEDGE
*NOT CHANGING
*NOT ADAPTING
*STICK TO RIGID RULES


COMBINATION:
*BEST PRACTICE
*SORMETODTING
*ADAPTING
*METHODOLOGY
*CATEGORIZING



KNOWLEDGE MANAGMENT


PEOPLE / STAFF


PROCESS


GOALS


TECHNOLOGY


INNOVATION


PROCESS


STRATEGIC GOALS:
KEEPING TRACK OF THE PROGRESS


OPERATIONAL:
IS THE BUSINESS GOING ACCORDING TO PLAN.



TACTICAL:
IS EVERYTHING EFFECTIVE, OPERATIONAL AND EFFICIANT.
ANY IMPROVEMENTS TO BE MADE


STRATEGIC MANAGMENT / 
EXECUTIVES / DIRECTORS


TACTICAL MANAGMENT / PROJECT MANAGERS / 
SELF DIRECTED TEAMS


OPERATIONAL MANAGMENT
SUPERVISOR 


OWNER & EXECUTIVES


MANAGERS & KNOWLEDGE WORKERS


PRODUCTION 



SPORTS ATHLETE  (TENNIS PLAYER)


COACH / TRAINER


PARENTS


PHYSIO


SOMEONE FROM THE SPORTS MANAGMENT AGENCY



 


OPERATIONAL:
* THE EVENT
*THE PRIZE MONEY INVOLVED
* EXPOSURE / MEDIA/ PR


 


TOTAL COSTS:
LOCATION OF EVENT
*FLIGHTS
*HOTELS
*VISAS:


 :
:
T:
TH:


VALUE



SHARING, KNOWLEDGE & LEARNING


ORGANISATION IS A LEARNING ORGANISATION


ORGANISATION IS INTERCONNECTED


ORGANISATION ISTRIVES FOR EFFECTIVNESS


ORGANISATION IS CLOSLY RELATED TO PRACTICE



KM TOOLKIT


1) 
OUR ORGANISATION IS A LEARNING ORGANISATION:
*ARE WELL KNOWN METHODS & KNOWLEDGE AVAILABLE Y/N
*FREEDOM OF WORK Y/N
*SHARING EXPERIANCE Y/N
*DO WE LOOK AT OUR WORK REALISTICALLY & CRITICALLY Y/N
 


2)
ORGANISATION IS A LEARNING ORGANISATION
*IS A CONSTRUCTIVE & TRUSTING RELATIONSHIP MAINTAINED Y/N
*DO YOU UNDERTAKE REVIEWS, EVALUATIONS & STUDIES TO ANALYSE YOUR ACTIVITIES AND AFFECT UPON THE WORK DONE Y/N
*ARE YOU AWARE OF WHAT YOU HAVE LEARNED Y/N
* SHARED INTEREST IN THE EXPERIANCE OF OTHER PEOPLE Y/N


3)
ORGANISATION IS CLOSELY RELATED TO PRACTICE
*DO VARIOUS METHODS EXIST AND CAN YOU APPLY THEM Y/ N
*Do YOU CONSISTANTLY USE NEW METHODS Y / N
*DO YOU BECOME TIRED OF USING THE NEW METHODS Y / N
DO YOU KEEP AWAY FROM INNOVATION / NEW TECHNOLOGY Y/N


4)
ORGANISATION STRIVES FOR EFFECTIVENESS
*DO YOU GET SUPPORT FOR YOUR ACTIVITIES Y / N
* DO YOU MAKE USE OF YOUR KNOWLEDGE WHICH IS PROVEN Y/N
*LESSONS LEARNT AND THE SUCCESFUL EXPERIANCE ARE NOT OR SUFFICIENTLY NOT TAKEN INTO ACCOUNT WHEN FUTURE PROJECTS OR ACTIVITIES ARE PLANNED Y / N


INITIATION & IMPLEMENTATION


INTEGRATION


SPORTS MANAGMENT COMPANY



DIFFERENT FORMS OF KNOWLEDGE


PROPOSITIONAL KNOWLEDGE:
*FACTS
*THEORIES
*CONCEPTS
*IDEAS


PROCEDURAL KNOWLEDGE:
*SKILLS
*KNOW HOW


PERSONAL KNOWLEDGE:
*EFFECTIVE EXPERIANCE
*INSTINCT
*TACIT



STAKEHOLDER IMPORTANCE


MEET THEIR NEEDS


KEY PLAYER


LEAST IMPORTANT


SHOW CONSIDERATION



SPORTS MANAGMENT AGENCY


CLIENT / ATHLETE


EVENTS


PAYDAY FROM EVENT


MANAGMENT PERCENTAGE CUT 



DATA / INFORMATION / KNOWLEDGE
FLO CHART


USER


AUTHENTICATE LOGIN


POSSIBLE ENCRYPTION CODE


TASKS / LISTS/ STATUS/ DATA


ADMIN & OWNER & PROJECT STAKEHOLDER CAN LOG INTO COMPUTER



PERFORMANCE & ANALYSIS


MEASURMENT


ASSESMENT


MATURITY


METHODOLOGY


EVALUATION


PROFESSIONAL A : Quarterly & Yearly Earnings in £ UK STERLING

Column1	1st Qtr	2nd Qtr	3rd Qtr	4th Qtr	0	2000	4000	19000	200000	Column2	1st Qtr	2nd Qtr	3rd Qtr	4th Qtr	0	29000	35000	45000	60000	Column3	1st Qtr	2nd Qtr	3rd Qtr	4th Qtr	0	95000	40000	30000	85000	Column4	1st Qtr	2nd Qtr	3rd Qtr	4th Qtr	0	25000	10000	135000	235000	



