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Introduction
levads

The ““Shake up Start ups handbook” is the result of the international project implemented by 4 organizations from
3 countries (Poland, Croatia and Latvia) under Erasmus+ programme, KA2 - Cooperation for Innovation and the
Exchange of Good Practices, Strategic Partnerships for youth.

Project last 18 months and during this time the SuSu Non-formal entrepreneurship academy method was designed,
good practices were gathered and all scenarios were described. Also the test phase successfully took place in each
project partner country.

The consortium consisted of Kielce Technology Park (Poland), Association Education by the Internet (Poland),
Lokalnarazvojnaagencija PINS d.o.o. Skrad (Croatia) and Society "Creative Ideas" (Latvia).

We present you the handbook thanks to which you can organize your own Shake up Start ups event (SuSu).

»Shake up Start ups” rokasgramata ir tapusi starptautiskd projekta ietvaros Erasmus+ programmas KA2
pamatdarbiba , Sadarbiba inovacijas veicinasanai un labas prakses apmaina jaunatnes joma”. To istenoja 4
organizacijas no 3 valstim (Polija, Horvatija un Latvija).

Projekts ilga 18 ménesus. Saja laika tika izveidota SuSu neformalas uznéméjdarbibas akadémijas metode, apkopota
laba prakse un aprakstiti nodarbibu plani macibu organizésanai akadémija. Katra no projekta iesaistitajam valstim

veiksmigi noritéja ari metodes testésana.

Projekta partneribu veidoja Kielces Tehnologiju parks (Polija), Interneta izglitibas asociacija (Polija), Viet&jas
attistibas agentiira PINS no Skradas (Horvatija) un biedriba ,,Radosas Idejas” (Latvija).

Aicinamiepazities ar rokasgramatu, kas Jaus jums patstavigi organizét SuSu pasakumul!
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1. Shake wup Start ups (SuSu) Non-formal

entrepreneurship academy
1. Shake up Start ups (SuSu) neformala uznémeéjdarbibas akadémija

1.1. What is SuSu Non-formal entrepreneurship academy?
1.1.Kasir SuSu neformala uznémejdarbibas akademija?

The SuSu Non-formal entrepreneurship academy is the method based on a non-formal education process: training
and mentoring by professionals, sharing inspirations, new ideas, boosting power, getting practical knowledge,
networking, pitching, internationalising etc. It is connected with entrepreneurship areas and the goal of SuSu is to
promote entrepreneurship education and social entrepreneurship among young people and internationalize youth
work and openit up to cross-sectoral cooperation.

The SuSu handbook compiles the main results of exchange and learning activities of the “Shake up Start ups”
project. It collects good practices, experiences and tools to help youth workers to teach how to start business,
through developing such tools as ICT, language and interpersonal skills, as well as finding new ways of non-formal
education.

SuSu neformala uznémeéjdarbibas akadémija ir izglitibas metode, kas ieklauj tadus neformalas izglitibas elementus
ka profesionalu vaditas apmacibas un mentorings*, daliSanas iedvesmas un jaunas idejas, parliecibas vairosana,
praktisku zinasanu ieguve, tikloSanas, biznesa idejas prezentésana, starptautiska sadarbiba u.c. SuSu meérkis ir
veicinat izglitibu uznémeéjdarbibas joma un socialo uznémeéjdarbibu jaunieSu vidd, ka arT sekmét starptautisko
sadarbibu un starpsektoralu pieeju jaunatnes darba.

SuSu rokasgramata apkopo projekta ,Shake up Start ups” ietvaros notikuSo pieredzes apmainas un apmacibu
aktivitasu rezultatus. Ta ieklauj labo praksi, pieredzi un pieejas, kas palidzés darbiniekiem, kas strada ar jaunieSiem,
iepazistinat jaunieSus ar uznéméjdarbibas uzsaksanas iespéjam, izmantojot IKT, valodu zinasanas un komunikaciju

prasmes, ka ari pielietojot jaunas neformalas izglitibas metodes.
* "Mentorings ir nevértéjosas attiecibas starp divam personam, kuras viens cilvéks brivpratigi velta laiku otram cilvékam, lai vinu atbalstitu un iedrosinatu. Tas parasti
tiek attistitas laika, kad pieredzes parnéméjs atrodas kada dzives parejas posma, un tiek uzturétas nozimigu un ilgstosu laika posmu." (Lielbritanijas lekslietu ministrija)
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1.2. For who is the SuSu Non-formal

entrepreneurship academy?
1.2. Kam piemérota SuSu neformala uznémeéjdarbibas
akadémija?

The SuSu handbook is for non-government organizations (NGOs), youth
organizations, schools, teachers, youth workers, non-formal education
specialist, entrepreneurs, incubators, accelerators, career offices, relevant
stakeholders such aslocal/regional/national government/public bodies.

Everyone who wants to develop his/her workshop and competences, use new
scenarios, methods and tools in his/her work with youth, can profit from the
handbook.

SuSu rokasgramata sagatavota nevalstiskajam organizacijam (NVO),
jauniesu organizacijam, skolam, skolotajiem, darbiniekiem, kas strada ar
jaunieSiem, neformalas izglitibas specialistiem, uznémeéjiem, biznesa
inkubatoriem, karjeras konsultantiem, ka ar1 citam ieinteresétajam pusém, tai
skaita vietéja, regionala un nacionala limena parvaldesiestadem.

St rokasgramata noderés ikvienam, kur$ vélas uzlabot savas nodarbibas un
kompetences, izmantot jaunus nodarbibu planus, metodes vai pieejas
jaunatnes darba.



1.3. The SuSu Non-formal entrepreneurship academy structure
1.3.SuSu neformalas uznémeéjdarbibas akadémijas struktira

There are many reasons to promote entrepreneurship among young people as the entrepreneurship has anumber
of potential benefits. The most significant one, is that it creates employment for the young person who own the
business. In this case, entrepreneurship could help in confronting some of the socio-psychological problems that
have raised from joblessness especially among young people.

Youth entrepreneurship promotes innovation and resilience as it encourage young people to find new solutions,
ideas and ways of doing things through experience-based learning. In certain circumstances, young entrepreneurs
may be particularly receptive to new economic opportunities and trends. It is increasingly accepted that youth
entrepreneurs can present alternatives to the organization of work, the transfer of technology and new
perspective to the market.



Uznémeéjdarbibas popularizésana jaunieSu vidu rada dazadus ieguvumus. Visbiutiskakais ieguvums, musuprat, ir
tas, ka, uzsakot uznémeéjdarbibu, jaunietis pats sev rada darbavietu. Tadéjadi jaunieSu uznéméjdarbiba lauj
cinities ar bezdarba raditam socialekonomiskam problémam, jo seviskijaunieSu vida.

JaunieSu uznémeéjdarbiba veicina inovacijas un pielago$anas spéju, jo jauni cilveki meklé inovativus risinajumus,
idejas un pieejas, macoties no savas pieredzes. Nereti tieSi gados jauni uznéméji sekmigi sp€jizmantot iespéjas, kas
paveras, attistoties ekonomikai. Arvien biezak tiek atzits, ka jaunie uznéméji var piedavat dzivotspéjigus
risinajumus darba organizacijai, tehnologiju parnesei un jaunam tirgus iespéjam.
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In this way boosting entrepreneurship among young people should be “performed” on the various
levels and in the various ways. As traditional formal academic model is not always appropriate:
formal education background and vocational experience are nowadays not enough for finding one’s
place in the labor market. More is needed: entrepreneurial competence gained though non-formal
education such as ability to plan and manage projects, adapt to changes, deal with it and solve the
problems.

A sense of initiative and entrepreneurship refers to an individual’s ability to turn ideas into action.
Itincludes creativity, innovation and risk-taking, as well as the ability to plan and manage projects in
order to achieve objectives. This supports individuals in their everyday lives at home and in society,
and in the workplace. It alerts them to the context they operate in, and makes them more ready
to seize opportunities’.

Uznémeéjdarbibas spéju veicinasana jaunieSu vidu javeic dazados Iimenos un veidos. lerasta
akadémiska un profesionala izglitiba ne vienmeér ir atbilstosa, lai atrastu savu vietu darba tirga.
NepiecieSamas art uznémeéjdarbibas kompetences, ko var ieglt neformala cela, pieméram, prasmes
planot unvadit projektus, piemeéroties parmainam unrisinat problémas.

Uznémeéjspéja un pasiniciativa ir tieSi saistitas ar spéju parveérst ideju praktiska darbiba. Tas ieklauj
radoSumu, novatorismu un riska uznemsanos, ka ari spéju planot un vadit projektus, lai sasniegtu
nospraustos mérkus. Sis spéjas palidz gan ikdienas dzivé majas un sabiedriba, gan ari darbavieta. Tas
palidz bat modram unizmantot radusas iespéjas’.

Youth in Action. Focus on: Young people and entrepreneurship. European good practice projects, Belgium 2013,
http://eacea.ec.europa.eu/youth/tools/documents/youth-entrepreneurship.pdf



Entrepreneurship depends on?:

knowledge, including the ability to identify opportunities for personal, professional and/or
business activities,

skills, in proactive project management (planning, organization, leading and delegating,
analysis, communication, evaluation and recording), representation and negotiation, and
workingasanindividualandin teams,

attitude, characterised by initiative, independence and innovation in personal and social life,
as much as at work, and motivation and determination to meet objectives.

In this way it is some supporting actions should be taken in order to engage young people in
enterprise, business and entrepreneurship3.

The SuSu Non-formal entrepreneurship academy is one of them. The SuSu handbook consists of
few chapters with different methods, ready scenarios, lectures and tools which can be used in
non-formal education process. Also good practices from Poland, Croatia and Latvia are presented
which can be aninspiration for teachers and youth workers.

The SuSu Non-formal entrepreneurship academy can be implemented as the whole method or
in parts, and as the regular or occasional activity/non-formal learning.

Uznéméjspéju ietekmé’:

zinasanas, tai skaita spéja saskatit personiskas un profesionalasizaugsmes iespéjas,

prasmes tadas jomas ka projektu vadiba (planosana, organizésana, vadisana un delegésana,
analize, komunikacija, novértésana un informacijas uzglabasana), prezentésana un parrunu
veiksana, ka arispéja stradatindividualiun komanda,

attieksme, ko raksturo iniciativa, neatkariba un jauninajumu ievieSana personiskaja un
sabiedriskaja dzivé, ka artdarba, un motivacija un apnémiba sasniegt nospraustos mérkus.




Nemot véraieprieks minéto, jarada iesp€jas veicinat jauniesu iesaisti uznéméjdarbiba3.

SuSu neformala uznémeéjdarbibas akadémija ir viena no $adam iespéjam. SuSu rokasgramata ieklautas nodalas, kas
iepazistina ar dazadam metodém, nodarbibu planiem un pieejam, ko var izmantot neformalas izglitibas ietvaros.
Rokasgramata ieklauta ari laba prakse no Polijas, Horvatijas un Latvijas, kas var noderét ka iedvesmas avots
skolotajiem un specialistiem, kas strada ar jaunieSiem.

SuSu neformala uznémeéjdarbibas akadémija var tikt istenota pilna apmeéra vai ari pa dalam, ka regularas vai
vienreizéjas apmacibas.

2
Ibidem
3Start-up communities. Anintroducing to the STUPCOM Model, http://www.startup-community.eu/



There are 3 main blocks of activities within the SuSu Non-formal entrepreneurship academy:
e workshops, seminars,

» officetours, opendoors,

e non-formal events.

The SuSu Non-formal entrepreneurship academy can take 1 day, 1 week or even 1 month. It depends on which
elements of the method you want to use and how many time have you planned for your SuSu event.

SuSu neformala uznémeéjdarbibas akadémijaieklauj tris aktivitasu blokus:
* nodarbibasunseminarus,

e vizitesuznémumos un atvérto durvju dienas,

» neformalos pasakumus.

SuSu neformala uznémeéjdarbibas akadémija var tikt istenota 1 dienas, 1 nedélas vai pat 1 ménesa laika. Tas
atkarigs noizvélétajam metodém un SuSu pasakumam planota laika limita.

workshops, seminars non-formal events
wnodarbibas un seminarus neformalos pasakumus

SuSu Non-formal entrepreneurship academy

office tours, open doors
vizites uznémumos un atverto durvju dienas



2. What methods and tools to use in the SuSu Non-

formal entrepreneurship academy?
2. Kadas metodes un pieejas var tikt izmantotas SuSu neformalas
uznémejdarbibas akadémija?

"Tellme and I forget. Teach me and | remember. Involve me and | learn" (Benjamin Franklin)
"Pastastiman un es aizmirsisu. Mdci mani un es atcerésos. lesaisti mani un es iemacisos." (Bendzamins Franklins)

The development of methodological tools ought to be driven by the need to find ways of engaging young people,
engaging with young peoplein the processes of youth work.

It needs to take into account the full cycle of experiential learning, including the reviewing of what was learnt and its
applicationto the realities facing young people.

In this way, the final selection of the method or tool for training depends on:
¢ Whatkind of need(s) has the tools really to fulfil?

e Whatlevel of knowledge do young people have and need?

* Howdothesetools fitin with the aims of education activities?

Metodologiska pieeja veidota, meklgjot labakos veidus, ka iesaistit jaunieSus un sadarboties ar tiem, veicot
jaunatnesdarbu.

Istenojot 3o pieeju, janem véra pilns pieredzé balstitas macisanas cikls, ieklaujot arf jauniegito zinaanu izvértésanu
un pielietoSanu praksé.

Izvéloties metodes no piedavata klasta, aicinam atbildét uz Sadiem jautajumiem:
» Kadasvajadzibas tiks apmierinatas, izvéloties konkréto pieeju macibam?

» KadasirjaunieSu esosas unvelamaszinasanas?

» Kadameraizveléta pieeja macibam atbilst kopéjam apmacibu mérkim?
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There is of course a consensus about the need to start from "where young people are", exploring and developing
acommon understanding of issues that can lead to some kind of action plan, project or commitment that connects
interculturallearning experiences with the realities to which participants will return.

In this way, an appropriate tool should":

e engage participantsin the learning process, transfer educational objectives into practice,

e combine the theme, techniques, target group, materials, timing, tips for use, etc. in its description it may well
include elements of generic methods (discussions, film, etc.),

e providea possibility for participants to identify their own learning,

e benotfixed andclosed, but open for adaptation according to context, target group, etc.

In non-formal education, this approach could involve putting the focus on interaction and the participant-
participant and trainer-participant relationships. The role of the trainer in such an approach is to define the terms
oftheinteraction and to participateinit. The trainer becomes a facilitator of the learning process.

Pastav vienpratiba, ka, izvéloties tematus un aktivitates, kas apvieno starpkultiiru macisanas pieredzi ar praktisko
dzivi, kura jauniesi atgriezisies pécapmacibam, ir jasak ar kopigas izpratnes veidosanu.

Tadéjadi, piemérotas bis metodes, kas*:

» iesaistajaunieSus apmacibu procesa unizglitoSanas mérkusisteno praksg,

« apvieno témas, tehnikas, mérka grupas, materialus, 1steno$anas laikus un ieteikumus, ka art var ieklaut
visparéjas macibu metodes (pieméram, diskusijas vaifilmu skatisanas),

* Jaujapmacamajiem identificét jauniegitas zinasanas,

* irpiemérojamas atbilstosi kontekstam, mérka grupai u.tml.,

Izmantojot neformalas izglitibas metodes, uzsvars liekams uz sadarbibu daltbnieku vidQ, ka ari starp pasniedzéjiem
un dalibniekiem. Pasniedzéjam jadefiné sadarbibas nosacijumi un aktivi jalidzdarbojas, kltistot par apmacibu
procesa veicinataju.

“Tools for Learning in Non Formal Education, https://www.salto-youth.net/downloads/4-17-2694/GP_Tools- For-Learning-in-non-formal-educ_GB_130912_HD.pdf



Salto-youth Euro Med Centre propose 10 principles for the conception of a tool for learning in the field of non-
formal education’:

» tobeeasytousebyall, not be exclusive,

e tousenon-specialized but nevertheless precise language that provides clear and convivial messages,
» toallowforadditions, modifications, appropriations and adaptations made by everyone,

e tobeattractive, interactive and dynamic,

» tofacilitate the “voyage”, the transformation,

* toprovoke and force learners out of their comfort zone,

» todestabilize without being frightening,

e tosearchforbalanceandanindividual and collective under standing,

e togiveasense,

e todoandmakedonetobeseenasa “tool forlearning”?

The approach ought to include not only what young people learn, but also what they can do with what they learn. It
ought to allow to put forward their own hypotheses, make their own discoveries, recognize and admit their own
failures, when necessary, while also feeling personal achievements of some outstanding success.

Concluding we may confirm that non-formal education is “with open end” and vibrant and depends on the
creativity of stakeholders.

To work creative with youth, on entrepreneurship topic, you can use different methodologies such as Design
Thinking, Business Model Canvas and Lean Startup Canvas described.




Salto-youth Euro Med Centre piedava 10 principus jaunu pieeju veidosanai neformalaja izglitiba®:

vieglipielietojama, nevis ekskluziva,

nav specializéta, tai pasa laika skaidri un neparprotamiizklastita,

radaiespéju veikt papildinajumus unizmainas, piemérot atbilstosi apstakliem,
ir saistosa, interaktiva un dinamiska;

veicinaizaugsmi, parmainas,

izaicina un liek daltbniekiem izkapt no komforta zonas,

sapurina, vienlaikus nebiedéjot,

liek meklét lidzsvaru, individualu un kolektivu sapratni,

irjégpilna,

sniedz prieksstatu, kas ir macibu metode?.

Sadai pieejai jaieklauj ne vien tas, ko jauniesi iemacisies, bet ari tas, ka $is zina$anas praktiski izmantot. Tai jalauj
jaunieSiem piedavat savu redzéjumu, veikt atklajumus, ieraudzit un atzit savas klldas, ja nepiecieSams, ka artizjust
personigos sasniegumus par veiksmigi padartto.

Nosléguma vélamies uzsvert, ka neformala izglitiba ir atvérta, dziviga un atkariga no iesaistito pusu radosuma.

Lai radoSi stradatu ar jaunatni, var izmantot daZzadas metodologijas, tai skaita dizaina domasanu, Business Model
Canvas un Lean Startup Canvas, kas tiks aprakstiti turpmakajas lappuseés.

* Ibidem



2.1. Design thinking

2.1.Dizainadomasana

Design Thinking is the methodology of creating the products and services. The key of importance in the design
thinkingisthe “group thinking”, and the concentration on the needs of the end-users or stakeholders.

Dizaina domasana ir produktu un pakalpojumu radiSanas metodologija. Liela loma $aja metodologija ir “domasanai
grupa”, ka artuzsvaram uz mérka grupas un iesaistito pusu vajadzibam.

6 steps in a Design Thinking Process®:
6 dizaina domasanas soli‘:

e
r

{

*Steps in the Design Thinking Process, www.dschool.standford.edu







Understand. During this phase, participants immerse themselves in learning. They talk to experts and conduct
research. The goal is to develop background knowledge through these experiences. They use their developing
understandings as a springboard as they begin to address design challenges.

Observe. Participants become keen people watchers in the observation phase of the design thinking process. They
watch how people behave and interact and they observe physical spaces and places. They talk to people about what
they are doing, ask questions and reflect on what they see. The understanding and observation phases of design
thinking help students develop a sense of empathy.

Define. In this phase participants focus on becoming aware of people's needs and developing insights. The phrase
“How might we....” is often used to define a point of view, which is a statement of the:

user +need +insight

This statement ends with a suggestion about how to make changes that will have an impact on peoples’
experiences.

Ideate. It is a critical point of design thinking. Participants are challenged to brainstorm a myriad of ideas and to
suspend judgment. No idea is to far-fetched and no one’s ideas are rejected. Ideating is all about creativity and fun.
In the ideation phase, quantity is encouraged. Participants may be asked to generate a hundred ideas in asingle
session. They becomessilly, savvy, risk takers, wishful thinkers and dreamers of the impossible... and the possible.

Prototype. It is a rough and rapid portion of the design process. A prototype can be a sketch (playing roles), model,
user interface, storyboard or a cardboard box. It is a way to convey an idea quickly. Students learn that it is better to
fail early and often as they create prototypes.

Test. It is part of an iterative process that provides students with feedback. The purpose of testing is to learn what
works and what does not and then iterate. This means going back to your prototype and modifying it based on
feedback. Testing ensures that students learn what works and what does not work for their users.



Sapratne. Saja soli dalibnieki nododas izpétei, jaunu zinasanu ieguvei. Tie tiekas ar ekspertiem un veic pétijumus.
Sisolamérkis ir pieredzes celdiegit zinasanas, kas péc tam tiks izmantotas identificéto izaicindjumu risina$anai.

Novéro$ana. Saja posma dalibnieki novéro cilvéku uzvedibu un mijiedarbibu, vietu un telpu. Dalibnieki runa ar
cilvékiem, uzdod jautajumus un sniedz komentarus par redzéto. Sis posms palidz dalibniekiem attistit empatiju.

Definé3ana. Saja posma dalibnieki pievérias cilvéku vajadzibam, censas tas izprast. Fraze “Ka més varétu...” tiek
bieZziizmantota, lai sniegtu viedokli par:

lietotaju+vajadzibam+izpratni

Sifraze noslédzas ar ierosinajumu, kadas izmainas nepiecie§amas, lai apmierinatu vajadzibas.

Ideju radisana. Sis ir |oti bitisks dizaina domaganas solis. Dalibnieki tiek aicinati piedavat idejas un diskutét par tam.
Neviena no idejam netiek uzskatita par nesasniedzamu un noraidita. Sim solim jabit rado$am un izklaidéjosam,
radot péc iespéjas vairak ideju. Daltbnieki pat var tikt aicinati radit 100 idejas vienas nodarbibas laika. Daltbniekiem
jaklast smiekligiem, atjautigiem, risku miloSiem, sapnotajiem par neiesp&jamo... uniesp&jamo.

Prototipu veido3ana. Sis ir sare7gits un izaicinos dizaina domasanas solis. Prototips var biitisa lomu spéle, modelis,
lietotaja saskarne, ilustracija vai kartona karba. Tas kalpo atrai idejas atspogulosanai. Veidojot prototipus, daltbnieki
iemacas, ka labiir k|Gdities produktaizstrades sakumposma.

Testé3ana. Sis solis nodro3ina apmacamos ar atgriezenisko saiti par radito produktu. Testé$anas mérkis ir redzét, kas
strada, un kas - ne, un veikt attiecigus uzlabojumus, pilnveidojot prototipu. TestéSana nodrosina, ka dalibnieki
parliecinas par produktaiespéjam apmierinat klientu vajadzibas.



2.2. Business Model Canvas and Lean Startup Canvas Methodology
2.2.Business Model Canvas un Lean Startup Canvas metodologija

Business Model Canvas (BMC) is a strategic management and entrepreneurial tool for developing new
ordocumenting existing business models.

It is one-page visual chart that allows to describe, design, challenge, invent, and pivot business model. This
approach allows to describe a firm's or product's value proposition, infrastructure, customers, and finances.
It assists firmsin aligning their activities by illustrating potential trade-offs.

Business Model Canvas (BMC) ir stratégiskas vadisanas un uznémejdarbibas planosanasinstruments jauna biznesa
modela veidoSanaivai eso$a biznesa mode)a atspogulosanai.

Tas lauj uz vienas lapas atspogulot biznesa modeli - uznémuma vai produkta vértibas, infrastruktdru, klientus un
finanses. Tas lauj uznémumiem sakartot savu darbibu, atklajot potencialasizvéles.




The Business Model Canvas contains 9 key elements of business model’:
1. Key partners: What are the key partners of our business?

2.Key activities: What kind of activities do our value propositions require?
3.Value Proposition: What value do we deliver to the customer?

4. Customer Relationship: How do we get, keep and grow customers?

5. Customer Segment: For whom are we creating value?

6. Key Resource: What key resources do our value proposition require?

7. Distribution Channel: Which channels are best to reach customers?

8. Cost Structure: What are the mostimportant costs?

9. Revenue Stream: For what value our customers really willing to pay?

Each component contains a series of hypotheses that it needed to test. The BMClet look at all nine building blocks of
your business on one page.

Business Model Canvas iek|auj$adus biznesa modela elementus7:

1. Galvenie partneri: Kas ir misu biznesa galvenie partneri?

2. Galvenas aktivitates: Kadas aktivitates nepiecieSsamas misu produkta vértibas radisanai?

3. Vertibas piedavajums: Kadas ir produkta galvenasipasibas (vértiba), ko més piedavajam klientiem?
4. Attiecibas ar klientiem: Ka més ieglistam, saglabajam un vairojam klientu skaitu?

5. Klientu grupas: Kam més radam produktu ar ta vértibam?

6. Galvenie resursi: Kadiir batiskakie resursi masu produkta radisanai?

7. IzplatiSanas kanali: Kuri ir labakie kanali klientu sasniegsanai?

8. Izmaksu struktiira: Kuras ir bitiskakas izmaksas?

9. lenakumu pliisma: Par kadam produkta ipasibam (vértibam) masu klienti ir gatavi maksat?

Katrs no elementiem ieklauj vairakas hipotézes, kuras ir japarbauda. Business Model Canvas lauj aplikot visus 9
biznesa stirakmenus uz vienas lapas.

7 Business Model Generation, A. Osterwalder, Yves Pigneur, Alan Smith, and 470 practitioners from 45 countries, Wiley&Sons Publsh. New Jersey, 2010, :
www.businessmodelgeneration.com/canvas



KEY PARTNERS

Who are our key
partners?

Who are our key
suppliers?

Which key
resources are
acquiring from our
partners?

Which key activities
do partners
perform?

COST STRUCTURE

KEY ACTIVITIES

What key activities do
our value propositions
require?

Our distribution
channels?

Customer relationship?
Revenue streams?

KEY RESOURCES

What key resources do
our value propositions
require?

Our distribution
channels?

Customer relationships?
Revenue streams?

VALUE
PROPOSITIONS

What value do we
deliver to the
customer?

Which one of our
customers problems
are we helping to
solve?

What bundles of
products and services
are we offering to
each segment?
Which customer needs
are we satisfying?
What is the minimum
viable product?

CUSTOMER
RELATIONSHIPS

How do we get, keep,
and grow customers?
Which customer
relationship have we
established?

How are they integrated
with the rest of our
business model?

CHANNELS

Through which channels
do our customer
segments want to be
reached?

How do other copmanies
reach them now?

Which ones work best?
Which ones are most
cost-efficient?

REVENUE STREAMS

CUSTOMER
SEGMENTS

For whom are we
creationg value?
Who are our most
important
customers?

What are the
customer
archetypes?

What are the most important costs inherent to our

business model?

Which key resources are most expensive?

Which key activities are most expensive?

pay?

For what do they currently pay?
What is the reveneue model?
What are the pricing tactics?

For what value are our customers really willing to




GALVENIE
PARTNERI

Kas ir musu
galvenie partneri?
Kas ir musu
galvenie
piegadataji?
Kurus no mums
batiskakajiem
resursiem mes
ieglistam no
partneriem?
Kuras no musu
bltiskakajam
aktivitatém veic
musu partneri?

GALVENAS
AKTIVITATES

Kadas batiskas aktivitates
ir nepiecieS8amas
produkta vértibas
radisanai?

Musu izplatisanas kanali?
Attiecibas ar klientiem?
lenakumu plasmas?

GALVENIE

RESURSI

Kadi ir galvenie resursi,
kas nepiecieSami masu
produkta radisanai?
Misu izplatisanas kanali?
Attiecibas ar klientiem?
lenakumu plismas?

IZMAKSU STRUKTURA

VERTIBU
PIEDAVAJUMS

Kadas produkta
Tpasibas més
piedavajam klientiem?
Kuras klientu
problémas més
palidzam atrisinat?
Kadus produktus més
piedavajam katrai
klientu grupai?
Kadas klientu
vajadzibas més
apmierinam?

Kads ir misu
minimalais
dzivotspéjigais
produkts?

ATTIECIBAS AR
KLIENTIEM

Ka més piesaistam,
saglabajam un vairojam
klientu skaitu?

Kadas attiecibas més esam
izveidojusi ar klientiem?

Ka attiecibas ar klientiem ir
integrétas masu biznesa
modelr?

Cik daudz mums tas
izmaksa?

IZPLATISANAS

KANALI

Kadiem izplatiSanas kanaliem
dod prieksroku masu klientu
grupas?

Ka citi uznémumi sasniedz
masu klientus?

Kuri izplatisanas kanali
darbojas labak?

Kuri izplatisanas kanali ir
izmaksu efektivaki?

Ka més integréjam
izplatisanas kanalus masu
klientu ikdiena?

IENAKUMU PLUSMA

KLIENTU
GRUPAS

Kam més radam
produktu ar ta
vértibu?

Kas ir musu
batiskakie klienti?
Kadi ir masu klientu
arhetipi?

Kadas ir batiskakas izmaksas misu biznesa modeli?
Kuri no mums butiskakajiem resursiem ir visdargakie?
Kuras no mums batiskakajam aktivitatém ir

visdargakas?

maksat?

Par ko tie paslaik maksa?
Kads ir masu ienakumu modelis?
Kada ir mdsu cenu politika?

Par kadam produkta Tpastbam klienti ir gatavi
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The Business Model Canvas was initially proposed by Alexander Osterwalder in book Business Model Generation in
2008° Since the release of Osterwalder's work new canvases for specific niches have appeared, such as the Lean
Canvas’.

Lean Start-up Canvas it is a modified version of Business Model Canvas for starts ups, developed by Asha Maurya,
the founder of Spark59 company, that advices young entrepreneurs at an early stage of their business.

What are the differences'*?

* thelean Canvasis moreactionable and entrepreneur-focused,

» itdeeplyfocuseson startup factors such as uncertainty and risk,

e itfocuseson productand customers development,

» itfocusonfindingthe solutions of real needs or problems worth to build a successful startup,
e infactthe Lean Start-up Canvasisvery similartothe BMC.

Business Model Canvas pirmo reizi tika izmantots Aleksandra Ostervaldera gramata Business Model Generation
2008. gada. Kops st darba izdo3anas raditas vairakas Business Model Canvas versijas specifiskam nisam, pieméram,
Lean Canvas’.

Lean Start-up Canvas ir Business Model Canvas versija start-up uznémumiem, kuru radijis Asha Maurya, jauno
uznéméju konsultaciju kompanijas Spark59 dibinatajs.

Kadas ir galvenas Lean Start-up Canvas at3kiribas, salidzinot ar Business Model Canvas'’?

» praktiskaks, vairak fokuséts uz uznémeéjdarbibu,

» pieversastadiem start-up uznémumiem bitiskiem faktoriem ka nenoteiktiba un risks,

» fokusets uz produktu un attiecibu ar klientiem attistibu,

» pievérsasrealuvajadzibu un problému risinasanai, kas bitiskas sekmiga start-up uznémuma veidosanai,
 faktiskiabi modeliirlotilidzigi.

®Business Model Generation, A. Osterwalder, Yves Pigneur, Alan Smith, and 470 practitioners from 45 countries, Wiley&Sons Publsh. New Jersey, 2010
° Ash Maurya, Running Lean. How to iterate from Plan A to a Plan that works, O’Reilly Media Publ., Sebastopol 2012.
®Why lean canvas vs Business Model Canvas, https://leanstack.com/why-lean-canvas/



There are changed some of its components. First of all, in the Lean template the Author added the “Problem” and
the “Solution” blocks, which is typical of a startup phase of search. In addition, Lean template is set to the
appropriate tracking the progress made in the development of the product, and therefore in that context are
defined Key Metricks indicators.

Lean Canvas-template

PRODUCT : MARKET
PROBLEM SOLUTION UNIQUE VALUE UNFAIR CUSTOMER
PROPOSITIONS ADVANTAGE SEGMENTS
Top 3 problems Top 3 features Single, clear, Can't be easily Target customers
compellin'g copied or bought
message that states
why you are
different and worth

buying
KEY METRICS CHANNELS

Key activities you Path to customers

measure

COST STRUCTURE REVENUE STREAMS
Customer Acquisition Costs Reveneue Model
Distribution Costs Life Time Value
Hosting Revenue

People, etc. Gross Margin

Sources: Ash Maurya, Running Lean. How to iterate from Plan A to a Plan that wc;rks, O’Reilly Media Publ., Sebastopol 2012
L]



Dazi no elementiem ir atskirigi. Pirmkart, Saja forma autors ir pievienojis laukus “Probléma” un “Risinajums”, kas ir
loti batiski uznéméjdarbibas uzsaksSanas posma. Papildus iepriekS§ minétajam, Lean Start-up Canvas ir radits
produkta attistibas progresa mérisanai, tapéc pievienoti ari bitiskakie mérijumi.

Lean Canvas -veinde

PROIZVOD RZISTE

PROBLEMA RISINAJUMI UNIKALS VERTIBU NEGODIGA KLIENTU

PIEDAVAJUMS PRIEKSROCIBA GRUPAS

Vienota, skaidra,
saistosa ziErJa, kapéc
produkts ir atskirigs
un to vérts
iegédétie§

Nevar viegli kopét vai
nopirkt

Top 3 problémas Top 3 iezimes Meérka klienti

GALVENIE IZPLATISANAS
MERTJUMI KANALI

Galvenas aktivitates,
kas tiek méritas

Cels pie klientiem

IZMAKSU STRUKTURA IENAKUMU PLUSMA

Klientu piesaistes izmaksas lenakumu modelis
IzplatiSanas izmaksas Pelna no ilgtermina attiecibam ar klientiem
Cilvekresursi lenakumi

Pelnas norma

Zrédto: Ash Maurya, Running Lean. How to iterate from Plan A to a Plan that wori(s, O’Reilly Media Publ., Sebastopol 2012



1. Problem box (instead Key Partners) - as Ash Maurya states most startups fail, not because they fail to build what
they set out to build, but because they waste time, money, and effort building the wrong product. He attributes
asignificant contributor to this failure to a lack of proper “problem understanding” from the start.

2.Solution box (instead Key activities) - once you understand the problem, you are then in the best position to define
a possible solution. Because “(...) the solution is what we are most passionate about. Left unchecked, we often fall in
love with our first solution and end up cornering ourselvesinto legacy” .

3. Key Metrics (instead Resources). How is this a risk? Failure to identify the right key metric can be catastrophic
-leading to wasteful activities like premature optimization or running out of resources while chasing the wrong goal.
Initially these key metrics should center around value metrics and later they shift towards key engines of growth.

4. Unfair Advantage box (instead Customer Relations) This is another name for competitive advantage or barriers to
entry often found in a business plan. This block is intended to continually encourage to work towards
finding/building unfair advantage.

As Ash Maurya explains “Once a startup achieves some level of initial success, it is inevitable that competitors and
copy-cats will enter the market. If you do not have a defense against them, you stand a real risk of being made extinct
by these fast-followers” .

Building products today does not require as intensive (physical) effort as it used to be. With the advent of the
Internet, Open Source, Cloud computing, and globalization, we need fewer resources than ever to get a product to
market —making Key Resources align more closely with Unfair Advantage. But while a Key Resource can be an Unfair
Advantage, not all Unfair Advantages are Key Resources.

So, the Lean Canvas, on the other hand, proposed by Ash Maurya outlines a more problem focused approach and it
majorly targets entrepreneurs and startup businesses.

While, the Business Model Canvas outlines several prescriptions which form the building blocks for the activities. It
enables both new and existing businesses to focus on operational as well as strategic management and marketing
plans.

But both of models give analytical approaches which are vital in the success of a business.

The full scenarios for running the workshops based on Business Model Canvas is attached on CD.



1. Problemas lauks (galveno partneru vieta) - Ash Maurya uzsver, ka vairums start-up uznémeju nav veiksmigi nevis
tapéc, ka viniem neizdodas paveikt planoto, bet gan tapéc, ka vini iegulda laiku, naudu un piles nepareiza produkta
veidosana. Sis klidas nereti rodas tiesi tadél, ka uznéméji nav pietiekosiizpratusi klientu problému, ko grasas risinat.
2. Risinajumu lauks (galveno aktivitasu vieta) — kad ir saprasta probléma, japiedava iespéjamie risinajumi. “(..)
risinajums ir tas, ar ko més patiesi aizraujamies. Nepietiekami tos parbaudot, més nereti iemilamies pirmaja
risinajuma un attopamies iedziti start.”

3. Galvenie mérijumi (resursu vieta). Kadi riski Seit slépjas? Ja netiek noteikti galvenie mérijumi, sekas var bat
katastrofalas, novedot pie tadam nelietderigam aktivitatém ka priekslaiciga izmaksu samazinasana vai ari resursu
izstkums, dzenoties péc nepareiza mérka sasniegSanas. Sakotnéji Siem mérijjumiem vajadzétu fokuséties uz vértibu
piedavajumu un péctam nosliekties uzizaugsmes sekmétajiem.

4. Negodigo prieksrocibu lauks (attiecibu ar klientiem vieta). Sis ir cits nosaukums jédzieniem “konkurétspéjiga
priek$rociba” vai “barjeras iekli$anai tirgl”, kas bieZi atrodami biznesa planos. Sis lauks aicina nepartraukt stradat
pie negodigo priekSroctbu meklésanas un radiSanas.

Ka skaidro Ash Maurya, “tiklidz start-up uznémumes ir guvis pirmos panakumus, ir neizbégami, ka tirgli paradisies
konkurenti un kopétaji. Ja netiks radita aizsardziba pret sekotadjiem, pastav augsts risks, ka Sie sekotaji jus
pazudinas”.

Musdienas produktu radi$ana vairs neprasa tadu (fizisko) piepdli ka agrak. Interneta, atvérta koda, makondatosanas
un globalizacijas ietekmé mums vajag daudz mazak resursu ka ieprieks, lai produkts nonaktu tirgl — tadejadi
galvenie resursi ir cieSi saistiti ar negodigajam prieksroctbam. Tomeér, lai gan galvenais resurss var bt negodiga
priekSrociba, ne visas negodigas prieksrocibas bis galvenie resursi.

Ta Ash Maurya veidotais Lean Canvas iezimé problémorientétu pieeju, kas1pasi lietderiga start-up uznéméjiem.

Tai pasa laika Business Model Canvas sniedz priekSrakstus, ka strukturét uznémuma aktivitates. Tas lauj jauniem un
esoSiem uznémumiem fokuséties uz to darbibas un marketinga planiem.

Abi modeli piedava analitisku pieeju, kas ir izskirosi svariga sekmigai uznémejdarbibai.

Pilns nodarbibas apraksts Business Model Canvas pielietosanaiir pieejams pievienotaja CD.
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2.3. Useful tools

2.3. Noderigas pieejas

There are a lot of tools and techniques that may be used during the performing the workshops and
seminars. Most of them are not so new just modified which means that are still actual and helpfulin
the learning process of developing the “entrepreneurial skills” of young participants.

Seminaros un nodarbibas iespéjamsizmantot daudz dazadas pieejas un tehnikas. Vairums So metozu
nav jaunas, bet gan pielagotas. Tas nozimg, ka tas vél arvien ir aktualas un noderigas macibu procesa,
lai attistitu jaunieSu uznémeéjspéjas.

2.3.1.Playingrole games

2.3.1.Lomuspéles

Playing roles games - is an activity between game and art performance, when the participants create
the situation or the story, playing roles similar to the reality®.

Playing roles allows to participants to think and act as if they were in a different context and to
respond asif they were involved in other relationships.

Lomu spéles - tas ir spéles un aktiermeistaribas apvienojums, kad daltbnieki rada situaciju vai stastu,
spéléjot realitatei pietuvinatas .

Lomu spélésana |auj dalibniekiem domat un rikoties iedomata konteksta un attiecibas.

*H. Schuler, Ethical Problemsin Psychological Research, Academic Press, New York, 1982, 2013.



In a learning environment role playing can be a very flexible and effective tool. The tenet “I hear and | forget, | see
andlremember, |doandlunderstand” is very applicable here.

Role play is often used as a way of making sense of the theory, of gathering together concepts into a practical
experience.

Inshort, playing roles shapes - on the one hand - social and intellectual skills of the participants, such as:

teamwork,

cooperation,

effective communication skills,

empathy, see problems or situations from different perspectives
allows to express yourself - own feelings, thoughts and experiences.

Ontheotherhand we may usethistoolto:

improve trainings,

spark brainstorming sessions,

liven up workshops/seminars/conferences,

improve communication between team members,

enhance business projects, giving specific business outputs and organizational benefits.

See for more information and inspirations:
http://www.businessballs.com/roleplayinggames.htm
https://www.mindtools.com/CommSkll/RolePlaying.htm



Lomu spéles var bat elastigs un efektivs macibu vides elements. Princips “Es dzirdu un es aizmirstu, es redzu un es
atceros, es daru un es saprotu”|oti labi piemérojams lomu spélém. Lomu spéles neretiizmanto, lai skaidrotu teoriju,
saliktu kopa teorétiskas koncepcijas un praktisko pieredzi.

Isak sakot, lomu spéles, no vienas puses, attista dalibnieku socialas un intelektualas prasmes, tadas ka:

darbu komanda,

sadarbibu,

komunikacijas prasmes,

empatiju, skatu uz problému vai situaciju no cita skatpunkta,
spéjuizpaust pasa jlutas, domas un pieredzi.

No otras puses, $o pieeju varizmantot:

lai uzlabotu apmacibas,

uzkurinatu prata vétras,

atdzivinatu nodarbibas/seminarus/konferences,

uzlabotu komunikaciju starp komandas biedriem,

uzlabotu biznesa projektus, palidzot sasniegt noteiktus rezultatus un radot ieguvumus organizacijai.

Zobacz wiecejinformacjiiinspiracji:
http://www.businessballs.com/roleplayinggames.htm
https://www.mindtools.com/CommSkll/RolePlaying.htm
http://roleplayingwtd.weebly.com/



2.3.2.Ice-breaker

2.3.2. lesildisanas

An icebreaker is an exercise or game intended to help
agroup to begin the process of forming themselves into
ateam. Icebreakers are commonly presented as a game
to "warm up" the group by helping the members to get to
know each other.

It is advised to perform an icebreaker related to the
subject of the meeting.

Icebreakers should be relaxing and non-threatening.
They should not embarrass the participants or make
them feel compelled to participate. They should also not
show disrespect for any social and professional
hierarchies in the group, as this can be uncomfortable for
participants.

lesildiSanas ir uzdevums vai spéle ar mérki uzsakt
komandu veidoSanu. lesildiSanas lielakoties tiek
izmantota, lai aktivizétu grupu, palidzot grupas biedriem
vienam otru labak iepazit.

lesildiSanas uzdevumus ieteicams saistit ar pasakuma
tematiku.

lesildisanas uzdevumam jabt relakséjosam, tas nedrikst
viest bailes, apkaunot dalibniekus vai tikt uzspiests.
Veicot iesildisanos, janem véra sociala un profesionala
hierarhija grupa, lai neraditu neértas situacijas.







Well prepared and performed Icebreakers mayimprove work environment of the group as:
e peoplelearn better when they are involved mentally, physically, and emotionally,

e canreduce participants’ sense of isolation oranonymity,

* helpfosterasharedsense of purpose and community in the course of study,

e geteveryoneinvolved, becoming active participantsinthe learning process,

e createaspeciallearningatmosphere in which students feel comfortable,

e relaxpeople, sothatthey get to know each otherfar more quickly,

e energize and motivate those who participate,

e can helppeopletofind out what they haveincommon.

See for more information and inspiration:

http://icebreakerideas.com/

http://www.icebreakers.ws/
https://www.thebalance.com/best-ice-breakers-for-meetings-and-training-classes-1918430
http://www.greatgroupgames.com/icebreaker-games.htm
https://insight.typepad.co.uk/40_icebreakers_for_small_groups.pdfc.com/game_icebreaker.htm

Labiveidota unizpilditaiesildiSanas var uzlabot noskanojumu grupa, jo:
 cilveki macas labak, ja tie ir garigi, fiziski un emocionaliiesaistiti,

* mazinadalibniekuizolétibu un anonimitati,

» palidzraditvienotuizpratni parapmacibu mérkiemungrupu,

« aicinaikvienuk]ut par aktivu apmacibu daltbnieku,

* radakomfortabluapmacibu vidi,

» palidzdalibniekiem atslabinaties, lai tie varétu viens otru atrak iepazit,
» aktivizé un motivé dalibniekus,

» palidz atrast kopigo.

Vairakinformacijas unieteikumu:

http://icebreakerideas.com/

http://www.icebreakers.ws/
https://www.thebalance.com/best-ice-breakers-for-meetings-and-training-classes-1918430
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2.3.3. Brainstorming
2.3.3. Pratavetras

Brainstorming technique combines a relaxed, informal approach to problem solving with lateral thinking.
It generates creative, new ideas and solutions, solves problems through intensive and freewheeling group
discussion. Every participant is encouraged to think aloud and suggest as many ideas as possible, no matter
seemingly how outlandish or bizarre. Analysis, discussion, or criticism of the aired ideas is allowed only when the
brainstorming sessionis over and evaluation session begins.

Brainstorming is a powerful technique. It motivates and develops teams as it involves members of a team in bigger
managementissues, and it gets ateam working together.

It encourages people to come up with thoughts and ideas that can, at first, seem a bit crazy. Some of these ideas can
be crafted into original, creative solutions to a problem, while others can spark even more ideas.

Prata vétra apvieno relaksétu, neformalu pieeju ar problému risinasanu netiesa un radosa veida. Intensiva un brivi
plustosa diskusija tiek raditas jaunas idejas un risinatas problémas. lkviens dalibnieks tiek aicinats “skali” domat,
piedavajot péc iesp€jas vairak ideju, neskatoties uz to, cik jocigas vai neparastas tas Skiet. Piedavatas idejas tiek
analizétas, diskutétas un kritizétas tikai péc prata vétras noslégsanas, kad tiek uzsakta novértésana.

Prata vétra ir vértiga tehnika, kas motivé un attista komandu, jo ta iesaista daltbniekus nozimigu jautajumu
risinasana, ka ari palidz stiprinat komandas garu.

Ta motivé cilvékus izteikt domas un idejas, kas sakotnéji var Skist pat trakas. Ta¢u daZzas no Sim idejam var
materializéties ka originali, radosi problémas risinajumi, turklat trakas idejas sekmé ari paréjo prata vétras
dalibnieku vélmi izteikt savus piedavajumus.



Why is brainstorming effective?

e jtisfun,

e itencourages creativity and discourages criticism during the idea finding phase,

e ideasbyonegroup memberare used by other group membersto come up with more ideas (associations),
e ithelpsinteam building.

However, brainstorming is not simply a random activity. It needs to be structured, well organized and performed as
it follows brainstorming rules. The main rule says that during brainstorming session, participants should avoid
criticizing ofideas as judgment and analysis at this stage stunts idea generation and limit creativity.

See for more information and inspirations:
https://www.mindtools.com/pages/searchResults/?words=brainstorming
http://remembereverything.org/real-meaning-of-brainstorming/
http://www.brainstorming.co.uk/tutorials/whatisbrainstorming.html
http://www.businessballs.com/brainstorming.htm

Kapécpratavétrasir efektivas?

e tasirjautras,

* tasveicinaradoSumu un mazina kritiku ideju meklésanas posma,

» vienadalibniekaidejas rosina citus dalibniekus piedavat savus risinajumus,
* taspalidzveidot komandu.

Tacu prata vétra nedrikst nonakt pasplisma. Tai jabat strukturétai, labi organizétai un Tstenotai atbilstosi prata
vétras principiem. Galvenais princips ir izvairities no kritikas, jo analize un vértésana Saja fazé bremzés ideju
radiSanu unierobeZos radoSumu.

Vairak informacijas unieteikumu:
https://www.mindtools.com/pages/searchResults/?words=brainstorming
http://remembereverything.org/real-meaning-of-brainstorming/
http://www.brainstorming.co.uk/tutorials/whatisbrainstorming.html
http://www.businessballs.com/brainstorming.htm



2.3.4. Pitch elevator
2.3.4.Liftaruna

An elevator speech communicates who speaker is, what he/she is looking for and how he/she can benefit
acompany or organization. Itis typically about 30 seconds speech or presentation - it is the time that takes people to
ride from the top to the bottom of a buildingin an elevator.

The participants during the workshops/seminars can practice and use their speech to introduce themselves
and/or presenttheirideasfor new projects or business answering the questions:

» whatdoesthecompanyorteamdo?

« what problem/need do the company orteam solve forits customers?

e whatfactors make the company competitive?

« whatarethe benefits of company’s product/service forthe customers?

See for more information and inspirations:
https://www.mindtools.com/pages/article/elevator-pitch.htm
http://yourpersonalbrandname.com/elevator-pitch-examples/

Lifta runa iepazistina ar runataju, izklasta, ko runatajs meklé un ka var palidzét uznémumam vai organizacijai.
Lielakoties ta ir 30 sekunZu runa vai prezentacija — tas ir laiks, ko cilvéki vidéji pavada lifta, lai nonaktu no augséja
stava un zemako.

Nodarbibas vai seminara dalibnieki var uzlabot savas prezenté$anas prasmes, lai iepazistinatu ar sevi un savu
projektu vai biznesaideju, atbildot uz Sadiem jautajumiem:

» kouznémumsvaikomandadara?

» kadu problémuvaivajadzibu uznémums vai komanda klientiem var atrisinat?

» kasiruznémuma konkurétspéjiga priekSrociba?

» kadas prieksrocibas klientiem rada uznémuma piedavatais produkts?

Vairakinformacijas unieteikumu:
https://www.mindtools.com/pages/article/elevator-pitch.htm
http://yourpersonalbrandname.com/elevator-pitch-examples/



3. The SuSu Non-formal entrepreneurship academy -
step by step

The SuSu Non-formal entrepreneurship academy consists of 3 main elements:
» workshops, seminars,

» officetours, opendoors,

* non-formal event,

3.1. Workshop, seminars

One of the mostimportant part of the SuSu Non-formal entrepreneurship academy are workshops and seminars for
young people to enhance them to set up a company. The workshops link the theory with practice thank to the wide
catalogue of trainers’ tools stimulating the workgroup.

Within the SuSu academy three main subjects are underlined and divided into specific topics which scenarios with
tips are available on the attached CD.
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I.IDEAOFACOMPANY

e Topic: Where to lookforanidea for a business?
» Topic: Where to look for an inspiration for
a business?
» Topic: Support for young entrepreneurs
e Topic: Market analysis
* Topic: Team management
e Topic: Lean Model Canvas

II.SETTING UP ACOMPANY

» Topic: Business planning
» Topic: Risk Management
e Topic: Fund raising

» Topic: Business models

[II.RUNNING ACOMPANY
» Topic: Networking
e Topic: Property rights

» Topic: Marketing, public relations and relations
with costumers

Gamify your "Shake up Start ups" Non-formal enterpreneurship academy




3.2. Ofice tours, open days

SuSu Non-formal entrepreneurship academy includes also office tours and open doors at companies, accompanied
by meet ups and networking sessions at start ups.

Thanks to those events young people have a chance to visit different companies, start ups, co-working spaces,
incubators, etc., located in a city.

The idea is similar to the “open door policy”, which is a communication policy at companies, where the
management, CEO or a company’s president, literally, leaves their office door open. This shows the company’s
transparency and encourage the employees to come in at any time, if they have any questions, suggestions,
concerns, that the need to discuss with the management. During those events young people and staff from
companies get to know each other. Companies and institutions can also organize talks and workshops on topics or
interest. Those talks and workshops can be self-organized, meaning that someone from the company/institution
will be the speaker.

Open doors and office tours are very beneficial for companies and institutions, as they can promote their business,
communicate with the local community, connect with potential clients or employees.
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3.3. Non-formal events

There is a lot of different, very interesting non-formal
events for young people, specialists, young
entrepreneurs where we can find motivation and
inspiration.

One of the part of the SuSu Non-formal
entrepreneurship academy is such event which should
be organized in non-formal place, often in a bar or
outside with pizza and chips. It gives possibility of
effective networking and exchanging experiences and
opinions.



Please see the good practices and short descriptions of such events:

3.3.1. StartUp Academy

Startup Academy is the mostintensive program workshop preparing to run own business:

» Trends of Start-Ups - How to find and develop a business idea? How to get inspiration for business.

e Ideas for Start-Up - methods for creating new products based on added value, modifying the business model and
combination of existing solutions on the market.

e 25business models.

» Thesuccessorofabusiness - Business Model Canvas.

» Testingtheidea-leanup start-up.

» Start-up development - Customer Development.

» Thedifferent variants of financing start-up projects.

* Product communication - Golden Circle Theory.

Place: Warsaw | Date: November - December 2015




3.3.2. Startup Mixer

StartUp Mixer is an annual meeting organized by the Academic Incubators of Entrepreneurship in Cracow addressed
primarily to those interested in starting a business or start-up entrepreneurs.

The aim of the Start Up Mixer is the integration and promotion of environmental start-ups.
During the StartUp Mixer there are competitions for the best start-ups in each category.

Place: Cracow
Date: Regular meetings every year (in 2015: October)




3.3.3. StartUp Weekend

Startup Weekend is a global grassroots movement of active and empowered entrepreneurs who are learning the
basics of founding startups and launching successful ventures.

All Startup Weekend events follow the same basic model: anyone is welcome to pitch their startup idea and receive
feedback from their peers. Teams organically form around the top ideas (as determined by popular vote) and then it

isa 54 hour frenzy of business model creation, coding, designing, and market validation.

The weekend culminates with presentations in front of local entrepreneurial leaders with another opportunity for
critical feedback.

Place: Cracow | Date: May 2015




3.3.4. Startup Pirates

Startup Pirates is a one-week program that enables aspiring entrepreneurs to get inside the startup world and learn
how to develop a business idea. Start Up Pirates gathers the most promising aspiring entrepreneurs and fearless

experienced guests to share and learn together in a combination of workshops, mentoring, inspirational moments
and some wild surprises.

Place: Cracow, Poznan, Gdansk
Date: Last meeting in Cracow in November 2015




3.3.5. Hive53

Hive53 is a series of meetups for people with entrepreneurial drive - to meet, get inspired and exchange experiences
around marketing, technologies, fundraising, sales, pitching and delivering value.

Place: Cracow
Date: Regular meetings

3.3.6. Bitspiration Festival

Bitspiration 2015 - the place where people from the Internet, music, startup and biotechnology industries meet up
to share the most current knowledge and tips on how to make businesses more efficient by implementing new
technologies.

Place: Warsaw
Date:June 2015



3.3.7.Open Reactor

OpenReaktor is a place for Warsaw-based startups and freelancers to work, collaborate and network. On monthly
OpenReaktor events we open up Reaktor by inviting interesting speakers and gathering the whole Warsaw startup
scenein one place to network.

Place: Warsaw
Date: Regular monthly meetings




3.3.8. Program Growth!

Growth! is focused on helping startups grow revenue and learn the art of fundraising. It comprises three very

interactive week-long sessions with experienced VCs and mentors. Between each session, the participating teams
will return home for four weeks with specific tasks.

After the last session the teams will travel with the program to Silicon Valley to seek feedback from potential clients
and investors.

The program will finish with two Demo Days, one at Campus Warsaw and the other at Campus London.

Place: Warsaw EI
Date: From November 2015

o



3.3.9. TechCrunch Let’s Meet Up

The meetings are a chance for young and dynamic start-ups to show to a wider audience and gain notoriety at the
beginning of development. Each of the startups will have the opportunity to present their idea in the form of
"pitching" in front of bloggers, journalists and investors in the local ecosystem startupowego. Their activities will be
described and presented to the general public.

Place: Cracow, Gdynia, Warsaw
Date: July 2015




3.3.10. Netcamps

Purpose of the meetings is to integrate the IT industry, discussion on topics of interest and share knowledge.
We offer the possibility of presenting interesting projects, especially startups and knowledge on what Internet
companies are working in the region. This is an ideal opportunity to integrate the local industry and networking in
arelaxed atmosphere.

Place: Szczecin
Date: Regular meetings




3.3.11. Scavenger Hunts

Scavenger Hunts are popular party games for adult groups of all types -- from the corporate to the casual,
bachelorette parties to large-scale citywide games. The Scavenger Hunt game can function as a good icebreaker for
people who are just getting to know each other, orit can be a great way for already close friends to have lots of fun.

Types of Scavenger Hunts

There are essentially two types of Scavenger Hunts - the traditional hunt involves collecting physical items that you
would bring back to the judges. Frequently, you will have to decipher hints to figure out exactly what the itemis and
whereitis.

Sometimes instead of finding an item, you might have to perform a task (with witnesses to attest to its being done).
There is a new type of scavenger hunt that is growing in popularity however, and it lots of ways it makes Scavenger
Hunts more entertaining -- this is the Photo Scavenger Hunt.



How to organize Scavenger Hunts?

Step 1:

Decide when and where you want to have the scavenger hunt. Scavenger Hunts can be held during the day or

evening. They can also be held just about anywhere, including parks, your home or neighborhood, or even a school.

When and where you host the hunt will depend on how old the players are, how large the group is, the weather, and

what sort of scavenger hunt you are doing.

Step 2:

Decide which type of scavenger hunt you want to do. There are many different types of scavenger hunts, but all of

theminvolve anitem list. Here are some ideas to get you started:

» Give the players a list of items. Hide the items around your location, and have the players search for the items.
The first player/group to find all of the items wins.

» Have the players go door-to-door asking for items off the list. Be sure to plan ahead with your neighbours if you
choose todo this.

 Instead of hiding items, consider having each team to take a photo of an item from the list. This is great for parks,
especially national parks where you cannot take things from nature.

Step 3:

Create a list of items to find. The list can include easy-to-find items, such as a pencil or a sheet of paper. It can also

include harder-to-find items, such as a picture frame or a needle and thread.

» Ifthe teams will be going door-to-door, choose inexpensive items people will be willing to give, such as a sheet of
paper, a pencil, or a paperclip. You can also give your neighbors the items ahead of time so that they do not have
touse theirown.

« |If your teams are going around the neighborhood taking pictures of landmarks, tell them the general area the
landmarkisin, such as “the statuein this park” or "a red flower."

Step 4:

Divide your guests into teams on the day of the hunt. They can pick their own teams, or you can assign teams. If

there are children playing, be sure to assign an adult to head each team. If there are many people playing, make

teams of 3 or4. Each team should have an even number of people.

» Ifyour guests are all different ages, consider pairing some of the younger guests up with the older ones. This will
prevent any advantages and disadvantages between the groups.

* Long the hunt lasts will depend on how many items the guests have to find. An hour is a good place to start
ifthere are alot of items. Itis also recommended for door-to-door scavenger hunts.



» Agreat way to organize teams is by having people count off in numbers, such as 1 and 2. All of the 1s will be in one
group, and all of the 2s will be in another.

» Another great way to organize teams is by having people pick coloured slips of paper from a hat. All of the blue
slips willbe on one team, all of the red slips on another, and so forth.

Step 5:

Give each team a list of items and a time limit. The guests should have enough time to find most of the items. How
long the hunt lasts will depend on how many items the guests have to find. An hour is a good place to start if there
arealotofitems. Itis also recommended for door-to-door scavenger hunts.

Source:
http://www.wikihow.com/Create-a-Scavenger-Hunt

Article provided by wikiHow, a wiki building the world's largest, highest quality how-to manual. Please edit this
article and find author credits at wikiHow.com. Content on wikiHow can be shared under a Creative Commons
License.



3. solis:

Izveidojiet objektu / priekSmetu sarakstu, ko nepiecieSams atrast. Taja var ieklaut gan viegli atrodamas lietas,
pieméram, papira lapu vai zimuli, ka arf lietas, ko ir salidzinosi gritak sameklét, pieméram, foto ramitis vai adata
ardiegu.

Savukart, ja uzdevuma pamata ir priekSmetu mekléSana, méginot tos ieglt no tuvuma dzivojosiem cilvékiem,
parliecinieties, ka priekSmeti no saraksta nav vértigi, ir Iéti un cilvéki bls gatavi tos atdot. Ir ari iespéja pirms
spéles sakuma izdalit kaiminiem priekSmetus no saraksta, lai viniem nebdtu jaizmanto savus. Ja par spéles
norises vietu ir izvéléts parks, jus varat ari sniegt orientéjosas pazimes, pieméram, “blakus piemineklim saja
parka”, vai “sarkani ziedi”.

4. solis:

Lai uzsaktu spéli, ir nepiecieSams sadalit dalibniekus komandas. Dalibnieki var pasi sadalities komandas, vai art
jus varat nozimeét katra piederibu pie konkrétas komandas. Ja spélé piedalas ari bérni, parliecinieties, ka vinu
grupa ir vismaz viens pieaugusais cilvéks. Savukart, gadijuma ja dalibnieku skaits ir salidzinosi liels, neveidojiet
lielas komandas, bet izveidojiet 3 vai 4 grupas. Katra komanda ir jabut para skaitlim cilvéku.

Ja spéles dalibniekiir dazada vecuma cilvéki, méginiet veidot parus, apvienojot jaunakus ar vecaka gada gajuma.
Sadaveidajisierobeiosiet kadas grupas parakumu.

Lielisks veids, ka izveidot komandas, ir sadalities skaitoties, pieméram, no 1 lidz 2. Attiecigi tie, kas bls nosaukusi
1 veidosvienu komandu, 2 - otro komandu.

Vel viens veids grupu veidosanai ir piedavat dalibniekiem izvéléties no cepures, pilnas ar krasainam lapinam,
1 krasainu lapinu. Ta, pieméram, cilveki ar zilam lapinam veidos vienu komandu, ar zalam - citu, utt.

5. solis:

Izdaliet katrai komandai priekSmetu sarakstu un nosakiet laika limitu, lai atrastu Sis lietas, bet parliecinieties, ka
dalibniekiem ir pietiekams laiks, lai atrastu lielako dalu no objektiem. Laiks ir atkarigs no priekSmetu skaita. T3,
pieméram, 1 stunda iesakuma ir pietiekosi, ja saraksta ir salidzinoSi daudz priekSmetu. Tas ir ar ieteicams kaiminu
aptaujasanas gadijuma, kad daltbnieki apciemo kaiminus priekSmetu mekléjumos.

Avots:
http://www.wikihow.com/Create-a-Scavenger-Hunt

So rakstu piedava WikiHow, Wiki veido pasaules plasako, augstas kvalitates rokasgramatu. Lidzu, redigéjiet $o
rakstu un ieglstiet autoru atzintbu wikiHow.com majaslapa. WikiHow saturs var bt izplatits, ievérojot Creative
Commons License noteikumus.
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Topic: Business planning

Created by: Danijel Bertovi¢
Local development agency PINS, Skrad

The business planning processis designed to answer two questions:
Where arewe now?
Wheredowewanttobeinnextyearortwo?

Theresultof this processisabusiness planthat serves as aguide for entrepreneur torun the start-up company. Describing the most
critical tasks that must be completed and the time frame for completion, a business plan allows companies to allocate resources to
accomplishgoals.

Learninggoal:
Toraise knowledge howto properly prepare abusiness planimportant for making a successful business.

Learningobjectives:

By the end of this session participants will:

» obtainnecessary knowledge about planning successful project and useful tools,

» knowthemethods of planning,

« knowhowtouse moderncommunication/gamification tools during the group work.

Methodology:

» lecture(illustrations,graphs,infographics, multimediatools),
» gamification (usingmostly ICT trendy tools),

» groupwork,discussions.

Content:

1.Environmental analysis
2.Marketstructure analysis
3.SMART goals/objectives
4.SWOT analysis

5.The Business Model Canvas
6.Investment

7.Profit-Loss statement
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Topic: Business planning
Structure:

1. Welcome and introduction, work rules:

(10 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background.

Presentshortly the subject of this sessionand teamwork rules.

2. Theoretical part / individual work:

(20 minutes)

After a short PowerPoint presentation, the groups will immediately start with a discussion on their own examples. Through
examples they will start to learn about how to plan their businesses and which kind of business model can be right for a starting
company. Record their main findings on a flip chart. After getting some answers, you can give each group a flip chart and ask for
more examples.

Participantswill also use their smartphonesto find positive examples fromtheir countries.

3. Interactive activity / work in pairs:

(25 minutes)

We will speak about SMART objectives and how to invest money. We will show how to use properly and prepare simple profit and
loss account. Discussiononthe positive and negative examples of start-ups in different countries.

4. Conclusion:

(5 minutes)

Afew questions about the business planning.
Understanding tool do a small competition.
Tools: Kahoot! (http://goo.gl/cbuvyC).
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Topic: Fundraising

Created by: Danijel Bertovi¢
Local development agency PINS, Skrad

For many people,adecisionwhether nowis theright time tostartabusiness comes downto funding.
Youcanhaveabrilliantidea, butit willnot mean muchif you do not have enough money to actually start abusiness.

Learninggoal:
Towiden perspective and show different possibilities of financing.

Learningobjectives:

By the end of this session participants will:

» obtainnecessary knowledge about fundraising,

- getfamiliar withfinancing possibilitiesin their countries,

«  knowhowtouse moderncommunication/gamification tools during group work.

Methodology:

» lecture(illustrations,graphs,infographics, multimediatools),
» gamification (usingmostly ICT trendy tools),

» groupwork,discussions.

Content:

1.Howdoes fundraisingwork
2.Optionsforfundingastartup
3.Different stages of startup fundraising



Shake up Start ups

Non-formal entrepreneurship academy
u SHAKE UP
Initial draft of workshops
START UPS P

Topic: Fundraising
Structure:

1. Welcome and introduction, work rules:

(5 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background.

You should present shortly the subject of this session and teamwork rules. It is a good idea to divide the group of participants into
smallerteams (3-4 persons).

Informyoung people that they havetobevery active, because at the end of the session you will do a short competitionfor them.

2. How startup funding works:

(20 minutes)

After a short PowerPoint presentation about fundraising, the group will have the possibility to use smartphones and find examples
of start-upfinancing fromtheir countries. We will discuss options and show them onflipchart.

3. Interactive activity / work in groups:

(25 minutes)

We will create 2-3 groups and they will work on the preparation of 2-3 own examples of short campaigns for fundraising.
After 15 minutes of preparation they will have to choose spokesman who will have pitch in front of mentors.

4. Conclusion:
(10 minutes)
Short quiz for all participants with some small rewards for best of them.
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Topic: Where to look for an idea for a business?

You know that full time work is not your dream, you feel you want to perform yourself differently? You have already found out that
in business you need a hard work and a good idea? The first two you already have but it is worse with the idea. You do not know
where to search for aninspiration and how to come up to THIS idea? Let's make a short SWOT analysis of our potential in a little bit
differentway. Ready?

1.Startfromyourself

Itis aboutyou - not someone else - youwant to runacompany. It is you with your business who should feel good. Pretty obvious, but
notalways. Take a piece of paper and write down answers for the following questions:

* Whatamlthebestin?

»  Whatismygreatest passion?

»  Whatismygraduationandexperience?

«  Whatlwouldliketodoinmylife?

Written? Read it now at loud. Stop at the second point - it would be nice to work on something that is your greatest passion, right?
So try to wonder, is there a business which you could use what you have the best. Your experience and graduation is important as
well. Doyou perfectly know the industry that you currently work for? Do you have contacts you could use? Record it.

Toeachofthe pointswirteinabusiness thatisfamiliar towhat youwrote.

2.Look around

Doanoverview of everything you have. Think of it, what do you have, and what you could tranformto a business. Search for material

things which may help you with the business or ideas that come to your mind. What you could do with it. Write down everything you

have:

«  Ownimmovables (properties). Doyouhave outbuildings? - great, you can store machines there, a production hall, workhouse or
animal husbandry. Do not think about licences, approvals and sanel yet. Search for potentials. Write down all immovables
whereyou could have abusiness evenifitwould bearoominahouse whereyou canuse adesk.

» Devicesyouhave at your disposal. Do you have a sewing machine and you love to sew? Cool, maybe you could think of designing
clothes, sewing mascots or at least making alterations.

» Do you have music equipment? Maybe it is worth to consider a wedding band? UV device for nails? Maybe you could establish
amanicure point? Write down everything you have.

« Means of transport. Do you have a car which could be used for commercial food delivery? Do you have a truck? Or maybe you
have more exotic” means of transport - lorry, bus, tank truck. You could have agood business out of it as well.

3.Look further

Now think of a place where you live and its nearest area. Is there anything missing there? Do you have to go 40 km to the closest
store with toys/cosmetics/fish/parts (insert any). Are there any missing services? Ask your family and friends what is missing in your
town in their opinion? Go to the internet forum of your town and check what citizens complain about, what kind of product they
would like to have onthe spot - you can even start a new topic with that question. Do not target completely undeveloped fields in
your town only. Do not be afraid of acompetition (remember the limit - a fifth pizzain a 10,000 citizen town will not be a good idea).
Analise,search,ask. Check what has worked in other similar towns - but still has not been set up at yours. Observe and look for ideas.
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4.Thinkinnovatevily
Most of the ideas start with finding a need. The need that still has not been met by any of products available on the market. Look
around. You canotfindit? Produceitandsell.

5.Lookforyour chance

Sometimes we say that some people are succesful only because they are able to find themselves in a right place and right time. It is

notentirely true - usually these people just look for their chances. They are everywhere:

»  Browse currentinquiries and tenders in your neighbourhood - you will know, what kind of contractors are needed and maybe
youwillfind anideafor abusiness.

« Attend business, networking, social meetings. Everytime try to talk, meet new people, listen others about their businesses.
Perhapsyouwill find there your chance?

» Lookforbusiness advertisements. Perhaps someone wants to sell acompany, is looking for a partner, wants to expand his or her
businessinyourideaofoperations.But be aware - be alert and careful.

» Travels. Are you going for your holidays abroad? Observe how companies work there, search for and form new business
relationships. Perhaps you will form a cooperation on the basis of import-export?

6.Internet, press,books, television

Media are a mine of knowledge, literally. Sometimes you can have a feeling that every possible conception for a business has been
already described. It is a perfect place where you can find an inspiration. Search for articles in which you can find a catalogue of
business ideas, i.e. ,10 ideas for a business up to 10.000 €”. It is worth to browse famous press titles regularly, dig into Internet
forums, read book on specificindustries and watch business programs.

Remember that looking for anideafor a business is a long-lasting proces. Probably you will not find one in aday. Sowrite down all of
the ideas that come to your mind - thoughts like to disappear quickly. It is good to dedicate an individual notepad for it, where the
first page will be a page with your potentials. Update it onregular basis. Browse it regularly and we hope that you will manage to find
this one single idea, that will be hit home. If you find the relevant idea, then it is time to answer the question: ,Are you ready for
startinganenterprise?” and think of adotation.
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Looking for in idea for a business is often the most difficult work which is connected to establishing a company. A good idea is the
base, therefore it should be well considered and adjusted to market realities, our financial capabilities, but also to passion and
interests because they play animportantrole aswell.

Wheretolookforaninspiration?

Today’s reality gives lots of possibilities. [deas for business are everywhere. Sometimes it comes immidiately, sometimes we have to
strain strength and look for our own. While looking for an idea it is worth to remember that getting down to something we are
familiar with or to something what is our passion is the best and easiest option. If you have a specific education, learnt job,
aproffessioninahand or passionand we are decided we wanttodevelopthe businessinthisdirection,itisalready half success.

If you already had worked in anindustry and you have appropriate experience, you should consider whether acompany with similar
nature of business to your previous work wouldn’t be a good idea. For sure it is a good solution for several reasons: you have the
relevant experience,understandingof the industry, contact database.

Ifwedonothaveaspecifiedideaand we need aninspiration, first of allitis observe surroundings, listen and talk about business.
One of basic ways for looking for business ideas, known for centuries, is for looking for business ideas is an observation of human
problems. Our idea should be asolution for a problem. For example: for some people access to stores and shopping is a problem,
shopsonlineareasolution.

Other known method is being focused on meeting human needs and expectations. Not everyone has problems, but everyone has
needs. At the beggining it is worth to talk to family, friends and colleagues. Ask them what kind of services and products they are
missing, what would improve their work or make their lives better, what they are ready to spend money on? Maybe you will find the
ideathen?

Meeting with business people, mature and young entrepreneuers are very inspiring. Those people you can meet during different
conferences, seminars, workshops such as previously organised at the Kielce Technology Park ,Kielce Days of Academic
Eentrepreneurship”. You cantalk tothem, ask a persistent question. Their stories can be really inspiring.

Of course, the Internet, economic portals, blogs, internet forums are valuable sources of information where you can exchange your
insights, ideas and talk about them with other people. A good method is also subscribing newsletters, through which we keep up to
datewith marketinformation.

Itis worth to read professional press, listen to the radio, look for hints in economic programmes. From them we can find out about
new technologies, trends onthe market.

What is very important, you must keep up to date with the market, follow and monitor changes coming from both micro and macro
environment. Situation onthe market changes all the time, but you can also seperate some trends, which keep are stable for alonger
period of time. Eventhe braviest project must fitinto realities tosucceed. Itisworth tolistento financial analysts and forecasts.

It is often a good idea to observe a far market, where are similar realities. We can check then, how good service or production
activities performthere,soyou cantrytomove themto the local market. Maybe they will have achance in our case as well.

The more sources we will use for gaining knowledge and inspiration, the bigger probability we have that areally good business idea
willpopupinourhead.
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Created by: Karol Kaleta
Stowarzyszenie Edukacja przez Internet, Kielce

Every innovative and efficient business plan should include a market analysis - the most important reason to prepare a business
plan.Inmost cases, the market is changing all the time, it means that every growing company needs to watch for any changes and
atleast everyyeardoanadaptationof its business plan tofollow the clients expectations.

Using effective market research, a business company can gain valuable information about any competitors, demographic and
economicchanges and market trends.

The very important thing is to determine the target, then the four P's of marketing - price, product, placement, promotion are used
tomarketthe productorservice.

Learninggoal:
Toraise knowledge how to properly prepare amarket analysis,important for making a successful business plan.

Learningobjectives:

By the end of this session participants will:

» obtainnecessary knowledge about the market analysis methods and useful tools,

» knowthemethods of market analysis making decisions when the businessideaisreadytogo,
«  knowhowtouse moderncommunication/gamification tools during group work.

Methodology:

» lecture(illustrations,graphs,infographics, multimediatools),
» gamification (usingmostly ICT trendy tools),

» groupwork,discussions.

Content:

1. Getting the information.
2.Segmentation.
3.Marketsize and growth.
4.Markettrends.
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Topic: Market analysis
Structure:

1. Welcome and introduction, work rules:

(10 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background.

You should present shortly the subject of this session and teamwork rules. It is a good idea to divide the group of participants into
smallerteams (3-4 persons).

Informyoung people that they havetobevery active, because at the end of the session you will do a short competitionfor them.
Using ICT tools like AnswerGarden (https://goo.gl/kYbgMJ) you can ask the group what is the market analysis or why companies
require marketanalysis? Itisgood tocomment frequentand common answers.

Hint: before the session, please ask the participants to bring smartphones or tablets with them.

2. Lecture 1 and exercise 1, The best market information sources:
(15 minutes)

« Local chamber of commerce.

« Government statistics.

«  Other commercial statistics.

« Internet searches to track down the information.

Askyoung peopleifthey have any ideas what are the best market information sources. Record their main findings onflipchart. After
gettingsome answers, you cangive every group the flipchart and ask them for more examples.

After about 5 minutes of teamwork (or less, if the manage to do the task fast), ask one participant from every group to make a small
presentationof their results.

Hint: prepare the right amount of flip charts and markers, depending on group size.

3. Lecture 2 and exercise 2, What is the market segmentation?

(15 minutes)

You should introduce young people to the market segmentation topic. Please give them some examples and ask them to prepare
their own ideas (every group can have in mind a different company), using ICT comic-creating tool such as: ToonDoo
(http://goo.gl/o1tvWc) or PixTon (https://goo.gl/I6rUPS).

After about 10 minutes of teamwork, ask one participant from every group for a presentation of their comic (please try to have
another person makingthe presentation, thaninthe previous exercise).

Hint: before the session you can prepare you own comic and show it as an example during the session, to make the process faster.
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Topic: Market analysis
Structure:

4. Lecture 3 and exercise 3, How to estimate market size and growth?
(10 minutes)

«  Measure and quantify your market.

«  What s the total market for your business?

» Percentage change as a market forecast.

You should introduce young people to the market size and growth. Please give them some examples and ask youth to estimate size
and growth of the company market (give them different real company examples), use flip charts.

After about 5 minutes of teamwork, ask one participant from each group for a presentation of results (again please try to have
another person making the presentation, thanin the previous exercises).

Hint: prepare the right number of flipcharts and markers, print some examples (infographic is a good idea).

5. Lecture 4 and exercise 4, What marketing trends and fashions do you see to have an influence on your market segments?
(15 minutes)

Ask young people to prepare some trends and fashions examples (for instance cars, computers, smartphones), using an ICT
infographictool suchas:infogr.am (https://goo.gl/9Czx90).

After about 10 minutes of teamwork, ask one participant from each group for a presentation of results (again please try to have
another person making the presentation, thanin the previous exercises).

Hint: you can make a graph example at the beginning to make the process faster.

6. Conclusion:

(15 minutes)

Please prepare some questions about the market analysis and using an ICT student understanding tool, do a small competition.
Toolsthat canbe used: Kahoot! (https://goo.gl/cbuvyC), Quizizz (http://goo.gl/O3PVEf) or Socrative (http://goo.gl/uflkdp).

Please consider to have some prizes with you, to award 3-5 best persons (depending on the activity, numbers of questions and
groupsize).

Hint: you can use micro-references tool like Credly (https://go0.gl/DNjIRI) or for instance some sweets, as rewards.
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Topic: Marketing, public relations and relations with costumers

Created by: Aleksandra Mihnenoka
Biedriba Radosas Idejas / Association Creative Ideas, Riga

Marketing, more than any other business functions, deals with people - customers. Marketing is crucial for the success of every
business, profit or non-profit enterprises. The double aim of marketing is to attract new customers, promising the best value, as
well as to keep already existing customers - continue to deliver a satisfaction. Marketing is all around us. However, it is not only
selling and advertising, like many people think, today’s marketing has a new sense of satisfying customer needs. Marketing deals
withidentifyingand meeting human and social needs, therefore customer and his or her needs s the core of marketing.

To succeed in business, marketers must pay close attention to the present-day and possible future trends, and adjust their
marketing strategies through applying the marketing mix - the set of marketing tools used to pursue marketing objectives in the
target market.

Furthermore, development of ICT and widespread availability of the Internet nowadays help businesses in their development and
promotionof their products.

Learninggoal:
To increase participants' awareness regarding marketing importance in business planning, pointing out marketing strategy, its
basicelements and theirimportance for successful business performance.

Learningobjectives:

By theend of this sessionstudentswill have:

« understoodthe essence of marketing and marketing strategy,

« understoodthe necessity of defining the target audience,

« known the core elements of marketing mix (product, price, place, promotion) and obtained basic knowledge of their
implementation,

» been aware of possible ways how to promote a product /an idea with less investments nowadays - public relations, guerrilla
marketing &the power of social networks,

« acknowledged the necessity of relationship with customers,

» improved networkingand discussionskills,

» beenabletoapply moderncommunication/gamification tools during group work.

Methodology:

» lecture(illustrations,infographics, multimediatools),
» discussions (includingsome case studies), groupwork,
» gamification (also applying ICT tools).

Content:

1.Whatismarketing;

2.Marketingstrategy and whomtoserve - atarget customer;
3.Marketing mix elements: product, price, place, promotion;
4, Low cost marketing and itsimportance nowadays
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Topic: Marketing, public relations and relations with costumers
Structure:

1. Welcome and introduction, work rules:

(10 minutes)

Welcome all participants in this session. | you have not done it yet, introduce yourself and share some information regarding your
background.

You should present shortly the subject of this session and teamwork rules. It is a good idea to divide the group of participants into
smallerteams (3-4 people).

Inform young people that they have to be very active, because at the end of the session you will do a short competition for them, or
theywill have aquiz (thatis depending onthe time left).

Using ICT tools like AnswerGarden (https://goo.gl/kYbgMJ) you can ask the participants what is marketing? As well, it is possible to
ask young people to develop (in groups) their own definition of marketing using up to ten words. It is good to comment most
frequentand commonanswers,and, moreover, to show most popular definitions,i.e.of marketing guru Ph.Kotler.

Hint: before the session, please ask the participants to bring smartphones or tablets with them.

2. Lecture 1 and exercise 1, The concept of marketing and basic steps developing marketing strategy :
(10 minutes)

»  Marketing concept,

»  Marketing strategy,

*  Whyisit needed,

» Target customer.

After introduction to the concept of marketing, also provide the explanation of marketing strategy and its aims. Further, during
ashort discussion you should make young people come themselves to the conclusion regarding the elements (mix elements) that
should be included in marketing strategy in order to deliver anidea (which is not “shaped” into the final product yet) to a customer.
Further, make another discussion - ask students whether it is necessary to deliver anideato all customers in a market, either to be
more concentrated and serve only a target market. After some answers explain the process of defining a target customer
(segmentation, targeting, positioning) and give students a group exercise (about 5 minutes). Ask them to write on flipchart (or
prepared tables on a sheet of paper) 8-10 features that can be used for market segmentation, after - to make several (1-2)
combinations of these characteristics.

Hint: before the session you can prepare you own example of market segmentation and defining a target audience, in order to make the
process clear and faster. Furthermore, you can simplify the process by giving each group a different type of product and ask them to propose
characteristics of market segmentation aimed at this particular product. As well, make sure you have prepared the right number of flipcharts
and markers, depending on the group size.
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Topic: Marketing, public relations and relations with costumers
Structure:

3.Lecture 2and exercise 2, Marketing mix elements and product life cycle:

(35minutes)

You should introduce young people to the main marketing mix elements and their dependence from product life cycle’s stage,
including:

« productlifecycle,

« productand mainwaystodifferentiateit,

» thedifference between goods marketing and services marketing, extended marketing mix,

« priceandmainstrategiestodetermineit,

« placeand mainwaystodistribute the product,

« promotionandits maintools.

Give each group a handout shortly introducing marketing mix core elements and one example of the case study regarding any
wordly-known company / product. Ask students to read the handout and the case study, and prepare a short presentation of the
company’s marketing mix elements, using ICT comic-creating tool such as: ToonDoo (http://goo.gl/o1tvWc), PixTon
(https://goo.gl/I16rUPS), or make a presentation implementing infographic tools like Infogr.am (https://infogr.am/) or a poster
presentation. Inaddition, each group should also find on the internet any other necessary and/or missing information about the
company,whichisdescribedinthe case study.

After about 15 minutes of group work (or less, if they manage to do the task fast), ask one participant from each group to share their
resultswiththeothers.

Hint: before the session you can prepare you own comic and show it as an example during the session, to make the process faster.

If you are running out of session time, you can share only one case study for all groups. In this case give each group a task to examine one
element of marketing mix (4P or 7p, if you have 4 or 7 smaller groups respectively) and prepare a presentation. On the one hand, this will help
tosave time, onthe other hand, after presentations students will have an overall notion of company’s marketing mix.

In case of inability to use mentioned comic-creating tools, you can ask participants to make a poster presentation, but make sure you have
provided necessary equipment like posters and markers.

4. Lecture 3and exercise 3,low cost marketing:

(25 minutes)

Introduce young people to the topics of public relations and low cost marketing and its most popular types nowadays, providing
examplesaswell:

« introductiontopublicrelations,

» lowcostmarketing-the essence,

« thepowerofsocial networks,

» guerrillamarketing.
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Topic: Marketing, public relations and relations with costumers
Structure:

Regarding the topic of social networks, find out which social networks they know/use and whether all of them are popular in their
country. Tosummarize answers, use ICT tools like AnswerGarden (https://goo.gl/kYbgMJ), or you canrecord them onflipchart. Ask
participants to make a description of any social network (i.e. for Facebook, Twitter, Instagram, LinkedIn, etc., here you can choose
any other social network known among the audience), including possible pros-and-cons of this network and also mentioning either
it is aimed at relationships B2C or B2B, and for which type of product (goods, services) it is good for. The results for the chosen
network can be displayed on flipchart, or made as a poster presentation, as well as using modern ICT tools for presentations. After
about 10 minutes of group work, ask participants to present their results. It is good to comment the results and welcome students
todiscussthem,if time permits.

Afterwards, introduce students to guerrillamarketing. Here, if time permits, you can show a lot of examples (images and videos). As
agroup work, ask students to mention advantages & possible disadvantages (or limitations for implementation) of guerrilla
marketing (about 3 minutes) and share with the others. If time permits, ask participants to share any notable examples of guerrilla
marketing fromtheir countries.

Hint: before the session you can choose one case study of guerrilla marketing, finding information, videos and images regarding it, and make
abroad discussion during the session. Make sure that you have provided necessary equipment like posters and markers for the tasks.

5.Lecture4and exercise 4, Relationship with customers:

(15 minutes)

Introduce participantstothe processof relationship with customers as follows:

» buildingarelationshipwith acustomer,

« communication,

+ maintainingarelationshipwith acustomer.

Ask participants to make a sketch how they are going to develop relationships with their potential customers (5 min). In this case
participants also can prepare a short presentation, using ICT comic-creating tool such as: ToonDoo (http://goo.gl/o1tvWc), PixTon
(https://goo.gl/I6rUPS),or a poster presentation. Afterwards, itis advised to hold adiscussion of possible pros & cons!

Hint: in order to save time, you can prepare handouts for students with basic tools that might be implemented during the process of
relationship with customers.

6.Conclusion:

(20 minutes)

Based on the material displayed and discussions held during the session, ask students to make a short description of the mix
elements regarding their business ideas (group work) and present it to the other participants. You can encourage students to vote
for the best presentationinordertoaward the group.

Either, you can prepare some questions about the marketing, or make a crossword, and using an ICT tool do a small quiz. Tools that
can be used: Kahoot! (https://goo.gl/cbuvyC), Quizizz (http://goo.gl/O3PVEf) or Socrative (http://goo.gl/uflkdp). Please consider to
have some prizes withyou, to award 3-5 best persons (depending on the activity, numbers of questions and group size).

Hint:you can use micro-references tool like Credly (https://go0.gl/DNjIRI) or for instance some sweets, as rewards.
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Topic: Networking

Created by: Alise Vitola
Biedriba Radosas Idejas / Association Creative Ideas, Riga

Networking plays an important role in the success of new and existing businesses. Networking unites organisations and
individuals, granting quicker, cheaper and higher quality access to resources, such as information, finance, human and physical
resources.

Networking also encourages businesses to work together in order to achieve common goals, for example, by strengthening the
cooperationwith educationor research organisations or by influencing public policy.

There are various forms of business networking - from formal organisations like business associations to informal networking
events and everyday networkingactivities like lunch with abusiness partner.

Learninggoal:
Toraise knowledge and skills for an efficient business networking.

Learningobjectives:

By the end of this session participants will:

» understandthe concept of business networking,

« knowthebenefits of business networking,

» learntheformsofbusiness networking,

» improve networkingskills,

» learnhowtouse moderncommunication/gamificationtools during groupwork.

Methodology:

» lecture(illustrations,infographics, multimediatools),
» gamification (usingmostly ICT trendy tools),

» groupwork,discussions (including case studies).

Content:

1.Concept and benefits of networking.
2.Formsof networking.
3.Networkingskills.
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Topic: Networking
Structure:

1.Welcome andintroduction, workrules:

(10 minutes)

Welcome all participants in this session. If you did not before, introduce yourself and share some information regarding your
background. You should present shortly the subject of this session and teamwork rules. It is a good idea to divide the group of
participantsintosmaller teams (3-5 persons).

Informyoung people that they havetobevery active, because at the end of the session you will do a short competitionfor them.
Using ICT tools like AnswerGarden (https://goo.gl/kYbgMJ) you can have a brain storm by asking the group why should businesses
network, what would they gain from networking and with whom (other businesses and organisations) should they network? After
thisyou candiscuss the answerswiththeyoungsters.

Hint: before the session, please ask the participants to bring smartphones or tablets with them.

2.Lecture 1andexercise 1, Forms of networking:

(30 minutes)

Youshouldintroduce young people to the forms of business networking, for example:
» Businessassociation/trade association,

» Co-workingspace,

»  Networkingevents,

« Virtual platforms.

Give each group a handout introducing one form of business networking and one example of the best practise. Ask participants to
read the handout and prepare a short presentation (about 5 minutes) introducing the networking form. Participants might use ICT
comic-creating tool such as ToonDoo (http://goo.gl/o1tvWc) or PixTon (https://goo.gl/I6rUPS). Ask each group to find on the
internetalso other examples of this form of networking.

After about 10 minutes of teamwork (or less, if they managed to do the task fast), ask one participant fromevery group to do a small
presentationof their results.

Hint: before the session you can prepare you own comic and show it as an example during the session, to make the process faster.

3.Lecture 2 and exercise 2, Partners for networking:

(25 minutes)

To simulate an exchange of business ideas and a search for partners, ask participants to create an ,elevator pitch” - a 1 minute talk,
around 130 words, including such aspects of their businessideaas:

«  Product(whatisit?),

» Competitive advantage (whyis this product better than others?),

«  Market (potential customers,number of customers, theirincome level),

«  Competitors,

«  Business model (howthe product will reach the customer).
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Topic: Networking
Structure:

After about 10 minutes of individual work, ask participants to work in pairs by presenting to each other their business idea and
lookingfor possible cooperation. Ask each participant to exchange his or her businessideawith 3other young people.

Afterabout 10 minutes of workin pairs, ask participants to share the best networkingideas.

Hint: prepare the right number of paper sheets and pens, give an example of the ,elevator pitch”.

4.Conclusion:

(15 minutes)

Please prepare some questions about the business networking and using an ICT tool do asmall competition. Tools that can be used:
Kahoot! (https://goo.gl/cbuvyC), Quizizz (http://goo.gl/O3PVEf) or Socrative (http://goo.gl/uflkdp).

Please consider to have some prizes with you, to award 3-5 best persons (depending on the activity, numbers of questions and
groupsize).

Hint:you can use micro-references tool like Credly (https://go0.gl/DNjIRI) or for instance some sweets, as rewards.
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Topic: Intellectual property rights

Created by: llze Judrupa
Biedriba Radosas Idejas / Association Creative Ideas, Riga

Intellectual property refers to creations of the mind: inventions; literary and artistic works; and symbols, names and images
used in commerce. So, intellectual property consists of products, work or processes that you have created and which give you
acompetitive advantage.

Thereare 3subcategoriesof intellectual property:

» Industrial property: inventions (patents), trademarks, industrial designs, new varieties of plants and geographic indications of
origin.

» Artistic work protected by copyright: original literary and artistic works, music, television broadcasting, software, databases,
architectural designs, advertising creations and multimedia.

« Commercial strategies: trade secrets, know-how, confidentiality agreements, or rapid production.

Learninggoal:
To provide knowledge about the importance of protecting intellectual property in business and to develop the skills to protect
intellectual property.

Learningobjectives:

By the end of this session participants will:

« understandthe concept of "intellectual property" and the need to protectintellectual propertyrights,

« understand the nature of unfair competition and improve the skills to recognize the unfair competition regarding intellectual
property rights,

« improvetheskillto protectintellectual property.

Methodology:

» lecture(illustrations,infographics, multimediatools),
« gamification,

» groupwork,discussions (including case studies).

Content:

1.Intellectual property rights, its subcategories.
2.Unfair competition.
3.Howtoprotectintellectual property.
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Topic: Intellectual property rights
Structure:

1. Welcome and introduction, work rules:

(5 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background.

Youshould present shortly the subject of this session and rules of the first game.

2. Lecture 1 and exercise 1, Intellectual property rights:

(30 minutes)

You should introduce young people to the forms of intellectual property and why it is necessary to protect intellectual property.
Itshould bedonethroughthe game.

Give to each student list of paper with different statements or questions and ask them to find other students who know the
answers. It is necessary to write in every box only the name of the student who knows the answer. It is not allowed to write own
names and one person can be writtenonly once (if there are more than 12 studentsin the group).

| can explain what is patent

| know why are trademarks
necessary?

| can tell 5 types of works
covered by copyright

| know what is innovation

| know what kind of
innovations cannot be
patented

I know what is intellectual
property

| can tell the example of
unfair competition

| know what is EPO

| know how to register
copyright

| can tell why it is necessary
to protect intellectual
property

| know where to find
information about
intellectual property rights

| have already done or made
something that others have
copied
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Structure:

After filling the worksheet, discuss every question and show a short presentation with theoretical information about each
question.

During discussion about the intellectual property, ask each student to find on the internet examples of geographic indication of
origin. More precisely, examples of products in your country which names are protected from misuse and imitation and help
consumers by giving them information concerning the specific character of the products (Protected Designation of Origin - PDO,
Protected Geographical Indication - PG, Traditional Speciality Guaranteed - TSG).

Hint: before the session you must prepare the worksheets for students.

3. Lecture 2 and exercise 2, Unfair competition:

(30 minutes)

To get to know how students understand the term “unfair competition” and and whether they know some examples of an unfair
competition, ask students to work in small groups (3-4 people) and make poster about an unfair competition. After 10 minutes ask
eachgrouptopresenttheir poster. At the end you should summarize allinformation and classify it according to the theory.

Hint: before the session you must prepare markers and paper for posters.

4. Lecture 3 and exercise 3, How to protect intellectual property:

(10 minutes)

Show the summarizedtable of forms of intellectual property and possibilities to protectitonthe screen.

Ask each student to think about his or her mobile phone (or smart phones, tablets, PC) - what kind of intellectual property is
includedintheir devicesand howis it protected. Shortly discuss students’ opinion.

If students are working in groups on their business ideas, ask them to work in their groups and find out what kind of intellectual
property does their product include and how could it be protected. After short presentation of students’ opinion, discuss the
results.

5. Conclusion:

(15 minutes)

You can prepare some questions about intellectual property rights and using an ICT tool Kahoot! (https://goo.gl/cbuvyC) do a small
competition.

Please consider to have some prizes with you, to award 3-5 best persons (depending on the activity, numbers of questions and
groupsize).

Hint:you must prepare, for example, some sweets as rewards.
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Topic: Risk management

Created by: Danijel Bertovi¢
Local development agency PINS, Skrad

Ineach company, arisk is defined as defined as a possible event or circumstance that can have negative influences on the company.
Its impact can be on the very existence, the resources (human and capital), the products and services, or the customers, as well as it
may have anexternalimpact onsociety, markets, or the environment.

In the more general case, every probable risk can have a pre-formulated plan to deal with its possible consequences (to ensure
contingency if the risk becomes a liability).

Learninggoal:
Howtorecognize ariskinbusiness,and howto prepare adjustment plan.

Learningobjectives:

By the end of this session participants will:

» obtainnecessary knowledge about risk management,

« getfamiliarwithpossibleriskintheirstart-up projects,

»  knowhowtouse moderncommunication/gamification tools during group work.

Methodology:

» lecture(illustrations,graphs,infographics, multimediatools),
» gamification (usingmostly ICT trendy tools),

» groupwork,discussions.

Content:

1.Introducingtorisk management, methods
2.ldentification of potential risksinbusiness
3.Riskassessment

4, Risk managementplan



Shake up Start ups

Non-formal entrepreneurship academy
u SHAKE UP
Initial draft of workshops
START UPS P

Topic: Risk management
Structure:

1. Welcome and introduction, work rules:

(5 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background.

You should present shortly the subject of this session and teamwork rules. It is a good idea to divide the group of participants into
smallerteams (3-4 persons).

2. Introduction and identification of risks in business:

(20 minutes)

After shortintroduction of risks, the group will discuss about possible general risks and will show them onflipchart. Probably, there
will be alot of similarrisks, but also some specific for some country. Comments onthat.

3. Interactive activity / work in groups:

(30 minutes)

We will create 2-3 groups and they will work on preparation of 2-3 their examples of short risk management plan and how to
monitor risk.

After 15 minutes of preparation, they will have to choose a spokesman who will have tointroduce ther risk management plan.

4. Conclusion:
(5 minutes)
Short Q&A session.
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Topic: Support for young entrepreneurs

Created by: Tomasz Moleda
Stowarzyszenie Edukacja przez Internet, Kielce

There are a lot of challenges that young entrepreneurs face in starting a business. On the other hand there is a lot of support
available for young entrepreneurs, this includes services and advice from public and private, governmental and non-
governmental, national and international institutions.

Having the right help is essential to having a kick-start in starting your own business. But the support is important not only at
planning stage, you can benefit from a wide range of tailored-made assistance when you already have established your own
company.

Learninggoal:

The Support for young entrepreneurs topic (addressed during day 1, part 2 of the workshop “Shake up Start ups Non-formal
entrepreneurship academy”) is designed to help participants to raise their knowledge about the available support for young
entrepreneursand business environment institutions.

Learningobjectives:

By the end of this session participants will:

« recognizetheimportance of using different services and support for youngentrepreneurs,

« outlinetheavailable supportfor youngentrepreneurs and the offer of business environment institutions,

« creativelyanalysetheavailable support for youngentrepreneurs and the offer of business environment institutions,
« knowfromwhichexternal sourcesthey canacquireresourcesfor growth.

Methodology:

« onesession,made upof lectures and discussions,

« microtasks, participants workingindividually or onasmall group basis,
» gamificationused duringgroupworkinexercise.

Content:

1.Isitworthtouseservicesand supportforyoungentrepreneurs?
2.Whatkinds of support for youngentrepreneurs are available?
3.Businessenvironmentinstitutions and their offer.

4.Who have used business environment institutions?
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Topic: Support for young entrepreneurs
Structure:

1. Welcome and introduction:

(5 minutes)

Welcome all participants in this session. If you have not done it yet, introduce yourself and share some information regarding your
background. Briefly inform about the focus of this session, including learning objectives and content.

Hint: before the session, prepare a sheet with an agenda, learning objectives and content.

2.Exercise 1, Is it worth to use services and support for young entrepreneurs?:

(15-20 minutes)

Ask participants to find a partner (groups of two will be formed). Inform the participants that the goal is to explain is it worth to use
services and support for young entrepreneurs, basing on the participants current information about the topic support for young
entrepreneurs. Each pair sitstogether. Inform the groups that they have limited time.

Provide some sample questions/issues for the group, to ask each other in each pair:
«  What motivates people to start their business?
+  What are the advantages and disadvantages of being an entrepreneur?
« Canyoungentrepreneurs use services and support for young entrepreneurs for free or do they have to pay for it?
»  Which services and support for young entrepreneurs do you know?
» Do you know anyone who has used services and support for young entrepreneurs?
If yes, what was his or her feedback after using them?
Hint: you can write the above questions on a flip chart and make sure that it is visible to the group during this exercise.
Get the group together and invite one representative from each pair to briefly summarize their discussion. Record their main
findings on flip chart.
Hint: before the session, prepare yourself by answering the above questions by yourself.

3. Lecture 1 and micro-tasks, What kinds of support for young entrepreneurs are available?
(15-20 minutes)

Provide an overview of support for young entrepreneurs, as below.

Young entrepreneurs can use different kinds of support available, including:

« information services,

« advisory services,

» business planning support,

» technical trainings,

* mentoring,

« financial support’.

‘author'sownresearach
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Briefly describe each kind of available support, as below.

information services - are provided by different governmental or non-governmental bodies, local authority institutions, etc.,
usually with no extra charge; they can support you with information before start-up, regarding start-up and registration, such
as: registration of the enterprise, choosing form of incorporation, registration with the VAT, special permits/licences,
regulations regarding tax and duties of an entrepreneur, accounting and auditing obligations, etc.; many information materials,
regardingthe aboveissues,canbe found onthe Internet.

Askthe groupifthey know any sitesonthe Internet with those resources. Note down the urlsonflipchart.

Hint: before the session, prepare your own list of website with those resources and have it at-hand during the session.

advice services - business advisory services are usually offered by specialized and experienced organizations, can require
apayment for the support; they advise current and future entrepreneurs; they can offer such services as: market intelligence,
market development support, help with exporting, financial analysis, support for innovation, intellectual property, accounting,
tax, etc.,

business planning support - this includes both resources and templates on the Internet and also free or commercial services;
you canalsousedifferent T tools, including web-based applications, desktop applications and apps,

Askthe grouptosearchand download some appsontheir smartphone,fromappstores,

technical trainings - if you think or already know that you are missing any skills or competences, you can sign up for a technical
training; there are alsomany opportunities of on-line training courses,

mentoring - having a mentor helps to think through a business idea; doing networking can help you to find the right mentor or
mentorsforyou;agood mentor canhave avery positiveimpact onearly-stage start-ups.

Ask the group to search now on the Internet, using their smartphones, the possibility of finding a mentor in your
city/region/country,

Hint: before the session, prepare your own list of possibilities of finding a mentor in your city/region/country and have it at-hand during
the session,

financial support - if you do not want or cannot finance your business with your own money, you need to think about external
sources of funding, such as: grants and loans, bank funding, crowdfunding, angel investors, venture capital; information about
available funding can beresearched on-line or you can contact different public or private organisations offering advice and help
regarding funding opportunities; grants and loans - there are different governmental programmes, many offering preferential
support for young entrepreneurs and start-ups, also the EU funding can help you to finance your business idea; bank funding
- many banks value the cooperation with young entrepreneurs and start-up companies, offering the preferential offers and
rates; crowdfunding - sites that enable entrepreneurs to pitch their ideas and gain funding; angel investors - isanindividual who
offers capital for start-upsinexchange for convertible debt or ownership equity; venture capital - money given to start-ups that
are considered to have high-risk, but also high-growth and potential, usually inreturn for ownership shares®.

Askthe groupwhich other kinds of support for youngentrepreneurs they know. Note down the findings onflipchart.

Askthe groupif any of them or someone they know, had used any of those services. Note down the findings on flipchart.

Hint: before the session, you can find statements on the Internet or interviews with entrepreneurs who used different support for young
entrepreneurs.

*http://www.forbes.com/2010/02/12/funding-for-startups-entrepreneurs-finance-zwilling.html, access 30.01.2016
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4. Lecture 2 and a microtask, Business environment institutions and their offer:

(10-15 minutes)

Provide an overview of business environment institutions and their offer, as below.

Young entrepreneurs can use the offer of different business environment institutions:

» technology parks,

» technology incubators,

» business incubators,

« technology transfer centers,

« regional development agencies,

« chambers of commerce,

« business information centers,

» business associations,

« etc.

Divide the participantsinto groups of 3-4 people and ask each group to search now on the Internet, using their smartphones, for the
offer of business incubators or technology parks/incubators in your city/region/country. Ask each group to note down the findings
onflipchart. Try tohave each groupresearchingon an offer fromdifferent institution.

Provide some sampleissuesforthe group,toresearchineachteam:

« Do they offer help with business basics?

« Do they offer help with accounting/financial management?

» Do they offer a business training programs?

» Do they have access to angel investors or venture capital?

«  Whatis their offer of office-space (free space, costs, preferential system)?

« Canyou have a virtual office at their address?

» Do they organize networking events?

»  What services you think are missing in their offer or you did not find on their website?

» Research ontheir users feedback on social-media profiles or reviews on the Internet, what others are writing?

Getthe group together and invite one representative from each teamto briefly summarize his or her findings. Record main findings
onageneralflipchart. Try tohave agroupdiscussiononthe differences and similaritiesin their offer and services.

Hint: before the session, prepare a sheet with a list of business incubators or technology parks/incubators in your city/region/country and
make another sheet with their offers.

5. Discussion, topic summary and thank you:

(5-10 minutes)

Ask the group if they would like to discuss anything regarding the topic. Try to address any issues that the participants would like to
discuss further. Summarize this session, including learning objectives. Ask for participants' feedback. Thank the participants for
theirtime and work during this session.
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Topic: Team Management, coaching and motivating

Created by: Agnieszka Tercz and Kamil Stanos
Stowarzyszenie Edukacja przez Internet, Kielce

Skilful management of a team is one of the most important functions in business. Proper team management in any organization
is also a success of any project. People are the driving force for action, they take risks and they perform tasks that lead to
achievingtheir objectives.

Thistopicisjustoneof theissuesthatwill beincludedinthe whole method. Issues should be adapted to the general public.

Objectives andissues:

« understandingthe key mechanisms and techniques used in management practice team,
« trainingskills of effective managementintoday's teams,

» solvingproblemsinateamand decision-making throughfacilitation,

» proceduresand communicationtools,

» howtocoachand motivateteammembers.

Teaching methods:

« lecture(illustration,involvement),
« casestudies,discussion,quiz, test,
« gamification (groupwork).

Benefits:

» increaseefficiency inmanaging teams through building trust and authority, motivating,

» raisethelevel of ability touse appropriate toolsin management of teams,

» increase managementskills group process anditsimpact onthe performance of tasks by team,
« abilitytousetoolstosolve problemsinateamand decision-making,in particular facilitation,

» ability touse coachingmethods.

Content:

1.Communication.

2.Teamleadershipstyles: Knowingwhichtouse.
3.Identifyingand assigningroles.

4, Stagesof teamdevelopment.
5.Characteristics of effective teams.
6.Managingteam performance.

7.Dealingwith difficult group dynamics.
8.Dealing with conflict.

9.Conductingteam meetings.
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Topic: Team Management, coaching and motivating
Structure:

Groups will be taught in an interactive workshop with the possibility of examining individual cases. Workshops are conducted in
asmallgroupofupto 12 seaters. The topicsdiscussed inclass relate toreal situations that managersface in their daily work.

Each module (to be negotiated how many modules should be) thematic summary is aimed at determination by the participants'
opportunities to use the knowledge and skills in their professional practice. Classes are constantly moderated by the trainers
depending on the needs of the participants reported. During the training, the trainer occurs frequently in the role of facilitator
-he/sheisresponsible for the constructive and efficient way of conducting discussions and motivating the group to find a solution.
Duringthe course, we focus on partnerships, exchange of experience and respect.

Useful links:

»  How Good Are Your Management Skills? Test
https://www.mindtools.com/pages/article/newTMM_28.htm

» Video Building an Effective Team
https://www.mindtools.com/pages/article/building-effective-teams.htm

» Team Charters
https://www.mindtools.com/pages/article/newTMM_95.htm

«  Team Management Skills
https://www.mindtools.com/pages/article/newTMM_92.htm



