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Module 10: Growing and Internationalising your Business
SHADOWS Lesson Plan for Masterclass 
Learning Outcomes: On completion of this workshop, CCI graduate entrepreneurs (learners) will be able to:
· Test business growth strategies to find the most relevant to their business needs;
· Prepare a plan to scale-up a CCI product/service;
· Provide a true market valuation of a product/service that stands up to scrutiny;
· Prepare strategies to export your product and access international markets.
	Contents
	Instruction Method
	Timing minutes
	Materials/ Equipment Required
	Advice/ Tips for the Trainer
	Assessment/  Evaluation
	Further Reading/ Link to Resources

	Working Opening

Ice-breaker:
· Trainer welcomes all learners to the workshop and introduces the ice-breaker activity as outlined in Annex 1 - Take a Stand.
	· Ice-breaker activity

· Whole group discussion
	

10 minutes
	· Training venue;

· Three large posters with the words “Agree”, “Disagree” and “Undecided”

· 3-4 statements.

	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback.
	Learners will engage fully in the ice-breaker and group discussion exercises.  






	N/A

	Unit 1 Strategies for growing your business – introduction to scalability

Trainer presentation: 
· Using PowerPoint slides, the trainer presents the slides 1-28 and initiates a brief discussion regarding the concepts and issues introduced through the PPT, allowing learners the opportunity to ask questions and share their ideas.


Small-group Activity:
· Trainer divides learners into groups of 3 and introduces the Business Growth Strategies (see Annex 2)
· Working in their small groups, learners will perform a SWOT Analysis to draft a Business Growth Plan.
· After 20 minutes, the trainer brings the whole group back together and asks each smaller group to present the outcomes of their SWOT to the group.

Small-group Activity:
· Trainer divides learners into groups of 3 and introduces the Scaling Plan activity (see Annex 3)
· Working in their small groups, learners will prepare a plan to scale-up a CCI product or service
· After 25 minutes, the trainer brings the whole group back together and addresses any open questions from the task.  If there is sufficient time, groups can present their Scaling Plan if they wish. 

	· Presentation – formal trainer input;

· Whole-group discussion

· Class/ trainer interaction (Q&A).

· Group discussion.

	

40 minutes








30 minutes










30 minutes
	· Training venue;

· Project/ screen/ blank surface;

· Laptop or tablet;

· PPT slides;

· Flip-chart;

· Marker;

· Copies of Annex 2  and 3 for all learners;

· Pens and note-taking materials for learners.

	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback.
	Learners should take notes to support their learning and work to produce a Business Growth Plan for their business. 

As part of their self-directed learning, learners will also use the International Business Game.

Learners will perform the analysis and design a Scaling Plan, share the results and ideas with other groups, get feedback from the trainer.


	Growth Strategies, http://www.gaebler.com/Growth-Strategies.htm 

Examples of  Penetration Strategies, 
http://smallbusiness.chron.com/examples-penetration-strategies-11699.html 
 
Market Development vs. Market Penetration, http://yourbusiness.azcentral.com/market-development-vs-market-penetration-21322.html

Diversification (New Products/New Market), 
http://www.gaebler.com/Growth-Strategies.htm 


	Unit 2 – Costing your product or service

Trainer presentation:
· Using PowerPoint slides, the trainer presents the slides 29-40 and initiates a brief discussion regarding the concepts and issues introduced through the PPT, allowing learners the opportunity to ask questions and share their ideas.

Small-group Activity:
· Following on from the PowerPoint presentation, the trainer divides learners into groups of 3 and introduces the ‘Costing my Product’ worksheet (see Annex 4)
· Based on the trainer’s PPT presentation, learners will work in their groups to calculate the cost of their product.

Small-group Activity:
· After this short activity, the trainer instructs learners to stay in their groups of 3 and introduces the ‘Costing my Service’ worksheet (see Annex 5)
· Learners continue to work in their groups to calculate the cost of their service.


Small-group Activity:
· After this short activity, the trainer instructs learners to stay in their groups of 3 and introduces the ‘Porter’s Five Forces’ handout (see Annex 6)
· Learners continue to work in their groups to complete the handout for their business

	· Presentation – formal trainer input;

· Class/trainer interaction;

· Small group activity;

· Whole group activity;

· Group discussion and reflection.
	


20 minutes






20 minutes







20  minutes







10 minutes




	· Training venue with space for breakout sessions;

· Video projector;

· Laptop;

· PPT Slides;

· Pens and note-taking materials for learners.

· Copies of Annexes 4 and 5 for all learners

	· Be available to answer questions;

· Involve all learners in all activities;

· Use short sentences;

· Avoid jargon;

· Reflect and evaluate at the end of each session.
	Learners will work in groups to complete the “Cost of My Product”, the “Cost of My Service” and the “Porter’s Five Forces” worksheets to share the results and ideas with other groups, and get feedback from the trainer.

Learners are encouraged to use the Impact ECS software as part of their self-directed learning activities.

	A Guide to Fixed and Variable Costs of Doing Business
https://www.thebalance.com/a-guide-to-fixed-and-variable-costs-of-doing-business-393479  


	Unit 3 – Internationalising your Business

Trainer presentation:
· Trainer delivers a PowerPoint presentation to introduce learners to internationalising their business (slides 41-51) 

Individual Activity
· Using PowerPoint slide 49, the trainer invites all learners to draft their ‘Creative Statement’ for their business.
· To ‘Write a Story’, learners will need to include the following information:
· Your name;
· The business you are in;
· How long you are in business;
· Your background – relevant education, training, worked with;
· Your work – design, inspirations, interests;
· Your values, core purpose: what’s in your creative DNA;
· Innovation and design;
· Longer-term aspirations.
· Once all learners have written their story, volunteers are invited to share their stories with the group if they wish.


	·  Presentation – formal trainer input;

· Video;

· Class/ trainer interaction (Q&A).

· Group discussion.

	 

10 minutes




15 minutes










	· Training venue;

· Project/ screen/ blank surface;

· Laptop or tablet;

· PPT;

· Internet access;

· Flip-chart;

· Marker;

· Pens and note-taking materials for learners.
	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback.
	Learners should take notes to support their learning and engage fully in all activities.

Learners will produce the Creative Statement for their business. 
	Internationalizing Your Business: The Strategy,
https://monticellollp.wordpress.com/2015/02/03/internationalising-your-business-the-execution-2/ 

3 questions you must answer when internationalising your business, 
http://www.onyxconsulting.co.uk/tl-blog/3-questions-you-must-answer-when-internationalising-your-business/ 


	Closing Session and Evaluation

Trainer-led activity:
· Trainer closes the master-class with a short verbal feedback session.
· Trainer distributes copies of the evaluation form – Annex 8 – to all learners to complete.


	· Trainer-led group feedback session;

· Whole group discussion;

· Individual assessment and evaluation.



	

5 minutes
	· Flip-chart and markers for verbal feedback

· Pens and copies of the evaluation form for all learners.

	· Encourage questions and provide feedback;

· Evaluate at the end of the workshop
	Learner will complete a copy of the Quiz (Annex 7) to assess their learning from this masterclass. 

Learners will participate in the evaluation activities.
	N/A

	
	Total time:
	3.5 hours
	
	
	
	






[bookmark: _GoBack]Annex 1 – Ice-breaker – Take a Stand 
To spur awareness in the group and to emphasize on professional and personal differences, distinct characteristics and opinions, which in relation to “being or becoming a CCI entrepreneurs” are very important. To transfer the message that all voices are heard, all opinions are important, valuable and respected, and we are strong together, through our diversity. 
Materials: Three large posters with the words “Agree”, “Disagree” and “Undecided”. A list of statements (see below some examples) of interest for the group of participants and for the topic of the training session (in this case, Module 9: “Growing and Internationalising your Business”)
Time: 10 minutes
Instructions: 
· Write the words ““Agree”, “Disagree” and “Undecided” in very large letters on paperboards and display them on the walls, far enough from each other and high enough for people to see. 
· Explain to the learners that you will be offering them statements and after each statement is read; they should stand at the place in the room that shows what their belief is. 
· Read the first statement and ask people to move to the spot in the room that best represents their opinion. 
· As a facilitator you may implement this activity in silence (asking people not to justify their option, but just to reflect on it) or, you may ask people to justify/argue why they chose to stand in that spot. In the latter case, it is advisable to limit the justification/explanation to 1-2 arguments/person, for each statement. You must be comfortable with making sure all voices are heard and no one person dominates any discussion. 
· Make statements related to the topic being covered, i.e. CCI, entrepreneurship, being creative, growing and internationalising your business) and have everyone move to the wall with the poster that match their opinion. 
· You have to decide the number of statements that you read according to how long you would like to implement this icebreaker: for approx. 10 minutes, 2-3 statements would be enough; longer sessions require more statements.

Examples of statements:
1. We do the costing of a new product/service because it shows the revenue of the business.
2. A good a marketing strategy for entrepreneurs ensures the internationalisation of the business.
3. Business growth strategies are important only for young businesses.
4. Markets for CCI products/services are characteristically scalable.











Annex 2 – Worksheet – Business Growth Strategies
(Source: http://www.wikihow.com/Write-a-Growth-Plan , accessed on 18.05.2017)
The learners will be split in 3 groups. Each group will play the role of a company team wishing to grow its company’s business and will thus test the business growth strategies to find the most relevant to their business needs.
Towards that aim, each team will work to draft a Business Growth Plan. The tasks for the teams are:
a) To perform a SWOT analysis in order to address how they can take advantage of opportunities, using strengths, and how they can protect against threats by improving on weaknesses or further developing the strengths. For the SWOT analysis, each team should provide information about:
Strengths:  Identify what your business does well. Think broadly and include tangible as well as intangible strengths. You should identify strengths in all areas of the business, such as marketing, finance, service, etc. For example, tangible strengths might include a great location or established customer base.
Weaknesses: Identify what your business doesn’t do well. These should be things within your control. For example, a bad economy is not a business weakness since you don’t control it. Think of weaknesses such as limited resources, inferior technology, inexperienced staff, and poor location.
 Opportunities: These are external to your business. Generally, opportunities are situations you can exploit to your own advantage. For example, your industry may be booming. In that case, you may try to sell more units or sell additional products in order to grow your business. Alternately, an aging population might present an opportunity for you to target this market. Opportunities can be long-term or short-term.
Threats: A threat is something beyond your control that could undermine your business. For example, competition is always a threat. However, other threats include increasing government regulations, technological innovations, or negative press attention. A declining customer base could also be a threat. If so, you might pursue growth opportunities by moving to a new location or targeting different consumer markets.
b) To outline a five-year growth plan, based on the SWOT analysis. 
Ideally, you should leverage existing strengths while pursuing growth opportunities. If you might be impeded by a weakness, then your five-year plan should explain how you will address that weakness. A growth plan should contain the following information:
· Expansion opportunities. Identify the growth opportunities you intend to pursue and why they are the right choices based on your SWOT analysis. For example, interest rates may be low, and you intend to borrow to open a new store in a growing area.
· Marketing plan. You should identify your target market and your means of reaching them, by way of paid advertising or other methods. Discuss the costs of your marketing plan, and what kinds of free marketing you can use, such as using social media or increasing word-of-mouth by encouraging customers to leave a review online.
· Demographics of the market area. For example, what is the typical age, gender, education, and income of your targeted market and what are the demographics of the area where you will be expanding.
After finishing the tasks, each group will present the results and get feedback from the trainer and other learners.











Annex 3 – Handout – Prepare a plan to scale-up a CCI Product or Service
(Source: http://diytoolkit.org/media/Scaling-Plan-Size-A4.pdf , accessed on 25.05.2017)
The learners will be split in 3 groups. Each group will play the role of a company team wishing to write a Scaling Plan.
The tasks for the teams are to read the questions in the chart below, analyse, formulate answers and write them in the table.
The worksheet helps developing a shared vision on scaling up, while assessing your resources and whether your business is ready to take the next step. Based on the assessment of the situation, you can decide your readiness to scale, what aspects need strengthening and what aspects need more work. 
The worksheet shows five key areas which you should consider to analyse whether your organization/business is ready to scale. Use the questions on the worksheet as prompts to have a critical in-depth conversation on what you are certain about and what needs further investigation. 
[image: ]While filling out the worksheet, try to give evidence in the form of factual data, rather than just anecdotes. Try to be as open, thorough and self-critical as possible. The more detailed answers you give, the deeper your understanding of the situation will be. 







Develop a Scaling Plan:
	
	Write here your answers here:

	Know-how
	







	People and Governance
	






	Reputation and Effectiveness
	






	Physical Resources
	






	Business Model and Money
	








Annex 4 – Handout – The Cost of my Product
The learners will be split in 3 groups. Each group will work to solve the task below.
Task: Based on the trainer’s explanations provided during the lecture and on the provided example, use the space below to calculate the cost of your product.
	
	€
	Notes / Calculations

	My Total Drawings:
	
	

	My Total Overheads:
	
	

	My Total Direct Costs:
	
	

	Total No. of Units:
	
	

	My Cost Calculation:

	















Annex 5 – Handout – The Cost of My Service
The learners will be split in 3 groups. Each group will work to solve the task below.
Task: Based on the trainer’s explanations provided during the lecture and on the provided example, use the space below to calculate the cost of your service.
	
	€
	Notes / Calculations

	My Total Drawings:
	
	

	My Total Overheads:
	
	

	Number of weeks I expect to work each year:
	
	

	Number of productive (chargeable) hours I expect to work each week:
	
	

	Annual total of chargeable hours:
	
	

	My Cost Calculation:

	












Annex 6 – Worksheet – Porter’s Five Forces
The learners will be split in 3 groups. Each group will work to solve the task below.
Instruction: 
· Based on the trainer’s explanations provided in this unit and reflecting back to your use of Porter’s Five Forces for marketing in Module 3, use the “Porter’s Five Forces” worksheet to analyse and understand the situation of your business now that you are coming to the end of your business training.
· Look at each of the five forces one-by-one and write your observations on the worksheet provided by the trainer.
· After finishing the tasks, each group will present the results to the wider group and get feedback from the trainer and other learners.


















	

Annex 7 – Quiz – Module 10 – Growing and Internationalising your Business
Please answer the multiple-choice items below by marking (X) only one answer (the one which you consider it correct) from the 4 options (a, b, c, d) offered. 
1. The common growth strategies in business include the following set of five actions:
	 (a) market penetration, market expansion, product expansion, diversification, acquisition
	 (b) market penetration, customer analysis, bank loan, product expansion, acquisition
	 (c) new employments, market expansion, product expansion, diversification, competition increase
	 (d) market expansion, product expansion, diversification, layoffs, staff control increase
2. Scalability is:
  (a) an attribute meaning that potential sellers and buyers can exchange resources among each other (resources which may be money, products, services, etc.);
	 (b) the ability of a system, network, or process to handle a growing amount of work in a capable manner or its ability to be enlarged to 	accommodate that growth;
	 (c) the interaction between groups of organizations competing in a predefined market under similar bases of competition;
	 (d) The science of planning and directing large-scale operations, of manoeuvring forces into the most advantageous position prior to 	actual engagement with the enemy.
3. Costing your product means to:
 (a) make a plan on how to deploy scarce resources and attract interest of stakeholders (anyone who possesses an interest in the business’s activities (like for example government, public pressure groups, alumni, students, etc.);
 (b) implement the minimization of cash flow variance, by using the investment management cash flow modelling;
 (c) seek ownership or increased control over competitors in terms of price, quality, delivery, service, innovation, knowledge;
 (d) calculate how much it costs to produce that product (the raw materials and packaging plus labour) plus a contribution towards the overheads of the business.
4.  Costing your product means to:
 (a) establish the minimum salary of all employees involved in delivering that service;
 (b) set a double profit than in the case of costing a product;
 (c) do similar calculation like for costing a product, but by taking into account your hourly rate for providing the service;
 (d) estimate how many products you sell in a year to guess the number of necessary employees to deliver the service afferent to that product.
5. The two possible strategies to apply when internationalising your business are:
 (a) exporting and relocating;
 (b) exporting and diversifying;
 (c) relocating and acquiring new staffs;
 (d) increasing profitability and relocating.

Correct answers: 1 a); 2 b); 3 d); 4 c); 5 a).



Annex 8 – Evaluation – Feedback Form for Module 10

Please provide your feedback on the content and the organisation of this workshop through which it was provided to you Module 10 of the SHADOWS Curriculum. 
Your responses will help us improving the quality of Module 10 delivery!
	
Please mark ( X ) your answer to each statement
	I strongly disagree

1
	I disagree


2
	I do not know/ cannot appreciate
3
	I agree


4
	I strongly agree

5

	The workshop met my expectations
	
	
	
	
	

	The workshop satisfied my training needs
	
	
	
	
	

	The workshop’s objectives were clearly and adequately stated
	
	
	
	
	

	The workshop’s content was interesting and relevant
	
	
	
	
	

	The themes discussed were useful and relevant for my area of work
	
	
	
	
	

	The level of interactivity was appropriate
	
	
	
	
	

	The activities were suitable and suggestive in relation to the Module’s content
	
	
	
	
	



	Please mark ( X) your answer to the following statements
	Yes
	No


	The duration of the workshop was right for me
	
	

	The pace of the workshop was right for me
	
	

	The workshop was highly motivational for me
	
	

	The trainer was efficient and professional
	
	

	The technical equipment used was sufficient and effective
	
	

	The overall organisation of the workshop was effective
	
	


Please mention here 3 things that you found most useful from this workshop:





Please mention here 3 things that you would change about this workshop:





Are there any areas to be improved in the workshop content or in the delivery of its face-to-face sessions?




Thank you for filling in this questionnaire!
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