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Module 2: Business Model Generation 
SHADOWS Lesson Plan for Masterclass 

Learning Outcomes: On completion of this workshop, CCI graduate entrepreneurs (learners) will be able to:
· Acquire business acumen, skills, tools and expertise to make decisions, manage limited resources and plan effectively and efficiently;
· Understand and assess how the business is performing using data financial information to track performance and drive key decisions
· Drive and encourage commercial behaviour 
· Understand the key elements of a business plan and a business model canvas
· Develop a business model canvas
· Meet the challenges of starting and managing their own business with self-confidence, resilience and self-determination

	Contents
	Instruction Method
	Timing (minutes)
	Materials/ Equipment Required
	Advice/Tips for the Trainer
	Assessment/ Evaluation
	Further Reading/Link to Resources

	Workshop Opening

Ice breaker 
· Trainer introduces the ice-breaker activity: “Pick a Straw”.
· See Annex 1 for overview of the ice-breaker.
	· Formal input by trainer;

· Whole-group activity;

· Ice-breaker.
	

20 minutes
	· Training venue;

· Straws, or pop sickle sticks, or post-it notes. 

· A list of pre-established questions.

	· Trainer ensures active participation from all learners.

· Trainer uses Annex I to deliver this ice-breaker.
	Learners will engage in the ice breaker activity and will interact with the trainer and peers, by answering the questions.
	N/A

	Unit 1 - Turning your business idea into success – methods for start a business with limited resources 

Trainer Presentation:
· Trainer presents the PPT slides for this unit and initiates a brief discussion regarding the concepts and issues introduced through the PPT, allowing learners to express their opinion and ideas.

Small -group Activity:
· The trainer briefly presents the resource and recommends it to learners for self-directed learning activities.
· The trainer then introduces Annex 2.
· Working in small groups to develop a Strategy to Get Funding for a new business and a Plan to Reduce Potential Costs

	· Formal trainer input;

· Group discussion and reflection;

· Class/trainer interaction;

· PowerPoint slides.
	



30 minutes








30 minutes
	· Training venue;

· Projector and Screen/ suitable blank surface;

· Laptop;

· PPT slides;

· Pens and note-taking materials for learners;

· Copies of Annex 2 to be distributed to learners
	• Be available to answer questions;

• Use short sentences;

• Have a clear, logical and conciseness speech;

• Avoid jargon;


	Group discussion.

Learners will take notes to support their learning.

Learners will devise the Strategy to Get Funding for a new business and the Plan to Reduce Potential Costs, share the results and ideas with other groups, get feedback from the trainer.

	“The Power of Broke” a book by Daymond John and Daniel Paisner about how empty pockets, a tight budget, and a hunger for success can become your greatest competitive advantage. (Crown Business, USA, 2016, ISBN 978-1-101-90360-5) 

	Unit 2 - Developing a business plan and a business canvas

Trainer introduction and presentation:
· Trainer delivers a PowerPoint Presentation which provides an overview of the key content which goes in to a Business Plan.

Trainer led whole-group activity:
· Trainer introduces learners to the Business Model Canvas, using PowerPoint, by introducing the 9 elements of the business canvas.
· Trainer distributes copies of the Business Model Canvas template (Annex 3) to each learner.
· Trainer then conducts a workshop which reviews each section of the Business Canvas.
· Using a flipchart and marker, the trainer writes the title of each section on separate page, and conducts a group exercise to fill out each section of the canvas.
· Once each of the sections has been answered, the trainer uses blue-tack or pins to stick the individual pages up around the training room so that learners can take photographs of the pages/notes to support the development of their own business plan. 
· Trainer conducts a short review and recap session and answers any questions the learners may have.
· At the end of this activity, the trainer presents the pros and cons of using both the business plan and business canvas templates.
	· Formal input from trainer;

· PPT presentation; 

· Whole group discussion;

· Class/trainer interaction (Q&A);

· Team work; 

· Handouts – Business Plan Template and Business Canvas Template;

· Structured debate/ discussion
	


10 minutes







30 minutes
	· Training venue;

· Projector and Screen/ suitable blank surface; 

· Laptop; 

· PPT slides 4-17; 
· Pens and note-taking materials for learners;

· Flipchart and markers;

· Blue-tack or pins;

· Copies of templates for ‘Business Plan’ for all learners;

· Copies of ‘Business Canvas’ template for all learners.
	· Involve learners and encourage participation;

· Speak clearly and bridge one topic to the next;

· Encourage questions and provide feedback;

· Use logical sequencing of information;

· Summarise and recap at the end of the session;

· Be aware of the participants' body language;

· Keep the group on focused on the task;

· Evaluate as you go.
	Learners will engage fully in all group activities and discussions. 

Learners will take notes to support their learning and to relate what they have learned to their own business idea.

Learners will complete the Business Canvas for their business.

In addition, as part of their self-directed learning, learners will develop their own business plan. 




	Business Model Canvas template: https://docs.google.com/presentation/d/1wObawm1l49FPdEDcPX65WrujmYvvy0el2HgmarmJS2M/edit#slide=id.g387605415_1108 

	Unit 3 - Tracking business progress

Trainer introduction:
Trainer introduces the group to tracking your business progress:
a) Why tracking your progress? 
b) Knowing the goals (short-term and long-term)  and indicators to track
c) Keeping your business plan live

Trainer led whole group activities:
Trainer briefly introduces learners to methods and indicators that will allow them to track their progress:
a) Plan vs. actual 
b) Tracking the money
c) Tracking the work progress 
d) Tracking the time 
e) Tracking the interest
f) Tracking the interest online
g) Progress goes far beyond numbers!
The lecture is combined with the complex case study from Annex 4.

Trainer led whole group activities:
· Observe and react – Trainer introduces the PDCA cycle using the case study and its practical application using Annex 4.
	· Theoretical lecture 
· Combined with case study and discussion


	

10 minutes









40 minutes














30 minutes
	· PowerPoint slides 18-32.

· Annex 4 printed for learners

· Pens
	·  Involve learners and encourage participation;

· Encourage questions and provide feedback;

· Use logical sequencing of information;

· Summarise and recap at the end of the session;

· Be aware of the participants' body language;

· Evaluate as you go.
	No strict evaluation after this part - students should understand the importance of constant tracking, measuring the progress, correcting the mistakes and making improvements.

Learners should see and understand the practical applications of the learned methods.







	N/A

	Closing Session and Evaluation

Trainer-led activity:
Trainer closes the master-class with a short verbal feedback session.

Trainer will distribute copies of the workshop evaluation form (Annex 5) to learners and asks them to complete it.

	· Trainer-led group feedback session;

· Whole group discussion;

· Individual evaluation exercise.
	


10 minutes
	· Training venue;

· Copies of evaluation forms for learners;

· Pens;

· Flip-chart and markers for verbal feedback.
	· Involve learners and encourage participation;

· Encourage questions and provide feedback;

· Evaluate at the end of the workshop
	Learners will engage fully in the evaluation and feedback activities and will complete the evaluation form.   





	Copies of the Evaluation Form in Annex 5

	
	Total time:
	3.5 hours.
	
	
	
	











Annex 1 – Icebreaker - “Pick a Straw” 
(adapted from the source: https://icebreakerideas.com/best-icebreaker-games-adults/#Pick_a_Straw  , accessed on 14.06.2017)
Objectives: To allow participants express opinion on different issues (depending on the questions addressed by the facilitator, the icebreaker may serve either to find out  opinions related to the topic(s) of the module, or, it will just do the warming up of the group and prepare it for the learning activities that will follow). 
Group Size: the exercise is good for any size group; the facilitator can vary the questions used to cover a variety of topics, groups, and situations.
Materials: Straws, or pop sickle sticks or post-it notes. A list of questions (see below some examples) of interest for the group of participants and for the topic of the training session (in this case, Module 8: “Business Model Generation”)
Instructions:
1. Before the group arrives, count out straws or pop sickle sticks, one for each person. If you decide to use this game at the last minute, no problem. You can simply use post-it notes or small slips of paper.
2. Place them in a cup, basket, or bag after marking 20% of them, i.e. two for every ten.
3. Have each member of the group draw one and, if the one they draw is marked, they answer a question.
You can use any set of questions you wish, or choose one of our examples below. You can repeat this process as many times as you wish.
Examples of questions:
1. Do you like investing money? Why/why not?
2. Do you have any prior experience in Business Model Generation?
3. How good are you in making financial decisions? Give us an example...
4. What do you expect from this module?



Annex 2 – Exercise – “Strategy to Get Funding for a new business and Plan to Reduce Potential Costs”
(adapted from the sources: http://ctb.ku.edu/en/table-of-contents/finances/grants-and-financial-resources/financial-sustainability/main ,, https://www.nab.com.au/business/small-business/cashflow-planning-and-tax/how-to-reduce-costs , accessed on 25.08.2017)

The learners will be split in 3 groups. Each group will work to solve the tasks below.

Task 1: Based on the trainer’s explanations provided during the lecture, use the table below to briefly sketch a Strategy to Get Funding for a new business. The list is only partial and you may add items on the left column, which can help getting a more complete image on why, how and where from you could get money for your business idea.
	Question
	Answer

	· Which are the “needs” of your business? (elements, items, products)
	

	· Which are the amounts necessary to sustain each of them?
	

	· How do you intend to get money, which methods/ways do you intend to use? (bootstrapping, getting a loan, angel investment, crowdfunding, etc.)
	

	· What potential resources (organizations and individuals) can you identify? 
	

	· Which could be the matching between methods you want to use and the identified resources (organizations and individuals)?
	

	· What amount you will request from each organization, individual or funding source?
	

	· How the amount will be requested and when?
	



Task 2: Design a brief plan on how to reduce potential costs of your business. Take into account the strategy for fundraising and now identify in it the areas where you can “cut” the costs and make savings…
Few ideas to help you start:
· identify the major cost centres of your business idea; these may be purchasing, production, sales and marketing, finance and administration;
· focus on applying cost-saving tactics in areas where you’ll see the most reward, for example:
· can you save on wages by outsourcing some work, or employing someone on a part-time basis rather than full-time?
· if insurance costs are high, try searching for a new, cheaper supplier;
· other costs such as long-term fixed rate business loans or fixed price contracts for raw materials are hard to control in the short term; however, make a note of when these are up for renewal and plan to tender out to suppliers.
[bookmark: _GoBack]
After finishing the tasks, each group will present the results and get feedback from the trainer and other learners.
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Annex 4 – Handout – Case Study
Thomas Perry is a designer working in Hamburg. He started his company with the idea of designing and producing 3D-printed parts for appliances and home facilities for disabled people. He started his business in June 2017 with 5000 Euro savings and 10000 Euro loan. This money helped him buy software for 3D design, 3D printer and 3 months of rent for his studio in the modern district of Hamburg. The assumptions written in his business plan were:
1. Total sales on the spot by June 2018:
a) Replacement wheels (plastic, 3D printed, light, durable) for wheelchairs – 300 pieces
b) Portable ramps for wheelchairs (aluminium, designed by Thomas and manufactured in nearby manufactory) – 20 pieces
c) Braille alphabet plates for public spaces (customizable, designed and printed by Thomas) – 50 pieces
2. Big media interest in his work, articles in local newspapers and online magazines and groups for disabled people – 10 articles, 5000 likes on his FB fan page, 2000 people monthly visiting his website and online portfolio.
3. Developing platform for online sales by the end of August 2017 and slowly becoming an online business. Developing 2500 Euro of net monthly income from online purchases by the end of June 2018. The premises will be kept for a year for promotional purposes.
4. No employees for the first year, only subcontractors
5. Paying off ¼ of his loan during the first year and the rest during the next 2 years
Current situation in December 2017:
1. Total sales:
a) Replacement wheels – 140 pieces
b) Portable ramps – 3 pieces
c) Braille alphabet plates – 20 pieces (all plates in one order from Hamburg Modern Art Museum)
2. Physical interest – about 40-60 visitors in studio daily and 2 educational trips from local art school so far. 
3. Media interest – 4 articles in newspapers, 9 articles online, 2 reviews from famous bloggers, 11000 likes on FB page, 1500 people monthly visiting website
4. The sales platform was delayed and was finished by the end of October 2017. So far the platform was generating a lot of costs (software development, online shop fees) but during the first month (November) the net income was 1400 Euro (65% of his total monthly income).
5. Thomas handles time and work management on his own, he still has a little time for his family and self-development.
6. He didn’t manage to pay off anything from his debt. He stills struggles financially because of big costs and medium income. 
PART 1
Instruction:
What do you think – did Thomas meet his own plan? Remember that the plan was for 1 year and there is still 6 months ahead of him. Explain your answer. Why is he doing ok? Why not? What is he good at and what does he have problem with?
Guidelines:
Remember to judge every field and goal separately before the general summary. You might use these questions to help you:
· What is Thomas’s financial situation? Is he generating any savings? What about his debt? What are his biggest costs? Are they really necessary? 
· What is his most significant source of income? What is his most significant source of workload? 
· What are the preferences of the visitors in his studio and his clients?
· What is Thomas good at?
· What do you think about his marketing strategy?
· What are his biggest successes and failures?
· What are the reasons for them?
PART 2
Instructions:
After previous case study you already know how Thomas’s business progress is. Now propose the list of solutions for Thomas to help him develop his business. Identify his strengths and weaknesses as well as modern market trends and suggest improvements accordingly. Remember – the list of goals from his business plan might change if you believe it is reasonable.  If you already have a plan – choose the most important elements of it and imagine their implementation according to the PDCA scheme:
1. Identify areas that need improvements, gather ideas and create a plan
2. Suggest changes to make and imagine how would they go
3. If the changes were not fully successful – why? 
4. Suggest changes to the proposed improvement or test another idea.
Annex 5 – Evaluation Form – Feedback for Module 2 “Business Model Generation”
Please provide your feedback on the content and the organisation of this workshop through which it was provided to you Module 2 of the SHADOWS Curriculum. Your responses will help us improving the quality of Module 2 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 aspects that you liked the most about this workshop:





Please mention here 3 aspects that you liked less about this workshop:




Are there any areas to be improved in the SHADOWS CCI Entrepreneurship Curriculum or in the delivery of its face-to-face sessions?




Thank you for filling in this questionnaire!
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