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Module 9: Presenting your Business Idea
SHADOWS Lesson Plan for Masterclass 
Learning Outcomes: On completion of this workshop, CCI graduate entrepreneurs (learners) will be able to:
· Write an elevator pitch for their business;
· Pitch the business idea to funders;
· Understand the basic in effective communication and negotiation skills for business;
· Effectively communicate the business idea to networks and contacts;
· Present the business idea at trade fairs, shows and other corporate events. 
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	Workshop Opening

Icebreaker: Speed Dating
Small group activity: 
· Trainer splits the group into two smaller groups and delivers the ice-breaker activity as described in Annex 1.
· After this activity, the trainer hosts a short group discussion and reflection to ascertain how the learners found the experience.

Trainer Introduction: 
Trainer led whole group activity:
· Trainer to introduce the topic of presenting your business idea by conducting  short group discussion on:
· What skills do you need to effectively present your business to customers/ funders/ trade contacts, etc.
· Trainer collects all of the answers on a flipchart.

	· Icebreaker exercise;

· Whole group discussion;

· Leading the brainstorm activity – formal trainer input;

· Class/ trainer interaction (Q&A).

	

20 minutes






10 minutes
	· Training venue;

· Bell or a whistle for ice-breaker;

· 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 will engage fully in the ice-breaker and group discussion exercises.  






	N/A

	Unit 1 - Developing your ‘elevator pitch’

Trainer presentation: 
· Using PowerPoint slides, the trainer introduces an ‘elevator pitch’, including:
· What is an ‘elevator pitch’?
· Why is an ‘elevator pitch useful and when is it used?
· The four elements of a good ‘elevator pitch’.

Trainer presentation: Video
· Trainer presents a video ‘6 Elevator Pitches for the 21st Century’ from YouTube – this video provides learners with a range of different styles they can use to develop their ‘elevator pitches’, including delivering an ‘elevator pitch’ like a story (the Pixar model).
· Following this video, trainer facilitates a short group discussion on the pitch. 

Individual Activity:
· Trainer instructs all learners to take 5 minutes to write a draft ‘elevator pitch’ for their business.
· Using this draft evaluator pitch and PPT slides, the trainer introduces learners to what their ‘Customer value Proposition’ could be
· Trainer then asks learners to brainstorm their ‘Customer value Proposition’.
	· Presentation – formal trainer input;

· Video;

· Class/ trainer interaction (Q&A).

· Group discussion.

	

20 minutes







10 minutes









20 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 work to produce a polished elevator pitch for their business.

Learners should follow one of the 6 models presented in the YouTube video to develop an ‘elevator pitch’ for their business.
	‘6 Elevator Pitches for the 21st Century’ (YouTube):
https://youtu.be/XvxtC60V6kc 

	Unit 2 – Communication, Negotiation and Networking Skills

Trainer presentation:
Trainer delivers a PowerPoint presentation which provides an introduction to Communication skills by delivering the following content:
· What skills do I need to be a good communicator?
· Why is good communication important for business?
· Non-verbal communication.

Trainer led whole group activity:
· To practice communication skills, the trainer introduces the activity: ‘Crafting Connections’ as described in Annex 2.
· Here, the trainer writes the names of all learners on a flipchart/whiteboard and asks each learner to tell the group one skill or hobby they have; for example, Steve is good at gardening; Joan likes swimming, etc.
· Once all learners have listed a skill or hobby; they are asked to go around the group introducing each other; for example; ‘Hi Steve, this is Joan. Joan likes swimming. And Joan, Steve is an excellent gardener.’
· Repeat this activity until all learners have been introduced to another.

Trainer presentation and small-group activity:
Trainer introduces negotiation skills by delivering a few PowerPoint slides which cover the following: 
· Definition of negotiation.
· What are the 4 steps of a negotiation process?

Small group activity: Role-play
· To practice negotiation skills, the trainer introduces the group to a role-play activity as described in Annex 3.
· After 10 minutes, the trainer brings the whole group back together and both the entrepreneurs and the clients provide feedback on how the actions of the other made them feel and what they would have done differently in their negotiation.
· If there is sufficient time and interest, the learners can swap roles and re-perform the role-play.
 
Trainer presentation:
· Using PPT slides, the trainer introduces learners to how these negotiation skills can be used in selling.
· The trainer presents a list of selling styles and leads a short group discussion on the most appropriate sales methods for the CCI entrepreneurs in the room.

Trainer presentation:
Next, trainer delivers a short PowerPoint on networking by presenting the following content:
· What is networking? 
· Advantages and draw-backs of networking.
· Advantages of networking in general.
· Developing the skills to be an effective networker.

Trainer led small group activity:
· Trainer introduces the short ‘Pair Share’ activity described in Annex 4.
 
	· Presentation – formal trainer input;

· Class/trainer interaction;

· Small group activity;

· Whole group activity;

· Group discussion and reflection.
	


15 minutes









15 minutes















10 minutes






20 minutes













10 minutes







10 minutes







10 minutes
	· Training venue with space for breakout sessions;

· Video projector;

· Laptop;

· PPT Slides;

· Flipchart or White-board;

· Pens and note-taking materials for learners.

· Copies of role-play roles for each pair (see Annex 3).

	· Be available to answer questions;

· Involve all learners in all activities;

· Use short sentences;

· Have a clear, logical and conciseness speech;

· Avoid jargon;

· Reflect and evaluate at the end of each session.
	Learners should take notes from their group activities.
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	Unit 3 - Presentation Skills

Trainer presentation:
· Trainer delivers a PowerPoint presentation to introduce how to ensure suitable body language when making presentations.
· This PowerPoint Presentation will cover:
· Techniques for the correct use of the body language during a presentation and the interpretation of body language (eye contact, gestures, facial expressions, posture, movements etc.) by others – how to use body language to convey confidence in presentations;
· PPT Presentation will contain pictures which show different scenarios of correct and incorrect use of body language for presentations; 
· During the presentation, slide by slide, the trainer will lead a group discussion on what is correct or incorrect about the body language shown in each of the pictures;
· Techniques to use and control your voice to make effective presentations.


	·  Presentation – formal trainer input;

· Video;

· Class/ trainer interaction (Q&A).

· Group discussion.

	 

30 minutes











	· Training venue;

· Projector, screen and laptop;

· PPT;

· Internet access;

· Flip-chart and 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.

Using the pictures in the PPT, learners should contribute in a group discussion to identify the correct and incorrect use of body language.
	http://www.wordstream.com/blog/ws/2014/11/19/how-to-improve-presentation-skills

https://www.youtube.com/watch?v=y4O5szBzIA0

https://newleaf-associates.com/presentation-tips-7-how-to-use-your-voice-effectively/


	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 to learners and asks them to complete it (Annex 5)

	· Trainer-led group feedback session;

· Whole group discussion;

· Individual evaluation exercise.



	

10 minutes
	· Training venue;

· Copies of evaluation forms for learners;

· Pens and note-taking materials for learners;

· Flip-chart and markers for verbal feedback.

	· Encourage questions and provide feedback;

· Summarise and recap at the end of the session;

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






	N/A

	
	Total time:
	3.5 hours
	
	
	
	








Annex 1 – Ice-breaker – Speed-dating
Speed-dating is a good icebreaker to introduce learners to presenting themselves, their business and engaging in networking. By the end of this activity all learners will have a better idea of how to quickly present themselves in 30 seconds. 
Materials: Large space for holding 2 circles of learners; bell or a whistle for speed-dating rounds.
Time: 20 minutes

Instructions: 
· Trainer splits the group into two smaller groups.
· Trainer asks one group to stand in a small circle and the second group to form a larger circle around them.
· Trainer then asks the group in the smaller circle to turn around and face the larger circle.
· Beginning with the inside circle, the trainer asks learners to explain their business idea to their partner in 30 seconds or less. 
· After 30 second the trainer rings a bell/blows a whistle, and the learner in the outside circle then explains his/her business idea in 30 seconds or less.
· After another 30 seconds, the trainer rings the bell/blows the whistle and the inside group step to the left and begin to explain their idea to their new partner.
· This is repeated until all learners on the inside and outside have had the opportunity to pitch to one another. 
· After this activity, the trainer hosts a short group discussion and reflection to ascertain how the learners found the experience.

Annex 2- Activity – Crafting Connections
This short activity will allow learners to practice their communication skills.  It is a fun an interactive game that will energize the group following the PowerPoint presentation.
Materials: Flipchart and marker, chairs arranged in a semi-circle.
Time: 15 minutes

Instructions: 
· Trainer writes the names of all learners on a flipchart/whiteboard and asks each learner to tell the group one skill or hobby they have; for example, Steve is good at gardening; Joan likes swimming, etc.
· Once all learners have listed a skill or hobby; they are asked to go around the group introducing each other; for example; ‘Hi Steve, this is Joan. Joan likes swimming. And Joan, Steve is an excellent gardener.’
· Repeat this activity until all learners have been introduced to another.






Annex 3 – Role-Play – Negotiation  
This short activity will allow learners to practice negotiation skills in the role of ‘entrepreneur’ and ‘client or customer’.
Materials: Copies of characteristics and actions printed for 10 learners.
Time: 25 minutes
Instructions: 
· Trainer divides the group into pairs, and selects 5 learners to play the role of ‘entrepreneur’ and 5 learners to play the role of ‘client or customer’.
· In these pairs, the trainer gives each pair a matching set of client characteristics and client actions (below). The entrepreneurs receive the actions and the clients receive the characteristics. 
· Learners are given 5-10 minutes to come up with a scenario and role-play their allocated roles.
· After 10 minutes, the trainer brings the whole group back together and both the entrepreneurs and the clients provide feedback on how the actions of the other made them feel and what they would have done differently in their negotiation. 

	SMARTY CLIENT
	SMARTY CLIENT

	Characteristics
	Actions

	He/she thinks he/she knows everything
	Do not remove the reason or argue


	He/she is very proud and wants to impose
	If he/she is wrong, show it with discretion


	requires a lot of attention
	Show her/him solutions with no offense, pointing out that the idea has come out from her/him

	He/she is very demanding, tends to find fault with everything
	Adopt a calm attitude, but do not let him/her dominate you

	METICULOUS CLIENT
	METICULOUS CLIENT

	Characteristics
	Actions

	Knows what he/she want and look for
	Demonstrate seriousness and interest


	He/she is concrete, concise and sharp, use few words to express him/herself
	Give accurate and complete responses

	Demands concrete answers and accurate information
	Demonstrate efficacy and safety





	UNDECIDED CLIENT
	UNDECIDED CLIENT

	Characteristics
	Actions

	Shy and insecure
	Need more dedication


	Fear to clearly state his/her request or problem
	Encourage him/her to clearly raises his/her needs, guiding with open questions and helping him/her to express him/herself.

	Evasive and try to delay decisions
	Inspire trust and confidence


	Want reflect and seeking feedback
	Offer few alternatives and guide him/her concretely about the best choice




	IMPULSIVE CLIENT
	IMPULSIVE CLIENT

	Characteristics
	Actions

	Continuously changes his/her opinion
	Demonstrate firmly


	He is impatient, superficial and emotional
	Arguing briefly and concisely


	She/he has trouble concentrating and he/she is easy to burst out back
	Act lively



	SUSPICIOUS CLIENT
	SUSPICIOUS CLIENT

	Characteristics
	Actions

	Doubts about everything and everyone
	Stay in calm and respect his/her ideas


	He/she rejects even the most logical arguments
	Ask questions


	Try to dominate the other party
	Find commonalities to give her/him confidence


	She/he does not reflect
	Not insist or argue


	She/he is susceptible and put faults to everything
	Do not say anything you cannot prove













Annex 4 – Activity – Pair Share
As networking is about finding commonalities with strangers and developing a rapport, this short activity will allow learners to practice just that.

Time: 10 minutes

Instructions: 
· Trainer instructs the group of learners to pair off with another learner who they don’t know very well. 
· These pairs then have 3 minutes to find 3 things that they have in common that are not obvious. 

· After the 3 minutes, the trainer invites each pair to introduce their partner to the group; highlighting one surprising thing they have in common.






Annex 5 – Evaluation – Feedback Form for Module 9

Please provide your feedback on the content and the organisation of this workshop through which it was provided to you Module 9 of the SHADOWS Curriculum. 
Your responses will help us improving the quality of Module 9 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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