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General instructions
Creative Internprize is a method to develop essential skills to develop entrepreneur activities. So
these contents have to be taught in a very dynamic way with activities and an ambiance in the
class that makes easier the emergence of ideas.

We are going to work with a method structured in six different modules. The idea is to start talking
about skills and doing some dynamics and activities to observe the level of skills that students
have developed yet. Next, in the module of generation, we “push” the students to think about an
own idea that will be the frame for the next modules. They can work in pairs (it is not advisable to
give a structured idea to the students because we are looking for these skills).
In the next modules, we take as a base this idea and work with it. For example, in the module of
building ideas (2), we build Canvas Model thinking about the idea generated in module (1). We
remark the importance of testing ideas, developing it in a business plan and some ideas of
marketing to make easier the selling process.
Some of the abilities that you would need to taught this training are:
-

Challenging
Interactive
Engaging
Creative
Aware
Involved
Positive
Motivating
Inspiring
Wise
Encouraging
Open
Good listener

MODULE

0
LEARNING SKILLS
Essential soft skills to learn how to start
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Module 0.- Learning skills: essential soft skills to learn how to start
1.- Contents
a.- Teamwork: basis of collaborating work
b.- Organization: 5s Kaizen method
 Sort - Seiri
 Shine - Seiso
 Standardize - Seiketsu
 Sustain - Shitsuke
 Set in order - Seiton
c.- Motivation: self-employment as an option
d.- Creativity and innovation: lateral thinking
e.- Making decisions and resolving problems: role playing
f.- Other important skills

2.- Objectives
-

Give the ideas of the basic skills needed to be entrepreneur
Discuss about entrepreneurial skills that people think are most important
Give basic ideas and concepts of teamwork and its benefits
Give basic ideas about organization and its importance for the entrepreneurs
Create a Plan to help you keeping motivated
Allow students to be creative and innovative
To learn the process of taking decisions and resolving problems
Learn about other important skills related to entrepreneurship

3.- Development
Probably, this is the part most important of training. You have to create an ambiance of
cooperation and creativity to make sure that in the next step (idea’s generation), all students are
committed with you and training.
In the activities, (for example in the dynamic of teamwork in which they have to choose some
objects from a boat), you have to observe the contributions of each student and start detecting
each one profile. Let the students talk and discuss, this is their module and we, as a trainers, are
only the “moderators” in this content.
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We start in “Module 0” instead of “Module 1”, why? If we want to start a business, we will need
some skills to allow us develop it in the right way. It is essential to know this basis, practice and
develop them. In this module we will talk about the importance of different skills and how they
are related with business.

a.- Teamwork: basis of collaborating work
In all the companies, teamwork has emerged like an essential skill of employees. Why? Here
you have ten points that will make you reflect about it:
1. “The sum is greater than the parts” – if we have a piece of a puzzle, we cannot see the
complete picture, but if each person put together their pieces, voilà! This is what we call “create
synergies”; we will learn from each other (other business, providers, trainers, etc.) and achieve
different objectives in a collaborative environment.
2. - People will work and contribute in an equitable way, because the failure of the group, is the
failure of the all their components.
3. - Is a way of working with less hierarchy. This can promote the generation of ideas, we have
space for creativity and then, feelings like fear of ridicule disappear (one of the mains restrictions
for entrepreneurship).

Case of study 1
Take a look at the video of Steve Jobs and think about the structure of Apple. Do
you think is the best way of organize their resources? There’s something that, in
your opinion, they could improve?
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4. - This perspective, allows people to be more multitask, each one knows all the parts of the
company or project and have a more global vision of it.
5. - Working in teams, we can promote the sense of achievement, equity and camaraderie,
essential for a motivated workplace.

We know yet the benefits of teamwork but, how to develop it? Here you have short tips and
advices to develop a successful teamwork method:
1.- Create common goals: plan, create timetables that makes you easy know about others
components of team work.
2.- Promote a creative environment

Case of study 2
In these pictures, here you have the offices of Pixar and of a consultancy company
in Spain, do you think it is a good environment to develop ideas? This could work
in all kind of companies? Why?
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3.- Build cohesion: if we have the possibility to have feedback of other parts of the group, we
can create a climate that encourage all members of the team.
4.- Visualize and share ideas: make it visual, use whatever you need, post-its, toys, different
colors, etc.
5.- Erase restrictions and barriers: be clear on which are the channels to communicate and the
way to do it, to not generate repetitions and redundant information.
6.- EXECUTE: we have to put the ideas in action!

Activity 1 - Shipwrecked
You're on a plane and you're going on holidays. However, there has been an accident on
the plane and you are the only survivors aboard the boat, which is about to sink by the
weight.
A few kilometers you can see a desert island, which you can reach if you lighten the weight
of the boat.
Here are 12 objects, which you must classify by priority. Do the classification, first,
individually, and then discuss the order of priority of the objects until you reach a
consensus.
The listing is:
• 5 packs of diapers
• 1 revolver without ammunition
• 20 liters of drinking water
• 1 pack of cigarettes
• 1 cash register with money in different currencies
• 5 kilos of coal
• A rod
• A torch
• 2 bottles of Whiskey
• 1 parachute that does not carry the instructions
• 1 gold lighter
• 1 mirror
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5 DIAPER’S PACKS

A GUN WITH ONE BULLET

20 LITERS OF DRINKING
WATER

5 KILOS OF COAL

A PAQUET OF CIGARRETS

A CASH REGISTER WITH
MONEY FROM DIFFERENT
COUNTRIES

3 BOTTLES OF RHUM

A PARACHUTE WITHOUT
INSTRUCTIONS

A MIRROR

A ROD

AN ELECTRIC TORCH

A GOLD’S LIGHTER
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Activity 2 - Cannibals
Imagine that you finally have arrived to the island.
Now, you have been captured by a group of cannibals. Each week, a member of the group
will be eaten, and you are asked, politely and kindly, to give them a list with an order,
from the first to last in dying.
Think about your goal as a group and how you can contribute in the team.
Good luck!

The roles are:
• A fisherman without an arm
• Young and strong killer
• Mad matematician
• A banker
• An old farmer
• An interpreter that knows the language of cannibals
• A blind locksmith
• A fat opera singer that knows medicine
• A mute explorer
• A deaf lion tamer
• An ill biologist
• A corrupt politician
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A FISHERMAN WITOUT AN
ARM

YOUNG AND STRONG KILLER

MAD MATHEMATICIAN

A BANKER

AN OLD FARMER

AN INTERPRETER THAT
KNOWS THE LANGUAGE OF
CANNIBALS

A BLIND LOCKSMITH

FAT OPERA SINGER THAT
KNOWS MEDICINE

A MUTE EXPLORER

A DEAF LION TAMER

AN ILL BIOLOGIST

A CORRUPT POLITICIAN
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Activity 3 – blind alphabet
To train teamwork, make groups of 5-6 students.
One of the team members will be blindfolded. The goal is for the blindfold to order all
pieces of the puzzle (by alphabet order or other, depending on the type of wooden item)
following the instructions of the team.
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b.- Organization: 5s Kaizen method
5s Kaizen is a method of organization that born in Japan. Is a list of five words in Japanese
(seiri, seiton, seiso, seiketsu, and shitsuke). Don’t panic, we are going to study their meaning and
their possible applications.
If you want to start a business, one of the most important skills is organization, the capacity of
have a good space of work. That’s the reason why we include this part in “Module 0”.

Sort – Seiri
In this first phase, we seek to sort or classify
our work tools depending on the use we give.
We must classify our belongings according to
those we use less than once a year, several
times a year, monthly, weekly and daily, in
order to "separate unnecessary" and throw
away everything we have not used in more
than a year.
This first stage is to apply a bit of minimalism
to our environment. Lack of classification and
a workplace crowded with unnecessary
objects is the ideal recipe for permanent distraction.

Set in order – Seiton
We continue in this phase with the philosophy "a place for everything, and everything in its
place". We must follow the following steps:
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Determine which objects we
use frequently
Place them as close as
possible to us
Place them in places that
are obvious
Place the objects in order of
use and according to a
defined standard (we look
for automatism).

The goal is to know the place of
everything, both physical and
virtual, so that we have a good
organization, setting standards.

Shine – Seiso
With an organized place it is much easier to clean and
remove the sources of dirt from our environment,
ensuring that all the objects we use are in perfect
operating condition.
It can be difficult to see the conexion of the "seiso" with
our personal productivity, but the truth is that it can
impact much more than we imagine. Dirt usually leads to
the malfunctioning of things, and this will cause us to
waste time - either because it makes our work slower, or
because we have to use it to fix the problem.

Standardize - Seiketsu
By developing standards we must be able to detect anomalous or irregular situations, and
correct them immediately. In addition, applying standards is possible to maintain a certain level
of quality of work, in the sense of being able to predict the outcome for each process we do
periodically.
Every day task has a certain degree of repetition and predictability, so setting standards allows
us to know how we have to act to achieve that previously marked standard, pushing us toward
success.
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Sustain – Shitsuke
in this phase, we mean continuous improvement. The idea is not to conform to the standards
defined in the "seiso", "seiton" and "seiketsu", but to continually improve them according to our
new needs, the emergence of new best practices, acquired experience, etc. We must constantly
leave our comfort zone to expand our minds, create new job opportunities, continue to train,
etc. In this phase we avoid stagnating and continue to grow in the labor and personal level.

Activity 4 – 5s Method
Practice this method at your desk or workplace. Are you able to include one additional
“S” to this method? Which one and why? Look at the pictures with the examples.
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c.- Motivation: selfemployment as an option
Sometimes, for an entrepreneur, is very hard to understand why our decisions are not working,
our products are not demanded or our services are a mess. To stay calm and carry on, we have
to be motivated and don’t give up. Here you have 10 tips to motivate yourself.

1. Create a personal mission statement
In the practice, all the business and companies have a mission or vision, a statement that
describes our goals and what resources we would need to achieve them. The direction of the
transmission of this message is from the higher levels to lower, and the purpose is to motivate
the different stakeholders (customers, providers, workers, etc.).
For the same reason, talking about motivation, every entrepreneur should set his or her own
personal mission statement. You have to write it down, carry it always with you and never forget
why this statement is your mission; that will motivate you every day, even in the worst.
2. Make a plan.
The mission has to be supported by a plan. The plan allows you to clarify your first steps and to
make the general mission possible. You have to establish goals in short term, middle term and
long term.
Keep in mind that this plan can change, depending on your personal and professional
circumstances.
3. Start with a routine.
Starting the day with a routine allows your brain to be in alert, focused and prepared to create
new habits. Revision of your plan could be a good way to start your routine, having breakfast,
etc.
4. Set time for yourself.
Entrepreneurs usually spend all their time thinking about their business. That’s not a bad thing,
but you it is important to set personal time during the day for yourself (exercise, take a walk,
read, meditate, etc.).
5. Plan ahead and set reminders.
Routine could be difficult to maintain. That’s the reason why we have develop a habit of setting
reminders throughout the day for the important tasks and daily goals you have set. An example:
when you have to study, if you have the temptation of using Instagram all the time, set
reminders or alarms in your mobile phone like “Get off Instagram and back to work!”
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6. Set rewards.
Small achievements can promote a big victory. We have to think in big, but act in small. For
example, if I put in a list all the objectives for this week, is easier for me to know if I’m in the
right way or not, and I can plan rewards to motivate myself.
7. Engage friends and family.
This engagement will put you in pressure (sometimes, it is the only way to react!).
8. Indulge in inspirational activities.
Like in the point number 4, sometimes you just need to look outside your circle for motivation
(re-match a movie that you found inspiring, watch a TED talk, listen a radio or watch a TV
program, etc.).
9. Stay positive.
Create your own mantra or think about things that makes you happy.
10. Sleep.
Recovery is the most important part to start the circle of motivation every day.

Activity 5 – Motivation advices
Put in practice all this steps and analyze if you feel more motivated or not. Why?
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d.- Creativity and innovation: lateral thinking
Creativity is one of the most important skills for entrepreneurs. Why? If you want to start a
business, especially on creative industries, you have to give something “new” to your customer.
And how can I do it? Being creative, changing our way of thinking, going far away (in the next
module we will talk about methods to develop creativity because it can be learned).
In the last years, a new concept has emerged as a good way to put in practice creativity: the
lateral thinking. We can define it as the process of solving problems but not looking for a direct
solution, but an indirect and creative one. Edward de Bono create this technique in 1967,
inspired in a clear example of lateral thinking:
“King Solomon had to find out who the mother of a little baby was, but both women declared
that they are the mothers. How can they solve the problem? They propose to cut in two parts the
little baby and give one to each woman. That way, he caused a reaction in the real mother who
don’t want their little baby die and solve the problem”.

These are the 4 key stages related to the lateral thinking approach (we will talk about different
creative techniques in the next Module)
1. Impregnation: analyze the portrait of the problem under its various aspects
2. Divergence: move away from the problem, to express a large number of original ideas
3. Convergence: transform the ideas stemming from the divergence into solutions of the
initial problem
4. Evaluation of the solution: select the best idea that should be developed

1
facts and data

2
brainstorm

3
selection best
idea

networking
implementation
testing
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Activity 6 – Creative riddles
In pairs, try to solve this riddles using the approach of lateral thinking:
1.- Antonio and Cleopatra are found dead on the floor of a village in Egypt. Very close are
broken glass. The only witness is the watchdog. There is no mark on any of their bodies
and they were not poisoned. How did they die?
2.- A man pushes his car. He stops when he arrives at a hotel and at that moment he
knows that he is bankrupt. Why?
3.- A man lies dead in a field. Next to it is an unopened backpack. There is no other
creature in the field. How he died?" A clue: The man knew he was going to die as he
approached the place.
4- "A man walks into a bar and asks the waiter for a glass of water. The bartender kneels
for something, pulls out a gun and points at the man who just talked to him. The man says
thank you and leaves.
5.- "Five pieces of charcoal, a carrot and a cap are lying on the lawn of the garden. No one
threw them on the lawn and yet there is a perfectly logical reason for them to be there.
Which is the reason?"

6.- A hunter came out one morning from his camp. He walked a mile to the south and saw
a bear. He followed him east for an exact mile, where he killed him. Then he dragged him
a mile north to the same camp from which he had come. What color is the bear?
7.- Two brothers were having a drink in a bar. Suddenly, one braided himself in a heated
argument with the bartender. He took out a knife and, despite his brother's attempts to
stop him, wounded the bartender in his chest. At trial he was found guilty of a deadly
weapon attack and of inflicting serious injuries. At the end, the judge said: "He has been
found guilty of a serious crime. However, I have no choice but to set him free. " Why?
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Activity 7 - Stoytelling
Try to create a story with storytelling cubes. Throw the dices, and then with each
symbol, try to make connections and develop a story using the different elements.
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e.- Making decisions and resolving problems
1.- Problem solving
The capacity to deal effectively with difficult times depends on a person having access to a range
of flexible strategies for addressing conflict, seeking help, and dealing with unforeseen setbacks.

Why problem-solving skills are important
Everybody needs to solve problems every day. But we’re not born with the skills we need to do
this – we have to develop them.

When solving problems, it’s good to be able to:


listen and think calmly



consider options and respect other people’s opinions and needs



find constructive solutions, and sometimes work towards compromises

These abilities are highly valued in both social and work situations – they’re skills for life.
When you learn skills and strategies for problem-solving and sorting out conflicts by yourself,
you feel better about yourself. You’re more independent and better placed to make good
decisions on your own.

The problem solving process
Problem solving can be broken down into a four-step process which can be applied to almost
any type of problem, from the social to the scientific:
1.- Identify the problem
This step may sound obvious, but sometimes identifying the problem can be more difficult than
it appears. Once the problem is clearly identified, this often goes more than half-way to solving
it. Identifying the problem means clearly working out what your goal is, and what is currently
preventing you from achieving this outcome.
2.- Generate solutions
The key at this stage of the process is not to be overly critical or evaluative of the solutions
generated, but to simply think of as many different ways of solving or addressing the problem
as possible. This is like a 'brain-storm'.
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3.- Evaluate solutions and choose the best one to act on
Having generated a list of possible approaches to dealing with the problem, it is now necessary
to evaluate each of the options and decide which is the preferred approach, taking into
consideration everything that might be relevant to the decision. A person’s knowledge is rarely
perfect, so this is a matter of a 'best guess' in most cases.
4.- Evaluate the outcome
Having tried a solution, it is important to evaluate the success of the solution. If it hasn't worked,
return to step 2, and revisit the possible solutions. Continue this process until the problem is
resolved.

2.- Decision making
Through formal and informal decision-making, youth as decision-makers are engaged in making
powerful, meaningful and substantive choices, decisions and determinations that affect
themselves, their peers, their communities, and the world.
Ways Youth can change the world through decision-making
Personal Decision-Making — No matter who they are, where they are or what they are doing,
everyday everyone has decisions they can make for themselves. Youth engagement in personal
decision-making happens all the time, choosing how to act, who to be around, and what to do.
The question becomes whether young people are making decisions intentionally or by accident,
coincidence, or otherwise.
Youth as Movement Leaders — Making decisions that create social change around the world,
youth engagement is happening through movements for the environment, education, political
reform, and many other issues. Engaging youth as movement leaders means positioning them
with authority, purpose and ability.
Community Decision-Making — Youth can be engaged acting on behalf of their
neighbourhoods, cultural groups, friends, and others. Community decision-making
opportunities can include engaging young people in neighbourhood associations, on community
boards, or through community building activities like graffiti art campaigns, service learning, or
other opportunities.
Things Youth need to change the world through decision-making
Advocacy Opportunities — Purposefully engaging youth in advocacy opportunities is a tool for
developing their decision-making skills and abilities because this gives them practical, applicable
ways to see what their choices can lead towards and away from.
Training — Creating co-learning opportunities for youth and adults to work together and
facilitating these with intention can lead to stronger knowledge and skills sets among everyone
involved.
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Stories — The inspiration to get engaged in making powerful, positive decisions can come to
youth by reading, hearing and interacting with others’ stories. These stories can cross cultural,
gender, socio-economic, identity and other boundaries and provide new insight to transform
their own lives and the lives of people around them.

Activity 8
An old woman who dedicated her whole life to animals died. She had and cared for many
of these, who constitute all her inheritance. She left said before dying who bequeathed
these animals, but did not specify who left each one.
The task is to grant each heir the most suitable animal to the needs of both. To do this,
you must first create an individual list; Second, a list common to the whole group decided
by vote, and third, a common list is drawn up by consensus.

HEIRS
1 teenage rebel
1 community of elders
1 woman 30 years head of department in a
multinational
1 family: father, mother and three children
from 5 to 10 years old
1 50 year old village priest
1 group of young people belonging to a youth
sports association
1 10 year old girl who is paralyzed in a
wheelchair
1 farmer of 42 years
1 single old woman of 63 years old

ANIMALS
2 chimpanzees, male and female
1 hunting dog
1 tortoise
2 white mice male and female
1 boa of 3.2 meters in length
9 exotic fish
1 parrot
1 Angora cat, male
1 rabbit
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A REBEL TEENAGER

AN ELDER’S COMMUNITY

A WOMAN HEAD OF
DEPARTMENT OF A
MULTINATIONAL

A FAMILY

A 50 YEARS OLD PRIEST

YOUNG SPORTS
ASSOTIATION

GIRL IN A WHEELCHAIR

A FARMER

OLD WOMAN

2 CHIMPANZEES

HUNTING DOG

A TORTOISE

2 MICES

A BOA

9 EXOTIC FISH

A PARROT

AN ANGORA CAT

A RABBIT
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f.- Other important skills
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Activity name:

D1. “Apple tree”

Module: 0 – Learning Skills
Method: Group
Materials Needed: Steve’s Job video about Apple organization
Duration: 20 minutes
What is it?
After seeing a video of Steve Jobs and his explanation about the organization in Apple, we are going to
discuss about creative organizing ways and their pros and cons.
Why Do It?
Sometimes, if we think about starting a new company or business, we automatically think in traditional
structures and hierarchies. This is changing in some industries, so it can be good to see this video to
make students concerned about the importance of improving organizing ways and methods to search
synergies.
How to Do It
Preparation
The first step is to talk about traditional structures of organizing the resources in traditional companies.
Video view
We have to pay attention to the video to understand what exactly Steve Jobs means about organization
in Apple.
Discussion
The final part is to talk about pros and cons of new structures in companies and compare them with
traditional structures.

3

Activity name: D2. “Creative environments”
Module: 0 – Learning Skills
Method: Group
Materials Needed: Pixar Studio’s photography’s
Duration: 20 minutes
What is it?
This activity consists on seeing photos of Pixar Studio’s and debate about paper of workplaces and
environments to promote creativity.
Why Do It?
Creativity industries are taking an important place in our society, and in these industries creativity is
essential to create materials and outputs. So we have to debate about the paper of these spaces to
make easier the process of generating ideas.
How to Do It
Preparation
The first step is to talk about traditional workplaces and their impact in generating ideas process.
Photography’s view
The idea is to surprise students and present then another way of creative real environments of creativity
and originality.
Discussion
We have to open a debate and talk about the paper of workplaces and work environments in outputs
and productions. It could be nice to know the opinion of different age range.
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Activity name: A1. “Shipwrecked”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: template of 12 objects, paper and pencil
Duration: 45 minutes
What is it?
In this dynamic, students were travelling by plane to their holidays but the plane have and accidents
and pilot had to land on the ocean to avoid a catastrophe. Now, they are on a boat with 12 objects too
heavies to arrive to an island that they can see in the distance, so they have to make a list from 1 (less
important) to 12 (the most important).
Why Do It?
We are going to observe how students set their priorities, plan and set objectives to try to achieve
them. In the group part, it will be very important negotiation abilities and how they can convince their
classmates about their reasoning.
How to Do It
Presentation of dynamic
Teacher explains the objective of dynamic and present the 12 objects that students have in the boat
and that they have to classify depending of the importance to SURVIVE, GET RESCUED or ARRIVE to the
island.
Individual part
First of all, the students have to make an individual list of the 12 objects.
Group part
Now, students have to make an agreement to have ONLY one list of preferences. This is the most
difficult and interesting part. Observe the skills of each student and talk about the importance of
teamwork.
Discussion and results
Tell the students that the important objects were:
- Water and rod to have food
- Lighter and coal to make fire
- Parachute and mirror to make signals to get rescued
Depending of the objects that they consider most important, they value more one of these three
objectives.
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5 DIAPER’S PACKS

A GUN WITH ONE BULLET

20 LITERS OF DRINKING
WATER

5 KILOS OF COAL

A PAQUET OF CIGARRETS

A CASH REGISTER WITH
MONEY FROM DIFFERENT
COUNTRIES

3 BOTTLES OF RHUM

A PARACHUTE
INSTRUCTIONS

A ROD

AN ELECTRIC TORCH

WITHOUT A MIRROR

A GOLD’S LIGHTER
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Activity name: A2. “Cannibals”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: template of 12 roles, sheet of paper and pencil
Duration: 30 minutes
What is it?
This dynamic is connected with shipwrecked dynamic. Finally, the students arrived to the island but
they have been captured by a group of cannibals. They told the students to make them a list, from the
first that will be used to feed cannibals, to the last. Each week, cannibals will eat one person in the list.
Why Do It?
To develop the making decisions skills, and teamwork.
How to Do It
Presentation of dynamic
Give each student, o group of students, a role. Each role has a positive aspect and a negative one. Then,
students have to present their role, explaining their importance in the island and if they have a plan to
scape. Then, open a debate and let students talk.

Possible results
Observe how students make their decisions, if they vote, if there are a leader, etc. Maybe students
make a plan to escape from jail of cannibals, or they complete a list of the 12 roles from less important
to more important.
The most important in this dynamic is to look at the behaviour of students and make them think about
this situation.
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A FISHERMAN WITHOUT AN YOUNG AND STRONG KILLER
ARM

MAD MATHEMATICIAN

A BANKER

AN OLD FARMER

AN INTERPRETER THAT
KNOWS THE LANGUAGE OF
CANNIBALS

A BLIND LOCKSMITH

FAT OPERA SINGER
KNOWS MEDICINE

A DEAF LION TAMER

AN ILL BIOLOGIST

THAT A MUTE EXPLORER

A CORRUPT POLITICIAN
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Activity name: A3. “Blind alphabet”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: wood item with pieces or similar, a mask, sheet of paper and pencil
Duration: 15 minutes
What is it?
In this dynamic, we give each group of students a wood item like in the picture, or similar and a mask.
Why Do It?
To train teamwork and look how students give instructions and create rules to organize the job.
How to Do It
Presentation of dynamic
Make groups of 5-6 students. Then, give each group a wood item like in the picture and a mask. One
person in the group will be blind, and the other students will have to give instructions to the blind
student to complete the alphabet in the correct order. You can plan a competition between groups to
make them work in a stress situation, like in real life.
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Activity name: A4. “Kaizen Method”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 20 minutes
What is it?
The Japanese word kaizen simply means "change for better", with no inherent meaning of either
"continuous" or "philosophy" in Japanese dictionaries or in everyday use. The word refers to any
improvement, one-time or continuous, large or small, in the same sense as the English word
"improvement".
Why Do It?
We try to make students aware of the importance of being organized as an ability.
How to Do It
Presentation of dynamic
Teacher explains the objective of dynamic.
Individual part
First of all, the students have to think on how to apply this method in their study and work spaces.
Encourage them to look at the pictures in their materials to see some examples.
Group part
Now, students share and debate about concrete actions that try to apply Kaizen method.
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Activity name: A5. “Stay motivated!”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 15 minutes
What is it?
In this activity, we encourage students to practice the advices in materials at home. Then, make this
activity to talk about the results, if they have applied this advices.
Why Do It?
Motivation is one of the most important feelings when you talk about entrepreneurship.
How to Do It
Presentation of dynamic
Teacher explains the objective of dynamic.
Individual part
Each students have to try these advices at home.
Group part
Let students talk about advices that they consider more important and less important, and why.
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Activity name: A6. “Creative Riddles”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: the template, a sheet of paper and pencil
Duration: 30 minutes
What is it?
A dynamic to train lateral thinking, a technique in which we try to find different solutions to known
problems.
Why Do It?
In a changing environment, it is essential to be able to find different solutions for the problems that we
always have.
How to Do It
Presentation of dynamic
Explain students what is lateral thinking, and then tell them that you are going to pose them some
riddles to find creative solutions.
Individual and group part
Give each student the template of the creative riddles and give them 10 minutes to think about the
riddles. Then, make groups of 4-5 students and let them think about solutions.
Results
See if students are able to find creative solutions. Here are the solutions, but if a student find another
one that is creative and can be possible, tell them that is correct.
1.- Antony and Cleopatra were fishes. The watchdog threw the glass bowl at the ground and broke it.
2.- He’s playing monopoly
3.- He jumped from a plane but the parachute didn’t worked.
4.- The man had hiccup
5.- It’s a melted snowman
6.- White, because the journey he has made It’s only possible in one of the poles.
7.- They are Siamese
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CREATIVE RIDDLES

1.- Antonio and Cleopatra are found dead on the floor of a village in Egypt. Very close are broken glass.
The only witness is the watchdog. There is no mark on any of their bodies and they were not poisoned.
How did they die?

2.- A man pushes his car. He stops when he arrives at a hotel and at that moment he knows that he is
bankrupt. Why?

3.- A man lies dead in a field. Next to it is an unopened backpack. There is no other creature in the
field. How he died?" A clue: The man knew he was going to die as he approached the place.

4- "A man walks into a bar and asks the waiter for a glass of water. The bartender kneels for something,
pulls out a gun and points at the man who just talked to him. The man says thank you and leaves.

5.- "Five pieces of charcoal, a carrot and a cap are lying on the lawn of the garden. No one threw them
on the lawn and yet there is a perfectly logical reason for them to be there. Which is the reason?"

6.- A hunter came out one morning from his camp. He walked a mile to the south and saw a bear. He
followed him east for an exact mile, where he killed him. Then he dragged him a mile north to the
same camp from which he had come. What color is the bear?

7.- Two brothers were having a drink in a bar. Suddenly, one braided himself in a heated argument
with the bartender. He took out a knife and, despite his brother's attempts to stop him, wounded the
bartender in his chest. At trial he was found guilty of a deadly weapon attack and of inflicting serious
injuries. At the end, the judge said: "He has been found guilty of a serious crime. However, I have no
choice but to set him free. “Why?
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Activity name: A7. “Storytelling cubes”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: storytelling cubes, sheet of paper and pencil
Duration: 15 minutes
What is it?
A dynamic in which the students have to create a story with different elements. You can use it as an
icebreaker.
Why Do It?
In this dynamic, we try to activate the creativity of students. You can find cubes in different stores, like
https://www.storycubes.com/

How to Do It
Give the first student the cubes and make him/her throw dices. Then, he/she has to start the story with
the element on the cube. The next student has to repeat the process and another element of the dices
will be integrated on story.
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Activity name: A8. “The perfect pet”
Module: 0 – Learning Skills
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 30 minutes
What is it?
A dynamic in which we will train making decisions.
Why Do It?
Because an entrepreneur has to develop this skill, very important in all kind of business.
How to Do It
Presentation of dynamic
Explain students that they will have a template with 9 targets and 9 pets. So they have to think about
personal needs, time, personality or another aspects to make the pairs.
Individual part
Let students 10 minutes to make the pairs.

Group part
Then, put students in groups of 3-4 and make them comment why they have make this pairs. Probably,
each students has choose a different criteria to make the pairs, but this is the interesting thing of this
dynamic.

15

A REBEL TEENAGER

AN ELDER’S COMMUNITY

A
WOMAN
HEAD
DEPARTMENT
OF
MULTINATIONAL

A FAMILY

A 50 YEARS OLD PRIEST

YOUNG
ASSOTIATION

GIRL IN A WHEELCHAIR

A FARMER

OLD WOMAN

2 CHIMPANZEES

HUNTING DOG

A TORTOISE

2 MICES

A BOA

9 EXOTIC FISH

A PARROT

AN ANGORA CAT

A RABBIT

OF
A

SPORTS

16

 SELF-ASSESSMENT
1. 5s Kaizen is…
a. a method of organization that born in Japan
b. a dynamic to train the teamwork
c. a method of classification

2. The solving problems process is integrated by:
a. Identifying options, solving problem, evaluating outcome
b. Identify the problem, generate solutions, evaluate solutions and choose
the best one to act on and evaluate the outcome
c. Identify the problem, generate options, evaluate solutions and evaluate
the outcome

3. Which of these statements are advices for motivation?
a. Making a Plan
b. Stay positive
c. Both answers are correct

4. The four steps of lateral thinking are…
a. Impregnation, divergence and evaluating options
b. Divergence, convergence and evaluation of the solution
c. Impregnation, divergence, convergence and evaluation of the solution

5. When we talk about solving problems process, it’s essential to…
a. Consider options and respect other people’s opinions and needs
b. Find constructive solutions, and sometimes work towards compromises
c. Both answers are correct

1-a; 2-b; 3-c; 4-c; 5-c
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MODULE

1
GENERATING IDEAS
How to switch on our brain

1

Module 1.- Generating ideas: how to switch on our brain
1.- Contents
a.- Context: success examples, simple ideas that had become top companies
b.- 30 circles challenge
c.- Collaborative brainstorming: technical aspects
d.- A revision of brainstorming: the storyboarding method
e.- Forcing our mind: technique of forced mental relationships
f.- Assuming different roles: six hats to think technique
g.- Mind map: links between ideas and stimuli
h.- SCAMPER: copycat technic and existing business as an inspiration
i.- Mind Dumping technic: multiplying ideas and stimulus
2.- Objectives
-

Tell the students success examples of the materials and others you know, as a motivating
stimulus.
Discuss about factors that determine the success
Explain the process of doing a collaborative brainstorming
Explain the process and instructions to create a mind-map
Explain the process, instructions and possible questions to make a SCAMPER
Explain the importance of the stimulus and ideas to generate other ones, and the technic
mind dumping.

3.- Development
The most important concept of this module is to give tools to students to let them create and
design their own ideas. Explain all the technics and resolve each question by making easier the
process of idea’s generation.

INDEX
a.- Context: success examples, simple ideas that had become top companies
b.- 30 circles challenge
c.- Collaborative brainstorming: technical aspects
d.- A revision of brainstorming: the storyboarding method
e.- Forcing our mind: technique of forced mental relationships
f.- Assuming different roles: six hats to think technique
g.- Mind map: links between ideas and stimuli
h.- SCAMPER: copycat technic and existing business as an inspiration
i.- Mind Dumping technic: multiplying ideas and stimulus
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a.- Context: success examples, simple ideas that had become top companies

Jeff Bezos – Founder of Amazon
The e-commerce giant went through many complicated years in its infancy.
Shortly after its creation, it entered the stock market announcing to investors
that it did not think to give benefits during 4 or 5 years. However, despite the
outbreak of the dot-com bubble in the late 1990s, Amazon was one of the
companies that survived. Much of this is due to the vision of Jeff Bezos, who
was able to convince shareholders to be patient. Today there is no one who
doubts the success of his company.

Daniel EK – Founder of Spotify
Spotify is a Swedish company dedicated to streaming music for devices
compatible with certain operating systems through an application, in just 8
years has managed to position itself in the world as the favorite when looking
for a music library. The brand has signed agreements with Universal Music,
Sony BMG, EMI Music, Hollywood Records, Interscope Records and Warner
Music, which are the main allies with Spotify.

Ingvar Kamprad – Founder of Ikea
Known for its austerity and simple standard of living, Ingvar Kamprad has been
able to create a business model (cheap mega furniture stores) that has worked
in all countries where it has been deployed. He has made some mistakes in his
life, especially in his youth, and has been able to apologize publicly. His
concern about spending is one of the personal values he has applied in his
management of Ikea.
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Amancio Ortega – Founder of Inditex
The Galician businessman is one of the richest men in the world, and a person
known for his extreme discretion. He has built from nowhere a real empire of
fashion, whose most famous brand is Zara. Perhaps the most curious of his
statements is that his goal was never to become so rich. Another fundamental
aspect of his thinking system is that everyone must be responsible for their
individual actions.
The success of the company is based in the renewal of stocks weekly and monthly, giving the
customer the sensation of shortage.

Estée Lauder – Founder of Estée Lauder
The historical discrimination of women have caused that we have more visible
examples of entrepreneurs men, but it doesn’t mean that we have no women
entrepreneur. One of the pioneers was Estée Lauder, a woman who knew how
to build a multinational cosmetics company. He gave much importance to
perseverance and image. Without a doubt, its success can be a great
inspiration for today's entrepreneurs (women and men), because it triumphed
in an era in which being a woman was a greater limitation than now.

Anita Roddick – Founder of “The Body Shop”
Dame Anita Roddick created The Body Shop in 1976 with just 15
products that she had sourced herself from around the world. Anita had
traveled extensively before opening up her business and with her
husband and two girls in tow, she set off to create something special.
Faced with a massive task of getting the shoppers in the UK to part with
their money for “Greener” products, but with a motivation, a dollop of
passion and a pinch of luck Anita managed to succeed. Luckily for Anita
just as she was halfway through her first year the UK shoppers had a
change of heart and started shopping for these “Green” products she
was selling.
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Case study 1
Do you know what is the product of the picture? What do you think they components are? Do you
think is a simple idea?
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b.- 30 circles challenge
An interesting activity to do before practice these techniques, is the 30 circles
challengue. Using the template attached, design in only 2 minutes a different item in
each circle like in the example:

Activity 1
Practice the 30 circles challenge with the template in the next page. Remember that you only have 2
minutes to complete ALL the circles.
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c.- Collaborative brainstorming: technical aspects
Brainstorming is a tool to generate new ideas, with non-filters and with the purpose of
generate multipliers and new ideas that, other way, we will never imagine. We can use a
blackboard or post-it to write all the ideas of the group.
We have four main rules that have to be respected:
-

-

Stop the judgment  don’t be critic with the ideas of participants, remember that is a
session with non-filters, it consists on saying what do you think and give ideas to the
group.
Think free  apply, for example, rules of lateral thinking to escape from your mental
model. Mad ideas are welcome in the brainstorming.
The quantity is… very important  if we have a big number of ideas, it will be easier
to choose the best ones, so don’t be afraid of seeming stupid or ridiculous.
The multiplier effect  combining different ideas, we will be able to create another
ones more powerful and wild.

The main rule of the method is to stop or postpone judgment, at first every idea is valid and
none should be rejected. Usually, in a problem-solving meeting, many ideas that can be
exploited are killed early on a "judicious" observation about their futility or absurdity. In this
way ideas are prevented from generating, by analogy, more ideas, and also inhibits the
creativity of the participants. In a brainstorming, we tactically seeks the unprecedented
amount of quality and value originality. Anyone in the group can contribute with any ideas of
any kind.
You can use websites or applications to do it online, between people who are far away (with
mural.ly, for example).

Activity 2
Do a Brainstorming in your class and share the conclusions with your mates. Do you think it could be
effective? Why? Try mural.ly
You have to create a new product or service thinking about an existing problem.
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d.- A revision of brainstorming: the storyboarding method
This exercise consists of something as easy (and effective) as writing individual ideas
(not necessarily complete or developed) on post-ist and trying after ordering, this time
already in a group, the ideas previously generated individually.
That wat, we have a first phase where students think about their own ideas. In
brainstorming this phase doesn’t exist, and it can happen that students are too shy to
put in common their ideas, or maybe the contrary. With this first phase, we assure that
all students think about their own ideas and can contribute to the general ideas that
will be put in common in the second phase, making links and sorting the individual
ideas.

Activity 3
Practice the storyboarding technique in your class and share the conclusions with your mates. Do you
think it could be effective? Why?
You have to create a new product or service thinking about an existing problem

e.- Forcing our mind: technique of forced mental relationships
Sometimes is hard to make mental relations and links. That’s the issue that we want so
solve with this technique. Is very simply. You only have to complete in the template
the fields like in this example:
Imagine that we want to start a bar business:
Kind of food
Spanish
Japanese
Chinese
French
Italian
Mexican

Decoration
Minimalist
Typical
Recharged
Wood
Plastic
Metal

People involved
Kids
Parents
Grandparents
Singles
Couples
Teenagers

Another elements
Karaoke
Vegan food
Live performance
Buffet
Take away
Street food

We complete this template thinking about the different elements of the business, like
people involved, kind of food, drinks, etc. Then, we take a dice, and throw it. You will
have a different concepts to link and, possible, create interesting relations (or not)
between these elements:
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Kind of food
Spanish
Japanese
Chinese
French
Italian
Mexican

Decoration
Minimalist
Typical
Recharged
Wood
Plastic
Metal

People involved
Kids
Parents
Grandparents
Singles
Couples
Teenagers

Another elements
Karaoke
Vegan food
Live performance
Buffet
Take away
Street food

Think about mad elements, and then probably you will find creative solutions and you
will switch on your brain.

Activity 4
Practice the mental forced relationships method. Think about different concepts to link and then, throw
a dice and look at your selection.
Create your own idea of business.
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f.- Assuming different roles: six hats to think technique
This technique, enlightened by Maltese writer and psychologist Edward de Bono in
1985, consists of the participants assuming six different roles (that of logic, that of
optimism, that of negativity, that of emotion, that of La Creativity and direction) when
discussing a problem.

Activity 5
Practice the 6 hats to think method. Assume different roles during the dynamic, in groups of 6 students.
Which in your preferred role? Why?
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g.- Mind map: links between ideas and stimuli
A mind map is a diagram used to represent words, ideas and tasks that are related between
one word or concepts as main idea. They are very effective to extract information, conclusions
and to memorize ideas.
A mind map is a picture of different elements, used as a main points that gives us specific
information of a subject, and from its ramification, we get new and more concrete ideas.
To understand better the concept, try to imagen a map of a city. The city center is the main
idea, and all the avenues are the key thoughts in the mental process. The minor streets are the
secondary thoughts and the pictures could represent, for example, the main monuments or
especially important ideas.
So, we have to start from an idea or a word, and this way, we build an entire “city” of
thoughts. Mental maps help:
-

Expansion of memory.
Natural and practical retention of much information compressed into a few words,
drawings, signs, letters, colors, etc.
The explanation of a lot of information in a short visual time
Used in job presentations, educational assignments, and homework assignments.
Facilitate the study of complex and difficult to understand subjects.
The simple and flexible collection of key data facilitates the processes of learning,
thinking, ordering, creating and remembering.
They also allow you to structure facts and thoughts clearly and easily for the people
who create it.

So… mind map and Brainstorming, are the same? No, as you can imagine, a brainstorming is a
non-structured process to GENERATE ideas, while mind map is a way to STRUCTURE ideas, and
in this process, you can generate too new ideas, but the main use is to structure ideas and
concepts, words, etc.
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Activity 6
Imagine that you are a Snacks Company and now, people are healthier and don’t buy some of your
products. Design a Mind Map of the options that you consider to increase the benefits of this
company. You can do it in pairs or in groups if you want.

h.- SCAMPER: copycat technic and existing business as an inspiration
When you are trying to find new ideas, it can be difficult to develop it from zero. That’s
the reason why SCAMPER has become a good method to solve this problem.
This tool helps you generate ideas for new products and services by encouraging you
to think about how you could improve existing ones.

What is the meaning of SCAMPER?
SCAMPER is a mnemonic that stands for:








Substitute
Combine
Adapt
Modify
Put to another use
Eliminate
Rearrange - Reverse

How it works? You ask questions about existing products, questions related with each
of the words above. These questions help you come up with creative ideas for
developing new products, and for improving current ones.
Using this technique, you will find solutions for new products, meaning by this concept
not only physical goods, but processes, services and even people.
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How to use the Tool
SCAMPER is really easy to use. Take an existing service or product. This is a good start
if you want to take it as a base to improve some functionalities, if you have a problem
with this item or to develop a new one.
Then, you have to ask questions about this product, using the mnemonic to guide you.
Here you have good examples of questions:

SUBSTITUTE
What materials or resources can you substitute or swap to improve the product?
What other product or process could you use?
What rules could you substitute?
What will happen if you change your feelings or attitude toward this product?
Can you use this product somewhere else, or as a substitute for something else?

COMBINE
What would happen if you combined this product with another, to create something
new?
What if you combined purposes or objectives?
What could you combine to maximize the uses of this product?
How could you combine talent and resources to create a new approach to this
product?

ADAPT
How could you adapt or readjust this product to serve another purpose or use?
What else is the product like?
Who or what could you emulate to adapt this product?
What else is like your product?
What other context could you put your product into?
What other products or ideas could you use for inspiration?

MODIFY
How could you change the shape, look, or feel of your product?
What could you add to modify this product?
What could you emphasize or highlight to create more value?
What element of this product could you strengthen to create something new?
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PUT TO ANOTHER USE
Can you use this product somewhere else, perhaps in another industry?
Who else could use this product?
How would this product behave differently in another setting?
Could you recycle the waste from this product to make something new?

ELIMINATE
How could you streamline or simplify this product?
What features, parts, or rules could you eliminate?
What could you understate or tone down?
How could you make it smaller, faster, lighter, or more fun?
What would happen if you took away part of this product? What would you have in its
place?

REVERSE - REARRANGE
What would happen if you reversed this process or sequenced things differently?
What if you try to do the exact opposite of what you're trying to do now?
What components could you substitute to change the order of this product?
What roles could you reverse or swap?
How could you reorganize this product?
Example
I want to invent a new type of pen.
Substitute - ink with iron, nib with knife
Combine - writing with cutting, holding with opening
Adapt - pen top as container
Modify - body to be flexible
Put to other uses - use to write on wood
Eliminate - clip by using velcro
Rearrange - nib to fold outwards

Activity 7
Imagine an existing product or service and try to create a SCAMPER from this one, using some of the
questions that you have in the tables above.
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i.- Mind Dumping technic: multiplying ideas and stimulus
It is a method to generate ideas. The objective is to generate the major number of ideas
possible in a few minutes by a process of generation of stimulus.
We have three related phases:
1. Free associations
2. Multiply stimulus
3. Create solutions

FIRST: initial stimulus
During three minutes, you have to put words in post-its (one per post-it) that have relation
with the problem that we have. For example, if we want to be a more popular firm, we can
write the words: promotion, influence, market, customers, prescription, etc.

Promotion

customers

Influence

prescription

SECOND: multiply stimulus
In each word that we have wrote in the paper, we write more words related with each one.
For example, for promotion we can write online, offline, creativity promotions, discounts,
placement, etc.
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Influence

Promotion

online
offline
creativity
promotions
discounts
placement

prescription

customers

n
THIRD: create solutions
Linking the words written in the last steps, you have to create entire ideas or solutions. For
example, one solution can be “to make offline promotions”, or taking prescription “make
satisfied customers or influent customers as prescriber of our firm”. So we build ideas from
words that works as stimulus, activating our brain. So we build ideas from words that works
as stimulus, activating our brain.

Influence

Promotion

online
offline
creativity

create offline promotions

promotions

Make satisfied customers prescribers of our firm

discounts

Use influence marketing to increase our visibility

placement

customers

prescription
17

Activity 8
Create ideas from a Mind Dumping analysis, imagine the problem you have to solve is “competence
very strong in the sector”
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Activity name: CS1. “Miracle Mop: Joy Mangano”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 20 minutes
What is it?
A little dynamic about information searching to encourage student to look for information and
examples of entrepreneurs.
Why Do It?
To see real examples of entrpreneurship.
How to Do It
Make groups of students and encourage them to look for information about miracle mop and another
creative items. Encourage them to see the film “Joy”, inspired in the life of Joy Mangano, the Queen of
TV shopping in United States.
Video of Miracle Mop  https://www.youtube.com/watch?v=tghsiQO6_rE
Trailer of “Joy”  https://www.youtube.com/watch?v=8bnBUNzz8Ag
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Activity name: A1. “30 Circles Challenge”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 10 minutes
What is it?
A dynamic to think fast and be creative in only 2 minutes.
Why Do It?
To switch on our brain to do another dynamics of generating ideas.
How to Do It
Tell the students that they will have 2 minutes to design in the template, in each circle a different item,
like in the picture below. Comment with student what they have designed and look for the most
creative ideas.
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Activity name: A2. “Brainstorming”
Module: 1 – Generating ideas
Method: Group
Materials Needed: sheet of paper and pencil
Duration: 45 minutes
What is it?
Process for generating creative ideas and solutions through intensive and freewheeling group
discussion.
Why Do It?
To generate ideas and find solutions for a known problems.
How to Do It
Presentation of dynamic
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 session is over and evaluation session begins. See also lateral thinking and
nominal group technique.
If students cannot find interesting problems, make them a suggestion, for example:
- How to do tourism in a more responsible way?
- How we can avoid long waits in public transport?
Make students to put their ideas in post-its and then, put it in a big paper. Suggest them to make a little
presentation about the idea that they have created.
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Activity name: A3. “Storyboarding”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 1 hour
What is it?
Is a technique similar to brainstorming but with a phase of generation of individual ideas. That way, we
avoid that there’s something in the group that not give ideas if is too shy.
Why Do It?
To generate ideas and find solutions for a known problems.

How to Do It
Presentation of dynamic
Make groups of 5-6 students and make them think about a problem. You can suggest one if they cannot
find an interesting problem.
Individual part
Then, give 15 minutes to the students to think individually about possible solutions or ideas for this
problem.
Group part
Give 30 minutes to each group to put in common the ideas, to find solutions making linking between
individual solutions.
Make students to put their ideas in post-its and then, put it in a big paper. Suggest them to make a little
presentation about the idea that they have created.
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Activity name: A4. “Forced mental relationships”
Module: 1 – Generating ideas
Method: Group
Materials Needed: dices, template and sheet of paper and pencil
Duration: 30 minutes
What is it?
A dynamic very simple but effective. It is used to make connections and links between objects or
concepts or service that, another way, maybe we never thought before.
Why Do It?
To find creative solutions and creative ideas.
How to Do It
We make groups of 4-5 students and give them a template. Then, students have to decide what to put
in the template, like in the example:

Kind of food
Spanish
Japanese
Chinese
French
Italian
Mexican

Decoration
Minimalist
Typical
Recharged
Wood
Plastic
Metal

People involved
Kids
Parents
Grandparents
Singles
Couples
Teenagers

Another elements
Karaoke
Vegan food
Live performance
Buffet
Take away
Street food

We can use as many rows as we need. We can put for example: fruits, materials and writing items.
Then, we throw dices and make a circle in the number of word that represent the number on dices. For
example, 1=Spanish; 4=wood; 2=parents; 4=buffet.
Then, try to find a concept or a solution that involves or this words. Maybe the idea in general is not
good, but we can think about some relationship that can work.
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Activity name: A5. “6 thinking hats”
Module: 1 – Generating ideas
Method: group
Materials Needed: sheet of paper and pencil
Duration: 30 minutes
What is it?
Six Thinking Hats is a system designed by Edward de Bono which describes a tool for group discussion
and individual thinking involving six coloured hats. "Six Thinking Hats" and the associated idea parallel
thinking provide a means for groups to plan thinking processes in a detailed and cohesive way, and in
doing so to think together more effectively.
Why Do It?
"Six Thinking Hats" can help you to look at problems from different perspectives, but one at a time, to
avoid confusion from too many angles crowding your thinking.
How to Do It
Presentation of dynamic
Make groups of 6 students. Then, five each student a role or a hat. Each student would have to assume
their role and think about a concrete problem with this perspective.
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Activity name: A6. “Mind Map”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: template, colours, sheet of paper and pencil
Duration: 20 minutes
What is it?
A technique to think about a problem with different perspectives and angles.
Why Do It?
Design and think about different perspectives of a problem can help us to find better solutions.
How to Do It
Individually, give each student the template of creative mind map. Then, let them think about a problem
(can be the same than in another dynamics, and they have to ramify concepts from the centre of the
problem, like in this example:
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CREATIVE MIND MAP

Activity name: A7. “SCAMPER”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 30 minutes
What is it?
SCAMPER is a technique that helps you to see an existing product or service in a different perspective
way, and maybe find improvements.
Why Do It?
Using this technique, you will find solutions for new products, meaning by this concept not only physical
goods, but processes, services and even people.
How to Do It

You ask questions about existing products, questions related with each of the words above.
These questions help you come up with creative ideas for developing new products, and for
improving current ones.
Give students the template and then make groups of 3-4 students to encourage them think
about how they can improve an existing product or service. Make students use the model of
questions that they have in materials.
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Activity name: A8. “Mind Dumping”
Module: 1 – Generating ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 30 minutes
What is it?
It is a method to generate ideas. The objective is to generate the major number of ideas possible in a
few minutes by a process of generation of stimulus.
Why Do It?
Generate stimulus that can help us to find creative solutions.
How to Do It
FIRST: initial stimulus
During three minutes, you have to put words in post-its (one per post-it) that have relation with the
problem that we have. For example, if we want to be a more popular firm, we can write the words:
promotion, influence, market, customers, prescription, etc.
SECOND: multiply stimulus
In each word that we have wrote in the paper, we write more words related with each one. For example,
for promotion we can write online, offline, creativity promotions, discounts, placement, etc.
THIRD: create solutions
Linking the words written in the last steps, you have to create entire ideas or solutions. For example,
one solution can be “to make offline promotions”, or taking prescription “make satisfied customers or
influent customers as prescriber of our firm”. So we build ideas from words that works as stimulus,
activating our brain. So we build ideas from words that works as stimulus, activating our brain.
Try to do it individually and in group and look at the reactions of students.
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 SELF-ASSESSMENT
1. Brainstorming is a technique for…
a. Generate ideas
b. Develop ideas
c. Sort ideas
2. Six hats to think method…
a. Is a technique in which you generate the maximum of ideas possible
b. Is a technique in which you assume different roles to think about a
problem
c. Is a technique in which you try to multiply stimulus

3. In forced mental relationships technique you use…
a. Dices
b. A template
c. Both are correct

4. SCAMPER technique is integrated by the initials of:
a. Substitute, combine, adapt, modify, put to another uses, empathy and
rearrange.
b. Substitute, combine, adapt, modify, put to another uses, erase and
rearrange
c. Substitute, combine, adapt, multiply, put no another uses, erase and
rearrange

5. In Mind dumping technique, the idea is to…
a. Build a mind map about a problem
b. Multiply the stimulus that with keywords
c. Both answers are correct

19
1-a; 2-b; 3-c; 4-b; 5-b

MODULE

2
BUILDING IDEAS
Putting in order ideas

Module 2.- Building ideas: putting in order ideas
1.- Contents
a.- Traditional Canvas method: business in a paper
b.- Lean Canvas method: more focused method in start-up
c.- Social Canvas

2.- Objectives
-

Make students aware about the importance of structure our ideas
Explain the traditional Canvas model and all its blocks. Stop in important concepts like
value proposition or customer relationship.
Explain lean Canvas method and its differences with traditional Canvas model. Stop at most
important points like problem and solution.

3.- Development
This is one of the parts where students will have more problems. They have generated an idea in
the previous module, but now they have to write it down, with all the difficulties that can imply it.
Help the students in the design of their Canvas and try to make it easier.

INDEX
a.- Traditional Canvas method: business in a paper
Key partners
Key activities
Key ressources
Value propositions
Customer relationships
Channels
Customer segments
Cost structure
Revenue streams
b.- Lean Canvas method: more focused method in start-up
Problem
Solution
Key metrics
Unique value proposition
Unfair advantage
Channels
Customer segments
Cost structure
Revenue Streams

a.- Traditional Canvas method: business in a paper
The Business Model Canvas (BMC) offers you the structure of a business plan but more
structured and simplified. It is based on our brain structure, because you have on the right side
the more expressive and creative parts, and in the left side the logic and analytic skills. It is the
same for our brain: the right side is the emotional or creative side and the left one, the
rational.
We work with nine construction “blocks”:
1. Customer Segments: Who are the customers? What do they think? See? Feel? Do?
2. Value Propositions: What’s compelling about the proposition? Why do customers buy,
use?
3. Channels: How are these propositions promoted, sold and delivered? Why? Is it
working?
4. Customer Relationships: How do you interact with the customer through their
‘journey’?
5. Revenue Streams: How does the business earn revenue from the value propositions?
6. Key Activities: What uniquely strategic things does the business do to deliver its
proposition?
7. Key Resources: What unique strategic assets must the business have to compete?
8. Key Partnerships: What can the company not do so it can focus on its Key Activities?
9. Cost Structure: What are the business’ major cost drivers? How are they linked to
revenue?

Canvas model is very popular with entrepreneurs and intrapreneurs for business model
innovation. It have three main advantages:


Focus: Canvas is “the business in a paper”, so is very visual and you don’t need to read
(or re-read) 40 or 50 pages of a traditional business plan.



Flexibility: if you work with post-its, for example, it allows you to make changes in your
business model and not to “make mistakes”.



Transparency: if you have a team, they will know very well your business because
everyone can read a page, but not 40 or 50 from a traditional business plan.

1. - Customer Segments
In this first segment or “block”, you have to be able of answer this questions:
1. Segment Dimensions: do you have a single or multi-sided market? For example, if you
have an APP, you can have direct customers and advertisers, so you have to analyze
each segment and all his relative blocks.
2. Segment Composition: you need to know what the components of your segment are:
people, enterprises, public bodies, etc. And then, you have to define the kind of
“actor” that you will have (adults from 30 to 45 years old).
3. Problems, Needs, Habits & Current Alternatives: what job are you doing for the
customer? What need are you fulfilling? You have to identify an existing problem or
need and think about alternatives.
So as a result of this part, you would have defined the segments of customers, their needs,
their social-demographic profile, etc. Don’t be afraid of having an specific profile of customer
because sometimes, the market niches are more profitable than the general market.

2. - Value Propositions
You have to think in this “block” about the problems or needs that you are fulfilling. What is
the difference between us and the competitors? What is unique about your Value
Propositions? For example, if you sell coffee, you have to think on what is your difference, why
the customer will buy your coffee (for example, you make coffee of different flavors very rare).
In this example, you value proposition can be singularity, exclusivity or variety.

3. - Channels
In this block, you have to consider the channels through your product is known by the
consumers (television, social networks, etc.) and the channels through your product is sold, for

example local shops, own facilities, big surfaces, etc. If you use Google AdWords, that’s a
Channel, too (for getting attention).
4. - Customer Relationships
Each buying process has a cycle, so we have to decide which relationship we want to have with
our customers. We want to offer a complete service? We want to give low price and basic
services? We want to have loyal customers?

So determine


Can the Value Proposition be delivered to the Customer this way? All the way through
from promotion, to sale, to post-sale service?



Can you make the numbers work?



Is there a premium support product you need to create/test? Many companies, like
Apple, have rejected the false choice of ‘Do we provide phone support or not?’ instead
offering personal support for a reasonable charge.

At this moment, we will have this four areas completed, explaining our product or service, our
customer and how is our relationship and how the product arrives to this customer.

5.- Revenue Streams
At this point, you
propositions
with

have
to
segments to

link
think

about the revenues that you will have. You have to think about the margin go¡f your product
or service.
It is important to be honest at this part, because a good idea have to be profitable for you.
Think about how to monetize your idea.

6.- Key Activities
You have to think now in the crucial things the business needs to make work all the system
that we have create. For example, if selling through 3rd parties is part of the model, then
activity around channel management is probably pretty important.
Learning techniques to build the product, training about technological tools, and this probably
includes maintaining superior expertise on the segment(s) and creating or acquiring products
and services that are a good fit, whatever that entails.

7.- Key Resources
In this part, you have to include items about the product, scope and infrastructure that you
will need. Key resources are the strategic assets you need in place, and you need in place to a
greater or more targeted degree than your competitors.

8. - Key Partnerships
We have talked about Key activities and resources, so now we have to think about who will be
the partners that supply main resources, promote our expertise or help us to communicate
our products or services.
What Activities and Resources are important but not aligned with what’s uniquely strategy for
you? What’s outside of your business type? Could partners do some of those? Why? Which?

9.- Cost Structure
Which are the main costs? Are well aligned with the key value Propositions? What kind of
costs are? You have to list now all the costs and look if your business is profitable comparing
with revenues.

10.- Last step
The most core and obvious applications of the Canvas are to ask:


Does it make sense?



Could it be better?



Does the rest of my team understand and agree? Have additional ideas?

11.- Look at competitiveness
You understand now your business, but you have to study your competence, the environment
and think about if and how you have/maintain a long term competitive advantage.

Activity 1
Do a Canvas Model, think about an idea that you consider interesting or teacher will give you an
idea. Look at the simply example and make your idea more complete. Use Post-its.

EXAMPLE

b.- Lean Canvas Model
It represents the same idea that Canvas Model, but with other variables. On the right part you
have the market, and on the left part, your product. So now, we are going to revise how it
works.

1.- The Problem
Top 3 Problems
You have at this point to think about your customer: which need they have? Which are their
problems? We have a lot of different technics to find out what are the main problems:


User Interviews



User Tests



Surveys and Questionnaires

Existing Alternatives
We are not alone in the market, so we have to think about competitors or different solutions
that customers have to solve this problems. How else can your customers address their
problems? What products or services already exist as alternatives to yours?
Ask your customer, use social media or publications to try to understand this phenomenon.

2.- Your solution
Top 3 Solutions
Now, define the top features or capabilities of your product that can help the customer to
solve their problems that we have find out.

3.- Key Metrics
Key Activities to Measure
Which statistics indicate how well your company is doing? What are the numbers that we are
going to follow to know if our business works to not?
Key Metrics allow us to evaluate if our business is successful in determinate process or results.
You can think about visitors, buyers, comments in social networks, etc.
Every sector of a business has specific metrics that should be monitored. Think about which
metrics can help you to understand the functioning of your business.

4.- Customer Segments
Target Customers
What kind of customer do you think that will benefited from your product or service? Is it a
group? A niche? Is the final consumer? You have to make you questions about WHO is going to
sell and to use your product or service.
The first segment in importance are the early adopters, the first kind of customers that will use
your product or service.

5.- Unfair Advantage
Can’t be easily copied or bought
What it your competitive difference? What makes you special and unique? Here you have
some examples:
• Inside Information: if only you have information or training to understand a question, you
have an advantage in this sense.
• Personal Authority: If you’re a scholar in a specific field, an award-winning builder of a
certain product, or expert on given services, you hold sway over competitors.

• Community: If you can establish a community of customers, loyal customers, you have a
very difficult advantage to achieve.
• Internal Team. who are the people that are working with you? Think about it.
• Reputation. your image, are you well positioned?
It is important to determine how we will be safe from copy or imitation.

6.- Channels
Try to understand the path of Customers. For example, how will consumers come in contact
with your brand? Which is the first impression? Through social media? And at local level?
Through advertising?
Identifying tour consumer channels is crucial to ensure that customer will arrive to our product
or service. You have to analyze three different moments:
Before Purchase:


Social media platforms



Advertising



Word of mouth

During Purchase:


Main website



Conversations with sales or other team members



Catalogs



Process of personal attention

After Purchase:


Follow-up “Thank you” notes



Email updates on new products or features



Customer feedback surveys

7.- Unique Value Proposition
You have to offer a Single Clear Compelling Message

The customer have to understand which value are you giving, what are you improving, how
they are going to solve their problem, etc.
Some tips:
1. Easy to understand in a few seconds.
2. You should communicate the benefit a customer receives from using your products and/or
services.
3. Explain why the customer have to buy our product or service and not competitors ones.

8.- Cost Structure
As in the traditional Canvas, try to find out which are your costs, and make sure your
customer lifetime value exceeds your acquisition cost.
Is one of the most important parts.

9.- Revenue streams
How we will have money back? Which is the economic model of our business? Here you
have some examples.
1. Asset Sales: Consumers pay to purchase ownership of your product (book, clock, etc.)
2. Usage Fees: Consumers pay for the number of uses of your product (to see a film in
AppStore, etc.)
3. Subscription Fees: for example, a Netflix or Spotify subscription.
4. Delivery or Installation Fees: Consumers pay for the installation and/or delivery of your
product or service.
5. Advertising: Companies pay you to advertise their product or service on your site.

Look at the example of a social network about design:

Activity 2
Do a Lean Canvas Model, think about an idea that you consider interesting or teacher will give
you an idea. Use Post-its.

c.- Social Canvas
In our days in Europe, Social business are more and more relevant. This is the idea of shared
value, improving elements of our society through business ventures. That’s the reason why
this tool, Social Canvas, is turning more relevant.

Elements on Social Canvas


Key resources: the same idea than normal Canvas, think about what you would need
to start your business, which resources.



Partners + key stakeholders: similar to key partners in normal canvas, but we add here
the figure of stakeholders (groups interested in our social business)



Key activities: it’s not only about our machines and physical elements. We think in this
part about our activities we will need to develop our business: design, empathy, etc.



Type of intervention: think about if you want to stablish a service, sell a product, etc.



Channels: think about how would you reach your customers.



Segments



o

Beneficiary: think about who would be beneficiary of your intervention:
disabled people, people in risk of exclusion, etc.

o

Customer: who would buy your product or use your service? Is different from
the figure of beneficiary.

Value proposition
o

User: think about how the beneficiary would perceive that your initiative is
interesting for them.

o

Impact measures: think about how would you communicate that you are
creating a social impact

o

Customer: think about why the customer will choose your product or service
instead of another in the market.



Cost: like in normal Canvas



Surplus: this part is about where are you going to invest your benefits.



Revenue: like in normal Canvas

Look at the example:

Activity 3
Do a Social Canvas Model, think about an idea that you consider interesting or teacher will give
you an idea. Develop it in groups and think about the social part of these method. Use Post-its.

Discussion 1
Which model do you think is better? Traditional Canvas, Lean Canvas or Social Canvas?

Activity name: A1. “CANVAS”
Module: 2 – Building ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 1 hour
What is it?
It is called “the business in a paper” and it’s a way to build our business by blocks.
Why Do It?
To make students think about the different parts of the business, if we want to be entrepreneurs.
How to Do It
Give a big CANVAS paper for each 4-5 students (A-3 format). Make them think about an innovative and
interesting project or business and let them complete each of the blocks.
Then, each group has to make a little presentation of the business or project.
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Activity name: A2. “Lean CANVAS”
Module: 2 – Building ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 1 hour
What is it?
Very similar to CANVAS, but with different blocks. Is more used for technological business that needs
metrics.
Why Do It?
To make students think about the different parts of the business, if we want to be entrepreneurs.
How to Do It
Give a big Lean CANVAS paper for each 4-5 students (A-3 format). Make them think about an innovative
and interesting project or business and let them complete each of the blocks.
Then, each group has to make a little presentation of the business or project. Try them to be clear with
problem, solution and key metrics.
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Activity name: A3. “Social CANVAS”
Module: 2 – Building ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 1 hour.
What is it?
Very similar to CANVAS, but with different blocks. Is more used for social business that makes a positive
impact in our society.
Why Do It?
To make students think about the different parts of the business, if we want to be entrepreneurs.
How to Do It
Give a big Social CANVAS paper for each 4-5 students (A-3 format). Make them think about an
innovative and interesting project or business and let them complete each of the blocks.
Then, each group has to make a little presentation of the business or project. Try them to be clear with
the users, the customers and the beneficiaries. Also with surplus.

37

38

Activity name: D1. “Thinking
CANVAS…”
Module: 2 – Building ideas

about

types

of

Method: group
Materials Needed: sheet of paper and pencil
Duration: 15 minutes
Discuss about which of the CANVAS models is more useful and why. Pose a debate in the classroom and
try to see positive and negative aspects of each CANVAS model.
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 SELF-ASSESSMENT
1. Canvas method is a technique to…
a. Build ideas
b. Develop ideas
c. Generate ideas
2. The main difference between Canvas and Lean Canvas is…
a. That Lean don’t have cost structure
b. That Lean don’t have a customer’s part
c. That Lean introduces the problem and solution

3. Lean Canvas introduces the…
a. Key revenues
b. Key metrics
c. Key activities

4. Social Canvas can help you to develop…
a. Traditional business
b. Social Business
c. Innovative business

5. Social Canvas is inspired in…
a. Offer-demand theory
b. Stakeholders theory
c. Shared value theory

1-a; 2-c; 3-b; 4-b; 5-c

MODULE

3
TESTING IDEAS
Trying to make work ideas

Module 3.- Testing ideas
1.- Contents
a.- Key metrics
b.- Business survey: will the customer be in love with us?
Price
Quality
Usability
Product or service need
Related products or services: comparative
Economic viability
c.- PIN analysis: rating the SWOT analysis
Positive aspects
Interesting aspects
Negative aspects
d.- Landing page: getting feedback
e.- The hard question: trying to know the problems before they appear

2.- Objectives
-

Make students aware about the importance of metrics
Present the main metrics and how to use them
Learn how to pose a survey to extract information from consumers
Learn how to use the PIN analysis and to evaluate ideas
Learn what is a landing page and for what can be used
Learn to anticipate to questions from customers and investor before it appear

3.- Development
In this module, you have to encourage students to look at the viability of the ideas. You present
different metrics to see the development of the business and with the PIN analysis (put another
example if you want), you try to tell students that ideas have to be evaluated. With the survey,
they can have data about the product/service from customers and with the landing page too, both
methods.

INDEX
a.- Key metrics
b.- Business survey: will the customer be in love with us?
Price
Quality
Usability
Product or service need
Related products or services: comparative
Economical viability
c.- PIN analysis: rating the SWOT analysis
Positive aspects
Interesting aspects
Negative aspects
d.- Landing page: getting feedback
e.- The hard question: trying to know the problems before they appear

a.- Key metrics
In this stage of the training, you have an approximate idea of what your business is. It is
important to analyze and test our concept of business and find out if it works as we have
created it. It requires structure, preparation and a whole load of supporting documentation.
You have to consider that potential investors will usually require a business plan, executive
summary, and financial data in order to gain an insight into your company, in terms of past
performance, present standings, and future plans. If you are not looking for investors, measure
some metrics is a good way too of knowing more about our business.
Here you have some ideas of metrics that are important to assure that our idea is successful,
to have it tested. Even if this metrics are estimated, it is a good idea to do it:
Gross Margin
It is a measure of how expensive it is to make our product or offer our service. You will express
it as a percentage. You have to take the business total sales revenue, divide by the total of
your sales and subtract the cost of one item or service.
Revenue Growth
It is a good metric to indicate the growth or potential expansion of our business. It represents
the increasing or decreasing of sales over a period of time. You can have a prevision if you
don’t have started to sell.
Net Income
This shows the business’ total earnings and is calculated by taking all costs incurred (including
cost of doing business, depreciation, interest, taxes, and other expenses) away from revenue.
Is like taking the “blocks” of revenue and costs of the Canvas and subtract the cost to the
revenues.
Contribution Margin
It shows the profitability of individual products. It is used to determine whether variable costs
for your product can be reduced, or if the price of the end product should be increased.
Churn Rate
With this metric, you sort out the revenue potential of each of your individual customers. It
shows the customers in a period of time that stop buying your product. Your number of new
customers must exceed your churn rate.

Customer Acquisition
It represents the cost associated with attracting new customers to your business. It is a reality
that you will spend money in marketing, engage of potential customers and research, so the
objective is to attract the more possible customers with the less possible money.

Sales Quotas
You indicate with this metric your sales targets. This way, you are telling how well your
product is selling and if your sales team is performing efficiently. Is the total of sales and you
can compare it with other time periods.

Salary
The most important cost for most of the business of today is the salaries. So you have to
analyze if your company of future company will pay low salaries or high. Think about it,
because if you are paying low salaries, it could raise questions about employee retention in the
future, and if you pay excessive salaries, it could limit your company’s operational future.

Revenue-per-Employee
It is important for your business to analyze how efficiently your business uses its employees. If
you have a high rate of revenue-per-employee (number of sales divided into number of
employees), it shows that your employees are working well. Consider that some sectors or
industries need more employees than others.

Non-Personnel Marketing Budget
This metric makes reference to the amount of money you spend on advertising and events. It
is one of the metrics that you can adjust month per month, which can be increased or
decreased as your other marketing efforts progress.
It shows if you understand the way the markets works and how to achieve new goals, new
customers.

Activity 1
Make a prevision of this metrics and learn how to calculate it. In pairs, discuss about the utility or
not of some of them.

b.- Business survey: will the customer be in love with us?
Probably, now you will be questioning about how to get feedback from your potential
customers or how to get data to make previsions of metrics. It is easier than you think. We will
create a survey or a poll about our business and give it to our friends, family or different
people to have more information.
If you have the possibility, you can create an online survey with some webs, for example
Typeform. Is very easy to use and is not the typical survey, bored and long (is more dynamic,
with pictures, etc.). If you don’t have this possibility, you can create a survey in paper and
make your mates answer it, your friends, family, etc.

And which is the information that I want to get with this survey? Basically, you will have to
focus on price, quality, usability, product or service need, related product or services and
design. Here you have some questions as an example:
Price
How much do you spend in this kind of products/service?
How often do you buy this kind of products/services?
How much would you be willing to pay for a product/service of these characteristics?
In this range of prices, which do you think that you will be willing to pay?
Choose a good price for this product/service
Quality
Are you willing to pay more for have a better quality product/service of this kind?
Which is the quality that you look for in this kind of products/services?
Do you think that the products/service that you have now have a good quality?
If you have to choose more quality or fewer prices, what would you choose?

Usability
Would you buy a product/service which allow you to …?
Which use do you give to …?

Product or service need
Do you find useful a product which allows you to…?
What often do you need a product/service of this characteristics?

Related products or services: comparative
What products/services do you use normally to …?
What are the brands that you normally buy?
Do you find good the price of these brands?
Design
Do you mind about design for this category of product/service?
Which is de design you are looking for in this product/service?

Activity 2
Design your own survey about your product/service or in the base of idea that teacher will give
you. What are the things that you are interested in questioning? why? who has to answer this
questionnaire?

c.- PIN analysis: rating the SWOT analysis
PIN Analysis is a technic to filter the ideas that we have generated in a first phase. With this
technic we can value if this idea has a place in the market or if it is not an interesting idea.
How it works
You have to create a table, and then put these three different aspects:
Positive aspects: reasons for what the idea is good, can be successful in the market or can
represent and competitive advantage for the enterprise. Value from +1 to +10.
Interesting aspects: even if they have not a positive impact or negative, can be of special
relevance. Value from +1 to +5.
Negative aspects: weakness of our idea or aspects that have to be improved. Value from -1 to 10.
So as a result of the PIN analysis, you will have a table with positive, interesting and negative
aspects of your idea, valued in a different way. If you add all the number that you have get,
you will have a value of your general idea.
If it’s positive, it means that you have a good idea, but if it’s negative, you will have to change
some aspects of this idea.
Here you have an example:
You want to use nanotechnology in your products, is it a good idea?
Positive aspects
You will save costs (+7)

Interesting aspects
We have financial capacity to
implement this technic (+3)
You
will
create
new We have knowledge in this
applications and uses for field (+5)
products (+5)
You will simplify your We have experience working
production method (+8)
for enterprises in this field
(+4)
TOTAL: +10

Negative aspects
We will need personal
specialized in this field (-7)
We
will
need
new
infrastructure (-8)
We will have to spend part of
our reserves (-7)

Activity 3
Make a PIN analysis about your idea. In pairs, compare which is the result and if your mate can
add some positive, interesting or negative aspects.

d.- Landing page: getting feedback
A landing page is a single web where your visitors arrives and have simple and concrete
information about your product or service. It is used to receive feedback and information from
your customer (for example, if they are interested, they will subscribe your web to receive
more information, and that way you can get a data base of possible customers).
It is different from your complete website, because your aim is to provide simple information,
maybe a video of your product or service and get feedback. In the next graphic, you will have
an idea of the parts that a landing page have to have.

e.- The hard question: trying to know the problems before they appear
A good way to finish your testing is to think about the problems and reticence that customers
will have before they appear. This is called the hard question and allows you to take a step
before the problems arrive. For example, if I am designing a new concept of vegetable store
with more design and highest prices than competence, I have to think about if customer starts
to buy in my competence with lower prices.

Activity 4
Think about the hard questions of your product/service and try to find out solutions.

Activity name: A1. “Key metrics”
Module: 3 – Testing ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil
Duration: 30 minutes
What is it?
A little group dynamic to understand the key metrics presented in the materials
Why Do It?
Make conscious the students that they have to measure different aspects in their business.
How to Do It
Individual part
Give the students 5 minutes to read all the key metrics.
Group part
Then, make groups of 3 students and suggest them to calculate examples of these key metrics.
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Activity name: A2. “Customer Survey”
Module: 3 – Testing ideas
Method: Individual and group
Materials Needed: sheet of paper and pencil (if it’s possible, computer and internet acces)
Duration: 30 minutes
What is it?
A dynamic to find out the different questions that we will have to ask to our customer to know their
habits and way of living.
Why Do It?
To know better our customer and make possible the adaptation of our marketing strategy or in our
product and service.
How to Do It
Individual part
First of all, let students 10 minutes to think about possible questions related to price, habits, etc.
Group part
Then, make groups of 4 students and let them comment about the questions that they would ask.
Encourage them to use Typeform to build a survey.
Typeform  https://www.typeform.com/
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Activity name: A3. “PIN Analysis”
Module: 3 – Testing ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 20 minutes
What is it?
PIN Analysis is a technic to filter the ideas that we have generated in a first phase. With this technic we
can value if this idea has a place in the market or if it is not an interesting idea.
Why Do It?
To know the weakness and strengths of our business idea.
How to Do It
Make groups of three students. Each of them have to think about positive, interesting and negative
aspects. Then, they have to put in common their ideas.
-

Positive aspects: reasons for what the idea is good, can be successful in the market or can
represent and competitive advantage for the enterprise. Value from +1 to +10.
Interesting aspects: even if they have not a positive impact or negative, can be of special
relevance. Value from +1 to +5.
Negative aspects: weakness of our idea or aspects that have to be improved. Value from -1 to
-10.

So as a result of the PIN analysis, you will have a table with positive, interesting and negative aspects
of your idea, valued in a different way. If you add all the number that you have get, you will have a
value of your general idea.
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PIN ANALYSIS
POSITIVE
ASPECTS (0, +10)

INTERESTING
ASPECTS (0, +5)

NEGATIVE
ASPECTS (-10, 0)
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Activity name: A4. “The hard question”
Module: 3 – Testing ideas
Method: group
Materials Needed: sheet of paper and pencil
Duration: 15 minutes
What is it?
A dynamic to make students aware about the necessity of testing.
Why Do It?
Make students aware about the difficulties of start a business and the necessity of testing.
How to Do It
Maybe the students have their own idea of business. So the idea with this dynamic is to make pairs of
students and explain one to each other their idea. That way, the another student starts to ask questions
or “hard” questions that maybe the student with the business idea had not think about them.
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 SELF-ASSESSMENT
1. Key metrics are essential to…
a. Know if your business works
b. Know if you are achieving your objectives
c. Both are correct
2. PIN Analysis…
a. Is only about positive aspects
b. Helps you to give a positive or negative rate to your business
c. Is only about negative aspects

3. You have to pose a business survey
a. After launch your business
b. Before launch your business
c. During the launching of your business

4. The hard question can help you to…
a. Find the aspects of your business that won’t work
b. Give you an idea of business
c. Develop your business

5. The landing page is…
a. A complete website
b. An E-commerce
c. A website only to take information about potential customers

1-c; 2-b; 3-b; 4-a;; 5-c

MODULE

4
DEVELOPING IDEAS
Thinking about our ideas
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Module 4.- Developing ideas
1.- Contents
a.- Company analysis: SWOT
b.- Industry analysis: PESTLE
c.- Competitive analysis: 5 forces of porter
d.- Financial issues
e.- Legal issues
f.- Parts of the business plan

2.- Objectives
-

Learn the use of different tools like SWOT, PESTLE and 5 forces of Porter
Be aware about the importance of the customer analysis
Learn how to use a business plan and the parts that composes it

3.- Development
At this point, students have an idea tested and revised with different methods. In this module, we
give them tools to make them develop these ideas. With SWOT, PESTLE and 5 forces of Porter they
can know more about the environment in which they are going to compete.
Another important aspect of the development, is to focus on the customer analysis, which is one
of the most important parts of the business plan. Finally, make them aware that business plan is
not a difficult document if you have cleared your idea.

INDEX
a.- Company analysis: SWOT
b.- Industry analysis: PESTLE
c.- Competitive analysis: 5 forces of porter
d.- financial issues
e.- legal issues
f.- Parts of the business plan
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a.- Company analysis: SWOT
With SWOT Analysis, we are able to understand strengths and weaknesses and to identify
Opportunities and Threats.
You can use it in a personal context, to help you develop your career, and in a business
context, to help you find a profitable niche in your market.
Used in a business context, it helps you carve a sustainable niche in your market. Used in a
personal context, it helps you develop your career in a way that takes best advantage of your
talents, abilities and opportunities.
It is interesting to elaborate a SWOT analysis because it can help you uncover opportunities
that are well-placed to exploit, and to understand the weaknesses of your business. With this
analysis, you can start to create a strategy that helps you make a difference from competitors,
so that you can compete successfully in your market.
You have to consider that strengths and weaknesses are often internal to your organization,
while opportunities and threats generally relate to external factors.

Strengths
Consider your strengths from both an internal perspective, and from the point of view of your
customers and people in your market.
Also, if you're having any difficulty identifying strengths, try writing down a list of your
organization's characteristics. Some of these will hopefully be strengths!
Strengths
What advantages does your organization have?
What do you do better than anyone else?
What do people in your market see as your strengths?
What unique or lowest-cost resources can you draw upon that others can't
What factors mean that you "get the sale"?
What is your organization's Unique Selling Proposition Add to My Personal Learning Plan
(USP)?

Think about your competitors when we talk about strengths. For example, if you have an
innovating product, and your competitors not, you will have a competitive advantage.
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Weaknesses
What could you improve?
What should you avoid?
What are people in your market likely to see as weaknesses?
What factors lose you sales?
Do other people seem to perceive weaknesses that you don't see? Are your competitors
doing any better than you?

At this point, you have to be realistic. It is better to face unpleasant truths as soon as you can.
You have analyzed the internal part of your business with strengths and weaknesses. Now we
are going to talk about external.

Opportunities
What good opportunities can you spot?
What interesting trends are you aware of?
Changes in technology and markets on both a broad and narrow scale.
Changes in government policy related to your field.
Changes in social patterns, population profiles, lifestyle changes, and so on.
Local events.

Threats
What obstacles do you face?
What are your competitors doing?
Are quality standards or specifications for your job, products or services changing?
Is changing technology threatening your position?
Do you have bad debt or cash-flow problems?
Could any of your weaknesses seriously threaten your business?
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Intern

Positive

Negative

Strengths

weaknesses
SWOT

Extern

Opportunities

Threats

Case study 1
Imagine a start-up small consultancy business that have to develop their own SWOT Analysis:
Strengths
We are able to respond very quickly as we have no red tape, and no need for higher
management approval.
We are able to give really good customer care, as the current small amount of work means we
have plenty of time to devote to customers.
Our lead consultant has strong reputation in the market.
We can change direction quickly if we find that our marketing is not working.
We have low overheads, so we can offer good value to customers.

Weaknesses
Our company has little market presence or reputation.
We have a small staff, with a shallow skills base in many areas.
We are vulnerable to vital staff being sick, and leaving.
Our cash flow will be unreliable in the early stages.
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Opportunities
Our business sector is expanding, with many future opportunities for success.
Local government wants to encourage local businesses.
Our competitors may be slow to adopt new technologies.

Threats
Developments in technology may change this market beyond our ability to adapt.
A small change in the focus of a large competitor might wipe out any market position we
achieve.
As a result of their analysis, the consultancy may decide to specialize in rapid response, good
value services to local businesses and local government.

Do you agree? Can you think about more strengths, weaknesses, opportunities and threats?

Activity 1
Develop a SWOT Analysis, choosing to do it about your personal perspective or business/idea
perspective
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b.- Industry analysis: PESTLE
PESTLE analysis is a tool used by companies and new companies to analyze their environment
in which they are operating (or will operate). PESTLE is a mnemonic which in its expanded form
denotes P for Political, E for Economic, S for Social, T for Technological, L for Legal and E for
Environmental. It allows you to analyze from different views the environment in which your
business will compete.
You have to ask you some questions that will give you an idea of what things to keep in mind.
These questions are:


What is the political situation of the country and how can it affect the industry which
you are operating?



What are the most important economic factors?



How much importance does culture has in the market and what are its determinants?



What technological innovations are likely to pop up and affect the market structure?



Are there any current legislations that regulate the industry or can there be any
change in the legislations for the industry?



What are the environmental concerns for the industry?

All the aspects of this technique are crucial for any industry a business might be in. More than
just understanding the market, this framework represents one of the vertebras of the
backbone of strategic management that not only defines what a company should do, but also
accounts for an organization’s goals and the strategies stringed to them.
It may be so, that the importance of each of the factors may be different to different kinds of
industries,
So we analyze determinant factors for a business, related to the industry and all the
environment. The importance of each factor will depend on the industry or market that you
will operate, but it is imperative to any strategy a company wants to develop that they conduct
the PESTLE analysis as it forms a much more comprehensive version of the SWOT analysis.
Here you have all the factor or “letters” of the PESTLE Analysis that you have to know and
describe:


Political: think about the possibilities of the government to influence the economy or
certain industry. For example, in the case of the United States now, new taxes for
imports of foreign countries can be a factor to analyze.



Economic: determinant factor of an economy that have an impact for the company.
For example, the rise of inflation would affect the way companies’ price their products
and services. Adding to that, it would affect the purchasing power of a consumer and
change demand/supply models for that economy.
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Social: in this part you analyze the social environment of the market and determinants
like cultural trends, population analytics, demographics, etc. For example, if I try to
buy a snack made by pork meat in an Islamic country, I have a social issue that will
make me fail.



Technological: we are referring to innovations in technology that may affect the
operations of the industry and the market favorably or unfavorably. An example can
be the research and development, the investments in new technological tools,
automation, etc.



Legal: there are certain countries in which their laws can affect the business
environment. Also, the companies have policies that can affect their image, reputation
and selling. For example, consumer laws, safety standards, labor laws etc.



Environmental: These factors include all those that influence or are determined by the
surrounding environment. This aspect of the PESTLE is crucial for certain industries
particularly for example tourism, farming, agriculture etc. Factors of a business
environmental analysis include but are not limited to climate, weather, geographical
location, global changes in climate, environmental offsets etc.

P
- Political
stability
- Corruption
- Tax policy
- Trade
restriction
- Government
policy

E

S

T

L

- Exchange rates
- Economic
growth
- Inflation rates
- Unemployment
rates
- Interest rates

- Age
- Gender
- Career
attitudes
- Safety
- Health
consciousness
- Lifestyle
- Cultural
barriers

- Technology
incentives
- Automation
- Level of
innovation
- Technological
change

- Antitrust laws
- Employment
laws
- Consumer
protection laws
- Patent laws

E
- Climate
- Weather
- Environment
polices
- Climate
change

Activity 2
Choose three of the “blocks” of PESTLE analysis and develop it, analyzing the different aspects
of each one in relation to your idea.
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c.- Competitive analysis: 5 forces of porter
Porter's Five Forces model identifies and analyzes five forces that are essential to know. These
five competitive forces are:
1. Competition in the industry;
2. Potential of new entrants into the industry;
3. Power of suppliers;
4. Power of customers;
5. Threat of substitute products.

Frequently used to identify an industry's structure to determine corporate strategy, Porter's
We have to determine our strategy, so we have to know the structure of the industry. Model
can be applied to any segment of the economy to search for profitability and attractiveness.

Competition in the Industry
You have to analyze the number of competitors and their ability to threaten a company. The
power of the company is dictated by the size of the competitors and the number of equivalent
products and services they offer. Also you have to look if it’s an industry with a few
competitors but of an important size or an industry with a lot of small competitors to define
the strategy.
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Potential of New Entrants into an Industry
If we need few money to entry to the market and a few time, it means that it is very easy to
entry in this industry, so we have to count on possible competitors, new companies than can
threat your position in the market.

Power of Suppliers
Imagine that you are producing a product that needs specific materials that you can only buy
to one supplier. What does it means? That means the power of your supplier is very high,
because rises in prices can affect you directly. The fewer number of suppliers and the more a
company depends upon a supplier, the more power a supplier holds.

Power of Customers
You have to consider with the ability customers have to drive prices down. This is determined
by how many buyers there are in the market and what kind of customers are these. The
smaller and more powerful a client base, the more power it holds.

Threat of Substitutes
If customer can use another product/service instead of mine and it doesn’t matter, I will have
a high threat of substitutes. For example, if I produce a type of sugar but people can use
another sweetener, I will have a threat of substitutes.

Activity 3
Analyze from the perspective of your idea/business these 5 forces and the impact on it.
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d.- financial issues
1.- Overview of business finance
At its simplest, financial management is about making sure you have enough money coming
into the business to cover all your expenses and to make a profit.
The goal of any business is to turn a profit, and in order to do that, you will need to know how
to accurately price your art, deal with money coming in and out, and identify revenue streams,
amongst other things.
This doesn’t mean you should put your art business on hold while you go back to business
school and become a financial expert, it just means that you should read books, take
introductory classes, and talk to people who have already created a thriving independent
business, and you should do these things before launching a business.
1.1.- What is turnover
This is the money generated from selling goods or services - it is also referred to as sales.
You can forecast sales using the following techniques:
•

Number of units x selling price

•

Number of customers x how much they might spend

Case Study: Jewel Rose Enterprise - Forecasted sales
Prices of handmade necklaces, earrings and rings
Products

Price
€ 4.00
€ 2.00
€ 3.00

A
B
C

Forecasted number of
sales (in units)
A
B
C

May

June
500
50
100

July
800
100
300

1000
150
400
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Forecasted number of
sales (in units)
A
B
C
Total

May

June
€ 2000
€ 100
€ 300
€ 2400

July
€ 3200
€ 200
€ 900
€ 4300

€ 4000
€ 300
€ 1200
€ 5500

1.2.- Types of business costs
Business costs can be categorised under two main headings:

Variable costs

• Change in proporiton levels of production/output
(examples: stock and materials)

Fixed costs

• Do not vary with levels of production/output
(examples: insurance, rent and depreciation)

In general, nearly all the costs/expenses incurred wholly for business purposes will be
allowable for tax purposes, with the exception of some expenses, such as the ones related
with entertaining purposes, fines and penalties. This can be different from country to country
and depends on the fiscal law.
This means you can claim back a huge amount of expenses against your tax bills by simply
recording expenses, in the form of receipts and invoices when purchasing materials and
services necessary to your business activities. In some countries you will need a certified
accountant to execute this service.
Some entrepreneurs may have to acquire special tools, props or clothing for health and safety
reasons or to enable them to carry out their performance (if they are a performing artist).
Such items are regarded as tax allowable expenses. The associated cleaning or maintenance
costs will also fall into the category of allowable trading expenses. However, please note that
costs of ordinary everyday clothing, even if they are bought specifically for business use are
not allowable for tax purposes.
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Variable costs
These costs change as sales increase. For
example, the costs of raw materials, packaging
and delivery charges are variable costs as they
change depending on the number of units you
are producing.

Variable costs include:







raw materials
direct labour costs for staff involved
in producing products or delivering
services
packaging
delivery charges
utilities for a manufacturing base or
warehouse

Fixed costs

Fixed costs include:

These are the costs you have to pay no
matter how much or how little you sell.
 office expenses such as supplies,
For example, one of the fixed costs for a
utilities and telephone
shop is the rent. This stays the same
 salaries and wages for you
whether the shop sells one product or
 insurance
thousands.
 vehicle and travel costs
Depreciation and amortization are
 professional fees
considered fixed costs, but their origin is
 rent
related with investment in long time
 marketing expenses
assets, such as machinery, equipment,
 amortizations
vehicles and patents. For example, if we
 depreciation expense on
want to calculate one year depreciation
production equipment and
cost of a machine we need to know how
many years it will last and then divide the
machinery
total investment by that number. Every
year, during the life of this investment, we
should consider this cost in our business financial and economic analysis.
Investment versus cost
In simple terms, the main difference between an investment and a cost is the duration. If we
are in presence of an item that has a life expectancy longer than one year, it is called
investment, if it is shorter, it is a cost.
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Example of depreciation in an Excel Sheet

Think about the time that you will have the asset working, and the divide the cost of the asset
between years. Contents that you have to know:


Asset: item that you are acquiring



Acquisition cost: total amount of this asset



Useful life (in years): total of years that you will have the asset working



Depreciation: the amount of depreciation that you would have each year.

1.3.- What is profit?
Profit is the money left after business expenses/costs have been deducted from
sales/turnover.

Primary financial aim in business is to ensure a profit is made - without profit a business will
fail.
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Case Study: Jewel Rose Enterprise – Calculating profit
Profit and loss account of Jewel Rose Enterprise
Turnover / Sales
Less expenses
Materials
Rent
Insurance
Vehicle running expenses
Marketing

€ 25,000

€ 10,000
€ 3,000
€ 400
€ 800
€ 1000
€ 15,2000
Net profit

€ 9,800

1.4.- What is cash flow?
Cash flow is the money that flows into and out of a business.

Case Study: Jewel Rose Enterprise – Cash flow
Cash flow of Jewel Rose Enterprise
Month
Total Income
Less Total Expenditure

1
1000
1500

2
1500
900

3
1700
1000

Net Cash Flow

(500)

600

700

Opening Balance
Closing Balance

0
(500)

(500)
100

100
800
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Consequences of cash flow problems







Stress
Business failure
Cannot meet financial obligations i.e. pay suppliers
Unable to fulfil orders
Loss of credit terms with suppliers
Need for refinancing i.e. loan, credit card etc

2.- Importance of financial planning
Good plans shape good decisions. That’s why good planning helps to make your dreams come
true.

Identifies
viability of
ideas
Measure
progress

Peace of mind

Helps with
business
decisions

Reduces risk
Importance
of financial
planning

Increases the
chances of
success

Manage cash
flow

Saves money

Cost control
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3.- Types of financial records to keep

Types of financial
records

Money in i.e.
- Invoices
- Till receipts

Money out i.e.
- Receipts
- Petty cash
- Mileage records

Banking in i.e.
- Statements
- Cheque stubs

Best way to keep and make sense of your records and bills?
Good housekeeping is essential here!




Spreadsheets
Paper based systems i.e. cash analysis books
Accounting software i.e. Sage or Quickbooks

You may find using Excel spreadsheets to records your transactions will suffice.

Reasons for keeping financial records
•

Legal requirements of HMRC (keep for 6 years)

•

Tax, VAT and PAYE returns

•

Accountancy

•

Financial planning

•

Financial monitoring and control

•

Credit control

•

Cost control

•

Refinancing
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4.- Creative Industries - Routes to Finance
It makes the world go round or so ‘they’ (whoever they are) say. Of course some others say
it’s good old fashioned love. We reckon it’s the sun’s gravitational pull... Anyhow, back to
the money stuff.
If you want to be able to turn your idea into something real, you have to think about the
pennies.
The first questions you need to ask yourself are:


Is that pocket money you’ve been saving since you were 12
going to be enough?



If not, where are you going to get the money you need?

Some organisations such as arts councils have awarded successful applicants with grants for
items such as equipment, travel, research and promotional materials. However, the grant
culture is not suitable to the nature of enterprise, as business is about making money. Often
free money is very handy, but only if it leads to successful economic activities.
Enterprise is supported either by loans, with the idea that the lender is paid back with interest
or by crowdfunding websites such as Kickstarter, where people invest for fun or in return for a
service, product or experience.

4.1.- Grants
This is when you research, find and apply for public and private funding opportunities for
projects. Grants are very competitive, and you have to follow the funder’s priorities which
might not be same as yours. You will also have to wait for grant deadlines to come up. Funders
include organisations such as the Arts Council, Prince’s Trust, Shell livewire and Unltd.

4.2.- Rewards-based crowdfunding
Crowdfunding lets you ask for small amounts of money from a large number, instead of the
usual model of asking large amounts of money from a small number of people.
Rewards-based crowdfunding platforms, such as Kickstarter and Crowdfunder.co.uk have
become popular amongst some in the creative industries, and can work particularly well for
technology based and fan-based activities that require low levels of capital investment at the
development stage – such as digital games, music, art projects, inventions and even the revival
of table-top board games.
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Rewards-based crowdfunding is effectively a donation towards the development of a new
project, technology or performance. Funders will not receive a financial return, but will
instead be rewarded with, for example, taking part in a first run, get a mention on your
website, a T-shirt or DVD of a finished film, seeing a first show, receiving a first product or even
beta testing a game or trying out a prototype.
Any crowdfunding campaign begins by publishing a proposal (sometimes a short film or press
release type introduction) about your project, and presenting this on one of the growing
number of websites that are springing up in the field.
At its heart, crowdfunding is a social networking campaign through which you ask people to
pledge small amounts of money to support your project. Generally, the funds are only released
to you if you reach the target for the campaign - otherwise your donors get their money back.

Kickstarter www.kickstarter.com
Crowdfunder www.crowdfunder.co.uk
I Crowdfund www.icrowdfund.ie
Indiegogo www.indiegogo.com
Fund It www.fundit.ie

Hubbub www.hubbub.net
Buzzbnk www.buzzbnk.org

4.3.- Other routes to finance
Own savings
Start saving – even if it’s just £20 each month, you can build up your own ‘art fund’ to invest in
new materials, attending exhibitions to make new contacts etc.
Loans
This is when money is borrowed then repaid over a period of time, usually with interest. The
total amount repaid is always more than what you originally borrowed. Before taking out a
loan make sure you’ve understood the full cost of any loan (beware of arrangement fees and
interest charges) and the terms of repayment before proceeding. Getting a loan needn’t mean
going to a High Street Bank: community finance providers like credit unions are usually more
accessible to social enterprises, freelancers and small businesses. Ulster Community
Investment Trust (UCIT Ltd) stand as a key provider of social finance. Start-up loans of up to
£10k are available from www.eniloans.com.
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Borrowing from friends and family
Some people may ask family or friends for support. If your family or friends can assist you, try
to make a formal arrangement to repay them within a set time-period. It must be clear
whether the money is a gift or if they expect to be paid back! However, borrowing from family
members may not be an option.
Sponsorship
Companies can choose to provide money to artists and craftspeople but it’s not just money
that a practitioner needs. Companies can give a wide variety of things, materials or services
that they supply, either for free or at cost price, that can all be considered useful additions to
an artist’s income.
Perhaps there is a shop or materials provider you use frequently, who might be interested in
formalising a relationship with you to support your next piece of work?
Donations
Individuals can donate to your project or cause on e-giving sites such as Go Fund Me
(www.gofundme.com) and Just Giving (www.justgiving.com).
Bartering & Exchange
Bartering involves the exchange of goods and services directly for other goods and services
without using money. It’s probably the most primitive form of trade, and has the advantage
that you don’t need any money to start to make things happen – just a good peer group who
are willing to help you out in return for your skills when they need it.
You might barter some skills with artists, but you don’t have to limit yourself to this. If you can
design a website or paint murals, why not offer these skills in return for help with your
childcare or even driving lessons? Artists have also used barter as a way to build up an art
collection.
Enterprise camps and competitions
Some organisations run enterprise camps and competitions to encourage young people to
engage in idea of starting a business. Competitions and camps offer young people the
opportunity to understand the role of entrepreneurship in the economy, explore innovation,
test their own ideas, and learn what they need to know to be entrepreneurs. Sometimes they
offer cash incentives for start-ups. Potential contact points for enterprise camps and
competitions include:
 Young Enterprise
 Prince’s Trust
 Shell Livewire
 Unltd
 Advantage NI
 Enterprise Agencies
 Youth Clubs
 Schools/Colleges/Universities
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5.- Generating additional income
… Other creative sources
Making commercial art does not suit every artist and many generate further income from
other creative sources such as workshops, residences, community arts, teaching, new
technology, working with a creative business, arts administration or management.
It is worth bearing in mind that very few visual and applied artists thrive on gallery sales alone.
If your work is poetic in nature, i.e. installations, interventions, happenings, then it is unlikely
you will generate a decent livelihood from this form of trade.

…Part time job
Many creative people who set up a business also rely on another source of income from
employment. It can be useful to have a part-time job during
the first years of trading for increased financial support
whilst establishing a practice or creative business.

NOTE

You could get work that is unrelated to the art world,
perhaps using your creative skills as graphic designers,
commercial photographers, film or video editing, web
development, fundraising or project management.

6.- Who can help?
•

Mentor / Advisor

•

Accountant

•

HMRC (HM Revenue and Customs)

•

Bookkeeper

•

www.nibusinessinfo.co.uk

•

Financial tools e.g.
-



It is perfectly legal to be
an 'employee' of a
business i.e. having a
part or full-time job
working in a shop or
restaurant, and be selfemployed at the same
time.

Cash flow forecasts
Online calculators

Online learning resource
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7.- Think of the future: Master your money. Sustain your business and make the work you
want
As an artist you may say that money isn't your main concern; many artists don't get into the
arts to make a lot of money. But we all need to pay bills, rent, go on the odd holiday. In
addition to developing and maintaining your business, make new work, travel to see
exhibitions and save for the future - everything that anyone earning a living has to think about.
Spend wisely
 Reduce your expenditure. The less you need to spend, the more choice you have in
spending what you’ve got
 Pay the correct amount of tax and claim any Benefits to which you’re entitled
 Exchange your skills with other artists to avoid spending when you don’t have to.
Know your budget
 Understand your Budget – work out how much money you need to survive, pay the
bills, make work, pay debts – and how much more you need to turn a profit and
develop a career.
 Research Funding options - know what funding you’re eligible for at different stages in
your career.
Make the most of your assets
 Understand what you can sell – (e.g. time, artworks, skills, studio sublets) and for how
much
 Understand when it’s better to give something away – when to work for free or at a
reduced rate – and when you're just getting ripped off
 Know how much you can charge for your time and your work, and how to sell it
effectively
Where’s your limit?
 Find the point where earning money from your practice starts to get in the way of your
integrity
 Do you want to keep art and money separate – or is it a way to make a living and
support yourself?
 Make a decision that’s comfortable for you – but calculate if your practice is costing
you money, and make sure you’re happy with the result
Know your options
 Get to know all the available ways you can get money: grants, loans, sponsorship,
trading, crowdfunding, licensing and working
 Get to know the places you can get money from that are right for you, and what they
look for in applications


Don’t waste your time on chasing money where you’re not likely to get it
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e.- legal issues
Like it or not, if you’re looking to start a business, at some point or another you’ve got to start
thinking about legal bits and pieces. Yes - the red tape. Boring? Daunting? Whatever your
thoughts are, it really needn’t be as bad as you think.
From the off there are some basic things that have to be considered, such as:
• What type of legal structure will the business have?
And of course once you’ve figured that out, then there’s the whole matter of protecting what
you’ve got. Yes, the rather fancifully named Intellectual Property...Copyrights, trademarks,
patents and the like.
• How do you protect your designs, brand, photos or creations?
Then there’s the rules. Whether you are setting up a craft shop or an online retail platform
there are rules and regulations that you’ve got to adhere to.
• Are there local government regulations?
• Are there national or even international rules that apply?
This guide will help you get to grips with all this stuff, pointing you in the right direction of the
people and the places that can help you do the legal equivalent of dotting those i’s and
crossing those t’s.

1.- Types of enterprises to set up
There are a range of legal structures available to businesses and
choosing the right one depends largely on the type of business
and on the personal preferences of the owner.

Most artists,
designer makers
and freelancers
are sole traders

Freelancing and self-employment are the most frequent types of
employment in the creative sector and there are particularly
large concentrations of small enterprises and sole traders in music and the performing arts,
film, TV and radio. Enterprises tend to remain small-scale because of the creative nature of the
activities involved; ‘artist-entrepreneurs’ need to have control over their creativity and the
integration of innovation into their practice. The dance sector, in particular, has a large
number of individual solo artists and dance companies also tend to be small, often touring,
companies.
The rapid growth of the internet and the digital distribution of music, the emergence of on-line
music businesses using the latest technology, have more recently led to an increasingly
significant entrepreneurial role in the main growth areas of the music industry. New markets,
new business models of music distribution in new media are opening up, enabling more artists
to work as cultural entrepreneurs themselves, independently of record companies and
management, retaining their own copyright.
A stronger independent SME music culture and networks to support it are springing up and
similar trends are also beginning to affect the fi lm and broadcasting industries
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The main types of business structure available to businesses are:

Sole Trader
A business that is owned and controlled by one person
Examples: Photographers, journalist, performing arts, web designer, DJs, artists, graphic
designers

Partnership
A business that is owned by two or more people.
Examples: Consultancy company and digital marketing company

Limited Company
A company whose shares are held privately by a small group of people.
Examples: Solicitors, accountants and dentists

Franchise
Franchising is when you buy into an existing business and acquire the right to use an existing
business idea i.e. a franchisor grants a franchisee a licence to use the franchisor’s name,
product or service and branding for a specific period of time.
Examples: McDonalds, Costa Coffee, The Creation Station and Jo Jingles Ltd

Social Enterprise
A business that trades for a social purpose. The profit or surplus generated is usually reinvested
in the company or community rather than being distributed to shareholders and owners. Their
social purpose is absolutely central to what they do.
Examples: The Big Issue and Jamie Oliver's restaurant ‘Fifteen’
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Advantages and disadvantages
There are advantages and disadvantages with each type of legal structure for a business. If you
are starting a business, seek professional advice when choosing a legal structure/status.
Types of Enterprises

Advantages

Sole Trader






Partnership



Limited Company










Franchise








Social Enterprise







Disadvantages

Easy to set up
Don’t have to share profits
Be your own boss
Accounts not available to the
public
Shared responsibilities &
workload
Combine skills & resources
Increased sources of capital
Shared risk
Mutual support
Limited liability
Tax advantages when profits
are higher
Separate legal existence
Can sell shares











Personally liable for debts
Solely responsible
Limited access to capital
No one to share problems with
Difficult to get sickness cover
Shared ownership & control
Shared profits
Disagreements
Reaching decisions may be
harder







Recognised product/brand
name
Training & support
Marketing support
Established practices and
policies
Proven track record
Possible exclusive territory
rights
Meeting a social need
May have access to additional
sources of funding
Can utilise local skills and
resources
Potential volunteer support
Growing trend of ethical
consumerism





Harder to set up
Legal restrictions
More paperwork
Set-up costs
Accounts are made available to
the public
Initial & ongoing fees
Restrictions of the franchise
Relies on the success of the
franchise
May be difficult to sell a
franchise
Control of the franchisor
Profit sharing










Profits are reinvested to achieve
the social mission
No personal gain
Stakeholder scrutiny
Might be viewed as providing an
inferior product or service
Accountability and transparency
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2.- What’s in a name… Business / Self-employed / Freelancer
It’s important to be aware of the term ‘business’. Some people refer to themselves as being
‘self-employed’ whilst others may lay claim to the term ‘freelancer’ which really means working
for companies as a ‘sub-contractor’ rather than as an ‘employee’ for set lengths of time, hours,
days, weeks, months, etc. When you are properly employed by an organisation or business you
are covered by employer’s insurance policy and your income tax and national insurance
contributions are deducted at source. When working as self-employed or freelance you are
responsible for paying your own tax, National Insurance and insurances.

3.- Taking the plunge
Stepping into official 'trading status' can be a big step. From the moment you decide set up a
business or become self-employed, it can be a good idea to allow some time before
commencing; this is called the 'pre-start-up' period and could last
between 8 and 12 months. This time can be used to undertake
research and attend business courses.

NOTE

Registering as self-employed with HM Revenue and Customs (HMRC aka the Tax Man) is relatively straight forward, though you need to
fully understand the process. Registering as self-employed shouldn’t
be rushed into unless you have started to sell work, or be paid fees
for any other freelance work such as undertaking workshops,
commissions or assisting others. Technically you should register with
HMRC, which is free by the way, as soon as you start spending money
on your business, such as buying materials, making samples, paying
for business start-up courses, photography, setting up websites,
printing market materials, etc.

You can register as self-employed with HMRC online by visiting:
www.gov.uk/new-business-register-for-tax

Organisations
such as local
authorities, arts
organisations,
creative firms,
agencies, shops,
galleries, schools
and colleges
cannot legally pay
artists and
designers unless
they have selfemployment
status.

NOTE
HMRC also run webinars
with Art Media and Design
businesses in mind.
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4.- Legal and regulatory issues
Whether you are setting up a craft shop or an online retail platform there are rules and
regulations that you’ve got to adhere to.
Some legal regulations include:












Intellectual property
Consumer rights
Distance selling
Health and safety
Insurance i.e. public/product/employers’ liability, motor vehicle insurance
Employment legislation
Disability legislation
Data protection
Food safety
Environmental protection
Lease agreement
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f.- Parts of the business plan
Business plan is one of the most important parts when we talk to create a business. For this
reason, entrepreneurs have to dedicate time to create it, serving as a framework for your
business/idea. Setting goals is a good way to try to achieve it and not to give up. Consider all
the variables so you don’t rush into anything and test your assumptions.
Mentors, business partners or just friend or colleague would have an important role in your
plan. For example, you can ask your friends to look for holes so you can adjust accordingly.
Seeking input is a great way to get an objective view, so don’t forget this step.
The size and scope of your business plan, will depend of your concrete goals. If you
concentrate on your goal (for example, to get investors) you will design your plan in a different
way. For example, if the plan is for you and/or business partners, it doesn’t have to be as
detailed, but you have to set clear your goals.
It depends too of your type of business. For example, a hair salon or a cafeteria aren’t as
complicated as a biotech research company.
And what is a business plan? It's a document in which you describes all the functional areas of
your enterprise, your team, your financial issues, marketing plans, etc. Here you have a list of
the information or the parts that this plan has to observe:


Mission statement and/or vision statement so you articulate what you’re trying to
create: is the general goal of your organization.



Description of your company and product or service; very detailed.



Description of how your product or service is different; you competitive
advantage. Describe it detailed. For example, if I am thinking in a hair salon, what
is the element that will make it different?



Market analysis, competitors, where you fit, type of market, etc.



Description of your management team (experience, previous projects, etc.)



How you plan to market the product or service;



Analysis of your company’s strengths, weaknesses, opportunities, and threat,
(SWOT analysis)



Revenue projections and financial plan

If it part scares you, don’t be worried about it. In the first step, we are going
to find our break-even point. What is it? The quantity that you have to sell of
your product to have zero benefits (don’t loose and don’t earn money). If we
are able to calculate this point, we can know how many units of our product
or service we need to sell.
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And how to calculate it? It’s very simple. You have first of all to calculate your fixed costs (costs
that, even if you don’t produce nothing, you would have to pay, for example the amount of
the rent that you have to pay for the place when you sell your product) and your variable
costs (depending of the production of your product, for example materials).

Now, think about de unit variable cost. Is the variable cost divided into the number of units
that I have sold. You have to consider too the price, because the difference between these two
amount will be your margin or gain.
Now, you have all the elements to calculate the break-even point.

The X is the total quantity you have to sell, TFC are the total fixed costs, P is the price and V is
the unit variable costs.


Summary/conclusion or executive summary at the beginning of the plan

There are the minimum components, but it is only a guide. Depending on the type of business
that you’re trying to create, you will add some parts, for example environmental police.
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Example 1. - Break-Even point
A mobile phone company with a fixed costs of 750,000 euros, variable unit costs of 220 euros and that
sells those phones at a price of 270 euros, how many phones must sell to reach their profitability
threshold (there would be no losses nor earnings)?
Fixed costs=750.000 euros
Variable unit cost=220 euros
Price of phones=270 euros
Unit margin of each phone= price-variable unit cost= 270-220= 50 euros

Break-Even Point= fixed cost / (price – variable unit cost) = fixed cost / margin = 750.000/50 = 15.000
mobile phones
The company has to sell 15.000 mobiles to start to earn money
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Activity name: CS1. “SWOT example”
Module: 4 – Developing ideas
Method: group
Materials Needed: sheet of paper and pencil
Duration: 10 minutes
Make students discuss in group the strengths, weakness, opportunities and threats of the example.
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Activity name: A1. “SWOT”
Module: 4 – Developing ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 30 minutes
What is it?
A useful technique to see our situation in a business, or even in personal perspective.
Why Do It?
With SWOT Analysis, we are able to understand strengths and weaknesses and to identify Opportunities
and Threats.
How to Do It
Make groups of 4 students and try to make each one think about strengths, weakness, opportunities
and threats. Then share with all the classroom the ideas that you found and if the another students can
add something.
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Activity name: A2. “PESTLE”
Module: 4 – Developing ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 30 minutes
What is it?
PESTLE analysis is a tool used by companies and new companies to analyze their environment in which
they are operating (or will operate). PESTLE is a mnemonic which in its expanded form denotes P for
Political, E for Economic, S for Social, T for Technological, L for Legal and E for Environmental. It allows
you to analyze from different views the environment in which your business will compete.

Why Do It?
To analyse the general environment of our business.
How to Do It
Individual part
Give the template to the students and make them think about the PESTLE environment. Put an example
of a kind of business to make all students think about the aspects of PESTLE.
Group part
Make groups of 4 students and make them put in common the PESTLE analysis.
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Activity name: A3. “5 Forces of Porter”
Module: 4 – Developing ideas
What is it?
A tool frequently used to identify an industry's structure to determine corporate strategy.

Why Do It?
We have to determine our strategy, so we have to know the structure of the industry. Model can be
applied to any segment of the economy to search for profitability and attractiveness.

How to Do It
Individual part
Give the template to the students and make them think about the 5 forces of Porter. Put an example
of a kind of business to make all students think about the aspects of 5 forces.
Group part
Make groups of 5 students and make them put in common the 5 forces of Porter analysis.
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Activity name: E1. “Break-Even Point”
Module: 4 – Developing ideas
Method: Individual
Materials Needed: sheet of paper and pencil
Duration: 10 minutes
What is it?
Break-Even point is the quantity of product/service I have to sell to don’t earn money but to don’t lose
too.
Why Do It?
To make students think about planning and knowing the numbers, the concept of fixed cost, variable
cost and price.
How to Do It
Look at the example of the Break-Even point and make sure that students understand it.
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 SELF-ASSESSMENT
1. The SWOT analysis is a methodology for studying the situation of a sector, a
company or a project, which allows analyzing in a single matrix:
a. Its internal characteristics (Weaknesses and Strengths) and its external
situation (Threats and Opportunities).
b. Its internal characteristics (Opportunities and Strengths) and its external
situation (Threats and Weaknesses).
c. Its internal characteristics (Weaknesses and Threats) and its external
situation (Strengths and Opportunities).
2. PESTLE analysis studies…
a. Political, economic, social, technological, logical and environmental
issues.
b. Political, economic, social, technological, legal and ecological issues.
c. Political, economic, social, trade, logical and ecological issues.

3. A fixed cost is…
a. A cost that have variations in a part.
b. Do not vary with levels of production/output during the launching of
your business
c. Have variations with levels of production/output during the launching
of your business

4. Most artists, designer makers and freelancers are sole traders
a. True
b. False

5. Crowfounding…
a. It’s a service that allows business to improve their cash-flow
b. Is a way of financing with the support of banks
c. Crowdfunding lets you ask for small amounts of money from a large
number, instead of the usual model of asking large amounts of money
from a small number of people.

1-a; 2-b; 3-b; 4-a; 5-c
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MODULE

5
SELLING IDEAS
Wake up your customer

1

Module 5.- Selling Ideas
1.- Contents
a.- Basis of marketing
b.- Customer analysis: empathy map
c.- Online vs offline marketing actions
d.- Social networks
Facebook
Instagram
Twitter
Linkedin
e.- Advantages of ecommerce

2.- Objectives
-

Give the basis to the marking to the students
Learn the 7 p’s of marketing
Learn the different methods of promotion: online and offline and its advantages and
disadvantages
Give general ideas about the use of the main social networks related with marketing
Give some ideas about the ecommerce and their importance
Learn how to use guerilla marketing

3.- Development
This is one of the modules that are more interesting for students, so present the different point in
a dynamic way. Try to make students participate in the activities and give their opinion about
marketing strategies.

INDEX
a.- Basis of marketing
b.- Customer analysis: empathy map
c.- Online vs offline marketing actions
d.- Social networks
Facebook
Instagram
Twitter
Linkedin
e.- Advantages of ecommerce
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a.- Basis of marketing
How can we define exactly marketing? You will find a lot of definitions, but we can say that is
“putting the right product in the right place, at the right price, at the right time.’ It seems
simple but in fact, a lot of research and hard work was necessary to arrive to this conclusion.
So these are the four factors that we have to consider when selling a new product.
Using the marketing mix technique (combining this 4 elements) is a good way to help ensure
that ‘putting the right product in the right place,…’ will happen. So we are talking about the 4
P’s of marketing: Price, Product, Promotion, and Place.
The 4Ps serve as a great place to start planning for the product or even to evaluate an existing
product offering.
THE SEVEN P’S
People
Retaining clients has to do with building relationships and relationships have to do with
people. If they want to retain their customers, brands must treat the consumer as a person,
not as a simple consumer. To achieve this, it is important that the people who face the brand
know how to treat the customer well.

Product
We consider the product as the tangible or intangible good that the customer will demand or
need. At this point, you have to understand the product life or your product/service to make a
plan for the various strategies and their unique challenges. You have 4 phases that you have to
analyze and revise: introduction, growth, maturity and renewal or decline. In each on these
phases, the strategy will be different. For example, in maturity phase, competition is very high
between competitors.
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Place
We pose a question in this part: how will be the product provided to the customer?
Distribution is one of the most important elements. For example, for Nespresso, having their
own shops of coffee has been one of the keys of their success. So the placement strategy will
help assess what channel suits better with your product.

Price
The customer gives a value to the product/service we are selling. So the price have to consider
this value and try to approach this two concepts. If a product is priced higher or lower than its
perceived value, then it will not sell. This is the reason why is very important to analyze how a
customer sees what you are selling. So think about this and about your costs, because the
difference between the price and unit costs of your product is the margin.

Promotion
The promotion of a product is radically different if it is addressed to consumers who are
already customers of the brand or if it is aimed at potential customers. In the first case, the
brand already knows its customer and knows the reasons why it makes use of its products and
services. For this reason, you must use this data to send personalized and context-sensitive
information.

Processes
To retain their customers, brands must pay close attention to processes, monitoring social
media, conducting customer satisfaction interviews, and betting on automation marketing. It is
a question of processing the data provided by the client to convert them into actions that
contribute to consumer loyalty.

Positioning
If you want to retain your customer, the brand must be clear about who it is and communicate
their personality in a clear and repeated way to the consumer. The positioning of a brand is
revealed in its actions, the people it contracts, the products and services it provides, the prices
of its products and services, the discounts it applies, the place and the promotions it chooses
to give itself to know and in the processes that put into practice.
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DEVELOPING A MARKETING MIX
A marketing manager has to be intuitive and creative. But, probably you will have a lot of
doubts at the beginning. So here you have some steps that you have to follow to start the
implementation of you marketing mix strategy, using the 4 p’s.
1: Defining Unique Selling Proposition
The first step that you have to take is to define your unique selling proposition. You have to
think what your product has to offer, and then, define this unique proposition. Through
customer surveys or focus groups, there needs to be an identification of how important this
USP is to the consumer and whether they are intrigued by the offering. You have to be sure
that the key features of the product or service are clearly understood by the customers.

2: Understanding the Consumer
We have studied in module 4 the customer analysis to help us understand their mind. The
product can be focused by identifying who will purchase it. All other elements of the marketing
mix follow from this understanding. Who is the customer? What do they need? What is the
value of the product to them? This understanding will ensure that the product offering is
relevant and targeted.
3: Understanding the Competition
In Porter’s Forces we have made a first analysis of competition, so we have some data yet.
Prices, discounts and special offers will be determined sometimes by the competitors or the
industry.
4: Evaluating Placement Options
In this moment, you will need to evaluate placement options to understand where the
customer is most likely to make a purchase and what are the costs associated with using this
channel. If you use multiple channels (more than one) is a way to be sure that your target is
wider and more customers have access to your product/service.
5: Developing Communication / Promotion strategy
Advertising, social networks, online or offline campaigns, etc. Is the moment to determine how
you want the customer know your product.
6: Cross-check of the Marketing Mix
You have to revise these 4 p’s and make sure that all the parts are working fine and together.

Activity 1
Plan a marketing mix strategy for your product/idea and discuss it with your mates
(that now are your customers).
5

b.- Customer analysis: empathy map
Even if we have analyzed competitors, industry, costs and all the areas of our business, we
don’t have to forget the main force of our business: our customers. We cannot under estimate
the importance of customer analysis. Yet several organizations miss this important point.
Each customer will have an impact in our profit, so the easiest way to increase profits and do
better business is to do customer analysis.
You will have realized that in a lot of tools that we have used, the customer is the first step.
Determining the target customer is, sometimes, the first question. Thus to determine your
target, you need to know your customers. There are several basic questions to be asked of a
demography to analyze a customer. Some of these questions are:
-

Customer demographic profile: gender, age and location are basic data that you’ll
have to collect from your customers or potential customers. For example, you can use
marketing tools like Facebook in a concrete region (city, province, etc.), segment by
age, gender, etc.

-

Customer buying behavior: you have to analyze what will the customer buy from us
and what factors are making them buy our products. Also you have to pay attention on
the products that customer buy from competition, top competitors, the features most
demanded by customers, etc. Think basically on the need that you are satisfying (basic
needs, social needs, etc.).Even if you have on your team the best marketing
consultant, these will be the questions he will ask. Moreover, these questions can be
very important if you are from a small business environment.

-

New vs returning customers: success of your business is related with the analysis of
new vs returning customers. Imagine that your customers don’t return to your
business. Then, you have a problem and you will have to study why the customer don’t
come back to us.

You can have different targets or kind of customers, so this analysis must be repeated for each
category that you have delimited.

Uses of customer analysis
Identifying WHO your best customer is: 80% of your business will come from 20% of your
customers, so it is important that you categorize your customer. Who it is?
Planning out retention plans for your new customers: we have to develop a way to convert
our first time customers in returning customers. Customer analysis can give us the key to
achieve this big goal.
Inducing further buying from your existing customers: if I’m able to know very good my
customer, it will be easier for me to offer other kind of products to them. So that way, I can
increase my sells.
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Improving customer service: give a better service after the buy to the customer is another
way to differentiate us from the competence.
Effective campaign planning: if you know the habits of your customer and their demographic
profile, it would be easier for you to plan marketing campaigns. That way, you can increase
your market share.
Increasing overall profitability: don’t forget that your business is stablished for give profits.
And overall profitability as well as wellbeing of the organization increases once its customers
are satisfied. And customer satisfaction will happen only through customer analysis.
It doesn’t matter if you are a small, medium or a large enterprise. Customer analysis is
essential in all kind of companies. The better customer analysis you do, the more you are in
touch with your customers.
You can use the empathy map to analyze your customer: what he think, what he says, what he
see, etc.
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Here you have an example:

Activity 2
Develop an empathy map of your customer or potential customer. What conclusions can you
find out?
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c.- Online vs offline marketing actions
Talking about marketing, first of all you need to know that we have two big promotional
strategies: online and offline. There are many differences between these two kinds of
promotion, so you can decide in which you will be concentrate. There are business that
combine the two strategies, but it depends of your product/service.

Online Marketing
In online marketing, we use some elements as banners, articles, videos, images, flash
animations or mailing to catch the attention of potential customer. So we got the power to
decide what is the target we want to arrive by using the right site or social network. It has
many ways to be done possible to get traffic for business through online marketing principles.
Online marketing Media includes:
·

Website/Blog

·

Social Media

·

Email Marketing

·

Search Engine Marketing

·

Content marketing

·

Video Blogging

·

Online classifieds

Offline Marketing
In offline marketing, we try to put our brand in the mind of consumers, but we use other kind
of techniques. We are referring to more traditional media like radio, television, etc. But
another kind of offline marketing is starting to get more and more popular: the offline
marketing born to be online marketing.
For example, there are marketing actions in the street that, in fact, are made to film a
beautiful video like a spot, and upload it to YouTube or different channels. Some of them are
very near to the concept of “guerrilla marketing”. So you would spend less money than with a
TV spot, for example, and your results can be better.

9

Case of study 1
Take a look at these pictures. Are this actions online or offline? Do you
think you have to spend big amounts to implement these strategies? Can
you think about any different action?
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Offline marketing Media includes:
·

Television

·

Radio

·

Brochure

·

Flyers

·

Banners

·

News papers

·

Pamphlets

·

Posters

Differences online vs offline
Online

Offline

Business Driver

Relevance to customer

Number of communicstions

Moment

Immediately

Needs contact with customer

Cost

Low compared
profitability

Target

Worldwide

with

the Some medias have high rates

Specific area

In order to achieve success in your business, sometimes you will have to combine these two
strategies. Make sure you understand your customer, when he/she thinks about buying your
kind of product, and then plan your communication strategy.
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d.- Social networks
Facebook: a tool to promote
Facebook is very popular and is continually increasing the range of age of its users. You can
create an specific page of Facebook of your business and start publishing ads.

Best practices on Facebook Ads
Before you begin publishing ads, remember this easy tips to make more effective your
campaign:
1. Determine your objectives before you start. You have to know the objective of your
Facebook ad before you make decisions of budget and target. This will allow you to
make more effective ads and more concrete. Each action made by your audience on
your Facebook ad costs money, so make sure you solidify your objectives before
making those investments.
2. Be specific in your target audience. We have determined our targets in the Canvas
Model, so you have just to think twice, confirm this target and design the ad to this
target.
3. Rotate your ads regularly. avoid ad fatigue on your customers because it you will
have bored customers and your clockthrough rate will start to fall.

12

Instagram: to generate engagement
Through the mural of your Instagram profile you can give a conceptual image of what you are,
your unique concept product, your brand, your philosophy, etc. You transmit your brand
through pics and photos, so you have to take care of esthetic.
The search by #hashtags will help you to take a good position, if you make a good use of them.
Propose interaction to your customers, make questions, quiz, promotions... don’t be afraid,
remember that Instagram is created to generate engagement.
You can create, like in Facebook, specific ads with propose target (based on you followers age,
gender, etc.) or a target that you determine. So it is very powerful too to promote.

Case of study 2
Visit Instagram profile of these brands:
- Pompeiibrand
- Happysocks
- Lushcosmetics
What common factors do you see in these accounts?
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Twitter: to create Brand
Success of Twitter is based in its speed and immediacy. Also the possibility of create viral
contents, is one of the most interesting features of Twitter. You may use Twitter, mainly for
activities like:
-

Inform your community

-

Share content interesting for you, (mentioning the origin of the information) and
aligned with values and interests of our brand

-

Talk, listen and communicate, directly with your community. Your followers have to
see a minimum human factor under your Twitter account.

-

Manage your brand reputation

-

Dynamizes events

-

Make promotion of your offers

-

Control tweets where people mention you

So Twitter is like having an office of customer attention around the world, you can get
feedback of them. You can follow too these tips:
1. Do your research before engaging customers
2. Determine organizational goals
3. Utilize either a branded or personal profile
4. Build your Twitter equity and credibility
5. Track metrics and conversation trends
6. Don’t go overboard; less structure is better
7. Listen and observe before engaging
8. Be authentic and believable
9. Track, measure, and iterate
10. Don’t just strategize: execute!
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Linkedin; the social network for connect
It is the most popular professional social network. You can create account of your business or a
personal profile of you, with your education, training, languages, etc. So have a business
profile in Linkedin is a good way to communicate and to make that other professionals know
about your business.
Some tips for Linkedin:
1. Make a findable and visually appealing profile
2. Use your LinkedIn profile to showcase everything that doesn’t fit on your resume
3. When you’ve got a profile you’re ready to show the world, strategically connect with
others
4. Once you’ve got a valuable network, snoop
5. Stay active on the site

Activity 3
Take a look at the videos of use of social networks and think about your strategy in
each social network.
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e.- Advantages of ecommerce
When we talk about ecommerce, we talk about a big phenomenon that have change
customers behavior. People now buy products without touch them, and postal companies are
able to send packages all over the world. What does it mean? Here you have some advantages
of ecommerce:
1.- Overcome Geographical Limitations
Physical stores limit you to a specific geographical area. But with an ecommerce website, the
whole world is a potential market.

2.- Lower Costs
If you have lower costs because you don’t have a physical structure, your prices will be lower
too. So it’s a positive cycle (despite you have to consider delivery costs).

3.- Locate the Product Quicker
Remember customer preferences and shopping lists to facilitate repeat purchase or use some
techniques to make easier the process of shopping for the customer.

4.- Eliminate Travel Time and Cost
It is not necessary for customers to travel to visit a store, you have all the information and
products available from home.

5.- Provide Comparison Shopping
With ecommerce, it is easier to compare before purchase. There are a lot of online services
that allow customers to browse multiple ecommerce merchants and find the best prices.

6.- Provide Abundant Information
In a physical store, the information that you can have is limited. But in ecommerce, you have a
lot of information at the same moment of purchasing. Ecommerce websites can make
additional information easily available to customers. Most of this information is provided by
vendors and does not cost anything to create or maintain.
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7.- Create Targeted Communication
We can use the information that customer provides us in registration form or profile to create
targeted communication: to know what offer to each kind of customer.

8.- Remain Open All the Time
Store timings are now 24/7/365. It is like an “always open shop”.

Activity 4
Do a research on internet of different marketplaces that allow you to create an
ecommerce. You can check www.bigcartel.com and www.etsy.com
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Activity name: A1. “Marketing Mix”
Module: 5 – Selling ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 30 minutes
What is it?
Marketing Mix is the strategy to follow in our communication with our customer, thinking about
different aspects.
Why Do It?
To be sure that our product/service is attractive for our customer.
How to Do It
Make students discuss about the importance of the 7 ps and what can include each one.
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Activity name: A2. “Empathy Map
Module: 5 – Selling ideas
Method: Individual and group
Materials Needed: template, sheet of paper and pencil
Duration: 45 minutes
What is it?
A tool used to empathise and to know better our customer.
Why Do It?
To plan our communication and marketing strategy.
How to Do It
Make groups of 4 students. Make them think about different customer targets and then, make them
put in the template what this kind of customer think, see, feel, hear, etc.
Tell students that they have to search information about this customer first.
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Activity name: CS1. “Online vs. offline”
Module: 5 – Selling ideas
Method: group
Materials Needed: sheet of paper and pencil
Duration: 10 minutes
What is it?
A case of study where you present guerrilla marketing, a kind of offline marketing very direct and
aggressive, that attracts the attention of customer.
Why Do It?
To make students think about another ways of promotion and communication, not only the traditional.
How to Do It
Make the students look at the examples on materials and if they want, make them see the examples in
this link  http://www.creativeguerrillamarketing.com/guerrilla-marketing/122-must-see-guerillamarketing-examples/
Discuss about the effectivity or not of this kind of campaigns.
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Activity name: CS2. “Instagram”
Module: 5 – Selling ideas
Method: group
Materials Needed: sheet of paper and pencil
Duration: 10 minutes
What is it?
A case of study where you present Instagram as a useful tool to make marketing in social networks.
Why Do It?
To make students think about another ways of promotion and communication, not only the traditional.
How to Do It
Make the students look at the examples on materials and if they want, make them see the examples in
this link  http://www.lifehack.org/articles/productivity/the-20-most-creative-instagram-accountsthat-will-inspire-you.html
Discuss about the effectivity or not of this kind of profiles.
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Activity name: A3. “Use of social networks: videos”
Module: 5 – Selling ideas
Method: Individual or group
Materials Needed: videos on gallery, sheet of paper and pencil
Duration: 20 minutes
Make students see the videos of use of social networks and debate about the information on videos.
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Activity name: A4. “Marketplaces”
Module: 5 – Selling ideas
Method: Individual and group
Materials Needed: computer, access to internet, sheet of paper and pencil
Duration: 30 minutes
Encourage students to look for information about different Marketplaces on internet.
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 SELF-ASSESSMENT
1. To know the expectations and motivations of the clients to whom we run our
business, we can use the technique of:
a. Empathy Map.
b. Value proposition.
c. Argument developer.
2. Using the "Empathy Map" technique with our clients allows us to:
a. Know more the tourist: our client of the sector.
b. Differentiation of competition in our business / service.
c. Both options are correct, and with it also the possibility to improve our
offer.
3. Which is the social network more used by young people around the world?
a. Facebook
b. Instagram
c. Twitter
4. Which is the main professional social network, more habitual to generate
contacts and professional relation?
a. Facebook
b. Linkedin
c. Twitter
5. 7 Ps of marketing are…
a. People, popularity, Place, Price, Promotion, Processes, Positioning
b. People, Product, Place, Price, Promotion, Problems to solve, Positioning
c. People, Product, Place, Price, Promotion, Processes, Positioning

1-a; 2-c; 3-b; 4-b; 5-c
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