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Learning

outcomes

. Be able to complete a personal skills profile eg EU Skills

Profile that will be useful in presenting yourself to your
new professional network. (Step 2)

. Be able to decide on a business idea to explore in the

rest of the course that links the personal profile (in the
EU skills profile) and the new local business environment
of the participant. (Steps 1-3)

. Be able to explain what BMC is, for example to a fellow

refugee (all steps but especially 1 and 9).

. Produce a BMC for a specific business idea rooted in the

local community and personal context that includes all 9
elements of the BMC. (All steps but especially 4-7 & 9)

. Able to give constructive feedback on your study

colleagues’ completed BMCs and to reflect on your own.
(All steps but especially 4-7 and 9)





















LMS: Learning
Management System

9-step plan
supported by
facilitator

Learning
outcomes

Assessment
with badges

App

Supporting tools, FAQ, life
stories, competency tool, EU
Skills profile guide

Course tools

&
components




Self-assessment on the app or the website

Self-evaluation of entrepreneurship
competence
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Self-assessment on the app or the website



Session
guides in the
LMS or by
PPT

lecal area findings

Each participant does the following:

Share your story and video about your business idea and how it fits in the local envirenment that you explored during the week.

ARSWEr your group's questions about your story

Listen to your group's ather stories

Ask questions about the other stories you hear

’I\ Share your local area findings
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Session guides in
the LMS or by PPT




Badges

CONVERSATION 1 COMPLETE
(INTRODUCTION)

CONVERSATION 2 COMPLETE (YOUR SKILLS) @

CONVERSATION 3 COMPLETE
(...LOCAL BUSINESS LANDSCAPE)

CONVERSATION 4 COMPLETE E’@
(VALUE PROPOSITION AND CUSTOMER SEGMENTS)

CONVERSATION 5 COMPLETE (CUSTOMER RELATIONSHIPS AND CHANNELS)



Badges

CONVERSATION 6 COMPLETE

(KEY ACTIVITIES, PARTNERS AND RESOURCES)

CONVERSATION 7 COMPLETE
(COSTS AND REVENUES)

CONVERSATION 8 COMPLETE
(TELLING YOUR STORY)

CONVERSATION 9 COMPLETE
(PRESENTATION)

€)

9CONVERSATIONS COMPLETE



Facilitator
nack

Web-based course

9-step document

Facilitator notes (PDF)

Guide document

Poster templates



The main
purpose




What

happens
between

sessions




Some typical
moments
during a

session




PPT or online?






The Facilitator

Guide

Welcome to 9 Conversations!

1.

What? Why? Who? How?

2. Group guide skills

00 NO Uk Ww

Getting Ready

What is the Business Model Canvas?
A typical session

The 9 Steps

Using the slides and notes

Badges

9. What next?

Appendix 1: Recordkeeping

Endpiece




9 Conversations

Learn to tell thﬁtury of

your new business
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Recruitment Poster



Preparation




Local case
study




Typical Meeting Timeline




Meeting Processes
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Speaker nntes Complete one VPC far each type of customar
Tell the group sbout how your customers and value proposition ane 3 good fit,
Add one or two of the most important VPCs to your BMC
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The Danish pilot




=a More materials (videos)

Next StepS: s Business plan

o= lrain the trainer course

Vo pusnespon
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