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FILLING OUT A BMC - SESSION PLAN 
	Module Title
	Design module

	Title of Session
	Filling out a BMC

	Length of Session
	One day

	Aim of Session
	The goal of this phase is to  encourage students to create a business model for their own business idea. In so doing, the goal is also to learn to identify strengths and weaknesses in the business model and to explore alternatives to overcome the latter.  


	Learning Outcomes
	Young people are able to draft a business model. Young people are able to identify the strengths and weaknesses of their business model.

	EntreComp Competences Gained
	Spotting opportunities. Valuing ideas. Vision. Financial & economic literacy. Working together. Planning & management.

	Employability Skills Gained
	Commercial awareness. Communication. Teamwork

	Delivery: Online; Offline
	Offline; online 

	Number of Activities (duration)
	Activities
Activity 1 – Filling out a BMC for an existing company.
Activity 2 – Filling out a BMC for the pop-up.


	Evaluation Activities
	At the end of the session, ask the learners whether, and if so why, they have made their ideas more explicit through filling out a BMC.



	Activity 1: Filling out a BMC for an existing (local) company

	Duration: 6 hours

	Resources: see description below

	Facilitator/Learner Guidance: Make sure that the learners understand all building blocks of the BMC. 

	Details of Activity:
As an introduction, some examples of filled out business model canvasses of famous companies might be shown. Some examples can be found here:
· BMC of Nespresso: https://www.youtube.com/watch?v=C1rSrHTz-Tk (English)
· BMC of Airbnb: https://www.youtube.com/watch?v=WzGhFmiB9G0 (English)

Afterwards, the students might be encouraged to fill out a BMC of a preferred famous company with the help of the coach. The coach may also encourage students to identify the strengths and weaknesses in the business model and explore alternatives.

In this process, the coach may provide students with some questions:
· What if you would choose a different strategy?
· What if the most important customer disappears?
· Could you improve the existing (i) customer segment, (ii) value proposition, (iii) channels, (iv) customer relationships, (v) revenue streams, (vi) key resources, (vii) key activities, (viii) key partnerships, (ix) cost structure?
· What would the effect of these improvements be on the other building blocks?
· …
Filling out a BMC for an existing local enterprise:
The coach can facilitate the placement of learners with the local entrepreneurs. SMEs (Small Medium Enterprises) do not always have the time to actually start an investigation in the form of a BMC. A learner could assist them in this, and it would be a nice exercise for both parties; the entrepreneur checks whether what he or she is doing is still valuable in the current market, whether there are new opportunities or whether there are things that can be stopped better. In this case, the student works together with an entrepreneur, from whom a lot can be learned, and this also gives opportunities to practice working out a BMC regarding a real business case and thus gain experience in real work life.

Again, the coach could encourage students to identify the strengths and weaknesses in the business model of the local enterprise and explore alternatives.

In this process, he/she may provide students with some questions:
· What if you would choose a different strategy?
· What if the most important customer disappears?
· Could you improve the existing (i) customer segment, (ii) value proposition, (iii) channels, (iv) customer relationships, (v) revenue streams, (vi) key resources, (vii) key activities, (viii) key partnerships, (ix) cost structure?
· What would the effect of these improvements be on the other building blocks?
· …



	Activity 2: Filling out a BMC for the pop-up

	Duration: 6 hours

	Resources: see description below; see also “thinking about a business model” in the toolbox.

	Facilitator/Learner Guidance: Make sure that the learners understand all building blocks of the BMC and are able to fill out a BMC. On top of that, challenge students to think critically and creatively so as to improve and innovate their idea.

	Details of Activity:
In this activity, students are encouraged to fill out a BMC for their own pop-up. This might take place via a three-stage approach (see below). This guide can be provided to students:
STEP 1 | Three-stage approach to Business Model Canvas
1. Fill in the 9 boxes on paper. This can be done with the original entrepreneur's idea.
2. Look for the connection between the 9 boxes. Is everything correct? Example: I want a sandwich shop with quality bread and ask an average of € 8 / piece. My target group mainly consists of students. This is not correct: students do not buy sandwiches at that price.
3. Bringing innovation into the canvas.
This can be done via the "what if ..." question. For example:
· What if Richard Branson would invest in your company tomorrow, what would you do? 
· What if you would change the packaging?
· What if we would sell through a web shop instead of a physical store?
· What if we would buy things instead of making it ourselves?
Again, the coach could encourage students to identify the strengths and weaknesses in the business model of the local enterprise and explore alternatives.

In this process, he/she may provide students with some questions:
· What if you would choose a different strategy?
· What if the most important customer disappears?
· Could you improve the existing (i) customer segment, (ii) value proposition, (iii) channels, (iv) customer relationships, (v) revenue streams, (vi) key resources, (vii) key activities, (viii) key partnerships, (ix) cost structure?
· What would the effect of these improvements be on the other building blocks?
…
STEP 2 | Completing the ONLINE Canvas (use this link).
1. Value proposition: what do you do and what added value does this provide for your customer? Listing up what you want to do / offer eg. sandwich shop with sandwiches and hot snacks, making the customer saves time in the morning and arrives at work more relaxed 
(he does not have to make his own sandwiches). This part is more about the “gift” you give to the customer, it is not a summary of the offer - the BMC differs from a business plan.
2. Customer segments: who will be there? Who will visit the sandwich shop? Students, Businesspeople, etc.?
3. Channels: where, how are you going to do that? Via a physical sandwich shop? Location? Also, through a website?
4. Customer relations: why does the customer buy from you? Ex. we offer quality bread rolls, we know the customer well, 10 + 1 free, we offer special sandwiches that they do not have elsewhere, in the afternoon there are 4 people behind the bar, so it goes fast (intangibles).
5. Income stream: what does it yield? How much do you ask for a sandwich? Be concrete!
= This is the base, now 4 other elements can be filled out
6. Key partners: what does someone else do for me / with whom do I work and what do they do for me? List names and write what they do for you.
7. Core activities: what do I do myself? List what you will do, eg. shopping, baking sandwiches, making sandwiches, doing the cash register, cleaning in the evening, accounting, marketing etc.
8. Key resources: what do I have myself? List what you have. Ex. a fridge, a property that you can rent from an uncle, a van, a cash register, etc.
9. Cost structure: what does it all cost? Try to make an estimation of all the costs you need to achieve your plans for the business. Of course, this can be as complete or incomplete as you want.
STEP 3 | Finalize your BMC in a Pecha Kucha presentation
The idea is to finally present your BMC to your fellow learners, teacher and / or also to the entrepreneur you have worked with. In this way you receive feedback on your ideas and canvas and that will make your BMC stronger! At a Pecha Kucha presentation, the participants present 20 images in a total time of 6 minutes and 40 seconds by means of a slide show (PowerPoint / Prezi or something similar). Each image is displayed for exactly 20 seconds. This demands creativity and being to the point. There are no substantive restrictions, usually it concerns a product or an idea, in this case the BMC.
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