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IDEAS GENERATION
Walt Disney

“If you can dream it
you can do 1t.”
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. IDEAS GENERATION

Every start-up begins with an i1dea but
what 1s the way to find 1t?
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We should learn the 1deas generating method from Walt Disney



AHITIMCKNW ONsA CTAPTAMNOB

'BOY LLKOIJIA 80

What are these? What are their roles?
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The Dreamer, the Realist, and the Critic.
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[.Match the roles with the questions they think about:

l. Dreamer 2. Realist 3. Critic

a)
b)
c)
d)
e)
f)
g)
h)
1)
J)

What needs to be done or said?

What dreamlike 1deas should be pursued?

What could be improved?

What 1s needed for the implementation (material, people, resources, knowledge, techniques)?
What are the opportunities and risks?

Can the approach be tested?

What do you feel about this 1dea?

What are the opportunities and risks?

What was overlooked?

Which basics are already available?
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Key to exercise 1:

1. Dreamer What dreamlike 1deas should be pursued?

2. Realist

What needs to be done or said?

What 1s needed for the implementation (material, people, resources, knowledge, techniques, etc.)?
What do you feel about this 1dea?

Which basics are already available?

Can the approach be tested?

3. Critic

What could be improved?

What are the opportunities and risks?
What was overlooked?

How do I think about the proposal?
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[I. Method of Six Thinking Hats
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Key to exercise 2:

1. True

2. True

3. True

4. False - The Red Hat focuses on legitimizing feelings, not seeking
benefits.

5. True

6. True

7. False - The Six Hats concept aims to simplify thinking and make 1t more
effective, not more complex.
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Key to exercise 3:

AN
QWO W
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What ways of 1deas creation have
you learned today?
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Competition



AHMANCKX ONA CTAPTAMOB

'BOY LWWKOIA 80

‘Business 1n Darwinism:
Only the fittest survive’

Look at the picture, read the words said by
a famous Australian entrepreneur Robert

Holmes a Court (1937-1990) and say what
they mean.
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What 1s competition?

The concept of competition comes from the
Latin word “concurrere”, which means “to run
together”, “to collide”. Competition 18 the
rivalry between market participants to obtain
advantages.
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The 1mportance of competition 1n business
Watch the video and say if competition in business 1s important? Why? Who benefits from competition?
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Sellers and buyers

What are sellers fighting for?
Sellers are fighting for making a profit.

Who do they want to attract for making a profit?
They want to attract buyers.

What are buyers fighting for?
Buyers are fighting for benefiting.

What do they want to buy?

They want to buy goods and services of good quality.
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Price and non-price competition

There are two methods of competition between sellers:
 price competition - rivalry between sellers by reducing prices — and non-price

J competition - competition between sellers by:

* mproving the quality of the product;

" ysing beautiful packaging;

= advertising;

" ]otteries;

= competitions;

= additional services (free delivery, free installation, free repair, etc.)
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What ways can sellers attract buyers' attention by?

Read the extract from the fairy tale “Dunno on the Moon™ and answer the
questions. Give Donut advice to improve the situation.
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Direct and indirect co

petition

COMPETITION
DIRECT

L VS |

SAME PRODUCT OR SERVICE

MEETS THE SAME NEED

SAME TARGET

COMPETITION

SUBSTITUTE PRODUCT OR

MEETS THE SAME NEED

«©)’
INNDIRECT

SERVICE

SIMILAR TARGET
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Direct and indirect competitors

DIRECT COMPETITORS INDIRECT COMPETITORS

competitor ! competitor 2 competitor 1 competitor 2

competitor 3
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|'OREAL
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Mcdonald's
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Competitive advantages product

Basic factors that give your product an advantage before the others:

uniqueness - a characteristic that 1s not found 1n your great opponents (or occurs, but rarely);
long-term - maintaining relevance throughout long period of time to achieve maximum
performance;

difficulty in copying - the impossibility of repeating your competitive advantage without
significant investments;

credibility-absence of doubt among consumers about the real existence of a competitive
advantage due to a set of product properties that inspire confidence among the potential
buyer;

vivid manifestation - worthy presentation of the benefits(s) product compared to products
from other companies

brevity - simplicity of formulation of the advantage.
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Competition 1n business

Say: true/false. Explain why you think so.

Rivalry between market participants to obtain advantages 1s called competition.

Free delivery of furniture is an example of price competition.

Reducing the price of a seasonal product 18 an example of non-price competition.
Industrial espionage, collusion, false information - an example of unfair competition.
Increasing product quality refers to the positive results of competition.

Non-price competition 1s related to after-sales service.

The ruin of a company as a result of competition 18 an example of a positive result of
competition.

Direct competitors sell different products to the same customers
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Business game

Producers-sellers (group I) | Producers-sellers (group II) Buyers

manufacturing school goods |manufacturing school goods| earning money solving the
crossword

selling school goods selling school goods buying the goods

summing up summing up summing up




AHMANCKX ONA CTAPTAMOB

rGOY LUKOJIA 80
Crossword

1 1 1

2 2 2 2

3 3 3 3 3

4. |4 4 4 4 4 4
5 |5 5 5 5 5 5

6. |6 6 6 6 6

7 7 7 7

8 8

9 9 9 9 9
10. |10 |10 (10 |10 |10

11, |11 |11 |11 |11 |1
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Crossword

Read the definitions of the words and complete the crossword

1. The amount of money for which something 1s sold or bought

2. Things that are produced in order to be sold

3. The study of the way 1n which money and goods are produced and used
Money that you gain by selling thing or doing business.

Someone who sells something

The activity of buying or selling

Ability to choose

The system 1in which all prices and wages depend on what goods people want to buy and how many they buy
9. Providing people with something they need or want

10.Something that you earn by working and that you spend in order

to buy things

11. Something that you must have something

O NN A
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Crossword

1. P R I C E
2. G O O D S
3. | E C O N O M I C S
4. P R O F 1 | T
S. S E L L E R
6. T R A D E
7. C H O I C E
8. M A R K E T
9. S E R \'/ I C E

10. M O N E Y

11. N E E D S
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Target Audience



AHTTIMACKWR AN CTAPTAMOB  hitps://yandex.ru/video/preview/33081 18628388920414

'BOY LWKOIJIA 80



https://yandex.ru/video/preview/3308118628388920414

AHITIMMCKUX ONA CTAPTAMNOB

'BOY LWKOIJIA 80

TARGET AUDIENCE

What? Who? Where? When? Why?

What product|Who are you Where can we | When  can  we Why do the

you are going pqsable find them? find/meet them? clients need
to sell? clients? our product?
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Define the target audience of every product;

COBMPAMTE YNAKOBOMYKM,
NONYYAWUTE NOAAPOMKM!
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Define the target audience of products and think of the advertisement:

1. A car.
2. Headphones
3. Soft toy

4, Sport equipment
5. New bookshop
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HYPOQTHESIS
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A hypothesis [har poBi1sis] - hypotheses(plural)

A hypothesis 1s a suggestion that 1s based on
some evidence.

A hypothesis 1s a proposed explanation for a
phenomenon.

Target audience is a group that is more than likely
to buy offered goods and services.
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CONSUMER

A consumer i1s someone who buys or uses
000ds or services

A customer 1S a person or company that
receives, consumes or buys a product or
service and can choose between different
000ds

A oprofit 1s money that you get from
selling goods or services for more than
they cost to produce or provide
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A bank loan

An investor 1s an individual that puts money
into a business for a financial return. The

main goal of any investor 1S to minimize
risk and maximize return.

A bank loan refers to the sum of money lent by
a bank to a borrower, which must be repaid with
Interest (percent) over a certain period.
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In 90% of cases, the success of the
business model depends on the
confirmation of 7 hypotheses.

Hypothesis # 1: The suggestion of a need
o What are your suggestions about consumer needs?
Questions:

= What do your customers need or want?
= What solutions, goods or services are they currently using to satisty their needs?
»Formulate your suggestion: [ believe (we believe) that people have a need for.

Example: “We believe that people have a need to be able to listen to music
anywhere”
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Hypothesis #2: The suggestion of the problem
o What are your suggestions about the problems that the
consumer has when satisfying their needs with the help
of products available on the market?
Questions:

» What problems do existing products have?
" Are the existing solutions difficult, expensive, and difficult to access?

»Formulate your suggestion: I am sure that users, when using existing
products on the market, have the following problem....

Example: We believe that the capacity/the power of existing MP3 players 1s very
small and downloading music to these devices 1s too difficult, the capacity of the
battery is very low, the size of the existing MP3 players is too big.
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Hypothesis # 3: The suggestion about potential customers

o Who do you think 1s the 1deal customer?

o These are people who consider the problem you are planning
o to solve to be very big and important, and they are ready

o to try new solutions on the market to solve it.

Questions:

" Describe how you see your 1deal clients?

= Can other companies be your clients? Name a company that, 1in your opinion, would be
an 1deal client.

= Are there any of your 1deal clients among your friends or relatives? Describe them.
» State your suggestion: I'm sure. that our ideal customers will be....

Example: We believe that our ideal clients are young people who live in big cities,
love music and spend money on fashionable and trendy things.
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Hypothesis # 4: The suggestion of a value proposition

o What, 1n your opinion, will be the best proposition for your customers?
o Which offer will they not be able to refuse?
Questions:

» What advantages does your proposition provide to customers?
= How 1s your offer better than others?

= What makes your offer unique?

» Formulate your suggestion: I believe that the best proposition
for our customers will be....

Example: We believe that the best proposition for our potential customers will be the
opportunity to have more than 1,000 songs in their pocket, recorded on a device with
a stylish design, very simple to use for anyone, as well as the ability to simply and
quickly download music from a single Internet platform.
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Hypothesis # 5: A suggestion about the goods/services offered

o In your opinion, what products/services/functions should be created and
offered to customers so that they appreciate your value proposition?

(Questions:

* What should your offer to customers include?
» What products and services do you need to delight your customers?
* What will make your offer more attractive?

»Formulate your suggestion: 7 believe that our proposal
should include....

Example: We believe that our proposal should include free headphones or some
quantity of songs which can be downloaded free.
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Hypothesis # 6: Revenue/payment model suggestion

o Which payment option would be preferable for your
customers? (sale, subscription, etc.)

(Questions:
= What will customers pay you for?
» How often will the client pay you?

» Formulate your suggestions: [ think the best revenue
model would be....

Example: We believe that the best revenue model
besides the price of the gadeet will be “Pay per Song*.
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Hypothesis # 7: The suggestion about the wish
of customers to pay

o How much do you think customers are willing to pay?
Questions:

= What 1s the base price?

* How much can your target audience pay?

= What will be the average check?

»Formulate your suggestion: / believe that the price per unit of product (value
proposition) that customers will be willing to pay is....

Example: We believe that customers are willing to pay ..... for the device and
....... for the song.
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Customer development

The customer development method consists of four steps that are designed
to help avoid common mistakes and repeat successful business strategies.

The customer development method was created by Steve Blank in 1990s.
According to Blank, startups are not simply smaller versions of larger, more
developed companies. While larger companies realize known and proven business
strategies, startups must search for new business models. Customer Development
ouides the search for a repeatable business model.
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The four-step process:

1.Customer discovery first captures the founders’ vision and turns it into a series of business
model hypotheses. Then 1t develops a plan to test customer reactions to those hypotheses and
turn them 1nto facts.

2.Customer validation ( approval) tests whether the resulting business model 1s repeatable.
[f not, founders should return to customer discovery.

3.Customer creation 1s the start of execution (realization). It builds end-user need and drives
1t 1nto the sales channel to scale the business.

4.Company buildilgf changes the organization from a startup to a company focused on
realizing a validated (confirmed) model.

CUST . CUSTOMER S CUSTOMER A COMPANY
DISCO VALIDATION CREATION BUILDING

OMER
VERY
T— PIVOT

SEARCH EXECUTION
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Value Proposition
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mrcali.com

contact info and

Watch the VidGO and fill in the gaps. property address

1.Jackie and Justin are thinking of ...
2.Jackie and Justin are curious to
know the ...

3.Jackie and Justin can accept an
Instant competitive ... through Mr.
Cali’s network



https://youtu.be/hTrwlovHGyE?si=Iw2yL8gioR6NRxes
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Value Proposition. Features

J Message that summarizes the advantages a business offers consumers who
purchase its products or services

J A precise solution and the promise of value that consumers might expect from a
business

J Addressing a customer’s issue and presenting a business as a problem solver

d As a result, a value proposition should be viewed as a strategy for attracting
clients, earning their loyalty

A value proposition can be included in the marketing strategy
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Marketing Process

Create value for customers and build customer Capture value from
relationships | customers in return
1
Construct : Cabtine
Understand S an Build i valuz i g
the g integrated profitable |

customer-
driven
marketing
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Martin is the marketing manager of a telecommunications company. He is telling his
colleagues about the marketing mix for a new product.

I. Listen and take notes on the four PS N

Product have everything you need to connect to the Internet,

Price

Placement

Promotion

Did you know?
When people talk about the marketing mix, they often refer to the four Ps:
product, price, placement, and promotion.
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[I. Now listen again and complete the phrases from the presentation

1. The of our cable package are that you get...

2. We will be customers through ads on ...

3. Our product will then be immediately to customers 1n...

4, We will that customers will have ...

5. We haven’t a price yet...

6. Because our product 1s in the phase, our model should...
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. Which words in the box are used to talk about which P? Sort them into the correct category

Advertising appearance  channels of distribution discount financing
list price location logistics media public relations quality
service

Product Price Placement Promotion
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Use the following chart to make notes on the four PS of one of your company’s products or
services. Then use your notes to give a short presentation of the product or service to the class

Product
What are the important aspects of your product?
Why do people want to buy your product?

Price
What factors affect your price?

Placement
When and where 1s your product available to
customers?

Promotion
List the ways 1n which you reach customers.
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v" What is the company’s target market?
v" Why is their product superior to other packages?
v How can they prove that their product is the best?
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s We are

¢ Extensive testing

customers who are .....
that we provide .....

¢ Speed of access 1s

why our product 1s better.

** Another reason 1s that we

every new customer with a free .....
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» Your target customer
» What you do for your customer and how you do it
» How you are better than your competitors

Useful phrases

Our customers are ...

The main benefits our product offers are ...
We provide a superior product by ...
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WHAT IS BUSINESS?

MAKING MONEY BY
PRODUCING OR
BUYING/SELLING PRODUCTS

q'?> WHAT IS BUSINESS MODEL?
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A STRATEGIC PLAN OF HOW A COMPANY
WILL MAKE MONEY OR IN THE OTHER
WORDS - PROFIT

[T IDENTIFIES THE PRODUCTS OR
SERVICES THE BUSINESS PLANS TO SELL
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Distributors,
Wholesalers,

Retailers

Watch a video about business models
Alter watching do the T/F task



https://youtu.be/JzLoo8cFJBI?si=i1Wt89F72KyHkWLA
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Decide whether the statements are true or false
1. THE SUPPLY CHAIN CONSISTS OF DISTRIBUTORS AND  FALSE

RETAILERS.

2. A DISTRIBUTOR BUYS PRODUCTS FROM THE TRUE
MANUFACTURERS.

3. THE DISTRIBUTORS SELL THE PRODUCTS TO THE FALSE
RETAILERS.

4. WHOLESALER SELLS PRODUCTS TO THE RETAILERS. 1RUE

5. THE RETAILERS ARE AT THE END OF THE CHANNEL TRUE

IN THE SUPPLY CHAIN.

1. THE RETAILER’S LOCATIONS ARE CLOSE TO THE FALSE

CUSTOMERS.
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Match the words 1n bold with their definitions

A POINT WHERE TWO SUBJECTS OR ORGANIZATIONS MEET INTERFACE
AND INTERACT.

. TRADITIONAL BUSINESS THAT HAS A PHYSICAL STORE OR BRICK-AND-

STORES WHERE CUSTOMERS MAKE PURCHASES IN MORTAR STORIES
PERSON.

. A SUM OF MONEY THAT IS PAID TO A WORKER FOR EVERY HOURLY RATE

HOUR OF WORK.

. INTENDED TO BE THROWN AWAY AFTER USE. DISPOSABLE
. BEING, EXISTENCE. ENTITY
. PERSON WHO GIVES FINANCIAL OR OTHER SUPPORT TO  PATRONS

AN ORGANIZATION.
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Match the words 1n bold with their definitions

7. PRODUCTS THAT GIVE A HIGH LEVEL OF PROFIT HIGH-MARGIN SALES
COMPARED TO THE AMOUNT OF MONEY SPENT ON

PRODUCING THEM.

8. THE SYSTEM BY WHICH A COMPANY LOOKS INSIDE ITS INTERNAL LABOR
OWN ORGANIZATION TO FIND A SUITABLE PERSON FOR A

SENIOR JOB, INSTEAD OF GIVING THE JOB TO SOMEONE

FROM OUTSIDE THE COMPANY.

0. SOMETHING THAT IS NOT VERY GREAT IN AMOUNT,  LIMITED-SCOPE
RANGE, OR DEGREE.

10. TO PERSUADE SOMEONE TO DO SOMETHING OR GO [URING THEM INTO
SOMEWHERE BY OFFERING THEM SOMETHING THEY

WOULD LIKE TO HAVE.
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Answer the questions

1.

o

WHICH BUSINESS MODEL CONVERTS CUSTOMERS TO A MORE
PREMIUM PRODUCT THAT REQUIRES PAYMENT?

. WHO CAN SELL GOODS TO DISTRIBUTORS, RETAILERS OR DIRECTLY

TO CUSTOMERS?

. WHAT DO THE RETAILERS DO?
. HOW DOES THE MARKETPLACE BUSINESS MODEL GET

MONETIZATION?

. WHAT IS THE STRATEGY OF THE "RAZOR AND BLADE MODEL"?
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NOW YOU KNOW MORE ABOUT BUSINESS MODELS!
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The term market refers to a place
where people
buy and sell things like goods and
Services
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arket:

" Markets can be physical like a retail outlet e.g. “Sportmaster”,
or virtual like an e-retailer like “OZON”, or “Wildberies”.

" Other examples include 1llegal markets, auction markets, and

financial markets.

" Markets establish the prices of goods and services that are

determined by supply and demand.
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Market analysis” or “Market research”
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Market research:

Personal use Business
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What 18
happening 1n
your market?
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Who are your
competitors,

and why they
win, why?
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What customers do
you (or can you)
serve’?
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How are we P 3
performing today and | SUBEESS ‘\‘\\\;g \\N“\\ S § br\\ \\\\
where are external , '\\ BUSINESS S\ L
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Vocabulary:

Income — Jloxon
Estimate — OueHuUBaATH
Expanses — Pacxoppl
Conduct—  YmpaBagaThb
Evaluate — OueHuBaTH
Demand — Cnpoc

Allocate — PacnpegendaTsb
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(Juestions:
S
1) What does calculating a company's earnings potential involve? S

2) Can you give an example of a company's income potential?

3) What steps does a company take to estimate their income potential?

4) Why 1s market research important in determining a company's income potential?

5) How does a company use market research to predict future sales?

6) What factors do companies evaluate to assess the competitiveness of their products?
‘1) How can companies use their forecasted income to make decisions?

8) Why 1s calculating a company's income potential important for achieving financial success?
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Practice task
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The company's potential income
1s calculated as the difference between:

Income Expenses
Quantity of goods variable costs : fixed costs :
q Ol d = Raw material purchase cost = Rent
* Transport costs = Salary
X * Containers, packing * Taxes (Individual Entrepreneur,
, = Others (specifically for 6%)
Price creating a product) = Other (for business purposes

only)
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] ke —
200 rub. 20pcs - 300 rub.
i 100 gr. — 350 rub.
191, - S
H0mh Rl I 1t. — 400 rub.
| 1 kg. — 500
rub.
1 pcs. — 200

rub.
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Make a presentation
Market research Final result
*What 1s happening 1n your market? * How much money will you put

. ' ‘)
*Who are your competitors, and why n your wallet:

they win, why?
*What customers do you (or can you)
serve?

"How are we performing today and
where are external opportunity?
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Answer the questions:

* How many glasses of lemonade will you sell in a month?
* How many oranges, water, etc. do you need for one glass of lemonade?

* How much cost will you have for the purchase of basic components + transportation costs, if
any, for sales per month?

* How many costs will you have once before the start of sales: the cost of a counter, a freezer,
etc., dishes, a trash can.

* How many expenses will you incur in one month: wages to employees (salesperson,
manufacturer, cleaner), rent of a place, income tax of 6% (you can omit the calculation)?

* How much will you pay for other small expenses: advertising, napkins, garbage bags, etc.?

* Sum up all expenses and divide by the number of glasses of lemonade that you plan to sell per
month.

At what price will you sell one glass of lemonade?
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OTBeTbTe Ha BONPOCHI:

* CKO/IbKO CTaKkaHOB IMMOHaAa Bbl NpodaanTe 3a mecsL,?
e CKONbKO anenbCcMHOB, BOAbI U NP. HaA0 Ha OAMH CTaKaH IMMOHaaa’?

* CKO/IbKO 3aTpaT Bbl MOHEceTe Ha 3aKYNKY OCHOBHbIX COCTaBAAOLWMX +
TPAHCNOPTHbIX PACX0A0B, €C/IM OHM ecTb AN1A NPOoAAXK B MecAL,?

* CKO/IbKO 3aTpaT Bbl MOHEeceTe OAWH pPa3 A0 CTapTa NpoAark: CTOMMOCTb CTOMKMY,
MOPO3UIbHOM Kamepbl, rpadprHOB 1 Np., NOCyabl, MyCOpPHOE BeApoO.

e CKONbKO 3aTpaT Bbl MOHeceTe 3a 0AMH MecAL: 3apaboTaHHanA naaTa COTPYAHUKAM
npoaasel, NnpousBoauTenb, yboplmnua), apeHga mecTa, Haaor ¢ goxoaa 6%
MOXHO ONYCTUTb pacyeT)?

* CKONIbKO 3aTpaT Bbl NOHECEeTe Ha NPOYME MENKME PacXoabl: peKnama, CanPeTku,
MYCOpPHbIe NaKkeTbl 1 Np.?

e CNIOXWUTb BCE pacxoabl U NOAENINUTb HA TO KOJIMYECTBO CTaKaHOB IMMOHAa,
KOTopoe niaHuMpyeTe NpoaaTtb B MecsLl.

No Kakoun ueHe Bbl bvaete nnpoaasatb AMMoHan?
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Project Resources
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What Project

Resources Do
You Need?



https://youtu.be/X8fWnD1naTg?si=64jN2_khY8QpmK0V
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Take a look at this photo and tell me what an enterprise
resource planning 1s?

Job
Costing

Finance

Analytics &
Reporting

Human e
Resources %g :

Project
Management

Service

eCommerce

® ] Inventory
=/ | Management
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Enterprise resource ple

syste

'BOY LWKOIJIA 80

nning (ERP) i1s a software

that helps you run your entire business,

supporting automation

resources, manufacturing,

procure

nd processes 1n fine

ent, and more.

1|

nce, hu

supply chain, services,
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LET’S WATCH A VIDEO ABOUT ERP SYSTEM IN ORDER TO GAIN MORE DETAILS

ERP 7
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AFTER WATCHING DISCUSSION:

3 A

» How do you understand the meaning of ERP system?
» And why do the companies need it?

Task I: Take a look at your worksheets. Let’s decide
whether the statement are frue or false.
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Task II: Discuss the advantages and disadvantages of
this system 1n pairs.

» What problems can it cause?

» What aspects will help you in your own business?
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Task III: Match the word with 1ts definition.
Let’s look whether you understood the meaning of
resources’ groups or not. (using your worksheets)
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Task IV: Match the word with its definition. Let’s look whether you understood the meaning of resources’ groups or not

Definitions:

a. activities provided by businesses or organizations for customers, such as repairs, maintenance, or consulting.
b. the department within a company that deals with hiring, training, and managing employees.

c. the management of money, including budgeting, investing, and accounting.

d. the process of making goods or products in large quantities using machinery and labor.

e. the process of obtaining goods or services from external sources, often through auctions or negotiation.

f. the network of companies involved in producing and delivering a product to consumers, including suppliers,
manufacturers and retailers.

o. the act of buying goods or services for a business or organization

Words:

1. supply chain
2.procurement
3.services
4.purchasing
5.human resources
6.manufacturing

'/ finance
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Let’s go deeper and read the text about Project resources.
Then answer some questions:

hat are the four types of project resources?

1y 1S 1t important to pay close attention to human resources in a project?
no are considered external human resources n a project?

nat 1s the project budget and what does 1t include?

Give an example of external funds that can be acquired for a project

How can time be considered as a resource 1n a project?

Wi
Wi
Wi
Wi

1.
2.
3.
23
5.
0.
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Now 1t’s time to create your own project using this recourse

planning system. Work in two teams, please

1)create your topic for realization.

2)create your own sche

e for running your project/business/ use

an example of ERP system. Adapt it for yourself.
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LET’S CREATE A SMALL MIND MAP WITH NECESSARY
RESOURCES FOR YOUR OWN PROJECT/BUSINESS/STARTUP

MIND MAP

%&\ 0

co ¥ og




AHIMMNCKNIM ONA CTAPTAMNOB Implemented by E.S. Asadchaya
r6OY LLKONA 80

Teamwork
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"Finally, you will get success with
team work, team work always smart
work, team work makes the dream

[f you want to go fast,
o0 alone. If you want to
o0 far, go together.

"I can do any things, I can do any, 1t 1S
o0od for personal development, but
every time individual performance may
not be given ultimate results”
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d collaboration

Increasing

/ productivity
strength of mterpersonal

oreat working

confidence environment
_ frust mcreasmg —

What Is Team Work?

N 72
SU(LESS

more
1nnovations



What 1s teamwork?

Teamwork - the combined actions of
a group of people working together
ettectively to achieve a goal.
(Cambridge Dictionary)

ogether

veryone

What can we do to gain Teamwork - 1s ability to work with

the ability of working in others and to help others attain their full
a team? potential and achieve the shared goal.
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Understanding the 5 Types of Team Roles ogefher

=l VEeryone

Innovator Team Player C(:‘:Z"es
Strategist
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5 Types of Team Roles

An effective leader plays a critical role in the success of any team. hey are responsible for guiding the team
towards the end goal, delegating tasks, and ensuring everyone works towards the same objective.

The strategist plays a crucial role in the success of any team. They are responsible for planning and strategizing to
achieve the team’s objectives, analyzing data, and making informed decisions to steer the team 1n the right direction.

The exccutor plays a critical role 1n the success of any team. They are responsible for implementing the plans and
strategies set by the strategist and ensuring that tasks are completed on time.

The innovator plays a crucial role 1n the success of any team. They bring new 1deas and approaches to the team,
generate creative solutions, and challenge the status quo.

The team player plays a crucial role in the success of any team. They are responsible for supporting the team and
ensuring everyone works together effectively.
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2. "Lost on a Desert Island"

Discuss one 1item you would bring along with you
and explain why?

1. Let's distribute your
roles :)
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"21 questions”

Let's play! . .
Asking random questions to each
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Let's play!
"What do we have in common?*

'BOY LWKOIA 80

You have to discover 7 things you have in
common ;)
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"Whodunit?"

You have to write one interesting thing
you've done;)

'BOY LWKOIA 80
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Distribution of areas of
responsibility within the team

Drawing up a

| action plan
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"Coming together 1s a beginning, stayving together 1s progress, and
working together 1s success."— Henry Ford

Many Hands Make Light Work
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Useful vocabulary

employee
employer
employ

hire

Increase

take advantage

A teamwork 1s a group of employees that work together on a team
to perform specific tasks.

Organizations use work teams to take advantage of several
viewpoints and different skills to increase productivity and
Innovation.
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Fast-paced fast-moving
Resource-constrained limited resources

The importance of teamwork in startups

~ Startups are fast-paced and
1 - ever-changing environments
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Foster - to develop particular feeling, situation, or 1dea

Team morale - the amount of confidence felt by a person or group of
people, especially when in a dangerous or difficult situation

Define - to make distinct, clear, or detailed

establish to put into a favorable position

Recruiter - a person who persuades people to work for a company or
become new members of an organization

To align - to join with others 1n a cause

To accomplish - to bring to its goal or conclusion; perform; finish
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Tips for improving teamwork within a startup

Promote a positive attitude
Foster a spirit of collaboration

Encourage creativity and innovation

Encourage open communication
Detine roles and responsibilities

FBOY LWWKOIJA 80

Creativity

Innovation
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Tips for improving teamwork within a startup

Define roles and Foster a spirit of Promote a positive attitude
responsibilities collaboration

1
. Encourage open . Encourage creativity and
' communication ' innovation

N

)OOOE
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What 1s the area of responsibility

A role 1s a person’s place, or seat, on a team
Responsibilities are the duties and tasks assigned to a role
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4 reasons to establish roles and responsibilities

% Increased productivity

Clear roles and responsibilities
increase team productivity.

Improved hiring process
Clarifying job descriptions makes it
easier for recruiters to meet team needs.

Boosted team morale
Giving everyone a specific task to
accomplish can boost team morale.

Reduced time and money spent m
Aligning team members to correct job
roles reduces waste of time and money.
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Why are key responsibility areas important?

1. Motivates employees

2. Encourages time management
3. Improves employee satisfaction
4, Increases productivity

5. Promotes understanding
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Useful yocabulary:

measurable 1f something 1s measurable, it means we can assign a value
to 1t and compare it to other similar things based on that value

to assign to give someone a task or responsibility

to reduce to make something smaller

confusion situation in which people are uncertain about what to do
or are unable to understand something clearly

relevant connected with what 1s happening or being discussed

ensure to make something certain to happen

specific relating to one thing and not others; particular
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Tips for assigning key responsibility areas

» Make goals measurable and specific to help your employees
understand their roles
A specific goal 1s easy to understand and clearly states what you expect

of your employee
To make your goals specific you can clearly explain each step and
provide deadlines or desired results

» Use clear language and divide the tasks by using simple and short

phrases
Using clear language that 1s easy to understand can reduce any confusion

employees might have about their responsibilities.
Try reading each key responsibility area out loud to see if what you
wrote 1S logical and clear.
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Tips for assigning key responsibility areas

» Make it relevant

Ensure that each of your key responsibility areas applies to the
employees' positions. Relevant key responsibility areas mean they
describe tasks the employee actually performs.

» Monitor results

Monitoring results can help ensure your employees are reaching
their goals and performing their tasks.

Another option 1s to hold individual meetings

with your employees to discuss their progress.
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Useful vocabulary:

A quota 1s a limit on the quantity of a particular product that can be
produced, imported, or exported during a specific period.
Compile to collect information from different places and arrange it in
a book, report, or list.
Maintain to keep something in good condition.
Implement to start using a plan or system.
Undertake to do or begin to do something, especially something that
will take a long time or be difficult.

Jack of all Trades
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Chief Technology Officer to handle the technical side;
a marketing specialist for promoting the company, and generating leads;
a salesperson for closing deals;

an accountant to handle payrolls and financial operations;

an HR manager for recruiting new people.
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Project manager Plan and develop the project
Create and lead the team
Monitor and share project progress

Visual designer Produce consistent visual work
Keep team members up to date
with project milestones
Create direction for projects and
ouiding team members

Content writer Research and write copy
Communicate with designers and
managers on progress
Revise copy after receiving
feedback from clients
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To accomplish  [succeed in doing realize, produce, effect, finis
h
To approach get closer to move towards, come
to, reach, near
To achieve cause 1t to happen, usually reach, fulfil, finish, complete
after a lot of effort
Ensure make certain ouarantee, secure, make sure
Clarity make clear clearness
To 1dentify prove or recognize as being a |name, remember
certain person or thing
Allocate to glve some time, money, grant, distribute
space, etc., to be used for a
particular purpose
Bottlenecks something that holds up block, hold-up, obstacle
progress



https://www.collinsdictionary.com/dictionary/english/succeed
https://www.collinsdictionary.com/dictionary/english/reach
https://www.collinsdictionary.com/dictionary/english/near
https://www.collinsdictionary.com/dictionary/english/happen
https://www.collinsdictionary.com/dictionary/english/lot
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How to calculate profit and
manage eXpenses



AHMANCKX ONA CTAPTAMOB

'BOY LWWKOIA 80

Profit
Revenue
Expenses
Loss
Calculate
(Generate
Spend on
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X Entrepreneurship
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1
2
3
73
5.
6
7
3
9

Unintelligent/stupid- Intelligent
Lazy/laid-back- Hard-working
Unimaginative- maginative

Unenthusiastic- Enthusiastic
Old-fashioned- Innovative

Unconfident- Confident

Poorly disciplined- Well-disciplined

Pessimistic-  Optimistic
Disorganized- Organized

10. Hot minded- (o0l minded
11. Motivated- Unmotivated

12. Can barely plan- Can plan well

Hard-working or laid-back?
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Key partners | Key activities What the Customer Customer
(what to do) people get relationships segments
F.ex. Coftfee Forming The staff: Friendly Students
suppliers advertising Flexible work Conversational Teenagers
Coffee bloggers | Analyzing data hours Safe
Drivers Marketing No boss Advertisements
Investors Key resources | High income Want to have a
Supporters Don’t have a car | luxury service
Maps Skilled statf but love to drive | Prefer a cheap
Payment Machines The clients: service
Insurances Brand Convenience
Rating system Channels:
Easy Apps
transactions Social media
Discounts Word of mouth
Exclusive
Fast
Cost structure Revenues
Food Monthly subscriptions
Gas More affordable
Promotion Online sale
Consulting
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Channels of Promotion

start-up
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J Marketing is the process of getting potential clients or customers
interested 1n your products and services. The key word in this definition 18
"process."

L Marketing involves research, promotion, sale and distribution of goods and
Services.

e
return
eborssived

b c,’eatm
..DF ortableteci'“ q“es
ﬂﬂﬂﬂﬂﬂﬂﬂ socletyactlwtles

............ g0 ;:gujggn rof|tso ut|o|l1) tﬂﬁ

nnnnnnnnn

ccccc

ogl lllll
: ety
aaaaaaaaaaa

ppppppppp

commq cat ng sat sfaction: "bl..llld ontribu

epsidfocussas mﬂ‘-‘v brandvalue

E‘i"" - stra __Mv;tegy ales usmt‘a’gfse"‘r
m acglwtyst ronglong tera'n
sreiively Smanagement
B et
eeeeeeeeeeee in
ampay e
sbjeCtives }
saclolosy

nnnnnnnnnn
mmmmmm



AHMANCKX ONA CTAPTAMOB

'BOY LWKOIA 80

ARCINN V= CW BREV'S A
NBC
ESrii M @ | VISA ] bola
Gou " AEROPOSTALE
- E/ JOHN DEERE Rt & Lowsan |

Osc GO\) le /’T/‘i
5 & o D

atat ,
Lonxllm

Walmart (,,,,,pé

“re wiame | re e

T m =

?

y " ‘ @Vdr{
EX(ON | ’ PEPSI S
o -




AHMANCKX ONA CTAPTAMOB

'BOY LWKOIA 80

What does a start-up need to become recognizable?

J Logo- a symbol used by a company to advertise its
products

 Slogan- a short phrase that 1s easy to remember
 Trademark- a name that a company uses for 1ts products
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What 1s the function of the logo?

o A logo 1s a sales tool.

o The main function of the logo 1s to represent the

company 1n the market; with the help of it, consumers
will associate the brand.
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o What ways of promotion a start-up do you know?

o Does a start-up need to create 1ts own website for
promotion? What do you think?
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Task I: Make a list of advantages of using websites to promote your start-up

o What types of business websites do you know?

o Do you think a blog and an online shop will help to attract
customers? Why? Why not?

o What about ads? Will it help to promote the start-up?
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Task II: Make a table. You have to write different types of
advertising and 1ts pros and cons

» online advertising

> flyers

> billboard

> posters in shopping malls and public transport

> ads on television or in magazines and newspapers

» participation of a company in different events, exhibitions and fairs
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What kind of advertising 1s the best from your point
of view?
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Social Media

» What social networks do you know?
» Where do you often see ads?
» What is your favourite social network?

» Do you think social media is a good way to promote the business?
Why?
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Task III: Read the text about Internet Marketing and answer the
following questions:

1. What 1s internet marketing?

2. What 1s the role of Internet marketing?

3. What are the different types of internet marketing?

4. What 1s content marketing?

5. What is SMM and its advantages?

6. What 1s SEO?

7. What are the benefits and disadvantages of Internet marketing?




AHMNCKX ONA CTAPTAMOB

'BOY LWKOIA 80

Task IV: Watch the video about SMM and answer the following questions:

1. What types of advertising were available in 20047

2. What digital channels do we have today?

3. What are the advantages of SMM?

4. What are common forms of content?

5. What social media platforms can Phil use?

6. What options do social media platforms offer?

7. What else can Phil do with the help of social media platforms?
8. What can you do with social media marketing?



AHMANCKX ONA CTAPTAMOB

'BOY LWKOIA 80

Task V: Imagine that you run a company and you need to promote it

-You should come up with the name, logo and motto of your start-up and
choose the two best ways to promote fit.

-You should explain why you've chosen these ways of promotion.
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What channels of
promotion have you learned
today?
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An 1nvestor 1s an individual that puts money 1nto an
entity(something that exists as a single or complete unit) such
as a business for a financial return. The main goal of any
investor 1s to minimize risk and maximize return.
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P | The Investment

An mvestment 1s putting money or allocation of money 1n different assets(the
things that a company owns, that can be sold to pay debts) with an
expectation to earn more in the future.
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Read the text and try to find reasons why it’s really hard to get funding.
There are some words that can be new for you

Viability — ability to continue to live or work successfully

To hire — to borrow, to rent smth

A loss (losses) — the fact of no having something you used to have
Tangible — easy to see so that there 1s no doubt

A pig in a poke 1s something that 1s bought without having been thoroughly inspected often
with negative consequences. A “poke’ 1s a bag

THE BRITISH EXPRESSION

A PIG IN
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Why is it hard for startups to raise money?

[t 1s clear that the search for investors for a startup takes much longer than we probably think. And it 1s
something completely normal. However, we don’t want this to seem overly complicated because these days
when we talk about investor research, it really means going through a handful of databases and websites to
find potential connections to the investment community. Despite the nice numbers, startups struggle to attract
funding. Investing 1n a startup 1s a risky business because according to various estimates, from 50% to 90% of
all new companies fail. And only 1% will be lucky enough to become the next Tinder or Airbnb. Investors
usually pay attention to the following risks:

= Product or technical risk — the risk that something will go wrong with the product, or the 1dea will
not be feasible at all.
= Market risk — the risk driven by competition and demand, the viability of the product and business
model 1n real market conditions.
= Human risk factor — potential losses related to the hiring process and management mistakes.
Also, most startups cannot show any tangible results at the earliest stage: an i1dea 1s all they have, and 1t can be
too vague for investors to understand. This 1s another reason why 1t’s so difficult to get funding. Not everyone
would agree to buy a “pig in a poke” from a hardly known small business.



AHMANCKX ONA CTAPTAMOB

'BOY LWWKOIA 80

Why 1s 1t hard for startups to raise money?

1. You have to go through a handful of databases and
websites, 1t takes a lot of time

2. There are following risks such as product and technical
risk, market risk and human risk factor

3. Most startups cannot show any tangible results and not
everyone would agree to buy a ’pig in a poke™

Animal Idioms

Buy a pig in a poke .{

to buy something without
seeing it
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Reasons Businesses Fail

The reasons you should get funding

Not satisfyinganeed  Bad business plan

Before we move on to how to find investors, let’s see why
you’d want to find them.

* In theory, you can build a startup without any external
funding. But 1s 1t worth 1t?

Bad location Inflexibility Rapid expansion

2 Investopedia

* After all, a lack of capital 1s one of the most common
reasons small businesses fail.

* On the other hand, investment opens a lot of important
doors to startups.
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Four essential benefits from external investments
A. Extra PR  B. Solid project base C. Higher speed to market =~ D. Additional value

1. Hiring exceptional talent and conducting extensive research 1s expensive. More
funding from the start means more chances to develop your i1dea into a
successful project

2. Additional capital allows you to develop your product faster and increase
marketing and sales efforts.

3 If you attract an investor with a big name, 1t may get your business more media
attention. Also, 1t would make it easier to find more funding in the future.

4. [nvestors can offer more than just money. Since your success will be their

success, they may share some valuable knowledge and connections.
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Four essential benefits from external investments

Solid project base Hiring exceptional talent and conducting extensive research 1S expensive.
More funding from the start means more chances to develop your 1dea into a
successful project

. Additional capital allows you to develop your product faster and increase
Higher speed to market marketing and sales efforts.

[f you attract an investor with a big name, it may get your business more
media attention. Also, 1t would make it easier to find more funding in the

Extra PR future.

N [nvestors can offer more than just money. Since your success will be their
Additional value success, they may share some valuable knowledge and connections.
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Stages Key characteristics Types of investors

= Startups require funding to test the hypotheses about the product, to
develop and test the MVP.

= Pre-seed No income and almost no expenses.

Startups require funding to turn an i1dea into a functioning business.
= No 1ncome, expenses are growing.

& Seed

Product launch and the first sales.

= Startups require funding for further product development and
business growth.

= Expenses are piling up, first income 1s coming 1n.

B Startup
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Stages Key characteristics

= Startups require funding to test the
hypotheses about the product, to develop

and test the MVP.

=« Pre-seed .
=  No income and almost no expenses.

= Startups require funding to turn an idea
Seed into a functioning business.
= No 1ncome, expenses are growing.

* Product launch and the first sales.

% Startup = Startups require funding for further
product development and business
ogrowth.

= Expenses are piling up, first income 18
coming 1n.

rBOY LLUKOIJIA 80
Types of investors

Government grants and subsidies

Network of acquaintances(Family,
Friends, Fools)

Crowdfunding
Angel ivestors
Venture funds

Angel investors
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Summarizing

We’ve learned with you

1. Who 1mvestors are and what an ivestment 1s

2. We found out why 1t 1s really hard to find investments for startup

3. What the reasons of getting funding and benefits of external investments are

4. You got acquainted with four types of investors
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Vocabulary:

- Startup
- Propose a solution
-Target youth audience
- Contribute to advanced regional development
- The potential to scale within/outside the region
- The survey
- The consortium of participants
- Design solution
- Financial plan
- Action plan (Strategy)
- Criteria
- Coworking
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STARTUP INTRODUCTION

COMPLETING A PROJECT ASSIGNMENT
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A STARTUP TO IMPROVE LIFE IN REGION N
THROUGH INNOVATION
CREATE A BETTER FUTURE
FOR PEOPLE IN YOUR REGION!
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An example of completing a project assignment

“Become the designers of your future and propose a solution
to create a youth space that will be interesting to you and your friends
and will form the future staff of the region."

Head of the region

OOPYM | #
HAYYHOW | MOTOAEXD

MOMOZEXM | MHHOBALIAV T

pA3smmrzf4 e q OHAWHOM MONOLEXb
ool g X NOOEXW | MHHOBALWY

PA3BUTUE




AHMANCKX ONA CTAPTAMOB

'BOY LWKOIA 80

The task

[t 18 necessary to develop a project to create a youth space
1n the region according to the following requirements:

The object should:

- be based on the personnel available in the region

- have a target youth audience

Parameters - take 1nto account the best Russian/international practices and

formats for creating youth spaces

- form the staff resources of the region and/or contribute to
advanced regional development

- have the potential to scale within/outside the region
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Step 1. The concept of youth space
DETERMINATION AND JUSTIFICATION OFTHE CHOICE
OF THE CENTER'S SPECIALIZATION
Competencies 1n several areas were assessed 1n the region:
art space, center for Youth Initiatives and sports center @%ﬁ%ﬁ"ﬁﬂ%AAwm
according to the same criteria \IIEHTP

YOUTH SPORTS NATION




AHMANCKX ONA CTAPTAMOB

'BOY LWKOIA 80

Step 2. The Survey The target audience and the consortium of participants

-More than 80% of respondents are interested in creating a Ski and Sports
Traming Centre and more than 72% of respondents are ready to attend the
events regularly;

- More than 35% of respondents expressed their willingness to become
residents of coworking and try their hand at creating technology startups;

-Among the key success factors of the centre were named: networking
and the opportunity to communicate with the well-known athletes 1n the
region (65% of respondents), the opportunity to participate in research
and experiments of the centre; (Thus a list of the events for the target
audience has been compiled)

The target audience:
- Students studying 1n the profile of the centre and/or student athletes

- Students aged 13-25 who are interested 1n sports and medicine

Consortium

of participants:
-Medical university
with the Department
of Physical Therapy
and Sports Medicine
-The “Polet” ski complex
with a sports training base
-The “Metel” Ski Club
-Regional company
for the production

of sports equipment
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Step 3. Format

- Centre for Youth Initiatives
- Art space
- Sports facility

Formats

As a result a focus was chosen on the creation
of a Smart Sports Sk1 Training Center (SportNet)
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Step 4. Design solution
SELECTION OF AN OBJECT/TERRITORY FOR PLACEMENT

Former

C rite I'ia cinema

- The state of the object

- Accessibility for the audience Industrial

- Sufficiency of space | zone
Sports and
recreation
complex
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Step 4.1. Design solution
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SELECTION OF AN OBJECT/TERRITORY FOR PLACEMENT
The state Accessibility Sufficiency of
of the object for the audience |space
former cinema bad good bad
r 8 | industrial zone bad bad oood
sports complex good good good
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Step 4.2. Design solution
SELECTION OF AN OBJECT/TERRITORY FOR PLACEMENT

The state of the object

The facility 1s 1in good condition and does not require
major repairs

Accessibility for the target audience

The object 18 located within walking distance (less than 15
minutes) from the university.

The distance to the ski complex 1s less than 30 minutes by
car

Sufficiency of space
The area 1s 500 sq.m with high ceilings 1s sufficient
and allows the redevelopment of the room
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Step 4.3. Design solution

Plan of the Smart Centre

Total area: 500 sq.m

'BOY LWKOIA 80

-Experimental training zone: exercise equipment 5-6 sq.m per person (15 items),

aerobics 2 sq.m per person (20 people) +10%

-Cinema/ Lectorium 1,5 sq.m per person +30% (50 people)

-Coworking 4.5 — 6 sq.m per person + 20% (15 people + mentor)

-Laboratory

-Utility room about 15% of total area

Training
zone

Cinema/
Lectorium

Laboratory

Utility room




Step 4.4. Design solution

Plan of the Smart Centre

Total area: 500 sgq.m

-Experimental training zone: 150 sq.m
-Cinema/ Lectorium; 100sg.m
-Coworking: 120 sg.m

-Laboratory: 60 sq.m

-Utility room: 70sg.m
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Step 4.5. Design solution

Plan of the Smart Centre

Total area: 500 sg.m

-Experimental training zone: 150 sg.m
-Cinema/ Lectorium: 100sg.m
-Coworking: 120 sg.m

-Laboratory: 60 sg.m

-Utility room: 70sgq.m
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Training Cinema/

Zone Lectorium Laboratory

Utility
room
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Step 4.6. Design solution

- The colour scheme
|
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Step 4.7. Design solution

Coworking Laboratory

Cinema /lectorium
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Step 5. Financial plan

-The project budget is 250 million rubles
-Sponsors
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Step 6 Action plan (Strategy)
I/1I term II term III term IV term
Laboratory - Research plan -Conducting research
[ term Conducting popular science events and publications
Signing of the consortium -Recruitment of research Conducting popular science
agreement Interns events and publications
. -Formation of the center _ _ _

Coworking  team (search, selection) -Search for residents -Operational support for residents

Development of a design  -S1gning contracts with -Holding regular meetings with mentors

project and repair work r68311den.t3 d trainine of Holding regular pitch

-delection and tramning o Jsessions
mentors
Lecture Hall - Website creation Holding regular events and meetings according to the
II term - Preparation of an action approved schedule
S : 1 plan Films about sports /competition analysis

-Selection and purchase - :

of equipment E Announcement of events Lecture on sports -Lecture on healthy lifestyle

_Tnstallation of technologies -Laboratory lectures

equipment - - Meeting with athletes
Experimental Current training sessions

training zone Continuous coaching support
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The project assignment
To come up with a startup for the development of the school territory —

the square 1n front of the sports ground (The budget 1s 4.5 million rubles)

11111

Criteria for evaluating
the startup

-Unique 1dea

-A constructive reasoned
solution 1s proposed
-The design solution 18
described 1n detail
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The format of the final presentation
PRESENTATION STRUCTURE
-The title page 1 slide
-Presentation of the team 1 slide with photos, experience, roles of participants
participants
Executive Summary | slide that briefly reflects the project, as well as what value the client will
of the project receive from the implementation of this project
Project solution 9-10 slides project sections
Conclusion Achievements/diplomas
Applications Data sources for the solution: interviews (for example, with potential

partners/ youth/consortium members), detailed financial calculations, open
data and analytics (including from online sources)



