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SESSION GUIDANCE NOTES
10 minutes

Tell: The purpose of this meeting is to introduce potential participants to the 9 
Conversation programme and to explore business ideas and agree on expectations.
Have everyone in the room introduce themselves briefly.

Preparation
Paper/digital device to collect names and contact info of those who want to sign up 
at the end of this meeting.
This presentation and a way to project it so that everyone can see it.
Presentation link: 
https://docs.google.com/presentation/d/1plfn6IhWOirU73Esl8PyB79Yq4VP7hbnM8
M4KiqWVuE/edit?usp=sharing 

9 Conversations 
Preparatory meeting

https://docs.google.com/presentation/d/1plfn6IhWOirU73Esl8PyB79Yq4VP7hbnM8M4KiqWVuE/edit?usp=sharing
https://docs.google.com/presentation/d/1plfn6IhWOirU73Esl8PyB79Yq4VP7hbnM8M4KiqWVuE/edit?usp=sharing


SESSION GUIDANCE NOTES

Tell:  What this meeting is about (read from slide only)

Agenda (for your information only)
Slide 2  Greetings & introductions  10 minutes
Slide 3: Your business idea 30 minutes
Slide 4 Description of the 9 Convos programme 15 minutes
Slide 5-7 programmes principles  5 minutes
Slide 8 tour of the 9 weeks  5 minutes
Slide 9, 10, 11 Contacts, diary, badges  5 minutes
Slide 12 Expectations 30 minutes
Slide 13 Tools (including the app) 10 minutes
Slide 14 SMART goals 10 minutes
Slide 15 Sign ups, goodbyes  5 minutes

This meeting

Two parts

• Part 1: Information

Pause

• Part 2: Which tools will we 
use?



Your idea

Dream

Challenges

SESSION GUIDANCE NOTES
30 minutes

Group activity
Discussion. Start by asking if anyone already has an idea about starting a business, 
perhaps based on previous experience in the home country. 
Where do the ideas come from? Previous experience? Old dreams? Observations of 
things which could be better or which are lacking in their new home country (maybe 
because of cultural differences)? 
5 minutes to think of their own ideas followed by collation of the ideas on a 
whiteboard/flipchart and a discussion.
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What will we 
do?

SESSION GUIDANCE NOTES
15 minutes
 
Description of the programme
 The two most important aspects include 

● learning about the Business Model Canvas (pictured) to give us a way of 
telling stories about our business (to banks, authorities, suppliers and 
customers) and extending our network by setting up meetings and 

● contact with people who can help us fill in the detail on the BMC

4



We will help 
each other

SESSION GUIDANCE NOTES
Tell: In a small group of maximum ten people.
You will help each other by listening to each other, giving ideas and giving supportive 
feedback to each other. Also by maybe joining forces where it makes sense, when 
planning extra meetings.

5



SESSION GUIDANCE NOTES
Tell: Explain that we can help each other by inviting relevant professionals to talk to 
us or by setting up meetings with useful people who can help us with our business 
idea.

We will speak to key people

This Photo by Unknown Author is licensed under CC BY-SA This Photo by Unknown Author is licensed under CC BY-SA-NC

https://geobrava.wordpress.com/2017/07/06/more-hybrid-cloud-supply-chain-management-solutions/
https://creativecommons.org/licenses/by-sa/3.0/
https://www.flickr.com/photos/kjelljoran/4954979849
https://creativecommons.org/licenses/by-nc-sa/3.0/


SESSION GUIDANCE NOTES
Tell: Explain that an important aspect of the 9 Conversations programme will be to 
continue talking with each other during the meetings about what you have achieved, 
the challenges you still face and what your next steps should be.

And share what we learn

This Photo by Unknown Author is licensed under CC BY-NC-ND

http://innovationforsocialchange.org/storytelling-social-change/
https://creativecommons.org/licenses/by-nc-nd/3.0/


SESSION GUIDANCE NOTES
5 minutes

Take participants on a quick tour of the diagram starting in the top left hand corner 
to give a tour of the 9 weeks. It will be possible to move some of the blocks around if 
required.

What does the programme look like?



Contacts and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
Tell: This will be a key part of the programme and you have to be prepared to pick up 
the phone, email and set up meetings. 

Note that this may be very challenging to some participants (because of language 
barriers, culture or personality).

9



SESSION GUIDANCE NOTES

Tell
It is important to note what you have learned in your own way. 
There is a learning diary section in the app or you could do it in the old-fashioned way 
using pencil and paper. 
You could also add your learning diary entry to the bottom of this page if you have it 
on paper. 
It could be a video diary. 

Prompt questions
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
How are you meeting your SMART goal?

Learning diary



Badges

You may want to 
complete the badges 
for the programme.

SESSION GUIDANCE NOTES
Explain that there are a series of 10 badges that participants can work for to get 
recognition for participation in the programme.

11



SESSION GUIDANCE NOTES
Tell: It is important not to over-promise but paths forward will be shown at the end 
of the programme.

Will I be ready to start 
a business in 9 
weeks?

No, but you will have a head 
start….

You will be clear about what you 
need to do to get going!

This Photo by Unknown Author is licensed under CC BY

https://rincondelemprendedor.es/2a-convocatoria-de-magis-team/
https://creativecommons.org/licenses/by/3.0/


Expectations

This Photo by Unknown Author is licensed under CC BY

SESSION GUIDANCE NOTES
30 minutes 

Group activity
It is important to find out the expectations of the potential participants. 
Give 5 minutes thinking time. 
Participants write their expectations on paper PostIts or their devices.
Collate the expectations and then see if they include the following:

● They must not expect the facilitator to be a teacher. 

● They must be prepared to communicate in a common language. 

● They must be proactive. 

● They must be willing to share their experience and prior knowledge. 

● They must be prepared to contact key people who are not in the room. 

In the end produce a short set of expectations 3-6 items, that all can agree on using a 
flip chart sheet or smaller piece of paper. 
These expectations will be re-visited at every meeting to ensure that the programme 
is meeting expectations as part of the quality control process.

13

http://cute-pictures.blogspot.com/2011/08/75-free-stock-images-3d-human-character.html
https://creativecommons.org/licenses/by/3.0/


Part 2: Which tools 
will we use?

Do you know how to

• Install the 9 Conversations app on Android

• Use a mobile phone & SMS

• Use email 

• Access webpages on your phone

• Take a  photo 

• Record video or audio

• Create a document on a PC  

SESSION GUIDANCE NOTES
15 minutes 

This is just a checklist. 
Go through the list and show for example how to download the app, find their email 
and so on.
By now those really interested in the programme know if they want to join or not so 
you could encourage them to install the 9 Conversations app if they have an Android 
phone. 
The last item is not so important.

14



SMART goals

SESSION GUIDANCE NOTES
10 minutes

Group activity
Explain what a SMART goal is and why it helps and ask participants to formulate their 
own SMART goal relating to the completion of the 9 Conversations programme. 
These can be worked on and brought to the first meeting when they will be shared.
 
Background information 
SMART goals https://www.mindtools.com/pages/article/smart-goals.htm and includes 
this 3-minute video https://youtu.be/OXA6gfzFA24 

15

https://www.mindtools.com/pages/article/smart-goals.htm
https://youtu.be/OXA6gfzFA24


SESSION GUIDANCE NOTES
Collect applications to join (names and contact info on a piece of paper or digitally). 

Preparation: Consider swapping the slide image with a map of the meeting place.

Do you want to join? First meeting: Date and location



These first two slides are aimed at the facilitator to explain how to use the slides/PDF.

9 Conversations 
Using these slides



How to use these slides

There are 10 slide decks in all; one for the preparatory meeting and 
one each for the following nine steps.

Each slide deck takes you through one meeting or one step.

Each slide prompts the group in how to spend the next time period 
(see notes)

You do not need to have the slides projected during the whole 
meeting.

Printing these slides with the notes creates a workbook for participants 
and a guide for the facilitator.

You can print the slides with notes on paper or digitally as a PDF.

Look for notes here underneath each slide when showing in the design view of 
presentation software such as Google slides or PowerPoint  to guide you in what is 
supposed to happen as you progress through each meeting.

2



9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES
10 minutes
*Key slide*

 Welcome the group and have everyone introduce themselves.
The slide shows the icon for the badge for this step.

Objectives
To find out about the one-page tool, BMC, you will be using to describe your new 
business idea 
To find out about a local example of a new refugee business 
To try mapping an example business to a blank BMC 
Be able to explain the local example or just the blank canvas in your own language

3



Agenda

Introductions 10

Programme         5

The 9C app 10

Badges                  5

Programme BMC 10

Expectations   10

Smart goal 10

Your idea 10

Look at blank canvas 10

Introduction to the BMC 15

Hear a story and add to a BMC 15

Plans 15

SESSION GUIDANCE NOTES
The group may wish to vary the session structure by agreement.
This is a very tight schedule for a 2-hour session.

4



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Explain the 9-week programme timetable using the diagram and answer any 
questions about online tools, location, expectations.
Explain that the two main goals will be for you to 

*Contact people and organisations who can help you add detail to your business idea
* Become confident in telling the story of your business idea to your bank, suppliers, 
customers and so on by using the Business Model Canvas template as a storytelling 
guide.

In this session we will have a look at the Business Model Canvas template and start to 
use it with a local example.

5



The app

Android app gives you access to 

• useful information
• video stories
• self-evaluation tool
• learning diary

SESSION GUIDANCE NOTES
10 minutes

The 9 Conversations Android phone app is available in several languages.
Show how to find it in Google Play Store and explore the app.

6



Badges

You may want to 
complete the badges 
for the programme.

SESSION GUIDANCE NOTES
5 minutes

Explain the possibility of badges.
Explain that there are a series of 10 badges that participants can work for to get 
recognition for participation in the programme.
The facilitator should take the names of those interested so that you can set up the 
badging process for them.

7



The programme

What do I get out of it?

SESSION GUIDANCE NOTES
10 minutes

Go through the diagram explaining the costs and gains for the individual presented in 
the format of  a BMC. 
Note that it may seem odd to present advantages and disadvantages in this way but 
the structure used is the BMC template which you will be working on for the rest of 
the programme.

8



Your 
contribution to 
our 
expectations 

This Photo by Unknown Author is licensed under CC BY

SESSION GUIDANCE NOTES
10 minutes 

Expectations: Show a summary version of the expectations that were agreed in the 
information meeting. Otherwise go through the following process.
Give 5 minutes thinking time. Gather expectations and then check if they include the 
following:

You must not expect the facilitator to be a teacher.
You must be ready to communicate in a common language.
You need to be proactive.
You must be willing to share their experience and prior knowledge.
You must be prepared to contact some people who are not in the room.

 Explain that we can use these to help us see if we are on track or if we need to make 
changes to our expectations.
Look at the expectations list and suggest what can be your contribution to meeting 
these.
The expectations will be one way of checking the quality of what we are doing.

9

http://cute-pictures.blogspot.com/2011/08/75-free-stock-images-3d-human-character.html
https://creativecommons.org/licenses/by/3.0/


SMART goals

SESSION GUIDANCE NOTES
10 minutes

Group activity
What is your SMART goal for the programme?
Remind the group what a SMART goal is and why it helps and ask participants to 
share their own SMART goal relating to the completion of the 9 Conversations 
programme. 
 
Background information 
SMART goals https://www.mindtools.com/pages/article/smart-goals.htm and includes 
this 3-minute video https://youtu.be/OXA6gfzFA24 

10

https://www.mindtools.com/pages/article/smart-goals.htm
https://youtu.be/OXA6gfzFA24


Your idea

The dream

Challenges

SESSION GUIDANCE NOTES
10 minutes 

This is a continuation of the discussion that started in the information meeting.
Discuss: Where do business ideas come from? 
Your business idea  can change during the programme. 
Think about
What can you do? 
What do you want to do? 
What do you lack here in your new country? 
What is missing from your local area (that you could provide)? 
Include cultural differences that could help or hinder.

11



SESSION GUIDANCE NOTES
10 minutes
*Key slide*

You should have a paper copy of a blank BMC or access a blank online version. You 
will fill it in sector by sector as the weeks go by. 
Online BMC tool https://canvanizer.com/choose-canvas  

Note that going from left to right on the diagram takes you from the 
production/preparation to the consumer.

12

https://canvanizer.com/choose-canvas


SESSION GUIDANCE NOTES
15 minutes
*Key slide*

Remember how we showed the costs and benefits to you of doing the 9 
Conversations programme in Slide 5? 
In this video you will see how we can use the same structure to describe a business.
Watch the video which explains the Business Model Canvas and answer any 
questions.

13

http://www.youtube.com/watch?v=QoAOzMTLP5s


Local Business 
Model Canvas 
example

SESSION GUIDANCE NOTES
15 minutes
*Key slide*

NOTE: You should replace the example video above with one local to your group.

Watch the  description https://youtu.be/GuVI4L2t-gE of this local refugee business.  
Discuss with the group what information could be added to a blank BMC about this 
business. 
Note that the video does not enable you to add much detail and that some sectors 
might be blank.

14

http://www.youtube.com/watch?v=GuVI4L2t-gE
https://youtu.be/GuVI4L2t-gE


Contacts and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
15 minutes 
*Key slide*

Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-ma
king-connections-that-will-pay-off

15
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SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

Next time we will be meeting at xxx
• Date
• Date
• Date
• Date
• Date
• Date
• Date
• Date

SESSION GUIDANCE NOTES

Share contact info? 
Dates and locations of future meetings

17



Information
Slides online here 

BMC English https://youtu.be/QoAOzMTLP5s

Networking advice https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-making-connections-that-will-pay-off

Williams Skrædderi https://youtu.be/GuVI4L2t-gE 

First part of Business Model Generator book free from 
https://www.strategyzer.com/books/business-model-generation  

https://www.designabetterbusiness.tools/tools/business-model-canvas 

9 Conversations FAQ her https://9conversations.no/faq-prototype/

Free BMC template here

Free online Business Model Canvas template tool here.

Learning diary  here

SESSION GUIDANCE NOTES
Information and links relevant to this step
https://docs.google.com/presentation/d/1iAa81rljW682x0Wm1vXZ5gvKoe3Jjacd64M
KAGrEhYM/edit?usp=sharing 

18

https://docs.google.com/presentation/d/1iAa81rljW682x0Wm1vXZ5gvKoe3Jjacd64MKAGrEhYM/edit?usp=sharing
https://youtu.be/QoAOzMTLP5s
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-making-connections-that-will-pay-off
https://youtu.be/GuVI4L2t-gE
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/canvas/business-model-canvas
https://canvanizer.com/new/business-model-canvas
https://docs.google.com/forms/d/e/1FAIpQLScCPYpslTeDOaBY476s1_o_9NQw05F1fQxHQo1YeHvtbA-_pA/viewform?usp=sf_link
https://docs.google.com/presentation/d/1iAa81rljW682x0Wm1vXZ5gvKoe3Jjacd64MKAGrEhYM/edit?usp=sharing
https://docs.google.com/presentation/d/1iAa81rljW682x0Wm1vXZ5gvKoe3Jjacd64MKAGrEhYM/edit?usp=sharing


Get the badge

To earn this badge, you must:  

* create a short summary description of 
either the local case study or the Business 
Model Canvas template in their native 
language to share with the group, in text, 
audio or video (max 1 text page or 3 
minutes media) 

* add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this task by posting to …. [link]

SESSION GUIDANCE NOTES
This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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If you want to take it further

Complete the badge for this session.

Start completing the EU Skills Profile for third country nationals. You 
will then be able to support your colleagues in the next session.

SESSION GUIDANCE NOTES

For participants who want to achieve more in between the programme sessions.

20
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 2: Your skills
The main aim of this session is to look at you and your skills and experience for 
running a business.
We will introduce you to a few tools to help you with this.

The aims of this session include
● To show your skills to people who can help you start your business. 

● To recognise all the relevant skills that you already have 

● To see where you are already on the competency tool 

● To recognise the skills that you lack and could work on 

● To complete the EU skills profile so that it can be shown to others 

● To develop your business idea more so it matches your EU Skills profile 

1



Agenda in minutes

Where we are now  5

Expectations  10

Who am I? 5

Self-evaluation 30

EU Skills profile 50

Report on contacts 15

Wrap up (diary etc)   5

SESSION GUIDANCE NOTES

You may decide to spend more time in some areas and less time on other areas.

2



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
10 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group in 
Step 1 (or the information meeting).

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?
Invite those who completed Badge 1 to share their presentations.

4



Who 
am I?

SESSION GUIDANCE NOTES
5 minutes

Why it is important to be able to describe yourself, skills, experience, qualifications 
etc
We will be exploring two tools in this session. 

1. The self-evaluation tool that tells you where you are on your business skills

2. The EU Skills profile tool so that you can show others in your new country 
what you have already achieved.

5



SESSION GUIDANCE NOTES
30 minutes
*Key slide*

The self-evaluation tool is in the app (images are app screenshots). 
What is the connection between self-evaluation and the BMC?  The self-evaluation 
tool is based on the EU’s list of skills for entrepreneurs known as the EntreComp 
framework.
If you cannot use the app then you can see the levels here: 
https://9conversations.no/self-evaluation/ 

Self-assessment 
tool

https://9conversations.no/self-evaluation/


EU Skills profile

SESSION GUIDANCE NOTES
50 minutes
*Key slide*

How to use the EU Skills Profile tool https://ec.europa.eu/migrantskills/#/ 
Use the guidance document here [link]

7

https://ec.europa.eu/migrantskills/#/


Contacts and 
meetings
• Meetngs

• Email

• Phone

SESSION GUIDANCE NOTES
15 minutes
*Key slide*

This is a repeat of the same slide in Step 1 and should be used to check that contacts 
are being made and to share tips to make the process easier.
The approach should now be used to plan concretely the local business survey to be 
undertaken before next week and how you  plan to find out which businesses are already 
in your area. Find out what the area lacks, what the area has enough of and maybe what it 
has too many of.
Step 3 goals include:
To find out what type of businesses are in your area already 
To link what you find out about your local area to the skills you included in your skills profile 
To find a general business idea for yourself that fits your skills and where you live 
To be able to tell other people about your business idea in a short and simple way

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.

8



SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings
We will be meetingt [location, date and time]

• Date, location

• Date, location

• Date, location

• Date, location

• Date, location

• Date, location

• Date, location

SESSION GUIDANCE NOTES

Ensure participants are clear on the details of the next meeting.
Share contact info? 
Pool transport?

10



SESSION GUIDANCE NOTES

On the left are links mentioned in the session.
On the right are links that are generally relevant to the progrmme.

Info og links

• These slides here:  
• BMC English 

https://youtu.be/QoAOzMTLP5s 
• Self-evaluation rubric 

https://9conversations.no/self-eval
uation/ 
• Paper version of spiders web self 

evaluation tool.
• EU Skills Profile Tool  
https://ec.europa.eu/migrantskill
s/#/

Extra info
• First part of Business Model Generator 

book free from 
https://www.strategyzer.com/books/b
usiness-model-generation   
• Free online BMC template 

https://www.designabetterbusiness.to
ols/tools/business-model-canvas  
• 9 Conversations FAQ  

https://9conversations.no/faq-prototyp
e/

https://docs.google.com/presentation/d/1QSkyOn6Ts9slO7OZg07PESEoBdjaRIYVbXVtJcrP8B4/edit?usp=sharing
https://youtu.be/QoAOzMTLP5s
https://9conversations.no/self-evaluation/
https://9conversations.no/self-evaluation/
https://drive.google.com/file/d/1g529KjhhclAOr8XXHmStsRj5R1pwy5-O/view
https://ec.europa.eu/migrantskills/#/
https://ec.europa.eu/migrantskills/#/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/
https://9conversations.no/faq-prototype/


Get the Badge

To earn this badge, you must:   

• complete a first self-assessment using 
the competency tool (submit a screen 
shot)

• complete the Euro Skills Profile for 
Third Country Nationals 

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions 

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES
This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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If you want to take it further

Complete the badge for this session.

Plan your visit to survey the businesses of the local area.

Consider preparing a video presentation of yourself/your business idea 

Consider setting up a Linked In profile

13



9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge3: The local business landscape
The main aim of this session is for you to find out more about business in your local 
area, especially those related to your own business idea.

To find out what type of businesses are in your area already 
To link what you find out about your local area to the skills you included in your skills 
profile 
To find a general business idea for yourself that fits your skills and where you live 
To be able to tell other people about your business idea in a short and simple way

1



Agenda in minutes

Where we are now   5

Expectations  5

Report on local survey 75

Contacts and meetings 20

Wrap up (diary etc)   5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

2



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your  agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



Share your local area findings

Each participant does the following: 
Share your story and video about 
your business idea and how it fits in 
the local environment that you 
explored during the week. 
Answer your group’s questions 
about your story  
Listen to your group’s other stories  
Ask questions about the other 
stories you hear

SESSION GUIDANCE NOTES
75 minutes
*Key slide*

Discussion and reporting back on what you have discovered about the local area in 
relation to your business idea. 
Allocate the time so everybody gets a chance to tell their story and answer questions.
When everyone has told their story and answered questions, the group could try to 
come to some general conclusions about what they found.
Some sample areas could be:

- business hours

- prevalence of some businesses compared to others eg tailors, barber shops, 
cafes

- cultural differences

- pricing conventions
This activity gives you practice in telling a business story.
The group could also invite a local refugee business to tell their story and answer 
their questions (could be the same business as in Step 1).
The group can also collate and pool information about useful information sources in 
the area. eg web links to local business advisory services and so on.

5



Contacts and 
meetings

Who is on your contact list?
Who should be on it?
How do you make contact 
with the right ones?
• Meetngs

• Email

• Phone

SESSION GUIDANCE NOTES
20 minutes
*Key slide*

This should be a key step for the development of your networks. You should have a 
great deal to talk about after their survey during the week.
Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings to be set up before next week.
Talk about how to find relevant people and organizations that you can contact about 
your business idea.
Exchange ideas on how to find out local information, e.g. Libraries, online portals and 
so on.

How will you keep a record of who you contacted and what the result was.
This is important to configure from the beginning.
Your contact list

● Who's on it?

● Who should be on it?

6



● How did you get hold of the right ones?

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.



SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

We will be meetingt [location, date and time]

• Date, location

• Date, location

• Date, location

• Date, location

• Date, location

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?

8



Get the Badge

To earn this badge individuals must:  

• be able to share to the group how their 
business idea fits the local context 
(either as a presentation, video or text) 
and answer group questions  

•  have prepared at least one feedback 
comment or question to ask a group 
colleague about their account  

•  add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES
This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.

9



SESSION GUIDANCE NOTES

On the left are links mentioned in the session.
On the right are links that are generally relevant to the progrmme.

Info og links

• These slides here:  
• BMC English 

https://youtu.be/QoAOzMTLP5s 
Direct links to the 3 items below also 
on the app
• Self-evaluation rubric 

https://9conversations.no/self-eval
uation/ 

• Paper version of spiders web self 
evaluation tool.

• EU Skills Profile Tool  
https://ec.europa.eu/migrantskill
s/#/

Extra info
• First part of Business Model Generator 

book free from 
https://www.strategyzer.com/books/b
usiness-model-generation   

• https://www.designabetterbusiness.to
ols/tools/business-model-canvas  

• 9 Conversations FAQ  
https://9conversations.no/faq-prototyp
e/

https://docs.google.com/presentation/d/1V1bYMnBauq2mdmOIxjNpZ4H6y4qlACWUy9H6xcZTwQ4/edit?usp=sharing
https://youtu.be/QoAOzMTLP5s
https://9conversations.no/self-evaluation/
https://9conversations.no/self-evaluation/
https://drive.google.com/file/d/1g529KjhhclAOr8XXHmStsRj5R1pwy5-O/view
https://ec.europa.eu/migrantskills/#/
https://ec.europa.eu/migrantskills/#/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/
https://9conversations.no/faq-prototype/


If you want to take it further

Complete the badge for this session.

Read pages 20-25 in the free sample of the BMC book.

11



9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 4: The Value Proposition Canvas
The main aim of this session is to start filling in the BMC starting with what you are 
offering and who you are offering it to.
In this step you will:

● Find out what benefits customers get from my service/product 

● Be able to explain the different types of customers I can expect 

● Be able to present or critique the BMC of two participants 

1



Agenda in minutes

Where we are now 5

Expectations 5

The VPC 45

Your VPC 30

Add your VPC to BMC 20

Contacts and meetings 10

Wrap up (diary etc)  5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

2



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



Linking customer segments and value 
propositions

SESSION GUIDANCE NOTES
5 minutes/45
*Key slide*

The aim of this slide is to show you the two sectors of the BMC we will be working 
with in this session.
Remember that on the left hand side we see the productions side of the business and 
on the right hand side we see the customer side of the business.
This session is about the importance of the business idea (the value proposition) and 
how it needs to closely match the customer segments.

5



The Value Proposition

SESSION GUIDANCE NOTES
20 minutes/45
*Key slide*

 Watch and discuss the video https://youtu.be/ReM1uqmVfP0 
For example if you had to suggest some quiz questions on it, what would they be?

6
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SESSION GUIDANCE NOTES
15 minutes/45
*Key slide*

Discussion questions
We often like to start with our product or service but really we should talk first about 
who our customers will be.
What do you know about your future customers?
Can you answer the questions on the slide?
Have any of your external meetings so far helped you to answer any of the 
questions?
If you do not understand any of the questions then we will work together to find out 
more.

Task
Each person in the group should list all their different types of customers, describe 
them and then see if they can put them into groups eg business to business, private 
etc.

Customer 
segments

• Who are we making value 
for?

• Which are our most 
important customers?

• Mass market

• Niche market

• Segmented

• Differentiated

• Multiple platform



SESSION GUIDANCE NOTES
5  minutes/45
*Key slide*

Can you answer the questions about your proposed product or service?
Which are the most relevant questions for your idea and how would you answer 
them?

Value 
proposition

Activities

• What value do we deliver to 
the customer?

• Which of our customers’ 
problems do we help to 
solve?

• Which range of products or 
services do we offer each 
customer segment?

• Which customer need do we 
meet?

Characteristics

• Novelty value

• Value

• Customer support

• Solving a problem

• DesignBrand/Status 

• Cost reduction

• Risk reduction

• Accessibility

• Comfort/ease of use
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SESSION GUIDANCE NOTES
20 minutes
*Key slide*

You will be building your VPC and these questions will help you. You may not need all 
the questions.

This image is not clear enough and is not cleared for copyright.
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Value Proposition Canvas example

SESSION GUIDANCE NOTES
10 minutes

Preparation
Remember to replace the video with a local example.

Activity
Can we add some post-its to a BMC template?
Can we try answering some of those VPC questions for our local case study?

10

http://www.youtube.com/watch?v=GuVI4L2t-gE


Din tur

SESSION GUIDANCE NOTES
20 minutes
*Key slide*

Complete one VPC for each type of customer. It is a good idea to colour code each of 
the different types of customers.
Tell the group about how your customers and value proposition are a good fit (where 
the two halves of the image meet in the middle).
Add one or two of the most important VPCs to your BMC 

11



Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes 

How are you going to test one of your new VPCs?
Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-
making-connections-that-will-pay-off 
Report back on useful local sources of information, meetings or phone calls 

12
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completed.
Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.



SESSION GUIDANCE NOTES
5 minutes:

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

*Prompt questions*
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

We will be meetingt [location, date and time]

• Date, location

• Date, location

• Date, location

• Date, location

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?

14



Info and links

• These  slides  XXX

• VPC English https://youtu.be/ReM1uqmVfP0 

which is the video on this webpage  
https://issuu.com/business.model.innovation/docs/vp
d_sneakpeek 

Available from the app

• Williams Skrædderi https://youtu.be/GuVI4L2t-gE  

• Self-evaluation rubric 
https://9conversations.no/self-evaluation/ 

Extra info

• First part of the Business Model Canvas book (see 
pages 20-25) 
https://www.strategyzer.com/books/business-mode
l-generation   

• https://www.designabetterbusiness.tools/tools/busi
ness-model-canvas  

• First 100 pages of the Value Proposition Canvas 
Book here: 
https://issuu.com/business.model.innovation/docs/
vpd_sneakpeek 

• Value proposition canvas from 
https://www.strategyzer.com/canvas/value-proposi
tion-canvas   

• Value Proposition download 
https://www.designabetterbusiness.tools/tools/valu
e-proposition-canvas  

• 9 Conversations FAQ here 
https://9conversations.no/faq-prototype/ 

https://youtu.be/ReM1uqmVfP0
https://issuu.com/business.model.innovation/docs/vpd_sneakpeek
https://issuu.com/business.model.innovation/docs/vpd_sneakpeek
https://youtu.be/GuVI4L2t-gE
https://9conversations.no/self-evaluation/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://issuu.com/business.model.innovation/docs/vpd_sneakpeek
https://issuu.com/business.model.innovation/docs/vpd_sneakpeek
https://www.strategyzer.com/canvas/value-proposition-canvas
https://www.strategyzer.com/canvas/value-proposition-canvas
https://www.designabetterbusiness.tools/tools/value-proposition-canvas
https://www.designabetterbusiness.tools/tools/value-proposition-canvas
https://9conversations.no/faq-prototype/


Get the Badge
To earn this badge you must:  

• complete a value proposition canvas  
• add a brief version of the VPC to your 

BMC template  
• complete the customer segment 

section of their BMC  
•  engage with the group either to 

describe your BMC in detail or to give 
feedback on someone else's BMC.  

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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If you want to take it further

Complete the badge for this session.

Test out one or two Value Proposition Canvasses with potential 
customers.

Use the mini VPC templates here to illustrate your VPC

https://wrkshp.tools/tools/mini-propositions 

Add your VPCs to your BMC in more detail.

Prepare by reading the Business Model Canvas book (see pages 26-29) 
https://www.strategyzer.com/books/business-model-generation    

17
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 5: Customer relations and channels
The main aim of this session is to fill in the BMC sectors on customer relations and 
channels. 

This includes

● To be clear about the relationship my business will have with the different 
types of customers 

● To be able to explain what my customer channels will be 

● Be able to present or critique the BMC of two participants

1



Agenda in minutes

Where we are now 5

Expectations 5

Customer relations 30

Channels 30

Add to your BMC 20

Contacts and meetings 10

Wrap up (diary etc)  5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

2



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



SESSION GUIDANCE NOTES
30 minutes
*Key slide*

You may like to start this slide by watching this short video: 
https://youtu.be/EuAvvNNjK_k 
Participants need to think in detail about how they will reach customers eg face to 
face, online by answering the questions on this slide.
What are the connections between this BMC sector and the ones we looked at 
before?
You can get more ideas from pages 26-27 in the free trial of the Business Model 
Generation book.

If you do not understand some of the questions, try to figure it out together.

Channels

• Through which channels will your customers 
prefer to be reached?

• How do you reach them now?

• How are our channels integrated with each other?

• Which channel works best?

• Which is the most profitable?

• How do we integrate them into customer 
routines? 

Benchmarks along the way

Attention

•   How do we create awareness about our 
products and services?

• How are we judged?

•   How do we help customers judge our value 
factors?

The purchase

• How do we make it possible, and easy, for 
customers to buy our product?

Delivery

•   How do we deliver the individual value factors to 
the customers?

After sales

•   How can customers get service and support after 
the purchase?

https://youtu.be/EuAvvNNjK_k


Customer relations

What type of relationship do you expect to 
have with each different customer segment 
that you identified in the last meeting? How 
will you establish and maintain these 
relationships? 

Examples

• Personal service 

• Customised personal service

• Web-based e-commerce

• Automated service

• Self-service

SESSION GUIDANCE NOTES
30 minutes
*Key slide*

You all need to think in detail about what your relationship will be to the different 
types of customers.
You can get more ideas from pages 28-29 in the free trial of the Business Model 
Generation book.

If you do not understand some of the questions, try to figure it out together.
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Business Model Canvas example

SESSION GUIDANCE NOTES
20  minutes
*Key slide*

Preparation
Remember to replace the video with a local example.

Activity
Can we add some post-its to a BMC template?
The video may not contain much detail, but participants may wonder about channels 
and conditions involved in the case study.
Add ideas for channels and customer relationships to your BMC
Discuss with colleagues what you have added.

7



Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes 

How are you going to get more information about possible customer channels and 
relationships?
Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-
making-connections-that-will-pay-off 
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Report back on useful local sources of information, meetings or phone calls 
completed.
Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.



SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

*Prompt questions*
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

We will be meeting at [location, date and time]

• Date, location

• Date, location

• Date, location

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?
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Get the Badge
To earn this badge you must:  

• add customer relationships and 
channels to your BMC template  

•  engage with the group either to 
describe your BMC in detail or to give 
feedback on someone else's BMC.  

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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Info og links

Customer channels video (subtitles 
in several languages) 
https://www.coursera.org/lecture/business
-model-canvas/channels-and-customer-rel
ationships-presentation-Xmwsp
Available from the app
• Williams Skrædderi 

https://youtu.be/GuVI4L2t-gE  
• Self-evaluation rubric 

https://9conversations.no/self-ev
aluation/ 

Extra info
• First part of the Business Model 

Canvas book (see pages 26-29) 
https://www.strategyzer.com/bo
oks/business-model-generation   

• https://www.designabetterbusin
ess.tools/tools/business-model-c
anvas  

• 9 Conversations FAQ here 
https://9conversations.no/faq-pr
ototype/ 

https://www.coursera.org/lecture/business-model-canvas/channels-and-customer-relationships-presentation-Xmwsp
https://www.coursera.org/lecture/business-model-canvas/channels-and-customer-relationships-presentation-Xmwsp
https://www.coursera.org/lecture/business-model-canvas/channels-and-customer-relationships-presentation-Xmwsp
https://youtu.be/GuVI4L2t-gE
https://9conversations.no/self-evaluation/
https://9conversations.no/self-evaluation/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/
https://9conversations.no/faq-prototype/


If you want to take it further

Complete the badge for this session.

Add your channels and  customer relationships to your BMC in more 
detail.

Watch this video on the link between customer channels and 
relationships. Customer channels video (subtitles in several languages) 
https://www.coursera.org/lecture/business-model-canvas/channels-and-customer-relationships-present
ation-Xmwsp 
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 6: Key partners, activities and resources
The main aim of this session is to fill in the BMC sectors on customer relations and 
channels.

Aims

● To work out how I will spend my time 

● Be able to explain which parts of my business I need to outsource 

● Be able to explain who I will be in contact with to carry out my business 

● Be able to explain what resources I will need to carry out my business (financial, 

human and physical) 

● Be able to present or critique the BMC of two participants 

1



Agenda in minutes

Where we are now 5

Expectations 5

Key resources 25

Key activities 25

Key partners 25

Add these to BMC 20

Contacts and meetings 10

Wrap up (diary etc)  5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

2



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



Key resources

Which key resources does our 
value proposition need?

Our distribution channels? 

Our customer relations?

Our income streams?

Resource types

Physical

Intangible resources and rights 
(patents, copyrights, data)

Human

Financial

SESSION GUIDANCE NOTES
25 minutes
*Key slide*

Participants should think in detail about their most important resources by answering 
the questions on the slide.
What is the connection between this BMC sector and those we looked at before?
You can get more ideas from pages 34-35 in the free trial of the Business Model 
Generation book.

If you do not understand some of the questions, try to figure it out together.
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Key activities

Which key activities does our 
value proposition require?

Our distribution channels? 

Our customer relations?

Our income stream?

Categories

Production

Problem solving

Platform/network

SESSION GUIDANCE NOTES
25 minutes
*Key slide*

Participants should think in detail about their main activities by answering the 
questions on the slide.
What is the connection between this BMC sector and those we looked at before?
You can get more ideas from pages 36-37 in the free trial of the Business Model 
Generation book.

If you do not understand some of the questions, try to figure it out together.
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Key partners

Who are our key partners? 

Who are our most important 
suppliers?

Which key resources do we source 
from our partners?

Which key activities are carried 
out by our partners?

Why partnerships?

Optimization and economy

Minimizing risk and uncertainty

Acquisition of specific resources 
and activities

SESSION GUIDANCE NOTES
25 minutes
*Key slide*

Participants should think in detail about their main partners by answering the 
questions on the slide.
What is the connection between this BMC sector and those we looked at before?
You can get more ideas from pages 38-39 in the free trial of the Business Model 
Generation book.

If you do not understand some of the questions, try to figure it out together.
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Business Model Canvas example

SESSION GUIDANCE NOTES
20 minutes

Preparation
Remember to replace the video with a local example.

Activity
Can we add some post-its to a BMC template?
Discuss what the key partners, activities and resources are likely to be in the local 
case study.
Add ideas for key partners, resources and activities to your BMC.
Discuss with colleagues what you have added..

8



Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes

How are you going to find out more about your key partners, activities and 
resources?

Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-

9
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making-connections-that-will-pay-off 
Report back on useful local sources of information, meetings or phone calls 
completed.
Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.

https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-making-connections-that-will-pay-off


SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

*Prompt questions*
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

We will be meeting at [location, date and time]

• Date, location

• Date, location

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?

11



Get the Badge
To earn this badge you must:  

• add key partners, key activities and key 
resources to your BMC template  

•  engage with the group either to 
describe your BMC in detail or to give 
feedback on someone else's BMC.  

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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Info og links

• These  slides  

• Key partners, activities and resources

Available from the app

• Williams Skrædderi https://youtu.be/GuVI4L2t-gE  

• Self-evaluation rubric 
https://9conversations.no/self-evaluation/ 

Extra info

• First part of the Business Model Canvas book (see 
pages 34-39) 
https://www.strategyzer.com/books/business-mode
l-generation   

• https://www.designabetterbusiness.tools/tools/busi
ness-model-canvas  

• 9 Conversations FAQ here 
https://9conversations.no/faq-prototype/ 

https://youtu.be/GuVI4L2t-gE
https://9conversations.no/self-evaluation/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/


Take it further

Complete the badge for this session.

Add your key partners, resources and activities to your BMC in more 
detail.
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge7: Costs and income
The main aim of this session is to fill in the BMC sectors on costs and income streams.
Aims

● Be able to describe my costs (one-off, fixed and recurring) 

● Be able to explain what types of revenue I will have 

● Be able to explain how all the BMC sectors interact 

● Be able to present or critique the BMC of two participants 

1



Agenda in minutes

Where we are now 5

Expectations 5

Cost structures 35

Revenue streams 35

Add these to BMC 15

Review the BMC 10

Contacts and meetings 10

Wrap up (diary etc)  5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

2



Where are we now?

SESSION GUIDANCE NOTES

5 minutes:
Confirm the 9-week programme using the diagram and offer flexibility of the steps.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



Cost structures
Cost structure
What are the most important costs involved in 
your business model ? Which key resources are 
the most expensive?
Which key activities are the most expensive?

Is your business mostly…
Cost based
(lowest cost structure, low price VPC, maximum 
automation, much outsourcing)
OR
Value based
(focused on values, luxury VPC)?

Examples
Fixed costs (salaries, rent, production 
equipment)
Variable costs
Economies of scale (for larger quantities)
Synergy advantages (with broader reach)

SESSION GUIDANCE NOTES
35 minutes
*Key slide*

This is the time for each participant to think in detail about their expenses by 
answering the questions on the slide.
You can get more ideas from page 40-41 in the free sample of the Business Model 
Generation book preview

5



Income streams

What features are our customers really willing to 
pay for?

What do they pay for now?

How do they pay?

How do they prefer to pay?

How much does each income stream contribute to 
the total income?

SESSION GUIDANCE NOTES
35 minutes (together with next slide)
*Key slide*

This is the time for each participant to think deeply about what their customers are 
paying for and to explore unusual solutions such as renting rather than buying 
washing machines.
You can get more ideas from page 30-33 in the free sample of the Business Model 
Generation book preview
If there is time you could watch this video https://youtu.be/pnKqFIEQxMc 

6
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Income Fixed prices?

List prices

Production process dependent

Customer segment dependent

Volume dependent

Dynamic pricing?

Negotiation

Income optimisation

Real time markets

Auctions 

Types

Sale of assets

Use fees

Subscriptions

Loan/hire/Leasing/ Licencing

Brokerage fees

Advertising income

SESSION GUIDANCE NOTES
35 minutes (together with previous slide)
*Key slide*

Page 30-33 in the free sample of the Business Model Generation book preview

7



Business Model Canvas example

SESSION GUIDANCE NOTES
15 minutes

Preparation
Remember to replace the video with a local example.

Activity
Can we add some post-its to a BMC template?
The video may not contain much detail but participants can speculate as to the costs 
and incomes involved in the case study.
Add ideas for cost structures and income streams to your BMC
Discuss with colleagues what you have added.

8



SESSION GUIDANCE NOTES
10 minutes

Review the experience of completing the BMC up to now.
Note links between the sectors.

9



Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes
How are you going to find out more about your costs and income streams?

Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-
making-connections-that-will-pay-off 
Report back on useful local sources of information, meetings or phone calls 
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completed.
Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.



SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this session.
Describe something that puzzled you in this session.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the session be improved? Consider telling the facilitator.
What progress have you made on your personal BMC?
How are you meeting your SMART goal?



Future meetings

We will be meeting at [location, date and time]

• Date, location

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?
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Get the Badge
To earn this badge you must:  

• add cost structure and revenue streams 
to your BMC template  

•  engage with the group either to 
describe their BMC in detail or to give 
feedback on someone else's BMC.  

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.

13



Info og links

• These  slides  

XXX

Available from the app

• Williams Skrædderi https://youtu.be/GuVI4L2t-gE  

• Self-evaluation rubric 
https://9conversations.no/self-evaluation/ 

• Video on cost structure 
https://www.coursera.org/lecture/business-model-canvas/cost-structure-pres
entation-wmm4I 

• Video on revenue streams 
https://youtu.be/pnKqFIEQxMc 

Extra info

• First part of the Business Model Canvas book (see 
pages 30-32 and 40-42) 
https://www.strategyzer.com/books/business-mode
l-generation   

• https://www.designabetterbusiness.tools/tools/busi
ness-model-canvas  

• 9 Conversations FAQ here 
https://9conversations.no/faq-prototype/ 

https://youtu.be/GuVI4L2t-gE
https://9conversations.no/self-evaluation/
https://www.coursera.org/lecture/business-model-canvas/cost-structure-presentation-wmm4I
https://www.coursera.org/lecture/business-model-canvas/cost-structure-presentation-wmm4I
https://youtu.be/pnKqFIEQxMc
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/


Take it further

Complete the badge for this session.

Add costs and income streams to your BMC in more detail.
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 8: Business storytelling
The main aim of this session is to plan how to tell your business story to invited 
guests.

To find out what makes a good business story 
To find out about tools to tell your story 
To start preparing your story 
Be able to present or critique the BMC of two participants (if needed because of size 
of group)

1



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm the 9-week programme using the diagram and offer flexibility of the steps.

2



Agenda in minutes

Where we are now
5

Expectations 5

Contacts and meetings 10

Storytelling: why it matters 10

Storytelling discussion 30

Story arcs 15

Pitch case 15

Using a storyboard 20

Technical help      5
Wrap up (feedback etc) 5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.

3



My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?

4



Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes 

Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-
making-connections-that-will-pay-off 
Report back on useful local sources of information, meetings or phone calls 
completed.
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Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.



Why do we love stories?

SESSION GUIDANCE NOTES
10 minutes
*Key slide*

Because our brains are built to remember stories, this means that we learn very well 
from stories. 
It also means that being able to tell a few stories about our business could be useful 
to secure loans, suppliers and customers.
Stories are a way to be remembered.
Does anyone in the group have a favourite business story? Why do they remember 
it?

6



Discussions
1. How many stories are relevant to your business?

2. Look at the BMC and imagine who you would tell your story to, when 
and why. eg You should sound trustworthy to the bank when they phone 
you to hear why you want to open a business account, or when you are 
securing suppliers or marketing to customers. 

3. Should you always tell the same story? Or should you emphasise 
different parts at different times?

4. Through how many channels can you tell your story? eg. Email, phone, in 
meetings, on your website, video etc.

5. Which media will you use? Written, oral, video, presentation etc.

6. Which of your stories will you tell in meeting 9?

SESSION GUIDANCE NOTES
30 minutes
*Key slide*

Your group should choose to answer those questions that are relevant to them.
Additional prompts for each question

1. Everytime you interact with someone in connection with your business, 
getting a business bank account, contacting potential customers and partners 
you are in effect telling a story.

2. Use your contacts list built over the last seven weeks to remember when you 
had to tell your story, how well you did it, how it could be made better.

3. You could discuss whether there would be differences in the story you tell to 
the bank when applying for an account and when trying to reach potential 
customers. What differences would there by and why?

4. Some businesses work best on face to face contact while many others need to 
use other channels such as social media, print ads and so on.

5. What would be the advantages and disadvantages of using the different 
media for your business idea?

6. The stories told in the last meeting will depend on who the external guest is. 
The group can discuss possibilities. They can use the BMC as a guide or do it 
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1. another way.



Story template

A story can follow this pattern:

• Which ”pain” will you solve?

• Why should it be you(r buiness)?

• Which conflicts or challenges do your potential customers have?

• Why is your solution the answer?

• What does your solution look like and which additional 
advantages does your solution give? eg. Not just good coffee but also 
a clear conscience.

SESSION GUIDANCE NOTES
5 minutes
*Key slide*

Your story should have a simple structure.
The slide shows one possible structure.

- This structure is often used in advertising. 

You could use a tour of the BMC template as your story structure starting with 
yourself as the hero (entrepreneur with certain skills) and moving on to the challenge 
(pain) experienced by your potential customers. And finishing with a happy ending of 
how you are going to relieve that pain through your activities, partners and resources 
etc.

Learn more about storytelling principles as practiced by the Disney company, Pixar, 
here: 
https://medium.com/@Brian_G_Peters/6-rules-of-great-storytelling-as-told-by-pixar-fc
c6ae225f50
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Dramaturgy

SESSION GUIDANCE NOTES
5 minutes
*Key slide*

Dramaturgy is a word that describes the structure of a good story.
Your story should have a simple structure.
The slide shows another possible structure.
This a structure often used in movies and novels.
You could use a tour of the BMC template as your story structure starting with 
yourself as the hero (entrepreneur with certain skills) and moving on to the challenge 
(obstacle) experienced by your potential customers. And finishing with a happy 
ending of how you are going to relieve that pain through your activities, partners and 
resources etc.
Which story structure do you think would work best for your business idea and why?

Learn more about storytelling principles as practiced by the Disney company, Pixar, 
here: 
https://medium.com/@Brian_G_Peters/6-rules-of-great-storytelling-as-told-by-pixar-fc
c6ae225f50
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Which questions do you have for her?

SESSION GUIDANCE NOTES 
15 minutes
*Key slide*

Preparation
You might try finding a short business pitch in a language better understood by your 
group (or with subtitles they understand).

Activity
This is an example of person pitching their idea for a social enterprise cafe. (You can 
turn on the automatic English subtitles using the cogwheel in the bottom righthand 
corner)

Does everyone know the meaning of Latinx?  A gender-neutral word to describe 
people of Latin American origin
Does everyone know what a social enterprise is? A business where profits are used 
for social good.

After watching the video discuss the following:

Do you trust her? 
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Believe in her? 
Would you lend her money?
What questions do you have for her?

The video is at  https://youtu.be/fHsoH3dHIcc 

https://youtu.be/fHsoH3dHIcc


Make a storyboard of 
your business story
eg. for marketing

SESSION GUIDANCE NOTES
20 minutes
*Key slide*

Storyboards are a way of planning your story.
In a table you show each scene of your story as a row.
Each row contains the image (could be a PowerPoint slide), some narration (what you 
say or text you show) and finally how long it lasts.
It is especially helpful if you are planning a presentation or a video.

Decide what kind of story you want to tell in your pitch in the final session next week.
It could be an investment pitch (asking for a loan)
It could be a sales pitch (to get new customers)
It could be the story you tell about your company on your future website or FaceBook 
page.

What are your first ideas about your storyboard?

11



Help?

Do you need any technical help? 

eg. video, PPT, flyers, social media images etc.

Do you need any help with the language?

Should it be in the national language or English?

SESSION GUIDANCE NOTES
5 minutes

Help each other with technical questions.
The main advice is to stick with what you know.

12



SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this programme.
Describe something that puzzled you in this programme.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the programme be improved? Consider telling the facilitator.



Future meetings

We will be meeting for the last time at [location, date 
and time]

SESSION GUIDANCE NOTES

Ensure you are clear on the details of the next meeting.
Share contact info? 
Pool transport?
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SESSION GUIDANCE NOTES

These are the digital links that participants can access after the programme has 
ended.

Info og links

• Advice on effective storytelling according to 
Pixar, Disney

• https://medium.com/@Brian_G_Peters/6-rules-of-great-storytelling-as-told-by
-pixar-fcc6ae225f50

Available on the app

• Self evaluation  
https://9conversations.no/self-evaluation/ 

• Learning diary

• 9 Conversations FAQ her 
https://9conversations.no/faq-prototype/ 

Extra info

• First part of Business Model Generator book 
free from  
https://www.strategyzer.com/books/business-
model-generation   

• https://www.designabetterbusiness.tools/tool
s/business-model-canvas  

• All documents: XXXX

• Make your own BMC online 
https://canvanizer.com/ 

• Elements of a good elevator pitch
https://toggl.com/blog/elevator-pitch-examples

https://medium.com/@Brian_G_Peters/6-rules-of-great-storytelling-as-told-by-pixar-fcc6ae225f50
https://medium.com/@Brian_G_Peters/6-rules-of-great-storytelling-as-told-by-pixar-fcc6ae225f50
https://9conversations.no/self-evaluation/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://canvanizer.com/
https://toggl.com/blog/elevator-pitch-examples


Get the Badge
To earn this badge you must:  

• Create a storyboard for their elevator 
pitch presentation  

• Add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions 

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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Take it further

Complete the badge for this session.

Create a storyboard for your pitch in Step 9

Make a video pitch

Practice your pitch
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9 Conversations
Tell the story of your new business

SESSION GUIDANCE NOTES

Badge 9: BMC presentation
The main aim of this session is to present your business idea to invited guests.
The aims include

● To present your business idea to your peers and get feedback 

● To give feedback to your peers 

● To update your personal skills profile 

● To collate your badges 

● To make clear what you need to do next to start your business 

1



Where are we now?

SESSION GUIDANCE NOTES
5 minutes

Confirm this is the end of the 9-week programme using the diagram.

2



Agenda in minutes

Where we are now   5

Elevator pitches 75

Contacts and meetings 10

Expectations 10

Smart goals 10

Self-assessment 10

Wrap up (feedback etc)   5

SESSION GUIDANCE NOTES

The group may decide to spend more time in some areas and less time on other 
areas.
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Our guests

SESSION GUIDANCE NOTES
75 minutes
*Key slide*
Time taken depends on how many are in the group.

On the slide add the name of the guest(s) that will listen to the pitches.
Tell the guests that these may be marketing pitches, investment pitches or BMC 
journeys.
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Contact and 
meetings
• Meetings

• Email

• Phone

SESSION GUIDANCE NOTES
10 minutes

Note that the external guests from the previous section need not be present for the 
remainder of this meeting.

Share challenges in making contacts eg language challenges, cultural differences
Share advice on how to find useful information and how to make contacts
Report back on useful local sources of information, meetings or phone calls 
completed.

Standard prompts for expanding your network
Think about who might be able to help you add details to your BMC.
Time to talk about contacts and meetings that need to be set up before next week.
Talk about how to find out about relevant people and organisations to contact about 
your business idea.
Exchange ideas about how to find out about local information eg libraries, online 
portals and so on.
How will you keep records of who you have contacted and what the result was.
This is important to set up from the beginning.
More advice on networking here: 
https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-
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making-connections-that-will-pay-off 
Report back on useful local sources of information, meetings or phone calls 
completed.
Check that record keeping of contacts is working.

This is linked to the main 9 Conversations badge as participants must be able to 
document at least three new useful contacts in order to get the overall programme 
badge.

https://www.popupbusinessschool.co.uk/popup-online-course/step-19-networking-making-connections-that-will-pay-off


My 
contributions

Add expectations from last week here.

SESSION GUIDANCE NOTES
5 minutes

Preparation
Replace the image on the right with a copy of the expectations agreed by the group.

Activity
Remember your agreed expectations and contributions.  
Are we on the right track to meet these? 
Do the expectations need to be amended?
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SMART goals

SESSION GUIDANCE NOTES
10 minutes

Remember what a SMART goal is and why it helps 
Share your own SMART goal relating to the completion of the 9 Conversations 
programme and say how much progress you have made. 
 
Background information 
SMART goals https://www.mindtools.com/pages/article/smart-goals.htm and includes 
this 3-minute video https://youtu.be/OXA6gfzFA24 
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SESSION GUIDANCE NOTES
10 minutes

The self-evaluation tool is in the app (images are app screenshots). 
If you cannot use the app then you can see the levels here: 
https://9conversations.no/self-evaluation/ 
Report back on how much progress you have made in the self-assessment grid, your 
best successes and where more work is needed.

Self-assessment 
tool

https://9conversations.no/self-evaluation/


SESSION GUIDANCE NOTES
5 minutes

Quick round in the group using the prompt questions below.
You can also make your own notes about each session in the learning diary on the 
app, at the bottom of this page  or some other way. 

Prompt questions
Describe something you learned in this programme.
Describe something that puzzled you in this programme.
Describe something that one of your group colleagues did or said that you found 
helpful.
Describe something you want to find out more about as a result of today’s session.
How could the programme be improved? Consider telling the facilitator.



Survey

SESSION GUIDANCE NOTES

It would be very helpful for all the participants to complete this survey later at home  
so that we can improve the programme in the future.

https://forms.gle/M6u4Y4B7nxyEzJKX8 
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Get the Badge
To earn this badge you must:  

• Prepare & deliver your elevator pitch 
(live, video, PowerPoint etc) 

• Give constructive feedback to at least 
one of your programme peers 

• add a reflective entry to the learning 
diary that addresses at least one of the 
prompt questions 

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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Get the Main 9 Conversations Badge

In addition to the requirements of each 
component badge of the 9 Conversations 
badge, you must be able to document 
contact with at least three persons 
relevant to their proposed business idea.

Complete this badge by posting to …. 
[link]

SESSION GUIDANCE NOTES

This is to be completed outside the session.
Facilitator collects evidence to support awarding the badge.
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SESSION GUIDANCE NOTES

These are the digital links that participants can access after the programme has 
ended.

Info og links

• These slides here 
https://docs.google.com/presentation/d/1nnN
LHHmqVKCEoIbP4OjpXHukGdGj6rXecjZRsngpg
-A/edit?usp=sharing 

Available on the app

• Self evaluation  
https://9conversations.no/self-evaluation/ 

• Learning diary

• 9 Conversations FAQ her 
https://9conversations.no/faq-prototype/ 

Extra info

• First part of Business Model Generator book 
free from  
https://www.strategyzer.com/books/business-
model-generation   

• https://www.designabetterbusiness.tools/tool
s/business-model-canvas  

• All documents: XXXX

• Make your own BMC online 
https://canvanizer.com/ 

https://docs.google.com/presentation/d/1nnNLHHmqVKCEoIbP4OjpXHukGdGj6rXecjZRsngpg-A/edit?usp=sharing
https://docs.google.com/presentation/d/1nnNLHHmqVKCEoIbP4OjpXHukGdGj6rXecjZRsngpg-A/edit?usp=sharing
https://docs.google.com/presentation/d/1nnNLHHmqVKCEoIbP4OjpXHukGdGj6rXecjZRsngpg-A/edit?usp=sharing
https://9conversations.no/self-evaluation/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://canvanizer.com/


If you want to take it further

Consider preparing a video presentation of yourself/your business idea 

Improve your Linked In profile
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