
 

1 
9 Conversations https://www.9conversations.no 

9 Conversations 
9 Conversations over 9 weeks: Your route to the story of your new business. 

 

https://www.9conversations.no/
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The 9 Conversations programme 

The 9 Conversations programme is a 9 Step programme to help a group of interested, committed 

and partially settled refugees to find out more about how small business works in your local area. 

They will use the programme to plan and tell the story of their new business idea. This document 

sets out the curriculum and structure of the programme. You should visit the 9 Conversations 

website to find supporting tools, a facilitator guide, course materials and a link to the programme 

app. 

The Learning Outcomes of the 9 Steps Programme 

The overall learning outcomes of the programme are as follows: 

1. Be able to complete an EU skills profile that will be useful in presenting yourself to your new 

professional network. (Step 2) 

2. Be able to decide on a business idea to explore in the rest of the course that links the 

personal profile (in the EU skills profile) and the new local business environment of the 

participant.  (Steps 1-3) 

3. Be able to explain what BMC is, for example to a fellow refugee (all steps but especially 1 

and 9). 

4. Produce a BMC for a specific business idea rooted in the local community and personal 

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

5. Able to give constructive feedback on your study colleagues’ completed BMCs and to reflect 

on your own. (All steps but especially 4-7 and 9) 

 

Programme preparation 

This first information session is not included in the 9 weeks of the programme and acts as an 

information, orientation and definite commitment sign-up meeting.  

Objectives: Why are you doing this? 
1. To share your expectations about how this programme will unfold and how it will help you 

and you can support the rest of the group. 

2. To agree on how you will be working with your group in the next 9 weeks 

3. To become familiar with the tools you will be using to complete the programme (app, diaries, 

platform)  

4. To decide whether to sign up to the 9-week programme 

What participants need to do before the preparation session 

• Make sure you are familiar with your phone or other electronic device you will be using 

during the programme.  

• Download the 9 Conversations app from LINK. 

• Complete an expectations survey 

• Access the LMS and set up an account, log in, upload a picture and profile text that includes 

information about previous entrepreneurial experience and what idea they have for a new 

business (if any)  

Meeting 

https://www.9conversations.no/
https://www.9conversations.no/
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What to do Resources Time in 
mins 

Discussion: Introduce yourselves and 
explain why you have signed up for 
this programme. 

Do you already have experience running a 
business? Do you already have a business 
idea? 

30 

Facilitator introduces the 
programme for the next 9 weeks 

aims, methods, expectations, timetable 15 

Discuss and agree the common 
expectations for the next 9 weeks 
using the results of the expectations 
survey 

eg. how people will learn, timekeeping, 
attendance, need to make external contacts, 
level of mutual support etc 
Facilitator notes results on a poster 

30 

Familiarise each other with the 
app and the phone. 

Do you know how to 
o Use phone and SMS 
o Use email 
o Access websites 
o Take a photo 
o Record a video and/or 

audio 
o Create a document on a PC  
o Sign up to the app 
o Find your way round the 

app 

15 

Familiarise each other with the 
learning platform. 

Create an account 10 

Explore ways of getting help to 
understand challenging language 

eg Chrome extensions, Google Translate 10 

Create a set of SMART goals for 
yourself for the duration of the 
programme 

Add to the learning diary in the 9 
Conversations app or decide that the 
programme is not for you. 

10 

 

Positive indicators that someone should join the programme 
• Took part in the expectations discussion 

• App downloaded 

• Learning platform accessed 

• Has a concrete business idea even though this may change later 

Facilitation reminder 

• This is an important group forming meeting.  

• Two of the most important requirements include a willingness to make external contacts 

and a commitment to 100% attendance. 

• Make sure the expectations are short and few, between 5 and 10 

• Allow people to participate in different ways such as talking, participating in a show of 

hands, making graphic records etc. 

• Display the group expectations in every subsequent meeting 

• Get a firm commitment from those who want to continue the whole 9-week programme, 

perhaps by signing a form. 

https://www.9conversations.no/
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SMART GOALS 

https://www.9conversations.no/
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Step 1: What is the Business Model Canvas (BMC)? 

Objectives: Why are you doing this step? 
1. To find out about the one-page tool, BMC, you will be using to describe your new business 

idea 

2. To find out about a local example of a new refugee business 

3. To try mapping an example business to a blank BMC 

4. Be able to explain step 3 in your own language 

What participants need to do before the meeting 
Bring their phones 

Remember the expectations that they agreed on in the intro meeting. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session.  

Make sure that there is a way of getting information about a local refugee business either by visiting 

it, showing a video about it or having the entrepreneur visit the session. 

Be ready to model how to make meeting minutes in this first step. Prefer a graphic record over text. 

Have blank business model canvas templates available either on paper or online. 

Meeting 1 Session 

 
Image: https://upload.wikimedia.org/wikipedia/commons/1/10/Business_Model_Canvas.png  

What to do Resources Time in 
mins 

https://www.9conversations.no/
https://upload.wikimedia.org/wikipedia/commons/1/10/Business_Model_Canvas.png
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Explore the Business Model Canvas 
(BMC) 

• empty paper template  

•  YouTube video 
https://youtu.be/QoAOzMTLP5s  

30 

Learn about a local business case 
study presented according to the 9 

areas of the BMC. Members of the 
group should be encouraged to ask 
questions. This will help them later 
when they are asking about each 
other’s business ideas. 

This could be a pre-prepared video, a visitor 
to the group or a site visit to a local refugee 
entrepreneur. 

30 

Discussion: How does the local case 
description fit into the BMC 
template? 

Use a paper or an online template such as 
https://canvanizer.com/ 

30 

Challenge for participants: Re-tell 
the local case study or their own 
business idea using the BMC. 

Prepare to tell, or record an audio or make 
a video in your native or local language. 

15 

Discussion: What have you learned 
in this session? As a group reflect on 
what has been learned (what was 
successful and what needs to be 
developed). 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images or text. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

5 

To get the Step 1 badge 
To earn this badge, individuals must:  

* create a short summary description of either the local case study or the Business Model Canvas 

template in their native language as a presentation to the group, in text, audio or video (max 1 text 

page or 3 minutes media) 

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

Next steps 
Give URL of EU Skills Profile and collect copies of any certificates you will need for the next session. 

https://www.9conversations.no/
https://canvanizer.com/downloads/business_model_canvas_poster.pdf
https://youtu.be/QoAOzMTLP5s
https://canvanizer.com/
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Other sources of information 

• BMC URL eg Danish description at https://youtu.be/QgICyLzZ3og  

• Empty BMC template: 

https://upload.wikimedia.org/wikipedia/commons/1/10/Business_Model_Canvas.png 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation  

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

• Competency tool URL 

• Learning platform URL 

• 9 Conversations FAQ here 

 

Facilitation reminders 

• You may need to help participants with the tools such as the 9 Conversations app, learning 

platform and making a video. 

• The facilitator needs to ensure that the local case study entrepreneur says something 

relevant about at least some of the 9 sectors of the BMC).   

• Most likely the BMC will not be complete in the case study. This is not important. It is the 

start of learning about making a BMC. 

• Advise on how to share the video from the challenge to the rest of the group 

• The two final activities, group discussion about learning and individual learning diary are 

very important so make sure there is enough time for this. 

• You may like to show examples of some of the outputs such as the learning diary entry. 

• Choose a note taker for the meeting minutes for next week. 

https://www.9conversations.no/
https://youtu.be/QgICyLzZ3og
https://upload.wikimedia.org/wikipedia/commons/1/10/Business_Model_Canvas.png
https://www.strategyzer.com/books/business-model-generation
https://www.designabetterbusiness.tools/tools/business-model-canvas
https://9conversations.no/faq-prototype/
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Step 2: Your skills 

Objectives: Why are you doing this step? 
• 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 

Building on 

• Information from the session 1 case study. 

What participants need to do before the study circle session 

• Look at the EU Skills Profile tool and think about how you are going to complete it. 

• Bring any certificates that you have or maybe pictures of them. 

• Start thinking about how your business idea matches your skills  

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Have available a complete copy of the EU Skills Profile to show the group. 

Meeting 2 session 
What to do Resources/strategy Time in 

mins 

Discuss why knowing your 
competency level and being able to 
present your skills is important. 

This week’s note taker can note 2 or 3 main 
points. 

5 

Complete the first round of the 
competency tool 

Share how to use the competency tool in the 
app and talk about strengths and gaps. 
Link to BMC template. 

15 

Start to complete the EU Skills 
Profile tool. Give feedback to each 
other’s finished profile. 

Facilitator has a model profile to share. 
Present one or two of the finished profiles 
to the group – volunteers only. What 
advantages do you present to 
partners/suppliers/ customers? Ie what are 
your skills? 

45 

Discussion: How do you think your 
business idea will fit in the local 
area?  

Adjusting business ideas to match the EU 
Skills Profile by answering questions such as 
What are the differences between my home 
country and my new country for this 
business? Does this give opportunities (such 
as selling food from my country) or give 
challenges (such as the need to be officially 
trained to do this business)? 
Could my family help me? 

30 

Preparation for next meeting – 
exploring local area. Discuss if it is 

The group should decide if they will go 
together, in pairs or separately, what they 

15 

https://www.9conversations.no/
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enough to look at the main street 
or whether some of the group 
should visit one or two local 
industrial areas. 

will be looking for and how they will note 
what they find to report back to the session 
the following week. Look at the information 
in Step 3 for ideas on what to look for and 
how. 

Discussion: What have you learned 
in this session? As a group reflect on 
what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images or text. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

5 

 

To get the Step 2 badge 
To earn this badge, individuals must:   

• complete a first self-assessment using the competency tool 

• 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  

Next steps 

• Prepare actions for local business landscape activities 

• Consider making a video presentation of yourself/your business idea 

• Consider setting up a Linked In profile 

Other sources of information 

• Ideas for businesses in local language 

• EU Skills Profile URL: https://ec.europa.eu/migrantskills/#/  

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation  

• Competency tool URL 

https://www.9conversations.no/
https://ec.europa.eu/migrantskills/#/
https://www.strategyzer.com/books/business-model-generation
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• Learning platform URL 

• 9 Conversations FAQ here 

 

Facilitation reminders 
Use the Euro Skills profile guide [9Convos URL] to help participants 

Be ready to show your own Euro Skills profile and ask for one or two volunteers to show theirs. 

https://www.9conversations.no/
https://9conversations.no/faq-prototype/
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Step 3: Your business idea and how it fits the local business landscape 

Objectives: Why are you doing this step? 
• 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 

Building on 
Step 2 where you showed your experience and skills including possible business sectors for you. 

What you need to do before the session 
The main part of this step is to think of a business that you could start that fits your skills and 

experience (Step 2), and your local area and then to be able to tell people about it. 

So, you need 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. 

Localised Case study: Rønde 

 

Rønde is a small town in Denmark. It contains a language school that refugees and other newcomers 

to Denmark go to in large numbers. People from the Middle East go to the nearby small supermarket 

opened by a Syrian family as well as the other well-known chain supermarkets near the Language 

School. 

The town also includes one barber shop opened by another Syrian and a tailoring service run by a 

Syrian Kurd. 

The high street includes two charity shops selling second hand things, another sewing service, two 

pizzerias, one shoe shop, a jeweller, a chemist, a florist, many hairdressers and several clothes shops. 

Localised Case study: William’s skrædderi (tailor) 
Video interview: Edris 

Why? 

• Because you do not want to start a business where there are already too many. 

• Because you do not want to start a business for a product that nobody wants. Maybe the 

native population do not use tailors as much as Syrians do? 

https://www.9conversations.no/
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• Because there will be many times when you need to tell other people about your business. 

For example, in Denmark every registered business must have a business bank account (NOT 

a private one) so this means you must be able to explain your business to the people in the 

bank when you open the new business account. You will also have to tell your customers 

about your business. 

How? 

There are many ways to find out which businesses are already in your area. You probably already 

know which general type of business you want to start so focus on those instead of trying to list 

every single business in your town. You could do this alone or in a small group. 

Here are some concrete things you can do: 

• Walk along the main commercial streets noting businesses of interest. 

• Search on the Internet using key words that include your industry and your location. 

• Search local maps on the internet where businesses are often labelled. 

• Ask at the public library. Look at the notice board. 

• Talk to the local business club or business service. 

• Look at the notice boards in the town eg in the local supermarkets. What are people selling? 

• What are the main differences between the businesses in your new town and your former 

home? 

When you think you have learned enough about your local area make a short video, audio or text 

that you can present to your study group at the next session. The video 2-4 minutes long, should 

show what you have found out that is relevant to your main business idea. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Be ready to talk about the local area from a specific business perspective that reflects your own 

experience or interests. If possible, also have a short video ready to share as a model, but only share 

if the group needs the support. 

Meeting 3 session 
What to do Resources/strategy Time in 

mins 

Local visit debrief Each participant follows 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 stories  
Ask questions about the other stories you 
hear 

75 

Plan contacts that need to be 
made for next week. 
 

Prompt participants to focus on their value 
proposition and customer segments in 
preparation for Step 4. 

10 

https://www.9conversations.no/
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Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images or text. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

5 

 

To 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 

Next steps…. 
In the next steps you will start to build a more detailed picture of your business using the Business 

Model Canvas (step 1). 

Other sources of information 
• 9 Conversations FAQ here 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation  

• Learning platform URL 

 

Facilitation reminders 
• Know and share useful organisations and people to talk with. 

https://www.9conversations.no/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
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• Consider inviting one or more relevant persons to your session. Eg a refugee entrepreneur 

• Bring a selection of recent local newspapers to look at who advertises. How is this different 

from home? 

• Use a webpage similar to https://blog.hubspot.com/sales/small-business-ideas in the 

national language to spark discussion 

• Be prepared to help participants find some of the less visible types of businesses eg run from 

home, online etc 

• Help the group to make some general conclusions about business in the local area. 

• Guide the group for what they must achieve before the next meeting. 

• Display a paper copy of the expectations agreed by the participants in the preparation 

session. 

https://www.9conversations.no/
https://blog.hubspot.com/sales/small-business-ideas
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Note that the next 4 steps can be done in any order, can be shortened or lengthened according to 

participant needs. However, it is recommended to start with value proposition and customer 

segments. 

Step 4: Value proposition & customer segments 

Objectives 
• To find out what benefits customers get from my service/product 

• To be able to explain the different types of customers I can expect 

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

Building on 
The detailed understanding of the local area (Step 3) and personal strengths (Step 2) and how this 

supports your business idea (Steps 1-3). 

What you need to do before the session 
Carry out any meetings you planned. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Find a video in your national language that explains the value proposition. In English we can use 

https://youtu.be/guramNjP4Mw (this channel also has a similar video in Danish). 

Meeting 4 session 
What to do Resources/strategy Time in 

mins 

Discuss & complete the value 
proposition canvas including 
customer segments as a group 
discussion activity.  

P 20-25 in the free sample of the BMC book. 
Refer to the relevant competency statements 
in the self-assessment competency tool. 

30 

Discuss each other’s VPCs  Add the VPC and customer segments to 
your BMC 

30 

Mastermind session where one or 
two participants get the chance to 
take the group through their whole 
BMC and identify challenges and 
ask for support. 

Give one or two participants the 
opportunity to take the group through their 
BMC and ask and take questions – 10 
minutes each. 

30 

Plan contacts that need to be 
made for next week. 
 

The focus could be on customer 
relationships and channels in readiness for 
Step 5. 

10 

Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

Describe something you learned in this 
session. 

5 

https://www.9conversations.no/
https://youtu.be/guramNjP4Mw
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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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

 

To get the badge 

To earn this badge individuals must:  

• have completed a value proposition canvas  

• added a brief version of the VPC to their BMC template  

• completed the customer segment section of their BMC  

•  engaged 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 

Next steps 
Set up contacts that will help regarding customer relationships 

Other sources of information 

• Strategyser https://youtu.be/aN36EcTE54Q (language is a little complex) Maybe this Danish 

one is better https://youtu.be/guramNjP4Mw  Both allow auto-translate into the partner 

languages and Arabic and Kurdish 

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

canvas  

• Value Proposition download https://www.designabetterbusiness.tools/tools/value-

proposition-canvas 

• 9 Conversations FAQ here 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation 

 

Facilitation reminders 

• Display a paper copy of the expectations agreed by the participants in the preparation 

session.  

• Have the Value Proposition Canvas available (online or on paper) 

https://www.9conversations.no/
https://youtu.be/aN36EcTE54Q
https://youtu.be/guramNjP4Mw
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/
https://www.strategyzer.com/books/business-model-generation
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• Have the BMC blank template available (online or on paper) 

https://www.9conversations.no/
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Step 5: Customer relationships & channels 

Objectives 
• 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 

Building on 

• Contacts made up to now. 

• BMC as it is filled in up to now. 

What you need to do before the session 
Carry out any meetings you planned. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Meeting 5 session 
What to do Resources/strategy Time in 

mins 

Report back on contacts made 
during the previous week and 
what was learned. 

Swap information and tips on making contact 
and holding meetings. 

10 

Focus on customer relationships & 
channels 
  

Discuss P 26-29 in the free sample of the BMC 
book. 
Refer to the relevant competency statements 
in the self-assessment competency tool. 

30 

Add to the customer relationships 
and channels sections of the BMC 

Each group member should add to those two 
segments of their BMC 

15 

Mastermind session where one or 
two participants get the chance to 
take the group through their whole 
BMC and identify challenges and 
ask for support. 

Give one or two participants the 
opportunity to take the group through their 
BMC and ask and take questions – 10 
minutes each. 

30 

Plan contacts that need to be 
made for next week. 
 

The focus could be on key activities, 
partners and resources in readiness for Step 
6. 

10 

Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

Describe something you learned in this 
session. 

Describe something that puzzled you in this 
session. 

5 

https://www.9conversations.no/


 

19 
9 Conversations https://www.9conversations.no 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

 

To get the badge 

To earn this badge individuals must:  

• add customer relationships and channels to their 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 

 

Next steps 
Set up contacts that will help regarding key activities, partners & resources 

Other sources of information 

• 9 Conversations FAQ here 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation 

 

Facilitation reminders 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Don’t forget to refer to learning diaries and meeting notes to check for progress. 

https://www.9conversations.no/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
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Step 6: Key activities, partners and resources 

Objectives 
• 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 

Building on 

• Contacts made up to now. 

• BMC as it is filled in up to now. 

What you need to do before the session 
Carry out any meetings you planned. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

 

Meeting 6 session 
What to do Resources/strategy Time in 

mins 

Report back on contacts made 
during the previous week and 
what was learned. 

Swap information and tips on making contact 
and holding meetings. 

10 

Focus on key activities, partners 
and resources.  

Discuss P 34 -39 in the free sample of the 
BMC book. 
Refer to the relevant competency statements 
in the self-assessment competency tool.  

30 

Add to the key activities, partners 
and resources sections of the BMC 

Each group member should add to those 
three segments of their BMC 

15 

Mastermind session where one or 
two participants get the chance to 
take the group through their whole 
BMC and identify challenges and 
ask for support. 

Give one or two participants the 
opportunity to take the group through their 
BMC and ask and take questions – 10 
minutes each. 

30 

Plan contacts that need to be 
made for next week. 
 

The focus could be on cost structures and 
revenue streams in readiness for Step 7. 

10 

Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images. 

5 

https://www.9conversations.no/
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Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

5 

 

To get the badge 

To earn this badge individuals must:  

• add key activities, partners and resources to their 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 

 

Next steps 

Other sources of information 

• 9 Conversations FAQ here 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation 

Facilitation reminders 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Don’t forget to refer to learning diaries and meeting notes to check for progress. 

https://www.9conversations.no/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
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Step 7 Cost structure & revenue streams  

Objectives 
• 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 

Building on 

• Contacts made up to now. 

• BMC as it is filled in up to now. 

What you need to do before the session 
Carry out any meetings you planned. 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

 

Meeting 7 session 
What to do Resources/strategy Time in 

mins 

Report back on contacts made 
during the previous week and 
what was learned. 

Swap information and tips on making contact 
and holding meetings. 

10 

Focus on cost structures and 
revenue streams.  

Discuss P 30 –33 and 40-41 in the free sample 
of the BMC book. 
Refer to the relevant competency statements 
in the self-assessment competency tool. 

30 

Add to the cost structures and 
revenue streams sections of the 
BMC 

Each group member should add to those two 
segments of their BMC 

15 

Mastermind session where one or 
two participants get the chance to 
take the group through their whole 
BMC and identify challenges and 
ask for support. 

Give one or two participants the 
opportunity to take the group through their 
BMC and ask and take questions – 10 
minutes each. 

30 

Discuss how the different parts of 
your BMC interact (effect of 
changing situation in one sector on 
other sectors) 

Participants could refer actively to their 
own BMCs while they are discussing this. 

15 

Plan contacts that need to be 
made for next week. 
 

The focus could be on presenting your 
business idea in readiness for Step 8. 

10 

Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images. 

5 

https://www.9conversations.no/
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developed). Are the expectations 
being met? 
Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

5 

 

To get the badge 

To earn this badge individuals must:  

• add cost structure and revenue streams to their 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 

 

Next steps 

Other sources of information 

• 9 Conversations FAQ here 

• First section of Business Model Generator book available for free from 

https://www.strategyzer.com/books/business-model-generation 

• Denmark Crowdfunding https://www.booomerang.dk/ 

Facilitation reminders 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Don’t forget to refer to learning diaries and meeting notes to check for progress. 

If the group want to focus on other areas of the BMC then this is fine. 

 

https://www.9conversations.no/
https://9conversations.no/faq-prototype/
https://www.strategyzer.com/books/business-model-generation
https://www.booomerang.dk/
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Step 8: Telling your story 

Objectives 
• 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) 

Building on 

• Contacts made up to now. 

• BMC as it is filled in up to now. 

What you need to do before the session 
Make sure your learning diary is up to date 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

 

Meeting 8 session 
What to do Resources/strategy Time in 

mins 

Report back on contacts made 
during the previous week and 
what was learned. 

Swap information and tips on making contact 
and holding meetings. 

10 

Watch a couple of good elevator 
pitches and discuss what makes 
them good. 

in national or local language 30 

Discuss good and bad points of the 
examples. 
Agree on what you could use an 
elevator pitch for. 

Quality factors: 
Length? 
Clarity? 
Enthusiasm? 

15 

Discuss practical and technical 
possibilities of making own 
elevator pitch by talking, making a 
video, make a PPT presentation 
etc. 

Start planning elevator pitch with 
storyboard. 
 

45 

Plan contacts that need to be 
made for next week. 

The focus could be on presenting your 
business idea in readiness for Step 9. 

10 

Discussion: What have you learned 
in this session? As a group reflect 
on what has been learned (what was 
successful and what needs to be 
developed). Are the expectations 
being met? 

Get a volunteer to note this down on a large 
piece of paper and take a photo. This could be 
in the form of images. 

5 

Learning diary prompts – choose 
one or more of the questions and 
create your answer in the app. 

Describe something you learned in this 
session. 

5 

https://www.9conversations.no/
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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. 

Is there something that you learned today 
that will help you make progress on one of 
the threads of the competency tool? 

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? 

 

To get the badge 

To earn this badge individuals 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 

 

Next steps 
Complete your elevator pitch and practice for next week 

Other sources of information 

• Storyboard template 

• Elevator pitch examples from Kickstarter, Indiegogo etc 

For Denmark: Good advice here: https://www.berlingske.dk/virksomheder/den-perfekte-pitch 

Facilitation reminders 
Consider inviting a local professional to watch the elevator pitches in the final meeting (this is a 

decision the group could help with) 

Be aware that most model business pitches are about special and unique products while our 

participants will probably be planning rather ordinary businesses so they must not compare 

themselves too much with these best examples. 

https://www.9conversations.no/
https://www.berlingske.dk/virksomheder/den-perfekte-pitch
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Step 9: The Elevator Pitch 

Objectives:  
• 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 

Building on 
Your completed BMC 

What you need to do before the session 

• Complete your story (whether video, audio, PPT) 

• Practice telling your story 

Facilitator preparation 
Display a paper copy of the expectations agreed by the participants in the preparation session. 

Bring some celebratory food and drink if appropriate. 

Ensure there is access to the evaluation survey. 

If issuing badges, then be up to date in completion so that you are able to award the badges 

correctly. 

Meeting 9 session 
What to do Resources/strategy Time in 

mins 

Report back on contacts made 
during the previous week and 
what was learned. 

Swap information and tips on making contact 
and holding meetings. 

10 

Make your elevator pitch (5 
minutes per person) 
 

Give feedback to your programme colleagues 
on their elevator pitch, verbally and on paper 

60 

Re-visit the competency profile. How far have you moved?  

Update your EU Skills profile   

Plan contacts that need to be 
made for the future. 
 

The focus could be on taking your idea to 
the next level. 

10 

Discussion: What have you learned 
in this programme? As a group 
reflect on what has been learned 
(what was successful and what 
needs to be developed).  

Evaluation – how can we make this 
experience better and more useful for you? 
Were the expectations met? 
 

20 

Learning diary prompts – re-visit 
your SMART goal from the 
preparation week. 

Have you met your goal? Do you want to 
change it? Update it? What happens next? 
Use FutureMe to formulate a new SMART 
goal? 

5 

 

https://www.9conversations.no/
https://www.futureme.org/
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To get the badge 

To earn this badge individuals 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 

 

To get the main badge 

In addition to the requirements of each component badge of the 9 Conversations badge, the 

individual must be able to document contact with at least three persons relevant to their proposed 

business idea. 

Other sources of information 
Local contacts 

Facilitation reminders 
Make sure this session is a celebration! Perhaps with food. 

Promote continued informal contact if desired by the group. Consider a reunion date in 6 or 12 

months time. See the facilitator guide for more ideas. 

 

https://www.9conversations.no/

