Witerreg

CENTRAL EUROPE
IN SITU

European Union
nnnnnnnnnnnnnnn
uuuuuuuuuuuuuuu

!||#$#
% &%|||

) 1kIk




Witerreg

CENTRAL EUROPE &

e
lopmen

ope:

an Union
:an Regional
ment Fund

IN SITU
& |

+,, +, + )
) &0 - +-- 1
)
# +& 3 /40 +- $
#" [+&3 /1405 6 +- $
#', $
#)% -, 7 $

[+& 3 /40 5-- +
2 [+&0 “H#
8 [+&3 /140 7, . "2
8" 7, 5 : "2
8" +&3 /4 - "8
-+ I - "



HmiltCI oy kx
CENTRAL EUROPE &

IN SITU
1]
+H +1
# "$%
"4
/
0
/ - [ O
/
#
+
/
5
&*3 (60 7
"8
&> * 7206 & *@
&* A
@ 0 %
, - !
&*B
]
&:*
0 2 0+30
0
1 "1
()
&* = 0 / 5,

&'(*
, - !
#
II+ /
# 0
# 1
/
#
#
&'()* 2
# 0
"34 3%
$
l()ll
590" & *0 ;09: &< = *0
' 9"
/ "+ 2
|
/
%
0
5
0

(O



iiterreg

European Union

CENTRAL EUROPE grentesens

IN SITU

T Cn n

% <5= %"'"'

D4
wpyr



iiterreg

European Union

CENTRAL EUROPE grentesens

IN SITU
1
# "$%
"+
/
0
!
G
0
0
C # HG
5 0
I
0 I 0 /
# *
# "
# 1 "
/ n
0
I "
0 # 0
& ! 1 1% 1% *
H

511 "1 511

&()*
, - !
#
II+ n /
"0
" l()ll
0
H
0 # "
5 " & " *0
& 0 0
" # 0
0
o
3 = "
/
# o H




HmiltCIIrIcy E
CENTRAL EUROPE &

IN SITU
) [+&0 | - +--
34 3% 3 = & 3=*
0 0
0 9
3 = Lo J1 K
0
+ #l 3 =00
1 /
343% 3 = &3=* 5
% ! 0
+ 0 3 = &3=* 12 & ¢
J! D
& 030 * - &
0O 0 04 ™
| 0 #
0 3= #
0 J D o0
/ "3 0 3 = &3=*
G 0 3= !
o
3 = &3=*
- " %
3 & 0 A0 0 *0
G #!
#

#l



milteIrcy

European Union

CENTRAL EUROPE grentesens

IN SITU
G 3 = &3=*
;16 0 "
A #! 0 3 = &3=* 5
3= I &/
0 CCOL *@
# & *@
3= & x
1 1 3 = &3=*
3 2 3 = &3= * - 0
5
* / & *
* &
- | *
5
1
0 0 0 0
1 0 0
0
# 3
= &3=* "
3 = &3=*
! % 0
0 "3
/
Progress )
A\
Uncertaint 0 | .
| sealrch | execution l 3 0
I I T 1 0
design testing "
Experimentation Business planning
5M 4 0 1+#C 0 2"C 0O+# @ 08 0+ @
G 0B @ 0 &(*5> M 5=
& 2 *@ < A F "



HmiltCIIrIcy E
CENTRAL EUROPE &
IN SITU

3

34 3% 3=9!

0

0

34 3%



iiterreg

European Union
Ei

CENTRAL EUROPE &

IN SITU
# #
1 03 D 0 0
M381 0
# [+& 3 /40 -
+ + I 0 -
| |
A J D'= 0
& # ! 0 !
0 %!
3 3 = &3=* 2 0 343% 3 =
&M" " "IM
" [+&3 /405 6 +-
3 343% 3=
0 0 0
G 0
3 M
0 -
2 ,
41 5
3 =3 M
4
!
& oL 30 0 ™
& 0>0 *
G
#) % -, 7
3 0 0 0 0
& *0 !
3 0 #

& 3=*

"



iiterreg

nnnnnnnnnnn

CENTRAL EUROPE &

IN SITU
+ 3 = &3=*! 3 = & 3=*
@
+ 3 | @
$3 &+ !
3 = &3=* @



iiterreg

European Union
Ei

CENTRAL EUROPE &

IN SITU
[+& 3 /40 5--
+
% @
@
0
>
3 /
0
M
34 3% / 3=
C
34 3% / 3=
9! 34 3%
= 0
0
0
S
%
3=
! 5__ " )
N = & 3=*

3M



iiterreg

European Union

CENTRAL EUROPE grentesens

IN SITU
G
0
0
N 3 = &3=*
&% 0
/ 13
+ & 0 0030
& *
% - -
"A
0
% + + & -,
* 4
* O =
* B = Al
*Q
* B %
o* A
6* +
”* M A B
7* 3 03 0 3
(* N 3 %
*
N
* +
* L G A
w L L
o 0< O 3
6* B
- +
( + &

*

o

>

A
0
PM
P& # '(( *
29 >1 &+ %6
P& # (((

%

*

P& #"



HmiltCIIrIcy E
CENTRAL EUROPE &

IN SITU
3 0 "& #((( *
4
G
3
+
[+ & - @ 6;>
8 14
0 J
34 3% / "DC
3 0 M3 L+3 N58
B E
0 5 511 1 1
3 3= #
0 "0 #
0 % & A+ + -, &+

>B + Ch@Cb@*'C 4



milterrey
CENTRAL EUROPE &

51 (. N3

IN SITU
2 [+& 0
+ 0 # 3 = & 3=*
5
* &6 MB*
* 1
3 = &3=*
# n
| 0 0
5
*
* "
+ 0 0
(! 5
& *
M C 0 1
M (
M (N
Results
Announcement
Application
Deadline
Call
Open
Evaluation
Promotional activities 30 dav selection process
21-45 days before start v P
3
34 3$A 34 3%



HmiltCIIrIcy E
CENTRAL EUROPE &z

IN SITU
+ 0
3 = &3 "3
= &3=* "C 0 0 3=
# "
3 3 = & 3=*
= 0 () 9l
A
& 3=* #
3 0 3 = & 3=*
J ! D
% 0
0 "
0 0
0
0 /
"3



HmiltCIIrIcy E
CENTRAL EUROPE &
IN SITU

11
3
M #l
0
3 +
I
34 3%
+
8" 7,
3=
5

/| -

*0

0 343% /

0

J

D

5C#

0/

[+& 3 /140 7,

%



milteIrcy
CENTRAL EUROPE &z

IN SITU
0
2 3
0
0 0
0
3 = &3=* &
0
%
5, ' 0
5
5
O
0 3 = &3
%
3 = &3=
8' +&3 /4
3 = &3=
*
& *
0 0 0
| 0 % 0

0
0 "N
0 -
%
5
@
@
0
"3
"C
0 # "
# &
!
& *0



EMPOWEREMENT

iiterreg
CENTRAL EUROPE

European Union
European Regional
Development Fund

IN SITU

1. Competence assessment
activities - identifying the potential
that lies within the individual and
the community

2. Capacity building - motivation
and self-esteem boosting activities
3. General skills to re-enter labour
market - how to write a CV, how to
write a successful job application,
job interview hints

4. Creativity boosting activities -
design thinking and other idea
generation activities

5. Entrepreneurial and activist spirit
boosting activities - events
promoting the positive effects of
entrepreneurship and civil society,
as well as other types of proactive
behaviour

6. Community needs assessment
activities - after empowering and
motivating future SIH participants,
in order to have ideas in line with
regional needs, participants are
invited to assess the current state
of the communities they live or
operate in

=
O

IDEA DESI

7. Idea formulation — initial
description and definition of key
elements that allows clear and
focused understanding of the idea
and necessary development actions

8. Customer/user/member
understanding — initial description of
targeted users and customers

9. Market understanding — the
market is defined by competitors,
suppliers, risks, social, demographic
and various key characteristics of
targeted users

10. Offer and value proposition —
each new initiative, product, service
or business model brings different
value and benefits to targeted users

11. Business model & story — initial
definition of key business model
elements, their interrelations and
prerequisites for sustainable
commercial, social and
environmental elements of running
business/initiative - the legal entity
type should be defined by this stage

12. Financial model - the
prerequisite for sustainable business
and initiative creation is thorough
understanding of finance, costs,
incomes and its dynamics

13. Assumption based strategy
formulation — implementation of
customer development process

IDEA GROWTH

14. Human resources -
understanding the human capital
(positions, tasks, volunteers)
needed to put the idea into
practice in the long run

15. Interactions with
customers/users/stakeholders — a
crucial part of assumptions
testing and new idea/business
development are the interactions
with customers, users,
beneficiaries in order to identify
their perception of the idea and
values it creates

16. Leadership - comprehending
different types of leadership,
familiarisation with the skills of a
good leader and participatory
decisions

17. Crowdsourcing and partnering
- introduction to crowdsourcing
options in order to develop one's
idea, as well as partnering with
peers and stakeholders

18. Impact assessment - a key
element is identifying the
eventual impact of the venture

P

SCALE-U

19. Presentation and advocation
skills - preparation for pitching to
investors and wider public, debating

skills

20. Fundraising — preparation for
access to the regular and alternative
source of capital

21. Project management -
introduction to project logic and
project design, project management,
as well as quality assessment, time
and money

22. PR and marketing - introduction
to main PR as well as marketing skills
and tools in order to successfully
communicate the project’s mission,
at the same time engaging
community

23. Readiness assessment —the
initiative or business is assessed
through the help of mentors, and
realisation readiness is evaluated,
giving tips for future actions

24. Evaluation - the initiative is
asked to evaluate the mentoring
process, in order to objectively
evaluate the entire support and
mentoring programme
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Idea 1.0
Rationale for success today
Rationale for success in 3 years
JTEPTI
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0
1
Who pays, uses, benefits... Problem/job-to-be- done “Customer” circumstances Relevant for whom?
Wheo are customers, donors, | Why do they pay, use, When do they pay, use, How many “customers” with
beneficiaries, stakehold taE- ? consume...? relevant “job” or problem?
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Pains to be avoided
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SOLUTION
Pains avoided
Gains achieved
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Empathy Map Worksheet ‘Dwuwlfw

‘ |nasigugdw | [Dme ||Ve‘mﬂn

=

. WHO are we empathizing with? ~
- Whois the person we want to understand? %
- What is the situation they are in?
= What is their role in the situation?

2. What do we want them to DO?
- What do they need to do differently?
- What job(s) do they want or need to get done?
- What decision(s) do they need to make?
= How will we know they were successful?

«w

What do they SEE?

- What do they seein the merketplace?

- What do they see in their immediate environment?
- What do they see others saying?

- What do they see others doing?

- What are they watching and reading?

il

What are they SAYING?
- What have we heard them say?
« What can we imagine them saying?

&

What do they DO?

- What do they do today?

- What behavior have we observed?
- What can we imegine them doing?

o

. What do they HEAR?
- What are they hearing others say?
- What are they hearing from friends?
- What are they hearing from colleagues?

- What are they hearing second-hand?

—

What do they THINK & FEEL?
PAINS
What are their fears, frustrations, and anxieties?

GAINS

What are their wants, needs. hopes and dreams? g

1. WHO are we empathizing with? GOAL 2. What do we want them to DO? -

N B
%g 2 :‘gﬁ?’
B - 2308
4 What do they SAY?
VWhat other thoughts & feelings might motivate their behavior?
-7 n 2
P 5 What do they 09" s

XPLANE

C$N +4M I$N = N 34IC5
s11# "1
511 "# " 1
511 "1 1 111 1
9 ;
511 " "1 PZ+ OC

©2019 XPLANE | www.xplane.com



iiterreg

European Union
Ei

CENTRAL EUROPE &

IN SITU
$ 1 +
B;= ;= %; 3B=%4
&*
& < G M
- 5
[ 5A P
M 0 0
[ N 1 5A P
M
0 %
[ 5A & ¢ 1 P
+ 5
J/ D G 1
A + A + A +
+ > &+ @+ > &+ @+ >
CSN +4M I$N =N 34IC5
511 " 1(91(71 ! ! U !
511 rrr 1
511/ t11 "1 [ ! yrrr 7o



HILCTIITyYy

European Union

CENTRAL EUROPE grentesens

IN SITU

g

The Value Proposition Canvas

Value Proposition

7]

Gain Creators

Products (D

& Services

Custormer Segment

Pain Relievers

v
'y
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Test Name Deadline

Insight Name Date of Learning

Duration

Assigned to

Critical:

Test Cost:

cE2E ew

Time Required:

Translation

C$N +4M ISN = N 34IC5 2 +B

511 " 2"1 1 1
511 " 2" 1 1 1(1171
!

+GL Cl C4 4
3" #
33" B M
333"
3>"
>" C
>3" c 2
>33" #
>333" |

Data Reliability:

Person Responsible

Translation

Data Reliability:

% & @

Action Required:

Translation
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SKILL MATRIX TEMPLATE

NAME 1 NAME 2 NAME 3 NAME 4 NAME 5

Capabilities Proficiency Interest Proficiency Interest Proficiency Interest Proficiency Interest Proficiency Interest
(CAPABILITY 1 4 1 4 1 1 1 2 1 2 1
CAPABILITY 2 1 1 2 1 a4 1 3 1 3 1
(CAPABILITY 3 1 () 1 0 2 1 1 0 1 0
(CAPABILITY 4 2 o] 1 o] a4 1 2 1 2 1
(CAPABILITY 5 3 1 4 1 2 0 2 1 2 1
[CAPABILITY 6 1 1 1 o] 2 o] 4 1 4 1

Proficiency level Interest

0 = No capability 0 =Hasno interest in applying this capability

1 =Basiclevel 1 =Is interested in applying this capability

2 = Intermediate level
3 = Advanced level
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THINKING

= How much wil this cost?
® What's noar ma?

» How can | coriact thar?
= Wiy oo Gorage?

Apphorsia - Don

= Can | conod or mschaduis? How?

» Arnoyed - Car troubl i inconveriart.
+» Cluckoss - 'm sl sbout cars.
= Skaptical - Wil this: el holp the pienae?

10 jump thicugh s » hruious - IF ' e, well e = Fofovod - I sy dongd

mery hoops st o got n sppontmont. & i - el e g Bored - Mo * Fafved - Tha cost ia as expectad.

* Hopoul -1 hopa | go thafima | wert i eiffaart then other auto shops. [ ——— or mel? - i
. & 'L"?ﬁ;g-m [yE— i tuka?  Cluokoss - Dort urcorstand what thay did.

@

‘o my cwrl?

» Hopod - Wil my car run batar?
« Cpfimistc - Do my car facl any difcrant?
= Coutiows - Am thay going 1o spam my nbox?

§ —— . . = e
[rer— orie a4 tockous cihar wey S e cox i getang hugand e
4 : - 2 sk
e [ S ——————
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STRESS LOYAL SODIERS VOCE INTENTIONS STRENGTHS
PATTERNS PURPOSE ENERGY
VALUES
SCARCITY BELEFS ABUNDANCE BELEFS
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I'want to develop a clear plan
for working with other groups that have the same vision as me.

I
PiYOO©

'BUILDING PARTNERSHIPS MAP

Scoping

Understanding the challenge;
gathering information; consulting
with stakeholders and with

Identifying

Identifying potential partners and
- if suitable - securing their
nvolvement; motivating them and

Building

Partners build their working
relationship through agreeing the
goals, objectives and core

Planning

Partners plan programme of
actvities andbegin to outline a
coherent project.

Managing

Partners explore structure and
management of their partnership
medium to long-term.

Resourcing

Partners (and other supporters)
identify and mobilise cash and
non-cash resources.

potential external resource encouraging them to work principles that will underpin their
providers; building a vision of together. partnership.
/ for the partnership.
L ~—)
L] a 3 ) =] I a
R, &
Sustaining or Institutionalising Revising Reviewing Measuring Implementing
Terminating Building appropriate structures Revising the partnership, Reviewing the partnership: what Measuring and reporting on Once resources are in place and
Building sustainability or and mechanisms for the programme(s) or project(s) in the is the impactof the partnership impact and effectiveness - project details agreed, the
agreeing an appropriate partnership to ensure longer- light of experience. on partner organisations? outputs and outcomes. implementation process starts -
conclusion. term commitment and Isit time for some partners to Is the partnership achieving its working to a pre-agreed
continuity. leave and / or new partners to goals? timetable and (ideally) to specific
join? deliverables.
4— < —a
112 BR 10 a
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Seven Questions to

SR IV S IV [ (S5 others by desion and will produce better

Great value propositions should be embedded
in great business models. Some are better than

Model Design

Copyright Strategyzer AG.
The makers of Business Model Generation and Strategyzer
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financial results, will be more difficult to copy,
and will outperform competitors.

1. Switching Costs Translate

0

. —_— . — 10

Nothing holds my customers My customers are locked
back from leaving me in for several years

2. Recurring Revenues Translate

0 . . B . 10
100% of my sales 100% of rmy sales lead to
are transactional automatically recurring revenues

3. Earning vs. Spending Transiate

0

. S A — 10

lincur 100% of my costs of
COGs before earning revenues

| earn 100% of my revenues before incurring
casts of goods Esarvices sald (COGs)

4. Game-changing Cost Structure Translate

0 . . . B — . . .

10

My cost structure is at least 30%
higher than my competitors

My cost structure is at least
30% lower than my competitars

5. Others Who Do the Work Translate

0

. B — . 10

lincur costs for all the value
created in my business model

All the value created in my business model
is created for free by external parties

6. Scalability "t

0

. —_— . — 10

Growing my business model requires
substantial resources and effort

My business model has
virtually no limits to growth

7. Protection from Competition 'Tansiate

0—et—r—r—t——r— - ——————s —— 10

My business model has no moats, and
I'm vulnerable to competition.

My business model provides substantial
moats that are hard to overcome

(®Strategyzer

www.strategyzer.comjvpd

1
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I want to develop a clear plan

ione bef LEARNING LOOP

Collect stories and insights

Review outputs and impact Prioritise feedback and solutions

Track indicators and progress
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The Pitch Canvas®

An entrepreneurial brainstorming tool that helps you structure and visualise your pitch on one page

Simple Statement of what change
you and your product are making in the world.

‘A memorable one-sentence explanation of what you do for customers.

Pain (+ Gain) Product

What problem are you solving for your customers? As simply as possible: How does it work?

What does the pain result in? ‘what does your preduct do for customers?

Can you make the pain a human problem, that everyone can ‘What can your customers do as a result of your product?

relate ta? ‘What opportunities do you provide for people to be faster, more
How many people need this problem solved - market size? cost-effective, more efficient, happier, safer?

Have you validated that people will pay to have it How have you tested it with customers?

solved? {Be sure not to let the product dominate the pitch.)

Product Demo What's Unique

Live demo? (always risky, but powerful if it works...) Technology/Relationships/Partnerships.

A screenflow movie of a working App conwinces this is How do you help your customers get rasults differently
for real. Physical product convinces you can execute. to your competition, or alternatives?

Screenshots are also OK, but can look like 3 mock-up - ‘What's new and innovative about your solution?
moving product on screen is better. Show you have researched the market and know what

Can you show a real customer using it? L competition is out there.

1ole

J
@\

- .
Customer Traction Business Model

Success so far? How do you get paid?

Pilot customers? Major brands? ‘What's the opportunity for growth?

F ion in users or load How can you scale beyond your current
Customer reference quotes or movies? scope: new industries, terntories, applica-
PR coverage? Competition wins? tions of partnerships and technology?

Use data and facts to strengthen your case.

e d

Investment Team

Hawve you invested money yourself? ‘What relevant experience and skills does your
Have you raised money so far? team have that supports your story?

How much are you looking for now? Brands worked for? Achievements? Sales success?
‘What big next steps will you use the investment for? ‘What binds you together as people and as

What milestones will you reach with the money? entrepreneurs to fix this problem?

How many, and what type of investor are you looking for? ‘What's special about the character of your team,
‘What expectations do you have of your investors; that will make you stand out and be memorable?
network, expertise? e

Call To Action and
End Statement

Finish the pitch strongly with a clear request for the audience to take action - what is their first naxt step?

Why You?
NOTE: Why You? can show up in any part of the pitch.

Why do you care about solving this problem for your customers? How has your life been affected by this industry?
‘Why should your audience have confidence that you are driven to do what you promise, no matter what?

= Best3
=? Minutes

vase
ter each use,
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PLEDGEME CROWDFUNDING CANVAS

Download (File > Download > Microsoft Word) or make your own copy (File > Make a Copy) of this canvas and fill it out while you're getting ready to launch your campaign . Full education guides here

PEOPLE

Who are you? People fund people.
so show off your team & talk
about their role during the
campaign (pics & bios)

FUNDING

How much / what do you need
the funding for? Break down your
budget & make sure to include
fees/ costs

CROWD

Who are the people you know O
that want to fund you? Write

down your First 50 - eg

family, friends, customers.

SPREADING THE WORD
How will you communicate with your
crowd? Comms plan:
pldg.me/commsplan

Eg. Newsletter, Social media, IRL events.

WHAT YOU OFFER
What's being offered through the
Campaign? (eq. rewards, shares, or loan notes)

WHAT WE DO

What do you do? What's your
short and snappy one line
ear-catching description?

SKILLS NEEDED
What help do you need

(for this campaign)?
eg. Project Manager

WHY
CROWDFUNDING?
Why do you want your crowd
to fund your idea?

VIDEO AND IMAGERY
What media have you created already and
what else do you need to make?

Note down dates for getting your campaign ready and communicating with your crowd

6weeks out | 5weeks out

4 weeks out

3weeks out | 2weeks out | 1 week out

3 days out 1 day out

TIMELINE - DURING & POST

Write down what you'll do on day 1and each week of your campaign (both communication & big

tasks)

Launch day

Week 1

Week 2 Week 3
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