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OkcaHa
HeunnopeHko

OvpekTop
O «noban
Odic»

Hatana KocTtpoBa

KepiBHUK Bigainy
KopnopaTUBHOI
Ta couianbHOI
BiAMOBIAANBHOCTI
[MpAT «KuiBcTap»

K BIAKPUTU BNACHWUN BIZHEC

Ta [e B3aTW CTapToBWUI KaniTan? ns ne-
AKMX KPaiH LWKiNbHE NiANPUEMHUNLITBO

€ 3BMYHOIO CrnpaBoto. A Mokm YKpaiHa
TiNbKM Ha WASXY OO LbOro, MU, Chifib-
HO 3 HaMGINbLIOIO YKPAIHCbKOK TeneKo-
MYHIKaLIiMHOIO KOMMaHieto «KuniBcTtap»,
po3pobunn nporpamy Tabopis
«GoCamp», sika HaBYNTb AiTeN He Npo-
CTO Teopii, @ AacTb AOCTATHIO 6a3y
MPaKTUYHWX 3HaHb A9 ManbyTHbOTO.

XTO, 9K HE BENNKUI | MOTYXXHUIN YKpa-
THCbKWI Bi3HEeC 3i CBOIMM BNacHMU-

MW ICTOPIIMU Ta peanbHUMK KENCaMMU,
MOXe PO3KPUTU BCi CEKpeTU nignpu-
EMHULBKOT AiSNbHOCTI B YKpaiHi Ta no-
KasaTu NPaBUIbHUIA LIASX AO YCMixy?

Mu HaBuMMO AiTen CcTBOpIOBaTU igei ang
BUPILLEHHS 6yab-SKUX MPOBaeM Ta He
60TNCS MOMUIOK, HaBY4aTUCS NPOTS-
rOM YCbOTrO XMUTTS, NpaLoBaTh B KO-
MaHAi, B3aEMOAIATA 3 IHWMMKW Ta HaMa-
raTuCsl peanisoByBaTW BAACHI NPOEKTH,
MOKPALLYOYM iX 3 KOXKHUM OHEM.

BUCTYIMAIO4Y KJTIOYOBUM
napTHepom npoekTy «GoCamp»,
KoMmnMaHisg «KniBcTap» peanisye OCHOBHI
MPUHLMAM CouianbHOI Ta KOPNOPaTUBHOI
BiAMOBIAANBHOCTI, Ki MONSratoTb y pO3-
BUTKY Ky/JbTYpU NiANPUEMHULTBA, CTBO-
PEHHS IHHOBALIMHMX MPOEKTIB Ta NiABW-
LeHHS PiBHS LMPPOBOI rPaMOTHOCTI.

Mwn BipMMO, WO NoYnHaTK Tpeba 3 nep-
WX CTYMEHIB OCBITHBOTO LUASXY Ta BXe
3apa3 pO6bUTU CBIil BHECOK Yy CTBOPEH-
HS KPaLLOro ManbyTHbOro Ans YKpaiHu.
Ake eanHa MOXIMBICTb Nepenbdavy-
BaTW MaMbyTHE — Ue 6yayBaTW MOTro.

KomnaHist «KuiscTap» 6axka€ NpoayK-
TMBHOI yyacTi B «GoCamp» Ta Ha-
MONEerMBOCTI B CTBOPEHHI MO3U-
TUBHUMX 3MiH. HaTxHeHHs Bam!
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CnoraH Tabopy:
The best way to predict the future
Is to create it

JeHb

Yac

9:00-9:40 9:40-10:20 10:20-11:00 11:00-11:40

OeHb 1

BiokpunTTa Tabopy

_ (s9Kwo PO3MoYMHaEMO TeMaTUIHa CrBOprOEMO
BapiaHT 1 no npwisay BONOHTepa). roa Ta LOMOBSIEMOCS
Posnosiab npo Temy P npo npaswna Tabopy
Tabopy. Icebreaker games
[Mopmin y4acHWKIB Ha
3HANOMCTBO TabopPOBi KOMaHIM.
. KomaHam nnany-
Biokpntta 3 BonoHTepom — 30 xB OTh NOEACTABNEHHS
. Tabopy (irpy Ha 3HaMOMCTBO). PeA
BapiaHT 2 . (MantooTb embne-
3 BosIoHTe-  Country presentation MV-TOFOTUMN. CBOE
poM (Volunteer's country y '
and Ukraine) MOTO-KPUHNKY + LUO
BOHMW OYiKYHOTb Bif
Tabopy)
. Team Project time
Topic #1 -
eHb 2 Building based on IDEA
IDEA GENERATION Game. Part1 GENERATION
Project time based
Topic #2 Sport, Tech  on INTRO TO
Denb3  INTRO & Creative ENTREPRENEURSHIP
TO ENTREPRENEURSHIP  activities & SKYPE 3 MmeHTOpOM
KniBcTap
. Project time based
Topic #3
OeHb 4 KeecT 4G on CREATIVE
CREATIVE THINKING THINKING
Topic #4 Team Buil- Project time
OeHb 5 ding Games. based on MARKET
MARKET RESEARCH Part 2 RESEARCH
Project time based
femng  TOPIC#5 gpggé e on OPPORTUNITY
OPPORTUNITY ANALYSIS T ANALYSIS & SKYPE
activities .
3 MeHTOpOM KuiBcTap
0
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Bik — 12-15 pokis.

Tpweanictb — 10 OCHOBHWX AHIB + 3 BapiaTUBHI.

Yac

11:40-12:20 12:20-12:30 12:30-13:00

Migrotoska kpea-

TWUBHOrO NpeacTaB-

JNIEHHS LWKONW Bif, Brunch
YYaCHWKIB Tabopy

NS BONoHTEpa

cebreaker

[1iaroToBKa KpeaTUBHOTO
npencTaBNeHHS WKOAWM  * BapiaTusHa
B[ y4aCHWKIB Tabopy CKNafoBa
019 BONIOHTepa

[MpencTaBneHHs KOMaHz (noroTumn,

o Brunch Kpuyarska), O4iKyBaHHA KOMaHAM
Activities P ) y A
Big Tabopy — 20 xB
Brunch CniBu (@HMMINCbKOIO MOBOIO)
[pe3eHTauia HanpaLuBaHb Bif
MPOEKTHUX KOMaH[, 38 CUCTEMOIO
Brunch SCRUM-pgouwkun. KomaHam no yepsi 3a-
YNTYIOTb 3aBAAHHS, SKi BOHW MAaHYOTb
BMKOHYBATW MPOTAroM Tabopy
Brunch Pednekcis | EksaTop Tabopy
[igroToBKa OO TBOPYOro
Brunch A A P
npeacTaBfeHHst KOMaHAM Tabopy
[MpeacTaBneHHs HanpautoBaHb
Brunch 3a cuctemoro SCRUM-pouwkm (To Do |

In Progress | Done)
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Yac

fledb  5.00-9:40 9:40-10:20 10:20-11:00 11:00-11:40
[Mepernsg
Ta 06ro- [MigrotoBka Ao TBOpYoro  Topic #6
JdeHb7  BOpeHHSs npencTaBieHHs DESIGN THINKING
TEDeX KomaHau — 30 xB AND PROTOTYPING
BinE€O
Project time based on Cnisu (aHr- CropTUBHI ecTadeTH
Oenb 8 DESIGN THINKING NINCbKOO MidK EomaH M
AND PROTOTYPING MOBOIO) A
. Project time
Topic #7 Benuka
JdeHb 9 based on PUBLIC
PUBLIC SPEAKING PYXnMBa rpa  cpEAuING
HeHb 10

BikTopuHa. 3maratoTbcs MPE3EHTALIA MPOEKTIB
BapiaHT 1 yci komaHau Mix coboto, HA 3AKPUTTI TABOPY & SKYPE
BEAYYNN — BUMTEND. 3 MeHTOpPOM KuiBCTap

[TiKHIK — 2 rognHu *. TemaTnyHa rpa — 30 xB *.

Pednekcis — 45 xB (y4Hi AinSTbCA BPaXXEHHIMM Bif
BapiaHT 2 Tabopy, TEMMU, BUBYEHHS aHIINCHKOI Ta pOHOTU

3 BOJIOHTepoMm) *. Brunch + cnisu — 30 xB (yCi

BMBYEHI B TaBOPI MiCHI aHMMINCbKOK MOBOIO)

TemaTnyHa ekckypcis. Lunch 3 co6oto — nikHiK.

[Mig yac ekckypcii 3annaHyBaTtu + O4HY rpy
(BapiaTMBHa CKNaloBa, MOXEMO BCTaBUTU ii y 6yAb-SKNIN OEHb)

KoxHoro gHs Tabopy Ai€ NowTa, Y4HI MOXYTb MUCATU INCTK;

lpei . ) X
A nowTa PO3OAETLCA Mif YaC O6roBOPEHHS NiACYMKIB AHS.
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Yac
11:40-12:20 12:20-12:30 12:30-13:00

Brunch CniBu (@HMINCbKOO MOBOIO)

[MpeacTaBneHHs HampawutoBaHb 3a
Brunch cuctemoto SCRUM-gowkm (To Do |
In Progress | Done)

[Mpe3eHTauia BiAEO BiJL KOXHOI

Brunch komaHan «GoCamp 2018. fik e 6yno»

3aKpUTTa Tabopy, KOO NOAsKM +

[pa + brunch )
cninbHe $oTOo

* BapiaTWBHa

3aKkpuTTa Tabopy + cninbHe GoTo CKNIanoBa

Ha noyaTky Tabopy KOMaHAM O6MPaOTh MiXK COBOIO «OnepaTopa», K1
3HIMAE Lo KOMaHAY (K BOHW NpaLooTh Hag NpOeKTamu, rpatoTh B irpu,
TOLLO). B ocTaHHIN fAeHb Tabopy KOMaHAa NPe3eHTYE BiAeO-POSUK.

GO S¢ @
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BBepneHHs

Ha nouaTky mepLlioro 3aHaTTs 3 MiANPUEMHULITBA BYMTE b NOSC-
HIOE YYHAM, LLO MPOTArom Tabopy BOHM OyaAyTb BMBYATU MiANPU-
EMHWLTBO Ta iHHOBaUIl. KomaHaa komnawii KuiBcTap nigrotyBana
ONS HWX peanbHi 3aBAaHHSA Ta CUTyalii, 3 AKUMM Yy4YHi 6yayTb Npa-
LIOBATU Ha 3aHATTAX.

TakoX NOTPIGHO HAaroNOCUTHK, WO NPOTArOM Tabopy YUHi MaTu-
MYTb 7 3aHSATb N9 peanidauii BNIaCHUX MPOEKTIB Ta O4HE 3aHATTS,
LWO6 Npe3eHTyBaTW Li NpoeKTW. JeTanbHiwe Npo ue BYMTENb PO3-
NOBICTb Mif, YaC 3aHATb.

Meple 3aHATTSA 3 NpOEKTIB

Ha neplomy 3aHATTI 3 MPOEKTIB BYUMTENbL PO3MOBILAE YUHAM,
WO NPOTAroOM Tabopy Ha HUX YeKae 7 NPaKTUYHKX 3aHATb, N Yac
AKMX KOMaHAM CTBOPIOBATUMYTb BNACHI MPOTOTUMNN LOAATKIB.

Ons uboro y4yHsaM NoTpiObHO po3ibpaTmMCa y OBOX BaXIMBUX TEMAX:
Internet of things (loT);
Aplication development (AD).

Bumntenb nokasye 2 npeseHTaLii npo loT Ta AD Ha 10 xB Ta Biaeo
Big KOMaHAM KWiBCTap Npo TWnwM AOAATKIB Ta peasbHi Npukiaan
BXE CTBOpPEeHMX AoaaTkie KuiscTap.

Micns UbOro BUMTENIb OrONOWYE YUYHAM, WO BOHU LINATbCSH Ha KO-
MaHau. [ani 3a 4oNoOMOroto TexHik Idea generation (siki BOHM npo-
AWM Ha NepLIOMY TEOPETUYHOMY 3aHATTI) Y4HI PO3NOYNHAKOTb
OPEVHWTOPMUTM HaA iAE€E CBOro AoAaTKa.

(s) ¢ GO
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OCHOBHe 3aBAaHHS

Y nepwmn aeHb Tabopy BaXKIMBO JOHECTM [0 YYHIB, O NPOTArom
7 3aHATb HEOOXIAHO BUKOHATK 3 KJIIOYOBI 3aBAAHHS:

npuaymaTn 4ofaTok Ang KuiscTap i 3ai1y4ymMTy BUKOPUCTaHHS
3B'SA3KY;

3HATW BiLeO-Mpe3eHTaLilo Ta Npe3eHTyBaTM CBill MPOEKT;
3aBaHTaXXMUTK BiAeo-npe3eHTauito Ha Facebook-cTopiHky Tabopy.

Mpe3eHTyBaTK CBOI MPOEKTU Y4YHi 6yayTb B KiHLi Tabopy B dopmaTi
BiLEO Ta Crikepa Bif, KOXXHOI KOMaHAMW, SKUM 3MOXEe PO3MOBICTMU NPO
iAeto.

Lli BiZ€O y4Hi 3MOXYTb OMy6AiKyBaTM Ha CTOpIHLI Facebook-rpynu
INS yCix LWKiN, sKi 6epyTb y4acTb Yy nporpami. Bingeo-npeseHTadii
NPOEKTIB, SiKi HAbepyTb HanbinblLe ronoCiB Big y4acHMKiB Facebook-
rpynu, OTPUMaKoTb MPU3 AN CBOEI LUKON.

TakoX BUMUTENb PO3AAE / HAACUNAE YYHAM MaTepianu (Mpe3eHTauio
Ta MeToamnyky) 3 iHpopmalieto Npo loT Ta AD, Wo6 y4Hi Moram ca-
MOCTIMHO BMBYATU LIKO TEMY MPOTArOM 7 3aHATb Ta LWyKaaM HOBY iH-
dopmMaLito, gka [OMOMOXe peanizyBaTh iXHiM MPOEKT Ta CTBOPUTHU
NPOTOTUMN AOAaTKa Ha ObpaHy TeMy.




Topic #1
IDEA GENERATION

Total Duration — 1 hour 20 min. Lesson preparation (task
for teacher and volunteer):

Read the schedule of the lesson;
Print out the materials;

Read the material about the brainstorming technique
(«Brainstorming Strategies»).

DESCRIPTION

Divide students into teams (under 5 people), for small groups:
pairs or groups of 3.

ACTIVITY 1

Storytelling — 10 min

BACKGROUND — TEACHER CAN TELL STUDENTS
ABOUT IT

|ldea generation is the process of forming, revising, pondering,
and sharing new ideas of any kind realistic, abstract, or anywhere
in between. Brainstorming (in all its forms) is probably the best
known aspect of idea generation. It's important because it helps
people say their ideas out loud, however silly they may seem.

Once the idea is out in the open, it is recorded and then it can
be developed and tested. It is important for students to under-
stand that if ideas are never shared, they will never go any fur-
ther than just that — an idea! Once an idea is shared, it becomes a

= 89



possibility. Sharing ideas in a group has the added advantage that
it can evolve and morph into other ideas and it can spark addi-
tional new ideas. Entrepreneurs rarely keep ideas to themselves -
they talk about them and share them and see where they can go
with them.

Most students will be familiar with the general concept of brain-
storming — where either an individual or a group of people come
up with as many new ideas as possible for a specific topic or
problem. Brainstorming can be very effective for students, who
should see links to where they could use the different techniques
in their own lives.

More information in Appendix 1

ACTIVITY 2
Silly Stories Warm-up — 15 min

Print out cards for each team (cut up) folder PRINT Story
Starter Cards (Appendix 2)

1 Tell students that in this lesson they will be finding ways to
come up with new ideas. This warm-up activity will help them
dive straight in and get their creativity flowing! (You will ex-
plain more details about idea generation methods after the
warm up).

Put students into groups of 6.

Hand out the story starter cards 1 per group. Place them face
down in the middle of each group. Explain what they are go-
ing to practice teamwork and brainstorming by building on

each other’s ideas and creating a story from the starting card.

The first person picks up the card and reads it aloud.

5 The next person will add to the story starter by stating a sen-
tence to help develop the story (this can be in any way what-
soever adding in action, new characters, situations — whatever
comes to mind)!

GO S'c 5
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For example, if the story starter read: «l was in school on

a cold winter’'s day dreaming about the weekend when

| looked out of the window and saw aliens land on the soccer
field,» the next person might say, «There were 200 of them
running towards me.» The next person might say, «They had
three heads and two eyes,» and so on. Encourage students
to be as creative and outrageous as possible!

For each story starter the group should go around twice be-
fore turning over the next card.

Give the groups approximately 4-5 minutes for this activity.

Invite the students to share their best/funniest story. Then use
this as a link into the rest of the lesson on idea generation and
brainstorming in particular highlighting how diverse interesting
and different their ideas were.

ACTIVITY 3

Game — 10 min

1
2

Invite your group to spread throughout a large open space.

Instruct your group to walk when you say « WALK» and to stop
walking when you say «STOP».

Issue a series of these two commands, in any order, for 20
to 30 seconds to help your group practice responding.

When ready, announce that you will now swap the mean-
ing of these commands, so «WALK» means stop walking and
«STOP» means to walk.

Challenge your group and each individual to continue to be
as accurate and as fast as possible responding to each
command.

When ready, announce two new commands:
«NAME» invites everyone to say their own name out loud;

«CLAP» invites your group to perform one simultaneous
clap;

10 S GO
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Practice these two new commands together with « WALK»
and «STOP»;

Finally, announce you will swap the meaning of the last
two commands, e.g. when you call «<NAME» everyone
claps, and vice versa;

Continue playing for several minutes, and / or try
a variation.

ACTIVITY 4

Brainstorm — 20 min

Ask students what brainstorming is and if they can give examples
of times when they have used brainstorming.

TEACHER EXPLAINS STUDENTS — Brainstorming rules:

Use their ideas to clarify understanding that: Brainstorming is
where an individual or a group of people come up with as many
new ideas as possible around a specific topic or problem.
Introduce the 4 rules of brainstorming

Go for large quantities of ideas (the more the better)!

There are no bad ideas (all ideas get recorded — if working on
your own do not edit out ideas and if you are in a group do
not criticize others ideas or make judgments)

Encourage wild and exaggerated ideas (anything goes in
brainstorming)!

Capture everything — every idea must be recorded!

Group Brainstorming
1 Divide students into teams up to 5 people (or pairs or triples).

2 The task of following to the rules, however, they can freely re-
cord all their ideas.

3 Give each team paper and pen (they can choose which mem-
ber will record ideas).

GO “,'\’ 11
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15t task (one question for all, brainstorming as teams):

1

Teacher selects a question from the list and writes on the
board: «How can we make a pig fly?»

Students have 5 minutes to come up with a solution. The
teacher monitors the work of the group.

Stop students after 5 minutes, calculate total number of pro-
posed solutions by each team. Each team presents 3 best
solutions.

Ask students how they can be more creative? In brain-
storming, all ideas can be useful, even those that seem cra-
zy: sometimes we limit our ideas — we edit out ideas that

are not yet possible or seemingly odd. For example, did any-
one suggest something like — you could put bacon in a plane!
Entrepreneurs often come up with ideas that seem odd or not
possible but overtime these can be amazing solutions.

2nd task (a different question for each team, brainstorm-
ing in teams):

1 The teacher selects a different question for each team.

2 Students have 5 minutes to come up with a solution.

3 Each team presents the question and 3 the most interesting

ansSwers.

3rd task (the question is one for all, but everyone works
for the team individually):

1 The teacher selects and writes on the board for all one ques-

12

tion from the Brainstorming Topics List.

Each team has 1 sheet: the first team member writes his

idea, then passes on to the next, continue doing rounds un-
til the papers returns to their starting point. If you have
groups of different sizes, simply stop when the smallest group
finishes — 5 min.

The last student from each team reads all the ideas of their
group.

e GO
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ACTIVITY 5

Discussion — 10 min

Ask students to compare the two methods used so far (open
group brainstorming and brainwriting), the following questions
can be used for discussion points:

1
2
3

4

Which method gave them more ideas as a whole group?
Which method gave the group a bigger variety of ideas?

Which method did individual students find more helpful
for them to give more ideas?

In what ways was brainwriting a different experience
to group brainstorming? Did anyone prefer one method
to another? Why?

ACTIVITY 6

How to deal with a lot of ideas — 15 min
Mind mapping creation

We try to brainstorm and find out new ideas in our group.

One more technique of coming up with new ideas by yourself is
a mind map.

It is an easy way to brainstorm thoughts organically without wor-
rying about order and structure. It allows you to visually structure

your ideas to help with analysis and recall.

A mind map is a diagram for representing tasks, words, concepts,
or items linked to and arranged around a central concept or sub-

ject using a non-linear graphical layout that allows the user to
build an intuitive framework around a central concept. A mind
map can turn a long list of monotonous information into a col-

orful, memorable and highly organized diagram that works in line

with your brain’s natural way of doing things.

The mind map can be used as a simplified content management

system (CMS). It allows you to store all your data in a central-
ized location to stay organized. With the various mind mapping

GO
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software programs out today, you can attach files to different
branches for even more flexibility. You can also change to various
different views in order to find one that suits you best.

Why Mind Maps Are Effective?

Mind maps are extremely effective for taking notes, planning
a project, brainstorming an idea, presenting information to others,
and many other uses. Why is this? Here are a few reasons:

They improve our capacity to see the bigger picture.
They help us save time by focusing on key issues.

They improve our ability to retain and recall information
through patterns and associations.

They help to clarify thinking.
They provide concise, visual information maps that are
well-suited for presentations and reports.

Show your students pictures of mind map

from the presentation in folder Lesson 1 «Mind map»

Ask them to start to think about their hobbies and start to create
the mind map of their everyday tasks and nearest future plans.

Students also could use the mind map for their studying process
for planning their project time.

14 “,.\' OQ
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Appendix 1

Brainstorming Strategies

Group Brainstorming

In group brainstorming, there are some techniques you can sug-
gest students a way to increase participation:

Use the «Yes and...» technique to set a positive tone and stop
criticism and language that can deter others. When they prac-
tice this, students acknowledge the contributions of oth-

ers and build on ideas. A «Yes and...» brainstorm might look
like this if students are talking about developing a new type of
classroom chair:

Student 1: | think customers want an inexpensive option.
Student 2: Yes, and it should be easy to deliver.
Student 3: Yes, and it should come in both pink and green.

Along those same lines, remind students to build on each oth-
er's ideas. Brainstorming for idea generation doesn’t have to
result in ideas that are completely unique. The goal is to get
lots of ideas on the table and students should explore, add to,
amend, delete, revise, and revamp other ideas they hear.

Have students record ideas in different ways — writing and
drawing on big pieces of paper, with markers and gel pens —
anything to step out of the regular notetaking process.

Brainwriting

Brainwriting is an idea generation method that encourages partic-
ipation. Each individual participant is given a piece of paper and
they write the question/problem at the top of the page. Each per-
son then spends a few minutes writing down their own ideas on

GO -- 5
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Appendix 1

hvd

the piece of paper. They then pass their paper on to the next per-
son to read. That person will add ideas to the new piece of pa-
per. Everyone continues passing on their pieces of paper until ev-
eryone has written on every page. The papers are then posted in
a central location so the ideas can be shared and used for fur-
ther discussion. Brainwriting is particularly useful when some in-
dividuals are hesitant for whatever reason (e.g. self-conscious,
shy, afraid to look stupid or silly, embarrassed etc.) in giving ideas
and so unlikely to contribute in traditional group brainstorming
sessions.

At Venturelab, we specifically make sure
to include these types of practices so that
@ girls and young women don't feel bulldozed
= and quieted in class by their male peers. We
N encourage you to be aware of and encourage
participation by all students.

Brainwriting also works in workplace settings to overcome is-
sues caused by authority and dominance by certain individu-

als. Brainwriting is important because it's a way to experience the
practice of one person’s ideas contributing to another person’s
ideas.

Role-playing

Role-playing involves participants taking on a role while brain-
storming. This is used to encourage looking at a problem or sit-
uation from many different perspectives. It can also help par-
ticipants break free from their normal roles, have fun, and be
more creative. Roles can be given to create different but realistic

6 Se GO
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perspectives such as customers, employees, etc. Role-playing can
also include looking at something from the perspective of a su-
perhero or cartoon character to encourage more creative think-
ing and spark new ideas. Role-playing can be taken beyond the
brainstorming session to include acting out certain roles and in-
teracting with each other to explore a problem further.

Reverse Brainstorming

Reverse brainstorming is the process of looking at a problem
backwards. Instead of trying to come up with ideas for solutions,
participants come up with ways to cause the problem or to make
the problem worse. Once you have identified as many differ-

ent ways as possible to cause the problem or make it worse, you
then spend time reversing each of those ideas. This is a particu-
larly useful technique where participants are struggling to be cre-
ative in the brainstorming process and are being too analytical

or judgmental. It also helps to take a different perspective in order
to come up with additional ideas.

OQ “,'\’ 17
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Appendix 2
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Lesson Project Time based on
IDEA GENERATION

Total Duration — 1 hour 20 min.

ACTIVITY 1

Instruction time — 30 min

Ha nepwomy 3aHATTI MO MPOEKTax BYMTENb PO3MOBIAAE YUHAM,
O NPOTAroM Tabopy Ha HUX YeKae 7 MPaKTUYHUX 3aHSTb, Nif
Yac AKMX YYHi B KOMaHZaX 3MOXYTb CTBOPUTM BAACHWI MPOTOTUN
JOJATKIB.

Ons ubOro My po3noOBIMO Ta CAPOBYEMO PO3i6bpaTUCS Y ABOX BaXK-
nmBumx Temax: Internet of things Ta Aplication development.

BunTtenb nokasye 2 npeseHTauii npo loT Ta AD Ha 10 xB Ta noka-
3ye Bifeo Big KOMaHAu KuniBCTap 3 iHGoOpMaLieo Npo TUNu gonat-
KiB 3arasioM Ta peanbHUMU NPUKNaSaMK BXeE ICHYOUMX anikaLuin
KwiBcTap.

Micna LbOro BYMTENb OTFONIOWYE YYHSM, LLO BOHW LiNSTbCA Ha KO-
MaHan. Jani, 3a ponomoroto TexHik ldea generation (ki BOHM
NPOVILLAN Ha MEPLUOMY TEOPETUYHOMY 3aHATTI), YUYHI PO3MOYU-
HatOTb BPENHLWTOPMUTY Hag iaecto cBoro gogatka. OCHOBHe
3aBAaHHS NPOTArOM 7 3aHATh:

npuaymMmati goaatok ona Kuisctap i 3any4mMTy BUKOPUCTaHHS
3B'AI3KY;

3HATM BiAeO Npe3eHTaLilo Ta NPeACTaBUTU CBIM MPOEKT;
3aBaHTAXMTU Bigeo-npe3eHTauito Ha Facebook-cTopiHKy.

Mpe3eHTyBaTK CBOI MPOEKTW y4Hi 6yayTb BKiHUi Tabopy y dopmarTi
BiAeO Ta cnikepa Bif KOMaHAM, GKMUM 3MOXKE PO3MOBICTM NPO iaeto.
Lli BiIeO y4Hi 3MOXYTb OMy6AiKyBaTM Ha CTOpIHLI Facebook-rpynu
INS yCix LWKiN, ki 6epyTb y4acTb Yy nporpami. Bingeo-npeseHTadii
NPOEKTIB, SKi HabepyTb HambinblLLe rofociB, OTPUMAKOTb MPU3 4
CBOEI LLIKONU.

OQ “,'\' 19
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HeTanbHiwe — 3a nocunaHHsaMm: https://goo.gl/bk8qtv
(BUMTENb BiATBOpPIOE MO Yepsi Bineo 1 — Application development,
Bineo 2 — Creative thinking. ik cTBOptOBaTH BigeO?)

TakoX yunTenb po3gac / HalCUNAE YYHAM MaTepianu (Npe3eHTa-
Lito Ta MeToaMuKy 3 iHbopMmadieto npo loT Ta AD), wob y4Hi Mor-
JIN CAMOCTINHO BMBYATU LIKO TEMY MPOTArOM 7 3aHATb Ta LUyKa-
JIN HOBY IHOOPMALLtO, IKa JOMOMOXE pPeanizyBaTh iXHiM NPOEKT
Ta CTBOPUTWM NPOTOTMUMN AOAATKA Ha O6paHy TeMy.

BunTenb AiNUTb YYHIB Ha KOMaHAW, Y CKAaAi SKMX BOHM NpaLtoBa-
TUMYTb OO 3aBEPLUEHHS CBOIX MPOEKTIB.

ACTIVITY 2

Npa «Ckpenka» — 10 xB

YunTenb Oa€ 3aBAaHHS YYHSIM NpUAyMaTh SKHanbinblle igen Toro,
SK MM MOXXEMO 3aCTOCYBaTW CKPEMKY B PeasbHOMY XWUTTi (OKpiM ii
OCHOBHOIO KaHLENSIPCbKOrO NPU3HaYeHHs).

KomaHza mae 5 xB ang Toro, abu npuaymati Ta 3anmcaTu skHam-
6inblle BapiaHTIB 3aCTOCYBaHHS CKPEMKM.

Micng uboro yci KoManay no Yepsi HasmBatoTb Yncao CKIJTbKA
BOHU MPUAYMann 3aCTOCYBaHb A5 CKPENKM i 3a4UTYIOTb CBOI ifel.

ACTIVITY 3

Brainstorm — 20 xB

Ha nonepeaHbOMy 3aHATTI YYHI BXXe MPOMLLAM TEXHIKY
Brainstorm.

MpoTarom 20 xB KOMaHAM O6rOBOPIOIOTb aKTyasbHi MOTpe-

61, AKi, Ha IXHIO LYMKY, MOXHa BMPILLUMTK 3a AOMNOMOrO CTBO-
peHHs aoaaTka: chepa, dyHKLUIOHan, gKy npobnemy BUpIlye / 9K
Jornomarae.

IXHe 3aBoAHHS npuayMaT Ta BTUIMTU IHHOBALIMHE pilLEHHS ON14
3MiHW cuTyauii.

KomMaHaa nNpomnoHYE Ta 3anmcye sSkHambinbLle igen Npo Te, aKnM
[OLATOK BOHW XOYYTh CTBOPUTMW.

50 S GO
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KoxkHa KOMaHZa no yepsi oronowye BubpaHy npobaemy, Han
sKoto 6yae npautoBath (5 xB).

ACTIVITY 4

Po6oTa Hag norotunom — 20 xB

KoMaHaM HanpuKiHLi po6oTK HaL NpoeKkTamu 6yayTb Npe3eHTyBa-
T igei poaaTtkie. s MOBHOLUIHHOI Npe3eHTalii BOHU OTPUMYHOTb
3aBAaHHS CTBOPUTU NOrOTUM.

YunTenb Moxe NpoAeMOHCTPYBATM JOTOTUMM iHWKWX AOAATKIB, 3a-
AUTaTU, SKi TOrOTUMM BILOMI YUYHSAM, UMM BOHU LLiKaBI, Y1 nofoba-
IOTbCA M.

YuuTenb po3gae matepianu ans Aorotmnie (6invm Lynkmin nanip
Ta KapToH, dapbu, onisui, dromMacTtepu, iHLIe).

YUHi NpautooTb Hag TOrOTUMOM IXHIX AoAaTKiB (Mpoaymy-
toTb, LLIO BiH 03Ha4YaTMMe Ta K BOHM MOro Xo4yTb 306pasmTi /
HamaNtoBaTH).




Topic #2
INTRO TO ENTREPRENEURSHIP

Total duration — 1 h 20 min
Lesson preparation (task for teacher and volunteer):
1 Read through entire lesson.
2 Gather materials.
3 Print / make copies:
Team Observation Card (in folder PRINT — ACTIVITY 1).
4 Familiarize yourself with video (explanation):
https://www.youtube.com/watch?v=H0_yKBitO8M
The team Observation card.
All explanation of discussion session (TEACHER PART).

ACTIVITY 1
Storytelling — 15 min

Background — Teacher can tell students about it

Throughout this introductory lesson on entrepreneurship, it is im-
portant for students to begin to understand the approach to en-
trepreneurship. Entrepreneurship is traditionally related to set-
ting up a company and entrepreneurs are the people that bring
the resources together to set up the company and make a prof-
it. When you introduce the lesson to students, it is likely that they
will have this type of understanding of entrepreneurship.

® = 89


https://www.youtube.com/watch?v=H0_yKBitO8M

We aim to give young people the opportunity to experience and
develop an entrepreneurial way of thinking and behaving that will
be valuable to them whichever career path they choose. It is im-
portant to emphasize that this lesson and the rest of the lessons
will help them experience and develop their entrepreneurial skills
and way of thinking — rather than the specifics of creating a busi-
ness or starting and running company.

KEY TERMS - Teacher Ask And Explain Them to Students

Desing Thinking means considering the end user or custom-
er's needs and incorporating them when developing a solution.
Entrepreneurs can use a design-thinking approach to develop
products and services that solve real needs.

Enterpreneurship isn't just about starting companies; it is a skill-
set and a way of thinking. The core of entrepreneurship is build-
ing a solution to a problem and taking the necessary steps

to make it a reality.

Entrepreneurs spot an opportunity and develop a vision for
a new product, business or solution and put together all the re-
sources needed to bring their ideas to life.

Growth mindset is a way of thinking that means that your brain
is capable of learning anything (compared to a FIXED mindset
where you believe you are born with certain abilities or skills and
that you are incapable of improving in certain areas).

Iteration is the process of making small or quick improvements
to a product or service. Entrepreneurs learn from each «iteration»
in order to continuously improve their product or service.

Prototypes are simple models entrepreneurs use to explain their
idea, get user feedback, and learn how their product needs to be
tweaked.

Teacher shows students the Kyivstar video about entrepreneur-
ship, how people come up with ideas, and that every big compa-
ny started from a very small startup.

BunTenb BiATBOPIOE BiAcO Nifg Ha3Boto «Kyivstar. MNpocTo pinutnca
HaWKpaLWMM» 3a NocKnaHHg i3 nanku: https://goo.gl/bk8qtv

GO St -

KUIBCTAP



https://goo.gl/bk8qtv

ACTIVITY 2

The marshmallow challenge — 25 min

Introduction

Students work in teams to complete a challenge to build the tall-
est free-standing structure out of dry spaghetti noodles that also
supports the weight of a regular-sized marshmallow. Along the
way, teams will be asked to reflect on what they've been do-
ing and how they're feeling as they experience what it means
to have an entrepreneurial mindset. It will also help students
start building some key entrepreneurial skills including creativity,
teamwork, and prototyping.
Materials
Pens/pencils.
Marshmallow Challenge Materials (1 set per group):
20 uncooked spaghetti noodles;
1 yard of string;
1 regular size marshmallow (not mini).
1 Team Observations Card (print 1 for team).
Measuring Tape/Stick.

Timer.

Instructions in detail
Get Ready — 5 min
1 Have students get into groups of 3-5.

2 Briefly explain to students that they are going to do an en-
trepreneurial challenge — ask students if they have heard
the word «entrepreneur» before and take a few answers/
ideas. (Keep this brief, as the idea is they have the expe-
rience of the activity to help them more fully understand
entrepreneurship).

o S GO
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3 Explain that in today’s lesson they will experience what it is
like to be an entrepreneur and they will learn more about how
people who are entrepreneurial think and behave. Emphasize
that being entrepreneurial isn't just about setting up and run-
ning a business; whatever they choose to do in the future, they
will benefit from these skills and ways of thinking (mindsets)!

4  Explain the Marshmallow Challenge: tell students that they will
work in teams to build the tallest tower possible that can hold
a marshmallow on the top. They will only be able to construct
the towers with the materials provided.

5 Let students ask questions as needed. Make sure that they un-
derstand that:

Towers must be free standing — they cannot be stuck
down/taped down or suspended.

Teams can only use the materials they have been given
(20 spaghetti noodles, masking tape, string, and one marsh-
mallow) but they do not have to use all the materials.

They can use the materials in anyway they'd like (except for
anchoring or suspending the tower) — for example, they can
break the spaghetti into smaller pieces.

The tower must hold the marshmallow on top and still stay
standing. The marshmallow has to stay in one piece.

The winning team is the one with the tallest tower that
holds the marshmallow on top.

Let students know they will have a total of 18 minutes for
the challenge, including both planning and building the
tower.

Hand out the Team Observations Card (print Appendix 1).
Let students know that at 2 points during the activity, and
then at the end, you will ask them to reflect on their prog-
ress and thinking.

Each time you ask students to record, a different team
member should be the recorder.

GO -- 25
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Have the groups take a minute before the activity starts to
assign when each person will be the recorder and have
them write the names down next to the «Recorder» notes
in each time box.

6 Explain that you will tell the recorders when to ask the group
the questions on the Team Observations Card, they will ask
the questions and note down answers while the rest of the
group continues building the tower.

Start the Timer (18 minutes)

1 Give out the sets of materials to each group, make sure every-
one is ready, and start the Timer.

2 At 6 minutes ask the recorders to ask their teammates ques-
tions using the Team Observations Card.

3 Repeat the above step at 12 minutes.
At 17 minutes let groups know they have 1 minute remaining.

5 At 18 minutes, tell all groups to stop what they are doing and
stand back from the towers.

6 Ask the final recorder to complete the last section in the Team
Observations Card.

Measure the Towers (5 minutes)

1 Go to each tower and determine whether it is free standing
and if it is holding the marshmallow. If it is, measure the tow-
er's height.

2 Record the results somewhere for the whole group of stu-
dents to see.

3 Announce the winner!

4 Ask students to review the notes on the Team Observation
Cards before the debrief. This will help students settle down
after the final countdown excitement and give them a chance
to think about the activity.

26 S GO
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ACTIVITY 3

Post-activity discussion — 20 min

During the discussion, students should gain some insight into
what it means to be an entrepreneur and make connections be-
tween the experiences and feelings they had during the marsh-
mallow challenge with entrepreneurial skills and mindsets.
Students can use their own reflections and the team observation
notes to help them participate in the discussion.

Look for opportunities to link student responses and experiences
to developing an entrepreneurial mindset and skillset by focusing
the discussion on the two discussion themes.

Ba)xnuBum etanom ui€i rpu € o6ropopeHHs!

[ani HaBegeHO 3annTaHHS, gKi 3a4a€ BYUTEb, YYHI BiAMNOBIAAIOTb.
[Ons BunTens Takox MoAaHo BiANOBIAl. AKLWO AiTK NOTPebyoTh A0-
[ATKOBOTO MOSICHEHHS 3aBAaHHSA — MOBTOPITb MOrO YKPAIHCHKOO
MOBOIO. Te X caMe CTOCYETbCS O6rOBOPEHHS: SKLLO YYHI HE BO-
JIOAIIOTb AHMIMCHKOKO MOBOK Ha AOCTAaTHbOMY PiBHI — MPOBOALTE
O6roBOPEHHS YKPAIHCbKOKO MOBOIO.

How did you do the task?

What did they do in the time they were given?

Ask each team to briefly describe how they used the 18 minutes.
They can use the Team Observation Card to help them. Have
them explained what they accomplished or did in the first 6 min-
utes, between 6-12 minutes, and between 12-18 minutes. This
helps students to reflect on what happened in their team and see
how teams approached the challenge in different ways.

Compare and contrast what the groups did during the challenge.

OO “,'\' 27
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Try to highlight the different stages they likely went through:
planning, prototyping, testing and emphasize the importance
of teamwork.

Planning
Ask the group:

How long did the different groups spend on planning or
talking about what to do?

How useful was it to spend time talking and planning? Why?

MoxxnumBa BianoBiab BUUTENS (BUNTENb MOACHIOE YYHSAM):

Probe why some groups spent a long time planning — it is often
because they are trying to get the perfect plan before they start
or they fear to get it wrong.

Key Takeaway

Entrepreneurs start making as soon as possible. When you
start creating earlier, you identify problems sooner rather than
later! Sometimes people plan for a long time because they are
afraid of making mistakes so they try to get the perfect plan or
design. But, entrepreneurs know that in the early stages, they
are bound to make a lot of mistakes, but will learn important
things from their mistakes. Detailed planning often comes lat-
erin a project.

Prototyping (building/making the tower)

Ask the group:

What are «prototypes»? — If they don't, explain that prototypes
are simple models entrepreneurs use to explain their idea,

get user feedback, and learn how their product needs to be
tweaked.

When did each of the groups make their first prototype?

How many of the 18 minutes did they spend making / building
their towers?

c GO
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Did any of the groups change their design or rebuild their
tower?

How many times? Why did they change the way they were
building it?

Key Takeaway

Entrepreneurs make many prototypes and improve on them as
they gather more information. This repetitive process of mak-
ing and revising prototypes is called iteration. Entrepreneurs
learn something from each new prototype (or «iteration») in
order to ultimately make something better than their original
designs.

Testing

Ask the group:

When did the groups first try to put the marshmallow on top
of the tower?

How many times did they test using the marshmallow?

If any of the groups waited until the end to put the marshmal-
low on, why did they wait and what impact did it have?

What were the benefits of testing early?

Key Takeaway 1

Entrepreneurs test early. It's likely that successful groups in the
challenge tested to see if the tower could hold the marshmal-
low at some point before the end of the activity. If the tow-
er could not hold the marshmallow, they might have changed
the design before time ended.

Emphasize that entrepreneurs test, observe what happens and
get valuable feedback so they can adapt and improve.
Key Takeaway 2

You may find you want to take the discussion of testing further
and relate it to all areas of product design and development.

89
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Entrepreneurs use what is called a design-thinking approach
to developing products and services. When entrepreneurs

use design-thinking, they consider solutions to problems and
match what they can make with what their customers need.

In the marshmallow challenge, those with an entrepreneurial
mindset probably focused on making sure the tower met the
specifications: tall and able to hold the marshmallow! When
you adopt design-thinking strategies, you learn that if you
don't check what your customers need or want, you may miss
something or get it wrong.

Teamwork
Ask the group:

What other things helped groups be successful (e.g. did cer-
tain team members have particular skills or experiences)?

How well did the team work together?

Did they collaborate (use each other’s different ideas and
skills) or did individuals make decisions/do things on their
own? Why?

Key Takeaway

Many factors contribute to success, especially past experi-
ences and technical skills. There may be some students who
have done a similar challenge or have a lot of experience with
building models. How did this help the group? Teamwork and
collaboration are key entrepreneurial skills. Teams do better

if they can use each member's strengths for the group’s goal.

At this stage review the discussion so far by considering with stu-
dents if there is any Link between:

What groups did in the first 6 minutes and their success?

How quickly the groups started building the tower and their
success?

How many times the groups tested their tower by putting the
marshmallow on top and their success in the challenge?

fowe camp.
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How well they worked as a team?

Discussion Theme #2

What problems did the teams face during
the challenge?

How did they deal with them?

Tell the group you want to focus on the things that didn't go so
well because understanding and dealing with failure is an import-
ant part of being successful. That is why they noted down their
problems on the Team Observation Card.

Learning from Failure
Ask the group:

What problems did they have during the different stages of the
challenge?

Specifically, focus for a few minutes on what went wrong
and how they «failed». How did they cope when things went
wrong? Encourage them to be honest. This is an opportuni-
ty to discuss how students feel when things are going wrong
and how those feelings affect their responses to problems.

In what ways did getting things wrong help them in the
challenge?

Key Takeaways

Entrepreneurs expect to make mistakes and get things wrong
(especially at the beginning of something new). Entrepreneurs
are resilient in the face of failure. They show determina-

tion and grit to overcome challenges. They stay optimistic
about their work and try to solve problems in a creative way.
Again, emphasize that these ways of thinking/mindsets can be
learned by exposing yourself to challenges — you will see the
world doesn’t stop if you fail and you usually find out some-
thing valuable!

GO S¢ @
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Entrepreneurs see failure as an opportunity to learn. They
learn from many small failures and adapt and improve. This
leads to better products and a greater likelihood of success in
the end.

Ask the group:

What approach do they think successful people/entrepreneurs
have towards failure?

Read out these (or other) quotes to inspire students to reconsider
any negative beliefs they have about failure.

From this point reiterate the concept that how we approach
a challenge or problem is crucial to our success, and we can
learn to approach challenges in a different way.

You may wish to show the «Marshmallow Challenge» TED talk by
Tom Wujec to the group if you feel it will help develop their per-
spective on approaching a team challenge.

ACTIVITY 4

Elevator pitches — 20 min

1 Explain to students that they just had some experience by
coming up with new products or ideas based on existing
products. When entrepreneurs come up with new ideas they
have to make these short persuasive speeches targeted at
potential investors (people who might use their own mon-
ey to fund a new business or venture in exchange for partial
ownership).

These speeches are called «elevator pitches»

Why? The «elevator» refers to the amount of time you have to
make your pitch — which is about 30 seconds (the length two
people may find themselves together in an elevator) — as well as
the spontaneous nature of these encounters. You have to be pre-
pared ahead of time and be ready to give the pitch at any time.

2 Tell students pitching isn't always about getting investors.
It's about speaking persuasively. You pitch yourself on a job

” Se GO
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interview. You pitch your skills when you ask for a raise at
work.

3 Show a pitches ideas video from Kickstarter.

Practice
4 Have students create new groups of 4 people.

5 Every group have 2 min to create an idea of their new project
using for cards:

#1: User / xopucTyBay User: Runner.

#2: One Adjective / oaunH npukmeTHuk  Adjective:

#3: One Function (verb) / ogHa ®yHKUis, Round.
IKY MOXe BMKOHYBaTK, Ais Function: Blows.
#4: One Material / maTepian Material: Cloth.

6 Example of gameplay:

Pairs decide on a product or service to create that meets
the needs of the user and includes the adjective, function,
and material in some way. For example, students could de-
sign a jacket for a runner that has round cloth flaps which
can be opened when the weather is warmer so that air can
circulate better (blows) and be shut when it gets colder.

Encourage students to think broadly and without limits and
constraints (other than the four descriptors).

They only have 2 minutes to design this product so now is
not the time for overthinking!

7 Each group have 2 minutes to design a product (sketch on pa-
per) and 3 minutes to prepare a short sales pitch for the prod-
uct, using the SAME set of criteria from the cards.

OO “,'\' 33
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Teacher instruction
How to create Pitch Template Worksheet:
Smile!) Make a personal connection with the audience.

Ask for a decision: Remind your audience about what's in it
for them, if they own this product and ask them to commit by
buying or investing in your product on the spot.

The pitch should include:
a description of the product,
its real-world purpose,
who the customer is,
how much it will cost,

why people should buy it.

«For the runner who is dissatisfied with having to decide what
jacket to wear, our product is a new jacket with round flaps that
can open and close to adjust to the runner’'s comfort.

Instead of having to take off a layer after warming up on a cold
day and carrying it with her for the rest of the run, the runner en-
joys warming up in comfort, and later has the option of open-

ing flaps to enjoy ventilation. The best part about this jacket might
just be the cost.

It sells for only $35.99».
Decide how to present:

Pitches don't have to be read aloud, they can be acted out or
role-played. Students should decide the best way to present
their pitches.

Reminder

1 The main idea is pinch! (2-4 sentences about this product).

2 It doesn’t have to be practicall

5 c GO
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3 Don't spend a lot of time coming up with ideas! Just go with
whatever crazy idea comes to mind. It doesn’t have to be
practical. Focus more on preparing a great pitch.

4 What were the qualities of the pitch that made it effec-
tive? (smile, eye contact, confidence, brief and concise pitch,
high-value business).

5 Express confidence in the value of your product. Your goal is
to sell the idea. Find at least 2-3 positive things to say about it.

Make sure the cost is reasonable.
Don't read pitch!
8 The class will decide between the two pairs:
Which had the most interesting product idea?
Which had the best elevator pitch?

Post-Activity Discussion

How often did the pair with the best product idea also have
the best elevator pitch?

Did either of these happen in your group: A good idea that's
poorly pitched, or a bad idea that's well pitched? Which is
better?

What did you learn about giving a pitch? What went into
a good pitch? What can you learn from the flu bad ones?

OQ “,'\’ 35
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Appendix 1

N

Marshmallow Challenge -
Team Observations Card

Complete the Team Observations Card at the set times during the
Marshmallow Challenge. This will help you observe and record
what your group did. Making accurate observations is a key entre-
preneurial skill that helps us to make better judgements and deci-
sions going forward!

Briefly note down Ask everyone in your team what
Time what your team has problems or challenges your group
done during the time is having and record them below

6 minutes Name:

Recorder: ANSWEN:

Name:

Answer:

Name:

Answer:

Name:

Answer:

Name:

Answer:
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12 minutes NaME:

S . e
Recorder: Answer:

NaMe: e
Answer:

NaMe: e
Answer:

NaMe: e
Answer:

NaME: e
Answer:

18 minutes Name:

S . e
Recorder: Answer:

NaMe: e
Answer:

NaMe: e
Answer:

NaMe: e
Answer:

NaMe: e
Answer:

GO -- 37
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Lesson Project Time based on
INTRO TO ENTREPRENEURSHIP

Total Duration — 1 hour 20 min

BynTENb UM BONOHTEP PO3MOBILAE YYHAM MPO METOAMKY
SCRUM (To Do | In Progress | DONE) — 15 xa.

Manctpyemo SCRUM-pgowky — 25 xB.
Lng KoXHOI KoMaHau MiAroTyBaTu:

1 BaT™maH;

onisui, pnomacrepu;

CTikepwu.

Manctpyemo SCRUM-poLiKy

Y4Hi Ha BaTMaHi po3rpadntotots SCRUM-gouKy i nepeHoCcsTb

y konoHky TO DO yci 3aBAaHHS, SKi BOHW BXE NpUAYyManu Ha Mno-
nepefHboMy 3aHATTi. TO DO — BCi Ti 3aBAaHHS, 9Ki KOMaHAa no-
BMHHA BUKOHATW, LWLOG CTBOPUTU iXHIN 4OAATOK.

AK? Ha okpeMoMy CTikepi NULyTb OKpeMe 3aBAaHHSa + BiOMOBi-
[aNbHOTO 33 HbOTO YYHS.

Baknueo! Haronowyemo y4HsMm, Wo 3aBAaHHSI MatoTb BYTU gK-
HaWTOYHIlLle AeTani3oBaHi (po3nuncyBaTn 0O APIGHULUD i Biapasy Oo-
MOBNIATUCS, XTO 3a Ky YacTMHY Bignosigae)!

Kanenpap npoekTty (15 xB)

BunTenb po3noBigaEe Npo KaneHaap Ta BaXKAMBICTb MaaHyBaTH
3aBAaHHS B 4aci, LOMOBASTUCS, XTO 3 YYHIB 3a Ky YaCTUHY MpoeK-
Ty BiANOBIAAE.

KomaHau roTytoTb NOCNILAOBHICTb AiM Ta AeASIanHIB 3 AaTaMu, BNU-
CYIOTb iHGOPMaLitO, WO | KONXM BOHM MAaHYIOTb 3pOBUTH | BKa3y-
tOTb BiAMOBIAANBHUX YYHIB 33 KOXKHe 3aBAaHHSA. MOXHa BUKOHaTK

3 iHWworo 6oky SCRUM-BaTMaHy.
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Mpe3enTauis SCRUM-powok Big komaHpa (25 xB)

Baxxnmeo 3annanyBaTm SKYPE CALL 3 meHTOpOM Bif KuiBcTap.
Ko)kHa KOMaHZa ONMMCYE OCHOBHY iAeto AOAaTKa Ta MPE3EeHTYE
csoto SCRUM-poLWwKy Ans iHWKX YYaCHWKIB Ta 419 MEHTOPA Bif,
Kunisctap no SKYPE. Akwo SKYPE CALL He 6yae, B TakOMy pas3i
4yac, AKMM 3a/IUWLAETbCA NICAS Npe3eHTaLil YYHiB, BUKOPUCTOBYIOTb
Ha Te, Wo6 npoaymMaTn GyHKLIOHaN CBOro AoaaTka.
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Topic #3
CREATIVE THINKING

Total duration — 1 hour 20 min
Lesson preparation (task for teacher and volunteer):
Look through entire lesson.

Print out the materials.

Description

Divide students into teams (under 5 people), for small groups —
pairs or groups of 3.

ACTIVITY 1

Theoretical part + game — 30 min
Ask your student to brainstorm on the idea of creativity: 10 min.

These 2 questions teacher should write on a board (highlight
words if they are repeated):

Your first assosiation with the word creativity?
What does creativity mean to you?
Discuss:
Is it important? Why?
When do we use creativity?

Why creative thinking is important (short article, teacher
or volunteer explain this information!):

= 89



link: https://www.linkedin.com/pulse/why-creative-think-
ing-important-every-industry-tracy-lee-thomas

New |deas.

Gets People Inspired.
Innovation.

Problem Solving.

Show kids this web-site (it's works of Hristoph Niemann):
http://www.christophniemann.com/portfolio/sunday-sketches-2
(He made a challenge to himself: to create new artwork / compo-
sitions everyday working on things of everyday use).

Also, tell students that we are going to have a lot of interesting
creative tasks during the camp workshops.

Task

Christoph Niemann improvisation — 10 min

Divide the students into pairs. Ask your student to find out an
object around them and let them try to create the improvisa-
tion of it (like in Christoph Niemann pictures).

Let them 10 min. Ask to share their ideas with the campers.

Video — 10 min

Then show them Video from the Kyivstar on how to create video
to present your project. There is step by step information which
will help students to prepare their own application presentation!

Please, remind students that they have not just to invite and pre-
pare the prototype of the application, but also to present it! And
this video lesson will help them!

Teacher could send this video for students as a theoretical materi-
al they could use during preparation!

BumTenb BigTBOpPIOE BiAeo mig Ha3Boto «Creative thinking.
K CTBOptOBaTW BiAEO?» 3a MOCKIAHHAM i3 NanKu:
https://goo.gl/bk8qgtv
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ACTIVITY 2

Game Wacky invention — 15 min

Prepare all the materials beforehand (bring them before the les-
son). These can be books stationary etc.: markers, boxes, empty
cartons, ruler, plastic bottle, old cell phone, lego brick, construc-
tion block, cup/plate/spoon, hat, scarf, board game/cards.

1 Teacher / volunteer divides everyone into teams.
2 Teacher displays 3 objects in front of the class.

3 Students in teams come up with as many ideas of hoe to use
these objects as possible.

TASKS FOR TEAMS

Come up with as many answers to the topic as possible
during the game.

After the time is out — teams count the total number of their
ideas and present them before others.

ACTIVITY 3

Active Observation — 10 min
To come up with new ideas it's important to be observant.

Video + Discussion — 10 min

Displaying a video with the main task of calcu-
lating the number of transpires between a team:
https://www.youtube.com/watch?v=xAFfYLR_IRY

Pause a video at 329 second.

We ask how many times a ball was passed between people?
(Correct answer 13)

We ask them: «Did you see the gorilla»?
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Discuss

Why do you think people don't notice the gorilla? (the main
idea is that their minds were focused on something else,
their attention were on a specific task, they weren't expecting
something to happen other than the teams passing the balls).

We further explain children that in order to come up and develop
their ideas they need to improve on their observation:

«Observation is important because new ideas often come af-

ter observing a problem and then trying to solve it. When you fo-
Cus on just one aspect of a scenario, you may miss out on great
ideas!»

ACTIVITY 4

Observation Test — 10 min

1 Display pictures from a presentation on the board (folder
OBSERVATION TEST).

Display the picture, students look at it for 10 sec.

Display questions on the board? Students write down their
answers.

Return to the first slide and check their answers!

5 The presentation is in folder with all the materials.

ACTIVITY 5

Cooperation Game — 10 min

1 Divide your students into the group of 8 or more (if the group
is less than 14 people — that let all of them to be in the same
team.

2 Give them heavy object as in this video:
https://www.youtube.com/watch?v=C4Q_s0_txrQ

3 Ask students to sit down and stand up with this object, using
just one finger!
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«4G in Ukraine»

Total Duration — 40 min
Lesson preparation (task for teacher):
Look through the entire lesson.

Prepare the materials: Map of Ukraine, all extra materials must
be printed out in advance. Also students will need some paper
and color pencils.

ACTIVITY 1

Introduction — 3 min (warm-up activity)
Ask students:

Do you use the mobile Internet? How often do you use mo-
bile Internet?

What are some advantages of mobile Internet?
Tell students that they are going to have a team competition.

[MoniniTe yYHIB Ha KOMaHAW, 3aNeXHO Bif, KiIbKOCTI Y4aCHMKIB
(4-5 yYHIB Yy KOXHil1 KOMaHLi). KoxkHa KOMaHAa OTpUMye HOMeEp.
3a KOXHY MpaBuibHY BiAMOBIAb KOMaHAa oTpumye Kyivstar Coin
(Appendix 2). 3a KOXHe NpaBMIbHO BUKOHaHe 3aBAaHHSA KOMaHAa
OTPUMYE YaCTUHY TEKCTY, Ky 36epirae Ao KiHua rpu. MNepen
NOYaTKOM rpu BYMTENb O6MpPaE 5 NoKaLli Ans rpyu Ta HyMepye ix.

ACTIVITY 2

Information Quiz — 5 min

Each team must answer 3 questions. If students answer all ques-
tions correctly, they get a piece of text and continue the game.

If students don't answer all 3 questions, they don't get a piece of
text, only Kyivstar Coins.
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Lng uboro 3aBaaHHa BMKopUCTOBYEMO Appendix 1. Buntens
CNiOKYE 3a YaCoM.

ACTIVITY 3
Map Game — 10 min

Students get cards with Ukrainian city names. They have to spell
them in English and tick at the map of Ukraine.

Ko)kHa KOMaHZa OTPUMYE KapTy YKpPaiHW Ta CMMCOK MICT YKpaiHu,
B AKnx BXe € 4G, ykpaiHCbkolo MoBoOtO (Appendix 3).

YUHi 3aN1CytOTb Ha3BY MiCTa aHMINCbKOIO, @ MOTIM BiAMIYatOTb
MOro Ha KapTi. BumMtenb Cnigkye 3a 4acom.

3a KOXKHe NpaBWMbHO HanMCaHe MICTO aHMIMCbKOIO, KOMaHaa
oTpumye Kyivstar Coin. KomaHaa, sika npaBuibHO BMKOHana
3aBAaHHS, OTPUMYE HYaCTUHY TEKCTY.

ACTIVITY 4

Ideal Internet — 7 min

Students have to invent their super-speed Ideal Internet. They
have to describe its unlimited possibilities and design their Ideal
Internet logo. Teams make presentations.

3a ue 3aBAaHHS KOXHa KoMaHaa oTpumye 5 Kyivstar Coins.

KomaHpza, sika nepLuoto HamMmastoBana n1oro, OTPUMYE YaCTUHY
TekcTy (Appendix 4).

BunTenb cnigkye 3a 4acom.
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ACTIVITY 5
Super-Speed Quiz — 5 min

Location 4

Students must answer the questions very quickly, within 15 sec-
onds each.

3a Ue 3aBAaHHS KOXHa komaHaa oTpumye 2 Kyivstar Coins.

KomaHaa, ska fgana Hambinblly KibKiCTb MPaBUIbHUX BiAMOBIAEN,
OTPUMYE YacTuHy TekcTy (Appendix 5).

BunTenb cnigkye 3a 4acom.

ACTIVITY 6

Creative Superheroes — 5 min

Write a funny dialogue between Cossacks and the Turkish Sultan.
Imagine that high-speed Internet already existed at that time.

KUIBCTAP CQ m p-



3a ue 3aBOaHHA KOXXHa KoMaHaa oTpumye 3 Kyivstar Coins.

KomMaHpa, fka ckflana HankyMegHiluin fianor, OTPUMYE HYaCTUHY
TekcTy (Appendix 6).

YunTenb CnigKye 3a YaCcom.

ACTIVITY 7

What is 4G? — 5 min

YCi y4Hi 36MpatoTbCs Ha OAHIM nokauii. s BUKOHaHHSA 3aBOaHHS
YYHi BUKOPUCTOBYIOTb iHPOPMaLLiO, SKY BOHW 3406yNM MPOTArOM
KBECTY.

Task 1 Students combine the parts they have collected and make
the whole text: What is 4G?

Task 2 Students answer the questions (Ha OCHOBI CknageHoro
TEKCTY):

What is 4G?

When was 2G technology launched?
What opportunities did 3G suggest us?
What are the benefits of 4G?

KomaHpaa, ska nepua Aana npaBuibHY BiAMOBIAb, OTPUMYE Kyivstar
Coins. NepeMoxuUeM CTae KOMaHa siKa 3ibpana HamnbinbLly
KinbkicTb Kyivstar Coins.

[MoBHa Bepcia TekcTy — Appendix 7.

YunTenb CnigKye 3a YaCcom.
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Appendix 1

N

Answer these questions

1 What does WWW stand for?

2 Name 3 differences between a smartphone and a tablet?
3 What is 3G?

Piece of text the winner team gets

Standard 4G (or 4G LTE) is around five to seven times
faster than 3G, offering theoretical speeds of up to around
150 Mbps.

That equates to maximum potential speeds of around

80 Mbps in the real world (though even getting speeds
that high is rare, and generally requires something like EE’s
‘Double Speed’ or BT Mobile's ‘Extra Speed’ service).

Appendix 2

N

Kyivstar Coin
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Appendix 3

N
Map game
BOPUCIMINb KAPOIHO-BYTA3 JIbBIB
BIHHWMLA KWiB O[LECA
JHINPO KPUJTIBKA NONAHNLA
3ATOKA KPAKOBELLb PABA-PYCbKA
XAPKIB XMENbHULBKNW 4yon
CTAPOBOWTOBE TEPHOMI/b VXroPO[
YCTUNYT LUETAHI ACIHA

Piece of text the winner team gets

What's 4G?

4G is the fourth generation of mobile phone technology.

It follows on from the existing 3G (third generation) and 2G

(second generation) mobile technology.

GO -t
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Appendix 4

hvd

Piece of text the winner team gets

2G technology launched in the 1990s and was capable

of making digital phone calls and sending texts. Then 3G
came along in 2003 and made it possible to browse web
pages, make video calls and download music and video on
the move. 4G technology builds upon what 3G offers, but
does everything at a much faster speed.

Appendix 5

hvd

Lo Take iHTepHeT?

Yum BigpisHgeTbea 3G Big 4G?

Yomy B NiTaKy HEOHBXiAHO BUMKMKATUK 3B'A30K?

AK TeXHIYHO BAANOCS 3aNyCTUTK NiTakM 3 IHTEPHETOM?
Ha3giTb 10 MicT YkpaiHu, B skux gie 4G.

XTO BUragas nepwunm TenedoH?

Ak BUrNgnaB nepwmin tenedoH?

O NOYUTLhhWDNBRE

Ha3BiTb MiHIMyM 5 pi3HWX BMAIB 3B'A3Ky Ta Nepenadi
iHbopMaUii?

Piece of text the winner team gets

With standard 4G you can download a 2GB HD film
in 3 minutes 20 seconds while it would take over 25 minutes
on a standard 3G network.
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Appendix 6

hvd

Piece of text the winner team gets

What are the benefits of 4G?

The benefits of 4G fall firmly into three categories. These are:
improved download/upload speeds,
reduced latency,
crystal clear voice calls.

Appendix /

A4
What is 4G?

4G is the fourth generation of mobile phone technology. It fol-
lows on from the existing 3G (third generation) and 2G (second
generation) mobile technology.

2G technology launched in the 1990s and was capable of mak-
ing digital phone calls and sending texts. Then 3G came along
in 2003 and made it possible to browse web pages, make video
calls and download music and video on the move.

4G technology builds upon what 3G offers, but does everything
at a much faster speed.

What are the benefits of 4G?
The benefits of 4G fall firmly into three categories. These are:

improved download/upload speeds,
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Appendix /

reduced latency,
crystal clear voice calls.

Standard 4G (or 4G LTE) is around five to seven times faster than
3G, offering theoretical speeds of up to around 150 Mbps. That
equates to maximum potential speeds of around 80 Mbps in the
real world (though even getting speeds that high is rare, and gen-
erally requires something like EE's ‘Double Speed’ or BT Mobile's
‘Extra Speed’ service).

With standard 4G you can download a 2GB HD film in 3 minutes
20 seconds on a standard 4G mobile network, while it would take
over 25 minutes on a standard 3G network.
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Lesson Project Time based on
CREATIVE THINKING

Total Duration — 1 hour 20 min

KviBcTap Bigeo-iHCcTpyKuis — 10 xB

YUHi NOBTOPHO MepernsaatoTb MaTepian, sk CTBOPUTK BiAeO AN
npe3eHTallil CBOro AoAaTKa: MOKPOKOBa IHCTPYKLiS. BoHM Bxxe
MPOXOAMNN LEN MaTepian Ha 3aHATTI, HaraaAyeMo iM NPO OCHOBHI
KPOKM Ta LLEe pa3 BMMKAEMO BIAEO.

Bumtenb BigTBOpPIOE Bifeo nig Hassoto «Creative thinking. Ak cTBO-
PIOBaTUM BiA€O?» 3a MOCUNAHHAM i3 nanku: https://goo.gl/bk8qgtv

Po6oTta Hag 3aBgaHHAMM 3i SCRUM-powkn — 40 xB

YYHi NO KOMaHAax PO3MNOYMHAOTb POBOTY HaZ CTBOPEHHSIM MPO-
TOTUMY CBOro goaaTtka. Ha 3aHaTTi «Intro to entrepreneurship»
BUMTENb PO3MOBIAAB YYHAM MPO NPOTOTUMMN.

MpoLyMYIOTb, SIK BOHWM MOXYTb Bi3yasidyBaTW BCi GYHKLIT, SKi iXHil
LO0aTOK 6yae BUKOHYBaTW.

Po6oTa Hap CTBOpPEHHSAM cCLUeHapilo ans Bigeo-npeseHTauii
npoekty — 30 xB

KomaHaM NponncytoTb TEKCT + MOYeproBiCTb 306paXkeHb Ta Cnan-
LiB ONns Bioeo. Bumtenb Haragye y4HaM, WO Ha 8-My 3aHSATTI MO
npoeKTax KOMaHaM 6yayTb Mpe3eHTyBaTh CBOI MPOeKTU y popma-
Ti Bigeo.
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Topic #4
MARKET RESEARCH

Total Duration — 1 hour 20 min

Lesson preparation (task for teacher and volunteer):
Read the schedule of the lesson.
Print out materials from folder Print.

Read the material about the Market Research.

ACTIVITY 1
Storytelling — 10 min

Background — Teacher can tell students about it

Market research is the process of gathering and analyzing infor-
mation about a market and its customers’ needs and wanes for
a product or service. The aim of the market research is to help
businesses make better decisions so that they can be more suc-
cessful. The world market can be used to describe a range of
things that relate to the buying and selling of an entrepreneur’s
products or services including:

the competitors;

the geographical location;

the volume & value of sales;

the type of customers target market.

Understanding the breadth of the word market helps stu-
dents to understand that «market research» covers many
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areas. For more information on Markets see Additional
Background Information.

Both planning and conducting market research can be chal-
lenging topics for entrepreneurs (and students). Market research
doesn't neatly fit into one place in the entrepreneurial process
and most entrepreneurs carry out many types of market research
throughout the process from idea generation to product launch
(and beyond). Encourage students to see the market research as
an ongoing activity providing a vital feedback loop that will help
them develop and improve their product or service and increase
their chances of success.

It is worth making students aware that market research often
leads to more questions! Students will need to grapple with the
reality that they cannot get perfect information and know every-
thing they need to know. If they are creative however they can
gain valuable insights into their market and their customers.

This will help them make better decisions, but they should always
act with a degree of uncertainty and have to decide which risks
are worth taking. And taking calculated risks based on the limited
information you have is part of being an entrepreneur.

The one key thing to know is that all entrepreneurs will need to
do market research on many different aspects of the market —
competitors, local conditions, areas of market growth and de-
cline, and most importantly the customers’ needs and wants!

More information about the market research is here (Appendix 1):
https://goo.gl/buelLGR

ACTIVITY 2

Describing the market — 20 min

1 Show slide 2 — «A Market» and ask students to describe
what is happening in the picture: https://goo.gl/buel GR
(Document | Slides | Market | Research).

2 After taking a few ideas from the group explain that when
people are asked to explain the word «market» they often
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think of a physical marketplace like the one in the picture and
that the common definition for a market is «a place where
buyers and sellers meet to exchange goods».

3 Move to slide 3 and explain that today many people also think
of an online marketplace and ask students to give examples
of an online marketplace. The slide includes several examples.

4 Explain that this idea of the market as a place that connects
buyers and sellers is correct but it does not explain the whole
idea/concept of a market. Explain that for entrepreneurs and
businesses the world market means much more.

5 Students will explore what is meant by the term market and
this will help them understand the scope of market research.

6 Give out the Describing the Market Student Handout. Ask stu-
dents to look at page 1 with the market descriptions — 1 per
pair/small group (Appendix 2): https://goo.gl/buel GR

7 Ask students to read each of the market descriptions and then:

Identify different businesses that operate in this market
(there are many different options here and some answers
will depend on where you live).

Students then choose one business and write a description
of the customers who they think would buy this business’s
products (the target market).

Give students 6-8 minutes to complete encouraging them
to discuss ideas in their pair/small group.

As an extension students can come up with their own local
business and describe its market and target market.

8 Briefly discuss student ideas and answers (use the Instructor
Handout to help you).

9 Slide 4 Ask students:

Why is it useful for an entrepreneur to be able to describe
the market in which it operates?
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10

11
12

Why is it useful for an entrepreneur to be able to describe
its customers (target market)?

Now ask students to move to page 2 of the handout and
complete. Explain that research questions are questions that
businesses want answered to ideally help them make better
decisions.

A company like McDonald’s might want to know: Why is it
growing? What particular produces have increasing sales? In
which countries are sales growing fastest? (Use the instructor
Handout for more examples). Answering these questions will
help McDonald’s make decisions about what new products to
develop and where to locate new restaurants.

Give students 6-8 minutes to complete.

Have a short review of ideas. It is a good time to discuss why
students think it is important for businesses to find out about
their market and how the researched information will help the
business with better decisions.

ACTIVITY 3

Introduction to Surveys — 10 min

1

Explain to students that now they have conducted a focus
group and got some new opinions and ideas to help them
with their entrepreneurial idea they are going to write a short
survey to get further information.

Explain that a survey involves asking questions to lots of dif-
ferent individuals to find information that will help them make
decisions. Surveys can give data (quantitative information)- this
means they can find out for example how many people would
want to buy a product/want a particular feature, or what
prices most people would be willing to pay, etc. The exact
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questions they ask should be focused on the information they
need to help them make decisions.

3 Have students get back into their entrepreneurial groups
and ask them to spend 5 minutes deciding on what infor-
mation they would most like to get from a survey do they
need to know more about prices? The product? Completion?
Advertising? etc. Have them make a list of the key things they
want to find out.

4 As a whole group spends a few minutes sharing some ideas
about the information.

5 Students want to find. If they are struggling you can prompt
them with some examples like:

How many people would buy your product/service?
Which price people would pay/what should you charge?
Which feature(s) or the product/service is most important?
What produces do people currently buy and why?

Where/how should you advertise?

ACTIVITY 4

Communication Game — 10 min

This simple activity is a fun way to introduce and show the differ-
ence between closed and open questions.

1 Split your class into two equal groups/teams.

2 One person from each team will leave the room for a minute
and think of an object (any common object that can be found
in any school like a stapler, printer, etc.).

3 When each person returns to his team, it's the team’s task to
ask him/her closed-ended questions (YES/NO QUESTIONS)
only to try and find out what the object is. If needed, explain
that closed-ended questions are those that can be answered
by yes or no!
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4 Once any team finds the object, this means that they won this

round. And they can go for another round.

After two or three rounds, finish the game and make the fol-
lowing point:

Tell the group that obviously it took a long time and effort for
us to find out the object in each round, but what if we had no
time and only had one question to ask to find out the object,

what would that question be?

The question would be «What is the object?» which is an
open-ended question.

Open-ended questions are an excellent way to save time and
energy and help you get to the information you need fast,
however closed questions can also be very useful in some in-
stances to confirm your understanding or to help you control
the conversation with an overly talkative person/customer.

ACTIVITY 5

Questionnaire Design — 20 min

1

Give out the handout How to Write A Survey to each group
(Appendix 4): https://goo.gl/buel GR

Read through the handout with the class and use the example
of Nutriteen to help demonstrate closed questions and how to
avoid leading questions. Have students vote down any ideas
next to the sample questions on the handout.

Ask students to work on their project/application teams.

Remind students that they should aim for most of their ques-
tions (6-8) to be closed with | or 2 open questions where they
are looking for more opinions or ideas.

Give students 15 minutes to write their survey remind them
that they are not trying to write perfect questions.
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6 Be available to help talk through questions and for students to
test out the wording of their questions.

7 After 10 minutes remind students to read their questions loud
and make sure they each have a copy of the questionnaire!

ACTIVITY 6

Post-Activity Discussion — 5-10 min

Focus on sharing students reflect both on what they learned and
the process of conducting a survey.

What did you learn from your survey that will help you with
your entrepreneurial idea? Share some answers and highlight
how useful it is to ask other people.

What did you enjoy about doing a survey?
What did you find challenging about writing the questions?

What did you find challenging about asking the questions? Did
it get easier to ask questions? Why do you think it gets easier?

If you were to write another survey about what would you
do differently and why?
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Appendix 1

Additional Information on Markets and Market
Research

Background
Market Research: Understanding the word «market»

The word market relate s to a range of factors, all of which entre-
preneurs need to research and understand to help them make the
best possible decisions. By understanding these factors, students
can identify dierent areas for market research.

Entrepreneurs may describe and research the market they operate in:

By relating it to the industry or product type.
This helps entrepreneurs to understand who they are compet-
ing with and what other businesses make similar products and
services.

Sony is in the consumer electronics market with
competitors such as Toshiba and Apple.

By relating it to geographical location and distribution/
spread of the customers.
A business may operate in an international market, a regi onal
market, or a local market.

Sony operates in an international market as it pro-
duces and sells products in many countries whereas a piz-
za restaurant operates in a local market competing with other
nearby restaurants.

By relating to the size (and change of size) of the market.
This helps entrepreneurs to understand if a market is valu-
able enough to enter — they want to know if there are enough
customers to make a prot! Changes in the growth of a mar-
ket can be an indicator to an entrepreneur that they need to
investigate why the change is happening and develop new
products and services accordingly.
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The consumer electronics market is expected to in-
crease by 15% by 2020 giving rms like Sony huge opportuni-
ties to increase sales.

By relating to the customers or «target market».

In all of the above descriptions, there is an element that re-
lates to the customer e.g. where they are located, what they
are spending their money on. However, to be successful, en-
trepreneurs must understand the needs and wants of their
customers in detail. Increasingly, entrepreneurs are recogniz-
ing that this means observing customers, speaking to them,
and getting feedback as quickly as they can.

a cafe will consider its potential customers needs
by nding out about characteristics of people in the local area
such as age, income and preferences for foods (e.g. organ-
ic) and will use this information to decide on things like what
products they sell and at what prices.

Useful Resources

Market Research

A good summary of uses of market research for entrepreneurs:
https://www.entrepreneur.com/article/217345

For a relatively simple explanation of market research, try:
http://www.bbc.co.uk/schools/gcsebitesize/business/marketing/
marketresearchrev3.shtml

Secondary Research

Use this link to get more details about secondary research, its ad-
vantages and disadvantages and ways to carry out low cost sec-
ondary research.
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You may wish to give this link to students if they
need to learn more details about secondary research:
https://www.knowthis.com/data-collection-low-cost-second-

ary-research/what-is-secondary-research

Researching Different Business ldeas

If students are looking at making and selling a tech prod-
uct, here is a great article for them to use that may help
them come up with some good research questions:
https://www.entrepreneur.com/article/235769#
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hvd

Describing the Market

Businesses
(Identify different
Market Description businesses that
operate in this
market)

Target Market
(Choose one of the busi-
nesses from your list and
describe the customers
for this business’s prod-
ucts. Think about gender,

income, age, location,
interests etc.)

Industry: Fast Food

Geography: International,
providing fast food service to
customers across the world.

Size: The global fast food market
is valued at over $500 billion and
is expected to grow by over 4%
in the next 5 years.

Industry: Energy & Sports Drinks
Market

Geography: International,
manufactures and sells products
in a number of different countries.

Size: The USA energy and sports
drinks market is valued at over
$25billion. It is the fastest growing
sector of the soft drinks market.
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Target Market
(Choose one of the busi-

Businesses ;

o nesses from your list and

(Identify different describe the customers
Market Description businesses that ) o
) ) for this business’s prod-
operate in this .
ucts. Think about gender,
market)

income, age, location,
interests etc.)

Industry: Telecommunications
Geography: Ukrainian

Size: The Ukrainian
telecomunication market have
more that 55 million users
(Kyivstar — 26,5 mln subscribers,
lifecell — 8 mln subscribers,
Vodafone Industry — 20,8 mln)

Market Research Questions
For each of your chosen businesses identify 2-3 questions they
may have about their market and customers? Think about what
they would like to find out that would help them make decisions.

Name of Business

!
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hvd

Describing the Market

Market Description

Target Market
(Choose one of the busi-
nesses from your list and
describe the customers
for this business’s prod-
ucts. Think about gender,

Businesses
(Identify different
businesses that
operate in this

market) ) .
Income, age, location,
interests etc.)
Industry: Fast Food Age: Likely Teens
(younger people)
Geogrgphy: Intemanngl, Could Life style: People
providing fast food service to . .
include: who are busy/want
customers across the world. . .
McDonald’s, convenience, people
Size: The global fast food market ~ Burger King, who drive
is valued at over $500 billion :an KFC, Subway | Jcation: People
is expected to grow by over 4% A
. living in towns
in the next 5 years. o
and cities
Industry: Energy & Sports Drinks Age: Likely Teens
Market (younger people)
Geography: International, Could Life style: People
manufactures and sells products include: who are busy/want
in a number of different countries. McDonald’s, convenience, people
. Burger King, who drive
Size: The USA d t
ize: The energy and sports KFC. Subway

drinks market is valued at over
$25billion. It is the fastest growing
sector of the soft drinks market.

Location: People
living in towns
and cities
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Market Description

Target Market
(Choose one of the busi-
nesses from your list and

describe the customers
for this business’s prod-
ucts. Think about gender,

Businesses
(Identify different
businesses that
operate in this

market) ) .
Income, age, location,
interests etc.)
Industry: Telecommunications Could in- Age: Likely Teens
o clude: (younger people)
Geography: Ukrainian Red Bull® .
Monst ’ Life style: People
Size: The Ukrainian onster who are busy/want
telecomunication market have Energy, convenience, people
. Rockstar :
more that 55 million users . who drive
i ) Energy Drink,
(Kyivstar — 26,5 mln subscribers, Gatorade® Location: People
lifecell — 8 mln subscribers, POWERADE®, living in towns
Vodafone Industry — 20,8 mln) BODYARMOR and cities

Name of Business

Market Research Questions
For each of your chosen businesses identify 2-3 questions they

may have about their market and customers? Think about what
they would like to find out that would help them make decisions.

Questions should
relate direct-

ly to the one busi-
ness chosen. These
are generic exam-
ples that can be

growing?

Which

Why is the market for

In which countries is the market growing the most?
Do any countries have declining sales?

products are most

adapted.

popular & why?
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Market Research Questions
For each of your chosen businesses identify 2-3 questions they
may have about their market and customers? Think about what
they would like to find out that would help them make decisions.

Name of Business

Which business is the market leader? Why?

Who are the main competitors for ?

What would encourage people to buy more

What trends are affecting the
industry?

Could be more specific and relate to trends they
know of e.g. what are the healthy eating trends, en-
Questions should  vironmentally friendly trends. Other trends: techno-
relate directly to logy, lifestyle trends etc.
the one business

How would an increase/decrease in prices affect
chosen. These are

. sales of ?
generic examples
that can be How many sales are made online? How far do cus-
adapted. tomers travel to buy ?

How are rising/falling income levels affecting sales
for ?
(an interesting point is that the growth of the mid-
dle income earners across the world (but not nec-
essarily local to where you live) ia s major reason
for growth in consumer electronics).

How has social media affected the sales for

the market for ?
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Appendix 4

Writing Survey Questions

Remember writing a survey is difficult! At this stage try to write
questions that will get you the information you most need to help
you make your entrepreneurial idea successful.

Tips for Writing Your Questions

Use mostly closed questions (for today aim for between
6-8 questions).

Make sure a question only asks about one thing at a time.

Make sure the question gives options and doesn't lead the re-
spondent into an answer.

Use only 1-2 open questions where you really want an opinion
or reason about something.

What are closed questions?

Closed questions give the respondent answers to choose from
(respondents can't write their own answers). These are useful be-
cause they give entrepreneurs data about their potential custom-
ers and their preferences. This is very helpful when making deci-
sions about things like which products to sell, prices to charge,
types of promotion to use.

Closed Question Examples For Nutriteen

From their survey Nutriteen wants to find out how many teens
would actually buy something that was labelled as a «healthy»
snack bar. Below are some sample questions that they might
want to ask on their survey.

1 Would you buy a snack bar that was labelled «healthy»?
Options:
a) Yes OR b) No
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After conducting the survey, Nutriteen would count up how
many people said yes and figure out what percentage of peo-
ple asked that was. So if they asked 50 teens and 40 said yes
this suggests that 90% of teens would buy a snack labelled
«healthy.» This data suggests that Nutriteen could be success-
ful — there is likely to be a teen market for healthy products.

2 If you were to buy a healthy snack bar how much would you
be willing to pay? Options:
a) Less than $1.00 b) Between $1.00-$1.50
c) Between $1.51-$2.00 d) Between $2.01-$2.50 OR
e) Between $2.51-$3.00.

From its focus group, Nutriteen found out that teens would
pay between $1.00 and $3.00 for a healthy snack bar. Now
they want to quantify/get data about which price within that
range most people would be willing to pay. After seeing how
survey participants answered question #2, Nutriteen would
then look at the results and see which price people picked the
most (and turn this into a percentage). This would give them
helpful information for deciding what they should price their
products at. It also helps them learn if they are likely to make
a profit when they compare costs with potential prices.

IMPORTANT TIP: Before you conduct your survey, make sure
your questions make sense. Read them aloud & then ask them
to someone else. Sometimes we think we are asking one
question but the person who answers thinks you are asking
about something different!

Typical Kinds of Questions Used in Surveys

Remember only use questions that will help you with your deci-
sions for your entrepreneurial idea — every survey does not have
to have every question type (That would make your survey too
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long and take too much time to analyze! The examples below are
to help give you ideas for questions to ask.

These help you learn about the type of person you're question-
ing. Entrepreneurs can compare the answers of people with dif-
ferent characteristics. Demographic questions ask about things
such as: age, gender, household size, income level, profession,
education level, location/residence. For example, since Nutriteen's
product is a healthy snack bar targeted at teens, Nutriteen may
want to compare answers of females and males to see if what,

if any, differences there are in things like who will buy a healthy
snack and what their preferences of flavors or packaging are.

These help you learn about more personal aspects of customers.

Psychographic questions might ask about things such as: atti-
tudes, opinions, interests, hobbies, opinions, political views.

For its healthy snack bar targeted at teens, Nutriteen would be in-
terested in the hobbies of the respondents. They could then look
at the hobbies of the people who would buy the healthy snack
and see if there are any common types of hobbies e.g. whether
they play sports. This would help them with marketing decisions
and where to try to distribute their product.

The goal of these questions is to learn more about what your
customers are looking for (preferences) and what they currently
spend their money on (habits).

«Buying Pattern» questions might ask about things such as: what
potential customers buy, how often, what prices they would pay,
where they purchase products.
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For its healthy snack bar targeted at teens, Nutriteen might be in-
terested in how often people buy snacks bar. So they might ask:

How often do you buy snack bars?

Options:
a) Every day b) Every 2-3 days c) 1-2 times per week
d) Less than 1 time per week OR e) Never.

Nutriteen might also be interested in where to sell their snacks
bar, so they might ask:

When you buy a snack bar where are you most likely
to buy it from?

Options:
a) Local Store b) Supermarket c) Coffee Shop d) Café
e) Vending Machine OR f) Other (If other, please state: ).

These questions ask customers to consider what they like about
products and what they would want in future products.

Benefits questions might ask about things such as: what features
people are looking for, problems they have with what they cur-
rently purchase, reasons why they buy a particular product.

For its healthy snack bar for teens, Nutriteen might be interested
in what would encourage people to buy a healthy snack bar and
ask the question below.

Which of the following is most likely to encourage you to buy
a new healthy snack bar instead of the snack bar you currently
buy? You may choose more than one option.

Options:
a) Lower price b) Better taste c) Bigger size d) Lower in sugar OR
e) Other (please state: ).
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Lesson Project time based on
MARKET RESEARCH

Total duration 1 rog 20 xB

Draw a Vase — 10 min

For the first round of this exercise have everyone take out a piece
of paper and ask them to draw a vase. Once they are finished have
them post what they drew on the board. For the second round have
everyone design a way for people to enjoy flowers in their homes
and post it on the board. Compare the two drawings and discuss
how reframing the question affected the proposed solutions.

®diHanizoByemo 3anutaHHs — 10 min

[MepeBipSEMO 3aMMUTaHHS, SKi Y4HI NiAroTyBaAM Mo KOMaHAax mig
4ac 3aHATTS Market research.

KomaHpa 3BOANTb 3anuUTaHHS, Ki CTOCYIOTbCS 1l MPOEKTY B €AMHUN
CMMCOK (y BCIX YNEeHIB KOMaHAM OOHAKOBI 3aBOAHHS).

VYBATA! BaKnMBO MOSICHUTK Ta Harafat YYHAM, WO NUTAHHS NO-
BMHHI 6yTW BIAKPUTOro TUMY (Ha gKi He MOXHa BiANOBICTM TakK / Hi).

IHCTpYKTaX: «AK MU ONUTYEMO nepexoXxux» — 10 min

BunTenb rotye oCHOBHI NpaBuna:
[Mpautoemo B napi.
BiTaemocs, KaXeMo Lo MW YUHI 3i LUKOAW, SKi MpaLiooTb Hag
CBOIM NPOEKTOM «___» i HaM LiKaBO, WO MpO Le AyMatoTb Halli
OfHOCEeNbYaHN / MeLUKaHLLi Haloro MmicTa.
Y4YHi TaKOXX CaMOCTIMHO AatoThb iAel BUNTENIO LWOAO CBOIX iAew,
K MOXXEMO MOKPALMTK CMiNKYBaHHS Mif YaC ONUTYBaHHS.
LinumMmocs Ha napu B Mexax KOXHOI KoOMaHau. KoMaHaM OOMOBHO-
lOTb NpaBuMaa BAACHUMM iOEAMMN.

OnutyBaHHs — 50 min

YUHi MayTb OMUTYBATWU CBOIX OAHOKIACHUKIB, LUKINbHUX NpaLiBHU-
KiB, MPaLiBHMKIB MarasmHiB Ta NeEPexoXmx WOoLO CBOIX 3anmTaHb.
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Topic #5
OPPORTUNITY ANALYSIS

Total Duration — 1 hour 20 min

ACTIVITY 1

Storytelling — 10 min

Background — Teacher can tell students about it

Opportunity analysis is the first key step in the process entre-
preneurs go through to select ideas to follow through on be-
fore doing more detailed market research, prototyping, and test-
ing. Though opportunity analysis is the first step, it is revisited
throughout the development process as new information is dis-
covered and the idea becomes more defined.

Opportunity analysis is the process of deciding which ideas repre-
sent a market opportunity. A market opportunity is an idea that

Can realistically be turned into a product or service. This
means the technology and resources needed exist or can be
obtained.

Meets the needs of customers who would also be willing to
buy the product.

Can be priced in a way that generates sufficient sales and
profits for it to be attractive to the entrepreneur and any
investors.

Finding out if an idea represents a market opportunity is not an
exact process. There are many factors to consider — students
should recognize that by carrying out opportunity analysis they
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gain deeper understanding of the idea and its likely success. The
process also helps to highlight what is not yet known about the
idea and determine where more research is needed.

Entrepreneurs often talk about a window of opportunity for an
idea, which refers to whether the timing is actually right to act on
this idea. The window (time period) for an idea being a real op-
portunity for a successful product will depend on many factors
such as social, technological, and economic trends, as well as the
actions of competitors.

Many entrepreneurs have had great ideas only to have a competi-
tor launch first, thus closing the window of opportunity!

Other entrepreneurs find that the world is simply not ready for
their ideas! For example, the idea for Airbnb was developed over
10 years before its launch. The concept seemed great but be-
fore the heyday of social media and technology, people could
not imagine sleeping in the spare room of a stranger. By the time
Airbnb launched, social and technological changes had happened
that meant there was a window of opportunity.

Meeting people and connecting over the internet was well-estab-
lished, and the technology to upload photos and write reviews
was readily available. The time was then right for launch, the ser-
vice was feasible/possible, and there were customers willing to try
the service and pay for it!

ACTIVITY 2

Learning from failure — 25 min

Introduction

Activity 1 is a warm-up activity and preparation for Activity 2 to
prepare students for practicing opportunity analysis. The post-ac-
tivity discussion for this brief activity will help students begin to
think about why business ideas may succeed or fail and what
businesses can do to try to reduce the likelihood of failure. The
discussion also introduces students to the language and vocabu-
lary that entrepreneurs use when conducting opportunity analysis.
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Success or Failure Cards — 1 per group. Cut each set into
cards (Appendix 1): https://goo.gl/rXNEyV

Success or Failure — Instructor Notes (Appendix 2):
https://goo.gl/rXNEyV

Note Paper & Pens.

Large Paper/Poster Paper (optional). Marker Pens (optional).

Instructions

1 Briefly explain to students that during the lesson they will be
exploring how entrepreneurs decide if an idea they have for
a product or service is likely to be a success. What entrepre-
neurs want to do is select the ideas that they think have the
best chance of being turned into a product or service that
people will buy. Then they can focus on developing these
ideas. However, entrepreneurs — both new and established —
make mistakes sometimes. What is important is to try to learn
from errors in judgment and analysis for future endeavors.

Put students into small groups (2-4).

Give out one set of Success or Failure cards per group
(Appendix 1).

4 Ask students to look at the cards and read through the de-
scription of the product. Tell students that all of these items
and services are real-they were all brought to market. Some
failed and some succeeded. Then explain to students that
they'll sort the cards into two groups/piles based on which
products/services they think were successful and which failed.

5 Write or project these two questions to help students decide
if an item was a success of failure:

Are there customers who would really need or want the
product or service?

Would customers be willing to pay for the product
or service?
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10

11

12

13

Give students 5-6 minutes for this part of the activity. Though
it's quick, make sure students have enough time to justify their
decisions about each product/service.

Ask groups to first share which ideas they thought were a suc-
cess. Note whether there were there any differences between
groups.

Use the Success or Failure Cards — Instructor Answers to tell
students which products were successes and which were fail-
ures . Be sure to tell students the names of each item
on the Success or Failure cards-they might recognize some!

As a whole group, briefly Look at the ideas that were success-
ful. Have students explain their justifications. If a student brings
up a topic or reason that is Listed on the Success or Failure
Cards — Instructor Answers sheet in bold.

If students don't touch on certain vocabulary that is in bold

on the Instructor Answers sheet, be sure to introduce that

the vocabulary to them. You might say, «Social and health
trends were favorable for the Walkman. What do you think that
means?» Lead them in a discussion of the fact that aerobics
and workouts were very popular in the 1980s, soon after the
product went to market.

Be sure to cover each of the reasons for success Listed on the
Instructor Answers sheet. This type of analysis and vocabulary
development will help students complete an opportunity anal-
ysis of their own in the next activity.

Now ask each group to go back through the failure cards

and decide why they think each idea was a failure. Follow the
same procedure as discussing the successes make sure to use
the bolded vocabulary and ideas on the Instructor Answers
Sheet to help students think about opportunity analysis Like an
entrepreneur.

Ask students what they think an entrepreneur can Learn from
failure.
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ACTIVITY 3

Opportunity analysis of an existing product introduction —
50 min

In Activity 2, students go through the Opportunity Analysis pro-
cess using a 1 case study of an existing product: the Ooho Water
Orb. Students will take on the role of expert entrepreneurial con-
sultants asked to carry out an Opportunity Analysis and advise the
makers of Ooho on should it to be launched, and if so, what they
should do next.

Activity 2 Packet — 1 per student, pages 2, 3, 5, 6.
Video — https://www.youtube.com/watch?v=KppS7LRbybw

Instructions

1 Briefly explain to students that before they start the main
activity they are going watch a short promotional video about
a new product.

Play the Ooho Water Orb video: «Scientists have created
edible water».

https://www.youtube.com/watch?v=KppS7LRbybw

Ask students for their initial reaction and have them vote
on whether they think it is likely to be successful.

2 Now ask students to put their own «gut reactions» aside
because they are going to look more objectively at the
different factors that will likely determine whether Ooho is
a success or failure.

EXPLAIN: All entrepreneurs and companies with new ideas
spend time investigating their ideas in more detail to decide
whether to take any of them further. They do this to find the
ideas that will be the most worthwhile investments.

3 Pass out Activity 2 Packets (1 per student) page 5 (Appendix 3)
https://goo.gl/rXNEyV (pages 5, 6).

- Se GO

KUIBCTAP



https://www.youtube.com/watch?v=KppS7LRbybw
https://www.youtube.com/watch?v=KppS7LRbybw
https://goo.gl/rXNEyV

4 Project the Opportunity Analysis Definitions on pages 2-3
of the activity packet or Slide #5 in this Lesson'’s slide deck
for shortened definitions. Ask students to take a Look at
the definitions on pages 2-3 in their packets. Read through
each part of the opportunity analysis (Demand, Feasibility,
Innovation, and External Factors).

5 Explain to students that they’'ll become experts in one area
today, but that they need to understand the whole process
because entrepreneurs don't look at just one factor to make
a decision about their product or service.

6 Put students into Consultant Teams (prepared groups of
at Least 4 students) and ask each team to nominate a lead
consultant (or allocate someone this role).

7 Ask students in teams to work on the questions connected to
this product (p. 5).

8 Than print out the page 6 and let the group work on:
Group 1 — Demand,
Group 2 — Innovation,
Group 3 — Feasibility,
Group 4 — External Influences.

(There is a detailed description for the teacher of all these terms).

Presentation
In 7 minutes student present their results.

You may need to help students come to a decision about wheth-
er Ooho is a market opportunity. Try to have them consider

how many things are in favor of the product and how many are
against. Then have them think about whether there is one thing
they have Looked at that overrides the other areas.

There is no right or wrong answer — these are the decisions that
entrepreneurs have to make. Starting something new never with-
out risks.
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ACTIVITY 4

Analysis — 15 min

Put students into new groups (4-5 in a group) — in each group
there must be someone with a smartphone and an application of
Lifecell, Kyivstar, Vodafone:

1 group analyzes Kyivstar application,
2 group analyzes Lifecell application,
3 group analyzes Vodafone application.

Ask them during 10 min to analyze these applications according
to these criterias:

Functionality is the sum or any aspect of what a product,
such as a software application or computing device, can do
for a user (NTONOBHEHHS pPaxyHKY, 3MiHa TapUPHOro naaHy, ne-
peBipka 6anaHcy, NepeBipka yMOB TapUOHOro mnaHy, AOCTYM
0O NnaTexiB, 3aMOBJIEHHS PI3HWX MNOCAYT, AOAATKOBI iIHTEPHET,
XBUNVHW, iHLLIE).

User-friendly — simple to install, easy to update, intuitive, easy-
to-navigate, effective error handling.

Design — iOS and Android style, colors, style, icons, buttons,
swipes).

Informative — there is enough information for the user about
the mobile operator.

Stability — without errors, minimalization of failure.

Team 1

Criteria Kyivstar

Functionality

User-friendly

Design

Informative value
Stability
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Team 2

Criteria Vodafone

Functionality

User-friendly

Design

Informative value
Stability

Team 2

Criteria Lifecell

Functionality

User-friendly

Design

Informative value
Stability

Then ask them to introduce the advantages and disadvantages of
these applications. Also, teams have to tell which characteristics
of these applications they would like to take in their own projects.
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Appendix 1

1) A portable cassette play-

er — it plays music cassettes
that people can listen to
through headphones. It was
launched in 1979 priced
$150!

3) An optical head mount-

ed display designed in the
shape of a pair of eye glass-
es. It displays information in
a smartphone like hands free
format (you can take photos,
video, check your apps etc.)
and wearers communicate
with the internet through
voice commands.

5) A kitchen scrubber that

82

changes texture depending
on how warm the water is.

In cold water it has a coarse
texture for heavy duty
scrubbing and in warm water
it is pliable for more gentle
cleaning. It won't scratch any
surface and washes clean.

2) A super convenient break-

fast, where everything you
need is all in one package/
box: the cereal, milk, and
spoon. Priced at $1.50.

4) An online marketplace where

guests go to find a place

to stay, and hosts list their
room/property for rent. As

a guest you can go online
and find the type of place
you want to stay, see photos,
read reviews, and then book.
As a host you can list your
room/property for guests to
book. The company charges
a small service fee to both the
guests and the hosts every
time a booking is made.

6) A set of pens designed

specifically for women and
advertised as:

«designed to fit comfortably
ina woman's hand»
«attractive barrel design
available in pink and purple».
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Appendix 2

Success or Failure

Instructor Notes

Use the answers and information available here to help add to
student ideas about why some products are successful and why
others fail. This is a good opportunity to help students build some
of the understanding of the language and vocabulary used in op-
portunity analysis processes. In this discussion try to emphasize
that:

There are many reasons why an idea is a success or a failure.

Entrepreneurs should try to consider many aspects of a prod-
uct and investigate them before launching.

A major reason for failure is that the product design does not
meet the customer needs. When making a product, entrepre-
neurs need to make sure it meets the needs of the customers.
To do this, they should get feedback from customers.

Other reasons for success and failure often relate to trends
(external social, technological, economic factors) or to the ac-
tions of the competitors.

NOTE: You'll notice some bolded information under each pro-
duct. This is the specific language that should be taught about
opportunity analysis. It's up to you how to present it to stu-
dents. One way is for them to generate descriptions using their
own language and vocabulary and for you to acknowledge what
they've explained and to tell them specific business-related term
or phrasing. If students don't generate descriptions as suggested
below, you can either give a generic description and then offer
the vocabulary word or offer the vocabulary word and have them
grapple with defining it in context. You know your students’ lan-
guage needs best, so use your judgement — but do make sure to
expose them to vocabulary and language in bold below!
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Appendix 2

Successful products or services: Iltems 1, 4, & 5.

Failed products or services: Items 2, 3, & 6.

Successful Products Information and Reasons for Success
1 The Sony Walkman

The Sony Walkman was launched on July 1, 1979 priced at $150!
The Walkman came about because the Sony co-founder want-
ed a portable way to listen to music that he could take with him
while travelling. The design team at Sony came up with the Sony
Walkman, a portable cassette player that you could listen to
through headphones. It even had an extra headphones jack so
two people could listen at once. The Walkman went on to be-
come one of Sony’s most successful products ever with over 200
million sold.

Met a customer need: The co-founder of Sony was not the
only person who wanted to listen to music or cassettes while
travelling. Many people wanted a portable music player!

Product was feasible and could be developed quickly: Much
of the technology needed for the Walkman was already de-
veloped. Portable radio and cassette recorders were used by
secretaries and journalists. Music cassettes had been available
since the 1960s.

Social and health trends were favorable providing a window
of opportunity: Its launch coincided with the aerobics craze
and millions of people used the Walkman to make their work-
outs more entertaining. Between 1987 and 1997, the height of
Walkman's popularity, the number of people who walked for
exercise increased by 307%.
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NOTE: Is the Sony Walkman really a success if it's not still sold?

The cassette player version is no longer sold but Sony sells an
MP3 Walkman for digital downloads. No product is expect-

ed to last forever and most change and develop as technolo-
gy improves and evolves. Today, most people listen to music on
their cell phones or other portable devices so far fewer people
want a separate portable music device. However, in its day, the
Walkman was definitely a success.

4  Airbnb

Airbnb founders came up with the idea in 2007 when they had
moved to San Francisco and were unable to afford the rent on
their apartment. They thought about renting out their spare room
to travelers who would find it difficult to afford hotel prices in the
area. The company was launched in 2008 but it struggled to raise
funds from investors because the thought of staying in a strang-
er's house was too unusual. Today, though, Airbnb is the world’s
largest hospitality company, operating in over 190 countries and
with a market value of $26 billion at the start of 2016.

Feasible with technology, social trends in use of internet were
favorable, and a window of opportunity: The potential inves-
tors who turned down the idea didn't understand how so-
ciety and technology were changing. People were becom-

ing increasingly more used to connecting over the internet, so
staying in a stranger’s house didn't seem so weird. Also, the
technology to book reservations, write reviews, and upload
photos was already very accessible. There was a large market
of people with spare rooms or extra property who wanted to
make money.
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Appendix 2

Favorable economic trends: Increasing demand for travel es-
pecially by young people and retired people.

5 The Scrub Daddy Sponge

The Scrub Daddy Sponge featured on the popular TV show Shark
Tank in 2012. Following an investment by one of the Sharks (in-
vestors on the show) the product has gone on to become the
show's biggest success story with over $50 million in sales. The
sponge was originally developed by the founder for cleaning
worker’'s hands at an automotive factory.

Better design than competitors: The product design is consid-
ered by many customers to be far superior to other sponges.
It is able to clean in awkward spots and the texture changes
mean it is suitable for a range of purposes.

Entrepreneurial determination: The Scrub Daddy founder is
great at pitching the product. Before going on Shark Tank, he
sold it in a chain of grocery stores, doing demos to win over
customers. He also sold on QVC (the shopping channel) and
then pitched on the Shark Tank. The household products mar-
ket is very hard to break into as most products are made by
very large companies with huge advertising and sales budgets.

Failed Products
2 Breakfast Mates by Kellogg's

Kellogg's were aiming to increase their share of the growing con-
venience foods and snacks market. They launched Breakfast
Mates in 1998 but withdrew it 2 years later due to poor sales.
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Design didn't meet the needs of the users: The all-inclu-

sive design was meant to be convenient for kids but they had
trouble with the packaging. It was hard to open and the milk
spilled out when the cover was pulled off.

If it was taken in a lunch bag/on the go the milk got warm.
Though it was safe to eat, people generally don't like warm
milk and they think it's unsafe. In turn, if people put the prod-
uct in the refrigerator, it was no longer the convenient break-
fast that you could carry anywhere.

Price wasn't right: Many customers thought it was too expen-
sive compared to a box of cereal.

3 Google Glass

Google Glass was unveiled in 2012 and won the Gadget of The
Year Award. It then went on limited sale in 2013 and was official-
ly launched to the public in May 2014. However, in early 2015,
Google stopped making Google Glass. They have said they will
keep developing the technology to perfect it and are hoping to
relaunch in the future.

Social and Legal issues: People were afraid that someone
wearing the glasses would be able to record them without
them knowing. These privacy concerns were enough to make
people question the product.

Poor design and didn't meet customer expectations: The
glasses had a number of technical faults including a poor bat-
tery life. There were a number of bugs that had not been fixed
properly before launch.

GO -- -

KUIBCTAP



Appendix 2

6

Too futuristic (ahead of current social trends): At the time of
launch, people thought the product was too futuristic. It was
too far ahead of its time. Since its release and failure, other
smart, wearable devices like watches have seen a lot of suc-
cess. Because the wearable technology continues to be devel-
oped it is likely Google Glass will see the light of day again —
this time with fewer problems and better applications!

Bic for Her Pens

This range of pens designed and targeted specifically at women
was launched in 2011. The campaign used adverting slogans like:

«Designed to fit comfortably in a woman'’s hand.» and

«Attractive barrel design! Available in pink and purple!»

The pens received significant criticism from many women. Many
users on social media channels made fun of the concept.

This is not a totally failed product but Bic has received signif-
icant criticism for these pens and has changed its promotion
and advertising.

Outdated view of social trends, including gender norms and
issues: Women do not want to be stereotyped as liking pink
and purple across the board. More significantly, the phrasing
that the design fits «comfortably in her hand» has been taken
to mean that maybe women aren't able to use ordinary pens.

Lack of research and customer opinion: it is not that a pink
pen is a bad product but targeting it at women with what
seems like condescending advertising is not going to be pop-
ular. Companies need to get the views of their target custom-
ers to help them avoid making mistakes like this!
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Appendix 3

Po3aykyBaTu Ans KOXXHOro y4yHsi ctopiHku 80-82
(a6o mMiHiMyMm 1 Konis Ha KOMaHAy)

OPPORTUNITY ANALYSIS DEFINITIONS

Demand

There is demand for a product if there are people who are willing
and able to buy it. This means they need or want the product and
they will pay for it.

It is not enough that people like it — they actually have to buy it.
For example, many of us want a new Ferrari but most of us don't
have enough money to actually buy it. So that doesn’'t count

as demand! Also, we may claim to love the idea of a product

(a healthy salad) but when we go to the store we buy an alterna-
tive (a bagel) that we find better (tastier).

Innovation

Innovation involves taking inventions and turning them into

a product that can be sold to customers. Innovation is sometimes
confused with invention, which is creating something brand new,
creating new things for an existing product, or finding a new way
(process) to make things. The microprocessor was a great inven-
tion but by itself is was just another piece on the circuit board.
The multiple ways it has been used to create hundreds of thou-
sands of products is where innovation comes in!

The best innovations can radically change the way things are
made and consumed. Think of the digital camera. Digital tech-
nology already existed but engineers at Kodak used it to make
the first digital camera where you could view pictures on the dis-
play, store them, and upload them to a computer. It was the start
of a completely new way to take, store, edit, and print photos and
completely revolutionized the photography and film industries.
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Appendix 3

Feasibility

Feasibility is all about deciding if making and selling a new prod-
uct idea is really possible (feasible), given the technology and re-
sources available to the entrepreneurs. To make this decision,
entrepreneurs need to understand what is needed to make the
product (money, technology, equipment, skills, staffing) on a large
enough scale that makes it possible to earn a profit. They also
need to know if it is possible to get this final product to the cus-
tomers so that it can be easily purchased. This often involves
finding ways to make sure the right stores/outlets are willing to
carry the product. If customers can't buy it easily they will use
alternatives!

External Influences

Entrepreneurs do not develop new product ideas without thinking
about the world around them. They act upon and react to chang-
es in the wider world. These changes in the wider world (business
environment) are known as external influences. External influenc-
es change over time, and trends or patterns can be identified in
these changes. Entrepreneurs look for these trends to spot new
opportunities for products and services. For example, in recent
years, people have become more concerned about their health.
This has opened up opportunities for a wide range of health-re-
lated products like vitamins and fitness tracking devices.
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The main external influences to consider are known as STEP:

Social Changes — how consumers, households and communi-
ties behave.

Technological — changes in production processes and prod-
uct innovation.

Economic — changes in income levels, taxes, and availability of
finance.

Political & Legal — changes in government policy and laws.

In more recent years many entrepreneurs have started to
consider:

Ethical — changes in what society regards as morally right or
wrong.

Environmental — changes in how we use resources and their
impact on our environment.
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Notes on video
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Expert Group Note-Taking Sheet

Notes / Explanation

Decision

Demand

Will there be
customers who
will buy the
Ooho?

Innovation

Is the Ooho

a truly unique
product and
solution to the
problem of plas-
tic bottles?

Feasability

Does Skipping
Rocks Labs have
the skills and the
resources to pro-
duce and sell the
Ooho?

External
Influences
(Trends)

Is the business
environment fa-
vorable for the
Ooho?
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Lesson Project time based on
OPPORTUNITY ANALYSIS

Total Duration — 1 hour 20 min

lpa Bip BUMTEns Ha aHanis iHpopmaduii — 15 xB
(BUMTENIO HEOBXIAHO MIArOTYBaTK rPy, MOSACHEHHS Ta MpPaBuMaa)

AHanizyemo HanpaubOBaHUIA MaTepian 3 onUTHUKIB — 20 xB

Buntenb O3BYy4YYy€E OCHOBHI 3aMMTaHHS, Had KMMU npauroe
KOMaHOa:

fAka npobnema? AK MM MOXXEMO AOMOMOITH?
fAK pearyBanu Ha Hally igew nogm?

Aki emouii y Hux 6ynn? Lo im cnogobanocs? Lo He
cnopgobanocsa?
Ko)kHa KOMaHZa roTye Taky iHGOpMaLito: CKiJIbKM NtoAen 3arajiom
onuTanun, CKilbkoOM cnogobanacs igea 1a Ynum? CKinbKOM He cro-

nobanacs iges Ta Yomy? + 2-3 NpUKNaanm LikaBMx pO3MOB A5 Ha-
TXHEHHS iHLWKMX KOMaHA.

Y4Hi NpautotoTb MO KOMaHAAX.

Skype call meHTOpY Ta o6roBopeHHs — 20 xB

[Mpe3eHTYEMO pe3ynbTaTh ONMUTYBAHHHSA Ta aHanily Ans BCi-

€l rpynn. Buntenb obmpae noYeproBiCTb KOMaHA, sKi Mpe3eHTy-
IOTb pe3ynbTaTh Ta Modepye. KOMaHaM Npe3eHTYIoTb pesyibTaT
OMUTYBaHHS.

3aBepluyeEMO po6OTY Hap NOroTUNOM NpPoekTy — 25 xB
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Topic #6
DESIGN THINKING
AND PROTOTYPING

Total Duration — 1 hour 20 min

Storytelling — 5 min

We define design thinking as an approach to solving design prob-
lems by understanding users’ needs and developing insights to
solve those needs. Design thinking is a process centered on con-
tact, observation, and empathy with end-users. The goal is to find a
solution to the problems in their environments. This process differs
from trying to compete with other companies or trying to use exist-
ing products in new ways. Instead, it's a creative process meant to
tailor solutions to peoples’ needs.

During our lesson we will define the steps in the process as
Empathize, Define, Ideate, Prototype, and Test. It's easy to see how
other aspects of entrepreneurship like brainstorming, observation,
idea generation, market research, and pitching fit into design think-
ing. In fact, if you've completed those lessons with your students
already, this set of Design Thinking and Prototyping Lessons will
feel familiar, as many of the steps rely on the work in those other
Lessons. You'll also notice that prototyping is a step in design think-
ing and yet, we've called it out specifically in the title. That's be-
cause prototyping is an important part of the process. Design think-
ing brings the entrepreneur from idea to finished product or service
and encompasses so many of the entrepreneurial mindsets and
skills.
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In this lesson, students will go through the design thinking process
fairly quickly.

They'll learn about a particular challenge faced by a particular group
of people and create low-resolution prototypes to represent possible
solutions to the challenge. They'll also receive feedback about their
solution ideas.

In Activity 3, students will consider the feedback they received in
Activity 2 and make changes to their design. Then they will build
more robust 3D models of the solution and get feedback. In this ac-
tivity, students will also consider questions entrepreneurs ask them-
selves to decide if a solution is worth investing in long-term.

We wanted to introduce students to an abbreviated version of design
thinking, so they feel comfortable with all of the steps. Of course, for
most entrepreneurs, this process takes days, weeks, and even years.
The more feedback the entrepreneur gets, the more changes or
tweaks there are to be made. Eventually though, after really thinking
through and testing solutions, the entrepreneur eventually gets to the
point when it's time to release the product or service.

ACTIVITY 1

What can you do with a straw? — 15 min
Students will consider how problems can be solved with everyday
objects.
Materials and Resources
Plastic bendy drinking straws, a couple for each student.
Design Thinking Slides.

Instructions
1 Have students sit in a circle.
2 Hand out a few straws to each student.

3 Ask students to think about ways that bendy straws could be
used in a unique way to solve a problem. Give them a minute
or two to think about their answers.
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Go around the circle and have each student explain what
a straw could do and the problem that it solves.

Show students some solutions from this website
http://www.instructables.com/id/11-unusual-uses-for-straws

Ask students to explain if and how they showed empathy with
their solutions. Explain to them empathy is being able to un-
derstand and share the feelings and perspective of someone
else. It's putting yours in someone else’s shoes.

Now ask students what they'd need to do to make their straw
solution a reality. They might use:

leam about a market or industry to create the product for;
learn more about the problem to make sure it really solves;
draw or build their solution;

acquire money to build the product;

find out if the solution already exists.

Explain to students that the shared qualities they've just listed
are all part of the design thinking process. Herbert Simon,

in the «Sciences of the Artificial» (MIT Press, 1969) defined the
design «as the transformation of existing conditions into pre-
ferred ones» (p. 55). He contrasted design thinking with crit-
ical thinking, which he called the «breaking down of ideas».
Instead, design thinking is a creative process that BUILDS
ideas. Entrepreneurs engage in design thinking because there
is no judgment of ideas, just creations of possible solutions.
This eliminates the possibility of failure and encourages wild
ideas and creative solutions. Simon described design thinking
as a seven-step process: Define, Research, |deate, Prototype,
Choose, Implement, Learn.

We will teach it as:
Empathize, Define, Ideate, Prototype, and Test.

Show slides (Appendix 1): https://goo.gl/eHM6FL

For the purposes of this lesson, we're going to think about the
process in this way:
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Empathize (Observe, Research, Understand)

Think about the problems you see around you or know
about in the world and Learn about the people they affect.

Define (Synthesize)

Learn what's being done about the problems. Find out why
the problems exist.

Ideate
Come up with new and different ways to solve the problems.

Prototype

Build out your ideas into visual or physical representations
that show how they'd work.

Test

Get your prototypes in front of people and find out what
they like, what they don't like and they solve the problem.
With this feedback, you'll figure out if you should bring it
to a larger market.

Your students may feel rushed by the timeline in this lesson, but
remind them that it's about working together as a team to solve
problems and show empathy. The solutions don't need to be per-
fect the first, second or even third time they try them — that's the
beauty of design thinking. Iteration, research, feedback, and test-
ing will eventually lead to some great ideas and viable products,
but probably not in 90 minutes — and that's okay.

ACTIVITY 2
Think, Build, Ask — 20 min

Introduction

Students will learn about the computer technologies learning for
elderly people and design new ways for teaching them to use cell
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phones, computers, and internet. They'll create 2D prototypes
and discuss their designs with others to get feedback.
Materials and resources:
Video about elderly people using technology.
Short Background:
Prototype Handout — https://goo.gl/8wHnA7

Prototyping Options Handout —
http://provide.smashingmagazine.com/justbuildit_poster.pdf

Instructions

Tell students that many entrepreneurs get started by empathiz-
ing with what's happening to people in the world around them.
They specifically look for interesting problems they think they can
solve.

1 Explain to students that they're going to watch
a video about elderly people using technology:
https://www.youtube.com/watch?v=zCLYCDXgRxw

2 Ask students to share their reactions about what they saw in
the video.

3  Explain to students that an entrepreneur might see what
Sherpas do and think of a way to improve the process by cre-
ating something to make it easier for them to use technol-
ogies. During the design thinking process, the entrepreneur
would learn as much as possible about the Life of elderly peo-
ple, the current methods of teaching techniques.

4 To come up with some new ways of teaching elderly peo-
ple using technology the entrepreneur might interview elderly
people who live without using cell phones or who can't learn
how to use it by themselves. You could ask your classmates
who have grandparents or imagine that you are in that ages.
The entrepreneur would use empathy to understand the chal-
lenges people face when they start to understand something
new they have never used before. The entrepreneurs would
then take that information and begin to think of solutions.
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5 Put students in groups of 3-5. They'll use the brainstorm-
ing techniques shared in Idea Generation to generate possible
solutions for their case. Remind them that during brainstorm-
ing, there's no need to limit their ideas or pass judgments
on them yet. They want a long list of ideas during the Ideate
phase.

6 Once students have several ideas, discuss the designing think-
ing step of prototyping. Show students the Low-Resolution
Prototype Handout (Appendix 2): https://goo.gl/8wHnA7

Explain that during early stages of design thinking, entrepre-
neurs create low-resolution prototypes or models. They don't
worry about time to build the actual product or the materi-
als needed to make the final solution. They also don't need
to worry about how obvious (or not) the solution is. They just
want to sketch and build many options so that they get a dif-
ferent perspective on the challenge and solutions.

7 Explain that an early prototype or low-resolution prototype is
like a draft. It quickly communicates an idea so that feedback
can be gathered and the idea can later be built out with more
details. It makes ideas visible to people rather than leaving
them in the entrepreneur’s brain. Sharing prototypes with oth-
ers lets entrepreneurs better understand functions or details
they haven't thought of. In business, it's believed that ilt's bet-
ter for five people to work on a problem for one day than for
one person to work on a problem for five days.

8 Show students the Prototyping Options Handout (Appendix 3)
and quickly discuss some of the options for low-resolution
prototyping:

storyboarding to show how the product is used;
a paper model;
a drawing on paper or a whiteboard;

a wireframe to show how something might be laid out on
a screen;

an ad for the product.
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9 Have teams go through their list of ideas for carrying heavy
loads and let each team member choose one solution. Each
team member should spend about 5-10 minutes creating
a low-resolution prototype.

10 Students should present their prototypes to their teams.

11 Each team should pick one prototype they think is the best:
solution and finalize the presentation.

12 Teams should then present their prototype to classmates and
get the feedbacks.

ACTIVITY 3

Change, Build, Test, Ask Again — 20 min

Students will use feedback to revise their prototypes from
Activity 2. They'll build more robust solutions, test to see if they
work and collect more information from the public.

Materials and resources

Materials for Prototyping: poster paper, markers, sticky notes,
tape, construction paper, lined paper, cardboard, scissors, other
cutting tools, etc.

Instructions

1 Now that student groups have identified a solution and re-
ceived feedback about it they should regroup and discuss the
feedback they received. They may want to scrap their idea al-
together and consider a new solution. Or, they may want to
refine their idea in some way. As a group, they should create
a low-resolution prototype of the revised heavy load solution.

Explain to students that this part of the design thinking process
is called iteration. Entrepreneurs learn new things about their
ideas and prototypes and make small changes as improve-
ments. At some point, they will decide when to stop making
small changes and build the actual product. However, itera-
tion also happens on products that have been released. If you
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use a cell phone you know that your apps get updated all the
time.

The software company released the app and then iterates
changes to make it better and improve functionality. If you're
an iPhone fan, the same reasoning holds true. Each version
of the iPhone as an iteration. The engineers at Apple listen
to feedback, get creative, and add on new features and take
away old ones for each version.

2 With the changes decided upon, students are ready for more
robust prototyping. Show the video about 30 prototyping:

https://www.youtube.com/
watch?time_continue=16&v=k_9Q-KDSb90

Ask them what the benefits of this kind of prototyping are?
Answers might include: get an idea of size and actual materi-
als needed and roleplay how it functions.

3 Have each team built a 3D prototype of their solution.

Once models are built, have students share them with others
to get feedback.

5 Once feedback is collected, have students consider the list of
things entrepreneurs have to consider when deciding IF and
HOW to produce their solutions. There are a lot! Don't worry if
time doesn't allow for you to cover all of them.

The criterias of presentation:

Function.
(How well does it work?).

Ergonomics.
(How efficient/safe is it?).

Use cycle.
(How usable is it? How will people use it?).

Cost-effective manufacturing/assembly/
packaging processes.
(What's the cost to build, put together, and package?).
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Cost effective retail display.
(How wiill it be sold in store or to users?).

Easy and effective maintenance procedures.
(Is it easy to set up and take care of over time?).

Marketing and cost/perceived value.
(Do customers think it's worth the cost?)

Satisfy relevant industry standards and laws.
(Does it meet industry guidelines?).

6 Let students know that in order to answer these questions, en-
trepreneurs have to research things like cost of materials and
find out how much money it'll cost to build and ship their
product and then how much they'd have to charge to make
a profit. If it would cost more to make the solution than peo-
ple would be willing to spend to buy it, the entrepreneur has
to make some decisions about what types of materials to use
and if the solution is even worth building. If not, they'll start
the design thinking process over again, looking for a new idea.

ACTIVITY 4

Post-Activity Discussion — 10 min

What parts of the design thinking process have you experi-
enced today?

How does design thinking help entrepreneurs?
Why does design thinking center on problems?

How does prototyping help an entrepreneur think through
solutions?

ACTIVITY 5

Homework — 5 min

Ask students to test their ideas with their grandparents, neighbor-
hood, elderly people.
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Lesson Project Time based on
DESIGN THINKING
AND PROTOTYPING

Total Duration — 1 hour 20 min

KoxkHa KOMaHZa NOBWHHA CMaHyBaTK Lie 3aHATTS B 3a1€XHOCTI
BiJ TUMY IXHbOTO MPOEKTY. YUHi BUKOHYIOTb CBOI 3aBAAHHS i3 CruC-
Ky TO DO ixHboi SCRUM-gouwku.

BAXXJTNBO! MoBIiAOMUTY YUHIB Ha NepLIOMY 3aHATTI pOo60TH Haj
npoeKTaMu, WO BW MIAHYETE Take 3aHATTS, i iM NOTPIGHO NiaroTy-
BaTMUCA 3a34aneriib.

HAMEPEAOAHI NOBIAOMUTUN BYUTENA, wo came KoMaH-
[la niaHye pobuTK Nif Yac LUbOro 3aHATTS Ta Haj YMM MIaHye
npaLoBaTu.

Mg 4ac UbOro 3aHATTH MO NMPOEKTY KOMaHAM TaKOX 4OOMNpaLbo-
BYIOTb 33 yCiMa XapaKTepuCTrKamm CBin goaatok: functionality,
user-friendly, design, easy to use, informative, stability, etc.
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Topic #7
PUBLIC SPEAKING

Lesson preparation (task for teacher and volunteer):
1 TlpoumnTaTn BeCh Xia ypOKy.

2 $KWO HeobXiAHO — Hanepes 3aBaHTAXUTU BiA€O, SKi BKNALEHHI
[0 3aHATTS + MIArOTYBaTW NOSCHEHHS MPo WO WMAETLHCS Y BiL€O.

ACTIVITY 1

Introduction — 15 min

Teacher or volunteer explains for students:
https://www.teachingenglish.org.uk/article/public-speaking-skills —
more information.

Pitching is essentially explaining your business plan verbally. An
entrepreneur uses a pitch to summarize their ideas and sell them-
selves to potential investors. The process is so important to en-
trepreneurs because a successful pitch can secure the funding
needed to launch an idea from theoretical to reality.

In this lesson, students will review the elements of excellent per-

suasive and public speaking. They'll then compare two pitch vid-

eos and list the information that needs to be presented by entre-
preneurs to investors. Students will create their own pitch videos

and prepare for the presentation (for class, mentor and/or «inves-
tors») to get feedback.

Pitching is essentially explaining your business plan verbally. An
entrepreneur uses a pitch to summarize their ideas and sell them-
selves to potential investors. The process is so important to
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entrepreneurs because a successful pitch can secure the funding
needed to launch an idea from theoretical to reality.

In this lesson, we'll focus on two of the most important back-
ground pieces to pitching: Public Speaking Skills and Persuasion.
Tell your student that we are going to talk about speaking
Video: https://www.youtube.com/watch?v=uFE-nosj_RA

Ask:

When do you use public speaking in your everyday life?

Why are these skills important for entrepreneurs?
Which advises did you remember from the video?

Practice, expression, eye contact, don't use your paper, avoid un-
necessary movement.

ACTIVITY 2

Product video presentation — 15 min

In this activity students will analyze the presentation of the start-
up and try to focus on their own presentation speech. Show them
this video: https://www.youtube.com/watch?v=zYTEXKVr50A

Then ask them to work on their projects team (application devel-
opment) and analyze the video presentation by answering the fol-
lowing questions:

Who are you?

Why should we care?
What are you selling?

Who are you selling to?
Who are your competitors?
What is the price?

What do you need?

Each team have to present their results.
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ACTIVITY 3

Public speaking experience — 15 min

Video amsutmca 3 1:00 no 7:35 xB: https://www.youtube.com/
watch?time_continue=1&v=GMWFieBGR7c

BAXJIUBO! lMeperngHyTn Bioeo Hanepen i MOrTM KOMeHTYyBaTu
YYHSAM.

1 Ask: to raise their hands if they felt comfortable speaking in
front of the class (or their group) (and in front of a camera) in
the last activity?

Tell students that they have to speak in public often during
their study and working time (in order to get their projects
funded and present your results, or get the scholarship for the
program in the university, even to just let people know about
their products and services, and they have to speak persua-
sively (mepekoHnnBO).

Persuasion is the ability to get someone to think about some-
thing in a certain way. People who speak and write persua-
sively attempt to change the listener or reader’s views on a
subject or get them to act in a certain way.

2 Have students call out the names of people they think are
good public speakers. TED Talks often feature great speak-
ers who talk about topics they are passionate about. Another
person people listen to is Oprah Winfrey.Tell students they're
going to watch a short clip of a speech Oprah gave at the
Harvard Commencement back in 2013. Ask students to be
thinking about or even writing down some of the things that
Oprah does during her speech that make her a good speaker.

3 Play the Oprah (commencement speech video from 1:00
to 7:35).

4 Have students share things that Oprah did during her speech.
Write the List of chart paper while students are sharing.
Students might mention things like:

She smiled and made jokes about herself.
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She told a story about a failure (a feeling people can re-
late to) and spoke to the audience using «You» and «Me»
to make it personal.

She talked about her emotions.

She looked at the audience, spoke clearly, and changed
her tone of voice, speed, and intonation.

5 Ask students to get into pairs and think of other skills that are
important for public speaking. Remind students that they're
specifically thinking about things an entrepreneur should
know and practice while pitching. Give students 2-3 minutes
to come up with a new list.

6 Bring the whole class back together to the add to the list. Your
students will probably come up with great ideas.

Than teacher or volunteer explain one more time the
main points of public speaking:

Know a lot about your topic — use facts, statistics, and detailed
information where appropriate.

Plan for the time you have by writing the speech out or have
good notes so you stay focused.

Keep ideas organized.

Start with a strong opener and use humor (where appropriate)
to make it memorable.

Move around, use your hands (but don't be distracting).

Be confident — speak clearly and believe what you're saying.

ACTIVITY 4

Game Which Is A Lie? — 10 min

Explain that we will plane this game to let students fill a little bit
confident during their public speaking session.

Pay their attention that humor and jokes help the speaker to es-
tablish contact with the audience and stop nervous.
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This one is generally pretty easy to work out and a lot of fun as
well. And you will find that some students do it really well, but

then some students just fumble when they are trying to lie and
it's quite humorous to watch.

— | am 13 years old.
— | am married with 2 kids.

— | never lie.

Ask every student to think about 3 facts about themselves (but 2
of them need to be true and one of them needs to be a lie).

Ask them to stand up and tell these 3 facts for all.

So they get up and they tell 3 things about themselves and then
the audience needs to choose which one was a lie and they see if
they were correct.

So this one is really quick, really easy and you don't have to go
into a great detail about it but it can be really fun.

ACTIVITY 5

Persuasive public speaking — 25 min

Remind students of the analyzes they did at the beginning of the
lesson.

Now tell them that during next 15 minutes they have to work on
their project presentation speech.

Teams should use these question for their preparation:
Who are you?
Why should we care?
What are you selling?
Who are you selling to?

Who are your competitors?
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What is the price?
What do you need?
The speech has to be no longer than 2 minutes.

Teams have to involve all the participants in the preparation + they
could prepare some visual materials, cards, images, diagrams, ets.

Ask students to choose two speakers from each group who will
be present their results.

Give 15 minutes for preparation.

Than speakers from every team starts to present their application.

ACTIVITY 6

Post-Activity Discussion

1 What was the most difficult part of creatingthis pitch about
yourself?

How did you feel delivering the pitch?

What will you do differently when preparing a pitch for your
own product or service?

Lesson Project Time based on
PUBLIC SPEAKING

Total Duration — 1 hour 20 min

Po6oTa Hap Bipeo pns npoekTiB — 25 xB

YUHi NpautotoTb Y CBOIN MPOEKTHIN KOMaHA,.

JeTanisyeMo NpoeKT Ta rotTyeMmocs Ao npeseHTauii — 30 xB
Yyutenb Ja€ KOMaHOaM 3alnnTaHHA, Had AKMMW BOHW MPaLlOKOTh:
1 fk BuHUWKNa ipea? Aky npobnemy My BUPILLYEMO?

2 [1ng KOro mMum npaukeMO Hag UMM NpoekTom? KoMy ue Baxau-
BO? (Hawwa ayauTopis).
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fke pilleHHsa 3anponoHyBasia Halla KoMaHAaa?
OyHKuioHan gojaTka.
Jloro.

AK MU 3a[IHOEMO BUKOPUCTaHHS 3B'A3Ky?

N o0 o1 »h W

AKi 3aBAaHHS HaM MNOTPIGHO BMKOHATW, WO6 peanisyBaTu
NpoeKT?

8 LUlo Ham noTpibHO (MaTepianbHe 3abe3rnedyeHHs)?

KoMaHam Ao Api6bHMLb MPONUCYIOTb MPOEKT Ta Bi3yanidyoTb, CTBO-
pIOOYM MPOTOTUN (CXEMaMU, MaNtOHKaMU TaK, WO6 yCi MOru
3pO3YyMITH, K 6yne npaLtoBaTh 40AATOK).

3aKnto4YHa YacTUHa NiarotoBku — 25 xB

Jloro, Bigeo Ta TeKCT ON19 Npe3eHTauii MpoeKTy.

* g
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Lesson Project Time

Total Duration — 1 hour 20 min

Mpes3eHTauis NpoeKTiB Ha 3aKPUTTIi Tabopy

BumTenb Ta y4Hi roTytoTb LWKiNbHWIM 3axig. KOMaHOW Npe3eHTYIoTb
PO3pO6aEHi HMMM MOGINbHI JoAaTKM Ans ayamTopii (Bioeo Ta npe-
3eHTaLlis npoToTuny).

Y npeseHTauii 6epyTb y4aCTb TAaKOX | MEHTOPU MPOEKTY Bif

KuviBcTap. Bumtens 3aspaneriab nomoensatbca npo Skype Call
3 MEHTOPOM.

The team of methodologists used some free open materials from
the venturelab.org platform: https://venturelab.org/about
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