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O. KNOWING THE GARDEN

It is important that the children know the garden before starting to develop their business

idea.
A first knowledge session will be held to evaluate what type of products will be grown
during the year and to know the times of each one of them.

Use the template "know your garden".

In this point is important that the teacher make sure of how many products they can use
to develop their projects. Ideally foods that germinate in April / May should be used.
(onion, leek, garlic, tomato, lettuce, spinach, chard, cabbage, broccoli, cauliflower,
cucumber, bell pepper, zucchini, squash, eggplant, peas, green beans, green asparagus,
artichoke, beets, celery, and radish.)
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1. MY COMPANY

1. Formation of groups
a. Howto create groups?

i. Teacher election
ii. Followingclass list
iii. Game (example: balloons with a paper inside with a product name)
iv. Random (papers from a box)

Find a name for the company. (Brainstorming + design thinking)

Creation of profiles of the components (avatar + description)- Roles

Logo + Slogan

WEB (WIX, google sites, Wordpress...)
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2. MY COMPANY- ANALYSIS

At this stage we are going to use agile methodologies to have a clear vision of the company.

e SWOT

e Canvas model

STRENGTHS

What is your unique selling proposition?

What are your competitive advantages?

What resources do you have?

What do customers like about your product?
What do you do better than your competitors?
What advantages do your staff members have?
What assets does your company have?

+Does economic/political climate help you
develop your business?

*Which external factors can give you an edge?
+*How can market fluctuations aid you?

*Do these opportunities have temporary nature?

Which areas of your business/projects could
use improvement?

What advantages does your company lack?

What do your competitors do better than you?

Which disadvantages do our workers/products
have?

Which internal factors interfere with your
business success?

THREATS

Who are your competitors?

Which market areas are potentially dangerous
for your business?

Which trends can negatively affect your
business?

Is there a product/innovation on the market
that will make your product/innovation
outdated?

the business model canvas wall poster

key
partners

key value customer customer
activities proposition A4 relationship “h segment

key g distribution
resources channels

cost

structure

revenue
streams




3. THEPRODUCT

At this stage we are going to investigate everything about our product.

e Research about the product: research on our product: what is it for, how is it produced,
how much are the costs, how much is it sold, what derivatives can | get, where is it sold ...

e Benchmarking: What are my rivals doing?

e User interviews: investigate if our product interests customers and why




4. MY CLIENTS

In the part of my company we have defined a type of client that we are going to develop in depth

in this section.

\ THINK & FEEL § PERSONAL INFO:
PREOCUPATIONS
\‘ What s important? - Age - Location
desires? aspirations? worries? - Gender ~ Income

= Children ~ Education
~ Marital Status

INFLUENCES ENVIRONMENT
What friends, family and Influencers are saying? What is the environment like?
Who really influences? How? What's going on in their world?

What media channels influence this person? What peers say?

books, magazines, TV, Facebook, blogs?

Sy WHERE ARE THEY?
SAY & DO ) - How do they get information?

BEHAVIOR - How do they communicate?
> How Is the attitude? > How do they act In public? ’ - What media do they consume?

> What's the image portraid?

What are th s said anwhet is felt? - Bo they belong to any associations?

~ What social media do they use?

- Do they attend events or conferences?
- Where do they spend their days?

~ Do they have relevant hobbies?

AER EMPATHY MAP

VALUES AND FEARS:

PAIN | GAIN - What ?o they vall;a in their personal NEGATIVE INFO:
What are thy 2 or professional life? 3 .
What obstacles stand in the wav: wrmdomhw,i-m gain? g - What is important to them when A_r.er;mri?f;tﬁ:gmers you don't want?
L VAo ae thha o e o Ol considering a product like yours? - Too expensive lo support?

- What objections might they have? &
- What drives their decision making = cz:)ﬁgﬁ%f‘::;%ot?
process?




5.PROTOTYPE: MVP

How do Design Thinking and Lean Startup relate?

DESIGN THINKING

LEAN STARTUP

M PrOtOtype

with the insights and with idea- the idea

people you are opportunities. generation to make it

designing for. techniques. tangible
and to allow

user testing.

PROBLEM SPACE SOLUTION SPACE

SD® BOARDOHNNCOVATION.COM

WHAT IS MINIMUM VIABLE PRODUCT

MVP is

%9
Q.

) 2 .
DESIGNED TO CHANGE
THE WORLD

By trying new ideas

‘!

SUPPOSED T0 SOLVE
A REAL PROBLEM

It is the problem that makes an
MVP viable

S

BUILT TO LEARN USER
FEEDBACK

And to improve the project
in an iterative manner

¥ ¢

AR

MORE MINIMAL THAN
YOU THINK

To learn user feedback early
with small investment

MVP is not

ABOUT GETTING PROFIT

At the first stage you should
only learn

&
*%
DESIGNED TO IMPRESS
USERS

Rather, it focuses on
problem solving

P

SUPPOSED TO BE AN END
PRODUCT

It is a basis for launching new
entrepreneurship

~

CARVED IN STONE

It is supposed to change



5.PROTOTYPE - STORYBOARD

e Step 1: Create a Template. Draw a series of rectangles on a piece of paper, as if you were creating a comic
strip. ...
Step 2: Add the Script. Under each rectangle, write the line of script or dialogue that corresponds to that scene.
Step 3: Sketch Out the Story. ...
Step 4: Add Notes.
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6. MARKET RESEARCH
Once we have our prototype (. Duscribs 2. Tt &;IJ

product, we must teach our

target customers to get their ”3’#“’3 A”W'l "0"5 ‘/le @
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7.FINANCIAL PLAN

Income minus expenses

e Direct expenses

MATERIAL
PACKAGING
MARKETING
MANUFACTURING
TRANSPORT

O O O O O

e Indirect expenses

PERSONAL

WAREHOUSE / SHOP RENT
INVOICES / BILLS
MANAGEMENT
MARKETING

O O O O O

Pcd «fion

TAX

- Bills

_mmtmems - ‘



8. Marketing Digital:Advertising and Ordering

going to spread it among our COMMUNITY

future clients. INTERNET \( SEO

We are going to launch a MARKETING /4

pre-sale campaign and make

sure that we have clients for NETWORK 1 : COMMUNICATION
V4

We already have almost all
the necessary steps to know
if our product will be
successful. Now we are

BLOG VIRAL

g i,

our production.

ik

ADVERTISING WEBSITE

Ny 4




9. Production

1. Order materials and
manufacture

2. Take photos of progress

YB

3. Post links on where to , £ 7k = | 2 J
. \ A |
4}

\

purchase materials o SN | Ay, W,

4. Keep accounts in - WY o A i B
spreadsheet : '
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10. Sales - F|NA|_‘

EVENT

g
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