HILCITEY

Greece-Bulgaria
Co-Working

European Regional Development Fund

EUROPEAN UNION

D4.2.5 - Bootcamp & Interim Evaluation BG

Project Beneficiary 2
EIDIKOS LOGARIASMOS KONDYLION EREVNAS ARISTOTELIOU
PANEPISTIMIOU THESSALONIKIS

=

EIAIKOZ AOTAPIAZMOL KONAYAION EPEYNAL
APIZTOTEAEIOY MANEMIZTHMIOY @EZZANONIKHE

By
IDIMON CONSULTANTS

“The contents of this publication are sole responsibility of Eidikos Logariasmos Kondylion Erevnas Aristoteliou
Panepistimiou Thessalonikis and can in no way be taken to reflect the views of the European Union, the
participating countries, the Managing Authority, and the Joint Secretariat.

= I

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Last edited: April 2023
Copyright © 2023, Aristotle University of Thessaloniki. All rights reserved.

No part of this publication may be reproduced, transmitted, transcribed, stored in a retrieval system, or translated into
any language, in any form or by any means, electronic, mechanical, photocopying, recording, or otherwise, without prior
written permission from the Aristotle University of Thessaloniki.

All copyright shall remain the sole and exclusive property of the Aristotle University of Thessaloniki. However, no
responsibility is assumed by the Aristotle University of Thessaloniki for its use, or for any infringements of patents or
other rights of third parties resulting from its use. All other trademarks are the property of their respective owners.

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



A. DESCRIPTION OF DELIVERABLE 4.2.5

In the Deliverable was presented the organization of a Bootcamp in the Bulgarian cross-
border region of Haskovo during which internal evaluation methods were designed,
developed, implemented and presented to the participants at the Bootcamp. The evaluation
methods are either for start-ups or for the development of a new service or a new product
from existing businesses in the Haskovo region. A detailed proposal of internal evaluation
development methodology was presented, based on the existing literature and experience. In
the implementation of the Deliverable, a Specialized Executive in matters of quality and
process evaluation and an executive specialized in the development of start-up
entrepreneurship were involved.

B. THE SUBJECT OF THE DELIVERABLE

The thematic object of the deliverable D4.2.5 is Bootcamp - Internal Evaluation Methods.

Business Idea Evaluation

Many entrepreneurs don’t objectively evaluate new concepts before plunging in. While many
ideas seem original and plausible, spectacular success is rare. According to some studies just
30% of all small businesses are profitable, while 30% only manage to break even. Launching
a small business is a complex process that must combine enthusiasm with meticulous
research.

Idea Honest Feedback Startup
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Before discussing how to evaluate business ideas, let’s define what exactly a business idea is
and what is not:

“It’s a thought or suggestion about which product or service to offer customers for
financial gain.”

Businesses are engaged in generating profits—by earning more money than they spend. So,
the idea must be profitable and easy to monetize.

How do people arrive at new business ideas? Successful ideas are brand-new concepts or
better versions of existing ones.

The first question is: What is business idea validation?

“Business idea validation is determining that a proposed idea meets the minimum criteria
required to maintain a thriving venture.”

Before undertaking a business idea assessment, it’s critical to recognize the characteristics of
a great idea.

Here are some essential qualities to use when you evaluate the business idea:

o Usefulness (Value proposition): The new product must strive to address a known or
unknown need. Some needs exist naturally, while others are artificially created —
where a service creates a need and offers itself as a solution. Needs may be simple or
complex. They keep evolving, necessitating the launch of new businesses.

o Explainable (Easy to convey): People should have an easy time understanding the
business idea. The litmus test to determine if the concept is explainable is if it’s
possible to communicate the value proposition in a few sentences. Henry Ford
famously said that people wished for faster horses — but it was easy to explain how a
car was different.

o Simplicity: Awesome ideas produce simple products and services that users can start
interacting with without requisite know-how. So, when developing an app idea,
ensure it’s pretty easy to use. For instance, Apple incorporates simplicity into its
products.

e Scalable: Highly successful businesses can quickly scale with demand and take
advantage of economies of scale. A perfect scenario is where the costs to serve
additional customers are almost negligible, for instance, building an app like Zoom
where overheads don’t significantly increase if the company adds 1 million new
users.

o Habitual (Users can’t live without it): Users should find the product or service more
valuable, meaningful, and a must-have as they interact with it. For instance, Netflix
requires users to set their preferences and personalizes the content to their tastes. It’s
also integrated into their daily life and comes pre-installed on most devices. Even if a
better company than Netflix popped up, many users would still find it hard to switch.
Business owners should always ask: “Is my business idea so good that people can’t
live without it?”
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Qualities that make a business idea great

This criterion provides a basis for business idea evaluation. An idea should be useful,
simple, explainable, scalable, and habitual.

&, Vo 03

1. Identify the Problem You're Solving 2. Analyze Market Demand 3. Get to Know Your Customers 4, Create a Customer Profile

8 8 e © 2%

5. Find your Competitors 6. Understand Your Talents 7. Collect and Analyze 8. Financial Feasibility 9. Make Sure the Business Is
and Limitations Feedback Assessment Right for You

Business Idea Evaluation

Once one have a business idea, use these steps to evaluate it and make sure it's a sustainable
idea to help you be successful:

1. Determine a target market

A target market is a group of people who are likely to purchase a company's products or
services. They're the consumers you believe can benefit most from your business idea. It's
important to learn what you can about this group so you can better form your idea and later
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market to them successfully. When you understand your consumers, you can anticipate their
needs and serve them appropriately, which can make a major difference in your success.

As you evaluate your business idea, learn more about your target market's wants, needs,
motivations, spending habits and challenges. You can collect this information by performing
preliminary research, asking different people questions about your business idea and
observing shoppers. Begin to define your ideal customer by considering the following
demographics:

o Age

e Gender

e Geographic location
e Income level

e Profession

e Marital status

e Education level

2. Create a buyer persona

As you gather information about your target market's demographics, you can establish buyer
personas, which are characters who represent the members of your target audience. Rather
than being real customers, personas are fictional customers you create to help guide your
business decisions. Personas are important because if you can view each persona as an actual
customer, you're more likely to understand and empathize with them.

Create a buyer persona to represent the target market you've identified for your business idea.
Consider the persona's background, motivations, values and buying factors. Some questions
to help you create a buyer persona may include:

o What are their personal beliefs or values?

o What challenges are they seeking to resolve?

e How do they learn about products or services in the marketplace?
o What other types of products or services do they buy regularly?

o How does cost factor into their purchasing decisions?

3. Conduct a market analysis

A market analysis is an assessment of market factors, which may include economic details,
consumer buying patterns, trends, forecasting and the competition in a market. Research
various companies in your industry to determine whether a demand exists for the new
product or service. You can also further understand the market and your target audience
through efforts such as focus groups, interviews and surveys. Once you've gathered sufficient
data, analyze the information carefully to help you determine the viability of your business
idea.
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4. Analyze your competitors

It's important to know more about potential competitors so you can see what they've done to
find success and make sure you can supply a unique or higher-quality product or service. To
analyse your competition, gather information about the company and its offerings and write
an observational list of its strengths and weaknesses. Search online to read reviews about the
company's products, pricing and customer service.

Once you know more about the competition, you can identify ways to distinguish your
business idea. Think about why a customer might purchase from you instead of a competing
business. You can even write a unique value proposition that tells customers what you offer,
how it differs from the competition and why it meets their needs.

5. Understand your finances

Part of evaluating a business idea is being able to understand the finances associated with its
launch. Even if your idea doesn't require a lot of overhead costs.

To get started, this analysis can help you gauge your financial outlook. You can use this
knowledge to help you work on securing investments, marketing your idea and planning for
future expenses. As you consider your finances, ask yourself these questions:

e How can I get the necessary funds to start my business idea?

e How much money do I plan to invest in the beginning?

e What are my projected income and expenses?

e What's my total earning potential in the first month? Three months? One year?
e How can I realize sustained profits?

6. Get feedback

Once you've completed the other steps, you likely have an effective understanding of your
business idea's feasibility. At this stage, it can still be helpful to get feedback from others
who can provide insights or ask questions you may not have considered. Ask your friends,
family, professional contacts or company stakeholders what they think of your idea. Share
your preliminary research to explain why you've developed your idea in a certain direction.
Collect their feedback and use it to further evaluate your business idea and determine
whether you want to take the next steps.

Criteria for Business idea evaluation

We can group criteria for business Idea evaluation in three groups:
» Viability
» Innovation

> Financial indicators

A. Viability. Business viability means that a business is (or has the potential to be)
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successful. A viable business is profitable, which means it has more revenue coming in than
it's spending on the costs of running the business. If a business isn't viable, it's difficult to
recover. Before you go into business you need to determine if there is demand for your
product, and at a price that ensures your business will be sustainable.

It makes sense to assess if your business idea is viable before you invest too much time and
money in it. While there's no way to guarantee your idea will succeed, thorough market
research will reveal if the time and effort you'll invest in a business venture has a good
chance of offering a reasonable return on investment.

Can you answer yes to the following questions? If so, there is a good chance your business
idea is viable.

e Do you have a unique selling point?

e Are there people who will want what you will have to sell?

e Are there enough people who will want what you have to sell, at the price you will
set?

e Do you have enough money to last until your business is profitable?

Unique selling point (USP)

Sometimes a new business will be lucky to find a gap in the market - you might be the only
mechanic in town, for example. But most of the time, your product or service will have to
compete against similar products or services for customers and market share.

This is why your business needs to stand out from the competition - your unique selling
point (USP) is what will encourage customers to buy from you.

Your offering might be:
Cheaper or more economical to use
Better designed and easier to use
Locally made with ethically sourced ingredients or components
Healthier
More environmentally friendly or cruelty free
Weigh less, or be made of better material.

A USP is anything that makes what you offer better than similar products on the market. If
you have a USP, it's worth further researching the viability of your business.

With so many businesses online nowadays and customers able to shop anywhere in the
world, USPs are getting harder to maintain. However, it's possible to have a business USP
even if you don't have a product or service USP. Examples of business USPs can be your
experience and expertise, having contracts in place with the best, most reliable supplier, or
simply having the most convenient location.
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Do you have a market?

Determining who your potential customers are and how many of them are in your area are
crucial ingredients to business success. Once you establish this, the next step is to ensure
your market, whether it be teenagers, business people or retirees, will be interested in your
offering, at the price you'll need to charge to run a sustainable business. In addition, consider
whether you'll be able to sell your product or service more than once to the same customers,
or whether you'll need a steady stream of new customers to make one-off sales to.

e Who are your competitors? Knowing who your potential competitors are is an
important part of market research. You need to know their USPs, weaknesses, pricing
and marketing strategies.

e Does your product or service really fill a need not already being met by the
competition?

o Will your business be able to take a large enough share of the market to break even
and start making a profit?

If you're still answering yes, then it's time to crunch some numbers.
Consider the following:

o What will it cost you to produce the goods or provide the service?
e What is your selling price?
e How much demand do you anticipate?

C. Financial Indicators

Net Present Value (NPV). Net Present Value (NPV) is the value of all future cash flows
(positive and negative) over the entire life of an investment discounted to the present. NPV
analysis is a form of intrinsic valuation and is used extensively across finance and accounting
for determining the value of a business, investment security, capital project, new venture,
cost reduction program, and anything that involves cash flow.

The formula for Net Present Value is:

1+r  (1471)2

NPVXYZ —

Where:

e Z1=Cash flow in time 1

e 7Z2=Cash flow in time 2

e r = Discount rate

e Xo= Cash outflow in time O (i.e. the purchase price / initial investment)
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Why is Net Present Value (NPV) Analysis Used? NPV analysis is used to help determine how
much an investment, project, or any series of cash flows is worth. It is an all-encompassing
metric, as it takes into account all revenues, expenses, and capital costs associated with an
investment in its Free Cash Flow (FCF). In addition to factoring all revenues and costs, it
also takes into account the timing of each cash flow that can result in a large impact on the
present value of an investment. For example, it’s better to see cash inflows sooner and cash
outflows later, compared to the opposite.

Internal Rate of Return (IRR). IRR is a form of metric applicable in capital budgeting. It is
used to estimate the profitability of a probable business venture. The metric works as a
discounting rate that equates NPV of cash flows to zero.

Cash Fl Cash Fl Cash Flow,
NPV(0)= ash Flow, + ash Flow, 53 ash Flow

(1+IRR)" (1+1RR)? A+IRRY Initial Investment

Differences between NPV vs IRR

Under the NPV approach, the present value can be calculated by discounting a project’s
future cash flow at predefined rates known as cut off rates. However, under the IRR
approach, cash flow is discounted at suitable rates using a trial and error method that equates
to a present value. The present value is calculated to an amount equal to the investment
made. If IRR is the preferred method, the discount rate is often not predetermined, as would
be the case with NPV.

NPV takes cognizance of the value of capital cost or the market rate of interest. It obtains the
amount that should be invested in a project in order to recover projected earnings at current
market rates from the amount invested.

On the other hand, the IRR approach doesn’t look at the prevailing rate of interest on the
market, and its purpose is to find the maximum rates of interest that will encourage earnings
to be made from the invested amount.

Similarities of Outcomes under NPV vs IRR

Both methods show comparable results regarding ‘“accept or reject” decisions where
independent investment project proposals are concerned. In this case, the two proposals don’t
compete, and they are accepted or rejected based on the minimum rate of return on the
market.

Conventional proposals often involve a cash outflow during the initial stage and are usually
followed by a number of cash inflows. Such similarities arise during the process of decision-
making. With NPV, proposals are usually accepted if they have a net positive value. In
contrast, IRR is often accepted if the resulting IRR has a higher value compared to the
existing cutoff rate. Projects with a positive net present value also show a higher internal rate
of return greater than the base value.

Conflicts between NPV vs IRR

In the case of mutually exclusive projects that are competing such that acceptance of either
blocks acceptance of the remaining one, NPV and IRR often give contradicting results. NPV
may lead the project manager or the engineer to accept one project proposal, while the
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internal rate of return may show the other as the most favorable. Such a kind of conflict
arises due to a number of problems.

For one, conflicting results arise because of substantial differences in the amount of capital
outlay of the project proposals under evaluation. Sometimes, the conflict arises due to issues
of differences in cash flow timing and patterns of the project proposals or differences in the
expected service period of the proposed projects.

When faced with difficult situations and a choice must be made between two competing
projects, it is best to choose a project with a larger positive net value by using cutoff rate or a
fitting cost of capital.

The reason the two abovementioned options works is because a company’s objective is
maximizing its shareholder’s wealth, and the best way to do that is choosing a project that
comes with the highest net present value. Such a project exerts a positive effect on the price
of shares and the wealth of shareholders.

So, NPV is much more reliable when compared to IRR and is the best approach when
ranking projects that are mutually exclusive. Actually, NPV is considered the best criterion
when ranking investments.

C. DESIGNATION OF SPEAKERS

The instructors/coaches of the Deliverable are:

Nikolay Sterev
Diana Kopeva

» Nikolay Sterev

Nikolay Sterev is full professor at University of National and World Economy — Sofia. He is
Head of Industrial Business Department and his main interests cover: industrial development,
industrial growth, regenerative economy, Industry 4.0 and Industry 5.0 and others. He has
PhD in marketing management and habilitation in marketing leadership

He is chairman of the (Bulgarian) Association of Professors in Economics and Management
of Industry (APIUI) and chairman of Organization Committee of Industrial Growth
Conferences.

Professor Nikolay Sterev has publisher more than 100 publications and has participated in
more than 25 international projects. He has been a keynote speaker on different international
conferences and has been appointed as guest lectors in different universities worldwide.

» Diana Kopeva

Diana Kopeva is a full time professor at the University of National and World Economy
(UNWE), Business Faculty. She has a vast experience in leading and managing international
projects. Currently she teaches courses in Entrepreneurship in Agribusiness, Strategic
Management, Project Management, Innovations in Agribusiness. She is expert in
development and improvement of materials for distance learning, online courses and
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teaching, as well as higher education teaching curricula and training courses. She participated
in development of training modules for adults and participates as a trainer in different
trainings. She is well aware of the European Qualification Framework (EQF) and National
Qualification Framework (NQF). She participated in development of training modules for
improving the competences according the EQF and NQF. As an external key expert and
monitoring expert she participated in elaboration and implementation of a projects related to
diversification of activities in rural areas establishment of Innovation Centers, as well as
assessment of their efficiency from the point of view of beneficiaries and society. She has
participated in the development and implementation of a number of EU funded projects
concerning innovation management tools and foresight implementation.

D. PROGRAM PREPARATION

D4.2.5 Bootcamp & Interim Evaluation - BG

Ist Cycle 2nd Cycle
THEORY THEORY
25.Jan 2023 4 | prof. Diana Kopeva | 28.March 2023 2| prof. Diana Kopeva /
/ Prof. Nikolay Prof. Nikolay Sterev
Sterev
26.Jan 2023 6 | prof. Diana Kopeva | 29.March 2023 10| prof. Diana Kopeva /
/ Prof. Nikolay Prof. Nikolay Sterev
Sterev

27.Jan 2023 2 | prof. Diana Kopeva
/ Prof. Nikolay

Sterev
PRACTICE PRACTICE

26.Jan 2023 4 | Prof. Nikolay 30.March 2023 6 | prof. Diana Kopeva /
Sterev/ Prof. Diana Prof. Nikolay Sterev
Kopeva

27.Jan 2023 8 | Prof. Nikolay 31.March 2023 6 | prof. Diana Kopeva /
Sterev/ Prof. Diana Prof. Nikolay Sterev
Kopeva
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A. Description of deliverable 4.2.1

The general objective of the Deliverable 4.2.1 is to present organization and implementation of a
Bootcamp in Haskovo during which the Lean Startup methodology of Eric Ries has been presented,
for the creation of start-ups or the development of a new service or a new product from existing
businesses. During the Bootcamp has been elaborated and submitted a detailed proposal for the
implementation of the Lean Startup approach, which has been adapted to the needs of the reference
area. In the implementation of the Deliverable, a Specialized Executive in innovation issues and an
executive specialized in the development of start-up entrepreneurship will be involved.

B. The subject of the deliverable

The thematic object of the deliverable is the Lean Start-Up Methodology.

Start-ups are newly established companies entering a highly competitive market, such as the
globalized markets of the 21st century. Studies show that over 90% of these companies declare
bankruptcy in the first year of their activity.

Newly established Start-ups in Bulgaria are faced with the difficult situation of overcoming a
number of obstacles that often prove insurmountable for them. Among them is the difficult access
to financing, especially for innovative activities and it is almost impossible provision when the
company is newly established.

Another factor is the highly competitive market from Western and Central European companies; the
shrinking domestic market; the necessary narrow specialization, which is severely limited by the
ongoing reform in education, etc. Complicating factors are also the impossibility of market
expansion in a large part of the lost foreign markets such as the Middle East and Africa; the distrust
built up in recent years towards Bulgarian products and the lack of traditions in a large part of the
sectors and productions. These are still extremely relevant and painful problems for the Bulgarian
economy, leading to the decrease of its competitiveness.

The rapid expansion of companies operating in the Internet space and the speed with which a part
of them develop (known as "dot com - .com" companies) as a start-up. To determine:

A start-up business company, association or temporary business organization, whose main
goal is to find a business solution to a recurring, cyclical problem, through innovative methods
and means.

This definition assumes that only an entrepreneurial business initiative is defined as a START-UP
business, which is at an early stage of its development and the entrepreneur/s creates a certain
business organization, a structure to under-ensure financing and realization of the initial innovative
entrepreneurial idea. This suggests that an enterprise (regardless of whether it has remained small
or medium-sized or has developed into a large business) at some point in time can be defined as a
START-UP business. This moment occurs when:

* The entrepreneurial business idea fails, regardless of whether the business continues to exist or
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there is a termination, bankruptcy of the entrepreneurial organization, structure.

» The entrepreneurial business idea develops and it becomes an attractive object for carrying out
a merger or buying out the business from other business agents (companies). But the first step
in identifying START-UP business ideas is to fill out the following checklist (Table 1.)

Table 1. Checklist of START-UP business ideas

MAIN DIRECTION MAIN CHECK QUESTION

OPPORTUNITY Where does the business idea come from?

INNOVATION What is the innovation of a business idea?

CUSTOMERS Who is the customer?

COMPETITION Who is the market opponent - the competitor?

SALES Through what sales channel can the customer be
reached?

MARKETING How is consumer demand created and used in the

market? What is done for business development
of the idea? Deals? Partnerships? Sales?

THE ESSENCE OF THE BUSINESS | What makes the idea holder to make money?
MODEL FOR PROFIT

INTELLECTUAL Do intellectual/industrial property rights exist
PROPERTY/ACQUISITION OF PATENTS | and how long can they be retained?
TIME TO MARKET How long does it take to get to market?

MODEL OF PRODUCT DEVELOPMENT | How is the development by the bearers of the
idea guaranteed?

PRODUCTION What does it cost to produce the product?
TARGET SEED FUNDING How much? When?

FOLLOW-ON FUNDING How much? When

LIQUIDITY How much? When?

Lean START-UP is an approach that allows companies, especially START-UP companies, to shape
their products or services to meet the needs of their customers without initial funding and excess costs.
The main principle of this business approach is BUILD - MEASURE - LEARN.

An example of this is the creation of an MVP (Minimum Viable Product). "Minimum Viable Product"
is a product that has only those properties that allow you to provide it to your earliest customers (the
so-called market pioneers) in order to get the most feedback on it, with the least possible time and
capital expended.

Examples of MVPs include the following:

o Foursquare uses a Google Docs poll to gather its users' opinions about the next city on their
list. They measure registrations.

o The creator of Dropbox releases the MVP in the form of a demo video, showing how the
service works. Measures pre-launch user sign-ups (jump from 5,000 to 75,000 sign-ups
overnight after video launch).

o Richard Branson's company, Virgin Airlines, started with just one Boeing 747 in 1986 to see
if their airline would be used. They measure airline usability.

o Groupon started as a WordPress blog to send PDF coupons to its users' emails. They measure
registered emails and purchased vouchers.

o Yahoo in the beginning is simply a list of the favorite sites of its creators. They measure the
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usability of their search engine.

Usually, the development of START-UP companies is divided into three main phases: formation
(mission, vision and strategy), validation (proving the ideas) and growth (creating an effect of the scale
of the business).

Often the first phase begins with finding a problem and a solution to it, as well as creating a vision for
the company. These phases consist of different steps and activities from the starting point of idealizing

the formation of a company to its creation. These are presented in Figure 1 below:

Figure 1. Lean start-up life cycle

FORMATION VALIDATION GROWTH

Using the features of the development stages of START-UP companies, some tips on how to create a
successful innovative company can be systematized:

If you need investors, start with the development of a large-scale idea that will allow achieving
the effect of scale in its implementation;

Increase your social skills and abilities, incl. skills for better communication, presentation,
skills for making contacts (networking), marketing through social networks;

Build a business plan and model that is attractive to investors;

Use a demo version of your innovation and test it directly on the market (minimum viable
product) to validate the model;

Build a strong team to get off the critical path and think about the future of the business;
Don't let bad assumptions demotivate you, they are acceptable and even part of the progress
on the implementation of the innovative idea;

Use external contractors (through outsourcing) as part of your business model - this means
outsourcing a certain ancillary activity that is not part of the main activity and business;
Focus on marketing and indirect channels to broadcast your innovations as quickly as possible
and reach the maximum number of potential customers;

Make an effort to define your potential clients in as much detail as possible;

Use various tools and applications for social networks;

Don't limit your potential customers i.e. the analysis of your potential customers must be
continuous;

Consider how it is possible to automate your business from the very beginning;

Explore all licensing and franchising options - these models provide opportunities for scaling;
Choose a business that is open and constantly improving;

Start realizing your ideas: this is sometimes the easiest, but also the most difficult;
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* Build something you believe in;

* Do a competition analysis;

e Use creative active channels for communication and connection with customers;

* Don't plan in detail, action is more important;

* Do your business systematically;

*  Work on building the brand identity of your innovation idea;

» Keep your company efficient and optimal even as it grows;

» Create conditions for building an innovative climate and culture in the organization and teams;
* Trust yourself and your personal intuition;

* Focus on one idea!

Despite the advice, the specific actions depend on the sector, the market, the strategy, the vision, the
team, the market niche, etc. But there are still some general guidelines that can be studied before
building the innovative company and that can be revisited frequently so as not to lose focus.

Although there is no single approach to creating a START-up innovative business, in practice a useful
approach to creating a START-up has been described, which is described in 82 steps. Of course, the
steps are too general and may not be usable in certain situations, but they could still be used as a kind
of checklist and thus be useful for each of the three phases of the creation and development of START-
up the company.
1) Figure out what change you want to make in the world;
2) Start researching your existing industry and competitors;
3) Determine how to create your innovative product or service;
4) Contact potential customers and users for feedback;
5) Come up with a name for your company and product;
6) Start building your brand identity from the very beginning of presenting the innovation idea;
7) Build your company's field of work. This is especially important if you need to raise funding.
8) Create financial estimates and forecasts for at least 3 to 5 years ahead;
9) Determine how much capital is needed to reach positive cash flow by calculating the
investment's breakeven point;
10) Get feedback on your company's field of work from your mentors, advisors, friends and family;
11) Find a co-founder, if necessary, whose skills complement your own and can help you achieve
more;
12) Choose a quality corporate law firm when you are ready to get some legal advice;
13) Create your company by officially registering it according to the requirements of commercial
law; /
14) Consider the trademark of the company and product names;
15) Open a company bank account;
16) Look for financial opportunities to finance start-up projects to take advantage of;
17) Build a prototype of the conceptual core product, or at least a minimum viable product to test in
the market;
18) Hire employees and conclude official employment contracts with them;
19) Create non-disclosure agreements from the start for everyone, both employees and contractors
you work with;
20) Determine the structure and meetings of the board of directors, governing bodies and determine
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the responsibilities of these structures;

21) Assess whether you need external capital to start the START-UP company;

22) Explore the following opportunities: grants, contests for idea projects, business incubators,
venture capital companies, crowdfunding platforms, etc.;

23) Increase the initial capital through the specified means, if necessary;

24) Choose who and how will do the accounting of the company;

25) Create your own logo; 26) Find an office space to work in (if necessary);

26) Buy the necessary software or hardware. Use licensed software or hardware;

27) Contract for high-speed Internet access, which is obviously crucial for a high-tech company;

28) Design labels and packaging as needed.

29) Complete your initial demo / prototype of the innovation product and bring it to market as soon
as possible;

30) Obtain initial feedback from users and customers and use it to refine the innovation product idea;

31) Order your initial stock if needed.

32) Register your domain name;

33) Design your company website;

34) Install appropriate analytical tracking tools such as Google Analytics on your company's website;

35) Add a "shopping cart" option to your website if you choose to do e-commerce;

36) Add a '‘payment' option to your website if you want to accept electronic payments;

37) Optimize your website for search engines by adding content and/or adding a blog and including
links to other websites to link to you;

38) Install a customer relationship management (CRM) system - a tool that can track your customer
base and the interactions you have with your customers and users;

39) Hire your initial staff so you can start your operations;

40) Create your company vision and mission, goals;

41) Announce the product launch through local media;

42) Start selling;

43) Hire a team to fulfill your orders and provide customer service;

44) Start an affiliate program or distributor program that allows you to get other people to sell your
product for you for a percentage of the sale. For this you can use alternative channels or multi-
level marketing;

45) Rent office space for affiliates and/or enter into contracts with appropriate distributors;

46) Set up an ad tracking system so you can track your ads and their results, incl. and product
conversion rates and advertising costs.

47) Try different types of online advertising techniques, incl. and cost-per-click advertising with a
small testing budget;

48) Get and analyze some results for this ad and make a quick change when it doesn't work
effectively in your case;

49) Optimize the ad and the ad message and modify it as needed;

50) Determine the percentage of product realization costs for each channel. You can then combine
these costs to determine the exact cost per customer acquisition of the product for each specific
channel;

51) Calculate the lifetime value of each customer/customer types. Once you know this, you'll know
how much you can spend to acquire a new customer, which is critical to learning how to leverage
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marketing scale for your business.

52) Test social ads and display ads and calculate ROI.

53) Change the scale, form and content of your advertising activity until the marginal cost of
acquiring new customers equals the marginal value of income from this newly acquired
customer;

54) Optimize your advertising to reduce your costs for acquiring new customers;

55) Collect testimonials from customers;

56) Work on building and managing the word-of-mouth communication tool for your product, using
application tools or apps like HootSuite to manage what the media is saying about you, your
product and your brand;

57) Create a YouTube video promoting your product;

58) Attend a trade show relevant to your industry or attend an applied conference related to your
innovation product.

59) Consider wholesaling your product to achieve more sales and initial brand awareness;

60) Create an employee directory.

61) Start reviewing your profit and loss (or income statement) and balance sheet monthly, even
weekly.

62) Consider what are the most important KPIs that allow you to check all matters related to business
performance and check them regularly. Use a business analysis (BI) tool;

63) Compare your initial prediction with the actual results. Make a new budget for the following
periods;

64) Hire your first salesperson/trader;

65) Create a seller compensation plan that allows you to pay someone based on a percentage of sales;

66) Create a company social and health program, as well as consider other social benefits for your
employees.

67) Establish your labor policy, incl. employees' leave;

68) Create an online internal platform or intranet for your company where you can track your
processes;

69) Create and disseminate an appropriate policy for working outside the office;

70) Once you can show that a $1/Euro investment can mean $4/Euro revenue, increase the company's
capital;

71) Build relationships with bloggers from different industries and different people in the media;

72) Look for product reviews;

73) Hire an assistant or office manager to manage your schedule and the daily tasks of the business;

74) Build a product management process to incorporate ongoing customer feedback. Use the
principles of the Lean START-up method;

75) Contact your investors and inform them regularly about the development of the company;

76) Determine how much to increase your capital. A good rule of thumb is to raise at least twice
what you'll need for the next year;

77) Go to the companies you want as a partner and make presentations for them;

78) Make 20 affiliate presentations in 1-2 weeks. You must have a disciplined, rigorous process;

79) Respond to all complaints and complaints that come to you;

80) Close your investment capital;

81) Now is the time to grow.
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C. Designation of speakers

The instructors/coaches of the Deliverable are:

» Nikolay Sterev
Nikolay Sterev is full professor at University of National and World Economy — Sofia. He is Head of

Industrial Business Department and his main interests cover: industrial development, industrial growth,
regenerative economy, Industry 4.0 and Industry 5.0 and others. He has PhD in marketing management
and habilitation in marketing leadership

He is chairman of the (Bulgarian) Association of Professors in Economics and Management of Industry
(APIUI) and chairman of Organization Committee of Industrial Growth Conferences.

Professor Nikolay Sterev has publisher more than 100 publications and has participated in more than
25 international projects. He has been a keynote speaker on different international conferences and has
been appointed as guest lectors in different universities worldwide.

» Diana Kopeva
Diana Kopeva is a full time professor at the University of National and World Economy (UNWE),

Business Faculty. She has a vast experience in leading and managing international projects. Currently
she teaches courses in Entrepreneurship in Agribusiness, Strategic Management, Project Management,
Innovations in Agribusiness. She is expert in development and improvement of materials for distance
learning, online courses and teaching, as well as higher education teaching curricula and training
courses. She participated in development of training modules for adults and participates as a trainer in
different trainings. She is well aware of the European Qualification Framework (EQF) and National
Qualification Framework (NQF). She participated in development of training modules for improving
the competences according the EQF and NQF. As an external key expert and monitoring expert she
participated in elaboration and implementation of a projects related to diversification of activities in
rural areas establishment of Innovation Centers, as well as assessment of their efficiency from the point
of view of beneficiaries and society. She has participated in the development and implementation of a
number of EU funded projects concerning innovation management tools and foresight implementation.
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D. Program preparation

Implementation dates, times, final program are presented in Table 2 and Table 3.

Table 2. Program for training

the Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”

1st Cycle 2nd Cycle
D4.2.1 Bootcamp & Lean Startup - BG
Date Duration coach-instructor Date Duration coach-instructor
(hours) (hours)
THEORY THEORY
16.Jan 2023 4| Prof. Nikolay Sterev/ | 25.March 2023 10| prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
17.Jan 2023 6| Prof. Nikolay Sterev/ |26.March 2023 2 | Prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
18.Jan 2023 2 | Prof. Nikolay Sterev/
Prof. Diana Kopeva
PRACTICE PRACTICE
17.Jan 2023 4| Prof. Nikolay Sterev/ |26.March 2023 8 | Prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
18.Jan 2023 8| Prof. Nikolay Sterev/ |27.March 2023 4| Prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
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Annex 1. Presentations of LEAN Start Up Approach
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A.Description of deliverable 4.2.2

The general objective of the Deliverable 4.2.2 is the organization and implementation of a
Bootcamp in Haskovo during which the Business Model Canvas methodology has been
presented, for the creation of start-ups or the development of a new service or a new product
from existing businesses. During the Bootcamp has been elaborated and submitted a detailed
proposal for the implementation of the Business Model Canvas approach, which has been
adapted to the needs of the reference area. In the implementation of the Deliverable, a
Specialized Executive in innovation issues and an executive specialized in the development
of start-up entrepreneurship has been involved.

B.The subject of the deliverable

The thematic object of the deliverable is Business Model Canvas. A Business Model Canvas
is a visual representation of a business model, highlighting all key strategic factors. In other
words, it is a general, holistic and complete overview of the company's workings, customers,
revenue streams and more. The trainees / participants in a Bootcamp are equipped with a
knowledge about the different level of influence of key factors and will try to find/identify
measures to smooth and/or eliminate those that have negative impact, and strengthen those
that have positive influence on their business idea.

1. Business Model

The term business model refers to a company's plan for making a profit. It identifies the
products or services the business plans to sell, its identified target market, and any anticipated
expenses. Business models are important for both new and established businesses. It is
necessary to distinguish business model from business strategy. Business model refers to the
logic of the firm, the way it operates and how it creates value for its stakeholders. Strategy
refers to the choice of business model through which the firm will compete in the marketplace.

The most basic definition of a business model is that it defines how a company will create, deliver,
and capture value.

Business models distill the potential of a business down to its essence. Companies across
every industry and at all stages of maturity need business models. Some rely on lengthy
processes to build complicated models, while others move quickly to articulate the basics and
take action. Either way, having the discipline to work through this planning tool forces internal
alignment.

For established enterprises, a business model is often a living document that is reviewed and
adapted over the years. For companies launching products and services or entering new
markets, a business model helps ensure that decisions are tied back to the overall business
strategy. And for early-stage startups, a simple one-page business model enables founders to
explore the mechanics of a business and how you anticipate it will be successful.
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Defining and documenting a business model is an essential exercise. Whether one is starting a
new venture/start-up, expanding into a new market, or shifting to go—to-market-strategy, one
can use a business model to capture fundamental assumptions about the opportunity ahead and
tactics to addressing challenges.

Unfortunately, many companies fail to integrate their business model into all aspects of the
organization — from recruiting talent to motivating employees. Part of the issue is
accessibility. That is why forward-thinking companies choose tools that make it possible to
quickly build and share your business model.

The four types of business models widespread in practice are:

¢ Business -To- Business Models (B2B): ...
e Business -To-Consumer Models (B2C): ...
e Subscription Based Models: ...

e On-Demand Business Model

2. Business Model Canvas
2.1. Business Model Canvas (BMC) Definition

The Business Model Canvas is a strategic management tool that lets entrepreneurs to visualize
and to assess their business idea or concept. It’s a one-page document containing nine boxes
that represent different fundamental elements of a business.

The business model canvas beats the traditional business plan that spans across several pages,
by offering a much easier way to understand the different core elements of a business.

The right side of the canvas focuses on the customer or the market (external factors that are
not under your control) while the left side of the canvas focuses on the business (internal
factors that are mostly under your control). In the middle, you get the value propositions that
represent the exchange of value between your business and your customers.

The business model canvas was originally developed by Alex Osterwalder and Yves Pigneur
and introduced in their book Business Model Generation as a visual framework for planning,
developing and testing the business model(s) of an organization.

2.2. Why BMC is needed

The BMC provides a quick overview of the business model and is devoid of the unnecessary
details compared to the traditional business plan. The visual nature of the BMC makes it
easier to refer to and understand by anyone. It’s easier to edit and it can be easily shared with
employees and stakeholders. The business model canvas can be used by large corporations as
well as startups with just a few employees. It clarifies how different aspects of the business
are related to each other.
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2.3. Elements of the Business Model Canvas

There are nine building blocks in the business model canvas and they are:

1. Customer Segments

2. Value Propositions

3. Channels

4. Customer Relationships
5. Revenue Streams

6. Key Resources

7. Key Activities

8. Key Partners

9.

Cost structure

[lustration of the BCM is given on Figure 1.

| BUSINESS MODEL CANVAS

KEY KEY | & VALUE CUSTOMER CUSTOMER
PARTNERS ACTIVITIES PROPOSITIONS RELATIONSHIPS| SEGMENTS
8 KEY 2 CHANNELS l

RESOURCES

6 3

COsT REVENUE STREAMS

Figure 1. Business Model Canvas
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To start preparation of a Business Model Canvas one will need to breakdown and analyze each
of the 9 building blocks.

(a) The first block of the Business Canvas Model is about understanding who is the most
important customer(s) you’re delivering value to. Or, in other words, who are they? What do
they do? And why would they buy your product or service? Not a single company exists
without its clients, making customer segments the best block to start with while drawing out
your business model canvas. It is important to create profile of the company’s buyer
persona(s). Buyer personas are fictional depictions of an ideal or hypothetical client. Typically
when brainstorming a buyer persona you’d want to define certain characteristics (age,
demographic, gender, income, industry, pain points, goals, etc.). However, at this stage we
want a snapshot of the customer segment. There’s no need to jump into great detail just yet.

EXAMPLE:
In the case of Zara, there are three distinct customer segments to whom they offer different
products.

1. Men

2. Women

3. Children
The products created for each of these customer segments (clothing, shoes, and accessories)
are not trans-consumable. That is to say, a woman’s dress is highly unlikely to be worn by a 7-
year-old child.
Once we know exactly who it is we are targeting, it’s time to look at what we as a company
have to offer.

(b) The second block is about figuring out your company’s value propositions, and
importantly, the UVP (unique value proposition). The “what” that makes customers turn to
you, over your competitors? Which of their problems are you best at solving?
Each value proposition consists of a bundle of products or services that fulfil the needs of a
buyer persona from your customer segment. It’s the intersection between what your company
offers, and the reason or impulse customers have for purchasing.
Some popular questions to ask while determining your UVP are:

e Which specific customer pain point are you trying to solve?

e What job are you helping customers get done?

o How does your UVP eliminate customer pain points?

e What products or services do you provide that answer this specific pain point?

EXAMPLE:

Let’s try and apply this to Zara. Why do people choose to purchase from them, over their
competitors?

Zara’s principal value propositions are fairly clear. They offer various ranges of stylish men’s,
women’s, and children’s clothing and accessories at an affordable price.

But there’s more to it than that.

If we dive a little deeper we see Zara’s value propositions are more complex, which are behind
the success of the brand:
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Fast fashion

Zara adds new clothes and designs to its collections every 2-3 weeks, both in its stores and
online. It keeps the brand updated, fresh, and modern while maintaining its all-important
medium price point

Great e-Commerce experience

Once you enter Zara’s online store you’re presented with a clean, easy-to-navigate, and high-
end feel. The customer segments are visible on the left navigation bar with a search tab to
further aid customers with their online experience.

Localized stores

You can find a store in nearly all major retail locations (shopping malls, retail outlets, airports,
etc.) meaning accessibility is not an issue for the majority of consumers.

Flagship stores

Zara demonstrates its aesthetic evolution to customers through its flagship stores. Customers
shop around its vivid, minimalist layout offering them an experience aligned with the brand’s
deeper, eco-friendly values.

(c)The third block is to ask yourself how you are reaching your customers, and through
which channels? This includes both the channels that customers want to communicate with
you as well as how they’ll receive your products or services. Is it going to be a physical
channel? (store, field sales representatives, etc.) Or is it a digital channel? (mobile, web, cloud,
etc.).

EXAMPLE:
Zara has 3 primary channels in which they communicate and deliver products to its customers:

1. Direct sales through their stores
2. Online (both app and website)
3. Social media

Customers can go to a traditional “bricks and mortar” store to browse, model, and purchase
different items of clothing at one of their retail stores. Alternatively, they can shop online or
through their mobile application and have the product delivered straight to their door or
nearest store. The choice is completely up to them.

So that covers Zara’s commercial channels, but what about how they communicate with
customers? While they do communicate through their mobile app, their predominant channel
is social media. What’s more, they’re really, really good at it.

For example Zara invests less than 0.3% of its sales revenue into advertising? This is only
possible due to an A-rated social media presence. Customer queries are not only dealt with
quickly, but recommended re-works are sent back to HQ, forwarded onto in-house designers
who then apply the feedback to future collections. This customer-first approach through fluid
communication channels has saved them thousands of dollars in marketing, strengthened their
brand, and created a loyal customer base. You should only step away from this building block
once you’ve decided how each of your customer segments want to be reached.
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(d) The fourth block is Customers relations. Once the business has acquired customers, it
will need to think about how it can build, nurture, and grow those relationships.

Now, this can be automated and transactional like large eCommerce brands Amazon or
Alibaba. Or, it could be at the complete opposite end of the scale and require a more personal
relationship you’d typically have with a bank or your local bike shop.

EXAMPLE

Zara’s relationship with its customers is threefold, and lies somewhere in the middle of
transactional and personal:

1. Salesperson at store
2. Brand through social media
3. Sentimental attachment to a product

Yes, you have the initial transactional touchpoint at the store or online, something relatively
impersonal and for many the only interaction they’ll have with the brand.

However, customers (especially in the fashion industry) are encouraged to continue to interact
with a brand through social media platforms.

As we mentioned before when discussing channels, Zara has a very effective communication
system in place. Not only can people instantly get in touch with the brand, but also engage
with new posts, images, and collections uploaded to social media.

This personal approach to customer relationship building can, in some cases, lead to the
natural growth of brand ambassadors and communities.

An attachment can also develop between customers and particular garments or accessories
from one of their collections. The sentimental attachment to these products also creates
another potential form of brand loyalty

The fifth block is Revenue Streams.

What are your revenue streams? Is it going to be a transactional, direct sales strategy? Are
you going to consider a freemium model, where you give a portion of your product or service
away for free with the idea of converting later on down the line?

At Zara, it’s extremely simple. They make their money by selling clothes and accessories
either at a store or online
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BUSINESS MODEL CANVAS
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How do you capture value
from your customers?

The sixth block are Key Resources. The key resources are all things you need to have, or the
assets required to create that value for customers. This could be anything from intellectual
property (patents, trademarks, copyrights, etc.) to physical holdings (factories, offices,
delivery vans, etc.) right down to finances (the initial cash flow perhaps needed to start your
brand). Another key resource every company needs to consider is its human capital. Are you
going to need highly specialized software engineers? Or field-based sales teams?

They are relatively capital-heavy resources that need to be factored into your business model.

EXAMPLE
In the case of Zara, they are going to need a number of key resources if they hope to deliver
their propositions:

1. Stock management

2. A large, interconnected network of physical stores

3. A strong brand

4. Logistics and supply chain infrastructure

Stock is vital for both online and offline customers. If they are unable to supply their range of
products and meet customer demands, satisfaction levels fall and they have a serious problem
on their hands.

A large distribution network of brick and mortar stores combined with a strong brand name
help mitigate these factors, as well as reinforce any ongoing marketing activities and
communication efforts.
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Finally, an efficient logistics process within Zara is critical, especially when you consider the
complexities involved with such a large-scale operation.

They will require the necessary technology to analyze data on inventory, storage, materials,
production, and packaging, with the staff to execute each of these stages and manage the
delivery of the final products.

The seventh block is Key Activities. The key activities — the areas you need to be good at to
create value for your customers.

EXAMPLE: UBER

Their key activities can be broken down into:

1. Web and mobile app development

2. Driver recruitment

3. Marketing: customer acquisition

4. Customer service activities: drivers’ ratings, incidents, etc.
They need a fast, clean UX for their customers using the app, drivers to carry out their service,
and the ability to both market the product and deal with any customer queries.

ZARA. Zara’s key activities will differ to those of Uber. Some of the things they need to
consider would be:

1. Design

2. Manufacturing

3. Retail process (point of sale and 3rd party management)

4. Distribution channel / logistics
Design is a key activity as Zara’s value proposition is to provide stylish garments at an
affordable price. Their collections need to be constantly updated to follow the latest fashion
trends at the time. To produce their collections Zara will also require manufacturing
capabilities. Now Zara doesn’t own their own factories (we will get to that in the Key
Partners section) but they still need to be involved in the garment manufacturing process.
Everything from fabric selection to pattern making, to detailing and dyeing affects the
outcome of the final product which of course they have to then go on and sell.

The effective management of the retail and distribution channels (online, offline, shipping,
and communication with providers) is also key. A breakdown in either of these activities, such
as a poor relationship with an important provider will have serious consequences for the
business.

The eight block is Key Partners. This includes partnerships such as joint ventures and non-
equity strategic alliances as well as typical relationships with buyers, suppliers, and
producers. A great example of a strategic partnership would be between ThePowerMBA and
Forbes. In exchange for exposure of our brand to the magazine’s global audience, we provide
expertise and content on high-level business education programs
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EXAMPLE:

ZARA. Most modern business models now require brands to build out and work with various
key partners to fully leverage their business model. As we touched upon when discussing key
activities, Zara requires strategic partnerships with many different providers if they are to
design and produce their collections.

Another key partner is their major holding company, Inditex. Inditex has several subsidiaries
including Massimo Dutti, Pull & Bear, and Oysho. Being a subsidiary of Inditex means they

share a consolidated balance sheet, stakeholders, management and control, and various legal
responsibilities. While as a subsidiary Zara is afforded certain freedoms when it comes to
design, delivery, and the general running of the company, the overall strategy will need to be
aligned with Inditex and its other subsidiaries.

The ninth block is Cost Structure. The final step of the Business Model Canvas is to ask
yourself, how much is it going to cost to run this model? This includes some of the more
obvious needs such as manufacturing costs, physical space, rent, payroll, but also areas such as
marketing activities. If you are unsure of exactly what to include in your cost structure take a
look at a Profit and Loss statement (P&L) from a competitor or company in a similar industry
to yours. You’ll find many items overlap such as research and development (R&D), cost of
goods sold, admin expenses, operating costs, etc. Once that’s done you should prioritize your
key activities and resources and find out if they are fixed or variable costs.

EXAMPLE: ZARA

As Zara is such a large, corporate business they are going to have both fixed costs (rent,
payroll, point of sales personnel) and variables, such as costs associated with the fluctuating
sale of goods, purchase of materials and, manufacturing costs.
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Figure 2. Business Model Canvas - ZARA
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1. EXAMPLE of BMC of NETFLIX

The global media company offers an online streaming service of various movies,
documentaries, and TV programs produced in-house or licensed 3rd-party content. Their
success sparked a revolution in the online media world with the likes of Amazon, Apple,
Disney, HBO, and Hulu all rushing to launch their own online video streaming platforms.
Netflix started life as an online DVD rental company, basically a web version of the more
popular (at least at that time) “bricks and mortar” Blockbuster. Co-founder Reed Hastings
predicted as far back as 1999 that the future of media was in online streaming, saying “postage
rates were going to keep going up and the internet was going to get twice as fast at half the
price every 18 months.” It wouldn’t be until 2007 that Hasting’s prediction would become true

when Netflix, as we now know it, was born.
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NETFLIX - BUSINESS CANVAS MODEL
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'g tﬁz‘efd‘h App store
s Affiliate
Recommendation partners
algorithm

Content library

@ COSsT © REVENUE STREAMS

In-house content production Subscriptions
3rd party licensing
Streaming application (staff,
maintenance, etc,.)

Customer segments

As you probably know, there are very few people out there who haven’t subscribed, watched,
or at least heard of Netflix. There is content for everybody: wildlife documentaries, sci-fi
movies, rom coms, action-thrillers, you name it — it’s there.

That’s why their customer segment can be classified as a “mass market” as the base is just so
diverse.

All people require is a computer, TV, internet, and/or smartphone and they’re good to go. For
most developed markets, that covers just about everybody.

Value Proposition

Whether on the train to work, sitting in the car (if you’re not driving!), or relaxing at home in
front of the TV, you can consume their online, on-demand video streaming service.

They also have a huge library of content for consumers to choose from, ensuring that people
keep coming back, as well as increasing their mass-market appeal.

They also produce high-quality, original content to differentiate themselves from their
competitors.
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Channels

Most people access Netflix either through their website or mobile/TV App. Another popular
channel that you may have picked up on is their affiliate partners.

You’ve perhaps signed up for a mobile, TV, and internet package where the provider offers
Netflix as an extra to sweeten the deal, so to speak.

That would be an example of an affiliate partnership between Netflix and mobile service
providers.

Customer Relationships

I doubt many consumers have had direct contact with Netflix unless it’s to resolve a
subscription issue or general query. It’s very much a self-automated service — you download
the app, select the program you wish to watch, and hit play.

Very simple, very effective.
Revenue Streams

Again, this doesn’t need much embellishment. Netflix generates money from the different tiers
and packages put together in their subscription services.

This varies depending on the region to account for local markets, but on the whole, it’s sold at
a low price point.

Key Resources

Originally, Netflix’s Key Resources would have been their unrivaled DVD collection
combined with a cost-effective mail-order system.

Nowadays it’s undoubtedly the rights to stream online video content. Netflix has brokered
deals with some of the biggest production studios worldwide.

Combined with their huge library of in-house productions, it’s more than enough to
encourage customers to renew their subscriptions.

To help sustain interest in their product, Netflix understands they need to serve-up relevant
content for each sub-sector of their mass audience. Therefore their machine learning
algorithm selects content for consumers based on streaming habits (what they watched, at
what time, etc,.) to personalize the customer experience.

This explains why over 80% of all content streamed on Netflix was cherry-picked by this
algorithm, making it a Key Resource for their business model.
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Also, Netflix accounts for a whopping 12.6% of global bandwidth usage. The literal capacity
to stream their services must be met meaning bandwidth must also be included here.

Key Activities

Content procurement is arguably their biggest Key Activity. They need to find people to
produce and deliver their original content, including actors, studios, writers, etc. as well as
secure the licensing and streaming rights from 3rd party producers such as Sony, Warner
Bros, and Disney.

Finally, they need a fast, easy-to-use application to host their online streaming service. This
needs to be available for both TV and mobile devices if they are to deliver their “on-demand”
value proposition.

Key Partners

Seeing as Netflix’s entire business model is largely based around streaming 3rd party content,
key partnerships need to be built with production studios. No content, no Netflix!

Also, as we touched upon earlier Netflix is one of the largest consumers of bandwidth
worldwide. If the speed and delivery of their streaming service are to be continued then deals
will also need to be made with internet service providers (ISPs).

Cost

Netflix’s biggest expenditures come from both their in-house content procurement and 3rd
party licensing agreements. The high-quality standard of video streamed on Netflix is only
possible due to the speed and performance of its online platform and application, which has
additional costs of staff, software, etc.

2. Case 2: VINTAE

To show you just how flexible the business model canvas can be, I wanted to throw in a
slightly leftfield example. Vintae is a Spanish wine producer who, after a detailed analysis of
the business model canvas, was able to innovate and disrupt one of the world’s most
competitive industries. The wine industry is extremely competitive. It’s also steeped in history
and tradition, making it very challenging for newcomers to grab market share, let alone think
about year-on-year growth and revenue.

However, CEO “Richi” Arambarri looked at the traditional “bodega’ business model and saw
a chink in its armor. A “small” innovation in the business canvas model helped them to
become one of the region’s most important winery groups, with over 10 installations and a
presence across all regional denominations (Rioja, Priorat, Rias Baixas, etc.) with year on year
growth of 30% — practically unheard of in such a competitive industry.

So how did Vintae analyze the business model canvas to find a niche in their market?
To answer that question, we must first look at the traditional winery business model.
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As you can see, the wine industry has historically been patrimonial. Vineyards and estates are
passed down through generations with the winery responsible for all phases of production,
clarification, and distribution. The traditional winery business canvas model suggests you
must be the owner of the winery/vineyard where the wine is “manufactured”, meaning
physical assets are a key resource of the business model.

So, if you wanted to start producing a Rioja, for example, you’d have to set up your vineyard
in the region. This is monumentally expensive as you need to:

e Purchase the land

e Plant a vineyard

e Absorb set-up and installation costs
e Deal with maintenance costs

It’s here where Vintae saw their opportunity.
What if we move vineyard ownership across the business model canvas from key resources to
key partners?

By leasing the equipment and space of large wineries (of which there was plenty), they could
still produce their wine but reduce the cost and exposure associated with land purchase,
crushing equipment, huge storage tanks, vineyard maintenance, and their bottling line.

This enabled them to focus on their sales, marketing, and distribution channels to create a
better brand experience for their customers.

Also, it afforded them more flexibility when creating new wines as they were no longer
confined to the limitations of grapes grown on their vineyard.
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The lightness of this new business model eliminates maintenance overheads, channels energy
into personalizing the customer experience, and allows for unprecedented levels of growth in
one of the world’s most competitive industries.

® KEY © KEY © VALUE © CUSTOMER ® CUSTOMER
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owners with distributors

Retail Personal Brand Home owners

management experience Personal contact
with restaurant

Distribution owners

channels
Personal online
experience

® KEY
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© COST © REVENUE STREAMS
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Production and distribution

C. Designation of speakers

The instructors/coaches of the Deliverable are:

Nikolay Sterev
Diana Kopeva

The instructors/coaches of the Deliverable are:

» Nikolay Sterev

Nikolay Sterev is full professor at University of National and World Economy — Sofia. He is
Head of Industrial Business Department and his main interests cover: industrial development,
industrial growth, regenerative economy, Industry 4.0 and Industry 5.0 and others. He has PhD
in marketing management and habilitation in marketing leadership

He is chairman of the (Bulgarian) Association of Professors in Economics and Management of
Industry (APIUI) and chairman of Organization Committee of Industrial Growth Conferences.
Professor Nikolay Sterev has publisher more than 100 publications and has participated in
more than 25 international projects. He has been a keynote speaker on different international
conferences and has been appointed as guest lectors in different universities worldwide.

» Diana Kopeva
Diana Kopeva is a full time professor at the University of National and World Economy
(UNWE), Business Faculty. She has a vast experience in leading and managing international
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projects. Currently she teaches courses in Entrepreneurship in Agribusiness, Strategic
Management, Project Management, Innovations in Agribusiness. She is expert in development
and improvement of materials for distance learning, online courses and teaching, as well as
higher education teaching curricula and training courses. She participated in development of
training modules for adults and participates as a trainer in different trainings. She is well aware
of the European Qualification Framework (EQF) and National Qualification Framework
(NQF). She participated in development of training modules for improving the competences
according the EQF and NQF. As an external key expert and monitoring expert she participated
in elaboration and implementation of a projects related to diversification of activities in rural
areas establishment of Innovation Centers, as well as assessment of their efficiency from the
point of view of beneficiaries and society. She has participated in the development and
implementation of a number of EU funded projects concerning innovation management tools
and foresight implementation.

D. Program preparation

Table 1. Programme for training

D4.2.2 Bootcamp & Business Model Canvas

1% Cycle 2" Cycle
THEORY THEORY
DATES HOURS| INSTRUCTORS DATES HOURS |INSTRUCTORS
19.Jan 2023 4 prof. Diana 23.Feb 2023 6 prof.
Kopeva /Prof. Diana
Nikolay Kopeva /
Sterev Prof.
Nikolay
Sterev
20.Jan 2023 2 prof. Diana
Kopeva /Prof.
Nikolay
Sterev
PRACTICE PRACTICE
20.Jan 2023 8 prof. Diana 24.Feb 2023 8 prof.
Kopeva /Prof. Diana
Nikolay Kopeva/
Sterev Prof.
Nikolay
Sterev
The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in

the Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020



Interreg H
ceiiga:  DU3HEC MOZEN - ONpegeneHue

2 busHec Mmogenbt € Ha4uHbT, No KOWTO
mll

BCAKaA OpraHusauusa
@ Cb3faBa, pPasnNpoCcTpaHABa W NONy4yaBa,

ETOﬁHOCT, B MKOHOMMWYECKH, CcOoUuManeH M

;‘"""z_ KYATYpPeH KOHTEeKCT
=7
-5
i AT
e Pyt in ook by e xvenpamn g Dt fsor! (R0 mord e P of thaminarminies et i the INTERSES 154 e

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg @ MeTtoq KaHaBa Ha 6usHec

Greece-Bulgaria
oMt mogena (1)
* MeToga Ha KaHaeaTa Ha busHec mogena (BMC) e
Zm_’a LWMPOKO LEHEH M LLUMPOKO NpU3HaT
T e Toite NoAXCAALL KaKTO 3a aHanM3upaHe Ha
@ ceralwHuWa 6v DWsHec Moden npeau aurutTandaTta
] TpaHchopmaluKWa, Taka v 3a ONMCBaHe Ha HaW-
BaKHWTE XapaKkTEepPUCTUKM Ha Dbas W KWaA BM BM3HEC
23 MoOfen, cnel KaTo yCrewHo cTe NpeMmuHanu npes
iada; npoueca Ha gurutanHa TpaHchopmauma
. ' HG,QGEHD Ha MCTUHCRO MNAaTHO, BUME MOMHETE 04
£ o ot LHapucyeaTe” KapTWHa Ha cerawHaTa u ObaewaTa
i - CW KOMMAaHWA, KOeTO BU NpefoCcTass euH AeCHO
pazbupaem nopTpeT Ha sawua BusHec Mmoaen
The Pt is oo-farded by thr = Begio] Dreclos (2R o Netiom ] Fundh of th ; i the \EA e
Interreg W
Greece-Bulgaria KaHaBa Ha BusHec moaena
* KaHaBa Ha 6usHec mogen (Business
Z% Model Canvas) e MHCTPYMEHT 3a
& CTpaTerMyecko naaHupaHe W aHanwus,
1 npeasnoMeH 3a Npbs Nt Npes 20101, oT
2 LBEHWLLAPCKUMAT eKcnepT no BusHec
ﬁ
Mmoaenu AnekcaHabp Octepeangep U
umw& DeNrMicKMAaT cneunanmcTt no

WHOOPMAUMOHHK cucTemun UB MNMuHbOp

T Pt iy ool byt T ol o  (mr o] o Wi ok - a2 e o

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg @ MeToz KaHaBa Ha 613Hec

t_;reece-ﬂulgaria
ot mogena (1)
* MeToga Ha KaHagaTa Ha busnec mogena (BMC) e
Z LIMPOKO LUEHEH W LUMPOKO NPU3HAT
e i o
* ToW e NoAXOOALL KaKTO 38 aHanM3upaHe Ha
0 cerawHwva v BU3HeC Mogen Nnpeau auruTanHaTa
et e TpaHcdopmMauuaA, TAKa M 38 ONUCBaHE Ha Hal-
BaMHWTE XapaKkTepPUCTURM Ha Bbaeluma Bu BU3HeC
= MOOEN, CNEeM KAaTo YCNELWHO CTE NPeMUHANM Npes
== npoueca Ha guruTanaHa TpaHchopmauua
. * MoaoBHO Ha UCTUHCHKO NNATHO, BUE MOMETe Aa
'm?“ifé LHapucysaTe” KapTWHa Ha cerawiHaTa v 6baewaTa
: CW KOMMaHWA, KOETO BM NPegoCTaBaA e4WH NECHO
paszbupaem nopTpeT Ha sawua BusHec moaen
The Pmjent is ex-fmded by the 2 iovur) Develogmant Pl (R0F] avnd Ntz Panch of Shecoamiver porscostivg i ¥ 1A e

interreg H MeToa KaHaBa Ha Bu3sHec

preece-ﬂulgar’ca

S mogena (2)

* HanasaTa Ha OuszHec mogena (BMC) e BwmzyanHo

Z NpeacTasAHe Ha Ha4dvHa, NO KOMTO efHa KOMMaHWA
Bemaas paboTu, 33 Aa Cb3A3Oe CTOMHOCT 338 CBOMTE KAMEHTH

W [la UM A Npegaae

euns | * TOW npegcTaBAa OusHec wpeATa B AcHa Qopma M

i OCHIypABa NorAes 0T PasAW4HKN MefHA TOYKK

* Aro wm3nonzeate BMUC, BMHarM LWWe MOMETE A3
0 cneguTe, KaKkBo BCBHLLHOCT npegcrasnAaea
enuMH BuzHec mopgen

» Toi CblLO NOKa3Ba KOM [AeMHOCTHM He Ca TO/AKOBa
BarKHM W AOpW npe4yat Ha sawarta uen. BMC we Bm
HacTpow no-gobpe KbM HewaTta OT CbLEecTBEHO
3H@4YeHWE M LLLEe BW NOMOTHE Aa M ONTUMKH3MpaTe

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg H MeTtopa, KaHaBa Ha 6uU3Hec

t_;re_ece-ﬂulgar’ca
ot mogaena (3)
* KaHaBsa Ha buzHec moaen e BU3yaneH
Z”‘ . wabnoH ot AeeeT HnoKa (enemeHTa), KOUTO
NnpeacTaBAT Kakbe e BUsHec mogena Ha
& opraHusaymaTa
| * ToBae Bce eagHO BuaHec nnaH, HO Ha egHa
i cTpaHuua
Y o i
== * [lopaaw cBOATa HaMMEeAHOCT M NPOCTOTa ce e
. npeebpHan B mobaneH craHaaprT,
2 o 1w WM3NOMA3BaH OT OrpoMeH BPOo KOMMNaHWK KU

XKOpano ceeTa

e Pooyierd iy oo-fryded by tar B Ty L § e} ok Wt P o B s i T —
. S 3 X

interreg H MeToa KaHaBa Ha 613Hec

pre_ece-ﬂulgar’r,a
S mogena (4)
* Tasu KaHaBa npeacrasa 9-Te OCHOBHM
Z-«"-‘M efemMmeHTa Ha eauvHd 0Owu3dec mogen +
& BaMMHWTE BBIMPOCK, Ha KoUTo TpAabea Aa cu
. OTrOBOpPUTE, 3a na onpenenure
o=, ocobeHOCTUTE Ha Te3W efleMeHTH
.'ﬁ}
* 9-Te KOMMOHEHTA Ha eaunH BusHec moaen,
% o o 0DBbP3aHU C KAKYOBUTE BBLIMNPOCHU, KOWUTO

Tpabea Aa cu 3agagete

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg M

t_:rm:tﬂulgaria

MeTtog KaHaBa Ha 6u3sHec
moaena (5)

KnyosuTe enemeHTH Ha efiHa KomnaHuA
ca npefcTaseHu B aeseT 061acTu, BCAKa
OT KouTo TpabBea Aa 6bae Nonb/aHeHa C
KOHKpeTHa uHbopmauma

Interreg @

MeTtoa KaHaBa Ha 6usHec

Greece-Bulgaria
Co Werking
et mogena (6)
Enouoon "‘f_p Knowosw | - ”
3 NapTHBOPK AeHHOCTH Omowenna
| ivinomas AL Npeanomenne | € KamenT MorpebuTencm
7 28 CTORHOCT 4 cotMenTI
®
T 8 2 1
Knouosn “ Karanu ‘
pecypeu
)
i\t 6 3
s
™ f
90 NATONRL COMMNY
S
oS CTpyKTYDa Ha pasxoamTe \’} MoTouH Ha NpuxoanTe i
a 5

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



lnterreg = 1. Knuentcku/Motpeburencku
Greece-Bulga
oV cermeHTH (Customer Segments)

CnepHuTe BBMOPOCA MOFAT A3 BW MOMOFHAT BBE BalleTo

OnUCcaHKWe:
idl'?:.mul.l.

* 33 HOro Ch3gaBame CToORHOCT?

- J;,_ # KoWca HaW-BaHMHWTE HH KAMEHTHT
7|+ 3anoudeTe ceawuTe NOTpeBMUTENM, (NAAWALIMTE) KAMEHTH
MAK aB0OHATH, 38 KOWTO Ch3JABATE CTORHOCT C TOBA, HOBTO
j#”‘ npegnarate
vt * B 1a3zn obnact TpAbDBa 0@ Mma CAMCHK OT rpynuM noTpebuTenu
'..m% C HOHKPETHM XapakTEQWCTHHEM MK CETMEHTH OT KITMEHTH
v “=1 « BwupeanHwAcaydain, Toea OM DWn COMCBK C NPUODHUTETK
* 33 KOTO Ch3Oaeam CTOMHOCT YpEes TOBa, KOETO Npegnaram?
*  HoW Ca MOWTE HaH-BaMHH KAMEHTH?
The Prmjert ia o by the 2 iecar) Doencim R LROP] ol Nzl P of theccaivios pertiting i F 1A "o

lnterreg B 2. CroiiHOCTHM NpeanoXeHus 3a
Greece-Bulga
ey BalmMTe Kameutu (1)

¥ HbM BCERM EOMH OT KNMEHTCHHMTE CEFMEHTM MPUHIONEHN
CTOWHOCTHO NPELNMHEHME, HOETD & NepderTHD ceobpaseHo C
Z HY#OWTE HE TE3M WENEBS rpyna

*  HAHOW NEUMERK 38 XBREHTEPMCTHEKN HE CTOWHOCTHMTE
o MPesIoHEHHA Ca:

Konko HOE e npogykTta / yonyrata
ManwaneHue

ALBNTHPEHE HEM HENSHHATAE HA KAKEHTE
HamaneHoHaToBapBaHE

Ou3aiit

Mapha f CeCToAHKE

Uena

HamaneHausHa

MHHHMHIHPEHE Ha pHCKE
HanwaHocor

ManonasaemocT

O0OQO o000 Q0000

e Presjict ia ool -t 2 e Fie o i ki o i g T

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg @ 2. CToHOCTHM NpeanoXeHus 3a

t_;reece-ﬂulgaria
Co Wk BalLUUTE KNUeHTH (2)
—HKakBa CTOMHOCT NpeanaraMe Ha CBOUTe
Zw’*m KAWUEHTH?
@ —HKon ca npobnemwute Ha Hawwurte
KAWEHTU, KOWUTO pelliaBame?
a&; —HKaKBK NakeTu OT NPOAYKTU WAW YCAYTH
npegnarame Ha BCEKW HAMEHTCKMU
;:.urmw
if —r— CermeHT?
— KoM KAMEHTCHM HYMAWM nocpeliame?
e omignt s eomded by the 2 iecar) Doencim R LROP] ol Nzl P of theccaivios pertiting i F 1A "o

Interreg 9
preece-ﬂulgar’ca 3. KaHanwu
ks 3 Ta3w obnacT @ W30pOBHW  BCWYKM  BEMHW  HEHEAW 38

ROMYHMHESUMA, HOWTO M3NOA3BATE, 338 03 CE CEBbPHETE C HNHMEHTHUTE
CH
CnegHWTe BBOPOCKM MOFaT 48 BM NOMOTHaT 338 LenTa:

“* HOW HEHENW M3NON3BEM, 33 08 A0CTHMIEM 40 KAMEHTUTE CHU?
e R #* HEK C8 WHTErPUMEEHW HKEHANWTE B AW3aMHE Ha npogykta [/
yonyratar
'j;; #* Kol HaHan & Hal-edeHTHBEH?

“* HOM HBHan & HaW-00CTENEH?
% HoW ca Hal-gobpuTe cpewM [ TOYHK 38 HOHTEKT C MOWTE

e KAWEHTK?
S
PO #+ Hak mora g3 noewWwa WHGOPMMPEHOCTTE OTHOCHCD MOWTE
= MNPoAYHTHE
o & Hak mMora ga MOMOTHE HE HAMEHTWTE CW 48 OUEHAT
- -
_»j_._.'-l-mw NEELIHHEHWETD MK T
» BRI TN : i
& HaH mora 4z ckoblls MOETo CTORHOCTHO NpennoHeHe?
“ Hak mora ga repadHtpam obcnysBaHE Ha HAMEHTWTE Cheg
npoazmbaTa?
T Pt iy imefarcder b p e e '.‘__——'.._ E 1 Vol Ciweze-

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg H

;reece-ﬂulgar’:a

4, B3aMMOOTHOLUEHUA C KNMUEeHTH

Ta3u obnacT, GoHYCOET € BbpXY BMOS HE BRB3KETE, HOATO BMXTE MCHaK
A8 HECHPYKMTE C KAMEHTHTE CM
HAKOW NpUMEPK 38 TOBE Ca:

o [(MHTEH3WEHE) NWYHE MogKpeEna
A o CamoobGonykeaqe
o ABTOMBTHIWpaHe obonykeaHe
(= o OBWwHOCTH
s
s L i Lt Ty o YyacThe

CNegHWTE BLNPOCK C3 NOMEIHK:

7 . o HaHbLETMM B33MMOCTHOWEHWA DUAKES BCEKMW HAWEHTCHW CEMMEHT

== OTMEH?

h =ty 0 HaKBM B33MMOOTHOWEHMA NOLObRHaEM C KAWEHTHTE CH?
L o CbENELE AW BMOE HE B3 3MMOOTHOWEHWETS MK C KNMEHTE C
£22 Naustmid Toves BU3HeC MOOENE MHT

o HakBO MOra 43 H2Npaed 3a 43 nogobps AW pasiumpa
OTHOLWEHWATE C HAMEHTHTE HK?
o HONKO CHBAC & 43 NoA4ObRHEM B3aMMOCTHOWEH UATE C
 KAWEHTMTE (pasrnekaai ki BOEKW KAMEHTCRW CETMEHT
The Proiect i co-fardd by S ¥ g Dy "'ﬁ—'" rova! arvcy of 2 PO i V-4 -
o - £ 3
interreg M 4. B3aMMOOTHOLLEHUA C
Greece-Bulgaria
et HKNHAeHTHuTe (custﬂmer

Relationships)

- — KaKkBK B3aMMOOTHOLLIEHWA OYaKBaT HalLKUTe
T KJIMEHTKU?
— KoM B3aMMOOTHOLLIEHWA BeYe cme
é; YCTAaHOBWAK?
— KaK ce MHTerpuMpar c ocTaHaAUTE YacTu Ha
‘%mgé Hawma BusHec mogen?

— Konko cTpysart?

e Fomiemt iz oo by the 2 it i e YR e i ML e T S Sy I L e v

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg M
Greece-Bulgari 5.MoTouu Ha npuxoau

[ocousa ce popmaTa B KOATO Ce reHepupa
[OXO[ W KaK ce onpeaenar UeHuTe

Z.nm * HAakou npumepu 3a BUL0BE [OXOAM Ca:
o [lpoaa:xbwu

«'E o [podecroHanHu TakoK

Akiiee o lakcw3anon3sade

o lakcwv3auneHcTBO

A o ]
1O o Haemane/OtnaBanenon Haem /
i NnznHr
fro o o JluueHsn
: o 0 bporepcku Takcu
o Peknama
T Proioet iy oot by the 2 = 2 d  dmeor] el '__" o b g it v e .l-\l_h

Interreg H
Greece Bulgari 5. [loToun Ha npuxoaurte

= CebpweTe dopmaTa Ha Loxoda W UeHooDpasyBaHeTo
K/MEHTCKMA CETMEHT

* HAKOW MoAe3IHK BbMNPOCK Ca:
Zﬂ‘:muq <+ 33 HAKBO C3 CHAOHHK 03 NNALWAT KAMEHTHUTE MKM?
~ <+ HONKO NN3LLaT T B MOMEHTa?
2 £ Hak nnawar Te 8 MoMmeHTa?

<+ Haw buxa npegnouenn ga naawar?
< CblUecTBYBAT MW CPaBHMMK NPOOYKTH WAWM  YCOYIM  Ha

2 nasapa?
ials * Harew ca  TeXHWTE MITOUH ML Ha goxoa?

Honkao AoNpHUHaca BCekKM OTAeNeH HM3TOUYHHWK Ha J0X0[4 3a
obWwmTe NMPpHUX0OM Ha HallaTa KOMMAHKWAT

* [Nanw ueHoobpa3yBaHETo & CEbP3aHO C© LENEsa Mpyna ik
Aand, HanpWMmep, 3aBMCH OT KOMWUECTBOTO, BPEMETO Ha
rogWHaTa MAW TERYLWOTO Na3apHo HHBO

T Projget ir wo-famcked by the 2 e arich O} el Wervend P of i T

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg @ 6. KnovoBu pecypcu (Haii-

t_;reed:e-ﬂulgaria

S BaXXHUTe pecypcu)

Kow pecypcu n uHdpacTpykTypa ca By Heobxogummu
3a [Ja MOMKETE @ WU3MbAHABATE CTOMHOCTHUTE CHM

npeanoxeHua
idl'?:.mul.l.

Pecypcute wmorat ga ObpaT: Xopa, Mapku

& | (6panpose), AaHHW, pMHAEHCK, NaTEHTM, Npasa Ha
T | wmHTenexktyanHaTa — cOBCTBEHOCT, MallWHA M
CYPOBUHMU
= CnegHwWTEe BbNPOCK MOTaT a8 EW NOMOTrHaT:

OT KOW KNHYOBM PECYPCW CE HYHOEA 3380

_-'_.‘_.'*TME il * MOWTE CTORHOCTHKW NREESA0HEHWAT
] * MOWTE KEHEMW 38 HOMYHHMHaUWAY
# MOWTE B3GWMOOTHOLWEHWA C KAWEBHTUTE?
* MOWTE NOTOUM Ha NpUXogu?
The Pmjent is ex-fmded by the 2 o) Drrizame L] o Wi Panch of Shecoamiver porsieativg i ¥ 128 e

Interreg H

Greece-Bulgaria
»  MeprwTte, HoMTo TpAGEa 43 BbEEAETETYH, CE ONPELEendT oT
BALUETO CTOMHOCTHO NPELAGHEHME M 0T HaH-BaMHWUTE BK
pecypoH
= [MonesHo e ga rv pasgenwTe B CIedHWTE KaTeropm:
e o [powssogcTeo
o Pa3paborteaHe Ha yonyrata
i o Maatdopmm [ mpesm

HAKOW NoAe3aHK BENpOCH Cal
-y o HKow MERRK TpﬂﬁElE Oa BHEOQPA, 38 A& W3NDAHA KAKMEHTCKATa

o) nonza’?

T o KoM MEpKWA Ca HeoOXOOWMK 38 KaHANMTE Ha HOMYHMKALUMAT
i o HoW MepHM ca HeoBXOAMMM 33 HaHANWTE Ha BUCTpUBYLMA?
280 s comu o KoW MepKW ca HeolXogMMK 38 B3aMMOOTHOLWEHKATE C
&F W HAMEHTHTE?

o Hou MepkH Ca HEDE-KU,D,HMH 33 NoToUMTE Ha I'IFIIH){D,E,H?

Tho Frmjeet iz mosforded by the Surmy iz Dk " ! 0] ! Nt Marmch of . oipting v the INTEREES L0g “Heere

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg W
E::.rfgﬁe?i?ulgaria

WIERQHMTE, KOWTO TpﬂﬁEl-E 3 BbBeeTe TYK, Ce ONpeaenaT o1
BALUETD CTOMHOCTHO NpeankxeHH e W OT HaH-BaHHKUTE BK PeCYRCK

Mofe3Ho & 03 M PA3OENWTE B CAEOHWTE HATETOPMM!
Z = 5 o [poW3soacTeo
vt o PaspaboTteaHe Ha yocayrata
= o Mnatdgopmi / Mpexsin
ek
o rm HAKOM NDAEIHK BBLOPOCK Ca:
. 0 HowmMmeprw TpAOBa 03 BHEAPA, 33 48 M3NbIHA
I KIKMEHTCHATaNoN3a?
12l o  Howmepkw ca HeoBXo4MMM 33 KaHANWMTE Ha
. HOMYHMKELMAT
£, Wi o o HoW MeprM ca HeoBXoaWmMmK 33 HaHaNWTE Ha
*ia IS BONES
: orcTprbyuua?
o HowmMmepHw caHeoDxooMMK 32 B3aMMOOTHOWEHMATE ©
HAMEHTHTE?
o KoWMepHM ca HeoBXOOMMK 33 NOTOLMTE Ha NpMxoam?
e Pazjoct fy oo-furded by the D! ! ! (B e Wit Ramch o th 5 Ry oy
© mwlgame X34~ = o P

interreg @ 8. KnoyoBu napTHbOpM (Haii-

H_;reece-ﬂulgaria

Yt Ba)XKHUTE NapTHbOpPM)

* Toea none e 33 w3bpoABaHe Ha BbHIIHUTE
NapTHEOPM, YAMTO OQEPTH NMPUEMAETE, YMWTO YCIYTH
Z M3MNOA3BaTE M C KouTo paboTuTe 3aeaHo
Wi | e MoTMBaUMATA 33 TE3W MapTHLOPCTEA Moe aa Dbae:
ONTHMMM3ALMA W MKOHOMMYECKE edEeKTHMBHOCT,
w MWHUMM3MPAHE Ha PWMCKOBETE M HECHIYpPHOCTTa,
npugobreaHe Ha onpeaeneH PECYpPCH U AEMHOCTH.

» C.-"IEt[I,HHTE BBMNPOCH MOIMaT Ad 6 NOMOTrHaT.

o . o Kou ca KAHOBMTE MM NapTHLOPW?

vt 0 HoW ca KAHMYOBMTE MW [OCTAaBYMLM?
TR o} 33 HOWM K/YOBWM PECYPCM 33BWMCA OT
i3 NapTHeOPM?

" CBBPH{ETE’ BCEKM OT RIHOHOBMTE CH NMAdpTHBOPHM CbC
CbOTEETHWUTE KNAHHYO0EM ﬂ,EﬁHDCTH

T Pmjent s co-frce by the T N RO}tk Weivesd P of Moerernirtics e e

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg H
Greece-Bulgaria 9. CTpyKTypa Ha pasxogure

o Working

TyH MOMETE 08 BLEEOETE PE3XNOAWTE, HOMTO MMBET HER-roaamo
ENWAHWE Bbpxy BawnA BU3HeC mogen

z s i 3a08MTE CH CNEOHMTE BEMPOCK:

0 HKoW Ca HaW-TonemMWTE pa3xodu B moA BusHec mogen?

o HKOW HAKYOBM PECYPCH Ca ABMIaTeNW Ha pasxoauTer

o HKOW HAKYOBM OEWHOCTH C2 ABUMETENM Ha pasxoguTe?

o [2EaT AK MW MOWTE HAKYOEM OEWHOCTH, PECYPCH M NEPTHRORK

i~ UEHOBD NPESMMCTED NPEeq ApYrUTE GU3HEC MOGENW HE
=7 nasapa?
. 0 HKbM pasxodnnM & cpMeHTHEaH MoAT BUSHEC MW Kb LEHHDCTK
;:%mg_w [CBEMAGHE A0 MUHHMMYM HE pa3x0AUTE E CPaBHEHME ChC
’ s Cb343B3HETO HA BUCOKOKAYECTBEHK ODEQTH; CMECKMLE OT ABETE
B Bb3MOHHE) T
0 HKEHKBW NPESUMCTEE MME 328 HOAWYECTEEHW WM FRYNOBM NOpBUYHKT
0 HKOJKD FOAAM € S8BT HE GUHCUPEHWUTE W NPOMEHIMBUTE
T Frmje is me-famded by the S S| Devclegmant fuved (R0 ol Wb fench of Srermamter propstiog in the INTERNES 14 e

Interreg @

Greece-Bulgaria
Co\Weeking
NMpumep 33 KaHAB3 HA BU3HeC MOAEN 33 BAINEL MOAEAA HA KOMNIHUR CTPOALLA HIAY
Kaonosn ,}p Hrouoss b ﬂowmm. Onwu:exua TampebuTesooe
g 33 CORHOCT Cotmentn
NIPTHLOPH AEANOCTH C RAWEHTH
J 4 SRS R
Z% ey R [ |;-=- Aeby | e | |t e |
o Jawis | | [ opsein [| 055 frman | oo | e | [spscn s
T A T oy (AT
- Knonoem g e AT |
iz -
e pecypcn .
SRy "*’i“»r Yinn p
s . : o
e s A
o Latigm i
-,
CrpyxTypa wa pasxoaute < NOTOUM KA NPUXOAKTE
e | o I e | kg s ][ e[| v ] | e
Pt g Mt 60wt Dt e AAOdeh Latist OF IO GBI, maigedats

e '.D il ,‘_'.._x_ 3 fog . 2 ’ .._‘_.4. - 1 ‘..-. - ..'., - a 1o8 B =
S, 2420 G 203 .

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg M

Greace-Bulgaria
Co-Werkim

* Web-site: coworking-grbg.com

TpeHMpoBLMEH nNarep
Business Model Canvas

Hocbpyoerye Ho npednpueroyermenmo Ypes nedKEEnD HD UHDECTRUEHY Liey
nocpedcmens? Nod-UNKYDOL UOKHHY MENOHLZMU

e Promonng enreprenecrship by supporting promising nnovotive ideas through pre-
b incubaotion mechanizms
i\ H
"
» HudhDoaoyLiame U AMhasrame, SEA0NERL @ RO JEATOHMOYLE, OF B CRMODU T I HE
.":'l m DGR AN CEMNENaD n¢lu LU DA RO CMGS DEllALE BT Ee,u:n:mlrcxu::l craon Humas
'_: b UHEMUMPYILITE i DE2GHUTR o Eaponalicins cons, pumokpemo u A8 suys Selcmerun

DNTT MANKD UASE, MD20T 00 Sedrm thepmon DManInmyy 55 INTOTIIFHSTD, KOATD Mone 4
Pede FONpEREND F5 USPOSMEIUETE CEdepMoWE oF @ hen [Toenes MEuams @ noosomass s
©aomouwms oo neorpmar INTERRES — & A Progromme Greece-Bulpors- 2014-2020

Presentation 2.

interreg @

s v.-ﬁ;'-l?"m TPEHWPOBLYEH NATEP

BUSINESS MODEL CANVAS

PRACTICE

Yt i b e HocbpyoeaHe HO MEEXNPUEMTHECMEDMD YOE3 NORKTENT HT
UHMETMUEHT del Mocpedomao Mod-LHy G oL oKL MEX THUZMU

Premoting entreprensurship by supporting gromEing innovative ideas
.% through pre-incuoton mechoisms

HudopasoyUame U AHERUAME, USASRARE & MEFS ADESeHMOUNS,. OF K5 Camooume U
1 MOOTARST HEDEMETHS DRUYLBAHAMD CMEAoRuUe S5 Enromalcsa ceox
Hume uscmumpgiume o ogeeruma #0 Sapomalicsus Coaos, HUMmo spemo o 80 8 Julys
Delcmens oM MAKaD UM MoZEm 00 Fedom deomMony omeoanpal 30
USTOATECHAMD, XOAMT Mons 8n Feds nonpraosn BE UHDGIMELIIATE, ChHEDRIMLDT
of @ #es. [TpesermELUAmEs @ NoS2emesns © nosoyme A5 npozpons INTERREG — W A
Progmmmme Greece-Bulyornr 2014-7020

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg H

Greece-Bulgaria
e Working

KaHaBa Ha 6usHec mopena
NMpakTHUKa

s TR (DR
o BRI DONES
s g
e Fraje s me-famded by thr e g e Devclegmant fved (2R0) o Wiz fench of Srermamties gt in the INTZRTES 154 e

Interreg E

Greece-Bulgaria
Co-Workas

MpepcTaBsaHe Ha BU3Hec
naenTe oT y4YaCTHULUTE B
TPEeHUPOBBYHMA Narep rno
TemaTa KaHaBa Ha busHec
Mopena

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the

Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Interreg

Greece-Bulgaria
Co-Workesy
v Bceku YY4aCTHWE NpeACcTaBA CBOATA buzHec
wanes EJ'IE,D,EE[IT‘II{H efneMeHTUTe Ha KaHaeaTa Ha
Ew3zHec Mopena:
.%iuui.l
_ = HeobxXogMMWUTE HAWUOEM PECYPCH
L = KnsouoBW fedHOCTH
R i = MoTpebUTEACKW CErMEHTH
= CTOMHOCTHW NMPefiO#eHWA 334 KAMEHTHTE
-
Q‘x = Kananu
Naf : OTHOWEHKMA C KNMEHTHTE
& - = KNwouoBW NApTHLOPK
7 - = MoTouwm Ha NnpuxoguTe

- CTpPYKETYPa HA pasxogWre

Interreg @

Greece-Bulgana

Colerking

— OUNCKYCUA

.,-;:g.
fgg

n. ject iz co-ferec U ELTTa ) oSS ol 1 L__‘r._.- “-1 -'v ‘. s :.( o = Ales S ad "ﬂ“ﬁ S

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



ANNEX 1. Presentations of Business Model Canvas

Interreg ©

Greece-Bulgaria
Co Werking

L O VYOI

KaHaBa Ha busHec moaena

Interreg 4
Greece uigar busHec mogen

Hal-NPOCTO Ka3aHO € HA4YMHDBLT, N0 KOWTOo
fageH 6usHec QYHKUMOHMpA — KaKBu ca
M3TOYHULMTE MY Ha NpUXoawu; KaKBu ca
f@: pasxogute; KOM Ca KAMEHTCKUTe my
CErMeHTH; KaKBa e CTOMHOCTTa, KOATO Aasa

BusHec mogenbT Ha eguH BusHec
mewu
i

P bt Lo il £

.I SORGANT
f{:%w Ha CBOWMTE KNUEeHTH
Pl Prmiectis vt by he e el Seve 00 o Wi s of e maiicn et b e INTERSES 158 "o
N - Loy { 4 . : :

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Greece-Bulgaria
Co-Working

European Regional Development Fund

EUROPEAN UNION

D4.2.3 -Bootcamp & Assumption Validation BG

Project Beneficiary 2

EIDIKOS LOGARIASMOS KONDYLION EREVNAS ARISTOTELIOU
PANEPISTIMIOU THESSALONIKIS

EIAIKOE AOTAPIAZMOE KONAYAION EPEYNAE
APIETOTEAEIOY MANEMIETHMIOY BEEFAAONIKHE

By
IDIMON CONSULTANTS

“The contents of this publication are sole responsibility of Eidikos Logariasmos Kondylion Erevnas Aristoteliou
Panepistimiou Thessalonikis and can in no way be taken to reflect the views of the European Union, the participating
countries, the Managing Authority, and the Joint Secretariat.

= El e

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



Last edited: April 2023
Copyright © 2023, Aristotle University of Thessaloniki. All rights reserved.

No part of this publication may be reproduced, transmitted, transcribed, stored in a retrieval system, or translated into any
language, in any form or by any means, electronic, mechanical, photocopying, recording, or otherwise, without prior written
permission from the Aristotle University of Thessaloniki.

All copyright shall remain the sole and exclusive property of the Aristotle University of Thessaloniki. However, no responsibility
is assumed by the Aristotle University of Thessaloniki for its use, or for any infringements of patents or other rights of third
parties resulting from its use. All other trademarks are the property of their respective owners.

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



A. Description of deliverable 4.2.3

The general objective of Deliverable 4.2.3 is the organization of a Bootcamp n Haskovo during which
Assumption Validation methods will be developed, concerning either start-ups or the development of
a new service or a new product from existing businesses. In the implementation of the bootcamp,
focus was given in the Assumption Validation approach that should be adapted according to the needs
of the reference area. In the implementation of the Deliverable, a Specialized Executive in innovation
issues and an executive specialized in the development of start-up entrepreneurship were involved.

B. The subject of the deliverable

The thematic object of the deliverable is Bootcamp Assumption Validation Methods.

The assumption validation Approach is based on the development of innovative business idea and its
preliminary validation just before the start of making entrepreneurial start-up costs. The leading
concept is innovation and established innovation leadership.

Basically, in management, innovation is defined as "the creation and provision of goods and
services that provide consumers with a certain benefit and are perceived by them as new or
more perfect."

The reasons for the existence of innovations can be divided into the following areas:

— new needs - arise from changes in the external environment: demographic changes, standard
of living, politics, technology and fashion. They lead to the emergence of new needs.

— new solutions - more effective and advanced products are created as a result of the
achievements of the NTP and in the accumulation of new knowledge in technique,
technology, management, marketing, etc.

— a gap in the company's strategic plan - due to the R&D, the profit of the company changes
according to the stage at which the individual product units are located.

Innovative leadership is a complex economic concept, but also a phenomenon that includes in its
composition two difficult-to-measure variables - innovation and leadership. The topic of both
innovation and leadership are wide-ranging, independent of each other and different in characteristics
and principles of action. However, at their point of intersection, they form an extremely strong
management tool, and it is this plane that outlines the two curves (of innovation and leadership) and
their overall impact on start-up companies with high growth potential.

The reason why innovation leadership is an increasingly topical topic is the uncertainty and
increasingly rapidly changing conjuncture (or business environment) in which businesses must draw
and execute their business plans. In such a changing environment, sometimes strategy, long-term
plans and categorical principles are not considered benefits of an organization, but are considered a
manifestation of backwardness and lack of flexibility in its management. That is why innovation and
leadership are sought the new cornerstones of modern business in general, and this is especially
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relevant when we consider start-up companies.

Both concepts cannot be easily evaluated and are not subject to a single classification. At the
intersection of leadership and innovation in the so-called innovation leadership, they represent an
extremely interesting topic for observation, analysis and study. And why not for modeling in the
future. Innovation leadership in start-up companies can be viewed along two main lines:

1. Innovative leadership approach;

2. Leadership to support innovation.

The innovative leadership approach implies the use of new, innovative and non-traditional
management styles, innovative thinking when making decisions, managing tasks and people,
and dealing with problems.

This approach is associated with innovative organizational structures, flexible methods for making
decisions in a dynamic environment (agile methodology, holistic approach, etc.) and the use of
models for working out quick solutions to improve current what the known management and
leadership skills and approaches.

Leadership that supports innovation, in turn, is a skill and application of leadership that favors,
provokes, and seeks innovation from the organization's employees.

Such leadership provides the necessary climate for the proper direction of human potential in the
creation and application of innovations. An important criterion for implementing innovation-oriented
leadership is the creation of a culture of innovation, not the search for specific innovators or
innovative ideas. This type of leadership is seen as a process of consistent activities to stimulate
organizational participants to be innovative and generate ideas.

In both approaches to considering innovation leadership, the application of innovation leadership
qualities is observed, which aim to bring the organization ahead of the competition, applying new
methods and organization of work. And according to this criterion, the terms innovation and
leadership find an intersection, namely - in the indisputable goal of start-up companies not to follow
the environment, the market, trends, but to create them and be among the leading positions.
Looking at the two approaches separately and together, however, it can be concluded that they
mutually complement and overlap. This is due to the fact that the application of leadership that is
aimed at fostering innovation (2nd type) is itself an innovative type of leadership (1st type). And vice
versa - applying an innovative type of leadership, setting an example to search for the new, the leader
himself provokes the employees of the organization to be more open to innovations, be they of an
organizational nature, product, process or marketing.

In both approaches, the leader is an innovator, due to the application of innovative techniques. In the
second type of leadership, however, he also involves the team he works with for the purposes of more
comprehensive and creative innovative solutions, outside the organizational ones. The second
approach can be compared to some types of leadership that use the team's synergetic effect and the
use of its potential by provoking creativity.

In order to make a more complete comparison between the two approaches to innovation leadership,
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it is useful to compare the so-called business thinking of leaders with the innovation thinking of other
leaders. The thinking of most leaders in business organizations is subject to extensive experience in
practice, accumulated knowledge and already played situations. Decision-making, process
organization, product development and overall managerial functions are based on the practice and
experience of leaders. Business thinking is logical, based on statistical calculations, high probabilities,
formulas, proven and tested business models. Deductive and inductive approach to decision making
are favored as tools of business thinking. Very often, the reason for this is the need to justify the
decisions made and the need to apply specific criteria by which the decisions were made.
Despite the logic and consistency of business thinking, it is not always applicable for the purposes of
the innovation development and implementation process. And the cases in which its advantages are
exhausted are the unstable business environment, the unclear and complex tasks before business
organizations, new business challenges without a source from which to draw knowledge and practical
experience. In today's business reality, volatility is characteristic and high dynamism is the only
lasting trend.
For the application of innovative thinking, along with the application of innovative leadership, six
basic skills have been identified by the Center for Innovative Leadership. These are:

e attention to detail;

e customization;

e describing the situation with more tools;

e enrichment of work methods; good teamwork;

e hypothetical analysis and thinking.

Attention to detail gives an additional opportunity to discover currently unnoticed niches and to
realize an innovative business idea. For the purposes of this skill, adeptness in observation and
dispassionate analysis of what is happening should be developed by looking at the details and being
alert for signals of innovation niches. An innovation niche in itself is a hitherto undiscovered potential
of a process, product, marketing performance or organization, which would lead to the improvement
of the activity and to the realization of higher utility and profit. Observation and attention to detail in
the context of innovation thinking should be done through new perspectives, and why not through
several at the same time. Admissions are allowed and encouraged.

Collaboration and co-working are extremely important in innovative thinking and in creating a
company with high growth potential based on specific innovations. Rarely is a given innovation
realized by a single innovator.

Good ideas are most often the result of successful communication, constructive criticism and sharing
of experience between specialists of different types and methods of work. This is due to the reason
that the combination of knowledge, skills and creative work of more specialists multiply the chances
of achieving a better result by successfully combining opinions from different fields and satisfying
more fully the client and market needs.

For the successful application of this skill for innovative thinking, it is necessary to formulate
questions on the part of the participants in cooperation (partnership), to be provided to the other
participants in the team and to be used to enrich the idea/innovation.

A successful START-UP business implies the achievement and/or implementation of a successful
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innovation, the focus of which should be the knowledge of the customer. Most products are not based
on a deep analysis of customer behavior and needs, and this is a major reason for their failure.
Innovating should include an analysis not only of the customer per se, but also what the expectations
are for the interaction of the product with the customer, how the product will affect him and what
changes in customer behavior it will lead to.

The in-depth analysis of the client starts from an analysis of the environment in which he lives, works,
interacts with the surrounding world. It is often assumed that the innovation process is driven by the
innovator's limitations in terms of the organization and the sector in which he works; the market in
which he already sells and knows; resource security; the team's channeled ideas and principles; the
personal and individual preferences of managers and investors; the innovator's own preferences.
With all these limitations on innovation, innovation does not directly serve the customer, but is a
consequence of a complex system for the realization and implementation of innovation, which is not
distinguished by innovation in itself. For the implementation of more successful innovations, their
rapid application and implementation are of crucial importance. That's why when you have a good
idea, you shouldn't waste time on slavish analysis, seeking feedback from potential users or market
research.

The innovative approach implies the rapid development of a prototype and its testing. In very complex
and large projects, only part of the innovation could be tested. Prototyping should not be applied
solely to product innovation. It can also be applied in process and organizational innovation by
modeling situations and their approval through innovation.

Innovation promotion has an impact when it is fully communicated to employees at all levels of the
organization. The innovation Start-up leader must demonstrate fairness in the process of creation and
presentation of ideas, criticize and solve constructively, recognize and reward innovative
performance, develop a working and effective mechanism that guarantees a constant source of ideas.
To achieve the above, it is necessary that there are no organizational obstacles to innovative
presentation and the generation of ideas. Organizational obstacles and fixed company policies are a
counterpoint to the principles of innovative leadership. Therefore, existing procedural barriers, harsh
criticism of new ideas, destructive competition among employees, fear of failure among idea-carrying
employees, and the desire to maintain the status quo should be removed.

Jeffrey Baumgartner defines the innovation leader as a revolutionary with good ideas who finds
the right team to make the innovation happen.

Or one that finds people with ideas and manages to put the ideas into practice and turn them into
innovations. According to management specialist Glen Lopis, an innovation leader is a manager who
knows how to connect the small points of ideas of the different specialists of the team and turn these
differences and ideas into an innovation. According to Lopis, innovation must be a combination of
internally and externally sourced ideas, and it is the innovation leader who brings together and
combines ideas to result in innovation. He himself points out five basic skills that are the basis of
successful innovation leadership: collaboration in discoveries; belief in oneself and the team; sharing
and communication; decisive and courageous search for change; perfectionism.

The consulting company McKinsey summarizes the following good innovation practices of
innovation leaders: defining the type of innovation that is profitable and sought by the
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organization/leader; adding innovation and the status of innovation projects to daily goals and regular
meetings; building an innovation measurement system; targeting innovation.

Innovation researcher Deschamps summarizes that innovations are inspired by good ideas, but
implemented and realized through an innovative culture. According to him, the main skills for an
innovative leader are: feeling for the customer, building a network, rewarding ideas and free time in
which to generate ideas.

Madick and Ziger have identified 8 (eight) success factors for innovations in the start-up company:
. understanding the needs of users;

. achieving cost efficiency;

. increase the time of overtaking the competitors;

. Increasing the initial profit margin;

. increasing the costs of advertising and implementing the product on the market;

. stronger support for the fiche manual;

. active cooperation between the divisions of the company in the development of the new offer.

~N N R W N

Methods for generating and assumption validation of start-up innovative ideas can be grouped into
the following two dimensions:
e intuitive and rational methods.

o intuitive methods (intuitive-creative) - are applied in the so-called creative groups
based on collective or individual creative abilities. The most popular methods included
in this group are: brainstorming method, Delphi method, heuristics, synectics, etc.

* "brainstorming method" - is based on the principles of free association and
creative reasoning of the participants in the creative group. The method is
conducted in the form of an intensive discussion of all participants and a
positive exchange of associations and opinions. The discussion is followed by
an evaluation of the results. For the successful implementation of this method,
a number of conditions must be met: *participants must be from 5 to 15; *the
duration of the session should be from 15 to 30 minutes; *participants must be
equal in the meeting; *criticism of ideas, censorship and rebuke of ideas are
prohibited; *quantity is more important than quality; *the topic was
communicated to the participants immediately before the meeting; *the
assessment takes place in a period of 3 to 5 days after the session.

= synectics - is based on the principle of systematic alienation from the original
problem. Alienation is achieved by using analogies from other areas of life.
For the successful application of the method, several conditions must be met:
*5-7 people participate; *preliminary training of the participants is carried out;
*the duration of the meeting is from 90 to 120 minutes; *mandatory
visualization of the individual steps of the method.

o rational methods (logico-systematic) — based on a systematic analysis of product
characteristics or usage situations. Among this group of methods, the most popular
are: functional analysis, the characteristic inventory method, and morphological
analysis.

= functional analysis — the behavior of users when consuming the product is
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studied. On this basis, opportunities for modification or improvement are
sought. It is most often applied to industrial markets;

* inventory of the characteristics — the characteristics of the product are studied.
The method is based on a search for the characteristics that are desired by the
users and in this way new ideas for product improvement are sought;

* morphological analysis — the main properties of the products are studied.

R. Cooper in his research gives 10 (ten) practical ways to generate and validate innovative start-up:
holding a "pizza-video" party (informal meetings of constructors and designers with users);
providing specialists with free time to prepare their own projects;

holding a brainstorming session with users during a field trip to the enterprise;

studying the attitude towards the company's products and towards that of competitors;
unspoken study of user needs;

AR

use of interactive sessions with the participation of users who give ideas and specialists of the

company who look for the reasonable solution;

routine search for information in industry publications;

visiting trade exhibitions;

9. visit of the sales and technical staff to suppliers' laboratories to study new technological and
production processes;

10. creation of an "idea bank" accessible to the company's specialists.

© N

C. Designation of speakers

The instructors/coaches of the Deliverable are:

» Nikolay Sterev

Nikolay Sterev is full professor at University of National and World Economy — Sofia. He is Head
of Industrial Business Department and his main interests cover: industrial development, industrial
growth, regenerative economy, Industry 4.0 and Industry 5.0 and others. He has PhD in marketing
management and habilitation in marketing leadership

He is chairman of the (Bulgarian) Association of Professors in Economics and Management of
Industry (APIUI) and chairman of Organization Committee of Industrial Growth Conferences.
Professor Nikolay Sterev has publisher more than 100 publications and has participated in more
than 25 international projects. He has been a keynote speaker on different international conferences
and has been appointed as guest lectors in different universities worldwide.

» Diana Kopeva
Diana Kopeva is a full time professor at the University of National and World Economy (UNWE),
Business Faculty. She has a vast experience in leading and managing international projects. Currently
she teaches courses in Entrepreneurship in Agribusiness, Strategic Management, Project
Management, Innovations in Agribusiness. She is expert in development and improvement of
materials for distance learning, online courses and teaching, as well as higher education teaching
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curricula and training courses. She participated in development of training modules for adults and
participates as a trainer in different trainings. She is well aware of the European Qualification
Framework (EQF) and National Qualification Framework (NQF). She participated in development
of training modules for improving the competences according the EQF and NQF. As an external key
expert and monitoring expert she participated in elaboration and implementation of a projects related
to diversification of activities in rural areas establishment of Innovation Centers, as well as assessment
of their efficiency from the point of view of beneficiaries and society. She has participated in the
development and implementation of a number of EU funded projects concerning innovation
management tools and foresight implementation.

D. Program preparation

Implementation dates, times, final program are presented in Table 1.

Table 1. Bootcamp program

st Cycle 2nd Cycle
Date Duration coach-instructor Date Duration coach-instructor
(hours) (hours)
THEORY THEORY
D4.2.3 Bootcamp & Assumption Validation - BG
THEORY THEORY
19.Jan 2023 6 | Prof. Nikolay Sterev/ 27.Feb 2023 6 | Prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
PRACTICE PRACTICE
24.Jan 2023 9 | Prof. Nikolay Sterev/ 28.Feb 2023 9 | Prof. Nikolay Sterev/
Prof. Diana Kopeva Prof. Diana Kopeva
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Annex 1. Presentations of an Assumption Validation Methods
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A. DESCRIPTION OF DELIVERABLE 4.2.4

The general objective of Deliverable 4.2.4 is the organization of a Bootcamp in Haskovo during
which Pitching techniques and approaches were implemented, concerning either start-ups or the
development of a new service or a new product from existing businesses. The Speakers presented
to the trainees the implementation of the techniques and methodology of the Pitching approach,
and how it can be adapted to the needs of the reference area. In the implementation of the
Deliverable, a Specialized Executive in innovation issues and an executive specialized in the
development of start-up entrepreneurship were involved. The Deliverable includes a Pitching
programme, List of Participants, Photo Gallery, Press releases.

B. THE SUBJECT OF THE DELIVERABLE

The thematic object of the deliverable is D4.2.4 Bootcamp & Pitching — BG.

One of the main characteristics of a start-up business idea is its innovativeness and the
accompanying impossibility of being assessed as promising in the early stages of its
implementation.

The reason is that modern investors are usually attracted to these new companies that have reached
a certain stage of their development and have established themselves as distinguished companies
with a risk/profitable profile and possessing development potential. L.e. investors are looking for
business ideas that have lower initial costs, their development is associated with a higher business
risk, but also have a sufficiently high potential for return on investment.

When studying the investment financing of innovative business ideas in the US Silicon Valley,
the financial investment cycle in START-up business ideas was also constructed (Figure 1).

Figure 1 Financing of Start-ups (https://silicon-valley-news.com/page/2/)
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The figure shows several specific financing opportunities for start-up. These financial instruments,
however, are different for the individual phases of growth and development of the business idea.
Regardless of the fact that the practice is initially for newly started business ideas to be financed
by the owners of the idea themselves - the innovators, founders of the business idea, the challenge
of rapid growth is also related to providing sufficient financial resources to support and
additionally to ensure this rapid growth.

Most often, at this first stage, venture capital firms are used as "business angels" or through
factoring in the mediation of flexible financing funds.

* Business angels

Most often, business angels are defined as individuals who invest their own money directly in the
development of new companies. The concept gained popularity in the early 1990s in the USA, but
there are examples of business angels even in the years of the industrial revolution. For example,
Alexander Graham Bell and Henry Ford used private funding to create and develop their
businesses, a practice currently described by the term "business angels".

Currently, business angels are widely recognized in government policies in developed market
economy countries. The reason for this is that business angels support certain promising business
ideas with larger sums than venture capital firms, a process that has been likened to a relay. This
also takes into account the fact that business angels provide the so-called "smart money", i.e. not
only financing, but also consulting through investor advice, ideas, knowledge and personal
business contacts.

* START-up Accelerators

Accelerators are programs for start-up businesses, most often in the technology, web and mobile
sectors. They provide the teams with initial financial means to start developing their business idea,
help from mentors and partners and some of them - a workplace in a business incubator. The initial
monetary investment they make varies from 20 thousand euros to 50 thousand euros.

Some accelerators provide the opportunity for further investments of up to 200 thousand euros
(for example, the two Bulgarian accelerators LunchHub and Eleven). Usually, the programs of
most accelerators have a duration of 3 months.

* Funds for flexible financing

Funds offer financing by factoring future income. To a large extent, these funds depend on the
development of the financial market and free money in an economy. Where this type of financing
is offered, the loans are flexible and determined by the changing needs of the start-up business. In
this way, the necessary financial means for the development of the business idea are available at
any time and throughout the life of the loan, for a partial amount of the loan or at the level of the
loan portfolio, depending on market availability.

At the second stage in the development of start-up innovative business ideas, funding sources are
included such as:

* Venture and private equity funds
These funds invest in companies with the potential to achieve rapid growth and sustainable
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competitive advantage. Venture and private equity funds take an equity stake in the company for
an average period of time (typically 5 years) and work together with management to improve the
competitive market position.

Often Venture Capital Funds and Private Equity Funds are confused. Regardless of the fact that
there is a great similarity between the Venture Capital Funds (VC) and the Private Equity Funds
(PE), there is a significant difference between them arising from the way they operate and interact
with the START-UP the bearers of business ideas:

o VC invests in start-up new companies (START-ups), while PE invests in already
established companies that have been on the market for several years and have stable
revenues;

o VC makes a large number of venture investments in a smaller amount than that of PE
(respectively above 1 million euros but below 10 million euros) and it is clearly expected
that not all companies will become successful, i.e. there will also be lost invested funds.
PE makes few in number, secure investments of much larger size (typically for developed
economies over 100 million euros).

o VC aims to invest in companies that will grow rapidly in the next few years, PE invests in
companies with already established and tested models, where growth in a short period of
time is not so important. o A VC is focused on investments in the technology and
biotechnology industries, while a PE invests in companies from all industries;

o Both types of investors (VC and PE) are interested in private companies, not public
companies, i.e. invest in businesses that are not traded on the stock exchange. One of the
basic rules for financing such kind of companies is that financial means (capital) can be
secured, regardless of the total volume of the required investment expenditure. The key
issue here is to prove to investors that this is the company and this is the innovative
business idea that has a huge potential for growth, which of course can be reached in a
relatively short time.

* Business partnerships

START-UP business ideas usually need to establish a partnership with other companies to help
their business development. But in order to become attractive for investment by other business
companies, start-up companies must translate to partners their internal capabilities such as:
management style or product positioning in the market. By finding a suitable partnership, a
START-UP business has a greater chance of becoming a successful company.

* Venture investors acquiring capital (co-founders)

Co-founders are people involved in the financing process at a later stage of the idea's launch,
unlike business angels who support the business idea from its very beginning. Anyone can be a
co-founder, even existing companies can be such, but most often the group of venture investors
includes: entrepreneurs, engineers, venture capital companies, web developers, web designers and
others who are involved in the formation of a new, often high-tech enterprise.

In fact, in practice there is no official definition of what makes a person a co-founder. The right to
be called a co-founder can only be established by a business, commercial agreement with any or
all of the co-founders, or by permission from the board of directors, investors and shareholders of
the start-up company. If there is no such decision, disputes may arise as to who was the co-founder,
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especially if the business idea is successful.

One example of such a dispute is a lawsuit against Elon Musk by the co-founder of Tesla Motors.
Martin Eberhard argued that Musk did not have the right to identify himself as a co-founder
because Eberhard contributed much of the capital and played a key role in saving the company
from bankruptcy.

How to Start-up to be financed? It needs to prepare a pitch speech or presentation!
Basically, Pitch is defined as: a presentation of a business idea to potential investors for the
purpose of raising startup cash, and other resources.

So, to understand pitching as a process in the Start-up life cycle, we need to understand that Pitch
is:
e communication effort of the idea owner that present the most valuable points of the
business idea.
e a business proposition to potential investors or co-founders in order to secure funds for
start-up;
e presentation of products and services to potential customers to elicit sales before the start.

Some different pitching speech are found:

e The Twitter Pitch: expects the presenter to summarize the whole business idea in one
catchy, logical and punchy sentence. It is most common used when you meet people at
events and they have never heard about your ideas and business.

e The Elevator Pitch: expects the presenter to give a short description the business idea or
business model within couple of minutes, usually 15 to 30 seconds that it takes to rise an
elevator. Usually, it is used when you meet CEOs, Business Angels and VCs at the
elevator or by rare chance and you which to share your ideas and models.

e The Competition Pitch: expects the startup founders to compete for grants, awards and
investors’ attention within 3 to 15 minutes using a media deck to explain their start-ups
based on given presentation formats. Often it is used when you are invited to share your
ideas and models before panelists, CEOs, Business Angels and VCs at formal business
competition.

There were found some basic rules of a Pitch that rise the pitching success rate:
1. Nice appearance and look
2. Be confident and manage your nerves!
3. Respect Your Audience's Time - Few slides and Few minutes
4. Be audible
5. Make the pitch personal and passionate
6. Be Honest in your models and assumptions
7. Keep the presentations simple using pitch deck, a PowerPoint presentation or a BMC chart.
8. Know the financials — FC, VC, TC, PBP, Income, Expenses, Profit, ROI, ROS, BEU
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Preparation of the Pitching speech must follow the next 17 steps:

1. Keep your startup pitch simple

Start out with a brief explanation of your business idea that immediately conveys your vision and
purpose. Explain the problem that your startup is attempting to solve and why your business offers
the solution. Outline how your business plans to generate revenue. Above all, avoid getting bogged
down in details that distract from your message.

2. Manage the timing of your startup pitch

Optimizing the time you’re given to present your business pitch is critical. Little else frustrates
investors more than a pitch that goes too long; at the same time, you don’t want to waste the time
you have by running short. Whether you set the time-frame for your pitch or your prospective
investor does, stay within the time allotted and pace your presentation so that you aren’t stuck
rushing at the end.

Additionally,

e Optimize your timing during the actual pitch so that you don’t run over, or worse, flounder
and run out of things to say in the opening minutes.

e Remember slides are a tool for you to use, but shouldn’t be a crutch. In other words, never
read directly from the slide and don’t spend more than three minutes on any one slide.

e Move at a steady pace without rushing. You want to engage with your audience without
overburdening them with facts or leaving them with too much time to think about anything
other than your presentation. If your audience is daydreaming, it is a good sign that you are
going too slowly.

o Leave time for questions. A great pitch recognizes that a conversation is needed if a person
is going to invest in your startup. After all, just as you excitedly talk about your startup to
anyone who will listen, so too do you want your future investors to feel that excitement.

3. Tell your start-up story

It’s easy to get bogged down in facts, figures, and spreadsheets when making a pitch, but this
information will almost always fail to capture your investors’ attention. Rather than approaching
the opportunity as a sales pitch, use the occasion to tell your investors the story behind your
business.

Telling a story is as simple as:

o Being expressive and animated while still maintaining a level of professionalism.

o Reading the room. Know when to tell a joke and when to take things down a more serious
path. Either direction can lead you to the same destination, but only one will resonate with
your audience.

e Subtly integrating data as the support structures for your startup’s story.

e Creating something that is memorable and uniquely singular to your startup.

4. Stay focused
In telling your story, however, don’t lose sight of the focus of your pitch. Respecting your investors’
valuable time should always be in the front of your mind. When developing your pitch, make sure
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that its core elements are clearly developed and emphasized to avoid getting lost in irrelevant
tangents.

5. Convey the unique value of your startup’s product or service

One key component of winning investors is showing them why your product or service is different
from anything else available on the market. It’s not enough that your startup can solve a problem;
it needs to be able to solve a specific problem in a way that no other business can match, and you
need to be able to demonstrate that in your pitch. Highlighting any patents or licenses that your
product has or any significant purchase orders or distribution deals can help support your claims.

6. Let potential investors experience your product first-hand

Another effective way to show investors the distinctive features of your product is to let them see
it and experience it first-hand. Pictures or screenshots of your product can help make it more
tangible for investors, but if possible, letting your audience actually handle the product or try out a
live demo can increase your impact.

7. Be clear on who your target audience is and why

As much as investors want to know what your product is, they also need to understand who will be
using your product. Using information about your target market to paint a picture of your ideal
customer will help convince investors that there’s enough of a demand for your startup’s product
to justify their involvement.

Whether your startup focuses on a service or a product, one thing is certain, if you want to make
money then you need to have a target audience. Use demographic data and psychographic features
to pinpoint your target audience. Explain why these individuals are your target audience. Use
relevant data points to back up your claims and show the profitability of targeting the specific

group.

8. Know your numbers

In telling your startup’s story, you will still need to speak to the key figures that investors are
interested in: how much money your startup needs to raise, what your current overhead is, the point
you need to reach to be profitable, and what your timetable for achieving profitability is. While
including too many numbers in your pitch can take away from your focus, making sure that your
presentation includes a few critical figures will allow you to demonstrate that you are prepared and
understand what’s relevant for your business and its industry.

9. Be prepared to support any claims

Always keep in mind that any assertions you make in your presentation-regarding your target
customers, financial projections, marketing strategy, or anything else—need to have adequate
support. Being unable to intelligently back up any claims you make will undermine your attempts
to convince investors that you understand your business and that you’ll be able to provide them
with a return on their investment.

10. Be passionate and enthusiastic about your startup opportunity
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Ultimately, it doesn’t matter how well-crafted and professional your pitch is: if you aren’t
passionate and enthusiastic about your business, your investors won’t be either. Get out of your
comfort zone and look to increase your natural energy level while presenting. This doesn’t mean
that you should fake enthusiasm, but letting your passion for your startup shine will help convince
investors that you’ll have the drive to overcome any setbacks that your business faces.

11. Make sure you have a strong close

Remember to keep the end in mind as you are telling your startup’s story. The conclusion of your
startup pitch should contain a brief, clear summary of your argument as to why investors should
put their money in your startup. Again, as you work on your pitch’s pacing, be certain not to get
stuck rushing through the end so that you don’t lose this key opportunity to bring all the elements
of your pitch together.

12. Present a solid startup pitch presentation

Your startup’s pitch presentation will act as a visual reference during your speech, helping you
highlight key points that you want your prospective investors to pay close attention to.
Incorporating graphics such as charts and graphs can help you present complex data in a simple
and engaging manner.

Creating a startup pitch presentation can be made easier when you implement the following tactics:

e Follow the 10 / 20 / 30 rule. Your pitch deck should be no more than 10 slides long, it
shouldn’t take longer than 20 minutes (or the prescribed time allowed for the pitch), and it
should be typed in at least 30-point font.

o Start with an elevator pitch slide that boils your startup and its vision down to one or two
sentences.

e Include a demo to engage with potential investors.

o Talk about market opportunity. Focus on the general market opportunity, the specifics of
the target market, and your ideal customer.

o Talk about how your startup does (or will) make money. Potential investors are numbers
people; they want to see concrete proof that your startup has the potential to generate a
positive ROL

o Include graphical elements that condense your data into digestible and eye-catching charts,
graphics, or photos.

13. Understand how to market your startup’s social value

Many startups today have an important social cause at their core, and the power of giving back can
be a powerful impetus for investors. However, while promoting social good is important in 2019,
take care in how you present your startup’s social mission to investors. Tying your business too
closely to a divisive social cause has the potential to alienate certain investors.

14. Build a strong support team

Particularly if your startup has not yet had time to establish a clear successful track record, the
strength of the experience and background of your startup’s employees is a key part of convincing
investors that you’ll be able to carry out your business plan—especially if your team has prior
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experience working together on past successful projects. Highlight the successes of your support
team and how their individual track records will help bolster your business’ own success.

15. Dress professionally

It may not be completely fair, but how you present yourself will influence how investors perceive
your startup. The most polished presentation can be undermined by a sloppy, ill-fitting suit. A
relatively small investment made in a new suit can go a long way to establishing your credibility in
front of investors and helping you secure the capital your startup needs.

16. Practice, practice, practice

No matter how well you think you know your business, practicing your presentation and getting
feedback from those you trust is an important step in ensuring your pitch is as convincing as it can
be. Your goal should be to commit your pitch (including any key figures) to memory so that you
can maintain a connection with your listeners rather than needing to constantly reference note cards.
Be certain to have peers and colleagues ask questions as you practice; you may find that you’ve
failed to address a key concern that investors are likely to have.

17. Hire a professional to help you refine your startup pitch and presentation

You may be an expert in your particular business area, but that doesn’t mean that you’ll naturally
know how best to pitch your startup to investors. While you certainly need to create the core
business idea yourself, hiring a professional to fine-tune your pitch can help you better convey your
business to others. For example, a good graphic designer can help you make your pitch deck more
organized and visually engaging, helping you communicate more effectively with your prospective
investors, and a professional speech coach can help you deliver an award-winning (or
funding) performance.

C. DESIGNATION OF SPEAKERS

The instructors/coaches of the Deliverable are:

» Nikolay Sterev
Nikolay Sterev is full professor at University of National and World Economy — Sofia. He is Head

of Industrial Business Department and his main interests cover: industrial development, industrial
growth, regenerative economy, Industry 4.0 and Industry 5.0 and others. He has PhD in marketing
management and habilitation in marketing leadership

He is chairman of the (Bulgarian) Association of Professors in Economics and Management of
Industry (APIUI) and chairman of Organization Committee of Industrial Growth Conferences.
Professor Nikolay Sterev has publisher more than 100 publications and has participated in more
than 25 international projects. He has been a keynote speaker on different international conferences
and has been appointed as guest lectors in different universities worldwide.
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» Diana Kopeva

Diana Kopeva is a full time professor at the University of National and World Economy (UNWE),
Business Faculty. She has a vast experience in leading and managing international projects.
Currently she teaches courses in Entrepreneurship in Agribusiness, Strategic Management, Project
Management, Innovations in Agribusiness. She is expert in development and improvement of
materials for distance learning, online courses and teaching, as well as higher education teaching
curricula and training courses. She participated in development of training modules for adults and
participates as a trainer in different trainings. She is well aware of the European Qualification
Framework (EQF) and National Qualification Framework (NQF). She participated in development
of training modules for improving the competences according the EQF and NQF. As an external
key expert and monitoring expert she participated in elaboration and implementation of a projects
related to diversification of activities in rural areas establishment of Innovation Centers, as well as
assessment of their efficiency from the point of view of beneficiaries and society. She has
participated in the development and implementation of a number of EU funded projects concerning
innovation management tools and foresight implementation.

D. PROGRAM PREPARATION
Implementation dates, times, final program are presented in Table 1.

Table 1. Bootcamp program

1st Cycle | 2nd Cycle
D4.2.4 Bootcané[();& Pitching -
Date Duration [coach-instructor Date Duration (hours) [coach-
(hours) instructor
THEORY THEORY
23.Jan 2023 6 Prof. Nikolay 27.March 2023 6 prof. Diana
Sterev/Prof. Kopeva / Prof.
Diana Kopeva Nikolay Sterev
PRACTICE PRACTICE
23.Jan 2023 6 Prof. Nikolay 28.March 2023 8 prof. Diana
Sterev/Prof. Kopeva / Prof.
Diana Kopeva Nikolay Sterev
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* [pynosoTo PpuHaHcupare /Crowdfunding/

i rr— * [pynosoTo dunaHcupane /Crowdfunding/ e HalupaHe Ha cpeacTea 3a BU3HEC OT roaam
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.-'_-'.- mm HO 3KO NA3HDT BH Ce NPpoBank, COMKHOBEHO HEe {Te 334IKeHH 43 U3NNaLaTe CpeacTearacu
o ] [k 3a rpynoso puHaHcupane. Bcakannatpopma 3a rpynoBc PUHEHCHPAHE @ pas/iidHa, Takade
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| e
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S e s ey KaTO CTOKM WK YCAYTK.
INDIEGOGO
~0,
SN * KonektusHo duHaHCUpaHe upes AapeHus gofundme
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* A0CTbN A0 HECT3BHMHECTEC MAKW YNP3BNEHCKK YMEHUA OT BuU3Hec aHrenm
* Ges W3NNalligHE Wi TUXES

The Project is co-funded by the European Regional Development Fund (ERDF) and by national funds of the countries participating in the
Cooperation Programme Interreg V-A “Greece-Bulgaria 2014-2020”



interreg &

Greece-Bulgaria

Co'Working

[peacTaBaHe Ha TEXHOIOTUYHUTE
MHOBaLMK

* 4 cTbNKM Ha NpeAcTaBAHE Ha UAeATa 3a CTapTbn

* 1. MpeacTaseTe BaleTo CTapTupaHe: NOAroTEBETE NPeACcTasAHEeTo U
3a cTapTupaHe

* 2. MpeacTaseTe CBOA CTAPTbN: 3aN0zHaMUTe Ce C UHBECTUTOPH

* 3. [lpeactasere cBOA CTapTobn:
cTapTupaHe

Pazkamete cBOATa ncTopua  3a

* 4. MNpepcTasete ceoAa Startup: OTroBopeTe Ha OCHOBHUTE BbNPOCH

* 5. [llpepcrasete c80A CcTapTobn:
uusecTutopu u VC

Mpeactasete npes  aHrencku
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[lpencraBAHe HA TEXHOJ/IOTUYHUTE
MHOBaLIUU

* 17 ctonKku 3a npepcTaBaHe Ha uaedra

* 1. Hexa NpegCcTaERHETO EM NP CTIPTUPEHE € NPOCTo

« 33no4HETe C KPaTKO OORCHERYE H3 BaWAT3 OWSHEC WAER, KOSTO BEAHATA NPEA3E3 BIWATS BUSHR ¥ u.e.n
OfBAckeTe NpoSnema, KOHTO B3WMAT CTApTON C& ORWMTE2 A3 PEWW K 33WO BaWWAT Guswec npe
PEWSHIETO. OHEPTIATE KIK S3WHAT SUIHEC NS UD3 A3 TEHEpHDa npcwépe Npea# ECHEKO usﬁa'samm
C2 33THEATE & NOAPODHOCTY, KOWTO OTERWHAT EHWMARKETO OT B3WETO Wekes.

* 2. YNp3enAE3ATE EPEMETO HE E3WETO NPEACTIEAHE

« ONTHMKIUDINTE BDEMETO C, TEKS Y& 43 HE (S 3aNTHETE ¥ 43 BN CEDPILAT HEWSTS 33 KIZBIHS B HI4ENHNTS
MY TH.

« He :afpasRiTe, 4e CRAIAOEETE C3 MHCTDYMEHT, KOWTO MOMETE A3 WINON3EaTe, #O He TpROE3 4a Gwaar
NATEPHUA. C APYTH AYMM, HUKOT3 HEMETETE AKPEKTHO OT CI3RAS H He PPEKAPE3ITE NOBENE OT TPH MM HYTH
=3 BCEKM S4us CRana.

« [OSwRETE (2 C PIEHOMEDHD Temno, Bez 43 op3aTe. MCKAETE 43 08 3HTIHMPITE C By ANTOPHRATE Cr, Bez aa m
HATOE3PEATE NPSKENEHO C GaKTH WA 43 WM OCTAERTE TEDDAE MHOTO EDEME A3 MM CART 33 HE LD DAZANYHD
OT 23W3T3 NPESHTLUA.

« OC7zEeTe SpeMe 33 Bnpock. CTPEXOTHOTO NPEACTIERHE NPUIHIES, Y& © HeobNoduM DIZTOS0D, 3KO H40EEK
WE WHBECTHPS BDE 23WKR CTEPTON. B KP3R H3 KDAAWATA, TOHKO KAKTO PIIZDAHYEIHO TOSOPKTE 33 B3WHA
CT3PTHN K3 ECEKY, KOWTO JMERZE 43 B4 WICHYW3, T3K3 #CKaTE ODASWKTE 54 MHESCTHTOPK 43 NO4YECTEAT
TOBZ ERAREHKE.
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