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SESSION PLAN
	Module Title
	Doing

	Title of Session
	Revenue model 

	Length of Session
	2.5 hours  

	Aim of Session
	To get young people to think about what revenue models there are and to choose a revenue model for their pop-up

	Learning Outcomes
	At the end of this module: 
· Young people have further developed their concept 
· Young people have a basic understanding of marketing, communication, financial plans and sales 
· Young people can apply this knowledge to their pop-up 


	EntreComp Competences Gained
	Mobilising resources, financial and economic literacy 

	Employability Skills Gained
	Communication, commercial awareness 

	Delivery: Online; Offline
	Online & Offline

	Number of Activities (duration)
	2 activities 

	Evaluation Activities
	Discuss with the young people what they thought of the activity 



	Activity 1: What revenue models are there? 

	Duration: 30 minutes 

	Sources:
There is a PPT that can be used: [only in Dutch]
Based on the Jong Ondernemen programme. See also advice for Jong Ondernemen teachers / coaches: link
More information about all revenue models and examples on the Liantis blog (https://blog.liantis.be/nl/zelfstandig-worden/verdienmodel-kiezen-voor-mijn-zaak) [in Dutch]
Revenue models video: https://www.youtube.com/watch?v=pLjAp0E96i8&feature=youtu.be

	Facilitator/Learner Guidance: Ideally, the teacher will be able to support the PowerPoint with examples from the young people’s experience or the school environment. 
It would also be instructive for an entrepreneur from the local area to tell the young people at the start of the session how he/she developed his/her revenue model, for example.  The young people can then answer the questions as a group and ask the entrepreneur for advice if they are uncertain. Another option is for the school to record videos of entrepreneurs in the area relating to various topics covered during the SYU programme and make these available to the students for inspiration.

	Details:  
The different phases of this activity are as follows:
1. The young people are shown a short video in which various revenue models are presented by means of testimonials from entrepreneurs. 
2. The young people list which revenue models were discussed: price per product, price per service, hourly rate, price per job and subscription. In addition to the revenue models discussed in the video, several other revenue models are discussed. For example, a given service can be offered free of charge to the target group, but if there is advertising (YouTube is an obvious example), they pay for a more extensive version (the freemium model) or they pay for support. The young people are asked whether they know of any examples of these revenue models and whether they know of any other revenue models. 
3. Desk research: the young people have previously identified their three main competitors. What revenue models are used by their competition?  



	Activity 2: Choosing a revenue model + pitch 

	Duration: 2 hours 

	Sources:
There is a PP that can be used: link
Based on the Jong Ondernemen programme. 

	Facilitator/Learner Guidance: For this activity, the young people can refer back to what they learned during the pitch module.  

	Details:  
The different phases of this activity are as follows:
1. The young people choose a revenue model. They present arguments for their choice of revenue model in a pitch lasting a maximum of 2 minutes. They choose how to do the presentation. 
2. The young people present their revenue models to each other. Half of the group are ‘supporters’ who defend the revenue model. The other half of the group are ‘critics’ who ask as many critical questions as possible.  
3. The young people may change their revenue model based on the feedback from the other groups. 
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