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SESSION PLAN TEMPLATE

	Module Title
	Do module 

	Title of Session
	Marketing and communication – value proposition

	Length of Session
	2 hours 15 minutes

	Aim of Session
	Understanding what the added value is of the product / service 

	Learning Outcomes
	· Have developed their concept further 
· Have basic knowledge of marketing, communication, financial plan and sales 
· Are able to use this knowledge for their pop-up  


	EntreComp Competences Gained
	Spotting opportunities, financial and economic literacy

	Employability Skills Gained
	Commercial awareness

	Delivery: Online; Offline
	Offline and online

	Number of Activities (duration)
	Activities
1) Small brainstorm in group
2) Competition analysis


	Evaluation Activities
	Talk with youngsters about what they have learned. 



	1) Activity 1: Small brainstorm in group 

	Duration: 15 minutes 

	Resources: Manual SheDidit, chapter 9


	Facilitator/Learner Guidance: 
Try to encourage youngsters to use insights developed in previous phases. 
If necessary, start this session with a small theoretical explanation (based on the manual #SheDidit for example)

	Details of Activity: 
There are various ways to distinguish yourself from the competition. (see manual She Did it) 

Small brainstorm in group: 
· What is your product or service? 
· What needs of the target audience does it address? 
· What is your “value”? 
· Why will the target group buy your product and not that of the competition? 




	Activity 2: Competition analysis

	Duration: 2 hours 

	Resources:  
See template competition analysis: see link
Based on #Shedidit and programme Jong Ondernemen. 


	Facilitator/Learner Guidance: 
Try to facilitate the desk research if necessary.  

	1) Youngsters look for their direct competitors (businesses that offer a similar product or services) using desk research. They try to identify the three most important direct competitors. 
2) The youngsters research the competition (mystery shopping, visit website or store, etc). The youngsters fill out the competition analysis template. They score each company for the following criteria: location, price, service, quality of product and product range. 
3) Youngsters fill out the template for their own pop-up (based on the information that is already available). What are the strengths of the competition? And the weaknesses? What are the main differences between the pop-up and the competition? 
Try to formulate how you will distinguish yourselves from the competition and try to synthesise that in a USP (=unique selling point).
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