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Lean for Small Business Training
	
	Objectives
	Learned Techniques

	Class 1

Business Models, Customer Development
	
Participants are introduced to the program and are provided an overview orientation.     
	· Participants receive a Business Model Canvas overview as it pertains to their individual industries
· Participants learn the benefits of engaging with customers and suppliers for direct feedback   
· Participants makes elevator pitches which will be re-defined over the 9 week session

	Class 2

Value Proposition
	
Participants will identify the value of their products/services and gain new perspectives on 
presenting their business to clientele.
	· Specifying the reasons why and how potential customers, new customers and existing customers want to have a relationship with the business owner will be clarified.   
· SWOT analysis of direct and indirect competitors is completed. Identify SWOT improvements to implement and staying competitive is determined.  

	Class 3

Customer Segments
	
Participants will indicate key business relationships and recognize different customer segments to improve clientele base. 
	· Participants will learn of emerging markets and customer buying habits. 
· Building a scorecard is taught to improve performance measurements and management.  
· Review of individual marketing strategies and new effective techniques will be demonstrated.  

	Class 4

Distribution Channels & Customer Relationships
                (Get/Keep/Grow)
	
Participants focus on reaction management: how to generate stronger customer relationships by responding to what they need now and will want in the near future.   
	· Participants will outline their current strategic position and focus on solving specific barriers to the future growth of their companies. 
· Participants will anonymously review 2 classmates websites for peer review/feedback   

	Class 5

Revenue Streams
	
Participants will explore new ways to generate revenue and increase profit margins.

	· Every person will make an individual sales pitch to each classmate and receive constructive critique to help improve their elevator pitch.    
· Participants will prepare their own Business Model Canvas and review sales pitch feedback. 
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	Objectives
	Learned Techniques

	Class 6 

Partners & Resources, Activities and Costs
	
Participants will have completed their Business Model Canvas and 25+ client interviews.
	· Participants will demonstrate and explain what they have learned by completing a Business Model Canvas as it relates to their business, marketing and financial plan. 
· Participants will make a final sales pitch.  Participants will explain what they learned from the 25+ client interviews and how this information changed their sales pitch from Week 1.




Anticipated Outcomes: 
The small business owner participants’ will have learned and completed the following:   


1.  Gained valuable direct feedback and insight on their business practice from existing     
     clients, new clients, potential clients, suppliers and key relationship stakeholders.  

2.  Applied the 8 small business principles to building an industry specific 
     business model canvas.  

3.  Composed a business model canvas that provides a comprehensive and customizable 
     guide as it relates to their overall business, marketing and financial plan. 

4.  Received constructed critique of their website and analysis for recommended   
     improvements.     

5.  Enhanced improvement to presenting their value proposition and sales pitch to clientele.

6.  Designed strategic position layout and outlined solutions to overcome future barriers 
     for growth. 

7.  Identifying customer trends and aligned marketing materials to recruit, promote and attract 
     targeted consumers.  
     
8.  Established a manageable scorecard that accurately measures their company’s goals.    
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