Lean for Main Street Challenge: CBP Curriculum
Target: Makers & Food Makers

	Week
	Date
	Topic
	Description

	Week 1









	Wed, 9/7/2016
Full day
9 am – 5 pm
Thurs, 9/8/2016
Full day
9 am – 5 pm






	Lean method
Business Model Canvas
Value proposition
Product Design
Customer segments
Customer relations







	Instructors: Gisele Stolz, Charles McCaffrey, Dave McCarthy

Learn how to effectively design your product Introduction: What is Lean, Business model canvas

A required day of panel of speakers, workshops, and interactive activities for all startups to learn how to create a product that resonates with your target market.

Value Proposition
Customer segments
Customer relations
Channels
Baseline competition 
How to conduct customer interviews workshops
practice sessions (days 1 & 2):
Framing hypothesis
How to validate hypothesis
Design experiments
Analyzing feedback

Homework: 
Eric Ries: lean startup video
Alexander Osterwalder: video on canvas
Read: Talking to Humans

	Week 1

	Sat, 9/10
1 hour
10 am – 1 pm
	New Food Startups ONLY
Frontier Kitchen
	Instructors: Brenda Brown
Introduction to commercial kitchen and training
What you need to do to start food business (insurance, licenses, certifications)


	Week 2

	Thurs, 9/15
3 hours
4 pm – 7 pm

	Cost & revenues


	Instructors: Bob Smith, Brenda Brown, Gadsden Merrill 
Cost structure
Cost based pricing vs value based pricing
Revenue models and projections
Cost of acquiring customers
Presentation of Techshop & Frontier Kitchen
Conduct interviews: week long activity

	Week 3
	Mon-Fri, 9/19 – 9/23
TBC
	Deep Dive Makers
TechShop
	Industry specific and general workshops on how to create a product with the machines and using facilities at TechShop
Conduct interviews: week long activity

	Week 4
	Thurs, 9/29
3 hours
4 pm – 7 pm
	Revenue Streams
Partners & Resources
Debrief Customer Interviews
	Instructors: Gisele Stolz, Bob Smith, Callye Keen
Revenue Streams
Who are your partners? suppliers, subcontractors, outsourcing, licensing
Make or buy decision
Conduct interviews: week long activity

	Week 5



	Thurs, 10/6
3 hours
4 pm – 7 pm



	Pitching I Workshop
Debrief Customer Interviews




	Instructors: Patti Senft, Bob Smith, Gisele Stolz
Communicating your story: industry specific and general workshops to learn how to pitch your startup- orally, visually, and in writing.
Presentation styles, storytelling
Pitching methods, elevator pitches
Design, layout and visuals
Preparing a speech and adapting to your audience
Share what you have learnt, customer feedback
Homework:
Read material and instructions for pitch
Prepare pitch

	End of Part I
Week 6
	Mon, 10/10- Fri 10/14
	Break: no class

	Continue design Iteration, work on prototypes


	Week 7
	Wed, 10/19-
3 hours
4 pm – 7 pm
	Financing:
New & pre-launch startups

	Guest Speakers: fireside chat with Culin and Danielle Tate – serial entrepreneurs & lean financing bootstrappers
Instructor: Zach Hauser / Andy Santos / Capital One Bankers Team
Financing, lean financing, funding options for new startups
Balance sheet, P&L, Cash Flow Statements
Know your cost structure
Getting ready to be bankable

	
	Thurs, 10/20
3 hours
4 pm – 7 pm
	Financing:
Growth Financing
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	Instructor: Rafael Martinez
Growth Financing, Funding Strategies: Revisit best ways to think about funding your venture
Revenue modeling and projections
Operational expenses and cash plans
Cash Flow needs in growth phase
Scalable pricing
Financing options

Sharpen financial pitch to investors and bankers

	Week 8

	Thurs, 10/27
3 hours
4 pm – 7 pm
	Legal aspects & taxes


	Instructor: Bob LeMay
Learn how to define and implement legal structures for your company.
Setting up your business
Tax implications
Small business taxes

	Week 9
	Wed, 11/2
3 hours
4 pm – 7 pm
	Marketing basics 
New and pre-launch startups
	Lecturer: Juli Monroe, Jill Kurtz
Understand and focus on your customer problems
Branding vs marketing
5 steps of marketing plan
Target Market
Lean SWOT analysis
Marketing Strategy
Execution: Marketing tools
Digital marketing, networking
Measure
Pivot

	Week 9
	Thurs, 11/3
3 hours
4 pm – 7 pm

	Advanced marketing
Growing startups


	Lecturer: Ingar Grev
Marketing for growth
Lead vs Prospects
Impact of marketing: calculating your ROI
Retention
Reaching new customers
Unique Selling Proposition
Costing your marketing expenses: how much can you afford

	Week 10



	Thurs, 11/10
3 hours
4 pm – 7 pm


	Sales: Customer Acquisition & Customer Value


	Lecturer: Ingar Grev
Learn how to manage customer prospects and inquiries 
Identify the elements of your strategic sales: identify key drivers
Sales process and tools, pipeline management: lead generation, closing, retaining clients, funnel and pipeline

Setting objectives, sales management, becoming a high-performance sales manager

	Week 11
	Wed, 11/16
3 hours
4 pm – 7 pm
	IP, Patents and Trademarks
@ TeqCorner
Makers

	Instructor: Michael Mort
 
IP, patents, legal aspects for makers 
but food makers welcome to join if interested

	Week 12
	Mon, 11/21 – Fri, 11/25
	No classes: Thanksgiving 
	

	Week 13
	Tues, 11/29
3 hours
4 pm – 7 pm
	HR, organization, process, scaling for growth

	Instructor: Talmar Anderson
Learn how to build a highly effective team, roles, learning to delegate, responsibilities
When to hire, how to hire, do you need a board
Lifestyle choices, work-life balance

	Week 14
	Mon, 12/5 – Fri, 12/9
	Pitching individual practice sessions
	Instructors: Gisele Stolz, Patti Senft, Juli Monroe 
As needed sessions to practice pitches with counselors

	Week 15
	Thurs, 12/15
All day
9:30 am – 4:30 pm
	Final presentations
At CBP new office location

	Final Pitch & Prize
Panelists: Bob Smith, John May (investor), Capital One Bank, Access National Bank



All classes at TeqCorner unless otherwise specified
