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Delivery Style Discussion Notes

· Create an environment whereby the class becomes a support group for each other. The way that introductions are done on the first night is crucial to this. If the class feels like a team, they are motivated to come to every class / workshop. They may also start meeting out of class time to discuss their businesses. The aim is to get a good ‘feel’ going. The socialisation of the class cannot be overemphasised, so don’t limit their coffee break time too much! 

· The Tutor is a facilitator, guiding tauira, rather than standing at the front of the classroom and ‘delivering’ content.

· Always focus on the practical side of content, not theory. These are busy business people who are serious about improving their current business situation now. 

· Differentiate delivery style from CSBM, so that CSBM graduates don’t feel they are being taught the same stuff as in CSBM. E.g. when looking at analysis tools, the focus should be on interpreting outcomes from a range of tools, rather than on the technical process of applying / filling out specific tools.  

· Be aware of potential confidentiality issues and establish ground rules with tauira around businesses that may be in direct competition.

· Get tauira motivated on the first night. Focus on the key outcomes of the programme, as opposed to getting caught up in discussions around understanding the structure of the programme. Make sure you appear professional. 

· Ensure tauira understand what your role as a mentor involves. You are there to support them and to help them to develop their options, but not give advice. Bring attention to the disclaimer that is on the Initial Instructions and Tauira Commitment Form. 

· On the first night, set the expectations of how the class is going to run. Explain that the class is an extension of their business. Develop a code of conduct and a set of values. This can cover areas such as confidentiality and inappropriately marketing to other class members (including using email addresses for marketing purposes). Laminate the code of conduct and the group values, and get a tauira to put them on the wall each night.   

· Do a class activity whereby you get all tauira to stand up and then ask tauira to sit down if they are involved in sales. If there is anyone left standing, have a class discussion about how they are all involved in sales. 

· Always have a “when you walk out of the door today, I want you to know this” point each week. 

· Work on getting tauira open to making changes. Focus on small changes in order to get their minds ready for big changes. 




Section 1: Your Business Path

1. Tauira to write a 100 word story and share with the class (may need to make it 250 words). 

Cover the following:
· What is your business?
· What is your driving force?
· What stage is your business at?

2. Send out a sheet prior to the first class entitled ‘Your Story’. Questions on this sheet are to include: 
· Business name
· What drives you
· Vision / mission
· Biggest challenge so far
· Greatest success so far

Make sure they fill it in and bring to class to present. 5 mins each


3. Discuss the ‘Your Story’ sheet (from the above activity) in groups. Identify commonalities within the group and then report back to the class. 


4. Ask tauira to bring current promotional material to class. Use this to create networking opportunities with classmates. 


5. Develop a discussion based on some of the questions given in the CABG enrolment interview (the interview for prospective tauira given in the Tutor Guide and on the Moodle website). Use this to get tauira interacting. 

6. Play speed dating (using business related questions) as an ice-breaker. 




Section 2: Internal Analysis Tools

1. Balloon Activity: Have each of the tools on a piece of paper inside a balloon (one tool per balloon). Each group is to pop a balloon and then explain to the class how the tool can be applied, using one of their businesses to demonstrate. 


2. Create a Quiz: What is the tool? How do you use it?


3. Split the class into 4 groups and focus on GEL and FiMO / RECoIL. Identify two examples of businesses – a service based business and a product based business. Each group analyses one of these businesses using one of the tools. I.e.:
· Group 1: GEL analysis for a service based business
· Group 2: GEL analysis for a product based business
· Group 3: FiMO / RECoIL for a service based business
· Group 4: FiMO / RECoIL for a product based business


4. Use actual props to represent each of the ‘tools’ introduced in Section 2. E.g. for Use a fly swat to demonstrate SWOT, hair gel to demonstrate GEL, etc. The idea is to make this session light-hearted and interactive, given that it is quite heavy and contains a lot of new content.

5. Get tauira to do a SWOT on their own business and then do one for their main competitor. The aim is for tauira to realise that they need to be very objective and specific about what their strengths actually are. For example, if they are in the taxi business and they identify that one of their strengths is that they own a car, they need to realise that this isn’t a strength relative to their competitors (who will also own cars). 

6. [bookmark: _GoBack]After introducing each tool, give a ‘2 minute time out’ for tauira to discuss the tool with the person sitting next to them. During this time they are to talk about how they can apply the tool to their own business.  




Section 3 Delivery Activity Development-External Analysis Tools

1. Mystery shop your competitors: Get into groups. Choose 3 competitors and go to a competitor each. Apply the tools to the competitor visited. Alternatively, go to a shopping centre and work in small groups to identify competition trends. A variation to this is to go online to find out about competitors and trends. Can use a tauira’s business as an example and discuss findings in class.


2. News: Get the free community paper in your area and apply the tools to what is in the paper. The idea behind this is that the news is local, happening right now and recyclable. Look at all the sections, ads, situations vacant, etc. There is useful information throughout.


3. “Shuddup your face”: In groups, explain individually who you are, your business and industry. Once you have explained you need to sit down with your hand in front of your mouth and allow the others in your team to critique what you have said and share their perceptions with you. You need to be open to their input and not speak- just listen.


4. Industry Key Success Factors / Industry Foresight / Industry Profile: Visit a tauira’s business and everyone complete an industry profile for that business (may need to do this as homework). 


5. Select an industry. Divide the class into 6 groups and each group is to apply one tool to the industry. Select a spokesperson in each group and have them report to the class. Class can then offer feedback. One idea is to use the building industry and analyse it before and after the recession, and before and after the earthquake. E.g. how different would a Porter’s Five Forces analysis look before and after the Christchurch earthquakes?   


6. Snakes and Ladder Template Game: Create a game as a class for one business:
· Start: where they are now.
· End: Where they want their business to be (vision)
· Ladders: Driving forces in their business.
· Snakes: Obstacles to achieving goals.




Section 4 Delivery Activity Development:  Strategy Development

1. Split the class into 2 teams. Someone presents their business idea and chosen growth strategy. One team is the ‘for’ team – they back up the presenter’s decision by explaining why the chosen strategy is appropriate. The other team (the ‘against’ team) finds reasons why they may not agree with the decision.

A variation to this is to split the class into small groups. Someone in the group presents their business idea and chosen growth strategy. Each group is to find reasons to back up the presenter’s decision (explaining why the chosen strategy is appropriate) and also find reasons why they may not agree with the decision. Then make a decision whether the given growth strategy should be followed or if another strategy should instead be adopted. Justify the choice. 


2. Split the class into groups depending on what stage their business is at:
1. Not in business but have a business plan;
2. Businesses in turn-around mode;
3. Businesses which have had no change (not currently in ‘turn-around’ or growth mode); and
4. Businesses in a growth phase. 

Ask each group to discuss which growth strategies they will apply over the next year (e.g. product development, diversification, etc.). Present back to the class and look for differences between the groups. 


3. Develop a case study business and apply all the analysis (using the various tools in the module). Hand out copies of this case study. Divide the class into small groups. Ask each group to come up with a growth strategy (or strategies) for the selected business. They must provide justification for their choice. 

End with a class discussion of what the case study business might do. If a tauira has completed their analysis, and is willing to share it with the class, this could be the case study business (provided that the analysis is done well). 


4. Group Exercise – Expected to take 1 hour. Prior to class, each tauira must complete three analysis tools.  

Split into groups of 3. Allow 20 minutes for one person to report the following to the group:
· Which 3 analysis tools they used; 
· The 6 key factors which they identified; 
· The 2 broad alternative strategies selected;
· The strategy that they are most likely to pursue and why. Write one paragraph, fit the strategy to the desired position and explain how the strategy will mitigate any risk and / or be positioned for opportunities. 

Then one person rotate to another group. Repeat this activity 2 more times so that everyone gets a chance to present their work.  
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