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Mentoring for Start-Ups

February 29th, 2016 09:00 to 15:00
Aim and Objectives for Today
Aim Learn the key points on providing mentoring service to Start-Ups
Objectives 1) The characteristics of Start-Ups are understood.

2) The stanrdardized mentoring proccess for Start-Ups is understood.

3) The fifth key points on marketing to support Start-Ups are understood.

4) The key points on "Interview" and its "Refrection method" are understood.
In order to clearly understand the beneficiary's business.

Time Contents Training Tool
09:00am Orientation
20 Orientation
+ Introduction of the training M Agenda
+ Sharing the aim and objectives of the training
20 | Introduction M PPT

1 Characteristics of Start-Ups
2 Definition of Start-UPs
3 Why mentoring for Start-Ups should focus on marketing? TR - «W@ 5
20 Il Standardized mentoring process for Start-Ups B Mentoring Guideline M e n 'I'O rI n g fo r 'I'O r'I'_ U ps
for Start-Ups
10 10:00am  Short Break - How to make it stand out -
60 Il The fifth key points on marketing to support Start-Ups H Mentoring Tool
1 Market Definition

+ Wide or Narrow?

= Positioning Map Positioning map
2 Focus on core target
= PERSONA Marketing PERSONA sheet
10 11:10am Short Break
60 3 Product differentiation
= Value Curve Value Curve sheet
4 Strengthening Sales
- B-FAB B-FAB sheet
40 12:20am Lunch Break (12:20-13:00)
30 5 Plan creation
= Key Performance Indicator Planning sheet
+ Action Plan
- PDCA
30 IV Interview and its Refrection
1 Clearify Vision and Status Quo Interview sheet 1
2 Identify Challenges to be focused Interview sheet 2
3 Refrect the answers and give feedback. Reflection sheet
10 14:00pm Short Break Cha p ter

30 V Examination
Regard Mentoirng service in Montenegro as a Start-Ups and

draw Positioning Map, PERSONA sheet, Value Curve and B-FAB. | n 1- r O d U C .I- i O n

20 VI Wrap up W Feedback Sheet A door fto start-up mentoring

360 Complete feedback sheet

Japan International Cooperation Agency



There is severe

COMPETITON

in ’rhfirsworld

Usudkliy we think

How to Win

Start-Ups

CANNOT WIN

the competition




Vodit za mentoring

PoCETNIKA
U BIZNISU

oo !ccionina agencioza
regionalni razvo]

?'“ ) Jopansko agenciaza
Jica’  medunarodny saradnju

Guideline

Standardized mentoring
process for Start-Ups

Stepsinthe process. Time Visit Aim of the step Tools and Methods. Main activities
[Orientation Hous _No.
T Explanalion of Menoring service 05 el Il from The owner Eeplanalion of " niroduce yourelf 10 The owner,
_ 8uld good relationship with the owner _ mentoting service  Explain he oim and objectives of menforing.
Make sure what s mentoring Menforing Schedule Explain the
2 Collect fondamental mformation. o5 " Gel nformation fo understand e company Kick-off Reporl el fundamental nformation on The company.
1| - cetrelioble information of the compony _ brochures . information about of the company.
et B5.PL other figures el d ificant figures
Tinterview 16 The owner Z Undertand fhe owners characer, peronaily. Client Inferview “Ask The necessary information bosed on clent inferview sheel.
wishes, the outline of fhe business. Sheet | [Business Domain, Products & Services, Customers, Channel
ccounting]
[Calloct information
4 inferview fo ety main challenges 2 Identy the poris 1he owner & inferested in, Client nferview sk The necessary information bosed on clent inferview sheel.
2 . Sheet2 . IMatket Definifion. Focusing on core fargefs. Making producs different from
others, Sirengthening Sales, Plan Creation)
5 Gollectfachs 3 dentfy wha are facts and what are GenchiGenbutsy Collect s0ld data n order fo understand fhe real s1alus of The business
3 [ cssumptions among the owners opinions
collected in the previous inferview.
[Analysis
& Reflect on the inferview wilh Ihe 3 . Gheck all Ihe information collected and Reflection sheel Evaluale each fopic wilh he facls colected fhrough dicussion with
beneficiary 4 | L identity the relicble data. . the beneficiary.
understand the meaning of the information [10th-grade evaluation, from "Can be challenged fo “No problerr]
7 identiy The most mportant 2 Tdenty the mos! importan! challenges. Reflection sheel Draw a rador charl and identiy the mos! important Key Challenges.
challenges
& Agreement on The Fey Challenges 2 Make consensus wilh The owner 1o challenge Reflection sheel Explain 10 The beneficiony your evalualion resuls lowards each 1opic
5 | themin following mentoring. Make an agreement wilh he owner on challenging them in fhe following
mentoring.
© Draw Diognoss Reporl 3 Tdentiy the mos! important point wiihin the. Diagnoss Report Vinte Diagnoss Reporl
. SMES business and lead them fo focus fheir . Clarfy the SME' masion, vision, objectives, the most imporiant problem,
management resources fowards i the key fo success, concrefe action plans fo achieve the goal
10 Diagnoss reporing Z " Help e SME undersiond fhe current sTalus. Diagnoss Report Explain the resull of company diagnoss.
6 | " actions to be faken Encourage the SME fo believe i he actions planned and challenge them.
Encourage the SWE fo challenge the actions.

Enterprise Life Cycle

Focus on
NelleH

/

Focus on
Cash Flow

Reinvention of
enterprise

decrease

Focus on
Organization

Start-ups

High
Growth

Maturity

Infancy to 2 years
old

Adolescent

Adulthood Human

.t Five keys of
start-up growth

How to

increase

sales

Enterprise



Five Keys
- Frameworks - o(\ Q

To appeal people, you need
to “limit” your target:

Bu’r we need to check if that
ocean is red or not.

Attractive markets usually have
many competitors.

Positioning Map rwo



Travel Agency

LATE
| pEats| B
=L

@® Expensive - Reasonable
@ Hi-quality - Low-quality
® Specialized-General

® Local - Worldwide

@ Sightseeing - Educational
@ Business - Private

@ Senior - Young

@ Sophisticated - Casual
® Traditional - Modern

@® Conservative - Liberal
@® Consumable - Durable
@® Masculine - Feminine

9

Specialized
A

General

Specialized
A

Business

General

10
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Business

Business

Specialized

A

Luxury Private

Luxury Business -0
:0
>3
—f
o
General
Specialized

Luxury Business

A

¢

Family
Luxury Private

v
SJDALd

General

1

Five Keys
- Frameworks - O(\ O(\
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OK, but what should be the
service menu?

Of course we can imagine
what they want GENERALLY

Generally kids want to play outside
Generally women love beautiful clothes

Generally men love football
Generally kids like juice "
@ @

To find crucial needs,
Imagine a person specifically

PERSONA Marketing -

14



Five Keys

- Frameworks -

Let’s Brainstorm the ideas to
appeal our customers

@® Day-care service

@ Attraction for kids

@® Relaxation for parents

@® Photo&Video

@® Communication
with the other kids

@ Study Program

15

But we have 1o Eliminate/
Reduce something to readlize the
new service in the same price

Value Curve P14

16



Five Keys

- Frameworks -

The beginning is the client’s

Benefit.

17

B-FAB P25

Five Keys

- Frameworks -
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KPI: Key Performance Indicator

t: 2000 ¢
»
~ - <

YYIYYY

To take all,
there is the Pin we have to hit.

6""'0

Action Planning

Start-Ups
Resource is limited.

Start small, proceed
steadily.

19

PDCA Cycle

PpcA M
"

Which part is

most difficult? v\—

, L) Boswwa ' N

7} 7

.
N

. Intervju i
oglav lie ;
analiza

Kako razumeti korisnike
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