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PROGRAM

Day - session

May 26 - Morning

May 26 - Afternoon

May 27 - Morning

May 27 - Afternoon

Schedule
9:30 - 10:00
10:00 - 10:45
10:45 - 11:00
11:00-12:00
12:00-13:30
13:30-14:30
14:30 - 16:00
16:00 - 16:15

16:15 - 18:00

9:30-11:00

11:00-11:15
11:15-13:30
13:30-14:30
14:30 - 16:00
16:00 - 16:15
16:15-17:30

17:45 - 18:30

Contents

Presentation of the initiative: goals, organizers, partners, program, methodology and follow-up
Identification and framing of local environmental challenges in Bologna

Break

Solution design |: objectives, customers, partners and stakeholders

Solution design Il: value proposition

Lunch break {meal not included)

Solution design lll: business model, communication & engagement

Break

Prototype building

Prototype testing and feedback gathering
Break

Enhancement of prototype

Lunch break {meal not included)
Preparation of presentations and rehearsals
Break

Final presentations to the jury & audience

Announcement of winners at Piazza Verdi
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Who are the main ectors thot
are going to affect the project
or be affected by it? - team
(founders and employees),
partners, providers, media,
local community, etc.

SKETCH YOUR BUSINESS DEA

KEY mm&m VALUE TMIFSTION

Whiot activilies will wou pul in ploce What value the project offers
to materialize the volue proposition to customers and
{products or serwices)? What keholders? -meeting
resouees (physical, human, T;m Fﬂﬁiﬁiﬂ? wants,
Jinaaciol ) will those reguire? solving problems, tackling
chailenges, etc.-

- How dioes it contribute to
the protection and/or
improvement af the natuwral
ErAArOmTeTH P

- How dioes your project
contribute to the soclety?

You have a business idea in your mind. Sketch it by briefly answering the guestions in each box. You can use this
excercise to set up your initial hypothesis and understandings about the different components of any business plan.

CUSTOMER REATIMGHPS & CUSTOMER SEEMENTS

< | Ad

How will you attract and Who are your potential
engage your potentiol customers (pay a certain
customers, seeking to price or rate for the walwe
achieve sales, but also to they recehve}? -Segment
get feedback, spread the them in separate categories
ward, etc. ? Which channels if they differ substantialfy-
will be most suitabie for so Who are pour beneficiaries
doing # {benefit from the value
cremted)?

What are the costs the project wall fmcur
into by implementing the octivities desired
usimg the resources needed? - List, and if
possible estimate roughly-

How much are your customers willing to
pay ?-By comparing with similar products/
services im the market, try to set
opproximate prices or rotes for each
product - customer segment pair-.
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KEY SAKEHOLDERS

Local communities
Government
Suppliers
Technicians

Local government

COST STRUCTURE

KEY mglum

Installation and maintenance of
salar PY system

Transport

Solar PV system

Batteries

Technicians: installation,
maintenance

Oiffice

VALVE FMIRQATION

PROVISION OF 50LAR ENERGY
TO RURAL AREAS

SOCIAL VALUE
Reduce social inequalities
Reduce poverty

ENVIRONMENTAL VALLUE
Improwve the air quality

“l have an idea!”

Proactive approach to clients
Customers as part of the
project

Product adapted to customers’
needs.

Direct.

Houssholds with some
income

Small business

BENEAICIARIES
Customers’ families and
relatives

The neighborhood

Purchase and transport of solar PV system

Subsidies
Small fees
Sponsorship

Installation and maintenance of solar PY system
Office maintenance
Communication




Value proposition

KEY STAKEHOLDERS

KEy IﬂﬂlﬂISE{HM

VALVE PROPOSITION

(VSTOMER REUTIONSHIPS §
CHANNELS




99

PV panals to provide reliable and clean electricity to housaolds
and small-medium size businesses in the region of ghardaia

as a means to improve local livelihoods and reduce the use of
fiozsil fuels and kerosena.

(4

Technicians: Co-creation; employmaent, supervise PV systoms.

Community Leader: Co-creation & Feadback: Beneficiaries,
decision making.

Local Government: Feed-back: villagers satisfaction, regulatony
frameworks.

Suppliers: Partnership & customer provider; provision of
solar PV systems.

Renowable energy companies: competitors.

Government: Parmership:; pilot project-influence other
stakeholders, logislation.

Bank: Partnarship; clionts-credit and fee collection.
Sonelgaz: competitors, improve electricity infrastructura.
Community: Feedback; beneficiaries, attitudes towards projects.

Saﬁ'nonts: Rural houssholds and small businesses- co-creation.

Profile: Low population, low income, willing to improve
opportunities of their children and businesses. They don't want to
deal with lagal and technical issues. Should they feel the project is
complex to develop they won't go for it.




ECODESIGN (info)

» VP -> products/services

» Ecodesign of VP & products/services
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Busines model

CoST STRUCTURE REVENUE STREAMS




What activities and tasks do you need to accomplish to create
your VP, solve a specific challenge or maintain a high level of

innowation in your business?

Preduction
What ectivities and tasks do you need to accomplish to
produce your products or supply your services?

Platformy’ network sales

What activities and tasks do you need to accomplish to
creste a efficient and valuable network or platform in
order to promote seles, distribution, communication with
stekeholders?

Supply chain manasgemeant

What activities and tasks do you need to accomplish to create
a efficient and valuable supply chain management system?
What do you need to deal with supplier?

‘Wrie 2 list of Key ocovines. Remamber that some of them wljhlﬂnhnﬁ specific
mmmmmmmqm mumm
Mﬂmdﬂtwﬂ

Activities & resources (info)

Key Resources °

Human capital
What human rescurces does your value proposition regquire?
what about the people working for’ with you?

Physical capital
‘What phiysical resources are important for you business?
(Think about facilities, machinery, vehicles...}

Intellectual & digital capital
Which intellectual and digital resources do you need?
Do you need ficences, patents, softwara?

Financial capital
Which type of financial capital do you need? Have you
investments, loans or other financial issues (e.g. mechinery
leasing...) related with your business?

Wria & list of ey resowrces

evenything you need o creams, deliver and manage
]ul prodiucts. services and perorm business operations.



Costs (info)

INVEST MENTS




Customers: Revenue Streams

A, LISTTHE PRODUCTSR SERVILED Yoy ARE OFFFRING -

# Refisble and clean slectricity from SOLAR PY installations,
1 Recycling of PV Systams

'} Soler home PV Systems.

y

2. SELECT AN ADEQUATE REVERVE MODEL FoR EaCH AND PRILE THEM .

FILE} FRME]

I
ﬁﬁ‘i [arervear | Weasie | 2| §WAiiE} (3 50,000 per unit]

gy | |
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3 DESCRIBE WERE THE CHARACTERISTILS OF YoUl. REVEVUEMODE[ .

U=sage Fees: customers will pay & feed for the use of the At the moment it is not clear whers 1o get these subsidies
gystem (fee for-service delivery modal A survey was frome It could be & governmeantal incentive, or an intermational
carmed out determing the cost for present energy sourcas. green initistive. The repaymeant pericd {in case of a loan) and
Baszed on this essessment, and on the esttmated operation amount of retum from buying PY systems will be based on the
costy, the sanvice fes is determinad st 71181 dinars per initial purchaze price, with rate of intarest sdded and a small
manth, premium for sdministration of this mechanism

Subsidies should cover around 50%. of the initial costs of Agset seler coming from the recycling of PV systams on the
the zolar howsa PY systems end the rest should be ncluded:. lomg run. 5o it is 8 revenus that will have effect once batterias

in the usage fea. The company in partnership with govern- and PV sy=stems become odd {6 to 90 yesrs).
mant or other institutions will buy end own the PV systams.







Exchanges of value: engagement
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VALIDATE mag
INFO?

WILL HE/SHE RE WILLING To PAy FoR THI) VALVE YW ARE (REATING?

(e ves (O Cwe

WHAT TYPE OF EAGEMENT 0 You EYPECT?
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e
EMOTIONS

What amotion does your customer feal in
each stage of the journay?

i

Which ara the needs in sach stage?Which
thoughts arise in the process?

02cA,

TOWM
POINTS

1 CHEUWELE
When do you interact with your customers?
What channels do you usa?

F—w

STAGES

What stages does your customer transits?

How ToPROVIPE A
UNIQUE EXPERIENCE?

What sctions could improve the customer's
e parience in each of the stages?

WHAT POWE WEFD
T PROVIDEIT?

What resources, knowladge and systems
doyou need to provide this experience?

*| get really annoyed
ahout the electricity
supply. 50 mamny times
we suffer from cuts
and can't follow my
daily routina.”

5
R
L

*| heard about a

company that came
to the village. Thay
ara selling stable
electricity access."

>
s
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a

‘| beleve in what SRA
is selling. Which
are the radebacks?
‘What about the
maintenance?

Bt

Parsonal assistanca.
Sales force.

-
.
Lt

a

‘| needed some
opinions and telked
with some frisnds.
We discussed about
closing a contract
with SRA. Mot sure
if | am in the right
path. It will allow my
children to study at
might.'

Telephone +
Intermat.

Customer Journey: interaction

5.7

N

“I signed the contract
today. Somse issues
with understanding
begal details.”

5as

Parsonal assistance.
Sales force + local
technician.

Finding alternatives

" Clear Value Proposi-

0N COMMUNCAtion.
Promote easy word
of mouth transfe-
ring. Promoticnal
materials?

Strong commu-
nication strategy.
Tangetting eesy
understanding and
transfarability

Setting interestad

Welltrained sales

force. Meead to am-
pathizewith real dri-
wers for local peopla.
Strong emphasis on
life cycle activitiies.

Internal training
program. Communi-
cation skills. Strong
feadback among sale
forca.

Assessing the
proposition

e

clearly explain the
gains of our Value
Propositicn. Telepho-
nee Essistants should

bea abde to sohwe any
doubts.

Training telephonic
gssistants. Webpage
developmeant.

Closing a contract

much &s possible.
Eaay to undarstand
and simplified. Meed
to present channels
for clients to com-
municate with us.

Hard work in the
legal aspect. How to
simpdlifiy the process
without losing lagal

&,

DURING

Rgtapr,as






Prototype to be tested

BUSINESS MODEL

BUSINESS
MoODE L

HYPOTHES
k \TERATE
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Test: VP, partners & customers

1. Customer segments
Focus groups, interviews, debates, and conversations via social media are all valid channels
for the purpose of checking our customers' needs, aspirations, gains and pains.

2. Engaging the stakeholders
Metrics to gauge stakeholder engagement can be built around number of attendants,

participation level, enthusiasm on the subject, willingness to engage further, and
feedback/satisfaction.

3. Value proposition

To check the value proposition we need prototypes capable of delivering it to customers and
stakeholders, and then measure their and then gauge their perception and ultimately
appreciation of it.

4. Problems and needs

Although there is no explicit box in the matrix, the contractor must ensure that it will meet a
demonstrated problem. It is indeed important that he does not spend his time in a developer
solution for a problem that does not exist.
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-y Case study

ﬁ/ Green business canvas prototype

KEY SAKEHOUERS

Technicians employmeant -
supervise P sysiems

Commumity leader feedback &
dacizion making.

Local gowernmant: fesd-back;
villagers zatisfacton- regulatory
frameworks

Suppliers: partnership &
CLStDITIET provider, provision
cf solar PV systems

Renewable energy companies:
Competitors.

KEY ACTINITIES }, RESOURLES

Activities

—Purchass. instaligtion snd mantenace
of solar house py systams

—Training of technicians and ashes force

—Informing customers.

—Finencial, legal end confractusl
MEn2EemEnt.

—Lobiby local governmient

—Managing facilities logistics and
storege of materials

—Reinforce the stabiiity of supphy.

—Megotiations with supplisrs.

—Menaging the recycling of pv systems.

VALUE FROPOSITION

Prowision of elactricity from solar
pv sysiems 1o households and busi-
niesses from the tizi curou region =t
an sffordeble price (fee-for-senioe)
that imvohvas the installation, main-
tenance and dismantling of solar

P SYEIEIME 85 8 meens t0 improve
tocel welfare while minimising the
emviranmental impact.

(USTOMER. KBTS &

Relationships

—Worf of mouth among
COMMITAMity members.

—Proactive approach to chents:
village and personal mestings

—Customers 85 part of the
project

—Technicisns act a5 wainers or
athvica givers fro Customers,
promeoting good practices for
lomgevity and efficiency

—Meed to improve delivery to
have & betier relationship with
them

—Sesk continious feedback from
CUETHTIENE

—Strong efter seles sssistance

Channals:

—Face-to face interaction.
—Muobile phone.

—Clear and simpls webpage

CUSTOMER, SERHENTS

Segmants:
—Rurel houssholds and =maall
bisinesses- co-creation.

Profile:

—Low popufstion, low imcome.

—Willing te improve
opportunties

—Fear desding with kegal end
technical issuss.

—Can withdrew if the project is
complex to develop.

Markst:

—Miche of electricity services
miarket whera thers is no
Commypetition.

—Added value quality and
reliable senvice taflored to
customers needs; customens'
engegement in the design and
implemantstion of the projsct.

REVEMUE STREAMS

Gowernment: perinership; Resources
pilot projact- infiuance other —The team, technicizns snd office
stakeholders, kagislation amployee.
J _ | “Wershousa

Bank: parinership; clisnts credit _Storage room
and fea collection. o T
Sopelgar: competitons, improve j,:;l?;::grf T

lactricity infrastructura. %
elactricity infrastructura R i
Commumity: feedback: attitudes | —Mortgage.
towwiards project —Mizrocradits

COST STRUCTURE
Fined costs: Veriable costs:
—Marketing. —Maintenance & spare parts.

—Insurance rates 3%,

—Peyment collection inrural
areas.

—Lebour costs: rural algeria
team, technicians, offics
employsa.

—CHffice rent in tizi ouzow

—Internet CoOnMexion.

—Softwers ficences.

—Dpen source softw ans for
office teska.

—Training of personnel.

—hdarketing.

—Van and car use and
maintenance.

—ICHfica costs (telephona,
electnicity, stc)

—Wah page

—Infiation and imterest rates.

Finencing:
—Purchase of solar pv home.

systems-1009, 815

—Traiming of technicians-
F010, 03

—2 Vans used by technicians
-2 500,000 par unit

—1 Car used by manager and
sahesforce — 1,500,000 per
unit

—Af legst 2 543 000,

(AN correncies are fn adinarsl.

installations —

—Refiable and clean slectrncity from S0LAR PY

#1172 par yest

—Reoycling of PV srstems- to be assessad

—Solar home P systems-50,000 per unit from
subsidies or microcredits.
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