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Take your time to explore
MIRO: it's a quite intuitive
tool, but if you'd like to use it
like a pro you can find many
videos online which display
all its functionality, for
example this one.

g
p)

miro PprA

k
E templates

T

Tip: In the toolbar on the left,
you can browse through
many templates you'll might
find useful.

[y

This is your workspace:

feel free to personalize it, add
tools and organize the whole
space according to how it
works better for you and your
team!


https://www.youtube.com/watch?v=pULLAEmhSho&ab_channel=Miro
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Register on www.miro.com

Make a copy of this board for
your team (one person per team
only), clicking on the board name
on the top left of your screen.

(Gruppo 1 - Gestione de

Today

Tosay
—_—
e

Delee Ouptcae  Share

Name the board "Gruppo X
[team number] - PPA", clicking
again on the board name.

S - ) w&daa B

Share the board with all your
team mates and your professor,
clicking on the "Share" button on the
top right of your screen.

To: Ener emais o inite fromi

% vt ek to Board and Team Cor o+
88, Team sccess tobosrd Can e <

@ aryonewih the ik o sc

Invite your professor
(m.vignoli@unibo.it) and your team
mates via mail, making sure the
sharing settings are correct (as
shown above).

\Ill

Check out the Course
Syllabus to keep track of each
phase timing and deadlines.


https://www.miro.com/

Member Card (one per participant)

J O r g e REPLACE EACH
QUESTION WITH
YOUR ANSWER
Marketing, chess, wellness,
computing, management.
Snap a picture of
your funniest face
and place it here
Gorilla Dani Da Ortiz

v =

Learn about managing

projects Tele-transporting




Member Card (one per participant)

Rocio

Animal: Chameleon

Working in teams, learn
about process changes and
even help the Orgnisation w
chose

e

REPLACE EACH
QUESTION WITH
YOUR ANSUWER

Meeting a celebrity:
Amancio Ortega because it is a
clear example of success based on
work and sacrifice

Superpower:
Reading Thoughts



Carlos

Card (one per participant)

If you wer mal, which
animal would you be?
| would be a lion because |
am proud,generous and with
the sense of justice

v

What do you expect from
this course?
| expect to learn a lot about
how to manage a company.

REPLACE EACH
QUESTION WITH
YOUR ANSUWER

If you coul lebrity (not
necessarily a living one) who would
it be and why?

I would be Rafael Nadal because he
never surrender and that
represents me.

What's your superpower
that can help you in this
challenge?

The ease to work in group



Member Card (one per participant)

Jorge

REPLACE EACH
QUESTION WITH
YOUR ANSUWER

Stephen Curry

Tiger For the values and work ethic that
he has

| expect learn about

. Invisibili
business management ty




Member Card (one per participant)

Ivan

Meerkat

I hope to learn how to
evaluate a company's needs,
produce a solution and
implement it effectively.

REPLACE EACH
QUESTION WITH
YOUR ANSUWER

I would like to da Lovelace,
one of the first "programmers" in
history, to ask her what she thinks
of the evolution of computing from
the XIX century to today.

Super-elasticity
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POSSIBLE COMPANIES

Fill in the company cards, in order to keep track of
the possible companies you could work for.

Place this badge
_______ =
on the chosen company
once you have identified it

.{} Fastwine

Company name: Fast Wine

Website or reference (link):
https:/fastwine.es/descargar-app/

Sector: Leisure

Potential problems: Growth, clients
Notes: Small company of Seville
Contact person: Javier Becerra
Mail:

Phone: +34 667 46 00 65

a8
GALBAG

Company name: Galbag

Website or reference (link):
https://qalbagsevilla.com/

Sector: Sales

Potential problems: Growth and new
products

Notes: Small start-up from Seville
that sells rucksacks and bags for
travelling

Contact person: Isabel Galvez
Mail: galbagsevilla@gmail.com

Phone: 681799616

'%CINC&ENERGI

Company name: Iso Ingeneria
Aragon 21 SL

Website or reference (link):
www.cincaenergia.es

Sector: Energy Facilities
Potential problems: Growth
Notes: Small company of Huesca
Contact person: Javier Avellanas
Mail:

Phone: +34 699 46 56 55

Representative image

Company name:

Website or reference (link):
Sector:

Potential problems:

Notes:

Contact person:

Mail:

Phone:

Representative image

Company name:

Website or reference (link):
Sector:

Potential problems:

Notes:

Contact person:

Mail:

Phone:

Representative image

Company name:

Website or reference (link):
Sector:

Potential problems:

Notes:

Contact person:

Mail:

Phone:


https://fastwine.es/descargar-app/
https://galbagsevilla.com/
https://www.cincaenergia.es/

Who?

Fast Wine is the first Spanish Delivery App specialising
in wine and other beverages that brings your favourite
drink to your door in 30 minutes at the perfect
temperature. The company has also evolved with the aim of
giving a 3600 vision of the whole world of wine, as well
as other types of drinks such as cocktails, offering other
related services and products such as tastings, wine
courses, trips, various experiences, cocktail events,
corporate gifts etc.

Why?
The main issue to tackle in this organisation is the
expansion and re-launching after a nine month trial that
already taken place.
Main limits and restrictions: most of the downloads during
the trial weren’'t at the end real consumers and the app
was of poor quality so it hadn’t the capacity to abord a
high number of users and to store important data which is
needed to study what is the real clientele and how to
manage it.

What?

The idea is not only being a

Delibery but also that the
person who enjoys a certain
drink, without the need to
be an expert in it.

Also, that the application
becomes the benchmark for
this at a national level.
And I also seek to be the
most effective alternative
and the most used at
national level, as well as
an expansion throughout
Spain and establish
franchises throughout the
country.

Who else?

In spain, there are no
existing platform such as
this one with exclusively
alcoholic drinks. But any
phisical store can be
considered as competitors,
or platforms from other
countries such as US or
Italy

With what?

At the moment the company
counts with an app, from
where the users make their
deliveries and one shop
that is used as storage of
all the products and as
place for distribution, in
order to fulfil th promise
of receiving the order in
less than 30 minutes.

How much?

The company is remodeling
the app with an
aceleration of start-ups
finance.So, we are
offering the microcredits
as another way of
financing but in a higher
amount so that it can be
used also for th solutions
that we propose.



MISSION 1: DESIGN BRIEF
Organisation: Fast Wine

WebSite and Contact person: htips:/fastwine.es/descargar-app/ / Director and founder:
Javier Becerra (+34 667460065)

Project Name: Fastwine’s Management

Team: Rocio Ayuso Soto / Carlos Fages Alva / Jorge Rubio Latorre / Jorge Molto Moltd /
Ivan Nufiez Molina

Seript:

Fast Wine is the first Spanish Delivery specialising in wine and other beverages that brings
your favourite drink to your door in 30 minutes at the perfect temperature. The company has
also evolved with the aim of giving a 360° vision of the whole world of wine, as well as other
types of drinks such as cocktails, offering other related services and products such as
tastings, wine courses, trips, various experiences, cocktail events, corporate gifts,

The organisation has one shop from which the drinks are delivered and from where it has
established a delivery radius that has been studied in order to be able to fulfil the promise
that the order will arrive in 30 minutes. This shop is also used as a storage of all the products.
available for the users. This service is given by the use of an App.

Challenge:

The main issue to tackle of FastWine is its expansion, and it's new launching after the
remodelling of the App that is taking place at the moment.

Aspirations:

The project began with a 9-month trial based on a very simple and poor quality website,
which meant that it did not have the capacity to collect enough information and analyse it At
the moment a new application has been created, which has been financed through a startup
acceleration process, which includes different tools to analyse the information and improve
the service offered to customers, thus having the possibility to grow as a company.The
company's real aspirations are to be the benchmark service for wine at a national level, as
wellas to expand throughout Spain and set up franchises throughout the country.

Objectives and intentions:

The main objective of Fastwine is to increase the human capital of logistics to be able to deal
with more customers, achieving a higher tumnover and a possible expansion, both in the
same city (Seville) and a possible expansion to other cities in the country. This objective is
both specific and measurable, as the increase in the number of delivery drivers and
premises in the city of Seville or expansion to another ity is due to an increase in the
company's tumnover. At the same time, it is achievable, realistic and timely, s the father of
the founder works in this sector and has provided him with numerous contacts with wine
cellars, as well as initial financing with which he carried out the nine-month trial run that
proved to be successful.

Limits:
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Use a mindmap to explore a topic or theme (e.g. what does commuting means?)

Place in the center the core topic/theme of your challenge and explode it, in order to map out all
the elements that you know about your challenge. You can map both tangible and intangible elements.
Check out this video for a live example of how a mind map can be built.

Once you have mapped down everything you know, then you can look for adjacent topics.
The mindmap will help you to have a better understanding of the challenge components, and it can
help you in finding areas and keywords you can use for your benchmarking activity.

i
o
“~ o
- e
Gente joven
precios bajos)


https://www.youtube.com/watch?v=phCuOiPtX7o&ab_channel=Skillshare

ACTORS MAP

Map the stakeholders connected to your challenge.
Stakeholders can be users, customers, service providers, partners, institution representatives, etc...
Start from the inner ring placing the stakeholders who have a core role.

Place in the external rings the actors who are less directly related to the challenge but need to be
taken into consideration.

* Delivery
service

Company
owners

»*

l“‘




Collect here interesting case studies and existing solutions to your challenge.

Can you find any emerging pattern? Feel free to re-arrange them in a matrix

Wineluvery

L'‘App per bere!

Wine livery
(https:/www.winelivery.co
m/it/)

what is it (in a tweet)
exactly the same

why it is interesting?

It's very similar to our
company and proves that it
can work. It looks
established in the Italian
market.

PROTIPS:

Incorporate the link to the online resource

After collecting the material, try to rearrange the contents
in a map or diagram. Do you see anything interesting?

vinaltis RZVeleel

VINOS & CHAMPAGNES

Vinatis
(https://www.vinatis.es/)

what is it (in a tweet)
Web exclusively selling
wine, in Spain.

why it is interesting?
When searching FastWine
or other wine delivery
services in Google, Vinatis
always shows up as an
advert.

Vino.com
(https://www.vino.com/en/)

what is it (in a tweet)
Web selling wine and
similar drinks.

why it is interesting?
Offers international service
to central Europe.

TANNICO

Tannico
(https://www.tannico.it/)

what is it (in a tweet)
Web selling high-quality
wine.

why it is interesting?
It's the biggest among
these wine-based
competitors.

Glovo?

Glovo
(https://glovoapp.com/)

what is it (in a tweet)
A general food delivery
service.

why it is interesting?

It's a very established
company with a massive
userbase.


https://www.winelivery.com/it/
https://www.winelivery.com/it/
https://www.vinatis.es/
https://www.vino.com/en/
https://www.tannico.it/
https://glovoapp.com/

Identify other's strengths
and weaknesses, assess
recognized good practices.

Current state

\\ FastWine//

Direct Competitors
Offer the same solution

Indirect competitors

9_ E\Q@
Winelivery
RS

Strengths: very established
in the Italian market

Z

zGlovo -
7 \

Strengths: massive established
userbase, economy of scale,
product variety

Smasive <

Offer a different solution that solves the same need/problem

Vinetis
(o,

Strengths: successful online W

marketing due to smart SEM
strategy

Vino.com
NN~

Strengths: valuable web
domain, heavy investment in
price discounts

o0

i

&



Which are global or local trends, in the different fields, that could have and

influence in your challenge, context and final solution?

Society

Rise of
awareness
of alcohol's

dangers

Technologies

Technology makes

After lifting COVID
restrictions, people want
to go out and drink even

more than before

\S\m

urchasing from home more

purchasing

onvenient, especially for
younger generations

Economy

Inflation,
rising
prices
Ecology and
environment
Fast delivery
involves a lot
of fuel
consumption
Policy
Taxes Tougher
work labor
on laws

alcohol

Drought !

raises grape
prices and
thus wine's



Use this board to sum up the most interesting learnings you gained in this phase.

The 3 most relevant benchmark case studies The 3 most relevant trends
- Mobile App
-Winelivery: successful company with the same - Free delivery from X€
business model - Wide catalog with prices of all ranges

-Vino.com: international expansion,
interesting for the future

-Tannico: high-quality wine, interesting for
further market penetration

The 3 most relevant competitors

-Glovo: word of mouth, massive userbase

-Winelivery: same business model but already established,
differentiation

-Vinetis: SEM marketing makes them visible over FastWine

need for

The most interesting literature review and other sources:
-Ma, S. (2017). Fast or free shipping options in online and
Omni-channel retail? The mediating role of uncertainty on
satisfaction and purchase intentions. The International
Journal of Logistics Management.

-Roggeveen, A. L., & Sethuraman, R. (2020). Customer-
interfacing retail technologies in 2020 & beyond: An
integrative framework and research directions. Journal of
Retailing, 96(3), 299-309.



GALBRAITH STAR MODEL

CAPABILITIES
Your favourite drink quickly and at
the right temperature.
Offering a multitude of services not
offered by other companies
(tastings, courses, trips, ...)
PEOPLE STRUCTURE
Business management, marketing, Javier Becerra: Founder and director
IT services Partner: IT service (including social
media and website)
Both: Marketing
Both: Logistics (+ delivery drivers)
and distribution chain

REWARDS PROCESSES
Need to take risks when investing Consensus between Director and
capital (debt, failure of the Partner
investment). Work Flow:
Depending on the degree of Collaborations: Father and different
expansion of the company (number wineries
of distributors, premises, etc.).




ORGANIZATIONAL CHART

[ JAVIER BECERRA ]

¥ v

LOGISTICS ] [ MARKETING ] [ PARTNER

ORDER AND INVENTORY MANAGER ]

[ DELIVERY DRIVERS (3) ]




The sales process tracks the
product sale from the
reception of the order to its
preparation by the shop
worker.

client

Order prepared

O
hd A
| |
| |
| |
| |
T T
| |
Update stock
| © [
| Refund bill |
NG B |
L Check if it's paid Set as "Paid"
g P D Available? I |
° [ [
@
2 Client order Check stock
g Order details | |
s | [
Set as "Pay with
cash" | |
| |
| |
|
| :
|
———————————————————————————— [ [
! [ [
Is it complete? |
I no
_"E’ Prepare order > X Update stock
o
2
g Order denied
@ yes




The delivery process
describes the workflow of the
delivery worker, from the
shop to the end of his
workday.

Delivery worker

[% various tasks

(inventory,
cleaning, etc.)

Are there orders
in the basket?

Is there an order
waiting?

S
Draw route in
Google Maps

-— J

)
&D Place in

motorbike
basket

—

ﬁ%eliver orders

and go back to
the shop

Has the worker
finished his
workday?
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https://demo.bpmn.io/new

Important Data

Use this paste to collect
data from your quantitative

e e ooarees « Economic expenditure divided by
balance sheets... areas:
« Marketing

« Marketing campaigns

« employee’s cost

« web infrastructure

« warehouse cost
« Client satisfaction:

« number of complaints
« Deliveries data

« Average time

o % of deliveries under 30 minutes
« Marketing data

o Market share

« used referral links



Delivery satisfaction Delivery-man efficiency

This KPI spensable to monitor our main promise: EM Meas
deliveries in 30 minutes actually working

Indicator percentage of deliveries arriving before 30 minutes Indicator how many hours is the worker waiting for orders
Metrics Number of deliveries under 30 mins / total deliveries Metrics total hours - time on motocycle
Unit of Measure % of deliveries Unit of Measure hours
Type of Value numeric Type of Value time

Fidelity Stock system efficacy

We want to track how many of our first-time We want to track the availability of our products, in
ITEM 8 ITEM : :
customers come back again. order to guarantee a wide variety of products

How many customers that have purchased purchase a

How much time on average does a product spend out

Indicator Indicator

second time of stock
Metrics returning customers/all customers Metrics time spent out of stock
Unit of Measure percentage Unit of Measure hours

Type of Value numeric Type of Value time



Use the following frame to define with your team a common guideline for
interviewing your user.

Keep in mind this is a general structure f2c¢l free to adapt it according to
your specific challenge and to acdd questions "on-the-go" as your user mentions

interesting themes-

Also, keep in mind that you'll might want to discover different things from
different users.

THE INTERVIEW LIFECYCLE

BROAD
(Start Here)
MAGNIFYING
GLASS
MICRO-
SCOPE
L
NARROW

(End Here)

INTRODUCE YOURSELF AND YOUR SCOPE

We are a team of students working on a university research project
about the expansion of the Spanish company Fastwine(our project is
supported by the company X /TBD with the company/)

We would like to interview you because we want to investigate your
experience about the purchase of wines and the pros and cons of this

service / working in this company.

The data we collect will be used internally, and we won't share your
personal data such as name age etc...

If you agree, we would like to record the conversation/take some
pictures etc...

GET TO KNOW YOUR USER

1. Tell me about your typical day

2. Tell me about that time when you did/saw/used...

3. Can you tell me more about...? Can you show me how...
4. Why...why....why...why...why....

5. Is there anything you would like to add?

6. So if I understood correctly you said... (Wrap up)



IGNACIO GARCIA DE TEJADA

Delivery man

Key quotes:

"My friends didn "t
usually use it to buy
good wine but to
get some other
alcoholic drinks"

-lgnacio

“Fastwine offers a service
that would appeal more to
older people who are not
used to ordering online.”

e "

Final year industrial engineering student
who was hired for one year in 2819 as a
delivery driver.

FEELINGS

He changed of job after one year working because he
found a more suitable one, according to the salary
and working hours.

Good working atmosphere and average age of employees
between 20 and 30 years old.

UNEXPECTED THINGS

When there were not many orders, during a normal
working day, they helped in the shop with
inventories and preparing the products. However,
there is a person in charge of all in the shop, that
would work alone when the workload increases.

The delivery drivers use a different application to
manage the orders, where they keep track of the
client information, home, phone number,etc...

PROBLEMS

During a normal day of work, the delivery drivers
would use motorbikes owned by FastWine, but there
were certain days in which they asked him if he
could bring his own vehicle.

NEEDS (remember they are VERBS)

Manage the
number of
motorbikes

according to

M: the
e the workioad

workload and

the number of
delivery
drivers



MIGUEL AYUSO SOTO

Director’s friend

Key quotes:

"

"I use FastWine at least once
a month when | am with my
friends at home"

-Miguel

"I always tell
Javier that the
solution is to
improve the app!"

- Miguel “

26 year old, friend of Javier Becerra
(actual director and founder of FastWine)

FEELINGS

He has seen all the process, since it all started,
during the 9 month trial and at the moment.

He always tries to sell his friend’'s service to
people around him and uses this service at least
once a month, with or without his friend. He
considers himself as a wine lover and sees a lot of
future in this app.

UNEXPECTED THINGS

We learned a lot about the delivery process and how
the marketing plays a really important role. We had
the opportunity to see how the app works at the
moment and some caracteristics of the delivery:

« The service can be payed in cash or by card
throught the app.
Marketing used during delivery: motorbikes and
helmets with the logo. In the order, most of the
times they give you magnets and flyers of the
company .

PROBLEMS

Which painpoints does he/she experience?

He commented a few times that one of the main issues
is the application. He thinks that it should be much
easier to use, in order to encourage all the users
to buy more frequently.

NEEDS (remember they are VERBS)

Using
discounts to
encourage
people



Gonzalo Bonet Torres

wine-loving salesman and

Potencional customer potential future consumer

FEELINGS

He is a 24 year old who likes to enjoy a glass of
wine in the right conditions so, starting with
Fastwine, he could have this service quickly.

UNEXPECTED THINGS

For young people in Spain, the application makes

Key quotes:
more sense when it comes to buying different
" alcoholic beverages other than wine, as the latter
"l have never used the is not so popular among young people.
application because | It should also be noted that after 18 p.m. in Spain
don'tlive in Seville and it is not possible to buy alcohol, so Fastwine
I don't have access to provides a necessary service for young people.
this service."
-German
PROBLEMS
"This service
addresses a need One of the main problems is the difficulty of
that exists in the starting a company like this from scratch, as in
ML " this sector it is essential to have contacts.
- German

NEEDS (remember they are VERBS)

Expand the
company to
be able to
use the app



INTERVIEW CARD

Once you identified what you want to explore with your user, use this template
during the interview to keep track of the most relevant elements from the
conversation with your user (create a copy of the template and use one for each
interviewee)

Feel free to adapt the frame with the crucial informations for your challenge

NANME

About him/her
Role o

FEELINGS
Paste here a picture of
your user What does he/she think, how does he/she feel about
(ask for permissiont) it, what does he/she desire, what does he/she are
afraid of?

UNEXPECTED THINGS

Key quotes: Contradictions, questions, things we didn’t know

before!
"

PROBLEMS

Which painpoints does he/she experience?

NEEDS  (renember they are VeRss)
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Once you have identified which environment/context/moment to observe, use the
following form to guide your observation and keep track of what you learn.
You'll might want to observe more than one environment: if so create a copy for

each observation you engage in.

ACTIVITIES

General impression
Summary of activities
Elements, features, notes
o s egn
e g

Cotecon ot ne e ppicton

INTERACTIONS

General impressions (who is
interacting with whom/what?)
Scenes of interaction (How?)
Elements, features, notes

ENVIRONMENT

General impression

Style, materials, atmosphere
Floor plan

Scenes

Elements, features, notes

songpeopesrond sataoena
songmospere =)
the company that purchs

mosty young maret.

OBJECTS

General impressions (Which tools
are involved? How?

Inventory of key objects
Elements, features, notes

USERS
. ) ; . HOW?
General impressions (Who is present? Role, responsibilities)

Scene of user in context
Elements, features, notes

nchargeof
asubuing orders

Do inchargeof
drecng heestof ans
e members, Panner. in chorge of demand debutng
masketingana i maretngana s onthe et
cnurge ofchaning devsopment of he
e mentry. sppicton.

take notes,
sketches

pictures

collect things



AFFINITY DIAGRA

While you share back your learnings with your team, identify recurring topics
and themes by grouping together quotes and evidences.

"My friends didn't
usually use it to buy "Itis an alternative
good wine but to for young people to
get some other obtain alcohol later
alcoholic drinks" than 10 p.m."
German

Ignacio

"La filosofia de la
empresa es dar a
conocer el mundo del
vino al mayor niimero
de personas posibles".

Javier




THE MOST INTERESTING FINDINGS FROM THE RESEARCH




Now that you have a much more clear picture of your users it is time to syntethize your learnings in personas.

Remember: a personas represent a group of people with similar habits and behaviours, even if from their ID cards they look like they have nothing to share.

Start from the 2 most relevant stakeholders you have identified, and later make sure you have a persona for each most relevant need you identified.
As for the interview cards, feel free to add details to the structure that are relevant for you.

IGNACIO the young consumer

"l don't use
FastWine to
buy wine, | am
not used to
drink it "

Ignacio represents
a group of
"personas" that are
aged between 18 up
to 23 years old,

students

He doesn't usually drink wine.
"Wine is for older peolple", he
says. I don' t have the money or
passion to buy a bottle of good
wine.

usually university

He loves spending
time with his
friends during
all week, mostly
on the weekends.
He likes wine,
but also other
alcoholic drinks
such as beers,
cocktails. ..

Another important fact
for him is the money.
Being a university
student, sometimes it can
be difficult to
administrate the pocket
money .

He dislikes the fact that
in Spain, after 1@pm it is
not possible to buy any
alcoholic drinks if it is
not in a bar or restaurant.
Which is kind of frustating
since in Spain, 10 pm is a
really good time to go out
to a friend's house and
grab a beer after studying
all day for example

What frustates Ignacio is
wasting his time. So he
uses FastWine not only
when is after 16pm but
also when being in a
party with friends,and
they run out of drinks.

His desire is that
FastWine enlarges his
products in order to use
this service not only for
wine but to try also
diffrent kind of beers
and cocktails after 10 pm

NEED

—ENLARGING THE PRODUCT
TYPES IN THE APP
-BVY A BOTTLE OF WINE FOR
AN ECONOMIC PRICE
—~AWAKENING PASSION FOR
GOOD WINE AND HOW TO ENTOY
T
-NEED: DISCOVNT TO
AETTING TO KNOW THE APP AND
TO ENCOVRAGE THE AVERAGE
ConsVMPTION oF WINE W
YOVUNG PEOPLE


https://www.linguee.es/ingles-espanol/traduccion/average+consumption.html
https://www.linguee.es/ingles-espanol/traduccion/average+consumption.html

Now that you have a much more clear picture of your users it is time to syntethize your learnings in personas.

Remember: a personas represent a group of people with similar habits and behaviours, even if from their ID cards they look like they have nothing to share.

Start from the 2 most relevant stakeholders you have identified, and later make sure you have a persona for each most relevant need you identified.
As for the interview cards, feel free to add details to the structure that are relevant for you.

The wine-lover

"I don't use
delivery apps, |
prefer to go and
see the products
by myself"

This group of "personas" represent
a more aged group of people, that
are already working. We could range
them from 26 years and older.

How does he/she relate with the challenge?

Which are his/her habits regarding it?

This group of personas are not used to order food or
drinks online. Using delivery apps, for them, can
seem complicated, or don't even know they exist.
They would go once every two or three months to buy
bottles of wine in big quantities.

LIKES:

As his name says,
he likes enjoying
a glass of good
wine whether is
alone or in the
company of some
friends wtih the
same pleasures

For him it is really
important:

-Time: people who work
for long hours, don't
like to loose their time,
or sometimes are not able
to find it.

-Quality of the wine: as
Wine-lovers, they would
usually buy good wine.

He dislikes running out
of wine at home and not
being able to buy them
in a supermarket or a
wine factory due to the
lack of time. These
places are usually
closed once he finishes
working so FaastWine is
a good solution to this
problem.

His/her aim or desire

He would like to know how
to use the app or that
that there is a phone
number to make their
orders.

~DIGITALIZE AND LEARN HOW TO VSE THE APP
HAVING A PHONE TO CALL AND MAKING ORDERS

-BUYING HIGH QUALITY WINE



EVIDENCES

This section should contains all the evidences which can
prove that:

e« the field is relevant

e your problem and opportunity are solid and real.

Quotes

"I always tell Javier that the solution is to improve
the app!"

Fact:

Many downloads but the number of users is much smaller.

Need:
Profitability and expandability

Trend:
The application is being improved to increase the ratio
of users/downloads.

Performance:
The value of the users/downloads ratio

PROBLEM

Which is the problem / need to address?
Who is interested in solving it?
Why ?

The low number of users.
The company needs to solve this problem in order to
increase profits.

OPPORTUNITIES

What can be achieved if this problem/ need is satisfied?
Who will benefit from it?

Making an offer for new users when they make their first
purchase.

Both the users benefit, since they save some money, as
well as the company, since they gain the loyalty of many
of them.




EVIDENCES

This section should contains all the evidences which can
prove that:

e« the field is relevant

e your problem and opportunity are solid and real.

Quotes
"I don't use delivery apps, I prefer to go and see the
products by myself"

Fact:
The adult sector is not accustomed to using this method
of purchase.

Need:
Digitalize and learn how to use the app

Trend:

The use of different methods to reach users in this
sector, such as improving the application to make it
more intuitive to use.

Performance:
Wine demand
Number of users in a specific age range

PROBLEM

Which is the problem / need to address?
Who is interested in solving it?
Why ?

The age range that consumes this type of beverage is
larger than that which normally uses this purchasing
system.

OPPORTUNITIES

What can be achieved if this problem/ need is satisfied?
Who will benefit from it?

With an investment in marketing, and taking advantage of
the improvement of the app, it is possible to reach a
larger number of people in this age range and thus achieve
a greater demand for wine.

Another option is to introduce another purchasing system,
based on a phone number and place the order.




EVIDENCES

This section should contains all the evidences which can
prove that:

e« the field is relevant

e your problem and opportunity are solid and real.

Quotes
"The application was recommended to me but when I went
to order it did not deliver to my area."

Fact:

Since we only have one location, we can only cover
certain areas of the city, so the delivery area is
limited.

Need:
Increased number of locations to cover more delivery
areas

Trend:
Business expansion

Performance:
Number of premises

PROBLEM

Which is the problem / need to address?
Who is interested in solving it?
Why ?

The main problem is the size of the business and the lack
of capital. There is only one location and a very limited
number of workers. The physical assets are also very
Iimited.

OPPORTUNITIES

What can be achieved if this problem/ need is satisfied?
Who will benefit from it?

From investment, demand, human capital and physical assets
would increase. From microcredit investment, expansion
could be carried out by increasing the number of premises,
the number of workers (deliverymen) and physical assets
such as the number of motorcycles.
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DESIGN PRINCIPLES

Create a new board for every design
principle you come up with.

REPRESENTATIVE IMAGE

DESIGN PRINCIPLE n. 1

Evidences

Self-efficacy

Quotes, observations...

The elderly feel that they
bother when they
repeatedly ask for help.




DESIGN PRINCIPLES

Create a new board for every design
principle you come up with.

IMAGE

DESIGN PRINCIPLE n. 2

Focus on what you can control

For older people,
technology is a challenge.
They prefer traditional
means which they already
know and can control
alone.

Evidences

Nowadays, with the
revolution of tecnology,
it is quite evident how
eldery people often
struggle to keep up.

It is also know that it is
really difficult for them
to learn and adapt and can
easily get frustrated and
give up.



DESIGN PRINCIPLES

Create a new board for every design
principle you come up with.

DESIGN PRINCIPLE n. 3

Evidences

Together we are more

Eldewry people use
external help in their
daily lives.

What about joinning
together? Union is
strength

Quotes, observations...



DESIGN PRINCIPLES

Create a new board for every design
principle you come up with.

l(\

REPRESENTATIVE IMAGE

DESIGN PRINCIPLE n. X

Evidences

Live day by day

Quotes, observations...



HOW MIGHT WE...?

Write here your "How might we question...?" to explore a need.
Embed in the question all the relevant elements from your research (elements of
the context, painpoints, opportunities...)

Develop an HMW question for each personas/need you want to validate.

How might we help old people (big
part of our consumers)
How might we help Carla the intern who wants to socialize
S e e o Gt o o o el (ot & that they do not handle technology
well

to know the existance our service
2

TIP: Write many variations of your HMW, in order to decide the one that better
embrace your user's need and stimulates you the most.



BRAINSTORMING

HOW MIGHT WE HELP OLD PEOPLE (BIG PART OF OUR

HOW TO GENERATE BUSINESS HYPOTHESIS IN 4 STEPS: ICO”WME&S‘) THAT THEY DO NOT HANDLE TECHNOLOGY WELL TO I
1- Set a timer and allow 5 minutes of individual ideation. KNOW THE EXISTANCE OVR %&WCE?
2- Once the 5 minutes are over, allow 2 extra minutes if ideas still flow. I —_— _— — — — — — — — — ull

restaurant Through

3- Once all the participant have written down the business hypothesis, share known for FAMILY
them among the team. One member at a time, briefly describe the BH you have its wine MEMBE|
written/illustrated. IT'S NOT A MOMENT TO JUDGE OR DISCUSS THE IDEAS. w
Usually during this share back phase new ideas or strategies to improve someone in
else's idea come up: Write down your new ideas on a new post it, and share it wine Super
afterwards within the team. shops ma".kes
4- Cluster similar business hypothesis.

physical

pamphlets Door by

Keep in mind the BRAINSTORMING GOLDEN RULES as you go: on the door.
<o o
. Encourage wild ideas

. Defer judgment

. Go for volume

. Build on the ideas of others
. One conversation at a time

. Be visual*

. Stay on topic

. Headline, give it a title

. One idea = one post it

1
2
3
4
S
6
7
8
)




SELECT BUSINESS HYPOTHESIS

Select the best 2 business hypothesis for each HMW question.
Use dot voting:
Every member has 3 dots to locate on his/her favourite BH.

REMEMBER: Your aim is to select the ideas that could help you
to investigate a specific need and learn about it, NOT SOLUTIONS!

e« Once you have selected the best 2 business hypothesis make sure you
explain them clearly below here:

o Copy-paste the selected BH here

o Take a few notes if necessary to remember what the BH is about

o Define how to pretotype the BH

Through Notes about the business hypothesis
Reach out the oldest consumers with
FAMILY the word of mouth newspaper

MEMBERS
How do we pretotype it?
We thought about doing a test with a
few young people that tell about
this services to their parentes and
grandparents and see if they would
use it

Notes about the business hypothesis
A common traditional way of
marketing for the oldest consumers
is rea

How do we pretotype it?

We thought about amking an
announcement that could be published
in any newspaper, whether it is
online or on paper



BUSINESS HYPOTHESIS PRETOTYPE AND TEST

THROUGH FAMILY MEMBERS

WHAT WORKED + WHAT DIDN'T -
Old
costumers Low
know the application
service SN EEEE usage
can explain
how to use
the app
Difficulty
in selling
the service

NEW QUESTIONS ? NEW IDEAS !
USER AND NEEDS
For the oldest consumers in order to know the existence of
this service

How can
e e e Colaboration
ASSUMPTION: WHAT DO YOU EXPECT? IDUERIE with wine
service? bar
How can q
This service will be known and used by the oldest clients we reach USIng
more
people? ﬂye rs

TESTED ON WHOM? HOW?

Do a test with a few young people who tell about this
service to their oldest members of the family



NEWSPAPER
WHAT WORKED +

old
costumers

know the

EL PRIMER DELIVERY EXPRES ESPAROL service
ESPECIALIZADO EN VINO, CERVEZA Y OTRAS
BEBIDAS

Disfrutar de tu bebida nunca fue tan facil ni tan
répido

'WWW.FASTWINE.ES

NEW QUESTIONS
USER AND NEEDS

For the oldest consumers in order to know the existence of
this service

how to make
the service

ASSUMPTION: WHAT DO YOU EXPECT? better

known?

This service will be known and used by the oldest clients

TESTED ON WHOM? HOW?

Make an announcement that will be published in a newspaper
to reach old clients.

WHAT DIDN'T -
some
people
made an
order The majority
of the old
costumers
don't use the
app
? NEW IDEAS !
how to get
older
consumers to .
use this service Wine
frequently?

tasting

some people
prefer to go to
a bar to have
a glass of wine

SMS or
call
number



HOW MIGHT WE...?

Write here your "How might we question...?" to explore a need.
Embed in the question all the relevant elements from your research (elements of
the context, painpoints, opportunities...)

Develop an HMW question for each personas/need you want to validate.

How might we help old people (big part
of our consumers)
e i : that they do not handle technology
ow might we help Carla the intern who wants to socialize

while having coffee in avoiding to spend her coffee break in Well
the line in front of the coffee machine?

to Get in touch with us and order our
products ?

TIP: Write many variations of your HMW, in order to decide the one that better
embrace your user's need and stimulates you the most.



BRAINSTORMING

HOW TO GENERATE BUSINESS HYPOTHESIS IN 4 STEPS: HOW MIGHT WE HELP OLD PEGPLE (BIG PART OF OUR CONSUMERS) THAT THEY DO NOT

HANDLE TECHNOLOGY WELL T6 GET (N TOUCH WITH US AND ORDER OUR PRODUCTS ?
1- Set a timer and allow 5 minutes of individual ideation.

2- Once the 5 minutes are over, allow 2 extra minutes if ideas still flow.
3- Once all the participant have written down the business hypothesis, share whatsapp STANDS in

them among the team. One member at a time, briefly describe the BH you have L
written/illustrated. IT'S NOT A MOMENT TO JUDGE OR DISCUSS THE IDEAS.

Usually during this share back phase new ideas or strategies to improve someone Weelkly
else's idea come up: Write down your new ideas on a new post it, and share it SMS calls before
PR lunch or
afterwards within the team. .
4- Cluster similar business hypothesis.
Thorugh
Keep in mind the BRAINSTORMING GOLDEN RULES as you go: Ca” family

.. . members

. Encourage wild ideas

. Defer judgment

. Go for volume

. Build on the ideas of others
. One conversation at a time

. Be visual*

. Stay on topic

. Headline, give it a title

. One idea = one post it

1
2
3
4
S
6
7
8
)




SELECT BUSINESS HYPOTHESIS

Select the best 2 business hypothesis for each HMW question.
Use dot voting:
Every member has 3 dots to locate on his/her favourite BH.

REMEMBER: Your aim is to select the ideas that could help you
to investigate a specific need and learn about it, NOT SOLUTIONS!

e« Once you have selected the best 2 business hypothesis make sure you
explain them clearly below here:

o Copy-paste the selected BH here

o Take a few notes if necessary to remember what the BH is about

o Define how to pretotype the BH

Notes about the business hypothesis
Taking into account that a lot of

ol sercunsEs shasdle i Notes about the business hypothesis

. In order to get in touch with the

tecnology, we took the idea from an VA/EEEEL(')/ clients. a giod S s & neakdly

; P\/q ; ex1st}ng company of pizzas by H email, reminding the existance of
ordering throught a sms EE|||E3||

the service and our products

How do we pretotype it?

Making up a conversation where the
consumer orders a wine inmediatly
the company gets in touch with the
consumer by a callto get his
location and exact order

How do we pretotype it?

Creating an example of an email with
links to the app or the web where it
is possible to make a direct order



BUSINESS HYPOTHESIS PRETOTYPE AND TEST

SMS

Fast Wine -

iMessage
hoy, 18:23

I want to order two bottles of wine

Entregado

Thank you for your order ® . We will
call you in a few minutes!

USER AND NEEDS

There is a need os make an easier way of selling the wine
to ther older people

ASSUMPTION: WHAT DO YOU EXPECT?

Whe expect to make it easier for elderly people to order by
delivery in order to increase the sales and benefits.

TESTED ON WHOM? HOW?
It is tested in older people in order to prove if this way
of ordering is easy for people who are not use to order

through a digital way.

WHAT WORKED + WHAT DIDN'T -

NEW QUESTIONS ? NEW IDEAS !
Other
methods of
message
It would be .
easy to X Do it
handle many Automatic through
orders? response whatsapp
messages



BUSINESS HYPOTHESIS PRETOTYPE AND TEST

WEEKLY EMAIL

v Para: carlosfages2002@gmail.com >

WHAT WORKED +

Carlos, come é andato il tuo primo

ordine?

Consiglieresti Glovo a un amico o
un familiare?

o
-
N]
~
)
~
[
o
=
o

NEW QUESTIONS ?

USER AND NEEDS
There is a need to create an easy way of access to this

service for older people.

Is the best way

of encouraging

people to

ASSUMPTION: WHAT DO YOU EXPECT? continue using

this service? People like
to recibe

gmails from
companys?

To attract people to use this service more.

TESTED ON WHOM? HOW?
When yo order the first time it would be asked if the
client would want to have more information about the

service via gmail.

WHAT DIDN'T -

NEW IDEAS !

Send
coupons to
the loyal
clients

Mantein contact
with clients
throught
messages for
example



HOW MIGHT WE...?

Write here your "How might we question...?" to explore a need.
Embed in the question all the relevant elements from your research (elements of
the context, painpoints, opportunities...)

Develop an HMW question for each personas/need you want to validate.

How might we help old people (big part
H ight help Carla the intern who wants to socialize
whiolwe rI1hlagving;Mecofefepe in avoiding to s;:lenczi her coffee break in Of our consume I"S)

the line in front of the coffee machine? that they dO I‘IOt handle technology
well
to know our product and test it ?

TIP: Write many variations of your HMW, in order to decide the one that better
embrace your user's need and stimulates you the most.



BRAINSTORMING

HOW MIGHT WE HELP OLD PEOPLE (BIG PART OF OUR CONSUMERS)
HOW TO GENERATE BUSINESS HYPOTHESIS IN 4 STEPS: THAT THEY DO NOT HANDLE TECHNOLOGY WELL
1- Set a timer and allow 5 minutes of individual ideation. 70 mw M PMDVCTMD T!ST!T?

2- Once the 5 minutes are over, allow 2 extra minutes if ideas still flow.

3- Once all the participant have written down the business hypothesis, share Wln? Cr:istl:ntas
them among the team. One member at a time, briefly describe the BH you have TaStlnﬁ askel
written/illustrated. IT'S NOT A MOMENT TO JUDGE OR DISCUSS THE IDEAS.

Usually during this share back phase new ideas or strategies to improve someone )
else's idea come up: Write down your new ideas on a new post it, and share it Wine .
afterwards within the team. maganize

4- Cluster similar business hypothesis.

colaboration
Keep in mind the BRAINSTORMING GOLDEN RULES as you go: “mi.
. Encourage wild ideas

. Defer judgment

. Go for volume

. Build on the ideas of others

. One conversation at a time

. Be visual*

. Stay on topic

. Headline, give it a title

. One idea = one post it

1
2
3
4
S
6
7
8
)




SELECT BUSINESS HYPOTHESIS

Select the best 2 business hypothesis for each HMW question.
Use dot voting:
Every member has 3 dots to locate on his/her favourite BH.

REMEMBER: Your aim is to select the ideas that could help you
to investigate a specific need and learn about it, NOT SOLUTIONS!

e« Once you have selected the best 2 business hypothesis make sure you
explain them clearly below here:

o Copy-paste the selected BH here

o Take a few notes if necessary to remember what the BH is about

o Define how to pretotype the BH

) Notes about the business hypothesis 3
collaboration "Together we are more", joining Flyer with
with wine wineries is a win a win. aexcellent avlailable
bar way to promote both, the service of
fastwine and the winerie products

How do we pretotype it?

Offering as a christmas present an
event on a winerie, where people can
get to know and try different wines
and it is sponsored by Fastwine

Notes about the business hypothesis
Flyers is an existing marketing way
of promoting this service, but we
thought that offering it door by
door with the cataloge of different
wines instead of giving it as
advertising, is a good idea to
facilitate the older consumers what
to order.

How do we pretotype it?

We thought about making a prototype
of the flyer with the wine cataloge
with pictures of the different wines



BUSINESS HYPOTHESIS PRETOTYPE AND TEST

COLLABORATION WITH WINERIE

WHAT WHAT During the
USER AND WORKED + DIDN'T - Christmas time is
@ NEEDS really difficult to
_ ° Fastwine already schedule a date for
‘RAMON BILBAO fa stwine el e ——
HARO-RIOJA ALTA collaboration be available at the
This BH is aimed to promote both with Ramon same time
this service and a winerie. In Bl o Ems
BILB spanish winerie
order for consumers to get know
the diffent products available they winerie
in this service and test them in . wogld onIonffer
order to rely on this company can hold their selection of
costumers of wine and fast
fdiffefeﬂt ages wine has a lot of
rom interns to q
T variety

ASSUMPTION: WHAT DO YOU

EXPECT?
NEW NEW IDEAS ! Event for each
worker to attend
Increase the interest on the QUESTIONS ? with their family
different types on wine and it's O SR
CHRISTM £ : Could that way we
CHRIS requent consumption. Eostmine g
Don't know what to offer as a Christmas Gift to your O Instead of offering this people
o f t event, it would be a
emp‘oyees: Or el eYe7n good idea to give
@ _ | he diff d it ) like this? a christmas basket
Come and try the different wines and enjoy with your with different products
Abs -~ - oe TESTED ON WHOM? promoted by FastWine
working colleagues How? a5 a way of malering
Bodegds Ramén Bilbao in collaboration with Fast
App We proposed this idea to a

company to offer this event as a
Christmas present.




BUSINESS HYPOTHESIS PRETOTYPE AND TEST

FLYER WITH AVAILABLE PRODUCTS

B>

FerYTY

FASTWINE

CATALOGO
ALMIREZ- Sierra Cantabria 109€
CANTA MUDA- Bodega El Grillo y la Luna 9€
MARQUES DE GRINON VERDEJO-Bodegas Artuke 7€
CASTILLO MIRAFLORESS-Briones Miraflores 7€
ALBARIZA-Peninsula Vinicultores %€
SEI SOLO-Fontana 6€
MAURO- Juan Gil 5€
SAN ROMAN- Coto de Gomariz 9€
BIENTEVEO-Peninsula Vinicultores 7€
PINNA FIDELIS-Cortijo Los Aguilares 11€
Pack Estrella Galicia 26€
Pack 24 Cruzcampo 42€
Troubadour Magma 8€
Pilsner Urquell 26.02€
Redbull 7€
Coca-cola (20cl) 1€
Fanta de naranja (20cl) 1€

USER AND
NEEDS

This BH is for consumers to get know
the diffent products available in this
service.

ASSUMPTION: WHAT DO YOU
EXPECT?

We expect that people get to know
different types of wine available and
awake their insterest in ordering themn.

TESTED ON WHOM?
HOW?

We sent the flyer we proposed to
different parents and asked them if
they would use it as a "menu” to
facilitate their order throught the
app or other new ways that could be
available in the future.

WHAT WORKED +

Easy to send
to parents
and close

friends

Easy to find
the cataloge in
the app or
web to do the
flyer

NEW QUESTIONS ?

What if
the prices
change?

Is it better
to print it
instead of
sending it?

WHAT DIDN'T -

Our prototipe has been
done only with some of
the hundreds of wine that
are available. Maybe is
difficult to fit all of them in
a good looking flyer

The initial idea was
having pictures of the
bottles in the flyer so

that an old person

could easily identify his
favouraite wine but
that didn "t fit

NEW IDEAS !

Handing the

flyer door by

door to the
Print it so that it can nearest
be hanging in the districts

fridge of each home
and that way it
reminds the
existance of our
service each da



SELECT 3 BUSINESS OPPORTUNITIES

BO1-
SMS/WHATSAPP | i

EMAIL ot ot i

& ity
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The Business Model Canvas

Key partners
What are your key partners
to get competitive

Key activities
What are the key steps to
move ahead to your

BUSINESS OPPORTUNITY AND VALUE PROPOSITION

Key propositions
How will you make your
customers' life happier?

Customer relationships
How often will you interact
with your customers?

Customer segments
Who are your customers?
Describe your target

advantage? customers? audience in a couple of
words.
S Drinks
Wineries Fast Facilities in 30 SMs Each X
delivery to order _ convenience weekend wine 18-25
minutes
lovers years
40-60  party
years lovers
Key resources Channels
What resources do you need How are you going to reach
to make your idea work? your customers?
motorcycles deliverymen Ap p We b
wine online
fairs ads
Cost Structure warehouse Workers Revenue Streams
How much are you planning to spend How much are you planning earn: Cost:
on the product development and to earn in a certain period? 20.000 / 15.000 /
marketing for a certain period? Compare your costs and revenues.
months months
Marketing stock

Source: Strategyzer.com


https://strategyzer.com/

SHARE THE BUSINESS OPPO NITIES WITH THE COMPANY

Use this board to take notes about the company's feedback on the 3 most
promising business opportunities.

Your aim is to define with the which one of the three bring forward, and
review together the business model you imagined around it.

What should be improved? Other notes

Which BO does the
company want to bring . . send an enter the
forward? dlfflCUlty n improvement authomatic catalog .
viewing the in the choice message with
catalog of the product the link of the the web
catalog site
email:
slow

method



BUSINESS OPPORTUNITY AND VALUE PROPOSITION

Updateyour BMC according
to the company's feedback.

The Business Model Canvas

Key partners
What are your key partners
to get competitive

Key activities
What are the key steps to
move ahead to your

Key propositions
How will you make your
customers' life happier?

Customer relationships
How often will you interact
with your customers?

Customer segments
Who are your customers?
Describe your target

advantage? customers? audience in a couple of
words.
o Drinks Make a delivery depending on the
s prone Fast Facilities in 30 e i X
company delivery to order Bl dowrload any B wine party
app ek
L lovers lovers
colab s
witl? wine convenience 27 -40 40-60
ars
Key resources Channels years years
What resources do you need How are you going to reach
to make your idea work? your customers?
motorcycles
(deliverymen)
dealers App Web Flyers
operators wine  online
fairs ads
Cost Structure Revenue Streams
How much are you planning to spend wEEEER Workers How much are you planning earn: Cost:
on the product development and to earn in a certain period? 20.000/ 15.000 /
marketing for a certain period? Compare your costs and revenues. e A

Marketing Stock
Source: Strategyzer.com
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SOLUTION VISION

[sends st of 10 products, wich assodated D]
5 Us the number of your chosen beeraze

[sends st of 10 products, wich assodated D]
end us the number of your chosen beerage.

A deliveryman ith your order will arive shordy.

This is your arder: order].
f A —
Isthisalr

Wnat doyou wan: 20 buy?

2N

3 No, Iwant to cancel my order.
L Getha.
This iz your order: order. What do you want 1o o7
1.1 want 2 3dd something to my arder.
2. wanc i canfirm my ardr.

[sends listof 5 producs, wich associsted ID]
s the number of your cnosen bererage.

2 How many bostes do you wan ta order?
4 Diztles zzires
=

Cuscomer suppors wil cllyou shordly.
2. wane o cancel my arcer.

4.1 wan to delete s spectfc product.
5 Gmnen.

We hope o see you again, good bye!
Iwelcome message]

[The uesr sencs any mazzaze] order
ER

This is your order: [numbersd s of producs]
Wi Brasuct o you e o ceisce?

Customer supporc will call you shorty.

[sends st of 10 products, wich assodated D]
end us the number of your chosen beerage.

Custamer supers will call you shorsy.

Customer support will cal you shorcy.



CRITICAL FUNCTION

Which is the most critical
function worth testing?

Flowchart testing
We want to check if the

conversation between
consumer and bot is the

right one.

How can you test the
critical funtion?

Checking the number of
times the call with the
operator is necessary

What did you learn through the test?

WHAT WORKED + WHAT DIDN'T -
NEW QUESTIONS ? NEW IDEAS !
How can we
implement the
catalogin a
clearer way?
im:rtrlet‘Zhe provide a
conversation? link to the Whatsapp

catalog



MEASURING THE IMPACT - KPI

Repeat customer
Quantify the impact of your solution: which KPI should you adopt?
This KPI is necessary to check if this solution is
accepted in the marketplace

What ShOUld you Indicator Number of repeat costumers
measure?

Metrics Number of repeat costumers / total costumers

-The efficiency of the SMS-Whatsapp SYSTEM Unit of Messure B ——
implemented system
ITEM This KPI is necessary to check if this solution has a .
significant impact on the number of orders. Type of Value ORREAS
Indicator Number of deliveries through SMS
Average cost SMS order
Metrics Number of deliveries through SMS / total deliveries
How can you measure, . . .
) . ITEM This KPI eval}.lates how important an average order is
make an estimation of Unit of Measure % of orders in terms of the system used

the value you bring?

Indicator Average cost of an SMS order
Type of Value numeric

The number of times this
system has been used
compared to the total Unit of Measure percentage

number of orders.

Metrics Avg cost of an SMS order / Avg cost of an app order

Type of Value numeric



ECONOMIC EVALUATION

Cost estimation

Computer engineer (bot development)

15€/h*6h=90€

Increased revenues (in relation to beverage sales)

Bot tech support employee

8€/h * 8 h/day =

NON-FINANCIAL INCOME:
New older customers

64€/day
Smart device to host the bot 200€
Interface designer for the messaging process 10€*6h=60€
Corporative phone contract 80€/day

Cost associated to the loss of revenue due to bot failure

NON FINANCIAL COST:
Tech support employee workspace




THE FIRST STEP

Sent s e s sty rssensensge

Send s h rumser o your crosnbenrase.
0

B e e e—
Trancyostoyouarder
i e of samanc it use?

e
Zeycan

T it o]
Ty i .

sz T —
Do rees g kot o e
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e ine

A cetvenman witsesring oy wenyour o
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NeR St o s e

Custmar supportncayou sy
Sent s e s sty rosennenage

Cusmamer suppor i catyou oy

Cusma suppors i calyou oy



Describe which are the various steps that the company has
to do in order to move towards the solution.

Week 1 Week 2

programation

search or an operator company

operator training

Trial period with acquaintances

Week 3

trial period in Seville

Week 4



MILESTONE PRESENTATION STORYBOARD

Challenge

Implement of business
change plan through
micro-credit in order to
improve FASTWINE

Cost estimation

Implementation

of the solution Increased
(programming) benefits
New employees New
customers

Business Opportunity

implement
SMS ordering
to make it
easier for
seniors

What should you
measure? T
make an estimation of
The efficiency of the value you bring?

the implemented The number of times this
system system has been used
compared to the total
number of orders

Design Principles

The elderly feel
like they're
bothering when
they repeatedly For older people,
ask for help. technology is a
challenge. They
Elderly people prefer traditional
use external help means which they
in their daily lives. el ey
What about can control alone.
joining together?

First step

Programme the
diverse automatic .

messages both in SMS The design of these
and Whatsapp in order messages has been
to be able to use this carried out so that

ordering method and the company can

check its effectiveness take the first step

and programme

them.

SOLUTION
What is it and how it works

Implement People can
a SMS order though
automatic sms quick
bot to order and easy

Roadmap

SMS and
Whatsapp
Bot Testing with

development family and
friends

Launch to the
public



https://docs.google.com/document/d/1iloJhYL2l5XprvNrjn9f-qF4Lt1CGW2_s5TkRCLf_Mk/edit?usp=sharing
https://docs.google.com/document/d/1iloJhYL2l5XprvNrjn9f-qF4Lt1CGW2_s5TkRCLf_Mk/edit?usp=sharing

ANYLOGIC MODEL

Use this space to describe the proposed solution by copy and
pasting your Anylogic Model

GRID

Anylogic Personal Learning Edition [PERSONAL LEARNING USE ONLY]

File Edit View Draw Model Tools Help
IB-SHRIYY| 4R 0 RIDO &L 100% X W~ |HEDiS S @ogin v
SIMULATION o @main (8 Main 2] & Main |

@y

o connections

sourceUser selectOutput delaySMS NeedHelp service Order SinkYES
0 0 0
P A\
b
Operators )
delayAPP sinkNO
0 sourceUser selectOutput delaySMS  NeedHelp service Order SinkYES
138
o—¢— [ —¢ [ —»9°
Operators
delayAPP SinkNO

s

Orders completes 49 (83%)
@ Orders abandonned 10 (17%)

Orders complstes: 50 (80.0%)
B Crdeis abandanned: 33,333 (40.0%)

n = @ C EE @ ©
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Before saying goodbye, dedicate
a few last moments to the
project closure. Along with the
other deliveries, get ready to

export your Miro Board material.

e e
cromres|

&

T@>N00-8 ~»

¢

Before exporting, make sure that
all your work is inside a Frame.
Anything that is not inside a frame
won't be saved.

You can add new frames using the
"Frame" (F) button in the toolbar.

EResET60Y

Before exporting, make sure that
the frames are in the right order.
You can visualize frames order and
move them around from the frame
overview. Drag and drop them to
change their order.

miro eea FOREN

Now you can finally export
your Miro Board as a PDF
document, and share it with
your professor.



The Business Model Canvas

Key partners
What are your key partners
to get competitive

Key activities
What are the key steps to
move ahead to your

BUSINESS OPPORTUNITY AND VALUE PROPOSITION

Key propositions
How will you make your
customers' life happier?

Customer relationships
How often will you interact
with your customers?

Customer segments
Who are your customers?
Describe your target

advantage? customers? audience in a couple of
words.
S Drinks
Wineries Fast Facilities i 36 Up-to-date Ezdh i
delivery to order _ information weekend wine 18-25
minutes
lovers years
40-60  party
years lovers
Key resources Channels
What resources do you need How are you going to reach
to make your idea work? your customers?
motorcycles deliverymen Ap p We b
wine online
fairs ads
Cost Structure warehouse Workers Revenue Streams
How much are you planning to spend How much are you planning earn: Cost:
on the product development and to earn in a certain period? 20.000 / 15.000 /
marketing for a certain period? Compare your costs and revenues.
months months
Marketing stock

Source: Strategyzer.com
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The Business Model Canvas

Key partners
What are your key partners
to get competitive

Key activities
What are the key steps to
move ahead to your

BUSINESS OPPORTUNITY AND VALUE PROPOSITION

Key propositions
How will you make your
customers' life happier?

Customer relationships
How often will you interact
with your customers?

Customer segments
Who are your customers?
Describe your target

advantage? customers? audience in a couple of
words.
S Drinks
Wineries Fast Facilities in 30 Each X
delivery to order ) weekend wine 18-25
minutes
lovers years
40-60  party
years lovers
Key resources Channels
What resources do you need How are you going to reach
to make your idea work? your customers?
motorcycles deliverymen Ap p Flye rs We b
wine online
fairs ads
Cost Structure warehouse Workers Revenue Streams
How much are you planning to spend How much are you planning earn: Cost:
on the product development and to earn in a certain period? 20.000 / 15.000 /
marketing for a certain period? Compare your costs and revenues.
months months

Marketing stock

Source: Strategyzer.com
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NEW ORDERING METHOD
SMS / WHATSAPP

. FINAL SOLUTION

PROPOSAL OBJECTIVES

« FACILITATE ORDERING for people who do not have the application,
« REACH a larger number of CUSTOMERS.

Do you need a cataloge?
Press 1. YES

® Press 2. NO

FastWine catalog.docx.pdf
[welcome message]

Pressl. Make an order

What do you want to buy? Press 2. Get help

Press 1.Red wine @
Press 2 White wine @
Press 3.Beer Costumer support will call you shortly
Press 4 Distilled spirits
Press 5.Get hel to
P @ @ Sand us thﬂ nurnber 0{ your chman
beverage

This is your order: [ORDER] What do you want to do?

Press 1. | want to add something to my order

Press 2. | want to confirm my order €—___How many bottles do you
Press 3. | want to cancel my order want to order?

Press 4. | want to delete a specific product

Press 5.Get help
¥ Costumer support will call you shortly
This is your order| ORDER Which product do you want to delete?
We hope to see you again
@ Introduce your adress

[Back to: " What do [Back to: "This is ypur

[adress] "

order "]

you want to buy?"]
This is your order: [ORDER]

This is your adress: [Adress]
Is this all?

Press 1. Yes, confirm my order
Press 2.No, | want to mske a change
Press 3.No, | want to cancel my order
Press 4.Get help

CRITICAL FUNCTION

What is the critical function that o
is worth testing? /o “

The % of users that requested

()
bk e
MEASURING PERFORMANGE-KPI

We chose to measure the performance thorugh the % of 9

people using this method out of the numer total of users

% & &
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