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This course is a pilot developed by the School of Alchemy. The School of Alchemy is Alchemy Labs' 
experiential education endeavor. 
The content of the course was developed from IDEO’s Venture Design Toolkit and in collaboration with 
Palmwood and Alchemy Labs, the organization behind the School of Alchemy.
The Alchemy Labs mission is to power the next generation of founders in the UAE, by bringing the elements of entrepreneurship together in order to intrigue, educate, fund, and connect the next generation of founders in 
the UAE. 
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Syllabus & Course Overview



More than how to create new companies, we ourselves become the creators.

Welcome and congratulations. You have been specially selected as part of this semester’s distinct class of Alchemists. In this course, we learn the process of creating an innovative business through a series of design sprints ending a Demo day.  Working with your co-founding team, over 10 weeks, you will iteratively build your a prototype of your product, business model and brand to achieve product-market fit. 

Prior to starting the course, you will build your need-finding muscle with NeedFinder, public, free app that services as your personal digital idea journal, helping you practice spotting problems and needs in the world, and crafting hypotheses for how to solve them. In the course, we will help you adopt philosophies and mindsets of a founder, working through understanding their customer and market, developing your value proposition, and designing your minimum viable product, brand and business model in class and outside of class to achieve product-market fit.  We will also help you develop a sales & marketing strategy, go-to-market plan and learn how to roadmap your business for growth.

As part of the program, your team will receive and experience:

· An Alchemist Business Starter Kit with Resources
· Distinguished speakers and their Founder Stories
· Mentor Matching & Advisory Boards
· Two Design Sprints with Time and Space to Build Your Business
· Tinker Thursdays at Alchemy Lab Central Build Practical Skills
· A Demo Day

KEY

Reading or Exercise to Access, Review and Do
Note to Instructor

Resource & Materials [Sample, Add and Adjust to School]


Required: 
· Course Readings online
· Exercise Tools online
· NeedFinder App to Observe Ideas Before the Start of the Course

Resources: 

· Alchemist Starter Kit
· The Alchemist Manifesto
· Information on How to Apply to Earn the Student Incubation License
· Pamphlet regarding the Alchemist Venture Fund - Compete to Earn Next Levels of Funds throughout by building Evidence through the Design Sprints  
· Syllabus and Directions on Accessing Curriculum and Tools
· Alchemy Labs Resource Sampler of Other Supportive Organizations
· Business Cards
· Special Invitation to an Alchemy Club Event

· Take advantage of EIR office hours at the Student Innovation & Entrepreneurship center.

Suggested Readings:

· “The Lean Startup”, by Eric Ries
· “24 Steps to Disciplined Entrepreneurship”, by Bill Aulet
· “The 4-Hour Work Week”,  by Timothy Ferriss
· “Creative Confidence”,  by David & Tom Kelley
· “The $100 Startup”, by Chris Guillebeau

Recommended social media:

· ArabNet, news.arabnet.me
· Entrepreneur MiddleEast, www.entrepreneur.com/me 
· StartupNation, startupnation.com
· Forbes Middle East, www.forbesmiddleeast.com
· Dubai Future Academy, @dubaifutureacadmy
· Dubai Future Talks, @futuretalks
· Palmwood, @_palmwood_

Partner Resources

· Dubai Future Foundation, www.dubaifuture.gov.ae,  for events
· The Assembly at In5, www.theassembly.ae, for free technology skill-building courses 
· Dubai SME, http://www.sme.ae/English/TurnVisionIntoReality/Pages/StartUp.aspx  for funds and other resources


Tinker Thursdays

Come get inspired from craft workshops hosted by guests and partner organizations Thursday from 3:30-5:30PM, where you learn skills from experts to grow your prototyping toolbox. 

Lab sessions help you develop practical skills for building, testing and storytelling your business hypothesis, for example: how to storyboard, use low-fidelity prototyping tools,  sketch wireframes, design landing pages, or launch easy marketing assets. These sessions will be hosted at your local districts Alchemy Lab Central.


Grading (To be Adjusted by Local Faculty)

5% Individual Participation & Attendance
30% Team Deliverables
10% Mentor Meetings
25% Midpoint Prototype Advisory Board Review
30% Final Prototype and Pitch (at Demo Day)


Individual Participation & Attendance
Class attendance and participation is 100% expected. Please come prepared, having gone through the course material to dive into in-class exercises. Unavoidable absences due to illness, family emergencies or religious holidays are excusable with notification to the teaching staff.

Team Deliverables
Learning for Creating New Business from comes through the experiences of teams in actually co-founding and building together. Teams are expected to provide the Deliverables outlined in the syllabus by the start of each class. A pitch deck will be required at the end of each sprint.

Mentor Meetings
Experience founders can be an incredible source of knowledge to guide you through your own experience and you avoid mistakes. We will match you to an experienced founder as a local mentor. You are expected to meet with you mentor at minimum three times throughout the course to discuss challenges and receive feedback on your business elements. You are welcome to meet as much as you agree to with your mentor!

Midpoint Prototype & Advisory Board Review
The end of the first design sprint on customers and market, will end in a pitch to an Advisory Board. They will provide feedback to help you surface new hypotheses and build on your offering. You’ll be required to deliver a pitch deck.

Final Prototype & Pitch (at Demo Day)
Get ready to pitch! The end of the product, business and brand sprint will culminate in a 5 minute pitch and light product demonstration for a Demo Day. Invited peers, ecosystem guests and faculty will cheer you on, and provide feedback electronically. You’ll be required to deliver a pitch deck.





















	Introduction & Storytelling
Welcome to the School of Alchemy. You and your team have been selected to take your selected idea from concept to an early stage startup. We will open the week with philosophies and a pitchathon.
[image: ]
The Hypothesis Cycle
At the the heart of the company creation process is an iterative learning loop. We repeatedly cycle through this loop, building on all aspects of the company, including understanding customers, defining value proposition, designing product, brand, and business model, and going to market.




	Class 1
Introduction &  Mindsets of a Creator
Introduction to the Course, Mindset of a Business Creator and the Hypothesis- Prototype-Evidence Cycle.
	
	Class 2
Storytelling & Pitchathon
How to give a compelling pitch for your ideas 
and hear from your classmates.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Review: Creating New Businesses Introduction
· Review PillPack Case Study
	
	· Course Pack Review: Storytelling and Pitching
· Complete Business Story Madlib




	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Juggle Your Fears
· Introduction to Course and Mindsets for Course
· Your Startup Kit
	
	· Example of a Compelling Story
· Building Story and Peer-to-Peer Pitching of 1 Idea for Feedback
· PITCHATHON - Class Pitches to Mentors with Prizes [Source Prizes]
· Meet Your Mentor



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Course Pack
· PillPack Case Study: https://www.ideo.com/case-study/growing-an-online-pharmacy-from-startup-to-sale 
	
	· Your Business Story Madlib & Business Story Madlib for 2-Sided Markets
· Business Story Critique



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Team members and Team Name
	
	· Business Story Madlib Filled Out




	TINKER THURSDAYS  @ Alchemy Lab Central

Brainstorming & Prototyping
Effective Brainstorming and Making Low-fidelity Mockups. Create and Share Low Fidelity Prototypes (First Lab Mandatory)
	
	TOOLS NEEDED

· Coursepack Reading: “Generating Ideas for Effective Brainstorms”
· Prototype Starter - Use to think of quick prototypes to convey your idea. You will typically use ‘Experiment Designer’





NEXT: Team Dynamics and Surfacing Assumptions
REMINDER: Before beginning the course, you should have been collecting observations of needs and problems in the world around you on the NeedFinder App and jotting down ideas to address those needs. A list of at least 10 of those needs with ideas are due next week


	Hypothesis-Driven Prototyping
Get ready for our first Design sprint on Customers and Market! 

Learning Outcomes: Form effective co-founding teams with defined roles and responsibilities, and demonstrate  ability to surface key questions and hypotheses on product and business ideas to test in market.




	Class 3
The Dynamics of Teams: 
Discussing roles & responsibilities with Co-founders. Hear stories of common co-founder dilemmas. 
	
	Class 4
Using Hypotheses to Evolve Ideas
Surfacing questions or hypotheses you have regarding your business idea to drive prototypes.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Discuss Team Goals and Agreements
	
	· Course Pack Review: Prototyping
· NeedFinder  App- You should have recorded at least 10 Ideas observed from the world around you prior to starting class
· Identify 4-5 key questions / hypotheses about your business and product (Hint: Look to your Business Story Madlib from last week)



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Case Studies on Good and Bad Co-founder Stories
· Fill out and discuss Roles & Responsibilities
· STORY: Hear from Alchemist on their Founder Story.
	
	· Examples on Prototyping and Business Experiments
· Complete Experiment Designer and identify 2-3 focused experiments
· Peer-to-Peer Share of Experiment Ideas



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Roles & Responsibilities
	
	· Experiment Designer
· NeedFinder App



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· -
	
	· Share with instructor and team your list of Ideas from NeedFinder App
· Turn in list of 4-5 Key Business / Product Hypotheses




	TINKER THURSDAYS  @ Alchemy Lab Central

Sketching & Storyboarding
Illustrating User Journeys, and Key Moments - Illustrate a key moment for 2-3 product/service concepts
	
	TOOLS NEEDED

· Illustrating User Journeys





NEXT:  Understanding Your Customers
REMINDER: Meet with mentor - Meeting Notes Due Next Class



	Understanding Your Customers
Learning Outcomes: Identify the people you’re creating your company for. Outline types of customers from economic buyer to end user. Use evidence to identify opportunities to create value for customers.




	Class 5
How to Build Empathy: 
Activities for user research using prototypes to push conversations on your hypotheses. Developing customer profiles and journeys.
	
	Class 6
Evidence for Opportunities: 
Identifying Opportunities, revisiting your Business Story, and Iterating Hypothesis and Prototypes from Evidence.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Review: Understanding Customers
· Outlined Research Plan including 3-5  Interview Questions, 1-2 Analogous & Market Inspirations, 1 Empathy exercise
· Test Hypotheses: Talk to At least 10 People with Concept Sketches and debrief with Interview Session Debrief
	
	· Course Pack Review: Synthesis - Identifying Opportunities
· Summarized Evidence: Learnings from your Customer Research Debrief, Journey, & Decision Making Unit



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Case Study on Designing to Customers
· Sketch and Label your Decision Making Unit - End User, Economic Buyer, Influencers
· Sketch Customer Profiles & Illustrate Current User Journey (i.e. without your solution, one per stakeholder) - identify 3 major pain points
· Two Teams randomly selected to shareback to class
	
	· Synthesis Guide Exercise Brainstorm and Select 1 Opportunity to focus on
· Complete New Experiment Designer for Iterated Prototype (How has your Business Story Changed?)
· STORY: Hear from a Alchemist on how they evolved idea based on their customer



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Research Plan Guide
· Interview Session Debrief
· Decision Making Unit
· Customer Profile
· Illustrating Current User Journey
	
	· Synthesis Guide
· Experiment Designer



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Research Plan outline and Inspiration
· Meeting notes with mentor
· List who you Talked to
	
	· Completed customer exercises from last class (DMU, Profiles, Journeys)
· Summary of your Key Learnings & Evidence



	TINKER THURSDAYS  @ Alchemy Lab Central

Prototyping Digitally: Online and desktop tools to create digital mockups
	
	TOOLS NEEDED

· Bring your laptop






NEXT:  Market & Value Proposition




	Market & Value Proposition
It’s the final week of our Customer and Market Sprint! 

Learning Outcomes:  Ability to segment and measure target customer market. Define your startup’s unique, compelling value proposition for target customers.




	Class 7
Choosing a Market Focus and Assessing Value: Segmenting your market, choosing a focus, and quantifying a market opportunity. Determining your value proposition through the “Jobs to be Done” framework.

	
	Class 8
Pitch Day: Pitch to the Advisory Board of Industry Mentors Your Customer, Market Fit, and Value Proposition.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Review: Assessing Your Opportunity  & Your Value Proposition
· Fill out Market Segmentation
· Quantify Your Market Opportunity
· Fill out Competitive Map
	
	· Prepare and practice pitch to Advisory Board
· Hint: Use Business Story Madlib & Business Story Critique Handouts



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Case Study Example on Market Assessment.
· Jobs to be Done Exercise
· 10-second Elevator Pitch of Business Value Proposition
· Peer to Peer Review on Elevator Pitches & Jobs to be Done
	
	· PITCH To Advisory Board of Class Industry Mentors for Feedback



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Competitive Map
· Market Segmentation Guide
· Quantifying Your Business Opportunity
· Elevator Pitch
· Jobs to Be Done
	
	· Business Story Madlib
· Business Story Critique



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Updated Business Story Madlib based on last week’s learnings
· Competitive Map
· Market Segmentation, chosen segment focus, and why
· Quantified Market Opportunity
	
	· Pitch Deck



	TINKER THURSDAYS  @ Alchemy Lab Central

Websites: Creating Landing Pages with WYSIWYG Editors
	
	TOOLS NEEDED

· Bring your laptop






NEXT:  Creating a Product & Brand


	Creating a Product & Brand
Get ready for your second Design sprint to build on your Product, Brand and Business Model! 

Learning Outcomes: Determine Minimum Viable Features for your product or service. Map your customer experience. Define core values and messaging for your business. Understand how to express brand at each customer touchpoint. 




	Class 9
Revisiting your Business Hypothesis & Defining your Minimum Viable Product: 
A moment to revisit your core business idea. How to identify minimum viable features for your product and map the customer experience.
	
	Class 10
Brand: 
What makes brands iconic and aspirational? We explore how to express your value proposition across all parts of your business and identify defining moments of your offering’s experience.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Review: Product & Experience
· Summarize feedback and ways to iterate from the advisory board pitch
	
	· Course Pack Review: Brand
· Complete Think Fast! - 3 Things
· Updated Business Story Madlib



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Revisit Hypothesis - How has your Business Story Changed? (Hint: Revisit Business Story Madlib) Complete New Experiment Designer Handout
· What is an MVP? Discuss Examples
· Define 3-5 Features with the Minimum Viable Product Handout
· Sketch your Journey Storyboard, and identify Defining Moments of Your Experience around your MVP
· Peer-to-Peer shareback on MVP and Experience
	
	· Get Your Creative Juices Flowing: Blind, continuous line-drawing
· Creating Iconic Brands- Case Studies on Aspirational Brand Work
· Brand Show & Tell Personality Exercise
· STORY: Hear from an Alchemist on How they Developed their Brand



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Experiment Designer
· Minimum Viable Product
· Journey Storyboard
· Defining Moments of Your Experience
	
	· Business Story Madlib
· Think Fast! - 3 Things
· Brand Show & Tell Personality



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Summarized feedback from advisory board last week
	
	· Thinkfast! - 3 Things
· Updated Business Story Madlib



	TINKER THURSDAYS  @ Alchemy Lab Central

Graphics: Tools and Graphics for Creating Brand Expressions
	
	TOOLS NEEDED

· Bring your laptop






NEXT:  Designing a Business Model
REMINDER:  Meet with mentor, meeting notes due next class



	Designing a Business Model
Learning Outcomes: Ability to design business models that create, capture, and deliver value for your organization. Able to prototype pricing models, identify key sources of revenue, and estimate costs to deliver value to customers.  Ability to create a P&L and estimate forecasts to reasonable assumptions. Ability to assess unit economics and demonstrate how they impact business growth. 




	Class 11
Designing a Business Model:
Identifying how you create, deliver, and capture value in your business model canvas. Understanding sources of revenue, costs, and profit. 
	
	Class 12
Unit Economics & Financial Statements:  Determining your profitability per unit of product/service. Understanding your Cost of Customer Acquisition, and Lifetime Value.  Developing your P&L and creating reasonable short-term forecasts. 



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Review: Business Models
· Fill out your Business Canvas (as learned in prior courses).
	
	· Course Pack Review: Financial Statements
· Fill out P&L & Unit Economics Spreadsheets for Year 1  (optional for the advanced: determine your year 2 and 3 forecasts)



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Examples on Business Models
· Peer-to-Peer review on Your Canvas
· Identify how your will make money with Capturing Value: Price and Revenue Model and do Sketch Your Business Model
· Determine Fixed and Variable Costs with Outline Costs

	
	· Examples on the Impact of Unit Economics
· Workshopping your P&Ls: Revising Year 1 



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Business Canvas
· Sketch Your Business Model Worksheet
· Capturing Value: Pricing and Revenue Worksheet
· Outline Costs
	
	· P&L Statement
· Unit Economics 



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Completed brand work from last week
· Latest meeting notes with Mentor
· Business Model Canvas
	
	· Business Model Sketch, Price and Revenue Model and completed Costs from last class
· P&L & Unit Economics Draft for Year 1



	TINKER THURSDAYS  @ Alchemy Lab Central

Designing for Communication: Designing Beautiful Pitch Decks - Storytelling with Slides, color, text and hierarchy.
	
	TOOLS NEEDED

· Bring your laptop






NEXT:  Build Week and Pitching to Advisory Board



	Build Week & Pitch
It’s the final week of our Product, Brand and Business Model!  Sprint! This week will end in another Advisory Board meeting with mentors!

Learning Outcomes: Ability to Deliver a Compelling Pitch on your Product, Brand and Business Model to a Board of Industry Advisors




	Class 13
Build Day: 
Free time to push your product and service prototypes, brand work, revise business model, and practice your pitches. Mentors will be available for advice
	
	Class 14
Pitch Day: 
Pitch and show Prototype(s) to the Advisory Board of industry mentors your Product, Brand and Business Model! 



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Prepare Pitch deck with proof of prototype(s)
· Review Storytelling
	
	· Practice your Pitches 



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Work, build, and practice in class. Mentors and instructors available for feedback.
	
	· PITCH To Advisory Board of Class Industry Mentors for Feedback



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Business Story Madlib
· Business Story Critique
· Elevator Pitch
	
	· Your Pitch Deck with proof of prototype(s) and evidence



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· -
	
	· Final Pitch Deck



	TINKER THURSDAYS  @ Alchemy Lab Central

Fun Craft Activity: Design your Alchemist armor for business founder super-powers
	
	TOOLS NEEDED

· Bring your laptop





NEXT:  Marketing & Sales

	Marketing & Sales
The remaining course is about the hustle - getting to market and acquiring customers. At the end we’ll prepare for a Demo with peers and ecosystem guests!

Learning Outcomes:  Ability to iterate business hypotheses based on expert feedback. Ability to develop a Sales and Marketing Strategy and design activities to get people to buy (or sign up) for your product and service. Demonstrate understanding of generating customer conversions at each touchpoint.




	Class 15
Introduction to Sales & Marketing 
Revisiting your business hypotheses based on feedback from your last Advisory board pitch Introduction to early stage sales & marketing
	
	Class 16
Mapping Customer Touchpoints 
How does a customer become aware of your product, what are your sales & marketing activities along your customer experience? Layout and develop resources and assets to pull customers into your service.



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Course Pack Reading: Marketing & Sales: Getting your First Customers
· Summarize Key Feedback from Advisory Board
	
	· Complete Marketing JumpStart 



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Revisit Hypotheses based on New Evidence - How has your Business Story changed? (Business Story Madlib)
· Experiment Designer - What will you iterate?
· Introduction to Sales & Marketing
· Take-One / Ad Concept Exercise
· Peer-to-Peer Response on Marketing Concepts
	
	· Experience Map of Customer Touch points
· Discuss how to convert customers at each touchpoint
· STORY: Hear from Alchemist on their Strategy
· Guidelines for Demo Day



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Experiment Designer
· Business Story Madlib
· Take One / Ad Concept
	
	· Marketing Jumpstart
· Experience Map
· Demo Day Prep Guidelines



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Summary of feedback from Advisory Board
	
	· Marketing Concept Sketches from last class



	TINKER THURSDAYS  @ Alchemy Lab Central

Online Marketing: How to Use Social Media and GoogleAds Effectively to Test Engagement - Create an Instagram mood board, and one Ad
	
	TOOLS NEEDED

· Bring your laptop






NEXT:  Go-to-market, Organization & Mapping Next Steps
REMINDER: Meet with mentor, meeting notes due next class



	Go-To-Market, Organization & Mapping Next Steps
We’re one week away from the final Demo Day!

Learning Outcomes: Able to identify distribution channels for a business, and methods and mechanisms for delivering value to customers. Able to articulate next steps of a business in a roadmap.




	Class 17
Go-to-Market Plan: Determine How Your Business will Deliver Value and determine distribution channels.
	
	Class 18
Ongoing Team and Next Steps: What are your future roles and responsibilities? What do you need next to establish and grow your business?



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· (Begin prep for Demo Day)
· Review/ revise your Experience Map
· Summarize Feedback from Mentor
	
	· Course Pack Reading: Designing Your Organization
· Core Values Worksheet 



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Case study on companies with an effective Go-to-market strategy
· Delivering Value Exercise 
	
	· Discuss why defining Team Roles and Organization Matters - Examples
· Revisit Roles and Responsibilities
· Create your Minimum viable organization using Organization Needs Mapping
· Outline Next steps in Roadmap Builder



	TOOLS NEEDED
	
	TOOLS NEEDED

	· Demo Day Prep Guidelines
· Delivering Value
	
	· Core Values
· Roles & Responsibilities
· Organiation Needs Mapping
· Roadmap Guide



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Summary of Mentor Meeting Notes
	
	· Submit list of five to seven core values



	TINKER THURSDAYS  @ Alchemy Lab Central
What to expect for Demo Day: Free Build & Design Time for Your Demo Day
	
	



NEXT:  Demo Day


	Demo Day
It’s the final week of our course, ending in an exciting Demo Day with peers and ecosystem guests! You will also begin to take the next steps to continue working on your business.

Learning Outcomes: Ability to concisely pitch an early stage business and deliver on a product or service.




	Class 17
Build Day: 
Free time to push your demos and pitches for Demo Day Practice with peers and available mentors
	
	Class 18
Demo Day:
Go time! We will film your team as you demo and pitch for 5 minutes to the audience. The pitch and video will be your final. You will be able to use the video to submit to other programs and application



	TEAM PREP FOR CLASS
	
	TEAM PREP FOR CLASS

	· Class Poll on Next Step
· Draft Pitch Decks
	
	· Final Demo and 5 minute pitch deck 



	ACTIVITIES IN CLASS
	
	ACTIVITIES IN CLASS

	· Work, build, and practice in class. Mentors and instructors available for feedback
	
	· Demo Day



	TOOLS NEEDED
	
	

	· Business Story Madlib
· Business Story Critique
· Incubation License Sign-up (if ready)
	
	



	DELIVERABLES DUE
	
	DELIVERABLES DUE

	· Apply for Incubation License or a Deep Dive Session at the Alchemy Lab
· Fill out Class Poll to share next direction
	
	· Upload draft of your 5-minute pitch


[image: ]
	TINKER THURSDAYS  @ Alchemy Lab Central

Class celebration! Congratulations!
	
	


Don’t forget to continue iterating!
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