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INTRODUCTION 

The MELES-BOT Handbook is a guide that helps the user to apply an educational chatbot as the 

support in conducting an entrepreneurship course. 

BOT-learning educational method is based on the use of chatbot (virtual teacher) and chat (text or 

conversation with a real educator). Chatbot will lead the team or individuals through the project 

development starting from idea to the market. The user can start the process on any STAGE. Stage of 

the project's development shall be determined by the user. Another approach (“Create your own way”) 

enables the user to search through all available TOOLS. Based on the description given, the user can 

select the TOOL which suits the current project’s requirement. 

The handbook is divided into 4 main parts (STAGES) corresponding to the stage of project’s 

development. 

● Inside STAGES, there are: STEPS which help the user to determine what steps (e.g. setting up 

the goals, identifying the market needs, IP strategy) should be taken to reach next level (STAGE) 

of development, 

● Each STEP contains few TOOLS (e.g. Patent research, Empathy map, Partner match). There 

are, in total, 36 TOOLS, which are also listed in “Create your own way” approach, 

● Execution of TOOL requires from the user to take some ACTIONS (e.g. Partner survey, 

Generate ideas, Social goals), 

● To support the user in ACTIONS the carefully selected EXAMPLES were presented. They give 

ideas how such ACTIONS were executed by successful entrepreneurs. 

Stage 1 – IDEA CONCEPT OF THE PROJECT (BOT Guide) - The idea concept of the (business) 

project starts around the creation of a novel and innovative product or service offered to a particular 

market segment, to solve unmet needs through a compelling bundle of features. The stage is organised 

in three main steps, that capture the essentials of a baseline for a disruptive business idea:  

● Step 1 - Customer discovery needs;  

● Step 2 - Substitute solutions;  

● Step 3 - Solution discovery.  

Stage 2 – IDEA/CONCEPT VERIFIED - Focuses on the next phase in the entrepreneurial process as 

offers instruments for verification of the outlined idea or concept for realisation. It starts with 

determination and verification of main goals of the potential entrepreneur, continues with analysis of the 

environment, where the entrepreneurial project will be launched and covers the readiness for business 

of the entrepreneur and availability of the resources. The stage is organised in four main steps:  

● Step 1: Nature and main types of goals;   

● Step 2. Determination of the goals;  

● Step 3. Analysis of the environment;  

● Step 4. Determining personal readiness and resource availability.  

Stage 3 – FIRST PROTOTYPE EXISTS AND IS READY FOR TESTS - An existing prototype allows 

the entrepreneur to test it with potential customers as well as to protect the intellectual property involved. 

This stage also allows the chance to take actions in terms of convincing different stakeholders of the 
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future benefits of the business idea. Stakeholders can be potential customers, suppliers, investors or 

institutions for funding. The stage is organised in three main steps:  

● Step 1 - Business planning and customer understanding;   

● Step 2 - IP protection and funding possibilities;    

● Step 3 - Funding possibilities. 

Stage 4 – TESTS OF PROTOTYPE PERFORMED AND READY TO MARKET DEPLOYMENT - The 

final stage of the bot prepares your product to the market. This stage focuses on partnerships and 

selling your product. There are three objectives of the stage: to help you select the most suitable 

partner(s), to engage partners with you and your product, and to plan product market entry activities 

(operations, need for support) together with your partner. The activities / steps to reach objectives of 

the stage are finding and selecting a partner, planning partner meetings, meeting up with potential 

partner candidates and planning and executing support of partners and their planned operational and 

support activities on the market. 

Please find here short video instructions, how to use different options. 

 

 

 

 

 

 

 

 

https://bot.science4people.eu/meles-bot-handbook/
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Stage 1 – IDEA CONCEPT OF THE PROJECT  

 
DESCRIPTION 
 
The idea concept of the (business) project starts around the creation of a novel and innovative product 
or service offered to a particular market segment, to solve unmet needs through a compelling bundle of 
features. The stage is organized in three main steps, that capture the essentials of a baseline for a 
disruptive business idea:  

• Step 1: Customer discovery needs;  
• Step 2: Substitute solutions;  
• Step 3: Solution discovery.  

 
STAGE GOALS 
 
The utmost important goal is to properly identify the customer needs to formulate potential ideas for 
products or services. After, the focus is to explore the potential competitive landscape and map the 
uniqueness of the new product/service. Finally, the last step is devoted to testing the previous 
assumptions and to start exploring potential business elements. 
 
IMPLEMENTATION GUIDELINES 
 
The BOT uses a sequential structure to support users on the definition of the idea concept of the project. 
Therefore, the first step will help users to detect the market explicit and implicit needs of potential 
customers to develop a product or service that fulfils the need. The second step aims to identify what 
solutions/products are already being commercialized such as substitute products that may compete 
with the new product/service. The last step aims to design and validate the solution using a set of 
strategies to assess the market-solution fit. For this, you can use different tools. At the end of this stage, 
users should have a validated idea for a new product or service. 
In each step, the Bot explains to the user the actions to be performed and implemented (using three 
tools followed by examples in the suggested links) to achieve each step question. 
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Stage 2 – IDEA/CONCEPT VERIFIED 

DESCRIPTION 

The launch of the entrepreneurial initiative goes through numerous and often parallel stages. They vary 
in different areas of the economy, but collectively form the difficult path from idea to market. This stage 
focuses on the pre-start-up phase which is an important element of any entrepreneurial process. The 
conclusions of the analysis are a reliable basis for making informed decisions for effective 
entrepreneurial activity. Therefore, in order for the analysis to be qualitative, well-established 
approaches, methods and indicators are needed. Stage 2 is Idea/concept verified and consists of 4 
steps with a total 11 tools.  

STAGE GOALS 

Through the idea/concept verification activities, the achievement of the following goals can be outlined: 

1. For the potential entrepreneur to familiarize himself/herself with the essence, methods of 
determination and main types of goals that are realized through the implementation of a business 
venture. 

2. Future entrepreneurs, through the application of some of the most famous methods, determine the 
main characteristics of the environment in which they will implement their business ideas, thus clearly 
highlighting the limitations and opportunities it offers. 

3. The verification of ideas and concepts is also related to looking "inside" - to both the personality and 
qualities of entrepreneurs, and to the availability of various types of resources necessary to achieve 
his/her final goal. 

IMPLEMENTATION GUIDELINES 

In this stage, a variety of tools are offered to support (potential) entrepreneurs in their successful path 
to the market from the point of verification of ideas/concepts. Following the logic of the tools in bot, you 
can completely "explore" and verify your idea or concept. Good results can also be achieved just by 
referring to a specific tool, example or video in which the concrete needed information is focused. 
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Stage 3 – FIRST PROTOTYPE EXISTS AND IS READY FOR 

TESTS 

DESCRIPTION 

An existing prototype allows the entrepreneur to test it with potential customers as well as to protect the 

intellectual property involved. This stage also allows the chance to take actions in terms of convincing 

different stakeholders of the future benefits of the business idea. Stakeholders can be potential 

customers, suppliers, investors or institutions for funding. The stage is organised in three main steps: 

business planning and customer understanding, IP protection and funding possibilities.    

STAGE GOALS  

The most important goal is to verify and validate the customer's needs. The product or service that has 

been developed by creating a viable prototype can now be tested. The focus will now be on 

understanding if the assumptions made in the earlier steps about potential customers can be validated. 

The more insights you collect from your target group customers the better you can adapt your 

product/service. Another goal is to understand the possibilities to protect the created intellectual 

property (IP). In which way can the team ensure that the business/project cannot be copied easily. 

Finally, the last step focuses on exploring funding opportunities as well as a better understanding of the 

resources needed and which different players in the market can provide financial support.  
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Stage 4 – TESTS OF PROTOTYPE PERFORMED AND READY TO 

MARKET DEPLOYMENT 

DESCRIPTION 

The final stage of the bot prepares your product to the market. This stage focuses on partnerships and 

selling your product. 

STAGE GOALS  

There are three objectives of the stage: to help you select the most suitable partner(s), to engage 

partners with you and your product, and to plan product market entry activities (operations, need for 

support) together with your partner. The activities / steps to reach objectives of the stage are finding 

and selecting a partner, planning partner meetings, meeting up with potential partner candidates and 

planning and executing support of partners and their planned operational and support activities on the 

market. 

IMPLEMENTATION GUIDELINES 

The stage is divided into four different activities. 

1.   The Partner Search activity helps to develop a relationship with the most compatible local 

partner. The target is to find a great partnership by investigating what kind of partners exist. Prepare 

and execute a partner survey to identify partner candidates’ existence, ability, and motivation to 

reach your pre-defined customers on the market. 

2.    The Partner Match activity enables matching end-customer needs and partner abilities in a 

way to create the best customer experiences. The goal is to match the known facts (a) your 

company’s objectives and ability to serve, (b) market environment factors, and (c) end-customer 

desire to buy into the identified partner candidates’ ability to serve and maintain the market 

opportunity in the long term. The section guides you to choose the most appropriate one or several 

partners. 

3.    The Content Strategy activity targets planning, developing, and managing content written or 

in other media. The goal of the content strategy is to give your partners/customers/consumers 

meaningful content to engage them. The target is to make a deal when you will meet your partner. 

Use content strategy to plan your meeting with potential partner candidates. 

4.  The Partner Meetings activity aims to help with meeting a partner, making a contract, and 

follow-up support for profitable business and growth. 
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