
 

 
 

Facilitation  Agenda – Think Like a Genius Session 
Goal: To facilitate an idea generation session for participants in the Think Like a Genius program.  This session can be 
broken up into two sessions, or facilitated within individual groups. 

 

What Problem are you trying to solve? 
1. Bullying in schools 

a. What type of bullying? 
i. Bullying is a very large problem and has many components 

to it.  Is there a particular focus in bullying that is important 
to you? 

b. Who does the bullying impact? 
i. How has bullying impacted you, your friends, your school, 

your family, or your social environments? 
c. Where does the bullying happen? 
d. When does the bullying happen? 
e. What are the consequences of bullying?  

i. What do you think causes the aspect of bullying you are 
focusing on?  Keep asking this question until you get to the 
root of the problem. 

ii. What has to be done in order to make the bullying stop? 
f. Do you feel the problem you determined (or causes you identified) 

is solvable or minimized? 
g. Can you see your problem being solved or minimized through a 

business product or service? 
 

 Key Learning Points: Why is problem identification necessary to defining your idea?  
● A thoughtful definition of your idea helps you move towards a sustainable 

solution, you’re addressing where the business opportunity will address the 
problem. The more you understand the problem, the better you can 
provide a solution for someone's needs. 

● Get to the root of the issue.  Problems can't be solved by band-aids, they 
need to get into the core of why something is happening.  

● Brainstorming brings a level of creativity, which puts your mind in a great 
place for coming up with a business solution. 
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What is the proposed solution/business to solve 
the problem?  

1. What are ALL the possible solutions to address / minimize the problem? 
2. Is it a product or a service? 
3. Will your innovation improve or enhance a current program or service? 
4. How will this help solve the bullying problem? 
5. What is the value of the solution to the people you are helping? 
6. Pick your top 3 answers 
7. Of the top 3 answers, what do you feel is the best solution and what has 

the most potential to create value for those that are impacted by bullying? 
 
Key Learning Point:  

● Getting to one good idea takes casting a wide net to many ideas and 
refining those ideas.  

● As a starting point, the proposed solution has to be something you believe 
in. 
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Does your solution make sense to others? 
1. We can work ourselves into a corner thinking what we came up with is 

the greatest.  What do others think of this? 
2. Do you know someone impacted by your identified problem?  Get 

feedback on your solution to better understand if the idea has any value. 
a. Would they purchase/use/consume it and why? 
b. If not, what is the reason? 
c. How does this solution create value for that person? (ask them to 

put it in their words) 
i. If a business solution - How much would they pay for it? 

d. Would they recommend it to others? 
e. Do they feel it helps solve the greater problem? 

3. Are there any unintended consequences to your solution? Are you 
causing more harm than good? 

 
Key Learning Points 

● We are smart people and even smarter when we engage with others to 
understand and gather feedback. 

● This addresses the empathy quotient to your solution. If your target market 
doesn’t identify with your solution, your solution won’t be successful. 

 

Design Theory 
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Is your idea feasible? 
1. Market Feasibility Questions: “Right Message, Right Audience” 

○ Is anyone else providing what you intend to offer?  Can you 
compete? 

○ Who will use your product or service? (not everyone) 
○ Can you describe the benefits of your product / service? 
○ Is your proposed price aligned to the target customer and quality 

level of your product / service? 
○ Where do you want to sell or deliver your product / service?  Is that 

a feasible location? 
○ How do you get people excited about what you have to offer? 

2. Operational Feasibility Questions: “Delivery and Selling” 
○ How will you manufacture your product (or deliver your service)? 

Do you have the capacity to do this (or even the permission to do 
so)? 

○ How/Where will you sell this?  Do you have the skillsets / right 
people to sell it? 

○ What are the human costs associated with your solution?  How 
much time is being used? 

○ Does everyone have a specific role on the team?  
3. Financial Feasibility Questions: “Money in, Money out” 

○ Does the cost of producing / delivering the product or service 
outweigh the revenue/support you can generate from it? 

○ Are there costs that exist regardless of whether or not you make a 
sale (fixed costs)?  Does the leftover income from the sale of your 
product / service cover these costs? 

○ Do you need to pay yourself?  Is there enough to do so? 
○ Describe or list all the various costs to deliver service or produce 

product. 
4. Founder Team Feasibility Questions 

○ Do you have the right mix of people on your team? 
○ Does everyone work together nicely? 
○ Do you have a process to resolve conflicts when they arise? 

 
Key Learning Points 

● Feasibility can be understood by thinking through the various aspects of 
your solution. 

● You don’t need a full blown business plan to determine whether or not 
your idea makes sense. 

● Don’t forget about your team.  Figuring out how best to work together is at 
the foundation of your success. 

Essential 
Questions - 
Growth Phase 
1 
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Vision Setting – What does the business look like 
at the end of the challenge? 

1. Vision Island Diagram: the visual representation of the lifecycle of the 
business 

2. Vision Exercise 
a. Brainstorm questions from exercise (Location, technology, people, 

money, etc) 
3. What is your big vision for your business (if everything works out the way 

you want it to, what does that look like)? 
 
Key Learning Points 

● You can't eat an elephant all at once.  You need to eat it one bite at a time. 
● We need a clear and concise vision statement in order to know where we 

are going. Can’t be vague.  
● Reverse engineer - what is your ultimate goal / purpose for your business 

and then work backwards. 
● Be realistic.  If ideas and your vision are beyond your capacity to deliver, 

then you won't have a business. 
 
 

Flip Chart – 
Vision island 
handout 
 
TLGF - 
Roadmap to 
Success 
 
Vision 
statement 
questions  
worksheet 

 
 
 
 
 
 
 
 
 
 

WYAT (where you are at today) – Where is the 
business today? What resources do you have 
right now? 

1. Now that we know where we are going, we need an honest look at where 
we are starting from.  

2. WYAT questions - Personal and business side 
 
Key Learning Points 

● Knowing where you are at today allows you to start your business journey 
with a reality check. 

● It’s like driving to a destination.  You know where you are trying to get to 
and you know where you are right now.  There are several paths to take 
and you need to choose the one that makes the most sense to you. 

● You can’t build a business that isn’t rooted in realty. 
 
 
  

EBO Where 
You Are Today 
Questions 
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What gaps exist between where you are and 
where you are going? 

1. Gaps = what needs to be in place from Today to The Vision Statement  
2. What gaps naturally bubble up from WYAT to Year 1 Vision? 
3. The gaps inform the process of moving this forward  

 
 

 

 

Take away: What are your immediate NEXT 
steps?  Move to Action. 

1.  

2.  

3.  

4.  

5.  
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