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Infographies 

19TH CENTURY

 

Prisoners climbed a combined 
17,000 vertical feet 
in the space of 10 hours 
the equivalent of climbing 
the Empire State Building 
13 times

History of 
The Treadmill

 Ancient Origins 

Alternative Applications

20th Century Developments

 Treadmills in the Home

Modern Day and a Look to the Future

The Prison Treadmill

1st CENTURY AD
The Romans used a treadwheel or 
polyspaston crane to lift heavy 
objects. The lifting capacity was 60 
times more ef�cient than the solely 
man-powered construction methods 
used by the Ancient Egyptians to build 
the pyramids

Horses were placed on treadmills to 
operate stationary machinery and even 
used to power boats

Smaller versions were also created for dogs, 
sheep and goats to operate butter churns, 
grind stones and cream separators 

1817-1902:

The longest documented stretch on a 
penal tread-mill was at Warwick Gaol 
prison 

Penal tread-mills were eventually used 
for pumping water and grinding corn 
before being abolished in 1902

Mechanical engineer William Staub 
invented the world's �rst, mass-produced 
home treadmill, the PaceMaster 600

Staub was inspired by Dr Kenneth Cooper 
seminal exercise book 'Aerobics' 

Mechanical engineer William Staub 
invented the world's �rst, mass-produced 
home treadmill, the PaceMaster 600

Staub was inspired by Dr Kenneth Cooper 
seminal exercise book 'Aerobics' 

Engineer Sir William Cubitt 
invented the penal tread-mill 
for use in British prisons

 
Claude Lauraine Hagen 
�led a patent in the US for a 
'training-machine' which 
featured a treadmill belt, this 
patent is still referenced to this 
very day

1911 1920s-1930s

Manually operated treadmills 
came to market. Lacking a motor, 
they required the user to manually 
move wooden slats in order to 
create momentum

Dr Robert A Bruce, 
The Father of Exercise 
Cardiology' invented the 
�rst motorised treadmill
Patients were hooked up to 
an ECG and tested for 
heart and lung conditions

Dr Robert A Bruce, 
The Father of Exercise 
Cardiology' invented the 
�rst motorised treadmill
Patients were hooked up to 
an ECG and tested for 
heart and lung conditions

1991 2013 2015 2017 2018

mid

35,000
units sold

2,000

 the company founded by Staub 

One of the world's 
most popular 
�tness equipment 
brands 
Life Fitness 
produced their �rst 
treadmill, the

9500HR

Life Fitness were 
the �rst company 
to introduce a 
touch screen 
console

Researchers at 
Ohio State 
University 
developed a 
treadmill that 
automatically 
changes speed 
to match the 
pace of 
the runner using 
sonar

Fitness start-up 
Peloton unveil 
plans for a 

$4,000 
treadmill which 
delivers bespoke 
workouts to the 
user

Virtual reality 
companies used 
multi-directional 
treadmills to 
enhance virtual 
reality

1952

 

How does a Community Credit System work?

needs to rent an 
apartment but 

she poor credit or 
she doesn't have 
access to credit 

The landlord ask Rita 
for a co-signer 

Rita is a member of the 
community credit system

The Community Credit System is 
made up of community members that 
have joined resources to back each 
other up and co-sign for each other, 
as one name. 

The Community Credit System will 
ensure certain protections and benefits 

for tenants. 

 LandlordCo-signer 

Community Credit System

Rita 

LEGAL HELP EXTENSIVE KNOW YOUR 
RIGHTS WORKSHOPS

COMMUNITY LENDING

Ensure 
the deposits 
are returned

1.2

 2
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CURRENT TERM MEDIUM TERM LONG TERM

Maths Hub v1.1

Marketing Site Redesign (WP)

Kosmos Automated Stats

Platform
Navigation (Incl Mobile)

SATs Post Assessment

SATs Reporting

Tutors Planning Sessions

Math Hub v1.2

Kosmos Session Playback

ESP Migration

GDPR

CRM + Data Migration

MIS Integration

Reporting Questions View

Maths Hub v2

Attitude Reporting

Onboarding Journey

Session Tracker 
Improvements

User/Account Management

Multiple Programme Select

Platform  Styles

Platfom Tablet Support

Kosmos Tablet Support

TPF Dashboard
Kosmos Chat Mode

Reporting Printing

Session Observation
Improvements

Session Observation
Reporting

Advance Filtering

Working with primary schools across the UK to transform pupils’ attainment and love of Maths through 
personalised 1-to-1 teaching and a toolkit of assessment, online CPD and resources from Maths experts

Ernesto Parra a mené de front deux cursus, l’un en 
journalisme, l’autre en design graphique. Ainsi, il peut tout à la fois 
synthétiser l’information et l’illustrer visuellement. Son expérience 
internationale, dans des missions très variées, lui permet de 
s’adapter à tout contexte et relever de nouveaux challenges. 

http://ernestoparra.com/page3.html


       

Booklets

Traditional 
Business Education

The Pop-up Business 

School Approach
This is the process that all traditional business support 

companies teach. It actually slows most new businesses 

down and scares a lot of businesses out of ever starting

The Pop-Up Business 

School approach to 

starting a business

WRITE A BUSINESS PLAN

This can be a daunting prospect for some people who just aren't that 

literate. It slows most new businesses down and scares off potential 

entrepreneurs

BUILD CONFIDENCE

Start by helping people see it is possible and then believe that they can do it. 

Everything starts with self-belief and confidence.

WORK OUT HOW MUCH MONEY YOU NEED

Scare people off with a cash-flow forecast and a list of the possible 

start-up costs.

SELL SOMETHING
The quickest way to start a business is to sell something to someone. Don't 

waste time making it first; go and talk to potential customers.

ASK FOR THE MONEY UP FRONT

Most businesses expect you to pay up front before they give you the product. 

So why do most start-ups do the work first then ask to be paid?

MAKE A PROFIT
If you sell first & take the money up front you are in profit from day one. You 

never have to go into debt and the energy that 1st sale gives you will drive the 

business forward.

DELIVER THE PRODUCT

What you have sold; exceed expectations and delight the customer.

FIND MORE CUSTOMERS

The easiest way to get your 2nd customer is to get another one just like your 1st. 

So if your 1st sale was to a hotel; go and pitch to every other hotel in the area!

REPEAT AND HAVE FUN  

Business should be fun, if you don't enjoy it then you aren't going to keep doing it. 

So let's find a way to have fun and make money at the same time.

MAKE A PROFIT MAYBE YEAR 2!

It seems that common business sense is that you won't make money in 

your first year. No wonder so many businesses fail if you have to wait that 

long to make a profit!

Why do we wait months to start selling?START SELLING

INTERVIEW POTENTIAL CUSTOMERS

The only way to know if a customers is actually interested is to ask 

them to buy; not to interview them.

I know what: let's force all new business start-ups to go straight into 

debt. No wonder so many new businesses fail if they start in debt!GET A LOAN

How do we know what a customer actually wants before we ask them? 

In most traditional business plans product comes before sales; why?DESIGN A PRODUCT

1

2

3

4

5

6

7

People reached on

29,247
71,505

179 sign ups to the event

145 people attended the event 79% had never run a 
business before

37% 

38% of people made 

a sale in the first 2 weeks
43% people started 

a business in the first 2 weeks

£2984.21 taken at the shop front by the new business

The average number of days people attended for

6.5 days

The Biggest barrier to starting up: LACK OF MONEY

PROMOTION

Overall comments for this page is that it needs to 

achieved.  

unemployed

2 | PopUp Business School Reading Report 

WHAT IS 
THE THE POPUP 
BUSINESS SCHOOL?

For two weeks the PopUp Business School took over 

the Mango store in the Oracle Shopping Centre to 

help people start businesses and make their own 

money doing what they love.

We are the exact opposite of the traditional approach to business start-up (Business plans, loans and a long 

slow process), we help people get going quickly and make their money doing what they love.  

THERE WERE 10 DAYS OF WORKSHOPS INCLUDING:

• How to start a business with NO money

• How to build a website for free

• How to make money from your sofa

• And so many more.

The PopUp was jointly funded by: 

THE READING POPUP BUSINESS SCHOOL IN NUMBERS
HOW IS OUR 
APPROACH DIFFERENT?

HOW TO START A BUSINESS WITH NO MONEY

5 WAYS TO GET WHAT YOU NEED TO GET STARTED FOR FREE

HOW TO BUILD A WEBSITE FOR FREE

CONFIDENCE: THE MAGIC INGREDIENT

10 WAYS TO LEAVE THE JOB CENTRE BEHIND

12 WAYS TO GET PEOPLE TO VISIT YOUR WEBSITE

HOW TO EAT A FROG: WHAT’S STOPPING YOU?

9 WAYS TO MAKE MONEY ON TWITTER

HOW TO MAKE MONEY FRON YOUR SOFA

www.popupbusinessschool.co.uk/

reading-video

4 | PopUp Business School Reading Report 
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CONTENT OF THE COURSE

VIDEOS

For two weeks the PopUp Business School took over 

the Mango store in the Oracle Shopping Centre to 

help people start business es and make their own 

money doing what they love.

We can right words and show you 

pictures but the closest we can get 

you to actually being at the PopUp is 

to show you  
the vid eos of it. Click on the screen 

shots  
and you will be taken to Our PopUp 

Business School page to see what the 

PopUp Business School in Reading 

actually was like. 

https://www.youtube.com/

watch?v=bSGTFNx5UUs
 

in Reading

3. The BBC report from the second week 

at the event

4. The participants comments from  

the event

https://www.youtube.com/

watch?v=94aP7BlNqvQ

5. The last day montage video  

of the PopUp

6 | PopUp Business School Reading Report 
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EVENT PROMOTION

WHERE DID PEOPLE 

COME FROM?

A huge amount of effort and work with our 

partners went into promoting the event and 

getting the message out to Reading and 

the surrounding areas.

The majority of people as expected came from 

Reading but we had people traveling well over an 

hour’s drive form places like Portsmouth, Worthing 

of Chipping Sodbury.

METHODS OF PROMOTION:

1. Taster workshops at the Job Centre Plus in Reading

2. Social media

3. on-site advertising

4. DWP

5. Television

How did you
find out

about us?

DWP 20%

Walked Past 24%

Word of Mouth 30%

Social Media 17%

TV 9%

Council 3%

7

Other 8%

Press %

05/04/2016 12:57 

h p://www.mapsdata.co.uk/online

Whilst the vast majority of par cipants came from a ght geographical area we had people travelling from as far as W

Reading 92

Newbury 6

Wokingham 5

Basingstoke 3

Henley On Thames 3

Banbury 2

Bracknell 2

Camberley 2

Southampton 2

BristolBristol 1

Fleet 1

Hungerford 1

Hurst 1

Kidlington 1

Richmond 1

Wargrave 1

Windsor 1

Worthing 1

Location Stats

LONDON

BRISTOL

Chipping Sodbury

Benson

Windsor
Bradmell

Camberry

Basingstoke 

Tadley
Newbury

Calcot Twyford
Marlot

Worthing

Waterlooville
HarantHedge End

Hythe

1

1

1

1
1

1

1

1

1
1 2

3

4

4

13
49

2

2
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WHO CAME 
TO THE TWO WEEK EVENT?

145 
PEOPLE CAME TO 

THE FORTNIGHT EVENT

PARTICIPANT

Gender

Participant
Age Range

24-49

24

Unknown

42%
50+

83%

49.6%

48.9%

1.5%

15%

5%

37%

28%

22%

8%

1%
1% 1% 2%

Self Employed

Employed &
Self Employed

Unemployed

Employed

Education

Off Sick Volunteer Retired

EMPLOYMENT STATUS

EMPLOYMENT STATUS AT 

THE BEGINNING OF THE WORKSHOP

We promoted the event heavily on 

social media and with the DWP and 

in Reading. 37% of the people who 

came along to the event told us they 

were unemployment at the time of 

the event starting. We were surprised 

by the high numbers (28%) of self-

employed people who came to the 

event.

10 | PopUp Business School Reading Report 
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0

50

10
20

30
40

MONEY50

CONFIDENCE / COURAGE
24

LACK OF KNOWLEDGE
16

TIME19

6 FAMILY

6 FEAR

15 SKILLS/SOCIAL MEDIA 
8 ATTRACTING CUSTOMERS/CLIENTS

BUSINESS SKILLS9

HAVE YOU EVER RUN 

A BUSINESS BEFORE?

WHAT WERE THE BIGGEST BARRIERS 

TO STARTING A BUSINESS?

79% 
of participants had never run 

a business before

Of the people that turned up 79% of them 

had never run a business before.

• From people who were 

technophobic to developers 

and coders

• From experienced business 

people to just out of school

• From 16 years old to retired 

and looking to top up a 

pension

We asked all the participants on their way into the event 

what their biggest barriers to getting started were and 

this is wha t we found out:

The number 1 barrier to starting a business is lack of funds or 

money and this is based on the belief that it takes money to 

make money. In traditional business startup programs the focus 

is very heavily on writing a business plan so that you can work out 

how much money you need to borrow to get started. The NEA 

and other prog rams focus on Start Up Loans and lending money 

and as such we have found that people believe that you can’t 

start a business without money to get you going.

Money is the biggest barrier to people getting started and why 

HOW TO START A BUSINESS WITH NO MONEY

WE HAD SUCH A WIDE RANGE OF STARTING POSITIONS FOR THE PARTICIPANTS:

79%

21%

12 | PopUp Business School Reading Report 

HAPPINESS
How happy are you? Having a clear 

purpose in life helps people to 

feel happier and get more done. 

As we uncover people’s purpose 

and business ideas and help them 

to feel it is achievable. This has 

a direct impact on someone’s 

happiness and positivity. We 

believe if we can help people to 

feel happier they will be more 

successful in their new start-ups

SELF-EFFICACY
Is the ability to get things done 

and your belief that they are 

a huge roll in how you approach 

goals and work and how you react 

to challenges. We look to help 

by helping them to get quick 

wins under their belt such as the 

approaching a customer

HOW MANY DAYS DID 

THEY COME FOR?

CONFIDENCE, 
HAPPINESS, 
SELF-EFFICACY, 
BUSINESS SKILLS

The event was 10 days long with different 

workshops on different days. 

For a copy of the full schedule click here: 

But how long on average did participants stay for?

ON AVERAGE PEOPLE STAYED FOR 

At the PopUp Business School we 

before and after the event. We ask 

people to rate where they are on a 

scale of 1-10

3%

1 2 1 0 3 6 2 1 4 4 6

7%
3%

10%

0%

20%

7%
3%

13% 13%

20%

Nº of
People

CONFIDENCE

measure this because we have 

found that it is 1 of the most 

important elements to someone’s 

success. If they are feeling 

to take a chance and approach 

someone to make that sale and 

build their business.

BUSINESS SKILLS

Do you feel you have the business 

skills you need to run your new 

business? 

Your level of skill in business and 

whether you believe you have 

the tools to succeed running the 

business you want to set up . You 

don’t need to know everything 

about business but you do need 

to know how to run yours really 

well.

Confidence  76%

52%

80%

40%

76%

51%

77%

Happiness

Self-
Efficacy

Business 
Skills

41%

Before                     Afterwards

6.5 out of the 

10 day course

There were a core following 

of 20 - 30 participants which 

attended every single day of 

the PopUp Business School 

workshop.

14 | PopUp Business School Reading Report 

PopUp Business School Reading Report | 15

DID YOU MAKE A SALE OR 

START YOUR BUSINESS?

WEBSITES CREATED

One of the key points on an entrepreneurs journey is the 

hand. This can turn out to be the catalyst that drives you 

forward to build your business. We do everything we can to 

weeks!

Here is a sample of the websites and 

online businesses that were built and 

launched over the 2 weeks

It is amazing how having a website so 

quickly helps people to feel that their 

business is more real

No
63%

Planning 
on starting

57%

Started
43%

SALES DURING THE TWO WEEKS

WHERE ARE YOU NO WITH YOUR BUSINESS?

Yes
38%

Sales generate by the new businesses within the fortnight:   £ 2984.21 We didn't put anyone off starting!

www.blacksealgreetings.com

www.michaelacouture.co.uk

www.hartsecurus.co.uk

www.grhymecom.weebly.com

www.etsy.com/uk/shop/shadowlamps

www.viking-solutions.com

www.nikkiedwardshr.weebley.com

www.drhouseservices.com

www.breadrosesbiscuits.co.uk

www.nikkiedwardshr.weebly.com

www.honeysofhenley.co.uk

www.renegade-living.com

www.responsive.org.uk

www.advantageips.com

www.knittingwindows.com

www.uncouthkat.com (under construction)

www.scrumptiouscake.weebly.com

www.drhouseservices.com

www.angelalovespurplegmail.weebly.com

16 | PopUp Business School Reading Report 
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Greeting cards for the

ethnic minority

Software Company 

PopUpRead Projects 

and Actions

Clothing line

Dressmaker

Coaching (women or youth)
Crafting / blogging as 

I learn about business

Health and wellbeing Health blog

Uk property management 

& expat prop rental

hartsecurus.co.uk - 

protecting people selling 

life insurance and 

income / business 

protection

Technoogy reviews on 

Youtube.

Online knitting site

Pet memorials

HealthBeauty and Wellbeing 

Direct Sales

Freelance Illustration

Chilled out chilli sauces 

with crackers

Dr house services - PA 

service, cleaning, relocation

Homemade cakes

Songwriting and music 

technology training

Vegan bakery

Relocation and pa services

Psychological Coaching

Online business directory 

and business hub for reading 

and surrounding areas

PC, laptop and tv etc 

servicing

Commercial bee farmer
Drone flying school

Hand painted lamps

Helping people get 

motivated and improve 

their life

Transylvanian arts and 

crafts importer

Gardening

SOCIAL MEDIA 
CHANNELS CREATED

TYPES OF 
BUSINESSES CREATED

Here are a sample of the social media 

accounts and businesses that we helped 

get going online. All the pictures below are 

active links to their twitter, facebook and 

instagram accounts and I am sure the new 

businesses would love you to follow them 

and help promote their business. Feel free 

to click through and talk to anyone.

An incredible array of businesses were 

started at the PopUp in Reading. One of the 

foundational principles of the PopUp Business 

School is that you should build a business and 

make money doing what you love. With that 

in mind we always start with passion and what 

people love to do. When you ask someone 

what they love to do you sometimes get some 

funny answers! This creates the diversity of 

startups that we see coming through:

Anders Muldal
Vegan bakery
@breadrbiscuits

Aaron McVitty
Helping people get motivated and improve their life 

@mcvitty_a

Josh Egerton 
Gardening 
@Joshbaby16king

Tasha Adams
Clothing line

  Hand painted lamps 

@shadowlamps  

https://www.facebook.com/shadowlamps

Nikki Edwards 

Coaching (women or youth) 

@nikkiedwardshr

Nina Stubban Online knittinsite

@Mannheim75 and @knittingwindos 

@1975mannheim and @knitingwindows  

www.facebook.com/knittingwindowsMiriam letitiya
Homemade cake
@m_letitiya

VENUE IS KEY

WIFI IS ESSENTIAL

FOOTFALL IS 
IMPORTANT DIVERSITY AND 

NETWORKING

GETTING 
PEOPLE TO 
TURN UP

EMAILING PEOPLE 

DOESN'T WORK

THE TALKS AT 

THE DWP WORKED 

REALLY WELL 

THE VIDEOS ON 

FACEBOOK AND 
TWITTER

@

GETTING FACE 

TO FACE & VIDEO 
ENGAGES

18 | PopUp Business School Reading Report 
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34.8k

HenryMNicholson

Impressions

TWEETS

THE TOP 10 USERS WHO SHARED THE 

HASHTAG AND GOT IT IN FRONT OF 

THEIR OWN AUDIENCES WERE:

RE
TWEETS

PopUpBusiness

GetReading

Socially_M

AlanDonegan

RobWilson_RDG

SimonJPaine

NigelEddon

ElevateMe

BerkshireTweets

32
17

1 

63

1

4

2

4

53

2

6 6 67.2k

14.2k

11.1k

9.0k

3.4k

2.6k

2.5k

1.6k

7.0k

Hashtag Total

Total

Twitter

Facebook

#PopUpReading

72 385

Instagram

#PopUpReading

9 likes   

(average)
comments per post

65,086 People Reached

178,825 Impressions

TWO WEEKS BEFORE DURING THE EVENT TWO WEEKS  AFTER

4471
6692

5505

2608

469

157

1959

214

106

133

298

People Reached People Engaged Video Views Post Clicks Reactions, Comments & Shares

41,204

22,154

151,799
Retweets

Likes
151,799

for every 100 uses of the hashtag in our tweets, 

it generated:

People Reached

40 
further 
tweets

21 
replies

39
retweets

215

620

4108
2017

7486

98
352

1500
1277

962
88

47

143

128

1578

171

59
124

157

SOCIAL 
ENGAGEMENT

LEARNING: 
What have we learnt from the running 

the PopUp in Reading?

One of the key ways we engaged 

with people to get them on the 

event was through social me-

dia. We also used social media 

channels to engage throughout 

the course and to promote the 

PopUp shop and to support 

participants following the event 

by posting videos answering their 

questions.

VENUE IS KEY
Holding our events at a university or college can put 

education.
Community centres are SOMETIMES great but the 

participants don’t get the experience of talking to - 

and selling to REAL customers

A venue like The Oracle Shopping Centre removes all 

barriers to starting up and empowers people to start 

trading immediately.

This venue changed the game for our events and 

allowed our participants to create £3000 worth of 

sales in just two weeks 

WIFI IS ESSENTIAL

Nothing kills a «how to build a website for free 

workshop» faster than poor WiFi. This is essential 

to getting business started quickly, to get the social 

media reach for partners and most importantly 

let participants EXPERIENCE the power of online 

strategies

FOOTFALL IS A GAMECHANGER

Having a large volume of people walking past the 

door (362,000 a week at the Oracle) gives the 

opportunity to the new business to make sales. Sales 

is the scariest part of starting a new business and to 

DIVERSITY AND NETWORKING

We have discovered that the diversity of the event is 

critical for the success of the participants. We build 

a strong community of people that come together 

and support each other to grow their businesses. 

The diversity creates a peer support network which 

sustains the project

PROMOTION
Emailing people doesn’t work. Emails create 

very little engagement or action. We have 

discovered that until we show up and get the 

chance to inspire people face to face very 

little happens. Working more closely with the 

DWP worked really well. Job coaches were 

motivated to signpost customers after we had 

the opportunity to pitch the project to them 

and then meeting the customers for a taster 

or email. 

Video engagement works. We found that our 

posts on social media which had video engaged 

far more powerfully and had far greater reach 

than any other type of promotion.

Partners need some help with social promotion. 

When using social media partners tend to post 

one or two updates on Facebook and once on 

Twitter. The social media promotion needs to 

posts a day to capture and build people’s 

attention and interest.

Social media is only one part of the mix; 

combining traditional media with social media 

seen a poster and then found it in the paper or 

on TV; they are far more likely to engage with 

our programmes. The BBC coverage generated 

another 45 walk-ups and tickets.

Perceived scarcity of places compels people to take action and secure their place. If they believe there is limited 

space then it drives them to take action and come along to the event.

product

space

Social
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WHAT WAS YOUR 
LIGHTBULB MOMENT

NEXT STEPS:

We asked the participants what there 

Lightbulb moments were at the event

Following the workshop we ask participants 

what are their next steps are following the 

workshop. This word cloud shows what people 

are focusing on following our workshops. 

The biggest absence on this list is borrowing 

money, funding or start up loans.

I don’t need to put myself in debt 

to start a business.

When someone said do what you 

love and it doesn’t feel like work

PopUp Business School.

Sorting out a website was my big 

frog that had grown massive over 

the years. Now I have one - it 

needs work, but at least I’ve eaten 

my frog!

I can run a business better than 

my last employer

Asking for money upfront

Various throughout the course. 

The key was connecting the dots 

and that’s what the course did. 

A big thing was being able to 

start to develop the fundamental 

lessons behind my business idea.

Learning to understand the clients 

pain.

Had the idea some years ago. the 

course has given me the impetus 

to action idea in near future.

Realising a blog is the key to my 

business.

Being able to network with like 

minded people and learning to 

make money with no money.

Was when the pop up school 

explained everything in 

perspective. They’ve helped me 

realise that starting a business is 

not as hard as I thought it actually 

was

First day trading in the popup 

store

Don’t follow the traditional rules

When Alan was talking about 

taking action now and not waiting 

until everything was perfect

Asking for money upfront

PARTICIPANTS’S VIEWS

Don’t believe what we say about the event. 

Listen to the participants and their views:

https://www.youtube.com/watch?v=94aP7BlNqvQ

For more information either

visit: www.PopUpBusinessSchool.co.uk

Or call Alan on 07932 247 353

infographics

WHO DO WE HELP? 

You are an SME (KMO) and you see people as your key 

resource. You listening, training and enable their personal 

development and wish to invest in their happiness for your 

organisational success. Then we can help you!

Because we provide people centered solutions that help 

you realise the full potential of your people, resources and 

organisation.

You are noticing

?

?

As a boss you might want

Projects completed within margin 

Clear communication 

Healthier employees

Better collaboration 

A lean organisation 

Shared understanding

A unique culture and identity supported by everyone

Rising 
turnover

Innovation 
is lacking

Self serving 
priorities

Employee 
disengagement

High work 
pressure

Burn-outs 
becoming more 

frequent

Recruitment 
Projects 
run late

...because there is so much/many

A lack of 
communication

How? Why?  What

By helping you do and say the right things that make for a 

happier employee, in a consistent and congruent manner.
Because research shows a happy employee.

Is more productive 

Less absent 

More cooperative 

Generates more revenue generating ideas 

Contributes more    

HAPPY EMPLOYEES...

© Creates happier employees

Motivates, inspires and engages

Gives insights in structure, systems 

and people

Creates clarity on what works and 

what doesn’t

Makes change more sustainable

Optimises organisational ROI

Lowers employee costs 

 

OUR METHODOLOGY 
DOES

OUR METHODOLOGY

THE MAIN PURPOSE OF THE METHODOLOGY IS 

to gain inside information, get to know what people think, feel and 

experience. 
What they presume to know and what they actually know. 

How they communicate and when, but alsohow their actions and 

their cause  and effect are connected.

THE 6 STEP CORE METHODOLY TO 

THE 8 STEP FLEXIBLE APPROACH  

 

 

 

 

A few conditions to be met before any type of change can be successful:ABSOLUTE CONDITIONS
SYSTEMIC CONNECTION

What you chose to 

communicate or not, 

consciously or subconsciously 

 it will affect everything

Everything is connected

You view people 

as key to your 
organisation 

Every tool or 
methodology can 

add value, either as a 

whole or partly 
Whatever you do, should be 

consistent and congruent with 

who you are as a person and an 
organisation

Actions should never be taken 

without taking into account the 

effect on connected systems

When executing 

change through this 

model, be aware that:

In short WE FIND OUT HOW you can communicate 

in words, actions and decisions that motivate, inspire and 

engage co-workers to embrace change and band together.

that adapts without losing its strength 

An independent party has asked and 

measured employees experience of 

the organization

You expressively value 

your employees 

You have taken actions 

that take into account you

employees wishes 

WHAT YOU HAVE DONE

Elements Everything
is connected

Every element of every step 

could change if even 1 thing 

of an element changes.1 2 3

OUR METHODOLOGY

IN THE ORGANISATION

SOCIETY

1 INTRODUCTION 

WHO ARE YOU AS:

For every step of this phase we ask questions 

illustrated.
We aim to gain a better understanding 

of all elements involved and study how 

ask questions and research conscious and 

subconscious communication.

WHY OUR METHODOLOGY? Because

WE LEARN MORE ABOUT WHO YOU ARE AS: A TEAM
 AN ORGANISATION

 AS A PLACE IN

WHO
WHAT

WHY
WHEN 

HOW

RESULT OF THIS STEP IS a compilation of 

different perspectives and interpretations 

that get cross referenced and together give  

a better view of  the current experiences of 

communication. 

do we make that decision  

ANALYSIS OF THE WORKING  OF STRUCTURE

 AN INDIVIDUAL

A LEADERMETHODOLOGY 

Introduction

 
 

external
solution

external
solution

external
solution

external
solution

Solution
management

Solution
generationImplementation

Systemic
Connection

1

2

3

4

6

 5

n

Structure

Changes Organisation

Environment

external
solution

external
solution

Stakeholders

What is
my purpose

Who am I? How do I
choose to see myself?

What do I believe
in and value?

Can I do these things?
Do I have the skills?

Where am I?
Resources, Restrictions?

What do I need to do?
What am I doing? 

SPIRUALITY 

IDENTITY

BELIEFS / VALUES

CAPABILITIES

ENVIRONMENT

BEHAVIOUR 

Conditions

4 SOLUTION GENERATION

The goal in this phase is to think of a solution 

that can work in the current organisations 

environment. One that takes into account all 

aspects of a working solution

5 IMPLEMENTATION 

In this phase the solution is implemented, managed and optimised 

by viewing all the stakeholders, their perceptions, actions and words 

and how they relate to the changes made and to be made. Taking into 

account the direction headed, as well as current experiences of the 

environment in which they are made.

Always validating the entirety, with the logical levels that lie at the heart

6 SOLUTION MANAGEMENT

Managements

Environment

Communication

Communication

Stakeholders 

Stakeholders

Self realised

Execution

Stakeholders

Plan of approach

Plan of approach
Goals

2 IDENTIFICATION        
SYSTEMIC  CONNECTION3 

Identify, analyse and understand how everything 

communicates, is connected and interwoven.

What of the things that we have done works, 

when, how and why.

Understand the communication process, the 

problems and opportunities and their relations, in 

order to adjust and rebuild sustainably

future and positively effect element «x» in the 

system and why?

Structure

Changes
Changes

Organisation

Environment

 

In past

For every step of this phase we ask questions that 

We aim to gain a better understanding of 

all elements involved and study how they 

and research conscious and subconscious 

communication.

Who 
1st   
phase

ANALYSIS OF THE WORKING OF STRUCTURE

WHY did we do that

WHEN do we make that decision

WHAT When How with Who

( We take the 1st 
phase with us )

Interviews

Observations Role playing

Stage in actor

SimulationsCommunication
platforms

Intervisions

Online management 
tools

Practical
exercises

Coaching

Teambuilding

Surveys©
©©©©©©©©

OUR METHODOLOGY

THE HOW

TOOLS THAT ARE USED RANGE FROM

The how is strongly Dependent on the situation occurred. 

Stakeholders

Existing solutions

Want to learn more?

www.peoplecenteredchange.solutions 
contact 

Jens Geets info@value-d.com

Passionné depuis toujours par le 
design et fort d’une expérience dans 
la communication visuelle en tant 
qu’infographiste, j’ai toujours été 
animé par le souci de transformer des 
idées en images. Riche d’une grande 
expérience créant pour le print.

http://www.netoparra.com
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DU 17 AU 26 OCTOBRE 2017

Le rendez-vous parisien 
de l’art contemporain latino-américain

www.carrelatin.com

COMITÉ DU PALAIS ROYAL 

Ben Abuunassif

Gisseline Amiuny

Milton Becerra

Daniel Benaim

Jorge Cabieses

Paulo Castro

Cristina Colichon

Arsenio Felipe

Gaudi Esté

Enrique Etievan

Carlos García García

Consuelo Ginnari

Alfredo Herrera

Wilmer Herrison

Carlos Medina

Jonidel Mendoza

Luis Millé

Gladys Nistor

Cristóbal Ochoa

Arturo Quintero

Darío Pérez Florez

Gianna Pollarolo

Efraín Ugueto

India Serena

Inés Silva

Julio Pacheco Rivas 

Gastón Ugalde

Alejandro Vega

Ventoso

Avec la participation spéciale de Antonio Asis

Parmigiani Fleurier
Maison Fabre
P.A.R.O.S.H
Rick Owens
Corto Moltedo
Pierre Hardy
Delage
IBU Gallery
Jardin Du Palais Royal

GALERIE DE CHARTRES
Danièle Dutertre
GALERIE MONTPENSIER
Sophie Hong
Galerie Numismatique
Didier Ludot
Épice
Pellini
Ivana Dimitrie

Escalier D'argent
Très Confidentiel
Villalys Restaurant
Muscade L'atelier
Gabrielle Geppert
GALERIE DE BEAUJOLAIS
March Lab
GALERIE VALOIS
Acne Studios

GALERIE DE CHARTRES

GALERIE DE BEAUJOLAIS GALERIE VALOISGALERIE MONTPENSIER

Danièle Dutertre

Sophie Hong

Galerie Numismatique

Didier Ludot

Épice

Pellini

Ivana Dimitrie

Escalier D'argent

Très Confidentiel

Villalys Restaurant

Muscade L'atelier

Gabrielle Geppert

March Lab

Acne Studios

Parmigiani Fleurier

Maison Fabre

P.A.R.O.S.H

Rick Owens

Corto Moltedo

Pierre Hardy

Delage

IBU Gallery

Le rendez-vous parisien 
de l’art contemporain latino-américain
DU 17 AU 26 OCTOBRE 2017

www.carrelatin.comCOMITÉ DU PALAIS ROYAL 

Jardin Du Palais Royal

Fontaine de Bury
vernissage {16 Oct.}

Black Magenta
CarréLatin

Couleurs

Reduction de logo

Logo Logo diapo

Branding GUIDELINES – Carré Latin

Police

Aroli

Aa Bb Cc Dd Ee Ff Gg Hh Ii Jj Kk Ll Mm Nn Oox
Pp Qq Rr Ss Tt Uu Vv Ww Xx Yy Zz

Aa Bb Cc Dd Ee Ff Gg Hh Ii Jj Kk Ll Mm Nn Oo
Pp Qq Rr Ss Tt Uu Vv Ww Xx Yy Zz

Courrier New

PANTONE® Process 
Magenta C
CMYK 10/100/30/0 
RGB 214/10/81 
HEX #d60a51

CMYK 0/100/0/0 
RGB 29/29/27 
HEX #1C1C1B

CMYK 0/25/0/75 
RGB 97/83/89 
HEX #615259

CMYK 0/50/0/50 
RGB 148/99/121 

HEX #946379

CMYK 10/100/30/0 
RGB 214/10/81 

HEX #d60a51

CMYK 8/80/40/0 

CMYK 0/60/0/0 

CMYK 0/40/0/0 

CMYK 0/20/10/0 

Dégradés

2 cm

2 cm

http://www.netoparra.com
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OPEN
HOUSE

N
SH U

12 Langdale Road Hove BN3 4HN

OPEN DAYS
May 5/6, May 12/13

May 19/20, May 26/27

OPENING TIMES
11am to 6pm
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ENCOUNTERS ART SPACE

@encountersartspace @encountersartspaceencountersartspace

All are Welcome

Visit Encounters – a winning 
Open House to enjoy 
paintings, sculpture, 
ceramics, installation, 
photography and video art

Don’t miss the launch of an 
impressive photography book

Be stimulated by artists’ talks

Reserve for children’s special 
activities 

• Climate Change Selfie 
   workshop
• Painting Classes

Browse our Arti-Shop

Delight yourself with Mexican 
Food

Detailed information on 
our website
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ENCOUNTERS 
OPEN HOUSE 2017

ENCOUNTERS OPEN HOUSE 2017
Visit Encounters in 2017 and 
see why we have been the 
winner and one of top three 
Best  Open Houses every year 
since 2012.

Once again, Encounters will be 
an unmissable destination. 
Local and international artists 
contribute to the Urban Sights 
curated show running alongside 
a tribute to Nature.  You will 
enjoy artists’ talks, book 
presentations and video art. 

ENCOUNTERS KITCHEN
Encounters’ kitchen will be 
open. 
In this edition, Morella's 
delicious Italian Calabresa food 
will tantalise your taste buds.

ENCOUNTERS SHOP
Encounters will open its Corner 
Shop for sales of art and gifts, 
including the work of emerging 
artist Dan Conway.

ENCOUNTERS OPEN HOUSE 2017
Visit Encounters in 2017 and 
see why we have been the 
winner and one of top three 
Best  Open Houses every year 
since 2012.

Once again, Encounters will be 
an unmissable destination. 
Local and international artists 
contribute to the Urban Sights 
curated show running alongside 
a tribute to Nature.  You will 
enjoy artists’ talks, book 
presentations and video art. 

ENCOUNTERS KITCHEN
Encounters’ kitchen will be 
open. 
In this edition, Morella's 
delicious Italian Calabresa food 
will tantalise your taste buds.

ENCOUNTERS SHOP
Encounters will open its Corner 
Shop for sales of art and gifts, 
including the work of emerging 
artist Dan Conway.

encountersartspace

@encountersartspace

@encountersartspace

ADDRESS
12 Langdale Road, 
Hove BN3 4HN

OUR WEBSITE
www.encountersartspace.com

OPEN DAYS
May 6/7, 13/14, 
20/21 and 27/28.

OPENING TIMES
11am to 6pm

Graphic Design. www.netoparra.com

EACH WEEKEND

http://www.netoparra.com

