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1. Objective and outline of the competition  
 
 
The following guidelines are based on organising an annual business competition, Get the deal, 
in Finland from 2013 to 2017. The Swedish-speaking upper secondary school, Pargas svenska 
gymnasium, has organised the event every year. The competition is aimed at students attending 
vocational or upper secondary schools.  
 
Keywords for the competition are entrepreneurship, teamwork, creativity and presentation skills. 
In the competition, each school is represented by a team. Each team consists of four members. 
During the competition weekend, each team gets a case from a local company or entrepreneur. 
Each case is based on the current needs of the company. The cases are raffled off to the teams, 
and then each team works with their case. Each case is different and thus poses a specific 
challenge. During the weekend, the teams meet coaches for advisory sessions 1–3 times, 
according to the schedule of the coaches. The coaches can be, e.g., teachers, entrepreneurs, 
stage technicians or experts in presentation skills or media. During the advisory sessions, the 
teams can ask questions about the structure of their presentation, team dynamics, presentational 
pointers, etc.  
 
During the competition finale, the teams present their results and the winning team is chosen by 
a jury made up of members from trade and industry and the public sector. The prize for the 
winning team has been a monetary prize and a diploma/certificate of attendance. All 
participating students have been rewarded with a rose and a certificate of attendance. The 
monetary prize has been a huge motivator for the competitors, however, other types of prizes 
can also be considered.  
 
The objective of the competition is to encourage students to be creative and innovative and to 
increase cooperation between schools and companies. The competition is also a great 
networking opportunity for the students and local entrepreneurs. The competition is a school 
course that encourages the students to be active, bold and original. The school course does not 
contain a traditional course test or written assignments. The course is assessed based on the 
competition weekend and each student’s personal contribution.  
 
As a result of participating in the competition, students have gained valuable contacts of 
entrepreneurs, and some have even secured a summer job. Many companies have been able to 
realise the suggestions made by the teams and have thus profited from participating in the 
competition.  
 
 
 
 
 
 
 
 
 
 
 



 

 

2. Competition 
 
 
2.1 Preparations  

- “The early bird catches the worm” applies to this competition. 
- In our school, we have usually begun preparations 6 months prior to the competition.  
- The search for cases, budgeting, marketing, networking and correspondence with 

schools, companies and other collaboration partners is very time consuming.  
- Choose a location for the competition, decide on dates and gather your dream team 

for organising the competition.  
- Prepare a budget for the competition. 
- Make sure someone on the preparation team is knowledgeable about technical 

matters, and ideally this person can be in charge of technical questions during the 
competition weekend. 

- Inform schools, collaboration partners and media about the competition well in 
advance. 

- Book facilities for the competition. 
- Book catering and accommodation.  
- Contact companies regarding cases.  
- Contact potential sponsors.  
- A fundraiser or fundraisers can be organised for a monetary prize, but other forms of 

prizes can also be used, such as company products or gifts from sponsors. 
- Contact potential jury members from different fields, e.g., the public sector, education 

or creative businesses. 
- Create a blog or website for the competition to simplify correspondence with 

companies, media and other collaborators.  
- On the website, include general information about the competition such as location, 

dates and contact information. Videos from prior competitions as well as quotes from 
prior competitors or companies about the competition can also be included. 

- Issue a press release about the competition and send it to newspapers, radio and tv-
channels well in advance.  

- Prepare the content of the competition: the opening, the advisory sessions, catering, 
social programme, dress rehearsal and the finale.  

   
 
2.2 Outline of the competition 
The following parts are included in the competition weekend: 
Opening ceremony, advisory sessions, social programme, dress rehearsal for the finale and, 
finally, the finale.  
 
 
 
 
 



 

 

2.2.1 Opening  
During the opening session, we begin with an introduction to the competition, including general 
information such as going over the schedule and introducing the competing teams, the staff and 
jury members. Thereafter, the companies present their cases to the teams and the audience. The 
cases are raffled off to the teams. Afterwards, we have a meet-and-greet coffee break. During 
the break, each team can discuss their case with their partner company. The teams should also 
agree on terms for communication with the companies during the competition.  
 
2.2.2. Advisory sessions with coaches  
During the competition, the teams will have three advisory sessions with the coaches, half an 
hour per team. However, the first advisory session is only a 10-minute session, during which the 
teams are introduced to the coaches, informed about the different roles of the coaches and 
given examples of what kind of questions the coaches will ask.  
 
If possible, coaches with different types of experiences should be included, preferably in the 
following areas of expertise: teaching, entrepreneurship, media, rhetorics and public service. The 
advisory sessions consist of questions and discussion. Prior to the advisory sessions, the coaches 
can agree on the structure of the sessions, such as who will ask which questions. After each 
advisory session, there can be a short feedback session where each coach can express their 
thoughts on what went well and what can be improved. A short break in between the advisory 
sessions is recommended. In Finland, the sessions have been bilingual, and each participant has 
used his or her mother tongue.  
 
Suggestions for possible questions from the coaches:  
 

- How do you perceive the assignment/the case?  
- What is the biggest challenge at the moment?  
- Thoughts on your presentation?  
- Division of labour during the competition? 
- Structure and roles during the final presentation?  
- What have you learnt during the competition?  
- How is the team doing?  
- How can we help you?  

 
The coaches are there to inspire, help, guide, question and discuss the cases with the teams. In 
addition, the coaches discuss the work process with the teams, what methods the teams have 
used, what knowledge they have gained, group dynamics and challenges. The coaches can also 
help with questions regarding rhetorics. It is important to address questions regarding 
presentation technique already during the second advisory session in order to ensure that the 
teams consider this aspect as well.   
 
2.2.3 Social programme  
One purpose of the competition is to give the young competitors the opportunity to get to know 
one and other. Therefore, we have organised a social programme during the competition, during 
which the youngsters can meet the other students. Previously, we have organised a creative 
workshop, where the teams have been given a task, e.g., creating a piece of art. Other types of 
social programme can include playing pool, an “escape room”, bowling, laser tag or similar types 



 

 

of activities. The main goal with the social programme is to give the competitors a chance to 
relax and to make new friends.  
 
2.2.4 Dress rehearsal  
During the dress rehearsal, each team has 10 minutes on stage, during which they can test their 
presentation and make final adjustments. It is important that the teams respect the time frame, 
otherwise the finale will be too long both for the audience and the jury. The dress rehearsal is a 
great way for the teams to see how long their presentation is, how their teamwork functions, how 
they move on stage and to ensure that there are no technical issues.  
 
2.2.5 The finale 
The finale begins with the hosts welcoming everyone to the show, and introducing the teams, 
jury members and staff. The hosts inform the audience about the programme and introduce the 
companies. 
 
During the finale, each team has 10 minutes to present their results to the audience and the jury. 
They can use a PowerPoint presentation, video, music or other types of props such as products 
from the company. The teams will have decided well in advance on who is in charge of technical 
matters and who will do the talking.  
 
The jury consists of representatives from the business and public sectors. The jury is given a list of 
criteria that they shall consider during the presentations. We have used the following criteria: 
execution, solution, content, knowledge, creativity, interest, realism, presentation and 
commitment. All teams have been scored based on a scale from 1 to 8, after which an average 
score has been calculated.  
 
2.2.6 Accommodation  
Participants from out of town can be accommodated in a hotel or hostel, or provided with other 
accommodation, depending on what is available.  
 
2.2.7 Facilities  
Make sure there are suitable facilities at hand, not only for accommodating the teams, but also 
for holding the advisory sessions, allowing for catering and most importantly, for the finale. 
Ensure that there are enough seats for the audience and jury members, suitable technical 
equipment for the teams and tables, etc. for catering.  
 
2.3 Summary 
Evaluate the competition by asking competitors, companies and other staff what could be 
improved.  
 
 
 
 
 
 
 
 



 

 

3. Evaluation  
 
 
3.1 Participating students 
Send an evaluation form to the students after the competition. Questions we have asked in the 
evaluation (1–5, 1 was “very good” and 5 “very poor”) 
 

1. School 
2. What did you think about the opening of the competition?  
3. What did you think about the coaches? 
4. Would you like to take part in a RIBS event again?  
5. What did you think about the social programme? 
6. What did you think about finale?  
7. Feedback on the advisory sessions: e.g., sufficient amount of time, type of feedback, 

structure  
8. Were you given enough information prior to the competition? 
9. Were you given enough information during the competition? 
10. What did you think about the facilities?  
11. Did you enjoy the food?  
12. Did you learn something new?  
13. Did you meet new people?  
14. Did you have fun?  
15. Other comments  

 
Quotes from the Get the deal evaluation 2017:  
 
Did you learn something new? 
“Yes, I learnt a lot and I particularly enjoyed the realism of the competition”  
“Something about what it would be like to run your own company” 
“Lots about marketing strategy” 
“Marketing, development, teamwork” 
 
Feedback on the advisory sessions: e.g., sufficient amount of time, type of feedback, 
structure  
“More guidance perhaps” 
“The coaches’ corner worked well, and we were given good guidance and support” 
“Yeah, appropriate amount of time and worked really well” 
“Perhaps shorter but more frequent sessions” 
“Appropriate amount of time, good that there were people with different fields of expertise” 
 
What did you think about the finale?  
“In my opinion the judges should be able to ask the competitors questions after their 
presentation. One question can be decisive for the outcome, since it can show how well the 
teams have prepared or point out possible errors or miscalculations.”  
 
 



 

 

3.2. Companies  
Send an evaluation form to the companies after the competition and ask for feedback. Stay in 
touch with the companies throughout the competition to avoid misunderstandings. E.g., make 
sure that schedule updates are forwarded to the companies.  
 
3.3. Coaches  
After each advisory session the coaches evaluate the session, what went well and what can be 
improved. 
 
 
4. Marketing 
 
 
4.1 Schools  
Contact schools well in advance and if possible, stay in touch with the same person throughout 
the competition. Your contact person will inform his or her school and take responsibility for the 
selection of four team members. The same person will gather contact details, possible allergies 
or diets, place of residence, age and other necessary information about the participating 
students.  
 
4.2 Companies  
Call or send an e-mail to the potential companies informing them about the competition. 
Emphasise that this is an excellent opportunity for the company to gain ideas from youngsters as 
well as media visibility. Give them a short description of the competition and concrete examples 
of prior cases. Mention early on that taking part in the competition is free of charge. Write a 
press statement with all the necessary information on the competition, this statement can be sent 
to the companies as well. Let the companies know that you can help them with their case 
description. 
 
4.3 Cooperation partners  
Contact potential cooperation partners well in advance, give them clear and sufficient 
information. If possible, stay in touch with the same person throughout the organising phase. 
Make sure to mention all cooperation partners on the competition website/blog and use the 
correct associated logo.  
 
 
5. Conclusion  
 
 
It is never too early to start preparations. Make sure you regularly contact all cooperation 
partners and media during the preparations. Prepare a check-list for yourself. Make sure all the 
competitors, companies and crew know what is expected of them. Inform them about the 
programme well in advance.  
 
Have fun! The most important part of the competition is giving the youngsters a memorable and 
fun experience. It is an intense and developing experience on many levels for the participating 
students. According to recent PISA-studies teamwork and social competence will be regarded 



 

 

even higher in the future. This competition gives the youngsters a great exercise in both 
teamwork and social competence. 
 
Evaluate the competition afterwards in order to further develop the concept. We have sent 
evaluation forms to both competitors and companies. These forms have helped us understand 
the importance of communication before, during and post-competition. It is also important to 
ensure that the competitors are given feedback on their presentations after the finale, preferably 
both by the companies and the coaches.  
 
 
Questions? Please contact:  
Sara Enroth-Nyman, teacher and coordinator at Pargas svenska gymnasium, Skolgatan 14, 21600 
Pargas, Finland +358 504919737, sara.enroth@edu.pargas.fi 
 
 
 
  


