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	DESCRIPTION OF COMPANY 

	
	Bubbles is a noise-cancelling aid designed for children who struggle with noise levels in the classroom. The student gets a pair of noise-cancelling headphones, while the teacher wears a small microphone on their ear. This setup creates a soundproof learning bubble for the student, allowing them to focus better on the teaching.
Bubbles makes a particularly big difference for students with ADHD, ADD, autism, anxiety, Asperger’s, APD and general concentration difficulties.

The product is sold directly to schools and municipalities, and Bubbles therefore operates exclusively in the B2G market. Bubbles has been adopted in 50 of the municipalities in Denmark, and particularly over the past two years, the product has experienced a growing interest. This interest grew significantly following the company’s appearance on the TV show Løvens Hule (Dragon’s Den/Shark Tank).



	THE CHALLENGE 

	At Bubbles, we sell only to primary and lower secondary schools, including independent schools etc. This includes all students from grades 0 to 10. But we often receive enquiries from upper secondary schools expressing an interest in the Bubbles system. However, the company has now reached a certain size, making it relevant to explore other markets.
The Bubbles system works particularly well in the middle primary years and early primary years, but we are faced with challenges in achieving breakthroughs in lower secondary education. This experience may be relevant to consider as we examine the upper secondary market. Therefore, we would like to investigate what is needed to make Bubbles a success in upper secondary education. What challenges might arise in our current solution when integrating it into teaching in upper secondary education? For example, is there a stigma associated with the use of headphones in teaching? And how can we best brand Bubbles for this target group?
This is the challenge: 
What barriers and incentives might exist for the use of the technology among young people in various upper secondary education programmes?
Based on the above considerations, please provide suggestions on how to best introduce the technology to young people in upper secondary education.
The approach you take to solving the task is entirely up to you.




