The Good, the Bad and the Ugly about Start-up Career

aka start-up needs to get funded

Charleston Sin, PhD
Executive Director
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Distributed Innovation in Practice

A distributed approach to innovation complements internal methods with startup engagement
through accelerators, pilots, investments and potentially M&A to explore disruptive technologies and
business models early on.
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Pressure NOT coming from Traditional Competitors Competitors from Little, Entirely Digital Startups




Being an
entrepreneur
is the new
cool thing.




Technology Entrepreneurship =

Invention/Innovation/Idea + Commercialization

Technological Sustainable
Business Plan



MCoMo

mCommerce Online Limited

ENTREPRENEURSHIP ...

Do
|

What you thought- ! What yov 4ot - d i g i ;/sn o d e

GV

E :
/ :
! |
4

O

b oC KELLY'S EDUCATION

When you're ready to quit, you are closer than you think. y \é) | -
~ Bob Parsons () PeachBio
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'd ENTREPRENEURSHIP What is Entrepreneurship?

hitps://www.youtube.com/watchev=wbQDeP5w/C4


https://www.youtube.com/watch?v=wbQDeP5w7C4
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WHO IS YOUR WHAT CAN YOU DO
CUSTOMER? FOR YOUR CUSTOMER?

Market Full Life Cycle
Segmentation Use Case

Select a Beachhead High-Level Product
Market Specification

Build an End User Quantify the Value
Profile Proposition
Calculate the TAM Size for Define

the Beachhead Market Your Core

Profile the Persona for Chart Your
the Beachhead Market Competitive Position

Identify Your
Next 10 Customers

HOW DO YOU MAKE MONEY HOW DO YOU DESIGN &

OFF YOUR PRODUCT? BUILD YOUR PRODUCT?
Design a Identify Key
Business Model Assumptions
Set Your Pricing Test Key
Framework Assumptions
Calculate the Lifetime Value Define the Minimum Viable
(LTV) of an Acquired Customer Business Product (MVBP)
Calculate the Cost of Show That “The Dogs

Customer Acquisition (COCA) Will Eat the Dog Food”

HOW DOES YOUR CUSTOMER
ACQUIRE YOUR PRODUCT?

Determine the Customer’s
Decision-Making Unit (DMU)
Map The Process to

Acquire a Paying Customer

Map the Sales Process
to Acquire a Customer

HOW DO YOU SCALE
YOUR BUSINESS?

Calculate the TAM Size
for Follow-on Markets

Develop a
Product Plan



What is design thinking?
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‘working
backwards

 Insights, Stories,
and Secrets from Inside
Amazon

Colin Bryar and Bill Carr

Go-To Technique for Mechanisms: Working Backwards

One of Amazon’s most widely known go-to innovation mechanisms is “working backwards.” The technique is used to help
employees envision the future end state for new products or services from a customer perspective, and work backwards
from this future vision to determine how to design and develop the offering. In the working backwards process, an
employee begins by developing a short, fictional press release about the launch of the future product.

Start with the
customer and
draft press
ralease

Evaluate Discover

opportunity. Is solutions and
it compelling
encugh? approval,

Should we
build it?

get stakeholder

Amazon’s Working Backward Method

Create the
backlog and
assign tasks.

Build the
high-li_:-'-,-'ql
roadmap and
identify
themes.

The press release is accompanied by a list of frequently asked questions that arise during peer review, along with their
answers. The FAQ list includes questions that customers might have, as well as answers that internal stakeholders or
developers might need to know. This exercise also encourages employees to think about the qualitative and quantitative
benefits of their solutions and the measurable impact and results they can drive for the customers.

The third component is a set of visuals — for example, screen mockups or visuals of customers interacting with the
technology. These three artifacts become the proposal for further funding and development.




Business

Model

9 Business Model Building Blocks

— Channels How to reach your customere

o How a company communicates with and reaches its Customer Segments to deliver a
Value Proposition

— Revenue Streams
o The cash a company generates from each Customer Segment
— Value Propositions
o The bundle of products and services that create value for a specific Customer Segment
— Customer Relationships How do you get closer to your customerse
o The different groups of people or organizations an enterprise aims to reach and serve
— Key Resources
o The most important assets required to make a business model work
— Customer Segments \Who is your farget customers?
o An organization serves one or several Customer Segments
— Key Activities
o The most important things a company must do to make its business model work
— Cost Structure
o All costs incurred to operate a business model
— Key Partnerships
o The network of suppliers and partners that make the business model work



BFERIE

The Business Model Canvas
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Toolkits

Corporate Entrepreneurship

Amazon’s Working Backward Method

Technology

* |nvention
* |nnovation
e |dea

StartUp Entrepreneurship



How to Get Funded

Technology Entrepreneurship =

Invention/Innovation/Ildea + Commercialization

Technological Sustainable
Business Plan
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