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UNIT 1: Solution Validation Methods




Aice1 Tov koTO; (reality check)
KavTte Toug unoi\oylououg 00lG

Noaool avOpwTiol £Xouv TO TIPOPBANUA TTOU AUVETE;
« 0600 onpavTiko ival To TPORANUa (Moo Toug KooTilel);
Noaoo eival SlaTeDEIPEVOL VO TTANPWOOUV Yid VO TO AUGOUY;
*  Me TI KOOTOG PUTIOPEITE VO TO SIADETETE;

Noaoot aAAot prtopolv va To dlabéaouy;

e J€ Tl £XETE OUVTPITITIKO TTAEOVEKTNHA; (N TIIO GUVTPITITIKO TIAEOVEKTNHO B0
AVOTITUEETE;)




DESIGN PHASE

MnynA: https://cyclosys.com/Services/ProtoTypesPOCMVP




Design thinking

< Uyk /1,0’7

YAomoinon

‘Eumiveuon I5comoinon (Do)

(EvouvaioOnon) (Anmoupyw)

Nw¢ UTTOPOUE
va TO
BeATIWOOUYE;

Molo €ival To Nwg 6a AooupE TO
TPOPANpa; TPOPANUG;




EmkUpwon tn¢ 16€ac (Proof-of-Concept / PoC)

01K0SOUNON MEIPAPOTIKNAG EKOOXNG TNG . OwéAn:

TIPOTEIVOPEVNG AUGNG VIO TNV ETKUPWOT TWV , , ,

TEXVIKWYV EQAPUOYWY OE Kaipla onpeia -+ EMKUPWON TNG TEXVIKNG OKOTIUOTNTAG
NpWTOTUTIO EVTOTIIOPOG TIIOaVWY TTayidwv Kot Aabwv
MoKETO . TIPOOGIOPIOPOG TWYV TIEPIOPICHWY

Mock-up - KOOopIoPOG TOU €UPOUG KO TOU EMITESOU TWV

TIPOCOPUOYWY TIOU OTAITOUVTOL
NMpooopoiwon KAT , , , , ,
EVTOTIIOMOG TBavVWY NTNHATWY amodoaong

AOKIPR oupPOPNONG.

AvaTpoodoTnan amd ev SUVAPEL XPNOTES Kal
€181koUg

Ale€ayeTal vwpig otov KUKAO avamTuéng




PoC

'EAEYX0G UTIOBETEWV: KaTaypawTe OAEG TIG TMOAVEG UTIODEDEIG TTIOU EXETE KAVEL KO HEITE OV UTTAPXEL EVOG
TPOTIOG VIO VA TIG ETIKUPWOETE OE TAOTIKO OTADIO.

Fast to Fail -> Fast to Market

KaTavoroTe To pioKo AEITOUPYING O TTPAYHOTIKEG OUVONKEG: O evOOUTIOOHOG TIOAAEG (POPES 0ONYEL OE
UTTEPEKTIUNON TWV SUVATOTNTWYV HOG.

EAEyETE TIG Sladikaoieg: Ol H1a8IKACIEG AVTIHETWTTIIONG KO XEIPIOPOU KOTAOTACEWY pag Bondolv va
TIEPIOPICOUPE TUXOV AGB. Oa Tipémel va eAeyXBoUv o€ TelpapaTiko (MAoTIKO) oTad!0.




PoC

Aev dokipadoupe povo To TPoioV (T.X. avaTpoPodOTNGN Ao TEAATEG TToU «Sokipaaovy» To MVP), aAAG Kat
HEPIKEG UTTOOECEIG OXETIKA PE TO EYXEIPNUA HOG:

To ox£610 kat n duvaun TG 18£ag: AvtiAapBavovtal ot TeAdTeg TNV 18ia mpoTacon aiag (value proposition);;;

TO EMIXEIPNUOTIKO HOVTEAO:

TLX. €TT010G B0 TTANPWOEL; TTO0O; KO OE TIOIOVY.

KaOe oTolxeio Oa mpEMEl Vo SOKIPOOTEL € TIAOTIKI (PaoN.

LY. €IvVOL Ol KATOVOAWTEG / TIEAATEG £TOIPOL VO avTIANWOoULV TV TpoTaaon agiag;
TO0O €ival TPOBUOL VO TTANPWAOOUY;

UTTAPXEL EVALOONGIa OTN TIUT; KAL OV Val, TTO0O;




‘Evac TpOTToC VIa va EAEYCOUNE

TIC UTTOBECEIC UaC €ival va...

MeipapaTICTOUE!




MelpapaTIONOC

O MEIPOAPOTIONOG Eival pla HEBOSOG TTOU XPNOIUOTIOLEITAL IO TNV ATOSEIEN 1) TV ATIOPPIYN TNG EYKUPOTNTOG
utoG 16€ag 1) plog utoBeang.

Mio UTIOOEDN EAEYXETAL HECW MEAETNG KOl TIEIPOAHUATIOHOU.

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar.




O TEIPAUATIONOC TIEPIAOBAVEL

«  EpwTtnoclg: mola dedopéva Asimmouv Tou KaBloTolv aBEBalo To eyxeipnua;
«  AvaAnyn 6paong: Tt Ba KAVOUE YIO VO HEIWCOUUE TNV aBefatoTnTa;
e AoKIYN O€ KATI VEO: TIWG B0 SOKIHACOUPE TNV 16Ea POG;

*  SUAAOYI| TTANPOWOPIWV ATIO TOV TIPAYHOTIKO KOOUO: EpWTNHATOAOYIO, SOKIPEG, OTATIOTIKA 6edopéva, oToIXEIO
TIOPOUOIWY EYXEIPNHATWY/TIPOTOVTWY/ UTINPECIWY;

«  AoKipn VEwV gvvolwv: MvovTal avTIANTITEG Ol EVVOLEG OTIO TOUG TIEAATEG; TI TTPETEL VO OAAASOUE YIO VO UnV
UTTGPXOUV TTIOPOVOT OELG;

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar.




6 BrpoTO TOU TIEIPOPOTIOUNOU

EpwTtnosig

Ale€aywyn épeuvag uttopadpou

AvanTtuén umoBeoewv

'EAEYXOG TWV UTIODETEWV PE TNV EKTEAEON TIEIPAPATWV
AvaAuon Twv dedopevwy

AgloAOYNGON AMOTEAEGUATWY

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar.




H emioTn LHOVIKN
nebodoc Tou
TEIPOUOTIOUOU



http://generalchemistryfordson2013.weebly.com/scientific-method-flow-chart.html
http://generalchemistryfordson2013.weebly.com/scientific-method-flow-chart.html

Product




Get out of the

building!




EpwTruata

Eival KaTi TTou OEAouv o1 TTEAATEG??
Oa TTARpwvav yia auto??




Leg 5: How do you design and build your
product?

HOW DO YOU DESIGN &
BUILD YOUR PRODUCT?Y

business product (MVEP)

Show that “the dogs
will eat the dog food"

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




I can’t wait to see
how this works!

Did you test each
\ module before you test
B H MA #2 O ° the whole thing now?
° No, but maybe
that would have been

[lpoooOloplOTE
TIC BOOIKEC
TP OO OXEC
(Identify Key
Assumptions)

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




NMpoodloplopog Baolkwy ZUVoAIKwY YTIOOECEWY

# Yné0eon (os ospd Zuvadn BAuata and ta 24 Eninedo kwdlvou MBavadc avtiktumog Gv n undBson
potEPALOTNTACG) Bripara glvou AavBaopév
1
2
3
4
5
6
7
8
9
10
SourceAutet, B {2013 Distiptimedentreprermeursip 24 Steps to g suctessfutstartup ot wiey & Somstpp12=13)

Source: Aule




BHMA #21: 'EAeyxoG Baoikwy mapadoxwyv /
Test Key Assumptions

While trying to find
that entrepreneurship gene
was a waste of time,
this seems very doable
and productive
my dear friends...

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




D ——
EAeyX0G KUPIWV OUVOAIKWY UTTOBECEWV

# Epnelpkdg €Aeyxog (os oelpd Tuvadeig ANOULTOULEVOL TIOPOL YLOL TOV EAEYXO Mowa anoteAéopata Ba emikUpwvaAV THV
T(POTEPALOTNTAG ATTO TOV unoBéoelg uno0eon oag;
ONUOVTIKOTEPO OTOV AlyOTEPO
ONUAVTIKG, BAOEL TWV ETUMES WV
Kivéuvou twv cuvadwv urntoBécswv)
1
2
3
4
5
6
7
8

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




ATIOTEAEOPOTO EAEYXOU BOCIKWY UTIODECEWY

# T paBarte anod tov éAeyyo; ErukUpwoe o0 €AeyX0gG TIG UIOBECELG oaG; Nwg Ba evepyNoeTE WG AMOTEAECUA TOU EAEYXOU
(Nat, Oxt' Ayvwoto AKOpn) autou (.. avaBswpnon Tou £€pyou mou
oAokAnpwOnKe ota mponyoluevVa BrpaTa
emunA€ov £AeyX0G TwV UTtOBECEWV');
1
2
3
4
5
6
7
8

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.12-13)




«EVVEQ OTIC HEKO ETTIXEIPNOELG ATIOTUYXAVOUV, OTIOTE KATEOTPWOO EVA OXESIO TTOU OTTOKAEIETAL VA
aToTUXEL — HNUIOUPYNOO SEKA ETUXEIPTOELG.»

Robert Kiyosaki, apepikavog ouyypa@Eag Kal ETTIXEIPNHATIOG




Tt elval ArtoTuyia;

Mia ETUXEIPNUOTIKI OTIOTUXIO BEWPEITAL YEVIKA WG O TEPUOTIOUOG EVOG EUTIOPIKOU OPYAVIOUOU TIOU deV
KOTAWPEPE VO ETMITUXEI TOUG OTOXOUG TOU )/ KOl VO OVTATIOKPIOEL OTIG TIPOOSOKIEG TWV EMEVOUTWV.

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar.




ETITITWOEIG OTTOTUYXIOG

QOENH KOZTH
EVTEIVEL TN YVWOTIKN dladikaaoio . OwKovopika damavnpn
H padnon cupBaAdel otn BeATiwon . ZuvalodnuaTtika enwduvn Sladikaoia
Kivr]'Tpo ylo va EEKIVIOETE Eva AAAO . MTopEl Vo HEIWOEL TRV TAON Yia avaAnyn
gyxeipnua KivéUvou

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar.




O l 2 O Based on an Analysis of 101 Startup Post-Mortems

No Market Need

BGOII{OTEPOI Ran Out of Cash

Not the Right Team

Aoyol yla
T O U g O-I-l- O lo U g Pricing/Cost Issues

Poor Product

aT[ OT nyavo U Need/Lack Business Mo.del
V O l VEO (.p U £ l g Poor Marketing

Ignore Customers

E-r[ lxa l p r] O E l g Product Mis-Timed

Lose Focus

42%

Disharmony on Team/Investors
Pivot Gone Bad

Lack Passion

Bad Location

No Financing/Investor Interest
Legal Challenges

Don’t Use Network/Advisors
Burn Out

Source: Neck, H. M., Greene, P. G., & Brush, C. (2014). Teaching
entrepreneurship: A practice-based approach. Northampton, MA: Edward Elgar. Failure to Pivot




MaBaivovTag
OTIO TNV

amoTuxia

Na §Epete
Tolol €ioTe

Bpsite TN
(POPHOVAQ
oag

Arnotixete
ypfyopo...
aAAa oxt TTOAU
ypiiyopa (Fail
fast)

Mpoooyn oTo
«olvdpopo
TOU
yuoAioTepol
OVTIKEIHEVOUY

Bpeite Tov
BaButepo
OKOTIO 00

EoniaoTe
oTOUG
aAAoug

Avayvwpie
TE MOTE N
TIPOCGEYYIO
1 o0¢ €ivan
AaBog




Kot ot «peyado» amotuyxavouv Attia; H adpavela

“In the breast of one who wishes to do something new, the forces of habit raise up and bear witness
against the embryonic project” (Schumpeter, 1934: 86)

H adpavela eival evOOYEVIG: AVTAVOKAQ TOV EVOWHOTWHEVO XOPOAKTPO TNG YVWONG Kal TNG ouvnOeiag

BeATioTOMOINUEVO H £ITITI.'JXi(X
ETYEIPNUATIKO £‘I'llB£l5(leJV£l' ™m
ouoTNHA oTPATNYIKN

JUCOoWPELUON
MOPWV OF
agOovia

AntapdapiAdo
1OTOPIKO ETTUXING

AToS0TIKOTTA KOt EXTignon oTi ot
T(POCOOKIEG XWPIG mopot Oa
anokAion KepSioouv

BaB1& XOpAyHEVEG H opun ouyxésTat
OUVTAYES HE THV NyEoia

Amotuyia
EMAVEWPEVPEDNG
NG nyeoiog

uTtoK0OioTOUV EunaOsia o€

VEOUG KAVOVES

Ikavomoinon pe Tnv
TPEXouan anddoan

ASuvapia aneyKAwBIGHOU ano To TaPEAOOV ASuvapia Snpioupyiag Tou péAAovrog

Source: Hamel and Prahalad (1994)
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UNIT 2: Crafting a unique value proposition




Aice1 Tov koTO; (reality check)
KavTe TOUG UTTOAOYLIOUOUG OO

6 Legs in 24 steps

Understanding your customers, their needs and
problems.

«  What can you do for your customer? How will you create
value for her/him?

« How does your customer acquire your product?
* How do you make money off your product?

* How do you design and build your product?

« How do you scale your business?




LEG 2: What can you do for your customer?
How will you create value for her/him?

WHAT CAN YOU DO
FOR YOUR CUSTOMER?

Full lite cycle

use case

High level product
specification

Chart your
competitive position




EAGX10TO Blwaipo Tipoiov
(Minimum Viable Product — MVP)

«  H «ehaxioTn» TMANPNG HOPYT) TOU TIPOTOVTOG TIOU BEWPOUE OTI Ba Eival OTTOSEKT WG TETOLA ATIO TOUG
TEAATEG AG.

«  Eivol auTO pe To omoio Ba EKIVIIOOUE TIG TWANOEIG.
«  Tapéxel TIG BaOIKEG AEITOUPYIEG TIOU KOBIOTOUV TO TTPOIOV TIANPEG, XWPIG ETUTIAEOV XOPOAKTNPIOTIKA.
«  Amautei Tov EAGXI0TO SuUVATO XPOVO Kol TTOPOUG Yo TNV AVATITUSN TOU Kal yla TRV EvapEn TWV TWANCEWV.

«  Amotelel Baoiko otolxeio TNG peBodou lean startup, KoOWCS mTAXUVEL TN HAONON aTO TNV ayopa. Me To
MVP pmopoUpe va a€loAOyrCoUpE TL aloOAVOVTOL Kal TI OKEPTOVTAL Ol KATOVOAWTEG Yid TO TIPOTOV.

«  E@OOOV TO TIPOIOV TETUXEL, XPNOIUOTIOIOUHE TNV AVATPOPOSOTNGN ATIO TOUG TTEAATEG YIO VO AVATITUOUHE
TIG ETTOPEVEG EKOOOEIG TOU TIPOTOVTOG.




© ® ©
—- %
2 (4 (s




L EEEE—...
Step #7: High-Level Product Specification

Ol

How the customer How the project leader How the analyst How the programmer What the beta testers How the business
explained it understood it designed it wrote it received consultant described it

iSwing
~ What marketing

“How the customer was " What the customer

documented installed billed advertised really needed
https://testpoint.com.au/what-the-customer-really-needed/

How the project was What operations How it was supported




AnNP1OUPYNOTE IO OTITIKI ATIEIKOVION TOU TIPOTOVTOG 00!

EoTiG0TE 0TO OWEAN TOU TTPOIOVTOG GO TTOU dnpioupyouvTal
OTIO TO XOPOKTNPIOTIKA TOU KOl OXl OTO XOPAKTNPIOTIKA TOU.

O PoadloPIoPOG TOU TIPOTOVTOG O LYPNAS eMiMESO OE QUTO TO
oTad10 dlao@alidel OTI To TTPOIOV £0TIALEI TIEPIOOOTEPO OTOV
TMEAATN-0TOXO0 OAG KOl EMONG OTI OAOl CUHPWVOUV OTO Tl Eivail
TO TEAIKO TIPOTOV.

Ah hah...
thatis what
you Teg’nf
by “it”! Well
Wasn't it . 4
: Absolutel a picture is worth
\ obvious? Nss_;_;”e! 4 a thousand words!

V- AN




AnpIoupynoTe eva (PUAAADIO/ HOKETO TIPIV
(PTIOCETE TO TIPOIOV OO

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.95)



H dnuioupyia evog puAhadiov g Bonda va SEITE TO TIPOTOV GO ATIO TN
OKOTIIA TOU TIEAATN KOl 00§ SIVEL TN duvOTOTNTA VO EAEYEETE TO TIPOIOV LIE TOV
TMEAATN 00,

T0G avayKadel va SEITE TO VEO 0OG EYXEIPNUO OTIO TN OKOTILA TOU TTEAGTN OO,
HEoa amo Ta AOYl0 TOUG.

206 EMTPETEL EMONG VO EMKUPWOETE TIG IOEEG 0AG KAl VO UABETE av €loTe
0TO OWOTO 6popo.

TUXVQ, OTOV Ol ETIIXEIPNHOTIEG apXICOUV VO KOTAYPAQPOUV TO XOPOKTNPIOTIKA
TOU TIPOIOVTOG TOUG, TEIVOUV VO YIVOVTal TIOAU EOTIOCHEVOL O€ EOWTEPIKA
XOPOKTNPIOTIKA (T.X. TEXVIKA). H Snpioupyia evog wuAAadiouv Bonba atnv
ATIOWUYN AUTNG TNG Tayidag.




Step #8: Quantify the Value Proposition

Superfantastic!!!
Awesome!!l
Soooo much better
than anyone else’s!!!

5 Simple—
N it’s content free.
I wonder He should get
why this isn’t some numbers!
working... /
,ﬁ__g_ﬁ G
5

Source: Aulet, B. (2013). Disciplined entrepreneurship: 24 steps to a successful startup. John Wiley & Sons (pp.104)




NoooTikomoinon Mpotaong Agiag

¢ MMwg TO OWEAN TOU TIPOTOVTOG GOG LETATPETOVTAL OE aia TTOU ATIOKOMI{El 0 TTEAATNG AT TO TIPOIOV Oa;
*  YTOAOYIOTE TTOCGOTIKEG HETPHOEIG (OTTOU QUTO Eival EQIKTO) Yia TOV TIEAATH OO,
« HmoooTtikomoinuévn mpotaon asiag:

«  BIvel OUYKEKPIPEVN KOTAVONON TWV HETPTOIPUWY TTAEOVEKTNHATWY TIOU Bal aTTOWEPEL TO TIPOTOV GOG OTOUG
TEAATEG-0TOXOUG,

¢ OnAwvel PE COPNVELD KOI TIEPIEKTIKOTNTA TIWG TO OWEAN TOU TIPOIOVTOG 00G CUVASOUV E AUTO TIOU O
TEAATNG 00G OEAEL TTEPIOCOTEPO VA PEATIWOEL.




Visual One-Page Summary of Quantified Value

Proposition

“As is” State

#1 Priority of Persona:

Result in “As Is™:

“Possible” State

Result in “Possible™:

Summary of Benefits:

Reason for Benefits:

Source: Aulet, B. (2017). Disciplined entrepreneurship workbook. John Wiley &
Sons.(pp.99)




SensAble quantified value proposit|

Development Times

Today's 2-3 Months
Process 4-4 Days 2 Weeks Tool cavity 16 Weeks
Model Types: Engineering development— Total
2D Drawings Manufacturing analog Development
4 Weeks 3D CAD Models Rework CNC Software Time
3D Hand Models CNC Milling
Ideation Tech Package
Phase Design
4 Weeks** 4 Days 3 Days 3 Weeks 8 Weels™*
Could be lower Model Types: Engineering Digital tool cavity via Total
with FreeForm FreeForm Mative Manufacturing STL Development
Eile Rework CNC FreeForm Files Time
CNC Milling

50%
US Design Firms Reduction in
\\‘ 70% 70% Time
L L FreeForm
Asian Tool Supliers Reduction in Reduction in
PP Time Time

Source: Aulet, B. (2017). Disciplined entrepreneurship workbook. John Wiley &
Sons.(pp.99)




Assume Typical Herd Size of 1,000

Lost revenue
50 deaths ($997/head)
200 cattle

Meater quantified value proposition

develop BRD

Treatment cost

($16/head)

Loss to disease:

$63K

Reduced feed
150 illnesses

efficiency
($15/head)

Lower quality
grade
($58/head)

Lost revenue
25 deaths ($997/head)
|50 carttle

develop BRD

Loss to disease:
Treatment cost 336K
($16/head)
= Reduced feed
125 illnesses ———  efficiency
) ) ($15/head)
=77/ Lower quality
LS -
- grade
Process wiMeater

($58/head)

Source: Aulet, B. (2017). Disciplined entrepreneurship workbook. John Wiley &
Sons.(pp.99)




Motwa n agia

HLaG
UTTNPECING
‘ride hailing’;




e ML Mx DALY SmtSS""““mgw
wol  PRoutels ks Tl e

PRloRIT

ToDo List s

-.-m._m

AILY GOMS

b.ﬂ

\w C b &=
VAI.UE
“PROPOSITION

» & ‘:;

/

\/

i "‘(‘

Will the
customer

buy our
solution?



(=] killed by Google

0 KaAOG OXedONOG, N
KOAN W8€a, N KaAN
EKTEAEO SEV eyyvwvTan
smTuyia

{, Harry McCracken

Windows Live SMS alerts feature to be
discontinued May 31
1ike

liveside.net

"

Microsoft shutters Massive in-game ad
unit| TG Daily

tgdally.com

w GoogleGraveyard

Pinterest

Microsoft Morgue
=

stuckOV:/

Yahoo Answers kils Microsoft GnA
‘Windows Live Expo set to expire next

stuckonseo.co.uk month | The Social - CNET News

news.cnet.com

Microsoft shuts Office Live Small

‘The Mab loses: Microsoft cancels 1
vs. 100 | Joystiq
1ike

zdnet.com

Joystia.com

e e |

Google Graveyard

Add +  About v Chase ~

886 followers, 37 pins

1ike

Microsoft axes Windows Live Spaces,
aps WordPress | Boyond Binary -

news.cet.com

445 fosowers, 32 pins.

Googlefeath  @Uively [To 2w o

Google Heat (5/20/2008 - 1/1/2012)
blogsp._
googlebiog biogsp.

Gox JSIC one pass

Google

Related
Googhe One Pass PL202012)
Go0glebiop blogsn.
Google Rested 0420720121
ooetion biog

Google Lively (77872008 - 12/31/2008)

Prcasa for Linux (042072012}

‘googletiog biogs.

Picasa Wb Albums Upiosder for Mac
(0472072012} googleblog blogsp..

o Flu Vaccine Finder (04720

Google

Googge Patent Search homepags
blogsp...

sz Googlereseach

Unhiseuns Rasaserh Brnaesen tos At S b b iait

The Microsoft Morgue (businessinsider.com) Google Graveyard - Killed by Google 37 Microsoft Morgue ideas | microsoft, top technology, windows phone 7 (pinterest.com)



https://www.businessinsider.com/the-microsoft-morgue-2012-7
https://killedbygoogle.com/
https://www.pinterest.com/harrymccracken/microsoft-morgue/
https://www.youtube.com/watch?v=3sUozPcH4fY&t=721s
https://www.youtube.com/watch?v=3sUozPcH4fY&t=721s
https://www.youtube.com/watch?v=3sUozPcH4fY&t=721s
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UNIT 3: Prototyping techniques for MVPs




Pretotype Planning Canvas v1

Adapted from The Right It: Why So Many Ideas Fail and How to Make Sure Yours Succeed, by Alberto Savoia

@ Tum an idea into an objective hypothesis @ § mins

@ Plan your pretotype with skin in the game @ 20 mins

0 idea

© Pretotyping Method(s)

© "skin in the game”
T S ————
e,

1t o ey s e o 3 st e
niare e ik g o

© XYZ Hypothesi:
S p——
B X ¥ z
[N
r—
e
J—

@ Your XYZ Hypothesis

© storyboard

|

© Scale your hypothesis down into something testable & 5 mins

© Hypozooming ideas

e KT S A 2, s e

L —

© Ethical Considerations

T ——
st e

it
R el g o4 PR
xarrmer. i 2 s iga

Jl @ Resources and budget @ Smins

Stanford

Universiey

Pinocchio
Mechanical
Turk

YouTube

Provincial

One-night

Infilcrator

Impostor

© Extras @

Frgan L d
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o Turn an idea into an objective hypothesis @ 5 mins

© 1dea

© MEH

A single, short sentence to describe
your idea.

Example:
Beer-for-dogs

Market Engagement Hypothesis

A short sentence to encapsulate the
basic premise of your idea and how you
expect the market to engage with it.

Example:

Many dog owners don't like to drink
alone; quite a few of them would buy
dog-safe beer, so their best friend can
drink with them.

° XYZ Hypothesis

A clearly stated and testable MEH

Your MEH "said with numbers" to make an objective and testable hypothesis. Align with ROI.

X

Y

Zz

X% is a specific percentage of your
target market.

Example:
At least 15%

° Your XYZ Hypothesis

Example:

Y is a clear description of your target
market.

Example
Dog owners who tend to drink alone.

Z is how you expect the market to
engage with your idea

Example
Will buy a $4 six-pack of beer-for-dogs
each time they buy dog food.

At least 15% of dog owners will buy a six-pack of beer-for-dogs for $4 when they buy dog food.




o Scale your hypothesis down into something testable @ 5 mins

e Hypozooming ideas

Your XYZ Hypothesis "zoomed in" with regards to scope, space and time

Think about how you might test locally, quickly and inexpensively while staying true to your XYZ Hypothesis

Example

Scale down to shoppers at the local Dogs R Us store or people ordering from dogs-r-us.com or Dogs R Us Facebook page.

° xyz Hypotheses

Small, local, and inexpensive testable XYZ Hypotheses (you may need multiple)

Example:

At least 15% of people buying dog food at my local Dogs R Us this weekend, will buy a six pack of beer-for-dogs.
At least 25% of people buying dog food at my local Dogs R Us this weekend, will take a six pack off the shelf to review it.

xyz 1

xyz 2

xyz 3




@ Pretotyping Method(s) © rSkin in the game"

H The pretotyping method(s) you will use Something of value given to you by the market as evidence of
H interest in your idea
H See example pretotyping methods opposite.

This could be money (paid, preorder, or a deposit), but also
Example: someone’s time, email, or telephone number etc. H
Fake Door /Ir rex
store and wiap dog food ca

shelf space fror
beer-for-dogs packagaging. Example H
$4 per six pack of beer-for-c

How valuable is this evidence? e.g. cash is greater than email

° Storyboard

How your pretotype will function and the sequence of events in the experiment :

Think about context, how the 'transaction’ takes place, how you will record data, and iffhow you will follow up with people who showed interest.

H Example
g Buy several cans of dog &

Wrap in fake packaging. Neg

te shelf space with owner. Stop purchasers at checkou

° Ethical Considerations

What are the ethical considerations of
: your prototype experiment?

Think how people might feel when they
realise the product they've shown interest

in isn't real and that they are part of an g
experiment, How can you mitigate, reward, :
or create a win-win situation? t
Example: H
Provide people ry reward,

H «coupon or free trial should the product or
service launch




o Resources and budget @ 5mins <——/

@ Resources © cCost

The skills, materials, and people required Estimate materials, incentives, ad spend etc.
Be pragmatic and resourceful while true to your MEH Aim to experiment for as little as possible, $10 - $100
Example:

1researcher, Dogs R Us owner on board, 1small shelf, 6x six
pack mock-ups designed and printed, 36 cans of cheap dog
food (cans)

© HTD

Hours To Data - how many will it take?

Aim to experiment within hours rather than days (max 48hrs)




I |
° Extras @ 5 mins

@ Additional gains
Maximise experiment ROI
What other opportunities does the experiment provide?
Example:

Audience building, customer interviews, financial projections,
investment story telling etc.
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Stanford

University

Fake Door

Facade

Pinocchio

Mechanical
Turk

YouTube

Provincial

One-night
Stand

MVP

Infiltrator

Impostor

QUICK REFERENCE: Basic Pretotyping Techniques 999000

Description

Test the Initial Level of Interest (L) in a yet-to-be-developed
product or service by creating artifacts that suggest that the
product exists and it's available to see if people would buy it.

Test the Initial Level of Interest (ILI) in an existing but not yet
broadly available/scalable product or service by creating artifacts
that suggest greater availability (or scale.)

Create a non-operational version of your product and use your
imagination to pretend that it actually works to see if and/or how
you would use it.

Before making a major investment in designing and building a
complex mechanism or back-end, consider using human skills to
simulate the desired outcome.

Through the “magic of movies" you can make products that don't
yet exist come to life and see how people react to them:Are they
intrigued? Interested? Will they sign up to learn more or, better
yet, commit to buy?

Before committing to launch a new product or service formally
and publicly on a large scale, test it in a smaller, more private and
informal context to see if people are interested in it.

Offer a pretotype version of you product or service on a very
limited time basis to see if there is any interest before making any
any long-term commitments.

Create a first iteration of your product with the absolute minimum
set of features that would make it valuable and useful-at least to
early adopters.

Take advantage of the customer traffic in an existing store (brick-
and-mortar or online) to stick an artifact of your idea (it could be
a one off, even an empty box) on the shelves to see if people
would buy it

Use an existing product or service as a starting point for your new
product. Most new products or services are not completely new
and different from existing ones. Many times there are other
products and services that are close enough and, with some work,
can be used to impersonate the new product you have in mind.

Example

Would anyone order McSpaghetti at a McDonalds? Don't cook a single strand of pasta! Put McSpaghetti on
the menu (either in a store or online if applicable) and see if anybody orders it. If orders it, say that it's
not currently available, apologize and offer them a free burger instead.

Would people buy used cars online (in late 90s)? Bill Gross bought some ads in a newspaper advertising
CarsDirect, a new way to buy cars online. He had no car inventory, but created a simple website to see if
people would actually go for it. When people clicked on a “buy” button, he bought the car at retail and delivered
it to the customer. Over a week-end he sold a few cars. He lost money on every transaction, but validated the
business model for his idea.

Jeff Hawkins created a wooden version of the Palm Pilot to test two key hypotheses: 1) Would | carry
something with this form factor (i.e. pocket-sized) around? 2) What would | use it for? He learned that the form
factor was just right and that he would use it primarily for calendar, address book and simple note taking.

IBM tested if and how people would interact with a speech-to-text P by g the actual
hardware and software using a hidden typist. The users, were given a microphone and a monitor but no

MS&E 277 / Fall 2016

Tina Seelig/Alberto Savoia

keyboard; when text appeared on the screen they thought that their commands were being pr dbya
computer, not a person.

Google Glass was first introduced to the world via a YouTube video that showed not what the actual glasses
looked like, but what the world would look like through the glasses. People who found the vision (pun intended)
of Google Glass compelling had an opportunity to signup and pay $1,500 to receive an “Explorer Toolkit." This
way, before producing a single consumer-ready Glass, Google was able to gage Initial Level of Interest (ILI) and
gain other valuable feedback.

BestBuy pitched a tent in one of their store parking lots and advertised locally for a new service (tentatively
named NextPlay) to see if people would be interested in swapping old electronic gear in exchange for store
coupons. It worked, and the service is now available in all stores (and not in tents!)

Sacrificing their own apartment for one night, Airbnb founders created a simple website in which they offered

an alternative to hotel rooms:An air-mattress + simple breakfast for $80/night (a bargain in San Francisco.) Much
to their surprise, 3 people signed up very quickly and they collected $240 on their first night. Airbnb is now
valued at over $10B!

The first version of the iPhone did not support cut-and-paste, it offered a very limited number of apps, it did
not support notifications or the tiber-popular Microsoft Exchange email back-end; and it required iTunes to
activate/use it. But people wanted it so much that they did not care about the missing functionality-a great

indicator of interest.

With a used employee shirt bought on eBay to look like an IKEA worker, Upwell Labs’ founder sneaked in a
few prototypes of his new product into an IKEA store and put them on display to see if people would buy
them.They did! He proved that his new product would sell in a store ... without owning a store.

Tesla's Elon Musk took an existing car (a Lotus roadster) that was close enough to the all-electric roadster he

had envisioned, ripped off the internal-combustion engine, put an electric engine in it (along with slightly
different body) and drove it around. Now he had an artifact, a really sexy and fast one, to show around. People
were obviously interested in the new car; but would anyone be interested enough to buy one? He needed data
not opinions. So he asked people who expressed interest if they were interested enough to write him a $5,000
deposit check to be on the waiting list for one.

See www.Pretotyping.org for more. Questions, feedback, comments: asavoia@gmail.com
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