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Customizing a group and individual experience
Osterwalder-Blank-Maurya-Reis-Thomas

Utilizing methodologies developed by
Alexander Osterwalder, Steve Blank,
Eric Reis, Ash Maurya, and others,
Barrett Thomas has developed a
process for a start-up business to test its
assumptions and put serious effort into
determining the feasibility of the business
and its product.




The 90 day pre-incubation program at Braintree
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Business Model Canvas
Lean Stack

Braintree’s pre-incubation
program is based more
than anything else on
customer validation

Barrett Thomas and Alex Osterwalder
September 2014 Providence, USA




Entrepreneurial Paradigm Shift

More startups fail from a lack of customers
than from a failure of product development

-Ash Maurya

What we used to do:
« “Build it and they will come”
» Written business plans with 5 year financial projections

What we do now:

« Customer testing to validate the business solves actual problems that
customers care about.

Develop a Minimum Viable Product (MVP)
Fail fast

Our goal: To find a business model that
works before running out of resources



Top 20 Reasons Startups Fail

Based on an Analysis of 101 Startup Post-Mortems

No Market Need

Ran Out of Cash

Not the Right Team

Get Outcompeted
Pricing/Cost Issues

Poor Product

Need/Lack Business Model
Poor Marketing

Ignore Customers

Product Mis-Timed

Lose Focus

Disharmony on Team/Investors
Pivot gone bad

Lack Passion

Bad Location

No Financing/Investor Interest
Legal Challenges

Don't Use Network/Advisors
Burmn Out

Failure to Pivot
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Steve Blank tells how it all came tog

K. http://www.inc.com/graham-winfrey/steve-blank-on-the-future-of-lean-startups.html
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The Business Model Canvas ..
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A tale of two canvases
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According to Ash Murya, the business model canvas
was great for existing businesses. His lean canvas is
specifically for startups



Business Model Canvas vs Lean Canvas
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Lean Startup Process: Build, Measure, Learn

This is how to test hypotheses...

IDEAS \
Favored testing process
 Build specifically to measure
customer feedback
(  Measure customer interaction

In reference to the hypotheses
CODE « Sift through all the data to find
the real answers (maybe
unspoken)
 Let the learning guide what is
built next

DATA



Lean Canvas Right Time = =]
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A reading list

nerorstees — Staye Blank, 2003

TO THE EPIPHANY

Successful Strategies
for Products that Wan

The book that launched

the Lean Startup revolution

Alex Osterwalder, 2010

Steve Blank

Eric Ries, 2011

RUNNING

Ash Murya, 2012 | lEA
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Other useful books

Steve Blank and Bob Dorf, 2012

The Mom Test, 2013
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‘g":é‘:,gs.t.o., < Value Proposition Design, 2014
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> | (last week!)

Stretegyeer

Bill Aulet, 2013




Bill Aulet’s Disciplined Entrepreneurship

24 steps to a successful startup
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WKI WKI helps organizations find the business value in
science and technology ideas, concepts and projects.

wendykennedy.com inc.

Find the Business Value Inside Innovation

Use Idea Scoping Tools to:

EXPLORE
Discover potential avenues of commercial
value.

FOCUS
Hone in on what the customer will value.

TAKE ACTION
Generate specific outputs that contribute
to the business value delivery process.

SKETCH

Share and collaborate on different ideas and
points of view about potential value propositions.

ALIGN

Bring teams together on the value proposition.

CHALLENGE ASSUMPTIONS

Explore alternative applications, markets and

business models beyond the originals.

Use Opportunity Validation Tools to:

VALIDATE
Confirm and refine the value proposition
hypothesis.

COLLABORATE
Both reviewers and innovators can
collaborate to populate these tools.

QUANTIFY

The tools are driven by real numbers from
conversations with customers, markets
and partners.

ASSESS RISK
Assess risk in four areas: technology,
market, customer and financial.

STREAMLINE
Accelerate assessment of an opportunity
with a streamlined due-diligence process.



www.venturecapitaltools.com

Randy Goldsmith-Investor in Residence-Texas Technology Development Center
San Antonio, Texas

How To Value A Start-Up

Questions:

-« How does your Entrepreneurial Readiness Level
compare with other entrepreneurs?

- What are your entrepreneurial strength and weaknesses?

- Do you demonstrate the entrepreneurial characteristics
investors require?

Description: The Entrepreneurial Readiness Survey provides a self-
assessment tool for individuals interested in evaluating their readiness level as
an entrepreneur. This non-scientific tool is designed from an investor’s
perspective. The scoring is weighted according to the factors investors hold most
important in evaluating entrepreneurial traits and characteristics. The scoring is
based upon the author’s 20 years of experience in working with hundreds of
early-stage entrepreneurs.



http://www.venturecapitaltools.com/
https://www.venturecapitaltools.com/surveys/entrepreneurialsurvey.aspx

incuTrackTM

See how incuTrack can help your incubator
incuTrack saves time, saves money, and helps clients, staff, and mentors
collaborate and coordinate so goals are achieved and exceeded.

Client Relationship Management (CRM)
Instead of a collection of disparate online and offline systems, you may now have all your client
information in one readily accessible database.

Custom Reporting
The system improves the presentation of your operations with the ability to report information in the
most usable form for your organization and management style.

Online Forms
Put away your pdfs. The system provides online inquiry, prospect, application forms, and more...

Mentoring Support
Coaching & mentoring modules are provided to help incubator staff address the business and
development needs of each client.

Economic Impact Data
Company revenues, jobs created, employment data, and any other data you choose can be tracked
and reported.

And many more features...
Review the many features of incuTrack and contact us for a demonstration.
http://www.incutrack.com



http://www.incutrack.com/features

Networking CUSTOMER RELATIONS

Marketing
Sales and Service
Communications and PR

e r ‘ Financials
Employees Funding
Partnerships Production and Deliveries

Business Processes IT Systems

ORGANIZATION Lagaliissuss Facilities OPERATIONS

GrowthWheel
All business decisions in one single toolkit




