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OveesiGHT OVERNIGHT TUCCESS
Success To Everjone

DOMEONE GWES &A;’:I'r
You M\oney
BG
Ipeal
WHAT PEOTLE THINK WHAT IT REALLY
ITLOOKS LIKE... LOOKS LIKE ...

Nine Years, Nine Lessons

Jason Tan on LinkedIn = 2 min read



AKIE|M|EA

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Apyxioupe ano ta Bacika
NG NEO®UOUG ETIXELPNUATIKOTNTAG ?

A¢ EEKIVIIOOUME ME P
omovdaia dwamicTwon

% #

Startup COMPANY

O veoueig emuxepnosig AEN sivau pikpa
OVTLYPAPA UTIAPYXOVCWV

O UTTIAPXOVCEG EMIXELPNOELG EkTEAOUV
FNQ2TA Emixsipnuoatika MovtéAa

O veoueig emtixelpriosg Yayvouv
Euxsipnuatik& MovtéAa tou dsv yvwpi{ouv
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TL ovopa{oups éva emiXelpnuatiko MovtéAo ?

rF-ﬂhLI:T-:-" J' SERAVICES
cohkE CHEABILITIES

PISTRIBUT 10N REVERVE

BUSINESS
MoDEL
YRLUE

cONFIGUEATIGN / COMPE TEAMLIES
M GEMENT [N FRASTRUCTURE

TARGET
T CUSToMER
CosTS

PaATMER
HNET WOl K

‘Eva ETUXEIPNUATIKO HOVTEAO
TIEPLYPAPEL TOV TPOTIO HE
TOV OTOIO0 £VAG OPYAVIOHOG
Snuioupyesi, mpooépe! adia
Ko apgiferar yUauti



Tu ovopalovpe start up ?

Eva NMPOZQPINO opyaviouo
TToV Snuovpyeitat ue atoxo va WAZEI

éva EMTANAAAMBANOMENO kot ENEKTAZIMO

EMIXEIPHMATIKO MONTEAO



Business Model Canvas
H Atotuntwon tou Emuystpnpuatikov Movtélovu

To PpAlo Business Model Generation (2010) tou Alexander Ostewalder
eloayeL To epyaieio Canvas , TIOL TIEPLYPAPEL TO ETIXELPNMATIKO MovTteAo
HLoG eTixeipnong Emiotnuovika kot AtAa



u KIE|M Business Model Canvas

H Amotumntwon tou Emxepnpatikov MovtéAov
The Business Model Canvas =~ o - -

ApciBerar?




Why 9 out of 10 startups fail,
(according to their founders)
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Top 20 Reasons Startups Fail

Based on an Analysis of 101 Startup Post-Mortems

N Marker Nee |

fan Oue of Coot - | -+
Not the Right Team [ G 2

Get Outcompeted _ 19%

Pricing/Cost Issues _ 18%

Poor Product _ 17% nd)c “"opoﬁue va
Need/Lack Business Model — 17% ’
o itoiog [ StaxeiptaToupue

Ignore Customers _ 14% 4 4

A ————— TO CUYKEKPLUEVO TIPOPBANHG
Lose Focus [N '~ 000 YiveTOL YPNyopoTEPQ

Disharmony on Team/Investors |G ' KOIL VOU l»le l(bO'OU “E TI]V
Pivot gone bad [ o> p )
A usyain afsfatotnra ?
Bad Location [ <~
No Financing/Investor Interest [ &=
Legal Challenges [ =+
Don't Use Network/Advisors [ &=
Burn Oue [ =~
Failure to Pivor [ 7>



LAKIE|M NMwg dpaye Ot HTIOPOVOAHE VO LELWGOUVHE TNV

KENTPO E©@EAONTQON MANATZEP EAAAAOZ aﬁe ﬁalétnta ?

Na mapadstypa av epwtnoete «Mwg 0 GKVAOG 0O TILVEL VEPO»?
Oa AdPeTe APKETEG ATMMAVTHOELG

NMwc¢ O pmopovoape va To paboups ?
Kavovtag to MNeipapa mov akoAovOei oto Bivteo
https.//www.youtube.com/watch?v=30X5sPc3mY0

H mpotaon givat AOLIOV v OpYAVWOOUHE KATXAANAX TTELPANA T
omEVOUVOHEVOL O TIEAARTEG KOL VO HAKOOUHE OTtO AUTOUG


https://www.youtube.com/watch?v=30X5sPc3mY0

LAKIE|M Customer Development
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Lean Startup onuaivel eva Ta&idl

Customer Customer Customer Company
Discovery Validation Creation Building

CONCEPTING ,

Product Vrs Customer Development ?
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Customer Discovery \ Customer Validation
(Or Ideation) (Or Concepting )
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BMC & 2xedlaon
YmtoOcoeLg NelpapdTwy § HE TTEARTEC



To Tagidl pe pua StapopeTikn popwYn

COMPANY

EmiBePfaiwon YmoBsoswv
HéOW
Mewpauatwv ue NMeAateg



AKIE|M|EA

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Tu givou évax experiment ?

Experiment Examples

e

8.7

say

interviews & field
research

do

website & call
to action

storyboards &
card sort

o—

d

o) A

(pre-)sales
& signatures

2 3

spec sheets
& brochures

prototypes7
MVPs




ke (el | AE L e | o csot

REINRS (. P15 | W@m " GoHaNTS Y& OAn Tn S1GPKEIA TOU
TagI1010U
O1 utroBéocig
aTTOTUTTWVOVTAI 0TO BMC

Customer Customer Customer Company
Discovery Validation Creation Building



Uncertainty

To {nToUuEVO slval

H afsfadotnTa va
HELWVETAL

pe emBefaiwon Twv

YroOéoewv
HECW TELPOAUATWV

KaBwg n Neopung
TIPOXWPA
TNV EMOMEVN QAaN.

Time



Lean Start up :
um E|M| Moo sival To Képdog ?
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* Mwkpn] ApXIkn etévduon

* Mpwiun dokipaoia Tou Movtédovu kat emiefaiwaon, apa
XWPO yLx SLopOwTIKEG KIVOELG

* Auénon Tou Valuation tng emuxeipnong pwv &EKvnoet
KOVOVIKEG TTWANOCELG

* MepLoogoTeEPO SLAOECILHO KEPAAQLO YIX TIG PARTELG TNG
EKTEAEONG

* O pOAOG TOVU VEOU ETXELPNHUATIX ELVAL TTARPWG
OPLOHEVOG



Case Study

«An airbnb for cars»

Mé£Bodog Assumptions Validation

Yaxvovtag yia yvwan (Strategyzer)

2to emopeva slides Oa epappocoupe
Bpa-pRpa tn pebodoAoyia

Kot O piAnoovpe yix tnv Oswpeia
TIOV TNV UTtooThPilEl
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Idea: An airbnb for cars.

To BMC

Key Partners

Car owners
Insurance companies
Car service companies
- Cleaning
- Service
- On-road assistance
- Parts
Regulators
Payment processors
Blockchain partners
- Miners
- Open source software
Marketing affiliates

Key Activities

Demand- & Supply-side
marketing

Tech developent &
maintenance

Customer support

Key Resources

Inventory
Technology
- Software platform
- Blockchain

Value Proposition

Car seekers: Like a car-
rental company, but
better (cheaper, reviews,
personalization, etc.)

Car owners: Make money
by securely renting out
your car when idle

Customer Relationships

Dispute resolution
Customer support
Loyalty programs
Ratings and history
Personalization features
Service partners
Custom insur. products
Car replacement
Vehicle monitoring

Channels

Website & mobile app
Online advertising

Customer Segments

Car seekers: tourists vs
locals vs business
travellers, occassional
commuters, students, etc.

Car owners: families with
a second car, young car
owners who want some
extra cash

Cost Structure

Fixed: staff, offices, tech infrastructure

Variable: marketing, legal, insurance, payment processing, mining

Revenue Streams

Commission on car rentals
Commission on insurance contracts
Commission on services




LAKIE[M Baowka Bpata tng pe0odoloyiag
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* [poodloplopocg YtoBéoswv

* MpoTteparoTNTEG KAt eEMiAoyn Twv YoOéoswv tov
geAéyxovtal

* MPpoadLoPLONOG TOU MELPANATOG YIa TV sTfefaiwon
T™NG K&AOs UTt6O0sOoNC

* EktéAgon Tou mepapatog (Experiment)
* EmPefaiwon R un
* EmutAéov yvwon

* Emopevn Evépyela / Emopeveg Evépyeieg



u KIE|M Lean Startup : Assumtion Validation
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* [poodloplopocg YtoBéoswv

* MpoTteparoTnTEG KAt eEMiAoyn Twv YoOéoswv tov
gEAEyxovTal

* MpoadLoPIoUOG TOU MELPANATOC Yix TNV eMisfaiwaon
T™NG K&XOe uTI6OsOoNQ

* EktéAgon tou mepapatog (Experiment)
* EmiBefaiwon N pn
* ETumtAéov yvwon

* Emopevn Evépysilax / Emopeveg Evepyetleg
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NMpoodlopiote YMOOETELG

Key Partners

Car owners
Insurance companies
Car service companies
- Cleaning
- Service
- On-road assistance
- Parts
Regulators
Payment processors
Blockchain partners
- Miners
- Open source software
Marketing affiliates

Key Activities

Demand- & Supply-side
marketing

Tech developent &
maintenance

Customer support

Key Resources

Inventory
Technology
- Software platform
- Blockchain

Value Proposition

Car seekers: Like a car-
rental company, but
better (cheaper, reviews,
personalization, etc.)

Car owners: Make money
by securely renting out
your car when idle

Customer Relationships

Dispute resolution
Customer support
Loyalty programs
Ratings and history
Personalization features
Service partners
Custom insur. products
Car replacement
Vehicle monitoring

Channels

Website & mobile app
Online advertising

Customer Segments

Car seekers: tourists vs
locals vs business
travellers, occassional
commuters, students, etc.

Car owners: families with
a second car, young car
owners who want some
extra cash

Cost Structure

Fixed: staff, offices, tech infrastructure

Variable: marketing, legal, insurance, payment processing, mining

Revenue Streams

Commission on car rentals
Commission on insurance contracts
Commission on services
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# Test Target BMC Box Assumption

Value Proposition & Private car owners are willing to rent out their car to a private car
D1 Desirability Customer Segments seeker, under specific conditions and pricing that shall be defined

. Private car seekers are willing to rent a car from a private
Value Proposition & . ... .

individual, for at least the same terms with a car rental company
Customer Segments

D2 Desirability (convenience, vehicle status, pricing, etc.)

Customer Efficient dispute resolution is a highly regarded feature from the

D3 Desirability  Relationships perspective of the customer

People look for renting a car on-line (rather than off-line when they
D4 Desirability  Channels reach a destination)

Car service companies are willing to support such a venture under
F1 Feasibility  Key Partners viable terms, i.e. strong discounts

Car insurance companies offer a suitable insurance model already,
F2 Feasibility Key Partners or are willing to create one

Technology development and maintenance can be supported by the
F3 Feasibility  Key Acitivities main team
F4 Feasibility = Key Resources Blockchain Infrastructure can support a viable scale

There is a sufficient profit margin between revenues and costs to
V1 Viability Revenues & Costs  sustain a scalable business

A1l Adaptability Others There is freedom to operate from a regulatory point of view



Lean Startup : Assumptions Validation

Brpua 2

* Mpoodloplopog YoOsoswv

* MpotepatoTNTEG KL ETTIAOYH TWV YITOOéoswv TTOL
gAEyxovTou

* MpocdLoPIOUOG TOU MELPEANATOG YIx TNV eMisfaiwaon
NG KOs uTt6OsOoNg

* EKTEAEOT TOVU TELPAUATOG
* EmiBefaiwon N pn
* EmumtAéov yvwon

* Emopevn Evépysila / Emopeveg Evépyeteg



lepapxnon YmoOéoswv

K&Be vrtoBeon ogeilel va a&loAoynOkd...

Aﬁsﬁawm'ra E)\dxtorn 0 éwq Tepaotiax 10

--------------------------------------------------------------------------------------------------------------------------------------
--------------------------------------------------------------------------------------------------------------------------------------

. »>[1000 peEYaAn elval n eTOPOON OTO EYXEIPNHO ATIO TNV KN em[%eBouwor]
| Tng YmoBeong ?
| »>T1600 emtnPeadel TIG UTTOAOLTIEG UTIOBETELG N OUYKEKPLUEVN 7

______________________________________________________________________________________________________________________________________

--------------------------------------------------------------------------------------------------------------------------------------
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Test Target BIMC Box

ABeBadotnta : 0 = BéBato, 10 = amoAvTwG aBéfaio
Emintwon: 0= kapiax, 10 = tepaotia

ABeBar- Emimtw
Assumption otnTa on

D1

D2

D3

D4

F1

F2

F3
F4

Al
A1

Value Proposition &
Desirability Customer Segments

Value Proposition &

Desirability Customer Segments

Private car owners are willing to rent out their car to a private car
seeker, under specific conditions and pricing that shall be defined

Private car seekers are willing to rent a car from a private individual,
for at least the same terms with a car rental company (convenience,
vehicle status, pricing, etc.)

Efficient dispute resolution is a highly regarded feature from the

Desirability =~ Customer Relationships perspective of the customer

Desirability ~ Channels

Feasibility Key Partners

Feasibility = Key Partners

Feasibility Key Acitivities

Feasibility Key Resources

Viability Revenues & Costs
Adaptability Others

People look for renting a car on-line (rather than off-line when they reach a
destination)

Car service companies are willing to support such a venture under viable
terms, i.e. strong discounts

Car insurance companies offer a suitable insurance model already, or
are willing to create one

Technology development and maintenance can be supported by the main
team

Blockchain Infrastructure can support a viable scale

There is a sufficient profit margin between revenues and costs to
sustain a scalable business

There is freedom to operate from a regulatory point of view
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Assumptions Mapping
NMpokUTTEL O TIKG 10 ¥ o2
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Uncertainty
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H mtpotepalotnteg

. Un-
# Test Target BMC Box Assumption certainty Impact
D1 Desirabilit Value Proposition & Private car owners are willing to rent out their car to a private car seeker, 9 10
y Customer Segments under specific conditions and pricing that shall be defined
o Private car seekers are willing to rent a car from a private individual, for at
. yers Value Proposition & . . .
D2 Desirability least the same terms with a car rental company (convenience, vehicle status, 7 10
Customer Segments " .".

pricing, etc.)
V1 Viability Revenues & Costs Thereis a sufﬁaent profit margin between revenues and costs to sustain a 75 9

scalable business
A1 Adaptability Others There is freedom to operate from a regulatory point of view 8 7.5



u KIE|M Lean Startup : Assumptions Validation

y
KENTPO E©@EAONTQON MANATZEP EAAAAOZ B n “a 3

* Mpoodloplopog YoOsoswv

* MpotepatdoTNTEG KAl EMIAOYN TWV YTOOéoswv Tov
geAeyxovtal

* MpoadlopLoNAG TOU MELPANXTOG Yia TNV emiefaiwon
T™NG KOs utoBeang

* EKTEAEOT TOVU TELPAUATOG
* EmiBefaiwon N pn
* EmumtAéov yvwon

* Emopevn Evépysila / Emopeveg Evépyeteg
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2xeolaan Kol EKTEAEDN

» —€KIVA PE TNV €TTILAOYN TG TtoLo «Risky» vtoBson¢ . (Mpotepatomoinon)
> Zul{ntoe (N opada) SLAPOPETLKEG LOEEG Y repapata (Brainstorm)

» [NpoomaBnoe va avaAUGELG TNV UTTODECN OE IKPOTEPEG Ol OTIOLEG UTTOPOUV VX
EAgyxOouv.

»OE0e QUYKEKPLUEVOUG aToyou¢ (Kpltrpla emituxoug erefaiwaong)
»Tpe€e 0o 1o meipapa (Mnv aAAadelg otnv TOPEIR)

> AvEAuas TO OTIOTEAEOPOTA UE TIPOCOX T, avalTNOE TNV EMITTAEOV yvwan
TIOU TIPOKUTITEL KOL OTIOPACLOE TO EMOUEVA BruaTa

Source: Climate KIC



LK|EIM Obnyog yla éva cwoTo MEIPAPA
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1. Hypothesis: define the assumption you want to validate 4. Results: what are the results obtained?

2. Experiment Design: define how you are going to test
the hypothesis

5. Lea rnings: What can we learn from the results?

6. Validated / Invalidated / Inconclusive

3. Minimum Success Criteria: whatare the criteriato || /. Next Steps: what are the next steps?
validate the hypothesis as true?

Source: Climate KIC / ClimateLaunchPad Chrysallis Leap
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1. Hypothesis: define the assumption you want to 4. Results: What are the results obtained?
validate
X glvat eva pofAnua yia tov lMNeAdtn

2. Experiment Design: define how you are going to

test the hypothesis

- Oa yivouv 20 guvevtetéelg us SuvnTikoug
MeAateg

- Oa epwtnbovv apxika av mpoartabnaoav n
Oxt va AUgouv 1o TpofAnua oto
napeAOOv.

- Kat ueta av 1o mpofAnUa MAXPAUEVEL KOl
av va vai, yiati ev Exouv katopOwast va
TO AUoOUV akoun ...

5. Learnings: What can we learn from the results?

6. Validated / Invalidated / Inconclusive

3. Minimum Success Criteria: What are the criteria | 7. Next Steps: What are the next steps?
to validate the hypothesis as true?

10/20 lMpoontaBnoav va to Auoouv &
urntapxet ka@apn £Enynaon yati Sev To Eyouv
KOTX(PEPEL XKOUN




LK|EIM NMoapadstypa 2

AKOUOTIKA £&XIPETIKNG ATTOd0O0NG YIX EVOLKLOON

1. Hypothesis: define the assumption you want to 4. Results: What are the results obtained?
validate

Avvntikol lNeAateg eivat appeveg 20-25
XPOVWV, UE «X» XAPAKTNPLOTIKA

2. Experiment Design: define how you are going to

test the hypothesis

- Oa unapéel eva «stand» oe
TTAVETILTTNULOKY EKSNAwan Ormou Ba sival
Tapovteg ot duvnTtikoi MeAateg

- Oa yivetal uaikn emideién Tou
TTOWTOTUTIOU.

- Oa (nreitat va ummoypapETaL Lo
JUUPWVIX TIPOAYOPAS.

5. Learnings: What can we learn from the results?

6. Validated / Invalidated / Inconclusive

3. Minimum Success Criteria: What are the criteria | 7. Next Steps: What are the next steps?
to validate the hypothesis as true?

Na yivouv TtouAaxtorov 1000 smmideiésic &
25% avtwv va urtoypdyouv gUUEWVNTIKO.
( Conversion rate 25%)




LAKIE|MJEA airbnb for Cars
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1. Hypothesis: define the assumption you want to 4. Results: What are the results obtained?

validate
1SwTeg, 1SlokTNTEG aruTokivrTou Ba BeAngouv

VO TO EVOLKIXOOUV OE AAAOUG, UE TIG
TPOUTIOOETELG KOl TILOAOYIXKY) TIOAITIKY) TNG
TAQTPOPUAG

2. Experiment Design: define how you are going to
test the hypothesis

5. Learnings: What can we learn from the results?

6. Validated / Invalidated / Inconclusive

3. Minimum Success Criteria: What are the criteria | 7. Next Steps: What are the next steps?
to validate the hypothesis as true?




LAKIE|MJEA airbnb for Cars
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1. Hypothesis: define the assumption you want to 4. Results: What are the results obtained?
validate

1SwTeg, 1SlokTNTEG aruTokivrTou Ba BeAngouv
VO TO EVOLKIXOOUV OE AAAOUG, UE TIG
MPOUTTOOETELG KAl TIUOAOYLOKT TIOAITIKY) TNG
TAQTPOPUAG

2. Experiment Design: define how you are going to
test the hypothesis

Tuxaio Selyua X 1SiwTwv va guurAnpwaouv

ATIO ELWTNUATOAOYLO UE SNUOYPAPIKA KAl

SIEPEVVNTIKEG EPWTNTELG :

v I8lokTnaia kal xpron 2% aquToKLVTOU

v Av TOo £xouv daveioel g @iAo aTO
TtapeABov. MoTe, yati, pe ToLeq

5. Learnings: What can we learn from the results?

TpoUTtI00£0ELC.
v OanBehav va 1o Vowkiaoouy. Me mtoleg 6. Validated / Invalidated / Inconclusive
OLVONKEC .
v__Av vai, Ztnoe to mail toug 7. Next Steps: What are the next steps?

3. Minimum Success Criteria: What are the criteria
to validate the hypothesis as true?

» Yy % a1o 000ULG £XOUV 2° QUTOKIVNTO
£dwaoav e-mail ya va eibomtoinBovv
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* Mpoodloplopog YoOsoswv

* MpotepatdoTNTEG KAl EMIAOYN TWV YTOOéoswv Tov
geAeyxovtal

* MpocdLoPIOUOG TOU MELPEANATOG YIx TNV eMisfaiwaon
NG KOs uTt6OsOoNg

* EKTEAEON TOU MMEPAUATOG
* EmBefaiwon | un
* ETuitAéov yvwon

* Emopevn Evépyela / Eopeveg Evépyeieg



AK|E|M 0O8nyod¢ yla éva 6woTo TEipapa
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1. Hypothesis: define the assumption you want to validate 4. Results: what are the results obtained?

2. Experiment Design: define how you are going to test
the hypothesis

5. Lea rnings: What can we learn from the results?

6. Validated / Invalidated / Inconclusive

3. Minimum Success Criteria: whatare the criteriato || /. Next Steps: what are the next steps?
validate the hypothesis as true?

Source: Climate KIC / ClimateLaunchPad Chrysallis Leap



LAKIE[M GOTB : Go Out of The Building
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IF | WERE OUR TEENAGE
GIRL TARGET, | WOULD

, , , , , LOVE OUR NEW PRODUCT. HAVE YOU ACTUALLY
Noa Bupdoat 0Tt sival Av@pwrot kol ouTtol TALKER TG AR TO

7
g
/

N0 ) WHAT? AND
/2 /  LEAVETHIS
-~ ROOM?

v" To lNolo onuavtiko : GOTB

v’ K&ve ouvavtnoslg mpoowo ps mpoowIno

v Xpetaldeoal va aTTOKTNOELG YVWON Yia TOV TTEAATI) 00U Kot TNV ayopa

vTpoomaBeiq va avayvwploelg emavalaufavousva otolyeia (Pattern
recognition)

v Amauteital va amtoktnOsl yvwon yla 6A&¢ Tig evotnteg Tou BMC



Tt CUVIOTOUV Ol TETUXNHEVOL .

“Great
founders
never put
anyone
between
themselves
and their
users.”
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»Oa TIPETEL VA £lval TOVAGXLoTOV o€ eva Pabuo é€vog.

O avBpwTol TTov g€ yvwpilouv BEAOLV va Elval EVYEVIKOL KO TIPOCTIAB0UV VA GOV TTIOUV QUTO
TIov OEAELG VO KOV OELG . APNGCE VO ILANGOUV 0TOUG CUVEPYATEG OOV £POCOV OEV TOUG YVwpilouv

OL avBpwToL TTou dev yvwpilelg OV £XOUV KATIOLO GXECN VA SLATNPNOOLV KAl VAL TILO TIIBAVO va
OOV TIOUVV TNV OANBslx

»>Xe KaOe oguvevtevén, (NTNOTE VO GOG CUCTIOOLV KATToloV aAAov yla TNV
ETIOMEVH) OOG OLVEVTELEN.

»MiAnote f2f N péow ™Asdraokxeymc.

Elvat TTOAU ONUOVTIKO VAl UTTOPELG VA OELG TIG EKPPATELG TOUG

> DTIAEE EVA KATAAOYO «TIEAATWV» YL GUVEVTELEN.

95 Ways to find your first customers for customer development or your first sale:
https://jasonevanish.com/2013/08/11/95-ways-to-find-your-first-customers-for-customer-
development-or-your-first-sale/



LAKIE|M 2€ TtoLovV O pAnow ?

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

YTtapxouv TtoAAoi StaopeTikoi TUTTOL TTEAATWV:
» Xpnotng
» AuTOC Ttov emtnpeadel TNV ATIOPOCH
» AuTOC TIOU £XEL TN SUVAUN VO KAVEL GCUOTOON
» AuTOC Ttou amo@aoilel
» AuTOC TTov Ba TTANPWOEL
» AuTOC IOV Ba COUTIOTAPEL
[MpoomaBnoe va IANCELG HE OO0 YIVETOL TIEPLOTOTEPOVG ATIO XUTOVG

ZeKiva PE AUTOV IOV £XEL TTPAYHATIKX TO TTPOBANHCL.
> ZeKlva e TOV XPNoTn

» Apov emueBatwaoelg To TPOPANUA KOl LABOELG TIEPLOCOTEPO TIPOXWPNOTE UE
TOV TIPOIOTAMEVO

»> Tov leviko AtevBuvtn Ba Tov O€LG L POPA KL TIPETIEL VO TIAPELG KATL TIOAU
ONUAVTIKO

AKOHO KO OTLG ETTXELPNOELS, PAGTE pE avOpwtoug!



I! KIE|M Ta melpapata yix diepsvvnon tov MpofARpatog

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

[lowx ival n yvwan, Ttou TIPETIEL VO ATIOKTNOEL :

v" Product Risk: lNolo¢ sival o «flovocg» TTov AVVEL
" [lowx elvat T 3 ONUAVTIKOTEPO TIPOPANUATA YIO TOV TIEAXTN;

v Market Risk: Nolog eival o avraywviotic ;
" [Twg AVvEL TO TIPOPANUA O TTEAATNG CNUEPC;

v' Customer Risk: IMotog £xeL Tov «[1ovo»;

= Elval ouTh UL TIEAQTELOKN OO0 TIOU UTIOPEL VO OWOEL LKAVO OYKO TIWANCEWV Kol
ETIOUEVWC KEPOOYOPLQ;

Source: Climate KIC



LAKIEIM] Mote «<OAOKANPWVETE» N SlEPEvivNON TOU

KENTPO E©@EAONTQON MANATZEP EAAAAOZ n po BAﬁ paToq ?

OAoKANpwveTaL
v otav apxiouv va emavadauBavovtal oL dleg ATAVTNOELG

v 'Exouv yivel ouvevTevEelq pe TovAdaytatov 15 TTpOowTa KAl :

= MTIOPOUV VA TIPOCOLOPLOTOUV TO SNUOYPAPUCE XOPOAKTNPLOTIKA EVOG
early adopter

= Exel TPOCOLOPLOTEL KL TIEPLYPAPEL eTaKpLpwg o “Movocg / MpofAnua”
» Elvau duvatov va mieptypoa@el , MNMwg o teAatng Auvet To TiPoBANUX
ONMEP

Source: Climate KIC



LAKIE[M H peyaAin duvokoAia

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

THE I\II[]I\II TEST

H ttlkt

Rob Fitzpatrick

O1L AvOpwTtiol Aéve Pépata
OLVELONTA N acuvveldNTA ylaTl BEAovy va gival kahol padl cou

Source: The Mom Test, Rob Fitzpatrick



LAKIE|M MuAwvtag pe tTnv Mntépa govu

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Mava, €xw pux emxepnuatikny Wéa, Oa
nOeAeg va otnv €€nynow

BéBawx, pwpo povu

2ou apéosl To Ipad tov éxelg kKot To
XPNOLHOTIOLELG TIOAV ; ZWOTK ;

Noau, gival pof3epo




LAKIE|M MuAwvtag pe tTnv Mntépa govu

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

AnAadn Oa ayopadleg éva App, HE
OUVTAYEG HOYELPLKAG , Eva “ToEAEpEVTE”

XHHp , evOLapépov

Kot Oa otouyidel povo 5 € . MNMoAv ptnvo oe
oxéon Me Ta BBAlx Tou éxeg Twpa .

Ayantw ta BiAia cuvtaywv . Akovyetal
UTTEPOXO. O £XEL KAL CUVTAYEG YLK
Béykav, I KATL OTTECLAA YA TLG YIOPTEG ;




LAKIE[M TL CKEPTETAL TIPAYHXTIKAX

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Mava, £Xw pux emxepnuatikn Wéa, Oa
nOeAeg va otnv €€nynow

BéBawx, pwpo povu

To kaAd wov to Toudl Tpémet va
10 evOappLVE®

2ou apéosl To Ipad tov €xeLg Ko To
XPNOLHOTIOLELG TIOAV ; ZWOTK ;

Noau, givon pof3epo

To ypnowomoi®w povo va
o alm to LEIA LoV Kot va
YAYvVm GTO OL0OIKTLO



LAKIE|M MuAwvtag pe tTnv Mntépa govu

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

AnAadn Oa ayopadleg éva App, HE
OUVTAYEG HOYELPLKAG , Eva “ToeAgpEVTE”

XHHp , evOLa@épov ., ,
Agev vouilm 0t ypetalopon oTnv

NAKi0 LoV VEEC GLVTOYEC



LAKIE|M MuAwvtag pe tTnv Mntépa govu

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Ko Oax otowyider povo 5 € . NMoAv @tnvo os
oxéon ue Ta BBAlx Tou £xEig Twpa .

Ayontw Tt BiAia cuvtaywv . Akovyetal

UTTEPOYXO. O EXEL KOl CUVTAYEG YLX
Béykav, I KATL OTTECLOA YA TLG YIOPTEG ;
O

Madirov €xm moALG BipAia paryelptkng.
To Ipad otn kKouliva.. Oa AepwBel . App ? MNote dev
ayopaoa €va . Noutla otL otolxilouv 1 € ? Oa
XPELOOTW TILOTWTLKN .

— AcaM\dfw Bépa



AKIE|M|EA

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Lesson learnt

_® NaOog

2WOoTO

Mnv pwTAG YVWHEG
‘Oa ayopadlate...”
“Nopicete ..."

Mnv pAdte yix Th Avon
o [0 (o

"H Avon pog mpoo@epet...”

PwTtnote ywa dedopéva

“Meote pov moTe
aoxoAnOnkate ..."

ETikevtpwOeite oto
nNPOBAnpa

“TL oo Ttondevet ... ;"
“TuBa NTaV WEEALO YL
soac”




u KIE|M Waxvetal yix Kamowx dégpevan

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

[Mapoxn xpovou (Toug)

AlaBeon va ploK&pouV TNV
QELOTILOTIO TOVC

AEoEvuon N evepyela
TANPWUNG



Ag dovpe Ti paBape !

Visit app.sli.do (#70556)
A&loAoynoTe TIC EpWTNOELG & AVTIOPATCELG
- Good : KaAn epwtnon N KkaAn avtidpaon
- Bad : Kakn epwtnon n Kakn avtidpaon



LAKIE|M EpWTACELG YK TO quiz

KENTPO E©@EAONTQON MANATZEP EAAAAOZ Kal o l a" aVT"] GE lc

NMwg O xapaktnpi{ape TIG EPWTNCELG IOV AKOAOUVOOUV BAon TwWV 6CWV Hag SL6AoKEL
To «<Mom Test»

1. Nopilete 6TL auTO TO TIPOIOV sivat o Ko ¢ ; Kakn

2. Qo ayopalate éva TiPoidv TTouv AVEL auTtd To TIPOPANUa ; Kaki

3. Oa BAate va HoG AAOETE VIO TNV TEASUTAIO (POPA TIOV £XOTE OUTO TO TIPORANUA ;
KaAn

4. Ymapxsl KATL IOV 00¢ eVOXAEL 0Tn anuepvi Aon tov TipofAfpatoc ; KA

5. Oa mAnpwvarts 30 € yia auto To TPoidy ; Kakn

6. Mboo oag otolyilsl auTd To TTPOPANUA ; KaAR

/. ToTe ATav N TEAsUTAio POPG TIOV KOLTAEQTE Yix piat Auon ; Mov ; KaAR

8. Ymapxet éva budget yia autod ; KaAn



LAKIE|M EpWTHOELG YL TO quiz

KENTPO E©@EAONTQON MANATZEP EAAAAOZ Kal o l a“ avt"] GE lc

NMwg Oa xapaktnpi{ape Tig avtidpaaoslg / reactions Touv guvoulAnth oag faon ta
T(PONYOUHEVX

Reactions og epwWTNOELG

1. ®avtaotikd , Mou apéost ApvnTikn / 8gv umtdpxel Séopevon

2. TéAelo, s18omoinos pe 6tav sival £Tolpo . ApvnTikn / 8sv utdpyxel Séopsvon

3. Ymapxouv évag U0 avOpwITIoL GTOUC OTIOIOVE KTTOPW VAL OE CUCTACW OTAV ioal
ETOLHOC . OeTIKN / €XEL déGELON

4. Oa 1o aydpala omtwaodnmots . ApvnTiKA / dev uTtdpyxel déopsvon



I![I! E|M Acg doupe kot TL A€l 0 Steve Blank

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Steve Blank



https://vimeo.com/125071722

AKIE|M|EA

KENTPO E©@EAONTQON MANATZEP EAAAAOZ

Euxapiotoupe yia tnv Tlpoooxn oac

Oa TMAPAKAAOVGANE VA CUUTIANPWOETE TO EpwtnuatoAoylo

Kau yia teplocotepa oto www.kemel.gr



http://www.kemel.gr/

