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Assumptions’ Validation

Masterclass — Mégpog 1
H uEBodoc «Lean Start up» Kai
«[leipdpara» avrAnong yvwaong aTro Toug lNeAdarec

OKIThess - Noe 2017



I K € Men

KE KENTPO EQEAONTQN MANATZEP EAAAAOZ

Why 9 out of 10 startups fail,
(according to their founders)

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 Locaton

No Financing/Investor Interest
Legal Challenges

Don't Use Network/Advisors
Burn Out

Failure to Pivot
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®1< € M EA Mia atroudaia diatrioTwaon:
KENTPO EOUAONTGN MAKATZP WAMALGE H diagopd TwV VEOPUWYV ATTO TIG UTTAPXOUCES

\|_7

O1 veoueig dev gival JIKpA avTiypaga

UTTOPXOUO WYV ETTIXEIPNCEWV
(Steve Blank 2003)

O1 utTrap)ouoEeg eTTIXEIPNOEIG EKTEAOUV
FNQXZTA Emixeipnuatika MovtéAa

O1 veoueic emixeipnoeig Yayvouv
Emixeipnuatika MovtéAa Tou dev yvwpilouv
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LY i<l j€l ™ [€A Ti sivan éva emmixeipnuaTikd Movtélo ?

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

‘Eva emIXEIpPNMATIKO HOVTEAO TTEPIYPAPEI TOV TPOTTO
ME TOV OTTOIO £VOG OPYAVIOHOG ONMUIOUPYEI, TTIPOCPEPEI
agia Kal apeifeTal

l||I cokE CREABILITIES

PISTRIBUT IOM » REVENUE

BUEJ’HESE TARGE T

EOETS H ﬂ [:}E'L- CUSToMER
FaRLTAER
f NET Wolk

VALUE J
COMFIGUEATI N III- Combe TR LIRS

MAGEMERNT INFRAST RUCTURE
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KK € M EA BMC : Business Model Canvas

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

To 2010 o Alexander Ostewalder pe to BifAio Tov
Business Model Generation
gloayel to epyareio Canvas va meptypaget
TO EMYEPNUOATIKO MOVTELO Hag emyeipnong
Emotnuovikad Kow AwAd

1 VALUE
" RADITIONS

q, CosT STRUC




I: IK € M EA A¢ eravaAdBoupe Ti ival éva start up

TPO EOEAONTQN MAN

‘Evac NMPOZQPINOZ opyaviouog

mou onuioupyeital us oroxo va YA=EI

via éva ENIANAANAMBANOMENO kai ENEKTAZIMO

EMNIXEIPHMATIKO MONTEAO
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KK € M EA Apxéc Tou 219 aiwva

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

To mpoBAnua

Ta start ups ATTOTUYXAVOUYV YIATI CUYXEOUV TO OTOXO TOUG
[MpooTraBouv va ekTeAEoOUV aAvTi va Yagouv
via éva Emixeipnuatiké MovtéAo

H Auan : (dev uttdpxel )

AvalnTouvTal Ta epyaAsia-pebodoAoyia rou Ba
Bonbnoouv — uttooTNpPIEOUV
TNV AVATTTUEN TWYV start-ups
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Lead User Research - Von Hippel
Crossing the Chasm - Moore

Entrepreneurial Mindset - McGrath/MacMillan

Innovators Dilemma - Christensen
Profitable Value - Lanning
Lanchester Strategy - Yano

High Tech Marketing - Davidow
OODA Loop - Boyd

Question-based Selling - Freese
Solution Selling - Bosworth
Conceptual/Strategic Selling - Heiman
Spin Selling - Rackham

US Marine Corps Warfighting Manual
Tipping Point - Gladwell

H peAETn TOUu TTPOBARMATOC divel pia
TAouaia BiBAloypagia
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Wik ¢ MEA H Baagikn 10€a Tou Steve Blank trpog Tn Auon

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

2003
Mia vEa ETTIXEIPNMATIKA TTPOOCTTABEIO S
XOPOAKTNPICETAI ATTO 4 BAMATA KAl the Epiphany

Successful Strategies for
Products that Win

2 PAOCEIG

Steven Gary Blank

Customer Customer Customer Company
Discovery Validation Creation Building
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L eMen Kai 0 epTrAouTIoudg T
EEereen., S0 Me to BMC 1ou Alex. Osterwalder mrpoaTiferal
Bustness it 1. H duvatoTtnTa va KataypAaWoulE TIC
BRI T UTTOBEOEIC
_*mwﬁ‘l{f}g 2. To score card e TO OTTOi0 TTOPAKOAOUBOUE

BMC TV TTPO0OO0

YT1To0£0¢€l

O Eric Ries Co-Founder tng IMVU
1. E@apuddlel yia 1" @opd Tn pEBodo
oav yadntic Tou Blank kai
1. Eiodayel Tn peBodoloyia AGILE yia
a. TIC EPEUVEC UE TOUC TTEAQTEC
(Experiments )
b. To Product Development
(MVP) oae 12

YAXNQ

Meipapa

Agile
Methodology



Lean Start up : Tpia (3) Baoikd cuoTartika

LY K€ ™ [EA Zroixeio A : Business Model Canvas

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

T (el | ANAYE g e | ) cosie
RENERS | AawimEs RIITIONS éw DSHTS 2,; f ¢
Zroixeio A
Al 3 C
RESOURCES ke
q, CoeT STRICTURE 6, Fole SReaMs SRS

Business Model Canvas
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Lean Start up : Tpia (3) Bagikd cuaTtaTtika
2roixeio A : Business Model Canvas

— \J/‘wg I . ‘ g
Key [ ¢ KoY 1 (usM [ TMee.
L RENERS | AawmES R & I;mz?, 2. SR
REATIONSHIPS | = Ganre
b, €Y 3, CNeS
RSHURCES
The Bustoess Model Caovat
e ) 14 .'."_" e ‘[ ({-‘ o Week 1
rear | _Gmamn —
Vhe Runtness Made’ Canvas St
l . ;;1:. }-5’ _“:::“ sy
:" okt s = :‘~ T | Week 2
ol
v (D |
-
- 7 o - s Week 3

iNee

Meta@pdaler v Eny. [0éa
oe apyikd Business Model

AmotunOvel TIS VT00£GELS GTIC
omoieg £xel otnpyPei 10
Business Model

ATotelel Eva

amotereocpotTiko SCORECARD

Yl T HETPNON TNG
TPO0Oov £vog start up
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Lean Start up : Tpia (3) Baoikd cuaTtaTtikd

I! IK € M GA 2roixeio B : Customer Development
™ = VALLE 1 : 3 >
Tl | *Aawes | “ s é}t{%\ 2%’;
2ToIXEI0 A T 2 GRNES
Zroixsio B el e P ¢ benTion (om
[
X DS VER) VaLIDATion CReaTIo! BUILDIN
T PrvoT \f/

Customer Development
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2roixeio B : Customer Development (1)
I! IK € M CEA Apouykpalopal Tov TreAATn & emifeaiwvw Ta oTadia

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

To Customer Development BonBa éva start up va yacel Eva BIwoIuo HOVTEAO
Eav 1o feedback tou lNeAatn avadeikvuel 011 o1 YTro0£o€ig eival AaBog

TOTE €iTe avaBewpouvTal €ite aAAAlouV PE VEEC .

Orav empBeRaiwbBouv pe 1o TEAOG TOU Search ¢ekIva TO KTiOINO MIOG
OpyavwupevNg OOUNG

KaBe @daon 1nG pebodoloyiag etravaAapBaveral uExpl va eTieBaiwbouv

ol UTToB£o€Ig .

To start up avapéveTal va aTroTUXEl TTOAAES QOPEG TTPIV BPEI TO CWOTO
MOVTEAO

Search Execution

1)
( I3 _cusToMER@D- CuSTOMER@—> (_DMPAW\\
\ i 72”65. >\/M.:I’A!l-ﬁoo\/. cEEtFﬁofJ BUILDING
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2roixeio B : Customer Development (2)
LY [IK [€ M [EA AgouykpaZopal Tov TrEAGTN & ETIBEBAIIVI T OTEBIA

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Search Execution

: | )
f

| - 2 . - -
s L, CUSTOMER@- CUSTOMERG—> (YMPANY
\ %}me Vwﬂ#ﬁo:\/. cEFA‘ﬁofJ BUILDING
A Pvor Y
|

e ———— I
- —

e

1. Customer Discovery : Ov10pvTtég petoppdlovy tnv 10€a TOVE Y10, TO
TOLEG €lvan 01 avayKeES TOV TEAG T o€ vToBioelg evog Em. Moviérlov

Metd ptidyvoov Eva MVP yio va 0oKILAGOUY TNV TPOTEIVOUEVT AVGT) .

2. Customer Validation : To Start up cvveyiletl va teatdpet OAEC TIG
vto0<oeig Yo va emPEPULMOGEL TO EVOLAPEPOY TOV TEAUTOV UEGHD
TPOIUOV TOPAYYEMMDV 1 ¥PNON TOV TPOIOVTOC .

Edv ogv vapyst evoraépov, yivetor PIVOT pe arlhoyn vrobéoewy .
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2roixeio B : Customer Development (3)
K€M e A@ouykpdalopail Tov TreAGTN & emIBEaIVW Ta OTASIN

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Search Execution
f | |
STz _wSToMER@ CUSTOMER@—> (MPANY
¢ ME? vwwroAI cReaTioN Bullp J
T P1V/oT jV
I —_——

——— ————————

B ——

3. Customer Creation : To wpoiov eivor TAEOV EUTOPEVGILO.
Xpnoiponolmvrtog Tic vrodEaseig To start up ktiCer ™ OTnon pe ypnyopn
avénon tov oaraveov MKT, toAncewmv Kot Onpiovpyioc vwodounc .

4. Customer Validation : Metaudppmon tov start up wov yayvel yio
OTTOVTI|OELS OE LI OPYOVOUEVT] LEPAPYIKA ETLYELPNON KUTAAANANS VO
exteléoel Eva Emyeipnuatikd Xy£010..
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Lean Start up : Tpia (3) Bagika cuaTtarika
2roixeio C : Agile Methodology

2TOIXEi0 A

2Tolxeio B

Zroixeio C

s [
& G
, CUSTONER@)—— CuSTorE COMPANY
%’ vaLIDaTIo creaTioN BUILDING
T PivoT ‘f/

' Iterate & Update /®

N
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B Lean Start up : Tpia (3) Bagikd cuatatika
I! IK € M CGA Zroixeio C : Agile Methodology

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

1. Xpnon yw empeBaimon Tov
Emygipnuotikov Movtélov

Yno0Oeon

Yoot 2
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Lean Start up : Tpia (3) Baoika cuaTtarika
2Zroixeio C : Agile Methodology

= ) SN
KENTPO EeEI\ONTQN MANATZEP EMAAOI

2. Xpnon via Product Development

2xediaon
MeipapdaTwy
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Lean Start up :
<1 IE M C/\ Moio givail To Képdog ?

KENTPO EQEAONTQN MA

Mikpnl ApXIKN €TTEVOUO

NMpwipyn dokipacia Tou MovtéAou Kal eTifeaiwon, dpa
XWPO YIa O10PBWTIKEG KIVACEIG

AuU¢non tou Valuation Tng £mIXeipnong mpiv {EKIVAOEI
KOVOVIKEG TTWANOCEIG

Mep10ocoTEPO DIAOECINO KEQAAQIO VIO TIG PACEIG TNG
EKTEAEONG
O pOAOG TOU VEOU eTTIXEIPNMUATIA Eival TTARPWGS OPICHUEVOGS
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LIk € M [En ‘Eva onuavrtiké mTpoAnua
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&< € M EA EmBeBaiwon Twv YToBéoewv
I'(Efl;lx'lo E©EAONTQN MANATZEP EAAAAOX n o I as Y"oeéos I S?

Mepikéc BaoikEg YTT0BE0€IC TTOU Ba XPEIOOTEI va AVTIMETWTTIOE!
KQO¢ start up

> lMeAartng : 'Exel eva «llovog» ?

> Ayopd : YTTAPXEl MIa ApPKETA PEYAAN ayopd ?

> Mpoiov : MtTopei va KaTaokKeuaoOei ?

> Opada : Tnv amroteAouv ol KataAAnAol avBpwtrol ? (Moépor)
> OIKovoMIKA : YTTapyel kepdogopia ?

>

Nopika — IP : H emixeipnon ptropei (Exel TO dIKAiWPA) «TOU
Emixeipeiv» aTtn mTEPIOXN QUTN .

[evIKQ KGO pia atrd TIC 9 evoTnTeC TOUu BMC 0dnyei o€
aVvTioTOIXEC YTTOBEOEIC
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K EMEA  Bagika kpitipia lepdpxnong Twv UTTOBEGEWV

KENTPO E©EAONTQN MA

NMNéoco BERala gival n opada yia Tnv opdOTNTA TNG
utTéBeong ?

Méoo peydAo gival n eTidpaon oTO EyXEipnUA ATTO
TNV MN €emiepaiwon Tng Yrobeong ?

[M6co £TNPEAdlel TIC UTTOAOITTEG UTTOOECEIG N
OUYKEKPIMEVN ?

28/02/2018
Page 25



KK e ™MEA Aoknon

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

A&loloynote 11 VToBEGELC co¢ Ko TOTOOETNGETE TIC GTOVG 2 ACOVEC

High Ii'n pact

k.

€ =
Certain Uncertain

v
Low impact

0 = certain , Low impact
5 = Uncertain , High impact

28/02/2018
Page 26



