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KENTPO EIO§ONTQC:MANAMTZEP ESAQI I_Iplv §£Klvr’]08|€
KuUpiog Z16)x06 : MAOHZH
2TOXO0C TNG OUVEVTEUENC €ival N yvwaon / n katavonon Twv TTPoRANNATWY TWV
TeEAATWV. TOo TEAEUTAIO TTPAYHA TTOU TTPETTEI KATTOIOC VA KAVEI ival va
TTPOCTIOONOEI VA «TTOUARCE

«No plan survives first contact with customers» Steve Blank

MpdyuaTta TTou TTPETTEI VO OUNAOTE :

1. Kpatnoe XaunAoé MNMpo@iA
Ooo otroudaia kal va gival n 10€a oou, gival attAd pia 10€a!

2. MNepipeve XapnAn Avratréokpion
EidIkG oTnVv apxr, ETOINACOU VA EXEIGC XAUNAR AvTATIOKPION OTNV
TTPOCTIABEIG o0oU va MIAACEIC e dUVNTIKOUG TTEAATEC

3. EoTiaoe
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Maximize for speed, learning and
focus

Optimal learning loop

Speed
Premature optimization

\ / Chasing your tail

Learning Focus

) Running out of resources
Source: Climate KIC 8 28/02/2018
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“Great
founders
never put
anyone
between
themselves
and their
users.”
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Ti rp€trel va emRefaiwow?
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1. Customer Discovery : O110puUTEG peTa@pAdouy TNV 1I0EA TOUG YIA TO TTOIEG €ival
Ol AVAYKEG TOU TTEAATN, 0€ UTTOBEOEIC £TTi EVOC ETTiXElpnuaTikou MovTtéAou. MeTd
@TIdxvouv £&va MVP yia va doKINAoOUV TNV TTPOTEIVOUEVN AUOT.

2. Customer Validation : To Startup ouveyilel va TeOTApPElI OAEC TIG UTTOBECEIG YIA
VA ETTIRERAIWOEI TO EVOIAPEPOV TWV TTEAATWYV PECW TTPWIKWY TTAPAYYEAIWV 1)
XpPHon Tou TTpoidvToc. Eav dev utrapyel evolagEpoy, yivetal PIVOT pe aAhayn

UTTOBEO0EWV.

28/02/2018
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qualitatively Jadll quantitatively

YITapXEl

TTPAYHATIKO
TPORANHO?

TTPAYMOTIKA
agia?

Demo with Refine with
early adopters Larger audience
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21N ®don Tou Customer Discovery (Problem / Solution Fit)
TTPOCTTAO0UHE VO MABOUE :

1. TMoio gival To eTTiTredo Tou «lévour» Tou MNMeAdaTn ? (Avaykn)
2. Toigg gival o1 mBavég Auoeig ? («Mauvoitrovayr)

3. MMoiog gival o TpwTog «TTeEAATNG» ? (Beachhead/Personas)
4. Mwg avTidpdsgl o TTEAATNG OTNV TTPOTEIVONEVH AUuon ?

5. TMwg Auvel o TTeAATNG TO TTPOBANUa oRuepa ? Kaver kati ? Ti ?

28/02/2018
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Customer Validation

21n ®aon tou Customer Validation (Product / Market Fit)
TTPOCTTAOOUHE VO MABOUME :

1. AvTidpdaoceig oto MVP ?

2. Oa XpnNOINOTTOINOOUV Ol TTEAATEG TO TTPOIOV ? EvOlagépovTal yia
demo / pilot ?

3. Eivail diatedeipévol va ayopaocouyv 1O TTPOoIdV ?
4. Xg 1rold TIyn ?
5. Moid gival Ta XOpAKTNPICTIKA TTOU TOUG EVOIAPEPOUV KAl TTOIA OXI ?

6. AAAa TpayupaTta TTOU Ba £TTNPEOAV TNV ATTOPACH TOUG ?

28/02/2018
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“You can’t just
ask customers
what they
want and then
try to give that
to them.”

“New ideas come
from watching
something,

talk (ing) to people,
experimenting,
asking questions
and getting out of
the office!”

28/02/2018
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The Problem interview

What you need to learn:
* Product risk: What pain are you solving?

— How do customers rank the top three problems?

* Market Risk: Who is the competition?

— How do customers solve these problems today?

* Customer Risk: Who has the pain?
— Is this a viable customer segment?

Source: Climate KIC 28/02/2018
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When are you done?

* Stop when you see diminishing results

* You have interviewed at least 15 people
and you:

—Can identify the demographics of an early
adopter

—Have identified a pain/problem

— Can describe how customers solve this
problem today

Source: Climate KIC 28/02/2018
Page 11



I: IK € M CA T1 yaBaivw ?

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

The Solution interview

What you need to learn:

* Customer risk: Who has the pain?
— How do you identify early adopters?

* Product Risk: How will you solve the problem?
— What should the solution look like?

* Market Risk: What is the pricing model?

— Will customers pay for a solution?

— What price will they bear?

Source: Climate KIC 28/02/2018
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Source: Climate KIC

When are you done?

You are done when you:

Can identify the demographics of an early
adopter

|dentified a real pain/problem

Can define the minimum features needed to
solve the problem

Have a price the customer is willing to pay

Can build a business around it (do you have a
margin?)

28/02/2018
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Oa TTPETTEI va gival TOUAAXIOTOV O€ £va BaBuo EEvog.

» O1 dvBpwrTrol TTou o€ yvwpifouv BEAOUV va gival EUYEVIKOI Kal TTPOOTTaBouv va oou
TTOUV auTO TToU BEAEIC va aKoUOEIG

> AQnOoE va JIANOOUV OTOUG OUVEPYATEC OOU £POCOV DEV TOUG YVwpPi(ouv

» O1 avBpwrTrol TTou dev yvwpPIleIc dEV £XOUV KATTOIO OXEON va dlaTnPrRoouV Kal gival
M0 TMOavo va oou TTouV TNV aAndeia

2 & KABe ocuvévteudn, (NTROE va O& CUOTHOOUV O€ KATTOI0 AAAO / 0TV
ETTOUEVI) OOU OUVEVTEUSN.

MiAnorte f2f | péow Skype.

» Eival TToAU onuavTiKO va JUTTOPEIC va OEIC TIC EKPPATEIC TOUG

PT1AEE EVa KATAAOYO «TTEAATWV» YIO OUVEVTEUEN.

» 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/

28/02/2018
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YTrapxouv TTOAAOI d1a@POPETIKOI TUTTOI TTEAATWV:
» XpAoTng
» AUTOG TTOU £TTNPEACEI TV ATTOPACN
» AUTOG TTOU £x€l TN dUVANN va KAvel cuaTaon
» AUTOG TToU atTo@aaidel
> AUTOC TTOU Ba TTANPWOEl
» AUTOG TTOU Ba CaPTTOTAPE!
[MpooTTaONoE va JIANOEIC UE OO0 YIVETAI TTEPIOCCOTEPOUC ATTO AUTOUG

ZEKIVO ME OQUTOV TTOU £XEI TTPAYMATIKA TO TTPOBANMA.
> ZEKiva PE ToV XpNoTn

> AQOoU eTTIRERAIOOEIC TO TTPOPRANUA KAl HABEIC TTEPICTOTEPA TTPOXWPNOE UE TOV
TTPOIOTANEVO

> Tov Neviko AieuBuvTr) Ba Tov deIg pIa Yopa Kal TTPETTEI VA TTAPEIG KATI TTOAU ONUAVTIKO

AKOpa Kal OTIG ETTIXEIPAOCEIG, MIAGTE pE avOpwTTOUG!

28/02/2018
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Running Experiments

1. Pick riskiest assumption
2. Brainstorm a few different tests

3. Try to break the test into even smaller units of
work

4, Choose test & define testable hypothesis
5. Set a goal (minimum success criteria)

6. Run the test (try to hit the goal)

7. Review results and make a decision (a.

confirmed belief; b. iterate test; c. iterate
business.)

Source: Climate KIC 28/02/2018
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1. Hypothesis: define the assumption you want to || 4. RESUIS: What are the results obtained?
validate

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

S. Leomings: What can we learn from the resultse

6. Validated / Invalidated /
Inconclusive

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

Source: Climate KIC / ClimateLaunchPad Chrysallis Leap 2?:’2522013
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Experiment Design Template - EXAMPLE

1. Hypothesis: define the assumption you want to
validate
X is a problem for the customer

2. Experiment Design: define how you are

going to test the hypothesis
Interview 20 potential customers

- Ask whether or not they have tried to solve
this problem in the past

- Ask why this stillremains a problem and why
they have not solved it yet

4. Results: what are the results obtained?

S. Leomings: What can we learn from the resultse

6. Validated / Invalidated /
Inconclusive

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

10/20 have tried to solve the problem & there
are clear reasons why they have not solved it

/. Next S’reps: What are the next steps?

——-

Source: Climate KIC / ClimateLaunchPad Chrysallis Leap

28/02/2018
Page 18




¥ 1K € M CA

KENTPO EQEAONTQN MANATZEP EAAAAOZ

Experiment Design Template - EXAMPLE

1. Hypo’rhesis: define the assumption you want fo
validate

25% conversion ratio on males aged 20-25 that
have X characteristics

2. Experiment Design: define how you are

going to test the hypothesis
Physical presence with a stand on a
university where our customers are present

- Demonstrate the prototype and receive pre-
orders

- A pre-order is registered via a contract

4. Results: what are the results obtained?

S. Leomings: What can we learn from the resultse

6. Validated / Invalidated /
Inconclusive

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

25% conversion ratio on a sample of at least
1,000 demos

/. Next S’reps: What are the next steps?

Source: Climate KIC / ClimateLaunchPad Chrysallis Leap

28/02/2018
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Engaging the customer : https://vimeo.com/125072023
Death by PowerPoint : https://vimeo.com/125071455
The right way : https://vimeo.com/125071722

28/02/2018
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What people say & what people think

You: Mom, | have a business idea. Do you have 5 minutes?
Mom: Of course, dear
® I'm proud of you and | don't want to hurt your feelings
You: You like your iPad and use it a lot?
Mom: Sure, it's great.
m |use it to check email on the sofa.
You: Would you buy a cookbook app?
Mom: | love cookbooks, sounds nice. Does it come with vegan recipes?

Or something special for Xmas?

a Well, | have plenty of cookbooks. | don't need a computer in my kittchen — it might
get dirty! But hey, if my kid made it, I'll try. App? | never bought an app. Don't you
need to enter your credit card for that? Let me try to change the subject.

Source: The Mom Test, Rob Fitzpatrick 28/02/2018
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Customers Lie: https://vimeo.com/125071593

28/02/2018
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How to do it right

Mom, when have you last time used the iPad?

For what?

Have you ever used it in the kitchen?

Have you ever bought an app? Which? Why? For how much?
Do you use your cookbooks?

Is there anything you dislike about them?

What was the last cookbook you bought? When? Why?

Source: The Mom Test, Rob Fitzpatrick 28/02/2018
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Bad data is worse than no data.

To TTapeABOV €ival 0 KAAUTEPOG OEIKTNG TOU NMEAAOVTOG.

[TOTE un XPNOIUOTTOIEIC UTTOBETIKO AOYO, «@a €kavec auTtd?». PwTa yia 10
TTAPeABOV, «Ti EKAVEC TOTE?».

Edv n 10€a oou yivel yia hyeyaAn emmrtuyia, moloi Ba gival o1 Kupiol Adyol?

Edv n 10€a oou yivel yia yeyaAn atroTtuyia, Troloi 8a gival ol kupiol Adyol?
O0nyeIoe TN KOUBEVTA YUPW aTTO AUTA.

Eiocal ekei yia va akouoeig, 61 va JIARoeig!!

Ask for commitment & advancement.

Source: The Mom Test, Rob Fitzpatrick 281022018
age
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What About IP?

* Never sign an NDA

* Never ask people to sign an NDA

* If you are describing your tech in

detall, you are doing it wrong

* Focus on the what & not the how

2222222222
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GOTB : Go Out of The Building

Talk to Humans!

« GOTB: The #1
lesson of this talk

* |n person is best

* You must gain
iInsight into your
customer & market

IF | WEREOUR TEENAGE
GIRL TARGET, | WOULD
LOVE OUR NEW PRODUCT. HAVE YOU ACTUALLY

TALKED TO ANYTO
‘ MAKE SURE?

WHAT? AND
LEAVE THIS
<7 ROOM?

* You are doing pattern recognition...
Must have sufficient data points to see and to test

all elements of the BMC!

28/02/2018
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E@dooov Aoitrov emiBefaiwoape TwpPA TIG BACIKEG HOG UTTOBEOEIG,
KOTAYPAPOUME TIG VEEG KOl EavA-EEKIVAME atTd TNV apxn!

KaA cag emmiTuyia.

28/02/2018
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