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IK € M GA Mentoring
KENTPO E©EAONTQN MANATZEP EAAAAOX
e H Aégn Mévtwp atravra otov Ounpo otnv Oduooeia
e Eival TpéowTtro o1o o1r10io 0 OdUCCLAC EUTTIOTEUBNKE TA TOU OiKOU TOU

e Eival n yopon tTou £mTalpve n Bed ABnva yia va kabodnynoel Tov
TnAEPaAX0 KATA TNV ATTOUCIA TOU TTATEPA TOU OTOV TTOAEUO

e O ['dAAo¢ ouyypagéac Ppavooud Peveldv 10 1699 oTO £pyo TOU Les
Aventures de Telemaque tTrapouacidalel Tov Méviopa-ABnva va ouvodeuel
Kal kaBodnyei Tov TnAEuaxo ota Tacidia Tou

e 'EkTOTE N AéEN MévTtwp (Mentor) kaBiepwBnke oTnv Alon wg
«KaBodnynTNSC», «UTTOOTNPIKTAC» EVOC VEOU ATTO KATTOIO TTIO EUTTEIPO
TTPOOWTTO

e 'ET0l ei0rixOnoav ol TTapaywyeg AEEEic mentoring, mentorship, mentee
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¥ < ¢ M CA To Tagidl plag veopuoug emiXeipnong

KENTPO EQEAONTQN MANATZEP EAAAAOZ

e KaBe start up €xel va kavel 1o dIKO TNG TASIO! .
«A1o tnv Emixsipnuarikn 16éa orn Avraywviortikn Emixsipnon»

e 2nuepa CEPOUPE OTI TO «TACIOI» £XEI yIa KABE start up Toug idloug
OTAOPOUG, OTTOU TTPETTEI OXI MOVO va TTEPACETE AAAQ KAl va TOUC
YVWPIOETE KAAQ KAl VA TOUG ‘KOTOAKTNOETE’

e 2T10X0C TOU mentoring €ival va BonBrjoel Tov mentee va KAvel auTod T
Tagiol
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1K € M GA 210)X0I1 ToUu Mentoring

KENTPO E©EAONTQN MANATZEP EAAAAOX

O Mentee va evoTePVIOOEi TNV TTEAQTOKEVTPIKN TTPOCEYYION

Na ouykekpipgevotroinOei To Emxeipnuatikd MovTtéAo TnG
ETTIXEIPNONG ME TNV XPron Tou KataAAnAou gpyaAciou (Business
Model Canvas)

Na empBepaiwBouv/eTTaAnBeubouv o1 TTapadoXEC Kal UTTOBECEIC TTOU
atroteAouv 1o Emixeipnuatiké MovTéAo

To MovTtéAo va avaTtrTuxOei o€ acioTmoTo EmixeipnuaTtiko 2X€010
Na oAokAnpwOei 1o Tagidl TTpog TNV AvTaywvioTiKr ETTixeipnon

Na 1TpoadIopIoB0oUV OI TTEPIOXEC/EVEPYEIEC ME TNV MEYOAUTEPN
WQEAEIQ VIA TIC ETTIXEIPNOEIC, WOTE N BonBeia Tou Ba diaTeBei atrd
TNV IOCC va oTiacBei o€ pIa 1) TTEPICOOTEPEC ATTO AUTEC

OAokAnpwaon Twyv dpdoewv Tov lavouapio 2018

31/10/2017
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JIK [€ M EA MAaiclo cuvepyaaoiag

KENTPO EQEAONTQN MANATZEP EAAAAOZ

e O1 pévropeg divouv pdvo kabodrynon Kai KaTteubuvaoelg.
e O1 pévropeg dev gival oupoulol (consultants)

e Oi1 mentees yvwpilouv TNV €TTIXEiPNON, TA TTPOIOVTA, TOV AVTAYWVIOUO
KAl auToi oPeiAouv va eTTaAnBeuoouy Kai ETTIRERAIOOUV TIC TTAPADOXEC
Kal uTToB£0¢€Ic Tou Emixeipnuartikou MovTtéAou utrd Tnv kaBodrynon Twv
MEVTOPWYV

e 2uvemtwg 1o Emyeipnuartikd MovtéAo (Business Model Canvas) kai To
EmixeipnuaTtikd 2x£010 (Business Plan) Ba cival dnuioupyruara Twv
mentees: H dIKr o0ag «loTopia», Ta OIKA 0O¢ VOUUEPA, Ta dIKA oag Aoyia

e 01 6pol TTapoxnc utrnpeoiwyv Tou KEMEA gpg@avidovral edw:

http://www.kemel.gr/oroi-parohis-ypiresion
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¥ 1< € M CA Ta Baoika Apara Ttov Mentoring

KENTPO EQEAONTQN MANATZEP EAAAAOZ

1.
2.
3.

Apxifoupe Pe TIGC ouoTaoelg: N Ouada — o Mévtwp
2ulnNTaue yia TN BIWoIPOTATA KAl TIC dUVATOTNTEC TNG 10£AC

AvaAuoupue Tn diladpopn, atrd To ETTIXEIPNUATIKN 10€a OTNV
QVTAYWVIOTIKNA £TTIXEIPNON Kal KaBopilouue o€ TTOI0 ATTO TA 5
otadia BpiokeTal n Start up

Ava@pepoOuaoTe O0To €TTOMEVO Bripa. O mentee avaAauBaver va
ETOINACEI TO contact report

2TEAVoUE e e-mail Ta BEparta TG ETTOPEVNG OUVAVTNONG

—EKIVANE TNV ETTOPEVN OUVAVTNON ATTo TO contact report TG
TTPONYOUNEVNG

Badiloupue pe QIANIKA UTTOOTNPIKTIKA BAMOTA, OTAV METATPOTIA TNG
ETTIXEIPNMATIKAG 10£0C O€ BILOOIUN ETTIXEIPNON
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KENTPO E©EAONTQN MANATZEP EAAAAOX

H MEOOAOZ KEMEA
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KENTPO E©EAONTQN MANATZEP EAAAAOX

MPQTA H BIBAIOTPA®IA
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KENTPO E©OEAONTQN MANATZEP EAAAAOX

BiBAioypagia

Harvard

Business
Review

SPOTLIGHT ON ENTREPRENEURSHIP

MAY 2013

! REPRINT R1305C
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LTI € M eA BiBAloypagia

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

— McKinsey&Company

\  Article

et The consumer decision
journey

By David Court, Dave Elzinga, Susan Mulder, and Ole Jargen Vetvik

: -\
/4

Y

. \
/38 »”
>, ’
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K € McA 6 pIkpd Video a6 To STRATEGYZER

KENTPO EQEAONTQN MANATZEP EAAAAOZ

e Ep 1 - Getting From Business Idea to Business Model

e Ep 2 - Visualizing Your Business Model
L
e Ep 3 — Prototyping
L
e Ep 4 - Navigating Your Environment
L
e Ep5-Proving It
o

e Ep 6 - Telling Your Story

31/10/2017
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https://www.youtube.com/watch?v=wwShFsSFb-Y
https://www.youtube.com/watch?v=wlKP-BaC0jA
https://www.youtube.com/watch?v=iA5MVUNkSkM
https://www.youtube.com/watch?v=7O36YBn9x_4
https://www.youtube.com/watch?v=-2gd_vhNYT4
https://www.youtube.com/watch?v=SshglHDKQCc

= 1< € M CA MNepioodTtepa Video

KENTPO EQEAONTQN MANATZEP EAAAAOZ

e Value Proposition Canvas Explained (Thomas Blekman)

e Alexander Osterwalder: Tools for Business Model Generation

e Harvard i-lab | Startup Secrets: Value Proposition (Michael Skok)
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https://www.youtube.com/watch?v=aN36EcTE54Q
https://www.youtube.com/watch?v=8GIbCg8NpBw
https://www.youtube.com/watch?v=6pKW-ehL7dU

d I< € M EA AAANG Kal apBpa Twv neAwV pad!

KENTPO EQEAONTQN MANATZEP EAAAAOZ

e Business Model Canvas, Auvauiké EpyaAcio Emixeipnuatikdétnrag (A.
Magipaong)

e Ta otddia eg¢EMENnc piag startup (I'. Kwtng)

e H egehign Tou Marketing kai o Business Model Canvas (A. lNagiuaong)

31/10/2017
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http://www.kemel.gr/articles/business-model-canvas-dynamiko-ergaleio-epiheirimatikotitas
http://www.kemel.gr/articles/ta-stadia-exelixis-mias-start-up
http://www.kemel.gr/articles/i-exelixi-toy-marketing-kai-to-business-model-canvas

KENTPO E©EAONTQN MANATZEP EAAAAOX

TA 5 2TAAIA EZEAI=ZHZ MIAZ
STARTUP
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& < 1l N e O Opiouo6g TG Startup

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Startup eivai:
e «[llpoocwpIvOc» opyaviouog N ETTIXEIPNON

® 2uyKpoTeiTal ouvnBwc atrd oAlyoueA ouada duvnTIKWYV
ETTIXEIPNMUATIWV

e Me €TTiKEVTPO MIA 1I0AVIKA KAIVOTOMO ETTIXEIPNUATIKA I0€Q

e Me o1OX0 £TTAVOAQUBAVOUEVO KAl ETTEKTACINO ETTIXEIPNUATIKO
MovTEAO

e [lou Ba atroteAéoel TV KivnTAPIa duvaun yia
= AVATTTUEN TTWANCEWYV KAl

= MetaoxnuaTiopo Tng Start Up o€ Biuoiun KEpdo@opa «KAVOVIKA»
ETTIXEipnoN Bacel oAokAnpwpéEvou ETTixeipnuaTikou 2xediou

31/10/2017
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Wik € MEn Opioudg Emixeipnuarikou MovréAou

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

‘Eva £IXEIPNHUATIKO HOVTEAO TTEPIYPAPEI TOV TPOTTO ME TOV OTTOIO
£VOG OPYAVIOHOG ONUIOUPYEI, TTPOCPEPE! agia Kal apEiBeTal

Me atrAd Adyia To TTwG Ba BydAAEl XpAMATA M1 ETTIXEIPNON Kal 6a

AVvaTTTUYXOEI.
To TTAéoV BNUOYIAEC epyalgio TTEPIYPA®NC Tou, gival 0 KapBAag TTou £TTivonoe o
Alexander Osterwalder

31/10/2017
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IK © M GA

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

‘2 (3 4 (5

b

H apxikni 16éa

Emixeipnuatikd
concept

‘EAgyxog Maénon
Avafswpnon

210010 Neouwyv ETTixeipnoswy

Aavodpioua

KAlpdkwon

SCREEN
IDEATION CONCEPTING LEARN-
ADJUST

ApXIKA 10€a
Oupada
Koivo
Opaua
2T16XOI
AvdaAuon
Ayopdg
MpéBAnua-
Auon

Emixeipnua
TIKN 16€a
SWOT
Apxik6 BM
Canvas
Concept
Testing
(MVP)

AgloAéynon
Mapadoxwv
Prototyping
AANayég-
BeATiwoeig
BM Canvas
Pivoting

EmBeaiwon
Mapadoyxwv
Product/
Market Fit
Aavodpiopa

EtravaAaufa
VOMEVEG
NMwAnoeig
ETTekTaO1M6-
TNTA BACEI
Business
Plan
Xpnuatodo-

™Tmon

'10/2017
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2K € M [ER

KENTPO E©GEAONTQN MANATZEP EAAAAOZ

21ad1a Neouwyv ETixeipnoewy

b

H apxikn 16éa

- ApXIKNA 18€a
- Opada
Koivé Opapa
2TOXOI

- AvaAuon
Ayopdg

- Mp6BAnua/
Auon

@ ® ® &

Emixeipnpatiko

concept

‘EAgeyxog Maénon

AvaBswpnon

Aavodpioua

KAlpdkwon

SCREEN
LEARN-
ADJUST

Emixeipnua
TIKA 16€a
SWOT
Apxiké BM
Canvas
Concept
Testing
(MVP)

AgloAéynon
MNapadoxwv
Prototyping
AANayég-
BeATiwoeig
BM Canvas
Pivoting

EmiBeBaiwon
Mapadoxwv
Product/
Market Fit
Aavodpiopa

EtravaAaufa
VOMEVEG
NMwARoeIg
ETTeEKTACINO-
TNTA BACEI
Business
Plan
XpnuaTodo-

mTmon

31/10/2017
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& 12 1€ 1M [EA H apxikn 10&a

e AvdAuon Ayopdg

1. Mola gival n ayopd 1rou arrevuduveoTte ?

[MpoadIopPIoNOC OAWV TWV ‘duvnTIKWYV NeAATWY — ayopwV’ TTOU gival
dlaTeBeIpEVOI va ayopAaocouv TO “TTPOIOV’ .

KaBopioudg Tou peyEBouc , TG OUVAUIKAG KAl TWV XAPAKTNPIOTIKWY KABE
MIOC a1Td AUTEG TIC ayopES . ETTIAoyr TG ayopdc TTou Ba CeKIVAOETE

2. AVTaOYyWVIOHOG:

[Toiol €ival o1 KUpIol avTaywVIoTEG 0ag ?

MeAETAOTE TOUG OAOUC Kal ETTIAECTE 5 WC 6 TTOU gival oI TTI0 AUECOI O€ £0AC.

KaveTte Eva trivaka e Ta duvara Kal Ta aduvaTta onueia Toug arro oTrola
evoTnTa Tou BMC kai av TTpoépxovTal . Oxi pévo wge Tpog To TTPOIOV 1} TNV
Auon .

e [loio gival To TTPOBANUA TTOU AUVETE ;

AQOoU TO TTEPIYPAWYETE , TTPOODIOPIOTE TI KAVETE KAAUTEPA ATTO TOV
AVTAYWVIOPO. (AVTAYWVIOIKO TTAEOVEKTNMA)

31/10/2017
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ik €6 Mea

KENTPO E©GEAONTQN MANATZEP EAAAAOZ

21ad1a Neouwyv ETixeipnoewy

D

H apxikni 16éa

Apxikn 15€a
Oupada
Koivo
Opaua
2T1OYXOI
AvdaAuon
Ayopdg
NMpéBAnua-
Auon

@ ® ® ®

Emixeipnuatikd
concept

- Emixeipnua
TIKN 10€a

- SWOT

- Apxiké BM
Canvas

- Concept
Testing
(MVP)

‘EAgyxog Maénon

AvaBswpnon

Aavodpioua

KAlpdkwon

SCREEN
LEARN-
ADJUST

AgloAéynon
Mapadoyxwv
Prototyping
AANayég-
BeATiwoeig
BM Canvas
Pivoting

EmiBeBaiwon
NMapadoxwv
Product/
Market Fit
Aavodpioua

EtravaAaufa
VOMEVEG
NMwAnoeig
ETrekTOO146-
TNTA BACEI
Business
Plan
Xpnuatodo-

mTmon

31/10/2017
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ik € M EA Emixeipnuarikoé concept - SWOT

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

To eocwTEPIKO TNG ETiXEipnoNng

e Auvatd onueia e Aduvarta onupeia

» Moleg eivat oL L6Laitepeg > Mou €xete avaykn BeAtiwong;

LKAVOTNTEC TNC LOPUTLKN G opadoag; , , , ,
> MoloL mopoL oAc Asimouv Kal TTwe

» [loLoL elvall oL TTOPOL TOUG OTTIOLOUG I.,lT[OpEtTE VoL TOUC g&agd)a}\iog'[g;

LITOPELTE VO AVTANOETE; , ,
> TLumnopel va Bewprioouv ot

> [MoLo €lvoll TO CUYKPLTIKO 0OC dAot/sc we aduvapia tou

TIAEOVEKTN LA, EVXELPALOTOC ;

BaOLKEC EPWTAOCELG TTOU UITOPEL va BNV e€avtAolv thv ditepevlvnon

31/10/2017
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YK € M EA Emixeipnuariké concept - SWOT (2)

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

To mrepifaAAov Tng Emixeipnong (ESwTtepika)

e Eukoupiec ® Amel\éc
> Yrapyxouv gukatpieg otov kKAabo > MNOLEC GUYKEKPLUEVEC QTTENEC
oTo omolo OEAeTe va eloENDEeTE; VEVWA N YEVLKOTEPN OLKOVOULKA

KOTALOTOLON VLA TO UTTO cuoTtaon

gyXeipnua;

> Mola elvall n tdon otn
OUYKEKPLUEVN ayopQ;
> Mola elvall n B€on Twv

> Mw¢ Ymopeite va LETOLOXNUOTIOETE

ta Suvartd onpeia og sukalplec; QVTAYWVLIOTWYV 00agG;

Baoikéc epwTnoeic ou propei va pnv e€avrAolv Tnv digpelivnon

31/10/2017
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J K| [€ M [EA

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Emixeipnuariké concept — Apxiké BMC

Na va dnuioupynBei éva rpwTro adiomioro BMC
TTPOUTTO0e0oN Eival va EXEI YiVEl
n AvaAuon tng Ayopdg (Touhaxiotov desk top)

KEY PARTMNERS

Wha are our key partners?
Wha are our key
suppliers?

Which key rescurces are

we acquiring from our
partners?

Which key activities do
partners perform?

KEY ACTIVITIES
What key activities do our
value propositions require?
Our distribution channels?
Customer relaticnships?
Revenue streams?

KEY RESOURCES

What key resources do our
value propositions require?

Our distribution channels?
Customer relationships?
Revenue streams?

VALUE PROPOSITIONS

What value do we deliver to the
customer?

Which one of our customers’
problems are we helping to
solve?

what bundles of products and
services are we offering to each
segment?

Which customer needs are we
satisfying?

What iz the minimum viable
praduct?

CUSTOMER
RELATIONSHIPS

How do we get, keep, and grow
customers?

Which customer relationships
hawe we established?

How are they integrated with
the rest of our business model?

How costly are they?

CHANNELS

Through which channels do aur
customer segments want ta be
reached?

How do other companies reach
them now?

Which ones wark best?

Which ones are most
cost-efficient?

How are we integrating them
with customer routines?

CUSTOMER
SEGMENTS

For whom are we
creating value?

‘Who are our most
important customers?
‘What are the customer
archetypes?

COST STRUCTURE

What are the most important costs inherent to our business madel?
Which key resources are most expensive?
Which key activities are most expensive?

REVENUE STREAMS

For what value are our customers really willing to pay?
Far what do they currently pay?

What is the revenue maodel?

What are the pricing tactics?

31/10/2017
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IK © M GA

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Business Model Canvas
Baoiko TepIEXONEVO TWV 9 EVOTATWYV

Key Partners

8.0| KUPIOTEPOI
OUVEPYATEG KOl
TTPOUNOEUTEG HAG

Key Activities

6.0| KUPIEG
SpaoTnPIOTNTES
Trou eKTeAEI N
emiXeipnon
TTPOKEIPEVOU VA
£QAPUOCEl TO
ETTIXEIPNHATIKO
MOVTEAO TNG.

Key Resources

7.01 KUPIOTEPOI
uAikoi Kai duAol
TTOpPOI OTOUG
oTroioug
BaoIJOPACTE YIA TN
AgiToupyia Tou
EMIXEIPNHATIKOU
HOVIEAOU HOg

Value Proposition

2.0 ouvduaouog
TPOoIoVTWY /
UTTNPECIWY TTOU
TTPOTEIVOUE,
TTPOKEIPNEVOU VA
IKOVOTTOIjOOUHE
TIG AOYIKEG 1 KA
ouUVaIoONUATIKEG
avAyKeg Kdale
opadag TEAATWV
Hag

Cost Structure

9.Ta KUPIOTEPO KOOTI TTOU aTTaITOUVTal
YIO TNV ETMIXEIPNMPATIKN TPOOTA0EId pag

Customer
Relationship

4.Ei60<; OXECEWV
TToU KaAAIEPYOUUE
ME KABE pia aTro TIg
opadeg TEAATWV
pOg, avaAoya PE TO
oTGd10 TOu KUKAOU

| {wn g TOUG.

Channels

3.Ta kavéAia Héoa
a1rd Ta oTTOIC

Customer
Segments

1. o OHadEG
TTEAQTWV HAG Kal
10 Sla@opoTroid
XOPOKTNPIOTIKA

TOUG

(Anpoypa@ikd,

YuxoypaPIikd,

HAIKIOKG KATT.)

TTPOCEYYi(OUE TOUG

TEAATEG pOG,
ETTIKOIVWVOUUE padi

TOUG, TTPOWBOUUE Kal
TOUG «TTWAOUHE» TNV

Mpoteivopevn Agia

Revenue Streams

5.0| POEG £06BWV, SEXWPIOTA YIa KGOe
TUAHa TTEAATWV pag, Yia KaBe «alokn

wpoTOON» TNG EMIXEIPNONG

31/10/2017
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12K € M [EA

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Business Model Canvas
EpwTNO&IC CUNTTANPWONG TWV 9 EVOTATWYV

Eowotp

N\

ey Partners

Moot givat ot kUpLot
CUVEPYUTEG uag?

Moot elvat ot kUpiot
npounfeuté pag?

Mowa onuavTika
HEOT QITOKTApE Qo
OUVEPYATES pag?

Motec kUpLeg
SpactnprotnTeg
EXTEAOUV OUVEDYOTEC
pag?

o

Cost Structure

Mo glve e mAéov onuavtiké kéotn tov business model

pac?

NMowa ané ra anatrobueva péoa eivat ta nAfov Sanavnpda?
MoLEC QUTO TIC TAUTOUNEVES ECWTEPIKEC SLEpYaOiE( sivat
mAéov Sanavnpéc ?

e

Key Activitia Value Proposition | Customer Customer
P s Relatlonshlp Segments

4 Nwc Swayetpr{opacte v
EOWTEPIKES ETAUPIKES { afia napéyoups oe

. npoofyyton, andéxkrnon
Siepyaoisg wfﬂ""—‘-‘ . Kéde neAareias efunnpétnon, avEnan Ke
'?::::;:‘ : a' pjada opdda? noTétnTa twv neAativ?
: vi Moo npéBAnua/ta Nw¢ Staouvséovrat pe ta | [t noteg
gmmww 2 o Kade nedareiaKnc Aouré otoiyeia Tou REAQTELAKEG OpASES
2 ori¢ SR oudda Bonddps va | | pusiness model? Snpioupyoupe afia?
ALY POCK ROCOSN. AvOei? Néao Sanavnpd sivar? Motor ivat ot mo
Tt éopeg mpoiovrwv onuovTiKoi pag
Key Resources xai/n unnpeativ Channels neAdreg?
MotoUc kUploug ’ e oawépo«tme :; K;h?e Méow mov kavaAidv Mwg :
népoug/ péoa anartrel: : ea:&m n &g' embupolv ot meAdreg pag | Slapoponooivtal
.. H mpotewdpevn afia? w‘ e }'"KCC ¥ & 6; | va Toug mpooeyyicouus? Snpoypapikd Kau
.. Tet KavdAta s recax o o;‘ S || nwe rouc npooeyyitouv Yuxoypapixa?
ermxovwviag Kat sy, RS aAAeg etaupeies?
: floto etvat to 2 >
Sravourc? eAd R Mota xavaAia eivat o
.. N nEAQElaKe e 'm“o” anobotké? Me t xéotoc?
axigeLc? b et Nw¢ ouvdeovrar ue Tt ——
.. Ot pggcEaobwY £C TWV EAQTWV?
_~Revenue Streams
la mowx napsyopsvn afia ot teAdreg dexovrar va

mAnpwoouv?

Tt ayopdadouv kat T/nw¢ mAnpavouvy ofjuepar

Nw¢ fa npotiuoloav va mMAnpwoouv?

Nwc¢ ta erpépouc éooda oupuBariovy ora oUVOAKA
?

- -

dio

0Q003 - D
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. .K.ey Value Customer
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Key
Partners

Costs / Key Reven ue

Resources Channels

drawings by JAM



&K [€ M [ER Ta avaoipa Aadn trou yivovrai oto BMC

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Moia gival Ta AaOn;
e Na TTpoTeiveTal pia YeVIKN (generic) agia o€ OAOUG (TT.X. UTTEPOXEG
KAAOKAIPIVES DIAKOTTEG VIO OTTOIOV ayaTtrd Tov NAIO Kal TNV 6GAacoaq).
e Na oupttAnpwveral To Business Model Canvas oto gUvoAo Tou pIa KI' £EW.
e Na unv aAAadlel o BMC atro o1ddio o€ otadio €¢ENCNS TS Startup

NMwg va Ta aTTo@PEUYOUE;
e EoTioon o€ TpwTAPXIKO KOIVO KOl TTPOTEIVOPEVN ACia TTOU TOU TTPOCPEPEI
OUYKEKPIMEVN AUCON o€ AoyIKO 1] ouvaiocOnuaTikd TTpOBANUa TOU.
e 2uvexNne digpeuvnon/trpooapuoyn/eTaAnBeuon aAAnAoeTTidpaong
TTapadoxwV.
e [lpoocappoyn Tou BMC atré o1adio o€ aT1ddIo CEAIENG MEXPI TNV ETTITEUEN
product/market Fit

31/10/2017
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ik € M EA Emixeipnuariké concept — MVP

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

Minimum Viable Product

glvar po SLadeSoUEVN TEXVLIKA YLO VO SOKLUACOUUE VWPILE av oL teAATeG Oa
«ayopacouv». AnAadn dnpioupyou e N eplypAPoupe e SLOPOPETIKEG
TEXVLKEC TO TTPOIOV N TNV UTINPECLA LE TOL EAAXLOTA XOLPOAKTNPLOTLKA KOIL
Sdlepeuvolpe Tnv mBav annxnon, anodoxn kat tpoBson ayopag wg AVon oe
KAToLo KatavaAwtiko mtpoPAnua (product/market fit). Avadoya pe to
«mpoiov» to MVP unopei popdn mpwrtotunovu, explainer video, concept board,
landing page KA.
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Segway was invented by Dean Kamen
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210010 Neopuwyv ETTiXeipnoswyv

D

H apxiki 16éa

@ @® ® &

EmixeipnuaTtikd

concept

‘EAgyxog Mdabnon

AvaBswpnon

Aavodpioua

KAlpdkwon

SCREEN-
LEARN-
ADJUST

Apxikn 15€a
Ouada
Koivo
Opaua
2TOXOI
AvdaAuon
Ayopdg
NMpéBAnua-
Auon

Emixeipnua
TIKA 16€a
SWOT
Apxiké BM
Canvas
Concept
Testing
(MVP)

- ASloA6ynon
Mapadoyxwv
Prototyping

- AN\ayég &
BeATiWOEIG
Néo BMC

- Pivoting

EmiBeBaiwon
Mapadoxwv
Product/
Market Fit
Aavodpiopa

EtravaAaufa
VOMEVEG
NMwARoeig
ETTeEKTACINO-
TNTA BACEI
Business
Plan
XpnuaTodo-

mTmon
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Wik € MEA Screen Learn Adjust — MNapadoxég
To BMC rtou €xoupe a€lomioto pev aAAd yepato nopadoxec. Mmopouue va
oPXLOOUME va KAVOUME £€06a avaAmTuENG Kol UTTOSOMAC;

Mo va StaopaAicoupe TNV HEYLOTN EMLTUXIOL OTN MWANGCHN MPETEL VOl
KataAdBoupe Kot vo eMBEPALWOOUHE TIC TAPASOYEC TIOU EXOUME KAVEL ;

Kat o€ avti T paon, autd mouv UNOoPOUHE VoL KAVOULLE ELVOLL VOL PWTACOULE TOV
«TEAATN»

TL KOlL TWG TO PWTAME ?
People try to be nice to you
Therefore they lie in your face without realizing it .
(by Rob Fitzpatrick)

Mowa peBodoloyia Epguvac akoAouBoUpe ?
Apyotepa Oa To SOUME PE AEMTOUEPELEG Kol TTapadeiypata.
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Yiwrewmen Kpiopo onueio Tng diadikaciag mentoring

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

ETtoipyaocape to EmTixeipnuatikd MovtéAo pe Tnv ondeia
Tou Business Model Canvas

Opweg auTo gival YEUNATO UTTOOECEIC KOl TTOPAOOXES

Twpa TTPETTEI VA EVTOTTIOOUHE OAEC TIC TTAPAOOXEC O€
OAa Ta THAMOTa Tou BMC Kal va TTpooTTa0COUNE VA TIG
ETAANOeUoOUNE 600 KOAUTEPO UTTOPOUME

H Trepiypagn tng diadikaciag etraAnbsuong mrou Oa
mepIAdBoupe oto Bussiness Plan 8a au§nocel Tnv
agloTrIoTia MG
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21ad1a Neopuwyv Emmixeipnoswy

D

H apxikni 16éa

@ ® ® ®

Emixeipnuatikd

concept

‘EAgyxog Maénon

AvaBswpnon

Aavodpioua

SCREEN
LEARN-
ADJUST

Apxikn 15€a
Oupada
Koivo
Opaua
2T1OYXOI
AvdaAuon
Ayopdg
NMpéBAnua-
Auon

Emixeipnua
TIKA 16€a
SWOT
Apxik6 BM
Canvas
Concept
Testing
(MVP)

AgloAéynon
MNapadoxwv
Prototyping
AANayég-
BeATiwoeig
BM Canvas
Pivoting

- EmBeBaiwon
MNapadoxwv

- Product/
Market Fit

- NAavoapiopa

KAlpdkwon

EtravaAaufa
VOMEVEG
NMwAnoeig
ETrekTOO146-

TNTA BACEI
Business

Plan

Xpnuatodo-
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i< eMen ®don 4" Exkivnon
e H Id¢a @aiveral va odnyei o€ Biwaoiun emmxeipnon!
e OpioTikoTroigital N Ouada (TToo000TA CUUMPETOXNG, POAOI KATT)
e [lpooUpPwVa PE TOUG KUPIOUG CUVEPYATEG
e KartaoTtpwveral Eva TpwTo Emixeipnuartikd 2x£010 (Business Plan)
e AmogpaacileTal N yopPn Kal N £dpa TNG ETTIXEIPNONG (KATAOTATIKO KATT)
e Apxilel n €peuva yia TTPOCEAKUCN KEPAAQiwV

e [lpwTeC TTWANROEIC
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21ad1a Neouwyv ETixeipnoswyv

D

H apxiki 16éa

@ ® ® @

Emixeipnpatiko

concept

‘EAgyxog Maénon

Avafswpnon

Aavodpiopa KAipdkwon

SCREEN
LEARN-
ADJUST

Apxikn 15€a
Oupada
Koivo
Opaua
2TOXOI
AvdaAuon
Ayopdg
NMpéBAnua-
Auon

Emixeipnua
TIKA 16€a
SWOT
Apxiké BM
Canvas
Concept
Testing
(MVP)

AgloAéynon
MNapadoxwv
Prototyping
AANayég-
BeATiwoeig
BM Canvas
Pivoting

EmBefaiwon - ETavaAauBavé-
NMapadoxwv peveg NMwARoelg

Product/
Market Fit - ETrekTaciyoéTnTa
Aavodpioua Bdaoel Business
Plan
- XpnuatodoTnon



1< € M EA ®don 5" Edpaiwon, AvaTtrTuén

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

e H emyxeipnon ¢ekivnoe Tnv Asitoupyia tnG
e Ymdapxel yia TpwTtn Baon meAatwy / ETTavalauBavopeveg TTWANCEIG

e TelikéC TTpooappoyEG oTo ETTixeipnuatikd MovTtéNo kal oTo ETTIXEIPNUATIKO
2. X010 WOTE HECW AUTWYV va diveTal wlnaon oTnv avaTrTugn

® 2UNPWVOUVTAlI NECOTTPOBETHOI OTOXO! KAl Ol TTPOOTITIKEG TNG ETTIXEIPNONG

e [lpooéAkuon TTPOCOETWYV KEPAAQiWY
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AITO TO BUSINESS MODEL 2TO
BUSINESS PLAN
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u IK € M CA A6 To Movtélo ato Business Plan

KENTPO E©OEAONTQN MANATZEP EAAAAOZ

Emysipnuarikn 18éa / Ayopa

Business Model Canvas

2ZX€010 MwANnocswyv /| MapkeTivyk

2X€0610 Ymodopng/Opyavwong

XpNHATOOIKOVOUIKO ZX£810

Aopnf} KéoTou
S n S

(nsplvpatpﬁ 18€ag/ MNMpoiévrog - Avaduon )
Ayopag - Avraywviouog - ZuoTnpara
Aravopng - Tipég - MpowOnon /Aamaveg -
Positionings - MePIEXOUEVO eEmKoOIVWViag
KavaAia emxkoivwviag - Mepidia ayopag
@vﬂucn SWOT- Zrparnyiké¢ kareuOuvoeig Y,

('Opaasg MeAarwv- MNpoéraon ASiag - KcvaAm\
Emxoivwviag/MwAnong/Alavoung - ZXETEIG
pe NMeAareg - Kopieg ApaoTnpioTnreg — Kopiol
Moépoir — Kupior Zuvepyareg - Poég EcOdwv -

J

fz'réxmltrpu'rnleﬁl Emkoivwvia BZBIBZC-\
Baoikil Tomo@érnon - Malika/Wnelaka
/Koiwvwvika Méoa - Epeuva Ayopdg / MVP-
MwAnon - Up/Cross Selling, CRM - Xpovikni
EgéAign, Pre-Testing, Metrics, KéoTn KAm.

. J

fOpvcvévpcppc - ZTeAéEXWOon - Appoalé'rn'rsa
Zuvepyacoieg — MpounBeutég — NMépor - Méoa-
EfonmAiopdg - Napaywyn MpooTi@épuevn Alia-
Eyxkaraoraoeig — Outsourcing - Logistics -
Nouixn — MNpappariaxn vrrooTipifn — Back
\_office - Kéon kAm. Yy,

fnapcaoxég INMpoBAéyweig - KéoTog ApXIKig
Emévduong - looAoyiopog - Emevdooeig
Oixovopika anoreAéopara - TaAUEIAGKES POES
Orovopikoi 8eikteg — AvaAuon BEP -

AvaAuon piockou KArT.
\VI.I 10KOU T )
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I! IK © M GA Ta kepaAaia evog Business Plan

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

(Mia atrd TIG TTOAAEG TTPOCEYYIOEIG)

2uvoyn

loTOpPIKO TNG ETTIXEIPNONG

[1poidv

Al0iknon Kal TTPOCWTTIKO

Ayopd Kal HAPKETIVYK

MNapaywyikn diadikaoia

XPNHOTOOIKOVOMIKEG TTANPOPOPIES

Pioka Kal avauevOUEVEG AVTANOIRES
Xpovodiaypauuara Kal onueia avapopag HETPROEWY
10. MNapapthuata

© XN A WDNRE

To Business Plan avatrtTuooeTal JE AETTTOHEPEIEG, TTAPADEIYHATA
Kol 0OKNOEIS oTNV 1I0TOOEAIda Tou KEMEA
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TA XAPAKTHPIZTIKA TOY
ENIXEIPHMATIA




¥I1< € M CA Ol araITHOEIC TNG ETTIXEIPNMATIKOTNTAG

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

O véog Emmixeipnuatiag TTpooTradei va EeKIVIOEI ETTIXEIPNMATIKA TTPOCTTAOEIG
MEoa o€ OUOKOAO Kal TTOAAEC popEC eXOPIKO TTEPIBAAAOY. O1 aTTaITHOEIS €ival
TTOAAEG. Ooeilel va:

KaTtéxel TExvoyvwaia yia Tnv TTapaywyr) Tou TTPOIOVTOC 1 UTTNPECIAg

Kavel atroTeEAEOUATIKA £€PEUVA AYOPAG KAl VO TTPOCEYYIOEI TOUG TTIBavoUg
TTEAATEC TOU

Na TpowBroel-dla@nuicel To TTPOIOV TOU

Na opyavwaoel Tnv €TTIXEIpNON TOU aTTO TTAEUPAS TTPOCWTTIKOU KAl
EOWTEPIKNG AgIToupyiag

Na TTapakoAouBei Ta 0IKOVOUIKA TNG ETAIPEIAG TOU

Na avTINETWTTICEI ATTOTEAECUATIKA TNV KPATIKN YPOPEIOKPATIA.
Na xpnuatodoTAoEl TNV ETTIXEIPNOT TOU

Kai TToAAG aAAa

AAAG Kupiwg va opyavwaoel Kal ENTTVEUOEI TNV OPAdA Tou

31/10/2017
Page 40



2& TToI0UG BACIKOUG TOMEIG XPEIAZETAI EMTTAOKN TOU

YIK € M CA EMIXEIPNMATIA;

KENTPO E©QEAONTQN MANATZEP EAAAAOZ

e ‘Epeuva ayopdg, HAPKETIVYK KAl TTWANOEIC

e Alaxeipion TTEAATEIQKWY OXETEWV

e Texvoyvwaia TTapaywyrg TTPoIOVTOG N UTTNPECIAC
e XpnuaTtoolkovouika kal PopoAoyika

e Opyavwon Kal B€uata TTPOCWTTIKOU

e Ad&eI000TACEIC KAl VOMIKA BEpaTa
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JIK € M EA
Oa BpeiTE TRV TTAPOUCIACN AUTAH OTNV

Olevbuvon

www.kemel.gr/node/3389
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