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Emyxeipnuartikn 15éa

Kavéva emixeionuanko
oxeSIo Sev utmopei va
«ETTIRICOTEN TNV TTOCTN
ETTAPI) UE TOLG TTEAQTEC

No plan survives first
contact with customers

Steve Blank (2010)

® EmiXeipnUATiko Avarmroén Néoo
Ixédio Mpoidovrog

H ueyaAotepon mnyn
QATTWAEIV O€ Uia VEOQLI
ETIXEiONON €ival n
avarmrTuén evog
TooioVTOC oL Sev Ba
gival xpnoiuo o€
Kavévav.
The largest source of
waste in a starfup is
building a product that
no one will find useful
Eric Ries (2009)
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Emyxeipnuarikn 16&a

ETTiXeioNUaTIKO
LOVTEAO
eIV
TO ETTIXEIONMATIKO
oxedlo

Avadpaon aro ToOLG TTEAATEG
ATTO £vVA TTOAD TTOWIPO OTASIO

EAGXIOTO BICOCIUO
TTPoIOV (MVP)
eIV
TNV avanTuén Tou
VEOL TTPOIOVTOG

© Saint Startup
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(660 m— EACXIOTO BIOGCIUO [TOOIOV (MVP) ey TEAIKO [0 OTOV

3. AvdAuon NG ayopdg,
KOPIWG PET G KOKAOL
ETAPV e SLVALE

TTEAATEG KAl 5.'16pvon NG
EMTAVATIPOCSIOPICUOG ETTIXEIPNONG KAl
1. KaBopiopds 1ng TOL ETTIXEIPNUATIKOV SlampaypdaTeLon Je
ETTIXEIPNUATIKAG OpASAG. UOVTEAOL TOLG TTPWTEG TTEAATEG

EmmixeionuaTikn Business Avaivon XpnuaTto 'Iépk_')Or]—
f D 5 MNowTol
Opadag Model Ayopag 50TNOoN TEhGTEG

2. Npocéloploudg

business model 4. AvGALON avaykoyv
XPNUATOSOTNONG KAl
TIPOCTIAOEIES AVELPETNG
€TEVELTNA

(eTTIXEIPNUATIKO OXESIO)

© Saint Startup

« Eival TTOAL onuavTiko va
Emxeapnpa- ® gival EekaBapo armo TNV
TIKN opada aPXn, TTOIOC Eival HEAOG TNG
ETTIXEIPNMATIKNG OpAdaAc Kal
TTOI0G OXl.

« ATOUQ TQ OTTOIa £XOLV SOLAEWEI padi OTO
TTAPEABOV oXNUATICOLY TTIO KOLUTTAYEIC) OUASES
*Eival ammapaitnto va kabopioTe YTevbuvog
Opadag akopa Kal av N opada atmoTeAEITal aTTo

‘icoug’.
* ATOUQ HJE COUTTANPWUATIKEG YVWOEIC
SAINT OLVBETOLY CLXVA KAAOTEPES ETTIXEIPNMATIKES
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(660 m— EACXIOTO BIOGCIUO [TOOIOV (MVP) ey TEAIKO [0 OTOV

TTEAATEG KAl 5.'16pvon NG
EMAVATIPOCSIOPICUOG ETTIXEIPNONG KAl
1. KaBopiopds 1ng TOL ETTIXEIPNUATIKOV SlampaypdaTeLon Je
ETTIXEIPNUATIKAG OpASAG. UOVTEAOL TOLG TTPWTEG TTEAATEG

EmixeionuaTikn
Opadag

3. AvdAuon NG ayopdg,
KOPIWG PET G KOKAOL
ETTAPRV PE SLVAUEI

16pvon-
MNpoTol
TTEAQTEG

Business
Model

Avaivon
Ayopdg

XpnuaTo
50TNOoN

2. NpoodiopIoudS

business model 4. AvGALON avaykoyv
XPNUATOSOTNONG KAl
TIPOCTIAOEIES AVELPETNG
€TEVELTNA

(eTTIXEIPNUATIKO OXESIO)

© Saint Startup
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Mpoidvra w¢ ALOEIS «TTPORANUATOVY

,

KEEP
CALM

AND

TELL HOUSTON
WE HAVE A PROBLEM
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Mpoidvra w¢g AboEIS «TTPORANUATOVY

Business  MpoadiopioTe TO0 TTPOPANUA (TO oTToio Ba
Model ANOOETE)

* [MoooblopioTe TO pEYEOOG TOL TTPORAAUATOGC
Kal avalntnoTe debouEva
- TTEQIYPAMPN MIAG KATAOTAONG TTOL ‘PBicovel’
TTEAQTNG WUAG (TT.X. TO KOOTOG TNG B<puavong
yla eva SiauépIoa oTnV ©ecTAAOViIKN)
- OTATIOTIKEG (TT.X. APIBUOC TV AvOPWITWV
O TTOL TTABAiIVOLY KABE XPOVO KAPSIAKN)

SAINT mOOoROoAN)
STARTUP

© Saint Startup

AVTay®VIOHOG
Business v 'Exovpe  va uaBovpe amo  ToVv
Model AVTAYWVIOUO

v 'Evacg mivakag (benchmarking) eival TToAb
BonGnNTIKOG

= [TOAD pEYOAOC AVTAYWVIOUOG
O = KaBOAOL AVTAYWVIOUOG A
SAINT
STARTUP

© Saint Startup
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UNU

Motors

SAINT
STARTUP

traditional process

% in  wo = saf

company production warehouse

risk premium dealer customer

Warehouse costs, dealer margins (20-40%) and multiple shipment ways
significantly increase the costs of traditional manufacturers.

the unu way

individual manufacturing unu driver

customer

Atunu we start with you, our customer. You configure your unu, it is
manufactured on demand and shipped directly to your doorstep. That's how we
eliminate all unnecessary costs and are able to offer unu at an affordable price.

SAINT
STARTUP
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Baaikoi TTépoi
(Key Resources)

*2 years warranty

AikTua (Channels)
* Test drive

Baoikoi Zuvepydreg | Baoikég ApaoTnpié- | TTpstaon Afia T xE0EIC HE AvopEc 2 Toxo!
(KCY Partners) LL(LEAS o eservice by Bosch TTeAdTeg :T&i;mm 20 OAE WV
S (Key Activities) eportable innovative (Customer e Meppaviag
Bo CH battery Relations) ) {
* OkoAOYKr) OUVELONO
*only 0,60€ per 100km °Ev6La¢gpor3/ yla mvn "
*delivery to your epdavion
doorst.ep . *Almwpa 08riynong
*emission-free & silent
engine

Aoph KéoToug
(Cost Structure)

Poéc Eaddwv
(Revenue Streams)

15
(660 m— EACXIOTO BIOOIUO [OOIOV (MVP) ey TEAIKO O OTOV
3. AvdAvon Tng ayopdg,
KLPIWG HETEW KOKAOL
APV JE SLVApEI
meAATEG Kal 5.16pvon TnNg
EMAvampoosiopIoUOg ETTIXEIPNONG Kall
1. KaBopiopodg NG TOL ETMIXEIPNHATIKOL Slammpayudarevon Je
ETTIXEIONHUATIKAG Opadag. HOVTEAOL TOLG TTPWTEG TTEAATEG
EmmixeipnuaTikn Avaloon Xpnuaro Igstﬁgl
Ouadag AYopAG sotnon TEAATEG
2. MpocsiopIouOg . .
business model 4. AvaAvon avaykowyv
XpNUaTodoTnoNG Kal
TTPOOTIABEIEG AVELPEONG
ETTEVOLTN
(eTTIXEIPNUATIKO OXESIO)
© Saint Startup
16
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YOU ASSUME THERE
ARE CUSTOMERS...

Get out of the building
[and talk to customers]

17

YTToB£0¢€IC Epyaoiac oTo
ETTIXEIPNUATIKO UOVTEAO

AvaAvon

ayopdg YOVAVTACEIG JE €V SLVAUE]
TTEAQTEG KAl OTEAEXN TOL KAGSOL
UE OKOTTO TOV €AEYXO:

A) «T0o TPOBANHA LTTAPXEN

Avarmpooap
Hoyn n
PLOUION

© Saint Startup
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O1 TeAATEG HAG £XOLV TO TTPORANUA TTOL
TPOOTIAO0LHE VA ADCOLHE?

Avalvo n o To mpoBAnua Sev vIrapxel...

ayopdg «Aaveavovn mpopAnua (layent problem). O TreAdTEC
HAC EXOLV Eva TTPORANUA AAAG &gV TO avayvwpilovy
- Maénmko mpoPAnua (passive problem). Nvawpilovy 10
TTEORANHA AAAG Sev £XOLV KIVNTOTTOINOE va KAVOLV
KATI YIO va TO ADOOLV. Agv YVwEICOLY TIC LPICTAPEVEG
EVOAAOKTIKEG YIQ VA TO ADOOLV.
- Evepyo (n emeiyov) mpoPAnua. Avayvwpilovy 1o
TTEORANUA Kal avalnToLy ALCEIC AAAA bV £xOLV
TTooRei o€ COPAPES EVEQYEIES YIA VA TO ADCOULV.
- «Opapan. N'vepilovv TO TTPORANUA KAl UAAICTA £XOLYV
KAVEI EVEQYEIES YIA VA TO AboouLV. ETiong eivail
SAINT 5 ; : :
STARTUP IATEBEIMEVOI VA TTANPWOCOLV YIA TNV ALCN TOL
TTOORAAUATOC: © Saint Startup

19

O1 TeAAQTEG PHAG EXOLV TO TPORANHA TTOL
TPOOTTaOoULHE va ADOOLHE?

Avalvon
ayopdag

Evepyo (N emeiyov) mpoPAnua. Avayvwpilovy To
TPORANUA Kal avalnToLy ALCEIG AAAG bev ExOoLv
TToOREeI 0 COPAPES EVEPYEIES YIA VA TO ADCOULV.
- «Opapan. N'vewpilovy TO TTPORANUA KAl UIAAICTA EXOLY
SAINT KAVEl EVEQYEIEG YIA va TO Aboovuv. Emmiong eivai

STARTUP S1aTEBEIUEVOI VA TTANPGOOLY YIa TNV ALCN TOL
TTEORAAUATOS: " © Saint Startup

20
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; YTTOBECEIS epyaTiag oTo
YmoBeon , ,
Avalvon 4 - ETTIXEIONUATIKO UOVTEAO

ayopdag TUVAVTAOEIC UE £V SLVALE]
TTEAQTEC KAl OTEAEXN TOL KAGSOL
UE OKOTTO TOV €AEYXO:

A) «TO TTOORANUC LTTAPXEN

B) n «Abon» pov raipiadel

AvaAvon
Avamrpocap
SAINT oyn r
STARTUP UL

puGu on © Saint Startup

21

EAdxLoTO BLwoLpo tpoidv
Minimum Viable Product (MVP)

EAaxioTo + Biwoipo :
XapaKTNEIOTIKA TETOIA WOTE VA PTTOPE

va a&lommoinBei n avadpaon Twv
SLVNTIKWV, TTEAATWV

Buwotuo

O

SAINT /. ) :
STARTUP XapnAn nototnta TeAlko mpoiov

© Saint Startup

11



6/23/2023

BaoikdG oTOXOG eival éva ‘TTIPWTOTLTTO’ TO OTTOIO
Oa TTPOKAAETEl OXONI KAl TTAPATNENOEIG TTOL Ba
06NYNOOLY OTO TEAIKO TTPOIOV.

AvaAuon

oyopag
A‘%E!hl. “%&g!hl.

|

Not this This

O Me Tnv BonBeia evog «EAaxIoTa Bicooipuou MooiovTogy
MTTOPOLY VA OXeSIAcTOLY AaANBIva «TTeipauaTay (real

SAINT life experiments) Ta omoia ©a avadeifovv TNV adia (n

STARTUP TNV EAeIYN aiag) TNG EMIXEIPNUATIKAG 16€QG.

© Saint Startup

ody AirBed&
Breakfast

idsa connecting ‘07

If you're heading out to the ICSID/IDSA  World
Congress/Connecting '07 event in San Francisco next week and
have yet to make accommodations, well, consider networking in
your jam-jams. That's right. For "an affordable alternative to
hotels in the city," imagine yourself in a fellow design industry
person's home, fresh awake from a snooze on the ol' air mattress,
chatting about the day's upcoming events over Pop Tarts and OJ.

SAINT
STARTUP

© Saint Startup

24
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HOW NOT TO BUILD A MINIMUM VIABLE PRODUCT

o -o—o An AEm

1

ALSO HOW NOT TO BUILD A MINIMUM VIABLE PRODUCT

d@ @2@@%‘-

HOW TO BUILD A MINIMUM VIABLE PRODUCT

25

Ta MVP pumopei va moikiAovy  ammd  pia  amin
mapovoiaon HEXP! &va AELITOLPYIKO TPWTOTLTO. TO
MVP e€eNicoovTal 000 SlapopPpwVETal TO
ETTIXEIONMATIKO UOVTEAO KAl cLXVA cLVSLACOVTAIL.
Napovociaon (Power Point Presentation) n omoia
ouvNBwg cuvdvadletal PE TTPOCWTIIKESC CLVAVTNOEIG.
KaAo Ba eivar va mnyaivovpe pe SIKO pag laptop o€
OLVAVTACEIC KAl (O€ TTEWTN TOLAAXIOTOV (PACN VA PNV
a@nvoLue TIC SlapAaveEeS KABWG aALTEC €ival TTOAD
mOavo va aAafouvv peETa amo 2-3 ocLVAVTNOEG).
EvéeikvoTal  yia TNV TEQITITGOON TNG  TTAPOXNG
LTTNEETIWV.
Landing Page. Mia povadikn cediba oTo infernet.
MTtTopei va PonBnoel TNV €TMKOIVAVIa Kal €mmong Sivel
O Vv SvvatdTNTA TNG OLAANOYAG e-mails Ta otoia Ba
XpnoluotroinGovv apyoTePQ. MtropoLvV e

XPNOIUOTTOINOOLY €PYAAEIA TOTTOL yia
gﬁé’;ﬂg TNV KATAOKELR TOLG

© Saint Startup

13


http://www.wix.com/
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Simulation (rpooopoicwon).
APOPA TNV TTEPITITWON TTPOIOVTWV.
EiSikd og auTh TNV TTEPITITON N
e€olkovounon TTOPWYV YIA TNV
avamnTuén UTToEEl va eival peyaAn.
H mmpocouoiwon utoeei va eivai
ato yia EIKéV'O (rend‘ering) Ué'xpl
KQl TIPOCOP0ION VOGS KIvATAPA
o€ Aeltovpyia.
NMpwroTLTTo. APOoPA
€TIONG TTPOIOVTA KAl
utTTopei va eival n eEENIEN
TNG TTPOCOU0IOoNG.
Mmopei akOpa va apopd
O KAl TNV TTEQITITAON VEWDV
TPOPIUWY TA OTTOIA EXOLV
SAINT QVaTITOXOE
STARTUP OTO £PYAOTNPIO (1 ATTAG
oTnv koudiva).

Video. ©a mpemel va eivalr yikpa oe Sidpkeia kalr 6a
moémel va  eme€nyobvy  TO TS Oa  AaTovpyel  TO
TTpoiov/vTineecia. Emong umope va mmpocopoldlovy To
‘MPOPRANUA’ KABWC Kal TNV TTPOTEIVOUEVN ALON PE TNV
HOP®N MIag JEAETNG TEQITITEOONG (case study). MTopei
va oovvévalovial KAl PE TNV TIPOCOPOION  TOL
TTPOIOVTOG (BA. TTAPATTAV®).

O

SAINT
STARTUP

14


http://cdn1.tnwcdn.com/wp-content/blogs.dir/1/files/2014/11/dropbox-video.png

O

SAINT
STARTUP

O

SAINT
STARTUP

6/23/2023

«Neipapan. Eva meipapa yrropei va PIvieookoTreiTal r/kal
va Tmrapovaoiadetal {vTava OTO KOIVO. VAW Yiveral
OTAV TO ATTOTEAECA Eival KATI TTOAD SIAPOPETIKO ATTO
ALTO TO OTT0IO £xEl cLVNBITE O TTEAATNG (seeing is
believing)

WITHOUT

Nanophos

WITH SURFAPORE W

Glonatech

NMpwtoTLTTO o€ XapTi (Paper
prototyping)

g &
|
=
= < WA 2

WYneiako mpwtoturro (digital
prototype - mockup).

© Saint Startup
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“@upwpog” (Concierge)

X170 Eekivnua Toug (2007) ol
1I6PLTES TOL Airbnb
TTpooTIabNoav va
TTOOCEAKOOOLY TOVG ETTIOKETTTEG
EVOG oLVESPIOL OTO XAV
dpavoioko. Etol pihofEvnoayv
TOLG 3 TTPWTOLG TTEAATEG TOLG.

“Xeipokivnro” (Wizard of Oz)

Y10 Eekivnua (1999) touv Zappos

(TWANCEIG TATTOLTOIWYV  HEC®

internet)  6ev  énuiovpynoav D e

ammoBAKkn aA\d  Trapovcialav -

O TAToLTOId Ao Payadd TNG s

TOTTIKAG ayopdg Ta OTfoia Kal
gﬁé%-g TToouNBeLOVTAY KABE POPA TTOL

EixaV PIa TTapayyeAia.

© Saint Startup

Napa-
Sdelypa

SAINT
STARTUP

32
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YmoOioeig epyaciag:
KaTavaAwTeG BEAOLY PPECKOCTLUHEVN

Napa- Aepovada

Saypa KatavaAwTég givar SiateBeipévol va
TTANPWOOLY TTAPATTAVE YIA RBIOAOYIKN
Aepovada

On line TapayyeAieg ummopoLy va avénoouvyv
TNV KATAVAAWON

KatavaAwTeg eivar Siatebeipévol va
TTANPWOOLY TTAPATTIAV® YIA VA TTAPAAAROLY
TNV Aepovada

KatavaAwTeg PpiokovTal o€ pépn TTOL PTTOPEI
va TTpooEeyYioel eva drone

KATavaAwTES TTEOTIMOVLY TTANPWHES WE
bitcoin

33

. MVP 1. Stand oTo 5pOUO e PPECKOOTLUMEVN Agpovada

Napa-

5£|qu MVP 2. Landing page TTou eTTITEETTEI TTAPAYYEAIES KAl
delivery ammo aroua

MVP 3. 1eAiba oTo internet kal app pe online TrTapayyeAia
Kal TTapadoon pe drone o€ Jia TTOAD CLYKEKPIPEVN
yerTovia (mm.x. FAvpada)

TeNIKO TTpoIOV. YeAiba oTo internet kal app pe online

TTapaAyyeAia kal Tapadoon pe drone o€ OAN TNV ATTIKN

34

17



On line mapayyeAieg

UmopouV va auénoouv \/
TV KaTavaAwon

Na mAnpwoouyv
TOLPATTAVW YLoL VO \/
napaAdBouv pe drone

Bplokovtal og pépn mou
UmopEl va mpooeyyioet

YnoBéoelg epyaoiog

DpeCKOCTUPHEVN

Aepovada \/ \/ \/
BloAoytkr Aepovada \/ \/

€va drone

MPOTIHOUV TMANPWHEG

pe bitcoin \/ \/

35

Kootog 250 1.500 25.000 350.000
Xpovog 1 eBdopada 1 pARvag 6 UAVEG 18 pnveg

YITOXOG N “emKkupwuevn uabnon” (validated learning). MNa va yive avto 1a

«@melpApaTan Ba TTPETTEN va gival:

actionable (va oényouvv ot amopaoeig)

accessible (OAol ©6a TpéTTel va exovy TTpoOoPacn otnv dladikaacia kal Ta
ATOTEAECUATA)

auditable (Siapaveia otnv CLANOYN KAl ATTOTLTIGON TWV OTOIXEIWV)

36

6/23/2023
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¥ Al ci{wv
n CAG T SQ . iker
Nova
AyopaoTig
Buyer

SAINT

STARTUP Nousi TeAwkoc xpriotng / End User

37

. YTToBEoeIg epyaoiag oTo
Avaivon 4 ETTIXEIONMATIKO HOVTEAO
ayopdag YOVAVTNOEIG PE eV SLVAUEI
TTEAQTEG KAl OTEAEXN TOL KAGSOL
12\3% (els UE OKOTTO TOV EAEYXO:
A) «TO TTPORANUA LTTAPXEM
B) n «Abon» pov taipiadel

Karavonon t1ev avadpacewy Kal
EKTIUNON TNG €TTI6OA0NG TOLS OTO
ETTIXEIONUATIKO UOVTEAO

I LT Lo eLeTs] MEYAAES 1 HIKOEG ANQYEG OTO
SAINT LI CTTIXEIPNUATIKO HOVTEAO WOTE VA
STARTUP T Bl Vivel TTIo afioTmoTo

© Saint Startup

38
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(660 m— EACXIOTO BIOGCIUO [TOOIOV (MVP) ey TEAIKO [0 OTOV

3. AvdAuon NG ayopdg,
KOPIWG PET G KOKAOL
ETAPV e SLVALE

16pvon-
MNpoTol
TTEAQTEG

Business
Model

EmixeionuaTikn
Opadag

Avaivon
Ayopdg

XpnuaTo
50TNOoN

2. Npocéloploudg

business model 4. Avalvon avaykev
XPnHarod6Tnong Kai
MPOCTIABEIEG AVELPEONG
emevéouTn

(emixeiPnUATIKO oXESIO0)

TTEAATEG KAl 5.'16pvon NG
EMTAVATIPOCSIOPICUOG ETTIXEIPNONG KAl
1. KaBopiopds 1ng TOL ETTIXEIPNUATIKOV SlampaypdaTeLon Je
ETTIXEIPNUATIKAG OpASAG. UOVTEAOL TOLG TTPWTEG TTEAATEG

© Saint Startup

39

EXSSWUU‘S‘;. KATAPTICOLUE VA ETTIXEIPNUATIKO OXESIO!
Xpnu/Tnon z

. rrpoc&oplou(')c; TO APXIKOL Kéo)\oiou

STARTUP TOITOLG (ETTEVOLTEG, CLVEPYATEG KTA)

‘OT1aV OAOKANPWOEI O EAEYXOGC KAl EXOLUE PTACEI
o€ eva Aa&IOTTIOTO ETTIXEIONUATIKO HOVTEAO, TOTE

SAINT * EOYAAEIO YIA VA (TTOLANCOLUEN TNV 16€Q UAG O€

© Saint Startup

40
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(660 m— EAGXIOTO BIGOIUO MPOIOV (MVP) ey TEAIKO [OOTOV

1. KaBopiopodg NG
ETTIXEIPNUATIKAG OMASAG.

Business
Model

2. Npocéloploudg
business model

3. Ava\uon TG ayopdg,
KOPIWG PETE KOKAOL

ETAPV e SLVALE
TTEAATEG KAl

5.'16pvon Tng

ETAVATIPOCSIOPICUOG emxeipnong kai
TOL ETTIXEIPNUATIKOV
UOVTEAOL

Avaivon
Ayopdg

Siampaypdarevon ye
TOULG TTPETEG TTENATEG

16 -
oo §) 02
6omon TIEAQITEG

4. AvGALON avaykoyv
XpNUaTodoTNONG Kal
TTOOOTIABEIEG AVELPEONG
eTTEVELTN

(eTTIXEIPNUATIKO OXESIO)

© Saint Startup

41
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SAINT

STARTUP

SAINT
STARTUP

WHAT'S THE NAME OF YOUR STARTUP?
My startup X

WHICH INDUSTRY ARE YOU OPERATING IN?
( Defense v)

WHAT KIND OF PRODUCT ARE YOU GOING TO SELL?

(You may select more than one)

O Software
O Physical Product
Q© Service

THROUGHT WHICH CHANNELS ARE YOU GOING TO SELL?

(You may select more than one)

© Web (e.g. e-shop)

Q© Physical (e.g. super markets)
© Saint Startup

44
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Planning

. Team

Intellectual property
Competi

Market

Murlceﬁng and communication

Branding

Product development (software)

I R A

Product development (physical)
Service development

Channel (web)

Channel (physical)
Incorporation

Funding

September 1 © Saint Startup

5. MARKET

5.1 Define problem 51 Define "problem” X
@
Mo — Mo, | have not defined the “problem” yet

5.2 Verify problem Yes — Yes, | have defined the "problem”
ves o Think of products/services you intent to offer as responses to

"problems”. Forget for the time being ‘your solution’ (ie.
53 TAM products/services) and try to think in terms of ‘problems’. Mo

’ o solution will succeed unless it solves real problems that

enough people have. Thus, the first step is to understand the

54 Define solution problem you intent to solve. Complains and frustration are
often good starting points. At this point, try to

©  chinclicicrbe

55 Test solution =a r.lml;ltm'l1 (that you are going to solve) or

ey » a need (that you are going to cover) or

(No ¥ o » a gop in the market {?'1(:”‘ you are going to fill-in) or

. = an opportunity/irend (that you intent to follow)
5.6 First customer

5 { No v At this point your aim is to define the "problem” and not the
R o solution. Moreover, trybh:l define -from secondary data- the
57 Initial customer base magnitude of the problem. It is important at this point

{ PROGRESS 42% | |: No ":I o - to define case studies that you can later generalize (e.g. on
_— - apartment of 50 sm_in Paris is spending app. 1200 Euros
(_KEEP NOTES |+ )

for heating per year, Cheryl is a real estate agent who is
reluctant/scared to show emotv countrv houses to menas a

© Saint Startup
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4. COMPETITION 5. MARKET

1. Define problem
Yes

1. 3 similar offerings
No
2. Strategy canvas

L]
)
ES
=
o
o
o
3

\ Yes
| 3 3.7AM

2 > Benchmarking

4. Competitive analyis
Yes

3 5. Test solution

The Fundamentals () Yes
6. First customer

i
o

4. Define salution

4

i

o
7. Initial customer base

Overview Wheel ()

Dashbeard ()

Analytic View

7.BRANDING 8 PRODUCT DEVELOPMENT (SOFTWARE)

1 Brand name 1. MVP
) ' Yes
2. Front end design

N 2. Corporate identity

47
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Opapa ¥

Eva gpyaAeio petpnong

TNG WPILOTNTAG WiAg
VEOPLOUVG ETTIXEIONONG

Thank
you

Dr Antonis Livieratos

al@saintstartup.com
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