e Co-funded by the
AT Erasmus+ Programme
of the European Union

From MVP to first customer

LJUBLJANSKI UNIVERZITETNI

INKUBATOR

"
——— -
i = 1

LA ] i

ik '1 niverza ¢ Liubljani Pisarna za

. prenos znanja

{_ cogsteps January/February 2023



From MVP to first customers

Week 1

Monday, 23 Jan

18:30- 192:00
Welcome & Introduction

20:00 - 22:30
Let's grab a drink

Tuesday, 24 Jan

Wednesday, 25 Jan

Thursday, 26 Jan

16:00 - 19:00 16:00 - 18:30 16:00 - 18:30

Market Opportunity Navigator Get to know your customers Understand your market

(Part 1)

Friday, 27 Jan Saturday, 28 Jan Sunday, 29 Jan

13:30 - 18:30 10:00 - 13:00 10:00 - 13:00

Fun winter activity Unstoppable team Market Opportunity Navigator
(Part 2)
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From MVP to first customers

Week 2

Monday, 30 Jan Tuesday, 31Jan

Wednesday, 1Feb

thd 16:00 - 18:30 16:00 - 18:30

Start-ups visits GTM strategy GTM strategy - brand
positioning

Thursday, 2 Feb Friday, 3 Feb Saturday, 4 Feb

15:30 - 18:30 10:00 - 13:00 10:00 - 13:00

GTM - Sales and marketing Finance & Fundraising Investors' roast
19:30 - 22:00

Winter in Ljubljana city

Sunday, 5 Feb

10:00 - 11:30

COGSTEPS platform introduction
& departure
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EE The Market Opportunity Navigator

In a nutshell




WHO ARE YOU?

<

>

IDEA GENERATION SCALE-UP
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As entrepreneur and innovator you are trained to run fast. But...
Are you running in the right direction?

The Market Opportunity Navigator

3 steps for discovering your most valuable
market opportunities

Co-funded by the
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ARE YOU RUNNING IN THE RIGHT DIRECTION?

Setting your market opportunity strategy - at any given point- requires your
deep understanding of three questions:

Which market opportunities exist for us?

What are the most attractive market
opportunities for us?

What market opportunities should we focus on?
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THE MARKET OPPORTUNITY NAVIGATOR

A simple and solid framework with 3 steps to address these 3 questions:

Market Opportunity Set
Assessing the venture’s unique abilities and identifying valuable market
opportunities stemming from these abilities

Attractiveness Map
Evaluating possible market opportunities in a comprehensive manner,
to reveal the most attractive options

Agile Focus Strategy
Building a smart portfolio of backup and growth options around the

chosen market opportunity, to consciously avoid lock-in and remain agile

Co-funded by the
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WORKING WITH THE MARKET OPPORTUNITY NAVIGATOR

MARKET OPPORTUNITY SET ATTRACTIVENESS MAP AGILE FOCUS DARTBOARD



THE MARKET OPPORTUNITY NAVIGATOR

!

MARKET OPPORTUNITY SET

Lise Worksheet 1 to identity potential market
opportunities, and place them in the set

POTENTIAL

NAME DATE

GOLD MINE MOON SHOT

Super High

QUICK WIN QUESTIONABLE

Super High
CHALLENGE

ATTRACTIVENESS MAP

Use Worksheet 2 to evaluate the atractiveness of each
market opportunity, and place each one on the map

PLACE IN STORAGE

KEEP OPEN

PURSUE NOW

AGILE FOCUS DARTBOARD

Use Worksheet 3 to design your Agile Focus
strategy, and mark it on the dartboard




Learning and the Decision to Persevere or Pivot

N

The Market Opportunity Navigator
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WORKING WITH THE MARKET OPPORTUNITY NAVIGATOR

WORKSHEET 1

Mark ot
:

)

MARKET OPPORTUNITY SET



STEP 1: MARKET OPPORTUNITY SET

DE-LINKING PROCESS

Describe your unique abilities or core

technological elements

Elements should be independent of their application in a specific
product!
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STEP 1: MARKET OPPORTUNITY SET

DE-LINKING PROCESS

hink about the main building blocks of your competences, such as:
Core technology elements
Important know-how about specific process
A rare resource that you own
A special capability
etc.

Describe their main properties as well as the functions they can perform.
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NAME DATE

WORKSHEET 1

2J| GENERATE YOUR MARKET OPPORTUNITY SET Your project/ tartup

List the venture’s core abilities or technological elements

Characterize them based on their functions and properties. Describe them in a general manner, independent from your (envisioned) product.

@Unique ability #1 {é} Unique ability #2 @ Unique ability #3 {é} Unique ability #4

Functions and properties Functions and properties Functions and properties Functions and properties

n
=
=
=1
m
<

wi
zZ
8 @ Application #1 @ Application #2 @ Application #3
S
=
ce
<

a3 A AN

N &\ Customer segment T

a8 n Customer segment ISP N o SIS Customer segment
Sub segment  Sub segment / \ \

Sub segment Sub segment Sub segment Sub segment
(%))
£
L
=
g Customer segment
<
o / \

Sub segment  Sub segment

@ application = rc(n‘customer = @L\ market opportunity

Place the market opportunities that you would like to evaluate in the Market Opportunity Set.

@) This work is licensed under Creative Commens Attribution-
[(ccl) WSO . ; )
AT NonCommercial- ShareAlike 4.0 International license.




STEP 2: MARKET OPPORTUNITY SET

RE-LINKING PROCESS

Search for different possible applications

that these unique abilities can establish,
and who might need this different
applications
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STEP 2: MARKET OPPORTUNITY SET

RE-LINKING PROCESS

An APLICATION means a specific usage or function created with your
core abilities.

As you uncover potential applications, you should also think who might
have the need for them =2 possible sets of CUSTOMERS.

@)
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NAME DATE

WORKSHEET 1

2J| GENERATE YOUR MARKET OPPORTUNITY SET Your project/ tartup

List the venture’s core abilities or technological elements

Characterize them based on their functions and properties. Describe them in a general manner, independent from your (envisioned) product.

@Unique ability #1 {é} Unique ability #2 @ Unique ability #3 {é} Unique ability #4

Functions and properties Functions and properties Functions and properties Functions and properties

ABILITIES

@l Identify your market opportunities

\. Which applications can you offer with your core abilities? Which customers may need them? Zoom in to further segment each customer group.

@ Application #1 @ Application #2 @ Application #3
A A A

il £ F

AN A oA oA

APPLICATIONS

Customer segment
Customer segment

/ \ \ Customer segment
/ \ \ Sub segment  Sub segment / \ \

Sub segment  Sub segment Sub segment  Sub segment

Customer segment

/ \

Sub segment  Sub segment

%)
e
L
=
@)
—
)
=
()

@ application = rc(n‘customer = @L\ market opportunity

Place the market opportunities that you would like to evaluate in the Market Opportunity Set. Q@] ™ vor s eensed wnder st ommons Auton-

s NonCommercial- ShareAlike 4.0 International license.




STEP 3: INITIAL SCREENING OF YOUR OPTIONS

SELECTION OF MOST PROMISSING OPPORTUNITIES

v Does you customer need exist?
v Can we really satisfy the customer need, and better than existing

solutions?

v" Are there severe restrictions that would hinder us from executing on
this market opportunity?

v Will this opportunity be in conflict with any of our core values?

v etc.
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NAME DATE

WORKSHEET 1

2J| GENERATE YOUR MARKET OPPORTUNITY SET Your project/ tartup

List the venture’s core abilities or technological elements

Characterize them based on their functions and properties. Describe them in a general manner, independent from your (envisioned) product.

{Q}Unique ability #1 {é} Unique ability #2 {é} Unique ability #3 {é} Unique ability #4
wn q q
E Functions and properties Functions and properties Functions and properties Functions and properties
-
o
<

@l) Identify your market opportunities

_’__' Which applications can you offer with your core abilities? Which customers may need them? Zoom in to further segment each customer group.
)]
=
8 @ Application #1 @ Application #2 @ Application #3
5
=
[d
<

A A A

K o N % Customer segment / \

oA, ustomer segmen AN A % s stomer segment
/ \ \ Sub segment | Sub segment / \ \
Sub segment Sub segment
Sub segment Sub segment

wn
o
L
-
g gmer segment
=
O / \

Sub segment | Sub segment

@ application = ,('Kn‘ customer = @L( market opportunity

Place the market opportunities that you would like to evaluate in the Market Opportunity Set.

;v'e’-r(-,";."(;v,; This work is licensed under Creative Commons Attribution-
Redeieiee NonCommercial- ShareAlike 4.0 International license.




WORKING WITH THE MARKET OPPORTUNITY NAVIGATOR

ATTRACTIVENESS MAP



EVALUATING YOUR MARKET OPPORTUNITIES

Market opportunities differ on their level of

POTENTIAL

and

CHALLENGE.

{ cogsteps



EVALUATING YOUR MARKET OPPORTUNITIES

POTENTIAL

v" How big is this opportunity?
v'Isit at all worth pursuing?
v" And if so — how much value can we create if we choose this path?

@)
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EVALUATING YOUR MARKET OPPORTUNITIES

CHALLENGE

Which obstacles lie ahead of us if we decide to pursue this option?
What are our main challenges and risks?

How difficult will it be to overcome them and conquer this
opportunity?

@)
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5. Market Opportunity:

POTENTIAL

L, Lilrwy ]y HEGH SUPER HIGH

E COMPELLING REASON TO BUY

Unmet need
Effective salution

Better than current soluticns

@ LOW MID | HIGH SUPER I-EII'.-':I-:i ]
MARKET VOLUME

Current market size
Expected growth

1 : LW MID | HIGH :a-unnmm:l
ECONOMIC VIABILITY |

Margins (value vs. cost)
Customers’ ability to pay

Customer stickiness

OVERALL POTENTIAL

LOW MID HIGH SUPER HIGH

H —!/| EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

Use this warksheet far every market opportunity you would like to evaluate.

CHALLENGE

N

LOwW

Lo BAED HIGH SUFER HIGH

IMPLEMENTATION OBSTACLES

Product development difficulties
Sales and distribution difficulties
Funding challenges

LOw EARD HIGH | SUFER HIGH

TIME TO REVENUE

Development time

Time between product and market readiness
Length of sale cycle

LOW BAED HiIGH | SUFER HIGH ;

EXTERMNAL RISKS

Competitive threat
3rd party dependencies
Barriers to adoption

OVERALL CHALLENGE

MID HIGH . SUPER HIGH

DATE




n H]| EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS 16:00- 18:30 1600- 1830

GTM strategy GTM strategy - brand
positioning

Friday. 3Feb
. Market Opportunity: 1530 18:30 1000 - 1300

Use this worksheet for every market opportunity you would like to evaluate.

GTM - Sales and marketing Finance & Fundraising
pOTENTlAL CHALLENGE 10:00 - 13:00
Investors' roast
S
Low MID HIGH SUPER HIGH @ LOW MID HIGH SUPER HIGH
Wednesday, 25 Jan COMPELLING REASON TO BUY IMPLEMENTATION OBSTACLES
Unmet need Product development difficulties
; : Effective solution Sales and distribution difficulties
16:00 - 18:30 Better than current solutions Funding challenges
Get to know your customers
T —————
LOW MID HIGH SUPER HIGH _/ LOW MID HIGH SUPER HIGH
Thursday, 26 Jan . MARKET VOLUME i TIME TO REVENUE
Current market size Development time
Expected growth Time between product and market readiness
16:00 - 18:30 Length of sale cycle
Understand your market
e
1 :, Low MID HIGH SUPER HIGH LOW MID HIGH SUPER HIGH
ECONOMIC VIABILITY EXTERNAL RISKS
Margins (value vs. cost) Competitive threat
Customers’ ability to pay 3rd party dependencies
Customer stickiness Barriers to adoption
OVERALL POTENTIAL OVERALL CHALLENGE
LOW MID HIGH SUPER HIGH LOW MID HIGH SUPER HIGH

—

Use the overall ratings to situate each market opportunity on the Attractiveness Map.

This work is licensed under Creative Commens Attribution-
NonCommercial- ShareAlike 4.0 International license.




POTENTIAL FOR VALUE CREATION

#1  COMPELLING REASON TO BUY

Will someone really want our offer and be willing to pay for it?

v"Is there a real unmet need?
v" Can we provide an effective solution to this need?
v Can we address it better than current solutions?

Desk research is not enough!
GET OUT OF THE BUILING AND TALK TO PEOPLE!

L xx Co-funded by the
kX Erasmus+ Programme
of the European Union

{ cogsteps



POTENTIAL FOR VALUE CREATION

#2 MARKET VOLUME

How big is this market, now and in the near future?

v" What is the size of the current market?
v" How much is it expected to grow over time?

; Co-funded by the
* Erasmus+ Programme
of the European Union
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POTENTIAL FOR VALUE CREATION

#3 ECONOMIC VIABILITY

Is it worthwhile from a business perspective to pursue this market?

v" Do you have a sizable margins?

v" Are the customers well-funded enough to pay the price?
v" How sticky will customers be?

@)
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CHALLENGE IN CAPTURING VALUE

#1 IMPLEMENTATION OBSTACLES

How difficult will it be for you to create and deliver your offer?

ow difficult will it be for you to develop the product?
ow difficult will it be for you to access the market?
ow challenging will it be for you to raise funding for this option?

@)
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CHALLENGE IN CAPTURING VALUE

#1 IMPLEMENTATION OBSTACLES

v, 1 Feb

How difficult will it be for you to create 2»~ * \\lednesda

.30
16:00 - 18-
- Ll _prand
Tuesda¥: trategy
GTMSs
[} [} [ [} ; st n‘“g
How difficult will itb  4600-183° positio

ow difficult will it by~ TMs<®” eriday,3 e
How challenging will | 10,00 - 13:00
ising

ginance & Fundra

ANEANERAN

Thursdays 2Feb

a0 -18:30
v keting

and mar
gaturday: 4 Feb

0: 00 - 13 '00

10:
\nvestors roast
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CHALLENGE IN CAPTURING VALUE

#2 TIME TO REVENUE

How long will it take until you can generate cash flow through sales?

v" What is estimated time for development?
v" Will we need to wait until the market is ready for our offer?
v" How long is the sale cycle expected to be?

@)
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CHALLENGE IN CAPTURING VALUE

#3  EXTERNAL RISKS

What obstacles in your business environment can stand in your way?

ow threatend are you by competition?
ow dependent are you on other companies or players?
ow exposed are you to adoption barriers?
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5. Market Opportunity:

POTENTIAL

L, Lilrwy ]y HEGH SUPER HIGH

E COMPELLING REASON TO BUY

Unmet need
Effective salution

Better than current soluticns

@ LOW MID | HIGH SUPER I-EII'.-':I-:i ]
MARKET VOLUME

Current market size
Expected growth

1 : LW MID | HIGH :a-unnmm:l
ECONOMIC VIABILITY |

Margins (value vs. cost)
Customers’ ability to pay

Customer stickiness

OVERALL POTENTIAL

LOW MID HIGH SUPER HIGH

H —!/| EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

Use this warksheet far every market opportunity you would like to evaluate.

CHALLENGE

N

LOwW

Lo BAED HIGH SUFER HIGH

IMPLEMENTATION OBSTACLES

Product development difficulties
Sales and distribution difficulties
Funding challenges

LOw EARD HIGH | SUFER HIGH

TIME TO REVENUE

Development time

Time between product and market readiness
Length of sale cycle

LOW BAED HiIGH | SUFER HIGH ;

EXTERMNAL RISKS

Competitive threat
3rd party dependencies
Barriers to adoption

OVERALL CHALLENGE

MID HIGH . SUPER HIGH

DATE




O
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Use this worksheet for every market opportunity you would like to evaluate.,

Gh Market Opportunity:

WORKSHEET 2

MLANE

EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

POTENTIAL

'I-IJ

\%

Lo

OVERALL POTENTIAL
MID ﬁH

I L the Crapradll ratings 1o situate sach market opportundty on the Attracieaeness Map

L e / HIGH Ll HEGH

COMPELLING REASON TO BUY
Uil fisigd

EMecnive Saoligitede

Betier than cusTeni soluticng

LS =B ﬂ/ Liphl i wige
MARKET VOLUME

Current market sine

Enpected growih

LD WD

ﬂ/ BEFLE WRGW

ECONOMIC VIABILITY
blargine valee v £041)
Custoamers ability to pay

C St SHickiress

Healable Drones

SUPER HIGH

CHALLENGE

N

(=1 L] 1= H/ Uil HiGe

IMPLEMENTATION OBSTACLES
Product developmend diffi ultes

Sy arad sl vy ol Lilni s
Fiarsibing ¢ Fuallenip e

Lo / HIGH SUREE HiGH

TIME TO REVENUE

Chpvelapamaend Cirms
Tomee between proiuct and markel reacine s
Lengih of Lahe Cpche

L Oy i { FUFIE HiGH

EXTERMNAL RISKS
Competitres threast

e Py O pEndErimes
Barriers (o adoplion

OVERALL CHALLENGE

Lo

|
MID { SUPER HIGH |

ComrPAIR

- HEALABLE COMPOSITE TECHNOLOGIES

e
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WORESHEET 2

H 2J| EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

Use this worksheet for every markel opponmunity ywou would like 1o evaluate.

fh Market Opportunity:  Civil Engineering (Healable Bridges)

POTENTIAL

L= REI[F Hh i (]

E COMPELLING REASON TO BUY

LIei el Mgl
BT Sl b
Bty thalim currend solulbons

@ LW L HHH W%

MAREET VOLUME
Current rarket size
Expected growth

ECONDODMIC VIABILITY
M.I-lf:lrl'. Pl v, Coakl
Customers ability bo piry
Custarmer Sl kifess

OVERALL POTENTIAL

LOW MID HIGH EUFAI-

L the gwerall ratengs 10 Siludte edch marked opporiunity 0n the Artracthveness Map

CHALLENGE

e

IMPLEMENTATION OBSTACLES
Pt dessdlapement illiouities

Sales ared distribasion idtioulies
FHngding ¢hallenges

!i gt HEGH SRR HIGH

-

E TIME TO REVENUE

Drplopemicnl i

Time between produc and market readiness
Length of sade cycle

ﬁ oW KD HEG
EXTERMAL RISKS

Lomipsetdree threal
ird PalrTy Ol £t =g
Barrers 1o Sooption

LOW MiD HIGH

OVERALL CHALLENGE
ﬁiﬂ;ﬂﬂm

www.wheretoplay.co | @DEO s

ComrPAIR

- HEALABLE COMPOSITE TECHNOLOGIES
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Use this worksheet for every market opportunity you would like (o evaluate

Gh Market Opportunity:  Healable Prosthetics

POTENTIAL
@ COMPELLING REASOMN TO BUY
Linurvet reed

Effeotiae soliiien
Hdter than cunmrent sl biosns

@ LA kD h/ BLIFTE il
MARKET VOLUME

Cigrrend markel iy
Eapacied growih

e

ECONOMIC VIABILITY
Margirs [warlee vi C0381)
Cusfomars abulity (0 pury
LusiomeT Hickineys

OVERALL POTENTIAL

% SUPER HIGH

LOW MID

Uise the ereval rates (o dfuate each marcet opporiunity on he Alractene s LS

H —/| EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

MR

CHALLENGE

®

IMPLEMEMTATION ODBSTACLES
Product development difficulties

Salis and diributeon il couinies
Fuirideng alenges

L O / HIGH FLiFlE e

TIME TO REVENUE

l_-,I-I;l'.l'Ij'fq.IF:HII_-II'] LiifiE

Time betvesen product amsd marke! feacliness
Length ol sabe oyche

LT %ID i

FLUFEE G

ﬁ LUFIE EjGe
EXTERMNAL RISKS
et Dy Ehoiead
R arTy chispserde re s
Eharriees [0 acogicn
OVERALL CHALLENGE
L O LT E] HIGH

SUPER HIGH

ComrPAIR

- HEALABLE COMPOSITE TECHNOLOGIES

|

—_—

e wlwrw L= B i
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WORKSHEET 2

Lise this worksheet for every market opportunity you would like to evaluate,

@h Market Opportunity:  Healable Hockey Sticks

POTENTIAL

1. LY Ll Hlnﬂﬁﬂ.! Hig bl

@ COMPELLING REASON TO BUY
Linmed nised
Efeceive sahiion
Batmer thian curment soluihDns

LRy % HikH MUFLE HEGH

@ MARKET VOLUME
Current market size
fxpected growth

ECONODMIC VIABILITY
Margins {value vi. cos)
Custormsers’ abadity Loy

I LT e S0 ety

OVERALL POTENTIAL
/ HIGHM

LOW MID SUPER HIGH

e the owverall ratings to situate each market opportunity on the Attractiseness Map

H —I] EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

MNAMI

ComrPAIR

- HEALABLE COMPOSITE TECHNOLOGIES

CHALLENGE

®

L iy * i HUFLR HG M

IMPLEMENTATION OBSTACLES
Product development diffeculses

Sales gl distribation difTsulies
Fiundeng ihallenges

L ' (1] CIE]

TIME TO REVENUE

LhiFaE el [irTee
lime between product and market resdanesss
Lieriggih of ale cycle

IFEE WL

@ TUFLE WL
EXTERNAL RISKS
Competitive threat
A party e g e ved
B riars: (o Adopitenn
OVERALL CHALLENGE !
|
LOW MID HIGH SUPER MIGH =1

]
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WORKSHELT 2

jﬂ O] EVALUATE MARKET OPPORTUNITY ATTRACTIVENESS

LHe thirs vwod Kihest for every mad el oppoitunity you would like to evaluate.

(&, Market Opportunity:  Healable Mast for Superyacht

POTENTIAL CHALLENGE

Y S v

COMPELLING REASON TO BUY

ComrPAIR

- HEALABLE COMPOSITE TECHNOLOGIES

=g T E

IMPLEMENTATION OBSTACLES

Lt e Proaiu | deeweioperreent ool witeesy
EMeieee st i ] e filbeatete (S e LS
Harifer (P Currerd sl i snene, -I-_.-'.;l.nl: i |'.|ﬁ'.'h'l'|1f-!|
@ J L] B Pl adm :] O { B Friel| e
=
MARKET VOLUME ! TIME TO REVENUE
Crrerdl rruar e Lire el LT
| wjwra Bl T Ol farer beetbaeren prociuct and marked rescineeyy

Lok o Lale Cprle

e — -

ECONOMIC VIABILITY EXTERNAL RISKS
LR g Pl o 0] i prripsFiE P Chiread

£ s b ey 10 ey gl e Ty Gl sieersl &Py
i Lol L et By (0 acloapiicn

OVERALL POTENTIAL I OVERALLALHALLENGE
L EED HiGH SUPER HIGH —1 L =l

T

e TR B el

|
HiGH SLUFER HIGH ﬂ

F*—-| Line the copes all rabinggy 10 Wfabe eah market opportundy on the At atthverest bap www.wheretoplay.co | @D®E@ = o o e
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ComrPAIR

m - HEALABLE COMPOSITE TECHNOLOGIES

A. Prosthetics

GOLD MIMNE MOON SHOT PLACE IN STORAGE

D

POTEMNTIAL
e High

KEEF OPEN
C. Drones A C PURSUE NOW
D. Bridges E E

E. Hockey sticks

QUICK WIN QUESTIONABLE
CHALLENGE
MARKET OPPORTUNITY SET ATTRACTIVENESS MAP AGILE FOCUS DARTBOARD
Use Worksheet 1 to identify potential market Use Worksheet 2 to evaluate the atractiveness of each Use Worksheet 3 to design your Agile Focus

opportunities, and place them in the set marketl opportunity, and place each one on the map = strategy, and mark it on the dartboard
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