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¢ UC Berkeley
— Adjunct Professor, Haas School of Business
— Founder and Director Emeritus of the Lester Center
for Entrepreneurship and Innovation
— Teach Entrepreneurship, Venture Capital & Private Equity,
'Ilg'ﬁchnology Commercialization and Innovation in the MBA and Executive

* Outside of Academe:
— Venture Capital
* Monitor Venture Partners, General Partner [Current]
* Co-founded: Kline Hawkes Capital [1995 ]
— Entrepreneur
* Co-Founder: AllBusiness.com, ElectraScan Inc., CardioProfile

* Angel Investor, Board member: Maxis, Leapfrog, MedAmerica,
Adaptive Planning, more...

— Big Company Experience
* 1980s: Ernst & Young, Managing Partner, Entrepreneurial Services

» Clients: Apple, Intel, Genentech, Sun, Autodesk, Fair Isaac, The
Learning Company and more..

* 1970s: KPMG
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Leading through Innovation

What is Innovation ?

Innovation at 4:30 min


http://www.youtube.com/watch?v=ML1OZCHixR0

6/20/2013

It’s About Intersections...

Innovation Inspiration

Amoyauoxu& lon is the|specific tool jof
entrepreneurs,the means by which
they exploit change as an
opportunity for a different business
or a different service. It is capable of
being presented as a/discipline,

capable(of being learned, capable of
being practiced.“

— Peter Drucker




Technology Innovation

The Technology Life Cycle “S Curve”

Product Performance

(]

[&]

c

IS

€ Maturity

N

@

o

I3

=

o Innovation Sweet Spot

o - Rapid Product and Market Development
- New Solutions
- Short Product Life Cycles
- Lowering of Barriers to Entry

Research
Time / Effort/ Investment/Expertise
The Technology S Curve and
Entrepreneurial Opportunity
Mini / Work Station Computing
DEC/Apollo/Sun

Time or Engineering Effort

Adapted from: Clayton M. Christensen, “Exploring the Limits of the Technology S-Curve. Part I: Component Technologies,” Production and Operations
Management 1, no. 4 (Fall 1992): 340. Reprinted by permission.
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Product Performance

The Technology S Curve and
Entrepreneurial Opportunity

Personal Computer

Apple/DELL/ Microsoft

Mini / Work Station Computing

DEC/Apollo/Sun

Time or Engineering Effort

Product Performance

Adapted from: Clayton M. Christensen, “Exploring the Limits of the Technology S-Curve. Part I: Component Technologies,” Production and Operations
Management 1, no. 4 (Fall 1992): 340. Reprinted by permission.

The Technology S Curve and
Entrepreneurial Opportunity

Internet Computing

Google/Yahoo/EBay

Personal Computer

Apple/DELL/ Microsoft

Mini / Work Station Computing

DEC/Apollo/Sun

Time or Engineering Effort

Adapted from: Clayton M. Christensen, “Exploring the Limits of the Technology S-Curve. Part I: Component Technologies,” Production and Operations
Management 1, no. 4 (Fall 1992): 340. Reprinted by permission.
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Product Performance
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The Technology S Curve and
Entrepreneurial Opportunity

Internet Computing

Google/Yahoo/EBay

SERVICE/ Mobile

Personal Computer

Apple/DELL/ Microsoft

Mini / Work Station Computing

DEC/Apollo/Sun

Time or Engineering Effort

Adapted from: Clayton M. Christensen, “Exploring the Limits of the Technology S-Curve. Part |: Component Technologies,” Production and Operations
Management 1, no. 4 (Fall 1992): 340. Reprinted by permission.

Technology Innovation

The Technology Life Cycle “S Curve”

Product Performance

Universities

National
Research La

Corporate
Research La

Where Do You fit?

What Challenges Does that
Imply?

Maturity

Entrepreneurs

Mature
Enterprises

Venture

kS Capitalists

“Gazelles”
bs

Time / Effort/ Investment/Expertise
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Entrepreneurship Bridges the Gap

LS i) (2 ) Entrepreneurship

Opportunity

Entrepreneurial Process

* Identify » Opportunity

— Need
— Solution
— ‘Unfair Advantage’

* Acquire » Resources

— Technology rights
— People
— Money
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The Entrepreneur’s Task....

* Key Resources
— Technology

People

— Money
— People

Key Skill of Professional Entrepreneur

Engaging the Ecosystem to Support the Venture

Opportunity * Entrepreneurship

Engaging the Ecosystem Builds and Ecology of Innovation
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The Entrepreneurial Venture
FOUR PERIODS of DEVELOPMENT

I II III IV
Cash
Flow
Time
center for
UC Berkeley
executive education
The Entrepreneurial Venture
FOUR PERIODS of DEVELOPMENT
“Pure entrepreneurship”
I II III v
Cash
Flow

Time

center for

UC Berkeley

executive education
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The Entrepreneurial Venture
FOUR PERIODS of DEVELOPMENT

“Strategic focus”
I II III v

/

Cash
Flow
Time
center for
UC Berkeley
executive education
The Entrepreneurial Venture
FOUR PERIODS of DEVELOPMENT
“Systems building”
I II III IV
Cash
Flow
Time
center for
UC Berkeley

executive education
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The Entrepreneurial Venture
FOUR PERIODS of DEVELOPMENT

. —
“Corporate management”
I II III v
Cash
Flow
Time

center for
UC Berkeley
executi

ve education

THE ENTREPRENEUR'’S TASK

Cash .. .
Flow Vision the Future into the Present

Time

Freeman, J. & Engel;~3:(2007)
C Berkeley

executive education

12
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Part 1
Not All Startups Are Alike

Eanmégrkeley

executive education

What We Used to Believe

center for

UC Berkeley
executive education
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There is one type of startup and
entrepreneur

center for
UC Berkeley
executive education

215t Century Entrepreneurship:
What We Now Know

center for

UC Berkeley
executive education

6/20/2013
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Lifestyle Startups
Work to Live their Passion

 Serve known customer with
known product
* Work for their passion

center for

UC Berkeley

executive education

Social Entrepreneurship Startups

Large
Non-Profit

Social

Startup

. . riders &)
- Solve pressing social problems %)fsrf«‘? &
2% ""@

« Social Enterprise: Profitable @,s‘ » Vg %ﬁf @*::,@ ;y i

» Social Innovation: New Strategies "dn? o EN“’@%’//
cm e R o e @

center for

UC Berkeley

executive education
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Small Business Startups
Work to Feed the Family

Small

Business

SWEET

|GROCER

» Serve known customer with
known product
* Feed the family

!
UC Berkeley

ve education

Small Business Startups
Work to Feed the Family

Small

FE | Business

Exit Criteria

- Business Model found
- Profitable business

- Existing team

< $500K in revenue

center for

UC Berkeley

executive education

6/20/2013
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Scalable Startup

Search Execute

Scalable Large

Company

Startup

* In contrast a scalable startup is designed to grow big
* Typically needs risk capital
* What Silicon Valley means when they say “Startup’(j"C‘“B“grkdey

Scalable Startup

Search

Scalable Large

Company

Startup

Goal is to solve for:
unknown customer and
unknown features

center for

UC Berkeley
executive education

17



Scalable Startup
Born to Be Big

Search Execute
Scalable BN Large
Startup ‘ Company
Exit Criteria

- Business model found
- Total Available Market > $500M
- Can grow to $100M/year

G”CmBgrkeley
Buyable Startup
Born to Sell
Search Sell
Scalable N $5to 50M
Startup Acquisition

Typically:
Internet, Mobile, Gaming Apps

center for

UC Berkeley
executive education

6/20/2013
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Buyable Startup

Search Sell
Scalable $5 to 50M
Startup Acquisition

Sell to larger company

center for
UC Berkeley
executive education

Summary Part 1:
Multiple Types of Startups

Policies, Funding and Tactics Differ
Techniques to build them are the same

center for

UC Berkeley
executive education
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Part 2
Search Versus Execution

Startups Are Not Smaller Versions of
Large Companies

What We Used to Believe

Search vs. Execution

center for

rkeley

UC Be

ve education

center for

UC Be

rkeley

utive education

6/20/2013
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Startups are Smaller Versions of Large
Companies

Eanmégrkeley

executive education

What We Now Know

center for

UC Berkeley
executive education

21
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Startups Search
Large Companies Execute

GHC‘Q(E%rkeley

executive education

What We Used to Believe

Strategy

center for

UC Berkeley
executive education

22
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Start With an Operating Plan
and Financial Model

UC Berkeley
executive education

1980 — 2010
30 Years Building and Executing the Plan

BUSINESS
PLAN

UC Berkeley
executive education

23



Actual Photo of What Happened
When My Plans Had

First Contact With Customers

6/20/2013
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No Business Plan survives
first contact with customers

center for

UC Berkeley

executive education

What We Used to Believe

center for

UC Berkeley

executive education
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What We Now Know

center for

UC Berkeley

executive education
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VC’s and the
Soviet Union
were the only
people to believe
5-Year Plans

We now know how to make
startups fail less

center for
UC Berkeley
executive education
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How?

UC Berkeley
executive education

Is this all there is? 'Evg'r .....

UC Berkeley
executive education

2 X €

28
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\ I g

[ SEARCH | | EXECUTION™]
\ I g

’SEAPCH ......

29



Startups Are Not Smaller Versions of Large
Companies

center for
UC Berkeley
executive education

Large Companies Execute
Known Business Models

center for
UC Berkeley
executive education

6/20/2013
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Startups Search for Unknown
Business Models

UC Berkeley
executive education

What’s A Startup?

UC Berkeley
executive education

e

31
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A temporary organization

center for

UC Berkeley
\l 4
A temporary organization
designed to search
UEerBoerrkeley

executive education

32



A temporary organization
designed to search
for a repeatable and scalable

center for

UC Berkeley
\l 4
A temporary organization
designed to search
for a repeatable and scalable
business model
UEerBoerrkeley

executive education

6/20/2013
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Startups Fail Because They Confuse Search
with Execution

UHC‘Q(E%rkeley

executive education

Startups need their own tools,

center for

UC Berkeley
executive education

6/20/2013
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Startups need their own tools, different from
those used
in existing companies

center for
UC Berkeley
Summary Part 2:
Search Versus Execution
Startups Need Tools to Search
UC Berkeley

35
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Part 3
Can We Build a
Process to Search?

Before we Execute
center for
UC Berkeley

utive education

But What is it We’re Searching For?

center for

UC Berkeley
executive education

36
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§ e

A serof
HYPOTHESES 7

T = K
N\
/@ do We .
\ Chan}g "Quesses_-
O ®
0] 7
Customer Development is
jf}% how you search for the model
PROCESS
In cther words...
CusTo CuSTOMER@—> CYMPANY
(;%Z\%@ \/a(ingff/. cigfw%;\/ %m{a
N prvor Y
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Customer Development is Hypothesis Testing

M T,
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..........................................................

p— N
@ PRoCESS Customer Ié\/aqum/d' \

esieer

+
y o @ 4

Cnur\- D mnj l "I

center for
UC Berkeley
executive education

i SEARCH EXECUTJON 3
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center for
UC Berkeley
executive education
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But What About

Product Development and Introduction?

UC Berkeley
executive education
Product Introduction Model
Concept/ » Product » Alpha/Beta » Launch/
Seed Round Dev. Test 1st Ship
UC Berkeley
executive education

6/20/2013
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Tradition — Hire Marketing

Concept/ > Product > Alpha/Beta > Launch/
Seed Round Dev. Test 1st Ship
- Create Marcom - Hire PR Agency - Create Demand
Marketing Materials - Early Buzz - Launch Event
- Create Positioning - “Branding”
center for
UC Berkeley
executive education
Tradition — Hire Sales
Concept/ o Product ,| Alpha/Beta ,| Launch/
Seed Round Dev. Test 1st Ship
Sales « Hire Sales VP * Build Sales

e Hire 15t Sales Staff  Organization

center for

UC Berkeley

executive education

6/20/2013

42



Tradition — Hire Bus Development

Concept Product > Alpha/Beta > Launch/
Dev. Test 1st Ship
Business « Hire First « Do deals for FCS
Development Bus Dev

center for

UC Berkeley
executive education
Tradition — Hire Engineering
Concept Product » Alpha/Beta » Launch/
Dev. Test 1st Ship
Engineering ¢ Write MRD * Waterfall *Q/A *Tech Pubs
UC Berkeley

executive education

6/20/2013
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Product Introduction Model

Concept/ Launch/
Seed Round 1st Ship
center for
UC Berkeley

executive education

Waterfall / Product Management
Execution on Two “Knowns”

Requirements

Implementation

Product Features: known

Verification

Customer Problem: known

center for

Source: Eric Ries UC Bel’ke|ey

http://startuplessonslearned.blogspot.com executive education

6/20/2013
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Which We Turned Into A Better Model

CUSTorm CUSTOMER _— (U—ﬂbﬂ%.——; CoMPANY
Nscovery T VBLIDATIoN CREATION

BUILDING
T ?rV/oT \V

+ -

. > 4
Agile Development e
.U%ES EXTREME PROGRAMMING
N — 2\
-ka.%w -gmge _>| | teration Lé“‘-m“——)'%lu“.'m
Z'SP"“' f\_’_/

uL peireley

utive education

~and then..
Turned Into an Even Better Model

P I —

4SO | o CISTME
REATIONSHEES | Gneprg |

3, eSS

AUSTorER e . COSTOMER CuSTOMER@—> CoMPANY
ol mwion © | ceeaton Buoiis
n pivor Y

+ 7.0

-U%m-es Exteeme. prodiatrinG
s Ak \.“da“ U . . «Swal| center for
s e i Sl e UC Berkele
- Spike ~__~ wfiy

utive education
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Customer Tovelopmend ™, Toduct lanagament

Aélé or Wefer p Il -
eoren i

L_ PVOT—Y
GYECUTION

-
> 4 *

~
'%35\ i = em‘a:m#mﬂé
')(g‘ri%w = s —D H{IR‘HD"‘ .‘ﬁ:’u—%.tﬂ” center for
Vg ~_~ UC Berkeley

What We Used to Believe

Organization

center for
UC Berkeley
executive education
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Hire and Build a
Functional Organization

|
o=

center for

UC Berkeley

executive education

(Febrary 2002) Administrative Organization
University of Minnesota, Morris

President Mark Yudof
Chancellor
Samuel Schuman

Vice Chance lor for Academmic Affufs & Dean I I
Vice Chunce o for
JohnF. Scoraller Chanc Finac
AR VnE s;-“n:: ) * Assoc. Vice Chance llr,
S Dt ary Stee (lterim) - 3 Assoc. Vice Chancellar,
Plysical Plant and. Ftemal Balains,
Assistaxtto the Dean Division of Division of the Master Plaming, e
for Brrolbmert Mgnt Education Himarities Comselng e Lowsll Fuamnssen
mdRetrtion, | M CrigKscod, | BEM  Jamfred Nells, . oy Rk, oo e,
Panls 0 Loughlin Crar i Diectar e T
i Post Office Sl Fmd
Marlys Budje, | il | Devebpment
- - T 5 ” Grussing, 11
Contirming Education Division of Science Divisian of the Minoriy Fudert Supevisar S e
& Smmamer Session & Mathamatics Social Scieces i Bockstare i Dieetor
Rogr McCunan, | RM  MicheiKomn, | MM JooiwLee, Rikey Hall, b= durlys Busye,
Director Chax Chair Director el i
s =
M| Anderson
_— Suparvisec Abprni
Briggs Library Conputing Services Regitwats Office i Jr— Relations
: Dt Aronsan, o iy
LeAm Dean, e John Bowers, mi  Fouth Thielke, 5 = = Heleames
ik e e sector Pluning & Evvironmetal e
Telaphone Service | o Seey
L Robert Thompson, Dale
., Supervisor Livingston.
N Academic b A dhitlss Paymoll g e e ==
sins Firancal Aid Advising Sers Huugen, Mary Zosel Universiy
Scott Hagg, B PunBigtreson, | BEM Kinger, Director (Acthg) Genersl Custodisl Relsions
Directar Directar 2 Martenance Matesnance S
Directar ik Rose, Y ot Hb !
Food Services- Mm“’ g Executive
o oo i Sodexo L tmwnez Assistart.
: Acudems Assistace Gary Denovan, Daxma Back,
:h:i"w = SRS Rl & DENIY SEvECS Diectar Directar Building Trdes :
AT Do Al ‘Tom McRoberts, Ferolyn Angel, Bichael ki
Directar e by Vangstad, Peer 0, e
htsrcolkgiste Supervisor Coontinutar iy
= Adhletics 1 — i
Crats Istinational Faculty Center for Bk Foll, Lo,
g Coordhter
Dewebpmat Research Lesming & Teaching Diectar et
Tendnkay, [ Sootimey, [ Batanes Mlechamical Services
Director Director Directar Dale Logan
Healh Service
S Corie Larson,
Supervisor
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(Febriary 2002) Administrative Organization
University of Minnesota, Morris

President Mark Yudof
Chancellor
Samuel Schuman

Vice Chuncelor for Academic Affais & Dean

Ll e Assoc. Vice Chancellar,
Bysical Pt nd Beel Relians,
> ladeline e ner
Busess Office
mdRewntion, | B cnpkicoa, | B
Paila 0 Loughlin Chair
Fmd
Contiming Education Division o Science mla
& Smmer Session & Muthanatics o,
Roger McCumen, | T MichwlKow, | T
Directar Chax T—
A
Briggs Library Computing Services Relations
LeAmDewn, | gl JomBowr, | sl W
Directar Director e
Admissions Frncil Aid S Hungen, Univarsty
Scott Hagg, B PunEngebreson, | B Director (Acthg) Relaions
Director Director :
) Juy Riley,
Excutive
Career Ceorter N Lenhins
Medis Services hn::::;:‘ Gary Donovan, ‘Dorma Buack,
Roger Bokman, | mil T | Dectar
S 2 ‘Tom McRoberts, & Parchusing
Dictor Peter O, pec
Coontinator o
(] ] t
= Larson,
Cres Reitionet Coondindtor
Deve bpamere. Research [Epnic
Tom Mihorey, | ™ Nowy Money, | ™ Mechanial Services
Directar Director Dale Logm
center for

UC Berkeley

executive education
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Founders run a
Customer Development Team

No sales, marketing and business development

eeeeeeee

executive education

Toduct ana men+

Agflg or W&f@/ R
%‘cs et noldwua
9'!5*“‘,,.2, wahon e,

@@/ MCMM o2 Wﬁa&l OfﬁamzaﬁuhE"T
Qommmrw Oﬁomef Delogment ]

G—ﬁgmﬁwn
FER \%53 ”
Founder
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Summary Part 3

Tools for Search:
Business Model
Customer Development
Agile Engineering

center for

UC Berkeley

ve education

Implications of Search and Execution
The Customer Discovery/LLP Approach

* Lower Initial Investment

* Minimum Viable Product [MVP] tests only crucial features
Earlier testing and validation. Room to recover AND REVISE.
More capital preserved and higher valuation achieved before scaling
Scaling financing more available
Clarify the role of the entrepreneur
Able to retain entrepreneurs engaged in business senior leadership
Higher rate of return for all

» Entrepreneurs

* Investors CUSTom CUSTOMER CuSTOMER@—> CoMPANY
* Employees DCVERYS  VBLIDATION cresTioN BUIIDING
D Pvor Y

SEARCH execVTioN

center for

UC Berkeley

executive education

50



6/20/2013

Part 4
Can We Teach Entrepreneurship?

center for
UC Berkeley
executive education

What We Used to Believe

Education

51
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Entrepreneurial Education was
about execution

oxecutio

52
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The Entrepreneurial Venture

FOUR PERIODS of DEVELOPMENT

L

I II II1 v

Cash
Flow

Time

New Venture Development
Education

Busih -~ Developme
o
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New Venture Development
Education

=) =)

New Venture Development
Education

m
Discovery
U
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New Venture Development
Education

Business Model Canvas

Guess

Discovery

Test

Customer Development

Customer Development is
how you search for the model

P USTOMER CUSTOMER @) — (Ufﬁﬂa‘-a (oMPMW
(z‘;};@m \/LLIDA-T onl . %CEW oN BthIN6
T Pr/oT \f/

SEARCH execVTioN
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The Entrepreneurial Venture

FOUR PERIODS — BUT THE SEARCH PHASE |S DIFFERENT!

e

i ~¥__\__L~ﬁ7L__:v
| CUSTOMER s CUSTOMERGL—> CoMPANY
C (D{/j;c?v%e \/A‘J)JDA—HOA/. cReaTioN §wzpm{6
R W /f
}i }k?“gé Tme}f'""*
) r X
BUSINESS
ELAN To Manage
Execution
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Business Model Canvas

L e —
VALUE
k(e | o AR | DSTNER
v | o | RO | S
S - ' To Manage
- , CHN
RRES Search
2 SR A —
—mm ——!
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SEARCH execVTioN

6/20/2013
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Business Models
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9 Guesses -
Customer Discovery

The Business Model Canvas "

T P1VoT \Y

SEARCH

Key Partners ﬁ;‘ Key Activities ;}1 _ Value Propositions l‘.:“’ Customer Huhmbn.-:hip.Q Customer Segments ‘EL.
Guess
Guess Guess
Guess
Key Resources Qic G u e S S Channels ‘..‘ru?]
Guess Guess
_— < 4 ‘ &
Guess Guess
wiwwbusinessmodelgenerarion.com 00080
e :
PROCESS
In other words. .
CvSTom Cufgyéﬂl. @ gITD_FI 4 (ng
! 1O0A CREATIO vl
Dscovery S VL [l N

execVTioN

6/20/2013
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How Did this Evolve?

The Lean LaunchPad Journey

It all started about 10 years ago when
Steve Blank walked in my office
At UC Berkeley.....

First we experimented with a class

University of California

Berkeley

Haas School of Busine'ss

n

\ Lester Center
tor ENtrepreneurship

MBA 295: Customer Development
Co-taught with: Rob Majteles @ Treehouse Ventures

60



Then Steve Wrote a “Book”

The Four Steps to
the Epiphany

Successful Strategies for
Products that Win
oh

Steven Gary Blank

And Then Into Another Class

STANFORD UNIVERSITY

RTANFORD
ENGINEERING

STANFORD

MANAGEMENT SCIENCE
ANI NGIN RING

Engr 245: The Lean LaunchPad

Co-taught with: Jon Feiber @ MDV
Ann Miura-Ko @ Floodgate

6/20/2013
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And that Turned into Another Book

TUP

E STAR .
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Then It Turned Into Another Class

b, r National Science Foundation
‘ ‘;" WHERE DISCOVERIES BEGIN
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I@@® 3 NSF Innovation Corps
Co-taught by:
Steve Blank
Jon Feiber @ MDV The Prototype
Jim Hornthal @ CMEA

IIMVP"
John Burke @ True Ventures

Jerry Engel @ Haas/Monitor Ventures
Bhavik Joshi @ Better Place
Oren Jacob @ Pixar
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Then It Turned Into Another Class
:@, National Science Foundation
N/’ WHERE DISCOVERIES BEGIN

-CORPS

NSF Innovation Corps

The Scale-Up

Trained the Trainers
:@f National Science Foundation
- *“ WHERE DISCOVERIES BEGIN

The Scale-Up

Added two
More Schools Georgia Ill M
Tech|)

UNIVERSITY OF
MICHIGAN
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And Four More Schools

Columbia
Business
School

Co-taught with Murray Low @ Columbia
Bob Dorf Co-taught with: Jon Feiber @ MDV

National Roll-out
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® U“ wers.tv Lean LaunchPad Japan

Taught by Jim Hornthal

Taught by Takashi Tsutsumi @ Hosei

And Four More Schools
Add 5-day version of the class

% (B::::‘ilrr:‘et;lsa éE-day Version 9
School

Co-taught with Murray Low @ Columbia

Bob Dorf Co-taught with: Jon Feiber @ MDV
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® Un vers Lean LaunchPad Japan

Taught by Jim Hornthal

Taught by Takashi Tsutsumi @ Hoseil
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Put the class online
60,000 students

UDACITY Ep245 My Classes - Weicome, Steve Blank -
Overview Classroom Discussion Wiki  Announcements  Progress

History Of The Corporation Ellke 44| WTweet 12 41| 14

R

+ Lecture 0: Before You Get
Started

Lecture 1: What We Now Know

¥ 1.What We Now Know

¥ 3.Startups Are Not Smaller
Versions Of Large Companies

¢ 4.Strategy

¥ 5.Process

6. Waterfall Development

7. Customer vs Product
Development

# 8, Why Do Startups Fail - Question
- Answer

+ 9. Organization
¥ 10. Entrepreneurial Education

¥ 11. Startup Outcomes - Question -
Answer

+ Lecture 1.5A: Business Models
Auto-Next: ON

LJ UDACITY ep245

UDACITY

Online Class
enables a “flipped classroom”
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Going Global

IO CIT <Y Ic100

Overview Cl Di Wiki Progress

Get Physical

CET - KEEP - CRoW

Qet
C
US,O"’G/
s

Instructor Comments  Supplementary Material

My Classes -~  Welcome, steve blank ~

Kiuke © Wiweet 0 R+ 0

+ Lecture 4: Distribution Channels

Lecture 5: Customer
Relationships

¢ 1. Customer Relationships
¢ 2. Customer Archetypes
3. Paid Demand Creation
4. Eamed Demand Creation
5. Get Keep Grow

7.Viral Loop

8. Get Altematives
9. Keep Physical
10. Grow Physical
11. Get Web

 12.Web Customer Acquisition Cost

13. Calculate Customer Acquisition
Cost - Question - Answer

7 14.Keep Web
+ 15. Grow Web

Auto-Next: ON
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Lean LaunchPad Educators Class

( \NCIIA

e e +Train 60 educators/quarter
:::n:h?ad S/RN L] Run by NCIAA
Wyia
* Taught by
*Steve Blank
eJerry Engel

m
(/\\ Lester Center

mrEntrepreneurshlp Depicenter

Changing Entrepreneurship
Educators!

Teach Them the
Entrepreneurial API
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Entrepreneurial APl = 3 parts
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Entrepreneurial API
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Customer Development
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Entrepreneurial API

CoMPANY.
BUDING |
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Part 3 > '. o
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Agile Engineering

Leading through Innovation
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The Innovator!

It still takes a
| person ready to
step forward...

Entrepreneurship is a Team Sport
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Thank You

Jerome S. Engel
engel@haas.berkeley.edu
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