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“If you build 1t they will come!”

Not always true
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8. Spending Too 5. Not Having The Right
Much Money

Co-Founders

6. Chasing Investors,
Not Customers

7. Not Making Sure You
Have Enough Money

9. Failing To Ask
For Help

10. Ignoring Social
Media




PowerHub Systems

Energy
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E-Vehicle

Smart charging station

Srﬁart Grid
backend

PowerHub provides
Interoperable battery
storage systems at the
edge of the grid for
demand management

povverhub

SYS5STEMS

Through Customer
Discovery we
moved from V2G
to Community
Energy Storage




So what?

e Am | solving a problem that
somebody really cares about?

 |f | solve it, will they come/buy it?
 \What problem should | be solving?



|1-Corps Story



$7 Billion



“How can we Increase the
economic impact of the
research dollars invested every
year?”
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Presenter
Presentation Notes
We’ve been asked, “Where does the I-Corps fit with respect to the other research and Innovation Programs at NSF”? The best way to answer that is with this graphic  of “the ditch of death”  that we referred to earlier.

This is a depiction of where I-Corps resides in the context of the resources available to a project vs the stage from Discovery to Commercialization.

The left-hand side is primarily the realm of public support and the right-hand side is primarily the realm of the private sector.

The vast majority (centroid, if you will) of NSF funding has been and will continue to be in the Discovery range.  It is our core and we will not waiver in support of this.  

We also, to a much smaller extent, support collaborations with industry and even support innovation research in the for-profit sector with our SBIR program.  (Many people don’t know but, the SBIR program (the hallmark of the Federal government’s support of innovation research) was piloted by NSF and it continues to be a flagship for us. )

The I-Corps home is post- “not-for-profit fundamental research” and pre- “for-profit innovation research”… that is, the “Ditch of Death” and the I-Corps  program focuses on the Ditch of Death” 

With I-Corps, we are providing funds to develop alpha demos and prototypes that partners can get their “arms around” so that they can help gauge the potential commercial readiness of the activity. 

The existence of the “valley of death” is well known. If you know any entrepreneur who has tried to spin technology out of an Academic lab about the challenge of getting funds for developing product demos -- show them this slide and they’ll recognize the I-Corps home/sweet spot immediately! 
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Presenter
Presentation Notes
As we begin its second year, NSF’s I-Corps is no longer a single program. I-Corps has evolved into a collection of activities designed to create a national fabric of support for I-Core Teams.

The purpose of today’s webinar is to describe, in detail, how you can become part of an I-Corps Team.

We will, at the end of the webinar, however, describe other funded activities, that your institutions may be interested in, that provide an infrastructure for supporting teams. 
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Jack Lesko Edmund Pendleton Dan Kunitz

Dean Chang Jim Chung
Director of

PI, Instructor PI, Instructor Pl, Instructor Director,
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Lindsey Mitchell Elizabeth Good

Program Instructor
Manager Director Ventures,
VT JHU
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Steve Blank & a consulting
ASSCCIALE Professor at
Stanford University and

a becturer and Maticasl
Scignon Foundation principal
Frepstigator at the aiversity
cof California at Berkeley and
Columbia University, He

has participated in sight
high-tech Stan-ups as sither
a cofpunder or an early
employee,

Lean
Start-Up
Changes
Everything

by Steve Blank

Harvard .
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TURN A
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IDEA
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GREA
BUSIN

“Lean” is changing everything you know
about starting a new Venture race sz

“minimum viable preduct” and “pivoting”—have
lickly taken root in the start-up world, and busi-
5 schools have already begun adapting their cur-
fula to teach them.

The lean start-up movement hasn't gone totally
ginstream, however, and we have yet to feel its full
ipact. In many ways it is roughly where the big data
ovement was five years ago—consisting mainly of
mzzword that's not yet widely understood, whose
iplications companies are just beginning to grasp.
It as its practices spread, they're turning the con-
mtional wisdom about entrepreneurship on its
wid. New ventures of all kinds are attempting to

— - —
by Harvard Business School's Shikhar Ghosh shows,
75% of all start-ups fail.

But recently an important countervailing force
has emerged, one that can make the process of start-
ing a company less risky. It's a methodology called
the “lean start-up,” and it favors experimentation
over elaborate planning, customer feedback over
intuition, and iterative design over traditional *big
design up front™ development. Although the meth-
odology is just a few years old, its concepts—such

improve their chances of success by following its
principles of failing fast and continually learning.
And despite the methodology’s name, in the long
term some of its biggest payoffs may be gained by the
large companies that embrace it.

In this article I'll offer a brief overview of lean
start-up technigues and how they've evolved. Most
important, I'll explain how, in combination with
other business trends, they could ignite a new entre-
preneurial economy.



Developed by

entrepreneurs



Taught by

entrepreneurs



Our Goal



Improve Odds





Presenter
Presentation Notes
We are NOT trying to pick winners….OR tell you if your idea is a good one. Rather, we are teaching you a methodology that you can use over and over to answer that question yourself.


We use Customer Discovery

and follow Scientific Method
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What’s a startup?



A temporary organization
designed to search
for a repeatable and
scalable

business model



Startups

 More startups fail from a lack of
customers than from product/tech

fallure.

o Startups are not smaller versions

of large companies.
LLLL '
Ll
| @D

™~




Startup to Company

Startup Company



“Customer Development”
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how you go from startup to company
how you search for Product-Market fit



Product-Market Fit

L£L MVP”

HENIOIYSIalll



MVP (Minimum Viable Product)

Minimum Viable Product Product Vision
With Product-Market Fit

Minimum Viable Product — The product with the minimum feature
set to meet the needs of a Customer Segment and Value
Proposition(s)



Customer Development
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You're holding a handbook for visionaries, game changers,

and challengers striving to defy outmoded business models
and design tomorrow’s enterprises. It's a book for the...

WRITTEN BY

Alexander Osterwalder & Yves Pigneur
CO-CREATED BY

Anamazing crowd of 470 practitioners from 45 countries

DESIGNED BY
Alan Smith, The Movement

NSF Innovation Corps




Don’t be A Faith Based Organization
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Business Model Canvas



Get out of
the building!


Presenter
Presentation Notes
Experiential immersion and team-based simulation.


The art of customer interviews
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INTERVIEW PROPERLY

—Do not sell!

Don’t show a demo.
Don’t do a technical presentation

—You are there to learn. Ask about how they do

their job. Ask about their DO blems

—Look for the unexpected. The S U rprises



Why are
you
moving?

& MOVELINE

Moveline.com
founder Fred
Cook pitching
at TechStars'
Demo Day.



GAINING INSIGHT

—Insi O NS are your goal

—Don’t just scratch the surface, dive d E€EP ...Findthe
hidden motivations.

—Depth of understanding

always leads to insight



ASK THE RIGHT QUESTIONS

~Always ask O P EI-ET1 ded questions

—Ask questions starting with : wh O, wh at, Why,
how

—Do not ask questions starting with:

—ask Why’) then Why’) then Why’? again
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Types of [-Corps
Training



TYPES OF I-CORPS TRAINING

National

e $50,000 NSF Grant

 Opening on-site — 4 days

* 3 hour Webex once a
week — 5 weeks

» Closing on-site — 3 days

100 Interviews — 7 Weeks
17 interviews per week!
OFFICE HOURS!

Regional

Introduction to I-Corps
Oct 25 — Nov. 29

e Open: 10/25, 5:30-8:30, Goodwin 440

Close: 11/29, 5:30-8:30, Goodwin 440

» Office Hours: Nov. 17-18, Virtual (Mike
& Jack), In-person (Lisa), times are
TBD

www.dcicorps.org/introatvt2016application



applewebdata://24D9B425-6B36-45BB-BC2F-9F2E24E82D29/www.dcicorps.org/introatvt2016application

An |-Corps Team

Goal: Prepares scientists and engineers to extend their focus beyond
the laboratory and broadens the impact of federally funded research

IPrincipal”
Ihvestigater *
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The Startup Class

* An interdisciplinary pilot course

oo, « Deploys the Customer Discovery curriculum
T « To become part of a minor/certificate

* Broad mentor engagement (VT Alums)
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The Startup Class Dept. of Engineering Education

( \ NATIONAL COLLEGIATE INVENTORS AND INNOVATORS ALLIANCE

~a” N CI IA funding and training faculty and student technology innovators




Card Isle — The Startup Class Grads

b www.cardisle.com
y A N
techstars




|I-Corps and the
CURENT NSF ERC



Startup University TTO

Company

Envisioned Process
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|-Corps and You

I-CORPS

e Better identify what you should be
building, for and why

e Makes you a better researcher

e Research the issues that people care
about

e Alternate ways to integrate |I-Corps
principles into the NSF ERC



GET
UNCOMFORTABLE

#GetOutOfTheBuilding
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