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Just as an idea is not a business, a business model, which we will teach you to make, is not
a business plan. Here are the differences:

BUSINESS PLAN \/ S BUSINESS MODEL

Used by traditional businesses
Static

Based on untested
hypotheses

Once written, very difficult to
change

Intended to be used as

a finished plan, despite
feedback from customers
Usually text document that
spans several pages

Leads to failure for startups

Used by startups

Dynamic

Provides testable hypotheses
Designed to be changed with
each test

Intended to be used with
customer discovery

Visual document using the
Business Model Canvas
Leads to startup success if
used properly

KEY TERMS

Customer: the person or business
who buys your solution.
Distribution: how your solution gets
to your customers.

Iterate: to make constant
improvements to something after the
initial version has been released.
Minimum Viable Product (MVP):
the version of a new product

that allows startups to collect the
maximum amount of validated
learning about customers with the
least effort.

Product/Market Fit: when your
solution solves the problems of your
Customer Segment and a substantial
number of customers “hire” your value
proposition.

Solution: the product or service
you're selling.

Startup: a company or organization
in the first stage of its operations
designed to search for a repeatable
and scalable business model.

Value: what you're really creating for
the customer, and what makes the
customer buy your solution.




_ Emixeipnuartikn 16€a
Emixeipnpartiko Avarrtoén véou
oxedio TTPOIOVTOG

Kavéeva ermixeionuaTiko H ueyaAotepn mnyn
oxedIo Sev UTTOPEI VA ATTWAEIOV O€ Ui
(ETIRICOTEN TNV TTOWTN VEOLN ETTIXEIONON EiVal
ETTAPI UE TOLC TTEAQTEC N avamTuén evoc
TooiovToC TTOoL b¢v Ba

No plan survives first gival xpnNoiuo o€
contact with customers Kavevav.

Steve Blank (2010) The largest source of

waste in a startup is

building a product that

no one will find useful
Eric Ries (2009)
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The Quantum Technology Ecosystem - Explained

on March 22, 2022 by sieve blank

if you think you understand quantum mechanics
Yyou dor't understand quantum mechanics

Richard Feynman

Tens of billions of public and
private capital are being invested
in Quantum technologies.
Countries across the world have
realized that quantum technologies
can be a major disruptor of existing
businesses and change the
balance of military power. So much
s0. that they have collectively
invested ~§24 billion in in quantum
ch and applications.

IEM Quantum Computer

At the same time, a week doesn't go by witheut another story about a quantum
technology milestone or another quantum company getting funded. Quantum has
moved out of the lab and is now the focus of commercial companies and investors. In
2021 venture capital funds invested over 32 billion in 90+ Quantum technology
companies. Over a $1 billion of it going to Quantum computing companies. In the last
six menths quantum cemputing companies lonQ, D-Wave and Rigetti went public at
valuations close to a billion and half dollars. Prefty amazing for computers that won't be
any better than existing systems for at least another decade — or more. So why the
excitement about quantum?

The Quantum Market Opportunity

\While most of the IPOs have been in Quantum Computing, Quantum technologies are
used in three very different and distinct markets: Quantum Computing, Quantum
Communicafions and Quantum Sensing and Metrology.

Quantum Markets
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https://steveblank.com/

e H peBobdoloyia Lean
TPOEPXETOL ATTO TNV Blopnyavia

O Henry Ford to avadEpel mpwtoq

owie

oav “‘mass-production” to 1908

H TOYOTA to avarmtUooEL Kal To
epoppolel padl pe to JIT (Just in
Time)

Avadepetal oto BLBAlo «The
Machine That Changed the World
(1991) by James P. Womack,
Daniel T. Jones and Daniel Roos

O Steve Blank kat o Eric Ries to
epapuolouvv ota startups koL oto
Entrepreneurship

i
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_ 2. Map
1. Identify the Value
Value
Stream
5. Seek 3. Create
Perfection I
\ 4. /
Establish

Pull

(2575) Lean Principles - YouTube

(2575) Learn About Lean by Eating Pizza - YouTube



https://www.youtube.com/watch?v=sKIgvsZvBtI
https://www.youtube.com/watch?v=e9Ic1Jdkk6g

Lean Thinking is a

methodology for improving
cycle times and quality
through the elimination of

waste.

Lean Startup is the

application of lean thinking t
the process of innovation.

Lean if RECURSIVE

i
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YmoOeon

Ymo0ioeig epyaciag oTo
ETTIXEIPNUATIKO UOVTENO
Ypothesis Testing !

YOVAVTNOEIG JE eV
SLVAEl TTEAQTEG KAl
OTEAEXN TOL KAGSOL UE
OKOTTO TOV EAEYXO:

A) «ro TPOPANnua
LITAPXEM

B) n «Abonn pov Taipiadel

Katavonon twv
avadpaoewy Kal
EKTiUNON TNC emidpaong
TOLG OTO ETTIXEIPNUATIKO
UOVTEANO

MeYAAEC N HIKPES
AANQYEC OTO
ETTIXEIPNUATIKO JOVTENO
WOTE VA YiVEl TTIO
a&IoTmoTO
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Exercise 14: Creati - YOUR SOLUTION MY PROBLEM

If you've ever done a science project in primary s
basic principles are the same, even though you (

This is the most basic format of a hypothesis:

| believe [customer segment] will [buy/use this
solves the customer’s problem].

irtup lean

Use this format to write your own:

| believe will Isiness model to test, you begin the testing

for

Make sure your hypothesis meets the following m_Fast
1. It has to be testable, which means it can bx

2. It has to give you a better understanding o

3. Each hypothesis should only test one thing i i
offer the exact same product at two differe %
R .
Don't start testing your hypothesis until you knor E; Eﬁl e
Ia
- E

5 and pains (problem), and how important they

on of your solution (MVP) and measure their

al customers is to create a profile of your cus-
rofile is still a theory until it has been tested

J ; L startup experiment

1> Lo uiscover rov to build a
sustainable business around your
B mba o
.l" executive VISION. —EricRies

should describe the #1 thing that will tell you if y 1

period).
Lo R



EmixeiponuaTtiko EAOXxIOTO BICdCIUO
LOVTEAO Toolov (MVP)

Oupaote ta Personas ? TPIV TPIV

TO ETTIXEIONMATIKO TNV AvAaTITLEN TOL
ox£010 VEOL TTOOIOVTOC

i
-I=I erQGEig

Persona

Mia Persona pon6d va katavorjooupe KaAUTEPA Kal vd
OTITIKOTIOI|TOUUE TOUG TTEAGTEG OTOUG OTTOIOUG OTOXEUOUIE.

Eival évag @avTaoTIKOG XaPaKTpag TTouU TTEPIYPAQEI TNV
TPOCWTTIKATNTA, Td EVBIapEpovTd, Ta TTPORBARUATA, TOUS
aTOXO0UG KAl T CUPTTEPIPOPA EVOG TUTTIKOU TTEAGTNG.

Avadpaon ammo TOLC TTEAATEC
ATTO £VA TTOAD TTOWIPO OTASIO

Mia Persona Bon6del va AdBoupe aTTo@AacElg avagpopIiKé JE T
OTOXEUOT) TTOU B0 KAVOUUE TE ETTITTEDO PAPKETIVYK KOl
TTWAROEWV.

Mia Persona ptropei va Xpnoipotroin®ei Kai é1av o TTeAATng
oag Oev eival KATAVOAWTAG OAAG Hia TTIXEIPNOT. AnpIoupyeital
£va TIPOCAPUOCUEVO TIPOTUTIO YIa Hid ETTIXEIPNON.




EAG)LOTO BLWOLHO TTPOIOV MINIMUM
Minimum Viable Product (MVP) Bt T L

+ Only has the features that you want to test

Avalvon

CIYOPEIQ EAaxioTo + Biooiyo VIABLE
qua KTn plO—rlKQ TETOIA WOTE VA Hnopﬂ + Works well enough to demonstrate the basic features of the solution

10 customers

va a EIO.ITO I rl e'Ei n a VG 6 pc' O-r] TV - Gives customers an idea of what to expect from the full product
60V”T|K£bv T[&)\GTC;JV - Can be sold to customers

PRODUCT

A basic version of your solution
- Candiffer greatly from what you will sell in the future
- Designed to be good enough, not perfect

Blwotuo

XapunAn mototnta TeAwko npoiov

==== !:!;lceie




— Aev Paxvoupue amno tnv

BaoikoCc OTOXOC eival éva 'TIPwWTOTLTTO' TO OTToIO , ,
apxn TNV «TEAELOTNTON

Ba TTPOKAAETEl OXOAIQ KAl TTAPATNENCEIC TToL Ba
08nNyNooLV OTO TEAIKO TTPOIOV. — AUTO TO EMITUYXAVOULLE
Le ta “iterations”

— Jnuoaolo ueyaiAn va
Delightful ef.r'ghrful nu. HEYAAN
QKOULE KOl val

AT A5 aM\Gloupe
" onpacia va phdpe yio
OTL eTOLHAlovpE !

Notthis  This — Mnv ¢opBadote va neite
TL KAVETE

Me TNV PonBcia evog «EAaxioTa Bicooipou Mpoiovrocy
UTTOPOLV va oXedlacToLv aAn8iva «meipaparay (real
life experiments) Ta omoia 6a avabdeifovv TNV afia (N

TNV EAAeIYn afiag) TNG emIXelPNUATIKNG 15£QG.

— To paénpa rnov nmRpa
arno tnv Silicon Valley

==== !:!;lceie



O1 TEAATEG PAG £XOLV TO TTPORANUA TTOL TTPOOCTTAOOLE Va
AVDOOLHE?

- Evepyo (N emeiyov) mpoPAnua. Avayvawpilovy 1o
TTOPORANUA KAl avalnToLV AVCEIC AANQ eV £XOLV
TTOOREI 0 COPAPEC EVEQYEIEC YIA VA TO ADOOLV.

- «Opapan. N'vawpilovy To TTEORANUC KAl UAAICTA EXOLV
KAVEl EVEPYEIEC VIO VA TO AbooLV. Emiong civail
SIATEBEIUEVOI VA TTANPWOOLV YIA TNV ALCN TOL

TTOORANUATOC.
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NMPOXOXH. H 16ea mmic amo avth TNy acknon &ev
gival va SoLUE av To TTPOIOV. UTToPEl va
KATAOKELAGTEI ATTO TEXVIKN ATTOWN..

Your Dream

XA R A

IKOTIOG €ival va ammavInooLUE CTNY £PWTNON
«[Molo eival To pikpoTepo SuvaTo TMPEORANUA TToL
MTTOPOULUE V@ ADCOULLE YIQ TO OTTOIO O TTEAQTEG
Hac eival S1aTeBeIPEVOl va TTANPGCOLY 2y



660 m—eeey,  EAGXIOTO BIQOIHO MOOIOV (MVP) ey TEAIKO [TOOIOV

3. AvaAvon TNg ayopdg,
KLPIWG HECG KUKAOL
ETTAPEV PE SLVAUE

TTEAQTEC KAl 5.16puvaon TNg
ETAvaTpocdIOPICHOG ETTIXEIPNONG KAl
1. KaBopiopog Tng TOUL EMIXEIPNHATIKOL diarmpaypdaTtevon Ye
ETTIXEIONHATIKNG Opadacg. HOVTEAOL TOLG TTPGTEG TTEAATEG

EmiXeionuaTikn Business Avaiouon Xpnuaro

Opaéag Model Ayopag 60TNoN

2. Npoadlopiouog

business model 4. Availoon avaykwv
XPNUATOOOTNONG KAl
TTROCTIABEIEC AVELPEONG
ETTEVOLTN

(eTTIXEIONUATIKO OXEOIO)

i
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MVPs
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prototyping - paper wireframing)

o v 2y

Vo ’
Fiinnighy, E-\.al.'sk and
Cernanin

NMpwTtoTuTTo o€t XapTi (paper

Shows  finks like
* Anhipely,

- u“;“:

. F.‘d.;‘j

* Bos & Al

e e Sy

2kedBeite TO 0TOXO TOU
KTTELPALOTOCY

Dtwatte to ogvaplo

BaAte to 0evaplo UE OELPA OTOV
Tolyo

AOKLUOAOTE «ECWTEPLKA» TO OEVAPLO
2e autn TN daon adnote ta
XPWHLOTO EKTOC

Tt 6ev kataAofe to
«TELPOUOTOlWO»?

www.sketchize.com
https://sneakpeekit.com
https://www.uistencils.com/



http://cdn1.tnwcdn.com/wp-content/blogs.dir/1/files/2014/11/paper-prototype.png
http://www.sketchize.com/
https://sneakpeekit.com/
https://www.uistencils.com/
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A/B testing - Split testing

Odnyeiote 10 50% TOUL KOlvoU cac otnv Version A Kol To UTTOAOLTTO
50% otnv Version B.

H Version A pmopel va eival oAU 1oAU SLadopeTik) amo tnv
Version B.

2TNV apxn pnopeite va Sokpalete oAl SladpopeTIKEC EKSOXEC.
Google Analytics pumopouv va cac fonBrncouv oTLC LETPNOELC.

20,
CONVERSION
A/B 50% Visitors see
Variation A
=)

TESTING @
’ o

| %

CONVERSION

50% Visitors see
Variation B

I invesp



Risk /'$ Risk / $

&
O . < )
e’(\ el i N
Time : : : Time

Reloease and Release and Release and Rele.ase and Release and
validate! validate! validate! validate! validate!
Waterfall approach Lean approach

i
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T Ymo®toeg epyaociag (hypothesis testing idea):

- KatavaAwteg BEAovv ppeckooTUppEVN Aspovada

A - KatavaAwTtec eival dlatebeLpevol va TAnpwoouv
4 moparnavw ya Blohoyikr) Aepovada

B m b

- On-line napayyeAiec pmopouv va avénoouv tTnv
KaTtavaAwaon

- KatavaAwteg eival StateBepevol va mAnpwoouv
opamavw yla va mapaAdpfouv tn Aepovada pe drone

- KatavaAwTteg BplokovTol 0€ HEPN TTOU UIMOPEL val
npooeyyloel eva drone

- KatavaAwTtEC poTipoUV MANPWHEC HE bitcoin



s 4

e 1 MVP 1. Stand oto 6popo pe ppecko-ocTUppEVN Aepovada

4

~ MVP 2. Landing page mou entpeneL mapoyyeALEC Kol
i delivery amo atopa
MVP 3. 2eAida oto internet kat app pe online mapayyeAia
KoL tapadoon pe drone o€ piot TOAU CUYKEKPLUEVN
yetrtovia (m.x. NMudada)
-> TeAKO mpoiov. 2eAida oto internet kat app pe online

rnopayyeAia kat mapadoon pe drone og 0An tTnv ATTIKNA

amb
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YmnoBéoewg epyaociag

Dp£oKo-OTUUPEVN
Aspovada

Biohoyikr] Aspovada

On-line mapayyshieg
prnopouv va auvEnoouv
TNV KatavaAwaon (app)

Na mAnpwaouv
MOPAIAvW yua v
napaidpouv pe drone

Bplokovtal og peEpn o
pUropel va mpooeyyilost
£va drone

Mpotipolv MANpWUEC
pe bitcoin (BTC)

4




Learn early, learn often

Background ,
TechCrunch 1 e | P
* Cofounder & CEO, Dropbox

« Earlier: MIT comp sci ('05), started T‘j'__o_""'"_l Storage G_é_f\g F—
online SAT prep co, engineer @ startups

+ Easiest way to share files across
computers & with other people

* Founded in ‘07, launched Sep '08
* Sequoia & Accel-backed startup in SF

* Millions of users, rapidly growing

2006: Dozens and dozens of
Drew Houston _ cloud storage companies

=ﬂ1 g‘e\c?lae (2577) Dropbox @ Startup Lessons Learned Conference 2010 - YouTube


https://www.youtube.com/watch?v=y9hg-mUx8sE&t=315s

Dropbox

My YC app: Dropbox - Throw away your USB drive

Simple landing page: capture interest/
email address

The only problem is that you have to install something. See, it's not the same as USB
them. That's gonna be the problem. Alsa, another point where your USB comparison fa

My suggestion is to drop the “Throw away your USB drive” tag line and use something

Kudos for launching it!!! Launching/shipping is extremely hard and you pulled it offf Su

Dropbox’s minimum viable product:

3 min screencast on Hacker News (Apr 07):
Lots of immediate, high-quality feedback

Your Drop Box includes your own Secretary who Files and Photocopees Every Do

Private beta launch video = 12,000 diggs;
beta waiting list jumps from 5,000 to 75,000
imrornedavtivtar 2008)

Pl o) 752334 = 0 5

=H1 gelc?lae (2577) Dropbox @ Startup Lessons Learned Conference 2010 - YouTube


https://www.youtube.com/watch?v=y9hg-mUx8sE&t=315s

What we learned

* Biggest risk: making something no one
wants

* Not launching = painful, but not learning =
fatal

* Put something in users hands (doesn’t have
to be code) and get real feedback ASAP

* Know where your target audience hangs out
& speak to them in an authentic way

={H Q;IRQ (2577) Dropbox @ Startup Lessons Learned Conference 2010 - YouTube



https://www.youtube.com/watch?v=y9hg-mUx8sE&t=315s

YOU ASSUME THERE
ARE CUSTOMERS...

Get out of the building
[and talk to customers]







Simon Sinek: How great leaders inspire action | TED Talk

i
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https://www.ted.com/talks/simon_sinek_how_great_leaders_inspire_action
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http://www.google.com.cy/url?sa=i&rct=j&q=&esrc=s&source=images&cd=&cad=rja&uact=8&ved=0CAcQjRw&url=http%3A%2F%2Fbluechilliflying.com%2F&ei=RYlxVM63NYmxPICSgagI&psig=AFQjCNEJwIRPoxmj2atla5Zqhzgk7tXbqg&ust=1416813243266748
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