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WAS WIR HEUTE WISSEN
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Thesen

1. Wir stehen vor einem gewaltigen Wandel

2. Es gehtimmer weniger um Produkte, sondern um
Geschaftsmodelle

3. Klassische BWL gibt keine Antwort, wie Innovationen
und neue Geschaftsmodelle entstehen

4. Entrepreneurship ist mehr als Existenzgrindung, es ist
die Lehre von der Entwicklung neuer Geschaftsmodelle

5. Entrepreneurship ist eine Kernkompetenz und wir
verstehen erst heute, was es eigentlich ist

6. Es gibt Werkzeuge und Methoden, welche sehr wohl
erlernbar sind
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model has an expiration date

Every business (Steve 3lank)

_like a yogurt

Das Handbuch fiir
ndt3an o

Newsticker Heftartikel Jobbérse Shop & Abo Fragen Markiplatz SAR I I S

Ressorts:  Entwicklung | Design | Marketing | E-Commerce | Startups | Software | Schnt”ur SChriﬂzum erfolgreichen Untemehmen

Trending:  Facebook SEQ Responsive Webdesign 058 Content-Marketing Metzneutralitdt

Deutsche Ausgabe von
The Startup
€ \orheriger Artikel MNachster Artik owner)s Mﬂlllli' :
mit deutschen Case Studies
T T R
Frankfurter Buchmesse: 6 neue Bilichet
die ihr unbedingt lesen solltet
Auf der Frankfurter Buchmesse werden jedes Jahr 400.000 neue Titel
vorgestellt und von ihren Autoren beworben. Dass darunter auch einiges Steve Blank & BobDait
spannender Literatur fiir Digital Pioneers ist, beweist unsere kleine Ausy O'REILLY® Wit Prot Nil?:i%gs:aill& Dani(::l Baﬁzl
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Medien als Geschaftsmodell?

Google ubertrifft Print in den USA

Werbeumsatze von 2004 bis 2012 in Milliarden US-Dollar

B us-Zeitungen* ]l US-Magazine [l Google (weltweit)

2004 2005 2006 2007 2008 2009 2010 2011 H12012
* ohne Werbung auf Zeitungs-Webseiten

Stat|Sta 5 @gae"a‘}‘i‘vgns @ @ Quelle: Google, NAA, PIB

Das Statistik-Portal 6




‘“Innovation is
the ability to
convert ideas

into invoices.”

- Lewis Duncan




History Of The Corporation
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The Business Modell as the new holy grale

Incremental innovation has been and continues to be main performance
engine, but business model innovation expected to play a bigger role
moving forward

In the past |Going forward| Change
; — : The improvement
The improvement of existing products or services 83% 79% ~4pts of existing products
or services
The development of entirely new products or services 63% 66% +3pts
The development of new business processes to improve profitability 61% 63% =
The development of more affordable new products and services 56% 56% =
The development or improvement of products customized to local needs 55% 53% =
' The development
The development of new business models 46% 52% +6pts of new business
models
The development of more sustainable processes, products or services 44% 48% +4pts
The development of new customer services 3%% 42% +3pts

Source: http://www.ge.com/sites/default/files/Innovation_Overview.pdf



WIE ENTWICKELT MAN
GESCHAFTSMODELLE?



Braucht man eine geniale Idee?
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Oder einen strukturierten Prozess
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Einige Gedanken

* Frage 1: welcher Anteil an Grindungen verfehlt ihr Ziel?

— Antwort: je nach Statistik:
zwischen 60% und 95%

— Nur 5% der Startups setzen ihren Business Plan um

— Aber: Nur ca. 10-20% der Startups “mussen” aufgeben!
* Question 2: Warum werden Ziele nicht erreicht?

— Zu wenig Kapital? Liquididtat?

— Ein Geschaftsmodell, welches nicht funktioniert!
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Report: 75% of Venture-backed
Start-ups Fail ...

One Harvard Business School professor says that a hish number of
venture-backed start-ups kick the bucket, while the industry says
otherwise.

http://www.inc.com/john-mcdermott/report-3-

+ —_ out-of-4-venture-backed-start-ups-fail.html
g < 91SHARES

When it comes to venture capital, maybe you shouldn't believe the hype.

About 75% of U.S. venture-backed start-ups fail, according to Harvard Business School senior
lecturer Shikhar Ghosh.

The failure rate Ghosh reported to the Wall Stree Journal is far higher than industry reported
failure rates, which range from 20% to 30%. The National Venture Capital Association, for
instance, estimates that only 25% to 30% of venture-backed start-up fail completely.

Ghosh told the outlet that venture capitalists "bury their dead very quietly”

But the discrepancy may be due to different definitions of failure, he added. Ghosh's research
estimates 30% to 40% of high potential start-ups end up liquidating all assets--a failure by any
definition. But if a start-up failure is defined as not delivering the projected return on

investment, then 95% of VC companies are failures, Ghosh said.
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The Business Model Canvas > petanedt:
Key Partners @ Key Activities 9§ Value Propositions @ Customer Relationshin Customer Segments E%
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e
Was sind Startups?
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e Definition: a startup is

— temporary organization
designed to search

— for a repeatable and scalable business model

e Startups Fail Because They Confuse Search with
Execute

* The Lean Startup Framework comprises a set of tools
and processes aimed at validating hypothesis about
customers early while staying agile in the process

Aus: Blank, Dorf: Startup Owners’ Manual
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Lean Startup = s
Framework and definition

e Auf Deutsch: ein Startup ist die Suche nach einem
skalierbaren und nachhaltigen Geschaftsmodell und
nicht die Umsetung eines Business Plans

* Der Lean Startup-Ansatz stellt Methoden und einen
agilen Prozeld bereit zur frihzeitigen Validierung der
Hypothesen hinsichtlich der Kunden und weiterer
Aspekte des Geschaftsmodells

20



Ritterschlag in der
Harvard Business Review (May 2013)

Harvard
Business
Review

SPOTLIGHT ON ENTREPRENEURSHIP

Eg REPRINT R1303C

Why the Lean

Start-Up Changes

Everything

by Steve Blank
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Listen to Customers

During customer development, a start-up searches for a busi-
ness model that works. If customer feedback reveals that its
business hypotheses are wrong, it either revises them or “piv-
ots” 1o new hypotheses. Once a model is proven, the start-up
starts executing, building a formal organization. Each stage of
customer development is iterative: A start-up will probably fail

several times before finding the right approach.
EXECUTION

Foundars transiata
company ideas
into business
modal hypothoses,
test assumptions
about customers”
neads, and then
create a “minimum
wiabla product™

1o try out their
proposed solution

on customers.

Start-up continuas
to test all other
hypothesas and
trias to validata
customers” inter-
est through early
orders or product
usage. If thera’s no
interast, tha start-
up can “pivot™ by
changing one or
more hypothases.

3
CUSTOMER
CREATIOMN

2

Tha product is
refined anough
to sall. Using
ks prowan
hypothesas, tha
start-up builds
demand by rap-
idly ramping up
marksting and
zales spanding,
and scales up
the business.

4
COMPANY
BUILDING

4]

Business transi-
tions from start-
up mode, with

a customer do-

velopment team
searching for
answars, to func-
tional depart-
ments axacuting
s model.

Source: https://archive.harvardbusiness.org/cla/web/pl/product.seam?c=25903&i=25905&cs=f85785d3580feb87e2bce1535af10c2f
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Customer Development

1. Aufstellung von
Hypothesen
& Entwicklung eines MVP

2. Validierung sowohl
des Produkts als auch
des Sales-Ansatzes [mglw.

3. Skalierung von
Sales & Marketing

4. Company Building

Listen to Customers

During customer development, a start-up searches for a busi-
ness model that works. If customer feedback reveals that its
business hypotheses are wrong, it either revises them or “piv-
ots” to new hypotheses. Once a model is proven, the start-up
starts executing, building a formal organization. Each stage of
customer development is iterative: A start-up will probably fail
several times before finding the right approach.

EXECUTION

2 3 4
CUSTOMER CUSTOMER COMPANY
VALIDATION CREATION EUILDING

2] 4]

Founders translate Start-up continues The product is Business transi-

company ideas to tost all othar refinad anough tons from start-
hypotheses and to sell. Using up mode, with
tries to validate its prowen a customer da-
customers” inter- hypotheses, the  valopment team

" est through early start-up builds saarching for

orders or product demand by rap-

craate a “minimum  usage. If thera’s no idly ramping up

viabla product™ interast, the start- marksting and

o Try out their up can “pivot™ by sales spanding,

propoesad solution changing one or and scales up

on CUstomers. more hypothasas. tha business.

& Harvard Business Aoviow Mawv 2012
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Customer Development is e

how you search for the model

Company
Building

Scale
Organization

——

2

S

Customer
Creation

Customer
Validation

Customer
Discovery

Product-
Market Fit

Problem-

Solution Fit

Business
Model

Proposed
MVP

Scale Execution

Scale Operations

Sales & Marketing
Roadmap

Proposed
Funnel(s)

Steve Blank's Customer Development by Brant Cooper; custdev.com

23
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Ein Strukturmodell: Business Model Canvas
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Die Gesamtsicht

— Struktur: Die Business Model Canvas = =

— Prozess: Customer Discovery/
Development /... process W |

— Individuale Konzepte wie
e Das ,Minimum Viable Product”

e Der ,Pivot”

* Innovationen in kleinen Chargen . 5‘

(Continous deployment/split testing) und
* Build-Measure-Learn (Actionable Metrics) @

25
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Thesen des Lean Startup Modells

e Entwickle Dein Produkt mit und fiir den Kunden

Nur wenn ein Produkt einen Markt hat, ist es gut

Startups und etablierte Unternehmen verschwenden viel Geld
mit unnotigen ,Innovationen®

* Prinzipien

Das ,,Minimum Viable Product” (kurz MVP)

,continuous deployment®: sofort ausprobieren, Innovationen in
kleinen ,,Batches”.

,Split Testing”: ausprobieren mit Kontrollgruppen
,Actionable Metrics“: Thesen bilden und evaluieren

Der ,Pivot”: die Geschaftsidee kann und wird kontinuiuerlich
angepasst, z.B. Zoom-in, zoom-out, Customer Segment,
Plattform etc.

26
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Multiple Types of Entrepreneurs and Startups
(Thanks to Steve Blank!)

WO WOLLT IHR HIN?
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Lifestyle Startups

Work to Live their Passion

e Serve known customer with
known product
« Work for their passion




Small Business Startups =~ =™
Work to Feed the Family

Small

Business

SWEET

ﬁGROCERYw.

* Serve known customer with
known product
* Feed the family



Scalable Startup
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Search Execute

Scalable Large

Startup Company

* I[n contrast a scalable startup is designed to grow big
 Typically needs risk capital
« What Silicon Valley means when they say “Startup”



Scalable Startup -

Born to Be Big

Search Execute

Scalable

Large

Startup

Company

Exit Criteria

- Business model found

- Total Available Market > $500M
- Can grow to $100M/year
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Large Company Disruptive Innovation

New

Division

Disruptive Innovation

e Build

* Partner
« Acquire = an internal COrporate startup




7. Sense of initiative and entrepreneurship

Definition:

Sense of initiative and entrepreneurship
refers to an individual’s ability to turn ide-
as into action. It includes creativity, inno-
vation and risk-taking, as well as the abil-
ity to plan and manage projects in order
to achieve objectives. This supports in-
dividuals, not only in their everyday lives
at home and in society, but also in the
workplace in being aware of the context
of their work and being able to seize op-
portunities, and is a foundation for more
specific skills and knowledge needed by
those establishing or contributing to social
or commercial activity. This should include
awareness of ethical values and promote
good governance.

Essential knowledge, skills and

Skills relate to proactive project
@ management (involving, for example

the ability to plan, organise, manage,
lead and delegate, analyse, communicate, de-
brief, evaluate and record), effective represen-
tation and negotiation, and the ability to work
both as an individual and collaboratively in
teams. The ability to judge and identify one’s
strengths and weaknesses, and to assess
and take risks as and when warranted, is
essential.

An entrepreneurial attitude is char-
O acterised by initiative, pro-activity,
independence and innovation in
personal and social life, as much as at work.

It also includes motivation and determina-
tion to meet objectives, whether personal




Entrepreneur is not a job title. It
s a state of mind of people who
want to alter the future.

Guy Kawasaki
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Kontakt und weitere Hinweise

 Kontaktdaten
Hochschule der Medien Stuttgart
Nobelstr. 10, 70569 Stuttgart
https://www.hdm-stuttgart.de/home/hoegsdal
E-Mail: hoegsdal@hdm-stuttgart.de
Telefon 0711-8923-2725

* Bildquellen:
— http://m.likesuccess.com/quotes/14/659346.png

— http://www.cyrielkortleven.com/wp-
content/uploads/2014/02/69-Amazing-Creativity-Quotes.pdf

— http://eur-
lex.europa.eu/LexUriServ/site/en/oj/2006/I_394/1 3942006123
0en00100018.pdf
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