Modelos de Negocio Inovadores



O que € um empreendimento?



Empreendimento (do latim imprehendere =
"apanhar, prender com as maos" + sufixo
substantivador) é o ato, efeito ou resultado
de empreender algo com fim determinado



Como os empreendimentos sao
organizados?



Os empreendimentos sao organizados
ao redor de modelos de negoécios



O que € um modelo de
negocios?



O modelo de negocios descreve todas as
partes de um empreendimento que sao
necessarios para se gerar valor



O que é valor?



Valor € quando vocé consegue resolver
um problema



O que € uma Startup?



Uma Startup € uma organizacao
temporaria desenhada para procurar um
modelo de negocio replicavel e
escalavel



Como construir uma Startup?

|deia
Modelo de Negocios
Oportunidade
Desenvolvimento de Clientes



Como construir uma Startup?

Modelo de Medida da Descoberta Validagao do

Negdcios Oportunidade do Cliente I Cliente



Como construir uma Startup?

Modelo de Medida da Descoberta do Validagdo do

Negdcios l Oportunidade l Usudrio/Cliente I Usuario/Cliente

Teoria Pratica



Como construir uma Startup?

Modelo de
Negdcios

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
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O que € um buzz group?

* Pequeno grupo formado para solugcao de
problemas;

* Envolve entre 2 e 3 pessoas ao redor de uma
guestao;

* Ha intensa discussao € o nome buzz € porque
lembra o som das abelhas.



O modelo de negocios descreve
todas as partes necessarias de
um empreendimento gerar valor



Que partes sao essas?
Como o Modelo de
Negocios € composto?



Business
Model Canvas




para descrever, desafiar,
desenhar, e inventar
modelos de negodcios de
modo sistematico




Blocos de
Construcao




CUSTOMER SEGMENTS
SEGMENTO DE CLIENTES
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VALUE PROPOSITJONS
PROPOSIGAO DE VALOR
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CHANNELS
CANAIS
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CUSTOMER RELATIONSHIPS
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REVENUE STREAMS




KEY RESOURCES




KEY ACTIVITIES
ATIVIDADES CHAVE




KEY PARTNERS




COST STRUCTURE




key activities
atividades chave

value proposition customer relationships
proposic¢ao de valor relacdo com clientes

ke customer
artnerg segments
Fa)lrceiros segmentos
P de clientes
chave
1 > - = 1
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.
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cost revenue
structure key streams
astrutura de  /resources fluxo de
custos/  recursos channels receitas
chave canais
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atividades chave proposicao de valor relacdo com clientes

arceiros segmentos

P de clientes
chave

astrutura de fluxo de
custos recursos receitas

chave canais






A MASCARA CANVAS
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A MASCARA CANVAS

Key .
e, activilies | e val - CLsomer
DarCeiros Atividades SNIp
chave relacao
chave com clientes customer
segments
key channels Zegmentos
resources canais e clientes
recursos
chave
cost revenue
structure streams
estrutura de fluxo de
custos receitas

images by JAM



Business Model Canvas
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discuta e descreva como vocé
poderia desenhar um modelo de
negocios para Ministérios Cristaos



The Business Model Canvas

Designed for:
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possiveis
alternativas



Mas,
Tenha em mente que sao
apenas hipoteses



The Business Model Canvas

9 Hipoteses

Designed for:
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Classes de Lancamento

8 semanas da Ideia ao Negocio



Desenvolvimento do Cliente

Fundamentos

Saia de Casa/lgreja/Escritorio e
procure por um Modelo de
Negocios



O Processo de Desenvolvimento do
Cliente

Descoberta Validacao Criagéo do Construcéo

do Cliente do Cliente Cliente de
u Empresa




Minimo Produto Viavel (MVP)

Descoberta Validagao Criagdo do Construgao

do Cliente do Cliente Cliente de
u Empresa

* Pequena quantidade de atributos que geram para
VOCEé a maioria de ...

- pedidos, aprendizado, feedback, falhas...



O Pivot € a mudanca de um ou
mais componentes do Modelo
de Negocios



O Pivot

Construgcao
da
Empresa

Descoberta Validagao Criacao do
do Cliente do Cliente Cliente

- E 0 coracéo do Desenvolvimento do Cliente
* Interagao sem crise
* Rapido, agil e visao de oportunidade



O Ciclo de Tempo do Pivot faz
diferenca

Construcéao

Descoberta Validacao Criacdo do da

do Cliente do Cliente Cliente

Empresa

* A velocidade do ciclo minimiza a necessidade de investimento
* Poucos atributos aumentam a velocidade do ciclo

» O feedback quase instantaneo dos clientes direcionam os atributos
subsequentes



O Processo de Desenvolvimento
do Cliente
A Descoberta do Cliente

=l I

Descoberta
do Cliente g

Bus Model Extracao de Teste do Teste da Pivot ou
Canvas Hipoteses Problema Solugao Proceder



O Processo de Desenvolvimento
do Cliente
Validacao do Cliente

8 Validacao
do Cliente

Ficar pronto Realizar,
para o realizar,
lancamento realizar

Posiciona- Pivot ou
mento Proceder




Registre seu Progresso



Como?

Desenvolvimento do Cliente

— O Processo

Narrativa

— Entrevistas

— Pesquisas

— Videos

— Prototipos

Business Model Canvas

— Manutencgao do desenvolvimento

Real-time Feedback

Checks de contato fisico
— Telefone, Skype, Video conferéncia, etc.
— Cara-a-Cara



ISSO MUDA TUDO



inbow Orchards
Rainbow Orchards - Organic Apple and Squash Farm E n t rEVI Sta S

Interview with Fred Ford
| spoke with two people who worked for the farm at the Saratoga Farmer's Market on Saturday
1/15/11. The owner was not available, but | did get some interesting feedback from them. They
own approximately 80 acres of apple trees and 20 acres of squash. They don’t weed the orchards,
just mow. They manually weed the squash once or twice during the growing season, but it is
difficult due to the sprawling nature of the plant. Also the squash is quite prodigious and seems to
grow fine with minimal weeding. When asked about the value of an automatic weeding machine,
they thought it would help some, but not enough to justify the cost. Their main labor concern is
thinning the fruit trees — in fact they throw out approximately 75% of the fruit early in the growing
season so the remaining fruit grow large and sweet.

One person had an interesting take: she said “people have been farming for 1000s of years and
we've never needed machines before..." She went on, but in effect, her point was that there is a
spiritual side to manually working the fields that would be lost with a machine - it is good for bot
people and the food.

worker was also skeptical about how well the machine would perform, havin
new technology” that actually ended up harming more than h

rned
reducing

in the
productivity.

Hypothesis test: Are farmers interested in an autonomous weeding system?
Result: Not likely for small farmers/orchards.

It may be obvious, but tree farms do not weed their fields. Squash also seems to thrive with
minimal wisadina Ac fraimd with Dalsitrvian Earme it ~rvild e & hardar call $a the emall farmar A
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Customer Segment: Stanford Survey Results (n=45
Profession or Field of Stu



tos Parks Supervisor - Damon

Entrevistas
& Fotos

Damon Cockerham — Supervisor of Parks Maintenance — Los Altos Parks and Recreation
650-947-2870

In-Person Interview with Joe Bingold

Los Altos has 20 acres of turf spread across several parks (biggest park ~3.5 acres), which are
mowed once a week by 2 operators with 2 ride-on mowers. It takes 1 day (Wednesday) 9 hour shift
ow the entirety of the Los Altos parks. Thus, it takes about 18 hours to mow the parks. Of
tirrie hours is actually spent on the mowers — a lot of time is spent in travel be
clearing fic

They currently have a John Deere and a 1 uiu miuwer. 1 rie mowers last about 10 years and cost
about $60K. Residual value of the mowers at the end of the 10 yrs is $3K.

Given the smaller amount of turf that Damon is responsible to mow, there is probably not a
business case for an automated mower. It is unlikely that they will reduce their manpower with this
technology. That said, Damon did believe that an individual could start a mower going in a park and
then go do other maintenance in the meantime (edging, park inspection, etc.)



Surveying Competitors Pricing

Posted on February 1

5, 2011 by gabnelhyu

7 jeo
A n a I I S e nt softwagiirack performance and availability

.. o de a single dashboard to view
Competitiva

* $305 per server per year for windows box

* maximum of 40% bulk discount

* support fees: 20% of the list cost, which includes technical support and upgrade to newest
software

j provides solution for capacity
caling, and real time alerts.

NimSoft

* Description: Company featured in Rackspace as one of its partners. It provide solutions to
monitor virtualized datacenter, on hosted or managed infrastructure, IaaS, PaaS, or SaaS
services, public and/or private clouds.

* Pricing Model:

* Cold called their sales deportment, but they refused to give specific quotes

* They mentioned that their pricing model is very flexible:

* license by server/network device count

* or can also license by hour; usage, meter usage, bulk pricing, volume

Neptuny / BMC

* Description: Recently acquired by BMC. Products capacity management for all data center
resources, including physical and virtual servers, databases,storage, applications,
middleware, networks, facilities, etc. The product also provides automated capacity analysis
and reporting to help its cleint optimize performance and capacity.

* Pricing Model:

* Cold call and refused to provide specific quotes

* Did mentioned that they licensed per sockets, and the price applies across all client types.
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Key finding
Descobertas

this week:

%

iews & popularity highly disproportionate
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Resultado de
testes A/B

Putting navigation items to

inote’s paid version
in small text so it’s not distracting

Google Website OpSmizer

j“: Peayat
‘ Running
Crexed:Jan 29, 2011 PST | Launched: Jan 30, 2011 PST

Combination 2 has a 97.8% chance of outperfonming the ongmal
Run a followup expernment t0 validate the results

Page variations (5):

Key: " Wooer  booodusve W Loser

ez s Ex caonv e m" m Conw Adstors

Onpral Eatiad 26%. == = — 144

Combanation 2 has 3 37 8% charce d adpedoming the orgral. Run afollowap expenmant
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Obrigado!



