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IDEA PRESTUDY PROJECT

< 1 month

Identify Describe Evaluate Verify and develop Commercialize

INITIAL 
CONTACT

3-9 months 1-2 years

First 
meeting

Business
idea 

Key areas 
verified

Deal/StartUp
Next phase

Defined 
idea

Funding for Prototyping & Market validation
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CUSTOMER & NEED



R&D - RESEARCH & DEVELOPMENT



R&A - RESEARCH & AQUISITION



R&C - RESEARCH & COLLABORATION









What is the machine code to Diane?

For which place do you mean? I have 
three different machine codes here; 

home, work and portable



What is the phone number to Diane?

For which place do you mean? I have three 
different numbers; home, work and cell























The MAYA Principle: Design for the Future, 

but Balance it with Your Users’ Present

Raymond Loewy.

Most Advanced Yet Acceptable



WOW COOL!
YOU MADE A 3D PRINTOUT OF THE SAVE ICON!



But which idea 
should I pick?



Idea... Invention... Innovation!

Innovation  



Vitamins vs Morphine



CUSTOMER & NEED

Customer value =
Perceived benefit

Cost



NAME SOME 
COMPETITORS TO 

COCA-COLA



NAME SOME 
COMPETITORS

ALTERNATIVES TO 
COCA-COLA



• Pepsi  (cola)
• Dr Pepper (a different kind of cola)
• Soda (refreshing drink)
• Coffee (caffeine)
• Beer (socialising)
• Water (thirsty)
• Nothing (not so thirsty after all)
• Fruit (refreshing enough)



Innovation Sweet Spot

What are the customers 
going to want to buy?What’s going on in the world?

What can/could we do? What do we want to do?

Timing, not time, 
to market



Innovation Sweet Spot

What are the customers 
going to want to buy?What’s going on in the world?

What can/could we do? What do we want to do?



Future demand?



In 1832 the Swedish state planted 300 000 oaks
on Visingsö to secure future need for the navy



When the timber was ready in 1975, the Swedish navy said
no thanks...



Mackmyra Whisky The Vasa





”4 minute monsters”





”We don’t like their music, and 
guitar music is on the way out
anyway…”

Decca Recording Company, no thank you, The 
Beatles, 1962



“We don’t need you, you 
haven’t even graduated 
collage...”

Hewlett Packard to Steve Jobs, who founded Apple 
instead.



“……………………………………………
………………………………………………
……………………………….....”

NN at the Blue Biotech conference, Greifswald 2018.



Product
Service

Sell

Charge
Distr. Service

All the links!
Production Market recycle
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CONTEXT 

Share of mind

Share of time

Share of wallet

© DONNIE SC LYGONIS 2016



COST & REVENUE 

- +

© DONNIE SC LYGONIS 2016

C6
Path to profitability 



COMPETENCE & TEAM 

Look for “infected” people

Hire people better than yourself

The shopping center test

© DONNIE SC LYGONIS 2016
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What is a business model? 

How you create and deliver value

What are you selling? 
To Whom?

Why are they buying?
How do you sell it?

How do you make money?



Business plan?





1. Affärsidé.
2. Affärsmodell.
3. Affärssystem.
4. Aktiviteter.
5. Avtal.
6. Belöningssystem.
7. Bilagor.
8. Datasäkerhet.
9. Distribution.
10. Ekonomisk situation – nuläge.
11. Ekonomisk utveckling – prognos.
12. Exit.
13. Finansiering.
14. Försäljning.
15. Historik.
16. Investeringar.
17. Kapitalbehov.
18. Konkurrenter.
19. Kostnadsstruktur.
20. Kunder.
21. Kundnytta.
22. Ledningsgrupp.
23. Legal organisation. 
24. Leverantörer. 

25. Licenser. 
26. Lokaler. 
27. Marknad. 
28. Medarbetare. 
29. Miljö. 
30. Mål. 
31. Nyckelmedarbetare och experter. 
32. Operativ organisation. 
33. Patent. 
34. Prissättning. 
35. Probleminventering. 
36. Produktionsorganisation. 
37. Produktionsmetodik. 
38. Produktionsekonomi. 
39. Produktsortiment. 

40. Produktutveckling. 
41. Revisor. 
42. Riskanalys. 
43. Sammanfattning
44. Samverkanspartners. 
45. Service. 
46. Strategier. 
47. Styrelse. 
48. Tvister. 
49. Vision. 
50. Ägare.



Alexander Osterwalder





Business model canvas→ Lean Canvas



Lean Canvas

Cost Structure

Customer Acquisition costs

Distribution costs

Hosting

People, etc.

Revenue Streams

Revenue Model

Life Time Value

Revenue

Gross Margin

Problem

Top 3 problems

Solution

Top 3 features

Key Metrics
Key activities you 

measure

Unique Value 

Proposition
Single, clear, 

compelling 

message that 

states why you are 

different and worth 

paying attention

Unfair Advantage
Can’t be easily 

copied or bought

Channels
Path to customers

Customer 

Segments
Target customers

PRODUCT MARKET

1 2
3

4

5

67

8

9



1. Problem

• Is there a problem worth solving? 

• What are the customers/users percieved
problem/s?



Customers and segments



TAM

SAM

SOM

Total Available Market

Serviceable Available Market

Serviceable Obtainable Market

FOM First Obtainable Market



Rogers innovation adoption curve

Everett M. Rogers



FOM “Early adopters”

Homogenous 

Reachable and workable

Profitable, directly or indirectly



“Discovery consists of looking at the 
same thing as everyone else and thinking 
something different.”
Albert Szent-Gyorgyi 



Being right



Being rightTrying to get it right



Laila Ohlgren

Polhem Prize 2009







ENDING WORDS…



BE CURIOUS!

THAT’S AWESOME!



DON’T BE 
AN 

************





THANK YOU!

donnie@kth.se 

www.kth.se/innovation

innovation@kth.se


