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TRIZ for Incubators & SMBs

- First goals of incubators

- Support the business plan validation
based on other entrepreneurs insight
and « business angels » reviews

- Support on administrative tasks

- Support in financing from governments
programs and specific loans

- Support in networking with others entrepreneurs,
financing structures and business & tech skills.

- Support on company accommodations.

- Why TRIZ added value to incubator and start-up businesses
- TRIZ is used in a way from Practice to Theory.
- Helps start-up to understand what they are doing.

- Helps to get a vision of their middle term future and what to focus right now in term
of business innovation.

- Provide a guideline to continuously innovating (on a monthly or quarter cycle
basis)
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Five goals of TRIZ initiation workshops

Understand the purpose of innovation for startup
Learn how to potentially be a serial innovator
Solve unclear issues In an innovative way
Promote the team oriented problem solving
Focus on the right issues and innovation
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Learn how to be a serial innovator : it's not magic.
Where to start to be pragmatic and operationnal?

Evolution using analog Work on problem paradox

. Examples
No compromise

Apply the laws to innovate "
Evolution Laws

History to innovation
9 Screens

Unification/Trimming
Division/Multiplication

Size — Time - Cost

General Innovations 40 Principles -

Storyboard
Simulation (SLT)

Remove Pains
Su-Fields Process Map == 76 Standards

Use your domain state of the art technologies to innovate
State of the art KM

Evaluate the innovation potential IFR
S-Curve
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Kill the myth of genious
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Kill the myth of easy business  [EMETNA"

Twitter
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Kill the myth of one idea = great business

Do you want to be an inventor, an innovator, and entrepreneur
or an entrepre-novator?

¢
¢
G

Use a robust thinking process to
jump on the next S-curve
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Kill the myth : My idea is self-sufficient - You need « free » resources?

Java/PHP Raspberry-PH-FablLab

2000 2007 2010 2013

Remark : Web to store (Google/Yahoo!/... ads adds 1.46
_ 1.55% of yly store sales growth since 2008
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Explain the principle of modeling to be efficient

— -
- so
vt gm T

The World of Models  the sojution Concept

The Model

The Problem The Solution
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Explain the concept of Problem and Ideal

~ definition and why Is it useful to keep both in
mind all along the innovation process

Final
Result

WHY do we have

A~ problem?

f.
._\-_ )
A

Brainstrorming S USEFUL_EFFECTS

DEGREE OF IDEAL =
- = Z HARMFULL EFFEC?E’+Z EXFPENSES HE energy, material Jearning .. )

The IFR Is the redline of the value chain of the startup
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Where to start to be pragmatic and operationnal?

........................................................................................................................ [ 61 ’
Evolution using analog Work on problem paradox
- Examples

No compromise

Apply the laws to innovate .
Evolution Laws

. . . 8.x
History to innovation

9 Screens

9.1
Unification/Trimming D
Division/Multiplication

9.2 '

Size — Time - Cost

General Innovations 40 Principles

Storyboard @

Simulation (SLT)

10.1 10.2
Su-Fields Process Map == 76 Standards

Remove Pains

111

Use your domain state of the art technologies to innovate
State of the art KM

12.2
Evaluate the innovation potential IFR

S-Curve
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Setting up the a common language and the basics
to make Business Innovation in 4 hours

]

@ O

Relate the owner
H innovation vision with
time and field

Kl Share the Owner
business strategy vision

B Change the vision point
of view using Model

TRIZ TZ/OZ TRIZ IFR
FIl

Relate innovations and
/ll business strategy with
customer journey

Speed up serial

B innovation capability using
system value chain model

TRIZ light Su-Field TRIZ System
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1. Formulate the company vision and
business goals

- Get a textual explanation of the owner vision of the
customer issues he wants to solve.

- Who are the potential customers (which are in mind of the
company founder)

- What are the products and services, he wants to provide

- What are the resources (equipments and people), he
needs to operate the business.
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2. Model the vision

- Identify the Time zones

- What are the different horizons of business implementations
and identify potential roadmap.

- So finally you can find that there are multiple kind of
businesses which depending of company nurturing steps. It’s
important to explain that he cannot address all the
businesses issues at the same time.

- Then define differents business horizons H1, H2, H3.

- ldentify the Operational zone

- As many start-ups, the vision of operational zone is not clear
neither in term of type of customers and geography.

- Help to define who are the customers compatible with business
horizons.

- One you ldeal operational zone is defines then your ldeal
become more clear.
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3. Clarify the model

Once Time and Operational zones are defined the next step is
to redefine the Ideal Final Result and in word define the Value
proposition of the start-up for the next H1.

The H1 focus doesn't look to reduce the ambitions but more
identify the way to evaluate the achievements and the
performance of the start-up

The IFR must be declined in the textual language, and the
three elements have to be defined (Useful values, Resources
consumptions and Harmful effects).

Once the first vision of useful, resources and harmful elements
are identified, then you can work on the customer journey.
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4. Describe the customer journey

- Very often the startup make the mistake to focus only the one shot solution
for the customer, but as the system description is learning us.

- There is something before the core of your value proposition (system) , and
there is something after the system.

- There are subsystems and supersystems that you can leverage to help you
and other which are creating constraints on your business.

- The relationship with you customer is allways longterm relationship. If not,
your business will die !

SELECT—{ 3] BUY OWN (7 }—MAINTAIN

Market & Sell Support & Serve
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5. Describe the start-up system VA centric

- Once the customer journey is defined as a closed loop and several
interaction point spread in a timeline. It’s time to define the system

Transmission

Energy Engine Tool Product
Gen Publish Win/win ROI
VA Quality proofs Your VA Customer Sat
Benchmark VA Result Cust Tech Risk
Scientific studies ' Content Analysis
Cust references Cust Fin Risk
Customer targeting Analysis
CUELMIET SOl 21E Operations Control 'Cl':rl;Sr:s#grenS]';ytliin
(Self Service, Excel, ...)
Control
PO REAAA T O
SOuURCE TRAMSMITTER RECEIVER DESTIM& TR
Startup |y —i1 - =] Customer
MESSAGE sen !EI%E:;E‘D MESSALGE
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6. Build your business model canvas

How TRIZ work helps to filling the startup lean canvas

Publish |~ Yiinivin ROI USEFUL EFFECTS
VA Quality proofs VA Customer Sat DEGREE_OF _IDRAL = 2 = . .
Benchmark Result Cust Tech Risk > HARMPULL _EFFECTE+Y EXPENSES(HR energy,material Jearning ...)
Scientific studies Analysis
Custreferences Cust Fin Risk
Customer targeting Analysjs
Customer contact Operations Control Gustliieye Time zones
(Self Service, Excel, .. ) i aten .
N\ T \\ Operational zone
BLEM SIlLlITIDH UNIQUE VALUEPROPOSITION | UNFAIR ADVANTAGE CUSTOMER SEGMENTS
Ligd o 1-7 pabiaons. hu ﬁm\-hm\;\-w 'ﬂ't\-\. 31! 'IM 'u m\'\] mw Soml‘f::nr:.‘ugawloun}-‘r '.;(;im g fusatiens g
1 . 2
KEYHETI&S& CHANNELS
Get a- teXtu aI EXISTING ALTERNATIVES HIBH-LEVEL COKCERT EARLY ADOPTERS
. o mazy FrodianN Lie) Lw'i"::::':?_yeg i:{;‘;\lr"::a'n'\f\"n\rsaf'.m-w:!

explanation of the 8 B 5
owner vision of the ——F—> | P
he wants to solve. B . A
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Feedbacks from startups

TRIZ System helps to clarify the ideas and the concepts by clearly
separating company resources-inputs/added value creation/outputs.

TRIZ IFR is a common gqualification indicator

TRIZ IFRs compatibility, Laws and S-curve can help to qualify quickly the
value that a new resources can bring to the system (value proposition).

STC is very useful for service/digital business as the implementation of
STC variations could be implemented quickly.

40 principles could be used as an innovation finder inspiration list that
should be run regularly.

TRIZ can be used to innovate and transform a potential useful resource
to a specific resource useful for the company added value then
customers.

Feedback from someone not in the core business.
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Feedbacks from startups

- There a multiple levels of startups maturity

\ Focus on value proposition & sales model definition

Focus on value proposition & sales model

: validation
B | }—___, Focus on Sales

Nursery
' Hosting & Services & Finance !
Incubator ™ Clusters
| | Economic Networking

Value Perception

Business Plan

Project | Born | Early childhood | Seed stage | Growth
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Where did we got a resonance from startups!

Evolution using analogy Work on problem paradox

. Examples
No compromise

Apply the laws to innovate )
Evolution Laws

9 Screens .

Unification/Trimming
Division/Multiplication

History to innovation

Size — Time - Cost

General Innovations 40 Principles

Storyboard
Simulation (SLT)

Remove Pains

Su-Fields Process Map == 76 Standards

U r domain s of the art technologies to innovate
se your domain state e echnologies to State of the art KM

Evaluate the innovation potential IFR

S-Curve .
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