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Workshop 1: Market Opportunity Canvas
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Workshop 3: Product Validation Plan
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11) Commercialization Strategy
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NaaWs: Product Business Model & Commercialization Plan
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Workshop 5: Product Growth & 90-Day Action Plan
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NAaWS: Product Growth Blueprint + 90-Day Action Plan

[y

o

ANSI9RNBUTY
nan Wale sukuunsiteu;

09.00-09.15 | Business Growth Challenge d@1533langndnsineiuazgsia | Business Challenge
VIRH1DUTY

09.15-09.50 | Market Opportunity & Customer Insight uainainuay | Lecture + Case
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09.50-10.30 | Workshop 1: Market Opportunity Canvas Individual / Group
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10.45-11.20 | Product Concept & Value Proposition n1589nLUU | Lecture + Case
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Customer Insight Wag Unmet Need Analysis
Product Concept
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Product Validation Plan
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8. Product Growth Strategy
9. Global Market Opportunity Map
10. 90-Day Product Growth Action Plan
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