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“How can we increase the economic impact of

the $7B+ we invest in research every year?”




“"You Promised Me
Mars Colonies.

Instead, I Got
Facebook.”

- Buzz Aldrin












I-Corps is the premiere
federally funded innovation
and commercialization
program in the US






Inventors
Innovators

Entrepreneurs




No single
book or
source...

or magic
formula.

TALKING
TO HUMANS




Probability of Failure

NEW

60-75%

Startup
§uccess_fu| neighbor-
innovation hood.

is very
difficult!

Solution

FAMILIAR Market NEW




PALO ALTO

venture
science




Why do these charts
look this way...

and can we do
better?



# Hiring Poorly
Score: 153
18% of Toy/ # \‘
Lack of Focus

Building something

nobody wants W l

Score: 300




Use a
systematic approach...

to identify
unmet needs.






Get out of the
building!



Talk (listen)
to customers...



Everyone has a plan...until you get punched in the face.”



PRIMARY learning
comes from

Customer Discovery
interviews!



...what are some things you
should try to discover?



Before this beach...find a
beachhead market!



Does the customer have a
compelling reason/need
to buy?



customer JObs




End User

Job



“PEOPLE DON'T
WANT A QUARTER
INCH DRILL, THEY
WANT A QUARTER

INCH HOLE."

—Theodore Levitt




competing Jobs



End User

Jobs



job Priority



High

Customer
Jobs

Top Priority
(Underserved)
Jobs

SATISFACTION
with current Solution

Low IMPORTANCE High
of Job




customer Needs



End User

Job

Solution
Criteria



WHEN A CUSTOMER
“HIRES™ A SOLUTION
FOR THIS JOB

What Decision Criteria
Are Used? (How do they
define better?)






...why and when will
customers adopt your
solution



How much better
do you need to be
to get adopted?

Customers require X improvement prior to adoption.

Are they willing to fire their existing
solution in order to hire yours?



business Models




Does the customer

have a compelling
reason to buy?







...three lessons from
3,000+ deep tech projects



#1. Lack of focus - specifically
around beachhead market
selection - is a “‘first order”
failure mode



#2. Deep understanding of
customer jobs, and decision
criteria for solutions to the
them, uncover real customer
needs.



#3. Competition comes from
in-kind solutions, out-of-
kind solutions, and
“competing jobs.”



final Thoughts






“Nobody achieves anything great in the world
by being happy and cozy.”
- Alex Honnold








