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Make a change

If we want to make a
change, we need to
be engaged in
history making.

DISCLOSING /NEW WU




Let’s start by
travelling back
20 years ...



Ph.D. project

“Throw away
the keyboard”



Throw away the keyboard




3 years later ...

e 2 big displays *10 tags
e 3 touch displays
e 2-xx displays

e17 phones

= 30-50 out of 130 clinicians each day



Houston, we have a
problem

We want to do research, but the users
keep actively using our prototype




Solution: We started Cetrea




Some years later ...




More years later ...

Cetrea sold to Getinge Group 2014
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Why start a
research-based
startup?



2. Learning



Start with a
secret sauce




BRAND

NETWORK
EFFECT

TECHNOLOGY



Is the timing right for
a Deep Tech (Al)
Startup?
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Bill Gates calls ChatGPT 'every bit as important as the PC' or the

internet RAW
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THE WORST TIME
TO DO AN AI STARTUP

. this might be the worst
time to do an Al startup.

Microsoft cofounder Bill Gates says he thinks ChatGPT is asimportant as or . Paul s/AFP
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Entrepreneurship (Shane and Venkataraman)

Lucrative opportunities Entrepreneur




Discovering Lucrative opportunities

Why have it not been exploited already?
Opportunities that is not visible for everybody

How do new opportunities arise?

1. New technology

2. Inefficiencies — information asymmetry (time, geography)
3. Societal changes (political, demographic, regulatory)

Will they be there forever?
Limited time-to-live for an opportunity



Exploit the opportunity

) N

1. Discover the 2. Value the 3. Act on the
opportunity opportunity opportunity

Mmadundo



ENTREPRENEURSHIP IS ABOUT
SOLVING PROBLEMS WITH

TECHNOLOGY

If Al is the solution, what is the problem?




From technology to

"Jobs to be done”

Competing

Against
Luck

THE STORY of INNOVATION

and CUSTOMER CHOICE
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Taddy Hall, Karen Dillon,
/ David S. Duncan



Jobs - circumstance

“Job” is shorthand for what an individual really seeks
to accomplish in a given circumstance (specific)

The circumstances are more important than customer
characteristics, product attributes, new technologies,
or trends.



Jobs - emmotional

Jobs are never simply about function—
they have powerful social and emotional
dimensions.




Awareness to jobs

Hence, to get good ideas, we should
start paying attention to:

NETFLIX

why we hire products and services?




Outcome driven innovation
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Define the customer

THE

INNOVATION PROCESS
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Customer = the user

Customer != the user

Multiple customers/users



Who is the customer?




Miiskin — who is the customer?
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Outcome driven innovation
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From research to entrepreneurship
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| hope this course can give
you tools to finding good
jobs to solve with innovative
solutions . ...
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