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Agenda	  
•  Reminders	  
•  Demo	  Day	  Info	  
•  Team	  Contracts	  
•  Team	  Norms,	  SCORE,	  QualiFes	  for	  Success,	  Roles	  
•  Market	  SegmentaFon,	  TargeFng	  &	  PosiFoning	  (3	  
words)	  

•  Foodista	  Industries	  Case	  
•  Team	  work	  Fme	  (use	  what	  you	  learned	  from	  
talking	  with	  100	  potenFal	  customers	  about	  your	  
idea	  to	  help	  with	  market	  segmentaFon)	  
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Reminder	  Links	  
•  Course	  Components	  

–  Technical	  curriculum	  
–  Entrepreneurship	  curriculum	  

•  Startup	  CreaFon	  CulminaFng	  in	  Demo	  Day:	  	  
–  Thursday,	  July	  26th	  

•  All	  materials	  posted	  online:	  	  
–  hRp://aiF.mit.edu/materials/colombia-‐summer-‐2012/	  

•  E-‐mail	  your	  instructors	  at:	  
–  AiF-‐colombia-‐2012@mit.edu	  

•  E-‐mail	  Fellow	  Entrepreneurs	  at:	  
–  colombia-‐2012-‐entrepreneurs@mit.edu	  

•  Post	  and	  share	  files	  at:	  
–  AiF-‐colombia-‐2012@googlegroups.com	  
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Demo	  Day	  Info	  

•  You	  will	  pitch	  your	  startups	  on	  
–  Demo	  Day	  on	  Thursday,	  July	  26th	  

•  Each	  team	  will	  present	  to	  the	  judges	  and	  audience	  a…	  
–  10	  minute	  oral	  pitch	  promoFng	  their	  business	  
– Working	  demo	  of	  their	  product/service	  
–  10	  power-‐point	  slides	  to	  support	  the	  presentaFon	  

•  A	  panel	  of	  expert	  judges	  will	  choose	  the	  winning	  
team(s)	  

•  A^er	  the	  judging	  we	  will	  host	  a	  cocktail	  party	  event	  to	  
give	  you	  Fme	  to	  mingle	  with	  the	  judges	  and	  guests	  	  
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July 
2012 

MIT$AITI$Colombia$ MIT,$Google,$Universidad$ICESI$
$

Sunday$ Monday$ Tuesday$ Wednesday$ Thursday$ Friday$ Saturday$

1$ 2$ 3$ 4$ 5$ 6$ 7$

$ Dia$de$San$Pedro$y$
San$Pablo$

Know$your$
Customer$

Targeting$and$
Positioning$

Business$Model$
Exploration$
(Canvas)$

Business$Model$
Tuning$

$

8$ 9$ 10$ 11$ 12$ 13$ 14$

$ Revenue$and$cost$
modeling$with$
Miguel$$Amaya$

Guest$speaker:$
Fernando$Cardenas,$
MIT$Sloan$Fellow,$

ESCALA/Promodora
,$Lojack$Brazil$

Know$your$
Competition$

First$Draft$of$
Executive$Summary$

Due$(includes$
biographies)$

$

First$Advisor$named$$
First$Draft$of$Slides$

Due$
$

Proposed:$MIT$AITI$
BBQ$

15$ 16$ 17$ 18$ 19$ 20$ 21$

$ Feedback$from$
Instructors$

$

Revenue$Model$and$
Ask$Due$

Proposed:$Café$$
Critique:$

Laboratorio$con$
Camera$de$

Commercios$y$Club$
de$Ejecutivos$

$ Grito$de$Independia$ $

22$ 23$ 24$ 25$ 26$ 27$ 28$

$ Working$
Demo/prototype$
Near$Final$Draft$of$
Executive$Summary$
and$Pitch$Slides$

$ Final$Drafts$of$
Executive$Summary$
and$Pitch$Slides$Due$

Prototype$Due$
Dress$Rehearsal$
Practice$for$Final$

Pitch$

Final$Pitch$to$
Judging$Panel$

Fiesta$Cocktail$con$
Jueces$de$la$

Presentacion$Final$y$
Huespedes$
Honorados$

Wrap$up$and$
Proximos$Pasos$

$

29$ 30$ 31$ $ $ $ $
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Team	  assignment	  –	  	  
due	  Monday,	  	  July	  9th	  

1.  Find	  an	  advisor	  outside	  of	  the	  class	  to	  review	  your	  business	  model	  and	  execuFve	  
summary;	  this	  advisor	  could	  be	  a	  family	  member,	  a	  faculty	  at	  UP,	  or	  even	  beRer	  
a	  professional	  who	  knows	  about	  the	  market	  you	  are	  targeFng	  (e.g.	  if	  you	  build	  
an	  app	  for	  taxis,	  find	  yourself	  a	  dispatcher	  or	  a	  driver!)	  

2.  Come	  up	  with	  a	  50	  words	  or	  less	  bio	  for	  each	  team	  member,	  including	  your	  
advisor	  

	  
3.  Write	  a	  100	  words	  max	  descripFon	  of	  the	  idea,	  discussing	  

a.  Why	  the	  problem	  is	  important	  
b.  How	  your	  soluFon	  will	  address	  it	  
c.  How	  big	  the	  market	  is	  
d.  Why	  your	  team	  can	  do	  it	  
	  

4.  Begin	  your	  business	  model	  canvas	  and	  your	  revenue	  and	  cost	  three	  year	  
esFmates	  (as	  a	  team)	  
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Team	  Contracts	  
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Entrepreneurship	  Program	  
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Entrepreneurship	  Program	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



©	  2010	  Copyright	  –	  MIT	  



DESCANSO	  



FOODISTA	  INDUSTRIES	  CASE	  



APPENDIX	  



©	  2010	  Copyright	  –	  MIT	  

Rompecielos	  II	  

•  Juego	  Barceleno	  
– Dividen	  en	  tres	  grupos	  
– Cuenta	  hasta	  10,	  pero	  recuerden	  de	  cumplir	  con	  
las	  reglas	  de	  Danny	  
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Mercado/Clientes/Oportunidad	  
•  IdenFfiable	  people	  and	  pain	  points	  (demand)	  
•  Size	  
•  Addressability	  
•  Tops	  down	  and	  boRoms	  up	  
•  Know	  your	  first	  10	  customers	  
•  The	  Decision	  Making	  Unit	  (DMU)	  &	  the	  Decision	  
Making	  Process	  (DMP)	  

•  Stage	  of	  purchase	  decision	  (early	  adopter,	  
mission	  criFcal,	  etc.)	  

•  Ready	  to	  pay	  you	  to	  solve	  their	  problem?	  


