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KTEs business mentoring

• Tech provider and manufacturing SMEs the mentor will be Hermia Business 
Development

• For artists the mentor will be INOVA



KTEs business mentoring
The business mentoring work with the KTEs will include:

• Understanding what the KTEs want to develop during the experiments and guide their work from business perspective.

• Have mentoring meetings with the KTEs:

• Support the KTEs to define what can be commercialized - technology/solution/product, how it can be protected (IPR)

• Support the KTE to build value proposition / business model / commercialization plan

• Support to deepen the understanding of the market, competition, customer need etc. for their 

technology/solution/product, guide their work in acquiring such information

• Support on the cost-benefit analysis / investment plan / ROI / Payback time /of the Manufacturing SMEs development 

needs.

• Support the KTEs define an automation/development roadmap for the next years.

• Work on the funding needs and possible funding sources of the KTEs.

• Follow-up any other needs the KTEs might have in terms of business services that the consortium could be 

able to provide.

• Organize a business scale-up webinar for the KTEs



Task 5 – Business scale-up



Task 5 – Business scale-up



Task 5 – Business scale-up



Next steps

• Have the first 1-on-1 mentoring sessions with the KTEs

• For the mid-term evaluation in May:

- Manufacturing SME: 

- Started working on the business plan

- Have an initial cost-benefit analysis ready of the expected KTE results/outcomes.

- Tech supplier: 

- Started working on the business plan

- Have an initial plan ready on how you are going to achieve bringing 2 SMEs from outside to RAMP and showcase 
them how you could solve their problems using the APPS/connecting their factory to the IOT platform etc.



Thank you!
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-- Business Model Canvas --

Marco Duarte (INOVA+)



Business Kick-Off

Tools to support the Business Development for KTEs: 
o Business Model Canvas

o Value Proposition Canvas



“Competitive strategy is about being different. 
It means deliberately choosing a different set 
of activities to deliver a unique mix of value.”

Michael Porter



Business Model Canvas

• A strategic management and entrepreneurial template, that allows to develop
new or document existing business models.

• The Business Model Canvas is a visual, one-page chart, with elements describing
the overall business’ approach, activities, relationships and finances.



Business Model Canvas

Key Activities

Key Partners

Costs

Value 
Proposition Customer Relationships

Customer 
Segments

Revenue Streams

ChannelsKey Resources



For whom am I creating value?

Who are my most important 
customers?

What value do I deliver to the 
customer?

Which one of my customer’s 
problems am I helping
to solve? 

Which customer needs am I 
satisfying?

What bundles of products/services 
am I offering to each Customer 
Segment?

What are the best ways for me to 
reach my customer?

How are we integrating them 
(efficiently) with customer 
routines?

Customer Segments Value Propositions Channels



Which type of relationships the 
Customer Segments expects and 
appreciate to be offered by the 
product?

How much will my customer pay 
for the value proposition I will be 
delivering?

Through which method?

What resources are essential for 
my business to be able to deliver 
value to the customer?

Which are the fundamental assets 
for the maintenance of the 
business?

Customer Relationships Revenue Streams Key Resources



Which are the key activities 
required to run my business? 

Which are the business partners? 
(suppliers, service providers, 
outsourced companies, among 
others)

Which are the costs associated 
with the main activities and 
resources so that my business can 
deliver value to customer?

Key Activities Key Partners Cost Structure



• Are you able to
implement it?

• Are you solving
the right problem?

• Are you able to
sustain it?

Find uniqueness, reach innovation.



Thank you!
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-- The Value Proposition Canvas --

Tânia Moreira (INOVA+)



The Value Proposition 
Canvas

Value 
Proposi
tions

Customer 
Segments

© Based on models by Strategyzer
Strategyzer.com

BENEFITS:

✓ Organize information about what 
customers/targets want/ need

✓ Support the creation of a simple and 
common language between the different 
members of a team

✓ Impel the selection of the most relevant 
solutions to run successfully the 
business/ activity 



The Value Proposition Canvas

© Based on models by Strategyzer
Strategyzer.com

Value 
Propositions

Customer 
Segments

Gain Creators

Pain Relievers

Products 
& 

Services

Gains

Customer 
Job(s)

Pains

List of all the
Products and 
Services
a value 
proposition is
built around.

Describe how your products and 
services alleviate customers’ pains, 
problems, barriers, difficulties .

Describe how 
your products and 
services create 
customers’ gains, 
benefits, 
advantages, 
prospects.

Describe customers 
wishes, problems 
and needs  in their 
work or private live.

Identify clients’ pains, undesired 
costs and situations, and risks they 
experience.

Describe the 
benefits your 
customer expects, 
desires or would 
be surprised by.



The Value Proposition Canvas

DOs - Good Practices for Successful 
Value Propositions: 

DON’Ts - Frequently Committed 
Mistakes:

✓ Prioritize

✓ Quantify

✓Measure levels of severity and relevance

✓ Be clear and concrete

✓ Align with customers/ targets needs

✓ Consider customers/ targets perception of success 

✓ Differentiate from competition 

✓ Go for solutions hard to copy

 Being too vague

 Mixing several customer segments into one profile

 Trying to alleviate every pain and target every gain

 Listing customers’ needs with your value proposition 
in mind

 Mixing presently existing and future ideas

 Not testing in real life the ideas identified in the 
canvas – from paper to action



Q&A


