[bookmark: _k1fxujb9y22l][bookmark: _GoBack]Renaissance Lean Startup Syllabus
Instructors:  April Gilbert and Ryan MacCarrigan
Wednesdays, 9:30am – 12:30pm 
January 25 – March 1, 2017

	Date
	Topic/Exercise
	Learning Goals
	Objectives/ Key Results
	Homework

	Class 1:
1/25/17
	Introduction to Lean Startup 
	Learning Goal: How does Lean differ from traditional business planning?   What is Customer Development and why is it important?

	· Understand distinction between Business Planning and Lean Startup
· Understand key principles of Lean
· Understand validated learning
	

	
	Market Segments and Customer Personas
	Learning Goal: Who is the early adopter? What is a psychographic? Why aren’t demographics enough?


	· Be able to generate a hypothesis of an early adopter segment and detail it sufficiently for customer discovery research.
· Be able to articulate value proposition for product or service
	

	
	Exercise: Designing Customer Personas 
	
	
	

	
	Customer Discovery Techniques
	Learning Goal: What’s the difference between a discovery interview and a sales pitch? How can I get the most value out of a customer interview?

	· Understand the basic structure of a customer discovery interview

	· Link to reading will be emailed
· Schedule and carry about at least 5 interviews

	
	Exercise: Mock customer discovery interviews 
	
	
	

	Class 2:
2/1/17
	Exercise: Customer Development: Good or Bad Questions
	
	
	

	
	Defining Hypotheses & Experiments
	Learning Goal: What is an experiment in the context of a business? 


	· Be able to explain the different kinds of experiments.
· Be able to explain the critical components of an experiment.


	

	
	Exercise: Hypothesis writing
	
	
	

	
	Designing Your Value Proposition
	Learning Goal: What is a value proposition?
	
	

	
	Exercise: Value Proposition Design
	
	
	

	Class 3:
2/8/17
	Comprehension Testing: Do your customers understand your value proposition?
	Learning Goal: Is the language I’m using to describe the value of my business understandable to potential customers?
	Objectives and Key Results:
· % of peers able to perform a comprehension test in one hour.
· Be able to perform a competitive usability test.
	· 5-7 customer interviews
· Finish Competitive Analysis petal diagram
· Finish “Customer Value” side of Business Model Canvas
· Interview at least one business owner in your industry about how they price their product
· Review startup cost and operating cost worksheets
· Use slide template to prepare for presentations next week

	
	Exercise: Comprehension tests between students
	
	
	

	
	Competitive Analysis

	Learning Goal: Who are my competitors?  How can I learn more about my market through other forms of market research, i.e. online?  What can we learn from our competitors’ products to differentiate and improve our own?
	
	

	
	Exercise:  Petal Diagram
	
	
	

	
	Business Model Canvas

Identify & Test Risky Assumptions
	Learning Goal: What are the building blocks of a business model? Why isn’t a business plan good enough?
	
	

	
	Exercise : Students fill out the “Customer Value” side of canvas
	
	
	

	Class 4:
2/15/17
	Student Presentations
	
	
	

	
	Understanding the basic financials of your business
	Learning Goal: How can I estimate costs, owner draw, revenues? What is my pricing strategy?  What distribution channels do I plan to use?  What volume of sales do I need to have to meet my financial goals?  What is a P&L?  
	
	· 5-7 additional customer discovery interviews
· Complete startup costs and operating costs worksheets
· Review P&L slides and worksheet, sent via email

	
	Exercise: Estimate startup and operating expenses, back out sales volume
	
	
	

	Class 5:
2/22/17
	Visit from Renaissance graduate Kelly McVicker
	
	
	

	
	Customer Relationships and Channels
Marketing funnel
Metrics

	


	
	· 5-7 additional customer discover interviews
· Prepare slide decks for final presentations.
· Practice telling your story in a compelling fashion

	
	Understanding Product-Market Fit and When to Pivot
	Learning Goal: What do “successful” startups do when they learn that their assumptions about the market were wrong? What are the major types of pivots?

Learning Goal:  Apply idea of pivot to own business idea.  
	Objectives and Key Results:
· Be able to decide if, when, and how we should pivot based on market feedback and research.
· Be able to reasonably determine whether or not we can justify having reached Product-Market Fit.
	

	
	Exercise:
	
	
	

	
	Storytelling
	Learning Goal:  Learn the components of a great story 
	
	

	Class 6:
3/1/17
	Student presentations and Class Wrap-up
	· Students will present or “pitch” their startup, including key learnings about their target customer segment(s), the problem they’re solving in the marketing, and what if any validation they received from actual people. 
· “Retrospective” exercise where we will discuss the curriculum and areas for improvement, providing a safe forum for sharing honest feedback.
	
	· Set up support teams among students and produce “next steps” action plan for each student
· Share contact information if you’d like to keep in touch and continue getting feedback.
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