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Fundamentals of Technology Entrepreneurship: Integrating innovation and 
commercialization concepts for scientist entrepreneurs 

June 26th -28th 2019 

Are you an engineer or a scientist working on research problems or with an idea for a new 
product? This bootcamp will teach you the skills to successfully identify opportunities, build 
business models and develop a commercialization plan to launch start-ups. 

 

Workshop / Bootcamp Goals 

1. Experiential learning opportunity to help determine the commercial readiness of their 
technology. 

2. Learn the business model canvas development to develop a go/no go decision process 
regarding commercial viability of the effort. 

3. Strategies to develop a commercialization plan to move the technology forward to market 
 
 
Workshop Roadmap: 5 Concepts Covered over two and half days. 

Lecture 1: Business Model Development 

What’s a business model? What are the different components of a business model? What are 
hypotheses? What is market size? How to determine whether a business model is worth doing? 

Lecture 2: Value Proposition Lecture 

What is your product or service? How does it differ from an idea? Why will people want it? 
Who’s the competition and how does your customer view these competitive offerings? 
Where’s the market? 

Lecture 3: Customers/Users/Payers 

Who’s the customer? User? Payer? How are they different? Why do they buy? How can you 
reach them? How is a business customer different from a consumer? 

Lecture 4 – Commercialization Strategy (IP Management/protection, Regulations, 
Reimbursement/Pricing/COGS, Product Development Plan) 

Lecture 5- Fundamentals of Funding a new venture (Entity formation, equity, capitalization 
table, sources of funding, dilutive and non-dilutive concepts/strategies) 
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Key concepts Addressed in Bootcamp: 
● How to talk to customers 
● What’s the revenue model strategy? 
● What are the pricing tactics? 
● Draw the diagram of payment flows 
● What are the metrics that matter for your business model? 
● Identify your path to commercialization (IP/licensing/startup/unknown) 
● What partners will you need? 
● Why do you need them and what are the risks? 
● Why will they partner with you? 
● What’s the cost of the partnership? 
● What are the benefits for an exclusive partnership? 
● Did anything change about Value Proposition or Customers/Users, Channel, Demand Creation 
since you started? 


