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1141 Turning Innovative Technology Services into Scalable Platforms syllabus

This course aims to train students to transform innovative technology services from
R&D results into market-ready industrial applications. By integrating lean
entrepreneurial thinking with practical cases, students will learn problem-solving, user
validation, MV'S design, pricing strategies, and business model development, further

exploring the feasibility of platformization and international expansion.

Course Schedule

e Instruction Language & Method: In-person classes conducted in English
e  Grading: Presentations 20% * Group Projects 20% ~ Participation 60%
e  Course Duration: September 11 to January 8, every Thursday from 13:10 PM to
15:00 PM
Midterm Report Group: Online marketing and Offline marketing
Midterm Report Submission: Presentation file to be submitted via Moodle by
November 5
e  Midterm Oral Presentation: November 6 (15-minute presentation + 10-minute
Q&A per team)
Final Report Group: Clinical and Biotech Corporation group.
Final Report Submission: Business plan and presentation file to be submitted
via Moodle by January 7
e  Final Oral Presentation: January 8 (15-minute presentation + 10-minute Q&A
per team)
Course Syllabus
Week | Date & Course Key Focus Points | Teaching |In-Class Task | Homework
Time Topic Format / Activity Assignment
W1 |2025/09/11 | Course Course structure, |Lecture + |Survey, self- |Design a
(Thu) Introduction | assignment Discussion |introduction, |survey draft
& Enrollment | overview, team group (10+
formation matching questions,
incl. 3 open-
ended),
propose user
assumptions
and learning
goals
W2 |2025/09/18 | Proteomic Innovation Lecture + | Case Create 2
(Thu) Tech & application Thematic presentation, | personas and
Applications | scenarios, market | briefing group contact list of
potential discussion 6+ potential
users
W3 12025/09/25 | Service Service definition, |Lecture + | Analyze Draft
(Thu) Innovation: | innovation Case service cases, |interview
Definitions & | structures, pain Exercise team-based guide, build
Types point mapping activity hypothesis
tree, list Ist
interview
batch




W4 |2025/10/02 | B2B Business | B2B vs platform | Lecture + | Sketch initial | Draw full
(Thu) Model Design [ models, value Canvas business Lean Canvas
chain mapping Workshop | model & write 1-
paragraph
Value
Proposition
WS |2025/10/09 | User Insights | Persona building, |Lecture + |Practice Draw 1 user
(Thu) & Interview | user interview Exercise + |interview journey map,
Prep question design Roleplay scripting identify 3 key
pain points &
unmet needs
W6 12025/10/16 | Minimum MVS concept, Lecture + | Design MVS | Conduct 5
(Thu) Viable practical logic and | Group prototype & | interviews,
Service real examples Discussion | narrative submit
(MVYS) transcripts
Design and
summarized
pain points
W7 12025/10/23 | Marketing Online/offline Lecture + | Group Consolidate
(Thu) Strategy strategies, Group marketing quotes and
Design & community tools | Activity preparation insights table,
Promotion complete pain
point matrix
W8 12025/10/30 | Marketing Metric design, Pitch Internal team | Prepare MVS
(Thu) Tracking & | feedback Rehearsal + | presentation & | concept pitch
MVP processing, pitch | Feedback |revision (5 slides),
Validation prep include flow
chart & core
features
W9  |2025/11/06 | Midterm Promotion results, | Group Peer Design 2 user
(Thu) Presentation | MVS proposal Presentation | presentations | test scenarios
(Group 1) + Q&A and discussion | + feedback
log
W10 |2025/11/13 |Regrouping [Re-group based on |Lecture + | Sketch Draft pricing
(Thu) & New biotech/clinical, Brainstormi | stakeholder strategy,
Problem redefine problems |ng map suggested
Framing price range &
sensitivity
assumptions
W11 |2025/11/20 | Platform Platform logic, Lecture + | Design Draw
(Thu) Strategy & multi-sided Case Study | platform value | platform
Value Co- markets proposition double-sided
Creation map, outline
network
effects &
value flows
W12 |2025/11/27 | Interview Advanced probing, | Lecture + | Team Draw
(Thu) Techniques II | discovering true Roleplay + |simulations & |stakeholder
needs Feedback |revisions map &
decision-
making
flowchart
W13 |2025/12/04 | Service Pricing model, Lecture + | Team builds | Draft platform
(Thu) Pricing & psychology, Workshop | pricing logic |scaling plan




Revenue competitor (1 page) +
Strategy benchmarks modular
architecture
notes
W14 (2025/12/11 [ Go-To- GTM canvas, Lecture + Present draft | Draft Pitch
(Thu) Market channel strategy, |GTMP GTM canvas, |Deck vl (8-
Strategy launch planning Building get iterative 12 slides),
feedback include
business logic
& user
validation
W15 |[2025/12/18 | Final Pitch Deck structure, Lecture + | Team Revise slides
(Thu) Rehearsal presentation skills, | Practice simulation and submit
challenge prep pitch + final draft
internal
feedback
W16 |2025/12/25 | Constitution |No Class — — No
(Thu) Day Holiday Homework
“\ (Holiday)
W17 |2026/01/01 | New Year No Class — — No
(Thu) Holiday & Homework
(Holiday)
W18 |2026/01/08 | Final Full business Group Pitch | Group Final Pitch
(Thu) Presentation | proposal pitch + Q&A presentation | Deck
(Group 2) and closing submission +
feedback documentatio

n




Z 454% A / Reference
1

. Lean B2B: Build Products Businesses Want, Etienne Garbugli
2. Solving Product, Etienne Garbugli
3. Find Your Market, Etienne Garbugli

#*# X4 / Course Topic A ERBIEH/ % #/ Chapter
Reference

BENGHERRA Lean B2B; Solving Chapter 1; Chapter 1

Course Introduction & Enrollment |Product

&G A8 A M BT 4L E A
Proteomic Tech & Applications

Lean B2B; Find Your
Market

Chapter 1-2; Chapter 4

BIM BT IR © R AR

Lean B2B; Solving

Chapter 18; Chapter 21

Service Innovation: Definitions & | Product
Types
B2B 7 ¥ £ X %t Lean B2B Chapter 3

B2B Business Model Design

CEE R S ]
User Insights & Interview Prep

Lean B2B; Solving
Product; Find Your Market

Chapter 5, 10; Chapter 3, 4, 5;
Chapter 1

RONTATIRF (MVS) %3
Minimum Viable Service (MVS)
Design

Lean B2B; Find Your
Market

Chapter 13; Chapter 9, 11

AT Rug st ik R B A1F
Marketing Strategy Design &
Promotion

Solving Product

Chapter 15

1785 AR B 3 MVP 475 B3k
Marketing Tracking & MVP
Validation

Solving Product

Chapter 14

Wy s (na—)
Midterm Presentation (Group 1)

Solving Product

Chapter 6

N4 E LR R AR R
Regrouping & New Problem
Framing

Lean B2B

Chapter 4, 9, 12

T & R AR A ) ]
Platform Strategy & Value Co-
Creation

Find Your Market; Solving
Product

Chapter 8; Chapter 11

BT N i
Interview Techniques

Lean B2B; Find Your
Market

Chapter 7, 9, 10, 14; Chapter
9

e A% AR SR & R
Service Pricing & Revenue
Strategy

Solving Product

Chapter 19, 23

Go-To-Market % 3% %
Go-To-Market Strategy

Lean B2B; Solving
Product; Find Your Market

Chapter 16; Chapter 24;
Chapter 10, 14

AR EFER
Final Pitch Rehearsal

Solving Product

Chapter 9
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Final Presentation (Group 2)

Solving Product

Chapter 10




