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Target
To whom
What
How

Inspiration

Reality

Acceleration

Faster to the right markets

Companies targeting new business creation with customers
Drafting, creating, testing, validating
Experimentation, business modelling, utilizing social media

Lean startup, business model creation, growth hacking, Word-
of Mouth Marketing, design thinking

The need for financing and resources in acceleration activities

www.twitter.com/accelerateproj #accelerate #innovation #startup
www.slideshare.net/accelerateproject
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Acceleration methodology

Customer discovery
What is the problem/need?

Idea Stage

Enabler discovery
How to create
sustainable business?

Concept discovery
What is the solution
for a happy customer?

Problem/
Solution Fit

Scaling

Product /
Market Fit

Value proposition discovery
How to create customer demand?



Acceleration methodology

Concrete examples:

Concrete examples:

Scalable new business dea Stage Concrete examples:
Collaboration to enable 9 . In_|t_|al concept
sustainable business * Vision of new business
Business to create » Committed people
new business ideas

Scaling

Problem/
Solution Fit

Product /

Validated and desired Market Fit

solution
Initial business model
Resources to move forward



|dea stage: Customer discovery

What is the problem/need?

Drafted Created Tested Validated

Need/ \/ \/ \/ ‘

Problem

Solution \/
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Sustainable
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Problem - solution fit: Concept discovery

What is the solution for a happy customer?

Drafted Created Tested Validated
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Product-market fit: Value proposition discovery

How to create customer demand?

Drafted Created Tested Validated
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Scaling: Enabler discovery

How to create continuous business?

Need/
Problem
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Methods

Product/ scali
Market Fit caling
BUSINESS
CUSTOMER
LEARNING
D
ORGANISATION




KPIs

ldea Stage

Product/
Market Fit

. Scaling

BUSINESS

CUSTOMER

Trend, part
Digital Marketing

% of paying|customer

LEARNING

Source of visitors




