
R&D+I Project 

Fundamentals: From 

Conception to Market

 Lecture 3: R&D+I Project Fundamentals: From 

Conception to Market

-  Project Initiation: Scope definition and scientific and 

technical merit 

-  Project Planning: Strategy development, identifying 

challenges, and risk assessment

 Lecture 4: Applying R&D+ I Management

-  Developing R&D+I Capabilities: Techniques to enhance 

innovation

-  Implementing R&D+I: Strategies for effective teamwork and 

innovation

Module II Plan



Ex1. Group discussion: Your Business Opportunity Idea 

Let's break into groups of 5 and discuss:

1. Introduction to BOI (2 minutes):

Brief presentation on what a BOI Form is and its significance in business planning and entrepreneurship.

2. Idea Generation (15 minutes):

Each group should brainstorm to come up with a unique business idea on flavor water. It could be a product, service, or a solution 

to a problem they have identified.

3. Research and Discussion (10 minutes):

Groups should conduct basic research to understand the market for their idea, potential competitors, and target audience. 

They can use internet resources, industry reports, or case studies.

3. BOI Form Development (20 minutes):

Using the BOI Form template, each group fills out the following sections for their business idea:

Idea Description: A clear and concise description of the product or service | Potential offering / USP: What makes this idea 

unique and valuable to customers? | Target Market: Who are the potential customers? | Competition Analysis: Who are the 

main competitors, and how does this idea differ? | Preliminary size of opportunity or Impact: What positive impact will this 

business have (social, environmental, economic)? 

4. Presentation (5 minutes)



Scouting: description & key questions

Scouting 
phase

Description:
Scope, size and shape BOIs focusing on market trends, competitive 
landscape, customer unmet needs and technological developments

Market
• What is the target market and why is it attractive?

• What is the Customer’s Unmet Need, Job - to - be - done?

Offering
• What is the Unique Selling Proposition (USP)?

• How does the potential offering address & satisfy the Customer’s Unmet Need?

Business Case
• What are the expected Opportunity Size and the Sales and are they attractive?

• What is the strategic fit of the opportunity?
• Why us?

Project Management
• How aligned is the Business Opportunity Idea with our strategy?

• What is the realistic time to market to realize the innovation project?

Deliverables :
Business Opportunity, Target & 
Attainable Market, Identified Customer 
Unmeet Need, Project Management 
Charter 



Innovation Project Charter 
Project Title

Project Scope / Description

Project Owner Project Leader

Internal Stakeholders External partners

Comments / Resources

Start Date End Date

Key milestones / Deliverables

Cost Center PEP/ MIPBusiness Unit / Department

Incremental / Disruptive IP Potential

Business Opportunity



Scoping & Feasibility: descript. & key questions

Scoping & 
Feasibility 

phase

Description:
Develop and assess economically and technically feasible alternatives, 
translating the business opportunity into a concept justifying the 
investments into full development, and subsequent commercialization

Market
• What is the target market, why is it attractive and who are our competitors?
• How has the proposed Value Proposition of  been validated with the target 

customer?

Offering
• What is the Unique Selling Proposition (USP)? Has it been validated?

• What is our Value Proposition & why will the customer choose us over the 
competition? 

Business Case
• What is the required investment (Capex)?

• How will it make money? 
• What are the Critical Assumptions and the Net Present Value (NPV)?

Project Management
• What is the full scope of the project?

• What are the project risks? 
• Were they eliminated or can they be mitigated?

Deliverables :
Solution Fit | MVP & PoC Results | 
Competitive & Ecosystem Mapping | 
Sustainability, IP, and Regulatory | 
Preliminary Financials



Disclosure form: Intellectual Property 



Disclosure form: Intellectual Property 

The state of development of the 

Technology must be defined: 

Idea/prototype/Finalized

State - of - the - art searches should be 

carried out in databases of scientific 

articles, specialized journals and free 

patent databases, such as:

 -  www.inpi.pt

 -  www.pt.espacenet.com

 -  www.wipo.int/pctdb

 -  www.uspto.gov/patft

 -  https://www.perplexity.ai

 -  https://elicit.com

http://www.inpi.pt/
http://www.pt.espacenet.com/
http://www.wipo.int/pctdb
http://www.uspto.gov/patft
https://www.perplexity.ai/
https://elicit.com/


Develop & Validation: descript. & key questions

Develop & 
Validation 

phase

Description:
Develop concept & MVP, test with target customers to learn about the 
winning features, turning them into real innovative solutions with desired 
performance in line with customer expectations and at acceptable cost 
and price levels, Deep analysis of Value Chain & Go to Market strategy

Market
• What is the customer feedback regarding the developed / prototyped Value 

Proposition? Is the MVP validated?
• Did the Target Market undergo significant changes?

Offering
• Has the developed USP (Unique Selling Proposition) been validated?

• Is our offering likely to win in the market vs. competitive next best alternatives? 
• What is the final Value Proposition and (value - based) price?

Business Case
• Are we able to meet the cost, price targets?

• Are the Sales, Margins, IRR and NPV still attractive?
• Has the variability of key assumptions been reduced and their prospect improved

Project Management
• How is a smooth handover to the New Ventures / Business team ensured?
• Are appropriate Experiments designed to validate Critical Assumptions? 

• Has a Risk Assessment been completed?

Deliverables :
Validated "Product Market Fit | Validated 
Offering & Biz Model | Pilot Results 
-  Sustainability, IP, and Regulatory | Go 
to Market Strategy & VC Analysis | Key 
Financials



Market Entry : descript. & key questions

Market Entry 
phase

Description:
Handover project to the New Ventures team for market introduction and 
launch; Implement Go to Market Plan, forge alliances and define contracts 
and relationships along Value Chain; Refine Business Model based on 
Market feedback and prepare scale - up

Market

• Is there a clear commercialization & launch plan, as the basis for the Go/No Go 
decision?

• Have sales resources been mobilized? 
• Are commercial contracts along the VC * ready?

Offering
• Has the offering  addressed the true Customer Unmet Need (better than the next 

best alternative)?
• Is the Technical Documentation complete to support commercialization activities?

Business Case
• Have the Business Model been properly validated?

• Have all required partnerships (e.g. suppliers, peers, distributors, etc.) been 
secured?

Project Management
• How was the handover to the new venture ensured?

• Have all key deliverables and lessons learned of the project been signed off by the 
new owner?

Deliverables :
Commercialization & Launch Plan 
|Commercial contracts along VC | Market 
Launch & Scale - up KPIs | Offering 
Registration



Scale - up: descript. & key questions

Scale - up

phase

Description:
Scale organization and systems, introduce new markets or customer 
segments, define clear process & responsibilities for maximum delivery and 
speed

Market
• Is there a clear scale - up plan, with required resources committed to make it 

happen?
• Have sufficient sales resources been mobilized to launch & scale - up fast?

Offering
• Has the launch validated that the offering  addresses the true Customer Unmet 

Need (better than the next best alternative)?
• Can the offering be supplied economically at scale?

Business Case

• What was the launch performance compared to plan, how do we explain 
deviations?

• Have appropriate corrective actions been put in place to address identified 
deviations and maximize value capture?

Project Management
• Has a proper lessons learned assessment been completed 6 - 12 months after 

launch?
• Are the key lessons learned and corresponding corrective actions recorded?

Deliverables :
Scale - up Plan | Scale - up KPIs | Lessons 
Learned | Corrective Actions 



Lessons learned

FailCon  is a one - day conference 

for technology entrepreneurs, 

investors, developers, and 

designers to study their own 

and others' failures and prepare 

for success.

http://thefailcon.com/

http://thefailcon.com/


Lessons learned
Success is all about what 

you define you want to 

measure



Key Takeaways

Innovat ion s tar t s  w i th  ident i fy ing  a  need or  opportun i t y  in  

the  market  

Def ine  what sucess looks  l i ke f rom the very begging

Assess  the  techn ica l ,  f inanc ia l ,  and  commerc ia l  v iab i l i t y  

before  commit t ing  resources

Def ine  c lear  goa l s ,  t ime l ines ,  and  de l i ve rab les  for  the  

pro jec t

 To  get ag i l i t y you need to cont inuous ly  eva luate  progress  

aga ins t  goa l s  to  ensure  the  pro jec t  s tays  on  t rack

 Prepare  for  the  market  l aunch w i th  a  focus  on market ing  

and d i s t r ibut ion  s t ra teg ies

Wr i te & share  in  a l l phases (especial ly when you fai l )



Closing



Highly Curated Reading List
Because you can't read everything all at once

A well-rounded resource 

on the complexities of 

managing R&D processes 

within organizations

This book addresses various 

project management 

methodologies that can be 

applied to R&D projects

This book provides tools 

and case studies specifically 

tailored for managing 

innovation projects

This book is focuses on the 

execution of innovation, 

which is a critical aspect of 

R&D project management
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