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Modulell Plan N

R&D+I1 Project
Fundamentals: From
Conception to Market

Lecture 4: Applying R&D+ | Management

- Developing R&D+1 Capabilities: Techniques to enhance

innovation

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

innovation
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Ex1. Group discussion: Your Business Opportunityidea

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)
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Scouting: description & key questions

o Deliverables:
Scouting Description: Business Opportunity, Target &
Scope, size and shape BOlIs focusing on market trends, competitive Attainable Market, Identified Customer

landscape, customer unmet needs and technological developments Unmeet Need, Project Management
Charter

phase

*  What is the target market and why is it attractive?

Market * What is the Customer’s Unmet Need, Job-to-be-done?
Offerin *  What is the Unique Selling Proposition (USP)?
~Lerfing * How does the potential offering address & satisfy the Customer’s Unmet Need?

*  What are the expected Opportunity Size and the Sales and are they attractive?
*  What is the strategic fit of the opportunity?

Business Case
* Why us?

* How aligned is the Business Opportunity Idea with our strategy?

Project Management *  What is the realistic time to market to realize the innovation project?




Innovation Project Charter

Project Title

Project Scope / Description

Project Owner

Business Unit / Department

Internal Stakeholders

Comments / Resources

Project Leader

Start Date End Date

Business Opportunity

Incremental / Disruptive IP Potential

Cost Center PEP/ MIP

External partners

Key milestones / Deliverables
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Scoping & Feasibility: descript. & key questions

Deliverables:

Develop and assess economically and technically feasible alternatives, Solution Fit | MVP & PoC Results |
Competitive & Ecosystem Mapping |

FI‘C]I’]S|CItII’lg the business opportunity into a conceptjustlfylng.tl'.\e . 5 stinalbilioyg, 12, e Regullets w |
investments into full development, and subsequent commercialization Preliminary Financials

Description:

Scoping &
Feasibility

phase

*  What is the target market, why is it attractive and who are our competitors?

Market * How has the proposed Value Proposition of been validated with the target
customer?
*  What is the Unique Selling Proposition (USP)? Has it been validated?
Oﬁering *  What is our Value Proposition & why will the customer choose us over the

competition?

*  What is the required investment (Capex)?
*  How will it make money?
*  What are the Critical Assumptions and the Net Present Value (NPV)?

Business Case

*  What is the full scope of the project?
*  What are the project risks?

Project Management
*  Were they eliminated or can they be mitigated?
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Disclosure form: Intellectual Property

INVENTION DISCLOSURE FORM

Date of Submission:

TITLE OF INVENTION (o short

of the invention.)

25 Of The Preferrad
Discussion of other modes of practice of the invention.

(if any):

4.

DATES OF CONCEPTION & PUBLIC DISCLOSURE picase defer publication if you think that you may hove patentoble
subject matter. Public disclosure of on inventian before filing o patent apphication will render the invention not patentable in mast countries.

Date of documented conceplion of
invention:

7. SOFTWARE DEVELOPMENT (if your invention involves or includes saftwore, please answer the following questions. €ise, you may
skip this section.)

. DESCRIPTION OF THE INVENTION
Please uote
A, The purpose of yoir description i 10 enabie a person with sinikar sKils ia yourr fied 10 be able to make and use lhe invention yor
descri
B Please da not withkold amy kev elements of the invention fvou are obliged to describe the hest way of making and using the invention
Km0 you at the time of submission)

2.6 References:

Please Iist literature references that most closely describe your invention.

List of references cited in this write-up.

Date of first public disclosure that describes invention, if any:

Anach copies of material if possible.

[Oves [No

Do you intend to disclose the invention publicly in the near future?

If yes, when and where?

Is the software standalone? If not, list associated software that is required for the invention to work.

2.1 Field Of The Invention:

A santence or brief paragraph identifying the general fieid of technology to which the Invention reiates and keywords that will help
define_publication and patent searches.

3. SOURCES OF SUPPORT AND GRANT RELATING TO INVENTION pleose identify off outside ogencies, arganizations,
or companies thot provided funding to the researeh that led to the esnception of the iaventian. Obligations of the research spansarls) will

have to be met if patent protection and/or icensing of the technol
ntion r

entered inta

logy s pursued Please aiso disciose ony Other contractual Obigations
reseorch cantracts erc.

Has this invention been reduced to practice? Oyes [

Source(s) of Funding

2.2 Summary of the Invention:
A brief, ph (simiar fo the

context.

scintific the {(5) of the invention with some background

Sponsor Name:

‘Grant Ref No.

Title of Project Funded:

Collaborators (if any):

Was there a formal agreement signed? [T¥es [INo
Have University resources or faciliies

been used? [Jves CINo

If yes what university(ies).

Sponsor Nama:
Grant Ref No.

Title of Project Funded:

Collaborators (if any):

Was there a formal agreement signed? [Jves [JNo
Have University resourcas or facilities

been used? [Jves [INo

If yes what university(ies):

2.3 Briof Description Of The Drawings (if any):
Listing of the capfions of esch drawing or figure relevant to the invention that you have sttsched to this invention disclosure.

2.4 Detailed Description Of The Preferred Embodiments:
A the invention inchuding background. preferred of practice of the invention e.g. basic nature o structure
of invention, how i works wih reference fo relevant aitached drawings efc. (This can be @ separate attachment).

() What problem(s) the invention sclves and acvantsges over existing methods, devices or matenials?

(i) What are the possibie specific industrial appications?

{iv) Does your invention possess any disadvantages or fimitations? Gan they be overcome? What are the competing ways to soive
the same problems)?

Sponsor Name:

Grant Ref No.

Title of Project Funded:

Collaborators (if any):

Was there a formal agreement signed? [T¥es [INo
Have University resources or facilities

been used? [J¥es [JNo

If yes what university(ies).

Sponsor Name:
Grant Ref No

Title of Project Funded:

Collaboraters (if any):

Was there a formal agreement signed? [JYes [INo
Have University resources o faciliies

been used? [J¥es [JNe

If yes what university(ies):

Sponsor Name:

Grant Ref No.

Title of Project Funded:

Collaborators (if any):

Was there a formal agreement signed? [JYes [INe
Have Universily resources or faclliies

bean used? [Ives [INo

If yes what university(ies}.

Sponsor Name:
Grant Ref No.

Title of Project Funded:

Collaborators (i any):

Was there a formal agreement signed? [Jves [JNo
Have University resources o facilites

been used? [ves CINo

If yes what university(ies):

Please indicate the status and intention for your invention. (You may E more than one box)

[ Project ngoing [ Looking for callaborators for further R&D [ For information only

O Project ended [ Ready for Commercialization O Application to file a patent

[0 Further R&D [ Others {please specify) -

What language Is the software developed in and what platforms is it designed for delivery on? List the minimum
hardware specifications required.

CONTRACTUAL OBLIGATIONS: (research Coilaborations Agreements, Material Transfer Agreements et |

(i) Title of Collaboration
(il) Reference Number:
{iiiy Name of Collaborator or Provider of Material:

{iv) Relevant Details of Collaboration or Material

BSD, GPL. Apache, eic.) or from any other

Was any of the source code obtained under an open source license (e.
source? [Jres [

If yes,
a) Please provide a list of the sources:

b) Explain how the sources listed above have been used in the invention.

COMMERCIALISATION Piease identify any potential licensees or collaborators interested in the invention.

‘Are there any third party rights associated with the invention of the software? List grants or contracts if any, with third
parties.

List companies or organizations, I any, that could be interesied in using this invention_

Do you have plans to spin off a company based on your invention?

OYes [OMo

Is the software an improvement of existing software? Has a license been obtained on the existing software? Provide
details.

Would you be willing to participate in the marketing of this invention by
explaining it ta potential commercial pariners?

Oves [no

Is the software a proof-of-concept, a demonstration, prototype or fully functional end user version?




Disclosure form: Intellectual Property

| / We* hereby declare to the best of my / our® knowledge the information provided in this invention disclosure form

are true and correct.

Co-Inventor 2

Title: CIMr CIMs [CIDr CJAsst Prof [JAssoc Prof [JProf *

Primary Contact Inventor

Title: [OMr [OMs [JDr [JAsst Prof [JAssoc Prof [JProf *

Family Name:

Given Names: Citizenship:

Family Name:

Given Names: Citizenship:

Univarsity Position:

OFaculty OPest-Dac
DUndargrad uate Student
[OTechnician

[Research Scientist
OGraduate Student
Cother;

Staff ID or Student No.-

University Position:

DFac,uIly DPUEI-DDC DResaarch
Scientist

[Oundergraduate Student  [JGraduate Student
[Technician Cother:

Staff 1D or Student ID No.:

Faculty/Departrment/Institution:

Tel. No. Offica:
Lab:

Mobile:

Fan:

Faculty/Department/Institution:

Tel. No. Office:
Lab:

Mobile:

Fax:

Mailing Address:

Home Address (if different):

Mailing Address:

Home Address (if different ):

Email:

Email:

Signature & Date:

Signature & Date:

Co-Inventor 3

Title: (wr [IMs [JDr [JAsst Prof [JAssoc Prof [JProf *

Co-Inventor 1

Title: [Onr [OMs [Jor [JAsst Prof [JAssoc Prof [JProf *

Family Name:

Given Names: Citizenship:

Family Name:

Given Names: Citizenship:

Univarsity Position:
OFacutty [rost-Doc
Oundergraduate Student
OTechnician

[JResearch Scientist
Otraduate Student
Olother:

Staff ID or Student ID No.:

University Position:

DFac,uIly [JPost-Doc OResearch
Scientist

Oundergraduate Student OGraduate Student
[CTechnician Cother:

Staff 1D or Student ID No.:

Faculty/Department/institution:

Tel. No. Office:
Lab:

Mobile:

Fan:

Faculty/Department/Institution:

Tel. No. Office:
Lab:

Mobile:

Fax:

Mailing Address:

Home Address (if different):

Mailing Address:

Home Address (if different):

Email:

Email:

Signature & Date:

Signature & Date:

NE: *Fleae aliach pages as required for additional inventors
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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://elicit.com

https://www.perplexity.ai


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/
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Develop & Validation: descript. & key questions

Deliverables:

Description:
Develop & Develop concept &§ MVP, test with target customers to learn about the Validated "Product Market Fit | Validated
Offering & Biz Model | Pilot Results

Validation winning features, turning them into real innovative solutions with desired 2 -
.. . . - Sustainability, IP, and Regulatory | Go
phase performance in line with customer expectations and at acceptable cost to Market Strategy & V€ Analysis [ Key
and price levels, Deep analysis of Value Chain & Go to Market strategy Sl

*  What is the customer feedback regarding the developed / prototyped Value

Market Proposition? Is the MVP validated?
* Did the Target Market undergo significant changes?
* Has the developed USP (Unique Selling Proposition) been validated?
Oﬁering * Is our offering likely to win in the market vs. competitive next best alternatives?

*  What is the final Value Proposition and (value-based) price?

* Are we able to meet the cost, price targets?
* Are the Sales, Margins, IRR and NPV still attractive?

Business Case
* Has the variability of key assumptions been reduced and their prospect improved

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

Project Management
* Has a Risk Assessment been completed?
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Market Entry: descript. & key questions

Description: ) ) ) Deliverables:
Market Entry Handover project to the New Ventures team fonj market |ntrod'uct|on and Commercialization & Launch Plan
phase launch; Implement Go to Market Plan, forge alliances and define contracts |Commercial contracts along V.C | Market
and relationships along Value Chain; Refine Business Model based on Launch & Scale-up KPIs | Offering
Market feedback and prepare scale-up Registration

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

Market * Have sales resources been mobilized?
* Are commercial contracts along the VC * ready?
* Has the offering addressed the true Customer Unmet Need (better than the next
Offering best alternative)?

Is the Technical Documentation complete to support commercialization activities?

* Have the Business Model been properly validated?
* Have all required partnerships (e.g. suppliers, peers, distributors, etc.) been
secured?

Business Case

* 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?

Project Management
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Scale-up: descript. & key questions

Description:

Scale-up Scale organization and systems, introduce new markets or customer Lilivere s es
segments, define clear process & responsibilities for maximum delivery and Seele-up Plem | Seale-up [Pl | Lescons
Phase 9 ! P P 4 Learned | Corrective Actions
speed
* Isthere a clear scale-up plan, with required resources committed to make it
Market happen?
* Have sufficient sales resources been mobilized to launch & scale-up fast?
* Has the launch validated that the offering addresses the true Customer Unmet

Oﬁering Need (better than the next best alternative)?

* Can the offering be supplied economically at scale?

*  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?

Business Case

* Has a proper lessons learned assessment been completed 6-12 months after
launch?

Project Management
* Are the key lessons learned and corresponding corrective actions recorded?




essons learned

LESSONS LEARNED

Lessons Learned Document

Project Acronym

Project Name

Project Responsible

Date (dd/mm/yyyy)

The purpose of this document is to share the knowledge the project team has gained from its

execution, so that the entire organization can benefit from it.

An effective program of lessons learned will help future project teams to:
= Repeat desirable results
= Avoid non-desirable results and redundant work

Discussion of main results of the project

A. List the biggest achievements of the project

Description Factors that promoted this success

B. List of the biggest failures of the project

Description Impact on the project

C. Generated Knowledge

Description

LESSONS LEARNED

Discussion of main results of the project

D. List of areas for improvement

E. Others comments and recommendations

Please describe by which means the generated knowledge is to be managed (ex.: knowledge

dissemination by email, meetings, etc.)

Knowledge Management

Main actions
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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/
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Lessons learned >

Success is all about what

you define you want to

X on Demand

Project Overview

measure

PoC started in August PoC at a Glance

Pilot started in August in Loulé municipality for .1 week, proceeded to

Cascais for 2 weeks and then took advantage of three selected e-
mobility events 17 219 68

Pop-up solution in selected locations in Algarve (Quinta do Lago, Praia . .
do Ancdo and Quarteira) and Cascais (Marina de Cascais, Casino Estoril Total charges made Answers to the survey’ News, including three
praia de Carcavelos, praia de 5do Pedro and parking area of Cidadela) written press

Provided free EV charging during approximately three hours every day

Addvaelt provided the technology (proprietary and tested last year at

Galp)

Nissan provided the EV that transported the trailer w/the battery (the o o

trailer was made specific for this action and to match the look & feel) 35.4 kWh 17 /o 71 /0

Two promoters/operators, merchandising and logistics ensured by Galp Energy delivered WH“F\g to use the service Wi”iﬂg to pay ‘FOI’ the

&Uwe!bank I.)Uaedh on AC chorgiting u;)d with limited LIWU;‘Qii')g power regul@rly ([]t least once a service (Gnd c.65% of

attery able to charge a total of 153 km, ie, ¢.8 sessions of 15 minutes.

Each session enabled client to trovel at most 20-30 km) month) these to pay €5 or more)

Timeline
Aug.19 Apr.20 - May20 May20 - Jun.20 Jun.20 Jul.20 Jul.20 Aug.20 Sep.20 Oct.20 Oct.20 Fev.21

IIOIIIWIIIIIIIOIIIIIIII
Technology Scope Feasibility Legal Framework Partner Pilot Pilot Events Pilot Lessons Scale-up

Test Definition Study Analysis Selection Preparation Kick-off Roadshow Results Learned Decision galp@



Key Takeaways

¢ Innovation starts with identifying a need or opportunity in
the market

¥ Define what sucess looks like from the very begging

¥ Assess the technical, financial, and commercial viability
before committing resources

< Define clear goals, timelines, and deliverables for the
project

¥ To get agility you need to continuously evaluate progress
against goals to ensure the project stays on track

/ Prepare for the market launch with a focus on marketing
and distribution strategies

 Write & share in all phases (especially when you fail)
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KEY MANAGEMENT
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Highly Curated Reading List

Because you can't read everything all at once

jmanaging
research,
| development,
and iNNovation

A well-rounded resource
on the complexities of
managing R&D processes
within organizations

FIWILEY

Effective
Project
Management

Traditional, Agile, Extreme

nnnnnnnnnnnn

.....

This book addresses various
project management
methodologies that can be
applied to R&D projects

This book is focuses on the
execution of innovation,
which is a critical aspect of
R&D project management
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INNOVATION
PROJECT

MANAGEMENT

0JECTS

HITACHI 220 §f¢  PHILIPS
s ‘o REproL  GEA T
s i e HYPE @
Medtrot & " e !_'_l_;PLE_I_A_ENT
@ iteaseale —— nawmore @l mousmiens
Naviair - Deloitte. a ,),q%% o

WILEY

This book provides tools
and case studies specifically
tailored for managing
innovation projects
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