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Laboratory work 1
Topic: Startup Ecosystem: From Idea to Team.
Objective: To formulate one's own startup idea, analyze its potential, and determine one's own role in the future project.
Tasks:
1. Write an essay about a liked startup and its role in the ecosystem.
2. Fill out the form for presenting your own startup idea (8 points).
3. Formulate one "elevator pitch" (1-minute presentation) based on the completed form.
Course of Work:
The lesson begins with an understanding of the startup ecosystem as a set of interactions between innovative projects and investors, accelerators, universities, and government institutions. It is advisable to write an essay analyzing a specific startup precisely through the prism of these interconnections, which allows for an understanding of its development conditions. The main focus is on the structured formation of one's own idea. For this, a detailed form-cheat sheet is used, which sequentially leads from describing the idea and the problem to identifying the target audience, monetization model, necessary resources, and optimal team composition. The final stage is self-analysis: it is worth assessing one's own competencies (from technical to leadership) and determining a potential role in the project (founder, product manager, technical specialist, etc.). The result of the work is a clear idea framework, ready for further refinement and a short presentation.


Laboratory work 2
Topic: Team Formation and Defining Business Fundamentals.
Objective: To create an ideal team model for a startup and formulate its fundamental principles – vision, mission, and values.
Tasks:
1. Fill in the table with data about team members (real or hypothetical).
2. Clearly formulate the vision, mission, and values of the future startup.
Course of Work:
The work in the lesson is focused on building two key pillars of the project: the team and the ideology. At the first stage, a team model is formed, where it is important to consider not only personal qualities but also the complementarity of skills and roles (e.g., CEO, CTO, CMO). Filling out the table with faculties and groups additionally helps to assess the diversity of knowledge and approaches. Next, one should move on to developing the conceptual foundations of the startup. The vision should be formulated as an inspiring image of the future that the project seeks to create. The mission should specifically describe the activity, target audience, and method of achieving the vision. Values define the internal principles and rules that guide the team in decision-making. A clear distinction between these concepts and their written fixation is critically important for further coordinated work and the formation of corporate culture.


Laboratory work 3
Topic: In-Depth Problem Definition and Customer Empathy.
Objective: To diagnose the real problem of the target audience using research methods (interviews, empathy map) and assess the personal commitment of the team to solving it.
Tasks:
1. Compile a list of 15+ questions for interviews with potential customers.
2. Formulate the problem in the "How Might We..." (HMW) format.
3. Fill out an empathy map for the user persona.
4. Take a personal test for problem affinity (Product-Market-Problem Fit).
Course of Work:
The lesson is dedicated to in-depth customer research according to customer development principles. It is advisable to start by compiling a list of open-ended questions for interviews, focusing on studying user behavior, pains, and life context, rather than seeking approval for a ready-made idea. The obtained insights are then transformed into a constructive challenge by rephrasing the problem into the "How Might We..." (HMW) format, which triggers a creative search for solutions. To systematize observations, an empathy map is used, which structuredly reflects what the user sees, hears, says and does, as well as what they think and feel. This tool allows one to "get inside the head" of the client and identify hidden needs. The final part involves taking a personal test for each team member, assessing the level of interest, experience, and willingness to dedicate oneself to solving this particular problem. The test results are an important basis for the collective decision to continue working on the idea.


Laboratory work 4
Topic: Generation and Selection of Problem Solutions.
Objective: To generate a range of solutions for the chosen problem and select the three most promising ones for further analysis.
Tasks:
1. Conduct a brainstorming session and write down the 3 best solution ideas.
2. Describe in detail how each of these ideas solves the stated problem.
Course of Work:
Following the problem research phase, the stage of creative solution generation begins. It is recommended to conduct a brainstorming session, adhering to the basic rule of deferred judgment to ensure maximum quantity and variety of ideas. Techniques such as SCAMPER can be used to enhance creativity. After generating a broad list, it is necessary to move to the selection phase, choosing the three most promising ideas based on criteria such as originality, viability, monetization potential, and alignment with the team's competencies. Next, each of the selected ideas should be analyzed in detail, clearly and in writing describing the cause-and-effect chain: how exactly the proposed solution eliminates the specific customer pain identified in the previous stage. This exercise ensures that the idea is not an abstract concept but a purposeful tool for solving a problem, forming a shortlist of options for deeper research.


Laboratory work 5
Topic: Analysis of the Competitive Environment and Alternatives.
Objective: To study existing solutions in the market (direct and alternative) to justify the uniqueness of one's own product.
Tasks:
1. Fill in the table for analyzing alternatives, identifying their advantages and disadvantages.
Course of Work:
A key aspect of the lesson is analyzing the market context in which the product will exist. It is important to expand the concept of competition beyond direct analogs and focus on studying alternatives – all other ways the customer currently solves their problem. For this, a table is filled out where for each key alternative its advantages (why people choose it: habit, price, availability) and disadvantages (drawbacks, risks, usage difficulties) are defined. Such analysis allows for identifying "white spots" in the market – the disadvantages of existing methods that can be turned into competitive advantages for the new product. Thus, the uniqueness of the offering is justified not only by comparison with direct competitors but also by demonstrating how it combines the advantages and eliminates the disadvantages of all alternatives available to the customer.


Laboratory work 6
Topic: Customer Segmentation and Value Proposition Formation.
Objective: To create a detailed portrait of the target customer (B2C/B2B) and, based on it, fill out the value proposition canvas.
Tasks:
1. Create a B2C customer persona (demographics, psychographics).
2. Create a B2B customer persona (if needed).
3. Fill out the value proposition canvas, identifying jobs, pains, pain relievers, and products.
Course of Work:
The work is built around two interrelated tools: the customer persona and the value proposition canvas. First, a detailed B2C customer persona is created, transforming an abstract "audience" into a specific character with a name, age, interests, and pains. For the B2B segment, a typical client company is similarly described. Based on these portraits, the Osterwalder value proposition canvas is filled out. This involves a systematic description: customer jobs (what they are trying to achieve); pains (fears, risks, annoyances); pain relievers (how exactly the product alleviates these pains); gains (additional positive outcomes); and finally, products & services. Sequentially filling out the canvas ensures a logical connection between the customer's traits, their needs, and the specific features of the offering, forming a solid foundation for marketing communications and product development.


Laboratory work 7
Topic: Hypothesis Validation and Customer Research.
Objective: To formulate key risky assumptions about the business and plan their testing through customer interviews.
Tasks:
1. Formulate 5 key hypotheses regarding the startup (about the problem, customer, solution).
2. Plan and (hypothetically) conduct interviews to test these hypotheses.
3. Write down the insights (conclusions) obtained from each interview.
Course of Work:
The lesson is dedicated to the methodology of building a startup as a cycle of experiments. Initially, it is necessary to identify the 5 most important and riskiest hypotheses that underpin the business model (e.g., hypotheses about willingness to pay, the main pain point, or the effectiveness of a sales channel). Next, a testing plan is developed for each hypothesis, with customer interviews being the optimal tool, using questions prepared earlier. The key outcome of the interviews should be not individual facts, but insights – deep understandings about customer motivation, behavior, and unarticulated needs. It is precisely these insights that allow for confirming or refuting the initial assumptions and making adjustments to the product, target segment, or value proposition. Thus, the lesson develops the skill of an iterative approach, where each assumption is tested, and each conclusion leads to project improvement.


Laboratory work 8
Topic: Team Dynamics: Diagnosis and Management.
Objective: To analyze the team's development stage, identify internal problems, and propose ways to solve them.
Tasks:
1. Write a reflective essay on the current state of the team and its dynamics.
2. Identify the main challenges in communication and role distribution.
3. Propose concrete steps to improve teamwork.
Course of Work:
The work is focused on reflecting on the internal processes within the team. It is recommended to analyze the current stage of team development according to Tuckman's model (forming, storming, norming, performing), which helps to understand the nature of emerging difficulties. In written form, specific problems should be described, such as unclear distribution of responsibilities, ineffective communication, varying levels of engagement, or conflicts of interest. The second part of the essay should focus on finding practical solutions. It is worth proposing specific tools (applying Agile methodology with short stand-ups, using Trello or Asana for task management), changes in procedures (introducing regular reporting meetings, retrospectives), or measures to improve communication and clarify roles. The goal is to transform identified problems into an action plan for building a more cohesive and effective team.


Laboratory work 9
Topic: Minimum Viable Product (MVP) – Minimum Viable Product.
Objective: To determine the minimum set of product features sufficient for testing the key hypothesis in the market.
Tasks:
1. Formulate the MVP concept for your startup.
2. Clearly describe the basic functionality that should be in the MVP.
3. Determine which functionality should not be in the MVP.
Course of Work:
The essence of the lesson is applying the MVP principle to minimize risks and time to market. The first step is to determine one key hypothesis (most often, "Are customers ready to use our product to solve problem X?") that needs to be tested. Next, a list of features absolutely necessary for this test is formed. The answer to the question "What must be?" should be strict: only what directly demonstrates the core value. Concurrently, a list of "What must not be?" is compiled – second and third-priority features (admin panels, support for all platforms, additional settings) that should be deferred at the initial stage. It is important to view MVP not only as a simplified version of the product but also as a learning process that can include the use of landing pages, prototypes, or even manual customer service (Concierge MVP). The result is a clear plan for the first, minimal, yet sufficient step to launch and receive feedback.


Laboratory work 10
Topic: Market Potential Assessment and Competitive Analysis.
Objective: To calculate the potential market size (TAM, SAM, SOM) and conduct a detailed competitor analysis.
Tasks:
1. Perform market calculations: TAM (Total Addressable Market), SAM (Serviceable Available Market), SOM (Serviceable Obtainable Market).
2. Fill out the competitor analysis table based on 5 key characteristics.
3. Identify direct and indirect competitors.
Course of Work:
The lesson combines quantitative and qualitative assessment of market prospects. At the first stage, calculations are made to determine the scale of opportunity: TAM (the entire potential market), SAM (the portion of TAM accessible given geography and segment), and SOM (the realistic share of SAM that can be captured at the start considering competition and own capabilities). These metrics help justify growth potential. Concurrently, qualitative competitive analysis is conducted. 3-5 direct competitors are identified, after which 5 unique characteristics of the future product are formulated. Filling out a comparative table ("+"/"-") visually demonstrates the competitive advantages and weaknesses of both one's own offering and market analogs. Finally, it is important to differentiate between direct competitors (those solving the same problem in a similar way) and indirect competitors (those offering a different way to solve the same problem or a similar way for a different problem), forming a comprehensive view of the market landscape.


Laboratory work 11
Topic: Marketing Mix (7Ps) for a Startup.
Objective: To develop a detailed marketing strategy for product launch using the 7Ps model.
Tasks:
1. Identify the main communication channels with the target audience.
2. Describe in detail all 7 elements of the marketing mix for your product/service.
Course of Work:
The goal of the lesson is the comprehensive planning of marketing activities based on the 7Ps model. It is advisable to start by analyzing the target audience's media consumption to select primary communication channels (e.g., social networks, forums, contextual advertising). Next, each element of the mix is developed in detail: Product (core product, brand, packaging), Price (pricing strategy, price level, payment terms), Place (distribution and sales channels), Promotion (promotion and communication tools), People (staff contacting the customer and their role), Process (the algorithm of receiving the service or product by the customer, experience optimization), and Physical Evidence (physical or digital artifacts confirming the provision of the service or purchase). Systematically filling out all points allows for aligning marketing efforts, ensuring communication unity, and considering the customer journey from the first contact to receiving value.


Laboratory work 12
Topic: Financial Aspects of a Startup: Investors and Communication.
Objective: To identify potential funding sources and learn to compose an effective investor letter.
Tasks:
1. Compile a list of 5 potential investors (funds, business angels, grant programs) relevant to the project.
2. Write a sample letter (email) to a potential investor.
Course of Work:
The lesson focuses on finding resources for scaling the project. At the first stage, research is conducted on the investment landscape to compile a target list of potential investors. Selection criteria should include: alignment with the investment sector (e.g., EdTech, GreenTech), the stage at which the fund or angel typically invests (pre-seed, seed), and geographic specialization. The second stage is the development of a key communication tool – the investor letter. The letter should concisely contain the following elements: an attention-grabbing subject line; a brief introduction of the team and its expertise; a clear description of the problem and its scale; a presentation of the solution and its uniqueness; a description of the progress achieved (traction); a specific ask (investment amount and goals for its use); and links to additional materials (pitch deck, financial model). Developing these skills allows for effectively engaging with the investment community and presenting the project.
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