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Making the most of the webcast

Ask Questions
(via the Q&A box )

Share with your

colleagues
(available on Demand)

Start Group
chat

Group Chat

Download
resources

Available Resources
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CPE (NAS BA) Sign up for available CEU

credits

v' Click the link in the CEU Request Widget to sign up for credit E m

v’ Stay online for the entire webcast

v" Click ‘ok’ for 3 popups that occur during the program

v’ Credit available for participation in live webcast only
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Panelists:

Sean Sheppard
Managing Partner
U+

Bio

John Metselaar

(Moderator)

Co-Leader Innovation & Digital Transformation
Institute

The Conference Board

Bio
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https://www.conference-board.org/bio/john-metselaar
https://www.conference-board.org/bio/john-metselaar
https://www.conference-board.org/bio/sean-sheppard

What we learned
from building 90+
ventures



Sean Sheppard

Speaker, Product-Market Fit expert, 3
Silicon Valley exits, invested in 140+
startups across 3 VC funds.

Speaker introduction



U+

Over $1B in new value
90+ ideas now a reality

Our Results

/ . * o OE= SOCIETE J!
uljm = & | - =] \\ =
@ SwissRe B VW sodexo eon (hxls GENERALE | JH3
BRIDGESTONE KBC RBC ALDAR
Automotive | Usage based insurance with in- Energy | Industry 4.0 service backbone in energy Food | Bubble tea ordering app Publishing | Revamp of architecture of the largest
app driver metrics Energy | Smart home app Insurtech | Complete stack revamp for an publisher in its field in the world
Automotive | Self-driving car based fleet management Fintech | Loan for anything you find online with just insurance company Publishing [ Building a Wordpress driven mobile
experience
software an URL Insurtech | All insurance documents in one app D - -
Automotive | P2P car sharing Fintech | P2P lending platform Insurtech | Small item insurance completely online Real Estate | Vertically integrated real EStat_e
- - platform — from search to paying
Automotive Fintech Insurtech
rent
Automotive Fintech
Insurtec Real Estate
Automotive Fintech nsurtech

See 65+ case studies online



https://u.plus/work/

U+ Why we do what we do

Innovation is the
most Important
way to grow and SR SO

iterate with intelligence to optimize

protect market o e
Share1 y yet a%o ‘ Experienced and dedicated, stage-

relevant teams

95% of it fails?. - tton

Quickly,
Quietly,
Capital Efficiently




U+ How we do it

I rUth We reverse-engineer the needs of

the users to understand the truth in

Learning e user

We learn from that truth to iterate
the product. We do this together so

n mEgn that your organization can transform
Profitability &
|
[ransformation v
culture through learning. Digitally.



U+

Stage-relevant Teams

New Venture Development Process

PRODUCT MARKET

. DESIGN

. TECH

Ideation/

IP Prioritization
Timing: 1 month

Ideation or IP Prioritization
including potential use
cases

Validation
Timing: 1 month

Initial idea validation and
market testing

MVP target markets

Market Testing

Timing: 2 months

Strategy for taking the
MVP to market

Channel testing

Tech Build

Timing: ~3 months

Specification and build of
the MVP

Product definition

Scaling

Timing: variable

Launching with the early
customers and scaling
operations

(geographic) for rapid Pricing sensitivity MVP specification Early customer feedback
- adoption @® Brand and —> MVP scoping —> gathering
Deflnltlonlof_ ' Initial GTM proposition / communications @ Ul design for target B Future tech roadmap
commercialization goals duct ] Marketing campaigns
IP Inventory & produc Wireframe prototype of group and market 9 paig
[Inventory Target users the MVP scope to test | Information Architecture Customer acquisition
Prioritization - . B AWS infrastructure and ;
. @ Product positioning with users DevOps setu Customer onboarding
Rank based on highest ) ) . vOps setup P
. High-level user stories Iteration of prototypes M Buildout in agile mode optimization
revenue potential vs. i based on feedback Customer support
likelihood of winning Legal requirements ased on teedback PP
Microsite smoke testing Ecosystem buildout
Proof of Market Launch Proof of Scale
[ J [ J




U+

High Level Timeline

Month 1

CONCEPT SPRINT
Problem Space
Exploration

STUDIO SETUP
Overall
Structure

Month 2 Month 3

CONCEPT SPRINT

Opportunity

List Creation
CONCEPT SPRINT
Concept
Creation

STUDIO SETUP
Hiring, Marketing
& Branding Strategy

Base Studio Operation, Concepts for
Validation ready

Portfolio Innovation Cycle

Month 4 Month 5 Month 6 Month 7 Month 8
CONCEPT SPRINT CONCEPT SPRINT
Problem Space Problem Space
Exploration Exploration
CONCEPT SPRINT CONCEPT SPRINT
Opportunity Opportunity
List Creation List Creation
CONCEPT SPRINT
Concept
Creation
Validation Market Testing Validation Market
Testing
b Product Build
(variable timing, targeting 3 months)
POC
([ J
First Opportunities Ready
to Enter Market

Month 9

CONCEPT SPRINT
Concept
Creation




U+ How we work with you

Minds, Set on e &

SRR SN
llaborati 4
Transparency Safe Space
Daily standups to identify and A place to experiment, learn from
We work in two week sprints with clear deliverables, solve potential issues right away. mistakes, and iterate quickly.
tasks, and objectives that are adjusted each sprint based
on results. Everything is transparently shared in
G Suite/Sharepoint, Git, JIRA, Slack/Teams.
. O ; :\':_“ "-:_‘;
We keep the following cadence:
— Daily standups (15 mins) — resolving blockers Accountable Leaders Connected Workspace
—  Weekly review (1 hour) — planning and review Collaboration and access to your Align all sides with Slack/Teams to

— Monthly SteerCo (1 hour) — progress reporting organization's internal resources. maximize efficiency.



Innovation
Execution
team
composition

CEO/Lead/

Business Role
Day-to-Day Business Ops

Typical cooperation set up

Commercialization

Lead
Growth Hacking, Main POC

p
Senior Delivery

Oversight

Knowledge Transfer

Product Lead

Product direction

Analyst

Research & Insights

.

ScrumMaster
Backlog creation
& prioritization

&

Ux

Customer Journeys
& Personas

Vs

Tech
Development,
DevOps & UAC

Client responsibilities

Sponsor/Investor communication

Legal/Compliance viability
Day-to-Day business operations
Marketing, Sales, Customer Care

U+ responsibilities

Marketing, Sales, Customer Care
Product Definition

Market analysis

Value proposition validation
Business model creation
Product roadmap creation
Backlog management

Product roadmap consulting
Technical solution creation
Technical arch. and system design
Technical Project Management
User Experience and user testing
User Acceptance Testing



U+ Diverse skill sets, Startup DNA

Digitally-native team
skill sets

PRODUCT

. TECH

. DESIGN

MARKET

Value proposition B React, Redux : Web/App design Resource Review
development B NodeJS, ExpressJS ® gg’go“]n%%meys Market Discovery
User testing W PHP, Python ® |ogo design Market Messagin

: B ElasticSearch ® \ireframing aging
Market testing (smoke tests) B Docker, CircleCl, ® Prototyping Instrumentation
GTM Strategy Terraform ® UX FFOCG?S,[. Initial Market Outreach
Product development [ | Mgig)ol_bgostgreSQL, implementation Pipeline Management
& testing B Serverless Strategic Opportunity
Prototype creation B Distributed & HA systems Framework

& testing
SCRUM

Growth Marketing



U+ Resolv — Case Studies

_~ARESOLN. LRIDGESTONE

Vehicles

B /IRESOL\A. Stay one step ahead of your o

BRIDGESTONE car maintenance needs

Choose from a variety of preventive maintenance packages
designed to help keep your car running safely. Starting at $20/mo

The future of
consumer car
maintenance

Resolv members enjoy reduced prices on vehicle
maintenance and a robust digital platform that
delivers a convenient car care experience.

Take the guesswork out of car maintenance

RESOLV takes care of your regular nance needs by connecting you with
certifi nics.

Get recommendations —




U+ Executive Summary — Resolv — Case Studies

Our Mission

— Successful agile delivery team transition from
Validate, build, commercialize and

scale a platform designed to deliver AWS Professional Services after the initial

highly convenient vehicle maintenance i
services leveraging Bridgestone's MVP build
brand and network of stores.

— 800+ Customers across the United States in

Our Approach
under two months after launch

We took over product development from
AWS PS, scaled the delivery team and
enabled country-wide growth. Grew a
platform designed to deliver highly

— Two Firestone stores running Resolv

convenient vehicle maintenance services — BU|Id|ng the web architecture enabling the
leveraging Bridgestone's brand and .

network of stores. We helped set up country wide grOWth of Resolv (1000s of
customer interviews and created a series

of microsites in order to test the many stores)

assumptions held internally about the . ] ]

market. — Scaling the agile delivery team based on

product demand
B S ARESOLV.

BRIDGESTONE



U+ Our Approach - Resolv — Case Studies

— The Objective: Through user research, market and competition research and
analysis, provide Bridgestone leaders with inputs for building out the business
During the Resolv project, U+ has taken and product roadmap
over the project and has been focusing

on pure agile product development. — Break down high-level Bridgestone team'’s vision into specific features,

customer flows and designs
The internal Bridgestone team took care

of marketing and customer-facing
activities during the Resolv project.

— Scan the market and the competition to come up with new product feature
ideas and iterations of existing features

— Apply customer centric design principles when designing the application user
experience

— Fast and iterative development approach to support product
commercialization efforts, including A/B testing of product communication and
visuals. Features delivered consist of:

— SEO

—  Resolv Performance Optimization

—  Customer License Plate Lookup

—  Tour around the App

—  Ability to add new stores without a release
—  Full Redesign (Website and App)

—  CFNA Integration

— Provide high-level of ownership when it comes to technical development,
problem solving and building synergies with other teams and suppliers



U+ Our Impact — Resolv — Case Studies

U-+ has not been directly responsible for — Forthe MVP.Iz?l.Jnch, we |der1t|f|ed target. audiences with .Iowest
the marketing efforts; however, we cost of acquisition and landing pages with most converting
believe that our development and market messaging. This was done through A/B testing ad campaigns

testing efforts directly contribute to the d diff t landi .
overachieved results. an rrerent lanaing page versions.

. : — We have led the redesign and development of the customer
Resolv is in 70 stores right now and has i o i
2264 subscriptions. This graph was facing application to enable scaling to more features and to

updated as of 10/3/2021 but shows the meet the best user experience standards.
growth over the months.

— We have refined, designed and implemented dozens of new

iy el s Targe features since the MVP launch, while conducting a full redesign
N I of the website. Main goal was to improve customer
l 0 ' engagement and increase the perceived value of the digital
I I I I i l ! product in addition to physical services, so that the customer
- ! d h=mEHEEEF would be willing to pay more.

= Sold (Actual §Sold (Adjusted) PSPD Actual  ==mPSPD Target

— We have been leading data integration efforts to connect
T 3 0 N Resolv customer application with the billing system data and

[# Sold (Adjusted) 0 5 7 17 79 47 53 83 88 105 158 n
PSPD Actual 0.10 0.07 0.74 0.91 0.7 0.4 0.59 0.39 0.31 0.27 0.2 0.26 : I' : d b h
the in store applications used by the team mates.

[soldpudget) | 1 | 5 | 27 | @ | 0 | 131 | 299 | s | s | 106 | 134 | 1673 |




Summary



U+ Programming Summary - Innovation Studio

. _ — Stage-relevant teams:
This process enables us to determine

whether and where a product fits in the corporations need people experienced in taking
market, create a learning organization to new ventures to market with the right stage—
continue iterations, and, ultimately, drive | t skill t

profitability. relevant sKill se

— Safe Space: build-measure-learn cycle needs to
happen safely without corporate processes
slowing it down

— Aligned & Accountable Stakeholders:
reporting expectations and market-level data is
key for keeping the stakeholders aligned

— Portfolio Approach to Innovation:
repeatable and scalable data-driven methodology
is important to predictably execute on innovation



U+ Get in touch

Let’s Build Together 7

PRAGUE “
TORONTO .

san ]

FRANCISCO
NASHVILLE
DUBAI
Sean Sheppard Jan Beranek
MANAGING PARTNER, AMERICAS GROUP CEO, FOUNDER

20 mins with Sean 20 mins with Jan



https://calendly.com/uplusjan/20-mins
https://calendly.com/uplussean/20-mins

