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Op universities are a breeding ground for fostering

entrepreneurial talent, in Portugal and abroad.

Ecosystem Value of startups founded
by alumni founders*
Combined enterprise value (2022)

Universidade de Lisboa Instituto Superior Técnico €138

Universidade Nova de Lisboa €12.9B

Universidade Catdlica €1B
Portuguesa

Selected Lisbon Universities and
their alumni startups

Universidade de Lisboa Universidade Nova de Lisboa
sensel J Apfoide © outsystems
”~ m Unbabel /A
4 CODACY :talkdesk UPHILL
200+ alumni startups 190+ alumni startups
view online »

view online »

Universidade Catdlica
coverflex GOPARITY

O LOQR Eplanet

180+ alumni startups

view online »

Source: Dealroom.co. *Analysis includes 370 startups founded by alumni founders, in Lisbon and abroad. Includes all universities faculties and business schools.
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PRODUCTIZED
MAKE VISIBLE




PRODUCTIZED is a one-stop-shop innovation consulting
company that helps organizations bring product and service

Ideas come to life by providing mentors, experts, lab facilities
and a network within the best world hubs.
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solving

Problem

PRODUCTIZED
ORGANIZES
EUROPE S
BEST PRODUCT
CONFERENCE




PRODUCTIZED
CONFERENCE

BRINGS
WORLD
CLASS
SPEAKERS

VP PRODUCT

-

@joshu ~mauldin
PIVOTAL LABS

PRODULT DESIGN.

;
/

@sarahdoody

UX FORMULA
UX DESIGN


https://twitter.com/gibsonbiddle
https://twitter.com/bombeztic
https://twitter.com/joshuamauldin
https://twitter.com/sarahdoody

PRODUCTIZED
CONFERENCE
ATTENDEES ARE

FROM
LEADING
COMPANIES

accenture. BCG E5 | - (Q\ airbnb

D

Bookmg.com Mercedes-Benz @ PEPSICO

GOODFYEAR.  (Qmotorola O Lufthansa



‘At Prod uctlzed we seek to contrlbute to the
relationship between people and their
organizations to build better products.
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METHODOLOGIES USED IN THE
PRODUCTIZED CONSULTANCIES

Future Thinking

“The best way to predict the future is to design it”
Buckminster Fuller

Forecasting is a process of making statements about events whose actual
results have not yet been observed. It is based on quantitative and qualitative
data - expert opinions, economic and sectoral data, among others, containing
a certain degree of uncertainty.

STEEP is an acronym for Social, Technological, Economical, Environmental and
Political. It is a method to analyze the macroeconomic environment of the
company, in order to determine which the main factors can influence its
performance.




METHODOLOGIES USED IN THE
PRODUCTIZED CONSULTANCIES

Design Thinking: Human Centered Design

“Design thinking is a human-centered approach to innovation that draws from the
designer’s toolkit to integrate the needs of people, the possibilities of technology,

and the requirements for business success.”
Tim Brown, IDEO president

Design Thinking is a process and a set of tools, with the aim of generating
disruptive solutions.

The reason why the process is called “Human Centred Design®, is due to the
fact that it focuses all its phases on the people for whom we are designing the
solution.




JAKE KNAPP

WITH JOHN ZERATSKY & BRADEN XOwITZ
: COOGIE YENTURE

METHODOLOGIES USED IN THE
PRODUCTIZED CONSULTANCIES

Design Sprint

“It's like fast-forwarding into the future, so you can see how customers react before you spend
all the time and expense of building a real product.”
Jake Knapp, Author of DESIGN SPRINT

Design Sprints are a proven, repeatable process for rapidly solving big
challenges, creating new products or services, or improving existing ones.
It compresses months of work into just a few days.

Design Sprints help validate your new service or product idea quickly and

effectively so you can focus on giving your customers what they truly want.
Build

Idea a/-\ ©® Launch

Learn
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METHODOLOGIES USED IN THE
PRODUCTIZED CONSULTANCIES

Customer Development

“The company that consistently makes and implements decisions rapidly gains a tremendous,
often decisive, competitive advantage. Get out of the building”

Steve Blank, a Silicon Valley serial-entrepreneur

Steve Blank identified that successful Startups achieved success because they
were able to find Product / Market Fit, pivoting from their initial proposal.

Customer Development is an iterative process that starts from the premise that
“the facts are out of the office” and that the entrepreneur should seek them as

soon as possible to validate his hypotheses in the market.

Execution

Iteration

Cystomer Customer & Customer @[ Company
Discovery o Validation Creation © Building
Turn hypotheses Identify scalable
into facts and repeatable

sales model
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Water efficiency for Adene

A people-centered research and a design
sprint to co-create a new water efficiency
promotion program for buildings in Portugal,
conducted in collaboration with public and
private institutions for Adene. We contributed
by uncovering insights, co-creating solutions,
and implementing the MVP for the new
program.

Product Created:
aguamais.pt




Transport for vulnerable
communities by the

HiReach is a Horizon 2020 project funded by the
EU, focused on developing new tools and
business models to enhance accessibility for
disadvantaged areas and communities across 9
European countries.

In Brussels, a generative session was conducted
to map problems, design journeys, and identify
opportunities for mobility improvements and new
services for vulnerable populations. The workshop
brought together over 50 individuals from various
business sectors representing 9 European
countries.




Rethinking urban mobility
in Chopinzinho

By the people, for the people. This is how we
engaged over 40 individuals with diverse
interests in co-creating new urban mobility
solutions for the city of Chopinzinho, Brazil.

We delivered a sustainable and strategic plan to
guide Chopinzinho throughout its
implementation journey for urban mobility.

URBAN MOBILITY OF

CHOPINZINHO
WORKER
MOBILITY REDUCED
BUSINESS PEOPLE
STORES
ARCHITECT SUPPLIERS
FARMERS ELDERLY
SECRETARIES ENGINEER
FAMILY
TRANSPORTS

MARKETING  ¢yry INSTITUTIONS
COUNCIL MAYOR

TRADE CONSUMER
YOUNG

INFOGRAFICO
PLANO PRELIMINAR DE OFICINA DE

URBANISMO TATICO

PARA CHOPINZINHO - PR

DEFICOES PARTICPATVAS PARA A AVENIDA
Lovve 05

EXECUGAO
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We assisted a global fitness brand in

establishing a relevant and innovative servic . ==+ ‘MAINTAINING’ CRUCIAL
9 ® 1 TO A SEAMLESS GYM

journey strategy, along with a digital website Flar S EXPERIENCE.
Many of the negative experiences we heard were linked

experience using service design and Horly ek il dicos; Chasine roome were S6en o

one of the most important and key deciding factors to

|nterO Ct|on deS|g N methOdOlog |eS - btn choosing GY. Payments & expired medical certifications

are also a constant pain-point with members whose
payment hasn't gone through forced to go to reception to
complete a payment, or unable to access the gym
because they forgot to renew.

FACTS: RECOMMENDATIONS:

+ VA siidos have shown that the changing + Extond anine booking fo ather bookaia gym
#o0ms ave ewed a3 important (8.5%) but foares (e the solarum
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The 1st full digital program ot
from Universidade Catolica
Portuguesa (UCP)

Digital Product Management Program

The Digital Product Management online course
was designed together with CATOLICA-LISBON,
TECNICO+ and PRODUCTIZED with the objective
of providing a complete view of digital product
management, through learning and practical
experience of a proven framework for
managing the development of innovative
digital products.

The course equips their trainees with the tools
to create products at the right timing, with a
customer-centric approach, by solving real
problems and experimenting with new ideas.
This course integrates the specialty of each of
the organisations, presenting the digital and
technological skills combined with the strategic
and management aspects necessary to
promote innovation and for the success of the
development, launch and management of
new digital products.




CORPORATE SOCIAL STARTUP
INNOVATION INNOVATION EVENTS

zalando




PRODUCT
CONFERENCES

HiReach ACCELERATION

(Portugal, Belgium, Austria)

UNIVERSITY
INNOVATION




SOME OF THE TOOLS USED IN
PRODUCTIZED CONSULTANCIES
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Jobs to be Done Breakdown

Main Job

to be Done

Related Jobs
to be Done

Functnonal Emotional Functlonal Emotional
Aspect: Aspects Aspects

Personal Social Personal Social
Dimenston Dimenslon Dimension Dimeosoon

=

Jobs to be Done
Breakdown

Personas

THE CUSTOMER_JOB_TO_BE_DONE CANVAS .~

e [SIOO)]

Jobs to be Done Canvas
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anyway?

Let’s start with the basics







PM mission Is to
discover and build
a product that is
valuable, usable
and feasible.
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- Marty Cagan




é{ The Product
value is In
what gets used,
not what gets
buillt.

- Melissa Perri - Zpty €
oz




| You ave
heve

Business



A better version of it

building the
thing fast

|

BUSINESS

building the
right thing

building the
thing right

TECHNOLOGY



This isn't what your business makes

Person who's a Your product
potential customer

This is

Awesome person
who can do rad shit!




Outputs # Outcomes

This is why a
“product” is
valuable to




Outputs # Outcomes

The product
lives here

Business
outcomes

Customer
outcomes




EXPLORE
UNDERSTAND &

DEFINE

SKETCH

DECIDE PROTOTYPE VALIDATE

TRACTION & ScALE

BUILD THE RIGHT PRODUCT . BUILD THE PRODUCT RIGHT . BUILD THE BUSINESS RIGHT

\ Iy
- Cofidis



Events are productized experiences

Sales

Introduction Growth Maturity Decline



What does a PM need
to be great at?
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PROBLEM DEFINTION

PROBLEM

W, SOLUTION

RESEARCH ¥ DESIGN

® piscover EXPLORE ® || DEVELOP
DEFINEY . i

Solutions that Work
& Receive Feedback

Insight into
the Problem

Scope down Potential
the Focus Solutions




Priority

= :::‘E

Idea name

Two Factor Authentication

5 pieces of feedback

Apple Pay Integration

10 pieces of feedback

Reskin Shopping Cart
3 pieces of feedback

Guest Checkout Improvement

7 pieces of feedback

Auth

Integration

Ul Refresh

Ux

ItiZa

10N

Reach

+ Positive Factor

72

66

Impact
+ Positive Factor

00000

00000

0000

Confidence
+ Positive Factor

D

75%

50%

Effort
- Negative Factor

0000

00000

0090000

00000

R..C.E
Score

135

a3

24

23




Product Discovery

Product Delivery

Alignment around next mission based
on previous learnings

Peak Certainty

Main scope shipped

Alignment

Refinement

QO TIM HERBIG

Holistic Product Management




Strong set of soft skills
Domain expertise
Balancing tactical and strategic work

Wearing many hats - and wearing them well!




I’'m sold!
Now, how do | put the PM hat?




Understand PM as a T-shaped professional

|

E

—
"[-shaped” Qeneralist "T-shaped”
Expert at one thing Capable in a lot of things Capable in a lot of things

but not expert in any and expert in one of them



Jack-of-all-trades, master of some

Width of knowledge

B :.‘_: :.
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, Depth of knowledge

Inspired by Brian Balfour @bbalfour



1

Super Mario is right:

to grow we have to
focus on growing

our product, based
on our users first.

Every PM is
unique! And you
shape it your
way.

You can do it!
Start your PM
career now!




CONTINUOUS
DISCOVERY

HABITS

/" Discover Products That Create
Customer Value and Business Value

New Mindset

for Innovating TERESA TORRES

Smarter

& https://oroductized.medium.com/ <

THE
LEAN
PRODVCT

PLAYBOOK

MINIMUM VIABLE PRODUCTS AND
RAPID cuSTOMER FEEDBACK

WILEY

R —— R W— =

:{‘J;‘ }\I'T -

P Y o) AN A

HOW 1O
CREATE
TECH
PRODUCTS
CUSTOMERS
LOVE

PRODUCT-LED

GROWTH

How to Build a Product
That Sells itself



https://productized.medium.com/




" Time to practice...

= 2 white sheets or notebook + . 1 pen/pencil




André Marquet @amarquet - Tm

you’re tasked with making a better cloth tag system (physical and/or digital)
from scratch (the ones you rip once you get home)

¢

what’s your first move?




PROBLEM DEFINTION

PROBLEM "\, SOLUTION

RESEARCH DESIGN

® piscover EXPLORE ® || DEVELOP ; DELIVER
DEFINE TEST  LISTEN

Solutions that Work
& Receive Feedback

Insight into
the Problem

Scope down Potential
the Focus Solutions



testions - Think aboute

Problems: Frami thing labels §

How often do you use clothing label?

When was the last time you used a clothing label?

Under what circumstances do you use the label?

What other solutions do you use similar to the clothing labels?
Why do you use/ read it?

How does it improve your life?

INn which ways it is better than other alternatives?

Where do you encounter most difficulties, and why?

What were top 3 problems: write them down.



Sketch what kind of solutions you could create to solve the top 3
problems your team has identified.
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Who wants to volunteer and show their
solution?

Demo time = Feedback time!
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So how do we measure

[

product success '




Metrics:

MRR or ARR

Growth Rate _
Net Revenue Retention

CAC

vyevev

Takeaways:

» All the benefits of recurring
revenue.

p Usually sold to businesses,
ideally on annual contracts.

F\\ Adobe Q)zoom 4 slack

vyVvev

stripe coinbase

Transactional

Metrics:

GTV

Net Revenue
User Retention
CAC

Takeaways:

Usually fintech and payments
businesses.

Best transactional businesses
have extremely consistent
revenue from high repeat
usage.

TWire

Metrics:

GMV

Net Revenue
Growth Rate
User Retention

Takeaways:

Hard to get off the ground due
to the chicken & egg problem.
When they work, often
become dominant winner-
take-all winners.

/Q\ airbnb %) DOORDASH Etsy




Metrics:

MRR or ARR
Growth Rate
User Retention
CAC

Yyevwvy

Takeaways:

» Recurring revenue is the most
valuable revenue.

» Usually sold to consumers,
often paying monthly.

amazon prime classpass NETFLIX

Bookings
Revenue
ACV
Pipeline

vVYeYY

Takeaways:

» Very few customers, much
larger deals ($100k+/year).

» The buyer is not always the
end user.

u\m/r;dr\y @ : |‘ ;’

vVVVYY

aws () twilio

Usage Based

Metrics:

Monthly Revenue
GrowthRate
Revenue Retention
Gross Margin

Takeaways:

Don't confuse usage-based
revenue with recurring
revenue.

Grow as your customers grow.

&) algolia




E-commerce

Metrics:

Monthly Revenue

Growth Rate

Gross Margin/Unit Economics
CAC

vyvvyvwvyy

Takeaways:

» Includes D2C brands and
Shopifty stores.

Need to be excellent at user
acquisition and operations/unit
eCconomiIcs.

Metrics:

User Retention
CPM or CPC

vyeYyYvYyYy

Takeaways:

» Customer is the advertiser, not
the end user.

» Need billions of impressions
each month.

facebook o @ reddit

Hardtech/Bio/
Moonshots

Metrics:

» Milestones
» Signed contracts
» LOIs

Takeaway:

» Often take yearsto getto alive
product because of technical
and/or regulatory risk.

@@ cruise

¥ BOOM




Questions?
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GETA CAREER CONSULTATION WITH
THE PM EXPERT

ANDRE MARQUET

BOOK YOUR TIME NOW




d PRODUCTIZED
MAKE VISIBLE

ANDRE MARQUET

CEO & Innovation Consultant

andre@productized.co
+351 918 757 720



