Incorporating Business Concepts into Your IDDS Curriculum

March 25, 2016

Video online here: https://www.youtube.com/watch?v=q5xVXzt0Wqk 

Photo of whiteboard from the session:
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Intro
· Please watch the organizer hangouts on design process here if you haven’t already.  This entire session presumes that you already watched those and understand what the design cycle and IDDS design process is.

· This session looks at why it’s important to incoporate business concepts into your curriculum (and pre-summit planning), what to incorporate at particular stages of the design cycle, and what are a few simple steps you could be doing now before the summit to prepare for success

· 3 Panelists on the line:

· Ben Linder – Olin ADE Professor and IDDS Instructor

· Molly Rubenstein – Innovation Center Manger with a background in sustainable enterprises

· Eric Reynolds – D-Lab Instructor and IDDS past organizer

1. Who are you and why is it so important to be considering business concepts in a design summit?  And why now?
Ben – I run a program at Olin on Affordable Design and Entrepreneurship.  It’s important that your summits curriculum matches your goals.  Sometimes we’ve seen a mismatch (ex. people have goals for business design and yet they have a product design curriculum).  

Eric  - Been working with MIT D-Lab Scale-Ups program on how to get more products to market.  If part of you goal is to get a physical product out to people, you might imagine getting a product out to people like process. It’s like being stuck in a crater – the direction you choose to get out of matters – via mountains or valley and easier path.  Understanding what direction to go so your road is smoother later.  To choose to avoid the mountains if you can.

Molly – Support Innovation Centers.  I agree with Ben and Eric and will add – the ability of the innovator themselves wanting to keep innovating.  Through your summit, they might discover something very compelling to them.  Could be disappointing to them if they realize they don’t have the tools to make it into a sustainable business for themselves.  Good to set the stage and make the story clear to them that there is business component that’s essential to making their product sutainable.

Sher – I think we’re all in agreement that IDDS values how we improve the livelihoods of people living in poverty.  What better way than if at the end of the summit we had an income generating activities that comes out of this.  We know this is a bit far fetched, might not happen and that’s ok – but if we can do our best to begin preparing you by even just by thinking of some of the basic concepts: what is the customer? What is the market like? We area already a step ahead of ourselves – so we’re not just developing cool stuff people might like, but actually creating things that people might actually buy or be able to make a small business out of it.
2. To you, what are some of the most essential concepts summit teams should be integrating at different stages of the design cycle (framing the problem, creation a solution, developing a product) and how? Esp. Considering all of these summits are design summits and most of them are 2 weeks.
Eric – We know that we can’t fit all of it into a summit.  We’ve tried and it didn’t work (  So we should have different summit with differnet goals (design or entreprenurship).  But there are pieces we can integrate.  “framing the problem section” we can frame the problem not just around real need, but market opportunity as well.  We can add in customer personas (includes demographic info, how they make purchasing decisions, what they value, etc.).  Hard at front, but helpful as you go.
Ben – Building off of what Eric said – the summit is a window into a process of development.  Not the whole process. We have to select what piece of the process and design cycle we want to focus on.  The bigger the window, the more time you have to have.  Likewise, we have to choose whether we focus deeply on feasibility, desirability, and viability.  In IDDS Lahore – we did customer discovery and customer personas before a summit, then we did some value proposition work, and then business modeling.  Value proposition – helps find if there are people that find it valuable enough to become a viable opportunity.  

Sher – where would your recommend value prop? 

Ben – Framing the problem – as we’re thinking about it, we’re thinking who has the problem?  At IDDS Lahore - they built relationships and did stakeholder interviews that consider the customer before the summit to give teams more time for engagement and creation.  

Molly – My comments are more overall.  There’s a part of the entrepreneurial process that is criteria: Identify the assumptions you’re making in whatever stage of process you’re in.  And then test the assumptions by putting them in front of your customers.  That’s difficult to step away from your own thinking and put it in from of them.  Ask the right questions to assess your customers desires.
Miguel – the process to get all this information.  Valuable to get all this information, but it’s also important to think how you’re going to get that info.  Important to creat connection.  You could have the best business model, but if you don’t have an energetic first client it can fail. How to get that information can be a way to see who is excited about your product (enough that they would put money and time behind the product).  When you work with different cultures – if you say “business” it would mean different things.  Good to think about what words help describe well for your context.  Ex. in brazil instead of saying “business” saying “how can we make this more sustainable”

Eric – you might not be able to do each of these as sessions, but you can simply fold these pieces into the cycle.  For example, asking questions in a slightly different way, talking to some different people, etc.  

Sher – these are all suggestions, you might not be able to do all these things.  Don’t feel pressured to do all of them.  But we have more resources for each piece if you want some on how to do this.  
3. Knowing the bandwidth of a volunteer organizing team, but also the value of understanding the customer before a summit – what are 2-3 basic things and organizing team could do now before the summit to prepare and scope their projects with the customer in mind?
Eric –  Take notes of everyone you speak with before the summit.  Keep those notes and pass them off to each team.  That could be the basis for customer personas for each team.  Have the customer loosely defined before the summit.  They can reiterate, but that way it gives participants a starting point. Ex. there’s a thresher product D-Lab’s worked on.  It’s being commercialized in Tanzania right now.  In the early problem framing, the problem was how can we use human power to thresh certain grains more efficiently (decrease time for people). That will lead to a particular solution.  Whereas if you frame the problem more broadly and include customer requirements, say, “how do we increase small-holder farmer income by changing their threshing process” that leads you to have possibility for more sustainable solutions than just human power grain thresher.  Thinking about the price point and throughput which are design requirements that will be different based on who the customer might be.
Molly -  a lot of these wouldn’t be things that need to be added on, but integrated.  For example, with the assumption testing – as you’re doing your community visit prep - just add it in to your OAT process, have it apart of your trying process (what are the things that would have to be true in order for this to work and is it possible than any of these are false?)

How do we set expectations that this is critical and integral part of th design process? Even finding videos that highlight the importance of the business story of successful product development and sharing that with participants to help set expectations.
Ben -  Set yourself up for success.  If you are doing entrepreurship – let the applicants know so they are not surprised when they arrive.   As for groundwork, one of the things done in Lahore was to have a continuity partner with the idea that they would actually commit money, time, and resources to the projects identified.  If you have partners before the summit, they are more likely to continue after the summit.  Be clear with participants and community partners about the process you’re taking people through and what resources are available to them afterwards. 
Molly -  Not in your best interest to stress business and entrepreneurship if you can’t provide them for them.  But if not, make sure to note where the “business stuff” fits in.  So they know that it does exist, it is next step.  

Miguel – Do homework on the product before hand.  You can let participants and DFs know what the projects are before hand so they can start doing research project before.  Because time and internet hard to do during the summit.  Can look into both design, what other models are out there, what the market 

Sher – Yes – great if DFs especially know what it is do research beforehand not just on the design, but also what the market is like, what other product are outhter, who is buying them, at one price.  You can check out databases like Appropedia, Technology Exchange Lab, etc. for more info on what already exists or has been tried before. 

Ben – Also – just wanted to make a note about Innovation Centers.  A good number of summits are tied to ICs and the goal is to build the network in that area.  If your goal is do more than just develop product, you might want to make sure that is either baked in your summit as well or make the time and space for that to be apart of your IC.  A vegetable is only as strong as the garden it comes from.  Your product needs to be cultivated to grow.  

Sher – We want to make sustainable change.  If you remember nothing else from this session – at least remember to think that there might be a customer out there and be thinking about what might be there in the area after the summit to support these projects.  

Other Resources We Recommend:

· For advice on how to do stakeholder interviews and problem framing with a customer point of view, check out this PDF: https://s3.amazonaws.com/TalkingtoHumans/Talking+to+Humans.pdf 
· Email each other for more specific resources :) 
· Ben Linder blinder@olin.edu 

· Eric Reynolds ewr@mit.edu
· Molly Rubenstein molly.rubenstein@gmail.com
