Phase/

Sorint Week Day ClassType Topic DYL  Bus. Acc. Module Due Udacity Videos (required before class) Project Deliverables Due (reports due Sundays at 11:59pm)
Sign up for Udacity's free course: How to build a
1/20  STUDIO  Course Overview; BMC Overview start-up
i 245)
1 REQUIRED: Lesson 4. Business Models and
1/22 STUDIO  Cust Devel it - Hypothesis Testil
/2 ustomer Development - Hypothesis Testing Customer Development Pt. 1 & Lesson 5.1-5.10.
Business Models and Customer Development Pt. 2
1/23 LAB  Customer Engagements People Group Proposal (due by end of lab)
1/27 STUDIO  Customer Segments - Pt 1 Define Lesson 7. Customer Segments 10 interview transcripts
-
£
- 2
&
1/30 LAB Customer Engagements
2/3  STUDIO  Customer Segments - Pt 2 Identify 10 add'l interview transcripts
3
2/6 LAB Customer Engagements
2/10 STUDIO  Value Propositions & Your MVP Lesson 6. Value Proposition
b st —
2/13 1AB Customer Engagements BA1 Accounting Terminology
217 STUDIO  Channels Lesson 8.1-8.7 Channels
o 5 2/19 STUDIO  Writing Workshop 1 3
£
&
o 2/20 LAB Customer Engagements BA2 Debits and Credits
2/24 STUDIO  Channels pt. 2 Lesson 8.8-8.12 Channels (Economics)
6
” oo —
3/3 STUDIO  Customer relationships Lesson 9. Customer Relationships
7 —
Customer Engagements
310 stuplp  Customer valdation:sales roadmap; Revenue Lesson 10. Revenue Model
Model/Streams
8
] 3/13 LAB  Customer Engagements
£
& 3/17  STUDIO
3/19 STUDIO SPRING BREAK
3/26 STUDIO  Key partners 7 Lesson 11. Partners
CESAR CHAVEZ DAY
Key resources Lesson 12.1-6
10
Customer Engagements
4/7 STUDIO  Key activities; DYL Discussion
1
<
£
T 4/10 LAB Customer
&
4/14  STUDIO  Market Opportunity Analysis BA 3 Accounting Ratios Lesson 5.11-5.18 Market Opportunity Analysis
4/16 STUDIO  Focus on IP - Guest Speaker from Tech Transfer 10 Lesson 12.7-9
12
" oo _
4/21 STUDIO  Cost Structure BA 4 Breakeven Analysis Lesson 12.10-14 Costs and Metrics that Matter
13
4/24 LAB  Customer Engagements
- 4/28  STUDIO  Estimating Business Viability pt 1
£
‘}’i 14 Estimating Business Viability pt 2.
5/1 LAB  Customer Engagements
5/5 STUDIO  Pathways forward & Storytelling; DYL close Lesson 12.15 What's Next?
15
Final presentation, report, and MVP due; Course Reflection,
_ Final Team Evaluation; 20 interviews; Report should include
g 5/12  1:00-3:45pm all prior sections revised and include new sections on cost
structure and viability; Prototype V: MVP (with user testing
results) and Sustainability plan




