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What is “Innovation”
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Get higher success ratio

with Innovation Management!!
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Business Model

AR

Differentiation

EZFM

Customer
needs

EHEBR




Innovation process g3

Devil River

%A

Valley of Death

RIR

Darwinian Sea

o000

Devil RiverEE2;n]

Barrier between R&D activity & technical realization

RSN SHRASLILZ [BRIMERS
Valley of DeathZkT-&

Barrier before technical solution could be commercialized
and manufacturable

KRR Z RIRIRELS |, AIE LRI HIE
Darwinian Seajk/R3E

Barrier to win severe competition and to be real
winner in the field
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By Tokyo Univ. i.school
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A ! | |
Value i : i
nE ! : i
0 1 10 100
Prevalenceiiff T3
Idea/Concept Commercialization
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InnovationtlF

If you don’ t have a super genius, fIRIRRE—MNMBRKT |
then you should build up a good team for innovation BBAIREEIZF— B EIFEESIRIEBA.

Independent
High motivated
Team
JR3Z. FRRMESAIEIRA

- StrategyfkEgiRR
- Business modelgglisEst V
- Deliveryzzf
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Key success factorsgmm+zms=

Business model
AR
Differentiation Customer
=" Needs
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Lessons learned i)

Lapsable mistakes ZESIEHIEEE

* Product out : Good technology, good product must lead to “success”

romm  FRIROR. TR RS

= Too much rely on needs : Needs must be there, so it must be “successful”
HoikmEaX . BBKEHL, —ESI

- Weak Business model : Money will come later

HEIRIEART | SRR ERY

- No differentiator : Easy to catch up, going into price war
RBERMW BRI, FINTREK



Example 1: Ultra short throw Projector

%WU'I . ﬁ%_L ﬁ?ﬁﬂ(

Conventional Projector{&4ei28/(X:

needs space or additional table to put
the projector in the center of the
meeting room

SN ZEP ARG AN R ET RS EY MIEF
emlts fan noise and hot air blows
BXSEESTX,
anything shouldn’t be in between the
screen and the projector
RIS Z [BIABER (A AR PuES




Challenges : easy to use
Helik © ZTER

u deflecting the light results in short
distance.

In 2003, Ricoh was providing
optical engines for the
projector to various projector
makers.

20035 , ECEARRIRIREAN
FIRALRFANRISEFES £,
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Q Came up an ideat2H—MEj%

< Putting mirrors before the lens and

TR E R F R SEUEIEE,

Decision:

Start R&D activity to develop
short throw optical engine.
RTE . FHREARB AR

F3|E,
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Short Movie (example 1)
ZH1eYNER



Break through technologysemgiy:

SN

Three key technologies enabling ultra-close-range
Projection from a small, lightweight body - e
al wsoe e NUNEEON SRS , THRAIERN SR ERA :
i ‘%(5'6”‘) +Converging beams
2 nd t
. ﬁ ; - ' — ptical system
oty concave mirror for ultra magnification | necton
{EFAMERSCIBRAK Pacin
_
Display Lenses ( Concave
panel mirror
( a . . (b) Concave optical system
48in inflected optical system to reduce size

N\ —/

| PSRRI R T

% - | < N
= free-form concave mirror for further
A ..
N Tem downsizin
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(103  BERAMER , BT#E—2aNE1Y

To screen

Projection optical syste
using a unique

' inflected optical system
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‘ Inflection mirror

}'— Lenses
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Display panel
(original image)
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On the way to rea

Devil River  Valley of Death Darwinian Sea
BE5RiA s KIRX
\/ \J \/

KnowledgeXMiR Conceptif;& Market releaseis N1z Spread{&i%
Optical knowledge * WiFi ConnectionF&kiEsE
SRR ’““mem,s.m * Interactive board3zBERE

etc.

sUcCess” fEsCHIELE “Ailh” BoERs



Technology Differentiation I#AREE{L

mﬂﬁf

Differentiation I c;::::lser
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Example 2: TOE (TCP/IP Off load Engine)
=£f5|2 - TOE (TCP / IPEDZESIZE )

TCP/IP protocol stack on the hardware

REHE_EEYTCP / PN R Today 4%
Digital Consumer World
Prosfiis= -~ B EEmER
. 1OX faster 10{%51\]@@ = < PC CE_‘[:LPHONE
1/10 energy saving T5291/1088R FRAN. A
Resist Cyberattack &N TENILTE
Consiksx
Rk
Low flexibility &K Future
Limited multi session Z£1ERH : Robust, small size
| energy saving
==——11 THBEREAHY, VAU,

o TIHERY



Challenges : energy saving #ktk : HLRER

B Adopted TOE technology in our Ultra Short Throw
Projector and realized ultra low power!

RAATOESAEIR T/ Y SCIE(KRERE !

3,300Im
RICdH ;

IPSiO 2oL .
PJ3241 3,000Im 3,300Im

§ Power consumption

0 Drastic down \

3 RERIHFE SR 08 EE H - ;

£ | NW standby mode i S—— \ 7
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Customer needs =%

mﬂﬁf

Customer
Needs

mgﬁ?

Differentiation

L2344



Example 3: 3D Printer i3 : 3ps7ep#1

Forecast for 3D Printer market
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Target “low end market” gt “msms”

being interested in using 3D printer but
no real experience
2\ XI3DFTEMYSHERGE , (EiREERER

3D Printer Equipment Buy? or rental? or goingto “Fab space”?

3DITEMRSE SL? #EEE ? 1IARE "Fab space” ?

What to make (3D Data)  Design by myself? or buy? or get free data from web site?
4+ ( 3DEEE ) Baikit ? WX ? AR _EIREN R E=EUE ?

How to use (learning) Learn by myself? or take a class? or just ask print services?
BAER (F3) BE ? tFil ? 1IXRREBERSSE ?

By Smartech Markets



A thinking

Jobs to be donefE\l

Want to make something #8ff=5+4
Buy or get 3D printer ISL3DITEMH
Master how to use EfAFEH—>
Make 3D data #I{E3D%uRE —

Print out $TEN&H -
Continue to use #x&&{&A ’

Skill up #z8EFHR
Upgrade equipment ig&H4%

Process m=igs

Solutions for jobsfEiRATZE

Not much solution;g k&t s=

Beginners school #1514z —> Bottle neck for business expansion
Al SS35RAYARIR
3D CAD software 3DHIE# 4

Printer equipment $JEDiIgEZ > Print services $TENIRSS
Potential competition

BERS

Maintenance ig&#4r <>  Materials/Supply ###l/#45

Potential collaboration

BIER(E



Business Model Design mzztigit

Your Business

Competitors 4%
Solution a |« Solutionb
Solution c N
Competitorss 4+
A\LSqution d _!/“ Solution e
|
| Solution f
Collaborator&fEikft rm—————=
((RISEE lr g
Your Business ——————— J o
Solution New business chance
4 g Bl 4 Hl e
U
< | Solution h

Collaborator& 1tk

> Competition THEE
> Collaboration &1F{k{¥
> Blue ocean strategy I5/EHkE&

How will you earn big money??
AR ES ? ?



Analogy thinking case study strmszepizs

Business Model Data Base7 Vi = 53 2

Knowledge—>Generalize->Reuse
@ AR i B
~__ Analogy thinking
KL
I T e
BER 1’E!lk/ﬁ§:?&7‘:i = BAER #)\Fﬁtﬁﬂgﬂﬁﬁa

Airbnb
Uber

Shaver (Printer)
Evernote

South West Air
Rental Video

Dell Direct Model
1



analogy thinking: Apply other business models
KUY | iIzAEMEUART

Differentiation expert

EFUER

‘ ,\/ Money flow expert
| BRERER
Design your Customer observer/jobs expert
business = | THRERMELER —
model e . .
gt EdlR % zﬁrgirﬁt;clg;’;g;’gglfor hindrances / Business Model Database
* b R
~
w




Challenges : Business expansion #kkk : W335k
- Deagostinifgik

After

Let’s build 15t Needs about
15t 3D Printer No. No. issue $1,000 if buy
issue Al lskiEiE— 2 4 0.00 complete set
$2.00 /N3DFTEHL WELEEFE
| 1000355
No.1 No. || ----------- No.
3 100

Business design@gligit
reusing past success caseEEEF Fit KA IHZEF



Business model @g\ig=t

Business model

rREL

Customer
Needs

FRERR

Differentiation

ER1t




Conclusions gz

M Keep an eye on all the innovation process, not only 0 to 1 phase but through 100. Then

put innovation challenges strategically on Devil river, Valley of death and Darwinian sea.
REEBNCFNIRE | NMULZEORT , iFEZFI100, ARSI EERN]. FEATNARIBIzARIFHE
tk
M Keep 3 key factors, “Business model”, “Latent needs” and “Differentiation”, well balanced

during the process.
ICENER RN, BEFKNERMN  EBENFNIEPRFETEIX =,

M “Jobs to be done” could be a good tool to find customer’s latent needs and to make
business architecture design for your business.
“Jobs to be done” EARAINMEEERKIITSFZEER—MNMF TR,

M Business model should be reused and diverted from other business area having good
people (team).
EMRTUNZ AT LMK ES EA | A RTLANE SS9 (B FHEIRA ) BTk,

M Success ratio should drastically increase by innovation process and innovative people.
B BIFTES RN AL | AIIRIGKIERTT.



Contact information exs=

kamon@futureship.jp Koji Kamon
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Thank you for your attention!!
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Phase gate approach

Anyone Can
Propose

HTARTLURH

Bus

e

Value Hypothesis

Create

iness Hypothesis
| Month

SMERIR

[ENIZ[E85
117™AB

Validate
Hypothesis
3 Months
KRz
37™H

Grow
Business
B Months
KRS

61 H

Run Or Transfer

Business
gEaEn s

IDEA
%

6®[

T

UL e UHOHL

New |dea Hypothesis Valid Hypothesis Approve Business
Criteria Criteria Criteria Criteria
RS Bk BiRENBRIREN REIESHIEM
NeedsZEk NeedsZEk NeedsZEk
Businessigdl Businessidl » » » Businessigl
TechFA TechiA Tech$iA
Hypothesis {2 15 ProofilE i




