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Entrepreneurship in Supply Chains

SCx Bootcamp

Cambridge, MA
22 August 2017

Jose J. Pacheco
CoDirector, MIT Master of Engineering in
Advanced manufacturing and Design
jpacheco@mit.edu

Desired outcomes of today: 

• (Share a methodology in entrepreneurship 
& connect to Supply Chain Concepts) 

• Prepare you for  Friday
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Concepts we will cover today

• Total Addressable Market, 

• Quantifying the Value Proposition, 

• Cost of Customer Acquisition, 

• Life Time value of Customer and lastly, 

• Scale-up

THE BOTTOM LINE:

• UNDERSTAND YOUR CUSTOMER
– QUANTIFY THE VALUE PROPOSITION

– TEST YOUR ASSUMPTIONS, EVERY DAY

– IF YOU ARE NOT EMBARRASED BY YOUR 
FIRST PRODUCT PROTOTYPE YOU WAITED 
TOO LONG 
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Courtesy

Robin	Fearon

MIT Alumni, Staff, Faculty:
25,000 Companies
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An ideal Manufacturing and Supply 
Chain: 

But	until	then…we	need	a	
methodology
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Thank you to	Bill	Aulet for use	of	this material	from his book.	
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Initial Market
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Total	Addressable Market
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Personaje	del	
mercado	inicial

Personaje	del	
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High	Level Product Specification
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Quantify the Value Propostion
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A	quick exercise for quantifying the
Value Proposition

Jose J.	Pacheco			jpacheco@mit.edu August 2017			SCx Bootcamp
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Next 10	Clients
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Define	tu	esencia	- Ejercicio
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Define	your core
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Competitive Positioning
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Decision Making Unit

Thank you to	Bill	Aulet for use	of	this material	from his book.	

Determine	DMU

Thank you to	Bill	Aulet for use	of	this material	from his book.	



8/10/17

35

69
Thank you to	Bill	Aulet for use	of	this material	from his book.	

First	Sales	Funnel
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Pricing Framework
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Presentation	on	Friday
1. The Problem / The Opportunity
2. The solution
3. The Quantifiable Value Proposition
4. Total Addressable Market, (First market)
5. Life Time value of Customer
6. Competitive Advantage
7. Business Model 
8. Milestones
9. First test – example implementation
10. Team – relevant skills

• Add:
• Cost of Customer Acquisition, 
• Scale-up
• Customer tests
• Financial plan


