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Follow this playbook to 

discover,  build and tap into 
the  business opportunities

of the expanding 

Earth observation market
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Environmental Monitoring

Location Based Services

Defense

Energy

Disaster Management

Infrastructure

Maritime

Natural Resources

$16 Bn

$4 B

$16 B

VAS 
POTENTIAL

$ 15 Bn

AUTOMATED 
PREPROCESSING

SERVICE 
INTEGRATION

ANALYTIC 
CAPABILITIES

2018 20262012

$4 Bn

VAS 
(Value Adding 

Services)

Data

$ 8.5 Bn
5.5 % 
CAGR

9.7 % 
CAGR

VAS
MAIN SEGMENTS

RETAIL CONSTRUCTION SMART CITIES FINANCE INDUSTRY 4.0

Added Value lies in real problems, not in technology. When utilizing the EO data right you can add 
value through generating business related insights for verticals. Five high potential verticals are: 

Source: Satellite-Based Earth Observation: Market Prospects to 2026, EuroConsult

2018 20262012

$4 Bn

VAS 
(Value Adding 

Services)

Data

The future EO market is high growth future 
market! Do not miss out this opportunity!

The global EO-market will keep growing steadily the next years. The question is how much. There is enormous potential for the Earth Observation Market to grow 
exponentially. The potential will be unlocked when new solutions will open new markets. There are three drivers for this potential.

Future opportunities of Earth Observation 
(EO Application industries)
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See your goal
Understand the obstacles
Create a positive mental picture
Clear your mind of self doubt
Embrace the challenge
Stay on track
Show the world you can do it

SUCCESS
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PREPIDEA & TEAM
Who is who?
Team formation
Teamwork and team roles
List your goals as a team

SPRINT 1 CUSTOMER PROBLEM
Mile 1 Find your customers & size the opportunity
Who is your user and customer?
What problems do your customers and users have?
How to recognize & nail the most important customer questions?
HOMEWORK LIST

Mile 2 Nail your customer problems!
Does your solution fit the problem and customer?
How can you validate the fit?
How to get the X-factor in?
HOMEWORK LIST

SPRINT 2PRODUCTS /SERVICES
Mile 3 Define a compelling & meaningful offering!
Gnv sn cdrhfm ` cheedqdmsh`sdc u`ktd oqnonrhshnm9 etmbshnm`khshdr+ ed`stqdr+ TROƦr>
How to design a min viable product?
How to secure growth further - product platform planning
HOMEWORK LIST

SPRINT 3 BUSINESS
Mile 4 Make sure it brings enough of money!
How to make money (revenue & business model)
How to get traction in market?
How to get the business growing (marketing plan and roadmap)
HOMEWORK LIST

SPRINT 4 PITCH
Mile 5 Get prepared to raise funds!
Define your financial metrics
Funding strategy
Fundraising & pitching 
HOMEWORK LIST

Mile 6 Just DO IT!
Tips and tricks for preparing your pitch!
Pitch Event

Content
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MILE 1
Find your customers & 

size the opportunity
Customers, user segments

MILE 3
Define a compelling & 
meaningful offering!

Product concept development

MILE 4
Make sure it brings 
enough of money!

Business concept development

MILE 5
Get prepared to raise 

funds!
Funding & Pitching

MILE 2
Nail your customer 

problems!
Problem & solution fit

MILE 6
Just DO IT!

Final pitching event

Kick start:

Sharpen your idea 
& form the team!

SPRINT 1
CUSTOMER PROBLEM

GOAL:
Investment 

ready

SPRINT 2
PRODUCT/ SERVICE

SPRINT 4
PITCH

SPRINT 3
BUSINESS

PREP
IDEA & TEAM

ư .ư .ư

Plan your program
INTRODUCTION

To create your planning, put your deadlines on paper. You need something to hold on to.

ư .ư .ư ư .ư .ưư .ư .ưư .ư .ưư .ư .ưư .ư .ưư .ư .ưư .ư .ư

7



A programme of Implemented by

VWe have a problem worth solving .

VWe set deadlines to make our goals concrete.

VWe have got to know customers . 

VWe tailored an addictive solution to our customers.

VOur solution is scalable.

VWe designed a unique user experience that our customers could have 
never dreamed of.

VWe have created a story around our unique value proposition .

VWe have worked agile, found shortcuts, copied and used existing resources.

VWe claimed the resources needed by acting as urban warriors.

VWe used and engaged our mentors in designing our solution.

VWe survived the innovation jungle by acting as a team.

Tick these boxes along your way
INTRODUCTION
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IDEA & TEAM
PREP

CHIEF MENTOR

Lead questions to discuss with your mentor in this sprint.

�‡Who is who?
�‡Team formation
�‡Teamwork and team roles
�‡List your goals as a team
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