
 IGNITE PROGRAMME-2015  

 Ignite is an intensive, one-week training 
programme in the Judge Business School, 
University of Cambridge (UK.), for aspiring 
entrepreneurs and corporate innovators to 
trial and prepare business ideas for the 
commercial environment.  

 By guiding the processes of  protecting your 
ideas, 

 Investigating and pinpointing the market, 

 Rising finance, 

 Building teams and Selling your ideas 

  

IGNITE-21015 



WHO IS IT FOR? 

Entrepreneurial people and corporate innovators who requires practical Know-how in the 
development of a new business. 

AIM: 

To help people accelerate their business venture by developing a structured route map and the action 
plan to achieve their entrepreneurial anbitions. 

OBJETIVES: 

Provide a forum to learn from the experiences of entrepreneurs and corporate innovators. 

Develop business skills and provide an opportunity to apply these skills within a safe environment. 

Validate business ideas, provide inspiration, confidence, and action planning for the next steps. 

Identify sources of help and advice for the early stage of development. 



IGNITE SESSIONS 

Marketing 
Business Model 
Finance 
Team 
Selling your idea 
 

Networking Mentor Sessions 



TIMETABLE 



MARKETING 

“The management process responsible for matching resources with opportunities 
at a profit, by identifying, anticipating, influencing and satisfying customer 

demand.” 

The value proposition 



BUSINESS MODEL 

How a business makes money? 

Business strategy is essentially planning and executing a set of business activities better than 
competitors. Quite often, doing better also means that doing things differently to achieve really 

superior performance in ways that other businesses cannot duplicate. 



BASIC BUSINESS MODELS 

For new ventures based around the application of science or technology, the basic 
business models typically fall into one of four categories: 
 
• Sell the technology – if the idea is ‘packageable’ (i.e., there is some defensible 
element to it, perhaps in the form of a patent or some other IPR) then it may be 
possible to sell it outright to someone for whom it solves a problem and who can see 
value in it. 
 
• License the technology - as above, but the entrepreneur retains ownership of the 
idea but allows others to use it in return for a fee for their usage. 
 
• Partnership with another company/companies – rather than setting up all the 
functions of a business to exploit the opportunity, the entrepreneur may choose to 
form partnerships (‘strategic alliances’) with one or more existing businesses that 
provide part of the business capability needed to exploit the opportunity. 
 
• Build a business to develop and sell the product/service – the entrepreneur may 
choose to build the capability to exploit the opportunity. 



FINANCE 

Dilution of Ownership – Who owns the Business? Sources of Finance and Stages of Funding the Start-up Business 

STAGES OF FINANCE 



TEAM, WHY  BUILD A TEAM? 
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THE ROLE OF THE ENTREPRENEUR IN BUILDING THE TEAM 

For some individuals or teams who have translated an idea/technology into a product there can 

be an assumption that the developer of that will automatically become an entrepreneur.  

Sometimes, this does not actually benefit the development of that idea. So, the first issue to 

consider is whether you in fact want to be an entrepreneur, a business owner, the person who 

runs the show, raises finance and accepts the pressure of business as well as the fun!  So, 

building the team starts with you. It starts by asking questions of yourself and checking what role 

exactly do you want to play in this business?  

Building a team to deliver the vision of the business is a core competence of an entrepreneurial 

leader. If developing the team and the resources of the team to create a real business does not 

excite you, the first task is to find a great business partner who is excited by the aspects of 

business development that are not for you. 

Remember that you are developing a business with a view to making great products and profit. 

This is a leadership and development role not necessarily a scientific or technological one.    

Assuming you do what to take the entrepreneurial role, the development of business know-how, 

skills, business strengths, and networks of contacts will be key. The nature of the opportunity and 

how value is to be generated from it will demand particular skill sets and knowledge within others 

If you are taking forward an idea inside an organisation you will still require buy-in from 

colleagues who have a diverse range of skills and contacts. You will certainly need to consider 

how you will create opportunities for you to take advice and obtain support from others who can 

help you to maximise your potential and that of your business. This may come in the form of a 

mentor or coach or in the choice of investor you seek funding from.  

THE FORMATION OF THE TEAM 

Entrepreneurial teams often form out of existing relationships in three different ways: 

· the idea comes first and then the team,  

· the team are already together but for another purpose,  

· the team forms first and then generates idea(s). 

The founding team usually comes together in a very informal way  

 

Figure 18 – Stage 1: Serendipity 

Industry 

experience and  

knowledge 

Ability to 

spot gaps 

Functional 

expertise, 

complimentary 

Business 

experience 

Compatible 

personalities 

Informal 

networks 

Personally 

attracted 

© University of Cambridge Centre for Entrepreneurial Learning Ignite 2015                               
 

What is critical for the start-up and early performance of the business is that the founding team 

members develop and share the same clear vision for the direction and growth of the business. 

Other factors that affect the performance of the team at the venture creation stage are: 

· The depth of experience and expertise 

o Prior industry experience 

o Prior work experience 

o Team size 

o Previous joint work 

o Team Tenure 

· The breadth of experience and expertise 

o Variation in functional background 

o Variation in industry experience 

o Variation in team tenure 

EVOLUTION OF THE TEAM 

Once the founding team has come together it will evolve based on the needs and proposed 

development of the venture. With this comes the development of formalised roles, business 

planning, and structural development of the company. This includes, resource planning, policy 

development, organisational structures, premises, and value chain and process management. 

This second stage is illustrated in Figure 19. 

 

Figure 19 – Stage 2: The Evolution of the team 

Careful, planned selection of new team members is required at this stage and there are a 

number of issues relating to new team entrants. The following checklist is a guide: 

· Technical knowledge 

· Particular expertise 

· Specific experience 

· Cultural fit 

· Interpersonal skills and style Experience of business 
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MAKING YOUR PITCH TO INVESTORS 

ELEVATOR PITCH 
Truth Triangle 



MENTOR 



FACILITATOR 

Facilitator. Osri  Ihasz.  

Osri has an interest in using human-centred dasign to 

innovate new service models to improve prductivity and 

efficiency. She has been involved in the design and 

delivery of various training to foster entrepreneurships 

globally. She has worked as a mentor on the Enterprisers 

and Ignite programme, helping people commercializing 

their owm research to start their businesses. She is 

currently working in collaboration with the Engineering 

Design Center on Innovation Models within  the NHS and 

act as a investment analyst.  Prior to her work at 

Cambridge she has worked on projects in the field of sustainable development and youth-led 

action on a global scale. 

  

Group Members of Agricultural. 

 

Name: Oldane Graham, Devian Anderson y Sean Miller. 

Organiation: Genus Software Products and Electronics.  

Business idea: Designing an autonomus greenhouse system 

(SmartFarm) in a effort to help boost the agricultural sector in 

Jamaica and similar countries. 

 

Name: Ismael Benítez López. 

Organization: Center for research and advanced Studies of the 

National Polytechnic Intitute (cinvestav).  

Business idea: PATHOCHIP, a system for detection of 

pathogens affecting plants based on a molecular markers that 

consist in species-specific sequences of Dna (probes) printed 

on a solid glass support (microarray system). 

 

 

 



Facilitator. Osri  Ihasz.  

Osri has an interest in using human-centred dasign to 

innovate new service models to improve prductivity and 

efficiency. She has been involved in the design and 

delivery of various training to foster entrepreneurships 

globally. She has worked as a mentor on the Enterprisers 

and Ignite programme, helping people commercializing 

their owm research to start their businesses. She is 

currently working in collaboration with the Engineering 

Design Center on Innovation Models within  the NHS and 

act as a investment analyst.  Prior to her work at 

Cambridge she has worked on projects in the field of sustainable development and youth-led 

action on a global scale. 

  

Group Members of Agricultural. 

 

Name: Oldane Graham, Devian Anderson y Sean Miller. 

Organiation: Genus Software Products and Electronics.  

Business idea: Designing an autonomus greenhouse system 

(SmartFarm) in a effort to help boost the agricultural sector in 

Jamaica and similar countries. 

 

Name: Ismael Benítez López. 

Organization: Center for research and advanced Studies of the 

National Polytechnic Intitute (cinvestav).  

Business idea: PATHOCHIP, a system for detection of 

pathogens affecting plants based on a molecular markers that 

consist in species-specific sequences of Dna (probes) printed 

on a solid glass support (microarray system). 

 

 

 

Facilitator. Osri  Ihasz.  

Osri has an interest in using human-centred dasign to 

innovate new service models to improve prductivity and 

efficiency. She has been involved in the design and 

delivery of various training to foster entrepreneurships 

globally. She has worked as a mentor on the Enterprisers 

and Ignite programme, helping people commercializing 

their owm research to start their businesses. She is 

currently working in collaboration with the Engineering 

Design Center on Innovation Models within  the NHS and 

act as a investment analyst.  Prior to her work at 

Cambridge she has worked on projects in the field of sustainable development and youth-led 

action on a global scale. 

  

Group Members of Agricultural. 

 

Name: Oldane Graham, Devian Anderson y Sean Miller. 

Organiation: Genus Software Products and Electronics.  

Business idea: Designing an autonomus greenhouse system 

(SmartFarm) in a effort to help boost the agricultural sector in 

Jamaica and similar countries. 

 

Name: Ismael Benítez López. 

Organization: Center for research and advanced Studies of the 

National Polytechnic Intitute (cinvestav).  

Business idea: PATHOCHIP, a system for detection of 

pathogens affecting plants based on a molecular markers that 

consist in species-specific sequences of Dna (probes) printed 

on a solid glass support (microarray system). 

 

 

 





  Lab-on-a-chip for plants 
 

“PATHOCHIP”  
FOR 

PARALLEL DETECTION OF  MULTIPLE PLANTS DISEASES. 
 
 
 

Ismael Benítez López 



!

• México!total!cost!$6,900m!

• México!Strawberry!$84m!

• In!México!plant!diseases!cause!20Q30!%!loss!of!agricultural!output.!

Fast!detecVon!of!diseases!is!criVcal!to!reduce!yield!loss!

“PATHOCHIP”!!



vs Conventional diagnostic 
“PATHOCHIP”



Pathochip! Crops

Pathochip

“PATHOCHIP”



Vacía!tu!bolsillo!en!tu!mente,!y!tu!mente!llenara!tu!bolsillo!

 

 

 

 

“PATHOCHIP”
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