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The PIPE–High–Tech Entrepreneurial Training 

The PIPE–High–Tech Entrepreneurial Training, offered by FAPESP, aims to assist companies 
funded through FAPESP’s Innovative Research in Small Businesses program (PIPE in the 
Portuguese acronym) to develop a robust business model. The goal is to promote sustainable 
commercial development of the innovative products and services originated from FAPESP PIPE’s 
research projects, generating significant business results. The training methodology is based on 
Steve Blank’s Customer Development and Osterwalder and Pigneur’s Business Model Canvas 
applied to high-tech innovation, similarly to the I-Corps program of the US National Science 
Foundation. 

The São Paulo Research Foundation, FAPESP, has been funding small business research since 
1997.  The PIPE program focuses on Innovative Research in Small Businesses, targeting from 
startups to medium companies with less than 250 employees. Similarly to the NSF SBIR (Small 
Business Innovation Research) program, FAPESP’s PIPE is divided in two phases. Phase 1 supports 
proof-of-concept or feasibility assessments, with a duration of up to 9 months. Phase 2 supports 
the development of the research required to develop the process or product, with a duration of 
up to 24 months. More than 1,800 PIPE grants have been awarded and since 2013 FAPESP has 
been awarding approximately 4 grants per week, with a steady growth in the yearly number of 
awardees – 228 new projects were started in 2016, 43% higher than 2015 .

The PIPE–High–Tech Entrepreneurial Training selects 21 teams, based on the quality of their 
proposals and the benefits they could obtain from participating. Each team is composed of 
three members. Two of them are nominated by the startup: the Principal Investigator and the 
Entrepreneurial Lead person for the company. The third member, the Mentor, is assigned by 
FAPESP from a pool of highly experienced, successful high-tech executives in the State of São 
Paulo, Brazil.

The training is organized in 4 phases. In Phase 1, the companies prepare their initial business 
canvas. In Phase 2, the 21 teams will work at FAPESP with the instructors during three days 
and learn how to interview customers and incorporate their feedback into their businesses. In 
Phase 3, the teams will conduct dozens of customer interviews in a structured way, adapting 
their business model as they progress, and have online classes and videoconference sessions with 
FAPESP instructors. In Phase 4, the teams will meet again at FAPESP in a live session for their final 
oral presentations.

The training program is based on the Customer Discovery methodology, which is an iterative 
process of getting out of the office/lab, going to the market to interview potential customers, 
partners, and competitors, to understand their needs, problems, and difficulties. After each 
group of interviews, the team evaluates whether the new understanding of the customer needs 
validates or invalidates the components of its business model. When a team detects that its 
hypothesis is not valid, they modify the existing business model. This iterative process continues 
until the team achieves a match between the product/service being offered and the needs of the 
market. This correspondence is called Product x Market fit.

The program will not only help the 21 startups in enhancing their business capabilities, but 
also develop, within the State of São Paulo, the expertise on how to apply modern startup 
engineering methodologies for the development of prosperous high-tech companies.

treinamento-pipe@fapesp.br
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The São Paulo Research Foundation

FAPESP is a public foundation funded by São Paulo taxpayers to promote the development 
of science and technology in the state, by supporting research projects in institutions of higher 
education and research, official or private, which are selected by a rigorous system of analysis 
based on the peer-review process.

São Paulo has a population of 45 million and generates 31% of Brazil’s GNP. Under the state 
Constitution 1% of all state taxes are appropriated to fund FAPESP.  The stability of the funding 
and the autonomy of the foundation allow for an efficient management of the resources that 
has had a sizable impact: while São Paulo has 22% of the Brazilian population and 36% of the 
scientists with a doctorate in the country, the state responds for 45% of the country’s scientific 
articles published in international journals.

The effectiveness of research carried out in São Paulo is the combined result of several 
factors that include the quality of the state’s universities and institutes, the productivity of its 
researchers, high rates of participation by private, São Paulo-based companies that function 
within the state’s R&D outlays, São Paulo’s outstanding infrastructure, and the existence of 
FAPESP, a well-designed state research-sponsoring agency governed, maintained by its directors 
with excellence and with autonomy over the past half century.

Within this context, in 2016 FAPESP applied 631 million in $ purchasing power parity (PPP) 
in scholarships and grants.

In accordance with the Foundation’s funding objectives, 39% of expenditure was earmarked 
for advancing knowledge, 8% was dedicated to supporting research infrastructure and 53% was 
allocated to supporting application-driven research.

FAPESP works in close contact with the scientific community: all proposals are peer 
reviewed with the help of panels composed of active researchers from the specific area. Many 
times scientists in São Paulo submit proposals for programs to the foundation which are 
carefully analyzed and, if deemed strong in academic terms, are shaped by the foundation into 
research programs that will constitute a set of related research projects in a given area.

Since FAPESP’s mandate is to foster research and scientific and technological development 
in the state, ideas for programs that couple world class research with contributions that will 
impact social problems are welcome.
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 Innovative Research in Small Businesses 
  Aims and Objectives

FAPESP’s Innovative Research in Small Businesses Program (PIPE), established in 1997, aims 
to support the development of innovative research projects carried out in small businesses, 
i.e., companies with up to 250 employees, in the State of São Paulo.  Centered on significant 
scientific and technological problems that have a high potential for commercial or social return, 
the projects are carried out by researchers who have formal links to the small businesses or 
who are associated with them for the implementation of the project.

The FAPESP PIPE objectives are:
• To use technological innovation as an instrument to increase the competitiveness of 

small companies;
• To create conditions to enhance the research system’s contribution to economic and 

social development;
• To foster an increase in private investment in technological research;
• To enable the collaboration of small businesses with academic researchers on 

innovation projects;
• To contribute for the establishment of a culture that values research activities within 

business environments, technological innovation within small companies, and the 
employment of researchers in the private sector.
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Carlos Henrique de Brito Cruz  
Brazil
Scientific Director
Scientific Directorate
São Paulo Research Foundation – FAPESP
Rua Pio XI, 1500 – Alto da Lapa – São Paulo – CEP 05468-901
dc@fapesp.br
www.fapesp.br/en

An electronic engineer and a physicist, Brito Cruz is a professor at the Gleb Wataghin Physics Institute, of the State University 
of Campinas (Unicamp), where he was the rector from 2002 to 2005.
He graduated in electronic engineering at the Aeronautics Technology Institute of (ITA in the Portuguese acronym). He took 
a master’s degree and a doctorate at Unicamp’s Gleb Wataghin Physics Institute. He has been a professor at the Unicamp’s 
Physics Institute since 1982. Presently is a full professor at the Quantum Electronics Department.
Brito Cruz was a visiting researcher at the Quantum Optics Laboratory at the Universitá di Roma, at the Femtosecond 
Research Laboratory at the Universitè Pierre et Marie Curie. and a resident researcher at the AT&T’s Bell Laboratories, in 
Holmdel, New Jersey. At Unicamp he was the Director of Unicamp’s Physics Institute from 1991 to 1994 and from 1998 to 
2002; Pro-rector for Research from 1994 to 1998, and Rector of the university from 2002 to 2005. He was the the President 
of FAPESP from 1996 to 2002.
Brito Cruz is a member of the Brazilian Academy of Sciences and a Fellow of the American Association for the Advancement 
of Science. He received the Ordre des Palmes Academiques de France, the Order of the Scientific Merit from the Federative 
Republic of Brazil and the Order of the British Empire, Honorary (OBE) in 2015.

FAPESP Organizing Committee

Coordination
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FAPESP Organizing Committee

Adjuncts

Flavio Grynszpan
Brazil
Adjunt Panel - Research for Innovation
São Paulo Research Foundation – FAPESP
Rua Pio XI, 1500 – Alto da Lapa – São Paulo – CEP 05468-901
fgrynszpan@fapesp.br
www.fapesp.br/en

Received the degree of Electronic Engineer from the Universidade Federal do Rio de Janeiro(1966), M.Sc. in Electrical 
Engineering from the Coordenação dos Programas de Pós-Graduação de Engenharia-COPPE/UFRJ,(1967) and Ph.D in 
Biomedical Engineering from the University of Pensylvania,(1971). Grynszpan was the head of the Department of Biomedical 
Engineering (1973-1976) and became Full Professor of COPPE/UFRJ(1975).
He became the head of COPPETEC, in charge of the University projects to Industry and Government (1976-1985) and the 
head of the Technology Innovation Center (1985-1986), to comercialize the University research results. In 1987, he founded 
the Technological Park of Rio de Janeiro, with 73 companies specialized in IT and Telecom. He, then, became the President of 
Riotec, the company that managed the research activities of the park. He was ellected as Vice President of  The International 
Association of Science Parks (1986 to 1989).
Grynszpan founded and headed the Brazilian Association of Biomedical Engineering (1971), was a member of the Conselho 
Tecnico Cientifico of CAPES/MEC (1975) and Member of the Board of Conselho Nacional de Desenvolvimento Científico e 
Tecnológico (CNPq) from 1998 to 2002.
In 1989, he became the President of Motorola in Brazil, where he stayed from ten years and was responsible for bringing and 
installing Motorola´s manufacturing facilities in Jaguariuna, São Paulo. In this plant, Motorola manufactured all cellular phones, 
radios and pagers sold in Brazil and exported to Latin America.
He became Vice President of Abinee – the Brazilian Electronic Industrial Association, until 2001, Member of the Board of 
Trustees of FIA – Fundação Instituto de Administração,(2000-2006) and Director of Anpei, the Brazilian Association of 
Innovative Enterprises, until 2008.
He is a Visiting Professor of the MBA Program of the Fundação Instituto de Administração, Director of the Technology 
Department of the Centro das Indústrias de São Paulo (CIESP), an organization that supports 8,500 industries in the state of 
São Paulo, and Member of CONIC – the Council of Innovation and Competitiveness of FIESP – the Federation of Industries 
of the State of São Paulo.
Grynszpan works as business consultant, specialized in innovation, commercialization of University research and 
entrepreneurship in Brazil and in the international market. He is now working as a consultant to the University of  Virginia.
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FAPESP Organizing Committee

Adjuncts

Hélio Marcos Machado Graciosa
Brazil
Area Panel - Research for Innovation
São Paulo Research Foundation – FAPESP
Rua Pio XI, 1500 – Alto da Lapa – São Paulo – CEP 05468-901
heliograciosa@gmail.com
www.fapesp.br/en

Bachelor’s degree in Telecommunications Engineering (1970) and Master’s degree in Electrical Engineering (1972) from 
Pontifical Catholic University of Rio de Janeiro. Graduated from Corporative Governance Brazilian Institute as Administrative 
Counselor (2009).
Served as a college professor. Former President (1990-1994) and currently Emeritus Member of Telecommunications  
Brazilian Society.
Worked at CPqD (Telecommunications R&D Center), since its creation (1976), in several areas: digital transmission, optical 
communication, microelectronics, technological and strategic planning.
TELEBRÁS R&D Director (1995-1998) , CPqD’s President (1998-2015) and CEO of CPqD Technologies&Systems Inc. 
(2000-2015). During his mandate CPqD created technology based startups with manifold business model in several areas: 
next generation network, optical communication systems, telecommunications clearing services, radio communication systems, 
optical sensors, fraud detection and prevention services, integrated photonics devices.
Has been President of the Administrative Board of Telesc,Telebahia, Padtec, Trópico, Sistel, member of the Administrative 
Board of Telergipe, Algar, Cleartech, Telebrasil, member of Fórum Campinas Foundation Board of Trustees and Director at 
Telebrasil.
Presently is Research for Innovation Area Coordination at FAPESP, member of TELEBRÁS Administrative Board, startup 
Mentor, member of Fiesp Competitivity and Innovation Superior Council and Director at Fiesp Telecommunications Division.  
Co-founder of Brazil iCorps Institute.

Marcelo Nakagawa 
Brazil
Adjunt Panel - Research for Innovation
São Paulo Research Foundation – FAPESP
Rua Pio XI, 1500 – Alto da Lapa – São Paulo – CEP 05468-901
mnakagawa@fapesp.br
www.fapesp.br/en

Bachelors in Business Administration (USP, 1996), MSc in Business and Planning (PUC, 2002) and PhD in Industrial Engineering 
(Poli-USP, 2008). 
Nakagawa is entrepreneurship and innovation professor at INSPER Institute of Education and Research and entrepreneurship 
director at FIAP (Faculdade de Informática e Administração Paulista). 
Works in the field of Entrepreneurship and Innovation, having published 2 books, co-authored another 3 titles and other 
papers and articles. He is entrepreneurship columnist at O Estado de São Paulo newspaper and Pequenas Empresas, Grandes 
Negócios magazine. 
He also carries out research in the fields of new business creation, innovation management, corporate entrepreneurship and 
startups. He developed entrepreneurship education programs including Bota Pra Fazer (Endeavor), Inovativa Brasil (MDIC), 
Empreenda e Conexões (SENAC) e StartupOne (FIAP).
Nakagawa has more than 20 years professional background in industries such as banking, strategic consulting, venture  
capital, innovation, private equity and education. 
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Rafael Almeida Mattos
Brazil
Technologist in Computer Networks at Modulo Faculty
Escola Politécnica da USP 
rafmat@usp.br

He worked in retail companies in the manufacturing industry, at the technical support area and IT coordination. During 1999 
and 2005 he participated in administrative systems deployments projects, installation projects and expansion of electronic  
fund transaction networks, point of sale terminals and logistics.
 
He is currently a member of the web development team in the Information Services Department at Polytechnic School of 
Engineering in University of São Paulo. He participates in engineering education projects in the role of technical support for 
videoconferencing and distance learning.

FAPESP Organizing Committee

Support

Teaching Assistant

Fabio Kon 
Brazil
Adjunt Panel - Research for Innovation
São Paulo Research Foundation – FAPESP
Rua Pio XI, 1500 – Alto da Lapa – São Paulo – CEP 05468-901
kon@fapesp.br
www.fapesp.br/en
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Course Syllabus

Course Dates

Pre-kickoff meeting October 17
Kickoff workshop October 23-25 
Online classes October 30, November 6, 13, 21 and 27
Closing workshop December 7 and 8

Course Expectations

Each team member should commit to attending every planned session of the program. Each team must have two members 
that can commit to class time plus approximately 15-20 additional hours per week, for the full seven weeks of the program, on 
customer discovery and exercises outside of class. Additional team members must commit to 6-8 hours a week.

Course Description 

Customer Discovery is an iterative process of physically getting out of the building to interview potential customers and 
stakeholders to understand their problems and pain points in the market and in society.  These interviews, or experiments, 
lead to real-world learnings and insights that validate or invalidate key components of the business model, often leading to 
pivots.

This course will provide teams with real-world, hands-on learning experience with customer discovery and successfully trans-
ferring knowledge into products and processes that benefit society. The entire team will engage with industry.  You and your 
team will spend your time talking to and learning from customers, partners and competitors, and learning how to deal with 
the chaos and uncertainty of commercializing innovations and creating ventures. 

This course is about getting out of the building. You will be spending a significant amount of time outside the building, talking to 
customers and testing your hypotheses about what they want in products and services. We will spend our limited class time 
on what you learned from talking to customers, not what you already knew coming into the course. Teams should be striving 
for 15 interviews per week, for a total of 100 interviews by the end of the course.

Class Culture

We have limited time and we push, challenge, and question you in the hope you will quickly learn.  We will be direct, open, and 
tough – just like the real world. We hope you can recognize that these comments aren’t personal, but part of the process.  We 
also expect you to question us, challenge our point of view if you disagree, and engage in a real dialog with the teaching team.  
This approach may seem harsh or abrupt, but it is all part of our wanting you to learn to challenge yourselves quickly and 
objectively, and to appreciate that as entrepreneurs, you need to learn and evolve faster than you ever imagined possible. 
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Course Syllabus

Additional Resources 

1) These short videos from Steve Blank provide helpful tips and examples for preparing for your customer interviews. 

https://vimeo.com/groups/204136/videos

 Pre-Planning Pt. 1  (4’55)    
 Interviews Pt. 1  (5’40) 
 Interviews Pt. 2  (3’49)
 Asking the Right Question  (2’37)
 Assuming you know what the customer wants  (1’56)
 Understanding the Problem (the right way)  (3’22) 
 Customers Lie  (2’37)
 The Distracted Customer  (3’12)
 Engaging the Customer  (3’37) 
 Customer Empathy  (2’25) 
 The User, the Buyer & the Saboteur  (2’24)
 Death by Demo 1  (2’18) 
 Death by Demo 2  (1’45) 

2) For a more detailed explanation of Customer Development and the Lean Startup, here are some short videos of Steve 
Blank from the Kaufmann Founders School.

 www.entrepreneurship.org/Founders-School/The-Lean-Approach/Getting-Out-of-the-Building-Customer-Development.aspx
 www.entrepreneurship.org/Founders-School/The-Lean-Approach/Customer-Development-Data.aspx
 www.entrepreneurship.org/Founders-School/The-Lean-Approach/Minimum-Viable-Product.aspx

3) All team members should purchase the textbooks outlined on the following page. The Osterwalder books have free e-ver-
sion previews, and the Constable book has a full free e-version.

Value Proposition and Design
Alexander Osterwalder, Yves Pigneur, Greg Pernarda & Alan Smith 
A free download of the first chapter of the book is available at  
https://strategyzer.com/books/value-proposition-design

Talking to Humans
Giff Constable
A free download of the book is available at  
www.talkingtohumans.com

Business Model Generation
Alexander Osterwalder & Yves Pigneur
A free download of the first chapter of the book is available at  
http://businessmodelgeneration.com/book

The Startup Owner’s Manual
Steve Blank & Bob Dorf
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Course Syllabus

Required Pre-Kickoff Assignments

Register for the free Udacity online course – How to Build a Startup (www.udacity.com/course/ep245) and watch the 
following lectures:

• Lesson 2: What we Now Know
• Lesson 3: Business Models
• Lesson 4: Customer Development
• Lesson 5: Value Proposition
• Lesson 6: Customer Segments

Highly Suggested Pre-Kickoff Assignments

The following assignments augment the required assignments, and should be used to provide a greater understanding of the  
material. At a minimum, we recommend that you scan these readings.

• Business Model Generation – pages 14-51
• The Startup Owner’s Manual – pages 195-199
• “12 Tips for Early Customer Development Interviews” by Giff Constable: 

(http://giffconstable.com/2010/07/12-tips-for-early-customer-development-interviews)

Required Deliverables for the Kickoff Workshop

1.  A two-slide presentation. You may be called upon to present to the whole class and will definitely present to a group of  
 peers and instructors in a breakout session. See the template provided on the following page.
2.  Ten or more customer/industry contacts that you hope to interview on Day 2 of the Kickoff Workshop (August 08)
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Slide 1:  Title Slide
 Team Name
 University or company logo
 Product or technology picture & description (1 sentence)
 Pictures & names of your team members

Slide 2:  Populated Business Model Canvas 

Download template from: www.businessmodelgeneration.com/downloads/business_model_canvas_poster.pdf 

Use the questions in the image below to guide your answers – focus on Customer Segments & Value Propositions

Course Syllabus

Key Partners

Cost Structure Revenue Streams

Key Activities

ChannelsKey Resources

Value Propositions Customer  
Segments

Customer  
Relationships6

59

7

8

4 2

3

1

Who are your key partners? 
 

Who are your key suppliers? 

What are you getting from 
them...and giving to them?

What are most important 
costs inherent in your 
business model?

What is mix of fixed and 
variable costs?

What key resources do you 
require? 
 

Financial? Physical?  
Intellectual property?  
Human resources?

How will you make money?

What is revenue model?

What are pricing tactics?

Through which channels 
(sales, distribution, support) 
do you customers want to 
be reached?

What key activities do you 
require? 
 

Manufacturing? 
Software development?
Personal concierge service? 
Etc.

What customer problems are 
you helping to solve? 

What customer needs are 
you satisfying?

Who are your most impor-
tant customers? 
 

What are their archetypes?

What job do they want you 
to get done for them?

What are key features of your 
product/service that match 
customer problems/needs?

How will you get, keep and 
grow customers?

Presentation Template for the Kickoff Workshop



14

Kickoff Workshop: Schedule at-a-glance (All times are GMT-3)

LocationTopicTimeDate

Tuesday, 2:00 pm - 4:00 pm  Kickoff meeting with all teams to review  Auditorium 
October, 17  requirements, logistics, and to connect mentors  
FAPESP  to teams
Monday,  8:00 am - 8:30 am Registration Lobby
October, 23 8:30 am - 9:00 am Welcome & Introduction
 9:00 am - 10:30 am Lecture #1: Using Customer Discovery to  Japan Room
APAS  Build a Business Model, Customers & Value 
Rua Pio XI, 1.200  Propositions
 10:30 am - 11:00 am Coffee Break Lobby
 11:00 am - 1:00 pm  Team Introductions (21 teams: 3 min  Japan Room
  presentations/2 min comments) 
 1:00 pm - 2:00 pm Lunch Lobby
 2:00 pm - 2:15 pm Welcome & Introduction by FAPESP
 2:15 pm - 3:00 pm  Lecture #2: Best Practices for Customer
  Discovery Interviews
 3:00 pm - 4:00 pm Office Hours Japan Room
 4:00 pm - 4:15 pm LPC Training Lobby
 4:15 pm - 4:45 pm Mentor/PI/EL Workshops Japan Room
Tuesday,  All Day Customer Interviews – in person at customer  Sao Paulo & 
October, 24  location  surrounding area
APAS 8:00 am - 9:30 am  Office Hours (20 min sessions – teams will choose Lapa Room
 4:30 pm - 6:00 pm one slot based on their interview schedules)
Wednesday,  8:00 am - 8:30 am Welcome Back, Q&A, Discussion Japan Room
October, 25 8:30 am - 9:30 am Lecture #3: Channels Japan Room
APAS 9:30 am - 10:30 am Team Presentations (3 teams each in 2 rooms:  Breakout Rooms
  15 minute presentations/comments) 
 10:30 am - 11:00 am Coffee Break Lobby 
 11:00 am - 12:00 pm Team Presentations (3 teams each in 2 rooms:  Breakout Rooms
  15 minute presentations/comments) 
 12:00 pm - 1:00 pm Lunch Lobby
 1:00 pm - 2:30 pm Team Presentations (5 teams each in 2 rooms:  Breakout Rooms
  15 minute presentations/comments)   
 2:30 pm - 3:00 pm WebEx Training Japan Room
 3:00 pm - 4:30 pm Optional Office Hours Breakout Rooms
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Online Classes: Assignments

Required Assignments

You should watch all of the videos in the “How to Build a Startup” course (www.udacity.com/course/ep245).  
You can watch these at your own pace, but must have completed by the dates shown below.

By October and November

• Lesson 7: Channels
• Lesson 8: Customer Relationships
• Lesson 9: Revenue Models
• Lesson 10: Partners
• Lesson 11: Resources, Activities, and Costs

Additional Assignments

The teaching team may assign additional short readings or tasks throughout the course as deemed necessary based on the 
progress of teams.
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Online Classes: Schedule at-a-glance  (All times are GMT-3)

Monday,  1:30 pm - 2:00 pm Test WebEx
October, 30 2:00 pm - 4:00 pm Team Presentations
  Teams present their business model canvas in three concurrent tracks.  
  Each team is allotted 12 minutes total to include 10 minutes for  
  presentations and 2 minutes for teaching team comments.
 4:00 pm - 5:00 pm Lecture #4: Problem Solution Fit
  Value Proposition Canvas: Customer Profile & Value Map,    
  Customer Pains/Gains

Monday,  1:30 pm - 2:00 pm Test WebEx
November, 6 2:00 pm - 4:00 pm Team Presentations
  Teams present their business model canvas in three concurrent tracks.  
  Each team is allotted 12 minutes total to include 10 minutes for  
  presentations and 2 minutes for teaching team comments.
 4:00 pm - 5:00 pm Lecture #5: Customer Relationships & Revenue Models

Monday,  1:30 pm - 2:00 pm Test WebEx
November, 13 2:00 pm - 4:00 pm Team Presentations
  Teams present their business model canvas in three concurrent tracks.  
  Each team is allotted 12 minutes total to include 10 minutes for  
  presentations and 2 minutes for teaching team comments.
 4:00 pm - 5:00 pm Lecture #6: Key Partners

Tuesday,  1:30 pm - 2:00 pm Test WebEx
November, 21 2:00 pm - 4:00 pm Team Presentations
  Teams present their business model canvas in three concurrent tracks.  
  Each team is allotted 12 minutes total to include 10 minutes for  
  presentations and 2 minutes for teaching team comments.
 4:00 pm - 5:00 pm Lecture #7: Business Model Fit
   Resources, Activities and Costs: how to build and validate the rest of  
   your business model

Monday,  1:30 pm - 2:00 pm Test WebEx
November, 27 2:00 pm - 4:00 pm Team Presentations
  Teams present their business model canvas in three concurrent tracks.  
  Each team is allotted 12 minutes total to include 10 minutes for  
  presentations and 2 minutes for teaching team comments.
 4:00 pm - 5:00 pm Lecture #8: Lessons Learned Presentations & Story Videos
    Overview and directions for the final course deliverables

TopicTimeDate
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Lessons Learned Workshop: Schedule at-a-glance (All times are GMT-3)

LocationTopicTimeDate

Thursday, 8:30 am - 9:00 am Welcome Back Auditorium

December, 7 9:00 am - 10:30 am Review Videos & Draft Presentations Breakout Rooms 

FAPESP 10:30 am - 11:00 am Coffee Break Lobby

 11:00 am - 1:00 pm Review Videos & Draft Presentations Breakout Rooms 

 1:00 pm - 2:00 pm Lunch Lobby

 2:00 pm - 4:30 pm Office hours 

Friday,  8:00 am - 8:30 am Registration Lobby

December, 8 8:30 am - 9:00 am FAPESP Introduction of Final Presentations Auditorium

FAPESP 9:00 am - 10:45 am Team Presentations: 6 teams Auditorium

  (10 min presentations / 5 min comments) 

 10:45 am - 11:00 am Coffee Break Lobby

 11:00 am - 12:30 pm Team Presentations: 5 teams Auditorium

  (10 min presentations / 5 min comments) 

 12:30 pm - 1:30 pm Lunch (Restaurants around FAPESP)  

 1:30 pm - 3:00 pm Team Presentations: 5 teams Auditorium

  (10 min presentations / 5 min comments) 

 3:00 pm - 3:15 pm Coffee Break Lobby

 3:15 pm - 4:45 pm Team Presentations: 5 teams Auditorium

  (10 min presentations / 5 min comments) 

 4:45 pm - 5:00 pm Closing Ceremony Auditorium
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List of selected companies 

#
Company:  01 AEROPÔNICA

Entrepreuner: Alex Humberto Calori / E-mail: ahcalori@gmail.com
Principal investigator: Carolina Cinto de Moraes /  
E-mail: carolcmoraes@hotmail.com 
Name of the project: Sistema aeropônico portátil (SAP) para o cultivo 
de plantas em ambientes domésticos
Mentor: Rafael Pedro Pellicciotta

Company:  02 ALGAEBR

Entrepreuner: Angela Pedroso Tonon / E-mail: angptonon@gmail.com
Principal investigator: João Fernando Possato / E-mail: possato@usp.br
Name of the project: Desenvolvimento de um sistema sustentável para 
produção de astaxantina a partir de Haematococcus pluvialis: Antioxidante 
com potencial indiscutível
Mentor: Cristine Nogueira

Company:  03 CEMI

Entrepreuner: José Cintra / E-mail: cintra.88@hotmail.com
Principal investigator: Diego Roble Viol / E-mail: diegoviol@gmail.com
Name of the project: Fabricação de um dispositivo híbrido para con-
formação de tubos metálicos não ferrosos de parede fina tipo “T”
Mentor: João Henrique Botelho

Company:  04 CIPOLLI AUTOMAÇÃO      

   E MANUTENÇÃO LTDA. - ME

Entrepreuner: Anderson Maiello / E-mail: andmaiello@gmail.com
Principal investigator: Márcio Hiroyuki Kurogi /  
E-mail: marcio_kurogi@yahoo.com.br 
Name of the project: Desenvolvimento de método e dispositivos para 
corte, vinco e gravação de chapas metálicas através de impressora 
inkjet UV e usinagem química              
Mentor: Nelson Moreno

Company:  05 DANA AGRO SCIENCE - EPP

Entrepreuner: Sandra R. Pelegrinello Schuab /  
E-mail: srpelegrinello@gmail.com 
Principal investigator: Dana Katia Meschede/ 
E-mail: meschede@fcs.unesp.br
Name of the project: Desenvolvimento de produto com bioativo que 
promove o controle do milho voluntário e plantas daninhas resistentes 
ao glyphosate    
Mentor: Ricardo da Silva Seabra

Company:  06 DANIELLE FERNANDES DA SILVA

Entrepreuner: Danielle Fernandes da Silva /  
E-mail: danielle_fs@hotmail.com
Principal investigator: Renata Passos Doricci /  
E-mail: renata_ufscar@yahoo.com.br
Name of the project: Preparação de novos complexos de Mg (II) com 
flavonóides e outros fenólicos: potenciais defensivos agrícolas
Mentor: Gabriela Ribeiro dos Santos
Co-mentor: Cesar Pomin

Company:  07 FCH CONSULTORIA E PROJETOS DE  

   ENGENHARIA LTDA.

Entrepreuner: Fernando Pereira da Rocha Neto /  
E-mail: fernando.neto@fchconsultoria.com.br
Principal investigator: Fabiana Andrade Ribeiro /  
E-mail: fabiana.ribeiro@fchconsultoria.com.br 
Name of the project: Desenvolvimento de um sistema de fixação para 
placas cerâmicas de grandes formatos em fachadas  
Mentors:  Emma Russo e Valério Dornelles

Company:  08 FLEXMEDIA IND. COM. EQUIP.  

   TECNOLOGIA LTDA.

Entrepreuner: Roberto Ramos / E-mail: rramos@flexmedia.com.br
Principal investigator: Gustavo Yamasaki M.  Vieira /  
E-mail: gvieira@flexmedia.com.br 
Name of the project: Sistema de telefonia de emergência para rodo-
vias baseado em redes convergentes e de baixo consumo de energia                               
Mentors: Roberto do Coutto e Francisco Matulovic

Company:  09 INTEGROW (ENTELEKIA TECNOLOGIAS   

   DO CONHECIMENTO LTDA)

Entrepreuner: Ebraim Martins de Andrade /  
E-mail: emandrade@integrow.com.br
Principal investigator:  Rubens da Costa Santos /  
E-mail: costasantos.r@gmail.com 
Name of the project: Plataforma Conatus: gestão de programas de 
ética e compliance
Mentor: Selma Jacomis
Co-mentor: Roberta Gomes Chaves

Company:  10 LACE ENGENHARIA

Entrepreuner: Henrique Lemos de Faria /  
E-mail: henrique@laceeng.com.br
Principal investigator: Saint’Clair Henrique Nunes /  
E-mail: saintclair@laceeng.com.br
Name of the project: Dispositivo supressor de surto elétrico para 
sistemas de distribuição elétrica aeronáutica  
Mentor: José Augusto de Alencar Pereira

Company:  11 LINK ELETRONICS

Entrepreuner: Ivano José Cunha / E-mail: ivano@link-electronics.com
Principal investigator: Ronaldo Biondo / E-mail: robiondo.rb@gmail.com
Name of the project: Pesquisa e desenvolvimento de espectrofotômetro 
para processos industriais   
Mentor: Israel Guratti



19

List of selected companies 

Company:  12 NEOMESHES BIOMATERIAIS LTDA.

Entrepreuner: Sérgio Ramos / E-mail: sergiolopesfr@gmail.com
Principal investigator: Guinea Brasil Camargo Cardoso /  
E-mail: guicardoso@fem.unicamp.br 
Name of the project: Desenvolvimento de malhas biocompatíveis e 
bioativas compostas por nano e microfibras para aplicações odontoló-
gicas e médica
Mentor: Marcelo Colonno
Co-mentor: Marina Caldeira

Company:  13 NTU SOFTWARE  TECHNOLOGY LTDA.

Entrepreuner: Luiz Carlo Montevechi / E-mail: montevechi@ntu.ai
Principal investigator: Flávio S. Yamamoto / E-mail: flavio@ntu.ai 
Name of the project: Ambiente na nuvem para criação e cocriação 
de comportamentos em robôs humanoides pessoais: aplicações em 
entretenimento e educação 
Mentors: Antônio Carlos Bordeaux-Rego e Carlos Cantelli

Company:  14 RUBIAN XTRACT SERVIÇOS LTDA

Entrepreuner: 

Principal investigator: 
Name of the project: Caracterização dos bioativos do complexo 
oleaginoso extraído da semente de urucum (Bixa orellana) por fluido 
supercrítico e seus efeitos in vivo no controle da obesidade e comor-
bidades.

Mentors: 

Company:  15 SAGITTA – CONSULTORIA EM PROJETOS    

   DE ENERGIA RENOVÁVEL

Entrepreuner: Jorge Vinícius da Silva Neto /  
E-mail: jorge.vinicius.neto@gmail.com
Principal investigator: Renato Sano Coelho / E-mail: rscoelho@gmail.com
Name of the project: Produção de bioenergia e biofertilizantes através 
de digestão anaeróbia da vinhaça e cultivo de microalgas 
Mentor: Ayrton Aguiar

Company:  16 SDAMED

Entrepreuner: Carlos Vinícius Rizzanti Pereira /  
E-mail: carlos.vinicius@sdamed.com
Principal investigator: Glauco José Rizzanti Pereira /  
E-mail: glauco@sdamed.com 
Name of the project: Utilização do PTT (Pulse Transit Time) para medi-
ção de pressão arterial não invasiva em aplicações veterinárias    
Mentor: Odair Gomes Salles
Co-mentor: Gislaine Biasia

Company:  17 SMART YEAST

Entrepreuner: Caure Barbosa Portugal/  
E-mail: caure.portugal@gmail.com 
Principal investigator: Lethicia Suzigan Corniani /  
E-mail: lethicia.corniani@gmail.com 
Name of the project: Pesquisa e desenvolvimento de programa de 
seleção de leveduras nativas customizadas para produção de bebidas 
fermentadas e destiladas de qualidade
Mentor: Jarib Fogaça
Co-mentor: Ivisen Teixeira

Company:  18 VETRA

Entrepreuner: Murilo Crovace / E-mail: murilo@vetrabrasil.com
Principal investigator: Marina Trevelin Souza /  
E-mail: marina@vetrabrasil.com 
Name of the project: Desenvolvimento de metodologia para a produ-
ção de vidros bioativos particulados de alta pureza em escala industrial
Mentor: Jorge Marinho
Co-mentor: Ricardo Martins

Company:  19 ViiSOLUTIONS ACESSIBILIDADE

Entrepreuner: Felipe Diego Sobral/ E-mail: sobral@viisolutions.com.br
Principal investigator: Raquel Correa Cordeiro /  
E-mail: raquel@viisolutions.com.br 
Name of the project: Rotas acessíveis com informação digital de 
direções utilizando aplicativo de celular e dispositivos inteligentes de 
baixo custo.
Mentor: Claudio Violato
Co-mentor: Mirela Goi

Company:  20 X EDUCA

Entrepreuner: Antonio Valério Neto / E-mail: valerio@tisacademy.com.br
Principal investigator:  Maximiliano Marques /  
E-mail: contato@tisacademy.com.br 
Name of the project: Desenvolvimento de sistema de treinamento 
virtual para medir desempenho e comportamento de profissionais da 
área de segurança pública e privada
Mentor: Luzia Sarno

Company:  21 ZETESIS

Entrepreuner: Felipe Olmos / E-mail: felipe@zetesis.net
Principal investigator:  Tarsila de Conti / E-mail: tarsila@zetesis.net 
Name of the project: Tradução das estruturas das comunidades acadê-
micas, suas atividades, interações e fluxos de conteúdos em requisitos 
de sistema e implementação no ecossistema Zetesis.
Mentor: Eliane Zambon




