
Successful entrepreneurs share
knowledge and resources in 
innovations:
• We combine global innovative trends

with local ones and clearly define your
innovation space and potential

• We can accelerate innovations in your
organisation

• We can join to your innovation team to 
create better solutions faster

• We can design and produce prototypes
for you

• We can deliver innovation knowledge
through experienced experts in our
network

info@inovato.sk
Staničná 502,

952 01 Vráble,
Slovensko

mailto:info@inovato.sk


Our
innovations

Our
foresighting
and strategy

New trends
and changes
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environment
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issues around
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Worksys/Citysys

Modular and mobile factory

Grizzly ski
bindings

Braille 
Typewriter

Agrocircle

Community Good Shepherd

3D printed
eBike

Lighting Quality
Standard 
Configurator

New eBike
solutions

Modular
condensing
unit

Ultra sonic
cleaning

Desinfection
solutions

Automated
storage and 
safe systems

smart process automation
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1. Looking for
challenges and 
opportunities

Our
foresighting
and strategy

New trends
and changes
in business 

environment

Dreams and 
visions

Unresolved
issues around

us

New 
customer
strategies

New 
business 
models

Disruptive
technologies

Activities of 
our

competitors

Transformation Trends in 
Business

1. Individualisation

2. Selfservice

3. Elimination of 
Intermediaries

4. Re-localisation and 
Decentralisation 4. Disruptive 

Technologies

9. Circular 
Economy

8. New People’s 
Values and Habits

7. Sharing Economy and 
Networks

6. Digitalisation and 
Automation

10. Decent and Fair 
Company

3S – Sales – Service - Sharing

!



2. Markets and 
customers

Customers
and non-

customers

Market
analysis

Customer‘s
business 
models

Customer
gains and 

pains

Customer‘s
jobs and 

processes

Competitors
on the
market
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Served Served by competitorsNot served

�
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Market = customer expenses

Segments

�

Needs

Customers

Competitors

Our company Customer value

Score

Segment 1         
Segment 2

Market

Customer processes

Needs, 
requirements

M
ar

ke
t

Se
gm

en
ts

 
C

us
to

m
er

s
N

ee
ds

Nurse PatientTechnican

Manager Doctor

 

Segment - EU 
 
 Thomas Decket Sabine Ludger T.Hartman Belgium Belgium International Netherlands Kim Netherlands Priemer Poradie 
MOBILIZACE 
PACIENTA 

5 5 5 4 5  5 5 5 5(5) 5 4,9 2 

TRANSPORT 
PACIENTA 

5 4 5 4 3  3 4 5 4(5) 4 4,1 9 

REHABILITACE 
PACIENTA NA 
LŮŽKU 

4 3 3 2 2outside of 
the bed 

 3 2 4 3(3) 3 2,9 15 

HYGIENA 
PACIENTA 

3 4 5 2 4  4 2 5 5(5) 3 3,7 12 

KOMFORT 
PACIENTA 

3 4 2 2 4  4 3 5 has control 
over 

movements, 
sorrouding 

3(3) 5 3,5 13 

BEZPEČNOST 
PACIENTA 

5 5 5 5 5  5 5 5 5(5) 5 5,0 1 

PŘÍSLUŠENSTVÍ 4 5 4 4 5  4 5 5 5(5) 5 4,6 5 
OSTATNÍ 
MANIPULACE 
S PACIENTEM 

3 3 4 4 4  5 5 4 5(4) 5 3,2 14 

MANIPULACE 
S LŮŽKEM 

5 5 4 4 5  5 5 5 5(4) 5 4,8 3 

POLOHOVÁNÍ 
PACIENTA 

5 4 4 4 4  5 5 4 4(4) 5 4,4 6 

VZHLED LŮŽKA 4 4 2 3 5  4 5 4 4(4) 4 3,9 10 
OVLÁDÁNÍ, 
ERGONOMIE 

4 4 4 5 4  5 4 5 3(3) 4 4,2 8 

HYGIENA LŮŽKA 4 5 5 4 5  5 5 4 4(4) 4 4,5 4 
BEZPEČNOST 
SESTRY 

4 4 5 3 4  4 5 5 4(4) 5 4,3 7 

KOMPATIBILITA 
MATRACE, 
LŮŽKA A 
LŮŽKOVIN 

4 3 4 3 3  4 5 4 4(4) 4 3,8 11 

RYCHLÝ SERVIS, 
KVALITA 

5 5 4 4 5  4 5 4 4(4) 5 4,5 4 

Processes
O1= Handling with patient
O2 = Handling with bed
O3 = Transport
O4 = Adjustment, setup
O5= Connection with environment
O6= Work with accessories
O7= Ensuring safety
O8= Mattress handling
O9= Design-interaction with product

O1= Handling with patient
O11 = patient examination: CT, RTG
O12 = moving patient onto other bed

O13 = patient positioning
O14 = turning patient

O15 = patient mobilisation
O16 = handling during urinate

O17 = changing clothes
O18 = patient hygiene

O19 = eating
O20 = re-dressing

O21 = changing mattress
O22 = changing bed clothes

O23 = adjusting patient positions
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Nurse

Manager

Patient

Technican

Doctor

Product

1

7

2

3

4

5

6

2 3 4 5 6 7 8 9 10 11 12 13 14 15 16 171

HO like

3M

USD5.00

Ice-cream 
Freezer

3 
–

12
cc

10 m
odels

If
30%

Merchandizers

3M

USD5.00

Soft-drinks 
Cooler

3 
–

12
cc

10 m
odels

Sc
30%

3M

USD5.00

Beer 
Coolers

3 
–

12
cc

10 m
odels

Bc
30%

3M

USD5.00

Air Curtain

19
 –

34
cc

6 m
odels

A
c
30%

3M

USD5.00

Vending 
Machine

6 
–

10
cc

6 m
odels

V
m30%

3M

USD5.00

Vertical Ice-
cream

17
 –

23
cc

8 m
odels

Vi
30%

3M

USD5.00

Water 
Fountain

2 
–

6c
c

4 m
odels

W
f30%

Medical & Scientific 
Refrigerators

3M

USD35.00

Deep 
Freezers

12
 –

21
cc

2 m
odels

Df
30%

3M

USD70.00

Ultra Low 
temp

13
  –

27
cc

3 m
odels

Ul
30%

3M

USD35.00

Medical 
Coolers

3 
–

9c
c

4 m
odels

M
c
30%

Wine Coolers

3M

USD25.00

Wine 
Coolers

5 
–

11
cc

3 m
odels

W
c30%

Air Driers (Pressured Air)

3M

USD30.00

Air Driers

10
 –

65
cc

10 m
odels

A
d30%

Air Pump

3M

USD50.00

Air Pump

14
cc

1 m
odel

A
p30%

Catering 
Refrigeration
Mobile RAC
Services for Commercial 
Refrigeration
Retail Business

Food Service

Other categories (std by)

3M

USD5.00

Trailer Cooling

30
0c

c

1 m
odel

Tc
30%

3M

USD5.00

Cabin Cooler -
truck

4 
-1

2c
c

2 m
odels

Cc
30%

3M

USD5.00

Train AC

XX
cc

1 m
odel

Ta
30%

3M

USD5.00

Truck 
Refrigerator

4c
c

1 m
odel

Tr
30%

3M

USD5.00

Bus 
Refrigerator

4c
c

1 m
odel

Br
30%

3M

USD5.00

Portable 
Cooler

1 
-3

cc

1 m
odel

Pc
30%

3M

USD5.00

Bev. 
Dispenser

18
 –

23
cc

4 m
odels

B
d30%

3M

USD5.00

Reach-In 
Cooler

8x
 –

20
cc

5 m
odels

Rc
30%

3M

USD5.00

Reach-In 
Frozen

13
x 

–
34

cc

16 m
odels

Rf
30%

3M

USD5.00

Display 
Cases

3 
–

10
cc

7 m
odels

D
c
30%

3M

USD5.00

Cooling 
Solutions

3 
–

34
+c

c

n -m
odels

Cs
30%

3M

USD5.00

Cold Room

20
 –

34
+c

cn -m
odels

Cr
30%

3M

USD5.00

Walk-In 
Cooler

20
 –

34
+c

cn -m
odels

W
k30%

3M

USD5.00

Chest 
Freezer

13
 –

17
cc

2 m
odels

Ci
30%

3M

USD5.00

Chest Freezer 
HO

3 
–

12
cc

10 m
odels

Cf
30%

3M

USD5.00

Technical 
Support

…

… Ts
30%

3M

USD5.00

R&D Support

…

… Rs
30%

3M

USD5.00

Application 
Lab

…

… Al
30%

3M

USD5.00

IoT – Sales 
Boost

…

… Is
30%

3M

USD5.00

IoT – Energy 
Mg.

…

… Ie
30%

3M

USD5.00

IoT -
Maintenance

…

… Ip
30%

3M

USD5.00

Rental

…

… R
e30%

3M

USD5.00

HPSWH

6 
–

15
cc

3 m
odels

H
p30%

3M

USD5.00

Reach-In 
Cooler

10
x 

–
27

cc5 m
odels

Rr
30%

3M

USD5.00

Reach-In 
Frozen

19
x 

–
27

cc

16 m
odels

R
n30%

3M

USD5.00

Prep Table

5 
–

27
cc

15 m
odels

Pt
30%

3M

USD5.00

Blast Chiller

20
 –

27
cc6 m

odels

Br
30%

3M

USD5.00

Undercounter 
HO

2 
–

5c
c

5 m
odels

U
c30%

3M

USD5.00

HO Ice-maker

3 
–

10
cc

6 m
odels

Hi
30%

3M

USD5.00

HO Dispenser

3 
–

10
cc

6 m
odels

H
d30%

3M

USD5.00

Undercount
er

5 
–

27
cc

15 m
odels

U
n30%

3M

USD5.00

Scooping

27
x 

-3
4c

c4 m
odels

S
p30%

3M

USD5.00

Chef Bases

5 
–

27
cc

15 m
odels

C
b30%

3M

USD5.00

Underbar 
Refrig.

5 
–

27
cc

15 m
odels

Ur
30%

3M

USD5.00

Ice-maker -
Flaked

20
 –

34
+c

c24 m
odels

If
30%

3M

USD5.00

Ice-maker -
Cuber

6 
–

34
+c

c24 m
odels

Ic
30%

3M

USD5.00

Ice-cream 
Dispens.

34
+c

c

5 m
odels

Id
30%

3M

USD5.00

Slushy 
Machine

15
 –

19
cc

4 m
odels

S
m30%

3M

USD5.00

Worktops

5 
–

27
cc

15 m
odels

W
t30%

3M

USD5.00

Ice packs 
bin

10
 –

17
cc

6 m
odels

Ib
30%

3M

USD5.00

Juice 
Dispenser

2 
–

5c
c

2 m
odels

Jd
30%

1  LBP / LST
2  LBP / HST
3  L-MBP / LST

4  L-MBP / HST
5  M-HBP / LST
3  M-HBP / HST

1  Attack / Grow
2  Protect

1  Improve mix
2  FM main stream

1  Push Plug n’ Cool
2  Minimum efforts

Hi
gh

er
 C

M

Lower volumes / premium marginsHigher volumes / std margins

x à multi-compressors allowed
+ à also higher displacements



3. New value
proposition

Customer
quality and 

safety

Ecology and 
sustainability

Customer
productivity

Customer
service

Customer‘s
jobs and 

processes

Cost
reduction

Brand/design 
and customer

image

Simplification
of customer‘s

life



4. Product and 
business 

model 
prototyping

Customer
process

Target
costing Value curve

Functional/
costs

analysis

Product
environment
and services

User 
interface

Modular
design

Technical a 
physical

contradictions

U
ns

at
is

fie
d 

N
ee

d

Sa
tis

fie
d 

N
ee

d

Application process
Preparation Action Finish Maintenance

Mode 2
Mode 3

Mode 1

Where is a problem?

Environ-
ment Customer Product Procedure Control Measure-

ment
Function Solutions Other solutions

Function 1
moving up 
loading plate

Function 2 
handling with 
back element

Sparta Calma Terno

Profit
Value 

Created

Wages and salaries

Value for 
Embraco

Value for 
customer

Direct and indirect materials and services purchased

Cost

Price paid

Maximum price
Our position

Importance, 
priority for the 

customers

Need

Satisfied 
declared needs Unsatisfied 

declared needs
Unsatisfied and
undeclared needs

Unsatisfied
desires and
dreams

N
ee

d 
1

0

10

0

10

N
ee

d 
7

N
ee

d 
6

N
ee

d 
5

N
ee

d 
2

N
ee

d 
3

N
ee

d 
 4

N
ee

d 
10

N
ee

d 
8

N
ee

d 
9

Customer 
satisfaction

rate 

Our company

Competitor



5. Testing, 
designing, 

engineering

Design to 
costs

Design to 
logistics and 

ecology

Industrial 
design

Engineering, 
production and 

service
documentation

Modelling
and 

simulation

Testing
product and 

business 
model 

Sales and 
marketing 
proposals

Design to 
manufacturing
and assembly



6. Processes
and final
business 

model

Customer
service

Manufacturing
and assembly

Marketing 
and sales

Technology and 
manufacturing
system design

Modelling
and 

simulation

Final
operating
business 
models

Management 
and 

organisation

Purchasing and 
logistics



7. Marketing, 
sales and 
market

introduction

Digital
marketing 
ecosystem

Sales process
Distribution
and logistics

Marketing 
psychology

Customer
relationship

management

Sales and 
customer

service teams

Vedúci SHP

Majstri TL Majstri VA

Tím
1

Tím
2

Tím
3

Tím
4

Tím
1

Tím
2

Tím
3

Tím
4

Tím
1

Tím
2

Tím
3

Tím
4

Tím
1

Tím
2

Tím
3

Tím
1

Tím
2

Tím
3

Tím
4

Tím
1

Tím
2

Tím
3

Tím
4

Striedači

Hlavný mechanik

Business tím
SHP

Správa strediska

Hlavný technológ

Technológ

Technológ

Prev. účtovník

Ekonóm

Účtovník
skladník

Business Tím VABusiness Tím TL-CBusiness Tím TL-B

Business Tím TL-D Business Tím TL-D

Servisný tím



8. Business 
growth

Marketing, 
benchmarking

advertising

Business 
model 

innovation

Distribution
and service

network

Communication
channels and 

customer
relationships

Certifications
and tests

Manufacturing
network

Patent and 
legal protection

Investments

Communication 
Channels

Customers

Distribution Channels

Value Proposition

Revenue Streams

Key Activities and 
Processes

Partner Network

Key Resources

Costs



Inovato – strong
network of 
innovators, 
knowledge, 
experience and 
technologies



Vladimír LevárskyMiloš Gregor

Simona Kubán

Pavol Kubán Patrik Paul

Eduard KovaľĽubomír Švec Miroslav KunschJán Košturiak

Miroslav Srogoň

Founders



People in Inovato Ján Košturiak, Peter 
Ballon, Ľubomír Švec, 
Vladimír Levársky, 
Miroslav Kunsch, Miloš 
Gregor, Pavol Kubán, 
Simona Kubán, Patrik 
Paul, Eduard Kovaľ, Jozef 
Bujnovský,  Miroslav 
Srogoň, Peter Hospodár, 
Martin Tvarůžek, Ladislav 
Gabčo, Milan Šmotlák, 
Radovan Slíž, Roman 
Krška, Pavol Michalica, 
Matej Šucha, Karel 
Novotný, Slavomír 
Ozaník, Jiří Marek, 
Roman Dvořák, Stanislav 
Martinec, Miloš Olejár, 
Ladislav Ondrejička, 
Pavol Harvan, Vladimír 
Jurka...



We don’t need to minimize risk, 
but to maximize freedom, speed 

and entrepreneurship in our 
companies 

The highest risk is the fear from 
the risk

Join us


