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01 — WELCOME TO OMI

L

A product creates possibility. Commercialization creates impact.

Every day, remarkable products fail — not because they are poorly designed, but because they struggle to
reach the people who need them. Farmers lose income because they cannot access markets.
Manufacturers produce quality goods that remain unknown. Innovators solve important problems
without ever building demand for the solution. Across industries and countries, the pattern repeats.

This is not a marketing problem, a sales problem, or a logistics problem in isolation. It is the absence of a
missing capability: the ability to transform a product into sustainable market success. The Oyiza Musa
Institute (OMI) exists to build that capability — in individuals, in businesses, and in the profession itself —
through education, research, professional standards, practical projects, and global collaboration.

This Prospectus introduces OMI: what the Institute is, what it stands for, how it develops professionals,
and how it intends to advance Product Commercialization as a recognized global discipline.

Welcome to OMI.
Welcome to the beginning.
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02 — ABOUT OMI

The Oyiza Musa Institute (OMI) is a professional institution established to advance the discipline of
Product Commercialization through education, research, professional standards, and global
collaboration. It is founded on the belief that while innovation generates possibilities, it is
commercialization that transforms those possibilities into sustainable value for individuals,
organizations, economies, and society.

Vision
To establish Product Commercialization as a globally recognized profession

that advances innovation, creates sustainable value, strengthens institutions,
and contributes to the progress of humanity.

Mission

OMI advances the theory and practice of Product Commercialization by promoting excellence in
professional education; advancing scholarly research; establishing ethical and professional standards;
supporting certification and lifelong learning; strengthening institutions that serve innovation and
enterprise; encouraging international collaboration; and contributing to economic and societal
development through responsible commercialization.

Areas of Work

— Research and publication

— Professional education and executive development

— Curriculum development for academic institutions

— Professional certification and competency frameworks
— Standards development

— Conferences and scholarly forums

— Institutional advisory services and policy research

— International partnerships

A Global Perspective

OMI recognizes that innovation and commercialization transcend national boundaries, and embraces an
international perspective across its research, education, standards, and partnerships — aspiring to
contribute to a globally connected profession.

Institutional Commitment

OMl is committed to preserving the integrity of the profession through independent scholarship,
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responsible leadership, and evidence-based practice — building institutions that will outlast individual
careers and generations, ensuring that knowledge is preserved and innovation continues to serve the
advancement of humanity.
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The Oyiza Musa Institute was founded in response to a challenge that spans industries, countries, and
economies: the persistent gap between creating valuable products and successfully bringing them to
market. Every year, entrepreneurs launch businesses, manufacturers produce goods, researchers develop
innovations, and farmers cultivate valuable harvests — yet many of these efforts never achieve the
impact they were designed for.

The usual explanations — insufficient funding, poor marketing, weak sales, limited distribution,
competition — are not wrong, but they are incomplete. Many products fail not because they lack quality,
but because they lack effective commercialization: the research, market intelligence, positioning, pricing,
distribution, partnerships, and execution required to move value from creation to delivery.

Modern education has produced excellent specialists — in marketing, sales, engineering, finance, supply
chain, and design — yet businesses succeed not because departments perform well independently, but
because they work together toward one goal. Product Commercialization is not marketing, sales,
logistics, or branding alone; it is the integrated discipline that combines all of these into one coherent
effort. As markets grow more competitive, this capability becomes more valuable — yet it has received
comparatively little attention as an independent discipline. That gap is the opportunity OMI was built to
fill.

04 — WHAT IS A PRODUCT COMMERCIALIZER?

A Product Commercializer is a professional who understands how
to move a product from opportunity to sustainable market value.

A Product Commercializer understands the relationship between every link in this chain, and can operate
— or direct others — across all of it:

PRODUCT — CUSTOMER — MARKET — POSITIONING — DEMAND — SALES — DISTRIBUTION —
FEEDBACK — GROWTH

They are not simply a marketer, a salesperson, or a sourcing agent. They are the professional who can
receive a product and confidently say: | understand this product, | understand the market, | know who the
customer is, | know how to position it and communicate its value, | can build the campaign, handle the
objections, sell it, measure the results — and improve the strategy. That is the difference between
creating content and commercializing a product.
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The Oyiza Musa Institute was established on the conviction that Product Commercialization is a
profession capable of advancing innovation, strengthening institutions, and improving the human
condition. These ten principles are intended to remain constant even as strategies, technologies, and
markets evolve.

— 1. Knowledge Before Opinion — Professional practice shall be founded on evidence, research, and

disciplined inquiry.

— 2. Innovation in Service of Humanity — Innovation is most significant when it contributes to human

well-being.

— 3. Commercialization Creates Sustainable Value — Pursued responsibly and with consideration for

broader societal impact.

— 4. Integrity Above Achievement — Success shall never be pursued at the expense of honesty or
public trust.

— 5. Institutions Preserve Progress — Institution-building is a professional responsibility, not merely

an individual pursuit.

— 6. Lifelong Learning — Every professional should remain a learner through education, research, and

reflection.

— 7. Global Collaboration — Advancing the discipline requires cooperation across disciplines,
industries, and nations.

— 8. Ethical Leadership — Leaders are expected to demonstrate wisdom, humility, and stewardship in

every decision.

— 9. Service Before Recognition — Recognition should arise as a natural consequence of
contribution, not as an objective in itself.

— 10. Stewardship for Future Generations — The Institute is committed to leaving the profession
stronger and wiser than it found it.
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06 — CORE VALUES & THE PROFESSIONAL OATH

Core Values

— Integrity — Honesty and accountability in every professional action.

— Excellence — A continuous pursuit, never a fixed destination.

— Service — Value created for others before recognition for oneself.

— Innovation — New thinking applied responsibly, in service of real problems.

— Collaboration — Advancing the discipline together, across disciplines and borders.
— [Evidence — Decisions grounded in research and disciplined inquiry.

— Stewardship — Building institutions and knowledge that outlast any one career.

— Courage — The willingness to build what does not yet exist.

— Lifelong Learning — Every professional remains, permanently, a student.

The OMI Professional Oath

Every enduring profession is strengthened by a solemn commitment made by those who enter its
practice. The OMI Professional Oath expresses the values and obligations expected of every Product
Commercialization professional, and is affirmed by graduates, certified professionals, and institutional
members.

| solemnly affirm that | will practice the profession of Product
Commercialization with integrity, competence, and responsibility.

| will pursue truth through knowledge, apply innovation with wisdom,
and create value that contributes to the advancement of individuals,
organizations, and society.

| will promote commercialization that is lawful, ethical, sustainable,
and beneficial to society — measured not only by economic success
but by its contribution to human progress.

This | solemnly affirm.
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OM I trains professionals through doing, not through passive instruction. Every phase of learning follows
the same six-step discipline:

Step What It Means

LEARN Understand the principle.

PRACTICE Apply it to a real product or situation.

PRODUCE Create a real, tangible commercial asset.

PRESENT Defend the decisions behind the work.

IMPROVE Receive feedback and refine it.

DOCUMENT Preserve the lesson so the next professional inherits it.

“Document” is what separates OMI from a course that ends. It is how today's learning becomes tomorrow's curriculum.

Page of



]

Stage What Happens Here

OYIZA MUSA INSTITUTE (OMI) - INSTITUTIONAL PROSPECTUS

08 — THE COMMERCIALIZATION LOOP

L

Every product that ever reaches a customer — and every product that goes on to have a second, better
version — passes through the same eighteen-stage sequence. It is drawn as a loop, not a line, because
the last stage feeds directly back into the first. Nothing in Product Commercialization ends at a finish

line; it ends at the next idea.

Is this a real problem, for a real group of people, that they would actually pay to

Idea solve?
Test the idea against reality — who else has tried this, and why do customers
Research choose what already exists?
) Translate the validated need into a specific, buildable thing — dimensions,
Design materials, function, price.
Test whether the design can actually be produced at the volume, quality, and cost
Factory required.
Supplier Secure what the factory needs to produce it — materials, components, packaging.
Sourcing Find, vet, and secure the right factories and suppliers — not just the cheapest ones.
Manage the legal and logistical passage across borders — customs, duties,
Importer compliance.
Distribution Move the product from point of entry to where it can actually be sold.
Brand Answer, consistently: what does this product mean, and can | trust it?
) Communicate the product's value to the people who need it — one stage of
Marketing eighteen, not the whole discipline.

Sales Activation

Turn awareness into action in the physical world — street teams, trade fairs,
sampling, demonstrations.

Win the shelf, the store, the stall, or the platform — placement, pricing psychology,

Retail shelf competition.
Customer The reason the entire chain exists — everything before this stage was preparation.
Feedback Listen to what customers tell you, whether you ask or not.

Data & Insights

Turn individual feedback into evidence — patterns about who is buying and what is
working.

=

Improvement Use what was learned to make the product, pricing, marketing, or process better.

) Ask whether the market itself has changed enough to require a genuinely new
Innovation response.
New Idea Every loop generates the raw material for the next one. The loop restarts, smarter.
Why a Loop, Not a Line

A straight line implies an ending — that once a product reaches Scale, the work is done. That is not how
real businesses behave. A product with strong research and design that still isn't selling probably has a
weak link somewhere between Brand and Retail. A product that sells once but never again probably has a
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broken link between Feedback and Improvement. The Loop's everyday use is as a map for finding out
where the chain is broken — not just noticing that it is.

Levels of Mastery

Not everyone needs to master all eighteen stages to the same depth at the same time. The Method
recognizes five levels of growing capability, referenced throughout OMI's certification and curriculum
design:

Level What It Demonstrates

) Can name the eighteen stages and explain, in plain language, what happens at each
Foundation one.

. Can apply the Method to a real product — research, sourcing basics, marketing
Practitioner content, and identify the weakest stage.

) Can run multiple stages of the loop for a real project and make sound decisions
Professional where the Method gives no easy answer.

o Has deep, demonstrated expertise in one or more specific stages beyond the general
Specialist Method.

Can teach the Method to others, contribute new case studies, and help the Method
Fellow evolve without losing what makes it stable.
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09 — THE OMI INSTITUTIONAL ARCHITECTURE

OMI's body of knowledge is organized into seven foundational volumes, each answering one distinct,
permanent question. Nothing overlaps; nothing is missing:

Vol.  Document Answers

I The OMI Founding Charter Why does OMI exist?

Il The OMI Commercialization Method How does commercialization work?

11 -l[lr:vs(/)o'\r/lkl Commercialization Intelligence How do people learn together, every day?

v gl;lzlf)el\rflég’roduct Commercialization How do people practice?

\Y The OMI Body of Knowledge (OMBOK) Everything the profession collectively knows.
VI The OMI Certification Framework How is professional mastery proven?

VI The OMI Research Standards How does OMI conduct and validate research?

The Charter is why OMI exists. The Method is how commercialization works.
The Intelligence Network is how the community learns together, daily.

The Challenge is how members practice it. The Body of Knowledge is
everything the profession collectively knows. The Certification Framework

is how mastery is proven. The Research Standards are how that

knowledge stays trustworthy as it grows.
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OMl is not organized like a thirty-day programme with a start and end date. It is organized like a university
— where every lesson belongs to a department, and knowledge accumulates indefinitely rather than
resetting with each cohort.

The Six Pillars

Everything OMI teaches organizes under six pillars. Every post, lesson, and assignment belongs to

exactly one:

— Commercialization Intelligence — Industry trends, China, factories, importing, trade, logistics,
opportunities.

— Marketing Intelligence — Branding, copywriting, advertising, funnels, Al, SEO, video.

— Business Intelligence — Negotiation, pricing, margins, distribution, cash flow, growth.

— AlIntelligence — Al tools, automation, prompting, workflow, CRM.

— Commercialization Practice — Assignments, videos, research, presentations, reviews — where the
Challenge lives.

The Weekly Rhythm

A predictable weekly calendar anchors the community, with each day mapped to one part of the
Commercialization Loop:

Community — Member wins, challenges, networking, recognition, opportunities.

Day Series Focus

Monday Market Intelligence Monday Research — industries, trends, demand.

Tuesday Factory Tuesday Factories, MOQs, supplier vetting.

Wednesday Brand Breakdown Positioning and brand strategy case studies.
Thursday Al Thursday Al tools and workflows for commercialization.

Friday Field Friday Sales activation, retail, trade fairs, sampling.
Saturday China Saturday / Case Study Factories, trade, sourcing, real company case studies.
Sunday Commercialization Stories Reflection — what did we learn this week?

The Long-Term Ecosystem

Beyond the core curriculum and community, OMI's institutional architecture is designed to grow into a full

ecosystem:

Division

OMI Academy

Purpose

The educational function of the Institute — curriculum, training, and instruction.

OMI Community

Learning, mentorship, and networking among members.

-
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OMI Research

Research, frameworks, and industry intelligence.

OMI Talent Connecting trained professionals with real opportunities.
OMI Ventures Supporting promising commercialization opportunities.
OMITV Public education and media.

OMI Talks Interviews, ideas, conversations, and events.

OMI Press Books, journals, publications, and educational resources.

Page of

L



OYIZA MUSA INSTITUTE (OMI) - INSTITUTIONAL PROSPECTUS

11 — THE OMI PROFESSIONAL PATHWAY
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Every member moves through the same structured pathway — from first principles to professional
certification and ongoing development:

FOUNDATION

Marketing & communication fundamentals — the shared starting point for every member, regardless of
background.

SPECIALIZATION

Members choose a track: Product Research - Media & Content - Marketing & Growth - Trade & Sourcing -

Partnerships - Digital Publishing - Operations.

PRACTICAL COMMERCIALIZATION

Research — Position — Communicate — Market — Sell — Measure — Improve — applied to a real
product, start to finish.

ASSESSMENT

Practical projects, a defended portfolio, and structured evaluation against the OMI Competency
Framework.

CERTIFICATION

Formal recognition of demonstrated mastery, aligned to the Levels of Mastery ladder.

PROFESSIONAL DEVELOPMENT

Ongoing growth through research, mentorship, industry projects, and leadership within the OMI
community.
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12 — THE OMI PRODUCT COMMERCIALIZATION CURRICULUM
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The practical core of OMI training is an eighteen-module curriculum, moving a participant from product
research through positioning, communication, content production, campaign strategy, advertising, sales,
analytics, and finally a live client simulation and agency-style pitch. Every module produces a real,

defensible commercial asset — not a worksheet.

#
01

Module

Product Intelligence

Deliverable

Product Intelligence Report

02

Product Customization

Customization Proposal

03

Market & Customer Intelligence

Customer Persona Document

04

Product Positioning

Positioning Matrix

05

Confidence & Product Communication

Recorded Confidence Pitch

06

Handling Product Objections

Objection-Handling Playbook

07

Storytelling for Commercialization

Storytelling Script

08

Copywriting for Products

Copywriting Pack

09

Professional Brand Video (Capstone)

Brief, Script, Shot Plan, Final Commercial

10

Product Photography & Videography

10-Shot Product Library

11

Video Editing

Edited, Platform-Ready Commercial

12

Brand Identity

Brand Identity Sheet

13

Campaign Strategy

30-Day Campaign Plan

14

Digital Advertising

Ad Campaign Setup Document

15

Sales & Conversion

Sales Script & Role-Play

16

Marketing Analytics

Campaign Analytics Report

17

Client Simulation (Capstone)

Full Client Deliverable Set

18

Marketing Pitch

Agency Pitch Deck & Proposal

The Professional Test

"If this company paid my agency real money for this work,
would | be proud to present it?"

Not: is this acceptable? But: does this look like something a professional brand would pay for? The goal
is never expensive equipment — it is strategy, story, execution, and commercial thinking.
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13 — TRADE, SOURCING & DISTRIBUTION

L

OMI's vision is broader than marketing and creative commercialization alone. A complete Product
Commercializer also understands how products physically move from opportunity to market — the trade

and supply-chain track that sits alongside the marketing curriculum:

Area What It Covers

Product Sourcing

Identifying and vetting factories and suppliers, not just the cheapest
quote.

Factory Verification

Confirming a supplier genuinely operates where and how it claims to.

Procurement & OEM/ODM

Negotiating manufacturing terms, tooling, and private-label production.

Quality Control

Sampling, inspection, and standards enforcement before and after
production.

Pricing & Incoterms

Landed cost, margin structure, and international shipping terms.

Import / Export & Customs

Cross-border compliance, documentation, and duties.

Logistics & Warehousing

Moving and storing product between factory and market.

Distribution, Wholesale & Retail

Getting the product to where the customer can actually buy it.

Market Entry

Structured approaches to entering a new country or region.
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OMI's Founding Charter gives the Institute an explicit research mandate: commercialization practice
must be grounded in evidence, not opinion. Research is not treated as a student assignment alone — it is
an institutional function.

Product intelligence and market intelligence

Consumer behaviour and industry research

Trade research and emerging markets

Commercialization case studies — successes and failures alike
Distribution systems and market-entry patterns

Cross-border commerce and sourcing corridors

This research function feeds directly into the OMI Body of Knowledge (Volume V) and is governed, as the
Institute matures, by the OMI Research Standards (Volume VII) — the discipline that keeps OMI's
knowledge credible as it grows, not merely large.

Page of



OYIZA MUSA INSTITUTE (OMI) - INSTITUTIONAL PROSPECTUS

] L

15 — THE OMI PROFESSIONAL COMPETENCY FRAMEWORK

A professional institution does not only teach how to sell. It defines what a competent and ethical
Product Commercializer looks like — across three dimensions:

Knowledge

— Product

— Market

— Customer
— Trade

— Distribution

Skills

— Research

— Communication
— Marketing

— Sales

— Analysis

— Negotiation

Professional Conduct
— Integrity
— Evidence-based decision making
— Customer responsibility
— Ethical commercialization
— Confidentiality
— Accountability

Core Competencies (from the Founding Charter)

Ten competencies anchor professional practice across every specialization: Opportunity Recognition,
Market Intelligence, Customer Understanding, Value Proposition Development, Strategic Positioning,
Communication and Influence, Execution Excellence, Partnership Development, Leadership and Ethical
Responsibility, and Continuous Professional Development.
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16 — ASSESSMENT & CERTIFICATION

Participants are evaluated on product understanding, market understanding, creativity, communication,
confidence, strategic thinking, production quality, commercial relevance, customer understanding,
execution, and the ability to defend and act on feedback. The guiding question is never "did you complete
the assignment?" — it is "can you apply this in a real commercial environment?"

Certification Levels

Certification is deliberately sequenced, and the professional designation is not rushed ahead of the
Institute's assessment credibility:

— OMI Certificate in Product Commercialization — Awarded on completion of the core curriculum
and portfolio.

— OMI Professional Certificate in Product Commercialization — Awarded for demonstrated
Professional-level mastery across the Commercialization Loop.

— OMI Certified Product Commercializer — The Institute's highest professional designation, awarded
once the OMI Certification Framework (Volume VI) and competency evidence base are fully
established.

Certification tiers map onto the five Levels of Mastery described in Section 08 — Foundation, Practitioner,
Professional, Specialist, and Fellow — so members always know exactly what the next level requires.
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OMBOK is Volume V of the OMI Foundational Documents — the organized, growing collection of
everything the profession collectively knows, in the tradition of established professional bodies of
knowledge such as PMBOK (Project Management) and SWEBOK (Software Engineering). Where the
Method (Volume Il) explains how commercialization works in principle, OMBOK accumulates the specific,
evidence-based chapters that fill that structure out over time.

Part Domain Sample Chapter

I Foundations The Commercialization Lifecycle
Il Research Product Research

11 Product Value Proposition

\% Manufacturing & Sourcing Minimum Order Quantity (MOQ)
\Y Branding & Marketing Brand Strategy

Vi Sales & Commercialization Sales Activation

Vil International Trade Customs Clearance

Vil Business Systems Standard Operating Procedures
IX Leadership Decision-Making Under Pressure
X Future of Commercialization Artificial Intelligence in Commercialization

OMBOK is deliberately built to grow: new chapters are added as research, case studies, and field
experience accumulate — reviewed against the OMI Research Standards (Volume VII) before they enter
the permanent record.
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18 — COMMUNITY, MENTORSHIP & THE KNOWLEDGE LIBRARY
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Members are not passive readers of OMI's knowledge — they help build it. Each week, members rotate
through contributor roles that turn the community from a place that distributes knowledge into one that
builds collective intelligence:

Role Contribution

Researcher

Finds an industry trend or new product worth studying.

Factory Scout

Shares insight about manufacturing or sourcing.

Brand Analyst

Breaks down a successful brand or campaign.

Market Observer

Reports what is actually happening in local markets.

Sales Activation Reporter

Documents a real promotion or launch witnessed firsthand.

Al Explorer

Demonstrates a useful Al workflow for commercialization work.

The OMI Knowledge Library

Every lesson, once created, becomes searchable and permanent — organized into folders mapped to the
Six Pillars and the Commercialization Loop, so a member who joins OMI a decade from now inherits
years of accumulated knowledge rather than a scattered chat history:

Folder Focus

Research Industry and product research lessons
Factories Manufacturing, MOQs, supplier vetting
China Sourcing, trade, factories, markets
Marketing Branding, copywriting, advertising, content

Sales Activation

Field marketing, retail entry, promotions

Business

Negotiation, pricing, margins, growth

Al

Prompting, automation, workflow, tools
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19 — PROFESSIONAL STANDARDS & ETHICS

Ethics is treated as the foundation of professional excellence, not an afterthought to it. Every OMI
professional is expected to uphold nine standing obligations:

— Responsibility to Society

— Honesty and Transparency

— Respect for Consumers

— Respect for Intellectual Property
— [Fair Competition

— Responsible Innovation

— Environmental Responsibility

— Professional Accountability

— Building Public Trust
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Oyiza Musa is the Founder of the Oyiza Musa Institute (OMI), an institution dedicated to advancing
Product Commercialization through research, education, professional standards, and institutional
development. She is the author of The OMI Founding Charter: Founding the Profession of Product
Commercialization, the Institute's foundational publication and a pioneering work establishing Product
Commercialization as a structured professional discipline.

She holds a Bachelor of Science in Education (B.Sc. Ed.) in Computer Science, a multidisciplinary
foundation that informs her work at the intersection of technology, business, and innovation. Her
professional interests include Product Commercialization, international trade, business intelligence,
market systems, and institutional development.

Beyond her academic work, Oyiza Musa has founded and led ventures that apply commercialization
principles in practice, including Huckster, focused on product commercialization and international trade,
and Afrocode, focused on media, technology, and digital innovation. These experiences have shaped her
understanding of how ideas, products, and technologies move from development to sustainable market
value.
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21 — THE OMI COMMITMENT

Not another marketing school. Not another entrepreneurship community. Not another online course.

A professional institution dedicated to developing the knowledge, skills,
standards, systems, and people required to commercialize products
responsibly and successfully.

That is what separates OMI from ordinary training programmes — and what this Prospectus has set out
to describe.

A product creates possibility. Commercialization creates impact.
The work we do today becomes the knowledge we teach tomorrow.
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22 — APPLICATION & CONTACT

Item Detail

To apply [ Insert application link / form ]
Enquiries [ Insert email / phone / WhatsApp ]
Website WWW.0oyizamusa.com

Follow OMI [ Insert social media handles |
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