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What you're
passionate about

What you're
good at
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NEEDS WANTS DEMANDS

Needs Wants Demands

State of felt deprivation From a need takes as shaped Wants backed with
Physical, Social, or individual by culture & personality buying power




PESTLE Analysis

T

POLITICAL ECONOMICAL SOCIAL TECHNOLOGICAL
Example: Example: Example: Example:
* Current tax policy | « Inflation rate + Lifestyle attitudes | » Level of
« Brexit « Exchange rates ¢ Cultural barriers innovation
» Trade policies * Economic growth | « Population * Automation
o Political stability | e Interestrates growth * Technological
* Government * Disposable + Population age awareness
policy income e Health ¢ Cybersecurity
¢ Unemployment consciousness * Technological
rate o Target change
demographics ¢ Internet

availability/speed

Example:

Employment laws
Discrimination
laws

Health and safety
Copyright
protection
Consumer safety

ENVIRONMENTAL

Example:

Weather
Climate change
Environmental
policies

NGO pressure
Recycling
Pollution
Sustainability
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Customer Development Process

Customer \ ] Company
Validation Building

Problem

) @  Solution
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4 PIVOT

Search Execute
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Validation




Customer
Validation
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Segmentation Targeting Positioning
Divide market into

distinct groups of
customers

(segments) using
segmentation

. most likely to appeal
your marketing d PP
to the selected
. efforts on. .
practices. audience.

Determine which
customer group
(segment) to focus

Create product
positioning and
marketing mix that is




sy Partners Key Activities Value Customer Customer
Customer Propositions Relationships Segments

Key Resources I ' Channels
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Validation

Cost Structure Revenue Streams
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Customer The 4Ps of Marketing

Validation

Features
Quality
Branding
Packaging
Guarantee

Channels
Locations
Inventory
Transport
Market coverage

Price strategy
Pricing
Allowances
Payment
terms

Advertising
Promotional
channels
PR
Discounting
strategy




S 0 (P 3 Leis!

Customer

Validation Fio Jo cq ol 18 sl ploul Gloludl wy o ®

(... c)LOT gs.w)ﬁ m\.;oba.o sOJ-bL:*O) )'}le QL’JUa.o ¢

o~ A . & 52 & - & . X \ ~ ([ ] ‘:
(CBg o loel (o9 y8 iam) (G yicdnn 3 €Ogai» 35| £
Lo 59 00058 of poS’ (gladusral g Gy pa 31 ©

lau 51080 S 1 oyl (yi8 wds 1 (s ©




Customer
Validation

Problem
Solution

VQ Proposed
Funnel(s)

4+ pvor |
ST




S oo S

s (oo oy oy y oyl c o o) Ayl (3l yidien 51 oudd S oo 31 oolis! ®
W5 9 oS by

098 9 2L,k coa (4P) 2,150 5l axs 3l eolaiuwl © %




oslo lw Slowf

Company
Building

)LY 9 W»S ‘SA.MLO)L.A i

(... 6‘53959 u&-&-’gs 6‘.;)9)5 6‘5“.0) )lS 9 M ‘_;))J-Mj CA-QR M. ‘SLQ p-‘».s équ' i

Gloas g adgi JulPl Cr )05 wloyw ¢




‘U‘)gu )l’ [

|
= il —— i
- ~
L Crowdfunding M
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Growth (Revenue/sales,
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Research & Protol
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Early Expansion
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The Top

Most freq

easons S

tartups Fail

29%

ently citeg rea

Ran out of cash

Not the right team _ 23% 5

Get outcompeted

0
=S
W
»

Pricing/cost issues
Poor product

Need/lack business model

~
X

Poor marketing

gnore customers

~

Product mis-timed
Lose focus

D-S'YSI'I'HOI’W on team/investors

=

X
w
-0
P

Pivot gone bad
Lack passion 9%h

9% .
f

% 3

Bad location

No financing/investar interest - 8% 'C
NS
Legal challenges - 8%
Don't use network/advisors - 8%
Burn out - 8%
Failure to pivot 7%
s

Forbes statista®a
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