Solution validation/real life experiments based on MVP

Aim: To understand if your products/services have value. To test your hypotheses set on the business model canvas.

Description of the experiment: …

What do we want to find out?
E.g. is our product solving problem A,B,C, pricing, usability

First we confirm if we are talking to someone who belongs to the market segment we are targeting (age, gender, income, professional status, preferences, etc.).


Indicative questions for solution validation interviews.


· Does [X] solve your “problem”? If not, why not?

· Where does [X] fall short of your expectations? What does our solution is not doing as well as you'd like?

-------------------------------------------------------------------------------------------------------------------------------

· How does our product and its features compare to the current solution you use?

· Will [X] be better than your current solution?

· Determine "how much" better.
- much better
- a little better
- neither better – nor worse
- a little worse
- much worse

-------------------------------------------------------------------------------------------------------------------------------

· Have you used something similar? What was your experience?

· Do you still use [Y] today? Why?


-------------------------------------------------------------------------------------------------------------------------------

· Would [solution X] create new problems to you?

-------------------------------------------------------------------------------------------------------------------------------

· What is the most notable element/characteristic of [X]?

· What do you like or dislike about [solution X]? Why?

· Why do you think this could be beneficial to other people? For whom? Would you recommend it to someone (acquaintance, friend, colleague)? Whom?


-------------------------------------------------------------------------------------------------------------------------------

· This is the pricing model (subscription, unit etc.)... You would pay the amount ... for this solution?


General advice
Make it clear that this solution is not final, anything is subject to change.
Don't explain how much effort has gone into arriving at this solution.
Avoid hypothetical questions about the future.
Your main priority = to learn, not to sell.






















Solution Validation Report (coursework for e-class)


Description of the "experiment": ...

Description of the experiment: …

What do we want to find out?

For each interview you will write a separate sheet in which under each question you will have the answer of the interviewee.
 
At the end you will summarize your findings around the following three questions. It is important not only to get answers but also to understand the reasons that lead to this answer (reason why).

1. What worked? Why?


2. What didn't work? What confused them? Why?


3. What new ideas did they add? What problems do these new ideas they added solve?


