


Rule #1: The primary job of a
startup is to search for a
scalable & repeatable business

model that delivers value.




st

“Successful -

startups are the
ones who have
enough money
left overto try




Rule #2: On day one, startups
only have guesses, no facts.
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Rule #3: As quickly and efficiently
as possible you want to validate
or invalidate your assumptions.






{((

It’s a big mistake to theorize before
one has data because one begins to
twist facts to suit theories instead of
theories to suit facts. ) )

--Sherlock Holmes



Product risk is not the
biggest risk startups face;
it’s . The risk
that not enough people will
buy and/or adopt.



Customer Development Process

Search Execute




ldentify an Opportunity

Test the Problem

(who cares?)

Test the Solution

(what wows?)
CUSTOMER DISCOVERY

Pivot or Proceed?
(what next?)



Doesn’t mean
what they want
and building that.









Street Fare
Our Initial MVP

Craving A Food Truck?

Find Your Next
Meal With
STREATS

Streats is a maobile food truck app that brings
you access to your faverite eats, whenever
and wherever you like. Find your favorite
eats or discover new trucks; It is up to you!

Get Early Access To Streatss

Thursday, December 13, 12



Pivot #1:
To be Seamless

for Food Trucks



Street Fare
Augmented Booking System

For Customers For Truck Owners

STREATS
E

Craving A Food Truck?

Find Your Next

Cratwirigrtly Bo b ard G Aol Spy0 NG it and ©lases onling. Plaass S1Lin B e il and click on "Boak Mo
Meal With '
e‘a | t Servics S1alf Date Persnal
STREATS m———
1545 Avemase of The Americaes .
Streats is a mohile food truck app that brings s

Yau access ta your favarite eats, whanaver
and wherever you like. Find your favarite
eats or discover new trucks; itis up to you!

Srest Falr - 1355 and 4tk fvenue

2000

Sat Early Aomees To Siraats)

Cancellation Policy: Fleme notiy us stlesst 24 hours in adwance Fyou need ta cancel this appairiment

Thursday, December 13, 12



Pivot #2:
To be Groupon

for Food Trucks



Industry Research

Primary: Secondary:
. ?a\éliiT\:\VGber * Food Truck Handbook
* Helena Tubis e

* Peddling Upwards

— Street Vendor Project

e Patty’s Tacos vs. NYPD

— Court Case

— Vendy Awards

Sean Banksini —
— Street Vendor Project

Cindy VandenBosch

— Turnstile Tours

Eight Food Truck Owners

— Coolhaus, Wafels and Dinges,
Mud, Domo Taco, etc.



Street Fare
Results of Customer Discovery - Trucks

“... biggest challenge is
dealing with city restrictions”

Thursday, December 13, 12



Street Fare
Identifying the Pain

DON’T

EVEN THINK
OF PARKING HERE

THE LAST CAR TO PARK
HERE IS STILL MISSING

NO | DO NOT
PARKING| |PARKING| PARIK HERE.

VIOLATORS WILL BE TOWED THE WRATH OF THE ANCIENTS WILL FALL UPON
" YOUR HEAD, YOUR SHOELACES WILL NOT STAY TIED. ©

FRO M Now RARID SOUIRRELS WILL INVADE YOUR HOME.
UNTIL ETERNITY ,I.H'r [ ] et

THAT EXPENSIVE ENOCKING SOUND AGAIN AND
NO-ONE ! i § ! TIES.
CARS TOWED WILL TALK 10 YOU AT PAR
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Thursday, December 13, 12



Street Fare
Results of Customer Discovery

Bureaucracy:

“Vending in NYC is extremely difficult because of the scarcity in
parking, a recent interpretation of a law on the books since 1965 that
makes it illegal to vend from metered parking, rigorous requirements
for mobile food vending licenses for the people who work on trucks
and carts and a cap on the number of permits for street vending

units.”
— David Weber, NY Food Truck Association
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Thursday, December 13, 12



Street Fare
Identifying the Pain

$1 ,000 Fine
X

6'4 Fines a year on average

= $6,400

Thursday, December 13, 12



Street Fare
Results of Customer Discovery

“Absolutely - in many cases the retail income is an important part of
the overall building cash flow. The key to successful development is
to maximize revenue by making sure all vacant space is income
producing in one way or another.”

“It is a great amenity to the tenants and also draws other people to
‘see’ your building so it is a marketing tool as well as a potential
revenue producers.”

— Sam Rosenberg, CFO, Fisher Brothers Real Estate Group
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Thursday, December 13, 12



Q leanstartupmachine

Track Pivots

Customer

e Experiential foodie

Problem Customers can’t

Hypothesis

Validation Board

On the go foodie

Food trucks are

Marketer on wheels

Few ways to

Prjo i aimos Toam Loodor ki
Stitielfare  [soREEN T

Truck owner

Not enough spots In

Design Experiment

wwrw ValidationBoard.com

Thursday, December 13, 12

Discovery is key

Maintain industry code

Network effects

Riskiest
Assumption
Industry will
HEGEFT ldea

Lears
Whith Gore doaroion hesibe
hepham il o sncamann T

Landing page
and survey

25% buy In

find trucks too slow advertise food truck NYC
Seamless for Groupon/Foursquare Booking system for
trucks for trucks trucks

Results Invalidated

GET
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OF THE

BLDG

X

Validated -« seman




Build an
connection with your
customers.






Has a problem.




Knows they have
a problem.




Actively searching
for a better way.




Hacked together a
solution.




Willing and able to
pay for a better way.




Willing and able to pay
for a better way.

Hacked together a
solution.

Actively searching for
a better way.

Knows they have a

roblem.
Has a problem. P




Woohoo!
Your target
customer!

(homo earlyevangelistus)






Talking to Customers

#1 Determine most-likely
customers.

#2 Understand their needs,
desires, & wants.

#3 Explore current behavior &
motivations.

#4 Discover possible ways to
increase gain or relieve pain.

#5 Assess your solution’s
potential value.






Business Model Canvas
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Business Model Canvas

KEY ‘ KEY
PARTNERS ACTIVITIES

RESOURCES

Desirability

COST STRUCTURE | REVENUE STREAMS




Business Assumptions Worksheet
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v'Potential customers
v'Competitors

v'Suppliers

v'Industry experts/watchers

v'"Media/authors



Where to find them

v Immediate circle
v'Out-and-about
v’ Online
v'Industry events

v'Landing page



Google

Y
Google Search I'm Feeling Lucky
Google  startups ] a |
Web News Images Videos Books More ~ Search tools
Maps
About 3,800,000 results (0.34 seconds)
Shopping
§%anuptsa.:t:o = Igvestors Flights ® Ads [0
5] www.startups.co/ v ;
Over 20,000+ Accredited Investors Funding from $25k t  Apps Starlt Yagggmocm ?usmess
Connect to 20k+ Investors - Find the Right Investor - Le. e e oo oSS 35 *ef*“ .ratin e T
Startups.co has 176 followers on Google+ We‘re Proud To Havi Help;egd Over )
Testimonials Investor Matching 1 Million Businesses Get Started!
Get Started
New York Startups
Startups - TechCrunch www.apgel.co/.in.vest/new+york+startups v
techcrunch.com/startups/ ¥ TechCrunch = Invest in promising egriy-stage
2 days ago - Find the latest information from TechCrunch on preduct launches and VC startups from your city & beyond!

funding news for the hottest new companies / startups.

Women Owned Startups

wanana rulbiiealantranrannire Arn/ -



i t m Login Englisn ¥

Meetups are

neighbors getting together to learn something,

b/
do something, share something... .
4‘ , o
Sign me up! P \a ] r
- = 3 % ~
y 4 \ v =
e _' 3 s o e - ‘; 2A ~‘- S ' ‘m - [
= ':ﬂ:. > - - —:_ - v -~ i\r“‘ Ny k g* ) u}"
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= - o i ¥ =='Photo: The Lakewood Beginner-Intermediate MountainBiking “LMB" Meetap 1
e e el k2 D . - 3 .
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I within 25 miles of New York, NY Groups Calendar I ‘

New York Entrepreneurs &
Startup Network (NYESN) Startup Grind NYC

10,780 Entrepreneurs & Investors 3,047 Entrepreneurs



How to search LinkedIn from Google:

<title, interest, keywords, etc>, <geography> site:linkedin.com/in/ OR
site:linkedin.com/pub/ -site:linkedin.com/pub/dir/

Change text within the brackets to suit your needs.

Google

<director, paleontology>, <u.s.> site:linkedin.com/in/ OR site:linkedin.com/pub/ -site:linkedin.com/pub/dir/ \9/

Google Search I'm Feeling Lucky


http://linkedin.com/in/
http://linkedin.com/in/
http://linkedin.com/pub/
http://linkedin.com/pub/
http://linkedin.com/pub/dir/
http://linkedin.com/pub/dir/

GOOSIC <director, paleontology>, <u.s.> site:linkedin.com/in/ OR site:linkedin.com/pu

Web News Images Shopping Maps More ~ Search tools

About 4,050 results (0.66 seconds)

Paul Murphey | LinkedIn

www.linkedin.com/pub/paul-murphey/30/b7b/a11

Greater Denver Area - Paleo Solutions - Vice President and Director of Rocky Mountain
Operations

Paleo Solutions - Vice President and Director of Rocky Mountain Operations ...
Principal Investigator: Hundreds of mitigation paleontology projects in 14 US ...

Larry Agenbroad | LinkedIn
www.linkedin.com/pub/larry-agenbroad/26/a7/ab9 ~

Hot Springs, South Dakota - Director at Mammoth Site of Hot Springs, SD

Director, Mammoth Site of Hot Springs, SD, USA. The Mammoth ... One of 5 medals
presented in 2005 for exploration of the past (paleontology & archaeology) ...

Barbara Beasley | LinkedIn
www.linkedin.com/pub/barbara-beasley/45/842/296

Chadron, Nebraska - North Zone Paleontologist at US Forest Service

North Zene Paleontologist at US Forest Service. Location ... Barbara Beasley,
Director of Business Relations at the Better Business Bureau of Central Florida.

John Nance | LinkedIn

www._linkedin.com/pub/john-nance/88/100/30a

Lusby, Maryland - Assistant Curator of Paleontology at Calvert Marine Museum

Mamni Fylling Freelance science illustration; Rodney Scheetz curator/manager at BYU
Museum of... Barbara Beasley North Zone Paleontologist at US Forest.
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johncusack camerondiaz catherinekeener

BEING JOHN MALKOVICH

~~~~~~~~~~
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3Academy Award® Nominations!

Best Director, Best Original Screenplay, Best Supporting Actress




HOW WAS THE

CUSTOMER
INTERVIEW?

GREAT! | LEARNED FROM MY
GRANDMOTHER'S BRIDGE
GROUP THAT OUR DATING
APP SHOULD HAVE A
ROTARY PHONE VERSION.

/
‘
{ 2

3

- 4

f




Opening Questions

e Tell me about the last time you

Share with me a story about

e Describe a typical day.

Purpose: Invites them to talk expansively about the topic.

Gives them the freedom to bring up issues most
important to them. Tends to relax the interviewee.




Deeper Dive

* |f you could change one thing
about , what would it be?

* When it comes to what keeps
you up at night?

 What do you like most/least about
?

Purpose: Encourages elaboration. Leads to clarification

and additional details.



Do They Really, Really Care

 How often have you ?

* When was the last time you experienced
?

 What steps have you taken to address this need?
 How happy are you with existing options?
e How much is costing you?

 What are you spending for ?

Purpose: Measures intensity and frequency. Provides

insight into receptivity and propensity to buy.



Customer Interviews:
Do’s & Don’ts
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v'Set clear learning objectives.

v'Decide who best to talk to &
how you’ll reach them.

v'Develop a questions and
practice.

v'Interview in pairs.

v Create a data collection &
management system.

Research
Plan

v'Determine iass/fail criteria.



Project Name: Team Leader Name:

4 Javelin Experiment Board

Start here. Brainstorm with stickies, pull it over to the right to start your experiment. Experiments

Who is your customer? Be as specific as possible. Time Limit: 5 Min

Customer

What is the problem? Phrase it from your customer’s perspective. Time Limit: § Min

Problem

Define the solution only after you have validated a problem worth solving. Time Limit: 5 Min

Solution

List the assumptions that must hold true, for your hypothesis to be true. Time Limit: 10 Min

Riskiest
Assumption

Need help? Use these sentences to help construct your experiment.

Method &
To form a Customer/Problem Hypothesis: To form a Problem/Solution Hypothesis: Success

| believe my customer has a | believe this solution will result [Criterion

problem achieving this goal. in quantifiable outcome.
X GET OUT OF THE BUILDING!

To form your Assumptions: To identify your Riskiest Assumption:

In order for hypothesis to be The assumption with the least
true, assumption needs to amount of data, and core to the
be true. viability of my hypothesis is...

Determine how you will test it: Determine what success looks like:

The least expensive way to I will run experiment with # of
test my assumption is... customers and expect a strong

signal from # of customers.

Download Experiment Board and watch case studies at www.javelin.com ©2014 Javelin. You are free to use it and earn money with it as an entrepreneur, consultant, or executive, as long as you are not a software company (the latter need to license it from us).



Things to Note

* Things that validate your hypotheses.
* Things that do not validate your hypotheses.
* Anything that takes you by surprise.
* Anything full of emotion.

* Areas to explore further, any ambiguities.



Cindy Alvarez

TALKING

T u H U M n NS Rob Fitzpatrick a Founder Centric book I E ﬂ N
Success starts with understanding

your customers

CUSTOMER
Heseneiad  DEVELOPMENT

How to talk to customers and learn if

your business is a good idea when BU"d PrOductS
everyoneis lyingfoyou. gup, Your Customers Will Buy

o S
wred OREILLY"

Steve Blank




Running Tests & Experiments:
\V/AVAS







What is an MVP?

 An MVP is an experiment you can run that will
provide maximum learning yet require
minimal effort.

e |t does not have to be a version of the actual
product.

 MVPs should test your riskiest ass




Purpose of MVPs

* Avoid building products nobody wants.
 Maximize the learning per dollar spent.

* Answer specific questions; do not test the

whole business.




Types of MVPs

1. Pre-Sell: measures commitment vs interest.
e.g., Kickstarter campaign

2. Concierge MVP: manually provide with
customer knowing and agreeing to provide
extensive feedback.

3. Wizard of Oz: manually provide wijhe@@ § 5 \
customer’s knowledge. = & ~ \ S 4




Types of MVPs

4. Single Feature: do one thing and only one
thing well before developing features.

5. Other People’s Products: piggyback off of
existing products/services from competitors
to validate your idea.




Which MVP to Use

Depends upon what you’re testing
* Interest

* Process

e Commitment/Sales




Landing Page Components

* Value proposition

e Supporting visual (image, screen shot or
video)

e Call to action (sign-up, RSVP, order, etc.)

* |nvitation to learn more (for those who need
more convincing)

e Testimonials



QuickMVP

http://youtu.be/r57UtdjlcMc




Explainer Videos




Explainer Video Components

* User scenario/Frame the situation or problem
* Value proposition

* Paints picture of how life would be better with
your product

e Call to action
* |Interesting visuals
e Less than 2-minutes



Explainer Video

Drop Box: - http://youtu.be/OFbONaeRmdg




Pre-Sell

* Crowd funding
e “As seenon TV”

e Crowd sourced




KICK:=T4

Discover Start jol

Designed & Handcrafted in USA! Ellia Wang Geometry
Handbags

by Ellia Wang

Home Updates [ Backers [} Comments [[J 9 savannah,GA € Accessories

43

backers

$10,043

pledged of $15,000 goal

28

days to go

This project will only be funded if at least
$15,000 is pledged by Sun, Nov 16 2014
11:35 PM EDT.

1 am a handbag collector

0 Project by

&
Ei share &5 W Tweet <> Embed % Remind me Ellia Wang
Savannah, GA

Ellia Wang designs and hand-crafts women's accessories right K First created - 4 backed






Wizard Of Oz

Looks like a working product;

but you’re faking it on the back end.




Every deal in your city.

We find every deal from Groupon,
LivingSocial, Yelp and 800+ others.

Confirm your city:

— P
 —— -




