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(Market	
  pull	
  -­‐	
  technical	
  solu0on	
  for	
  an	
  exis0ng	
  problem)	
  	
  

3nethra	
  –	
  An	
  intelligent	
  pre-­‐screening	
  Ophthalmology	
  device	
  
hTp://forushealth.com/forus/products	
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Technology	
  push?	
  (new	
  or	
  changed	
  market))	
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Product Type and Market Size 
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Custom products (special electronic equipment, 
jewelry)  -  mostly contract jobs 
  
 
Small volume  500 – 5000?  Depends on industry 
 
  
 
Large volume products  50,000 – 50,000,000? 



Buyer	
  Persona/Customer	
  Profile	
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Buyer	
  Persona:	
  Idealized	
  or	
  “theore0cal”	
  or	
  
“fic0onal”	
  representa0on	
  of	
  a	
  customer	
  

Customer	
  Profile:	
  Based	
  on	
  real	
  customer	
  interac0ons	
  
–	
  hence	
  an	
  evolving	
  descrip0on.	
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hTps://www.mycustomer.com/sites/default/files/virgin_0.png	
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hTps://www.mycustomer.com/sites/default/files/styles/
content_full_width/public/brightspark-­‐persona-­‐example.png?
itok=t1pJJzsj	
  



Primary	
  and	
  Secondary	
  Market	
  
Research	
  

Primary	
  
Customer	
  interview	
  
Customer	
  Observa0on	
  
Immersion	
  (Do	
  the	
  customer’s	
  work)	
  
User	
  tests	
  
Focus	
  Groups	
  
	
  
Secondary	
  
Industry	
  and	
  Govt.	
  reports.	
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Who	
  is	
  your	
  customer?	
  

Demographics	
  
	
  
Psychographics	
  
	
  
Geographics	
  
	
  
Where	
  is	
  the	
  “Watering	
  Hole”?	
  (Where	
  do	
  they	
  
congregate	
  or	
  best	
  place	
  to	
  reach	
  them)	
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Your	
  Recrui0ng	
  Script	
  

Conduc3ng	
  the	
  market	
  research	
  
	
  
Who	
  you	
  are	
  
	
  
Why	
  you	
  want	
  to	
  engage	
  them	
  
	
  
What	
  you	
  are	
  asking	
  for?	
  Interview/Observa0on/Test/
Immersion/Other	
  
	
  
Your	
  prepara0on	
  for	
  the	
  interac0on	
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Price	
  Point	
  

How	
  do	
  you	
  determine	
  the	
  purchasing	
  price	
  point	
  for	
  
customers?	
  
	
  
Is	
  it	
  cost	
  of	
  producing	
  the	
  product	
  or	
  social	
  value	
  or	
  maximum	
  
affordability	
  of	
  customer	
  or	
  compe0tor	
  price?	
  
	
  
“S0cker	
  Shock”	
  or	
  “Walk-­‐away”	
  price?	
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Group	
  Work	
  
Create	
  your	
  buyer	
  persona/customer	
  profile	
  
	
  
Create	
  Value	
  Proposi0on	
  for	
  your	
  idea	
  
	
  
Each	
  group	
  will	
  interview	
  at	
  least	
  5	
  “customers”	
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Outcomes	
  from	
  Customer	
  Interac0on	
  

What	
  did	
  you	
  learn?	
  
	
  
What	
  surprised	
  you?	
  
	
  
What	
  hypothesis	
  was	
  confirmed	
  and	
  what	
  hypothesis	
  was	
  
invalidated?	
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Value	
  Proposi0on	
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Our	
  product	
  will	
  help	
  this	
  (customer)	
  to	
  do	
  (solve	
  this	
  
problem)	
  this	
  way	
  (advantage	
  compared	
  to	
  
compe44on)	
  	
  

hTps://strategyzer.com/canvas/value-­‐proposi0on-­‐canvas	
  



Crea0ng	
  a	
  Value	
  Proposi0on	
  

Is	
  your	
  product:	
  
	
  

	
   	
   	
  A	
  vitamin	
  pill?	
  
	
  

	
   	
   	
  Pain	
  reliever	
  ?	
  
	
  

	
   	
   	
  Cure?	
  
	
  

	
   	
   	
  Vaccina0on?	
  

Your	
  solu0on	
  to	
  the	
  customer’s	
  need	
  or	
  problem	
  is	
  at	
  what	
  value	
  
(benefits-­‐cost)?	
  

Nice	
  to	
  have	
  
	
  
Need	
  temporary	
  relief	
  
	
  
Need	
  it	
  
	
  
Good	
  for	
  me	
  –	
  can	
  save	
  a	
  
lot	
  of	
  trouble	
  later	
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