date

MY VICTORY DECLARATION

€ | want to create a...

product/service you want to build

customers you want to serve

@ | want to help...

Note: Print this worksheet double-sided. m @ m _Q —)—
Or staple/tape the two sheets : O m Wm ._”O

DECLARE VICTORY
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DECLARE VICTORY

WE WILL

when we achieve

things

number
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IDEA GENERATION PROCESS

Crossout “IDEA” above. Replace with “PROBLEM.”

Ideas come from problems. Problems come from customers. Let’s find your customers.

What segments are you )
a member of?

What segments did you )
used to be a member of?

What segments are you )
J passionate about helping?

\_ J\ J \\ J
€ | will DECLARE VICTORY when | acheive...
by helping...
number things
($/year, employees, customers served, parents
approving, IPO, acquisition, $ in the bank, etc.)
(" solve their problem
potential segment hypothesized problem
OR
i’ solve their problem
potential segment hypothesized problem
OR
o
(" solve their problem.

potential segment

hypothesized problem



CUSTOMER STORMING & ROLE-IZING
Av Victory S Problem

number things hypothesized problem

5 Give yourself 3 minutes to write down as many potential customer segments as you can. Make sure you get at least 5.]

\. J

) Role-izing: Cross out any segment above whose members wouldn’t describe
" themselves with the words you've chosen.

hJ Replace the crossed-out segments above with “Roles” they would describe themselves as. )

\. J

Pick 5: Circle 3-5 “Role-ized Segments” you hypothesize will best help you
*" Declare Victory.

FOCUS Framework © Justin Wilcox 2015 CustomerDevLabs.com



YOUR EARLY ADOPTERS

Segment:

Late

Adopte ajc Majority Laggards

(

Problem

Have the problem

Behaviors

Externally Observable Behaviors

FOCUS Framework © Justin Wilcox 2015 CustomerDevLabs.com



Have the problem

“Paying” to solve it

Early Early Late .
Adopters Majority Majority aggards

Segment #2

Problem

Early Adopter

Behaviors L I
2 e L
X S 2 e
Qoo X S
D S

Segment #3

Problem

Early Adopter

Behaviors
2 e L
X S 2 e
Qoo X S
D S

\_ B D >




Have the problem

“Paying” to solve it

Segment #4

Early Early Late .
Adopters Majority Majority aggards

Problem

Early Adopter

Behaviors L
2 e L
S 2 e
Qoo X S
D S

Segment #5

Problem

Early Adopter

Behaviors
2 e L
X S 2 e
Qoo X S
D S

\_ B D >




50 WAYS TO TALK TO 5 PEOPLE

" Customer Problem
early adopter description hypothesized problem
9 List at least 10 “channels” where you'll find your early adopters: A
L - S
2 10
X S Lt S
L S 12
D LI
L L S
T oo LL< T
8 6 j
m Think of at least 5 more ways to use social media to find these early adopters: A
L T
2 T
X S S
B oo -
5 e 10 )
~




) LoiaieastSmoreways touse g )
Lo 6
O T
B 8
U O )
{33 Fircaisasts more ways to use simitar g )
o 6
D T
B 8
U O )
) Lozt s o ays o wsomeetupsig )
Lo 6
O /A
B 8
U O )
) Dot atiessts moe ways tovee cola g )
o 6
D T
B 8
U O )

:

Find at least 5 more ways to use old
school ways to find these early adopters:




5 INTERVIEW TIMELINE

‘v Customer Problem
early adopter description hypothesized problem
' ) — A
bwill interviews by
Primary Interview Channel(s) request 30 | schedule 10 | conduct 5
\_ J
@ —
bwill interviews by
Backup Interview Channel(s) request 30 | schedule 10 | conduct 5
\_ J




7 DAYS TO EASY INTERVIEWS

" By | will complete 10 inter-sations.

1 week from today

Inter-Sation Success Criteria A
[0 Ask 5 questions, before answering any.
[ Discover a problem your interviewee is taking action to solve.
[ Identify 2 emotions your interviewee is feeling, assoc. with the problem.
[J Ask why 3 times
\EI After your conversation, follow-up with a potential solution to the problem. )
. . N\
‘) Pick a Networking Event on
where you can have at least 3 inter-sations event name date
Name ........................................... Name ........................................... Name ...........................................
PrOblem ...................................... PrObIem ...................................... PrObIem ......................................
EmOtionS EmOtionS .................................... EmOtionS ....................................
.................................... )
. . N\
Q Pick a Social Event
where you can have 3 inter-sations with friends date
Name ........................................... Name ........................................... Name ...........................................
PrObIem ...................................... PrObIem ...................................... PrObIem ......................................
Emotions Emotions Emotions
.................................................................................................... )
. . N\
@ Pick 3 Family Members
Name ........................................... Name ........................................... Name ...........................................
PrObIem ...................................... PrObIem ...................................... PrObIem ......................................
Emotions Emotions Emotions
k ............................................................................................................ )

ﬁ Get Interviewed by another founder Name



5 INTERVIEW CHECKPOINT
5 Customer s Channel

early adopter description how you got these interviews

Interview 4

Interview 5

Name

Interview 1

Interview 2

Interview 3

Problem 1

Action

Problem 2

Action

Problem 3

Action

.

Q ) Victory

number

things

5 Next step




MY EARLY ADOPTERS ARE...

" !'| have conducted

early adopter description

interviews with them and % are actively

number > 9 number > 59

trying to solve their problem.

problem description

&) | will DECLARE VICTORY when | acheive

number

by helping them solve their problem.

things

IF THAT DOESN’'T WORK...

| can come back and help:

@ solve their problem
potential segment hypothesized problem
OR
(3 solve their problem.

potential segment hypothesized problem



PROBLEM SYNTHESIS

Customer Problem s Current Solutions

@ Emotions @ Channels Aw Deficiencies
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SOLUTION IDEATION

" How can we help

not feel
customers
when they ?
emotions problem context
D D
List any 5 solutions Physically impossible solutions
7 7 S )
S e )
4 EbAny 3 solutions
L ‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ .J ....................................................................................
~
'*Illegal SOIUTIONS N e,
J
L )
@ YAny 3 solutions
2 e e
A
) Money is no Object” soutions N2
2 ....................................................................................................................................................................... )
.................................................................................... N
< “Best & Brightest” solutions
o . )
ﬁAny 3 solutions
------------------------------------------------------------------------------------ 2 e
2 e \
3 . Any 3 solutions
[V ) 1
A I
“Next Week” solutions 2
2 """""""""""""""""""""""""""""""""""""""""""""""""""""" L ................................................................................... .J
................................................................................... )
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N N
fEAny 3 solutions 4“No Money” solutions
2 e 2 e )
S )
\ ) W Vi) rny 3 solutions
D
a'“No Software” solutions 1 ....................................................................................
9 1 J
N N
:‘Any 3 solutions Current solution deficiencies
| JL )
| [:J Review your ideas. Draw the most solution:
4 : N
Logical : Delightful
Inexpenswe .................................................................... Dlsruptlve ........................................................................
\ J
‘ |.\ Solution #1 A “l.\ Solution #2 A q’ Solution #3 (optional) |
\ J \\ J \\ J




OFFER DESIGN

Investment

Return

time | money

total customers

@) OFFER 1 \ @3 OFFER 2 )
Channel: ....................................................................... Channel: ........................................................................
P O, e —— P O e ———
LCTA: .............................................................................. J LCTA: ............................................................................... J

FOCUS Framework © Justin Wilcox 2015 CustomerDevLabs.com




OFFER EXPERIMENT

@) oFFER
Chamnels @) TivE BOX
P O e e eees e Start:
Gl . e End:
) SUCCESS METRIC STOPLIGHT
MetriC: ................................................ f O ) Proceed:
Success —pl
................. O Optimize
. I T
‘ Failure Protocol
FAILURE PROTOCOL
Veoror o ’
‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘‘ Fallure Frlend #1
......................................................................................... Nevverise
ﬁ Re-Declare Victory S :

| will declare victory when | acheive:

\

J \{

‘ Re-FOCUS

If this path doesn’t lead to victory, | will find
one that does.

My next step:
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What can you cut? A.J

ﬂv Step

@ Metric

CURRENCY LADDER

e Victory Currency




CURRENCY EXPERIMENT

€) currency

~
TIME BOX
S 2 L End:
................................................................................ y
~
&) SUCCESS METRIC STOPLIGHT
Metric: [ ) Proceed:
Success: —P
................. Optimize:
Failure: —Pf
‘ Failure Protocol
\_ y
y
D
ﬁ Relate
Failure Friend #1:
Failure Friend #2:
................................................... )
ﬁ Re-Declare Victory ~

| will declare victory when | acheive:

3\
" Re-FOCUS

J

If this path doesn’t lead to victory, | will find
one that does.

My next step:

\,
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SOLUTION INTERVIEWS

STANDARDIZED SOLUTION CHECKLIST

€) cusTOMER:

@cHannNEL:

PROBLEM
...PROPOSAL
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HOW TO PRESELL ANYTHING

€) WHAT CURRENCY?
@ How MUCH?

&) How WILL YOU ASK?

@) YOUR AsK )
Write or draw your ask

3 HEROIC RECOVERY PLAN )
1 - 3 steps that will help your customers solve their problem
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SCIENCE OF PRICING

€) cusTomER

@) PROBLEM

€ CIRCLE 2 MOST COMPARABL

COLUMN

E

(5 PICK A PRICE BETWEEN THEM: ...

&/ DOUBLE #6:

€ DouBLE #7:

FOCUS Framework © Justin Wilcox 2015 CustomerDevLabs.com



PRICE TESTING

A/B PRICE TESTING

Revenue/ .

..................... | ................................................ .| .............................................. |. ..................
Price #1 Price #2 Price #3

$ $ $
\. J

CUSTOMIZED PRICING

T-SHIRT PRICING Budget $

E 100A>-$
D Offer:
o
L :
=3

SUPPLEMENT
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UTILITY TESTING FEATURE LIST

¢ rroBLEMW
@) CUSTOMER EMOTIONS

Q POTENTIAL FEATURES SCORE\
\_ Yy,
@) UTILTY TESTING VERSIONS )
T 5
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BUILDING YOUR UTILITY TEST

Feature

s Scalable Version

@ Manual Version
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YOUR UTILITY TESTING METRIC

Total Lifetime Value (TLV) Viral Coefficient (K)

mﬁ. Action Plan:

@ Action Plan:
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UTILITY EXPERIMENT

&) rProDUCT

TIME BOX )
Start: """""""""""""""""""""""""""""""""""""""""""""""""""" End ................................................................................ y
&) SUCCESS METRIC STOPLIGHT )

MEtriC: ................................................ f O ) Proceed:

Success: — P,

................. Q Optimize:

- N T
‘ Failure Protocol

ﬁ Relate )

Failure Friend #1:

Failure Friend #2:

L ................................................... J
@7 Re-Declare Victory ~
| will declare victory when | acheive: " Re-FOCUS
................................................................................... If this path doesn’t lead to victory, | will find
number things one that does.
&will feel My next step: e
L ................................................................... J L """"""""""""""""""""""""""""""""" J
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INCREASING LIFETIME VALUE

EMOTIONAL DELTA

GETTING FEEDBACK

e Problem context

USER EXPERIENCE

@/ Vhen/how will you observe their
emotional journey?

@ What problem are they solving?

Aau' How much do they care about
your problems?

3 <<:m=\30<<<<=_<o:mmx*oq
¢’ feedback?

EXCEEDING EXPECTATIONS

8

When/how will you discover
new customers’ expectations?
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INCREASING VIRAL COEFFICIENT

o .._ Intrusive Accelerating

-

o

5

m M Overbearing Intriguing
w0m_m§.m$ m:oommm. N_.>mx_=m_ for Help . E
Trgger: o Trgger: o Trgger: o
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MAKING FRIENDS WITH DEVS

" By | will make 9 new friends.
date
Inter-Sation Success Criteria A
[0 Ask 5 questions, before answering any.
[ Identify the project your new friend is currently working on.
[J Discover a personal problem your new friend is trying to solve.
[J Ask why 3 times
\EI After your conversation, follow-up with a potential solution to the problem. )
‘) Networking Event #1 on )
event name date
Name ........................................... Name ........................................... Name ...........................................
Project o Project oo Project o
Problems Problems Problems
............................................................................................................ )
Q Networking Event #2 on A
event name date
Name ........................................... Name ........................................... Name ...........................................
Project o Project oo Project o
PrObIemS PrObIemS ...... PrObIemS ....................................
.................................................................. )
@ Networking Event #3 on )
event name date
Name ........................................... Name ........................................... Name ...........................................
Project o Project oo Project oo
PrObIemS .................................... PrOblemS .................................... PrOblemS .................................... )
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