
Previously on E&I…
Tools to identify costumers’ needs, the old-fashioned way



A quick recap of Class 2

 Understanding the needs of costumers requieres information!

 Information about costumers and the market

 Different types of costumers: consumers, indirect, intermediate, etc.

 Sector or industry: Competitors, providers, financiers, regulators, etc.

 Some tools to examine the consumer side

 Process map, Surveys, Interviews, Focus Groups, Observation.

 Tools to examine the market

 FODA, BCG, SPELIT, Mystery Shopping, Porter’s Five Forces.

 How your tool should look like, not what you should ask!



Let’s face it

 Class 2 was pretty boring, but we had little choice.

 “I thought this subject would help me be more creative”

 I found two ways to help you ease your way into the idea-finding process

 FML problems dumpster

 Supplemental reading

http://jrodriguez6.weebly.com/fml/fml-problems-dumpster
http://jrodriguez6.weebly.com/entrepreneurship-and-innovation-01-2017.html


Homework time!

 Please hand it in now, in case you still have not done so

 Market analysis report

 Which market?

 Why? Findings …

 Which techniques did you use?

 Useful? Difficult? Best suited for other cases?

 Consumer process map

 Which process? Why?

 Anything interesting came up? Opportunities to nix wasteful stages, change
behaviors?



Volunteers?
1. Benchmarking

2. Market analysis techniques



A few more things we need to sort out

 Are your teams ready?

 Define a spokesperson, the only one authorized to represent you

 Send an email with the members’ names and emails before the end of the day

 Please submit your Step 2 assignment, we will use it right now.

 Rescheduling results??????

 Any progress with the ideas? Wanna share ‘em with us?



Before we start, please help me with

these

1. Would you consider buying the product in a different color?

2. Are you suscribed to our newsletter?

3. Do you always pay the service by credit card?

4. How often do you shop with your children?

5. Rate the politeness of the clerk who just served you.

6. Which of these products is not sold by the competition

7. Have you heard of our brand before?

8. Do you ever buy a different size?

9. Would you be interested in a home delivery system?

10. Which of these is the least important reason for you to come to this specific store



Before we start, please help me with

these

Question What info is it

after?

Corrections? Type of tool?
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Time to use those cute little cards you

made!

Classwork 1

 You will receive three cards:

 One with an object

 One with a need/want

 One with a functionality

 You will prepare three other “cards”:

 Finding the object an application (not the obvious one, maybe not sellable. Be creative)

 Finding a solution to the need or want (not the obvious one)

 Find the functionality an alternative application (this object was used to kill insects, to mix food now)

 You have 30 minutes to work individually, no talking allowed. 

 Then you will present your work to the whole class.



Time to see what Step 2’s “interesting” 

characteristic really meant

Classwork 2

 I will randomly arrange you in pairs

 You will receive a card with some interesting facts about a population segment

 In a piece of paper you will describe the costumers and identify the need/want outlined
in the card you received

 All pairs have half an hour to work, using any material you need but not talking to others

 Then, each pair will present to the whole class:

 The need,

 The solution to the problem you are suggesting,

 Whose problem it is.



Let me take the mic for a second
I promise it’s important and won’t bore you out of your minds.



What you need to come out alive on Feb. 27

1. A Sales Pitch

2. A Brief including the supporting documents



What you need to have/submit:

The Pitch

 A presentation to pitch your idea

 Just five slides, no exceptions

 You have 5 minutes to present

 We have 5 minutes (or more) for my feedback and questions

 It’s okay if only one (a few) person(s) speaks

 You must all be ready to answer to any question I have, though

 We’ll polish formal aspects for the second presentation, but it doesn’t hurt if

 You look smart

 You rehearse your pitch

 Don’t go over time

 Your supporting material looks professional



What you need to have/submit:

The Pitch

 Which five slides I expect to see?

1. The Value

Proposition

Sell me whatever it is you do! 

The good or service, not the dirty work!!!

2. The Problem It

Solves

Sell the magic! 

Tell me how you solve the problem with

clarity but not being technical.



What you need to have/submit:

The Pitch

 Which five slides I expect to see?

3. Why/How is it

innovative?

Why sould I buy it (from you)?

Give clear and credible arguments. How the

problem is currently solved or ignored, your

alternative.

4. Who are your

costumers?

Provide a profile of your costumers and an

estimated demand size.

Be clear and convincing, show evidence!

Wait, these are just four!

Indeed, the fifth one can be used as back-up for points 2 or 4 if necessary.



What you need to have/submit:

The Brief

 A 15 to 20 pages long document with all the information relevant to the project

 It essentially includes all the “dirty work” you did to prepare your slides

 Every word matters and is supported by well-researched facts:

 No bullshitting

 No hand-waving

 As complete and detailed as necessary:

 Only people who really want to go deeper on your idea will see it

 They will never read it fully

 It has to look professional

 Your target reader is an investor, not the professor.

 Make it readable, enjoyable.

 Include figures, diagrams, not just dump text.

 You still need to make your point clearly and be convincing.



What you need to have/submit:

The Brief

 It must include the following sections

1. The Value Proposition

2. The Innovativeness Assessment

3. The Costumers’ Identification

4. The Timeline

 Not necessarily with those words as a tittles, but the information and the

order should be that one. 

 Granted you include such content, you can format the brief as it pleases you.



What you need to have/submit:

The Brief

1. The Value Proposition

 The problem you solve, very clearly specified.

 An executive pitch and then a detailed, data-supported justification.

 How you solve the problem

 An overview of the method and then the technology/ingredients in sufficient detail.

 How you will build or implement it (wherever you plan to establish it)

 Not yet the cost or the detailed resources, but give the sense that you know whether it

could be feasible.

 The value from the costumer perspective

 Who you plan to sell it to? Do they pay something for a similar product already? Give a 

sense that there is a demand and you can assess its size.



What you need to have/submit:

The Brief

2. The Innovativeness Assessment

 Your competitive advantage

 Short and sweet.

 The market analysis as a way to show you are truly doing something unique, valuable, 
etc.

 Competitors

 Providers

 Other actors

 Trends, etc.

 Attach the tools you used to formulate such analysis

 SWOT, SPELIT, etc.

 Explain where the data came from: sources to back you up.



What you need to have/submit:

The Brief

3. Costumer Identification

 Your ideal, target costumer in a sentence or two.

 Next, the profile of those whose problem you solve.

 Demographic characteristics for the time being.

 Where are they? How will you reach them?

 At this point, to research them. Not yet sell or advertise to them.

 The reality check:

 The tools you plan to use to research them.

 Attach a preliminary design of such tools, for me to greenlight

 Where to get this information?

 Describe your market research plan: the sample size, who you plan to ask, where, etc.



What you need to have/submit:

The Brief

4. The Timeline

 What’s next?

 Some of the tasks you have to complete I do not know…

 They depend on your idea: coding, designing a prototype, finding an expert, buying

something, etc.

 Some tasks are obvious and common to all:

 Run the market research once the tools are approved

 Zero-in on the resources you need and find out about their costs



What could happen next?

 You go ahead with some adjustments

 You need to pivot

 You need a radical redesign



How will this be evaluated? 

The Arithmetic

 The Brief [·/100]

 Its content and presentation.

 The Pitch [·/100]

 I will evaluate the group [·/100] (A single grade)

 Co-evaluation: The rest of the class will fill a form and anonymously submit feedback for

the idea

 Self-evaluation: You will evaluate your own group’s work and individual contribution

 (Document + Presentation) ÷ 2 = Your grade /100

 Then, we’ll apply simple proportionality to adjust that to the assigned 15%



How will this be evaluated? 

The Criteria

 Do they know what they want to sell?

 Do they know who their costumers are?

 Do they know how to reach them?

 Have they thoroughly considered the market?

 What is their end goal for the project?



How will this be evaluated? 

The Criteria

 Is it convincing?

 Have they done their homework?

 Is it presented in an adequate manner?

 Can they sell their idea?

 Formal aspects, messaging.

 Are the data and references sound? Reliable? Well-sourced?



How will this be evaluated? 

The Mechanics

 A random mechanism will be used to decide the presentation order

 The corresponding group present their work to the whole class

 Once they’re done, everyone else but the group leaves the classroom

 I then give my feedback to the group

 Everyone else returns to the classroom

 The next group takes the stand

 After the whole class has presented, you all complete and submit the co-
evaluation and self-evaluation forms. Collusion is highly discouraged.



A final word on the presentation

 Remember, the point is not including a slide that says “value proposition”

 The point is to sell your idea

 Ultimately, to convince an investor who knows nothing about you, the class or your
homework, but has some cash ready to burn

 An insane amount of work?

 For sure, but if you do it right this time, you will barely need to touch these for the Feria 
del Emprendimiento.

 Besides, out there the stakes are much higher than these.

 In the long run, your effort will pay off!



Costumer Profile?

 Remember when we talked about mapping the costumers?

 It consists on a description of your “ideal” costumer:

 PUJ MBA Students between 35 – 40, who are interested in organic products.

 Households in the North Eastern part of Colombia with 2 or more occupants and 

comprised between socioeconomic levels 3 and 5, who have bought electric

appliances in the last year.

 You could have more than one; then, differentiate the segments and say

which ones you expect to be more important

 The main costumer is the one who will represent the biggest chunk of your revenue



Costumer Profile?

 At this point I only need the profile, you’ll find if they exist and how many they
are later on.

 You don’t need to reach them all at once. Maybe the product will be introduced
just targeting some, you need to explain that!

 Be really specific and explain why you target them.

 What I don’t want to see:

 Millenials

 Socioeconomic level 4 women

 Farmers in Bogotá



Ok, now that I’ve scared the

crap out of you…
…Back to the fun part!



Let’s now use Brian Eno’s way to make

you think outside the box

Classwork 3

 We will use Oblique Strategies to shake-up those ideas

 In the groups you have formed, I will give you one of your solutions from Activity 1 and 
one from somebody else. The same for Activity 2.

 I will shuffle my Oblique Strategies deck and you must apply the drawed phrase to either
of the 4 solutions you have received.

 You have 30 minutes to work.

 You will then present the old product and its redesign to the class.

 Focus on explaining how that changes the problem you are solving, the target costumers, 
the way it would be sold, etc.



Good news! 

You’re now ready to identify any

opportunity out there.
Using OG tools and some more clever approaches.



What about the other two approaches?

Guess what I just taught you?



What about the other two approaches?

Guess what I just taught you?

 Functionality versus application

 Activities 1 and 3.

 Push and pull are marketing terms, but…

 “Push”, when I take my product to you: Activities 1 and 3.

 “Pull”, when I adapt to your demands: Activity 2 in general and some of Activity 1.



Homework

 Pick one of the following non-traditional competitive strategies:

1. Disruptive innovation

2. Blue Ocean Strategy

3. Targeting Non-Consumers

4. Breakthrough design

5. Radical business redefinition

6. Co-creation

 Present it to the class next Monday

 You have 5 to 10 minutes, using the material of your choice, to tell us what they
are.

 First come first served!



Homework

 Disruptive Innovation

 https://hbr.org/2015/12/what-is-disruptive-innovation

 http://www.economist.com/blogs/economist-explains/2015/01/economist-
explains-15

 https://hbr.org/2013/09/what-markets-do-and-dont-get-about-innovation

 Blue Ocean Strategy

 https://hbr.org/2004/10/blue-ocean-strategy

 https://www.blueoceanstrategy.com/what-is-blue-ocean-strategy/

 https://www.marsdd.com/mars-library/changing-the-game-lessons-from-
nintendos-wii/

https://hbr.org/2015/12/what-is-disruptive-innovation
http://www.economist.com/blogs/economist-explains/2015/01/economist-explains-15
https://hbr.org/2013/09/what-markets-do-and-dont-get-about-innovation
https://hbr.org/2004/10/blue-ocean-strategy
https://www.blueoceanstrategy.com/what-is-blue-ocean-strategy/
https://www.marsdd.com/mars-library/changing-the-game-lessons-from-nintendos-wii/


Homework

 Targeting Non-consumers

 http://www.forbes.com/sites/jesselipson/2014/02/05/are-non-consumers-the-

secret-to-your-startups-success/#4a894df22b64

 https://hbr.org/2012/08/listening-to-the-non-customer.html

 http://www.nielsen.com/us/en/insights/news/2010/greek-yogurt-a-case-study-in-

how-consumers-redefine-value.html

 Breakthrough design

 https://hbr.org/2011/10/designing-breakthrough-products

 http://fortune.com/2016/04/19/apple-app-developer-site/

http://www.forbes.com/sites/jesselipson/2014/02/05/are-non-consumers-the-secret-to-your-startups-success/
https://hbr.org/2012/08/listening-to-the-non-customer.html
http://www.nielsen.com/us/en/insights/news/2010/greek-yogurt-a-case-study-in-how-consumers-redefine-value.html
https://hbr.org/2011/10/designing-breakthrough-products
http://fortune.com/2016/04/19/apple-app-developer-site/


Homework

 Radical  business redefinition

 http://www.d4s-sbs.org/M5.pdf

 Co-Creation

 http://www.forbes.com/sites/ashoka/2014/02/04/why-co-creation-is-the-future-

for-all-of-us/#6f2f9628478e

 http://www.mckinsey.com/industries/consumer-packaged-goods/our-

insights/three-ways-companies-can-make-co-creation-pay-off

 http://www.businessinsider.com/five-steps-to-business-innovation-using-co-

creation-2011-5

http://www.d4s-sbs.org/M5.pdf
http://www.forbes.com/sites/ashoka/2014/02/04/why-co-creation-is-the-future-for-all-of-us/
http://www.mckinsey.com/industries/consumer-packaged-goods/our-insights/three-ways-companies-can-make-co-creation-pay-off
http://www.businessinsider.com/five-steps-to-business-innovation-using-co-creation-2011-5


Step 3

 Consider these five new discoveries: 

 http://research.ibm.com/5-in-5/

 Individually, choose one of them.

 Develop and present a plan to find if the discovery actually has costumers.

1. Find an application (it could be one of those suggested in the literature)

2. Think about who are its costumers? How to reach them?

3. Specify (with utmost clarity and completeness) the market you are targeting

http://research.ibm.com/5-in-5/


Step 3

What you submit must:

 Present the costumers profile and how you would identify their needs:

 Using any of the tools we have studied.

 Describe the market research technique in full detail, as if you were to actually
apply it tomorrow.

 A list with all your questions, steps to execute the research, etc.

 Obviously you will not survey or interview them for real, but show me the
instrument you plan to apply.

 Submit it before next class starts.



Thanks for your attention!
Don’t forget the homework and see you next class.


