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| help globally impactful organizations design
human centric products and services.

When | am not working on projects, | am also
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About the company

We help companies to grow and achieve positive impact
through human-centered design.

We've been designing for more than 15,000,000 users with
telco, bank, insurance, startups, etc.

More than optimizing existing websites and bringing new
idea to life, we also improve processes and empower our
client's teams.
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https://www.lbstudio.sk/service-design
https://www.facebook.com/lbstudio/

This presentation has been built out of an article
| wrote in 2019 called Don't Plan Experiment: A
Guide To Lean Product Creation.


http://Don't%20plan,%20experiment:%20a%20guide%20to%20lean%20product%20creation
http://Don't%20plan,%20experiment:%20a%20guide%20to%20lean%20product%20creation
http://Don't%20plan,%20experiment:%20a%20guide%20to%20lean%20product%20creation




eeeee Skeich = 100% o000 Skcich = 100%

Wish Wall L = Profile G =

ﬁ ‘ ‘ ! ﬁ Ronald Romero
- Added to his WiShare List 2 hrs ago

Product

Ronald Romero
Added to his WiShare List 2 hrs ago

Emma Watson
Live in Paris, France
& birthday in 3 months

Wishare List

Kobo
Black kobo reader

199€

® Show more

Painting - Octopus Painting 43x24 vi7 @3

V17 @3 liksls
ono

Summer grill with capot

' \g Lola Baldwin / e\ 60€
:' Added to her WishSHare List 3 hrs ago @ Show more

Painting - Octopus Painting 43x24

Y2 ®0 Description

Kobo
Sandals H&M

14,99€
® Show more

¥V &1




We spent 2 years
building a product
- nobody wanted.







3 key learnings



Most of your
ideas won’t
work
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CUSTOMER |

JOB(S)



»

GAINS
L
\/
CUSTOMER
JOB(S)

PAINS

F 4
V.
F 4
V 4
V 4
V 4
F 4
4
4
4
4

It’s much harder to find a significantly
better solution to solve this problem.




Stop
building




Who already

created an
MVP?




Can you recognize these symptoms?

e The scope is far from minimal

» Stakeholders keep adding “key feature”

» The delivery date is delayed

« Management is embarrassed to release an
unfinished product

» Developers feel that the product isn't reliable

» User are not as excited about the product, but
there is no room for any major change



should never be an actual product.




Product

» Conduct rapid experiments to

Minimum Viable

« Conduct rapid experiments to
validate a solution. validate a solution

« Work on assumptions » Work on validated ideas

« What should we do?
« Rapid experimentation

« How do we make it big?
e Focus on quality
» Assess usability and customer

feedback
e Agile

» Assess viability & feasibility
e Lean
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Delivery




Stop planning.

Start learning.




The slower you iterate,
the more llk you
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1. GET THE CONCEPT OUT 2. EVALUATE BUSINESS MODEL 4. RUN QUICK CUSTOMER DISCOVERY

3. ASSESS COMPETITION

5. EXTRACT & PRIORITIZE HYPOTHESIS 6. DESIGN TESTS BACKLOG 7. BUILD, MEASURE, LEARN 8. CAPTURE LEARNING AND DECIDE
ABOUT THE NEXT STEP
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Get concept
out
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SSS #club Fitheclubbratislava

Kap jeden a druhy méas zadarmo |:|

Buy one, get one free

Plati na vybrané koktejly od 22:00 do polnoci.
Apply on selected cocktail from 22:00 until midnight.

) Stv-5S0: 22:00-05:00, Ne: 22:00-00:00
Thu-Sat: 10PM-5AM, Sun: 10PM-12AM

? Rybné namestie 1, 811 02 Bratislava




Key Partners & Key Activities ° Value Propositions i".' Customer Relationships ' Customer Segments ’
Validate
Partner with interest & A card game
bars willingness with 32 Student Erasmus
Bar, Club & to pay discounts
Restaurants for nightlife
Print the
card game Expats Tourists
Key Resources .-‘ Channels -B
=
Ambassador Partvina i : People
artying in
Eshop & student bty g always go to
S g ars Is
organizations . the same
exepensive
places
Lack of
inspiration
Cost Structure ‘ Revenue Streams e




2.

Evaluate
business
model
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1. Switching Costs
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2. Recurring Revenues

learn 100% ot

7. Protection from Competition
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3.

Assess
competition




3¢ESN

Erasmus Student Network
Comenlus University

ESNcarad & Discounts

ESNcard is the membership card of the Erasmus Student Network. |t is not

—'L

ndirectly of the ESN Network), it's also a card offering a lot of different discounts

Valid In 40 countries across Europe.

Member of the
Erasmus generation

ESNcard 1¥esn

NAME & SURNAME

Sotia Moreno Suarez

NATIONALITY DATE OF BIRTH
Spansh

STUDNES AT
Vroe Univeratedt, Brussel

ESN SECTION VALID FOR 12 MONTHS SINCE

ESN VUB EHB Brussels 05 09

IT7I777TTWWWW

L UL

ESNCARD N°

Direct competitors

FIRST NAM
ID 123 456 789

FOTO

Py

£ LAST NAME
VALID FROM

UALID UNTIL

JOYCARD

NA OBJEDNAVKU

joycard je vynimocna Sanca usetrit peniaze v mnohych Bratislavskycl

podnikoch! Kartu len ukazes pred zaplatenim u partnera a zlavu mas

automaticky

oycar d Zimn y semestier je piatha od

V zozname partnerov najdes miesta, kde viade mas zlav

€10.00

PRIDAT DO KOSIKA

SHARE ON




Indirect competitors

bratislavapubcrawl BEEZ B -

74 posts 549 followers 593 following

Bratislava Pub Crawl

&% Every Fri & Sat night

? 9 PM in STARTER PUB (Obchodna street)
1 hour free beer

¢ free welcome shots

J» free entrance to each bar/club
www.bratislavapubcrawl.com

DANCE 3

g POSTS
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Run quick
customer
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Customer discovery
progress board

Planned Done




Suggestion
. of places to
GAIN Playing

yn go
CREATORS pres /
L Playing Find a bar

drinking
games
PRODUCTS ) T —_—— .
& SERVICES 0 0 Discover Spendh
new ti it
s | -
il f Lack
=t . of » Celebrate
ideas a special
Motbuso d:;ch occasion
Does my solution reflect Hard to Same
. ? influence a Mmf,
customer pains orckp of _ —
motivation |
before

going out



5.
Extract & m
prioritize Q

hypothesis P




What could kill
our idea?




We can find
a supplier People are People are

fora interested going to play People want
reasonable by the the drinking to buy it

price product online

Q0
Key Partners Key Activities ° Value Propositions Customer Relationships ' Customer Segments ’

Validate
Partner with  interest & A card game
Bars are bars willingness with 32 Erasmus

willing to . Bar, Club & to pay discounts

gii‘s,i::n? | Restaurants for nightlife

Print the
card game Tourists

Tourist would buy
the card game
even though they

are here only for

Key Resources Channels 'B
2-3 days

Ambassador s .
rty j
Eshop & student Pabarlsnigs .

organizations ;
exepensive

People
always go to
the same
places

Lack of
inspiration

Cost Structure Revenue Streams

Selling the
card game
for 15e

People are
willing to
buy it



Bars are willing
togiveusa
discount

People are
willing to buy it

We can find
suppliers for a
reasonable price

People are going
to play the
drinking games

VERY RISKY

People are
interested by the
product

People want to
buy it online

Tourists would buy
the card game even
though they are here
for2-3 days



6.

Design test
backlog




7.

learn




Test card

Step 1: Hypothesis

We believe that

bar, clubs and restaurant are willing to give us the
discount in exchange of getting new customers.

Step 2: Test
To verify that, we will

go to pitch our project with a rough prototype

Step 3: Metric
And measure

how many of them show interest.

Step 4: Criteria

We are right if

half of restaurant owner accept to cooperate
with us.




Test card

Step 1: Hypothesis

We believe that

Erasmus and student are interested by
the card game

Step 2: Test
To verify that, we will

share a website in Erasmus and Expats groups.
On the website there will be a CTA that leads to
a signup form.

Step 3: Metric
And measure

conversion rate.

Step 4: Criteria

We are right if

our conversion rate is higher than 5%.
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Get exclusive discounts in bars, clubs
and restaurants in Bratislava.
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A city guide, a card game and 30 discounts to enjoy the best of
nightlife.

Get Nightcards



(O NIGHTCARDS = Slovak »

+ Back to homepage

Oops, you caught us before

v g
we're ready.. [T 0
HTCARDS
We're working really hard to release the S é
card game. Give us your mail and be the
: oy XCLUSIVE DISCOUNTS
first one to know when it is ready! a4 e
Email Address* §
<
(%]
john.doe@gmail.com 7] IRATISLAVA %
l;ac -_,\\- ;
—= | @
First Name
John
Last Name
Doe
Subscribe

Your information will be used to send you emails once
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® Albert Fourage shared a link.
MR January 8 at 1:51 PM

Hi guys, you should check this out! %

You can get discount in 30 bars in Bratislava such as "buy one, get one
free”.

HTCARDS

'CLUSIVE DISCOUNTS

NMIGHTCARDS

NIGHTCARDS.COM
Nightcards - Exclusive discount in Bratislava

A card game with 30 discount to discover the best bars in Bratisiava.



34 people clicked on the link

25 clicked on the CTA
5 left their email




Test card

Step 1: Hypothesis

We believe that

peope are willling to pay for the card
game 15e.

Step 2: Test
To verify that, we will

create a Kickstarter campaign

Step 3: Metric
And measure

how many people support us.

Step 4: Criteria

We are right if

more than 100 card game is sold during
one month.




HICREITARVER

Campaign
SRATISLAVA cbed
STORY R

e 1 Invitation to the launch party

RISKS AND

CHALLENGES

Mar 2020

. - W Limited (50 left of 50)
| S | o

- -

More than 150€ Fun format A guide to 100% Made in Slovak & English
discount discover Slovakia language
Bratislava

Pledge €15 or more

R Party pack

IS TOr Tree.

NCLUDES
« 1 Invitation to the launch party

e 1 Nightcards card game

ESTIMATED DELIVERY SHIPS TO
Mar 2020 Only Slovakia

J DACKers

Pledge €20 or more

¢% All night long pack

You're on fire! Be the the first one to get the

card game and get an exra something. The

delivery is for free.

More than 150€ discount

At each place you can benefit from an exclusive NCLUD

Be the first one get the card game. The delivery
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Learn 3

& decide

what’s next o




If we well the
project better next
year, we could
charge bars to be
part of it.

- Bars just starting out ==>
Need to raise awareness
- Bars that are not in the best
spot location ==>
- Places who are trying

something new, like Pod

Kamenym stromom who

offer food for lunch, they
want to promote it

Bars are
willing to
give us a
discount

What are student
union trying to
achieve when they
organize parties,
events and
potentially by selling
Nightcards?

Is the price of
printing the best we
could have?

Is this really printed
in Slovakia?

Key Partners

20 Bars
4 Club
4 Restaurants

2 point of sales:
U Kata & Hop Cip

Tomas form
Economik
Univerzity

Cost Structure

2400€ for
1000 card
games

100€ Tshirts

Organizing a
party will make

our brand known,
and people will
start noticing us.

Conversion rate 15%

35 people clicked on the
facebook post, 25 clicked on
the button get the card
game, 5 left their email.

Key Activities

Partner with
student
association

Partner with
bars

Raise
awareness
with parties

in bars

Print the
card game

Key Resources

If we partner up
with some
student union we
have more
chances to get
eople to our party

People are
interested
by the
product

Value Propositions

Tomas and Betka both told
me they are playing drinking
game. So this is a positive
trend, let see if people
actually playthem with
Nightcards.

People are
going to play
the drinking

games

People want
to buy it
online

Q0

ii Customer Relationships '

A card game

with 32
discounts
for nightlife

¢

From direct
sales: 15€

People are
willing to

M

Channels

Ambassador
& student
organizations

Eshop

Tour guide &
free walking
tour

Hostels

Revenue Streams

From sales Student
in pint of

sales: 14€ 12€

Kickstarter didn't do
so well.

Union 13€ or

People don't buy on
kickstarter no
because it is online
but because they
don't know
kickstarter. We
believe people would
still buy on our eshop.

Kickstarter isn't
working so well...

Customer Segments

Student Erasmus

Tourists Tourist would buy

the card game
even though they
are here only for
2-3 days

Student union
would be
interested in
selling the card
game

Hostels and tour
guide would be
willing to promote
the card game
and sell it.

Earning 2€ per

Is it because of the
price or because of
the kickstarter
paltform?

buy it

card game is
enough to
motivate student
union to sell it.




UNCERTAINTY




UNCERTAINTY

EXPERIMENT 1 \/

EXPERIMENT 2 \/

EXPERIMENT 3 ?

I
LAUNCH WITH

CONFIDENCE



Budget: 0€
4 months

Limited time

Why can’t you?



How to create products and
services customers want.

Get started with...

strategyzer.com/vpd

Written by

Alex Osterwalder
Yves Pigneur
Greg Bernarda
Alan Smith

Designed by
Trish Papadakos

WILEY

Strategyzer

Series

Sequel to
Business Model Generation
International Bestseller
30+ Languages

MARTY CAGAN

l'r' () ’E: | 1Y

HOW TO
CREATE
TECH
PRODUCTS
CUSTOMERS
LOVE

WILEY

THE NEW YORK TIMES BESTSELLER

THE LEAN

How Today’s Use
Continuous Innovation to Create
Radically Successful Businesses

O'REILLY"

User Story
apping

DISCOVER THI W

sUILD

Jeff Patton
with Peter Economy

Forewords by Martn Fowler,
Alan Cooper, and Marty Cagan



Graphics by:

Peter Skrovan Blanka Votavova



Thank you.

www.lbstudio.sk

in/albertfourage




