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“A problem well stated is a problem half solved.”
- Charles Ketterring







C-P-S Centric Big Problem Jobs-to-be-done
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It’s time to get outside the building.



IDEAS

PRODUCTDATA

MEASURE

BUILDLEARN



SUCCESS METRICS CURRENT METRICS

PROBLEM/SOLUTION FIT PRODUCT/MARKET FIT SCALE

Lean Dashboard Lean Stack by Spark59.com

How is your customer funnel 
performing?
Identify your current stage.
List out customer lifecycle (AARRR) 
metrics.

EXPERIMENTS

KEY OBJECTIVE ACTIVE EXPERIMENTS COMPLETED EXPERIMENTS

BUILD MEASURE LEARN

1 2 3 4
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EXPERIMENT QUEUE

9 10 11 12
1 2 3 4

13 14 15 165 6 7 8

How will you determine if this is a 
problem worth solving?
What is your early validation criteria?
How many customers does that 
represent?
By when?

How will you determine if you have 
built something enough people 
want?
What is your revenue goal?
How many customers does that 
represent?
By when?

How will scale your business 
model?
What is your engine of growth?
What is your revenue goal?
How many customers does that 
represent?
By when?

Determine right action, right time.
What are your riskiest assumptions or leaps of faiths?
What is your next significant goal?
How will you get there?
By when?
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GoalOfferUnderstand ProblemLean Canvas



Interviews versus Observation
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A persona is an archetype of your 
customer.



Fictional characters 
that help guide 

decisions

Persona
s



Qualitative and Quantitative
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First-time mom with kids under the 
age of 3.
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Hi, my name is Josh. I am a technical founder 
building a SaaS product with plans that range 
from $24-99/mo. I launched my product 3 
months ago. I get 10-15 signups a day and ~5 
paid conversions a week. 

I expected the product direction to become 
clearer after launch but things actually got 
murkier. I spend a lot of time chasing customer 
issues that are hard to recreate. I am getting 
bombarded with feature requests. I didn’t 
expect on boarding to be so painful. I thought 
metrics would be a lot more helpful but all I 
have are dozens of numbers that tell me things 
aren’t working but don’t tell me why.

I know metrics are important and I have signed 
up to a number of analytics products. I also have 
my own homegrown dashboard which I monitor 
daily. I am focussed on listening to customers 
and improving the product.

I want to build a successful product. I would 
like to improve my customer on boarding 
process and eventually retain more paying 
customers. My 6 month goal is generating 
$20K/month.

DISTINGUISHING CHARACTERISTICS FEARS/FRUSTRATIONS

CURRENT BEHAVIOR/WORKFLOW ASPIRATIONS/GOALS

USERcycle early adopter persona
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Customer Workflow
Document customer’s before, 
during, and after experience.



Situational context is key to 
designing the right experience.
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It’s time to act on your big idea.
Validate and grow your business idea with advice from top business model coaches and lean experts.

Ash Maurya | Author, Running Lean | Founder, Spark59 | @ashmaurya 

Life is too short to build something nobody wants…


