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01 Okay to start with outbound channels to 
jumpstart learning.



02 Plan on running at least 5 interviews / week.



03 Cast a wider net.
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Thank you very much for taking the time to speak with us today.

We are currently working on a photo and video sharing service 
designed for parents. I got the idea for the service after recently 
becoming a parent and watching my wife get frustrated with 
existing solutions.

But before getting too far ahead of ourselves, we wanted to make 
sure other parents share these problems and see whether this was 
a product worth building.

The interview will work like this. I’ll start by describing the main 
problems we are tackling, and then I’ll ask if any of those 
resonate with you.

I’d like to stress that we don’t have a finished product yet, and 
our objective is to learn from you, not to sell or pitch anything to 
you.

Does that sound good?



Before we go on to the problems, I’d like to learn a little about 
you:

–  How many kids do you have?      

–  How old are they?      

–  Do you share photos online?      

–  Do you share videos online?      

–  How often?      

–  With whom?      



Great, thanks. So, let me tell you about the problems we are 
tackling.

Once we had kids, we found ourselves taking a lot more photos 
than before, and especially more videos. We also started getting 
regular requests (as in, weekly) for updates from grandparents 
and other family members. But we found it difficult to share all 
this content on a regular basis because the process was too time-
consuming and sometimes painful.

We had to organize the files, resize them, and babysit the upload 
process. Video was even more painful because we often had to 
convert the video first (transcode it) into a web-friendly format.

Like most other parents, we are sleep-deprived and don’t have as 
much free time as before. Having kids has given us a whole new 
appreciation for free time and we’d much rather spend our time 
doing other things.

Does any of this resonate with you?



Leading the witness.
Objection



01 Limits scope.



02 Sets an example.



03 Tests backstory.



Remember the strategy of pre-eminence.



Customers will lie to you.



Build lie detectors.



Go through each problem in turn. Ask the interviewees how they 
address the problem today. Then sit back and listen.

Let them go into as much detail as they wish. Ask follow-up 
questions, but don’t lead them or try to convince them of the 
merits of a problem (or solution).

In addition to their raw responses, judge their body language and 
tone to get a sense of how they’d rate the problem: “must-have,” 
“nice to have,” or “don’t need.”

If they offer up new problems along the way, explore them the 
same way:

1. So, how do you share photos and videos today?   

2. Could you walk us through your workflow?   

3. What products do you currently use and how did you first   
hear about them? 

Ask any follow-up questions to understand their current 
workflow.



01 Active versus latent problem.



02 Evidence of some workaround or 
solution.



Go through each problem in turn. Ask the interviewees how they 
address the problem today. Then sit back and listen.

Let them go into as much detail as they wish. Ask follow-up 
questions, but don’t lead them or try to convince them of the 
merits of a problem (or solution).

In addition to their raw responses, judge their body language and 
tone to get a sense of how they’d rate the problem: “must-have,” 
“nice to have,” or “don’t need.”

If they offer up new problems along the way, explore them the 
same way:

1. So, how do you share photos and videos today?   

2. Could you walk us through your workflow?   

3. What products do you currently use and how did you first   
hear about them? 

Ask any follow-up questions to understand their current 
workflow.
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Hard to test future or hypothetical 
behaviors.





Look for evidence from past behaviors.
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Go through each problem in turn. Ask the interviewees how they 
address the problem today. Then sit back and listen.

Let them go into as much detail as they wish. Ask follow-up 
questions, but don’t lead them or try to convince them of the 
merits of a problem (or solution).

In addition to their raw responses, judge their body language and 
tone to get a sense of how they’d rate the problem: “must-have,” 
“nice to have,” or “don’t need.”

If they offer up new problems along the way, explore them the 
same way:

1. So, how do you share photos and videos today?   

2. Could you walk us through your workflow?   

3. What products do you currently use and how did you first   
hear about them? 

Ask any follow-up questions to understand their current 
workflow.



As I mentioned at the start, this isn’t a finished product, but we 
are building a product that will simplify how parents share their 
photos and videos online. The best way to describe the concept 
might be “SmugMug without any uploading” (replace 
“SmugMug” with the name of the interviewee’s existing service).

Based on what we talked about today, would you be willing to 
see the product when we have something ready?

Also, we are looking to interview other people like yourself. 
Could you introduce us to other parents with young kids?



“I’d definitely use that…”
“That’s looks really promising…”
“Call me when you have something to show 
me….”



Measure actions not words.







3 Takeaways



01 Keep it casual.



02 Look to the past not the future.



03 Talk less.



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…


