WEEKLY CUSTOMER DISCOVERY REPORT INSTRUCTIONS
Over the course of the semester, you will actively engage in research about various assumptions you have about your business model.  This process is called customer discovery.  You will be required to speak with a minimum of 75 people over the course of the semester.  

Each week you will identify a hypothesis (assumption about your business model) that you need to validate through interviewing individuals face to face.  These interviews will be the basis for your experiments that you design.  Also attached to this folder is a tool called the “Experiment Board” that you will learn about in Module 3.  The Experiment Board will provide you with a visual mapping tool to design your experiments.  The purpose of customer discovery is to find out if your business idea is something people actually desire, and are willing to pay for.  If your business idea is a non-profit, and as such people will not be paying for your product or service, you will need to validate if people are willing to fund and donate money to your cause.  

In this section, you will provide a narrative written summary of what business model assumptions you were able to validate, which assumptions were not validated, how your customer discovery research caused you to modify your business model, and you will also provide a table of data to support your narrative.

On the next page is an example of how you should summarize your customer discovery for each week.  Sample below is data table for customer discovery for a restaurant business. You should complete this template every week and upload your report to Blackboard

SAMPLE WEEKLY CUSTOMER DISCOVERY REPORT TEMPLATE

CUSTOMER DISCOVER 1: Date that the research was conducted = 01-22-15. 

BUSINESS MODEL BUIDLING BLOCK TESTED: Customer Segment: Who are we creating value for?  I believe that people who eat out for dinner would be willing to pay a premium price for healthy/organic ingredients.

HYPOTHESIS (Guess/Assumption): People between the ages of 25-40, with household income over $40k, with a minimum education level of a college degree care about what type of food they ingest, and as such are willing to pay a premium price for high end organic healthy dishes.

FINDINGS:  I spoke with 12 people that were between the ages of 25-40, with household income over $40k, with a minimum education level of a college degree and asked them the following two questions:  

QUESTION 1: On a scale of 1 to 100 (1=not at all, 100 = extremely important), how important is it to you that the ingredients used to make dishes in restaurants are organic, natural, and contain health benefits?

QUESTION 2:  On a scale of 1 to 100 (1=not at all, 100 = absolutely yes), are you willing to pay a 25% premium for dishes in restaurants are organic, natural, and contain health benefits?
For question 1, four people selected 100, five people selected 83, and three people selected 95.  The mean score was 92, and the range was 17.  The mean score of 92 indicated that people who fall into that demographic profile care deeply about what they ingest

For question 2, nine people selected 21, and three people selected 17. The mean score was 20, and the range was 4.  The mean score of 20 indicated that although people care deeply about what they ingest, the pain point of ingesting potentially unhealthy food is not strong enough to get people to pay a 25% premium.

CONCLUSION:  I have validated that the proper customer segment are people between the ages of 25-40, with household income over $40k, with a minimum education level of a college degree.  However I was unable to validate the price premium I thought consumers would be willing to pay.  In my next experiment and customer discovery report, I intend to ask the same questions, but lower the price premium from 25% to 10%.  If I discover that even with a 10% price premium, consumers in this customer segment are still unwilling to pay that premium, then I will eliminate that customer segment (pivot), and begin testing an alternative segment of the population.
