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Discovery

Delivery
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GTM checklist:

- Support

- Legal

- Finance

- Compliance
- Marketing
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Working through Product risks




Who's embedded a Bl tool into their product?
Who's done it successfully?
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What is viability risk?

“Do this solution work for the various aspects of our
business?” — Marty Cagan, INSPIRED, 2017




Viability - pricing

ﬁ Gregory Koberger {3

@gkoberger - Follow

How to start an Al startup

1. Hire a bunch of minimum wage humans to pretend to be
Al pretending to be human

2. Wait for Al to be invented
708 PM - Mar 1, 2016 from California, USA
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Viability - pricing

Revenue

Number of customers

Costs



Viability risk heroes

Government
Worker
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Actively Manage
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My Mum (Anthony Browne 2009)

and a brilliant juggler.













Keep going until
there are no risks?
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Engage up front
and early!




Actively Manage

Engage
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Uncomfortable with uncertainty
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comfortable with certainty
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comfortable with uncertainty
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“Sometimes you have
to nestle your new
product right next to a
picture of a baby in
mortal peril”

Build (Tony Fadell 2022)
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comfortable with uncertainty

Sounds great, but how?
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Working through Product risks




Collaborate with stakeholders




Online Shopping Customer Journey Map
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Techniques familiar to you

Brand new to many stakeholders

Pre mortem
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Test Results

Supported by longitudinal user

studies, large-scale MVP,
alpha/beta, A/B experiments...

User/Customer Evidence
Supported by: lots of
product data, top user
request, interviews with
20+ users, usability study,
MVP

Market Data

Self
Launch data

10 0.01

Confidence
Level

Supported by surveys,

smoke tests, all
competitors have it...

Anecdotal Evidence

Support by a few product data
points, top sales request, 1-3
interested customers, one
competitor hasit...

Conviction

Pitch deck

Thematic support

Aligns with:
vision/strategy, current
trends/buzzword, outside
research, macro trends,

0.1 product methodology

Other’s opinion

The team / management /
external expert/ investor
/ press think it's a good
idea

Estimates & plans

Back of the envelope calculations
Eng / UX feasibility evaluation,
Project timeline,

Business model.
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Actively Manage
Engage

Collaborate




Me: Why does no one understand my interface?

Designeri,
presenting’_

the solution] i
1) Powerpo'intj -

My interface

i DON'T PULL

AND WE
ENHF?CED IT!

MONKEYUSER . CoM



Thank you

Viability Risk - The Crucial Missing Piece in
building Products
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