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Introduction



Step 1 - Create your Vision

1.Write down a date in the future.
2.Think about the current way you do something. What would 

make your job easier? 
3.Draw a visual that shows what your job looks like on that date. 
4.What has changed? 
5.What value did you get out of the change? 
6.How do you define success for this change?  



Step 2 - Define Your Needs

1. Brainstorm everything you need

2. What problems do we need to 
overcome?

3. What reports/information do you 
need?  

Business Requirements Gathering



Step 3 - Rank Your Ideas

Solutions that delivers value.

1. What you need the system to do? What is a MUST? 

2. This would be NICE… 



Who owns the data? 

Where is the data kept?

Who has access to the data?

What integrations are included?

Things to consider

What are the features & costs?



Step 4 - Research and score the ideas



Step 5 - Decide



Gather feedback as you go 
along

Be prepared to pivot

Trial for a month? 
Implementation Tips

Run both options for a while



1. Step 1 - Create Your Vision
2. Step 2 - Define Company Needs & Brainstorm Ideas
3. Step 3 - Brainstorm Ideas
4. Step 3 - Rank the Ideas
5. Step 4 - Research and Score the ideas
6. Step 5 - Decide

Summary



Bashaw.Info

Resources Page - Links & Community Supports.

Workshop Recordings & handouts

Other Resources

Business Advisors - 10+ hours of free

https://www.bashaw.info/
https://www.bashaw.info/resources
https://www.bashaw.info/workshop-recordings
https://www.bashaw.info/coaches


Let’s get your feedback
Thank you!





Market Discovery Journey 

1 - Lean Canvas & Customer Discovery - 
Biggest problem that is the easiest to 
solve

2 - Ideal Customer Profile - 
VERY DETAILED

4 - Where to find more like 
them? Lists & Strategies 

3 - Unique Value 
Proposition & Unique 
Selling Proposition

5 - To ICP is with 
what they value 
the mostMarket Discovery

Begin Marketing 



Value Proposition Canvas



1. Keep both systems
2. Test that it will do what you want

3. Is there anyone else you think I should talk to about this?  Can 
you help me connect with them? 

Implementation Tips



Derisk your idea

1. Cost of being wrong - Why not be sure before you spend 
time, money & effort?  

2. Faster Traction - know we are after the people who want us

3. Helps you scale the idea by knowing the audience & what 
they want. 



Apply for funds & 
grants

Investors

Look at Current Business 
Customers 

Customer Use Case Active & 
Contract 
Details

Lead Source Title of 
Person

# of 
Meetings & 
number of 

days

Company 
Size

Notes on the 
sales 

process



Better Risk Management

Deeper understanding of 
your business model

Apply for funds & 
grants

Investors

Brainstorm on 
Ideal Customer Profile (ICP)

ICP Name Geography Attributes 
of Company

User 
Title/Role

Ideal 
Company 

Title of 
Economic 

Buyer

Answer Key 
questions & 

Validate 
Assumption

s

Top Priority 
& trends

Estimated 
initial 

Contract 
Revenue



Unique Value Proposition 

A unique value proposition (UVP) is a clear statement of the 
tangible results a customer gets from using your product or 
service.

1. We want to look at metrics and values to the statement. 
2. Remove the Sham Wow! Statements…  



Unique Selling Proposition 

A unique selling proposition (USP) is a statement about what 
makes you and your company different from other vendors.

1. We want to look at metrics and values to the statement. 
2. Remove the Sham Wow! Statements…  



Market Discovery & Research

1. Canvases
2. Focus on Customer Discovery
3. Look at past customers
4. Look at Competition
5. Build customer profiles
6. Build customer messaging

Summary

Market is then very targeted & focused
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