Customer segment(s) Problem Unique Value Prop. Solution Resources required Revenue model
KPIs
Their Job To Be Done
Validated [_] Validated || validated [_] Validated || Validated [_] validated [_]
TAM: Unworkable? Painkiller or Vitamin? Gains vs Pains to adopt Availability / Accessibility In this market, how big is:
Validated [_| validated [_| - transaction value?
. - margin?
- ?
SAM: Unavoidable? v - transaction volume?
Vaiidated [_] Vaiidated [_] Validated || Validated [_]
SOM: Urgent? . . ”
) ) Budget required Recurring revenue model?
Validated || validated [_| validated ||
i ? ? .
Growing market: Underserved: v Changes with scale?
Validated I:‘ Validated I:‘ Valdatod l:‘ Validated I:‘ Validated D Validated I:‘
Early adopters Existing solutions Defensibility / Moat Ext. Factors: Barriers Partnerships Channels
and Dependencies
Validated || Validated || vaiidated [_| Validated [ | Validated [_| validated [_|

Early Traction / Revenue /
Recurring cust./ Retention?

Validated [_|

Prevalence of competitors?

Validated [_|

Strength of competitive
advantage?

Validated [_|

Risk (Impact x Likelihood)?

validated ||

Dependency on partners?

Validated [_]

Repeatable sales process?

Validated [_]




