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WHO IS YOUR
CUSTOMER?

Market
Segmentation

Select a Beachhead
Market

Build an End User
Profile

Calculate the TAM Size for
the Beachhead Market

Profile the Persona for
the Beachhead Market

Identify Your
Next 10 Customers

OFF YOUR PRODUCT?

Design a
Business Model
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Set Your Pricing
Framework
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Calculate the Cost of

00600

Calculate the Lifetime Value
(LTV) of an Acquired Customer

Customer Acquisition (COCA)

Six Themes of the 24 Steps

WHAT CAN YOU DO
FOR YOUR CUSTOMER?

Full Life Cycle

Use Case

High-Level Product
Specification
Quantify the Value
Proposition

Define

Your Core

Chart Your
Competitive Position

HOW DO YOU MAKE MONEY HOW DO YOU DESIGN &

BUILD YOUR PRODUCT?
Identify Key
Assumptions
Test Key
Assumptions
Define the Minimum Viable
Business Product (MVBP)

Show That “The Dogs
Will Eat the Dog Food”

HOW DOES YOUR CUSTOMER
ACQUIRE YOUR PRODUCT?

Determine the Customer’s
Decision-Making Unit (DMU)
Map The Process to

Acquire a Paying Customer
Map the Sales Process

to Acquire a Customer

HOW DO YOU SCALE
YOUR BUSINESS?

Calculate the TAM Size
for Follow-on Markets
Develop a

Product Plan



