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  Customer Discovery Workshop Syllabus,
CUSTOMER DISCOVERY WORKSHOP


Faculty
Lead Instructors	I-Corps / SBDC Instructors 

Course Logistics:
	Opening Workshop:	Tuesday, August 9, 9 am-3 pm 
	Closing Workshop:	Tuesday, August 23, 9 am-2 pm 

Team Requirements:
· 2-3 members per team
· Be signed up as a SBDC client
· Have an idea for an innovative new business
· Fee: $25 per person
  
Course Expectations
· The entire team must participate in both opening and closing workshops
· Actively participate in all customer interview efforts (~ 15 hrs. per week)

Pre-Class Orientation
· Instructors will discuss what to expect, course materials & tools, and best practices for a successful workshop experience 

Pre-Class Assignment (due by Opening Workshop)
· Watch Udacity videos identified in “Additional Resources” below.
· Download and read, “Talking to Humans”.
· Review the business model canvas (link below) and prepare TWO slides:



	#1:  Your initial business model canvas with the following sections completed:
•     Customer Segment 
•   Value Proposition

Create your own 2 slides or download a template here: https://goo.gl/CQbZY5

#2:  Your business thesis (answer following three questions)
•   What is your product/service?
•   Who is your customer? (be specific)
•   Why would your customer buy it?

Course Overview

Course Description

The Customer Discovery Workshop is designed to help you improve your odds of success when starting or growing your small business. 

Customer Discovery is an iterative process of physically getting out of the building to interview potential customers and stakeholders to understand their problems and pain points.  These interviews, or experiments, lead to real-world learning and insights that validate or invalidate key components of the business model, helping business owners better understand customer expectations and market depth.

This course will provide teams with an immersive, real-world, hands-on learning experience with customer discovery.  This, in turn, will generate market knowledge that directly translates into products and processes that benefit the business. The entire team will engage with customers and stakeholders. The team will spend time talking to and learning from customers, partners and competitors, and learning how to deal with the chaos and uncertainty of launching a product and creating a new venture.

This course is about learning from customers. It is not about lectures or creating an elaborate business plan. You will be spending a significant amount of time outside the building, talking to customers and testing your hypotheses about what customers want in products and services and why they care. We will spend our limited class time on what you learned from talking to customers, not what you already knew coming into the workshop. Teams should strive for a minimum of 10 interviews per week.  


Class Culture

We have limited time and we push, challenge, and question you in the hope you will quickly learn.  We will be direct, open, and tough – just like the real world. We hope you can recognize that these comments aren’t personal, but part of the process.  We also expect you to question us, challenge our point of view if you disagree, and engage in a real dialog with the teaching team.  This approach may seem harsh or abrupt, but it is all part of our wanting you to learn to challenge yourselves quickly and objectively, and to appreciate that as business owners, you need to learn and evolve faster than you ever imagined possible.



 


 Course Overview cont’d

2-Week Course Context

The class will be conducted over a two-week timeframe.  Your team will attend the Opening and Closing Workshops where you will be introduced to Steve Blank’s Lean Launchpad approach, the teaching team and your peers.  You will learn about business model development, the customer development process, including how to get out of the building to interview customers.  The teaching team will test your ability to follow the process, eliminate bias in your interviews, and make quick business decisions that are supported by customer evidence.  The class will show you how to de-risk new venture or product introduction by emphasizing experimentation over elaborate planning, customer feedback over guesses, and placing "small bets" over big, up-front investment.  It will show you techniques to avoid launching a company based on unproven assumptions and guesswork alone.  For even more context about lean methodology and why it’s important, see Steve Blank’s HBR article: Why the Lean Start-Up Changes Everything: https://goo.gl/I3d2QO .

Pre-Class Orientation and Assignments

Prior to the class, instructors will hold an orientation to go over what to expect from the class and how to prepare for a successful experience.  Participants are asked to watch assigned videos and prepare two slides that they will present during the Opening workshop.

Mandatory Office Hours

Teams will be required to sign-up for office hours with the teaching team, per the syllabus.  Mid-point Office Hours with the NSF I-Corps and SBDC team of instructors will be conducted in between the Opening and Closing workshops. Additional office hours with SBDC advisors will also be available upon request.

Timeline (Important Dates)

· Apply with SBDC: due by July 29, 2016
· Pre-class orientation: August 3, 2016
· Opening workshop: August 9, 2016
· Mid-point office hours: August 15, 2016
· Closing workshop: August 23, 2016
· [bookmark: _GoBack]Next steps meeting: late August/September
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Additional Resources


1) Please watch the following Steve Blank videos featured in his Udacity course called “How to Build a Startup.”  You may access these lessons and start the online course for free at Udacity:  https://www.udacity.com/course/how-to-build-a-startup--ep245 or just google “how to build a startup udacity.” 

Lesson 1:  What We Now Know
Lesson 1.5A:  Business Models & Customer Development
Lesson 1.5B:  Business Models & Customer Development
Lesson 2:	 Value Propositions
Lesson 3:  Customer Segments



2) For a more detailed explanation of Customer Development and the Lean Launchpad, here are some short videos by Steve Blank, from the Kaufmann Founders School.

	The Lean Approach:			http://goo.gl/CH8FDC

	Getting Out of The Building:		http://goo.gl/tJXcxx

	Customer Development:		http://goo.gl/Sr6ILC

	Minimum Viable Product:		http://goo.gl/4QnF1g


3) There are 4 textbooks recommended for this program.  Only “Talking to Humans” is required.  Please read this book before you arrive to class.  We highly recommend the others as helpful references. 
[image: ]

Talking to Humans
       Giff Constable
	
A free download of the book is available at http://www.talkingtohumans.com/

eBook download: Select “Get the Book” and download pdf version of the book for free





Value Proposition and Design
Alexander Osterwalder, Yves Pigneur, Greg Pernarda & Alan Smith
[image: ]•	A free download of the first chapter of the book is available at https://strategyzer.com/books/value-proposition-design

eBook download: Be sure to scroll down for the free download of 100-page preview.  Must provide email.









[image: ]
Business Model Generation									
Alexander Osterwalder & Yves Pigneur
•	A free download of the first chapter of the book is available at http://businessmodelgeneration.com/book 

eBook download: Be sure to scroll down for free download of 72-page preview.
	           															






[image: ]The Startup Owner’s Manual
Steve Blank & Bob Dorf
Workshop Schedule
OPENING WORKSHOP: AUGUST 9

	Time
	Session

	  9:00 am – 9:30 am
	Course Introduction
•    Teaching Team Introductions
•    Class Goals
•    Teaching Philosophy
•    Expectations of You
·  What’s Ahead


	  9:30 am – 10:30 am
	Customer Development and Business Model Generation
•   Business Model Canvas & Customer Development
•    Customer Segments, Sub-Segments, Types
•    Value Propositions
•    Problem-Solution, Product-Market, and Business Model Fit
•	 Teams should be prepared to present their initial canvases if called upon

	  10:30 am – 10:45 am
	  BREAK

	  10:45 am – 12:00 pm
	Team Presentations: [3 mins + 3 mins critique]
· Introductions
· Initial “business thesis”: What is your product, Who is your customer, and Why would they buy it?

	  12:00 pm – 1:00 pm
	  WORKING LUNCH

	  1:00 pm – 1:30 pm
	Workshop:  Customer Discovery Best Practices * details below
•    Who should you interview
•    How to get, conduct, and record customer interviews
•    Practice (role play) interview exercises

	  1:30 pm – 1:45 pm
	  BREAK

	  1:45 pm – 2:45 pm
	
Workshop: Customer Discovery Best Practices * details below
•	Continue practice (role play) interview exercises

	  2:45 pm  – 3:00 pm
	
Wrap-Up
•    Review team deliverables
•    Q&A
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* Customer Discovery Best Practices Workshop Details (1:00 pm – 2:45 pm)

	  1:00 pm – 1:30 pm
	
Best Practices for Customer Discovery Lecture
•    Who should you interview
•    How to get, conduct, and record customer interviews

	  1:45 pm  - 2:15 pm
	
 Interview Exercise #1
•    Detail below

	  2:15 pm – 2:45 pm
	
Interview Exercise #2
•    Details below





Exercise #1
•	Teams will be split into pairs.
•	All teams will take 10-minutes to come up with “cold call questions/script” to get interview. Team must also identify role for interviewee to play in the exercise (i.e., type of customer).
•	Each team in a group will take a turn “trying to get an interview” with the instructor/interviewee. The team should follow best practices as shown in the
Customer Discovery Best Practices lecture. Instructor and observing teams will
provide feedback to “interviewing team.” This is ITERATIVE process…teams will start/stop multiple times as needed. 15-minutes per team (30 minutes total).
 
Exercise #2
•   Teams will split into pairs.
•   Teams will take 10-minutes to create a list of questions for interviewees.
•	Each team will take a turn “interviewing one another”. Instructors will act as independent observers and provide feedback to interviewing teams – and will
rotate among the team pairs. Focus will be on questions asked, not on responses
of interviewees (who will be role playing and perhaps unfamiliar with real customer application). Will follow best practices as shown in main Customer
Discovery lecture. This is ITERATIVE process…teams will start/stop multiple
times as needed. 15-minutes per team (30 minutes total).





CLOSING WORKSHOP: AUGUST 23

	Time
	Session

	  9:00 am – 10:00 am
	Refresher: Customer Development and Business Model Generation
•    Customer Segments, Sub-Segments, Types
•    Value Propositions
· Lessons Learned

	  10:00 am – 11:00 am
	Team Presentations: [8 mins + 5 mins critique]
· “Business thesis”: What is your product, Who is your customer, and Why would they buy it?
· What did you think, What did you do, What did you learn, and What will you do next?

	  11:00 am – 11:15 am
	  BREAK

	  11:15 am – 12:15 pm
	Team Presentations: [8 mins + 5 mins critique]
· “Business thesis”: What is your product, Who is your customer, and Why would they buy it?
· What did you think, What did you do, What did you learn, and What will you do next?

	  12:15 pm – 1:00 pm
	  LUNCH

	  1:00 pm – 1:30 pm
	Team Presentations: [8 mins + 5 mins critique]
· “Business thesis”: What is your product, Who is your customer, and Why would they buy it?
· What did you think, What did you do, What did you learn, and What will you do next?

	  1:30 pm – 2:00 pm
	
Lessons Learned / What’s Next




 Team Presentation Format:

	Slide 1
	Team name

	(Cover Slide)
	Team Members / Roles

	 
	Number of Customers Interviewed

	 
	Business Thesis:  What do you do?  Who would buy it?  Why?

	 
	 

	Slide 2 - n
	What did you learn about your Value Propositions & Customer Segments

	(One slide per
	· Hypothesis: Here is what we thought?

	 VP / CS)
	· Experiments: So here's what we did…

	 
	· Results: Here is what we found / learned…

	 
	· Iterate:  And here's what we are going to do next.

	 
	 

	Final Slide
	Updated Business Model Canvas (Track Changes)
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