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Masterclass 
Building Your Product Roadmap
Task:
A)  Building the roadmap for your product
Complete a 1-page roadmap using the structure below.
Output / Deliverable
· A 1-page product roadmap
· Clear narrative: past → present → future

Step 1 – Define the time horizons
· Now (0–3 months)
· Next (3–6 months)
· Later (6–12 months)
Step 2 – For each horizon, define:
For each time period, you must answer:
1. Key objective
What business or customer problem are you solving in this phase?
(e.g. improve activation, reduce churn, unlock monetization, expand to a new segment)
1. Top 1–3 milestones (not features)
· Focus on outcomes, not lists of features
· Example:
0. “Launch self-serve onboarding”
0. “Enable first paid tier”
0. “Achieve X% weekly retention”
1. Why this matters now
· What evidence supports this priority?
0. Customer feedback
0. Usage data
0. Sales objections
0. Market opportunity

Template (simple and fast)
	Timeframe
	Objective
	Key Milestones (max 3)
	Evidence / Rationale
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Example
Context:
A sustainable food brand selling healthy snacks

	Timeframe
	Objective
	Key Milestones
	Evidence / Rationale

	Now (0–3m)
	Make the product ready for regular sales
	• Finalise core recipes, Improve packaging, Secure 3–5 regular retailers
	Early customers like the product but want better packaging

	Next (3–6m)
	Increase sales and repeat purchases
	• Introduce 2 new flavours, Improve shelf life, Launch subscription packs
	Retailers ask for variety; customers buy more than once

	Later (6–12m)
	Grow the brand and reach new markets
	• Family-size packs, New distribution channels, Limited seasonal editions
	Demand from new customer segments














B)  Building the roadmap for your service
Complete a 1-page roadmap using the structure below. 
Output / Deliverable
· A 1-page Service Evolution Roadmap
· Clear narrative: past → present → future

Step 1 – Define the time horizons
· Now (0–3 months)
· Next (3–6 months)
· Later (6–12 months)
Step 2 – For each horizon, define:
1. Core service objective
What are you improving in this phase?
Examples:
· Reduce delivery time
· Increase margins
· Improve consistency of results
· Serve a more valuable customer segment
· Increase repeat business
2. Key service milestones (max 3)
Examples:
· Package the service into 3 fixed offers
· Introduce onboarding checklist and templates
· Introduce tools or automation
· Add performance-based pricing
· Launch a premium tier
· Reduce manual effort by X%
3. Evidence / rationale
· Client feedback
· Bottlenecks in delivery
· Sales objections
· Margin or capacity issues

Template (simple and fast)
	Timeframe
	Objective
	Key Milestones (max 3)
	Evidence / Rationale
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Example
Context:
Career coaching service for professionals changing jobs.

	Timeframe
	Objective
	Key Milestones
	Evidence / Rationale

	Now (0–3m)
	Deliver a clear and valuable service
	• Define a clear coaching programme, Standard session structure, Clear pricing
	Clients ask what’s included and how long it takes

	Next (3–6m)
	Improve efficiency and income
	• Group coaching option,Worksheets and exercises, Follow-up sessions
	One-to-one limits capacity; demand is growing

	Later (6–12m)
	Scale the service
	• Train other coaches, Premium programme, Partnerships with companies
	Companies ask for support for multiple employees
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