Test and Refine Your ldea

Start-up Programme - Session 3
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You're Herel

Check in to each session.

Come to every session and earn your
Start-Up Programme Certificate.
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https://bit.ly/startup-checkin
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SWOT +/ PESTLE
Feedback:

What surprised you?
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How can we find out if it will sell?

SSSSSSSSS



Infroducing the MVP
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M

Minimum

« Limited to 1-2 core
features

« Doesn't require lots of
resources to build

Viable

- Sufficient enough for
early adopters

* Can be sold

Product

Something tangible
customers can touch and
feel

Q‘L South Bank South Bank
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The MVP

An MVP (Minimum Viable Product) is the simplest version of a product or
service that allows you to launch quickly, learn from customers, and
improve before investing too much.

# Think of it as:

*Enough features to solve the main customer problem
e Cheap and fast to produce

e A learning tool, not the final product

Why it matters for business:
Links fo risk reduction, lean startup methods, and market desirability.

eReduces waste and speeds up time to market.
*Helps decide whether 1o proceed, pivot, or stop.
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Define the Problem in One Sentence

Before testing payment, be crystal clear on what problem you solve and
for whom. If the problem isn’'t painful, urgent, or costly, ineffective,
people won't pay. Establishing Product-Market Fit is essential.

Formula:

This helps [specific person] solve [specific painful problem] by [specific
outcome].

Example:

This idea helps freelance designers get paid faster by automating
invoice follow-ups.

Your example:
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Your MVP:;

What can you create to be
an adequate ‘taster’ of
your product / service?¢

What is the key thing you
want to find out through
this ‘taster’'e
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COLLECT

Collect |||-||||. of feedback
at organized single ce
|l| help of specialized softw

_ CUSTOMER
o) FEEDBACK LOOP

NOTIFY
ANALYZE &

Show your clients that
their time and opinion PLAN

Is importtant Build Product Roadmaps

based on the best insights
from your customers

@ STEP

IMPLEMENT
Improve your product based

on user suggestions
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Recap:

How Is my idea perceived Vs
how | want it to be perceived®e
What information is missing to change this?

Where do | sit in the market, who are my competitorse
What do their customers expect or are missinge
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Luxury / Treat Improvement / Swap Necessity / Staple

Customer Customer Customer
MIGHT buy SHOULD buy WILL buy



Where to position?

Low quality

High price &
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Values Cheat Sheet

Price

Quality

In person / In store

Online / Delivery Based

Variety

Niche and Focussed

Healthy

Indulgent

Fast Fashion

Slow and Sustainable

Independent

Franchise / Global

Trend driven

Timeless / Classic
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Testing
Methods
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Pre-Orders




Pre-Orders: Why it Works

Scarcity & FOMO (Fear of missing out)

"What if it sells out before | can get one¢” sl T
1Ty i : hirlpool
Scarcity is one of the most powerful psychological - e
friggers in marketing. When something is limited or pasilll
I 1 H H o o ze. One Size Guide
pOTenTIO”y UnOVOIIObIe' our brqlns qUICkIy GSSIQn “. Color: Dark Tort & Khaki Tint

higher value.

Expected to be In-Stock : 4/25/25 - 5/5/25 (7) Notity Me

Our minds are wired 1o want what we can’t easily NQVE.  vevuinose cnorgea uni your orr s snippea

Free international shipping on orders of $100 USD or more before di

When you set up a pre-order with limited quantities,
you're selling an opportunity that might disappear.

Remember the last fime you saw “Only 5 left in stock™ and
felt that little anxietye That's scarcity at work.
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Landing Page

Cumpccign Monitor Products v Pricing v Resources Customers Gallery Agencies Contactus Login v Signup «

Request a live demo. Join the Waitlist
& Get Free Tools!

First Name
Get on the VIP Waitlist now.
Company Email Address

First Name
Company Name

First Name

Phone Number

Email

Email

Company Size

Iy Y GET MY FREE TOOLS!
Check this box to receive helpful marketing tips from Campaign Mnmlu! Visit k :
. ‘our Preference Center at any time to update your subscription settings. ! i
ubscribe. 3 .

unsu
By entering your info, you'll become an MF Insider - with FREE access to exclusive insights, private Q+As,

Submit and inspiring episodes of MarieTV, delivered with ¥ to your inbox. (Unsub anytime in a click.) You also

agree to our Terms of Use and Privacy Policy.

Vit o Privaey Statement 1 lear more abot ho e process your data and your rightas a data
‘subject

protected by reCAPTCHA
Privacy - Terms

Or call +1-888-533-8098 to speak to sales directly.

B-SCHOOL
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Collaborations /
~+Co-Branding




QMBEAUTY

COSMETICS UK

QM BEAUTY

3 STARTERS
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Market Testing Starter Ideas

Services / Digital

Products

Pop up stall

Product demo

Samples

Focus group / co-design
Crowdfunder

Mailing list for more info

Collaborations

Demo video

Trial run

Beta testers

Discount code for emails
Focus group / co-design
Crowdfunder

Mailing list for more info
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List what is the most logical and
easiest way for you to test your
market.

What can you offer that your customer will value, and you can capture

and learn from?
What does your MVP look like?

Where will you launch?
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What about South Bank Ignite?

You should be able now to answer the following questions:

Question 5. What research or feedback supports your understanding of your target
customer?
. Tip: Include both primary research (surveys, interviews, feedback, sales data) and

secondary research (reports, articles, industry analyses, online databases).

Question 8. What is your strategy for securing your first paying customers? If you already

have paying customers, how will you atiract new ones?
. Tip: Focus on practical first steps like how you will reach out to potential customers, form
partnerships, use market channels, offer trials, or set up direct conversations.

_ oooooooo
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To do:

Summarise your data o
help create a strong
narrative, proving demand
for your idea.

FInd missing stats that will

InNform or convince your
customers 1o choose you.
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JUST KEEP TESTING
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