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Behind every great product is a great story

Who is my customer?

http://www.youtube.com/watch?v=lB95KLmpLR4
http://www.youtube.com/watch?v=rc7QqbDwqQI
http://www.youtube.com/watch?v=vZdEc36o20A&feature=related


Story structure

Ã Characters

Ã Motivation

Ã Plot

Ã Symbols

Customers

Insights

Problem/solution

Logos/icons



Basic story elements for your product 

Who is my customer?

1. Target audience (characters/protagonist)

2. Customer insight (motivation)

3. Problem definition (plot set-up)

4. Value proposition (plot imperative/narrative)

5. Reasons-to-believe ðproduct delivery (plot resolution)

6. Positioning (context)

7. Attributes and personality (tone, voice)



Find a first (and second target) customer

Listen well and gain insights

Keep the conversation going

Pick a target ðwho is the main character in your story?



Pick a 1st target customer and nail it



Eventually find and serve your 2nd, target customer, etc.



Whoõs the target (main character) in this story?



Dig for a compelling insight ðwhat is their motivation?

http://www.youtube.com/watch?v=myG8hq1Mk00


Deeper insights inspire better products

Understand the character in your story:  IBTEC 2009 finalist



What insight is this based on?



Great products fill a needé

Problem definition ðset up your plot



Clearly define the problem

IBTEC finalist 2009



So you can solve it

IBTEC finalist:  Rotimatic



Problem definition often comes from an observed insight 

Why do ordinary kitchen tools have to hurt your hands?  

Why canõt there be wonderfully comfortable tools that are easy to use?

http://www.oxo.com/OA_HTML/ibeCCtpSctDspRte.jsp?section=10030&minisite=10024&respid=53057


Whatõs the problem?



Whatõs the problem?



Base it on your insight

It becomes your product imperative

Hold it sacred in all product decisions

Be USEFUL (have a Value Proposition)

What does the character in your story aspire to?



Solve big perceived problems



Keepthe value proposition simple

http://twitter.com/about


Itõs OK if itõs personal

http://us.moo.com/en/about/about.php?page=company


Whatõs the value prop?



Whatõs the value prop?



Product Delivery ðGive the story a happy ending

Your product has to pay off your value proposition

Articulate your òreasons-to-believeó

Connect the dots for your customers



What makes the Starbucks experience?



Make it clear what your product is (and how it works)



Show how you deliver on the value proposition


