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IF YOU BUILD IT
WILL THEY COME?

Three Steps to Test and Validate
Any Market Opportunity
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Basic Training for Entrepreneurs.
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SUMMARIES.COM is a concentrated business information service. Every week, subscribers are e-mailed a
concise summary of a different business book. Each summary is about 8 pages long and contains the
stripped-down essential ideas from the entire book in a time-saving format. By investing less than one hour
per week in these summaries, subscribers gain a working knowledge of the top business titles. Subscriptions
are available on a monthly or yearly basis. Further information is available at www.summaries.com.
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MAIN IDEA

Whenever you get an idea for a new product or a new start-up, validate the market exists before you spend any money or commit your
time. Don'’t just plunge in and hope for the best. Prove that the market for what you have in mind exists and is commercially viable first.
A robust market validation process takes about 60-days and involves three steps:

Validate the

market exists

* Ready —  |oeersee Figure out whether or not your idea is worth pursuing by
(2-3 days) objectively evaluating your idea and the size of the potential market
60-Days Aim Reach out to your market and systematically gather data from
(50+ days) multiple sources on what your future customers think of your idea
Fire |oeeeseeeenn Follow through and blast into the market by using the data you've
v (7-8 days) gathered to launch, market and sell your product the smart way
1.Ready . . . . . e Pages 2-3

Before you invest time or money in an idea, first determine if it is worth pursuing. This generally comes
down to the key issue of whether or not a market exists for what you have in mind. Before you give any
project a green light, spend two to three days figuring out the answers to five questions:

i» Where did you get this idea?
i+ How big is the market and is it growing?

Read :
(2-3ega§s) i+ Isthis idea aligned with emerging trends?
i» What are competitors already doing?
i+ What do the experts say?
2.AIM L e Pages 4 - 6

Aim is the longest section and involves the most time and effort. This is where you reach out to the
marketplace and systematically gather data from a number of different sources. You're trying here to
determine what your future customers think about the choices and options they currently have available
and whether or not they are likely to welcome the arrival of your new solution. To get to know the subtleties
of the marketplace, figure out the answers to six questions:

i* Do | understand the market's pain?
y i» What are customers saying?

AL ............ i» Have | found my target audience yet?
(50+ days) i+ Have | turned all my data into insights?
i+ Have | used research professionals?

i« How can | seed the market in advance?

3 Fire . . e e Pages 6 - 8

Fire is where you make the mental transition from gathering data into delivering a viable product. This is
where you leverage all the market validation work you’ve done. You use what you know to set the right
business goals and then get to work making that happen. To execute well, answer five questions:

i» What is an appropriate launch budget?

i+ What products specs and timetable are required?
i+ How can we get to market quickly?

i» Who do we need as partners and advisors?

i» When and how do we launch?

Fire

(7-8 days)
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The Ultimate Business Library

We condense 300+ page business books into
8-page summaries.

By reading summaries, you'll get the key ideas in
30 mins, so you can spend more time turning your
ideas into dollars.

Knowledge is Power — Invest in Your Future

For just $2 per week, you will...

> Learn from the mistakes and success of the smartest people in business;

> Get fresh ideas, strategies & motivation that could be worth millions to you;

> Follow emerging trends, so you can catch the wave before your competitors do;
> Catch up on the classics you always wanted to read.
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Our catalog includes summaries on a range of topics for

aspiring entrepreneurs, managers, and consultants.

el

-

BUSINESS PLANS MANAGEMENT PRESENTATIONS '\
SALES LEADERSHIP MOTIVATION STRATEGY

AND MORE



