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What is product discovery?

Valuable - Will they use it?
1

Usable - Can they use it?
2

Feasible - Can we build it?
3

Viable - Should we build it?
4

Discovery is the process of finding a solution that 
is valuable, usable, feasible, and viable:



Why is it valuable to invest in product discovery?

To save 
engineer hours To address risk To increase 

innovation



Case Study - Pivoting Your Strategy
Before - Roadmap of products and features After - Total focus on mobile compatibility



Case Study - Spend to Learn Before Spending to Build

Before - High expense. Low learning. Zero traffic. After - Low expense. High learning. Ongoing traffic.





How is the product discovery mindset different from the 
traditional delivery mindset?

Discovery is a bottoms-up 
mindset, it’s up to the team 

to find the solution

Traditionally, executives try 
to see into the future 
(and it rarely works)

.
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How should you set up your customer interviews, and what 
questions should you ask?

Look for people who are currently 
looking to solve the relevant problem, 
or who have been in the market very 

recently

Do Don’t

Start the interview with a realistic 
situation in a starting point that would 

be common for encountering your 
solution

Keep the interview short and focused 
on behavior. Focus on concrete current 

or recent experiences

Ask shallow questions like “What do 
you see?” and “Would you use this?”

Ask people to “imagine”. You don’t 
want people to imagine and make 

things up



How many customers should you test with?

Look for 
5-6 to start

Show it to at 
least 15 total

Iterate more 
with 3 at a time
(Iterate on negative 

feedback)



IDEAS

Ideas Often Go Straight to Delivery
Without user input, ideas are not validated and could miss the mark

DELIVERY

Growth or Product-Market Fit



Use Product Discovery to Test Ideas Cheaply and Quickly

Marty Cagan  | svpg.com
Inspired: How to Create Products Customers LoveDUAL-TRACK AGILE   |

IDEAS

DISCOVERY

DELIVERY

Market Tests



What are the common pitfalls?

Don’t do a “big bang”

Be careful with ideas 
from people who 

weren’t on the team

Don’t increase scope 
without testing

Don’t outsource your 
testing to the 

user research group



Questions


