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Startups

We are not the only ones who have this problem!

1. Founding 
team 
formation

3. Contact with 
potential 
customers 
aimimg to gain 
feedback

2. Define the 
problem, set the 
hypotheses, 
generate the 
business model 

Entrepreneuri
al team

Entrepreneuri
al team

Business 
model

Business 
model

Market 
analysis
Market 
analysis

Idea  Minimum Viable Product (MVP)                Final Product
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Market 
Segmenta-

tion
Your target market 
consists of a set of 
buyers who share 
common needs, 
values or 
characteristics (e.g. 
age, sex, 
educational back-
ground, monthly 
income, traditions, 
desires, etc.). 
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All possible target groups are judged on the 
basis of 6 criteria:
• Access to the target group
• Purchasing power
• How important is the "problem“ (nice to have 
or must have)?

• Can we deliver the solution (with or without 
partners)

• Competition
• If successful, can we leverage additional 
segments?

Start with the target group that meets most 
criteria

Beachhead market

Market 
Analysis
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Access Purchasing 
power

How big is 
the 

problem?

Can you 
deliver?

Competition Leverage to 
new 

segments

Target Group 1

Target Group 2

Target Group 3

Target Group 4

Target Group 5

Target Group 6



B2C

Business2Consumers

B2B

Business2Business

Geographic Geographic

Demographic (age, sex etc)
“Demographic” (industry, size, 

turnover etc.)

Behavioral (e.g. habits … looking for 

new change) 

“Behavioral” (looking for quality? 

Price sensitive?)

Psychographic (values, lifestyle etc.)
“Psychographic” (‘best place to 

work’, corporate culture, loyalty)
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Persona (B2C) - Carol



Hypothesis

Test

Analysis

Adjust or 
Pivot

make an educated guess how 
your business model works

meet with potential customers 
and industry participants to
- verify the problem
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Market 
Analysis



The 
problem 
interview

A typical order in a ‘problem interview’ would be: 

1) It seems that some people/firms (like yourself) have 

trouble with….. (state the problem). Is this also your 

case? 

2) How important is the problem for you (it cost you 

money, time, makes you nervous, unsecure…)

3) What are you currently doing in order to solve this 

problem? 

4) How do you imagine the ideal solution to this 

problem would be? 

5) Are you willing to pay for a solution to this 

problem? 
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