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Production scheme system 

INPUT: 
•Human resources 
•Material resource 
•Devices / equipment 
•Information 
•Capital resources 

Transformation process: 
•Product design 
•Process planning 
•Production control 
•Service 

OUTPUT: 
•Product 
•Service 

CONTINUITY: 
•Innovation 
•Quality 
•Price Environment Feedback 



 



 



Production and productivity difference 

• Production is the quantity of the finished 
product 

• Productivity is the ratio of the number of 
products produced to the number of 
employees 

Product quantity 

Productivity              =  

Number of people 



Example 

• "A" business produces 40 chairs with 5 
employees 

 

• Production: 40 chairs 

• Productivity: 40 seats / 5 employees = 8 



Production system classification 

Continuous production 

Mass production 

Serial production 

Production of jobs 

Product / product variety 
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Business Process Sample 



Startup road map 



 



 



 



Comparison of quality 
management systems 



ISO and TQM quality  
management systems 



 



 



 



 



 



 



 



 



 



 



Product Development Model 

Concept / Seed 
Round 

Product Dev Alpha/Beta Test Launch / 1st Ship 



What’s Wrong With This? 

- Marketing      
- Sales 

 

Concept / Seed 
Round 

Product Dev Alpha/Beta Test Launch / 1st Ship 

- Create Marcom Materials 
- Create Positioning 

 

- Hire PR Agency 
- Early Buzz 

- Create Demand 
- Launch Event 
- “Branding”  
 

Product Development 



What’s Wrong With This? 

- Marketing      
- Sales 

 

Concept / Seed 
Round 

Product Dev Alpha/Beta Test Launch / 1st Ship 

- Create Marcom Materials 
- Create Positioning 

 

- Hire PR Agency 
- Early Buzz 
 

- - Hire Sales VP 
- Hire 1st Sales Staff 
 

- Hire first Bus Dev 

 

- Create Demand 
- Launch Event 
- “Branding”  
 
- Build Sales Organization 
 
 
 - Do deals for FCS     

 
 

Product Development 



Issues with a Product Development Methodology 

1: Where are the customers? 

2: The focus on the first customer ship 

3: Emphasis on execution vs. learning and discovery 

4: No customer-centric milestones 

5: Need product dev. To measure sales 

6: Need product dev. To measure marketing 

7: Prematurely scaling expenses 

8: Death spiral 

9: Three types of startups 

10: Unrealistic expectations 



Customer Development is as 
Important as Product Development 

Concept / Seed 
Round 

Product Dev Alpha/Beta Test Launch / 1st Ship 

Customer 
Discovery 

Customer 
Validation 

Customer 
Creation 

Company 
Building 



Customer Development Philosophy 

• There are no facts inside your building, so get 
outside the building..! 
 

• Develop for the few, not the many 
 

• Earlyvangelists make your company (and are 
smarter than you) 
 

• The goal for release 1 is the minimum feature set 
for Earlyvangelists 



Customer and Product Development 
Synchronization 

Concept / Seed 
Round 

Product Dev Alpha/Beta Test Launch / 1st Ship 

Customer 
Discovery 

Customer 
Validation 

Customer 
Creation 

Company 
Building 



Customer Development: Big Ideas 

• Parallel process to Product Development 

• Measureable checkpoints for the CEO 

• Not tied to the FCS, but to the customer 
milestones 

• Iterative to represent reality 

• Executed by a small team including CEO 



Agenda 

• Startup Hypothesis 

• Testing the Problem 

• Customer Development Team 

• Testing the Product Concept 



Timeline 

• Existing Market:  1 to 6 months 

• Resegmenting:  3 to 12 months 

• New Market:  1 to 4 years 

Customer 
Discovery 

Customer 
Validation 

Customer 
Creation 

Company 
Building 



Before You Start 

• It’s a new philosophy – discover, then build 
– Get Board and Management Buy-In 

– Learning and discovery, before execution 

 

• Customer Development Team 

   - Not traditional hires 

 

• Sufficient funding for 2-3 passes 



Methodology 

• Customer Development can take months or years 
• Each step has a set of phases 
• Plan what you need to learn in writing so 

everyone knows: 
   - what the should be doing 
   - when they should be doing it 
   - if they succeeded 
   - if they need to do more 
• These are checklists, not inviolable 

commandments 



Customer Discovery 

• Stop selling, start listening 
• Test your two fundamental hypotheses 

– The Problem you’re solving (unmet need) 
– The Product Concept 

Customer 
Discovery 

Customer 
Validation 

Customer 
Creation 

Company 
Building 



Discovery = Hypothesis Testing 

• What are Hypothesis? 

• Where do Hypothesis come from? 

• Why test them? 

• How do you test them? 



Sources: 

• https://www.slideshare.net/patel9078/produc
tio-new-management 

• The four steps to the epiphany: Credits to 
Steve Blank and Bob Dorf 
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Thank You  
 

Karen H. Sargsyan 


