Eir Session 3A- some questions  to  think about
Market Forces: Key customer issues in your arena, such as growing or shrinking segments; customer switching costs; changing jobs, pains, and gains; and more.
· What are the crucial issues affecting the customer landscape?
· Which peripheral segments deserve attention?
· Where are the biggest unsatisfied customer needs?
· 
Key Trends: Key trends shaping your arena, such as technology innovations; regulatory constraints; social trends; and more.
· Which emerging technologies are peripheral customers adopting?
· How would you characterize income and wealth distribution in your market?
· Describe key societal trends. Which shifts in cultural or societal values affect your business model?
· What are some opportunities to improve your heating bills?

Key Customers: Where are your customers hanging out ? What is their pain- what do they value? How do you know this? Where is the source of this information?
What do they want- retrofit or low energy bills?
Are they based in one area? What risks do they fear? What social status do they want- positive looking good etc?

Key Competitors: Where can  you be better? What elements can you raise or eliminate? How do your customers want to feel and does this raise your game?

Key social or environmental Issues: What does your customer care about? How do you know this? Where are the wasy in  which you can  provide social and environmental benefits?

Key Channels: How should you communicate with them? What messages do  you want them to see/hear? What images and insights would support their onboarding? How do you maximise recommendations  and do you reward this?


“Don’t skip thinking about these – its like cheating in your parachute packing class!” Steve Bank Father of Lean Start-up!

