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2.
What is the one thing that the students need to do to improve their output on Problem/ Opportunity Statement?
Answer:
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4.
What is the one thing that the students need to do to improve their output on Market Segmentation?
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6.
What is the one thing that the students need to do to improve their output on Customer Persona?
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8.
What is the one thing that the students need to do to improve their output on Problem Validation?
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10.
What is the one thing that the students need to do to improve their output on Solution Statement?
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12.
What is the one thing that the students need to do to improve their output on Solution Validation?
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14.
What is the one thing that the students need to do to improve their output on Competition Analysis?
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16.
What is the one thing that the students need to do to improve their output on Unique Value Proposition?
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18.
What is the one thing that the students need to do to improve their output on Market Size?
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20.
What is the one thing that the students need to do to improve their output on Revenue/ Pricing Models?
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22.
What is the one thing that the students need to do to improve their output on Lean Canvas?
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*13. Competition Analysis

O (missing) is missing
O (limited) provides just simple comparison table; lacks differentiating factors

(adequate) adequate analysis; does not highlight differentiating factors

entiating factors

(O (thoroueh) thorough analysis by considering both direct & indisect competitrs;includes some difer
(O (comprebensive) comprebensive analyss; identifies strength and wealkness of direct & indirect comp

etitors; strong differentiating factors




image8.png
*15.  Unique Value Proposition

O (undefined) is not clearly defined

O (unclear solution) does not clearly highlight how to solve the problem (or the JTBD)

(basic solution) highlights how to solve the problem (or the JTBD), but does not demonstrate how it i
s better than other alternatives.

on from existing alternatives
(clear differentiation) demonstrates clear differentiation from existing alternatives in solving the prob

O (differentiated solution) demonstrates how to solve the problem (or JTBD), and has some differentiati
O lem (or the JTTBD)
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*17.  Market Size

O (missing) no estimation of market size (TAM, SAM, SOM)

(O (limited) basic estimation of TAM; lacks relevance to customer segment or industry trends

(basic) provides decent TAM estimation with some use of trends, but misses SAM or SOM breakdow

1 or lacks assumptions

credible sources but misses connection to customer segments

o (well-supported) includes TAM, SAM and/or SOM with basic assumptions and trend alignment, uses
O (thorough & referenced) well articulated TAM, SAM, SOM, aligned to customer segment & industry

trends, uses clear assumptions and secondary research
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*19. Revenue/ Pricing Models

(O (inadequate) revenue model is missing

O (basic) basic revenue model defined; pricing is unclear or not justified

(adequate) revenue model and pricing strategy broadly aligned to customer segments and business go

als; however, lacks validation

nding of revenue potential

O (detailed) multiple revenue streams or pricing strategy mapped to customer segments: shows understa
o (comprehensive) clearly defined revenue model with 1-2 top revenue streams and pricing strategy lin

ked to customer segments and business goals
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*21.

Lean Canvas

O

O O O O

(missing) The lean canvas is poorly developed or incomplete, key elements are missing

(limited) The lean canvas is basic and lacks depth, only some elements are included, with minimal cl
arity or alignment with venture's goals

(adequate) The lean canvas covers most elements, and provides a broad representation of venture's bu
siness potential

(strong) The lean canvas is well-developed, clear and includes all key elements provides a clear repre
sentation of venture's business potential

(exceptional) The lean canvas is clear, comprehensive, and accurately represents the venture’s busine

ss potential, with all elements well-integrated




image1.png
*1.  Problem/ Opportunity Statement

QO (missing) is missing

O (ambiguous) is ambiguous and difficult to understand

(basic understanding) provides general idea of problem/ opportunity but lacks clear definition o spec
ific detail

(well-defined) clearly defines & focuses on problem/ opportunity, but lacks in-depth specificity

O O O

(highly specific) highly specific & clearly defined problem/ opportunity, with no ambiguity
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*3.  Market Segmentation

O

O O O O

(missing) no research conducted to identify primary or secondary customer segments

(limited) limited research conducted, primary and secondary customer segments are vaguely identifie
d

(basic) some research conducted, primary and secondary customer segments identified but lack detail

(thorough) thorough research conducted, primary and secondary customer segments are clearly identi
fied

(exceptional) extensive research, primary and secondary customer segments are detailed & well-defin
ed
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*5. Customer Persona

O (poor) pootly crafted, lacking in detail or lacks reliability

O (basic) provides some level of understanding of the target market; lacks specific details

(adequate) decent understanding of the target market; lacks specific details on customer demographic

s, behaviors, needs and jobs-to-be-done

behaviors, needs and jobs-to-be-done

O (€00 gvod understanding of th target market, including specfic detailson customer demographics,
(O (excellent)bighly detsiled persona, providing clear understanding of target market and customer de

mographics, behaviors, needs and jobs-to-be-done
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*7. Problem Validation

O

O O O O

(missing) no validation provided or the information given does not relate to identified problem

(limited) minimal validation from potential users/ customers provided that supports the problem/ opp
ortunity

(incomplete) some validation provided from users/ customers to support the problem/ opportunity, bu
t it is not fully convincing

(comprehensive) clear and comprehensive validation from users/ customers provided to support the p
roblem/ opportunity

(extensive & convincing) validation from users/ customers is extensive and details; convincingly sup
ports the problem/ opportunity statement
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*9.  Solution Statement

O

O OO O

(incomprehensible) difficult to understand: does not demonstrate how it addresses the identified custo
mer pains, gains or needs
(partially coherent) somewhat demonstrates how it addresses identified customer pains, gains or need

s, but lacks coherence or completeness

(basic clarity) demonstrates how it addresses identified customer pains, gains or needs to some extent

(effective) effectively demonstrates how it addresses identified customer pains, gains or needs

(innovative & effective) showcases an innovative approach, and effectively demonstrates how it addr

esses identified customer pains, gains or needs
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*11.

Solution Validation

O

O O O O

(not validated) no identification of users/customers, prototype validation validation process not condu
cted

(minimal validation) users/customers identified & prototype demonstrations designed: little/ no evide
nce of conducted discussions (<5 prototype demonstrations)

(limited validation) users/customers identified, prototype demonstrations designed, limited validation
information gathered (<10 prototype demonstrations), inconclusive feedback

(sufficient validation) users/customers identified, prototype demonstrations designed. clear validation
information gathered (> 10 proto demonstrations), inconclusive feedback

(comprehensive validation) users/customers identified, prototype demonstrations designed, sufficient

evidence to validate solution (> 10 prototype demonstrations), conclusive learning & feedback




