
 

 

Module 2 

Lesson 5: Validate Customer-Problem Fit  

 

Context:  

Customer validation ensures there is a genuine demand for your 

product or service before you invest significant resources in its 

development. By validating the problem early, entrepreneurs reduce 

the risk of building a product no one wants and identify potential 

customers who care enough to pay for the solution. It involves a 

systematic approach to testing your business assumptions, 

understanding customer needs, and confirming that your solution 

addresses those needs effectively. This concept, known as "customer-

problem fit” is fundamental to the lean startup methodology and is 

crucial for the success of any new venture.  



 

Program overview,  
and your Venture Journey 



over 14 weeks  



Core Concepts Covered in this Lesson: 

Role of Customer Interviews 

• Understand why customer 
interviews matter. 

• The do’s and don’ts of 
customer interviews.   

 

 

Script for customer interviews 

• Preparing effective scripts for 
customer interviews.   

• Validate assumptions and 
gather feedback 

Identifying real customers 

• Understand how to build 
comprehensive information 
about the customers. 

• Identify unmet needs and 
additional pain points  

• Assess a real market need 
through customer validation  

 

 

 

After completing this lesson, you will be able to: 

1. Prepare and run structured customer interviews to gather 

qualitative data about customer needs, pain points, and behaviours 

2. Evaluate and interpret the data collected from customer interviews 

to validate the existence of the problem 

3. Further, refine your customer personas that capture the 

motivations and needs of different customer segments.  

4. Reduce the risk of failure and help build your product or provide a 

service that is well-aligned with real market needs.  



 

Steps for you to take: 

1. Develop customer interview scripts.  

2. Use facilitator and peer feedback to prepare effective customer 

interviews. Use Chat GPT to refine the script. 

3. Run mock interviews and practice engaging customer 

conversations to prepare for real customer interviews. 

4. Identify the potential customer list to conduct the interviews to 

gather relevant data and insights. 

 

 

Validating Customer-Problem Fit  

The primary goal of customer interviews is to accurately understand 

and identify customer needs, experiences, challenges, and key 

requirements. This process is crucial to confirm that the identified 

problem is a genuine need and is well-understood, ensuring that the 

developed product or service effectively addresses it. Various 

methodologies, including Lean Startup, Design Thinking, and direct 

customer interviews, provide robust approaches for achieving this 

essential validation. 

  



What is a Lean Startup? 

Lean startup is a methodology for developing businesses and products 

based on iterative cycles of building, measuring, and learning to 

minimize waste and maximize efficiency. 

 

What is Design Thinking? 

Design Thinking is a human-centred approach to problem-solving that 

prioritizes empathy, creativity and iterative prototyping to generate 

innovative solutions. It typically involves the following stages: 

• Empathize: Research to understand the user's needs, motivations, 

and challenges. 

• Define: Synthesize research findings to define the core problem. 

• Ideate: Brainstorm a wide range of ideas to solve the problem. 

• Prototype: Build simple, low-fidelity prototypes of potential 

solutions. 

• Test: Test prototypes with real users to gather feedback and refine 

the solutions. 

 
 
What is a Mock Interview? 

A mock interview is a simulated practice session designed to prepare 

individuals for real job interviews by simulating common interview 

scenarios and questions. 

 

Role of Customer Interviews 



Customer interviews play a pivotal role in the customer validation 

process by providing direct insights into the needs, pain points, and 

behaviors of potential customers. Their key role is to: 

• Understand customer problems and pain points  

• Test hypotheses and validate assumptions 

• Discover unmet needs and gaps in the market 

• Assess market demand 

• Build detailed customer personas and behaviors  

 

Benefits of conducting customer interviews: 

• Determine if the problem you perceive is real and significant to 

potential customers. 

• Empathize with customers, by stepping into their shoes, and 

understanding their preferences, needs, and pain points. 

• Minimize the risk of failure based on incorrect assumptions about 

the behaviour and needs of customers 

 

Customer Interview Planning: 

• Prepare Script and Plan: Develop a detailed interview script and 

plan, outlining objectives, target customer segments, and key 

questions to gather insights. 

• Conduct interviews: Record responses with permission and take 

detailed notes to capture key insights. 



• Consolidate observations: Organize notes and identify common 

themes and patterns. 

• Revise approach: Analyze the data, validating or adjusting the 

hypotheses based on insights. 

 

Script for customer interviews:  

Preparing effective scripts for customer interviews is crucial for 

gathering meaningful insights about your target market's needs, 

behaviors, and pain points. 

• Start by clearly outlining what you hope to achieve from the 

interviews. 

• Organize your script into sections to ensure a logical flow and 

comprehensive coverage of topics. 

• Develop open-ended questions that encourage detailed responses 

and avoid leading the interviewee towards specific answers. 

 
Sample Script 

Introduction: 

Briefly introduce yourself and the purpose of the interview. 

Explain how the information will be used and assure confidentiality. 

Ask for permission to record the interview if needed. 

  



Example: 

"Hi, my name is [Your Name], and I'm working on a new project aimed 

at solving [general problem area]. I’d like to learn more about your 

experiences with [specific problem] to better understand how we can 

address it. This conversation will be confidential, and your feedback will 

help shape our solution. Do you mind if I record our discussion for 

accuracy?" 

 

Background Information: 

Gather contextual information about the interviewee to better 

understand their perspective. 

Example Questions: 

"Can you tell me a bit about your role and responsibilities?" 

"How long have you been dealing with [specific problem]?" 

 

Problem Discovery: 

Identify and validate the specific problem you’re interested in. 

Example Questions: 

"Can you describe a recent experience when you encountered [specific 

problem]?" 

"How often does this problem occur?" 

"What are the main challenges you face with [problem]?" 

 

  



Current Solutions: 

Understand how the interviewee currently addresses the problem and 

their satisfaction with existing solutions. 

Example Questions: 

"What steps do you currently take to solve [specific problem]?" 

"What products or services have you used to address this problem?" 

"What do you like and dislike about these solutions?" 

 

Impact and Urgency: 

Assess the impact of the problem and the urgency to find a solution. 

Example Questions: 

"How does [specific problem] affect your daily activities or business 

operations?" 

"What are the consequences of not solving this problem?" 

"How urgent is it for you to find a solution to this problem?" 

 

Concept Feedback (if applicable): 

Gather feedback on potential solutions or ideas you are considering. 

Example Questions: 

"If there was a product that could [describe key feature or solution], 

how would that help you?" 

"What features would be most important to you in a solution for 

[specific problem]?" 



"Would you be willing to pay for a solution like this? If so, how much?" 

Conclusion: 

Wrap up the interview, thank the interviewee, and provide the next 

steps. 

Example: 

"Thank you so much for your time and valuable insights. Your feedback 

is incredibly helpful. Is there anything else you think I should know about 

[specific problem]? Can I reach out to you if I have any follow-up 

questions?" 

 

Do’s and Don’ts of Customer Interviews: 

Do’s – The best practices Don’ts – What to avoid  

Plan ahead to select diverse 
participants 

Marketing your solution 

Use open-ended questions Ask leading questions 
Be an active listener Ignoring non-verbal cues and 

emotions 

Take notes  Do not get distracted   

Be courteous and curious Do not interrupt  
Summarize responses  Not interviewing enough 

customers  

 

 
Identify real customers: 

Identifying real customers is a critical step in the entrepreneurial 

process, as it ensures that the product or service being developed is 



tailored to meet the needs of the target market. Validation of Customer-

Problem Fit helps in:  

• Identifying and targeting specific groups of potential customers 

who are most likely to benefit from and be interested in your 

product or service.  

• Understanding the motivations, behaviors, and needs of your 

target customers.  

• Ensures that the product development process remains 

customer-centric  

• Identifying early adopters who provide valuable feedback, 

validate your product concept, and can become advocates for 

your product. 

• More personalized marketing and product development 

strategies. 

 

Call-To-Action 
 

Complete Venture Activity 2.4- Identify Potential Customers to 

Interview 

Prepare and review your customer interview script 

1. Practice customer conversations to plan effective interviews 

2. Develop a list of potential customers you plan to conduct 

interviews with 
 

Details required for the potential customer list: 



1. Name 

2. Phone number 

3. Email id 

4. Occupation 

 


	Complete Venture Activity 2.4- Identify Potential Customers to Interview

