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In my previous posts we discussed the importance of concept exploration and evaluation. I also discussed 
the first goal of the concept evaluation, establishing a baseline understanding of target users. Here, let's 
pick up where we left off and discuss the second goal in concept evaluation, understanding the 
competitive landscape from a customer perspective.  

Traditionally competitive industry analysis is done by industry analysts and domain experts, those that 
have spent much of their careers analyzing the product lineups, feature sets, and market shares of 
companies. What we are talking about here, on the other hand, is very different. 

We want to know what our target users think of the different competitors - what products they use, why 
they use the products, the relative strengths and weaknesses, all based on first-hand usage. So how do we 
accomplish this as part of the concept evaluation? 

What Products Do They Currently Use? 

Recall that last time we talked about gathering a baseline understanding of who the target users are. As 
part of that exercise, we asked users about their typical behaviors and tasks in relation to the proposed 
products. Here, in getting the competitive picture, we can follow up by asking what specific tools and 
software applications they use in accomplishing their tasks. For example, in the eLearning example 
mentioned before, we can ask about the eLearning platforms that they use in support of their learning 
objectives, and ask them to describe their processes of using the tools. The process information can be 
leveraged later to guide the design of workflow for our own product. Other information to probe about 
during the interview includes motivations, delighters, and pain points related to using these products. 

Understanding The Context of Product Usage 

In gathering deeper insight around product usage, it is advisable to get users to show us how they use 
those products. This is where a field study, in which you get to visit users' homes or places of work, really 
shines. You can observe how the research participants do things in their own way and in their natural 
environment. Besides, if there are other people in the household or workplace using the products, you get 
a chance to observe as well. For example, if you're developing enterprise software, and get to interview 
your target users at their places of work, you might get to observe multiple team members collaborating 
through a software suite. 

On the other hand, if a field study is too costly or time-consuming to put together, Web conferences 
based on WebEx or Gotomeeting can still give us a great deal of information through screen sharing. You 
can even see and record the participants facial expressions through video cameras. 
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Understanding the Relative Pros and Cons of the Competitors 

After the participants describe to us the products they use and their typical processes, we can finish off 
the competitive analysis part by asking them to compare the products and describe the pros and cons. 
This gives us a deeper understanding of what we are competing against. 

One thing to note is that we do include our own products, if any already exists, in the mix of the 
comparison. And even if the participants do not use our products, it could still be very beneficial to ask 
"why not", which helps us uncover barriers of entry. 

Continue to read Part IV of the series 

 

 Need help with improving user experience? We’d love to help  
 

 

Or visit: http://www.uxstrategized.com/contact/ 

 

ABOUT 
 
UX Strategized LLC 
 
We are a boutique customer research, strategy, and design consulting firm based in San Francisco bay 
area. Leveraging award-winning experience and proprietary techniques, we provide end-to-end product 
strategy, customer research, and UX design support to leading companies. Below is a partial list of 
companies we have helped: 

• eBay 

• Yahoo! 

• Cisco 

• StubHub 

• PayPal 

http://www.uxstrategized.com/How_to_Uncover_New_Product_Opportunities_Part_IV.pdf
http://www.uxstrategized.com/contact/
http://www.uxstrategized.com/contact/
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• IMVU 

• Motorola 

 

We helped these companies achieve significant improvements in the following areas: 

• Mobile strategy and design 

• New product concept 

• Lean UX design & testing 

• Marketing strategy and messaging 

• Online advertising effectiveness 

• UX-driven KPIs 

• Customer experience strategy 

• Usability and conversion 
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