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At this stage of our concept exploration and evaluation, we should've already gathered a lot of 
background information and have a solid understanding of customer needs (see my previous posts in the 
series) and the competitive landscape. Now is a perfect time to explore product solutions that can meet 
the customer needs that we just learned. 

Remember, we don't want to be constrained by our preconceived notion of what products we should 
develop. When it comes to exploring opportunities and ideas, sky's the limit! 

Below are two key techniques we can employ:  

Propose Solutions and Get User Reaction 

Knowing what products the users are currently using and the pain points that they experience, we can go 
ahead and propose a few ideas to get their reaction. For example, if the users indicated that eLearning 
platforms that they are using do not have discussion sessions, we can then propose an online 
environment that lets the learners self-organize online discussion sessions. 

The challenge here is, before we interview the users, we didn't really know their needs and frustrations -- 
we have to propose solutions in response to their unmet needs on the fly as we learn of the problems that 
they are facing. On the other hand, because we typically interview multiple users - say, 10 participants for 
a typical concept evaluation - after talking to the first few study participants and hearing the same 
problems over and over again, we should be able to propose some interesting and viable solutions. 

One thing to take notice of is, when suggesting product solutions to users, we don't need screen shots 
and wireframes. We simply describe our product and its proposed uses verbally. For example, you can say 
"based on what you've told us, here is an idea. Let's say for the online classes that you're taking, there's a 
way for the classmates to connect through a small social-network and organize their own discussion 
sessions, which can be held through online video chat. What do you think of this idea?" 

When getting the feedback, we need to probe on three elements: 1) initial reaction to the proposed 
solution, 2) why it could work, and 3) what the possible barriers are. Based on user feedback, we can also 
revise the product solution to address their concerns and barriers. 

For example, they might say something like "well that could be a good idea, but I'd like to be very 
selective in terms of the type of people I invite for the discussion session - I don't want to have a session 
with 150 participants." 



 

 3 

We can then revise the proposal this way: "What if you can create your own circle of online learning 
partners, and invite people to join your circle, and when you schedule a discussion session, the invites are 
sent only to members of your learning circle - no one else gets to see the invite. Any thoughts on this 
idea?" 

Through a few iterations of proposing product ideas and getting their feedback, we should be able to 
come up with some really viable product ideas. 

Let Users Tell us about the Ideal Product in Their Mind 

Typically, when we interview users, the conversations are restricted to what's available today. For instance, 
participants will tell us the current software they use is cumbersome and slow and lacks many of the key 
functions, the smartphone on the market has poor battery life and doesn't recognize voice well, they don't 
like the idea of online streaming of Blue-Ray-quality movies due to the limited internet bandwidth, so on 
and so forth. This is certainly good information. On the other hand, such feedback does not allow us come 
up products that could revolutionize customer experience (think of iPad) and leverage the ever-evolving 
hardware (think of the 4g wireless network). In achieving this, we could let the research participants think 
of an ideal or a future-state product solution, and tell us the features and qualities they expect that 
product to have. 

This way, we are able to explore solutions that may not be feasible based on today's technology but could 
be a reality in the near future, something that can help us come up with a long-term, sustainable product 
strategy. If we want to develop the next big thing and stay ahead of the curve, this customer feedback 
technique is of great value. 

Continue to read Part V of the series 

 
 

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

 

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

 

http://www.uxstrategized.com/How_to_Uncover_New_Product_Opportunities_Part_V.pdf
http://www.uxstrategized.com/contact/
http://www.uxstrategized.com/contact/
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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 
• IMVU 
• Motorola 

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

• User experience strategy 
• New product concept 
• Lean UX design & testing 
• Mobile strategy and design 
• Marketing strategy and messaging 
• Online advertising effectiveness 
• UX-driven KPIs 
• Customer experience strategy 
• Usability and conversion 
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