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As of this stage of the concept evaluation, we've uncovered lots of insights around user behavior and 
motivation as well as their view of the competitive landscape relative to our product category, and threw 
in a few impromptu product ideas based on user needs to get their reaction. Now is the time to 
systematically evaluate the concept that we developed and would like to get feedback on. You might ask, 
why do we do this as the last step during the user interview? Isn't evaluating the product concept the goal 
of the whole exercise? 

Here's the answer. To get a clear, unbiased picture of whether our product concept would work or not, we 
should first start with understanding user behavior without showing them our concept. Once shown the 
concept, users will give us biased answers. For example, instead of telling us how they naturally do things, 
they will try to describe their processes in a way that aligns to our concept. To avoid that kind of 
gravitational pull, I'd recommend showing them the concept as the last step of the interview. 

Ok, here's how we do this. 

Focus on Business Opportunities and User Benefits, Not Design or Content 

When evaluating the product concept, keep in mind that we're not here to evaluate usability, visual design, 
and detailed page content. Instead, the key objective is to understand if the product provides value to 
users relative to what they already have. 

That's why the concept does not need to have a high-fidelity visual presentation or an interactive 
prototype -- we just need to have a visual presentation that conveys enough information about the 
product features and proposed usage. For example, we can describe the concept through a storybook 
consisting of cartoon-like presentation and just a few sentences to provide brief descriptions. The 
presentation doesn't even need to look like a real webpage or a mobile app UI. 

Describe and Evaluate What (Functionality), How (Workflow), Where (Context of 
Use) 

What 

When presenting the concept to users, first and foremost, we need to focus on what the product does. 
That is, the features and functionality of the product and the user needs that it supports. For example, for 
a typical fitness mobile app, what it does could include manually entering exercise and body composition 
data or downloading such data from an existing database, generating fitness recommendations based on 
such data, predicting one's future health, connecting the user with like-minded individuals through an 
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online community, etc. To make sure we don't miss any thing, it is advisable to bring to the user interview 
session a comprehensive list of product features as reminder. 

How 

In conjunction with the "what" aspect, we need to describe and evaluate how the product is used. 
Typically many products support multi-stage tasks. For example, a typical eCommerce selling mobile app, 
such as an eBay or Craigslist app, supports a four-step process: research->taking pictures->listing-
>tracking. We should walk the study participants through these steps and get their reaction to each step 
as well as to the overall workflow. In getting more insights around the workflows, we can also ask users 
about missing steps or excessive steps, as well as have them re-arrange the steps. 

Where 

We should also evaluate the where aspect of the product concept: the context and setting in which the 
product usage happens. During the interviews, we need to introduce the context in a natural, believable 
scenario. Ideally, we should use a language that makes sense relative to the users' background, which we 
should already know at this moment. 

For example, if the user previously told us that he typically used smartphones during business trips to stay 
in touch and to kill time, we then can frame the usage scenario based off that: "Say, you're flying to New 
York and there's a flight delay due to a storm, as you're waiting, here's a mobile app... (describe the app to 
the user). What do you think of this?" By describing the usage context and setting, we can let the 
participants have a better understanding of the product concept, and we can also uncover if there are 
additional situations in which the proposed product can be used. 

Update the Concept Based on User Feedback and Re-Evaluate 

The beauty of the concept evaluation exercise is that it is not just to evaluate and validate, it is also about 
exploration and brainstorming. After all, we're still at the earliest stage of product development, aren't we? 

To fully take advantage of this customer interview exercise, we should update the concept after a few 
interviews -- at which time certain patterns in user responses should have already emerged -- to improve 
the concept based on the user feedback and re-evaluate for the rest of the study participants. 

This is very similar to RITE (Rapid Iterative Testing and Evaluation) study, in which designers make quick 
updates to the designs based on user feedback and then have the user researchers go on to evaluate the 
updated version. The only difference is, here we're evaluating concepts rather than UI designs, and 
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updating the concept based on user feedback is so much easier: you don't even need to update any visual 
presentation -- you can simply update the what, how, and where by verbally describing the concept 
differently. That's enough to get user feedback on your improved concept. 

Continue to read Part VI of the series 
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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 

http://www.uxstrategized.com/How_to_Uncover_New_Product_Opportunities_Part_VI.pdf
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 5 

• Marketing strategy and messaging 
• Online advertising effectiveness 
• UX-driven KPIs 
• Customer experience strategy 
• Usability and conversion 
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