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Now that we have discussed the importance of concept exploration and evaluation in uncovering new 
product opportunities, we can move on to discussing the implications of the whole exercise. The key 
takeaway is that this is not meant to be an extra step in your new product development -- this is 
supposed to be an integrated part of the process. Let's go over why it's the case. 

Any product is meant to be used by certain target users. There is no exception to this rule. On the other 
hand, we, as the designers and developers of new products, are typically not the target users. We bring 
with us all kinds of expertise and insights, such as product management skills, software development 
expertise, and business planning capabilities, skills essential to running a business and making things 
happen. 

Too smart and Too Passionate to Understand Customer Needs 

However, all of these skills and experiences would only bias our understanding of how our target users 
would react to our products - we're too knowledgeable, too passionate, and sometimes simply too smart 
to fully anticipate user needs and behavior. 

After providing consulting to many product teams, I've found this to be particularly true for start-ups. 
Whereas in large companies, new product ideas invariably will be vetted by many different teams and 
business leaders with rather diverse viewpoints, in an early-stage start-up, it is very easy for the handful of 
co-founders/lead developers to be enamored by an idea that excites them all. And because of the passion 
as well as the need to stay "stealthy", there is little chance that the team members will be able to uncover 
flaws in their product ideas and perform course correction on their own. 

In Addition to Validating User needs, It's Also about Validating the Business Model 

Concept exploration and evaluation is not just about lending us insights into user behavior, it's also a 
great way to truly validate the business prospect of our product ideas. This is especially true for start-ups, 
which can pursue a number of possible business models. Through this exercise, we can better align 
business models to user needs. For example, through an understanding of the competitor products that 
users use, we can pinpoint a business model that takes advantage of user needs unmet by the current 
products. 

Customer insight can also inform us of whether we should monetize through subscriptions, advertising, or 
profit sharing, based on the user tolerance to fees and the value of the content we provide to them. 
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Just like understanding user needs, we, the product team members, are too smart to figure out the 
business model all on our own. For example, we might want to target a subscription-based monetization 
model, not knowing that this would critically cripple user adoption. We might want to develop a stand-
alone social-network site, not realizing that focusing on a social mobile app which leverages Facebook as 
the distribution channel is a better business model. We might focus on Web and mobile as the key 
distribution channels without realizing that our target users prefer face-to-face interaction. All of these 
business insights can only be uncovered through interviews with real users. 

Institutionalize Concept Exploration and Evaluation as Part of the Process 

Knowing that it's in our nature to have a biased view of user needs and business models, it is critical 
to institutionalize concept exploration and evaluation as a must-have of new product development. Yes, it 
cannot be done as an after-thought or an optional step. It should be done exactly at a very early stage of 
the product development, when we have an idea of the product features and monetization model, but 
have yet to come up with detailed product design. 

By institutionalizing, I don't imply that we have to do the user evaluation in a formal and rigid manner. 
This is especially the case for start-ups. Due to the fast moving timeline and limited resources, we can be 
creative in getting user feedback, through interviewing families and friends, conducting short rather than 
long user interview sessions, interviewing fewer participants, and so on. For large, mature companies, on 
the other hand, a formalized and well-planned user evaluation study makes sense, because of the 
availability of resource and a significantly slower-moving timeline. 

Small Effort, Dramatic Improvements 

Now that we've gone through a detailed discussion of what concept evaluation and exploration is and 
why it's important for new product development, I'll conclude the series by emphasizing the ROI aspect of 
concept exploration and evaluation. 

At first glance, this customer validation exercise looks like an extra step that fast-moving new-product 
teams don't have time for. Now we should see the business value this delivers and the risks that it can 
help us avoid. With this in mind, also considering the fact that we can do the whole exercise in a relatively 
flexible and quick manner, it's easy to see that the benefits far outweigh the effort and time investment, 
making this one of the most valuable activities one can do to enhance chances of success for new product 
launches. 
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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 
• 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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www.uxstrategized.com | frank.guo@uxstrategized.com | (650) 678-8061 
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