METHOD,
NOT LUCK.




SHELF LIFE
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IDEA #
OPPORTUNITY



3 QUESTIONS

1. Is there real pain?
2. Is anyone already paying to fix it, even badly?

3. Can you reach them without burning cash?



ICE

A prioritization framework by Sean Ellis.
Score 1 to 10 on each dimension. Multiply. Rank.



IMPACT

ASK YOURSELF

How many users does it reach?
How much does it move the needle?



CONFIDENCE

ASK YOURSELF

Do | have data, interviews, benchmarks?
Or is it just a gut feeling?



E

EASE

How simple is it to execute, in time and resources?

ASK YOURSELF

How many days does it take?
Do we need anything from outside the team?



9 FATAL
MISTAKES
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5 MISTAKES

. Building before selling

Talking only to friends (confirmation bias)
Mistaking interest for willingness to pay
Ignoring "no market need" (42% of failures)

Co-founders without vesting



Al TOOLKIT



3 PROMPTS

1. The brutal founder stress test
2. Simulated customer discovery

3. Deep competitive intelligence



MOM TEST



3 GOLDEN RULES

1. Talk about their life, not your idea.
2. Ask what they did, not what they would do.

3. Listen more. Talk less.



LIST OF 3



3 TRAPS

1. "l love it!" — deflect. Don't believe compliments.
2. "lI'd totally buy it!" — ask: when did you last...?

3. "You should add X!I" — ask why. Don't obey.



3 CURRENCIES

1. Time — next meeting, trial, feedback session.
2. Reputation — intro to their boss, team, or peers.

3. Money — deposit, pre-order, letter of intent.



FIELD KIT




SEEK
DISCONFIRMATION



THE BEST YES
IS A TIMELY NO.



