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[Talk: Top 5 Reasons DS Project Failed]

Helping companies improve product-market fit and grow, by leveraging
data about how their customers are using their products.”


https://www.ikukuyeva.com/blog/data-professionals
https://www.ikukuyeva.com/community/tutorials/developing-data-products
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[Talk: Power of Data for Product-Market Fit]

Interim, fractional Head of Data:
hire full-time replacement, mentor team, data strategy and roadmap


https://www.ikukuyeva.com/blog/consultants/breaking-into-fractional-executive-consulting
https://www.ikukuyeva.com/community/presentations/Product-Market-Fit-roadmap
https://www.ikukuyeva.com/blog/stakeholder-management-advice

UCLA Lecturer: Stats 404 (Computing)

... prepare students for DS or MLE roles in industry...
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https://www.ikukuyeva.com/blog/data-driven-prioritization
https://www.ikukuyeva.com/blog/stakeholder-management-advice
https://www.ikukuyeva.com/community/presentations/understand-business-question

Tell me What you Want, What you Really, Really Want:
How to Identify the Real Business Question

Sfomers by f

Talk: https://www.ikukuyeva.com/community/presentations/understand-business-question

Blog post: https://locallyoptimistic.com/post/data-product-discovery-template/



https://www.ikukuyeva.com/community/presentations/understand-business-question
https://locallyoptimistic.com/post/data-product-discovery-template/

1. Customer Value
Company's mission is to help internal/external customers by creating (value).

2. Objective
To grow the company, we can (1 of 4 company goals).

3. Strategy
To achieve the objective, we will do the following:
a. decrease/increase (1+ of 14 levers),
b. summarized by (metric);
c. (process of pulling_lever to add customer value),
d
e

. (partners implementing_process of pulling_lever).

4. Qutcome

Implementing the strategy above should result in:
a. company growth of size (size),
b. over the next (timeframe),
c. with a deadline of (timeframe).

5. Additional Context
Is there anything else we should know?



Q: What’s a vague stakeholder
request you’ve gotten recently?



1: Customer Value

Company's mission is to help internal/external customers by creating (value).

- DTC: 1+ of 30 ways
- e.g., social impact, life changes, feelings of
accomplishment, etc.
- B2B: 1+ of 40 ways
- e.g., inspiration, individualization, ease of doing
business, etc.


https://hbr.org/2016/09/the-elements-of-value
https://hbr.org/2018/03/the-b2b-elements-of-value

2: Objective

Increasing revenue
increasing efficiency
reducing risk (e.g., cyber attack)

improving quality (e.g., patient care)

If not do the work, what would happen?



3: Strategy

To achieve the objective, we will do the following:

. decrease/increase (1+ of 14 levers),

. summarized by (metric);

(process of pulling lever to add customer value),
. with an (approximate or accurate) recommendation;
. (partners implementing_process of pulling_lever).
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3-a: Which Lever(s) to Pull
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3-b: Metric

- Company/board/team metric

- Profit, percentage, or time-to-event of the lever(s)
pulling

- Asking collaborator to confirm/walk through what
metric(s) they had in mind



3-c: How to Pull Lever

Part 1: Understand Current Customer Habits (Status Quo)

- Try product/service

- Shadow someone knows customers + their pain points
- e.g., Support, Sales Representatives, PMs

- Ask collaborator to:
- walk through customer workflows, and
- share how they will use metric to decide if reached
objective/not once data product is live



3-c: How to Pull Lever

Part 2: Recommended Actions Tied to Current Habits

How specifically deliverable will integrate end-to-end into
customer habits we’ve identified, with:

- minimal disruption to those habits

- more benefits to customers



3-d: Approx or Accurate Recommendation

- Directionally correct or accurate



3-d: Approx or Accurate Recommendation

- Directionally correct or accurate

3-e: Partners Implementing Process of How
to Pull Lever

- Who will be doing what



4: Outcome

Implementing the strategy above should result in:
a. company growth of size (size),
b. over the next (timeframe),
c. with a deadline of (timeframe).



4a: Size of Company Impact

- Typically: amount of money, percentage, or magnitude

- Amount: approximate ($50K) or relative (t-shirt size)

4b and c: Time Frames

- Timeline to deliver data product

- Timeline to see ROI



5: Request for Additional Information

- Is there anything else we should know?
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https://www.linkedin.com/pulse/context-switching-developers-paul-graham

Questions?

https:/bit.ly/ik-about-me
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