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INTERNATIONAL BUSINESS – BBB4M1
PROTOTYPING and VALUE MAP: TASK DT5 V2.35

Preamble: In this exercise, we feel confident that we now have many of our important elements aligned. We have a customer segment, we know what the customer segment is saying is an important job or need, and their number 1 pain and gain. We have had the first go at the Value Proposition and our product is starting to come together. Now, we would like to firm up our product or service and build a prototype of a possible solution.

OVERVIEW - SUMMATIVE STRUCTURE: The summative task is intended to give you the best opportunity to demonstrate your learning throughout the course.  To do that, we have constructed it as follows:

· It is in report format.  That means that you are using the same format that we practiced in DT1, DT2, DT3, and DT4 i.e., title page, paragraphs, indentation, bolding, sub headers, etc. Consider the practices used there to guide this submission;
· You will create a Value Map, look at Pricing, and Prototyping;
· Follow directions. If it says use a table, use the table provided in the Appendices of this Task. 
· There are completion check-ins along the way and workshops for specific areas (office hours).

DT5 TASK: You still require a solid HMW or Problem Statement and may want or have to tweak your HMW. You will also need to revisit your Value Proposition. Does it still stand up and match the jobs of the customer? In addition, you will again need to review your Customer Segment.  You will need to get feedback for some parts of this report from your Virtual Groups. 1





CONTENT:  Continuing in your mindset as a principal officer of a new company that has international aspirations, you are now in the position to start putting a business plan together. This is our 4th step. Content will come from your approach on previous formative practice with the Value Map, Pricing and Marvel. The report will have these content requirements:

1. Title Page - You will need a Title Page (TP). The TP will need an image of 1 of your Marvel Canvases in the centre of the page. You will also need a descriptive title at the top of the page. In the bottom third of the page, closer to the bottom, put your static data; 

2. Report Body: HMW Statement - On page 1 of the report, insert your Problem or HMW Statement into a textbox at the top of the page. In the same text box but on a separate line, put your Value Proposition. In the same text box but on a separate line, put your Customer Segment; 

3. Report Body: HMW – In your first section, tell us whether you changed your HMW, Value Proposition, or Customer Segment based on anything that may have happened in either the creation or discussion of your Value Map, consultation, or just a general thought process. Name who you consulted with if you did. Be descriptive about your reason for change or no change. Change could consider the POV as well. Make sure you have a good sub header. Call it, Section 1 – HMW, Value Proposition, and Customer Segment: Change Rationale; 
4. Report Appendix: If you haven’t already, create 6 Dividers: A Divider labeled Appendices, a Divider labeled Appendix I – Value Map Table, another labeled Appendix II A – Product Pricing: Overview Table 1, another labeled Appendix II B – Product Pricing Table 2: Method Details, another called Appendix III – Marvel Prototype, Appendix IV – Marvel Prototype Canvases, and finally, one other labeled Appendix V – Work Cited; 

5. Report Appendix: Appendix I - Value Map Table. Complete the Table in Appendix I – Value Map Table. The table template you use is found in appendices from this Task below. Complete the Table by choosing a Customer Segment and that relates to the most important job (from DT4). 

Choose 2 potential products that you might apply to the Job for the chosen Customer Segment. Choose 2 Pain Relievers and 2 Gain Creators for the MOST IMPORTANT Customer Job. Insert behind Appendix I. Note: you should rank them by putting most important as number 1; 

6. Report Body: Value Map – In Section 2, reflect on what happened in your Value Map Table. Create a sub header, call it, Section 2 – Value Map Rationale. Describe the process that occurred for you as you considered the product or service you wanted to focus on in relation to the Value Proposition. How did this affect your creation or lead to the development of a product or service?

Once you have 2 Products or Services chosen and listed in order of importance, consider what the most important Pain Reliever and Gain Creator is for customer segment’s #1 Job (to be done). 

You will have 2 paragraphs: one for process of what you thought of in selecting the Product or Service and why you focused on them. One for Pain Reliever and Gain Creator and why you focused on them. Have good sub headers for these 2 paragraphs;

7. Report Appendix: Appendix II – Product Pricing. Using the Tables from Appendix II below, complete the names of the Pricing Methods you will consider for your product or service. At least 2 of these Pricing Methods must come from the Lean Pricing – Startups handout and the other may come from the Text Book Extract (TBE). 

Insert Table 1 behind divider Appendix II A – Product Pricing: Overview Table 1 in the Appendices of your report. Insert Table 2 behind divider Appendix II B – Product Pricing Table 2: Method Details in the Appendices of your report. 

Note: you will find the names of potential pricing methods in either the Lean Pricing – Startups handout and/or the TBE for Chapter 8.

8. Report Body: Product Pricing Analysis. Create a sub header. Call it, Section 3 – Product Pricing Analysis. Using tables as a guide, describe what the process was that you went through in terms of selecting pricing for your customer segment and Job. This is a general description of what you considered in selecting a Pricing Method and your thought process. Also, you must discuss: Willingness to Pay (for your customer segment), Why Would People Pay, and What Value People Get. This section will include these 4 paragraphs with sub headers:

a. Process Description - Deciding on Pricing Method
b. Willingness to Pay – My Customer Segment’s willingness to pay my price
c. Why Would People Pay for My Products or Services – Looks more at their alternatives to paying at all.
d. What Value Will Customers Get from My Product or Service;

Bonus: If you create a sub-section in the Pricing Section with proper labeling where you describe a way you can either protect your company on your prime pricing decision or using a method to make your pricing decision more appealing to your customer segment, there is a 12 mark bonus in Thinking.  An additional 10 mark bonus in Application is available if you create a simple poll question survey to 5 BBB4M1 students I teach where you get feedback (yes/no) on whether people used a freemium approach in any of their pricing decisions, you create a new Appendix at the end for a table that captures important data and below it, write 2 sentences to interpret results . No additional support is available for the bonus. It is your responsibility to interpret your situation and the value of the bonus to you. This bonus does not apply to late submissions.

9. Report Appendix: Appendix III – Marvel Prototype. Complete the Table from Appendix lII below. Insert the completed table behind a Divider you create called Appendix III – Marvel Prototype of your report. The table is important. There are several pieces of key data that you must have in it over and above Marvel content.  They are:

a. Customer Segment: Change it if you must but document it (See #3 above);
b. Number 1 Job (to be done): Use a few words to describe it;
c. Value Proposition: Re-state it. Change it if you must but document it (See #3 above);
d. MVP (Prototype): What was MVP that your Marvel Prototype was trying to drill down on?
e. Product: What is your Product or Service in a few words;
f. The Marvel Prototype actions must say what they are, where they go, and what they are intended to show. Each of the 5 Marvel Canvases must be named and have a stated purpose. 

10. Report Appendix: Appendix IV – Marvel Prototype Canvases.

Insert your 5 Marvel Canvases into 1 blank page behind a Divider you create called Appendix IV – Marvel Prototype Canvases. Try and place them all on one page. 

11. Report Appendix: Work Cited – Appendix V. Here, we expect that any research you have done to inform your work is captured here.  A bare minimum would be the images selected for prototyping, pricing, and any other site used to get your information. Use a citation app and put it in the Work Cited as well.
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FORMAT:  As business people, we have to be able to get the understanding of something quickly.  The content comes from your previous formative practice with these each of the websites and templates used here. Please do the following:

The report will have these format requirements:

1. Title Page - Place the image in the centre of the page. Do not let the image cover more than 20% of the Title Page.  The Title is in upper case for all important words and bolded. at the top of the page. In the bottom third of the page, put your static data (name, exact course code e.g. BBB4M1-12, instructor, and due date). 

2. Report Body: HMW Statement, Value Proposition and Customer Segment - On page 1 of the report, put a text box with black bolded border and insert your Problem/HMW Statement, Value Proposition and Customer Segment. The Value Proposition and Customer Segment must be separated from the Problem/HMW statement and on different lines;

3. Report Body: All sections of the body of your report should have subtitles that give the reader the understanding of the content and are concise. You should use subtitles that have more than 1 part and label it accordingly. E.g. under Marvel Prototype you may have a. b. c. etc.

4. Report Appendices: You will have 6 pages called dividers.  They simply divide the information in the Appendices. Your first Appendix, is a divider called Appendices. One divider will be called Appendix I (that is Roman Numeral I; not a lower case “L” and not a 1). The sheet is blank with the exception of the title. E.g. “Appendix I which bolded and centred on the page with the appropriate label e.g. Appendix I – Value Map Table or another labeled Appendix II A – Product Pricing: Overview Table 1, The Table or other information you complete will come behind it. 

5. Work Cited Appendix Vl. We are using MLA style for Citations.  Use proper MLA format and use a Citation App such as BibMe or Citation Machine. Put it in as part of your work cited.  There are many. Pick one that is good for you;

6. Final Submission – Save your document in a PDF when you are done and have an appropriate file name that includes your name and the task name.  You must share your Jamboard independent of the report. PDF’s of report will preserve the formatting you want me to see. This is simply choosing the PDF format when saving the document. See the Style Guide’s new section on PDF’s.
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Due Date: Tuesday January 12th, 2021 by 20:00 PM. Late Penalties will be in effect. The final submission is to be done by sharing the final PDF version with me. Do not, do not, submit to Google Class. Marks will be deducted for this.  There will be compulsory check – in dates for completion.
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APPENDICES
































APPENDIX I -
VALUE MAP TABLE




Value Map Table

	CUSTOMER SEGMENT/JOB
	PRODUCT/SERVICE
	PAIN RELIEVER 
(MOST IMPORTANT JOB)
	GAIN CREATOR 
(MOST IMPORTANT JOB)

	PUT YOUR CUSTOMER SEGMENT HERE
	 LEAVE BLANK
	LEAVE BLANK
	LEAVE BLANK 

	PUT #1 JOB HERE
	1. 
	1. 
	1. 

	
	2. 
	2. 
	2. 
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Appendix II – 
Product Pricing Overview and Method Details







Table 1: Product Pricing Table - Overview


	CUSTOMER SEGMENT/JOB
	PRICING METHOD
	CLASS MEMBER NAME
	PRICING METHOD USED

	PUT YOUR CUSTOMER SEGMENT HERE
	1. 
	1. 
	

	PUT YOUR NO. 1 JOB NAME HERE
	2.
	2.
	

	PUT YOUR VALUE PROPOSITION HERE
	3.
	3.
	

	
	
	4.
	

	
	
	5.
	




Table 2: Product Pricing Table – Method Detail

	PRICING METHOD
	DESCRIPTION
(from source)

	1.
	

	2.
	

	3.
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Appendix III –
Marvel Prototype 








Marvel Prototype


	KEY DATA
	CANVAS NAME
	PURPOSE
	 MARVEL ACTIONS and INTENTIONS 

	PUT YOUR CUSTOMER SEGMENT HERE
	1.
	1.
	

	PUT YOUR NO. 1 JOB NAME HERE
	2.
	2.
	

	PUT YOUR VALUE PROPOSITION HERE
	3.
	3.
	

	PUT YOUR MVP HERE FOR YOUR PROTOTYPE
	4.
	4.
	

	PUT YOUR PRODUCT HERE
	5.
	5.
	




Note: There must be at least 3 different actions in the 5 canvases total.
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Appendix V – 
Marvel Prototype Canvases
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