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1. Introduction
1.1. Document Objective
This document verifies the existence and level of "Product-Market Fit".
<Comment: According to the Blackblot PMTK® methodology, "Product-Market
Fit" is defined as "The degree to which a product's core features and benefits
align with the specific needs and expectations of a target market, thereby

creating the potential for a successful product by ensuring both a meaningful
solution and a receptive market."

Gauging the "Product-Market Fit" level is a two-step process by
information into a "Product-Market Fit" scoring table:

1) "Problem/Solution Alignment" — Verify that the product effe
specific user problem. A reasonable "Problem/Solution Ali
necessary and preliminary to establishing "Produc etF

2) "Market Acceptance Validation” — Verify that the target market will accept
the validated solution (product).

The outcome of the "Product-Market Fit" scori
score that offers a clear, quantifiable way

g table is a "Product-Market Fit"
s "Product-Market Fit".

The Blackblot Blackblot PMTK_Prod t Fit.docx template can be used
to evaluate "Product-Market Fit" fg C r an existing product.>

2. Market Overview
2.1. Section Objective
This section describés and user profile targeted by the proposed
product.
<Comment: oduct-Market Fit" starts with clearly defining the
overall market a evant target market segment.

es identifying the specific group of customers the product
e users the product is designed for.

the Blackblot PMTK® methodology, customers are defined as the

r could be a business (company) or a consumer (an individual person
household).

Customers are identified through various factors, including geographic,
demographic, technological, and possibly behavioral characteristics that
distinguish this group.

The Blackblot PMTK® methodology emphasizes that product decisions should be
rooted in a deep understanding of the market context to ensure product
relevancy and alignment with actual needs.>
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2.2. Overall Market
<Define the overall market at which the product is targeted.>
<Comment: The Overall Market is all customers who share a need that could
be satisfied by the product. See the corresponding section in the
Blackblot PMTK Market_ Plan.docx template for details on this topic.>

2.3. Overall Market Description
<Describe the overall market at which the proposed product is targeted and list
the key characteristics of the overall market. Comment on market size, mar
growth, and any technological, regulatory, cultural, supply condition, ecaho
and political trends.>
<Comment: See the corresponding section in
Blackblot PMTK_ Market_Plan.docx template for details on this t

2.4. Market/Customer Segmentation
<Describe the market/customer segments of the ov
<Comment: Market Segmentation is the division
product into groups of common characteristics. Se

market for a
nding section

in the Blackblot PMTK_Market_ Plan.docx template for this topic.>
2.5. Target Market(s) Description

<Enter a statement, minding the mark stom egmentation of the overall

market, which describes the target >

<Comment: See the (o] g section in the

BIackaot_PMTK_Market_Plﬁ.doc for details on this topic.>

3.
Section Objective

ets are listed, and finally, the product features are matched
problem facets.

cording to the Blackblot PMTK® methodology, users are entities that interact
with the product. Users can also be customers, but not necessarily.

The "Problem/Solution Alignment" phase relates to the users' viewpoint, not
customers.>

3.2. User Personas
<Create and fill a user persona description table for each possible persona
relative to the market problem and planned solution.>
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<Comment: The user is the entity that interacts with the product. Personas are
a set of fictional, representative user archetypes with well-understood skills,
attitudes, environment, behavior patterns, and goals. See the corresponding
section in the Blackblot_PRM_Market_Requirements.docx template for details
on this topic.>

Parameter Description

Persona name

Background

Skills

Environment

Attitudes

Behavior

Goals

Notes

3.3.

User's Functional Market Problem

<Define and describe the "User's Functional Market em".
<Comment: According to the Blackblot PMTK® dology, product
management solves the "User's Functional t Problem".

This charter means that product manag nt fo s on providing users with

4

The market problem in the contex ct management is not a technology
problem or technical limitati es in the solution that need to be
fixed, nor are business llen such as trying to make more money or
reduce costs.

Product management s to the "User's Functional Market Problem®.

odology advocates that each product feature must
problem facet.

-Market Fit", the product's feature set should be technically
ly relevant to the user's needs, providing a solution that directly

itical to identify and list all "User's Functional Market Problem" facets
espective of whether a corresponding product feature exists or not. The
cets will be entered into the "User's Functional Market Problem" Facet column
in the "Product-Market Fit" table.

The sum of all facets collectively represents the total "User's Functional Market
Problem".

In the "Product-Market Fit" table, enter existing or proposed product features in
the "Product Feature" column. The "Product Feature" column must be complete
with entries.
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Complete the "User's Functional Market Problem™ facet and "Product Feature"
columns in the "Product-Market Fit" table. This action outlines all the facets of
the "User's Functional Market Problem” with an existing or potential
corresponding product feature.>

3.4. "Problem/Solution Alignment" Scoring
This section guides assigning a "Problem/Solution Alignment" score for each
"User's Functional Market Problem" facet and product feature pair in
"Product-Market Fit" table.

<Comment: The "User's Functional Market Problem" comprises a va
facets, essentially user tasks that can be completed by engagi r
of the product's features.

According to the Blackblot PMTK® methodology, a product feature roduct's

functional capability that satisfies a specific custom

A product attribute is a real characteristic or prop
enables that functional capability.

e product that

For example, a Swiss Army Knife has a duct ure (capability) of cutting,
and the product attribute, the capabili er, is a blade.

Each product feature provi@s fu
"User's Functional Market Pro

that solves a particular facet of the

is ied by matching each "User's Functional

ing or proposed product feature.

"Problem/solution Alignme

3.5. gnment" Criteria Definition
ifies criteria that indicate "Problem/Solution Alignment”

oduct feature and the "User's Functional Market Problem" facets.

levance — Does the product feature address a significant facet of the
ser's Functional Market Problem™?

e Effectiveness — How well does the product feature solve this facet of the
problem?

e Usability — Does the product feature allow users to accomplish the task
easily and efficiently?

3.6. "Problem/Solution Alignment" Score Assignment
This section presents a scoring scale to rate how well the product feature
addresses each problem facet.
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4.

4.1.

4.2.

4.3.

e High "Problem/Solution Alignment" (2 points) — The product feature is
directly relevant and solves the "User's Functional Market Problem" facet
effectively, allowing the user to complete the task successfully. The
product feature addresses an essential need.

e Low "Problem/Solution Alignment" (1 point) — The product feature is
somewhat relevant and provides a partial solution but may not fully
solve the "User's Functional Market Problem™ facet or requires
improvement to enhance effectiveness.

e No "Problem/Solution Alignment" (O points) — The product fea
not exist or does not address this facet of the "User's Functional Market

Problem", offering no solution or benefit for the task.
<Comment: Enter values into the "Product Feature Alignment
the "Product-Market Fit" table.> Q

Section Objective

This section calculates the overall "Problem/
<Comment: The overall "Problem/Soluti
well all existing product features align
Market Problem". This step helps a ther the product is designed to
ctional Market Problem", thus

ution Alignment" score.
ment" score represents how

ore Calculation
"Problem/Solution Alignment" score. The
ent" score is: <Enter the overall

lem/Solution Alignment” scores for each problem facet
feature pair to obtain a total alignment score.

ate the overall "Problem/Solution Alignment" score by dividing the

al alignment score by the number of problem facet and product

ature pairs multiplied by 2 (which represents the maximum possible
score if each facet receives a High score).

e The resulting score will fall between 0 and 1 and is multiplied by 100 to
signify a percentage score.

The calculated overall "Problem/Solution Alignment” score represents the
overall alignment of the product with the "User's Functional Market Problem™.>

Overall "Problem/Solution Alignment" Score Interpretation
<Interpret the overall "Problem/Solution Alignment" score, presented as a
percentage. Write the interpretation.>
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<Comment: Following is the overall "Problem/Solution Alignment" score
interpretation scale.

e High Overall "Problem/Solution Alignment" (75%-100%) — The product
features are well-aligned with user needs, providing effective solutions
for most, if not all, facets of the "User's Functional Market Problem™.
This score suggests high "Problem/Solution Alignment”, indicating that
the product is well-suited to solve the "User's Functional Market
Problem". A score in this range means the product is ready forfurther
validation toward "Product-Market Fit", as it effectively addresses the
core user needs.

e Moderate Overall "Problem/Solution Alignment” (50%-74%) — The
product effectively addresses some facets of the "User's Functional
Market Problem", but there are areas where certain product features
may need improvement. This score indicates a good |foundation but
suggests that some product features could benefit from adjustments to
achieve a stronger alignment with the "User'sssFunctional Market
Problem"”. Moderate alignment shows_potential but suggests there's
room for refinement.

e Low Overall "Problem/Solution Alignment” (25%-49%) — The product
only partially addresses the "User's Fumctional Market Problem", with
several facets not éeffectively solved by the product features. A score in
this range highlights that significant changes may be needed to improve
alignment between the “product features and the user's needs. Low
alignment indicates ‘that the» "Problem/Solution Alignment" is limited,
and efforts Should be focused on enhancing or reworking specific
product features(to better solve the problem.

e Weak Overall "Problem/Solution Alignment" (0%6-24%) — Most product
features do not align with the "User's Functional Market Problem™,
suggesting a fundamental mismatch between the product and user
needs. This score signals that substantial re-evaluation of product
features and problem facets may be necessary to achieve
"Preblem/Solution Alignment”. Weak alignment indicates that the
product, in its current form, is not effectively addressing the "User's
Functional Market Problem"”, and a strategic reassessment may be
required to ensure it meets user expectations.

This scoring method provides a quantifiable way to evaluate whether the
product features align well with the user's needs, guiding improvements where
necessary.

The overall "Problem/Solution Alignment" score reflects how well the product's
feature set solves all facets of the "User's Functional Market Problem™".>
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5.1. Section Objective

This section verifies that the target market will accept the validated solution
(product) by describing the benefit derived from solving facets of the "User's
Functional Market Problem" with an existing or proposed corresponding product
feature.

<Comment: The verification is accomplished by assigning a "Benefit
Resonance" score to each facet of the "User's Functional Market Problem"” and
calculating an overall "Benefit Resonance" score.

The overall "Benefit Resonance" score shows how well the sum of t
from solving all facets of the "User's Functional Market Problem™ resons
customers in the target market.

reflects how well the benefits of solving facets of t al Market
Problem" with an existing or proposed product feature resonat ith the target

"Market Acceptance Validation" customers within the target
market show a strong inteﬁst in d solution, possibly even before the
product fully exists.

This stage goes beyond assessing “Problem/Solution Alignment" by gauging
whether potential c rs ough benefit in the product idea to engage
with it.

"Market Acceptal on" helps understand and reduce the risk of moving

that the target market is primed for the solution.

ance Validation" phase relates to the customers' viewpoint,

the "Derived Benefit" and "Benefit Resonance" Score columns with
the "Product-Market Fit" table.>

Section Objective
This section calculates the overall "Benefit Resonance" score. The overall
"Benefit Resonance" score is: <Enter the overall "Benefit Resonance" score.>
<Comment: The "Benefit Resonance" scores are assessed relative to the
"User's Functional Market Problem" facet and the customer, not the product
features and the user.>
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6.2. "Benefit Resonance" Criteria Definition
<Specify the criteria to assess the benefit to the customer from solving a
"User's Functional Market Problem" with an existing or proposed product
feature.>
<Comment: The following criteria are recommended.

e Tangible Benefit — Does solving the specific "User's Functional Market
Problem" facet provide the customer with measurable, concrete benefits
(e.g., time saved, reduced costs, increased efficiency)?

e Relevance — Does the benefit of solving the specific "User's F
Market Problem" facet directly address the customers in the
market's common challenge or need?

e Perceived Benefit — How strongly do custo
from solving the specific "User's Functionall Market Proble acet as
valuable or impactful?

e Competitive Advantage — Does the benefit of s
Functional Market Problem" face
competitors meaningfully?>

specific "User's
distinguish the product from

6.3. "Benefit Resonance" Score Assignmen
<In the "Product-Market Fit" Tab i efit Resonance" score column,
enter scores that reflect‘ow each specific "User's Functional
Market Problem" facet reson arget market.>
<Comment: Use the foll gs

(2 points) — Solving the specific "User's
oblem™ facet is highly relevant to customers, offers
o benefit, and resonates strongly with customers in
Solving the specific "User's Functional Market

acts customer metrics.

enefit Resonance" (1 point) — Solving the specific "User's
ional Market Problem™ facet has limited relevance to the
stomer's main challenges, offering only marginal or less essential
enefit. Customers may not perceive this benefit as crucial or
particularly impactful.

e No "Benefit Resonance"” (Not Applicable (NA) at O points) — Solving the
specific "User's Functional Market Problem™ facet provides no clear
benefit or a known benefit that resonates with the target market. The
benefit is irrelevant to customer needs or not applicable in the current
context.>

6.4. Overall "Benefit Resonance" Score Calculation
<Calculate the overall "Benefit Resonance" score.>
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6.5.

<Comment: The overall "Benefit Resonance" score gives a view of how well the
sum of the benefits from solving all facets of the "User's Functional Market
Problem" resonates with customers in the target market.

Follow the following steps to Calculate the overall "Benefit Resonance" score.

e Sum the "Benefit Resonance" scores for each product feature to get a
total score.

e Calculate the average "Benefit Resonance" score by dividing thé total
score by the number of "User's Functional Market Problem™ facets.

e Calculate the overall "Benefit Resonance" score by dividing the,average
"Benefit Resonance" score by 2 (2 represents the maximum ‘possible

score if each "Benefit Resonance" receives a High'score).

e The resulting overall "Benefit Resonance™ scare will fall between 0 and 1
and is multiplied by 100 to signify a percentage,score.>

Overall "Benefit Resonance" Score Interpretation

<Interpret the overall "Benefit Resonance' scare, presented as a percentage.
Write the interpretation.>

<Comment: Following is the overall“Benefit Resonance" score interpretation
scale. Interpret the overall "Beénefit" Resonance"” score, presented as a
percentage.

e High Overall "Benefit " Resonance" (83%-100%) - Solving the
documented "User's"Functional Market Problem" facets would provide
high, tangible benefits that resonate well with customers in the target
market. Customersperceive the benefits as highly relevant and
impactful, indicating that a well-designed product that effectively
addresses key challenges could achieve high market acceptance.

e "Moderate Overall "Benefit Resonance" (50%-82%) — Solving the
documented "User's Functional Market Problem" facets will offer relevant
benefits to the target market, but some "User's Functional Market
Problem" facets may resonate more strongly than others. This score
suggests that while customers benefit from a well-designed product,
understanding the "User's Functional Market Problem™" facets could be
refined or better aligned to enhance market acceptance.

e Low Overall "Benefit Resonance" (33%-49%) — Solving the documented
"User's Functional Market Problem" facets offers limited benefits to
customers in the target market, with only some benefits addressing key
customer challenges. Customers may not perceive a potential product
as essential or impactful, indicating that significant improvements to the
"User's Functional Market Problem" facets and repositioning of benefits
may be needed to better meet customer needs.
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Weak Overall "Benefit Resonance" (0%-32%) — Solving the documented
"User's Functional Market Problem" facets provides minimal benefit to
the target market, suggesting that the suggested resulting benefits do
not resonate strongly with customers. This score indicates potentially
weak market acceptance, and major adjustments or rethinking of the
derived benefits and understanding of the "User's Functional Market
Problem" facets may be required to deliver a meaningful solution to
customers and improve market acceptance potential.>

7. "Product-Market Fit" Table
7.1. Section Objective
This section presents the "Product-Market Fit" table for completig
<Comment: The entries in this table are used to calculate the(*P ar
Fit" score.>
"User's Product Feature "Problem/Solutio "Benefit
Functional Alignment" Score Resonance"
Market Score
Problem™
Facet
<Describe a | <Describe the | <Enter <Enter <Enter a
single facet of | corresponding the "Benefit
the "User's | product feature that derived Resonance™
Functional provides the requi benefit.> | score.>
Market functionality o
Problem".> conceptual

modular level.>

8.2. "Product-Market Fit" Score Calculation

ch benefit the product could deliver to customers and users in the
rget market.>

The "Product-Market Fit" score is: <Enter the "Product-Market Fit" score.>

<Comment: The overall "Problem/Solution Alignment" score measures how
well existing or proposed product features address specific facets of the "User's
Functional Market Problem™.

The overall "Benefit Resonance" score shows how well the sum of the benefits
from solving all facets of the "User's Functional Market Problem" resonates with
customers in the target market.
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8.3.

8.4.

Calculate the "Product-Market Fit" score by multiplying the overall
"Problem/Solution Alignment" score by the overall "Benefit Resonance" score.

"Product-Market Fit" Score = (overall "Problem/Solution Alignment" score) X
(overall "Benefit Resonance" score)

This formula gives a clear, quantifiable way to assess overall "Product-Market
Fit" by combining the key elements of problem-solving and customer benefits.>

"Product-Market Fit" Score Interpretation

<Interpret the overall "Product-Market Fit" score, presented as a percentage.
Write the interpretation.>

Comment: Following is the "Product-Market Fit" score interpretation) scale:
Interpret the "Product-Market Fit" score, presented as@ percentage.

e High "Product-Market Fit" (67%-100%) —| The existing or proposed
product features are well-aligned with user needs and deliver significant
benefits that resonate strongly with target marketicustomers. This score
indicates a high likelihood of successful market acceptance and
customer satisfaction, suggesting that the existing or proposed product
feature set is ready for scaling and broader market reach.

e Moderate "Product-Market fFit" (42%-66%0) — The existing or proposed
product feature sét adequately addresses user needs. It provides
benefits to customers in the, target market. However, some product
features may need refinement to strengthen alignment, or a deeper
understanding of facets of‘the "User's Functional Market Problem" is
required to enhance benefits. While the existing or proposed product
feature set shows), potential for market acceptance, additional
improvements/could increase resonance with the target audience and
further support.growth.

e Lew “Product-Market Fit" (17%-41%) — The existing or proposed
praduct features only partially meet the user's needs and deliver limited
benefits, indicating that certain product features may not fully align with
or wkesonate with the market. This score suggests that considerable
enhancements are required to achieve stronger "Product-Market Fit",
focusing on aligning product features more closely with user needs.

e Weak "Product-Market Fit" (0%-16%) — The existing or proposed
product features do not effectively address user needs or provide
meaningful benefits to customers in the target market, indicating a
fundamental misalignment. Major adjustments or a re-evaluation of the
product's approach may be necessary to increase market fit and
improve the chances of market acceptance and satisfaction.>

"Product-Market Fit" Score Audiences
<Enter the suggested target audiences for the completed "Product-Market Fit"
document and possible messages.>
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<Comment: The target market for reading the completed "Product-Market Fit"
document typically includes stakeholders who need a clear understanding of
how the product's features and functionality align with market needs. In a
business context, this audience generally comprises:

e Executive Leadership (CEO, CPO, VP of Product) — Executives need
to understand the strategic fit of the product in the market and
whether it has the potential to meet revenue growth objectives.
Executives look for indicators of sustainable demand, reven
potential, and competitive advantage.

e Product Management Team — Product managers check for "F

needs, refine product strategy, and ensure
prioritization is rooted in actual marke
feedback.

e Product Marketing Team — Product ma
Market Fit" information to craft marketing
statements that resonate with th

age "Product-
and positioning

e Sales and Customer Succes
Market Fit" insights to _alig ir sales pitches with the most
relevant customer pair mphasize benefits that matter
most to the ta@t ma pmer success teams also benefit by
understandin aspects drive satisfaction and
retention.

pment Teams — Engineers' knowledge of
it" helps them understand the decision to develop

nd Stakeholders — For external investors and board
understanding "Product-Market Fit" offers a concise view
product's viability and growth potential in the market,
orting funding and resource allocation decisions.

It" score.

r example, investors and stakeholders may require tailored insights that are
different from those for engineering and development teams.

"Product-Market Fit" is not a one-time achievement but a continuous process of
iterating based on feedback, refining the product, and adjusting to market
needs. Once "Product-Market Fit" is achieved, it can grow exponentially as
customers start advocating for the product.>
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9. Supporting Data
9.1. Section Objective
This section provides data supporting claims, assertions, assumptions, and
statements made throughout this document.

9.2. Assumptions
<Describe any assumptions made while preparing this document.>

9.3. Research Information
<If relevant, describe and list the type and scope of research conduct
preparing this document.>

9.4. Product Diagram/Architecture
<If relevant, describe the product's architecture and modules [a anied
a schematic diagram.>

)

Blackblot_PMTK_Product-Market_Fit.docx Page 16 of 25 Pages Date: XX-XX-XXXX
Copyright © Blackblot®. All rights reserved.
Use of this document is subject to the Blackblot® PMTK Single-User License Agreement.



Blackblot® Product Manager's Toolkit® www.blackblot.com

10.Product-Market-Fit Table Calculation Example
10.1. Section Objective
This section presents a completed "Product-Market Fit" table example and
explains the score calculation process.
<Example: This hypothetical example verifies and calculates a particular Swiss
Army knife model's "Problem/Solution Alignment" for an outdoor camping
scenario.

"User's Product Feature | "Problem/Solution | Derived
Functional Alignment" Score Benefit
Market
Problem™
Facet
Cut small tree | Sawing (saw | High (2 points)
branches blade)

"Benefit

Feasibility

Cutting ropes | Cutting (knife | High (2 points) High

and cloth blade) points)
conveniently
handle
essential
tasks)
Wood  splinter | Extraction (metal | High (2 Precision Low 1
removal tweezers) (careful and | points)
accurate
removal)
Opening canned | Perforation i ints) Convenience | High 2
food can opene (Access to | points)
canned
food)
Emergency NA (O points) Safety Low (1
signaling not (alerting points)
and
attracting
help)
Start aca bustion (flint | NA (O points) Self- High 2
od not included) Reliance points)
and Survival

erall "Problem/Solution Alignment" Score Calculation
The overall "Problem/Solution Alignment"” score for this example is calculated
as follows:

e Sum the "Problem/Solution Alignment” scores for each problem facet
and product feature pair to obtain a total alignment score: (2 + 2 +2 +
1+0+0)=7
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e Calculate the overall "Problem/Solution Alignment" score by dividing the
total alignment score by the number of problem facet and product
feature pairs multiplied by 2 (which represents the maximum possible
score if each facet receives a High score): 7/(6*2) = 0.58

e The resulting score will fall between 0 and 1 and is multiplied by 100 to
signify a percentage score: 58%

The overall "Problem/Solution Alignment” score in this example is 58%,
meaning that this specific Swiss Army knife model offers only Moderate
"Problem/Solution Alignment" and can only partially address ant'outdoor
camping scenario.

This specific Swiss Army knife model effectively addresses some facets\of the
outdoor camping scenario (the "User's Functional Market Problem'), but there
are areas where certain product features are lackingt

A 58% overall "Problem/Solution Alignment" score indicates a_ good foundation
and potential but suggests that some product featurespcould be added to
achieve a stronger alignment with the "User's_Functional Market Problem™.

Overall "Benefit Resonance" Score Calculation
The overall "Benefit Resonance" score for this,example is calculated as follows:

e Sum the "Benefit Resonance"” scores for each product feature to get a
total score: (2 + 2 +1%2 + 2, +2)= 10

e Calculate the average) "Benefit Resonance" score by dividing the total
score by the aAumber of "USer's Functional Market Problem" facets: 10/6
=17

e Calculate‘the overall "Benefit Resonance" score by dividing the average
"Benefit Resonance" score by 2 (2 represents the maximum possible
scoreifieach "Benefit Resonance" receives a High score): 1.7/2 = 0.85

e - The resulting overall "Benefit Resonance" score will fall between 0 and 1
and.is multiplied by 100 to signify a percentage score: 85%

The“averall "Benefit Resonance" score in this example is 85%, meaning that
this specific Swiss Army knife model offers high overall "Benefit Resonance"
(albeit borderline with moderate overall "Benefit Resonance".

Solving the documented "User's Functional Market Problem" facets would
provide high, tangible benefits that resonate well with target market
customers.

Customers perceive the benefits as highly relevant and impactful, indicating
that a well-designed product that effectively addresses key challenges could
achieve high market acceptance.
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"Product-Market Fit" Score Calculation
Calculate the "Product-Market Fit" score by multiplying the overall
"Problem/Solution Alignment" score by the overall "Benefit Resonance" score.

The "Product-Market Fit" score for this example is calculated as follows:

e "Product-Market Fit" Score = (overall "Problem/Solution Alignment"
score) x (overall "Benefit Resonance™ score):

e "Product-Market Fit" Score = 58% * 85% = 49%

The "Product-Market Fit" score in this example is 49%, meaning
specific Swiss Army knife model offers moderate "Product-Marke

knife
sses user
t market, but
ignment or a

This 49% "Product-Market Fit" score conveys that thi
model's existing or proposed product feature set
needs and provides reasonable benefits to custom
some product features may need refinement to

deeper understanding of facets of the "User's Funct ket Problem™ is
required to enhance benefits.
While the existing or proposed product ture hows potential for market

acceptance, additional improvemen ul crease resonance with the target
audience and further support gro
The practical conclusion, in e that the Swiss army knife model

being evaluated is some ts le an outdoor camping scenario but with
a moderate likelihood of m t acceptance.

Possible recomme ior nclude modifying the Swiss army knife model
feature set to Afi @ g scenario better, applying the Swiss army knife
a different scenario (e.g., household use), or offering

a differen knife model with other product features more suitable
for ou
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11.Swiss Army Knife Outdoor Explorer Model — Complete Example
11.1. Section Objective

This section explains the calculation process for a "Product-Market Fit" table
and score. This example is for a fictitious Swiss Army Knife Outdoor Explorer

Model.

11.2. Target Market
Outdoor enthusiasts and campers who need a compact, multi-functional tool for

various scenarios.

11.3. Market Overview

This section describes the market and user profile targeted by the prop

product.

11.3.1. Overall Market

The global market for multi-purpose out r tools, tar casual
campers, professional hikers, and survivali

11.3.2. Overall Market Description

in 20xx, with moderate annual
rends.

Size — Estimated at $xx.xx billi
growth driven by outdoor recr,

Trends — Increased interest i ght, multi-functional tools

Challenges _8 (o] nd reliable, durable, and compact
tools  wit product features (superfluous

ccasional users looking for basic functionality.

ikers — Frequent users seeking advanced and

ists — Focused on emergency preparedness and extreme
onditions.

4 arget Market(s) Description
asual and professional outdoor enthusiasts requiring tools for basic
survival tasks, such as cutting, sawing, and opening food containers.

11.4. "Problem/Solution Alignment"

11.4.1. User Personas

Persona — Jack, Weekend Camper

Background — 35-year-old professional who enjoys weekend
camping trips.

Skills — Moderate familiarity with outdoor tools but prefers simple,
user-friendly solutions.
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e Environment — Campsites with basic amenities and occasional
wilderness trails.

o Attitudes — Values reliability and ease of use over advanced

features.

e Goals — Simplify packing, solve common camping problems with
one tool, and enjoy the outdoors without technical hassles.

11.4.2. User's Functional Market Problem

e Need to perform multiple essential tasks during outdoor activities
without carrying bulky tools.

e Must have compact and reliable solutions for cutting, sawing, and
food preparation.

e Emergency preparedness is critical but/often overlookedgin casual

tools.
11.4.3. "Product-Market Fit" Table
"User's Product "Problem/Solution | Derived "Benefit
Functional Feature Alignment" Score Benefit Resonance"
Market Score
Problem™
Facet
Cutting small | Saw blade High (2 points) Feasibility High 2
tree branches (enabling points)
difficult tasks)
Cutting ropes | Knife blade High, (2 points) Adaptability High 2
and cloth (quickly points)
handle
essential
tasks)
Wood splinter, | Metal tweezers | High (2 points) Precision Moderate (1
removal (careful and | point)
accurate
removal)
Opening Tin can opener | Moderate (1 point) Convenience High 2
canned food (access to | points)
canned food)
Emergency Whistle (not | None (O points) Safety Moderate (1
signaling included) (alerting and | point)
attracting
help)
Starting a | Flint rod (not | None (O points) Self-reliance High 2
campfire included) (survival points)
capability)

11.5. "Market Acceptance Validation"

11.5.1. Score Averages

e "Problem/Solution Alignment" Score: 67%
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¢ "Benefit Resonance" Score: 83%

11.5.2. Overall "Problem/Solution Alignment" Score Calculation
e Sum of Scores: (2+2+2+1+0+0) =7

e Maximum Possible Score: 6 * 2 = 12

e Alignment Score Percentage: (7/12) * 100 = 67%
11.5.3. Overall "Benefit Resonance” Score Calculation

e Sum of Scores: (2+2+1+2+1+2) = 10

¢ Maximum Possible Score: 6 * 2 = 12
e Resonance Score Percentage: (10/12) * =839
11.5.4. "Product-Market Fit" Score Calculation

e "Product-Market Fit" Score = (Align Score) < (Resonance
Score)

e "Product-Market Fit" Score: 6 83% = 56%
11.5.5. "Product-Market Fit" Score Interpre
Moderate "Product-Mar
Outdoor ExploreWIodeI
but lacks emerg
suggest a potenti

) — The Swiss Army Knife
addresses most key outdoor needs
ival features. These deficiencies

11.6. Supporting Data

° i S€E ioritize compact tools over individual, specialized
vhistles and fire starters are essential for full
€ess.

ation — Feedback from 150 outdoor enthusiasts showed
ools with fewer, high-quality features over feature-laden,

oduct Diagram/Architecture — Product modules include cutting tools
nife, saw), utility tools (can opener, tweezers), and potential add-ons
(whistle, flint rod).
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12.1. Section Objective

This section explains the calculation process for a "Product-Market Fit" table
and score. This example is for a fictitious B2B software application, an analytics
dashboard.

12.2. Target Market
Small to Medium-sized Enterprises (SMEs) looking to improve operational

efficiency through data analytics.

12.3. Market Overview
12.3.1. Overall Market
The business intelligence (Bl) software market for sma
sized enterprises (SMEs) seeking cost-effective, easy
tools to optimize decision-making.

12.3.2. Overall Market Description

e Size — Growing at 8% annually with antestimated/market value of
$30 billion globally by 2026.

e Trends — Increasing adoption d technologies, Al integration,

and user-friendly analytics

sized enterprises (SMEs) often
d budgets, necessitating cost-

e Challenges — Small 3
lack skilled analysts
effective, intuitive so

12.3.3. Market/Custome am tion
Small and me -sized enterprises (SMESs) in retail, logistics, and

nual revenue (under $50M) and IT adoption

ealthcare small and medium-sized enterprises (SMES) requiring
patient service analytics.

e Logistics small and medium-sized enterprises (SMEs) optimizing
delivery routes and costs.

/4. "Problem/Solution Alignment"
12.4.1. User Personas
e Persona — Sarah, Retail Manager

e Background — 10 years in retail management.

e Skills — Moderate tech proficiency, familiar with Excel but not
advanced business information (BI) tools.
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e Environment — Oversees daily operations of a small retail chain.

e Attitudes — Open to technology but cautious about complexity and
return on investment (ROI).

e Goals — Increase sales efficiency, identify top-performing products,
and reduce operational costs.

12.4.2. User's Functional Market Problem
e Data scattered across systems leads to inefficient decisiof-making.

e Lack of actionable insights hinders the ability to ideftify trendsiand
improve performance.

e Existing analytics tools are too complexftor expensive far'small and
medium-sized enterprises (SMES).

12.4.3. "Product-Market Fit" Table

"User's Product "Problem/Solution | Derived "Benefit
Functional Feature Alignment" Scare Benefit Resonance"’
Market Score
Problem™
Facet
Consolidating | Unified data | High (2 points) Saves time, | High 2
data from | integration tool reduces points)
multiple complexity
sources
Generating Pre-built, High (2¢points) Enables High 2
sales trend | customizable actionable points)
insights sales dashboards insights

quickly
Identifying Operational ™ "KPI | High (2 points) Improves High 2
operational tracking, widgets efficiency, points)
inefficiencies reduces costs
Lack of | Al-powered Moderate (1 point) Guides non- | High 2
advanced recommendations technical points)
analytics for trends and users
knowledge actions
Datan, security | Built-in High (2 points) Builds trust | High 2
concerns: for | encryption and and ensures | points)
sensitive GDPR compliance regulatory
information features compliance
Use the tool | Intuitive Ul with | High (2 points) Lowers High 2
quickly and | in-app tutorials learning points)
effectively curve,

increases

adoption
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12.5. "Market Acceptance Validation"
12.5.1. Score Averages
e "Problem/Solution Alignment" Score — 92%

¢ "Benefit Resonance" Score — 100%

12.5.2. Overall "Problem/Solution Alignment" Score Calculation
e Sum of Scores: (2+2+2+1+2+2) = 11
e Maximum Possible Score: 6 * 2 = 12
e Alignment Score Percentage: (11/12) * 100 = 92%
12.5.3. Overall "Benefit Resonance” Score Calculation

e Sum of Scores: (2+2+2+2+2+2) = 12
¢ Maximum Possible Score: 6 * 2 = 12

e Resonance Score Percentage: (12/12) 0=10

12.5.4. "Product-Market Fit" Score Calculatio
e "Product-Market Fit" Score
Score)

ment Score) x (Resonance

e "Product-Market Fit" = 92%
12.5.5. "Product-Market Fit"
High "Product- 92 The ACAD tool demonstrates strong
alignment with nedium-sized enterprises (SMEs) needs and
provides signifi efits that resonate well with its target market.
This high"Prod Fit" score suggests a high likelihood of

customer satisfaction.

Small and medium-sized enterprises (SMEs) prioritize
solutions. Training resources will mitigate adoption

arch Information — Surveys of two hundred small and medium-

ed enterprises (SME) managers indicated "data integration” and "ease

of use" as top priorities. A competitive analysis of five leading business
information (BI) tools highlighted cost and complexity as key barriers.

e Product Diagram/Architecture — Modules include a data integration hub,
customizable dashboard, artificial intelligence (Al) insights engine, and
compliance/security module.
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