CUSTOMER PROFILING,
MARKET RESEARCH,
AND VALIDATION
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WHAT ARE YOU HOPING
TOGETOUTOFTODAY?




THIS MAY FEEL RUSHED
(AND THAT'S OKAY...)
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How customer discovery
halved our production costs.

Customer discovery
exercises for you

Lunch
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Ben Sandhu - co-founder

ben@idasports.com
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Our Story

Co-Founder
Laura Youngson

Co-Founder
Ben Sandhu




Women are at
\\>higher risk of

. Injury. £

4

Women are 8x more likely to suffer
an ACL injury on the pitch.

 Black toes

« Blisters

« Pinching

e Bunions

« Foot/ankle soreness



“I'm tired of

not being seen
—_——

in this sport.”

The world’s top sports brands have not
prioritized women in football.
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The landscape was bad
when we founded IDA in 2018.

# puma.com _ @ asics.com

OneASICS™ Exclusive: Get 10% off your first order plus unlock
always-on free standare shipping! Join Now >

g dsics

IR Sgrch ASICS.com

MEN QoSN KIDS SPORTS BRANDS

SHOES

Originals
Running

Training GEL-LETHAL/BURNER
FuIL.F 18,1 LIMITED EDITION Womens Gear Falitbal

PG &G MEN'S POOTBALL BOOTS

Slides

370.00

\ § Tennis
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No Women’s football Only Men s boots listed Shrink it and Plnk it
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ot much has changed...
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New & Featured Men Womgn Kids Sale Back to School & O
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The first boot
built specifically
for women'’s feet.

Male

S



BUILT FOR BADASSERY,
BACKED BY SCIENCE.




Our
customers

love us

*
919% *

. approval
4 ratlng 9)0!

Trustpilot

200+ Reviews

e Excellent
4.4/5 Stars
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(Part of) the current range.

RISECLUB B0 . CLASSICA

IDA RISE ELITE o
RRP: $144.99 == RRP: $259.99

RRP: $229.99
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RISE TURF
RRP: $169.99

SPIRIT INDOOR
RRP: $144.99
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Brisbane Li ‘s-r

AFLW Bdﬂl)awes Utail Boyéls FC defender Darielle O'Brien
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Who’s in so tar...

'— ELYSIAN BR/GA \entures

— PARK
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Retailers
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SPORTING GOODS
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ur vision

\Y,
To be the number one ~
female performance

brand on the planet.
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Thank you,/ Q + A

IDA

Ben Sandhu - co-founder
ben@idasports.com

Add me on LlnkedIn




Where we started...
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— ‘F(]l'bes Flash sale: Less than $1/week Sign In

IDA Sports Creates lirst-l-ver Soccer
Cleat Designed Specilically For Girls

line Fitzgerald ' | cover the busine... v Follow Author

To this...?




Rob Fitzpatrick

THE
MOM

TEST

How to talk to customers and learn
If your business is a good idea

when everyone is lying to you

|

|

|

Good primarﬁ
researc

= The double edged sword of optimistic
entreprencurs

Avoid ‘leading the witness’

Ask open ended questions...

Ask about PAST BEHAVIOUR



Seven lessons | learned from the
failure of my first startup, Dinnr

ﬂ} Michal Bohanes - Follow
: Published in Thoughts And Ideas - 20 minread - Augi8g, 2014

A Cautionary
Tale...




6-10 Customer
Interviews

— Can you walk me through the last
time you bought a pair of boots...?

— How much did you spend? Why did
you pick the ones you did?

— Do you follow women'’s soccer / AFL?
— Why do you play football?

— Tell me about the last time you
bought something where you had a
great experience?
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Key Insights

Women struggled to name their
favourite athlete.

They weren'’t a fan of women’s
soccer/AFLW (in general)

They played the game
overwhelmingly for connection.

They cared way more about what
their teammates / captain thinks

They tried at least two different
brands



Confidential

Melbourne Athlete Testing

Survey Results (752 participants)
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Melbourne Athlete Age Distribution

Confidential
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Age (Continued)

- 68% of respondents between the age of 16 - 30
- 51% 19-28 years old
- 42% 23 - 33 years old



What is your (EU) shoe size? (752 respondents)
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25

Favourite Pair of Boots (Brand)

Confidential

334 Participants
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Notable comments

- “Thank you for appreciating the importance of women in sport and the lack of
gear we are able to access to suit our needs! THANK YOU!I!!"

- “Love the idea of having boots specifically for women!!”

- | feel this is a great idea for girls as a footy player | hated wearing the boots
as | couldn't find a good fit to my foot in any boot I've owned”

- “Limited options for women. It's very difficult to find boots to fit especially
38/39 as it is too small for men’s and too big for juniors.”



o IHD! EGOEG Explore v What We Do Cl For Entrepreneurs Start a Campaign . Ida

FUNDING

lda: The Ultimate Female Football
Boot

Football boots designed for women, by women.
Started in Melbourne, kicking goals globally

PROJECT OWMNER
|da Sports
Molbourne, Australia
Adk a guesthion | More

$14,464 USD raised by 89 backers
_-—
41% of 35,000 fixed goal 18 days left

. JOIOIOIG




INDI EGOGO Explore v What We Do Q For Entrepreneurs Start a Campaign . Ida v

FUNDING

Ida T "~ Z&imate Female Football
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E'H""'"u"lii for women, by women.
B 1, KICKINg goals globally

$14,464 USD raised by 89 backers
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419% of $35,000 fixed goal 18 days left
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RMI'T invests

— We asked for a run of ‘playable
prototypes’ that players could try on.

— RMIT gives us 30K

— All the research we had done helped
convince them.

— We still haven’t paid them back...

# RMIT  RMIT Australia

UNIVERSITY

I_female first football
boot opens gates to
gender equality in sport
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DECISION MAKING UNIT Ignition | EEITEaY

Desirable for

who?
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ACTIVITY |g nition Curtin University

For your venture, | want you to write down

» Who is your customer?
» Who is your end user?

» Who is your beneficiary?

Even if they are the same person, | want you to state all three roles separately



DEFINING CUSTOMER
PERSONAS
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CANYOU TELL ME |g nition Curtin University

What is the difference between demographics and psychographics?
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CAN YOU TELL ME Pt T | Curtin University

What is the difference between demographics and psychographics?

Prince Charles

* Male

= Born in 1948

* Raised in the UK

« Married twice

« Lives in a castle

« Wealthy and famous

Ozzy Osborne

* Male

« Born in 1948

* Raised in the UK

» Married twice

« Lives in a castle

» Wealthy and famous

Demographics may be the same, but strategy meets a unique customers needs



ACTIVITY 2 Ignition | EEIEES

Define your customer persona

.r.'_'l'-.'l.'."..lr Llrlrllll-l':-l 'Ir-.l |J'L'|.""1-|”H

Persona - Meet Katie L.

Demoeraphics:
s 23 vear old Caucasion Female. Single
e Philadelphia. PA
¢  Markeling Coordinator. Brinker Capital:
Income ~ S60K
s  Hegistered Democrat

Hometown: Raleigh. NC

Lehigh University, Psychology
40 min reverse commute to work
Was scuve in her Sorority
Deeant like Bving alone. Social
with froups, shy 1=-on=-1

e e ——

Kalie is the perfect Persona because she is new Lo the cily. priovitizes her social life. enjoys
exploring the city, and is eazor o reet new peaple

1

TR Pk f5- .
s T R L i L

s  Bubbly oulgoing and just moved inio Philly Gel promoted to HR Manager,

and is excited to make new [riends plan trip to Turk & Caicos with College
o Uses Classpass and cojoys new workouls Friends, pass PIR Exam. find o
e Like to try new reslaurants bars hav Cricnd
Pl s Wine nights during the week and tequila
RIS £ = [T 1 . - = .
. during the weeken cos: ol having plans on the weekend,
Sociol Bile 0™ Career Sucecess 207 B Ay R disappeinting her parents
Pove Lile 2o Mlealtiy Wellness ' '_r"!r'- 'E'I:I.i'_"ﬂl 0 bl s
. i -.:-. FoapEe New TikTok user Drink ofcioice. Margaritas
' ' On way to Yelp Elite and ol chedoe: Wings
Watering lole: Truder Joe's, Fado Irish Pub 1 . .. Bachelor

Girl with No Job

e e e R E e ———
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ACTIVITY: CREATING A PERSONA Ignition | EEIRES

For your venture, | want you to write down your customer’s

» Job /Role / Industry

» Agerange/ Life stage

» Where they spend time (online and offline)

> Biggest current workaround (what is their existing solution?)

» What success looks like for them?
» What frustrates them today?



IF YOUDON'T KNOW...
HIGHLIGHT THISSO YOU
CAN GO FIND OUT LATER...



WHAT YOU WILL ASK
YOUR CUSTOMER?



THE MOMTEST

Rob Fitzpatrick

TH
MOM

TEST

How to talk to customers and learn
If your business is a good idea
when everyone is lying to you

Curtin
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Ask about past behaviour, not future intentions -

Avoid pitching or revealing your solution too early -

Listen for problems and emotions, not compliments -

Ask neutral, open questions and dig deeper —
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ACTIVITY: WHAT WOULD YOU ASK YOUR CUSTOMER? Ignition | KUGIITEES

Draft 3 questions for your customer that abide by the principles of
the Mom Test...

1) Ask about past behaviour, not future intentions

2) Avoid pitching your solution

3) Ask neutral, open-ended questions



Al IS GREAT FOR THIS
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Al ASSISTED CUSTOMER DISCOVERY Ignition | [Faltas

“I'm looking to interview [insert name, insert job title].

| want to make sure my questions abide by “The Mom
Test"” principles.

Here are my draft questions, can you give me feedback to
improve them?”



Curtin

THAT'S IT! THANKS FOR YOUR ATTENTION PR CurtinUniversity

In these activities we covered
» The difference between demographics and psychographics
» Who is your customer?

» What would you ask them?

If you run this process and find your solution needs to change...
that's fantastic!
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THANKYOU/Q+A

BEN.SANDHU@CURTIN.EDU.AU
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