
CUSTOMER PROFILING,
MARKET RESEARCH,
AND VALIDATION

Kaya / wanju!
(Hello / welcome)



WHAT ARE YOU HOPING
TO GET OUT OF TODAY?



THIS MAY FEEL RUSHED
(AND THAT’S OKAY...)



TODAY’S
SESSION 11:45AM The pitch deck that raised us

$2.5 Million

12:20PM Customer discovery 
exercises for you

12:15PM How customer discovery
halved our production costs.

12:40PM Lunch



3 LENSES OF INNOVATION



3 LENSES OF INNOVATION

12

3



Ben Sandhu - co-founder
ben@idasports.com



A new league of
sports footwear for 
women.



Our Story

Co-Founder
Ben Sandhu

Co-Founder
Laura Youngson



Women are at
higher risk of
injury.
Women are 8x more likely to suffer
an ACL injury on the pitch.

Black toes
Blisters
Pinching
Bunions
Foot/ankle soreness

Source: Yale Medicine



The world’s top sports brands have not
prioritized women in football.

“I’m tired of
not being seen
in this sport.”



The landscape was bad 
when we founded IDA in 2018.

Shrink it and Pink itOnly Men’s boots listedNo women’s football



Not much has changed…



The first boot
built specifically
for women’s feet. 





Our
customers
love us

91%
approval
rating on
Trustpilot

 200+ Reviews
• Excellent
4.4/5 Stars



IDA RISE ELITE
RRP: $229.99

CLASSICA
RRP: $259.99

RISE TURF
RRP: $169.99

(Part of) the current range.

RISE CLUB
RRP: $144.99

SPIRIT INDOOR
RRP: $144.99



Utah Royals FC defender Darielle O'Brien

Washington Spirit Courtney Brown

England Rugby Meg Jones 

Brisbane Lions 
AFLW Belle Dawes



Who’s in so far...



Michele Kang and Others
Back $2 Million
Investment With IDA
Sports



Retailers



To be the 
female performance
brand on the planet.

Our vision

number one



Ben Sandhu - co-founder
ben@idasports.com

Thank you / Q + A

Add me on LinkedIn



Where we started...



How did we go from this?



To this...?



Good primary
research

The double edged sword of optimistic
entrepreneurs

Avoid ‘leading the witness’

Ask open ended questions...

Ask about PAST BEHAVIOUR



A Cautionary
Tale...



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?

6-10 Customer
Interviews



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

Key Insights











!!!!









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 invests



DECISION MAKING UNIT

Desirable for
who?

Customer User Beneficiary



ACTIVITY

For your venture, I want you to write down

Who is your customer?

Who is your end user?

Who is your beneficiary?

2 MIN

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



DEFINING CUSTOMER
PERSONAS



CAN YOU TELL ME

What is the difference between demographics and psychographics?

2 MIN



CAN YOU TELL ME

What is the difference between demographics and psychographics?



ACTIVITY 2

Define your customer persona



ACTIVITY: CREATING A PERSONA

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

Job / Role / Industry

Age range / Life stage

Where they spend time (online and offline)

5 MIN

Biggest current workaround (what is their existing solution?)

What success looks like for them?

What frustrates them today?



IF YOU DON’T KNOW...
HIGHLIGHT THIS SO YOU
CAN GO FIND OUT LATER...



WHAT YOU WILL ASK
YOUR CUSTOMER?



THE MOM TEST

Ask about past behaviour, not future intentions - 
“Tell me about the last time you…” is far more reliable than
“Would you use/buy…?” because people are poor predictors of
their future actions.

Avoid pitching or revealing your solution too early – the
moment you describe your idea, people switch into politeness
or encouragement mode instead of giving honest insight.

Listen for problems and emotions, not compliments –  
praise like “That’s cool” is meaningless; strong signals are
frustration, work-arounds, and evidence they are already
trying to solve the problem.

Ask neutral, open questions and dig deeper – avoid leading
language, and follow up with “Why?”, “What happened next?”,
or “How are you handling it now?” to uncover real context and
constraints.



ACTIVITY: WHAT WOULD YOU ASK YOUR CUSTOMER?

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

5  MIN

1) Ask about past behaviour, not future intentions

2) Avoid pitching your solution

3) Ask neutral, open-ended questions



AI IS GREAT FOR THIS



AI ASSISTED CUSTOMER DISCOVERY

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

I 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?”



THAT’S IT! THANKS FOR YOUR ATTENTION

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!



THANK YOU / Q+A
BEN.SANDHU@CURTIN.EDU.AU
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