Jobs to Be Done

Why?
To focus the solution on features which
truly add value to the customer.

1.  ldentify customer tasks along the
user journey or product lifecycle.

2. Start with a basic question, like
“Why does the customer buy from
us?”

3. Use the template to uncover real
needs, then ask why any given job
might not be completed.

4.  Generate ideas for critical functions
and experiences based on your
answers.
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