
Lectures 1.1 & 1.2
…why do 

“obviously important ideas” 
fail?
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Customers Represent Different Roles

Interact Directly 
with Product

Make Financial 
and/or Use Decisions

Others with Key 
Influence

Customers of the 
Business

Who matters in an adoption decision?

?

Industry Influencers

End Users

Decision Makers

Other Influencers

Beneficiaries

KOLs / Experts

?



Customer Stakeholder Map

• Indicates typical “company type” or 
“consumer type”

• Identifies key stakeholders in adoption 
decision and typical job titles (B2B)

• Balance of influence can also be assessed –
who appears to have the most say?

• For ingredient / component solutions, 
“customer of the customer” can be shown

Why use the tool



Pre-mortem

ACTIVITY 1



ACTIVITY 1

Pre-mortem

15 minutes
2 minute presentations

Why is your project 
“dead” in 5 years?
Who was involved?

WORKSHEET #1
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