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Jobs
The foundation of innovation
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customer Jobs
…why customers 

look for solutions.
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customer Jobs
…why customers 

look for solutions.



A job to be done is…

The  objective  a customer is trying to achieve in a particular circumstance.



A job to be done is…

The  objective  a customer is trying to achieve in a particular circumstance.

A job to be done is…

The work your customer is hiring your product or service to do for them.
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Foldable
Replace pocketknife

“simple”
inexpensive
Open a can

Disassemble the M1889

Disassemble Rifle in the field

Cut food / rope / etc. in the field

Open canned foods in the field



Jobs Context
…how our views of 

solutions change



What’s the “Job”



What’s the “Job”



Transport yourself from point A to point B



You need to get from point A to point B

Why are all these different 
solutions needed?



Context







What food do you choose?



How about now?



Jobs are now different
because CONTEXT has changed… 

how do we objectively choose the tools?



And if we ignore Context?



THIS happens!



Question
What Job(s) would 
your End User hire 

your solution to do? 



Tip
Understand ALL the 
jobs your customer 

has to get done!
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End User

Jobs

So… which one will demand resources?



Importance

Customer Jobs

High

Low

High

Sa
tis

fa
ct

io
n



Importance

Customer Jobs

High

Low

High

Sa
tis

fa
ct

io
n



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs

Top Priority?
Out-of-Kind
Competition



Importance High

Low

High

Sa
tis

fa
ct

io
n

Customer Jobs

Top Priority?
Out-of-Kind
CompetitionD

riv
en

 b
y 

cu
rr

en
t 

so
lu

tio
ns

Solution Independent



Competition arises

from other jobs that 
compete for resources.



What other “jobs” are
your End Users trying to 

do?



End User

Jobs



job Priority
…how do customers 
prioritize their jobs.



The FIRST question to 
explore in the discovery 

process…



Are you going
after a top priority 

(underserved) job for 
the End User?
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Are you going
after a top priority 

(underserved) job for 
the Decision Maker?!
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ACTIVITY 3



ACTIVITY 3
15 minutes
2 minute presentations
WORKSHEETS 4 - 7
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