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A minimum viable product (MVP) is a development technique in which a 

new product or website is developed with sufficient features to satisfy early 

adopters. The final, complete set of features is only designed and developed after 

considering feedback from the product's initial users



A minimum viable product (MVP) is an artifact or
representation of a value proposition. It is designed to
test the validity of one or more critical assumptions or
so called hypotheses surrounding a business model
or value proposition.

Alex Osterwalder
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test the validity of one or more critical assumptions or
so called hypotheses surrounding a business model
or value proposition.

Alex Osterwalder



A minimum viable product (MVP) is a
concise summary of the smallest possible
group of features that will work as a
stand-alone product while still solving at
least the “core” problem and
demonstrating the product’s value.

Steve Blank



A minimum viable product (MVP) is the
simplest thing that you can show to
customers to get the most learning at that
point in time. Early on in a startup, an
MVP could simply be a PowerPoint slide,
wireframe, clay model, sample data set,
etc. Each time you build an MVP you also
define what you are trying to test or
measure. Later, as more is learned, the
MVP’s go from low-fidelity to higher
fidelity, but the goal continues to be to
maximize learning not to build a beta/fully
featured prototype of the product.

Steve Blank



A minimum viable product (MVP)
is that version of a new product which
allows a team to collect the maximum
amount of validated learning about
customers with the least effort.

Eric Ries



A minimum viable product (MVP)
is the smallest thing you can build that
delivers customer value (and as a bonus
captures some of that value back).

Ash Maurya



A minimum viable product (MVP) : We
define MVP as that unique product that
maximizes return on risk for both the
vendor and the customer… is a mindset
of the management and development-
team. It says, think big for the long term
but small for the short term. Think big
enough that the first product is a sound
launching pad for it and its next
generation and the roadmap that follows,
but not so small that you leave room for a
competitor to get the jump on you. Too
large or too small a product are big
problems. The MVP is the difficult-to-
determine sweet spot between them.
Teams flounder tactically in trying to
determine the MVP

Frank Robinson



A minimum viable product (MVP) : We
define MVP as that unique product that
maximizes return on risk for both the
vendor and the customer..

Clayton Christensen



A minimum viable product (MVP) is the the most pared down version of a product 
that can still be released. An MVP has three key characteristics:

• It has enough value that people are willing to use it or buy it initially

• It demonstrates enough future benefit to retain early adopters.

• It provides a feedback loop to guide future development.



A minimum viable product (MVP) is that version of a new product a team uses to
collect the maximum amount of validated learning about customers with the least
effort." The definition's use of the words maximum and minimum means it is
decidedly not formulaic.



“The power of the 

MVP approach is 

matched only by the 

amount of confusion it 

causes…”



What do all definitions have in common?



What do all definitions have in common?

PRODUCT



PRODUCT = Problem



PRODUCT = Solution



Can you build and deliver a 
product/service that satisfies

the customer problem or need?



Can you build and deliver a 
product/service that satisfies 
the customer problem or need
in a form the customer wants 

to consume it?



You cannot build and effective 
MVP until you understand…

Jobs
Solution Criteria



You cannot build and effective 
MVP until you understand…

Jobs
Solution Criteria

CONTEXT!!!



What is your goal? Who do you target?
Does the same MVP apply to everyone?

End Users

Decision Makers

Other Influencers

Beneficiaries

KOLs / Experts



Why prototype?



Why prototype?
What are YOU hoping to learn?



You are now testing…

Do your 
PRODUCT-OWNED FEATURES

APPROPRIATELY address
UNDERSERVED CRITERIA?



Why pilot?
What are your CUSTOMERS hoping to learn?



Your customers are testing…

What hidden sacrifices do I not 
yet know about. Is the ACTUAL 

value worth ALL of the 
SACRIFICES?

The are NOT testing the value!



Designing MVPs is…

HARD!!!



April 23rd 1985

July 11th 1985



April 23rd 1985

79 days….
July 11th 1985



“The surest move Coke 
has ever taken”

- Roberto Goizueta



“Asking consumers about their opinion of a 
thing… usually fails. Requires a deeper search”

- Malcolm Gladwell



Product developers are CLOSE to their ideas.

We are bad at differentiating “different” from 
“bad”

The “Weird Factor”



Product developers are CLOSE to their ideas.

We are bad at differentiating “different” from 
“bad”

The “Weird Factor”

NEW AND DIFFERENT IS ALWAYS MOST 
VULNERABLE TO MARKET RESEARCH











MVPs Not For Sale



Used to test early concepts 
before building a “working 

solution”…



Low Fidelity MVP









“Higher” Fidelity MVP



The purpose – to test 
whether basic functionality 

addresses a problem or need?





Pilot Site MVP



For some complex system 
solutions, pilot sites are 

required to prove value to 
customers.



Where to start?



The purpose of MVPs



The purpose of MVPs
Move Problem to Solution



Be deliberate!



Be deliberate!
Don’t just build and show.



What aspects of your idea 
will be critical to adoption? 

Features?
Process?

Adoption into workflow?



You can “start” now by using 
your competitors’ products



Examples







Kiosk design and purchase of 
greeting cards 

(competition is Hallmark)









Molten Splash 
Protective Fabric





No device has EVER 
been used for this 
purpose – ever!







Catalyst 

Cleanup after 

small batch 

reactor runs



OUR SOLUTION





Intellectual Property
and the MVP



Intellectual Property:
any product of the human 

intellect that the law protects 
from unauthorized use by 

others





Intellectual Property
Creates value, not revenue



80% of a company’s value 
can reside in IP



Why protect IP?

Exclude competition
Leverage and license

Avoid trade secret loss
Increase value



Two general categories of RISK:

1. The idea becomes part of the public domain through a public disclosure.

2. The invention is appropriated by prior filing by another

RISKS DURING DISCOVERY



1. The idea becomes part of the public domain through a public 
disclosure.

– The invention is described without the benefit of confidentiality
– Results in the loss of exclusivity through the inability to enforce an exclusive statutory right 

(patent)

Public Disclosure = Public Domain



1. The invention is appropriated by prior filing by another
– The invention is patented by another’s prior filing
– Results in the inability to practice ones own invention 

– March 16, 2013 – USA switched from “first-to-invent” to “first-inventor-to-file”

FIRST TO FILE



1. The invention is appropriated by prior filing by another
– The invention is patented by another’s prior filing
– Results in the inability to practice ones own invention 

– March 16, 2013 – USA switched from “first-to-invent” to “first-inventor-to-file”

FIRST TO FILE

Stranger Danger!



Non Disclosure Agreements (CDA) and Patent 
Filings Mitigate IP Risks Differently

• Non Disclosure agreements (CDA)
• Mitigate the risk of a disclosure invalidating a later filed patent
• Mitigate the risk that the receiving party will claim a patent based on the information  
• BUT:  scope of the agreement governs what’s protected, and resulting claim is in 

Contract.  Claims of Inventorship/derivation require substantial documentation.

• Patent Filing (Including Provisional Patent Filings)
• Eliminate the risk of appropriation based on the disclosure to another
• Mitigate the risk of the disclosure to another invalidating the patent
• But:  Ability to exclude is limited to the description provided in the patent (a significant 

pivot or hasty drafting increases risk of BOTH public disclosure and appropriation)



Customer Discovery : Test the Problem

Intellectual Property is considered
• Can we test the problem without disclosing potential solutions?
• Common mistakes

– Disclosure without protection
– Disclosing potential solutions as a part of testing the problem  (IP loss)
– Filing provisional patents that don’t cover the real problem or the later 

discovered solution
– Provide technology insight that enables others to file patents



I ALREADY HAVE A PATENT! or other protections…

Intellectual Property Plan Executed
• Common mistakes

– Assuming provisional is a good replacement for CDA
• Not enabled/or support (EU/China)
• Not entitled to date
• Pivot takes you outside patent scope

– Losing patent rights due to filing delays/invention disclosures
• Disclosure in a printed publication
• Offer for sale in the US if pivot on feedback makes new product not entitled to provisional date
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