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#1 Reason Why Products Fail

We waste needless time, money, and 
effort building something nobody 
wants.



Solution

Awesome

The Innovator’s Bias









THE INNOVATOR’S GIFT

New problems worth solving are 

created as byproducts of old solutions.



STARTING WITH A SOLUTION IS 
LIKE BUILDING A KEY WITHOUT A 

DOOR



FOCUS ON DOORS OR 
PROBLEMS WORTH SOLVING 

INSTEAD…



LOVE THE PROBLEM
NOT YOUR SOLUTION

A KEY MINDSET SHIFT



BUSINESS PLAN

OLD WORLD NEW WORLD

BUSINESS MODEL
Definition:
A document investors make you 
write that no-one reads.

Definition:
A 1-page diagram of your 
business idea.



SPEED OF LEARNING IS 
THE NEW UNFAIR 

ADVANTAGE

Out-learn the 
competition

Build what 
customers want

Grow your
business model

Stay relevant
to customers



OUR THESIS:

What separates successful entrepreneurs is 

differing mindsets, not differing skillsets. 



Differing mindsets vs. differing 
skillsets.



YOUR BUSINESS MODEL, 
NOT YOUR SOLUTION, 

IS THE PRODUCT.

KEY MINDSET SHIFT



THE ENTREPRENEURIAL METHOD

Test & refine
the model

Start with a
business model

Identify what’s
riskiest

MODEL PRIORITIZE TEST



THE ENTREPRENEURIAL METHOD

Start with a
business model



LEAN CANVAS



Problem Solution
Unfair

Advantage

Key Metrics

Lean Canvas vs Business Model Canvas







THE ENTREPRENEURIAL METHOD

Start with a
business model

Identify what’s
riskiest





Do customers want 

this? DESIRABLE FEASIBLE
Can we build 

this?

VIABLE

Can we monetize 

this?

The Innovation Trinity
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Addressing the weakest link is 
the only thing the matters.

premature optimization premature optimization



LEAN CANVAS



Lean(er) Canvas





How do we find the problems worth solving?





Point A

Point B

Current Reality

A better future reality

A job-to-be-done



JOB TO BE DONE

The instantiation of an unmet need or want
in response to a trigger.

Functional Emotional Social



The comfort of
the old way

Motivation for 
desired outcome

Expectation 
violation

New way

The promise of 
the offer

The resistance of
the new way

Old way

Desired Outcome
Job-to-be-done

CUSTOMER FORCES



The job of listening to music



THE ENTREPRENEURIAL METHOD

Test & refine
the model

Start with a
business model

Identify what’s
riskiest

MODEL PRIORITIZE TEST



The Experiment Loop



OUTPUT

OLD WORLD NEW WORLD

OUTCOMES

→→



Show me 
traction

You?



TRACTION matters above everything else

Yay!







Build a traction roadmap vs. a product roadmap



MODEL PRIORITIZE TEST

Problem/Solution

Fit
Scale

Time

Product/Market

Fit

Customer/Problem

Fit

PrioritizationIdeation







MVP
DON’T START WITH 

AN MVP







LOVE THE PROBLEM
NOT YOUR SOLUTION

A KEY MINDSET SHIFT



Coaching & Resources
• Sac State Carlsen Center for Innovation & Entrepreneurship

• https://www.csus.edu/center/carlsen/virtual-toolkit-series.html

• Strategy & Innovation Institute
• www.si2blue.com

• Startup coaching

• https://www.linkedin.com/in/bkgladden/

• LeanStack.com
• 90 day startup program – Ash Maurya

• ash@leanstack.com

• Mention Brian Gladden sent you

https://www.csus.edu/center/carlsen/virtual-toolkit-series.html
http://www.si2blue.com/
https://www.linkedin.com/in/bkgladden/
mailto:ash@leanstack.com


Thank You
Dr. Brian Gladden

(916) 250.9124

bkgladden@si2blue.com

Strategy & Innovation 
Institute
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