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Overview of the 
program and your 
learning journey over 
the 14 weeks:



● Put the problem in the context for your 
venture

● Identify the Problem Statement

● Calibrate the Problem Statement on the
Great Problem Litmus Test

● Sharpen your Problem Pitch

CONCEPTS

By the end of the week, you will be able to:

● Analyze different aspects of your business.

● Have visibility of different aspects within your

business.

● Sharpen your Problem Pitch.

Steps:

1. Identify the Problem Statement

2. The Great Problem Litmus Test

3. Sharpen Your Problem Pitch
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“If Iwere givenonehour tosave theplanet,I wouldspend 59 minutes defining the
problemand one minuteresolving it."

– AlbertEinstein

TheProblem  
Statement

Sharpenyour  
Pitch

ProblemLitmus  
Test

Problem

Statement–
Revisit

A commonquality that manyentrepreneurs aremissing, especially younger ones,is 
working for long term success.

In a fast-paced world, short term successes are over highlighted and over celebrated.
This makesmanypeople believe thatmanyof thesuccesses out there just happens
overnight.

If youwant tobe a successful entrepreneur, remember that it takesyearsanda lot of
efforttoget to wherebigcompanies are today.

Entrepreneurs tend to be solutions-driven people and will focus all of their energy

on the product they are building. Being able to deeply understand the problem you

are solving is critical. It’s going to affect everything about your business:
• How to understand which customers to talk to

• How you pitch your startup

• Build trust with customers

• Gain insights your competitorsmight not have

• How you differentiate yourself

• How you execute strategically based on intensity of need

• How your product fits into the life and activity of your customer
• How you think about the elements of your product, how it is introduced, 

activated and whatelements of your products are really important

• Why your customer would or would notuse the product (now)

How To FrameA Problem To Find TheRight Solution

Forbes

How Entrepreneurs Can Find the Right Problem to Solve
Harvard Business Review

How to IdentifyProblems WorthSolving 

LinkedIn
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https://www.forbes.com/sites/palomacanterogomez/2019/04/10/how-to-frame-a-problem-to-find-the-right-solution/?sh=ba74ec159935
https://hbswk.hbs.edu/item/how-entrepreneurs-can-find-the-right-problem-to-solve
https://www.linkedin.com/pulse/how-identify-problems-worth-solving-andreas-von-criegern


The Great Problem LitmusTest:

1. Market Size:

Is thisproblemsomethingthata lotof peopleface?

2. Pain Intensity:

Howpainful is this problemfor thosepeople? Does this problemneed to be solved?

Arepeoplesodesperateto find a solution tothis problemthat theywill usea buggy
version?

3. ExistingAlternatives

Is thisproblem being solved inotherwayswhich are

adequate?  Can thisproblembe solvedinother ways?

3. CustomerPsychologyandHabit Change

Willpeoplechange their habits and adoptmy solution?

4. WillingnesstoPay

Willpeoplepaytohave this problemsolved?

Willthey pay ME to solve thisproblemfor them?

5. Lovability

Willthissolutionbecomesomething theycannotlivewithout?

6. Evangelisim

Willtheygo outand tellall of theirfriendsaboutmy solution?

Analyseyourcurrent  
problemstatement Sharpenyour  

Pitch
ProblemLitmus  

Test

Problem 

Statement–

Revisit

AirBnb, the popular and fast-growing bed and breakfast startup 
chain, defined its problem statement through three issues faced by 
their customers – the price of hotels, the disconnection in existing 
hotels, and the lack of methods to connect with locals, or somehow 
become a host for a traveler.
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Problem 

Statement
● You have learnt differentstepsof why it is important to startwith the problem, how
todefine aproblem worth solving, howtoanalyze sucha problem tomake sureyou
are really targeting the rootcause of the problem and not just the apparent deceiving 
reasons. You havemade sure thatno oneelse issolving this problem, therearen’t similar 
solutions towhat you propose or there are notgood enough solutionsandyoubelieveyou 
can create better solutions.

● Itis time togetallof this infocollected atoneplace using theproblemstatement
canvas

●This will help you get a clear overview regarding the different aspects of the problem 
you are targeting andit will help youbemore confident thatyou identifieda problem
worth solving, a problem that aligns with yourpersonal andprofessional goals and that no 
one else has dominatedsolvingit.

●You should do this until you find the right problem. Do not choose the first 
problem you stumble upon, especially if the data is showing you it is not good 
enough. Dig deeper until you find the root causeof a problem andyou will be able to
capturea great market gap!

CONTEXT

Whendoes the

problemoccur?

PROBLEM

What is the root cause

of theproblem?

ALTERNATIVES

Whatdocustomers donowto

fix theproblem?

CUSTOMERS
Whohas the problem most  

often?

EMOTIONAL IMPACT

How does thecustomer feel?

ALTERNATIVE SHORTCOMINGS
Whatare thedisadvantagesof  

thealternatives?

QUANTIFIABLE IMPACT

What is themeasurable impact

(include units)?

Problem StatementCanvas Credit:metabeta.com

Sharpenyour  
Pitch

ProblemLitmus  
Test

Problem 

Statement–

Revisit
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https://www.metabeta.com/articles/process/problem-statement-canvas/
https://www.metabeta.com/articles/process/problem-statement-canvas/
https://www.metabeta.com/


Call to Action !

You have gone through the different steps of the Problem Statement Canvas -

identifying aproblem, acquiring the knowledge andlearning thedifferent tools that

are needed to identify a problem that youfind interesting tostart working onand

tackle.

Now you havea validated problem–onethat you are sure hassome potential.

Always remember thatdocumenting your outcome from those2weekswill helpyou

keep track of theproblemand youcanalwayscomebackandcheck youroutcome.

Youcan always use thesame model in the future 

and applyitonanyproblem youare workingon  to

ensure properanalysis of the problem

It isnowtimetodefinetheproblem statement ina clear andsuccinctmanner:

Steps of Problem Definition:

→ Put the problem in the context

→ Explain the relevance and criticalityof the problem

→ Substantiateyour claims(market data, customer interviews)

→ Propose a solution

→ Explain the incremental benefits of your proposed solution(s)

Sharpenyour  
Pitch

ProblemLitmus  
Test

Problem 

Statement–

Revisit
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