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Need spotting
Spotting Needs: The Key to Startup Success

DEFINITION

Need spotting is the process of identifying unmet customer needs or problems. It is essential for creating valuable products
or services that resonate with the market.

KEY CONCEPTS

Market Gaps

These are areas where customer needs are not being
adequately addressed by existing products or services.

Customer Pain Points

Specific problems or challenges that customers face, which can be
solved by innovative solutions.

Trends Analysis

Observing and analyzing current market trends to identify
emerging needs and opportunities.

Feedback Loops

Using customer feedback to continuously refine and identify new
needs for products or services.

Competitive Analysis

Examining competitors to find areas where they fall short and
where new opportunities may exist.

EXAMPLES

→ Identifying a lack of healthy snack
options in schools.
→ Noticing the inconvenience of
traditional banking hours for busy
professionals.
→ Recognizing the need for remote work
tools during the pandemic.

MEMORY TIPS

★ Think 'Gaps and Pains' to remember
market gaps and customer pain points.
★ Use the acronym 'TFC' for Trends,
Feedback, and Competition.
★ Visualize a 'Need Radar' scanning for
unmet needs in the market.

COMMON MISTAKES

✗ Focusing too much on personal
interests rather than actual market
needs.
✗ Ignoring feedback from potential
customers.
✗ Overlooking existing solutions that
may already address the identified need.

QUICK RECAP

Need spotting is crucial for entrepreneurs to identify unmet customer needs. By analyzing market gaps, customer pain points,
and trends, startups can create valuable solutions that resonate with their audience.
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