= The Product Owner Guidebook =

Spokes of the wheel of the best products

 Right Experience

Study around many excellent products, youwill encounter the fundamental
few drivers to build the best products are these.

+ Right Customer

+  Right Technology
«  Right Process

« Right Leadership
« Right Team

+  Right Culture

+ Right Marketing

«  Right Experience

“At the end of the day, your job isn’t to get the requirements right — your
job is to change the world.” — Jeff Patton, Veteran Product Manager and
Consultant

[Right Leadership]

“Customer love means two sides of the same coin to me. On one side is
knowing your customer and building fantastic experiences for them. Your
dedication and passion to making their life easier and delighting them
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feeds into the other side. When approached this way, not only will you
have a loyal user base, but they will also be your strongest advocates and
critics.” — Andrew Wang, Senior Product Manager at Gap

[ Right Customer]

“A great product manager has the brain of an engineer, the heart of a
designer, and the speech of a diplomat.” - Deep Nishar, Vice President of
Product at LinkedIn

[ Right Technology]

“If you are not embarrassed by the first version of your product, you've
launched too late.” - Reid Garrett Hoffman, Entrepreneur

[Right Process]

Simplicity is not the absence of clutter, that’s a consequence of simplicity.
Simplicity is somehow essentially describing the purpose and place of an
object and product. The absence of clutter is just a clutter-free product. -
Jonathan Ive

[ Right Experience]

“We have a culture where we are incredibly self-critical, we don’t get
comfortable with our success.” — Mark Parker, CEO, Nike

[ Right Culture]

“Hire great people and give them freedom to be awesome.” — Andrew
Mason, Founder, Groupon

[ Right Team]

“Build something 100 people love, not something 1 million people kind of
like.” — Brian Chesky, Co-Founder & CEO, Airbnb

[ Right Marketing]
Look at the below lists, how did they get to this rank?

How 8 spoke of the product & service wheel must be developed?
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R#&n Brand $ Brand Values YoY % Change % Industry

#1  Apple $323B 38% Technology
#2  Amazon $201B 60% Technology
#3  Microsoft $166B 53% Technology
#4  Google $165B -1% Technology
#5 Samsung $62B 2% Technology
#6 Coca-Cola $57B -10% Food & Beverage
#7 Toyota $52B -8% Automotive
#8  Mercedes $498B -3% Automotive
#9  McDonald's $43B -6% Restaurants
#10 Disney $41B -8% Entertainment

What I am observing is all the Best Products have these eight elements
strongly developed. I am calling them Spokes of the Wheel!

In all my product coaching journeys, it is my finest endeavor to strengthen
these eight focus areas. It takes time to consistently develop all these
areas. Some teams can attain this state quickly. Most of the team struggle.

How do we assess these spokes of the best product to test if we are building
the best products?

Best Product Wheel

Right Customer

Right Experience . =N Right Technology

Right Marketing

Right Culture ight Leadership

Right Team
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Right Customer:

Customers are recommending our products & services to others
Customers continue using our product & services

Customers are feeling convenient using our product or service
Customers are interested in checking out other products or services
Customers are aware of the top three features that are most valuable
to them in our product & Service

We are able to meet customer expectations in terms of product
quality, features, and build

Customer rate high score on 1-10 scale of satisfaction?

Customers rate high scores in a 1-10 scale of value that we provide
for the money that they pay

The customer gives us feedback to enhance the product and service
quality

Right Technology:

Will this technology be able to deal with the business problems we
have? [ Feature]

Do my team members feel comfortable using the technology or
picking up for the development?

Does the technology be flexible to adopt the solution we are
building?

Does the technology have a roadmap for future upgrades/updates?
Does this technology scalable?

Does this technology secure?

Does this technology help us to integrate with other technology/
services?

Does this technology help in troubleshooting/bug fixing?

Does this technology have a smooth user experience and user
interface?

Does this technology have a satisfying user base?

Does this technology have an easy pricing model for usage?

Right Process:

How do we ensure that we know the Why, what, and when of the
product? And the team to do how part?
How do we know what not to build on the product?
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What will be the main value proposition of our new product? What
makes it unique from competitive alternatives?

How will we build the product or buy the product, or maintain the
product?

How will we validate customer acceptance and improve it?

How will we fund the product for expansion?

How is the product pricing model employed and evolved?

How will we build the product portfolio?

How will we discover what problems consumers have with similar
existing products on the market?

How will we discover and address the problems consumers have
with our products and solutions?

How will we collect and address the feedback consumers have with
our products and solutions?

How are we going to collect the data to evaluate the performance of
our product and improve it?

How long do we hope our solution works before having to redesign
or revisit it? How do we know if it would be worth the investment
given its projected longevity?

How are our tools and technology enabling us to resolve problems
on a fast scale?

How do we know our limitations and how we will work around
them: timeline, budget, scope, technical prowess, product usage,
customer satisfaction?

How do we know when we are ready to ship? How will we know
when to stop to avoid diminishing returns? How do we define and
measure our success criteria?

How do we build our North Star metrics?

How do we engage our team members in the different initiatives
we have?

How do we know what the product challenges for our product
portfolio will be in the coming years?

How do we plan to meet business goals and generate revenue based
on evolving customer behavior?
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Right Leadership:

Does our leader ensure a safe working environment where they
can partner with their team members to ensure consolidated team
growth and achievement of goals?

Do our leaders lead by example?

Do our leaders make critical long-term decisions and have a broad
perspective to exceed their clients’ expectations while achieving
team/company goals with finesse and exactitude?

Do our leaders push the envelope into bringing fresh, original ideas
to salvage a business process from hitting a dead end?

Do our leaders know how to address the underperforming team
member’s motivation level and underlying issues by designing solid
plans for our employees to train them on effective self-management
to attain their full potential?

Does our leader know how to monitor our team’s performance?

Do ourleadersknowhow to keep thelines of communication open and
transparent, fill gaps in communication, offer employee recognition,
maximize team productivity, and prevent sagging morale?

Does our leader know how to lead through the changes in the
digital era?

Does our leader know how to proceed with the team reorganization
based on the changing demand?

Does our leader know How to build support for ideas/goals with
people who do not report to him/her and where he/she does not
have authority over others?

Does our leader know how to achieve goals and objectives in a fast-
paced environment?

Does our leader know? How to go about getting cohesion among a
team that disagrees?

Does our leader know how to deal with the disappointment of
product failure?

Do our leaders know how to build and execute a product strategic
vision?

Do our leaders know how to review market research and provide
feedback to improve?
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Do our leaders know how to gain credibility from tough customers
in tough markets?

Right Team:

Does our team know what our customers value? And what are their
needs?

Do our team members frequently reflect and improve?

Do our team members take commitment seriously and deliver the
committed goals?

Do our team members discipline to improve team performance and
effectiveness?

Do our team members set stretch goals and support each other to
achieve the same?

Do all the team members have a set purpose and are aligned with
an organizational goal?

Do our team members feel safe challenging each other in a
constructive way?

Do our team members know where the organization is heading in
the 3-5 yrs. timeline?

Do our team members share the same values and vision?

Do our team members feel the communication lines are open and
effectively using the same?

Have there been 0 % attrition in the last 1 year within the team?
Do team members are able to learn new things in the last 6 months
and feel energetic due to this?

Team members expressed a better satisfaction rate and increased
engagement resulted in increased engagement.

We can find mutual accountability and a clear understanding of
members’ responsibilities to the team and individual obligations.
We can find a diverse range of expertise that complements other
team members’ abilities.

We can find great interdependence and trust among our members.
Teams support real-time problem-solving and are more flexible
and responsive to changing demands.
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Right Culture:

Do our team members feel proud to work for the team and company?
Do our team members get support to enhance their knowledge
through great learning opportunities?

Do our team members feel safe experimenting and failing?

Do our team members openly discuss the conflicts and resolve
them themselves?

Do our team members feel the confidence to approach anyone in
the organization irrespective of role or hierarchy?

Do our teams celebrate often wherever there is an opportunity to
do so?

Do our team members get flexibility in choosing the role, work,
timing, etc. related to work?

Do our leaders connect frequently with team members for coaching,
mentoring, and training?

Is feedback vertical and horizontal a norm among the team
members?

Do our team members feel that their work has been valued?

Do our team members know that their feedback has been taken
care of?

Do our team members find that their colleagues are the best in the
industry (attract the best talent)?

Do team members find that policies are more people-oriented?

Do team members find that their frequent offsite team outings are
taking place to enhance team bonding?

Team members are able to contribute to many innovative ideas.
Do team members recommend their manager to other team
members?

Team members are doing frequent team outings such as dinner
parties, celebrating birthdays, etc. together.

Do your team members inspire each other through their charismatic
work?

Do team members voluntarily contribute to corporate social
responsibility initiatives?
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Right Marketing:

Is there a process in place to convey that new product features are
coming (Product Marketing strategy)?

Measurements are in place for customer satisfaction?
Measurements are in place for customer experience?

Your products are recommended by your customer to other people?
There is a constant work going on with the customer to understand
their concern and address those.

There is constant work is going on to improve brand acceptance.
There is constant work to identify your competitor and to be strong
in your competitive advantage.

Is there data to track, measure, and make the decision about the
product selling, attraction, and trend?

There is a measure to capture Omni channel customer experience.
There is an investment in a different market to capture the
attention of the customer.

There are constant different A/B tests going on?

Team members recognize what customer problems they are solving
and what are their unique selling proposing

Team members are aware of how the marketing message has
changed over a period of 2-3 yrs. and it is improving

Team members measure metrics which guide them to know about
the marketing campaign and success

Team members are aware of what promotional methods our
customers/potential customers are most likely to see, notice, and
be interested in.

Team members are cognizant of what features and benefits are
customers willing to pay very little or nothing for?

Right experience:

Team knows who uses their products?

The team knows what their products do and for whom.

Team knows how users use their products.

Does the team know users’ challenges in their work where their
solutions solve the problem?

Does the team know what users like and dislike?

Does the team know the user’s special needs?
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The team knows users’ changing needs and they are in constant
touch to upgrade their products and services.

The team does constant research about technology, users, and
problem space to improve.

The team is using the latest tools to address the user usability
needs.

The team knows experience development is a highly collaborative
exercise with the users and they do this diligently

The team is capturing the data and analyzing it to decide the
experience quality and challenges

There is constant support people are available to help end users to
resolve their queries

There is a guideline document provided to the users to self-
troubleshoot basic issue
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Product Stratgic Vision Board

Let us keep reviewing the “Why, How, and what” of all these eight
forces and improve wherever we find gaps.

It is a part of continuous improvement cycle.

I have been observing these wheel-Spokes for some time and thinking
consistently that all the great products balanced all the spokes of the
wheel.

Product coaches constantly mature all these spokes through coaching.

I am sure you will also observe parallels, if not exactly the same. I am
guaranteeing this wheel will enable all of us to grow into better product
coaches. Explore this.

Happy Product Development!
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