
Powerful coaching questions for each of the 8 pillars to encourage thoughtful exploration and insights in 
product management: 

Right Customer 

 Who is our ideal customer, and how well do we understand their needs, behaviors, and pain points? 
 How do we validate that the problems we’re solving align with what our customers truly need and desire? 
 What feedback mechanisms are in place to ensure continuous alignment with our customers? 

Right Technology 

 How does our current technology stack support or hinder our product goals? 
 Are we using technology to enhance customer experiences, or are we simply following trends? 
 What emerging technologies could create value for our customers, and how are we planning to integrate 

them? 

Right Process 

 Do our development processes prioritize speed, efficiency, and quality without compromising each other? 
 What bottlenecks or redundancies are holding us back, and how can we address them? 
 How often do we review and refine our processes based on feedback from the team and outcomes? 

Right Leadership 

 Are our leaders effectively empowering teams to take ownership and innovate without excessive 
oversight? 

 How do our leaders communicate a compelling vision that aligns with our product and customer goals? 
 In what ways are leaders setting an example of resilience, adaptability, and customer-centric focus? 

Right Team 

 Do we have the right mix of skills and perspectives within our team to meet our product objectives? 
 How well do team members collaborate, and what practices foster or hinder teamwork? 
 What opportunities for learning and growth are provided to keep the team agile and engaged? 

Right Culture 

 Does our culture promote experimentation, learning from failure, and continuous improvement? 
 How open are we to diverse ideas, and do we actively encourage input from all team members? 
 In what ways does our culture reflect a genuine commitment to solving customer problems? 

Right Marketing 

 How well does our marketing resonate with the unique needs and desires of our customers? 
 Are we effectively communicating our product’s value and differentiation, or could we be more targeted? 
 What metrics do we use to measure marketing success, and do these align with customer impact? 

Right Experience 

 How does each touchpoint with our product—from discovery to use—enhance the customer’s overall 
experience? 

 Are we consistently gathering and acting on user feedback to improve the product experience? 
 What aspects of our product make customers feel understood, valued, and engaged long-term? 

These questions help product teams dive into critical aspects of product management, driving introspection and 
actionable insights that support sustainable, customer-focused innovation. 

 


