AME
Customer Discovery Bootcamp
Overwhelmingly the #1 reason leading to
product launch failure is No Market Need
In the AME Customer Discovery Bootcamp, we will
work together to conquer this problem. The
Bootcamp is hands-on/full-emersion where you
will be doing the real work of customer discovery
with a seasoned professional at your side.
As a researcher or founder, you may find yourself
ready to build a company around your work but
uncertain of and unprepared for the next steps.
You know that you need to talk to potential
customers. But where do you start?

Chris' insight and
remarkable teaching
skills make his course
a must for startup
entrepreneurs.
Dr. Glen Karunanayuake,
UNC's Adams School of Dentistry

You Will

Conduct really customer discovery interviews,
Uncover your customers’ greatest unmet needs,
Acquired the customer discovery skills of a seasoned professional,
Take the most critical step toward a successful venture.

Who Should Attend

Academic founders looking to translate their research
Inventors commercializing their ideas
Entrepreneurs (clinicians, engineers, scientists) with a novel product concept
Student entrepreneurs seeking to start a company
Startups introducing a disruptive new technology, as well as,
Established companies launching an innovative product
WWW.VIAVERUS.COM/CUSTOMER-DISCOVERY-BOOTCAMP

Bootcamp Details
Five 2-hour work sessions over 9-10 weeks
Reading and course work assigned between sessions
You will source and conduct 10-12 customer discovery interviews
Price - 695.00 per company (2 participants)

The skillset Chris brought to our market research in the
intricate world of oncology was invaluable. Chris' ability to
demystify the process and results meant that the entire
undertaking went from daunting to an enjoyable exercise.
Rima Janusziewicz, PhD, Department of Biomedical Engineering, UNC-Chapel Hill

Bootcamp Outline
Session 1: Goal Setting & Customer ID

Customer Discovery is one of the greatest leverage points for the
success of any new venture and in this first session, you will get an
overview of customer discovery process, why it is critical and the
impact it will have on your success or failure. Each venture will
determine their goals for the Bootcamp, identify your customer
segments and learn strategies for contacting and recruiting
customers for your discovery interviews. Between sessions, you
will hone your goals and start to build your interview contact list.

Session 2: Outreach & Designing the Interview Guide

Securing meetings with new prospects in your customer segments
is challenging and it is even more challenging when you might only
have a product concept or early prototype. In this session, you will
learn about reaching out to your potential customers with tools
and techniques that will secure these critical customer discovery
interviews. You will learn time-proven techniques for engaging
with KOLs (key opinion leaders) and market influencers.
You will understand the reason for the interview guide (as
opposed to a customer survey) and learn best practices for
drafting your interview guide. Between sessions, you will draft
your outreach message and your interview guide.

Session 3: Conducting Interviews

Conducting informative and relevant customer discovery
interviews is both an art and a science. It is not just asking a list of
questions; it is designing your interviews to avoid interviewer bias
and then artfully guiding the discussion to uncover the market
intelligence required for your success. In this session, you will
learn how conduct high impact interviews – building instant trust
and affinity, the proper cadence of the interview, going deep and
gaining insight, asking the tough questions and listening to be
surprised. Between sessions, you will initiate your outreach
campaign and start your discovery interviews.

Session 4: Analyzing Customer Data

When launching disruptive technologies following the business
norm of relying on quantitative analysis can be misleading and, at
worst, catastrophic. In this session, you will learn to analyze the
data from your discovery interviews – explore the difference
between quantitative and qualitative data, sort the critical from
the distracting, begin to identify important patterns and
determine your next steps toward market success. You will also
learn best practices for modifying your interview guide as you
progress and when it’s appropriate to make significant pivots in
your market and/or business strategy. Between sessions you will
wrap up your interviews and draft your final presentations.

Session 5: Synthesizing Discovery Outcomes

In the final session, each venture will culminate the 9-week
Bootcamp by delivering a final presentation including initial and
final goals, key findings and, most important, critical next steps for
your venture. The session brings everything together and sets up
each venture to continue on the path to commercial success. This
session is packed with lessons learned and continued discovery.
And is always a lot of fun.

Contact Us
Chris Morrison
919.304.2760
CMorrison@ViaVerus.com
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