
Service/Product Testing
Objectives of the block
•	 briefly explain what the minimum product/service is
•	 understanding the importance of creating a minimum product quickly instead of waiting 	
	 to create the ideal product
•	 know how to accept and process feedback when creating the minimum product
•	 know how to describe the nine building blocks of the Business Canvas Model in relation 	
	 to the minimum product

Group
6–20 people

Material
•	 flipchart board, colored papers, white paper, markers, attachments

Length in minutes
360 min.

Summary
1.	 Create a minimum product – 180 min.
2.	 Enlighten yourself – 180 min.

Instructions
1.	Create a minimum product − 180 min.

For any entrepreneur in the cultural and creative industries, it is important to be able to 
create a minimum viable product to launch. A lot of young creative people often get stuck 
at the developing stage and do not end up releasing the product into the world.

Introduction and reflection – 30 min.
The activity begins with reflection. The trainer guides the participants via questions to an 
understanding that it is not important to develop a product secretly only according to one's 
ideas. On the contrary, it is necessary to consult the imperfect prototype with as many 
people and potential customers as possible. The trainer hands out a few photos picturing 
several attempts to build an airplane that did not take off. The trainer then tells a story of 
how the first aircraft came to be (Attachment 1).
https://cs.puntomarinero.com/the-first-plane-who-invented/
Questions for reflection:
•	 How far do you estimate the first plane flew?
•	 What is a prototype?
•	 Is the very first prototype always a perfect product?

The trainer asks the participants if they know a perfect product, for example, a kind of 
sweets. When participants mention something familiar – for example, Oreo cookies, he 
continues:
•	 Do you all like Oreos?
•	 Is Oreo a perfect product, or would you improve it somehow? /Add more cream etc./
•	 How many of you regularly buy Oreos?

Based on the responses, it is evident that participants have different preferences, and their 
needs may not be met with one product. In this part of the block, the trainer can also define 
what is a target group.
•	 Why do you buy Oreos? What need does Oreo answer?
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The trainer explains that each product answers a specific customer need. The trainer then 
asks each participant to say why they buy that product (in this case, Oreo) – as a gift for a 
younger sibling, as an ingredient for a dessert, etc.

The minimum product – 30 min.
Next, the trainer introduces the participants to the Minimum Product activity. Participants 
have 30 minutes for this activity, during which each creates a prototype of a minimum prod-	
uct. Participants are to present their designs to others after the time passes.
4 points need to be fulfilled:
•	 product description – what is the product for, and what is it
•	 sketch or prototype – what will it look like
•	 who is it meant for and what needs will it satisfy – this we explained in the example 	
	 of the sweets
•	 price – how much the product costs

The trainer writes these four points (the instructions) on a flipchart so that the participants 
have them in view. He will distribute papers and stationery to everyone.

Introduction of created minimum products – 60 min.
Participants will showcase their minimum products to each other via a presentation. Par-
ticipants will then be divided into two groups where half of the participants will offer their 
projects, and the other half will buy, inquire, be interested in the products, and evaluate 
them. Customers evaluate the product and provide feedback. Afterward, the participants 
exchange roles. Then all participants have time to come up with innovations and explain to 
the same customer how they have incorporated their suggestions. Later, they will get two or 
three new customers. The new customers may want something different from the product. 
In this way, the product creator tries out the incorporation of feedback. He will also remem-
ber the saying, "As many people as many tastes".

2.	Enlighten yourself − 180 min.

In this activity, everyone will work on their minimum product again, which they will modi-
fy based on the feedback received in the previous activity. They will have 30 minutes for 
the changes. Then each participant will have 5 minutes to present the modified product, 
including the changes they came to as a result of the previous feedback. Again, the activity 
of buyers and sellers will be repeated to ensure that each participant receives maximum 
feedback on their product.
"If you want to succeed, double the number of your failures..." (Thomas Watson Jr., use for 
reflection after the activity.)

Business Canvas
For the last activity, the trainer presents a simple spreadsheet for Business Canvas Model 
processing. He will use it to explain how to design a business model, its analysis, and its 
innovation. Participants will have 30 minutes to fill out the nine basic business model build-	
ing blocks. After each participant completes the business model, there will be a group 
brainstorming session over each segment of the Business Canvas Model (more information 
about the model and the table is in Attachment 2). They will go through the Business Canvas 
models and answer the following questions:
•	 What other value can we satisfy with the product/service? 
•	 How can we improve customer relationships? 
•	 Are there any other distribution channels? 
•	 What other partnerships will lead to product innovation? 
•	 Another option is to similarly analyze the business models of competitors and similar 	
	 entities to get inspired to create new ideas.

REFLEXION
Henry Ford: "If I would have asked people what they wanted, they'd say quicker horses." 
(Use in reflection after the activity). Participants will summarize what they have learned 
about creating a minimal product and what is still unclear and needs further explanation. 
On what do they need to expand their knowledge?
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Attachments
Attachment 1: The first airplanes (Create a minimum product)

Leonardo da Vinci, 1480

Francis Herbert Wenham, the 19th-century

The Wright Brothers, 1906
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Attachments
Attachment 2: Business Canvas Model (Enlighten yourself)

The Business Model Canvas was created by Alexander Osterwalder and is described in more 
detail in his book Business Model Generation. In his book, he points out that the classic 
business plan, often drawn up in several dozen pages, is impractical and difficult to grasp. 
The principle of this model is that all the essential information about the business model is 
clearly and concisely written down on one piece of paper. This increases clarity and ensures 
that all participants understand the company's business model in the same way and can 
quickly orient themselves and adapt even in the event of change. The basic building blocks 
of the business model are:
•	 Customer Segments – Customers are the source of income for the business. Determine 	
	 which customers are buying your products the most at the moment. Divide your cus-	
	 tomers into groups and describe them in more detail.
•	 Value Propositions – Describe what problems you are solving for the customer and what 	
	 they will gain by using your product or service. The value of the product satisfies a cus-	
	 tomer's need.
•	 Key Activities – List the main activities by which you produce products or provide ser-	
	 vices. Key activities typically include production, service implementation, communi-	
	 cation, or coordination.
•	 Key Resources – Determine what you need to carry out key activities. Key resources 	
	 include physical resources, mental resources, human resources, and financial resources.
•	 Key Partners – You need other entities for your business. These may include suppliers 	
	 or other partners.
•	 Customer Relationships – Describe how you communicate with your customers to build 	
	 long-term relationships.
•	 Channels – Determine how you contact your customer and how you deliver and distrib-	
	 ute your products or services.
•	 Revenue Streams – Describe how and what your customers are paying for. Typical 	
	 sources of revenue include, for example, the use of services payments, rent, and 	
	 subscriptions.
•	 Cost Structure – Write down all the most important costs that are associated with 	
	 your business.
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