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technology-focused problem-focused
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Products 
solve problems 
for personas. 

7

About the Instructor
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Developer
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Sales engineer 

11



5/9/26

6

Sales 
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Product manager
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Turn good ideas into 
successful products 

systematically
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Evolution of a company
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https://pixabay.com/photos/technology-servers-server-servers-
1587673/
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https://www.pagerduty.com/blog/decade-of-duty/
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95%
failure rate for over 

30,000 new products 
introduced every year
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“I talked to a guy.”

23
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“If we build it, 
they will come.”

24
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80%
of features in the typical software 
product are rarely or never used.

According to Pendo,

25
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25% 
of iPhone apps in the app store have 

never been downloaded

PhoneArena reports
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The market of many
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What if we found ourselves building 
something that nobody wanted? In 

that case, what did it matter if we did it 
on time and on budget?

Eric Ries, author, Lean Startup

28
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Are you delivering something 
that customers want?

29
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LEARN

LEARN
Continuous learning is at the core of Quartz. Learn at every step and 
adjust your plans accordingly.
DEFINE and COMMIT
Before investing in a new idea, whether a new product, a new 
initiative, or a new launch, know whether it is worth it for your 
organization, where it fits in your portfolio, and what people will 
benefit.

DESCRIBE and CREATE
With the approval to proceed with the innovation, lay out the vision 
and goals of the project, define who will buy and adopt the innovation, 
and start creating.
PREPARE and DELIVER
Concurrent with product creation, prepare your internal teams to 
deliver to your market and customers. Come up with go-to-market 
plans and define launch goals. As you execute, consider what has and 
has not worked and feed that information back into the organization.

DELIVER

PREPARE

CREATE

DESCRIBE

COMMIT

DEFINE

31
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LEARN

32

© Product Growth Leaders

DEFINE 
problems to solve

COMMIT 
the resources

DESCRIBE 
problems with stories

CREATE 
winning solutions

PREPARE 
the teams

DELIVER 
to market

LEARN

33
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CREATE

34

© Product Growth Leaders

Plan 
the right 

things

Build 
what you 

plan

Sell 
what you 

build

DELIVER

PREPARE

CREATE

DESCRIBE

COMMIT

DEFINE

35
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One-page Business 
Case [Product Brief]

36

PRODUCT BRIEF

37



5/9/26

19

© Product Growth Leaders

?

New product 
or option

Feature Requests

Backlog

Product Brief

Problem Story

38
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PRODUCT BRIEF

40

DEFINE THE 
PRODUCT

writing-3118699_192041
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

42

ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

Your customers have problems. 
How are you uniquely qualified to solve this 

in a way that your competitors 
cannot or will not?

44

ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

There’s a problem… …that we can solve.

47
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

About the 
customer 

About your
organization

48

ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

? ? ?

?

?

?
?

?
?

? ?
?
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

✓ ✓ ✓

✓

✓

✓

✓

✓

✓

✓ ✓

✓
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION
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ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

Teams need to schedule meetings with multiple people in 
multiple organizations. 

All office professionals need help scheduling multi-
participant meetings across multiple organizations. 
Embed multi-participant scheduling into popular apps with 
little or no customization

We will leverage the tools 
marketplace of CRM and 
marketing offerings

Email available dates and 
times to everyone.

Ten referenceable 
customers in 2Q
90% monthly renewals

Subscriptions

Development 
Promotional
Support
Marketplace fees 

Codename: multi-party scheduler

Establishing credibility with 
corporate buyers
PosiJoning against single-
user schedulers 
Resistance to change

Office professionals

Be the first multi-participant, multi-organization schedulerDepartment heads
IT buyers

Office professionals with lots 
of meetings.

EX
AM

PL
E

Put example in handout

52

ALTERNATIVES

EXECUTIVE SPONSOR

OPPORTUNITY

COSTSADVANTAGE
 

SUCCESS METRICS

REVENUEPROBLEM

BUYER PERSONA USER PERSONA

PRODUCT

STATUS

RISKS

MARKET or SEGMENT

WRITTEN BY

VALUE to MARKET

Product Brief

VISION

Define the product, problems, and personas for a product or initiative

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

PRODUCT DESCRIPTION

53
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PRODUCT BRIEF

54

© Product Growth Leaders

Photo by Alejandro Escamilla on Unsplash

ASSIGNMENT

Define your product with a 
Product Brief
What information needs to be 
validated? 
How will you implement the 
product journal?

55
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Market Insights 
through Customer 
Conversations

56

© Product Growth Leaders

POLL
How many customers have you 

talked with this year?
None
A few
A lot

57
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https://pixabay.com/photos/lamborghini-sports-car-luxury-car-2137815/58

https://pixabay.com/photos/human-person-old-path-walk-walker-339509/59
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“Make 10 calls 
each quarter 
to get your 
bonus.”

https://pixabay.com/photos/review-opinion-feedback-stars-
5207277/

60
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You skipped 
a few steps

62

© Product Growth Leaders
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© Product Growth Leaders

65
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New Product Introduction

NPI process animated 03/08/26
Animated by column.

What is the 
problem?

Should 
we solve 

it?

Are we 
ready to 
offer it?

66
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From Idea to Market

What is the 
problem?

Should 
we solve 

it?

Are we 
ready to 
offer it?

67
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The Steps from Idea to Market

What is the 
problem?

Should 
we solve 

it?

Are we 
ready to 
offer it?

Customer conversations you 
should be having
• Persona definition
• Problem discovery 
• Solution validation
• Win/loss interviews

Get the presentation at 
PGL.FYI/g/conversations

68

Stop trying to engineer your way 
out of listening to people.

Ashley Rolfmore

69
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Customer conversations are not a 
research technique. They are a 

leadership behavior. 

70
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During…

Learn about…

Pre-purchase

1

Problems

Post-purchase

2

Buyer’s journey

Implementation

3

On-boarding

Production

4

Usage

What you learn and when

73
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Post-purchase Implementation ProductionBuying

1 2 3 4

During…

Learn about…

Pre-purchase

1

Problems

Post-purchase

2

Buyer’s journey

Implementation

3

On-boarding

Production

4

Usage

Buying

74

Spencer Silver, a scientist at 
3M, developed a weak, 
reusable adhesive.

Photo by Steve Johnson75



5/9/26

37

Art Fry had a problem with 
bookmarks falling out of his 
hymnal and created prototype 
Post-It Notes.

Photo by Steve Johnson76

People liked the notes — but liking 
something in a hallway demo is not 
the same as changing behavior at 
work.
So instead of guessing, 3M sent Post-
it Notes to administrative assistants 
at large companies.

https://pixabay.com/photos/post-it-notes-sticky-notes-note-1284667/77
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Feedback From
• Leadership 
• Sales
• Services
• Success
• Support
Combined with: 
• Personal 

experience 
• Domain expertise

https://pixabay.com/photos/woman-headphones-music-girl-smile-977020/78

© Product Growth Leaders

Customer expertise is a 
critical aspect of product 

management—and 
customer conversations help 

you achieve it.

79



5/9/26

39

© Product Growth Leaders

Who has a story to tell about 
insights from a customer 

conversation?

80
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FOUR TYPES OF RESEARCH 
Persona definition
Problem discovery 
Solution validation
Win/loss interviews

81
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Persona definition

82

q  DECIDES
q  APPROVES
q  CONSULTED
q  USES

Persona name

Title or other terms 
for this persona

83
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This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

q DECIDES
q APPROVES
q CONSULTED
q USES

Copy the square from the 
slide master and paste onto 
your template to indicate 
the persona’s roles.

SEGMENTS

PRODUCT WRITTEN BY

Personas Summary

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

Summary of the kinds of people who buy and use our product

q DECIDES
q APPROVES
q CONSULTED
q USES

Copy the square from the 
slide master and paste onto 
your template to indicate 
the persona’s roles.

Personas Summary

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

q DECIDES
q APPROVES
q CONSULTED
q USES

Summary of the kinds of people who buy and use our product

Sam the 
Senior Analyst

20 years 
experience

BS in Computer 
Science

Jane the 
Junior Analyst

<1 year 
experience

MBA 

84

Problem discovery 

85
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“Help! Our database 
is filled with ‘Mr. and 
Mrs. records!’”

russia-95311_192086

Solution validation

87
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The first Palm 
Pilot was a block 
of wood that fit 
into a shirt pocket.
“Apps” were 
paper printouts 
glued to the block.

88

Kickstarter is an 
example of a 

service that does 
quantitative 

validation with 
prototypes.

89
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Be sure you understand the 
problem before sharing your 

solution.

90

THE MOM TEST
They say you 
shouldn't ask your 
mom whether your 
business is a good 
idea, because she 
loves you and 
doesn't want to hurt 
your feelings. 

https://pixabay.com/photos/beach-mother-son-family-
vacation-7077223/
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The town had one 
small hardware store.
Secondary research 
revealed a new 
market need.
Five chains opened 
stores.
All five, plus the 
original one, went out 
of business. 
Now there’s no 
hardware store. 

https://pixabay.com/photos/workshop-tool-drill-screwdriver-
66823/

92

AI, machine 
learning, and data 
science are 
secondary 
research tools.

93
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“Because I didn’t 
trust you yet.”

Image by Tina Koehler from Pixabay
https://pixabay.com/photos/video-conference-video-call-5020951/94

© Product Growth Leaders

Customer conversations can give 
you insights that secondary 

methods will never have.

95
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Excellent

Very Good

Good

Average

Poor

✓

96

© Product Growth Leaders

To succeed, products must 
solve problems that are

vital to the buyer, 
valuable to the user, and
viable for your business.

97
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Photo by Alejandro Escamilla on Unsplash98

Win/loss interviews

99
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Salespeople 
rarely learn 
the complete 
story. 

https://artist.scop.io/image/man-in-white-dress-shirt-wearing-black-framed-eyeglasses-9100

Typical CRM reason codes

Check all that apply
Pricing was not competitive
Product not good enough

☐ No longer needed the product
☐ Chose internal solution
☐ Other

101
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60%
of salespeople are wrong about why 

deals are won or lost

A survey of B2B buying decisions revealed

103
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of salespeople are partially 
wrong about why deals are won 

or lost

of salespeople are completely 
wrong about why deals are won 

or lost

28% 32%

104

© Product Growth Leaders

Who should do 
win-loss interviews?

(Hint: not salespeople) 

105



5/9/26

52

https://pixabay.com/photos/kids-football-games-tackle-sports-56952/106

© Product Growth Leaders

Here’s the trick: 
Don’t call it win-loss analysis.

107
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https://pixabay.com/photos/kids-football-games-tackle-sports-56952/

WIN

Customer 
Success Stories

108

https://pixabay.com/photos/kids-football-games-tackle-sports-56952/

LOSS

Competitive 
Analysis

109
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What should I know about your role? 
What problems were you trying to 
solve?
What products did you explore?
What did you learn?
Which did you choose and why? 

Key Questions

http://www.flickr.com/photos/philgerb/532663899/110

Get buy-in from 
senior leadership (or 
else you will never 
get a Win-Loss 
program).
Great salespeople 
love learning about 
wins and losses.
Accept that some 
salespeople resist 
having their buyers 
interviewed. 

112
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AI tools turn your 
sales call recordings 
into actionable 
insights.
What are customers 
saying? 
How are they reacting 
to new pricing, 
messaging, or feature 
rollout?

113

© Product Growth Leaders

Get buy-in from senior 
leadership (or else you will never 
get a Win-Loss program).
Great salespeople love learning 
about wins and losses.
Accept that some salespeople 
resist having their buyers 
interviewed. 
If using an outside firm, ensure 
the interviewer has relevant 
experience.

114
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GUIDELINES
q Use an interview guide aligned 

with your research objectives.
q Focus primarily on deals that 

have closed recently.
q Share analysis across multiple 

wins and losses, never from one 
deal.

q Don’t share specific client details 
and verbatims.

https://pixabay.com/photos/psd-writing-hand-write-writing-1901832/115
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Understand why people buy 
and why they don’t 

with win-loss analysis.

(Just don’t call it that.)

116
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Photo by Alejandro Escamilla on Unsplash

ASSIGNMENT

Interview someone to 
understand a recent or planned 
purchase. 
Gather information necessary to 
define their persona, discover 
problems, and validate the 
solution. 

117

Prioritization for 
Business Value  
[IDEAS]

122
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IDEAS

123

https://www.istockphoto.com/photo/leaking-roof-gm117230091-6909815124
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PROBLEM TO SOLVE FOR WHOM

IDEA or STORY PRIORITY (I*D*E*A*S/E)

IMPACT OF PROBLEM DISSATISFACTION EVIDENCE

M
AR

KE
T

ADVANTAGE TO US STRATEGIC ALIGNMENT EFFORT TO DELIVER

OR
GA

NI
ZA

TI
ON

IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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PROBLEM TO SOLVE FOR WHOM

IDEA or STORY PRIORITY (I*D*E*A*S/E)

IMPACT OF PROBLEM DISSATISFACTION EVIDENCE

M
AR

KE
T

ADVANTAGE TO US STRATEGIC ALIGNMENT EFFORT TO DELIVER

OR
GA

NI
ZA

TI
ON

IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

What problem are you trying to solve? For whom?

126
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PROBLEM TO SOLVE FOR WHOM

IDEA or STORY PRIORITY (I*D*E*A*S/E)

IMPACT OF PROBLEM DISSATISFACTION EVIDENCE

M
AR

KE
T

ADVANTAGE TO US STRATEGIC ALIGNMENT EFFORT TO DELIVER

OR
GA

NI
ZA

TI
ON

IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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127

PROBLEM TO SOLVE FOR WHOM

IDEA or STORY PRIORITY (I*D*E*A*S/E)

IMPACT OF PROBLEM DISSATISFACTION EVIDENCE

M
AR

KE
T

ADVANTAGE TO US STRATEGIC ALIGNMENT EFFORT TO DELIVER

OR
GA

NI
ZA

TI
ON

IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

Impact Dissatisfaction Evidence

129



5/9/26

61

PROBLEM TO SOLVE FOR WHOM

IDEA or STORY PRIORITY (I*D*E*A*S/E)

IMPACT OF PROBLEM DISSATISFACTION EVIDENCE

M
AR

KE
T

ADVANTAGE TO US STRATEGIC ALIGNMENT EFFORT TO DELIVER

OR
GA

NI
ZA

TI
ON

IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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IDEAS Worksheet
Profile the impact and value of an idea or story

RATING METHOD where 1 = low

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

141

IDEA or 
STORY 

MARKET ORGANIZATION
PRIORITY 
I*D*E*A*S/EIMPACT OF 

PROBLEM

DISSATISFACTION 
WITH CURRENT 

SITUATION
EVIDENCE ADVANTAGE 

TO US
STRATEGIC 

ALIGNMENT
EFFORT TO 

DELIVER

Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

Elephant 5 5 5 4

Horse 3 4 2 3

Zebra 1 1 1 1

Bear 4 3 3 5
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

Elephant 5 5 5 4 4

Horse 3 4 2 3 3

Zebra 1 1 1 1 2

Bear 4 3 3 5 5
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

Elephant 5 5 5 4 4 4

Horse 3 4 2 3 3 2

Zebra 1 1 1 1 2 2

Bear 4 3 3 5 5 5
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.

Elephant 5 5 5 4 4 4 500

Horse 3 4 2 3 3 2 108

Zebra 1 1 1 1 2 2 1

Bear 4 3 3 5 5 5 180
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Inspired by this drawing…

https://www.milanicreative.com

Get 100% of 
something 

instead of 20% 
of everything.
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Pursue the vital few among 
the compelling many.
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Prioritize with IDEAS

RATING METHOD where 1 = low

Profile the impact and value of product initiatives

WRITTEN BYFOR

Impact of the Problem is your customers' perception of how the problem affects their organization—reduced productivity or revenue, for 
instance.
Dissatisfaction relates to their lack of satisfaction with the existing state. Are they annoyed or frantic? Do they care just a little or a lot? 
Evidence is how many are experiencing the problem where 1 is only a few and 5 is all customers. And if you have NO evidence, you can use 0—
which will force the priority to be zero until you have done some research.
Advantage to us represents the importance to your organization—this could be alignment with strategic or technology initiatives or simply 
impact in increased revenue or cost savings. 
Strategic Alignment is the extent to which this idea aligns with current or future organizational strategy. It counter-balances strategic items over 
items with smaller effort.
Finally, the Effort to deliver embraces the logic that if two things are roughly the same, work on the easier one first—so this format skews in 
favor of the easy stuff.
Define your Rating Method to provide guidance to the team when scoring items. Some teams use a simple 1-5 scoring, others prefer the 
Fibonacci sequence of 1, 2, 3, 5, 8, 13, 21, and so on (each value is the sum of the prior two values).

This template was developed by Product Growth Leaders for Quartz Open Framework and is provided under a Creative Commons Attribution-ShareAlike 4.0 International License.
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Photo by Alejandro Escamilla on Unsplash

ASSIGNMENT

Create an IDEAS worksheet for a 
planned initiative.
Determine your top priority 
using the IDEAS spreadsheet to 
prioritize up to 5 initiative
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