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MVP as a sprint goal

Dismantling and scaling via hypothesis



Imagine a team of nearly 30 developers, working
on an innovation tool for audio technologies and...

Before: After: | |
e a product, that after a year of e a product that drives the innovation
development does not even of the company and becomes the
has working basic functions most important platform for specific
customer applications
K /

J Two Central Lean Startup Concepts

* The Minimum Viable Product (MVP) The Pivot

A “Minimum Viable Product” Based on what you learn, you
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Step 1: Define patterns - what's going on
in the system

e N

scruminc. scruminc.

As an organization, we must

Refine & Decompose the Backlog
so that many teams can work together [

As an enterprise, we need to harness
Feedback é @
effectively to improve our process
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The IDEA - validated learning via MVP

provides highest value

e Backlog flows to self-organised & self-
designed feature-teams

e we practice groups of volunteering
experts

e CPO formulates the sprint goals as
hypothesis/MVP

e teams may work on the same hypothesis
from different point of view/customers
perspectives, etc.
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Product Owner Tries to Trace "Value Curve”
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Deliver here at the latest!
80% of value
20% of features

\MVP may be here
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Example of Dismantling: ROI of specific
customer application

Backlog AUDIOworX _
- Datei Bearbeiten Ansicht Einfiugen Format Daten Tools Add-ons Hilfe
e Each team can choose the hypothesis
~ o~ = T 100% - € % .0 .00 123- Arial - 10 - B

they would like to work on during the
sprint ; B

Hypothesis: Customer wants to seef/understad the ROI of the
1 customized appliocation but is willing to spend max. 10 min on
the calculation

2 Hypothesis Team

® g re e n — th e h y p Ot h e S i S Wa S tru e Customer wants to understand the additional costs of the

3 customized application/configuration in order to evaluate the
business value Bangalore

Customer wants to roughly calculate his potential revenues (related
4 to customized application/specification) in order to evaluate the

e red = the hypothesis was false;

5 Customer is willing to spend max 10 min for the ROI calculation Lodz

The data customer needs to calculate ite revenue is not available for
him so we have to provide an empirical basic data GEfficency

Our sales departement wants to get quickly an estimation of the ROI

. Va I i d a ted I ea rn i n g — tea m S g e n e ra te ! of an specific customer specification/configuratin Greek Geek

Customer prefers a roughly ROI calculation automaticaly creted after

Business Value even if the hypothesis has , ~osremeremmame {Bude

been proven as false .
e challenge - find early adopters :

ROI calculation for specific automotive applicatio signal flow designer basic v

+
i

Case Study by MARTA IFFLAND




Conclusion:

e Hypothesis testing as a value driven
approach in innovative, complex,
“unknown” markets

e self-emerging loop for business value
e early indicator for low business value
e Up to 3 MVPs per Sprint

e Business Value Per Point increased by a
factor of 3

Case Study by MARTA IFFLAND



