From Ildea to Product-Market Fit
eeeeee 8 Key Questions Startups Should Ask

A common adage in the startup world is that the product you launch rarely ends up being the one you
scale. New ventures often evolve - sometimes dramatically - as founders learn what customers really
need. This evolution is part of the journey to product-market fit (PMF) - that coveted alignment where your
offering resonates so deeply that users can’t imagine life without it. Below, here are 8 questions to ask
yourself when crafting and refining your startup idea to be more confident it's both viable and scalable.

1. Are You (and Your Team) the Right Fit for This Field ?

» Expertise & Experience : Do you have specific domain knowledge or technical competencies that
give the team an edge ? For example - If you're building in Al, is someone on your team well-
versed in machine learning, how to deliver meaningful new value and improve outcomes, etc.?

If you're tackling healthcare, do you deeply understand compliance, patient workflows, hospital
procurement, clinic procedures, medical practitioner concerns, etc. ?

« Signal to Investors & Partners : The right founding team not only builds trust with potential
customers but also reassures Investors that you're smart enough to identify and solve a real
problem / issue, you’re able to address tough industry challenges, you can effect change in
Customer organizations, your solution delivers meaningful value, etc.

Why It Matters

A big part of PMF is the ability to iterate quickly and empathize with a major business problem or user
pain. If you’re immersed in the space - either as a user or subject-matter expert - you'll spot issues faster
and pivot more quickly with a quality solution.

2. How Big Is the Potential Market ?

* Market Size : Investors often look for markets capable of sustaining multibillion-dollar outcomes.
Typically, there should be a total addressable market (TAM) of at least several billion dollars if
you’re seeking external funding.

*  Growing or Mature Industry / Business ? : If the market is rapidly expanding (think Al, XR, or
climate tech) to ride a wave of rising demand to accelerate growth.

Why It Matters

An otherwise incredible product that only a tiny sliver of people need may not satisfy venture-backed
returns. Understanding the difference between a niche, profitable business, and a market big enough for
exponential scale helps set expectations and the right trajectory early on.
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3. Is There Competition - And Why That's Good

» Since there are always alternatives or competition, clearly indicate why your solution is superior
or has high appeal. If you see zero competitors, that often implies zero market demand or a sign
you haven'’t searched thoroughly enough.

» Uniqueness : The key is how you differentiate. Are you cheaper, faster, or more specialized ?
Do you solve an overlooked problem or can you create an opportunity ?

Why It Matters

A robust competitive environment signals real customer needs. The question is how your offering stands
out - with specialized features, brand, distribution, domain knowledge, etc. This differentiation can morph
and should evolve as you pivot to find a strong PMF.

4. Do You Genuinely Care About the Problem ? Would You Use (or Buy) the Solution ?

» Founder Passion : Are you excited enough to keep pushing through inevitable setbacks ?
Recognize high founder passion can be a competitive edge, fueling resilience, increasing
resourcefulness, etc.

»  First Test : If you wouldn’t adopt or pay for your own product, it's a red flag. That often signals a
made-up or shallowly validated concept.

Why It Matters

Since building a business is demanding, if you lack genuine passion and determination, you’ll struggle to
push forward when times get tough. Passion also translates into authenticity when engaging with
customers and investors.

5. Has Technology Evolved to Enable Something New ?

» Tech Shift : Think Al, blockchain, faster broadband, or cheaper sensors — that enables a major
leap in enabling new capabilities, better user experiences, cost savings, additional revenue, etc.

+ Implementation Advantage : Being early to leverage these changes can position your startup as
an innovator in an otherwise old-school market.

Why It Matters

Sometimes, an old problem becomes newly solvable. For instance, sub-5G latencies might unlock real-
time streaming or advanced VR. Recognizing these shifts can open windows for market entry that
incumbents have yet to seize.
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6. Are You Entering at the Right Time, Exploiting Adjacent Markets ?

« Similar Products, Different Needs : Instead of direct competition, you may see a related product
that serves a different primary need. For example, an e-learning platform focusing on micro-
certifications while giants handle broad online degrees.

» Look for New Markets or Overlooked Niches : Latching onto an “ adjacent ” community or
identifying a new market is a new business opportunity. For instance, specialized remote
collaboration for laboratory scientists versus generic video conferencing.

Why It Matters

If a large player covers 80 % of the main industry, that leaves various unique or specialized organizations
or people that are underserved. Identifying “ adjacent markets ” or an emerging market can fast track
creating opportunities and achieving sales with a quick path to PMF.

7. Is the Business and the Platform Scalable ?

*  Growth Mechanics : How do you foresee scaling the platform, business, distribution, etc. ? Are
you reliant on direct sales and/or social media and/or viral user-driven references ?

» Infrastructure : If the solution involves substantial manual labor or a single point of failure (like
founders personally doing all tasks), there is limited ability to scale.

* Investor Compatibility : External investor backed startups typically target massive expansion in 5
to 7 years. If your idea is limited or has minimal growth potential, the company may not be a fit for
that model (though it could still be a good opportunity — if you can generate impressive financial
results).

Why It Matters

Even if you address a real problem and find paying customers, the inability to grow beyond a certain point
could deter top-tier investors. Scalability is vital in markets where the fastest mover often claims winner-
take-all economics.

8. Accept That Constant Evolution (and Pivoting) Is Normal

» lterate Quickly : Early on, your idea will morph repeatedly as you discover what resonates with
real users. Embrace these pivots rather than clinging to the original vision.

* Prototype & Test : Release minimum viable products (MVPs), gather feedback, refine. Each
iteration sharpens your path to PMF.

« Example : Twitter started as a side project of a failing podcast platform (Odeo). Airbnb was initially
just renting out airbeds during design conferences. Today, these are giants because they pivoted
quickly and intentionally.

Why It Matters

Adaptability is a startup’s greatest strength in the quest for product-market fit and commercial success.
Examples of this are the many legendary startups that found their “ big idea ” hidden within early user
feedback or unexpected user behavior.
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Conclusion

When shaping your startup idea, it's not just about having a cool concept; it's about tackling a real
problem, in a large enough market, with the right conditions for scale and a deeply committed team.

The guiding questions above can help you spot red flags early and refine your path faster. Recognize that
even the most promising concept will likely evolve - that’s part of discovering PMF.

Ultimately, the core question is whether your startup is venture-scalable and can become a must-have
solution in a fast-moving, growing market. If you can confidently say “ yes ” to these eight attributes,
you're off to a strong start. And for feedback on your self-analysis, collaborate with others who are
knowledgeable and have a shared interest in making good on the opportunity.
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