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1. Provide a general description of target 
users (Who)

2. Describe the problem and the user 
needs this solution addresses and the 
typical scenario of use (What)

3. What are the user-centered design 
objectives: functionality, ease of use, 
efficiency, effectiveness, satisfaction, 
learnability? (Goals)

4. How will these objectives be achieved 
and measured? (How)

5. Who are the users or organizations 
involved in the testing process?

6. What are user reactions to prototypes? 
What are unresolved user problems?

7. How can unresolved problems be 
addressed?

8. Does full use of this product require a 
user to be trained or informed?

USER CASE
Completing these eight questions 
will guide user-centered value.
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1. Background and context
What is this about? How will this have 
long-term value? What internal or industry 
factors suggest a need for this concept?

2. Business or strategic value
Why is this concept important to the 
organization? Why is it important now? 
What  are the brand’s aspirations and how 
does this idea advance them? What other 
impact does this idea have on the brand?

3. Value proposition
How will users benefit from this idea? 
What unmet needs does it fulfill? How will 
influencers and buyers benefit from this 
idea? How would target buyers compare 
this idea to other options? Describe the 
customer’s price/value relationship.

4. Solution set
What are the basic elements of the product, 
service, or experience? How provocative 
is the solution? What is its “call to 
action”?What are the choices or variations 
to the basic solution (finishes, options, etc) 
and why are these required? Describe 
product, price, place, and promotion.

5. Implementation
Can this idea be implemented within the 
existing business structure? If not, what 
new structures are required? Does the 
organization currently have the necessary  
competency and capabilities? If not, 
what is required and how would they be 
acquired? How would the organization 
implement the idea?

6. Opportunity scale
What is the size of the opportunity (dollars, 
units, users, business)? Does the idea 
create a brand new market or add to the 
organization’s existing market? Is this a 
niche or mass market opportunity? What 
are the market segments?

BUSINESS CASE
Completing these ten questions 
will guide business value.
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7. Opportunity window
Is this idea aimed at early adopters? If 
so, when will mass market opportunity 
mature? Is this idea aimed at a mainstream 
market? If so, what is the duration of the 
opportunity? Is this idea time dependent? 
How long will it take to implement the idea? 
What factors could cause the window of 
opportunity to close unexpectedly?

8. Financial implications
What are the financial targets for this idea? 
What is the capital investment required 
to implement the idea? Why is this idea 
a valuable investment relative to other 
investment opportunities?

9. Competition
What are similar products? How does 
this idea bring the organization to new 
industries or competition? What is unique 
about this idea from its competition? 
Could the organization become a leader in 
providing this product?

10. Strengths, Weaknesses, Opportunities 
and Threats (SWOT) analysis

What are the threats or risks associated 
with this idea? What must one believe to 
endorse the viability of this idea? What 
circumstances could prevent the success 
of this idea? What are the key drivers that 
could hurt the idea’s likelihood of success?


