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TO FAIL FOR 
UNPREDICTABLE REASONS IS “OK” 

BUT 
TO FAIL FOR 

PREDICTABLE REASONS IS NOT ACCEPTABLE.



Post any questions in the Chat 
Window



Agenda

Overview

9 Places to find interviewees

LinkedIn Primer

Hints & Tips

What next

Q&A





Mastermind Group

People similar position as you.

Benefit of brainstorming your 
current problem/ideas.

Only 8 people.

Starting on Thursday, 23rd May

Email brian@briandorricott.com



LaunchFinanceSolutionProblemDiscovery

Why What How Can Now



LaunchFinanceSolutionProblemDiscovery

Job to 
be done

Gains

Pains

Customer’s world

Interviews

Knowledge



Impact on your project

Right First Time

Become Expert

Know the Customers’ World

Find the First Customers

Learn the Language

Discover Correct Pricing



Previously we covered the four parts

What are they (in order)?

A. Open, Introduction, Discovery, Close
B. Demographics, Introduction, Conversation, Close 
C. Open, Demographics, Discovery, Close
D. Demographics, Discovery, Conversation, Close



I’m sure you got it!

Know what assumptions you want to test.
Asking without “leading the witness”.

Ask about the past.



Go where your potential customers go.

> > >



The Nine



1: Friends, family, neighbours, colleagues

Suitable for getting used to interviewing

Easy starting point

Beware they may be “nice”!



2: Meetups & Eventbrite

Check subject of interest

Paid v. unpaid

Talk to organiser first



3: Online groups

Some better than others…
Facebook

LinkedIn

Web forums



4: Shops / Malls

Challenging – people usually in a rush

Be presentable

Look for queues

People leaving specific shops



5: Conferences & Exhibitions

Review all speakers
Who should you speak to?

Don’t take a booth
Routed to spot, seen as “needy”, exhausting

Arrange meetings beforehand

Spare time
Speak to booth holders

Coffee queues



6: Trade Associations

Research committee 

Any events?

(LinkedIn)



7: Print Media

Obtain papers, magazines, etc. your customers would buy

Find authors (LinkedIn)
Reference article



8: Competitors / collaborators

Can be challenging…

“Mystery shop”
How do they respond to you?

Ask questions a customer may ask.



9: Regulators, Authorities & Councils

Look for “education” events

Find speakers (LinkedIn)



– the Discovery Tool

Cost?

Your profile

Company Search

Finding someone in a company

Making contact



$65pm$30pm USD



Your profile 













Finding people in target company

Let’s find the CEO of Woolworths…



woolworths









Finding type of person

• Lets find Analyst at Woolworths

















Making contact

Look for common connections
Excuse to call a friend?

A recent post?

Keep it very short

Around 20% success rate



And finally… Tricks of the trade

Try out different introductions

Ask for leads

Go with a friend

Try different times day/days of week

Calendar Invites

Record and review afterwards



Future webinars

What would you like a future webinar to be:

A. Where to find more interviewees?

B. How do I combine all my interview results 
to obtain Insights?

C. Introduction to finance (fixed & variable 
costs, gross & net profit)

D. Company structure and offering equity



Next webinar: Where to find interviewees

Wednesday, 17-Apr-19

Same place, same time

Invite others!



What next?

https://www.briandorricott.com.au/webinar-190320/



Mastermind Group

People similar position as you.

Benefit of brainstorming your 
current problem/ideas.

Only 8 people.

Starting on Thursday, 23rd May

Email brian@briandorricott.com



Any Questions


