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TOO MUCH TO BUILD AND NOT

ENOUGH TIME

TOO MUCH FEEDBACK

“PERFECTION DILEMMA”

BUILDING THE ‘RIGHT’ PRODUCT
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PROPRIETARY SOFTWARE-AS-A-
SERVICE FOR DATA MANAGEMENT

ORGANIZE ALL ASPECTS OF BREWERY

PRODUCTION FROM GRAIN-TO-GLASS

MODULAR + TIER PRICING

16 CURRENT BREWERY CLIENTS

“THE LEAN STARTUP” IN ACTION







MENTALITY OF

“LAUNCH, AND THEN EVOLVE”

BUT HOW DID WE GET TO V5.5?
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TRYING TO DIVE INTO EVERY DETAIL

OF A PRODUCT WHERE YOU LOSE

SIGHT OF THE BIG PICTURE AND

WHAT IS NECESSARY FOR THE CLIENT



VISIT POTENTIAL CUSTOMERS AND ASK THEM.

GET A CONSENSUS

WHAT’S THE MINIMUM FUNCTIONALITY TO PROVE MARKET FIT?

WHAT DOES THE CUSTOMER WANT?



WHAT IS “GOOD ENOUGH”?

DOES THE USER EXPERIENCE MATTER?

RABBIT HOLES: TRYING TO BUILD ALL FEATURES BEFORE LAUNCH

FAILURE TO LAUNCH!

THE “PERFECTION DILEMMA”



JANUARY 15, 2018

WHAT DO BREWERS THINK?

AM I ON THE RIGHT PATH?

WHAT DOES THIS TELL ME ABOUT THE MARKET?

CRAFT BREWERS CONFERENCE – MAY 2018

110 BREWERY EMPLOYEES  70 BREWERIES



(1) SIZE OF THE CLIENT

(2) QUANTIFYING HOW MANY CLIENTS HAVE TOLD YOU THIS

(3) CLIENT SPECIFIC VS. GENERIC SOLUTION

(4) IS THE CLIENT WILLING TO PAY?

(5) IS THE LACK OF THIS FEATURE A SHOWSTOPPER FOR CLIENT?

WHAT IS THE CRITERIA FOR AN UPDATE?



“EXECUTIVE”

“FRIEND”

“PROCRASTINATOR”

“FLAKER”









HOW LONG WILL IT TAKE TO BUILD THIS FEATURE?

WHAT ARE THE ALTERNATIVES?  

LOW HANGING FRUIT WITH HIGH IMPACT?

OPPORTUNITY COST ANALYSIS



BUILD A WORKSHEET!

HOW TO GET FEEDBACK FROM CLIENTS

AND DEMOS?

ALWAYS START WITH

AN “AGENDA” AND

LEAVE WITH A

“GAME PLAN”



TECH DEBT IS FINE!  

FOCUS ON FUNCTION FIRST, AND THEN ON FORM

AS YOU GROW, MORE MONEY TO ADDRESS LEGACY CODE!

TECH DEBT



BEER30 + PROCESS / QUALITY

DON’T TRY AND CHASE THE RABBIT…  
WHAT DIFFERENTIATES YOU?





BEER30 + PROCESS / QUALITY

BEER30 + INVENTORY / DISTRIBUTION

DON’T TRY AND CHASE THE RABBIT…  
WHAT DIFFERENTIATES YOU?





BEER30 + PROCESS / QUALITY

BEER30 + INVENTORY / DISTRIBUTION

BEER30 + ACCOUNTING SOLUTIONS

DON’T TRY AND CHASE THE RABBIT…  
WHAT DIFFERENTIATES YOU?





BEER30 + PROCESS / QUALITY

BEER30 + INVENTORY / DISTRIBUTION
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BEER30: NEW

CLIENT ONBOARDING

IN HOURS
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164 HOURS IN A WEEK: YOU REALLY DON’T GET YOUR OWN SCHEDULE…



HUBSPOT:

LEADS AND

DEMOS

DRIVE:

CLIENT

WORKSHEETS

TRELLO:

PRIORITY LIST

AND BACKLOG

CALENDAR:

TIME

ALLOCATION

SLACK:

TEAM

COORDINATION



START WITH FREE TRIALS

FOR CUSTOMER FEEDBACK!

UPDATE PRICING AS YOU

BUILD MORE MODULES!

PRICING

WHAT ARE CUSTOMERS

WILLING TO PAY?

COMPETITOR’S PRICE?

PRODUCT DIFFERENTIATION?



CONTRACTORS

INTERNS

DETERMINE STYLE GUIDELINES

FOR CODE

DOCUMENT AND COMMENT

EVERYTHING!



BUILDING A TEAM

• FINDING CO-FOUNDERS / C-SUITE VISIONARY IS LIKE DATING AND MARRIAGE!

• WORK WITH PEOPLE WHO YOU ENJOY WORKING WITH – YOU HAVE A CHOICE!

FULL TRANSPARENCY

• CEO / CTO / COO – TRUST YOUR PARTNERS!

• TEAM SPECIFIC LINGO – “ANT” – ASKING, NOT TELLING.
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HAVE AN IDEA!
MINIMUM

VIABLE PRODUCT

GROWTH AND

TRACTION

ALL STAGES – IDEA, MVP, OR GROWTH… 
AVOID RABBIT HOLES BY FOCUSING ON

“LAUNCH, AND THEN EVOLVE.”





CO-FOUNDER: RYAN E. ALLIS

TEAM MEMBERS

MENTORS / GUIDES / FAMILY

SAN DIEGO STARTUP COMMUNITY

BREWING COMMUNITY



“AVOIDING RABBIT HOLES! 

GROWING SOFTWARE FROM MVP TO CLIENTS.”

“IT DOESN'T GET ANY EASIER, YOU JUST GET FASTER.”

– GREG LEMOND



THANK YOU!

Please take a minute to rate this session in the Whova app.

@SDStartupWeek


