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Evaluating Meaningful Differentiation

Innovation drives competitive advantage, but not all innovation creates customer value. This worksheet helps you
assess whether your solution offers meaningful differentiation that customers will perceive, value, and choose.
You'll evaluate innovation type, customer value connection, competitive positioning, and defensibility. The goal is
honest assessment of whether your innovation justifies customer switching or initial adoption.

What This Worksheet Covers

This assessment has six parts: (1) describing your innovation clearly; (2) classifying innovation type; (3) connecting innovation
to customer pain points; (4) analyzing competitive differentiation; (5) evaluating defensibility against copying; and (6)
documenting validation evidence. Together, these reveal whether differentiation is substantial enough to drive customer
adoption.

How to Use This Worksheet

Be specific about what makes your solution different, not just better. 'Better' is subjective; 'different' can be
demonstrated. Focus on differences customers actually care about—many innovations entrepreneurs
consider important are invisible to customers. Honest competitive analysis is essential; pretending
competitors don't exist or dismissing their strengths leads to failure.

Why This Matters

Even strong demand won't help if customers can't distinguish you from alternatives. Innovation without
customer value is waste. This assessment prevents building 'me too' solutions that customers ignore
despite genuine effort and investment. Meaningful differentiation is what converts awareness into adoption.

What You Will Gain

CLARITY REALISM STRATEGY

Identify where to invest in strengthening
differentiation

Articulate exactly what makes your solution
different

Honest assessment of competitive strengths
and gaps

m Time Required: 40-50 minutes

m Best Approach: Complete after Worksheet 4.1 (Demand Assessment)
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Innovation Description

Describe what is new or better about your solution compared to alternatives:

Innovation Type

Check all innovation types that apply:

E] Technological (new technology enabling new capabilities)

E] Business model (different approach to value creation/capture)
E] Process (more efficient delivery of existing value)

E] Market (serving underserved or differently served segments)

E] Design/Experience (superior usability, aesthetics, emotional connection)

[ other:

Customer Value Connection

Which customer pain points does your innovation address?

1.

2.

3.

For each pain point, how much better is your solution than alternatives?
Pain Point 1: []slighty []Moderately [ ] Significantly  [_| Dramatically better
Pain Point 2: []slighty []Moderately [ ] Significantly ~ [_| Dramatically better

Pain Point 3: []slighty  []Moderately [ ] Significantly  [_| Dramatically better
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Feature Classification (Kano Model)

Must-Have Features (customers expect these):

Performance Features (differentiate your offering):

Excitement Features (unexpected delighters):

Competitive Differentiation

List your top 3 direct competitors:

1.

2.

3.

For each competitor, what do they do better than you?

Competitor 1:

Competitor 2:

Competitor 3:

What do you do better than all competitors?

Defensibility

What prevents competitors from copying your innovation?
|:| Patents or intellectual property

|:| Technical complexity or specialized expertise

|:| Network effects (value increases with users)

|:| Brand and reputation built over time

|:| Exclusive partnerships or relationships

|:| Economies of scale

|:| None - innovation is easily replicable

How long before competitors can replicate your key innovations? months
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Validation Evidence & Confidence

Validation Evidence
[] Cconcept testing (__ customers, % positive)
[[] Prototype testing (____ users)
[] Feature prioritization surveys (_____ responses)
[[] competitive comparison testing

[[] Beta program ( users, retention rate: %)

[[] customer interviews revealing frustration with alternatives

[] other:

m Confidence Assessment

Innovation Strength Score (1-10, where 1=no differentiation, 10=revolutionary):

/10

What are your three biggest innovation-related concerns?

1.

2.

3.

What additional testing would increase confidence?

[0 Next Steps

If your innovation strength score is 6 or higher with clear differentiation, proceed to Worksheet 4.3 (Feasibility

Assessment). If your score is below 6, strengthen your innovation before proceeding. Remember: even strong
demand requires meaningful differentiation to convert awareness into adoption.
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