
PROTOYPING THE BUSINESS KIT

Tools we have made

In the course of our work in supporting 
new ideas in immersion, automation and 
data we have developed our Protopying 
the Business Programme, and we have 
made some new tools to help you to think 
about your offering, your way of working 
and operating a business, and how you 
communicate that to others.

This set of tools are designed to help you 
to dig into some essential aspects of your 
creative business, for example: 

- understanding and creating a closer 
conversation with your audiences; 
- knowing your market and how you can 
get to it
- considering the different business forms 
possible and selecting the one that fits for 
you and your values
- establishing the right business model for 
you and your idea,
- aligning with your visions, values and 
culture to make the business that works for 
you.

Work on them alone or as a team

All of these tools can be used alone, or with 
the rest of your team, so that everyone gets 
to contribute to the thinking, and you get 
more brains thinking with you.

Feedback

We are always interested in hearing how 
people use these, and there is a link on 
the tools for any feedback you have about 
using them. Please send any feedback to 
gill.w@watershed.co.uk.

INTRODUCTION

If we are making anything that we want other 
people to be interested in, help us with, but 
or invest in, we need to have an idea about 
who we are making it for. Its more than that. 
We need to truly care about the people we 
are making it for. This shows up in the finished 
thing - we can see where people have been 
considered in the design of the product, service 
or experience. In particular we can see where 
they have not been considered. 

WHAT THIS TOOL IS FOR

This tool helps you to identify just who you 
are making this for, and to check whether your 
thinking is right over time. 

WHEN TO USE THIS

You can do this at the start of your 
development, and you might like to return to 
it over time, as sometimes we get clearer on 
our audiences as we progress. Sometimes our 
audiences change, as we discover those we are 
not servicing, who also need what we have.

1. YOUR AUDIENCES

HOW TO USE IT

Start by taking a stab at who you think are your 
audiences, and why you think that. List them, 
and what you know about them. Our list of 
questions will help you. Continue by exploring 
what it is you know - and especially what you 
don’t know about them by completing the kinds 
of questions on the second sheet.

WHAT DO YOU GET FROM IT?

Knowing what you don’t know about them 
is the essential part, so that you don’t build 
a business based on assumptions about who 
wants it. The more proof you have they there 
is a genuine need and appetite for it, the more 
you will find getting funding and investment a 
possibility.
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WHO ARE THEY?
DESCRIBE THEM IN AS 
MUCH DETAIL AS YOU CAN

WHERE MIGHT THEY LIVE?

WHAT WORK MIGHT THEY 
DO?

WHAT DIFFERENT MEDIA 
MIGHT THEY TAKE NOTICE 
OF?

WHAT MIGHT THEY CARRY 
AROUND WITH THEM?

WHAT TECHNOLGIES MIGHT 
THEY USE?

WHERE MIGHT YOU FIND 
THEM RELAXING?

WHAT MIGHT THEY SAY 
ABOUT THEMESLVES?

WHAT MIGHT YOUR 
PRODUCT/SERVICE/
EXPERIENCE/PLATFORM DO 
FOR THEM?

WHAT ELSE MIGHT THEY 
CONSIDER AS WELL AS 
YOURS?

WHERE MIGHT YOU 
ENCOUNTER THEM?
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