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Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

Product Market Fit (PMF
Customer Satistaction Score (CSAT
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Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

Customer Satisfactio

Customer b

fort Score (C

Product Market Fit (PMF) = RETENTION
n Score (CSAT) = SATISFACTION

-S5) = INTERACTION

Net Promoter Score (NPS) = INTENTION



Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

“ _KINFuUuA1/USNIS X

vinnan Iiddnunelunann Product Market Fit (PM F) =

1S9 YNIANNISWAR
nu9:=§anagls...”

“How disappointed would you be it you coulo
no longer use this product?”

|. Very disappointec

7. Somewhat disappointec

3. Not disappointed (it isn’t really that usetul)
4. N/A -1 no longer use [product]

FIT

Training Workshop: New Gen Muslim Boot Camp 15.02.2020 presente d by Anuwat Churyen



Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

Customer Satisfaction Score (CSAT) =

“How would you rafe your overall satisfaction with
the [goods/ service] you received?”

I. Very unsatisec

ONLY 2. Unsatisec

_ o, v positive 3. Neutro
“ ..Aavannnuln(s responses

dun1/usnas X
unowwuwolvaglus:=auln...”
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CSAT (average)=

CSAT (percentage)=

4

Somewhat
satisfied

sum of all score values

number of all scores

number of all positive scores

number of all scores

o

Extremely
satisfied

X100

Example;
n = 50, average = 3.54

1= 5(10%)
2= 8(16%)
3= 2(4%)
4= 25 (50%)
5= 10 (20%)
= 0.7
— 70%



Example;
n = 50, average = 3.54

1 2 3

1= 5(10%)
ither 2 = 8( 6%)

e = 3= 2 (4%)
dissatisfied 4 — 25 (50% )
5= 10 (20%)

sum of all score values

CSAT (average)= - (25+10)/30

number of all scores

number of all positive scores

number of all scores




Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

Customer Effort Score (CES)

“To what extent do you agree with the following statement:
The company made it easy for me to handle my issue.”

“  Bavnnnuln(s

dun1/usnas X
SInsunoua:nonaglus=aula...”




Customer Effort Score (CES)
Question

To what extent do you agree or disagree with
the following statement:

The company made it easy for me to handle my issue.

. Strongly disagree

. Disagree

. Somewhat disagree Customer

Effort Score
Jnauwus

. Neither agree nor disagree

. Somewhat agree

= . Agree

. Strongly agree
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Rapid Idea Testing Techniques:

Selected Single Ease Questions (SEQ)

Net Promoter Score (NPS) =

“On a scale ot zero to ten, how likely are you
to recommend our business to a friend or colleague?”

0-6 Detractors
YSELTR: /-8 Passives
c‘_..Hé\]Q']ﬂﬁ.rhU-[ﬁ'[g * Likelihood To Recommend Q— -‘ O PrOmOTerS

Jun1/UsSNIS X

2:=lu=IKNuIwauKsSoly...”
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Net Promoter Score—a simple calculation

How likely is it you would recommend us to a friend?

Extremely likely

10 9

v

Not at all likely

v

\ 4

% - @

Net Promoter Score® (NPS®)




HOW WOULD YOU RECOMMEND? | How likely is it that you would
recommend "Today's Design Workshop™ to a friend or colleague?

23.25% 23.25%

34.88 - 18.60 = 16.28 1 1

(18.60+16.28) (9.30+6.98+2.32)

[ g % = ’% = Net Promoter Score® (NPS®) ]

18.60%
16.28% 8

9.30%
6.98% 4

i Mentimeter




What is a good NPS score?
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What is a good NPS score?
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Predictive Power for Repurchasing

and Increased Spending Factors
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and Increased Spending Factors
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Predictive Power for Repurchasing

and Increased Spending Factors
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Customer Experience Metrics
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PMF CSAT
Product Market Fit Satisfaction Score
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