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If you are planning a new product or 

a new business, then you will 

probably need to get some 
approvals.  You might need to raise 

some finance.  In either case you 

have to convince some sceptical 

decision makers.   
 

Here are four key questions that 

they will want you to answer: 

 

1. Problem.  What is the 

problem that your idea will 

solve?  If real people do not 

have a pain point which is 

worth alleviating then your 

new business idea is a non-

starter.  The bigger the pain 

the better. 

 

2. Premise.  What is the 

fundamental idea?  How 

exactly (but concisely) will it 

work?  How is it better and 

different from whatever else 

is out there? 

 

3. Promise.  How will 

customers react?  What 

benefits will they derive from 

using your product? 

 

4. Proof. What evidence do 

you have for these assertions? 

What tests have you carried 

out to validate your 

assumptions? 

 

Let’s suppose that Travis Kalanick 

was asked these questions in 2009 

when he was planning the launch 

of his new business idea, 

Uber.  His answers might have 

been: 

 

1. Problem.  What is the 

problem that your idea will 

solve?  People are frustrated 

because there are not enough 

taxis in most cities and they 

are overpriced for the service 

you receive.  Many people 

want a convenient ride but 

are put off by a long wait for a 

taxi and a high fare. 

 

2. Premise.  What is the 

fundamental idea?  We will 

harness the capacity of all the 

thousands of casual drivers 

who want to earn some extra 

money by giving someone a 

paid ride. We will use a 

mobile phone app to quickly 

connect someone who wants 

a ride with someone who will 

provide it.  They will rate 

each other so that people can 

see who is a good driver or a 

good passenger. 

 

3. Promise.  How will 

customers react?  Our promise 

is a much faster, more 

convenient and more 

affordable service which 

customers will love.  They 

will be delighted to have 

control at the touch of a 

phone. 

 

4. Proof. What evidence do 

you have for these assertions? 

We have tested the ideas 

with various groups in four 

cities and found that 

customers really like the idea 

and the app.  We have over 

100 potential drivers lined up 

and ready to start. 

 

Of course, there are lots of other 

questions to answer.  How 

profitable will it be?  What legal 

issues are there? How long will it 

be before your make a 

profit?  And so on.  But the four 

questions above provide the key 

elements for your business 

plan.  People do not want to 

know how clever your idea 

is.  They want to know how it will 

solve a real problem.  Focus on 

the problem, the premise, the 

promise and the proof. 

Based on an idea in The Beermat 

Entrepreneur by Mike Southon 

and Chris West. 

 

© Copyright, Paul Sloane 

 

About the Author 
Paul was part of the team which 

launched the IBM PC in the UK in 

1981.  He became MD of database 

company Ashton-Tate. In 1993 

Paul joined MathSoft, publishers of 

mathematical software as VP 

International. He became CEO of  

 

Monactive, a British software 

company which publishes 

software asset management tools.   

In 2002 he founded his own 

company, Destination Innovation, 

which helps organisations improve 

innovation.  He writes and speaks 

on lateral thinking and innovation.  

His latest book is The Leader’s 

Guide to Lateral Thinking Skills 

published by Kogan-Page. 

 

Co-ordinates 
Web: www.destination-

innovation.com  

E-mail: psloane@destination-

innovation.com  

Tel: +44 (0)7831 112321 

  

Paul Sloane 

Four questions that every 

entrepreneur must answer 

                                                                                                                                          

 



 

 

 
 

 

 

          Better Business Focus  June 2015 

 

 

 

 

 
 

 

 

          Better Business Focus  June 2015 

 

 

 

 
 

 

 

 

          Better Business Focus  January 2019 

  

 
28 

  

Important Notice 
© Copyright 2019, Bizezia Limited, All 

Rights Reserved 
 

This article appeared in Better Business 

Focus, published by Bizezia Limited (“the 

publisher”). It is protected by copyright law 

and reproduction in whole or in part 

without the publisher’s written permission 

is strictly prohibited. The publisher may be 

contacted at info@bizezia.com (+44 

(0)1444 884220). (Some images in this 

article are taken from Creative Commons – 

such images may be subject to copyright. 

Creative Commons is a non-profit 

organisation that enables the sharing and 

use of creativity and knowledge through 

free legal tools). 

 

The article is published without 

responsibility by the publisher or any 

contributing author for any loss howsoever 

occurring as a consequence of any action 

which you take, or action which you 

choose not to take, as a result of this 

article or any view expressed herein.  

 

Whilst it is believed that the information 

contained in this publication is correct at 

the time of publication, it is not a substitute 

for obtaining specific professional advice 

and no representation or warranty, 

expressed or implied, is made as to its 

accuracy or completeness. Any hyperlinks 

in the article were correct at the time this 

article was published but may have changed 

since then. Likewise, later technology may 

supersede any which are specified in the 

article. 

  

The information is relevant primarily within 

the United Kingdom but may have 

application in other locations. 

 

These disclaimers and exclusions are 

governed by and construed in accordance 
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