Preflight
Dockyard’s Entrepreneurship Jumpstart
Day 4 Bringing It All Together

Statement from the author

Sandenn Killoran
CEO Dockyard
We’ve made it to the last day. Today, we
bring all of the lessons we’ve learned
together. We will visit the work we did on
Leanstack, and also the topics we
covered over the past three days to start
setting some goals for you and your
business over the next few months.

Sandenn Killoran
12 years Management
Experience, Marketing and
Comms Specialist. EMBA
Husband, Father, Elected
Official, Lover of all things
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Theory of
Constraints
The theory of constraints was established by Eliyahu M
Goldratt. An Israeli scientist who asserted that every
organization faces three kinds of constraints. Inventory,
Throughput or Operational Costs
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Goldratt also popularized the idiom of “A chain being no
stronger than its weakest link” in a business setting. That
means that if you have a weak link or a point of constraint in
your organization every subsequent link below it will suffer

The Weak Link
Your Business has three major sections that can feel
Constraints.
Operational Costs - the cost of goods sold or your overhead in
producing your product or service. This is the easiest one to fix

Inventory - Essentially this constraint deals with how you
manage the resources that you utilize to sales. For a restaurant
spoilage would be a symptom of an inventory constraint

Throughput - How fast you transform work into money. This is
the most common and one of the hardest constraints to solve.
Because it takes in so many external factors including customer
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How to Solve
Constraints
The theory of constraints is applicable when an
organization has committed to continual improvement. The
truth is you cannot be without any constraints because
otherwise you would simply create and sell to infinity and
that isn’t possible

We solve constraints by taking the “Five Focussing Steps
1) Identify the System’s Constraint
2) Decide on how to exploit the system’s constraint(s
3) Subordinate everything else to the above decision(s
4) Alleviate the system’s constraint(s
5) If in the previous steps a constraint has been broken, go
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back to step 1, do not allow inertia to cause constraints.

Dockyard Preflight

Constraints are Inevitable
Letting them beat you isn’t
No company, business or community can exist without
constraints. Humans have the constraint of our lives being
finite, we can only travel so fast, we can only learn so
much. So we have to analyze these constraints and make
efforts to optimize for our priorities

These priorities should correspond with what will deliver us
the greatest return on our investment. Time is our most

.


valuable resource and it is not to be wasted.

Evolving Your Business
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Problem Solution Fit
How do we make sure that the problem we
are trying to solve is a problem worth
solving? This question is not to say that our
solution is useless if we haven’t thought of
this before. It’s just sometimes the
problem we think we are solving isn’t the
problem that our market cares about, and
thus no one will pay for it.
We can start by talking to our
customers. Sprints or experiments inspired
by the scientific method and meant to
provide actionable results.

CREATING A SPRINT
Sprint
Running in Sprints not Marathons
The sprint concept was popularized by Google X Labs and is a key
feature of the LEAN and Agile models of business processes and
entrepreneurship.
Today we will run a sprint in the Leanstack Platform to test a
hypothesis about a new business in the region and how we can
test at minimal costs to ascertain the data to make better business
decisions for scaling and operational constraints

.
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(Switch to Leanstack
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Testing

Sprints

(Run A Mock Sprint)

Evolving Your Business

Product Market Fit
Unleashing Your Business’ Potential
Reaching Product Market Fit is the next step in your journey. It’s
also the point where things really kick off.
Finding product market fit comes after we have properly identified
the problem solution fit. Once we know what problem we are
solving we can now find out how we can approach true
commercialization.
If we look at the customer factory example from our pre-course
work we see that we have a way to set the targets for what we need
to reach our Scale point
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When we reach our customer factory goal, meaning that we have a
steady supply of throughput within our sales process.

Customer Factory
What is the Next Step
So we’ve set our goal. What success looks like. How do we get
there. Let’s go through the Customer Factory exercise.
If we set our conversion rates, the total value we get from in their
lifetime as a customer. The average price of purchase for
customers, then we are able to determine the amount of traffic
(leads) and active users (customers) we will need in order to meet
our goals
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We also are able to calculate churn or attrition this is the amount of
users or customers that you have that you’ll lose before they have
completed their expected customer life cycle.

SWOT Analysis
Because I promised to include a SWOT we will
quickly review what a SWOT analysis is and
what its useful characteristics are.

Strength

Weakness

Opportunity

Threat

SWOT is an acronym standing in for strengths,
weaknesses, opportunities, and threats.
A strength is similar to the unfair advantages
that we identified in the canvas.
A Weakness is an internal constraint such as
market access.
An opportunity is an emerging trend or market
shift that you can take advantage of.
A threat is the potential external constraints
or competition.

Preflight - The End
Of the course
Woop

It has been a privilege to go through this course with
you. I hope that you have gained a lot of useful skills
and strategies for growing your business and realizing
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your potential as a leader and Entrepreneur

