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Hello Anthony 
Congratulations 
You have done it. Your hard work has 8nally paid o; and you have completed this project 

However, you should also know that learning doesn't end here, so I will really encourage you to keep learning and exploiting new
skills, then apply them so as to improve more on yourself. I did added some resources so you can check it out and learn more.

Please note that it’s always important to work closely with the rubric. Because it’s the rubric is use to correct your work

I wish you all the very best out there!!! 

Best regards
Your reviewer

PRD is well-organized and includes:

Background information about the industry or the problem

Problem Statement

Product Goals

Key Features of your project

Success Metrics

Target Market

Market size is estimated based on publicly available data

Size calculation uses reasonable assumptions and is logical

Data sources and assumptions are documented

Good

You have done a great job estimating the size of your market and calculating the TAM ($600.7M) for the
product LinkedIn for students . This is a great way to have a better picture of the revenue of
opportunity for your product (LinkedIn for students)

Extra_reading

Please spend a little more time and go through the resource below to get a better understanding on
calculating TAM using methods like the bottom-up, value theory etc.
https://www.lightercapital.com/blog/what-is-total-addressable-market-tam/

At least two competitors are identiGed

Each competitor's size is estimated (users, sales or ideally both)

Sources for data are included and assumptions are documented

Good

You have done a good job identifying at least two competitors (Monster job , indeed) for your product
(LinkedIn for students ). You have also identi8ed some relevant information about them like number of
users, revenue, etc. 

Knowing your competitors as such is a better way to understanding the market and providing better
services, which can make you stand out over them.

At least three channels are identiGed in the PRD At least two are not AppStore channels.

Each channel has:

A description of the channel

An explanation of why this channel was chosen

A Marketing Guide is linked in the PRD.

The Marketing guide includes:

Key features of the product

BeneGts to users and consumers

How to use the product

Where users can Gnd the product

A Pricing section is added to the PRD including:

The revenue goal

An explanation of why this goal was set

A pricing strategy to meet the revenue goal

Good

You have done a good job here, given your revenue goal and also strategy how to meet it. However, a
revenue goal of $0 would have been great here, as your main goal for the 8rst year should have been to
increase market dominance and gain more users to your product or features, and you will still make
money indirectly, as users subscribe and use your product.

Extra_reading

Please you can read more on pricing below
https://www.bdc.ca/en/articles-tools/marketing-sales-export/marketing/pricing-5-common-
strategieshttps://business.gov.au/products-and-services/develop-a-pricing-strategy

The checklist is included in the PRD and includes all of the teams that you will need to interface with
before launch

Each team has at least one discussion item speciGed

Good

You have clearly included discussions with all the necessary teams ( Marketing, Engineering, legal,
customer support and sales etc) you need to interface with before the launch of your product. This is
very important as each team will be clearly aware of what needs to be done and steps to take to ensure
quality and successful product launch.

At least three risk factors are identiGed in the PRD

A mitigation plan is included for each risk factor

Good

You have clearly identi8ed at least 3 risk factors for your product (Linkedin for students ) and given a
mitigation plan. This is great because by identifying what will a;ect your product launch, gives you the
ability to limit down-sides and down-falls for your product those putting it leveled and above
competitors.

Extra_reading

Please check out the source below to get more ideas on how to detect and mitigate risk for your
product.
Five ways to mitigate product risk

A training guide for the Sales and Customer Support Teams is linked in the PRD and includes:

Key features of the product

BeneGts to users and consumers

How to use the product

Where users can Gnd the product

User guide for users/customers is linked in the PRD and describes at least two of the product's key
features and explains:

How to access each feature

How to use each feature

The proposed solution and the test are included in the PRD

The test includes:

A description of the proposed solution and an explanation of why it solves the problem

Success metric for the test

A description of the control and variant

A hypothesis about what will happen

Good
The user feedbacks analyzed and then a proposed solution determine, with a hypothesis put in place,
control and variant and how success will be measure, which is very important because, it's also
determined by certain factors which can be quanti8ed, you can know that you have solved the issue.
Handling, user feedbacks like this after the 8rst launch of your product is a great way to meet customers’
satisfaction for your product. It also help to retain more users, bring more users and keeps you above
your competitors.

A link to the email is included in the PRD.

The email includes:

Background information about why the product was developed

A description of the product and its key features

Visual representations of launch data

Next steps
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