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THE BUILD
The map is finished. Now I stop planning and make something real.

PLAN

V1
USEFUL

COMPLETE

SELLABLE

This is the checkpoint where many people disappear into the workshop. They keep
improving the logo, adding pages, changing tools and building features nobody
asked for.

I know that trap because I have lived it. THE BUILD has one job: turn the
destination into the smallest complete version that can reach a real customer.

V1 IS NOT THE SMALLEST THING I CAN MAKE. IT IS THE SMALLEST COMPLETE THING THAT
DELIVERS THE PROMISED RESULT.
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V1 IS NOT THE SMALLEST THING I CAN MAKE. IT IS THE SMALLEST COMPLETE THING THAT DELIVERS THE
PROMISED RESULT.
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BUILD THE BRIDGE, NOT THE CITY
The customer needs a way across the gap - not my entire future empire.

CURRENT PAIN USEFUL RESULT

V1 = THE BRIDGE

If my promise is to help someone cross one river, I do not need to build the
airport, hotel, shopping mall and city on the other side.

That is how software projects, courses and digital products become endless. The
creator starts building the future business instead of the current solution.

BUILD ONLY WHAT THE CUSTOMER NEEDS TO MOVE FROM THE PAIN YOU NAMED TO THE RESULT YOU
PROMISED.
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BUILD ONLY WHAT THE CUSTOMER NEEDS TO MOVE FROM THE PAIN YOU NAMED TO THE RESULT YOU
PROMISED.
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THE MVP FINISH LINE
Before I build, I define what DONE means.

DONE = PRODUCT EXISTS

OFFER IS CLEAR

DELIVERY WORKS

SOMEBODY CAN BUY

I write the finish line before I open the tools. Otherwise every improvement
becomes "necessary" and the build never ends.
CORE RESULT The product contains enough guidance or utility to create the

promised outcome.

DELIVERY The buyer can receive and use it without me manually rebuilding
it each time.

OFFER The buyer can understand who it is for, what it helps with and
what it costs.

PURCHASE PATH There is one working place to pay and get access.

IF THOSE FOUR THINGS WORK, I HAVE A LAUNCHABLE V1. EVERYTHING ELSE MUST EARN ITS WAY
IN.
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IF THOSE FOUR THINGS WORK, I HAVE A LAUNCHABLE V1. EVERYTHING ELSE MUST EARN ITS WAY IN.
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MUST HAVE / NICE TO HAVE / LATER
Feature creep dies when every idea has to pass a gate.

MUST HAVE NICE TO HAVE LATER

Required to deliver

the promise

Required to buy

Required to use

Makes it prettier

Adds convenience

Could improve

conversion

Advanced features

Automation

Community

Second product

My default is ruthless: if removing an item does not break the promised result,
the buying path or the customer experience, it probably does not belong in V1.

A GOOD FEATURE AT THE WRONG MILESTONE IS STILL A DISTRACTION.
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BUILD THE PRODUCT IN LAYERS
I build from the customer's result backward - not from my feature wishlist.

4. POLISH Make it clean enough to trust

3. DELIVERY Make it easy to receive and use

2. GUIDANCE Give the steps, examples and tools

1. CORE RESULT Solve the promised problem

The mistake is starting at Layer 4. Fonts, animations, branding, perfect video,
clever names. Those can improve trust, but they cannot rescue a weak core result.

I start with the transformation. Then I add the minimum guidance. Then delivery.
Only then do I polish enough to make the experience clear and credible.

USEFUL BEFORE IMPRESSIVE. CLEAR BEFORE CLEVER. FINISHED BEFORE EXPANDED.
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THE OFFER GETS BUILT TOO
A finished file is not a finished business.

PRODUCT

WHAT I MADE

OFFER

WHO IT IS FOR

PAIN / RESULT

WHAT THEY GET

PRICE

HOW TO BUY

I do not wait until launch day to figure out what I am selling. While I build the
product, I build the language that makes the value understandable.
ONE PERSON Who should immediately recognize this?

ONE PROBLEM What are they tired of dealing with?

ONE RESULT What useful change does V1 help create?

ONE PACKAGE Exactly what do they receive?

ONE PRICE A clear exchange, not a maze of options.

ONE LINK One obvious place to buy.
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ONE PLACE TO BUY
Infrastructure should make the sale possible - not become a new software
project.

ONE SIMPLE STOREFRONT

PAGE -> PAY -> RECEIVE

BUY / ACCESS

For this stage, I choose the fastest reliable selling path I can reasonably set
up. A hosted storefront, checkout page or simple site is enough.

If I can build custom software in three days without delaying the milestone, fine.
If not, I use the existing tool and keep moving. The customer does not award
points for how complicated my checkout is.

THE CHECKOUT IS A BRIDGE TO THE CUSTOMER. IT IS NOT THE PRODUCT I AM HERE TO PROVE.
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THE CHECKOUT IS A BRIDGE TO THE CUSTOMER. IT IS NOT THE PRODUCT I AM HERE TO PROVE.
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THE BUILDER TRAP
Twelve hours can disappear without the business moving one inch.

12
HOURS BUILDING

BUILD 12

SELL 0

IMPROVE 0

= INVISIBLE

Building feels safe because I control it. Selling introduces rejection. Publishing
introduces judgment. Feedback introduces the possibility that I was wrong.

So the workshop becomes a hiding place. I can tell myself I am working while
postponing the only evidence that matters: contact with the market.

THE BUILD ENDS WHEN THE PRODUCT IS READY FOR CONTACT WITH REAL PEOPLE - NOT WHEN I
RUN OUT OF IDEAS.
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THE BUILD ENDS WHEN THE PRODUCT IS READY FOR CONTACT WITH REAL PEOPLE - NOT WHEN I RUN OUT OF
IDEAS.



BUSINESS PLANNER MarcoBusinessPlanner 04 - THE BUILD

SHIP THE PACKAGE
The final build test is simple: can a stranger understand it, buy it and
use it?

V1
READY TO LEAVE THE WORKSHOP

Core product is complete enough to deliver the promise.

Files / links / videos open and make sense.

Offer explains who, problem, result, package and price.

Checkout works.

Delivery works.

I tested the customer path once from beginning to end.

I have stopped adding features.

IF A STRANGER CAN UNDERSTAND IT, BUY IT AND USE IT, THE BUILD CHECKPOINT IS
COMPLETE.
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THE BUILD COMMITMENT
I am not building my final business. I am building the version that earns
the right to become V1.1.

IDEA

V1

MARKET

DATA

V1.1

I build only what is required to deliver the current promise.

I define DONE before I add features.

I use existing tools when custom infrastructure would delay launch.

I test the complete customer path.

I preserve future ideas without letting them invade V1.

I ship so the market can teach me what V1.1 actually needs.

THE PRODUCT IS OUT OF MY HEAD AND OUT OF THE WORKSHOP. NOW I HAVE TO PUT IT IN FRONT
OF PEOPLE.

NEXT: 05 - THE LAUNCH

Turn a finished V1 into real market contact.
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THE PRODUCT IS OUT OF MY HEAD AND OUT OF THE WORKSHOP. NOW I HAVE TO PUT IT IN FRONT OF PEOPLE.



