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Black Tech Startup 04: Build the First

Product Customers Will Actually Pay For

A product-building system for turning validated workflow pain into the smallest sellable
technology, with explicit scope, ownership, security, measurement and pilot economics.

This is Part 4 of 6 in the Black Tech Startup series. Work the sequence in order: each

guide assumes you completed the operating decisions in the previous one.

The first product is an economic experiment

The purpose of version one is not to prove that you can build software. It is to prove that technology
can repeatedly create the outcome customers committed to in Guide 1 at economics that fit Guide 2.
Every feature should therefore connect to a hypothesis: who uses it, what behavior changes, what
measurable result follows and what evidence tells you whether it worked. This discipline protects
founders from a common capital trap—spending scarce cash to create a broad “platform” because
breadth looks impressive. A narrow product that reliably saves a buyer $5,000 a month is more

valuable than a polished suite that no buyer can justify purchasing.

Turn the customer workflow into a product boundary

Take the manual or concierge process you used during validation and map it from trigger to outcome.
Mark steps that are frequent, rules-based, measurable and expensive. Mark exceptions that require
judgment. Your first product should automate or accelerate the small number of steps responsible for
most customer value while leaving rare exceptions manual. Write an “in” list and an “out” list. If the
product refills cancelled appointments, version one may detect openings, rank eligible patients, send
approved outreach and report recovered bookings. It may not need a full practice-management suite,
marketing automation, payroll or analytics warehouse. Scope becomes defensible when it follows the

workflow, not founder imagination.



Write acceptance tests in customer language

Before anyone codes, define what success looks like in observable terms. “Build an Al scheduler” is
not an acceptance test. “Given an eligible cancellation, the system proposes three matching patients,
sends only messages approved by the practice, records consent and status, and can demonstrate
recovered appointment value in a weekly report” is closer. Include failure behavior: what happens
when required data is missing, an integration fails or the model is uncertain? A customer should be
able to watch a product test and determine pass or fail without understanding your implementation.

This reduces contractor disputes, rework and the temptation to declare a demo production-ready.

Choose build, buy or partner feature by feature

Do not make one giant “custom versus no-code” decision. Break the product into capabilities. Identity,
payments, email delivery, hosting, analytics and commodity Al inference often have mature providers.
Your differentiating workflow, proprietary data or decision logic may deserve custom work. For each
capability, compare time to proof, variable cost, switching cost, security responsibilities, data rights
and how painful replacement would be. The cheapest tool today can become an expensive dependency
if it controls your customer relationship or stores the only copy of critical data. The goal is not
technical purity. The goal is to own the parts that create bargaining power and rent the parts that are

commodities.

If you use contractors, control the asset and the handoff

A contractor should not be the only person who knows how your core product works. Use a written
scope tied to acceptance tests, milestone payments, code and documentation delivery, credential
ownership, third-party license disclosure and IP terms reviewed for your situation. Company-
controlled accounts should own domains, cloud services, repositories, app-store accounts and critical
vendor relationships from the beginning. Require setup instructions and an architecture overview
written for the company. The point is business continuity: if the contractor disappears Friday, you

should still control the product Monday. Ownership without operational access is not real control.

Build security into the first paid version

Security is not an enterprise feature you add after revenue. NIST’s Cybersecurity Framework 2.0
provides a practical risk-management structure, and CISA publishes small-business guidance because
early companies are targets too. Start with the data map: what personal, financial, health, customer-
confidential or credential information do you collect, why do you need it, where does it travel and

who can access it? Minimize collection. Use multi-factor authentication, separate privileged accounts,



backups, patching and secure defaults. If you make a promise in a privacy policy or customer contract,
design the product to keep it. The FTC has repeatedly emphasized that companies should not collect

or retain sensitive data without a business need and should build reasonable security into products.

For Al products, measure the task—not how impressive the demo feels

If Al is part of the product, create a representative test set from real customer scenarios before launch.
Score the business outcome: correct classification, grounded answer, acceptable extraction, safe
refusal, successful completion or whatever the customer actually needs. Track failure categories and
severity. Put high-impact actions behind human approval until evidence supports more automation.
Know what data goes to model providers and what your agreements permit. A model that looks
brilliant in five cherry-picked demos can fail unpredictably across 500 customer cases. Your moat is
not “we use AL” It is the workflow, evidence, proprietary context and feedback loop that make the

system reliably useful.

Design the pilot as a paid business transaction

A pilot should have a start date, end date, customer owner, success metric, data/access responsibilities,
support terms, price and a conversion decision. Free pilots often produce weak urgency and
ambiguous feedback. If a free pilot is strategically necessary, require something valuable in return:
executive sponsorship, data access, a reference path or a defined procurement decision. Measure
baseline before implementation so the customer can see the delta. At the end, produce a one-page
value report showing outcome, usage, exceptions, customer labor saved or revenue protected, and the

commercial proposal for continuing. A pilot that ends with “they liked it” is not enough.

Control technical spending with evidence gates

Release money in stages. Stage one: clickable or manual proof. Stage two: a narrow working product
for one customer workflow. Stage three: reliability and repeatability across several customers. Stage
four: scale only after usage and economics justify it. Tie each stage to evidence, not dates. If
customers do not use a feature, stop polishing it. If integration work consumes more than expected, re-
evaluate price or customer segment. If model or cloud cost makes gross margin deteriorate with usage,
redesign early. A founder should be able to explain which customer evidence unlocked every major

build expense.



Instrument the product so every pilot teaches you something

Before launch, decide which events prove that the workflow is being used and where users fail. Track
activation, completion of the core task, time to first value, repeat use, exceptions, support requests and
the outcome metric promised to the customer. Keep the measurement set small and tied to decisions. If
users start but do not finish, find the step causing abandonment. If they complete the workflow but the
customer sees no economic result, the product may be efficient at the wrong task. If one customer
generates ten times the support load, your pricing or fit may be wrong. Instrumentation turns pilots
into evidence and makes product decisions less dependent on the loudest customer or founder

intuition.

The deliverable before Guide 5

You are ready to sell aggressively when the company controls the critical accounts and IP, the product
completes one valuable workflow, acceptance tests pass, security basics are in place, the economics
are visible, and at least a small set of customers can show measurable value from a defined pilot.
Guide 5 turns that proof into a repeatable revenue and capital engine. Do not add ten features to avoid

the harder work of asking for a contract.
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Your six-part path to an operating company

PART 1 Prove the Problem Before You Build the Product

PART 2 Design a Business That Can Survive the Capital Gap

PART 3 Form the Company Without Giving Away the Future
PART 4 Build the First Product Customers Will Actually Pay For
PART 5 Turn Proof Into Customers, Contracts and Capital

PART 6

Turn the Startup Into an Operating Company



—— SOURCE DESK

Research behind this guide

Use the primary sources below to verify current rules, eligibility and program details
before acting. Program terms can change.

NSF I-Corps — customer discovery and commercialization

NIST — Cybersecurity Framework 2.0 Small Business Quick Start Guide
CISA — cyber guidance for small businesses

FTC — App Developers: Start with Security

FTC — protecting personal information for business

U.S. Copyright Office — works made for hire

USPTO — patent assignment and ownership changes

Important: This guide is educational information, not individualized legal, tax, investment or compliance
advice. For decisions with legal or financial consequences, use a qualified professional who can review your
facts.
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https://www.nsf.gov/funding/initiatives/i-corps
https://nvlpubs.nist.gov/nistpubs/SpecialPublications/NIST.SP.1300.pdf
https://www.cisa.gov/cyber-guidance-small-businesses
https://www.ftc.gov/business-guidance/resources/app-developers-start-security
https://www.ftc.gov/business-guidance/resources/protecting-personal-information-guide-business
https://www.copyright.gov/circs/circ09.pdf/
https://www.uspto.gov/patents/maintain/patents-assignments-change-search-ownership
https://blacktechstartup.com/education/articles/black-tech-startup-04-build-first-sellable-product/#share-guide
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