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Preface
Working in the tech industry for 15+ years, I have toiled away at my 
own startup ideas and worked for other growing startups. With my 
own projects, I made a lot of mistakes and had many false starts. They 
weren’t failures, they were learning experiences.

While working for other startups and on tech projects, I wanted to 
learn the best way to do things. How does a Series B startup operate? 
How does a young team work with Pivotal Labs, a leader in agile 
soIware development consulJng firm? How do 12 teams in a 
Techstar cohort move through its rigorous program? I’ve seen a lot of 
what works but I have also learned a lot about what not to do.

With this guide, I combine my experience in building soIware and 
startups with my passion for focusing on outcomes. Now it’s Jme for 
you to figure out where you need to learn and grow. Vamos!



HOW TO USE THIS SCORECARD
Lady Engineer® Scorecard

Entrepreneur’s (NTs) at all stages of business can use this scorecard but it was designed 
specifically for those NTs who have started to do market research and write down all of 
their ideas. 

For each column, 

On the page aCer, you can insert any notes or thoughts that came up while raDng 
yourself. And, on the following, you can read about what your score means.

• Read the 5 opDons and decide where you rank on a scale of 1-to-15
• Take the Dme to think through your current approach to your company and be 

honest with yourself
• Use the column “My Score Now” to enter your current number
• Then, in the column “The Score I Want”, enter where you would like to be in 90 

days



How I Talk to 

Developers

How do I/we decide 

which features go into 

final designs & builds?

How do I/we research 

and validate ideas & 

features?

How large is the market 

opportunity?

How much revenue is in 

this business?

How (Com)passionate 

am I about this problem/

opportunity?

To what extent have I 

tested my idea or 

current soluDon?

How well do I know the 

problem/opportunity I’m 

addressing?

SoGware developers 

should take what I’m 

saying and build 

something awesome.

I know what the 

products and features 

should be.

My ideal soluDon has the 

features I need.

I’m don’t know the size 

of the market. The 

excitement is enough for 

me right now.

I am not collecDng any 

money or providing any 

services to address this 

problem right now.

I think this is a good idea 

and I’m excited to 

pursue it.

I know the idea/soluDon 

works for me.

I have not experienced 

this problem myself. I 

may have noDced other 

people have experienced 

this problem.

I trust my developers & 

technical advisors but 

someDmes I’m told 

something isn’t possible, 

& I’m not sure why.

The designs/soluDon has 

the features I decided on 

with some input from 

advisors, friends & 

family.

I discuss big features 

ideas with team 

members or advisors. I 

have some input from 

the market.

I know business sits 

within a very large, 

overall industry.

While pre-revenue, I 

understand how much 

my audience will pay for 

a soluDon like mine.

I get excited thinking 

about the endless 

possibiliDes of how I can 

address this problem/

opportunity.

The soluDon received 

posiDve feedback & 

encouragement from 

friends & family.

I experienced the 

problem. I may have also 

done some research into 

the problem via internet, 

books, etc.

I get some input from 

my soGware developers 

while I’m thinking 

through new features 

and ideas.

The product has the 

features that each new 

customer has requested.

Also, I get input from 

potenDal customers and 

try to sketch big features 

to help me talk through 

my ideas with others.

I’m focusing on a smaller 

market within an overall 

industry

I am providing paid 

services to address this 

problem right now.

Furthermore, I think it’s 

my responsibility to 

work on it this.

The soluDon received 

posiDve feedback & 

encouragement from a 

few strangers & 

potenDal customers.

Furthermore, I 

interviewed a handful of 

family & friends to 

understand the problem 

more.

My developers & I talk 

through what is technically 

feasible & works for our 

customers before we start 

designing the soluDon.

The product has the 

features that a few 

customers said they 

needed.

New features usually go 

through at least one 

round of drawing. 

sketching, then feedback 

before we build them.

I have analyzed smaller, 

segmented market 

opportuniDes to warrant 

my investment in this 

company.

I have paying customers 

who are buying some 

mix of product & 

services.

I feel uniquely capable to 

solve this problem & my 

customers’ pain with this 

problem makes me want 

to move faster.

I got criDcal feedback & 

insights from ideal 

customers. I updated the 

soluDon based on their 

ideas & input.

AddiDonally, I did 

interviewed and 

surveyed people I know 

and strangers to add to 

my understanding.

We agree on the customers’ 

needs, & we brainstorm to 

come up with quick win 

soluDons along w/ long term 

product roadmaps.

The product’s features 

are a result of 

synthesizing many 

customers’ feedback into 

product insights.

Big features and some 

smaller ones go through 

mulDple rounds of 

prototyping & tesDng 

before we build them.

I refined my exact target 

market numbers using 

insights from my own 

customers & their spend 

in this category.

The number of paying 

customers conDnues to 

grow month-over-month.

This is my calling. I’m 

deeply connected to my 

audience & have already 

established myself as a 

thought leader.

The current soluDon is 

acDvely helping my 

target customers solve 

their core problems. 

I have done extensive 

research with my ideal 

customer. Their ideas of 

the problem may be 

slightly different than 

where I started.

WHERE DO YOU 

PLACE ON THE 

SCALE? >

1 - 2- 3 4 - 5 - 6 7 - 8 - 9 10 - 11 - 12 13 - 14 - 15
MY 

SCORE 

NOW

THE 

SCORE I 

WANT



THINK ABOUT IT
Lady Engineer® Scorecard

PROBLEM
4 of 7 entrepreneurs can 

succinctly state the problem 
they are solving.

4 of 7
CUSTOMER

3 of 7 entrepreneurs can 
detail their ideal customer 
with sufficient clarity and 

specificity.

3 of 7

*Taken from a survey Lindsay conducted of peers in the startup community.

WHAT OTHER THOUGHTS CAME UP WHILE  RATING YOURSELF?

My Score Now

Desired Score



Lady Engineer® Scorecard

8-39 pts
You’re either just ge.ng started or unsure you should even be working on this idea. 
Either way, it’s ;me to go talk to people outside of your inner circle about the problem 
you want to solve. Leaders are Learners and now is the ;me to really explore this 
domain, learn about different perspec;ves, iden;fy the biggest market need and decide 
if this is a need you are uniquely capable of addressing. Stay away from the solu;on for 
now and focus on the problem.

WHAT YOUR SCORE MEANS

40-64pts
Maybe you took the spark for this idea and jumped the gun? You’re off to the races 
trying to turn this project into a business. You may be out talking to people, but are you 
talking to the right people? When asked what advice didn’t work, NTs cited these 
ac;ons the most: Going to Meetups & Events, Pos;ng on Social Media , Learning to 
Code & Cold Outreach to Investors. Are you doing any of these things? Time to take a 
step back and take stock of your goals for this business. Consider filling out a Lean 
Business Canvas, wri;ng down all of your unproven assump;ons and ge.ng out of the 
building to validate them.

IF  YOUR SCORE IS  ON THIS PAGE,  HOW IS  IT  ( IN)ACCURATE?



Lady Engineer® Scorecard

65 - 88pts
You don’t consider this a project or crea2ve pursuit anymore, this is your business. Have 
you prototyped your idea or do you already have something in the marketplace? I 
thought so, you dynamo. Right about now you’re feeling like you need a push to level-up 
and you’re possibly looking for investors to help you get there. Taking in outside money 
is a big commitment and you must have all your ducks in a row before you do that.  It’s a 
good 2me to make sure you really know everything about your target audience, your 
market sizing is perfected and your skills in doing product design week-over-week are 
superb.

89+ pts
Either you’re taking this scorecard for the second 2me or you’re using this to validate 
you are doing everything right. You know there’s always room for improvement but you 
should also know you have a good handle on this startup thing. You’re passionate about 
this business and you know there is money to be made; they compliment eachother 
well. You should con2nue working closely with your customers, seGng goals for growth 
(and achieving them) and strengthening your skills in marke2ng & product design.

IF  YOUR SCORE IS  ON THIS PAGE,  HOW IS  IT  ( IN)ACCURATE?

WHAT YOUR SCORE MEANS



PLANNING AND PRIORITIZING
Lady Engineer® Scorecard

#
AREA FOR 

IMPROVEMENT COMPARE ACTIONS TALLY RANK

1

2

3

4

5

1. From the scorecard, select the areas most important to you to improve

3. For each, think of a concrete acMon you can do now to improve your score

4. List each acMon (in no parMcular order) in the column “Area of Improvement”

5. Using the column “Compare AcMons”, make the comparisons

⁃ For example, your first comparison is AcMon #1 against AcMon #2

⁃ If AcMon #1 is more important for you to work on than AcMon #2, put a tally

mark in AcMon #1’s row

⁃ If AcMon #2 is more important than AcMon #1, put a tally mark in AcMon

#2’s row

6. Once you are finished, add up all the tally marks in each AcMon’s row

7. The AcMon with the most tally marks should be ranked 1. Put 1 in that AcMon’s

Rank cell

8. Likewise, the AcMon with the least tally marks should be ranked 5. Put 5 in that

AcMon’s Rank cell

9. Distribute the rest of the rankings, now start working them in priority order

1-2, 1-3, 1-4, 1-5

2-3, 2-4, 2-5

3-4, 3-5

4-5
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